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As one of the world’s largest online selling sites, businesses 
from across the globe are benefiting from Amazon’s extensive 
customer base and brand credibility, and in-turn are increasing 
sales and maximising business growth.  

In our recent Getting Started on Amazon guide, we explored 
the benefits of selling on Amazon, and how you can get started 
on the marketplace. In this eBook, we go one step further and 
discuss some tips and best practices for getting the most out of 
selling on Amazon, in order to take your eCommerce business 
to the next level.  

Introduction 
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Amazon may well open doors for relatively 
unknown sellers, providing them with a platform 
to reach an extensive customer base, but 
assuming that all you need to do is set up shop 
on Amazon and wait for the customers to swarm, 
does nothing but put you on the path to failure. 
While Amazon provides sellers with the right 
toolkit for being successful, it is ultimately up to 
you as a seller to use this toolkit to grow your 
business, and by following our best practices you 
can begin optimising your listings to maximise 
visibility. 
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Maximising Visibility On Amazon 
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44% of online buyers  
go directly to Amazon 

for product searches 
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Amazon’s search bar is by far the most effective way to 
locate items on the marketplace, and therefore as an 
Amazon seller you should be taking an SEO approach 
when it comes to your products’ keywords, ensuring 
that they are optimised accordingly. 

Start by asking yourself what search terms your 
customers will be using to search for your products, 
and where possible ensure that both your title and 
product descriptions reflect these search terms. 

 

 

 

1. Take An SEO Approach 
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The use of detailed product names helps maximise your item’s 
visibility, for the simple fact that it enables you to appear in as 
many relevant search results as possible. That said, relevant is 
the operative word, and you should avoid using unnecessary 
words and terms in your titles just for the sake of it. Remember 
that Amazon has a standard 200-character title and anything 
longer will be suppressed from search. 

 

 

 

Images play an integral role in both attracting visitors and 
converting them into customers, and should effectively 
showcase your product, ideally from a range of angles. Amazon 
do, however, have strict guidelines that must be complied with, 
when it comes to using images within your listings. 

 

• The image must be, or pertain to, the 
item being sold 

• The image must be in focus and well 
lit 

• Ideally, the image will use a pure 
white background, however 
additional backgrounds are allowed  

• The image must not contain 
additional text or graphics 
 
 

2. Use Detailed Product Names 

3. Image Optimisation 
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While your product titles are designed to attract consumers 
and pique their interest in your products, product descriptions 
ultimately help convert these visitors into customers. 
Remember that these product descriptions play a large part in 
selling your product, and along with your images they can be 
used to increase a product’s appeal. Product descriptions 
should be clear and detailed, and the use of bullet lists to 
convey the features and details can be extremely effective.  

 

 

 Consider using targeted ads, with Amazon’s sponsored 
products, in order to boost the visibility of your products. 
Basically, as with many paid advertising methods, your 
products will be displayed when consumers search for 
keywords that you bid on.  

Used correctly, this can be an extremely effective way to drive 
traffic to your listings, especially as you only pay a fee when an 
Amazon shopper clicks on your ad, but do bear in mind that 
your listings must be optimised enough in order to convert 
these consumers. 

 

4. Use Compelling Product Descriptions 

5. Consider Amazon Sponsored Products 



As an Amazon merchant, winning the Buy Box 
places your item in front of potentially millions of 
Amazon customers, in-turn significantly 
increasing your sales. While there is no written 
formula for achieving this premium placement, 
there are a number of tactics that have been 
tried and tested, and will increase your chances 
of winning Amazon’s buy box. 
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How to Win the Amazon Buy Box 
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188 million worldwide 
users visit Amazon 

every month 
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One of the factors Amazon takes into account when 
selecting which retailer wins the Buy Box, is the price 
of your product (including the shipping cost). That said, 
do bear in mind that it won’t necessarily be the seller 
with the lowest price that wins, but you should be seen 
to compete on price where you can to increase your 
chances of being selected. A solution such as Mean 
Repricer offers an Amazon repricing solution which 
offers your products to customers at the most 
attractive prices. 

 

 

 

1. Price Competitively 

http://www.meanrepricer.com/
http://www.meanrepricer.com/
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There are a number of factors that are considered by Amazon, 
including your shipping speed, how efficient you are at 
uploading tracking information, customer response time and 
defect rate. By ensuring that your overall account health is 
good, you increase the chances of being selected for the Buy 
Box.  

 

 

 
It’s worth remembering that only Amazon sellers with 
Professional seller accounts are eligible to win the buy box, and 
that selling experience also plays a huge factor in Amazon’s 
selection. New sellers won’t be eligible for the buy box, as 
customer satisfaction metrics will be taken into account. 

 

2. Ensure Your Account Is Healthy 

3. Ensure You’re Eligible 

The biggest benefit of winning 
the buy box is that you can 
expect a surge in sales, and as a 
result of this Amazon needs to 
be sure that you have the stock 
available to handle any 
increased customer demand. 
Having low stock in an item will 
significantly impact your 
eligibility to win the buy box.  

 

4. Look Beyond Current Product Demand 



There are huge benefits for businesses that sell 
internationally, and as an Amazon seller you have 
access to 11 international marketplaces, 
reaching customers from 180 countries across 
the globe.  

While the idea of selling internationally can be a 
daunting one, Amazon make it easy to enter new 
markets and start expanding your business. With 
that in mind, here are some of our top tips and 
best practices for using Amazon to reach 
international buyers and ultimately becoming a 
successful international seller. 
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Tips For Selling Internationally 
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There are 10 online 
marketplaces across 

North America, 
Europe & Asia 
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Many Amazon sellers have had international success, 
simply by being active on a number of different 
markets. As an Amazon Pro seller, you will have the 
ability to list your products on 5 European Amazon 
marketplaces, reaching customers on Amazon.co.uk, 
Amazon.fr, Amazon.de, Amazon.it and Amazon.es.  

 

 

 

1. Be Active Across Multiple Markets 

When selling internationally, it is important that you 
are very clear about shipping costs, taxes, regulations, 
and import and export laws. International retailer’s 
should also be aware of the laws regarding returns 
policies in each country, as these will differ across the 
globe. 

 

 

 

2. Be Clear About Expectations 
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There is no denying that there are cultural challenges 
when selling overseas, which include language barriers 
and consumer buying behaviours. In addition, stock 
synchronisation across countries, local laws and 
regulation and limited knowledge about each country 
and market are important barriers to overcome.  

For this reason, prior to selling into these countries, 
ensure you have not only tackled these challenges, but 
have also assessed the market strength of each 
country, and are certain that your product is a good fit 
for the local market. You should also be aware of just 
how much consumers will be willing to pay for your 
products. 

 

 

 

3. Acknowledge the Barriers 
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When selling internationally, there are certain international 
and cross-border requirements that must be complied 
with, and it is therefore crucial that you are aware of the 
local tax and applicable laws and regulations for each 
marketplace that you are considering selling in. You should 
also ensure that you’re aware of the policy differences 
between the US and the UK/EU marketplace, and as a 
seller, it is your responsibility to check and comply with 
Amazon’s policies.  

 

 

 

4. Comply With Cross-Border Regulations 

While fulfilment of international sales can be handled by 
yourself, Fulfilment by Amazon is a preferred choice for 
many Amazon sellers, as fulfilling orders across 
international borders can lead to delivery delays which 
subsequently results in customer complaints.  

 

 

 

5. Consider Using FBA 

By using FBA, however, 
international sellers not only 
hand over the entire 
fulfilment process to 
Amazon, but are also able to 
offload any concerns about 
shipping delays or missing 
orders. This protects your 
reputation as a reliable 
Amazon seller. 



Whether we like it or not, online reviews are 
extremely influential when it comes to a 
consumer’s purchasing decision, for the simple 
reason that they trust and value the opinions of 
other consumers. The power of word of mouth 
can in fact have a significant impact on your 
company’s sales, but while these reviews may be 
out of your hands, there are several things that 
can be done in order to secure positive feedback 
and subsequently grow your business.  
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Securing Positive Product Reviews 
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61% of customers read 
online reviews prior to 

making a purchase 
decision 
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One of the most common reasons for negative feedback 
on Amazon is because the customer felt they had been 
misled about the product. While as a seller you should 
always have a strategy for dealing with these comments if 
they occur, one of the most effective ways to avoid them 
altogether is by being honest about what it is you’re selling 
and providing the most accurate and precise information 
about the product, in order to avoid confusion and false 
expectations.  

Bear in mind that the accuracy of your images is just as 
important as the product descriptions, therefore you 
should ensure that your images are well-lit, and reflect the 
exact colour of the product.  

 

 

 

1. Provide an Exceptional Experience 
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While it’s all well and good being open and transparent 
about the details of your product, if the product isn’t great 
to begin with you will struggle to get good reviews (that’s 
even if you make the sale to begin with). Before anything 
else, ensure you are selling high-quality products that are 
worthy of positive reviews.  

 

 

 

2. Have a Great Product 

Sometimes, the best way to get feedback is simply by 
asking for it. One of the best ways to do this is by sending 
personalised emails, ideally quite son after they have 
received the product so that it is still fresh in their mind.  

It’s worth noting that by asking for feedback, there’s 
nothing to say that this won’t lead to a negative comment 
by someone who may not have bothered replying. It is for 
this reason that it is so important to ensure you are 
offering an exceptional level of service to decrease the 
likeliness of this happening.  

 

 

 

3. Ask Past Customers For Feedback 

Efficiency is key to helping you build a 
strong feedback rating, and therefore 
you should both ship your products to 
customers in a prompt manner, as well 
as respond to any questions or queries 
as soon as possible, ideally within 24 
hours. 

 

 

 

4. Be Efficient 



Whether it be a damaged or defective product, 
an item sent in the wrong size or colour, or an 
entirely mixed-up order, mistakes do happen 
when it comes to eCommerce, and unfortunately 
these will often lead to negative feedback. It 
happens to the best of us. Now regardless of 
whether these reviews are justified or 
undeserved, as a seller you will need to handle 
and ideally resolve these issues appropriately, in 
order to maintain your reputation. Here are 
some tips for handling bad reviews on Amazon. 
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Best Practices For Handling Bad Reviews 
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68% of consumers 
trust reviews more 

when they see both 
good & bad score 
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Negative reviews, particularly those that you feel are 
unjustified or are overly harsh, can sting, which is why in 
these instances you should leave it a day to calm down. 
This will enable you to assess the situation with a clear 
mind and reduce responding with something that will 
make the situation even worse and have negative 
implications on your reputation.  

After all, while you may feel completely justified in 
your response, potential customers reading the 
feedback won’t be aware of all the details, and it will 
be detrimental to your perceived customer service. 

 

 

 

 

1. Leave It 24 Hours 

It goes without saying that you should never be rude to 
a customer, regardless of how rude they have been, 
and should always respond in a professional manner. 
Should you find yourself in a situation where a 
customer is being abusive or threatening, contact 
Amazon for help with the problem, as these reviews 
may be removed and the user may get banned from 
the site.  

 

 

 

 

2. Never Be Rude Or Dismissive 



Everything You Need To Know About Selling on Amazon 18 

Unless the comment is a violation of Amazon’s review 
terms, you should always comment publicly on the negative 
review. While this will still impact your overall rating, it 
enables you to give your opinion and demonstrate any 
measures you have taken to resolve the issue.   

If the criticism is justified, you should apologise for any 
inconvenience caused, and if necessary offer a full refund 
for the product. If, however, the points of criticism are not 
justified, for instance the consumer complains about the 
contents, colour, material etc. of the product, despite these 
details being accurately conveyed in the product 
description, you should remain polite and professional, and 
explain that there were accurate details about the item 
within the product listing. If dealt with correctly, this may 
lead to the original review being removed or edited.  

 

 

 

3. Negotiate a Reasonable Settlement 



As an Amazon seller, a key decision you will need 
to make is whether to use Fulfilment by Amazon 
(FBA), or alternatively handle your fulfilment 
either in-house or through an additional service.  

FBA is a service that gives you access to 
Amazon’s next-day delivery options, enabling you 
to hand over the fulfilment of a product, 
including packaging, sorting and shipping, over 
to Amazon. Here are several reasons why you 
should consider using FBA: 
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Using Fulfilment by Amazon 
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The Average Amazon Prime 
Customer Spend $1500 per 

year compared with $625 
spent by non-Prime members  
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By using Fulfilment by Amazon, you won’t need to worry 
about fulfilling your orders, as all warehouse management, 
packaging and shipping is handed over to Amazon, 
meaning you have fewer business operations to deal with.  

In addition, by using FBA you will have access to Amazon’s 
acclaimed customer service, and you can rest easy 
knowing that while you’re investing your time elsewhere, 
Amazon are providing your customers with the best 
service possible.  

 

 

 

 

1. Fewer Business Operations 

FBA goes way beyond solely providing a fulfilment 
solution, and is being leveraged as a marketing tool by 
sellers across the globe. One of the biggest benefits of 
using Fulfilment by Amazon is that you have instant 
access to Amazon Prime customers, who are typically 
Amazon’s most loyal and active customers. 
Additionally, by using FBA your listings are more 
competitive and you have access to international 
marketplaces. 

 

 

 

 

2. Amazon Branding 
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In addition to 24/7 service, FBA not only enables quicker 
shipping rates, but is also eligible for Amazon prime 
shipping and delivery tracking.  

As FBA inventory is shipped directly by Amazon, orders can 
be processed and shipped faster than product sent directly 
from the retailer.  

 

 

 

 

3. Quicker Shipping Rates 
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Once you have created a listing, a good tip is to search for 
your own product as this will highlight just how easy or 
difficult it is to locate. If it is the latter, go back and review 
your keywords, remembering to put yourself in the 
customer’s shoes and think about what they would be 
searching for.  

 

 

 

 

1. Search For Your Own Product 

Price is often one of the biggest factors that decide 
whether or not your customer’s will make a purchase. For 
this reason, you should know what prices you’re 
competing against.  

 

 

 

 

2. Be Flexible With Your Pricing & Promotions 

As an online retailer you may well be listing your stock 
across multiple marketplaces, but without the use of an 
inventory management solution you are likely to be losing 
track of your inventory and overselling stock. By investing 
in a multichannel inventory solution you not only eliminate 
these issues, but you subsequently increase productivity, 
sell more, reduce customer complaints and grow your 
business. 

 

 

 

 

3. Synchronise Your Stock Across Channels 



www.linnworks.com 
 

If you would like to learn more 
about how a multi-channel 
solution such as Linnworks, can 
help you get the most out of eBay, 
follow the link below to schedule 
a free demo with one of our team 
today.  

Contact Linnworks 
Linn Systems Ltd 
Sussex Suite 
2-4 Southgate 
Chichester 
PO19 8DJ 
United Kingdom 
 
+44 20 3651 7045 (UK) 
+1 646 652 8570 (US) 
info@linnsystems.com 

 

TRY LINNWORKS FOR FREE 

http://linn.works/1ozoOyS

