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Introduction
This section provides an insightful glimpse into the subsequent 
discussion on the benefits of selling on this platform, from vast 
customer reach to streamlined logistics. You will also get a sneak peek 
into how to get your business up and running on Amazon.
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How to sell on Amazon USA - Intro

Amazon.com, a global e-commerce and technology giant, has left an indelible mark on the retail industry, 
technology sector, and consumer behavior. Renowned for its vast product selection, competitive pricing, and swift 
shipping, Amazon has redefined consumer expectations in the retail landscape.

The introduction of Amazon Prime, featuring expedited 
shipping and exclusive entertainment access, has 
contributed to a loyal customer base, influencing the way 
people shop online.

Operating globally, Amazon serves customers across 
numerous countries through localized websites, 
emphasizing quick and efficient shipping facilitated by a 
network of fulfillment centers and distribution facilities. 
Amazon's relentless pursuit of innovation continues to 
shape the e-commerce landscape, setting new 
standards and impacting the way we shop and engage 
with digital services worldwide.
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Intro - Facts & Stats

Stats from Investing.com*1 Stats from Investing.com*2 Stats from Amazon.in*3

This percentage represents a 
significant portion of India's 

international trade, highlighting 
the USA as a major trading 

partner for the country.*3

Emphasizing the fast-paced 
nature of e-commerce, small 

and medium-sized U.S. 
enterprises regularly achieve 

noteworthy sales every minute. 
It highlights the dynamic nature 

of their impact on the digital 
marketplace.*2

This is the amount of money a 
person can earn annually by 

selling on Amazon. People can 
leverage their creativity, market 
insights, and dedication to not 

only establish a profitable 
business but also to 

continuously expand and 
optimize their earnings.*1

$26,000 - $810,000

annual earning

4,000 items sold 
every minute

17.69% Exports from 
India to USA

https://www.investing.com/academy/statistics/amazon-facts/#amazon-prime-subscribers
https://www.investing.com/academy/statistics/amazon-facts/#amazon-prime-subscribers
https://sell.amazon.in/grow-your-business/amazon-global-selling/americas
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Intro - Facts & Stats

This enormous amount 
emphasizes just how successful 

third party sellers were in 
connecting with online shoppers 

and offering products and 
services that people wanted. It's 

not just a big win for these 
sellers; it's also a testament to 
their important role in making 
online shopping diverse and 

exciting.*6

The robust e-commerce sales 
signify the effectiveness of 

Indian exporters in tapping into 
the vast market opportunities 
in North America, showcasing 
their ability to connect with 
and serve customers in this 
region through Amazon.*5

This amount is spent every year 
on Amazon USA. This positive 

spending trend not only 
benefits Prime members but 

also helps sellers sell their 
products. It's a win-win, where 
customers get what they want, 

and Amazon continues to 
provide a great shopping 

experience.*4

$1.4K/year spent by 
Amazon Prime 

members

$905 Billion Sales in 
2022 by Indian 

exporters

$118 Billion Revenue 
by 3P Sellers in just 

2022

Stats from Statista*4 Stats from Amazon.in*5 Stats from Amazon.com*6

https://www.statista.com/statistics/304938/amazon-prime-and-non-prime-members-average-sales-spend/
https://sell.amazon.in/grow-your-business/amazon-global-selling/americas
https://ir.aboutamazon.com/news-release/news-release-details/2023/Amazon.com-Announces-Fourth-Quarter-Results/default.aspx


Behind Amazon's big success in the USA, 
there's a golden opportunity for sellers. 
Selling on Amazon USA means reaching lots 
of customers and enjoying the benefits of a 
global marketplace – it's a game-changer.

“

“

2024
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Intro - Why sell on Amazon USA?

Expansive customer base Seamless exports with Amazon FBA

Leverage international sale events Great earning opportunities

230 million Americans use Amazon for shopping, 
providing new brands with an unprecedented 
opportunity to connect with a vast audience.*7

Participate in Amazon USA's major events (Prime 
Day, Christmas, Black Friday, and Cyber Monday) 
for strategic sales boosts, capitalizing on 
increased customer traffic.

Amazon FBA ensures hassle-free exports from India 
to the USA, streamlining logistics for new brands to 
efficiently reach American customers.

Sellers on Amazon earn an average of ₹1 crore 
($125,000), showcasing significant earning 
potential for new brands entering the platform.*8

Stats from AmazonScout*7 Stats from ZIK*8

https://amzscout.net/blog/amazon-statistics/
https://www.zikanalytics.com/blog/how-much-do-amazon-sellers-make/


06

2024

Intro - Why sell on Amazon USA?

Prime Marketplace for Growth

Amazon, the most visited marketplace in the USA, 
provides a robust platform for global brand 
protection and growth.

Effortless Multinational Selling

Create one account and sell seamlessly across 
three major marketplaces: amazon.com (USA), 
amazon.ca (Canada), and amazon.com.mx 
(Mexico), expanding market reach effortlessly.

American Spending Power

American users spend an average of $91.75 per 
month on Amazon, offering businesses a lucrative 
opportunity to tap into significant consumer 
spending.*9

Thriving Exporter Community

Join a vast community of 125,000 registered Indian 
exporters successfully selling over 266 million 
products on Amazon’s International Marketplace, 
providing valuable support and collaborative 
opportunities for your global brand.*10

Stats from Yaguara*9
Stats from Amazon.in*10

https://www.yaguara.co/amazon-statistics/
https://sell.amazon.in/grow-your-business/amazon-global-selling/exports-digest


Selling on Amazon USA will open doors to 
success. Your journey begins by taking that 
first step. Start selling, start succeeding – 
Amazon is your pathway to a thriving and 
successful business.

“

“

2024
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Intro - How do I start selling on Amazon?

To start selling on Amazon USA, the process begins by creating a seller account, choosing between an 
Individual or Professional plan.

The whole process of selling on Amazon is explained further in the guide.

 Once registered, sellers proceed to list their products, 
focusing on high-quality images, detailed descriptions, 
and optimization for search engines. The choice between 
Fulfillment by Amazon (FBA) & Fulfillment by Merchant 
(FBM) is then made, determining how products will be 
handled and shipped.

 Competitive pricing
 Then comes Inventory management
 Promoting products through Amazon PPC advertising
 Continuous monitoring of performance metrics



and so on...



Let’s just have a real conversation - no 
pressure, no pitch. Just two people figuring 

out if this path makes sense for you.

Let’s Connect

https://calendly.com/indiamaan/lets-begin?month=2025-06/?utm_source=100-page-pdf&utm_medium=ebook&utm_campaign=organic


Let’s get into 
the process...

2024
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This section gives an insightful look at the important factors to consider 
when finding profitable products to sell on Amazon. You'll learn about key 
product criteria and the main step of the process: Product Research. It will 
guide you in discovering the best products to sell on Amazon.

Step 1: Finding 
Profitable Products
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Step 1 - Factors to consider

There are 5 factors which you should consider while finding profitable products to sell.

Profitability

1

Costs

2

Demand

3

Customer 
Trends

5

Competition

4

Efficient Pricing

Balanced Costs

Healthy Margins

Landed Expenses

Amazon Fees


Financial Overheads

Market Interest

Seasonal Appeal


Search Volume

Fewer Rivals

Niche Presence


Strategic Positioning

Niche Identification

Tailored Solutions


Targeted Demographics
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For every product you’re evaluating, think: Can I source and ship this to Amazon for substantially 
less than it’s selling for?

Step 1 - Factors (Profitability)

Rule you can consider: “Rule of 3’s” - Each product’s sale 
is broken up into ⅓ for fees, ⅓ in landed costs, and ⅓ for 
you.

Eg: So, if the product sells for $20, you should expect to 
profit $5.

Profitability

1

⅓
Fees

Landed 
Cost

⅓

For Yourself

⅓
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With every product sold on Amazon, there are some costs associated with it for the sellers:

 Landed Cos
 Amazon Fees

 Landed Cost: 

The collective costs to produce and transport your product to Amazon’s warehouses. 

This includes - Inventory costs, Shipping costs, Import duty (if you’re importing from other countries) and 
Packaging costs.

Step 1 - Factors (Costs)

Inventory cost + + + =Shipping Import Duty Packaging Landed Cost

Costs

2
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Step 1 - Factors (Costs)

 Amazon Fees:

a)  Referral Fees - Typically a flat 15% of the item's sale price, acting as a commission.
Referral fees vary by product category. Click to check here

b)  Selling Plan Fee -

 For Professional Sellers: $39.99 per month
 For Individual Sellers: $0.99 per sales transaction (no monthly fee).

c)  Fulfillment Fees - For FBA Sellers it varies based on product weight, dimensions, and the marketplace.

d)  Storage Fees 

 Monthly Storage Fee: Charged for the space your products occupy in Amazon's fulfillment centers
 Long-Term Storage Fees: Applicable if your products remain in storage for an extended period.

e)  Other Fees 

 Refund Administration Fees: Charged for refunds processed
 Removal Order Fees: Applied when you request to remove inventory from Amazon's fulfillment centers.

OR+ + + + = Fees

Referral Fees Selling Plan Fees Fulfillment Fees Storage Fees Other Fees

https://sell.amazon.com.sg/north-america/pricing#referral-fees
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Another key component of a good product is demand. Do you find enough search volume for the 
product? Do customers want the product all around the year or during a particular season?

Step 1 - Factors (Demand)

Demands

3

 You can use the 
SellerApp free keyword 
research tool to see 
the search volume of 
the keywords.
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Step 1 - Factors (Demand)

 You can also use Google Trends to find out the seasonal demand for your product.

Keyword - Glass Vase

Keyword - Fidget Spinner

Keyword - STEM Toys
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Step 1 - Factors (Competition)

How many similar products exist in the category? Are there any big brands selling the product?

Shoppers will always choose a big brand over 
a new seller. 

Instead of competing in a niche with famous 
brands, it’s better to find a product with 
relatively fewer competitors.

Competition

4
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Step 1 - Factors (Customer Trends)

Identify your Niche: Before you start researching products, you need to identify your niche.

Niche implies a smaller part of a broad market that focuses specifically on particular demographics, 
common interests, locations, or problems among the consumers. 



Eg- Electronics is a market, then a niche would be portable mobile chargers or wireless earphones 
etc.

Customer Trends

5

Electronics Power bank Wireless Earphone

Niche



When searching for profitable products on 
Amazon, think about factors like costs, demand, 
and competition. These are like pieces of a 
puzzle. Now, imagine Amazon's product criteria 
as the glue that holds this puzzle together, 
turning your ideas into successful ventures.

“

“

2024
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Step 1 - Amazon Product Criteria

Amazon Product Criteria

Must-Have 
 All-year demand 
 Between $20 – $50 price range
 Low competitio
 Have improvement 

opportunities

Good to have
 Sustainabl
 Lightweight (2-3 lbs
 Smaller dimension

Fig 1 : These 10 categories are largest by quantity of FBA sellers.

https://www.junglescout.com/resources/articles/amazon-product-categories/
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Step 1 - Amazon Product Criteria

What Amazon product categories do shoppers buy from the most?

Fig 2 : The graph examines buyers’ changing spending habits in multiple top Amazon categories

https://www.junglescout.com/resources/articles/amazon-product-categories/


Learn the ABC of Ecommerce in just 7 days 
with real mentor, real case studies, and a 

proven roadmap.

Join me in the 7-day challenge.

You’ll be surprised what’s possible. 

Start Building Today

India’s First E-commerce Foundation Program

https://indiamaan.co/basecamp/?utm_source=100-page-pdf&utm_medium=ebook&utm_campaign=organic


Now comes the Main Step

PRODUCT RESEARCH

2024
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Step 1 - Product Research

Product Research
The hardest part about selling on Amazon is figuring out what to sell on Amazon.

Eg: December is the time when customers flock to Amazon searching for the perfect gifts to buy their friends 
and family for the holidays. 

Products which can be sold during this time are Christmas decorations, Toys, Cold weather clothing, Holiday 
gifts and hobby related gifts. 

Thinking outside the box, gathering ideas will lead to some good results.
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Step 1 - Product Research

How to find the best products to sell on Amazon

There are 10 factors which you can consider for finding the best products to sell:

You must be wondering if this is the same thing we discussed before. 

Yes it is the same, but this section will give you more details. 

 Search Amazon’s Product Database:
Using tools to explore Amazon’s catalogue will 
help you search products based on specific 
filters to narrow down your search.

Example:

Fig 3: Shows different filters to choose from for STEM toys
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Step 1 - Product Research

 Discover what your customers want to buy: 

 Product that has Sales:

 Product that has the Bestseller Rank (BSR):

During the festive season, buying patterns of your customers are likely to change. Using this to your 
advantage is vital to increasing sales. There is scope to sell not just evergreen products, but also seasonal 
ones; and in much higher quantities.

Ensure that the product has at least 10- 12 sales every day. Keep checking back for a few weeks to ensure 
that the demand is not seasonal. The best products are those that guarantee long-term, year-round 
profitability

Just like for sales data, keep checking BSR to gauge 
demand. If the rank is improving, it means there is 
greater demand. Ideally, there should be at least 
two to three similar products with BSR <100K or 
better.



22

2024

Step 1 - Product Research

 Keyword Ranking:

 Google Trends:

Track your competitor’s top keywords. Make sure that the main 3 keywords have at least 10K+ searches a 
month for most categories. This is another way to gauge demand for your product.

Using Google Trends, you can get an idea of the popularity of a particular product over time by searching 
for its keywords (discussed previously).

 Product Reviews:
Viewing product reviews — more specifically, the dates and the 
quality of the reviews — can give you a good idea of how often 
people are purchasing that type of product, and what people like 
and dislike about the product. 

By analyzing your competitors’ reviews, you can figure out what you 
can potentially improve with your product



23

2024

Step 1 - Product Research

 Product Dimensions:
The size of your product will directly affect your margins. The larger the product, the more you’ll have to pay 
for storage and shipping – even with fulfilment by Amazon (FBA). If you’re a beginner seller, it is usually a 
good idea to avoid large products.

 Profit Margins:
Pick a product that generally costs between $20 to $60, with a profit 
margin of at least 40% (after shipping and Amazon Fees). 

If your product sells for less than $20, your margins won’t be great 
after the fees are levied by Amazon. 

If your product is more expensive than $60, customers might prefer 
to buy from a more established brand. Consumers are more likely to 
impulsively buy products priced below $60!

 Other Factors:
Ease of sourcing/manufacturing, uniqueness in the market etc.
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This section provides a valuable overview of how to find the right 
suppliers for manufacturing your product. You'll learn how to 
identify the best suppliers and evaluate and modify product 
samples received from them.

Step 2: Finding 
Supplier
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Step 2 - Where to find Suppliers from?

Where to find Suppliers from?

Alibaba.com MadeinChina.com
Alibaba is the largest business-to-business platform in the 
world with a search function like Amazon’s to help you find 
relevant products and the manufacturers that make them.

Made in China is a leading B2B platform and e-commerce site 
for international trade. It's primarily for wholesale importers 
and allows buyers to find suppliers and business partners.

There are a number of platforms to find suppliers who can produce the highest quality of products 
for you at the best price.

Website Website

https://www.alibaba.com/?spm=a2700.shop_oth.scGlobalHeaderSmall.1.14ba3abcGu7asV
https://www.made-in-china.com/?acc=8642081837-lxy&cpn=18640302-582637542&tgt=kwd-11692653&net=g&dev=c-&gid=Cj0KCQiAn-2tBhDVARIsAGmStVnDD50vwZ4M-H8kkt4bPcKt0C4O9nlLCXZt8aYi4bwUM4onJSbUbz8aAr3LEALw_wcB&kwd=china%20sourcing&mtp=b&loc=1007826-&gad_source=1&gclid=Cj0KCQiAn-2tBhDVARIsAGmStVnDD50vwZ4M-H8kkt4bPcKt0C4O9nlLCXZt8aYi4bwUM4onJSbUbz8aAr3LEALw_wcB
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Step 2 - Where to find Suppliers from?

Others
 Global Source
 DHGat
 AliExpres
 eWorldTrade

Sourcing Agent
Sourcing agents can help you source 
products with the best quality and 
price. They often speak the language in 
the country from which you are sourcing 
from. You can find reputable sourcing 
agents online.

India
Many manufacturers and suppliers of 
products from India can be found on 
the following websites:

 Exportersindia.com
 Tradeindia.com
 Indiamart.com
 In.all.biz



When finding Suppliers, there are 
some things you should look for 
when finalizing your Supplier.

2024

Let’s look into the points
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Step 2 - What to look for in a Supplier?

What to look for in a Supplier?

Compliance & Certifications:

Make sure the supplier follows 
industry rules & regulations. Look 
for certifications showing their 
dedication to quality and ethical 
practices. Choosing a supplier 
with strong compliance and 
certifications safeguards your 
supply chain's integrity. It ensures 
your business maintains high 
quality and ethical standards.

Experience:

Look for a factory that has 
been producing your type of 
product for at least 3 years. A 
longer experience period 
indicates that the supplier is 
likely skilled in meeting 
manufacturing standards, 
following industry 
requirements, and handling 
challenges in the production 
process consistently.

High-quality products:

Amazon shoppers care 
just as much about 
reviews as they do about 
price, so selling high-
quality products is the 
best way to keep your 
Amazon reviews high & 
get continued sales.
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Step 2 - What to look for in a Supplier?

Communication:

Select a factory that not only is 
easy to communicate with but 
also consistently responds in a 
timely manner, particularly 
during the initial contact when 
seeking a quote. Effective 
communication at this stage is 
indicative of a supplier's 
commitment to transparency 
and collaboration.

A supplier that prioritizes open 
and efficient communication 
contributes significantly to the 
overall effectiveness and success 
of your business collaboration.

R & D Facility:

An R&D (Research and 
Development) facility within 
a supplier's operations is a 
dedicated space and 
resource where innovative 
processes, products, or 
improvements are 
conceptualized, researched, 
and developed. This facility 
plays a crucial role in 
enhancing the capabilities 
and offerings of the supplier.

Price:

When selecting a supplier, it's 
crucial to aim for a fair price 
for your products. If a factory 
quotes a price significantly 
higher or lower than others, it 
could be a warning sign. 
Opting for a supplier with a 
reasonable and competitive 
price helps ensure a 
balanced approach, 
avoiding potential hidden 
costs and maintaining 
product quality.

Next step is to get Quotes
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Step 2 - Get Quotes form Suppliers

Get Quotes from Suppliers
 Compare suppliers to create a list of 5-10 that you would be interested in working with, after 

analyzing the important points (mentioned in the last section).

 Send a broad request for quotation (RFQ) out to several 
suppliers at once through Alibaba.com.

Alibaba lets you fill in your sourcing requirements along with 
pictures to find the best suppliers for you.

Fig 4: Template

 Narrow down your supplier to top 3 options based on the responses and communication.

More information which you can get from supplier
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Step 2 - Extra Information from Suppliers

Extra information from Suppliers
 Can they accommodate custom orders? Assess if the supplier or equipment manufacturer can 

create the product you want. Do they have the skills and resources? Do they have automation 
features?

 What are their lead times? How long will it take to produce and ship items? You don’t want to 
work with manufacturers who take three months to deliver your products. If a product goes out 
of stock, you don’t want to leave customers waiting to receive their orders.

 What are their minimum order quantities (MOQs)? You’ll want to know the minimum amount of 
items you have to order before they start producing your product. This is often negotiable.

 What is the cost per unit? While you’re negotiating MOQs, you’ll also want to negotiate cost per 
unit. The larger the order, the lower your cost per unit can be.

 Can they grant you exclusivity? If there’s tooling involved (i.e., you buying a tool for them to 
manufacture your product), make sure they aren’t allowing others to use it. You can also ask for 
territorial, market, or total exclusivity. Some service providers may even offer private goods.



31

2024

Step 2 - Extra Information from Suppliers

 Are there setup fees involved? Sometimes manufacturers will charge a fee to get equipment 
ready to produce your goods.

 What’s their defect policy? Find out who pays the cost for incorrect or defective items. Who 
pays for the shipping and duties?

 Is the manufacturer sustainable and ethical? Find out about the factory conditions, and see 
how they impact the environment and those who work there.

 Negotiate MOQ: Before you negotiate, understand why the supplier has imposed a minimum. Is 
it because there’s a lot of work upfront? Is it because they prefer to work with larger buyers? 
Understanding the reasons for the minimum will help you better understand their position and 
allow you to negotiate and propose the best counter offer.

After you have all the answers, you should get a sample and evaluate the product.
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Step 2 - Evaluate and Modify product samples

Evaluate and Modify product samples

 Order Samples: 

You should expect to pay $50-$150 for a sample, and 
expect it to be sent to you by air. Once shipped, you 
should expect your samples within 1-2 weeks.

Get 2 - 3 samples from different types, to see which is 
the best.

NOTE: You should ask the supplier to send you more than one sample piece. 
That way, you can make sure their quality is consistent. Some suppliers will 
credit the cost of a sample to you if you end up purchasing a bulk order 
from them, so ask if that is possible at the time you order the sample.
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Step 2 - Evaluate and Modify product samples

 Examine Samples: 

Once your samples arrive, check them carefully for quality, specifications (all the details & features 
you requested), and utility (the product works as intended).

If your product isn’t exactly what you’re looking for, you may request modifications to the sample 
(likely for an additional charge). Modifications can include adding a logo, changing the 
dimensions, adding or removing components, etc.

Example: You ordered a Table Lamp sample. You can check for:

 Build quality (material, structure
 Materials used (durability, aesthetics
 Finishes and surfac
 Color Accurac
 Functionalit
 Wiring and electrical components (standards & regulations
 Certification
 Stabilit
 Packagin
 and much more...
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Before placing large bulk orders for your products, it's essential to consider 
several important factors. This section will give you the overview of those 
factors - Brand identity, Trademark and Packaging.

Step 3: Brand 
Identity, Trademark 
and Packaging
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Step 3 - Brand Identity, Trademark and Packaging

Introduction
Before placing large bulk orders for your products, think about the brand identity, trademark and 
packaging for your product. 

Your packaging is the first impression your customer will get and adds a level of credibility and 
quality to your product that customers will remember when reviewing your product. 



You can find graphic designers with experience in Amazon packaging design and branding on 
many freelancer platforms online (Freelancer.com, Behance, Upwork, Fiverr, Freeup etc).

Behance Upwork Fiverr
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Step 3 - Brand Identity

Brand Identity
Developing a brand identity requires more than creating a logo. Although a logo can be the 
symbol of a business, it is not the entirety of a brand. In fact, creating a logo is just one small step 
toward developing a strong brand identity.

Brand Identity is important because:

 It is the face of your business
 Builds credibility and trus
 Advertising impression
 Give your company a mission
 Generates new customers and delights existing ones

Brand identity includes:

 Brand Nam
 Log
 Color palette and typ
 Templates for emails, business cards etc.
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Step 3 - Packaging

Packaging
Considering your product you may want to explore types of packaging for it (i.e. box or a bag, 
which type of box/ bag, opening style, etc).

There are different types of packaging:

 Primary Packaging:

Primary packaging is the first layer of packaging that separates the customer from the product. It usually 
carries the packaging designs and labels used to trigger interest and recall among customers. Primary 
packaging is also known as consumer packaging or retail packaging.

Examples of primary packaging
 Blister packs for pharmaceutical pill
 Aluminum cans for soft drinks
 Bottles for beverage
 Tubes for toothpaste
 Vials for vaccines
 Plastic wrappers for candy and chocolate
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Step 3 - Packaging

 Secondary Packaging:

 Tertiary Packaging:

The main purpose of secondary packaging is to create a strong impact on the retail shelves and make it 
easier to handle the product from the warehouse to the store and beyond. It is also known as grouped or 
display packaging as it is made to display multiple units of products.

Often referred to as bulk or transit packaging, tertiary packaging is the last layer of packaging. It is used to 
transport large quantities of secondary units into a single unit, making it easier to load and unload between 
warehouses and retail stores.

Examples of secondary packaging
 Plastic ring to hold a consistent number of cans togethe
 Cardboard box for storing primary produc
 Plastic box to store the primary product
 Shrink wrap to hold products like PET bottles

Examples of tertiary packaging
 Shipping crates
 Shipping boxe
 Pallets with elastic bands
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Step 3 - Trademark

Trademark
Trademark Registration is key for businesses to protect 
their Intellectual Property. Registering gives you Brand 
Protection and the sole Legal Rights to your symbol, 
logo, or name. Always do a Trademark Search before 
registering.

There are 45 trademark classes and all the goods and 
services are categorized across these classes. You need 
to be very careful while picking the classes as it will 
determine the validity of your trademark registration for 
your business’ products/services. If your business 
operates across different goods/services that fall under 
different classes, you have to ensure that you apply for a 
trademark online under all the applicable classes.

Fig 5: Trademark Classes
If you want to Read more about Trademark Click HERE

https://tm.legal/en/nice-classification/
https://d4commerce.com/guide-to-trademark


You’re not alone. That’s why I built 
Basecamp: a 7-day program to help 
you find the right product and start 

with real clarity. Straightforward, real, 
and built to get you moving.

Start Basecamp Now

India’s First E-commerce Foundation Program

https://indiamaan.co/basecamp/?utm_source=100-page-pdf&utm_medium=ebook&utm_campaign=organic
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This section offers a step-by-step guide on registering as a seller on 
Amazon. You'll also get insights into incorporating your business and learn 
about UPC barcodes and how to generate them.

Step 4: Registration 
and Incorporation
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Step 4 - Part 1: Choosing a Selling plan

Part 1: Choosing a Selling plan
There are two selling plans that Amazon offers with different tools and services available:

 The Individual selling plan costs $0.99 
per sale

 The Professional selling plan costs $39.99 
per month, no matter how many items 
you sell.

Most sellers select Professional selling plan 
because it provide them with a larger set of 
benefits that helps them manage and grow 
their businesses.

Individual plan allows you to sell only 40 
items/month, after which you will be 
charged with more money if you sell more 
than 40 items.

Next step is Creating Sellers Account
Fig 6: Difference between Individual & Professional Selling Account

https://sell.amazon.com/pricing#selling-plans
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Step 4 - Part 2: Create a Seller Central Account

Part 2: Create a Seller Central Account
After choosing your selling plan, you’ll register with Amazon, select your plan, and create a Seller 
Central account.

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

 Bank account and routing numbe
 Internationally chargeable credit car
 Government-issued I
 Tax informatio
 Phone numbe
 Address Proof (Utility bill: mobile, electricity)

The Amazon Seller is packed with features to help you manage and grow your ecommerce 
business wherever you are. It gives you the freedom to take care of business details right 
from your phone or tablet.
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Step 4 - Part 3: How to Register? 

Part 3: How to Register?
After Document verification, you will have to register on Sellers Central account. Follow the step 
by step process to start selling through Seller Central. 

Step 1 - If you have a customer account on amazon.com, Use email and password 
to sign in.

Step 2 - If not, then choose 'Create your Amazon account' and enter the details 
required.

Step 3 - Enter the verification code sent to your email. This is 
Amazon’s way of verifying the email you entered.

Step 4 - Once you enter the correct code, you’ll be 
automatically taken to this screen
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Step 4 - Part 3: How to Register? 

Step 5 - Choose your ‘Business location’ and ‘Business type’.

Step 6 - Enter your personal information.

 Your business location: This is the country in which 
your business is located. It’s extremely important 
that this is accurate, as Amazon will be verifying it.

 Your business type: You’ll be able to choose your 
business entity from different options (most fall 
into the ‘Privately-owned’ category).

Step 7 - Enter your billing information
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Step 4 - Part 3: How to Register? 

Step 8 - Add the information for your product(s) 
and Amazon store.

Step 9 (Last step) - Identify Verification.

Once you’re verified, you’re in!



Next step which you should be doing is 
INCORPORATION

2024
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Step 4 - Incorporation

Incorporation
It refers to the process of establishing a legal entity for your business. This legal entity can take 
the form of a corporation, limited liability company (LLC), partnership, or another business 
structure.

Why is it important?

 Liability Protection - Forming an LLC or corporation separates 
personal and business finances, reducing the risk of personal 
asset loss in case of business issues

 Business Credibility - Having a formal legal structure makes 
your business look more trustworthy. This can make it easier to 
work with suppliers, partners, and customers

 Tax Benefits - Different business structures offer tax 
advantages; consulting a tax expert helps identify the structure 
that can save you money

 Compliance - Operating under a legal entity ensures 
adherence to business rules, including accurate tax payments, 
compliance with regulations, and fulfilling legal obligations. Advantages of Incopration



Built with a US CPA, it gives you clear 
answers, real steps, and the support to get 
it done confidently from India or anywhere.

Get your Guide

*Guide includes A Video Library, E-books and Checklists

India’s first no-nonsense US Incorporation Guide

https://d4commerce.com/us-business-incorporation/?utm_source=100-page-pdf&utm_medium=ebook&utm_campaign=organic


After Incorporation you are good to go for 
Manufacturing and Producing your products

BUT

Before Manufacturing you should purchase 
UPC Barcode for your product

2024
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Step 4 - UPC Barcode

UPC Barcode
Amazon requires you to have a universal product code, or UPC barcode, in order to create your 
listing in Seller Central.

Amazon UPC is nothing but a unique code assigned to each product on the Amazon 
marketplace. It is done to clearly distinguish the said item from the millions of others already 
existing in the online market. UPCs make it easy to identify individual products sold on Amazon 
across the world.

UPCs have several benefits, such as:

 They help sellers and buyers quickly identify each product and 
catalog it accordingly

 UPC codes streamline inventory management and tracking

 It becomes easy to track products/consignments when they are in 
transit during shipping

 The codes make it convenient to find products in warehouses and 
online searches.

Next thing you may want to know is how to generate UPC Code



48

2024

Step 4 - How to Generate an Amazon UPC Code?

How to Generate an Amazon UPC Code?

First things first, you cannot make your own code. 


You need to purchase it from GS1 – a non-profit organization that is tasked with the job of 
setting up standards for business communication and identifying retail products across the 
globe. There are over 100 GS1 organizations, catering to different geographies. For the United 
States, you need to concern yourself with GS1 US.

 GS1 Company Prefix - Obtain a unique six-digit GS1 Company 
Prefix by becoming a member of GS1 US, especially if your business 
operates in the United States.

 Product Identification - Combine the GS1 Company Prefix with a 
five-digit number for product identification.

 Check Digit Addition - Add a check digit to the 11-digit 
combination to ensure accurate GTIN generation.

 Unique GTIN - The resulting 12-digit number becomes your unique 
GTIN, used to generate a scannable UPC code for your product.

Here is how you generate the UPC code:
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This section outlines an 8-step process to get your product manufactured. It also 
covers how to continuously assess your processes, gather customer feedback and 
product reviews, and implement changes iteratively to achieve the best possible 
outcome.

Step 5: Manufacturing 
and Production



Process to follow
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Step 5 - Factors to consider

Follow these 8 step-by-step process to get the best results and be ready to ship your products to Amazon Facility.

Sample Approval 
and Agreement

1

Production planning 
& Scheduling

2

Negotiate Terms 
and Conditions

3

Quality Control and 
Inspection

4

Request and Assess

Communicate Changes


Thorough Inspection

Set Schedule

Align with Demand


Coordinate Fulfilment

Price and Payment

Order Quantities


Define Expectations

Robust Process

Third-Party Checks


Early Issue Detection
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Step 5 - Factors to consider

Compliance and 
Regulations

5

Packaging and 
Labelling

6

Communication and 
Relationship building

7

Continuous 
Improvement

8

Ensure Compliance

Follow Standards

Avoid Penalties

Collaborate on Design

Follow Amazon Rules


Optimize Storage

Keep Channels Open

Foster Relationship

Address Challenges

Assess and Enhance

Gather Feedback

Monitor Reviews

Lets get more into details of each step
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Before mass production begins, request and thoroughly evaluate product samples from your 
suppliers. Ensure that the quality meets your standards and matches the specifications you 
provided. If adjustments are needed, communicate these changes to the supplier.

Step 5 - Process (Sample Approval and Agreement)

Sample Approval and Agreement

1

Make sure you are signing NNN, Manufacturing 
and Production agreements, which will help in 
clear expectations, non sharing of important 
information, quality standards, prevent 
unauthorized subcontracting, protecting 
design molds etc.

Agreement templates can be found online. But still 
contact a legal advisor before using the template.

NNN Agreement Manufacturing Agreement
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Work with your suppliers to establish a production schedule. Coordinate with suppliers to align 
production timelines with your demand and Amazon's fulfilment requirements.

Step 5 - Process (Production Planning and Scheduling)

Production Planning and Scheduling

2

 Lead Times Determination: Understand the time needed from order placement to product receipt, 
including production and transit times

 Assessing Production Capacities: Evaluate supplier capabilities to meet order volumes and identify any 
constraints.

 Establishing Delivery Schedules: Define delivery frequency and timing to ensure consistent product 
supply.

 Aligning with Demand: Adjust production to match customer orders and prevent stockouts or excess 
inventory.

 Meeting Amazon's Requirements: Coordinate production timelines with Amazon's fulfillment guidelines to 
avoid delays.
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Discuss and negotiate terms and conditions with your chosen suppliers. This includes pricing, 
payment terms, order quantities, production timelines, and quality standards. Clearly define 
expectations to avoid misunderstandings later.

Step 5 - Process (Negotiate Terms and Conditions)

Negotiate Terms and Conditions

3

 Pricing: Agree on costs and discounts

 Payment: Set payment terms and methods

 Order Quantities: Determine minimum and maximum orders

 Production Timelines: Align with demand forecasts

 Quality Standards: Define product expectations

 Clarify Expectations: Ensure mutual understanding to prevent 
misunderstandings.
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Implementing a robust quality control process is crucial to ensure consistent product quality. This 
involves:

Step 5 - Process (Quality Control & Inspection)

Quality Control and Inspection

4

 Establish Procedures: Develop clear quality control guidelines

 Regular Inspections: Check products at different production 
stages

 Third-Party Involvement: Consider external inspections

 Facility Visits: Assess manufacturing processes firsthand

 Early Issue Detection: Address problems promptly

 Continuous Improvement: Use feedback for ongoing 
enhancement.
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Ensure that your products comply with all relevant regulations and standards in the USA.

Step 5 - Process (Compliance and Regulations)

Compliance and Regulations

5

 Understand safety and labeling standards to meet regulatory 
requirements.

 Ensure products adhere to safety standards to safeguard 
consumers.

 Comply with labeling rules to provide accurate product 
information.

 Non-compliance may result in delays, fines, or product removal 
from platforms like Amazon.

 Stay updated on regulatory changes to ensure ongoing 
compliance and avoid legal issues.



57

2024

Amazon mandates specific packaging and labeling 
standards to ensure efficient storage and shipping 
within their fulfillment network. 


This includes requirements for durable packaging, 
scannable barcode labels (UPC/EAN and FNSKU), clear 
expiration date labeling (if applicable), and compliance 
with legal regulations. Sustainable packaging practices 
are encouraged. 


Adhering to these standards is crucial for seamless 
integration into Amazon's marketplace, smooth 
fulfillment processes, and positive customer 
experiences."

Step 5 - Process (Packaging and Labelling)

Packaging and Labelling

6
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Fostering open communication and positive relationships with suppliers is vital for efficient supply 
chain management, enabling effective problem-solving, improved production efficiency, and 
long-term benefits for both parties.

Step 5 - Process (Communication & Relationship building)

Communication & Relationship building

7

 Open Communication: Establish transparent channels for timely 
information exchange

 Collaborative Relationship: Build trust and view suppliers as strategic 
partners

 Effective Problem-Solving: Address challenges together to minimize 
disruptions

 Cooperation for Efficiency: Promote alignment and flexibility to improve 
production

 Long-Term Benefits: Invest in relationships for loyalty, stability, & innovation.
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By continuously assessing processes, gathering feedback from customers & product reviews, & 
implementing changes iteratively, companies can drive efficiency, quality, & customer satisfaction.

Step 5 - Process (Continuous Improvement)

Continuous Improvement

8

 Process Assessment: Regularly evaluate manufacturing processes to 
identify inefficiencies and areas for improvement

 Customer Feedback: Gather insights from customers to understand their 
needs, preferences, and pain points

 Product Reviews: Monitor feedback from product reviews to pinpoint 
strengths, weaknesses, and opportunities for enhancement

 Implementing Changes: Take proactive steps to address identified areas for 
improvement, prioritizing initiatives based on their potential impact

 Iterative Approach: Embrace a culture of continuous improvement by 
setting goals, implementing changes, and iterating based on results.



Next step is to understand Shipping 
process and FBA

2024
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This section offers an insightful overview of Amazon FBA, explaining how it 
works and the various Amazon business models. You'll also get a step-by-
step guide on how to start shipping your products to Amazon fulfillment 
centers.

Step 6: FBA and 
Shipping Products
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Step 6 - Amazon FBA

Fulfilment 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.

Shipping with FBA costs 30% 
less per unit than standard 
shipping options offered by 
major U.S. carriers and 70% 
less per unit than their 
premium options comparable 
to FBA.
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Step 6 - How does FBA work?

How does FBA work?



After understanding FBA, you need to 
understand different business models 
provided by Amazon for your product.

2024
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Step 6 - Business Models

Amazon Business Models

Models

Private Label

Wholesale

Reselling/ 
Arbitrage

Drop shipping

Handmade

Definition

Creating your own product label/brand

Buying products in bulk directly from a brand or from 
distributors with extra stock in order to sell on Amazon.

Buying discounted products through retailers or online 
to resell on Amazon.

Buying products directly from a manufacturer who fulfils 
the order and ships directly to the customer.

Creating/crafting your own products to sell on Amazon.

Profitability

$$$$$

$$

$

Not Recommended

$$
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Step 6 - Business Models

While each of the methods mentioned for selling on Amazon can be successful, Private Label is 
the most common sales method and has proven to be profitable and scalable. 

71% of all Amazon sellers use it. With a private label, you find or produce bulk products to sell 
under your own brand or label. 



With FBA, Amazon takes care of 
packing, delivery, and support - so 
you can scale faster and save up 

to 30% on shipping.

Start FBA Shipping

Your Global Amazon FBA Journey Begins Here!

https://indiamaan.co/course/?utm_source=100-page-pdf&utm_medium=ebook&utm_campaign=organic


Now you can start 

Shipping your Products

2024
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Step 6 - Shipping Process

Follow these steps to Ship your products.

STEP 1: Choose a Shipping Method
Select the most suitable shipping method based on factors such as the 
nature of your products, shipping destination, and cost considerations. 

Options include air freight, sea freight, express courier services, and more. 
Consider lead times and the urgency of getting products to Amazon's 
fulfilment centers.

Coordinate the shipment of your products to Amazon's fulfilment centers. 
Follow Amazon's guidelines for preparing and labelling shipments to 
ensure seamless processing and efficient storage within the Amazon 
network.

STEP 2: Shipping to Amazon Fulfilment Centers



66

2024

Step 6 - Shipping Process

STEP 3: Customs Clearance and Import Duties
Navigate the customs clearance process to ensure your products smoothly 
enter the United States. Be aware of import duties, taxes, and customs 
regulations. Work with customs brokers or freight forwarders to handle the 
necessary documentation and compliance requirements.

Implement a robust tracking system to monitor the movement of your shipments 
from the manufacturing facility to Amazon's fulfilment centers. Use tracking 
numbers and logistics platforms to keep tabs on the status of each shipment 
and address any potential delays promptly.

Factor shipping costs into your overall budget. Understand the various costs 
associated with shipping, including transportation, customs clearance, and any 
additional fees. Negotiate favorable terms with shipping providers to optimize 
costs.

STEP 4: Track Shipment

STEP 5: Shipping cost and Budgeting
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Step 6 - Shipping Process

STEP 6: Optimize Packaging for Shipping
Ensure that your products are packed securely and in accordance 
with Amazon's packaging requirements. Efficient packaging not 
only protects the products but also reduces shipping costs and 
minimises the environmental impact.

Implement an effective inventory management system to avoid 
stockouts or overstock situations. Regularly communicate with 
suppliers to adjust production quantities based on sales 
performance and demand forecasts.

Will discuss this step in details in the next few slides

STEP 7: Inventory Management

STEP 8: Launch 
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This section will give you an overview of successfully launching your 
product on Amazon. Additionally, it will offer insights into improving your 
Amazon conversion rate for your product to stand out more on Amazon.

Step 7: Launch 
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Step 7 - Launching Steps

Launch 
List your Product on Amazon by following the mentioned steps:

STEP 1: Research keywords to include in your listing
If you have the right data to tell you which keywords to include in 
your listing, you’ll get your product in front of relevant, ready-to-buy 
customers. Tools like Amazon Keyword Tool, Google Keyword Planner, 
SEMrush, Ahrefs, KeywordTool.io, etc, can help you to discover 
relevant keywords and gauge your search volume and 
competitiveness.

 Add your product and select the category to list your product in. 
Choose a category that’s most appropriate for your product, & 
select as specific a subcategory as possible

 Under product ID, add your UPC code
 Add your product title and brand name.

STEP 2: Create Listing on Seller Central
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STEP 3: Write and Optimize your product listing
Now you then need to write and optimize your listing with the 
keywords found using Keyword Scout. Your listing includes the 
title, bullet points (named key Product Features in Seller 
Central), description, and back end search terms.

Click to read more

Photos, infographics, and video are incredibly important for 
marketing your product as customers tend to look at your 
images first (especially on mobile) before looking at your 
description. So make sure they are high-quality and informative.

STEP 4: Get quality images and video for your listing

Step 7 - Launching Steps

Learn what are Amazon’s photography requirements

https://garnet-revolve-ab0.notion.site/Write-and-optimize-your-Amazon-product-listing-e6d72fbce10d4ede84dc92dd9301a0c1?pvs=4


71

2024

Step 7 - Amazon’s photography requirements

 Images must accurately represent the product that is for sale
 Your main product image needs to feature your product against a plain white background, 

without any props or watermarks
 85% of the main image has to be taken up by your product
 Your image should be at least 1000px by 500px in order to be zoomable. Amazon recommends 

your image files to be 1600px or larger on the longest side
 You are allowed to include up to 9 pictures
 Images must not include any Amazon logos or trademarks, or variations, modifications or 

anything confusingly similar to Amazon’s logos and trademarks. This includes, but is not limited 
to, any words or logos with the terms AMAZON, PRIME, ALEXA, or the Amazon Smile design

 Images must not include any badges used on Amazon, or variations, modifications or anything 
confusingly similar to such badges. This includes, but is not limited to, “Amazon’s Choice,” 
“Premium Choice,” “Amazon Alexa,” “Works with Amazon Alexa,” “Best seller,” or “Top seller”.

Your Product is ready to LAUNCH !



After you Launch, there are some more 
things can do to for your product to 

stand out more on Amazon

2024

Let’s get into it
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Step 7 - How to improve your Amazon conversion rate?

 Ensure your listing is optimized with keywords, images, etc.

 Offer a discount. This is a temporarily adjusted price that will 
be shown on your Amazon listing as a bright orange coupon 
under the price, helping get new customers’ attention.

 Get as many reviews as possible.

 If you are enrolled in the Amazon Brand Registry program, you 
have the ability to add A+ Content to your brand’s listings. 
This allows you to add more photos, infographics, and text to 
your product description. This is a great way to increase 
conversions as it looks more professional, more informative, 
and easier to read than a normal product description. 

Fig 7: Distribution of Amazon Conversion 
rates depending on the factor

https://gotrellis.com/amazon-listing-optimization/
https://gotrellis.com/amazon-listing-optimization/
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Step 7 - PPC (Pay Per Click)

Another method to promote your product is using PPC. “Pay 
Per Click” or PPC is a method of internet marketing in which 
you pay for consumers to click to your product listing. This 
advertising is a way of driving traffic to your product (in 
addition to the organic clicks, which you don’t pay for and are 
based on algorithms that help a consumer find the most 
relevant product for their search).

PPC is a more effective method of paid advertising on Amazon than other advertising like 
Google or Facebook because you’re targeting shoppers who are already on Amazon for the 
purpose of buying.

There are 3 types of PPC ads on Amazon:

 Sponsored Product
 Sponsored Brand
 Sponsored Display

Fig 8: Sponsored Products are the most popular amongst Amazon sellers

https://www.junglescout.com/blog/amazon-ad-types/
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Step 7 - PPC (Pay Per Click)

These appear at the top and bottom of Amazon’s search results 
page, as well as in the product carousel on a competitor’s 
product listing. They appear on desktop, mobile, and the app. 

A consumer can click on your ad and be taken to your product’s 
listing. As with all types of PPC, you are charged every time 
someone clicks on your ad (not when your ad is displayed or if 
someone buys your product).

You have to be brand registered to use Sponsored Brand PPC 
ads. These ads appear on the top and bottom of Amazon’s 
search results, and will show for both Amazon’s desktop and 
mobile site. Sponsored Brand ads display your logo, a headline, 
and up to three of your products. When a customer clicks on your 
logo, they are taken to your Amazon Store or a dedicated landing 
page that only shows your brand’s products. When they click on 
a product, they are taken to the product listing.
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Step 7 - PPC (Pay Per Click), Micro-Influencer

You have to be brand registered to use Sponsored Display PPC ads. 
Sponsored Display ads help expose consumers to your product outside of 
Amazon.com and help bring more people to the site. Amazon displays an ad 
for your product on external websites and targets customers who have 
looked at either your listing (to bring them back) or a similar product within 
the last 30 days.

Influencer marketing is one of the key elements of a successful product 
launch. Micro-influencers provide a great level of relatability & engagement 
with the audience that brands can’t. 

You can select 2-3 micro-influencers in your niche with 1000-2000 followers 
and send them a free sample of your product after launch in exchange for 
some posts of them with the product. 

You can share those posts on your social media and cross-promote as well. 
This doesn’t require a lot of effort for both parties, but you can get good 
engagement on your products with this activity.



And that is how you start selling 
on Amazon USA

2024



70

2024

Final Thoughts

Launching your Amazon business offers immense growth opportunities, but success requires a 
strong and strategic approach. Some tips to remember: 

 Find a product to sell that has a good search volume & the price lies between the $20-$50 price range.

 Source high-quality products at a reasonable price from experienced suppliers

 Perform detailed product and keyword research beforehand for your product

 Optimize your listing title, description, bullet points, and backend with relevant high - volume, high -
converting keywords.

 If you are a brand registered, make full use of Amazon A+ content

 Create a launch strategy to get sales from day one

 Use PPC, micro-influencers, and social media marketing to get initial traction

 Keep a healthy inventory level at all times

 Encourage customers to leave a review after buying your product.

 Track your Amazon Seller KPIs to understand your products’ performance.
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Links

Links
 How to find a Manufacturer
 Developing Brand Identit
 Types of Packagin
 How to create an account on Seller Central
 How to rank higher on Amazon
 How to sell on Amazon (1
 How to sell on Amazon (2
 How to sell on Amazon (3
 How to sell on Amazon (4
 How to sell on Amazon (5
 Why Export to the USA
 How to create Amazon A+ Content
 Amazon SEO Guid
 How to be an Amazon Seller
 UPC Cod
 Amazon ad types

https://www.shopify.com/blog/13975985-how-to-find-a-manufacturer-or-supplier-for-your-product-idea#3
https://blog.hubspot.com/agency/develop-brand-identity
https://sell.amazon.in/grow-your-business/amazon-global-selling/blogs/primary-secondary-tertiary-packaging
https://www.junglescout.com/blog/amazon-seller-registration-create-account/#top
https://www.junglescout.com/blog/amazon-seo-guide/
https://www.sellerapp.com/blog/how-to-sell-on-amazon/
https://www.junglescout.com/how-to-sell-on-amazon-fba/#
https://sell.amazon.com/sell
https://sell.amazon.in/beginners-guide
https://www.repricerexpress.com/how-to-sell-on-amazon/
https://sell.amazon.in/grow-your-business/amazon-global-selling/export-to-usa
https://www.junglescout.com/blog/amazon-a-plus-content/
https://www.junglescout.com/blog/amazon-seo-guide/
https://www.fbamasterclass.io/post/how-to-be-amazon-seller#lvl1--2
https://www.sellerapp.com/blog/amazon-upc-codes/
https://www.junglescout.com/blog/amazon-ad-types/


You don’t have to figure this out alone. 
 Let’s jump on a quick call, talk about 

where you are, and see how I can help you 
move forward - clearly, confidently.

Book a Call

https://calendly.com/indiamaan/lets-begin?month=2025-06/?utm_source=100-page-pdf&utm_medium=ebook&utm_campaign=organic


Google

4.8+ Ratings

YouTube

105K+ Subscribers

Instagram

65K+ Followers

Follow Us
on Social Media

Connect on Social

https://bio.link/indiamaan

