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Webinar 1

0:00:01 Speaker 1: Hey everybody. Welcome to Proven Q4 Plan 2016. My name is Nathan Bailey 
and I'm gonna introduce you to some of my favorite people in the world. One of my long time 
boyfriends, Mr. Lance Lowe.

[laughter]

0:00:20 Speaker 2: I'm married, I'm taken now, man. I'm taken.

0:00:23 S1: Oh man, you're such a stud, I love you brother.

0:00:26 S2: I love you too.

0:00:26 S1: You're always a positive force and a knowledgeable one. And then, coming live from 
Jamaica at a Kingston, right? Or where are you living now, Barrington? 

0:00:40 Speaker 3: I'm in Mandeville.

0:00:41 S3: [0:00:41] ____ [laughter]

0:00:43 S1: Wow. Awesome.

[laughter]

0:00:45 S1: Jamaica...

0:00:46 S2: [0:00:46] ____.

0:00:48 S1: This Proven Q4 Plan 2016 last year, the reviews that came in off of last year's Proven 
Q4 course were nothing short of amazing. This year, you guys strap in, grab a notepad and a pen, 
get ready to take some notes. These guys have got something stellar for you here. Also, good 
surprise here for you people live. Jim Cockrum is here with us as well.

[laughter]

0:01:18 S3: Big boy.

10/19/16 Page 1 of 29



ProvenQ4Plan.com

0:01:21 Speaker 4: Yep, I'm gonna be in the background. If you guys ask questions in the chat area,
I'm gonna be typing away the whole time or I'll be watching the Facebook group too for the Proven 
Q4 Plan. So even if you're listening to the recording right now, the Facebook group is where you go 
if you have any questions about this thing. We'll be taking good care of you there, but let's keep it 
rocking man. Let's get to the content.

0:01:41 S1: Absolutely. I'll be in the questions too. So if you have any questions for us, ask 
questions and we'll try to answer in the best we can, but Lance go ahead and show us what this is all
about.

0:01:52 S2: Alright guys, thank you for introduction. And before I get into my presentation, I want 
to address that age old question that people always have in regards to the Amazon business. "How 
much money do I need upfront to make this work?" That is definitely a great question. It makes 
sense. But I wanna challenge you to think differently tonight. Rather than thinking of the money 
aspect, replace money with desire and perseverance. You see, everyone has a thorn they must deal 
with. What is your thorn? How can you overcome that? 

0:02:20 S2: Today I had breakfast with my cousin. I haven't seen him in a long while. He runs a 
successful leather repair business and everyday he deals with a disease that limits his diet. In fact, 
he has to schedule his whole day around making sure he eats the correct food. If he slips up, his day
is shot, and he's in severe pain. In fact, I've had several thorns myself. When I'm on the computer 
working on my Amazon business, I get anxiety trying to do several things at once. Panic attacks are 
no stranger to me either. But how can we overcome all these distractions and make the best out of 
these upcoming months.

0:02:54 S2: I want to tell you a short story about a guy that grew up in a difficult and challenging 
times. His struggles were so intense that it seemed unlikely that he would ever succeed. He passed 
away several years ago, but if we take a peek at his life it could show us that hard work leads to 
success, even if you aren't considered to be the smartest guy or girl in the world. He had plenty of 
chores to do growing up. These weren't the chores that you and I had. Like if you had to make your 
bed, you got a gold star from mommy, or mowing the lawn was an extra $20 for you to buy video 
games. These were chores that were needed in order to eat and survive.

0:03:28 S2: During the great depression when this guy grew up, these struggles are pretty common.
He started the day by milking the family calf, bottling surplus and transporting it to customers. 
Afterwards he would deliver newspapers on a paper route. He even sold magazine subscriptions. 
But he never gave up. In fact, in order to afford college he worked various odd jobs, including 
waiting tables in exchange for meals. Following graduation he aspired to attend The Wharton 
School of Business, you guys have heard of that, but quickly found out he couldn't afford it. Instead,
he joined the military, the US Army, in fact. He fought in World War II. After the war, he left the 
military and he started managing a variety store at the age of 26.

0:04:09 S2: I'm gonna get to the point of this. It took a loan to buy his first store and with more 
success, he bought a second store, and a third store. His sales volume grew to 225,000. That was a 
lot of money in the '50s. On July 2nd, 1962 in Rogers, Arkansas, he opened up his first store called 
Walmart. At the time of Sam Walton's death in 1992, he was just shy of 2000 Walmart stores, 
employed almost 400,000 people with annual sales of 50 billion.
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0:04:37 S2: You're probably wondering why I brought up big Sam Walton. It was highly due to the 
fact that we spend hundreds of thousands of dollars and profited hundreds of thousands of dollars 
from this store. I'm sure most of you have, as well. It reaffirms my belief that what we do on earth 
lives on and affects others. Furthermore, what we do in the next three months won't just affect us 
now but we will build friendships and long-lasting relationships, business relationships, friendships.
I promised you, all will learn something new if you allow yourself to. How do I know? I look at last
year's groups. Last year was a complete success. The biggest thing a lot of our members learned is 
that they are not the only person there. They can't be everywhere at all times. Having a small group 
is not only helpful, but is necessary to fully maximize Q4. One tip could change your business 
forever. Discovering one product that someone shares in the groups can make you thousands of 
dollars. One of our students last year did over 100,000 in sales, on one tip dropped in the group. 
And Barrington, as I move on to the next slide, If you just kind of talk about the relationship that we
had when we met at Jim's conference.

0:05:49 S3: Yeah. Thanks Lance. I love that story. Very powerful. As you mentioned, it's really 
interesting when you think about the sharing aspect of this. And what we saw last year is that most 
of the groups that really did well were the ones that shared. Let me just break on a quick analogy for
you. If I go to a Wal-Wart and I find a particular product and I have three or four Walmarts in that 
particular geographic location. That's all I can get. I can't get any more. Now what am I going to do 
with that knowledge. I know that this product is great, I found all of them, I send them in to 
Amazon where they all sold. What am I going to do? Am I gonna keep that to myself for the whole 
Q4? Knowing that there are tons and tons of that same product sitting there in Walmarts across the 
country? No. I'm gonna share that specific idea with those in my 50 or 55 group. And can you 
imagine, multiply that factor when everybody does the same thing. You will run out of money way 
more than you run out of products to buy.

0:06:53 S3: And that's the idea. We started this about three years ago. We tested it first for ourselves
and then once that we saw that it was proven, once we saw that it really worked, then guess what? 
We started to share it with everybody. And it has been nothing short of amazing. So get the right 
mind-set, and guys try to just look at this as one product could change your whole business. So a lot
of persons might think, "Why would I want to share my idea? Why would I want to share my 
products?" Well, you're going to see, just hold on, you're going to see how powerful this can be. 
And Lance has this slide that will move right into it. Someone will steal my idea. Go ahead, Lance.

0:07:33 S2: [chuckle] And also with sharing I just wanna elaborate, Barrington. When we met at 
CES I was at the bad part of my business. I hit a road block because I was trying to do everything 
on my own. I wasn't sharing any information. I was keeping it all to myself. And I was buying 
products from a guy named John Bard, I'm sure several of you know who he is. And he told me 
about Jim's conference. And one thing that really set in my mind is that, you know what? I'm not 
alone. I have all these other people doing what I'm doing. There's crazy entrepreneurs out there like 
me. And I met Barrington. We talked about our experiences and we exchanged information. Do you 
remember that, Barrington, when we talked about the grocery and toys? 

0:08:17 S3: Yeah. As funny as this may sound, I had zero idea that you could sell toys at Amazon. 
That's ridiculous. Because everybody knows toys is the biggest thing come Q4. But I was 
comfortable. I was selling grocery and I saw this guy on stage and I'm like, "Wow! This guy is the 
toy master. I have to talk with him after he gets off the stage." Got off the stage and we just shared 
ideas. I did $32,000 in toys just that Q4 that I would never have done because I didn't know 
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anything about toys, and I think Lance did about $30,000 in grocery and he knew nothing about 
that. We saw right then and there the power of sharing. That was just on to, "Hey, this is what I do, 
hey, this is what I do." And it adds plus $30,000 to each of our businesses. It's just something that 
once you harness the power of sharing, you will never stop.

0:09:11 S2: And Barrington, I think you are really in the zone because you were the one on the 
stage and I came up to you. So, it must have really impacted you.

[laughter]

0:09:19 S2: But anyhow. When you guys get into these mastermind groups, I'm not gonna sit here 
all night on this stuff 'cause we have tons of good content. But I do wanna give you some 
information about it because it's very important that you run these groups in the right way to fully 
maximize it. The way I started with Barrington, we formed a group, the MMA group. And when we 
started out we were all psyched up from Jim's conference and with the WhatsApp groups, the 
mobile groups, we started off just as a sourcing group. And when one guy would share that would 
build trust. You would think, "Okay, this guy is sharing. He is showing me a part of his business. 
That builds trust." Trust is established by a tip you give someone and reaching out. So I encourage 
everybody to be helpful and share in the groups. It's proven. It's proven that the groups that shared 
did way better last year, and the admins definitely reported this to us.

0:10:12 S2: And some of the groups had a little bit of complaining. Some people were discouraged. 
And those groups didn't do as well. So you wanna make sure that you encourage each other and 
share. 'Cause that's what these groups are all about. So the best way to execute RA, RA stands for 
retail arbitrage, which basically is going out to stores and buying stuff for cheaper than what you 
sell it for. It should always be a part of your business, but I don't think it should be your business. 
You shouldn't be a 100% devoted to RA. There's other things that you can do in Amazon and you 
should always be looking for multiple income streams.

0:10:49 S2: It's a great way to make quick cash, and as a matter of fact with Q4 coming up, this is 
the number one best time to do retail arbitrage. And again I described what retail arbitrage was, it's 
reselling items. You can do it online too. There's different groups out there where you can get deals 
or you can do the research on your own. It's done with applications like Profit Bandit, ScanPower, 
and the Amazon Seller app. One of the scanners that Bob really recommends is the KDC scanner. 
You can get it from eBay for 59 bucks. And when I say scanner I mean when you're in the store and 
you're looking for products, you can scan it with a tool and it comes up on your phone and it tells 
you what the items are worth on Amazon. Go ahead Barrington.

0:11:34 S3: Yeah, I was just about, just make sure that you clarify what that is. Because a lot of 
persons here for the first time. They're not sure what a scanner is, so I just wanted you to go through
and just clarify what this does in terms of scanning. Because obviously you can scan with your 
phone but just tell them why you want to scan with that scanner.

0:11:53 S2: Great guys. In retail arbitrage, like I said, it's extra income. It's a great research tool. 
You really wanna automate it. Around Christmas time I always have a couple of people that run out 
for me. Every item that they find, I'll throw them an extra dollar. And they're happy. They're not 
entrepreneurs most of the time, maybe they are, but at this point in time they just wanna make some
extra cash. There's a product that I buy every year from walmart.com. It's a grocery item. And I'm 
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so busy that I just have my friend purchase for me online. And he sends it to my house. And it 
completely automates it so I can concentrate on my main business. The good thing with RA, or not 
the good thing, the bad thing is that you're not in control when you rely completely on this. I don't 
wanna make it sound all scary but I just want you guys to know not to completely rely on one 
business model.

0:12:46 S2: What if the manager limited you? What if the store's closed down? So you got to think 
of these things. Have a long term plan. If you were to step away from your sourcing, would it 
survive? Does your business have longevity? Are you prepared for all the Amazon changes that 
keep happening? Where will your business be in five years, 10 years, 30 years? Could you pass this 
down to your kids? What would you do if you relied on stores like Kmart, Toys-R-Us, and they 
refuse to sell to resellers? We're already seeing it at Target. I'm done with the negatives. I know you 
guys are thinking, "Oh, I got to go out this Christmas and you're telling me how bad it is." I just 
wanted to point out a couple of things that will help you in the long run. So, this is a tax exempt 
card. Sorry, Barrington, were you saying something? 

0:13:32 S3: No, go ahead.

0:13:32 S2: Okay. No problem. So, this is a tax exempt card that I use. And my philosophy is why 
should you pay tax twice? You're already paying it to your state and your fulfillment center. So, it's 
easy to get a tax exempt card. I'm just gonna give you an example from Walmart. You can get 'em at
various stores. You go to the customer service. They'll save you thousands of dollars. I personally 
spend around 5,000 a day around Q4. And I kinda broke the numbers down here. If you spend 
$5,000 times 6% sales tax, that's $300 a day in tax that you save if you use one of these cards. My 
philosophy is there's 30, 20 great days of Christmas purchasing in the Q4 season. So that will save 
you around $6,000. Here's some good stores that I like to source at, Big Lots, I love the glassware, 
the toys, BJ's, protein shakes, health and beauty, Martial, Home Goods. You guys can over this list. 
I'm not gonna waste your time.

0:14:34 S2: My personal shopping strategy around Q4. I like to park at the Lawn and Garden. I 
come in there and I do the inflatables. And I work my way to the seasonal section where they have 
lights, Christmas lights. Next I check the toys. And always make sure you check in with your 
mobile groups when you go in to the stores. Next I move on to the home goods, kid's sheets, 
bathroom items, shower curtains, grocery items. Walmart and Kmart are excellent for grocery items 
around Christmas time. Make sure you're checking the very front. There's always seasonal grocery 
items that sell very well. And I'm gonna go over a ton of specific items for you guys. And of course 
shoes and clothing.

0:15:14 S3: I wanna jump in here real quick. I just wanted to jump in here.

0:15:19 S2: Sure.

0:15:19 S3: It's so important that, as Lance mentioned, this third bullet point. You want to check in 
with your group. Why is that important? Because when you're checking in with your group, your 
specific group, you're gonna say, "Guys, I'm on my way to Walmart. What do I need to look for?" 
And people would say, "Hey, I was in Walmart and I found XYZ and that was really good for us." 
So that cuts down the trial and error of going into the stores and wasting all day and you're not sure 
exactly what you want to get. But your group will help you to make quick decisions. And that's 
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what you need. To be able to make fast decisions so you can get in the store, grab the products and 
get out.

0:15:56 S2: Also guys when you're scanning around this time of year, there's a lot of newly released
products. There's toys that have just come out and they're actually timed for a reason because 
companies wanna get 'em in the store strategically at a certain time. So, some of 'em won't scan. So 
I suggest maybe hiring, outsourcing some kinda help. There's things called VAs. They're called 
virtual assistants. You can get in touch with those on different websites like... What's the one, 
Barrington... OH Jobs or phjobs.com? 

0:16:29 S3: Yeah, that's correct.

0:16:30 S2: Yeah, that's...

0:16:31 S1: Onlinejobs.ph in the Philippines. Filipino workers are great.

0:16:38 S2: They're awesome, man. So, the good thing about these workers is they can do some of 
the stuff that's gonna slow you up. For example, removing the background. A lot of the items that 
you're gonna find, maybe you have to create a new listing, and that's some of the things that 
people... They don't wanna... These barriers set them back and they don't wanna do that kind of 
stuff. So, that helps you definitely if you have somebody helping you out. Use MerchantWords. And
we're gonna discuss that a little more as we continue through the presentation. Bundle hot-selling 
items from the top 100 list, with complimentary products. That we were also gonna talk about.

0:17:14 S2: So, retail arbitrage leads to more. It leads to great opportunities, great products, 
especially seasonal products. I've been doing this 10 years now. And every year I find a new product
that I learn a little bit about. And then next year I can buy a lot more units of that product. It also 
leads to wholesale and it leads to private label, which we're gonna get into in further webinars as we
proceed in the Christmas season. So, what is rank? Rank is something that we don't wanna rely on. 
But obviously, the lower the rank the better. But we don't wanna rely completely on rank. And I'm 
gonna tell you why. I like to use what I call the "Ryan Rigger formula." It's not actually called this. 
But Ryan was the first guy that taught me this.

0:17:57 S2: And it's basically the formula used to determine what percent of your product is ranked 
in terms of all products in its category? I like to be in the top 1%. Some people like to go 1 to 5, but 
I personally like to stay in the 1% so I can move my products quickly. This is a toy and let's use this 
as an example, if we're gonna use Ryan's formula. So we put two brackets in the toys and games 
section. It depends on what category. Let's say, we wanna look up home and kitchen, or jewelry, 
whatever category we're trying to determine how many products. So let's use toys and games as an 
example. So you hit enter, and here it tells you that there's 5,766,000 products in the toys and games
category on Amazon. So you take the 1,000 rank of this product. And if we go back, this was the pie
face that we're looking at. And this is right 1,000. And if you divide that by... If you take the five 
million, divide that by 1,000. You're gonna find out that this isn't even 1%. So this is a great 
product.

0:19:05 S2: And here's a nice chart that you guys can use if you wanna source products. I typically 
personally, Home & Kitchen, I'll probably go up to around a million. I don't go far above that. But 
what I can tell you, I'm an expert at Home & Kitchen. I have a private label product that I sell 
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everyday. And if you go above 200,000 or 300,000, you'll sell about maybe eight to 10 a day at the 
most. Shoes, I'd like to stay below 8,000 typically, unless there are not too many variations. Now 
when I say variation, and an example of a variation could be a color of a shoe. A shoe that has 
maybe five different colors would not be many variations. But sometimes shoes come in 50 
different colors. So if you have only five different variations, the rank can be a little higher because 
people have less options to choose from.

0:19:57 S2: Product reviews. I like to check the most recent reviews when rank is not available. 
You're not always gonna have a nice clean sales rank. For this product specifically, let's get into this 
one. This is a product that was private label. And the reason I'm telling you this guys is you're gonna
come across a lot of products when you scan this Q4. This is rank number one in electronics, which 
is a sub-category. It's not a regular head category. So for this, I would rather see reviews to find out 
if it's a good product. If I filter this by most recent, I can see that reviews are coming in at least 
twice a day, sometimes three times a day. And also if you filter it by verified purchases, you could 
see that these are verified organic sales where people order these. And they weren't in exchange for 
a discount or anything like that.

0:20:52 S2: Retail arbitrage also can be... If you use MerchantWords, that can really be useful. If 
you're looking for products you can find out, and what MerchantWords is? Let me just give you a 
quick background before I get into that. It tells you how many people per month are searching for a 
product. So in this example, the barcode scanner that we were just looking at. There's 361,000 
people searching per month for this product. The private label that I have is only around 20,000 
people searching per month. And sometimes I sell 250 a day on that product. So this is obviously a 
great search volume.

0:21:31 S2: So there's a lot of different factors when you're determining if it's a good product to 
buy. There's price, fees, profit, how many sellers and what stock levels they have and variations. As 
far as price is concerned, I'll pay any kind of price as long as the profit is there. Obviously if you 
pay more, there's less competition. For example, there's a product that I love... Barrington, do you 
remember the dancing santas? 

0:21:53 S3: And you told me about that all year... All year.

0:21:58 S2: So this is something that I love to sell. It's $99, and it sells for around 250 to 300 bucks.
I get it every year. And some people might think, "Aww 100 bucks. I really don't wanna pay that for
a product." So that's a nice thing for us because it's gonna eliminate a lot of competition. Another 
thing that I use to... Or another thing you need to look at with retail arbitrage, is you need to look at 
the fees that Amazon is taking out when you sell a product. I use the revenue calculator on Google. 
And I'm gonna use the KidiBeats example that Barrington raves about every year. He loves this 
product. I'm gonna go through this real quick, Barrington. And you can share your experience about
this product that you're selling.

0:22:46 S2: So this sells for around $24.99 right now. And when you go the Google Amazon 
revenue calculator, you can just Google it, and it comes up. You type in your price, and then you put
in your inbound shipping. Typically, you can probably factor in 50 cents for that. And when I ran 
the numbers, this came out to around $15.63 after all the fees come in. And then you have to minus 
out what you paid for.
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0:23:13 S2: So that's a good way to determine profit when you're looking for products in stores. It's 
not always you're gonna pay $10, and it's gonna sell for $25, and you're gonna make $15. There's a 
lot of fees that Amazon charges if you're new to this. If you're old... If you've been selling for a 
while there, don't avoid oversized items. There's a lot of opportunity in oversized items, bikes, I buy
a lot of the frozen licensed plates, any kinda Disney coffee maker, Star Wars, guns, razor scooters, 
that's one of my favorite products at Target on Black Friday. They always discount those. Also use 
Profit Bandit to see your fees. And Barrington, I lied. I wanted you to explain. You wanna talk a 
little bit about your KidiBeats drums? 

0:23:58 S3: Yes. And this is... Lance just used this product as an example. But what we look at here
is this product, every single year Amazon is on this product and they will run out, it's a guarantee 
they will run out. And I remember one year we went into, I think it was Kmart, and we were picking
up some of these drum sets. I think we were buying for $16, and I had 13 in the cart, and I said, 
"Sara, I am going to list merchant fulfill and I'm gonna sell, I'm gonna put about 25." She said, 
"Don't do it because if we over sell, I don't know where we're gonna find anymore." So, I listed 16 
while in the store, before I got to the register, the cash register to checkout, every single one of them
was sold. And I was just able to go to the UPS store and send these off.

0:24:48 S3: So, it's something that we watch every year, we look at the profit, but what Lance was 
trying to help you guys to understand is, you have to look at the revenue calculator, make sure that 
you're actually making a profit before you go and send the items out. And it's great with Profit 
Bandit, I think when the sales rank is below 5,000 it vibrates in your hand, so you know "Yeah, this 
is a great product, I'm gonna go ahead and grab this one." And Profit Bandit is like $15 a month or 
something like that, very, very, very useful tool to make decisions.

0:25:17 S2: Alright guys, so we're still good on time here. This is the Profit Bandit app and you can
also determine profit through this. You could just click on this buy thing here, and you can type in 
how much you paid for it, and then if you go to sell you can click on the price that it's going for on 
Amazon, and it will spit out your profit for that. So, when you guys head out on Black Friday, 
which is a great day to source, a lot of people source on Black Friday. I usually wait for that day, I 
don't go out Thursday even though a lot of stores are open. You're gonna see a lot of products that 
probably are selling for around $10 bucks, and on Amazon they're gonna be going for $21.99. One 
thing I wanna tell you, is to use caution with those kinda products, cause when you get a home a lot 
of them might be selling for $17.99 or $18.99.

0:26:10 S2: So I wouldn't recommend loading up on those items 'cause you're only gonna make 
maybe three bucks on each one, and there's definitely a big chance that people are gonna move in 
and lower the prices. It's not always true, but if you put it in... There's a program called Keepa, you 
can also store the products to see if they go up or down. Another product that I like to use is 
InventoryLab, I send in all my products with InventoryLab, it's really gonna make your life easy 
around Q4. It calculates all your profit, and it makes the workflow process a lot easier. There's little 
forms you have to fill out when you're sending stuff to Amazon, it makes it very, very easy.

0:26:53 S2: So, with profit I also like to use Eric Hardwick, he's a million dollar seller, and he has a
really basic system that he uses. And here's some numbers that he throws out, if he pays four bucks 
for an item, he likes to sell it for at least $15 minimum. If he's paying $10 he wants to sell it for at 
least $24.99 minimum. And this doesn't have to be the model that everybody uses, but he's an 
experienced seller so I like to tell people about what he does. Another tool if you guys haven't heard
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HelloProfit, it's helloprofit.com. Excellent tool, it totally changed my business in the past three 
months. I've just discovered it, I don't know how long it's been around, but I just started using it. It 
literally breaks down your numbers perfectly to the cent. And I've had months where I'm doing 
400,000 to 500,000 a month, so I need a tool like this to break my numbers down or it can get very 
ugly, very quickly. There's also promotions that it considers, it considers all the promotions and all 
your Amazon ad expenses are figured into this tool.

0:28:01 S2: So, how many sellers is another thing that we wanna think about when we're buying 
products when we go out on our sourcing trips. If the rank is extremely low and there's some profit, 
the amount of sellers doesn't matter as much, 'cause obviously we're gonna get rid of it. And there's 
another thing you can do too, let's say there's a guy that's low-balling and then the price is higher for
the next couple of sellers. There're some tools that you can use. I like to use my buddy's tools, John 
and Eric, they have something called Seller Extensions. I like to go to there, and they have 
something called stock check. I think they're doing some updates right now so you might have to 
give them a week or so, but that helps you determine what the inventory is of all the sellers and it 
actually displays it on the screen, for a quick reference.

0:28:46 S3: And that's great Lance. I just wanted to jump in here.

0:28:49 S2: Go ahead Barrington.

0:28:50 S3: I had an awesome experience, we were in Q4 and somebody came into my [0:28:54] 
____ house store, and they found our products and they started to sell. And I went back into their 
store, so, I'm looking around I'm like, "Okay, let's see what this guy has." And I'm looking at one 
product on Monday, they had 987 in stock, and we were doing it the old way. We were adding to the
cart. Putting 999, ensure that okay let's check, so we checked on Monday they have 987, on 
Thursday they had 17. Seriously on a Monday 987.

0:29:21 S2: Wow! 

0:29:21 S3: On a Thursday 17, you know this product is going crazy. So, we found that product and
we've had that product for the past three years selling on Amazon because when it comes to Q4, you
cannot keep this product on the shelf, it's just selling, selling, selling. And the beautiful thing is, 
when you build a relationship when you can start to reorder. I mean I always told Lance about the 
three emails ordering and having shipped straight to Amazon... Amazon receive it, it's a beautiful 
process but whatever we can do throughout this Q4 session, we're gonna teach you guys everything 
we know, we never hold anything back, we'd like to give you the meat.

0:29:58 S2: I'm glad you brought that up, Barrington. 'Cause I've wrote that down and I forgot 
mention about monitoring people's products, 'cause obviously that's a hell of a product that you sell.
So is there a lot of variations, there is. And Review Spy breaks down those, which is another tool 
that Seller Extensions has. For example, if there's a shoe that you're researching on Amazon and 
let's say there's five different colors, there's blue, black, brown, yellow, red, it will tell you, let's say 
red's selling the best, it will break down each color and show you how many reviews belong to each
color, which is an awesome tool. I think you wanted to talk about this, Barrington. Restricted 
categories, I'll let you talk about this, and I'll move on to the next slide.

0:30:46 S3: Sorry, I was on mute trying to talk.
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0:30:48 S2: No problem man.

0:30:50 S3: Yeah, I really wanted to talk about this restricted categories because I've seen so many 
people panicking, "Oh geez, I tried to list this product and it's restricted, oh my whole Q4 is done, 
I'm done." No, we want to give you that positive attitude, and that positive attitude is, let's say you 
walk into a store and you have a Profit Bandit or Amazon Seller app and you go in, you scan a 
product, it's great, excellent profit, but guess what, you see that big, red restricted, you cannot sell 
the product. Should you just put that product down and be like "Oh well, I'm restricted so I'm not 
even gonna touch it." Look, this is a golden nugget for you. If you have access to that product there 
are persons who are global, persons who are connected to this webinar from all over the world, 
within your group if you could broker a deal to say, "Hey, I can find this product."

0:31:50 S3: And obviously as Lance mentioned, you're gonna build trust in the beginning, you're 
gonna have to build that trust because maybe somebody's not going as, "Well, do this for me." Once
you build trust you provide great value in your groups. And if you're able to broker the deals, we're 
like, "Listen, I will make purchases for you and send these in to Amazon." We have done that and it 
has been extremely successful, because other persons are not restricted. I just use the analogy, if my 
Amazon store were to be suspended tomorrow, guess what, I have a ton of inventory, what do I do, I
will just broker the deals for someone else. I remember, Lance gave me a tip on a sheet set called 
SHEEX.

0:32:29 S2: SHEEX.

[chuckle]

0:32:31 S3: And it was we're buying at $29.99 and we're reselling for $179. Now I had a friend in 
New York, and I told her, "Listen, if you can go out and get these for me, I will give you $10 on 
each one." So she runs out and she finds 20 in a day, that's $200 additional for her. Let's say she 
does this five days a week, that's $1,000. All she did was make the purchases for me and send them 
into Amazon, pack, I just created the shipment and sent it to Amazon. So it was a win-win. So don't 
think about restricted products as, "Hey, it's all doom and gloom." Try to work out a creative 
solution where you can help others in your group benefit, and it will just be an amazing thing.

0:33:16 S2: I'm glad you mentioned that, Barrington, 'cause there's probably international sellers 
thinking, "Man, what's in this webinar for me right now." And Barrington just hit it right on the 
head. He's in Jamaica and he has somebody from New York sourcing product for him in the US, 
sending it in to Amazon, and he just has to send her the labels. And you guys could replicate that 
process and do the same thing, so it's very encouraging. What is also encouraging is the fact that we
can learn from each other with these different categories. I was selling toys mainly. I learned from 
some of my business partners about home appliances, home and kitchen, and now as you can see 
my numbers here, I did 20,000 last... I'm not sure what data I pulled, I think I pulled the last 13, 14 
months, but I did 20,000 in toys and now I'm doing almost 300,000 in home appliances with that.

[chuckle]

0:34:12 S2: So it's very interesting, and this was pulled from last year. It's very interesting what you
can learn from other people, so don't be lazy with restricted categories, and don't get comfortable 
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with what you're doing, 'cause there's always other things out there, and you just have to stay 
focused. So restricted categories, there's less competition with shoes, which is obviously a restricted
category, it sells all year long. My man Abe, my buddy Abe, he's gonna be doing some bundling 
stuff with us, has a great resource here for stores that he likes to do online arbitrage. For you 
international people out there that wanna shop US stores, send those to some kind of fulfillment 
center, like the Ballards. There's another one here that I have that Jim recommends, it's on my 
presentation. And also, some of my favorite stores for restricted categories are Ross, TJ Maxx, the 
Braziers. Pastor Ken, one of the guys in our group, he said it's pretty awkward for him being a 
pastor in TJ Maxx shopping for bras, but he said that the money is just too good to resist. So that's 
one of his favorite, favorite products. He's calls is brabitrage.

0:35:22 S3: And you know what Lance? That's some thing different categories can just be just 
amazing to your business. What we look at, shoes, I never sold shoes, but then Lance is like, 
Barrington, licensed shoes that have light up for kids.

0:35:39 S2: Exactly.

0:35:39 S3: These go crazy for back to school, these go crazy during Q4. So just think about what's 
the hot cartoon that's out now, what's that branded shoe that they have, is it Teenage Mutant Ninja 
Turtles, whatever it is, think of buying those, get that information, and if you are approved for shoes
you could do really well. I met one person, I think Jill, I'm not sure if Jill is on. And Jill told me 
after Q4, she sold so many shoes and it continues all throughout the year. That's just one category 
that she picked up, so that's an additional revenue stream to her business.

0:36:13 S2: Awesome, Barrington. And here's the fulfillment center I mentioned. And here's the 
slide for that, because the Ballards fill up very quick. If you're international or if you're somebody 
that wants to shop online and have a fulfillment center send things into Amazon for you. 
Worldwidefulfillment.com is another great one that Jim recommends. Briefly, I'm gonna talk about 
clothing, just because Q4, I feel like toys are really the king of Q4. But one thing I've found around 
this season, the pajama sets sell very well. Around that time of year it's cold. The pajama sets are 
made for the weather, for that time of year, so that's a very good seller. That's my explanation on 
clothes.

0:36:56 S3: Hey Lance. When we go into stores and persons are asking, "Hey, why are you buying 
so many pajama sets?" What's usually your response, because [0:37:05] ____, dude, what do you 
tell these people when you're in these stores? And they're asking, why are you buying so many of 
this? What's your canned response? What do you tell them? 

0:37:14 S2: Sometimes I say I get paid to shop. That's a really good excuse that you can use. You 
really don't have to come clean to everybody, 'cause your time is valuable. Some people think, "Oh 
my gosh, I gotta come clean to everybody. I have to confess what I'm doing." But our time is 
valuable and we have to leverage every minute. So this is one of Barrington's favorite, the grocery. I
typically stay below 100,000 with grocery. Groceries sell seasonally and all-year round. But for 
Barrington and I, Barrington, this is our favorite, right? Grocery around Christmas time? 

0:37:56 S3: It's just amazing what happens during Q4 with grocery, because think about it. Persons 
are buying for gifts. Thanksgiving, Black Friday, Cyber Monday, all through that time they're 
buying gifts, they're buying gifts, they're buying gifts. Obviously, we sell coffee and that's the time 
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of year that persons buy so much coffee just to send to family members, like "Hey mom, here's a 
nice coffee for you. Here's a nice eight-ounce coffee." Starbucks gift sets, those do extremely well, 
because Starbucks is a popular brand name, so everybody wants to get that Starbucks gift set. If you
can find it in a store and it's at a reasonable price and you can sell it online for profit, those are the 
ones that you want.

0:38:40 S3: And when you walk into the stores, they will give you ideas of what sells well together,
what to put together for a nice bundle. If it's a marshmallow that's something else that 
complimentary. We're gonna bring Abe on and he's going to be talking about bundles and that's 
gonna open your eyes for Q4. Guys, we really want you to maximize this time of year, because as 
Lance mentioned at the beginning of his presentation, for two months of the year, you could make a
whole year's salary, but you have to put the work in.

0:39:09 S2: And you remember, Barrington, when we were looking at MerchantWords, and again 
guys, MerchantWords is just a tool that you can use and it shows you monthly searches that people 
are performing on particular products. I remember we were in... I can't remember where, like in one
of the conferences, and we were looking up coffee mugs and it was like two million searches a 
month, which is absolutely ridiculous search volume. That would be a nice bundle, a nice 
complimentary item. If you're selling coffee, if you could bundle that with another branded cup. 
Remember bundles have to be branded now. Here's some home and kitchen items I'd like to see.

0:39:45 S3: I think we skipped a great bullet point. I need to visit. I like that one. Better go back. 
One second.

0:39:52 S2: Go ahead, Barrington. We can't miss anything.

0:39:54 S3: This is important for grocery. Always check expirations. Again, let me highlight. 
Always check expirations. Guess what? Sometimes you might see a great price, but you might 
overlook the store saying, "Hey, these are close dated, so we're just trying to get rid of them." So 
always look at expiration. Make sure you have a good six months to a year out.

0:40:16 S2: Absolutely. Some home and kitchen products, shower curtains, home goods. I made a 
lot of money selling those from home goods. Any kind of licensed home and kitchen, home decor, 
especially these kids' products. Kids' bedding. Licensed bedding and knife sets is a really good 
home and kitchen product around the Q4 season in cookware. Every year, this is something I 
wanted to highlight. This is a totally different subject, but I think you guys will find value in it. If 
you are using Keepa, bear with me. It's a great tool, but every year, Amazon runs out of stock and 
prices go up on certain items. There's a tool called Keepa and you can use this to track products. 
You could also use CamelCamelCamel. Keepa is great for researching products.

0:41:09 S2: Some products that Amazon is selling for way lower than the third-party seller, so for 
example, let's say the pie face. Amazon might have it in there for $9 and let's say there's third-party 
sellers in there for $39. Keepa will track that and it will tell you when Amazon actually went out of 
stock and it provides all kind of graphs. And it's a free tool. It's a great tool. Let's do an example. I 
thought I had an example in here. It's around here somewhere. The KidiBeats drum set, here's one. 
And this is something that you guys should do. Right now you should start storing things in your 
Keepa account. Just go to keepa.com. I'll definitely sign up for that.
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0:41:53 S2: And this is the research phase, because prices are gonna change drastically in the next 
month. There's a lot of items that have been released right now. So it's easy to do. You just get on 
keepa.com, create an account. You go to Deals... This is just one of the tools I'm showing you guys. 
There's several tools, several purposes for Keepa, and you can add a product. So you could go... 
This is just an example. Let's type in KidiBeats and the product comes up, and then the tool will ask
you it wants some kind of threshold. So when Amazon pops out and this item is selling for $36.99 
or you can say $40 or $50, this will give you an alert. Say "Hey, the product used to be $19, but 
now it's selling for $36.99." So, it gives you an alert to your email and then you'll know that this 
product is now very profitable. And since you did your research now and you're entering all these 
products into Keepa, this will just be a nice toolkit for you when you go back out into, 'the field' I 
call it, and Walmart and Kmart. And you can pick these products up later that you normally 
would've missed if you didn't put 'em into this Keepa tool.

0:43:05 S2: Bundling around Christmas time, there is a product, I'm just gonna give you a specific 
example. It's actually on my Excel list. It was Swiss Miss K-Cups, and they came in... Of course K-
Cups is all Barrington, man. You introduced me to that. But it was easy. Anybody could do it. I got 
on the top hundred of grocery items and you can find that by going... Just go to any grocery product
and you go to the sales rank, and then where it says see top hundred in grocery and gourmet, click 
that and it gives you the top products, and I do recommend taking a screen shot of that 'cause the 
following Christmas, you're gonna see the same products that reappear on that and you'll be 
prepared ahead of time.

0:43:51 S2: But anyway, going back to my example. I found a product in the top hundred and I 
bundled that, which was a Swiss Miss, I bundled it with a pack of marshmallows. It was a branded 
marshmallow, the UPC. Everything was following Amazon's rules for that. And I just made the 
price a little higher 'cause the price was around $19.99 and there wasn't a lot of profit in it, but when
I added a complimentary product, the price shot up. 'Cause it was kind of a neat marshmallow, it 
wasn't your ordinary marshmallow.

0:44:22 S2: So that's a good example. There's tons and tons of products that you can look at, even 
in the thousands. If a product is ranked 2,000, in Christmas time it's gonna sell like crazy and you 
can bundle with that too. Brad Bartlett has an incredible course that Jim does with him. What is that
called, Barrington, the private, PPC or something? 

0:44:48 Speaker 5: Proven Performance Inventory.

0:44:51 S2: Proven Performance Inventory. Thanks Steven. So anyhow, this is an example of some 
products that I sell around Christmas, this is Swiss Miss. It comes in a set of five and it sells well 
every year. It's a great item to bundle. And this is the fun part. We're getting into some of the 
specifics. Barrington, you love this. This is the Starbucks gift sets. These are usually located in 
Walmart up in the front. Some of the other stores are starting to carry this now, it's becoming more 
popular.

0:45:22 S3: Oh yeah. Oh man, this is good stuff.

[chuckle]

0:45:26 S3: When it comes to coffee, and just go back quickly to that slide Lance.
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0:45:30 S2: Sure.

0:45:35 S3: When I did my research for coffee, apart from oil, coffee is the next most traded item. 
And anything that surrounds coffee is gonna be good. So coffee mugs, coffee creamer, whatever is 
associated with coffee. And during the holidays, all these gift sets sell so well because "Oh, let me 
just... Dad drinks coffee, mom drinks coffee, my aunt, uncle, everybody drinks coffee." So I'm just 
gonna buy a quick gift set and send it in. So if you can find these in a store at a good price, grab 
them, have them be ready to be sent into Amazon.

0:46:06 S2: Great, man. And this product right here, I'm probably an idiot for showing you this. 
[chuckle] I should probably hog it for myself, but I found that sharing always comes back and 
helps. But this is the Santa Claus, the life-size dancing Santa Claus, and I broke this down in a later 
slide, but if you sell these, I think I got 40 of these last year and I profited around $3,500. But 
basically, you can get these for $99 at Walmart and they usually sell for around 250 bucks. If you're 
wondering how to get that 99 off [0:46:39] ____ Dremel works tremendously.

[chuckle]

0:46:43 S2: Great item. You can easily get your... Whatever you paid for this Q4 group, you'll get it 
back four, or five, six times. This is my favorite aisle around Christmas time. This is the live pets, 
the DigiBirds, the Furbys, the WowWee toys, the Zuppies, the Zoomers and the Getwell dogs. 
Every year, this is profitable, this aisle. Every, every year.

0:47:08 S3: Just the colors, man, are real good. Just the colors [0:47:10] ____.

[laughter]

0:47:10 S2: I get so excited. As I was going back I started having seizures, man. I get too excited.

[laughter]

0:47:17 S2: Here's another product that I sell every year. And this is just a quick example of how 
you can contact the manufacturer, and if you've ever wanted to wholesale this item, these are 
gingerbread cookies. I got these at five below, Walmart and a bunch of different places sell these. 
Let's say you wanted to contact them, just go to listing. There's the manufacturer, Barrington told 
me this. It's a little reverse engineering. There's your supplier. Here's an email exchange with him 
and I, just to show you that I've done this stuff. I've talked to these people. I've bought wholesale 
private label with this kind of stuff. Some other stuff to look out for, the Peppermint Bark sells well 
every year. This is a great opportunity to bundle a complimentary product.

0:48:02 S2: Sorry, let me go back there. This is these chocolates on steroids, [chuckle] these are the 
real big... A lot of these chocolates will do the one-pound candy bar, the one-pound REESE'S, 
everything is big. And for some reason, people like these probably because it makes a nice 
presentation as a Christmas gift. This is the fun part, I love this part. This flamingo right here, 
somebody is really mad at me right now 'cause they made a ton of money last year...

[laughter]
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0:48:32 S2: But I buy this for $99 in Walmart lawn and garden section. It's there every year, I 
promise you it will be there again this year. And it gets low on stock as the season goes, and I get 
this for 20 bucks and usually sell it for around $70 to $80. It starts off at $59.99 and the price just 
keeps going up and up. Here's some more inflatables, inflatables, inflatables. Man, they sell every 
year. The Star Shower, this is kinda cheesy 'cause everybody sold these last year, but cheesy or not...

0:49:03 S1: And I can't live without Star Shower, Lance.

0:49:07 S2: You knew I was gonna add Star Shower, Nate.

[laughter]

0:49:10 S1: Well, since you've done it, Walgreens, that's where you get that one.

0:49:14 S2: Yeah, Walgreens and Rite Aid, I saw they're carrying it now too. It looks like 
everybody is carrying it this year, so keep your eye out on this, it might be over saturated, it might 
not be, but it was a great product last year. They need white lights man, they still haven't done one 
with just white lights. I think that's gonna be a killer.

0:49:30 S1: I know, they're still cool though. I sold 50 of those last year.

0:49:33 S2: Did you really? Nice. [chuckle]

0:49:36 S1: Cleaned out every Walgreens for miles.

0:49:40 S2: Oh, it's a rush man, I love it. Here's some more products. MerchantWords is your best 
friend for bundling, I actually used MerchantWords when I did this. I'm just showing you guys the 
bundle I was referring to earlier, the Swiss Miss K-Cups. MerchantWords showed me that this was a
great product and it was also on the top hundred of the grocery list, so I knew it was gonna be good.

0:50:03 S3: And again, Lance, you just wanted to let them know that you used MerchantWords to 
see what people are looking for.

0:50:09 S2: Sure, sure, what they're searching for.

0:50:12 S3: What people are searching for, and then you go out and find those bundles and put 'em 
together.

0:50:16 S2: And it will give you a monthly search volume, so you'll see a number that says like 
300,000, and that's how many searches per month on that product. Barbie, I'm not sure what the 
restrictions are this year, I know I'm still able to sell 'em. I'm sure several of you can still sell these. 
If you can't, source 'em for other people. Every year Target does the "buy one, get one free", and our
Q4 groups cleaned up last year. This was a tremendous product, people were going nuts over the 
"buy one, get one free" at Target. It happened around, I'd say around December 10th, it was a little 
later in the season, so it was like the icing on top of the cake. It was like a little extra treat. Every 
year Care Bears sell well for me, this particular Care Bear. Kinetic Sand, every year this is always 
on the list, people are always talking about this, this is actually from this year, I just took these 

10/19/16 Page 15 of 29



ProvenQ4Plan.com

pictures recently.

0:51:10 S3: Lance, you see what it says? Kinetic Rock. [chuckle]

0:51:13 S2: Rock, that's right. Look what the Rock is cooking this year.

[chuckle]

0:51:18 S2: Play-Doh, every year there's a deal of "buy one, get one free" on Play-Doh. Baby 
Alive... Ollie's Bargain Outlet, I love that place, especially for kids bedding and also for these Baby 
Alive, and different discontinued toys. If you live on the East Coast you'll have the pleasure of 
having an Ollie's Bargain Outlet. We're gonna have Danny Owen, which is one of Ryan Rigger's 
good friends, and he's gonna talk about some other stores that he sources, so I'm excited about that 
bonus content.

0:51:45 S3: We have a lot of Bonus content.

0:51:47 S2: Lot of Bonus content, Barbie Styling Heads. I'm gonna move through this quickly guys
'cause we are running out of time. The Little Live Pets birds, these sell every year for the last two 
years. This is new, I haven't seen this... I didn't see it last year, it's probably something that was 
launched in maybe July or August. I'm interested in that. Board games always sell well every year, 
the vintage ones at Target on the end cap, keep your eye on those, there's a short window for those. 
People usually catch up, third party sellers catch up and low ball that, but there is a short window 
for these every year. Pioneer Woman, [0:52:24] ____.

[overlapping conversation]

[chuckle]

0:52:29 S2: That was big league.

[laughter]

0:52:32 S2: Tell the Eddy's story real quick, and then we'll wrap it up here. I got a few more 
products and some stuff.

0:52:36 S3: Oh, this is... And again, we do our due diligence, but when a product is hot, it's just hot 
and these cops are just crazy, and this one guy in the story was he came up to me and said, "Hey. I 
didn't even start until December and I got one tip and I made $100,000 in sales." So guys, just look 
out for that one golden nugget that could just make it, and you know what? Last year we were 
challenged. Somebody said, "Well, you know what? I'm not sure if I can do it with these Q4 
groups." And I'm like, "Based on what you're gonna get here, you can pay for your membership 
over, and over, and over, and over again, just by sticking with your groups and also listening and 
taking massive action."

0:53:17 S2: Definitely guys. Rock 'Em Sock 'Em, every year this sells well. This is like a game 
probably your grandfather had or dads had. This is an old game and it sells well every year. The 
character sets, whether it's wrestling, whether it's the Avengers, or Frozen, or Batman, the A-Team, 
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every year that seems to sell well. Paw Patrol character sets, this is something you definitely wanna 
look out for. Board games, board games, every year. Christmas lights, Walmart has some of the best
selection of Christmas lights.

0:53:55 S2: Target has some... I call it the clean inventory. Target's very clean. I like the dirty 
stores, they seem to be more profitable. The Icicle Light, this is an exact product I sold last year. 
Had a lot of sales on this one. I don't even wanna share this. I can't believe I'm doing it. The big lots 
hot sauce. I sold a ton of these last year, some of them I had to fulfill myself because of the hazmat. 
I didn't care, I still fulfilled 'em. I was like, "You know what, these things are just tremendous, I 
gotta just send them in myself."

0:54:29 S3: This is a collection. We have Las Vegas, you have Houston. It's a collection. It's going 
to be really big.

0:54:37 S2: Even if you create a listing, Barrington, 'cause some of these I just created a listing to 
get around the hazmat and I sent them in FBA just by creating another listing. And I didn't even do 
any promotions. That was kind of the time where the giveaways which... Amazon really changed 
that now, but this was just products I launch with no giveaways and they sold like crazy.

0:55:00 S3: And guys, don't worry that he's moving through because you're going to have access to 
this PDF. You're gonna have access to this slideshow so you're gonna have all that so you can take 
your time and go through one by one by one.

0:55:10 S2: And also guys, this is just the beginning. This is retail arbitrage. We have tons of 
webinars on bundling and what to do after Christmas. I don't wanna overwhelm you but there's a lot
more to come. And here's the big lots hot sauce? I can't even believe I'm sharing this too. I was 
buying these for 10 bucks, selling them for $39.99. All day.

[background conversation]

0:55:33 S2: Yardstick. This is the yardstick twitch bar. I know somebody is upset with me sharing 
this, but I like to give back to you guys. This sells for usually $36 to $40. It is oversized so make 
sure you check your fees with the Google... The Amazon. If you Google the Amazon Revenue 
Calculator or Profit Bandit, you can find out how much money you're actually making off these. 
Winter kids gloves hats, any holiday time products... So what I did is, I wanted to give you real 
results. I'm not just gonna tell you, "These are cool, go get 'em." This is orders that I had, I just did a
search, I filtered the word 'holiday time.' I just put the dates from November 1st to December 31st 
of last year. Last year was 2015. I seem to forget the years now. I'm getting older, but I sold 96 
holiday time products and that's just scratching the surface.

0:56:25 S2: Some of the products don't actually say "holiday time" on the listing. Lights, here's a 
145 different lights that I sold last year. I just put the keyword "lights" in. Inflatable products, 41. 
Which I know I sold a lot more than 41. Maybe if I add an 'S' or I do some stuff, some more 
products will come up. But guys, if you're thinking about... Your investment that you made in this 
course. Believe me, you're gonna make it back tons and tons of times. And this is a perfect example 
of that, I sold 40 of the dancing Santas. So you guys, now you know I'm not a liar. I didn't just say 
that to make your eyeballs roll back. Here's the 40 sales...
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0:57:06 S3: Real results.

[laughter]

0:57:08 S2: Gotta reap the results. So 40 of these and I made about 100 bucks on each one of these.
So that's about $4,000 profit.

0:57:16 S3: Easy profit.

0:57:18 S2: Easy. Leveraging credit just real quick, Chase Sapphire Preferred is one of my favorite.
The great Annie Do recommends this. Great bonuses, traveling, a lot of good benefits. Cabbage has 
saved me several times. I load up on inventory so much and I'll leverage anything I can to buy more
around Q4. Some people don't really like using credit or leveraging credit and that's fine too. This is
just my strategy. It's a great loan site. As you pay, let's say you get a loan for $40,000 and you pay 
$10,000 the first month and you pay $20,000 the next month, they'll keep putting money back into 
your account as you pay it off.

0:58:03 S2: You could also plug in your Amazon account. If your credit's not great, you can plug in 
your Amazon account and they could check your history. They really try to work with everybody. 
Last year they loaned me about 30,000, and believe me guys, any additional money you can get 
around Q4 is great. So here's some more, you guys can look at this after we send you the 
PowerPoint and get some more ideas about good promotions like... Let me go back actually. Like 
eBates, eBates is great to use if you're doing online arbitrage. American Express OPEN Card, Blue 
Card... Barrington sounds like you wanna add something there too.

0:58:41 S3: Yeah, no I just wanted to say persons have... I know they have a ton of questions 
coming at you so just save your questions, we're almost done with...

0:58:47 S2: We're Almost done, yep.

0:58:48 S3: And once we go through the presentation, we're gonna be around another 20 minutes 
just taking all your questions as much as possible. And then everything else we'll channel through 
the Facebook groups and all of that. Because I know it's a ton that you have to deal with at once, but
you're gonna have access to the slides. And remember guys, don't get overwhelmed. Look at one or 
two or three products that you can go out and do tonight. Take some action tonight, tomorrow and 
then you can start having questions that are really specific. We like these specific questions like, 
"Hey, I'm in Walmart. Should I buy the red one or the green one" or you know, specific questions so
that we can get you on your way really quickly. So I know you have questions, once we're done 
with our presentation, we're gonna take your questions for about 20 minutes and we're gonna just as
much as possible give you that actionable information.

0:59:30 S2: And guys, I wanna encourage you too to... I know this stuff in the beginning can be 
boring and redundant, but the boring stuff is what makes you the most money. This stuff at the end 
is exciting too. And this is gonna do really well too, but make sure you apply the foundation and the
principles when you go out and make sure you're being attentive to profit and checking your 
reviews and checking your rank and that kind of stuff. So that's all I have Barrington, I just want 
you guys to know that the presentation does end here but your journey begins today. These next two
months are gonna be very crucial.
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1:00:06 S3: Definitely. The next two months are going to be the make or break. What we can 
guarantee you, that we are here with great actionable information to help you. So you want to 
ensure that you're taking action. Sometimes, persons will go off and they start saying "Oh! I can't do
this, I can't do that." Remember, stay focused, stay positive. This is something we've done over and 
over and over again. If we can't help you to do this, I don't see anybody else that can help you. We 
know we can do this. This is something we are confident in. So we want you to just be here, take 
action, really work this business because you can. So Nate, jump in here and get some questions and
let's start because maybe some of them will overlap, maybe one answer could serve for five 
questions. So, Nate, let us get some questions and we can start rolling.

1:00:48 S?: Let's do it brother.

1:00:50 S1: There's so many questions, it's crazy. Jim Cockrum and I have been answering them as 
effectively we can, but we are just getting pummeled here. There's one good question, if you're 
international maybe you're asking about "Well, how do I do retail arbitrage?" If you are in the UK, 
do it there in the UK. You can't necessarily do it in the US. But the online arbitrage stuff is coming, 
that information is coming and that's where you really gonna wanna get in on this and take 
advantage of it. Gosh! There are so many good questions here.

1:01:33 S2: Also, Nate, I wanna encourage the international sellers that we have a lot of good 
content coming up with wholesale Q4 and talking about actor Q4 and sourcing products, not just in 
the stores but other ways as well.

1:01:47 S4: We do have people actually Nathan, who live outside the United States who are hiring 
people who do live in the United States to do their retail arbitrage sourcing for them. That is 
happening. Crazy! 

1:02:00 S2: Barrington, you're doing it. [chuckle]

1:02:02 S4: Barrington does that right? You've got workers... There's literally, if you have an 
internet connection, you can do every aspect of this business. We will destroy every excuse you 
have. I just want to throw that out there. And not just with theory. With a list of people who are 
overcoming whatever obstacle you think is in the way.

1:02:23 S3: Yeah. Jim, last year there was a guy from Vietnam. When he told his number on a day, 
we said "Where are you?" He said "I'm in Vietnam." And I did... He said "We did 2,000 or 3,000 
that day." Our eyeballs rolled back and we're like, "Lance we have to hit the road again." [chuckle] 
This guy's in Vietnam doing these numbers.

1:02:41 S2: It was amazing too, Barrington, 'cause he can share with his fellow sellers in the 
international lounge and he can also pop in his mobile groups, so he can find out what's going in 
there and he could get some tips from his international lounge. The minimal groups are so helpful 
for international sellers.

1:02:58 S3: And most of these products were what he got from his WhatsApp groups.

1:03:03 S2: Yeah.
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1:03:05 S1: Yeah. Another big question is being asked here and maybe we could hit a couple of 
birds with one stone here, but talk about bundling and two of the questions I'm seeing asked here is 
with bundling. First of all, how do we do it... Let's for the people that are brand new explain what 
we bundle, why we bundle. And then another big question is, is do you have to use a lot of Amazon 
sponsored ads to bundle those items? How do we figure out where to price those items? Let's talk a 
little bit about that.

1:03:44 S3: I can take the first portion.

1:03:45 S2: Yeah, go ahead with the first and I'll add some stuff too, Barrington.

1:03:49 S3: With bundling, just to kind of give you the basics of what it is, it's really... Let's say you
see a product as Lance mentioned, its the K-Cups and it's already a good brand name. You've 
bundled something complimentary let's say marshmallows for the holiday season. And what it does 
is it allows you, if that product was not really making any money because there are so many sellers 
on there, doing a bundle now puts you in a different light. Because person's are gonna say "Oh, this 
is a complimentary item that I was gonna buy anyway. So if I buy the K-Cups, I don't have to 
actually make two purchases. Now I can just buy this all together and have it shipped on one 
shipment."

1:04:31 S3: Remember you have to think about your end user. Think about the user that's doing 
baking for the holidays. They would love if they could find the baking pan and the baking powder, 
everything in one bundle and they're like "Yeah, I need all of these things. I'm just gonna go ahead 
and make one purchase." That is the effectiveness of the bundling strategy. Your consumer is able to
make a purchase of all the required items at once, as opposed to buying one, then going in to adding
another one and adding another one, so that's the [1:05:00] ____.

1:05:00 S2: Another cool thing, Barrington, is sometimes holiday items don't even need a PPC, 
which is Pay Per Click, other words, an Amazon ad. Sometimes you don't need to do it because the 
search volume is so high. Fo
xample, the Swiss Miss K-Cups. When I listed that I was actually setting up my Pay Per Click and 
they started selling before I even had a chance to do it. Another strategy you can use if you're doing 
a bundle, make your Amazon ad competitive. Price it very low, so when your ad pops up... 
Basically what an Amazon ad is is people are typing in keywords like K-Cup and your ad pops up at
a lower price than all the rest of them, so that's a good way to launch a product around Q4. And if 
you have a nice holiday seller, you probably only have to keep it up for a week or so and you're 
gonna get some good traction.

1:05:53 S1: Man. You guys... The questions are coming at us like I've never seen it before. This is a
great group. You can always gauge people based on how many good questions they ask, and this is 
really amazing. Now one thing I wanna just clarify on, there are people asking about the WhatsApp 
connection to the group. Can you guys talk a little bit about what that is, what it does. And where do
you get hooked into that, so that you can get all the pertinent information from being in this group? 

1:06:27 S2: This is you Barrington, this is your game.

[chuckle]
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1:06:31 S3: The WhatsApp is just another format of communication. It's a chat that's on your 
mobile device, so you'd send your... When you got signed up and registered, they ask for your 
mobile number. So you would have this app that you'd download from either the app store, or the 
play store, onto your phone. And you have 50, or let's say, 54 other persons in each group with you, 
and you communicate like, "I'm in Walmart, I found this wonderful deal." And the WhatsApp is 
great because you can send voicemail, you can also take a picture really quickly, so it helps you 
with making instant decisions. So you're in a store, and you see five different items, and you're like, 
"I'm not sure which one to buy." So what you can do is take a picture, send right back to your group 
and say, "Hey guys, what do you think about this product, is it a winner?"

1:07:17 S3: And from there you get 10, 15 responses, like, "Yeah, go ahead take everything." Or 
"Don't buy this one." Or, "Be careful with the red, or... " So you'll get really good advice to help you
to make instant decision. If you're not in a WhatsApp group, as of now being on this webinar, all 
you have to do is just send... Or just ensure that you touch base with support, my silent team. Or 
you can... On the Facebook group, ensure that you just put a message in there that, "Hey, I'm not in 
the WhatsApp group." And you'll be placed in a WhatsApp group. Because there are so many 
groups being formed. And remember, we keep them deliberately to like little below 60. So 55, 58, 
we keep them deliberate that way, so that your information is not shared with everybody, that's your
private information for your groups.

1:08:01 S3: What the Facebook group serves for is general announcements. "Hey, we're having a 
Webinar this day." If there's a general tip, we post that in the Facebook group, but your WhatsApp 
group is your small team that you're gonna communicate with for the next two months and beyond 
to ensure that you get great deals. So if you're not in a WhatsApp group right now, go ahead and just
send a message on Facebook or to support.

1:08:25 S2: Barrington, I still remember the first time that you showed us the WhatsApp in our 
group, and I did not wanna share deals, 'cause let's face it, I'd just met you guys, and I was still in 
that philosophy like, "Oh, if I share, they're gonna steal my ideas." And then pastor Ken posted... It 
was like the catch phrase game from Kmart. And I was like, "Okay, I'm building trust here." So I 
went to Kmart, and I picked up two carts worth of these things. I'm like, "All right, I think I'm 
gonna start sharing now. This is working."

[laughter]

1:08:57 S3: And remember this is not... These are just the holiday specific item. This is not your 
personal product that you've had for the whole year, and this is something that you worked, no, this 
is holiday specific items that are gonna be out there, they're gonna be out there already. So it's the 
first one to the game. And the real good thing about this, is you want to ensure that you're the first 
one to buy and send in to Amazon, or to buy and send merchant fulfillment. Timing is of the 
essence, because if others get a hold of it, everybody's gonna rush in and they might go to the race 
to the bottom. You try to avoid that by being really quick at making decision, and your decision is 
gonna be really tailored because of the information that you're getting from your groups. So again, 
the Facebook group is for general information, general announcement. Your WhatsApp group is 
your small team that you're gonna be sharing ideas with throughout. And remember, we have a lot 
of groups. So you might not see me and Lance everyday in a particular group, but as much as we 
can we're gonna be in there, and we're gonna make the general announcement on the Facebook 
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group, because we have a lot of groups going.

1:09:57 S3: And also there's an app. There's a WhatsApp Web that you can use to actually put your 
WhatsApp chats on your computers, or on your laptops or whatever. So it's called WhatsApp Web. 
So you just do a Google search, and it will just have you use your phone to scan, and then you can 
bring your chat over to your laptop while you're working. So you don't have to be using the phone, 
and being back and forth between the phone, and your laptop. So you use WhatsApp Web, and 
you'll be able to bring your WhatsApp right on your screen. So you can be typing with your group, 
and you can be searching on Walmart, and doing all these other things.

1:10:31 S2: So one more last thing, I know we've got a lot of questions. You could also send videos,
you can send a videos of yourself in the store. And you could hold a button in to talk. I don't know 
if you covered this Barrington, but you could hold the button in, so you can quickly send messages 
back and forth, which is convenient.

1:10:48 S3: That's gonna be really, really good.

1:10:51 S4: And one question that's come up is, in the WhatsApp group, is it just gonna be a bunch 
of newbies stuck in there together? Or will there be some more experienced people? 

1:11:01 S3: That's a great question. Excellent question. We never have a group of newbies, because 
there are so many people. We have experienced sellers, we have sellers from last year, and the year 
before, and we also have admins in it. So Admins to be a guide everybody, like " Okay guide them 
along this way, guide along this way." So there'll be admins, there'll be experienced sellers, there are
sellers who just started, sellers who've been in there seven years, five years, so it's a nice mixture. 
And we also have the International UK Lounge, that has people in the UK. So it's always a nice 
mixture, we never put all newbies in a group, no.

1:11:31 S2: And just one thing about newbies that I want people to be aware of. They are one of the
hardest working sellers that I've seen in the years of doing this Q4 program. And they will go out 
and prove themself, and source, and source, and share, and share. And we've had several newbies 
do... I remember Doug did 100,000 his first Christmas. We've had 70,000. And the newbies are... 
My best advice is not to discount the newbies, cause they will work hard and Q4 is... I don't care 
what you know about Amazon, Q4 is hustle. You can watch this webinar all night but if you don't 
do anything you're not gonna make any money.

1:12:10 S3: That's it. It's all about taking action. Love that point, Lance. Excellent.

1:12:17 S1: Next. Going back to bundles real quick, there's a question... A couple of questions 
about bundles real quick. One I'll answer real quick. One question was how does your bundle get an
identity? Where do you buy UPC codes? I use a site called barcodestalk.com. They have GTIN 
codes, codes that could be brand registered, codes that will work efficiently, you wanna be real 
careful about that. Always buy your bar codes for building bundles from a reputable source, but 
here's a question for you guys Barrington and Lance. Do these bundles have to be branded? 
Meaning can we sell Star Wars over here with Star Trek bundle? 

1:13:05 S2: The thing with the branded products, that's a new thing that Amazon just put out. Like 
let's say I'm selling the Swiss Miss, let me just keep using that example, and if I brand that with an 
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unbranded complimentary product, it will give the buyer an experience that that product I branded it
with... Not branded it, that I bundled it with is it actually manufactured by Swiss Miss. So the 
reason for that is that Amazon doesn't want these brands to be tarnished by the thing that we are 
bundling with them. If that makes sense.

1:13:40 S3: Yeah they don't want customer confusion and it has to be a complimentary item you 
can't put oh Star Wars as a popular product so I'm gonna put a Star Wars sneaker with Swiss Miss 
K-Cup, it's not... That's now how it works. It has to be complimentary.

1:13:53 S2: I'm gonna love that bundle [chuckle]

1:13:54 S3: With Amazon they're saying listen, the bundle should actually help the customer. It 
shouldn't be because you want to make a sell, you're gonna put something popular with just another 
no-name or whatever. It has to be a complimentary item that's gonna make great user experience.

1:14:12 S2: Let me reiterate a product. It was in my presentation but in case you guys missed it, it 
was kind of in the more beginning boring part. The Pie face, one of my business partners and he 
said that I could talk about this. He bundled the Pie face with another Pie face product, it was like 
probably the same makers of Pie face that made this other board game with the moustache on it and 
he made $20,000 bundling those two games together 'cause it was something that added value for 
the customer.

1:14:40 S3: Right. Has to add value.

1:14:43 S2: It was another brand. It was brand. It wasn't a generic product.

1:14:52 S1: Guys the questions, they're just wow, it's coming at us. There's a question here, I've 
seen the second question asked a couple of times, for the people that are brand new to this, that you 
didn't get your first FBA shipments sent into Amazon by October 10th, right now you have to sell 
merchant fulfilled which... Don't worry about it. I do it everyday. I'm shipping about 200 to 250 
units per day out of my location merchant fulfilled. I'm not personally, I've got a team here helping 
me because if I had to do that, oh man...

[laughter]

1:15:29 S2: That's funny you mentioned that because when I first started, there wasn't FBA. There 
was but I didn't really trust it cause that's how I was till I met you guys, Jim, and opened up a little 
bit. But what was I talking about, my mind just went blank.

1:15:47 S1: Merchant fulfilled.

1:15:49 S2: Yeah. Yeah, thank you. That happens a lot to entrepreneurs, our minds are everywhere. 
So with the merchant fulfilled products, I had piles and piles of orders when I first started, the deals 
would come especially around December 15th, you go on there and everything is backorder, 
backorder, backorder 'cause Amazon can't handle it. They can't handle it now. People are sending 
stuff in and you guys have seen all the different policies that are happening and that's why they're 
restricting sellers now. They can't handle it. So you're still gonna do well with merchant fulfilled, 
believe me.
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1:16:30 S1: One solution though, if you're in a position where you can't do merchant fulfilled, 
maybe you're outside of the country, there are a few prepping companies that will store your 
inventory, stock the inventory and send it in. I think myinventoryteam.com is one of them. There's 
one that's worldwidefulfillment.com that will also do it, but you gotta really communicate with 
these companies and make sure that they're clear on everything. But don't let that hold you back, 
just because you can't send it in FBA. What's gonna happen is the FBA sellers are gonna run out of 
their inventory first and guess what, the merchant fulfilled guys are gonna get that higher price...

1:17:20 S2: That's it.

1:17:20 S1: They're gonna be charged a lower fee and that product's gonna sell. And that leads me 
to the next question, is how do we price in Q4? Is there an indicator that shows us, "Hey we need to 
bring our price up right here because everybody's ran out and I'm the only one and my Zhu Zhu 
pet... " Which... Don't go out and buy Zhu Zhu pets by the way [chuckle] or Beanie Babies, but I 
was just giving an example. I'm the only one with this and... Now if you remember years back, 
Elmo, I remember Elmo's selling for $200, $250. Xbox's when they first came out selling for a 
thousand. You'll know when that happens, you'll know what to do, but there really is no magic 
formula to that, you just gotta watch price and go in and either reprice everyday or use a repricing 
tool.

1:18:17 S1: Ben Manino also... To add to that same question, also asked a really good question is, 
when do you buy what and when? How do you stage what you buy and when you buy for fourth 
quarter. Well, I'm gonna let you guys answer that here after I answer, but Ben, I'm buying for the 
fourth quarter starting in February of each year. I'm buying stuff in the summer specifically for 
winter, I'm buying out of season. Like my Halloween stuff, I'll buy it about five or six days after 
Halloween. My Christmas lights, I will clean off every Walmart shelf within like a 15 to 75 mile 
radius of where I'm at. Because I get them for like 80% to 90% off somewhere in the middle of 
January. I'll sit on that stuff for years, so it kind of depends on your technique and how you buy, but 
I usually buy way ahead of season. I'll buy my winter stuff in July 'cause that's when you can get it 
the cheapest if you're going after wholesalers. But we're talking about right now, what do you stage,
when do you stage? Well, I'd say toys right now, what do you guys say? 

1:19:34 S2: I agree with you with a lot of that stuff, man. Like with my private label, I've been 
sending stuff in like crazy right now, just stocking up like crazy. But with toys, I typically wait till 
Black Friday and I can still make 40,000 to 50,000 in December going out that late. And that's 
encouraging for some of you out there thinking, "Oh, man it's too late." You can still go out around 
that time if you put the work in. And I would recommend renting a cargo van because you don't 
wanna keep going and coming back and you wanna fill the van up completely and maximize your 
time.

1:20:17 S1: Wow. These questions you guys, wow. It's comin', it's crazy. They're a mile a minute.

1:20:24 S2: You guys are hungry. Man, I'm glad they're hungry this year.

1:20:27 S1: It's overwhelming. Yeah, so many good questions here. I'm just trying to find, not that 
one's better than the other, they're all good questions. Now here is one, ungating, we've got a lot of 
questions on ungating. Ungating for grocery, ungating for beauty. I'll tell you, getting ungated 
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during the fourth quarter is a little bit more difficult 'cause Amazon's so busy. There is so much 
coming at them in their customer support, in all departments that... Usually when you're trying to 
get ungated they'll just turn you down even though you send them all of the right invoices and all 
the right stuff. And as of recent, Amazon has really gone after a lot of these companies that do 
ungating and of category approvals. And it's a difficult subject now because there's really no one I 
truly trust. What do you guys think? If someone is new to the business, they're trying to get ungated 
in a category, what would you recommend to him, Barrington, Lance? 

1:21:34 S3: As you've mentioned Nate, if you can try to get on now, yes, go ahead but remember 
Amazon is really strict on the ungating process. If you wanna get approved for groceries, or you 
wanna get approved for health and beauty go ahead. Try and submit invoices, get this done. But try 
and focus on where you can make some money right now which is in toys or the other categories 
that are not really gated. Because you don't want to spend so much time trying to get this done and 
you're missing out on all the deals. Usually after Q4 is done, it gets a little easier because Amazon is
like, "Okay, now relax." Because they have even put the restriction where they're saying if you're 
brand new you can't send anything until after December 19, you have to do it merchant fulfilled. 
Just work with what's working right now. If you can, go up on the approval process, and if it works, 
excellent. We'll give you tips, we'll help you along the way whatever we can do, but at the end of 
the day don't get all depressed like, "I can't get approved for grocery, and I really wanted to sell 
this." Just focus on what's working for you right now and maximize the next two months.

1:22:36 S2: I agree with Barrington on that. I think there're some services out there where people 
assist you in getting ungated, like for grocery. It's a little more difficult though, cause you need 
invoices. If you go back in my presentation, I talked about reaching out to suppliers and turning the 
box around and trying to look for the supplier. So it wouldn't hurt to try to get some invoices and 
see what you could do because there's a lot of lot of money in grocery around Christmas time. But if
you don't get in, guess what, you gonna do great in toys too.

1:23:07 S1: Yeah, but here's a creative solution. Find somebody who is ungated and partner up with
them. Partner up with them, en-SKU your products so that in their account you can see exactly 
where your product sells. There's always a creative solution. One question here, and Ken I'm glad 
you asked this 'cause I might be saving you from absolute disaster. Your question is are there any 
special requirement for packing and shipping for merchant fulfilled. Like can I use peanuts versus 
bubble wrap, how much flexibility do I have with merchant fulfilled. Never use packing peanuts, 
ever for any reason, ever. And especially not sending it in to FBA, your shipment will get rejected. 
I've actually heard of people actually losing their account over that. Over packing peanuts.

1:23:58 S1: Never use packing peanuts. When someone ships something to me in packing peanuts, 
I'm just like, "I hate you." If you wanna get negative feedback from the customer, ship with packing
peanuts. They are spawn of the devil, never use them, burn them on site. Bubble wrap's good 
though. And another thing too, go into Craigslist in your area and look for people trying to sell their 
boxes or their bubble wrap, or go into the items wanted or the free section, and sometimes you can 
find free moving boxes or free bubble wrap. That's what we do, we found someone that orders 
products for their business constantly and they're left with all of this bubble wrap that they'll never 
ever use, and they just give it to us. We go once a month and pick up bubble wrap from them for 
free and free shipping materials. I'm like one of the most frugal guys in the world at this stuff.

1:24:51 S2: I'll tell you what, man, if you lived here at Baltimore I'll meet you and give you 
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hundreds of boxes if you want 'em. I'm trying to get rid of them.

1:24:58 S1: Oh, man I've got a collection.

[laughter]

1:25:01 S3: Lance has all the boxes from his private label.

1:25:04 S2: Yeah, you gotta get 'em.

1:25:08 S1: Here's a good question, how do you decide what to hold back for merchant fulfilled. I 
don't really think of it that way. I try to send everything that I possibly can FBA, because it makes 
sense. Amazon's gonna reward you for using FBA, you're gonna get the buy box more than the 
merchant fulfilled seller. I only hold back merchant fulfill if it's a number of things for me. If I can 
make a lot more profit selling my product merchant fulfill, because it's a much smaller fee and I 
have got a team that will send it, but most times it's most efficient to sell FBA.

1:25:47 S2: It is efficient and every year I try to merchant fulfill. And I do, I make some extra sales 
that I wouldn't have made, but it's just so much easier when you send it in FBA. And your stuff will 
sell on back stock too, on backorder it'll sell before it even hits the warehouse.

1:26:07 S1: Man, these questions, guys. It's unbelievable. If you have keyword 'inspector' should 
we still get MerchantWords. I'd say yeah, and here's why because they both kind of do two different
things. MerchantWords, I mean George and those guys over there, I can tell you that they're 
probably one of our most trusted partners in the business of keyword research and how many 
searches happen for a product month on Amazon. But keyword inspector has a tool that is your 
reverse keyword tool, which is really, really useful as well. So, do both. If you have the proven 
Amazon course, if you go in there and look closely or search for it, there are some free trial codes in
there to look into.

1:26:56 S2: The cool thing about MerchantWords too, guys, if you're looking up your product. Let's
say you're looking up K-Cups and all these other products come up that relate to K-Cups and it 
gives you like more ideas of stuff you can do within your niche. Like coffee mugs will come up, gift
sets and different kinda things that relate to coffee.

1:27:20 S1: Wow. There's a question about sending in chocolate, you brought up chocolate, you're 
only allowed to send chocolate in FBA from October to February, I don't know the exact dates but 
I'm pretty sure you're clear at this point.

1:27:36 S2: You're clear, it's good, at least from my past experience.

1:27:39 S3: Yeah, it's October 1st, October 1st. So we're good to go now, good to go.

1:27:44 S2: I got scared, Barrington, because I was gonna send in some M&M's and I got the 
message. It said I couldn't send them in. I started to freak out and then I remembered, "Oh, man it's 
not October 1st yet."

[laughter]
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1:27:56 S3: And Lance always talks about those M&M's, they go huge every year.

1:28:01 S2: Every year, every year.

1:28:02 S1: Coconut ones went big a few years back for us when they were the limited... Look for 
limited edition candies. Great time to stock up on candy is right after Halloween, too, because 
they're clearing it out. Right now is a great time to be doing retail arbitrage because they're getting 
all of the dated inventories cleared out, so you'll find a lot more clearance. Always from Labor Day 
all the way through Halloween is a really good time to be doing RA or even OA because they gotta 
get the old out of the way to make room for all that new Christmas fourth quarter inventory that's 
coming in, so get hungry and clean up.

1:28:43 S2: There's tons of clearance.

1:28:45 S1: Yeah.

1:28:46 S2: And the good thing too, Nate, with the chocolate, it works for Christmas just like it 
does for Halloween because a lot of it... Not all of it has like Ghost on it and Halloween stuff, so 
you can still sell it around Christmas.

1:29:03 S1: Oh, yeah. Even the Halloween stuff. I mean it sells year round. I mean I'll buy 
Halloween stuff and be selling it in February, I mean people love that, Halloween is a beloved 
holiday and people are buying that stuff year around.

1:29:19 S2: It's funny 'cause I was selling these Thanksgiving Turkey inflatables after Christmas 
and they were still selling. I picked them up for four bucks on clearance, so definitely look out for 
those this year.

1:29:30 S1: Another thing, too, is to watch out sometimes for oversized, do the math because you 
could be buying product... The dancing Santa for instance, is if any product is larger than 18 inches 
on any dimension or size, you're gonna get hit with an oversize fee, and go in and know what that 
is. Another suggestion too, while you're at it, if you're looking up a product, try to list it before you 
buy it. That's how you'll know whether or not it's restricted. Try to list it using the app if you're out 
and about or hop online and list it. Before you check out and buy a product, always know what the 
return policy is. I always hate to return something 'cause it's such a waste of time. But if I buy 
something and get home and then find out it's restricted, I'm bummed. I would've rather not bought 
it altogether. So you could do that as well. Try to buy the product or list it on Amazon and set it up 
FBA first. Gosh, you know what? These questions, I know we're trying to wrap up here. You guys 
got your families to be with here tonight. And by the way, Lance, I think your wife wants one of 
those dancing Santas. She mentioned earlier in the chat.

1:30:47 S2: Nice.

1:30:48 S3: And Nate, it's great, they can post in the... What I'm gonna do now, I'm gonna create a 
post for questions on the... Webinar questions. I'm gonna create a post called webinar questions in 
the Facebook group. So you can ask the questions there. Don't just ask them all over the place. Just 
ask them on that thread. So we can keep it and just have that force and we can hammer out all the 
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answers. And as mentioned, we're usually in the groups early morning and in the afternoon we're 
there working. We're there for support. We're in the WhatsApp groups throughout the day. If we find
a good deal, we're gonna throw it in there. And we have a lot of admins in there that's gonna assist 
us with helping to answer your questions, to get things rolling. But the key thing is, guys, we want 
you to go out there. We want, as Lance mentioned, go in the field. We want you to get in the field. 
Get excited. Go out there. That's the way you're gonna really understand this business. Sometimes 
we ask, and there's a syndrome called paralysis by analysis. I can't forget this. [1:31:40] ____. You 
wonder, you question yourself, until you just say, you know what? I'm not... I'm not gonna do it.

1:31:47 S3: But when you go out there and you start to take action, you'll be surprised. Persons 
start to really help you. Like, hey okay. That's what you do? That's when you really get to see oh 
this thing really works. So what you want to do is post in your groups. If you have any questions, 
I'm gonna make a general post on the Facebook group. So all the questions, I'm gonna call it 
webinar questions. So all your questions from this webinar, just keep them specific on that thread so
it's easy to answer. We can just be on there and answer. And as mentioned, me and Lance, we're in 
the group early morning to help with those guys way overseas. And thank you so much for putting 
your trust in us. And also, we're gonna be in there in the evenings again to make sure these other 
guys are just getting up in the morning, they're up and running. So we're in there. We're in there in 
the morning. We're in there in the evening, right throughout the day. But as mentioned, sometimes it
may be 11:00 my time or 12:00 my time. You may not get that immediate answer.

1:32:36 S3: But once we're up in the morning again, then you're gonna get an answer. So we're here
to help you. We want you to make... Take advantage of this time of the year. The next few months 
are gonna be crazy. The deals really start to heat up closer to thanksgiving but you want to get 
prepared right now. That's the key. Get prepared right now. Because those last, the last two weeks 
before December 25, it's amazing. If you don't have products in, it's just. It will just blow your 
mind.

[overlapping conversation]

1:33:06 S1: Go ahead.

1:33:07 S2: Also guys, if I could just add one thing to what Barrington was saying. This Christmas 
season is gonna come at you really fast. And I do encourage you to take time. I know you're gonna 
be busy. You wanna make as much money as possible. But enjoy the season too. Maybe catch a 
Christmas concert. Hang out with your family. But try to really grasp the meaning of the season too.
I like to add that every year when we do these webinars.

1:33:32 S1: Yeah. Take some time and smell the roses. Another thing too is, don't get so freaked out
that, "Oh, I'm gonna miss it all. I'm gonna miss it." You know what? Fourth quarter, for me, goes all
the way through January because you got all these people that are taking... Returning items that they
didn't want for Christmas, to go out on Amazon to buy what they did want. And then not only that, 
but they're getting Amazon gift cards for Christmas. So they go out in all of January and they're 
buying all the way through January. So if the products you bought... Let's say you get into the toy 
niche. And it gets a little saturated. And there are people dropping prices way below what you could
even sell the product for and make any kind of a profit. Hold out. Wait it out. Let them sell out. 
Even all the way up to Christmas. And then sell out January. 'Cause January is really really good 
too.
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1:34:21 S1: Cross list on eBay as well. There was an excellent point brought up. And we'll leave on
this note, that yeah, utilize eBay too because a lot of the stuff that you may be restricted for on 
Amazon, you're not on eBay. Like grocery, you can sell grocery on eBay. Absolutely. So there's 
always a creative solution and if you wanna find it, get in the Facebook group on this. Use the 
WhatsApp app on this. And stay in close contact and communication with us. I mean you paid good
money for this program. Use it to the fullest extent. We're here to help.

1:35:02 S3: Thanks so much Nate. Guys, thank you so much for joining us from all over the world. 
We really appreciate it and we really want to help you to maximize this Q4. Lance, thank you for an
awesome presentation.

1:35:12 S2: Thank you.

1:35:13 S3: I know a lot of persons already messaging me. "Hey, my head is spinning. I have to go 
do some work," but a key thing is find one or two or three takeaway points and just go take action. 
We like when you ask questions, when you're actually doing something. Just get working on this. 
This works. What we're gonna do, we started early. So our first webinar was supposed to be on 
Friday. We pushed it up. So this is the first webinar. You will be notified via the Facebook group, or 
on your email, or in your WhatsApp group, when our next webinar will be. And we will get that 
going. I'll create an event so you can just all register for the event. So you'll have the notifications 
and reminders. Jim, thank you so much for coming on as well and also Steven in the back, making 
sure everything works out.

1:35:53 S3: Guys, we really appreciate the confidence you've put in us and we really want to 
deliver. And as you saw in Matthew's presentation, that is how we operate throughout the year. It's 
not something that we'd try to hide stuff, or just try to give you a little bit of information, we want 
you to succeed. And what we thrive on are success stories, and we've seen that over, and over, and 
over again. We'd love that, we'd love to hear from you. And even if there's a challenge that you 
have, let us know. We could be able to try to and help you, as best as possible. Thanks again for 
coming. Any last words, guys? 

1:36:22 S2: Thanks guys.

1:36:24 S1: Alright, that will conclude. Thanks for being on with us Jim Cockrum, as well. If you 
thought tonight was good, it's only gonna get better, so stay posted, stay in tune with this and work 
your guts out and get your Q4 on.
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