
 

Bubble Builders 
A Market and Partner Strategy Blueprint for 
Bubble Developer Agencies 

 
Executive Summary 

Partnerships are no longer optional for Bubble agencies—they are a core competitive 
advantage. Agencies that master ecosystem participation, referral mechanics, capability 
alliances, and client-centric collaboration achieve faster growth, higher profitability, and 
greater resilience in a maturing no-code market.  

By investing intentionally in strategic relationships—at multiple levels—the most 
forward-thinking Bubble agencies transform from service providers into indispensable 
growth partners, driving mutual success in an increasingly interconnected no-code 
landscape. 

This plan provides a template business plan for implementing a partner channel 
strategy for Bubble agencies, that can be tailored to the unique needs of your sales 
organization. 
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Market Strategy 
The adoption of low-code and no-code development platforms is accelerating at an 
unprecedented rate. Industry analysis indicates that 56% of organizations are deploying 
low-code platforms currently, with that figure projected to climb to 74% by 2027. The 
operational rationale for this migration is clear: low-code platforms dramatically alter the 
fundamental economics of software creation.  

The utilization of visual development interfaces, pre-configured components, and 
drag-and-drop logic reduces application development time by up to 90% compared to 
traditional manual coding methodologies.  

Organizations leveraging citizen development programs and low-code frameworks 
report accelerating application delivery by at least 50%, with 29% of adopters seeing 
delivery times improve by 100% or more. This allows business teams to bypass the 
traditional IT backlog, facilitating rapid prototyping and the immediate realization of 
business value. 

Low Code Channel Sales 

Simultaneously, the mechanisms through which B2B buyers procure software and 
digital services have evolved profoundly. Market data reveals that nearly 70% of B2B 
buyers now finalize purchases through an indirect route, such as a channel partner 
program, rather than engaging directly with the primary software supplier.  

Buyers increasingly demand personalized experiences, domain-specific expertise, and 
trusted recommendations—value propositions that localized channel partners and 
specialized consultants are uniquely positioned to deliver due to their established 
relationships. In response to this demand, 49% of B2B channel leaders are actively 
planning to expand their indirect sales ecosystems.  

Partner referrals now make up approximately 10% of B2B pipelines, yet they punch far 
above their weight by contributing to 31% of total revenue, frequently representing the 
largest single revenue source for high-growth firms. 

For a software development agency specializing in Bubble.io, these dual 
macroeconomic and procurement trends present a profound commercial opportunity. 
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Bubble.io has positioned itself at the vanguard of the no-code movement, providing a 
full-stack platform capable of generating enterprise-grade web and mobile applications 
with complex databases, API integrations, and secure backend infrastructure without 
manual code. By architecting a robust channel partner sales plan, a Bubble.io agency 
can rapidly scale its market penetration without incurring the linear overhead and high 
Customer Acquisition Costs (CAC) associated with direct outbound sales teams.  

A mature channel strategy leverages the trusted networks of third-party intermediaries 
to expand geographic and vertical reach, accelerating revenue growth through a 
diversified portfolio of referral and white-label relationships. 

The Strategic Value and Economic Impact of the Channel 

The economic rationale for investing in these partner typologies is deeply rooted in 
customer acquisition efficiency.  

While traditional outbound marketing effectiveness is rapidly declining, and digital 
advertising costs are escalating while attracting lower-quality leads, a robust referral 
network provides a sustainable countermeasure. Data indicates that referred customers 
convert at a rate of 58%, compared to a mere 3% for cold outreach—making referral 
networks 19 times more effective for consultancy and development services. 

Moreover, referred clients exhibit significantly higher long-term value. Recent statistics 
show that referred clients generate an average lifetime value of $187,450, compared to 
$67,390 for non-referred clients, representing a 178% improvement. By offloading the 
prospecting, education, and trust-building phases of the sales cycle to established 
partners, the Bubble.io agency can achieve a massive reduction in Customer 
Acquisition Cost (CAC).  

Strategic bundling and leveraging the partner's existing relationships can compress an 
agency's CAC from $800 down to $600 or lower, allowing the agency to hit breakeven 
on operations significantly faster and driving operating margins upward of 25% to 30%. 
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Partners  Matrix 
To effectively leverage indirect sales, a Bubble.io agency must construct a diversified 
taxonomy of channel partners. Each partner archetype operates under a distinct 
business model, target demographic, and compensation structure. The strategic 
integration of these diverse models forms the foundation of a resilient and scalable 
channel ecosystem. 

The B2B software ecosystem accommodates several distinct partnership models, each 
offering unique mechanisms for value creation and distribution. For a low-code 
development agency, these models can be broadly categorized into the following 
strategic quadrants: 

Value-Added Resellers (VARs) and Digital Marketing 
Agencies  

VARs do not merely resell software; they embed the agency's Bubble.io development 
services into a broader, strategic service offering.  

Digital marketing agencies are prime candidates for this model. Agencies frequently 
encounter clients requiring custom web applications, bespoke client portals, complex 
eCommerce integrations, or internal automation tools that far exceed the capabilities of 
standard Content Management Systems (CMS) like WordPress or Shopify.  

By partnering with a Bubble.io agency, the marketing firm can offer bespoke software 
solutions under its own brand (white-labeling), adding significant value to its retainer 
agreements while outsourcing the technical execution.  

For example, targeting top-tier digital agencies in Scotland—such as Lever Digital 
(specializing in B2B SaaS and FinTech), Adeo Group (digital solutions and web 
development), or Munro Agency (marketing automation)—allows the Bubble agency to 
tap into highly qualified, existing client bases that already trust the referring agency. 

Referral Partners and Management Consultants  

This category relies on personal recommendations, professional networks, and the 
transfer of trust. Management consultants, fractional Chief Technology Officers (CTOs), 
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systems analysts, and financial advisors frequently identify operational bottlenecks 
within their client organizations that require custom software intervention.  

As referral partners, they introduce the Bubble.io agency to highly qualified leads in 
exchange for a commission. The efficacy of this channel is unparalleled; referral leads 
possess a 30% higher conversion rate and a 16% higher Customer Lifetime Value 
(CLV) compared to leads generated through traditional outbound marketing channels. 
Furthermore, 84% of B2B buyers begin their purchasing process with a referral, and 
90% of B2B buying decisions are directly influenced by peer recommendations. 

System Integrators (SIs) and Managed Service Providers 
(MSPs)  

SIs specialize in harmonizing disparate software systems into cohesive enterprise 
architectures, while MSPs offer ongoing management of IT infrastructure.  

As traditional ERP systems become cost-prohibitive, SIs increasingly utilize low-code 
platforms to build custom middleware, localized dashboards, or workflow automations.  

A Bubble.io agency can serve as the highly specialized execution arm for large SIs, 
delivering the frontend visual interfaces and complex logic on Bubble while the SI 
manages the broader enterprise data architecture and legacy system migrations. 

Startup Incubators, Accelerators, and Venture Studios 

Incubators represent a highly concentrated node of demand for rapid software 
development. Early-stage founders require Minimum Viable Products (MVPs) to validate 
business models, attract early adopters, and secure institutional funding.  

By establishing formal alliances with ecosystem operators, the agency positions itself as 
the preferred technical partner for non-technical founders, capturing equity-backed 
development budgets at the source. 
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Financial Economics, Margin 
Architectures, and Compensation 
Structures 
The ultimate success of a channel partner program hinges entirely on the precise 
calibration of its financial incentives. If compensation is too low, partners will prioritize 
competing vendors or entirely abandon the effort; if it is too high, the development 
agency's unit economics and profitability will collapse.  

The compensation structure must accurately reflect the level of effort expended by the 
partner, the complexity of the Bubble.io development, and the long-term lifetime value of 
the generated client. 

Referral Fee Frameworks and Commission Benchmarks 

Referral compensation must account for the high Average Contract Value (ACV) typical 
of custom enterprise software development. In the broader B2B SaaS and software 
services sector, referral rates average 4.75%, which is double the 2.35% average seen 
across all generic industries.  

Enterprise SaaS companies, due to their massive CLVs, often derive 25% to 30% of 
their total revenue from partner referrals, while SMB-focused SaaS companies see 15% 
to 20% of revenue from these channels. 

For a Bubble.io development agency offering high-ticket custom solutions, 
compensation must operate on a sliding scale based on the partner's direct involvement 
in the sales process and the qualification level of the lead. The following table outlines a 
benchmarked commission structure tailored for enterprise B2B software services: 

 

 

 

ChannelPartners.net | Page 6 

https://channelpartners.net/


 

Lead Qualification 
Level 

Partner 
Responsibility and 
Engagement 

Typical Commission 
Structure 

Strategic Rationale 
and Economic 
Impact 

    

Warm Introduction Partner provides 
verified contact 
details and facilitates 
a soft introduction; 
expends no ongoing 
sales effort. 

5% - 10% of Year 1 
ACV 

Rewards pure 
network access. Low 
effort merits lower 
compensation, but 
maintains a high 
volume of 
top-of-funnel activity. 

Qualified Opportunity Partner conducts 
preliminary discovery, 
confirms client 
budget, aligns 
technical 
requirements, and 
establishes buying 
intent. 

15% - 20% of Year 1 
ACV 

Compensates for the 
substantial time and 
resources saved by 
the agency's internal 
sales team in the 
discovery and 
qualification phases. 

Closed-Won Deal 
("On Partner's 
Paper") 

Partner manages the 
entire sales cycle, 
negotiates terms, and 
closes the deal; the 
agency only handles 
the technical 
fulfillment. 

25% - 40% of Year 1 
ACV 

The partner 
effectively acts as an 
external account 
executive. Highly 
profitable for the 
agency as CAC is 
zero until revenue is 
recognized. 

 

For consulting networks or fractional CTOs, referral fees often manifest as fixed 
"Finder's Fees" ranging from $1,000 to $5,000 for standard development projects, 
providing predictable economics.  

To ensure long-term alignment and incentivize partners to refer clients who require 
ongoing support, agencies should offer a 5% to 15% revenue share on ongoing 
maintenance, retainer contracts, and Phase II development for the first year. While 
these percentages may seem aggressive, in sales-driven software environments where 
it can cost up to 100% of the first year's ACV in direct sales and marketing costs to 
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close a customer, paying a partner 20% to 40% represents a profound financial bargain. 

White-Label Margin Optimization and Pricing Strategy 

When partnering with VARs or digital marketing agencies through a white-label delivery 
model, the financial dynamics shift entirely from commission payouts to wholesale 
pricing strategies.  

In this model, the Bubble.io agency acts as the manufacturer, charging the partner a 
fixed wholesale "fulfillment cost." The partner then marks up the service, bundling it with 
their own offerings, and sells it to the end client under their own brand. 

To ensure consistent and sustainable profitability, the Bubble.io agency must rigorously 
calculate its internal cost of goods sold (COGS). This calculation must include not only 
the direct hourly rates of the Bubble developers but also software seat licenses, API 
costs, project management overhead, quality assurance, and ongoing maintenance. 
Most successful white-label software agencies aim to price their wholesale offerings to 
guarantee a gross profit margin between 50% and 70%.  

For example, if a custom Bubble application costs the agency $1,500 to produce 
internally (inclusive of all overhead), the wholesale price offered to the partner should be 
approximately $3,000. This buffer protects the agency from scope creep and provides 
the necessary capital to reinvest in business development. 

Partners reselling these white-labeled services must also maintain their own profitability. 
White-label pricing for mid-market services typically allows the reselling agency to 
maintain gross margins of 40% to 60%—the established range characteristic of 
consistently profitable operations.  

Therefore, the partner purchasing the $3,000 application might sell it to the end client 
for $5,000 to $7,500. High-margin resellers (achieving 60% to 80% margins) accomplish 
this by bundling the custom software with deep, value-added services such as 
employee training, specialized onboarding, or ongoing marketing retainers. The 
low-code agency must unconditionally support this markup by ensuring the 
technological delivery is flawless and entirely devoid of the agency's original branding, 
thereby protecting the partner's brand equity. 

Partner Tiering and Lifecycle Gamification 
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To manage a growing channel ecosystem and combat the reality that a small minority of 
partners will drive the vast majority of revenue, the Bubble.io agency must implement a 
highly structured partner tiering system.  

Tiers serve as both a motivational gamification mechanism and a strategic resource 
allocation framework, ensuring that the agency's time, financial discounts, and 
enablement capital are deployed toward its highest-performing relationships. 

Interestingly, Bubble.io itself utilizes a tiering system for its own verified agency network, 
providing a blueprint that a development agency can adapt for its own partners. In June 
2023, Bubble launched official agency tiers—Gold, Silver, and Bronze—to help 
prospects identify high-quality development talent.  

Each tier comes with specific benefits, such as prioritized positioning in the agency 
directory, access to the "Hire a Developer" portal for inbound leads, and participation in 
the Enterprise revenue share program. 

A low-code development agency should construct a parallel tiering architecture for its 
own channel partners, utilizing revenue thresholds, active deal registrations, or the 
completion of technical certifications (e.g., passing the official Bubble Developer 
Certification) as the criteria for advancement. 

The Gold, Silver, Bronze Architecture 

The tiering structure must provide clear, differentiated value at every level to incentivize 
progression: 

●​ Bronze / Registered Tier: This foundational tier accommodates new, unproven, or 
low-volume partners. Engagement at this level is largely automated to minimize the 
agency's operational overhead. Partners receive access to self-serve marketing 
collateral via a partner portal, basic tracking links, standard commission rates, and 
general product enablement documentation. The objective is frictionless 
onboarding to capture the "long tail" of intermittent referrers without draining 
resources. 

●​ Silver / Preferred Tier: Partners ascend to the Silver tier by demonstrating 
consistent deal flow, meeting specific revenue targets, or completing formal product 
training modules. Benefits expand significantly to include dedicated channel 
manager support, custom co-branded marketing materials, advanced technical 
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support, and access to internal staging environments for conducting client 
demonstrations. 

●​ Gold / Platinum Tier: This elite tier is reserved for high-volume, highly strategic 
partners, such as major system integrators or top-tier digital agencies. These 
partners drive the bulk of the ecosystem's revenue and receive the most aggressive 
margin discounts or commission rates. Benefits include prioritized development 
queues, joint go-to-market business planning, access to Market Development 
Funds (MDFs), and direct access to the agency's executive team. Furthermore, 
Gold partners receive exclusive access to Lead Distribution—a process where the 
Bubble agency passes inbound leads that require specialized vertical marketing 
expertise directly to the partner, creating a reciprocal revenue stream. 

The transition between tiers must be closely monitored and continuously evaluated. 
Utilizing Partner Relationship Management (PRM) software, the agency can automate 
tier progression based on real-time CRM data. Conversely, partners who fail to maintain 
the necessary volume requirements may face demotion. While demotion from Gold to 
Silver may seem punitive, it serves to trigger constructive business reviews, allowing 
partner managers to identify friction points, re-align strategic objectives, and determine 
how to best support the partner moving forward. 

Technical Architectures for White-Label 
Delivery on Bubble.io 
For VARs, digital agencies, and marketing firms, the ability to present a custom software 
application entirely under their own brand is a non-negotiable requirement.  

Utilizing white-label tools like GoHighLevel, Vendasta, or DashClicks allows agencies to 
spin up marketing solutions under their own domains, and they expect the same 
seamless branding when outsourcing custom app development. The underlying 
low-code infrastructure—in this case, Bubble.io—must be completely obfuscated from 
the end client. 

Executing true white-label multi-tenancy on Bubble.io presents specific technical 
challenges that must be standardized into a scalable delivery playbook. There are two 
predominant architectural paths for delivering white-labeled Bubble applications to 
partners: the native Sub-app model and the CoAlias multi-tenant model. 
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The Sub-App Architecture 

Bubble's native sub-app functionality allows a development agency to create a "master" 
application and subsequently spin up distinct, cloned "child" applications for each new 
partner or client. 

●​ Strategic Advantages: This architecture provides complete, physical database 
isolation. It allows the agency to make deep, client-specific code modifications, 
custom API integrations, and backend workflow changes for one tenant without 
affecting any other tenants on the platform. 

●​ Operational Drawbacks: The sub-app model is highly resource-intensive and 
computationally heavy. Pushing overarching updates from the master app to 
dozens of disparate sub-apps generates severe maintenance debt and version 
control issues. Furthermore, the financial cost scales linearly and aggressively, as 
each sub-app requires its own dedicated, paid Bubble hosting tier. Consequently, 
this model is best reserved strictly for enterprise clients requiring rigorous data 
segregation or extreme, bespoke customization. 

The CoAlias Multi-Tenant Architecture 

CoAlias is a specialized, third-party routing infrastructure designed specifically to sit on 
top of a single Bubble application, allowing infinite custom domains to connect to a 
unified backend. 

●​ Strategic Advantages: The Bubble agency maintains only one core codebase, 
drastically simplifying maintenance and feature rollouts. When a partner signs a 
new client, CoAlias dynamically routes the client's custom domain (e.g., 
portal.clientbrand.com) to the unified Bubble app. Through dynamic scripting, it 
injects specific branding parameters (logos, color hex codes, typography) based 
entirely on the URL the user accessed. CoAlias allows for advanced configurations 
such as custom routing rules, path-based page displays, dynamic robots.txt files, 
and customized SEO metatags per tenant. 

●​ Operational Drawbacks: Operating a single database for multiple independent 
clients requires incredibly complex database privacy rules to ensure strict 
multi-tenancy—guaranteeing that users on Domain A cannot query or access data 
belonging to Domain B. Application performance can theoretically degrade if 
database queries and searches are not rigorously optimized to filter by tenant ID on 
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every single page load. 

For partners requiring native mobile applications, white-labeling becomes slightly more 
complex. Tools like BDK Native or Natively can be used to wrap the Bubble app. The 
optimal workaround is to dynamically set the main domain so that for each client, a 
separate app build is created where the startup domain targets their specific CoAlias 
URL. This allows the app to load the branded login screen natively while still pulling 
from the single Bubble codebase. 

Operationalizing and Monetizing White-Label Delivery 

The time investment required to architect, configure, and secure a production-grade 
white-label architecture is substantial.  

Setting up the dynamic branding elements, creating automated client onboarding flows, 
configuring multi-tenant billing systems (e.g., Stripe Connect), and building 
administrative dashboards for partners to manage their sub-clients typically requires 95 
to 145 hours of dedicated development time over a 10-12 week period. 

For an agency billing at a standard consultant rate of $150 per hour, this represents a 
massive opportunity cost of $14,250 to $21,750 before a single white-label license is 
ever sold to a partner. To mitigate this severe upfront cost, the channel sales plan must 
enforce a "Partner Setup Fee" or mandate a minimum initial licensing commitment from 
Gold and Silver partners.  

However, once the CoAlias multi-tenant architecture is stabilized, the marginal cost of 
adding a new white-label tenant approaches zero, allowing the agency to rapidly scale 
highly profitable, partner-driven recurring revenue. 

Legal Frameworks - Service Level 
Agreements (SLAs) 
A robust channel ecosystem exposes the low-code agency to complex legal liabilities, 
particularly concerning intellectual property rights, data privacy, and service continuity. 
Relying on informal agreements is a critical failure point; comprehensive legal contracts 
are mandatory to protect the agency from downstream partner failures, 
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misrepresentations, or end-client disputes. 

Partner Agreement Imperatives 

Whether drafting a Referral Agreement or a comprehensive White-Label Reseller 
Agreement, specific clauses must be meticulously defined to govern the operational 
relationship: 

●​ Intellectual Property (IP) Ownership: In white-label scenarios, the cornerstone of 
the agreement must explicitly state that the partner and the end-client are receiving 
a license to use the software application, not acquiring ownership of the underlying 
IP or the Bubble codebase. The agreement must clearly differentiate between 
pre-existing IP (owned wholly by the Bubble agency), custom enhancements 
explicitly paid for by the client, and joint developments. 

●​ Scope of Customization and Branding: The agreement should outline the exact 
rights and limitations granted to the partner regarding the rebranding of the 
Bubble.io application, including trademark usage, the insertion of partner logos, and 
the prohibition of reverse engineering. 

●​ Indemnification and Liability: Protecting the agency from potential liabilities is 
paramount. White-label agreements must contain robust indemnification clauses 
shielding the Bubble agency from third-party claims arising from the partner's 
marketing practices, unauthorized IP usage, or false claims made during the sales 
process. 

●​ Non-Circumvention and Non-Solicitation: To prevent partners from attempting to 
bypass the agency and contract directly with the end-client, or from poaching the 
agency's highly skilled Bubble developers, strict non-circumvention clauses must be 
enforced. 

Service Level Agreements (SLAs) 

For partners reselling the agency's development services, technical reliability is their 
highest operational risk factor. A formal Software Development SLA establishes clear, 
enforceable performance standards and mitigates risk. Critical metrics that must be 
negotiated include: 

●​ Incident Response Timelines: Defining guaranteed communication and resolution 
times for critical application failures (e.g., database outages) versus minor cosmetic 
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bugs. 
●​ Defect Density and Code Quality: Establishing acceptable thresholds for the 

number of defects found per module, ensuring that the visual logic and workflows 
remain stable post-launch. 

●​ Uptime Guarantees: Given that Bubble.io natively handles the server hosting and 
backend infrastructure, the SLA must align precisely with Bubble's own 
enterprise-grade hosting limitations, clearly defining the agency's responsibility for 
logical application errors versus Bubble's responsibility for server downtime. 

●​ Net Promoter Score (NPS): Integrating customer satisfaction metrics to ensure the 
partner's end-clients are receiving adequate support. 
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Partner Enablement: Training, Marketing 
and the Low-Code Sales Playbook 
Enablement is the strategic process of equipping external partners with the knowledge, 
marketing collateral, and sales frameworks necessary to confidently and accurately sell 
the agency's development services. Studies indicate that indirect sellers frequently lack 
confidence when selling highly technical products; robust enablement bridges this 
critical knowledge gap, leading to faster deal closures and higher order values. 

Structuring the Onboarding Journey 

The initial partner onboarding sequence dictates the trajectory of the entire relationship. 
It must efficiently transition partners from initial activation to active revenue generation. 
A standard, high-impact onboarding checklist should include: 

●​ Needs Assessment and Business Planning: Aligning the Bubble agency's technical 
capabilities with the partner's specific target demographics. This involves 
establishing joint Key Performance Indicators (KPIs) such as expected monthly 
lead registrations, target revenue growth, and course completions. 

●​ Product and Technical Training: Educating partners on the specific capabilities and 
limitations of Bubble.io. While referral partners do not need to learn how to code, 
they must fundamentally understand database structuring, API integration 
capabilities, and scalability limits to effectively answer prospect objections and 
position the product correctly. 

●​ Marketing and Sales Enablement Asset Delivery: Providing a comprehensive, 
easily accessible repository of co-branded collateral within the PRM. This includes 
competitive battle cards, pre-written email outreach templates, industry insights, 
and automated inbound marketing strategies. 

Developing the Low-Code Sales Playbook 

A formal, heavily documented Sales Playbook standardizes the go-to-market approach, 
ensuring consistent, high-quality messaging across the entire disparate partner network. 
The playbook must eloquently articulate the unique value proposition of low-code 
development, transforming technical platform features into tangible business outcomes. 
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The core narrative of the playbook must focus on three primary pillars: 

●​ Time-to-Market Acceleration: Emphasizing that Bubble.io enables the deployment 
of complex, full-stack web applications in a fraction of the time required by 
traditional React or Node.js coding. This provides a critical competitive advantage 
for startups needing to launch MVPs and enterprise teams requiring rapid agile 
deployment. 

●​ Cost Efficiency: Demonstrating that fewer developer hours translate directly to 
significantly lower total project costs, thereby preserving the client's capital for 
marketing, user acquisition, and operational scaling. 

●​ Agility and Iteration: Highlighting the extreme ease with which business logic and 
processes can be modified post-launch via Bubble's visual interfaces, effectively 
eliminating the traditional bottleneck of IT maintenance backlogs. 

Furthermore, the playbook must map the entire sales process in detail, providing 
partners with specific, actionable "Sales Plays". For instance, a "Lead Qualification 
Play" equips partners with automated triage scripts and chatbot flows to identify 
immediate buying intent, separating high-value prospects (e.g., enterprise procurement 
teams or funded founders) from low-value, informational inquiries.  

By utilizing targeted discovery questions designed to uncover current workflow 
bottlenecks, partners can effectively determine if the client's needs align with the 
agency's Ideal Customer Profile (ICP) before registering the deal. 

To build unshakeable credibility, the playbook must include powerful, real-world case 
studies demonstrating Bubble's capabilities. Excellent proof points include the story of 
EqualReach, which built a complex freelancing marketplace on Bubble in just 3 months, 
creating over 180 jobs.  

Another vital case study is CLEBER, Mexico's largest auto dealer, which saved 
$100,000 by building a custom product information management system on Bubble 
rather than buying off-the-shelf.  

Sharing the success of VoiceDrop, an AI voice platform built without code that hit 
seven-figure ARR in 12 months, or Create With, which built a custom conference app in 
just 3 days, provides partners with the undeniable social proof required to close 
high-ticket contracts. 
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Lead Generation Campaigns 

Content Marketing 

Content marketing is a cornerstone for no-code agencies, as it positions both the 
agency and its partners as thought leaders. Bubble agencies can create content that 
highlights partner success stories while attracting leads. 

●​ Blog Posts and Case Studies: Write about how Bubble apps solved real 
problems for partners, including SEO-optimized articles on topics like "Scaling 
SaaS with No-Code." Offer downloadable case studies as lead magnets, 
requiring email sign-ups. 

●​ Webinars and Ebooks: Host joint webinars with partners on industry trends, such 
as "No-Code Marketing Automation for B2B Growth." Promote these via the 
agency's channels to capture attendee details for partner follow-up. 

●​ Repurposing Content: Turn Bubble app demos into YouTube videos or podcasts, 
repurposing them across social media for broader reach. 

This approach can generate 30-50 inbound leads monthly, as seen in B2B strategies, 
by building trust and authority. 

Email Marketing and Automation Workflows 

Email remains a high-ROI channel for lead nurturing. Bubble agencies can use the 
platform itself to build custom automation systems, integrating with tools like HubSpot or 
Mailchimp. 

●​ Lead Magnet Funnels: Create landing pages in Bubble for partner offers, such as 
free trials or guides. Automate welcome emails and nurture sequences to qualify 
leads. 

●​ Segmentation and Personalization: Use Bubble's database to segment leads 
based on behavior, sending targeted campaigns that address partner-specific 
pain points. 

●​ Cold Outreach Integration: For outbound, send 50k-100k personalized emails 
monthly via tools like Instantly, poking at common pains to book calls. 

No-code tools like Bubble enable agencies to set up these systems quickly, reducing 
costs and enhancing partner lead quality. 
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