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Introduction 
There are two kinds of sellers present of Amazon. Amazon itself and other third party 
sellers who are using Amazon platform to generate sales. There is no limit to how 
many products a seller can list on Amazon. The selling platform of Amazon is quite 
different from Ebay. On Amazon, sellers can list against already listed product page or 
can start a new product page as on Ebay. When listing against product, there are several 
other competitors which are competing against each other.  
 

When a customer clicks "Add to cart" button, the sale goes to the seller in the Buy Box. 

This seller is called "winner" of the Buy Box and will make far more sales than any other 

seller for that product.  

 

How to get Buy Box on Amazon is the major purpose and reason behind this chapter 

which we are going to discuss in detail.  
 

  



What’s the Buy Box? 

Importance of Buy Box 

When Amazon started in 1995, no one imagined that it could become a HUGE 
ecommerce platform. Having a revenue of $74.5 billion in 2013 it has grown in recent 
years like never before. Out of $74.5 billion $60 billion of the revenue was earned 
through the Buy Box. Around $30 Billion was earned by third party sellers. 

 

Potential of Buy Box: 

With sales of third party seller set to grow up to $41 billion in 2015, Buy Box has 
become a big opportunity for sellers. This is because 80% of the total sales goes 
through Buy Box. It is thus important for seller to understand which variable has 
positive and negative effect on the Buy Box. We will be dealing with how Buy 
Box works and what techniques can help you win the Buy Box.  
 
 

Myths and Misconception about Buy Box 

Before we take a look at what is Buy Box and how it works, we need to analyze several 
rumors and mythson How to win the Buy Box. Most of these techniques are just plain 
wrong. Below we have discussed some of them.  

 

Lowest Price Point Manipulations 

This theory emerged in 2012. According to this claim a Seller can win the Buy Box if 
lowest price offer is reduced to a certain percentage and a penny is taken off it. After 
testing this theory with the help of AMZ InsightBuy Box tracker we were able to analyze 
the following result. 
 

'There is no fixed ratio or percentage that can work in order for you to win the Buy Box. 

However by doing this the sellers can get into price wars hence lowering the profit 

margins'  

 

The 2% Rotation Rule 

Another assumption is that the Seller can win the Buy Box if the price is within 2% of 
the current Buy Box winner price. This works sometime but it cannot be proved that this 
is due to this factor as Buy Box rotates between sellers, hence it is difficult to tell 
whether this is because of this reason.  
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How Amazon Buy Box Works 
 
 
The main goal of Amazon is to provide customer best possible experience while 
shopping on Amazon platform. For this purpose Amazon has devised a system (known 
as Buy Box) which works in the following way.  
 
The Buy Box algorithm first analyzes each offer by all the sellers and evaluates each offer 

on the basis of Past history of seller, prices and many other variable which will be 

discussed in later section. After analysis, buy box present the best option to the users. The 

sellers are rotated in order to know which seller is giving best services for that particular 

product.  
 

 
 

Buy Box Rotations 
 
 
Amazon in recent years have abandoned the idea to give buy box to only one seller. 
Instead they now have the facility of sharing the Buy Box. There are several variables 
through which seller who will get the Buy Box is determined.  
 

For instance if 10 sellers are providing same product then it is possible that they would 

get 10% share of the Buy Box over a period of 24 hours. In other cases a high performing 

seller could get 80 % of the share whereas other 20% could be distributed between the 

other sellers.  

 

Buy Box rotation don't always take place. When it take place, it depends on product, 

competition and time of the day. These rotations are hidden from the customer and 

visitors can only see one Buy Box winner per hour. This is because Amazon uses 

Cookies to ensure each customer to see one Buy box winner per hour.  

 

In case where buy box winner's metrics changes like price of the product, or availability of 

product then it is possible that Amazon might rotate the seller even before one hour. Is it 

possible to beat Amazon? This is a common question asked by many seller. Yes in case 

your buy box metrics are better as compared to Amazon, then you can win the Buy Box. 

For this you should have high seller's rating and a very competitive price. Notice one thing 

here that Amazon gives itself 100% sellers rating.  

Cases when no Seller get to win the BuyBox:  

 
There are two instances when no seller is able to win the buy 
box.  

1. When no seller is able to meet the 
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standard seller metrics (means they 

have substandard seller's metrics) 

2. In case the price is higher than the 

industry price.  

 

In above two cases all buying options are shown. Visitors can see all the buying option 

in order to see which option is better. Try AMZINSIGHT now. 

 

The Variables That Affect Buy Box 
 

 
Once eligibility has been determined, in the next steps Amazon compares multiple 
variables to determine which offer will be best for customer. It is important to note that all 
the variables measured here areconsidered on relative basis. For example a seller with a 
rating of 92% will have a negative impact if it is competing with a seller having a rating of 
96 %. The variables considered by the Buy Box algorithm are as follows:  
 

 
 

Fulfillment Method 
 
 

Buy Box impact: Very High 

 

The most important factor which Amazon consider is fulfilment method. Fulfilment can 

be done in two ways either through FBA (fulfilment by Amazon) or FBM (Fulfilment by 

Merchant). Amazon gives FBA a perfect score for multiple variable including shipping 

method, on time delivery, Inventory depth. This make highly unlikely for Merchants to 

beat sellers with FBA. There are cases when FBM seller can beat seller with FBA. For 

this the seller's feedback score should be high and prices should be competitive.  

 

Fulfilment by Amazon for this reason is easiest and quickest way to improve your chances 

of winning the buy box. This decision has to be a strategic one as it can eat up significant 

part of your revenue. Hence, it is important to proper plan it before making any decision.  
 

 
 

Landed Price 
 

Buy Box impact: High 

Landed price is the total price for which the product is sold for on Amazon. This 

includes shipping charges and VAT. A lower price increases the chances of winning 

the Buy box. This is probably the easiest way to increase your chances of winning the 

http://www.amzinsight.com/


Buy Box. By dropping price your chances of winning the Buy Box increases. 

Conversely, higher seller metrics in relation to competing sellers can lead toward 

winning the buy box.  

 

Seller Rating 
 

Buy Box impact: High 

Seller rating is the score given by the customer to the 

seller.  

 

For every order that is fulfilled without any kind of problem seller gets 100 point. In 
case Amazon considers it to be a perfect order it then awards the seller 10 extra point. 
110 points is the maximum what the seller can get. However if any issue like delayed 
shipping, cancellation of order or buyer leavingnegative feedback arises, then seller 
get negative point. In case of late shipment seller gets zero points.While orders with 
moderate problems like late shipping receive -100 points. Negative feedback give 
seller -500 points.  
 

The average of all score given to the seller is defined in percentage form which is known 

as seller rating. Only orders within 365 days are considered for this rating. Whereas the last 

90 day's weightage is higher as compared to the previous time period. While comparing 

sellers, Amazon group sellers on the basis of following rating brackets.  

The Buy Box groups are:  

• 100-98%  

• 97-95% • 94-

90% • 89-80% • 

79-70%  

• Less than 70%  
 

 
 

Any improvement in the seller rating will have a positive impact, however jumping from 
one bracket to another improves the chances of winning the buy box significantly. For 
instance improving seller rating from 94% to 96% will have a greater impact as compared 
to when the seller moves from 95% to 96%.  
 

Shipping Time 

Buy Box impact: High 

The amount of time seller requires to ship required item is known as the shipping 

time. For certain products like birthday cards and perishable items this has high 

impact on winning the buy box. Shipping Time is arranged into several brackets. 

These are:  
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• 0-2 days 

• 3-7 days  

• 8-13 days  

• 14 or more days  

The days in the above brackets refer to just the working days and does not include 

Saturdays and Sundays.  

 
 

Order Defect Rate 

Buy Box impact: Medium 

Order defect rate comprises of following three different 

metrics  
 

• Negative feedback rating 
• A-Z Guarantee claim rate 
• Service chargeback rate  

 
 
 

Amazon add these rates in order to find the no of order which were defective. The ODR 
should be below 1 % according to Amazon. Seller with higher ODR are penalized in long 
and short term.  
 
 
 

Feedback Score 

Buy Box impact: Medium 

Feedback score is the culmination of all feedback score the seller has received over a 

period of last 30 days, 90 days and 365 Days. The most recent feedback has the largest 

impact.  
 

 

Delivery History 

Buy Box impact: Medium 

Three different elements of the delivery are considered. Each one is considered on the 

basis of last 7, 30, and 90 days. The three elements include on time delivery, late shipment 

delivery, and Tracked delivery rate. On time delivery is the percentage of order buyers 

received within the estimated delivery date. Late shipment delivery is the rate of order 

being shipped after 3 or more days.  
 
 



Customer Response Time 

Buy Box impact: Medium 

It was initially believed that this metrics has little or no effect at all. Now it is evident 

that a quick customer response has a positive impact. Amazon check responses for 

the last 7, 30 and 90 days and compare them for all the competing sellers. Messages 

replied after 24 hours or never replied to can have an adverse effect on the ratings. 

With mark as no response needed the seller can save themselves from any negative 

points. However replying within 12 hours increases your chances of winning the buy 

box.  
 

 
 

Feedback Count 

Buy Box impact: Medium 

Feedback count is the no of buyers who have given seller feedback. Until recently it was 

not given any important. But now feedback count has become a key metric in itself. 

Higher feedback count can lead towards winning the buy box. 
 

 

Inventory Depth and Sales Volume 

Buy Box impact: Low 

Amazon prefers those sellers who have enough inventory to cater the demand which the 

Buy Box can create. For this very reason, sellers with large inventory, consistent sales, 

and good stock history may be granted a higher buy box share. These metrics are not 

much important and may not have a great impact on the buy box. However if two  

similar sellers are competing against each other than this might have an 

impact.  

 

Cancellation and Refund Rate 

Buy Box impact: Low 

No of order cancelled before being shipped by the seller or after being shipped by the buyer 

make up the cancellation and refund rate. A rate higher than 2.5 % can effect. 

Winning the Buy Box 
 

 
In order to win buy box, seller needs to improve their metrics without forfeiting 
performance in other areas. In reality it is not always easy to find a perfect balance 
between customer support, price and several other factors. Strategies in the below 
section will help you to work efficiently in order to improve Buy Box share.  
 

Know Your Metrics 

The same way a seller needs to keep account of their profits and losses, in the similar way 
seller should be aware of their seller metrics in Amazon seller central.  



 

 
 

Sacrificing One Metric for Another 

One strategy a seller can employ is to focus on metrics which is important and forge any 
other metric with low impact on the Buy Box. For instance the seller might decide to reply 
the customer within 24 hours as compared to within 12 hours response. While giving more 
time in removing the bad reviews.  
 

 

Improving Seller Performance 

Although all metrics are important and seller should focus on each one of them. 
However, the important ones we have highlighted in the above section should not never 
be ignored.  
 

 

Love the Brackets 

Understanding the brackets is a great way to get yourself to win the buy box. For instance 
if a seller has a response period of under 14 hours and shipping time of 7 days. The seller 
can reduce response time to 12 hours which will have a great impact. Whereas if the seller 
aims for 2 days shipping time, then it would require a lot more investment.  
 

In order to see which thing needs to be improved seller central is your home. You will be 

able to find out what needs to be improved to increase chances of winning the buy box.  
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Tracking the Buy Box: 

Now you know the importance of buy box and factors that affect it. The next question is 
how to know which seller is winning the buy box. If you are able to know which seller 
is winning the buy box, then you can analyze factors which affect the percentage of 
their winning the buy box. AMZ Insight is the tool which can give you insight into 
which seller is winning the buy box. This information is vital because then you will be 
able to know which factors are affecting the buy box. You can find out  
 

 The particular seller who is winning the buy box with time and 
winning percentage  

 Reverse engineer their 
strategy  

 Price the winner is 
offering  

 The exact percentage of each buyer winning the 
buy box  

 Your percentage of winning the buy 
box  

With this tool you will be able to get all the information of how you will be able to win the 

buy box. You can now plan and strategize accordingly in order to win the buy box every 

time. Visitwww.AMZInsight.com.  
 

www.AMZInsight.com

