
 

Intro to Building a Website 

In this video, I'm going to share with you a really great concept that we implemented 

here at our company that increased our approval rates on getting wholesale accounts 

exponentially. We get a lot of questions from people asking, "How can I get approved for 

wholesale accounts more often?" It seems to be one of the biggest struggles for people just 

getting into wholesale. Luckily, what we are about to cover is the number one best strategy for 

increasing your approval rates. The next few videos in the course are all about strategies for 

developing your own website or websites, plural. This video stands as an introduction so that 

you better understand what you are about to view in the course. 

 It is no secret that many manufacturers are hesitant about approving people that sell on 

Amazon. How you can combat this is by diversifying what you are able to present to them in 

order to make your company seem more appealing. Many manufacturers are looking for sales 

diversity. What this means is that they are looking for their products to be sold in a variety of 

places, not just Amazon. Manufacturers are looking to do business with companies that appear 

and operate professionally, and manufacturers want to work with companies that can actually 

bring them value and increase their sales. Having a website can help you accomplish all of these 

things, so let's dive into the specific strategies when it comes to building websites. 

 The three primary strategies for building websites to increase your approval rates with 

manufacturers are: 

 the webstore 

 the value prop website 

 the website network 

We go more in depth with each strategy in the next few videos, but a brief synopsis of these 

strategies are as follows.  

The webstore strategy is where you make a single website that functions as an online 

store. It can be niche specific or general with multiple categories. You contact manufacturers as 

the online store. Be upfront and honest with companies about the fact that you sell on Amazon, 

too. If you are ever asked, or there is any information in their fine print about Amazon, you 

should always tell them that you do intend to sell their products there. 

 The second strategy is the value prop website. This is a website that markets your 

company and your brand as an Amazon seller that provides special values to a manufacturer's 



products. You use a myriad of value propositions effectively as a sales page to convince 

companies to work with you. And last we have the website network, which is the strategy that 

we currently use. This is a combination of the two, where you use a value prop website called 

an anchor site that displays the values that you can provide, as well as the variety of different 

websites and marketplaces that you can sell this manufacturer's product. 

 You may be thinking that creating your own website seems complicated or too 

expensive. Well, that couldn't be further from the truth. You don't have to worry about paying 

hundreds or even thousands of dollars for a website from a professional company. In the next 

video, I'm going to show you how you can create your own great-looking website in less than 30 

minutes, without spending a dime. You only pay when you're satisfied with the final product 

that you have created, and even then it costs less than $100 a year. 

 


