


You’ve just landed a wholesale account, congratulations! That is a huge 

accomplishment, but you’re not out of the woods yet. Now is the time to build 

a relationship with your buyer. You don’t want to just be another sales person 

to them, you want to be a valued partner. People do business (and continue 

to do business) with those they know, like, and trust.  

Designers who have excellent relationships with their wholesale accounts do 

this by getting to know the buyer, setting expectations, and being proactive 

about following up. Reorders are key to growing a long-lasting biz, so give 

your buyer an experience they will never forget! 

STEP ONE: 

GET TO KNOW YOUR BUYER 

Trade shows they attend, if any: 

   

How did you meet them on How did they find out about your biz: 
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Location

Type

How long in 
business



Learn more about your buyer’s business… 
 Now that you know the buyer’s basics, it’s time to dig a little deeper and 

 learn more about who their customer is and how you can help them be   

 successful.  

Who is their ideal customer and what is she or he like? ___________________ 

_________________________________________________________________ 

_________________________________________________________________ 

_________________________________________________________________ 

What is their vision for their store / business?  __________________________ 

_________________________________________________________________ 

_________________________________________________________________ 

What are their core values?  _________________________________________ 

_________________________________________________________________ 

_________________________________________________________________ 

_________________________________________________________________ 

What is the best-selling price point in their store? _______________________ 

_________________________________________________________________ 

What is the best-selling price point for jewelry in their store? ______________ 

_________________________________________________________________ 

What jewelry metals sell best for them? 

☐ Silver 

☐ Vermeil 

☐ Gold 

☐ Rose Gold 

☐ Other _________ 
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Which types / colors of gemstones sell best for them? 

  

☐ Diamond 

☐ Ruby 

☐ Sapphire 

☐ Emerald 

☐ Amethyst 

☐ Pearl 

☐ Peridot 

☐ Tourmaline 

☐ Turquoise 

☐ Other ________ 

What are their busiest times of the year? ______________________________ 

_________________________________________________________________ 

When do they do their ordering for their store? _________________________ 

_________________________________________________________________ 

Is this a seasonal store?     ▢ yes    ▢ no 

 If yes, what season? __________________________________________ 

Personalize your service… 

No two people are the same, and that goes for buyers, too. Don’t be    

afraid to get personal! For example, find out their birthday, how many    

kids they have, where they like to vacation, what music they like to    

listen to, etc. 

Learning more about them will give you the upper hand in building    

strong relationships.  

Take the time to write out some personal questions to ask them.  

For example: 

Why did they open a store? What is their favorite holiday? Where’s their  

favorite place to travel?  
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Personalized Questions: 

 

Q: _____________________________________________________________? 

 

A: ______________________________________________________________ 

________________________________________________________________ 

________________________________________________________________ 

 

Q: _____________________________________________________________? 

 

A: ______________________________________________________________ 

________________________________________________________________ 

________________________________________________________________ 

 

Q: _____________________________________________________________? 

 

A: ______________________________________________________________ 

________________________________________________________________ 

________________________________________________________________ 

 

Q: _____________________________________________________________? 

 

A: ______________________________________________________________ 

________________________________________________________________ 

________________________________________________________________ 

Exchange digits… 

Different buyers have different preferences for keeping in contact. Ask    

which one(s) they would prefer, and make sure to get all the contact    

information you need. Schedule a follow up no later than one month    

from when they start selling your product. 
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Ask buyers how they would like for you to keep in touch: 

 

☐ Phone          ___________________________________ 

☐ Text              ___________________________________ 

☐ Email            ___________________________________ 

☐ Snail Mail      ___________________________________ 

☐ Trade Show  ___________________________________ 

☐ Other            ___________________________________ 

 

 Next follow up:        ___________________________________ 

NOTES... 
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STEP TWO: 

SET EXPECTATIONS  

You never want to leave your buyer guessing. Clear, open communication is 

everything. Be specific on what you will offer as a partner, and never be afraid 

to contact them about an issue. Always follow-up with the buyer in the 

promised time frame, even if there is not a resolution to a situation. YOU can 

be the game changer that brings value to your brand and elevates it to the 

next level. 

Nurture your wholesale accounts… 
 Any experienced buyer is going to come in with expectations already in   

 place. Your goal is to exceed these expectations. Beyond providing the   

 essentials for wholesale, it’s really the little things that go a long way. 

  

ESSENTIALS FOR WHOLESALE 

See The Wholesale Follow Up Formula Training Video with Robin Kramer... 
  

Wholesale Pricing 

Cohesive Collection(s) 

Know your Dream Client (this makes finding your Dream Stores easier!) 

Wholesale Terms & Conditions 

Great Product Pictures (on a white background) 

Line Sheets 

Production Systems 
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https://www.flourishthriveacademy.com/mw-wholesale-follow-up-formula/


How to Nurture your Wholesale Accounts:  

  

☐ Communication Communicate often and don’t leave them wondering 

what you’re up to. 

☐ Responsibility Take responsibility for your mistakes. People will respect 

you for it. 

☐ Honesty Tell the truth and you will build trust. 

☐ Feedback Ask for and be open to feedback. 

☐ Thank You Say thank you - it goes a long way. 

☐ Be Responsive Return voicemails and emails within 24 hours. 

☐ Research Always do your research before contacting the store. 

☐ Ask Questions Get to know the buyer by asking questions and listening. 

☐ Be Proactive Be clear about when and how you will follow-up, and stick 

to it. 

☐ Convenience Make it easy for the buyer. Create pre-packaged offerings, 

create an order for the store, have best-sellers ready to ship, etc. 

☐ Build an Experience Trunk Shows with a twist, store collateral, etc. 

☐ Be Kind Just like saying thank you, this goes a long way. 

☐ Personal Touches Include a thank you note in their order, pop in the store 

to say hello, call to wish them a great holiday season, send cookies just 

because, etc. 
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Welcome Packet Essentials: 

☐ A Welcome Letter Thank them for signing with you, and reassure them 

that they’ve made the right decision. 

☐ About The Brand Officially introduce your brand. Tell a little bit of your 

story, and talk about what makes your product special. 

☐ Business Card This is another chance to make sure they have your 

contact information. 

☐ Partnerships List what you have to offer in a partnership. (Don’t forget to 

be specific!) 

☐ Line Sheets Giving your buyer simple, professional line sheets with vivid 

pictures will help them in the ordering process. 

☐ Press “All press is good press,” does NOT apply here, but positive 

testimonials are a great way to make your buyer feel confident about the 

partnership. 

☐ As Seen On Has your jewelry been featured somewhere before? Show it 

off! 

☐ Postcard A well-designed postcard is a fun way to keep your brand fresh 

in their brain.  
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Create a welcome packet… 

A welcome packet is a useful way to go above and beyond with your 

service while reinforcing the buyer’s confidence in their decision to partner 

with you. It also provides the buyer with all the fun details of what to 

expect from your brand.



NOTES 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STEP THREE: 

FOLLOW UP 

Once a sale is made, so many brands move on and never follow up with their 

buyers. That’s one of the fastest ways to lose an account. Your buyers want to 

hear from you and you want to hear from them. There’s no way to build a 

relationship and improve your products/services if you don’t talk to them. 

Why follow up? 

☐ Boost Your Sales Happy buyers are more likely to come back and buy again. 

☐ Increase Account Retention Satisfied buyers are more loyal. 

☐ Generate Buyer Testimonials Future accounts will be more willing to trust 

you if they can read about previous buyers’ positive experiences with you. 

☐ Improve Performance Buyer feedback will help you improve your products 

and fix service problems. 

☐ Innovate By listening to buyer’s needs and problems, you are gathering 

invaluable information to create new products or services. 

☐ Differentiate By following up, you’re doing something most businesses don’t 

bother with. Not only does that set you apart, but it makes you a more 

valuable asset to your accounts. 

Ask about sales… 

At this time it should have been about a month since your products hit    

the shelves. It’s time to find out how they’re selling. There’s always this    

dread of, “Oh my gosh, they’re gonna tell me it’s not selling!” I know it’s    

scary, but if your pieces aren’t selling, you need to know so that you can  

fix it ASAP! You can’t address an issue if you don’t know it exists, so    

don’t be afraid of these questions. 

 

What is selling? ___________________________________________________ 

_________________________________________________________________ 

_________________________________________________________________ 

_________________________________________________________________ 

 

This document is owned and distributed by Flourish & Thrive Academy. It may not be sold or otherwise 
distributed without expressed written consent. | © 2019 | Flourish & Thrive Academy

 11



What is the feedback from your team? ________________________________ 

_________________________________________________________________ 

_________________________________________________________________ 

_________________________________________________________________ 

_________________________________________________________________ 

_________________________________________________________________ 

 

What is the feedback from your customers? ____________________________ 

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________

_________________________________________________________________ 

Other Questions: 

 

Q: _____________________________________________________________ ? 

A: ______________________________________________________________ 

_________________________________________________________________

_________________________________________________________________ 

Q: _____________________________________________________________ ? 

A: ______________________________________________________________ 

_________________________________________________________________

_________________________________________________________________ 

Next steps… 

Now’s your chance to come up with a game plan based on your buyer’s    

feedback. You don’t want to throw things at the wall to see what sticks    

- you want to learn what sticks. Take some time to reflect on the     

feedback and brainstorm some steps moving forward. 

Questions to ask if your pieces aren’t selling: 

☐ Where is it located in the store? 

☐ Have people shown interest? 

☐ What is holding them back from buying? 
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Three things that worked well: 

1. ____________________________________________________________ 

2. ____________________________________________________________ 

3. ____________________________________________________________ 

Three things to improve: 

1. ____________________________________________________________ 

2. ____________________________________________________________ 

3. ____________________________________________________________ 

TAKE SOME TIME TO WRITE ABOUT 
WHAT YOU’VE LEARNED AND BRAINSTORM NEXT STEPS: 
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STEP FOUR: 

MAINTAIN THE RELATIONSHIP WITH FOLLOW-
UP CAMPAIGNS 

Don’t think you’re off the hook after following up only once. Relationships 

take work, and wholesale relationships are no exception. Staying in touch with 

your buyers will make them more likely to buy from you again, and follow-up 

campaigns are a superb way to intermittently reach out. 

There are tons of different reasons to organize a follow-up campaign, and 

tons of different kinds, too. What’s most important is that you stay organized, 

schedule your campaigns diligently, and always use a CRM tool to keep track 

of everything. If you don’t have a CRM yet, get on it m’dear! AgileCRM and 

Hubspot are two fantastic options. 

Ideas for Campaigns / Reasons to Reach Out 

New Collection 

Trade Show Invite 

Press 

Testimonials (it’s always great to highlight what customers are saying) 

Best Sellers 

Holiday Gift Guide 

Mother’s Day 

Father’s Day 

Happy New Year 

Thanksgiving 

Birthdays (your business’ birthday, their business’ birthday, or a personal 

birthday) 

Merchandising Tips 

Thank You 

About You and Your Team 

Special Packages / Bundles 

Sneak Peek at a New Collection 
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Campaign checklists… 

You should be organizing multiple follow-up campaigns to send out    

based on your buyer’s contact preferences. You can send the same    

campaigns out to multiple buyers, but if you have the chance to tweak    

each one to be a little personalized, that can go a long way in making    

your brand stand out. 

Call Campaign: 

☐ Determine the focus/subject for your call campaign. 

☐ Write out script - a guideline for when you speak with accounts. Add a 

call to action if appropriate. For example, “limited edition pieces,” or 

“come see me at this trade show.” 

☐ Use a CRM for account information. 

☐ Block off time in the calendar to make the calls. 

☐ Input information / results in your CRM. 

☐ Input you follow-up action and date in your CRM. 

Email Campaign: 

☐ Determine the focus / subject for your email campaign. 

☐ Create email templates, including a CTA. 

☐ Use a CRM for account information. 

☐ Take photos or pull photos from your existing stock to include in the 

email, if needed. 

☐ Block off time in your calendar for the campaign. 

☐ Input information / results in your CRM. 

☐ Input your follow-up action and date in your CRM. 

Postcard Campaign: 

☐ Determine the focus (new collection, happy holidays, trade shows, etc.) 

☐ Create a postcard with strong images and a CTA. 

☐ Use a CRM for account information. 

☐ Block off time in your calendar to create a postcard and send it. 
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☐ Input information in your CRM - when postcard was sent, note if / when 

you hear back from an account. 

☐ Input your follow-up action and date in your CRM. 

Handwritten Snail Mail Campaign: 

☐ Have special branded notecards. 

☐ Determine the focus / subject for your snail mail campaign. Include a call 

to action if appropriate and add personal touches. 

☐ Block off time in your calendar to write and send the cards. 

☐ Create templates, depending on what the focus of the campaign is. 

☐ Use a CRM for account information. 

☐ Input information / results into your CRM. 

☐ Input your follow-up action and date in your CRM. 

Start planning your campaigns… 

Come up with ideas for some fun follow-up campaigns that your     

buyer(s) would like. Think of what you know about the buyer that could    

help add a personal flare to the campaign. 

Stay organized… 

As your biz grows, eventually you’ll have to manage multiple wholesale    

accounts and follow-up campaigns. Use a CRM to stay organized and    

keep clear notes about each buyer. Just because they’re not your first    

buyer, doesn’t mean you can’t treat them like they are. 
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Subject / Focus Campaign Type Date 



NOTES
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