
 

 

 

Module 5 – TWF Scouting & Sourcing System, Part 3 

Hey guys and gals, welcome back.  In this video, we’re going to complete your training of the TWF 

Scouting and Sourcing System, which is the exact system we use in our business to source products from 

start to finish.  In addition, you’ll also see the exact email templates we use to secure accounts.  This is a 

very important video and we highly recommend that you watch it more than once as well as take 

notes.  Let’s get started. 

Let’s look back at our TWF Scouting & Sourcing System for a quick refresher of what you’ve learned: 

1) Check all products against the 4-point check list. 

a) Products that pass are put on the “Contact Sheet.” 

i) We input the ASIN along with the product page link 

b) Products that do not pass are disregarded as prospects 

2) While scouting, look for competitors who carry items that pass our 4-point check and who have 200 

– 800 feedback.  These are our ideal competitors to track.  

a) We take down their seller name, URL, Seller ID and add them to the “Competitors to Target” 

sheet. 

3) After we have accrued 50 or so new leads on our Contact Sheet that have passed the 4-point check, 

we can then run them through the 21-Point Check to score them. 

a) As each one receives a score, we input that score onto the Contact Sheet. 

4) After scoring each lead, we then sort our leads by their 21-Point Score highest to lowest. 

a) What this does is sort your list to help you prioritize your initial contacts.  The highest scores 

represent the some of the best opportunities, so they should be contacted first. 

Now that you’ve been refreshed you on the system, let’s discuss initial contact.  Before we initially 

contact a brand owner, we always research both their brand and products.  This research doesn’t take 

long and it will help you tremendously.  By reviewing and analyzing the brand’s products offered on 

Amazon, we are able to have a better idea of the kind of opportunity they represent.  We use this to 

help us prioritize our contact list.  



 

 

To review a brand’s available products on Amazon, simply click on the product page link you have stored 

in your contact sheet.  Their brand name and link can be found on the product page next to the listing 

title.  After clicking this link, we are taken to a page that contains their products.  Now, what exactly are 

we looking for here?  Well, not only are we analyzing their products to see what kind of opportunity 

their brand represents, but we are also looking for listing deficiencies.  You should take note of any 

deficiencies you find as they will be great talking points for you to present to the brand owner.  Titles 

missing important keywords, poor product images, bland descriptions, less than 5 bullets, poor reviews, 

etc. will all be points of interest for you as these are critically important to a product's success. 

After reviewing a brand’s products, it’s time to look up their contact information.  To do this, we simply 

use Google to look them up.  You can usually find the brand owner by searching their name.  Sometimes 

you may need to include in your search the types of products they offer as well.  For example, let’s say 

we were trying to contact the brand owner of this product.  You can see the brand owner’s name is 

Matt’s Munchies.  In this case, let’s start with a quick search of “Matt’s Munchies”.  Let’s check out this 

first result.  Ok, this looks to be them.  Now all we have to do is find their contact information.  I 

generally start by scanning for a “contact us” tab somewhere near the top of the page.  Usually you can 

find it in the banner.  But, if you don’t see a contact tab or link anywhere, typically you can scroll to the 

bottom of the home page and their contact info will be located there.   

So, what we would do next is enter the company name, website, email address and phone number into 

our Sourcing and Scouting Workbook.  Let’s do that real quick.  The company name is Matt’s 

Munchies.  Their website is MattsMunchies.com, email is CustomerService@ChefRobertsDirect.com, 

and the phone number is 714-204-0735.   

Let me draw your attention to the color key on the contact sheet.  To help us track the progress with 

each lead, we change the background color of the cells according to this key.  So, after you’ve found and 

taken down the contact information for each one of your leads, all of those new leads need to be 

highlighted in yellow.  This signifies that they need to be sent an initial contact email.  To do that, simply 

highlight all the cells you wish to highlight and change their background color with the color fill 

tool.  Just click the dropdown arrow and select yellow. 

The next step is to send the initial contact email.  Like I said, the initial contact email is our first point of 

contact with prospective brand owners.  Although calls generally have a much higher conversion rate, 

emails are a lot more efficient.  Phone calls require quite a bit of preparation in order to execute them 

effectively.  Emails save us time on the front end when anyone approves us as it saved us a phone 

call.  Also, typically when we are denied, the brand owner provides us with valuable information that we 

can then use on a call.  Here is the current version we use: 

“Hello, 

My name is Eric Lambert and I am contacting you on behalf of Super Company.  We are a brand-centric, 

E-commerce retailer from Eastern Kentucky. 

You can learn all about us and our mission at our website here: SuperCompany.com 

https://www.amazon.com/Matts-Munchies-Organic-Fruit-1-Ounce/dp/B002OUL02G?th=1


 

 

We are always looking for new high-quality brands and we feel that your products would do very well 

with our customer base.  We would be thrilled to work with you as a retail partner to sell your product 

and use our many resources to boost your brand awareness. 

We would love the opportunity to open up a wholesale account with you. 

Please let me know what information and qualifications you require from me, and I will be happy to 

return them immediately. 

Regards, 

Eric Lambert 

CEO Super Company” 

This email is very simple and direct.  We do this as to be as clear as possible.  We want to avoid any 

confusion with our intentions.  Linking to your value prop website is also very important as it provides a 

platform that professionally represents your company and it outlines how you specifically help brand 

owners to grow their brand.  This is a great template for you to work from in designing your initial 

contact email.   

a) After you send the email, you’ll want to change the background color to orange.   

I know all of this color changing might seem tedious, but trust me.  With so much information to keep up 

with, it’s easy to lose track of your progress.  The time it takes to change background colors is nothing 

compared to the time it can take to figure out who you’ve called, who’ve you’ve emailed, if they’ve 

responded, etc. if you lose track. 

b) If we are approved, we follow their guidelines to set up an account. 

 

c) If we are denied or do not receive a call within a week, we add them to our call list.  To do that, 

we simply change their background color to green.   

 

For all denials and non-responses, we use the RPS call system.  We will cover this more in-depth in an 

upcoming video.  The RPS system has helped us exponentially increase our approval rate.  It involves 

researching the brand and its competitors to look for deficiencies that can be brought to the brand 

owner’s attention.  We then show them how we can help them overcome these problems.   

That being said, you should always prioritize your calls based on their perceived opportunity as they are 

much more time consuming.  We recommend that you prioritize them based on their 21-point checklist 

score, just like you would with the initial contact email. 

This system has been nothing but outstanding for us.  If our initial email doesn’t get us the account, we 

implement the RPS system which we use to persuade them.  That combined with our value prop website 

has greatly increased our conversion rate. 



 

 

 

It is possible to use email follow-ups instead of calling, but just know that they will convert at a lower 

rate.  We highly recommend that you make those calls.  If it makes you uncomfortable or if you think 

you won’t be good at it, you just have to fight through those feelings and make the call.  I promise you, 

the more calls you make, the easier it will be and the better you will be at executing them.  Practice 

makes perfect.   

Now, let’s put it all together so you can see the entire scouting and sourcing system step by step. 

1) Scout for products using our various scouting methods such as Leaf Sourcing, Amazon filtering, 

Jungle Scout Filtering, and Super Targeting. 

2) Run each of those products through the 4-point check.  Those that pass go on the contact sheet. 

3) After accumulating 50ish leads, run them through the 21-point check to score them. 

4) After each lead is scored, sort them by their score to prioritize contact order. 

5) Then, one by one, starting with the lead with the highest score, you’ll need to find the contact info 

for that brand. 

6) Once you have their contact info, it’s time to send your initial contact email. 

7) Continue contacting each one of your leads until you’ve sent an email to all of them. 

8) From there, you’ll need to respond to them accordingly.  

a) If approved, simply follow their account setup instructions 

b) If denied, implementing the RPS call system 

c) If you don’t receive a response, resend your initial contact email. 

When you break it down, it’s actually quite simple; scout for products, analyze them, source the best 

ones, then sell them on Amazon.   

Up next, you’ll learn the RPS system.  This is a critically important component to The Wholesale 

Formula.  It heavily contributes to increasing your conversion rate.  If you feel that you don’t fully 

understand some of the material presented up to this point, it’s important to spend some time re-

watching previous videos so that you understand the system before you move forward.  That wraps it 

up for this video.  Thanks for watching and I’ll see you soon.   

 


