
Develop a business strategic
relationship with a Nutrition or

Supplement Store

The Basics!

Let’s get this strategic partnership to
work with you in your region!



Key Notes

Nutrition & Supplement stores are pretty much in every state in the United
States on every corner.  This is a market you can develop a strong networking

relationship with to acquire clients and success.

This is a step-by-step plan for developing Power Partners out of Nutrition or
Supplement locations.

Demographics:  Understand someone buying supplements and these kinds of
services are looking to get healthy and will benefit from you greatly so you are

targeting the right market.

If you offer mobile services or are at a specific location make sure to display that
so you are properly marketed by them.



Nutrition Professionals

This is a great way for you to network and get service business.  Go in and offer a
menu of services (what you offer) and develop a strategic relationship.

Fitness Professionals

This is a great way to have a store that promotes wellness.  They are not in
competition with you in any way.

I already offer my own supplement line

So what!
Most of us do and have for years.  Look at it and see if you are truly profitable on
it (most are not but if you are you can easily do both).  Even if you are profitable
you do not have to display this and what you do.  You can simply refer to them for
things you don’t offer.



You can benefit the store in many ways.

Ethics

Do not take business from the store to sell your own line.  It is not ethical or a
good way to do business.



Turn-Key System to acquire strategic partnerships with Supplement or Nutrition
Stores.

The process

1) Google and drive around your area.  Develop a list of all nutrition or
supplement stores in your area.  Get the name, contact name and email
address of each location.  Develop your list before you begin contacting any
locations.

2) Once you have your list send an email to each using the template we
provide below.  You can adjust the template any way you see fit.  The
template provided below has received great success over the years.

3) Copy the email and put the contact person’s name in the email (make it
personal).  You can use the same template for numerous locations.  Just
make sure to personalize it to the person you’re sending it too.

4) Send the email (preferably on a Monday so it’s early in the week which is
the best time to get a response).   You will title the email something like;

3 Great lead in titles to get action

Networking relationship with our business in Denver (wherever you are at)
(your company name) interested in networking with your store
We are interested in networking with your store
(Put their business name) and then follow with……..relationship with us



5) CALL THEM NOW or DROP IN- 3 days later if you have not gotten a response
give them a call and say:  I am following up with you based upon the email I
sent.  We are a personal training organization (or whatever you do) and say
you were interested in coming in and seeing if you can develop a
networking relationship with them to refer to each other.

This call should be short and to the point.  Your goal is to have them invite you
over to meet them.

You can also simply drop in to the location and say you had emailed them and
thought you would drop in to introduce yourself.  The goal is to develop a
relationship with the person in front of you.  In many cases in a store it is the
manager or owner.

Their goal is to increase their revenue and sales so you need to show them
how you are going to help them do that.  Tell them you have a number of
clients in the area and ask them if they want to refer back and forth.

6) At this time you pull out your service flyer of what you do and show them
your quality.  You need to create this flyer based upon having a flyer that
markets your business (if you are in business you should have one).   The
flyer should show everything you offer.

You will then ask the person you’re talking to if you can leave some flyers on the
desk and if they do that?  Simply talking to them about creating a win-win
scenario is what will get you in and referred to.

7) If they are interested at this time you can talk about doing Joint marketing
ventures and opportunities to promote each other.  You can offer them the
following to attract interest.

a) You will refer to them exclusively?
b) You will do workshops on fitness or whatever you do in the store to bring in

customers?



c) You will give your clients coupons or information in them and send all to
them.

d) Think of anything else you can provide them to get them to refer you?  Get
creative and get business.

e) Tell them anyone buying supplements or whatever they offer will get one
FREE session with you.  You will bring them an exclusive coupon just for
their customers.  This will allow them to give this away free and help them
close deals.

f) You can offer them a financial arrangement.  Offer the sales person $50.00
for every referral that joins you.   You have to walk a fine line with this one.
Some people love this idea and others think it’s you simply selling them
pushy.   After you know them, ask them if it would be an option they would
be interested in.

Do not be overwhelmed with what you offer.  Get them interested and then
present things to them new on a regular basis.  After you develop the relationship
it is your job to maintain it and get referrals and make it work.

8) Follow-up- Just like anything else in business, following-up is very
important.  You must continue to email and contact this store until they say
yes or no.  Your business success depends on it.  Don’t be a pain in their
butt, simply be punctual and on it.  Your mission is to get an answer!

9) What to do once you get in?

a) Make sure to drop in to the store on a weekly basis to make sure the
materials you provide are on the counter and out.  Always, make sure your
info is provided.

b) Continuously come up with win-win ideas and promotions to help them
succeed.  If they get business and ideas from you to be successful they will
refer the heck out of you.



c) After a few months in a relationship , ask them if you can contact their list
of customers.  If they give you a list of customers, tell them you will send
them an intro email to a free session as a benefit of buying supplements or
services from them.  You can even offer $50 to anyone who signs up with
you to give them financial incentive.

d) Maybe drop off a gift on special occasions if they are referring to you. That
will get action and strengthen the relationship.

e) If they are referring to you a lot you must refer back. Send your family,
friends and everyone into the store so they feel it’s a win-win relationship.  I
even bought supplements at times.

10) Supplement profits for you

Many stores will provide you a percentage of any customers you get in the store
as a kickback.  This is cool but you can’t make much money on it.  The real goal is
to have them refer you.

11) Nutrition Professionals

If you are a nutrition professional you can set up workshops, offer services that
market and promote them and develop a strong relationship.   Again, the goal is to
have them refer you.  Not pay you!

Conclusion:

Your objective is to attract them through your email or phone call then, let your
content (flyer) show you off while you show them a win-win relationship with the
network.  You must show them the benefit to them and not the benefit to you.  Of
course there is a benefit to you and they will see that but, they must see the
benefit to them.  Do this and prosper



Expectations

In a typical nutrition store they can provide you the following. These totals are
based upon averages.

1) Most stores who network with you full time to all customers can get you
15-45 leads on average a month.  This means you are simply part of their
network and they are referring to you in flyers and talking about you
regularly to customers.

2) Most stores who are part time (which is 90% of stores- meaning they refer
you on an every so often basis) will get you an average of 3-5 leads a
month.  As you know 3-5 leads a month can fill your client base strong.  This
means they put out flyers but only discuss you as customers ask.

3) Flyer leave system:  If you simply leave flyers you can expect 1-6 leads a
year.  This is a flyer drop program and doesn’t get the results that you will
get if they are referring and selling you.



Appendix a
Scripts to get stores to work with you

Email to send to all stores in your area

Hello ___________________ (put the contact person’s name here)

My name is John Walsh (your name) and I own a mobile fitness business in the Denver area.  I

am looking at developing a strategic relationship with a store like yours and I would love to

come in and meet you and discuss this opportunity.  We have clients we can refer to and I would

love to develop a networking relationship to help both of our businesses.

Please let me know

Signature line should have your email, phone and information.

Phone discussions

The phone discussion should be based upon the content above in the email system.  Ask them if

they are interested in developing a relationship to refer to each other as you are looking for a

supplement store to work with in the area and you could both be a great asset to each other.

In person discussion

Use the content above to develop a strategic relationship.  Discuss developing a networking

relationship that creates a win-win.


