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1 Why Have Partners? 

2 Types of Partnerships 

•  It’s difficult to do everything alone or well – content is a manual job after all. 
•  Expanding your reach and getting in front of more/new audiences.  
•  You also benefit by associating with the values of the right partners (or perhaps 

financially benefit). 

•  Co-branding on content (reports, infographics, etc.): This can be difficult because the 
company initiating does the bulk of the work upfront, and you have to “sell” the partner. 

•  Co-creation: Making things together can increase the likelihood that the partner you’re 
building a relationship with will actually promote the work. But this does increase the 
turnaround time on a specific work due to back-and-forth and two companies’ varying 
deadlines and working styles. 

•  Integration/Co-marketing: Going for joint leads or customers means better (or more) 
results for both sides. Lead- or subscriber-sharing by promoting the same content 
landing page (with clear language to the readers that they’ll be opting into both brands’ 
lists) can greatly increase results. 

3 Rules for Great Partnerships 

- BosContent.com -  

•  Don't go to a meeting unless you know what makes people tick. Put your sales hat on! 
•  See where they are lacking or have a need and position the benefit to them first. 
•  Be enthusiastic. Content is an emotional vehicle. If values are misaligned, readers know. 
•  When communicating, set upfront goals and plan content based on those goals. Don’t 

do an infographic just because it seems fun when the goal is leads. 
•  Liaisons between companies aren’t great – talk directly to potential partners. 


