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Introduction
Thanks for downloading this guide, and I'm excited to to
be able to help make more sales on Amazon.

A lot of Amazon sellers think that you need to source more and more products

to make more sales. Of course that is one way. 

But one thing many people don't do is look to make more sales with products

that they already have in their Amazon inventory. 

In this guide I'd like to show you how you can make more money without

investing in more stock.

Most Amazon sellers don't understand how the Buy Box really works. After

reading through this guide, you will be ahead of most of your competition.

What Is This All About?
At the end of this guide you should understand why the Amazon Buy Box is so

important, plus:

Know how Amazon decides who is going to get the Buy Box

How to increase your chances of getting the Buy Box without lowering your

prices

A method to take action that can lead to more sales quickly - sometimes the

same day.

I wrote this e-book based on my experiences and tried and tested methods to

make more money on Amazon, and I'm sure that if you follow it you also will be

able to increase your sales.

Dan Ashton 
Dan Ashton
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Why Having The Buy Box Is Important
& How It Works

Let's Play True & False

I know you already know this, but I want to take a moment of your
time to emphasise some interesting points that you may not be aware
of.

In 2017, $178 billion in revenue went through the Amazon US marketplace alone.

How much of this do you think went through the Buy Box? 

A huge $142 billion of sales went through the Buy Box.

Over half of the products sold on Amazon are sold by third party sellers.

So not only is Amazon the largest online marketplace in the world, it's the biggest
opportunity for people like you and me to make money online.

 IF we have the Buy Box. 

1. The buy box always goes to the lowest priced seller

False - whilst having the lowest price on a listing may increase your chances of getting
the buy box, there is significant evidence that it does not guarantee it. Whilst Amazon
want their customers to experience cheap prices, it is in no ones interest for price wars
to take place which wipe out the profit for everyone, Amazon included

 2. If you are FBA you increase the chances of getting the Buy Box 

 True   - Amazon prioritises FBA sellers over Merchant Fulfilled sellers, even when the
FBA seller price is higher. 

3. Amazon rotate the Buy Box equally amongst FBA sellers  

 False - Amazon do rotate the Buy Box, however they would only share it equally
between sellers if all of the sellers were rated as the same standard by Amazon. A seller
with a high amount of positive feedback will get the Buy Box more often than a seller
with negative feedback. (Interesting side note - if a customer returns to a product page
within an hour of first visiting it, they will see the same seller with the Buy Box as they
saw originally IF the sellers metrics remain the same. If a price changes then they may
rotate the Buy Box)
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4. Amazon Never Share The Buy Box

 False - A lot of people are nervous about going on a listing that has Amazon on it.
Basically the way it works is the Amazon treats itself as having perfect metrics. So on
that basis it would give itself the Buy Box most of the time if it was up against a seller
who did not have good seller metrics. However, if another seller on the listing also has
perfect or near perfect metrics, then Amazon will share the Buy Box with it. It is even
possible to win the Buy Box from Amazon if you have great metrics and have a lower
price than them (if they choose not to match your price) 

5. Having The Buy Box Is Even More Important When Customers Are Shopping On Their
Mobile Phone (Cell Phone for my North American friends)

 True - when customers are browsing Amazon on their phone either online or via the
app, the prominent Buy Now button will give the sale to whoever has the Buy Box.
Important point - on mobile, Amazon does not show the option for the customer to
see Other Sellers on Amazon

PLEASE NOTE: There will be exceptions to the above. Amazon will behave
differently on some products and in some categories, for reasons only known

to themselves.

Here is another example of why having the Buy Box is super important (although I think
I must have convinced you already) -  your customers can place an order on Amazon
using your voice using your Amazon Echo (also known in my house as Alexa). When
you say "Alexa, order a Paw Patrol Rubble toy" who do you think she is going to give
the sale to? It certainly isn't going to be the seller who doesn't have the Buy Box.
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How To Make The Buy Box Come To
You
You don't have to sit back and HOPE Amazon gives you a share of the
Buy Box. This section goes through things you can do to influence
Amazon in your direction.

Be A FBA Seller

Seems obvious, and you probably already are, but just to reiterate - being a Fulfilled By
Amazon seller is the most significant factor in determining if you will get the Buy Box.
Amazon are in the process of rolling out Seller Fulfilled Prime - FBA sellers will still get
more chance of the Buy Box than these sellers.

Maintain A Low Order Defect Rate 

The ODR is a metric comprised of three different numbers:

1. Negative Feedback Rate - this is when customers leave feedback about the seller,
and give them a rating. This is not the same as a product review

2. A-To- Claim Rate - see below for Amazon's description about when customers can
file a claim  (Note: If you are an FBA seller then a customer cannot bring an A-to-z
claim) : 
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Key Tips To Get The Buy Box 

Pricing

3. Service Chargeback Rate - this is when a customer files a chargeback against
Amazon via their credit card company because they are not happy about their
purchase (didn't receive it, didn't get a refund when requested, product was not up to
standard etc.) Amazon will contact you to find out what happened, then go back to the
credit card company who will decide whether to confirm the chargeback or not

You need to keep your ODR as low as possible. Anything 1% and over will cause you
problems getting the Buy Box. In theory if you do everything correctly, including
responding quickly to customer communications, directing customers to Amazon
Customer Service for a refund etc. you should be able to maintain a low ODR. 

Respond to customer messages within 12 hours if at all possible. You can respond
within 24 but will get better Buy Box cooperation if you can maintain it within 12
hours
Maintain your recent Seller Feedback rating as high as possible. Older negative
feedback will have less of an impact on your ability to get the Buy Box
Try and get as much positive feedback as possible from customers. If you have a
positive customer feedback score combined there being a lot of them, you are
increasing your chances of getting the Buy Box - you can use services like BQool
Feedback Central to get a lot more positive feedback. Click Here  to find out more

As you will have read above, there are a lot of things that impact whether you will get
the Buy Box or not. We do know that pricing is a significant factor, but that low pricing
alone may not be enough to get the Buy Box.

I recommend regularly reviewing and updating your pricing - every day if possible. Not
necessarily to try and always have the lowest price, but to try and ensure that you are
close to the price the product is currently selling for (assuming it meets your net profit
and ROI criteria).

You can automate this using Amazon's own free repricer. I personally use BQool for our
repricing, as it has a lot of cool built in functionality and reprices quickly. You can
Click Here  to find out more about that.

Just don't think that by having the lowest price you will automatically get the Buy Box -
that's where race the bottom price wars start and no seller benefits from those.

 In the next section I run through a step by step guide to increasing your sales with
you existing stock by using some of the data that Amazon provides for you. Read

on because this method can really improve your sales.

Page 7

http://rcl.ink/eZ3
http://rcl.ink/eZ3


Buy Box Magic

Phase 1 - Know What Stock Isn't
Selling - And Get Rid Of It

Here I go through some actionable steps which you can take to
improve your sales. You may even see extra sales the same day.

First up is some housekeeping. Identify what isn't getting the buy box, isn't selling, and
get rid of it. It's often better to make a small loss on products and reinvest that money
in new stock that's going to be profitable. 

 Here's what you do:

1.  In Amazon Seller Central go to Reports>Business Reports: 

2. Then select Detail Page Sales and Traffic:  
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3. You will then see this report, with the Buy Box Percentage column showing the % of
the time each product has had the Buy Box: 

4. You can then click at the top of the Buy Box Percentage column and sort by
Ascending Order. This will show you the products that are getting the least Buy Box
action.

I am sure that some of your products will be showing as 0%. That means that you have
never had the Buy Box with those products.

Now that's not a problem if you only sent it in to Amazon recently, but if you're not
getting near the Buy Box on a product that's been in Amazon's warehouse for any
length of time then it's actually costing you money. And the fact that you've got your
cash tied up in something when you could be investing that in more profitable
products that will sell quickly.

5. Take a look at the Keepa graph (it shows on the Amazon product page when you
have the free Keepa Chrome extension installed) - adjust the time period to 90 days,
and then a year.
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Phase 2 - Know Exactly Which Stock
Doesn't Have The Buy Box

In the example Keepa graph above, the highest price the Buy Box has been at in the
past year was £15.69 (it doesn't mean it sold at the price, just that that's what the Buy
Box price was). If the lowest price you're trying to sell at is £18, it's unlikely that you're
ever going to get the Buy Box, which means you're not going to sell it. 

If the price you want to sell at is never really within the range of the Buy Box price
during that period, I would recommend adjusting your price to one that is more likely
to get the Buy Box, just to get the sale.

Even if you're not making a big profit, the money is better being spent on something
more profitable.  

So we've looked at which products are never likely to get sold, and we've decided
we're going to do something about those.

What if you could also see quickly and easily which products were close to getting the
Buy Box but just weren't making it?

One quick easy slight change to your pricing, and suddenly you've got a much better
chance of making a sale.

Well this was the missing piece of the jigsaw for our Amazon business, so to have the
next part of our strategic Buy Box process  in place, I created a Chrome extension which
has helped us significantly improve our sales (I have decided to share this with you so
that you can follow the same process - more on this later).

 Buy Box Checker Pro goes through your entire storefront and produces a list of all your
products, shows which have the Buy Box with a nice green tick and which don't with a
nasty red cross. It also shows you the current price of the product in the Buy Box.

 Let me show you.
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So what you do is run the extension, have a quick look at the products where we can
make some quick wins, and take action to get more buy box action as I'll show you in
Phase 3 below.

 Here is an example screenshot of what the results look like  when you run the
extension:  

You can see straight away in the pic above that the seller's first three products have the
Buy Box, but the fourth one doesn't.

The seller who does have the Buy Box on that product is only 78p cheaper. Surely you
can afford to take a 78p hit to your profit in order to make a sale. You could of course
hold out, but I personally would want to sell something today so that I could reinvest
my money rather than wait for weeks for the sake of 78p.

What the extension also does is show you a summary of your entire inventory. In the
example below, this seller has a total of 78 products, of which 51 currently have the Buy
Box, a pretty healthy percentage of 65.

We then click on Show Price History Data  - every time we run the extension it stores the
results, so that we can track how we are doing over time.

Setting ourselves targets is a very effective way of improving performance and sales. 

So what we see is a list of the last 20 times we ran the extension:

If you schedule this in once a week, or once every couple of weeks, you will find that as
long as you take action based on the results of Phase 1 and Phase 2, the amount of
products that have the Buy Box, and therefore sell, increases significantly.

When I first had the Chrome extension developed, we were running at around 30% of
our products having the Buy Box. We are now averaging around 70%. You can imagine
how many more sales we are getting as result.

How many more sales per day / week / month do you think you can get?
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GET BUY BOX CHECKER
PRO - ONLY $37 !

FIND OUT MORE & DOWNLOAD NOW - CLICK HERE

This is the Chrome Extension that I had
developed for my own Amazon business

that I am now sharing with you.

Normally selling for $67, as a special
offer to you it is discounted for a limited
time to just $37.

Imagine how quickly you can make that
money back through increased Amazon
sales!
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About Me
Why should you trust anything I

have to say? 

My expertise
After many years of developing

process improvement and

management skills for huge multi-

national companies, I made the

break and set up my own Amazon

business.  

 That was three years ago, and since

then alongside making a success of

my Amazon business which I run

with my wife, I have been invited to

appear on webinars, podcasts and

have been featured in blog posts to

share my Amazon expertise. 

My Life
After living in big cities in the UK for

most of my life, I moved with my

family to the beautiful

Mediterranean island of Mallorca in

early 2017, where I work full time on

my online businesses (well, with

occasional breaks to cool down in

the pool of course!). 
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