
Making Money with Private Labeling

How to Start a Private 
Label Program
If you manufacture and sell packaged products, there is a good 
chance you may already know that adding private label can 
increase your sales, increase your volume, and increase your 
profit. The aim here is to present some considerations in  
starting a private labeling program for your products. 

Once you’ve defined the private labeling service you  
will offer, you may even find that your private label  
program can then function as a standalone  
business or as a local franchise.



Varieties Of Private 
Label Programs
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Hotel and Restaurant Brand Private Label 
Some examples include spices, sauces, soaps, wines, soft 
drinks, coffee, tea

Party Favor, Wedding, and Corporate Gift Private Label 
Some examples include bottled water, candles, lip balm, 
chocolates, snacks, and candies

Distributor Brand Private Label 
Some examples include chemical cleansers, dietary 
supplements, dental supplies

Store Brand Private Label 
Some examples include grocery prepared foods, spices, 
hardware, plumbing, paints, mops



The Value of Private 
Label Packaging

How to Start a Private Label Program

Drive Customer Loyalty: Store brand and distributor 
brand product labels help your customer increase sales by 
promoting their brand name, logo/ design, and contact 
details. This helps to ensure that their customers identify 
their store or catalog as the source of the product, and 
return to your customer for repeat purchases.

Beat the National Brand: When you have a low-cost 
private label packaging solution in place, your customers 
can purchase private label products from you at a 
reasonable price. They are then able to sell your high- 
quality products at a premium price – even 200% or 300% 
of their cost – while remaining competitive with national 
brand products. In turn, your customer will increase 
profits, earning you an increase in sales.



Option #1: Add a Logo or Special Message to Your Standard Packaging 
Adding a special message or logo to your standard packaging allows you  
and your customer to maintain the benefits of your brand name, while still 
enjoying a specialty message. This “co-branding” is especially popular with 
fine foods and leading brands.

Option #2: Offer a Completely Re-Branded Product  
Presenting custom packaging with only your customer’s brand name is 
popular with many distributors and wholesalers who seek to differentiate 
themselves by establishing their own “corporate brand.” They are often 
looking to sell a full line of products under their brand, and will sell yours  
if your quality, price, and packaging meet their standards.

Remember: Maintain Required Label Information 
When offering completely re-branded products, keep in mind that your 
custom product labels must continue to comply with labeling laws. Some 
requirements may require disclosure of manufacturer identity and address. In 
the United States, an excellent source to review labeling laws applicable to 
your product type and industry is the FDA website, which publishes labeling 
regulation guides for foods, cosmetics, and dietary supplements.
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Two Options For Private 
Labeling Your Product



Appoint a Salesperson/Organization 
When approaching retailers/distributors to offer them 
products with private label packaging, it is critical to 
convince them that their customers are more likely to 
purchase products under the private label brand of a  
company they already know and trust.

Often, existing sales and customer service organizations 
can be leveraged to support a private label program, 
particularly if existing salespeople are able to provide 
personalized, consultative customer service along 
with in-person visits and outbound phone calls. If this 
is not an option, it may make sense to contract with 
independent sales reps who can do sales prospecting  
on behalf of your company.

Private Label sales involve developing branded artwork 
that meets customers’ expectations. As such, you 
must be prepared to devote sales resources to serving 
customers by answering questions, offering suggestions, 
and presenting packaging prototypes with “mock-up 
labels” for approval.
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How To Organize Your Program
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Develop Marketing Promotions 
Personalized products such as custom wedding 
favors may seem as though they’ll sell themselves. 
However, all private label product sales will benefit 
from marketing promotions such as dedicated 
web pages, email campaigns, and public relations 
efforts, including social media. You must be ready 
to promote the powerful benefits that private label 
products provide to distributors and retailers who 
sell your products under their name: increased 
customer loyalty with differentiated products and 
increased unit sales volume.

Work with a Consultant 
Working with a private label program consultant 
can be helpful, but is not necessary. Consultants 
often have a network of industry partners and 
are particularly good at providing store brand 
distribution assistance. If you plan to sell private 
label products via retail stores, it may make sense 
to contact a Private Label Consultant. Some 
consulting companies also offer sales assistance, 
with representatives who have experience in  
selling private label products.
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Draft a Private Label Agreement
• Your agreement begins on a specific date and continues until one 	
	 or both parties officially terminate the contract in writing

• Your company has the non-exclusive right to use the customer’s 		
	 copyrighted materials, including their logo and trademarks,  
	 for the purpose of printing labels

• Your use of customer artwork and other copyrighted materials is 	
	 subject to your customer’s approval, which may be withdrawn  
	 at any time

• You grant your customer the non-exclusive right to use your logo 	
	 (in the case of co-branded packaging)

• Your purchase terms and shipping and billing terms are  
	 agreed upon

• You grant your customer the right to cancel a custom order within 	
	 a specified time period, after which cancellation charges will apply

It is advisable for you and your customer to enter into an agreement which specifies that:



Determine 
Pricing
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Private label product pricing should be based on 
Value price strategy rather than on a Cost-Plus 
price strategy.

Many start-up private labeling programs 
undervalue their private branded products 
because they are accustomed to pricing their 
products based on product cost. This doesn’t 
work when there is negligible cost associated 
with digitally printed private label packaging,  
as when custom product labels are printed by  
a digital color label printer.

Instead of pricing based on cost plus labor, 
consider the price your customers are willing to 
pay for their personalized specialty products – let 
your customers determine the price you charge.

Bear in mind that graphic design fees, such as 
logo development or artwork creation are  
one-time service fees that should be billed 
directly to your customer and will not be part  
of packaging costs. 



Resources You’ll Need
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Digital Label Printer 
A tool such as this is the cornerstone of a private  
label program since it produces the private label 
packaging you’ll offer to customers. When you own a 
digital label printer, you have the in-house flexibility 
to print custom labels in any quantity, when they 
are needed, and at an affordable price. Digital label 
printers are often chosen by companies that want 
the capacity to fulfill “small quantity” private label 
orders since the technology eliminates concern over 
minimum label purchase quantities. Before buying 
a digital label printer, it’s essential to evaluate the 
options available to you.   
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Graphic Designer 
If you plan to serve more than a handful of private label customers, it will 
be more cost-effective to hire a full-time or part-time graphic designer 
directly. This is because a professional freelance artist will charge $50-
$100 per hour of design work – and the hours of design work will multiply 
as your customers request artwork changes and second and third 
proofs of their custom label. If you choose to use a freelance artist, it is 
worthwhile to consider working with a university student who may charge 
a lower rate, or negotiating a lower rate through a freelance service.

Website/E-Commerce Site Development 
With 63% of American shoppers starting their shopping journey online, 
it’s more crucial than ever for businesses to have a strong online 
presence. Maintaining an e-commerce site is the best way to show your 
product offerings to prospective customers and to propel website visitors 
through the sales funnel to become buyers. An e-commerce site (web 
store) helps to answer questions about your pricing, and provides a 
secure and convenient means for you to  
take payment.

* Mohsin, M. (March 23, 2020). 10 Online Shopping Statistics You Need to Know in 2020  
https://www.oberlo.com/blog/online-shopping-statistics

https://www.oberlo.com/blog/online-shopping-statistics
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Resources
for Private Label Packaging and Program Development:
Color label printers that digitally print custom labels on-demand: AstroNova 

Freelance graphic design services: upwork.com. Local university  
job boards may also be useful

Web Design/E-Commerce Site Development: 
wix.com

Private Label Consulting Services that offer sales, marketing,  
and distribution support: Foley Retail Consulting

https://astronovainc.com/our-businesses/product-identification/
http://upwork.com
http://wix.com
https://www.foleyretailconsulting.com/fmcg-private-label-development/


Questions on starting a private labeling program? 

Start growing your business and profits today! Contact us and we can provide you 
with the right solutions and more information on how you can quickly implement 
a private labeling program of your own.

Contact us:
Tel: +1 401-828-4000

Toll-Free: 877-757-7978 (US Only) 
info@astronovaproductid.com

Shop with us: shop.astronovaproductid.com     Or visit us: www.astronovaproductid.com          www.getlabels.com
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CANADA
Tel: +1 450-619-9973
Tel: 800-565-2216 (Canada Only) 
infoCA@astronovaproductid.com

LATIN AMERICA 
Tel: +52-(55)-3934-5171
infoMX@astronovaproductid.com

FRANCE
Tél: +33 (0)1 34 82 09 00 
infoFR@eu.astronovainc.com

UNITED KINGDOM & IRELAND 
Tel. +44 (0)1628 668836 
infoUK@eu.astronovainc.com

DENMARK 
Tel. +49 0 6074 31025 00 
infogmbh@eu.astronovainc.com

CHINA
Tel: +86-21-5868-1533 
infoCN@astronovaproductid.com
 
MALAYSIA
Tel: +603 5031 9330
infoMY@astronovaproductid.com

WORLD HEADQUARTERS
AstroNova, Inc. 
600 East Greenwich Avenue
West Warwick, Rhode Island 02893 USA
Tel: +1 401-828-4000
Toll-Free: 877-757-7978 (US Only) 
info@astronovaproductid.com

EMEA HEADQUARTERS  
AstroNova GmbH
Waldstraße 70 
D–63128 Dietzenbach Germany
Tel: +49 (0) 6074 31025-00 
infogmbh@eu.astronovainc.com


