
Day 3 Make Tech Easy 
 
We're talking about setting up your affiliate program, the the tech, the the structure, the 
commissions, the legal stuff and all the stuff that isn't the most fun to talk about. But it's 
absolutely necessary. This is the stuff that makes or breaks your affiliate program. So 
let's dive right in. So first, let's talk about the tech stuff now. There are two basic parts to 
the tech stuff. Number one, how to get started at little or no cost and with little or no 
tech. Number two, your long term tech plan? These are the tracking systems keeping 
tabs on all your affiliates, right? So let's start with number one. How to start get started 
basically for free and with no tech setup beyond what you probably already have and 
know how to do. So when you're first starting out, you can actually set-up an affiliate 
program entirely for free with no tech. Well, you need to do with your very first 
affiliates. Is this set-up a specific list or tag or group depending upon what e-mail system 
you use, whether it's convertkit, MailChimp, aweber, doesn't matter, right? set-up a 
laning page for them. This can be a clone of irregular landing page of yours, and then 
assign anyone who opts in through that. Page 2, that list or that group, that tag and 
anyone who comes in from that single affiliates webinar or through that landing page is 
then tracked to that affiliate. Now this does not scale well, but if you can make a few 100 
bucks or more with this first affiliate, it definitely gets you going. And I recommend that 
you can do this for about three to five affiliates before it gets starts to get out of hand, 
right. And Next up, you'll see how to start working with some real affiliate tracking. Now 
in this lesson, we're not covering a specific system to keep this as universal and as 
Evergreen as possible. First thing is if your current CRM or your website platform your 
shopping cart like clickfunnels or thrive cart or Sam cart. If it already has an affiliate 
tracking system used that one. But if not, we recommend I'd ever Philly it. There'll be 
some links below, select the self hosted Standard Edition. You do not need the most 
expensive version and they've got tutorial videos that walk you through step by step. I 
can assure you it is super easy to set-up. Like if I can set it up, anyone can do it. I can 
assure you it's. Super easy to set-up. I'd say the average time to set it up is about 30 
minutes, requires almost no technology, so the rest of this lesson is more about the 
structure of your program. So Next up I'm going to show you how to structure your 
affiliate commissions for maximum sales and maximum profits. So your Commission 
structure is so important because it really does set the tone for your entire program. You 
wanna have a competitive Commission structure that also is profitable for you. So 
before we get into exactly how much you should pay in the actual structure of your 
commissions. First, let me just say that. You can always raise a Commission, but it's 
really hard to lower Commission. Just think about the messaging on lowering in 
Commission. So as you go through this, yes, you wanna be competitive, but if you're not 
sure about an exact percentage and you can have a competitive Commission. And still 
keep it a little bit lower than maybe what ultimately what you can pay? Keep it on the 
low side. So with that, how much do you actually pay in affiliate Commission? What is 
the right affiliate Commission to pay? Well, the answer ultimately is it depends. It 
depends on numerous factors that we're going to go through now and it all starts with 
the price of your product. If you have a digital course, the price of your course, whatever 
you're selling, it starts with the price. Now, as a general rule, the lower the price, the 
higher the percentage of the Commission now. General rule on it really does depend. Is 
it a digital product? Is it retail? You know all of those things. For example, if you have a 



retail product that sells for $50 and as we go through these, this exercise, you have a 
high cost of goods. It might only offer a 10% Commission. That might be all you can 
offer and be competitive, you know, and actually make a profit, whereas we with our low 
ticket items. Our all of our products that are under 190 or 197 or lower, we offer a 70% 
Commission on those because it allows us to still be competitive with people paying a 
40% Commission on a $500 product. So start with your price though, next. You're going 
to subtract your incremental costs. What is an incremental cost when incremental cost 
is, is not your hosting, your hosting is going to be the same whether or not you have two 
students or 2000 students, it's not your the cost of creating the course if it costs you 
$10,000 to create a course or you know we're talking $10,000 to get a. CAD model of a 
product that's a fixed cost. We're not going to factor that into our commissions and 
incremental cost is if you have a digital course. Then you have to hire A Community 
support manager for every 500 students. And that costs you, you know, 40 or $50,000, 
that is an incremental cost. Of about $100 per student, if you have to hire A coach. If you 
have to hire A trainer and it costs you $100 every student, that's an incremental cost. 
Incremental costs are things like credit card processing fees and. You know anything 
else that you have to pay if you have to pay taxes and you're not charging them, for 
example, that would be an incremental cost. Every sale cost you more money. Next, 
you're going to subtract your time. Again, this is incremental. We're not talking about 
charging, you know, putting charging for your time to create the product or your time to 
create the course. That's not what we're talking about here, whether or not you sell one 
of your courses, one of your product or 1000, your time is pretty much going to be the 
same incremental time for you as if you promise in your digital. Stores that every single 
person who purchases this product gets in our coaching from you. That is incremental 
time. The next thing you wanna do is decide how much you want to make. You know, if 
you just decide, I really don't even want to do this if I'm not making at least $25 or $100 
or $200 per sale. And that's an important factor. In all of this, so decide what you wanna 
make that. That's your decision. And there's no wrong answer here. It's it's ultimately 
totally up to you. And then lastly, you gotta look at the competition. So the goal here is is 
not to necessarily be the best, although that is, you know a positive if you can afford it. 
It's definitely a positive to be the best. It's to have the highest Commission. But you 
don't wanna be at 20% when your competition is at 50. You want to be at least in the 
ballpark. So to me it acceptable percentage difference. It depends on, you know where 
we're at. But I typically say a typical difference of about 20%. And I don't mean 50% 
versus 30%, I mean 20% of 50% would be you know would be 10%. So you could be at 
40%. You're still in the same ballpark. You know, if somebody is at 25%, you can be at 
20%. If they're at 10%, you really need to be at about 8%, you know, going down to 5%. 
Is this gonna be really tough? You're not going to be able to compete at that. So be 
higher than the competition. Certainly that's. One of the things we want to look at so we 
go through these five steps and here's an example. So we've got a we're doing a digital 
course here. It's 997 bucks. We've got costs of $200. You know, credit card processing. 
We need to hire a customer service Rep for every 200 customers. We need a community 
manager for every 500 customers. You know, something like that. We're going to say I'm 
going to give an hour to every customer. We're going to put that just. 400 bucks for 
purposes of this. And then I really strongly desire to make $200.00, you know, on each 
unit. And the competition is offering a 20% Commission on a on an average of $500 
product. So in this particular case, you know, we're basically looking at 97 -, 200 -, 400 -



, 200. Which would equal 197 bucks. So we end up with a 20% Commission, which lines 
up with our competition. So let's take a look at this in our Handy Dandy Commission 
calculator. Which you have access to, and being a member of find Affiliates now. So this 
is super easy to use. I've already got it filled in here exactly the exact example that we 
used that I just showed you, but let's just say that our costs were cut down to 100. But 
we could offer a 30% Commission that gets us super competitive compared to this 20%. 
Now do we want to offer that? Probably not. I would probably come in at 25%, make a 
little bit more money that also, as I said at the beginning, you can always raise 
commissions that allows you. This is one of the little tricks of the trade here. It allows 
you to offer an enhanced Commission for your super affiliates for your top affiliates, you 
know, for some of your top affiliates. You might even say, gosh, you know, they can. I 
can move it 1000 units, so I'm willing to even make only 100 bucks per and I'm gonna 
offer them a 40% Commission. Like a Super Enhanced Commission, but you just play 
around with these numbers. If you're offering a 0 percent Commission and Ora 00 
percent of your time, let's say your competition is at 40%. But you know, maybe we want 
to up that to 200 and you do have, let's say, $175 in costs. Well, then there you go, it's 
upwards. Your Max affiliate Commission is 62%. Which would mean I would probably 
offer a 50% Commission. You're still beating the competition and you're getting a little 
bit more profit, but that allows you to offer that 60% Commission. As an enhanced 
Commission to your Super affiliate, so definitely I highly encourage you haven't 
advertised affiliate Commission that's as low as possible. So again in this particular case, 
I might even go down to 40%. That's your advertised rate, but for the people that you're 
recruiting directly or for those that are like super Affiliates, you can go as high as 50%. 
So use this calculator here to play around with the numbers and get some ideas. Begin 
this number here the the Market Commission, what your competitors are offering is 
going to be a key number in determining your Commission rate. Now it's time to take a 
few minutes to cover some of the more boring aspects of affiliate programs. The legal 
stuff now in this next segment, I'm going to walk you through our sample affiliate 
agreement on my screen here. This agreement can be found below this video and I'll 
cover the. Five parts of it that it might seem a little bit confusing or there are most 
relevant to the majority of our students now. This is the same agreement that's been 
used by Fortune 5000 companies like Adidas and Shutterfly, as well as some of our 
small business clients alike. So and it's been proven should it ever come to this, to hold 
up in court. So you're good there. So let's take a look at that sample affiliate agreement. 
As I mentioned earlier, there are sections in here that will not apply to you. Perhaps this 
is meant to be a catch all. This exact agreement has been used by numerous multi $100 
million affiliate programs, but it's not meant necessarily to be perfect for everyone. So 
I'm going to go through some of the sections here and explain them. This first page here 
is a bunch of legalese. And there's really nothing here that you would not want to have in 
your agreement. Obviously you don't want people using viruses and Trojan horses and 
things like that. There are some. There are some sections in here where it, you know, it 
says, hey, we don't allow websites who have pornography and other things like that. So 
we don't, you know, you might want to take that out if you don't care. That's up to you. 
But let's go down to PPC guidelines. Now what this means here this whole section is 
basically do you allow bidding on your trademark terms? Do you allow bidding on your 
name or your product names your company names? Most of our programs don't allow it, 
but that's some of the bigger ones. Some of the smaller ones do. And so this really comes 



down to, do you have a a trademark brand that is that is really out there in the 
marketplace typically what that means is do you have $100 million company or not? 
And if you don't, you might actually want companies or affiliates bidding on your 
trademark terms. And your name, because then they're going to show up positively in 
the search results. If you have, you know if you're in a controversial niche and maybe 
you've got some people out there, you've got some haters out there that can actually 
benefit you. But if you don't want to allow it. Then we recommend including this section 
here. Same thing with coupons. If you never use coupons, go take this whole section and 
delete it. It's not relevant to you, and that's totally fine, but if you do allow coupons, 
there are some things you want to do. For instance, if you do allow coupons, I 
recommend not allowing. Them to bid on the trademark term plus the word coupon. 
And that is something you definitely do not want to allow, so you cannot advertise, you 
know, like company name. And then the word coupon or deal. And you want to include 
some other words in there as well. You don't want them not displaying, you know, the 
coupons in their entirety. In other words, they need to include expiration dates and they 
need to include the code. You may not use any technology that covers up the coupon 
code and generates the affiliate click by revealing the code that is key. And you may not 
do anything that requires clicking from your website in order to redeem. OK, those are 
key. The other thing we do in this section here. As we talk about basically coupon 
stealing, the click coupon site to do nothing other than just basically offer the coupon in 
that particular case, we can lower that rate and we in this particular agreement we 
lowered it to 1%, you may choose to lower to 5% or 10% reward the coupon affiliate. 
We're closing the sale, that is there is value there. And that's just something that you 
have to decide on your own. I'm happy to discuss that more with you. Same thing with 
sub affiliate networks. If you don't allow sub affiliate networks all it'll say here is we 
don't allow you know you may not use some affiliate networks. Most programs are OK 
with it. I we've never worked the program that didn't allow it. So basically that's where I 
go out as the affiliate. I get other affiliates. I'm not doing a second tier where I get a 
percentage of their sales. They're actually going to use my affiliate link. And I'm going to 
make some money that way. So that is a total legit way to do business. We've always 
allowed him, and it even says there if you don't allow them, just change this language. 
One thing we do not allow is people to use our trademark terms in their domain name, 
not in their URL. OK, so. We'll talk about that in a second, but in their domain name we 
make this very clear. So if you don't care, totally fine. Just take, you know delete this 
section. Not a big deal. To be clear though, again, it doesn't apply to the URL, but to the 
root domain. So if they say manic williams.com/trademark term, that's totally fine. And 
then lastly, again, all this stuff here is just basically saying they gotta follow the law. You 
know, they gotta do all the things that you really need that you're supposed to do, legally 
speaking, right? You're not. You're prohibited from running Facebook ads with 
companies name, trademark. You can delete that if they're totally. If they're allowed to. 
So down here, the last thing will cover is this is when you're going to want to keep. But I 
wanted to point this out. This is your FTC disclosure requirements. I highly recommend 
not only having this in your agreement, but if you either choose not to have an 
agreement or you really feel the need to cover your butt on this because you're 
ultimately responsible as the merchant. I send this to my affiliates in an e-mail. A 
separate e-mail just say hey, will you sign off on this? Just you're gonna follow the law. 
You're gonna help me stay, you know, right by the law. Can you just reply back and say I 



agree to follow the FTC disclosure requirements? That's all they got to do. Nothing super 
legal about it. And so I highly recommend taking a look at this agreement, going through 
seeing what you know, what you need and what you don't. Lastly, as we wrap up this 
lesson, I want to cover how to actually sign up your Affiliates. Now a lot of programs out 
there, they just they have a link for affiliates to sign up and they, you know, and we're 
going to sign up. They just give him the link, right? This is fine. If you're running a 
massive affiliate program with thousands of affiliates, but that's not you right now. Now 
yes, you want to have a link on your website that people can find if they're looking for it. 
Otherwise, when you find someone when you do all the work we've been talking about, 
do the work for them. Don't ask him to go fill out a form. Ask him a bunch of questions 
and make it hard for them to sign up. Sign them up yourselves, send an e-mail. Getting 
the basic information from them. Don't worry about all the logistics like PayPal 
addresses, tax forms, all that stuff, right. You can click those later. Now if you need to 
get them to sign an agreement, that's fine. Send them the agreement you worked on, 
send it to him in a DocuSign or similar format, have them sign it, but make this easy for 
them. So action items for today are number one set-up an affiliate program, some sort of 
a tracking system, either what you already have I dev affiliate or the free and easy way 
that we discussed in the lesson today. Number two, use the Commission sheet to 
determine your affiliate Commission and get that. Sentence tone and #3 download the 
sample agreement, tweak it to fit your program, add it to your affiliate program if you 
see fit, and then in the next lesson, we're going to cover how to follow up with affiliates, 
what affiliates need to succeed creating assets for them to help them promote you better 
and promote you more. I'll see you then. 


