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With Amazon shipping to over 100 countries and regions, the opportunity for growth is vast. In fact, 
independent sellers account for more than 60% of sales on the platform, showcasing the potential for 
entrepreneurs to thrive in this dynamic marketplace.

This ebook is your guide to navigating the intricacies of selling on Amazon, starting from identifying 
profitable niches to mastering product sourcing and pricing strategies. Whether you’re just starting 
out or looking to scale your existing business, these insights will help you make the most of Amazon’s 
expansive ecosystem.

By the end, you’ll be equipped not just to participate in the Amazon marketplace but to excel within it. 
Let’s get straight into effective strategies that will maximize your business potential on Amazon.

Introduction:

Kickstart your journey 
on Amazon

60%

Over 60% of sales on 
Amazon come from 
independent sellers



Research it: Identify the best 
market opportunities

Analyze demand, outsmart competition, and spot trends

Finding the right niche on Amazon is one 
of the foundations for success. But with so 
many products available, it’s easy to feel 
overwhelmed. Instead of trying to compete in 
crowded markets, focus on a niche – smaller, 
more specific segments with untapped 
potential.

A profitable niche balances strong demand, 
healthy margins, low competition, and minimal 
seasonality. Ideally, it also serves a targeted 
audience eager to buy, with active communities 
that enhance visibility.

This is where effective product research 
becomes crucial. By analyzing market trends 
and spotting underserved niches, you can 
uncover opportunities that others might miss, 
positioning your store to meet customer needs 
and stand out.

There are many options when it comes to researching products on Amazon. A good starting 
point is Amazon’s own Product Opportunity Explorer. This tool provides real-time data on 
customer search trends, product demand, and emerging opportunities. It helps sellers:

Chapter 1:

Choosing the right 
products to sell

Analyze product 
seasonality, pricing, and 

performance history

Identify high-demand 
niches with low 

competition

Optimize product listings 
by targeting relevant 

search terms

https://sell.amazon.com/tools/product-opportunity-explorer


In addition to Amazon’s tool, there are several highly trusted 
third-party platforms that can improve your research:

SellerApp.  
Find low-competition 
products and optimize listings 
with advanced product 
intelligence, keyword research, 
and profitability tracking.

Jungle Scout.  
Get insights from over 500 
million Amazon products. It 
provides competitor data, 
keyword analysis, and real-
time market trends.

Helium 10.  
Access tools like Blackbox 
and Xray for detailed product 
filtering, competitive analysis, 
and uncovering in-demand 
products.

These tools provide the insights you need to make informed decisions and boost your chances 
of success on Amazon.

Source it: Partner with reliable suppliers
Sourcing products for your Amazon business requires careful consideration of your suppliers and the 
sourcing models they offer. Each model has distinct advantages, so choosing the right fit is crucial. 
Two popular approaches to product sourcing are private label manufacturing and wholesale suppliers. 
Here’s a closer look at each option.

Explore private label and wholesale options
Sourcing products for your Amazon business requires careful consideration of your suppliers and the 
sourcing models they offer. Each model has distinct advantages, so choosing the right fit is crucial. 
Two popular approaches to product sourcing are private label manufacturing and wholesale suppliers. 
Here’s a closer look at each option.

By weighing the pros and cons of each model, you can decide which one best aligns with your 
business goals and budget.

Private label.  
This model involves 

sourcing products from 
manufacturers, adding 
your own branding and 
packaging, and selling 
them under your own 

brand name. It allows for 
product differentiation and 

the creation of a unique 
product line that can stand 

out from competitors.

Wholesale.  
With wholesale, you buy 

products in bulk from 
brand owners or authorized 
distributors and resell them 

at a markup. This model 
often involves building 

strong relationships with 
suppliers and managing 
larger inventories. It can 
potentially offer higher 

margins if you do it 
effectively.

Print on demand.  
This model allows 

you to create custom 
products without upfront 
investments or inventory. 

You design items like 
apparel or wall art, and 
a third-party provider 
handles printing and 

shipping as orders come 
in. It minimizes risk, since 

you only pay for items after 
making a sale.

https://www.sellerapp.com/
https://www.junglescout.com/
https://www.helium10.com/


Calculate it:  
Assess your earning potential

Beyond sourcing and quality control, calculating your 
profit margins keeps your finger on the financial pulse 
of your Amazon business. This is crucial for long-term 
sustainability. It means understanding the various fees 
associated with selling on Amazon and how they affect 
your bottom line.

Selling plan. Choose between the Individual 
plan, where you’re charged per unit sold, or 
the Professional plan, which has a monthly fee 
regardless of how many units you sell. (Look out 
for a more detailed comparison in chapter 2).

Referral fees. Amazon charges a referral fee for 
every item sold. It typically ranges from 8% to 
15%, depending on the product category.

Break down Amazon’s seller fees 
Amazon’s fee structure varies depending on your selling plan, product category, and fulfillment 
strategy. Here’s a quick overview:

Gauge quality standards and pricing strategies
Product quality and pricing can make or break your Amazon success. How do you ensure your offerings 
not only meet customer expectations but also give you an edge in a hyper competitive marketplace? 
Here’s how to assess both to keep your customers satisfied and your profits healthy:

Establish key performance indicators (KPIs).  
Define clear product standards for your suppliers, such as material quality, durability, 
and packaging. It allows you to track whether your suppliers are meeting expectations 
consistently.

Check supplier certifications.  
Request certifications like ISO from suppliers to ensure they meet international quality 
standards. It’s verification you’re working with reliable partners.

Explore pricing strategies.  
You can choose from various pricing methods. Dynamic pricing adjusts based on market 
trends using tools like Amazon’s Automate Pricing or third-party repricers. Alternatively, 
fixed pricing offers consistency, while the cost-plus model ensures prices cover production 
costs plus a set profit margin. Pick a strategy that best suits your business goals and 
market conditions.

Fulfillment fees. Fulfillment costs depend 
on whether you manage shipping yourself 
(Fulfillment by Merchant) or through Amazon 
(Fulfillment by Amazon). Amazon’s fulfillment 
fees cover storage, picking, packing, and 
shipping but can vary based on product size 
and weight.

Other costs. As a seller, you may incur 
additional fees, such as long-term storage fees, 
or pay for optional services like advertising or 
premium account services.



Optimize your financial 
performance

To keep your profit margins healthy, it’s essential 
to consider every expense.  
Here are some useful steps to guide you:

Success on Amazon begins with selecting the right products, sourcing effectively, and calculating profit 
margins. By concentrating on these areas, you can position your business for sustainable growth and 
seize marketplace opportunities.

Calculate your profit margin. Use the following formula to calculate your margin:

Profit Margin = ((Sales − Total Expenses) / Revenue) × 100

Include costs such as sourcing, shipping, Amazon fees, and marketing 
in your expenses. Successful sellers typically aim for a profit margin 
between 25% and 30%.

Factor in landed costs. These are costs you incur to get your product to Amazon’s 
warehouse, including shipping, duties, and taxes. Ensuring your pricing accounts for 
these expenses helps maintain profitability.

Monitor and adjust. As your business grows, regularly monitor your profit margins 
and adjust pricing strategies or sourcing methods as needed to optimize profitability.

25%

1

2
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Product Opportunity Explorer provides real-time data on customer search trends, product 
demand, and emerging opportunities.



Prepare it: Get your seller account ready for action

Decide between Individual and Professional plans

When starting out as an Amazon seller, one of the most important decisions you’ll make is choosing 
the right seller account. Amazon offers two primary account types: Individual and Professional. The 
best choice depends on the size and goals of your business.

Amazon’s Individual and Professional accounts are designed to meet different business needs.  
Here’s a breakdown of their key differences to help you decide which is right for you:

Chapter 2:

Setting up your Amazon seller account

Ideal for those selling fewer than 40 
items per month. With a pay-per-
item fee, it’s great for sellers who are 
just starting out, or testing different 
products before committing to a larger 
sales volume.

Individual account. 

Recommended for sellers expecting to 
sell more than 40 items a month. This 
plan comes with a monthly subscription 
fee, but it unlocks advanced features 
that help scale your business and 
manage higher volumes more efficiently.

Professional account.



To help you make an informed decision, let’s compare the main features and benefits of each 
account type:

Feature

Subscription fee

Listing products

Manage inventory

Access to advanced selling 
tools

Create promotions and 
coupons

Win the Buy Box

Sell in restricted categories

Dynamic pricing options

Add multiple users to the 
account

Set shipping fees for non-
media products

Access to Amazon Brand 
Registry

Individual Account

$0.99 per item sold

One at a time

One product at a time

Limited

No

No

No

No

No

Yes (limited options)

No

Professional Account

$39.99 per month

List in bulk

Manage inventory in bulk

Includes tools like SP-API, Seller 
App, Revenue Calculator

Yes

Yes

Yes

Yes

Yes

Yes

Yes (with registration)

Harness the power of Professional accounts

For sellers looking to scale their business on Amazon, the Professional plan provides valuable 
advantages that help boost growth:

•	 Compete for the Buy Box. Over 80% of purchases are made through the Buy Box. Only 
Professional sellers are eligible to win it, which greatly increases sales opportunities.

•	 Access advanced selling tools. Professional sellers can use bulk listing, enhanced product 
pages, and detailed reporting tools to simplify operations and drive higher sales.

•	 Sell in restricted categories. The Professional account lets you apply to sell in gated 
categories, opening up more profitable markets.

•	 Flat monthly fee. Instead of paying per item sold, the Professional account offers a flat 
monthly fee, which can save money as your sales volume grows.

•	 Global selling opportunities. Expand internationally with programs like Fulfillment by Amazon 
(FBA) and Amazon Ads, which help you reach customers worldwide.

By understanding the core differences between Individual and Professional accounts, you can 
choose the one that best suits your current business needs while keeping scalability in mind.



Create it: Set up 
your seller account

Gather essential 
registration documents

Creating your Seller Central account is 
crucial for managing your Amazon business. 
Follow these steps to ensure a smooth 
registration process.

Before you create your account, make sure you 
have the following:

Once you have these essentials, you’re ready to register your account and begin selling.

•	 Bank account and routing number for 
receiving payments.

•	 Internationally chargeable credit card for 
Amazon’s selling fees.

•	 Government-issued ID to verify your identity.

•	 Tax information to ensure compliance with 
tax regulations.

•	 Phone number for account verification and 
customer support communication.

Customize your Seller Central profile

•	 Public seller profile. Ensure your business 
details are accurate and up-to-date to 
create customer trust.

•	 Payment and business information. Review 
your bank account details and ensure your 
payment setup is complete.

•	 Shipping and returns settings. Configure 
your shipping rates and return policies to 
meet Amazon’s standards.

Seller Central is the hub of your Amazon business. After registering, you’ll need to set up your account to 
match your business needs. Here’s what to do next:

•	 Tax information and settings. Enter your tax 
details to comply with legal requirements.

•	 Notification preferences. Set up email or 
text notifications for orders, payments, and 
account alerts.

•	 User permissions. Add other team members 
to help manage your account if needed.



Organize registration and clarify your tax obligations

We get it – navigating tax obligations isn’t the most exciting part of running your business, but it’s 
essential for a smooth selling experience. Here’s what you need to do:

•	 Register your business. Depending on your 
location, you may need to formally register 
your business before selling on Amazon. 
In many cases, you’ll need to provide your 
business registration details during the 
Seller Central setup. 

•	 Register for VAT if applicable. If you surpass 
the VAT threshold, you must register for VAT 
and update your Amazon Business account 
with your VAT number to ensure you comply 
with local tax laws. 

•	 Set up tax settings in Seller Central. Enter 
and regularly update your tax information 
to avoid any interruptions in your selling 
activities. This includes adding any relevant 
tax identification numbers and complying 
with applicable tax regulations.

Verify it:  
Understand your legal 
and tax responsibilities

Once your Seller Central account is set up, 
make sure you’re complying with Amazon’s 
legal and tax requirements. These obligations 
are key to maintaining a successful business. 
Here are the main areas to focus on:



Review seller policies to ensure compliance
Here are a few examples of important seller policies to keep in mind and follow:

•	 Product listing accuracy. Ensure all product 
details, including titles, descriptions, and 
images, are clear and truthful.

•	 Fairness. Avoid creating duplicate listings or 
changing prices after a sale is confirmed to 
ensure transparency and fair dealings.

•	 Customer ratings and reviews. You cannot 
offer incentives for positive reviews or ask 
customers to change or remove negative 
feedback. Any reviews should be gathered 
neutrally and without manipulation.

•	 Communication. Only communicate with 
customers via Amazon’s buyer-seller 
messaging for essential order-related 
queries. Sending unsolicited messages or 
marketing emails is not allowed.

Respect it:  
Adhere to Amazon’s rules

Amazon has a strict code of conduct to keep 
the customer experience high. These guidelines 
are fairly straightforward, but overlooking them 
can lead to complications that jeopardize your 
selling privileges. To avoid issues, familiarize 
yourself with these essential rules.

•	 Customer data. Any customer data, such 
as addresses or phone numbers, must only 
be used to fulfill orders. You cannot use 
this information for marketing purposes or 
share it with third parties.

•	 External links. Do not attempt to direct 
customers away from Amazon by providing 
external links or prompting them to 
complete transactions on other websites.

80%

Over 80% of purchases are made through 
the Buy Box. Only Professional sellers are 
eligible to win it, which greatly increases 
sales opportunities.



List it: Perfect your product presentation

Spark interest with compelling titles and descriptions

Now that your Amazon seller account is ready, it’s time to focus on creating attention-grabbing product 
listings that drive traffic. Your listings are the gateway to your products, and a well-crafted one can 
significantly boost visibility, attract more potential buyers, and ultimately improve conversions.

A successful Amazon listing is more than just words and images. It’s about telling the story of your 
product in a way that resonates with customers. From compelling titles to detailed descriptions, your 
listing should answer questions before they’re even asked.

Your title is one of the first things customers see, so where possible, it must be informative and 
engaging. Similarly, the description should showcase your product’s key benefits in a way that 
persuades customers to buy.

Chapter 3:

Creating engaging product listings

•	 Product titles.  
Keep your titles clear 
and informative. Include 
essential information such 
as brand and product type 
or variations like size, color, 
and quantity. A well-written 
title improves visibility and 
searchability.

•	 Product descriptions. 
Write concise, engaging 
descriptions that focus 
on how your product 
solves customer problems 
or enhances their life. 
Highlight its unique value 
in a clear, relatable way 
that resonates with your 
audience.

•	 Bullet points.  
Use bullet points to list 
key product features 
and benefits. Stick to five 
concise, punchy bullets that 
emphasize the product’s 
standout attributes as 
these are the quick details 
shoppers will scan.



Here are two contrasting examples of product listings – one shines with clarity and creativity, and the 
other misses the mark on detail and engagement.

Stunning Design:  
Transform your space with abstract canvas wall art. The vibrant colors and unique 
design create a captivating focal point that enriches your room’s ambiance.

Quality Sustainable Materials:  
Crafted with responsibly sourced FSC-certified wood and a premium cotton-
polyester blend, our canvas wall art guarantees long-lasting quality. 

Slim & Thick Options:  
Choose between a sleek 2cm slim canvas for a modern touch or a bold 4cm thick 
canvas that makes a striking statement. 

Multiple Sizes:  
Available in 26 different sizes, you can select from both landscape and portrait 
formats to find the piece that perfectly complements your space and reflects your 
style.

Ready to Hang:  
Arriving fully stretched on a sturdy wooden frame, your new artwork is ready to 
display right out of the box. No hassle – just unpack and hang it up to elevate your 
interior.

Stunning, colorful, and suits any room.

Made with wood and a cotton blend.

2cm and 4cm options available.

Comes in 26 different sizes.

Easy to unpack and hang up.

Gelato Abstract Canvas Wall Art – Modern Minimalist Design, Slim & Thick Options, 26 Different 
Sizes, Ready to Hang, Sustainably Crafted, Perfect for Living Room or Office Decor 

Beautiful Canvas Wall Art in Different Sizes, Good for Living Room or Office

Good example

Bad example



Integrate SEO to boost visibility

Showcase it:  
Capture stunning visuals

For your listings to rank highly on Amazon, you need to optimize them with relevant keywords. This 
ensures your products appear when potential customers search for items like yours.

After engaging copy, the next most critical 
part of your listing is the visual content. High-
quality images and videos do more than just 
show what your product looks like – they help 
customers imagine how it fits into their lives.

•	 Keyword research.  
Start by researching relevant, high-traffic 
keywords using tools like Amazon’s Brand 
Analytics or reliable third-party platforms. 
Focus on terms that your target customers 
are likely to use.

•	 Keyword placement.  
Naturally integrate important keywords into 
your product title, description, and bullet 
points without overstuffing. This ensures 
your products are more visible in search 
results.

•	 Monitor and optimize.  
Regularly monitor your listings to identify 
new opportunities and adjust keywords as 
needed to stay competitive and improve 
search rankings.



Optimize your visuals for maximum impact

Amazon has specific standards for product images that help maintain a consistent shopping experience 
for customers. Following these guidelines ensures your listing looks professional and performs well.

By building listings with well-thought-out copy and visuals, you’re in position to attract more visitors and 
create a shopping experience that makes clicking “Add to Cart” irresistible. 

Research relevant, high-traffic keywords using tools like Amazon’s Brand Analytics to 
optimize your listing and rank highly on Amazon.

•	 Main image.  
The main image should 
show the product against a 
pure white background with 
no distractions, logos, or 
added text. Keep it simple 
and focused.

Convey value through professional images and video

A picture is worth a thousand words, and on Amazon, it’s often the deciding factor for customers. 
Professional visuals can make your product feel more trustworthy and appealing. Here’s how to 
effectively showcase your products:

•	 Professional product photography. Ensure your products are well-lit and captured against 
a clean background to showcase their best features. High-resolution images from multiple 
angles give customers confidence in what they’re buying.

•	 Lifestyle images. Go beyond the basic product shots by showing how your products are used 
in real life. This helps customers visualize your products in action and connects emotionally 
with them.

•	 Product videos. A short, engaging video can highlight key features and demonstrate the 
product’s functionality. This provides customers with a clearer understanding of its benefits 
and how it fits into their needs.

•	 High-quality mockups. Quickly create stunning product mockups using platforms like Gelato. 
This approach gives your listings a professional look without needing to hire a photographer. 
Plus, you can easily test different designs to see what resonates best with your audience.

•	 Image dimensions.  
Ensure your images are at 
least 1,000 pixels on the 
longest side. This activates 
Amazon’s zoom feature 
and allows customers to 
get a closer look at your 
product.

•	 Additional images.  
You can upload up to nine 
images. Take advantage 
of this by including a 
variety of shots. Show 
close-ups, different 
angles, and lifestyle shots 
to give customers a full 
understanding of the 
product.



Evaluate it:  
Fulfillment by Amazon vs. 
Fulfillment by Merchant

Fulfillment by Amazon

After setting up your product listings, the 
next crucial step is deciding how you’ll get 
your products to customers. When selling on 
Amazon, you have two main fulfillment options: 
Fulfillment by Amazon (FBA) and Fulfillment 
by Merchant (FBM). Each option offers unique 
advantages, and choosing the right one should 
be based on your business needs, product 
type, and sales volume.

Amazon takes care of all the heavy lifting with FBA. You send your products to Amazon’s fulfillment 
centers, and they handle everything from storage to shipping, customer service, and returns. Here’s 
how FBA benefits sellers:

However, FBA comes with storage and fulfillment fees. As a result, it may not be the best fit for 
heavy or slow-moving products due to high storage costs.

Chapter 4:

Managing fulfillment and shipping

•	 Prime eligibility. FBA products automatically qualify for Amazon Prime’s fast, free shipping, 
which increases your chances of winning the Buy Box and driving sales.

•	 Hands-off logistics. Amazon takes care of picking, packing, and shipping your orders, allowing 
you to focus on growing your business.

•	 Customer service. Amazon handles all customer inquiries and returns, taking a significant 
workload off your plate.

•	 Global reach. With FBA, your products can be shipped worldwide, giving you access to 
millions of Prime customers.

https://sell.amazon.com/fulfillment-by-amazon
https://sell.amazon.com/programs/fulfilled-by-merchant
https://sell.amazon.com/programs/fulfilled-by-merchant


Fulfillment by Merchant

Organize it: Streamline your 
shipping and return process

FBM gives you full control over your fulfillment process. It means you store, pack, and ship your products 
yourself or with a third-party print on demand provider like Gelato. Here’s what FBM offers:

Whether you use FBA or FBM, efficient 
shipping and a smooth return process are key 
to maintaining customer satisfaction. Here are 
some best practices if you’re handling it on 
your own:

While FBM can reduce fulfillment costs, it requires more hands-on management. You’re responsible 
for everything from storage to customer support, which can be challenging for high-volume sellers. 
However, using a third-party provider like Gelato can simplify the process by streamlining fulfillment 
while still giving you the flexibility and control you need.

•	 Lower fees.  
You don’t pay Amazon’s 
storage or fulfillment fees, 
which can be a cost-saving 
advantage, especially for 
large or slow-selling items.

•	 Optimize your shipping rates.  
If you’re using FBM, negotiate rates with carriers 
to reduce shipping costs. Consider Amazon’s Buy 
Shipping service, which offers discounted rates 
from major carriers.

•	 Ensure fast delivery.  
Fast shipping is a top priority for Amazon 
customers. Use Amazon’s Shipping Settings 
Automation tool to calculate the most accurate 
delivery dates and reduce delivery times.

•	 Greater control.  
FBM allows you to 
personalize your packaging 
and manage customer 
service directly, giving 
you more control over the 
customer experience.

•	 Flexible shipping.  
You can choose your 
shipping rates, carriers, 
and delivery speeds to 
match your business 
operations.

•	 Prepare products for safe shipping.  
Use high-quality, size-appropriate 
packaging to prevent damage during 
transit. This ensures your products arrive in 
perfect condition and reduces return rates.

•	 Streamline returns.  
Clearly communicate your return policy 
and ensure it meets Amazon’s standards. 
Then m ake returns hassle-free by offering 
prepaid return labels and processing 
refunds quickly.



Elevate it: Provide exceptional 
customer support

When you’re managing fulfillment through 
FBM, handling customer service effectively 
is essential to maintaining a positive seller 
reputation. Here are a few way to ensure top-
tier support:

Efficient fulfillment and excellent service are the formula for building trust and driving repeat sales 
on Amazon.

Amazon takes care of all the heavy lifting with FBA while FBM gives you full control over 
your fulfillment process

•	 Respond promptly to inquiries.  
Customers expect quick responses, 
especially on platforms like Amazon. 
Address questions or concerns within 24 
hours to maintain high seller ratings.

•	 Provide clear communication.  
Ensure your product listings are accurate 
and set realistic expectations about 
delivery times and returns. Transparency 
is essential to build trust and avoid 
misunderstandings.

•	 Resolve complaints with care.  
Handle customer complaints and returns 
professionally. Offering solutions like 
refunds, exchanges, or replacements 
without delays can turn a negative 
experience into a positive one.

•	 Monitor feedback and reviews.  
Stay on top of customer feedback and 
reviews to identify areas for improvement 
and ensure your service is consistently 
meeting expectations.



Promote it: Reach your target 
audience with Amazon ads
Once you’ve set up your store and sorted out 
your fulfillment strategy, you’ll need to think 
about how to attract customers and grow your 
presence on Amazon. 

The platform offers a range of advertising 
solutions designed to meet your customers 
wherever they are. By using Sponsored 
Products, Sponsored Brands, and Sponsored 
Display ads, you can connect with the right 
audience and drive meaningful results. Here’s 
how each option can help:

Chapter 5:

Marketing and growing your store

•	 Sponsored Products.  
These cost-per-click ads 
promote individual product 
listings and help increase 
visibility on Amazon search 
results. They’re easy to set 
up and can quickly boost 
sales.

•	 Sponsored Brands.  
You can showcase your 
brand and product selection 
through eye-catching static 
or video ads. These ads 
appear at the top of Amazon 
search results, making it 
easier for customers to 
discover your brand.

•	 Sponsored Display.  
This ad type uses machine 
learning to display your 
products across Amazon’s 
ecosystem and third-party 
sites. As such, these ads 
reach customers wherever 
they shop, browse, or 
stream.

Set up your first ad campaign confidently
Ready to launch your first ad campaign? Here’s a quick rundown to help you get started 
with Sponsored Products:

Pick the products you want to advertise.

Name your campaign for easy tracking later.

Set a daily budget and duration for your campaign.

Choose between automatic or manual targeting for your keywords.

Launch your campaign and monitor performance through Amazon’s ad console.

1

2

3

4

5

https://advertising.amazon.com/solutions/products/sponsored-products
https://advertising.amazon.com/solutions/products/sponsored-brands
https://advertising.amazon.com/solutions/products/sponsored-display


Protect it:  
Enroll in Amazon Brand Registry

If you’ve built a brand you’re proud of, you’ll want to protect it. Amazon Brand Registry provides a 
comprehensive suite of tools designed to protect your intellectual property. Using cutting-edge 
technology and a dedicated team, the program proactively defends your brand across Amazon by 
identifying and addressing potential infringements before they become a problem.

Through tools like Project Zero, you have full control to directly remove counterfeit listings without 
waiting for Amazon’s intervention. Additionally, the Transparency program provides unique, trackable 
codes for each unit, ensuring that only genuine products reach your customers. For emerging brands, 
IP Accelerator further streamlines the process of securing intellectual property rights, allowing quicker 
access to the full range of brand protection benefits.

Take advantage of other exclusive features

Joining the Amazon Brand Registry also delivers many other benefits that go beyond basic protection. 
Here are some of the most important ones:

Promoting and growing your Amazon store requires more than just great products. By utilizing 
Amazon’s advertising options and protecting your brand, you can boost your visibility, build trust, 
and position your business for long-term success.

Access advanced brand-building features like A+ Content, Sponsored Brands, and Amazon 
Stores to create engaging and unique brand experiences.

Greater control over 
product listings. You’ll 
have more authority over 
how your products are 
displayed on Amazon. 
This will allow you to 
update titles, images, 
and details without third-
party interference.

Access to advanced 
brand-building tools. Use 
features like A+ Content, 
Sponsored Brands, and 
Amazon Stores to create 
engaging and unique 
brand experiences. 
It’s a strategic way to 
enhance customer trust 
and drive sales.

Comprehensive 
reporting and analytics. 
Gain insights into your 
brand’s performance 
with detailed reports on 
how shoppers interact 
with your products and 
marketing efforts. It 
perfectly positions you to 
benefit from data-driven 
decisions.

https://brandservices.amazon.com/
https://brandservices.amazon.com/projectzero
https://brandservices.amazon.com/transparency
https://brandservices.amazon.com/ipaccelerator


Now you’ve launched your store and the sales 
are rolling in. The next step is monitoring 
performance to scale efficiently. Amazon 
provides robust analytics tools that help you 
understand key performance metrics like sales, 
traffic, and conversions. By interpreting this 
data, you can make informed decisions to drive 
growth.

Chapter 6:

Monitoring and scaling your business

•	 Interpret performance data.  
Tracking sales, traffic, and conversion rates 
gives you a clear picture of how well your 
store is performing. For example, if traffic 
is high but conversions are low, you might 
need to optimize your product listings.

Track it: Closely monitor 
performance metrics

•	 Seller Central reports.  
Use Amazon’s Seller Central reports to 
track key performance indicators (KPIs) 
such as inventory levels, sales trends, and 
fulfillment metrics. This data helps you spot 
patterns and adjust your strategies to meet 
customer demand.

Manage it: Balance inventory to improve profitability

With the insights gained from your reports, managing your inventory becomes crucial to maintaining a 
healthy, profitable business. Balancing stock levels ensures you’re prepared to meet demand without 
overcommitting resources. Here’s how to prevent costly stock issues.

•	 Stockouts. Running out of stock can hurt your sales and damage your seller rating. To avoid 
stockouts, use demand forecasting tools that predict future sales based on historical data 
and seasonal trends. Set reorder points to alert you when it’s time to restock.

•	 Overstocking. Having too much inventory ties up capital and leads to additional storage costs. 
Monitor your pace of sales to ensure you’re ordering the right quantity of products. Consider 
using Amazon’s FBA Restock Tool, which provides recommendations on how much inventory 
to maintain based on current demand.

•	 Print-on-demand. With print-on-demand options, you don’t need to stress about stock levels, 
regardless of how fast or slow a product sells. You can offer a variety of designs without the 
risk of excess inventory, making it a flexible solution for your ecommerce store.



Review past trends to accurately 
forecast demand

Inventory forecasting helps you predict 
future sales and avoid both overstocking and 
stockouts. Some best practices include:

•	 Analyzing historical sales 
data. Review past sales 
performance to identify 
patterns, such as peak 
seasons or slow periods. 
This helps you to align your 
offerings with customer 
demand and maximize your 
sales potential.

•	 Leveraging automated 
tools. Amazon provides 
tools like the Inventory 
Performance Dashboard 
that gives you data-driven 
recommendations to guide 
your strategic planning. 
It helps you capitalize on 
emerging opportunities 
and avoid seasonal pitfalls.

•	 Consider lead times. Factor 
in the time it takes for new 
inventory to arrive when 
planning your restocks. This 
ensures you don’t run out 
of stock while waiting for 
new shipments to arrive.

Scale it: Use Amazon’s global tools for expansion

Reaching customers beyond borders opens up exciting growth opportunities on Amazon’s global 
marketplaces. If you’re ready to take your business international, here’s how to get started:

•	 Research new markets. 
Each marketplace has its 
own set of opportunities, 
consumer preferences, 
and competition. Before 
expanding, research the 
demand for your products 
in potential markets like 
Europe, Asia, or North 
America, and understand 
the local trends.

•	 Register your business in 
the target marketplace. 
Amazon allows you to list 
your products in multiple 
countries, but you must 
comply with each region’s 
regulations. This might 
include VAT registration, 
local taxes, and adhering 
to different shipping or 
product requirements.

•	 Translate and localize 
listings. Accurate product 
listings are critical to 
success in international 
markets. Translate your 
listings into the local 
language and ensure 
they reflect cultural 
nuances and customer 
preferences. Amazon’s 
Build International Listings 
tool helps streamline this 
process by syncing your 
product information across 
multiple marketplaces.



Adapt your strategies 
for global reach

Expanding your business to international 
markets can unlock new levels of growth, but 
it requires careful strategy to navigate the 
challenges. Here are some useful tips to help 
you successfully scale your business:

•	 Start with one or two key markets. While it might be tempting to sell in multiple countries right 
away, it’s often better to focus on one or two key markets first. This allows you to refine your 
processes, adapt to local demand, and resolve any issues before expanding further.

•	 Optimize pricing strategies. Price sensitivity varies across regions, so it’s important to 
research competitive pricing in each marketplace. Remember to factor in additional costs 
such as shipping, taxes, and tariffs when setting your prices. You can use Amazon’s automated 
pricing tools to adjust prices across different markets in real-time.

•	 Leverage global advertising. To successfully promote your products internationally, you must 
adapt your marketing strategy. Use Amazon’s global advertising tools that can be tailored to 
each region to increase visibility and drive sales in new markets.

•	 Plan for currency and payment differences. Selling in different countries means dealing with 
multiple currencies. Amazon offers currency conversion tools that simplify payments by 
converting international sales into your home currency. Make sure to understand any fees 
involved in currency conversion.

Amazon provides tools like the Inventory Performance Dashboard that gives you data-driven 
recommendations on when to reorder stock and how much to order.



Driving momentum for future growth

Useful resources

Launching a thriving Amazon business is achievable when you focus on making smart, strategic 
decisions at each step of the process. By honing in on the right products, optimizing your listings, and 
staying agile with your growth strategies, you can set yourself up for long-term success. Don’t forget 
to tap into Amazon’s robust analytics to monitor your store’s performance and avoid costly inventory 
pitfalls. And as you scale, keep an eye on global expansion to open up even more growth opportunities 
for your business.

Make the most of tools like Amazon Seller University to sharpen your skills and stay ahead of the curve. 
As you refine your approach and adapt to new trends, you’ll keep your business moving forward, ready 
to seize fresh opportunities in Amazon’s dynamic marketplace. 

Recommended tools and guides from Amazon and trusted third-party platforms to help you optimize 
your business and boost growth:

Conclusion:

Recapping the building blocks 
for Amazon success

•	 Amazon Seller University - Educational business resource

•	 Seller Central - Store management hub

•	 Product Opportunity Explorer - Product discovery tool

•	 Automate Pricing - Pricing tool

•	 Brand Analytics - Keyword research

•	 Fulfillment by Amazon (FBA) - Fulfillment

•	 Fulfillment by Merchant (FBM) - Fulfillment

•	 Buy Shipping - Fulfillment by Merchant solution

•	 Brand Registry - Brand protection solution

•	 Amazon Ads -  Advertising solution

•	 SellerApp - Third-party all-in-one management tool

•	 Jungle Scout - Third-party all-in-one management tool

•	 Helium 10 - Third-party all-in-one management tool

https://sell.amazon.com/learn
https://sell.amazon.com/learn
https://sellercentral.amazon.com/
https://sell.amazon.com/tools/product-opportunity-explorer
https://sell.amazon.com/tools/automate-pricing
https://sell.amazon.com/tools/amazon-brand-analytics
https://sell.amazon.com/fulfillment-by-amazon
https://sell.amazon.com/programs/fulfilled-by-merchant
https://sell.amazon.com/tools/buy-shipping
https://brandservices.amazon.com/
https://advertising.amazon.com/
https://www.sellerapp.com/
https://www.junglescout.com/
https://www.helium10.com/


Seller success stories

Experience seamless selling with the Gelato-Amazon integration

Take inspiration real Amazon sellers who started small and scaled into thriving businesses:

Take your Amazon store to the next level! Find out how our Amazon Integration simplifies print-on-
demand, so you can offer more to your customers.

•	 PROOF Culture success story

•	 Honeycat Jewelry success story

Gelato runs the world’s largest print-on-
demand network, creating high-quality 
products only as orders come in. This 
approach not only eliminates the need 
for inventory storage and management 
but also allows you to create custom 
merchandise for your online business 
while keeping costs low.

With Gelato, scaling your business 
globally is within reach. Our range of 
tools and locally produced products 
ensure faster delivery while minimizing 
your environmental footprint.

About Gelato

Make it  
together

Learn how Gelato can help your business scale 
Visit us at Gelato.com

https://www.gelato.com/amazon
https://sell.amazon.com/blog/seller-stories/proof-culture
https://sell.amazon.com/blog/seller-stories/honeycat-jewelry

