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TruLife Distribution Reviews Small Brands Ability to Outpace
Giants If They Understand the U.S. Distribution Game

TruLife Distribution’s CEO Brian Gould Reviews Small Brands Ability to Outpace Giants If
They Understand the U.S. Distribution Game
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Tampa, Florida Jul 25, 2025 (Issuewire.com) - Many emerging brands believe they cannot compete
in the U.S. market because they lack the resources of large companies. According to Brian Gould, CEO
of Trulife Distribution, that belief is incorrect. With the right approach to distribution, smaller brands can
achieve faster growth and greater visibility than companies many times their size.

“Big brands often move slowly,” says Gould. “Smaller companies have the advantage of focus. They
can be precise. That is what U.S. distribution demands today.”

Brian Gould has spent years helping international manufacturers bring their products into the U.S. He
has built a reputation for guiding companies through every stage of entry and expansion. His company,
Trulife Distribution, offers support in compliance, logistics, marketing, retail presentations, and ongoing
account management.

Small Brands Must Think Differently

Gould explains that many young companies make the mistake of trying to follow the strategies used by
major corporations. They chase large-scale exposure before understanding local demand, and in doing
so, they lose control of cost, inventory, and brand story.

“A smaller brand should not try to be everywhere at once,” says Gould. “You need to focus on the
markets that matter. Start with regions that show the strongest response. Build from there.”

Instead of pushing products into every retail outlet, Gould advises targeting buyers who specialize in the
brand’s category. He recommends building relationships with independent retailers and regional chains
before approaching national stores.
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“Buyers want proof that a product can sell,” says Gould. “Starting in focused markets gives you that
data. It builds trust.”

Fast Response Matters

Brian Gould believes that agility is one of the strongest assets small companies have. Unlike large firms,
they are not tied down by layers of approval or rigid systems. This flexibility allows them to adjust quickly
to market shifts and consumer trends.

He points out that American consumers now expect more personalized products. They care about how
things are made, where ingredients come from, and what values a company supports. Smaller brands
often speak more directly to those values.

“You don’t need to pretend to be big,” says Gould. “You need to be clear. You need to be relevant.”
What Trulife Does Differently

Trulife Distribution is built to help brands succeed in one of the world’s largest markets. The company
acts as a local partner for international businesses. lts services include label compliance with FDA

guidelines, warehousing, logistics coordination, broker representation, and buyer outreach.

Gould explains that many foreign manufacturers underestimate how complex U.S. retail can be. Product
placement is only one part of the equation. A strong backend operation is just as essential.

“We help companies avoid mistakes that cost time and money,” says Gould. “There are a lot of moving
parts. You need a team that understands the whole picture.”

Gould also points out that the U.S. market is not one single audience. What sells in California may not
sell in Florida, and regional strategies often outperform national campaigns.

“You don’t need to launch in all 50 states,” he says. “You need to know where your brand fits best.”
A Changing Retail Landscape

Gould believes the retail environment is more open to new brands than ever. Buyers are looking for
innovation and fresh ideas that reflect the current mood of consumers.

At the same time, expectations are rising. Retailers want reliable partners. They need timely inventory,
marketing support, demand, and scalable systems.

“Retailers are cautious,” says Gould. “If you can prove you’re prepared, they will give you a chance.”

He adds that trust is earned by doing things right from the start. This includes having U.S.-compliant
packaging, a functioning supply chain, and a clear marketing message.

Final Words for Emerging Brands

Gould encourages small brands to remain confident. He believes that they can build strong and lasting
positions in the U.S with focus, clarity, and the proper support.
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“You don’t need a massive budget,” he says. “You need a smart plan. That’s how smaller companies
win.”

To learn more visit: https://trulifedist.com/
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