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ProvenQ4Plan 
Webinar #1 

“Don’t Hide Your Talents” 
 
 
 
0:00:00 Speaker 1: Thanks guys. Thank you so much for jumping on the webinar. Lance will be presenting tonight. I'll 
be here to assist with questions and just great stories that we have to share. So we're looking forward to all of you... Get 
a pen, get a pen out right now. Get something to take notes with. We want you to take action. It's not about, "Okay, I'm 
getting on this webinar and I'm gonna listen and then I'm gonna go back tomorrow." You're gonna go back to your 
small groups. You're gonna all be excited and you're gonna take action. So what we want you to do is to get out your 
pen. Any nuggets that you pick up on the webinar, go and execute today or tomorrow. Lance Wolf, take it away, sir. 
 
0:00:36 Lance Wolf: Let's take it away, guys. I'm just so excited, again, to have the privilege and the honor of spending 
my Q4 with you. Remember, I'm a fellow seller, so I'm gonna be in the trenches with you this holiday season. I promise 
you, I'm not gonna be roasting chestnuts by the open fire, maybe a little bit and not drinking eggnog all the time while 
you're out doing the heavy lifting. 
 
[chuckle] 
 
0:00:56 LW: I know we can all win together if we put in the effort. We're gonna battle the elements of winter together, 
the craziness of the consumers competing with us as we swipe the in-store and cyber shelves clean. But most of all, the 
biggest challenge, that's gonna be motivating each other. Do we have what it takes to give it all we got for three 
months? Especially, especially, especially, the two weeks that precede Black Friday. Are we gonna sleep and let Q4 
pass us by, or will our dreams come true this Q4? I don't have an answer for you, but I know what I'm gonna do. We 
live in this wonderful time in history. We can virtually source from all over the world. You heard us before the webinar. 
We have people from everywhere: Vietnam, UK, Jamaica, Singapore, Australia, Japan, China, many more joining us 
every day. That's just a few. This is not to mention... This is not just another information product, guys. 
 
0:01:47 LW: This is life-changing. Replacing these mobile groups with 49 other people. They think like us, they skip 
meals like us to source, and they understand what we do. You don't get that everyday. You're gonna hear some great 
content and some action steps from me tonight. In the next few weeks, you're also gonna hear from Barrington, and 
some of our speakers. But in the end, you hold the key to success to fulfill your dreams as Q4. Lastly, everyone in this 
group has something to offer. Whether new, intermediate, advanced, wisdom cries out everywhere in the marketplace. 
She lifts her voice in the streets. The good news is that this voice resides in your pocket as you venture the marketplace 
this holiday season. You can choose to ignore that voice, or you can win with your mobile groups and give back to 
them. Guys, welcome to our group. I can't wait to see all the success stories when the Q4 smoke clears. As we move on, 
real quick, I wanna tell you about a quick dream I had. If you saw the welcome video, you probably dove into this a 
little bit, and then we'll get in to the content. So I've had this dream my whole life, and it even still... Today it comes 
from time to time. My dream starts off: It's this nice sunny day. The sky is blue, there isn't a cloud in sight. 
 
0:03:02 LW: It's perfect weather. I'm a kid and I'm with my family and they're all smiling and waving as I venture out 
into the ocean. I walk out a little bit into the water, it's now up to my waist. I look back to the shore. They're all there, 
they're waving, probably laughing, because I'm being a wuss with this cold water. I walk out a little farther and now I'm 
up to my neck. This time when I turn around, everyone is gone. It's scary. They're completely gone, but the beach has 
disappeared. I'm consumed by water. Tremendously consumed, there's waves everywhere. The dream always used to 
wake me up. I'd be sweating, gasping for air. I always wondered, "What does this mean? Why do I have these crazy 
dreams all the time?" After having a whole lifetime of this, I think I finally figured it out. We all have these comfort 
zones. 
 
0:03:48 LW: I think my family represented a nice, warm, comfortable place, but there is a time where we have to dive 
into the deep. We gotta take a chance with the unknown. I believe our proudest moments and our best opportunities are 
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out there in the deep. As we get older and as I get older, I still have this dream. Now when I wake up, I get happy about 
it 'cause good things always seem to come my way after I have this dream. Let's all let the waves consume us this Q4 
season. Whoops, sorry guys. So, just a quick story, I just wanna tell you how I started out. I started off selling books. 
My first book that I ever sold was called, "The Purpose-Driven Life." 
 
0:04:26 LW: How ironic. That went well, I did books for a while. And then I moved onto the whole toy business. Toys 
are wonderful, and I really thought I was on top of the world because in 2011, I had a six figure year and my bank 
account was loaded. I had six figures in my bank account, I was like, "You know what, I got this thing all figured out." 
But the problem was, is I had the same business model. Retail arbitrage was all I did. It's kind of the casino business, if 
you think of it, hoping that you can walk in a store and find the perfect product. Then November 2013 came along. 
 
0:05:01 LW: I got burned out with this model. Those six figures turned into double figures and they just kept going 
down and down. It was really embarrassing when I tried to buy a lot from John Bullard, a guy that I was researching 
and found online, and my card got declined. It was pretty embarrassing. He said, "Hey, give me a call." He wrote me an 
e-mail. We discussed the issue, I gave him a new card. And he told me about this webinar that was coming up with Jim 
Cockrum. And I was thinking, "You know what? People are gonna be sharing ideas. I don't wanna do that stuff." So I 
decided to take a chance, I showed up to this webinar. I met Barrington Mcintosh. I met some of my best friends. And 
this is where the MM8 group was formed, a mobile mastermind. And this is the formula that we're giving you guys. 
Barrington, what's your take on this whole mobile mastermind?  
 
0:05:51 S1: Oh, it's something that can really change your business. I remember going to that CES... First CES, Jim 
said, "Hey you gotta come speak!" and I'm like, "Oh, man. I'm gonna go speak at a conference?" So, I said, "Okay. I'm 
gonna go there," and then I was afraid, too. So, a lot of you now on the call, you may be afraid, you may be like, "Why 
would I want to share my ideas that I'm gonna find in Q4? How is this gonna work for me?" So, we always had that 
mentality where we are trying to keep everything to ourselves, we are hoarding everything. And we went to the 
conference, I heard, "Oh, this guy over here, he's the toy master." I'm like, "I wonder if he could tell me some... " That's 
all I heard about this guy, Lance Wolf, he's the toy master. So, I'm like, "All right." So, I was there talking about 
groceries, at that point, I never knew that you could sell toys on Amazon. That's how I was blindfolded. It was really 
just groceries and that was it. I had no clue. 
 
0:06:45 S1: Afterwards, we formed a mobile group, it was eight of us, and we started off as a sourcing group. All we 
wanted to do was just, "Hey, we're gonna share sourcing ideas," that's all we wanted to do. And it has grown into 
something way bigger than any of us could even think of. So, it's all about sharing. You initially will say, "Hey, that's 
not my style. I'm not gonna share anything." Well, I mean, you guys have already started to experience what it's like. 
Last week, Saturday, for example, Lance. I think it was Big Lots that had a 20% off. I saw deals going through the 
group all day long and people were just like, "Wow. How could you get all of this?" It's the mentality. You give, Luke 
6:38, practice giving, you give and you receive a lot. 
 
0:07:29 LW: It's funny you mention that, too, because Barrington and I were talking today about giving back in 
comparison to burying your treasures, and he brought up this whole story and it talks about how this master left his 
servants and he gave each of them talents. He gave five talents to one guy. He gave two talents to another one of his 
servants. And the other servant, he only gave one talent according to their abilities. And when he left, then he came 
back, and some of the talents, some of the servants, they quadrupled their talents. The guy that was given five, he got 
five more. The guy that was given two, he doubled his. And then the one guy buried his talents 'cause he didn't wanna 
get caught, he wanted to hold them for himself. So, I think with that story, it kind of made me think, "You know what? 
Let's give back. Let's share with other people, and stop worrying about hiding your treasures." If you share, you're 
gonna increase your business, you're gonna multiply. Whether you're religious or not, I think that's a pretty good story 
in what business is all about. 
 
0:08:29 LW: So this is my resume before I joined the mobile group. I was an Amazon third party seller, strictly RA. 
You could call me the lone wolf. I didn't wanna tell anybody about what I was doing. I did not wanna share deals. 
 
[chuckle] 
 
0:08:41 S1: Lone wolf, I like that picture. 
 
0:08:44 LW: Yeah, definitely. After joining a mobile group, I just felt like the grinch on Christmas. He was hiding 
everything and he was being real greedy, and then when he gave back, he's cutting the ham and he's smiling. He's just 
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so happy. And here's some of the things that happened to me. I built a list, I formed the Sourceaholics, with over 3000 
subscribers. I met Barrington. I learned how to sell grocery items and sell international. The Q4 sessions partnership 
with Jim with this right now, I wanna be here, if it wasn't for these relationships, and I wanna be here to help maybe 800 
or 900 people that hear this. The MM8 group was born. We're predicting to have a six figure net worth after Q4 and the 
upcoming 2000 season. The private label product I have right now, doing 50 plus a day, just one product that sells 50 a 
day. I'm working with multiple manufacturers and sourcing agents to create brands now. I'm not just finding things and 
hoping they sell. I know they're gonna sell. I'm doing exclusive projects with wholesalers from my own design licensed 
products. I plan to write a book, get ready guys in 2016. 
 
0:09:51 LW: The MM8 group daily list was born so we can help you guys get some deals at the trade shows, supplier 
relationships. I'm learning how that works. I'm learning what the big boys are doing behind the curtains. Barrington's 
words on the mobile group, and he gave you a little bit. He shared with you what he thought about the groups, too. 
 
0:10:10 LW: Here's my numbers, 2015 year to date, it's a lot lower than I want it to be, but I'm happy with that because 
it's freedom. I haven't worked for anybody in nine years. I'm still able to give back and do information as well. I can sell 
with you guys. I'm a real person. I'm actually selling with you. My 2014, this was Q4 last year. This was just in Q4, not 
the whole year. So, as you can see, you guys have the ability in Q4 to make what you made all last year. 
 
0:10:39 S1: Lance, and I wanted to jump in here real quick. Just drop that one slide. 
 
0:10:42 LW: Sure. Sure. 
 
0:10:43 S1: Wanted to slow you down a little bit. Now guys, all year long, it's... See? The snapshot is taken on October 
4th. It said October 4th, 2015, at 5:47, $160,000. Now, look what he did last year in Q4. I mean, you can just imagine 
that why we talk about Q4 so much, why we harp on Q4 so much, because all year long, from January to the end of 
September, you could five times, six times, what you do all those months just in Q4. That's why we're so passionate 
about Q4. That's why we want to take you along in our mobile groups for the ride because we know what we 
experience. We know what others experience. We have one person who went through Q4 with us last year, he said, 
"Listen, I am going to pay for two members to be in the Q4 group because I benefited so much." Never have we heard 
that before. Hint, it's all about giving back. He made so much money, he said, "Hey! I'm gonna pay for two persons. I 
want you to see the power of what's happening." So, when we get all these organic reviews, we know it's something that 
works, so, that's why we want to share it with you because this works. 
 
0:11:49 LW: Definitely, guys. And you know what? A lot of people are putting numbers out there. That's okay. They're 
proud of those numbers. But I actually went through and I found out the profit from 2014 Q4. So, as you can see, I was 
working at about 37% profit. So, now you guys know that this is real stuff. And this is Inventory Lab that I use. Another 
great tool that I'm gonna talk about, just so you know that you can do this stuff. 
 
0:12:14 LW: The best way to start. So we're gonna hop into retail arbitrage here, and this isn't all we're gonna talk about 
tonight, guys. So we have material for if you're just starting out, or if you're intermediate, or if you're advanced. We're 
taking care of everybody out here. So, the best way to start... I'll get a scanner. You can also use the camera on your 
phone. And it's basically, the definition of retail arbitrage is buying products at retail price, whether in-store or online, 
and reselling them for a profit with the help of a scanner or a camera phone. Or if you're pretty smart and you know 
millions of products, you probably don't need one of these... But there's nobody doing that. 
 
0:12:52 LW: The best way to start is scan everything. Right now, you should be in the research mood. October is here, 
you have plenty of time to make money on Halloween stuff... But, also, be researching Q4. Profit Bandit, ScanPower, 
Scoutify, FBAScan... They're all great. Just pick one and go with it. Sign up for sourcer scanner. We're totally out of 
stock right now, but we're gonna get more in, depending on the interest. So hop on that list, so we can help you out. 
This differs from private labeling wholesale, retail arbitrage does, because you're buying directly from the manufacturer 
with these other models. But with retail arbitrage, you're buying in-store, in actual retail stores and you're reselling 
retail. It's hard to believe, right? Retail arbitrage... Buying low at retail, selling high on Amazon. 
 
0:13:40 LW: One thing I want you guys not to do 'cause I did this for six or seven years, and I wish I would have heard 
somebody like me telling me this nine years ago. Do not rely on retail arbitrage. Retail arbitrage should be fun. It should 
be extra income. It's a great research tool. When you're out looking at products, you can think, "Hmm, what do I want to 
wholesale? Can I turn the package around? Can I find something further than this, besides hoping I find it in the store?" 
Automate your process. Barrington has always fault me with this, 'cause I'm such a control freak, and I still send my 
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packages out. But one thing that he did talk me into last year was hiring somebody to go out. We call it a runner. And 
we can have a runner go out, and buy inventory for us, and then we just pay him per item. And then, you can send them 
the labels, and they send it in to Amazon for you. It was amazing to see last year... 
 
0:14:35 S1: Leverage. 
 
0:14:35 LW: When Amazon was receiving my inventory. Amazing. 
 
0:14:38 S1: Oh, man, that's what you call leverage, guys. Can you imagine? You're in Connecticut, and you have 
somebody down in Florida, you have somebody out in California, and you say, "Hey, if you run out and pick this 
product up for me, I will give you a dollar on each product, or I'll you give you two dollars on each product, whatever." 
But they run out and pick up a 100 for you, and you're giving them $200, you're giving them $2. So that's $200 they 
made in a day. But you're okay because your profit is like $19, $20. You can afford $2 on it. So, persons who are 
abroad, if you are outside of the US. Don't think that, "This oh, this is not gonna work. I'm all the way over here." We 
have one guy in our mobile groups. He's from Vietnam. And you know what? It gives us so much motivation. The guy's 
from Vietnam. He said, "Oh, I did $1,500 today." Me and Lance had to take a long look, and we're like, "What? He's 
doing $1,500 from Vietnam? Need to get up and go." 
 
[chuckle] 
 
0:15:32 S1: So, it's motivation for all of us. It's motivation. Sometimes, you sit down and you have... I mean, you'll have 
a bad day. You will have a bad day, and you're thinking, "Oh, man, I don't... This is not gonna work." But when you get 
in your mobile group, people give you the motivation, and you're thinking, "Wow, I need to go out and do it. This guy's 
over in Vietnam, making $1,500 in one day. He's not... He doesn't have any stores. What? Why am I whining about? I 
need to get out there, and do it." So, we always encourage you. Take action. Get your items in to Amazon as fast as 
possible. 
 
0:16:04 LW: That's a great point, Barrington. And remember, guys, Barrington's in Jamaica, completely surrounded by 
water. Tremendously consumed by water and he's making this work. So, if you international folks are listening, this is 
gonna work with retail arbitrage. It's gonna work with wholesale. It's gonna work with private label. It's gonna work 
with bundling. So, there is hope. If you're not here on the dot com, Amazon, don't worry. Just like Barrington said... He 
did $1,500 in a day. He beat me that day. Guys, don't rely on clearance. Clearance is great. It's one of the first things I 
look for, when I go in a store, but it's subject to change. You never know when you go in, there's not clearance, or there 
is clearance. I feel like you're not control... Not in control when you're relying on retail arbitrage. So, look into other 
things. And I'm gonna talk about the manager limits, store product availability, the economy. Any of that stuff could 
affect your production when you're doing retail arbitrage. 
 
0:17:00 LW: Don't pray somebody's gonna find your watering hole. Always make sure you give back. If you find some 
good product, share it. They're gonna share with you. Focus, you have to focus. Get off Facebook, stop complaining, 
stop putting down others publicly, stop playing on WhatsApp, even. I know we just put this wonderful tool in your 
hand, but use it wisely. You can really make a lot of money with this tool and you can really encourage each other, and 
you can make great friends out of this tool. So, use it wisely. Don't be lazy. Get out there. The stores open up at seven 
o'clock. You don't wanna waste time. Get your products on the same day that you source. During Q4, I go out all day, I 
pack all night, I don't go to bed 'til 3:00 in the morning. 
 
0:17:42 S1: And, quickly... 
 
0:17:42 LW: Use Inventory Placement... Oh, go ahead, Barry. 
 
0:17:44 S1: Quickly, on this, Lance. This point has to be emphasized. 
 
0:17:46 LW: Go ahead. 
 
0:17:49 S1: When you buy the products... I mean, I knew when I came to Florida, and we started to purchase products 
in the store, we're running to Walmart. The most overwhelming feeling is when you buy all these products, you have all 
of these bags on the ground. They're consuming, they're on the couch, they're everywhere. And you're like, "Okay, I'm 
gonna ship tomorrow." No, don't fall into that trap. As soon as you purchase the products, prep them as quickly as 
possible and get them into Amazon. Why do we say that? Because everybody else is running out in Q4, they're buying 
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products. It's all about first to market. So if you buy your products today, you prep, and get it out tomorrow, somebody 
else bought theirs, but isn't gone until the weekend, a lot of things could happen: Price volatility, lot of sellers coming 
on the listings. I mean, with the hot products, they're gonna sell, but you want to get your products prepped and shipped 
into Amazon as quickly as possible, don't delay. Q4 is not the time for delay; you can't sit on the products. 
 
0:18:43 LW: Definitely, guys, and don't be afraid to try Inventory Placement. I know some people might say, "Oh, 
they're gonna charge me 30 cents a product, but I actually did the math on some of it and I was saving money using 
Inventory Placement 'cause I was getting the products in customers' hands. So, at least just consider it, I'm not gonna 
force it. 
 
0:19:00 S1: And Lance, can you explain, briefly, what Inventory Placement is for some persons who don't understand 
what that is?  
 
0:19:05 LW: Sure, great point, Barrington. Inventory Placement is something you can use, where a majority of your 
inventory is gonna go just to one warehouse instead of one going to CBS 3, one's going to out to LA, one's in 
California. So, it makes it a lot easier when you use Inventory Placement, but the one problem is that they're gonna 
redistribute when you send it to the distribution center. But the good thing is people were buying my stuff on back order 
during Q4, and they wouldn't have bought that if it was on its way the other way. 
 
0:19:36 S1: Great point. That back order thing is awesome. Don't worry that they're gonna move around inventory. 
Amazon had it on back order, meaning they can still take the orders because they know they already have it. And once 
it hits the fulfillment centers that it's supposed to go to, then they'll start shipping, so they're still gonna take order even 
though you're physically showing zero quantity. 
 
0:19:54 LW: Definitely. I've heard there's some people that turn in on and off, too, so that's subjective to you if you 
wanted to do that. You have to check Amazon too with that. Also, there's better to have products in them and then to 
save money goofing around. So, you wanna make sure you have the products in instead of wasting time thinking, 
"Should I do it? Shouldn't I do it?" Just get the products into the FBA center. Have a plan, guys, we're gonna do a 
couple more of these and we'll get into some meat. Get your day started early around seven o'clock, Walmart, the party 
never stops, you can go all night long. Before you leave, check it in store promos, check the updates from your mobile 
group, see if anybody put any winners in there. Plotting the course, make sure you're not backtracking, you're going 
north, and you're heading west, and then you're going north again. Try to get a plan together. Even call stores ahead of 
time if you have to. 
 
0:20:44 LW: Download the apps for the stores, get the Walmart app, get the Target app. There's plenty of good things 
like cartwheel and different discounts that you can find if you have these apps, inventory RetailMeNot, those kinda 
things. Tracking the stores you went to is also available now with Inventory Lab. When you go to the stores and you're 
entering, when you're inputting your products, you can say what store you bought each product that there's a link on 
there if you guys wanna get started with that. Make a list of items that are selling well before you leave the house. Have 
a plan, start hiring help now. Q4 is coming up. I know Bob Willey said he has some guys working for him. Eric 
Hardwick has a whole team working for him. You guys all know Brett Bartlett, he has a whole team that works for him, 
and these guys are quadrupling their business. My story with Brett last year, I dove into that with you guys how he was 
outsourcing for me, there was a wonderful feeling. Create your listings now and I'm gonna talk a little bit more about 
this as we go on. 
 
0:21:46 LW: But with Q4 coming up, there's some really good Christmas stuff, if you create the listing now, you're 
gonna start getting traction on that listing. Even if items you are finding now or Christmas items, still be proactive. You 
can sell the Halloween stuff now, but kinda store away some of these Christmas things. I just got four of the big Santa 
Clauses today that I bought for $99 and they sell for around $300, around Christmas time. Apply for a few credit cards, 
get all the credit you can, you're gonna need it, believe me. See what kind of funding you can get. Look into renting and 
buying a cargo van, this is the best thing I've ever done. I have my cargo van all year long and I thought to myself, "Oh, 
I shouldn't have bought this thing, I'm only gonna need it at Christmas time." I use it January through January all year 
long. Here's some long-term plans and I really want you guys to think seriously about this: If you were to step away 
from sourcing, would it survive? Do you ever have any... Do you have any other systems in place besides retail 
arbitrage? Does your business have longevity?  
 
0:22:50 LW: In regards to, can you hand this down to your grandkids? Will it last five years from now? 10 years from 
now? 30 years? What would you do if the stores that you relied on like Kmart or Toys"R"Us shut their doors? And it's 
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funny because, this slide was from last year, and Kmart actually is shutting their doors down a lot now. What plans do 
you have in the future to make your business automated? I have a plan for you. First off, when you're getting into retail 
arbitrage, get yourself a tax exempt. I have a picture of one right here. This is gonna save you thousands of dollars. I 
spend about $5,000 a day, what's 6% of $5,000? I think that's like $300 that I'm leaving on the table if I didn't have one 
of these. And I went for years without a retail certificate. So make sure you get one of these. You can go to Walmart 
Customer Service, talk in the groups too, there's people that have other ways of acquiring these as well. You're gonna 
save thousands of dollars, so don't let it tie you up, just go out there and get it. 
 
0:23:54 LW: That's one other point I forgot to put on here: If you guys are all worried about it, don't even... Just go out 
and start shopping. It's gonna save you money. Here's some stores, I'm not gonna go through 'em all, but you have Big 
Lots, Marshalls, HomeGoods, Ross. These are here for you, guys, you're gonna get all these slides, so don't worry if you 
miss anything. One thing I like about Kmart, they have a great rewards program. Make sure you sign up for that. You're 
gonna get tons and tons of money back. I go into Kmart, I could probably go in right now and I have $200 in rewards 
points. Also, I forgot, on one thing at the bottom, the groups are gonna come in handy big time. So, if there's a store on 
here that's not listed, believe me, your groups are gonna let you know about it. So, this is my personal shopping strategy 
during Q4. I always check my mobile group first 'cause I'm also involved in mobile groups, just to see if anybody's 
posting any winners. And when I get to the store, I make sure I'm kind to others. Don't elbow little Johnny's mom for a 
Star Wars gun. Try to be nice. 
 
[laughter] 
 
0:25:05 S1: That's a good one. Yeah. 
 
0:25:08 LW: So, make sure you give back. Sometimes people come up and they're like, "Hey, my son wants one of 
those." And I just... Bless other people. It's the season to do that kinda stuff, and you should be doin' that all year long. 
Park near the lawn and garden. That's how I start out at Walmart. I always go through the seasonal first. I blast through 
all the inflatables, all the plants, they have the little plants back there. There's all kinds of good stuff that sell seasonally, 
and that's gonna be by the lawn and garden. And then I check the toys. I make sure I check my mobile groups again 
'cause it's gonna come in constantly, guys. You're constantly gonna have toys comin' in as you guys get this whole 
sharing concept down. Barrington, you wanna just tell them real quick about our first Christmas with the mobile 
groups?  
 
0:25:54 S1: It's... I mean, there is a... Also, for a lot of persons, WhatsApp is brand new. You're not too... You don't 
know about it. But you know what? There is a function that you can silence your mobile so it doesn't beep all night. 
But, first time we were doin' this, we didn't know all about those techniques to silence your phone and all of that. And 
I'm up, I hear... At 1 o'clock. This is Ken Kelly or this is Lance, he's like, "What are you doing, guys? You're sleeping? 
I'm in Walmart." 
 
[laughter] 
 
0:26:26 S1: I'm tearing it up. You know what? I got up at 1:30 in the morning, I went to my computer, and he said, 
"Listen, it's online, too. It's not only in store, it's online." So, I'm here in Jamaica. How else would I know about a deal 
that I could take advantage of at 1:00 AM in the mornin'? He said, "It's online, too. Just jump online." I went online, 
bought 40 of them, sent it to my aunt, she sent it in, it sold out within no time. It's just the power of knowledge, real 
time information. And that's what your groups will do for you. And don't be... It's not like, "Oh, well, you guys want 
just to share." You have your regular items that you're buying all year. That's yours. But the Q4 items, the Pie Face, 
those deals that are gonna be out there over and over and over, the common deals. 
 
0:27:10 S1: Share those deals. And Lance, what's been great is I've heard some tips in the Q4 group. There's one tip that 
I wanted to mention. This one guy said he sells the magazines that he gets in the mail, and my head was spinning. I'm 
like, "What?" He said, "Yes. The magazines that come in the mail," he's like, "Not a lot. The profit is not so big, but it's 
pure profit because some of those magazines sell well online." So, I guess like Entrepreneur Magazines or Health 
magazines or whatever. But, that's just one tip. That could make me an extra $3,000 from one guy tellin' me one tip. I'm 
gonna be motivated now to share with him like my... It could be drum sets or something else that I know sells very well 
in the holidays. So, it's all about the sharing concept, and we see that the groups are doing wonderfully and all your 
deals are shared just within your group, that's just 50 or 49 of you, plus admins. That's the only person that know about 
your deals. Obviously if a deal is very popular, it's gonna go across all the groups in terms of everybody's gonna go find 
it. But that's the power of sharing. 
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0:28:12 LW: It's awesome because Barrington really changed my mindset with that, too. I love retail arbitrage, but he 
was able to do it on an island 'cause he's doin' wholesale and he's doin' some private labeling. And we're gonna talk a 
little bit about that, so stay tuned, for you international folks, there's a lot of different things you can do Q4. So, anyhow, 
as I'm in the store, I move on to the HomeGoods, I like to look at plush stuff, some of the plush pillows, the sheet sets 
and stuff like that. Some of the covers, Northwest is the supplier, some of those covers, the plush covers. Licensed 
things are good home goods. And then I move on to the grocery items. You can always find good candy around 
Christmas time. 
 
0:28:55 LW: And then after that, once I loaded the cart up with that, I head over to the shoes and clothing. I look at the 
licensed kids' shoes and I check out some of the pajama sets with the clothing, and there's all kinds of other things that 
you can look at, especially licensed items. I really like those. So, when it's not Q4, I always like to start with the 
clearance just to get my confidence up, but when it's Q4, man, I'm just hittin' all the stuff that I know is the winners. 
Test, test, test. Real quick, we're gonna bring Barrington back for this. If you can just tell us about how you like to test 
products 'cause I think you do this the best, Barr. 
 
0:29:32 S1: I've always recommended... Most persons say, "Barrington, are you gonna... What do you buy? If I'm not 
too certain about a product, what do I do?" Test, test, test. You buy a few of them, two or three here. It's not a proven 
winner yet. As Lance is saying, some things might not start sellin' well right now. So, you buy a few of them, you send 
them in and you test. Test the waters. See what's goin' on. Especially when I'm sellin' things overseas, I test. But once I 
send in one time... So, let's say I send in 10. All of them sold. I send again, I send in 15. They all sold. I'm gonna do 
pallets next. Next time, it's pallets. I'm not playing around. I'm not joking around. Sarah is always the one to say, "Hey, 
hey, I need to run the numbers first because you just don't want to send in all of this and it doesn't... " 
 
0:30:16 S1: So you want to test, and this is right throughout the year. But during Q4, you're gonna find that a lot of 
things are going to sell. Stuff that was sitting on the shelf or sitting on your inventory will start to sell, but as a concept 
to move forward, always test out, send three or five items in. If it's brand new or you're not sure if it sells, it's not on 
Amazon yet, test out with three or five just to see. You don't wanna go too deep. This time, you don't wanna go too 
deep, but when you figure out that they're good after running product history and looking at certain things, once you 
see, "Okay, these are winners. They're proven." Now you start to send in a whole ton because we've never been able to 
stay in stock during Q4, never, because you run out of money way before you can run out of actual products to go buy. 
 
0:31:03 LW: I'm glad you said that, too, about the testing. I know sometimes people think, "Oh man, I really do want to 
test. It's just such a pain." So there's certain things you can do. You can hire a VA that knows how to get the white out, 
remove the background so it has a nice white background, or you can just leverage some of these tools. Check out 
removethebackground.com. All you have to do is take pictures with your phone and send it to them. Doesn't have to be 
a perfect picture. They know all the dimensions that Amazon requires. They know all that stuff for you. So leverage 
them as kind of like your virtual assistant. 
 
0:31:34 LW: Also, think about the season during the test if you're doing... Let's say it's Christmas time. Maybe it's not 
the best time to be testing stuff from the summer unless you scan it, and you know it's good. So use your time wisely. 
Also, another way to make testing quick and efficient, use MerchantWords. You might find something that has no rank, 
and it doesn't come up, but if you get on MerchantWords, which I'm gonna discuss more if you don't know what 
MerchantWords is, it'll let you know how many people per month are searching for those keywords in regards to the 
product that you're scanning. 
 
0:32:09 LW: Retail arbitrage, it leads to more. It's a great way to learn products, especially seasonal products. I've 
learned about products five years ago that I'm still applying today. That's why I give you guys that 2014 list. So you 
guys can use that and make use of it. It leads to wholesale. It leads to private label. And guess what guys? We're gonna 
talk about all three of these tonight. Retail arbitrage buying decisions, determine what rank sells the best. They always 
say, "The lower, the better." It's true, but there's other things that revolve... That involve rank so don't use that as your 
main reference. 
 
0:32:44 LW: I like the Ryan Reger formula. This is a really cool way to find out how many actual SKUs or products are 
in that category. So if you're trying to find out how many toys are in the toy category in Amazon's catalogue, just type 
two little brackets in your search under the category that you're looking for. So if you're trying to look for "Home and 
kitchen," don't put "Toys and games" in there. Put "Home and kitchen" in. But if you're trying to find a toy catalogue, 
put that in, put your bracket in, hit enter. As you see, over 5 million results came back. Now you're probably thinking, 
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"Okay, that's great, but how do I determine if it's a good rank?" Well, let me help you with that. Let's say you scan the 
KidiBeat drum set. This is the one that Barrington likes. 
 
0:33:28 S1: Whoa!  
 
0:33:29 LW: You scan that. It's 31 lbs. We're talking UK talk now. So 31 lbs equals $47.19. You see the rank of 29,000, 
you think, "Okay, is this good rank?" Well, we know there's around 5 million toys in the Amazon UK catalogue. So if 
we take the 29,000, we divide it by the 4 million. Actually there's only 4 million in that one. I'm sorry. You get in the 
top 1% which is good. You wanna stay under the top 5% and actually with toys, I like to stay in the top 1%. In Q4, I'll 
probably move into the top 2 and 1/2, but I try to keep it low. 
 
0:34:10 LW: Don't feel like doing the math? That's okay. There's also a chart that you can check. Jim Cockrum and 
MySilentTeam has an awesome chart and you can just reference this chart. So I like to stay towards 1% the toys, as I 
told you. Home and kitchen, I'll go up to a million in home and kitchen. Anybody that's been in HomeGoods and got the 
leads I gave them with the shower curtains, a lot of those were like 700,000 or 800,000. There was one example of a 
great product. I can't believe I'm telling all you guys this. It's called SHEEX. S-H-E-E-X. This is one of the products 
that I told Barrington about. Tell them a little bit about SHEEX, and then we'll dive more into this later on. 
 
0:34:48 S1: Oh, man. The SHEEX were smooth to the touch, the SHEEX were great to sleep on, and the SHEEX sold 
well. I was in Florida, and Lance said, "Where are you now?" I said, "I'm on 95. I'm driving down to West Palm 
Beach." And he said, "Get off right now, exit, find the nearest HomeGoods and go into the bedding section and look for 
these SHEEX. They're sheet sets. They're called SHEEX, and they're in a nice black case. So I went in there, found 
them, and it was $29.99. So when he said, "They're selling for $179," I went to every single HomeGoods from Fort 
Lauderdale to... Just driving around. And overall, I think we did probably about $7,000 or $8,000 in profit, not talking 
about all that money, but you have to pay to send in, profit. We were just buying them, going home, packing up, 
sending in. And that's when we were in Florida. That was for a short time, and I'm thinking, "How can I get more and 
more back in Jamaica?" And I called up my friends and say, "Hey, you're in New York. Can you go get these for me, 
and I'll pay you some?" And I was still getting sheet set all [0:35:55] ____. 
 
0:35:55 LW: [0:35:57] ____ they don't make money for this. 
 
0:35:57 S1: 10 bucks a sheet. If you find one sheet set, 10 bucks. And this is just how you leverage. It's a win-win 
situation. Jim always talks about a win-win. You create something where persons are like, "I'm happy taking $10, you 
take the rest of the profit," but they're getting them for you, packing them, sending them in. Build relationships in your 
group. If you're overseas, if you built a relationship with someone in your group and say, "Hey, are you approved for 
Star Wars?" "You know what, no, I'm not. Well, can you buy Star Wars for me and send in, then we work something on 
the profit?" Guys, we're just giving you creative ways to make more gravy. 
 
0:36:31 LW: It's funny, Barrington because I remember when you were sourcing, there was a lot of the SHEEX for 
500,000, 600,000, 700,000 rank. And I remember calling Barrington after he got these all sent in to Amazon and he 
made like $8000, I said... I called him and said, "What are you doing?" And he said, "I'm laying in the SHEEX. I'm 
relaxing. Because in Jamaica $8,000 is a lot of money, that's a huge amount of money down there in Jamaica." He said, 
"I'm relaxing in the SHEEX, man." So it felt so good to bless him with that 'cause he's blessed me with so many things. 
But anyhow, guys, that's just one example of giving back, and also not being too afraid to go outside of the 1%-2%. 
Shoes, I typically stay 10,000 and below. Also make sure you check variations with shoes. If you're a shoe rookie, we 
got Abe out here, probably David Shannon, Ken Kelly. These are some of your big shoe guys. Eric Hardwick. They 
probably know, I'm sure they definitely know that shoes sometimes have a ton of variations. You could have a shoe 
with 25 different colors. Even if you have a 5000 rank, your shoes are still gonna sell, but it's gonna take a little longer, 
so you gotta allocate that time. But if you scan a shoe and let's say it's got a 15000 rank, it's a little bit on the outlier 
side, but it only has two colors, well, people have less to choose from, so you're probably gonna sell that shoe. That's a 
great tip, make sure you write that one down if you're new into shoes. 
 
0:38:01 LW: Clothing and shoes are more review-driven than rank. Rank is good just to have as a reference. But when I 
source clothing and shoes, I'm looking, "Hey, is there a lot of reviews? Is there 50, 60 product reviews? Is there at least 
20 product reviews?" If there isn't a lot of product reviews, what is the rank like? Is it an awesome rank? Is it 2000 and 
below? Are people buying these recently? If you go down and check the feedbacks, check recent feedback. Is somebody 
from November 2013 bought the Shaquille O'Neal pumps, that was a long time ago even though the rank looks okay, 
maybe I'll avoid that one. If I scan another shoe and somebody from October 2nd said, "Man, I really loved these shoes 



ProvenQ4Plan.com 

  Page 9 of 25 

in their product review, I know that they're selling, it's a recent purchase." It's common sense guys. All their categories 
except books, I stay in a top percentage. Books I'll go up to like four million. That's not really a Q4 category or topic, so 
we can talk more about that later. Retail arbitrage. Pie Face, everybody's seeing this game right now. And I just put this 
up as an example just to show you a little bit about reviews and Barrington's real good at looking into reviews. This is a 
UK item, so Barrington, maybe you can talk a little bit about how you look at reviews and when you're making a buying 
decision. 
 
0:39:21 S1: I mean just two things quickly 'cause I know our time is moving, two things quickly on this. This is going 
to be a hot toy for the holidays, we know. Pie Face, it's gonna be a hot toy. I mean, you can't keep it on the shelf because 
it's gonna just... The rank is very low, probably 200 or below, so the rank on this is very low. Two things that I look at 
reviews for, when a customer comes, you're a customer, you come, you see five star review, number one bestseller, it's 
easy to take out your wallet and spend. So you think about what your customer thinks, it's gonna be very easy. The next 
thing that I do with reviews is the last... What we did was, one customer said on the review, they left like a negative 
review and we actually turned that into a positive. They left a negative review saying, "Hey, why are you guys buying 
these sheets on Amazon for this price? They're at Bed Bath & Beyond for $29.99." 
 
[laughter] 
 
0:40:10 LW: He ran to Bed Bath & Beyond. 
 
0:40:12 S1: I ran to Bed Bath & Beyond. So two ways to use the reviews, guys. Look at the reviews to see how you can 
make the product better and look at the reviews to see if customers are out there and they're happy about it. That's 37 
reviews across a lot of different cross section of sellers, so you use that to make decisions. 
 
0:40:30 LW: All right guys, so we'll speed it up a little bit. Make sure the reviews are up to date like I told you, here's a 
perfect example. Somebody bought this on October 4th, October 4th again was another one, October 3rd, so this is a 
good visual way of seeing what I was talking about in the last slide. Here's something that could be deceiving, this is 
still a good seller, you can sell this game now, but check out some of the reviews. The last one was on August 12th, 
there's another one on August 4th, so just allocating your resources, maybe you don't wanna go as deep on this one, it's 
just something to think about. It still will sell though. Retail arbitrage, buying decisions, price, fees, profit. Price, I'll pay 
anything if the profit is there. I actually like some of the more expensive things that are like... Say you buy something 
for $55 that's selling for $120, I know there's less competition since some people are probably buying the less, you 
know, inexpensive stuff. So obviously, if you pay more, there's less competition. 
 
0:41:31 LW: Buying decisions. You will see several items that are $10 when you go out on Black Friday that are selling 
for $21.99. This is a good tip for you guys. They're gonna look really nice. You're probably thinking, "Oh, I can make 
three or four bucks," but be very wary of this stuff. You're gonna have a lot of us that are going out to Walmart on 
Black Friday that are gonna buy the same thing as you. So don't be surprised if you go to listing and it's selling for like 
$16.99 and you're breaking even. But you know what, the worst thing that happens to us in this business?  
 
0:42:00 LW: Most of the time, we break even. So let's hop to the next slide and let's check some fees out. I like to use 
the Google Amazon Revenue Calculator, this is for the KidiBeat drum set. I just went ahead and typed in the $24.99, if 
I was selling it for that. Oops. And it looks like... I don't know if you can see that 'cause my thing's in the way here, but 
it looks like we're at $15.63, that's the price you're gonna get, the money you're gonna get back if you sell this for 
$24.99. So you gotta think about, "Okay, let's say I paid $10 for this, I'm only gonna make $5.63 back. Do I wanna go 
deep in this? Is this something where somebody else is gonna jump in and lower the price to $19.99?" So be careful 
with these kind of products, not KidiBeat in particular, I'm just using this as an example, 'cause this usually goes up to 
like $49 around Christmas time. 
 
0:42:54 LW: Also, utilize your apps, like Profit Bandit and stuff like that. These apps are here to make your life easier. 
When you scan something, with Profit Bandit you can just type in the price, see how I typed in buy for 10, and it'll just 
give you your profit, $3.49, and then if you flicker at FBA, it'll give you your profit and break down all your pick and 
pack fees, order handling, your standard size fees, any of your weight-based fees, inbound shipping. They just predict 
that it's gonna cost $0.60 to send it in, which is usually pretty true. Mine are around $0.30 to $0.40, so you're gonna end 
up with $5.19. Inventory Lab is also a great tool to use. If you're not using Inventory Lab, here's the link. This is one of 
my absolute favorite tools, you can do everything with this, all your accounting. I use this to input all my inventory, I 
don't do the workflow that Amazon has. 
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0:43:50 LW: I actually use this system and I use a scanner and I scan in all my inventory, and it sets up all the 
shipments beautifully, tremendously, so I would definitely look at this. And as you can see, it tells you your profit too, it 
makes life a lot easier. The best thing I like about this also is it tells you all the stores that you've been to, 'cause you can 
tag the store where you bought the product. Retail arbitrage buying decisions, I usually try to get at least 50% ROI, 
more around 80 to 100 around Q4, 'cause there's so many opportunities around Q4. The formula I use is what Eric 
Hardwick taught me, if I buy something for four, I'll sell it for $15, five for $16, six for $17, nine for $20. And as you 
move up, the numbers kinda change a little bit, 10 for $24.99, 19 for $43.99. You'd be thinking, "Man, I use this too." 
 
0:44:45 LW: It kinda happens organically from years of doin' this. Restricted categories, guys, this is something that I 
wanted to talk about with you. We're all selling restricted categories, I think it's a great opportunity. A lot of people 
don't wanna deal with it, the competition is getting more, but it's still a heck of a lot of people that aren't doing this. 
Learn the products, don't be lazy. Our personal experiences with restricted categories, here's some of my numbers. I 
know I only did 9,000 in shoes last year, but it would have been $9,000 I never made. Some of the other categories, 
that's clothing that's in there, so it definitely helps balance out your income and your revenue. One of the people that we 
recommend just because I've personally used these guys is categoryapproval.com. Or you can do it yourself, there's a lot 
of people that can help you out with that, we don't push you one way or the other. 
 
0:45:39 LW: There's less competition, as I mentioned before, shoes are a great Christmas present. I've noticed that I sell 
a ton of license shoes, like Frozen. Star Wars is probably gonna be hot this year around Christmas time, so check 
Kmart, they have... A lot of times they have buy one for $1, get the other one free, I can't remember exactly what it is, 
but it ends up you're payin' like $10 for each pair of shoes. Abe has a great reference here. If you guys copy that link, 
you're gonna get these Power Points afterwards, and it has places that he likes to source. He's actually taken the time to 
share this with you guys. Thanks so much Abe. Also, there's a little mini back-to-school that happens around Christmas 
time, just because all the kids see their friends in school, and they want what they have when Christmas comes around. 
 
0:46:29 LW: So I remember, too, growing up, I would see kids show up in January with the new backpack and new 
shoes. So kinda check that stuff out, too. Clothing, I like to look at the licensed clothing, Doc McStuffins pajamas, 
Frozen pajama sets. Typically you can get those for around $7.97, $10 and sell 'em for like $24 or $29. Ross, I hate to 
admit it, but I'm in there gettin' bras in Ross and TJ Maxx, it gets embarrassing sometimes. 
 
[laughter] 
 
0:46:58 LW: "Brabitrage" we call it. I know women, this isn't a sexist comment, but women are very good with this 
kind of... They're familiar with the sizes, they're familiar with what sells more, what's popular, and they're familiar with 
clothes more, I think, than guys are. That might be a personal opinion of mine, but if you're a woman, I think you 
should really leverage that talent. 
 
0:47:21 S1: And we would never even think about this without a mobile group or somebody that... I mean, a lot of these 
things that we're telling you guys is things that we have learned over the year of just bouncing ideas off other people in 
our mobile groups. 
 
0:47:34 LW: Definitely. So here's some big boy numbers, this is just to show you some numbers people are doing 
selling shoes. David Shannon, after our MM8 conference, he did 369,000 in shoes. Now I've heard he's doin' that 
monthly. He's doing like a couple hundred thousand a month. 
 
[laughter] 
 
0:47:51 LW: The guy is really crushing it. He just learned last April from our MM8 conference, and he's totally taken it 
to the next level. We're gonna have David Shannon on a webinar. 
 
0:48:01 S1: That's gonna be an amazing webinar. Guys, look out for that webinar. 
 
0:48:04 S1: It's gonna be great. 
 
0:48:04 S1: He's not only gonna talk about shoes, he's gonna talk about how he leveraged other people in different 
states who are cleaning up for him. So you want to be on that webinar because that's where you gonna learn all the 
strategies and you can implement them in Q4 if you're approved in the shoes. 
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0:48:19 LW: Yeah, guys, and this is some of Eric Hardwick's numbers and this is just clothing, just shoes. That's not 
everything, that's categorized and I think he's probably gonna double that this year. So a lot to look forward to with 
these kind of upgrades in your account. With shoes and clothes, check reviews more than rank. Like I said, this is a lot 
of repetition here. So guys, just make sure you're doing that. I put it here for a reason. Here is a list that Abe has 
provided. Thank you so much, Abe, I mean this is a prime example of giving back to everybody else that's in your 
groups. I'm gonna go a little quicker here, guys. We're up to almost an hour, so we'll get you through this. 
 
0:49:00 LW: Brief clothing explanation. Clothing can go higher in rank, but make sure you check reviews the most. I 
like to stay with kids' clothing, 24-months, 3Ts, they seem to be quick burners for me. Like I said, check the kids' 
pajamas, Ross, TJ Maxx, Marshalls, hats, clothes, ties, wallets. Burlington Coat Factory another great source. Inventory 
Lab also does a great job of sorting the variations when listing. Sometimes it's a pain. With Inventory Lab, you can just 
scan it and it will put it in the correct variation depending on people that created those listings. So here's some stuff to 
look out for. 
 
0:49:35 S1: Whoa! This is the stuff. 
 
0:49:35 S1: This is the good part, man, this is good stuff. 
 
[laughter] 
 
0:49:40 LW: And we're just getting warmed up guys and a lot of that stuff I talked about is, if you're starting out. I 
wanna make this webinar great for everybody. I wanna blow your mind tonight, so it's gonna be a little longer, but it's 
gonna be content-rich. That's what we're trying to do. 
 
0:49:54 S1: Always delivering content. Look at these items guys, have your eyes peeled because these items are 
winners. 
 
0:50:02 LW: All right, so let's run through this real quick and this isn't even... Like you're looking at these right now. 
This isn't the answer. Me showing you exactly what to buy, this is just things to look out for. I don't wanna give 
specifics just because it causes saturation. Everybody is gonna run for this or everybody is gonna run for this. We want 
you to get the whole principle of the sharing concept, the mobile sharing, those kind of principles. So let's run through 
this real quick. Kids pajamas, they seem to sell really well, it's cold, it's coming up on Q4, it's a great Christmas present. 
Usually, you can get that pajama set for around $9 or $10 bucks. They usually sell for around $29.99 on Amazon. Price 
varies. A Santa Claus life-size dancer, I love these things. I get these for around $100, they sell for $300 around $300 
Q4. I think I blew mine out for $250 last year, so I'll take that too. So here's some other toys to look out for, the styling 
heads, the Barbie styling head, even generic ones. 
 
0:51:04 LW: The 'So Cool', this last year was a great seller. I'm kinda curious on what kind of accessories they're gonna 
come out with this year, especially the purple color. I remember Craig Maxwell is one of the guys that really loved 
selling this thing. We had a blast. I remember sharing these images back and forth. The Turtles, these Easy Bake, these 
single packages, keep an eye out for those. Right now, these Grim Reaper sets, I've seen these at Walmart. Nobody's 
created a listing yet. This is a great opportunity to jump on these. I think Monopoly, it's not profitable now, keep your 
eyes out on this. I remember years ago when they had a Monopoly Star Wars, it was selling for like $150 or $200 new. I 
have a good feeling that Black Friday they're gonna run at probably $10 bucks for these. Typically they do that on 
Monopoly games, $9.99 Walmart deal. Don't quote me on that though. Make sure you guys are checking out for 
inflatables, the Peanuts inflatables, that's just an example that I threw out there. 
 
0:52:03 LW: So don't get too tedious on the specifics. This is a really nice aisle that I like to go to at Walmart. It seems 
like every Christmas, the hot toys are right here in this aisle. A lot of these, the pet toys, the live pets, the birds, the 
DigiBirds and... I remember just having a blast at these sections last year. So, make sure you guys are looking into 
these, Furbies, WowWee toys, Zappy Zoomers. This is something that I'm sharing with you guys. We've actually 
reached out to the supplier. They're easy to work with, they're great folks. You'll see them at the private label shows at 
ASD, Wilton and In the Mix. Great people. Terrific people. So, this is something to look into if you want to take this a 
step further, you can contact them, look on the back of the box and see what you can do. Wilton has a lot of different 
products, they're not just gingerbread houses. They offer sewing machines and different products. This is stuff to look 
for, this Q4 candy, candy corn. Scan everything in the seasonal items. I'm just seeing some of the pictures that are 
coming back in the mobile groups for shopping carts and shopping carts full of candy. 
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[chuckle] 
 
0:53:17 S1: Wonka, Wonka, Wonka. 
 
0:53:17 LW: I love it. 
 
0:53:19 LW: Wonka, the Laffy Taffy Wonkas, they sell really good every year. Don't be afraid to create two packs, 
three packs, this is Barrington specialty. He does this with coffee, but it works with candy as well. And make sure you 
guys are checking that when you scan 'cause sometimes these are three packs and you bring them home and you're like, 
"Oh, I thought it was a one pack, but it was a three pack." So, make sure you go to the actual product detail page instead 
of just looking at your app because sometimes when you go to the detail page, you can see the quantities. Ghirardelli 
Hot Cocoa Mix, this is an awesome seller also the little packets, you can find these at five below a lot. If you bundle 
these, these work. 
 
0:54:00 LW: This big chocolate ball with the Lindor. I sold a lot of these, the Lindts last year. They tasted good too. I 
couldn't resist, I had to eat one. Peppermint Bark, great wholesale opportunity. And this is something where, okay, 
Ghirardelli sells Peppermint Bark. There's a lot of different companies that sell this. Peppermint Bark is just like a 
holiday kind of flavor. But I would recommend finding an off brand. Find a company that makes this and creates their 
own listing and what we're gonna talk about in this webinar is getting traction to your listing in regards to products that 
people are searching for a lot. Look how many people are searching for peppermint bark in Q4. There's 368,000 a 
month and that's now. Can you imagine what the searches are gonna be like in Q4?  
 
0:54:51 LW: So moving forward, I would think about maybe looking for a wholesale contact and we're gonna talk 
about some other things that you can do that are creative, where you're the only one in the listing. That's really gonna 
blow your mind. These are also things to look out for in Q4: Lite-Brite. For some reason, they always sell above retail. 
People still love that toy. I remember that when I was little. Lincoln Logs, every year, this Prairie Town Mine set seems 
to get up to $99.00. But don't plan on that happening 'til probably mid-December. Usually you make your money on 
that like a week before Christmas. Paw Patrol shoes, Paw Patrol toys, Star Wars: The Force Awakens. You all know 
that's gonna be hot. I've seen so many of you are asking me questions, "How do I get approved?" You're watching the 
video. This is something we really wanted you guys to be ready for. 
 
0:55:43 S1: Sorry, Lance. Quickly tell them... I mean, we spoke to the rep at Entertainment Earth. Just give them that 
quick tip. Just tell them what he said about when the Star Wars release. That's all. 
 
0:55:55 LW: This tip was so valuable. He said they had the best day in the history of their company taking orders on 
Star Wars. Hopefully, we helped him out with that process, but organically, even without that process on... I think it was 
September 4th when they launched this. He said it was the best day in the history of that company. Entertainment Earth 
is a huge wholesale company. Pretty much anybody you talk to knows who Entertainment Earth is. So that shows me 
this is gonna be like Frozen times a million, and I was one of the critics. I remember on one of the Facebook groups I 
liked, "I don't think Star Wars is gonna be that great. Everybody's gonna be on it. The movie's gonna stink." But I'm 
taking that back and eating those words. I think it's gonna be awesome. So, we wanted to prepare you guys. And that 
was the value of this group, one of the values. We just threw that in as a bonus, we wanted to make sure everybody... 
It's kinda like, one person does it, we all have to do it in this group. That's how we operate. 
 
0:56:53 S1: Yeah, yeah, and that's good. You know what? And one other thing to motivate you guys to go get your Star 
Wars approval? There was somebody from Singapore last night, I don't remember her name right now, I think it's 
Diane. She got approved in Star Wars and her Amazon account is brand new. That's all I'm gonna say on that. Her 
Amazon account is brand new. So all of those criteria that Amazon sent out, out the door. Brand new account. Got 
approved for Star Wars. Go take action. 
 
0:57:19 LW: And we're just stating the facts guys. That's all we're doing, and that should really motivate you. So here's 
some other things we're talking about here, the Chocolate Pen is already over retail. It's not profitable yet. Somebody 
slapped my wrist on this in the group so I will just let people know that this is something to look out for, so I thought 
that was funny. Do your research now. Start looking around. But I can tell you guys, my advice some of these things I'm 
pointing you out to, it's not gonna compare to your mobile groups. That's where you're gonna find all the power. So, 
Q4's gonna end. This is where this gets good guys. What's next for you? One thing you could do: Start taking 
screenshots, type in keywords like Halloween, Halloween candy. See what comes up on the screen. Act like you're a 
consumer. Let's do common sense stuff. Take a screen shot of the stuff that's coming up. Get on MerchantWords. Find 
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out what people are searching for. And take a screenshot so next year you're gonna know, "Okay, this sold, this bundled 
well with this," and that's one of the things that Deborah Conrad talks about, bundling. We're gonna get into that a little 
bit too. So, go into MerchantWords, type in hot seasonal keywords and just in case you guys don't know, let me explain 
what MerchantWords is real quick. I think I might have, but let me do it again. 
 
0:58:34 LW: It's a tool used for finding out how many people are searching for that particular keyword. So, if I'm 
searching for a backpack online, I can type "backpack," or coffee, let's do coffee. I like that one 'cause of Barrington. So 
I type in "coffee" in MerchantWords, and the number one search that comes up for coffee isn't coffee. That's not the 
most highly searched word. The most highly searched word is "coffee mug". So these are little tips that MerchantWords 
helps you with. So now you're not only looking for coffee, you're looking for coffee mugs, too. So, see what is selling, 
take screenshots, and also this screenshot, it will have stuff on there like best ranks, reviews that you can tuck in for 
next year, so you'll know what to stock up on. Do this around Christmas time too, Easter, all the holidays. 
 
0:59:26 LW: So, this is the thing. People are like, "Okay, Q4 is gonna be great. I'm gonna do $100,000, but it's gonna 
stop, right? People don't buy after December." No, it doesn't have to stop. I got a product right now selling 50 a day and 
I'm adding more to that. I just bought a pallet of $12,000 worth of stuff that's coming in and I'm gonna add to that line. 
It doesn't have to stop. So that will be over a 100 items selling a day. So, don't think Q4, that's the end of it. We're gonna 
talk more about that. So, my SKUs are selling all summer long. So, this is probably the next step after retail arbitrage. 
 
1:00:00 LW: It becomes more challenging, but it's not as bad as you think. So let's talk a little bit about wholesale. I 
know this is something everybody's interested in. Barrington told me a little bit about this, a lot about this. This is 
something I never did. I was doing retail arbitrage. 
 
1:00:17 LW: So one of the things we recommend is, go to a trade show. I think my first trade show ever was the Coffee 
Fest with Barrington in New York, and my eyeballs rolled back. I mean, they were just like saucers when I saw that you 
could network with people. If you have something that's selling hot, you can keep it goin'. You don't have to stop just 
because the stores ran out. One of the things we talk about, Barrington and I, is turning the package around. This is a 
great tip that he told me. And also, doing reverse engineering. So we're gonna get into that, but first, let me talk about 
ASD. It's a trade show with thousands of suppliers. It's in Las Vegas. It's typically in March and also in August, and this 
is where you can do the face-to-face connections. That's always better than an email. If you don't have time for that, you 
can always do... Here's a supplier list of ASD vendors. Check it out. All the people that are at ASD are in this link, so 
you can search by category or whatever you're interested in. 
 
1:01:20 LW: So, what I do is, I start out by complimenting. If I walk up to a booth at a trade show, I kinda compliment 
their products. I do small talk. I don't dive in for the whole full meal as soon as I see 'em and ask 'em for MOQs and 
price lists. You wanna ease your way in. Ask them if they have a business card. Present your business card to them. 
 
1:01:39 LW: Remember guys, this is the best tip that I'm gonna give you on this webinar, so take notes. When you go to 
these trade shows, 90% of these people are the manufacturers. When they have a booth set up and they've got their 
product sittin'... They get their best product, they put it on the table. Their company manufactured that. They might have 
not done it themselves. Maybe they have manufacturers in China that brings it in. But their brand is  
that box. So with that being said, they can do things for you to make it exclusive for you or to put your brand on that 
box. Which means that you have a product where you're gonna be the only seller. 
 
1:02:19 LW: We'll get more into that. I know I keep saying this, but there's more exciting things to come. Also ask 
about exclusives. Let's say you're lookin' at throw blankets. You're lookin' at a Disney throw blanket. Well, can you get 
a different design on there besides the one that they have? Maybe they can go back to Disney and readjust the design so 
you can get your own exclusive design. 
 
1:02:40 LW: Ask about MOQs once you get the conversation going. What's my minimum order of quantity for 
wholesale? Maybe it's just a couple cases. How about for private label? Well, now you're looking at 2000 units if you're 
goin' to China. Also, find out where they're located, for the logistics. I had a guy I was working with, the same product, 
two different booths. One guy was in Jersey, one guy was in California. The Jersey guy worked out logistically, just 
'cause he's so close to me and he can send directly to the warehouse. And the other guy was in California, so it was a 
little more difficult. He even told me. He said, "Hey, you should probably go with the Jersey guy." 
 
1:03:15 LW: So stop worrying about rank. And here's where MerchantWords comes into play when you're at a trade 
show. When you walk by a booth, this is a great example. And guys, this isn't just an example I'm using. This is 
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something you could sell. This is a summertime item, but this still applies to Q4 if you are doing wholesale or if you're 
lookin' at products. 
 
1:03:35 LW: So let's say I'm walking around the trade show. I see a guy, he has garden gnomes. You're probably 
thinkin', if you have a retail arbitrage mind like I did for seven years, "Well, let me go scan the box." If it's selling for 
$30 and I can get it for $10, I'll take them all. If the rank is good, I'll take 'em all. But that's not what I do. When I go up 
to a booth, I think, "Okay. It doesn't scan. That's fine. Well, let me see how many people are searchin' for this. Let me 
think like a consumer. Let's use common sense here. How many people are searchin' for this a month? Well, let me 
check MerchantWords. Okay, you got 1,000,390 people searching per month. That's a lot of people. Okay, so girl 
garden gnome, there's also people searching for girl garden gnomes. 635,000 people. Now I have two products I'm 
working with. I'm working with a regular gnome and a female. Oh wait, wait a minute. Zombie garden gnome. Now I 
can source those, too." So now in the back of your mind you're thinkin', "Okay. There's three different products that I 
can work with right here." And as you can see, the list goes on. This is great for Halloween too, guys. 
 
1:04:42 LW: So, is this a competitive product? Yeah, according to MerchantWords, there's millions of people searchin' 
for it, but are there a million sellers on this stinkin' thing? Well, when we go back here, if I type in "garden gnome", this 
is... Just visualize this as your Amazon search bar, and pretend like you're a consumer. I type in "garden gnome". Okay, 
there's 13,600 search results. Well, I have a product just like this, guys, and when I type it in, there is probably about 
16,000 search results, and I'm sellin' around 50 to 60 a day. And I'm only getting 15,000 views per month on 
MerchantWords. So, you look at this product and just think of the potential with this amount of people searching, and 
there's only 13,000 results on Amazon. That might seem like a lot, but it's really not. I like to... John Bullard taught me 
this. You can actually take that 13,000. I think he divides that by the million number. The lower the percentage, the 
better the product, if you're looking into private labeling or wholesaling that product. 
 
1:05:46 LW: So, trade shows, turning one product into many. What we just talked about. We saw the girl, the zombie, 
the garden decor gnomes, the army gnome. Man, there's 74,000 people searching for that, too. So now we have multiple 
products. Do each word at a time. And search as you were the consumer. So turning one product into many, there is 
lower competition, and also make sure you are asking the supplier for some of these other products. Here's a follow-up 
e-mail, I'm just giving you real life examples. This is a guy I met at ASD. I said, "Hey, Alex, it was great meeting you 
and your partner. I'm sure you spoke with several folks, but our conversation focused on private labeling a few of your 
concepts, such as the solar garden, stakes garden gnomes, et cetera. In particular, the brown box concept was very 
appealing to us, ordering from you and putting our label on your plain brown box. Would it be possible to get some 
pricing and also your product-line catalog? Please let us know what is required from us to grant our request. Thanks for 
your time!" And he comes back, "Hi Lance, I'm sorry I got back to you so late. No catalog, everything is web-based. I 
can give you the price list and update the inventory. If that's okay, let me know." 
 
1:06:54 LW: That was definitely okay with me, I contacted him, got the website. So one thing you can do is you can 
start off with wholesale. I could say, "Hey, Alex, let's just start off with wholesale." Maybe I'll break even, so what? But 
I'm still learning the product. Then if that starts to sell, guess what, he's gonna send me a brown box and I'm gonna put 
my label on it. I don't have to go to China and get 2,000 units. So here's another thing you can do with wholesale. Let's 
say you're in a store this Q4 and you find this product, this Curad Basic Care. You see that it's... Industries when you 
turn it around, that's the people that manufacture this. Look at this, you have a website and you have a number that you 
can call. Same concept, Google their website, oh man, this is cool. These people are local. I live in Baltimore, they're 
right in Havre de Grace. I could probably drive over there and pick the stuff up. 
 
[chuckle] 
 
1:07:46 S1: Nice, nice. 
 
1:07:49 LW: Yeah, definitely nice. So you can look them up, here's their information, here's their website. There's a 
login, there's a register. You can become a wholesaler. Here's where you contact them. This is a simple, this is all you 
have to do. "We are interested in carrying your line, could you please assist us in requiring a price list? Thank you for 
your time." If you have a company, that helps out. I always leverage the power of our group, and I use MM8 group. So 
this is a funny story, Barrington, I'm gonna tell them about the gravy boats real quick, how we can kind of challenge 
ourself. 'Cause me and Barrington always talk about gravy, so we're like, "You know what? Let's see how much gravy 
boats go for." Thanksgiving, you put the gravy in, they come in a glass dish, so... We did a little MerchantWords and it 
turned out that 207,000 people were searching for these things, so that's the first step of the research. And then we... 
There's another tool I used called ASINspector, and this kind of scratches the screen. 
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1:08:47 LW: Like if you're on a marketplace and you see all these different products when you type in the search, you 
can actually scrape the screen and you get a real quick result of the category, the rank, how many are selling per month. 
There's 167 selling per month, I'll take that. Estimated revenue, around 1,600. Number of reviews, ratings, everything's 
there for you quickly. I put a link there if you're interested in it. So that was another thing me and Barrington did. Then 
we said, "Okay, let's reverse engineer this thing. Let's hop on the listing." Here's one we like, at the time this was selling 
for a lot more, I think it was like $24.99. So we saw that HIC manufactures this, which is Harold Import Company, after 
you Google it. Looks good, let's contact them. So we went on the website, we got the contact information. I said, 
"Hello," we actually made a joke of this. 
 
1:09:45 LW: I said, "I'd like to resell gravy boats amongst others. We distribute to over 5,000 people in the US. We 
look forward to carrying your product line". They came back with, "Hello Lance, I removed the name just to protect the 
privacy. Thank you for your interest in HIC, my name is blah, blah, blah. I'll be happy to assist you with your request. 
Can you please complete and send back the attached new customer form. Also please include a copy of your reseller tax 
ID, so that I can have your company set up with my purchasing system." That easy guys. That's a contact, and that's 
something where you could initially start out wholesale, and then they could just put the product in a plain brown box 
and you can put your sticker on them. So you're probably, you keep hearing me talk about plain brown boxes, let me 
talk a little bit more about that. 
 
1:10:29 LW: Private labeling is essentially selling the same product as the manufacturer, we're selling the same gravy 
boat, but we're gonna put our label on it instead of their Harold Import Company or whatever their brand name or 
trademark is. Everyone wins with private label. They win because they're supplying us, and we win because we're 
supplying the consumers. Also, you can replicate products that sell well too. That's another thing I do, I look on 
Amazon for hot selling stuff, I buy it, then I send it to a manufacturer that I met on Alibaba, and I have them make one 
similar to that. So that's a little bit of next level stuff for you, guys. And I also use ASINspector to assist me with this. 
 
1:11:09 LW: So we're not going to go too deep into private label, just because Q4 is so fast paced. But there still is time 
if you're interested in doing private label the easy way, which is Ryan Reger is the one that taught me this, and I'm 
forever grateful. Hold on one second, guys. If you brown-box, you can still do this now. You can start out with a few 
cases if the manufacturer agrees to it. That's how I started my product. Brown boxing is a technique used to avoid 
having to buy a container. So instead of going in on a container and getting 2,000 units from China, you could actually 
buy the inventory that they already have. Some of them already have the brown boxes in place and they don't have the 
label on it. Or they might take it out of the brown box and send it to you in a polybag. Some people actually sell items 
in polybags on Amazon. 
 
1:12:00 LW: So if you want more information, check out Ryan Reger on Private Label The Easy Way. But it's a little 
more work, but it's great for testing. The way I see it is, if you're gonna do wholesale, why not put your marketing 
dollars into something that you know you're gonna be the only one on the listing, instead of seven or eight scrounge 
ballers jumping on the listing with you?  
 
[chuckle] 
 
1:12:24 LW: All you need is a sticker or an insert if you have somebody that can design that for you. Here's a specific 
example. I know we're running up a little over an hour. I'm gonna keep it moving for you, guys. This is great 
information. Like I said, I wish somebody would have taught me this years ago. 
 
1:12:39 LW: Here's a garden gnome. This is in the manufacturer's box, so we're gonna walk you through this. First off, 
you would buy it, test it wholesale, see how it sells. You might break even with these garden gnomes. You might not. 
You might make a little money. Let's say you do start making money. People jump on your listing. Now you're like, 
"Oh man, everybody's lowering the price. I still love this product. It sells well. What can I do about this?" Well, if it's a 
good seller, you can put your brand name on it. Here would be the garden gnome that you were selling previously. It 
would look like this, with the company's... With all their logos on it. Here's how it would sell after. Same product. It 
looks a little uglier, but people are still gonna buy it on Amazon. 
 
1:13:24 LW: You must have permission to do this, though. You can't just take products, take 'em out of the box and put 
'em in a poly bag. This is something you have to work out with you and your manufacturer. The same gnome will be 
placed in the box, but is now your own product. It's from your MerchantWords research, and you know people will buy 
this. You've done all the research, you've done the homework. You search the word "garden gnome." Click the next 
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slide on where the labels get made. Here's where I get 'em made. I go to a place called printrunner.com. You guys can 
use whoever you want. This is just somebody that did 'em for me. They just did little 4x4 stickers. And this is a product 
where originally I sold it wholesale, but now I remove the packaging and I sell it in a plain box with my sticker on it. So 
again, you need permission to do this from the manufacturer. 
 
1:14:15 LW: Also, private label, why sticker [1:14:17] ____ container to start? Here's a perfect example with a sticker 
of a [1:14:19] ____ PL when testing a product. This is something that I got in from the manufacturer. He said he's got a 
container for me, 45 foot container, and it will hold 2,000 units each. So why not use a sticker and order less of those? I 
mean, you're gonna be spending a lot of money if somebody from China puts your brand name on that, so why not save 
a little money? So what I did with this type of order, I think I started off with maybe 200 and I worked my way up. So 
now what do I do? What do I do when I have my listing? I went through that, I put my sticker on there. How am I gonna 
sell this thing now? I got an awesome product, that I know it sells. What am I gonna do? Well, I'm just gonna run 
through real quickly a couple of tips for making a great listing. This is gonna help too when you're in Kmart or Walmart 
doing retail arbitrage and you find things and you wanna create your own listing. 
 
1:15:17 LW: So you're gonna list the item. You're gonna load it with plenty of keywords. You're not gonna violate 
Amazon policy, though. You're gonna make sure you keep it under 200 characters. I use a simple character counter. 
When typing your title, reference MerchantWords. I don't know why I wrote that. Oh! I'm sorry, when typing in your 
title, reference MerchantWords as in bring another window up with all the MerchantWords, just so you can load your 
search terms in that are on MerchantWords. And make sure you don't violate Amazon policy. Let me show what I'm 
talking about here. So here's an example of a Christmas tree. Let's say you find a Christmas tree in Walmart, or this is 
something that you're brown boxing from a manufacturer. You could type in, "Christmas [1:16:03] ____ finest, six foot 
tree, white Christmas tree resembling Christmas tree shop, holiday seasonal Charlie Brown mini Christmas tree." 
Obviously this is really manipulating keywords, but if it makes sense and it works, take some of these keywords from 
MerchantWords and incorporate that in your title. 
 
1:16:19 LW: This would be... Just picture that I'm in the managed inventory section. I've probably lost a few guys. I 
forgot to tell you guys that. So just picture I'm creating a listing right now, and I'm under the managed inventory and I'm 
typing in my title. Next, what you could do is you can type in the keywords. When you're creating a listing on Amazon, 
they have a section where you type in your search terms. Bring up MerchantWords again. Put in all the words that you 
know people are searching for: Upside down, Christmas tree, Disney topper. And guys, this is something I actually 
called Amazon about this 'cause I was using commas and putting every word phrases in, but as long as the words are in 
there, you can load a lot more keywords in there. 
 
1:17:00 LW: Now you're gonna have to do a discount offering. You're gonna have to create a promo code. You're 
gonna have to offer your product at a highly discounted price. You may ask for an honest product review, but you 
cannot ask for a five star review. That's against Amazon policy. The discount customer... Let me see here: "The 
discount customer be notified to a must input that they received it for a discount." So if somebody's buying your 
product, they have to have in the product review that they got it for a discount. This creates a lot of traction on your 
product when people start buying it, but like I said, you can't ask these people for a product review, and Amazon is no 
longer allowing family and friends to purchase from you. So if you're thinking about getting your Uncle Bernie or 
somebody to buy something from you and leave a review, that's like something you're playing with fire now. 
 
1:17:49 LW: Super URLs are something that people used to use to attract... To leverage keywords. That's something 
that you gotta really do your due diligence on that now, too. So there are many ways to get offer discounts to get your 
products moving, these are a couple tools that I use. These are like offerings to discount areas... Or people that are 
looking for discounts. Amazon Tracker's one that you can use, I put the tool there for you. This is probably the two 
most powerful tools I think that are out there right now 'cause this is what gets people to buy your products at a 
discounted price. These aren't really designed to work in leverage and manipulate Amazon, these are just discount sites 
for people looking for discounts, consumers, and they're willing to buy your stuff and test it out. Manufacturers do that 
all the time, that's a common business practice. It gives discounts to people to test out and leave feedback. 
 
1:18:49 LW: So check the Facebook groups and also contact gatekeepers. If you can find some blogs or people that are 
interested in getting your products for a discount, that's another good thing to do. That's marketing, guys. Nancy 
Alexander, she's the Christmas person. She does the wreaths and Christmas trees. She has a blog of thousands of people 
that'd be interested in receiving products from you. So you can decide what's best for you in the long run. Just a little 
bit... Barrington, you're an expert on Amazon ads. You wanna talk a little bit about how they have helped you so much?  
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1:19:19 S1: Amazon ads are really just something when you have a brand new listing and you want to create some 
traction, you get your Amazon product ads rolling. I mean, we're not gonna go into it too much now, but it's really to 
generate traffic. You're paying for traffic to come to your brand new listing. So if it's something that you have and you 
say, "Hey, I wanna drive some traffic through it", you can do Amazon product ads. And moving forward along this Q4 
ride, we're gonna [1:19:42] ____ break that down for you and show you how you can get this done. 
 
1:19:46 LW: Yeah guys, just 'cause we're running late on time. We have so much content and we apologize if we bored 
you, but I really feel like this stuff needs to be said 'cause I wish I would've learned this years ago. 
 
1:19:57 S1: Oh, yeah. Oh, yeah. 
 
1:19:58 LW: It gets boring, but it's gonna make you a lotta money, so let's kinda go through these. This is just showing 
you that you can match. You know what Barrington, we're just gonna do the one off on this, do some videos and some 
training. 
 
1:20:10 S1: Great. 
 
1:20:11 LW: And I'm gonna send everybody like a YouTube video with the Amazon ads. Another thing you guys can 
do this Christmas is bundling. Deborah Conrad is an awesome person to contact when it comes to bundling. She has 
some groups that she's formulated. Every Easter, I take a candy bar and I bundle it with a plush bunny. 
 
[laughter] 
 
1:20:30 LW: It sells well every year. 
 
1:20:31 S1: Always, every year. 
 
1:20:32 LW: It's just a generic bunny with a chocolate bar. I think it'll probably work with a Santa Claus too. The elf on 
the shelf, maybe you can bundle that with something. That's something everybody's looking for around Christmas time, 
so check the MerchantWords. Online Arbitrage, we have a nice thing that we're offering and Jim's also offering this. 
Gary Baird has a free resource, I put that on here for you. I could tell you, I'm not an extreme expert on Online 
Arbitrage, but Gary Baird is. 
 
1:21:03 S1: Sorry... Guys, pick up... The course is free until December... Sorry, October 16th, so go ahead, pick that up. 
There are other sites out there like Ebates, Ebates.com. I've mentioned Slickdeals. I have a video on Slickdeals. 
Ebates.com, where you can log in and they'll tell you what stores have 5%, 2% discounts going on. So you can use these 
sites and we'll talk a lot about it in our groups. But you can use these sites to save money when you're purchasing... 
Lance?  
 
1:21:39 LW: Yep. 
 
1:21:39 S1: Oh, you got it on mute, okay. 
 
1:21:42 LW: I got it. 
 
1:21:43 S1: Yeah. Let's move to the next slide, let me... 
 
1:21:45 LW: Call some guys. Yeah. So Online Arbitrage is something that you can really... It can accelerate your 
business, but I... [1:21:53] ____ in the brown box, in the wholesale, and I think this is great too. So I think you're gonna 
have a lot more movement on product when you're the only person on the list and so that's why I don't talk a great deal 
about it, but we have great resources for you. So our VAs, that's one of my recommendations. You can get 'em on 
onlinejobs.ph or you can also talk to one of our most trusted partners Eric Hardwick. He has a great service where he 
actually trains the VAs for you and he hands 'em off to you. So I put the site there for your reference. Guys, make sure 
you're leveraging your credit this year. Credit cards, Ebates, Kabbage. Kabbage is something that... I mean, Barrington, 
you could probably talk a little bit about that. 
 
1:22:39 S1: Yeah, and Kabbage and Amazon Loans, I mean Amazon Lending, they just sent us 34k to buy inventory. 
So leverage what's out there because this is usually the only time of year that I'm gonna take something in terms of 
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credit. But because you can spend that money so quickly, leverage it right now. I mean, also, look at the rewards, look 
at... If you're purchasing a credit card, you look for your rewards, cards that give you the best rewards. Use it carefully. 
We're not telling you to go out there and take a lot of credit, use it carefully. But leverage them, you can earn points, 
you can look for travel, you can look for hotels, use these sites to leverage your spend 'cause you're already going to be 
purchasing inventory. 
 
1:23:20 LW: Awesome, guys. So we put the link on here for Kabbage. Last year, they loaned me $30,000 which was 
another great income source. 'Cause you know that it's impossible to spend all your money at Q4, you can spend so 
much money. International people, if you're thinking, "Man, I feel alone right now. Is this webinar for me?" Barrington 
has the most powerful story. He's doing it from an island in Jamaica. If you take these principles and put 'em into action, 
it can work for everybody, I could tell you that right now. 
 
1:23:50 S1: It's all about taking action. 
 
1:23:54 LW: Definitely, guys. So the mobile groups are gonna help you, the wholesale and private label is for you. I 
know people are thinking, "I'm just starting out." You can do this stuff. So start off with arbitrage. I only put that on 
there because I know there's advanced sellers out there and I wanted this webinar to be for everybody. It gets a little 
boring sometimes, but you guys need to know about that stuff, so all this stuff is for you. Closing statements. I just want 
you guys to know that as you source, create, don't be followers, try to look for opportunities, try to look for inventory 
that you know others might not be sourcing. Create new SKUs, create bundles. Don't bury your talents like we talked 
about with the servants. Share with other people. 
 
1:24:39 LW: Remember the true meaning of Christmas out there as you're shopping. It's about your family. It's about 
spending time with family. It's not all about money, money, money. So, make sure you take the time to relax, breathe in 
the nice pine tree smell. Take time to relax and enjoy your family. There's no need to be consumed with this stuff, but if 
you do put enough effort in, it's really gonna pay off. Don't be obsessed, but don't be lazy. This is your time. Barrington, 
any other thoughts?  
 
1:25:13 S1: Oh, yeah. The important thing guys as Lance touched on all different aspects. When you're beginning, when 
you're starting on what to do after Q4, because we have to look out for all these different avenues of making this work. 
But we're telling you right now, your biggest thing is going to be your groups. That is where all the energy is shared... 
And moving forward, as I said, we're gonna be having four more webinars. Once you've signed up one time, you are 
already registered for the other four, so that's great. And we want to have all of these tools that we've mentioned. You're 
gonna get the PDF, you're gonna get a copy of the resource page, so don't worry about that. 
 
1:25:49 S1: Everything is going to be emailed to you, so you're gonna have all of this. And for those who are gonna be 
watching this later on, it's gonna be recorded, so we're gonna get this out to you within 24 to 48 hours, the recording is 
gonna be out. Don't be consumed by everything, just figure out, "What are the top two or three points that I can take 
from this session and go and execute tomorrow?" Because you're not gonna be able to just do everything that's on here. 
And when you get the slide, go through. But the important thing is, take action. Kat, if you're still there, we wanted to 
pull just a couple questions on here, just a few questions. We can take a few questions. And then, we're gonna be 
talking, we're gonna be on the Facebook. We're gonna be in the groups and talking with you guys. 
 
1:26:33 S1: But we wanted to motivate you. These are actually actionable items. And as Lance said, don't say, "Oh 
well, Lance told me to go and buy this product." No. He gave you the reason why it sells this time of year. So we want 
to help you to think more than just saying, "Hey, here's a product. Here's a deal." We want to say, "Why does this sell 
well?" So you get not only into just buying, but you know why these things sell well. 
 
1:26:58 Speaker 3: Excellent. And I wanna tell you guys, when you said something about boring, the chat blogs lit up. 
Nobody is bored when you're talking about how to make money. Okay?  
 
[laughter] 
 
1:27:10 LW: I think I do it so much that after a while, I'm like, "Oh, this is so redundant," but it's helped my business so 
much with some of these principles. So I just had to share even though it took an hour and 20 minutes. And after a 
while your voice feels like it's gonna fall out of your mouth. 
 
[chuckle] 
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1:27:24 S1: You have 350 people still on the webinar after you spoke for an hour and 20 minutes, that's serious stuff, 
man. 
 
1:27:31 LW: That's awesome, guys. 
 
1:27:33 S3: Okay. We had a lot of questions that were handled in the Chat and a lot of them were from the Facebook 
group. So if I don't get to your question, guys... 'Cause we're already at an hour and a half, we got to respect everybody's 
time and get off of here soon... If I don't get to your question, go to the Q4 sessions Facebook group and post the 
questions there because you're gonna get Barrington and Lance's input, but you're also gonna get all the rest of the 
groups, so that's great. All right, Pam says, can she go back and ask for reviews for products that she's sold? And I 
thought maybe you should address the idea of reviews is really not for your retail arbitrage type products. Right guys?  
 
1:28:09 S1: Yeah. What was the question, Kat? If she can go back and ask for a review?  
 
1:28:13 S3: Yeah. For the products that she's already sold. 
 
1:28:16 LW: I can probably take this, Barrington. Kat, you might know about this too. I think Feedback Genius has 
something in place for that. 
 
1:28:23 S3: Yeah. Feedback Genius, you can use that. But I just thought maybe the principle that you were talking 
about, looking for the reviews to see if they were good before you bought something. But really spending time getting 
reviews for retail arbitrage products, probably not the best use of time. 
 
1:28:37 LW: Yeah. I don't think that'd be the best use of time. Yeah. I would use that method more for wholesale and 
private label because you're building a brand and a product. So when you're building a brand, you're putting your 
marketing dollars into that reviews. Man, I'm losing my voice. 
 
1:28:56 S3: I promise we won't keep you too much longer, but there were a lot of questions [1:29:00] ____. 
 
1:29:00 LW: No, you're fine. 
 
1:29:00 S3: They want to know about if you were gonna redo the Star Wars video that you have in the group. They 
want to ask about Star Wars clothing and Star Wars cookie jars. So does anything that has this new Star Wars on it, is 
that all restricted? Or just is different things not restricted like clothing and candy jars?  
 
1:29:19 LW: I'm learning just like you guys and I... That's why I love these mobile groups 'cause we're so connected. 
Everyday we're gonna learn more from Amazon 'cause Amazon's always changing... 
 
1:29:28 S1: Right. 
 
1:29:28 LW: And a lot of us had been approved. But now we're finding, "Hey, this SKU's not working. They want more 
invoices for this" and we're gonna just help each other out. Let's keep the groups active. As far as the Star Wars video, 
just one-off PM me. We were having a little bit of issues with Entertainment Earth, they actually contacted me directly. 
So just one-off me with that and I can help you guys out. 
 
1:29:52 S3: Excellent, excellent. Okay. There were questions about when you're sourcing for bedding or things that 
don't have barcodes, how do you look those things up?  
 
1:30:00 S1: Those are the gold. Let me jump in here, Kat. Those are gold. I don't think we touched on it too much, but 
the beauty of when an item doesn't scan is that your regular seller who's walking through and who is being lazy, they're 
gonna be like, "Oh, this doesn't scan. Let's put it back down." Those are your potential gold items. Type it in. Type it in 
the box, just type in the product name and search. You could pick up a product that's like on the 10,000 rank and you're 
like, "But there are not a lot of sellers." Yes, there are not going to be a lot of sellers because it doesn't scan. People like 
easy, so if it doesn't scan, it's, "Okay, well, yeah. I'm gonna go to something else." But those product, you type them in 
the search bar, scan it... I mean, run it and then you will see, "Oh, wow! This must be a great product." So, that's it. Just 
do what others are not doing. The biggest thing is, listen to a couple ideas, bring your own creativity to the game. 
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1:30:55 LW: I agree and... 
 
1:30:55 S3: But you might find the next sheets. 
 
1:30:57 S1: There you go. 
 
[laughter] 
 
1:30:58 S3: You might find the next one. 
 
1:31:00 LW: Oh, you might find them, definitely and make sure you... 
 
[laughter] 
 
1:31:02 S3: Yeah, you might be laying on $7000 sheets and you don't even know it. I love that. Okay. Chris is wanting 
to know... Go ahead. 
 
1:31:12 LW: Oh, go ahead. I was just jokin' around. 
 
1:31:14 S3: Chris is wanting to know if you had difficulties switching back and forth between platforms 'cause you 
talked a little bit about that beginning about having different platforms like eBay? He wanted to know if you use like 
JoeLister, if you had difficulty going back and forth between the eBay and the Amazon platform?  
 
1:31:28 LW: This is great for Barrington. 
 
1:31:29 S1: Oh, no. I don't have any problems. I usually use a couple browsers for that. I'll say, okay, my Amazon UK 
it's gonna be on Safari and then my Amazon.com is going to be on another browser, maybe Chrome. But no, no, no 
problems doing this. And in my presentation, I'm gonna be talking about listing the product on eBay and filling the 
order from Amazon. I'm gonna be talkin' about puttin' two products together so you get rid of your competition, so look 
out for that one coming up. 
 
1:31:57 S3: Awesome. Awesome. And there are several people who are asking what scanning app that you 
recommended. We saw that you use Profit Bandit as an example. We also saw that you use Inventory Lab which tells us 
Scoutify. So they were asking about those two and others that you might use. 
 
1:32:10 LW: I love 'em. Anything Chris Green puts out is awesome. So, ScanPower is another for accounting system 
too, guys. Inventory Lab and ScanPower [1:32:19] ____ full accounting systems, so I would look into ScanPower as 
well. ScanPower is awesome for shoes too 'cause when you scan shoes with ScanPower it gives you the rank, rate 
upfront. You don't have to open up any other pages to find the rank, on a variation too. 
 
1:32:36 S3: Great. Okay, great. And there was several people that gave you the information that Remove The 
Background is now known as Pixelz. They've changed their name. It's P-I-X-E-L-Z, and several people, thank you very 
much, posted that link and wanted you guys to know about that. 
 
1:32:50 LW: Yeah, actually... 
 
1:32:50 S3: Remove The Background... 
 
1:32:52 LW: Oh, go ahead, Kat. 
 
1:32:56 S3: I should give you the spelling again. It's P-I-X-E-L-Z. Pixelz.com. 
 
1:33:00 LW: Awesome. Yeah, there's a redirect on that too, guys. That's why I didn't put the Pixelz in there. So if you 
click on Remove the Background, it's just gonna redirect you anyhow, but yeah, thanks for adding that. 
 
1:33:10 S3: There were several people who are really up to date. We got a great group here of people participating. 
 
1:33:13 LW: We love these guys. 
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1:33:14 S3: Yeah. Adrienne was asking if you're looking at products, would you buy first for the percentage of ROI 
you're making? Or first for the percentage of dollars you're making? Which one of those would you look at more 
important?  
 
1:33:30 LW: Can you repeat one more time on the question? I was kind of typing at the same time. 
 
1:33:34 S3: She said if you were looking at a product, would it be more important to you to look at the percentage of the 
ROI you're making on that? Or would it be more important for you to look at the percentage of dollars you're making on 
that individual product when you were deciding what to buy?  
 
1:33:50 LW: I guess I see them as the same in a way. 
 
1:33:52 S1: Yeah. 
 
1:33:53 LW: Yeah. I'm just lookin' for a good ROI and typically there's a good ROI, you're gonna get the dollars out of 
it. 
 
1:34:00 S1: Yeah. 
 
1:34:00 S3: Awesome. 
 
1:34:00 LW: I like to get more around 100% during Q4. Obviously, you're not gonna get everything 100%, but you can 
find so many good products that you don't really have to waste your money on the mass market stuff that everybody 
else is losing money on. 
 
1:34:16 S3: Okay, great. And that's another question that Heather brought up. She said several of the seasonal items that 
she's purchased, but the prices had started tanking because a bunch of more sellers keep jumping on. So she's asking the 
question, it's seasonal... Basically the question is, when do I panic? Do I hold on [1:34:32] ____ season or do I dump it 
and get out of here?  
 
1:34:35 S1: That's the beauty of having a mobile group of other sellers who are on it are like, "Hey guys, I'm having 
difficulty with this one." That can prevent you from going out there and buying a whole thousand when others in your 
group are saying, "Um, no, no, no. I just put in a hundred and people are tanking the price." You're like, "Oh, okay. 
Thank you. Thank you for that information." So that's where you ask your questions in the mobile group and that's what 
helps you. 
 
1:34:58 S3: Excellent. Excellent. And... There were so many questions that the answer was, you guys know my answer, 
"It depends." So, so many things depends on where you are and what your cash flow looks like and all of that kind of 
thing. Steven has a question. He goes, "All the way back at the beginning of the webinar, you talked about having other 
people buy things for you" and he really latched onto that idea, but his question was, "How do I pay those people? Or 
how do those people pay for the products?" 
 
1:35:23 S1: Excellent. That is going to be answered on the webinar with David Shannon. He's gonna break down his 
process saying, "Okay, if I picked up... " We call them runners. Everybody calls them something else: Runners, 
shoppers, whatever you call them, but I mean... I can give you quickly what I do. If I am looking at a product and I'm 
here in Jamaica and I'm figuring it's an in-store only deal, I will think, "Okay, because it's in-store, I'm making $20 on 
it, I want the person who's gonna go pick it up to be happy, so I'll pay... It all depends." As you said, it depends. I can do 
$5, I can do $7 off of the profit. 
 
1:36:00 S1: I take $13, give them $7, but I want them to be happy. I know it's gonna be cold in some parts of the US 
and people are gonna be running out in the cold to purchase this item, I want it to be worth their time, so I usually figure 
something out that makes sense, that is, "Okay, well if I'm making $7 and I pick up 100 for him today, I'm making 
$700, okay, I'll go out and do it." So it all depends on your strategy. 
 
1:36:25 S3: Excellent, excellent. And again, it depends, but that's a great bottom line, make sure that it makes sense for 
them. Okay, Jorge asks, "If you're testing a product, like Lance, you talked about buying three or five to test them, how 
fast do you want that product to move to convince you to go buy more?" Another, "It depends," huh?  
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[laughter] 
 
1:36:44 LW: Oh yeah, so he said if I buy something that starts moving quickly, how much am I gonna increase the... 
 
1:36:50 S3: What do you mean by quickly? I mean if you send in five, how fast do those move and you say, "Gotta 
have more"?  
 
1:36:58 LW: Yeah, I mean, if I have something... Okay, let's say I buy 15 widgets and as soon as they hit Amazon, 
maybe three sell the first day, and the next day four sell, I'm gonna go back and get 50, probably. I'm gonna go... 
 
[laughter] 
 
1:37:11 S3: Okay. All right. 
 
[laughter] 
 
1:37:14 S3: I like that. 
 
[laughter] 
 
1:37:16 S3: I like the ones that sell before you realize they're there, you're like, "Oh, they got that? Wow!" 
 
1:37:20 LW: Yeah, yeah, exactly. And I know now because I'm selling products where I'm the only one on the listing, 
so if I'm selling eight or nine and there's a bunch of other people in the listing, that's a good product, so I'm gonna make 
sure I go out and get a nice restock. 
 
[laughter] 
 
1:37:39 S3: And from the beginning of the event to the end of the event, Diana's asking, "If I'm gonna look at these 
ads," and you said you're gonna talk more about those later but, "Am I looking at something that I bought two or three 
of? Or am I waiting to use an ad on something I bought 100 of? Can you give me a rough idea on that?" 
 
1:37:55 LW: Typically if you buy two or three of something, it's an item where you're gonna have a lot of people on it, 
and it disables the product ads if there's other people on it. You have to be on the buy box to get the product ad to work. 
So it's much more if you're [1:38:11] ____ pushing a brand or if you're doing wholesale. 
 
1:38:16 S1: Yeah, you're not gonna want an ad on a mass-market product where everybody else is gonna benefit, you 
wanna run an ad on something that you have exclusive rights to sell, or it's a private label or something. 
 
1:38:28 LW: And we just threw this stuff out for you guys, just have this in the back of your mind, some of this more 
advanced stuff, just because it needs to be there, you need to think about it, because when Christmas is over you're 
gonna be like, "Man, that's it? That was a nice wave, but I want another wave, I'm out here surfing now." 
 
[laughter] 
 
1:38:45 LW: You wanna... You wanna continue this. 
 
1:38:49 S3: There's nothing sadder than a surfer that's just out there waiting for a wave, that's a good point. 
 
[laughter] 
 
1:38:55 S3: I lived on the surfing capital of the east coast of Florida for a while, there's nothing challenging out there 
paddling around looking for a wave. Okay, Maria says, "What kind of insurance are we talking about?" She knows 
Amazon requires insurance. So do you wanna talk about that? Or is that a good topic for the group, maybe?  
 
1:39:12 S1: Yeah, that's a good group topic. But quickly, they require regular liability insurance. And I think companies 
I think like Wells Fargo, they do liability insurance, and there's another company called Lloyd's of London, they do 
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liability insurance. So, just get a regular liability insurance policy I think up to a million dollars, I think it's about $1,500 
for the year. So, that's what Amazon requires for sellers. 
 
1:39:38 S3: Awesome. Okay, good question to end on, it says, "If I only have $500 right now to get started on Q4, what 
do I do with it?" 
 
1:39:47 S1: Excellent question, love that question. I only have $5, first thing I'm gonna do is I'm gonna be in my mobile 
group and say, "Hey guys, what's out there that I can turn?" Because there's no better feeling than getting that first sale, 
and you have goosebumps and you're like, "Oh man, this really works!" 'Cause I think that's what a lot of persons need. 
Kat taught me this phrase, "Paralysis by analysis." You keep thinking, "Oh man, this is never gonna work, this is too 
good to be true, there's no way I can buy a product for $2 and somebody's gonna buy it for $20." So, you paralyze 
yourself out of taking action because you're thinking, "Oh, it's not gonna work." Jump in your mobile groups, you will 
see the threads, you will see what's going on. Run out and buy three or five, get that first feeling up, "Wow, this works." 
 
1:40:31 S1: And then the beauty of Q4 is you wanna buy products, get them in, turn and burn, slash and burn. Get them 
in there, buy more, send in, buy more, send in, because you will get your return of investment really quickly. And the 
beauty of Q4 is that if you have older accounts, you can do daily payouts. Meaning, every 24-hours you can click that 
chi-ching button every 24, and you have a payout coming. So you can always rinse and repeat. So, get in your mobile 
groups and ask questions, "Hey, I have $500," people are so helpful in the mobile groups, and it's all because one guy 
said, "Hey! I'm sure... I never would share before, and now you guys just, you know, share a deal with me, it made me 
my investment back, I already made back $200. So now I can share because everything from here on out is what we 
call, 'Gravy.'" 
 
1:41:16 LW: I agree with you, Barrington, I mean... 
 
1:41:18 S3: I like it... Go ahead. We're back to the gravy boats and I wanna hear more. 
 
[laughter] 
 
1:41:24 S3: I wanna hear more about the gravy, I'm sorry. 
 
[laughter] 
 
1:41:27 LW: I wanna just say, I agree with Barrington, and I think the best way to maximize that $500 is you gotta find 
somebody else that has it, and also look at what the experts are doing, people are gonna be posting deals. And also, just 
because you're a beginner, don't have that mentality that you can't help because I've noticed that the beginners work the 
hardest 'cause they're so excited about this. I mean, for me, I'm kinda numb to 'em, like, "Oh man, I'm only making 
seven bucks on this." I remember when I first started out, the first book I sold was the one I showed you guys, it was 
"The Purpose-Driven Life." I found it in my house. I was actually still in my parents' house, I found it at their house. I 
listed it for a dollar. I've never been so excited about making a dollar in my life. You know what I did? I ran out and 
started sourcing everything. 
 
[laughter] 
 
1:42:18 LW: And that's what these newbies do. They go out, and they work hard, they put deals on there more than 
anybody else I've seen. 
 
1:42:25 S1: Start with books... 
 
1:42:26 S3: Okay. 
 
1:42:26 S1: Yeah. Start with books. 
 
1:42:30 S3: And I like what Bob said in your chat, he said, "Just do it, just get out and start... Take action and do 
something." 
 
1:42:37 S1: Ain't nothing to it, just do it. 
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1:42:38 S3: We're gonna steal Nike. 
 
1:42:39 LW: Somebody asked a question, they said, "Is Nike restricted?" I said, "Just do it, it's not restricted." 
 
[laughter] 
 
1:42:46 S3: Oh! That's a perfect setup. That's like having a [1:42:48] ____. Okay, guys, thank you, it has been two 
hours, we are definitely going to get you the recording, I'm gonna work on that tonight and have that up hopefully 
within 24-48 hours definitely by, sure. We will have the slides, Carol reminded me, so we'll have the questions from 
chat and the Facebook group is out there, it's a great place to talk amongst yourself. Last words to wrap up, Barrington. 
 
1:43:12 S1: Guys, thank you so much for joining us on this webinar, and not only that, for trusting us to come on this 
Q4 experience with us. We're gonna do everything in our power to show you guys that Q4 is an amazing time to help 
propel your revenues. If you only did $500, just set a goal, say, "Hey, my goal is to do $5,000. My goal is to do 
$10,000. I wanna do $100,000. I'll do a million." Whatever your goals are, we will help you in the groups and we're on 
the groups, we're not gonna be there every single hour of the day, but we're in the groups, we're sharing deals as well. 
We're motivating you guys, we are here for you. 
 
1:43:51 S1: So, look out for the next webinar. You registered for this one, the next webinar will be coming up in 
another two weeks. That's gonna be another power-packed webinar. You're already registered once you've registered for 
this one because it's automatic, and before that time, we're gonna have jam sessions, where we just come on and say, 
"Hey, what are the burning questions? Let's come on a session right now and let's show you guys how to do it." So that's 
where we're gonna be here until December 15, that's the end date of our program, but we are here to help you recover 
your investment and make 10 times more what you've made. So, jump in your groups, ask your questions, I know your 
heads are gonna be buzzing all night, but just think about the most important things to do from tonight's webinar and go 
out tomorrow and do it. Just go out tomorrow and take action. That's all we require from you. Thank you so much... 
 
1:44:42 LW: I second that. Definitely. 
 
1:44:44 S1: Lance?  
 
1:44:45 S3: All right, 70 times seven, Lance. 
 
1:44:48 LW: That's it, I second what Barrington says. We're... We're gonna be in the trenches with you. That's what we 
love about this, we're sellers too, we're gonna be battling the elements with you, we're gonna be on the mobile groups 
with you. We can't be in there every second, but we're gonna give it all we got, 'cause that's how we are. So, when 
you're out there, just give back, don't bury your talents, share your talents with other people and it will multiply 70 times 
seven. 
 
1:45:13 S1: Excellent. 
 
1:45:13 S3: Awesome. Okay, guys, go take action. 
 
1:45:17 S1: All right. 
 
1:45:18 S3: Bye-bye. 
 
1:45:18 S1: Take care. 


