
• Possibly only a basic understanding of the a�liate channel. 

• May need frequent updates and in-depth, longer-form 
information and more explanation. 

• Likely to prefer more frequent communication with a�liate agency 
management team.

• Typically the person to relay key information to person in 
Go-Between or Brand Leader role.  

• Job responsibilities are execution-focused.

• Typically has more time to devote to the brand’s a�liate program.

Learn more about our award-winning a�liate program management 
services at https://www.accelerationpartners.com/contact/
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TACTICAL ROLE
Reports to Go-Between or Brand Leader
Title: Marketing Coordinator or similar

Here’s what needs to be done, here’s 
why, here’s what we recommend and 
here’s what we need to proceed.

THE GO-BETWEEN
Reports to Brand Leader
Title: Marketing Manager or similar

• Typically quite experienced in multiple marketing  channels; may 
have greater knowledge of a�liate than person in Tactical role.

• Likely to need information around the nuances of a�liate channel 
to generate performance-related reports for company leadership.

• Likely has less time to dedicate to a�liate channels than person in 
Tactical role.

• Communication likely needs to be less granular than that given to 
Tactical role; information and recommendation in a proposal-form
tends to be preferred. 

• Takes information, condenses it and then presents pertinent key 
points to individuals in higher roles (i.e. Brand Leader).

Here’s what we propose and here’s 
what we need to proceed.

THE BRAND LEADER 
Title: Director level and above. 
           VP of marketing or CMO

• Unlikely that they'll need a�liate 101-type education or resources. 
Has strong knowledge of the a�liate channel’s nuances and value.

• Too busy to focus on granularity and nuances of a�liate.

• Needs to be provided with the most pertinent, key information.

• Typically prefers to be kept in the loop as to what their agency 
a�liate management team decided upon and whether performance 
is on-track or o�-track.

• Succinct, to-the-point communication that addresses their exact 
concerns tends to be best. Tends to not want or need unnecessary 
information.

Here’s how we’re planning to proceed 
and what we need to do so.

What they want to know from affiliate account manager:

What they want to know from affiliate account manager:

What they want to know from affiliate account manager:
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