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Barrington McIntosh & Lance Wolf

0:00:01 Kat Simpson: Because... There we go. I was actually making sure that there wasn't 
anybody pending, so I probably should not... There you go, now you can see my screen. I was just 
checking if there was anybody waiting to get in, but we're all good.

0:00:11 Lance Wolf: We are good to go. Got 63 on now, great.

0:00:16 KS: Yeah. And Canada is here, Abe is here, everybody is here.

0:00:25 Barrington Mcintosh: [0:00:25] ____ I'm gonna check it guys, where are you joining us 
from? We have two minutes to go before show time.

0:00:32 KS: We've got Illinois, Canada... Ah, here we go, California, Arizona, Ohio, Tennessee, 
San Francisco, eBay Town, Mexico, hey Gwen. Dayton, Ohio... There you go, Nebraska, New 
Hampshire, Louisiana, New York City, Colorado, another Nevada, Pennsylvania.

0:00:58 LW: If Pat Sager is on, just tell her, let her know I just sent her a request, because we're 
working on the scanner right now. Anybody else who's having a tough time getting a hold of me 
with the scanner, I apologize. I've just been so busy running around, and I haven't forgotten you. I 
know I have to put more energy into that.

0:01:18 KS: Panama, that's really cool. I've been wanting to put that on my list, my travel list. Y'all 
be getting your questions ready because you, the audience, are the lucky ones tonight. All 77, it's 
fast, it's going up fast. All of you are the lucky ones tonight because we're doing Q&A. So, you guys
get to ask your questions in real-time. Everybody else will just have to listen and hope that you ask 
their question. So get ready. I'm getting my note paper ready, probably you hear all that rustling. Oh 
my goodness, I gotta find an empty page, there's a lot of notes in these things.

[laughter]

0:01:57 BM: Notes to go take action. It's difficult to not see deals right now, its very difficult. I 
mean, just walking into a store and voila! 

0:02:06 KS: Well you know, yes, everyone keeps telling me, "There is no clearance now. Clearance
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is over, forget it." So, I went to Walmart after church Sunday, just to pick up a few things for the 
house, and ended up spending $400 on clearance merchandise. I mean, crazy, I got some Oreck air 
conditioners, or air filter things, $150 air filters for 15 bucks.

0:02:30 LW: Oh my God! 

[laughter]

0:02:32 KS: They were actually $20, and I had the nerve to ask the guy what's the best he could do 
if I took them all. So I got them all...

[laughter]

0:02:39 LW: So you're telling me Kat, that you got how many? 

0:02:42 KS: Well I got about 10 of those, and then I got some Black & Decker drills, it was back in
the corner of the hardware and they were all marked down really cheap, and they were scanning 
good, and so I said, "Hey, these are good deals, but whats the best you could do?" So, yeah.

0:02:56 LW: I've been finding a lot of scooters that are discounted on clearance, they're like thirty 
selling for $130, so that's something to look out if you guys are looking for a clearance. And just 
because it's Q4, doesn't mean clearance isn't something that's out there. I keep seeing it too, 
especially on products...

0:03:17 KS: Yeah, and somebody at my local Walmart decided that nobody liked pumpkin spice 
anymore, so everything that had pumpkin spice flavor was a dollar, or 75 cents a piece.

0:03:26 BM: I'll take them everyday.

[laughter]

0:03:31 LW: Were all so excited to talk about our deals. [laughter]

0:03:35 KS: Hey comments, comments here from LA, San Diego. Abe liked my deal, yep. My poor
UPS guy, he never knows if he's gonna show up and there's one box or there's 17 boxes. So today 
there were 17, so, poor guy. That's okay, I got him an Amazon gift card. [laughter]

0:03:52 BM: We have just a minute or so, and then we're gonna officially kick off, but as 
mentioned guys, today is your Q&A session, we're going to go for about an hour. All questions and 
answers on your deals, what's working, what's not working. We're going to talk a little about pricing
strategies, because a lot of persons have the idea that, "Hey, I'm gonna keep my prices high," but if 
you can liquidate and turn, that's good. Blow them out and go again. So, that's what we're going to 
talk about today. So, were going to be on for an hour. There's going to be Q&A, and we're going to 
talk about the groups moving forward and what you guys can expect. So, it's going to be an 
awesome session. Hopefully you have all your questions. Kat will field the questions, and she'll let 
us know the questions and we'll take them from there. Lance? 
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0:04:40 LW: Yeah, Barrington. You actually mentioned pricing strategies, and I know we're gonna 
get more into this, but just a little tip for everybody before we get started. Somebody shared their 
numbers from, I think it was last year, yeah, it was definitely last year. And they had their highest 
sales figures, it was crazy, they did like 23,000 one day, 32,000. And I think it was on my silent 
team. But a lot of their highest figures were on December 16th, December 17th, even moving on 
almost up to December 19th. So, a lot of people might think, "I don't want to send any more stuff 
in." I send in all the way up to like the 14th-15th, and I still sell it. I still sell all the toys. And the 
worse that could happen is you just liquidate them and get your money back.

0:05:30 BM: Right, and also what's good is, if you have items that are not just for Christmas, or 
just for the Holidays, you can send those in, like for us, coffee. We never stop sending it, we never 
stop sending. We literally send in [0:05:43] ____ whatever day that UPS opens, or DHL opens, 
we're going to be sending in. It's good for next year. So, it's time sensitive, for some products, are 
time sensitive where, "Hey, this is a holiday product. You want to make sure that you get it." And 
usually we strive to get those in by December 15th, or even... Because Amazon does a lot of 
moving, you'll see right now that your products will hit the warehouse, it's not available, because it's
receiving, and then it's been moved to another warehouse, so they do a lot of that come this time of 
the year. So, we're gonna talk about that some tonight.

0:06:19 LW: I'm pretty much done for the most part, like on lights, Christmas lighting, so, I kinda 
cut that off a little bit. And some of the Christmas decor. Just thinking that people are probably 
doing their final purchases on that. It would still sell, but I'm just cutting it down a little bit.

0:06:37 BM: Yeah.

0:06:38 KS: Great. You mentioned, Barrington, that things are being shipped or moved around a lot
right now, and we've got a question kind of on that topic from Jim. He says his, "Items seem to be 
being sent to the Ontario eight warehouse and not being split up." So I know recently, Amazon has 
been kind of working towards shipping all to one warehouse, so what are you seeing with that? 
Shipping to one warehouse versus splitting them up as we get closer to the day date.

0:07:03 BM: What we have seen is, like we had a shipment that arrived... Well, today's Tuesday, it 
arrived last Friday, checked in and it says, "Receiving," but there's none actually... Well, Amazon 
quotes that, "Available on December 11th." And we see everything is in the receiving, it goes into 
pending. So, we know they're moving it around. Regularly, those would just be received and it's 
available for sale. But now Amazon says, "Will not be available until December 11th," or, "not be 
available until December 16th." So we know they're moving them around. And the thing with that 
is, they will take the orders, they will say, "Back order, order now and it will ship on the 11th." But 
you have these customers who, I'm telling you, they don't play around. They want to see it in stock. 
They're not going to buy off [0:07:55] ____ your listed. They want to see it in stock.

0:07:57 BM: And what's interesting about that dynamic is when it says, "Back order, due in stock 
on December 11th," if you have others with you on the buy box, you're not gonna really get the buy 
box, because you're technically not really in stock. It says, "Available on December 11th," so the 
guy that has it and it's in stock now is going to get the buy box. Even if he goes a little bit over you, 
he's gonna get the buy box because he's actually in stock and available to ship, to get your product 
tomorrow on Prime, or two-day or whatever.

12/18/15 Page 3 of 23



Provenq4Plan.com

0:08:27 LW: I could tell you with my standard products, anything that's not oversized, like your 
standard which is 18 inches or below, I'm not sure what the other sizes are, but they are all going to 
the same warehouse, even if it's not on inventory placement. If I want the other one to disperse to 
the default setting, they're still all going to the same place. But the oversized, they're being split up 
like crazy. So, you might want to do inventory placement for oversized, but remember with 
inventory placement, they're going to charge you $1.30 up, and then, anything over five pounds, I 
think it's like 30 cents per pound. And they're also doing something, I didn't realize this... Maybe I 
should have known this, but with inventory placement, they're doing the dimensional size, too, and I
was sending these big boxes out, and they were like 10 bucks a piece just for inventory placement, 
just because they take all the size, they multiply those and divide them by like $1.66. So, I don't 
know if you guys have any other insights about that, but that was kind of a curve ball for me.

0:09:28 KS: Yeah, inventory placement is very difficult to watch those costs, because they bill it 
once a month, and it's usually three to four weeks after you've actually sent it in, so it's hard to keep 
track of what they're charging. So I'm glad you shared that, that's important. Jim said...

0:09:42 BM: And also... So, before you get to the next question, Kat, the one tip is, I mean for 
those who know how to merchant fulfill, if you're getting too close to that cutoff date and you 
figure, "Hey, if my items get in, Amazon may be moving them around," you may want to keep some
back for merchant fulfill, because the time it's gonna take to get your items into the warehouse, then
become available for sale, it may pass you, the holidays may just pass you by. But what you can do 
is keep some for merchant fulfill. Print the labels off of Amazon, so when you get that merchant 
fulfill order, you just go ahead and you buy the shipping on Amazon fill your customer, print off, 
and just take it to the post office, or UPS and drop it off and it's gone. That means it goes directly to 
your customer, as opposed to going to Amazon, then waiting to get it checked on, and then be able 
to send it out to your customers.

0:10:33 LW: We need the Germans.

0:10:34 BM: We do a lot of merchant fulfill this time of the year. A lot, a lot of merchant fulfill.

0:10:38 KS: Well, I think you're psychic, because Jim just made a comment, he said, "I took your 
tip, and I kept some back to merchant fulfill," so he remembered that from last time. And also, a 
good question from Melanie, since she says, "The Dallas warehouse seem to take forever for her 
merchandise," what's your best tips on merchant fulfilling, Barrington? 

0:10:57 BM: For merchant fulfilling, here are some tips that I really want to share with you guys. 
What you want to do is make sure that you actually, first of all, make sure you actually have the 
items. Don't just say, "Okay, I saw these at Walmart earlier and I'm gonna just list it for merchant 
fulfill, then I'll run back to Walmart." You might be surprised that when you get back there, it's not 
there. What we do is, this is a typical merchant fulfill day for us. We'll walk into the store, Kmart, 
we'll find our favorite product this time of year, which is KidiBeats Drum Sets, and we know when 
that spike day is, December 15th, 16th, 17th, 18th, 19th, we know the spike days. So if we're here, 
we walk in the store and we can pick up in our cart, and then we'll list it in, while we're in the store. 
We're listing it with our mobile phones. And before you get to the register, I'm telling you we do this
every year, before you get to the register, it's, "Sold. Ship now. Sold. Ship now." And I mean, there 
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are a lot more products like that but, you want to ensure that you have the products. So, don't mess 
around and get flagged by Amazon because you didn't ship on time, or whatever.

0:11:56 BM: The second thing, buy your shipping on Amazon. Amazon gives you an option to use 
USPS, or to use UPS, or whoever else their partnered with. So, buy your shipping on Amazon. It's 
much cheaper for you, and it's being tracked right there. Amazon is gonna give you the tracking 
right there. That's two things that you want to do. And also, for merchant fulfill, as I mentioned in 
my webinar before, what we do is we will list, let's say, a two pack on merchant fulfill, if we have a 
thousand on hand at Amazon. And as soon as that two pack sells, we'll just fill it from Amazon. So 
it's being sent directly from Amazon right to the customer, without us having to touch anything else.
I think that's the best way to merchant fulfill because inventory is already at Amazon, you're just 
listing another size quantity. At this time of the year, people buy a lot in three packs and six packs, 
because they are gonna give for gifts. So they'll buy a lot of the largest... We get around eight 
pounds of coffee, 10 pounds of coffee, 12 pounds of coffee. People buy a lot of coffee now. So we 
do merchant fulfill for those listings, and if we have inventory on hand at Amazon, we'll fill from 
that inventory. So, that works very, very well for us.

0:13:09 KS: Great. Abe just said the exact same thing you said so I told him, "Great minds think 
alike."

0:13:17 BM: I think we want... Just to get some idea of... There's a 148 people on here, and I know 
there are a lot questions coming in, but we just wanted to get some feedback. What has your 
experience been like with the Q4 groups? Just give us some feedback, whatever it is, just give us 
some feedback. Has it helped you to make money? Did you get a good tip? Did you make good 
friends? What has been your feedback on the Q4 sessions? 

0:13:43 KS: Well, Lynne was here earlier, and said she made $16,000 so far, so she said she's pretty
happy.

[laughter]

0:13:53 KS: Greg says he, "Profited over $10,000 just on Star Wars." Way to go! The movie hasn't 
even come out yet! [laughter]

0:14:01 LW: And you know what, Kat? That's one of the main reasons why we pushed the Star 
Wars approval, because we knew there was going to be so much money to be made on Star Wars. 
And we said, "Look," I was like, "Barrington, let's just throw that as a bonus. I know they didn't 
sign up for this, or it wasn't on the sales copy, but lets get everybody approved for Star Wars." It's 
amazing how many people actually got approved for the process.

0:14:23 KS: That was pretty amazing, you guys have encouraged people to jump on it when it first 
came out. [0:14:26] ____ Common says, "One of them has been great, the other has been pretty 
quiet." Chris says, "The diamond group has been amazing, I've learned so much from them, 
definitely made my money back." Christine... Yes? "So many ideas and tips, I wish I could use all of
them. I ran out of money first." That's a good thing, to have more things to buy.

0:14:46 LW: That's good. [chuckle] I'm running out of money too, believe me.
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0:14:50 KS: Everybody runs out of money, I think that's the goal at this point. Albert says, "The 
best value of this group was to find like-minded people." Awesome.

0:15:00 LW: Awesome, that was our main goal. That's what we wanted people to really get out of 
this.

0:15:04 KS: And Greg, I really appreciate you sharing this. Greg is the one who shared that he 
made over $10,000 on Star Wars merchandise and he saying, "I wish I could have kept my prices 
higher." So I love the fact that you made all that money, you encouraged us by sharing that, and 
then you're telling us the lesson you learned. So thank you for that.

0:15:21 LW: If I could just go off track, too, on... Well, it's kind of on track, but off track, but with 
the Star Wars stuff, Greg, the party doesn't have to end yet. I've been going to Walmart probably 
every night, and some of the other big box stores, and I'm finding a ton of Star Wars merchandise, 
still, that you could send in. And as long as you can send it in by at least mid-December, you'll be 
good. Now, the better. If you wait, it's gonna be a little more challenging. The prices might start to 
cave in. But there's still a plenty of Star Wars stuff out there.

0:15:56 KS: Good points, good points. Like I said, the movie hasn't even come out yet. Jim says, 
"The webinars have been helpful," he's looking forward to expanding to UK. Tammy says she, 
"Became un-gated in several categories and have sold them because of the Q4 sessions." Matt also 
says, "The Diamond Group rocks! The group has been key to my Christmas sales. Emerald Group 
is amazing! Lots of good tips. Going to start working on Europe next year. Shoes tips paid off. 
Always running out of money first." Yep, okay. "It's too bad I ran out of money on a main light 
saber item." Yes, did any of you have seen the cute video going around about the guy running 
around San Diego offering a light saber duel to anybody? That was cute.

[laughter]

0:16:37 LW: I didn't see that one.

0:16:39 KS: Okay, "Crystal group very helpful. I've reached sales goals I couldn't even think of last
year. Great connections and learned more on how to pick up ranks." Good question, "Can I still get 
Star Wars approval, and how do I do that?"

0:16:56 LW: Yeah, you could still do it. We have a lot of material in the file section of the Q4 
sessions Facebook group. I was sharing a video, but the distributor... Who are we going through? 
Entertainment Earth, they wanted me to take it down, just for certain reasons. But maybe I can 
probably give the video out privately, or if I talk to them first, and they give me the okay. I haven't 
talked to them in a while. So maybe they'll let me do it now. But we do have written content that 
you can look at, too.

0:17:25 KS: Good. There was a couple of questions asking me if they should bother with that, if it's
worth doing it right now. Common had another great question earlier about cut-off dates, I think 
Barrington, you kind of mentioned cut-off dates, and he is asking now, "Should I slow down on toys
soon? Or just keep going through Q1?"
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0:17:41 LW: I can tell you what I'm gonna do, I'm not gonna slow down.

0:17:44 BM: Never.

0:17:44 LW: Today is what? Tuesday, today is Tuesday December 8th, I'm gonna keep getting toys 
the rest of the week... Wednesday. I spent ten grand yesterday just hitting the stores. I'm gonna go 
out again tomorrow, I'll probably try to spend the same amount. And the way I'm seeing it right 
now, this is a really good tip, I'm seeing pretty much 100% ROI, because there's a lot of products 
out there that you're gonna make like 200%, and then maybe you'll make 90%, 80% on the other 
ones. But it's really averaging out to 100%, so whatever you're spending, that's pretty much what 
you're gonna make. So, if you go out and spend 10 grand, you're probably gonna make 10 grand. 
Maybe not exactly that number, but pretty darn close to it. So, I'm gonna go out Tuesday, 
Wednesday, Thursday, Friday and really hit it hard. I'm trying to fill a cargo van up each day, and 
then I think I'll be done. [laughter]

0:18:37 BM: You're never done.

[laughter]

0:18:40 LW: I've never done, Barrington knows me good. I'm lying to all these people.

[laughter]

0:18:44 KS: Well, he has good intentions.

0:18:45 LW: I'm sorry guys, I have never done. [chuckle]

0:18:47 KS: He intends to be done, whether that happens...

0:18:49 LW: I intend to be done, exactly.

0:18:51 KS: Cliff says that he, "Is looking forward to Barrington's new sessions in January about 
selling overseas."

0:18:57 BM: Oh, that's gonna be awesome. Awesome.

0:18:58 LW: Oh yeah, that's gonna be nice.

0:19:00 BM: You know what? Let me tell you what, guys. Another tip that I picked up yesterday is 
a lot of persons last year, it was Frozen, this year it's Star Wars, last year was Frozen. So a lot of 
persons were restricted on selling Frozen. But just go ahead and try scanning some Frozen stuff 
now, it's pretty much un-gated now. It's like they just opened it up because they're saying "Hey! 
There's not that rush anymore to buy Frozen stuff. It's all on to Star Wars, so Star Wars is now 
gated." But if you have any inventory for Frozen, try and see if you're able to sell them now, 
because I've heard a lot of persons saying, "Hey! I was once gated, and now I'm open. I can just sell 
anything in here in Frozen." So, go ahead and check those out guys, because that will be something 
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that you can just sell right through. I mean, Frozen is not as hot as last year, but it still can make you
some money. So check on it.

0:19:50 LW: You know it's funny, too? This is another product. I was finding some gingerbread 
kits, and I just created a listing. I know people are probably thinking, "Why did you create a listing?
It's too late." But this was probably four days ago I created a listing, and I didn't do any advertising, 
I just kinda put it up as a place holder. And I didn't really think it was gonna sell, I was gonna do my
advertising later, and maybe do a couple of giveaways, promotions. And it just started selling 
organically, and now it's really picked up traction from doing absolutely nothing. So the keywords, 
with gingerbread and that kind of seasonal touch is really, really doing well for me.

0:20:33 KS: Good comments. [0:20:35] ____ Anselo also says he thanks you, that WhatsApp has 
been a great resource for him, so he's happy to be introduced to that. And Abe says, "Before Q4 
sessions, I might do $6,000 a month. I'm now on pace to do five times that this month. My RA was 
lacking before, and now it rules my business. Also, it's amazing how I can share an idea, and watch 
it develop into a totally new profitable technique. I could never have imagined where I am right 
now. Thank you, guys." I think you better put that on the testimonial, that's a good one.

[laughter]

0:21:07 LW: Me and Abe, man, we were up at like 3:00 AM last night, and he actually stayed up 
longer than I did. I finally caved in and went to bed, but he was up at like 3:30, 4:00 in the morning,
"Hey guys! I'm headed to Walmart, I'm not stopping!"

[laughter]

0:21:22 KS: They're asking you, Lance, "What stores are you going to get that 100% return? He 
hasn't seen a lot of those this year," from Anselmo.

0:21:29 BM: Walmart, Walmart.

0:21:31 LW: Yeah, Walmart. All the big box stores, Walmart. I even went to Ross yesterday, and I 
found this little Joker kit, it's like a Batman and Robin, it was probably like a four or five year old 
toy, discontinued, I'm sure. It was like 10 bucks selling for $50, so I would even hop in Ross. Big 
Lots, man, I'm loving Big Lots right now. I'm finding a lot of good stuff in Big Lots.

0:21:55 KS: Excellent. Mark says he was looking at Japan and China the other day. Do you do 
those Barrington? It seems like there's a lot of potential there.

0:22:05 BM: My focus next year is gonna be Japan, Mexico. Japan and Mexico. I wanna get some 
of those pesos.

[laughter]

0:22:16 BM: So that's gonna be the focus next year, moving over to those places. China, I may 
tackle that. That's a big one. I may tackle that the following year, but next year for sure, Japan and 
Mexico. Just figuring out what's good. I mean we've been doing... We have been doing extremely 
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well in Germany. Germany. I mean Germany is doing much better than the UK right now, Germany,
with the Euros. Germany is doing extremely well. I mean we're buying products on the shelf here at
public for $2, selling for 22 euros.

[laughter]

0:22:51 BM: There's no competition, you're the only FBA guy. No competition, you just sit back, 
and just watch your email saying, " [0:23:00] ____ Guten Tag! Dah, dah, dah, dah, dah," that I don't
understand, but I know I'm making some money. So, I'm like, "Alright, that's good to go." It's 
amazing, Germany is doing... You know when you when you have the notifications come in your 
Gmail, and it goes up to 100 and it starts over? That's Germany. Goes up to 100, starts over. Goes 
up to 100, starts over. Germany is doing extremely well for us.

0:23:20 LW: I could tell you just from the couple of products I sent in, Barrington, I know you 
were really pushing me to go to the UK. And everything I sent over there sold. And it wasn't like it 
sold instantly, but it did sell over, I don't know, 15 days maybe. Some of the other stuff took a 
month, but everything sold. And that was just a test. And I just wanna challenge everybody. If 
you're too late, you haven't done your VAT or any of the the process to go to the UK. Just start 
scanning toys, if you have a UK account, and see what they're going for in the UK. Almost every 
one of them are profitable. Everything I scan at Walmart right now is crazy profitable out in the UK.
And it doesn't take long to get it there. You ship it out there, a lot of the stuff hits the UK warehouse 
before it even hits the US warehouses.

0:24:11 BM: That's correct. That's correct.

0:24:12 LW: It's very, very fast. And Barrington taught me that tip, about how quick it gets over 
there.

0:24:18 BM: I'll be featuring that in my international expansion module coming up in January. I 
mean we send items from Jamaica on DHL that leaves Jamaica 12 o'clock in the day, by 1:00 PM 
the next day, it's checked in at Amazon. I mean that's how quickly it gets there. It's checked in, and 
these items are like $2.50 cents a pop, shipping.

0:24:44 KS: They're loving this. Matt says to tell Lance, "It's time you went to Ross". Abe still 
hasn't slept.

0:24:49 LW: I know, yeah. [chuckle] We were talking about that on one of the chats, and he was 
like, "You gotta get to Ross, man." So I took his word on it. And that's why these groups are so cool,
because we benefit, too.

0:25:02 KS: And Mark says, "Gimme dem pesos, Barrington." He loves that. Abe is also selling in 
Mexico. They're asking about your VAT, are you registered in Germany for VAT, or does the UK 
take care of that, Barrington? 

0:25:16 BM: That's a great question. Once you get to a certain threshold of sales in Germany, then 
you will need to register in Germany, and that's 100,000 euros. So that's gonna take you a little bit 
to get to that, I mean unless you have something that's really good, it's gonna get you a little while 
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to get to a 100,000 euros. But, for now, it's just UK, and the German customers will buy off your 
site, and then it's shipped to Germany. So, you don't have to worry about getting registered for VAT 
in Germany until you hit that threshold, because they're saying, "Okay, now you're hitting 100,000 
euros in our country, you have to get registered in our country so that we can collect VAT." But 
before that, you just get registered in the UK. Everything is sent in the UK, whether you send it out 
to Spain, you send it out to France. And just looking back at... I don't if there's a correlation 
between... You remember the other day when they had that horrible shooting down there in France? 
We saw our sales go up, because it's like people were afraid, they didn't go out. Everybody was just 
going on Amazon and purchasing, and they were just shipping through. There are just so many 
different dynamics that can happen in your account that will make your sales just go through the 
roof.

0:26:31 BM: It's just Amazon is a presence worldwide. It's great to leverage their platform, and you
don't have to worry about the customer service or anything, because guess what? Amazon will 
translate. They will do all of that for you, and it's only £29 per month. It's so worth it. And then 
when you get products that... I mean we have some toys that we buy full price, $27, $29, goes over 
to the UK, £69, £92. I mean, sometimes we have to look and say, "Is this real?" It's very difficult for
you to understand just going out regularly, buying right off the store shelf, sending to the UK, and 
you're turning around and selling the same product for 79 euros, that you just bought for $27.

0:27:18 KS: Fantastic! Like the early days of Amazon.com. Mark asked, "Is Italy, Spain, France the
same as Germany?" So maybe you want to give them a little background about the unified account, 
and then getting into the specific countries, please.

0:27:32 BM: Correct. Yeah, Amazon gives you a unified platform in Europe called, "European 
Account," where for one payment of 29 euros and 99 pence per month... Your first three months are 
free, by the way, first three months are free and then afterwards, you pay £29.99, and that gives you 
access to the seller central on Germany, UK, Italy, Spain, and France. So you're only paying one 
fee, it gives you access to five platforms. So you get all the seller centrals, you get all of the back 
office stuff like check your pending, well you have to be professional. But the great thing about it is,
if you're selling products on co.uk, you can expand those products into Italy, you can expand those 
products into Germany, so you will see what you're selling. You expand your listings and it says, 
"Okay, all these 25 listings that you have, there's a demand for them in Germany." So you just 
expand it to Germany, and the listing is in German now, it's on the German site. You have to go in 
and change the language into German, and you have to change the search criteria, but all of that is...
It's like nobody is... You have no competition. It's virtually low with the competition. Nobody's out 
there doing this, nobody's in Germany.

0:28:53 KS: Awesome.

0:28:53 BM: Nobody's out in Italy.

0:28:54 BM: Yeah. Okay, so couple more questions on that, and then I wanna encourage folks, 
Barrington is gonna be doing an in-depth class on international expansion in January, so we'll move 
back to regular Q4 questions, but I had a couple more on this one. So David says, "If I have an 
Amazon UK account, I can just send things to FBA Germany without doing anything?" I think you 
kind of answered that. Anything else you wanna add for him? 
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0:29:18 BM: Right, just you send it to your UK account, and it will be available for sale in 
Germany. The only time you'll send directly to Germany FBA, is if you've found a winner in 
Germany, and you're like, "Listen, I want to get this very close to my customers, so I'm gonna send 
to the warehouse in Germany." But apart from that, send everything to the UK, expand your 
listings, and it will be available for sale in Germany.

0:29:41 KS: Okay, awesome. Last question for this one, "Do you need product liability insurance 
for the UK and Germany sales?"

0:29:51 BM: Well, eventually if you start to do big time commercial stuff, you might want to say, 
"Okay, well I wanna go ahead and purchase that." But, Lords of London is very good for that kind 
of stuff, if you are looking to get product liability. You just go ahead and call up Lords of London 
and they'll get you sorted out. And they're actually based in London, so it makes life way, way 
easier for you. But if you're just testing stuff out, yeah, you just get some stuff over there and test it. 
When you're seeing, "Oh wow, these are moving!" Then you wanna, "Okay, let me just go ahead 
and grab this liability insurance," and go from there. But to start out, you just start out sending in 
your products and see if they sell. You'll wanna know if they're going to sell first before you make 
the big investment.

0:30:33 KS: Excellent. And back to the general questions, thank you from Nancy for this question, 
"Are you doing this with cash, or are you using credit cards or business loans?" And I know we 
touched on that a little bit last time, Lance, if you wanted to talk about using credit, or staying with 
cash for this season? 

0:30:48 LW: I use everything I got. I'll use my cash, my credit, anyway that I can produce money, 
I'll use it. So, I don't know if that's they best answer, or the best thing to do, but that's what I do. 
[chuckle]

0:31:00 BM: Why he says this, Nancy, is because... I wouldn't say, I mean, I want to use the word, 
"guarantee," but pretty much when you buy stuff now, it's difficult to really not make any profit. It's 
very, very difficult. If you just have the right pricing strategy, if you're following the proven steps 
that we talk about over, and over, and over, and are part of this course, it's very difficult. Like today 
we came here, Walmart in the stores, 50% off of the toy that was selling for $27.00 is down to, 
what? $13.00 and some change, going on Amazon for $49.00. It's difficult not to make a profit. 
Because everybody is doing sales now, so it's very difficult not to make a profit. So right now, we 
go deep. We just do everything. I mean, Amazon sent us a loan, we had credit cards, we do 
everything all in now, because then you start to reap the profits come the next two weeks, 
everything just cashes out. Ka-ching, ka-ching, ka-ching, boom! 

0:32:00 KS: Great answer, because they were just asking about the Amazon loans, so that was 
perfect timing. Valerie wants to know if they're are going to have access to these videos after Q4? 

0:32:11 BM: Yes. You'll have the link, so you'll have access to the videos. So the link will be there 
on the "Thank you," page. We'll make sure we give you the thank you page, it's yours. You can 
enjoy, you can watch them right through up til next year. But yes, you will have access to them, all 
the recordings are going to be on the thank you page, and you'll have access to everything.
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0:32:29 KS: Okay, and, I want to know what Lance is selling that's sold four so far on eBay, that's 
amazing in one hour.

0:32:35 BM: Oh, [0:32:36] ____ that's mine.

0:32:37 KS: Oh okay, are those UK sessions going to be part of the Q4 group or separate? So 
maybe you wanna address a little bit about going forward? 

0:32:44 BM: Yeah, that's separate. The Q4 sessions get finished on the 15th, so that's gonna be a 
separate, separate thing.

0:32:52 LW: Almost here, guys.

0:32:54 KS: Okay, fantastic. Okay, and Christie says, "How long does Amazon hold restricted 
products?" She's talking about Star Wars, how they froze Frozen and it's released now. Is there a 
time frame? This is kind of the first time we've gone through this isn't it, Barrington? 

0:33:07 BM: Yeah, the first time, I haven't seen it happen before. And what happens is... I guess it's 
all of the [0:33:14] ____, because Star Wars is extremely profitable and extremely hot now, so 
they're going to be like, "Okay, lets restrict who can sell." Because what happened is, is if you look 
back at the background, why they did this is was because there was a lot of counterfeit. People are 
just buying some crazy Frozen dolls from China and sending them in. [laughter] It was just a lot of 
counterfeit going on. So Amazon, to protect the integrity of their platform, they said, "Hey, we're 
going to restrict who can sell this product." But now that the Frozen craze is gone, they're like, 
"Okay, okay, we'll release it. Anybody can go ahead and sell some stuff." So, I guess it's really to 
protect the integrity of their platform whenever a new product is out and they know it's gonna to be 
hot. And I mean it's an easy way to tell if a products going to be hot, Amazon restricting a product, 
as opposed to a category, they're restricting a product. You know that's gonna be a very hot product.

0:34:01 KS: Yes. A good question. And Anthony has a great question, "If you're not cleared for Star
Wars, what about Star Wars footwear?" And I know we went back and forth with this with Frozen. 
If you're not approved for Star Wars, can you still sell Star Wars shoes? 

0:34:15 LW: I don't think there's are any restrictions with that, I would just go for it. I know just 
from the Frozen experience last year, people were selling a lot of different Frozen products, even... 
A lot of people were selling toys, too, even though they were restricted. So, I think that if you can 
send it in and they accept it, you're okay. But if you send a lot, just keep in mind that, you could 
lose a lot, too. They could hold your inventory. So, it's probably best just to test send a couple in and
see what happens.

0:34:45 BM: And if you scan it and it says restricted that means, "Okay, I can't list this one."

0:34:48 LW: Yeah, yeah.

0:34:49 BM: But if you scan it and you're not restricted, I would just go ahead and send them in. I 
mean especially for shoes, if you're already approved in shoes. I mean, we sold, I cannot even 
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remember the volume in Light Up Shoes, Kids Light Up Shoes.

0:35:06 LW: Several hundred, several hundred.

0:35:07 BM: They just sell.

0:35:08 KS: And when you talk about the products showing as restricted, you're talking about the 
Amazon Seller app that shows you if a product is restricted, correct? 

0:35:14 BM: Correct.

0:35:15 KS: Correct, okay. Just making sure. So, the Amazon Seller App, even if you use 
ScanPower or Profit Bandit or Scoutify, having the Amazon Seller app is real useful for those kinds 
of questions, because if can scan something, it'll tell you.

0:35:27 LW: They just added that to their platform, too, Profit Bandit.

0:35:29 KS: Who did? Awesome.

0:35:31 LW: Yeah, I think it's... When you sign up for it, one of the things that they ask for your 
Amazon account is... I don't think I do the alerts, I think I accidentally skipped over the step, but I 
think you can do alerts now with Profit Bandit.

0:35:44 KS: That's great, if Profit Bandit is adding that, because that's been a very important thing 
with the Amazon Seller app. Okay, Julia, great question, "Any comments on repricing strategy for 
the last two weeks before Christmas?" Several people are asking this question in different forms. 
"How long do we hold our prices?" "When do we drop our prices?" "Is Amazon going to run out of 
stock?" So can you talk a little bit about repricing strategies for these last two weeks? 

0:36:07 BM: Lance, go ahead, because mine is going to be long. So go ahead, Lance. [laughter]

0:36:11 LW: Yeah, I'll go ahead with... I'm just gonna tell you guys what I do, because you really 
can't predict if Amazon's gonna pull out or if they're going to stay into a listing. We don't know what
suppliers they're working with, we don't know how much that they have coming in. All I can say is 
one of the things you can look for is sometimes you'll see Amazon only has 18 left or 50 left, 
sometimes that's a good sign that they might sell out. But if your prices are extremely high, let's say,
like you're on a toy right now and it's selling for 20 bucks and you're in there for $50, I would really
think twice about holding that hoping it goes up to $50. But if you're holding like for five or 10 
bucks, maybe hold for another week or so, and see if you can get $5 or $10 more.

0:37:00 LW: But I've always been on the side of liquidating more than holding. It was a lot 
different in the past when I first start selling out, and I would hold probably even after Christmas. 
[chuckle] And I got burned a lot doing that. But I have seen recently, in the last couple of years, that
some of the stuff that I wish I would've held on to, I liquidated too quickly, and the price went up. 
So as you can see, just by my response, it's kind of hard to really pinpoint it. I wish we all had a 
crystal ball, but it's just too impossible sometimes to tell, unless you have inside information with a 
supplier, or if you know how many units that they've made for the particular product. So, it's just 
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too tough to predict sometimes.

0:37:46 BM: Yeah definitely a good call. You get it with experience. It's not like there's any magic 
number, like, "Yeah keep 50 of these pie faces, because they're going to go to $150."

0:37:56 LW: Yeah.

0:37:57 BM: You never know. I mean it's your tolerance level, too. It's like some persons are like, 
"Yeah, I'll hold just for the last minute." And remember, the sales really go nuts come December 
15th to about December 22nd. Like that last day when you can get second day shipping, or next day
shipping, the sales really go totally through the roof. So if your tolerance level is like, "Yeah, I can 
hold until all these people that are low balling me, I can hold on until they sell out," And that's cool. 
And if you have had experience where you can say, "Well last year, I held out until... " I mean, 
Lance had a day last year when he sold 800 units in one day. 800 units! Now he was holding, 
holding, holding, holding because he plays this... He rides this wave every year, so he knows...

0:38:45 LW: Every year.

0:38:46 BM: That the other sellers are gonna be like, "Oh, they're gonna race to the bottom," and 
they're gonna sell out. So he knows that sweet spot, and he's like, "Okay, I can keep it until 
December 17th or 18th, because then, the price is gonna jump $5 and I'm going to make big time 
bank on this." Also, what happens with pricing now is I looked on Pie Face today, and there are 
over 540 sellers, and Amazon gives the buy box to no one. [chuckle] When you come on the page, it
just says, "Available from these sellers." Because what happened is some people are way up with 
the price, they're like... And you know what Amazon said today? They said, "The suggested retail 
price for this item is $21.99." They said that, right there on the listing. So you're telling the 
customer, "Hey, the suggested retail price is $21.99, but none of these 540 guys who are on Pie Face
are anywhere close to that."

0:39:35 LW: They don't wanna be blamed for it. [chuckle]

0:39:37 BM: Yeah, they don't want to be blamed like, "Man, these guys are price gouging," or 
whatever. So it's a very sensitive... It's a very thin line, what you're going to do. I mean, people are 
selling for 36 today, Pie Face game, they're selling them for $36. So, it's really up to your tolerance 
level, and also, if you can cash out and go back in and get more and do some merchant fulfill and all
that, that's the best way. Don't try to hold it too long. Don't be submerged too long, you'll run out of 
breath. You just have to make sure that you're making a good enough return on investment, and just 
go ahead and cash out and move on to the next product. You don't want to hold it too long and it 
passes you by, you go to December 26th, 27th, 28th and you're dealing with Christmas items, it's 
not gonna sell again. It's New Year stuff.

0:40:21 LW: If I could just add to that, I'm glad you brought up that example, Barrington, with the 
product that I sold 800 of in pretty much it was like a day and a half. And this year, just to play it 
super safe, I'm also buying that product and sending it under that listing, but what I did is I added 
another complementary product to that product on a different listing. So now I can control the price 
and I don't have to worry about all these variables, and, "What if Amazon jumps in? What if 
somebody comes in with 1,000 at five or 10 bucks below me?" Now I've really took control of the 
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situation. And I did this with probably five or six products that I've noticed in the past were winners 
for me. And I went ahead and I did little bundles with these, and added complementary products. 
And I have another one, too, that I'm just selling a ridiculous amount a day of these things, and I can
control the listing now. So I'm learning this year, "Okay these two products, now I know 100% next 
year I can add these to my inventory." These are definite winners. I know that I can make money on 
these every year. I can make $15,000 profit on this one and I can make $10,000 profit on this one. 
That's $25,000 dollars guaranteed every Christmas. That's a nice holiday bonus. I mean, that's really
nice.

0:41:43 BM: That's really nice.

0:41:43 KS: I would like that Christmas bonus, for two products. That's awesome.

0:41:47 LW: Yeah, and it's just something that I've learned from so many years of selling these 
products, and now I'm like, "Man, I'm tired of the whole fear of people jumping in, I'm just gonna 
add a little complimentary product," and now I have my own listing.

0:42:00 KS: Well, there definitely are products that are every year classics, there are some that go. 
And you mentioned Frozen earlier. Frozen is a Disney Princess, Disney Princesses never die. 
[laughter]

0:42:12 LW: Never ever, ever.

0:42:12 KS: No they just keep adding this to the stable. Good question from another subject from 
Melanie, she said what she was talking about with merchant fulfilling is, "How do you do it 
cheaper?" Because she's so used to doing FBA, that when she goes to ship something with UPS or 
USPS, its just too expensive. So, what, how are you doing merchant fulfillment and making a profit 
with the shipping? 

0:42:38 LW: Do you want me to start, Barrington? 

0:42:38 BM: [0:42:39] ____ I just buy on Amazon. Sorry, yeah go ahead, Lance.

0:42:42 LW: Oh, sorry. Yeah, So what I do is, I just buy Amazon's Shipping, and if I am gonna 
merchant fulfill, I kind of have in the back of my mind, "Okay, is this product... Is it gonna be too 
heavy? Is it oversized? If it's gonna cost me too much?" And in the back of my mind I'm thinking, 
"Okay, let's FBA this product, let's take our chances and hopefully the price doesn't tank by the time
it gets there." But there's certain items, like board games, you know you're probably gonna pay 
maybe six or seven bucks priority for a board game. And you know what's cool guys? Priority 
USPS is pretty much 80% of the time cheaper than the parcel post service. Usually the parcel post 
will be like $8.20 and priority is like $6.70. So, I found that really interesting over the years, that 
concept seems to be the same every year, that its cheaper. So, I would just use Amazon Service, buy
their shipping, and especially with first class items. First class is anything under 13 ounces. You 
typically don't pay anywhere over $2.50 for a first class product.

0:43:49 BM: Right. And Lance's hit the nail on the head. Some items, it may not even make sense 
to merchant fulfill, because the shipping may be too expensive. So you want to ensure that, "Hey, 
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this product, buying for $10-$12, its selling for $49 even with the shipping at $7-$8, I'm still in the 
gravy." So, you want to make sure that you are saying, "Okay, am I gonna make a profit?" You don't
just want to merchant fulfill any old item that's oversized, that's gonna cost 20 something dollars, 
that's gonna eat up all your profit, its not gonna make any sense. Send it into Amazon, it's cheaper 
that way. Because you have to figure out if it's profitable. But once you see that, "Hey, I am buying 
for this, even with the high shipping costs, I could still make some money," and just sell it.

0:44:29 BM: Because, even USPS, they're like three days on Priority, three or four days on priority,
and that's good, because that's going directly to your customer. So that's gonna be veritable. What 
we do is ensure that we buy the shipping from Amazon, who are gonna discount it even more. And 
sometimes, I look for a priority shipping, and it's like $6 and some change, and I look for the UPS, 
like, the UPS shipping with the tracking and all that, and its like $8 and some change. I'm like, 
"Okay, I'll just go with UPS because UPS is more guaranteed to get it there during the holidays, so 
let's go with brown." So you have to make sure the product is going to be profitable for you before 
you even think about merchant fulfillment.

0:45:09 KS: Great answer, that's what information I think she needed. Valerie wants to know, 
Lance, "What are you looking at at Big Lots?" She said she's, "Found some good things in food, but
not in any other category at Big Lots." And also along with that, "How long can we keep sending 
chocolate in?"

0:45:25 LW: I keep finding a lot of grocery items, as well, at Big Lots. So you've probably found 
the same stuff I'm finding. In a lot of the ones that I've found, you have to merchant fulfill some of 
the grocery items. But if you take... I don't wanna mention exact products, because somebody might
be selling the same one as me, and I don't want them to get upset I'm telling a thousand, or 200 
people right now. [chuckle] So, I'll give you the hint, checkout grocery in Big Lots, and also lights. I
found some really good Christmas lights, and you're gonna have to type it in manually, because 
they're Big Lots private labeled, meaning that they have Big Lots... It says, "Big Lots," on the 
products. So, obviously, they have a private label where its their own product. So, what I do is that I
just sand that out. I use like a Dremel, and I sand it out, and you can't even see it. So I would check 
out some of the Christmas lights there, but only the really low rank ones, because its getting a little 
bit too late for the lights. Somebody said watches, Disney watches, I did see there was watches 
there, too, the Star Wars ones.

0:46:32 KS: Ah, Star Wars, there you go. Laurie says, can you, "Barrington and Lance, can you 
expand a little bit more about this international program that you are mentioning, that you're gonna 
be offering next year?"

0:46:45 BM: Its really like an international business express. Its like a four week program, and it's 
just designed to get you up and running in the UK. So it's gonna be focused on selling in the UK. 
It's like a four week program, and it has to do with getting registered. Getting your VAT, signing up 
for shipping, figuring out what products to sell, where to go get those products. It's like really just 
getting you ready and prepared to sell in the UK. It's like fast track. Fast track to selling in the UK, 
pretty much that's what it is. So we'll be walking through, it's a group thing we'll be going through, 
and making sure everybody is up and running ready for the UK. Because, come January people are 
like, "Okay, things are slowing down, what do I do?" It's a great time to expand to a new 
marketplace. So that's pretty much what's going to be covered. Then making sure that all the bells 
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and whistles, everything that's needed for the UK is covered.

0:47:42 LW: Yeah, I think the main reason we're doing stuff like this, is because we wanna make 
sure people are still excited about selling on Amazon after Q4. Q4 is great, but it's like you have this
real rush right now, and you're real happy and we don't wanna see you upset in February and March.
So, that's why in the webinars, we've mentioned international, we've mentioned brown boxing 
where you can have your own products and you can test out products for future private labels. So, 
we just want people to be able to continue this excitement, because you can sell all-year round, this 
isn't just Q4 and go to bed and wake up next Q4 and do it again. You could do this all year round.

0:48:23 BM: But you have to know what to do, that's [0:48:25] ____ the spirit, you have to know 
what to do. And that's where we come in in terms of, going through all of this year over year, we 
figure out, "Oh wow, Valentine's day is there. Father's day is there. Summer is there. Back to school 
is there." There's so many different things to keep you going, not just, "Okay, we go to the top of the
mountain, and we drop." No, you have different things that can keep your sales nice and steady, and
make them even sky rocket.

0:48:51 KS: Great, great. And I think, here's a chance for us to clear up some little misinformation 
here. Anselmo was saying, "On the subject of expanding, do you recommend CES in January, or 
ASD in March? I'm planning to attend my first trade show." So, maybe you want to explain the 
difference between a conference like CES, and a trade show like ASD.

0:49:10 LW: Do you want me to do ASD, Barrington and you take CES? 

[laughter]

0:49:15 LW: I definitely recommend... Me and Barrington know a lot about both of these, but I 
figured we'd just split them up. ASD is probably the best thing I've ever done for my business, as far
as having other ways to sell my products. The first seven years of my business, I was always selling
stuff, retail arbitrage, and it was like a treasure hunt. And that all changed when I went to ASD and I
found out that I could buy stuff directly in bulk, and I could buy liquidation, or I could buy private 
label items, or wholesale. And just the relationships that are formed at ASD. When you form these 
relationships with suppliers, that is more valuable than anything, I think.

0:50:04 LW: And retail arbitrage is awesome but, it's always nice to have that definite, with 
wholesale it's more definite. You have these products that are coming in every week. I remember 
Barrington used to say, "Oh man, I looked at three emails, I see that Amazon is receiving my 
product, I sent an email to the supplier telling him, 'I need more.'" And I was always thinking, 
"Barrington, there's no way you could do it like that, you gotta go to the stores and it's a treasure 
hunt, man. You gotta run to Walmart and Target." And he's like, "No." Because everybody 
approaches it differently, and I'll let him get into CES, and he's going to talk to you about how 
networking with people helps you to learn how to sell differently.

0:50:43 BM: Alright, so as Lance mentioned, ASD is the largest trade show in America, and you go
there to meet with vendors and suppliers to purchase wholesale quantities, that's the main thing. So, 
the focus on our Q4 sessions has been really online arbitrage, retail arbitrage in store. But if you go 
to ASD, which is that large trade show coming up next February, you get to meet the actual vendors.
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When you turn the back of a package and you're like, "Oh, manufactured by blah, blah, blah, blah." 
You get to meet those guys in person, shake their hands, say, "Hey, what are your best sellers?" 
Those are the things that you do, you get to start a wholesale account where you can buy over and 
over.

0:51:22 BM: And it's interesting how Lance put it, because I started my whole online thing, I used 
to buy a few here and there in the stores, but then I went directly more into wholesale. I was amazed
when I came to CES in 2013 and saw that, "Oh, people run to the store all the time, that's what they 
do here?" I was amazed at that, because I did it the other way around. I had started to buy some one 
offs too, but then I jumped right into wholesale. So, I was buying from the wholesalers, wholesalers
are sending from Jamaica to UK, from Jamaica to Canada, from Jamaica to Amazon, and I was out 
of the product, I didn't touch the products at all. I was just working with emails.

0:52:01 BM: But CES now is a conference where you go and build relationships, that's one of the 
biggest things. You get to meet other people who are like, "Hey, I'm good at wholesale," like, "Hey, 
I'm good at retail arb," or, "I'm good at online arb." Then you start to form those mastermind 
groups, and you meet different people. They have different sessions where persons will come and 
talk about wholesaling, some will talk about private label, just a lot of different things. But the 
biggest draw from CES for me, over the years, has been building relationships with other online 
sellers.

0:52:34 BM: It's amazing what happens when somebody gives you one tip like, "Hey, did you 
know that you're doing well on this product? Did you know that you could just put it in a brown box
and make that your own product?" And you're like, "What? You can do that?" I mean, one 
conversation could change your whole business, and you now start thinking in a totally different 
way. So, that's the power of going to a conference like CES, because that will change the way how 
you interact with other Amazon sellers, you get to see that, "Oh, people are doing this a little 
different from what I'm doing, and it's making good profit." So, that's the differences really, with 
ASD. It's focused on the wholesale. But CES is more general, general knowledge, and you build 
good relationships with other Amazon sellers, and you share something with them, they share 
something with you. Priceless.

0:53:25 LW: It's amazing what goes on behind the scenes of products. And when you go to a trade 
show like ASD, you'll never look at a product again, the same in your life. You're never gonna look 
at it the same. You're gonna think, "Man, this is really interesting. I could buy 2,000 of this unit 
instead of running to a store 20 here, 20 there." And for years, I was running, and running, and 
running, and now this Christmas, all the hot sellers, I'm thinking, "Okay, so next year, I'm just 
gonna order couple of thousand of this, a couple thousand of that. And then on the top of that, I'm 
gonna run around the store, just because I like it." I actually enjoy it, and that's the holiday bonus. 
You make a $50,000 holiday bonus just by running around, and you don't have to do it as hard as 
you get better at this. Maybe two years, three years from now, I still have to do it because it's a good
part of my income.

0:54:22 LW: I'm hoping two or three years from now, I can enjoy a Christmas cantata, or I can go 
watch the orchestra here in Baltimore and just close my eyes and listen to the music and enjoy it, 
instead of being a Grinch and stressed out about Christmas. Barrington's seen me for the last two 
weeks, I have not been a nice person.
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0:54:41 BM: You know what, the funny thing about this is, thinking about it Lance, if I, as I've told 
persons, adversity usually brings out the best in me, because what happened is somebody came on 
my listing, and they were really low-balling and you're like, "Man, I'm not gonna give up." What I 
did, I was just like, "Okay, let me go in your store and see what's going on." And I went in his store, 
and I saw that he had one product on Monday, which is about this time of the year. On a Monday, 
you had a thousand quantity, and on a Thursday, he had seven left and I'm like, "What? !"

0:55:17 BM: A thousand on Monday, and then seven left on Thursday? Boom! I went out, and I just
bought one of those, I turned it back, I looked at the manufacturer, and guess what? I'm gonna be 
contacting that manufacturer, because I'm going to be on that listing. And I have been on that listed 
ever since, and it's been very profitable. I think that listing alone makes us about $17,000 to $20,000
a year, just that one listing. Just because you know, one listing can change the way... Because now, 
you're able to buy over, and over, and over again. All you're worried about, "I don't want it to run 
out, I don't want it to run out, I don't want it to run out," because now, you've figured out... And 
when we got on that listing, it was going for about 20 something dollars, and I called the wholesaler
and they're like, "Yeah, we can give you $4.50," and dah, dah, dah, dah. I'm like, "Okay, so what if I
buy bigger quantities?" They're like, "We'll give it to you for $2.30." I'm like, "I'm in. $2.30. Let's 
buy it." [laughter] And we've been on that listing for couple of years now, and that's about $18,000 
to $20,000 profit on that listing, every year.

0:56:20 KS: Wow. Guys, we are down to like the last five minutes and we're never gonna get to all 
the questions, so I just want to reach out to let you guys know, if I'm not reading your question, I'm 
sorry. I'm trying to keep up, I'm trying to choose ones that seem like they're coming... The same 
question from several different people. But I do want to encourage you, the Facebook group is 
fantastic for these questions, because you can get so many different insights just from the Facebook 
group. So, if you don't get what you need tonight, please join us on the Facebook group and ask 
that.

0:56:49 LW: We also have a great announcement tonight, too, that we wanna make sure we do.

0:56:54 KS: Oh, good. Okay, we'll save time for that. Okay, Christie says, this is a good comment 
from Christie, she said, "Just remember, don't walk by things. They found several things that used to
be restricted in Star Wars, are now not restricted." So maybe they're starting to ease up on that 
already.

0:57:08 LW: Yeah. I've heard that, too. I've heard that, yeah.

0:57:10 KS: So, Linda asks, "How long have you guys been selling on Amazon?"

0:57:15 BM: Five years [0:57:15] ____.

0:57:16 LW: I think this is gonna be my 10th year... Actually, my first sale was November 13, 
2006. It was, "The Purpose Driven Life." And it's kind of a ironic, too, The Purpose Driven Life 
was my first sale. So it's pretty cool, by Max Lucado, I think, is how you pronounce his last name. 
He's a preacher.
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0:57:38 BM: Lance... I wanted to say, Carla had a question. I wanted to say something real quick 
on it. This was, "Would you talk more about proper pricing strategy?" And there's something that I 
left out. Now, pricing, this is something that you guys wanna take down right now, pricing. When 
you want your cart to reflect... I mean, your customers come in, they might put something in their 
cart, if you want to get customers back onto your listing, and this is a guaranteed strategy... Well, 
when we talk about pricing, it doesn't have to be that you reduce the price. You could put 50 cents 
onto your price, and you'll get sales, that's the difference. Sometimes, you have an item and it's 
$29.99 and you're like, "Ah, let me go up to $31.25." Then, you get sales on it the same day. You 
could go down by five cents, pricing doesn't mean you have to take off $10, you know that I'm 
saying? That's where you're ready to liquidate, that's liquidate. Pricing strategy is different from 
liquidation. So, just to get people's eyeballs back onto your products, just change your prices by a 
couple of cents. If you don't [0:58:41] ____ ever reprice, [0:58:42] ____ do it automatically, change 
your prices by a couple of cents, 50 cents off, 50 cents on. And you will be amazed that you start 
getting sales like, boom, boom, boom, boom, boom, boom, just like that.

0:58:52 BM: Because, when you put an item in the cart, and you go away, whenever you come 
back to your cart, Amazon will tell you, "The price on 'blah' item has decreased by 50 cents," and 
you're like, "Oh, I need to buy it right now." Or, it will say, "The price on this item has increased by 
75 cents," and you're like, "I need to buy it right now before it goes up anymore." That's just the 
dynamics with the pricing strategy. So, you'll wanna ensure that you're not... Your tolerance level 
will dictate how long you can hold. If you can hold and you're okay with money, you can hold til 
the next year, you can do that, but you would know where your tolerance level is. You don't need to 
go $20 off a product, or $10 off. Just adjusting that price a few cents up, or a few cents down, it will
get some activity going in the cart, or your shoppers, and they will start buying. So, that's one thing 
that you need to note down. Just a few cents off, a few cents on, adjusting your prices can really 
help to get some activity going in in your store.

0:59:48 KS: Great. And last question, and then I'll make you guys make your announcement. Linda
and several others, thank you so much because it turns out the person was asking the question about
the CES conference, I assumed, and the ASD trade show was actually referring to the CES trade 
show, that's also in Vegas, the Consumer Electronic Show. So, there is a trade show, more or less, in 
Vegas in January called the Consumer Electronic Show. There is also a CES event sponsored by Jim
Cockrum called Consult Expand... Help me, what's the last one? [laughter]

1:00:22 LW: Sell, yeah. Consult Expand and Sell.

1:00:24 KS: Sell, Consult Expand and Sell.

[laughter]

1:00:26 LW: He always jokes about it.

1:00:28 KS: "What's that third one there?" Thank you, Linda, we'll make sure we get that clear. 
And guys, if you have more questions that didn't get answered, please ask in the Facebook group. 
I'm gonna hand the microphone over virtually to Barrington and Lance for their announcement.

1:00:43 LW: Alright.
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1:00:45 BM: Go ahead, Lance.

1:00:47 LW: I'm gonna let you announce this one, Barrington, I want you to do this one. [laughter]

1:00:51 BM: I mean, one thing that we really, really pride ourselves in is building great 
relationships. And hopefully, we have accomplished that over the year, over the couple of months, 
now, October 1st. We're going up to until December 15th, that's our last day in the mobile groups. 
And we want you guys... I mean, a lot of persons have been asking, "What's gonna happen with the 
mobile groups? Is it gonna close? What are we gonna do after the 15th?" Because you get so close 
to the people in your group, and you're sharing deals, and you're sharing ideas, and we don't want to
change that. What we're gonna do, the main groups are gonna close on the 15th, but we encourage 
you to form your own little mastermind, maybe 10 persons or 15 persons, like, "Hey, we've been 
sharing together." You can form those little groups, put your groups together, and you can continue 
with the synergy right throughout Q4 and beyond.

1:01:43 BM: Because that's what we did, we formed a group of eight of us, and we've been 
continuing since what? November 2013. We're still going, since November 2013, we're still going 
on. Because we figured out, "Okay, this guy works well on this, this guy works well on that, this 
lady works... " So, we come together as a group, and we move
rward from there. But come December 15th, the major groups like the Emerald, we're gonna close 
the groups, but we encourage you now to put your [1:02:08] ____. Put your groups together in 
terms of, "Okay, I wanna hang out with this guy, I wanna hang out with Abe and learn some more 
about... " And put your smaller groups together, because that's gonna be what carries you through 
the whole Q4 and beyond.

1:02:22 BM: Also, for the Facebook group, a lot of persons have been asking, "What are we gonna 
do with the Facebook group?" The Facebook group, I guess we'll just keep that open until maybe 
the end of the year. You can get all the files that are in there, you can get everything that's there 
from the Facebook groups, and what you want to do as well is make sure that you keep... I'm gonna 
email out the link again, the link to the, "Thank you," page, it has all the recordings on there. So, 
that's yours to keep forever, you can always go back and reference, "Okay, what was Lance talking 
about again? Oh, let me go back here and watch this video, watch this slide."

1:02:55 BM: But we know how powerful the groups can be. We know how powerful synergy can 
be. So, we are encouraging you now to form your groups together. Maybe you have someone that 
you really, really clicked with, or couple of people that you really clicked with. You can form your 
own little WhatsApp groups, and you're off to the races. But the major groups are gonna be closed 
on December 15th, because that's the time we allocated, and we want it to come to an end. Because 
that's gonna be the busy, busy, busy, busy, busy, real busy time afterwards. So, we know you guys 
are going to enjoy this group, I mean your groups. It's just gonna be something that you will 
probably keep forever. I can tell you that, because we, the eight of us did something and we thought,
"Okay, maybe just a sourcing group." But it's been way, way, way more than that.

1:03:42 BM: And we're happy that we were able to help you to really see some sales. I mean, we 
know how we felt after last year, I mean the first time we did it we we're just like, "Wow!" It's 
amazing how many deals we shared with each other, and how our businesses pretty much changed. 
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So, we hope that is the same for all of you. Next year, we're gonna be doing this again, but it's 
gonna be starting really up on, let's say, November 15th for next year. We're gonna start November 
15th, and we're gonna go through to the end of the year. That's what we're gonna do next year.

1:04:14 BM: I mean, you could form groups, and you guys could even way bigger and do bigger 
things than what we do, and we encourage that. We want you to do that. But next year, we're gonna 
be doing this all over again, we're gonna start November 15th, and we're gonna go through til 
December 31st, and that's just the Q4 sessions. That's what we do all of the time here, because this 
is what we call show time. I mean, hopefully you guys really enjoyed it. Hopefully, it made you 
some money. Hopefully, your eyes are opened as to different strategies, different ways of doing 
things. And we thank you so much for just giving us your trust, and following through, taking 
action and sharing. I know it was kind of difficult, the concept, like, "Sharing? You want me to tell 
somebody my deals?" But, as you can see now, the deals are overwhelming. You're gonna run out of
money before you can buy all of the deals, there's just no way you can do it. And that's why we 
created these mobile groups. So, we just wanted to let you guys know, that we encourage you to put 
your small groups together, and just move forward with it. Because come this December 15th, we're
gonna close the main groups.

1:05:15 LW: And also guys, just we really wanted to prove to you guys that we were here to help 
you. We could have said, "Hey, Barrington, man there's 20 groups, there's a thousand people, we 
can charge each person $99 and they can keep the groups." Because we know how addicting this is. 
We could have been like, "Hey, they're addicted to this stuff, lets charge." But no, we wanna pass 
this off to you. And also, we wanna motivate the people that were sharing actively, were working 
hard in the groups. We don't wanna help out the people that were just kinda hanging out. So, that's 
why we wanna keep them open, give you time to go through, find all the people that were active, 
find the people helping out, and form groups with them, and just to let the people know that weren't 
as active, now's your chance really to jump in there. Because there's still another week left, you 
could still kinda prove yourself, in a way, to your team members, that you wanna help. You could 
share some deals.

1:06:14 LW: And in the long run, these relationships are gonna help you. So, we really wanted to 
motivate you, and we did this to really prove to you guys we're not just about the gravy. We're about
helping you guys, and we don't wanna control the situation, control the groups. We wanna give 
these groups to you, because that's really the discussions we were seeing in the groups. A lot of 
people are really excited about continuing these. So, we were glad that you guys learned from us, 
we've learned a lot from you, as well. And we wish you the best in these next couple of weeks 
leading to Christmas. And most of all, after Christmas. We're still gonna be around, we'll probably 
have some courses, or some sessions available after Christmas. So, we're excited to work with you 
guys in the future, too.

1:07:01 BM: Yeah, that's a great point. We saw a lot of all-stars, persons who just, not only took 
what we taught them, but they brought their own creativity to the table, and they created some 
unique things. Like Jeremy and Abe, they were able to do some creative bundles, and some things 
that were just out there. We would love to partner with you guys, if there's something that, "Hey, we
have this cool strategy and this is what we're doing," we'd love to partner with you and expose you 
to the audience. And that's really what we want to do. Because then, you raise up leaders, persons 
who want to go up there and they have a strategy like, "Hey, let's open it up, let's get it out there so 
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others can benefit from it." But the thing is, we want to ensure that you guys are moving forward. 
It's like, if you're in a group and you're like, "Well, I don't go out to shop too much." Even just like a
thumbs up on a deal, or, "Yeah, that's a great idea." Or just encouragement, if that's all you can do, 
you're not physically present in the US and you're like, "Man, you know I'm not going to the stores, 
I can't really share any deals." But, just a tip, just a strategy, just some encouragement that can help 
the group out. That makes a big, big, big difference.

1:08:12 BM: And don't think that, "Oh, my idea is not all that awesome, so I'm not gonna tell 
anybody anything." Share your ideas, share your strategy, because that could be the... I mean, I'm in
Jamaica, and it's like sometimes when these guys are going out, and they're going to Walmart, and 
they're going to... I'm like, "Man, I can't help that way. But you know? I have a strategy on 
merchant fulfilling, and that can be helpful to them." And they're like, "Wow, you know what? That 
one strategy made me a couple of thousand dollars." It feels good, that I'm all the way on an island, 
and I can give a strategy than can help them out, or I can go online and search for a product, and 
say, "Hey, how about this one? Why don't you try this one?" So, if you're not too far away, to not be 
able to help, and it's great when you contribute in your group. We have seen groups turn around in a
jiffy, where persons [1:08:54] ____ who are just like, "Well, nothing happening." And then, they 
started to share and saw the power, and people were addicted, they didn't wanna turn their phones 
off.

1:09:03 LW: Definitely, it's like a drug, Barrington. It's highly addictive. So, we wanted you guys 
to enjoy these groups, and we don't wanna take advantage of your addiction, so we're more than 
happy to pass them off to you.

1:09:17 BM: Yep. Kat? 

1:09:19 KS: I think we're good. I will get the rough version up to you guys as soon as possible, and 
we will see you on the Facebook groups. Merry Christmas, everyone.

1:09:29 LW: Merry Christmas, guys.

1:09:30 BM: Take care, guys.
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