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Webinar 3:
Expanding Your Horizons

Lance Wolf & Barrington McIntosh

0:00:01 Barrington McIntosh: Alright guys, sorry for the late start. Hopefully, you're hearing me. 
I was good on internet all day long, I'm here in Florida, and as soon as it's time for the webinar, the 
internet, AT&T had to go and have issues. But I'm here. Just wanna check in, if you guys are 
hearing me. Are you guys hearing me okay? 

0:00:20 Lance Wolf: I hear you great, Barrington. And just to let you know, man, don't worry, we 
were having fun on here. We've been doing questions for the last 20 minutes, so no pressure on 
hopping on late. Everybody's ready to hear you, and they're excited.

0:00:37 BM: Alright, excellent, excellent. And what I have done as well is we're gonna be talking 
about JoeLister tonight, and I reached out to the guys over at JoeLister, and actually Jessica from 
JoeLister is on, so you can ask your questions in the chat while I'm going through, and she will be 
able to take your questions and answer your questions from there. So a great resource for you guys 
that you can... When I'm talking about JoeLister, you can ask any specific questions that you have, 
and Jessica is in the chat and she'll be able to help you. So Stephen, are you hearing me okay? Let 
me just go in the questions for us here...

0:01:10 Stephen Smotherman: Yeah, I'm hearing you just fine.

0:01:12 BM: Alright. Susie, what's going on? Alright guys, are you seeing my screen? That's the 
next thing, are you seeing my screen? 

0:01:18 SS: Yes.

0:01:20 BM: Alright, great. So what we're gonna be talking about tonight is expanding your 
horizons. And the next slide, Lance is gonna relate to the next slide. I want you guys to... Q4's great,
you're making a lot of sales. Lance, guess what? Today, I checked in on my account and I had... 
What was it? Most of my stuff already sold out, and I'm thinking I'm prepared.

0:01:46 LW: That's awesome.

0:01:48 BM: And this is because we expanded to eBay. So not only are we getting sales on 
Amazon, the eBay sales are coming in. And Sara was like, "Wow, I thought we had enough 
inventory in here, but we're just looking at the Amazon orders, and we're not looking at the eBay 
orders." And that's why our inventory flew out the door so quickly. That's great, because what we're 
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gonna be talking about tonight is how to leverage eBay as another platform, and also doing multi-
channel fulfilled orders. Because it's coming up to the time right now that you may be out of 
inventory as well on Amazon, you need to check, I'm gonna show you how to check that. And if 
you're out of inventory, and the timing is too close to be able to send it directly into Amazon and 
then have Amazon ship to the customer, what we're gonna do this evening is teach you guys how to 
create a multi-channel fulfilled order that you can, if you have inventory at Amazon, you can 
quickly just create a multi-channel fulfilled order and send it directly to eBay, or Rakuten, or your 
whole website or whatever. Or you can also have your lister automate that whole process for you by
doing everything, sending out the order to the customer, updating the inventory quantities, updating 
the shipping labels, everything. It's automatic, it's all done, it's so seamless. I've been using them for
a while, and it does work really well for us.

0:03:06 BM: So let's jump in right now, and we're gonna jump into the presentation for tonight. 
This is something that I want to rivet in your head, there are no excuses. This is the Wolf of 
Amazon, and he's telling you there's no excuses, no excuses. You guys have to just jump in and 
have the proper mindset, and then you'll be able to take it to another level. And remember, yes I'm 
here in Florida now trying to take advantage of the Q4 rush and that adrenaline rush that you get in 
the stores, finding a whole pallet... I mean, Lance, we found a whole pallet of Isotoner slippers in 
Sam's Club, I took a picture, I sent it in the group. That gets the adrenaline rushing. Even though we
don't do much retail arbitrage, but this time of year is when you capitalize on retail arbitrage, 
because this time of year presents huge opportunities for retail arbitrage. And we were able to see a 
whole pallet, I mean we just bought some to send in, but there was a whole pallet there. People were
going crazy over it, there was a whole pallet, the guy was just unwrapping the pallet and all the 
adrenaline is rushing, you're just like, "Jeez, this is a score." You got everything here. And it was at 
the Sam's Club, I think it was $9.98, and they're going for $29.99 or $34.99.

0:04:18 LW: That's good mark up.

0:04:21 BM: It's really good margins. Now the first thing I wanted to talk about, guys, was your 
mindset. And I got some nice pictures here off of Google. And when you look at some of the things,
you have the blue side, that's the growth mindset, and you have the other side, that's the fixed 
mindset. Now one of the things that the fixed mindset says is, "Failure is the limit of my abilities. 
And I'm either good or I'm not." Or, "When I get frustrated, I give up." Those are some of the bullet 
points that jumps out at you from a fixed mindset. Well let's pop over here to the growth mindset, 
and we're gonna look at how this growth mindset thinks, "Failure is an opportunity to grow." So if 
you do something and it didn't turn out as you expected, it's not something we're like, "Oh well, I'm 
a failure, I'm not gonna do this again." No, we thrive on these things because we fail in order to 
make better decisions, because something you might think that this is great and you did whatever, 
and it didn't turn out the way you wanted. But failure is an opportunity to grow, think about it that 
way.

0:05:24 BM: If you didn't have this amazing Q4 that we always talk, you know what? You learnt a 
whole lot, so for next year, you're ready to go. "Challenges help me grow." You want to think of 
challenges that come like, "Okay, these are going to help me grow next year." I mean Lance has 
been doing this for about 10 years, more than me, I think I'm seven years, and every year you learn 
something. And it's amazing that every Q4 we go through, there is one individual, or one person 
that makes a statement and you're thinking, "Wow, I'm doing this for 10 years and I never knew 
that." And it's significant. And just that one thing that you didn't know, if you implemented it in 
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your business, if you take action on it in your business, you would be amazed at what happens long-
term for you.

0:06:07 BM: "I like to try new things." That's the growth mindset. And if you look at all the people 
that are really successful and really doing this business, it's they don't follow the hard mentality, 
they learn and then they're like, "Wow, I can create this little strategy." Look at Abe, I'm talking 
about KidiBeats Drum Sets years upon years, he had the KidiBeats Drum Sets with something else, 
and boom, that's his creative strategy and now he's able to leverage this one idea that he knows is 
great, and now he's able to leverage that idea by just adding something else, another VTech product,
and we could see the numbers, created a nice bundle, and boom, he's off to the races. That's his 
creativity being brought into the mix.

0:06:46 BM: And that's what we encourage you guys to do. Look at what's been done, "I'm gonna 
take a little bit from Lance, I'm gonna take a little bit from Barrington and then I'm gonna bring my 
own creativity to the mix and I'm gonna make it super. Now when I take the strategy back to Lance 
and Barrington, I'm gonna say, 'Hey, this is what I learned from you, this is what I learned from you,
and this is what I brought to the table and look at my numbers now.'" That's what we want to see. So
we challenge you guys, you can still... What's today? Lance, today is the 5th? Yeah, today is the 5th.

0:07:15 LW: 5th, yeah. December 5th.

0:07:17 BM: You can still crush Q4, even though you just have two weeks, even just with merchant
fulfilling. And that's what we're gonna be talking about tonight, we're gonna be talking about 
merchant...

0:07:25 LW: I can jump in real quick too, Barrington. It's only December 5th. If you haven't done a 
single thing right now, you could still wait five more days, and you could go out on December 10th 
and still make $20,000.

0:07:39 BM: Easy.

0:07:40 LW: If you have the heart to do it, and if you have the determination and the desire to 
succeed, you can still do it. It's not too late, if anybody is thinking it's too late, it's not too late.

0:07:50 BM: Right, it's not too late, guys, and we want to put that in your mind, it's not too late. 
Yes, the Q4 groups close on December 21st, but it's not too late to go out there and just take action. 
And sometimes you might be thinking, "I'm trying this, I go out, I scan, sometimes I didn't find 
anything." But look in your groups, look at the post on Facebook, people are talking about... I mean 
there's this one lady that said, "Hey, I made $9,000 off of Hatchimals." It didn't happen because she 
sat at home and she didn't take any action, she had to take massive action to go and find those, to go
and hustle. And she made $9,000 in profit off of one product, Hatchimals. $9,000 off of one 
product. I mean her investment is well spent, she's like, "Well I spent $297, I made $9,000 in profit 
off of one item."

0:08:39 BM: That's taking action. You cannot sit and then say, "Oh, this didn't happen, that didn't 
happen." You have to get active, you have to go out there, you have to scan. Go out there and scan. 
As Lance mentioned his strategy, he goes out, he scans the aisle, starts from even things that you're 
not too familiar with, but you start scan on the end caps, maybe clearance, and you just might find 
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that winner that nobody sees. So we want you to cultivate that growth mindset. Failure is an 
opportunity to grow, always remember that. Failure is an opportunity to grow.

0:09:10 LW: Real quick, Barrington. It only takes one winner, too, to get you going. And then when
you get that winner, you share it with the group and that makes you feel even better.

0:09:19 BM: Yep.

0:09:19 LW: I remember when we first started our group, I was more excited to get on the thing 
and share what I found, to put it in my cart. I think the first thing I did is I shared it, and then I put it
in the cart. Because I was so excited to give back, because people were giving their deals to me. 
And if you find that one thing, you start hitting all the other stores, and that's when I get on that hot 
trail. You find one product, and you just start hitting all the other Walmarts, because you know they 
have it. And that's when you're in the groove, you just gotta get in that groove, you gotta get there.

0:09:51 BM: And it takes one product. Lance, I can't tell you how excited I was, I mean you're 
going through and you're like, "Oh, yeah." People are like, "I can't find any of these Isotoner 
slippers, they're sold out everywhere." And we walk into a Sam's Club, we were looking for... I 
mean we were actually looking for that product, so we said, "Okay, we're close to a Sam's Club here
in Florida. Let's just walk in there, let's just see." And as soon as we walked in we're like, "Do you 
guys have any Isotoner slippers?" They're like, "Okay right on this aisle here." As soon as we went 
on the aisle, a manager was coming out with a pallet. And I'm thinking, "Man, this is... " You get 
goose pimples.

[laughter]

0:10:27 LW: You just put your arms out there, and just poured them all in the cart, probably. You 
just swiped them.

0:10:32 BM: I'm telling you, and you know what? The beautiful thing is people are coming out and
shop in Sam's Club, it's like a wholesale club, they don't come out with the single items, they're 
coming out with cases of this, case pack of that, so if you were walking out with the whole pallet, it 
wouldn't be a problem, it would be just like, "Okay, let's bring out another pallet." And just from 
there you start to build relationships. So let's jump on over to our next slide. Why the need to 
diversify? Because there is increased competition. You go out, you find this wonderful product, you 
sell it in and then you have 100 sellers on there. We run into restriction problems, we know that 
Amazon has been restricting a lot of the different products they're like, "Okay, this is restricted, 
that's restricted." And it's really to make their platform much more safe, much more secure for their 
buyers, because they're really fanatic about their buyers. So we can't say, "Oh, this a bad thing." 
Because it keeps people off who are trying to sell fake stuff.

0:11:21 BM: Restricted brands, restricted categories, you want to also grow your business so you're
thinking, "Persons spend money on eBay too, it's not only Amazon that they spend money on, they 
spend money on eBay." And also sometimes you think, "Wow, I used to make $15 on this product, 
now I'm making $5." It's coming down to that scrounge price where like, "Wow, I was making $15, 
now I'm making five dollars because a ton of people are on the listing." So now you're thinking, 
"How can I go around this? What can I do in order to still make that $15 in profit? You can expand, 
you can diversify, you can have your listings show up on other marketplaces, and it creates more 
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eyeballs on your listing which equals greater sales numbers. And as I said to you guys, we were 
looking at our inventory today and we're out of stock on many of our popular sellers, why? Because
people are buying on eBay, too. So it's not only the Amazon customers that are buying, the eBay 
customers are buying as well.

0:12:14 BM: Expanding to new platforms, and here are just some of the platforms that we sell on, 
and platforms that you guys can think about seriously for next year, eBay. And we're gonna be 
talking about JoeLister and how they assist us with getting onto new platforms. WalMart, Jet is also 
another platform up-and-coming, there's Sears Marketplace, there's Rakuten and there's Bonanza. 
Those are just some of the ones that we've traded on, and we actually have success on. But what 
happens is can you imagine, if you can find a way to continually buy a particular product. Let's say 
you found a wholesaler, so you can buy these in volume over and over and over again, and you are 
able to list on multiple marketplaces. Now the quantity of your orders is gonna go up, and your 
sales is gonna go up, because now you are exposing that sales queue to multiple marketplaces, 
multiple persons are looking in on that, so you start to get more sales. And that's all you want, you 
want to be able to sell more.

0:13:09 BM: Now, why I love JoeLister. I heard about their service and I was thinking, "Yeah, okay
I'm gonna... " They say, "Okay, Amazon to eBay in five minutes." And Lance, I saw this first and I 
was like, "Yeah, yeah, yeah. People always say stuff." But I was talking with Randy, I've been 
talking to Randy at CDS, and he's like, "Yeah, I'm using JoeLister and it's working for me." So 
whenever you get an endorsement from someone that you trust, you're gonna be like, "Okay, well 
it's working for him. I'm just gonna try it."

0:13:35 LW: And he's smart, that's a good [0:13:36] ____.

0:13:37 BM: That's what you want to do. Okay, Lance is saying, "Barrington, I'm doing this 
strategy and I'm crushing it." You think I'm gonna sit back and say, "Oh well, Lance is just trying to 
sell me something." No, I trust him, I trust his judgement. So I'm gonna be, "Okay, well I'm gonna 
try it too, just to make sure to see what's going on." And we have had many of those conversations 
before, Lance, where I tell you a strategy, you tell me a strategy, we go and implement it and boom, 
success. Instant success, because you already tested it, you know it's working. So what I love about 
JoeLister is they look at your Amazon prices and they say, "Okay, he's selling this product for 
$39.99." Then they correlate the prices to eBay, so they say, "Okay, we can transfer your listings 
automatically, have it ready for eBay," and I'm gonna show you how that works, "have it ready for 
eBay. And what we're gonna do is we know that when you sell on eBay, there's a final value fees 
and all that kind of stuff. Also, we know that when you get paid in your PayPal, PayPal is gonna 
take on some fees. So what we're going to do is we are going to match up everything so that the 
same payout that you get on Amazon is the same payout that you get on eBay after all the fees."

0:14:48 BM: So they go ahead and automatically calculate all of that for you, so it's not like you're 
thinking, "Yeah, yeah, I made a sale on eBay, but guess what? After PayPal fees, I'm losing." No, 
they've figured in everything, everything in the matrix, so whatever you get paid out on Amazon, it's
the same thing you're gonna get paid out on eBay after all the fees. Now the beautiful part is the 
integration with Amazon shipping. Now if you have a product and it's displayed as FBA on 
Amazon, what they will do is once the sale come in on eBay, it automatically goes over to Amazon 
and says, "Okay, yes, he has inventory. I'm gonna pull the customer's name from eBay, and we're 
gonna ship that out using Amazon's shipping prices and everything." And that goes out as a 
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merchant-fulfilled shipping to your eBay customer. And people will always say to me, "So 
Barrington, customers on eBay, aren't they gonna scream and say, 'Hey, I didn't buy from Amazon. 
Why am I getting a stuff in smiley box?'" It doesn't matter, the customer orders a pound of coffee, a 
customer gets a pound coffee, the customer drinks a pound of coffee, the customer loves a pound of 
coffee, that's it. They just want to know that their order is being delivered.

0:16:00 BM: And one strategy that we used on eBay is we compare prices, we look at what others 
are selling for. And because we have the good shipping rate from Amazon, we will say, "Hey, free 
second day shipping." Or we give them some kind of incentive to buy our listing, even though we 
know that we're able to get second day for like $3.99, or whatever, we can leverage Amazon's low 
shipping rates to our advantage, by being able to be way more competitively priced on eBay. And 
also, eBay customers love free shipping. They just love free shipping. So if you calculate everything
and it's working for you, boom, you can just, "Free shipping on this order." Persons will come, 
they'll see your listing for free shipping, then they'll see somebody else's listing plus $5.99 for a 
shipping in the US, they're just gonna say, "Forget the $5.99, we're gonna go straight with this 
listing that has free shipping." So you can leverage Amazon's massive strength when it comes to 
shipping on your eBay platform, or on any other platform that you have, because people love free 
shipping. So you can offer free shipping, and that's a beautiful thing.

0:17:00 BM: Now, when you have a service like JoeLister, what they do is they will track that 
order for you, and put your tracking information in the eBay order, so you don't have to do that 
manually. Your customer says, "Hey, shipping item bought this." Okay, your eBay item sold, then it 
goes over to Amazon, they create the shipping and everything. And once Amazon updates and says, 
"Hey, here's the tracking number. It's on UPS and that's the tracking number." They will grab that 
tracking number and they'll put that on eBay. So all of that is automatically updated, so you don't 
have to worry about any of that.

0:17:40 BM: Now, the only scenario that requires your individual attention is if you have a 
merchant-fulfilled listing, because they will bring over your merchant-fulfilled listings too, not only
your FBA. They'll bring over your merchant-fulfilled listings, so if you have a merchant-fulfilled 
listing on Amazon, let's say you're selling a two-pack of coffee, and you have that on Amazon and 
they bring over that listing and have it integrated with eBay, and it's now showing up. If someone 
comes and buys that, two pound listing of coffee, what's gonna happen is they're gonna send you 
and say, "Okay, this requires your attention." Because this is not FBA, this is a merchant-fulfilled. 
So those are the ones that you have to go in there manually and create a fulfillment order, and send 
it out to the customer. And we're gonna show you how to do that. But so far...

0:18:22 LW: That's nice too, Barrington, just because we gotta do that anyhow in Amazon with 
merchant-fulfilled, so it's just like you're still doing a step anyway, so that's pretty cool.

0:18:31 BM: Yep, so you're still doing the merchant-fulfilled. Now, here is with JoeLister, when I 
saw this, Lance, I'm like, "Amazon to eBay in five minutes? Yeah, right." I actually timed it, I timed
it and it was about five minutes, and it pulled over everything. And it will ask you, "Do you want to 
list these merchant-fulfilled listings on eBay?" Because remember, when it sells, you have to go fill 
in the order yourself. I'm like, "Sure, I just wanna try it out." And it works, it works so seamless. It's
the easiest and fastest way to list and fulfill your Amazon inventory on eBay. And they truly are... 
And also, now I'm seeing that they're available for US, Canada and the UK, and you know that we 
do a lot of global, so hey, this is definitely something more. Now, the good thing about it is a lot of 
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persons run from eBay, Lance, because they're thinking, "Man, I have to go create listings, and I 
have to go bring up the pictures, and I have to go put in all the descriptions."

0:19:23 LW: I was talking about that with Jessica, yep.

0:19:25 BM: Oh, man. I think that was one of the biggest drawbacks for persons, because Amazon 
makes it so easy. Life is so easy on Amazon, you're like, "Why should I leave from easy, and go 
over here to be creating and writing a description, and doing... Oh, I don't wanna do all that stuff." 
That's what JoeLister does. They, as I mentioned, beautiful listings, smart pricing, quantity sync. So 
they're gonna sync the quantity and say, "Okay, I have 100 of this coffee on Amazon. It's on FBA." 
Now your quantity is gonna say 100 on eBay. Now, let's say you get an order for five, the quantity 
automatically reduces on Amazon as well, even though the order wasn't on Amazon, the quantity 
will reduce now down to 95, and vice versa. And they'll toggle it, and they have a 50-minute 
refresh, so they'll toggle it and they'll know that, "Oh, okay. Well, he's going low on here." And if it 
goes low, listing is offline.

0:20:15 BM: So if you sell out on whatever, listing is offline, so now you can't oversell and cause 
problem, like, "Man, I went and it oversold." Your listing is offline. So automatic order fulfillment, 
automatic tracking upload, and automatic buyer feedback. All the stuff that we want to do, but we 
just don't have the time, they take care of all of this for you. And this is their main page here, and 
you can see JoeLister, the Amazon inventory, you can check on your eBay listings. And the 
beautiful thing with this, Lance, is they will... I mean when you look at all of this, I'm gonna show 
you what happens on the next slide, but when you look at all of this, you see your ASIN and blah, 
blah, blah, Monopoly Deal card game. And then now you're gonna say, "eBay status: All. Amazon 
status: All. Visibility: Visible." So it says Amazon Fulfilled Network. So you have both of these. 
When you go on the next slide...

0:21:11 LW: And Barrington, just so everybody knows, Jessica is here too from JoeLister. So if you
guys have questions, make sure you're typing in the chat box, because she's here and she's gonna 
answer your questions.

0:21:23 BM: Right. So Jessica is here, and she's gonna answer your questions. So she's the expert 
from JoeLister, we brought her on to make sure that we cover all the bases when it comes to this, 
because this is a great, great opportunity for you guys, Amazon sellers wanting to expand their 
business. Now what happens is this is the listing now, so we go back here... Let's go back here, real 
quickly. So this is the Monopoly deal card listing.

0:21:44 LW: There you go, I love these. I love the deal card. [chuckle]

0:21:46 BM: Oh, you love these. So this is it, Lance. It's all now nicely prepared, all the description
is in there, I didn't do anything. So we see here it's pulling the images, it's pulling your Amazon 
images. If you look here, this is the URL for your Amazon images, so it's going over to Amazon, it's
grabbing the image and it's bringing it over and it's saying, "Hey, this is the image we want, and we 
want these other images." And it's gonna say, "Here's your Amazon price, $13.78. Here's your eBay 
price." You may have to go a little higher, because they have to account for PayPal fees, and blah, 
blah, blah. So look at this, it's almost identical. Amazon earnings $6.41, eBay earnings $6.76. So it 
makes all of the hard work easy, so you're done with that. So all the hard work is done and they're 
gonna bring everything over for you. This is a good start for persons worried about, "Oh, man, I 
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don't know if I wanna do this and I'm not too sure." This is a great start for you, because this is like 
assistance, this is like hand-holding to take you through the process of the whole eBay to Amazon 
thing. So this is what you want to use here. This is a software that can really help you. And 
whenever you find software that can help you to make more money in less time, automate some of 
the tedious processes, that's what you want to jump on.

0:22:55 SS: Now look at this now, nice listing. I could never create this listing on eBay, it's gonna 
take me forever. I gotta copy all the details. I gotta get all the features. But here you go, this is a nice
listing, the image is there, product overview, the details, features, everything is nice and ready for 
eBay, and it's up and running in minutes. As soon as you bring it across, you tell JoeLister what you 
want to list on Amazon, all of this is up and running, and you are ready to go. So this product is 
gonna be live on eBay, boom, you're ready to go. And it brings all of this across automatically, and 
that's what you want, that is what you want. So you don't have to go in and do any of this manually, 
it's automatic, everything is pulled across, and that's what you really want.

0:23:42 BM: Now here are some more benefits, you mentioned before inventory is updated 
automatically to ensure no out of stock. All of the fees are taken into account, the PayPal fees, the 
eBay fees. But this is the good one. A lot of people on here, Lance, they don't have the accounts, the
older accounts like myself or you have, or other sellers who've been on Amazon for a little while. 
So what happens is the access to the gravy, the access to the cash flow, it's kind of tied up because 
you have to wait two weeks before Amazon will send you a cheque. But guess what? You now have
this product being displayed on eBay, and guess what? It starts to sell. So guess what? You get this 
money right in PayPal, so that gives you access to cash, and that's another big benefit that a lot of 
persons on Amazon. So now I jump on my PayPal, I call them like, "Oh, wow, you sold some of 
these. I have the money right now, I'm ready. I can go and repurchase more inventory." And do all 
of that.

0:24:38 LW: Yep.

0:24:41 BM: So it gives you faster access to cash, even without using any of these cash services, or
services that say, "Hey, we're gonna give your Amazon payout tomorrow," or whatever. But this 
way, you have access to your cash because you just sold it on eBay, and you can go back even 
before Amazon sends you a cheque, so it frees up that cash flow that you really need during this 
time. Because this time, what we talk about is sending, rinse and repeat, sending, rinse and repeat, 
rinse and repeat. If you don't have the cash or the credit, then you won't be able to. But this way, this
is another big benefit that a lot of persons take for granted. You have access to your cash because 
you sold this on eBay, eBay uses PayPal, and that's instant. As soon as a customer purchases, boom,
money comes right in your PayPal, you have your PayPal card, you can go and reorder. So that's 
another huge benefit that a lot of persons weren't even looking at.

0:25:29 BM: So now that we've spoken about this service, JoeLister, obviously guys, you have 
Jessica in the chat and you're gonna ask her questions. I'm gonna be talking about multi-channel 
fulfillment, and what this actually is. How to create multi-channel fulfilled order. And I'm gonna be 
sharing a strategy that we have used for the past seven years, and it's very underutilized, a lot of 
persons don't use it. And we're gonna be spilling the beans on this strategy that we've used every 
single year to dominate Q4, even when we have a ton of competition. You wanna listen in for this 
strategy.
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0:26:05 BM: Now, what is multi-channel fulfillment? You are using inventory that you already 
have at Amazon, and you're filling orders from your other channels, from your eBay, from your 
Rakuten, from your Sears Marketplace, from your WalMart Marketplace, whatever, you're using 
inventory that's already sent into Amazon to fill these orders on your own website. So that's multi-
channel fulfillment. Now, what we do is we create a lot of multi-packs, and we're gonna show you 
strategies that we've used... I mean we use it daily. We've used this creating multi-packs strategy 
daily to really sell way more than our competition that's on the same listing, on the single listing. 
You can accept more merchant-fulfilled orders for inventory, even inventory that's on the way to the
fulfillment center, and that's something a lot of persons take for granted. How long do your 
shipments take to get to Amazon, Lance? I mean just average, what's the average time that your 
shipments take to get into Amazon? 

0:27:06 LW: You mean like when I set it up, and I send it to them, box it up? 

0:27:10 BM: Right, box it up when you're sending it to Amazon. What's the average time in transit 
to Amazon? 

0:27:13 LW: Maybe two to three days if it goes to a local warehouse. Local warehouse would be 
overnight, the next day they start receiving it. I might have to send it three to four days...

0:27:24 BM: Right. So, that might be about three or four days? 

0:27:26 LW: Yeah, three to four days, let's say that.

0:27:28 BM: Okay, good. So, three to four days. Now, what we do is let's say we have 100 of a 
particular product going into Amazon, and it's this time of year, show time, and we don't want to 
miss that sale. Amazon has a thing where they say, "Okay, back order, in stock on blah, blah, blah." 
Because they know it's coming. Amazon uses this strategy. We use the same strategy as well with 
merchant-fulfilled. So what we will do is we'll send 100 of this particular product into Amazon, and 
we'll create a two-pack, a three pack, and a six pack listing. So that's live, that's available for sale. 
So, during that two to three days that our shipment is in transit to Amazon, we're taking orders. 
We're not missing the orders, we're taking orders on the two-pack, we're taking orders on the three 
pack, we're taking orders on the six pack.

0:28:18 BM: As soon as that hits Amazon, we can just go in, create a multi-channel fulfill order and
fill it for the customer. Because when you have items on merchant-fulfilled, you get a longer time to
fill the orders. So you get 10 days, or whatever, you get a longer time to get the order to the 
customer. So we can time it and say, "Okay, this is gonna get here in three days, and we have 10 
days to get to the customer. So even if I took the order on the first day, I can still get that to them in 
no time." Crunching my numbers, knowing my shipping, I'm able to be selling... Sometimes, Lance,
when we send 100 in, by the time we create merchant-fulfilled orders when it gets in, we have like 
20 left. So we didn't miss any window.

0:28:57 BM: And Amazon does this all the time. What does Amazon do? Once they say, "Hey, 
Lance is sending in these Dancing Santas." And he's sending in 100, we know that it's on the way, 
because we tracked it, it's picked up by UPS and it's on the way to us. What does Amazon do, 
Lance? They take orders, they oversell, they're like, "Okay, well we're gonna take orders on it." And
as soon as your products get into Amazon's warehouse, then they start to ship out to the customer, 
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because the timing is not off, because they know within three days we're gonna have this here, 
because we're tracking and it's already picked up by UPS and it's coming to us. So we're gonna take 
out, and they will say, "More on the way." Or, "In stock on December 7th." "In stock on December 
8th."

0:29:38 LW: They still sell. [chuckle]

0:29:40 BM: They're still selling, so they're never missing a beat. That is how this multi-channel 
fulfill strategy comes in really amazing, because you're not missing a beat. Even while items are in 
transit to Amazon, you're taking orders on the merchant-fulfilled listings and you're just shipping 
out, shipping out. As soon as it hits, you're just going in and shipping out. So let's show you now 
how that part of it works. So what I'm doing here is itemizing steps to create a merchant-fulfilled 
order, I'm itemizing the steps. So what we're doing now is we're going into our Amazon back office,
and we're going into manage inventory, and after we've checked the product, so this is this product 
Tazo Black Tea. We've checked the check box over here, and there's a dropdown. So we use the 
dropdown and say, "Create fulfillment order." So let's say this is the product, and I want to create a 
fulfillment order, I'm doing the check box over here and then I'm doing the dropdown and saying, 
"Create fulfillment order."

0:30:39 BM: So here's my next step. Now, this screen presents itself, "Multi-channel fulfillment 
order." And these are steps that JoeLister does automatically, but this is when you have to do it 
manually. So what you're gonna do is Amazon will tell you, "Sold, ship now." So on your merchant-
fulfilled listing, Amazon is gonna say, "Hey, you have sold this product and you have until X 
amount of days to get the product to the customer." So now your inventory gets into Amazon, and 
you're creating a multi-channel fulfill order, so you'll have the customer's name, you'll have their 
address, you'll have their city, you'll have their state and region, you put all that in there, Amazon 
will automatically fill in the order ID for you, and order date is on the 5th of December. And then 
you're gonna check this product, and you'll go over and you put in the quantity. So let's say I had a 
multi-pack of this particular item and it is two, so now I'm gonna put in two here, and I'm gonna 
click next. And I put in all the information, Lance Wolf at Gravy Circle.

0:31:38 BM: And we put in all that information, and we go again, next. Now, this alert comes up 
because I didn't have any quantity on this one, but the good thing here is you can hold the inventory.
So let's say you're thinking, "Man, as soon as this hits, it's gonna sell out." You can hold, there's a 
check box here that you say, "You know what? Hold 50 of these, because I don't want this to sell 
out, because I took orders on them."

[chuckle]

0:32:01 LW: Yeah.

0:32:02 BM: So you can actually hold the inventory. You tell Amazon, "You know what? Hold 50 
of these once they come in. Reserve it." So it's gonna go into reserve. And then you can go ahead 
and do the check box. And the beautiful thing here, Lance, is remember, when you do a merchant-
fulfilled listing on Amazon, Amazon is not gonna take out all of those fees, because they're not 
doing FBA, so they're not gonna take out the FBA fees, the only thing they're gonna take out is 
maybe the per item fee, or whatever, but they're not gonna take out all that 15% for it, so you will 
get more, you're gonna end up getting more money, because Amazon is not gonna take out FBA 
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fees and all that kind of stuff.

0:32:41 LW: Definitely.

0:32:41 BM: And the beautiful thing is you get these reduced shipping rates. So you can come in 
here and play around, "Okay, if I put two, it's gonna go up to $6 if I put whatever." So you get these 
nice rates from Amazon, because Amazon has went over on your behalf and negotiated with all 
these big carriers, and Lance has now told me that they added FedEx in there, and all these other 
carriers in there.

0:33:02 LW: FedEx is in there now.

0:33:04 BM: And you know what, Lance? Sara was creating an inbound shipment the other day, 
and she said, "Oh, FedEx is cheaper than UPS by $4. I'm gonna use FedEx." [laughter]

0:33:11 LW: You know what? I bet that works, too. I mean, if you guys are in Jamaica, FedEx 
probably makes more sense a lot of the times.

0:33:17 BM: Yep, so we now get to toggle between UPS or FedEx, and see who's cheaper. So 
whoever is cheaper, we're not partial, we're like, "You're cheaper by $4? We're gonna go with you." 
So now Amazon has these negotiated rates with these carriers, and they're gonna pass that on to us 
as their sellers. And as this is saying inventory unavailable, because we didn't have any inventory in 
there. But now you've created the shipment, and you agree to the shipping fees, and then you go 
ahead and hit, "Place the order." Because now Amazon is gonna take this out of your account, 
they're like, "Okay, we're gonna charge you for shipping." So pretty much that's what they're 
charging you for, shipping the item to your customer.

0:33:54 BM: Now I'm gonna break down this merchant-fulfilled strategy, because I really want you
to understand. And if you have your questions, we're gonna take your questions afterwards. I really 
want you to understand this strategy. Now, this is the tea, we don't have any in stock. So we're 
gonna do a "Send replenished inventory." Right? So what we're gonna do is we go in manager, and 
we're gonna say, "Okay, we don't have any of this Tazo tea, so we're gonna send replenished 
inventory." So we're creating the shipment, we're gonna do send replenished inventory. So we went 
in, we started the process and we created a shipping plan. You guys know all of this, because this is 
basic stuff. So you go in, if you're using Inventory Labs, you'll do the same thing. So you'll create a 
new shipping plan, and then we're like, "Okay, we have 100 of this tea." So I'm gonna walk slowly 
through this, Lance, and if there's anything that you see, can you jump on any questions or anything,
I'm walking slowly through this merchant-fulfilled strategy.

0:34:49 LW: Cool.

0:34:50 BM: So, we're sending 100, does everybody understand? So we're sending 100 of this 
particular tea into Amazon. So here we go, we put in 100, and we finish the process, create a 
shipment, it get's all labeled. Boom, put it in there. We have 100 on the way to Amazon. So that's 
gonna get there in about three, four days, okay? So we're good, we know we have 100 going in. Just
in the event of any mishaps or whatever happening, that's the only way that we don't get this 
inventory in there. But for the most part, we're gonna get this inventory into Amazon. So now, this 
is the actual product, the tea, this is the actual product. So we have 100 of these going into Amazon, 
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we're sending it in on the single listing. So here's the ASIN, whatever it, is this is the single listing. 
So once this hits Amazon and says "receiving" we'll have 100 of these on the single listing, okay? 
So everybody understands that, basic, simple. Sending in 100 of a particular item to Amazon. So 
now it's at Amazon. But what we have done is, we have created a two-pack merchant-fulfilled 
listing. And remember again, guys, you have to crunch your numbers, you have to make sure that 
this is working and you're still making a profit.

0:36:00 BM: And a two-pack, let's say the single pack was $11.99, the two-pack is gonna probably 
be, we're gonna double the price, or we're gonna maybe come off a dollar less, because we want the 
customer to see that, "Hey, for buying two, I'm gonna give you a dollar off. Or a $1.50 off." 
Whatever. But you crunch your numbers so you know what you're making, and you have to ensure 
that you're making a profit. So again, I'm gonna go back on the steps we sent on the single listing, 
we sent 100 on the single listing, and we are now doing a two-pack merchant-fulfilled listing. So 
this two-pack merchant-fulfilled listing is live, even when this is in transit to Amazon. This is in 
transit to Amazon on the single listing, but guess what? This two-pack listing is live. It's live, we're 
taking orders on this two-pack listing. So what happens is let's say when our 100 finally gets into 
Amazon, we have five of these orders. That means we will need to go in and create merchant-
fulfilled shipments for the five two-packs that we sold. So my individual quantity after I fill these 
orders is gonna go down to 90. So on here, this is gonna go down to 90, because I got five orders on
the two-pack, I got five orders on the two-pack that were on... And this is live, while they're on the 
way to Amazon. So I got five orders on the two-pack.

0:37:23 BM: So the beautiful thing about this now is all I'm gonna do is go back and repeat these 
steps. I'm gonna go here as soon as this is live on Amazon, and I'm gonna create fulfillment order. 
From here, step across, I get the customer's name, Amazon gives us all of that. I put in the 
customer's name, I put in where it's going, Amazon automatically generates this. And then I'm 
gonna put, "Order two." Then I'm gonna go next. Then this is gonna go up to about $6 and some 
change because you're doing two now. It's gonna go up to $6 and some change. So you have to 
crunch your numbers, make sure you're making a profit. But all we're gonna do is we're gonna fill 
this merchant-fulfilled listing order out of the 100 that we already sent in to Amazon on FBA. 
Hopefully everybody understands that concept. So, we're filling this merchant-fulfilled listing for 
the two-pack here, out of the 100 single that we sent in on Amazon. So we've got five of these 
orders for two each, and we just filled it out of the 100 that we sent in on Amazon, and now we have
90 left on Amazon on the single listing. Boom, that's it. Life goes on.

0:38:35 LW: Barrington, if I could jump in, I remember... Can you hear me? 

0:38:40 BM: Yeah, I can hear you.

0:38:41 LW: Cool, cool. I remember you dropped this tip in your coffee class, and there was a guy 
that was selling coffee. And you said, "Why not just put a two-pack or a three-pack in there?" And I 
remember as soon as he added, it's almost like adding a variation, but it's not a variation, because as 
soon as you do it, it's live.

0:38:58 BM: It's live.

0:39:00 LW: It's just another option that people have. And when they go to order, they have the 
option to get a two-pack, and then you can multi-channel fulfill it to them. So I remember, I think 
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his sales might have tripled, as soon as you'd given that tip. [chuckle]

0:39:11 BM: Oh, man, you know what was beautiful about this? I was on a webinar showing him 
this strategy, and the guy during the night, he created the actual two-pack merchant-fulfilled listing, 
and he said the next day, he started to get orders, the next day. So he was just filling those two-pack 
orders out of the single listing, the single listing that's on FBA, he's just filling two out of each, two 
out of each, two out of each, two out of each. So this listing is going down really fast, and he's not 
just depending on the guy coming to buy off the single listing, he's displaying this merchant-
fulfilled listing with the two-pack, he's displaying it, and people are coming in and saying, "Okay, 
now if I buy one, it's $15, if I buy two, it's $28.99. Okay, I'm gonna save a dollar. I'm gonna buy 
two." Customers buy all the time. They buy all it... Go ahead...

0:40:03 LW: Most of the people were probably only gonna buy one, initially. And then they say, 
"Okay, I could save a couple of dollars. Oh, I gotta buy two. I gotta do it."

0:40:10 BM: "Oh, I gotta buy two."

[laughter]

0:40:13 BM: You're kind of sweetening the deal. You're sweetening the deal and saying, "Hey, don't
just buy one. Buy two. I'll give you $2 off." They're like, "I really came to buy one, but you know 
what? For $2 I'm saving? Oh, shoot. I'll go ahead and buy them. I'm already buying them." And 
that's what happens over and over. And we're gonna show you what happens with these orders in 
terms of your average order quantity in the sale, that you're gonna get. Now look at this, this is a 
dark one pound coffee by Browny Coffee. There you go, one pound, all nice and looking good. But 
then he's selling the five pound. I think the one pound is selling for like $6 and some change, and 
he's selling the five pound for $49.95. So now somebody's gonna look at that and they're gonna be 
like, "I came in really to buy one, but I'm getting a sweet deal on five." The one pound was like 
$13.99, or whatever, and now they're saying, "Hey, if I buy five pounds I'm getting for $49.95, 
might as well just buy five pounds." So your average order goes up because you're getting the 
customer, you're giving the customers options. And that's what they want, they want options. They 
want to know that, "If I come just to buy one, you sweeten the deal, you give me three for a couple 
of dollars off. Hey, I'm gonna take that." So you crunch your numbers and once it works, boom, 
create these options.

0:41:29 LW: Nice.

0:41:30 BM: Now, we'll just look at just a snapshot in the last day. We're looking... Let's see here, 
at the fulfilled by Amazon and seller fulfilled. In the last day, 10. And these are high 10's in the last 
seven days, 31, so it's like we would only have had just these orders in the last seven days. Like 175
or whatever order. But because you're having these now, you have an extra 31 orders, that's an extra 
31 orders. If you were just selling on fulfilled by Amazon, you would only have the 175. But 
because you're displaying multiple different listings, you now have an extra 31 orders, and I have 
people here that have 300, 500, they have a ton more orders because of implementing this strategy. 
Now, Lance, this is a three-pack listing, I'm just gonna show you high the average order goes up. 
This is a three-pack listing. This guy came in, and he's like, "Man, three of these, for $158? I'm 
gonna buy three three-packs."
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0:42:27 LW: Three three-packs? [laughter]

0:42:28 BM: "So I'm gonna buy three of the three packs." So now his order went up to $490. So 
you see what happens, guys? This guy just came in to buy, spent $158 with me. But we sweetened 
the deal. We sweetened the deal. We're like, "Hey," and he's like, "Okay, well this is good. I'm 
gonna buy three of these three-packs." So this is a commercial fulfilled listing, and he spent $489, 
so the size of your order is gonna go up, because you give people options, they're gonna take you up
on the options. And if the option is nice and really enticing to the customer, then they're gonna jump
in, and I can tell you that.

0:43:03 LW: Sure.

0:43:04 BM: Now, look at this, Lance, this sell more to the same buyer. And if you have items that 
are replen, items like coffee, toilet paper, anything that you have to use over and over and over and 
over. Look at this guy, [chuckle] this is December 1, like 28 orders from this guy, this guy spent 
probably over $4,000 with us, just one buyer. One buyer.

0:43:29 LW: This is recent, Barrington? You're not just making this up. Because look, I mean this 
happened on December 1st, this guy is hooked.

0:43:36 BM: He's hooked, I'm not trying to make this up, this is Thursday, December 1st, and he 
buys two-packs, three-packs, six-packs, 12-packs, he buys every kind of all of the different offers 
that we have, he buys everything. So you will see one buyer buying 28 orders from you, and this 
goes back to 2012, so he's buying all the time. And obviously, we sell in a niche like coffee, that 
people buy over and over and over and over, but all I'm telling you is, just to alert you to the fact 
that try different strategies, you don't just have to just go in, send in one single listing, sell on a 
single listing, create, give the customers options. You know what's good? I was talking with Moi 
yesterday, and she said she buys certain cereals that she buys for a couple of bucks, and she sells it 
for like $29.99, put the four pack together. Because it might sell, it's not profitable. So if you're 
gonna send it on the single listing, it's just not gonna be profitable. So she puts four of them 
together, and she sells them for almost $30, and her cost is like $8.

0:44:36 LW: Just so the people know, that's actually a part of the Q4. We have that content 
included, right? They could go back and look at some of Moi's material.

0:44:43 BM: Coupon, yeah. She has the couponing material there.

0:44:46 LW: Yeah, that's all included.

0:44:49 BM: The beautiful thing is, sometimes you might look at a product, and at face value, 
you're like, "I'm not going to be making any money." That's true, that's true. If you're send in on the 
single listing, you're gonna be like, "I'm not gonna be making anything on this, because after 
Amazon fees, I might make $1, or 50 cents, or I might even be losing money." But you put four of 
those together, and you'd be amazed that you can now sell the four for $37, while your cost is $6-7. 
So you have just now created something that's the customers thinking, "I came to buy one, but they 
have four. Oh, cool, I'm gonna go ahead, because one would be $9.99." And you'll be like, "Okay, I 
give you four for $27.99, or $32." So the customer is like, "Wow, if I bought four on the single 
listing, I'll be paying $40. But now he's giving me four for $32.99. I'm gonna jump on this because 
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I'm saving $8, or saving $7."

0:45:42 BM: That's how you want to give your customers options, so that they will go ahead and 
purchase. And then remember stuff like cereal, you can see this all day long, because cereal is 
something that, like the cashew cereals, might be on the single listing, it's not very profitable, but 
put four of those bad boys together, and you can be sure that people will start buying from you. 
They will start coming back to you and say, "Hey, Lance, where are the cashew cereal? I mean, you 
had it. Is this a bait and switch? You had it last month, when are you gonna get more in stock?" I 
mean that's all people start to do. [laughter]

0:46:11 LW: Of course. Loyal buyers, they see the quality and they're gonna come back for more. 
So they're thinking, "Okay, I'm gonna be coming back, anyhow. Why not get this for $32.99 instead 
of paying $38 per unit?"

0:46:23 BM: There you go. And guys, do you know why Amazon Subscribe and Save works so 
well? Because it's usually on products that you have to eat every month, you have to consume every
month. And Amazon is always gonna give you a discount, because you're on the Subscribe and 
Save. So they're gonna say, "As an incentive for you buying from us as your vendor every month, 
we're gonna take off 15%." "I'm gonna buy it every month, anyway, so why not save the 15% that 
Amazon's gonna offer me?" So it's the same thing, when you create multi-packs, you are giving 
your customers more options, and they're now saying, "Hey, I'm gonna buy from Lance, because 
he's giving me four for $32. If I bought four single, then it's gonna be $40. So I'm saving some 
money." So you think about the buyer, think about your customer.

0:47:09 BM: Now, some power tips that I wanted to share with you guys is when it comes to 
replenishment alerts, I remember when we just met... I met Lance at CES in Orlando, and we were 
talking about, I said, "My business is comprised of three emails, because I do a lot of wholesale." 
And he didn't get it until maybe earlier this year or last year, when he started to do big time 
wholesale. And he's like, I see what you mean."

0:47:35 LW: I see the light now. [chuckle]

0:47:38 BM: You see the light. And you know what? So don't feel bad that, "Hey, I'm doing this for
a long time." Sometimes it just takes someone breaking it down to you, or you experiencing it and 
you're just like, "Wow. Now I know what to do." So what we do is, we set a lot of replenishment 
alerts. And what do these do? Because we buy products that we buy from wholesalers, and we buy 
over and over and over and over again, we set an alert to say, "Hey, I'm sending in 300. When the 
quantity gets to 150, I want to know, because I need to place an order with my wholesaler." So, my 
first email is gonna come from Amazon saying, "Hey, your quantity of 300 that you sent in, your 
quantity has dropped to 150." So now my next email is gonna go to my wholesaler, "I need to 
reorder 300 because I have lead time." So I don't want that 150 to sell out before this other 300 is on
its way. Then my next email is gonna be from Amazon, "We are receiving your products." And 
when you have that system set up, you will be amazed at how seamless it is. We have vendors in 
Hawaii, and that's what we do. We've never been to Hawaii, but as soon as we get the alert, "Hey, 
you're running low on this." The next email goes to the vendor, "Hey, I need another 300 of this." 
The next email comes from Amazon, "Your items are being received." It's a beautiful thing when 
you set up systems.
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0:48:51 BM: Amazon has a lot of features that you can use, this one is a good one, set 
replenishment alerts. So you go into your manage inventory, select the product, and from the 
dropdown, you're gonna choose "Set replenishment alerts." It might be something that you think, 
"Oh, this is simple." But if you have products that you can get over and over and over again, this is 
something that is a must do in your account. Set up your alerts so you'll never run out of products. 
And sometimes you have to get the lead time, because you have to call and get the order in, and 
then it has to be roasted, or whatever you have to put it together in the lead time to ship it in. You 
want to ensure that you know your lead time, and you have the set up. So you go into your 
inventory, you select the product, and then from the dropdown, you're gonna put, "Set 
replenishment alert."

0:49:31 BM: Now when you jump across here to set replenishment alert, this is a good feel as well.
It says it's gonna tell you the average units shipped based on the past 30 days. So let's say you come 
in here and you're like, "I'm shipping 300 in 30 days. Now I need to increase my order." Because 
Amazon is giving you data right here. So what you do is from this dropdown, you're gonna say it's 
gonna be applied to this particular product, and from here you're gonna drop down and you're gonna
choose "Alert threshold." So you want to say if you sent in 300, or 100, you want to say, "When the 
quantity gets to 50, I want to be alerted." And once you are alerted, then from there, you're gonna go
ahead and put in your order with your vendor, get your product back in. And this is great for 
wholesale stuff and stuff that you have to do over and over and over again, this is gonna be 
excellent for that.

0:50:19 BM: Now, this is something I wanted to talk to you guys about. I see a lot of questions in 
the groups, "Should I buy and hold." And, "Some of my stuff is not moving, and I don't know what's
going on." This is a little dashboard that you need to know, right here. Logging in to your Amazon 
account, and then the pricing dashboard. So you click on pricing, and then you click on, "View 
pricing dashboard." And this is going to help you so much. If you don't have a repricer, if you're not 
a big time and you don't have the repricer, then you can just go in here and do this manually, 
because Amazon will tell you, "Hey, you're competing with Lance on this product and he's like a 
$1.50 over you. You wanna match him?" If you're gonna be still making a profit if you match 
Lance, or you wanna just update to whatever the price is, or change by a couple of cents, or a 
couple of dollars. Well Amazon will tell you what you're competing, who you're competing with, 
and who's winning the buy box. Pretty much they're gonna tell you who's winning the buy box on 
this.

0:51:14 BM: So this is a very useful feature that I don't see a lot of persons using, the pricing. It's 
something that Amazon... I think it's recent that they put in this little feature here. Pricing, and then 
view pricing dashboard. So you come onto Seller Central, back office pricing, and then view pricing
dashboard. And then you're gonna jump across. And then Amazon is gonna give you their 
recommendations. That's the beautiful thing, up in the top left they're gonna tell you that you're 
winning the buy box by this amount, or you're losing the buy box, or whatever. But they're gonna 
tell you.

0:51:42 BM: So from this repricing dashboard, what you're gonna do is say your price is $38.59, 
there are five offers on there, and this guy down here is $36.95. It's not that you're gonna play a race
to the bottom, but sometimes when you want to kick start some sales going in your account, you 
might say, "Okay. I'm good with what I paid for it, my cost. I can go down here and match him." 
And that's what we always do, usually just match. But what happens is when you change your price 
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now from $38.59 and you're down here at $36.95 to match this guy, you start to get orders. Then 
that just kick starts your orders, and now you're moving. So that's what you want to do. You can 
choose to leave it because, "Okay, I'm gonna wait on this guy to sell out." That's fine. So you go 
ahead and skip, or you wanna update your price to match this guy. And all you want to do is to 
ensure. Sometimes you just need to change your product prices, maybe a dollar up, or sometimes 
it's 50 cents off, and you will be surprised. What happens is when your customers are on Amazon 
and they've added your... You know what? They come and they saw this and they're like, "Okay, 
well I see this for $38.59, so I'm gonna add it to the cart. I'm not ready to buy yet, I'm just gonna put
this in the cart."

0:52:51 BM: Well guess what? When you come in and you change this price, let's say you take off 
the 59 cents and it's now down to $38 dollars. Your customer will get an alert that says, "Hey, the 
price on this particular item changed by 59 cents." They're gonna get a email saying that. And I 
know a lot of persons buy on Amazon, so they know what we're talking about. So now you get this 
email to tell you that the price changed by 59 cents, and you're thinking, "Now I'm gonna buy it, 
because I was waiting for it. Even 59 cents, I'm waiting to get something off of it." So as soon as 
that changes, you will start to see orders coming in, and this works all the time. We've done this 
over and over and over and it works all the time. So if you're seeing slow down, or you're thinking 
it's slowed down, just go in there and do some repricing. Change up some prices, because that will 
help you to get sales.

0:53:35 BM: Now, I'm also gonna show you guys another trick, about stock levels. How to check 
your stock levels. Now, Gary Beard, I think, was the one that showed us this, and it really helped us.
Now, when you go into your inventory, manager for your inventory, this is the first screen. So 
you're gonna say, "Okay, this product has seven fulfill able, this has 11." And see these little alerts. 
So little alert is red, meaning it's gone off to tell me, "Hey, you need to send more in." So these are 
the little alerts, when you set the replenishment alert you will see them on here. Now when you're 
here you could have pages and pages and pages of inventory, so you're not gonna be able to see all 
of them. So what we do is click on this column, "Fulfillable." Click on this fulfillable column, and 
here's what happens. When we click on this fulfillable column, here's what happens, it brings up all 
of our inventory under what's fulfillable.

0:54:25 BM: So now we can have a quick glance, you're able to see, "Oh cool, now I'm able to see 
fulfillable, 160 of this is left, 53 of that, 49 of that, 36 of that." Now, what's great about this is you 
can also do another click, and it filters by what has zero quantity. Why would you want to know 
what has zero quantity? Well, what happens is the items that have zero quantity, maybe you found it
at Home Goods, maybe you found it at... It's something that you can replen, but you found it and 
then Q4 happens and you're doing so many things and you don't remember. But when you go in 
here and look at the items that have zero quantity, it will tell you, "Oh wow, I found this at Home 
Goods. Maybe I need to go back and check if they have more."

0:55:07 BM: Or you can say, "Well, this was just a one off, is just a one discontinued product I 
found here. I can archive it or take it out of my listing." So that's what you want to do with here. 
And you can use all of these. You can check on how many are reserves. You click on reserve, you'll 
see your reserve tally, and if you click here it will go from what you have the most of in reserve. 
Also you can do inbound. So this column here is inbound, and you click on a column and it will sort
by what you have going in, so you're like, "Oh yeah, I have this going in, I have that going in, I 
have that going in. Alright, cool." So this is a good way to come in and check your stock levels to 
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see what's going on. And sometimes some things jump out at you right here and you're like, "Oh 
yeah, I need to go and call this vendor." Or, "I need to go and run back to Sam's Club." And these 
are things that will help you. So these are some of the reports, inside reports that persons don't look 
at a lot.

0:55:53 BM: But these are some of the power things that we do every week so that we know where 
we are with our stock, and use this strategy to find items that have zero quantity. These items may 
have been your winners, but you just bought them one off and they sold out so quickly that you 
didn't even remember. But now you're checking through here, you're like, "Oh man, I found this at 
Home Goods. I need to go back to Home Goods to see if I can find more of this." And it jogs your 
memory. Because when you're creating the MSQ, the merchants queue, what we do is we go ahead 
and we put in things that will help us to jog our memory. Like we'll say "HMG" to be like, "Okay, 
that's a store. That's Home Goods, that's where we found that product." And it will jog our memory, 
and we can go back and try and find a product there.

0:56:34 BM: Now this is a very critical slide. I want you guys to think about this. Don't compare 
yourself to others. You might see people coming in, "Oh I did 50,000, I did 100,000." What you 
want to compare is compare yourself to what you were doing last week, what you were doing last 
month, what you were doing last year, "Am I doing better than that?" And we're here and we're like,
"Okay, so for last year," this is the red line for last year. "Okay, this is the line this year. Wow we're 
doing better than last year." That's it. So now every year we want to have this going up. Every year 
we want to have this going up. Every year we want to have this going up. So don't get depressed, 
don't get, "Oh man, this guy just posted that he did 50,000 in Q4, I only did 500." Use others as 
motivation, don't compare yourself and then get all depressed and you're thinking, "Oh, I'm never 
gonna do this." We do this from an island, so you guys can do it. Ain't nothing to it but to do it, you 
just have to take action. You have to take action. Use others numbers as motivation. That's your 
motivation, "I'm gonna do it. I'm gonna make this happen."

0:57:43 LW: That's just one, Barrington. I remember when we would share numbers and you'd say, 
"This is just for UK." And then you'd go to US, and then you would check Germany.

[laughter]

0:57:52 LW: This is just one sales channel.

0:57:55 BM: And that's it, and you use it as motivation. Because when Lance goes into the beast 
mode, he just comes off the grid and then he comes back with some huge numbers, biggy.

[laughter]

0:58:05 LW: I disappear for a while and Barrington is like, "Where did you go? You went off the 
grid."

0:58:11 BM: So look at your month to date sales, your stuff running, apply new strategies, take 
action and watch the numbers soar. I can guarantee you guys. You have to put in the work. You 
apply new strategies, you take action and you watch the numbers soar. So you look at, "Okay, last 
year this time on December 5th, oh wow, I was only at 35,000. Okay, this time I'm almost 50,000. 
Cool, now I'm doing better than last year, so that's what I want to do." And there's something that I 
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want you guys to do, it's coming up to my final slide, something I want you guys to do. If you are 
not approved in any of these... Amazon is auto-approve, now I'm not sure how long it's gonna last 
for, but I want you guys to go ahead and take action. And to find, just go in your back office and 
click on "Help." Click on the little green dollar sign up here, and type in "Category approval." And 
then click on "Selling applications" and go ahead and apply for categories that you're not approved 
in.

0:59:06 BM: Shoes, luggage, handbags, health and beauty, whatever you're not approved in yet, go 
ahead and do this. Tomorrow I'm gonna check in with you in the WhatsApp groups, and I want to 
hear of persons who have actually done this and your results, because Amazon is auto-approving a 
lot of these categories, so go do it, go and take action and tomorrow let's talk more about it, talk on 
the Facebook group, tell me your success stories. Because one category can mean the difference. I 
can remember we have one guy that he came to our conference, we taught him about Amazon and 
different categories. The guy left and he's now doing almost $4 million in shoes. [chuckle]

0:59:43 LW: Just shoes alone, that's it. One category.

0:59:45 BM: Just shoes alone, one category. Almost $4 million.

0:59:47 LW: I remember he came in April, Barrington, we had a conference in April and then he 
showed me his numbers right before Q4 sessions. He was like when... It was last year he came on, 
remember? 

0:59:57 BM: Yeah.

0:59:57 LW: David Shannon, and his numbers was like 1.9 million. Dave Shannon, you guys can 
actually look at that webinar if you go back and look at last year's webinar.

1:00:06 BM: Correct, correct.

1:00:07 LW: And if you're not motivated to look at different categories after that, I can't help you 
anymore. [chuckle]

1:00:13 BM: Yeah. So Amazon is approving auto-approve, if that's the only thing that you do from 
this webinar, go out, log into your back office, go to the dollar sign, top right-hand corner, type in 
"Category Approval" click on "Selling Applications" and apply for some of the categories. I think, 
they're not asking for images or anything, it's just auto-approval. So go and do it, take action. And 
the final slide, never stop trying.

1:00:37 LW: I love this one. [chuckle]

1:00:38 BM: Look at this guy right here, I mean I always use that motivation. Look at this guy, he's
digging, he's digging, he's digging and he came all the way almost to the gold. And I can tell you, 
when you want to succeed, you want to succeed so much that you don't want to do anything else. 
That's when you know success is just around the corner. Because I didn't just get up and start doing 
this Amazon thing, and it was working out for of me. I had rough times when I felt like quitting, I'm
like, "Geez, this is not gonna work. I can't be bothered with this. I need to go feed my family." But I
knew it was there, I could smell the gravy. Man, I could smell the gravy coming from the kitchen.
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1:01:12 LW: This is good to have a chat about, how many times have I called you, depressed, 
thinking, "I wanna give up?" "I wanna give up." It's just like I remember three, four years ago, I 
invested so much, I had like $10 in my bank account. And I started to worry like, "What if this stuff 
doesn't sell? I just put out $100,000 for inventory, what if I go broke? What if I lose my house?" 
And I was this guy, I was ready to walk away, so many times. I remember I was selling books 10 
years ago, when I first started doing this. That company Better World Books, thank you Better 
World Books, because I'm making so much more money, that you came in and you screwed my 
business up and started taking over the libraries. Thank you, because now I'm not selling books, you
can have your crappy books. [chuckle]

1:01:57 BM: There you go, there you go. And you know what? Surround yourself with positive 
people. Sometimes you're in this Amazon thing, nobody knows what you're doing and you're 
thinking, "Oh, well I can't ever talk to my friend, because they're like, 'Shoo! Go get a real job.'" Be 
around positive people, because they're gonna be the ones, I mean I'll call Lance and I'll be like, 
"Man, somebody's on my listing," or, "they're doing this and I'm all depressed, and I'm not... " And 
remember, we go through these things too, but we have the positivity, we talk, we take action and 
then boom, we never stop trying because when we hit it, you're gonna hit another gold mine again, 
and it's going to be amazing and you're gonna think, "Man, what if I gave up right here? I was 
almost there. I was almost there."

1:02:34 LW: Almost there, man.

1:02:36 BM: Guys, we want to motivate and encourage you, even if you use this Q4 as just, "You 
know what? This is experience, and next year, I'm gonna crush it." But I know a lot of you should 
be doing well in your groups, keep sharing, keep putting that positive vibe out, because ain't nothing
to it but to do it. You have to take action, it's important, you have to take action. And massive action
equals massive results. So again, thank you for coming out, we're gonna jump right into the 
questions. I know there should be a ton of questions. Lance, you can just pull the questions for me, 
and I will answer them. And Jessica should be here, she's doing a great job, she should already be in
there just answering questions, people firing away a lot of questions. So let's see if we have more 
questions.

1:03:17 LW: Are you ready for them? I can kind of spill a couple to you.

1:03:23 BM: Yeah, yeah. Let's do it, let's start...

1:03:23 LW: Okay. So you sell grocery, obviously. Somebody wants to know how to get approved 
in grocery. I think there's some groups out there that help you get approved. What do you 
recommend for them? 

1:03:36 BM: Yeah, there are some groups out there. I'm not sure of any that we have gone through, 
but I know there are some. Grocery's kind of one of those categories that they lock down, lock 
down, lock down. But you still can approved because they need invoices in your company's name. 
So even if you have a fictitious company, if you're trading on Amazon as Wolf whatever, LLC 
whatever, you can still have... If you go to purchase grocery items, you will need an invoice in your 
company's name, or even the fictitious name that you're trading on at Amazon. That's what you'll 
need to show Amazon that, "Yes, we're purchasing from authentic sources, and we are able to go 
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and buy again." So then they will look at your application for groceries. So again, try the other 
categories, but then if grocery's really what you want, you can go ahead and get the invoices, 
because they need invoices. And I think it's like showing five skews, five of each. But they need 
invoices.

1:04:33 LW: Barrington, this is an easy one, they just want access to the WhatsApp. What's the 
email for Jim's support team? 

1:04:41 BM: Support@barringtonmcintosh.com, and it will get you into the WhatsApp.

1:04:46 LW: Okay. What software do you use for... That was the one, but then the question moved. 
Okay, for creating a multi-pack, for placing two images in one space, I could take this question. I 
think they just wanna know how to create a picture. You could just go to MS Paint, you could just 
use Paint.

1:05:06 BM: That's Lance's favorite tool.

1:05:07 LW: What's the one you use? That online one, Pixrl? 

1:05:10 BM: Pixlr, Pixlr.

1:05:12 LW: Pixlr.com.

1:05:14 BM: Yeah, P-I-X-L-R.com, yeah. And then you can just add two of the same images.

1:05:19 LW: You just had to copy, edit, paste, and then you got two. And then just crop the picture 
and save it. Let me see what else we've got here. Since the group closes on December 21st, will we 
still be able to access the main Q4 Facebook page? I think that we close everything off, don't we? Is
that what we did last year? 

1:05:41 BM: Yeah, on the 21st. But I mean the main Thank You page over there with all of the 
information. So all the data, all the webinar, everything will be on the main Q4 Thank You page. So,
you'll have that link, and then all the PDF, everything will be there. So you'll have access to it, so 
that won't be a problem.

1:06:00 LW: Somebody said, "30 seconds ago I just sold an item using JoeLister, I signed up after 
the last webinar." Great! 

1:06:08 BM: Woohoo! [chuckle] We love to hear them stories, we love it! 

1:06:13 LW: We love you! 

[laughter]

1:06:16 BM: We love to hear those stories.

1:06:17 LW: Let's see, do you know... Sorry, I'm trying to get some good questions.
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1:06:22 BM: Yeah, somebody said, "Do you have to have an eBay store for JoeLister to work?" 
Yep, you have to go and sign up for eBay, it's not too hard, you can sign up for eBay, it's not very 
difficult. And you will be able to put them both together.

1:06:39 LW: This person said they're gonna spend the day calling wholesale food places tomorrow, 
great, take an action.

1:06:44 BM: I love that, man, take action. Massive action, massive results. Philip Ebner mentioned 
fulfillment order form on Amazon has a blank "for customer" email that says "for customer 
application" but they don't do it. Yeah, I think when, if I have it I'll put it in manually, but I don't 
think JoeLister does that email thing, because Amazon is not gonna share that data with anybody. 
They're not gonna share their emails with anybody else. Alright, let me see. And guys, just let us 
know if most of your eBay, your JoeLister questions were answered, because Jessica is in the chat.

1:07:29 LW: Does Barrington's wholesale sources ship replen orders directly to Amazon? Yes, you 
do.

1:07:35 BM: Directly to Amazon, and that's after building a relationship. So I buy from them one 
time, I'm testing them out. I buy another time, I'm testing them out, and then I'm talking to the sales 
rep on the phone, I'm like, "Hey, if I send you the shipping label, can you just slap it on the box for 
me and send it out to Amazon?" They're like, "Sure, we do that every day." I'm like, "Okay!" 
[laughter] So now as opposed to sending me the products for me to prep, then send to Amazon, I 
send them the actual shipping label, my UPS shipping label, I create the shipment from their 
location, and then they send it directly into Amazon. When it gets to Amazon, Amazon does the 
prep. So they charge you 20 cents to prep each one, and I think it's like 40 cents if it needs to be 
poly bagged, but all of our items just need to prepped, like putting the X labels on there. So that's all
we do, and we send that directly to Amazon. And the beautiful thing is, Lance, all you have to do is 
go into your manage shipment, and then just check on, once you click on your shipment you will 
see what's inbound, so then it'll tell you, "Oh, you have some coming from Puerto Rico, you have 
coming from Colombia, you have some coming from Miami, you have some coming from 
Jamaica." So, you have product coming from all over the world, and all you're doing is watching the
tracking, making sure they get there. And...

1:08:46 LW: And even if you're sending in 400-500, you can still use UPS. UPS gets there so fast. 
I'm sending shipments where I've had 2,000-3,000, I still use UPS.

1:08:57 BM: There you go, there you go. If you have an eBay account with a separate email and 
bank account, can you link the two together? No, remember eBay pays with PayPal, so that doesn't 
have anything to do with banking, or anything like that. They pay with PayPal, so that's gonna go 
into your PayPal and then you can pull your PayPal down to your bank account, or you can use 
your PayPal card to access your funds. The good thing about that is you get immediate access to 
your funds, because that's right on PayPal, boom. So you get better cash flow.

1:09:28 LW: Somebody said, "Has anyone heard about WhatsApp needing to send something to all
of your contacts in order to continue using it or you will be charged?"

1:09:36 BM: That's spam, that's crazy spam. You can just ignore that.
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1:09:40 LW: Well, the worst thing would happen, you pay $25, so it's not the end of the world. 
[chuckle]

1:09:44 BM: Yeah, no. That's spam.

1:09:46 LW: Yeah, nobody wants to be cheated. Spam, don't worry about it. How does it handle the
length of the title if they are longer than eBay accepts? That must have been a question.

1:09:57 BM: Yeah, I think they truncate it, but Jessica should be there, she'd be able to answer. But 
I think they truncate it to and then you'll have to go in there and just fix it. But eBay has a minimum
length, so then it's gonna be truncated, and then you have to go in there and fix it and make sure it's 
still giving exactly what you want the customer to search for. Or you may have to tweak it, but that's
what it is. So you wanna go ahead and ensure that... Because the title, in terms of the amount of 
words that you're gonna use in the title has to match up what eBay allows, but they're gonna 
truncate.

[chuckle]

1:10:27 LW: Barrington, I'm interested in what you have to say about this one. If you have a 
Christmas item, he's using a Christmas inflatable, but you can just pretend it's coffee, because that's 
what you sell. Let's say you have a Christmas inflatable that has sold in the past, but a new seller 
has come in at a price that you cannot beat, and they have a lot of them. Would you recommend 
doing a two-pack, multi-pack if you already have inventory in Amazon for this? 

1:10:51 BM: Oh definitely, man. As long as you're making a profit, definitely. As long as you are 
making a profit, definitely. Because that's the bottom line, if you create a two-pack or a three-pack, 
and you're like, "Hmm, I'm still making a profit even with shipping from the inventory I have at 
Amazon." Go ahead. That's the bottom line, question, are you making a profit? Answer equals yes. 
Next step equals do it. [chuckle]

1:11:17 LW: And you can add variations to existing listings, right? Sara had this really nice video, I
remember.

1:11:23 BM: Yeah, Sara has a video and it's posted in the group, and if it's not posted in the group 
on Facebook, just send a message on Facebook and we'll post it there. It's variation, how to create a 
variation from an existing listing. And a variation could be a merchant-fulfilled listing. So, a 
variation could be color, size, whatever, but you can create a variation listing.

1:11:44 LW: It just shows there's always a way around competition, when people come in, you can't
give up, when Better World Books came in, I didn't give up. They were smart, they came up with a 
great idea, so you gotta always be able to adapt to change and get creative.

1:12:01 BM: Somebody, Jenny, had a question, a good question. Does JoeLister help you to sell 
restricted products on Amazon without having to take pics for eBay? Remember, if you are 
restricted on a product, you can't list it. That's the first thing. So if you're restricted on an item, you 
can't say, "Okay, I'm gonna put this up on Amazon and then sell it over on eBay. If you're restricted, 
you can't list the product. So you can't go any further.
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1:12:21 LW: So you won't be able to do it? You won't be able to sell it on Amazon.

1:12:23 BM: You won't be able to do it, because if you're restricted, you're restricted. So you can't 
list it on Amazon. So you have no risk going further. You have to manually now go create that 
listing on eBay, and then you sell them off. Because a lot of persons were like, "Oh well, I'm 
restricted for Hatchimals." But they went over to eBay and sold them on eBay.

1:12:41 LW: Oh, great. Jessica...

1:12:42 BM: As... Who was it? Brad said, "Don't leave money on the table."

1:12:48 LW: Make sure you guys are checking the chat, because Jessica is doing a great job of 
answering, on here, all your questions. Looks like we got a lot of these answered, Barrington. Do 
you wanna take a couple more here? 

1:13:06 BM: Yeah. Let's take a couple more.

1:13:08 LW: Okay. I know it's getting late for you guys, and you probably wanna get back to your 
families, back to shopping.

[laughter]

1:13:16 LW: Is JoeLister a monthly fee, or a one-time cost? Jessica answered that on here. She 
said, "We charge a monthly fee to maintain and manage a set number of listings depending on the 
number of listings you wanna create. But we can offer a per-sale fee for people who feel more 
comfortable with starting off with that instead. It's a 15% gross sale price fee, and it comes with 
unlimited listings. You can just email support to ask for that." Thank you, Jessica.

1:13:47 BM: Excellent, excellent.

1:13:48 LW: Yeah. Alright, man. Well, do you wanna wrap it up here, Barrington? Or do you have 
any more for us? 

1:13:54 BM: Let me see if I have any more...

1:13:58 LW: I thought I got them all, but I probably missed a couple here. I don't wanna miss any...

1:14:02 BM: "Where can I find what categories I'm already approved in?" Let me just grab these 
couple of questions here.

1:14:07 LW: Oh, great.

1:14:08 BM: You can just go back directly to that location, let me go back here on the slide, boom, 
right here. So when you log in, you go to the top, right-hand corner, you'll see a green dollar sign. 
Green money, Chris Green.

1:14:21 LW: Chris Green! 
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[chuckle]

1:14:23 BM: You'll see a green dollar sign. Click on that, it's gonna take you to Help. Type in 
"Category Approval." When you click on "Selling Applications," you're gonna see if you're already 
approved. So let's say groceries, "Oh, I'm already approved in groceries." Whatever category you're 
gonna actually see if you're already approved in that category, and then you can make a decision on 
top of it.

1:14:43 LW: Do you remember that CES, Barrington, when Green Money had the money printed 
with his website, or something on there, and he was shuffling them with his hand, man, that was 
funny.

1:14:54 BM: Oh, someone has a... Janet Langford. She said, "I have some restricted items in my 
account that I did not know were restricted until they arrived. Can I use JoeLister to sell and use 
them all?" Well, you know what? If you already have them at Amazon...

1:15:05 LW: You might be able to.

1:15:06 BM: Yeah, if you're live at Amazon and in your inventory and then they become restricted, 
then you can use eBay to send them across, yep. You can definitely...

1:15:14 LW: Just be careful, just in case, if they sent you a performance notification, I would get 
them out of there as quickly as possible. If you didn't get any kind of notification, or just you found 
out maybe it's blocked or something, you could probably get away with it for a little bit. Just be 
careful, though.

1:15:31 BM: Yeah. You wanna make sure you're abiding by their rules, or whatever. But if it's 
something that wasn't restricted when you were sending in, obviously they would have to know 
that, because I couldn't actually create the shipment if I had a restricted product, I couldn't list it. So,
then, you could take it from there.

1:15:50 LW: Make sure, sometimes they'll send you notifications about stuff that you might have 
sold two years ago, and you don't even have it in stock anymore. Still go through in your inventory 
and delete it if it's something they want you to get rid of. I've heard of people where they just kind 
of ignored the message.

1:16:09 BM: Right. And, "How do you estimate the Amazon fees for a multi-pack?" That's a great 
question. If you go back in, let me see if I can find that actual slide. Because remember, the Amazon
fees are not going to be FBA related, because now you're doing a merchant-fulfilled listing. So 
you're not gonna have all those FBA fees, because they're not fulfilling it for you automatically. So 
what you do is when you get a merchant-fulfilled order, and you're listing sells, Amazon is gonna 
tell you, "Your product sold for $69.99. We're gonna take out... Or not pick and pack, or FBA fees... 
No, not FBA sorry, the...

1:17:03 LW: Commission? 

1:17:04 BM: Not commission, there's something else that they give you that they're gonna take out.
They're gonna take out just the cost to actually when you're shipping it, they're gonna be like, 
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"Okay, estimated shipping to the customer is gonna be that. We deducted that from it." And they're 
gonna say, "Your payout is going to be X." So once you sell a product, Amazon sends you an email 
and you will see everything broken down there. And whatever you get, that's what's coming back 
into your pocket. That's what's coming to you, so Amazon's gonna give you all of that. And from 
there you can make a decision.

1:17:35 LW: Also guys, if you ever wanna know exactly what you're making on a product, just go 
to your Manage Orders. And don't click on the pending, click on the bottom part. Actually, click on 
"Your Order" and then you'll see like a... Let's say you sold it for $29.99, you'll see that blue 
hyperlink. This is actually a good tip, because I talked to guys that have sold for years and they're 
like, "Wow! I didn't know you could do this."

[laughter]

1:17:55 LW: It's funny, it's like me with the postal stuff, remember back in the coffee thing? 

1:18:00 BM: Yeah.

1:18:00 LW: Just click on that hyperlink, what you sold it for, and you actually see your sale. And 
then when you click on that, it breaks it down and it shows you exactly what goes in your pocket. 
So let's say you made...

1:18:12 BM: Pick and pack, and yeah.

1:18:13 LW: Yeah, yeah. So let's say it says $14, okay, you made $14, if you sold it for $7, you 
made $7.

1:18:21 BM: Yep, there you go.

1:18:22 LW: Or if you bought it for $7, I'm sorry.

1:18:23 BM: Again, we're going to advance, once you click on your orders, click on Orders then 
you go into Advanced Search. And then when you click on the actual order, that hyperlink in blue. 
You click on the product and it will give you the breakdown of exactly what the fees are.

1:18:39 LW: You could even... Oh, I'm sorry Barrington, you could even bypass advanced too, if 
you just go... I'm actually on mine right now. If you go to the Manage Orders, Fulfilled by Amazon. 
And then it says in the last whatever days, and just click on that.

1:18:54 BM: The last three days, last seven days.

1:18:56 LW: And then just click on your order, and then go to your hyperlink. So you can actually 
even bypass that advanced thing, if you want. Both ways are gonna get it for you.

1:19:02 BM: Yeah, excellent. And regarding multi-pack listings, can you reserve products for the 
multi-pack orders before the inventory hits FBA? No, you can't, because then there's nothing in 
stock. So you can't reserve it before it hits FBA, it has to be received and available at Amazon, then 
you can reserve it. Because before that, there's nothing there to reserve. There's zero quantity.
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[chuckle]

1:19:28 BM: So you have to hit Amazon receiving, and then you're like, "Okay. Well, you know 
what? I'm gonna put aside 40, because I sold 22 packs, and I don't want anybody else to order." So 
what's happened is that's gonna go into reserve. And as it said, you could hold it for two weeks or 
whatever because you know you may have sold... I haven't had to do that, because we just keep 
sending in, keep sending in, keep sending in. But if you're not too certain like, "Okay. This is the 
last 100 from the supplier, I don't wanna mess up these orders." You can reserve. Once it hits 
Amazon, you can actually reserve it.

1:20:00 LW: It's an awesome way to test too, Barrington, if you're merchant fulfilling a little bit, if 
you had a multi-pack. And if it sells you're like, "Alright, I'm gonna send in an FBA. This worked 
out good."

1:20:10 BM: That's a great point. That's a great point. That's something that I had on the slide. That 
is an excellent point, and I'm so happy you brought it up.

[chuckle]

1:20:18 BM: Let's say you were... That's why we work good together, partner.

[laughter]

1:20:23 BM: Let's say you're sending in a product, right? And you're sending the 100, the same 
strategies I taught you, you're sending 100. And then you created a merchant-fulfilled listing for the 
two-pack. Now, you start to see that, "Wow, I'm getting a lot of orders on the two-pack." What are 
you gonna do? All you're gonna do now is go on Amazon, order self-sealing poly bags, order the... 
What else? This is a set, or whatever, those little labels. You're gonna put the two in the bag, you're 
gonna seal the poly bag. And you're gonna send these directly into FBA. Why? Because you have 
used the merchant-fulfilled listing strategy to prove that you have a lot of customers buying the two-
pack. Now, you don't need to mess around with it going in there to fill the orders anymore, you just 
put two together, get them all sealed up and nice, send them directly into FBA.

1:21:20 BM: So now you're getting 100, and you're creating 52 packs, and you're sending those 
directly into FBA. We have done that so many times, because now we've just created at two-pack 
FBA listing, and guess what? I can tell you from experience, not a lot of persons will jump on your 
listings when you're doing the two-pack, because they just don't want to do the extra work. They 
want to send in the individual listings, have it sold on individual listings, they don't want to do the 
extra work. They're gonna be like, "I gotta spend time and put these two together." And they don't 
wanna do that, they just wanna send it on a single listing.

1:21:51 BM: But now you have proven by testing that the two-packs sell really well, so now you're 
gonna send them in to Amazon on FBA. And now you just created a whole another line where 
persons are buying from, because you have proven that the two-packs sell. Excellent, excellent 
point, Lance, just to remind me on that one. Excellent, man.

1:22:10 LW: Cool.
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1:22:11 BM: Just to be clear, I can send in a few cases of a product and have AZ label and poly 
bag, and, no... Yes, you can have them labelled and poly bagged and even bundled, they're not going
to bundle for you, that's what they're not gonna do. They are labelled, you have poly bag, but that's 
the extent of what they do for you. They are not gonna create a bundle, they're not gonna create a 
bundle. If you're gonna create a bundle, you have to do that yourself, or if you're gonna send out to 
your customer a bundle, like a two, what we call a multi-pack, you're gonna go in and create a 
merchant-fulfilled... Fill a merchant-fulfilled order, and then you're gonna put two, you have the 
quantity two, and then you ship that directly to the customer. So, you have to understand that they 
will label, Amazon, that's Amazon, will label and they will poly bag, but they will not create a 
bundle for you. They don't offer that service as yet, because as soon as they offer it, we're gonna 
jump on it.

[chuckle]

1:23:06 LW: I think John probably does that for you, some of these fulfillment centers might 
bundle for you. Probably not now, because it's so busy. They're probably slammed right now.

1:23:16 BM: Lance, Yvette had a question, maybe you can take this one, "Can you reprice an item 
if it's the one in the buy box?" Not sure if I got this6 right. Can you reprice an item if it's one in the 
buy box? Well, yes you can. If you're in the buy box you can reprice it. I mean, you can always 
reprice it. Let's say you're in the buy box but you're not getting any sales, I guess that's what you 
mean, you're in the buy box where you're not getting any sales.

1:23:49 LW: Yeah, you can reprice it anytime you want. You'll be in the buy box maybe if you 
reprice.

1:23:55 BM: Right. And even if you're in the buy box, sometimes you're not getting any sales, so 
you can drop a couple of cents off. And that was the part that really hit me, you could drop a couple 
of cents off, or you could add a couple of cents and it still works. This repricing strategy still works.
You could add a couple of cents, or you could take off a couple of cents, and it just affects persons 
who have already placed that item in the cart, and then they will get an email from Amazon saying, 
"Hey, Lance took 50 cents off the Dancing Santa. You wanna buy it now?" "Oh, cool! I'll take it."

[laughter]

1:24:27 BM: So they get that email. It does give that email. Sam Allen, let me jump on this 
question. About that question of making a two-pack for the [1:24:37] ____, would you make the 
two-pack on Amazon or a different sales channel? I would make the two-pack on Amazon, because 
you're gonna create that multi-channel fulfilled listing. So this is going to be not on FBA, but this is 
going to be a merchant-fulfilled listing. So you are, as the merchant, will have to fulfill it. The great 
thing is, you already have the inventory at Amazon, so when you get the sale, you just go in and as I
showed you, you're gonna have the slides, you create a multi-channel fulfilled order and you send it 
out. So that simulates, when someone buys from you, a merchant-fulfilled, it simulates they're 
probably buying like they would buy on another channel. So Amazon is not gonna send out 
[1:25:17] ____ FBA, so you have to go in and create the order, and Amazon will tell you, "This is 
how much to send it to the customer." "Okay, cool. Take it out of my account." And then you put all 
the details in. Amazon will give you the details. Customer's name, address, all of that. They give 
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you all of that. And then you go and create the order and send it out of what you already have at 
Amazon.

1:25:35 LW: I think I can answer Janet's question for her. She said she's been having trouble 
creating bundles on Amazon, "I get an error code that's saying, 'There is already a listing like the 
one you're trying to create.'" I think what she's doing is maybe she hasn't created another UPC. 
Janet, when you do a bundle, it's actually a whole another product, and you have to buy UPCs and 
actually create a listing and put that UPC in that you bought. You can't use the UPC that's on the 
box that you're trying to create, because it's gonna bring up that listing.

1:26:07 BM: It's already there. Excellent, excellent.

1:26:11 LW: Major voice cracking going on tonight. [chuckle] Listing. "Someone has the item in 
their cart, if I raise the price, will the buyer have to pay the higher price?"

1:26:25 BM: Well, you know what? Let's tell you what happens here. If I put a product in my cart 
and it's at $19.99, and then you raise the price to $21.99, two things happen. I am going to think, 
"Nah, I'll wait." Because this is the customer's reaction. He's gonna be like, "No, let's wait until he 
comes down to $18.99." Or, "Geez, the price is going up, I better buy now." [laughter] Those are the
two reactions.

1:26:52 LW: Yeah, those are the two reactions, "I gotta hurry up and buy this thing."

1:26:55 BM: "I gotta hurry up and buy this thing, the price is going up, maybe it's running out, 
maybe it's going low." And guess what? When it's this time of year, and persons are like... They 
have to get this product for the holidays, because little Johnny wanted it, or so and so. When the 
price starts to tick up, they are gonna be like, "Hmm, maybe it's supply and demand. It's running 
low." And I wanted to also say thank you to... There is a gentleman in our group, that I put out a 
request for the Nintendo game console. You know that Nintendo game consoles? The real old 
school stuff, Lance.

1:27:34 LW: Yeah. [chuckle]

1:27:35 BM: And he was like, "Yeah, I have one." And he next-dayed it to me. Next day from 
Atlanta down here, I'm supposed to pick it up tomorrow. And he just said, "Okay, I'll just give you 
the same thing and pay the price for shipping." And I'm like, "Oh, that's cool." That's how you build 
relationships, it's so easy. You give quality content and people are gonna help you out. Because I 
really needed to get this Nintendo console, you put them out at Toys 'R Us, you go there and it's the 
line, line, line, line, you can't get one, man. So you give quality content, you help. And I really 
wanted to say thank you for that, and I'm gonna go home, we're gonna be playing Nintendo. I'm 
gonna play Super Mario, we're gonna be playing Mike Tyson. That's what I really wanted.

1:28:21 BM: And think about it, persons who are coming in from overseas, if you build trust with 
someone in the US and say, "Hey, I want you to go to WalMart and pick up my order that I ordered 
online and send it in to Amazon for me." You'd be surprised at the reciprocation that can happen 
from that. People are like, "Oh, wow." You start to build that trust, then you have a great product in 
your country and you can't buy everything and they're like, "Hey, I have access to this great product,
I can send something to Amazon for you." Because I've done it, I've sent coffee in to Amazon for 
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Lance, because you build that business relationship, and it's so easy.

1:28:56 LW: Yes, I remember that. [chuckle]

1:28:56 BM: I just say, "Okay, create the shipment, put in this quantity, I'll send it in there." I mean 
when I sent it in and it started to sell, he's like, "Man, I feel so bad because it's selling."

[laughter]

1:29:06 LW: That's when you were pushing me, Barrington. You're like, "I want you to sell in the 
UK. I can't do it all... "

1:29:10 BM: Let's do it.

1:29:11 LW: Barrington's like, "Lance, I'm sending coffee into your account right now."

[laughter]

1:29:16 BM: So do it. I mean, he does the same thing, he'll call me and say, "Hey, this great 
product, Sheex. It's going crazy. Go to Woolworth's, get it." He didn't have to tell me that product, 
but it's just because you build that relationship, and things start to happen, and your business grows,
his business grows, both of us and our families are happy, so we take it from there. So guys, I want 
to again thank you again for putting your trust in us. Next week, look forward to our final webinar, 
is gonna be on December 12th. And that's gonna be on how to continue this process, not just 
thinking, "Oh, well we're all done, now what do we do? We're just gonna go into January and 
nothing's gonna happen." Ryan Reger is gonna come on next week, Monday, and he's gonna be 
talking about how to do Private Label the Easy Way. And guys, this is a super bonus webinar, super,
super, super bonus webinar. Nobody gives this much just for a one-off, you have to pay and pay 
again, pay again, pay again.

1:30:11 BM: But Ryan is coming on for how to do Private Label the Easy Way, and that's what's 
gonna take you into January, that's what's gonna take you into the rest of the year. And I can 
guarantee you, if you look at these strategies, watch these webinars over again, and you take action 
on these strategies, even just with the next webinar, if you're like, "Listen, I'm gonna be super 
serious about Private Label the Easy Way, and I'm gonna get one or two products in." You will be 
amazed at the end of next year, you're like, "Man, I was here doing $500, now I'm doing $50,000." 
It happens because of taking action.

1:30:47 BM: So again, we want to thank you for coming on. This is being recorded, so everything, 
all the recording will be there. So guys, thank you so much for coming on. Jessica, thank you so 
much for being here, for answering questions on JoeLister. Guys, you have the strategies, the 
important thing for you to do now is to go out and take action. Again, thank you for being on here. 
Lance, any final words? 

1:31:09 LW: You always say it's the will, Barrington. What you said, and also I'll add, just get out 
there and start scanning. If you're not going out, and you're just sitting at home, you're not gonna be 
able to succeed. So you gotta get out there and just get your feet wet. [chuckle]
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1:31:29 BM: That's it, that's it. Again, guys, you post all the questions in Facebook. Jessica, she 
answered all the questions on JoeLister today, gave you guys guidance. And I mean they are the 
resource persons to handle all your questions. So jump on it, do it, ain't nothing to it but to do it. 
Stephen, thank you for being in the back, making sure everything is up and running. And we'll see 
you next week, December 12th, where Ryan Reger will be talking about Private Label the Easy 
Way. Thank you all.
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