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Affiliate marketing is in the midst of a transformation.

The strategies that worked a year ago may no longer be effective, and the pace of change is
only accelerating. To build a successful, scalable affiliate program in 2025 and beyond,
brands must embrace diversification as a core strategy.

Why? Because the affiliate landscape is more volatile and complex than ever before.
Economic shifts, AI-driven disruptions, regulatory changes, and evolving consumer behaviors
are redefining the way brands engage with partners and customers.

A resilient affiliate program requires a multi-channel, data-driven approach that leverages a
diverse mix of partners—from innovative categories like Connected TV (CTV) and Buy Now,
Pay Later (BNPL) providers to creator-driven partnerships and performance-based mass
media—while still capitalizing on the proven value of traditional affiliate channels.

This eBook, a companion to the exclusive webinar "The Affiliate Evolution: Diversifying Your
Partner Mix to Drive Scalable Growth," is a collaboration between Acceleration Partners, the
world’s largest and first-to-market partnership marketing agency, driving exceptional
measurable outcomes for over 230 clients across the globe, and Everflow, a G2 top-rated
partner marketing platform supporting 1100+ brands.

Insights from partnership marketing experts Michelle Morgan, Senior Director of Publisher
Development at Acceleration Partners, and Ed Ceballos, VP Partner Ecosystem at Everflow,
inform the strategies outlined herein.

This eBook will serve as your guide to navigating this evolving landscape, providing a
blueprint for affiliate diversification. By the end, you’ll understand:

Why diversification is no longer optional—but a business imperative
How to measure affiliate performance beyond last-click attribution
Which emerging partner categories are driving sustainable growth
Tactical ways to align your partner strategies with business goals
How CMOs and affiliate managers can execute diversification effectively

If you want your affiliate program to thrive in this ever-changing environment, it’s time to
evolve. Let’s dive in.

The Shifting Sands Of Affiliate Marketing
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Section 1: The Economic Landscape &
Consumer Behavior in 2025

Economic uncertainty, technological advancements, and shifting
consumer behaviors mean that relying on just a few partners is risky.
Brands that fail to diversify will find themselves vulnerable to external
disruptions—whether it’s a Google algorithm update, regulatory
restrictions, or a sudden shift in consumer spending habits.

To future-proof your program, you’ll need to:

Expand your partner mix—explore CTV, BNPL, CLO, and more.
Use data-driven measurement—track events beyond last-click
attribution to understand true performance.
Align your affiliate strategy with overall business goals—
diversification isn’t just about growth; it’s also about sustainability.
Foster strong partner relationships—the best affiliates don’t just
sign up; they collaborate on high-performing campaigns.

Now, let’s break this down further.

TL;DR: The Diversification Imperative 

The Global Economic Shifts

Over the past few years, economic volatility has reshaped consumer spending habits. While
the 2024 holiday season showed signs of a rebound, consumer confidence remains fragile.
Inflationary pressures and fluctuating interest rates mean shoppers are more price-sensitive
than ever.
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What does this mean for brands?

Customers are prioritizing value, seeking discounts and deals before making a purchase.
The traditional retail funnel has shifted, with digital-first shopping journeys becoming the
norm.
Performance-based marketing is gaining traction as brands demand measurable ROI from
their partnerships.

Impact on Brands: Price Sensitivity & Value-Seeking
Consumers

Today's consumers are highly selective, making it essential for brands to rethink how they
attract and retain customers.

According to Acceleration Partners' internal data, as detailed in their 2024 Year in Review,
these key trends are shaping consumer behavior:

Decreasing Average Order Values (AOV): While traffic and conversions are strong, AOV
is shrinking as customers opt for smaller, more frequent purchases.
Increased Coupon Usage: Discount-driven shopping is at an all-time high, making deal-
based partnerships more valuable.
Financial Flexibility Demand: Consumers are leveraging BNPL and cashback programs to
stretch their spending power.

Partner Categories Currently Seeing Success

As consumer behavior shifts, partner categories are evolving to meet these demands:

Buy Now Pay Later (BNPL): These partners provide financial flexibility, making purchases
more accessible to budget-conscious shoppers.
Card-Linked Offers (CLOs): Campaigns with CLOs are highly targeted, enabling brands
to reach the right consumer with the right offer.
CTV and Streaming Partners: With traditional TV viewership declining, performance-
based CTV advertising is a growing opportunity.
Creator Partnerships: Content creators are not just influencers—they are trusted experts
to their highly-engaged followers.
Comparison and Aggregator Sites: As consumers hunt for the best deals, these partners
are driving high-intent traffic.

For brands, diversification isn’t just about testing new channels—it’s about meeting
customers where they are.
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The VUCA Reality: Why Diversification Is Non-Negotiable

VUCA (Volatility, Uncertainty, Complexity, and Ambiguity) is the new normal in affiliate
marketing. Consider the disruptions of the past five years:

Apple’s IDFA restrictions up-ended mobile tracking.
Third-party cookie deprecation changed digital attribution.
Google’s search algorithm updates continuously reshaped organic traffic strategies.

Looking ahead, expect even more changes:

AI-driven advertising will shift how brands target and engage consumers.
Global privacy regulations will introduce new compliance challenges.
The rise of decentralized finance (DeFi) could disrupt traditional payment structures.

De-Risking Your Program Through Diversification

A diversified affiliate program acts as an insurance policy against unexpected market
shifts. By spreading revenue across multiple partner types, brands can:

Reduce dependency on any single traffic source.
Adapt to new regulatory requirements without compromising performance.
Maintain steady revenue even when industry disruptions occur.

A one-dimensional partner mix is a liability. Future-proofing requires a holistic, adaptive
approach.

Diversification sets the stage for a resilient affiliate program. But the key to unlocking its
full potential lies in effective measurement. Therefore, we now turn our attention to the
crucial role of measurement in a diversified strategy.

Section 2: Measurement As The 
Cornerstone of Diversification

The Importance of Advanced Measurement

One of the biggest challenges brands face when expanding their affiliate partner mix is
ensuring accurate performance measurement across a diverse range of partners.

Traditional last-click attribution models fail to provide a complete picture of how different
partners contribute to conversions. Without robust tracking, brands risk undervaluing key
partners or making uninformed decisions that could stifle growth.
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In today’s fast-moving digital environment, brands need granular data insights to
effectively evaluate each partner’s true impact.

Key Reasons Why Measurement is Crucial for Diversification:

Accurately Assess Partner Value: Not all partners contribute in the same way—some
drive initial awareness, others influence consideration, and some seal the deal at
conversion. A strong measurement framework ensures brands reward the right
partners appropriately.
Reduce Wasted Spend: Misattributing credit can lead to overpaying certain affiliates
while underutilizing high-performing partners. Advanced tracking ensures budget
efficiency.
Enhance Customer Insights: By tracking the full customer journey, brands can
identify high-value segments and tailor partner strategies accordingly.
Adapt to Privacy Changes: With third-party cookies disappearing, brands must rely
on event-based tracking and server-side analytics to maintain measurement accuracy.
Enable Smarter Optimization: The more granular the data, the better brands can
refine commissions, promotional strategies, and overall affiliate mix.

Moving Beyond Last-Click Attribution: A Holistic Approach

For years, last-click attribution has been the standard in affiliate marketing. This model
assigns full credit to the last touchpoint before a conversion, often overvaluing bottom-
funnel partners (such as cashback and coupon sites) while undervaluing upper-funnel
contributors (such as influencers and content publishers).

However, as you diversify your partner mix, it's essential to adopt more nuanced
attribution models that accurately reflect how different partners contribute to the
customer journey. This means moving beyond a one-size-fits-all approach and tailoring
your attribution strategy to the specific role each partner plays in driving conversions.

Here's a breakdown of the two primary attribution models and how they apply to different
partner types:

First-Touch Attribution
How it works: Assigns full credit to the first touchpoint that introduces a customer to
your brand.
Best for: Top-of-funnel partners like content publishers, influencers, and awareness-
focused campaigns. These partners may not drive immediate conversions but play a
crucial role in introducing your brand to new audiences and initiating the customer
journey.
Why it matters: Recognizing the value of first-touch partners encourages them to
continue driving valuable traffic and building brand awareness, even if they don’t
directly lead to immediate sales. You’ll also prevent coupon poaching.
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Last-Touch Attribution
How it works: Assigns full credit to the last touchpoint before a conversion.
Best for: Bottom-funnel partners like coupon sites, cashback programs, and direct
response campaigns. These partners offer immediate conversions and play a key role
in closing sales.
Why it matters: Last-touch attribution accurately reflects the value of partners who
drive immediate results, ensuring they are fairly compensated for their contributions.

Choosing The Right Attribution Model

The key is to select the attribution model that best aligns with where a partner adds value
in the customer journey.

Top-of-funnel partners: Use first-touch attribution with a longer attribution window
to capture the impact of early interactions.
Bottom-funnel partners: Use last-touch attribution and evaluate their performance
based on metrics like click-to-conversion time to understand how they drive
immediate sales.

By implementing a flexible attribution strategy, you can:

Gain a more accurate understanding of partner performance.
Ensure fair compensation for all partners, regardless of their position in the funnel.
Encourage long-term collaboration and program growth.

This approach not only ensures that all partners are recognized for their contributions but
also allows you to optimize your affiliate program for sustainable, long-term success.

Choosing the right attribution model is essential, but it's not the complete picture. To gain
a truly granular understanding of partner performance and optimize your program
effectively, you must also leverage event tracking.

Leveraging Granular Event Tracking For Smarter 
Decision-Making

Many brands rely solely on conversions as their primary success metric, but this approach
is limiting. A diversified affiliate program requires a more nuanced understanding of
customer behavior beyond just purchases.

Key Events to Track:

Page Views & Clicks: Measure the influence of content and influencer partners.
Add to Cart: Identify partners driving strong purchase intent.
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Account Creation/Sign-Ups: Evaluate which partners contribute to lead generation.
Subscription Start & Retention Metrics: Crucial for SaaS, subscription boxes, and
membership-based brands.
High-Value Actions (HVA): Track premium purchases, repeat transactions, or any action
that indicates a valuable customer.

By tracking these micro-conversions and behavioral signals, brands can fine-tune
commission structures and optimize relationships with partners who drive meaningful
engagement.

To effectively implement this level of tracking and analysis, brands can leverage partner
marketing platforms like Everflow.

Key Features That Support Diversification:

How Everflow’s Advanced 
Analytics Empower Brands

Everflow’s Dimensional Analytics and
Event Tracking provide a deep level of

insight into how each partner influences
the customer journey.

Multi-Dimensional Analysis
Compare partner performance across geographies, traffic sources, and
customer segments.
Identify underutilized affiliate categories with high-engagement potential.

 Post-Click Engagement Tracking
Understand how users interact with the site after clicking an affiliate link with
Event Tracking to monitor events like upsells, subscriptions, or webinar signups.
Optimize landing pages and partner-specific content using real-time data.

 Real-Time Fraud Detection
Protect against click fraud and low-quality traffic sources.
Ensure marketing budgets are allocated to high-value 

      partnerships.

 First-Touch Attribution
Brands can test and implement attribution models beyond last-click to better
reflect partner contributions.
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Step 1: Analyzing Your Current Affiliate Mix

Before diversifying, brands must audit their existing program to identify strengths,
weaknesses, and opportunities.

Key Questions to Assess Current Performance:

What percentage of revenue comes from each partner category?
Are we overly reliant on a small group of partners?
Which partners drive repeat purchases vs. one-time transactions?
Do we have exposure across all stages of the customer funnel?
Have you audited your competitors to see how you compare?
Are there any performance gaps where new partner types could add value?
Are you working with new driving forces in the industry like creators?

Brands should benchmark against competitors and industry standards then assess
whether their mix is overly concentrated in lower-funnel affiliates at the expense of
discovery and consideration partners.

Step 2: Expanding into High-Growth Affiliate Categories

Once gaps are identified, brands should strategically explore new and emerging partner
types that align with their business goals.

By leveraging Everflow’s data-driven insights, brands can make confident, strategic
decisions about partner diversification—ensuring they invest in high-performing,
scalable relationships.

Armed with the ability to measure and analyze performance effectively, it's time to
translate that knowledge into a concrete diversification plan.

Let's move on to explore a practical blueprint for partner diversification.

Section 3: A Practical Blueprint For
Partner Diversification
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High-Growth Categories for Diversification:

Connected TV (CTV) & Streaming Platforms
Expands reach to audiences shifting away from traditional TV.
Provides performance-based targeting with measurable conversions.

Buy Now, Pay Later (BNPL) 
Taps into consumer demand for financial flexibility.
Increases conversion rates by reducing upfront cost barriers.

Card-Linked Offers (CLOs)
Gives the ability to run highly targeted campaigns.
Has capabilities like new and lapsed customer segmentation.

Creators & Influencers
Offers a unique and authentic connection with target audiences.
Works well for brands focused on engagement and community-building.

Content Aggregators & Comparison Sites
Captures high-intent consumers looking for the best deals and credible
recommendations they can trust.
Ideal for driving conversions from research-focused shoppers. 

Step 3: Implementing an Optimized Commission Strategy

Diversifying partners also means tailoring commission structures to incentivize desired
behaviors.

Best Practices for Commissioning a Diversified Partner Mix:

Tiered Payouts: Reward higher-performing partners with increased commissions.
Hybrid Models: Combine fixed fees with performance-based payouts to motivate new
categories.
Custom Conversion Windows: Adjust tracking durations for partners who drive
awareness vs. conversions.
Bonuses for High-Value Actions (HVA): Reward partners who generate repeat buyers
or premium customers.

Step 4: Testing, Optimizing, and Scaling

Once new partners are onboarded, continuous optimization ensures sustained growth.

Optimization Techniques for a Strong Affiliate Program:

A/B Test Landing Pages: Ensure different traffic sources convert effectively with
Smart Links.
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Monitor Partner-Specific Metrics: Track individual contributions to lifetime value
(LTV).
Reallocate Budget Based on Performance: Scale investments in high-ROI
partnerships while phasing out underperformers.

Brands that regularly test and iterate on their partner mix will stay ahead of the
competition and ensure long-term, sustainable growth.

How Agencies Support Partner Diversification

Navigating the complexities of partner diversification can be significantly streamlined with
the support of a global agency like Acceleration Partners. Agencies offer a unique
advantage in several key areas:

Data-Driven Insights: Agencies possess access to a wealth of performance data from
a diverse range of partners and brands, providing valuable benchmarks and a deeper
understanding of industry trends, enabling them to identify high-potential partners
and optimize performance based on proven results.
Cross-Vertical Expertise: Agencies have a broad perspective across various
industries, enabling them to connect similar brands and identify successful partner
strategies that transcend specific verticals. 
Historical Knowledge: Agencies leverage historical performance data, including key
milestones such as a partner's first action, to predict potential success for other
brands. This capability allows them to proactively identify promising partners.
Established Relationships: Agencies cultivate and maintain extensive connections
with a wide range of partners. This provides brands with access to premium
publishers, influencers, and emerging partner types, accelerating program growth.
Strategic Guidance & Support: Agencies provide guidance at every stage of the
diversification process, from initial planning and partner identification to campaign
management and performance optimization. They offer hands-on support to execute
diversification efforts effectively, ensuring alignment with overall business goals.

Ultimately, partnering with an experienced agency empowers brands to diversify their
affiliate programs with confidence and achieve scalable, sustainable growth.

Leveraging a Partner Marketplace

To further expand and scale your diversified partner mix, a partner marketplace like the
Everflow Marketplace can be a valuable resource.
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These marketplaces provide expanded reach, giving you access to a vast network of
potential partners across various categories. They also simplify discovery with tools and
filters to easily identify and connect with relevant partners, and offer efficient onboarding
processes to integrate new partners into your program.

A quality marketplace ensures access to proven performers, giving you confidence in the
partners you choose to work with.

Turning Diversification into a Competitive Advantage

By implementing a data-driven, strategic approach to partner diversification, brands
future-proof their affiliate programs and create a resilient, scalable marketing channel
that thrives in any economic climate.

Section 4: Diversification
Strategies In Action

Diversifying your affiliate marketing program isn’t just about adding new partners; it’s
about strategically expanding in ways that align with your brand’s growth objectives,
target audience, and long-term sustainability.

Here, we’ll explore how brands can successfully implement diversification, optimize
performance, and maximize revenue while minimizing risk.

Gaining Organizational Buy-In for Diversification

Successful diversification hinges on bridging the gap between strategic vision and tactical
execution. This requires:

Clear communication: Articulating the "why" behind diversification and how it benefits
everyone.
Data-driven evidence: Presenting data and projections to support diversification
initiatives.
Collaboration: Fostering open dialogue between leadership and implementation teams
to address concerns and ensure alignment.

Diversifying an affiliate program requires support and alignment across various teams and
stakeholders. To secure buy-in and ensure successful implementation, it's crucial to
address the different priorities and perspectives within the organization.
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Tactical Ways to Scale Faster

Once business objectives are clear, brands can use tactical diversification strategies to
scale faster while maintaining efficiency.

1. Expanding Affiliate Partnerships Beyond Traditional Channels

Traditional affiliate programs have typically focused on a handful of tried-and-true
methods: loyalty programs, content partnerships, and coupon sites. While these remain
valuable, the modern affiliate landscape offers significantly more opportunities, including:

For Executive Leadership (e.g., CMOs):

Emphasize strategic benefits:
Expanding revenue streams beyond traditional channels
Mitigating risks associated with over-reliance on single partner types
Future-proofing the program for long-term growth
Justifying investments in new partner categories with clear ROI projections

Key questions to address:
How does diversification align with overall business objectives?
What are the potential risks of not diversifying?
What are the projected returns on investment for diversified initiatives?

For Affiliate Managers & Implementation Teams:

Focus on operational efficiency and effectiveness:
Streamlining partner onboarding and management processes
Utilizing data and automation to maximize time spent on growth initiatives
Demonstrating the ability to track and optimize performance across diverse
partner types
Highlighting the importance of compliance and brand safety in a diversified
program

Key questions to address:
What resources and tools are needed to manage a more diverse program?
How will performance be measured and reported across different partner
categories?
What processes will be implemented to ensure compliance and brand safety?

By addressing the specific concerns and priorities of different stakeholders and
promoting open communication, you can secure the organizational buy-in needed to
successfully implement a diversified affiliate program.
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Influencer and creator collaborations (YouTube, TikTok, Instagram, and Twitch)
Performance-based mass media placements (Forbes, BuzzFeed, CNN Underscored)
Retail media networks (Amazon Associates, Walmart Connect, Target Circle)
Podcast sponsorships with performance-driven compensation
Streaming and Connected TV (CTV) advertising with measurable conversions

2. Implementing a Data-Driven Approach to Partner Evaluation

Not all partners will deliver the same value, and a data-driven approach is critical to
understanding which partners contribute most to sales, engagement, and customer
lifetime value. Some key strategies include:

Segmenting partners based on audience demographics, purchase behavior, and
engagement rates.
Implementing first-touch attribution models to identify partners that influence
conversions beyond last-click attribution.
Utilizing A/B testing to determine which partner categories yield the best return on
investment (ROI).
Analyzing incremental performance by assessing whether new partners drive new
customers rather than cannibalizing existing traffic.

3. Leveraging Paid Media and Affiliate Hybrid Models

The line between affiliate marketing and paid media is becoming increasingly blurred.
Some brands are achieving massive success by leveraging hybrid models that blend
affiliate partnerships with:

Paid social campaigns run by influencers with performance-based compensation.
Sponsored content collaborations where publishers receive a base fee plus a
commission on sales.
Affiliate-supported SEM campaigns where partners manage PPC efforts for branded
and non-branded search terms.

These models allow brands to scale more effectively while only paying for performance-
based outcomes.

4. Identifying and Nurturing High-Value Partners

Diversification doesn’t mean simply adding new partners—it also means identifying and
strengthening relationships with the partners who drive the most value. This involves:

Offering tiered commission structures to reward top performers and encourage
growth.
Providing exclusive partnerships to influencers or publishers who drive the highest
engagement.
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Additional Resources

Customizing content and creative assets for high-value affiliates to enhance
conversion rates.
Collaborating on co-branded campaigns that deepen brand-affiliate alignment.

A well-nurtured, high-performing affiliate partner is far more sustainable than a bloated
program filled with underperforming partners.

By strategically diversifying partnerships, brands can ensure sustainable growth, mitigate
risk, and create new revenue opportunities that traditional channels alone cannot provide.

The Future of Affiliate Marketing
Is Diverse

The brands that thrive in the next five years will be those that embrace diversification. 

By continuously optimizing partner strategies, measuring performance intelligently, and
staying ahead of industry changes, brands can drive sustainable, scalable growth.

It’s time to take your affiliate program off autopilot and start building for the future. 

Will you evolve—or be left behind?

Watch Webinar

Webinar Article

Read Article

Dive deeper into the strategies and tactics
discussed in this eBook with our
companion webinar.

Gain valuable insights into the latest
consumer trends and market shifts
impacting affiliate marketing.
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Learn more about how to diversify your
partner mix through a quality
Marketplace.

Explore how Acceleration Partners
can unlock growth for your brand.

EF Marketplace Learn More About AP

Michelle Morgan, Senior Director of
Publisher Development, Acceleration
Partners

Connect with Michelle on LinkedIn to
continue the conversation and gain further
insights.

Ed Ceballos, VP Partner Ecosystem,
Everflow

Connect with Ed on LinkedIn to explore
how Everflow can support your partner
marketing efforts.

Connect With Michelle Connect With Ed

Everflow Marketplace Acceleration Partner Services
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Find out what unified management 
can do for your brand. 

Scale the drivers of your revenue 
in one unified platform.

Connect with AP now
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