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How To Work Out
Who Your Ideal
Affiliate Partners
Really Are

The most common mistake I see people make when looking to grow their Affiliate
Partners is that they focus straight away on who “they” think could be a potential partner. 

The problem here is that the partners themselves aren’t your ‘buying customers’, it’s 
actually their audience, their community that’s important to you. These are your future 
customers and the ones that will fuel a successful Affiliate Partnership. 

This might seem obvious, but it’s a very common mistake and one that leads to slowed 
growth, or worse still, stagnant Affiliate Programmes that are unable to drive profitable 
sales revenue. 

Here’s how to avoid falling into that trap.

This is a two-step process.

STEP 1 STEP 2

We need to work out 
‘Your Ideal Customer’ 

[Avatar]

We work out
‘Who Influences Them’

[Affiliate Partner
Prospects]
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P Let’s get clear on your ideal customer [Avatar]. The type of customer you love dealing with,

who raves about your company and generates you great PROFIT.

I completely understand that you probably have more than one ‘ideal’ customer [Avatar]. However,
for the purpose of completing this exercise please pick the ONE you feel you know best. 

Once you have completed this exercise for the first time it will be easier to run over again, as many 
times as you need, in order to complete all your ideal customer [Avatar] profiles.

The power is in focusing on one at a time and really getting to know them and what makes them tick. 

Let’s go...

Age Range
(Circle all
that apply)

Location
(Country)

What are their
typical professions?

(Please list 3)

What other
products do they

buy at/or around the 
time they buy yours? 

(Please list 3)

What magazines
will they read/subscribe 

too? 
(Please list 3)

What websites
would they visit more 

than once a week?  
(Please list 3)

What is their
typical job title?

(Please list 3)

What is their
income range?

What product do 
they buy from you?

Goals and Values
What is most important 

to them?

What books will they 
likely have read?  

(Please list 3)

How often do they 
buy it?

Marital Status

Female

Yes No

20-30

10,000 - 20,000

55,000 - 70,000

30,000 - 40,000

85,000 - 100,000

20,000 - 30,000

70,000 - 85,000

40,000 - 55,000

100,000 - 150,000

150,000+

40-50

60-70

30-40

50-60

70+
Male

%
%

Percentage split 
between male and 

female

Do they have 
children?

If so, typically 
how old are they?
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What are their
interests/hobbies?

(Please list 3)

What are their
favourite/most used 

brands?
(Please list 3)

How do they
commute? How long is

their commute?

What inspires them 
to take action?

How do they relax?
(Please list 3)

What would be
a BIG reward in their

personal life?

Who do they see as a 
role model/mentor (they 

don’t have to be famous!)
(Please list 3)

What would be their
BIG business/career goal? What would be their

BIG personal/life goal?

What problems do they 
have that your product or 

service solves?

Good work!
I know answering some of those can be tough... but honestly, when I got super clear on 
these aspects of my ideal customer it was a total gamechanger... and will be for you too!



Grab a coffee
and take a few minutes out.
Take a walk
and clear your mind. 

This is a creative process and it’s important that
your mindset is in the right place.
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P Normally when we reach this step the very act of getting crystal clear on the questions in Step 1

will have created some thoughts around new potential partners.

If not, don’t worry as we’re going to work through a formula together right now.

Ready? Let’s get going with Step 2.

Amongst the above questions there are some key insights into who influences your ideal customer 
[Avatar] and therefore who will potentially make great Affiliate Partnerships for your business.

Let’s pick up on the key questions from earlier one-by-one:-

An insight here can often highlight potential partners who serve people who match the

profile of your ideal customer.

Survey your ideal customers to help you understand their buying patterns.

Do a little research on businesses that feature to make sure that your product or service 
would be ‘complimentary’ and ‘non-competing’, therefore ensuring a partnership would
be risk free and mutually beneficial.

•   

•   

•   

What other products do they buy at/or around the time they buy yours?

List below your 3 new prospective partners:
1)

2)

3)
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What books are they likely to have read?

List below your 3 new prospective partners:
1)

2)

3)

Authors often have highly engaged communities.

Once you’ve highlighted a few books complete a search on Amazon looking for other
competing titles by other authors to expand your initial list.

Research the chosen authors websites and social platforms to see what sort of community 
they have around them.

Above all remember creating successful long-term Affiliate Partnerships is a relationship 
game and therefore build the relationship first before asking for the commercial partnership.

Please note; this isn’t a solution everytime, however, some of the best partnerships I’ve set 
up have come via this technique. 

•   

•   

•   

•   

•   
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What magazines will they read/subscribe to?

List below your 3 new prospective partners:
1)

2)

3)

Similar to the books and authors section. Magazines, and in particular their monthly
subscribers, can be really great audiences to tap into.

Publishing houses are typically more commercial than authors and therefore quicker to set 
up. It’s less about the relationship and more about how you can add value to their audience 
and their bottom line!

They nearly all have a good online presence with a strong website and social platforms. 

•   

•   

•   
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What websites would they visit more than once a week?

List below your 3 new prospective partners:
1)

2)

3)

Obviously we need to exclude the Social Platforms from these lists (if only we could get 
Facebook to affiliate with us!)

Typically forums and membership sites are great places with large communities and
high levels of engagement.

It’s well worth investing in Ninja Outreach to quickly and easily search the web for sites that 
regularly publish content that would be of great interest to your audience.

Always check out the websites for yourself and their social platforms to get a feel for how 
engaged their community really is and how they interact with them. Often you can spot if 
these sites are promoting other affiliate offers too. This is a good sign... do not be put off if 
you spot your competitor business here.

•   

•   

•   

•   

http://www.phillipgibbs.co.uk/ninjaoutreach
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Who do they see as a role model/mentor? (they don’t have to be famous!) 

List below your 3 new prospective partners:
1)

2)

3)

At the pinnacle of most niches there are role models and mentors. Your ideal customer will 
see these people as ‘influencers’, they will read articles/books written by them, watch TV 
programmes featuring them etc.

Look for the ‘influencers’ who have a strong social following and good levels of engagement.

Do a quick Google Search using their name followed by ‘Affiliate’ and see if they run an 
affiliate programme themselves. If they do, this is a good sign as they themselves use the 
marketing channel you are looking to engage with them on. Sign up and become an affilaite 
of theirs... trust me, their Affilaite Manager will soon be in touch and hey presto you’ve just 
opened the door to creating your own Affiliate Partnership!

Whilst some of the famous influencers might be hard to recruit as Affiliate Partners don’t 
discount them too quickly. As a worst case scenario you could target these influencers
audiences with other online adverts on Facebook for example. So this isn’t wasted time.

•   

•   

•   

•   
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What are their favourite/most used brands?

List below your 3 new prospective partners:
1)

2)

3)

It is very common for bigger brands to already have an Affiliate Marketing channel in use. 
As with the ‘Role Model/Mentor’ section above we can reverse engineer this in our favour. 
Sign up and you’ll soon be contacted by their Affilaite Manager and that’s just opened the 
door again! 

Remember successful Affiliate Partnerships are a relationship game so build the relationship 
first. I use the “Give, Give, Give, Ask” rule... ensuring that I’ve always given lots of value to the 
relationship first, way before I’ve asked for anything in return.

•   

•   
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How do they relax?
What are their interests/hobbies?
What would be a BIG reward in their personal life?

Following final three can be grouped together from a ‘strategic tactic’ point of view. 

Often people will invest considerable time and energy in their interests, hobbies and
researching their bigger life rewards. Just think how much time you spend researching
a holiday, or your next new car, before you actually commit and make the purchase?
Equally, how much time do you spend engaged in your hobbies?

Look at your answers in this section and get creative about how you can piggy back the 
places where your ideal customers will be investing their time. The creative aspect needs to 
also include how you’d engage the new customer via an Affiliate Partnership, the customer 
journey is key and has to be congruent to work well.

As with the ‘Role Model/Mentor’ section, as a worst case scenario you could target these
influencers audiences with other online adverts on Facebook for example. So this isn’t
wasted time. 

•   

•   

•   
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Good work!
I know answering some of those can be tough... but honestly, when I got super clear on 
these aspects of my ideal customer it was a total gamechanger... and will be for you too!

List below your 3 new prospective partners:
1)

2)

3)



There you go...
From this process you will have a very clear picture of 
your ideal customer [Avatar] AND via Step 2 you will 
have lots of ideas around who they see as influencers
and how you can reach out and make these influencers 
your own Affiliate Partners.

Remember, 
This is a creative process and therefore it can’t be forced 
and needs quality time to let it evolve. Doing this exercise 
in its entirety will help you really get ‘inside the mind’ of 
your ideal customer and that’s where you’ll spot the 
ideal partnership opportunities. 


