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0:00:00 Speaker 1: Alright guys, again, thank you so much for joining us. Today's presentation is 
going to be on business expansion. Now that you're rocking and rolling on Amazon.com the next 
step is, what do I do after Q4 finishes, things start to cool down, you have January activity, a lot of 
things are going to be happening, what do you do afterwards? Well what I've found is something 
that really easily doubles your business, is expanding your business internationally, whether to 
Amazon.ca, Mexico or going over to the Gravy Station we call over in the UK, then you are open to
multiple marketplaces, and today I'm gonna teach you guys a tip that can have you start selling 
internationally tonight. Hopefully I didn't stutter. Lance, did you hear me? Kat did you just hear 
what I said? 

0:00:50 Speaker 2: Tonight? 

0:00:50 Speaker 3: I think he said tonight.

0:00:51 S2: Are you sure? Did he say tonight, Lance? I think he did, didn't he? 

0:00:54 S1: Right away, tonight.

0:00:55 S3: I thought he said something about tonight, so hopefully if it is tonight, because I'm 
excited now.

0:01:00 S1: Oh yeah, getting started exporting your products tonight. We're gonna just show you a 
quick tip on how to do that. So that's the fastest way to get setup for international, and we're also 
gonna dive into selling internationally from wherever you are, and how you can expand your 
business, and just show you, just give you a tip of the iceberg, as to what is possible by expanding 
your business to a global marketplace. So we're gonna go for about 45 minutes, and then we're 
gonna have questions. So write your questions down. I know I will be moving through the slides, 
but I want you guys to write questions down. Anything that you have, any question that you have, 
we're gonna get to the questions at about the 45 minute mark, so I want you to write your questions 
down and just have them ready. Alright, let's dive right in.

0:01:45 S1: The first thing we're gonna be talking about today is mindset. Now before we get into 
that, just a quick history on how I got started, and even going into international. Obviously started 
on with eBay. First place, eBay, started on eBay, sold a gold fish for $62 that was just lying around 
my aunt's house, and that was it, that got me started. I was like, "This can work!" I couldn't imagine 

12/03/15 Page 1 of 39



ProvenQ4Plan.com

selling a glass fish for $69. So, that's where I got my start, and I figured, "Okay, if I figure out how 
to do this online thing, it can work, and remember, I live here on an island, so I have to think way 
more out of the box than everybody else." But that's where mindset comes in, mindset. And really 
what mindset is, I always like to use this description, it's a set of assumptions or methods held by 
one or more people, or groups, and it is so established that it causes them to adopt or maintain 
certain ideas.

0:02:53 S1: So basically what we're talking about here is, if you have a fixed mindset, you're gonna
just say, "Well, this is what I can do and I'm never gonna get outside the box and that's it." But what 
you want to adopt is a growth mindset. You want to adopt a mindset that, "Yes, my business is 
running good in the US, but what happens if I expand?" Now, what you'll hear a lot of times are 
people saying, "Aw man, yeah I tried to expand internationally, but it's hard because there is the 
VAT, which is similar to the sales tax, and then you also have those expensive shipping charges. Oh 
man, I'm not gonna go". That should be music to your ears, music. What you"re seeing there is most
persons will not take action, and that should be getting you excited like, "Wow, nobody else wants 
to go over here. Okay, let me go over here and see what can happen."

0:03:41 S1: Our journey into international started in 2012, selling on Amazon, doing well and I'm 
thinking, "Oh, let's try Amazon.co.uk, let's see what can happen over here." So we sent some 
products over, we had no clue what to do. We signed up for an account, we're like "Yeah, FBA, 
okay you can send your products over." We sent products over, we didn't know anything about VAT,
we didn't know anything about selling in the UK, we just... Just trial and error, we sent a shipment 
over, and the shipping charges were about almost $600, and we sent it over. They sent the shipment 
back, hey said, "Hey, you need to get a number, which is called a EORI number." I'm like, "What? I 
didn't know anything about that." But when I looked at the numbers on Amazon.com and then 
looked at the numbers over on Amazon.co.uk, the prices were just night and day and I'm like, "I 
have to get some of this gravy, because there's... Nobody's doing it." Most of the listings there was 
Merchant Fulfilled, not a lot of FBA, and it's still this way today. It is a wide-open marketplace, and
anybody can take advantage of it, because this marketplace is just wide open and ready.

0:04:49 S1: Now, what are some key points to think about when you are ready for international 
expansion? The first question you wanna ask yourself, "Is my business ready? Am I ready to really 
expand to an international marketplace?" So, you have to know where you are and you have to 
know where you want to go. So that's the question you ask yourself, "Am I ready to expand 
internationally? Am I at the point where... It's like I reached a plateau. I can only make $5,000 a 
month on the dot-com, because there's so much competition. Everybody's coming in and they're 
low-balling the prices and it's just frustrating. All of us have had to deal with that. So don't feel, "Oh
well these guys are selling and they just know how to do everything." We deal with frustration as 
well because then you find something nice, you send it in, and then 500 people jump on the listing, 
and everybody is running the price down, and you just feel frustrated and all your money is tied up 
and you know you can't get your money back out quickly. So, that is one main reason to expand 
internationally.

0:05:47 S3: Barrington, I was gonna... If I could jump in real quick.

0:05:49 S1: Sure, sure. Sure.

0:05:50 S3: I'm just looking at this list, and the first thing I see on this list is, "Is my business 
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ready?" And I know when I first met you, I didn't think my business is ready for international, and 
you were talking about it, and I was like, "There's no way that I can get over there." It just seems 
like, you're setting it thousands of miles across the ocean, there has to be all these barriers that I 
have to hop over. Once it gets over there, they're just gonna send it right back to me. But, it's such 
an advantage knowing Barrington and being connected with Barrington, which we all have that 
connection now. Just a phone conversation, Barrington had me set up to fill out, to apply for my 
VAT. He hooked me up with the right kind of people to talk to. I got hooked up with a rep, and it 
really came together a lot easier than I thought. I thought it was gonna be this real tedious process. I 
thought I can never do it. I thought it was gonna be the hardest thing in the world. But, it wasn't that
bad. So, I'll let you continue here, Barrington, but I just wanted to let people know that if they're 
thinking about doing this, it is a little bit challenging, but the mindset that other people have is that, 
you can't do it. It's really challenging, and they don't even wanna attempt it. But, it is doable.

0:07:07 S1: I'm so happy you brought that point up Lance, because it's going to be daunting, it 
looks overwhelming. You're sending your products from the continental US, or wherever you are in 
the world, and you're sending it all the way over to the UK. You don't know if something is 
damaged. You don't have anyone over there. How is it gonna work? It is a process, as Lance 
mentioned, any time you're thinking about doing something, if you have someone that has already 
done it, figured out all the steps, figured out all the kinks, it's nice to have that person as a mentor so
you can say, "Hey, I'm stuck here, what do I need to do? I'm stuck here, what do I need to do?" But 
you just have to change that mindset, and when you change your mindset, you can easily change 
your income.

0:07:49 S1: Now, the third bullet point I wanted to mention here was shipping and logistics, and 
that is usually one of the big hurdles. Apart from the VAT, which is something similar to sales tax, 
it's 'Value Added Tax' in the UK. Apart from VAT, which you have to get set up on all of that, the 
shipping and logistics I think is one of the biggest things, because remember, you cannot just... It's 
not like a partnered program, like for Amazon.com where you can partner with UPS and send it in 
and you get good rates, no, you have to send products from wherever you are into Amazon.co.uk, 
and you have to handle all the shipping charges. There's no... DHL does give you a 67% discount if 
you sign up with them, and after awhile of shipping with them they do give you that rate, but a lot 
of times, first it's like, "Man, I'm gonna be spending seven dollars a unit to send this product over to
the UK. No way! I'm not even thinking about that." But then, if you're not thinking about the end of 
it, I'm making $35 profit, so what if I take out seven dollars per unit? I'm making $35 in profit, clear
profit, and if I'm here selling it on a dot-com, it's gonna be a lot of competition.

0:09:00 S3: It's funny Barrington, 'cause I was just checking out a couple of the toys that we've 
been sourcing. The Q4 group has brought these products up just in their travels, and I saw a Pie 
Face was... Now it's really selling well, I think it's up to like $40 now, maybe in the mid 30s, but it's 
ranked like number two. So, I checked out UK and it looks like it's going for £33 out in the UK. 
And that's just an example of one of those highly searched items right now, like Pie Face, some of 
the Christmas stuff out there. So, and it's actually probably not too late to maybe send a couple of 
those over there. If you haven't got your VAT yet, yeah, it might be a little bit too late, but for some 
of the people that have kind of dabbled with the process, there might still be a chance.

0:09:45 S1: You know, it's funny that you mentioned Pie Face, you didn't even see my presentation 
and I have something on Pie Face.
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[chuckle]

0:09:53 S1: Because, that's it, we're not gonna talk about stale topics, we're gonna talk about things 
that are happening now, how you can make a profit now if you take action. So, the fourth bullet 
point, competition, we keep talking about that, because when persons get a hang of what's 
happening on dot-com, it's easy, they just, "Okay, I'm gonna send it into Amazon and start selling," 
everybody's on to popular toys. So you now have to figure out, "How can I become creative? What 
can I do?" Okay, first step, I can expand to the UK or to Canada, start selling my products over 
there. There are so many things. LEGOs in Canada is amazing. I know Abe is crushing it with 
LEGOs in Canada, it's amazing. And LEGOs, you can just walk in the store and pick it up, it's no 
rocket science that you have to go get... You just walk in the store, buy full price, and send it over, 
and it's selling for two times, three times more. It's just doing things that others are not doing. And 
the fifth bullet point...

0:10:46 S3: One more thing, Barrington.

0:10:47 S1: Go ahead, go ahead.

0:10:48 S3: One more thing, it's funny because I remember last Christmas, the Elsa dolls, 
everybody was selling the Elsa dolls, and they started to just kinda to saturate a little bit, everybody 
was getting their hands on those. And here in the US, we were having trouble making any profit, 
and people kinda discounted them and they didn't really pick them up anymore, but when I talked to
Eric Hardwick, he's like, "Man, I'm still picking them up because I'm sending them to the UK, and 
I'm selling them for £40 or £35." So, it's one of those things where, okay, it dried up here in the US 
but it's still doing great out in the UK, so it's something to look into.

0:11:26 S1: That's correct. You get rid of the competition, and also the biggest one, the return on 
investment. We're gonna be talking about, I'm gonna show you some tools, and guys, it's live stuff. 
When we get on here, it's live stuff. I'm gonna show you actual stuff, I'm gonna get to the browser 
and show you some tools that I use on the Chrome browser that helps me to just quickly identify 
winners, quickly buy them up, and quickly send them over. You can be having your profit in a 
couple of weeks, if you're not ready. And also we're gonna be talking about items that you can sell 
in the UK that do not require VAT. Yes, you have to be registered and get a VAT number, but they do
not... You don't pay VAT on them, so you are not gonna be charged price-plus VAT. The VAT is 
there but it's zero-rated VAT. Can you imagine that when you are doing your VAT returns, as long as
these are the only categories of products you are selling, boom, it's a zero return. How sweet is that?
Pure profit.

0:12:17 S1: Alright, let's jump into the easiest way to start selling globally. This is the easiest way. 
Now, let me explain this concept, Amazon says, "Okay, you already have inventory at Amazon.com,
we want to make this inventory available, as long as it's eligible, we want to make this inventory 
available to persons around the world. You don't have to do anything else. Your product is already 
here at Amazon.com, and we want to make it available to persons in Singapore, in Malaysia, in 
Australia, anywhere in the world. We want to send this all over the place," the instant you start 
selling globally is to sign up for what's called 'FBA Global Export', and I'm gonna walk you through
the steps of doing that. Just sign up for FBA Global Export, and all the items in your Amazon store, 
your Amazon.com store, that are currently eligible for export, Amazon will handle the export 
process. So let's say a customer from Singapore comes on to dot-com and they purchase this item, 
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Amazon will ship this item FBA to that customer, handle all the customs, all the duties, the 
shipping, everything, you just sit back and collect your check, just like what you're doing now.

0:13:25 S1: All you're gonna do is turn on FBA Global Export. And to do this, you're gonna jump 
into your inventory, and then you're gonna click on 'Manage FBA Inventory'. So you're gonna click 
on 'Inventory' and then 'Manage FBA Inventory'. We like to do actionable steps, something that 
once this is over you can just go ahead and get it done immediately. So if you go to... Login into 
your back office, you click on 'Inventory' here, then 'Manage FBA Inventory'. You jump over to the 
next page and you look to your right. Once you're on that Manage FBA Inventory page you look to 
your right, top-right corner. You're gonna see this option, 'International Shipping', and here is the 
option, 'FBA Global Export'.

0:14:10 S1: It says, "If you're already signed up for international shipping, to change your export 
option, please click here." So that's what you're gonna do, you're gonna change the option, because 
you want to get signed up for this. I was selling Play Dough. Lance gave me a tip on Play Dough, I 
think it was last year or a year before last, and we sent Play Doughs in, I was seeing, "Wow, we 
have shipments going to Singapore. We have shipments going to Australia," we didn't know that 
was possible. Amazon starts to export them. They do a lot of media, but they also get into toys now. 
People are buying toys all over the world, not only people in US are crazy about the hottest trends 
and the hottest toys, all over the world, and they can come to Amazon.com, click-click-click, 
Amazon will export right to their door. You won't have to handle anything else, you're just waiting 
on your check. That is the way to go.

0:14:54 S3: I just put a little note on there Barrington, just I've wrote a note to the audience, just to 
add to this. I don't believe that you can multi-channel fulfill this option; for example, you can't list 
something in the UK and ship it from dot-com, this option is basically for people in other countries 
to be able to have access to your dot-com inventory.

0:15:15 S1: That's correct. So this is just an option that Amazon gives you as the down and dirty 
way to just go ahead and start selling internationally, within a couple of clicks. So what they will do
is, all of your inventory that's eligible, not every single piece that you are selling, anything that's 
eligible, and they decide what's eligible. They will say, "Okay, we're going to make this available to 
customers across the world that will come on a dot-com and make a purchase, and we will handle 
all of the customs and all of the duty." It's business as usual for you, you're sending in, you're 
turning on 'export', if it sells to Singapore that's fine, you'll still get paid; that's all you need to know.
So your next option is to enable 'FBA Export', and it says, "exclude products", there's books, music, 
videos, and DVDs. [0:16:00] ____ I know, I told you guys that toys are eligible, because I've seen a 
lot of Play Doughs that we've had in there, being shipped all across the globe.

0:16:09 S1: And then all you have to do, it says, "To participate in FBA Export you must provide an
e-signature." Your e-signature will be printed on a CN22 Declaration Form, and that's it. So all you 
do is you do 'edit', you sign your name. You could even use your phone to just take a JPEG and 
upload it on Amazon, and that's it. Once you've signed on a piece of paper, or taken a picture of it, 
you could upload it to Amazon, and you're done. That's it, you're now enabled for FBA Export, 
because your signature will go on the CN22 Declaration Form, but Amazon is gonna fill that one 
out, you don't have to worry about it. You are good to go, you are ready to rock and roll. So this is 
the easiest way to get started with FBA Export.
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0:16:53 S1: Now, the second option, which is the option I'm been talking about a lot tonight, is 
when you get registered for different platforms from Amazon.com, so you're no longer selling... 
You're still selling on the dot-com, in addition to that you're also registering on Amazon European 
platform. Now, the great thing about now is Amazon gives you three months subscription for free, 
so once you get started on Amazon.co.uk, they give you three months subscription for free. After 
that I think it's £29.99 per month. And also if you guys noticed, under here this a big yellow button 
which says "I want to sell on all five European marketplaces automatically", as long as you check 
that button, you are ready to rock and roll. So you're now going to be registered for Amazon.co.uk. 
You're going to be registered for Germany. You're going to be registered for Italy. You're gonna be 
registered for Spain. You're gonna be registered for France. So you're gonna have five countries that
you're up and running to sell in, when you're registering for this Amazon European marketplace, 
and it's as if you start with professional, "Oh, the fee has gone down, it's £25 per month," and you 
can start reaching millions of other customers, so know your products are being exposed to millions
of customers.

0:18:23 S1: Now, the difference with Amazon export, FBA Export that we talked about earlier, and 
just selling directly internationally is, export, you can have your products into the dot-com, and they
export it for you, but with selling on an international platform, you have to register, then you have 
to send your products from wherever into their FBA warehouses. So it's gonna be the same process, 
you're creating a shipment, and they're gonna tell you, "Okay, we want you to send this shipment to 
Swansea, or we want you to send this shipment to [0:18:51] ____ dumper line, and the good thing 
about sending to the UK is, no matter how many SKUs you have in there, they don't usually split up
the shipments, it just goes to one warehouse, boom it's received, and everything is on there, so 
you're up and running and you're good to go. So you don't need to say, "Hey, I gotta worry about... "
When I create the shipment and I have five SKUs in there, it's gonna send some to Phoenix, it's 
gonna send some to Tennessee, it's gonna send some to Philadelphia. Usually, for the most part, 
when you're sending to the UK, everything goes into one warehouse, which is great.

0:19:19 S3: I love that. It's funny too Barrington, because sometimes me and Barrington will have 
days where, just fun competition, we'll say, "Hey, what did you sell today? What did you sell?" And 
he'll show his dot-com and, "Oh you know, I did around 13, 1400 today," and I'll be like, "Oh, I got 
you, I did 1700." Then he says, "Wait, wait! I gotta pull up my co.uk," and enters like £600 in there,
and then he pulls up Italy and there's another 200, whatever their structure...

0:19:45 S1: Euros.

0:19:46 S3: Euros. And then he pulls up Germany. I go, "Oh man, alright, just stop, you got me."

0:19:52 S1: And that's the beauty of selling, sometimes you have a lousy day at the dot-com, you 
go in there and you're like, "What? $75, what's going on? It's five o'clock, what's happening?" But 
then you go over to your happy place, is what we call the UK, and you're like, "Hmm, £400, 
alright." When you convert that, it converts to probably about $600, $700 and you're like, "Okay, 
alright, well you know." So it's a good thing to diversify your portfolio, more involved in your 
listings, more chances for you to get a sale. Now, the next option is to get VAT registered, and VAT 
pretty much is something similar to sales tax. There's a walk through here, you can pretty much do 
it yourself or you can have the professionals handle it for you. It's just like getting a CPA in the US, 
it's your accountant, you're gonna make sure somebody registers for you, make sure everything is 
done properly, and it's done on the HMRC.gov.UK. And that is what? 
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0:20:47 S1: When you register for your VAT number, they will also give you a EORI number, and 
that's what your shipping company will need to put on your shipment. And we're gonna walk you 
through how to set up that shipment and just to make everything seamless. Also, if you're gonna be 
sending products over to the UK, there's a service called EMS.post, and they partner with USPS. 
And you can just go into USPS, send a shipment, as long as it's 20 pounds or less, you can just send 
that shipment and it goes directly into Amazon, because it's not viewed as commercial. Usually you 
send that shipment in, it goes directly into Amazon because it's not viewed as commercial. But once
you're gonna go over 20 pounds or more, it's commercial shipment, you gotta fill out all the 
paperwork to get it over there.

0:21:29 S1: But the beauty of this is, don't get daunted by that process. Have your DHL rep take 
care of that for you, that's what they're paid for. You leverage existing systems, just like how we 
leverage Amazon on there, FBA buyers and their big logistic network, you leverage DHL. Get the 
rep on the line, "Hey, I need to send a shipment over, the box is gonna be 16 X 16 X 16, it's 30 
pounds, what am I looking at for shipping? What am I looking at for potential VAT?" They'll give 
you all of that information. So it's leverage already existing, things are in place for you. Now, here 
are some, a couple of things that you need to have when you are really thinking about selling in the 
UK. You want to have a new email address, very, very, very critical. The email address that you're 
currently using on Amazon.com, you cannot use that on Amazon.co.UK, you need that separate e-
mail address. Everybody's like, "Why? I don't wanna go check another e-mail box."

0:22:30 S1: Let me give you a quick scenario what happened. This one guy, he was selling on the 
dot-com and then he went over to Canada, which I think now they have a unified platform and that 
may be a little bit easier. But he was using the same email address on the dot-com as the dot-ca, and
what happened is, he had some issues with the ca and he said, "You know what, just close my ca 
account." Guess what happened? It closed dot-com, took awhile to get it back and all that kind of 
back and forth. So, you just wanna go by what Amazon says. Right now, they're saying you need to 
create a new email address. If you have your own domain, you could just have UK@-your 
domain.com, or if you just wanna go get a gmail, you just get a gmail address and create your email
address for Amazon.co.UK.

0:23:16 S1: You're also gonna need a bank account. If you have a current US bank account Amazon
will convert the funds for you and send it right back into your account, and it's a sweet thing when 
you see those payments coming in, because when they send the payments in pounds, and they say, 
"Okay, we just sent you 1,000 pounds," you know you're looking for about 15, $1600 US dollars. 
The conversion rate is really sweet, you just like to see that great email come in and says, "Your 
payment is on the way," you're like, "Woohoo." Because you know it's not just what they send, it's 
gonna convert and it's gonna be higher. So imagine you're getting 10,000 pounds, that's 15, 16,000 
US dollars in one payout. The conversion rate is really, really good.

0:23:57 S1: You have also other companies out there like World First, what they do is, Amazon 
charges I think 2.75% to do the conversion and send it back to your bank account. World First will 
charge only a percent and a half, so I think Amazon is 3.75, and they charge like a percent and a 
half, so you're saving more than 2%. And something like 2%, but at the end of the day when you 
checked that up all through the year, you save a lot. So, that's another option that you can use.

0:24:27 S1: For your return address, it's really just Amazon wants to know, because you're sending 
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products from the US or from wherever in the world you are, you're sending it to Europe, if a 
product is unfulfillable, where should we send this? That's pretty easy. Andrew Milburn in the UK, 
he handles that for you. And there are a lot of services out there that handles that for you, where 
they'll give you... It's like a prep company, and they'll give you a return address, so you put that into 
Amazon when you're registering, and Amazon will, if you have any problems, they will just say, 
"Okay, if this is gonna be unfulfillable, we'll send it to this address, and they can do it." Andrew has 
great service too, because what he does is if your items are unfulfillable you send them back to him,
if it's just a minor damage, he'll prep, fix it up and sell it on eBay and then give you some money, or
he'll prep and send it back, right back to Amazon. So, that's something that once you get ready for 
the process, we can walk through, we'll show you how to do that.

0:25:19 S1: Now, for shipping and logistics, we recommend DHL. You can do your research and 
always check around, I always encourage that. Check FedEx, check UPS, but we just love using 
DHL. Why? Because DHL provides us with not only shipping services, but they provide us with 
custom brokerage; meaning when our shipments get into the customs at the UK, DHL is gonna go 
in there and they're gonna say, "Oh, hey, that's our customer, we'll fill out all the paperwork. We'll 
do everything, and we'll get it to the door," and we're gonna show you how quickly these guys get 
the products into Amazon.

0:25:56 S1: Now, Lance, last week we're here, and I was saying we have grocery items we wanna 
get into Amazon. Next, DHL say, "Hey. We have an express service and we can get it there for you 
really fast." So we're like, "Okay, let's see how fast these guys are." So we created the shipment, 
let's say last week Wednesday, at about 12 o'clock, we created a shipment at 12 o'clock. They said, 
"Okay, we're gonna send out with today's shipments." It left Jamaica at about two o'clock, by the 
next day at 1:15, I saw an email that says "checked-in". That was to the US, but they also do the 
same thing for the UK. Next day, next day it was in Illinois. Next day it says "checked-in". Before 
the night was dawn it said "receiving". That's... A little bit over than 24 hours and your products are 
being received, now that is just amazing. You just can't get it any better than that. So you could 
literally have a product, you can literally even list a product merchant fulfilled and send that and it 
goes and it's received the next day, they are very, very, very good.

0:27:11 S3: They walked me through every single step. For me it was kind of... I was a little 
intimidated to do this, and what they do at DHL is you can get hooked up with a rep, just depending
on where you live, and they're already familiar with Amazon too. All you have to do is say, "I want 
the Amazon rates," and they will hook you up with a rep, and they walk you though every single 
step.

0:27:33 S1: Every step.

0:27:34 S3: Every step, just step-by-step. They take you in the DHL site. The first thing you have to
do is you get a username, and I'm sure Barrington's going to talk a lot about this. That's probably the
hardest part. I think the hardest part Barrington, for me was getting registered, once I was registered
I was off to the races, so that was...

0:27:51 S1: And what I'm trying to show you guys here again is, it doesn't matter where you are. 
We get products that come in from all over the world and we have a location in Florida, and 
products come in to our location in Florida, and we just call up DHL and we're like, "Hey, we need 
to get this product over to the UK." Now we're gonna walk through the shipment. Lance, are you 

12/03/15 Page 8 of 39



ProvenQ4Plan.com

seeing my screen? Are you looking at my screen? 

0:28:14 S3: Yeah, I see it. Yeah, I see everything there.

0:28:15 S1: Our location in Boca, in Florida, correct? And on Monday, October 19th, 2015, DHL 
picked up, in Boca Raton, they picked up two pieces. On Tuesday, October 20th, it was in East 
Midlands UK, it's there, it's right in close to the facility. On Wednesday, the 21st, it's delivered, 
signed for by Sea Eastern. No, no, that is even much faster than UPS local within the US. I'm telling
you, this is received. This is an Amazon facility, this is received. So we don't use geographical 
location as, "Oh man, I can't do this." We can do that from wherever DHL ships. DHL, what they do
is they don't compete in the US, they call themselves the 'International Masters', and they are. They 
will do international into the US or international out of the US, they are the international experts. 
We have had shipments Lance... Sometimes you're creating a shipment, and what happens is, it goes
to... Inadvertently you put the wrong address on there, sometimes that happens. We have called 
DHL when the shipment is in Miami to say...

0:29:29 S3: Oh yeah, in process.

0:29:30 S1: Yeah. We put the wrong email, wrong address on there, can you guys reroute this? In 
transit, they're like, "Sure, we can do that. Where is it supposed to go?" And we give them the 
address and they reroute. It was supposed to go to Pennsylvania and we were sending it to Phoenix, 
and they rerouted in transit and got it there. I mean, we really have to take our hats off for these 
guys. DHL is excellent. You get them on the phone, and they just handle everything for you, and I 
love that about DHL, especially that they handle the customs brokerage part, we're not an expert at 
that, we don't want to become an expert. We just want to leverage existing systems that are the best 
at what they do, and we'll pay you, that's it. Obviously, the shipping charges are gonna be a little bit 
higher, what the return on investment. When we get to that part, you're gonna see what we're talking
about. So, here is the value of the shipment, the customs value $540, that's what we put. It's 76 
pounds on the 19th of October, same shipment that we're looking at before. The estimated freight 
charges are $223 and then estimated other charges for... So we're looking at $227 to send this 
shipment to the UK. Most persons are not gonna do that, they're going to be like, "What? $227, I 
could go to the Dollar Store and buy 200 products. I'm not sending a shipment over there." But that 
is where you need to think now, " There's my competitive advantage, I'm gonna be doing this."

0:30:54 S1: The good thing about DHL is they don't bill until 30 days later, by that time you 
already got it in, and you already sold everything out so you can pay them, so they bill 30 days later,
and this is kinda like walking you through the process. Here is the commercial invoice, this is all 
done online. So it was 108 in the quantity, and if we just jump back here real quickly, we paid what?
$223, so a little over a dollar-something each. And it was going to the United Kingdom, we put our 
VAT number and everything in there, and there's a HSTTS code, but don't get overwhelmed by this 
because your DHL rep will walk you through all of this. And then there's your pay bill number, 
estimated DHL charges and duties, so all of that is done. So once you've done that, you are up and 
running. You're ready to go, your shipment is over there. So the shipment billed, they give you all 
the information and then we make the payment 30 days or so later.

0:31:50 S1: Now we're going to jump to the good stuff, were gonna jump... Case study, case study, 
why we love selling in the UK. Now everybody knows that Pie Face is the hot game, so you look 
on the list and you're gonna see maybe what? A couple hundred people, selling the same product. 
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What do you do? How do you compete in such a competitive market? Well, you go where there are 
hungry buyers with their wallets, and they're paying in a bigger currency, they're paying in pounds. 
So we look on the listed, and we're saying, "Okay this one is great, it's prime. People are selling it; 
it's going good, the racket is good. So okay, cool. We've figured it out. Now we jump... Sarah 
actually loves Kmart, so she's always going over to Kmart, so she goes to Kmart, she's like, "Okay 
get your reward points, and she'll go ahead and buy her Pie Face game." Okay, so that's her cost. 
She's buying, remember she's here. Look at the same product in the UK, Pie Face in the UK, they're
going for £28.

0:32:55 S3: They're more now, Barrington, I think they're up to like 36, I think I saw last...

0:33:02 S1: Thank you for correcting me, Lance. This is at the time of posting. When we're posting 
this, what they're selling for, at the time of posting. So it's 28 pounds. And just skipping over here 
real quick, look at their sales rank, number two. Can you imagine? Lance, I know you get into the 
jungle skulls and get into those merchant words. Number two, just give me your take. How many 
sell per day, on a number two-best seller, in toys? 

0:33:27 S3: I can tell you probably every minute. I used to sell like a Wii Fit... And I've heard some 
of the people that are actually selling this Pie Face, I think Dwayne Mallik was talking about it on 
Fast Turns, and he was selling like every minute or two minutes, but I used to sell Wii Fits back 
when they were hot, and they were ranked like number three, number four in video games, and I 
would go to the bathroom and come back in five minutes, there'd be like 20 sold, so this is 
definitely a rank where you're gonna sell out quickly, so make sure that you're fully loaded on this. 
And some people are bundling this. I actually looked at the game and I looked at some of the 
instructions, and it comes with little score sheets, why not add an extra pad, where people can have 
some extra room to write? Just put a little notepad in there and bundle it. If you want an extra layer 
of protection send it to the UK, nobody's gonna be on that listing, I can guarantee that.

0:34:21 S1: Yeah, and even if people are on there, there are not so many and then you could really 
dominate that buy box, and that's what you want and you're getting paid more. Now let's look at the 
payouts; this is a little plug-in that we use that we use, it's called 'Tracktor', it will track... September
16, it will track what's going on, kind of like CamelCamelCamel. But we like this one, it's a nice 
little plug in for your Chrome browser, and it tracks it, so you look at all this price history and see it 
spiking, coming up, it's spiking. Now, look at the price break down. On Amazon US, our cost was 
$19 and to ship it in to Amazon, it $2.75, you profit eight dollars, that's cool, we're selling a ton of 
them, that's cool, I never turned down eight dollars. But just breaking it down to US cost price again
$19.99. Shipping is seven dollars, it's seven dollars. It's way more to send it over to the UK, but 
look at the selling price, $43.85, when you convert that into US dollars, and you're making $16.86. 
See the difference? More than 100% more profit that you're getting, the bottom line, that's what 
we're talking about, and you want to get... There's so many openings. Opportunities are endless in 
the UK. I could tell you that, endless. There's no way that you could ever try to sell everything. 
Lance sold some... What was it? Mrs Dash? Where did you buy those...

0:35:43 S3: It was Old Bay. Old Bay sells really well out there. I just did a test run and I sent like 
15 Old Bays, and the first week they weren't selling and I was like, "What's going on here?" And 
then I checked again, and they all sold within the next week, so maybe they just had to settle in a 
little bit but, next thing I knew they were all sold out, so.
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0:36:03 S1: And what did you buy it for and what did it sell for, if you remember? 

0:36:06 S3: It was like 20, £25 maybe £29, and I think I was buying them for like six or seven US 
dollars at Sam's Club and Costco. It was either Costco or Sam's Club. It was like the nine... I can't 
remember what ounce it was. It wasn't really little Old Bay, it was kind of like in the middle, but 
that sells well over there.

0:36:26 S1: And the beauty of this is grocery items are zero-rated for VAT, so grocery items are 
zero, you don't worry about that. Yes, you're going to register for your VAT number, but they are 
zero-rated for VAT. Guys, what we're trying to do here is to inspire, to show you that this is 
possible. We are here sitting on an island now doing this, it is possible. Shipments go out all over, 
we don't see the shipments. They leave from Florida, they leave from all over the world. We don't 
even see the shipments, we just figured out the process of getting this down, we built great 
relationships, and we start sending these products into Amazon, and that's what we do, and it really 
takes the competition away from you; it cuts the competition down drastically. So if that's what 
you're looking for, this expanding to the UK is gonna be something that you want to do.

0:37:13 S1: Now you know my favorite product already, coffee, coffee, coffee, coffee, coffee. 
Walmart.com has these Dunkin Donuts French Vanilla coffee, and the beauty of this coffee is again, 
it's a zero-rated product. Coffee is zero-rated in the UK. Now, we have had products that we have 
picked up at... When we were in Florida, where we picked up at Publix for two dollars, and they sell
for 19 Euros, and we're the only ones on the listing. It's like printing, you go in Publix; you pick up 
everything that you can find, you package them up, you send them over to the UK. To send it to the 
UK from the US is more expensive than the actual coffee, so we pay two dollars to purchase the 
coffee, and we pay like three dollars to send it over to the UK, so the cost is five dollars.

0:37:58 S3: That's funny, Barrington, 'cause if we were both in there, like in Walmart, me and you, 
we're both sellers, we both sell on Amazon, and I'll be like, "Why is this guy grabbing all of these, 
these two... They don't sell, they're only going for seven bucks here." My eyes would be popping 
out. [chuckle]

0:38:15 S1: Yep, we've seen it before, persons are... And that's the thing, you want other sellers to 
look at you like, "This guy's crazy, why's he taking up all of these? They have no profits on them." 
Yeah, correct, they have no profit on-com, but when you send these over to the UK, it's a totally 
different ballgame. So $7.44 in the UK, it's being sold for six pounds and 40 cents, but remember, 
that's just the selling price. See here, again, what we want to highlight, it's merchant fulfilled. So 
you're gonna sell this for... If you're going to sell this on FBA you could get up to £11 or £12 for 
this, because here's 6.40 plus $4.74 pence, for shipping. So again, you put these together you could 
sell this thing for almost £12. Now, jumping over to our next slide, you put this over in Germany, 
and now you're talking gravy. It's 28 Euro for this seven-dollar coffee, you bought this coffee for 
seven dollars, and you're selling this thing for 20.

0:39:15 S1: I went through, with one student, and we had a class on how to get into UK, and this 
one student came back to me and he sat down, so I said, "Hey, how did you do in the UK?" The guy
said, "Man, I don't know why I haven't done this before." He said, "In the past three months, we 
sold 200,000 euros." Blew my numbers out the water, and that's great... [chuckle] That's great. 
That's what I want the students to be doing, way better than me. Blew the numbers out the water... 
He said, "I am selling over 200,000 euros every three months." Because he said it's wide open, all of
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the products are just wide open. It's like wild, wild west, you're just like, "This cannot be real." You 
cannot buy this product, full-price in the shelves in the US, send it over to the UK, I make way 
more for them.

0:40:02 S1: Remember the concept, if I lived in the US, and then I now migrated to the UK, I want 
the Old Bay spice; that's the one I'm used to. I'll pay more for it because I'm in the UK. I'm an expat 
now. I'll pay more because I want that spice. And the good thing about selling... Registering for 
Amazon.com.UK is that your customers now have access to FBA, so they can order this spice and 
get it tomorrow; while with FBA export they have to wait on the whole import/export process, go 
through... All of that has to be done. But they know that these products are held at Amazon 
warehouses. All they gotta to do is order, click 'next day shipping', and they have it tomorrow. So 
that's the beauty, presenting the products to your target audience and it's right there. They know it's 
right there, they're gonna buy it from you.

0:40:49 S1: Canada, same coffee. 18 Canadian and 95 pence. Yes, the Canadian is a little less than 
the US dollar, but just look at the possibilities, look at the possibilities. Look at how much this guy's
shipping for, Lance. 41 Canadian dollars to ship it.

0:41:03 S3: Jeez! [chuckle]

0:41:04 S1: And as crazy as that looks, sometimes people buy it. I can tell you that, as crazy as it 
looks because some people are like,"I want my French ground vanilla flavored coffee, that's the one
I love, I'm going to pay for it." As crazy as that seems, people will do it. I'll tell you that. I've seen it 
before.

0:41:22 S3: Oh Dunkin Donuts coffee is great too.

0:41:24 S1: Oh, man and when you're used to that kind of coffee, you want it, you want the coffee. 
You don't care the price, you want the coffee. It's a great thing to look in your notifications, and just 
seeing international notifications...

0:41:34 S3: I love this.

0:41:34 S1: [0:41:34] ____, I like the term they use, "Have dispatched your order." I love that.

[laughter]

0:41:42 S1: And we also list merchant fulfillment, and guys, hold on, I'm gonna show you a 
strategy that, it is so under-utilized and it's one of the most powerful strategies that we use, it is one 
of the most powerful strategies that we use. Hold on, I'm going to get to that shortly here. So, the 
seller notification, the dot-com, the shipping, Germany, I had no idea what this says, Lance. I don't 
know how to read German, but it just says something about shipping.

[laughter]

0:42:10 S1: It says something about shipping, so that's all I want to know. Oh, my product is sold 
and is being shipped, I'm good to go. Look at this, Amazon services Europe, "sold, dispatch now". 
This a merchant fulfill listing. So, as I move on to the couple of slides, I'm gonna show you how to 
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do this, and it makes life so much easier. More notifications going on. These are from today, more 
notifications, all of these coming in from just today alone. So today it's great when you see... And 
then this one here Amazon services saying your payment is on the way, you know it's coming in 
pounds or coming in euros, so it's gonna convert to way more, and it's just a great feeling. It's like 
you have multiple income streams, because now you are not just depending on the dot-com income,
you have something coming from Canada, you have a little coming from Germany, you have a little
coming from all over, and that's what we love to see. Now skipping over to the next one... Like 
today, I know we're picking up today, Lance, on these numbers. I think it was at 500 at 1:57 PST? 

0:43:11 S3: Look at yesterday.

0:43:12 S1: Yeah, yesterday wasn't too bad at all Lance, it wasn't too bad. We know that the 
numbers are going up because we see the numbers. Look at yesterday was $1710. We know the 
numbers are jumping up right now.

0:43:24 S3: It's Q4.

0:43:26 S1: It's Q4, and the amazing thing about this guys is, anyone can do this, anybody can do 
this. I'm here on an island, anybody can do... You can do it. I know you can do it, anybody can do 
this. Let me see what the numbers are up to right now, Lance, 'cause its really...

0:43:40 S3: I Just checked mine too, Barr.

0:43:48 S1: We're not playing around, we give you real time stuff. That's what we do every... We 
open the curtains back. We are at what, $1101 now. So this was earlier today. We took the screen 
shot, 981, it's up to $1101.80, and this was just today on the dot-com. But the beautiful thing about 
diversifying your portfolio, is coming up in the next few slides, this is the beautiful thing. So this is 
today. So jump over to the UK were like, "Okay, well that's not too bad, £227, alright. And then 
yesterday was £473 pounds, so the good thing now, you're adding to that yesterday's number in the 
US. So yesterday's number in the US, 1710. You add the 473, so your numbers automatically go up. 
Today so far 227. But it's just the good thing to have it coming from all different angles. We jump 
over to Germany. Today, 328 euros, that's still more...

[chuckle]

0:44:36 S1: You know what I'm saying? This is just adding on, and it's only gonna get better 
moving forward, and the great thing is all of these platforms... You go on Germany, you'll see last 
30 days, 7,000 euros. You go on UK, last 30 days, £11,000, it just... It adds up, it really does add up.

0:44:54 S3: This is a perfect example too Barrington, 'cause I checked out my account I was like, 
"Yeah, I gotta him beat," I looked over here I had like 1870, I think, I'm doing today, and then I saw 
that you opened up UK and you had 600 in there, and then you opened up Germany, I'm like, "Man,
he got me again."

[laughter]

0:45:11 S1: It really does add up guys, and it's a wonderful feeling when you get paid from all these
different platforms. You jump over here now, the UK, UK gravy, taken on 24th of November, so 
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that's like ahead of time. They jump over to the next day already, so you're already in the next day, 
so I just took this... £52,000. It really does add up, so when you go ahead and calculate all of that it 
does add up.

0:45:34 S3: That is great.

0:45:38 S1: It's just an amazing thing, just to get this thing going, it's really... I motivate you guys, I
implore you, you got to get this going. So, before I jump into multi-channel fulfillment, let me just 
see if I can bring up my... Chrome, chrome... Alright, alright, are you guys seeing my browser? 

0:46:01 S2: Yes sir.

0:46:02 S1: Are you seeing my browser? 

0:46:03 S1: Alright. Excellent excellent.

0:46:04 S3: Yep. I see it.

0:46:08 S1: Let me show you extensions, you gotta grab these extensions. Jambo Scout, I've been 
using for a little while, but this Kiwi Amazon Price Compare, I'm gonna show you how to use this, 
but this is an awesome little tool we use on the browser, it's called 'Kiwi Amazon Price Compare'. 
And then this one here, the Price History Tracker, you wanna get these extensions for your Chrome 
browser. Let me show you how to use this guys, let me show you how to use this. Now, today, I 
always tell you guys about this website called "Slick Deals, Slick Deals, Slick Deals, you can hear it
in my voice, Slick Deals. [chuckle] You go to slickdeals.net, and just look for anything, they have 
all the deals coming through now, all the deals coming through. And we just went on there today, 
we're like, "Okay, this LEGO, One-Stud Stackable, okay, it's $30, cool, that's nice. So we jump over
to Amazon real quick, and we're like, "Okay, what's going on here? It's $29.99. Oh okay, same price
at Amazon." But right away, this thing here pops up and it says, "Dude, it's £77 in the UK." And this
is on page, so when you have this on your browser it's gonna give you the... Once you go to a 
product, it's gonna give you the price on page, if it's in Europe, if it's in the euro zone, if it's in UK. 
So all I'm gonna do here Lance, is I'm gonna click...

0:47:19 S3: This is incredible Barrington, I didn't even know about this. This is really cool.

0:47:24 S1: And for those who don't think that I live in Jamaica, what does this say Lance? I wanna
read this red, read this thing in red here Lance.

0:47:29 S3: Sorry, the seller doesn't deliver to Jamaica.

0:47:32 S1: Okay.

[laughter]

0:47:36 S1: I can't fake it, the dude said, "They don't deliver to Jamaica," obviously because I'm 
logged in and all that. But that's not the good part, the good part is here. I can either buy this off of 
Amazon for $29.99 and I send it over to the UK and sell it for £77, and Lance, how easy is it for me
to get the Buy Box? Look at this guy, look at this guy here.
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0:47:58 S1: Yeah, you're gonna get it easily.

0:48:00 S1: This is FBA and he is doing merchant fulfill, he's doing merchant fulfill here.

0:48:05 S3: $42 to ship it. [laughter]

0:48:07 S1: He's probably over in the US, and he is doing merchant fulfill, so...

0:48:11 S3: You could commit to 77 free shipping.

0:48:14 S1: Free shipping, easily, and still be making a lot of money. And then what we do is we 
always pull up this little conversion. On Google, you just type in real quick, 'currency converter', 
and let's say you go £77, that's $116. So let's jump back here guys, this is $116 here, so we go here, 
and we can buy it for 29 US dollars. And we jump over to the conversion rate, and it's being sold for
$116 when you convert it. If you pay $10 dollars to ship it, you're still not losing at all. It doesn't 
even matter, you're just still not losing. So that's the power of selling on a new platform, that's what 
it does for you, it opens up your business, it opens up your eye in everything.

0:48:58 S1: And as I said guys, always check this website, it's called slickdeals.net, slickdeals.net. 
Bookmark this site, write it down, whatever you want to do, but slickdeals.net, they give you really 
slick deals. So you just go here to forums, and then see Black Friday, they give you all the Black 
Friday deals, it's already out, every store, every single store; deal talk, rebates, everything. All you 
got to go is to 'deals', you go in 'hot deals'. And you have tons and tons. And look at the deals that 
have the thumbs up. Look at the ones that have the thumbs up, because those are on fire, I can tell 
you, those are on fire. Once you can find it, stack it [0:49:34] ____, and send it over to the UK. You 
can buy sell on Amazon. This site has made us a lot of gravy, a lot, a lot of gravy. So this is just a 
thing that we do, because we're physically located not close to any store, so we have to do a lot of 
online stuff, we have to do a lot of online stuff, so we're always on this website.

0:49:54 S3: That's great.

0:49:56 S1: This is the part of the business that I love. It's getting to the gravy, gravy point now. 
This is the part that I love, multi-channel fulfillment. And I'm gonna show you guys one of the most
powerful strategies that we use, the most hands-down powerful strategies that we use. So 
multichannel fulfillment really is just selling on Amazon, and selling on other platforms, your own 
website, eBay, Rakuten, wherever, but you're fulfilling the order from you Amazon inventory. So 
you list the product on eBay and eBay says, "Hey, your product's sold." You just go into your 
Amazon back office, and you fill that order from your Amazon back office. So let's dive into it.

0:50:32 S1: Lance, I want everybody to pay attention to this, I want them to pay attention to what's 
going to happen now. So, we send in on the single SKU, so this one here we have 925 for this 
particular unit, and it's single, so 925 of this one, and we have 570 of this one and we have 558 of 
this one. And this is on the single SKU, so it's one, it's one. We have the quantity of 922 of 
individual items, so 925 [0:51:05] ____ 115 reserve here, 19 reserve here, whatever. So, this is the 
part, so you send in all your inventory on FBA, Amazon holds your inventory. So now Amazon is 
telling us we have 925. Alright, here is where the magic comes in now, we create a merchant-
fulfilled order, for a two-pack, and make the price nice and competitive. So let's say the single-pack 
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of this was selling for $19.99, and we're like, you know what, we are gonna create a two-pack. 
We're gonna make it a merchant-fulfilled listing. It's not sent into Amazon. We're gonna make it a 
merchant-fulfilled listing, and it's now being sold for 37, so we took three dollars off, so as opposed 
to selling it for $40, we're taking three dollars off, and we're selling it for 37, the two of them for 
$37. The persons are gonna be like, "So Barrington, that's gonna be so much hassle, why do you 
want to do merchant fulfill, and you have to go run around and fill the order yourself? Here is where
the beauty comes in. So, everybody's following me so far? Lance, are you following me? 

0:52:05 S1: I sent all individual SKUs, and I created a merchant-fulfilled listing for the two-pack. 
Now we jump over here. See, there's merchant-fulfilled, because it's got... Price, plus shipping. So, 
my customer from 235 gravy circle, he goes ahead and he purchases one of... He purchases the two-
pack, so now you are gonna be like, "Aw man, now I have a merchant fulfilled order to deal with. I 
don't want to deal with this, I want to sell everything on FBA. So what we do is, this customer in 
here his name is Lance Wolf, he lives over at 235 Gravy Circle in Pennsylvania. I have all his 
details because I got that from the customer, from the order Amazon sent, "Sold, ship now." 
Amazon is telling you that you got a sale.

0:52:50 S1: So all I'm going to do now is, I'm going to the which this is one of hat we were selling, 
the Disney Pixar, whatever he bought, and I'm gonna change the order quantity to whatever, two, so
I'm gonna change this from one to two. All of this is being done on Amazon's platform. What 
Amazon will do is then, they will say,"Hey, we can ship to Gravy Circle. We have a deal with UPS. 
We can get it there for $5.95." You're like, "Okay, well they're gonna take $5.95 out of my money, 
and I charged this customer about $37, so that's cool, I'm still doing $30 and my cost is probably 
about $11-$12, so I'm seeing a profit.

0:53:30 S1: Amazon also has a dollar charge on every product that you sell, so if you send 
individual products, they're gonna charge you that $0.99. Because you are selling a two-pack, 
they're only charging one $0.99, so you are saving money there as well. They only charge the one 
per-item fee, which is the $0.99. Now Amazon says, "How fast do you want to ship this to your 
customer? Do you want them to get it tomorrow? Do you want them to get it the next day?" You 
could increase the speed if the customer paid more, whatever it is, so you can do all of that. You can
fill this order in the airport terminal. You can fill this order from the beach. You can fill this order 
wherever you are, because remember, if we go back on the slide, remember, I have 925 available, so
the next thing I'm gonna do is create a multi-channel fulfilled order from my inventory, and I'm 
gonna send it to Lance, I'm gonna send to... And it will go to Lance, and he will get it in a nice 
Amazon box with a smiley face and he'll be happy, no matter where I sold him. So if I sold it to him
on Rakuten, if I sold it to him on eBay, I'm fulfilling the order from Amazon.

0:54:37 S1: We have done this, Lance, for the past four and a half years, and it's been one of the 
best strategies that we could ever implement. Why? Because what happens is, when we test... This 
is like a testing ground, so you're testing to see how well this two-pack is gonna sell. So you have 
the single-pack. Remember, you have the single one, because you have 925, so you have the single-
pack. It's selling, but because so much competition is on the single-pack here, this 925 you have on 
FBA, and you have the single listing, too much competition, so you create a multi-pack of two, 
same item but just two. And then once you start to see that this is selling well, you now say, "Okay, 
you know what? Our next shipment we'll put these two together, we'll put them in a poly bag, we'll 
put on everything, and we'll now start selling them on FBA, because it's now a proven product that's
selling well. And then, we can do that with a three-pack, we can do that with a six-pack. But guys, if
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you get distracted you don't, I can tell you. Competition is no more... People are gonna be like, 
"Whatever." You're not gonna feel competition anymore because you can diversify. You can always,
always, always diversify.

0:55:40 S3: Great way to test. Great way to test.

0:55:43 S1: Just gonna drop some power tips before we finish here, and this product is actually a 
hot product. It's Jellybeans, so you can check it out. And again, we just give you ideas. We teach 
you the strategy. We teach you why. We're not gonna say, "Oh, go and buy 100 of these." And 
they're like, "Oh, but they didn't sell for me." We're never gonna do that. We're gonna teach you the 
strategies. If there are products that we know are hot, like Pie Face or whatever, if you can get in 
and get out, that's fine, but we are teaching you strategies, things that you can do for long-term, not 
the one-off product. I'm not gonna go tell you what to buy and then you say, "Oh but Barrington 
told me this and now it didn't work." No, we teach you the strategies, and from the strategies you go
out there and be creative. You go out there and just do way better things than what we have done.

0:56:26 S1: So a quick strategy on a power tips, if you have your competition and you want to 
know how many he has in stock, all you have to do is add it to your cart, and then put the quantity, 
and the quantity you drop down and you can click 10-plus, and then it will open this up, and you 
can just type in 999, the highest Amazon will allow you to type in. Once you click the 'update' 
button, it now drops you down to here and it says, "This seller only has 229 of these available." So 
that will tell you, "Okay, my competition has 229." Two things you can take from that piece of 
information. For me, we're like, "Okay, this guy has 229. Do I want to be on this? I'm gonna be all 
tied up with him and battle with him." And it can also tell you, "He has 229. I need to go find 500 if 
I can find 500," because there is no way somebody's gonna load up on something that's not a good 
seller. I'm telling you. He's not testing anymore. This tells you that this seller is not testing anymore.
He knows this seller and he's packing up. He has a lot of inventory, so that's a big tip for you, a big 
tip off. Somebody has a big quantity, you know they're not testing anymore. They already tested, 
they know it sells. And especially at the time of year, they are locked and loaded and ready to go. So
this is what you do to look at... This is one of the power tips, and we always use this strategy just to 
see what our competition has, and we'll know how to move forward.

0:57:46 S1: This one here, if the price is too low, like you go back on this listing and you say, "You 
know what? This is $13, I'm not gonna make a lot of profit. I don't wanna go deal with this." You 
scroll down on the page and look at Amazon's recommendations. They are telling you, customers 
buy all of these together. So you're like, "Hmm, if I can put a bundle together for all of these three, 
then I'm gonna be able... " Because Amazon is already telling you people are buying it. It's a no 
brainer, they're telling, so you have a higher average selling price, because you see, your price 
jumped from $13, it's now up to the 25-range. You're like, "Hmm, that's alright." And you can even 
add some more if you're gonna do a bundle, because customers like to see, "Oh yeah, I want this. 
Oh yeah, I needed that too. Oh, I needed this too." So, they'll just buy everything that Amazon is 
already telling you.

0:58:33 S1: EBay. We sell an item on eBay, you get this nice little, "Congratulations, your item 
sold, get ready to ship." Then you just scroll back through, and go to this particular slide. We'll go 
check the box, customer bought it. We'll go over here, we'll get the shipping details from eBay, or 
put the information in here, and then we'll just say, "Amazon will generate". We put the quantity 
that the person ordered. Next step, we'll choose a shipping speed, and voila, our item is gone, or it's 
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on it way to our customer.

0:59:08 S3: You can automate that too, right Barrington? With Joe Lister and some of those tools 
out there.

0:59:11 S1: You can automate that, yeah. And see, Amazon, when you... After a while you start to 
do well on selling, and Amazon sends you a little gravy. You're like, "Hmm, your store is not 
stocked." Sometimes you have to be careful about how you take this in, but at this time of year, 
yeah, Amazon is lending you some gravy, you can feel free to jump on it. But guys, I'm just giving 
you the motivation to see that all of this is possible, all of what we're doing here is possible. Myself,
Sarah is in there, Sara does all of the backup. My sister Melissa, she is an expert at UK. She handles
all of our UK operation. If you guys want to learn UK, she is the one that you contact. She knows 
the UK. Sarah knows the UK, all the back office reports, everything. That is what they do. You 
contact them. Obviously, they're gonna be busy now with packing up for Q4 and getting stuff 
rolling. And what I say to persons now is like, you get all excited, yeah, but focus on Q4, get this 
done, get this out the way. I'm gonna tell you, "Oh, come do a course," and then... Focus on Q4 
now. Then after Q4 you're like, "Hmm, now I need to expand to the UK," this is gonna be the time 
to do so.

1:00:22 S3: That's good advice Barrington, 'cause a lot of people are gonna think, "Man, I gotta go 
global tonight. This is so exciting I couldn't believe that the prices are so much higher." But the 
thing that we don't want to happen is for Q4 to come to an end, and then you're sad and you're upset
'cause you're thinking, "Man, I was making all that money and now everything came to a stop." So 
we don't want that to happen. So this is something that just take it and place it in the back of your 
mind, and it's really gonna be helpful as Q4, as the steam starts to slow up.

1:00:54 S1: That's correct. And what we're gonna do after December 15th is, we may even think 
about doing International Express, where it's four or five weeks and it's real intense, and will get 
you up and running for Amazon.co.uk. That's gonna be after. So get Q4 done, focus now and get Q4
done, make as much as you can make with Q4, afterwards we're gonna think about setting up an 
International Business Express, and you guys will be updated 'cause you're gonna be on the mailing 
list so you guys will be updated. If this is something that you've considered for your business, then 
yes, this is definitely it.

1:01:26 S1: Never stop trying. You know, I always love looking at this picture, love this picture. I 
think I was this guy here, Lance, with the hammer. And I was right here, I was right here and I'm 
like, "Oh, I could just give up." Because we had so many obstacles. We were shipping some stuff 
and then they said, "Hey, you know you guys are not allowed to ship it without a license," and it 
was stressful, it was really, really stressful. I think I was this guy right here, I was almost ready to 
give up. But then, little did I know that, voila, if you just push a little bit more, this is what's behind 
it, you can find your success. So guys...

1:02:04 S3: The funny thing Barrington is... Oh sorry, I didn't mean to interrupt you. It's funny 
because as you cut into that last piece of rock you finally hit the diamonds, but then there's other 
walls inside these diamonds, so there's gonna constantly be other walls that come up, 'cause I still 
have this happen to me. Sometimes I think, "Man, I'm right there, I'm at the edge of the cliff. I'm 
pulling myself up." And then something pulls me down again, I slip.
, like this thing says, there's gonna be a lotta walls, but just keep digging through.
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1:02:33 S1: Keep trying, keep trying. That's the best piece of advice I can give you. Always take 
action. You look at persons who are doing stuff creatively, but when you add your creativity to it, 
you will be amazed what will happen for you. And sometimes you find out there's a nugget. 
[1:02:47] ____ you kinda get to experience what Jim Cochran always talks about.

1:02:50 S1: He always says "Barrington, I'm looking through the window, and I'm seeing these 
$100 bills floating out." And I'm like, "Why is that nobody else's seeing it?" You're gonna have that 
feeling, because sometimes you're gonna walk into the store, and everybody's walking past the gold,
and you're just picking it up, packing it up, sending it to Amazon.co.uk, and rinse and repeat, rinse 
and repeat. All day long, zero competition. And obviously, after awhile it may get saturated, but 
that's gonna take a couple a years. So right now, Amazon UK is wide-open space. So again guys, 
take action. Sorry, go ahead.

1:03:22 S3: I like what you said about that, Barrington, how Jim will say, "Why don't people just 
reach out the window? 'Cause I'll think about that, I'll be in a store, and there's people sitting down 
with their scarves, and they're having a nice cup of cocoa, and meanwhile you see me pushing 15 
carts, they're all latched together. I'm running into people, people are looking at me funny, they're 
laughing, but in the end, we get the last laugh.

1:03:46 S1: Of course.

1:03:47 S3: It might look silly, it might look funny, it's a lot of hard work, but while they're sipping 
their cocoa and they're hanging out at Starbucks on their laptop, we're watching the gravy pile up. 
It's coming out the corner of our mouth, it's in between the webs of our finger. You just can't give 
up, you gotta keep going.

1:04:04 S1: It's all about taking action. You can listen to all that we've said, you can come through 
all the webinars. And we've had some people, they came in and they said, "Oh well... " They may 
have dropped out or anything. But we're glad that you guys are here, we're glad you're still listening 
to this recording, if you take action we're telling you that these things work, but you have to take 
action. This is not just something that you can sit down and say, "Oh, I'm not seeing anything 
happen." You have to push forward, you have to take action, create processes and assistance. Get 
assistance. You guys are a part of the group, ask questions, "Hey, how do I do this?" The fastest way
to success is being a part of a mastermind group, because you don't know everything, you will not 
know everything. But some guy knows about private label, some guy knows about international, 
another knows about wholesale, and it all comes together.

1:04:49 S1: So get assistance and avoid that large learning curve. When you create a network of 
like-minded sellers, which is what we're trying do with you guys over this period of... The mobile 
groups, you will see how powerful this can be. And look at outsourcing some stuff, adding VAs to 
your team, or anybody to help you, even shoppers, runners. And my website is 
Barringtonmacintosh.com. Sign up for the international... Our newsletter. We just send out tips and 
we send out if we have good experts on Screencast, we're gonna send out that video. If we have a 
tip on what's working or what's not working, we're gonna send that out. So again guys, take 
advantage of the groups. I know there should be a ton of questions, Lance, we're gonna jump into 
'em. We're not gonna get to all the questions tonight, but we're gonna jump into some questions. 
And thank you so much guys for coming on the webinar. We know there should be a ton of 

12/03/15 Page 19 of 39



ProvenQ4Plan.com

questions, let's get them crackin'.

1:05:42 S2: Mark says he signed up to sell in Canada, he lives in the US. The product is in the US, 
imported to the US from China, does he still have to pay import taxes if he sends it to the UK? 
Hope I got that clear enough.

1:05:56 S1: Yes, because you're dealing with a totally different jurisdiction. They don't care that 
you import it into the US. Your next step is going to be figuring out how to send it directly to the 
UK from China so you don't have to [1:06:09] ____.

1:06:11 S2: Pay twice. There you go. And to clarify, when we say import taxes, we're talking about 
VAT, correct? 

1:06:16 S1: Correct. Yes, because remember, you're going into a new jurisdiction, so yes, you will 
have to pay that VAT tax.

1:06:21 S2: Alright, great question. Mark says, what is the best way to ship to Amazon from the 
US... From his US home or from Canada? If he's shipping to UK, should he go to the US and ship 
or should he ship straight from Canada? 

1:06:35 S1: If you are... Canada is usually higher on the shipping cost, so if you are in the US or 
you have access to the products in the US, I would say ship them from the US. We have found that 
that way is excellent. Maybe there are some Canadians on here that can share their experience with 
you, shipping from Canada to the UK, but we've found that DHL from the US does very well for us.
And also, as I said, we love DHL, but yeah, you can check UPS, you can compare rates, you can 
check FedEx. When shipping line competes, you win.

1:07:06 S2: I love it. When they compete for your business, you win, great comment. Lance, how 
long did it take you to get approved? And this question came way back at the beginning when you 
were talking about signing up for different international sites. I think it refers to how long it took 
you to get approved on the international sites.

1:07:23 S3: I think that... The thing is, the process is quick when you do it, but then it takes long to 
receive that letter. It comes in a big, brown envelope, and Barrington always jokes, the guy on the 
motorcycle comes to your house and you hear him outside. You hear the vroom, and you know that 
the VAT has showed up, 'cause in Jamaica, they have the guys on the motorcycle, so we always joke
around. But I think, what was it like, maybe a couple months, Barrington? Maybe a month.

1:07:47 S1: Yeah, it was about five or six weeks.

1:07:49 S3: Five or six weeks, yeah.

1:07:51 S1: Yeah, you could get started while you're waiting on the VAT to get registered, you 
could go ahead. All they're gonna do is like, "Okay Lance, you now have your VAT and it's five 
weeks later so you have to pay from the day you started selling." That's fine, that's okay.

1:08:04 S3: So I'll recommend they start now, Barrington, and just kinda do the paperwork. Or if it 
slows down, if you're busy right now, don't worry about it. But I'll start as soon as possible, because 
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you do have to wait a small period of time for that letter to come to your house, that certificate.

1:08:19 S1: And that's because the UK wants to verify your location so they're gonna send you a 
physical piece of mail to verify that the address that you used to register is authentic.

1:08:30 S2: It really exists. Yes, you're not creating a fake address, that's smart of them. Okay, 
Carol says she's already set up to the FBA Export, is there anything else she has to do to sell in 
Mexico or Canada? Is there an additional fee for her to sell on those merchant places since she set 
up the FBA Export? 

1:08:49 S1: No, it's two different things. So first of all, for FBA Export, that's it, once you've signed
up for FBA Export, Amazon will sell your eligible products that are already in their warehouse. As 
long as it's eligible for FBA Export, they will just advertise to their customers globally, and then 
they will go ahead and sell those products, so you don't have to do anything. Now, what Amazon 
has done is they've created the unified platform, which is the Amazon.com, Amazon.ca, and 
Amazon.Mexico. So this is... You just need one seller account for all these three market places. For 
older accounts I don't think they give an option, but for the newer accounts, they give you the 
option of having three marketplaces, and that's just one key, and you get to expand all your listings 
to show on Mexico, to show on Canada. So if you have a newer account, you can just automatically 
start expanding your listing, and that's not a problem, if you don't have one of those newer accounts,
then you have to go and open up a brand new Amazon.ca account.

1:09:52 S2: There we go, okay great. Deborah wants to know more about the VAT in reference to 
the global export. So if we sign up for Global Export do we have to worry about the VAT taxes and 
all of that? 

1:10:04 S1: No you don't, that's it. It's a good thing. You sign up for Global Export, and that's it. 
You don't worry about VAT. The only time you start worrying about VAT is when you're going to 
register directly on Amazon's European market place.

1:10:19 S3: That's just if somebody's out in UK and they can actually shop on dot-com. Mostly 
likely they'll probably do most of their shopping on dot-UK, right Barrington? But in case 
somebody wants to shop on dot-com, they have the ability to do that.

1:10:32 S1: Right. And when they shop on the dot-com, they have to wait for the process, for the 
product to be exported, to go through customs. When you send the products directly into the 
Amazon UK Fulfillment Center, your customer can take advantage of FBA and they can order 
tonight and get it tomorrow. That's why they love it, because it's right there. It's already in their 
country, otherwise they have to buy on the dot-com and have it shipped over and go through 
customs and all of that kind of stuff.

1:11:00 S3: That's why UK is like... There's such a big desire for us sellers to migrate over to the 
UK. They're actually sending us emails begging us to come over, 'cause there's so many merchant-
fulfilled sellers, they could probably do the export quicker and buy on dot-com with some of the 
listings. [chuckle]

1:11:17 S1: That's correct, and the good thing about... When you list a product on dot-co.UK, if the 
product is already existing on Amazon.com, Amazon will pull all the reviews over, all the bullet 
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points, everything over the dot-co.UK. So what you have is all the positive reviews that were on 
that product from the dot-com, when you list it in the UK, it pulls everything over, so the customer 
just sees a product and it's, voila, it's there. It has all the reviews, it's up and running, so you don't 
have to start from scratch. As long as it's already listed on the dot com, you don't have to start from 
scratch.

1:11:53 S2: So, that lead to a great question, what you talked about the US and UK pages, because 
David was asking, if you've got a product that's selling well in the US, do you go to the UK and 
create a new page for it? So that kinda goes with what we were talking about.

1:12:07 S3: It could.

1:12:08 S1: If the product has a lot of negative reviews and they're like, "Nah, I don't wanna bring 
this over."

[laughter]

1:12:14 S1: Then you can go ahead and create a brand new one, because Amazon... When you're 
creating the listing, Amazon is gonna say, "Do you wanna merge? And we found an existing listing 
in our catalog on dot-com. Do you wanna merge with this listing, or do you wanna create a brand 
new listing? We were like, "Well, there are too many negative reviews on this one. You know what?
Let me just create a new one." But if it's a great listing and has great reviews, you're just like, 
"Yeah, let's merge the listing," and it brings everything over. And it will say, "This is Amazon.com 
verified review."

1:12:44 S2: Excellent. That is another great question, because Vanessa was asking are the UPCs the
same on the UK? So when you say 'go into create new listing', do you create a product on the dot-
UK site the same way you do with dot-com, and how do UPC codes work? 

1:13:00 S1: Exact same way. So you add a product, you put the UPC code, and once you put the 
UPC code, that's when it's gonna search Amazon's database around the world to see if they already 
have a listing matching that UPC. Once it matches up, they give you the option, "Do you want to 
merge this listing, or do you want to create a brand new listing?" So that's gonna be your option at 
that point to say yes or no, and then you move forward.

1:13:23 S2: Okay, great question. Thanks guys for keeping 'em coming in. I will get back and get 
some more, but we've got lots to go through. Lori wonders if having the strong dollar is a negative 
towards our sales overseas.

1:13:35 S1: Well, I wouldn't say it's a negative, because usually, the pound hovers at about $1.50, 
$1.60. It's usually about there. $1.50, $1.60. And that's where the conversion rate really helps the 
seller from the US, because you're gonna be selling for £50, and when you get that converted to US 
dollars, that's way more than... About $75, almost $80. So you're gonna see a big, big, big jump in 
your ROI.

1:14:11 S3: Yeah, I've noticed that almost everything sells for more in the UK. And you might 
think, "Oh, he's just saying that, so I sell in the UK." But every item that I look at sells for more in 
the UK.
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1:14:24 S2: Okay, and that is the same question they're getting about how do you find your 
profitability there? Are there different ways? Are there rate calculators? They're asking a lot of 
questions about that.

1:14:35 S1: Yeah, there's the rate calculator for the UK, just the same... You can just Google 'FBA 
calculator UK' and it's the same thing you punch in. And also, you could use those tools that I 
mentioned earlier, the tractor, and it gives on-page values, so it tells you this product is selling on 
the dot-com for $29. It's selling in the UK, same product for £77. So it's right there. You can make a
decision right there, just like your scanning app, but it's right on screen. So it tells you there, and 
you also have a FBA calculator for the UK, so it'll tell you right away what's going on.

1:15:10 S3: Yeah, just make sure you add in your shipping cost. Just put that per unit, and then add 
to that, and I think you're pretty set after that.

1:15:18 S2: That's a great question. They were asking if the fees were similar, you guys. They say 
Amazon fees 20%, 30%, are the fees on the UK site about the same or similar? 

1:15:30 S1: Pretty much about the same, yeah.

1:15:32 S3: I saw for less, too.

1:15:36 S2: Pardon me? 

1:15:39 S1: Sorry, go ahead Lance.

1:15:40 S3: Oh, no, no. I'm sorry, I didn't mean to interrupt. I was just saying that some of the ones 
that I saw were like eight percent too, so maybe that was just a unique category I was looking at.

1:15:52 S1: Right, it all depends on the category. Yeah, and also what happens is, let's say you 
have, just say like $0.99, per item, fees will be at 99 pence over in the UK. So, it's kinda worked 
out. Some of the expenses will be cheaper, but for the most part, it's right about the same. You just 
crunch your numbers with the FBA calculator so you know ahead of time before you even send it 
over.

1:16:14 S3: I know... If you don't mind one more thing, I know a big advantage that Barrington 
taught me was sending stuff according to it's kind, like if you're gonna send spices, send all the 
spices in one box, if you're gonna do other products, coffee, send all your coffee in one box. 
Because when you do the coding, which was the thing that Barrington was talking about, that the 
DHL rep will help you out with, I think he said don't worry too much about that, and you don't have
to. But one of the good tips that Barrington gave me was sending stuff according to it's kind, so they
don't get different fees for... What's that, the customs fees or something? 

1:16:49 S1: Sometimes they just blanket... They say, "Okay, blanket fee for the shipment." Then 
you're like, "Oh, these are non-backed." So if you're sending grocery, just send grocery. If you're 
sending toys, just send toys, so it makes it easier for you to do line-by-line on it. But as I said, DHL 
will work through all of that with you when you're creating your first shipment, and how to do the 
commercial invoice. And as I said guys, it might sound difficult now, but you go through the first 
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one or two and you're like, "Oh, I can do this now. It's good to go."

1:17:20 S2: Okay, great, great. And that gives a lead from one question into the other, this is 
working out really well. You mentioned again your DHL rep, and Vanessa wanted to know, "So, do 
you let your DHL rep pre-approve new grocery items?" You talked a little bit about that. Does he 
help you with figuring out what grocery items are allowed and not allowed? 

1:17:40 S1: It's only if you're thinking... If you have a question-mark like, "I wonder if this product 
is gonna be sold?" Your DHL rep can tell you whether or not you should even think about shipping 
it. Like in the UK, they don't like milk products, so you cannot send any milk products for grocery 
items, that's a big no-no in the UK. But usually, I... There's on the HMRC website, they will tell you
the different products that are restricted, so right away you could know, "Okay, well, they're milk 
chocolate products, oh, they don't want them." Okay, I'm gonna avoid these. So HMRC gives you a 
lot of information on items that you can import into the UK. Also, you can look on Amazon, just see
what's already selling. Don't try to reinvent the wheel, look at Amazon and see what's already 
selling, and it's a lot...

1:18:25 S3: Yeah, I was gonna say the same thing, Barrington, just look at some existing listings 
out there. And also, even if you feel like an existing listing, if somebody put that up, and they 
weren't supposed to, just call Amazon and get a rep on the phone. I remember, I was worried about 
that in Canada, 'cause there was certain rumors that you couldn't send, like chocolate up to Canada, 
Reese's pieces, and the rep told me, "Hey, if it's listed, go ahead." So I called another rep just to 
make sure.

1:18:53 S1: And it's good to get that in writing too, like, "Okay, let me do this one in chat, I'll have 
a log."

[laughter]

1:19:00 S2: Chat's a good thing, I like that.

1:19:02 S1: Yeah, don't get too scared or hung up, you know. It's always better to ask for 
forgiveness, I think. [chuckle]

1:19:08 S2: Okay, and that's good comment. Now, we have a lot of questions. You talked about 
Andrew Milburn setting up the returns, having a service that does that. They wanna know if there's 
a service like that for US sellers, for their unfulfillables and returns, or I guess for out-of-US sellers 
that's sell on dot-com.

1:19:26 S1: Oh yeah, John Ballards, my inventory team, they handle all your products for you.

1:19:33 S2: Now wait, they're talking about the unfulfillables, are the... Like the items that get 
returned. You said Andrew would allow you to have your returned and your unfulfillables, do the 
Ballards do that also? 

1:19:44 S1: I'm not sure...

1:19:47 S2: Yeah.
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1:19:48 S1: I'm not sure, Lance, I'm not sure if they handle...

1:19:51 S3: Are they talking about like sending their UK unfulfillables to somebody like the 
Robertsons or, like Andrew Robertson.

1:19:56 S1: In the US, no, they're talking about in the US.

1:20:00 S2: Yeah. Barrington was telling us about how Andrew had a service set-up for the UK site,
and so Vanessa was asking, "Is there a service like that for the dot-com unfulfillables."

1:20:11 S3: Usually, I just have them sent back to my... To wherever I'm sending from, or you can 
have them sent back to the Ballards or something like that.

1:20:18 S2: I don't know if you all are familiar with John Charles Campignon from Kiwi Apps, 
different spelling of the Kiwi, but he's testing out a service like that, so you all might wanna...

1:20:30 S3: Okay, there you go.

1:20:32 S2: Okay, and then Vanessa also asked, are there prep-service companies in the UK that 
you know of? 

1:20:39 S1: Yes. There are prep-services. I can send that in the resource list, 'cause we're looking at 
a few more now, so I can send that to the resource list, prep services that you can buy online, on 
asda.com, which is like the Walmart in UK. You can buy on tesco.co.uk, you can send to them 
they'll pack, send it into Amazon. So yeah...

1:21:01 S2: Great.

1:21:01 S1: Services over there we're testing, so we're gonna keep you guys posted with the 
resources.

1:21:05 S2: That's awesome. Carol was suggesting a resource list to include the Kiwi. They love 
the kiwi app that you found and the Tracktor, they wanna make sure that was on the resource list.

1:21:14 S1: And remember those are on Chrome browser, so you just download Chrome and you're
good to go.

1:21:18 S2: Okay, excellent. Mark wants to know, the UK warehouses, do they ship to rest of the 
EU or do you have to also ship to the warehouse in Italy and a warehouse in Germany? 

1:21:28 S1: Nope, UK takes care of everything. That's the beautiful thing. When you send to UK, 
you just relax, lay on your back as Lance says. You lay on your back and watch the shipments go 
through. Because remember, DHL is based in Germany, so they'll just go ahead and send right 
through everything. You know what I'm saying? So, don't worry about that. When you get to a level 
where you're ordering a lot of stuff, then you might want to go ahead and say, "Okay well, I see a 
lot of buyers from Italy, maybe I need to send directly into the Italian warehouse. I'm getting a lot of
buyers from Germany. But for now, send them to the UK, and then UK fills everything in all the 
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European countries.

1:22:06 S2: Okay, fantastic. Karis is trying to get set up tonight, he's really ahead of the ball.

[chuckle]

1:22:11 S2: He says, what about the US Bank account? Can he use a US Bank account through 
Payoneer, to set-up his UK account? 

1:22:18 S1: Yes. Yes, yes. As long as it's a US Bank account with the routing number and 
everything, yes you can.

1:22:24 S2: Okay. He was asking also, it asks for him for a residential address, should he find a UK
residential address or just use his address in Canada? 

1:22:30 S1: Correct. Correct, correct. No, you need a UK, because that's gonna be like your return 
address, so yeah that's the one like Andrew. And if anybody has more direct questions like they're 
ready to rock and roll, just send an email to support@barringtonmcintosh.com. But like I said, focus
on getting Q4 done, but everybody is up and running, they're like eager, really wanna go.

1:22:51 S2: Yeah I know! [laughter] I was impressed, he was double tasking, while we were doing 
a webinar he was getting... So what about oversized products on the UK? Vanessa asks. Do you 
even bother with those Barrington? 

1:23:04 S1: If it's gonna be too much because of shipping, I might not. I just like light and easy to 
send over items. A product that we did well with, Starbucks Via, Starbucks Via, nice and light, and 
easy, and you just send that over and it sells like crazy in Italy. It's Starbucks Via, that's our product, 
check it out.

1:23:27 S2: Yes, I have seen those in the past. Okay, Julia wants to know about the minimum 
quantities, like when you go and look up a good deal on Slick Deals, like you showed us 
Barrington, do you think it's worth your while to go through and order one or two of those and then 
ship those to UK, or do you have a minimum? You have to order 10 or something? How do you 
handle that? 

1:23:45 S1: If it's nice and light and easy, I'll do probably you know four or five of each SKU, send 
them over and see what the winners are. So yeah, I'll buy four or five of each, and then send them 
and see what the winners are.

1:23:58 S2: Okay. And Shawn wants to know is that... You kind of covered it, but can you give 
them some more tips about choosing what product you might say, "Hey, I wonder how this does on 
the UK?"

1:24:07 S1: I'll just go directly to the UK site and look in the category I want to sell, and see what's 
happening.

1:24:14 S2: Sean asks, what do you mean when you talk about... It says look at adding VAs to your 
team. What kinds of things can VAs do to help you automate those kinds of processes, Barrington? 
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1:24:23 S1: Excellent question, partner, excellent question. What the VAs do is, they will go on and
they'll scour the sites. They'll go on and they'll look at, "Okay, you know what? In this category, this
is the best seller," and then I'll do some comparison, price comparisons. So I'll just have them do 
comparisons. Okay, check out the dot-com what is this selling for? Check it on UK. Give me a list 
of the top selling ones in grocery. Give me some of the top selling ones in UK in toys. So from there
you will get to see, there's where the gaps are in the market. LEGOs are selling for $69 at Toys-R-
Us, but the same LEGO is selling for £130 pounds on the UK site. That's gonna catch my eye. I'm 
gonna jump on that one right away.

1:25:04 S3: I think another thing that I was thinking about when Barrington was looking at Slick 
Deals and he said, "Hey, every time you see a thumbs up, that's typically a good deal, 'cause there's 
a lot of conversation in these threads." That's a good thing for a VA, have them go through and look 
for those every day or every other day, or however you want to start out. There's so many different 
things that a VA can do. They can edit your images. They can get the white-out, make the white 
background for you. A lot of different things VA's can do for you.

1:25:34 S2: There's a great question here in the chat room from Nancy. She says, "Getting ungated 
in groceries is almost impossible lately in dot-com. Does anyone know if it's easier to get approved 
for groceries in the UK?" So maybe you could talk not only about groceries, but other restricted 
categories, Barrington.

1:25:50 S1: It's much easier to get approved in the UK, for now, as of now, as I was talking today at
what, October 23rd? It's much easier in the UK, but that's gonna get a little bit more stricter and 
stricter and stricter as we go along, because more sellers coming in, they gotta tighten up the belt, 
just like the dot-coms, that's what's happening. Grocery was a open category before, just like toys, 
but because of more sellers coming on they want to ensure that the quality of the service to their 
customers is always high, they start to get really strict. But for now, it's way easier. Lance got 
approved in clothing, in what? A couple hours? In the UK, just got some files, sent them in boom-
boom-boom, he was approved.

1:26:32 S2: And I'll tell you also, in the UK when I first got on the UK site, haven't sold anything 
yet guys, but I am on there, I was approved automatically in clothing, so it's changed already just 
from that, from me being automatic in the last couple of months, to Lance having to go through a 
short process. So it is getting different. Okay, thank you. Amy wants to know, how do you handle 
the regulatory requirements, especially for grocery, for their label requirements, some countries 
don't allow certain ingredients etcetera, etcetera.

1:27:03 S1: Remember, you're sending... I always go back to what Kat says with the paralysis 
mode. Remember you're sending all these items to a English-speaking country. That's where 
[1:27:13] ____ warehouse, so you're sending to UK. So everything goes to UK. So if somebody in 
Italy wants to make a purchase, they're buying a product that's English labeled, English everything 
in the UK, and then they're gonna have that shipped back to them in Italy, so your requirements are 
filled for Amazon.co.uk, 'cause it's English-speaking and all your labels are English, so you're 
already good to go. So if your German customer wants to come in, make a purchase, it's gonna be 
fine, because they're buying a product from the UK. That's gonna be critical when you want to list 
directly under dot.de platform. And what you want to do is, when you're listing on another platform 
that is not English, two things you want to do; you wanna ensure that you have your listing 

12/03/15 Page 27 of 39



ProvenQ4Plan.com

translated to the native language, and you also want to ensure that you have your search criteria in 
the native language.

1:28:08 S1: I had an example, Mike, he said he sent his coffee over, and he wasn't selling anything 
in Germany, and he didn't know what was going on. I'm like, "What did you have in the search 
criteria?" He said coffee. I said, "How did you spell that coffee?" He said, "C-O-F-F-E-E" "I'm like,
they're not gonna find it." Germans don't go online and C-O-F-F-E-E, because that's not how they 
spell coffee. They type it in a totally different way, like I think it's Kaffeebohnen or something like 
that.

1:28:34 S3: Keywords, keywords.

1:28:34 S1: So once you put that keyword in there, he said, "Man, you just added $200,000 to my 
pocket because... "

[laughter]

1:28:43 S1: And it could be something as simple as that, something as simple as search criteria, and
voila, there you go, and start making sales. So you just have to know how to do it.

1:28:53 S2: Okay, fantastic. Anna wants to know, does Amazon come in and sell products that you 
sell on the UK site as they seem to do on dot-com? 

1:29:04 S1: Yes, but not so much. I mean yes they do, that's Amazon, they're gonna do that, but not 
so much in the US, but yes they do, short answer.

1:29:15 S2: Okay. Good question about Profit Bandit. What about scanning products? Do you use a
scanner for UK like Profit Bandit, Scoutify, ScanPower, any of those? 

1:29:25 S1: Lance, you want to take this one? I know you're eager to take this one.

1:29:27 S3: I know, definitely, I could take this one. I do use Profit Bandit, and when you use Profit
Bandit you can look at dot-ca you can look at dot-com and dot-co.uk, but you have to be registered 
and have accounts, a UK account and a CA account. You don't have to have your VAT obviously, 
you just have to have an account to start researching stuff. So maybe while you're waiting for your 
VAT information to come back, you can go out and start researching the stores and see if you can 
find UK stuff. The idea that I had, I actually told Chris about this 'cause he has scan power. I said, 
"Man, it would be wonderful if you could scan a product and both come up, kinda like how 
Barrington showed you with that Kiwi app. If you scan a product, the US price and the UK price 
comes up." And he said something like, "Man yeah, maybe we can put that in there." So that will be
really nice.

1:30:19 S1: 'Cause you get on screen, and that's why I love that Kiwi app. Because as soon as you 
go on a page it's gonna tell you, "Okay, it's selling for this amount in Germany, it's selling for this 
amount in the UK," so you already know how to make your decision, very easy.

1:30:32 S3: It's almost like you have to make a decision before you go out, "Am I gonna look for 
all UK stuff or all US?" 'Cause in your mind you think, "Oh, it's easy, I'll just flip back and forth," 
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but when you're in a rush, and it's Q4 and you know what products are hot and you have to go from 
store to store, you're not really gonna have time to flip back and forth, so that's what I do now on 
Profit Bandit, but it would be nice just to one stop shop, you scan a product and you have multiple 
countries come up with different pricing.

1:31:00 S2: Okay, great.

1:31:02 S3: Somebody invent that, please.

[laughter]

1:31:06 S2: Mark says to clarify, he's in the USA and shipping to Canada, thank you Mark, I'm 
sorry I got that a little bit backwards. I think the advice for originally... Eventually shipping straight 
from China to the warehouse would still be appropriate, and someone mentioned Andrew Milburn 
could probably help him with that too. So, and this would be shipping just to Canada from the USA.

1:31:26 S3: Cool.

1:31:27 S2: Okay? Regarding VAs, could you share the document you give them, of course, 
without your specific categories, when you want them to source for you. Could you do that as a 
file? So if there's any documents you use to say, "Hey, go source this category," or whatever, they'd 
like to see a template, I guess.

1:31:45 S1: I think we have a video on that in the BLU, correct Lance? We have a video that Andy 
did.

1:31:50 S3: Andy... Yeah, if you guys haven't seen, we also have the webinars from last year too, 
and I think they're really useful. And that's free, we just threw them in as a bonus, and that's hours 
and hours...

1:32:00 S2: Good info on that one too.

1:32:01 S3: Yeah. [chuckle]

1:32:02 S2: And Andy, we talked about your international returns earlier so if you'll check that out. 
The multi-channel fulfillment, they'd like to see that process again, if you can go back into Power 
Point and just show them real quick how they do that multi-channel fulfillment, they would love to 
see that. And Patsy asks, can we use the multi-fulfillment technique for international sales? She's 
thinking of sending from Amazon to US, to Canada, so maybe you could explain how limited that 
multi-channel fulfillment is as far as international.

1:32:30 S1: Correct, okay. So, if you made a sale... Quickly, here's one here, if you made a sale... 
Let's say I made a sale here on eBay. So I listed an item on eBay, I got this message, 
"Congratulations, your item sold, get ready to ship", all I would do is, I would come back to my 
manage FBA inventory, I would do the drop-down box that says, "Create Merchant Fulfilled 
Order", and I would select the product that I'm gonna do that for, so I select the product here, like 
this is Disney Pixar's Car Wood Puzzle". So when I go into Manage FBA Inventory, I check the box
right here, and then along the middle you will see the drop down that says, for me to drop-down and
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says "Create Merchant Fulfilled Order". So once I check that it will take me over to this screen.

1:33:17 S1: I will use all the information that I got for shipping from eBay. So I'm just giving you 
an example, I sold the item on eBay, so I'm using all this information and I'll put the information 
and the name of the person, the address, the city, the zip code, and if you have the phone number 
you put the phone number, and it will generate the order number, and you put the quantity that the 
customer ordered, say they ordered five, 10, whatever, you put it here, and go to your next screen. 
Amazon will now ask you, "How quickly do you want to get this product to your customer? Do you
want it to reach them tomorrow?" You could choose one-day shipping. Well obviously your price is 
gonna change here. Two-day shipping, obviously then your price will change. But they say, "Okay, 
standard," if you wanna just give them the regular standard, take a couple a days, three or four days 
I think, then it's gonna be $5.95.

1:34:08 S1: So as soon as you hit, 'Place Order, Amazon will put that product in reserve so you're 
not able... So if you had 100 on the dot-com, in stock, and you created a multi-channel fulfill order 
for five, you would just have 95 left so put five in reserve, and then your product will be shipped, 
you'll get notification that your product was shipped, and you'll get the tracking number. So you pull
the tracking number the Amazon gives you, you'll jump back over to eBay and you'll update that 
customer's record to say, "Yes, your product was shipped, it will get there in such and such a time, 
and here is your tracking number."

1:34:41 S1: So that's pretty much it. That's for when you're selling off of Amazon. Now, if you 
were... If you wanted to create a multi-pack, you would create 'Merchant-Fulfilled Order'... Sorry, 
"Merchant Fulfilled Listing", which is this two-pack. And what you will do is, this is now merchant 
fulfilled, it would say whatever you're selling for, plus free-shipping or plus... Whatever, if you're 
adding a shipping cost, and then you would go through the same process. So Amazon will give you 
an email that says, "Sold, ship now", so that's a merchant-fulfilled listing sold, so you're gonna ship 
now. Once you go ahead and put that in there, you go back through this process, 'cause Amazon is 
gonna tell you the name of the customer and how many they should get. So you're gonna manually 
enter all of that here, put the quantities, go to your next slide, choose a shipping speed, and you're 
off to the races. So that's just two ways of doing a multi-channel fulfilled order.

1:35:39 S2: Okay. And I love MCF. You too, Lance? 

1:35:44 S3: Oh yeah, it's great, and essentially you're using Amazon as your warehouse. If you go 
back, Barrington, to the one thing where you had the quantities when they're like, the 925 and... I 
don't remember where that slide was. There it is. So you can kind of... You can gauge your 
inventory. And also Amazon sends you alerts when you get too low, so once you get a little lower 
you're thinking, "Okay I better not multichannel fulfill now 'cause I'm getting a little bit too low, I 
might not have the inventory to ship over. So I'm sure there's tools to maintain all that." I think Joe 
Lister's something that actually automates that.

1:36:18 S2: Joe Lister, AutoMCF, Sellbrite, Ecomdash... Shall I go on? 

[laughter]

1:36:25 S2: Lots of great software programs.

12/03/15 Page 30 of 39



ProvenQ4Plan.com

1:36:27 S1: Yeah, if you have a lot of sales, you can automate this process as Kat was just saying.

1:36:31 S3: Yeah, yeah, so essentially...

1:36:33 S2: Very smart to test it like that, very, very smart. And they're also asking about... I guess 
Saila said that they had an item that was restricted, they couldn't sell it on Amazon, so they were 
trying to sell it on another market place, but Amazon would not allow them to fulfill the order. I 
have not experienced that, have either of you? 

1:36:55 S1: If it's restricted in your account that means you can't ship it in. [chuckle] So if it's 
restricted, you're not gonna be able to...

1:37:00 S2: I've got items in my inventory right now, a silk shawl, I think. When they let me send it
in, everything was okay, but when it got there it became stranded-suppressed, and I can't get it out 
of there.

1:37:09 S1: Okay, that's different.

1:37:10 S2: So he's saying that he's trying to fulfill those items via like eBay, but Amazon won't let 
him ship it. Now I have done that before and been able to ship the item. Have either of you had that 
issue with not being able to ship it? 

1:37:23 S3: No, that's interesting though. I wonder if you can send it back to your house. Will it let 
him even have his item back or are they gonna destroy it? 

1:37:29 S2: I don't know. I have not seen that happen, so I would say that that's unusual and I 
would just open a case or try to have it sent back or something like that.

1:37:38 S1: Right, 'cause once you have it in inventory, it should be able to create a multi-channel 
fulfill order from it once you have it as available inventory. If they say rest of it is stranded, then no.

1:37:49 S2: Yeah. Okay, but when...

1:37:50 S3: Yeah it's probably suppressed, that's probably the case.

1:37:52 S2: Yeah that's what I was wondering. Okay, and so Shawn is asking, "Do you suggest a 
budget?" Like you talked about how to know if you are ready for this, you said, "Is my business 
ready?" And then Lance, thank you for warning us, don't wait forever thinking you're not quite 
ready. But would you suggest, okay, you should have $1,000 or $500, or an amount, Barrington? 

1:38:12 S1: You know what, we did a shipment with, I think about 200... We did a shipment with 
200, I think it was... Yeah, 200. $200, it was $200 to $500.

1:38:31 S2: And that was shipping or product or both together? 

1:38:35 S1: Everything, product, everything. Getting into the UK, we did one on our testing I think,
it was $200.
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1:38:44 S3: What was the thing you told me Barrington too, that you can send it over USPS flat 
rate if you wanted to...

1:38:47 S1: EMS. That's EMS.

1:38:52 S2: Those global priority flat rate boxes you mean, Lance? 

1:38:57 S3: I think that's what he told me, 'cause I remember when I first started out I was kind of 
intimidated to jump into it and Barrington said, "Hey, you can just send over something in the 
civilian mail and I don't think it goes through all the process of the other customs items." I'm not 
sure if that's still the case if you can do that, but there's always a way to try to get in there for cheap 
just to test it out.

1:39:19 S2: Okay, alright. Great comment. And they're asking, thank you Lori for this question, "It 
seems so easy to sign up for FBA export, why wouldn't everyone do it? Are there some negatives to 
that?"

1:39:32 S3: I don't know why. I could tell you, I've sold for... My seventh year selling I still didn't 
have a check 'til I met Barrington. I just didn't know it was there, so maybe other people are 
experiencing the same thing as me, so I don't see any reason not to check it, 'cause you're allowing 
people from other countries to shop on dot-com and have access to your store, so I don't see any 
reason to stop that from happening.

1:40:00 S2: Okay. I think you are right, I think that the audience here is just a step above your 
average FBA seller and they don't realize it.

[chuckle]

1:40:06 S2: Thank you Jim, this is a great question. "For FBA export is there more to do than the 
initial set up? I've done this for couple of years but I haven't seen very many international sales. My 
listings don't seem to indicate they're available international, it just shows domestic. I sold 
something one time to Hong Kong and that just shows domestic. I don't understand. Is there 
something wrong with my account?"

1:40:27 S1: No, there's nothing wrong with your account, it just may be the item may not be 
eligible. Not all of your items are eligible for international export. That's the only thing that I could 
think of, because once its eligible Amazon is gonna display it to customers shopping from around 
the world and they'll just be able to purchase. And the thing is, you're not gonna see anything 
different, it's just gonna be... Because Amazon handles all the back end stuff, you're not gonna see 
anything fancy or it's just gonna say... If you go into Amazon, "I shipped the items you sold", that 
email that you always get, all you're gonna see is that Amazon is... They have sent this product to 
Hong Kong or whatever, that's it, but there's not going to be anything else that stands out. Its just 
gonna be like a regular Amazon.com order.

1:41:12 S3: You might get lucky and find a product that has an appeal to an international crowd. 
Maybe you're just not selling stuff that people are interested in internationally, so maybe you'll get 
lucky.
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1:41:24 S2: And there are some strange laws, like books can't go into Canada, which is kind of 
strange, and shoes cannot go into Italy. So yeah, there's just some kind of strange things that we're 
not aware of. I'm sure Amazon has all that automated, so there may be just, the products aren't 
matching. David requests us to go back to the slide with the browser extensions and plug-ins, and I 
wanna remind you that Lance and Barrington will be sending out a resource list and will probably 
also add this to the Facebook group. So if there's something that you, "What was that tool?" 
Facebook group's a great place to ask those questions. Jim has a question again, Lance and 
Barrington about the...

1:42:01 S1: I looked at the site, it was live.

1:42:03 S2: It was live, okay. We actually went live on that, Jim.

[chuckle]

1:42:07 S2: Jim says that he assumes that Germany and France have their own warehouses, why 
would you just send to the UK? Do you wanna cover that real quickly again? 

1:42:16 S1: You start to send... For now unless you have a product that is extremely well in 
Germany, like you have a particular product that is extremely well in Germany, you would just send
it to the Amazon.co.uk because you're just starting out. Once you figure out that, "Oh wow, this 
particular Microsoft mouse sells extremely well in Italy," then you can say, "Okay, I'll get this 
product even closer to my target audience," because now you've identified that, that product sells 
well in Germany or Italy or wherever, but to start out we just send everything into Amazon.co.uk, 
that's like your testing ground, and then once you figure out that, "Hey, this product sells well," then
you get it directly into the warehouse because then it becomes closer to your customer.

1:43:00 S3: That's a good point, Barrington; that's kind of like.

1:43:02 S1: That's how Amazon does it.

1:43:04 S3: Yeah, it is kind of like what I was doing with the brown boxing when we were talking 
about brown boxing. In the beginning you just wanna test something out before you do a full fledge 
private label, maybe you just wanna get a box and try it out and send it into Amazon with your 
brand, or maybe just buy it wholesale at first and see if it sells and take those baby steps and then 
eventually you can think, "Okay, man this is a good seller I'm just gonna send it right to Italy for 
now on," so.

1:43:29 S1: That's correct.

1:43:29 S3: That's a good point, Barr.

1:43:31 S1: Yeah, Amazon does the same thing, you know what they do? When you send your 
products in you'll see 'reserved', and you're like, "Man, why are my products all reserved, and it's 
not available for sale?" Because they're moving your products, because they're like, "Hey, you know
what? We're gonna get this Dunkin Donuts coffee down by Kat because she likes the Dunkin 
Donuts, so they're gonna move it to a warehouse that's closer to Kat, so as soon as Kat clicks the 
button, it comes to her probably same day or next day. You know what I'm saying? So that's what 
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Amazon does, they move your stuff around, because they know where the demand is for this 
product.

1:44:03 S3: They know the demographics. I guarantee they know that stuff.

[chuckle]

1:44:06 S1: Correct. Correct.

1:44:07 S2: Okay, fantastic. Good question from Shawn, talking cash flow what kind of turnaround 
time, and I know that's a generic question, 'cause it all depends on how fast it sells, but generally 
speaking, I've got this great stuff I'm gonna send to the UK with transit time and all that, how fast 
am I looking at getting my money back? 

1:44:26 S1: I do say, that's a conditional question, it depends on how fast your product is gonna 
sell. But I've shown you the DHL times, DHL doesn't take long at all to get your products into the 
UK. So it's just, as soon as your products sell... The good thing about our account is, we have that, 
what'd you call that Lance? 24-hour gravy payout? 

1:44:46 S2: Oh, yeah.

1:44:46 S3: I love it.

1:44:47 S2: Jealous, jealous. Yes.

1:44:50 S1: Every 24 hours you can hit that withdraw button, especially now you can use that a lot.

1:44:54 S2: Magic button.

1:44:55 S1: Every 24 hours you hit that withdraw button, so it all depends on your account, if you 
have the 24 hour payout, and also how fast your products sell, because if you're selling out 1,000 in 
two weeks, obviously Amazon pays out every two weeks if you're a brand new seller, so it's really... 
That's the frequency that you'll see every two weeks.

1:45:15 S3: Check the category too, if it's a toy or if it's clothing, make sure you're checking the 
reviews, or shoes, you can see how many reviews the product has. I know my friend John, John 
Bullard he was selling some stuff out in the UK, and the toys he was selling like 130,000 rank toys, 
so I guess that stuff sells out there. I wasn't sure about that, 'cause I'm thinking, "Man, even dot-com
it's hard to sell that kind of a rank." But there's a demand out there, and sometimes the ranks look 
higher too, because they don't have FBA on a lot of the listings like we do, so the customers aren't 
really seeing listings, the traction's not as good, so sometimes the ranks might fib a little bit. You 
could send something out that's a 130,000 rank and it sells quickly.

1:46:06 S1: And also a good point to make is, John was saying the products that he was... He called
them duds in the US because they're weren't selling.

[laughter]
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1:46:14 S1: But he said, "The UK's like, these duds are selling, what?"

[laughter]

1:46:20 S2: Okay. And Christie has a shout out to say thank you. She says she's got these products 
that they buy for eight dollars and they're all excited 'cause they're selling online for $79 in the US, 
just found out the UK is at $127, so thank you.

[laughter]

1:46:34 S3: Pass the rolls, more gravy.

1:46:37 S1: If you just take advantage, and take action on a few of these tips, it's something that 
warms my heart when somebody says, "I came on a webinar and you just said one tip, or Lance said
something or Kat said something, and we went out, we took action, and it's working." That's what 
we love to hear. We're here for assistance as I said, if anybody's out there and you're like, "Listen, I 
wanna do this right now," send an email support@barringtonmcintosh.com, this is the busy season, 
maybe Melissa can help you or Sarah can help you, but we could get you up and rolling for the UK,
that's what we do. But as I said, if you need to just focus now and get Q4 out the way, get some 
gravy in your pocket, and then, "Okay, at the end of the month, I'm gonna move towards doing UK 
full-fledge in January." That's a good plan, but if you're already good to go and you know what 
you're doing, send us an email, support@barringtonmcintosh.com, we'll get you up and running.

1:47:34 S2: Okay, fantastic. And more happy birthday wishes for Lance who tried to sneak his 
birthday past us. I hope someone is giving him a spanking. Vanessa says thank you for kiwi. The 
resource link Vanessa, we'll put that out in a email, and also there's a lot of resources in the 
Facebook group, so she's asking about the resource link.

1:47:53 S1: We will get those resources up there guys. We will, we will, we will. Thank you so 
much for...

1:47:58 S2: I think we're almost there.

1:48:00 S1: This audience was awesome. [laughter]

1:48:00 S2: There's a lot of thank yous, and it says, "Make sure your VA has access to the USA 
website." Thank you, Amy, that's right. Oh, here's the German word that I'm not... I'm gonna mangle
this, "Kaffeebohnen". That's wrong, yeah. I don't have a German accent; sorry I have an Italian or I 
don't have... K-A-F-F-E-E-B-O-H-N-E-N. Thank you, Daniel, not even gonna try to butcher that.

1:48:26 S1: Is that Daniel Krausz? Yeah, Daniel knows, he does the German stuff. And then guys, 
be creative. If you know somebody that's a German speaker native, and you can work something 
out with them, have them translate your listing. We use Google translate, that's not the best because 
it really conveys the German, German, but it does the job, but if you know somebody that speaks 
German, hey, you could talk to him and said, "Hey, can you convert my listings to German and 
really make it come alive and make a persons really go buy it?" You would be surprised at what 
happens when you really have the good, right words in there and the right keyword, your listing 
starts to go ballistic.
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1:49:01 S2: Love it. Denise wants to know if Scoutify works. I don't know, there's no inventory lab 
folks here. Do you know if Scoutify works on the UK site? 

1:49:11 S3: I don't know.

1:49:12 S2: Okay. And Barrington, are you selling in China? I would suggest, Denise, that you ask 
at the inventory lab Facebook group, they have a great group there.

1:49:19 S1: Yeah. No, not just yet, probably the next one is probably gonna be Japan, so for now 
we're in US, we're in Canada, we're in the UK, Germany, Spain, Italy and France.

1:49:32 S2: Cris says, "when I try to add listings from Amazon.com to Amazon.ca, I have the 
option to automatically enable listings, does that make them disappear from Amazon and appear, or 
do they appear in both places?"

1:49:45 S1: No, they just appear in both places.

1:49:48 S2: Will the customer be confused by a message from Amazon? Do you wanna address 
that, Barry? 

1:49:54 S1: The great thing about Amazon, is that once you pay them that 29 pounds [1:50:00] 
____ cents per month, they handle the customer service in the customer's language, you don't need 
to worry about that. That's the beautiful thing of giving Amazon the stuff that they know how to do 
well and just paying them to do it. Sometimes you will get a message that comes through on your 
message center, well what happens is you... Amazon has... Well, for Google, it has a translate 
button, so you can hit translate and it will convert from French to English, or German to English, so
you don't really worry about that too much. Amazon communicates with your customer just with 
FBA, and they take care of all that.

1:50:36 S1: If something comes through and you're hard pressed, you don't have that translate 
option, use Google Translate and kinda give you a basic idea of what happens. And also one more 
thing that I wanted to say before I leave is, always try to have all your emails come into one 
mailbox, so if you have two gmail that needed to go into the second gmail account and forward it to
the main mailbox that you check all the time, so that you don't miss any messages, 'cause that can 
get you a ding on your performance matrix, so you always want to make sure that you're responding
to the customers' messages and all of that kinda thing, because all you're dealing with multiple 
platforms, and Q4 it gets crazy, 'cause you have message over here in Germany, message over here 
in Italy, it really can get...

1:51:18 S1: And the good thing is if you're able to find a product and it's selling well in Spain, it's 
like finding gold and nobody else knows it, because you just... You're creative, you went on Spain 
and you found out that Spanish needles bells sold well. Nobody else is doing that. You're just cream 
in the listing. It's a wonderful feeling. 99% Buy Box, getting the euros coming over to your 
accounts.

1:51:46 S2: Ninety-nine percent Buy Box, gotta love that. They would love a Webinar on 
automating this multichannel Fulfillment. Bill, I think that's a great idea. Bill, that's a great 
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comment. He says, "Maybe that product was in Hazmat status that FBA would not allow Chris to 
ship, so that's a great point.

1:52:00 S3: Oh, that's a good point.

1:52:00 S1: Yep. I think that's...

1:52:02 S2: Chris, this is a good one. If I'm doing a unified North America account, do you 
recommend setting up connected listings? 

1:52:09 S1: Really, all it does is your dot-com will host the product, but if you get a sale, unless 
Amazon... If they don't do the export, then you probably will have to fill that order. That's just the 
thing, if they don't do export, then you'll have to fill that order. So, I'm not too sure on the connected
accounts in terms of... I know like for us, when we have the products in the UK. If a German 
customer buys, Amazon just fills the order, and it sends it over to Germany, and we don't do 
anything else. Our inventory will go to them by whatever the quantity they bought, but we don't do 
anything else, it just goes to the customer. I'm not so certain about with Canada and dot-com, 
because then I know you have to do the shipping. So unless Amazon has the partnered shipping 
rates and they're gonna send it directly over to your Canadian or your Mexican customers, then you 
use... All you're doing is expanding the listings, just turning them on and it makes it available in 
those countries, that's all it does.

1:53:08 S2: Okay, fantastic. Vera wants to know about buying straight from an online retailer and 
have them shipped to the UK fulfillment centers. You'd still have to do the prep work, correct? 

1:53:19 S1: Correct. Correct.

1:53:20 S2: Okay. Alright.

1:53:21 S1: Doesn't work, so you could do the same thing in the dot-com where you could just buy 
on Walmart and send it to FBA centers, doesn't work like that. Have to get it prepped and sent it.

1:53:30 S2: Yep. And we did talk about prep centers in the UK and you talked about giving us a list
of some of those, so there is an option for prep centers. They're asking, Sarah wants to know if you 
have to pay a fee. FBA export is included in your monthly fee, the other sites are extra. Correct, 
Barrington? 

1:53:45 S1: Correct, correct, correct. So FBA export is already included, you don't need to do 
anything else, but if you want to sell directly on the European marketplaces, you have to pay 29 
pounds and 99 pence every month, but the first three months are free, so you can test it out, see if 
you love it.

1:54:02 S3: Guys, remember there's less competition out there, so if you're running Amazon ads, if 
you do the ad on dot-com, can you imagine that the competition is gonna be a lot less out in the UK 
for those words that you're tryin' to rank in, for some of those keywords you're tryin' to rank for. 
Can you imagine the promos out there, if you're giving away product, trying to get traction on your 
listing, how much easier it's gonna be out in the UK. So, it's definitely a lot less competition.
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1:54:34 S1: Yup.

1:54:35 S2: Okay. And then we have some questions about income tax and that kind of thing, I 
think those kind of... We're a little bit late, running late for those questions, and that'd be a great 
question for the Facebook group to discuss the implications. Basically if you are a US citizen, and 
you are making money, the government would like to know about that, and they would like you to 
make taxes on it.

1:54:53 S1: And when you're doing the tax interview, they will automatically ask you for your 
Social Security number or your EIN number, and they're gonna send you a 1099 on that.

1:55:04 S2: So the government already knows about that. [laughter]

1:55:08 S1: Send you that 1099, they're gonna say, "Hey, you made this money over in the UK!"

[chuckle]

1:55:13 S2: Okay, great. Okay, does your feedback trading transfer over? Do you start as a new 
seller on UK and those sites? Good question.

1:55:23 S1: You're a brand new seller. Nothing in the dot-com has to do with what you're doing 
over in the UK. You can use the same store name, you can use your same store name, but you're a 
brand new seller, it says... What was that? Just launched.

1:55:37 S3: Just launched.

1:55:38 S1: You do that. Just launched.

[laughter]

1:55:41 S2: "I'm new, be nice to me." I think it's, "I'm new, be nice to me." And we'll get that done, 
last words, Barrington and Lance? 

1:55:49 S1: Thank you so much for joining us on this webinar, hopefully it was an eye-opener, 
hopefully there are some things that have your mind going. But, as I mentioned, focus on Q4, if 
you're already up and running and everything is already in for Q4, you're like, "I wanna do this now,
I wanna do this now," we do have a program that we can get you all set up and running, but focus 
on Q4, get that up and running, get that out the way, and then afterwards, January, it's time to rock 
and roll, show time for the UK. And take action on the points that you learned, that's the biggest 
thing. You can come on these webinars, you can listen all night long, but if you take no action, 
nothing is gonna change.

1:56:31 S3: Barrington, I'm gonna go ahead and piggyback on what you just said with the focus. If 
you're out there, you're listenin' to the naysayers, you're not focusing, if you're listening to 
negativity, you're not focusing. If you're playing on Facebook and playing in the WhatsApp groups, 
you're definitely not focusing. It makes me think of, you guys all know this guy, Martin Luther 
King. I was watching a clip the other day on YouTube. It was one of those old clips, black and 
white, you hear the cracking in the background, and Martin Luther King has the podium and he's 
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talking to the people, and you can just see in his... I've never seen focus like that, in somebody's eye.
You could just see that the guy had a vision, and he said to the crowd, he said "I would love to live a
full wonderful life," but he said, "You know what, I know what God's plan is, and I'm not scared of 
the outcome." He said, "I've been to the mountaintop, I've looked down and I've seen the promised 
land." So as you go on to Q4, just make sure you focus. I'm definitely gonna piggy back off that, 
Barrington. So, I think that's the key.

1:57:37 S1: Yep.

1:57:38 S2: Okay, guys.
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