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Retail Arbitrage Fundamentals

Instructors: Nathan Bailey & Jeffrey Clark

0:00:00 Nathan: Hello, everybody, and welcome to another edition of Buy Local Sell To The 
World. Today, we're gonna talk about the fundamentals of retail arbitrage. As usual, I've got my 
good friend, Jeffrey Clark here. How's it going, Jeff? 

0:00:16 Jeff Clark: Awesome, Nathan. How are you doing? 

0:00:18 Nathan: Great, man. The sun is shining, the birds are chirping. The opportunities are just 
flowing in left and right to make money selling products online, and this is one of my favorite ways 
to do it. There's so much opportunity in retail arbitrage and people often overlook it or they view it 
as, "Oh, this is really hard work. I don't know if I can do... " It is hard work, it's...

0:00:47 JC: Oh, yeah.

0:00:48 Nathan: You can get a great return on your time, though, and it's solid, and it's business 
that'll always be there for you. What does retail arbitrage mean? 

0:00:55 JC: Absolutely. Well, retail arbitrage is basically going to just a brick and mortar retail 
store and buying things for less than you can sell them for online. And of course you're looking for 
the biggest margin you can to make as much profit as you can, but it sounds kind of complicated, 
because we tend to think that a product... We think of products in stores, we think that there's one 
price for that product and everywhere you look it's going to be that price, but that's really not true. 
It's so easy to find things at one price and be able to sell them online for three, four, five, 10 times 
what you paid for it.

0:01:42 Nathan: Yeah, even buying it at retail price in your area.

0:01:46 JC: Sometimes, yeah, exactly.

0:01:48 Nathan: You can buy stuff at retail in retail stores and turn around and sell it for more 
money on Amazon because to people buying it on Amazon, it's a convenience. Let's say that person 
that lives in Manhattan that lives in a high-rise building, in order for them to go out and get that 
certain product or that item, or grocery, and we'll take... We're gonna use Pop-Tarts as an example in
this training, they'd have to go down the elevator, get in the cab, they don't have a car, go to the 
grocery store, get a cab back 'til at home and go all the way back up the elevator when the 
convenience of having it delivered right to their doorstep with their Amazon Prime account is what 

Page 1 of 28



BuyLocalSelltotheWorld.com

they're gonna do, and they're willing to pay that price to get it. So...

0:02:25 JC: Right. And the other end of the spectrum would be somebody who lives maybe out 
west, let's say Montana and they're two hours from the nearest Walmart, well, they don't wanna 
drive two hours to get their Pop-Tarts, it's easier to click a button on Amazon.

0:02:38 Nathan: Exactly, convenience. But these deals are everywhere when you know where to 
look for them. See, I think people... You would never realize in a million years that Walgreens is a 
great place to go to find products on their end caps, closeout, clearance, liquidation stuff that they're
selling that you can go in and buy it up, snap it up, and then turn around and resell it for a great 
profit.

0:03:05 JC: Absolutely. I have clients all the time that say to me, "What store should I go to? 
What's a good store to go to?" And honestly you can go to any store, I can hardly think of any store 
around me that I've not been to and found some product at some time.

0:03:21 Nathan: Yep. And some stores are gonna do better than others that were in my area.

0:03:25 JC: Absolutely.

0:03:26 Nathan: I live in an area where it's pretty affluent. There are a lot of people here that are 
wealthy but there's a little Walmart close by where I live here that I can never find good closeout, 
clearance, liquidation stuff that they're clearing out the clearance sections, one of the best places to 
find these items that you can buy low and turnaround, and resell online for a higher price. But in 
every area has what we call the sweet spot, like that Walmart, I'm not finding stuff there, but the 
Super Walmart five miles down the way, that right there that's where I'm finding tons of great deals. 
And I have a relationship with the store manager and I go back to that well over and over. I go back 
to the sweet spot, there are certain places where I'm scanning for books. There's certain places 
where I'm scanning for odd lots, or it could be a health food store in your area. We're gonna talk 
about all those locations but every area...

0:04:22 JC: That's a great example, Nathan. I've got... I live in Northern Indiana and around here 
we have a chain called Myer and it's set-up kind of like a Walmart, 'cause they have groceries and 
clothes, and automotive, and toys, and seasonal stuff. It's set up kind of like a Walmart but... And I 
get deals there all the time. I can't walk into a Myer without finding some great retail arbitrage flips,
but they only have stores in like a five-state area in the Midwest, so where I'm at that's my sweet 
spot. And where you're at, you're gonna have something different.

0:04:54 Nathan: And you can't find the sweet spot in your area. Everybody for the while there was 
like, "big lots, big lots". Oh, well, the one that's close to me gets shopped, there's not a ton of 
liquidation closeout, but the one that's down by the college, BYU, in Provo, I live in Utah here, but 
that one is awesome. That one's been there forever, that's one of their bigger stores and there's 
always deals there, right? And you get to know the store manager, leave him a business card saying,
"I buy your closeout, your clearance, your liquidation if you've got stuff," and these store managers 
that run these stores, they've got to get rid of that stuff or they get in trouble. So when you go and 
you tell him who you are and what you do, and what you buy, and you give him a business card, 
they're gonna hold onto that. And they will call you, you start sucking up to these store managers 
and they'll hook you up. I mean, you can go to... I bought a whole end cap of K-Cups, of coffee, 
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right? 

0:05:48 JC: Oh, man, those are great.

0:05:48 Nathan: At a Shop Co, right? But I called the store manager, I talked to him, said, "Hey, 
listen. I'm interested in buying this whole end cap of coffee, is there any way... Is the store manager 
here? I'd like to talk to him about it if I could." And they'll be like, "Oh, yes, sir," and they'll get the 
store manager and the store manager will come over and you say, "Hey, listen, if you've got that lot 
of coffee over there on the end cap that you're clearing out. I'd be interested to buy it all, but is there
any way that you could maybe give me a 10% discount if I buy it all?" And sometimes they'll say, 
"Nah, I can't do it. I've already got that marked down as low as I can go," or a lot of times they'll 
say, "Yeah, sure, an extra 10% off." They'll tell the person that'll help you get it all, "Yeah, give 
them an extra 10% off on this," or they'll follow you up to the register where you'll run and grab 
five carts, shopping carts and fill them full.

0:06:35 JC: That's right.

0:06:36 Nathan: And walk out with, just because you asked a $30...

0:06:40 JC: Yeah, 'cause you're doing them a favor. You're helping them make way for new fresh 
inventory.

0:06:45 Nathan: And it's a $300 profit right there in one pop, right? So scan everything and I say 
this, if at first you don't succeed, scan everything. I get these clients that go out and they say, "Well, 
gosh, Nathan, I followed the proven Amazon course and I went out and did retail arbitrage and just 
did what everybody said to do on the my silent team group, and I just didn't find anything." I'm like,
"Well, how many items did you scan and where did you go?" "I just went to this Walmart here or 
Home Depot or Best Buy." Best Buy in my area never has anything, right? "How many items did 
you scan?" "Well, I only scanned about 10 items." You gotta scan more than that. This is hard work.
[laughter] It's hard work, but you know what? If you don't succeed, just start scanning everything. 
Pick an aisle, go down the toy aisle or the grocery aisle or the cereal aisle or the candy aisle and I've
found stuff that it's rare and discontinued, like the coconut M&Ms. This was a long time ago but 
when they first came out, they were only in certain places and people, everybody wanted to try 
them and they couldn't get them in their area and then they became just limited or discontinued and 
no one could find them and I was still selling them. I bought a bunch of them. You can perceive 
what's gonna happen if you can think things through, if you're doing hard, smart work.

0:08:09 Nathan: If you scan like let's say the cereal aisle at your grocery store, I can pretty much 
guarantee you that after you've scanned every item in that aisle, it'll take you an hour and a half or 
so [chuckle], but after you've scanned everything, you'll probably find two items that sell at retail 
there at your grocery store that you could sell online over and over and over. You can go back to the
well and these are replenishable items that you can keep getting over and over and over and over 
and selling online. That is, of course, until someone else figures it out and they come in and crowd 
the market space.

0:08:41 JC: Exactly.

0:08:42 Nathan: But that doesn't happen that often.
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0:08:44 JC: Yeah, now, let me share one strategy I use going into a retail store, and I like to share 
this with clients that say, "Okay, so I enter the store and there's thousands of items in front of me, 
what do I do?" My suggestion, the first thing they should do if they're looking for those clearance 
end caps is walk around the perimeter of the store, because clearance stuff is usually going to be 
stuck at the ends, the end caps, of the aisles or stuck back in the corners of the store. So the very 
first thing that I do and I encourage clients to do is to walk around the perimeter, and that's where 
they're gonna find a lot of the clearance stuff.

0:09:19 Nathan: Yep, and I tell you this. You wanna get in a store and get out. You wanna pick it 
and go. See, that's the key. Your return on your time has to match up with your return on 
investment. What is your time worth? If you check your income barometer, how much an hour 
would you say you're worth? Me right now, I'm at $300 an hour. I have a team out there that are 
finding retail arbitrage things and bringing them back and packing, shipping, listing and all that 
stuff and I give them a budget, but I fund the whole deal and I pay them to do so. So work hard, 
work smart. Go out and get results. Hard work will always pay off, but you've got to stick with it 
and you've got to see it through. It's not a matter of if retail arbitrage works. We've proven that.

0:10:04 JC: Oh, definitely. And you gotta learn from your experience too, you know. I love the line
you have here about scanning everything because, if nothing else, even if you don't find any 
products you're gonna be learning what works and what doesn't work.

0:10:16 Nathan: Yeah, and Jeff, when people are like, "Well, gosh, what do I go out and look for?"

0:10:22 JC: Oh, geez, Practically anything and I really mean practically anything. This image that 
I've got here, I went to my Amazon account and I just found the top 20 categories that I have sold so
far this year, this is just year to date, and every single one of these categories I have found items 
doing retail arbitrage, so you can look through there. That's practically anything you can think of for
life really.

0:10:49 Nathan: These are all good categories, but you have to be aware of the categories that are 
requiring approval. You can't just go out on Amazon and sell in every category. There's three 
categories here, like beauty requires category approval. Grocery requires category approval. Health 
and personal care, clothing, automotive... You know, like, for instance, toys, in the selling season, in
the fourth quarter it requires that you sell FBA. You can't sell them merchant fulfilled.

0:11:20 JC: Right.

0:11:20 Nathan: There's a difference. FBA is when you send it in to Amazon's warehouse. 
Merchant fulfilled is when you're shipping it to the customer and doing the customer support. So 
some of these categories you gotta be aware of what categories you're approved for and/or products 
that are restricted, and we're gonna talk about that. So anything, you'd be blown away at what you 
would turn around and sell that people... You wouldn't think in a million years, "That sells online, 
really?"

0:11:47 JC: It's amazing.

0:11:48 Nathan: I can sell Pop Tarts online and make a profit. [laughter]
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0:11:51 JC: Adult diapers... Oh, my gosh! 

0:11:54 Nathan: Adult diapers.

0:11:56 JC: Wow.

0:11:57 Nathan: You show me one adult that has to wear adult diapers that wants to go in the store 
and buy them for themselves, way rather buy them online. So you start finding out the back story 
of, "Wow, this is why I can go to my retail store and buy that over and over again and turn around 
and sell it on Amazon or eBay at a huge profit and why isn't everybody doing this?" Well, just 
'cause it's human nature. It's the 80/20 rule, right? 

0:12:26 JC: Exactly, exactly, not everybody wants to do the work.

0:12:30 Nathan: So seriously, anything... I mean tell us about this and this is of a screenshot of a 
video and you've got a lot of great videos, Jeff, on the Sourcer's Apprentice Facebook group, and 
this video will be underneath this video too if you wanna watch this video, you can. Tell us what 
we're looking at here.

0:12:49 JC: We'll include a link to this whole video, but this is one of my retail arbitrage hauls that 
I did and I took this screenshot off of it, because you can see so many different categories just from 
the one haul. You've got electronics here, you've got hunting products, you've got pet products, 
you've got outdoors, you've got health, health and beauty, you've got kitchen products, there's toys 
up in the top corner and what you can't see, I wish I could have got more here because there's in the 
same video, in the same haul, I also got automotive products, I got baby products, I got home, 
bedroom sheet sets, I got arts and crafts supplies, I got so many different categories in one haul. So 
yeah, seriously, anything.

0:13:32 Nathan: And this a strategy that... You know, I work weekdays and weekends. The 
weekdays are the times, the hours that the store manager would be there, that's when I wanna go. 
But after I go yard selling and estate selling on a Saturday, we'll stop, we'll have lunch, at that point,
all the good yard sales and the stuff's been picked, then I go out and do retail arbitrage and 
sometimes over the weekends, they'll mark stuff down. I remember walking in on a Labor Day to a 
Walmart and they all of a sudden announced on the speaker, "All toys are 80% off right now.'

0:14:10 JC: Oh, my gosh! 

0:14:11 Nathan: It was like a blue light special, and they shut us down, the store manager literally 
came to me and said, "Hey, man, you gotta save some of the stuff for the other people." I had eight 
shopping carts full, just salivating like crazy. Literally, where my wife would take the shopping cart,
I would stick an arm down the shelf and just whip everything into the cart and the shelf and the 
store people that worked there were freaking out on me, "Sir, you have to stop. Sir, you can't buy it 
all." They wouldn't let me buy it all, it was the weirdest thing ever.

0:14:45 JC: That's crazy.

0:14:46 Nathan: They stopped us at eight shopping carts, literally between me and my wife and 
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they wouldn't help us either, it was really rude. We just happened to have our two kids with us, so 
I've got my little three year old pushing a cart.

[laughter]

0:15:01 Nathan: Bumping in to like, knocking products off the shelf 'cause he doesn't... I'm pulling
three carts myself, it was wild. Those deals, it's there, these items are there and anything and 
everything, if you develop an eye for it and you have that mentality of, "Today I'm gonna find deals,
deals are... "

0:15:21 JC: Exactly. And the deals you find are crazy, just last night, Nathan, I had a gig with my 
band and I stopped at Walmart to get something and I found a bunch of Wilton cake products that 
for some reason were marked 90% off. So I went nuts buying Wilton cake products last night.

0:15:39 Nathan: Yeah, we bought a bunch of stuff at Target this week that was crazy. During the 
summers, you're gonna find that there are a lot more products like toys, usually right around August 
and Labor Day is when they're getting the stuff that is in these retail stores that is not selling, they 
clear it out to get rid of the old to get the new for fourth quarter because September, October's 
coming...

0:16:09 JC: To make ready for Christmas.

0:16:09 Nathan: They don't want anything, any clearance stuff on the shelf during the month of 
November and December. They want the shelves to be full of stuff. Retail stores make 80% of their 
profit in the fourth quarter. So summer time is a great time to be doing retail arbitrage, any time is a 
good to be doing retail arbitrage, right after January, too, right after Christmas, two to three weeks 
after Christmas, then they really start to push things out to get rid of all the winter stuff to get 
spring.

0:16:37 Nathan: There's stuff, there are times when I'll buy Halloween products, after Halloween, 
they're clearing out Valentines. Christmas gift sets or Christmas ornaments, Christmas lights, oh, I 
killed it on Christmas lights this last year because two years ago, they finally got down to where 
they cleared Christmas lights out at 90% off. I literally bought everything, I'm talking like 400 units 
of Christmas lights, but I held on to them and I kept them in totes. They were clearing out the totes, 
too, so I bought clearance totes to put the lights in and then the next year, around October, they 
started flying off the shelves, they just started flying off the shelves and so there's a lot of strategy in
this, but when you're out there scanning and you're finding these products, sometimes you run into 
damaged packaging and damaged items that they're clearing out. You hit clearance shelves where 
they're clearing stuff out because it's damaged packaging and there's things you gotta know about 
that.

0:17:31 JC: Sometimes, you'll even find like things that have been opened. There been a couple 
times I've been burned when I was first starting retail arbitrage, I would grab some lotions or 
shampoos or something off the clearance shelf and bring it home to list it and open up the lid and 
realize that the reason it was up there is because somebody had already opened the package and you
can't sell stuff like that on Amazon.

0:17:55 Nathan: You can't. You really have to be careful that you, that's the big problem with 
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buying liquidation... Retail arbitrage is so much easier than buying off of liquidation companies and
liquidation.com and things like that, is because those are all shelf pulls and returns. And sometimes 
you're looking at clearance and you have to really determine and decipher, do I have to sell this 
used? So if I get damaged packaging on things, like there's a product that I advertise for locally, that
people sell to me, it's a medical product that people get through their insurance that a lot of times 
they don't use. I can't tell you what it is 'cause I only teach coaching clients this. It's reserved only 
for coaching students, but as far as this product, I sell it for about a 300%-400% profit. And 
sometimes, the boxes they bring me are damaged. They've crushed them, the packaging's messed up
and because it's a medical product, you can't... You have to sell it on eBay. You can't sell it on 
Amazon. You have to sell it on eBay, you have to take a picture of it and say, "Yes, the corner's 
crushed here on it and it's not new." And I'll tell you that if you sell anything that could be deemed 
as damaged and Amazon calls you out on it and they say, "Send me your invoice," and you send 
them an invoice from, "Oh, I bought this from TJ Maxx or Marshalls," or these are all great places 
to go: Ross, TJ Maxx, Marshalls.

0:19:25 Nathan: But those receipts are not gonna save you when Amazon says, "We want your 
receipts of where you bought it." Or if you get an inauthenticity complaint or a damage complaint. 
Those receipts are not gonna be good enough for Amazon. So I wouldn't even risk it if the product 
is in the least bit damaged. You have to sell it as used or you have to sell it on eBay and I usually 
sell stuff on eBay because, I'm not lazy. I'll sell stuff merchant fulfilled. Right now, as of 2016, 
we're in the month of July right now as we record these trainings. I'm shipping out on average about
150-180 items, merchant fulfilled, per day.

0:20:06 JC: Excellent.

0:20:07 Nathan: Out of my house.

0:20:08 JC: Excellent.

0:20:09 Nathan: I'm just telling you that it works.

0:20:11 JC: You betcha.

0:20:13 Nathan: So not only damaged products, but we have to look at expiration dates on 
products. This particular product that I sell, the price and the value of an item will be determined on
when it expires. And so if an item has an expiration date, Amazon has some very strict policies on 
expiration dates. Food and groceries are great retail arbitrage products. Coffee? Go out and find 
coffee, it sells. It sells real well on Amazon. But if it expires, then you need to know the rules and 
that's why we put this up here. So a product that has an expiration date.

0:20:48 JC: Right, that's the grocery. You mentioned, you had a medical product. There's a lot of 
health and beauty products, make up. Some make up has expiration dates.

0:20:57 Nathan: Yes, anything with an expiration date.

0:20:58 JC: Something you gotta be on the look-out for.

0:21:01 Nathan: Absolutely, and these expiry products can be listed on Amazon and done FBA, but
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the unit is lot controlled and the remaining shelf life of the unit must be greater than 105 days from 
the time of receipt by Amazon. So the time Amazon gets their product and checks it into their 
warehouse, it cannot expire in less than 105 days. Units that are within 50 days of being expired 
will actually be removed for disposal by Amazon. You won't get those products back. You cannot 
return expired items or items within 50 days back to you to try to sell. They'll just destroy it. So you
have to be very aware of that thing, so that's something to look for. And not just what not to look for
but what are we looking out for in certain products on Amazon. We wanna show you where to find 
the good products, but we wanna show you what to stay away from so you don't... That's the best 
thing about this training is we're gonna try to help you avoid the trial and error that we had to face 
in learning how to do this stuff ourselves, right? 

0:22:15 Nathan: So restricted products. We talked a little bit about this. There are some products 
that you cannot list on Amazon at all. Like, for instance, Nike has a ton of products that they don't 
allow you. Northface, I mean, some of the clothing products that I've tried to sell that I've gotten 
burned on. And even some of the brands and the lines that I sell on, some things can be sold, but 
some things are actually restricted and the best way to do that is... And we're gonna talk about this 
more in a minute, but to have the official Amazon seller app on your smartphone while you're out 
finding things. And before you buy it, you can try to list the item before you buy it and it'll tell you 
right there from that app if it's a restricted product or not.

0:23:04 JC: Right, I love the Amazon Seller app because it does show you right off that you can't, 
if you can't send it in. It'll show you whether it's a restricted category, maybe it's a category that 
you're not... You talked about restricted categories earlier: Grocery, health, automotive. Maybe 
you're not approved in that category, but some brands just don't allow anyone to sell their products 
on Amazon. You've mentioned a couple, Oral B is another one. Rosetta Stone. Rosetta Stone doesn't
even allow third party sellers on eBay. They will shut down every listing.

0:23:37 Nathan: Yep, a lot of high-end name brands will sometimes be restricted, so a lot of times, 
and this happened to me a lot, I would go buy things, come bring it home and find out it was 
restricted, but guess what, I could just return it. So always know what the return policy is of a store. 
If you're buying close out, clearance, do they allow you to return it, and find that out, okay? 

0:24:00 JC: That's a very good point.

0:24:01 Nathan: Another thing too that could help you is to get a tax ID number or a reseller's 
certificate, 'cause when you're buying stuff retail arbitrage, you can actually, in tax states, you can 
pull out your tax ID number and say, "Listen, I'm purchasing this as a business and I have a 
reseller's certificate or a tax ID number."

0:24:25 JC: I do that all the time.

0:24:26 Nathan: And they don't charge you sales tax.

0:24:28 JC: That's right.

0:24:29 Nathan: And you can do that. You can get away with that because you're buying it to turn 
around and resell it and that's the rule. You're turning around to buy it to resell it.
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0:24:39 JC: Saves me a bunch of money.

0:24:41 Nathan: That's another thing to keep in mind. We talked about damaged packaging. Watch 
out for that. Watch out for the expired dates. Look out for stuff that Amazon dominates on, right? 

0:24:54 JC: Yeah. I'm gonna say one more thing about damaged packaging and expired dates. You 
can still sell those things on eBay. It's just Amazon you can't sell those. I sell a lot of expired stuff 
on eBay.

0:25:05 Nathan: There's always a creative solution.

0:25:07 JC: Exactly.

0:25:07 Nathan: You're gonna run into stuff. You're gonna run into, "Oh, I got this coupon, oh, 
wait, it expired and then I didn't realize it," or you have to pay close attention to in the research.

0:25:17 JC: Heading back to stuff that Amazon dominates, that's a really, really good point because
most of the time when Amazon gets on a listing, they will undercut everybody. I was just looking at 
an item just a couple of hours before we started this call, Nathan, that Amazon... There's a bunch of 
third party sellers and then Amazon was like 20% below the lowest third party seller and I hear a lot
of people that say, "Well, it's not fair, they shouldn't do that," but honestly, it's Amazon's sandbox. 
They're letting us play in it. They can do whatever they want.

0:25:54 Nathan: Yeah. Good luck competing with Amazon.

[laughter]

0:25:56 Nathan: I do it because sometimes I have no choice. Don't try to undercut Amazon because
their automatic repricing algorithm will just price down to you and they can operate on such small 
margins that it doesn't makes sense to go out and do the hard work to come home and just break 
even, and sell stuff for a break even. So be very careful with what you buy and do the research and 
we're gonna be talking about that. In another module, we're gonna be going over all the research 
techniques, tools, everything. Just to make sure you're not running into these problems, but this is 
just some general stuff. Hazardous material as well, for instance, liquids in a glass container. First of
all, if it's a liquid, like what I sell, I sell essential oils. The essential oils are hazardous materials. I 
thought, "Oh, well, because other people are selling at Prime, I'll be able to do it." No, there's a 
whole pilot program, they have a beta program that you have to go through, prove yourself and then
they approve you to be able to sell at Prime but other than that it's a hazardous material. And you 
have to ship it merchant fulfilled.

0:27:03 JC: Yeah. And the thing is when we see... We're the average Joe, right? When we see the 
term 'hazardous material,' we think of, "Oh, wow, you're talking lighter fluid or something that's 
flammable." But no, Amazon has an entirely different definition, their own definition of what 
constitutes hazardous. Again, it's their sandbox, they can make the rules, so to Amazon, anything 
that has, like isopropyl alcohol, which is one of the most mild substances you can get, is considered 
hazardous to them. You can't send baby wipes in to sell FBA.

0:27:40 Nathan: Nope. There is a very strict policy about hazardous materials, cleaning supplies, 
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anything. And what it'll do is it'll tell you when you go to list the item FBA, that it'll tell you, "This 
is a HazMat item, you can't sell this.

0:27:58 JC: But again, you can sell it merchant fulfilled. I sell a lot of hazardous stuff merchant 
fulfilled, perfumes, lotions, bug spray, all kinds of different stuff.

0:28:08 Nathan: That's the great thing about this business, though, is that even if you bought 
something you didn't realize it was a hazardous material, you could always return the item to the 
store, hey, it's critical that you don't lose your time because time is your most valuable asset. But to 
lose money doing this is gonna to be difficult.

0:28:27 Nathan: Now, oversized items, that's another thing that I put on the list here. If something 
is longer than 18 inches on any side of its dimension, on the product dimensions, it could be 3 x 5 x 
18 inches or more longer, it's considered oversized in Amazon FBA, Fulfillment By Amazo, and 
they charge a higher storage fee and overall fee, weight handling fee, than they would any other 
product. You don't realize what that weight handling fee is going to be until you list an item and you
put those dimensions in there and you can see what your fees are gonna be. But just be aware, 
anything that's longer than 18 inches on any sized dimension is charged an oversize fee. You can be 
running on tight margins, where, okay if I buy this and sell it I'll be making 10 bucks an item, but if 
you didn't realize the 18 inch size, the extra oversize fee, that can be an extra $7 or $8 and we don't 
want to waste our time selling something we're only gonna make two bucks on.

0:29:29 JC: Exactly and that's the key right there. Oversized is the one thing on here that is not 
going to show up on the Amazon seller app we've been talking about. How it tells you that you can't
sell stuff. Well, it's not gonna tell you if something's oversized. That's something that you're gonna 
have to eyeball yourself.

0:29:44 Nathan: You have to know the numbers.

0:29:45 JC: Yeah, you got to because it's not that you shouldn't or can't sell oversize stuff. I sell a 
bunch of oversize stuff on FBA but I make certain that my margins are larger than for normal stuff, 
'cause like you said, if I'm planning on $10, it's not gonna happen, when those oversize fees comes 
in. But if I'm making $50, $60, $70 on an item, then I can absorb those oversize fees.

0:30:14 Nathan: Yep. We're selling and we're sending it merchant fulfilled as well. So if you're not 
gonna send it in FBA and you decide, "Well, I can still make a good profit on this if I sell at 
merchant fulfilled on either eBay or Amazon." Right? Know what the shipping cost is going to be 
of that item. Figure it out. I have a website that's free, called integriship.com. You sign up for a free 
account and you can get free shipping quotes from every carrier of what it's gonna cost. You also 
get shipping quotes of, if you can sell it next day air. A lot of times some people need stuff out of 
necessity, and they're leaving on vacation in three days. They don't have time, they have to have it 
shipped next day and they'll pay the extra cost to do it. I also sell international a lot of stuff as well 
that people in France would buy and pay the shipping cost, 'cause they can't get it there, but they 
want that specifically.

0:31:09 JC: Sure.

0:31:09 Nathan: So don't be afraid to sell merchant fulfilled, and don't be afraid to sell 
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international and use the global programs that eBay and Amazon provides. Now, let's talk about 
finding profitable items. And let's go dig down into the specifics of where we find these items. And 
we've talked about some big chain stores already, Jeff, but this Philips Sonicare item, you picked 
this up in Walmart? 

0:31:33 JC: Yeah. I just use this as an example here, because obviously everybody knows Walmart,
it's probably the biggest chain store in the US, probably in the world or close to it. And I found this 
particular item and I don't wanna just say, "Everybody go out and look for Sonicare," because it's 
not the only brand. I'm just using this as an example. I find these frequently at Walmart discounted 
down to, I don't know, $15, $20 and I have flipped them on Amazon for $100 or $120 every single 
time. I just use this as an example of, "Look everywhere." Look for anything in the big chain stores,
Walmart, Target, Costco, I've bought stuff from all three of these. They all have items that they 
wanna get rid of to make room for new inventory, and that's where we find the opportunity.

0:32:25 Nathan: Yep. And I'll tell you this, these big chain stores, they have different policies. For 
instance, Walmart has a policy where they will price match any other store. If you can find it 
cheaper, they will price match. For a while, they were price matching with Amazon. If you can find 
it cheaper on Amazon, we'll price match it. Target, do not ever tell anybody that works there at 
Target that you're buying stuff to resell. At Walmart, there are times where I will say, "Yeah, I turned
around and flipped this stuff on Amazon," and they'll be like, "Oh, cool, right on. Now, what is that 
you got?" "Oh, it's a barcode scanner." People walk up to me, "What are you doing? "I'm just 
scanning your barcode on the side of it." I tell them, like, a lot of people are like, "You're crazy. 
Why would you tell other people what you're doing? Then they're gonna compete with you." Trust 
me, there is an abundance out there of opportunity.

0:33:13 JC: There really is.

0:33:14 Nathan: And you gotta realize human nature. I can guarantee you that maybe 0.03% of the 
people that ask me what I'm doing, and I explain to them everything. "Yeah, I sell it on Amazon and
you can make a profit. Here, look." They'll never, ever do it in a million years.

0:33:29 JC: Most people don't want to.

0:33:31 Nathan: No, they won't.

0:33:32 JC: That's right.

0:33:32 Nathan: They won't. So don't...

0:33:33 JC: But you're right, you're right about Target.

0:33:34 Nathan: Be open and positive about what you're doing, where you're at. You could be open
about it in Walmart. But Target, they'll kick you out the store.

0:33:41 JC: Yeah. They have a company policy and they teach employees how to watch for 
resellers and crack down on 'em and kick them out of the store.

0:33:53 Nathan: Yep. It's against their policy. Now, it didn't use to be. And there were times where 
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you'd be doing online arbitrage. This is where you go to their websites, the store websites, Walmart, 
and you start, you find something that's on sale at a Walmart, in clearance and closeout, you realize, 
"Well, I wonder if other stores have this stuff online?" You can go on a Walmart and buy the same 
deal that bought in the store that they were clearing out that week or that was on sale or that they 
had coupons or what not. But with Target... If you're ordering stuff online and you're sending it to a 
prepping company that actually preps your inventory or whatever, if they notice an address and 
you're buying 20 of an item, they're just gonna assume that you're buying to resell and they're just 
gonna say, "We've canceled your order." Now you're blacklisted, right? 

0:34:40 JC: Right.

0:34:40 Nathan: So be careful with Target, but at the same time, don't let their policy stop you 
from getting great deals. I find great deals at Target.

0:34:47 JC: Oh, yeah. I still get good deals at Target. I'm just discreet about it.

0:34:51 Nathan: This is how I work Costco. I'm not gonna tell you exactly the categories I'm in, 
but they sell me multi-packs of the product. That's what Costco is all, about selling in bulk, right? 
But what I do is I buy the bulk and then I break it down into individuals.

0:35:08 JC: Right.

0:35:08 Nathan: Right? 

0:35:09 JC: Yep.

0:35:10 Nathan: You could do that with tools as well. You can go to a Home Depot and buy a 
whole big huge $300 tool set and break it all up. Chris Green taught me this, who is the owner of 
ScanPower, which is a barcode scanning tool, we'll get into it in a second, but you can break those 
toolsets up and actually sell them individually and make more money, make a huge profit on that.

0:35:31 JC: Wow! 

0:35:32 Nathan: So coupons as well. Brett Bartlett... I'm gonna probably put a link here below this 
video as well as a resource to his coupon engineering course. There's literally a program where you 
can go out and find... I mean, just if you look in the newspapers and you clipped coupons and you 
know little bit about it. There are websites where you can get coupons and what not. And there are 
websites where you can buy store...

0:35:56 JC: Brett is a coupon king.

0:35:58 Nathan: Oh, yeah. Oh, yeah, I'll tell you. The coupon engineering course? 

0:36:01 JC: It's insane.

0:36:02 Nathan: That's part of the PAC course is excellent.

0:36:05 JC: Yeah.
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0:36:06 Nathan: The strategies still work. He did that course a few years ago and we want you to 
be aware of that.

0:36:11 JC: Right, it's still relevant.

0:36:14 Nathan: Because the coupons are important as well as the store credit cards, for instance, 
in Walmart. If you sign up for Walmart credit card, the first $100 that you spend with that, if you 
spend $100, you get 10% off your purchase, on anything.

0:36:29 JC: Yeah.

0:36:30 Nathan: So that's adding an extra 10% to your profit.

0:36:33 JC: Right.

0:36:35 Nathan: Right? Using a store cards and then you get points, but see, when you sign up for 
these store cards, like the Target card, the Walmart card, Toys R Us card, so you don't have to 
actually get the credit card, you could just use their store rewards cards. Like I have a rewards card 
for CVS, for Walgreens.

0:36:51 JC: Walgreens.

0:36:52 Nathan: I have rewards cards for Big Lots. I have rewards cards for everything and they 
email you and notify you sales and deals and promotions as well.

0:37:02 JC: Right.

0:37:03 Nathan: So that you can... I literally have walked into Target and with coupons walked out 
with almost 30 units of Colgate toothpaste for free. Nothing.

0:37:15 JC: Sweet. [chuckle]

0:37:16 Nathan: No money.

[chuckle]

0:37:19 Nathan: And then you sell them in three packs. Boom, boom, boom.

0:37:20 JC: Yeah.

0:37:21 Nathan: Right? 

0:37:22 JC: That's sweet.

0:37:22 Nathan: So not only are we talking about the big chain stores, but your own regular 
department stores that are in your area. Home Goods, Kroger, even like the stores like Kohls or...
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0:37:33 JC: Sure.

0:37:34 Nathan: Or Macy's. The different department stores, Old Fred Myer or Kmart. They may 
not... These stores are going out of business.

0:37:45 JC: A lot of them are, yeah.

0:37:46 Nathan: And you know what? Now's the time to be jumping on the retail arbitrage 
bandwagon because when these stores go out of the business, at the very end of it, they get 
desperate and sell everything out at absolute liquidation 'cause they're on a clock to get out and be 
done.

0:38:02 JC: That's right. JC Penney's? 

0:38:04 Nathan: Sports Authority? Sports Authority, though, for the longest time, for like six to 
eight months, "Oh, yeah, we're doing a clearance sale," but it was fake clearance. Watch out for fake
clearance. Your Walmart will do it a lot. It'll have that yellow tag that says clearance but, "Oh, it was
$5.98 now it's $5.15." That's not cool.

0:38:25 JC: Right. [chuckle] That's not a clearance.

0:38:27 Nathan: Right? But in these department stores, this is where you're really, really gonna 
find consistent deals because they're products that only Kroger gets. They have the source on it and 
they're the only one source. Or like Trader Joe's I would consider to be another department/grocery 
store. I think that these are, Kohls, I've found some amazing deals. Once again, you're getting a 
Kohls' credit card. You're gonna get deals, $20 off, cash off deals. You rack up points, to have a 
system in place to where you go in and raid your local department stores every other week or every 
week.

0:39:12 JC: Sure.

0:39:13 Nathan: I know people that are hitting different cities. I have a guy here that I work with, 
that's a coaching client that lives right here where I live. He's the most aggressive retail arbitrage 
guy I've ever seen. He does $70,000 to $80,000 a month. That was the last I checked him on it, 
right? 

0:39:27 JC: Nice.

0:39:28 Nathan: Just doing retail arbitrage here in the Salt Lake City, Provo, he drives all the way 
to Ogden, within a three to five hour driving radius, right? He will just travel all the way up I15 and 
hit every single store. He'll work eight hours a day, 40 hours a week doing it and then they drop 
everything off at their warehouse in Springville and they have a team there that just does all the 
packing, listing and shipping. They run a big operation.

0:39:55 JC: Nice.

0:39:57 Nathan: In fact, Brett Bartlett doing this, hitting all these department stores, hitting all 
these big box stores, hitting all these chain stores. They're finding the same things, like one thing 
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about this, like Home Depot for instance, I found water genies; these are water cans that you hook 
up to your hose. Here in Utah it's a desert, desert climate. Desert goes straight in the mountains. 
And that desert climate requires that if you want a green grass you have sprinkler systems. 
Everybody has sprinkler systems here. Now, in San Diego it's a little bit different because it's humid
and you know what I'm saying? The weather's different there in LA, things just grow differently, but
here, nobody uses a watering can, you hook up to a hose. We all have sprinklers, so those water 
genies didn't sell in the Home Depots here, they didn't. So I ran around to each Home Depot, I 
bought 36 of them but I went to every Home Depot within an hour from me that day.

0:40:53 JC: Nice.

0:40:54 Nathan: Right? And circled around and pick them all up. That was the product I sent in so 
many of that did so well that Amazon literally purchased my inventory from me. We sold like 30 of 
them, they were like, "Hey, can we buy the rest you've got?" I can't remember how many there was 
in the account, but, "We'll buy 'em all for what you're selling 'em for right now." They bought 'em 
and then next thing you know they marked it up.

0:41:18 JC: Course they did.

0:41:19 Nathan: 20 bucks more and made money.

[laughter]

0:41:21 JC: Of course they did.

0:41:22 Nathan: There were smart about it. So I learned a lesson that day. Now also specialty 
stores, right? 

0:41:29 JC: Specialty stores are great.

0:41:30 Nathan: Health food or health stores often...

0:41:33 JC: Just about, right.

0:41:34 Nathan: Hardware, anything...

0:41:37 JC: Just about anything. This product here, I found this in a little natural health store that's 
actually run by an Amish guy and he had these sitting on his clearance rack and of course I checked 
the expiration dates. The expiration was still good, he just wanted make room on a shelf. So I 
bought, I don't know, a couple dozen of these at two bucks apiece and sold 'em on Amazon for $16 
apiece. They sold pretty quick. So don't discount it just because it's a small, little store, don't think 
that they're not going to have anything there. Office supply? Okay, I live in a small town and we 
have a little, just a family-run office supply store. They have two stores in a couple different towns 
and I went in there and they had a whole table full of expired ink cartridges. Again, expired stuff 
you can't sell on Amazon, but I made them a low ball offer for the whole table and sold those on 
eBay. It took me about six months and I made a $400 profit off of it. You can find stuff at virtually 
any store.
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0:42:38 Nathan: Yep. It's all about turning inventory, flipping inventory, and the one good thing 
about retail arbitrage is that a lot of the stuff that you're gonna get is really popular, and it's a quick 
turn and often replenishable inventory. So retail arbitrage isn't for everybody, but I can tell you that 
anybody can do it, I don't care who you are. If you're rich, if you're poor, if you're big, you're small, 
you're tall, you're whatever, whatever shape and sizes you come from or place you come from, you 
can do this business anywhere and everywhere. It works, and once you start opening your eyes to 
the opportunities, this can be a very stable stream of income in your business. Now, here... These 
little mom and pop shops around town that are... Could be a grocery store, an ethnic food store, a 
gift shop. 'Cause I live in Utah, there's a lot of tourists that come here, right? 

0:43:40 JC: Okay.

0:43:41 Nathan: There are places, Jeff, where there are opportunities to make money hiding in 
plain sight. You've gotta be willing to be the one to get out there and find it before someone else.

0:43:52 JC: Absolutely. This product right here, this is 108 ounce can. Again, I live in a little small 
town, we've got one grocery store, family owned, it's been there for two generations, and I bought 
this at retail price right off the shelf for, I don't know, it was less than four bucks and I sold it on 
Amazon. I sold a lot of these for anywhere from $15 to $18 apiece and they're heavy, so it's kinda of
a pain to ship in, but that's a good profit margin right there.

0:44:25 Nathan: Oh, yeah, another thing that I did here is you can also find outlet stores and or 
manufacturers in your area that have... Like a store like Stouffer's is here. And there's another place 
called the Lehi Roller Mills, and what they make is they make like cookie flour mixes, cookies, 
blueberry muffins, pancakes, that stuff, and they have a store that you can go in and you can get it 
discounted and then they also have closeout clearance sections that you can go back and I've made 
deals with them where just because I went in there scanning, doing retail arbitrage, it turned into a 
deal where now they are having me sell stuff for them on Amazon.

0:45:13 JC: Nice. Very nice.

0:45:14 Nathan: So it's all about relationships. Get to know these store managers, get to know 
these people. Usually the little mom and pop shops are the best people to have relationships with, 
because you can go in and scan stuff in their store and they're like, "Man, I can't sell that for 
anything. If you just buy that from me for what I get it for so I could just get rid of it," and then you 
find out, "Wow, that really actually sells really well, how do I... " And you don't have a grocery 
store or a retail store to go out to that supplier and source but you can go back to that store and say, 
"Hey, listen, I bought a bunch stuff on clearance from you. Can you give me your rep, the sales rep 
contact, and what were you buying that for and you know I may have an opportunity if you can buy 
it. Everything I bought from you I sold on Amazon and made a great profit on. If I can buy that 
through you, I'd be willing to share some of the profit on other products that you can get and 
acquire from other sources." 'Cause these grocery stores, where do you think they go to get their 
product? They go to trade shows, they get... So they've done all that work for you.

0:46:14 JC: Absolutely.

0:46:15 Nathan: So relationships are the key to this business.
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0:46:18 JC: It sure is.

0:46:19 Nathan: Get business cards that are just generic and make sure that the local bookstore, the
specialty mom and pop local used bookstore, they know what you do and that... "Call me if you get 
this, here's my card," build a relationship so they like you. People do business with the people that 
they like, so if you can make a store manager at any of these stores like you, and they see a benefit 
to doing business with you and you suck up to 'em [laughter] and you're good at that, you're a 
people person then...

0:46:51 JC: Exactly, they'll call you the first opportunity they have.

0:46:54 Nathan: When they have clearance the opportunity will start coming to you, you just get 
out there and plant those seeds. Now, in order to do this business there's some things that you're 
going to need. You are going to need a smartphone, not in all situations, but I highly recommend it, 
because you have to be able to do the research. How do I get out there and find a product that's 
gonna sell very well? Well, what I do is, I scan stuff with a smartphone, and the actual camera on 
my smartphone hooks up to a program, an app that I am able to download on my smartphone, on 
my IPhone or Android phone, right? And it will use my camera to scan any UPC barcode on a 
product and it will go out on Amazon and search it and bring back the data of, "Here's how many 
sellers are selling that, here's what the lowest price seller selling it FBA is selling it for." These tools
will actually calculate what your profit would be on that product if you type in what you're gonna 
pay for it.

0:48:00 JC: Right. It'll show you the rank of the product, so you know if it's a good seller or not.

0:48:03 Nathan: Yep. It shows you all the data that you need, sales rank is important, and with 
retail arbitrage I try to buy within the top five percentile of that particular category that I'm buying 
the product in. So I'll give you a prime example of that. So if you go on Amazon and you look at, 
for instance, baby products. There's 1,600,000 products, so that means that the top 10 percentile of 
1.6 million is gonna be 160,000. So that means that I wanna be 80,000 or better sales rank on those 
products, but not all... You have to look at the sales rank average, there are a few tools that we use, 
like CamelCamelCamel and Keepa, and hook up to these apps, I can see the sales rank history to 
where I can average it out, 'cause some days it's sales rank 50, but on other days it's sales rank 
180,000. And it goes in between those, up and down, and up and down over a period of time and I 
can average out what's the real sales rank. And what I'm shooting for, ideally, is top five percentile 
of its category. In most situations, there are some situations where I'll buy and hold on what is 
called the long tail, like buying Halloween products that I'm not gonna be able to sell 'til next year, 
or buying it after Halloween and then they clear it out, or Christmas products, things like that. But I 
always know, I have a scanner on hand in my smartphone that's hooked up to either Scanpower or 
Profit Bandit.

0:49:50 Nathan: I actually nowadays use Profit Bandit, but I also have Scanpower to compare the 
datas. Scanpower is actually free, but what they do is they charge, I believe it's $40 a month, 
starting at $40 a month, then it goes up from there, but they have programs where you could scan 
something in with your phone, list it, print out a label on your Dymo label printer for the product, 
all in one shot as you list, as you go. And it helps you manage your inventory and reprice inventory. 
And Profit Bandit has some tools like that, as well, that cost $40, but the Profit Bandit app itself is 
about $19 a month, it's what I use, I really like the tool on my smartphone and it... And like I said, it
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hooks up to my cellphone and my cellphone's camera; it has to be an auto-focusing camera on your 
cellphone, and it scans the barcode of the product and brings me back all the data. I can even look at
CamelCamelCamel and look at the history of this product so that I know that, okay, it's selling right 
now for $49, but last week it was actually selling for $22. And you know it's consistent selling price
average over a period time, what is it actually? Or has this product tanked before in the past? And 
what was sold? And does Amazon come in and out on this product? Using these...

0:51:17 JC: That's a really, really good point, because as you're scanning things and looking at 
them, you gotta realize you're just looking at a snapshot in time of that day. Whether it's sales rank, 
or whether it's price or whatever, you're just looking at that day and I've had some products where 
I've been really burned. Amazon just happened to be out of stock on that day, but within a few days,
by the time I'd bought mine and got ready to send them in, Amazon was back and just trashed the 
whole profit margin. [laughter]

0:51:47 Nathan: These tools require, these two first ones, Scanpower and Profit Bandit, pretty 
much do the same thing, but they require that you have internet access on your smartphone, so you 
have to have really good LTE.

0:52:04 JC: Or wifi or something.

0:52:05 Nathan: Or by Wi-Fi if you can get that going, but these other ones, Neatoscan and 
FBAScan, these actually hook up to a PDA, like a Palm Pilot. Yeah, those do still exist, like Dell 
has one.

[laughter]

0:52:22 Nathan: But you can put a device on it, hook a device up to it that's a red laser barcode 
scanner. Just like at all the stores, there are real laser barcode scanners that are USB barcode 
scanners. You hook right up to your computer, which I highly recommend getting one of those for 
this business, no matter what you're doing. But Neatoscan, it actually goes on a Palm Pilot and it 
downloads all the Amazon data. So you can download the data from whatever category of stuff 
you're looking for. Let's take books, for example. It'll download all the data from Amazon's book... 
It'll take a snapshot and you can download everything. So it'll have all the book sales ranks, every 
book that's listed in Amazon, the whole catalog of books in the book category. And it doesn't require
that you have internet access to scan those items utilizing it, like Neatoscan or FBAScan, and we're 
gonna highlight some of these tools in our research and tools module training that you'll be seeing 
here soon.

0:53:21 Nathan: Now, as far as the official Amazon seller app is concerned, absolutely get that on 
your phone, while you're out scanning. They have a program that's really, really cool that's hooked 
up to it called Flow, and what that does is that you can, instead of scanning a barcode of a product, 
you can actually, you hook up to Flow and the Amazon seller app will actually, just by putting your 
camera on the item, it's like a facial recognition type of a program, but it's like the picture of the 
product and it will find it on Amazon. It's really neat.

0:53:54 JC: Yeah, it's like an image search.

0:53:55 Nathan: It's an image search and so why I have primarily the Amazon seller app is because
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I try to list things before I buy them. If I find a deal, I'll hop on that Amazon seller app, log into my 
seller account, go to list that product and if it won't allow me to list it, it'll let me know the product's
restricted so I don't waste my time buying that product that I may not be able to return.

0:54:22 JC: Yep, exactly.

0:54:23 Nathan: And I don't wanna waste my time returning something, so... A lot of people say, 
"Well, all I use is the Amazon app to go out and search things and find things." But you've gotta 
have these barcode scanning apps too. These are all, I'd say everything on this list is necessary. For 
instance, it's optional, but the Bluetooth laser barcode scanner, there's actually a device that will 
sync with your cellphone so you can be holding your cellphone in one hand and what it is, it hooks 
up Bluetooth to your phone and it's a red laser barcode scanner that's a Bluetooth device for your 
smartphone that scans things way faster. I highly recommend it.

0:55:04 JC: Crazy fast.

0:55:05 Nathan: Yeah, I highly recommend it because if I'm scanning books, I wanna be able to 
scan 100 books in 30 minutes instead of 100 books in an hour. The time you spend doing this stuff, 
really, it's all about being efficient and effective and you might spend anywhere from $50 to $150 to
get a nice Bluetooth laser barcode scanner. Look that up on Amazon, they're pretty cheap on 
Amazon. And some of them are a little bit strenuous to hook up to your phone, so if you need 
support or help with that, Jeff and I are here to help you out to get through that and get serial gears 
installed if it's required and different things.

0:55:47 JC: Absolutely. I'm glad that you included the eBay seller app here too because we talk so 
much about Amazon. And when it comes to retail arbitrage, I try to do as much on Amazon as I can.
But for those things that won't go, there's always eBay and that's really essential to have that eBay 
app on your phone.

0:56:06 Nathan: What I find is that I'll go out and buy something and be like, "Oh, wow. They put 
this on sale. It's a great deal." And I go out and jump out there and grab it and buy it up and then by 
the time I get home, I look online and, "Wow, everybody found this deal. Now it's saturated on 
Amazon."

0:56:21 JC: [laughter] Exactly.

0:56:22 Nathan: But then I look over on eBay and it's not and, actually, eBay it's selling for more 
money. Wow, imagine that.

0:56:29 JC: Sometimes it happens [laughter]

0:56:30 Nathan: So check both marketplaces. And so what you wanna learn how to do is what is 
called a completed listing search. Inside the official eBay seller app for your smartphone, there'll be 
an option that is a set of filters or sort options that allows you to refine your search. It's an option, 
it's called 'refine.' And one of the options that you got, a box that you can check in that search in that
smartphone app is called 'completed listings' or 'sold listings.' It will show you all of the listings on 
eBay that have ended. It will show you, 'cause it'll show you the numbers, if the numbers are green 
that it sold for, the price that it sold for, that will tell you that that's what that product sold for on that
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day. These are completed listings. So we can see, not what are people listing this product for, but 
what are they actually selling it for on eBay. I can see that data.

0:57:26 JC: Yeah, that's really key, because anybody can say, "I want $100 for this," and create 
their listing, but if it actually sells for $25, now you know what you can actually sell it for.

0:57:37 Nathan: And with eBay, what I'm looking for is what is called sell-through ratio. If I can 
see that, "Okay, this is how many that's ended in the result of a sale, 'cause those numbers would be 
green, and the black numbers would be ones that didn't sell, the price, and so I can see that 50% of 
these items of this product over the last 90 days ended in a result of a sale. That means that's a 50% 
sell-through ratio, meaning that 50% of the time that this product is listed on eBay it ends in the 
result of a sale. That's a great sell-through ratio. Usually for me, if a product doesn't sell at least 30-
35% of the time that it's listed on eBay, the sell-through ratio is just not high enough and good 
enough for me to buy it. With these apps it allows you to do your research. And we're gonna do 
more training on research in these tools, but these are things that you're going to have to have if 
you're going to do retail arbitrage and learn about. Okay? 

0:58:37 JC: Good stuff.

0:58:37 Nathan: Look these things up on your smartphone in your app store and the Play store and 
get them installed and get that going. Now, these marketplaces that we're able to sell these products 
that we're finding in great deals, there's more than just Amazon and eBay, but I'd say FBA is really 
what you're shooting for. Because really what it is, is Amazon FBA is probably going to give you 
the best return on your time. That's where the majority of the buyers are going. It's the fourth most 
visited website in the United States, only behind Facebook, Google and YouTube.

0:59:25 JC: Wow.

0:59:25 Nathan: It overtook Yahoo, it was number five. Now, Amazon's number four and Yahoo is 
number five, eBay's the seventh most visited website on the internet. That's why, rather than 
building your own website and your own web store, that's why we sell on Amazon because that's 
where the buyer traffic is going.

0:59:44 JC: Absolutely.

0:59:45 Nathan: Amazon is the biggest marketplace in the world, hands down. And it's the best 
place to sell if you can because of the convenience and the ease of the Fulfillment y Amazon 
program. That's primarily what we're shooting for. That's what we're wanting. That's what our goal 
is, to sell stuff on FBA. But if we can't sell it on FBA, then we'll go to eBay, right? 

1:00:06 JC: Sure.

1:00:06 Nathan: We talked about damaged packaging, items where there's no Amazon listing. 
Where it's restricted, right? Sometimes I get clothing items where they're items that have never been
listed on Amazon and to take the manufacturer's image, the right UPC code, all that stuff, it's very 
difficult, and you have to throw that up on eBay instead.

1:00:31 JC: Time constraint, yeah.
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1:00:32 Nathan: Take a picture of it. And that's why I love the app, the eBay's smartphone app, 
because it's very easy to take a picture of something, list something from your phone right there, 
and like iPhones have great cameras. Samsungs have all the options.

1:00:47 JC: Oh, yeah.

1:00:48 Nathan: So you could take good, take your photography outside, use the Amazon or the 
eBay app, and list away. It's really easy. Now, another thing, too is, I sell items on Craigslist as well,
right? I'll buy stuff... And this is crazy. You'll find a great deal, right, where you can buy 20 of an 
item. But the time that it's gonna take to sell all 20 of those items on Amazon, I don't wanna pay the 
long-term storage fee. So I'll send it in, in increments. So I'm trying to sell it on eBay and/or locally,
because the FBA fee... I mean, think about this. You're paying 35% of your sale on average when 
you sell it Fulfillment By Amazon. Now, that's the fees that you'll pay for FBA and their selling 
fees. Now, if I just sell it on eBay and ship it myself, it's only a 15% fee. But with Craigslist? It's 
zero fees. I can't tell you how many times I had something... Vinyl records. I bought a huge lot of 
Easton baseball mitts, right? And advertised them on Craigslist, and sent some into FBA, but had 
some on hand and then put an ad on Craigslist and let it run to see what the response would be in 
my local area here. And I had a family come and buy eight baseball mitts from us in one shot, at full
price.

1:02:16 JC: Wow.

1:02:16 Nathan: So, buy local, sell local.

1:02:18 JC: That's great.

1:02:19 Nathan: Absolutely. Absolutely, it works. I'll find stuff where I buy it and I trade up. And 
I'll buy stuff locally and then turn around and flip it locally, all the time.

1:02:33 JC: Very cool.

1:02:33 Nathan: Because it's easy. But if you're the type of person that wouldn't wanna go meet 
somebody down the street at the store in a safe, designated place, it's not for you. I'll tell you, 
sewing patterns. I bought a bunch of sewing patterns, and we found all the good ones that would 
sell well on Amazon and eBay and got those set up, and all the other ones that weren't that good, we
sold them as a whole lot to somebody else locally.

1:03:01 JC: Very cool.

1:03:03 Nathan: Yarn, craft products, different things like that. There's always somebody looking 
for something online to buy.

1:03:10 JC: Sure.

1:03:10 Nathan: Now, and then selling these products multi-channel. There's gonna be another 
training that's going to go through all the different channels that you can sell on. There's Amazon, 
there's eBay. There's also Craigslist. But multi-channel to support multi-channel integration: Etsy, 

Page 21 of 28



BuyLocalSelltotheWorld.com

Bonanza, Newegg, Rakuten, Buy.com. There are new marketplaces popping up all the time, too.

1:03:45 JC: Sure.

1:03:45 Nathan: And I believe that that's the future, is to be able to acquire products and then have 
them all listed out on five different marketplaces so that they sell through a lot quicker for you. 
Because that's kinda what we all want; we all wanna buy stuff that's gonna sell really quickly and 
have turnaround. But you should have a good mix-up of short-tail products, medium-tail products, 
and then long-tail products. What that means is, short-tail is stuff that would go out, and you'd list it,
and within 30 days it sells, and sells out. That's a short-tail product, meaning it's a fast turn.

1:04:17 JC: Fast turn.

1:04:18 Nathan: Quick flip thing. And those products usually don't have the highest ROI. But hey, 
they're quick turn and we'll take it. The medium-tail would be probably two months, maybe three 
months, on a product. That's the time that it took for it to get it maybe going on Amazon. Yeah. And 
then, long-tail, I would say, would be six months or longer.

1:04:40 JC: Past six months, yep.

1:04:42 Nathan: Yep. So, and those long-tail items usually will have the highest profit margin. And
learning how to recognize where that product should go, what marketplace should it go on, and how
long is it gonna take to sell that product... You get good at this after a while, right? 

1:04:56 JC: That's right.

1:04:56 Nathan: Don't get discouraged if you go out there in the beginning and you don't quite 
know all the answers. Don't let the fear of, "Oh, I don't wanna make a bad buying decision," hold 
you back, because I'll tell you this, you're gonna make a bad buying decision. There's no way 
around it.

1:05:10 JC: Oh, no question. [chuckle] I still make bad buying decisions sometimes.

1:05:12 Nathan: Me too. And the key is, you learn from them.

1:05:15 JC: That's it. You hit it on the head when you said, "Don't get discouraged when you go out
and you don't succeed right away." I mean, you're always going to be learning. There's no way that 
you can gather all the knowledge that you need and then say, "Okay, now I'm ready to go out and do
this business." It's impossible. And the best thing to do is just to go out, start scanning, start looking 
for stuff, and try things out.

1:05:40 Nathan: It's not that big of an undertaking, Jeff. It's not.

1:05:43 JC: Exactly.

1:05:43 Nathan: You've hit the nail on the head.

1:05:44 JC: The list is so small. It really is.
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1:05:47 Nathan: Learning how to do this, and actually doing it, is probably not quite as hard as that
day job that you're trying to get out of and do something for yourself.

[chuckle]

1:05:56 JC: That's right. That is so true.

1:06:00 Nathan: It's the way you have to think in this business. You have to think, "I'm gonna find 
deals and they're there, and you know what? I'm gonna... " Failure is leading cause of success here, 
so...

1:06:10 JC: You betcha.

1:06:10 Nathan: Don't be afraid to fail and don't be afraid of success either. Now, moving on here, 
we'll go right back into eBay and this product right here... EBay only items, people, get an eBay 
account, I can't tell you how many coaching clients I work with, they're like, "eBay? No, I've never 
sold a thing on eBay, but I've been a buyer on eBay for years and years and years." It's the seventh 
most visited website in the US, so it's taken a huge hit because Amazon has really come on the 
scene since, I would say, 2008, 2009, Amazon really kind of gave eBay the push aside when they 
created FBA in 2007, and so there's not as much buyer as traffic going there but collectors go to 
eBay.

1:06:57 JC: Yeah, absolutely, but also there's a double whammy there, Nathan, because eBay made 
some really, really poor policy decisions within that same period of time.

1:07:04 Nathan: Oh, yeah. Oh, yeah.

1:07:06 JC: And so they lost a lot of sellers. Sellers got disgusted and decided they didn't want to... 
But then there's people like you and I that stuck it out because we knew that things would turn 
around and I'd say within the last two years, eBay has really, really come around and I'm excited 
about that.

1:07:23 Nathan: EBay, I'll tell you, still to this day is the lowest cost marketing tool on the internet.
EBay is just a spoke in the marketing wheel.

1:07:30 JC: Definitely. Yep.

1:07:32 Nathan: Amazon's a spoke in your marketing wheel. There are many models where I built 
out a marketing wheel where I have several spokes, where Facebook could be a spoke in your 
marketing wheel, right? 

1:07:41 JC: Sure, sure, yep, absolutely.

1:07:43 Nathan: So this gun product right here...

1:07:47 JC: Yeah. I wanted to point this out. Okay, I wanted to point this out because I had these on
Amazon. It's just a toy. It's a little plastic toy and it shoots, I don't know, little rubber darts or 
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whatever they are, but I was selling these on Amazon and Amazon went through a phase where they
were eliminating any product that resembled a gun and I don't wanna get political here, but Amazon
decided that this toy gun was something they didn't wanna sell anymore, so they deactivated the 
listing and I had to pull my inventory, so all I did is I turned around and I sold it on eBay. EBay did 
not have the same restrictions, so that goes right along with... We were talking about damaged 
packaging or expired dates, this is the same kind of thing.

1:08:34 Nathan: Absolutely. I'll tell you, eBay... Don't put all your eggs in one basket. Sell on 
multiple marketplaces because if Amazon shut down FBA and said, "We're not gonna do that 
anymore," what would you do? So have an exit strategy, have a plan B, be diverse in your business, 
'cause diversification is one of the keys to having longevity in business, right? So certain products 
won't sell on Amazon but do we pass on them? No, it could be an eBay-only item and, like I said, 
collectibles, eBay's a way bigger market than Amazon for collectible things, vintage, collectibles. 
Yeah.

1:09:13 JC: So this one here surprised me. Yeah, this one surprised me because I was just thinking 
this was a toy item but no, it had the candy in it and the candy had an expiration date, so this is 
another one where Amazon said, "Hey, your item's expired," and so I pulled them from Amazon and
turned around and sold these on eBay, 'cause eBay didn't care about the expiration date, but they do 
care about Darth Vader, they like the collectability of it. [chuckle]

1:09:36 Nathan: Yep, and it'll sell for more money, too, so things like... You find some guy's old 
Hot Wheel collection at a yard sale, yeah, eBay. Old baseball, football, hockey cards, eBay, right? 
But comic books? Comic books have really lost their value but they go on eBay but eBay's the 
reason why they lost their value.

1:10:00 JC: Exactly.

1:10:00 Nathan: Right? So to flip open your phone and do the research real quick, trust me, it 
makes a lot of sense to go deep and spend that extra time on the research when you're out scanning.

1:10:13 JC: Right, so worth it.

1:10:15 Nathan: You just gotta put yourself in the right place at the right time. So this is why retail 
arbitrage works. This business is scalable and long-term scalable, meaning that you can continue to 
grow over and over and over because, Jeff, do you think retail stores at anytime in the near future 
are going to stop having closeout clearance products? 

1:10:41 JC: Absolutely not. What else are they gonna do with their stuff if they don't run a 
clearance sale, they're gonna toss it in the trash? And you know they're not gonna toss it in the trash 
[chuckle] There's always gonna be opportunity.

1:10:51 Nathan: No, they wanna make the customers happy, they know that it's an opportunity for 
a customer to go, "Wow, that's a really good deal, I'm gonna come back there again, because I get 
good deals there," right? So like I was saying earlier, they wouldn't let me buy everything 'cause 
they wanted other people to get good deals for a reason. I didn't understand at the time, I was like, 
"You're crazy. I've got the money, I'm willing to buy everything right now, what's the problem?"
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[chuckle]

1:11:14 JC: Right.

1:11:16 Nathan: But I'll tell you, scalable, meaning you can build a team around this. We'll talk 
more about that here in a second, but scalable means you're able to continually slow and steadily 
grow it and then the abundance of opportunity... A lot of people don't have this abundance mentality.
There are probably people out there that would be mad that we're sharing this stuff with other 
people, right? 

1:11:35 JC: Right.

1:11:36 Nathan: The reality is if I shared this with every person that I came across, I made it my 
life's mission to just go out there and tell everybody I could about this, how many people do you 
think would actually follow through and do it? 

1:11:49 JC: So few. I mean, so few.

1:11:53 Nathan: So...

1:11:53 JC: I can't tell you how many people I share this with and I get the same question. People 
say, "Aren't you afraid of teaching yourself out of a job?" I'm like, "You know, I could teach my 
next door neighbor how to do this and not hurt my business one bit."

1:12:08 Nathan: Yup. Because there is so much opportunity, it's in abundance, and you need to take
on that abundance mentality, there are opportunities and buys and sells and ways to run a real 
business doing this stuff, and there's an abundance of opportunity. You have to have that mentality 
or you're gonna be one of those people that went, "Oh, I tried it and nah, it just wasn't for me." 
'Cause if you go out there and get this working, even on a small scale, how hard is it to find 
somebody else to work for you, to do it. Once you can show them, "Hey, look at my track record, 
this works. I built a business, you wanna help me? Okay, you can make money working with me," 
and you can make whatever arrangement you want with them, but the best thing I think about retail 
arbitrage for me is I can do it on a Monday night at 10:00 at night. I can do it on a Sunday morning 
at 4:00 in the morning if I wanted to. I can do it at all hours.

1:13:12 JC: Yeah. One of the favorite things that I teach for people starting out is because people 
will ask, "Well, when should I go out and do my retail arbitrage?" And one of the first things I teach
people is, just do it around your schedule, just do it opportunistically, meaning like, you have to go 
get your oil changed in your car. Alright, go drop the car off and then walk to the store next door or 
the store across the street and look for some retail arbitrage there. You have to go buy a pair of 
shoes, great, go pick up your pair of shoes and then go to the next aisle and the next aisle and do 
some scanning. You have to go do your grocery shopping, alright, go buy your $100 worth of 
groceries and then see if you can buy enough arbitrage to cover the $100 cost that you just spent on 
groceries.

1:14:04 Nathan: Christmas presents.

1:14:06 JC: You can do this any time. When you're Christmas shopping, a perfect time.
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1:14:11 Nathan: Do your Christmas shopping before Black Friday and you'll find deals. They're 
gonna be all through August, September, that's when they do the biggest like toy clearances.

1:14:21 JC: Right, absolutely.

1:14:22 Nathan: Toys are a great niche to go out and look for. It's getting pretty competitive, but at 
the same time it's always gonna be good, especially in the fourth quarter, so right before the fourth 
quarter, start stocking up and retail arbitrage is one way to really kind of build up your business to 
really crush it in the fourth quarter. Now, you can really do that if you build a team, and once again, 
Brett Bartlett, one of Jim Cockrum and my partners, he has a team, I think last I checked in it was 
like 36 people who he has scouring Southern California. [chuckle]

1:14:56 JC: Several states, not just Southern California, he has them in other states working for 
him.

1:15:00 Nathan: He's doing millions of dollars in sales off of this technique. So there is no 
boundary, there is no glass ceiling, if you're good at building a team, leaders create leaders. These 
are all strategies we're teaching that you can build a team around and provide leadership to them 
and have and leverage their time to do the work, once you figure out how to do it for yourself.

1:15:28 JC: Here's some encouragement that this Brett Bartlett guy we're talking about, who does 
millions of dollars with a team of three dozen or however many he's got now. He started six years 
ago with $400.

1:15:41 Nathan: Yeah.

1:15:42 JC: And built his business from there.

1:15:44 Nathan: I was there. I was there when he did it, amazing. And just off the PAC course, just
off of learning from the Proven Amazon Course. Now, building a packing and shipping team, that's 
probably the first thing I would do before. If you're buying a team, you go out and find the deals 
and bring it back to somebody else who does all the stuff that you could pay them eight or nine 
bucks an hour to do and eventually the...

1:16:03 JC: Exactly.

1:16:04 Nathan: You'll do it yourself in the beginning, but it'll get to a place where you touching 
boxing tape does not make economic sense.

1:16:13 JC: Right.

1:16:13 Nathan: Your income barometer has to get up there and grow and pay other people to do 
those things that you could pay someone eight or nine bucks an hour to do.

1:16:21 JC: It's way too easy to find high school kids or retired people or stay at home moms that 
just wanna make a few extra bucks on the side, and it's way too easy to say, "Great, here's the 
product, here's the supplies and you take care of this part for me."
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1:16:39 Nathan: Yep. And then one thing about this business overall and you kind of brought this 
up with me, is that it's sustainable, meaning that that's the kind of business that we want to run, a 
business that you can actually do long term and leverage other people to run the business to where 
you can quarter back the business or even be the coach on the sidelines, but you're not working in 
your business, you're working on your business and it is a long-term, evergreen, sustainable 
business model. It's not going away.

1:17:16 JC: That's right. It will always be here.

1:17:17 Nathan: Even from going to flea markets and doing arbitrage at flea markets and auctions 
and anywhere, it's all arbitrage, really, whether you're doing it online or you're doing it retail 
arbitrage. There's also online arbitrage, not necessarily a Buy Local Sell To The World strategy, but 
you can go online, right, and what that does is you can find in-store deals by finding online deals. 
You know where the deals are locally in your area, some of these items are available for in-store 
pickup, but doing retail arbitrage as well as online arbitrage, those two business models work well, 
you just gotta know how to play the game.

1:18:00 JC: That's right. That's right. And you can even do... Yep. With online arbitrage, you can 
even do eBay to Amazon flips and Amazon to eBay flips, and make money both ways.

1:18:10 Nathan: Yep. So it is vast what you can learn.

1:18:14 JC: It really is.

1:18:16 Nathan: Talk to us in our groups on Facebook. We're happy to answer your questions. How
do I do this? How do I do that? Not just us. But you'll find there are many others in our group that 
have been there for a while that will step in and help you. That's the type of community that we 
wanna be involved with and be a part of, and we let the people in our groups really be the leaders of
the groups and give them that platform.

1:18:44 JC: Yeah. It's really cool to have both newbies and experts in the group, because even the 
experts... No one is an expert on everything. And you find with the experts, everybody has their 
niche. Everybody has a certain area that they're knowledgeable in and it's just so amazing. I learn 
stuff every day in those groups. [chuckle] It's fantastic.

1:19:06 Nathan: Yep. So one last suggestion is, is find someone to do this with. If you're married... 
My wife and I, the best decision I ever made was to let my wife learn about this stuff and get way 
better than me at it. [chuckle]

1:19:22 JC: That's cool. That's really cool.

1:19:22 Nathan: It's done wonders for your marriage. Or your kids, get your kids involved in doing
this stuff. You don't have to do it alone. And look for those people close by that you can team up 
with. This is a business as a team sport and this is really a team and relationship opportunity and 
this is just long-term sustainable, good stuff. And have fun.

1:19:48 JC: Have fun with this stuff. It really is fun to do.
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1:19:48 Nathan: It is fun. It is fun; for some people, though, it's not for 'em... They don't wanna do 
it. It doesn't fit their lifestyle which sure, that's okay.

1:19:58 JC: And that's where you find somebody to do it for you. [chuckle]

1:20:00 Nathan: Yep. Yep. So if you have any questions, hit us up on Facebook in the Sourcer's 
Apprentice group or the Buy Local Sell To The World Facebook group as well. We'll be there and 
so will many others and we're all happy to help you. So onward and upward, Jeff.

1:20:19 JC: Alright, man.

1:20:20 Nathan: And we'll see you guys on the next training.
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