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SMALL BUSINESS SURVIVAL GUIDE 
Change is good. It gives businesses and retailers opportunities that had previously not been available or weren’t 
a priority. As a ‘new normal’ continues to develop, this guide is going to focus on actionable strategies for small 
businesses regardless of what the marketplace is doing! 

CURRENT PURCHASING & 
DIGITAL TREND HIGHLIGHTS

ON-LINE PURCHASING  
Reference: Pet Industry 

Almost 80% of customers 
who moved to online, plan 

to use online services moving 
forward after COVID-19

88% of shoppers are sticking 
with their normal retail 

location but shifting to online 
purchasing services

“Take out” search interest 
has increased 285% since the 

start of March 

“Food Delivery” related 
queries have spiked 100%

SOCIAL  
Reference: Facebook

70% ++ =
70% + more time spent on Facebook and Instagram 

since the crisis arrived in the country

ON-LINE SEARCH QUERIES  
Reference: Google

WHAT CAN BUSINESSES 
BE DOING DURING 
MARKETPLACE CHANGES

SEEK COMMUNITY 

Find, or create, a community of other entrepreneurs, 
pet business owners, product-based business owners, 
consultants, and mentors to connect, vent, ask questions, 
share ideas and plan with.

STAY VISIBLE  

Continue to share, post content, and let people in behind-
the-scenes. Online matters and will help fuel business when 
things pick up again.

KEEP BUSINESS INFO UP-TO-DATE  

Business owners are so busy with daily tasks and “fighting 
fires” that they forget about some simple steps to help get 
traffic to their platform, like updating their contact information 
accordingly so customers can reach them. Be sure to do this! 

BUILD WORKFLOWS (OR STANDARD 
OPERATING PROCEDURES)  

Create “SOPs” or standard operating procedures; simple 
workflows for you or a team to follow to execute and give 
each and every client and customer a great experience 
every time, no matter the variables. 
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PRODUCT & SERVICE IDEAS 
TO GENERATE TRAFFIC, 
CREATE NEW REVENUE 
CHANNELS, AND DRIVE 
CUSTOMERS TO YOUR STORE

SALES  

• Creative Sales - Come up with unique, limited edition 
product combinations to upsell the items you have in-
store or on shelf

• Take time to run your data and numbers. Which products 
are your biggest needle movers? Push those. Which ones 
are hard to move? Information is power. 

• Create a way for people to purchase gift cards to be used 
in the future. Make sure gift cards are an option that is 
easily available and a user-friendly purchase to make.

• Educate people on your product (education creates 
sales). Use this time to create resources about what 
you sell and help people imagine themselves being a 
customer or recipient.

MARKETING 

• Update your website with your services. Curbside Pick-
Up? Delivery? Those should be at the top of your home 
page where customers can easily opt in.

• Reach out to your customer database to keep them in 
the know and to let them know how they can best 
support you.

• Stay active on social media. People may be making 
limited purchasing decisions but are more active online 
and potentially saving items for future purchases.  

 - For Facebook, you can set up automated responses 
to FAQs to inform customers of your new hours and 
store policies. To learn more click the link here  

• Boost your visibility with more LIVE videos! Jump on 
Facebook LIVE or Instagram LIVE and teach something or 
answer people’s biggest questions. You can also use LIVE 
sessions to sell special items or limited offer deals! 

• Start or grow your email list. If you don’t have a list of 
your customers that you can quickly reference for smooth 
communication with customers, this is your time to shine! 
Focus on this list! 

• Work on your customer retention via email sequence 
for your product. What happens after a customer makes 
a purchase? Refine this to keep clients coming back for 
more in the future!

• Publish content that will be helpful for your ideal customers 
in this season. What questions do they have? What are 
they searching for online? Create that and publish. 

 - Want An Interesting Read on this Subject? Check 
out: They Ask, You answer by Marcus Sheridan

OPERATIONS 

• Update Google My Business Listing - Make sure your 
customers can find you and get in contact with you! (If 
you’re on Apple Business, Yelp, Bing, or any others make 
sure you update all of them.) 

• Create and prepare the structure and systems necessary 
to manage the workload for when your business gets 
busy again. 

• Update or create workflows to help you deliver 
exceptional client experiences. What can you create a 
standard operating procedure around? Customer service, 
replying to reviews, social media posting?

E-COMMERCE 

• It’s time to build that e-comm site. If your products aren’t 
available online, create a pop-up shop or even a curated 
look of your best sellers available online. You don’t 
need every item listed, just the core product offering and 
special items that attract impulse purchases.
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https://www.facebook.com/business/learn/lessons/set-up-automated-responses
https://www.amazon.com/They-Ask-You-Answer-Revolutionary/dp/1119312973


FREE PROGRAMS TO SUPPORT 
YOUR DIGITAL PRESENCE 
We know that it can be overwhelming and seem costly when considering ALL of the ideas presented for a retailer 
to be better positioned in the digital era. Take a breath, we’re making it easier for you. Here is a list of (mostly) 
FREE tools to help you get started. 

WERUVA!
We provide content on a regular basis 
to support stores and sales action 
items. Reach out to your rep for more 
information.

Digital Checklist
A simple guide to get started online.
weruva.com/digital-guide

Social Media Guide
An easy step-by-step tutorial for getting 
started with Facebook.
weruva.com/digital-guide/social

Weruva product image assets
weruva.com/downloads

BUSINESS LISTING 
ONLINE 
Be found online!

Google My Business
google.com/business

Apple Business
mapsconnect.apple.com

Yelp
biz.yelp.com

Waze
waze.com/business

Bing
bingplaces.com

DESIGN TOOLS 
Free, simple tools for image design.

Canva
canva.com

Adobe Spark
spark.adobe.com

Need an inexpensive freelancer or
designer?

Fiverr
fiverr.com

UpWork
upwork.com

FINDING FREE IMAGES 
Unsplash
unsplash.com

Pixabay
pixabay.com

Pexels
pexels.com

PHOTO EDITING 
Snapseed
snapseed.online

VIDEO EDITING 
Lightworks
lwks.com

HOW TO CREATE A 
CONTENT CALENDAR 
offers.hubspot.com/social-media-content-
calendar

AUTOMATIC POSTING  
TO INSTAGRAM 
Later
later.com

SENDING & RECEIVING 
LARGE FILES 
that are difficult to email.

WeTransfer
wetransfer.com

EMAIL PLATFORMS 
for mass emailing your customer lists.

Mail Chimp
mailchimp.com

Constant Contact
constantcontact.com

Sendinblue
sendinblue.com

WEBSITE/E-COMM 
PLATFORMS 
eTailPet
etailpet.com

Shopify
shopify.com

Squarespace
squarespace.com

Wordpress (advanced)
wordpress.org

AUTOMATIC 
APPOINTMENT 
SCHEDULER 
If you have a training/grooming 
aspect of your business).

Calendly
calendly.com

SMS MARKETING 
Textedly
textedly.com

EZ Texting
eztexting.com

Slick Text
slicktext.com
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DIGITAL SALES IDEAS
Leverage these ideas to create fresh and innovative ways of selling on digital platforms and featuring Weruva products. 
Not sure how to implement an idea? Talk to your local Weruva sales rep! 

With all of these ideas the goal is to create an experiential and unique shopping experience for the customer on a digital 
platform. Just because they can’t physically be in the store doesn’t mean they can’t still get the store experience. Most 
importantly, have fun! 
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IDEAS TO DRIVE SALES:

CURATED MYSTERY BAGS 

OVERVIEW:

• Labeled for the pertaining pet - For the 
dog that’s a heavy chewer, a small dog, 
the cat who loves chicken, etc. These bags 
include a handful of fun pet products for the 
customer to try while they are home with their 
pet. Consider including a gift card for future 
purchases. 

DETAILS:

• Offer these curated kits at a slight 
discount and for a limited time to drive 
urgency for the sale.

• Create fun names for the kits to get 
people interested.

• Add Weruva food to provide a tasty and 
healthy meal.

SUGGESTED ASSETS:

• Snap a pic and post with product information 
and price.

• Optional: do a video review/preview of all 
the items.

• Optional: go live and have fun with it! 

LEVERAGE GIFT CARDS

OVERVIEW:

• Pairing a gift card with a mystery bag or 
custom variety pack for $5 or $10 is a 
great way to encourage future purchases. 
The idea is to sell the card as part of the kit. 
When doing this the customer now has credit 
at the store for a future purchase. Keeping 
the value low not only makes it easy to add 
to a kit, but the customer is more likely to 
spend more than that $5 or $10 on their next 
purchase in your store! 

DETAILS:

• Create a kit/bag and include gift card.

• Consider offering it as an “add on” to 
existing purchases as a way for people to 
support local business .

ASSETS:

• Promote via website and social media with a 
simple image and description of the kit.

CUSTOM VPs OR CREATING 
VALUE PACKS 

OVERVIEW:

• Variety packs are great for trial and keeping 
variety in your pet’s diet. Create a custom 
variety pack or a value pack that is a unique 
SKU to your store and customer base. 

DETAILS:

• Use an existing variety pack or create your 
own. 

• Tailor to fish based products, chicken based 
products, or a mix of land and sea.

SUGGESTED ASSETS:

• Snap a pic and post with product information 
and price.

GOING LIVE TO PROMOTE 
AND SELL

OVERVIEW:

• You have the opportunity to go live on 
Facebook, Instagram, or YouTube to promote 
your store, products, do demos or just say hi 
and answer questions. 

DETAILS:

• Promote that you’re going live 1-3 days 
before the live session. 

• Think about your content and goal - is this a 
general PSA or do you want to sell QVC-
style?

• Keep time of day in mind, when are people 
most likely to see your video? 

• Do a Q&A session - you can take questions 
from viewers in real time!

ASSETS

• Smartphone with application loaded for live 
stream. 

• Do it yourself or have an employee operate 
the phone.

• Post an announcement with teaser 
information before the event. Get people 
excited! 



QUARANTINE PACKS

OVERVIEW:

• Similar to a curated mystery bag, but add 
your own twist for what to include in a 
quarantine pack. It can be serious or really 
fun. Include the basics of what a pet needs 
and upsell with small items included (a toy, a 
new treat, etc.).

DETAILS:

• Announce these in a limited availability to 
drive urgency for the sale. 

• Have fun with it and add your personality!

• Make sure to include Weruva food! 

• Encourage consumers to add this to their 
normal orders (upsell!).

ASSETS:

• Just snap a pick of the offering and post 
the details. 

ADOPTION & 
FOSTER PACKS

OVERVIEW:

• Buy one, donate one. This could work if your 
store has a humane shelter connection or 
supports fostering in the community.

DETAILS:

• Example: Stores can sponsor people who 
are first time foster/adoption parents.

• Capture a new customer at the start of 
their pet parenthood and make a Weruva 
customer for life. 

ASSETS

• Image for post: Take a picture of an 
available pet for adoption to promote. 

• Also could include an image of the pack they 
get so they can see what is inside. 
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BE THE PERSONAL SHOPPER

OVERVIEW:

• As a retailer you can create a bespoke 
customer service experience. The store 
employee that helps customers can 
communicate with them in real time to help 
them get what they want (even if it’s not 
available). This is an opportunity to do 
suggestive selling. Example: “I saw you got 
this, have you considered this?”

DETAILS:

• This can be done via phone, text, or chat.

• Similar to a traditional face-to-face 
conversation, just digital.

ASSETS:

• Simple photo of the store team or store 
employee on the phone with a smile. 

• Promote by telling your customers, “The store 
is available for a friendly chat and ready to 
help you find what is best for your pet! “

ENCOURAGE IMPULSE 
BUYING OR ADD ONS IN 
THE DIGITAL REALM

OVERVIEW:

• Put a promotion together, a goodie bag, 
or samples for curbside customers only. 
Especially since these customers are not 
making impulse purchases in-store, we’re 
incentivizing them to try something new.

DETAILS:

• Come up with ways for tempting add ons or 
upsells. These should be small things to add 
to an order. 

• Build urgency with offers that last for a 
limited time or while supplies last. 

ASSETS:

• If it is Weruva-focused, we can supply 
an image.

IDEAS TO DRIVE 
ENGAGEMENT: 

STORE ENGAGEMENT

• Using a social platform, do mini tutorials (live 
or pre-recorded) to keep engagement with 
customers. Examples might include a product 
feature, a “how to” tutorial, and tips or tricks 
to keep your pet happy and healthy.  

SOCIAL CONTESTS

• Create engaging contests on Facebook 
and Instagram by offering prizes. Promote 
your new services by having winners get 
their prize via curbside pickup or delivery. 
Contests always deliver for engagement! 

 - Depending on the contest structure we 
 suggest no more than 3-5 days to run 
 a contest. 

 - Make these fun to get people involved. 

 - Leverage your POS and include email  
 contacts as well as social pages. 

 - If your store is getting a lot of new  
 business, use a contest or coupon offer  
 to get people to provide their contact  
 information for future retargeting. 

SPREAD THE LOVE 

• In times like these we all know someone who 
could use a little help or cheer in their lives. 
Create a promotion where a customer can 
buy a product to be gifted to someone or 
their pets. It’s just like sending flowers!

 - Because so many stores are doing  
 delivery this is an easy add on. 

 - B.F.F. has a lot of hearts on it. And I 
 heard it’s super tasty (my cat told me). 

EMAIL BOUNCE 
BACK COUPONS TO 
CUSTOMER BASE

• Leverage your POS to create an email to 
your customer base where customers include 
their personal email addresses in order 
to potentially win food. Every participant 
receives an in-store coupon.

BOUNCE BACK COUPONS 

• Include a small dollar amount coupon (An 
example would be $5) to get the customers 
who are using the store’s services to come 
back again. 

WHAT’S IN STOCK PICTURE

• Take a picture of items that now are either in 
stock or back in stock if the store has been 
back-ordered on a favored product. Simply 
post to social media to let customers know 
you’re open and doing business.




