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More resources on this topic:  
Partnership Memorandum (template)​
Strategy for cold outreach to partners (document) 
How you can convert Partnerships from Cold Outreach! (video) 
Free Partnerhub account so you can find these partners (partners marketplace)​
Partnerships GTM Bootcamp (course) 
Creating your Partner Acquisition Flywheel (video) 
All agency-led roundtables in the Collective (workshops) 
How to attract and retain top digital agency solutions partners w/ Blend Commerce 
(podcast) 

 
 

In our experience, here's what we see in terms of 
offer to response rate results from tech reaching out 
to agencies:  
 
What will get you <10% positive response rates:  
 

​ Just mentioning your program  
​Listing the fact they make commission 
​Talking about your product 

 
What will get you 10%-35% positive response rates:  
 

​Talking about your brand reach to their ICP 
​Mentioning something specific you know about their agency 
​Stroking their ego with compliments about their work 

 
What will get 35-60% positive response rates:  

https://docs.google.com/document/d/1uiBKpQe2UZzPlsPEQbukzb5xCHAeQYCM-_3xjcnpmZw/edit
https://docs.google.com/document/d/1Bc4KWKeIw8IBFArBG_PIWbVrm9qtGySrWKrWT57LHto/edit#heading=h.lj67mm19db9r
https://collective.partnerprograms.io/posts/how-you-can-convert-partnerships-from-cold-outreach-21541161
https://app.partnerhub.app/register
https://www.partnerprograms.io/partnerships-gtm-boot-camp
https://collective.partnerprograms.io/posts/12486103
https://collective.partnerprograms.io/spaces/4251960/content
https://www.makethemfamous.fm/episode/how-to-attract-and-retain-top-digital-agency-solutions-partners-w-blend-commerce


 
​A piece of content you want to include them in, who it's going to get in front of, and why 
they should care 

​Talking about an ephemeral event like an app feature that will bring traffic to the site and 
the partner page 

 
What will get 60%+ positive response rates:  
 

​Having a specific referral that needs their type of agency service 
​Being able to map accounts AND make warm intros 

 

Agency persona’s and how to approach each:  
 

 

2. The Enterprise Agency Partnerships Manager 
Example: https://www.linkedin.com/in/nkthomson/ 
When this person is the POC: 

●​ Larger agencies (50+ employees) 
●​ For speaking engagements 
●​ If there are MDFs (market development funds) 

What incentivizes them:  
1.​ Specific ways to deepen relationships with overlapping customers 
2.​ Referrals 
3.​ Thought leadership 
4.​ Speaking engagements 

 
Make sure not to: Pitch your product, or even pitch your program. And do not come to them 
without a clear path to referrals from your company. 

https://www.linkedin.com/in/nkthomson/


 
 

 

3. The New Bisinuess / Marketing / Growth Manger 
Example: https://www.linkedin.com/in/sarah-moonje/ 
When this person is the POC: 

●​ Larger agencies (50+ employees) 
●​ For any content marketing or co-marketing opportunities 
●​ Event collaborations 
●​ If there are MDFs (market development funds) 

 
What incentivizes them:  

1.​ Market development funds 
2.​ Speaking engagements 
3.​ Backlinks 
4.​ Referrals 

 
Make sure not to: Pitch product (they do not have the interest or position to suggest new 
products to clientele). Do not talk about commissions. This person is not incentivized by 
commissions. 
 

https://www.linkedin.com/in/sarah-moonje/


 

4. VP of Revenue 
Example: https://www.linkedin.com/in/ashleyscorpio/ 
When this person is the POC: 

●​ Agencies 30 - 250+  
●​ When it’s necessary to co-invest in something 
●​ Devote resources for a long time 
●​ If there are MDFs (market development funds) 

 
What incentivizes them:  

1.​ Referrals 
2.​ Discounts 
3.​ Market development funds 

 
Make sure not to: Lead with what would cost them money without a clear ROI. Do not speak 
towards commissions. This will not move the needle for them. 
 
 

 

1: The CEO or Co-Founder  
Example: https://www.linkedin.com/in/connor-jeffers/ 
When this person is the POC:  

●​ Smaller agencies (0-50 employees) 

https://www.linkedin.com/in/ashleyscorpio/
https://www.linkedin.com/in/connor-jeffers/


●​ For speaking engagements 
●​ If there are MDFs (market development funds) 

 
What incentivizes them:  

1.​ Projects you can bring them in on 
2.​ How you take them where they need to take their agency 
3.​ Strategic alignment 
4.​ Referrals 
5.​ Spiffs for their team 
6.​ Market development funds 
7.​ Migration support (if you’re asking to move their current clients) 

 
Make sure not to: Try and pitch your program right away. Ask for time without being specific or 
clear on objectives and needs. 
 

Alex’s final suggestions for outreach success: 
 

1.​ Don’t pitch your program or your product in your initial outreach. 
2.​ Why smaller agencies are a better start for any partner team. 
3.​ Smaller doesn’t mean SMB, it means niche and or new. 
4.​ Start with co-marketing, then use account mapping to show attribution. 

 
 
Grab a time if you need support: 

Calendar for tech teams >> 
Calendar for agencies >> 

 
 
 
 

 

 

A Good example of a cold email to an agency 

Agency target for this email was = electriceye.io 
 

https://meetings.hubspot.com/alex-glenn/tech-exploratory-call
https://meetings.hubspot.com/alex-glenn/agency-exploratory-call


Hi, 
 
Mary from Chatfuel here (a no-code platform for building Messenger chatbots). We run 
a weekly YouTube show for our audience of business owners and marketers, and I'd 
love to have you join us as an expert guest on the upcoming episode! 
 
The topic is "How to Launch a Profitable, Wildly Successful Shopify Store". I know our 
audience will benefit from your expertise! 
 
We promote each show to our audience of: 

​​ 9k+ YouTube subscribers 
​​ 12k+ Twitter followers 
​​ 75k+ FB community members 

 
Plus, it's not a live show, which means we'll send you the questions and have you 
record video responses on your own schedule—whenever works for you. 
 
Finally, we'll give you a free Chatfuel Pro account as a thank-you for participating. You 
can use it to automate lead generation, FAQs, ecommerce, and more through your 
Facebook page. 
 
Let me know if you're interested in joining us on the show and we can talk specifics! 
 
Cheers, 
 
Mary 
 
~~<>~~ 
 
Why it’s good:  

●​ She leaves the product mention to one short sentence - not a long explanation 
with features.... 

●​ She says and bold's the phrase "expert guest" - agency founders HAVE to show 
thought leadership to keep their agency demand gen efforts going. This talks 
directly to those founders. 

●​ She lists the reach of the co-marketing. 
●​ And... she gives this agency a free account. 

 
 

https://chatfuel.com/
https://www.youtube.com/playlist?list=PLBHqgmuOf02kEr8M-9ay2xaJmBAZ7g2gJ
http://twitter.com/chatfuel
http://community.chatfuel.com/


 
 

 
 
 

A Bad example  

Agency target for this email was = clemmons.io 
 

Subject: Clemmons & Outbound Email 
 
Hi Nolan, 
  
As the CEO at Clemmons I figured you would be the best person to reach out to. 
  
Our team has been working with marketing and advertising companies like yours to 
offer an edge on their competition with the world's first AI-powered outbound engine that 
abstracts all of the work that goes into launching outbound email campaigns at scale. 
One client was able to generate 90k in proposals in their first 60 days. 
  
Nolan, would you be open to a short 15-minute call this week to see if there is a mutual 
fit? 
  
All the best, 
Phil 
__________________________ 
  
P.S I reached out to Clemmons because after looking at your website, I genuinely 
thought you might benefit from what we do. If you don't want to hear from me again 
please don't hesitate to let me know. 
 
 
~~<>~~ 
 
Why it’s bad:  



●​ Too salesy - remove “One client was able to generate 90k in proposals in their 
first 60 days.” 

●​ Too much business speak - A lot of people use Ai, but it means absolutely 
nothing 90% of the time - it's almost sign blinding everyone. 

●​ Companies? You mean agencies or tech? 
●​ A call about what? Partnering? Trying to sell me on saas? 
●​ Use P.S.'s in later emails to address further points. This should have been in the 

beginning. 
 

 
 

A VERY VERY Bad example  

Agency target for this email was = measuredresults.com 
 
Subject: Get the most from your webinars using ON24 
  
Hi Christopher, 
 
We have not properly met, my name is Steven and I oversee the potential relationship 
with Measured Results Marketing here at ON24, the leading webinar marketing 
platform. 
 
Data-driven customers looking for an engaging and interactive solution use ON24 for 
their webinars as our technology allows for a seamless experience for attendees (no 
apps, downloads or plugins to get in), to create a fully brandable and interactive 
interface (attendees can download resources, fill out surveys, complete polls, etc.) and 
ultimately measure ROI through our incredibly detailed reports and analytics (that 
integrate with your CRM and Marketing Automation systems). 
 
I would love the chance to connect and see if there's an opportunity for ON24 to help 
with your webinar efforts. Let me know if you have a few minutes over the next week or 
so. 
 
Thank you, 
Steven 
 



 
~~<>~~ 
 
Why it’s bad:  

●​ No value, all sales. 
●​ Assumptions - Assuming this agency is after a webinar tool in the subject line will 

reduce open rates significantly 
●​ “ I oversee the potential relationship” -No idea what this means, but it's fishy and 

screams 'Im in sales' 
●​ Does not mention how we can start a partnership. 
●​ Instead of leaving it, he continues to bloat the push of ON24 with more 

meaningless buzzwords like "data-driven" "interactive" and "Seamless" 
●​ Too many buzzwords. 

 

 

An AWFUL example  

Agency target for this email was = measuredresults.com 
 

Subject: Christopher Connecting on a call 

My name is Golda Criddle, Marketing Manager at ReviewInc.   

ReviewInc is currently looking for exceptional agency owners with the ability to handle 
an additional revenue stream selling the BEST online reputation management system 
on the market. 

I think you could be a good fit… 

Here is what we are offering: 

●​ A White Label Software to efficiently monitor and manage your client 
business reviews. It can increase your clients’ rankings. As you know, 
reviews and ratings are one of the most important method to increase local 
rankings. 

https://nam12.safelinks.protection.outlook.com/?url=https%3A%2F%2Freviewinc.com%2F&data=02%7C01%7Cchristopher%40measuredresults.com%7C01ee65d9e549424412e508d83a3c67d2%7Cbf02bd719ea744f4897923e1c3d9ef8e%7C0%7C1%7C637323378407586663&sdata=hr7crRQ5AiTA6j0uWVq4lt9V6QIQP%2F4VplPdeZ52NGk%3D&reserved=0
https://nam12.safelinks.protection.outlook.com/?url=https%3A%2F%2Fpartners.reviewinc.com%2F&data=02%7C01%7Cchristopher%40measuredresults.com%7C01ee65d9e549424412e508d83a3c67d2%7Cbf02bd719ea744f4897923e1c3d9ef8e%7C0%7C1%7C637323378407596656&sdata=9bc7NPcZc6WqxGN9GmESySNdL%2FbqxBopUx1pFXd8FAE%3D&reserved=0
https://nam12.safelinks.protection.outlook.com/?url=https%3A%2F%2Fpartners.reviewinc.com%2F&data=02%7C01%7Cchristopher%40measuredresults.com%7C01ee65d9e549424412e508d83a3c67d2%7Cbf02bd719ea744f4897923e1c3d9ef8e%7C0%7C1%7C637323378407596656&sdata=9bc7NPcZc6WqxGN9GmESySNdL%2FbqxBopUx1pFXd8FAE%3D&reserved=0


●​ Increased Conversion Rates. Improved reviews are proven to increase 
clients’ sales and leads. We did a study with Pepperdine University that 
showed an 80% chance of purchasing from a company with a 4-star rating and 
an 84% chance of purchasing from a company with a 5-star rating. 

●​ Sales Tools: An exciting line of products ready to sell with case studies, client 
reviews, and all necessary sales materials. 

●​ Excellent Margins: Average closed contract means REAL money in your 
pocket! 

●​ Growth Opportunity: Rapid growth alongside our organization. We take care of 
our partners! 

●​ A Residual revenue stream with a proven high retention rate 

We would love the opportunity to tell you a little more about our partner program and 
learn a few things about you as well. 

What is your schedule like to connect over the next week or so?  

 

Looking forward to it!  

~~<>~~ 
 
Why it’s bad:  

●​ Never gloat or go into too much about your feature/benefits in ANY ‘cold’ email. 
●​ While some of these are valuable, like the white label aspect... not one of these 

mentions referrals or co-marketing to highlight the agency and bring them 
business. It's all about selling the software. That's terrible. 

●​ Im already afraid of this person based on the length and intensity of this sales 
pitch. I would run. 

●​ “Ability to handle more revenue?” This sounds like an infomercial... 

 

A  BAD example  
 

Agency target for this email was = clemmons.io 

  



Hi Nolan, 

Keap is looking for agencies, small business coaches, consultants, and media 
companies to partner with! 

Please join my brief webinar on August 20 at 10:00 am PT. 

During we’ll discuss: 

What’s in it for you: 

Monthly recurring commissions from 20-30% for each Keap platform sold plus a 50% 
discount on your own app. 

Sell your pre-built campaigns & marketing services to businesses that need help. 

Gain visibility through Keap’s Marketplace and promote your events on Keap.com. 

What’s in it for your clients: 

Save them time & money by placing them in Keap’s all-in-one CRM and marketing 
automation software. 

Publish your Infusionsoft campaigns and marketing content in their app for them so they 
don’t have to start from scratch. 

Make your clients', colleagues' and friends' lives easier by eliminating multi-system 
chaos, creating consistency and ensuring they follow up! 

  

 ~~<>~~ 

 
Why it’s bad:  

●​ No link? No tangible numbers on how large this is? 
●​ Why would I care about 20% of nothing - I have no clients on your platform so 

you're selling me a dream, essentially. 
●​ This is just spray and pray... he clearly did not do any research. 
●​ Too many details about your product and none about the ‘partnership.’ 



 

A VERY BAD example  

Agency target for this email was = clemmons.io 

  

 Dear Nolan 
 
I came across your article on sales prospecting tools which I really enjoyed. 
 
I was wondering if you have any existing partnerships with Linkedin automation tools 
currently. If not, it would be great to discuss to understand if there might be an 
opportunity to partner with Salesloop. 
 
Best Regards 
 
Naveen 
Salesloop  
  
  
Webinar details: 
August 20 
10:00 am PT time zone converter 
Your partner in success, 

 ~~<>~~ 

 
Why it’s bad:  

●​ Why are they asking if there is an opportunity? It's not up to the agency to give 
saas the definition of their own partner program. The saas should mention what 
that opportunity is. 

 

 



A VERY BAD example  

Agency target for this email was = MeasuredResults.com 

  

 
Hello Christopher, 
 
We are contacting you to see if Measured Results Marketing would be interested in a 
partnership with our company, Inudev. We have experience partnering with 
organizations such as yours as a third-party resource for all website, application, and 
software development needs. 
 
Our clients include International Tea Corp, Story Stage, and Oceano Medicina among 
many others. They are located in the United States, Spain, and Latin America. 
 
If you think this would be of interest for Measured Results Marketing, let’s have a quick 
call later on this week. 
 
We look forward to hearing from you. 
  
Thank you, 

 

  

~~<>~~ 
 
Why it’s bad:  

●​ None of his company mentions are agencies like the targeted receiver.  
●​ Clearly, this email list included more than just agencies. 
●​ Use of the work “partnership” when they just want to sell something. 

 
 

 
 

https://nam12.safelinks.protection.outlook.com/?url=http%3A%2F%2Furl959.inudev.io%2Fls%2Fclick%3Fupn%3DzI7tYbrIQfjsFOwzxXcrRmxIZ5Ab0RJfHz1S6Hgk5ZCNCNYVJtoWP7-2FMl6RBPqckg19PlK6jrSDaaZwr9-2B19RuE49ieqGscdN9vJuWCuT-2FL-2FaWb63mc3s6WL0KMijCHaI52gXTWaZ7T6IlQytXiwRQ-3D-3Dfu0K_Zf9noBSXp6zmd8gcAmse0Kb2SegghHIH-2FiF2-2BXEb8zw9hlfCgcciQgXx6TfxadcXORoUmiPK9bfRL5ZxKirPi5xSqFJUOc5oQ9ySojORIa-2FAZrbtWtzS8CYJXYOFzohYWegBKgPuSrVlb5XxAatCqWvbuBZSrfC4OOJjBlq3IvxPkd4TVqJPPJXLnn6YqX-2Fz4Wa1Ln9wLomOA7O722CyYoACrvsrIL-2Bj7FGSSL711T3zkiNpIV1KqNp-2B5S1xnN-2Bg&data=02%7C01%7Cchristopher%40measuredresults.com%7C763d12b750f64bc23f4908d86ad79f23%7Cbf02bd719ea744f4897923e1c3d9ef8e%7C0%7C0%7C637376821618081628&sdata=NpIEcJlL9HIa4j3OvPG%2B1kJ4pF0oJpIuce3hNf3Q2Ck%3D&reserved=0
https://nam12.safelinks.protection.outlook.com/?url=http%3A%2F%2Furl959.inudev.io%2Fls%2Fclick%3Fupn%3DzI7tYbrIQfjsFOwzxXcrRmxIZ5Ab0RJfHz1S6Hgk5ZCNCNYVJtoWP7-2FMl6RBPqckK-2BNqjonh668ZBHRYqsyK0Ov-2BVa6bKSTeVL3KAwwvecZXsMIH6fbn2Xni7kY7gK26WSQwThO6KvdGS2ZLC7D0OFu-2FAH5v67cbuso5CuwTBbA-3D-V0e_Zf9noBSXp6zmd8gcAmse0Kb2SegghHIH-2FiF2-2BXEb8zw9hlfCgcciQgXx6TfxadcXORoUmiPK9bfRL5ZxKirPi5xSqFJUOc5oQ9ySojORIa-2FvdDWKXysXHOs0AjWoj8EhoYZu9Rfo43n7cfQ7zs6Z3NUnyAL-2F2oXgO0QTmNm4s7llKgGMyQrdIb4ULUq8sZQc1tyF-2FkcS5zSUUcwHHukjT4dWjpOQ7AJRsLTFOFR8-2Fdj8viMZtpAPbCJ6m4gmwXPl&data=02%7C01%7Cchristopher%40measuredresults.com%7C763d12b750f64bc23f4908d86ad79f23%7Cbf02bd719ea744f4897923e1c3d9ef8e%7C0%7C0%7C637376821618081628&sdata=e%2BvBqN%2BNZlFBSwfleEqlLAMlbD4NfuFks9Sl1QtfWxw%3D&reserved=0
https://nam12.safelinks.protection.outlook.com/?url=http%3A%2F%2Furl959.inudev.io%2Fls%2Fclick%3Fupn%3DzI7tYbrIQfjsFOwzxXcrRmxIZ5Ab0RJfHz1S6Hgk5ZCNCNYVJtoWP7-2FMl6RBPqckK6zA4AuU8zIgUj9swXQo2Ec2LuAznIZ6nCLuAxMkYQOgpCvduKjUn0bK84H6BU-2FeZBwXWkT31VEbtKCPvTgyhg-3D-3DV4AL_Zf9noBSXp6zmd8gcAmse0Kb2SegghHIH-2FiF2-2BXEb8zw9hlfCgcciQgXx6TfxadcXORoUmiPK9bfRL5ZxKirPi5xSqFJUOc5oQ9ySojORIa-2BWkmjvyn8J61l3wGoSgvVpHhcSQHNJbGpB0NyypoxQaQpVyIeiqa1ogQJHwKGyAEAjeYAtdi68Jvi-2B9PMOW20SBOhqB5iKseg7Fkj-2Bh-2BnEExWgvv46wDGGdiaa92YZia4qGJCRazMQr9er5aHCi6Pg&data=02%7C01%7Cchristopher%40measuredresults.com%7C763d12b750f64bc23f4908d86ad79f23%7Cbf02bd719ea744f4897923e1c3d9ef8e%7C0%7C0%7C637376821618091616&sdata=RgPo0xJOs8qlAgskbTELgDZBaro7v1TvOrKqZCEk%2B7I%3D&reserved=0
https://nam12.safelinks.protection.outlook.com/?url=http%3A%2F%2Furl959.inudev.io%2Fls%2Fclick%3Fupn%3DzI7tYbrIQfjsFOwzxXcrRmxIZ5Ab0RJfHz1S6Hgk5ZCNCNYVJtoWP7-2FMl6RBPqck1KlzA-2BHiMcT-2F3M-2BBO3JriN7cerfrlNO7AgpYnugs10SV-2FntQ6CctO3zfmIarRuGDN6lgCeeDNdXvux13g3pA8cJo-2BKN9lCZBIEsH5v8D-2B4U-3DkYrm_Zf9noBSXp6zmd8gcAmse0Kb2SegghHIH-2FiF2-2BXEb8zw9hlfCgcciQgXx6TfxadcXORoUmiPK9bfRL5ZxKirPi5xSqFJUOc5oQ9ySojORIa-2BpyWQEEZrhLhte9ZYj25IlHd4jsQMSMoIa-2Bn7IfQ1taCC4KwdRhI65Z2-2BTIRbkA69UKnRIR0kB8Pkzy8jE5a20sHayMny2-2FZd5o-2FuXms49eaSAsnbEvN-2BowjHKZsYtZ9coxuM86dcOaUe7tpS3lRKh&data=02%7C01%7Cchristopher%40measuredresults.com%7C763d12b750f64bc23f4908d86ad79f23%7Cbf02bd719ea744f4897923e1c3d9ef8e%7C0%7C0%7C637376821618101611&sdata=R6ncwpbTZpURLtqLLnDXs0vxWmVv24tSv874xRfBMS0%3D&reserved=0


Alex’s final suggestions for outreach success: 
 

5.​ Don’t pitch your program or your product in your initial outreach. 
6.​ Why smaller agencies are a better start for any partner team. 
7.​ Smaller doesn’t mean SMB, it means niche and or new. 
8.​ Start with co-marketing, then use account mapping to show attribution. 

 
 
Grab a time if you need support: 

Calendar for tech teams >> 
Calendar for agencies >> 

https://meetings.hubspot.com/alex-glenn/tech-exploratory-call
https://meetings.hubspot.com/alex-glenn/agency-exploratory-call
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