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Choosing the Right Affiliate Platform

Intro

Introduction

Feeling like your affiliate marketing channel needs a boost, or you don’t
have one yet? You're on the right track! The first step is getting stakeholder
buy-in. In this ebook, we’'ll help you assess your current setup (or start from
scratch), identify pain points like messy tracking, high costs, or missing
features, and build a strong case for upgrading to a new platform.

This is our series on how to pick the right platform for your needs.

Platform Pick 1: Win Stakeholder Support
Platform Pick 2: Create a Checklist

Platform Pick 3: Create a Feature Comparison Table
Platform Pick 4: Define Your Needs Clearly
Platform Pick 5: Hunt for the Right Platform
Platform Pick 6: Send Out Requests for Proposals
Platform Pick 7: Demos with Vendors

Platform Pick 8: Check Pricing and Value
Platform Pick 9: Choose Your Top Favorites
Platform Pick 10: Business, Legal, and IT Prep
Platform Pick 11: Integrate and Test it

Platform Pick 12: Rollout

Ready? Let’s dive in.
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Platform Pick 1: Win
Stakeholder Support

Take a Look at Your Current Affiliate Setup

First thing you need to do is take a long, hard look at your current affiliate
program (if you have one). What's working? What's not? Maybe you're not
even using affiliate marketing yet, and that's okay! If you are, though, what's
giving you headaches? Is it messy tracking that's making your affiliate
program and commissions look uncompetitive? You could be paying the
same commissions as competitors but only tracking a fraction of the traffic
(thanks, cookies). Or maybe your current solution is way too pricey,
especially if you're dealing with big volumes (hello, affiliate networks taking
a 25% cut just for sending one email to affiliates per month).

And let’s not forget about missing features — like, does your current setup
support lead generation or other things that could help you grow? Or is your
IT team buried in work? Whatever the problem is, it's a good idea to write it
down first. Understanding these pain points is the key to making the case
for upgrading your affiliate platform.

Build Your Case for the Platform

You've got to show to your stakeholders why it's necessary to start or
upgrade to a new platform. Start by highlighting the benefits. If tracking is a
mess, explain how the new platform will make tracking simple and accurate,
so you can pay affiliates fairly and keep them delivering results. If payments
are a headache, a better platform can automate the process, reduce
mistakes, and save you loads of time.
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|s your current solution burning a hole in your budget? A new platform could
give you more value for the price. It might be cheaper (your finance team
will love it) or offer better features that help you make more money. If your
affiliates are not interested in what you're offering now, a new platform with
advanced features might get them excited. New features and improved
flexibility could be exactly what you need to win them over and supercharge
their performance.

If your IT team is overloaded and the current platform is taking up all their
time with technical problems, a new one could take care of that, letting
them focus on more important things.

But, most importantly, frame it in a way that resonates with the people
you're pitching to. Show how this change will solve their problems, make
things more efficient, and ultimately support the company’s goals. Get
everyone on board by showing them that investing in a new platform is a
win-win!

Important Details to Cover

Affiliate marketing is growing globally by 10% year over year. It accounts for
16% of total revenue worldwide, and for some businesses (especially
service providers), it can be as high as 50%. How much of your revenue
comes from affiliate marketing? If it's less than that, something’s wrong.

Take a look at your competitors — are they using affiliate marketing? How
big is it for them?

Don’t forget to check in with your affiliates too. Ask them what they wish
you were offering. It's not always just about higher commissions (though
that can be a result of bad conversion tracking and paying just for the traffic
since you don't track the other part). Often, affiliates are missing key
features or other benefits.

And here’s the most important part — don't just react to what your
competitors are doing. Think bigger. How can you dominate your market
with affiliate marketing? Think about how it can truly help you stand out.
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Get Everyone Onboard

When presenting to stakeholders, keep it short, simple, and to the core of
things. Remember, they're not affiliate marketing experts and may not even
know that something like that exists. So, start slow.

Focus on Each Department’s Needs

Keep it focused on what matters most to each department:

e« For T, it means less technical work and fewer headaches.
 For Finance, it's more cost-effective solutions and better ROI.
« For Marketing, it provides a new traffic source of customers.

Show them how investing in the platform aligns with their goals and
supports the business as a whole.

Include Affiliate Insights

To strengthen your case, gather insights from current or potential affiliates.

« If you already have affiliates, ask them: “What's working for you, and
what could be better?” or “What features do you wish we had to make
your job easier?”

« If you don't yet have an affiliate program, reach out to larger affiliates
you'd like to attract. Ask questions like: “What would convince you to join
our affiliate program?” or “What tools and features do you need to
maximize your performance with us?”

Their responses will provide valuable insights into what your affiliate
program needs to succeed.
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Emphasize Long-Term Investment

Finally, emphasize that this is an investment in the future—long-term
growth and scalability. Reassure them that while the start or switch to a
new platform may seem complex, the benefits will outweigh the challenges
in the long run. Keep the conversation grounded in practical terms and
avoid technical jargon to make sure everyone is on the same page.

The Sooner You Start, The Sooner Your Affiliate
Channel Grows

Don't wait for the perfect moment to pitch the idea. The sooner you present
the benefits of a new platform to your stakeholders, the sooner you can
start seeing those long-term results. Now is the time to act—start laying the
groundwork for a new affiliate platform and get everyone onboard. With the
right platform, you can increase your affiliate revenue, make your program
more competitive, and set yourself up for growth. Don't just follow your
competitors, lead the way. The future of affiliate marketing is in your hands!
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Platform Pick 2:
Create a Checklist

Define the Scope of the Integration

Start by listing the key components that need to be integrated into your
affiliate platform. These could include:

 Tracking: How will clicks, leads, and sales be tracked, attributed and
reported?

« CRM: What integrations are needed to sync affiliate data with your CRM
system?

 Marketing tools: How will marketing materials and reports be managed
through the platform?

« Payments: What's your plan for paying affiliates?

Define the Team Involvement

List out which departments will play a role in the integration:

« IT Team: Responsible for the technical integration, ensuring everything is
compatible.

« Marketing Team: Will help set up banners, emails, and other affiliate
marketing materials.

« Legal Team: Responsible for drafting contracts, terms of service, and
ensuring GDPR compliance.

 Finance Team: Will help out with payment models, commission
structures, and handle affiliate payouts.
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Realistic Expectations

Be clear about the timeline and the resources needed. Are you aiming for a
full platform rollout, or will it be a phased approach where you start with one
product or segment and add others later?

Create a Checklist

Start by identifying the core tasks that need to be completed for the
integration. This will include the platform selection, tracking strategy,
technical setup, legal work, and more. Some key tasks might include:

Define Your Needs & Win Stakeholder Support: Secure buy-in from key
decision-makers and outline clear goals and requirements for the
affiliate platform.

Evaluate Platforms & Choose Your Top Picks: Research potential
platforms, send out RFPs, conduct demos, compare pricing, and select
the best platform based on features and value.

Prepare Teams for Integration: Coordinate with internal teams
(business, legal, IT) for compliance, technical requirements, and
integration planning.

Platform Setup & Data Migration: Configure the platform, integrate with
CRM and payment systems, and migrate necessary data from the old
system.

Testing & Onboarding: Conduct internal and external testing to ensure
everything works as expected, then prepare onboarding materials for
affiliates.

Launch & Rollout: Officially launch the platform, ensure all teams and
affiliates are aligned, and ensure the integration is running smoothly.
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Break Tasks into Smaller Actions

Each task in the checklist should be broken down into smaller, manageable
actions. For example, under the Evaluate Platforms & Choose Your Top
Picks task, smaller actions might include:

« Schedule demo calls with each vendor to see the platform in action and
take notes

« Review the pricing models and compare them to the features offered.

« Score each platform based on the demo, pricing, features, and overall fit.
Narrow down the list to 2-3 platforms that best meet your needs.

 and others

By breaking down tasks, you ensure nothing gets overlooked and each step
can be tracked.

Assign Tasks to the Right Teams

Next, assign each task to the responsible team. Be sure that everyone
knows what they need to do and when it needs to be done. For example:

« IT Team: Platform configuration, data migration, testing integrations.

« Marketing Team: Prepare banners, ads, and affiliate onboarding
materials.

 Legal Team: Review and finalize contracts, GDPR compliance.

« Finance Team: Set up payment structures, commission tracking.

Set Deadlines and Prioritize

Assign realistic deadlines for each task, keeping in mind that some tasks are
dependent on others. Make sure to prioritize the most critical actions (like
legal compliance) so they are completed first. Use your project
management tools (Trello, Asana, etc.) to keep track.
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Create a Status Column

In your checklist, include a status column to track the progress of each
task. This could include statuses like:

« Not Started
* In Progress
« Completed
» Blocked

Set Up a Status Document for
Progress Tracking

This document will help you keep track of progress and ensure everything
stays on schedule. It's also an important tool for reporting to
stakeholders so they can stay informed. Keep the status document simple
but detailed enough to track key aspects of the integration.

Include Date in the Title and Name of the File

Start by adding the date to the title of your status document so it’s easy to
see and track progress over time. This ensures that anyone reviewing the
document can quickly identify which week is covered.

Create Timeline

Build a timeline (harmonogram) in a table format divided by weeks. This
will give you a clear overview of what needs to be done during each week.
Some tasks may span multiple weeks, so make sure to overlap activities as
needed. This section will help everyone see the bigger picture and ensure
you stay on track.
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Example of a timeline:

Week 1 Week 2 Week 3 Week 4 Week 5
Activity 1 - - - -
- Activity 2 Activity 2 - -
- - Activity 3 - -
- - - Activity 4 -
- - - Activity 4 Activity 5

Status for Each Department

Include a status section for each department involved in the integration.
For example, list the IT team, marketing, legal, finance, etc., with a brief
summary of their progress and the main person responsible for each task.

Example:

« IT Team — John Doe - Integration setup is 75% complete, working on
final testing.

« Marketing — Jane Smith — Affiliate materials are in progress, expect
completion next week.

Details for Completed Tasks

Write down the details of completed tasks if needed. This can serve as a
notebook for tracking all the more complex details and meetings, helping
you keep track of both inputs and outputs.
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Next Steps

In this section, outline the next steps for the upcoming week. This section
can break down the timeline further, outlining specific steps that will be
taken.

Things to Solve

List any challenges or roadblocks that need to be addressed now or later so
nothing is left out. For example:

 “Compliance check pending”
» “Integration issue with payment gateway.”

Link or Embedded Checklist

Finally, embed or link to the detailed checklist in your status document.
This will give everyone easy access to the full list of tasks that need to be
done and ensure alignment between your weekly updates and the larger
project goals.
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Prefilled Example

Good news — we've already done the heavy lifting for you! Thanks to our
experience as affiliate consultants, we've created the checklist based on
our expertise. We've helped businesses with this dozens of times, so you
can learn from our know-how and get started quickly.

Checklist
Project Sub-tasks Status Deadline
Requireme |Requirements analysis
nts Request for Proposal
Market analysis
Selection of relevant tools
Demo presentations
Market
analysis Anabysis of requirement fulfillment
Selection of top tools

Anabysis of critical functions (AP, iframe)
Cost caloulation including the current solution
Selection (Tool selection

Which products

What fields to pass

Integration What functions

anabsis ot Fralrofatenc

How to Use It

1. Open the Example Table: Click here to access the prefilled Google
Sheet. Make a copy so you can edit and adapt it to your needs.

2. Review the Structure: Familiarize yourself with the categories and
scoring system.

3. Customize: Replace the example inputs with your own and adjust as
necessary.
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Platform Pick 3:
Create a Feature
Comparison Table

Here'’s the thing: software providers love to claim they do it all. “Oh, yeah,
we've got that feature!” they’ll say. But when it’s time to actually use the
tool, suddenly that feature doesn’t work how you expected. That's where
your trusty feature table comes in. It's not just a fancy spreadsheet —it's
your BS detector and decision-making buddy.

Creating the Feature Comparison
Table

Let’s get down to business - building your feature comparison table. This is
the backbone of your decision-making process, so it's worth putting in the
effort now to save headaches later. Think of it as your personal cheat sheet
for cutting through the noise and figuring out which platform is actually
worth your time.
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Step 1: List the Features That Matter

Start by listing all the features you need. Focus on what's essential for your
business today and, even more importantly, what could be crucial in the
future. Why? Because the wrong tool could limit or even block your growth
within a year. Imagine landing a promising affiliate who requests a feature
your platform doesn’t support = suddenly, that missing functionality
becomes a roadblock. Make sure to capture everything — from must-haves
to nice-to-haves - so your tool can grow with you, not hold you back.

Pro TIP: break down complex features into smaller, distinct parts so you can
compare them easily. For instance, if you need to handle both bonuses and
penalties, don't group them together under “commission adjustment.” Some
platforms might only support one of those, and you don’'t want to miss that
detail.

Step 2: Assign Priorities

Here's the trick to making this table work: assign a priority level to each
feature. Use a scale, like 1 to 3, where:

« 3 = Essential (you can't live without it).
e« 2 =Important (you really want it but could work around it).
1= Nice-to-have (would be cool, but not a dealbreaker).

Why make the highest number the highest priority? Simple — because you'll
be calculating each platform’s total score, and the higher the score, the
better the match. It's a straightforward way to identify the strongest
contenders. If there's a feature that’s absolutely critical - like Lead
Generation for the lending industry — boost its points even more. Platforms
without it shouldn’t be crowding the top of your list. By prioritizing this way,
you ensure only the best-fit options make it to your final selection.

Pro TIP: Keep it realistic. If everything’'s marked as essential, your table
won’t help you narrow down options.
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Add KO Factors

Here is where it gets interesting. KO factors are your dealbreakers - things
that automatically eliminate a platform from the running. These could be
things like non-compliance with GDPR or a lack of support for your region.
Assign negative weights to these so they stand out.

Step 3: Write Clear Descriptions for Each Feature

Now it's time to get specific. For every feature, write a short, clear
description of what it is and what it should do. Keep it simple- just enough
to explain it without overloading on details. This will come in handy later
when you're putting together the request-for-quote document. Think of it
as laying the groundwork for smooth communication with vendors.

Step 4: Set Up the Table

Pop all this into a spreadsheet. Create columns for the feature name,
priority, and the platforms you're considering. Leave the platform columns
blank for now — you'll fill them in during your demo calls. Your table might
look something like this:

Step 5: Be Ready to Adjust

Remember, this table is a living document. As you learn more during your
demo calls, you might discover new features to add or adjust priorities.
That'’s totally fine — it's all part of the process.

By the end of this step, you'll have a clear, organized way to evaluate
platforms. And trust me, this table will save you from a lot of “we thought
they could do that” regrets later on. Next up? How to use it during demo
calls.
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Prefilled Example

We've done the heavy lifting for you! Using our in-depth research across
dozens of tools on the market and over 30 features, we've prefilled a
feature comparison table to give you a head start. This isn’t just a random
list — we've carefully analyzed all platforms on the market and included the
features that matter most.
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This example showcases how to organize your features, assign priorities,
and use weights effectively to evaluate platforms. It's a great reference to
guide your own table setup and customization.

How to Use It

1. Open the Example Table: Click here to access the prefilled Google
Sheet. Make a copy so you can edit and adapt it to your needs.

2. Review the Structure: Familiarize yourself with the categories and
scoring system.

3. Customize: Replace the example features with your own and adjust
weights as necessary.
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Populating the Table

You've got the table set up — now it's time to put it to work. This tool is your
secret weapon for cutting through the noise and finding the right affiliate
platform. Customize it, fill it with real data, and let it guide your decision.
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Platform Pick 4:
Defining Your Needs
Clearly

Let’s face it = nobody knows your business better than you do. But here’s
the catch: the person giving you a demo probably doesn’t. They're not living
in your world. They're likely running through a pre-made script, hitting the
same talking points they've shared a dozen times before. That's why this
step is so important.

You need to spell out exactly what you do, what you need, and what's non-
negotiable — like you're explaining it to a total newbie. Why? Because if they
don't get your business, they can’'t show you how their platform fits. And if
they can't show you that, you’'ll end up wasting time on irrelevant features
and sales fluff.

Defining Your Business

This section is where you introduce your business in simple, clear terms.
Remember, the goal is to ensure that even someone unfamiliar with your
industry can understand what you do and what you need.
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Who We Are

Start with a brief overview of your company and its role in the market.
Focus on your core mission and the value you bring to your customers. For
example:

“We are Company.com, a leading [your product] platform in [your countries].
Our mission is to [your goal] by [how you achieve it].”

What We Do

Explain your business model in a straightforward way, emphasizing how you
operate and generate value. This includes the services you provide and
your relationship with affiliates and advertisers. For example:

“Our platform helps customers [what you do] by [how you do it]. We partner
with businesses to [your collaboration goal] and ensure [desired outcome].
Leads are managed through [your processes] and delivered to partners via
[your technology or system].”

Key Goals

Highlight the business goals you aim to achieve with the affiliate platform,
ensuring the vendors understand your priorities. For example:

“Our primary objective is to [your main goal], focusing on [specific focus
areal. We aim to [secondary goal] while ensuring [flexibility/adaptability for
specific needs].”
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Stating Your Needs

Here's where you get crystal clear about what you're looking for in an
affiliate platform. Think of it as your wishlist — but practical. The goal is to
outline your needs so that even someone new to your industry can
understand what you expect.

Pro tip: Write it as if you're explaining it to someone completely unfamiliar
with your business. The simpler, the better. Remember, many demo
presenters will review briefly the document before the call = if it’s too
complicated, you'll waste time clarifying instead of getting answers.

Expected Volumes

Here's where you set expectations for the vendors. Be transparent about
your growth plans, so they know what they're dealing with. This isn't just
about what you're doing now—it's about where you're headed. A good
platform needs to handle not just today’s traffic but tomorrow’s growth, too.

Current Volumes

Start with where you are right now. Be honest - it’s fine if your volumes
aren't huge yet.

Projected Volumes

Now for the exciting part: where you want to be. Give vendors a realistic but
ambitious forecast for 1, 2, or 3 years in the future. Having these traffic
milestones ready is crucial because public pricing often states something
like ‘for every additional 1,000 transactions, clicks, or whatnot above the
package limit, you pay X USD extra." Knowing your expected volumes
ensures you get accurate pricing tailored to your needs.
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Prefilled Example

To make things easier, we've prepared an example Google Document
template that outlines how to structure your business overview,
requirements, and expected volumes. This template ensures clarity and
helps vendors understand your needs right away.

Request for Quote

We are [Company Mame], a leading [yeur preductiseryice] platisrm in [wour
rarketicountries]. Our mession b5 1o [your goal] by [how you achbeve it].

Our webaia I8y Sompany oo

Cur platfodrm helps customers [what you do] by [how you do H). We operane i ky
sagrns such as [list segments, 8.g., energy, telecommunications, finance, insurance]
and serve [Specific marketireglon)]. We parnes with busingsses 1o [your collaboration
goal] and enswre [desired outcome].

Dur Sanvices indhudi

# [How you promobe service 1, e.g., driving visiters to your platferm for
ComMparisons)

s [How you promote serdice 2, e.g., directing traffic to advertisers” websites with
commiision-based conversions]

+ [How you process leads, o.9., receiving leads via embedded forms or AP
integrations and delivering them o parners)

When receiving a lead, the process follows e of hwo paths:

s [Path 1, e.q., eMering an online End2End application without direct eontact]
s [Path 2, o.g., handling the process ever the phono)

Onci processsd, leads are dolivened 1o [partnersladvertisers] thiough [technology or

fndamsmilen maihed & AN s cccmeslesd s ialsmes

Pro TIP: If you've done a good job filling out the Feature Comparison
Table, you can simply copy and paste the features.

Sharing the Document

Once you've crafted your business description and detailed your
requirements, it's time to share the document with vendors. This step
ensures they fully understand your needs before any demo calls, saving
time and avoiding confusion. Here’s how to do it right:



Platform Pick 4: Defining Your Needs Clearly

Step 1: Create a Google Document

« Why Google Docs? It's easy to share, accessible to everyone, and allows
for real-time updates (on your end). Plus, you can control access.
« How to Set It Up:
o Write your document in simple, clear language.
e Include all the key sections: Business Overview, Requirements,
Expected Volumes, and any additional notes.
» Use headings and bullet points for clarity.

Step 2: Set Permissions

« Share the document as “View Only” to prevent edits or comments.
« |f additional stakeholders (e.qg., internal team members) need to provide
input, share a separate editable version with them beforehand.

Step 3: Include a Link in Your Email

When you send your request for a demo or proposal, include the link to your
Google Document.

“Attached is a detailed overview of our business, requirements, and
expected volumes. Please review it prior to the demo to ensure a productive
discussion.”

Here's an example template to get you started: Google Doc Example.

Step 4: Use It During the Demo

« Encourage the vendor to reference the document during demo. This
helps keep the focus on how their platform meets your specific needs.
« Use the document as your guide to ask questions and verify claims.
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Platform Pick 5: Hunt
for the Right Platform

You've nailed down your needs and built your Feature Comparison Sheet -
now it's time to hunt for the right platform. This step is all about exploring
your options and building a solid longlist of tools worth a closer look.

Gather Potential Platforms

It's time to start your search. The goal here is to cast a wide net and identify
platforms that could potentially meet your needs. Don’t worry about
narrowing things down yet — that comes later. For now, focus on gathering
as many viable options as possible. Here's how:

Al

Al can make your platform search much faster - if you know how to ask.
Since you already have your brief from the "Defining Your Needs Clearly”
section and your Feature Comparison Table, paste them both into the chat
and ask:

“Based on this brief and feature table, suggest affiliate or leadgen platforms
that match these requirements.”

Then, ask Al to expand the list:

“Now give me at least 20 possible tools - not just the biggest or most
popular ones.”
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Al tools often default to listing only a few of the most well-known platforms,
which may not actually fit your needs. By pushing it to provide more
options, you'll uncover smaller, specialized tools that could align much
better with your business.

You can also ask Al to summarize user feedback from review sites.

Search Engines

Start with the obvious: Google. Use specific keywords based on your must-
have features from your Feature Table. For example:

o Affiliate marketing SaaS with API
« Affiliate platform for lead generation
e Lead Generation Platform

Review Sites

Platforms like G2, Capterra, and TrustRadius are good for finding affiliate
platforms. These sites offer:

» Lists of tools with feature comparisons.
« Real user reviews to help you understand strengths and weaknesses.
» Insights into pricing and usability.

Beware that those platforms are often swayed by tools targeting small
businesses that pay just a few dollars, making it easier for them to collect
hundreds of reviews.

Case Studies

Search for case studies or whitepapers from platforms that detail how
businesses like yours have benefited. This can provide insights into their
strengths and alignment with your needs.
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Industry Communities

Tap into your network or explore online communities:

« LinkedIn groups focused on affiliate marketing or SaaS tools.

« Reddit threads or forums where professionals discuss tools they've
used.

e Industry-specific Slack groups or meetups.

Pro TIP: Ask your Affiliates what platform they like.

Competitor Research

Check what platforms your competitors are using. Often, you'll find this
information in case studies, testimonials, or public success stories. If they're
using a tool successfully, it might be worth exploring for your business.

Cross-Check with Your Feature Table

Now that you've gathered a list of potential platforms, it's time to put your
Feature Comparison Table to work. This step is all about filtering through
your options and identifying which platforms align best with your needs.
You don’t know everything about these platforms yet, and most of their
features might not even be listed on their websites. But some preliminary
research can help you avoid entering demo calls with a blank table. Here’s
how to do it:
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Match Features Against Your Table

« Take each platform from your longlist and compare its features to the
ones in your Feature Comparison Table.

« Focus on must-have features and KO factors. If a platform lacks
something critical, consider removing it from the list.

 Look for platforms that go above and beyond by offering standout
features that could benefit your business. Make a note for the upcoming
demo call.

Add Notes for Each Platform

« For every platform that aligns with your table, write down why it made
the cut:
« Does it have a key feature others don't?
e |s it particularly strong in areas that matter most to you?
« |f a platform is missing some features but still looks promising, mark it for
follow-up during demos.

Don’t Overthink It

« This is still the early stage, so don't worry about ranking platforms or
making final decisions yet. The goal here is to trim your list to platforms
that genuinely seem viable. Don't worry if you're not precise yet or can't
find all the information on their website.

Create your Longlist

Now that you've cross-checked your options with the Feature Comparison
Table, it's time to create a clear and organized longlist. This step lays the
foundation for deeper evaluations and vendor discussions.
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Finalize Your Longlist

« Narrow down your list to around 10 platforms that align with your key
requirements.

 Focus on tools that meet most of your must-have features and avoid any
KO factors.

 Don't worry if some platforms aren’t perfect—if they show potential,
keep them on the list for further evaluation.

Organize Your Findings

Use the Table comparing the features you created earlier as a foundation to
track and manage your selected platforms. Simply edit it to include
information about the platforms you've shortlisted. Add or adjust the
following columns to make it more useful:

e Platform Name: The name of the tool.

« Key Features: The standout features or reasons why it made your list.

 Initial Impressions: Brief notes on what caught your attention, such as
positive reviews or specific strengths.

« Links: Direct links to the platform’s website, relevant reviews, or case
studies for easy reference.

Prepare for the Next Step

Your spreadsheet will also serve as a tool to track findings during demo
calls, helping you compare platforms side by side. Use this longlist as your
guide when reaching out to vendors and scheduling demos.
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Platform Pick 6: Send
Out Requests for
Proposals

it's time to reach out to the vendors and see what they bring to the table.
This is where the magic starts (well, kind of). The email you send is more
than just a message - it sets the tone for your interaction with each vendor.
It should clearly communicate to the demo presenter that you have specific
needs and expect the conversation to focus on addressing them.

Craft Your Outreach Email

With your RFP document ready and vendors chosen, the next step is to
reach out to them with a clear and professional email. This email sets the
tone for your communication and ensures vendors understand the
expectations.

Keep It Short and Focused

Your email should be concise while providing all the necessary details.
Here's what to include:

1. A brief introduction about your company.

2. A reason why you're reaching out to this specific vendor.

3. The attached RFP document and a request to review it before the demo.
4. Deadlines for submitting their proposal or any key dates.

5. An offer to answer questions or provide clarifications.
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Example Email Template

Subject: Request for Proposal — [Your Company Name]

Hi [Vendor Name],

We're [Your Company], and we're currently exploring platforms to [your
goal, e.g., streamline affiliate marketing operations]. Based on your
platform’s features and expertise, we believe you might be a great fit for our
needs.

Attached is a detailed overview of our business, requirements, and
expected volumes. Please review it prior to the demo to ensure a productive
discussion.

We'd appreciate it if you could submit your proposal by [deadline]. If you
have any questions or need further details, feel free to reach out - we're
happy to assist.

Looking forward to hearing from you.

Best regards,

[Your Name]

Send the RFPs

Now that your email is ready, it's time to send out your Requests for
Proposals. While many platforms provide online forms for inquiries or demo
requests, this can sometimes be tedious. A faster and more efficient
approach is to collect email addresses from each platform and send one
email with all vendors in blind copy (BCC).

Why Use BCC?

« Saves Time: Instead of filling out multiple online forms, you can send a
single email to all vendors.

» Professional Privacy: Using BCC ensures vendors don't see each other’s
contact information, maintaining confidentiality.
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Collect Email Addresses

Visit the contact or demo request pages on each platform’s website.
Look for dedicated sales or support emails (e.g., sales@platform.com).
If emails aren’t listed, use the platform’s contact form to request the
appropriate email for RFP submissions.

Send the Emalil

Track Vendor Responses

Use your Feature Sheet to track and organize vendor responses. For
vendors who haven't responded, send a polite reminder email. A simple
follow-up can ensure you don’t miss any potential options.
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Platform Pick 7:
Demos with Vendors

Demos are your chance to see if the platform is the real deal or just good
marketing. A little prep goes a long way in making sure you're in control and
getting the answers you need. This is part of a series on how to pick the
right platform for your needs.

Schedule Smart

Demo calls require focus, and sitting through multiple in a row can cause
fatigue, making it harder to stay sharp. To keep things manageable and
productive, plan your schedule wisely.

Don’t Overload Yourself

« Limit yourself to 2-3 demos per day to avoid fatigue and stay engaged.
« Spread the calls over a week or two, depending on how many vendors

you're evaluating.
« Leave time between demos to review notes, update your Feature Table,
and prepare for the next session.



Platform Pick 7: Demos with Vendors

Set Clear Expectations with Vendors
Tell vendors upfront what you want to focus on during the demo. Example:
“Please demonstrate [critical features] and show how your platform handles

[specific scenarios].” Specify a time limit (e.g., 45 minutes to 1 hour) to keep
the demo focused and efficient.

Record the Demo

Ask the presenter to record the session or record it yourself. Recordings are
great for revisiting details later and sharing with your team.

Confirm the Details

Double-check the time zone, meeting platform (e.qg., Zoom, Google Meet),
and the call link ahead of time. Have the Feature Spreadsheet ready.

Use It During the Demo

Encourage the vendor to reference the document during their demo. This
helps keep the focus on how their platform meets your specific needs. Use
the document as your guide to ask questions and verify claims.

Stay Sharp During the Demo

The demo is your chance to dig into the details and see if the platform truly
meets your needs. Here’s how to make the most of it:
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Be Firm, Not Passive

Don't just sit back and let the presenter run the show. Push for
demonstrations of critical features and workflows. If they say, “Yes, we have
that,” ask them to show it in action. Many platforms claim features they
don't fully support.

Use Your Feature Table

Actively fill in your Feature Table during the demo, noting:

« Whether features are present and how they work.
e« ANy gaps or issues you spot.
« Questions that still need answers.

Make the goal clear: you want the table fully filled out by the end of the call.

Focus on Functionality, Not Sales Talk

Keep the conversation on how the platform handles your specific needs.
Avoid getting distracted by features you don’t need or generic sales pitches.

Discuss Pricing Briefly

While the demo is about features, take a moment to confirm when they’ll
send detailed pricing. Don't let pricing dominate the call — save that for
follow-ups if needed.

Pro TIP: Ask About Demo Access. Ask if you can get temporary demo
access to explore the platform yourself. They might say no (many vendors
do), but it's always worth asking.
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Review and Update Your Notes

After the demo, go back to your Feature Table and fill in any missing details.
Focus on how each feature works, not just whether it exists. Note any gaps

or inconsistencies between the vendor’s claims and what was demonstrated
during the call.

Record Strengths and Weaknesses

Create a "Pros and Cons” section for each platform. Highlight what
impressed you and what seemed unclear or lacking. This summary will
make it easier to compare platforms later.

Note Questions for Follow-Up

If certain features weren't fully demonstrated or if specific details were
unclear, make a list of follow-up questions. These can be addressed with
the vendor in subsequent conversations.

Evaluate Usability

Think about how intuitive the platform felt during the demo. Consider
whether it aligns with how your team operates or if it seemed overly
complex or clunky. After all, it's something you'll be using.

Pricing

Decide whether the platform should move forward to the next stage of your
evaluation process. If pricing wasn’t covered in detail, send a follow-up
request to the vendor.
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Platform Pick 8:
Check Pricing and
Value

Pricing isn’t just about the numbers - it's about understanding what you're
really paying for and whether the platform delivers enough value to justify
the cost. Sure, you want something affordable, but cutting corners could
mean missing out on critical features or scalability down the road.

This step is all about gathering and organizing pricing information so you
can see the full picture: what it costs today, what it might cost a year or two
from now, and whether it aligns with the value it provides.

Step 1: Gather Pricing Details

Before making any decisions, you need a complete picture of the platform’s
costs - not just for today, but for the future as well. Here’s how to ensure
you get all the details:

Ask for a Detailed Breakdown

When reaching out to vendors, request a clear and thorough pricing
breakdown. Make sure it includes:

Base Costs: Subscription fees or license costs.

Extra Charges: Additional fees for users, transactions, or others.
One-Time Fees: Setup fees, onboarding, or training costs.

Scaling Costs: Costs associated with higher usage volumes (e.q., per
1,000 transactions or leads).
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Plan for the Future

Pricing today is only part of the equation. Ask vendors for cost projections
pased on your expected growth:

« What would the cost look like at your current volumes?

« How would pricing change in 1 year, assuming growth in traffic or
transactions?

« What would it cost in 2 years, if your business scales further?

This ensures you're not caught off guard by unexpected expenses as your
business evolves.

Organize Pricing Details

Once you've gathered pricing information, it's time to organize it in a way
that's easy to compare across platforms. The best way to do this? Use
the Pricing sheet in your Features Table.

Add Pricing to the Table

The Pricing sheet is already set up to help you track costs alongside
features. Here's what to include for each platform:

Base Costs: The starting price for using the platform.

Extra Charges: Fees for additional users, transactions, or premium
features.

Scaling Costs: Costs projected for 1-2 years based on your expected
growth.

One-Time Fees: Any setup, onboarding, or training expenses.

By filling in the Pricing sheet, you'll keep all the essential information in one
place, making it easier to evaluate both features and costs at the same
time.
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Compare and Highlight Key Details

Use the sheet to note any standout points, such as:

« Which platform offers the most competitive pricing at your current
volumes.

« How costs scale over time and whether they align with your growth
plans.

« Any unexpected or hidden fees that could impact the total cost.

Evaluate Value for Money

Once you've calculated the Total Cost of Ownership (TCO), it’s time to
assess whether each platform offers value that matches its price tag. This
step goes beyond costs - it's about determining which platform gives you
the best overall value.

Match Pricing to Features

Compare each platform’s pricing with its capabilities. Look for:

« Platforms that excel in must-have features while staying reasonably
priced.
« Any features unique to a platform that justify a higher cost.

Consider Scalability and Future Needs

Evaluate how well each platform’s pricing aligns with your long-term growth.
A tool that'’s affordable now but skyrockets in cost as you scale may not be
the right fit. On the flip side, a slightly more expensive platform that handles
scaling smoothly could be a better investment.
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Assess Overall ROI

Think about the return on investment each platform offers:

« Will it save time or reduce costs in other areas (e.g., automation,
analytics)?

« Does it have features that could help you generate more revenue or
attract affiliates?

« How does its usability and efficiency impact your operations?

Expect Compromises

Don't expect to find the platform with the best features at the lowest price —
it's rare, if not impossible. Instead, focus on finding the best value for your
money. Compromises may be necessary, so prioritize platforms that strike a
good balance between features, scalability, and cost.
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Platform Pick 9:
Choose Your Top
Favorites

You've done the legwork = built your Feature Table, evaluated demos, and
gathered pricing. Now it's time to tie everything together and start
narrowing down your options. Think of this as the moment where logic
meets intuition. How well do the platforms align with your needs? Did the
demo presenters leave you with confidence or concern? And, most
importantly, which platforms will support your business not just today, but
as it grows?

Review Your Feature Table

Now it's time to put everything together — features, pricing, and your overall
impressions — to start narrowing your options. Your Feature Table is your
starting point, but it's about more than just ticking boxes. Here's how to
approach it:

Connect Features to Pricing

Look at how well each platform’s features align with its pricing. Does the
platform offer good value for the cost? Are you paying extra for features you
don't really need, or are must-haves missing despite a higher price tag? A
platform with fewer features but great pricing might still beat one with all
the bells and whistles that costs a fortune.
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Consider the People Behind the Platform

Think about the experience you've had with the vendors. Did the demo
presenters seem knowledgeable and genuinely interested in your needs?
Were they responsive to questions and transparent about their limitations?
A great platform can be overshadowed by poor support or communication,
so factor in your gut feelings here.

Evaluate How They Meet Must-Haves

Revisit your list of must-have features and KO factors. How well does each
platform meet your absolute requirements? Platforms that can't deliver on
these should be eliminated, no matter how great other aspects may seem.

Factor in Scalability

Consider how well each platform will handle your growth. A tool that works
now but struggles as your volumes increase isn't a long-term solution.
Platforms that can scale smoothly, even if they cost a little more, should get
extra points.

Assign Scores and Ildentify Your Top Picks

Give each platform a score based on how well it meets your must-haves,
scalability, pricing, and overall experience. Use a simple scoring system —
ike a 1-10 scale — and include a notes column for any standout strengths or
weaknesses. Ildentify the platforms with the highest scores as your top
picks. Ideally, this will leave you with 2-3 contenders to move forward with.
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Identify Deal Breakers

With your top picks emerging, it's time to dig into what could disqualify a
platform. This step is about spotting the red flags and making sure you're
not setting yourself up for surprises later.

Check KO Factors

Revisit your list of KO factors. These are the non-negotiables - if a platform
doesn’t meet them, it's out. No matter how great the pricing or features
might seem, platforms that can’t deliver on your critical needs shouldn’t
move forward.

Look for Red Flags

Evaluate your interactions and demo experiences for potential warning
signs:

« Overpromising: Did the vendor claim to have everything you needed but
couldn’t demonstrate it in the demo?

e Pricing Gaps: Were there hidden costs or vague pricing terms that could
lead to surprises later?

e Poor Support: Did the vendor seem unresponsive, disorganized, or
uninterested in understanding your needs?
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Choose the Winner

Now it's decision time. With your top contenders narrowed down, it's time to
weigh everything — features, pricing, scalability, and overall impressions —
and make the final call. Here's how to confidently choose the platform that’s
right for you:

Lay out your top picks and compare them across all critical categories:

 Features: Which platform meets your must-haves most
comprehensively?

« Pricing: Which one offers the best value, factoring in current costs and
scalability?

« Usability: Which platform feels more intuitive and aligned with your
workflows?

Choose the platform that ticks the most boxes and feels like the best fit for
your business.

Trust, but verify

You've chosen your winner based on the vendor’s provided information.
Now it's time to verify it.
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Platform Pick 10:
Business, Legal, and
IT Prep

Now that you've narrowed down your platform choice, it's time to make sure
everything checks out from a business, legal, and technical perspective.
This step involves bringing your top pick to your specialists—compliance,
legal, finance, IT, and product teams—so they can confirm that it aligns with
your goals and requirements.

Assess Business and Technical
Needs

Take your top platform pick to your compliance, legal, and IT teams for a
quick review. You've chosen your winner based on the vendor's provided
information. Now your specialists can take a closer look and confirm that
everything checks out before moving forward. Plus, it gives them a heads-
up to start preparing for any work related to integrating the new platform.

Occasionally, a blocker may arise - like a compliance issue where the
vendor claims GDPR compliance but stores data outside the EU — potentially
disqualifying the winner. This is perfectly normal. It's better to catch these
iIssues now rather than waste time with multiple reviews earlier in the
pProcess.
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By focusing on your top pick first, you save your team from reviewing all the
top 3 or 5 contenders unnecessarily. If a blocker does appear, you can
quickly shift to your second-choice platform with minimal delay.

 Product: Review which products you'll promote, decide the promotion
method, and determine the compensation model.

« IT: Check the integration from a technical perspective by mapping out all
the requirements and features you need.

« Compliance: Confirm processes for adhering to regulations like GDPR or
local advertising laws.

« Legal: Draft both General Terms and Conditions for your affiliate
program and any other Specific Legal Contract.

 Finance Team: Validate commission structures and ensure the proposed
payouts align with budget expectations and profitability goals.

Define What You Want to Promote

You need a clear idea of what you'll promote through affiliates. You may
have multiple products, each with unique requirements and business
models, that need to be carefully considered and factored into your
analysis.

Identify Products or Services

Start by listing the products, services, or offerings you want affiliates to
promote. Think about:

« What products or services do you offer, and are you planning to promote
all of them through your affiliate program, or just a select few?

 Which products drive the most revenue or have the highest potential?

« Are there any new services you're looking to grow through affiliate
channels?
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If you offer multiple products, you might consider integrating them into your
new affiliate platform gradually, starting with the most promising ones.

Pro Tip: Even if you choose to integrate products one by one, conduct the
business analysis for all of them beforehand. This ensures the platform can
support the unigque requirements of every product from the start and you
won't be surprised later.

Match Offerings to Affiliate Types

Think about how your affiliates will interact with these products:

o Are you promoting clicks, leads completed sales or any other type of
conversion?

o Will affiliates drive traffic to your website, use API integrations, or embed
forms?

« Choose the payout model that best fits your strategy and decide if you'll
offer different commissions for specific products or actions.

Pro Tip: If your business provides services but doesn't currently use Lead
generation or APl integrations, be extra selective when choosing your
affiliate platform. Chances are, you'll need these features in the future -
whether it’'s a strateqgic decision or a necessity to accommodate a major
affiliate bringing in traffic.

Develop or refine your go-to-market strategy and carefully review the
payout structure for each product to ensure it aligns with your affiliate goals
and market dynamics. Analyze every conversion goal in the customer
journey, calculate the average commission for each goal, and decide which
model works best for your go-to-market approach.
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Example:
Product Tier Goal 1 Goal 2
Product 1 Public $8 $ 24
Product 1 Mid %10 $ 28
Product 1 Top $ 11 $30

Sale RevShare GoToMarket
$ 60 20% RevShare
$90 30% RevShare
$120 40% RevShare

Outline How You Want to Promote It

Plan Technical Integration. Will affiliates use:

« Links: Traditional and easy to set up.

 APIs: For seamless lead sharing or advanced functionality.
« Embedded Forms: To collect leads directly on affiliate websites.

Dive into the technical aspects of how the program will function:

* Integrations: List the systems that need to connect with your platform
(e.g., CRM, payment gateways, lead management tools).
« Tracking Methods: Decide whether to use cookies, S2S tracking or a

mix.

« Data Security: Ensure the platform meets security standards for

handling customer and affiliate data.

« Scalability: Plan for growth - ensure the system can handle increased

traffic, leads, and affiliate activity.

Determine how traffic and conversions will be tracked (e.g., cookies, S2S
tracking or combination). Consider how this setup will grow with your
business. Think about flexibility for adding new affiliates, products, or
commission structures in the future. All of this will require some input from
your IT team, so make sure to go over everything with them to ensure it all

works smoothly.

Pro TIP: Document Everything. Organize these requirements into a clear
document. This will serve as a guide for internal teams and help you confirm

alignment with your business goals.
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Present Your Plan Clearly

Share your business analysis document with these teams, including:

What you plan to promote.

How you plan to promote it.

The business and technical requirements you've outlined.
Any specific concerns or questions for each team to address.

Be Open to Adjustments

Expect feedback and be prepared to revise your plan. This step is as much
about refining your strategy as it is about validation. Teams may identify
gaps, risks, or opportunities you hadn't considered.

Align on a Final Plan

Once feedback is incorporated, ensure all teams are aligned on the updated
strategy. This collective agreement will make the integration of a platform
more streamlined and efficient.
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Platform Pick 11:
Integrate and Test it

When it comes to affiliate marketing, tracking clicks and leads is key to
making sure you're paying affiliates correctly and measuring success. But
it's not just about the clicks —it's about having a solid setup that tracks
traffic, captures conversions, and reports everything back to the affiliate
platform.

Getting Clicks and Leads

Clicks

Before you start accepting clicks, you need to figure out how the affiliate
ink will be structured, making sure it's both easy to use and accurate for
tracking. Typically, the affiliate link won't directly include the affiliate ID in
the URL, as this is usually handled within the affiliate platform itself. The link
should serve as a single entry point for all affiliate traffic, keeping things
consistent for attribution across other marketing channels.
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Here are two options you can use to structure the link:

1. UTM Parameters: Using UTM parameters is a common way to track
traffic sources in tools like Google Analytics. Adding these parameters to
your affiliate links lets you track where the traffic is coming from (like the
affiliate partner, campaign, or medium). Here's an example:

« https://example.com/?
utm_source=affiliate&utm_medium=Ilink&utm_campaign=campaign_na
me

2. Custom Parameters: If you want more specific tracking, you can use
custom parameters, like unique tracking IDs or lead information. This is
helpful if you want to keep the affiliate parameters hidden and make
them less obvious to your users. For example:

e hitps://example.com/7aid=12345

Leads

For accepting leads, you'll need to define the APl methods and fields
required for each product to send leads to your CRM. This ensures the data
Is consistent across all platforms, and the affiliate’s contribution is tracked
accurately.

Pro Tip: To avoid paying for the same lead twice, track affiliate data at the
lead level as well. This helps prevent duplicate payments and ensures
accurate tracking.

Tracking

When a customer clicks on an affiliate link, they’'ll land on your website. To
track this visit, you'll implement a tracking pixel from the platform, which
fires on every page. This pixel stores the affiliate’s tracking data in a cookie.
If the customer converts (like making a purchase or submitting a lead)
within the tracking period (usually 30 days), the pixel will send a conversion
event to the affiliate platform.
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Cookie Consent Considerations

If you're in a jurisdiction that limits cookie usage (like GDPR), you'll need to
confirm whether it's okay to classify this pixel as technically required for
the website to function, meaning it can fire without explicit consent. If it's
not allowed, the pixel will only be used once the customer gives consent,
which will limit how much traffic you can track.

Pro Tip: Studies show that cookie consent rates range from 72.5% to 82%,
meaning that while affiliates will send you 100% of the traffic, you'll only be
able to track around 77% of it using cookie tracking. To compensate for this,
either increase commissions to account for the lower consent rates or
combine cookie tracking with postback tracking to get closer to full
attribution.

When Pixel Tracking Falls Short -
Postback Integration

If the conversion happens outside your website (like via API-based lead
generation or post-purchase conversions), pixel tracking won't work. In this
case, you'll use Postback (Server-to-Server or S2S request) to track
conversions.

For example, when a visitor lands on your site via an affiliate link, you'll store
the affiliate tracking info (like affiliate ID and campaign data) in a table. If
the visitor converts during the same session, you won't need cookies or
consent because the affiliate parameters are already stored with the lead or
purchase data.
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Lead Generation via APl - Simplified Tracking

For lead generation, where the conversion happens outside your site (like
through an API submission), tracking is straightforward. The lead goes
directly to your CRM with the affiliate parameters, and no cookies are
involved. This ensures the affiliate’s referral is tracked without needing
cookie consent.

Combining Pixel and Postback Tracking

The best solution combines cookie tracking for visitors who consent to
cookies (about 77% of users) and postback tracking for those who don’t
consent but convert during the same session (roughly 15%). However, there
will always be some untracked traffic when cookie consent is required,
especially if the user declines cookies.

Attribution

Attribution should be based on the lead or purchase event to properly credit
the conversion from affiliate links, API calls, or embedded forms. It's
important to avoid overlap between marketing channels so that affiliate
traffic gets the right attribution without being overwritten by organic or
non-paid channels.

Pro Tip: Set your attribution to give credit to the last paid traffic source.
Exclude organic channels from attribution so they don’t override the
affiliate’s contribution if the customer returns later to complete a purchase.
This ensures fair compensation for your affiliates and accurate reporting.
Don’t forget to document the attribution flow and what overwrites what, so
everyone (including affiliates) knows how it works. Everyone tends to forget
about it once it's setup.
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Testing

Testing is key to making sure everything runs smoothly. Set up a test
affiliate account and generate an affiliate link. Click it, complete the
tracked action (like a purchase or lead), and ensure the conversion info is
sent to the tracking platform. If the conversion requires approval, make sure
that it gets done and is tracked too.

For leads, fill out the embedded form or send a test lead via AP| and check
if it's properly tracked. Make testing a regular habit. Ideally every quarter to
catch any hidden issues and keep everything running smoothly.

Pro Tip: Test attribution and cookie tracking by leaving the site and coming
back through a different channel, like organic search. This helps ensure the
right source gets credited.

Don’t Be Afraid to Reevaluate Your
Choice

Let’s be real — salespeople can sometimes stretch the truth, and
misunderstandings happen. Even after doing your research and checking all
the boxes, you might find during integration, testing, or even after launching
that the platform you chose isn't working as expected. Some features you
thought were included might be missing, or certain functions might be so
poorly designed that they require workarounds or are not usable at all.

Don’t hesitate to rethink your decision. If the platform isn't supporting your
needs now, it's unlikely to do so in the future. The longer you stick with a
poor solution, the more painful and costly the transition will be later on.
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Platform Pick 12:
Rollout

As you approach the official rollout of your affiliate platform, it's time to take \
a step back and make sure everything is in place. A smooth launch doesn't

happen by accident - it requires a thorough review of all tasks, checks, and
preparations.

Review Your Checklist

Now that you're getting closer to the official rollout, it's time to take a step
back and double-check everything. Before you launch, ensure that all your
integration tasks have been completed and that your platform is ready to
go. We created the checklist in Platform Pick 2: Create a Checklist, which
covers all the essential aspects of:

 Business and Technical Requirements

 Legal Compliance and Documentation

« Platform Testing and Integration

« Internal and Partner Communication (in progress)
« Marketing and Website Updates (in progress)
 Post-Launch Monitoring
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Internal Communication

Make sure all departments (IT, marketing, legal, finance, support)
understand the launch plan, including timelines and roles. Send out a
summary or hold a quick meeting to get everyone aligned.Ensure every
team knows how to use the platform and what their responsibilities are.
Clearly outline responsibilities for each team:

Support: Address affiliate inquiries.

IT: System checks and integration.
Marketing: Affiliate promotion and materials.
Legal: Compliance and contracts.

Finance: Set up payouts.

Set Up Communication Channels

Use tools like Slack or project management software to create dedicated
channels for updates and quick issue resolution. Keep the lines open for any
last-minute questions.

Partner Communication

It's time to communicate with your partners to ensure a smooth launch.
Here's how to do it effectively.

Inform Partners Early and Highlight Key Features

Give your affiliates a heads-up about the new platform, explaining its
benefits and any changes they should expect. Share the new platform’s key
features that will benefit your partners, like improved tracking, reporting, or
payout flexibility.
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Provide Training and Resources and Make
Onboarding Easy

Offer clear training materials (guides, FAQs, webinars) to help your partners
get comfortable with the platform. Ensure the onboarding process is simple
and provides step-by-step instructions for setting up accounts and
understanding the system.

Communication Plan

Set up a communication plan to keep partners updated on progress, issues,
and platform enhancements. Be available for extra support during the
transition, answering questions or helping with setup.

Gather Feedback

After launch, collect feedback from partners to identify any issues or areas
for improvement.

Marketing and Website Updates

Make sure your website reflects the new platform. Add information about its
features, benefits, and how affiliates can sign up. This is the first place your
affiliates and potential partners will check, so keep it clear and informative.
Direct new affiliates to the sign-up page, but make sure there’s also a login
button for those who are or will be already



Platform Pick 12: Rollout

Social Media and Email Campaigns

Promote the new platform via social media and email campaigns. Let
affiliates and partners know that the platform is live and encourage them to
check it out. Keep the messaging simple and focused on the benefits.

Post-Launch Monitoring

Keep an eye on the platform’s overall performance. Monitor site speed,
uptime, and the functionality of key features. Use analytics to identify any
issues early, like errors in conversion tracking.

Affiliate Activity and Feedback

Check how your affiliates are using the platform. Are they signing in,
promoting, and generating sales as expected? Collect feedback from them
to see if there are any usability issues or feature requests.

Address Issues Quickly

If any problems arise, address them fast. Whether it's a bug, a technical
Issue, or a process misunderstanding, quick resolutions will keep your
affiliates happy and the platform running smoothly.

Track Conversion Data and Payouts

Keep a close eye on conversion tracking and payout calculations. Ensure
everything is being tracked accurately and that commissions are being paid
out correctly. Any discrepancies should be addressed immediately to avoid
confusion or disputes.



And that's it!

Congratulations on making it all the way through. Thanks for joining us on
this journey from start to finish. We're glad to have shared it with you.

If you still have a few gaps to fill or prefer to outsource this part, just let us
know. At PalDock, we don't just provide one of the best tools on the market,
we also help our clients with everything related to affiliate marketing.

PalDock

Made with W for Affiliates, Networks and Advertisers




