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About Amazon
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Gargantuan Retail 
Industry Disruptor

Market Cap
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Amazon’s footprint
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Core elements of Amazon retail
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Amazon Prime

• Amazon’s 119 USD / year membership loyalty program

• Offers the members free next day delivery for millions of products

• Prime membership is the key to other Amazon stores, like Fresh and Pantry

• Amazon announced that it has over 100 Million prime accounts

• Prime members spend twice as much on the platform than non prime members
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Amazon Prime for sellers

• Having ones products available in Amazon prime is essential for any

brand

• The conversion rate on products on Prime is nearly 50% higher than

on the non-Prime producs

• In order to become Prime eglible, the proucts must be either sold by

Amazon (Vendors) or the orders must be fullfilled by Amazon (FBA 

sellers)
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How to sell on Amazon?

Satu Öhman / Dash Retail / satu@dashretail.eu



Amazon Vendor

•

•

•

Amazon FBA Seller (FBA=Fullfilment by Amazon)

•

•

•

Amazon Seller

•

•

•

Three different sales
models
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• Choosing the correct selling model is essential, since 

it has a significant impact on the margin, required 

amount of work needed and control

• Traditionally the margin that brand gains is greater 

on seller model - Amazon is a tough negotiator

• On vendor model Amazon is taking care on many of 

the administrative work, in order to get the products 

sold on the platform

• On seller model the brand has to take care of the 

information input related to their products and that 

can sometimes be exhausting

• The assistance Amazon provides in either model is 

typically quite limited

• The brand should not expect Amazon to do any 

active push after the products are listed on the 

platform

Selling on Amazon
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Amazon Comission

Media Development Funds

Seller Shipment Fees

Costs associated to 
Vendor model

Other Costs
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Amazon Seller Fee / Referral Fee

Inventory Storage fee

Fullfilment Fee

Optional Services

Tax Regulations

Seller Shipment fees

Costs associated to FBA seller model
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How Amazon Works 
and 

How to Succeed?
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Infinite 

shelfspace

Infinitive 

shellspace
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How do people find 
your product among 
500 million other 
items

Your product
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Becoming 

successful in Amazon 

requires patience
1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 16 17 18 19 20 21 22 23 24

Investments Revenue
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Amazon Search
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US 2017
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Customer search

Search results

Product detail page
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70% of Amazon customers never
click past the first page

35% of customers click on the first
product featured

64% of click are generated byt the
first three products

Why is it important
to rank well?

81% clicks are on the first search
result page

Satu Öhman / Dash Retail / satu@dashretail.eu



Top selling products 

get the lions share
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1 2 3More sales More views

Appears more in search

The virtuous cycle
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How to rank well?
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Direct
factors

Indirect
factors

Text Match Relevancy
(Titles, Features, Product Description)

Availability
(in Stock History)

Price

Sales
velocity

Fulfillment
Method

Reviews
(Review Score, No.
of reviews)

Images

EBC / A+ Content

Advertising

Promotions
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Product Detail Page Has 5 Key Elements

1.

3.

4.

5.

2.

Descriptive Title
A short title for the product that identifies what is being sold

Inspiring Product Image

High quality pictures help products to stand out and capture consumers attention.

Clear and Concise Bullet Points
Clear and concise bullet points help customers to make the purchase decision and can also raise products 
findability.

Imaginative Product Description
Product description summarizes and describes what the product is, how it is used, and its major features 
and benefits.

Compelling Price
Make sure your products are well priced to win the buy box
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How does well ranking content look like?



•A+ / EBC is content space for manufacturers in 

Amazon. 

•Content is located in bottom of product detail

page.

•Enables brand to describe themselves and their

products in more rich way for consumers using

images and texts.

•Content can be tailored even for each product.

•Improves conversion on average with 11%.

A+ / EBC
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• Amazon Brand Store is a ”light” version of a 

store dedicated to a single brand

• Amazon Stores are available to all Vendors

and Sellers who own the brand

• Stores allow the brands to have much more

creativity than on the product detail page

Amazon Store
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• The objective with the Store solution is to operate

higher up in the purchase funnel

• Stores are also the only place in Amazon that

other brands can’t access with their advertising

• Stores can be built on three levels, with Add to 

Basket functionality

• With the Store brands can offer a more immersive

experience to their shoppers

• Brands will be able to drive traffic to their store

from their promotions outside of Amazon

Amazon Store for the brand
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• In Amazon there are different kind of promotions

every day - small and large - from deal of the day

to Black Friday

• The deals are typically significant price discounts

and items are sold with low if any margin

• However the promotions increase the number of 

orders - and this has a halo effect, helping brands

win rankings in the future searches

Promotions
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Amazon Advertising Products

• Amazon search advertising has two ad 

products, the sponsored products and the 

sponsored brands

• In these formats the ads are targeted and 

triggered by the selected keywords

Search Advertising
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• Amazon DSP is enables the usage of audiences

based on Amazon’s data.

• Brands own data can also be utilized. 

• Data based, targeted advertising can be used

with display and video formats.

• Advertising is shown in Amazon and it’s owned

media placements as well as outside of 

Amazon.

• Display Advertising

Amazon DSP

Advertiser Perceptions’ DSP study 2017.

Amazon’s data makes it a very interesting solution for 

advertisers.
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Do’s and Dont’s
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Do’s

1. Follow your strategy

2. Be patient

3. Allocate enough resources

4. Follow your sales velocity

5. Be creative

1. Dont forget your brand

2. Dont sell too cheap

3. Dont believe in shortcuts

4. Dont rush with the content

5. Dont expect Amazon to solve
all your challenges

Dont’s
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Satu Öhman / Dash Retail Consulting
satu@dashretail.eu



Thank you!


