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Ho w  t o  Pr e p a r e  Yo u r  
Bu s in e s s  fo r  Wh o le s a le



• This webina r is be ing recorded 

• Slides will be  em a iled to you

• Please  pu t  quest ions in  the  cha t

We b in a r De ta ils



A five part-series in partnership with the 
New England Made Show  March 15-17, 2025, in Portland

Is Wholesale Right for Your Small Business?
⚬ December 17, 2024

How to  Prepare Your Business for  Wholesale
⚬ January 7, 2025 @ 10:00 AM

How to  Price for  Wholesale 
⚬ January 14, 2025 @ 10:00 AM

How to  Design a Booth  for  a  Wholesale Tradeshow  
⚬ February 5, 2025 @ 11:00 AM

Panel Discussion: What I Wish Someone had Told Me About the NEM Show
⚬ February 24, 2025 @ 2:00 PM

Wh o le s a le  We b in a r Se rie s

Register for 
webinars

https://www.nemadeshows.com
https://mainesbdc.centerdynamics.com/Events.aspx?&region=SBDC
https://mainesbdc.centerdynamics.com/Events.aspx?&region=SBDC


Meet the Advisor

Jon Janson

Certified Business Advisor since 2024

Contact Information:

Territory: Androscoggin, Oxford and Franklin Counties

jjanson@avcog.org

207-783-9186



Who are we?
• Offices in every state, almost 50 years old!

• A partner program of the Small Business Administration 
(SBA)

• SBDCs are hosted by universities, colleges, state economic 
development agencies and private sector organizations.

• 12 full -time paid advisors in Maine.  Most advisors are 
former Maine business owners and have business degrees



What do we do?

• Business planning
• Start up basics
• Access to capital
• Financial projections
• Marketing
• Operations and HR
• Purchase or sale
• Scaling up

• Franchising
• E-commerce
• Cyber security
• Exporting
• Disaster recovery
• Artificial intelligence
• Exit planning 

We assist business owners from ideation to exit through 
confidential, no -cost advising, webinars, &  e -courses



We are not lawyers, accountants, or tax preparers 

This information is for educational purposes only 
and is not a replacement for professional legal, 
tax or accounting advice. 

Please seek appropriate guidance before making 
any tax, legal or accounting decisions that could 
impact your business.

Dis c la im e r



https://www.mainesbdc.org/





Primary Considerations
• Pr icin g Mo d e ls

• Wh o le s a le  Te r m s  & Ma t e r ia ls

• Cr e d it

• Sh ip p in g

• Tradeshows

Ho w to  Pre p a re  yo u r 
Bu s in e s s  fo r Wh o le s a le



KEY QUESTION:

• Can you sell your product at wholesale prices and 
still turn a profit?

• Considerations:

• Your costs

• Market price

• Retailer markup strategies

Pric in g  Ba s ic s

Check out our “How to Price for Wholesale” Webinar next 
Tuesday January 14 th  at 10 am!
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• MOQ: Minimum order quantity
• Re-order Minimum

• Return Policy
• Chargebacks

• Net Payment terms (Net 15/30)

Co m m o n  Wh o le s a le  Te rm s



• Lead Time/Turnaround Time
• Shipping Window
• Case packs
• Drop ship
• Keystone, markup, margin, MSRP*

Co m m o n  Wh o le s a le  Te rm s



1. Line Sheet
2. Catalog & Brochures
3. Order Form
4. Business Cards or Rack Cards

Mu s t  Ha ve  Ma te ria ls



• Lists all your products & prices

• Item number (SKU)

• Name + Description

• Wholesale prices & MSRP

• Options (colors, sizes, etc.)

• MOQ

• Can use images, or not

Lin e  Sh e e t

*You do not need to wholesale every product you make*



Lin e  Sh e e t
Exa m p le s



Lin e  Sh e e t
Exa m p le s



• Eve r y p r o d u ct  o n  yo u r  lin e  s h e e t  s h o u ld  h a ve  a n  it e m  
n u m b e r  a s s ign e d

• De ve lo p  a  co d e  t h a t  m e a n s  s o m e t h in g – s u ch  a s  t h e  
ge n e r a l c la s s  o f p r o d u ct , co lo r , s ize , e t c . 

• SKU = Stock Keeping Unit

• Can be a combination of numbers and letters

• No more than 8 digits long

For example: 

• DT-W-LG-S = Dining room table, Wooden, Light Gray, Small

• SE-2F-PF-LC = Silver Earring, 2 Feathers, Polished Finish, 
Long Chain

Ite m  Nu m b e rs  o r SKUs



• SKU = St o ck  Ke e p in g Un it

• “In house” use only  fre e

• UPC = Un ive r s a l Pr o d u ct  Co d e

• “Un ive rsa lly” a cce p te d  (in  th e  U.S.)

• Ba rco d e  is  s ca n n a b le

• Re gis te r  with  GS1 fo r  a  fe e

• Le a se  o r  Bu y

• GTIN = Glo b a l Tr a d e  It e m  Nu m b e r

• 12 d igit s  a t  b o t to m  o f b a rco d e

• QR Co d e  = Qu ick  Re s p o n s e  Co d e

• 2D o r  “d a ta  m a t r ix”

SKU vs . UPC vs . QR



Pr o m o t io n a l/  a d ve r t is in g t o o l u s e d  t o  s h o w  
yo u r  p r o d u ct s

• High -quality paper
• B2B – Not for consumer
• Does not include pricing

• Line sheet only
• Don’t hand out at tradeshow

Ca ta lo g s  & Bro c h u re s



• Yo u r  co m p a n y n a m e  & co n t a ct  in fo  a t  t o p

• Sp a ce  t o  w r it e  in :

• Order # or purchase order #

• Buyer name / Company name

• Contact info

• Shipping & Billing address

• Payment method

• Estimated Shipping Date

• Virtual – Square, Google Forms, etc.

Ord e r Fo rm s



Ord e r 
Fo rm s



Ord e r 
Fo rm s



Bu s in e s s  Ca r d s  s h o u ld  co n t a in :

• Basic contact info & position

• Company name

• Motto or slogan

• QR codes to link to website are more popular now

• Fit in wallet or card holder

Rack Cards should contain all of the above plus:

• Pictu re (s ) o r  d ia gra m (s )

• Lis t  o f m a in  s e rvice s  o ffe re d

• Ba s ic p r icin g in fo

• Sh o r t  b a ck s to ry o r  te s t im o n ia l

Bu s in e s s  Ca rd s  & Ra c k  Ca rd s
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Offe rin g  Cre d it

Credit allows customers [other businesses] to 
buy without paying up front.

Benefits to Sellers:
• Increased sales volume

• Smooths demand since purchase power is 
balanced

• Closer association with customers
• Provides competitive edge



Offe rin g  Cre d it

Credit allows customers [other businesses] to 
buy without paying up front.

Benefits to Buyers:
• Preserves working capital
• Able to satisfy demand and pay later
• Better service and greater convenience when 

exchanging purchased items
• Establishes credit history



Tip s  & Tric k s  fo r 
Offe rin g  Cre d it

• For first time customers, ask for payment before  shipping the 
order

• Some customers will ask to use a pro -forma

• This means they want an invoice prior to the order and 
will send a check

• Clear the check before shipping

• Most customers will ask for “Net 30” terms for re -orders

• Some larger retailers will only operate Net 30

• “15 Net 30”

• Have a clear credit policy for customers to agree to

• Credit isn’t for every customer



Tip s  & Tric k s  fo r 
Offe rin g  Cre d it

• Development of credit standards
• Profile of minimally acceptable credit worthy customer
• Check references

• Credit terms
• Credit period
• Cash discount 

• Credit limit
• Maximum dollar level of credit balances

• Collection procedures
• How long to wait past due date to initiate collection efforts
• Methods of contact
• Whether and at what point to refer account to collection agency
• Credit hold
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Sh ip p in g

Wholesale shipping (B2B) is not the same as shipping 
directly to customers

• For small orders, you can still use Standard Shipping 
(called DTC)

• For larger orders

• Consider your MOQ

• Save money with Economies of Scale

• Double check permitting and licensing requirements 
(usually only international)

• If you  are packaging the shipment, ensure you have 
proper materials

• Include Training Manuals



Sh ip p in g

• Do you have a website or process to handle the 
orders? 

• Alibaba, Shopify Plus, Faire, BigCommerce , 
and WooCommerce

• Are you going to pack and ship? Or are you going 
to outsource this? Drop Shipping? Distributor? 

• Drop shipping companies like ShipBob

• What kind of shipping will you need?

• Freight shipping, International shipping, domestic 
shipping

https://www.shipbob.com/blog/bigcommerce-shipping/
https://www.shipbob.com/blog/woocommerce-shipping/
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• Bring your supplies!

• Line sheets/ catalogs, order forms, charging and 
extension cords!

• Bring sample items and/ or product to display

• Tools to set up booth (duct tape!)

• Confirm you have cell service to process orders, or get 
on the convention WiFi  network

• Conduct

• Keep your phone out of sight – remain approachable

• Greet everyone who walks past; if they initiate 
conversation, you can engage

Go in g  to  a  Tra d e s h o w

Check out our “How to Design a Booth” Webinar on 
Tuesday February 5 th  at 11 am!



• You’re here to sell

• St a y wit h  yo u r  b o o t h , b u t  d o n ’t  h id e  in  t h e  co rn e r

• Cro wd s  a t t r a ct  cro wd s  – d ra w t h e m  in  fro m  t h e  a is le

• Ke e p  t r a ck o f a ll le a d s

• En s u re  t h a t  t h e y s e ll t o  yo u r  cu r r e n t  t a rge t  m a rke t

• As k  q u e s t io n s

• En ga ge  a n d  a s k q u e s t io n s  t h a t  r e q u ir e  fu ll a n s we r s , n o t  
“ye s ” o r  “n o ”

• Dis cu s s  yo u r  t e rm s  a n d  e n s u re  t h a t  t h e ir  t e rm s  a n d  
e xp e ct a t io n s  a r e  a cce p t a b le

• Se llin g is  e a s y – ju s t  a s k!

Go in g  to  a  Tra d e s h o w



• Review what went well, and what didn’t

• After Action Report – anyone who attended

• Follow up with any & all leads

• Especially if they didn’t order

• Fulfill any orders placed

• Prioritize current accounts!

• Plan your next show

Afte r Th e  Sh o w



• Attend the  rest  of the  webina r series

• Talk to an  SBDC Advisor

• Attend a  t rade  show as a  guest

Wra p p in g  Up
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Con n e ct  Wit h  Us

Facebook
@mainesbdc

Twitter
@MaineSBDC

Instagram
@sbdcmaine

LinkedIn
@sbdcmaine

YouTube
@MaineSBDC

Request Advising : 
https://www.mainesbdc.org/advising/

https://www.facebook.com/mainesbdc
https://www.youtube.com/channel/UCuO-X3RRYoQQJ5PGbpjRx_Q
https://www.youtube.com/channel/UCuO-X3RRYoQQJ5PGbpjRx_Q
https://www.youtube.com/channel/UCuO-X3RRYoQQJ5PGbpjRx_Q
https://www.mainesbdc.org/advising/
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