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Kat: So before we get started, I just want to say again, welcome everyone!  This is the Selling on Amazon Mentorship 
Series, or the SAMS series of webinars.  Hosted by Jim Cockrum and the Proven Amazon Course.  We have added Selling 
on Amazon, or the SAMS course to add extra value to your good intentions.  We're going to be teaching about so many 
different things.  Jessica's here tonight to talk about sourcing Health and Beauty products.  Jessica sources these differently 
than a lot of people.  I think you're going to find this very, very useful.  Jessica has a very, very successful e-commerce 
business.  I just saw a post of hers recently where she was talking about some of the recent buys.  So I'm excited to hear 
what she's doing and what's going on with her world.   
 
Jessica: So today we're going to talk about Health and Beauty aids and like Kat said, this is one of my favorite ways to 
source products for Amazon.  I'm just going to get right into how I do it.   
 
So I want to talk to you guys first about why I like to sell Health and Beauty products.  I know most people get into selling 
on Amazon and they start off selling books or media, or even if they want to go retail, they'll start with toys.  For me, I 
found my niche to be in Health and Beauty.  The reason that I really like Health and Beauty – the number one reason – is 
because it's very easy to package.  When you are thinking about Health and Beauty products, you're probably thinking about 
things like makeup or shampoo, deodorant, things like that.  So boxes and packaging is fairly small.   
 
So when I'm packing boxes to send in to Amazon, I can pack fifty to a hundred things to a box.  As opposed to if I was 
doing say, a toy, then I would only be able to pack say, two or three in that same box.  So my profit – er, my amount of 
money for listing products per box – you know, I can do five hundred dollars per box as opposed to a hundred or a hundred 
and fifty.  So for me, I like to do that because it means less time working and more profit per box.   
 
Kat: Those are some pretty amazing numbers, Jessica.   
 
Jessica: You know, I just really got addicted to this kind of selling and I'll tell you Kat, when we do toys and things like that 
and I've got five boxes going out and the selling price for all these boxes is only six hundred dollars, I'm like, “Oh I just 
want to send one box of Health & Beauty.”   
 
The next reason Kat, is that the profit margins can be really high.  What I'm thinking is a lot of people come in and they're 
like, “Oh, if I can make fifty percent, then that's great.”  Let me tell you that I always shoot for at least a hundred percent 
margin.  But I prefer two hundred percent or more.  I find that in Health & Beauty all of the time.  The reason, I think, is 
that brands are creating followings.  I can get behind a brand and now when I sell a product, people are going for that 
specific one and I can make a good profit on it. 
 
So I talked about how I like to sell Health & Beauty a lot.  When I look at my inventory on Amazon, twenty-five percent of 
my inventory – for unique SKUs – is Health & Beauty products.  So it probably doesn't seem like that is very much if I am 
saying that that's my bread and butter.  Well, fifty percent of our daily sales are coming form Health & Beauty products.  
The reason is that all of our other SKUs are only buying one or two of each product.  When they're buying Health & Beauty, 
they're buying ten plus of each item.  These SKUs are actually producing way more sales than all of our other SKUs.  Does 
that make sense? 
 
Kat: That makes a lot of sense.  But like I said, those are amazing numbers!  Another benefit that I have to remind 
people of, with these small items, is storage fees.  I just recently paid my highest ever FBA storage fee this month.  So I'm 
thinking about smaller products.  Smaller products, less fees, and the profit margin.  If it only makes up twenty-five percent 
of your inventory, but fifty percent of your sales – that's amazing! 
 
Jessica: You know I looked – I always maintain only two hundred SKUs at a time, but I have over fifteen hundred products 
at Amazon right now.  So each SKU that I have has multiple items.   
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Kat: Right. 
 
Jessica: I'm going to start with this example here.  This is something that I picked up at Walgreens.  This was on clearance.  
It was seven-fifty a jar.  I am going into the clearance aisles.  We'll talk about that after this example.  This one, I was 
picking it up for seven-fifty each.  When I first found it, it was $39.95 a jar.  I would send it in to Amazon and it would sell 
right away.  So it was already selling for more than the retail price.  This seven fifty was seventy-five percent off.  The retail 
price was thirty dollars. 
 
Once I had seen that it was already selling for above retail, then I knew I was already making about two hundred percent 
profit.  I went to all the Walgreens in my area and picked up as many as they had.  I live in a small town personally, but 
there's a ton of Walgreens in the surrounding cities.  So we went around and got a ton of these.  By the time that we finished 
selling them, we were selling them for about sixty dollars a jar.   
 
Kat: Wow. 
 
Jessica: It's been months now since we sold this particular product.  As you can see, the price just continues to go up and 
up.  The less amount of sellers there are, the price can just go anywhere, because whoever has the product gets to control the 
Buy Box price.  As you can see now, for one jar of this cream, it's $74.75.  Which to me is crazy, but for somebody who is 
an Aveeno lover and they can't find this, they're going to pay that price. 
 
Kat: Wow.  So you are telling us you did some liquidation – and we'll talk about that too – but you started by finding a 
product at a Walgreens clearance, just like I did and so many others – that sold well and you ended up...what did you do?  
Map out all the local Walgreens?  Figure out how to find them and then try to find the same product there?   
 
Jessica: Yes, exactly.  That's what I did.  I would just Google it on Google Maps and just go from one to the next until I did 
enough for the day. 
 
Kat: Wow.  Yeah, I do like my Walgreens. 
 
Jessica: Me too. 
 
Kat: I moved from a town that had four to a town that had one.  I guess I'm going to be back on Google to see if the 
small towns around me have one too. 
 
Jessica: Like I said, the town that I live in has one Rite-Aid and that's it.   
 
Kat: Mm-hm.  Then you went on to do some eBay arbitrage.  Can you talk a little bit about that?  Did you set up 
searches for that particular cream?  Is that how you did the eBay part of it?   
 
Jessica: That's exactly right.  I set up a search alert on my phone and anytime somebody would list it, then I would get the 
alert.  If it was a good price, then I would buy it.  At that point, we were selling them for about sixty dollars.  So even if 
somebody was selling it for twenty dollars, with shipping costs included, I could buy it and still make money on that.   
 
Kat: Wow.  Okay, that's amazing.  Thanks, Jessica. 
 
Jessica: Yep.  Okay, so here's my list of where I find inventory.  Of course the drug stores.  We talked about Walgreens.  In 
my area, there's Rite-Aid, CVS and Walgreens.  I know on the East coast there's some different drug stores.  Whatever ones 
you have will work.  You mentioned before the liquidation stores or one of a kind salvage discount stores.  Even grocery 
stores carry Health & Beauty products.  Online, whether that's eBay or just like Drugstore dot com, or any store dot com, 
really can work.  Flea markets, even.  I think that's one area that people forget about.  Most people are thinking that's going 
to be toys or clothes at a flea market.  But usually you find one or two vendors that have Health & Beauty products.  So that 
is great.  My next example, you'll see one of our greatest flea market finds.   
 
Then, coupon deals.  If you don't have a lot of clearance in your area, I know that Brett has done some of these webinars 
talking about using coupons to get deals.  So that's another way you can find Health & Beauty products. 
 
Kat: Wow. 
 
Jessica: So here's my recent flea market flip.  These items were purchased for a dollar fifty each.  If you've been a seller for 
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a while, you might have heard of this product.  Breathe Right snore relief strips and snore relief spray.  They've been off the 
market for at least a year now.  But we went into this flea market and I recognized the box.  I told my husband, “We have to 
check those.”  So we checked them and of course to our delight, they're selling for a hundred dollars and fifty dollars a box.   
 
Kat: Oh wow. 
 
Jessica: We ended up with fifteen units between the two types.  Got them sent into Amazon and they sold within two 
weeks.   
 
Kat: Wow. 
 
Jessica: $99.95 and $49.95.  Again, that's just brands creating a following.  They create good products and then there isn't 
always a replacement for that item.   
 
Kat: And that discontinued thing.  I’ve never seen it with a medication type.  I'm interested to see you mention this, 
Jessica.  I've seen it with makeup.  People will find that particular foundation or that particular lipstick and they'll pay insane 
prices when they get discontinued.  But that's amazing to see it works on medications also.   
 
Jessica: Yeah.  You know people talk about things with toys or books, that the price goes up.  But sometimes you're waiting 
a year or more.  I've found with Health & Beauty that the price starts to soar within weeks of the product being off the 
shelves in the store.  It sort of creates a panic with the buyer that, “Oh my gosh, I'm not going to be able to find this.”  And 
the price just goes right up.  They're buying it and you're making profit.   
 
Kat: Wow. 
 
Jessica: We talked a little bit about why prices go up.  I'll just touch on those again.  The number one reason that I know is 
that people are just brand loyal.  If they like Aveeno, they're not going to go with the Good Buy brand or the store brand.  
They want their Aveeno.  Same thing with hair colors.  If somebody is a John Freida fan, they don't want a brand that's “just 
as good,” they want the one that they're used to and that they get great results with.  I think that's what it is.  They have a 
certain shampoo and it makes their hair so voluminous and they're not going to switch to anything else because they trust it.   
 
Kat: Mm-hm.  Absolutely. 
 
Jessica: So when things get discontinued, they often become hard to find.  We often see “HTF” in chat groups and forums.  
That's so true and when something goes on clearance, you'll notice it in other stores.  If they  don't have it on clearance, they 
have less of it on their shelf.  Because once it gets discontinued, the manufacturer no longer is sending it to stores any more. 
 
The last reason is formula changes.  Or even packaging changes.  All the time, companies are going, “This one ingredient, 
we can't get it any more.”  Or, “We don't want to use it any more.”  So they'll change the formula a little bit.  But people 
want the exact one that they had before.  So they're going to search out the one that was in that old packaging type, or that 
contains that one specific ingredient.  I've even seen this with cleaning products, where they'll change the formula so that it's 
more environmentally-friendly and all of a sudden, it doesn't work as good.  So if you can find that other ingredient, then 
you can charge more than the new packaging.  That's just a little freebie. 
 
Kat: I'm thinking, “They want the toxic stuff!”  That's true – it's the stuff that really works. 
 
Jessica: Exactly.  And the same thing with your shampoo.  You want the one that works the way that it does.   
 
Kat: Okay, a couple of questions coming in.  These guys are a very active audience.  I love it.  They've got some great 
questions for you.  Debbie's asking, “Do you think these flea market vendors are getting these items through liquidation?”  
Would that be your guess of where they're coming from? 
 
Jessica: Yeah.  Not getting them from a salvage store, but they're getting them from a liquidation dealer themselves.  So 
they're buying the stuff by the pallet.   
 
Kat: Okay, great.  Patti wants to know, “Brett was talking about buying off brands and then doing bundles.  Do you 
recommend that, or is your experience more that the brands are what they're buying?” 
 
Jessica: In my experience, it's the brands that are being purchased.  I have a feeling that what Brett is talking about to do 
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would be right off the shelf, so you're just bringing something to the market that isn't already on Amazon.  But for me, since 
I'm looking for such high profit margin items, you're not going to be able to get that store brand for seventy-five percent off.  
If you're buying it at regular price, you'll have to mark it up even more to make your hundred percent profit.   
 
Kat: Great.  They're full of questions.  This is awesome.  Trish wants to remind us about Hazmat issues for hair color.  I 
was selling hair color really, really well.  Then all of a sudden, it became a Hazmat issue.  So what is your advice about hair 
color?  Do you self-fulfill those, or do you find that some of them are okay?  How do you handle the Hazmat issue? 
 
Jessica: I will get to Hazmat in just a few slides.  So if you want to wait. 
 
Kat: Okay, we'll skip that one for now.  Carole is mentioning Mary Kay items.  Mary Kay eyebrow liner, brand new 
sealed in package.  Can't find it anywhere.  Also, Mary Kay pallid eye shadow, brand new.  So I'm thinking that this is 
another example of they discontinue that color or that formula and people are looking for it.  I would think that would be a 
good item to look for.  What do you think? 
 
Jessica: I think that would be great.  The thing with something like that is Mary Kay doesn't allow their sellers to sell 
online.  So that would be something that if you knew a seller who does that person to person marketing, if you could find 
their old stock, then I bet that would be a gold mine.  Because you don't have a contract with anybody at that point.  But if 
you were actually a Mary Kay seller, then you wouldn't be able to sell it.  Any other questions before I...? 
 
Kat: I think we're good.  I think we're good. 
 
Jessica: Okay.  This is just a side note for clearance prices.  I know that I've talked a lot about the price skyrocketing, but if 
you're able to buy a product at seventy-five percent off and you're just able to sell it at the regular retail price, you're still 
going to make two times your investment price in profit.  You're not always going to be able to find those sky high in price, 
but even if you can just get retail price on a clearance item... 
 
Kat: Making seventy-five percent is nothing to sneeze at, right?  And Carole wants to encourage everybody, because 
these Mary Kay items that she's talking about?  She found these at a thrift store.  As you pointed out earlier, don't be too 
sure of what you're going to find at a thrift store.  You'll find all kinds of stuff there.   
 
Jessica: Right, exactly.  Somebody the other day was just telling me about some tampons that they found at a thrift store.  
They were selling for like fifty dollars a box.  I couldn't believe it!  Somebody was maybe cleaning out Grandma's house or 
something like that and just said, “I'm just going to donate everything.”  I would have just never even thought to send that to 
a thrift store.  You just never know. 
 
Kat: Exactly.  You just never know.  Never make those assumptions.  I'm thinking the Mary Kay might be one of those 
dealers who bought, what – ten thousand dollars of Mary Kay products when they started their business – they're not 
allowed to sell them online and maybe they just donated the whole thing to get the tax write-off.  So you just never know. 
 
Jessica: Exactly.  So this is another Walgreens example.  This was very recent.  It was just a couple months ago that we 
sold this item.  Just like I said, if you can buy it for seventy-five percent off and sell it for the retail price – this one we 
purchased for fifteen dollars.  It's a glucose system.  Purchased at seventy-five percent off for fifteen dollars, sold it for the 
regular retail price of sixty dollars.  Even after Amazon's fees, we're still clearing thirty dollars profit.   
 
Kat: Excellent!  Excellent! 
 
Jessica: Another thing that Walgreens does – for some of their items, you can look online and you can check their stock per 
store.  It won't tell you the amount that they have for each store, but it will tell you if the store has it in stock.  I've done that 
with some items and known which stores to cut off the list for the travel trips. 
 
Kat: Absolutely.  I mentioned that in the book that I wrote with Danni about Walgreens.  They have that online stock.  It 
can save you a lot of miles on your car.  It's a great thing.  I wish the other stores would do that too.   
 
Jessica: I know – everybody. 
 
Kat: Everybody get on line! 
 
Jessica: So I have a few things to look out for when you're doing Health & Beauty, if you've never done it before.  Each of 
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these I'm going to go into more detail about.  The first thing is multi-packs when you're scanning.  Health & Beauty and 
Grocery are the two categories that you'll find that items are all of a sudden packed with more than one in the listings on 
Amazon.  Then, like we mentioned earlier, Hazmat – hazardous contents.  Then expiration dates.   
 
The last one is recalls.  I don't talk about recalls again.  But it's just one of those things to keep your ears open.  If you see a 
news feature, or it comes up on your Google home page that something is recalled, now you do not want to sell that product.  
Even if you find it in the store, you could be held liable.  Always keep your eyes and ears open to things like that.  If 
suddenly the price has gone way up, but those bottles are recalled, if you had sold those bottles, you could have some 
backlash with that.  The best thing to do is just not even sell it.  Amazon is not always right on top of that.  They're not 
going to say it's not allowed to be sold, because nobody's told them it's being recalled.   
 
Kat: Absolutely. 
 
Jessica: Doesn't happen very often, but when it does, it's always a big deal.  It's in the news.  Or it's on multiple websites.  
It's not like you have to be scared of every single thing being recalled, but just like other categories, you don't want to get 
yourself in that position.   
 
Kat: Right.  Like you said, Amazon is not always right on top of it.  However, sometimes they are.  You can send things 
in and they will take them.  So yeah, you just want to keep on top of that as much as you can.   
 
Jessica: Yeah.  So the first one is to double check when you're scanning.  I find that if I can't see the end of the title and I'm 
like, “Oh my gosh.  That price is way too good to be true.  There's no way.”  Of course, sometimes, it is really too good.  
But it's always best to be safe.   
 
So I'm giving you these examples here.  This Kiss My Face sunscreen.  You can see at the end of the note, there's that 
parenthesis.  But you don't know what it's saying.  Is it saying, “orange bottle”?  You don't know what it's saying.  It says 
“two ounce tubes.”  The FBA price is $28.81.  We know that's Amazon.  Without clicking into the Amazon button here, 
then there's no way for us to know exactly what it is.  So if it's something like this and I can't see the last letter for sure, then 
I click through to Amazon.  On this one here, what I see is that it's a pack of three.   
 
So if I was buying that and the cost was five dollars a tube and I'm going, “Oh my gosh, I can sell it for $28.81,” now I see 
it's a pack of three.  My cost is fifteen, I can still make seven dollars.  Is it worth it or not?  You don't want to get home and 
you only have two tubes and all of a sudden you're like, “Oh crap.  That's not going to work.”   
 
Kat: That's a good one.  They're asking if you have a recommendation for the best scanner to use when you're in the 
store browsing?  Looks like this is Profit Bandit. 
 
Jessica: This is Profit Bandit.  I have both Profit Bandit and Scanpower installed on my phone.  I've started using Profit 
Bandit quite a bit more.  The reason is when you click on this title here, you can go to CamelCamelCamel, which is one of 
my favorite things to do.  I think you can do that on Scanpower, but I have yet to figure it out.  So that's why I end up on 
Profit Bandit the most.  But I do keep them both on my phone, because for some reason, one will work when the other one 
doesn't.  Personally, I use Profit Bandit the most. 
 
Kat: Okay, thank you.  That's good.  I didn't realize that's where you click to get to CamelCamelCamel.  I'm still not that 
familiar with it.  When you click on the title, it takes you to CamelCamelCamel.  For those who are not familiar with it, that 
gives you the price over time, right?  Is that how you would describe it, Jessica?   
 
Jessica: Yeah.  It gives you the last listed price.  When it comes in handy is whenever there are no sellers.  So if all of this 
was blank, but it had a rank, you're like, “What did it sell for last time?”  If you click up here, it will actually pop down with 
a drop down menu.  CamelCamelCamel is the first one.  Click on that and it will open up in another screen.  Then there's 
other options as well. 
 
Kat: Okay.  Then also, as you said, the little “a” there. Click on that and it takes you to Amazon webview, so you can 
check for multi-packs and other things.   
 
Jessica: Yep. 
 
Kat: Great. 
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Jessica: All right.  So the next one we talked about is the hazardous items.  So I'll just mention, there's only one hair color 
that I've ever found that wasn't considered hazardous.  It was because it didn't contain any alcohol or any flammable liquids.  
But almost all of the hair colors on the market right now do contain flammable liquids, so they cannot be sent in to FBA.  So 
personally, I just don't mess with them.  Because I prefer my business to be mostly FBA.  If you wanted to sell them, you 
would need to do that Merchant Fulfilled.  And you would not want to do it with the Priority Shipping.  It is not supposed to 
be shipped Air.  So you would want to do Ground shipment on those.  Does that answer the question from earlier about hair 
color? 
 
Kat: I think it does.  I think it does.  I've seen that one item to watch out for is alcohol.  Cautionary tale, I don't know if 
you've heard this story, but a long-time FBA seller had been selling First Aid kits for a long time.   
 
Jessica: Oh yeah. 
 
Kat: He had quite a few in stock at FBA.  When this big Amazon hazardous material thing started about a year ago, they 
actually confiscated all of his First Aid kits because they had alcohol wipes in them.  He lost a lot of money on his 
inventory.  So be careful with that. 
 
A lot of questions still back on the other slide, so we'll go back on those a little bit.  They're asking again, 
CamelCamelCamel is a website, it's not an application on your phone, is that correct? 
 
Jessica: Right.  It's a website.  What Profit Bandit has done is, it pulls it up in another screen, just like it does the Amazon 
webview.  You can click right back into Profit Bandit, without going back and forth between Internet Explorer and Profit 
Bandit.  You're actually staying in Profit Bandit. 
 
Kat: Okay, great.  I'm hoping that explained it better.  What is CamelCamelCamel?  It's simply a...I'll let you describe it.  
I described it once and they're still asking.  So you describe: What is CamelCamelCamel? 
 
Jessica: It gives a price history for Amazon items.  What Amazon doesn't have is any way for you to know the previous 
price of things that they actually sold for.  So this company has come out and they've made this program.  It's a web 
application and you can type in any Amazon ASIN and it will tell you if it has the price history for that.  It's giving you 
what it was listed at the last time and it will also show you the fluctuations in price.  It's not necessarily the last price that it 
sold for.  Just the last price that it was listed for.   
 
Kat: Right.  I think again, it's one of those factors.  You can't rely just on sales rank – although this particular item is a 
smokin' low sales rank!  You can't rely just on that.  You can't rely just on the CamelCamelCamel data.  But it's one more 
piece of data to help you make your decision.  To me – I don't know about you – but to me, it helps me to decide how deep I 
want to go.  Do I want to buy three and test it out, or do I want to buy thirty? 
 
Jessica: The thing is, I use it the most when there's nothing to compare to.  So if you come across an item, say it's on 
clearance but there's no sellers, you just have no idea what you could get for it.  The list price listed on the Profit Bandit 
scan, it really means nothing.  Whoever created the listing could put whatever they want here.  So the CamelCamelCamel 
will just give you some history, so you can see what other people have priced it at.  Then you can price it however you 
want.   
 
Kat: Okay.  Then Carole is asking about the shampoo packages that come in the hair dye packs, where they have 
shampoo and hair dye in the same pack?  I do remember a friend of mine selling the conditioner that comes in the hair dye 
packages.  She actually sells that on eBay and makes a fortune.  Have you ever separated those?  The particular brand that 
Carole is mentioning is Naturtint.  Have you heard of that?  I haven't. 
 
Jessica: I haven't.  That would not be something I would consider doing on Amazon.  You can bundle two products 
together and make it a unique item, but I would not take anything out of the original factory packaging and try to sell it 
separate. 
 
Kat: Awesome.  That was one thing that I had read about.  I think what Carole was talking about is Naturtint.  It is 
supposedly a natural hair dye without the toxins and harsh chemicals.  If you want to try that on Amazon, I would 
recommend she send in one or so and see how the Hazmat thing goes.  What would you think about that, Jessica? 
 
Jessica: Yeah.  You can go to the manufacturer direct.  There should be a contact link on their website and you can ask 
them for the MSDS sheet.  I know that probably doesn't make any sense right now, but what that is, it is giving all of the 
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restrictions for that product and it will tell you right on there if there is any flammable material or if there are any 
restrictions on shipping.  You can then send that to Amazon through a pdf and they will let you know if that item can be 
sent in or not. 
 
Kat: Great idea.  So get the MSDS sheet from the manufacturer and send that in to Amazon and you will get an answer 
before you even ship any in.  Great idea. 
 
Jessica: Because if you send the product in – once you create a listing, if you send the product in really quick, they're going 
to do a Hazmat check on the item once it gets there.  If your product is deemed Hazmat, and it's already there, it's stuck. 
 
Kat: Right.  You lose the product. 
 
Jessica: You can't get it back, because they can't ship it legally and you can't sell it on any other venue.  So you're out the 
cost of the item, you're out the cost of shipping it to Amazon and now you have to pay to have it destroyed.  So if you're 
unsure, always check with Amazon first and do your due diligence.   
 
Kat: Great.  Great to check on that.  Like you said, people can always send one in just to check, but Amazon has been 
sending these letters to people saying, “We're not going to charge you for this special destruction that we have to hire 
special people to do, although we might charge you in the future.”  So there is that possibility.  They're putting that in your 
head.  “Hey, we might have to come back later and charge you the three hundred, four hundred, whatever it is to hire the 
special Hazmat crew to dispose of this.”  So, as you said Jessica, best to get that information first before you send it in. 
 
Question now – a little bit off topic for this slide – but what is a “salvage store?”  We keep referring to salvage stores.  What 
are we talking about when we say “salvage”? 
 
Jessica: A salvage store is a store that buys all of the product that, say Safeway pulls off of their shelves and they're not 
going to sell it any longer.  They'll pack it all up and then they send it to these liquidators at a great price.  Then the 
liquidator sells it in a small store.  Usually everything in these stores is at least fifty percent off, if not seventy-five percent 
off of the regular price it would be in the store. 
 
Kat: Excellent.  Jessica has a great book about how to find salvage stores in your area.  I think I need a copy of that, 
now that I'm living in Nowheresville.  I just read a review on your Facebook group – I think it was today or yesterday about 
a woman who bought it and found a salvage store thirty-four miles from her house and she had no idea.  Maybe at the end 
you can give us a place to go and look for that book.  Will you just tell us the title right now, maybe?   
 
Jessica: What?  I'm sorry.  The title of it? 
 
Kat: Just give us the title right now and maybe a link later where we can find it. 
 
Jessica: It's called Liquidation Gold. 
 
Kat: Liquidation Gold. 
 
Jessica: You can go to Liquidation Gold dot com. 
 
Kat: Excellent.  Excellent.  Liquidation Gold and Liquidation Gold dot com.  And the MSDS sheet – I know it's 
Merchandise Something Data Sheet.  Do you know what the other S stands for? 
 
Jessica: Safety. 
 
Kat: Oh.  Merchandise Safety Data Sheet.  You're a genius.  Okay, thank you. 
 
Jessica: Yep.  Okay, this is how Amazon has given us the characteristics for anything that could possibly be hazardous: If it 
contains alcohol, aerosol or any flammable liquids.  One thing we didn't mention is that on the back of products a lot of 
times, it will say, “Do not store in a hot environment.  Contents are flammable.”  So that's your number one way to check 
right there.   
 
This list is from Amazon.  They have a list on the Seller's Help site for every category.  I just pulled the examples that they 
gave for the Health & Beauty, personal care.  You can look at that list there and you can see hairspray.  That would be 
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because it's either flammable or because it's aerosol.  They say even mascara could be, even body wash, body spray, 
perfume, cologne.  It's not necessarily that they're all going to be, just that they could be. 
 
Kat: Exactly.  Not every single mascara is going to be Hazmat.  Not every single gel.  The first time you send anything 
in that's not been returned – been sent in before – they are going to do a review on it.  So if it's not been listed before on the 
site, best as you said, Jessica, to get the MSDS sheet and check with Amazon ahead of time.   
 
Carole's asking about essential oils and fragrant oils.  I think with oils, it depends on the flash point.  Is that correct, Jessica?  
What temperature they have to be at to catch fire. 
 
Jessica: Yeah.  And I'm not sure what the requirements would be on that. 
 
Kat: Okay.  Great.  Best to ask Amazon. 
 
Jessica: Yep.  Okay, so the next thing to keep your eyes open for is expiration dates.  A lot of times we think if it's a 
grocery item, of course it's going to have an expiration date.  Or if it's an over the counter medicine.  But that's not the only 
things that have dates on them.  I find sun screen, face creams, heating patches.  There are so many things that have 
expiration dates.  Any time the FDA is involved, they're going to mark a lot code or an expiration date on something, just so 
the consumer is happy with the product.  So any time that there is one, Amazon's rule is that when they receive a product at 
their FBA warehouse, the expiration date has to be ninety days out beyond that point.  And you have to sell out of the 
product within fifty days of it expiring.  So if there's forty-nine days left and somebody buys it, they will pull it, look at the 
date and set it off to the side and not let that item be sold.   
 
Personally, I like to make sure that I'm going to have plenty of time.  I don't always get my products sent out of the house 
the same day that I buy them.  Or the next day, but don't tell anybody that.   
 
Kat: You'll ruin your reputation! 
 
Jessica: I only ship out once a week.  So if it doesn't get out, it's waiting until the next week.  So what I do is, I have a four 
month list.  If it's January, I'm looking at May expirations.  That's making sure that I have plenty of time to get it to Amazon 
and the warehouse is going to have plenty of time to check it in and then it's going to have plenty of time to sell, as well.  So 
there's a little cheat sheet for you.  If it's January, then I'm looking at May expiration.  February to June and on from there. 
 
Kat: Excellent.  Do you get... 
 
Jessica: One question I get a lot is... 
 
Kat: Oh, I just started to ask that question.  I'll listen to you now. 
 
Jessica: Obviously I do get asked a lot, “What about expiration dates?  How am I supposed to know when something is 
going to expire?”  There's so many different ways that you can do it.  There's no right way and wrong way, as long as you 
do something and you stick with it.  Personally, I do the third one on the list.  I put it in the Condition Notes, so the 
customer can see what the date is.  Then when I am repricing and I know that it's something that has an expiration date, I'll 
just click through and see what my note was and that's how I keep track of my expiration dates.   
 
Other ways, you could keep an Excel spreadsheet with all of your ASINs with the corresponding expiration dates.  You 
could get a desk calendar and write the fifty day mark on it with the item, so you know when to go back and change the 
pricing.  Or you probably want to go at the sixty day mark, so you start marking the price down as needed, just to get it out 
of your inventory.   
 
Or another thing, if you create your own SKUs, the merchant SKU that Amazon gives you, you can code, you can put that 
right in there.  I've seen people where they'll put their price, where they've bought it and also the expiration date.  So it's all 
right there on your Amazon home page when you're looking at your items.   
 
So whatever way you have that will work, just stick with it.  Just because I do it in my Condition Notes doesn't mean that 
that would work for you.  So there are some of the different ways that you can do that.  Any questions on dates so far? 
 
Kat: Nope.  Your new followers are just trying to find you on Facebook.  They found Jessica Larrew.  I said that's the 
only Jessica Larrew that I know on Facebook. 
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Jessica: Yeah, and my selling page is Facebook dot com slash Jessica Larrew.  And it's two Rs. 
 
Kat: Two Rs.  Got it.  Thank you! 
 
Jessica: Yep.  So the next thing that I want to talk about is Add-On Items.  If you have been selling on Amazon for a while, 
you have probably come across this.  I'll show you the next slide and come back.  Where you have this product and you go 
to the Amazon website and it says this is an Add-On Item.  So they're saying this product can only be shipped with a 
qualifying order of over twenty-five dollars.  Now, if this is from the buyer's perspective, there's actually nowhere for them 
to click Buy.  So if this item is at FBA, you're actually limited on your customer base.  Because the Amazon Prime buyer 
cannot buy this item from you unless they have already spent twenty-five dollars.   
 
So what I've started doing is creating multi-packs to avoid Add-Ons.  You're going to save money overall on fees.  Because 
as you know from looking at your Amazon fee breakdown, they're charging set fees per item sold.  Now if you sell four, 
you're still being charged for fees every time.  If you bundle those products together and now they're one, you're actually 
going to save, because you're actually going to pay that fee one time.  After you create a listing, you're going to have less 
competition.  At least for a while, until people figure you out.  The greatest thing about creating multi-packs is that you can 
actually offer the buyer a better price and you'll make more money.  So it's a win-win for everybody.  You can transfer that 
fee savings on to the customer and get them a better price.  And you'll still make more money.   
 
I'll just say as a side note – I won't go into much detail about it – but in the Health & Beauty product category, you can use 
the same UPC that originally came on the item, to make a multi-pack.  That's good for grocery as well.  So don't think that 
you have to purchase a UPC just to make a multi-pack.  That's not the case.  I've heard that multiple places, but I can tell 
you from experience.  Go ahead. 
 
Kat: We just had that question.  Perfect timing.  It's like you're psychic.  You're seeing the questions before I can get 
them to you.  You're awesome. 
 
Jessica: So let's go back to this picture here.  A single item.  I know these aren't the same scent, but they are the same 
deodorant, just different scents.  The single one is an Add-On Item.  It's $3.59.  So it's a great price, but as I said, if you can't 
buy it, it does no good.  So if you look at the six pack, it's $21.90 plus shipping.  This one doesn't have an FBA seller in the 
Buy Box.  But at that price point, an FBA seller would be at about $28.00, so they no longer are in an Add-On status.  So 
now you've opened yourself up to a bunch more customers.   
 
Kat: Awesome.  Patti was asking, “You look at this listing of one.  How exactly do you create that six pack?  Do you 
have to create a new listing?  If you do, how do you avoid having to use a new UPC?”  How exactly do you go from a single 
listing and create a six pack listing? 
 
Jessica: You are creating the listing completely from scratch.  But there is an option on the very first page, when you’re 
creating the listing to choose how many items are included in the list.  So for a multi-pack, for this one you would say six.  
Now you use the same UPC and what Amazon now knows is that it's six of that one UPC.   
 
Kat: Okay.  They're reporting that they've tried this and they get all the way through and Amazon says, “Hey, we found 
this, but we've already used that UPC.”  And they want them to create a new one.   
 
Jessica: If you look really into the one that they're telling you, “Hey, we found this,” is the original person might have done 
it incorrectly.  Or if you forgot to add the number in the very first page.  There's a spot on the last page when you are 
creating a listing where you're saying how many it is, it's using that number to put this number here.  Where it says six pack, 
the first page is just for the UPC.  It doesn't ever show up on the listing, but it creates it in the catalogue.  So if the number 
isn't in the right spot, it won't let you go on.   
 
Kat: Okay, excellent.  Adrianna asked if Amazon is adding that little bubble up there that says, “six pack.” That's just an 
automatic thing that Amazon does, right?  
 
Jessica: Yeah, they do it whenever you add the number on the last page as well. 
 
Kat: Excellent. 
 
Jessica: There's so many details – if you've ever created a listing page on Amazon – there's so many things that you can fill 
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out.  I've found that there are some that are required and some that aren't.  The ones with the numbers are not required.  So if 
you don't fill them in, then you won't get the extra thing in your listing, but it will still be a real listing.  Then on this one at 
the end, it would say, “six pack” at the very end. 
 
Kat: Excellent! 
 
Jessica: For multi-packs, if you do that – and I talk about this even if you don't create your own listing – I find that most of 
my listings are multi-pack.  Whenever you're sending products in to Amazon, they have requirements that you have to meet 
whenever you send in multi-packs.  Even if you're not creating the listing in Health & Beauty, most of the time, it's already 
a multi-pack.  Because a lot of people are going on to Amazon and purchasing in bulk.  So for multi-packs you have to have 
the item in a polybag or in a box.  And it needs to be ready to ship to the customer.  Of course, they're going to put it into 
another box, but they don't want to have to, you know, find all five of the deodorants or shampoos or whatever.   
 
So you put them into a bag or a box together.  If it's a clear bag, you need to cover all of the barcodes so that the warehouse 
cannot scan it.  If it's a partial, they usually can't scan it.  But if it's going to be where they can see the full barcode, then you 
would need to cover that up.  Then you need to put your Amazon label on the outside.  It needs a sticker that says not to 
separate it.  If it's something that has an expiration date, it needs to say, on the outside, where the warehouse worker can 
read it, the expiration date printed on the label and this is the format that they want it: 01-01-2014.  They don't want it to be 
01-01-14.  It has to be in that format. 
 
If you use a polybag, you also have to have a suffocation warning on the bag, if it's bigger than five inches.  Most of the 
time when you're doing multi-pack, it is bigger.  So you'll have to have that. 
 
Here is an example of a set.  I just threw this one together.  If you'll look closely, you'll see that the sticker does not match 
the product. 
 
Kat: Ex-Lax, I like that!  Roll-on constipation relief. 
 
Jessica: The “Best By” sticker is not the same as the one.  I just used this one for an example.  This is one of those polybags 
that have the self-sealing strip on them and they already have the suffocation warning on them.  Now if it didn't have that, 
then I would also have a sticker on here like this, or a different one that says to keep it away from babies and kids.  Because 
you know, babies and kids can read it.  That's always questionable to me. 
 
Kat: Mm-hm. 
 
Jessica: Then this one here, this is a “This is a set, do not separate” sticker. 
 
Kat: Mm-hm. 
 
Jessica: I get these on eBay.  That's the only place that I have found them.  I get a roll of five hundred for thirteen dollars, I 
think.  But a lot of people will print them themselves, just like I did with this “Best By” sticker.  I'll print them or I even will 
print them partially, like “Best By” where the slash is and then I'll fill in the numbers myself. 
 
Kat: Cool. 
 
Jessica: I've never had a problem with that.  I know that Amazon wants it to be in thirty-six point font.  I can write big and 
they've never said anything about my handwriting. 
 
So that's what my bundle looks like.  I'll just give a little side note.  I try to package it so that the UPC isn't visible.  So this 
one, the top is on the top and you can see they are facing different ways.  Then they only get a partial here, so they can't 
scan that.  If it was able to be seen, you would need to put a sticker on the product itself or on the bag itself.   
 
Kat: Okay, they have a couple of questions for you.  They're awesome.  They want to know where you buy the 
polybags.  I know that I've purchased them from Bubblefast dot com that has the warning already on them, but I have not 
purchased ones that have the self-sealing strip.  Where do you purchase these?  That sounds very interesting. 
 
Jessica: The only place that I've found that has the self-sealing strips and the warning is Uline. 
 
Kat: Uline.  Okay. 
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Jessica: Now the problem with Uline is that they only sell a thousand at a time.  So for me, I can buy a thousand and use 
them.  But if you're just trying it out, then you might not want that bag, or you might try the ones that don't have the 
suffocation warning on them.  I've purchased the blank ones on eBay.  Just as a side note, because I do buy so many, I'll 
probably start making them available in hundred counts.  That would be just on my website.  It's not like I'm going to want 
to sell them on Amazon or anything.  But if you want to try them out and you're thinking you may want to try a thousand at 
a later time from Uline and you just want to try the bags, send me an email and I'll send you some samples. 
 
Kat: Oh, that's very generous!  That's awesome, Jessica!  They are loving that.  In the past, when I first got started, I 
used Ziploc bags.  So these kind of bags are fantastic when you get to that level and you need them.  But if you're just trying 
a few things out, don't let “I don't have the perfect bag” stop you from getting started.  You can buy them on eBay.  You can 
buy them from Bubblefast and put a piece of tape over them or a heat sealer.  These are fantastic bags.  This offer is very 
generous.  So take advantage of that if you can.   But don't let “I don't have the perfect bag” stop you from getting started. 
That's what I see most often. 
 
Jessica: Right.  When I was getting started – this is our third full time year – but when I was getting started, I was buying 
the clear bags form Big Lots that had the suffocation warning.  But you had to tape them down.  I had a whole bunch of 
different size of Ziploc bags.  I had the one gallon, sandwich bag size and the two gallon Ziploc bags.  So with these it's just 
as time went on.  They work for us now.  But when I first started, it was Ziploc bags all the way.   
 
Kat: Me too.  Okay, they want to know, number one: where is your website so they can find you? 
 
Jessica: It's www dot Jessica Larrew dot com. 
 
Kat: Two Rs in Larrew. 
 
Jessica: Right. 
 
Kat: ...R-R-E-W dot com.  Yay!  Okay, wanted to make sure I got that right.  Also, Lisa is here and she says you have 
some fantastic videos up on YouTube about this.   
 
Jessica: I did.  What's funny, Kat, is I made these videos because somebody asked me a question about it and so I made 
some videos last week.  I can't believe that people are actually finding them.  People really do want to know about 
polybagging for Amazon, I guess.   
 
Kat: Absolutely!  Your video for one person is going viral.  They're talking about it in the chat room.  I love this! 
 
Jessica: Just a side note.  On the video, what I did is I showed the example of something on the shrink wrap, something 
with a bag that didn't have a seal, so we sealed it with the impulse sealer, these self-sealing bags as well as the Saran 
Wrap/stretch wrap example.  So you could see what it looked like  from the buyer perspective with all of the options.   
 
Kat: Wow.  Excellent.  Phil says also, the videos are excellent.  Very clear to understand.  Larry wants to know do you 
cover the barcodes inside and outside?  I know you covered that, but can you go over that real quick again?  I know that we 
can't let the UPC code show, so how do you handle that? 
 
Jessica: The Amazon barcode goes on the outside of the package, not the inside.  The barcode is unique to the bundle. 
 
Kat: Absolutely.  The barcode label goes on the outside.  You do need to make sure that the Amazon scanners at the 
warehouse cannot scan the UPCs of individual products.  So if you can't hide them, like in this example, Jessica's got them 
all turned toward the inside, so they don't show.  That's a great practice.  If you can't hide them all in your bundle, then 
you're going to want to put a piece of plain label over that UPC code.  Make sure to make it easy for the warehouse staff to 
only scan the one barcode on the bundle.  Good?  Okay. 
 
Questions about barcodes, “When do we need them and where can we get them?”  That's another whole webinar!  I think 
what you mean, Lisa, is UPCs. 
 
Jessica: Yeah.  The short, simple answer is you need your own UPC when you're bundling two different items.  So if you 
were to bundle a shampoo and a conditioner together, you would need to have a unique UPC for that product.  The cheapest 
places are on eBay.  You can buy a huge set of them for like ten dollars.  You can buy a couple of them for about two 
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dollars.   
 
Kat: Yes, and I have to tell you, I was on a webinar yesterday and a lady said, “I have to tell you, I found a place where 
you can buy a UPC code for eighty-five dollars.  Is that a good deal?”  Jessica, I thought I would go through the screen.  
“No!  No, don't buy that!”  I remember Chris Green telling us that when he started he paid twenty dollars for his first UPC 
code.  I tell people now, if you're buying one or two, you shouldn't be paying more than fifty cents or so.  Is that what you 
expect to pay now? 
 
Jessica: Yeah.  The last set that I ordered, I ordered five hundred.  I think it was because I didn't want to spend the same 
amount for less.  But it was like twelve or fifteen dollars.  But when I first started using UPC codes on my own listings, I 
was using a website called Cheap UPCs.  They were ten for twenty dollars.  So they were two dollars a piece.   
 
Kat: I remember using them also.  In fact, I've still been talking to them back and forth.  They're trying to get an affiliate 
program going.  Which, they're so cheap now, I'm not sure there's any room for that.  They want to know also, what is your 
YouTube channel?  Is your YouTube channel just JessicaLarrew, or is it another name? 
 
Jessica: It would just be my name, yeah.  I try to keep everything just my name. 
 
Kat: Awesome.  If you know her name, and remember the two Rs, L-A-R-R-E-W, you can find her on YouTube. 
 
Jessica: Like I said, I wouldn't really call it a channel.  It only has those two videos that I made.  I had no idea that anybody 
else would ever watch them. 
 
Kat: Well, it's one of those things.  It's like John Lawson.  His viral video has got like, seven hundred thousand people 
there and he says, “Look at my bare feet.  If I had known it was going to be this popular, I definitely would have had some 
flip-flops on.”  So you just never know. 
 
Jessica: Right.  All right, Kat, let's move on a little bit.  I want to talk about ranks.  This is something that is so unique to 
every seller.  But it gets asked about all the time.  So what I've done is I've given the breakdowns for the Beauty category 
and the Health and Personal Care category.  They are totally different.  When we talk about them, we call them all Health & 
Beauty.  But they're actually two different categories on Amazon.  So you want to check, when you're scanning something, 
which category it's in.  A rank of say, a hundred thousand in Health and Personal Care is really good, but in the Beauty 
category, it's not as good, because of the total number in each of those two categories.   
 
What I did is, I put the top five percent in both categories and the top ten percent.  So in Beauty, fifty-five thousand.  Health 
and Personal Care, a hundred forty-two thousand.  That's going to be really conservative.  People say stick within the top ten 
percent or the top five percent.  So there's both of those.  For me personally, because I do like to have a quick turnover – I 
like to have at least a three month turnover on all of our products.  So for Beauty, I like to be under eighty thousand and for 
Health and Personal Care, I like to be under a hundred and fifty thousand.  So it's under the top ten on both. 
 
Kat: Excellent.  They're asking, how do you find the total number of products in each category? 
 
Jessica: If you go to the Amazon website and the drop-down menu on the Search bar, you can pull up each category.  Then 
push Search without having anything actually in the bar.  Then you'll have to scroll down a little bit and it will say, “Items 
1-20 of 2,849,384.”  And there it is. 
 
Kat: There you go! 
 
Jessica: So this is my last point.  This is something where you can get into regular priced items.  Mostly what I go for is the 
clearance items or the discounted, buy-one-get-one-free items.  But if you don't forget the embarrassing stuff, you could 
make a lot of money.  There's just so many things that people are embarrassed to go to the store for and buy themselves.  
Things like enemas, STD medicines, condoms, diet pills – you don't want people judging you at the counter.  Bowel 
medicines – you saw I had the sticker for the Ex-Lax.  If you just browse on Amazon for stuff like that, you'll see the ranks 
are super great on these types of items.  It's just that people don't want to have to go in to the store and buy them. 
 
I'll tell you a funny side story.  One day I was shopping for Amazon.  This is when Aden was still just a tiny baby.  Still in 
the car seat, in the shopping cart.  I wasn't really looking at what I was buying.  I was just scanning it and if the rank was 
good, I was buying it.  I got up to the counter and I had ten herpes medicines.  The guy's ringing them up and I'm thinking, 
“Oh my gosh!”  It was so embarrassing!  But I had no idea, until I got up to the register, what I had even bought.  The small 
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chat kind of stopped and then I just got out of there!  I made a ton of money on them, so when I got home, I wasn't really 
complaining.  That's just a little freebie there – embarrassing stuff. 
 
Kat: I remember one time checking out at Publix and I had ten boxes of condoms and ten boxes of pregnancy tests.  And 
I thought, “Okay, I can help you either way, guys.”   
 
Jessica: Right.  And the person is like, “You need to make up your mind!” 
 
Kat: I know!  “What is this lady trying to accomplish here?”  Interesting!  They're getting some good ideas.  You're 
really getting them starting to think.  I love that!  Who was it?  Patricia.  She says, “Lice shampoo.”  And she hasn't had any 
trouble with Hazmat on that.   
 
Jessica: Oh yeah! 
 
Kat: Nobody wants to buy that in the store.   
 
Jessica: Especially if you live in a small... 
 
Kat: “In-home HIV tests.” 
 
Jessica: Yep.  Or drug tests.  If you live in a small town, you think about that more. 
 
Kat: Definitely.  Because you know it's going to be a discussion. 
 
Jessica: Right.  You know, we've talked about before, my husband is a youth pastor.  So if everybody in our church didn't 
know what we did for a living, I'm sure that there would be plenty of conversations about the things that people have seen 
us in the WalMart parking lot, loading our car full of who-knows-what? 
 
Kat: Yeah.  “Pastor needs to be down front next week.  I saw him down at the store...”  I can hear that.  They're asking: 
“Dollar store, Walgreens?  Where do you find this kind of stuff?”  I'm saying all of the above, I think. 
 
Jessica: Yeah, anywhere really.  Grocery store, drug stores are some of my favorite.  The liquidation stores, like we talked 
about.  Flea markets.  Any store that has Health & Beauty products.  Because any store goes through the cycle of clearing 
items out.   
 
Kat: Okay, great question from Trish, “What do you do about the sellers who have low prices?  Do you just set your 
prices and leave it?”  I know we all struggle with the rush to the bottom.  How do you handle that, Jessica?  I know you said 
you like a fast turnaround, so what do you do about that? 
 
Jessica: Well, the first thing is, when I buy my product, I will only buy it if I can make a margin that I am happy with.  So if 
there's already low price sellers, then I'm not going to come in and compete with them off the bat.   
 
Now if I buy the product and I get home and a week later, all of a sudden, there's ten more sellers, what I'm going to do is 
assume that they purchased them from the same store that I did and they got the same price.  And I'm just going to set my 
price at that point and I'm going to watch it and see how fast the sellers start to drop off, or if they start to increase rapidly.  
If they start to drop off, I'm going to wait for my price to come back.  If the amount of sellers just keeps going up and up 
and up, and I can still make money, then I will drop my price and just get out of it.   
 
Another thing would be, if it's something that I've seen in the past has a great following – like the Aveeno, I saw the prices 
get down to twenty-five dollars, but I knew it would always come back up – but if it's something that is an unknown brand 
and the price just isn't settling, then I'll try and price it to get out.  But when it's something that has a following and it doesn't 
expire, I'll just wait on it.  Even if it goes past three months, if I think I'm going to make a four or five hundred percent 
return, then I'm just going to sit on that product.   
 
Kat: Excellent.  Carole wants to know if condoms have expiration dates?  That's a great question.  I have no idea. 
 
Jessica: They do.  They do have expiration dates. 
 
Kat: Okay.  Trish answered her, “Yeah.”  So lots of people know.   
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Jessica: Am I missing the chat somewhere? 
 
Kat: Like you said, don't ignore the embarrassing stuff.  I love the way you put that. 
 
Jessica: I have a few more examples, if you guys want to see them. 
 
Kat: Absolutely! 
 
Jessica: These here – I guess I didn't really talk about discount stores like Big Lots.  We buy a lot from Big Lots.  You 
know the discount grocery stores that are the chain stores.  This one we purchased from Big Lots.  They were two dollars a 
piece.  Tom's is a really well known brand.  So any time that we see it, we always scan it.  That's one of the ones where 
sellers will come in and the price will drop, but then the price always goes back up.  These we purchased at two dollars a 
piece.  Each one was a six pack.  The price that we sold at was $49.95 for each of them.  
 
Kat: Wow! 
 
Jessica: I've seen toothpaste get up even higher than that.  What we do is we just find a spot where we're comfortable.  Our 
cost per pack was twelve dollars, so selling it at sixty dollars is a good margin.  But you could even come down at that point 
to thirty-five dollars and make a hundred percent.  Whatever you're comfortable with.  Like I said, this brand is why we 
purchase these items.   
 
This one here is another Big Lots purchase.  This is just about three or four weeks ago.  What happened is the Zicam 
extreme congestion went through a packaging change.  So Big Lots got the old packaging and the new packaging is still in 
retail stores at fourteen dollars a piece.  So Big Lots had theirs at two fifty.  So I was able to go to $49.95 and sell them for 
almost the same price that somebody would pay in the store.  But I made a huge margin on it and they got a good deal, 
because they didn't have to leave their house.  Like I said, it's not always about price gouging or whatever.  You can just go 
with retail price on items and still make money. 
 
Kat: Let's talk a little bit about that price gouging.  Let's just talk about price gouging a little bit, because I don't think 
anybody should be concerned about that here.  I'm so glad you brought it up.  It's usually whispered, but nobody talks about 
it.  You are not price gouging.  You are not charging them any more than they are willing to pay.  It is their choice.  So don't 
worry about that one.  I'm glad you brought that up.  Carole says, “Holy cow, Tom's!  Thank you for sharing your 
knowledge.” 
 
Jessica: You're welcome!  What I've found is that when prices get really high, there's not a lot of sellers at those prices.  
And you know there's a lot of buyers looking at those prices and choosing not to buy them.  You're helping the one that 
chooses to buy it.  They couldn't find it and you're helping them.  I've gotten feedback on products where the regular retail 
price was say, five dollars and we're charging twenty and people are saying, “Thank you for having this product, because I 
couldn't find it.”   
 
Kat: Yeah. 
 
Jessica: I think the price gouging thing comes from outsiders the most. 
 
Kat: I agree. 
 
Jessica: I've seen it in other categories a lot.  But this is your business.  So if that's how you make your money and people 
are willing to pay your price, you're doing them a service.  You don't go to the doctor and say, “I only want to pay you thirty 
dollars an hour.”  You pay what they charge you. 
 
Kat: Right.  And you have to remember... 
 
Jessica: It would be nice if we could do that.  But it doesn't work that way. 
 
Kat: I would love that!  I wonder if that's in Obamacare somewhere.  That would be great.  You know, I know folks got 
into that this last year around Christmas time with the Toy section.  I had to just smile and laugh because toys are not a 
necessity.  Your child does not absolutely have to have the brand new latest toy.  I'm not price gouging, I'm charging market 
value.  If you decide not to pay that, that's your choice.  Okay, I promise I'm off my soapbox.  Carole would like to know, 
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“How do you know what product names?  Are you a health nut, or do you just scan stuff and find it?” 
 
Jessica: You know, like I mentioned before, this is my third full time year, so a lot of this just comes from experience.  But 
I don't turn my head from anything on the shelf.  I will scan anything that is marked down seventy-five percent and just 
check it out.  There's so many times that I've scanned something and didn't recognize it and it sold for a lot of money, but if 
I would have judged it based on what I'm willing to pay or what I've heard about a product, then I would miss out on that.  
So I scan everything.  That’s what it is – I just scan everything.  For me, I scan everything that is marked down.  I don't do 
that on regular priced items. 
 
Kat: Excellent, excellent!  They're saying, “Thank you for sharing your wealth of knowledge.”  Do you use coupons 
when you're out buying your stuff? 
 
Jessica: I actually don't any more.  I did in the very beginning when I was getting started.  What I found is that time-wise, I 
wasn't able to keep up with it.  Because I started couponing originally for my own personal use, it wasn't something I carried 
over into the business.  But I can see it has a great potential for somebody who is just getting started and they have more 
time than they have money.  That's one of the things when you're just getting started, you don't have a lot of up front money.  
So anything that you can do to lower your costs, great!  Because there will come a point where you have more money than 
you have time.  You just have to find that balance.  So personally right now – no, I don't use coupons. 
 
Kat: That is absolutely smart.  Like you said, when you're getting started, and you're trying to get those first few boxes 
together, it can really help.  Brett gave us a few ideas for that.  As you said, it comes to a point of time versus money.  
You've got to find that balance.   
 
Rick has a great feedback about the pricing issue.  He says, “I look at myself as a Personal Shopper.  There is a charge for 
my service.”  I like that!  That's excellent! 
 
Jessica: Exactly. 
 
Kat: Carole asked me, we keep talking about scanning, scanning everything.  Carole wants to know what we're scanning 
with? 
 
Jessica: We're talking about scanning with an app on your phone.  You have to have a smartphone to be able to do it.  Then 
there's the two programs.  There's Profit Bandit and there's Scanpower.  Each of those come with a fee, one way or the 
other.  You're scanning the barcode in the store and it's pulling up the Amazon price.  I'll go back in case the person wasn't 
there.  This is what it looks like when you're looking at your phone.  I have an iPhone, so what I do is I push the scan button 
here and it copies the UPC code and it pulls up what Amazon has for that item.  It tells me the rank, it tells me the current 
listed price for FBA and the current Merchant fulfilled prices.  What I can do is put my cost that's marked on the shelf for 
the item and it's going to tell me what my profit will be.  So that's what we mean by “scanning.”  You're in the store and 
you're checking Amazon, basically. 
 
Kat: Okay, they love it!  They would like you to explain one more time, how do you find the total number in stock?  I 
know you said Beauty and Health & Personal are two different categories.  If I want to see how many items are in the 
Fertility Monitor category.  How would I find that?   
 
Jessica: In just Fertility Monitors?  Or in the whole category? 
 
Kat: Well, any category at all.  If you, like you said, wanted to drill down and find the number, how would you find that 
in the total category? 
 
Jessica: You go to the Amazon search bar and then you leave it blank, but in the drop-down menu, you choose the category 
you want to see. 
 
Kat: Excellent, excellent.  They love this!  Carole says that was a great explanation about scanning.  Can you explain 
this rank we keep talking about?  The sales rank. 
 
Jessica: The sales rank is the only thing that Amazon gives us that we can judge the item's speed of sale.  It's really hard to 
explain, if you’re not familiar with it.  Going back to this slide here, the top five percent would be fifty-five thousand rank.  
This is just going to tell me that this is in the top five percent of items purchased in that category.  If something was the 
number one item in Toys, then that is the most purchased item, because it stays at number one.  One way that I've explained 
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it before, you know how songs go into like the top lists, the top hundred songs of the month or whatever?  It means that the 
number one song is the most requested song.  The number one hundred song is requested at that level.  So you can do that 
with ranks, but you're looking at numbers that are huge.  So the lower the number, the better the rank and the quicker it's 
going to sell.  The higher the rank, you might need to wait a little bit longer.  Does that help, Kat? 
 
Kat: I think it does.  “Great explanation of sales rank,” Carole says.  They're wanting to know if you can demo how to 
find that.  I said I'm not sure we're live, so let's get through the presentation and if we have a few minutes, maybe I can go 
on the Amazon site and show them what you're talking about. 
 
Jessica: Well, let's see... 
 
Kat: Okay guys, here's where you cross your fingers and pray for the Internet! 
 
Jessica: So if you go to Amazon and choose a category here.  So you can go to Health & Personal Care.  Just leave it blank 
and click Go.  It says “Showing 1-24 of 2,906,079.”  So that tells you that there's almost three million products that are 
considered Health & Personal Care.  So we can go here, this is the first one that comes up.  It's not going to be number one.  
It doesn't go in order that way. But it's going to be low.  Drop down...Oh, it is number one!  Look there. 
 
Kat: Oh, that's hilarious! 
 
Jessica: So if you were to scan that today, this is the most purchased item on Amazon Health & Beauty right now.  Diaper 
Genie refills. 
 
Kat: Somebody's doing a lot of diapers today. 
 
Jessica: So that's where you see the rank.  So we'll go back... 
 
Kat: Awesome.  And I see your desktop's as busy as mine. 
 
Jessica: My husband says that my desktop is the equivalent of a dirty office.  But you know, you just need to be able to find 
those things.   
 
Kat: I know!  I don't want to have to go looking for them every time I need them.  That's right! 
 
Jessica: I have just a couple more examples to share.  I put the examples just so you can see where I buy things and at what 
point I am able to sell them.  Just so you can see that it's not always super high prices, but I'm still making good money.  
This one here was just a regular grocery store clearance.  It was at Safeway.  It was at $37.50.  So their regular price was 
$160.  When we sold ours, Amazon was out of stock, so we sold ours for $199.95.  But even if Amazon had it in stock, 
purchasing it at forty dollars, at seventy-five percent off, we would still make like, eighty dollars profit on this item. 
 
Kat: On one item. 
 
Jessica: At seventy-five percent off – it seems simple to say, “Oh, if you can buy it at seventy-five percent off, you really 
can make good money.”  This one here is Tuesday Morning.  This is another one of those discount stores.  I put this here, 
because it's not something you would ordinarily think of for Health & Beauty.  But it's for shaving cream.  It heats it up.  I 
purchased this one for seven-fifty and sold it for forty dollars FBA.   
 
I think this is my last example.  This is that same Tom's of Maine brand.  Regular price at Big Lots, two fifty.  It's still 
available.  We see it at regular stores sometimes.  But they're stores like Whole Foods and Trader Joe's.  So their price is 
about six dollars a roll.  To me personally, this is one of those things again where if you judge it by your own prejudice, or 
what you're willing to pay – I'm willing to pay like a dollar for floss!  Not even six dollars.  But we're selling them for fifty 
dollars for six of them.  That's almost ten dollars a roll.  But if you do your research, you'll see that this brand is actually 
about six dollars retail cost.  So you're only going a bit above the retail, but you're doing that service and bringing it to 
people who may not have a Whole Foods or a Trader Joe's around them.  That's the last slide. 
 
I put this because we've all purchased something that comes with refills and then all of a sudden it's discontinued. 
 
Phone: Starting route to City Nails... 
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Kat: Oh yeah.  My phone is going off. 
 
Jessica: Are you getting your nails done, Kat? 
 
Kat: Oh my goodness.  Yes. 
 
Jessica: You know if you have your favorite soap dispenser and it comes with refills.  All of a sudden they discontinue it 
and you can't find that refill anymore.  So you have to either buy a whole new unit, or you have to pay a little extra for the 
refills.  This is one where you plug it into the wall and you just put in the little refills.  It's a vapor thing for like when you’re 
sick.  When we purchased these at clearance for two dollars each, the regular price was I think eight dollars.  We were 
selling these in packs of threes for thirty dollars.  Now because the time has gone up, they're fifty dollars a unit.  It's a three 
pack for fifty dollars.  If I would have held on to that, I would have made even more money.  But again, if I can purchase it 
for six dollars a set and sell it for thirty dollars, then I get my money moving. 
 
Kat: I'm a happy camper!  You know, there's that discontinued thing again.  I found that with cleaning things.  They 
come out with a new mop or Swiffer or something and nobody can get refills for it. 
 
Jessica: And you've already spent the money once.  It's like, “I've already bought the system.  Do I just spend a little more 
to buy the refill, or do I have to front the money to buy a new system?” 
 
Kat: And people hate change.  Even if it's as silly as a mop.  I already know this mop.  I don't want to have to try another 
mop.  “Can we use the same UPC code for multiple things?”  No.  Once you start a listing and put that UPC code into 
Amazon, that listing is tied to that UPC code.  That’s correct in my understanding.  For you Jessica also? 
 
Jessica: Yeah.  The reason is, in Amazon’s rules, it says that when you’re creating a listing, you're opening it up for 
everybody.  So you may run out of the item, but there are going to be other people that will be listing on that same catalogue 
page.  So you need to leave it how it was.  About a year ago, people were changing listings all the time.  That was creating a 
headache for the people that were selling.  So when you're first starting off, just remember that if you create a listing, you're 
doing it for everybody.   
 
Kat: Right. 
 
Jessica: And you want to make it as good as you can. 
 
Kat: I know the argument was, “Hey, I paid for that UPC!”  But we're talking about fifty cents.   
 
Jessica: And you've already made your money on the product. 
 
Kat: Also, I remember when those days were happening.  A lot of what was going on was you would list an item that 
was a single pack, like a deodorant.  And then the first sign something was wrong was when you got a negative feedback 
saying, “Hey the listing was for a three pack and I only got one!”  And you know that you only listed one, but when you go 
in to look, the page now says three pack.  So that was a real problem.  It has seemed to have subsided where Amazon has 
the New & Improved, where you can actually create the three packs and the six packs and all that.  It used to be a little 
harder to do that. 
 
Jessica: I think what the original problem was, was just lack of knowledge. People didn't know how to do it.  Amazon was 
saying, “Hey, you can create this listing.”  So people would just go in and it kind of was confusing when you're creating a 
listing.  It looks like you're creating a new one, but you're just suggesting one. 
 
Kat: But like you said, they didn't know how to do that, so they would just go and change the original listing, which 
caused all kinds of problems. 
 
Great question, “If you were starting out on Amazon right now and you were trying to build up your cash, what would you 
start on in what categories?  Beauty items, candy, what would you start on now to get your cash reserve for your inventory 
going?”   
 
Jessica: I would do it the same way that I started, honestly.  Like I said, I started with Health & Beauty items at the drug 
store on clearance.  I've just continued.  I've definitely added in other categories into our products.  We've started sourcing 
differently, but the drug stores, I always come back to them.  I always see such great potential.  When I'm teaching people 
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locally or I'm doing one on one with somebody, that's where I'm taking them, to the drug stores.  And I'm showing them 
how to start with that. 
 
Kat: Is Target a good place to shop?  Oh I miss my Target!  Do you have a Target in your town? 
 
Jessica: No, I don't.  But again, small town doesn't have anything. 
 
Kat: We have a WalMart, that's it.  I think Target is a great place to shop, because they have regular clearance 
markdowns.  It's a great place to get going.  I think, like you said, starting on the clearances at the drug stores and the 
clearances at Target and places like that, it helps you learn to spot products.  Everything you purchase gives you an idea 
about that.  I'm going to have to do some traveling around here. 
 
Jessica, I hope you have a slide with all of your links and stuff on it, because the audience that doesn't already know you 
really wants to keep up with you.  You may have to take us to your website. 
 
Jessica: I didn't, but I'll add it. 
 
Kat: There you go!  We want to know, where do we find Jessica?  If you want to share an email address, I know a 
couple of people would like to email you.  Facebook, that's awesome.  Jessica actually does private training.  She has a 
small group on Facebook that she does some paid training that way with Amazon.  They're saying, “We love Jessica!”  So 
awesome. 
 
Jessica: I love all of you!  I don't know who's in here, but I'm sure that I love you!   
 
Kat: It's a mutual love-fest. 
 
Jessica: You know what, Kat, I have a great time, really. 
 
Kat: That's the other thing.  I am constantly blessing and thanking God that I have this opportunity and I can live 
wherever I choose.  I can live in this little tiny town in Arkansas, because I want to be with my family, and still have this 
multi-national business.  And I can meet great people who are doing the same thing.  Like I said in the webinar yesterday, 
I'm teaching this business to my daughter.  If I didn't believe this was a great opportunity, I would not be having my 
daughter learn it.   
 
Jessica: Exactly.  For those people who don't know me, this is our whole income.  My husband left his job to do this as 
well.  So it's our family business. 
 
Kat: And they have a little boy!  He used to be a baby, but he's not a baby anymore.  How old is he? 
 
Jessica: He's almost three. 
 
Kat: Oh wow! 
 
Jessica: He's in those twos. 
 
Kat: The twos and threes are a lot of fun. 
 
Jessica: He's been around the business since the very beginning.  He likes to help pack boxes.  He weighs boxes and all of 
that stuff.  So for us, it's just been such a blessing for our family.  Like we said, it's just so much fun. 
 
Kat: They're asking about a book.  The webinar yesterday was just introducing some new people to the SAMS course, 
so you didn't miss a thing.  They're asking something about a book.  Oh, do you have a discount code for your book, for 
Liquidation Gold?  Thank you, Trish. 
 
Jessica: I didn't make one for SAMS, but I could. 
 
Kat: Email Jessica and tell her you want that book and we'll see what we can do.  You guys love Jessica.  Jessica has a 
group on Facebook.  She does private training.  She's written a fantastic book.  I think the Liquidation Gold book would be 
very valuable to those of us that are looking at liquidation sourcing.  I know Jim has some great training about offline and 
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liquidation, but this is a great resource to find those stores that are within your area.  I just saw a testimonial yesterday from 
a lady who found one thirty-four miles from her. 
 
I apologize again about the time.  GoToWebinar said 8 PM Eastern, but the emails that went out said 7 PM Eastern.  So for 
those of you that got here early and had to wait, I'm sorry.  And for those of you that got here on time and wondered why we 
started early, I'm sorry.  Kat will try to get her time zones lined up.  I used to be in Eastern time when I set up these 
webinars.  Now I'm in Central time!  So I'm still learning all of that. 
 
Jessica, thank you so very much!  Jessica will be back in another webinar in a couple months on liquidation sourcing.  So 
we'll be talking about that.  Have a great night, Jessica!  Anything you want to say? 
 
Jessica: No.  Just thank you Kat, so much.  It's been a really fun time.  I wish I was in on the chat that was happening.  
Wherever you guys were chatting. 
 
Kat: We're going to have to figure out how you can see that.  I thought I made you an organizer, but maybe not.  We'll 
talk later, Jessica.  Thanks so much everybody!  I'll try my best to get this recording out as soon as possible.  Bye-bye! 


