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You may know some of these... and others may sound silly... In fact, you may 

even be able to relate to some of these... but, it is worth revisiting these simple 

tips for speaking with trade show and wholesale suppliers.

Relax

Relax.  Chill Out.  Be Cool.  Whatever word calms you down. Deep breaths. This 

may sound silly – but, it can help to remind yourself that the person on the other 

end of the phone or behind the booth, if you're at a trade show, is just another 

human being.  They're not scary.  In fact, they may be as nervous as you are! I 

remember my first trade show I did where I was the one behind the counter. I 

was so nervous and felt much better when I realized that the people who were 

approaching me were people... just like me. Don't allow them to intimidate you. 

We have a family motto that applies to business so well. Here it is: Do It Afraid.

 

They Need You

That person you're talking to needs you just as much (maybe more) as you need 

them.  Keep in mind, they are at the show for a reason – to build relationships 

with buyers and sell products. And, you are there for a reason – to build 

relationships with vendors and buy products. They are trying to sell their products 

and they need buyers. Many times they are sales reps that work on commission 

so they just want to make a sale. For them to make the sale, they will want to get 

to know you and your needs – what you are looking for. You both really have the 

same goal... but, if you keep in mind that they need you – it can help you feel 

(and be) in control of the conversation.  You're qualifying them as much as 

they're qualifying you.



Be Big

Act bigger than you really are.  The vendor doesn't know who you are... they just 

know you are there and are assuming you are there to buy. You are building a 

brand and will be ordering large amounts of inventory – so keep that in mind. 

You may be just starting out and feel like you're a small fish in a big pond, but act 

like you own the place and can buy out all their inventory if you wanted to. 

Fake It

Act confident even if you don't feel confident.  Fake it 'til you make it.... and come 

prepared. Know the vendor and their offerings before you approach them... you'll 

be more confident because you have prepared in advance and already know 

about their product. You will also impress them because not all buyers come 

prepared.

Take Notes 

Take notes. This will help them feel like you are more interested in their products 

and it communicates that you are serious. What do you need to write down? 

Write down key points of a conversation – Pricing Tiers, Lead Time, etc.  This will 

be valuable information to have when you follow up with them. After taking 

notes, ask if they have any pricing sheets or product info they can give you... and 

if you are at a show, always ask about show specials.



 Get Samples

If you're talking to a potential private label supplier get samples.  You want to 

make sure that their quality is what you want and that it's the right product for 

you.  It's hard to know that if you don't have a sample.  If you have 

communicated to the vendor that you are a serious potential buyer – often you 

can get free samples; however, this is important enough where it is 

recommended that you buy them if you absolutely have to.
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