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Introduction
“It's always to soon to quit!”
- Norman Vincent Peale

The last few lessons and this one are the most

challenging in this whole process, but don't

quit. You can get through this.

Over and over again this is where people get

stuck. Don't let this happen to you... sourcing a

product does not have to be difficult. Armed

with Ryan's “magic question” you will easily

find supplier after supplier to source from.

If, however, you reach a point in this journey where it seems difficult, go back to 

your goals and your “why” of doing this. Remember that you have a plan for 

success... and you have the tools and resources to get there. Let that give you 

the motivation to forge ahead.

It is okay if you have to go back and select another product. The important thing 

is to just take action and never give up.

This is not a race and it's not a bad thing if it takes longer than expected to get 

your product going. Just take it one step at a time. You will get there.

Let's dig in...
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Your Lesson...

Contacting Potential Suppliers 

At this point, you have found some potential suppliers. Now is the time to start 

contacting them.

Tips for Contacting Suppliers:

1. 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 is just another human being. They're not scary. 

Don't allow them to intimidate you. We have a family motto that applies to 

business so well. Here it is: Do It Afraid.

2. 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 trying to sell their products and they 

need buyers. 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.

3. 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.
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4. Fake It

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

come prepared. Know the supplier and their offerings as best you can 

before you approach them... you'll be more confident because you have 

prepared in advance and already know about their product.

5. Take Notes

Take notes. What do you need to write down? Write down key points of a 

conversation – Pricing Tiers, Lead Time, etc. and use the spreadsheet. ;-)

6. You Only Need One 

It doesn't hurt to have multiple supplier options – especially to play them 

against one another, but if you find one right away and you are comfortable

with them, feel free to go with them.

7. Get On The Phone

Email is fine, but phone is best. If the thought of picking up the phone and 

calling a supplier completely freaks you out, then start with email. The 

phone is best for building a relationship, getting answers quicker, and 

showing you are serious... but email can still get results.

8. Build a Relationship

This is probably the most important thing to remember when contacting 

suppliers. You (and the supplier) benefit when your goal is to build a 

relationship with them. Sure, you want to make money... and they do too! 

But, getting personal and letting them know that you are just looking for 

samples to test and collect solid data on... but once the products prove to 

perform you will be buying large amounts. Let them know you are looking 

to build a relationship with a supplier you can work with on a long term 

basis – not just for a few items.
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I know you are just getting started in the process, but you do not have to act like

a rookie when contacting suppliers. You are an established company and are 

building a brand. You are a serious player – not a tire kicker.

When you approach a supplier, it is helpful to understand their language. Every 

day more and more suppliers are developing and offering their own “private label”

program... and it can work out very well if the way they are offering PL works for 

your business model. However, we have another way to approach suppliers that 

works wonders. In fact, almost every supplier we have approached with Ryan's 

magic question has had absolutely no qualms about working with us.

Here's the deal...

When you ask a supplier, “Do you have a private label program?”

They hear, “Do you have a program in place where you will repackage, design 

and print my logo on your product?”

Having a supplier repackage, design and print your logo on their product 

increases their (and your) costs and often requires a much higher minimum 

because it isn't worth all the set up for that type of program unless there is a high

order coming.

Ryan's magic question easily gets you over this hurdle... in fact, it removes it 

completely.

Here is what you do...

Simply ask this magic question – and, I cannot emphasize this enough – leave 

the words “private label” out of it and ask just like this:

“Can I take your product out of it's original packaging and put it in my own?”
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That is it. Suddenly, the supplier doesn't care what in the world you do with the 

product and you can buy just a case to start.

Remember. Ask Ryan's Magic Question:

“Can I take your product out of the package and put it in my own packaging?”

Important

When you say the word “Private Label” your potential 

supplier will most likely think that you are wanting them to 

do the work of making their item your brand (Switching out 

packaging or adding your logo).

If they do the work they will probably require a large 

minimum order to justify doing the work.

However, if you tell them that you want to purchase 

their brand as-is and do the work on your end then 

you should be able to buy very low minimum 

quantities.

Information You Need From Supplier:

• Do they have the product you are wanting to private label?

If they don't have it then don't be shy about asking if they know another 

company that does.

• Do they do private label?

Some companies may not have a formal private label program so be careful

how you ask this. The company I found does not have a program, but when
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I asked “Can I take your product and put my label on it” they were 

completely fine with it.  Read the Gray box above.

• Pricing Tiers

Instead of coming out and saying “What is your minimum order quantity?” 

ask what their pricing tiers are.

What I mean by that is at what quantity does the price go down. For 

example, it might be that up to 500 units the price is $5. Between 501 and 

1000 unites the price goes down to $4.75. Between 1001 and 2000 units 

the price is $4.50. And anything over 2000 units the price is $4.00.

Even though you might really want to know the minimum order quantity 

(MOQ), you position yourself as larger than you are when you don't come 

right out and ask that.

• What is the lead time? Or, How long will it take to get your 

products?

A couple of weeks is normal, but if you are doing the work of changing 

packaging and all they have to do is ship you their product... then there is 

no reason they shouldn't be able to get you your items within a few days.

• How does the process work?

Do they have designers that can put your logo and design your packaging 

or will you have to have that done elsewhere or even do it yourself? Can 

they ship to Amazon for you if you supply the labels? 

• Go in with the plan to build a long term, mutually beneficial 

relationship.
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At this point, you are just gathering information, but if you find a supplier that is 

a good fit for the product(s) you are looking to source... then don't hesitate to go 

ahead and ask for a sample and move forward in the process.

Lesson 12 Assignment

Your assignment is to contact the suppliers you found and 

gather information.

See you in the group...

Ryan Reger with Jenni Hunt, Jim Cockrum and Brett Bartlett

PL the Easy Way Mentoring Program

Coming Up Next...

In Lesson #13 we will discuss what to do if your product is only 

available overseas.
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