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INTRODUCTION 

According to Sam Walton, “the customer can fire everybody in the company by 

spending his money elsewhere.”  

Nothing is more important in running a business than picking the right 

product to sell but it’s also amongst the greatest challenges Amazon startups face.  If 

you bet on a product that isn’t a sure-shot hit, you’re basically dumping your money 

down the drain.  

At AMZ Insight, we consider market research the core element that drives 

everything in an Amazon selling business, which is why our market research tool is 

designed to get you all kinds of selling data. 

To pick the right product, conducting market research from the get-go is 

necessary.  

 It minimizes the risk of losses by helping you make informed decisions.  

 Research is known to bring the best returns. 

 It helps decide on future products.  

 Most importantly, it tells you if you’re likely to succeed.  

Read on to learn more about product research for amazon.   

 

 

 

 

 

 

 

 

 

 



 
4 

WHAT’S A GOOD PRODUCT? 

To become successful on Amazon, you have to first find the right product to 

sell. Many newbie sellers get confused by this pretty straightforward word when it 

comes to selling online.  

Products are Not the Same as Niches 

In the past, a number of online articles and guides would repeatedly describe 

the best way to be selling in the ‘perfect niche’ through which you can sell enough 

products to make a healthy profit. That’s a lie.  

Flawless niches are a myth and there is no assurance that all your products 

under it will sell well. Plus, if you try to search for a niche, you will be so 

overwhelmed by the amount of data available that you’d simply feel like quitting. 

Instead, look for a single, yet profitable, product to base your brand around. 

If you plan to branch out eventually, beginning with a few products is still 

better because it’ll help you understand your market. Once you have a stable 

foothold as a seller, you can diversify your listing.  

What is a Profitable Product? 

A profitable product has the following features: 

 Small and light: Products which are bigger and heavier will not be easy to 

ship, will have higher storage costs and will be just as hard for customers 

to pick up. Lighter products are portable and cause less of a hassle.  

 Targets a market: Your chosen product must target a specific kind of 

customer, at least at first. For example, if your plan to sell iPhone cases, 

you can target the market for “metallic cases for iPhone 6.” 

 Generates a margin: A good product will not only cover costs but will 

also leave space for a healthy profit margin. For beginner’s it’s suggested 

to price products from $10 to $200, depending on what you’re selling.   

 Consistent Demand: Your product must have a stable stream of buyers. 

Do not go for products that are sporadically trending since trends die out 

quickly. So, search for items that people will need habitually.  

 Fill a Market Gap: In other words, your product must solve a problem for 

your customers or fulfill a need.  
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What a Product Shouldn’t be Like 

 High maintenance: Products that require a lot of care, warranties and 

have specific standards to meet should be avoided. They usually cost more 

than they make and are only suitable once you are selling big.  

 Big Retailers as Competitors: Do not sell products that are also being 

sold by Amazon on the website. You will not make much since people will 

trust Amazon before all else. Similarly, avoid selling in categories with big 

brand names. The aim is to select a product with lesser competition but 

constant demand.  

 Fragile: Transportation and handling costs of easily-breakable goods are a 

lot.  

 Too many sellers: It’s impossible to choose a category without multiple 

sellers (unless you’ve invented something entirely new) but avoid 

categories that have dozens of sellers, especially sellers that make 1000s 

of sales in a day. 

 Counterfeit or illegal products: Sell what you advertise – do not sell fake 

products to embezzle money out of customers. Also, do not sell products 

that are banned in your targeted marketplace.  

To help you carry out your initial market research, you can sign up 

withAMZInsight’s keywords generator and research tool.  
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HOW TO FIND GOOD PRODUCTS? 

Start Your Search for New Products 

Before taking your research online, here are a few things you can initially do to 

shortlist products for review. 

 Routine life: Look about you. What are the things you believe people simply 

cannot do without? Which of these products is trending on Amazon and 

AMZInsight? These clues will help you select a popular product.  

 Local community: There are 2-3 you can do here. Visit your local brick-and-

mortar store to figure out which products sell well in which categories. You 

can also visit a local yard sale to get unique and quirky product ideas. Also, 

going through some of your own stuff is a great idea, too.   

Websites and Tools You’ll Need to Access 

1. Amazon: Even though this is where you’ll sell, you can conduct market 

research via Amazon by checking out the best selling products. For that, you’ll 

need AMZInsight. 

2. AMZInsight: The Amazon market research software has a lot of different 

features that you can access by signing up right now. The ones that’ll help 

your product research are: 

a. Top Products Analyzer: This tool allows you to search and analyze 

the most popular products in any category on Amazon. By using this 

feature, you can find out which products are selling well in Amazon.  

b. Tracking: When you’ve shortlisted some products through the 

analyzer, you can start tracking them. Via AMZInsight, you can get your 

hands on these products real-time sales data and finalize your product 

choice.  

3. Alibaba: The Chinese e-commerce marketplace has numerous American fans. 

Carry out some in-depth research to find out which products can garner a 

strong market in your area and which ones can be sold at a higher price on 

Amazon.  

4. eBay: eBay is the perfect place to visit if you want to figure out the going 

market rate of products you intend to sell.  

5. Etsy:Visit this website if you intend to sell vintage and handmade items. It’ll 

give you an idea about the price point you should set and which kinds of 

products are selling well.  

http://www.amazon.com/
http://www.amzinsight.com/pricing/
alibaba.com
ebay.com
etsy.com
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Pick out a few options and compile them in a list. You’ll choose one or two out of 

the list.  

Review Shortlisted Products 

You must select a product that gives you a mark-up of at least 100%, 

especially if you’re aiming to sell a product under $100 because a lot of money will 

go into overhead costs, too.  

Open up your list and compare your selected products. Here are a few questions 

you can ask yourself: 

 What will be the demographics for this product’s market? 

 Do I know the product and its market well? 

 Do I know about existent and potential problems of this market? 

 Where can I find and access my market if I want to talk to them directly? 

 How tough is the competition? 

 How easy and cheap is it to transport the product? 

 Does the product have a stable market with sufficient potential for growth? 

Once you know what you’ll be selling, move on.  
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HOW TO FIND AND TEST PRODUCTS 

“Suppliers…have market power because they have information about a product 

or a service that [you] do not and cannot have.” 

-Peter Drucker 

Choosing the right supplier is as important as picking the right product since 

they know more about their product than anyone else. Thus, team up 

withsuppliersbig on frequent communication.  

Finding Suppliers 

Finding a trustworthy supplier with a good quality product can get really hard if 

you don’t know where to look. Here are a few places from where you can source 

your product: 

 Drop-shipping: Basically, this is advertising your product but only sourcing 

it whenever you get an order (with your buyer’s address put in). This way, 

you don’t have to maintain an inventory and have fulfillment obligations. 

However, this method is extremely expensive and has little margin potential. 

Moreover, if something goes wrong with shipping, it’ll cost your business.  

 Local wholesalers: Buying your product from a local wholesale shop will 

allow you to get some hands-on experience with the product before your pay 

for it. Alternately, don’t be certain ofgetting the best possible price buying 

wholesale since shop owners will likelykeep a margin for themselves, too.  

 Buy online: Buying online is the best way to. You don’t have to leave your 

house, you can get samples to test products and the prices are usually really 

low. There are two kinds of online suppliers you can go for: 

o Domestic: These suppliers are based in your home country. Buying 

domestic eliminates language barriers and saves time. If your based in 

countries like the US and UK, you’ll likely get good quality material for 

your e-store. 

o Overseas:Based outside of your home country, the most 

popularsourcing destinations are countries like China, Malaysia and 

Thailand. The items here are dead cheap, with a huge potential for 

bigger margins. Nevertheless, you’ll have to sample your product from 

different sellers before deciding on one since the quality can be a bit 

dodgy, sometimes.  

We suggest going for a domestic or overseas supplier online.  
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DOMESTIC SHIPPING 

 Thomasnet.com: is a supplier discovery resource where you can find 

suppliers specific to your needs. They help you discover suppliers that can 

customize their products to meet your special sourcing needs.  

 Mfg.com: MFG is the world’s biggest supplier directory and is specific to 

contract manufacturing needs. It’s free and promises to get you quotes 

quickly for your requirements.  

OVERSEAS SHIPPING 

 Alibaba.com: This Chinese website is Amazon’s direct competition because 

of its cheap prices. It covers products in more than 40 categories and more 

suppliers are joining in each day. 

 Indiamart.com: India Mart specializes in bringing together SMEs with 

suppliers. The website hosts almost 30 million products and promises access 

to a diverse marketplace with their products.  

Contacting Suppliers 

Once you’ve looked at multiple suppliers, settle down on a few, approximately 

8 – 10 of them and note down the suppliers with the best prices. You can then send 

them something like this email for ‘stainless steel serrated knives’: 

Hello, 

I am looking to begin a startup selling stainless steel serrated knives and will 

need a large supply of the item. 

Can you please email me your price list for these specificblades, accompanied 

by additional relevant shipping and payment information? Also, can we work 

something out regarding a small sample being sent to me to test your 

product? If yes, please also let me know about the MOQ, once I test the 

sample. I’ll be selling the items in Florida (USA). 

Thank you, 

Will Mathews. 

Samples may cost you about $25 - $45 in shipping if you choose a reliable 

carrier like DHL. For security purposes, you should pay either through Alibaba’s 

Escrow orPayPal.  

thomasnet.com
mfg.com
indiamart.com
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Selecting a Supplier 

Here’s how to narrow down to just one supplier: 

 Quick Response: Within 24 hours, you will get to know which 

suppliers are serious about their work. Get in touch with the 

professionals and talk to them about product specifications, prices and 

shipping details.  

 Judge them:The key here is to not just talk to the suppliers but to 

judge how professional they are through the way they communicate 

with you. The product details, combined with your own judgment of 

the supplier should help you narrow down to 2 -3 suppliers.  

 Financial security: Which supplier will accept payments through 

reliable mediums, like PayPal and Escrow? Pick the ones using 

mediums that are trustworthy.  

 Quality: Once you get the sample, do all the things with it that you 

think customers will do – and do it roughly. Don’t go easy on the item 

or be scared to damage it. You want to test the limit of the item. The 

supplier with the longest-lasting item with the best performance wins 

this category.  

 Negotiate: Negotiate with every supplier at this stage. See which ones 

are the most accommodating and are willing to satisfy all your 

demands.  
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GETTING YOUR PRODUCT LIVE ON AMAZON 

Listing Your Product  

1. Get Your product’s UPC: The Universal Product Code is a unique barcode 

and number attributed to every single product in the world. You’re going to 

need this number to list your product on Amazon. 

2. Create a Stock Keeping Unit: This is for all the products you intend to sell. It 

basically helps you keep a track of your inventory. You pick you own set of 

numbers to represent your SKU.  

3. Select a Package: If you expect to sell at least 40 products on Amazon, we 

suggest going for the Professional package. It costs only $39.99. The 

individual package is for really small-time sellers. Amazon charges $0.99 per 

sale.  

4. Pick a Category: Amazon has nearly 40 major categories that are further 

divided into sub-categories. Define which category your product falls under. 

This will help you discover further requirements, as well. For example, beauty 

products need a professional account, along with images submitted to 

Amazon.  

5. Product Details: Your details section is the one page-segment where 

customer won’t mind a long list. Try to gather as much details about your 

product as you can. Some common details include weight, material, 

dimensions, compatibility, size and the like.  

6. Product Description: This is a small sketch of your product. Think of it as 

your pitch to your customers. Include keywords in your product description 

but make sure it’s to-the-point and concise.  

7. Business Description: In this section, you’ll describe your company in a few 

words. Amazon will also allow you to display a logo next to the description.  

8. Images of the Product: Amazon has very strict rules for product description, 

so we suggest hiring a professional to take pictures of your product. This will 

also help you get more customers.  

9. Shipping the Product: How are you going to deliveryour product to your 

customers? 

10. Determine Price: Since you’re sourcing your product, your greatest 

costs will come from shipping and warehousing. The price you charge must 

cover these costs and leave a margin for profits enough to help future growth.  
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Once you’ve listed your product, it’s now time to face your competitors. You can 

tackle them by tracking your data in real-time by registering with AMZ Insight.  

Happy Selling! 

http://www.amzinsight.com/pricing/

