
 

 

 

 

 

 



 

 

The 4 step framework we use to build & scale Amazon FBA brands to over $100,000/mo 

like clockwork. 

 

Hey there , 

 

Thank you for your interest on selling on Amazon. 

 

Contained within, please find the best model for building a wildly profitable Amazon FBA 

private label business FAST, Even if you’re an absolute beginner. 

 

How this book works  

 

If you’re like me, reading books takes a long time. I get bored with them really fast. I have 

to read the whole thing in one sitting, or it won’t get finished. And these concepts are TOO 

IMPORTANT to risk you getting bored SO STICK WITH ME, OKAY? 

 

I wrote this book to be as easily digestible as possible. However you like to learn, I’ve got 

you covered. Each concept is explained 3 ways:  

 

1. Cool screenshots 

2. Even cooler video (recorded by... you guessed it)  

3. Text summaries (written by...well, someone else who likes writing more than I do)  

 

For Best Results...  

 

Go through ALL THREE EXPLANATIONS.  

 

We’re trying to make you money here, so take a few extra minutes to really understand 

each concept. It will be worth it, I promise. 

 

Here’s what you’re going to learn  

 

Section 1- How to setup an Amazon seller account and research products you want to sell. 

Section 2 - How to find a supplier to source your products to Amazon wear-house. 

Section 3 - How to create a product page on Amazon and start selling. 

 

 

Now, get reading so we can START make you some BIG MONEY! 
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Nurturer to many, yet find yourself unfulfilled? Tired of the routine monotony? Want to 

put your education, experience and passion to work? 

 

Want to gain financial freedom without ‘mom guilt”? Did I speak your mind? 

 

Not very long ago, well seven year ago. I was where you are at the moment. Caring for 

two boys under four, blessed but quite exhausted… you know what I mean. I had my hands 

and heart full, nonetheless I felt quite “unfulfilled”. I wanted to put my education and passion 

to work but was caught in “Mom Guilt”. 

 

 

 
 

Thats when I came cross a course on how to start a private label business on Amazon. A 

course on which I spent some few good $$$$ but something that paid off well at the end..tbh 

very well. 

 

Within 12 weeks of selling on Amazon USA I was able to generate $2k net profit into my 

bank account. And within 12 months I was $100k in sales/month, with 20% profit… you can 

do the math on this one. 

 

Did you know over 51% of products sold on Amazon came from sellers like you and I? 

Third party sellers generate over $ 27.3 billion in sales each year and is only growing. Where 

22% sellers saw profits within 3-6 months of selling and 30% Amazon sellers have reached 

lifetime sales of over $100,000. 

 

What if i told you all of it was possible by investing only 30 minutes a day for twelve 

weeks? 

 

But afraid you have no experience branding, selling or aren’t tech frenzy? Don’t have the 

big bucks to take a course or start a business? No worries, the system can be learned by 

anybody and everybody. 

 

Is this a get rich quick scheme? No. Is Amazon your make money by magic machine? No. 

If you looking for those this isn’t for you. This requires consistent learning and ACTION for 
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at least 30 minutes a day. 

 

Here I have created a comprehensive ebook where I have input my knowledge and 

experience on How to start your own private label business on Amazon. So read on. 
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SIMPLE CASE STUDIES 

 
 

 

Here is an example of how a simple car trash bag selling at $9.99 is generating over $35k 

revenue per month with just over 165 ratings. 

 

Also check below for regular hooks and tumbler generating over $160k in revenue and 

whopping $623k respectively. 
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These products among million others aren’t owned by any corporate giants but regular 

third party sellers like you and I. 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

For more product reseach related video tutorials follow our page: 

https://www.facebook.com/profile.php?id=100086777105930 

 

 

https://www.facebook.com/profile.php?id=100086777105930
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AMAZON FULFILLMENT 

DEFINITION: WHAT 

IS AMAZON FBA? 
 

 
 

Fulfillment by Amazon, or FBA, is a service provided by Amazon that takes care of 

inventory storage, order fulfilment, returns, and even customer service for Amazon sellers. 

FBA allows sellers to focus on other aspects of their business while having Amazon handle 

storage, picking, packing, and shipping out orders. It’s a favoured business model: 86% of 

third-party sellers use FBA. 

 

When you start selling on Amazon, you become part of a retail destination that’s home to 

sellers of all kinds, from Fortune 500 organisations to artisan vendors who make handcrafted 

goods. 

 

They all sell here for a reason: to reach the hundreds of millions of customers who visit 

Amazon to shop. 
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HOW TO REGISTER 

 
With two selling plans (they’re called Individual and Professional, but you can think of 

them as standard and premium), Amazon offers you the flexibility to sell one item or sell 

thousands. Before you begin registration, decide which plan is a better fit for your business. 

 

Simply go to https://sellercentral.amazon.com and follow the Sign up page. Note* 

Amazon USA does not require any licensing or taxation for non citizen sellers. All you need 

is basic bank and address details. It cant get simpler than that. Also 80% of the Amazon’s 

fortune comes from the USA market, providing sellers a great opportunity for lucrative 

growth. 
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AMAZON PRODUCT RESEARCH? 
 
 

 

 

 

The process of researching products to sell on Amazon is exactly that. A process of 

analysing what’s selling so that you can grab a slice of the action. The idea is that you 

research products that you are able to source inexpensively and sell for a profit. 

 

Why is it Important to do Product Research? 

If you don’t spend adequate time honing your research skills, you’ll be unable to spot 

potentially profitable products. Choosing random products just because you like the look of 

them and ‘think’ they will sell on Amazon will not cut it, because what you ‘think’ and what 

your research will uncover are likely to be total opposites! 

 

So, don’t sell what you want to sell, sell what sells! 

There is no room in the world of running an ecommerce business for you to make guesses 

or uninformed decisions, particularly if you want your business to be successful and to grow. 

 

Good Products vs Bad Products 

Ok, so ‘bad products’ might be a little strong, but, there are certainly ‘good’ product 

characteristics you should consider when you research products to sell on Amazon. The 

important point is to research products that sell – because of course, you need customers to 

survive! 

 

But you also must take into consideration the product from your point of view as the 

seller. For example, you might discover that 50-inch TV’s are selling like they are going out 

of fashion. Great! But from a practical point of view, as an Amazon seller most likely 

working from home, you’ll have trouble not only with storage of stock but also shipping fees, 
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not to mention brand restrictions. 

 

So, you need to leave products like that to the big boys and instead concentrate on 

products that make running your ecommerce business simple and make your research simple 

too. 

 

Good Products fit the following criteria: 

 

 Small, lightweight, robust – easy to store pack and post 

 A price point of between $10 and $50 – attracting impulse buys 

 Unbranded (with branding potential) – higher margins available 

 Low competition – a chance to enter the market 
 

By keeping these criteria in mind, you will filter out items that don’t meet these 

requirements and your research task immediately becomes less daunting and more refined. 

 

Now you don’t need to worry about looking at heavy or bulky products, branded products, 

perishable goods or products that don’t fall into the impulse buy category. 

 

So, now that you know what you’re looking for, let’s move on to Amazon research tactics 

that will make finding the perfect profitable product a simple process. 

 
How to Find a Best Product? 

When it comes to product research, generating product ideas is the first step. Luckily, 

there's an easy way to do that - by checking what's trending on Amazon. They are Best 

Sellers, New releases, Movers & Shakers, Most Wished For, Gift Ideas. These parts provide 

you with a ton of information while doing product research. 

 

 Best Sellers. This page provides a broad overview of products that are currently 

selling well on Amazon, making it an excellent resource for generating product ideas. 

 New releases. This page highlights products that are already selling well and will soon 

be available, giving you an opportunity to get in on the ground floor with upcoming 

trends. 

 Movers & shakers. This hourly-updated list features products that have made the most 

sales in their respective categories in the past 24 hours. It's a great way to stay on top 

of current customer shopping trends. 

 Most Wished For. This page displays products that are frequently added to wish lists 

and being searched for on Amazon, offering insight into what customers want most. 

 Gift Ideas. This page showcases popular products that are often purchased as gifts. 

Using Most Wished For and Gift Ideas together can help you identify products with 

good profit margins and low competition during the holiday season. 

 

Top Amazon Research Tactics For Sellers 
Research is the key to finding winning products to sell on Amazon. So, you must make 

sure you do it right and know exactly where to carry out your research! 
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Amazon Lists 
 

 

 
The first place you should head to for your research is unsurprisingly Amazon itself. More 

specifically, the Amazon Bestseller lists, which not only include ‘bestsellers’, but also include 

‘movers and shakers’, ‘most wished for’ and ‘gift ideas’ sections. All of these can offer 

invaluable insights into the type of products you should be considering for your inventory. 

Head over to the Amazon Bestsellers page and start your research. 

 

All the tabs you see across the top of the page are super helpful to you when it comes to 

your Amazon product research: 

 

Use Bestsellers to view the top 100 bestselling products in any category. The trick here is 

to dig deep into the sub-categories. So, don’t look at the number one seller in the top-level 

category and choose that as the item you are going to source and sell. 

 

Instead, choose a sub-category and look at the top 100 there instead. Although still popular 

there will be less competition and you are ‘niche-ing’ down your ideal product. Choose a 

product to research further and source a similar but better version rather than the exact 

product. 

 

Use Hot New Releases to discover what’s selling well right now and what products are 

about to be released. Just like the best sellers, you should niche it down and base your on-

going research on products that are similar to those that are just released. 

 

If you’re quick with your research, you may even be able to source a product before the 

release date of a popular item and cash in immediately. 

 

Use Movers and Shakers to discover which products have gained an increase or decrease 

in popularity over the previous 24 hours. This is a great tactic if you have a product in mind 

and want to monitor it for a period before sourcing and adding it to your inventory. Beware 

monitoring for too long though as you may miss the ideal opportunity. 

 

Use Most Wished For and Most Gifted to view the products that are most often added to 
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gift lists or even ordered as gifts. The benefit here is you will be able to see the types of 

products that are trending, giving you ideas for further niche research rather than product 

research in general. 
 

Browse through AliExpress and Find the Bestsellers 

This is a fantastic Amazon product research tactic, yet often overlooked! AliExpress is one 

of the biggest trade marketplaces that you have free access to, so don’t just use it for product 

sourcing. Use it for your research as well. 

 

AliExpress doesn’t have a dedicated page for best selling products, but you can still 

investigate which products are popular in three easy steps: 

 

1. Choose a category or sub-category e.g. pet supplies 

2. Sort results by ‘orders’ to see the highest sold numbers first 

3. Filter the results to display products with a 4* rating 

 

You’ll now see all the top-selling products in your chosen category or sub-category with 

the added bonus that you can have confidence in that product due to all ratings being 4 star or 

above from previous buyers. 

 

Final Thoughts 

Your Amazon product research will never feel daunting if you always follow the set 

criteria and remember to ‘niche-down’ your research whilst using competitor information and 

trends to help you. There’s no need to waste time trying to sniff out products that are non-

starters when you can narrow down. 

 

For more product research related video tutorials follow our page: 

https://www.facebook.com/profile.php?id=100086777105930 

 

 

https://www.facebook.com/profile.php?id=100086777105930
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PRODUCT SOURCING (ALI BABA) 
 
 

 

 

 

Alibaba provides sellers with a massive database to choose manufacturers and suppliers 

that suit their needs within a quick time frame. Its primary function is to bring together 

buyers with manufacturers and wholesalers. 

 

What is Ali baba? 
Product sourcing From Alibaba to Amazon FBA is one of the building blocks of your 

Amazon sales. This is because it entails high profits for sellers owing to the extremely low 

prices of products in the Chinese marketplace as well as other markets around the world. 

 

You may be a seller with brilliant product ideas but without a strategy in place for product 

sourcing, it can become very difficult to take your Amazon FBA business forward. This is 

where Alibaba comes into play because you can choose from various suppliers of different 

price ranges. 

 
How to buy products from Alibaba and sell on Amazon? 

Whether you’re searching for economically priced products or the right manufacturers for 

your products, Alibaba facilitates eliminating the intermediaries. It allows for easy 

communication directly with wholesalers and manufacturers. 

Head to Alibaba 
 

Once you have decided on what products to sell, you can then head over to Alibaba.com 

and start looking for manufacturers and suppliers. Decide what price range you want to set 

for your products. You can then start looking for quotes accordingly and narrow down your 

search for suppliers that fit within your price range. 

 

Firstly, set up an account on Alibaba. You don’t have to pay any charges or fees to do so. 

Creating an account allows you to easily communicate with suitable suppliers. 

 

You can then begin by using the search bar to find the exact  item that you are looking to 

sell. Alibaba will provide you with similar product categories and manufacturers. You can 
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click on any one and additional information will be displayed about the product like any 

certifications, images of the manufacturing process, the length of the term that the 

manufacturer has been associated with Alibaba, etc. 

 

Now, you can go about getting quotations and samples. Get in touch with sellers using the 

“Chat Now” option for more information about the quality of the product. Ask for samples as 

they are important to assess the product quality. Shortlist all the suppliers you want to 

contact, and ask them for quotations using the “request for quotation” option or contact the 

supplier manually. 

 

 
1. You can then go about negotiating the prices and the MOQ  (Minimum 

Order Quantity) as there are different prices quoted accordingly. 
Negotiation is an important part of sourcing from Amazon while also 
ensuring that you don’t compromise on quality as is the case very often. 

 
2. When you find suitable suppliers, make sure you verify all the necessary 

details like whether they have the necessary shipping authorizations, trade 
insurance, and most importantly, they need to be familiar with the 
requirements of Amazon FBA. 

 
3. Once you have acquired all the necessary manufacturer/supplier 

information, you can then proceed to finalize your purchases. The next 
most important question that many people have is “Can I ship directly from 
Alibaba to Amazon FBA?” Yes, you can have your orders shipped to an 
Amazon FBA warehouse. You must also take into account shipping costs 
from Alibaba to Amazon FBA. Your Amazon Seller Central account will 
have to be updated with all the information on the ‘Manage Inventory’ page. 
Mention the order quantity and do what is required with respect to product 
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and shipping labels. Take into account customs as well and then just have 
your products shipped directly to the Amazon warehouse. 

 
 
For more product sourcing related video tutorials follow our page: 

https://www.facebook.com/profile.php?id=100086777105930 

 

 

https://www.facebook.com/profile.php?id=100086777105930
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CREATE LISTING AND 

SELLING ON AMAZON 
 
 

 
 

 

Creating an Amazon product listing is perhaps the most fundamental thing you need to 

know how to do to be successful on Amazon. 

 

Listings provide everything the customer needs to know for them to decide whether to 

purchase your product or not. 

 

That’s why as a seller, knowing how to effectively construct your listing is paramount to 

your success on Amazon. 

 

That’s why we’ve created this step-by-step guide for new sellers, detailing how to set up 

your first Amazon listing as well as identifying key areas on your product page that help draw 

buyers in and make a purchase. 

 

The entire listing creation process isn’t difficult, but it can be quite unintuitive. You need 

to know where to go and what to click on. 

So let’s take it one step at a time! 
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1. Getting Started 
First off, log into Seller Central, then head over to Inventory 

> Add a Product. 

 
 

On the Add New Products page, you have three options. You can: 

 

1. Add a new product already sold on Amazon by searching for the product ID 
or name. 

2. Add a new product not already sold on Amazon. 
3. Upload multiple products at once via the bulk uploads method. 

 

 
Most people are going to sell their own product (i.e. a product not already on Amazon), so 

for the purposes of this guide we will show you how to create a product listing with option 

number two. 
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2. Determine Category 

The next step is to assign a category to your product. You may find your product’s 

category in one of two ways: either using the search feature or by manually browsing through 

categories. 

 
 
 

For the sake of simplicity, I prefer to just use the search feature. After you input the name 

of your product into the search bar, you’ll get a bunch of different results, some of which are 

very similar. 

 

If you’re not sure what category to choose, take a look at what category your competitors 

are in, and go with whatever the majority is in. That said, if you have a good reason to be in 

another category, then go with that. 

 

3. Fill Out Vital Info 
Now for the fun part―actually fleshing out your listing. The first tab you’ll need to work 

on is Vital Info. 
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Let’s walk through each of the major fields in the tab. 

 
Product Name 

Your product name or title will be visible in the search results before people decide to 

click on your listing, so keep that in mind as it will play a big part in your click through rate 

(CTR). 

 

Moreover, Amazon’s algorithm uses it to help rank your listing, so it should contain as 

many relevant keywords as possible. Ideally, you want to strike a balance between satisfying 

the customer while also satisfying the algorithm. For more information about optimizing your 

title, check out our title guide and template here. 

 

Manufacturer & Brand Name 
If you’re selling your own private-label product, just fill out your brand name for both of 

these. 

 

Product ID 
This is where you’ll input your product’s unique barcode number. Don’t have one? You 

may be entitled to an exemption—read our section here to see if you qualify. 

 

Other Product Information 
Depending on the category, there may be additional fields for you to fill out not visible in 

the example image above. 

 

The rest of these fields, like colour, shape, etc. is optional but highly recommended. It’ll 

help give Amazon more information about your product which could potentially boost its 

organic ranking. 

 

If you’re ever unsure about what Amazon is asking from you, you can hover over the info 

icon to read an explanation. 

 

 Fill Out Offer Tab 

Next up is the Offer Tab. 

 
 

Your Price 
This is where you put your selling price, as well as any sale prices you may decide on (this 
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field will appear after you create your listing). 

When first launching your product, it’s recommended that you want to have a competitive 

price (so not the highest), but also avoid massively undercutting the competition because you 

don’t want to be seen as cheap/low quality. Once you’ve hit Save and finish and created 

your listing, you can come back to this tab and you’ll see a few more fields you can fill in. 

 
 Manufacturer’s suggested retail price: this is not the price your customer 

will pay. In theory, it’s supposed to be the highest price that theoretically you 
could sell your product for if you weren’t so generous. On your actual listing, 
it’ll appear as the List Price. In the end, it essentially acts as an “anchor price”, 
giving your customer a sense of comparison. If you play it right, your customer 
will feel like they’re getting a good deal. 

 Sale price: this is the actual price your customer will pay. 

 
This will create a struck out price with your sale price listed next to it, like so. 

 
Note that for some categories, it will not show up like this. For more info on how to find 

that sweet spot for price, check out our article here. 

 

 

Seller SKU 
This is where you input your seller SKU. If you don’t have one, Amazon will 

automatically generate one for you. 

 

Condition 
This is where you input the selling condition of your product. If you’re private label, you 

click “new”. 

 

Fulfillment 
Lastly, you will input the fulfillment method of your inventory―FBA (Fulfillment by 

Amazon) or FBM (Fulfillment by Merchant). 

 

4. Enter Compliance Data 
This next section is where you provide any battery information about your product (if 

applicable), as well as upload any Safety Data sheets or note warnings like Prop 65. 

Note that this section will not be visible for some categories (since it’s not relevant). 
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5. Upload Images 
This section is where you want to upload your product images. 

 

 
 

Most categories allow you to upload up to ten images. If you’re uploading photos that’s a 

variant of a Parent-Child relationship, you’ll want to look for the image slot titled 

“SWATCH”. This will be the image that displays in the variation preview in your listing. 

 

For more info about creating killer product images that convert, check out our in-depth 

article here. 

 

6. Description 
Now once you’ve created your listing, you’re gonna want to come back and fill this tab 

out (it only appears after you create it). The Description tab is contains the meat of your 

listing. It’s divided into two sections: 

1. Key product features. 
2. Product Description. 

 

Key Product Features 

 
The Key Product Features are basically the bullet points that appear at the top of your 

listing like this one: 
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Here are some general pointers to keep in mind: 

 The algorithm checks your this section for keywords to help determine your 
listing’s ranking, so make sure to shove as many relevant keywords in here as 
possible. That said, don’t turn it into a keyword-salad―your customers will 
just click away. 

 Amazon says they limit you to 100 characters per field, but they don’t actually 
limit this when you write them. I haven’t really heard of Amazon cracking 
down on this. But my advice is to keep the bullet points short and sweet, since 
your customers pretty much have the attention span of a goldfish. 
 

Product Description 
The Product Description field allows you to write a more in- depth summary of all your 

product’s features and benefits. As such, it’s your last chance to convince the customer to 

buy. 

 

Many people make the mistake of just typing their description into the box. This will make 

your product description end up being one massive ugly block of text. Make sure to use an 

HTML editor instead so that you can format it. 

 

In general, try not to repeat the same stuff you said in your bullet points, or at least phrase 

it differently. Your customers will notice if you’re wasting their time reading something they 

already know. 

 

Amazon limits you to 2000 characters for this section. For more information about writing 

compelling copy for these fields, check out our article here. 

 

Now, if you’re brand registered, you can choose to upload A+ Content instead which will 

replace the standard product description. We’d highly recommend to do this if you have 

access to it, since it is proven to skyrocket your conversion rate. Check out our article here 

for more info about A+ Content. 

 

3. Keywords 
The Keywords tab is for you to input additional keywords that won’t appear on your 

listing, but will help the algorithm identify and rank your product. 

 

You want to save your main, high-volume high-relevancy keywords for your title and 

description. Any other keywords that don’t make it to your main listing, you’ll want to add 

those in here. Fill all these out and simply stuff as many additional keywords as you can into 

this section. Don’t worry, no one will see them, so you don’t need it to be pretty. The good 

news is, only one more tab left! 

 
4. More Details 

The last tab, woohoo! This tab simply is for the nitty-gritty details of your product. As 

such, what it looks like will depend on what your product is, so we won’t be able break it 

down here. 

 

That said, it is very self-explanatory. You simply walk through each field and fill it out as 

best you can. Some fields won’t be relevant to your product, but that’s perfectly fine as you 
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don’t need to fill them all out. 

Let’s Get Selling! 
Once you’re finished, just click Save and finish. And there you have it! Your first listing 

is done. 

Amazon will assign your listing its own unique ASIN, and you will be able to almost 

immediately view your listing. And your are ready to make your first sale. 

As you can see, product research to listing creation it’s as complicated as it sounds. Once 

you’ve got the hang of it, it’s a piece of cake actually! 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

For more product research related video tutorials follow our page: 

https://www.facebook.com/profile.php?id=100086777105930 
 

 

https://www.facebook.com/profile.php?id=100086777105930

