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Recently a friend of mine posted about how he sold his 2.5-year-old Amazon FBA 

business for over $400k, which I thought was incredible. The twist was it turned out the 

buyer was a familiar face as well. 

Spencer Haws of NichePursuits.com was the seller, and Ace Chapman of 

AceChapman.com was the buyer. 

http://www.sidehustlenation.com/278
https://www.nichepursuits.com/
http://www.acechapman.com/


They are both previous guests of the show. Spencer was on episodes 18 and 70 of The 

Side Hustle Show talking about niche sites and software, and Ace was a guest on 

episode 182, talking about investing in digital real estate. 

Why Spencer Started His FBA Business 

Spencer has a lot of experience building niche sites but said he had never sold physical 

products on Amazon before started this site. He found the idea for his product by 

looking at what would solve a pain-point for himself. 

“I had an idea for a product I used every day, couldn’t find exactly what I wanted on 

Amazon. So, I decided to find a manufacturer that can make a variation of what I like,” 

Spencer said. 

He found a manufacturer in China, shipped over inventory and used Amazon’s FBA 

system to handle the logistics and the sales. 

Spencer said he saw 2-3 sales in the first week and ended up selling $4k of product in 

the first month. Over the next two years he added 8 more products in the same niche. 

He didn’t take any courses to figure out what he was doing. He did however speak with 

some people he knew were doing well with FBA and picked their brains for information 

and tips. 

Why Spencer Decided to Sell His FBA Business 

Spencer had built up a niche site selling and referring traffic to his Amazon listings as 

well over the 2+ years. By late 2017 the business was doing well but Spencer said, “I 

felt like I was ready to move on.” 

He wanted to work on new projects and knew that if he stopped focusing on the 

business it would decline, so he opted to sell up and use the cash to fund other projects. 

Spencer had taken a Brand Manager on board in 2017 to handle the day-to-day running 

of the business, so he was only spending 1-2 hours a week of his own time on it. At the 

point of sale the business was turning over $40-50k a month in revenue, with a net of 

$12.5-13k. 

Prepping the Business for Sale 

It took 6-months to prep the business for sale and get everything in order to make a 

clean exchange. 

The main issue was separating the 8 products from the rest of Spencer’s FBA products 

and moving them on to a new account. 

Spencer said he spoke with Amazon’s FBA support team and explained he had sold the 

business and asked them what he needed to do. It’s the way Amazon’s systems are set 

up that makes it a bit tricky, they are fine with selling businesses and moving inventory 

and can help you through these steps. 



Ace said in this instance they didn’t keep the brand manager on as it was a part-time 

position. 

Listing the Business on a Marketplace 

Spencer sold the business through Empire Flippers. Empire Flippers specialize in 

selling online businesses and Spencer had used them before. 

“They’re very hands-on,” Spencer said. They verify all the income reports by logging 

into Amazon and verify the profit and loss statements before suggesting a valuation. 

Spencer went with their suggested valuation of $450k. Empire Flippers take a 15% 

brokerage fee on sales. 

What Made This Business an Attractive Deal for Ace? 

“The thing that I liked about the deal was the different sources of income,” Ace said. The 

business was making money from the FBA products, as well as AdSense, affiliate sales, 

and e-commerce revenue from the site. 

As an investor, Ace keeps an eye out for good deals and receives emails from brokers 

with when new businesses are listed. In this instance, it was one of Ace’s clients that 

brought the deal to his attention. 

His client had $30k to bring to the deal, Ace added the rest from his own funds and his 

investor group. 

The final terms both parties settled on was a total price of $425k. $175k was paid up-

front in cash, $150k paid in 6 months, and the remaining balance paid out at 30% of the 

business’s net income monthly with any remaining balance paid in 2 years. 

What Are the Risks Involved? 

Ace said there are always risks involved when buying an online business, but when he 

found out Spencer was behind it he felt more comfortable. He had met Spencer before 

and knew about how he builds sites and businesses so there was already a level of 

trust there. 

He did a lot of due diligence into the business and sources of revenue, making sure 

there are backup plans should one of the revenue streams drop. The business has an 

email list of 7000 people which also gave Ace some confidence they could sell and 

market more products. 

He admits it’s a learning curve though. “It’s just easier for the seller to run the business 

than the buyer,” Ace said. There is a lot of catching up to do when buying a business. 

Plans for the Business Going Forward 

This isn’t a “Fix and flip” or a short-term investment. “I haven’t sold anything in a few 

years…overall I’m just bullish on this whole space,” Ace said. 

https://empireflippers.com/


Ace and his investors have plans to further diversify the revenue streams and build on 

the business. It was purchased at a 3x multiple, so he expects to make back the cost in 

3 years at the very least. 

Online businesses return on their investment faster than a lot of the traditional 

investment plans and assets, which is why Ace is more for adding to his portfolio than 

selling. 

As for direct actions to increase the revenue, they have taken out the AdSense on the 

site and are focusing more on the affiliate income. Ace is also in the process of buying a 

complimentary business in the same space that will enable some cross-promotion. 

“The easiest way to grow it is to go and buy the next business in the portfolio,” Ace said. 

Spencer’s #1 Tip for Side Hustle Nation: 

“Test and do what makes sense for you.” 

Ace’s #1 Tip for Side Hustle Nation: 

“The bigger you get the more important your relationships become.” 

More Info: 

• http://acechapman.com/ 
• http://www.sidehustlenation.com/278 

 
Until next time! 

-Nick 
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