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INTRODUCTION

Hey there! Glad you're reading this in-depth guide about how to
sell on Amazon.

Before you dig in, | wanted to introduce this resource, Jungle Scout
and myself.

This awesome 9-chapter resource has been lovingly put together to
give you all of the information you need to know about building a
profitable and scalable business on Amazon; from finding your first
product, all the way through to launching it, selling it and keeping
the momentum going.

The best thing about this guide is that you can always refer back to
it, as a checklist, every single time you launch a product..until the
steps become natural and you become an expert!

So why should you trust this guide? That is a great question!
Here’'s my story:

In 25 months, | have built an Amazon business that averages over
S11k/day in revenue. | sell a wide range of products, some which
performed really well and others that got me mediocre results. |
quickly realized how important product selection was and refined
my research/selection process.




At the same time, | decided many other people might feel the
same way and decided to create a suite of tools to support Amazon
sellers.

| strongly believe in the 80/20 rule; that when selling successfully

on Amazon, 20% of your effort brings in 80% of your results. And

within that 20%, product selection should be high on the priority
list.

What Jungle Scout aims to do is to allow people from all walks of
life, from across the globe, to build a scalable business that frees up
their time to spend doing things they love. We do this by providing
the best software, as well as publishing free content like this ebook
you're reading today.

This content has been inspired by our collaborative launch, where
we publicly launched a new private label product (marshmallow
skewers) and shared all of our sales data and experiences getting
this product listed on Amazon.

I'd really love to hear from you if you have found this guide useful,
so if you want to share your success stories and any thoughts you
have about building a profitable amazon business, get in touch.

So get comfortable and dive right in! There are plenty of tips and
takeaway actions in store for you here.

Best Wishes,
Greg Mercer



https://www.junglescout.com/collaborative-launch/?utm_source=ebook&utm_campaign=howtosellonamazon
mailto:gmercer@junglescout.com

Chapter 1

Amazon FBA - What’'s In It For Me?

First up, | need to cover some of the basics about Amazon and
how it can benefit you. As | mentioned, this guide is going to be
pretty comprehensive, so it would be a little rude to start without
a bit of background on the ecommerce platform and how it is
enabling thousands of people like you and me to build our own
businesses.

Although Amazon is something to which | have dedicated much
of my career, I'm not getting any commission from Jeff Bezos for
this. In fact, my main mission with Jungle Scout is to empower
others to leverage the Amazon platform, and to take charge of
their own lives just like | have.

If you're thinking of becoming a seller for the first time, then

the information in this chapter will really help you validate your
choices. If you're here as a seller, looking for extra tips and advice
(you're in for a treat!), then think of this Chapter as reaffirming
your excellent life choices ;-).
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What Is Amazon FBA?

| am glad you asked.

Amazon FBA stands for “Fulfilment by Amazon”.
And what does this mean?

It means that Amazon does a lot (but not all) of the hard work for
you, allowing you to generate a somewhat passive income. Think of
all of the hardships of selling your own physical product. What are
the main processes involved in selling that might hold you back?

v Holding inventory
v Packing

v Shipping

v Quality control

With Amazon FBA, these headaches are eliminated because you
can send your inventory straight to the Amazon warehouse and let
them package and ship your products for you.

Essentially, with Amazon FBA, you never touch your own products,
apart from your samples (but I'll talk about that later).

This means you are able to make money from a distance. So,
instead of being stuck at home processing, packing and shipping
your order, you could be surfing in Tahiti, playing golf, spending
time with your family or even working at your regular job.

You will be making money even when you're fast asleep!

Private Label Products

When setting up your Amazon business, it's important to consider
private labelling your product(s), as there are a lot of benefits to
choosing that selling option.

What is Private Labelling?

Put simply, this is where you source a generic product, typically in
China, and sell it under your own brand.

By comparison, some folks start out on Amazon with retail
arbitrage.



This is very different to private labelling, where you source branded
products from a retail store (online or in-store) and sell it for a
profit on Amazon. This often involves finding an Amazon listing
where your retail-bought product is selling for a higher price.

Then Amazon will give you a custom mailing label to stick on your
product. Once you send the products to Amazon, they will sell
them under the official Amazon brand, and pay you the funds.

Although there is nothing wrong with this approach - and it can be
a great way to dip a toe in the water and see if life as an Amazon
seller suits you - this guide is going to focus on sourcing and
importing your very own Private Label Products (and making a lot
of profit!).

It might sound like a difficult task, privately sourcing your own
products and putting your own brand on them, but it's much
easier than you think. This ebook is going to give you the full scoop
on how to get it done!

Amazon opportunities

Amazon is a force to be reckoned with in ecommerce. With
marketplaces all over the world, sellers are taking advantage of
being able to run businesses in several countries at once.

There are 244 million active users on Amazon.com, and 54 million
Prime customers. !

Check out the growth Amazon has seen in sales over the past few
years. ?

120
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! https://www.statista.com/statistics/266282/annual-net-revenue-of-amazoncom/
2 httpy//fexpandedramblings.com/index.php/amazon-statistics/


http://www.webretailer.com/lean-commerce/top-amazon-marketplace-sellers/#/
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In fact, Amazon’s growth has more than doubled over the past five
years, and being an Amazon seller gives people like you and me
the opportunity to build a business on a proven and successful
ecommerce platform.

Amazon has spent millions optimizing and improving its platform
to provide a great customer experience so you don't have to.

What about the costs?

You're probably wondering how expensive it is to source your own
products and to then use the FBA service to sell them.

This will be covered in much more detail later but, to put it simply,
provided you have products that allow for a relatively high profit
margin, even with shipping and FBA fees, you will still be able to
make a profit.

It's all about making the right business decisions and having the
correct tools at your disposal to find the opportunities that will
move your business forward.



What else do | need to be aware of?

I’'m not here to tell you that the old model of ecommerce is dead,
or that this method will allow you to make a lot of money without
any investment of your time. This is the real world. Anything worth
having requires some of your time and a healthy spoonful of
passion.

However, it is a proven and scalable way to enter the ecommerce
space. It carries far less risk and it definitely requires less of your
time than going ahead and managing your own ecommerce store.

You can put in as much, or as little, money and time into being an
Amazon seller. You could make it your full-time occupation, and
still lead a great lifestyle. You could just sell a single product to
make a bit of extra cash, or, perhaps you want to build an empire,
with a wide range of products.

You can even sell your Amazon FBA business down the line, or
expand into new revenue streams by creating your own online
store to sell your products.

Just be aware that Amazon is an increasingly competitive
marketplace, so it does require some of your time and attention to
get the best results :-)

5 reasons why you should consider your own Amazon
business

1. Start small and scale up - this option allows for potentially low
start up costs

2. Run a physical products business without having to store, pack or
ship products

3. The Amazon platform offers access to a huge audience ready to
buy your product. This leads to a consistent flow of orders and, thus,
revenue.

4. Source your own products and sell them under your own brand
name - opens up future possibilities

5. Generate a healthy passive income, giving you the time to focus
on the things that are important to you (i.e. travel, family, a second
income, etc.)




CHAPTER 1

On to the good stuff...
Does all of this sound good? | hope so!

If you're still sitting on the fence, there's plenty of advice in this jam-
packed resource that will explain exactly, from start to finish, how
to find, source, sell and promote your product with Amazon FBA.
Initial investment can be as little, or as large, as you're willing to
sacrifice.

If you're already a seller, maybe it's time to up your game and start
diving into a new niche. Or maybe even setting up your own store
as an extra revenue stream?!

Onwards & upwards...

FURTHER READING

Just in case you need any more background reading about
Amazon FBA and private labelling, you can read all of the
updates we published for our Collaborative Launch of Jungle
Stix in 2016 here



https://www.junglescout.com/blog/category/collaborative-private-label-product-launch/?utm_source=ebook&utm_campaign=howtosellonamazon

Chapter 2

Choosing a Product

Finding the right products to sell is a crucial part of being an
Amazon seller. Whether searching for your first product, or new
killer products to add to your growing list, | would estimate that
90% of people get stuck here because they're not sure how to
validate whether a product is ‘right’.

But, the truth is, if you put some time into your research, the
odds that the items you have selected sell successfully are hugely
in your favor. This is one of the most difficult parts of being a
successful Amazon seller, and you don’'t want to get it wrong. So
with that in mind, you are probably going to be putting in a good
40 hours of initial research.

Sure, you still have to take some educated risks. However, if you're
a tenacious person with a can-do attitude, the way to move
forward is to pull the trigger and follow through with those items
you want to sell.

Here I'm going to show you the blueprint | use when doing
product research. It's not a guarantee, but it's the best possible
route to success. This is the same route we used to launch Jungle
Stix, our collaborative launch product, which racked up over $50k
in profit within the first year.



https://www.junglescout.com/collaborative-launch/?utm_source=ebook&utm_campaign=howtosellonamazon
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Basic Criteria

There are some basic criteria that you should always bear in mind
when choosing a new winning product:

Price
Products should be in the $20 - $75 price bracket.

Size
The size of product needs to be small enough for easy shipping -
use the shoebox test; is it less than 18" in length?

Shippable
Look for durable and simple products, again for ease of shipping.
Fragile products can result in a lot of returns and refunds.

Sourceability
You should be able to find the product on Alibaba, Global Sources
or other, similar supplier directories.

Seasonality
Ideally, your products won't be sold seasonally, to ensure year
round sales.

Most Amazon sellers are probably sticking to similar criteria when
doing their product research. So, how can you outsmart your
competitors?



More important criteria!
(that your competitors might not think about)

Once you've got the basic criteria ticked off, it's time to move on
to some ‘advanced’ rules of thumb. This is the stuff you need to
research. This is the stuff your competition might be ignoring. It
is what makes all the difference when it comes to finding a really
great product, and launching it successfully.

Consistent and sufficient demand (greater than 300 sales/month)

ﬁ Limited competition - is it easy to enter the market as a new seller?
Does the competitor listing have less than <50 reviews?

High profit margin per unit

The “Weirdness Test”- look for an obscure product, not easily
purchased at a brick and mortar store

Unique - not dominated by an existing brand

You need to focus on finding profit and then find ways to add
value, add quality or differentiate from the competition. That's
how we got Jungle Stix to be so successful.

Getting Started

If you're sitting there, staring at a blank screen, wondering how
to start searching for the “perfect” product amongst millions of
potential products..don’t worry! You've got this.

First, let your creativity flow! Here are a few suggestions for where
you can search for product ideas, directly on Amazon:

1. Amazon Best Sellers list - There will be loads of inspiration in
here. Bear in mind, competition will be high. But, it's a good place
to start.

2. Amazon sub-categories - Drill down into those niches by clicking
around the categories and subcategories on Amazon and see what
you can find



https://www.amazon.com/Best-Sellers/zgbs
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Earth's biggest selection

Amazon Video

All Videos Amazon Fire TV
Included with Prime: All-New Fire TV Stick
Channels Amazon Fire TV Gaming
Edition

Fire TV + HD Antenna Bundle
See Fire TV Family

Prime Video

Rent or Buy
Free to Watch
Your Watchlist

Your Video Library
Amazon Video

Fire TV Apps & Channels
Games for Fire TV

‘Watch Anywhere
Getting Started
Style Code Live

Prime Photos & Drive

1.2 4

B W

2I8s 5
Home, Garden & Tools

Home

Kitchen & Dining
Fumiture

Bedding & Bath
Appliances

Patio, Lawn & Garden
Fine Art

Arts, Crafts & Sewing
Pet Supplies

Wedding Registry
Pinzon by Amazon
Home Improvement
Power & Hand Tools
Lamps & Light Fixtures
Kitchen & Bath Fixtures

Hardwara

PetSupplies Dogs- Cats-  Fish&Aguatics - Small Animals - Birds-  Reptles -  Horses - Top Deals

PET SUPPLIES

dogs food
cats treats
fish & aquatic pets carriers
birds
horses

) -1 exercise wheels
reptiles & amphibians

see all small animals

Sports & Outdoors

Athletic Clothing
Exercise & Fitness
Hunting & Fishing
Team Sports

Fan Shop

Golf

Leisure Sports & Game Room
Sports Collectibles

All Sports & Fitness
New Gear Innovations
Camping & Hiking
Cycling

Qutdoor Clothing

Scooters, Skateboards &
Skates

Water Sports

houses & habitats

odor & stain removers

toys

collars, harmesses & leashes

feeding & watering supplies

grooming

health supplies

3. Spy on people - Don't get arrested or anything! Just find sellers
who you think are private label sellers and go to their storefront
(click their name)

by Super Pet
sl

wirdrdrir ~ 330 custo
| 29 answered questions

RS IRE in Small Animal Exercise Wheels

Perhaps you already have some product ideas or niches in mind.
Feel free to check those out directly on Amazon too!



Ideal categories to sell in

Here are a bunch of categories we have found to be perfect
opportunities for private label sellers and first-time Amazon sellers.

Long-tail search categories:

These categories tend to have products with “long tail searches”. A
long tail search generally contains more than two words and is very
specific, it means people know what they want. They go directly to
Amazon and search, and are often not brand-loyal.

ob . -
. e
v P o=
b 0 Rl C
.9 &%
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L =S
]

Beginner categories:
If you're just starting out, these categories are a good place to
search for your first product:

« Sports and Outdoors
v Home & Kitchen

¢ Patio, Lawn & Garden
v Pet Supplies

Categories to avoid when private labelling:

Here are some categories and products | would not recommend
to private label sellers, as they cause more headaches than they're
worth:

Appliances (try shipping these!)

Camera & Photo (complicated and big brand
competition)

Electronics (complicated and fragile)

Jewelry (quality control)

Music (not good for private label, but suitable for retail
arbitrage)

Watches (big brand competition)

Anything that contains glass!

L K<< KX
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This isn’t to say that you can never sell an electronic product. But,
you need to be aware of the issues you might face with that type of
item.

One of main things to be mindful of is when sourcing from China
is that your product is going to do some serious travelling. So,
anything that could get damaged in transit is problematic. Plus,
when it comes to electronics, brand-loyalty almost always comes
into play.

Imagine you are looking for a new TV. Would you buy one from a
company you have never heard of? Probably not. Most people are
looking for big brands, and a proven track record, when they're
buying electronics and/or appliances.

Beware of products with no direct competitor!

It is also worth mentioning that you need to avoid patented
products. You don’'t want to infringe on any patents! Most Amazon
listings will mention if a product is patented, so look out for this key
information. Quite often, patented products are unique, with no
direct competitors.

If you're unsure if a product is patented, you can also do a google
search for the product name plus “patent” at the end. You'll

save yourself a lot of hassle with this one simple step. If you are
interested in selling in the United States, you can also verify on the
United States Patent & Trademark office website.

How to verify demand

So how can you verify demand of a product, see how it sells, how
competitive it is and findd out if it is a unique product?

This is something | came across as an Amazon seller, before |
started Jungle Scout. My main frustrations were the tedious process
of doing product and competitor research, or simply just running
out of my own ideas using the methods above. There was no quick
and cost effective way to get all of the data | needed, and | knew |
wasn't alone.


https://www.uspto.gov/

Review actual product data

The Jungle Scout extensions (JSPro and JSLite) allow you to
streamline your product research, by giving real-time data for
products already selling on Amazon.

JS JUNGLE SCOUTpro | Ml || Auleshuk | hmbies | st imiers
55 10,305 $17.29 72
# o+ Product Name Brand Price Category TR n:;'“ Ratng 28
1 ¢ Bamboo Marshmallow S'mores Roasting Stic...  Jungle Stix $20.86 Patio, Lawn & ... #712 1,133 $23,634 109 5 FBA
7 (+] Brown Paper Food Trays | 50ct UrParty $7.51 Home & Kitchen #2613 718 $5,392 88 4.5 FBA
3 ©¢ Honey Maid Graham Crackers (14.4-Ounce ...  Honey Maid $23.04  Grocery & Gour...  #6,784 297 56,843 128 4.5 AMZ
4 *  Kraft Jet-Puffed Original Marshmallows, 10 o... Jet-Puffed §12.98  Grocery & Gour... #4615 453 55,880 7 3 FBA
5 £ Jet Puffed Stacker Mallows, 8-Ounce (Pack ... Jet-Puffed §10.32  Grocery & Gour... #7667 269 $2,776 44 4 AMZ
] 4] Brown Paper Food Trays | 250 Count UrParty $19.06 Home & Kitchen ~ #14,188 225 54,289 88 4.5 FBA
7 0 Jet Puffed Kraft Jumbo Mallows Marshmallo... Jet-Puffed §21.87  Grocery & Gour... #23,398 75 51,640 ] 4 AMZ
8 *7  MalloMe Bamboo Marshmallow Roasting Sti... MalloMe $20.95 Patio, Lawn & ... #1,520 736 §15419 a1 5 FBA
g ©7  Whole Stix Bamboo Marshmallow Roasting ... Whoale Stix $20.99 Patio, Lawn & ... #4,307 274 $5,751 27 4.5 FBA
10 ¢ Salel Bamboo Marshmallow Roasting Sticks ... Rainier Out... §20.97 Pafio, Lawn & ...  #44,365 2T $566 56 5 FBA
1" £ Perfect Stix BDS305P-100ct 30" Bamboo M...  Perfect Stix $16.86 Industrial & Sci...  #2,664 174 $2,934 13 5 AMZ
12  ©  Natural Bamboo Marshmallow Roasting Stic... ECOZONE $20.47 Patio, Lawn & ... #9,454 129 52,641 18 4.5 FBA
13 . Best Marshmallow Roasting Sticks With 40 T... Enji Prime $8.95 Pafio, Lawn & ...  #11,683 106 $949 30 4 FBA
Export CSV | Filter Options E

Depending on the version you're using, you can find out the

macro trends of a product, best sellers rank (BSR), monthly sales
estimates, number of reviews and much more. This also allows you
to investigate who your main competitors would be for a particular
product.

The cool thing about the JS extensions is that you can quickly
access the data you need to make informed decisions about
products and verify demand on the fly.

CURIOUS TO KNOW
THE AVERAGE

SALES OF A
PRODUCT?

Check out the free Sales Estimator - pick a category, enter
sales rank and the tool will give you the estimated sales per
month.



https://www.junglescout.com/estimator/?%3Futm_source%3Debook%26utm_campaign%3Dhowtosellonamazon
https://www.junglescout.com/estimator/?%3Futm_source%3Debook%26utm_campaign%3Dhowtosellonamazon
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For even more powerful research, the Jungle Scout Web App

has a product database, product tracker and a niche hunter tool.
These tools allow you to take a deep-dive into the data to find
product ideas, verify demand, review competitor data and spot
trends. What's more, the Web App is now available for all Amazon
Marketplaces. So whether you are selling in America, Europe or
Asia, it's got you covered.

Why is Jungle Scout Powerful?

It allows you to save a ton of time in both finding and verifying
product ideas.

Here's some top tips on how you can utilize Jungle Scout to find
profits in a competitive Amazon marketplace today:

¢ Find high revenue products in niche subcategories with
low reviews

v Find high quality products with a higher price (which
means less sales for a high net profit)

v Find products with high sales that have low listing
quality (so we can go in with a killer listing and speed
ahead to take market share of the sales of a similar
product)

v Identify successful private label sellers and identify how
you can cash in on the sales with a similar (improved)
product

Google Keyword Planner
Did you know that Google has a tool called the Keyword Planner?
Note: It's free, but you need a Google AdWords account to get

started. Data is more restricted if you are not running any Google
AdWords Campaigns.

Keyword Planner Find keywords Review plan

«
Targeting 7 Your product or service

Allocations bamboo marshmaliow sticks Gotideas  Modify search

English

Search volume trands 3
Google

Average monthly searches
80K

Date range (7 L2
Show avg. monthly searches £t
for: last 12 months
20¢
Qct2015 Jan Aar Sep 2016
c
jord options

Negative keywords

Customize your search |7

Keyword filters

e | —— olumns v | 4 Downlead  Addall (231)

Avg. monthly - Suggestod bid  Ad impr. share
Soareh torms o thea Y Competition 7 = -

Add to plan

in
Hide keywords in my plan

bamboo marshmallow sticks 110 High $0.50
Keywords to include

Showrows: 30 v 1-10f1 keywords

Keyword (by relevance) Avg. monthlY  Comptition 7 Suggesied bicRAT e shnes B id e plan
marshmallow roasting sticks 2400 High 5052
marshmallow sticks 2400 High 5051

marshmallow skewers 880 High 5057



This search data is based on Google's search engine (the internet’s
biggest search engine), so although it's not giving you search
volumes for Amazon specifically, it's a great place to further your
research to get an idea of demand and volume.

As you can see, the tool gives you the option to change your
targeting, review yearly search trends and gives you additional
keywords related to the one you searched for.

>

You can also enter a URL into Keyword Planner. This means you can
enter the URL of an actual product listing or a competitor and the
tool will give you all related keywords:

Keyword Planner
Where would you like to start?

EY Find new keywords and get search volume data

~ Search for new keywords using a phrase, website or category

Enter one or more of the following:
Your product or service

Your landing page

hitps:ivwww.amazon.com/Marshmallow-Roasting-Skewers-Environmentally-Biodegri

Your product category

i a product category

Targeting 7 Customise your search 7
United States, United
Kingdom Keyword filters
All languages Keyword options

Show broadly related ideas
Googla
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Google Trends

Once you have a product in mind, and you have done some
keyword research for that item, Coogle Trends is another tool which
can give you more insight into how your product has performed
search-wise over a long period of time. With Google Trends you

can determine whether seasonality could be an issue and spot an
increase or decline in demand at a high level.

= GoogleTrends Compare

® marshmallow skewers ® marshmallow sticks

Search term T — + Add comparison

Worldwide + Past 5years v All categories Web Search v

Interest over time @

Simply enter your keywords to unlock the data. You can even
compare terms, change your targeting, date range and you can
also check out data for Google Shopping. Again, your results won't
be Amazon-specific, but it can still give you some top level insights
into trends of your particular product keyword on an ecommerce
platform.

Trends will also show you interest by region. In this case, people
interested in marshmallow skewers are largely in the United States.
Which is good, because we are selling the Jungle Stix bamboo
skewers in the Amazon US marketplace ;-)

Interest by region @


https://www.google.com/trends/
https://www.amazon.com/Marshmallow-Roasting-Skewers-Environmentally-Biodegradable/dp/B017VXKVXE
https://www.amazon.com/Marshmallow-Roasting-Skewers-Environmentally-Biodegradable/dp/B017VXKVXE

When you combine powerful, real-time data from Amazon with
some informed keyword research, you can really start to see which
products would be worth investing your time and money in.

Don’t waste time doing menial research and utilize the power
of data-driven tools to help you scout out the best product
opportunities!

Gathering your research
Now that I've covered search criteria and the tools you can use to

help with that search, the next question that needs to be answered
is.. how are you going to gather all of this research in an accessible

way?

Basically, you want to ensure you are keeping track of all of your
ideas and relevant data in an easy-to-understand format.

Organize your data

Try using a spreadsheet to keep a list of all of your ideas with
information about:

Main keyword or product

Price

Category

Best Seller Rank

Estimated Sales (Remember, you can use the free
estimator tool)

Number of reviews

Rating

3000 sales in Top 10 results? (yes or no)

Products in top 10 with less than 50 reviews? (yes or no)

CLLL KKK

Criteria Checklist

You want to check all of your potential products against the key
criteria too, to ensure that they're feasible ideas to pursue. So, if a
product makes it to your ‘'maybe’ list, make sure it is:

¢ Easy to source - do a quick check on Alibaba or Global
Sources

¢ Shippable - Is the product a moderate size, not fragile,
etc?



https://docs.google.com/spreadsheets/d/1Ij9a-UwhIRJ0BB0ehGOaVMAXVwSMjU8k72QRqX8eIO4/edit?usp=sharing 
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v Check for seasonality: “Remember Google Trends? Now
is a good time to check it again, as you can see if there
are big spikes during some parts of the year, a clear
indication of seasonality”

If you like, you can add extra columns to your sheet to make a note
of any other criteria you believe is important. That way you are
reminded of it when you come back later.

Track sales and trends over a few weeks

When you have between 30-50 ideas down, you should track the
products’ sales for 2-3 weeks. This will give you an up-to-date view
of how sales and trends are looking for each product idea, and
further validates which products on your list will be the best ones
to run with.

The Jungle Scout Web App has a useful product tracker tool
which can drill down into sales data. It also gives insights into
how competitors have been altering their price and/or running
promotions, and how that affects sales.

Daily Data Additional Info

o

o
© Weight

2016-11-08 2016-11-09 2016-11-10 2016-11-11 2016-11-12 2016-11-13 2016-11-14

Don't forget to check for seasonality.

A product might perform really well when you run this test, but
sales may dwindle down at different times of the year. If this is the
case, are there other product ideas that are going to bring in a
steadier stream of sales?



Recap

So, there are three core steps you need to take when doing your
product research:

1. Make sure your product ideas meet all your criteria. If
one doesn’t, you need to really question whether it's worth
moving forward with that item and the extra work it might
involve if you do.

2. Validate your ideas by verifying their demand and doing
some in-depth product, keyword and competitor research.
Using proven online tools can really help to speed up this
process and give you data at your fingertips.

3. Make sure to organize all of your ideas and research so that
you can reference it later. Track sales and trends for a few
weeks to triple check that your product options are viable.

Phew! Sounds pretty exciting, right? Finding new products to sell
is one of the most enjoyable things | get to do. It's such a great
feeling to find something that holds stacks of opportunity, and
then see it come to life!

It does take an investment of your time in this stage, probably
with an initial investment of 40 hours to find and verify the right
product. Once you become better at this research, and by using
powerful tools like Jungle Scout, you will probably start to find
opportunities much quicker.

Next up, we are going to review everything you need to know about

finding suppliers, and negotiating and finding long-term business
partners, which is key to building a scalable Amazon business.

FURTHER READING

Over 1000 potential niches & lots of advice on how to find niches
with opportunity

[Video] Product Research Strategies on Amazon

[Video] Verifying Demand on Amazon



https://www.junglescout.com/blog/potential-amazon-niches-2017/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/potential-amazon-niches-2017/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/potential-amazon-niches-2017/?utm_source=ebook&utm_campaign=howtose
https://www.youtube.com/watch?v=UtXyfAoQDOE&t=2208s

https://www.youtube.com/watch?v=kGqUVt_oxDs
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Choosing A Supplier

Suppliers are so important. In a very obvious sense, without them
you have no products to sell.

But there are lots of additional reasons why suppliers are
important and why you should spend some of your time and
effort in finding good ones.

1. Product quality is paramount

2. Product pricing is very important to you as a business
3. A supplier who keeps their promises and delivers in full
and on time is a must

Building partnerships with one or more suppliers is

crucial to your success - it’s mutually beneficial, for you
and the supplier.




Qualities to look for

How do you spot the qualities of a good supplier with whom you
can forge a long-term partnership? Well, the straight answer is that
with business experience you will get better and better at this as
time goes on. Negotiating and building client-supplier relationships
takes time.

However, there are some obvious qualities which you can look for:

- How quickly do they respond to your emails and/or phone calls?
- Do they answer all of your questions?
- Do they answer your questions in full?

Generally speaking, most supplier relationships will be
communicated in English. If you are sourcing from China, and you
can speak Mandarin or Cantonese, then hats off to you! For the
most part though, you want to ensure that you can communicate
with potential suppliers efficiently.

It goes without saying that you need to be respectful if English

is not their first language, but, at the same time, if you have
immovable language barriers then the partnership won't work for
either party.

Try conversing in different ways. If speaking on the phone is not
working, sometimes emails can be easier.

Ensure you agree on payment terms that suit you and your
business, and get this agreement in writing.

Effectively, this is your bottom line. The cheaper the price of
your product, the more pennies in the bank. However, beware
of extremely low prices too. You often get what you pay for, and
sometimes paying that little bit extra for a high-quality product
makes all the difference.

Trust me! You don’'t want to be stung with a lot of returns and see
your BSR suffer!

You want the lowest possible price, for the best possible quality.
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5 Steps to Finding A Supplier

The following steps enabled me to have a routine, efficient and
systematic supplier-finding process. It ensures that | (and now you)
never miss a beat.

1. Reach Out

You can find suppliers in several places, the most common of
which being Alibaba, Global Sources and Aliexpress. In addition
to these, you can go to trade shows, such as the Canton Fair, local
trade shows in your area, or industry-specific trade shows.

If you are just starting out and you don’'t want to invest in a trade
show yet, then sites like Alibalba are going to be extremely valuable
to you. | started a very successful Amazon business remotely,
without visiting any trade shows until several months in. It is
possible; you just gotta stay organized.

Once you have a list of suppliers who you want to reach out

to, create an email template. Even if you met suppliers at a
trade show, you want to do this as a follow up, to make you get
everything said during the trade show in writing.

Your email should ensure these questions are answered:

Can they make your product?

How long will it take?

What is the minimum order quantity? (MOQ)
How much will it cost?

How will they ship the products to Amazon FBA?
What are the payment terms?

What are the payment methods?

(VEVEVEVEVEVEY)

2. Get Samples

When you narrow down the list of suppliers to the ones who can
offer you what you want - based on your outreach above - it's time
to order samples.

You should expect to pay $50-$100 for a sample, and expect it to
be sent to you by air.



3. Examine Samples

Once you have samples from all eligible suppliers, check them out
and examine them closely. Try and put yourself in the position of a
potential customer:

Would you be happy with the quality of this product?

Is it a product you can confidently market to consumers
on Amazon?

Does the quality match what you were expecting from
the suppliers images and description?

<L

4.Negotiate

Some people find this part easy, while others find it difficult to
negotiate. Try to be as upfront and fair as possible about what

you are looking for, and be prepared to meet your supplier in the
middle.

5. Follow Best Practice
What is really important is that you find out when you will pay.

Best advice is to pay up to 50% before production and then pay
the rest when you are happy with the outcome. If you pay 100%
upfront, you have no leverage should anything go wrong, or if
timelines are changed.

If you would like production updates from your supplier, you

need to negotiate this at the start. For example, you could request
photographs after the mold is produced, upon completion of
manufacturing and/or before shipping.

| find it helps to keep a log of all of my suppliers in a spreadsheet.
That way | can cross reference all suppliers when making my final
decisions, without having to dig through emails and remembering
the finer details. Here's an example of a spreadsheet | used for the
Jungle Stix.



https://docs.google.com/spreadsheets/d/114oJIit7eSJcdwARoHOrP_c8bkOSLw7fRsU-d1Lc-do/edit#gid=0
https://docs.google.com/spreadsheets/d/114oJIit7eSJcdwARoHOrP_c8bkOSLw7fRsU-d1Lc-do/edit#gid=0

Supplier Outreach

Here's an example of the outreach we did for the Jungle Stix
Collaborative Launch.

| knew | wanted to find a bamboo marshmallow stick, so |
searched for this in Alibaba:

Alibaba CU"'I: bamboc marshmallow stick
Global irade starts hese.

Relgted Searches: bamooo sticks  DeMDOD incense sticks  agarnattibamboo stick  marshmallow stick  marsnmallow Bemooo skewer  bambao sticks for incense
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= Related Category Products | Suppliers
Home & Garden Your Buying Request Let suppliers quete you Submit Buying Request
BBQ Tools (109)
Coffee & Tea Tools (1) Products Name:  bamboo marshmall (] Categary: All Categories
Ef Product Features Supplier Location:  All Countries & Regions ~ Supplier Types: ) Trade Assurance @ Gold Supplier & Assessed Supplier
~ Tool Type o
e ) iew 133 Productis) below Minimum Order: () Online ~ Viewaz: 2= 33
Skewers Selected Supplier | PEyment protection | | On-time sniomemt | | Proguct quality protection
Minimum Order: 0K n
. e
Well polished food safety natural weod bamboo @ Wuhan Huiyou Wood Products Co., Lid.
&, Supplier Features marshmallow stick China (Mainland) Trade Assurance
US $0.02-0.05 / Piece ( FOB Price) 1 Transaction Response Time

~ Supplier by Area

Asia (133)

100000 Pieces (IMin. Order) % 10,000+ 1) 48h-T2h

£ Type: Coffee & Tea Tools;drink Place of Origin: CN
~ Suppliers by I Y

Country/Region Brand Name: HYWS Coffee & Tea Tools Type: Tea St..
Materi Featt i 5
China (Mainland) ~ Vaterial Wood natural wood or . Feature. Eco-Friendly,Stocked E
~ Supplier Types
K Trade Assurance & Compare S = Contact Supplier Leave Meazages

@ Gold Supplier
(& Onsite Checked
& Assessed Supplier

High-guality Long BEamboo Marshmallow Stick ©"™ Linan Qunian Bamboo Products Factory

China (Mainland) Trade Assurance
US80.2-1.0/ Bag

FOBPrice) 40 Cartons (Min. Order)

Transactions via Alibaba.com 4 Transactions

Type: Tools Place of Origin: CN;ZHE &
Top 3 Markets i 519,000+
~ 30 Tool Type: Sticks Brand Name: Qunian Bamboo 5...
Nerth America (33) Feature: Easily Cleaned:HeatRe..  Model Number: glo01 Ontime enioment | | Product guality prote._.

Southeast Asia (64)

Eastern Europe (50)

Domestic Market (45)
~ See more

Payment protection

= Comact Supplier Lesve Mezaages

~ Total Revenue
U531 Million - US32.5 Million

(60) Long Bamboo Marshmallow Stick ©°™ Bamboo Yantai Co, Ltd. Jinjiang
: China (Mainland| Trade Assurance
US$2 5 Million - USSS5 Million US $0.001-0.009 / Piece ( FOB Price) b J
(35) 5 Cartons (Min. Order) 4Transactions  Response Time
U550 Million - US$100 Million $ 40,000+ (O >72h
(15) Color: natural color Tool Type: Sticks
US410 Million - US$50 Million Material. Bamboo Finishing: Not Coated Payment protaction
2 Feature: Easily Cleaned,Non-Stick  Type: Tools
+ See more

~ Mgnt Certification
Other (8)

Within Alibaba, you can directly reach out to suppliers. | pasted my
‘here’s what | made earlier email template and clicked ‘contact
supplier”

ﬂmibabacoq; Products < | What are yor

Home > Produets > Home & Garden » Cooking Tools > Coffee & Tea Tools (36623)

Get Quotations -

Mot Langusge Stes

Well polished food safety natural wood bamboo marshmallow boipeisoreioin il
stick  Quality o - -

Inquires: 500+ @
Fog e US 5002005  Pice | Gt Ltes rise e b g ey

100000 Pigoe/Fieoes woos merenmalow stick

o 2003

100000 Pack/Packs per Day wood mersnmalow tck

Crina port

LIC0/E T estar Urioran sy Grem
1 Transazton fo US §10000+1n12
moning

100000 Piece/Pie

Please write yo You Moy Lie:

nours

zo0m
a:'. . ‘& I
. i New Fooa Sefety
- Vil oo cuiyunt

,Ses fager e & Contact Supplier Start Order Leave Messages N ey

Us8002-005

iy# Place orders onfine to get ful protection 1

200 hauiryCont i Aca

I Trade Assurance: 2015 Chess FSC
Fona s

@
@ Payment rotection

Productetails | Company Profile e s Acoy

Procist Descrotion

Quick Details
Tyve: Coffee & Tes Tool, ok strrer stck.. Coffee & Tea Toos Type: Tea Stcks Mterel Woog, ner wood o bemooo
Cotifcaton: CE/EU,CI0.EEC,FDA LFGB.S6S  Feature EcoFrisndy, Stosked, Exo-riendlyBi_ Place ofOrign: China (Mainisnc)
BranaName: HYWS [ Hwsoa0 Friening:  Hignlyoolsned letand amootn
color neursl Tool Type: stiots sze nomel 15073 0mm et
Snepe Round withpoint or it Pecing 00poe/neg orbulk Customizes:  sualsble
Packaging & Delivery.

Paioging  wooden aice 10000555 /Carton

Detsie




Here's what my template looked like. You need to personalize it to
make it your own, but this gives you a good place to start:

Hello,

My name is Greg Mercer from Jungle Creations. Our owner
asked me to contact your company about working together in

a potential lucrative business venture. We're a home good,
patio, lawn and garden company that does around 11+million

in sales each year. We'd like to introduce ourselves and express
an interest in creating a profitable partnership between our two
companies.

We are planning to purchase Bamboo Skewers/Sticks to add to
our product line.

110 pcs/pack

36inches (90cm) x 5mm

Semi pointed end similar to this picture: http://www.
screencast.com/t/tr3akWfCY

Food Safe - clean with no added chemicals or coatings

After a lot of research, we feel that your company could be a
great supplier of this product. We would like to get some more
information, and we have a few questions.

1. May we get a sample of the product, and how much wiill
you charge, including DHL Express shipping to the United
States zip code 94101? We would be happy to cover
shipping costs with PayPal.

2. How long wiill it take to receive the samples?
What types of packaging do you normally use for this
product?

3. What is the cost of this product per unit including
shipping via Air Express to the United States zip code
941017

4. Do you accept PayPal for the full order?
How long does it take to manufacture once an order has
been placed?

5. 1 would be grateful if you would contact us with the
answers to the above questions as well as your shipping
and other policies we may need to know. Can we discuss a
sample order of the product?

We hope that we will be able to start a mutually beneficial
relationship.

Please email me back at: jungleproductsl15@gmail.com
Thank you,

Greg Mercer
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At the time, | reached out to 14 factories, many of which
responded. From those responses, | found the supplier with whom
we have formed a lasting partnership.

Here are some key takeaways when creating your email
correspondence:

¢ Sign off with something like ‘Purchasing Agent’,
‘Sourcing Agent’, ‘Senior Buyer’ or ‘Dev Associate’. You
want to give the impression you are a large organization
with buying power; not a small fish with limited
resources. Don't lie about your company or revenue
to get ahead, but small things like this make you look
professional.

v Minimize the back and forth of emails by including as
Mmany questions as possible in your vetting process - this
saves everyone some time

¢ Think about the email address you'll use when you reach
out to suppliers. Personally, | have found that suppliers
are not bothered by seeing a gmail address, instead of
a company domain, and it helps to keep all supplier-
related correspondence in one place. Alternatively, you
could create an email with a company domain, such as
purchasing@companyname.com.

Meeting Suppliers Face To Face

Suppose you are planning on attending a trade show. You're
probably thinking “what do | need to prepare?’, especially if it's your
first.

| know, from personal experience, trade shows can be pretty
intense. You come away with sore feet from all of the walking,
and a tired brain from talking to a bunch of new people. But the
aches and pains are worth it, when you start forming face-to-face
relationships with existing or potential suppliers.




Here are some pro tips for finding and attending a trade show as
an AMZ seller:

© If you're not quite ready for Canton Fair just yet, check out
trade shows in your home country or region first. Whether you
are in the US, Europe, the Middle East or elsewhere in Asia,
there's bound to be something closer to home.

© Remember, suppliers may have travelled for miles to go to

a trade show near you. If it's an industry-specific show in your
niche, you are especially likely to find some amazing potential in
the suppliers attending the show.

© Do your research before the show - make sure you review
the list of suppliers, and the floor map of the show, and plan out
your day(s) as much as possible to save time.

© Pack light so you can take away literature and samples.

© But don't pack too light! You'll need a trusty notepad, phone
(and charging pack) and business cards.

© Prepare your pitch before you go. Similar to the email tem-
plates we discussed earlier, you need to know how you are
going to approach potential suppliers. You want them to have
confidence in you as a client, and you want to ask them relevant
vetting questions so you have confidence in them as a supplier.
You want to make sure they're a good fit for your business.

© Take enough notes to follow up with the suppliers you are
interested in after the show - that email template is still going to
be required, but hopefully a face-to-face encounter has made a
lasting impression.

_(O)O)—10O)YO) [ O)
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Recap
So, here’'s a rundown of how to find a good supplier:

1. Make sure you know what qualities to look for in a good
supplier.

2. Follow the 5 steps to finding your suppliers - whether

online and remote, or at trade shows - and make sure to
negotiate all required terms before any agreements are

sighed.

3. And finally, get organized with an email template and
seperate email address to do all of your sourcing outreach.

Remember, this is a marathon not a sprint! You need to continue
nurturing your supplier relationships, so you form a lasting business
partnership. Who knows? You may be turning to some of your
suppliers for a new private label product in just a matter of months!

Next up, the nitty gritty details about how to import your products
from China.

FURTHER READING

[Resource] Don’t forget to save a copy of this spreadsheet to use
later

How to attend a trade show like a pro

How professionals hegotiate supplier payment terms



https://docs.google.com/spreadsheets/d/114oJIit7eSJcdwARoHOrP_c8bkOSLw7fRsU-d1Lc-do/edit#gid=0
https://docs.google.com/spreadsheets/d/114oJIit7eSJcdwARoHOrP_c8bkOSLw7fRsU-d1Lc-do/edit#gid=0
https://docs.google.com/spreadsheets/d/114oJIit7eSJcdwARoHOrP_c8bkOSLw7fRsU-d1Lc-do/edit#gid=0 
https://www.junglescout.com/blog/how-to-attend-a-trade-show-like-a-pro/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/how-to-negotiate-supplier-payment-terms-like-a-pro-increase-cash-flow-reduce-risk-gain-leverage/?utm_source=ebook&utm_campaign=howtosellonamazon
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Chapter 4

Importing Your Product

Now that you've found a supplier to make your product, it’s
time to get that product shipped from your supplier to it’s final,
Amazon warehouse destination.

Unfortunately, when it comes to logistical information, there
isn’t a lot available online, even at a high level. Plus, rules and
regulations around importing and selling your products will
change, depending on where you are based, and where you are
selling.

In this chapter, | am going to cover my own experiences and best
practices for shipping and importing products.

You'll have enough information to get started, but please bear
in mind, my experience is that of an FBA seller importing from
China and selling in the US. If you're not selling FBA, in the US,
or importing from China, then your experiences will likely be
different than mine.

Logistics is a very unsexy topic, but it's super important if
you're going to be importing products for your FBA
business - so let’s get to it!




CHAPTER 4

Transit Options

You have two main options when it comes to international transit:

7

Send it by air (Air Express, or Air Cargo) <

Send it by ocean @

And within those air and ocean options, you will have a variety of
freight and shipping companies that you can use for this, such as
FedEx, DHL, UPS.

You can also choose to do ground freight, if your product is being
produced and sold in the same country.

The Amazon marketplace where you sell your goods may
determine how you ship your products. Because, don’t forget: you
will have to send your FBA inventory to an Amazon fulfillment
warehouse located in the country where the products are being
sold (with the exception of some European distribution centers
shipping to other countries.)


http://fedex.com
http://DHL.com
http://UPS.com

Speed

Cost

Paperwork

Difficulty

When to
use

Air Express

Fastest - usually

3-7 days (faster
options are
extremely
expensive)

Most Expensive

Least
Paperwork

When you

need stock fast,

particularly if
your inventory
is running low.
Or, if it's your
first shipment
and you need
to get that
product listing
live.

Air Cargo

Slower than
Air Express,
but faster than
Ocean Freight
- generally, this
takes about a
week or two

Slightly Cheaper
than Air Express

Less paperwork
than Ocean
Freight

When you need
stock soon, but
your inventory
is not at risk of
running out in
the time it will
take for the
shipment to
arrive.

Ocean Freight

Slowest -
anywhere from
3 to 6 weeks,
and sometimes
longer

Cheapest
Option -Up to
75% cheaper
(however, there
will be other
middlemen
costs involved,
but more on
that later)

A lot of
paperwork
involved; you
will need to pay
vendors to help
navigate this.

More difficult to
manage

When you are
SO organized
that you
planned ahead
and did some
forecasting, so
you can get the
cheapest freight
possible ;)
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Is Ocean Freight really better?

At the end of the day, your transit costs are one of the easiest
places to keep your cost of goods to a minimum. In this case,
Ocean Freight is usually the best option, but it does require
foresight and planning.

Importing by ocean is a scalable long-term solution, and though it
will be painful at first, the learning experience will reap you many
benefits in the long run. It will enable you to learn how to research
your suppliers better, build good habits in terms of forward
planning and forecasting when you need more inventory.

Freight Forwarders and Customs Brokers

Freight Forwarders and Customs Brokers are going to save you a lot
of hard work and hassle! Which is good, since you don’t really have
a choice when it comes to using these services..unless you think
you can be physically present when your shipment arrives at the
port (but you're going to be too busy enjoying life, remember?!).

Freight Forwarder
These guys manage your long haul product movement from one

country to another. They're the middleman between shipping
companies and the importer (you) and exporter (supplier).


http://UPS.com
http://fedex.com
http://DHL.com

When your product arrives at its port of call, whether on US soil or
anywhere else in the world, a customs broker sorts out all of the
legal paperwork.

This is a really challenging step in the shipping process and is best
left to the pros, if you're going to be running a business that thrives
on making a passive income. They will sort out any necessary
documentation, taxes, duties and other items on your behalf.

Again, you will be forming relationships with these sorts of
companies. Some will be one-stop-shops, offering both services,
which can sometimes make things easier. But the fact that a
company does not offer both freight forwarding and customs
brokering shouldn’t be a deal-breaker.

People have been discussing the potential that Amazon will be
moving into the logistics and shipping game. Some are worried
that this may mean more manufacturers in China will be launching
their own Private Label Products.

And while some suppliers do sell products themselves, but it's
not something | lose sleep over. The way | see it, Chinese suppliers
make more profit selling wholesale to people like you and me.

Plus, if Amazon offered Freight Forwarding, it would benefit AMZ
sellers by enabling faster, efficient transport of products from China
to the country where the items are being sold.

At the moment though, it seems like Amazon is just adding
options, so they can fulfill orders in times of high demand. Whether
or not they actually intend to launch a more substantial freight
forwarding option, and get into ocean freight, remains to be seen.


http://www.geekwire.com/2016/amazon-getting-freight-business-explained-industry-insider/
http://www.geekwire.com/2016/amazon-getting-freight-business-explained-industry-insider/
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It's easy to get confused with shipping terms when doing your
research or transporting inventory when shorthand is everywhere!
Master those acronyms with this useful glossary of terms:

B/L or BolL (Bill of Lading)

The Bill of Lading is a legal document between the company
shipping the goods and the carrier of those goods. It details

the type and quantity of the good being shipped, as well as its
destination. It grants the freight carrier ownership of receipt for the
goods and proves that the cargo was received for shipment. It is
required for all shipped goods (whether air, ocean, rail, or ground),
and must be signed by the shipper, the carrier, and the recipient.

CIF (Cost Insurance and Freight)

CIF means that cargo is delivered to the importing port (in my case,
that would be the US). All expenses related to duties, taxes, and
delivery would be my responsibility, as the buyer.

DDP (Delivered Duty Paid)

DDP means that cargo has been delivered to the final destination
warehouse (in our case, Amazon’s warehouses), and all duties, taxes,
and delivery fees have been paid.

EXW (Ex Works)

EXW is an international trade term that describes an agreement
in which the seller is required to make goods ready for pickup at
his or her own place of business. All other transportation costs and
risks are assumed by the buyer.

FOB (Free on Board/Freight on Board)

FOB means that the supplier assumes all expenses of transporting
the cargo from the manufacturing plant to the exporting port (with
Jungle Stix, for example, that's Shanghai). From that point on, all
international shipping and related fees are my responsibility, as the
buyer.



ISF (Importer Security Filing)

In the US, a rule titled Importer Security Filing and Additional
Carrier Requirements (commonly known as “10+2") is in effect. This
rule applies to import cargo arriving to the United States by vessel
(boat). Failure to comply can result in penalties, inspections and
delay. It requires containerized cargo information to be transmitted
to the agency at least 24 hours before goods are loaded onto an
ocean vessel headed to the U.S. This should be organized by your
broker.

LCL (Less Than Container Load)

If your cargo does not fill a whole ocean freight container, you will
be shipping “LCL". Your goods will be shipped with other cargo
until the transport provider can fill the container. LCL can be an
advantage as it allows you to ship a quantity of goods you are
comfortable with (as opposed to filling a whole container with
your own inventory), and you can ship as soon as your goods are
ready. However, generally you will pay a higher overall rate for LCL,
since the carrier will have to arrange for other LCL shipments to be
consolidated and shipped in that same container.

FCL (Full Container Load)

When you ship FCL, you have the exclusive rights to using an ocean
freight container. For any 20’ container, if you can fill more than
half the volume of that container, it is worthwhile to compare the
costs and logistics of LCL vs. FCL. FCL may end up being the better
option.

4 o)
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Costs to be aware of

There are some “hidden” costs you need to be aware of, when
shipping goods overseas. Here are some costs that apply to
shipments

arriving in the US:

© Cargo Insurance: if there is any damage, theft, or unforeseen
issues with your product while in transit, Cargo Insurance can
cover the costs. Opting for this insurance is required by some
companies. But, even if it's not a requirement, it is a worthwhile
investment; especially if your cost of goods is very high.

© Customs Clearance: this refers to getting your products past
US Customs and to your final destination in the US. This is why
you pay for a freight forwarder or customs broker, so that you
don’t have to deal with this yourself.

© Customs Bond: you can opt to use a continuous customs
bond if you plan on doing lots of shipments, or you can use
single entry customs bonds for each delivery.

© Arrival Agent Fees: if this cost was not included with your ini-
tial freight forwarding quote, then you will have to pay the arrival
agent these fees for handling your domestic logistics.

© Warehousing Fees: if you have more inventory than Amazon
can store in their warehouses, you'll have to find a place to store
the excess cargo. Again, you want to make sure that you handle
inventory as efficiently as possible to minimize these fees. It will
protect your bottom line.

© Delivery to Amazon Warehouses: Even when using Amazon'’s
discounted partners, fees can still add up, perhaps more than
you realize. Know those fees exist and plan around them!
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Customs Bond - When Do | Need One?

When you start investigating shipping options, you will probably
come across customs bonds. These prove all necessary taxes and
fees have been collected for your imported shipment.

In the US, a customs bond is required for merchandise that is
valued over $2500. It’s also required for specific commodities, like
firearms and food. | strongly recommend finding out more about
customs for the country in which you are selling.

Personally, | opted for a “continuous bond”, which saves me
money long-term. It costs about $450 per year, but it covers
all of my shipments within that year. Bonds like this are highly
recommended for sellers importing a lot of inventory.


https://help.cbp.gov/app/answers/detail/a_id/734

Issues at Customs

Unfortunately, you can experience delays when trying to clear
customs. Even when you pay a brokerage to help you with this
complicated process, be prepared for hiccups every now and then.

It usually only takes a couple of days to clear customs, but if your
product gets hung up for further inspection, it can take much
longer. Plus, as the importer, you will be liable for any fees incurred.

| experienced this with Jungle Stix. Because the shipment was help
up at customs, | was out of stock for a few days. So, not only did |
have to pay additional fees, | also lost out on sales.

You can minimize the risk of this happening to you by choosing
products that are less likely to trigger red flags with the authorities.
This is another reason why we had so many criteria for selecting the
perfect product back in Chapter 1. )

Common items to avoid include:

Food

Supplements

Lotions or anything that goes on the body
Medical devices

Wood products (which need to be treated)

X X XXX

Essentially anything that needs to be regulated by the FBA could
cause potential setbacks. That's not to say you can’t do it, just be
aware, and especially if you're a beginner | would probably avoid
until you are feeling more confident.




42

)
(8 4
L
[
o
<
L
O

Best Practice

| hope by now you have soaked up all of the above information
about freight options, costs, third-party services and customs.

Here are some foolproof best practice takeaways that will ensure
you won't make any costly mistakes:

© Keep paperwork handy. You'll need to provide the following
information to initiate quotes:

O Commercial Invoice

O Packing List

O Location of Supplier and Final Destination (ie. the
Amazon warehouse or the storage warehouse where

the products will be shipped)

O Size and weight of goods being shipped

O Terms (FOB, EXW, etc.)

O How your product is packed (eg. pallets, boxes, mixed
inventory, etc.)

© Gather your quotes into a logical spreadsheet so you have

an overview of costs and services; it will help you make logical,
informed decisions.

© Ensure you hire a trustworthy and thorough freight forwarder.
Here in the US, | have to file an ISF (Importer Security Filing). My
forwarder has always sorted this out for me, but essentially it's
my responsibility. If it's not filed correctly, or on time, you can end
up in a vicious customs cycle that requires additional inspections
and fees before your shipment can be on its merry way.

© Have an importer record. Amazon will not be the importer of
record for your shipment, so ensure this is sorted out before your
shipment hits the FBA warehouse.

© Educate yourself on costs. Find out about all of the different
costs you will have to pay.

© Be very open and clear with your freight forwarder about
what type of product you are importing. If there is anything that
requires additional clearance, they need to know this in advance.

Due Diligence

It is worth reinforcing that this topic is a bit of a minefield. You
should use this guide to inform you on how it works. But, as sellers
across the globe and in different marketplaces, you will have
different requirements when it comes to shipping. It's important
you do your own research, to find out what is necessary in your
corner of the world.



Recap

But, even though | said shipping can be a minefield, please don’t
let this change your mind about launching that killer product. This
is something many Amazon sellers have little to no experience with
when they start out. You are not alone!

With a healthy dose of determination and will-power, this is just
one small hurdle to overcome, as you move towards a great and
potentially life-changing opportunity.

In any case, the next chapter spices things up a little, as we're going

to look at getting that listing up and optimized (trust me; this is
good fun!).

é FURTHER READING
-_—._
-

Top tips for sourcing from China

International Freight for FBA explained

In-depth advice about Ocean Freight



https://www.junglescout.com/blog/sourcing-from-china/?utm_source=ebook&utm_campaign=howtosellonamazon

https://www.junglescout.com/blog/international-freight-for-amazon-fba/?utm_source=ebook&utm_campaign=howtosellonamazon

https://www.junglescout.com/blog/how-to-ship-your-amazon-products-via-ocean-freight/?utm_source=ebook&utm_campaign=howtosellonamazon

Chapter 5

Pre-Launch Optimizations

So, now that we've selected an amazing profit-making product,
found a supplier and started getting everything in place for
international freight, there are plenty of ways we can optimize our
product launch while waiting for the inventory to reach Amazon’s
distribution center.



The first pre-launch optimization? Crafting the perfect
Amazon listing!

More often than not, Amazon shoppers use long tail keywords.
This means they run very specific searches, with a lot of descriptive
keywords when they're looking for items in the Amazon store.

For example, the keyword “skewers” would not be a long tail
keyword, and few Amazon buyers would use that single keyword.
Instead, many shopypers will search for products using keywords like
“bamboo marshmallow skewers” or “eco friendly BBQ skewers’".

Therefore, it's extremely important that we craft our listings so they
include the most important and relevant keywords to our ASINs.

By using those important and relevant keywords in our listing,
Amazon’s results will contain our product when people search
those terms. This is called Search Engine Optimization, or SEQ;
you've probably heard of this before.

The key difference here is that we're trying to get our listing to show
in Amazon'’s search engine specifically - though, it would be nice if
it appeared in Google and other search engines too!

amazon T Q

Amazon’s search bar is the most used method that buyers use
to find products in the Amazon store. In fact, according to some
studies, consumers frequently turn to Amazon first when starting
out in their quest to find a product, rather than internet search
engines like Google or Yahoo..

Where US Consumers Start Their Product Searches

mAmaron mSearch Engines®

“2013 Forrester search engines question only captured consumers who said they began with Google. 2015 Survata survey included Bing and Yahoo in the
question



http://marketingland.com/amazon-is-the-starting-point-for-44-percent-of-consumers-searching-for-products-is-search-losing-then-145647
http://marketingland.com/amazon-is-the-starting-point-for-44-percent-of-consumers-searching-for-products-is-search-losing-then-145647

46

(Tp)
(8 4
L
-
(a §
<
L
O

This means consumers are using Amazon as a useful tool to find
products to buy. And with so many millions of consumers having
Amazon and Prime accounts, many of those individuals will not
only search for products on Amazon, they'll buy the item from
Amazon too.

So, we need to ensure our brand new product has an optimized
listing so that Amazon'’s search results contain our product when
people hunt for products using relevant terms.

And how, exactly, do we do that? - Amazon Search
Rankings!

If you head to your marketplace’'s Amazon store, and search for a
product you're selling or hoping to sell, search results will show you
your product, as well as other products’ listings that contain those
particular search terms.

AMAZON: Searching for "bamboo marshmallow
___ | sticks", Jungle Stix has the top organic ranking.

&

. —
o
& M Sponsored ads.

2z y w,
— - Morciay, g 74 Prochust Faatures |
e oo : R . - Sae B 'jllu .
it es Roasting Stick m Thick Extra Lang Heavy Duty Wooden Skew . " a

=

-~
2 2 e
‘q.\"‘@‘ bbbyt

0@,@ _"“!_, '._ Tyl n .....

Here you can see Jungle Stix appearing as the first organic result
on Amazon.com, for the term “bamboo marshmallow sticks”. Above
that are sponsored results, from paid Amazon ads, which | will
cover later.

This is really good news for Jungle Stix sales. So how did | get there?
Well, there are many factors Amazon uses to determine the order
of organic search results, including price, sales history, sales velocity,
reviews, ratings, and more.



Amazon SEO - Finding The Right Keywords
Before you can optimize your listing, you need to do some keyword
research.

In fact, remember Chapter 2 where we talked about finding that
perfect product? We already did some keyword research using
Google's Keyword Planner.

Hopefully you kept all of that information saved, because doing
so means some of this work has been done already. And from
that point, you can start to drill down into further keyword
opportunities.

Remember to utilize tools and competitors to your best advantage:

© GCoogle’s Keyword Planner will give related keywords with
each search you conduct

© Remember to enter competitor or similar product URLs into
the Google keyword planner, and it will give you all relevant
keywords for that page

© Use Amazon too; try searching for keywords and see what
comes up

Here are some bonus tools and tips for you to use with your
keyword optimization:

Keywoodtool.io

‘ Google YouTube Bing Amazon App Store

— bamboo marshmallow sticks United States ~ || English - B

This is a useful tool to use alongside Google’'s Keyword Planner, as it
lets you do keyword research for Google, Amazon and other search
engines like YouTube and Bing. It will give you related keywords, in

addition to data about the one you searched.

According to their website, they offer keyword insights that are
“hidden in Google’'s Keyword planner.”

In recent months, Google announced restrictions on the data in
their keyword tool, and also started limiting data based on whether
or not you are running Google AdWords campaigns. So, the best
advice for your Amazon keyword research is to use several different
tools. and then cross-reference your findings to get a broader
picture of which keywords will be most important to you and your
product.

| always find it's beneficial to do a manual search in Amazon with
any new keywords | am researching, to see if the results are relevant
for my particular product.



http://keywordtool.io/pro

LSIGraph
This is a tool that generates latent semantic indexing (LSI) for your
keywords, and it's totally free! Check out LSIGraph.

And what, exactly, does latent semantic listing mean? It means
LSIGraph will give you a list of relevant key terms, to give you new
keyword ideas.

Again, cross reference LSI's data with the data from other tools.
Although this tool is free, it does not give you data such as search
volumes, so you'd have to refer back to Google KWP or keywordtool.
io for that.
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LS| Graph/ LS| Keyword Generator

Start generating Latent Semantic Indexing (LSI) Keywords for your SEO needs with our free
LSI Keyword Generator tool.

bamboo marshmallow sticks

I'm not a robot
reCAPTCHA

- bamboo smores sticks

- bamboo cooking sticks

» bamboo sticks for roasting marshmallows
. campfire skewers for marshmallow

- marshmallow roasting sticks diy

» extra long marshmallow roasting sticks

- metal marshmallow sticks

» marshmallow sticks for parties

- sticks for roasting marshmallows

- marshmallow sticks for roasting

» marshmallow roasting sticks home depot
- marshmallow roasting forks

» roasting marshmallow skewers

- long skewers for roasting marshmallows Y
- long wooden sticks for smores

» where to buy marshmallow sticks

. wooden marshmallow roasting sticks
- bonfire marshmallow sticks



http://www.lsigraph.com

Jungle Scout

Keyword (KW) research is really important, but what can really drive
fantastic insights is seeing which keywords generate the most sales
on Amazon itself.

This is where Jungle Scout can help validate your research.

First, take the KW from your research and plug the top terms into
the Amazon Search Bar. Then, open up the Jungle Scout chrome
extension (either JSLite or JSPro) to get the data for those keywords.
For example, here you can see information for the search “Workout
gloves with wrist support”, as compared to a search for “Workout

gloves crossfit™:

“Workout gloves with wrist support”

I All Depariments ~  workout gloves with wrist support

e
(‘é

Avg. Sales Avg. Sales Rank Avg. Price Avg. # Reviews
J JUNGLE pro 366 6,443 $18.43 304
# + Product Name Brand Price Category Rank SEaT;.s Est. Revenue  #of Reviews Rating BB Seller
1 2-Fitness Womens Mens Fitness Weight Lifting G.. 2-Fitness $13.90 Sports & Outdoors #75 722 $10,036 196 45 NA.
2 Weight Lifting Gloves With Wrist Support For Gy Nordic Lifting $19.95 Sports & Outdoors #19 878 $17.516 863 45 NA
3 Harbinger 1250 Training Grip WristWrap Glove B, Harbinger $17.99 Sports & Outdoors #1473 579 $10,418 1154 45 NA.
4 NEW Weight Lifting Gloves Fitness Gym Training Trovis $12.94 Sports & Outdoors #1922 51 $6,612 281 4 NA
5 Weight Lifting Gloves with Wrist Wrap Support - F Olympiada $19.95 Sports & Outdoors #9587 166 33312 163 45 NA.
6 Harbinger 140 Pro WristWrap Glove (Black) Harbinger $16.99 Sports & Outdoors #1,303 607 $10,313 567 45 NA.
7 Weightlifting Gloves with Wrist Wrap Support for Steel Sweat $14.99 Sports & Outdoors #4500 252 $3,777 39 45 NA
8 Meister Wrist Wrap Weight Lifting Gloves w/ Gel Meister MMA $14.99 Sports & Outdoors #10,785 158 $2,368 239 4 NA_
9 Cross Training Gloves with Wrist Support for WO Mava Sports $32.95 Sports & Outdoors #2147 480 $15,816 279 45 NA
10 TClian 620 Men's Training Fitness Gym Gloves, TClian $12.99 Sports & Outdoors #7735 179 $2,325 76 4 NA
1 Weight Lifting Gloves With 12" Wrist Support For ... Nordic Lifting $19.95 Sports & Outdoors #6751 186 $3.711 T 45 NA.
12 Cross Training Gloves with Wrist Support for WO Mava Sports. $29.95 Sports & Outdoors #3171 362 $10.842 401 4 NA.
13 Weight Lifting Gloves With 12" Wrist Support For . Nordic Lifting $19.95 Sports & Outdoors #25335 88 $1,756 A 45 NA.
14 Kasp Exercise Gloves with Wrist Support Wraps Kasp $18.99 Sports & Outdoors #10,856 158 $3,000 149 45 FBA
15 Gym Gloves with Wrist Support for Gym Workou... Muscle Comp.. $9.99 Sports & Outdoors #9691 165 $1648 28 45 NA

“Workout gloves crossfit”

l All Departments ~  workout gloves for crossfit Q Catch Cl[
-

-

&

Avg. Sales Avg. Sales Rank Avg. Price Avg. # Reviews
J JUNGLE pfo 335 12,245 $22.96 342
# + Preduct Name Brand Price Category Rank SEa T:s Est. Revenue #of Reviews Rating BB Seller
1 The Gripper Glove | Callus Guard WOD Workout Fit Four $24.95 Sports & Outdoors #967 667 $16,642 584 4 NA
2 Weightlifting Gloves w/ Washable Ladies Gym W... RIMSports $19.99 Sports & Outdoors #1,162 632 $12,634 256 45 NA.
3 Weight Lifting Gloves With Wrist Support For Gy Nordic Lifting $19.95 Sports & Outdoors #19 878 $17,516 863 45 NA
4 Weightlifting Gloves for Gym Fitness Bodybuildin. - Crown Gear $39.97 Sports & Outdoors #24.154 92 $3,677 324 45 NA
5 Weight Lifting Gloves With Wrist Support For Gy Nordic Lifting $19.95 Sports & Outdoors #519 878 $17,516 863 45 NA
6 Weightiifting Gloves for Gym Fitness Bodybuildin. . Crown Gear $39.97 Sports & Outdoors #24,154 92 $3,677 324 45 NA
7 Cross Training Gloves with Wrist Support for WO...  Mava Sports $29.95 Sports & Outdoors #1711 362 $10,842 401 4 NA.
8 Fit Active Sports Weight Lifting Gloves with Wrist._. Fit Active Spo. $26.95 Sports & Outdoors #24,008 93 $2,508 108 45 NA
9 Cross Training Gloves with Wrist Support for WO Mava Sports $32.95 Sports & Outdoors #2147 480 $15,816 279 45 NA
10 Weightlifting Gloves with Wrist Wrap Ladies Gym.. RIMSports $25.99 Sports & Outdoors #11,392 154 $4,002 10 45 NA.
" B Nooch™ Premium Gold Label Weightlifting, Cr. B Nooch $19.95 Sports & Outdoors #34 447 61 $1,217 594 4 NA
12 2-Fitness Womens Mens Fitness Weight Lifting G.. 2-Fitness $13.90 Sports & Outdoors #7175 722 $10,036 196 45 NA
13 YYGIFT® Durable Microfiber Cloth Non-slip Glov YYGIFT $8.00 Sports & Outdoors #19,762 110 $880 51 4 NA
14 Weight Lifting Gloves With 12" Wrist Support For Nordic Lifting $19.95 Sports & Outdoors #6,751 186 $3.711 T 45 NA
16 RDX Women Leather Gym Weight Lifting Gloves... RDX $17.99 Sports & Outdoors #27,925 ) $1,421 103 45 NA.
16 Stark Weightlifting Gloves - Bodybuilding, Crossf. Stark Sports $12.99 Sports & Outdoors #13718 141 $1,832 44 45 NA
17 Gym Gloves Alternative | Leather - Neoprene We. GymPaws $19.99 Sports & Outdoors #3,867 299 $5,977 898 45 FBA

18 Best Fingerless Weight Lifting Gloves with Wrist... Product Stop,.. $19.83 Sports & Outdoors #20,779 106 $2,102 85 45 NA.
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From this, we can see which products have had the most sales,
revenue and reviews, and are being found for the keyword(s) you
searched for.

You can also compare several keywords, to see which products have
the highest average sales per month and a wealth of other data.
You can then add a column in your keyword research spreadsheet
to rank each keyword based on revenue potential, based on actual
Amazon sales data.

Amazon’s A9 Algorithm

Now that we've done some research on
our potential keywords, how do we
optimize our listing? First, it's important to
understand how Amazon searches work.

The brain behind Amazon’s search
engine is the A9 Algorithm - a subsidiary
company. If you're a data nerd, and you
want to find out more about how it works,
then go crazy! It's pretty interesting stuff.

But for those of you who just want the Cliff Notes version of A9, it
works to match a customer’s search query with the most relevant
products in the catalog. It does this in an instant.

And this is crucial to Amazon’s business model because it powers
the one primary metric that matters the most: revenue per click.
Offering the most relevant products to their customers is the best
way for Amazon to generate sales.

In Amazon'’s article on optimizing listings, they state:

Factors such as degree of text match, price, availability,
selection, and sales history help determine where your
product appears in a customer’s search results. By
providing relevant and complete information for your
product, you can increase your product’s visibility and
sales.

So, in a nutshell, your listing needs to be comprehensive, with
relevant information that includes top keywords, as | have already
mentioned.


https://sellercentral.amazon.com/ap/signin?_encoding=UTF8&language=en_US&openid.assoc_handle=sc_na_amazon&openid.claimed_id=http%3A%2F%2Fspecs.openid.net%2Fauth%2F2.0%2Fidentifier_select&openid.identity=http%3A%2F%2Fspecs.openid.net%2Fauth%2F2.0%2Fidentifier_select&openid.mode=checkid_setup&openid.ns=http%3A%2F%2Fspecs.openid.net%2Fauth%2F2.0&openid.ns.pape=http%3A%2F%2Fspecs.openid.net%2Fextensions%2Fpape%2F1.0&openid.pape.max_auth_age=0&openid.return_to=https%3A%2F%2Fsellercentral.amazon.com%2Fgp%2Fhelp%2Fhelp.html%3Fie%3DUTF8%26itemID%3D10471%26ref_%3Dag_10471_cont_69064&pageId=sc_na_amazon

Anatomy of An Amazon Product Listing

Finding the right keywords is just one part of the story. It means
getting found.

But it's also important to change those people who found your
listing into paying customers. So we need to ensure our listing is
both optimized and kick-ass at converting.

Let's take a look at how an Amazon listing is put together, and how
you can make sure it ticks all of the boxes.

There are 4 key elements to an Amazon listing:

Title

Product Photos

Product Features (Bullet Points)
Product Description

<KL

Patio, Lawn & Garden > Grills & Outdoor Cooking » Outdoor Cooking Tools & Accessories > Grilling Cookware & Rotisseries » Grill Rotisseries

PRODUCT TITLE

by Jungle Stix
FArfrirdr v 138 customer reviews

Price: $19.76 . GetThe BestDeal

In Stock.
This item does not ship to Vancouver, Canada. Please check other sellers who may ship internationally. Learn more
Sold by Jungle Creations and Fulfilled by Amazon. Gift-wrap available.

PRODUCT PHOTOS

PRODUCT FEATURES

(BULLLET POINTS)

Used & new (4) from $17.10 & FREE shipping on orders over $49.00. Details

© Report incorrect product information.

Product Description
Bring life to the party with Jungle Stix, the Premiere Brand of Bamboo Marshmallow Roasting Sticks!

Roast responsibly with Jungle Stix, premium 100% bamboo sticks.

Adults and kids alike demand Jungle Stix for their roasting needs, whether at a campfire, patio grill, bonfire, or beach fire. Here's why:
»EXTRA LONG FOR SAFETY - 36" length means that no one has to get anywhere near the fire in order get the perfect char on their food.

»EXTRA DUTY STRENGTH - Smm diameter sticks means that whether it is a flily-loaded stick of marshmallows, or marshmallow, hotdog, sausage, kebab, or any other delicious food ideal for roasting, Jungle Stix can
handle the weight.

»KID-FRIENDLY & SAFE - Jungle Stix are designed with family fun in mind. Nothing brings people together like a warm campfire, which is why you can rest easy when your kids are holding the semi-sharp sticks, unlike
other hazardous sharp products on the market, Furthermore, you will not see Jungle Stix premium bamboo splinter or break, as they are designed to be smooth and withstand high heat and fire.

»GREAT VALUE - Get more for your money with Jungle Stix: 110 sticks per unit will last you through several seasons and many fun occasions.

Buy Now and receive Jungle Stix' 100% Money-Back Guarantee! We are so certain that these bamboo roasting sticks will bring life to your next occasion that we offer a 90 day no-questions-asked
refund policy. All proceeds from Jungle Stix will be donated to a non-profit organization impacting lives every day.

The great thing about Amazon is that Jeff Bezos and his team have
spent a lot of money and time optimizing their website, so you
don’t have to.

Yeah, it might seem frustrating that the only content you can add
is within the restrictions of an Amazon listing..but this is also a
blessing! It makes it super-easy to concentrate on getting all the
right content on the page.
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Here are some best practice guidelines for each element:

Title

You have a 250 character limit (for most categories), and you should
use it. All of it!

Some categories are allowed longer product titles and others have
a slightly shorter limitation. The point is, you need to use all of the
real estate Amazon gives you - big or small.

Here are some best practice takeaways for writing killer product
titles:

© Remember: you are writing your title for humans!

© Include something of added value, such as a product benefit
or a key element that differentiates you from your competitor.

For Jungle Stix, | added things such as size, material and quanti-
ty. | even mentioned that Jungle Stix are eco friendly and biode-

gradable (of course they are!)
‘ _ /{ Sausage, Eco and Environmentally Safe 100%
' '/ Biodegradable

\\ i : / b_y Jungle St_ix

© Include your priority target keywords, but don’'t keyword-stuff.
Keywords in titles have the biggest effect (compared to features
and description), so think about which keywords you want to use
in your title carefully.

Bamboo Marshmallow S'mores Roasting Sticks 36
Inch 5mm Thick Extra Long Heavy Duty Wooden
Skewers, 110 Pieces. Perfect for Hot Dog Kebab

Product Photos
You can have up to 9 images, including a lead image. Use all of
them.

Images are extremely important. People are drawn to visuals, and
most potential customers will use your product images to form
their first impression of your product.

Here are some best practice tips for your product photos:

v Ensure images are at least 1000px in width and 500px in
height (the more pixels the better)

¢ Invest in professional photographs, to ensure high
resolution

v The main image needs to have a plain white background
and cannot include watermarks, infographics or anything
that will deceive the customer



Show your product from different angles, zoomed in and
zoomed out

Have an image showing your product packaging

Include some lifestyle images, showing the product in

AN

use

Take some photos to demonstrate the size and scale of
the product

Utilize infographics (for images other than the main
image) to demonstrate key features of the product, or
to show a money-back or 100%

satisfaction guarantee. Here's an

example from Jungle Stix where

we used an infographic to show

the size of the product:

Get creative and make sure you have a wide range of images to
give customers visual references to your product and packaging. My
best advice, unless you are a photographer, is to pay a professional
to take the pictures for you.

Amazon customers are looking for high quality images and, unless
you have either the kit or know-how to create incredible photos on
a budget, you'd be better off paying a pro and saving your time.
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Product Features

This gives you the opportunity to include bullet points about
the features of your product. It's recommended that you have 5
or more points in your listing. The official character limit is 1000
characters.

Key takeaways:

© Put yourself in the shoes of the customer; what do they want
to know?

© Why should they buy your product over an alternative? Re-
member to add value!

© Try to answer any customer objections that might come up;
you can also add to, or edit this with any questions you get about
the product over time

© Does the product solve a problem? Explain how!

© Include any guarantees or warranty you are offering (Amazon
offers the A-Z guarantee anyway, so go ahead and utilize that)
© Is the material high quality? Mention it.

Product Description

Here you have a whole 2000 characters to take a deep dive into
your product! Make sure you use as much of your character limit as
possible. Without keyword stuffing, of course.

Feel free to elaborate on any of the features you mentioned in your
bullet points. Those need to be sharp and short, but interested
visitors can read more about your product here, in the description
field.

And the same rules apply when writing any content for the web -
make sure it's easy to read:

© Lead with the features and benefits to the customer, and talk
about the product secondary to that

© Keep sentences short - between 15 and 25 words

© Keep it relatable - use language you would use if you were
speaking to someone

© Make them believe it's something they need

© Try and use a storytelling approach about the product

© Include target keywords where possible, without affecting
the decription’s readability



Bonus: Hack your product URL with keywords

Did you know that you can include your top keyword in the
product URL? Here's a breakdown of how | do it, using Jungle Stix
as an example:

When first creating your listing:
1. Typeyour main keywords in the Product Name
a. Don'tinclude your brand name, just
non-branded keywords (higher search
volume)
2. Add your brand name in the Vital Info tab (you can
change this later)
3. Click “Save & Finish” without adding any additional
information
4. Check back in a day to see if Amazon saved our

. listing with your main keywords in the URL

Keyword Section

There is also an area in seller central where you can list all of your
target keywords.

Although | have been telling you not to keyword stuff this entire
chapter, this is the one place where you can list all of the relevant
keywords for your product.

In this area of Seller Central, keyword stuffing is encouraged! :)

Tip: relevance is still important, so that Amazon can make sense
of what it is you are selling.

amazon services

seller central

Bamboo Marshmallow S'mores Roasting Sticks 36 Inch Smm Thick Extra Long Heavy Duty Wooden Skewers, 110 Pieces. Perfect for
Hot Dog Kebal Eco and Envir Safe 100% Bi (View amazon detail page)

ASIN: BO17VXKVXE

Product Name: Bamboo Marshmallow S'mores Roasting snzks 36 Inch
Smm Thick Extra Long Heavy Duty Wooden Skewers, 110 Pieces, Perfect
for Hot Dog Kebab Sausage, Eco and Environmentally Safe 10w
Biodegradable

Product ID: 637801993110

Product ID Type: up

Category (item-f lvpe) grill-rotisseries

Competing Marketplace Offers
2 New from $19.88 + $0.00 shipping

Amazon Sales Rank: 756

vital Info variations Offer Images Description More Details Adva

Platinum Keywords @  marshmallow sticks

Add More Remove Last

Search Terms @ candy.....or marst

lifetime bonfires starting cookbook barbeque barbecue toasting toddlers saus
5-piece winter create indoor return hotdog inside holder hiking repair refund 1
girls maker white goals mallo bonus discs backs great green grill carry books

stix chef dont spin dogs spit does stik disc coat days star come cook stay 10C

Add More Remove Last

Target Audience @  adults

children
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Best Practice

So that you steer clear of the pitfalls that might cause your listing to
rank less favorably in Amazon search, here are some key things to
avoid:

© Don’t include your competitor’'s brand name or any mis-
leading information. Basically, don't lie to Jeff Bezos! You could
even end up with products being removed or having your
account suspended. Including your competitor's names might
seem like a great idea, but it's a black-hat SEO technique that
will only bring you trouble..not the success you were hoping for.
© Don’t keyword stuffl Amazon calls this “providing redun-
dant information captured in other fields”. When it comes to
keywords in the copy on your listing, more is not always better.
Remember, you're writing your product titles and descriptions
for human beings who want to buy a product. Yes, you need to
include your keywords, yet in a natural way. It's an art but you'll
soon get the hang of it!

© Don’t use punctuation in keywords. Only use a single space
to separate keywords; no commas, semicolons, dashes, etc.
Anecdotally, including punctuation can reduce the number of
keywords for which your product ranks.

© Don’'t add common misspellings, variants, or synonyms

to your keywords section. Amazon captures common related
words or spellings, so no need to include those in your keywords
section. For example, “marshmallow stick”, “marshmellow stix”,
and “marshmellos stick” will all be captured with just one key-
word. Clever, huh?! It saves you a lot of work.

Optimize, optimize, optimize!
As mentioned in the tips above, you can use the Jungle

Scout listing grader to check your final listing for any gaps or
improvements you could/should make.

Even after you've put in some work to get your listing ready to go,
that doesn’'t mean it's the end of the optimization road..not if you
want to continue to improve sales and profits, anyway.

There are several things you need to think about, now and in the
future, including:

© Cet reviews - social proof your product is worth buying is
super important

© Improve your photography - product images can make or
break a listing

© Split testing - run experiments to find out how small changes
to your listing will improve average sales

© Run Amazon PPC (pay per click advertising) campaigns

© Set up automated email campaigns to help get you those
oh-so important reviews from your customers


https://members.junglescout.com/product-listing-grader?utm_source=ebook&utm_campaign=howtosellonamazon

Recap

This whopper of a chapter has covered everything you need to
know to get your product ready for sale while you're waiting for it
to be imported. The main aspects of optimizing your listing are:

© Understanding how Amazon searches work

© Doing thorough keyword research

© Creating a full and complete listing, with amazing photogra-
phy and keyword optimization

© Adding all relevant keywords to the keyword section in AMZ
seller central

In the next chapter, we're going to take a look at all of the above in
even more detail. So please take a moment to review this chapter's
recap and then let's get to it! )

FURTHER READING

[Video] 5 Amazon Seller Hacks for you to try -

12 steps to better Amazon product listing
copywriting

[Video] If you are going to try your own product
photography, watch this for some tips

How to craft the perfect Amazon listing that sells



https://www.youtube.com/watch?v=gh0neJeiZSY

https://www.junglescout.com/blog/amazon-copywriting/?utm_source=ebook&utm_campaign=howtosellonamazon

https://www.junglescout.com/blog/amazon-copywriting/?utm_source=ebook&utm_campaign=howtosellonamazon

https://www.youtube.com/watch?v=OB73xG38has
https://www.youtube.com/watch?v=OB73xG38has
https://www.youtube.com/watch?v=OB73xG38has 
https://www.junglescout.com/blog/amazon-seo/?utm_source=ebook&utm_campaign=howtosellonamazon

=
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Chapter 6

Post Launch Sales

You want to start getting sales pretty quickly after you launch,
right?

Of course you do!

We know that sales velocity and sales history are important in the
ranking algorithm, so how do you achieve this before you even
make your first sale?

Many first-time sellers are often surprised to see a trickle of sales
coming in pretty soon after their listing goes live. If you created a
really good listing, this is quite normal, depending on what niche
you are in. But you shouldn’t rest on your laurels, just expecting
the sales to keep rolling in. Increasing your sales numbers, and
maintaining a constant flow on purchase orders takes work.

But there are several things you can do to spice up your post-
launch strategy and increase your sales, including:

¢ Running Automated Email Campaigns

« Running Amazon PPC (Pay Per Click) Ads

« Running Promotions

¢ Continued optimization of your product listings

If you want to go deeper and do some more research on these
topics, then this chapter is key! There are a lot of useful resource
links in here for you to dive into.




Follow-up Email Campaigns l

A common practice across the ecommerce sector is to utilize
automated emails to improve the customer experience and build a
rapport with your customers. And Amazon is the perfect platform
to take advantage of that practice. That's because you can use the
seller/buyer messaging system (either on your own, or with the help
of sites like Jump Send or Feedback Genius) to schedule a series of
emails that go out to your customers.

The core benefits of scheduling automated emails are as
follows:

© Keeps your customer informed at all stages of the purchasing
cycle

© Follow-up emails promote a stronger customer relationship
© Prevents negative feedback in reviews

© Increases your chances of getting some organic positive
reviews

Disclaimer: | created Jump Send to address the challenges specific
to Amazon sellers, so it is incredibly simple, yet effective

Email Campaign Ideas

So let's take a look at how you can make your customers happy
customers, who may even choose to leave you a shining review, or
become repeat customers. Here are a few email ideas to get you
started:

#1 - Confirm when Out For Delivery

| like to send this one out around 2 days before the customer is
scheduled to receive the product. It helps open up the lines of
communication and gives the customer some useful information
about their order. The

main goa| here is to build OutforDelivery # | FeedbackRequest &  Second ReviewReminder #  +
rapport.

Message Active

Send Message To The Buyer

Here's how the simple
set-up might look within

Jump Send:

After Order Has Been

Subject

Thanks for your order of {{ Product Name }}



https://www.jumpsend.com/?utm_source=ebook&utm_campaign=howtosellonamazon

And here is a sample email, which you can use. But add a little
personality and some information about your brand. You want to
make a friendly first impression:

Thank you for your order of {{ Product Name }}

To find your order details quickly just click here: {{
Order Link }}

CHAPTER 6

Should you have any questions, or if you experience
any problems with your order, please {{ Contact Link }}
right away and we’ll do what we can to make it right.
We want to ensure you receive the best in customer
service and are 100% happy with your purchase so feel
free to contact us about any queries.

Thank you,

Name

You can easily use insert auto-fill tags in Jump Send, which makes
creating your email templates easy as pie:

Insert Auto Fill Tag

& Buyer Name % Seller Feedback Link

& Buyer First Name % Product Review Link

¥ Product Name % Product Review Link Button
& Product ASIN % Contact Link

¥ Product Image % Tracking Link

™ Order ID M Carrier

% Order Link M Tracking Number

% Seller Feedback Link

#2 - Two Days After Delivery Follow-up

Continue to build rapport by immediately sending another email
after the customer receives the product, and while they are still
excited about their shiny new ‘toy'.

Providing you created some excellent product listing copy
previously (and | know you did because we covered it in the last
chapter!), then you should have primed the customer with the
knowledge of why they should love the product.




In this email, you want to provide customers with a point of contact
should they have any issues (this helps you avoid returns and
negative reviews). You want to keep them happy, and to let them
know you want them to get in touch with you if they have any
guestions or problems.

You can also ask for Seller Feedback. Don’'t be afraid to let people
know that you're a small family run business, or to describe

your business in a way that helps customers to relate to you. Let
them know that their feedback would be very helpful and much
appreciated. :)

#3 - Seven Days After Delivery Follow-up

The goal of this email is to complete the purchasing-cycle and to
ensure you have a final touchpoint, once the customer has had
some time to use and enjoy the product. It's your last chance to
make sure the customer is happy and to reinforce the value of the
product.

Out for Delivery & Feedback Request & Second Review Reminder & +

Message Active

Send Message To The Buyer

After Order Has Been

Subject

Small Favor =)

Again, you may want to ask for Seller Feedback. | would also advise
testing the time in which to send this final follow-up.

Seven days is a good timeframe, as the customer may still be
emotionally invested in the product and service. On the other hand,
waiting a little longer to send out that last email may give them
time to fully appreciate the benefits of your product. They may be
more likely to leave a review!
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Don’t send too many emails and continually test what is and

isn't working. Tweak your email schedule and tactics, if you're not
getting the results you were hoping for. Personally, | cap the emails
at three per order, so that | am not bombarding customers with
each purchase.

Give each email a purpose. Think about why you are sending
each email and what it offers the recipient. Sure, you want your
customers to remember you, but each email needs to offer them
something too. Whether it's a useful update, or an opportunity

for the customer to let you know if they have any problems or
feedback, these emails are a fantastic way to reinforce the value
of the product to each customer. But don't talk about yourself too
much. Remember, it's all about them!

Establish goals and track them! If you need more product reviews,
or are focused on gaining seller feedback, keep a close eye on how
your email campaigns affect these metrics.

And keep in mind, these emails are sent to all of your customers.
You need to keep the content appropriate for all of your buyers, for
each of your products.

Amazon PPC Ads

Next up, let’s talk about Amazon PPC. If PPC is a new concept

to you, it means “Pay-Per-Click” advertising. On Amazon, that
means you can run ‘Sponsored Ads’ and only pay for the ad when
someone clicks on them.

Here's what sponsored ads can look like in the Amazon search
results:

CYBER MONDA

Hello, kym
Your Account - Try Prime - Lists ~

marshmallow stickss

amazon
p—

Departments. - Browsing History ~  Kym's Amazon.com  Cyber Monday  Gift Cards & Registry ~ Sell  Help

1-16 of 5,143 results for "marshmallow sticks™

xtra Long Marshmallow “' =
Roasting Sticks
——

mKitchen World Premiumn Marshmallo. ..

| [Sponsorex d
Best Seller

~J' Marshmallow Roasting Sticks kit-Telescoping Stainless Steel Cookware Set Forks for Smores — Best Camping &

Accessories for Kids over campfire & Hot Dog Fire Pit... P o

¥ & 277

I
“l“.é by ArTes.
; $14%7 $30.67 wrime

Get it by Tomorrow, Nov29

Marshmallow Roasting Sticks kit-Te.
$1497 $35.99 prime
Arddrted 257

uery, Bamboo Marshmallow S'mores Roasting Sticks 36 Inch 5mm Thick Extra Long Heavy Duty Wooden Skewers, e
| ‘$
i

ro
s ewing > our delicious
3 8 arshmallows! Check the
nry
. \-N ‘ ““‘ ( Il
\ a | /// 110 Pieces. Perfect for Hot Dog Kebab Sausage, ... \ ",
o P I‘ / by Jungle Stix \ /i
\ ] i
ichen adgets \ / /,
in o Spatuias lf $23% $44.90 prime \ /
s A\ j i/ ettty Temeray: e o orcers Bamboo Marshmallow Smores Roa.
o \ _STICKS - Wooden skewers are also perfectfor marshmalows | S23°° $38:09 vBrime
ries e




Where these ads appear varies. It depends on the search, Amazon'’s
algorithms and the marketplace that's being searched.

But, this example shows how important Amazon PPC can be, when
it comes to your presence in the search results. In fact, | would say
this is a vastly underutilized tactic amongst sellers. That means it
can be a great way to get ahead of your competitor(s)!

Your products are more visible in Amazon'’s search
engine

Easy to setup and manage (compared to other PPC
platforms)

Increase traffic

Improve your sales

Get a good ROI (return on investment)

Get lots of data about what your potential customers are
searching for

v Improve your organic listings too!

LKL < X

Plus, as we know, there is a huge audience ready to buy. People
often go to Amazon to research a product they actually want to
buy, so they're naturally further down the sales funnel. This means
they're more ready (and more likely) to purchase.

So you don't have to see your advertising budget go to waste. With
PPC, you can expect to see a healthy return on investment. Again,
this is in comparison to other PPC models.

For example, searchers may not be ready to purchase when they're
looking at products using Google. They're more likely to be in the
Awareness or Consideration phase of the sales funnel. Paying for
PPC ads here may not be as beneficial as PPC ads on Amazon,
since many searchers are further away from the Purchase phase.
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Awareness

Exposure via inbound marketing. Awareness
Consumer realises their need for a
product. i i
ideration

Potential customer researches ® o @ O
their decision whether a product \ W ' ' ' '
matches their needs. A f

e & & & & O
Purchase —
Potential customer is ready to ' ' ' ' ' '
purchase a product. w i i i i i i
Retention
Customer service, fulfillment and s & i i
communication promote retention ' '

and loyalty.
Amazon customers are often

already in the consideration

,l_S_JUNGLE SCOUT or purchase phase.

As the above illustration shows, there are more people in the
consideration and purchase phases of the funnel compared to
‘awareness’. This is a great position to be in for advertising.

How Much Will Amazon PPC Cost?

The cost of PPC depends on many different factors. But, the good
news is you have total control over this. You can increase, decrease
and pause campaigns and keywords at any time.

When we talk about ROl with Amazon PPC, we will also refer to the
term ‘ACoS’ or Advertising Cost Of Sale:

ACoS is the percent of attributed sales spent on
advertising which is calculated by dividing your
total spend by attributed sales. You can view

ACoS by campaign or at keyword level.

So with ACoS, the higher the figure, the more money it cost us to
acquire the sale. We're looking for a healthy, low ACoS, which can
be viewed at campaign and keyword levels.

For example, if you spent $S4 on advertising that resulted in $20 of
sales, your ACoS would be 20% (4 divided by 20).

If you're thinking about running Amazon PPC for the first time, you
need to ask yourself how much you are willing to spend. You don't
want to impact your net revenue too much; you want to ensure this
is a fruitful pursuit.



In other words, you need to know how much profit you have to play
with.

Here's an example:

Product cost of 510
goods (COGS) is
FBA and other fees is S15
Total cost to you = $25
Listing price to $35
customer is
S35 -S25= S10

TOTAL PROFIT IS $10

With this knowledge, you can decide how much of your profit you
are willing to spend on PPC ads to get more sales.

Running PPC Ads - The (Basic) Strategy

There's a strategy | use for my PPC campaigns that ensures |
capture the relevant keywords people are searching for and,
crucially, which of those keywords convert to sales.

Here's a simple rundown of how my strategy works:
1. Run an Automatic campaign for a week

© Set a budget of around $10/day

© Don't expect to generate profitable sales; rather, this is to
generate a list of search queries customers actually use

© Be patient and wait for the magic to happen!

2. After a week, find the keywords that convert into sales

© It'simportant to run the above campaign for a week; you
need to get enough data

© Find keywords that perform well by reviewing the ACoS at
keyword level
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© Manual campaigns give you greater control, so you'll want to
pull the high performing keywords out

You can add up to 1000 keywords to a manual campaign
Continue to refine your keywords, adjust your bids and moni
tor what is performing and what is not

©
©

Use Negative Keywords

It's worth noting that | often leave my automatic campaigns
running, even after | set up a manual campaign. To do this
effectively, | simply add any keywords | pull out into a manual
campaign as ‘negative’ keywords in my auto campaign.

This means | can keep fishing for new keywords and opportunities,
while pulling out and maximizing profit on the ones | already know
perform well.

Do Your Own Keyword Research

Although running an auto campaign is a quick and effective way
to mine for keywords, you can also do your own manual keyword
research. As discussed in Chapter 2, Google’s Keyword Planner is
a good place to do this. But bear in mind, the tool is based on
Google’s search data, not Amazon's.

Keywordtool.io has an Amazon search tool, but as a free user, you
will have limited access.

For me, putting some money into an auto campaign saves me
time and gives me actual search data from Amazon. Plus, it's

really interesting to me as a seller to be able to look through the
results and see what people are searching for in relation to my own
products.


http://adwords.google.com/KeywordPlanner
http://keywordtool.io/pro

Manual PPC Campaigns

Hopefully you will be pulling performing keywords into your
Mmanual campaigns in no time. Monitor these keywords frequently

from

here to:

v

bids on those

v

Look out for keywords have a lot of clicks and low

Identify when keywords perform well and increase the

conversions (thus, a high ACoS); you can gradually reduce
your bids and potentially even pause those poor

Tip: Check out this step-by-step guide to creating your first
campaign.

A Word On Match Types

In @ manual campaign, you need to be aware of match types.

Keyword match types are parameters that can be set on your
keywords to control which searches trigger your ads to appear.

You are able to use three different types of keywords, which will
trigger your ads in different ways. Here's an overview of how those
match types work:

Matches To

Summary

Will Fire On

Won’t Fire On

All keyword terms,
synonyms, any order,
abbreviations,
misspellings, etc

Exact phrase or
sequence of words

Search query must
exactly match the
keyword and sequence
of words

Broadest reach, least
targeted.

More relevant than
Broad match, though
Amazon can still show

ads when it wants.

Most restrictive match
type.

Identify new keywords.

Identify new long tail
keywords.

More relevancy,
Amazon prefers to show
these

Expensive ACoS. Least
likely to be shown

Not full control of all
impressions.

Requires time/money to
find good exact match
keywords.

Bamboo skewer,
eco-friendly bamboo
skewers, bamboo
marshmallow roasting
sticks, bamboo sticks

Eco-friendly bamboo
skewers, BBQ bamboo
skewers, marshmallow

bamboo skewers

Bamboo skewers, bamboo
skewer, bamboo skiwer

Stainless steel sticks

Bamboo marshmallow
roasting skewers,
bamboo sticks, bamboo
BBQ skewers, skewers
made from bamboo

Eco-friendly bamboo
skewers, BBQ bamboo
skewers, marshmallow

bamboo skewers
Skewer bamboo

This works in a similar way to other advertising platforms, like
AdWords and Bing ads.

Using broad and phrase match types as a tactic opens up your
ads to a wider audience, which is great when mining for keywords.
Alternatively, exact match is a way to target very specific terms;
perfect for when you know what keywords perform well and when
you want to improve ROl by honing in on those customers who are
ready to buy.



https://www.junglescout.com/blog/amazon-ppc-best-practices/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/amazon-ppc-best-practices/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/amazon-ppc-best-practices/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/amazon-ppc-best-practices/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/amazon-ppc-best-practices/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/amazon-ppc-best-practices/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/amazon-ppc-best-practices/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/amazon-ppc-best-practices/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/amazon-ppc-best-practices/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/amazon-ppc-best-practices/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/amazon-ppc-best-practices/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/amazon-ppc-best-practices/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/amazon-ppc-best-practices/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/amazon-ppc-best-practices/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/amazon-ppc-best-practices/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/amazon-ppc-best-practices/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/amazon-ppc-best-practices/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/amazon-ppc-best-practices/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/amazon-ppc-best-practices/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/amazon-ppc-best-practices/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/amazon-ppc-best-practices/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/amazon-ppc-best-practices/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/amazon-ppc-best-practices/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/amazon-ppc-best-practices/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/amazon-ppc-best-practices/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/amazon-ppc-best-practices/?utm_source=ebook&utm_campaign=howtosellonamazon
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As to be expected, broad and phrase match campaigns often

cost more, because they allow for more variance in search terms.
However, these keywords are also the best way to get more
information about what your potential customers are searching for,
to find products similar to yours.

This is where you can continuously review your data and emphasize
the keywords you are targeting and what match types you use for
those keywords.

v amazon.com v Q_ Messages | Help | Settings

amazon seller central INVENTORY ~ PRICING ORDERS  ADVERTISING [REPORTS | PERFORMANCE

Sungle v Payments
— Amazon Selling Coach
Your request to generate a Search Term Report is being processed.  Business Reports
It can take p to 5 minutes from the fime of your request to generate art s ready, you can download it below.
Fulfiiment

Advertising Reports

Use this page to access reports about your advertising performance including impressions, dlicks anu speins.
Performance Over Time | Performance by SKU [§Search Term Report | Estimated Page 1 Bid | Other ASIN Report | Campaian Performance Report

How g use this report

Search Terr

wemessa ] DOWNI0ad your Search Term Reports in Seller Central.

tify high performing customer search terms.
Thi rt ide H
(m‘\star;\psosgs:sx‘(:: these high performing terms as keywords to the appropriate ad group and consider adjusting your bids to

Reports > Advertising Reports > Search Term Report.

port to identify high performing customer searches for your ads that can increase campaign performance.

Note: The Search T4 itor performance and adjust to mest your business goals.

e difference between a "customer search term"” and a "keyword"?

r search term is the exact set of words a customer enters when searching for a product on Amazon. A
the word or set of words you bid on in Campaign Manager to target your ads to customers.

Leam more

Request a Report

_Request report_
Schedule a Report (edit)
This report is scheduled to run weekly. Click the Edit button to change this setting.
Check Report Status & Download ((Refresh )
Ll "REFEPETIE " T 4 RENTEEETIE P
| — — — — ]
63425016868 Search Term Report 1/28/16 - 3/27/16 3/26/16 3:28:02 AM POT Scheduled
63238016881 Search Term Report 1/21/16 - 3/20/16 3/21/16 3:27:53 AM POT Scheduled
63054016874 Search Term Report 1/14/16 - 3/13/16 3/14/16 3:28:48 AM POT Scheduled
62783016867 Search Term Report 1/7/16 - 3/6/16 3/7/16 2:28:05 AM PST Scheduled
62610016860 Search Term Report 12/31/15 - 2/28/16 2/29/16 2:28:19 AM PST Scheduled (Download |



How Much Time Should | Spend On PPC?

It does take time, and some of your attention, to run successful
Amazon PPC campaigns. But, as | mentioned, it's a huge area of
opportunity.

Amazon is now introducing an automated bidding feature. It's too
early to comment on how successful this is at setting efficient bids.
However, it is always a good idea to keep a close and regular view
of your campaigns to ensure they're performing within your goals
and expectations. Be proactive and reactive with your campaign
management style, and it will pay off!

how to find converting
keywords

Running Promotions
Next up, | want to talk to you about promotions.

Did you know that distributing discount coupons and promotions
is fully compliant with Amazon'’s Terms of Service? It's a great tactic
when you are trying to improve the sales of your product.

In order for your product to show up organically for relevant search
terms, you need to make sales. If progress is slower than you'd

like, you can run a promotion to increase traffic and sales velocity.
This will allow your listing to return more favorably with Amazon’s
search algorithm.

When you start to see improvements, you can stop your
promotions.

Jump
Send coupon distribution tool

Terms of Service & Incentivized Reviews

In October 2016, Amazon made some big changes to their Terms
of Service, which restricted sellers from asking for and receiving
incentivized product reviews. This means asking for reviews in
return for giving a product at a discount, or as part of a promotion,
is no longer allowed.

While this was a big change for the seller community, especially
when it comes to product launches, it is not the end of the world.
And it doesn't mean that promotions have to disappear either.



https://www.junglescout.com/blog/amazon-pay-per-click-optimization/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/amazon-pay-per-click-optimization/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/amazon-pay-per-click-optimization/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/amazon-pay-per-click-optimization/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.jumpsend.com/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.jumpsend.com/?utm_source=ebook&utm_campaign=howtosellonamazon

Optimize - Ongoing Listing Improvements

Moving forward with your listing post-launch, it's important to keep
it optimized. As with most things on the internet, nothing is ever
really final, and things can change. Fast.

In your case, it could be trends in the search terms people are
using, seasonal changes, or what your competitor is doing with a
comparable product.
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Here are some of the key things you can do to continue making
progress, when it comes to the performance of your product listing:

v Continue to improve photography and content, and
enrich with any new keywords you find in the process.

¢ Check your Amazon search terms report to improve and
broaden your original KW research.

v Split test - get measurable data about small changes to
your listing and how it impacts your sales and revenue.

Splitly

v If you get questions or queries from your customers, ask
yourself, “Does my listing answer this question?”. If not,
update it.

v If you're getting complaints that are regularly occurring,
ask yourself, “Does the product need improvements?
Do | need to contact my manufacturer? Does my listing
describe the product in such a way that people are
getting what they expected?”.

Some of these things you can do just by paying attention to what

your customers are saying, and others involve making measurable

improvements and seeing what works best. Right now, it's safe to

assume you will be way ahead of the game if you start split testing
your Amazon private label product listings.
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https://splitly.com/?utm_source=ebook&utm_campaign=howtosellonamazon

Recap

To summarize, there are many things you can do to be pro-active
with your post-launch sales. We have covered running automated
email campaigns, Amazon PPC campaigns, promotions and
coupons, as well as ongoing listing optimizations, including split
testing.

You don't have to do all of these at once, though. Build it up and
keep taking scalable steps towards success. My advice to you is to
take a look at your situation and figure out what you need to do
next:

¢ Are you just starting out and need to gain some
momentum? Think about running a promotion and
some PPC ads.

¢ Have you got a few products listed but you're not getting
many reviews or seller feedback? Try setting up some
well thought out automated emails.

¢ Have your product’s been selling okay for a while, but

you want to improve your profits? Think about optimizing
your listing and running some split tests.

FURTHER READING

[VIDEO] Demystifying PPC for Amazon Sellers

A selection of useful blogs about Amazon PPC

Powerful automated emails to make your customers swoon

How to harness Amazon PPC to power your Split Tests

Powerful Amazon Split Tests and what you can learn from them



https://www.youtube.com/watch?v=BMgRjTuHPCI

https://www.junglescout.com/blog/category/amazon-ppc/?utm_source=ebook&utm_campaign=howtosellonamazon

https://www.jumpsend.com/blog/3-powerful-email-templates/?utm_source=ebook&utm_campaign=howtosellonamazon
https://splitly.com/use-amazon-ppc-to-power-your-split-tests/?utm_source=ebook&utm_campaign=howtosellonamazon

https://splitly.com/5-powerful-split-tests-part-2/?utm_source=ebook&utm_campaign=howtosellonamazon

Financials

Finances and accounting are some of the most important, yet
confusing and complicated, aspects of running any type of
business.

Although it's not my favorite part of running a successful Amazon
business, it has still been a useful learning curve, which has
provided me with some transferable life skills. Or at least that is
how | like to think about it, because every cloud has a silver lining.

i-)

This chapter is going to focus on the important metrics you wiill
want to review to truly understand the financial health of your
business.



Profit
Let's start with the exciting stuff. Profit!

Most simply, your profit is calculated as:
Profit = Revenue - Expenses

Selling private label products on Amazon is a great way to generate
money in a scalable and sustainable way, but we need to make
sure the venture is profitable. Naturally, our incoming revenue
needs to exceed our expenses.

When we did our collaborative launch of Jungle Stix, we
documented all of the various expenses we encountered along
the way. From samples to FBA fees, to shipping costs and paying a
broker, PPC expenses, and any other costs along the way.

| use a spreadsheet to keep track of all of these costs. It helps to
have all of that information in one place, and is an important step
in ensuring the money going out doesn’'t exceed what's coming in
when your product starts to fly off the shelves .

spreadsheet template

Retail Price

A really useful tip, when you're searching for new product ideas
and opportunities, is that you can review the ‘Average Sale Price’ in
Jungle Scout:

=

Avg. Sales Avg. Sales Rank Avg. Price Avg. # Reviews
J JUNGLE pro 762 4,210 $17.27 221

o+ Product Name Brand price Category Rank St Fet  RFCT Rang TN Net
1 Bamboo Marshmallow S'mores Roasting Sti...  Jungle Stix §19.88 Patio, Lawn&G... #3831 1,397 $27772 17 5 $1030 §9.58
2 MalloMe Marshmallow Roasting Sticks Set .. MalloMe $19.95 Sporis & Qutdo... #223 1,701 $33,935 914 5 §7.00 $12.95
4 MalloMe Premium Marshmallow Roasting S.. MalloMe $16.95 Patio, Lawn & G.. #356 2,463 $41,748 656 5 $6.55 $10.40
5 Fireside Marshmallow Roasting Sticks, 32 In Fireside §1487 Sports & Outdo #534 1,006 $14 959 144 45 $479 $10.08
6 MalloMe Bamboo Marshmallow Roasting St MalloMe §1895 Patio, Lawn &G #1217 ag7 $18.893 191 5 $9.77 §9.18

Premium Marshmallow Roasting Sticks -8 S Mount Cook  $1697 Patio, Lawn & G #2249 504 $8,553 310 45 $9.09 §7.88
8 . 57.86
s | The average price for the top products that appear for ko 33
| "marshmallow sticks" is $17.27. —
12 45" Extra Long Telescoping Marshmallow R Active Spor. $2497  Sports & Outdo #4808 231 $5,768 182 5 $6.31 $18.66
13 Perfect Stix CDS30SP-100 Wooden Marshm Perfect Stix $2204 Industrial & Sci #7021 70 $1,543 39 45 $996 $12.08
14 Marshmallow Roasting Sticks. Bestfor BBQ ... QuantaHome $2399 Patio, Lawn&G... #5454 230 55518 76 45 $10.14 1385
15 HAKOPEN 10 PCS Barbecue Skewers with ... HAKOPEN $7.99 Patio, Lawn & G... #9149 135 $1,079 4 15 $3.76 $4.23
16 Campfire Hot Dog & Marshmallow Roasting. .. Wilcor $1260 Spors & OQuitdo... #14938 134 1688 94 45 $8.43 5417

For my product, Jungle Stix, you can see that the average price is
$17.27. So if | was just researching whether or not to import and
sell a similar product, | would be able to use this average to work
out some estimated expenses to land on a profit figure. This helps
to verify your decision to sell the best products on the top of your
‘possible’ list!



https://docs.google.com/spreadsheets/d/114oJIit7eSJcdwARoHOrP_c8bkOSLw7fRsU-d1Lc-do/edit#gid=0

Expenses

Expenses are the necessary evil in the world of business. It's
important to keep a close eye on your expenses so that you know
you are making wise business decisions and making profit.

Amazon FBA Fees
Of course there are FBA Fees, which we pay in order to get our

products listed on Amazon. Remember, they do have the benefits
of pick, pack, ship, customer service, and more.

CHAPTER 7

Here's a line-by-line breakdown of FBA fees:

Amazon Referral Fee: Essentially, this is the cost of
having an active listing on Amazon. Hence, they “refer”
customers to you. The fee is generally a percentage of the
retail cost (differing by category). You can see the details
for how Amazon calculates the fees here.

Pick & Pack: This is the cost of getting your item from
the Amazon warehouses and then packing it (including
the packing materials) for shipping. Basically, this covers
Amazon'’s warehouse labor costs.

Weight Handling: This is the cost to ship the product

to your customer. It is calculated by the product weight.
When they advertise “Free 2 Day Prime Shipping” for any
Prime and FBA product, you, as the seller, will pay for this.

Monthly Storage: This is the cost, calculated in cubic
volume, to store your inventory in the Amazon warehouse
on a monthly basis.

Prep Service: If you choose to pay for Amazon to apply
labels, like the UPC codes, it would be $0.30 per unit.

<4
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Estimating FBA Costs - Verify Product Ideas

So if you're still looking for something to sell, how do you estimate
what these costs will be for a given product?

Using Jungle Stix as an example again, you would simply find the
ASIN, UPC, or EAN of a comparable product (marshmallow sticks),
and plug that into Amazon’s FBA Revenue Calculator.

Compare Rates @ Current Amazon Fulfillment ~ New Amazon Fulfilment (Feb. 22, 201
Learn more £ With Your Fulfillment Cost With Your Fulfillment Cost

Your Amazon
Current
Revenue
Item Price &
Shipping &
Total Revenue &
Selling on Amazon fees &

Fulfillment Cost

Cost of Seller Fulfillment &
Fulfillment by Amazon Fees &

Ship to Amazon &

Click here| ™ N/A
N/A

N/A

ASIN = Amazon Standard
Identification Number

Total Fulfillment Cost &

UPC = Universal Product
Code

EAN = European Article
Number

Seller Proceeds

Cost of Product &

Net Profitability
Net Profit ©

Net Margin &

This useful Amazon Seller Central tool allows you to see what the
individual fees are, what the overall fees are, and what the “net
profit” is.

For example, this is a breakdown of what the Revenue Calculator
shows for Jungle Stix:

amazon services Select Country
seller central e 1]

Fulfillment by Amazon Reve
provide your fulfilment costs and see real

m Bamboo Marshn nores Roasting Sticks 36 Inch Smim Thick Extra Long Heavy Duty Wooden Skewers, 110 Pieces. Perfect for Hot Dog Kebab
i { Sausage, Eco and Envi Safe 100% Bi
y

.%\ o o

Product Dimensions: 36 X 6 X 1 ing
ounds
Try anotner product

After you find your product on Amazon (using ASIN,
UPC, EAN, etc)

Unit Weight: 3.25 p

See Product Details 1

You can see the FBA Fees (called "Cost
Subtotal™) and Net Profit (called
"Margin Impact").



https://sellercentral.amazon.com/hz/fba/profitabilitycalculator/index?lang=en_US
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Landed Cost Of Product

While FBA fees are going to be one of your bigger expenses, it's
important to go one step further. You need to determine your final
Cost of Goods Sold (COGS).

The landed cost needs to incorporate the manufacturing,
packaging, importing, customs, shipping and domestic shipping to
the golden gates of the Amazon warehouse.

If we think back to Chapter 4, importing our goods, there were
several things to consider such as:

© Shipping costs

© Freight forwarders and customs brokers
© Cargo insurance

© Customs bonds

© Arrival agent fees

What your fees are going to look like greatly depends on what type
of product you are importing. Also, for new products, you will likely
have some ‘upfront costs’, which you won’'t need to pay each time
you order more inventory. These can include:

© Product samples from several factories for comparison during
negotiations

© Product photography

© Photoshop work

© Fast shipping / expediting for the first order

Using the Jungle Stix example, here is a breakdown of my expenses
for the first batch of products imported and sold:

Jungle Stix Breakdown through 471 units sold

REVEMUE
Product Sold 5 12,307
Total Revenue 5 12,307

EXPEMNSES
Samples 350
55
240
19
30
2,058
1,241
647
357
5,097
10,094

Label Design
Product Photography
Stock Image
Photoshop work
All Shipping (47% of 54378)
COGS/Bamboo Stick (47% of $2640)
Product Giveaway
PPC Cost
Amazon FBA Fees
Total Expenses

Wt e

GROSS MARGIN

R

2,213




Although expenses were quite high at first, with upfront costs and
PPC and promotional costs too, you can see that the product still
had a healthy revenue and a gross margin of $2.2k. Nice!

This only improved with time, as the expenses started to level out
and sales started to come in. Check out the progress here, with the
cost per unit breakdown for the first 1000 units compared to the
second thousand:

Jungle Stix: Cost Per Unit Breakdown |

[First 1000 Units Second 1000 Units |

COGS S 2,640 $ 2,300
Shipping (Includes overseas + to AMZ warehouse) S 4378 S 1,760
Total Landed Cost 5 7,018 5§ 4,060
Landed Cost, Per Unit S 7.02 $ 4.06

The cost per unit was reduced by almost $3 after all of the upfront
costs had been absorbed. Plus, it's worth saying that you should
always be looking for opportunities to cut down your expenses.

A hidden gem of the Jungle Scout Pro Extension is that you can
calculate these figures automatically when you're doing your initial
research. Simply click on the “Net Profit” figure for any product, and
you can play around with different product costs and selling prices,
to see how it affects your profit figures.

Avg. Sales Avg. Sales Rank Avg. Price Avg. # Reviews
J JUNGLE pro 675 12177 518.84 150
# + Product Name Brand Price Category Rank si‘:'s ReE::!-ue Reﬁ;iws Rating FFEQ Net
1 Bamboo Marshmallow S'mores Roasting Sti...  Jungle Stix $19.88 Patio, Lawn &G... #3900 1,315 526,142 17 5 $10.30
2 ?
3 | 1. If you click the "Net" figure in Jungle Scout Pro... l 69 5031
4 $1167 $17.32
5 Brown Paper Food Trays | 250 Count .3583 67 45 $875 §15.08
6 Kraft, Jet-Puffed, Original Marshmallows, 10 FBA PrOflt CaICUIator f5,659 o NA. $7.64 $11.35
7 Hershey's Smores Kit, 3 LB 9.1 0z product Name: Bamboo Marshmallow S'mores Roasti... F2874 98 4 5854 51645
8 MalloMe Bambao Marshmallow Roasting i Weight: P— 18,855 191 5 5977 5848
9 Wooden Marshmallow Sticks 30" Long Skey Dimensions: 36.0 x 6.0 1.0 Inches 3,598 14 5 $9.87 $7.10
10 Whole Stix Bamboo Marshmallow Roasting Tier: Qversize (Small) p1,652 14 45 $1167 $17.32
11 Topie Bamboo Marshmallow Roasting Stick Price: $[ 1088 ‘ i“ 11 253 5 $8.25 $5.74
12 BambooMN Brand - Premium 36 Inch (3ft) 5 EBA Fullfilment Fee: $7.32 p1.843 100 45 §1034 §12.41
13 Best Marshmallow Roasting Sticks With 40 7 Referral Fee: $2.98 $949 50 45 $4 36 $459
Variable Closing Fees: $0.00
Total FBA Fee: $10.30
Net: $9.58
Product Cost: $ 4 _
Calculate Profit $5.58

2. The FBA Profit Calculator appears. Enter different Prices
and Product Costs to calculate your profit.

Amazon FBA Profit Calculator



https://docs.google.com/spreadsheets/d/114oJIit7eSJcdwARoHOrP_c8bkOSLw7fRsU-d1Lc-do/edit#gid=0
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Sales Overview

Once you have all of the above figured out, what next?

| can’t stress enough how important it is to keep track of your sales
and profit (do | sound like a broken record yet?).

You can user Seller Central to track your financials, but | have found
it incredibly clunky. | recently launched Fetcher to help sellers
understand important profit analytics.

For example, for Jungle Stix, | can review my figures for a defined
date range:

& MyhAccount v

FFETCHER $45,093.33 Profit 2016

ll HELLO, GREG PP peeryTReETY © |

% DASHBOARD

P Sales Units Sold Costs Profit Margin

[ SALE

e $164,051.69 « 8,015 v $120,481.62 ~ $43,570.07 ~ 27¢ v

& PROFITABILITY

Digging even deeper than this, | can review my profit and loss
statement:

PROF'T AND LOSS Date Range: | Jan 15t 2016 - Oct 315t 2016

¥ REVENUE

Category January February March Apiil May June July August September October Total
$6.726 4 8N 6 $153076 00564 $18627.56 . g 2 716 &
Refun 815! 8.16 $139.16 7! $353.9 4 267 $2 7)
Reimbursements 500 4 $143 ! $78 183.5 42 9.76 g
Promos (59887 6 7 $0 854 $18.0 27.00 $0.0 $298.00 $ 0 $2,156.76)
EEJ?IJLUE $5,642.21 $9,013.56  $11.46860 $15129.44 5899218  $17.808.46  $21,714.02  $15796.87  $31,147.18  $27,339.17  $164,051.69

¥ EXPENSES

Category January February March April May June July August September October Total

A 2 00 12684 928.80 $2.097.20 410200 836
468.00 $1,046.00 $749.00 $1,465.00 $1,287.00

$0.00 $0.00 $0.00 $0.00 $0.00 $000 $0.00 50.00 $0.00 50.00 $0.00
Recurring §2286 $63.68 539.99 $109.40 $57.90 $105.13 3 40.29 §54.0 §231.76 §736.34
Fees

$2,701.35 $4925.48 $6,303.9 $8.326.53 $4966.9 a7 4 4 445786 98794

paC $0.00 $0.00 $0.00 $0.00 $0.00 000 $0.00 50.00 $1.280.28 $1,985.03
TOTAL $3,704.61 $6,767.56 $8,555.50  $11,361.93  $6746.25  $13863.58  $15527.79  $11,071.32  $22,655.08  $20868.50 $121,122.12

EXPENSES

NETPROFIT  $1,937.60 $2,246.00 $2913.10 $3.767.51 §2,245.93 $3,944.88 §6,186.23 $4,725.55 $8,492.10 $6,470.67  $42929.57

GROSS 3% 2% 25% 24% 24% 2% 28% 29% 7% 8% 26%
MARGIN


http://fetcher.com

This highlights my orers
revenue and my total B

expenses: W N

| can also start to
monitor for trends,
seasonal numbers, and
spikes and drops in
sales.

Units Sold

However you decide to monitor your overall performance, make
sure you have a system that is accurate and allows you to quickly
pick up on any issues or trends. You need to be in a position to
be reactive and, of course, you need to make sure you're selling
profitably.

Here's 5 things | check daily in Seller Central:

- Daily sales

- Monthly sales and trends
- Return rate

- Customer complaints

- Inventory levels

Amazon Bookkeeping Guidance
| saved the best bit until last in this chapter - accounting!

This could be a whole ebook in it's own right, and there will be
accounting differences, depending on which country you live and
are selling in.

Bookkeeping and accounting is often cited
as the Amazon sellers achilles heel, by sellers
themselves. In fact, it's usually a headache
for any business, of any description. But

stick with it, because figuring this stuff out
will enable you to continue with your new
freedom and the Amazon seller lifestyle!

In this section, | just want to give you the
low-down on Profit & Loss statements and
balance sheets to get you started.

Also, because of the subject matter, | felt it
important to include this ebook’s very first
meme!
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P&L Statement

The Profit and Loss Statement (P&L) is important for your business’
finances. In large publicly traded corporations, it is the primary
document that executives use during quarterly reviews with Wall
Street, to demonstrate the capabilities of their business. The Profit
and Loss Statement offers the best overall view of your bottom line,
which is also known as “net income.”

For Amazon sellers, the Profit and Loss statement is one of the best
tools for evaluating your business’ past performance. Think of the
P&L statement as a continuous feedback loop. It's like a report card
for your business. How did your business perform last quarter? Did
you earn an A+? The P&L statement won't give you a letter grade,
but the numbers never lie!

The P&L summarizes revenues, costs and expenses, and this
information tells the story of your business. It highlights where the
business is excelling, and where it needs improvement.

Creating an automated and accurate Profit and Loss statement is
tricky. You can either try to do this yourself, pay a professional, or
you can use tools like Fetcher!

It is completely free to use fetcher for 31 days, so a great way
to get a free “checkup” on your business and see what your P&L
Statement is looking like.

TRY FETCHER

There are two accounting methods you can use for your Profit and
Loss Statement:

revenues are reported on the P&L
statement for the period that cash is received by customers.

revenues are reported on the P&L
statement when they are earned. This often occurs before cash is
received by customers.

The accrual method is generally used more often, as it paints more
of an accurate picture. This is the method Fetcher uses, and the
one which is advised for Amazon sellers.


http://www.fetcher.com/?utm_source=ebook&utm_campaign=howtosellonamazon
http://fetcher.com

Balance Sheet

This is the Profit and Loss Statement’s big sister. If you thought
the P&L was enough, think again! The Balance Sheet is necessary
because your P&L Statement is missing some key components of
your business, and therefore provides an incomplete picture.

For example, the P&L statement doesn’'t account for the value of
unsold inventory, or the money you borrowed to order your next
shipment, or how much you owe in sales tax, etc. The Balance
Sheet covers that stuff. So it's a crucial financial statement that
presents an accurate snapshot of the health of a business at a
specific moment in time. It tells you the financial position of your
company.

It does this by comparing assets against liabilities and equity.

Assets: the resources that you own. Eg: 500 garlic presses valued at
S5 a pop.

Liabilities: what you owe to others. Eg: $350 in sales tax payable.
Owner’s Equity: the difference between assets and liabilities. Eg:
$2,150

| BALANCE SHEET
As of September 1, 2016

ASSETS LIABILITIES & EQUITY
CURRENT ASSETS LIABILITIES
Garlic Presses $2,500 Credit Card $350
Cash (checking) S$500 Sales Tax Payable S65
FIXED ASSETS OWNER EQUTY

S0 Net Income $2,485

| recommend that you use a simple spreadsheet file the like the
example above. Use a balance sheet to stay alert of what your
business owns and what it owes.




A

Recap

| hope you managed to stick with me through this chapter. There
is enough information in here so you can become a seller with the
right attitude towards keeping a continual focus on your finances
and profits.

We covered how to find out what our expenses are and our final
landed cost for products, which then allows us to figure out our
cost per item and our profit margins.

You should also have a good idea now about why you need to find
products that have high margins to start with, so that you are able
to cover all of the expenses like FBA fees and shipping and still take
money home for yourself.

My advice to you is to get organized early, and start using tools to
your advantage.

FURTHER READING

How to calculate your profits with seller central

Mastering your FBA fees



https://www.junglescout.com/blog/amazonprofits/?utm_source=ebook&utm_campaign=howtosellonamazon

https://www.junglescout.com/blog/amazonprofits/?utm_source=ebook&utm_campaign=howtosellonamazon 
https://fetcher.com/blog/master-amazon-fba-fees/?utm_source=ebook&utm_campaign=howtosellonamazon

&

Chapter 8 |

Avoid Potential Setbacks

We are in the home stretch - you made it! Just a few final and
important things to think about, regarding potential setbacks, to
ensure your new business gets off on the right foot. No one likes a
setback, so | am just going to run through a few of them, and tell
you how you can avoid them.

They say mistakes are fine, as long as you learn from them. But
what about learning to avoid them so you never even make them?
Always one step ahead!

We’re going to cover three main topics here: forecasting, listing
hijacking and brand registry.
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Forecasting

The dreaded loss of sales due to low stock..this is a real-life worry
for any ecommerce business. In fact, inventory management is the
unsung hero of a profitable Amazon business.

It doesn’'t get any attention until you are actually out of stock; and
then you realize how important inventory management is! I'm here
to tell you to figure this stuff out right now, so you can avoid a loss
of sales (and income) due to lack of stock.

So what happens when you get a total “stock-out™ Naturally, in
the eyes of Amazon, you can no longer provide a product to their
customers, so your product listing gets dropped.

Straight away, you are going to start noticing some undesirable
effects:

© Your Best Seller Rank (BSR) will fall

© Your product won't rank as highly in the Amazon search
engine

© Daily sessions to your listing will fall off a cliff

© Sales will flatline

To give you an idea just how much BSR can plummet, we kept an
eye on things when the collaborative launch product, Jungle Stix,
went out of stock:

80,000

Best Seller Rank

70,000

Jungle Stix: Best Seller Rank from 5/12-6/21

60,000

30,000
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10,000

T
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There were some fluctuations here, which were most likely due
to returned stock in a saleable condition that reminded Amazon
that the listing was still alive. But other than that, the BSR took a
substantial hit.

| would have rather not run out of stock, but in the end, it was a
great case study to add to the collaborative launch project.

We saw Jungle Stix fall in the search results to the lower positions
of 6 & 7 while we were out of stock, when we had previously made
our way to the top spots before the stock-out.

“'LI-!-‘“: .E ,,;
/}é - 6/7: 14th position
[ e ] on first page for
@ o e I "marshmallow
N En / sticks"

\ |

\ |E=
|3"‘}"-‘-‘?

Avoiding Total Stock-out

As you can see, running out of stock can hit you pretty hard. It can
affect your cashflow and reduce the amount of profit you take in
over the course of a year.

I'm definitely guilty of running out of stock from time to time, due
to a lack of forward planning, so | want to share the best practice
tips you should follow (and | should too!) to avoid that from
happening.

Lead Time

It's really important to think about your lead time in terms of days.
For example, if you are importing from China as a private label
seller, how many days does it usually take to get your stock to
Amazon?
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But remember, your lead time needs to be an average. Sure, you
might get your stock in 20 days, most of the time. But what about
the few times where there have been delays at customs, or with
the suppliers?

You need to figure out your average lead time, including these
delays. Factoring in the worst case scenario means you'll be less
likely to run out of stock. True, 90% of the time you will have a
couple of weeks worth of extra stock. But trust me, that temporary
surplus is much better than running out of stock.

Seriously! Get your lead time right and you will be much further
ahead than you were before you had a logical lead time to work
with.

Sales Velocity
This is another important figure to get right.

You can use your sales history (if you have any) to figure out your
average velocity, taking into account any seasonality or spikes in
sales that may have been fuelled by promotions.

If you have no sales history, because you are launching a new
product, then you will need to do a little bit of, dare | say it...
guesswork! Personally, | like to ship by air for my first shipment of
inventory. That way | can launch more quickly.

You can use Jungle Scout’'s data to understand the demand for
new products similar to yours. Getting estimated daily sales velocity
means you can use the information to calculate how much stock to
buy.

In this initial phase, where you have no sales history, the best
possible solution is to use a tool to keep on top of forecasting. They
can help you make sure you are monitoring stock, checking and
re-checking your calculations as you start to build up some sales
history, and understanding your velocity.

How much stock to buy & when?
First things first! Never buy less inventory dictated by your lead

time. You don’t want to have multiple orders with the supplier at
the same time, but you don’'t want to run out of stock either.



| tend to do my own calculations, rather than relying on the figures
in Seller Central. You can calculate the amount of stock by taking
the number of days worth of stock you need, plus your lead time,
and then multiply this by your average daily sales velocity.

Units = ((# of Days + Lead Time) * Velocity)

Want to add a little bit more? No problem! You can also opt to add
on some safety stock, as your insurance against upward trends in
your sales velocity.

And how do you find out when to reorder? Your “reorder point” can
easily be figured out by taking your stock levels (how much stock
you have left), plus your lead time multiplied by your average sales
velocity.

Reorder Point = Safety Stock + (Lead Time *

Velocity)

You can also use forecasting tools that will do all of the hard work
for you (for example, check out Forecastly).

Seasonality & Promotions

| mentioned this earlier, but it's worth mentioning again that you
need to think about seasonality, promotions and other external
factors that will affect your inventory, such as Chinese New Year.

These things can affect your velocity and lead time:

Seasonality - if you have sales history and know you have a product
that sells well seasonally, you need to make sure you are well
equipped for that season. It may be a good idea to increase your
safety stock during certain times of year. For most sellers, you need
to figure out Q4 numbers early enough to prepare for a potential
increase in sales velocity.

Promotions - similar to the above, if you know you will be running
a promotion or special offer, be prepared for the potential increase
of sales with your safety stock.



http://forecast.ly/
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- for people importing from China, or from
elsewhere internationally, your lead time could be affected by
different factors. For example, when it comes to Chinese New Year,
you need to plan ahead and adjust your calculations way ahead
of schedule, so that you have enough stock on hand to cover sales
throughout the manufacturing shutdown that happens during
Chinese New Year.

Recovering From Total Stock-out

With all of that being said, sometimes you may still have a situation
where you run out of stock. Even when you are well-prepared, there
are many intricacies to an Amazon sellers’ supply chain which
could cause issues. Delays in freight or at customs, supplier delays
or a failure in quality control leading to faulty batches could all
cause a dreaded stock-out.

| would strongly advise doing everything you can to avoid running
out of stock, but if you do, don't panic. It's possible to recover and
get back to where you were before. It just requires some extra TLC
and a bit of time.

Top Tips For Reviving Your Listing:

1. Once your inventory is back in the
warehouse, try running a sale or promotion.
This will help you to recover your BSR by
kickstarting your sales and speeding up
recovery. You can do this through Jump
Send, which also protects sellers against
running out of inventory by limiting the
maximum order quantity per customer.

2. Do some competitor analysis (you can
do this while you are out of stock, to stay
ahead). If you have been out of stock for a
while, they may have had some time to catch up, optimize their
listings and improve conversion rates in your absence. You could
use the Jungle Scout Product Tracker to keep an eye on your
competitors and to make sure you are able to catch them up again
once you are back in stock.




3. If you weren't already, consider running some Amazon PPC ads
to help drive further sessions and conversions when your inventory
lands. If you are already running PPC campaigns, then it would still
be a good time to review your keywords and budgets.

4. Try Split Testing your listing. It might take a little bit of time

to regain traction, but you could try running some Split Tests so
that you can optimize your products’ listings. This will help you to
identify measurable ways to improve your conversion rate and thus
your BSR and organic rankings.

5. Don't forget about air freight. Sometimes it pays to spend more
on shipping after a stock-out, to minimize the collateral damage
of being out-of-stock for an extended amount of time. Plus, the
money you could be making in sales once your stock lands can
often offset the extra cost of choosing air over ocean freight. This
depends on your situation, and you really do need to do your own
assessments here.

Listing Hijacking

We know Amazon is a competitive marketplace. | would be lying
if | said it has not become more crowded than it was 2 years ago.
But it is a growing and ever-changing marketplace too, and | truly
believe there is still an abundance of opportunities in there for
savvy people like you.

This is why Amazon “hijackers” should be the least of your worries.

Ideally, you are going to be so focused on creating a successful
business that you will be able to take preemptive steps to avoid
them. What | am saying is, don't let the ambiguous threat of a
competitive listing hijacker stop you from achieving your goals.

Just in case you haven't heard of the concept, a hijacker is someone
who is selling a counterfeit or similar version of your private label
product. | think we can all agree this sounds less than ideal.



The beauty of being a Private Label Seller is that you have total
control over your listing and you own the “buy box”. As you can see
below, my listing has only “Jungle Stix” as the seller, since | private
labelled them:

Bamboo Marshmallow S'mores Roasting Sticks 36 Inch 5mm Thick Extra Long

, Heavy Duty Wooden Skewers, 110 Pieces....
by Jungle Stix

£19% /Prime
Get it by Thursday, Dec 15

For my Jungle Stix listing,
| am the only seller.
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More Buying Choices
$20.66 used (1 offer)

perfect

atlo, Lawn & Garden: See all 309 items

Essentially, that means that on the listing itself, | own the buy box.
So, if anyone decides to make a purchase on my listing, the sales
are coming to me:

Garden BestSellers Deals Gardening -  Outdoor Décor-  Patio Fumiture - Griling - Mowers & Landscaping Tools - Pools & Spa Supplies - Snow Removal - Generators - Pest Control -

search results for "marshmallow sticks™

Bamboo Marshmallow S'mores Roasting Sticks 36 Inch share 1 Hl ¥ @
5mm Thick Extra Long Heavy Duty Woo
Pieces. Perfect for Hot Dog Kebab S
nvironmentally Safe 100% Biodeg

Add to Cart
This is the

by Jungle “b“y box” for Turn on 1-Click ordering for this browser
sededrdede - 134 customer reviews my listing, no
oneelseis

Ship to:
Price: $19.95 & FREE Shipping on orders over $49.

In Stock.
Arrives before Christmas. Choose delivery option in checko
Want it Thursday, Dec. 157 Order within 2 hrs 58 mins and cho

competing with
me for this call-
to-action

Select a shipping address: ~

Add to List

When a listing gets hijacked, there would be two sellers competing
for the buy box on the listing. Here's an example | found of a listing
that was most likely hijacked:

Kitchen & Dining  BestSellers  Wedding Registry ~ Small Appliances - KitchenTools - Cookware - Bakeware - Cutlery - Dining & Enfertaining - Storage & Organization -

Back to search results for "#1 Best ORGANIC Bamboa Wood Cutting & Kitchen Chop

‘r';ﬂ 3] g " “ 1 You Save: 544
il o |
'] dhitan In Stock.
il 1l e Want it TODAfJune 137 Order within 3 hrs 6 mins and choose Same.Day Delivery ;
K | ‘Add to List

Sold b GREENER BRANDS @nd Fulfilled by Amazon_ Gift-wrap available
Add to Wedding Registry

= k& SIWP AC BCST BAMBOO CUTTING BOARD and Crafted from Only the
Highest Quality of Materials

« %% STUNNINGLY GORGEOUS and Extremely Friendly to Your Expensive
Cuisinart or Kitchenaid Knives

« %% PEACE OF MIND COOKING with All-Natural, Antibacterial, Antimicrobial, BPA
N " 2 new from $29.95
& Toxin Free Properties _

this Perfect Gift I

E 21'15:;:1?; Bamboo Wood Cuiting & Kitcher share () [l W@ 100+ Shares
) L | E:;i;w:d GREENER BRANDS owns the .
B ih i .lh ) perec | BUY B(?x: they are the default 4
. l r l : “ slelller if you Fllck on the -
- . %ol listing for this product.

€

®

Roll over image to zoom in
Other Sellers on Amazon

Have one to sell? Sel on Amazon

b (]
R rext2Large & Thick
i

Premium Bamboo
Curting Board

RISK MONEY BACK GUARANTEE

However, there are two sellers
for this "private label product”.

J_ Selection for all your Kitchen needs; from pendant lights to appliances.
I\ cookware and more. Shop Now




Most consumers won't actively switch between sellers, so the sellers
are then competing for the buy box. This isn't good if someone else
is piggybacking their sales off of all of your hard work.

Usually this means the “hijacker” is selling a “counterfeit” version of
your product, rather than getting it manufactured and imported
and selling their own private label product.

A worst case scenario with a hijacked listing is that real customers
buy the counterfeit product and leave a negative review on your
listing.

So, with all of this in mind, how do we prevent this from happening
in the first place?

Prevention is always better than a cure, so here are some ways you
can prevent the Amazon cowboys from hijacking you:

© Make your listing harder to copy - Sounds simple but think
about bundling your product so it's difficult to copy. With a sim-
ple add-on, sourced from a different factory if possible, hijackers
will likely walk away from your product as it's too difficult to copy.

© Go all out on the branding - Make sure your listing is all
about your brand. This is a private label product after all, so men-
tion the brand in the copy and ensure it has a visible presence
on all of your product photography, on the product itself and in
any infographics. You should also consider using the Amazon
Brand Registry (more on this later) and even copyright or trade-
mark protection in the country your product is selling.

© Create a website for your brand/product - This really helps
strengthen your brand and is also great for awareness. Plus,

it means you can go down the Amazon Brand Registry route,
which gives you much more leverage in the case of a listing
hijacker.

© Break up your production line - It's really important to devel-
op strong relationships with your supplier, but sometimes, giving
away too much can open you up to being hijacked. It's pretty
easy to sell products on Amazon, so you don’'t want your supplier
to know that's what you are doing. Try and sell yourself as a mom
and pop business, or an ecommerce store. In doing this, you
would need to find other ways to get your products packed and
labelled, so that the factory is not aware of your entire supply
chain.
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Listing Hijacking - How to fix it!

OK. Even if you do all of the above, your listing could still get
hijacked.So what can we do when we spot someone trying to
piggyback on our private label sales?

1. Drop your listing price

First, drop your listing price. | know it's painful, but it will help
you keep that competitive edge and win back the buy box (if the
hijacker managed to take it from you).

2. Purchase the counterfeit product

Get a friend to purchase the hijacker's product and then file an
Amazon A-Z Guarantee complaint, for falsely advertised goods.

3. Consider (or threaten) legal action

If you have any trademarks or copyright protection, you can
consider legal action. But in most cases, making legal threats is
enough to scare a hijacker away.

4, Determine your supplier situation

Try to determine if your supplier was behind the hijacking. If you
inspect the goods, are they identical? Or has someone actually
gone to another factory and produced something based on your
product as a sample?

Bear in mind, it's never a good thing to go in blazing and start
accusing your supplier without proof. Even if they are the culprit,
they're unlikely to admit it, or might not even know (it could be
a member of staff doing it on the side!). 'm a strong advocate of
keeping a level head and figuring out the best way to proceed.

At this point, you may want to line up another supplier. Even if

you don’t use them, it's good to keep your options open and ready
to go. Another tactic is to email your supplier and tell them that
someone has tried to copy your product listing on Amazon, and
tell them that you have a strong brand and are poised to take legal
action.

5. Branding (again)

If you haven't already, get yourself a product / brand website and
consider Trademarks, Copyright and Brand Registry.



Amazon Brand Registry

Protecting your brand is well within your control, thankfully. One
thing | always like to do is register my brand with Amazon.

The brand registry is super simple, available to any private label
seller, and makes your product listing management much easier.

amazon seller central 5 www.amazen.com
INVENTORY PRICING ORDERS ADVERTISING REPORTS PERFORMANCE

Jungle Creations ¥

Amazon Brand Registry Application

If your company manufactures its own products or represents its own brands then you are eligible to enroll in the Amazon Brand
Registry. Learn more.
To begin the enrollment process, please complete this form.

Allfields are required.

Contact name o]
Contact e-mail

Contact phone
20 Characters Max

Company website http:/f
Enter the main company website URL that displays your
branded products
Learn more -

Company description
Enter relevant information that will help us validate your
connection to this brand.

Brand name:
Enter the brand name exactly as it appears on products

and packaging (do not use product tities, part numbers or Add more

company name.)

Cancel | Continue |

Here are the core benefits of taking the time to use Amazon'’s
brand registry:

v If someone changes your listing, you can reverse it

v Creating listings is quicker, as brand-related information
is automatically populated

v You can do away with UPC or EANs, and use alternative
product characteristics instead, which vary by category.

You will need to provide:

O An image of your product packaging with branding
visible

O An image of the product itself with branding visible
O A link to an active website that displays your brand or
products

O An email or point of contact at the above website
(domain)
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When applying, you will also need to provide a “key attribute”
which can be a UPC, EAN, JAN, manufacturer part number, model
number or more. This needs to be something that won’'t change in
the future, and that is easily identifiable on the packaging.

Creating A Website

You will notice that for Brand Registry | mentioned that you need
an active URL. Perhaps you were thinking, “wait a minute, | thought
being an Amazon seller made it simpler because | don't need my
own website”.

| hear you! | too like the simplicity of utilizing Amazon’s huge,
well targeted platform. But in ecommerce, and in digital space
generally, things move fast.

So if you want to protect yourself against hijackers, then yes,
getting a website and registering your brand is a wise move. It's not
essential, but it's a good idea.

The quickest and easiest way to do this is to use services such as
GoDaddy to find domains (from as little as $.99). Then you can use
services such as WordPress, Tumblr, Shopify, or Squarespace to
create a neat website using a slick theme. It's more than possible
to buy and launch a professionally designed website in just a few
hours, using automated tools and themes.

You could even create your own online storefront and sell the
product yourself, as well as on Amazon. Don’t worry! We're almost
done here, so | won't cover that in this eBook. But it's something to
think about, so keep an eye out for future articles. :)


http://www.wordpress.com
http://Tumblr.com
http://Shopify.com
http://Squarespace.com

Recap

To quickly summarize this chapter, we've taken a look at several
important considerations when it comes to avoiding pitfalls

after you launch your products and are running a business as an
Amazon seller. Namely, we have covered the two biggest setbacks
that | have personally encountered and learned from, which is
forecasting and preventing an out-of-stock situation and protecting
your brand against hijackers.

My top two pieces of advice from this chapter are:

© Get on top of your forecasting and inventory ordering early;
you will soon get the hang of it!

© Don't worry too much about listing hijackers, but worry
enough to take at least some precautions against it.

FURTHER READING

The latest updates & strateqgies about protecting yourself against
hijackers

[Video] If you prefer sound, here's a video version of how to keep
those hijackers away

A lengthier Amazon inventory management guide



https://www.junglescout.com/blog/how-to-protect-against-listing-hijackers/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/how-to-protect-against-listing-hijackers/?utm_source=ebook&utm_campaign=howtosellonamazon
https://www.junglescout.com/blog/how-to-protect-against-listing-hijackers/?utm_source=ebook&utm_camp
https://www.youtube.com/watch?v=jXG-IcGfZrY

https://www.youtube.com/watch?v=jXG-IcGfZrY

https://www.junglescout.com/blog/amazon-inventory-management-guide/?utm_source=ebook&utm_campaign=howtosellonamazon
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Ne have so many awesome projects coming up
in 2017! | can’t give too much away, but you can
expect some awesome insights from transparent
Amazon seller studies and guides.

If you have any questions or want to say hello,
please feel free to reach out to me at gmercer@
junglescout.com

.,

Check out our amazing apps!

A suite of software created by Amazon sellers, for Amazon sellers.

Save yourself time and money with the most advanced tools for
product research, listing optimization, Amazon profit Analytics,
automated email campaigns and promotions.

JS JUNGLE #Jump
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