
 
 

PR COLLABORATIONS 
POP FIZZ CLINK! Unit Guide 

 
 

Optional: Audio Guide 
 

 
Good PR = Engagement in campaigns that spread targeted awareness and are 

mutually beneficial. 
 
 
Examples of PR Tactics (aside from press wins) that foster mutually 
beneficial collaboration: 
 
Event Collaborations: 
 
Brands partner on events typically for two main purposes.  
 

1. To grow brand awareness via accessing other participating brand’s 
audiences  

a. Potential Benefits: Increased following, strategic positioning and 
alignment, access to new customer base, revenue.  
 

2. To help offset event cost 
a. This can come about in a variety of forms but this is often where 

“Sponsor Partnerships” come into play.  
Examples: 

• Workshops (Virtual or in-person) 
• Webinars 
• Shared Space + Complimentary Topics and/or audience 

 
 
Cross-Community Engagement, Benefit or Promotion: 
 
Similar to above, brands typically engage in cross-community engagements to 
access each other’s audiences or to add value to their current offerings or 
audience. 
 
Examples: 

• Exclusive Shared Discount (a community-specific promo/discount code) 
• Information Swap (I educate your community on X, you teach mine 

about Y) 
• Benefit Share (Your audience gets access to my X, and my audience 

gets access to your Y) 
 
Content Collaborations: 



 
 
Social media, websites, newsletters, blogs…the demand for a consistent 
production of content is continuing to increase. To add to all of the shared 
audience benefits mentioned above, content collaborations present a few 
other unique benefits. Depending on platform and execution, shared content 
collaborations (guest blog posts, for example) can have an effect on SEO. 
Additionally, there is the simple yet powerful benefit that it can save the 
recipient time.  
 
Examples: 

• Blogs 
• Podcasts 
• Photoshoots 
• Social Campaigns 
• Youtube Video 

 
 
Marketing Campaign: 
 
While every PR collaboration should have a goal, when brands partner for a 
marketing campaign, it’s typically to produce an immediate or trackable take 
away. As you learned in the PR ROI, public relations and marketing have 
fundamentally different tracking metrics. However, there is almost always a PR 
benefit that can come from marketing. (Growing your email list? Well that’s 
increasing your brand awareness is it not?) 
 
Examples: 

• Working together to achieve a common goal (A list-building campaign - 
all partnering brands promote the same topic and share the received 
benefits.) 

• Giving back – group together to grow awareness, capital or support for 
a cause 

 
 
Securing that Collaboration: 
 
Here are a few examples of outreach sequences that can lead to collaborations 
 
Instagram: 
Follow > DM > Email > Call 

• Instagram is a more causal platform – start your DM’s off with short bits 
– be authentic and complimentary and ask if they are open to X 
collaboration opportunities. If so, ask for their email so you can send 
them more information. (Reference Email Outline below). It is my 
suggestion, to always use your first email to sketch out initial ideas and 
push to schedule a call to chat and brainstorm further. When you 
connect in real-time (even if virtually) real relationships can start to form. 



 
 
Facebook: 
Post in Group > Interact on Comments > Add friend and/or take to FB 
Messenger > Call/Email > Call 
 
One common way to find collaborations through FB is via posting in different 
Facebook Groups. You can quite literally ask for brands to comment if they are 
interested in collaborations. Those who comment, you should then reply  
 
saying you will send them a private message. Now, you can either add them as 
a friend and THEN message them OR if you don’t add them as a friend, it’s 
often a good idea to mention in the comments to check their “message 
request” folder, as non-friend messaging often gets stuck here. From the FB 
messenger chat, begin a casual “get to know each other” exchange, then either 
ask for their email to expand on details or go straight to booking a call.  
 
LinkedIn: 
Connect > Message > Call 
 
LinkedIn is a more formal platform than FB or Instagram. Additionally, in-mail 
(messenger) can act more like email so it’s not necessary to move from 
messenger to email prior to booking that call.  
 
 
Cold Outreach: 
Email > Call 
 
Introduce the idea, per template below, then once again, aim to schedule a call. 
 
 
Things to prepare prior to the call/email: 
 

• Your Offer to Them 
o Understand your offer in numbers 

§ i.e. what’s it worth monetarily (if relevant) 
§ if it’s an audience exchange, know your follower numbers, 

site traffic, engagement rates etc.  
o Be able to speak to the demographics of your audience/client 
o Be aware of your hardlines, how much wiggle room is there on 

your end? 
 

• What You Want from Them – Your “Ask” 
o Be specific on what you want to receive. Do your research so you 

understand the value of their offer as much as you can prior to the 
ask, but also don’t feel afraid to ask them for more 
numbers/details if necessary.  
 



 
• Your Timing 

o When do you want to engage? How long will the engagement 
last? 
 

• Do you need a contract? Or does a written email suffice.  
 
 
P.S. If you’re wondering “Lexie I hate calls, do I have to?” No, you don’t – it’s 
just my suggestion for best practice if you’re looking to establish a long-term 
relationship.  
 
 
 

Collaboration Email Outline 
 

Per what I always say…customize, customize, customize before you reach out. 
 
Keywords to sprinkle in your collaboration outreach: 

• Collaboration / Collaborate 
• Partnership/ Partner 
• Align / Alignment 
• Co-produce / Co-create / Co-host 
• Mutual Benefit / Mutually Beneficial 

 
 
Subject Line Examples: 

• Collaboration Idea for BRAND and BRAND 
o Ex: Collaboration Idea for THEPRBAR and FabFitFun 

 
• Potential Collaboration – BRAND x BRAND 

o Ex: Potential Collaboration – FabFitFun x THEPRBAR 
 

• Reconnecting from INSERT SOCIAL MEDIA PLATFORM Re Potential 
Collaboration 

o Reconnecting from Instagram Re Potential Collaboration 
 

• PLATFORM Partnership Idea for BRAND x BRAND 
o Instagram Partnership idea for FabFitFun x THEPRBAR 

 
Email Outline: 
 
Hello First Name,  
 
Paragraph 1: 

• If you have connected via a social media platform prior, mention it.  
• One-line personal introduction (or re-introduction). 



 
• Short + sweet “I’ve done my research note or compliment”. 

 
Paragraph 2: 

• State your intent for reaching out. 
o Inform then how this will benefit them. 

 
Paragraph 3: 

• Ask if they are open to the idea or to collaborate in some other form. 
• Offer that you are more than happy to hop on a call to chat through 

things live and further brainstorm. 
 
“Closer” 

• Thank them for their time and mention you look forward to hopefully 
working together (be politely optimistic in your wording) 

 
 
 
 
 

Partner Outreach Email Example: 
 
Hello Megan! 
 
Mary here, Founder of Champagne Games (@champagne_games), reaching 
out regarding a potential partnership opportunity per mentioned in our 
Instagram DMs. Quick reminder, Champagne Games is a women-owned online 
store that both supports women-owned wineries and offers virtual 
Champagne party games featuring our partners labels. I’ve been following 
(and consuming) your content for quite some time now and are consistently 
impressed with how much value you provide your audience (especially loved 
your collaboration with Lucky Winery – they are a personal favorite of my 
team and I’s!) 
 
I wanted to reach out today to begin the conversation around establishing a 
potentially mutually beneficial partnership. I feel that not only do our brands 
and product-lines naturally compliment each other, but we also have very 
similar audiences that could only be further amplified if we were to team up on 
a campaign or event.  
 
We’ve outlined our initial collaboration ideas below.  
 
 

• Idea 1: Partner on a co-hosted virtual Wine Night 
o We will both be responsible for promoting on our channels, 

therefore expanding each other’s reach (we can hammer out 
official details to make it a super easy and straight-forward lift.) 



 
 
 

• Offer cross-community perks to our clients: 
o Example, your clients get an exclusive coupon or offer from us and 

vice versa, our clients get an exclusive coupon or offer from you 
§ We would then mutually promote the partnership.  

 

I would love to hear any initial feedback and of course am more than happy to 
hop on a call to chat through any and all of this live. Here is my calendar to 
book at your convenience: LINK 
 

Thank you so much for your time Megan, and I look forward to hopefully 
working together on what’s sure to be a mutually beneficial (and kickass!) 
partnership! 
 
Best,  
 
Mary 
 
 


