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Acquiring new clients can be expensive and time-consuming, 
especially with traditional marketing approaches. Referral, affiliate 
and partner programs offer a smarter way forward. By tapping into 
networks of trusted advocates and professionals, these strategies 
help businesses connect with high-quality leads, reduce acquisition 
costs, and build long-term relationships.

In this document, we’ll break down three common approaches to 
finding new clients through these channels, including how they work 
and tips for implementation. 

Referral programs: harnessing your 
existing network
A referral program leverages your existing relationships by incentivizing individuals who 
already know your business, like clients, employees, and professional connections, to 
recommend your services to others. These referrals often come with built-in trust, 
making them highly effective at generating high-quality leads. Once the referral is 
made, it’s up to you to nurture the lead, close the sale, and reward the referrer. 

A referrer will typically introduce you to a lead or suggest your services directly to 
someone they know. Their role usually ends after the introduction, leaving the sales 
process to you. In return for the introduction, the referrer might be rewarded with 
a gift card, cash, or something else of value, depending on your business model and 
the value of the referral. 

To get the most out of a referral program, keep the process simple and transparent. 
Clearly define what counts as a successful referral - whether it’s an initial consultation, 
a closed sale, or something in between. Then, match the reward to the effort required. 



33

Be sure to communicate and promote the referral program to your network. Incorporate 
reminders into newsletters, social media, your email signature block, and personal 
interactions. If you have a business that primarily operates online, use tools like referral 
codes and shareable links to make it effortless to recommend your business to others.

If appropriate for your business model, consider providing a benefit to the referred 
prospect in addition to the referral partner. For example, referred prospects will 
receive a 20% discount on their first order. The discount provides further incentive 
for the referral partner.

Finally, ensure you promptly reward your referrers to reinforce goodwill and encourage 
additional referrals. When possible, automate reward distribution to streamline the 
process and reduce the administrative burden.

Affiliate programs: expanding through 
professional promoters
Affiliate programs leverage professionals, influencers, or organizations to promote 
your business to a broader audience, typically through online channels. Affiliates 
drive traffic to your website, landing pages, or sales portals, where leads can make 
purchases or schedule a meeting. Affiliates rarely engage in direct, one-on-one 
sales; instead, they focus on generating visibility and leads for your company. While 
a referral partner is a more casual relationship, an affiliate partner is focused on 
earning an income through affiliate commissions.

This model is highly scalable and particularly effective for online businesses. 
Affiliates use their platforms, like blogs, social media, or websites, to promote your 
product or service. Generally, they earn a commission for every successful lead or 
sale generated through their efforts, tracked via unique links or codes. For example, 
an online retailer might collaborate with a fashion influencer who earns a percentage 
of sales made through a custom link shared on their blog or social media posts. This 
setup benefits both parties - the affiliate monetizes their audience, and the business 
gains access to a broader customer base. 
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Select and vet affiliates carefully
When implementing an affiliate program, select and vet your affiliates carefully. Choose 
affiliates whose audiences align with your target demographic and whose promotional 
methods align with your brand values. 

Provide marketing support
Be sure to provide affiliates with professional marketing materials, such as banners, 
graphics, and pre-written sales copy. Offer clear guidelines for messaging and branding 
to maintain consistency and prevent misrepresentation. 

Establish clear tracking and reporting mechanisms
Use affiliate software to manage affiliates, sales, and commissions. Affiliate software 
is typically integrated with your sales process for automated tracking and payouts. 
Affiliates can log in to the affiliate portal to view their referrals, sales, and commissions. 
This type of software is great for reporting, reducing the administrative burden of running 
the program and ensuring affiliates are promptly rewarded for their efforts. 

Offer competitive commissions
Ensure your commission rates are competitive for your industry. Research what similar 
businesses offer, and consider bonuses for top-performing affiliates to encourage 
continued effort. Treat your affiliates as valued partners rather than transactional 
contributors. Offer recognition for high performers and communicate regularly about 
new opportunities or promotions.

Ensure compliance and transparency 
Establish clear terms and conditions that outline the rules of the program, including 
prohibited practices such as spam or misleading promotions. Transparency in 
commission structures, payment timelines, and expectations builds trust with affiliates 
and ensures compliance with advertising regulations.
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Partner programs: building collaborative 
relationships
Partner programs involve a deeper level of collaboration, often with partners taking an 
active role in the sales process and client relationship. Partners may sell your product 
as part of a broader package or even act as resellers. Unlike referrers or affiliates, 
partners often provide ongoing value, such as maintaining the client relationship or 
supporting your product after the sale. 

A partner may integrate your product or service into their own offering and or assist 
in the implementation and ongoing support for the customer. For example, a Voice 
over IP telephone company might work with IT consulting firms to resell their phone 
systems and provide support to clients. In return, partners typically receive ongoing 
compensation based on a revenue share or wholesale pricing. 

Partner programs tend to work well for businesses looking to expand into new markets 
or industries through established networks. They’re also well-suited for companies 
with complex offerings that require customization, integration, or post-sale support.

Define roles and responsibilities
Partner programs require a significant amount of coordination. You need to clearly 
outline what is expected in a written agreement, including compensation terms, 
exclusivity clauses, and performance expectations.  

You also need to ensure your partners are well-trained in your offerings so they 
effectively represent your brand and are able to fully support the product or service. 

Foster collaboration
Regular touchpoints, whether through quarterly meetings or joint marketing initiatives, 
help ensure alignment with mutual goals. Treat partners as extensions of your team, not 
just external contributors. Acknowledge their successes, offer incentives for continued 
engagement, and demonstrate how the partnership benefits them in the long run. 
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Next Step
While this video provides an overview of how referral, 

affiliate, and partner programs can drive growth, every 

business is unique. For personalized advice tailored to 

your goals, industry, and needs, including relevant tax 

implications, contact our office. We’re here to help you 

implement a strategy that strengthens your competitive 

edge while minimizing financial risks.
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About Johnson & Sheldon, PLLC
Johnson & Sheldon, PLLC is professional corporation that has established itself as one of the leading, 
aggressive accounting and consulting firms in the Panhandle Region of Texas. Our clients have been 
relying on the experience and guidance of our partners, Terry Sheldon , Richard Blankenship and 
Jeff Joyce for over 30 years. Located in Amarillo, Johnson & Sheldon’s client base consists of small 
to medium size mostly privately-owned business and organizations. J&S is a member of the RSM 
US Alliance, the nation’s fastest growing association of independent accounting firms. Through our 
affiliation with this network, Johnson & Sheldon, PLLC can offer the pooled expertise and resources of 
the RSM US Alliance, as well as other network members.

Amarillo Location
500 S Taylor St., Suite 200
Amarillo, TX  79101
(806) 371-7661

info@amacpas.com

www.amacpas.com

Hereford Location
119 E 4th St.
Hereford, TX  79045
(806) 364-4686

Pampa Location
420 Florida St.
Pampa, TX  79065
(806) 665-8429


