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Webinar 3:
To Q4 and Beyond!

Ryan Reger, Lance Wolf, & Barrington McIntosh

0:00:00 Speaker 1: This is going to be posted by Ryan Reger. He's gonna walk us through Q4, after
Q4 after the buzz, after all the excitement, what happens next? And we always want to prepare you 
for the next steps, because Q4 is awesome, it's great, you have all these sales going on, but what 
happens when everything settles down? That's what he's gonna talk about so you can carry on that 
momentum. Also we're probably gonna dabble a little bit into just things to expect in January, 
maybe you get a lot of refunds, but also you could get a lot of sales for persons who have gotten gift
cards. So, Ryan thank you so much for coming on and we look forward to what you have to offer.

0:00:40 Speaker 2: You're welcome. Thanks Barrington, Lance and Kat. I appreciate it, it's an 
honor to be on here with you guys honestly. So I used Buzz Lightyear because obviously his big 
saying or quote is "To infinity and beyond", so I just changed it "To Q4 and beyond", and basically 
what Barrington just said is, right now is the time to be making the hay for sure. Get out there 
sourcing and all you people who aren't listening now because you're outsourcing, you're listening in 
the replay, after December 31st, it doesn't have to slow down, now typically sales, my sales anyway 
do, they're not as hot as they are in December. A lot of people say that they make as much in Q4 as 
they do the whole rest of the year, and so, this is just to get you thinking about what is beyond Q4. 
So, I'm gonna start work... Some of you may know me some of you may not, but I'm gonna start 
quickly with my story. We'll go back to 1975. No actually, just kidding, we're not gonna start back 
that far but that is a picture of me.

[chuckle]

0:01:43 S2: So we're gonna go to 2008. I was running a congressional campaign in southern 
Indiana and we lost, and so I didn't have a job. Looking for a job I knew basically I had two things 
that I knew was gonna happen; one was I was gonna move to Texas and one I was gonna get 
married. My wife Melain is from here. And then my desire, I had listened to and saw... Or actually 
read Jim Cockrum's book 'Silent Sale's Machine' back in about 2003 or 2004, and had known since 
then I've wanted to run my own business. And since I was here in Texas and didn't have a job this 
was the perfect time to get started and do something. I partnered... Basically my wife and my 
mother-in-law had started a wholesale furniture business. My mother-in-law had some furniture 
contacts, wholesale contacts that she had had through her job, and so they were basically selling 
part-time on Craigslist before I got to Texas, and so I saw that business and I thought, "Hey this is... 
" My lowest hanging fruit was this, they already have these wholesale contacts, so let's try to make 
this work. So I just started posting tons and tons of ads all over the Dallas Fort Worth area, and so 
this was in December of 2008. My wife basically told me I need to go get a job. You can read that 
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for a second...

[chuckle]

0:03:01 S1: I like that.

[laughter]

0:03:04 S2: So the deal was, Melain said that, "You're welcome to continue the furniture thing but I
really would like you to look for a job as well," and so I did that. To be honest with you, most of my
time was spent just posting all kinds of ads all over the place, and the result of that for 2008 was 
$6,154 in sales, so not very much, but it got us started. But really took off in 2009, and by the grace 
of God we had 250,000 in sales just on Craigslist, just furniture, just in the Dallas Fort Worth area. 
What that meant for me was going to pick up the furniture at the wholesale warehouse. We had a 
trailer on the back of our little 4-Runner, that was borrowed from my father-in-law. And I'm the one 
that did all the deliveries. I had cash in my pocket all the time, so it was a crazy time. I don't miss 
that at all. [chuckle] So, this is a picture of the the house that we were in with the furniture stuffed 
all the way from front to back in that house. Our neighbors didn't like us too much because we had 
people coming to pick up furniture from our house all the time.

[chuckle]

0:04:17 S2: Here's a picture from Google Maps. The Google Maps car actually drove by my house 
when I was out... I don't know what I was doing in the car there, but there's the 4-Runner and the 
trailer, and that's the house that we were living in in North Richland Hills Texas. That house was a 
blessing in and of itself, I could tell you a story about that later but... So that was our furniture 
business. In 2010 we got a letter from the City saying that we couldn't run retail out of our house so 
we had to move and do something different. Well we didn't move houses yet but we opened up a 
furniture store, and we hated it. We had that open for a year. I'll try to fast forward here to get to the 
good stuff here. In 2012 we met Jim Cockrum, I actually won an auction that he had for that book 
that's pictured there, "101 Free Marketing".

0:05:10 S2: One of the benefits of that auction was a 30-minute phone conversation with him, and 
instead of a phone conversation... He lives in Indianapolis and my parents are from really close to 
there, so I told him, "Instead of a phone conversation could I meet you for lunch?" So Melain and I 
flew up to Indianapolis and he was so gracious, spent two hours with us at this restaurant where 
we're pictured there, and just downloaded tons of information. That's where I learned about Amazon
FBA. We had already been selling on Amazon since about 2010 just merchant fulfilled but very, 
very... Not very much at all, just a few furniture pieces here and there. Heard about FBA, it blew my
mind, and so then I knew that I needed to do that, and so that's pretty much what we've been 
focusing on since that time is Amazon FBA.

0:06:00 S2: In 2013, we found private label. I took a course that really helped me out a lot. And 
then at the end of 2013, I wrote that book, 'Real Wholesale Sources' on the top left. Jim was again, 
gracious enough to partner with me on that. We sold a ton of those little books. Lance sold a ton of 
them.

[chuckle]
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0:06:19 S2: He always says, "More Ryan selling," every time he sells them. But then I also wrote 
'Beyond Arbitrage' with John Bullard, Sr, and then just earlier this year came out with 'Private Label
the Easy Way'. So into the meat, this is the inventory pyramid, the 'pyramid of inventory sourcing', 
as I call it. I introduce this in 'Beyond Arbitrage', and basically this is how it typically looks for an 
online seller, especially an Amazon seller, because at the very bottom you start off selling items 
from around your house. I started that way for sure, I dabbled on eBay that way. Then you move up 
to consignment, and then thrift stores and garage sales. Now, not everybody maybe will hit every 
one of these levels, or do all of these and that's fine, because it's just kind of the progression.

0:07:07 S1: Ryan, if I could jump in real quick, I'll just to give you a breather. I'm taking a look at 
this pyramid, and I feel like it's exactly the same path I had in my life, and I'm looking at it and the 
only thing that I think we could add in here, right after the thrift stores, 'met Jim Cockrum'.

[laughter]

0:07:26 Speaker 3: When you mentioned that you met Jim, and I mean that really... It just changed 
my life just because, I was doing the thrift stores. I was doing Craigslist just like you were doing. 
And there were some scary times I would have to meet people in some dangerous areas and it didn't
really feel like a real business, it felt like a hustle, which is great. I think that's where we all have to 
start, we all have to put the work in. But eventually you're gonna have to build some kind of 
sustainable business, so I like the way you included this pyramid. It really seems to mirror exactly 
what happened in my life.

0:08:01 S1: I wanted to jump in here too. The funny thing... It puts everything in perspective, and 
look how crazy my pyramid was. You start at the first one, you start at selling items from around 
your house. So okay, I started there. I did all the steps, I opted out to all these steps. I didn't even 
know they existed, because I'm living here in Jamaica. So I did [0:08:26] ____ items from around 
the house, but then I went into wholesale, then exclusives, and then private label. It was only 
[0:08:32] ____ wholesale, when I came to the conference in 2013, I met all you guys and we 
formed our master [0:08:37] ____. That's when I met Lance and I was like, "Oh yeah, you could do 
retail arbitrage, you can go to the stores and buy... " I'm like, "What?" You could do that? You could 
sell toys?" I had no clue, because I was selling coffee and I was buying. I was buying wholesale and
selling coffee. So it's very good to kind of see where you are so you know where you need to go.

[overlapping conversation]

0:08:58 S2: Absolutely, and you guys remember... Yeah, go ahead Lance.

0:09:02 S3: I was just going to say, that's funny Barrington, 'cause I could insert you guys in a 
couple of these areas. I see a wholesale here, insert Barrington. Private label, insert Ryan Reger, 
Mike Bimpker, Roy Stroud, so... Like we always... That's why we always talk about these 
relationships in the [0:09:16] ____ groups that you have right now, find people that have similarities
to you, and also find people that are doing the opposite of what you're doing, and try to take a little 
bit of their business model and incorporate it into yours.

0:09:29 S2: Absolutely, and just so... One thing I want to say is, you look at this and you think 
private label's at the very top and everybody needs to get there and should get there, but that's not 
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true. What if you don't want to do private label? That's totally fine. What if wholesale is not for 
you? Totally fine. Melain and I went to an eBay Meetup group here in Dallas a few months ago and 
a guy name John Breauleux was there speaking. All he does is retail arbitrage and he has a very 
large business. He doesn't want to move up through this pyramid, he wants to stay where he's at. He
knows it and he does pretty well with it. He teaches others how to do it. Just because we talk about 
all the stuff doesn't mean that you have to go up the ladder.

0:10:07 S2: Now I'm gonna give you reasons why I like going up further and why I love wholesale 
and private label, but if this doesn't fit your business that's totally fine, stick with what you know. I 
always like to learn more information and learn new things, but if it's not right for your business it's 
just not right for you. Appreciate you guys jumping in there, I love the interaction. Okay so, 
basically when you... Let me go to... Let's see here. So wholesale, go back there real quick. So 
wholesale's in the middle, just because of all the ones down... Closer up... If I do that it changes the 
screen. I was gonna say, the ones that are closer to the bottom are the ones that have the lowest 
barrier to entry and everyone is that those levels, so as you move up you kinda separate yourself 
from the pack. So let's go on into wholesale here. Okay so here's the one I was trying to get to. So at
the very bottom you see where it says, "very little barrier to entry", anybody can start selling on 
Amazon and sell items from around their house with the new consignment. Anybody can go to 
garage sales. Anybody can do retail arbitrage.

0:11:14 S2: When you go into Walmart and you push stuff online, a lot of times it's the Walmart 
items that I see are the ones that are, buy em at $10 and you think they're gonna... You'd be selling 
for 30, you get back home to list them and they're already dipped down to 20. And so it's just 
because everybody's at that level everybody can get to those items. One reason I like to move up is 
because you're kind of separating yourself, there's a higher barrier to entry, therefore fewer people 
are doing it. Okay, so why wholesale? First one is less competition, again higher-barrier to entry. 
We just talked about that. If you're tired of buying items that are profitable then once they hit the 
warehouse, that the prices are no longer good or they taint, then wholesale's an option for you, it 
should be something that you look at. If you're tired of Amazon getting on your listings and 
dropping the price full of your buy cost then wholesale's definitely something to think about. Not 
that wholesale is a magic bullet for all of these issues that you deal with, with retail and online 
arbitrage, it's just that there's so fewer sellers that the competition is so much less.

0:12:19 S2: You think about... Or actually today we were listing some items that were wholesale 
and there were hardly and FBA sellers on these listings, and they're really good items doing very 
well, and because it was wholesale fewer people have access to it, or don't think they have access to
it or scared to jump into it and therefore it means more money for us. If you do what others won't 
do, you'll get what others won't get. The second reason I like wholesale is it's very easy to replenish.
I find it very frustrating and you probably do too when you go to a clearance sale and you find some
really profitable items at a store, you sell them all, you sell them very quickly, and then you go back
and you can't find them anymore. I know that's happened to you, it's happened to me many times. 
So, with wholesale, once you find a profitable item, the only thing that you have to do is just reorder
it, you just gotta remember to replenish it, and then one easy way Amazon makes it to do that is just
set the replenishment alerts.

0:13:17 S2: So another thing I like when I wholesale is it makes me much more efficient, and it just
makes my life easier, my business easier. Once you have a few items that are selling consistently, 
then all you gotta do is place reorders. It just takes the pressure off the amount of time that I need to
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go sourcing. If you enjoy retail arbitrage, by all means continue to do it, but what it does, what 
wholesale could do for you is that it just will allow you to do retail arbitrage 'cause you like it, 
'cause you wanna do it, and the margins are typically better with retail arbitrage as well, I'm gonna 
get to that in a minute. But, it just doesn't, like Lance said, talk about the hustle. You don't feel like 
your hustling as much with wholesale. There's a lot of work to it to find profitable items, just like 
there is with retail arbitrage.

0:14:00 S3: And Ryan.

0:14:01 S2: Yes, sir? 

0:14:02 S3: Oh sorry about that. Yeah, so yeah, what you just said about that, I really feel like it has
made me a lot more efficient in being able to reorder and check my inventory levels when they get 
down a little bit low, I start to reorder. And it's funny because one of my biggest problems right now
is not reordering in time and running out of stock, and maybe not running completely out, but 
ending up with onesie, twosies and getting a little bit... The hard piece, 'cause you think you're 
gonna run out of inventory and the listing is gonna kinda lose traction. But that's a good thing, I've 
never had that problem 'til I met you and I met Barrington, you guys had taught me how to do this 
wholesale game. So, it's really changed my business. So, I'm just so excited to see the rest of this 
PowerPoint.

[chuckle]

0:14:49 S2: Cool. So, [0:14:50] ____ guys.

0:14:51 S3: Yeah, please.

0:14:52 S1: I remember speaking at CES, the first one in Orlando, and I was talking about the three
emails. The first email, Amazon [0:15:02] ____ running low, and the next one goes out to your 
supplier say, "Hey, I need 500," and the next one comes from Amazon, "Product has been received."
And I mean, it's a concept, it took Lance like over two years, 'cause he's like, "There's no way we 
could... "

[chuckle]

0:15:16 S3: I couldn't figure it out.

0:15:17 S1: Absolutely no way.

[chuckle]

0:15:19 S1: You build the relationships, it can be that simple with wholesale. And then with 
wholesale we kinda stick to items that have a little higher price, because you can replen. And 
obviously, I'm into the number one replen, which is coffee, so it's just, "Hey, I need some more 
coffee coming from Hawaii, need some more coffee coming from Guatemala," and we just keep 
rolling.

0:15:42 S2: That's a book title, 'Three Emails'.
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0:15:44 S1: Three emails. I like it.

0:15:47 S2: I couldn't believe it, I couldn't believe it when he told me. I was like, "There's no way 
that this could happen," and it does work, it's true. I remember when you came off the stage, 
Barrington, I rushed over there.

[laughter]

0:16:00 S3: I just couldn't believe it.

0:16:01 S2: Yeah, and that was the first time you guys met, right? 

0:16:03 S3: Yeah, yeah.

0:16:04 S2: That's awesome. That was just two years ago, wow.

0:16:06 S3: Relationships. I can't imagine if I didn't walk up to Barrington or John Bowler and this 
group didn't form.

[chuckle]

0:16:14 S1: So, one thing I like about it is, it allows you to focus on the tasks that really grow your 
business. In this case, the main task if you're into selling products is finding more profitable 
inventory, so wholesale just is almost like having somebody on staff sourcing for you, 'cause you 
get one down you just go to the next one. It's not like you're constantly trying to find new products, 
you've got several replens, as Barrington talks about, in your bag there and then you just, you keep 
trying to find more. So, third reason is you never have to touch it if you don't want to. You can 
literally be... You do the three emails, you can literally be sitting on the beach and running your 
business by just sending a few emails. Wholesale does give you that opportunity. It's... Now for me, 
it's not uncommon for me to go several weeks without doing sourcing at a retail store. It's just not 
my most favorite thing to do. Now when I go to a sale like they had at Barnes and Noble a few 
weeks ago, my goodness, that was awesome. I love that kind of stuff, but I don't really enjoy just 
getting up early in the morning and staying out really late going from store to store, that's just not 
what I enjoy doing, and I know people that do and that's totally fine if that's what you want to do.

0:17:33 S2: My mother in law loves to shop and she was getting into this business because she's 
about to retire, and so for her, the idea of going from store to store shopping and finding stuff 
sounds wonderful. And so that's great if that's where you're at, but for me I would rather be focusing
on things like wholesale, which just allows me to be more efficient. But the way to never have to 
touch it is send it into a print service. We're good friends with Bollards and they have my inventory 
team dot com. They're in Tennessee, and so you can have stuff shipped to them and never have to 
see it. Then there's plenty of other prep services as well if you're looking for one in a certain state 
for tax reasons. But those are the three reasons why I absolutely love wholesale.

0:18:16 S2: So the downside, if there is a downside at all, I would say that it's the pricing and the 
profits that you're gonna get. So Keystone pricing is typical for wholesale, so if you buy something 
for $10 wholesale, you're typically gonna be able to sell it for $20. Buy it for 30, sell it for 60. Now 
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that's not always the case, like these items we were listing for today, we were buying them for 12, 
gonna sell 'em for about 35. So that's a typical retail arbitrage margin, but with wholesale it's 10... 
It's keystone pricing, buy for one price sell it for two times the amount. So a typical Amazon 
example, so if it's on Amazon for $40, you're gonna be able to purchase it for 20, you're gonna 
make, eight, nine, 10 bucks depending on the fees. But I don't mind that, because, for me, I know 
when you're gettin' started a lot of people will say, "If you buy it for 10, you wanna sell it for 30 and
use the three times rule." And if you're just getting started out and you've got a limited amount of 
money and you need to make as much back as possible, that may not be model to use, but if you're 
gonna grow your business, you're not gonna stick to that completely. So for me I, all day long, will 
buy something for 20 that I can sell for 40, especially if it's replenish-able, and you can do it all the 
time and it moves quickly.

0:19:33 S2: So where to find wholesale, number one place for me is trade shows. This is by far the 
easiest place, because you get to me and talk with people in person. And Barrington talks a lot about
relationships, you build relationships at trade shows like this.

0:19:48 S2: Back of packaging, if you have an item that's selling really well already with retail 
arbitrage and you're thinking about wanting to find a wholesaler, just turn the package around and 
see if it's on there. A lot of times contact information will be on there and you can ask them if you 
can get an account with them. Third is relationships, which we talked about. Database, John Boyd, 
Jr and I created a private-label database, or database with private label and wholesale suppliers. I'm 
gonna create a resource page for you guys and I'll include that in there for anybody that's interested, 
but essentially it's a database of about 2500 to 3,000 suppliers, maybe 1200 I think are private label,
and over 2,000 wholesale suppliers in the database. And then my book 'Real Wholesale Sources', 
that's the first book I did, and it's about 200 to 250 wholesale sources online, that you don't even 
have to call them up and talk to them. [chuckle] So for me that was really good when I first started, 
'cause I was scared, I didn't wanna... I was worried about what I wanna tell them I'm selling on 
Amazon and all of that, and so with this, with these sources, you can buy it online and have it 
shipped to wherever you want.

0:21:02 S3: That's funny that you mentioned that Ryan, the whole fear of calling wholesalers, 
because I still have that to this day...

0:21:09 S2: Oh yeah, oh yeah.

0:21:10 S3: To talk to them.

0:21:10 S2: No, I understand.

0:21:12 S3: Yeah, and the good thing is that, a lot of times on certain websites if you go to the 
wholesaler website, you can do a lot of this stuff via email, and when you do that to finally make 
that phone call, they kind of have a heads up what the discussion is gonna be about. So for me it's... 
A lot of you might be like me and might be like Ryan. Barrington's is a natural, he can pick the 
phone up and call to anybody.

[laughter]

0:21:37 S3: But if you're one of those guys out there or one of those girls out there that get a little 
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nervous, there's always ways around this. And you can call guys like Barrington, "Hey, can you 
make a call for me."

[chuckle]

0:21:49 S3: So, there's always ways around any kind of fear or hesitation that you might have.

0:21:55 S1: A big tip here, a very big tip here guys, if you go to a trade show, and you do your 
research before and you'll say, "Okay, I'm gonna look for this particular item, this particular 
widget," and you go to the manufacturer, you start to talk, you start to build that relationship, once 
they start to reciprocate and they start to talk with you, the gem is ask them, "What are your top 
sellers?" You want to write this question down, "What are your top sellers?" Because you might go 
there and say, "Hey, this is what you're looking for," but when they tell you the top sellers say, your 
mind is totally turned from what you came to look for, because now they're saying, "Hey, we're 
selling... " Went to a trade show and we went to the booth, it was ASD, and we saw a lady, she sat 
down and she was ordering a whole container of her product. We didn't go for that product.

[laughter]

0:22:42 S1: Now we're into it too deep, we're like, "Okay, we want to know what she's ordering, we
want to order what she's got." [chuckle]

0:22:50 S2: Oh, that's so true.

[chuckle]

0:22:52 S3: Is that John Sr. At the right... It looks like John Sr. At the bottom right-hand corner? 
[chuckle]

0:22:58 S2: I don't think it is, I don't think that one is. That's funny. That's so true, "What are your 
best sellers?" That's a great tip. Trying to make a conversation with a wholesale vendor, that's 
probably the best question to ask, because then it gets right to what they're moving quickly. So this 
is a picture of the upper-level... Actually no, this is the lower level of ASD on the lower south floor, 
that's what it's called, and there are like five different rooms, about this size, at ASD, and this is the 
big trade show in Vegas, it happens I think in March and then again in August, or maybe April and 
August. So, if you have been here, you've seen this before, if you've never been, it looks crazy 
intimidating. So, if you go... Basically, one tip for going to a trade show, you need to, as Barrington 
said, do your research in advance. Going into a trade show, especially one like this without a plan, 
would be like taking the bar exam without studying, it just doesn't make sense. Now if you're just 
going to go there and have fun, you live close to Vegas or whatever, that's fine, but if you're trying 
to come out with orders, it's totally best to have a plan, so before the show, just have a plan; the 
second is do research in advance. And your plan comes from the research that you'll do.

0:24:18 S2: So, in this... Let me go back to the pic here. So the way ASD is laid out, they have 
numbers, so you see the big 1,000 there, so all the way in the back it may be booth number five 
[0:24:32] ____ 1,000. So what you don't wanna do is, let's say that you wanted to visit that vendor 
that's over there on the left that sells gifty items, you don't want to visit them and then go all the 
way to the very back and then all the way back to the front, all the way to the back all to the back to 
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the front. You want to have a plan, and especially the ASD show makes it very easy to do. You're 
gonna be doing a lot of walking, so by the way, wear comfy shoes. And doing your research in 
advance just makes your trip so much more efficient. So let me tell you how I typically do research.
Okay, so the user [0:25:11] ____ tools, I'll get into that in a second. So this is... I use Jungle Scout 
now, it just makes it so much easier. So, let me actually go to... I meant to... Another page here. So 
if I'm going to the ASD show... Can you guys all see this? 

0:25:30 S3: Yeah, I can see Ryan. Looks great.

0:25:32 S2: Okay, so if you're gonna go to the ASD Show, they have an exhibitor directory. Once 
you get registered, you have access to this. Actually I think even right now you can go to the 
exhibitor list, but there's certain information that's withheld until you register, and it's free to 
register. So, ASD has everything from gifts, to toys, to shoes, there's beauty in an area, clothing, so 
it's very intimidating. You just don't wanna go there and not have some type of plan or done some 
type of research in advance. So think of a niche you want to start with, and you can go to their site, 
just like this, and let's say you want to get into gift, there's gonna be a lot of general items. So then it
brings up all these people, all these listings, all these vendors that are in the gift category, and I'm 
not gonna bore you by going all the way down to the bottom.

0:26:26 S2: But I have searched out one in advance, there's one called 'Spoontiques', and so what I 
would do is I would just take... Go to Amazon, and I would just literally type in 'Spoontiques', like 
this, and then gotta spell it right, and search. Instead of searching... 'Cause you don't know what 
their products are yet, so you just wanna search by brand name, and so these are all the items that 
are by Spoontiques on page one. So if I go back to my spreadsheet.

0:27:00 S1: Ryan? 

0:27:00 S2: Yes sir. Thought Barrington said something there. Okay, so you go back to the spread... 
We're back to the presentation here, so what I do with Jungle Scout is you just... If you've not used 
this before it's an incredible tool. It's very helpful for private label, But we've found it's very helpful 
even for wholesale. So you will take that page of 16, and it'll tell you... 'Cause what I've been 
looking to do, what I used to do, was I'd go into each one of these listings and look at the sales rank,
typically I may go down four or five, and see if the sales rank's good enough to even warrant a trip 
to their booth. But right here it's all listed, so I can look at the ranks, and you can actually sort by 
rank. So I can look here and see that the very top one is 6,290 in 'Kitchen and Dining', and so that 
one is very good. 11,000 in 'Kitchen and Dining', 11,000 in 'Patio, Lawn, and Garden'. So this right 
here would make my cut for a visit.

0:28:10 S2: And so what the ASD Trade Show does then you are able then to take all those vendors
and pop them into a planner, and then you can print that out or even they have an app, and then you 
can... They will organize every single booth that you have identified as one's that you want to go to. 
They will organize them by location so that you're not going from one area to another. And just like 
Lance and Barrington knows, if you go into the clothing area, it's a whole separate area of the 
building. And even if you're in that one floor that we showed the picture of, that would just be, not a
good use of your time to go from the front to the back, front to the back, so it organizes it into a 
nice, easy to use plan, so that you're going in order.

0:29:00 S3: The cool thing too, Ryan, when you brought up that Amazon list it made me think of 
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how, I think three or four years ago when you typed in 'Spoontiques' and all those products came 
up, I probably would've had the mindset that, "Oh man, I have to sell this specific product that 
Spoontiques sells to me." But I'm sure you're going to talk about this a little later so I don't want to 
spoil what you have in mind in your presentation.

0:29:23 S2: No go for it. I might not, I don't know. Go for it.

0:29:25 S1: When I look at these products I'm thinking, "Man well... " Some of these are generic, 
and Spoontiques is perfect for that. There's some other lawn and patio companies that are also 
perfect for these generic, non-brand driven kind of items where you can think to yourself, "I wonder
if they can send me these just in a plain brown box instead of having their logo on there." So that's 
something that I learned from you, and that's forever changed my business.

[chuckle]

0:29:52 S1: So I think it's... When this guy speaks make sure you listen.

0:29:57 S2: Oh thanks Lance, it means a lot to hear that from you, honestly. Yeah, if you... That's 
private... He's talking about private label, we'll get that at the end. But wholesale companies could 
be good sources for private label, Lance is a perfect example of that. And Spoontiques, if it has... 
They have designs and like 'I Love Lucy' and 'Betty Boop' and that, that might not be the best fit, 
but if it... Something generic, then by all means ask them if they can take it out of their box. In fact 
their boxes are white, we used to buy from them. So, [chuckle] they might even able to be... Might 
not even have to switch boxes on theirs.

0:30:37 S3: It's funny now Ryan, because I almost think of wholesale as my testing ground now. I 
could do wholesale for a month or two, carry their product, maybe make a little bit of profit, maybe 
not too much. Maybe you're even breaking even, but you're learning, "Okay, this is a good selling 
product, if I put my brand on there, and theirs no competition, I can raise the price six or seven 
dollars and increase my margins." So, just something to think about for people out there listening 
tonight.

0:31:04 S2: Absolutely. And if you have to leave and can't finish the rest of the webinar, a big 
reason to why to use wholesale for private label is because the minimums, with wholesale the 
minimums are maybe a 100 bucks, 150, sometimes they're more. They used to be a whole lot more, 
but now the minimums have gone way down, and many times you only have to buy a case of an 
item, and so that's a perfect way to test a private label product, and we'll get into more of that in a 
minute. But yeah, that's good stuff Lance.

0:31:35 S2: So, at the show, some more quick tips, get you're badge registered early, if you can 
imagine, those people that are in that shot right there that I took, that picture there, if you can... ASD
for example has... You can go even before they open and get your badge early and you don't have to
stand in huge long lines. Practice, so if you're nervous about talking to a vendor, then I suggest 
going to one that you have no... You don't care about doing business with and just practice on them; 
questions like, Barrington said, "What's your best seller list?" Just be friendly, be yourself honestly. 
Just ask them, what are their top sellers, how their day is going, how the show is going for them, 
just make conversation. Ask them about a certain item, even if you're not interested in that item, 
pick it up and ask them about it, just get you practice. And for me, I'm... You might think that I'm 
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and extrovert but I'm a little bit of an introvert, and so for me at a trade show I have to get kinda 
going, get in the zone. So, if the first couple times I go up and talk to somebody still, I'm a little bit 
nervous, but once you get going, and Lance is awesome at this, you get going and you kinda think, 
"Oh, all day long."

[background conversation]

0:33:03 S2: So just, for me, practicing is really good, at least like the first couple vendors before 
you get to the ones that you really wanna talk to and that your really interested in doing business 
with.

0:33:13 S3: Yeah Ryan...

[overlapping conversation]

0:33:16 S3: That's kind of something... I feel the same way as you, I'm kind of... People would be 
surprised, because I do a lot of webinars and I have my Facebook groups, but I get that way too, 
when I go to trade shows, and it takes me two or three people to warm up, but like you said, I think 
one of the best things to do is compliment their products, let them know you're really interested in 
what they're selling, and kind of, let it gradually lead up to what you're trying to do, in terms of 
getting a price list or forming some kind of relationship. Even an email exchange, if that's all that 
you can do, that's something that you accomplish; get their card, give them your card.

0:34:00 S2: Absolutely. The last tip for at the show is actually, don't show up at all.

[chuckle]

0:34:06 S2: If you don't have time to go to trade shows, or this is just not something you wanna do, 
that is totally fine. There's a book called, 'Trade Show No Show', by Jim Peterson, that Jim 
Cockrum promoted a couple years ago, it's an awesome book. Once you register with trade show 
like ASD or any trade show, they have your email now, so you're gonna start getting all kinds of 
emails with specials and free freight and all this kind of stuff. But what you can do with that is, once
you register you could contact a vendor and just simply say, "Hey, I'm not able to make it. I wasn't 
able to come to the ASD show but I'm really interested in your products, can you send me a price 
list?" And you're in, because you were registered, it's almost like you were there. Now, I don't really
believe there's ever a real good replacement for face-to-face contact and building a relationship, but 
if you still work a regular job and you don't have time to go to a trade show then this is definitely 
something you can do.

0:35:08 S2: So talking to vendor tips; number one, just relax, just be yourself. If something I tell 
you or something Lance tells you just doesn't jive with your personality, then do it the way that you 
feel comfortable doing it. If you're not relaxed you're gonna come off as dis-ingenuine, and that's 
not good. Second note, the person you're talking to realize that they need you just as much as you 
need them; their sales reps, they need to make money, they need to feed their family. So if you come
in as not like, "Oh please, please, let me buy your product." It's more like, "I'm interested in opening
an account with you. I'm interested in these products. Can I get a price list?" It's just act confident, 
and just know it is the truth that they do need you. That's why they're there, that's why they're 
spending the thousands and thousand and thousands of dollars that they are, at a booth, at ASD, or 
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any other trade show, is to get customers, and so they do need you and so you're qualifying them 
just as much as they are qualifying you.

0:36:09 S2: Number three, act bigger than you really are. You can even say that you have a 
warehouse, and so if you use a prep service like John Bullord's team in Tennessee or any other one 
across the country, you have a warehouse that they can ship to and so it's not like you're telling them
to ship to your house, and if you are that's fine, I still have wholesalers ship to my house all the 
time. We had a huge shipment show up here today, but I've done that before...

0:36:33 S1: That's a great [0:36:33] ____ Ryan.

0:36:34 S2: What's that, to have it go to the house or the warehouse? 

0:36:37 S1: The warehouse, and also to say that, "Hey, I have access to my warehouses in 
Tennessee, because yes, that is your warehouse so you leverage what you have. When I go up to the
trade shows and I start to talk about doing business, one guy was, he was kinda apprehensive. We 
went up and then he's like, "I wonder if these guys are... " That's why I said, "Okay, well we do sell 
in Europe and we also sell to Spain and...

0:37:03 S3: [laughter] I remember this one.

0:37:04 S1: And the guys eyeballs just opened up and he said, "What, do you know how long we've
been trying to get into Europe?" Like, "No, we already have that leverage. We already have our 
DHL setup, our battery's set up. Everything is ready to rock and roll." And that is how we started... 
Everything opened up afterwards. So it's not that, oh, you have a global business, you have to 
understand that, as Ryan mentioned earlier, you have the power. You are going to be spending 
money with these vendors, they want your money, so let them know what you do. You have a 
million, or millions of eyeballs on your products, you are that marketing person or that marketing 
arm for this company. So hey, go there and present yourself, don't be begging them, because you are
offering a valuable service.

[overlapping conversation]

0:37:52 S2: Orthwin is fake it till you make it. Just be confident, even if you're scared and you peed
in your pants, just do it, do it scared. And especially if you've done your research in advance you're 
gonna already feel more confident, so that's one reason to do the research in advance, you'll know a 
little bit about their products already, or you've already checked them out and you can tell them, 
"Hey, I was on your website." And one thing I didn't mention it's even beyond arbitrage, is John 
Bullard, Sr. Always makes appointments with these people, and you can even do that on the ASD 
Trade Show planner, there's a place where you can do it and make an appointment. So if you want 
to make appointments with these folks you can do that too. But just act confident, even if you don't 
feel confident. But I'd know what type of company it is that you're talking to, so what I mean by 
that is, at ASD typically, there's all kinds of different... And I talk about ASD a lot just 'cause that's 
the biggest one that I've ever been to. I go to the Dallas Gift Market a lot too, and typically those are
just wholesalers, but at a show like ASD there's manufacturers, there's wholesalers and there's 
distributors, and so typically you're gonna see wholesalers and distributors a lot.

0:39:05 S2: So an example of this, there's a company called 'Northwest', that makes like throws and
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quilts and blankets and that kind of stuff, and licensed NFL stuff and Disney stuff, so they're the 
main ones and they have... There's distributors at ASD also, so you'll go to these other booths and 
you'll see the exact same items that Northwest is selling at these other smaller booths, and these are 
just smaller distributors, and the way you know that is you're at these smaller distributor booths and 
you pick up the blanket or whatever and you look at the label and it says, "By Northwest". And so 
typically in this business we teach you guys to go directly to the source, and so in this case you'd 
wanna go to a company like Northwest, but they have a huge minimum order, Lance probably 
knows what it is, but we've talked to them at ASD and if you're not a certain level they won't even 
talk to you.

0:40:01 S3: Big Barry.

[laughter]

0:40:03 S2: So, in this case going to a distributor might actually be better because you're... Number 
one, you're gonna be able to get an account; and two, your prices through a distributor might 
actually be less than going directly to a company like Northwest because you can't buy the volume a
distributor can. And so, we found this also at a show, the 'Sweets and Snack Show' in Chicago, we 
were walking around, I think it was the Bullords and Eric Hardwick, and Eric spotted a candy that 
he was selling that he sourced to Sam's Club, and so he thought, "Oh this is selling really, really 
well, I can't keep these in stock. So let's go to this company, this is where Sam's gets them from. 
Let's talk to them about getting an account." Well the price that they were gonna give us was more 
than what he was paying at Sam's, which seems ridiculous, but the reason is, Sam's is huge, they 
can buy a huge quantity. And so in that case, a distributor, like Sam's, may be a better fit than the 
direct wholesaler. So, what I mean is, know what type of company you're talking to, so just know 
what kind of pricing you might be dealing with.

0:41:20 S2: Number six, write down key points of the conversation. If they're talking pricing with 
you, any specials, and when you go to a show, typically there's show specials, there's free freights at
a certain level. If you hit a certain minimum you get a certain deal. Write that kind of stuff down. 
Always ask for a price list so you can reference it later. I typically don't write a whole lot of orders 
at the actual trade show, unless it's a closeout. Like on the top floor of ASD Show, there's a lot of 
closeout dealers, and if you don't place orders there you might miss out. But with typical 
wholesalers, you don't have to place orders at the show, you can. Just know when the specials end. 
A lot of times the specials will go all the way to 'til end of the month, or maybe they're only good 'til
the day the show ends, so just know that kind of stuff so you can note and take advantage of those 
deals.

0:42:15 S3: That's a great tip too Ryan, about writing down the key points, because there's gonna be
so many different booths that you go to. You're gonna remember in the back of your mind the ones 
that you really found value in, but for the most part, you're probably gonna forget half the booths 
you went to, if you're not recording this, so I typically walk around with a little note pad, and each 
booth I go to I write notes down, I write their minimums, their MOQs, just little notes that will help 
me remember. So everybody is gonna be different, everybody's gonna have different triggers to help
them remember, but that's my personal plan of attack when I attend a trade show.

0:42:56 S1: That's good point, Matt. And also if you attend these trade shows, the greatest thing is 
to do the follow ups. A lot of persons don't do follow ups. They come, they collect all these cards, 
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you go over all these cards and all these magazines, but then you never follow up, 'cause you go 
back to your business and life continues. But if you find someone that you know, "Well hey, I got to
contact this person." You wanna make that follow-up email, you wanna make that follow-up phone 
call, because they're gonna be swamped after the show as well. Maybe another hundred people will 
answer them up, but if you write down the show notes, whatever you spoke about, the high points, 
maybe something that you guys giggled about, that is what will make that relationship like, "Yeah, 
this guy really remembers what we're talking about, let's move." From there, you start putting those 
orders in.

[laughter]

0:43:41 S3: That's good point Barrington, 'cause one of the guys I met they were actually friends 
with Mike Rowe, the guy from Dirty Jobs. That was a really nice way to begin the conversation. 
When I called him and contacted him, I was like, "Hey, remember me? I was the guy that... We 
were talking about Mike Rowe." He seemed a little confused at first, but after that he was like, 
"Yeah, I remember." So...

[laughter]

0:44:04 S3: That's why I think some of these things will help. 'Cause they're gonna forget you too. 
You're not just gonna forget them, they're gonna forget you.

0:44:11 S2: Yep, and they talked to a lot of people. So, this last one is have fun. If you go to trade 
show make it a... Obviously it's a business expense, you can write it off. Go do something fun. Last 
year we... My wife and I went with another member of [0:44:26] ____, and his wife... We went to 
the Green Canyon, which was like three and a half hours or so away from Vegas, and we were able 
to write that off. So do something fun, don't just go to work. If you have time, build some fun into 
it. This is... Again, we talked about this, but at the top we're gonna talk about private label and why I
believe it gives you full control, and I'm looking at the time too, I wanna try to get through this 
quicker.

0:44:50 S2: "Private Label the Easy Way", what is private label? My easy way definition is just 
having your own brand of an item. So, what if you had one or two products that consistently 
brought in 10,000 or more in sales each month? Now the reason I picked that number, 'cause that's 
about where a couple of my products are, and I feel like that is an attainable level for many people. 
If you've been around the internet marketing world in the last couple of years you've seen the 
emphasis on private label and people talking about doing huge, crazy numbers, and that's good for 
them, especially if that's what they're really doing, but for... If you're just getting started or you're 
wanting to go into private label, a number... If I told that I brought in a million a month in sales in 
private label you might think, "Well, I could never ever get to that level." And I believe you could, 
but it just make it sound so much harder. And so I feel like I'm just a real guy, and I'm doing 
something that anybody can honestly do, and so I feel like this number is not something that's 
gonna sound absolutely crazy to somebody, because that in truth is about what we do on two of our 
private-label products.

0:45:58 S2: So one reason I love private label is, no competition. With wholesale it was less 
competition; with private label, well there's no competition, and now I'm talking about on your 
listing. If you're picking a product that is already existing, and obviously there's gonna be other 
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listings out there, but there's no competition on your listing. If you sell toys during Christmas you 
know that there can... Many times listings can have hundreds of sellers, especially if you've got a 
product like a Lego or something, but can you imagine what it would be like to be the only seller on
a listing and every single sale of that product goes to you? I call it, 'my cheat code'. If you 
remember playing video games, there was always a cheat code that you could type in and be 
invincible, I kind of think private label is that way, in a way. It doesn't mean that there's not work, 
it's not a perfect analogy. You're still playing an Amazon sandbox and they can totally change the 
rules any time they want to, but it's about as good as a cheat code as I can think of in this business. 
And it does require work, but in my opinion it beats the heck out of all the other sources of 
inventory.

0:47:01 S2: Number two and three, replenish them both. Just like wholesalers sell us private label, 
you just got to remember to replenish it. [chuckle] So just... It's funny that you would think, "Oh, 
obviously that's easy," but if you sell something really well, like if it's coming from China, then you 
got to time it very well to make sure that you stay in stock.

0:47:22 S2: Number three, it's unlimited. There's virtually an unlimited amount of products at your 
disposal. In my book I get into what to look for when picking a product and finding the niche, 
finding a product, and what would be a good private-label product, what wouldn't, but just know 
that it's pretty much unlimited. And you can also build your own brand, think beyond Amazon, 
because it's your brand, and you could go to a retail store and ask them... See if they'd be interested 
in selling it and stocking at their store. You can have your own E-commerce store like with Shopify,
and Shopify integrates with Amazon very well, you can have Amazon fulfill the inventory that 
come through Shopify store. And you can get... Go on Facebook and do ads and send them over, 
and there's just so many options when you have your own brand, you can pretty much do with it 
what you want.

0:48:18 S2: So my book's called 'Private Label the Easy Way', so what's private label the hard or 
harder way? In my opinion it's going to Alibaba and searching for your product, which typically has
a lot of manufacturers in China. The problems with that I see, and just the challenges... So I guess I 
didn't do a slide on that. The challenges for going to China is, what happens if... Are you gonna get 
your product? There's always concerns dealing with another language. There's that dealing with 
customs, how do you get it across the ocean? The high cost, do I ocean freight? Do I air freight? 
Trusting that they'll get you what you actually ordered. So I've heard stories of people buying the 
sample; the sample looks good and then they place their first order and it's totally not the exact 
same thing. Will the product be of good quality? Now, I'm not trying to say that you can't source in 
China, a lot of people do it, a lot of... I'm in business with guys that we do, do it, but it's just harder.

0:49:23 S2: And so, my next slide is 'Private Label the Only Way'. I didn't have the option of going 
to China when I first got started with private label. I didn't have the money to do the minimums. 
Quite frankly I was scared of it, and so, for me, the only way was this method that I came up with, 
I'm probably not the only one, but it seemed the easiest to me at the time, and so I didn't have three 
or $5,000 sitting around to place a minimum order for something.

0:49:53 S2: So what's my easy way? Essentially it's just finding a domestic manufacturer, or even a 
wholesaler or a distributor for your product. So if... Like Lance was talking about with the 
wholesale stuff, how you can go to... If you're at a trade show and you are finding items and you 
seem... It looks like they're generic, that could be a potential private label item. So let me just tell 
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you real quick how I got started. I was already in a niche, and so I had the idea for my product. I 
called up a local manufacturer to see if they could actually just make the product for me, because I 
could just go down... They were local, so I would be able to go to their warehouse and pick it up. 
The guy was just honest with me and told me, "No, I couldn't make it for you. I could, but it would 
cost so much more than you can buy it from this lady, and she's a wholesaler. She gets it from 
China, but she'll sell it to you just by the case." So I called her up and told her what I wanted to do, 
that I wanted to take her items, and I wanted to pull out her package insert and put in mine, and she 
was like, "That's fine." And so, that was my second phone call.

0:51:15 S2: Now I'm not saying it's gonna be that easy for anybody else. It can be, but I had my 
own private-label product in two phone calls, and this was going through a wholesaler. So for me 
the easier way is staying domestic. If you're in Europe stay in Europe and stay close to home. And 
the reasons for that is you don't have to deal with the high minimums. I only literally had to buy a 
case to get started, so my cost was less than 100 bucks to try out my private label product, then I 
had to go...

0:51:45 S1: Hey Ryan I wanna jump in, I wanna jump in here real quick. If you guys are on this 
webinar or you're listening to this webinar recorded, what he just said awhile ago, I'm gonna see if I 
can just break it down again for you guys, but what he just said awhile ago, can mean the difference
for your business if you actually take action. All he did, he followed a domestic manufacturer for 
the product, and it was good that he followed that person, local, within his state, and he was able to 
order only a single case. Obviously... I think on the next slide or so Ryan will have an actual picture 
of how it's done, but all he did was to pull out their inserts, create his own insert, put in his insert, 
and that was his private-label product. Nobody else could do that, that was his. That was... You 
know the beautiful thing about that Ryan? When you see... You go to business reports and you look 
at the buy-box percentage, and it says '100'. You know what that means? Nobody else is on that list 
because it's only you, 100% of the time.

0:52:50 S2: Yep, yep. That's right. And so then, I already talked about this, just contact them to see 
if you can buy their item or replace their packaging with yours. So, Barrington's right, I do have a 
couple examples so you know what I'm talking about. So take this navy-blue linen table-runner for 
example, that's a very, very generic item. So we're not talking about doing Nike shoes or an iPhone 
or something like that, we're looking for generic items that are packaged easily that you could either
take out their packaging and put it in a white box or in your own clear packaging. Another example 
would be like these kitchen utensils, this is probably somebody's private label just by looking at this
listing. It looks there's only... I don't think... I think there's only one seller on here. And so, doing 
something like that would be easy, I imagine that comes just in some kind of plastic bag. So you 
could go to the manufacturer and ask to make these exact same things and just put it in your own 
plastic bag with your own Amazon label. Here's an actual picture of something that we had, we're 
getting ready to send in retail arbitrage. My mother-in-law actually bought this, I think at Lowe's. 
So, this is a perfect example of one that... I'm not say... I don't know this brand or anything about 
this, they may have... Their designs may be patented or whatever, so if that's the case this wouldn't 
be a good example, but the packaging is what I want you to look at.

0:54:14 S2: So for this one, let's say that this was your product, you went to your wholesaler and 
they had these curtains and you asked them, "Can I unzip your packaging, pull out that insert there, 
and put in mine?" That's all, that's what we do. The way Lance does it, he goes to printrunner.com 
and he makes his stickers. For his products, we go to UPrinting.com, that's capital 'U' printing.com'. 
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We have labels, our inserts are made for our products. It's really as simple as that. Lance talked 
about this on a webinar a few weeks ago, he calls it 'brown-boxing'. And this could work for really a
lot of products. But to help you think about what would work, just think generic items, so like... I 
don't know, a K-cup holder, like one of those... Help me guys, when you...

0:55:11 S3: They revolve around kind of and they come like a...

0:55:15 S1: Like a carousel.

0:55:16 S2: A carousel or something, that'd be perfect. Yeah, that's pretty generic.

0:55:19 S3: Yeah.

0:55:20 S2: You could take it out of that box and put it in your own white box. You can go to a 
company called U-Line and get white boxes. Now it doesn't mean that you have to continue to keep 
your product in that white box forever. The point of this is you're testing it, and you're not having to 
spend thousands and thousands to go to China to get it sourced, you're able to buy just a case, or 
just a few, and if it takes off then you can have your own really nice, pretty packaging done. But to 
get started, you can get white boxes or brown boxes and just have stickers made and just slap your 
sticker on the outside of it.

0:56:00 S3: It's funny Ryan... If I could just jump in real quick. That's what I love about... The 
information we present we're actually doing it. It's not just something where we're saying, "Hey 
guys, you can do this," but we're sitting back in our Hawaiian shirts drinking iced tea and not doing 
it. And the best part about this is I'm actually doing this example, what Ryan's talking about right 
now, but mine's actually a comforter, which looks similar to this, it... If Ryan didn't explain what 
this is you might think it looked like a comforter. I'm actually gonna take the insert out from the 
wholesaler. This isn't a manufacturer, this is a wholesaler that already has these products. I'm not 
going to China, I'm not waiting 30 to 60 days. I'm not running the risk of, it shows up to my door 
and it's a doggie toy instead of a comforter. [chuckle]

0:56:50 S3: So, the good part about this is when it... All I have to do is take the insert out and put it 
back in, and most of the time you can convince the wholesaler to do that for you. They might charge
you, I don't know, maybe 15-cents a unit, but it takes away that work from you that you would have 
to put into that. You could have the wholesaler send it to somebody like John Bollard. They're 
already familiar with this kind of stuff, they know how to do it. Let's say you're in Vietnam right 
now like some of the guys in our group, you can search domestically here in the US and look for 
wholesalers, and have that product sent to somebody like John Bollard that already knows this 
process. So, no matter where you're at there's absolutely no excuses. You can do this, it's an easy 
process. It's not so easy that... Anybody can do it, but essentially they kinda can, so...

[chuckle]

0:57:46 S2: That's true. And just the other thing to think about is there's so many companies that 
already have private-labeled programs, there's a lot of grocery companies. And grocery companies 
are already doing this, if you go to Walmart and buy their ketchup, their Great Value brand ketchup, 
or their vegetables, Walmart doesn't have their own farms, where they're doing all this stuff, they're 
just going to these companies like Heinz and all these other, that already are making this stuff, and 
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just doing a private label with these companies and having those companies put their Great Value 
brand label over it. So these companies already have these programs in place, they're already doing 
it, so you'll find a lot of grocery and health and beauty companies that already have... They're used 
to doing this. So contacting a company like that, they're not gonna be like, "What are you talking 
about?"

[chuckle]

0:58:38 S2: Some other companies, Bedding and all this other... They might, I don't know, but just 
know that there are companies that have private... If you just do a search for private labels... So, to 
finish this off, what I was gonna say is to get you thinking about possible items, what are you 
selling well right now? What are you interested in? What niche do you already know really well? 
Take those terms and just type them in Google. Take, for this it would be 'curtain private label', 
'curtain wholesale', see what you can find that are in your country, and just start contacting them. A 
lot of them, especially these... I found a lot of health and beauty companies that have, on their 
website, a whole page about private label already, they tell you how to do it. So, it's really not that 
difficult.

0:59:25 S3: Also Ryan, just to add there another source, you might mention this, I don't know if 
you're going to or not, but merchant words, check merchant words and see what kind of searches 
are coming up for shower curtain or for whatever kind of other product that you're sourcing.

0:59:41 S2: Yep, yep. I'm at the end here, I'm just gonna put... Because it's already 8 o'clock and 
this is the last slide, but I've put together just a quick email opt-in on my page, 
ryanreger.com/Q4webinar, and if you want to get some resources I'm gonna... I just didn't have time
to do it. I just found out late last week that I was gonna do this webinar, so I wanted to put together 
some resources for you, maybe a couple chapters of my book, a couple... Jenni Hunt and I did a 
whole private-label mentoring program. We walk people through the lessons, and the lessons are 
taken from my book, so I'll probably give you guys a couple of lessons, as well as links to some of 
the stuff I've talked about here tonight. We'll just be on a page that you can look at. The database 
will be on there, maybe a link to my book 'Real Wholesale Sources', just so you can get anything 
that you might be interested in that I have mentioned.

1:00:36 S2: Sorry guys, you told me to go 45 minutes and it's 8:01.

[laughter]

1:00:39 S3: No. We appreciate this information.

1:00:43 S2: I thought I was gonna have problems getting to 45 minutes.

1:00:47 S3: It's easy when we all get...

1:00:48 S1: And we have a lot of questions, I think everybody's brain is buzzing now, we should 
have...

1:00:53 Speaker 4: We have a ton of questions! Are you ready gentlemen? 
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1:00:58 S3: We're ready to rock.

1:00:58 S1: We're ready.

1:01:00 S4: Okay. Hart asks, "Ryan's Wholesale Course." Ryan, are you still selling that course? Is 
it a part of this? How did they find out about your wholesale course? 

1:01:10 S2: Yeah, I'll put it in the... I'll include that on the resource page, so just go to this... This 
page right here that's on the screen right now is live, it's an opt-in... The reason it's an opt-in is I 
wanna be able to let anybody that is interested know when I have all the resources on the page, and 
so I will put that... Yes, we still have that, it's a course that Jenni Hunt, John Bullard, Sr. And I did, 
and I will include a link to that.

1:01:34 S4: Okay, that's what they were asking about. Okay, FM says, "Can you give any tips on 
negotiating with wholesalers from their minimum orders?"

1:01:43 S2: Yeah, most of them are so small now that it's... I don't find too many wholesale 
minimum orders that are over $250 to be honest with you. So to negotiate down, one thing is 
there's, if you have somebody that's interested in some of the products with you, another seller, you 
can always go in with them and buy stuff, I've done that before. If I'm only interested in one item 
that they have out of all of their offerings and I don't wanna spend $250 on that one item, I'd partner
with another seller. But honestly if it's a sales rep you're talking to, they might be willing to go 
down or even give you just one case just to get started, 'cause they might be so eager to get your 
business, they'd be like here, "Just buy this one case and we'll write you up and get you an account,"
so I'd say just ask, but most wholesale minimums are so small nowadays.

1:02:40 S4: They are, they're going down and down and down. Sarah asks, "Do you start out when 
you're negotiating with these people and tell them that you're an Amazon seller? Or at what point do
you disclose, I guess, that Amazon is your platform?"

1:02:54 S2: Yeah Lance, I'd love to have your help with that one too, 'cause to me it's just basically 
it's your personality. Some people will just come out right on say, "I saw on Amazon, can I buy it 
from you?" I typically don't do that first. I'd rather build up a little bit of rapport and talk to them 
and then... Sometimes, honestly for me, maybe this is not the right way to do it, I don't mention it at 
all, and then if they see that I'm selling maybe they'll tell me that I can't do it and I just don't buy 
from them anymore. Some people would rather just get it out in the front and just say, "Hey, I sell 
on Amazon, is that alright?" And then if they say no then just go to the next, 'cause there are so 
many wholesalers out there that if one doesn't wanna work with you, who cares? Just move on to 
the next.

1:03:40 S2: I would say don't be scared of that question. A lot of times John Sr... John Bullard, Sr., 
I've learned a lot from him, he says, "Just ask them where they sell online. If they sell online do 
they have an online presence that gets them talking about online? Then you can kind of bring up 
Amazon by asking, "Do they sell on Amazon? If they do, they'll tell you, or they'd be like, "Oh no, 
we hated Amazon," or whatever. Then you already know, without saying, so you could just be like, 
"Oh hey, really why? Why do you hate Amazon?" And they might go into a story about how all the 
sellers lower their price, and then you could talk about, "Maybe I can be the exclusive seller for you
and I will guarantee that I'll keep your math pricey, which is their minimum advertised price, and 
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we'll... " So that's kind of some strategies there. Lance, what do you do? 

1:04:27 S3: Yeah, I think you pretty much nailed it on the head. 
on't really bring that up right away, I just kind of discuss their product and compliment their product
and get a general conversation going, a little bit of small talk thrown in there. But I don't really 
bring up the whole Amazon thing, until I feel it's needed. And like Ryan said, I'd let them do the 
talking more about Amazon. I'll ask them, like what John Sr. Said, "You guys have an online 
presence. It's a digital world now, are you leveraging that?" Just bringing up stuff like that. So some 
wise words are, "The less you say the better sometimes." You don't have to just start... Like what 
I'm doing right now, I should probably stop talking.

[laughter]

1:05:17 S4: Okay well, this question goes along with that, because Tony was asking, "Do you have 
a set of questions that you ask them when you go all the time, or is it kind of more of a free-flow?"

1:05:27 S2: Oh, for me it's more of a free flow. You definitely want to get their price list, that's what
you're really at, that's what you're really after, but for me it's more of a free flow. It's good to have 
some questions in the back of your head, like what Barrington said, "What are your top sellers?" 
That's a great question, because then you might have come in and done your research on Amazon 
and found some items that are selling well, but then they say, "Well these over here are even better 
than those." And those either weren't on Amazon and you have an opportunity to create a listing or 
something, but for me it's just more of just a flow.

1:06:01 S3: I typically, when I approach the booth, I ask them how their day is going, are they 
getting a lot of traffic? Just kind of start off the small talk. Then I move onto the whole top-seller 
question, even if I know what their top sellers are, 'cause sometimes you know before you even 
walk up to the booth, just because when you're at a trade show, there's probably gonna be 12 booths 
identical, selling similar products, so more than likely you've already walked up to one booth and 
asked that question. Let them kinda take over the dialogue, let them talk more than you, and as they 
talk you're gonna be able to organically kind of jump in the conversation. Tell them what kind of 
product you're interested in specifically, 'cause they're probably gonna have a display of maybe six 
or seven products in their product line. So that's...

1:06:53 S1: Yeah, be a good listener.

1:06:55 S3: Be a good listener.

1:06:56 S1: Be a good listener. And you know the good thing is, I'm telling you, sometimes you 
may go in and you may feel like you're shy, and at ASD it's overwhelming, when you look at all 
these booths. As soon as I start to walk I'm like, "Man, I need to sit down," because there's so many. 
When you get to one, and you get your blood flowing and you struck a deal, you're on a roll, you're 
just... You're ready to... You go to every booth and just walk up. Because now, when you start to talk
you have people who are passing and they're stopping and they're listening, because now you have 
them and the ball is in their court, so it's like, "Hey, what kind of prices can you give me?" And now
when you start to negotiate like, "Yeah, I can get you this price and I can ship... Free shipping. I can 
add this in there, I can... " That's when you know that, okay, you're ready to strike a deal.
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1:07:45 S2: Absolutely.

1:07:45 S4: Awesome. Michael says he wants to see a sample of your business card Ryan.

[laughter]

1:07:51 S4: Do you have any business cards on hand? 

[overlapping conversation]

1:07:56 S4: That may be something you want to put on that resources list, is a sample of... A 
professional business card. Tommy says that...

1:08:06 S1: On that point... Before you leave that point of business cards Kat, I had one guy who I 
was doing some consulting for and he's over in Florida, and he told me a new trick, he said, 
"Barrington, I put on my business card... " I said, "My name and Senior Buyer." That's what I put.

1:08:26 S2: Yeah. Great tip.

1:08:27 S1: Senior Buyer. And he said, "That gets me in every door." Because the person's like, 
"Oh, this is the guy we want to deal with, he's a senior buyer." You put a regular old business card 
with your name on there and your title 'Senior Buyer', that's who you are.

1:08:41 S2: Yeah. You gotta remember that everybody's gonna show up to the show, probably 95% 
of the people are gonna have the same kind of business card, with their email and the same old, 
same old. So if you show up with something like that, they're gonna be like, "Wow!" Eyeballs get a 
little wider. "Senior business... This is crazy, I gotta contact this guy."

[laughter]

1:09:02 S4: Hey John look, I got a hot one over here.

[laughter]

1:09:08 S1: "Let me get the vice-president for you.

1:09:09 S3: If there's any...

1:09:12 S4: That reminds me of my good friend who used to blame things on her shipping 
department who happened to be her husband, "I am so sorry, I'm gonna have to speak to the 
shipping department about this, I will take care of that."

[laughter]

1:09:20 S3: That's what we're here for.

1:09:20 S4: "I will get on them, absolutely." Okay, Tony says... You mentioned Ryan, do your 
research before you go. Can you elaborate a little bit on what kind of research? 
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1:09:30 S2: Yeah, basically it's just... Yeah, I go into it in detail in the book 'Beyond Arbitrage', but 
it's basically what I did with the Spoontiques example, where I... So I'll go to the... The ASD show 
is a perfect example 'cause they have a great website. I'll go to the niche that I'm interested in, just 
go through those list of vendors, I'll take those vendor names, stick 'em in Amazon, just on the main
search field, and so what I did with Spoontiques was, you put Spoontiques in there, it'll give you all 
the listings for Spoontiques, then I use Jungle Scout to look at the sales ranks. And the reason I'm 
looking at that is, at this point I don't know the prices, I can guess, because I know about wholesale 
that if it's selling on 20, I'm probably looking at maybe, 9.99 price. But that may still not be the 
case, somebody could be lower or it could be five dollars going for 19.99. But then I'm looking at 
the sales ranks just to see if I want to investigate them further, do I want to add them to my show 
planner and go get a price list from them? So, essentially just going through and typing in the 
vendors names. And honestly this is something you could hire a VA to do. And if you do go to 
trainedvas.com, get one from Eric Hardwick, he'll train them for you on how to do this type of 
research if you're gonna go do a lot of trade shows.

1:10:51 S3: And also guys, you don't have to be too overwhelmed when you get there. Just before 
you go, maybe research about three or four that you really think that are gonna be a lot of value. 
That's what I do. I probably research about three or four that I really know is gonna help my 
business, and the rest are just bonuses, especially if you're paying for your flight, you're paying for a
hotel, you really want to make that trip worth it. The last time I went to ASD there was one booth 
that I wanted to talk to, and that's the only reason I actually went. I wanted to get an exclusive with 
a wholesaler that I was working with. I went there, showed up. Soon as the booth opened up, there 
was nobody around, I got the exclusive, and then after that it was all gravy. Everything else was 
bonuses. Hop on the plane, go home and relax.

[laughter]

1:11:42 S4: You got what you went for, excellent. Carol says, "What's the best way to find local 
manufacturers?" Is there a way to look those up? 

1:11:50 S3: Erica would know that.

1:11:51 S2: I would just type in... In Google, yeah. I'm in the Dallas/Fort Worth area, so if I was 
looking for a certain... If I wasn't looking for a certain niche and I just the manufacturers here, I 
would probably just type in 'Dallas/Fort Worth manufacture', or 'Dallas manufacturer', 'Texas 
manufacturer'.

1:12:06 S1: Sure.

1:12:08 S2: If you know your niche that you're interested in, then type in 'Texas bedding 
manufacturer'. Just Google, Google's great.

[overlapping conversation]

1:12:17 S4: Google is your friend.

1:12:18 S1: And also LinkedIn. If you search the profiles by LinkedIn, you search for the vice-
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president of sales and marketing for this particular company you're looking for, and voilá, there is 
your contact or there is the contact that you need, you can reach right out to that person.

1:12:36 S3: That's funny Barry.

1:12:36 S1: Google, awesome, is an awesome resource.

1:12:40 S3: That's funny that you mentioned that. There was a wholesaler... I actually felt like a 
stalker doing this. [chuckle] I got on LinkedIn... No actually it was Facebook, and I looked them up 
'cause I knew I was gonna have a call with them the next morning, and I saw where they lived so... 
They were out in Ohio I think, and when I began the conversation I started talking about like Ohio 
State, and how the football team was doing, just so I had a little bit of a... So I could rub elbows 
with him a little bit before the conversation started.

1:13:09 S3: That's perfect.

[pause]

1:13:20 S3: Hey guys.

[pause]

1:15:13 S2: And so the...

1:15:16 S3: You gotta back.

1:15:18 S2: I'm doing that for a different reason, so I guess if I was gonna start all over, yes, I'd 
probably want to look for some type of... And I would use Jungle Scout to look for some type of 
minimum... It just depends, what's it worth if you're doing it... If you're going to China and having 
to do that and source it from there, what is it worth to you? Is it 2,000 a month gonna be good 
enough? That's a such an individualized thing. But for 'Private Label the Easy Way' if you're 
gonna... If all you gotta do is pick up the phone and call your wholesaler who's 25 minutes down the
road and they bring more to you, even just an extra $1,000 a month, it's fine.

1:15:58 S4: That's a great answer because there's so many of these, it really is my favorite answer, 
"it depends". But you're giving them context to make those decisions, so that's what's valuable. 
Okay, Mark says... You had a private-label mentor group, Ryan, is that ever gonna be open again? 
Or he was asking about that.

1:16:13 S2: Yes. Yeah, we actually... It is open again. We haven't promoted it, it's Q4 right now, and
so typically I wouldn't suggest somebody jumping into a whole new project right now, and so it is 
open but it's kinda quiet, we haven't sent out a ton of emails, because most people are so focused on 
doing what they know already. But yeah, it is open and I will have that as part of the resource page.

1:16:41 S4: Okay, excellent. And Tony asks, "Can you explain map pricing?" Is it as simple as just 
maintaining minimum price to protect the manufacture or is there more to it? 

1:16:49 S2: Yeah, pretty much. It's called 'minimum advertised price'. And so they don't care what 
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you actually sell it for, but they want you to say that you're gonna keep... That your price will not go
below, say $40. And the reason for that is it hurts their brick-and-mortar stores. If you got a 
customer that's in a brick-and-mortar store and looking at a product and they can go online and see 
that it's $35 and you're trying to sale it for 40, well, they're just probably gonna leave your store and 
go buy it online, so the minimum advertised price protects that brand, and also just keeps the 
relationships with the brick-and-mortar stores where it needs to be.

1:17:32 S4: Excellent. Deb would like you to comment on the legal implications or liabilities 
involved with private label? 

1:17:39 S2: Yeah, I'm not a good person to talk you about that.

[laughter]

1:17:41 S4: Okay. [laughter]

1:17:43 S2: Actually, it just... You're doing your own brand... I have a trademark, and so I went 
through the trademark process, and there's so many people that do it, it just depends on how you 
wanna do it. I have an LLC and all that, you do have... There's people to talk about insurance, and 
I'm not the expert on that by any means. But see, I'm using the wholesaler, and so I think I might be 
covered by theirs, because I'm buying it from them, but I could be wrong on that.

1:18:13 S4: Okay. Also, Tony says, you mentioned earlier about three phone calls, can you 
remind... She can't remember what that three phone calls was about. I think that might have been a 
Barrington thing.

1:18:22 S3: That was Barrington's three emails.

[laughter]

1:18:27 S3: Yeah, it was his three emails. He was saying that he... Go ahead, yeah.

1:18:31 S1: Yeah, it's kinda... It's really like a three email... I mean, what we do is set up 
replenishment alerts on Amazon, so if we have a product and we sent in 200, we'll set up a 
replenishment alert to say, "Hey, Amazon, whenever a product gets to 100, send us an email," so 
that's the first alert that, "Hey, you need to go ahead and start reordering this because it's running 
low." And that's the beauty of doing wholesale that Ryan was talking about earlier. So once we get 
that email, we go ahead and send the next email to our supplier to say, "Hey, we're gonna need 
another 300 of this product, or another 500 of this product," but gives time to prep and get it ready 
and send it directly into Amazon. We just paid for prep-service, Amazon will handle the poly-
bagging and the labeling if necessary. And the next email we're gonna be getting is from Amazon 
saying, "Your product has been received," so that's the three product step. But it takes a time to 
build that relationship, until you get it that point where you are automating this process where it's 
just pretty much through emails, so that's what that whole concept was.

1:19:34 S4: We want a blog post called "The Three-Email Way to Run Your Business".

[laughter]

11/24/15 Page 24 of 30



ProvenQ4Plan.com

1:19:36 S1: Okay. Tammy asked, "Is private label the same as contract manufacturing?" I guess 
that's a term she's heard somewhere else, 'contract manufacturing'.

1:19:48 S3: Contract manufacturing.

1:19:49 S4: I don't think I've heard that term.

1:19:49 S3: I've heard that term, but I'm not sure... I'm not sure of the answer to that.

1:19:55 S4: Okay. I think some types of private label would be, Tammy, but that depends... You 
know there's so many definitions out there, which way your going. Carol wants a reminder of which
webinar it was, Lance, that you were talking about brown boxes.

1:20:09 S3: That was... So, if you go to the files in the Facebook group, I think it was the first one, 
webinar number one.

1:20:17 S4: There you go.

1:20:17 S3: And it's towards the...

1:20:20 S4: Okay and... Thank you, the brown box is in the webinar one Carol. Janice says, "What 
about photos and choosing your private label name? How do you do all that, Ryan? 

1:20:30 S2: Photos we just... We use the manufactures photos and... But you can have a 
photographer do it. There's a lot of people go on fiver.com, and they send their product to a 
photographer, and they'll take pictures for you. The choosing a name just depends, for me we went 
to the... Let's see, the trademark, the governments, the website... USPTA, 'US Patent and Trade 
Office' website to make sure we're picking a name that nobody else had. If you're just testing... I 
would still do this, you don't have to trademark right away, but just think of something that you're 
interested in or that goes along with your niche. If you want to private label a whole bunch of 
general items, then it could be something... A general name. Honestly your name doesn't matter so 
much, don't over-think that process. But if you know you're just gonna stick with a certain niche, 
then get a name that kinda sounds like that area, that gives you the freedom then to do a bunch of 
different products under that brand, then go to the USPTO website, and then check and see if 
anybody else has it. And then if you...

1:21:39 S3: Just a moment.

1:21:40 S2: Yeah, go ahead.

1:21:40 S3: Oh go ahead, I'm sorry Ryan. Some other places that I've seen some people actually go 
to, trademarkia.com, and Trademark411. I've actually... I'm going through the process with 
Trademarkia, and I'm having a good experience with them, so I feel confident you know throwing 
that one out there.

1:22:01 S4: Okay, and that's for registering your trademark? 

11/24/15 Page 25 of 30



ProvenQ4Plan.com

1:22:04 S3: Yeah.

1:22:05 S4: It's not researching. Okay, excellent.

1:22:07 S3: Research and registering, you can actually research on there too, just to make sure 
other people haven't put that on their site.

1:22:16 S4: Great. Okay, and that's along with [1:22:17] ____ question was about patents, when 
you're looking at these products how do you know that it's not a patented product? 

1:22:23 S2: Yeah, you can do a patent search as well, it's pretty detailed. You can also get in... If 
you think it's something like... For example, I had somebody that interested in a dog deshedding 
tool that he saw online, and it had a really cool, unique design. That automatically should throw up 
a red flag that something like that is patented so you should do some deeper research and check it 
out. And you can actually do a lot of this yourself but if you need... If you wanted there's also patent
attorneys that'll do searches for you. But if it's just... Stick with generic stuff that you're pretty sure 
that a lot people are selling, like Lance was talking about a comforter. There's not gonna be a patent 
on a comforter unless it's maybe a certain design, or if it's a Dallas Cowboys' license or something 
like that, that you should stay away from, but if you're sticking with generic products that don't have
a specific design or they're not special, then you're probably gonna be okay, but you could actually 
search that through the US Patent and Trade Office website as well.

1:23:25 S3: Ryan I can't so a Snuggie then right? 

[laughter]

1:23:30 S2: You might be able to do a different version of it. That design is probably patented but if
you made it different enough, that would probably be okay.

1:23:41 S4: Okay. And Amy says, "When you're putting together your target vendor list using 
Jungle Scout, why is it that you're targeting brands already on Amazon? 

1:23:50 S2: You don't have to, I just go for the lowest hanging fruit. For me wholesale is... There's 
just so much less competition that if you find one that's already on Amazon, there may be only one 
or two sellers, or there might be no FBA sellers at all, but you can totally create your own listings if 
you want to. I just hate creating listings, so I typically just go with items that are already there. But 
if you were gonna target ones that weren't on Amazon, I'd probably then try to research similar 
companies, so like if there was a scarf or something you thought was cool that wasn't on Amazon, 
look and see if there's another company selling a scarf that might be similar to see if it's selling at 
all, to see if that would be worth...

1:24:34 S4: Give you an idea? 

1:24:35 S2: Yeah, to give me an idea, 'cause is it worth your time to create a listing? Are there other
scarves like this that are doing well enough for me to take the time to go to this trade show, talk to 
this vendor, place an order and create a listing.

1:24:48 S3: I'd actually like to throw a challenge out there to everybody that's listening right now. I 
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don't know if you heard before, me and Barrington were talking about 'restaurant coffee mug' as 
being one of the most highly searched terms when it comes to the word 'coffee'. It's actually 
searched more than the word coffee on Amazon. So, I wanna challenge anybody out there to try to 
do some kind of bundle with a coffee mug, and kinda bundle that with maybe a holiday treat, some 
kinda candy or maybe peppermint bark, something that has to do with the holiday season. I think it 
would definitely take off.

1:25:27 S2: Oh man, we didn't even get into wholesale with bundling. If you like to bundle 
products, then wholesale is gonna be your playground, because you can then take an item... So if 
you go to Walmart and create a bundle, that's pretty unique, but anybody else that can source at 
Walmart can find those items and bundle it together and jump on your listing, so if you get a 
wholesale company, and another wholesale company that has a complimentary product, it's gonna 
be so much harder for somebody to find those two products. So if you like creating bundles, then 
you're gonna love wholesale.

1:26:01 S1: Yeah, because they would have to have two accounts with those similar wholesalers in 
order to create your bundle, and that's... Most of the times, you don't see that, because not all people
are in wholesale. And what I've found Ryan, is when you go wholesale and you look at the listings, 
it's like selling in the UK, a lot of merchant-fulfilled, or you may have one, two, or three persons on 
it, because a lot of people are just not into wholesale, they buy regional arb and stand up to Amazon.
So when you go wholesale you get to see that. And then usually wholesale we buy at higher prices, 
so combine higher prices with doing wholesale, and you get less competition on the listing.

1:26:41 S2: We got a guy right now, Abe, he's out there, hopefully he's listening. He's probably 
really busy, he might not be still listening, but he challenged himself to make 30 bundles.

1:26:53 S1: Oh my gosh.

1:26:54 S2: He took on that challenge and he did it, he has 30 bundles. And they're already selling. 
He said he can't keep half of them in stock. They're in the warehouse and they're selling as soon as 
they get there, because he's using merchant words and he's looking at what people... Let's just get 
down to it, what do consumers want? Let's give 'em what they want, that's what it's all about.

1:27:16 S1: It's as simple as that? Yup.

1:27:18 S4: Okay, great. They wanna know the name of the VA service you recommended again, 
I've forgotten which one it was.

1:27:23 S2: Trained... Eric Hardwick's group, trainedvas.com, so it's trained, V-A-S.com.

1:27:30 S4: Awesome. And Anthony wants to know if it's okay if he asks a coffee question. Since 
we're almost done, I know you wanted to mention coffee.

1:27:37 S3: That's a good way to end, that's a good way to close. [chuckle]

1:27:40 S4: I have to say, there's several more questions that I haven't gotten to, but we pretty much
rounded up most of the ones I have written down...
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[overlapping conversation]

1:27:46 S3: That was the special bonus I wanted to talk about. [chuckle]

1:27:49 S4: All right, we're ready for a bonus.

[pause]

1:27:58 S2: Alright it's up Barrington, are you ready? 

1:28:00 S3: There it is.

[laughter]

1:28:03 S1: We're excited about these guys, and why we're excited is, this is, at the MMA group, 
this is all for a private-label product. There's Lance, he's showing you the [1:28:14] ____. That's 
what it is. It didn't come about overnight, but we figured out what people were looking for, we did 
the research, and we're saying, "Hey, we are going to create our own brand of coffee," and there it 
is, it's called 'Big Smooth Coffee'. It's a single-served cup for Keurig brewers. And that's... We're 
gonna have it in beans as well, but the great thing about this is, this is all private [1:28:39] ____. 
This is something you can look at, you can look at the wording. We went out and got professional 
pictures done. We did everything. Before I would have no clue about private labeling.

1:28:48 S1: Rotate the pictures.

1:28:51 S1: It's just amazing at what happened. So if you guys try it out, give us your feedback. 
There it is, if you're into coffee, and we can tell you, I did the samples on these and I can tell you 
that this coffee is smooth, it's bold and it's smooth. So that is all private label. We can track it. We 
got it to market, now we can track how well it's doing, and you can come back and check. You can 
ask us three, four months down the road, "Hey, how is that private label coffee doing?" And we'll 
tell you whether it's doing well or it's doing okay or... But this is... We don't like to talk about things 
that we're not doing, we're doing it so that is why we're bringing this to the fore.

1:29:27 S2: I gotta tell you Barrington, it's the best feeling when that box was sent to our houses, 
the samples. I looked at it and it's like the dream came true. When I told people about how... That 
dream while I'm in the ocean, I look back and everybody's gone and I'm consumed by water, this is 
the deep-end right here. We're up to our neck, we jumped fully in the water.

1:29:51 S1: Oh yeah.

1:29:52 S2: And when I look at that UPC on the back I'm like "Man, I could see this in Walmart or 
K-mart." You just see the dream and you feel it, and then you taste it, and you're like, "This is the 
best coffee, it's so... " I don't know if it is my mindset just because I love it, but it's wonderful.

[laughter]

1:30:08 S2: To be fair guys, you could purchase a box for your home and try it out, but this is what 
it is. The combination of hard work, even whilst we went in there, back and forth, back and forth. 
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Taste this one, "Oh, don't taste too good." Taste that one... And finally we have our product and it's 
out there for you all to see, so you can follow us in the journey. We can log in to show you it.

1:30:29 S4: You are going to love this guys, because you've been encouraging them, they wanna 
know if they can buy it wholesale.

[laughter]

1:30:35 S4: They're bundling it.

1:30:36 S1: You know what? That's a great question, we're probably gonna have... If we're gonna 
take any wholesalers we're are gonna like... Okay we're gonna like take three guys. We're gonna 
take three people on wholesale, because you don't wanna saturate, you wanna give everybody 
enough chance to buy this and resell it. But we're gonna run with it first and see how it goes, and 
then we'll be poised to take on wholesalers. What a great question, I like how your mind is thinking.

[laughter]

1:30:57 S4: I told you, you were gonna encourage them. And they're also hitting you up for a 
coupon code, so be careful, you've got a good audience here.

1:31:05 S1: I like it! Thank You so much for joining us. Ryan, thank you again for coming on and 
sharing.

1:31:13 S2: Thank You, Ryan.

1:31:13 S1: Anybody on this webinar, anybody listening to this recording, you have to take action, 
and just one thing, don't over think it. One thing that Kat told me when I just got started with the 
whole Amazon, she said, "Barrington, paralysis by analysis. You analyze, analyze, analyze and you 
never take action." And ever since then I am like, "Okay, this is good, there are only one or two 
points that you could pick up on each webinar, that's if you were gonna take action on, find those 
marks and points, block out everything else and go take action. If it's to do a bundle of two 
wholesale products, that's your point. You see this guy here, if it's just a private-label brown box, 
that is what you wanna do. If it's just to open one wholesale account, that should be your focus. We 
would love to hear your feedback afterwards, if it's even one wholesale account, just do it, there 
ain't nothing to it.

[chuckle]

1:32:05 S2: Yeah, I can't agree any more with Barrington. The first step is always the hardest one, 
and once you take that first step it leads to other things, it leads to relationships, products. You're 
doing things you never thought you could do, so I just challenge you to take that first step and see 
where it goes from there.

1:32:26 S1: Good advice. Thank You guys. Thank You Ryan. Thank You Kat...

1:32:30 S2: Thanks Ryan.
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1:32:31 S1: And we'll have this recording up as soon as it's rendered and it will be on the Thank-
You page, so thanks again for coming on and we look forward to our next webinar coming up on... 
I'm not sure of the date, in a couple of weeks it's gonna be coming up. It's in the Facebook group. 
I'm gonna be talking about expanding your business international, and doing multiple channels, 
selling on eBay, fulfilled from Amazon, and there's a tip that I want to share with you guys, I'm 
gonna do it live on screen, so make sure you tune in for that webinar. Thanks again, guys.

[background conversation]
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