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Affiliate marketing is a practice that’s arguably as old as the mainstream internet itself. In 

1989, PC Flowers and Gifts founder Wiliam J. Tobin used Prodigy’s network to market his 

business. Five years later, the first “real” affiliate marketing program was born. And today, 

more than 80% of brands have an affiliate program, whose combined revenue makes up 

more than 16% of global e-commerce sales to create an industry worth a collective $12 

billion. 

Over the last few years, though, digital marketing has grown more specialized — affiliate 

marketing included.  The very landscape of the internet has changed.   Publishing models, 

user behavior, tracking and attribution, to name just a few have been transformed.  The basic 

tactics employed by a general marketing agency are no longer adequate as affiliate marketing 

is no longer the simple proposition it used to be.  To move beyond plain vanilla outcomes 

requires a depth of understanding that only affiliate specialists can offer.

 

A good affiliate marketing program recognizes the importance of orchestrating a bespoke array 

of publications and placement types along all stages of the funnel. Strategies should target 

various customer segments to create a long-lasting and high ROI program. At Gen3 Marketing, 

we focus on finding the best affiliates for your business that will put you in front of their 

audience―which is your ideal audience, too! The result: solid digital matchmaking that helps 

you grow your revenue today and build the basis for more revenue growth in the future.

Here’s a closer look at how a marketing agency can transform your affiliate program. 

The Power of Numbers

Starting and maintaining an affiliate program takes a sizable amount of time and resources. 

From creating the initial offer to connecting with publishers, websites, bloggers, and other 

influencers to tracking and measuring performance over time, a lot goes into the process. Rarely 

do companies have the combination of internal manpower, historical data, professional 

connections, and technology to execute a glass ceiling-breaking affiliate strategy on their own.

Marketing agencies, however, build their entire business model around affiliate program needs. 

Because they represent multiple businesses, companies share the resources and expertise 

provided by the marketing agency to minimize costs and maximize impact. For example, an 

internal marketing person may only be able to contact 10-20 publishers in a day and then 

reserve time for follow-up phone calls and pitching. By comparison, a marketing agency 

leverages a whole team of account managers to pitch hundreds of potential publishers in that 

same time span.

Gen3 Marketing employs more affiliate resources than any other agency in the world. We bring 

the power of numbers to every client, including immeasurable mindshare from hundreds of 

affiliate marketing professionals. We’re able to leverage efficiencies of scale with more than 100 

account managers working on your behalf to identify trends, tap into relationships with our 

publishers, and find the best fit for your product or service.

“Where an internally-run program might have one person searching for opportunities and 

negotiating placements, we have multiple account managers working on each program,” shares 

Gen3 Marketing VP, Jon Kendall. “We’re able to build up sweat equity faster and make your 

affiliate program more valuable in a shorter time span than what it would take the average 

company to do themselves because we’re purpose-built for affiliate marketing.”

Trend Tracking

Working with a marketing agency that maximizes affiliate programs across various industries, 

niches, and outlets takes away the tunnel vision that often comes with internal marketing 

efforts. Companies are no longer limited to news and trends that affect their industry. 

Marketing agencies bring broad-scale insights to the mix to give their clients a competitive 

advantage.

Identifying trends, including methods that are going out of vogue, is a critical piece of the 

process because it often results in opportunities that can otherwise be missed when the focus is 

too narrow. 

Gen3 Marketing is ultimately guided by a “hive” of collective knowledge. This hive is largely 

data-driven and based on the long-standing history of its clients. Information about previous 

successes, campaign results, and other data is fluidly shared between account managers so they 

can find the best places to focus their efforts. Kendall says the process is similar to having a 

drawer full of local takeout menus: You have all the available choices at your disposal, so it 

becomes a matter of choosing the best “fit” for your current needs.

“We’re constantly in communication with thousands of publishers, which gives us insights that 

we can put to use across our portfolio of clients,” shares Kendall. “We don’t have to reinvent the 

marketing wheel with every client because a lot of the research into trends and performance we 

do on a daily basis can be applied across a variety of use cases. This means we’re able to get 

results for our clients faster because there isn’t as much guesswork and research involved.”

By gaining a bird’s eye view of affiliate marketing across industries and clients, Gen3 Marketing 

can quickly identify the best opportunities for its clients. With a finger on the pulse of the 

affiliate industry, companies can tap into this expansive knowledge base to get a better return 

on investment without the expenses of trial and error.

One of the biggest stumbling blocks of affiliate marketing programs is knowing how much of the 

sale to share. The offer should be attractive enough to woo affiliate marketers and encourage 

them to participate, but the cost of doing so shouldn’t be so high that you give away all of your 

profits (or more), particularly on prospects that already have a high propensity to purchase. 

There’s a delicate balance to strike, and a dedicated marketing agency can help you find it. 
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A marketing agency can be a fair and balanced resource for setting commission rates. Due to 

the depth and breadth of its publisher network and historical data, it has the benefit of knowing 

how placement and exposure on specific channels and outlets may impact your affiliate sales. 

You can trust that you’re getting the sharpest price possible with all factors considered.

“More is more when you’re using a dedicated affiliate marketing agency,” agrees Kendall. “You 

have more people working on your program to get you noticed in more places with more 

publishers and, ultimately, get more sales. This is one time where cutting corners will be readily 

apparent in your results.”

The Professional’s Touch

Just like the name Nike resonates with athletes and The North Face instills adventure in 

travelers, there’s a certain power that comes with working with a leading agency. 

Publishers and networks prefer to work with agencies over being pitched by individual 

businesses. There’s a higher level of credibility that comes along with a known, proven channel 

partner. Agencies know what publishers want and are in the best position to make the right 

connections with the right people at the right moments. Agencies are professional customers, 

they are expert buyers and they buy in volume. Publishers like that.

What’s more, established marketing agencies have the added benefits of knowing the history of 

their publishers’ preferences and ways of doing business. The longer an agency has been in 

business and working with its portfolio of networks, the more insight it has into what performs 

well with those networks, what the publishers like or don’t like, and what motivates them. 

According to Kendall, all of the above can lead to better affiliate matchmaking. Publishers want 

their advertisers to have successful programs. Every party’s interest is aligned around that 

success.

“Ultimately, we want to create the best win/win scenarios for our clients and our publishing 

partners and websites,” says Kendall. “We always advocate for our clients and their brands 

because we know that your success determines our success. Our clients rely on our expertise in 

the industry to know what’s right for a certain space so their programs perform better.” 

Legacy Relationships

Since its inception, affiliate marketing has largely been relationship-based. It takes time and 

dedication to forge a good relationship with just one publisher, and marketing agencies create 

and maintain thousands of these relationships. 

What’s more, these relationships don’t just stop at the coordinator level. They include account 

managers, directors, executives, and other roles as people move up through the companies 

they work at. 

“The publisher isn’t going to be on a first-name basis with every business that reaches out to 

them, but they will know the agencies they work with regularly,” Kendall reveals. “They’ll pick up 

the phone when an agency calls. We’re representing a much larger body as an agency, and they 

know that when we call, we’re bringing them something that will be mutually beneficial.”

Final Thoughts

What can an agency do for an affiliate program? The short answer is: a lot more than you might 

think. 

The many moving parts of an affiliate program benefit from the well-oiled expertise of an 

agency. Agencies like Gen3 Marketing have already built the professional connections, data, 

tracking systems, and strategies to give your program the solid foundation it deserves and help 

it grow from there. Companies can leverage not just their own metrics and data but also those 

from the agency’s other clients, both from current campaigns and through history. The brand 

equity, professionalism, and status of the agency puts you on the radar of much larger networks 

that will help your program reach its potential faster and more certainly.

Want to learn more about our process? Get in touch with Gen3 Marketing today! 

Sources:
A Brief History of Affiliate Marketing - (1989-2015)
101 Interesting Affiliate Marketing Stats (Updated 2021)

Gen3, headquartered in Blue Bell, PA, is a leading digital marketing agency that provides affiliate marketing services to 
customers (“advertisers”) by optimizing advertisers’ positioning of their products and services on third party websites 
(“publishers” or “affiliates”). The company also provides additional digital marketing services, including pay-per-click, search 
engine optimization, social media and other digital marketing campaigns. The Gen3 platform combines technology expertise, 
people and process to effectively manage online marketing spend for customers globally.
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“We’re constantly in communication with thousands of publishers, which gives us insights that 

we can put to use across our portfolio of clients,” shares Kendall. “We don’t have to reinvent the 

marketing wheel with every client because a lot of the research into trends and performance we 

do on a daily basis can be applied across a variety of use cases. This means we’re able to get 

results for our clients faster because there isn’t as much guesswork and research involved.”

By gaining a bird’s eye view of affiliate marketing across industries and clients, Gen3 Marketing 

can quickly identify the best opportunities for its clients. With a finger on the pulse of the 

affiliate industry, companies can tap into this expansive knowledge base to get a better return 

on investment without the expenses of trial and error.

One of the biggest stumbling blocks of affiliate marketing programs is knowing how much of the 

sale to share. The offer should be attractive enough to woo affiliate marketers and encourage 

them to participate, but the cost of doing so shouldn’t be so high that you give away all of your 

profits (or more), particularly on prospects that already have a high propensity to purchase. 

There’s a delicate balance to strike, and a dedicated marketing agency can help you find it. 
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A marketing agency can be a fair and balanced resource for setting commission rates. Due to 

the depth and breadth of its publisher network and historical data, it has the benefit of knowing 

how placement and exposure on specific channels and outlets may impact your affiliate sales. 

You can trust that you’re getting the sharpest price possible with all factors considered.

“More is more when you’re using a dedicated affiliate marketing agency,” agrees Kendall. “You 

have more people working on your program to get you noticed in more places with more 

publishers and, ultimately, get more sales. This is one time where cutting corners will be readily 

apparent in your results.”

The Professional’s Touch

Just like the name Nike resonates with athletes and The North Face instills adventure in 

travelers, there’s a certain power that comes with working with a leading agency. 

Publishers and networks prefer to work with agencies over being pitched by individual 

businesses. There’s a higher level of credibility that comes along with a known, proven channel 

partner. Agencies know what publishers want and are in the best position to make the right 

connections with the right people at the right moments. Agencies are professional customers, 

they are expert buyers and they buy in volume. Publishers like that.

What’s more, established marketing agencies have the added benefits of knowing the history of 

their publishers’ preferences and ways of doing business. The longer an agency has been in 

business and working with its portfolio of networks, the more insight it has into what performs 

well with those networks, what the publishers like or don’t like, and what motivates them. 

According to Kendall, all of the above can lead to better affiliate matchmaking. Publishers want 

their advertisers to have successful programs. Every party’s interest is aligned around that 

success.

“Ultimately, we want to create the best win/win scenarios for our clients and our publishing 

partners and websites,” says Kendall. “We always advocate for our clients and their brands 

because we know that your success determines our success. Our clients rely on our expertise in 

the industry to know what’s right for a certain space so their programs perform better.” 

Legacy Relationships

Since its inception, affiliate marketing has largely been relationship-based. It takes time and 

dedication to forge a good relationship with just one publisher, and marketing agencies create 

and maintain thousands of these relationships. 

What’s more, these relationships don’t just stop at the coordinator level. They include account 

managers, directors, executives, and other roles as people move up through the companies 

they work at. 

“The publisher isn’t going to be on a first-name basis with every business that reaches out to 

them, but they will know the agencies they work with regularly,” Kendall reveals. “They’ll pick up 

the phone when an agency calls. We’re representing a much larger body as an agency, and they 

know that when we call, we’re bringing them something that will be mutually beneficial.”

Final Thoughts

What can an agency do for an affiliate program? The short answer is: a lot more than you might 

think. 

The many moving parts of an affiliate program benefit from the well-oiled expertise of an 

agency. Agencies like Gen3 Marketing have already built the professional connections, data, 

tracking systems, and strategies to give your program the solid foundation it deserves and help 

it grow from there. Companies can leverage not just their own metrics and data but also those 

from the agency’s other clients, both from current campaigns and through history. The brand 

equity, professionalism, and status of the agency puts you on the radar of much larger networks 

that will help your program reach its potential faster and more certainly.

Want to learn more about our process? Get in touch with Gen3 Marketing today! 
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(“publishers” or “affiliates”). The company also provides additional digital marketing services, including pay-per-click, search 
engine optimization, social media and other digital marketing campaigns. The Gen3 platform combines technology expertise, 
people and process to effectively manage online marketing spend for customers globally.
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Affiliate marketing is a practice that’s arguably as old as the mainstream internet itself. In 

1989, PC Flowers and Gifts founder Wiliam J. Tobin used Prodigy’s network to market his 

business. Five years later, the first “real” affiliate marketing program was born. And today, 

more than 80% of brands have an affiliate program, whose combined revenue makes up 

more than 16% of global e-commerce sales to create an industry worth a collective $12 

billion. 

Over the last few years, though, digital marketing has grown more specialized — affiliate 

marketing included.  The very landscape of the internet has changed.   Publishing models, 

user behavior, tracking and attribution, to name just a few have been transformed.  The basic 

tactics employed by a general marketing agency are no longer adequate as affiliate marketing 

is no longer the simple proposition it used to be.  To move beyond plain vanilla outcomes 

requires a depth of understanding that only affiliate specialists can offer.

 

A good affiliate marketing program recognizes the importance of orchestrating a bespoke array 

of publications and placement types along all stages of the funnel. Strategies should target 

various customer segments to create a long-lasting and high ROI program. At Gen3 Marketing, 

we focus on finding the best affiliates for your business that will put you in front of their 

audience―which is your ideal audience, too! The result: solid digital matchmaking that helps 

you grow your revenue today and build the basis for more revenue growth in the future.

Here’s a closer look at how a marketing agency can transform your affiliate program. 

The Power of Numbers

Starting and maintaining an affiliate program takes a sizable amount of time and resources. 

From creating the initial offer to connecting with publishers, websites, bloggers, and other 

influencers to tracking and measuring performance over time, a lot goes into the process. Rarely 

do companies have the combination of internal manpower, historical data, professional 

connections, and technology to execute a glass ceiling-breaking affiliate strategy on their own.

Marketing agencies, however, build their entire business model around affiliate program needs. 

Because they represent multiple businesses, companies share the resources and expertise 

provided by the marketing agency to minimize costs and maximize impact. For example, an 

internal marketing person may only be able to contact 10-20 publishers in a day and then 

reserve time for follow-up phone calls and pitching. By comparison, a marketing agency 

leverages a whole team of account managers to pitch hundreds of potential publishers in that 

same time span.

Gen3 Marketing employs more affiliate resources than any other agency in the world. We bring 

the power of numbers to every client, including immeasurable mindshare from hundreds of 

affiliate marketing professionals. We’re able to leverage efficiencies of scale with more than 100 

account managers working on your behalf to identify trends, tap into relationships with our 

publishers, and find the best fit for your product or service.

“Where an internally-run program might have one person searching for opportunities and 

negotiating placements, we have multiple account managers working on each program,” shares 

Gen3 Marketing VP, Jon Kendall. “We’re able to build up sweat equity faster and make your 

affiliate program more valuable in a shorter time span than what it would take the average 

company to do themselves because we’re purpose-built for affiliate marketing.”

Trend Tracking

Working with a marketing agency that maximizes affiliate programs across various industries, 

niches, and outlets takes away the tunnel vision that often comes with internal marketing 

efforts. Companies are no longer limited to news and trends that affect their industry. 

Marketing agencies bring broad-scale insights to the mix to give their clients a competitive 

advantage.

Identifying trends, including methods that are going out of vogue, is a critical piece of the 

process because it often results in opportunities that can otherwise be missed when the focus is 

too narrow. 

Gen3 Marketing is ultimately guided by a “hive” of collective knowledge. This hive is largely 

data-driven and based on the long-standing history of its clients. Information about previous 

successes, campaign results, and other data is fluidly shared between account managers so they 

can find the best places to focus their efforts. Kendall says the process is similar to having a 

drawer full of local takeout menus: You have all the available choices at your disposal, so it 

becomes a matter of choosing the best “fit” for your current needs.

“We’re constantly in communication with thousands of publishers, which gives us insights that 

we can put to use across our portfolio of clients,” shares Kendall. “We don’t have to reinvent the 

marketing wheel with every client because a lot of the research into trends and performance we 

do on a daily basis can be applied across a variety of use cases. This means we’re able to get 

results for our clients faster because there isn’t as much guesswork and research involved.”

By gaining a bird’s eye view of affiliate marketing across industries and clients, Gen3 Marketing 

can quickly identify the best opportunities for its clients. With a finger on the pulse of the 

affiliate industry, companies can tap into this expansive knowledge base to get a better return 

on investment without the expenses of trial and error.

One of the biggest stumbling blocks of affiliate marketing programs is knowing how much of the 

sale to share. The offer should be attractive enough to woo affiliate marketers and encourage 

them to participate, but the cost of doing so shouldn’t be so high that you give away all of your 

profits (or more), particularly on prospects that already have a high propensity to purchase. 

There’s a delicate balance to strike, and a dedicated marketing agency can help you find it. 

A marketing agency can be a fair and balanced resource for setting commission rates. Due to 

the depth and breadth of its publisher network and historical data, it has the benefit of knowing 

how placement and exposure on specific channels and outlets may impact your affiliate sales. 

You can trust that you’re getting the sharpest price possible with all factors considered.

“More is more when you’re using a dedicated affiliate marketing agency,” agrees Kendall. “You 

have more people working on your program to get you noticed in more places with more 

publishers and, ultimately, get more sales. This is one time where cutting corners will be readily 

apparent in your results.”

The Professional’s Touch

Just like the name Nike resonates with athletes and The North Face instills adventure in 

travelers, there’s a certain power that comes with working with a leading agency. 

Publishers and networks prefer to work with agencies over being pitched by individual 

businesses. There’s a higher level of credibility that comes along with a known, proven channel 

partner. Agencies know what publishers want and are in the best position to make the right 

connections with the right people at the right moments. Agencies are professional customers, 

they are expert buyers and they buy in volume. Publishers like that.

What’s more, established marketing agencies have the added benefits of knowing the history of 

their publishers’ preferences and ways of doing business. The longer an agency has been in 

business and working with its portfolio of networks, the more insight it has into what performs 

well with those networks, what the publishers like or don’t like, and what motivates them. 

According to Kendall, all of the above can lead to better affiliate matchmaking. Publishers want 

their advertisers to have successful programs. Every party’s interest is aligned around that 

success.

“Ultimately, we want to create the best win/win scenarios for our clients and our publishing 

partners and websites,” says Kendall. “We always advocate for our clients and their brands 

because we know that your success determines our success. Our clients rely on our expertise in 

the industry to know what’s right for a certain space so their programs perform better.” 

Legacy Relationships

Since its inception, affiliate marketing has largely been relationship-based. It takes time and 

dedication to forge a good relationship with just one publisher, and marketing agencies create 

and maintain thousands of these relationships. 

What’s more, these relationships don’t just stop at the coordinator level. They include account 

managers, directors, executives, and other roles as people move up through the companies 

they work at. 

“The publisher isn’t going to be on a first-name basis with every business that reaches out to 

them, but they will know the agencies they work with regularly,” Kendall reveals. “They’ll pick up 

the phone when an agency calls. We’re representing a much larger body as an agency, and they 

know that when we call, we’re bringing them something that will be mutually beneficial.”

Final Thoughts

What can an agency do for an affiliate program? The short answer is: a lot more than you might 

think. 

The many moving parts of an affiliate program benefit from the well-oiled expertise of an 

agency. Agencies like Gen3 Marketing have already built the professional connections, data, 

tracking systems, and strategies to give your program the solid foundation it deserves and help 

it grow from there. Companies can leverage not just their own metrics and data but also those 

from the agency’s other clients, both from current campaigns and through history. The brand 

equity, professionalism, and status of the agency puts you on the radar of much larger networks 

that will help your program reach its potential faster and more certainly.

Want to learn more about our process? Get in touch with Gen3 Marketing today! 
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leverages a whole team of account managers to pitch hundreds of potential publishers in that 

same time span.

Gen3 Marketing employs more affiliate resources than any other agency in the world. We bring 

the power of numbers to every client, including immeasurable mindshare from hundreds of 

affiliate marketing professionals. We’re able to leverage efficiencies of scale with more than 100 

account managers working on your behalf to identify trends, tap into relationships with our 

publishers, and find the best fit for your product or service.

“Where an internally-run program might have one person searching for opportunities and 

negotiating placements, we have multiple account managers working on each program,” shares 

Gen3 Marketing VP, Jon Kendall. “We’re able to build up sweat equity faster and make your 

affiliate program more valuable in a shorter time span than what it would take the average 

company to do themselves because we’re purpose-built for affiliate marketing.”
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Working with a marketing agency that maximizes affiliate programs across various industries, 

niches, and outlets takes away the tunnel vision that often comes with internal marketing 

efforts. Companies are no longer limited to news and trends that affect their industry. 

Marketing agencies bring broad-scale insights to the mix to give their clients a competitive 

advantage.

Identifying trends, including methods that are going out of vogue, is a critical piece of the 

process because it often results in opportunities that can otherwise be missed when the focus is 

too narrow. 

Gen3 Marketing is ultimately guided by a “hive” of collective knowledge. This hive is largely 

data-driven and based on the long-standing history of its clients. Information about previous 

successes, campaign results, and other data is fluidly shared between account managers so they 

can find the best places to focus their efforts. Kendall says the process is similar to having a 

drawer full of local takeout menus: You have all the available choices at your disposal, so it 

becomes a matter of choosing the best “fit” for your current needs.

“We’re constantly in communication with thousands of publishers, which gives us insights that 

we can put to use across our portfolio of clients,” shares Kendall. “We don’t have to reinvent the 

marketing wheel with every client because a lot of the research into trends and performance we 

do on a daily basis can be applied across a variety of use cases. This means we’re able to get 

results for our clients faster because there isn’t as much guesswork and research involved.”

By gaining a bird’s eye view of affiliate marketing across industries and clients, Gen3 Marketing 

can quickly identify the best opportunities for its clients. With a finger on the pulse of the 

affiliate industry, companies can tap into this expansive knowledge base to get a better return 

on investment without the expenses of trial and error.

One of the biggest stumbling blocks of affiliate marketing programs is knowing how much of the 

sale to share. The offer should be attractive enough to woo affiliate marketers and encourage 

them to participate, but the cost of doing so shouldn’t be so high that you give away all of your 

profits (or more), particularly on prospects that already have a high propensity to purchase. 

There’s a delicate balance to strike, and a dedicated marketing agency can help you find it. 

A marketing agency can be a fair and balanced resource for setting commission rates. Due to 

the depth and breadth of its publisher network and historical data, it has the benefit of knowing 

how placement and exposure on specific channels and outlets may impact your affiliate sales. 

You can trust that you’re getting the sharpest price possible with all factors considered.

“More is more when you’re using a dedicated affiliate marketing agency,” agrees Kendall. “You 

have more people working on your program to get you noticed in more places with more 

publishers and, ultimately, get more sales. This is one time where cutting corners will be readily 

apparent in your results.”

The Professional’s Touch

Just like the name Nike resonates with athletes and The North Face instills adventure in 

travelers, there’s a certain power that comes with working with a leading agency. 

Publishers and networks prefer to work with agencies over being pitched by individual 

businesses. There’s a higher level of credibility that comes along with a known, proven channel 

partner. Agencies know what publishers want and are in the best position to make the right 

connections with the right people at the right moments. Agencies are professional customers, 

they are expert buyers and they buy in volume. Publishers like that.

What’s more, established marketing agencies have the added benefits of knowing the history of 

their publishers’ preferences and ways of doing business. The longer an agency has been in 

business and working with its portfolio of networks, the more insight it has into what performs 

well with those networks, what the publishers like or don’t like, and what motivates them. 

According to Kendall, all of the above can lead to better affiliate matchmaking. Publishers want 

their advertisers to have successful programs. Every party’s interest is aligned around that 

success.

“Ultimately, we want to create the best win/win scenarios for our clients and our publishing 

partners and websites,” says Kendall. “We always advocate for our clients and their brands 

because we know that your success determines our success. Our clients rely on our expertise in 

the industry to know what’s right for a certain space so their programs perform better.” 

Legacy Relationships

Since its inception, affiliate marketing has largely been relationship-based. It takes time and 

dedication to forge a good relationship with just one publisher, and marketing agencies create 

and maintain thousands of these relationships. 

What’s more, these relationships don’t just stop at the coordinator level. They include account 

managers, directors, executives, and other roles as people move up through the companies 

they work at. 

“The publisher isn’t going to be on a first-name basis with every business that reaches out to 

them, but they will know the agencies they work with regularly,” Kendall reveals. “They’ll pick up 

the phone when an agency calls. We’re representing a much larger body as an agency, and they 

know that when we call, we’re bringing them something that will be mutually beneficial.”

Final Thoughts

What can an agency do for an affiliate program? The short answer is: a lot more than you might 

think. 

The many moving parts of an affiliate program benefit from the well-oiled expertise of an 

agency. Agencies like Gen3 Marketing have already built the professional connections, data, 

tracking systems, and strategies to give your program the solid foundation it deserves and help 

it grow from there. Companies can leverage not just their own metrics and data but also those 

from the agency’s other clients, both from current campaigns and through history. The brand 

equity, professionalism, and status of the agency puts you on the radar of much larger networks 
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Gen3 Marketing VP, Jon Kendall. “We’re able to build up sweat equity faster and make your 
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process because it often results in opportunities that can otherwise be missed when the focus is 
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Gen3 Marketing is ultimately guided by a “hive” of collective knowledge. This hive is largely 
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do on a daily basis can be applied across a variety of use cases. This means we’re able to get 

results for our clients faster because there isn’t as much guesswork and research involved.”

By gaining a bird’s eye view of affiliate marketing across industries and clients, Gen3 Marketing 

can quickly identify the best opportunities for its clients. With a finger on the pulse of the 

affiliate industry, companies can tap into this expansive knowledge base to get a better return 

on investment without the expenses of trial and error.
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them to participate, but the cost of doing so shouldn’t be so high that you give away all of your 
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partners and websites,” says Kendall. “We always advocate for our clients and their brands 

because we know that your success determines our success. Our clients rely on our expertise in 
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the phone when an agency calls. We’re representing a much larger body as an agency, and they 

know that when we call, we’re bringing them something that will be mutually beneficial.”

Final Thoughts

What can an agency do for an affiliate program? The short answer is: a lot more than you might 

think. 

The many moving parts of an affiliate program benefit from the well-oiled expertise of an 

agency. Agencies like Gen3 Marketing have already built the professional connections, data, 

tracking systems, and strategies to give your program the solid foundation it deserves and help 

it grow from there. Companies can leverage not just their own metrics and data but also those 

from the agency’s other clients, both from current campaigns and through history. The brand 

equity, professionalism, and status of the agency puts you on the radar of much larger networks 

that will help your program reach its potential faster and more certainly.

Want to learn more about our process? Get in touch with Gen3 Marketing today! 

Sources:
A Brief History of Affiliate Marketing - (1989-2015)
101 Interesting Affiliate Marketing Stats (Updated 2021)

Gen3, headquartered in Blue Bell, PA, is a leading digital marketing agency that provides affiliate marketing services to 
customers (“advertisers”) by optimizing advertisers’ positioning of their products and services on third party websites 
(“publishers” or “affiliates”). The company also provides additional digital marketing services, including pay-per-click, search 
engine optimization, social media and other digital marketing campaigns. The Gen3 platform combines technology expertise, 
people and process to effectively manage online marketing spend for customers globally.
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