
Why Smart Agencies Are Outsourcing SEO for
Agencies
Running a marketing agency is a juggling act. You are managing client expectations, delivering
campaigns on time, and trying to grow your own business. Adding SEO services to your roster
sounds like a logical move. Clients ask for it constantly. But building an in-house SEO team
from scratch is not as simple as hiring a specialist and calling it done. I have seen agencies
pour months of effort into hiring, training, and tooling up, only to realise they have created a
new department that eats into their margins and distracts from their core strengths.

The alternative is not to ignore SEO. It is to approach it differently. More agencies are turning to
a model that lets them offer white label SEO services under their own brand, without the
overhead. This approach has been around for a while, but it is getting smarter. And the phrase
"seo for agencies Bespoke Marketing Plans" keeps coming up in conversations I have with
agency owners who want to scale without the headache.

The Real Cost of Building an In-House SEO Team
Let me walk through the numbers, because they are not always obvious at first glance. A
decent SEO specialist in the UK commands a salary between 35,000 and 55,000 pounds,
depending on experience. You also need tools. Enterprise SEO platforms like Ahrefs, Semrush,
or Moz cost anywhere from 100 to 500 pounds per month per seat. Then there is training,
management time, and the risk of someone leaving after six months and taking their
knowledge with them.

For a small agency that might have five or six clients, that cost structure is brutal. You need to
bill those clients significantly more just to cover the salary of one person. And one person
cannot cover all SEO disciplines. Technical audits, content strategy, link building, keyword
research, local SEO, ecommerce SEO. A single specialist will have gaps. To cover all bases, you
need a team of two or three, and now you are running a mini-SEO agency inside your agency.

That might work if SEO is your main offering. But for agencies that specialise in PPC, social
media, branding, or web design, SEO is a complementary service. It should not become the tail
that wags the dog.

What White Label SEO Actually Looks Like in Practice
White label SEO means you buy SEO services from a provider who works behind the scenes.
The client sees your brand on reports, emails, and deliverables. They never know there is



another company doing the work. For the agency owner, this removes the hiring gamble and
the tooling costs. You pay a flat monthly fee or a project rate, and you mark it up to your client.

The key is finding a provider who understands the agency relationship. Not every SEO company
is set up to work silently under another brand. Some want to put their own logo on deliverables
or insist on talking directly to your client. That defeats the purpose. You need a partner who
treats your brand as the only brand the client ever sees.

What to Look for in a White Label Partner

Over the years, I have learned that the best indicators of a good white label relationship are not
flashy sales pages. They are mundane operational details. Here is what I check:



Do they provide branded reporting that looks like it came from your agency? Not
generic templates with their logo in the footer.



Can they communicate progress and strategy through your account manager, not
directly to your client? This matters more than you think.

Are they transparent about what they can and cannot deliver? Overpromising SEO
providers are a liability.

Do they offer a clear onboarding process that does not require your client to sign
anything with them?

Is their pricing predictable enough that you can set your own retainer without getting
squeezed?

When I talk to agency owners who have tried white label SEO and were disappointed, it is
almost always because one of these operational pieces broke down. The work was fine, but
the delivery model did not fit their agency workflow.

Why the Model Works Better for Smaller Agencies
Larger agencies with deep pockets can absorb the cost of an in-house team. But for small to
mid-sized agencies, white label SEO offers something more valuable than cost savings. It
offers flexibility. You can offer SEO to a client without committing to a long-term headcount. If
a client leaves, you are not stuck with a salaried employee you cannot redeploy. You can scale
up or down month by month.

I worked with a boutique agency that specialised in branding for independent hotels. Their
clients kept asking for SEO help, but the agency had no interest in becoming an SEO shop.
They found a white label provider, bundled SEO into their branding retainers, and grew their
average client value by about 30 percent. The hotel clients got better rankings and more direct
bookings. The agency kept doing what they were good at. Everyone won.

That is the kind of scenario where the phrase "seo for agencies Bespoke Marketing Plans"
becomes relevant. It refers to a specific approach where the SEO service is tailored to the
agency's existing client base and service mix, not a generic package that assumes all clients
are the same.

Common Misconceptions About White Label SEO
Let me clear up a few things I hear often from agency owners who are considering this route.

First, the quality is not automatically lower than in-house. That depends entirely on the
provider. Some white label teams are highly experienced and work exclusively with agencies.
They see more types of sites and industries in a month than an in-house specialist might see in
a year. That breadth can actually improve the quality of recommendations.

https://bespokemarketingplans.co.uk/


Second, you do not lose control of the client relationship. In fact, you strengthen it. You
become the strategist and the face of the service. The provider handles the execution. You still
set priorities, approve deliverables, and present results. The client sees you as the expert who
coordinates everything.

Third, it is not just for agencies that are new to SEO. I know established agencies that use
white label providers for specific niches, like technical SEO or link building, while keeping
strategy and content in-house. It is a hybrid model that lets them scale specialised work
without hiring a full-time specialist for every skill set.

What Does Good White Label SEO Look Like?
Good white label SEO feels invisible to your client. They get reports with your logo. They talk to
your team. They see progress in rankings and traffic. They never wonder who is doing the work.
The provider operates in the background like a well-run back office.

In my experience, the best providers also invest in educating your team. They do not just
deliver work and disappear. They explain the rationale behind the recommendations so your
account managers can sound knowledgeable when they present results. That transfer of
knowledge is one of the hidden benefits of the model. Over time, your own team gets better at
talking about SEO, even if they do not execute it.

This is where "seo for agencies Bespoke Marketing Plans" stands out. It is not just about doing
the work and handing it over. It is about building the service into your agency so it feels native.
The reporting, the strategy calls, the pacing of deliverables. All of it should match how your
agency already operates.

When to Consider This Approach
If you are a small marketing agency with fewer than ten employees, and you are getting asked
about SEO more than once a month, it is time to explore this model. The alternative is either
turning away revenue or trying to fake it with basic on-page tweaks that do not move the
needle.



If you already offer SEO but your team is stretched thin, white label can take the pressure off.
You keep the client, you keep the revenue, and you let someone else handle the execution while
you focus on strategy and growth.

And if you are tired of the hiring cycle, of training someone only to watch them leave, or of
paying for expensive tools that sit unused half the month, then outsourcing the heavy lifting
makes sense.

A Final Thought
Choosing the right partner matters more than the decision to outsource itself. Take the time to
vet providers the same way you would vet a senior hire. Ask for case studies that show work
done under another agency's brand. Ask how they handle reporting and communication. Ask
what happens when a client has a complaint.



The agencies that do this well treat their white label partner as an extension of their own team,
not a vendor to be kept at arm's length. They invest time in the relationship and get back a
service that lets them grow without the overhead.

For agencies looking to add SEO without the risk and cost of building in-house, the white label
model is a proven path. And when it is done right, with the right partner, the client never knows
the difference. They just know their rankings are improving and their agency is delivering
results.
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