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John Cavendish started his FBA business three years ago and has become an 
advocate for the e-commerce and FBA scene in Europe. 

http://www.sidehustlenation.com/242


John says Europe is experiencing the growth in these areas the US did five years ago – 
with double the customers and half the competition. In this episode John explains how 
you can capitalize on this growth and be found at FBAFrontiers.com. 

You Don't Need to Be Based in the US to Run a European E-Commerce Business 

In case you thought being based in the US (or elsewhere in the world) was a barrier to 
entering the European e-commerce space, it’s not. 

John is from the UK, but now only spends around two weeks a year there. He travels a 
lot, spending time across Europe and Southeast Asia. 

To get started you need to register your business entity with the UK government (sorry 
sole proprietors aren’t allowed). They will give you a VAT and EORI number and you 
can start trading. With a VAT number you can trade across all of Europe as long as your 
inventory is stored in the UK. 

John's Product Research Process 

John talked through his product research process, which as he points out isn’t too 
dissimilar to what you do for the US market if you have experience selling on Amazon in 
the US. 

John starts by looking at mainstream products, such as BBQ tools as we used as an 
example during our conversation. 

He starts by looking on the UK and German Amazon marketplaces at the bestselling 
products. The main criteria he looks at are: 

 BSR (Best Selling Rank) 

 Sale Price 

 # of Reviews 

He looks for a product with the top three listings under 2000 BSR in the UK and 
Germany, then expands his search to the French, Spanish and Italian Amazon markets, 
but with a 1000 and under BSR. 

He then looks for items with a retail price of at least £15 (roughly $20), and for the top 
three selling items to have less than 100 reviews. More than 100 reviews each makes it 
difficult to break into the top of the listings with new products. 

These are the five markets/countries John looks at, and with these BSR rankings the 
product should be selling between 20-50 units a day. You may see some huge 
variances between the different markets with certain products, but it’s not a deal breaker 
if a product is weak in one of the other markets (outside of UK and Germany). 

https://fbafrontiers.com/


A tip John shared when searching on Amazon in countries with a foreign language is to 
search in English first, then pick up the keywords in their native language from the 
search results. 

You can either do this manually listing all the products, BSR, prices, and number of 
reviews in a spreadsheet, or use the JungleScout tool. John says the revenue numbers 
aren’t always accurate when using JungleScout on European products, but definitely 
helps gather all the necessary data quickly. 

Looking for a Supplier 

When you have 10-20 products on your spreadsheet that are good opportunities you 
need to find a supplier. What most people do is start by looking on Alibaba, the largest 
online marketplace for sourcing products from manufacturers in China. 

Once you’ve found a manufacturer capable of making the products you want and you’re 
happy to work with them you can make a few tweaks. “You’re definitely trying to make 
something better,” John said. Try and change the product to add more value than the 
other listings you researched, or do something to make it stand out from the crowd. 

John said you can take cues from what’s selling well in the US. Remember, the US is 
ahead of Europe in most instances, so you can find products or ideas that are selling 
well in the US that haven’t hit the European market yet. 

John's First Order 

John made his first order just three years ago. He took a course and felt confident, so 
he invested $5k in stock. He collected emails on the street to send out some free 
products for reviews and within two weeks was on the bottom of page one for his 
keywords. 

Another tip John shared that he has used is once you have placed an order with a 
manufacturer and you’re happy with the quality, take a look at what else they make. You 
might find some products you like and be able to reverse engineer your research 
process and sell some of their other stuff. 

Calculating Profitability of Your Products 

One of the most important considerations is the profitability of your chosen products. To 
make calculating this easy John has a profitability calculator on FBA Frontiers. 

You can put in your product cost in USD, your shipping costs, sales price, and the tool 
calculates the UK sales tax, profit, and the profitability %. “You’re basically aiming for 
30% minimum,” John said. So, you can tweak the numbers accordingly until you are 
showing 30%. 

http://junglescout.com/SHN
https://www.alibaba.com/
https://fbafrontiers.com/calculator


In regard to paying the VAT your best option is to hire a UK agent to help you take care 
of that. You can expect to pay a one-time fee of £250 ($330) to register for VAT, and a 
quarterly fee of £110 ($150) to file tax returns. 

Managing Inventory Across Different European Countries 

When sales pick up in different countries and go above and beyond a certain threshold 
(€100k in Germany and €35k elsewhere) you will need to register for sales tax in those 
countries too. Again, the tax stuff is best handled by a professional agent to avoid any 
potential issues. 

You can still keep most or all of your inventory in the UK if you want to. Amazon FBA  
will send products to different countries for a small fee of around £1 extra per order. 
Amazon also launched a new service not long ago that John has recently signed up for 
called Pan-European FBA. 

This costs around £500 a month, but means that Amazon will ship your items between 
their warehouses in different countries based on where they think they stock is most 
needed to speed up shipping and reduce costs a little. 

A costly lesson John learned early on is to check for any potential trademarks on your 
products. John had a product that was flagged for a potential infringement and he had 
to rebrand and make some changes which was very costly. He now uses a trademark 
attorney to check for US and European trademarks before he has a finished product 
ready to sell. 

John has a course that takes you through all the steps to start selling on Amazon EU 
which you can find at FBAFrontiers.com/sidehustle. As an added bonus for Side Hustle 
Show listeners the first 20 people to sign up will also get a free 30-minute consultation 
with John.  

(I misunderstood and originally thought the free call offer was for all listeners; not just 
those who buy his course. I’m not an affiliate for his program.) 

John’s #1 Tip for Side Hustle Nation: 

“Outsource as soon as you can afford it.” 

More Info: 

 https://www.fbafrontiers.com 
 http://www.sidehustlenation.com/242 

 
Until next time! 

-Nick 

 

https://services.amazon.co.uk/services/fulfilment-by-amazon/pan-european-fba.html
http://fbafrontiers.com/sidehustle
https://www.fbafrontiers.com/
http://www.sidehustlenation.com/242

