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Affiliate vs Direct
Selling Approach

Awise man once said, “Things that do not change will remain the same.” Ina
changing marketplace, you should question your current growth strategies
and look for new ways to build your business. The Affiliate opportunity may
be the most discussed option in today’s evolving business climate, but it also
brings new challenges that could put your business at risk.

Three Options to Consider

Affiliate | eCommerce [ Amazon

This option is NOT Direct Selling. Your company recruits Affiliates to
help drive customer acquisition. Most new customers are acquired by
your paid advertising efforts. You are competing with other vendors,
including Amazon, so your pricing strategy must be competitive. Most
customers will find you because they are already looking for a product
like yours. There are NO rewards for recruiting and team building.
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not want other Affiliates to join because they compete against each
other. Only the company is promoting the Affiliate opportunity. It is
difficult to achieve on a large scale. Affiliate attrition must be met with
aggressive Affiliate recruiting by the company. It’s not a relationship-
driven model.

Hybrid Affiliate with Recruiting

The comp plan must include a compelling Affiliate selling reward for
Affiliates who do not want to build a team. It should include a one-level or
two-level deep reward for Affiliates willing to recruit other Affiliates.

» Advantages: Customer sellers and social media influencers can do
very well without having to recruit and coach others. Many Affiliates
will enroll to see if it works (like most recruits in our industry). Most
Affiliates do not want to build a team (and don’t know how) so this
approach attracts them. Those who build a team are rewarded from the
shallow depth payout of one or two levels deep.
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« Disadvantages: Shallow depth plans do not reward strong builders,
coaches, and leaders for developing deeper teams and often result
in slower growth. Recruiting often struggles to offset the attrition
of Affiliates.

Direct Selling with Affiliate Option

The company must attract a large part-time sales force to share your
products with their friends, family, and others. A compelling Affiliate
reward can attract social media influencers who do not want to build

a team while other parts of the compensation plan also reward team
building and leadership. The product story is the primary driver of growth.

« Advantages: This is a relationship-driven approach while the other
options are much less so. People telling their stories drive revenue
growth. Significant scale can be achieved as your Reps and Affiliates
recruit other customers, Affiliates, and team builders. Every customer
has a personal enroller who can drive customer loyalty. Sponsors
coach others one-on-one. This is an optimized “side hustle” for those
looking for a part-time income. This is a personal development
business model.

« Disadvantages: The business model is fragile because it depends on
trust at every level. Trust in your brand, your product efficacy, the
business opportunity, your technology stack, and the company’s
integrity. This business model requires a higher level of technology to
help the sales force and provide personalized customer experience.

Conclusion

I strongly recommend that you avoid jumping on any perceived trend
and focus on principles that drive success. Old traditional approaches are
no longer successful. Remember, things that do not change will remain
the same! So make the right changes happen to grow your business.
Never lose the opportunity of a lifetime because you lose the lifetime of
the opportunity!
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