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Webinar 2:
Sourcing Shoes: Secrets Exposed!

David Shannon, Lance Wolf, & Barrington McIntosh

0:00:00 Barrington McIntosh: David, welcome to the webinar for this evening. To say that 
persons have been looking forward to this webinar is an understatement. We've had persons talk 
about how much they want to just diversify into a new category. And tonight, David is gonna walk 
us through all of the steps that he took of getting to this point of selling shoes, why it's such a 
lucrative... And he's not gonna just talk about the fluff, like, "Hey, shoes is all great." We're gonna 
talk about the good stuff like returns. We're gonna talk about things that matter to you, different 
listings. We got your questions in the Facebook group, thank you so much. We have all those 
questions compiled and we're gonna ask those questions towards the end of the webinar. This is 
going to be worth your time. Q4, we're barely looking at Q4 right now. Coming November, 
November 15th, before Thanksgiving, it is going to be a time that makes your head spin. It does it 
for us every single year. Lance? 

0:01:00 Lance Wolf: I can tell you, Barrington, I remember the first time I ever learned about 
shoes. I believe maybe Ken, I think Ken was probably the one that showed me the ropes too. I 
always knew that you could sell shoes, but I thought shoes were something just for eBay or if you're
at a thrift shop and you find a pair of rare shoes, maybe some Jordans or some Shaquille O'Neals or 
some old school Reebok pumps, but I did not realize that you could go to different places like outlet
malls and you could go to trade shows and you find shoes that you could sell on Amazon. So, my 
eyeballs just rolled back so hard that my ears started to ring. I just couldn't believe that you could go
out and make so much money selling shoes. For me it was an opportunity to sell with less 
competition, so why wouldn't you pursue something like that. That's my two-minute explanation on 
how much I love shoes.

0:01:55 BM: Great. And we have David on tonight, but before we get to David's story and he's 
gonna dive into things, I just wanted to talk about something really inspirational that was shared 
with me from a member of the Q4 group today she said, "Barrington... " We have to put this on the 
Webinar. "In eight days," she said she's brand new selling on Amazon and in eight days her sells are 
in excess of $1500. Eight days, Lance, she's just been selling eight days. And you know what I 
noticed about her story and her experience? She took action. She didn't sit around and say "Hey, this
is not working," or "That's not working," it's all about taking action. You have your groups, your 
groups are there for encouragement. You have the Facebook group, you can ask questions, ask us 
questions, but we want you to take action, and from taking actions that's when you're gonna see the 
difference in this.
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0:02:43 BM: A lot of times you may not say, "Hey, is Lance in the group?" or "Barrington in the 
group?" We're out there hustling, we're trying to make it because it's all about taking action at this 
time of year. So if you could advance it at the first slide, Lance, thank you guys so much again for 
your patience and we're gonna have an awesome show.

0:03:00 LW: I just wanna play a little thing real quick for David.

0:03:02 David Shannon: There's a good looking guy there huh? 

[laughter]

[video playback]

0:03:12 DS: I think I'm playing croquet in that picture.

[laughter]

[video playback]

0:03:16 LW: I just want to give you a proper introduction, David before we get started and if you 
could just take it away, Barrington, I think you'd agree if we could just agree if we could just have 
him jump on and kind of tell us how you got started.

0:03:33 BM: Yeah, just break it down for us David. How did you get started in shoes? 

0:03:37 DS: Well, guys it was eight folks and guys you are two of 'em. Lance and Barrington. You 
guys... The MM8 conference that you ran in April of last year and you mentioned Ken Kelly 
[0:03:50] ____, he did a presentation in that conference about shoes. And Lance kind of the same 
way you were blown open and your eyes were opened when you listened to Ken, the same thing 
happened to me. I looked at his numbers and I was actively looking for another category to get into 
and after hearing him talk, I knew that shoes was gonna be that category for me.

0:04:12 LW: Awesome, David. And if you could just give us a little background of before you got 
into shoes what was something that really made your heart beat, really got you excited and 
passionate? 

0:04:22 DS: I started in the online selling world selling DVDs and Blu-rays and I got into that 
because the endeavor I was trying at the time was actually trying to rent those out of kind of a Red 
Box type machine. And I was trying to do that in the St. Louis area where I live. And I had the 
machine for two weeks when Red Box actually came into my market and lowered the price point 
and basically put me out of business before I'd even started. But through that experience, I learned 
how to sell stuff online 'cause I would have to take the used product out of this machine, replace it 
with new product, and I had to have something to do with the old DVDs.

0:05:00 DS: I took 'em to a store, they wouldn't give me much money for 'em. I knew a little about 
eBay, but I wanted to try Amazon. So I threw 'em on Amazon and was just so pleased with how 
well that went that then I started looking for product to exclusively sell on Amazon without even 
having rented it out of the machine. And so, from kind of that beginning of failed enterprise, it led 
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me to something that really has taken off, and if I hadn't had gone through that experience of failing,
I would never have gotten to this point.

0:05:32 LW: Yeah, yeah. Definitely, David, I can tell you with my experience, I know Barrington 
was just talking about taking action, and for me, I'm out here talking about Amazon, but that was 
the hardest thing for me, in the beginning to take action. Because I started off selling books before I 
got into my passion. I know your passion is shoes. But it was so hard for me just to find out what 
tape to buy and what boxes to get, and those are just little trivial things that kept me from 
succeeding and that's the hardest thing. Just to take action, do that one little thing that's gonna lead 
to other things and lead to potentially us all meeting up at the MM8 conference and what its lead to 
today. So that's why we wanted to bring up that question about what lead you to this whole 
category. 'Cause there's always a journey. It always starts with something small. You meet 
somebody, you talk to somebody and it's like a snowball. One thing leads to the next and that 
snowball gets really big after awhile. As we're gonna see when we share your numbers a little later. 
[chuckle]

0:06:40 LW: So anyhow, one thing we also wanted to bring up was the whole Mastermind formula.
Barrington, if you could talk a little bit about how we got started. We also wanted to ask you, David,
if you're also applying these principles that we do? 

0:06:56 DS: Mm-hmm.

0:06:58 LW: Barrington are you there? Did we lose Barrington, Kathy? 

0:07:06 Speaker 4: No, he's here. He's probably got his mute button on or he may have been 
answering some questions. But if he's like me, he's chatting and explaining what he thinks and then 
he's gonna look down and go, "Oh, my mute button is on." So maybe you wanna go on.

0:07:19 LW: That's not a problem at all. David, yeah, if you could talk a little bit about... Since 
Barrington's not here, maybe you can talk about how that helped you build your business with the 
whole shoe thing.

0:07:27 DS: Why don't you tell folks that might not know, Lance, what the Mastermind is first and 
then I'll kind of talk about my experience.

0:07:33 LW: Yeah, definitely. No problem. So the whole idea that the conference we did with MM8
is, we wanted to teach people what lead to our success. What we did to succeed and we still owe 
that the whole mobile group, the Mastermind formula's our number one factor for that and we 
actually started off just in a group just like you guys, sharing deals on a mobile group and we found 
out, "Hey, you're doing private labeling." This guy's doing shoes, another guy's doing retail 
arbitrage and we were able to learn from each other and now each guy was able to take on some of 
the skill sets of the other guys. And that's really what we consider a Mastermind. You're getting 
together with like minded people, people that think the way you think. We're a lot different than 
average people, David, with our mind set as entrepreneurs, our heads never stop spinning. We're 
always thinking, "Okay, what could we do? How can we leverage our time?" We wish there was 48 
hours in a day. Not 24. So that's basically my explanation of the Mastermind and what it means to 
me. That's why we really wanted to apply that to your business, too.
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0:08:49 DS: Yeah, what I'm doing now as fourth quarter rolled around, I had kind of a smaller 
Mastermind group that we used all year round to, like you say, toss ideas around and give each 
other support. Now the fourth quarter is here, we've added a second group with those folks and we 
brought a couple more in also and it's primarily for deal finds that we share at a small level. Like, 
"Hey, I found this in Walmart. I found this in Target." And we just find you can do a lot more if you 
had that information and you're willing to share that information with a small group of folks that 
you trust. So that's what we're doing now. Kind of a two pronged approach. One for non-fourth 
quarter support and ideas and then another for lets hit it hard and lets go find the stuff and sell it.

0:09:36 LW: That's the key too, David, with the whole trust thing. And it's tough at first 'cause 
you're thinking, "Man, you know, I don't want people to steal my ideas. I have all these ideas and 
they're gonna flood my listing if they get the same product as me." But in the end when you share 
and you start to trust your Mastermind group, some of the stuff comes back to you and you can 
really double, triple your business. So, anyhow, as David mentioned before, we all met at an MM8 
conference that we hosted last year in May and one of the... I mean, we had some awesome people 
at this conference and when I sat down and talked to David about what he was doing, he showed me
some of his numbers. He was blowing me away already with the DVDs. [chuckle] And when Ken 
talked about shoes, David immediately took action. He had the attitude where he didn't have to hold
his hand. He was just presented the information and he was able to take that information and turn it 
into this big business that we're gonna talk about tonight. So, David if you can... I posted your 
numbers here of what you've done this year. If you could just talk a little bit about what it took to 
get to these numbers as far as determination, some of the other things that you've implied for your 
success.

0:10:58 DS: I mean, you take one step at a time and you don't try to do something that you should 
be doing two years from now. You don't try to do that today. When I came to you guys, during the 
MM8 conference, my DVD numbers were pretty good. In fact, they were probably higher than you 
see on this sheet right now. In fact I know they were. It was the next... What was the next thing 
gonna be? 'Cause with the advent of streaming, and it's just tougher to make a living I saw going 
forward in the DVD and Blu-ray market. So shoes was the next thing, thanks to Ken and you guys 
hooking me up with that. But these numbers didn't show up overnight. You have to go out on your 
first buying trip and you have to bring some shoes back from your buying trip and you kind of see 
how that's going, what you need to address, what kind of numbers you're looking for, in terms of 
return. Did you hit those numbers? If yes, well, you schedule a second buying trip, and a third, and 
after it really started rolling, I started getting... We can talk about this in a little bit, but other folks to
help me in my business too. But I didn't bring 'em all in at once. It's a process and one thing at a 
time, and if it goes well then you move to the next step.

0:12:10 LW: That's awesome. I tell you David, I'm looking at your numbers right now and if you 
guys can focus in on this number, this is just shoes alone. If you think you can't do it with shoes, 
just look at this right now and that could be your motivation. This is 1.3 million and I just rounded 
down with that number for the year right now. 1.3 million and that is only in shoes alone, so to me 
it's so exciting to see these numbers. I know I've incorporated shoes into my business to a small 
degree, I'd do probably around 15,000 to 20,000 shoes a year, but that number wouldn't have been 
there if I didn't learn from Ken Kelly and David Shannon and some of the other guys that are selling
shoes. So here's a question I wanted to ask you, from the conference everything that was discussed, 
why shoes? What made you wanna pursue shoes? 
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0:13:06 DS: Well, I came from the world of media and I was happy to make a dollar, $2 on an item.
So when it looked like you could make $20, $30, $40, even $50 on an item, that got me really 
excited. Obviously I'm not doing the volume in units that I do with DVDs, but at the end of the day 
it's about the dollars at the end. And the shoes just allowed for growth, and so that's why I jumped in
there. I saw the steps in front of me that I needed to take and I did it or I am doing it.

0:13:39 LW: That's great David. Here's a list that I'm gonna go through what the reasons that I feel 
like shoes are really good to jump into, and maybe you can talk about these points too. What I have 
here, the first thing I have is, it's a lucrative business. For one you gotta put a little more money up 
but you can start off with smaller shoe items like $10, $20. You can do your retail stores like Kmart 
and Walmart and find some of the shoes that you can sell for more. But you can also, if you spend a 
little more money, 40 or 50 bucks, you can sell some of these shoes for $150, $200. So what's you're
take on the whole... As far as shoes being lucrative, do you think it's a real lucrative business? 

0:14:24 DS: Yeah, there's definitely more sellers coming in all the time but there's also more 
buyers, and I think that's the key. People are getting more comfortable buying shoes online. And one
of the issues we run into is the return rate and I know we'll talk about that a little bit later on. If you 
can't put the shoes on, there's a chance they're not gonna fit well and you'll get returns and that's part
of the business. But people are getting more comfortable with that and they're flocking online to 
buy shoes especially shoes that they've worn before, they know exactly what style they want. They 
want last year's model because they know it fits very well. Well you can't get that in the stores 
anymore but guess what? You can get it online. So for all these reasons people are buying shoes 
online in greater numbers and that's only gonna go up, in terms of the future.

0:15:08 LW: It's funny you mention that David because I go in some of these stores, I go to the 
Nike outlet a lot and some of the outlet stores, and it seems like a lot of the clearance shoes really 
have a higher value just because there's not as much, but you can get a lot of different copies of the 
same model. I don't know if that's the shoe-term, copy. But if you have some like Air Zooms, Nike 
Air Zooms, you can usually find 15 to 20 of them in that store and you could sell those, so I 
definitely see a huge value in that.

0:15:44 DS: If you find your niche too, you're able to stay away from Amazon as a seller, if you 
want to. Now you can compete with Amazon directly on some brands if you have the margin et 
cetera, but eventually you kinda learn Amazon's already been through the cycle, they've already 
sold these shoes and they're not coming back on this listing. That's a lot of power in your hands in 
terms of how much money you can sink in to something, how valuable it's gonna be to know that 
Amazon's not gonna be selling. I would say 95% of the shoe listings that I have, do not have 
Amazon as a competing partner.

0:16:20 LW: And that's the biggest thing that people are fearful of and that's another topic that I put
up here. It's the whole fear factor of, " Oh man, Amazon if they're in there, I just spent $40 to $50 
for a pair of shoes that I intended to sell for $130 and oh man, Amazon just jumped in for 49.99." 
So like you said...

0:16:39 DS: When we get to kind of the places to buy them maybe we'll pull back the curtain a 
little bit and kinda tell folks, "Alright, well Amazon could come in on this and this one you're more 
safe." That's coming up so don't go anywhere folks.
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0:16:50 LW: Awesome. Great man. So anyhow, I have a couple more points here. It's a higher price
to purchase that keeps the people out, but you can also start at a lower price. You're gonna have a 
little more competition to lower priced shoes, some of the ones that you get at retail stores like 
Walmart and Kmart, but you can still make those work just to get your feet wet. It is a restricted 
category. We know that it's a lot easier now to get into these restricted categories, but they still are 
restricted. We always recommend the folks at categoryapproval.com for that, but we do realize that 
there's a lot of auto approvals going on, so if you can try to do it yourself, go for it. If it doesn't 
work out, try these guys out, they're who I use. So, we kinda talked about this David, why do you 
put a lot of energy into shoes? And I think we kinda went over that in the last slide.

0:17:42 DS: Sure. Go where the money is.

0:17:43 LW: Yeah, where the money is, right? 

[chuckle]

0:17:45 DS: Yep.

0:17:47 LW: So anyhow, I put some stores on here. I didn't know if you wanted to share any other 
kinda sources that you use and...

[overlapping conversation]

0:17:54 DS: Well, here's kinda what I was talking about. I can comment on a few of these stores, 
and folks that are maybe just starting this process. Maybe this'll be helpful information. I do some 
online arbitrage, but not much, so I'm gonna stick with retail arbitrage 'cause that's what I'm good at.
Now I'll just go down the list here: Famous Footwear, I find you can buy up to 20 pairs of shoes 
before they stop you...

0:18:15 LW: Nice.

0:18:16 DS: Yeah. So you can't walk out of there with 100 pair, but you can get 20.

0:18:19 LW: If you can explain a little bit what you mean about that, David, for people that haven't 
sourced with the limits.

0:18:25 DS: Yeah, they limit you, and there's... Whatever the reasons are, it's their reason. So I can 
guess that it's... Well, they don't wanna clear out their stores 'cause they need to have stuff in there 
for the customers that come in and want one or two pair. That's probably the overriding reason. 
Whatever the reason is, they limit you to a certain amount in the stores. Sears has lower-end stuff, 
even with the good name brands. And I don't find a lot of value there, but I have sourced from Sears
before and found some. Places like Kmart and Walmart, I'll put those in the same spot. Those are 
good for kid's shoes and if you're into making your own listings at all, you can find very cheap 
stock in those places especially anything that's got characters on it. I don't make my own listings 
much, although I have done it a little bit.

0:19:13 LW: It's funny you mention that, David, because we have a guy right now... Sorry I think I 
lost you. We have a guy right now in one of our mobile groups, and this guy creates listings for 
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everything; for sandals, for... And this is off-brand stuff. It's just keywords that people are searching 
for. Slippers in the winter time. He knows that people are searching for slippers, so he's making a lot
of different listings; and these stores that you just mentioned... The Kmarts and the Walmarts. So 
that's another thing for people that are stating out, that want to eliminate a lot of the competition. 
You can actually create listings with stuff like that... With sandals and slippers and boots and 
different...

0:19:56 DS: And that's where real opportunity is. If you find you're getting stuck in other areas, 
you're finding a product that doesn't have enough margins. This is somewhere you can go, learn 
how to make listings, put 'em up, learn about keywords, and it's wide open; it's the Wild West in 
terms of new listings on Amazon right now. You're not too late to the party; the party's just getting 
started.

0:20:17 LW: Definitely.

0:20:20 DS: What else we got on this list. Yeah.

0:20:22 LW: Yes.

0:20:23 DS: Marshalls... My thoughts on Marshalls: Sometimes they'll have shoes without boxes 
and I... We'll talk about boxes later. I try to stay away from those. But you can find some stuff with 
boxes and boxes at Marshalls, and occasionally very good margin. So that's a little bit higher on my 
list than, maybe say, Sears, TJ Maxx, same thing, same store, really. JCPenney's, they don't like 
resellers. They have lower-end stuff. I don't buy much at Penney's from shoes.

0:20:50 LW: [0:20:50] ____, I didn't mean to interrupt you David. I've actually went to JCPenney's 
a couple times and I had the mindset that they probably wouldn't be very warm to resellers...

0:21:00 DS: Right.

0:21:01 LW: Which is true; I probably just got lucky at the one I went to. But I was able to buy at 
least 15-20 pair of Nike's...

0:21:09 DS: Oh, thats great.

0:21:10 LW: Yeah. I went back a month later, and they reloaded some of the shoes, a similar brand 
and color. And I was able to sell again. So it might be one of those stores, if you just want to dip 
in... Let's say you're doing some clothes arbitrage, or you're doing some other retail arbitrage; 
maybe just check out the shoe section.

0:21:28 DS: Yeah. I approached them with a Tax-Exempt Form at their corporate location. I talked 
to somebody and emailed them. And they pretty much came back that they don't allow resellers in 
their stores. But you can do it from time to time if you... Like, you had some success. I still... I'll go 
in there for other things from time to time and come out with some stuff. So it's definitely... You 
won't cross the place off your list, but it's not my favorite spot.

0:21:51 DS: Okay. Outlet stores... Now we're getting to the fun stuff. For shoes, this is where most 
of the money that I make comes from the outlet stores. Nike's kind of the king. Everybody knows 
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Nike, everybody likes Nike. If you're near, you can Google 'Nike outlet stores' and see there's 150 
across the country. There's got to be one close to you, right? Hopefully there's several. That's the 
staple of what we do. Sketchers, you can have some really good stuff. Sketchers will run sales 
sometimes up to 70% off. You find those sales, you can clean up. If you don't find those sales, then 
you won't have much luck with Sketchers. Famous Footwear, we talked about already. Under 
Armour, there's kind of varying opinions on Under Armour out there. I stay away from them 
because they tend to come in on their own listings on Amazon; usually not as FBA... It's merchant-
fulfilled. But they can get the price down so low, it doesn't seem like I can get any sales, even using 
FBA. So I stay away from those; they may be going restricted here shortly anyway. Do you know 
much about that, Lance? 

0:22:49 LW: Yeah, I've heard some rumors about that with certain SKUs, certain ASIN. I'm not 
sure if it's gonna be one of those things where, okay, it starts off with a couple products, and then 
next thing you know, they close the whole category down. So just keep that in the back of your 
mind as you're outsourcing. I know Eric Hardwick and some of the other big-hitters out there, man 
they do really well with Under Armour. So we'll just have to wait and see what happens with that. 
You never know with Amazon.

0:23:15 DS: You never know.

0:23:16 LW: Keep your [0:23:16] ____.

0:23:18 DS: Reebok, obviously a big name. I don't have much luck with Reebok, I know other 
folks do, though, so that's kind of, maybe, the stores that are in your area in terms of Reebok. So 
that's kind of my take on that list there. Hopefully that was helpful.

0:23:29 LW: Yeah, that was helpful, David. And we have an online arbitrage list; this is actually a 
list that was composed by one of our Q4 students, Abe put this together. I call it Abe's List instead 
of Craigslist, so he was so kind to do this. And...

0:23:43 DS: I'm gonna have to print that out and use that. I know that looks like a great list.

0:23:47 LW: Definitely. Definitely. And I know Dave went over a little bit of the retail arbitrage; if 
you guys don't mind, I'll talk a little bit about wholesale. I found a lot of success with shoes at some 
of these trade shows. Especially with the kid's shoes, like the license products. If you've ever been 
to ASD there's definitely some vendors selling these kind of license shoes and light-up shoes. I 
haven't had a lot of success with the athletic department as far as athletic shoes. It's tough to get into
that niche with the wholesale. I've done a little Reebok wholesale just from lists that we get from 
Reebok. But I think that ASD has some great opportunities, especially back to school and Christmas
time. Because you gotta remember, when kids are going back to school or after Christmas it's 
almost like a little mini back to school, I like to call it. And I notice, Dave, I don't know if you've 
noticed this too, I feel like there's a shoe spike. Obviously, Q4, because it's Christmas. But do you 
feel like it's a little mini back to school too? Maybe kids are seeing other kids and they want the 
shoe that Tommy has when they go back to school? 

0:25:00 DS: I haven't thought about it in those terms, but just because Christmas is over... January 
and February, in general, are really good months. Now, when you compare them to November and 
December they don't look so good. But they're some of the best months of the year. So yeah, 
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absolutely, there's good stuff going on after Christmas.

0:25:14 LW: And you've gotta remember, people, they're also... They're sending their kids back to 
school and January is a big time to get back to the gym, get back in shape, so I would think, and I've
seen it, it's not just something I think... I've seen a lot of increased sales around that time just 
because people are in the exercise mode. So anyhow, these are some athletic shoes that I put here. 
David talked a little bit about Nike. Is there anything else that you wanted to elaborate with Nike? Is
that one of your favorite brands that you sell? 

0:25:51 DS: Yeah, Nike's king, I agree. We talked about, what I find sells the best. And I deal 
mainly in athletic shoes, that's what you find at Nike. It's the bright colors that folks like. You can 
sell your white shoes here and there but not nearly in the numbers that you'll get for the hot pink or 
the shoe with the lime green on it or just, yeah, the louder the better in terms of sales.

0:26:14 LW: It's funny, I've noticed that too, the louder the better. I've seen a lot of shoes that I 
would never put on my feet, and I wear some wild shoes. I have that kind of created mindset, real 
creative where I'll wear anything, but some of these things I've just gotta draw the line in the sand. 
And that's the reason I put this shoe up here. I'm sure you've come across this one, David. I've sold a
ton of these.

0:26:37 DS: The soccer shoe here? 

0:26:38 LW: Yeah.

0:26:39 DS: This one and then they have it in green that's real popular also.

0:26:43 LW: Yeah, definitely. Hey Kath, just to interrupt the show for a second? Barrington said, 
can you put him as an organizer? I think he's trying to pop back in here.

0:26:53 S4: Yes, we're working on that right now. I've got him on the phone.

0:26:57 LW: Okay, no worries, we'll continue as usual. So anyhow, Jordans is another shoe that I've
had success with. It seems like the ranks are a little higher with some of those, but if you get some 
of the discontinued ones that's just... You gotta kinda meet in the middle with that.

0:27:15 DS: For sure.

0:27:16 LW: I feel like I've got a lot higher prices with those. Adidas, I've gotten a little resistance 
with some of the store owners with that. I don't know if you've come across that too.

0:27:27 DS: Yeah. Adidas and Reebok are owned by the same company but, for some reason, 
Adidas will ask you to leave if they think you're a re-seller, or at least a number of the outlets will 
ask you to leave. But Reebok won't, so they're getting different directions from essentially the same 
company. So I can't figure out why that is but there it is.

[chuckle]

0:27:47 LW: Awesome, David. Well anyhow, moving on here guys, we wanted to talk a little bit 
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about childrens' shoes too. David, I'm sure you've sold a lot of these. I feel like you're more geared 
towards athletic shoes. Have you...

0:28:00 DS: We actually don't do a whole lot in kids' shoes. However, that's just the places we shop 
or maybe I have a blind spot there that I could be open to. But I keep hearing other folks are really 
doing well, so I'm listening, Lance, you can teach me. What've you got? 

0:28:16 LW: Definitely. I could tell you right now, I think as... When Star Wars, as that's 
approaching, all the merchandise that's gonna be out. I'm just gonna give you my experience from 
last year with the Frozen shoe, and I think Star Wars is gonna be really similar to that. One being 
because Star Wars... I'm pretty sure when Frozen came out, it came out a little bit after the 
Christmas rush, it was like December 18th after all the toys were out. And there was still a lot of 
demand for that the following year, even the year after. I was actually... First got clued into these 
shoes probably a year after Frozen came out when it was really hot and I was getting these on 
kmart.com, Thanks from a tip, from my mobile group. Getting these for 19.99, 14.99, selling them 
for 49.99, and they would just fly off the shelf. I would buy 50 at a time from Kmart, have them 
come to my house, ship 'em out, they would sell, repeat and rinse, it was one of those things where 
they kept flying off the shelf.

0:29:17 LW: And I know Kmart always runs... It's kind of like... It works out till the shoe's gonna 
be around $10 a piece. It's like buy one and getting another one for a dollar and it works out to 
being 11 bucks a piece. So this is definitely something for somebody that's starting out, they haven't
been in the business, they don't have a lotta money to invest. If you wanna just kind of ease your 
way into the shoe business. So, again, I put ASD on here. If you're out at the trade shows this is 
something you wanna keep your eyes out. I know it works because I've done it, so that's another 
thing here. Okay, David, this is what I'm really excited about, building a team. I don't know if you 
have notes regarding this, or if you just wanna go off my notes? 

0:30:07 DS: Yeah, I'll use your form here. I've got six buyers right now, one full-time employee, 
and a part-time employee, and I sure didn't bring them all on the same week. We started with, my 
full-time employee started as part-time and this is before I had any buyers. He was helping me with 
my DVD business, and as my needs grew, he moved into a more full-time role. About that same 
time, this was just after the conference with you guys where I had made my first shoe buy. And a 
guy that I had worked with, so I had some trust with already, called me up out of the blue and said 
he'd just been to a job interview, it didn't go well, he didn't really want the job and he just wanted to 
vent.

0:30:56 DS: I said, "Come on down I wanna take you to lunch and talk to you about something". 
So I told him about this shoe opportunity and I said, I made my first buy. By that time, I think I had 
probably sold a few pair, and I said, "I don't really have time to go out into the stores and find all the
stuff. But I would love somebody else to do that for me and we'll figure out the [0:31:19] ____ 
details of how we pay for it, et cetera. And how we keep track of things, but we'll split the profit on 
the back end if you're willing to go out and buy for me, I'll process it, I'll get it sold, and I'll cut you 
a check every two weeks." He thought that sounded great, so we gave it a try. Initially, we would 
alternate, we would use my funds for a little bit and then his funds. Eventually, I just went to paying
for everything because I found he would buy more stuff when he was using my money.

[laughter]
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0:31:52 BM: Can you guys hear me? 

0:31:53 LW: Hey Barrington, you came in just in time.

0:31:55 DS: Hey, welcome back.

0:31:56 BM: Hey, hey, hey.

0:31:57 DS: [laughter] Were you able to listen at all? We're talking about my team and how I put 
that together.

0:32:04 BM: Oh, I loved it man. Just keep going [0:32:06] ____.

0:32:08 DS: Okay, great.

[laughter]

0:32:12 DS: So I got one buyer off the ground and he started bringing me stuff and he never did go 
find a full-time job for himself. He just started doing this for me and for the last year plus, he's 
worked exclusively for me. He's an independent contractor so I don't take taxes out of any money I 
give him. I just cut him a check every two weeks. I've got accounting software, Inventory Lab, if 
you're familiar with that. That helps me keep track of what he brings and then how much I owe him 
on the back end. So along the way I started adding... Go ahead, do you have a question? 

0:32:46 BM: No, I have a quick question, and it's a burning question. How do you keep your 
employee motivated? I mean, a lot of them will be like... As soon as I teach somebody something 
they're going to go take it and do it themselves. How do you keep them motivated and yet not 
compete with you? 

0:33:01 DS: Well, its a concern. I told all my buyers upfront, "If this is something you want to do 
on your own, I'd be sorry to lose you but I'm happy to help you do that also." So one of my buyers 
is actually trying to get to that spot where she is going to be out on her own. It comes down to a 
financial thing, I have more capital right now then she does so she's happy to work for me, with me,
with my capital until she can go out on her own. When she's ready to do that I'll have another 
person I can go to with ideas, etc. I'll have taught a Mastermind member, basically. In the meantime,
my other folks don't really have that motivation. They want to just go buy and have me pay them for
it and the more they buy, the better they do. We split the profit so they're motivated by the more 
they work, the more money they make. So does that answer your question there? 

0:33:56 BM: That's an excellent answer. Guys, if you are on here, if you are at another part of the 
world, in another country, this model can work. I have done it successfully here in Jamaica, this 
model can work. David is showing you how he does it times 100. He'll magnify this to a different 
level but you're just sitting in the past rather than present. You create a win-win, they're happy, they 
go out in stores, they go wherever and they get the rewards. You get to make more on your Amazon 
account without you physically going to all the stores. David, thank you for highlighting that point.

0:34:29 DS: Sure, sure. So I'll jump back in here, if I may. So I have six buyers now and three of 
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them are local to me, meaning they actually bring product to my warehouse. My employee and a 
half process the inventory and send it out and then the other three are remote. One of them has 
access to my account, she's a relative, my niece, and I trust her with being able to log on. I taught 
her how to send stuff in, so I don't even see that inventory. She buys it, she sends it in, I send her a 
check every two weeks. Someone else does it a little bit differently, remotely. They will buy the 
stuff, he's in California now, he'll buy stuff out there. He'll send me a list of the UPCs, I actually 
load the inventory on to Amazon without physically having the inventory in front of me.

0:35:18 DS: Then I send him back box labels, or stickers, or whatever we need to get the thing 
done. So there's various processes for different folks based on their abilities and what they wanna 
do and what I'm comfortable with them doing. So yeah, six buyers, one employee and a part-time 
employee as well. I just started with what did I need next and I found it and I didn't bring them all in
at the same time so...

0:35:43 LW: It's funny, David, you mentioned that you had six buyers and I remember hearing you 
on a podcast, or Facebook, or somewhere you mentioned this, that one of your buyers is doing... 
He's doing six figures just helping you out.

0:36:00 DS: That's my main guy yeah, he does it for me, the first guy I brought on and that's all he 
does. Everybody else has another job of some type that they do although maybe not for long 'cause 
somebody else is thinking of kinda doing this full-time for me also. So yeah, yeah. Different people 
in different spots. But the guy that does it full-time is exciting and after a month or two he never 
even thought about looking for something else it was just too good.

0:36:23 LW: I wouldn't either David. I can tell you.

[laughter]

0:36:26 DS: [0:36:26] ____ maybe I should be doing what he's doing. And give somebody else all 
the back end stuff.

0:36:32 LW: Yeah.

0:36:33 DS: But no, it's working out good for the both of us.

0:36:36 BM: Oh that's funny.

0:36:37 DS: Alright, do you have any... Go ahead, Barrington.

0:36:40 BM: Keep going. Keep going David. Keep going. I'm just here listening man, keep it 
going.

0:36:43 DS: Okay. Let's see. Next on the list is pay. So if you've got the right software and I think 
Inventory Lab has that software, maybe there's some others out there that do it as well. What 
happens is when somebody brings items into our warehouse, we load them using Inventory Lab. We
can tell the software, this buyer was brought in by Marty. This batch, these items, brought in by 
Marty. These shoes are brought in by John. So when they sell, I can run a spreadsheet that then tells 
me what sold and who that tracks to. Then I sort the spreadsheet by the buyer's name and then I run 
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the profit/loss off of that. And I... We take out a couple of bucks for shipping to Amazon as well as 
return issues. In fact, let me back up here a second. We can talk about returns now, I know you got 
that on a future sheet. My shoe returns are running between 11% and 12%. And the way the... And 
that's pretty typical based on other folks I've talked to. In fact that might be a little lower than some.

0:37:50 DS: The way the Inventory Lab software works is that, if I don't account for those returns 
in the software, I end up paying my buyers twice for the same item if it gets returned and sold again.
So we'll have a profit at the end of the two weeks of a... Let's just say it's a $1,000. And then we 
take out 11.66% of that before we split it in half and divide it between the two of us. We also take 
off a dollar per shoe that we send to Amazon and we take off a dollar in other return fees. And if 
you do the math on your return fees, if something gets returned to you, it costs you about nine 
bucks. About four and a half bucks in return fees and four and a half bucks in... I don't know what 
they call it but they hit you twice with the $4 and a half charge. So we average it out to about a 
dollar per shoe. So we take those fees out and then we split what's left over right down the middle. 
So it's 50% of the profit after you've taken care of all the fees. And... Any questions about that at 
all? I know it's... Sometimes people find that interesting or wrong...

[overlapping conversation]

0:39:00 BM: A lot of people.

0:39:03 LW: Yeah Barrington. I was just gonna say then you can jump in that it's just still... Just 
that alone, just hearing that, I'm about ready to just turn the webinar off and... [laughter] I got all the
information I need.

[laughter]

0:39:15 LW: And you can vote a team like that.

[laughter]

0:39:19 DS: That's 'cause of the software.

0:39:21 BM: Yeah. I mean it's good because a lot people are analytical. They don't like when you 
lose their hope. I make this and you don't give them the profit. They want to know, "Okay what's the
profit?" And I like the fact that you talked about returns because a big return to shoe selling, "Oh 
man. I can't be bothered with that. I hear there are lots of return." That's the major reason I get if a 
person saying " Hey, I don't wanna go to the shoe thing because there are too many returns." But I 
like that you broke it down and you said, "Hey, yes there are returns but when I count it over the 
amount of pair of shoes," looking back at your numbers... You're what, almost 15,000 pairs of shoes
for the year but you're 11%. You can live with that because when you look at the average sale, it's 
over 90 something dollars. [0:40:03] ____ she was like, "Do you think you're making a profit?" Of 
course he's making a profit.

[laughter]

0:40:08 LW: I tell you what guys. I would take this webinar when it's all over. You get to replay 
and just keep replaying that and replaying it and replaying it til you get that system down because 
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that is so valuable. This is somebody that's been out there doing this. He's putting all the hard work 
in and now he's here sharing this with you. This system that... You know, it's gonna be... You can 
play it again. You can listen to it again and again and again and... I know I'm gonna do that David. 
Because I do shoes but I don't do them as aggressively as you. And when I see the power of shoes 
and I see your numbers and I see how much you love shoes and you just... It seems like it just 
brings you a lot of joy too, so that's what I'm interested in.

0:40:49 DS: And this isn't just for shoes, really. Although, it works well with shoes because there's 
a big chunk of money that you can split. If you've got smaller margins or just smaller profit, it's 
tough to split that between folks. But if you find the right product, this can work for anything. And 
in Q4 there's so much stuff that you can just go out and buy outside of shoes, that there's no reason 
you can't do this with other items also. Let me jump to communication with buyers, people wanna 
know how often do I talk to my buyers. Every... I don't talk to them everyday. I talk to them maybe 
a couple times a week at most. And they'll bring it...

0:41:24 DS: At first it was I'd go out with them and we look at stuff and I teach them how to do it. 
And then eventually we'd look at stuff when they brought it back and kinda talk about, you know, 
"This is a good buy here. This one maybe we could've left on the shelf for these reasons." But now 
that they got all that down, they bring me shoes... A couple of the buyers are just once every two 
weeks I assume. Maybe once a week if they're real ambitious. And then the buyer that does this full-
time I'll see him two or three times a week, maybe. Maybe more like two. And yeah, if I need 
something I'll text him or whatever, but it's definitely not daily anymore, although it started that 
way.

0:42:02 LW: That's awesome.

0:42:03 DS: So I'm kind of at the end of the list, we've got runners and buyers and I kind of talked 
about that as we went. So yeah, I'm probably most proud of this, 'cause I certainly didn't think going
into selling online, that I would have people working for me, or I wouldn't have a team. I kind of 
was of the mind set of I wanted to avoid that. And it just sort of happened organically with what my 
needs were and what other people's needs were at the time. And it was pretty painless, and that 
surprised me 'cause I would not have thought that to be the case two years ago before this all 
started.

0:42:35 LW: It's a great process.

0:42:37 BM: I'm so happy you mentioned that as well. The process... For us too, starting out, you're
thinking, "I'm gonna share my details with somebody else and they're gonna take over my system." 
But once you get over that hump, once you see that, "Hey, if the process you create is a win-win, 
then everybody is gonna be happy." Nobody's worried about taking over what you're doing. And as 
you mentioned, it doesn't have to be shoe only, it could be in whatever category, whatever... David, 
the funny thing is when I go into a store in the US, I [0:43:06] ____ shoes, I sell shoes, I find them, 
I love to sell children's shoes. But once I go into, let's say, HomeGoods, and I smell the coffee, that's
where I'm going. I'm just gonna detour straight over to the coffee aisle and that's where I'm gonna 
be all day, I'm gonna be standing. So, when you're passionate about something and you love it, and 
you know it, that's when you get deep into it, and you're just like, "Yeah, this is what I'm gonna do...
"
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0:43:29 DS: If I've got a smell coming from the shoes, that's generally shoes I avoid, so old...

[laughter]

0:43:36 S?: Unless they're vintage or something, I don't even know about that.

[laughter]

0:43:40 LW: Yeah, it's a beautiful process, David, when you have the automation... When you have 
that down pat, because that's what Jim Cockrum talks about over and over. And he's not just saying 
it for his health. When you can automate something, like you said, it took a little work in the 
beginning. You had to kind of hold their hand. But once you put the work in, now, you're one, two 
times a week, communicating, checking up on things, that's a beautiful thing when you can 
automate.

0:44:07 BM: It leads to a great analogy line. I'm thinking about, when we come to Florida, in 
Miami, we have a UPS store guy and we used to just pick up our packages there. We rented a 
mailbox, we picked up our packages, and then in Q4 he said, "You guys are getting a lot of 
packages. You kind of start to get curious. What do you guys do?" And we said, "Hey, we sell on 
Amazon." And he's like, "If there's anything that we can do to help you, we'd love to do it." And I 
said, "Sure. We get all these packages sometimes coming in and we're not here. Could you take care
of the prepping and all the packing up stuff for us." He's like, "Sure. I have popcorn in the back. I 
have all the materials. I have staff. Yeah, I could do with some extra business." But, you know how 
beautiful it feels David, to have a shipment of coffee coming in from Hawaii and hits Miami.

0:44:51 BM: This guy, he just calls you up and said, "Hey, you got a shipment. I'm going to check 
through... Everything is in good condition. The boxes are great, do you want me to use these 
boxes?" "Okay. You go ahead and create the shipment. Send the shipment over." He said, "Okay, I 
got a 100 for the UK. I got another 300 for the US. Everything is all checked off. I've got the labels, 
but I'm running out of poly bags." When Sarah goes on, she orders poly bags. It's delivered next day
to him. He's like, "I got the poly bags. Everything is all packed up and you're ready to go." They go 
out that evening with UPS. Do you know the feeling, sitting on an island, when you see your 
products are receiving? You did not touch them. You did not smell that coffee. You don't know 
anything about how that coffee got to Amazon, but it's going there. It's called building a good 
process. I love what you talked about.

0:45:35 DS: Absolutely.

0:45:36 LW: Now, we're about an hour into it, David, so we're going to get into ranks and reviews. 
As we move along, we'll take a couple questions at the end.

0:45:46 DS: Sounds good.

0:45:46 LW: I think we've been about an hour into it, so I have rank and reviews here for you. 
What rank do you typically stay under? Or do you even have a process where rank...

0:45:58 DS: When we first started out, we were slaves to the rank. I told them, don't go... If it's 
more than 30,000, I don't want to see it. And I even changed that to 15,000 in the shoe category, this

10/30/15 Page 15 of 37



ProvenQ4Plan.com

is for one of my second or maybe third buyers. But now that they've had practice with this, we've 
come to find out that rank means different things for different listings. If you've got something that 
hasn't sold at all... Really, what rank does, it tells you wen's the last time something here sold. So if 
one shoe has sold, if it was yesterday, that ranks, in shoes gonna be around 18,000 or so. Then that'll
start dropping, until it sells again, if it ever does. If I run across a shoe that only sells once, the day 
after it sells, it's gonna say 18,000. And a month from now, it might say 200,000. Well, it's the same 
shoe, same product. Well, how can you tell? It's tough if you just look at the rank by itself. So you 
have to look at some other things.

0:47:00 DS: You've got reviews under the rank. I don't look at reviews much for shoes, but you can.
Is this something... If you see some reviews, you're gonna know this product has sold more than just
a couple of times. Lots of reviews means lots of sales, so that's good. In general though, what I like 
to think of shoes, is that if you've got a rank that's under, say, 10,000, it's generally probably pretty 
steady in that it's not gonna fluctuate a whole lot. It's getting multiple sales per day or every other 
day or something like that. If it's over 20,000, that might not be the case. And you really just don't 
know by looking at that number if it's gonna stay there or really just drop. So under 10,000, it's kind
of your safe zone. And even under 5,000, if you're just starting out, you can find plenty of shoes 
even in the under 2,000 rank. And generally, they sell better than stuff with a worse rank. Not 
always the case, because in shoes and clothing and things that have sizes and colors, every size and 
every color of a particular shoe will feed into the same rank.

0:48:01 DS: So you could have 10 colors in a listing and you'll look and see, "Oh this is 1,000 rank,
this is great." Well, you might be looking at the color that just doesn't sell. And you don't know that. 
And you won't know that unless you can dig into the reviews and say, "Hey I love this color. I don't 
like this color." But, really it's about trial and error and learning, kind of what sells and what doesn't.
And use the rank as a guide. If that's all you have, well, that's all you have. But eventually you'll 
gain more information as you get more experience.

0:48:29 LW: That's a great point, David. You have to go out and do the work. You got to go out and
start scanning things and trying things out. Because, I've heard you mention this before, David can 
actually go in a store and you can start grabbing shoes, and you probably tell your buyers the same 
thing without even the use of a scanner. You probably are so familiar with different shoes that you 
can kind of point them in the direction of shoes that are selling well and that's from putting the 
effort in, putting the time in.

0:48:58 DS: I used to look and see how much did somebody pay for this shoe when they brought it 
in, so I know what to price it at. I don't have to do that anymore. I can look at the style of the shoe, 
just the colors, and how well it's made, and what it looks like, and I know "Oh, that shoe will go for 
a top price of $150. Oh, that shoe I have to put at $120. No one's gonna pay more than $99 for this 
shoe." And I just do it by looking. It's so much faster now than it was when I started, just because of
the experience.

0:49:23 BM: Right. Learning your craft, man. Learning your craft [0:49:26] ____ variations, 
because today we put out in the Facebook group. We said, "Hey guys, let's get some questions in 
here, so we can ask David some questions at the end." A lot of questions came in about variation. 
There were a lot of questions like, so what happens if the red one is on there and I'm not to sure of 
the rank because the red one is the best seller or size nine and a half is the best seller. And you just 
answered that a little while ago that, hey, it's different when it comes to your colors and the different
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ranks and the variations. What we have is we have a video that Sarah did on how to create a 
variation listing. The variation could be in color, the variation could be in size. We have a YouTube 
video that Sarah created that shows you how to, let's say you have a size nine in a Nike or a 
particular brand, a particular form. What you could do is merge all of these together, the nine and a 
half, the nine so everything is all in one listing. Usually that's the way in shoes anyways. But, she 
has a video that shows how to put all these different variations on one listing, which comes in very, 
very handy if a person's more like yeah I have a variation, but how do I list it? 

0:50:31 DS: Yeah, that's very strong information, very strong.

0:50:35 LW: Yeah, I've noticed that too, David with variations. A lot of times I'll find a really good 
rank and there'll be maybe 15 to 20 different colors. I'm thinking, "Why didn't this thing sell? It 
should've sold right away, it was 1,000 rank." So [0:50:50] ____ check variations. So, we put 
popular sizes here. You can just run through this quick. A lot of this is common sense, I felt doing 
shoes...

0:51:04 DS: It's kind of a bell-curve, at the top of the bell-curve that the shoes that sell the most 
would be 10 and a half for men's and then the further out you get on that number on either side, 
kind of the fewer will sell. 11's very strong, 10's very strong, 11 and a half's, nine and a half's same 
way. But, as you get down to nine and then your 12's, well the sales really start to slow down. I 
don't want to see eight's in mens, because they stay forever. I don't want to see 14's in mens because 
they stay forever. That said, some people will specialize in those because nobody else buys them. 
They'll grab one and they'll get a really good price for it when it does sell but it could take awhile. 
It's just kind of your tolerance for how fast things sell. For women the median size is probably about
an eight, and as you get higher than that or lower than that the sales go down some. I don't really 
want to see five or even five and a half's in womens. If you're up to 10 and a half in womens or 11 
that's too high for me also. I want to stay between those numbers, closer to the middle. I can pretty 
much stay away from 'em all together, but that's just...

0:52:09 LW: Yeah, I can jump in on that one. The children is a... Me and Barrington were doing a 
lot of children's shoes.

[laughter]

0:52:15 LW: That's right, we found it the size was limited to 12's in the kids. What do you think 
Barrington, 11 and 12 seem to be the good kids shoe, and 10.

0:52:24 BM: Yeah, 10 to 12 are great in kids.

0:52:28 LW: Killers.

0:52:28 BM: 10 to 12 is super. You know what, in kids we often go for the license stuff. One thing, 
David, I don't know if you buy a lot of kids shoes, but what we really go for is the light-up shoes. 
Because last year with Frozen, we had a ball selling Frozen light-up shoes. Because what we 
noticed is when kid's say, "Mommy, Mommy, Mommy I want that Frozen shoe." When they get that
shoe and it's, oh as long as it fits and they step and they get lights, no return.

0:52:57 LW: Right. Oh yeah.
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0:52:57 BM: As long as it fits and they step and get light, no return.

0:53:01 DS: Nice, nice.

0:53:02 LW: Don't be afraid to, if there's anybody out there that's thinking, I scanned the license 
shoes, a shoe and it didn't come up on Profit Banner or whatever you're using, ScanPower. Don't be 
afraid to make a listing, find out how you can do that if you're uncomfortable. You can always call 
Amazon, they can walk you through it. You can ask somebody in your mobile groups, you can ask 
somebody in the Q4 sessions. But if you have something like a Star Wars sneaker that isn't listed, 
obviously people are gonna be searching for that. Check MerchantWords, check some of the trafficy
products where there's gonna be a ton and ton of traffic this Christmas.

0:53:37 LW: As soon as you list it you probably don't even have to do any promos, it's just gonna 
start selling right away, just because of the brand name. That's key if you're running around, 
especially with wholesale. A lot of people go to trade shows and they're thinking, "Okay, I've got to 
scan all the shoes and if they aren't 1,000 rank and they're not going for... If I'm not making 15 
bucks profit, I'm not gonna mess around with them." But I actually like products that don't scan. If I 
know that they're being highly searched, I'll create a listing, and I have a lot more success that way, 
because it's the harder way. You're not gonna have a lot of people jumping on the low hanging fruit. 
[chuckle]

0:54:18 BM: And they don't like to put in the work. Once you put that work in, it's proven. It's 
something that we've done over and over. Once you put the work in, a lot of people are like, "Oh, 
man, this Star Wars light-up doesn't scan." Yeah, that's the one you want! You know Star Wars 
movie's gonna be huge. Figure out how to list it up there. We're buying shoes, Target... Buy one, get 
one at Kmart... And we're coming out about $14, and we're going for $39 or $45 on each pair. And, 
as soon as we send them in, all you see is, "Pending," "Pending," "Pending." It's a great feeling 
when you see those [0:54:51] ____. [chuckle]

0:54:53 LW: And I could tell you... I know we're running late on time. I just wanted to share this, 
real quick. I've been selling Star War shoes. I sold 'em this summer, and a little bit sprinkled in, as 
winter approaches, and fall. But they're already selling like crazy, the Star Wars shoes. And these 
weren't even "Episode 7." I'm sure they're gonna have, "Some Force Awakens." If you're not 
approved in that, look into that. We have a lot of tutorials on the Facebook group. We have people 
that are willing to help with those kind of things, so get out there and do it. Shoe returns, yeah...

0:55:27 BM: Can we talk about that a little bit? 

0:55:29 LW: Oh, sorry. Go ahead, Barrington.

0:55:31 BM: Right. Just wanted to add one more thing. Paw Patrol shoes did very, very well for us. 
And, guys, listen, I'm telling you what does well. We're telling you where to go find it. All you have
to do is just go do it. I just love when people take action, and they came back and say, "Hey, I did it,
and it works." You have to go out there and do it. It's just about doing. I mean, [0:55:49] ____ 
David came to the conference last year, and he saw that shoes was awesome. But he didn't just 
[0:55:54] ____, he took action on it. And, look, $1.3 million later. Do you think he's a happy man? 
Of course! 
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[chuckle]

0:56:03 DS: Awesome.

0:56:04 LW: Yeah, David, if you could just give us a quick rundown. I think you might have 
mentioned it earlier, what was that number again? 

0:56:11 DS: Yeah, my returns are running between 11% and 12%. Now, what that means is, 11 and 
12% of the items, the first time they're sold, are gonna get returned to Amazon. And then, without 
any intervention from you, and without any repackaging, most of those are gonna get sold again. So
that might be a scary number, and you see these returns, and the money coming off. But you're 
getting it right back, in general. So really, the question is, how much of this stuff comes back to you 
that you can't sell for whatever reason? Or how much does Amazon have to repackage? 
Repackaging, if you're not familiar, if there's something about the item that's wrong, the packaging 
is basically messed up, that Amazon thinks they can fix, if you have the "Repackage" setting 
checked in your Seller Central. They will put it, for shoes, in a new generic box, and resell it that 
way. Do I let Amazon do that? I used to. I don't do that anymore, because...

0:57:00 BM: Not anymore.

0:57:02 DS: It's a little bit dangerous, in terms of bad feedback on your account from someone that 
gets that repackaged item. But back to returns, even though 11 or 12% of the stuff is getting 
returned, I'd say most of that is getting sold. And I'm only on the back end, getting maybe 1% to 2%
of stuff back, every three months, that can't be sold as shoe-wise for various reasons.

0:57:26 LW: Great, David. This is just real quick I'm just gonna run down [0:57:28] ____. So, on 
the list, I think I've heard some of the [0:57:32] ____. I'm not sure about that. I know New Balance, 
I know Asics, I know Uggs. We have the kind of suspicions with UA. Have you found any others 
that are restricted? 

0:57:44 DS: I know there's a big list, but the stuff that's on that list is stuff I haven't run into. These 
are the main ones you wanna stay away from. And I just stay away from [0:57:52] ____ altogether, 
even though I know you can sell some of them.

0:57:55 S4: Hey, guys, Joanne just posted that something just came out from Amazon, probably 
recently, that UA shoes would be on restricted list as of November 1st. So that might be something 
new.

0:58:08 DS: No, good information.

0:58:09 LW: Yeah, good info, especially if somebody's loading up on those right now. Thank you, 
Joanne. That's the power of these groups.

0:58:16 DS: Yeah.

0:58:18 LW: So anyhow, I had wholesale RA-OA. I think we've really covered RA, we've went 
over wholesale. As far as OA, are you doing any kind of list, or you doing any kind of online 
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arbitrage? 

0:58:30 DS: Not much, here and there. And I'll go to some of my favorite websites, and buy from 
time to time, but it's not a big part of what I do right now.

0:58:38 LW: Great. I really like TJ Maxx, they actually have a website. A lot of people think TJ 
Maxx is just for brick and mortar, but if you actually have a VA, or have somebody sourcing for 
you, I would like into TJ Maxx online division, for shoes. And of course, Kmart, for license shoes. 
They're always running deals for license shoes. And we're gonna also talk about some other 
opportunities with shoes as we go on as far as OA. I supply this for you guys, in case you didn't 
catch this from the last webinar. Here is a supplier list of ASD vendors. I'm not sure if they had 
shoes. I think they do. If they don't, you can check some of the toy distributors. A lot of times, they 
also carry shoes. So I would look into that. If you see a toy distributor carrying Frozen or Star Wars,
there's a good chance that they'll probably have shoes too, 'cause they probably consider that a toy, 
even though it is a shoe. This was a tip that actually came out from Jerry Gunning, one of the guys 
in our mobile groups. And Barrington, you love to talk about this, I think I should let you jump in 
here.

0:59:48 BM: Yeah, let me jump in on this one. Let me at it, let me at it. Obviously, guys, if you're 
not writing this down, this is something. This is a point. Lance, you wanna go back one slide, I'm 
back up live again, I can see the slides, okay good. Scan the tongue when you see a bare tongue 
sticking out there. Now, a lot of times you get into a store and you're like, "There are no boxes, but 
the shoe is great, it's brand new, it has all the tags on there." And you can't find anything to scan. 
What are you gonna scan? There's no box, there's no UPC on the bottom of the shoe. But then we're
talking in the mobile groups and Jerry Gunning said, "Hey, just pull the tongue over and scan it." 
Like, wow, that's a great tip because nobody knew what to do with these shoes. We would've just 
left them on the shelves and say, "Okay, it doesn't have a box, there's nothing to scan so let's just 
move on to the next one." He's like, "No way, just go ahead and scan the tongue." So the tongue of 
the shoe, just flip that over and you'll get all the size details and everything in here and you could 
just go ahead, boom, and scan it and that's what we did and trust me, you are able to make way 
more. But quick thing for you now, David. On these shoes that don't have no boxes, nothing, what 
do you do with those? There are no boxes. How do you get them into Amazon? 

1:01:00 DS: If they don't have boxes at all I'd tend to stay away from them. Now, the big problem 
that I found was when you had box, but didn't have a lid and we've got some slides there that will 
kinda show how we're tackling that problem. But as you'd sell more and more shoes and maybe 
folks have found this already... Some of the folks if they get a product without a box lid are gonna 
complain and that can reflect badly on you even though Amazon allows that. If the customer's 
unhappy they give you bad feedback, these are bad things. Eventually some customers in fact 
complain directly to Amazon without going to you and you may be in a position of having to 
produce receipts to prove that everything is authentic. So this is just... The problem I was really 
focusing on in the last couple of months, what do you do with the shoes that don't have a box lid? 

1:01:49 LW: Sure.

1:01:50 DS: Maybe I'm jumping the gun here a little bit, Lance. How close are we with those other 
slides with...

10/30/15 Page 20 of 37



ProvenQ4Plan.com

1:01:55 LW: Let's skip up to them real quick. Let's skip up and then we can come back.

1:02:00 DS: Sure.

1:02:00 LW: Good thing about entrepreneurs, we're always ready for change and let's just skip 
[1:02:03] ____...

1:02:04 DS: Right. So at the last conference I went to, the CES Conference, I was sitting around a 
table at lunchtime with a few shoe sellers.

1:02:12 LW: This is huge, guys.

1:02:13 DS: We're all discussing the problem of, we get these shoes with no box lids and the best 
soluti
we could come up with was, well, let's make our own box lids. Now, we're not trying to pass these 
off as Nike box lids, but the color does match and we've got five different sizes that we had 
manufactured ourselves. They fit on the most common sizes of Nike boxes. You can see there the 
lids in the main picture and then on the right fit onto shoe boxes. Those were boxes we got out of 
Nike outlets that had the lids ripped off. And when you just look at 'em they look professional, they 
look great. They don't have any Nike logos on them but also on the inside of the lid we put a little 
sticker that says, this is a replacement lid, the original lid was removed by the manufacturer. As 
customers sees that, and ideally, they know we're not trying to get away with anything, we're just 
trying to improve their experience with the product. And so far, the response has been great, in that 
there hasn't been any response. No one has sent me a note about these shoes that hey, they don't like
this, what am I trying to get? No. It's solved our problem at this point. Now, I'm only about three 
weeks into it so I can't say with a 100% certain that this is a solution I'm looking for but I think this 
is a solution I've been looking for.

1:03:25 DS: And so what we wanted to do for you guys listening is if any of you would like this 
same solution, like I said just from Nike right now. The folks that put this together for me here in St.
Louis have agreed to make boxes for you all if you want and I've allowed them to use my dye 
basically that they built for me, and you guys can get these boxes. So the quantities are a little bit 
high if you wanna get a price break and you need to buy all five sizes to do any good. So we're 
looking at somebody here who's selling at least a 1000 pair a year I would say, to make this 
worthwhile and then you can buy lids in quantities from a 100 per size on up. That's pretty 
expensive at a 100 per size but if you get to like the 1000 per size like I did it's down to like 70 
cents a lid. So if that's interesting to you at all, you can call Crista and there's her number on screen. 
She can give you more information about the actual cost and shipping will be a cost to where you 
are so we'll have to include that.

1:04:25 DS: But I'm pretty excited about this. It's a solution to a problem that's really been affecting
me and a lot of other sellers so I'm happy to bring that to you. Now, there's a chance that in a month 
or so somebody's gonna take this over from me with an eye toward making a profit on this. I'm not 
making a profit on this. It's just out there because I think it's better for our business in general if we 
reduce somebody's problems and I see this as a good way to do it. Now, this is gonna be open for at 
least a month in terms of I can call this number and get box lids. After that somebody else may have
it and you'll have the same option but the price will probably go up because they'll wanna make 
money on it. So, that's kinda our gift to you guys for listening and we thank you for listening.
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1:05:04 BM: Thank you so much. That's awesome. Awesome, awesome stuff that you solved that 
problem. A lot of persons... Box lids, that's your problem so hey, when you are in a position as an 
entrepreneur you find challenges, you're gonna figure out a way and where did you brainstorm the 
idea? At the conference sitting with other sellers like, "Hey, I'm having the same problem. Okay, 
let's figure something out to fix it." Thank you for sharing that information, David.

1:05:30 LW: Yeah, David. Thank you so much and David's a humble guy. He won't admit how 
awesome this is, that he's doing this. He could've thought, "Okay, there's gonna be 400 people in the
webinar, 400 times, I can make this much money." Nah, he didn't think that at all. He constantly has
been giving back ever since he came to this conference and as you could see by his numbers, by his 
attitude it just keeps coming back to him. So man, David, thank you so much.

1:05:57 DS: You got it, guys. Thank you.

1:06:00 LW: But anyhow guys, we're running a little late on time so I just wanted to run through a 
couple things, things to look out for this Q4. I know that's kind of the theme of our webinars, we 
always talk about some Q4 stuff. Definitely check out the kid shoes. Real briefly David, if you can 
just talk about your Black Friday experience, this is something I'm sure folks are really gonna be 
interested in. And you don't have to [1:06:23] ____ been here for a while.

1:06:25 DS: Yeah, it's all about planning really and having a plan before the day gets there. And for 
shoes, we found that Black Friday deals are not much better than the week before Black Friday and 
the week after. So our Black Friday plans are gonna probably not include a whole lot of shoes. 
We're gonna be going after toys. We're gonna be going after the hot items and we're going to know 
what those are before we show up at the store Friday morning at 3:00 AM or whatever. So it's to 
have a plan. Get in these groups that are talking about these stuff and have several items that you're 
gonna be going after specifically. If you're out there Friday morning with a scanner just hoping to 
find stuff, yeah you'll find some stuff, but you're gonna be buried by everybody else, running into 
other people's carts and you're not gonna be coming out of there with as much stuff as if you had a 
plan to get in and get out.

1:07:15 LW: Every second is crucial on Black Friday, and remember the groups are a bonus. You 
have these Q4 sessions, you have all these awesome webinars, but the bonus of these Q4 sessions is 
proving Q4 course is the mobile groups, and if you can utilize them to really max them out and 
profit. I think Barrington, you probably agree with that.

1:07:38 BM: It's what you do is form your game plan and you know what has been great, I've 
looked at over two weekends, two big things that happened. On the one first weekend I heard 
persons' talking in their groups about the 20% off deal at Big Lots and everybody scored on that 
20% deal. Why? Because they took action ahead of time, "Okay guys we're gonna be looking for 
this item. We're going to be looking for this item." What happens is you are not focused on the 
chaos, people running around. You are zoned in on the items that you want to look for. Just the same
thing this past weekend. Barnes & Noble had a 75% off sale and those who spoke in their group and
said, "Hey, you know Barnes & Noble has 75, this is what's good, this is what's not good." And they
were able to zone in, target, go in Barnes & Noble and just clean up for the holiday weekend. Now 
guys, it's all about as David said, "Proper planning," so you don't have to be running around the 
stores because you're gonna see this great toy here, you're gonna see this great toy here. Yeah, you 
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can make some money doing that, but stay focused and create that plan for hitting the stores, 
especially when you know there's gonna be a sale ahead of time.

1:08:42 LW: Yeah guys and remember to use your mobile groups as a way to locate toys quicker. 
You don't want to be in there hanging out all the time and having conversations. It's great to bond 
with everybody, but really use the power of these groups to go out and take action. So we're gonna 
keep moving forward here. One of the things we recommend, we talk a little bit about OA with 
selling shoes. Think about hiring a VA. I'm gonna go ahead and give you the link again for Eric 
Hardwick's service or you can do it on your own. Check out onlinejobs.ph. There's a lot of VAs out 
there that are gonna learn quick and there's a lot of VAs that are already doing this. They're gonna 
know exactly what you're talking about 'cause others have posted about this, so that's another source
to look. Leverage your credit. Make sure you're using credit cards, you're getting points, rewards, 
looking into Ebates, Kabbage. I think Kabbage is a great tool. I've used Kabbage a lot. They've 
loaned me up to 30 grand at sometimes. Probably leverage some more, but it's just another gravy 
stream as Barrington says.

1:09:53 BM: Another gravy stream.

1:09:53 LW: It's just another place that you can access cash. You're gonna need as much cash as 
you can Q4. We all know that you can't spend enough money Q4. There's no limit. You could just 
keep spending and spending, so even if you're a millionaire I think you could spend that whole 
million.

[chuckle]

1:10:08 BM: Yep, but just spend it in the right place. Always try to spend it in the right place. Now 
you know Lance moved to this new slide, International Shoe Selling. I'm not sure David if you're 
selling in the UK as yet? 

1:10:22 DS: I'm not selling shoes there. I do have an account and have had some sells there.

1:10:26 BM: Great, great. And just things to consider if you're gonna sell shoes internationally. If 
you're based in the US, you'll wanna think about the shoe sizes, because the shoe sizes over in the 
UK is different, it may be a size down or a size up. So you just have to remember you gotta think 
about look at your shoe sizes. One brand that I know is very popular in the UK is Adidas. Adidas is 
very, very popular in the UK. So my take on it, my theory is go where people are not even thinking 
about going. So if you're already approved for the UK, if you have that as part of your strategy that's
something that you can go ahead and move forward to. And then you have your mobile groups, they
have people from all over the world, UK, Canada, all over the world. So they can give you on the 
ground information that you can use to help grow your business.

1:11:14 LW: Awesome Barrington.

1:11:14 BM: [1:11:14] ____ private label.

1:11:16 LW: And remember that you can leverage these people in the US, just like what David's 
doing. You can leverage people and send them labels if you wanna sell here in the US as well. If 
you're not here and you're out in Vietnam like some of the guys that are in our group or if you're in 
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China or wherever you're at the power of these mobile groups, you can really leverage people that 
are looking to make extra money or you can look for people like David has. Use the strategies he's 
used to locate buyers for him.

1:11:46 BM: If you're overseas and you're approved you can ask someone in the US that's not 
approved for shoes, "Hey can you buy some new shoes for me and get them in there because I don't 
have outlet malls here." Just think outside of the box guys. That's what we want to help you do, 
thinking outside of the box.

1:12:00 LW: And this is just some shoes I've sold. I'm just gonna go through a few of these. A lot of
running shoes, specially around January, February, people getting back in shape. Here's some more 
running shoes. I sold a lot of these green ones, these are all Nike Outlet that I purchased these. This 
was when I really went on a nice run with the Zooms, I'm sure you've come across a lot of these.

1:12:21 DS: I don't see it much anymore. The several colors did real well, about six months maybe 
it was a year ago, just did really well.

1:12:28 LW: Yeah. I remember I sold a lot of these around winter time. If you're looking to get into 
slippers, if you're trying to get a little bit different. So we talked about the box presentation, the 
issue that people are running into was with clearance shoes. They're having issue with not having a 
lid, but David was so nice to help us out with that and provide us with the resources. So, we have 
some questions here, and we took the questions that you guys gave us on the Facebook group. So 
we can go through these, Linda Davis asked, "Have others heard this? We're curious about the 
guideline of under 1000 rank no more than 10 variations colors, and over 1000 rank no more than 
five variations." This has been a great guideline and she's wondering if there are other similar 
guidelines for sourcing shoes.

1:13:20 DS: Well, we don't stay away from something because it has too many variations. Yeah, 
they can all lead to diluted rank. I mean, you don't really know what the rank is, but that doesn't 
mean they don't sell well. And well, I'm not gonna shy away from something just 'cause it has a lot 
of colors. And what we do do is, we watch and if we start to get stocked up on something that 
doesn't sell, I create what's called, 'a no buy list' because we're too high in inventory, and I give that 
to my buyers and tell them, "Alright. These particular sizes or, really it's colors usually, and the 
style, they're not selling so don't bring me anymore right now." So that's how I handle that issue. 
What else we have here? 

[overlapping conversation]

1:14:00 DS: Yeah.

1:14:01 BM: You make sure that, hey, it's all about trial and error, because a lot of times you might 
hear, "Oh, don't do this, don't do this," but guess what? You figured out how to work it. So as David 
said, "It's doing. It's all about doing."

1:14:13 LW: And as we go through these, keep in mind Kathy, we'll take about five... Maybe five 
live questions after this. So they'll get this and they'll get some live questions as well.

1:14:22 S4: Okay. 'Cause I got like 50, so I'm gonna pick out.
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[laughter]

1:14:26 LW: Maybe we can do a little more. We're not gonna put a limit on it like with David, we 
can get two of these, and maybe take a few of those. We just wanna be respectful of everybody's 
time here tonight. So anyhow, Diana Johnson, "Does it matter if you ship shoes in the polybag 
only?" Diana, I used to do this. I know with some of the shoes that come from Walmart, Kmart, 
yeah, you can do that because that's how they come, that's how they retail, they're like that, but with
athletic shoes, I don't do that anymore and I'm really glad that David brought up the box lid thing. 
I'll be your first customer with that. [chuckle]

1:15:02 DS: Excellent. Excellent. Yeah. When somebody buys like Jordan shoes, they want the box
and the lid so not giving them that is your playing with fire basically.

1:15:12 LW: Yeah. [chuckle]

1:15:14 BM: That's so much money.

1:15:15 DS: Yeah, I know.

1:15:16 LW: "If you're doing shoes, should you stick to the specific sizes for fast returns?" Another 
great question from Diana.

1:15:23 DS: And we kinda talked about yeah, the middle numbers, the 10 and a halves and close in 
mens, and the eights and close to that in womens are gonna sell faster.

1:15:31 LW: Awesome. I'll answer Ron here. And Barrington, you can probably answer this one 
too. "Best practices for newbies." I would say, go out and start scanning, take action, go to the outlet
malls. If you don't have enough money for the outlet malls, just don't buy as many. Maybe start off 
with 10 boxes and look for some of the really clearance shoes.

1:15:50 DS: Can I just jump in there really quick, Lance? 

1:15:52 LW: Oh, yes. Go ahead.

1:15:52 DS: Ask them if both of them just starting out, you probably have a set amount of money 
you can spend in this whole business. Don't spend it all in shoes right here as we're in the fourth 
quarter. You can do that in January, set, put some of the money in shoes and learn about shoes that's 
right, but shoes, they're not gonna turn as fast as that hot toy that you can get and sell 16 of, 16 
different times, you wanna get your money in and out and turn it as fast as you can specially if you 
don't have much of it. So in the fourth quarter, shoes are good but don't spend all your money on 
shoes in the fourth quarter, leave money for other things and then you can focus more heavily on 
shoes as we hit January.

1:16:26 LW: I've noticed that too, David.

1:16:27 DS: That is my advice.
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1:16:28 LW: Yes, it's... You can instead definitely sell shoes during fourth quarter. You're gonna sell
them but if you really put your money into toys, and also do some shoes, kinda sprinkle those in 
too, that's probably the best strategy. So Valerie Pugsley, "All questions asked above, plus if you 
have a limited Q4 budget, what percent should go to shoes, and... "

1:16:50 DS: Right. And that's just what we talked about.

1:16:51 LW: Yeah, perfect. Renata, how are you doing? I see you're so positive. I always see 
Renata's awesome messages on the Q4 group. "I would like to know more about packaging, do I 
clip off where I bought the shoes?" I think she's probably talking about the little zip ties or whatever
they classify those as. "Do I just put the SKU to cover the UPC code and make sure all the 
information where I purchased from them is removed from the items?" And then she has a couple 
other questions there.

1:17:19 DS: I can tell you what we do. Let's say, I get a shoe in here with no box lid, the first thing 
we're doing, we scan it into our program load it on the Amazon, and then we're gonna get that 
sticker and that's gonna cover up the UPC on the box so we don't have to worry about that. Any 
kind of a price sticker, a suggested retail price you can rip off, take that off, if you can't take it off 
cleanly, cover it with a white blackout sticker so you can't see through it. And then if the box is not 
in good shape trim it up so it looks good. I'm gonna put a lid on this box the manufacture lids, but 
I'm not putting that on the jagged edge. I'm taking a pair of scissors to that and making it clean. 
We've got orange tape in case there's something else wrong with the box and I put a little piece of 
orange tape, it looks like they did it at the store. You want the this thing to look good. Put tissue 
paper in these shoes just like if you were getting it at the store, and look at the bottom of the shoes. 
If they're dirty, hopefully, you didn't buy 'em in the first place, but if you get 'em back home and 
they're dirty, you gotta clean those before you sell 'em.

1:18:14 DS: Get some baby wipes and wipe 'em down. And if it still looks dirty, don't send it in 
your Amazon account. It's too dangerous, and it's a good way to run into problems down the road.

1:18:24 BM: Very solid advice man. Solid advice...

1:18:26 LW: Very good advice. Sonya, I recommend that's the next question. She's wondering 
stores for beginners. I recommend what David said with focusing more on toys, but if you do some 
shoes, look into the Kmart, the online arbitrage, Walmart, with some of the license kid shoes. I 
would start with that honestly. And go out to the Nike outlets, some of the other outlet malls and 
just buy a couple boxes just to get the feeling and excitement of buying that shoe and selling it 
online for more.

1:18:55 DS: I see Renata had a question about tape too if I could just jump in guys... We used to 
use tape to tape the boxes shut. We don't do that anymore because when that box gets returned, 12%
of the time it will, the box is gonna be a little ripped up by when they open it up. So don't use tape 
'cause it ruins the box. Put some rubber bands on it. There's other banding equipment if you want. 
We put a rubber band on it and it's... Have not had a problem yet.

1:19:18 LW: So you're still using rubber bands. Okay. I heard some people say, "Oh, you can't use 
rubber bands now," but it's very practical. But I think that's...
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1:19:25 DS: If Amazon tells us not to we'll certainly go with something else. For now rubber bands 
are working for us.

1:19:30 LW: Awesome. Susan Olson. "I noticed someone posted the other day, but it has been an 
obstacle for me as well. So I wanna make sure it's addressed on how to add a variation to an 
existing listing."... Existing [1:19:41] ____.

1:19:42 BM: That's a great question, and as I mentioned, there is a video that Sarah did on how to 
add a variation to an existing listing. And as soon as this webinar is over it's gonna be posted in the 
group. So just look out for that in the group. It's gonna be in the file section of the Facebook group. 
And also, we're gonna send it out as a link when we're sending out the recordings. So check file 
section on Facebook group for the video on how to do a variation listing. And it applies not only to 
shoes, but to anything else.

1:20:09 LW: Nice. And Susan, for your other question, I'm not sure. "Does co-mingling inventory 
increase the chance of winning the buy bucks?" I don't know the answer to that. I don't co-mingle 
inventory, just because I'm afraid if somebody else sends in a counterfeit item, Amazon is gonna pin
me as the culprit. So, you guys have any other opinion for that? 

1:20:30 DS: I don't co-mingle either.

1:20:31 BM: I don't co-mingle either. I don't co-mingle. I've heard of horror stories in co-mingling 
because what they do is just dump all the same [1:20:37] ____ in one box. I mean, they'll just pick 
up... When a sale comes in they just pick one and send it out. I want Amazon to send items that I 
sent into the warehouse. Not somebody else's that I don't know where he got it from.

[pause]

1:20:50 LW: Sounds good. Jerry, I hope we went over your question. I'm pretty sure we did, 
David... Jerry's question.

[background conversation]

1:20:57 LW: Susan Olson, "If you're okay with long tail purchases, what rank would you go up to?"

1:21:03 DS: Well, if you're gonna go with a high ranking [1:21:05] ____ 100,000 or 150,000 rank. 
I'm gonna do that if one, they're not very many variations. Right? That could be a clue that yeah, it's
gonna sell.

1:21:15 LW: I agree.

1:21:17 DS: Maybe not quickly, but it's gonna sell at some point. I had another thought, and I just 
lost it. Now once you jump in here and maybe I'll think of it again.

1:21:24 LW: No problem. And I think Joshua, hopefully we answered that question for you too 
about the rank sales. "It's been challenging for me to interpret when there are variations." And we 
went a little bit over that. Adam Langwiler, "How do you list shoes on Amazon that are sold out and
Amazon doesn't let you list them easily?"
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1:21:44 DS: Well that was... That reminds me kind of the [1:21:47] ____.

1:21:47 LW: Okay, awesome.

1:21:48 DS: Another thing that could be happening with a rank that's not so good, is they could all 
just be sold out. Could be a very fast selling item. So take a look. Are all the sizes gone? Are a lot of
the colors gone? If there... Then you could maybe look down for reviews. This is something that 
sells well when they're stocked. So yeah... Ranked ones scare me down. I go ahead and buy those.

[chuckle]

1:22:07 BM: Nice.

[overlapping conversation]

1:22:10 LW: Awesome guys. And we're coming towards the end here, so we have a couple more 
questions, and then we'll take it to the audience. Alex Fisher, "I've heard that most shoes go to India.
I've noticed mine go there too. So a separate shipment for shoes and then other shipment for other 
merchandise, or ship them all together. Or does it really matter?" I think he wants to know should 
he send the shoes out and the other items. I actually do it because I have an inventory lab. And it's 
easier for me.

[overlapping conversation]

1:22:38 DS: Anyway, in January, it's all going to change when Amazon makes you tell 'em what's in
each box. So...

[chuckle]

1:22:44 LW: Aw man. Let's just wait for January for that. We'll answer that again in January, Alex.

[chuckle]

1:22:51 LW: "When scanning UPC code, does that automatically record the right size as 9 and a 
half?". Yes it does. Right David? Because...

1:22:58 DS: It should if the listing's done correctly, yeah.

1:23:01 LW: And ScanPower is easy. I know with ScanPower it's a lot easier because they actually 
bring up the rank too with the size. I don't think Profit Bandit is bringing up the rank. You actually 
have to go into Amazon and look for that. And that's a good point guys. Some people that start out 
selling shoes, they think, "Oh, man, there's no rank. I'm scanning stuff and I'm not getting a rank." 
The reason being is if you're using Profit Bandit, you actually have to go into Amazon, go into the 
actual listing, and then bring up that size. And then you'll see the rank is... I think it's the same for 
all the sizes anyway. It'll be really nice if they actually had different ranks for different sizes.

1:23:40 LW: Lim Chi Chao. "A lot of less popular shoe brands were not listed. How can I decide 
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what is a good deal if what I found is not currently listed or whether it's worthwhile to buy and 
create the new listing?"

1:23:53 DS: That's MerchantWords right there.

1:23:55 LW: MerchantWords, that's exactly what I was gonna say.

1:23:58 DS: If you're looking for the brand already, well then, that's a great listing to create, but if 
they're not then I'd stay away.

1:24:04 LW: Yeah with Nike it might be a little more difficult because there's so many different 
styles of Nike. But if you're looking at like a kid shoe or some kind of other brand that doesn't have 
a lot of different styles, you can probably use that. Russ Kazier, "I'm not approved yet in clothing or
shoes. How is the return rate for these categories?" And David you talked about that. Can a return 
be sold as new if it's been tried on? 

1:24:32 DS: I mean, Amazon's gonna look at the item when it comes back and make that 
determination. If it's dirty they won't sell it again, if it looks clean then they will sell it as new.

1:24:42 BM: They're not gonna put... They're not gonna use the baby wipes. You're gonna have to 
use the baby wipes.

[laughter]

1:24:51 BM: So this takes us, guys, into a lot of persons will ask, "How can we get a source of 
shoes?" We have two lists and they're actually pretty much filled up now in terms of 10 deals a day, 
shoe deals that you can purchase online wherever you are. You have seen the power of selling 
shoes. This is just giving you ideas. Ideas of shoes that you can buy online. You can get them sent to
a prep service and get them sent back into Amazon and this is something that you can do from 
wherever you are in the world. What we've done is we've created a waiting list, pretty much, if 
persons are interested. It's mm8group.com/shoedeals.

1:25:32 BM: And before we even get off of that, we're going to take some more questions live. So 
Kath if you could just pull a few of the questions that we can take live. But we just wanted to let 
you know that if you go here and get signed up it's going to be a first come first serve basis guys. 
We cannot do, we only have 35 persons on the list. Only 35 persons. We don't want it to be 
saturated. We want to get you these great deals and we want you to take action and buy them so you
get a minimum of 10 deals each day Monday to Friday so you can get on the waiting list, we'll let 
you know as soon as it opens up.

1:26:02 BM: You just saw the power of shoes. You just a glimpse at the potential of the shoe 
category. And what I like about David's presentation, is like, even though he's doing so well in 
shoes, he's still giving solid advice saying, "Hey guys, make sure that for Q4 you diversify that 
portfolio." If it's your last dollar say "Hey you're just gonna go all the way deep into shoes." But this
is just showing you how lucrative this category can be. And because of the approval, a lot of 
persons aren't going to be bothered with it. But get signed up mm8group.com/shoedeals and we will
get you on the waiting list and as soon as a spot comes up we'll get you in there.
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1:26:43 BM: Kath, if you can pull a few of these questions and lets take them live. Lets get these 
questions live. We get excited when we hear these questions and I'm hoping that all these questions 
covered a good amount of what you guys really wanted to hear.

1:26:56 S4: You did. A lot of the ones you covered just now, I crossed out ones I had written down 
because you covered them. So guys, if I miss your question please make sure you ask it on the 
Facebook group. Because all the people that are there will help you and Lance and Barrington are 
there. Albert wants to know about Colehahn shoes. C-O-L-E-H-A-H-N, they're an expensive brand 
of mens shoes. Are those worth looking for? 

1:27:20 DS: I don't do a lot of stuff outside of the athletic category so unless you guys have 
experience with that brand? 

1:27:27 BM: I know Ken does.

1:27:29 LW: I think Ken is... Yeah.

1:27:30 BM: Yeah he certainly does some of those shoes. And he tells us it was like $290.00 a pop 
or almost $300 a pop so if you can find them at great deals, hey you could be the Colehahn master. 
You could be the one that masters that category and now, next webinar, you're gonna be the guy on 
here.

1:27:48 S4: There yeah go. Okay they have a lot of questions about how much the MM8 shoe 
group is. They're asking about that. Jacqueline says she loves Colehahn so there's a winner, thank 
you.

1:27:58 BM: You already have a buyer.

[laughter]

1:28:00 BM: It's $149.00 a month and that will get you in with 10 deals or more per day. And as 
you have seen, one or two pairs of shoes can make it up back.

1:28:13 S4: Awesome.

1:28:13 BM: The rest is what we call gravy. The rest of that is what we called gravy.

1:28:16 S4: Okay. Gravy I like.

1:28:17 LW: The price is set purposely. Yeah the price is set purposely because it's gonna be such 
an intimate list where everybody... It's not gonna be a lot of people getting these deals to avoid 
saturation. It's definitely, we're already getting great reviews over this thing. So I just wanted to 
throw that out there, just so you're secure in knowing it's not going to be a bunch of other people 
getting the same deals.

1:28:43 S4: And I love the fact that you've got the limit of 35, that's great. Dianne asked, "If you're 
creating a listing on Amazon for a set of shoes, do you create the listing with just the sizes you have 
or do you go ahead and create the listing with all the sizes?"
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1:28:56 DS: It's tough to have all the information for the sizes that you don't have. So you'd wanna 
add that later. Yeah, it's a good question. I just don't do a lot of creating new listings. It's only been 
two or three styles and we were linking that to existing listings. I tried to find as many... I wasn't 
gonna do it with just one or two sizes. I tried to find as many as I could but I didn't do all of them 
'cause I didn't have all of them.

1:29:21 S4: Awesome.

1:29:22 BM: Get it to market. Get the listing up and running and start selling. Don't wait until you 
find all the variations. Get it up, get it running, make money.

1:29:31 LW: Get it running, exactly. You can do, get up to 1.9 million like David and then if you 
add some listings you can get up to 2.9.

1:29:37 S4: I like that, I like that. Do any of you... Do you do them or do you recommend them 
Amazon to Amazon shoe flips? 

1:29:46 DS: I tried it but I haven't had much luck with flips.

1:29:49 S4: Okay. How about you? 

1:29:49 LW: I don't do a lot of flips, Kath. I don't do a lot of flips because there's so much good 
inventory out there. I'm too busy buying that up so I don't do a lot of flips but there's great 
opportunity in flips. I would never downplay doing flips, that's just my opinion.

1:30:03 BM: And for those who are newer, make sure you don't use your Prime account to buy 
anything that you want to resell. You get both accounts banned. Be careful of that.

1:30:12 S4: And that brings up a great question 'cause Jorge says, "What about us, our newbies, that
we just got automatically approved in shoes, is there anything specific we should be careful of, so 
that we don't get our accounts hurt?"

1:30:22 BM: Right. So that's the big one, the main one. Don't buy with your Prime account to go 
ahead and go back and sell, resell, because Amazon doesn't like that. They'll not only slap you on 
the wrist, they'll take the account away. So make sure you don't do that. There are too many outlet 
malls out there. The thing that I remember, Lance, is David, our first shoe field trip where we went 
with Ken and with everybody, and all of us our eyes were like kids in a candy store. We were in 
there and we were scanning, scanning, scanning, and I found a pair of shoes for $27.95. I wanted 
the shoes for myself, and I scanned it at 20 something, and I looked back on Amazon and it was 
$116. And I was like, "Man, am I gonna sell it or am I gonna wear it? Am I gonna sell it or am I 
gonna wear it?"

[laughter]

1:31:07 S4: Try being a grandmother with that, Barrington. I can make $50 off of it or give it to my
grandchild, oh my goodness. Okay. So another great question. "When you're searching and you're 
out scanning for shoes, do you ever say, "Okay, there's a 1000 sellers on this listing, I'm not gonna 
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buy it." So do the number of sellers make a difference to you?"

1:31:26 DS: Well, there's just not a 1000 sellers on any shoe listing. Now, there are more now than 
there used to be, and would I rather there be fewer? Yeah, I suppose so, but that's not a big 
consideration for me. If there's enough sellers and the price gets driven down, well, the reason I'm 
staying away is because the price has been driven down, and maybe that's because of the number of 
sellers, but I look at the price more than I look at the number of sellers.

1:31:49 LW: I agree with David.

1:31:50 S4: Great, okay. And they also are asking a lot about the scanning app. "What scanning app
do you use and recommend, David? Do you give your buyers a scanning app?"

1:32:00 DS: Yes.

1:32:00 S4: And the other big question is, "How do they pay for stuff, your buyers?"

1:32:03 DS: Either I give 'em gift cards, which ideally I buy at a discount at some of the gift card 
sites, or they all have credit cards with their name on it that ties to me. So I take care of the bills, but
it's the credit card with their name that they're using in stores.

1:32:18 S4: Okay. And what scanning apps are you using and recommending? 

1:32:22 DS: Well, we have several, and I'm not out scanning very much anymore. And ScanPower's
on there, what are some of the other ones? Profit Bandit...

1:32:32 S4: And Scoutify. Do you... Do you buy it for them, recommend it, or just tell them to get 
it, or how do you do that? 

1:32:38 DS: I'm paying for that for those guys, too. A couple of the buyers now, they're really just 
using the Amazon app. They've got these other apps on their phone but a lot of them aren't even 
using them. So it's an individual choice. I definitely want to have that option though. And usually if 
I'm using one I might scan the same thing with two apps just to make sure, or one's got the rank and 
one doesn't, like Lance talked about.

1:33:01 S4: Okay.

1:33:01 DS: So it's good to have options for sure.

1:33:03 S4: Alright. And somebody chimed in, Lance, and said to let you know that Scoutify, which
is the app that goes to the Inventory Lab, does have the rank now.

1:33:10 LW: Oh, that's awesome. That's really cool. That's definitely really good.

1:33:15 S4: Okay. And they want to know about using Payless shoes as a source, nobody 
mentioned that. So is that just someplace you should stay away from, or is it someplace that...

1:33:23 DS: A year and a half ago, nobody had Payless shoes listed, and now they're listed. People 
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are buying, and there's money there.

1:33:31 S4: Okay.

1:33:32 DS: I don't jump in there and find a whole lot of stuff, but it's an avenue to look at for sure. 
I wouldn't cross it off your list.

1:33:39 S4: Well, that's good news for me in this little town of Arkansas, that's one store we have. 
Okay. So, yay! What about Disney princess shoes? You mentioned Paw Patrol, Star Wars, Frozen, 
what about Disney princesses? 

1:33:51 LW: I've sold lots of Disney princess shoes, especially when they're on sale. So, yes.

1:33:58 S4: Okay. Excellent. And they wanted to know, several of them said that they'd been 
contacted by Amazon telling them the light-up shoes are HazMat. So you mentioned selling the 
light-up shoes. Was that a long time ago, are they all HazMat now, what's the issue, do y'all know? 

1:34:12 BM: Let me check my account. Just sold one... When did we sell the last one, Sarah? 
Couple days ago? 

1:34:17 S4: Okay, alright. So evidently, there's a few out there, they're catching and calling 
HazMat, but generally speaking they're not. Great. Alright. Mike... Oh, David, do you ever use 
sponsored ads, or Amazon's ad system when you sell shoes? 

1:34:32 DS: Not for shoes. I've tried it for other products with varying levels of success, but not for 
shoes.

1:34:38 S4: Alright. They're also curious about how you train your buyers. Do you have a training 
program, how long does it take to get them up and running, what do you use to train them? That 
kind of thing.

1:34:47 DS: I got out with them to the stores and show 'em this is what I'm looking for, this is how 
you use the scanning app, this is the rank we're kinda looking for, this is the profit margin and...

1:34:57 LW: David, I think that's something a lot of people would be interested in, if you ever put 
together something...

1:35:02 S4: Yeah, training your buyers, yes. Okay. The other big question is... I'm sorry, I'll go 
ahead and let you finish answering that one.

1:35:10 DS: No, go ahead.

1:35:11 S4: I've got so many. I'm just trying to get it all in there. When you see a good deal, how 
deep do you go? I know you talked earlier about if you've only got a little bit of money if this is 
your first Q4 and this is your first shoe, but in your experience now that you've done this for so 
long, do you buy it out, or how deep do you go? 

1:35:27 DS: Well, let's say we're in Nike, which we're in a lot, and they limit you to 10 of a 
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particular style. So that's kind of a limit right there. If something's good we'll buy 10 and then the 
next store we'll buy 10 more. But we never... If it's really, really good there's no top number because
we run into other limitations before we hit that number.

1:35:47 S4: Okay.

1:35:48 DS: I mean, I guess there is, eventually, but I've told my buyers, "This particular style, I'll 
take 50 to 100 in various sizes," that's probably as deep as we'd go on anything if it's just really 
flying.

1:35:58 S4: Alright. Alright, sounds good. Barrington, Lance, do you wanna weigh in on that? 

1:36:05 BM: I usually... If a particular size, let's say nine and a half in the kids size for light-up 
shoes, we buy as many as we can get. Lance will call me up and say, "Hey, jump on here. Frozen is 
on Kmart for $14.99." And, we get on and we bought like 40 pairs and then he's like, "Sir, sir, I can't
get any more, I can't get any more". He's like, "Yeah, I just bought 100."

[laughter]

1:36:33 S4: Okay. Well, Dee says, "Disney Frozen light-up ballerina shoes are HazMat?" She had 
to merchant fulfill a pair. That brings up another question. I think you covered it, but just one more 
time, Frozen is restricted, Star Wars is restricted, what about Frozen shoes and Star Wars shoes? Do 
they need special approval to sell those? 

1:36:53 DS: I think it depends on the item. Frozen might be restricted but not all Frozen products 
are. Maybe some shoes are... I can't tell you for certain what exactly everything is.

1:37:04 LW: Definitely what David said. Definitely. There's a lot of items that you can still sell 
even if you're restricted.

1:37:09 S4: Okay. They also want to mention the authenticity issues that Amazon's having now 
with the name brands. Particularly Nike and expensive brands. Have you all had any experience 
with any issues with Amazon demanding you prove authenticity? 

1:37:23 DS: Yeah. Quite a bit of experience, actually. That was one of the reasons I got into the box
lids. Because, I figured, the issues were coming when people got shoes without box lids. They've 
asked me on occasion to produce receipts where I can prove that the item that I sold to their 
platform is real. Luckily, I have those receipts. Now, digging through 20,000 receipts can be... Well,
lines of receipts, can be a nightmare. So you have to have some kind of system set up where you 
kind of know what you're looking for. Inventory Lab has helped me with that. If somebody runs not 
a real problem, and has just a huge number of receipts, I can be reached on Facebook and maybe I 
can give you some more one-on-one on how to do that.

1:38:02 S4: Excellent, excellent. Can I just say ScanSnap, scansnap.com. Scan everything and then 
you can search by...

1:38:10 DS: Yeah.
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1:38:11 S4: Okay.

1:38:11 LW: And just to add, it's not always gonna be smooth sailing when you get to that level. If 
David's a winner, let's say you're doing half of what David's doing. It's not always gonna be smooth.
Amazon seems to gravitate towards people that sell a lot. I know as my account started to go up, as 
my number increased, there was a couple obstacles I had to overcome. Authenticity obstacles... It's 
just a part of the game. If you wanna succeed and you wanna be on top, there's gonna be some 
snags along the way, and that's all part of it.

1:38:43 S4: Excellent, excellent. Thank you guys for all that, they appreciate it. They wanna 
know... Elise wanted to ask you especially, Lance and Barrington, do you think it's doable for her to 
oversee a team that's in the US When she's outside the US? So, maybe Barrington, can you speak to 
that? 

1:39:05 BM: Yeah. It's something that I do everyday. It doesn't come overnight because they have 
to know what you're looking for, what not to do. So, it's something that's definitely possible, I can 
say that. I travel every couple of months, or every three or four months, but I'm here in Jamaica and 
we're able to oversee that. So especially where items that you have to buy, as long as they get the 
drift of it. David can attest to this... As long as they figure out what to do and what you don't like, 
and what ranks you like, after a while they're not gonna ask you so many questions. They're just 
gonna go out and do it. You're gonna say, "Hey, hold up on this one, hold up on that one."

1:39:42 S4: Excellent. Do you stick with the medium width shoe... David, Barrington, Lance... Or, 
do you buy the A's and the C's and the E's, the weird widths? You kind of haven't talked about sizes.

1:39:54 DS: Most of the stuff that's out there is gonna be the medium size. I just don't run into 
much of the other stuff. Now if I do and it scans well, yeah, I'll put some in a cart. But, it's not 
gonna go as fast as the other stuff. But, I don't stay away from it 100%, just I don't see it very often.

1:40:10 S4: Okay.

1:40:11 LW: Maybe get two more questions.

1:40:14 S4: Oh my goodness, okay, you're putting the pressure on. They want your comments on 
the sales tax nexus issue? That's a nice, long one. Do you all three wanna comment on your views 
on that? 

1:40:26 DS: I can tell you what I do. That's, I pay sales tax... Or I collect sales tax... Through the 
Amazon platform in my home state. I also now that in one other state where one of my buyers is 
and buys a lot of stuff, just so we can use tax exempt when we're buying. Now in terms of, do I 
have one in every place Amazon has a warehouse, I do not. Maybe at some point that's gonna 
become necessary, but there's no state gonna come after me right now. It's a problem that millions of
people are having, if it's a problem for me. I'm gonna let somebody else figure out exactly what 
we're supposed to do before I go beyond the borders of my own state.

1:41:06 BM: Collect in my state, yep.

1:41:08 LW: Yeah, I collect in my state, too.
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1:41:10 S4: Okay. Awesome. Great last question... And guys if I didn't get to your question, I'm 
sorry. I'm trying to do the best I can. Please ask in the Facebook group and we'll all try to help. Last 
question... What about the quality in outlet stores? Patricia said she's been warned against buying in 
outlet stores because the quality, supposedly, is not there. What is your experience? 

1:41:28 LW: Somebody didn't want you to get into this. Somebody didn't want her to get into this.

[laughter]

1:41:31 S4: Oh no, don't buy there 'cause I buy there.

1:41:36 LW: It's excellent quality. I'm sure there's some overstock that... You can check it out, and 
I'm sure David will agree, but...

1:41:45 DS: I would say to that, it is the quality of the stuff you send into Amazon. It needs to be 
better than the overall quality in the store. But it can be because you can look at the item and choose
to buy it or not buy it. Don't buy stuff that's beat up, don't buy stuff with really dirty bottoms that 
you can't clean. And then hey, problem solved.

[overlapping conversation]

1:42:02 BM: Beautiful, beautiful. And is it David? David may get some training up and running a 
little later on, so you can still sign up on the mm8group.com/shoedeals and whenever that training is
up and running, maybe training on how to teach your buyers what to look for. You guys will be the 
first ones to know, so, make sure you're on that list, and that is to get your deals everyday, and also 
future training that David may put out on how to train your buyers.

1:42:34 LW: Yeah, I definitely second what Barrington said. Even if you're on the fence about a 
list, I would still sign up just so you can get... Be the first to know about any of the latest and 
greatest.

1:42:45 S4: Awesome. Okay guys, and we have the chat log saved. Carroll will know what that 
means. So guys, we will be back in... What, two weeks for the next webinar? Two weeks, alright. 
And see us on Facebook, we would love it. David, thank you so much. I can't even tell you how 
many comments there were about gratefulness and thank David and how much you're sharing, how 
much they appreciate you, so that was definitely in there.

1:43:07 DS: Well, that's great guys.

1:43:07 S4: I know, I poured the questions. There were a lot of thank yous in there.

1:43:12 BM: Great. Thank you guys for coming. David, your closing words? 

1:43:16 DS: My closing words? It's fourth quarter, get out there and hustle if there's money to be 
made. You can't get to it if you're sitting on your couch, so go get 'em.

1:43:25 BM: Oh man, that's the best piece of advice. Just go take action. Just go and do it. Just get 
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that... Get your blood running. I'm heading to Florida tomorrow just to get my blood running. I 
wanna be in the excitement too.

1:43:39 LW: Yeah, I definitely agree with these guys. I just want to thank everybody for their 
patience. I know we got off to a slow start. Barrington and I, we call each other balance. You can 
tell when he's off or if I'm not there, it's just not the same. So, now we have balanced Dave and Kat. 
So four of us together. And we just wanna thank you for your patience. We know it got off to a slow
start, and like these guys said, I second what they say. Go out and just take action. Q4 is a very, very
small window, and you gotta take advantage of every bit of it. So, thanks a lot guys.

1:44:15 BM: Alright, thank you so much. Take care all.

10/30/15 Page 37 of 37


	David Shannon, Lance Wolf, & Barrington McIntosh

