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30 QUESTIONS

[YOU NEED] 
[TO ASK]

POTENTIAL SUPPLIERS
In today’s online world it’s EASY to connect & communicate with 

suppliers ALL OVER THE WORLD. Finding a supplier for ANY product 
takes just a few google searches. 

But you NEED to make sure you have everything covered off before 
you place that order. This is the same checklist of questions we use 

in our business when contacting a new supplier!

? ? ????



entrepreneurSECRET .com

© Copyright 2016 eGaming Media Ltd. All Rights Reserved. This document may not be reproduced or 
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Every effort has been made to make this document as complete and accurate as possible. However 
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educational guide only and can only contain information accurate up to the publishing date.

In this document we are sharing resources, tools and information that we believe can make an impact 
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information we provide. 

The problem is that most never take action, hence, most don’t get any results. Your results are up to you, 
they always will be. We are just here to provide the tools, education and resources. Please always know 
that when you read our emails or reports, watch our videos and buy any products we endorse - results 
are never typical and only those who take action stand a chance.

We make no claims or promises whatsoever of your ability to generate income by using any of the 
information we provide.

We care about your success and that’s why we believe in being real and absolutely transparent with you.
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SUPPLIER COMMUNICATIONS
BEST PRACTICE

Unlike in the past, you NO LONGER have to 
be a big retailer for suppliers to deal with 
you and they don’t have large minimum 
order quantities like they used to. 

You can get started with very LOW INITIAL 
ORDERS of just a few hundred dollars.

Don’t be intimidated by dealing with 
different languages, cultures and time 
zones. 

Remember the suppliers are used to 
dealing with Westerners and do it on a 
daily basis.

Every situation is different, and depending 
on the product niche that you choose and 
the type of supplier you are contacting you 
will have to adapt your approach.

So it’s difficult to give you an exact template 
of how to contact a supplier, however this 
list of questions should act as a guide to 
some of the things you should be asking.

Not ALL questions will be applicable so don’t just copy and paste the whole list and send it off 
to your supplier... you won’t look very professional and the supplier won’t take you seriously.

continued on next page...

🗫
http://secretentrepreneur.com/get-startedFIND OUT THE NEXT STEPS...

http://secretentrepreneur.com/get-started
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SUPPLIER COMMUNICATIONS
BEST PRACTICE

CONTINUED...
Also don’t bombard your supplier with lots 
of questions all in the first email. 

Use the first email to introduce yourself 
and ask a few key questions about them 
and what they offer.

Then once the introductions are complete 
and they seem like a suitable supplier then 
you can follow up with a series of further 
emails with more detailed questions. 

This is especially the case for overseas 
suppliers in China or elsewhere. 

Their level of English may not be that high 
and if you just send lots of questions all in 
one email, then some questions will not 
get answered.

It’s best to keep it to 2 or 3 questions per 
email, get a reply and then send another 2 
or 3. 

With some suppliers you may even need to drop it down to a single question per email to 
ensure that you’re getting a proper answer and they can’t avoid the question.

When contacting any supplier, always act professional and try to enforce that you are a 
serious buyer who is looking to form a long term relationship with them.

NOW... LET’S GET ONTO THE LIST OF QUESTIONS...

Ä
http://secretentrepreneur.com/get-startedFIND OUT THE NEXT STEPS...
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TIMEZONES
-8 USA - Pacific

(Los Angeles / San Francisco) -5 USA - Eastern
(New York / Washington) +1 Europe

(France / Germany / Belgium) +9 Far East
(Japan / South Korea)

-6 USA - Central
(Chicago / Dallas) 0 GMT

(UK - London) +8 Far East
(China / Hong Kong / Singapore) +10 East Australia

(Sydney / Melbourne / Brisbane)

PRICING
1 What is the cost per unit?

2
What is the basis of your price? (what’s included in the price they quote)
FOB - includes only the cost of freight to the nearest port 
EXW - no freight included, collect from suppliers premises 
CIP - Carriage and Insurance Paid – freight included to destination
http://en.wikipedia.org/wiki/Incoterms  (full guide to different terms)

3 What are the pricing tiers? 
(e.g: Please provide cost per unit for orders of <1000, 1001-5000, 5000+ units)

KEY ORDER INFORMATION
1 What is the Minimum Order Quantity?

2 Is it possible to start with a small test order first to test the market and establish a 
relationship with you? (if you want to order lower than the MOQ)

3 What is your monthly fulfillment capacity?

4 What is the lead time from date of order to dispatch?

5 How can I order a sample of the product?

http://secretentrepreneur.com/get-startedFIND OUT THE NEXT STEPS...

http://en.wikipedia.org/wiki/Incoterms
http://secretentrepreneur.com/get-started
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AMAZON EXPERIENCE
1 Do you work with any other companies that sell on Amazon?

2 Have you shipped direct to Amazon FBA before? 
(and therefore understand the box labelling requirements)

ABOUT THE PRODUCT
1 Can you make private label with our own brand on the product?

2 Please can you send me pictures of the product?

3 What are the packaging options for the product?

4 Can you offer premium packaging options? (at an additional cost per unit)

5 Please send me pictures of the packaging options.

6 Please send the template for the label / packaging. (to give to your designer)

7 Do you have any examples of your label design? (to get ideas for your own label)

8 Do you offer a design service for our private label packaging / label design?

9 Do you offer multiple [packaging / box / container] options and sizes?

10 Do you have a product sheet or other marketing materials I can get detailed 
product information from?

11 Do you sell this product under your own brand? If so, where can I see it?

http://secretentrepreneur.com/get-startedFIND OUT THE NEXT STEPS...

http://secretentrepreneur.com/get-started


entrepreneurSECRET .com

PAYMENT TERMS
1 What methods of payment do you accept?

2
What are your payment terms and process?
(usual terms are 30% deposit on order with the balance due when the goods are ready for 
dispatch – for small orders 100% on order to be expected)

LEGAL
1 Please provide copies of any certification related to the product. 

(if applicable to your product)

2 Please provide the full company address and registration numbers. 
(if you want to further research the company)

3 Is there anything else I should know about the product or your company that I 
have not asked and you think I should know?

SHIPPING
1 Can you quote for shipping to USA [or insert destination country]? Please provide 

quotes for both Air Freight and Sea Freight.

2 How are the products packaged for shipment?

3
How many units are in a carton, how many cartons to a master carton?
MASTER CARTON - boxes packed into larger box 
(you’ll need to know this information to book the shipment into Amazon)

4
What are the dimensions of the shipping cartons / master cartons? 
(you’ll need to know the cubic dimensions (length x width x height) to get quotes for shipping 
if the supplier is not providing shipping).

http://secretentrepreneur.com/get-startedFIND OUT THE NEXT STEPS...
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READY TO GET STARTED?
FIND OUT THE NEXT STEPS...

http://secretentrepreneur.com/get-started

With everything you’ve learned in our amazontycoon series you have enough of the complete 
picture to just go and do it for yourself.

But if you want coaching, mentoring, resources, the tools, the latest exploits then I always pres-
ent an option for the more professional approach and something better than doing it all by 
yourself.

Accelerate your Success with 11 modules and 175+ videos holding your hand with every step 
in the process and get a Massive Advantage by collaborating with 5,500+ other students in this 
Secret & Exclusive Community.

Get full details of how you can join the program & watch a special free bonus training session by 
one of the Coaches revealing Amazon Exploits never before seen in public.

Amazon provides an almost limitless opportunity with $89 BILLION in sales 
each year and 320 MILLION visitors a month looking to buy.

1 CHOOSE A PRODUCT 
WITH PROVEN CRITERIA
Ensures suitable product with 
established market & people 
wanting to buy 2 SUPPLIER MAKES IT 

UNDER YOUR BRAND
Called “Private Labelling” & it’s 
easy to find a reliable supplier 
for ANY product 3 LAUNCH PRODUCT

ON AMAZON
Put your product in front of 
millions of buyers with their 
credit card in hand

Now IS A GREAT TIME to grab a piece of the pie and it is easy as 1-2-3 to get 
started:

THINK YOU COULD 
DO IT?

http://secretentrepreneur.com/get-started

