AFFILIATE LAUNCHES
MADE SIMPLE vith matt Mcwilliams

How To Run An Online Affiliate Program In An Offline World

A lot of people are starting an online business when a majority of their audience, and especially a
majority of their potential affiliates, still live in an offline world. Maybe they run brick and mortar
stores, maybe they're in a service industry, or maybe they're online but they're not really "online
marketers." So the question is, how do you get these people to become affiliates when they don't
really understand affiliate marketing? In today's post, I will show you how to do just that.
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Today I am going to share with you 5 tips to help you find your ideal affiliates in the offline world,
regardless of whether they understand or have even heard of affiliate marketing.

1. Find Their Pain Points

This is a great tip that applies to any type of affiliate recruiting. Focus on what causes them pain.

I heard an example recently where a pain point for brick and mortar business owners was keeping
inventory. This is something we never even think about online. For instance, I don't have inventory,
all of my products are digital.

But for a lot of offline businesses, this is a big pain point.

So what's your solution?

Well, affiliate marketing is the solution.



Now again, this applies to brick and mortar businesses, but also businesses that are online, but they
actually ship their goods.

So, someone who can earn a 10-30% (or greater) commissions without having to have any
inventory, that is addressing a pain point.

Other pain points might include margins and staff, and again, you're addressing their pain points
with affiliate marketing because the margins are typically higher because you get to keep all of the
commissions and you don't typically need any staff unless you're running ridiculously high numbers,
in which case, you might need a support person.

[callout] FREE REPORT: Your First 100 Affiliates: 15 Places To Find Top Affiliates[/callout]

2. Speak Their Language

Notice that when I talked about the pain points, I used the words that these business owners are
using themselves.

Those are the types of words they use: inventory, margins, staff, etc.
So you want to find the words that they are using and speak their language.

That means you need to know their buzz words, their terminology, their "only spoken here"
language.

Don't say "affiliate" when they might not understand what the term affiliate means.

Don't say "cookies" when they might think of chocolate chip, instead of what cookies mean in terms
of affiliate marketing.

Find out their keywords like profit, inventory, tracking, etc. and use #hose types of words when you
reach out to them.

This ties back into #1 - address #heir concerns using their langnage.
So let's take "cookie" for example.

You wouldn't say that you have a "lifetime cookie" (and you should have a lifetime cookie, here's
why), that is a meaningless phrase to them.

Instead, you would say something like, "All the traffic that you send to our website will be tracked to
your link forever. That means as long as they are using the same device, they don't even have to do
anything, they are "cookied", which means they are tied to your account. And if they sign up for our
list, or buy anything, their profile is tied to your account even if they switch devices, this means you
get fair credit for the traffic you are sending to our website."

To an online marketer I would just say we have a lifetime cookie and leave it at that and they would
know what I mean, but to someone who is not in the online marketing world, you have to explain
it using their langnage.

[calloutf RELATED POST: Why Your Affiliate Program Should Have a Lifetime Cookie[/callout]



3. Go To Them

In an offline world, sending an email is not enough. Even hitting them up on social media won't
work.

You want to reach out to them through mail, phone, conferences, getting an article published in an
industry magazine, etc.

The great thing is, all of these work in an online world too. The best way to recruit affiliates is at
conferences and in person.

So get creative and go to them.
Send a postcard to their office, send a letter to them and handwrite their address on the envelope.

Again, make sure you are addressing #bezr concerns and personalizing your recruiting as much as
possible.

4. Educate them
Much like above, whete I educated them on what a "cookie" was so that in the future when I use the
term cookie, they instantly know what I mean, you really want to spend time educating your

potential affiliates.

We do this with "regular affiliates" in the online world. We send out emails with promo tips...
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We record videos for them...
[youtube id="8TB12TmdULU"|

We update the partner Facebook groups with tips...



‘ Mark Sieverkropp link

Want to know how to close sales at the end of the launch? Read this
hitp:/jed.gr/ctal - Matt studied more than 300 emalls and shared the
best strategies in this post
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How to Close Sales on the Final Day of a Launch

When you promote a product launch as an affiliste, you know that the last day is
the biggest day. On average, 40-60% of sales can come on the st day, I've
oven seen some affllates at the top of leaderboards with 70%+ in the final 24..

And we host training webinars...

[callout| FREE RESOURCE: Click Here to see an
example of one of our recent training webinars and download the slides we used. [/callout]

In the offline world, you could even extend this to physical newsletters and postcards with tips and
strategies to educate them.

5. Make Them Evangelists

The reality is, in the online world, people in the same niches and industries tend to know each other
and we tend to all congregate in the same places.

This means that we are in frequent communication with each other.
The offline world is no different.

That means they are talking to other business owners in your niche. They are part of groups - both
online and offline.

They're meeting at conferences, and even if you can't be there, if you have evangelists who fall in
love with your affiliate program, they are going to spread the word.

They are going to tell other people in their industry that they were able to address their concern
about staffing by just joining your affiliate program.


http://www.mattmcwilliams.com/sampleaffiliatetraining
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http://www.mattmcwilliams.com/sampleaffiliatetraining

They're going to be able to share how they addressed their concerns about margins (or inventory)
just by joining your affiliate program.

They are going to share their success stories. So get them talking]
So get them talking! Encourage them to share your tips and trainings.

Set up a second tier affiliate referral program so they can earn a commission for referring their
colleagues to your program.

This is the #1 way to get new affiliates that almost no one uses.

[callout) RELATED POST: The #1 Way To Get Your Best New Affiliates (That Almost No One
Uses)|[/callout]

So make your affiliates evangelists and they will gladly spread the word.

By doing this you could potentially double or triple the size of your affiliate program with almost
no extra effort.

So there you have it, it is entirely possible to get affiliates in the offline world.

[reminder]If you've had success getting affiliates in the offline world, what's worked for you?
[/remindet]
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