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Affiliate Sponsoring Program 

 

The Process 

Educate Yourself 

 
The Affiliate Sponsoring Program (ASP) is a great way to leverage your company 
through other companies that are affiliated with real estate. One thing that must be kept in 
mind when dealing with affiliates is that in many cases, people will not understand the 
Affiliate Program and will either show no interest in it or fear that it is an illegal program. 
If you are not already fully informed about the program, be sure to familiarize yourself 
with it well enough to be able to explain it to others. You may find the Affiliate 
Sponsoring Program Rules and Frequently Asked Questions regarding the Affiliate 
Sponsoring Program in Appendix C (Affiliate Sponsoring Program Rules) and Appendix 
E (Affiliate Sponsoring Program F.A.Q.) 
 

Contact Measures 

 
Every time an affiliate company approaches your company to conduct business, be sure 
to take a moment to go through the Affiliate Sponsoring Program with them. This is the 
easiest way to get the information out to the public. 
 
Another very effective way to inform businesses about the Affiliate Sponsoring Program 
is by sending out written correspondence. The letter itself does not have to be lengthy or 
detailed. In fact, a brief overview of how the program works is usually sufficient. Keep in 
mind, the only purpose of the letter is to attract interest prior to establishing further 
contact by way of telephone. 
 
An example of an Affiliate Sponsoring Letter can be found in Appendix D (Affiliate 
Sponsoring Letter).  
 
The Affiliate Sponsoring Program correspondence should be addressed to all affiliates in 
the area. There is no specific criterion to define an affiliate beyond anyone who can assist 
the growth of your company i.e., anyone who is in contact with real estate agents on a 
regular basis.  
 
The best way to approach the Affiliate Sponsoring process is to divide your target area 
into groups. These groups would include mortgage companies, law firms, title companies 
etc. No matter how you define these groups, you will find that by segmenting the groups 
you will be able to specifically tailor your letters. 
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Once you have your groups established, begin sending correspondence to the first group. 
Once you have completed the first group, proceed to the second group and continue down 
your predetermined list of contacts.  
 

Results 

 
 
To achieve optimum results, you should send out at the very minimum anywhere from 
ten (10) to fifty (50) letters per week depending on your target area and defined groups.  
 
Because many people will not understand or appreciate the earning potential of the 
Affiliate Sponsoring Program, it is essential that the letters be followed up by a telephone 
call. In many cases it will be necessary to explain the legalities of the program so once 
again, be sure to familiarize yourself with all aspects of the program. 
 
 It is important to make the follow up telephone calls one week after the letters have been 
sent while the concept is still fresh in the minds of the recipients. 
 
The primary purpose of the call is to explain and promote the program. In many cases it 
may be beneficial to arrange an appointment to discuss the program in greater detail and 
to plan the best approach for the affiliate to begin promoting the program. 
 
Often times, the call will be for the purpose of answering questions about the program. 
Do not be discouraged if there are many questions and skepticism about the program is 
evident. Because of the dynamic nature of the program, interest will be generated and 
there will definitely be the need for clarification of many of the rules. Remember to keep 
your explanation of the program as simple as possible that will be the most effective way 
to attract interest. 
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Steps to Follow: 

 
1. Familiarize yourself with the program. 
2. Discuss the program at every opportunity. 
3. Define target market by diving all possible affiliates into groups.  
4. Send out correspondence, group by group, inviting interest in the program. 


