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I sometimes use affiliate links in the content. This means if you decide to
make a purchase, I will get a sales commission. But that doesn’t mean my
opinion is for sale. Every affiliate link on is to products that I’ve personally
used and found useful. Please do your own research before making any
purchase online.

FREE Video Training: Build An Online Business Leveraging The Power
Of Amazon To Create Your Dream Life!

Click Here To Watch This Free Training

Quick Note / Disclaimer:
1. All the process and strategies discussed in this book are applicable to
all Amazon marketplaces. (Amazon.com, Amazon.co.uk and so on)
2. Please don’t over think about currency conversion while reading this
book; all those numbers are just for example!

Introduction:
Let me begin by congratulating you for making a great choice in choosing
this book!
You bought this book because you might know about the greatest
opportunity to build a great long-term business by utilizing the power of
largest online retailer: Amazon.
Before we get into the subject, I want to ask you something, would you like
to start a long-term highly successful business? Do you need a business
that you can run from anywhere in the world with a computer and an
internet connection? I know you do because you're here with me right now!
The primary source of Amazon skyrocketing sales is all the physical
products YOU and I use in our daily lives, the things you have around you
right now, the things you use to do your hobbies. And the best part is, most
people don't know that anyone can sell products on Amazon.
This business is one that has been around for thousands of years and will
stay around for thousands more. I would like you to take a look around you
right now, take note of all the physical items around you; what do you see?
Maybe you see an iPhone case, notebooks, headphones, a computer charger;
maybe if you're in your kitchen, you will likely see kitchen ware, cutting
board or any other utensil we use in preparing food every day. Every one of
these items is among the things you and thousands of other people use
every day. All can be highly profitable business opportunities for you using
what you're about to learn.
The best thing is there are new strategies I just recently discovered that
allow you to build this business faster and bigger than ever before. Now at
this point you're probably in your seat wondering how does this business
work, what products do I sell? How do I get started? Don't worry; I’ll get to
all of that.
This book is all about understanding this business model and creating your
Successful Amazon business. Before I go into that, let's talk a bit about
where I came from, so you know what I am talking about.

My Story:
My name is Aman A.S., Several years ago I was working a full time job for a
Travel and Tourism Company (Thomas Cook) and it was draining me, I
knew I had to get out. I wanted to be free to do whatever I wanted, whenever
I wanted.
I wanted to travel and be able to spend time with my family, friends and
truly live a free life with security and financial freedom. So I ventured out,
left my decent paying job and started my own business! I first started a
Coffee Shop in Chennai, India but as many small businesses first starting
out it didn’t go so well, followed by a multi-cuisine restaurant. This also
failed, along with two other businesses (China Mobile Phone Wholesale and
Food Product Business).
Before I even realized, I was drowning in debt of over $100K (which is an
enormous amount of money in India). By making so many quick decisions
and failing so many times, I have had the opportunity to learn the most
important lessons throughout the process.
Then, I founded THREE successful companies; one garment wholesale and
two men’s fashion retail businesses. These NEW businesses got me out of
debt and allowed me to live a life with a sturdy income. But, still I was not
satisfied with these businesses; it had taken up all of my time and not
allowed me to live the life i dreamed.
Then, in early 2015, I found this BIG opportunity and began selling my own
brand named (private label) products on Amazon. My new brand and my
new business has generated over $75,000 opprox (INR.50,07,416) in
revenue over the last one year, just by selling five of my own products with a
decent profit margin of 40%, which amounts to a profit of about $30,000 in
first year. And it is growing each and every month.

The coolest part is, I don’t even have to go to my office to run the business, I
don’t have a single employee, I don’t have to ship products to customers,
and I don’t even have to communicate with any of my customers! All these
things were done by an automated program called FBA (Fulfilment by
Amazon).
Now I truly live a life I actually wanted, every day I spend more time with my
family and friends, I take vacation whenever I wanted it and can travel
wherever I wanted. All these are possible because I was able to scale my
Amazon business to a level where it is now!

Here is my recent revenue screenshot for the financial year 2018 – 2019 on
my Amazon.in seller account, I also sell on Amazon.com and Amazon.co.uk.

This is not just another book; you will flip few pages and keep aside. This
book is going to change your life; I purposely made this book as short as
possible; cutting out all the fluff, so that you can go through it completely,
digest and take action. If you are a person who takes action and conquers
any situation, then SUCCESS is definitely yours!
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Six Pillars of a Strong Business:
These are the SIX pillars that make any business fundamentally strong
1.

Customers:
Of course! Customers are the most valuable factor for any business.
They are the resource upon which the success of the business
depends. In this particular business model, Amazon brings customers
to our product page and all you have to do is convince them to buy, by
providing good information about your products. Amazon also takes
care of order processing, shipping, handling and customer support if
you are using FBA.

2.

System:
Amazon pumps in traffic to their site from all sources of media and in
fact, as of October 2019 Amazon had hit the No.1 position of most
visited shopping websites in India. All you have to do is use a system
like PPC ads to put your products in front of those customers.
Marketing is the name of the game here. As long as you have a decent
product to offer, and a great email marketing sequence, your company
will generate more sales from your existing customers repeatedly and
consistently. We have a detailed step by step guide on how to
implement these strategies into your business in sections “Step Four”
and “Step Five” as you will see shortly.

3.

Brand:
When you create products in your own brand name you get control
over every factor, such as pricing, size, bundle packaging and winning
the “Buy Box” on Amazon. Each product you create under your brand
name is an asset, and works for you day and night, even while you
sleep. Creating your own brand is simply making a logo and
packaging design for your product, which eventually is given to a
manufacturer to make your products and ship them to you. “Step
Two” will walk you through the each of the steps involved in how to
find, contact, and get your first product manufactured from a reliable
supplier.

4.

Quality Products:
Now you have your own brand of products, of which no one else can
sell. Your customers expect that you will deliver high quality products.
If you don't, they'll instantly search for other options. Quality is crucial
to satisfying your customers and retaining their loyalty so that they
continue to purchase from you in the future. Quality products make

an essential contribution to long lasting revenue and profitability.
Additionally they allow you to charge and maintain greater prices for
your products.
5.

Cash-flow:
Because business is a very cash intensive process, none can survive
in the long-run without generating a positive cash-flow. Your great
product, along with a customer base from amazon, will bring cash into
your business. You don’t need to run behind every person to get sales.
Amazon transfers your sales amount to your bank account every
week, and all you have to do is wisely use your cash reserves in a
constructive way. For example, if you have 5 products each selling 15
units a day at Rs.500 each, you will make Rs.37,500 (5*15*500) per
day. You will accumulate Rs.2,62,500 per week, all of which will be
transferred to your bank account on the following week (of course
Amazon will take their 15% cut). The more money you invest back into
your business the faster your business grows. ***Poor cash
management is probably the main reason most entrepreneurs fail***.

6.

Strategy to scale
There are three things I continuously focus on when it comes to
scaling any business. First and most importantly, is the number of
products with a high profit margin. Your products need to have High
profit margins. Typically, when people start selling other companies
products, which normally have a 40% profit margin, you cannot scale
very fast when compared to a 400% margin if you were to sell your
own brand of products giving you the ability to scale your business
much faster. Once you have a successful product with a 400%
margin, of which I will teach you how to find in the “Step One” section
of this book, you can add multiple products on the same product line
to grow your business as big as you want.
The second most important thing is outsourcing the tasks which you
are not good at or you don’t like to perform, but that still need to be
done. For example, order processing, social media, etc. You should
always strive to work ON the business, not IN the business. You
should keep these three things in mind when hiring your next virtual
or physical employee.
1. Eliminate – Before outsourcing any task, you need to check whether
you can eliminate it and run your business smoothly. This small task
will drastically improve the performance of your business and it will
also save you from payroll.

2. Automate – If you can, automate a process or a task, which helps you
remove human errors and payroll. You can automate process or task
using software for different aspects of your business. For example:
email follow up software.
3. Delegate – Once you find that you cannot eliminate or automate the
task, then go ahead and outsource the task with a solid “standard
operating procedure” in place.
The third and final thing is FOCUS. Focus on one task or one product
until it is affixed to a standard system, which runs on its own.

Business Model – Overview:
How does this business work?
So how do you get started? Well, now I am going to show you. First of all, let
me give you a quick view of how this business works. First, you need to pick
a product for your brand to sell on Amazon. Second, you need find a
supplier, which I will guide you toward in these upcoming lessons. And then
you start selling your product on Amazon with an account you can set up in
about five minutes.
Amazon handles almost all the operations of your business including,
processing customer’s orders, shipping, and more, using a program called
Fulfilment by Amazon (FBA). I will tell you exactly how this works in the
coming lessons as well. Using specialized promotional strategies, you get
your product ranking higher and higher for search terms and categories on
Amazon. Then once you have a product selling well and making you money
every single day, you start expanding the number of products you sell.
Each product is an asset that makes you money every single day. The more
products you sell, the more assets you have working for you, even while you
sleep. The best part is you're selling good products people want and need in
their lives. So you're building a real long-term business, not some fly by
night business that won't be around next month. You’re building a real
business because you are a real entrepreneur and you're taking advantage
of massive online resources, along with having one of the largest online
retailers working to give you freedom in your life for yourself and your
family, forever!
Of course, there are other little things along the way. If you don’t already
have a business entity, you’ll have to set one up. We will cover this in “Step
One”. If you look at all the steps we just mentioned, you can group them
into six steps that you have to go through to get your product out there and
selling on Amazon. They are:
Step One: Setting up your company & creating Amazon Seller Central
account
Step Two: Choosing a HOT Product to Sell
Step Three: Getting Products Manufactured under Your Brand Name.
Step Four: Pre-Launch Preparation
Step Five: Launching Your Product with a Bang!
Step Six: Scaling Your Business to the Next Level
Let’s begin!

Step One: Setting up your Company & Creating Amazon seller central
account
You will need the following information to register as a seller on Amazon
•
•
•
•
•

Your company details
Your contact details - email and phone number
Basic information about your business
GST Details are mandatory and need to be provided after registration
Bank Account

Your company details are your company’s legal name, address, and your
contact details.
Basic information about your business – what kind of products your
company deals with. For example: cell phone accessories, kitchen ware etc
Before we go into the next requirement GST, let me brief you on the three
major types of business entities available in India.
1. Public Limited Company
2. Private limited Company
3. Sole Proprietorship or Partnership Company
Public Limited company
A Public Limited Company is a Company limited by shares in which there
are no restrictions on the maximum number of shareholders. It can offer its
shares or debentures to the public, can make or accept deposits from the
public, and there are no restrictions on the transfer of shares. The liability of
each shareholder is limited to the extent of the amount of shares
subscribed. However, the liability of a Director / Manager of such a
Company can at times be unlimited.
The minimum number of shareholders is 7 and Directors is 3. It also has a
minimum share capital requirement of Rs.500,000. A Public Limited
Company should be registered with the Registrar of Companies (RoC) of the
respective State under The Companies Act, 1956. Although the registration
with RoC is on State level, it is free to do Business anywhere in India.
This is very complicated to start with; at this point we don’t need anything of
this kind.
Private limited Company
Private Limited Companies are those types of companies where the
minimum number of members is two and maximum number is two

hundred. A private limited company has the limited liability of members, but
at the same time it has many characteristics as those of a partnership firm.
A private limited company has all the advantages of a partnership firm,
namely, flexibility, greater capital combination of different and diversified
abilities, etc., and at the same time it has advantages of limited liability,
greater stability and legal entity. In this sense, a private limited company
stands between a partnership and a widely owned public company.
Identifying marks of a private limited company are: name, number of
members, shares, formation, management, directors and meetings, etc., The
maximum number of directors shall have to be mentioned in the Articles of
Association. In the grand of privileges and exemptions, the Companies Act
has drawn a distinction between an independent private company and
another private company which is a subsidiary to the other public company.
This type of entity may be considered once you have established your
business on Amazon and have a turnover of above one crore annually.
Believe me you can archive this in a year or two.
Sole Proprietorship or Partnership Company
Registration is not required for a sole proprietorship entity. But if you are
liable for state GST registration, you need to obtain GST registration. For
sole proprietorship, separate income-tax / PAN is also not necessary. The
PAN of the proprietor can be the PAN of the firm and proprietor, and it can
be under a personal name also. There are plenty of places you can find
information on how to get your PAN card.
For partnership firms, it is not necessary to register with the Govt. in most
states of the country. It is almost compulsory in Maharashtra. Please check
the laws in your state to confirm.
But, if you are not registering your partnership firm, you cannot hire legal
protection in the disputes between partners. Even if you choose not to
register your partnership, always prepare a Partnership Deed which will
help to resolve problems in the case of disputes between partners.
Partnership Deeds can be prepared by any lawyers and can be made on
stamp paper as per the laws of the place of execution.
For registration of a partnership firm, partnership deeds need to be prepared
along with an application in the required form, and both should be
submitted with supporting documents at the nearby “Registrar Of Firms”
office for approval.
I suggest you to go with a sole proprietorship firm, which does not
require any registration, but you need to obtain your GST. This can be easily

done within a week; you just need to contact an accounting firm near your
home town. They will guide you through the process. Government fees for
this GST certificate are about Rs.500 DD (Demand Draft) however; the
accounting firm may charge a fee of not more than Rs.2000 max. These fees
may vary place to place.
Next is your bank account. Once GST is done, you can open a current
account in any of the banks near your location.
Setting up your Amazon Seller Central Account:
To set up your account on Amazon seller central, simply go to your browser
and type https://sellercentral.amazon.in/ and it'll bring you to this page.

Once you're on this page click the “Sell on Amazon” link. Now it'll bring you
to this page

Again, click on this orange “Register Now” button, you will come here and
then from that point just follow the instructions and it'll walk you through
setting up your Amazon seller central account.

“If you teach a man anything, he will never learn” – Bernard Shaw.
As Shaw said, we will only learn by doing. Throughout this book, I will call
you to take action. I encourage you to complete these action items before
going to the next step, since they will help you successfully launch your
brand on Amazon and make money faster.
Action Items
Business Registration and Bank account
• For this business model, it is best for you to start out as a sole
proprietor.
• You need to get your PAN done before GST.
• Contact an accounting firm near your home town. They will guide
through the process of getting your GST registration.
• Once GST is done, you need to open a current account in any of the
banks near your location.
• You need GST and a bank account in order to create a seller account
in Amazon

Setting up Your Amazon Seller Central Account
• To set up your Amazon Seller account, go to this page
https://sellercentral.amazon.in/
• On the registration page that comes up click on the “Sell on Amazon”
link.
• The site will walk you through the registration process to create your
Amazon Seller Central account.

Step Two: Choosing a HOT Product To Sell On Amazon.
Choosing a product is the most time consuming and important part of
starting a highly successful online business. In this lesson, I am going to
explain the process to you in a much simpler way by just following these 10
features of an excellent product.
10 Features of an Excellent Product:
Firsts things first. Doing product research is essential, but to search for
something, you have to know what it is exactly that you are looking for. In
other words, discovering what features a product must have to be awesome!
These are the characteristics I hunt for, while researching my products:
1. Can You Sell It On Amazon?
A check I usually do first – is this product allowed to sell on Amazon?
Amazon is a great platform to start, so searching for something you can
sell there is a good idea. Some of the great products are in a restricted
category, so please check before going further.
2. The 4-5x Rule
Your product should be priced four to five times of its cost per unit,
either from manufacturing or from outsourcing.
For example, a product which is listed on Amazon for Rs.500 must have
a maximum cost per unit of Rs.125 or Rs.100. You have to account for
the hidden costs, such as Amazon commission, branding, packaging,
shipping, marketing, tax and so forth, which can add up to Rs.250 per
unit (appox). By selling at Rs.500, you make Rs.125 profit per sale. This
means you’re doubling your money on each sale.
3. Don’t Sell Too Low: Choose A Selling Price Between Rs.500 and
Rs.1500
Most of the time I won’t go for product that sells cheaper than Rs.400
because there is little chance to make a good profit at that price point. I
prefer to invest my resources in discovering products that will return my
investment with higher margins. And if you go for higher priced item,
your initial investment will be higher in terms of purchasing inventory
and implementing marketing strategies. The ideal price point to start
with is between Rs.500 and Rs.1500.
4. Choose Light-Weight, Modestly-Sized, Easy-To-Ship Products

This is an essential rule and it’s particularly important for beginners in
the field. You can’t imagine how much of your profit will end up spent on
shipping charges; even more for large and bulky items. Believe me when I
say, leave those for later and focus on the small and light stuff to start
with.
That doesn’t mean that you should dismiss all potential opportunities
based solely on size and weight. Just ensure that the math adds up,
profit-wise. As far as I am concerned, you shouldn’t bother with a NET
margin below 30 percent.
5. Does it have Own Branding Potential?
This means that you can create your own brand of the product and not
have to sell someone else's brand. The more complicated the product, the
greater chance that you're going to have issues, and when first starting
out on Amazon it's much more effective to start with easy-to-use
products.
To help you understand this let me give you an example. Making an
iphone in your own personal brand name is more difficult than an iphone
case. For making an iphone case in your brand name you just need to
buy a generic iphone case and make an outer box with your branding.
This is just an example; there are thousands of products that can
branded in your own name.
6. Choose A Product under 1000 Amazon Best Seller Rank in their
Main Category and don’t Consider Sub-Category Ranking (BSR is on
the product listing page).
If, for example, you wish to sell a product like this on the “kitchen &
dinning” category, you do the following:

a. First you search your product by name on Amazon.
b. Pick the top products and look at their product pages.

c. Their BSRs should be, for the first one up to 1000 and the
second up to 2000.

7. Prefer Evergreen
Most of the times I prefer going with items that sell steadily all
throughout the year, rather than hunting for seasonal product
opportunities.
8. Products That You Really Like*
This isn’t a strict requirement. However, it’s more future-proof to start
selling goods that you actually like and find useful. Also, selling products
you believe in makes work more fun.
9. Beware Of The Review Count On Amazon—Should Not Exceed 300
For First and 200 For The Second and Third Products
Positioning against products that have more than 300 reviews is
something I usually avoid. However, if you are confident in your product
and you believe you can outrank them, then by all means, go for it!
Things change if marketing is your field. If you intend to invest time and
effort in marketing, then the review count shouldn’t bother you much.
After all, it is an indication that this particular market is large, with lots
of potential customers, which is always a good thing.
10. Does This Product Have The Potential To Be Improved
Perhaps the products already present in your chosen category are awful;
that’s magnificent news for you! Bring a superior product to the niche
and automatically gain better market placement than all else that comes
along. You should always check for improvement potential in the market
you are interested in.
This feature is probably the most difficult to master. For starters, focus
on what consumers want and need, and pay particular attention to
the product reviews, especially two star and three star ratings. The
most useful information comes from them.

That’s about it with the product checklist. Let’s move to the next segment,
which is how to organize your research.

Organizing Your Product Research.
In this task, being organized is the secret to success. Let’s start with a little
exercise; create an excel file with the following column headings:
•
•
•
•
•

Product Page Link On Amazon
Selling Price
Basic Keyword
BSR
Review Count

While compiling your catalogue of products, please put everything in that
excel file. Don’t stop until you gather at least 30 product ideas to be
evaluated. Take my word for it. Don’t become lazy, and please invest some
time into your research!
Our working hypothesis is, my niche is Kitchen & Dining and I’ve discovered
a product that corresponds to my features list (you’ll learn how to get ideas
for new products in the following pages).
Now, this is important: All items that you’ll list in this Excel file fit
your “excellent product” criteria that we have talked about in the
previous lesson. Remember, be rational and include all the products
that come close to our standards, no need to be too strict!
Let’s return to our example. Please note, this is not a perfect product; I am
just using it for educational purposes so that you can learn how to organize
your research information. Try to follow my instructions carefully.
The product we are using for example is “Lemon Squeezer” and is actually a
tool used to squeeze juice out of a lemon.
I begin with Amazon search and browse the results.
I search for “Lemon squeezer” on Amazon and click the first three search
results and search for their BSR on their pages. Provided it meets my
criteria, I enter it into the excel.
Item #1

Item #2

Item #3

This is how the excel file would look like:

Notice that the review count fails to meet my “>300” criteria that I advise
beginners to follow. However, this item meets the rest of the criteria. This is
a good example of what I meant earlier about not being too strict. Nobody
can guarantee that this item will sell big, but I do think it has a pretty good
chance.
I suggest you browse back to the previous lesson and read the product
feature list again if you don’t feel confident enough. Then, resume your
research.
Repeat the cycle until you gather at least thirty items. When we talk
about evaluation further down this book, you will learn how to narrow your
list down to three products.
In the next lesson, you’ll learn the 7 ways to come up with great ideas for
your next product.

7 Ways to Come Up With Product Ideas
In this lesson, I am going to teach you the seven ways you can come up with
ideas for your potential product list.
Of all the ways, none is better than another. In the end, it all comes down to
how well you know your market and how good your marketing skills are.
This is a point I can’t stress enough; you must become a good salesperson.
Don’t get me wrong, I am not implying that you should become a sales guru.
You should, however, need to know the essential rules of marketing and, in
particular, those that can boost YOUR product’s sales to the sky. This is a
technique termed “direct response marketing”, which I will not go through
here, but you should learn nonetheless. Trust me when I say, it’s the most
valuable skill you can master.
Alright then, let’s get on with our idea generating tutorial:
1. Magazines
Contrary to popular belief, I don’t rush myself to Amazon’s search bar to
discover the top one hundred products. Instead, I fancy hunting for ideas in
books and magazines.
The first and easiest way is to go to a newsstand or a bookstore and learn
from the employees which books and magazines sell the most.
Alternatively, by visiting magazines.com, you can check out which markets
correspond to the highest magazine sales. Then, you can do research in
depth and discover what is hot in sales at that given time.

At the same time, you can make notes on the items that have
advertisements in the magazines themselves. What I do is, check to see if it
is possible to make my own brand.
The secret of success with this method is to cover the biggest variety of
topics possible. If for example, you are looking at a basketball magazine, you
should be thinking “hey, since I am reading this, either I love watching
basketball or I play basketball. So, what would I buy? Would it be a
headband, clothes, flags, maybe recovery tape, shoes, etc.?”

There is no limit to where this can go. All you have to do is ask the right
questions and try to visualize yourself in the reader’s place.
2. Niche Retail Market
Building on the previous method, you can carry on with the one I am about
to teach you now. Supposedly you selected the category “Kitchen & Dining”
that we also covered in an earlier lesson. The next step would be to go to
Google and do a search for retailers that are already selling their items in
that particular niche. Then, browse the results and visit their websites to
check out the sub-categories and which brands they prefer to sell. Always
have “own branding” in your mind! If they can do it, then you can too.

Pick any category or the #1 in sales for all that matters, and note
which items are top in sales.

The purpose of all this is to discover products that you can make your
own brand. If you find one, then you can go on Amazon and research it to
see if it fits your “excellent product” criteria.
This is a process that you have to do again and again, with the purpose
of filling your excel sheet with the right candidate products in your
portfolio. It doesn’t even have to be about a single niche, you can mix all
available niches. Exploit Google and it will serve you well. But ultimately
when you are rolling out your products it should be in one single niche,
so that you will have a good brand image in your customer’s mind.
3. Various Retail Stores
One other great approach is to hit all big retailers and note their top
selling products. Go to Big Bazaar, for example, and browse through
their offerings. Talk to the employees and find out what sells best. Apart
from retail giants like Big Bazaar, independent local retail stores can be a
valuable ally as well for example: fitness gear and related products. A
good strategy to get more information would be to make a purchase,
instead of just looking around.
4. Google Keywords
https://adwords.google.com/KeywordPlanner
Google Keyword Planner (GKP) is probably the best way to do keyword
research. I like to put relevant words into the search bar (e.g., buy
online, review, where can I buy, for sale, etc.) and GKP suggests related
keywords. Not everything that comes out of GKP can be used
immediately, so you need to work a bit harder and search deeper.
However, you will most probably fish for some great niche suggestions by
looking at the bigger picture. Take a look at the example below.

5. Reverse Engineer The Supplier
That’s a real secret weapon! Less than 1% of your e-commerce
competitors know how to use this method. I may not have substantial
proof of that claim but, trust me on this, most of them are clueless.
Here is how it works: First, go to Alibaba.com, which is the biggest online
supplier directory for all kinds of products, and then browse through the
categories to find items that can be manufactured in your own brand
name.

This is an enormous amount of work, you can literally dig here for hours.
After you find a product that clings, do the process I taught you earlier:
go to Amazon, research it and see if it meets the right criteria to earn a
spot in your excel sheet.
6. Amazon Top 100

See how I waited till number six for this one? Don’t get me wrong, I think
it is an awesome method, but you are wrong to believe it’s the only one
you need for your research.
To get to the top hundred best sellers on Amazon, go to Google’s search
bar type in “Amazon best sellers” and you will already have gotten this in
the first place.
http://www.amazon.in/gp/bestsellers
It is best if you look into the top 100 on several categories and note which
items appear multiple times. For example, if you discover a “Lemon
Squeezer” that appears twice on the bestsellers listing, it is probably
worth it to research it further.
Do the same in as many categories as you can. Check their Best Sellers
Rank, review count and every other feature I taught you that makes an
excellent product.
7. Amazon Top 100-1000
This is a somewhat confusing part since Amazon doesn’t even have such
a listing on its own. But don’t worry, I’ll explain what I mean right away.
When you get to Amazon’s top 100 list, then you can go to their
respective subcategories, pick a few items and check their Best Seller
Rank manually.
For
example,
Once
you
click
this
link
http://www.amazon.in/gp/bestsellers. you will be on this page. This
page will list all the departments or top level categories on Amazon and
by clicking any one of the category you will get the top sellers in that
particular category.

On this page however Amazon will only display the top 100 best sellers
of each category, but you are looking for products in the top 1000 BSR.
To show you this for example, you click on “home and kitchen”.
And then we'll go down another level to “Kitchen & Dining”,

And as you can see, you can keep going down lower and lower and this
shows you the best sellers rank on Amazon in their top departments and
sub-categories.

Again, let me point out that you don’t have to choose an item just because I
told you so. Rely on your own research, after you make good use of all the
skills I taught you.
Never forget the drill: use the guidance to check for required features before
you add a product to your top product ideas list.

How to Evaluate and Appraise Your Top-30 List
After compiling your excel sheet with at least 30 items, the next step is to
evaluate them and cut it down to a bare minimum of 3 products.
To help you through this process, I will give you a YES/NO checklist
through which you can quickly weed out all the items that aren’t the best fit
to our preferences, so you can then pick the most profitable product.
This will be a 2-part evaluation. We will do an initial one and a final one.
The initial appraisal, just mark each question with a YES or an NO:
1.
2.
3.
4.
5.

Can it be sold on Amazon? (looking for a YES)
Can it be it be made in your own brand name? (looking for a YES)
Can its price be above Rs.500 minimum? (looking for a YES)
Would the shipping cost be low? (looking for a YES)
Can it handle a rough time during shipping? Is it hard to break?
(looking for a YES)
6. Is there room for more items like this in its niche? (looking for a YES)
7. Can it be sold four to five times its cost price? (looking for a YES)
8. Does the top product in the category have a Best Seller Rank of 1,000
or less? (looking for a YES)
Keep products that get all the answers correctly or miss 1 at most.
Disqualify the rest, or keep them for future reference.
After completing this part, your list should be reduced to fewer than 10
items or perhaps fewer than 5, depending on how strict you were during
product research. In this case, you can even skip the 2nd part of the
evaluation process.
Well then, we‘ve reached the moment you’ve all been waiting for. This is
when you get to find out how good these products and if they can sell like
hot cakes.
Read carefully. First write down the 5 most used keywords that your
competition uses to draw Amazon customers to their product pages.
For instance, a lemon squeezer would have these as most used keywords:
Lemon
Lemon
Lemon
Lemon
Lemon

Squeezer
Juicer
Press
Lime Squeezer
Reamer

How does one discover those? We already talked about it! GKP (Google
Keyword Planner) can work it out for you.
When appraising your best 3 items, you should make sure that:
•
•
•
•
•

They have a good best seller rank (less than 1,000)
They are priced at various price points
The best items in each category have a very small review count
(this means that better products can dominate the market)
There are a maximum of two items with a review count higher
than 300 (which also depends on your marketing skills)
Most items have a consistent average review (this shows that
there’s ample room for improvement)

A good idea is to also check “Google Trends” to find out how the selected
niche is trending; is it hot right now or has its time already passed?
You have to do your homework regarding your selected niche category. Once
you have a good insight of the market, follow the checklist. If you have done
all that, it means you are already with your top three products at hand.
Time to move on.
Final Step
Why only three products? I strongly recommend you start with only 3 of
your own brand products, because you can concentrate more on these
products in terms of quality product listings, implementing marketing
strategies, and also to reduce your upfront investment. When I roll out a
new product; I usually giveaway 100 units for free to reviewers to gain
momentum and spike amazon’s search algorithm. This costs me an upfront
investment. So my suggestion is start with three products.
You are now at the point where you have your product ideas available. What
remains now, is to find a way to physically get these products, either by
manufacturing them or by outsourcing them; in other words, GET
SUPPLIERS. That is what’s coming in the next stage.
Action Items:
•
•

Fill up the excel sheet with 30 potential products.
Evaluate these 30 products and come up with your final 3
products.

Step Three: Getting Products Manufactured In Your Personal Brand
Name.
To start your online business, you require two things, a product idea and a
reliable supplier for that product. Now that you already have your product
idea, the next step is to find the perfect supplier. In today’s world, it is super
easy to find a supplier and source product anywhere on the globe. However
sourcing your products from overseas can still seem like a risky task for new
online business owners.
Thousands of suppliers in hundreds of countries are waiting right now for
you to contact them; they want and need your business.
So here's how you find suppliers for any product.
You found a product that has own branding potential, now you need to find
a supplier; it's very simple, and again you can first of all, use Google. Here
I'm using “Water Bottle” as an example; I found it looks like a good product.

Water Bottle has quotations on either side then I just added the word
manufacturer. Now you can play around with these searches as well, you
can take the quotes out, you can add brackets, you can do different
searches to look for different opportunities that are showing on Google.

You can see I also did square brackets around water bottle just to be able to
really ensure you're searching as many opportunities as possible, make sure
to look two or three pages deep on Google. Another example is searching for
the word “wholesaler” or as they give you here for example, just the word
“wholesale”,
and
another
one
is
“Supplier”.

Now another cool trick to do with Google for example, is when you notice
that we see a lot of IndiaMart listings coming up, you can then just add a
minus before IndiaMart.com(-IndiaMart.com). Make sure the minus is
attached to the word and continue to search. Now Google will filter out all
the IndiaMart results so that you can get different results to show.

Now you can also go directly to a site like IndiaMart.com.

Indiamart.com is meant for searching for products that you want get from
anywhere in India to bring over to sell on Amazon.in. It's really simple to
use, you just come to Indiamart.com and put in what you want to search.
For example we recently searched water bottle and you'll see there are
thousands of products available so you can scroll through and try to find
your product.

So here's one that looks similar to the product I saw, and you can now reach
out and contact these suppliers to try to work out getting quotes.

Here is another website called Alibaba.com,

Alibaba.com is meant for searching for products that you want get from
overseas, such as primarily from china to bring over to sell on Amazon.in.
It's really simple to use, you just come to alibaba.com and put in what you
want to search, for example we recently searched water bottle and you'll see
there are 4,22,868 products available for you to scroll through and try to
find your product.

So here's one that looks similar to the product I saw and you can now reach
out and contact these suppliers to try to work out getting quotes.

There are other similar sites for you to source products, eg: tradeinida.com,
made-in-china.com, globalsources.com. By searching on these sites you
can make a list of suppliers that you can go ahead and contact for samples
and quotations. Since most of the suppliers in these sites are not native
English speakers, you need to communicate as clear as possible, keep your
emails short, to the point, well formatted and free of spelling errors. When
asking questions, be sure to number your questions, so that the supplier
can easily reply to each number.
Make sure to ask for the following details when you are contacting the
supplier for the first time
1. Minimum Order Quantity (MOQ): This is the minimum number of
units you can order from a supplier; this quantity varies from supplier
to supplier. If the MOQ is much higher than what you expect, you can
always negotiate. Make sure you give them an idea of what your
future order quantity will be. Most of the suppliers can be convinced
for your level of MOQ. Ideally I prefer 300 to 500 units for my initial
orders after seeing the sample.
2. Product Price: Most important part of the process is how much your
product will cost you per unit. When asking for the price, request a
quote for different order quantities, for example: price for 1000 units,
3000 units, and 5000 units. Usually, suppliers will quote a better
price for higher quantity. By understanding the price difference
between lower quantity and higher quantity, you will be in better
position to understand the margin cushion that the supplier has, and
it will help you in your price negotiation.
3. Lead Time: This is the time required by a supplier to manufacture
your products. And it is the most crucial part, after manufacturing
your product, they need to be shipped to your destination and this will
also take time (in weeks). So you need plan accordingly for your
product launch. We will go into more detail in the following chapter on
how to utilize this time for building your brand.
4. Payment Terms: Many suppliers will ask for a full payment upfront
from the new buyers. Since it is the major cost of any ecommerce

business, you may also want to ask about the payment terms for your
future order.
I have a made an email template which I use in my business for contacting
suppliers, If you need this, you can find it here.
I recommend that you contact as many suppliers as possible, by doing this
you will be ensured with the best supplier in terms of price, product quality,
communication pace, and skill. Once you have received reply from the
suppliers; you need evaluate the suppliers based on the following criteria
Communication: I have kept this criteria in the first position because
communication is the most crucial thing in sourcing products, and since
this process consumes lots of time the supplier has to be in a position to
answer all your questions and follow ups. And he has to update you the
status of the production process.
Product Quality: Always order for a sample before ordering your bulk
quantity, and once you’ve ordered, you will start receiving samples. Once
you are satisfied with the quality of product from 2 or 3 suppliers, try to get
one more sample in another (Fake) name and email so you can compare the
quality. You need to be conscious with suppliers, since they make a similar
product in many different qualities.
After completing above steps, you would have finalized your supplier, and
then comes the payment part. This is the most critical part of this process,
and you need to be very careful when making the payment to suppliers who
are very far from your location. I have listed some of the most common
precautions that you may take to make this process smooth.
1. Communicate with skype: Speak to the supplier over skype and see
their place of work and factory. If you really want to make
calculated risk like me, you can go ahead visit their factory in
person that is what I always do.
2. Company documents: Ask for company licenses, quality
certifications and other certificates that you may need while you
are receiving the product at your port.
3. Payment Options: When you are starting out your initial
transaction, never pay to a personnel named bank account, the
recommended way of paying a supplier is through Paypal and

Escrow services. This involves minimal risk and if anything goes
wrong you can take your money back.
Once you have started conversations with many of the suppliers and you
have a better idea of each of their prices, MOQ's and payment terms, you
can begin negotiating with them. As said previously, the minimum order
quantities are almost always negotiable; it's simply a matter of asking.
Remember, a good negotiation leaves both parties happy with the outcome
so push a little but not too hard.
Once you've narrowed it down to a selected few suppliers, you'll want to
judge all your options. Keep in mind that when judging your options, you'll
want to consider more than just price, MOQ and payment terms. Make sure
you factor in how well and how quickly each supplier replied to you. Your
communication with your supplier can be a critical element of your business
going forward so you'll want to make sure you start off on the right foot.
Sourcing products from a reliable supplier on these sites might be a new
experience, but it can also a rewarding one. With some basic knowledge and
common safeguards, it can be pretty smooth. Always do your due diligence
and if a deal feels too good to be true, be ready and willing to walk away.
There are hundreds of other suppliers waiting to serve you in just a few
clicks.
Action Items:
•

Contact minimum 20 suppliers for your selected product. (Takes
few hours)

•

Look out for those suppliers who communicate very well, and are
always ready to answer all your questions adequately.

•

Order samples from 5 suppliers (Take a week’s time to receive
said sample)

•

Place your first order once you’re happy with the quality of the
product and supplier. (Can take up to 30 days to deliver your
products).

Step Four: Pre-Launch Preparation
While you’re waiting for your product to arrive, there are lots of things you
can do to be ready to sell. The primary thing I want you to do is begin to
build a launch list. This can be critical, and this can be an excellent time to
get this done.
Create A List Of People Who Will Help You With Your Product Launch.
There are two basic choices for creating your product launch list: Facebook
or email.
Facebook Fan Page:
If you wish to use Facebook, you will be creating a fan page. The very first
time I rolled out a product, I even created a Facebook fan page.
If you select this method, make sure you create the page for the target
market (niche), not the product itself. For example, if I want to roll out a
lemon squeezer or a knife set or any other kitchen item, I’ll create a
Facebook page for those who enjoy cooking. It may be like “I love cooking” or
“Cooking is joy”.
When you create the page, you’ll use Facebook advertisements to get fans.
I'd run advertisements that say, “I love cooking or Cooking is joy”. Click
‘Like’ if you love to cook”. People will click on the ad, and by doing so,
they’re instantly liking your fan page. From there, you keep building the
following on your page. As more people like your page, your organic reach
increases.
Here’s the important thing. By using this option, you have to publish daily
content. But that’s simpler than it sounds, since you can get that content
from many other popular fan pages. All you need to do is locate the posts
which have lots of likes and shares, after which re-share them in your fan
page. You should usually do four or five posts each day by using this
method. It’s easy and it doesn’t take a ton of time. You should consider
asking questions like: “What’s your favourite food?” “What’s your favourite
method to cook this dish?” which stimulates your audience to interact with
your page. You may also schedule posts ahead of time so you don’t need to
be on Facebook 5 times each day.
By posting frequently, you keep the people on your page interested and
active. It’s crucial to get people engaged with the content on your page.

Then, after you have your product live on Amazon, this fan page can be used
to give away free products. The entire goal here is to create a little group or
following of whom will then be used to give away your products for free to
acquire initial product reviews.
Some people might explain that it is getting tougher to reach people on your
fan page organically. Even if they click “Like” on your page, that does not
mean Facebook will automatically show them all of your page posts. But the
secret here is, when you build this fan page, you can use Facebook
advertisements to particularly target people on your page. Suppose you
build this page to 3,000 people. You can now target those 3,000 people for
Rs.200 ($5) per day using a Facebook ad.
Many people don’t like this idea. They’ll say, “I just paid money to get those
likes on my page, and now I must pay to show them my ad?” The idea here
is to target your specific audience with a fraction of the ads budget. You may
also make use of your Facebook page to whenever you wish to spike the
sales. Maybe you need to get ten or fifteen people to purchase your product
for a 75 % discount - that’s simple to do whenever you advertise to your
Facebook fans.
Email List Building:
In addition, there's an alternative choice besides having a Facebook page,
and that’s building an e-mail list. It’s a bit more work than creating a fan
page, but it is also more efficient. When you build this list, you have it
forever. You do not need to worry about when Facebook changes its
algorithm. You have this list and you can contact the people on it anytime
without anyone else’s permission.
To get this done, you have to develop a special page having a discount
coupon. Then you’ll run Facebook advertisements for this offer. For
instance, your ad might say “Receive this lemon squeezer for only Rs.99
today”
When people click on this ad, it takes them to your offer page, where they
need to enter email address to get the discount coupon. Once they submit
their email address you will then direct them to a thank you page.
You may either provide the coupon code on this Thank you page or send
them the code by email and use this Thank you page to inform them to go
check their inbox for discount code.

Now, you need to be careful with discount coupons. When they get leaked,
many people can purchase your inventory almost free of charge. To get
around that, you could use one-time codes. This way, each code can only be
used once, so no matter if one gets out - people can’t just blow your
inventory.

The only disadvantage is that you've got to handle all the codes manually
and send them one by one to each person that subscribes. Another option
would be to reduce the number of units available to purchase during the

promotion period, this can be done by going to the manage inventory tab
on your seller central dashboard.
No matter what, your promotion doesn’t only stimulate sales and get
reviews. Additionally, it also builds your email list. As each customer
subscribes for your promotion code, you add them to your list. Because you
have their emails, you are able to remind those customers to claim their
discount coupons if they don’t redeem it immediately. You may also remind
those people to review your product once purchased.
Most importantly, your list is definitely an asset which you can use again
and again for your future offers and products. For instance, suppose the
first product would be a lemon squeezer, and you wish to launch a kitchen
knife set. All you need to do is announce it to that email list that you’re
rolling out a new product and you need 10 people to try this for Rs.99.
The benefit of building an e-mail list when compared to a Facebook page is
that you can email this list whenever you want. There's is no need to use
Facebook ads; you can easily talk straight to these people. This email list is
yours 100%, not Facebook's or someone else’s.
Whenever you create your list, you may still use Facebook ads, but you’ll
just use these ads to drive people to the offer and get their emails on to your
list. Even when the product is live on Amazon, I never use Facebook ads to
drive people to my Amazon product listing. It’s more efficient to capture
people's email addresses on to your list than to get sales from the Facebook
ad.
Regardless of whether you set up a Facebook page or an email list, it is a
great step to complete while you’re waiting for your products. This way, once
your product goes live on Amazon, you’ll be prepared to get your first couple
of sales and reviews immediately.
Optimizing Your Product Listing
While you wait for your products to arrive, it is also a good time to create
your optimized product listing. If you do it now, it will be ready once your
product lands in Amazon’s warehouse, so that you can start selling
immediately. If you are wondering how you can create your listing when
your product itself has not arrived, it’s simple: take photos of your product
sample. Eventually, you will need 8 to 10 high-quality images of your
products, but although you are only able to do four images for the time

being, that’s enough to get your product listing up. You could always add
more images and improve it later.
The foundation for converting your products into assets that produce sales
for you every day lies in doing this Product Listing Optimization. This simply
refers to the information you put on your Amazon product detail page,
which helps potential buyers on Amazon see what your product is all about.
It's also very easy to beat the majority of your competitors through some
very basic optimization.
The important areas to optimize on Amazon’s product detail page are the
title, bullet points, images, and product description.

Title: The title of a product is one of the most important places to include
keywords. Amazon suggests incorporating the following attributes in
product titles.
•
•
•
•
•
•

Brand and Description
Product Line
Material or Key Ingredient
Color
Size
Quantity

What they do not mention, probably because they want to discourage
keyword stuffing, is that you should include an important keyword in the
product title. A title is also critical for earning a high click-through-rate and
conversion rate by clearly stating what the product is. Since sales is the
important factor in ranking, keyword-stuffed titles that discourage users
from clicking will ultimately harm your rankings.
An example of an optimized title would look like this: “Innovee Stainless
Steel Lemon Squeezer - Professional Manual Citrus Juicer”
Bullets Points: The bullet points seem to be more influential on search
rankings than the description. It’s better to write a compelling detail
oriented bullet point, so that the buyers can have an idea of what the
product is about at a quick glance. You can also incorporate main keywords
in the bullet point. This will surely provide a best result in the Amazon
ranking system. This is especially important for conversion purposes since it
appears close to the Add to Cart button and above the fold in a lot of cases.
Amazon testing reveals that effective bullet points increase sales. The better
your descriptive bullet points for product pages-the more you will sell on
Amazon. (Note: Amazon chooses bullet point information based on aggregate
seller data).
Amazon recommends the following bullet point best practices:
•
•
•
•
•
•
•
•

Highlight the five key features you want customers to consider:
Maintain consistency across products
Feature important information from the title and description
e.g.: Dimensions, age, contents, etc.
Begin each bullet point with a capital letter
Write with sentence fragments and do not include ending
punctuation.
Do not include promotional or pricing information
Include product benefits in each bullet point alongside the product
benefit:

Description:
The product description displays further down the product page. Make sure
you always have a solid description of your product, mainly because
consumers want to hear more about it and make the buying decision, and
also this is how Amazon will determine what your product is all
about. Using keywords in this description is a must. Other search engines
besides Amazon will also look at your product description if they are
crawling Amazon (so just about every single search engine). So you kill two

birds with one stone if you take the time to write a solid, keyword-rich
description.
Try to use as much of the space allowed to tell a real story about your
brand, your product, and what sets you apart from the competition. Once
again, you can reinforce the purchase triggers in slightly greater detail since
you’ll have a little more space to work with. If you have the option, include
photographs as well.
Your product description is what encourages your visitor to convert, so it
should be compelling. However, it doesn't seem to affect ranking a great deal
at all. What does look to have a good effect is bullet points within your
description. Place your primary keywords in bullets and this will really help
you rank highly.
This should speak for itself. Today, online consumers are much more tech
savvy and detail oriented. If a consumer is not given an accurate and
detailed description of what they are purchasing, they will not buy it. Make
sure your descriptions are clear, accurate and typo free.
Images: Images are important for driving conversions as customers need to
know what they are buying. Images are also good for showcasing your
product benefits, adding credibility, providing context, and firing buyers
imagination. You should have at least four to five high-quality photos to
enhance the customer experience. You also add videos to stand out from the
competition. More importantly, however, you need to make sure that you
follow Amazon’s guidelines about images. These requirements include:
•

TIFF (.tif/.tiff), JPEG (.jpeg/.jpg), GIF (.gif) and PNG (.png) format.

•

Image pixel dimensions of at least 1000 or larger in either height or
width preferred sRGB or CMYK color mode, so that if a customer
hovers over, it will zoom in and show in a larger window.

•

Must be the cover art or a professional photograph of the product;
not a drawing

•

Product should fill 85% or more of the image frame.

•

Backgrounds must be pure white.

Main Image should not include watermarks, borders, URLs, animation,
seller logos or any other text.
Potential Reviewers List

One more thing that you can do while you’re waiting for your product would
be to begin to make a list of people you're able to ask to check out your
products when they arrive. Your first product reviews could be from your
friends or family members - anybody who'd want to support you. You can
begin asking people now to ensure that whenever your product arrives, you
are able to provide them with one and encourage them to submit a product
review immediately.
Most buyers on Amazon take a look at reviews to help them to decide
whether or not to purchase a product, so it’s important that you have as
many good reviews in place, as soon as possible.
Action Item:
• Set up your Facebook fan page or email list.
• Use Facebook ads to drive people to your fan page or opt-in page.
• Create and optimize your listing, including:
o Pictures
o Headline/Title
o Bullet points
o Description
• Make a list of potential reviewers and start asking people if they’ll
review your product once it arrives.

Stage Five: Launch Your Products With A Bang!
Finally, your products have arrived! It really is an exciting day, time to
celebrate!
At this time, you have to check over your products to make sure the quality
is what you’re expecting, and make sure nothing was broken in shipping.
Also, should you not already have the FNSKU labels around the packaging;
you can either label each unit yourself or pay Amazon to get it done once it
comes into their warehouses.
Once you’ve checked over your products, label it if required, and send it on
to Amazon. Now you’re ready for the launch phase. If you have completed all
the pre-launch steps in the last lesson, you are able to launch when your
products are on Amazon FBA.
The objective of this launch is to get your first couple of sales, so your
product starts ranking on Amazon and potential customers can find your
products on the search result. Here’s how it goes, if somebody looks for an
item on Amazon, Amazon returns a list of products in order of their rank for
those search terms. To get customers to find your products, you need to get
Amazon to rank your products highest for those specific search phrases or
keywords.
What determines your product rank? Much of this comes from the key
phrases inside your listing, but the most crucial factor is the number of
people searching for that particular keyword and then purchases your
product. If a person searches for “Lemon Squeezer” in the search bar and
then buys your product, it is a proof to Amazon, that your product is a great
match for those who are interested in Lemon squeezer, so Amazon will rank
your product higher for that search keyword. The higher your products
ranks, the more people will find it, and the more you’ll sell.
Another factor that impacts sales is reviews. People might find your
products based on your keywords, however just think about this. What will
you do before buying a product online? I know you’ll look around for
product reviews, to know the opinion of others who have purchased the
item. Product reviews play an important role in product ranking,
conversions, and sales.
Product reviews act like “backlinks” to your Amazon product page, the more
reviews your product page has, the heavier it becomes. So it naturally ranks
well in Amazons search results.

I cannot stress enough how important it is to get reviews for each and every
sale you make. The more reviews you get, the more sales you make – the
more sales you make, more reviews you get. The higher the qualities the
lager the circle (and your bank account) grows. But in general, that doesn’t
happen automatically. It’s up to you to get it started.

Getting First Few Reviews
The first step to get sales moving would be to ask to your friends and family
members for reviews. Once I did this, I had 40 to 50 people who I know I
could possibly reach out to and say, “Hey, here is my new product. Can you
test drive it and provide me with a honest review?”
I don’t even ship it to them - I personally hand it over to them and say, “Hey,
when you get the chance, visit Amazon and leave a review”. I’ll also send
them an e-mail with a link they can use to leave product review.
These reviews don’t appear as verified reviews since your initial reviewers
didn't buy the product on Amazon, but that’s ok. They’re still reviews, and
many customers don’t spot the difference. You want to get some reviews in
your listing to ensure people see the star rating and understand that they’re
not the very first person to buy or make use of this product. People feel
much more comfortable purchasing a product that others have previously
bought and loved!!
You can also leverage other people’s lists to get more reviews. For example, I
search for Facebook pages in my niche with a large audience base. I contact

these facebook page owners through message and say “Hey, I am just
releasing a new product on Amazon, if you can use it and give honest
review; it will be much appreciated, Moreover I can also provide you with a
discount coupon code exclusive for your followers”. Once they received the
product, these people send customers to your Amazon listing as well as
publish an honest review on Amazon. That provides a double benefit: A link
from social media pointing towards your listing that might provide you with
some extra traffic, along with a review on Amazon.
One important thing to note as you get your first reviews: those from friends
and family members and if you've bought things for one another on Amazon
previously, has made Amazon aware that you’re connected. Therefore, they
might not publish that person’s review at all, or they might go ahead and
take out that review in future.
Never be surprised when this happens. These initial reviews are just to get
the ball rolling. As more customers buy your products, they’ll start
submitting reviews (and these reviews show up as verified reviews), so these
initial reviews won’t matter a lot in the long run.
Giveaway products to accelerate sales:
Now it’s time to utilize your email list and Facebook page. This is when
you’re likely to let your fans know about this product that you would like to
give away to the first 10 people, at a deep discounted price. You’ll give these
people a promotion code, so when they buy your product by using this code,
Amazon applies a price discount. These first couple of sales aren't at full
price; however they still count as sales.
By doing this, you’re also likely to say that you would like to get a honest
review. Only for this reason you’re giving these items away for Rs.99. You’re
triggering sales to get reviews that will help you make more sales.
For the launch, you need to plan to give away 100 to 150 units as a whole.
I prefer to discount to Rs.99 of these giveaway products. That’s low enough
that it is a no-brainer - anybody who likes your products will hop on it.
Whenever you set this up, I suggest distributing the giveaways over a 10 to
15 days. If I’m offering 150 units for giveaway, I prefer 10 sales each day for
15 days. This way, I set up a steady pattern of sales over time. I believe this
provides the product more credibility with Amazon. These sales will start to
get your product ranking and get some reviews showing up, so that you can
generate even more sales.

Getting reviews for every sale you make using a follow-up sequence:
Another tip I would like to give you is to utilize a follow-up system for
feedback and reviews. Feedback isn't the same as reviews. Feedback
remains on your seller account and states how good you did in terms of a
seller. However, reviews are concerning the product itself, not you as a
seller. Feedback and reviews both support in getting more sales, so let’s talk
about how to get them.
I presently use ManageByStats, which enables me to automate this strategy.
There are a couple of similar tools available, but essentially, they enable you
to instantly send an e-mail to your buyer at a specific time.
For instance, you might have an e-mail sent to the buyer as soon as they
complete the purchase, or once the package is delivered. After they’ve
received the product, you can also follow-up and say,
“Hey Sharma, I see that you just received your package, and I just want to
make sure that you got your product safely and you’re enjoying it. If you have
any queries or any problems, just let me know. Many thanks. And if you could
leave us some feedback that would be appreciated.”
And you provide them with a feedback link in that email.
Then, when they haven’t left feedback in 3 days, you might want to followup again - ensure they haven’t had any problems, and request again for
feedback.
The good thing about software like ManageByStats is that it enables you to
automate this entire process. Obviously, you could do this manually, if you
don't want to spend money on a tool like ManageByStats. I like the
automated process since I don’t need to do anything or worry about it. It
takes care of the follow-up process for me.
Now, you might be wondering why I request feedback rather than reviews at
this time, since reviews help drive sales. What I’m really doing is prescreening people before I request for a review. If a person leaves feedback,
which is not completely positive, I do not want that person to give a negative
review, decreasing the average rating on my product.
Most customers have no idea about the difference between feedback and
reviews. If a person leaves negative feedback and they said something about

the product, not about the buying experience, you can always ask Amazon
to remove it.
Also, Amazon takes the responsibility for just about any negative feedback
associated with delivery issues fulfilled by FBA. If you are selling by FBA, it’s
really impossible to find negative feedback that sticks. However, when
customers give you positive feedback, you can request for a product review
as well.
Action Items:
•
•
•
•
•

Check your product, label it with your FNSKU if you need to, and ship
it to Amazon.
Ask friends and family to test your product and leave an honest review
on Amazon.
Set up a discount coupon for your giveaway and promote it to your
Facebook fans or email list. Use this promotion to get sales and
reviews.
Set up a follow-up system to get feedback from buyers. For buyers
who leave positive feedback, also write and ask them to review your
product.
If you like what you see so far, please leave your feedback on Amazon
by clicking here. Your reviews are really helpful in increase the
exposure of this book on Amazon.

Step Six: How to Promote Your Product to Keep Building Sales
The final step at this stage is the product promotion. To advertise your
products, you can use Amazon sponsored product ads. If you’ve ever
attempted advertising on other platforms, you will be surprised about how
easy it is to set up Amazon’s advertising and, moreover, the number of sales
you’ll receive from it.
What’s special about Amazon’s advertising platform is that, people always
come to Amazon to purchase products. It is not the same situation on
Facebook, Google, or other platforms. But, on Amazon, when people look for
something, it’s usually because they would like to buy it. This means that,
rather than getting to convince those people to purchase a lemon squeezer,
all you need to do is convince them to purchase your lemon squeezer. That’s
lot easier, and that’s why Amazon ads are so effective.
If you’ve already shopped at Amazon, you might have probably seen a
product that said “Sponsored,” which was a product using Amazon
sponsored ads. Here’s an example of what it looks like.

These advertisements move around constantly; however in this example, you
can see that sponsored product at the bottom of the page. Sometimes they’re
around the right side, sometimes they’re at the end of the page, and often

they’re mixed in the search results. Apart from the term “Sponsored,” it
simply appears like a normal listing.
If you’ve tried Google advertising or Search Engine Optimization, you will
know most of the traffic would go to the results on the first page. For this
reason people work so hard to show up on the first page.
On Amazon, you may be on the first page any time you want. All you need to
do is purchase an Amazon Sponsored Ad and bid sufficiently enough to get
into that place. You may be on page one from your first day of listing, if you
are ready to spend as much as it requires for being there.
Setting up Amazon Ads for getting more sales:
You can begin running advertisements immediately if you wish to.
Personally, I prefer to hold back until I've received a minimum of five
reviews. That’s a minimum number that can be accomplished in a single
day by trying. Many people start advertising immediately, even without
reviews. Sometimes it works and sometimes it doesn’t. You can test it if you
would like, however I think it’s worth spending a small amount of effort to
get those five reviews first.
Let’s discuss the steps to begin your Amazon ads
1. Set up a Sponsored Product Ad inside your Seller Central account.
Choose automatic targeting. When you use an automatic campaign, Amazon
goes into your listing (title, bullets, and also description) and pulls out
potential keywords. When customers search for those keywords, Amazon
will place your product in front of those customers and try to find out
whether they are buying it. By selecting an automatic campaign, you’re
allowing Amazon to create your advertising campaign according to the
things they think works best – and Amazon is actually pretty good at selling.
2. Set an everyday ad budget with a minimum of Rs.1000. For cost-perclick, use Rs.5. These are my base amounts. One thing to understand is the
fact that you aren't always going to spend the whole Rs.1000 each day.
That’s only the upper threshold. This way, if you discover a keyword that’s
incredibly common, you aren't going to get burnt and all of a sudden find
out you spent Rs.5000 in a single day. Whatever spending limit you
determine, you will not spend more than this, and most likely you'll spend
much less.

3. Run the advertising campaign for 7 days, then pause it and run the
report. The advertising platform is often way behind the rest of Amazon,
therefore the stats you will see prior to the ad continue to be running for 7
days and are most likely way off. For this reason I suggest allowing it to run
for 7 days, then temporarily pause it and get the reports.
4. Examine the report and discover what keywords Amazon targets for
your products. This report gives you the keywords Amazon used and also
the statistics from those keywords. For every keyword, you can find the
number of times the ad was displayed (the amount of impressions), the
number of people who clicked it, and how many sales you have gotten from
those ads.
5. Make use of the data from step four to create a new campaign using
better keywords those that have gotten you sales or at least the most
clicks. With this campaign, I suggest exactly the same kind of budget: a
minimum of Rs.1000 per day.
6. Let the ads run for a while, then analyse the impressions. In case
your impressions are low, which means you have to increase your bid.
Therefore, if you’re putting in a bid of Rs.5, you may want to bid for Rs.7 or
Rs.10. Low impressions on the keyword show that most people are bidding
higher than you. And at first, you might want to bid higher, simply to put
yourself before that audience so that you can get sales. An advertisement
that ranks well can help people discover your products, and then the sales
from that ad shows Amazon that they should start ranking your products
higher.
When you are creating your advertising and determining how much to
spend, there are various approaches to think about. At first, you just want
to get sales. Even if you are simply breaking even on the advertisements, it’s
still likely to be worthwhile because you’re likely to start ranking for these
keywords, which will provide you with more sales over time.
Remember, if somebody searches by using a keyword and buys your
products, Amazon will start ranking you for that keyword. So, when
somebody clicks on your ad while searching for a keyword and buys your
products, the same thing is going to happen. Amazon will start ranking your
product for that keyword. For this reason it’s worthwhile to break even or to
go into small loss on advertisements at first, just to start ranking for these
keywords. It’s just an investment. Once you get enough sales through
advertisements, you’ll start ranking for these keywords organically and you
will start making sales without these ads.

Now, I will show you what I'm saying; let’s take a look at this example.

I spent Rs.45000 on amazon ads for the month of March 2016 alone (Yes,
my old invoice). The outcomes were 190 sales from Amazon ads, and also I
got more earnings from those sales than what I had spent on it. Moreover, I
made 1,560 organic sales (sales from direct searches, including 190 sales
from ads), which brought in over Rs.6,00,000 in sales for that month. Can
you spend Rs.45000 to get Rs.6,00,000? You’d be crazy if you don't. And
that’s the strength of Amazon ads.

So at this time, I really want you to ignore everything else except sales and
reviews. At this stage, things are up, things are running, and things are
optimized. Concentrate on getting more out of it.
This means that, at this moment, I do not want you to think about Facebook
ads, Google ads, Bing Ads, creating a website, blogging, YouTube videos,
article promotion, social media, press release, or any other tactics and
techniques you might have heard about.
It is all about doing more of what is working and less of what is not. At
this time, it isn't creating a website, blogging, or YouTube videos. It’s just
concentrating on sales and reviews.
How you are going to achieve this? By running Amazon ads, getting sales,
getting reviews, running Amazon ads, getting more sales, and more reviews.
The more of these sales and reviews that take place; the greater your
product will be ranked on amazon for those keywords, enabling you to
achieve even greater sales. That’s how it starts.
You need to put whatever it takes to feed this self-growing circle in order to
get your product established as quickly as possible. Next, you can consider
altering or adding things, advertising on other places, and adding more
products. However, it all begins with getting the most out of your first
three products and building from that point on.

Action Items:
• Create an Amazon Sponsored ads campaign using automatic
targeting with a per-click bid of Rs.5 and a daily maximum of
Rs.1000. Let it run for seven days, then run a report.
• Analyse the data and Consider these factors:
• Do you want to run the automatic campaign again? If the
Advertising Cost of Sales (AcoS) is 30 % or less, you probably
do.
• Do you want to skim off the most effective keywords and start a
new campaign with those?
• Check your impressions and budget. Do you need to bid higher
per click? Do you want to increase your daily maximum?

Conclusion:
These are the exact steps I used to build my business online and make well
over Rs.50 lakh in my first year itself. I’m still using the same EXACT
strategy as I continue to grow this business even now in 2020.
I’ve also taught this same strategy to some of my friends and family
members; they have also seen a lot of successes.
I’ve seen few people struggles with this process. During my observation, here
are the most typical explanations I get why people fail in building this
business:
•
Choosing an inappropriate product
•
Struggling to discover the right supplier and being stuck
•
Failing to create a launch list and launching properly
•
Creating poorly optimized product listing
•
Having difficulties in ranking for keywords
•
Losing funds on useless promotions
•
Not being able to make use of Amazon Ads properly
•
Possessing “set it and forget it” mind-set rather than testing and
tweaking
•
Overcomplicating things
But most importantly, the most typical reason for failure is just never
getting started.
If you would like anything to happen, you need to do something, you need to
take action. Set your goal and then every single day, take one little step
towards that goal. That’s the one major factor many people don’t do, and
this is where they fail. And you don’t allow that to happen!
All the best!
Aman A S
Have a question? Ask @ https://amancentral.com/contact/

BONUS: It is actually not a bonus, It is a must watch YouTube video as part of the
course. (Click Here to Watch)

Resources:
Product Research:
1. Amazon Best seller page – Here Amazon itself say which products are
selling well and this is the first place I go for product research.
2. Google Trends – This is a FREE tool which allows you to view if the
product you are researching is a seasonal product or is growing in
trend.
3. AMZshark.com - this tool gives you an estimated number of units with
estimated revenue for any of your competitor’s product that are selling
on Amazon. Using this tool you can have an idea of what you can
expect if you sell that kind of product. It has 7 days FREE trial, give it
a try!
Keywords Keyword Reach Tool
4. Amazon Search Bar – This is wonderful tool when you do your
keyword research for Amazon PPC.
5. Google Keyword Planner – This is a FREE tool which allows you to
research keywords for search volume and demand for a product. It
also gives additional keywords which you can use in your Amazon
PPC. You can access this tool using your normal Google account.
6. AMZShark.com – This tool allow you track your keywords daily and
monthly, this tool is great for monitoring keywords ranking.
Product Sourcing:
7. Alibaba.com – Is the leading platform for global trade serving millions
of buyers and suppliers around the world.
8. Aliexpress.com – This is a Chinese shopping website, which allows
you to get started with small quantities to test the market, before
investing huge amount of money.
9. Indiamart.com – Good website, if you try to source products from
India.
Product Listing, Images and Art Work:
10.
UPC Code – I bought it from ebay.com, here is the link
http://www.ebay.com/itm/1-000-UPC-Numbers-Barcodes-Bar-CodeNumber-1000-EAN-Amazon-Lifetime-Guarantee/161712393013?hash=item25a6cf4b35:g:e0UAAOSwl8NVXpwF
11.
Fiverr.com – I use this site a lot, day in and day out. You get
freelancers for product images, Facebook ads creative and sales copy
writers for your product listing page. All these on your BUDGET!

12.
Upwork.com – Another website for outsourcing. You get
freelancers for product images, Facebook ads creative and sales copy
writers for your product listing page.
13.
Canva.com – Simple artwork tool, using this you can create
your own art works for Facebook ads.
Email Collection & Follow – up Automation.
14.
FeedbackFive.com – This tool allow you to follow up with your
customers for feedback and product reviews.
15.
GetResponse.com - This my tool of choice for collecting email
addresses from customers. It allows my businesses to create a
database that can be used for future product launches and following
up. This tool will also allow you to create landing pages to collect these
emails and thank you pages to deliver coupon codes and additional
offers. I personally use this every day to collect emails using insert
inside of my products.
Accounting
16.
Wave – This is FREE online cloud based basic accounting
software. I currently use this software and it does everything I need at
this point in my businesses.
Every Entrepreneur MUST read Books
17.
18.
19.

Four Hour Workweek by Tim Ferris
The Lean Start Up by Eric Ries
Rich Dad Poor Dad by Robert T. Kiyosaki

Thank You!
Before you go, I’d like to say “thank you” again for purchasing my guide. I
know you could have picked from dozens of books on this topic, but you
took a chance with my system and that means lot to me. So a BIG
THANKS for downloading this book and reading all the way to the end. Now
I’d like ask for a “SMALL” favor. Please take a minute or two and leave a
review for this book on Amazon. (Click Here to Leave Review)
https://www.amazon.in/review/create-review/?ie=UTF8&asin=B01DTD7ET4

This feedback will greatly help me continue writing the kind of books that
will help you get the results you’ve dreamed of and more. And if you love it,
then let me know! I would be forever grateful to hear from you!!!

MORE BOOKS FROM THIS AUTHOR
1. THE ONLINE STARTUP – How to start a business online leveraging
the power of Amazon.
2. PROFITABLE PRODUCTS – How to find and evaluate best private
label products to sell on Amazon FBA.
3. AMAZON SEO RANKING HACKS - Optimize Your Listing to Rank
Products Higher and to Increase Sales on Amazon.

