
 

White-Label Reputation Reseller 
Guide  

Seize the Opportunity in a Booming Market 
In today's digital age, a business's online reputation is more important than ever. 
With most consumers turning to online reviews and social media to inform their 
purchasing decisions, effective reputation management has become a critical 
component of business success.  
 
Studies show that 93% of consumers read online reviews before making a purchase, 
and 94% say that negative reviews have convinced them to avoid a business 
altogether. 
 

 
 



This presents a tremendous opportunity for agencies, consultants, and digital service 
providers. By offering white-label reputation management services, these businesses 
can tap into a rapidly growing market, expand their service offerings, and generate a 
significant new revenue stream. With the right partner, they can do so without the 
significant investment and overhead required to develop their technology and 
infrastructure. 
 
This comprehensive guide will explore the world of white-label reputation 
management reselling, with a particular focus on Review Dingo's innovative platform 
and reseller program. We'll delve into the current state of the market, examine the 
key features and benefits of Review Dingo's offering, and provide practical strategies 
and tactics for success.  
 
Whether you're a digital marketing agency looking to expand your services, a 
business consultant seeking to differentiate yourself from the competition, or an SEO 
specialist looking to offer more value to your clients, this guide will provide you with 
the knowledge and tools you need to succeed. 

The Power of Online Reputation 
Before we dive into the specifics of white-label reputation management reselling, 
let's take a moment to consider the importance of online reputation in today's digital 
landscape.  
 
In a world where anyone can share their thoughts and experiences with a few clicks 
or taps, the way a business is perceived online can have a profound impact on its 
success. 
 
Consider these statistics: 

●​ 84% of people trust online reviews as much as personal recommendations 
from friends and family. 

●​ A single negative article can drive away up to 22% of potential customers. 
●​ A one-star increase in a business's Yelp rating can lead to a 5-9% increase in 

revenue. 



 

 
 
These numbers paint a clear picture: online reputation matters and businesses that 
fail to manage it effectively do so at their peril. 
 
However, online reputation is about more than just reviews and ratings. In today's 
digital trust economy, every aspect of a business's online presence contributes to its 
overall reputation.  
 
From social media engagement and customer feedback to search engine rankings 
and brand sentiment, a business's online presentation can significantly impact its 
ability to attract and retain customers. 



The Market Opportunity 
As businesses increasingly recognize the importance of online reputation 
management, the demand for effective solutions has skyrocketed.  
 
According to recent projections, the global market for feedback and reviews 
management software is expected to reach $26.90 billion by 2033, representing a 
compound annual growth rate of 17.1%. 
 

 
 
This growth is being driven by several key factors, including: 

1.​ The accelerating pace of digital transformation across industries 
2.​ The increasing importance of online customer experience and engagement 
3.​ The growing recognition among businesses of the impact of online reputation 

on revenue and growth 
 



For agencies and service providers, this presents a significant opportunity. By offering 
reputation management services to their clients, these businesses can tap into a 
growing market and generate a significant new revenue stream.  
 
Thanks to white-label solutions such as Review Dingo, they can accomplish this 
without the hefty investment and overhead involved in building their own technology 
and infrastructure. 

The Competitive Landscape 
Of course, as with any growing market, the white-label reputation management 
space is becoming increasingly competitive. There are several players in the market, 
each with their own strengths and focus areas. 
 

 
 
At the enterprise level, platforms like Birdeye, ReviewTrackers, and Reputation.com 
offer comprehensive solutions with a wide range of features and capabilities. 



However, these platforms can be complex and expensive, making them less 
accessible to smaller agencies and service providers. 
 
In the mid-market, players like Podium, GatherUp, and Chatmeter offer more 
targeted solutions focused on specific areas like customer feedback, social media 
monitoring, and location-based management.  
 
While these platforms can be effective for certain use cases, they may not provide 
the full range of capabilities needed for a comprehensive reputation management 
offering. 
 
This is where Review Dingo stands out. With its powerful AI-driven platform, 
comprehensive white-label capabilities, and attractive reseller benefits, Review 
Dingo is uniquely positioned to help agencies and service providers succeed in the 
reputation management market. 

Review Dingo's Reseller Program 
At the heart of Review Dingo's offering is its comprehensive reseller program. 
Designed specifically for agencies, consultants, and digital service providers, this 
program provides everything a business needs to start offering reputation 
management services to its clients quickly and easily. 
 



 
 
Some of the key benefits of the Review Dingo reseller program include: 
 

1.​ Industry-leading profit margins of 50% on all services 
2.​ No minimum purchase requirements or long-term contracts 
3.​ Complete white-label capabilities, including custom branding and domain 

integration 
4.​ Comprehensive training and support, including dedicated account 

management and ongoing education 
5.​ Performance-based bonuses and incentives to help drive growth and 

profitability 
 
With Review Dingo, resellers can offer a full suite of reputation management services 
to their clients, including review monitoring and response, listing management, social 
media management, and more.  
 



And with the platform's powerful AI capabilities and automation features, they can 
do so efficiently and effectively, without the need for significant additional staff or 
resources. 

Getting Started as a Reseller 
So how does a business get started as a Review Dingo reseller? The process is simple 
and can be broken down into a few key steps. 
 

1.​ Discovery Call: The first step is to schedule a discovery call with a Review 
Dingo representative. During this call, you'll discuss your business goals and 
needs, evaluate the fit with Review Dingo, and outline the onboarding process. 

2.​ Onboarding: Once you've decided to move forward, you'll complete the 
reseller agreement, gain access to training materials, and set up your billing 
and invoicing. 

3.​ Branding Integration: Next, you'll work with the Review Dingo team to 
customize your white-label assets, configure your domain settings, and 
implement any necessary brand guidelines. 

4.​ Training and Certification: To ensure your success as a reseller, Review Dingo 
provides comprehensive training. This includes live training sessions and 
self-paced modules. 

5.​ Platform Configuration: Finally, you'll work with the Review Dingo team to set 
up your client accounts, integrate any existing clients, and customize your 
notification settings. 

 
Throughout the process, Review Dingo's dedicated support team will be there to 
guide you and answer any questions you may have. 

Product and Service Offering 
As a Review Dingo reseller, you'll have access to a full suite of reputation 
management services to offer your clients. Some of the key features and capabilities 
include: 
 

https://www.reviewdingo.com/contact/


1.​ Review Monitoring: Real-time tracking of reviews across multiple platforms, 
with AI-powered sentiment analysis and keyword-based alerts. 

2.​ Review Response: AI-generated response suggestions, customizable 
templates, and multi-location response management, all from a single 
dashboard. 

3.​ Listing Management: Automated listing distribution and syncing across over 
200+ online directories and platforms, including Google, Facebook, and Yelp. 

4.​ Social Media Management: Integrated social media monitoring and 
management, with AI-powered sentiment analysis and engagement 
suggestions. 

5.​ Reporting and Analytics: Customizable reporting templates, scheduled report 
generation, and multi-location performance tracking, all with easy-to-use 
dashboards. 

 



 
 
In addition to these core features, Review Dingo also offers a range of add-on 
services and capabilities, including social posting, listings management, and more. 

Pricing and Packaging 
One of the key benefits of the Review Dingo reseller program is the flexibility it 
provides in terms of pricing and packaging. As a reseller, you'll have complete 
control over how you price and package your services, with the ability to set your 
own margins and bundle services in a way that makes sense for your business and 
your clients. 



 

 
 

Review Dingo's base pricing starts at just $100 per month per location, with a 
recommended reseller price of $200 per month. This provides a healthy 50% margin 
for resellers, with the potential for even higher margins through bundling and add-on 
services. 
 
In addition, Review Dingo offers a range of performance-based bonuses and 
incentives to help drive growth and profitability for resellers. For example, resellers 
can earn a $200 bonus for every 5 new locations sold in their first 30 days. 

Sales and Marketing Strategies Very 
Of course, offering a great product is only half the battle. To be successful as a 
Review Dingo reseller, you'll also need to have effective sales and marketing 
strategies in place to attract and retain clients. Here are a few key strategies to 
consider: 
 



1.​ Identify Your Target Market: The first step in any effective sales and 
marketing strategy is to identify your target market. Who are the businesses 
that are most likely to benefit from reputation management services? What 
industries are they in? What size are they? By answering these questions, you 
can develop a clear picture of your ideal client and tailor your messaging and 
outreach accordingly. 

2.​ Develop Your Value Proposition: Once you know who your target market is, 
the next step is to develop a clear and compelling value proposition using 
your brand, experience, and product or service. What makes your reputation 
management services unique and valuable to your clients? How do you help 
them achieve their goals and overcome their challenges? By articulating your 
value proposition clearly and consistently, you can differentiate yourself from 
the competition and build trust with potential clients. 

 

 



 
3.​ Leverage Case Studies and Testimonials: One of the most effective ways to 

demonstrate the value of your services is through case studies and 
testimonials from satisfied clients. By showcasing real-world examples of how 
you've helped businesses improve their online reputation and achieve their 
goals, you can build credibility and trust with potential clients. 

4.​ Utilize Content Marketing: Another effective strategy for attracting and 
engaging potential clients is through content marketing. By creating valuable, 
informative content related to reputation management - such as blog posts, 
whitepapers, and videos - you can establish yourself as a thought leader in 
the industry and attract potential clients to your website and services. 

5.​ Attend Industry Events: Finally, attending industry events and conferences 
can be a great way to network with potential clients and partners, stay 
up-to-date on the latest trends and best practices, and promote your services 
to a targeted audience. 

 
By implementing these sales and marketing strategies consistently and effectively, 
you can build a strong pipeline of potential clients and grow your reputation 
management business over time. 

Overcoming Challenges 
Of course, no business is without its challenges, and white-label reputation 
management reselling is no exception. Some of the common challenges that 
resellers face include: 
 

1.​ Client Expectation Management: One of the biggest challenges for reputation 
management resellers is managing client expectations. Many businesses 
have unrealistic expectations about how quickly they can see results, or what 
kind of impact reputation management can have on their bottom line. As a 
reseller, it's important to set clear, realistic expectations with clients from the 
outset, and to communicate regularly about progress and results. 

2.​ Demonstrating ROI: Another common challenge is demonstrating the ROI of 
reputation management services to clients. While the impact of reputation 



management can be significant, it can also be difficult to quantify and 
attribute directly to specific actions or initiatives. As a reseller, it's important to 
have clear metrics and reporting in place to help demonstrate the value of 
your services to clients. 

3.​ Differentiation in a Crowded Market: As the reputation management market 
becomes more crowded, it can be challenging for resellers to differentiate 
themselves and stand out from the competition. This is where having a clear 
value proposition and unique offering can be crucial. By focusing on specific 
industries, providing exceptional customer service, or offering additional 
value-added services, resellers can set themselves apart and attract clients 
looking for a more tailored solution. 

4.​ Technical Challenges: Finally, resellers may face technical challenges related 
to integrating Review Dingo's platform with their clients' existing systems and 
processes. While Review Dingo provides comprehensive support and training 
to help resellers overcome these challenges, it's important to have a basic 
understanding of the technical requirements and to set clear expectations 
with clients around integration and setup. 

 
By being aware of these common challenges and having strategies in place to 
address them proactively, resellers can position themselves for success and build 
strong, long-lasting relationships with their clients. 

Conclusion 
White-label reputation management reselling presents a significant opportunity for 
agencies, consultants, and digital service providers looking to expand their offerings 
and tap into a growing market.  
 
With the right partner and the right strategies in place, resellers can quickly and 
easily start offering reputation management services to their clients, generating a 
significant new revenue stream and providing tremendous value to their clients. 
 



 
 
Review Dingo's comprehensive reseller program and powerful AI-driven platform 
make it an ideal choice for businesses looking to enter the reputation management 
market. With industry-leading profit margins, complete white-label capabilities, and 
comprehensive training and support, Review Dingo provides everything resellers 
need to succeed. 
 
Of course, success as a reseller requires more than just a great product. It requires a 
clear understanding of the market, a compelling value proposition, effective sales 
and marketing strategies, and the ability to overcome common challenges and 
obstacles. 
 
By following the strategies and best practices outlined in this guide, and by 
partnering with a trusted and experienced provider like Review Dingo, businesses can 
position themselves for success in the exciting and rapidly growing world of 
white-label reputation management reselling. 
 
 



Bonus: Agency Sales Tips 
 
In the competitive world of digital marketing and online reputation management, 
agencies need effective strategies to sell white-label reseller software successfully. 
Our platform empowers agencies to offer their clients a comprehensive solution for 
managing online reviews and enhancing their digital presence. Here, we present five 
essential sales tips tailored for agencies to boost their success in closing deals and 
expanding their client base. 
 

Sales Tip #1 
Fact finding on the original call. Ask leading questions to have the client open up 
about their online reviews or lack of online reviews. Find the pain points! 

●​ "Do you currently generate feedback from your customers about your 
service?" 

●​ "How do you manage your online reviews?" 
●​ "Would you see a benefit of aggregating all of your reviews from various 

websites into one page on your website?" 
●​ "Would it improve your business if you were able to get feedback privately 

from customers before they leave an online review?" 

Sales Tip #2 
Lead with the review product on cold calls. 

●​ "Hi, I noticed that you currently have a 2-star rating on Google. Does this 
accurately represent your business?" 

●​ "Hi, I see that you have 25 reviews on HomeAdvisor, 20 on GMB, and 10 on FB. 
How cool would it be to have this all aggregated on one page of your 
website?" 

●​ "Do you see the benefit of having your website constantly being updated with 
your online reviews?" 



Sales Tip #3 
Show live examples of current clients in original emails or calls to prospects. 

●​ You need to create a portfolio of existing clients to demo the product. 
Customers want to see live examples. Even if you have to discount in the 
beginning to generate the portfolio - do it! 

●​ We are sending links to 4 to 5 live client testimonial pages each call. 
●​ We constantly show our clients that have 1st party ratings showing the stars on 

Google Organic via the review widget as an example of how we can improve 
their online presence. 

Sales Tip #4 
Schedule a demo. 

●​ Once a client sees the portal the sale is a done deal. 
●​ We use GoToMeeting to provide a demo of how the software works, show them 

the widget, how to send client emails, etc. 
●​ Before the Demo, always upload the client logo and send them a live feedback 

request email with their branding while on the live call. This hits home and they 
love seeing their company look so professional. 

Sales Tip #5 
Tier your pricing and offer free trials. 
We offer free trials and no long-term commitments. Clients need to see results from 
the software before committing. Offer tiered pricing with add-ons tailored to your 
client’s needs. 

●​ $200/mo A fully managed review service, including customer information 
input. 

●​ $250/mo A fully managed review and listing management service. 
●​ $300/mo A fully managed review, listing management, and Webchat service. 

 



Conclusion 
 
By incorporating these five sales tips, your agency can effectively position our 
white-label reseller software as an indispensable tool for improving client reputation 
and online presence. Emphasizing fact-finding, showcasing live client examples, 
demonstrating the software, and offering flexible pricing options will help your 
agency not only close more deals but also build lasting client relationships. Embrace 
these strategies to stay ahead in the dynamic landscape of digital marketing 
services. 
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