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Getting Started Selling On Amazon FBA   

 

As active Amazon sellers making a few thousand dollars profit a month, we have learned about selling 

on Amazon using the FBA system through trial and error, experimentation, research, talking to other 

sellers, and patience. Kim and I decided to write this book to help other at home sellers find the same 

success on Amazon. 

 

Many Amazon sellers discourage sharing information about how to make money using FBA. They fear 

they will create more competition for themselves and lose market share. We disagree. We know that 

there is plenty of room on Amazon for everyone. Kim and I are lucky enough to live in a big city with 

unlimited opportunities – one of our biggest challenges is determining where to draw the line when 

buying inventory. We actually have to put ourselves on inventory lockdown when inventory gets to a 

certain dollar amount, much like a buyer for a retail company would operate under. It is impossible for 

the two of us to purchase everything in our metro area that is profitable on Amazon – there simply isn’t 

enough time to get it all. And each week presents new opportunities for clearance sales, discontinued 

items, store discounts, and scouting finds. If we can’t get it all, why not share this information with 

others who can? The world can be your oyster, too.  

 

Kim and I are the first to admit that we do not make as much money selling on Amazon as some other 

sellers. Our business model involves finding low cost inventory (make your money when you buy, not 

when you sell!),  weekly scouting trips, and finding a balance with family, the business, and personal 

time. Sure, there are other big time Amazon sellers who purchase thousands of dollars a week of 

inventory; we don’t claim to be the highest earners. We focus on maximizing profit with a modest 

monetary investment, fast turnover, and how to make savvy decisions on products to sell. We want a 

sustainable business that produces income regularly. 

 

We will share valuable information about these aspects of selling through Amazon’s FBA program: 

 

 Understanding the Amazon Customer – when you know why they pay more, you can charge 

more for your products with confidence 

 Sourcing - not just where to go, but how to maximize your time and use technology to source 

products 

http://www.examiner.com/ebay-in-national/make-your-money-when-you-buy-not-when-you-sell
http://www.examiner.com/ebay-in-national/make-your-money-when-you-buy-not-when-you-sell
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 Scouting Tools – you can do this without a smart phone! 

 Pricing Strategies – how to deal with competitors (Amazon isn’t eBay and you don’t have to be 

the lowest priced seller to get sales) 

 Competitor Research – cool ways to see what your competition is up to 

 Amazon Minefields – tips for staying out of trouble 

 Comparison of Scouting Tools 

 FBA Scout – tips and tricks for using the FBA Scout App 

 Damage Control – who to contact or actions to take when there is a problem with your FBA 

shipment, missing items, damaged products, or returns 

 Understanding Amazon Reports 

 FAQs – questions we have seen repeated on seller boards and groups 

 

We will also give you “assignments” after each chapter so you can practice what you’ve learned before 

you spend money. These are some of the same assignments Suzanne uses with her private coaching 

clients. So roll up your sleeves and let’s get started making money on Amazon! 
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Chapter 1 

 

Isn’t Amazon just for books? 

 

Jeff Bezos founded Amazon.com in 1994. The business began in Bezos’ garage in Bellevue, Washington. 

When customers started buying books from Amazon, Bezos was amazed that books were selling to 

buyers all across the United States. At that point, Bezos was inspired to create a website and company 

that offered more than a brick and mortar bookstore. By 1998, Amazon was offering CDs, computer 

software, DVDs, VHS tapes, electronics, video games, toys, and household items.  

 

By the year 2000, Amazon was realizing over 1 billion dollars in sales. Large retailers including Target, 

Toys R Us, Old Navy, and Kohl’s agreed to sell their merchandise on the Amazon platform. These large 

retailers helped Amazon expand its offerings and add new product categories. This is where you, the 

small at home seller, come in. 

 

Amazon now has 30 product categories, with a total of 36 million products – not including books! This 

leaves a tremendous opportunity for the at home seller to offer products on Amazon and reach buyers 

seeking a variety of products. If you add Fulfillment by Amazon (FBA), to the mix, you are empowered 

even further as you can reach a huge segment of loyal Amazon buyers that other sellers cannot reach or 

serve.  

 

So, Amazon is not just for books anymore. With the right tools and knowledge, you can find products 

easily, quickly, and turn them for a handsome profit with much less time than many other at home 

business models. Are you ready to learn how? 
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Understanding the Amazon Customer 

 

The Amazon customer is very different from the eBay customer. If you have not sold on Amazon before 

and only have experience with eBay buyers, you will need to throw all of your opinions and judgments 

about online buyers out the window. There are 4 key differences between the eBay customer and the 

Amazon customer: 

 

1. Amazon customers will pay more for a product than eBay customers will.  

2. Amazon customers are willing to pay for non-tangibles like fast shipping, a 30 day money back 

guarantee, and a hassle-free online buying experience. 

3. Any Amazon customer can qualify for free shipping on his entire order if he selects items with 

the “Free Super Saver Shipping” logo and orders $25 or more worth of merchandise. This 

encourages Amazon customers to buy more during a single shopping visit. 

4. A special group of Amazon customers, called Prime Customers, pay an $80 a year membership 

fee and anything they purchase with the “Prime” logo is shipped free, within 2 business days. 

These customers are an FBA seller’s best friend. More on this a little later. 

 

eBay sellers already know that eBay buyers are focused on one thing – price. Have you ever received 

messages from eBay shoppers like these? 

 

 Your price is too high. I can get this same item at Costco for the same price! 

 If I buy 4 of your red widgets, will you give me 20% off and free shipping? 

 I’d really like to buy this pair of shoes, but my budget is $25. Can you knock $10 off the price? 

 

You won’t get any of these kinds of questions on Amazon. In fact, on Amazon listings, there is not a 

button to “ask seller a question.” You can spend your time finding products to sell, not haggling with 

prospective buyers or justifying your pricing. 
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The First Step – Learn to Sell on Amazon 

 

Many of you reading this business plan will only have eBay experience. Some of you will have no online 

selling experience at all. And that is ok. You can start from square one and arrive at your destination 

fairly quickly following our instructions. The first step is to learn to sell on Amazon. If you have never 

sold on Amazon before, you will need some practice selling items, pricing items, and understanding the 

Amazon system.  
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Differences Between Amazon and eBay 

 

Selling on Amazon is very different than selling on eBay. The major differences are: 

1. eBay charges up front a "listing fee" Amazon is free to list. You can list 1,000 things and won’t be 

charged a cent until something sells. 

2. Paypal is not an option on Amazon. Customers pay Amazon by credit card, debit card, or 

Amazon gift card. Then Amazon pays the seller. There is no such thing as an unpaid item on 

Amazon. 

3. When listing an item on Amazon, simply enter the ISBN number of a media product or the UPC 

code of anything else. The site is set up like a catalog. Amazon will match the number to the 

product page which is already built and has the photo, description, etc. 

4. There is no button for buyers to “contact seller with a question.” You will not spend time 

answering questions from potential buyers. This is by design. 

5. You cannot block buyers on Amazon, but you have no reason to. 

6. There is no research tool associated with Amazon. As a seller, you will pay attention to Sales 

Rank, explained later. 

7. Before moving into FBA, you will ship items yourself. Amazon sets the shipping credits so you do 

not have to calculate shipping costs. 

8. All items must be shipped within 2 business days of a sale. 

9. All items sold on Amazon come with a 30 day money back guarantee. This is Amazon’s rule. 

10. You cannot offer combined shipping on your items because of the shipping credits on Merchant 

Filled items and the FBA system. 

11. There is a buyer feedback system on Amazon but only 1 out of 20 buyers bother to leave it. 

Feedback is not important on Amazon like it is on eBay. 

12. Sellers must be approved to sell in restricted categories including jewelry, watches, clothing, 

shoes, electronics, computers, cell phones, collectible books, and software. Amazon wants new 

sellers to establish a history an meet performance standards before moving on to high ticket 

items. 
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Why We Suggest You Sell Media Products before Non-Media Products 

 

If you have never sold on Amazon before, we suggest you should start with media products for several 

reasons. 

 

1. Everyone has media products around their home. Books, DVDs, CDs, and VHS tapes all qualify as 

media. By selling items already in your possession, you can generate income to buy more 

inventory later.  

 

2. The media category contains mostly low priced items. Amazon often imposes selling limits on 

new sellers. You can be a victim of your own success if you sell too much too fast on Amazon. 

Your funds from sales can be held up to 45 days and you can be put on probation and restricted 

from listing more items. We highly recommend that you list and sell media only for at least 30 

days before attempting to list non-media items. (Please note, this has happened to some sellers 

we know! This restriction can be very inconvenient if you have money in your Amazon account 

that you cannot access. Also, of you have purchased inventory for sale, and cannot list it, you 

will be paralyzed and unable to list or sell the products you have invested in. We caution you 

against jumping into Amazon too fast.) 

 

3. You need to learn how to handle merchant filled items before moving to FBA. Merchant filled 

means you ship the item yourself. Even if your goal is strictly FBA selling, you need to know how 

to handle merchant filled orders. For example, at Christmas time, some items and toys are such 

fast sellers and time runs short, so you will want to merchant fill these types of “hot” items. 

Also, certain items may not qualify for FBA selling, but may be profitable to sell. For example, 

products in aerosol cans and anything flammable or hazardous (lighters, perfumes, etc.) cannot 

be sold through fulfillment. You may find these items and want to sell them merchant filled. 

 



8 
 

When you list your first item on Amazon, you will have to go through some steps to set up your seller 

account. You will need to provide your checking account number so that proceeds from sales can be 

deposited. Amazon pays sellers every 2 weeks via direct deposit. You will also have to receive a phone 

call from Amazon and enter a code to verify that you are a real human being. Then you are set to start 

listing. Listing is extremely easy and fast - a nice change from the hassle of eBay. 

 

When listing your item, pay attention to these factors that will affect the sale of your item, and the 

length of time it will take for your item to sell. 

 

1. When listing your item (or checking an item’s value), go through the first screen where you 

enter the ISBN or UPC code and advance to the next screen. You will see a box like this on the 

right: 

 

2. Note the number available. The lower the number available, the better. This means you have 

less competition for your item. Don’t try to sell something if there are thousands of them 

available. Shoot for 50 or fewer available when selling books. 

 

3. Look at the starting price. Does it make sense to try to sell your book based on competitor’s 

prices? Most book and media sellers shoot for a minimum price of $5 per item to make it worth 

their time to sell something. 

 

4. Click on the # used (in this case, 27) and look at the listings. You will get a screen like this: 
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5. Look for a book in the same condition as yours. Can you price yours the same or lower? The goal 

is to try to be on the first or second page of the results for your item. 

 

6. Look at the sales rank. Amazon has over 33 million items book titles listed. You want a low 

number for the sales rank to be low, as a sales rank of 1 is the very best seller on Amazon.  For 

books, shoot for a rank of below 500,000 until you understand more about selling on Amazon. 

 

7. Consider all 3 factors (number available, competitor’s price, and sales rank) when choosing a 

product to sell. You may find something with a very high selling price, but the sales rank is not so 

good. Consider all three factors. 

 

There are different types of seller accounts and fees. You will start off as an individual seller and move 

up to a professional seller later. The fee to register as a professional seller is $40 a month. You don’t 

want to have to pay this until you have started generating income. Here is a link to the page that 

explains the fee structure: 

 

Amazon Fees 

 

http://www.amazonservices.com/content/sell-on-amazon.htm?id=hm1#learn?ld=AZMPHelpPricing
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Here is a good video about how the Amazon payment system works.  

Amazon Services Payments 

 

If the fees seem high compared to eBay, remember these points: 

 

No upfront listing fees - you pay nothing if your item doesn't sell 

No Paypal fees 

No such thing as an unpaid item on Amazon 

Listing an item takes only seconds 

No work with photos - taking them, editing them, uploading them 

No templates 

Huge time savings - no tracking down deadbeat buyers, much faster listing, nothing to upload, no 

writing listings 

 

  

http://amazonservices.s3.amazonaws.com/marketplace/get_paid/get_paid.html


11 
 

Understanding Sales Rank 

 

Sales rank is information about a product’s popularity. Knowing an item’s sales rank can help you 

determine whether or not to buy an item to sell on Amazon. Understanding sales rank will also help you 

leave products on the shelf because you know they aren’t hot sellers. Think of Sales Rank like the NY 

Times Best Seller list. #1 is the best seller. The higher the number goes, the less popular an item is. You 

can find the Sales Rank for an item by scrolling down to the product description: 

 

 

Almost every item on Amazon has a sales rank. There are some situations where a sales rank is not 

shown, or may be zero: 

 

1. If no sales rank is shown, a very long time has passed since this item last sold. This timeframe 

could be months or even years. We have no way of knowing.  

2. The listing is brand new and none have sold yet. 
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What Sales Rank Is Not 

 

Sales rank is not a fixed number. A toy is not a 5,000 rank toy.  That toy just has a 5,000 rank at the time 

you scan it or look it up on Amazon.  Sales rank is like the stock market. It changes from moment to 

moment but it gives you a general idea of an item’s popularity. 

 

 Sales rank does not indicate exactly how quickly an item will sell. Do not make generalizations that an 

item will sell within a week or a month or any specific timeframe.  Sales will also depend on how many 

competitors you have, if there is a shortage of the product, the time of year, and other factors. You can 

watch the sales rank of an item over time to see how it moves. For example, let’s say you find a product 

with a sales rank of 350. This item’s rank may bounce around based on sales or lack of sales. The 

movement of sales rank becomes very important if you can source a product locally (like at Sam’s or 

Costco) and sell it on a regular basis and you want to get a feel for how popular the item is and how 

often a purchase is made. Sales rank is really only telling us what has sold recently.  Avoid getting into 

the habit of saying a product is good or bad based on its rank. If the rank is outside the desired range, all 

you can conclude is that people are not buying that item on Amazon at this time. 

 

Sales rank is important information and one reason we like to use a barcode scanning tool to scout for 

items to sell. Knowing the sales rank will help you make decisions about what to buy, how many to buy, 

how many to ship to Amazon at one time, and more importantly, what to leave on the store shelf.  

That’s sales rank in a nutshell. Later we will give you more detailed information on what numbers to 

look for based on item categories, selling seasons, and other criteria.  
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Assignment 

 

If you have no prior experience on Amazon, complete the following assignment before moving on. We 

suggest you do not work ahead (although we understand your sense of urgency) as you may create 

problems for yourself, waste time, waste money, and cause frustration that you can avoid if you follow 

the steps as we give them to you. 

 

1. Start gathering up any media products that you already have that you are willing to sell. We 

start you selling your own media products as a way to establish a history and get familiar with 

the Amazon system. Listing your own items is risk-free – you don’t have to buy anything and you 

can generate income using items you already have. We start with media products (books, DVDs, 

CDs, VHS tapes) because they are the easiest to work with and learn. 

 

2.  Look up the items on Amazon to determine if sales rank is optimal to try to sell the item. Follow 

these guidelines: 

 

a. Books = below 500,000 

b. DVDs  =  below 25,000 

c. CDs = below 120,000 

d. VHS tapes = below 12,000 

e. We will teach you how to determine optimal sales ranks for products in a future lesson. 

Just use these guidelines for now. 

 

3. If items meet the sales rank, number available, and price criteria, list them for sale. 

 

4. You can also look around for non-media products that are new in the box or new in the package 

and have a UPC code, such as health and beauty products, household items, sporting goods, pet 

products, craft items, etc. Browse Amazon and look at the types of products sold there. You may 

have things in your home you can sell and do not realize that you can sell them on Amazon. 

 

We suggest you sell books and media on Amazon for 30 days before moving on to non-media products. 


