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INTRO

I used to think that I had to have at least a “K” 
on Instagram in order to start pitching brand 
deals; that special, coveted K that means your 
following is at least 5 digits. It comes with a swipe 
up on stories and a new level of respect from the 
Instagram world. 

But as I’m writing this, I have fewer than 7,000 
followers, and I’ve completed about 30 brand 
deals for myself, booked tens of other deals for 
other influencers, and have several already in the 
works for the upcoming month.

I had just over 1,000 followers on Instagram and 
0 subscribers on YouTube when I booked my 
first brand partnership. So if you hardly have any 
followers and you feel awkward sending emails, 
but you like free stuff, this e-book is for you.

In the following pages, you’ll learn:

• How to write a good pitch email
• Ideas for what to offer if you don’t have a big 

following
• How to build relationships with brands
• How to find good brands to work with
• How to use Instagram to your benefit 

 
 

At the end I offer the following 8 word-for-word 
templates you can use to pitch your project! 

• Pitching a personal project
• Pitching an event
• Asking to borrow samples
• Pitching with a large audience
• Pitching a project with other influencers
• Pitching to Air Bnbs / Hotels
• Pitching a project you’ve done before
• Pitching for a design project

This guide is focused specifically on those with a 
small audience who want to work with a brand 
in exchange for a free gift. It does not discuss 
pricing or pitching for paid partnerships, though 
many of the same principles apply and I believe it 
will be helpful for influencers of any size.

Throughout the e-book, I include examples from 
real brand partnerships I have worked on and 
real emails I have sent.

I’m so excited to finally be sharing the tips and 
tricks I have learned over the last 5 years on 
Instagram and to empower you to start making 
connections and working with companies you 
love. 

Here we go!



HOW TO PITCH
Ah, the dreaded cold-email! I think this is 
what most keeps people from getting the brand 
partnerships they want. It’s awkward to email 
people you don’t know (but hey— not as bad 
as leaving a voicemail!), and half the time you 
don’t even know the name of the person you’re 
emailing, or if a real person will see it at all.

Thankfully, there is very very little risk in just 
giving it a go, so my best advice is to just try it! 
You’ll probably face lots of rejection and ignored 
messages at first, but what do you have to lose?

Here is how I recommend drafting an email:



THE GREETING
The greeting is usually the most awkward part of 
this whole thing. 

Do I say “dear?” Do I say “hi?” Is this going to one 
human or a whole PR team? What if I don’t even 
know their name?

There are ways to solve parts of this— you might 
be able to find the name of a specific contact on 
the company’s website or ask for one through a 
DM on Instagram, but often times a cold email is 
going to be “info@” or “prteam@” etc, and you’re 
not about to be like, “Dear Info,” (hah!)

To be honest I still feel uncomfortable figuring 
out how to address an email sometimes, but I’ve 
found the best way is to just keep it general with 
a simple “hello” and maybe the company name + 
“team”. For example, if the company is Target, I 
would start with one of the following:

• Hello Target team,
• Hi Target team,
• Hello,

THE BODY
I have 3 rules for writing the body of the email: be 
specific, be concise, be professional.

1. BE SPECIFIC
Rule #1 is to come up with a specific idea to pitch. 
Very rarely has a brand agreed to work with me 

just from saying “we should work together!” I 
almost always pitch a specific project. Ask for 
something specific, and offer something specific 
in return.

Sometimes I start with an idea and then I look 
for a sponsor, but many times I’m just browsing a 
cute shop online, I see something I want, and then 
I try to come up with a project that would give the 
brand something valuable enough that they would 
consider it worthwhile to give me what I want. 
Does that make sense?

I’ll give you an example from real life: For the 
longest time I really wanted a pair of leather clogs 
from Lotta From Stockholm. They’re sooo pretty, 
great quality, and just a little over my budget. I 
noticed that they seem to work with bloggers, but 
I didn’t have a very large audience, so a post on 
my feed was probably not going to benefit them 
very much compared to posts from the bloggers 
they were already working with. 

I dreamt about them for a few months until I 
found the perfect collab— I had a trip to Europe 
coming up, and maybe they would benefit from 
a bunch of high-quality photos for their own use,  
featuring their shoes in epic locations.

I went to their Instagram, found their info@ 
email, and sent them a message saying “I’m 
headed to Ireland and Iceland next month and 
wondered if you would be interested in sending 
any clogs for me to bring on my trip in exchange 
for photos for your use.”



First I received a “Currently Closed” automated 
email, but 3 days later, a friendly person from 
their team said that they were interested!

For some projects, I’ll even attach a pdf 
moodboard so that they can see my style, 
understand the project better, and see that I am 
serious and professional.

If you have a large audience, or if your project 
involves anyone else with a large audience that 
might make your offer more valuable, it’s good 
to include links to your/their info or stats about 
your/their audience as well. 

To give you a better idea of what I mean, here 
is an actual message I sent to several companies 
when looking for pieces for the home of a client 
who had a large audience. I emailed about 
50 companies with something similar to this 
message, and about 3 said yes, which was enough 
to get everything the client wanted:

Hi ____ team!

I’m designing a dining room for a client named 
[client name, linked to her YouTube] and we 
would love to include some of your pieces!

Would you be interested in sending some pieces in 
exchange for a feature in her YouTube tour of her 
new place?

We would especially love these dining chairs:

Here are some of [client name]’s stats:

Let me know if you’re interested in gifting some 
pieces to [client name]! Would love to work with 
you.

Julie Tecson
@julieetecson



2. BE CONCISE
Keep in mind that your email is going to the inbox 
of a very busy person who gets many, many emails 
every day. Most likely, they won’t recognize your 
name in the From section so they’ll probably start 
with a quick scan of the whole email to determine 
whether or not they should add it to Trash.

You want to communicate as much information as 
possible in as few words as possible, so that it takes 
them .00478 seconds to understand the gist of who 
you are and what you want.

Try to get all of the necessary information in 
one clear sentence, and add 1-3 other helpful 
comments if you think it will really help.

Necessary Information in one sentence:

Would you be interested in sending a few pieces 
for my New York trip in exchange for a dedicated 
YouTube video and photos for your use?

1-3 Other helpful comments:

• Here is a link to my YouTube channel.
• I especially love this jacket.
• I am _____.
• I am going to New York for _____.

You don’t need to add anything that doesn’t affect 
whether they would want to work with you or not. 
You usually don’t need to say how old you are, 
where you’re from, or any background information 
except what helps clarify this specific project.

The subject line can help with this. I generally like 
to make the subject say the type of project I’m 
pitching, and then “partnership,” or if I’m working 
with someone with a large following, I’ll use their 
name and then “partnership.” If I’m emailing a PR 
Company that works with many different brands, 
I’ll include the brand name as well!

• Photo Partnership
• Nathan Tecson x Adidas Partnership
• Pop Up Event Partnership



3. BE PROFESSIONAL
If you know me at all, you know that using pet 
names in professional emails is my greatest pet 
peeve.

And while it seems obvious that you should be 
professional when trying to land a brand deal, I 
still have to say it, because I’m shocked by how 
many pet names I’ve received via email and 
Instagram, from people I’ve never met online or 
in person, in my entire life.

You can be personal, of course. You don’t need 
to start every email with “To Whom It May 
Concern,” and I’ve even thrown in the occasional 
smiley face after a relationship has been formed 
and we are discussing details of the brand 
partnership. Be a friendly person, but take 
yourself seriously so that they do too. If you’re 
reading this, I officially ban you from addressing 
any potential brand partners with any of the 
following:

Baby boo (#1 worst one I’ve received!)
Babe
Girly
Hottie
Sweetie
Love

“Love” is probably the most common pet name 
I hear, and it doesn’t bother everyone, but think 
about this like a job interview. Would you call 
your potential boss, “Love”? 

Another way to look at it is like this: If you’re 
pitching to brands, and you don’t have a manager, 
then you are your own manager. If your manager 
one day is working out a brand partnership for 
you with Anthropologie and Anthropologie is 
going to pay you $100,000 for it, is your manager 

going to call them “Love” throughout their 
interactions? Absolutely not.

If you want to get paid $100,000 for a brand 
deal one day, talk to every company the way 
you would if you already land those deals all the 
time— like you’re a professional.

Many brands get hundreds of emails every day 
from people who are just trying to woo their way 
to free stuff, and the well-established companies 
are working on a corporate-wide, pre-planned 
budget. Trying to be sweet with them is just 
wasting their time. Don’t try to be their friend. Be 
their worthwhile business investment.

ENDING THE EMAIL
Always end the email with a call to action! This 
means that by the time they finish the email, they 
know exactly what you want from them and their 
brain is triggered to think about the answer.

Rather than ending with a general “Thanks so 
much!” you could try ending with something that 
calls for a response:

“Let me know what you think!”

“Are you interested in sending ____?”

You can even give a deadline:

“If you can let me know by next Friday, that would 
be great!”

“I leave on May 1st so please let me know if I will 
receive the product by this Thursday.”

“We are installing the wallpaper on June 14th, so 
please let me know this week if you’re interested.”





Everyone knows that influencers with a huge 
following can work out brand deals with no 
problem. They can easily offer a post or a tag or 
a story or a link and give the brand exposure to 
millions of people— worth thousands of dollars to 
many brands.

But for those of us who don’t have access to 
millions of people every day, what can we offer to 
the brand?

It helps me to think about it as if the roles were 
reversed:

Let’s say I’m the PR person or small business 
owner at a clothing brand and a little 
Instagrammer reaches out to me. They want a 
$100 dress. As the PR person, I might have a 
budget for the year that I need to stick to for 
marketing. If I’m the owner of a small company, 
maybe I can be more flexible, though it’s likely I’m 
also on a tighter budget. 

WHAT YOU HAVE TO OFFER



The dress is worth $100. It probably cost our 
company less than that to make it or buy it 
wholesale, but if we don’t give it away, we 
could sell it for $100. Sending it to the little 
Instagrammer also costs us packaging and 
shipping expenses, and our time to send 
it, manage the project, and make sure the 
Instagrammer follows through. 

I would need to make sure we’re getting a return 
on our investment that is worth more than $100. 
Otherwise, it makes more sense to just sell it like 
normal, rather than give it away. 

So now back to reality: you’re the little 
Instagrammer pitching to a company. What can 
you offer that you really believe would be valuable 
to them?

What are you good at? 

When I first started, I always offered photos. My 
account was purely a photography page at the 
time, so that was the obvious thing to offer. Nearly 
every brand needs content for their page, so if 
you are great at taking photos, this is a really easy 
thing to offer!

If you’re not a photographer, maybe you can 
organize an event featuring them as a sponsor, so 
that they’re guaranteed to reach all of those people 
and float around on people’s social media that day.

Maybe you can mention that you’re submitting 
your project to be featured somewhere else that 
has a large audience. You could design a house 
and get it featured in a big magazine that will 
mention the brands you worked with.

Maybe you pitch yourself as a micro-influencer 
because you genuinely believe your small 
audience actually makes you more effective. You 
can ask for a coupon code for your followers (so 
that they can track how effective you are in getting 
them sales!) and mention any successful stats you 
have from this type of collaboration in the past. 

If you can’t think of anything you have to offer, 
is there a way you can make it a lower cost/lower 
risk collaboration for them?

Maybe you can ask if they have any samples 
in stock that they are getting rid of rather than 
asking for a brand new item.

You could offer to return the product when you’re 
done and just use it to get some branded content 
on your page to show future brands that you’ve 
done this before.

You could pick it up from a show room so that 
they don’t have to ship it. 

Maybe you buy their product, take a bunch of 
amazing photos of it, send them the photos for 
free for their use, and then ask if they’re interested 
in sending any other items in exchange for more 
photos.

You can get really really creative with your offer! 
The awesome thing about the internet is we have 
access to so many people from the comfort of our 
own homes, so just brainstorm the heck out of it 
and try different pitches until you find one that 
seems to work well for brands you love.



If you haven’t heard back from a brand you’re 
dying to work with, it doesn’t hurt to follow up 
with a quick summary of your first email. Always 
follow up by forwarding your first email and 
adding a new message. Don’t just send a blank 
new email or they won’t have any idea what you’re 
talking about.

“Hi Crea team! Just checking in on this. Are you 
interested in sending some shoes in exchange for 
photos for your use?”

If you don’t hear back, don’t sweat it. For about 
every 20 emails I send, I get 1 yes. And several 
times I’ve had brands say yes to me initially, 
but eventually cancel on me due to changing 
company policies, new information or flakey 
team members. You’ll need to manage your 
expectations a bit,  but remember, these people 
don’t know you. It’s not personal, it’s just how the 
industry works. Keep at it.

I’ve even reached out to a brand before, gotten 
rejected, and then reached out again a year later 
from a different email address with a better pitch 
and gotten a yes. I’ve sent pitches on Instagram, 
gotten ignored, thought of a new idea for them 
later on, literally “unsent” my previous message 
and sent a new one. It would probably be totally 
embarrassing if these brands found out that I’m 
the same girl who sent them disastrous, insecure 
pitches a couple of years ago, but they’re not 
keeping track of me that closely, because they 
really don’t care. It’s all about continuing to try 
things until you find what works.

When you do get a yes, you still might need to 
follow up throughout the project. I like to make 
sure the entire process is fairly fast-moving 

because of the number of times I’ve dealt with 
brands changing their mind halfway through the 
project. If I get a yes, I’m making it happen ASAP! 
I prefer the email exchange to be only a couple of 
emails back and forth before that product is in the 
mail on its way to me, but for some projects there 
is a lot of back and forth, so follow ups can help 
keep it moving:

“Hi Linda! Just checking in on this. I haven’t 
received the product yet. Do you have the tracking 
info for my shipment available?”

“Hi Bob! Just checking in on this. Are you still 
interested in sending the coral beach chair?”

“Hi Raquelle! Just following up on my previous 
email. I know it’s been crazy over the holidays! Did 
you receive my mood board for the New York trip? I 
re-attached it here. Thanks so much!”

Following up after the collaboration is finished 
is also super important, especially if you hope to 
work with this brand again in the future. 

Send them an email when you receive the 
product, thanking them and letting them know 
you love it! Send them another email after you’ve 
completed the project thanking them again, 
sharing the results and saying “hope to work with 
you again in the future.”

You want to leave them feeling like this 
collaboration was worth it for them and that 
they’re glad they got to work with you. Several 
brands that I cold-emailed at first have been so 
happy with the results that they later reached out 
to me for second or third collaborations— And 
that’s the goal!

FOLLOWING UP





First of all, there’s no wrong answer here. Reach 
out to anyone you want! There is essentially zero 
risk in reaching out to every company, big and 
small. I’ve been surprised sometimes when big 
companies say yes, and I’m so glad I emailed them 
even though I expected not to hear back.

However, there is a bit of strategy in this area that 
can save you some time and help you focus in on 
brands that are more likely to want to work with 
you.

The biggest giveaway that a brand might be 
interested in working with you is if they repost 
your photo. If you tag a brand on Instagram and 
they repost your photo, you must reach out to 
them! This means that they are looking for content 
and they love your style. Comment on the repost 
and email or DM them right away.

If you’re not so lucky to see a repost, here are a few 
other things to look for that suggest that a brand 
would be open to working with you:

1. They are reposting other people’s content. If 
you see that a brand is reposting content at 
all, it probably means that they are in need of 
content! Companies that are not in need of 

content are typically self-sufficient and post 
original content the majority of the time. If 
they’re already using other people’s photos, 
it might be the perfect brand to pitch a trade 
where they benefit from your content, and you 
get the product you want. 

2. You see other influencers posting about them 
that appear to be working out a trade with 
them. This is a good sign that the company is 
already open to working out trades! You won’t 
be wasting your time on a company that is not 
open to trades at all.  
 
You can also study what kinds of influencers or 
content creators they seem to work with and 
compare your content to theirs -- is it a similar 
style? Do you have a similar following? Do you 
have a smaller following but could offer more? 
If so, you’re probably the perfect fit.  

3. You see Instagram ads from them pop up 
in your feed or stories. Ads show that the 
company is trying to push their social media 
right now and looking to get it in front of more 
people’s eyes— a good sign that a collaboration 
could benefit them! 

WHICH BRANDS TO CONTACT



4. Take a look at their following. The best 
companies to work with if you have a smaller 
following seem to fall in between “tiny 
company” and “huge company.” The tiny 
companies will see your message and wish 
they could work with you, but often don’t have 
the budget to just give away free product. The 
huge companies probably get emails every 
day from people asking for free product; 
meanwhile, they actually have the budget to 
work with huge influencers and sending you 
product would be sort of a waste of their time.   
 
The sweet spot for micro-influencer gift trades 
seems to be those “smallish but thriving” 
companies. They have the budget to give 
away some product to small influencers, but 
do not have the budget to pay for ads with 
huge influencers. They still need content, and 
they love getting content for free. You’re their 
dream partnership! 
 
Obviously, every company does things 
differently, so take all of this with a grain of 
salt.  Many companies (large and small) are 
seeing the value in a small influencers with 
amazing engagement compared to larger 

influencers, so you might have great luck with 
companies that have followings of all sizes.

Like I said at the beginning, don’t let this list limit 
you. Reach out to any company you want to work 
with, and maybe even write down a list of your 
dream collaborations so that you have them in 
mind as you build your brand and get better at 
collaborating. They say if you write down your 
goals you’re, like, one bajillion times more likely 
to accomplish them!



USING INSTAGRAM

Instagram is an amazing resource, and it makes 
the entire pitching process so, so easy.

1. FINDING BRANDS
Instagram is the best for finding new brands to 
email! I do this four different ways.

The first way is by using the Save button. Any time 
I’m scrolling through Instagram, even if it’s just 
for fun and not for work, I save photos that have 
products I like. Whether it’s home decor, shoes, 
clothes, camera gear... I just click “Save.”

The next time I’m looking for brands to reach out 
to or a specific type of product that I want, I scroll 
through my Saves and check every item that is 
tagged. I check out each tag on Instagram to see if 
they seem like a brand that is worth reaching out 
to. Then I email the brands that seem like a good 
fit!

I also save ads if it’s a product I’m actually 
interested in. Like I mentioned in the previous 
section, the fact that the company is paying for 
an ad means that they’re interested in spreading 
their social media reach. They’re usually great 
companies to reach out to so it’s nice to have those 
included in my Saved folders.

The second way I use Instagram to find brands 
is by what I call “following the rabbit hole.” It’s 

simply checking out every tag on a photo I love, 
and then following the tags for a couple hours 
until I have a list of brands I love.

For example, if I see a home decor blogger post an 
amazing kitchen photo, I’ll click on the company 
she tagged for her cute beverage glasses. Then 
I’ll end up on their page and see that they posted 
a photo from another blogger, and that blogger 
tagged the cute beverage glasses company but 
also tagged a cozy blanket company. Then I see 
that the cozy blanket company is actually just one 
product that this other home decor person makes, 
and she works with allll these other brands, and I 
check out all of those tags too. Do you see what I 
mean? It’s a rabbit hole!

The third way I find brands is just by taking a look 
at who my favorite brands follow. I just click on 
the brand’s “following” section and scroll through 
for other usernames that look like a store or brand 
and browse that way.

Lastly, I’ll look through big companies that I love 
and see who designs their products. Maybe the 
big company would never say yes to me, but the 
small boutiques that sell to them would! Designer 
names are not always included in the product 
descriptions because some stores have things 
made exclusively for them, but many times you 
can find the original maker of the product and see 
if they want to work with you.



2. GETTING CONTACT INFO
Most Instagram business accounts have a button 
right on their profile that says “Email.” If you 
click on it, your phone will open up your mail 
app with a draft started, addressed to the email 
address associated with that Instagram account. 
If you have no idea who to contact, usually the 
Instagram email button gives you a great place to 
start! 

It’s also a huge time-saver. If I have a project that 
could involve many different brands, I will write 
out a basic template on my Notes app, copy it, go 
to Instagram and click on Email buttons, paste 
the message, edit a few things to make it personal, 
and then send it. You could easily contact one 
company every minute this way— that’s 30 
companies in only half an hour! 

Obviously, a template isn’t always as personal 
as an original email written specifically for each 
brand, but sometimes the simple, initial emails 
don’t need to be very personal, so this strategy 
works great for that first step if you need to be 
efficient.

3. STARTING AND MAINTAINING 
RELATIONSHIPS
Instagram is also great for forming relationships 
with companies. While cold-emailing does work 
and is the most common way I reach out to 
people, my most successful brand-partnerships 
have happened because of some kind of 
interaction on Instagram first. 

If I find a company I’m interested in working 
with, I follow them on Instagram and I engage 
with their account quite a bit. I comment on their 
photos, I ask them questions, I reply to stories, I 
tag them in my own stories. 

The ideal situation, of course, is that I engage so 
well with their account that they eventually check 
out my profile, like what they see, and reach out 
to me first. This has happened to me before with 
small companies.

One time after a couple of months of engagement, 
I saw a photo of some earrings that I loved. 
I commented on the photo, “Omg I need 
these,” with 3 heart-eye emojis. The company 
commented back, “Would love to send you a 
pair!” 

When I saw their reply to my comment, I sent 
them a DM right away and said, “Would love to 
have a pair!” and we started talking details.

Another time I just tagged a company in my 
photo— it was a dress I was wearing and they 
were a small boutique. They commented on my 
photo “Would love to work with you!” I replied 
and said that I would love that and then I sent 
them a DM to make it happen.

More often, though, I initiate the collaboration. 
My engagement on a brand’s account still seems 
to help, because then when I reach out to them, 
it’s more likely that they’ll recognize my username 
and want to take a look at my account. 



Sometimes I’ll even start the conversation in the 
comments rather than in a formal email. One 
time I tagged an Air Bnb in my photo (I had 
stayed there for work and taken some pictures). 
They reposted my photo, which, by now you 
know, is a really good sign that the company is 
looking for more content! I commented on their 
photo that I had a great time at their place and 
would love to stay there again sometime and send 
them some more content. They replied to my 
comment “Email me!” and included a good email 
address. I emailed them with a specific pitch, and 
it led to 3 Air Bnb partnerships, each with a group 
of 10 other influencers.

I’ll also use Instagram just to stay in touch with 
brands I’ve worked with before. I try to keep 
them remembering who I am and that they had 
a positive experience with me. Instagram makes 
it so easy to do this, and if you genuinely love the 
brand, it’s completely natural to stay engaged with 
what they’re posting anyways.

It’s just like being a good friend. Continue to 
support them and cheer them on and they’ll 
appreciate it!

4. INSTAGRAM AS YOUR RESUME / 
PORTFOLIO
Often times, even if you’re in touch via email, 
brands will take a look at your Instagram to find 
out who you are. Since pitching a project is kind 
of like interviewing for a job, your Instagram 
becomes a form of a resume or portfolio. Make 
sure your Instagram gives good examples of what 

you can offer to the brand.  

One time I thought, “I really want to get hired 
to do a balloon installation.” So that day, I 
made a balloon installation for the first time in 
my life, took a picture of it and posted it like I 
was confident about it. Literally minutes later, 
someone sent me a DM saying, “I didn’t know 
you did balloon installations! How much do you 
charge?” and hired me for their party. 

It’s the same way with brands— in a way, they’re 
hiring you for something, so you have to show 
them that you can do a great job, and Instagram 
is perfect for that. If you are offering photos 
in exchange for the product, make sure your 
Instagram feed has beautiful photos on it. If you’re 
pitching an event, post photos of other events 
you’ve worked on so they are recent on your feed 
when the brand takes a look. If you’re pitching an 
event, but you’ve never hosted an event before, 
host a tiny little cheap event with your two best 
friends, photograph it as if it were a big deal, and 
post that as your evidence.

Some of it is timing too. I made sure to reach 
out to a second Air Bnb right away after the first 
Air Bnb collaboration, because that’s when I had 
evidence at the top of my feed that “I do Air Bnb 
collabs.”

You can also make blog posts or videos of your 
collaborations or add stories to highlights so that 
you have on-going portfolio that doesn’t require 
scrolling way down your feed to past posts. These 
are great links to include in a cold email!





TEMPLATES
Each of the next eight pages has a template that you can 
copy and paste to use for your own pitches. You have my 
permission to literally use them word-for-word and fill in 
the blanks, or to just use them as a starting place for your 
brain and write your own spin off of them. I hope these help 
you out in those awkward “how do I word this” moments as 
you’re starting off! 





PITCHING A PERSONAL PROJECT:

Subject: [Type of project] Partnership

Hi ________,

I am working on a ________ and would love to include some of 
your pieces! Would you be interested in sending some pieces in 
exchange for _______?

I especially love______:
[link to your favorite item!]

Let me know if you’re interested. Thanks so much!

[Your Name]
[Your Instagram Handle]



PITCHING AN EVENT:

Subject: [Type of event] Partnership

Hi ________,

I am putting together a [type of event] on [date] and would love to 
feature [company name] as a sponsor. Would you be interested in 
sending some ______ in exchange for ______?

We expect to have about [number of people] in attendance and 
about [total number of followers of those in attendance] reach on 
social media.

Let me know if you’re interested and I can send over a few more 
details. Thanks so much!

[Your Name]
[Your Instagram Handle]



ASKING TO BORROW SAMPLES OR RETURN   
THE PRODUCT AFTERWARD:

Subject: [Type of project] Partnership

Hi ________,

I am working on a ______ and would love to include 
some of your pieces! Do you have a [showroom/office/
store] in  [city] where I can pick up some samples to be 
returned after the ____? 

Let me know— thanks so much!

[Your Name]
[Your Instagram Handle]



PITCHING WITH YOUR OWN LARGE AUDIENCE:

Subject: [Your Name] Partnership

Hi ________,

I am working on a ________ and would love to include some of your 
pieces! Would you be interested in sending some pieces in exchange 
for _______?

I especially love______:
[link to your favorite item!]

Here are some of my stats:
[# Followers on YouTube, linked to your YouTube]
[# Followers on Instagram, linked to your Instagram]
[Location of Followers]
[Gender of Followers]
[Growth Rate]

Let me know if you’re interested in working with me. Thanks so 
much!

[Your Name]
[Your Instagram Handle]



PITCHING A PROJECT THAT INVOLVES OTHER 
INFLUENCERS:

Subject: [Influencer’s Name] Partnership

Hi ________,

I am working on a ________ with [name and link to 
other influencer] and would love to include some of your 
pieces! Would you be interested in sending some pieces in 
exchange for _______?

We especially love______:
[link to your favorite item!]

Here are some of [Influencer’s] stats:
[# Followers on YouTube, linked to their YouTube]
[# Followers on Instagram, linked to their Instagram]
[Location of Followers]
[Gender of Followers]
[Growth Rate]

Let me know if you’re interested and I can pass on some 
more details. Thanks so much!

[Your Name]
[Your Instagram Handle]



PITCHING TO AIR BNBS/ HOTELS:

Subject: [Type of project] Partnership

Hi _____,

I am working on _______ and would love to feature [Air Bnb / 
Hotel name]. Would you be interested in offering a free night’s stay 
in exchange for _______?

We are looking at [these dates], though we’re pretty flexible as of 
now.

Let me know if you’re interested in being involved and we can 
discuss a few more details. Thanks so much!

[Your Name]
[Your Instagram Handle]



PITCHING A PROJECT YOU’VE DONE BEFORE:

Subject: [Type of project] Partnership

Hi ________,

I am working on a ________ and would love to [include 
some of your pieces/feature your ___]. Would you be inter-
ested in _______ in exchange for ____?

Here is a link to a [similar project] I’ve worked on in the past:
[link to blog post/YouTube video/feature]

Let me know if you’re interested in setting something up. 
Thanks so much!

[Your Name]
[Your Instagram Handle]



PITCHING FOR A DESIGN PROJECT:

Subject: [Type of project] Partnership

Hi ________,

I am working on a ________ and would love to [include 
some of your pieces/feature your ___]. Would you be inter-
ested in _______ in exchange for ____?

I attached a [moodboard/mockup/design] for the project 
below.

Let me know if you’re interested in being involved and we can 
discuss a few more details. Thanks so much!

[Your Name]
[Your Instagram Handle]



OK BYE!
I hope you found this mini e-book helpful 
and that you’re excited to write some amazing 
pitches to all your dream partners! 

Partnerships can be very exciting at the 
beginning, and very disappointing if they 
don’t work out as you’d hoped. Just remember 
that it’s all about getting creative, pitching 
with confidence and trying again and again 
until you find the right fit.

For every yes I’ve gotten, there are tens of 
no’s. Even when I’m pitching on behalf of 
an influencer with millions (literally) of 
followers, brands will sometimes say no. 
Ultimately, you can’t control the responses 
you get, so don’t take them to heart. 

I’m a pretty big believer that you’ll reach any 
goal that you continue to strive for, enduring 
all the failures along the way. 

And by the way, it’s ok to say no to an unfair 
deal or to a brand you’re not in love with. 
Don’t sacrifice your integrity just to be able 
to say that you worked with a brand. Your 
audience needs to be able to trust you if you 
want them to stay loyal, so be picky! 

Your first brand partnerships with a company 
you truly love will be so much fun and so 
worth the many awkward emails along the 
way.

Here’s to the exciting new content ahead!



I would love to hear your thoughts on this 
e-book. Did you find it helpful? What was 
your favorite part? Was there any part you 
found confusing? Would you recommend it 
to others?

Please leave a review at JulieTecson.com on 
the e-book product page or send me a DM on 
Instagram: @julieetecson

Your feedback helps me make better content 
for the future!
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