


HI, I’M SARAH SHAW. 

I’m the founder of Entreprenette – and a lifelong veteran of the retail 

industry.

And the one question I get most – from my coaching, from fellow product 

designers and the dozens of people who email me every day – it is:

“How do I get buyers to take my call?” 

Believe me… I understand your frustration. When I started my first 

handbag line, getting buyers on the phone was a big mystery to me.

But I finally cracked the code and created my own, little system. It’s simple 

and, yes it works. 

How do I know?

Because my products been in over 1,200 stores across the country, 

including Nordstrom, Saks 5th Avenue, Neiman Marcus, Bloomingdales 

and Anthropologie.

So keep reading, because I’m going to show you how to hook buyers, 

close the deal and get your products into stores everywhere!
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If there’s one thing you need to hook to the right buyer, it’s…. the right buyer!

Sounds simple, right? Well you’d be surprised at how many people pitch to 

stores who are completely the wrong fit for their customers.

For example, if you have a cosmetics line, don’t pitch to a baby clothing story 

(and yes, I’ve actually seen this happen…)

Make sure that the store you’re pitching serves the same customers as you do, 

because a good buyer knows her customer inside and out. She knows what 

those customers like and what they don’t like. And she knows which products 

will sell in her store and which ones won’t.

And this all begins with creating a list of the right stores.

We call it your “Buyer Black Book” - and here’s how to build yours:

1. Create a list of the cities & regions in the country where your customer lives.

2. Ask: Often the easiest place to start is in your own backyard by finding local 

boutiques you can show your product to. Ask friends, colleagues… anyone you 

can for ideas.

3. Read: Scope out magazines (both printed and online) to find stores that carry 

products which are similar to yours and appeal to your customer base.

STEP 1: FIND THE RIGHT BUYERS
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4. Complementary brand leveraging:  

Look at competitors’ websites and find out which stores they sell to 

Check out complementary brands which you think are in the same stores.  

5. Google: 

This one’s a no-brainer...

For example, if San Francisco is one of your target cities, Google “Boutiques 

San Francisco” or “ (specific type of) Boutique San Francisco” 

Believe me, you’ll get a nice big list of stores to try out. 

Play around a bit to find the right search terms for your line.

6. More Online research:  

You can also use Google to search for product-specific terms like “Best 

Lingerie 2014”, or “Best Boutiques”, “Best Baby Boutiques”. Simply search for 

terms related to your product, and you’ll end up with some nice lists to sift 

through. 

Here are some examples:

a. Luckymag.com has a great shopping list of stores

b. Yelp.com is also good for finding stores in specific neighborhoods

c. www.elle.com/fashion/g8016/50-states-of-shopping-best-boutiques-in-

america/

d. http://www.topbabyboutiques.com/

e. http://www.thelingerieaddict.com/2015/01/best-2014.html
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Now that you’ve got your Buyer Black Book, it’s time to fill it with some names.

So in our second step, you’re going to get the name and email of the buyer, so 

that you can send her an email about your line. (And if you don’t know what 

to write in your email, we’ve got you covered there, too – but more on that in a 

bit…)

How to find buyer contact info

There are two ways and both are quite simple:

Look on the store’s website

Call the store directly and ask

And if you’re nervous about calling up the store, here’s a little secret…

Stores WANT YOU to call them. Think about it: stores are in the business of 

selling products like yours, and they are always looking for the next new thing. 

They’re actually dying to take your call… because your product could be the 

next hit to fly off their shelves. 

So don’t be nervous - just pick up the phone and do it!

STEP 2: GET THE BUYER’S CONTACT INFO
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Here Are 3 Great Ways to Break the Ice with Stores 

When warming up a cold call, there are a few approaches I like to use. Try them 

out and see which ones feel most comfortable to you.  

Option 1: You can call, introduce yourself, say something about how your line is 

perfect for their store because of XYZ reason, and ask for the buyer’s contact 

information.

Option 2: You can call and say your computer system crashed and you lost a 

lot of contacts are updating your records and can you have the buyer’s contact 

information.

* There’s nothing wrong with a little white lie… especially if it gets you the 

contact info you need ;)

Option 3: You can say a friend was recently in their store , thought it was good 

match and suggested you call. But… your friend forgot to ask for a card with the 

buyer’s contact information, so now you’re following up to ask for it.
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Now it’s time to reach out to the buyer and make things happen!

The best way to initiate contact is via email. It’s a lot easier than cold calling 

them - and it’s also a lot easier for the buyer.

And don’t worry… you don’t have to write a Pulitzer Prize winning letter ;)

In fact, writing a great email is actually very easy. Just keep it simple and tell the 

buyer:

How your product will benefit their customer

Any unique features it has

How it’s different than anything else out there

How it will improve the lives of their customer…

… or how it will simply give their customer more status amongst their friends 

and peers. (This is very applicable if you’re selling fashion or lifestyle products.)

When you communicate how your product will benefit their customer, a savvy 

buyer will jump at the opportunity to carry your line. 

STEP 3: CONTACT THE BUYER
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OUR FREE GIFT TO YOU… ONE OF OUR BUYER EMAIL TEMPLATES

To get off on the right foot, I’ve included one of the email templates I use all the 

time. Out of the dozen I use, this is the one I like best.

Simply fill in your specific information, and send it out… what could be easier?

Dear {BUYER NAME}

A friend was recently in your store while vacationing in {NAME OF CITY}, 

and thought my {PRODUCT NAME} would be a perfect fit for your boutique 

because you carry {NAME ANOTHER BRAND THEY CARRY} and we are a great 

compliment to their line.

Here at {COMPANY NAME}, we know that you have an extremely discerning 

clientele, consisting of women who are interested in the best of everything - 

both for themselves and in the {GIFTS THEY GIVE/OR THE PRODUCTS THEY 

BUY}. And we know that you are always looking for great merchandise and 

{XYZ} items for these valued customers. Well, we want to introduce you to a 

{INTRODUCE YOUR PRODUCT OR LINE} for those special customers. 

The {YOUR PRODUCT}is just what every style conscious woman needs - a 

{STATE THE BENEFIT OF YOUR PRODUCT}. The {PRODUCT NAME} will {STATE 

WHAT IS DIFFERENT OR UNIQUE ABOUT YOUR PRODUCT}. The {YOUR 

PRODUCT} is available {COLORS, PRINTS, STYLES ETC..} that are sure to please 

your customers. The {YOUR PRODUCT} is also available in {OTHER SPECIAL 

FEATURES LIKE PACKAGING/SIZE} making it ready for{WEARING THAT NIGHT, 

INSTANT GIFT-GIVING, EATING TONIGHT, WALKING YOUR DOG ETC,}.

We hope you’ll be interested in purchasing {YOUR PRODUCT} - it is sure to be a 

big hit with your customers.

We look forward to hearing from you very soon.

Best regards,

{YOUR NAME}
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Buyers are busy. They have a million and one things on their plates, so if you 

don’t follow up, they’ll often forget about you.

And while many do genuinely want to respond after your first email, the 

distractions of their daily work often get in the way.

In other words… just because you don’t hear back from them, does not mean 

they are not interested!  

If they are interested in your line, they usually just need a phone call to seal the 

deal, so this is where you can dazzle them with your expertise and insight on 

what their customers really want.

Above all, just be yourself - and be excited when talking about your product. - 

there’s no one-size-fits-all persona you have to fit into. The more confident you 

are about your product line, the more confident you will sound over the phone.

To make it as easy as possible, I’ve also included one of our follow-up phone 

scripts. I have about a dozen I use, but this one is my personal fave:

STEP 4: FOLLOW-UP
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Phone script template {Follow up 2 days after email}

When someone answers the phone……..

Hello, this is {YOUR NAME FROM COMPANY NAME}, I’d like to speak to {BUYER 

NAME}. We have been in touch by email and I am following up with her about 

my {PRODUCT NAME}.

When the buyer gets on the phone…….

Hello, this is {YOUR NAME FROM COMPANY NAME}. I sent you an email a 

couple of days ago and I am following up with you about my {PRODUCT 

NAME}.  The {PRODUCT NAME} will {STATE WHAT IS DIFFERENT OR UNIQUE 

ABOUT YOUR PRODUCT} and is available {COLORS, PRINTS, STYLES ETC..} 

that are/is sure to please your customers. 

I’d love to know if this is something you feel is a good fit for your store and if I 

can answer any questions about the {PRODUCT} for you.
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Congratulations! The buyer has agreed to stock your product, and you’ve 

agreed to terms. Now there’s only one thing to do - get your products onto their 

shelves!

So pack it, ship it… and get ready for the next of orders.

Because now that you’ve sealed the deal, guess what? It’s time to do it again…. 

except this time is going to MUCH easier, because you already know what to do.

And because you’ve already opened the door and created a successful 

relationship, the next time you call, believe me - the buyer will be running to pick 

up the phone.

Most importantly, now that you have your first deal, it’s time to expand it. As 

your product starts selling, stores will want more of what you have, so pitch 

another product to them. If you don’t have one, you can now use the revenue 

you’ve generated from this first round of sales to start expanding your line.

Because if there’s one thing that buyers love more than one of your products… 

it’s two of them!

STEP 5: SHIP YOUR PRODUCT
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As with most things in life, the simplest things are the most 

successful.

The process I’ve just laid out for you may be simple, but it landed my 

products in 1,200 stores across the country - and it can do the same 

for you.

If you take even one of these steps, you will grow your business.

If you apply them all, you will be unstoppable!

CONCLUSION
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Ready to take the next step and  
really master the retail game?

Our full “Retail Mastery” program  
is coming soon...

Sign up at:

RETAIL.ENTREPRENETTE.COM

http://RETAIL.ENTREPRENETTE.COM

