
Before getting started selling with Amazon, you’ll want to have a clear idea of what your 
goals and aims are. And what better place to do that than with this success checklist? 

Our list will walk you through the basics, so you can customize things to fit your needs and 
be the superstar you know you are deep inside. If you need help be sure to visit 
BrandtoAzon.com for more information. 

AMAZON SUCCESS TIP SHEET  (SOURCE: ZONGURU.COM) 

When creating a product listing, keep the following in mind:  

• Include your brand name, main keyword, pack size (if applicable), and primary 
product features in the title 

• The listing title should sound natural 

• Try to keep the title under 150 characters 

• Avoid using claim or promotional words like guarantee, warranty, free shipping in the 
listing 

• Try to keep the bullet points under 250 characters 

• Clearly specify product specifications and dimensions when writing the product 
description 

• Be cautious not to accidentally misguide your customers by including features or 
benefits that the product doesn’t include 

• Avoid using one keyword multiple times 

• Don’t stuff keywords into your listing 

• Use HTML codes to format your listing 

• Fill the backend fields appropriately 

• Provide high-quality images 

• Include 1x main image, 1x infographic image, 1x lifestyle image, 1x 3D image, 1x before-
after image, 1x instructions image 

• Use a white background for the main image 

• Don’t use claim or promo words on the images 

CONSTANTLY ANALYZE YOUR METRICS 

There are so many metrics available to you to help you out (enough to build another post 
with!) but you should be keeping close tabs on the important ones. Furthermore, analyze 
the before and after pictures so you have an accurate idea of what does and doesn’t work. 
This will help you in making decisions in and for the future. 
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Business and Inventory Health Checks (Daily, Weekly, and Monthly) 

• Revenue and net margin: As a seller, knowing exactly how much your business is 
worth and where your money goes is key to making the right decisions. 

• ACOS (Advertising Cost of Sale): Gives you an accurate breakdown of organic and 
inorganic sales i.e. those resulting from paid advertising so you can adjust your 
marketing strategy accordingly. 

• Inventory levels and projections: It's crucial to know when you’re going to run out of 
inventory so can you reorder at the right time.  

Product Listing Checks (Daily, Weekly, and Monthly) 

• Reviews: Knowing what your customers think of your product and meeting their needs 
builds trust and increases sales. 

• Main Keyword King Trends: Are your keywords trending up or down? Knowing your 
customers’ search tendencies lets you adjust your keywords on the fly to account for 
any shifts in purchasing habits. 

• BSR (Best Sellers Rank): Check in on your BSR at least twice a week to check up on 
previously made adjustments and always be willing to change direction when the data 
tells you to. 

• Business Reports: These come straight from Amazon, meaning you have the EXACT 
amount of page views, impressions, and conversion rate. 

Competitor Checks (Monthly) 

• Price: Know your competitors’ prices so you can keep up with them. 
• Images: What images are they using to differentiate their product successfully? Have 

they used any of your images? 
• New Competitors: Have any new competitors entered the market? If so, what are they 

doing to trend upwards? 
• Backend Keywords: Use our Keyword Spotlight to look at what backend keywords 

drive traffic to the top 3 listings in your category. 

Paid Media Checks (Monthly and Weekly) 

• Search term reports: These show you how well your Google Ad and Amazon PPC 
campaigns are performing. 

• Keyword Performance: Check twice a week to see how your keywords are performing. 
Get rid of any low-performing keywords and focus on the ones that are doing well. 
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BONUS TIPS (SOURCE: REPRICEREXPRESS.COM) 

Strongly Consider Shipping With FBA 

By far, the most hassle-free option of shipping is Fulfillment by Amazon. Sure, you pay 
them money, but they take care of all the details, from package picking and wrapping to 
customer support in case anything goes wrong.  

If You Ship Yourself, Prepare Your Packaging 

You’ll want to do everything you can to set yourself apart and one of the easiest ways of 
doing so is customizing your packaging. Maybe this means includes a postcard-type insert 
in each package with instructions on how to use the item. Or maybe it means designing 
your own shipping label. 

No matter what you choose, at the very least you should invest in a quality printer, good 
packaging materials, and scales so you can accurately measure products for their shipping 
costs. 

Make Sure You’re Selling in the Right Categories 

Sometimes it’s easy to figure out which category your items belong in. And sometimes 
you’ll need to pretend you’re a buyer to figure out which category to choose. Either way, 
make sure you get this part right so shoppers will have an easy time finding their way to 
your page. 

Play Around With Pricing 

Product prices are very rarely static on Amazon, you can use  repricing software to find 
that sweet spot where you make a good profit margin and move items quickly. This is one 
of those areas where automation is really the easier, simpler and more efficient way to go. 

See What Kind of Selling Specials Work For You 

There are tons of selling specials you can avail yourself of, like: 

• Email marketing campaigns 
• Bundling 
• Upselling and cross-selling 
• Discount coupons/codes 
• BOGOF sales

-  -3


