
Bonus 5 Group Outreach 
 
This lesson here we're gonna talk about another awesome way to find affiliates that you 
might not have thought of, and that is Facebook and LinkedIn groups. Here's the thing, 
affiliates like everybody who have similar interests. They tend to congregate with other 
affiliates in their in their niche, right? So here's how to find these groups. It is super 
simple, you just. Search for your niche, like your keywords for your niche in Facebook 
and LinkedIn. You know I would recommend using Facebook if it's more of a broader 
category, LinkedIn if it's more B to B type stuff. You join the group and then you get 
involved in the discussion. You participate like a normal human being, right? Yes, it is 
that simple and so. It's important that when you become a part of the community. You 
don't just become someone who always promotes your program. Like you don't come in 
like, hey, I'm Joe, and I have an affiliate program. Do you wanna join it? No. You 
become you. You'd be helpful. You asked good questions, you offer your advice freely, 
and then you've earned the right to make a request. You know, I think that's really the 
key meant is earning that right. You know everything we're going to talk about today 
and and really what we've talked about in all these lessons is it it comes down the 
relationships and nobody wants to be a part of a relationship with somebody where 
they're always taking. And so that really is the key is giving that value to upfront. But 
once you've done that and I've seen this happen. Over and over in groups, I'm in groups 
here in Matt, where once you've given that value up front, people are they trust you and 
they like you and they like interacting with you. Now you've overcame one of them. The 
other major objections or challenges with finding affiliates, and that's getting them to 
trust you and know what you do and know that you're good at it if you've added this 
value in a group around your topic. They know that you know what you're doing. They 
know that any products that you that you share are probably gonna do well and they're 
gonna help their audience. So now you need to utilize that trust in that relationship that 
you've built in order to invite them to partner with you somewhere. And like you said, 
not really the key to this as not being spam may not being pushy not being any of those. 
Things. Let it be a natural conversation, you know, like we've talked about some of the 
other lessons. Let it be a conversation of, hey, let's chat about some ways maybe we 
can 
partner together. Hey, I love what you're doing. I love some of the things that you've 
been sharing. You know, I'd love to to jump on zoom and just see what you're doing and 
see if there's maybe some ways that we can support each other. And when you do that, 
you're really maximizing the value of those groups, you know? These people are in 
groups for a reason. They wanna be around other people in this industry in this niche. 
They wanna be able to share things with their audience that will help them. And so by 
reaching out to them and and approaching them about promoting you as an affiliate, 
partnering with you, you give them that opportunity to really maximizing the value of 
these groups. And I think that's that's really key. I think sometimes we get into these 
groups and we don't. Maximize that value. We don't find opportunities to collaborate 
with each other. We just leave it inside that group and that's as far as it goes. Rather 
than really expanding that relationship outside of the group. You can only do so much 
there. So this is a way that you can help them to serve their audience. You can help 
yourself by having some good affiliates and you can really build a really good business 



relationship with these people. One of the things I'd like to point out there is that Azure 
interacting in these groups. You wanna keep a list somewhere of people that you 
interact 
with regularly, people who you see promoting other products. I'm not in the group, but 
you know anywhere in the online space. Just keep that list somewhere and use it to 
refer 
back to. When it is time to finally build those affiliate relationships, it's funny, we didn't 
plan this, but I was just gonna ask you, Robbie. OK. So as you're, as you're participating 
in your engagement with people, is there a way to, like, keep track of that? And yeah, I 
mean keep them in a sauna or something where it's like, hey, you know, you can set 
dates to like, follow up with them and just check in with them. One of the strategies that 
I learned years ago that's worked really well for me. I don't do it enough, but I need to 
do 
it as. When I when somebody has a struggle and then I post and I help them and they 
say that's a great idea, I'm going to implement that, we usually there's that's the end of 
it, right. I actually about 80% of the time remember to go to my calendar and set a 
calendar reminder for a reasonable amount of time later. Usually it's between two weeks 
and six weeks depending upon what it is and I follow up with them. And I have heard 
from numerous people that have messaged me and said, like, I saw how you followed 
up 
with so and so. That was amazing. You know, I can't believe you did that. And of course 
the person feels amazing too. I wouldn't remember to do that. I didn't put it in my 
calendar. So it is all about intentionality. So utilize those groups that you're in already. 
As well as looking for those groups as well like we talked about, just go into the the 
social media network, look up groups in your niche, start interacting, build relationships 
and then turn those relationships into affiliates. 


