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Introduction 

Amazon’s best seller ranks are amongst the most influential and powerful drivers of 

sale in the Marketplace, especially once you’ve made it to the 100 bestselling 

products. It’s located at the bottom of the Product Details section and when you 

begin, it most likely will be in the 100,000s.  

Amazon uses a special, top-secret algorithm to decide what will rank where in each 

category. We have gained access to this algorithm and are laying it out for you in this 

eBook.  

Why is it Important to Rank on Amazon? 
Apart from what we’ve mentioned above, there are a number of other factors.  

 Three times as many people use Amazon for product search as Google. 

Therefore, if you’re looking to sell on amazon, you must optimize your 

ranking on Amazon, instead of Google. 

 People trust best sellers. While it may be possible to drop or gain a few ranks 

in a few days, only the very best vendors on amazon are bestowed with a top 

100 ranking.  

 Highly ranked products get a lot more visibility from Amazon and it saves a 

lot of marketing money.  

 A study of your ranking’s historical trends will help you make informed 

future decisions. You can access your products’ historical BSR by signing up 

for AMZ Insight.  

 It translates to increased sales due to a combination of the aforementioned 

factors.  

Read on to learn how you can increase your BSRs.  
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The A9 Product Search Algorithm 

What is the A9 Algorithm? 
Amazon described their in-depth market research as a consistent work-in-progress.  

“Our job begins long before a customer types a query. We've been investigating 

information, observing historical traffic patterns, and indexing the text describing 

every product in our catalog before the customer has even decided to search.” 

The A9 algorithm was initiated by Amazon with the sole aim of presenting 

customers with the right products. A9 attempts to enhance user experience by using 

on-site and off-site data to generate their own SERPs.  

A9 has learnt to combine a number of features that determine the relevance of a 

product to the search query typed in by the customer. The algorithm is also 

constantly evolving based on historical data and future predictions.  

What Influences the A9 Algorithm? 
A9 regulates search results and build them depending on a number of different 

factors. No one knows for sure exactly what you need to change in order to affect the 

A9 algorithm. However, there are a few things that are generally accepted as 

influencers. These are things you should play with to get a better ranking: 

 Product Performance Factors 

 Discoverability Factors 

 Seller Performance Factors 

Product Performance Factors 
INCREASE IN SALES 

Believe it or not, but A9 cares much more about recent sales than consistent sales. If 

your product is new but has sold more items in the past 1 hour than a long-standing 

seller, you’ll be ranked higher than others.  

Conversely, you need to consistently sell more than said competitor to maintain that 

position, or your rank will drop.  
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CLICK THROUGH RATE (CTR) 

Imagine a customer running a product search on amazon. When they find something 

they’re looking for, they’ll click the product to check it out closely.  

A9 considers CTR because it is an indication that customers are gaining satisfaction 

form this particular product – and Amazon is all about the ultimate customer 

experience. If Product A is ranked #1 but has a lower CTR compared to #2, it may be 

taken down. 

CLICK TO SALES (CTS) 

CTR isn’t the only thing that A9 considers, though. Amazon displays the buy button 

directly on the results page sometimes. Therefore, if product A (in the above 

scenario, for example) has a lower CTR but higher direct CTS, then it’s likely to 

retain its higher ranking.  

FEATURES 

While this may not directly affect your rankings, it does affect a number of related 

factors. They will eventually all come together to bring you down the list. Fewer 

features compared to competitors result in lower conversions, ratings and reviews, 

amongst other things.  

Discoverability Factors 
PRODUCT PAGE OPTIMIZATION 

Like Google, Amazon needs words to know what a page is about. Therefore, the 

more relevant your keywords on your page, the likelier it is to rank higher. You need 

to design your product page very carefully to make it relevant.  

 Title: Amazon prefers long titles with a number of important keywords 

blended in as smoothly as possible.  

 Description: Again, put in as many keywords as possible but also make sure 

your description mentions your products’ features.  

 Reviews and Ratings: More on this ahead. 

 Product Details: This is an in-depth description of your products and covers 

all things about it.  

http://www.amzinsight.com/blog/how-to-generate-profits-from-your-amazon-product-page-design/
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 Product Image File Name: The image’s file name appears in the URL, so if 

you’ve made it relevant to your market, it’ll increase hits.  

PRODUCT IMAGE 

The image of the product directly influences your product’s CTR. A good image will 

get you more hits. 

Customers usually take away three things from the image: 

 Does it have all I need? 

 Does it look like what I’ve seen before, physically? 

 Are the variations the kind I need? (Size, color, material etc.) 

PRICE 

There are two basic conversion rates the A9 algorithm considers.  

 Predicted: The conversion rate expected.  

 Real: The actual conversion rate, mostly in the past in Amazon’s case. 

Amazon knows that its customers are looking for lower prices and the best bargains. 

So, price plays a significant role in search rankings on Amazon.  

BULLETS 

Even though bullets are still a suggested field, it’s taken into consideration because 

it conveys your seriousness to Amazon. While it may not drastically affect ranking, it 

may bump you up a couple of ranks.  

PRODUCT CATEGORY 

If the customer chooses to carry out their search based on a selected category, then 

you’ll only come up if your relevant to that category. In order to rank in your 

category, it is important to select a relevant category and sub-category.  

For example, a book about psychology will be ranked in the “Books” category 

and may be sub-ranked in Psychology, Mental Illness, Abnormality and the 

like.  

PAGE VIEWS, SESSIONS AND THE LIKE 
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Here are a few other things A9 considers: 

 Page Views 

 Session 

 Impressions 

 Outside Traffic Sources 

 Health and rating of the seller account.  

Seller Performance Factors 
REVIEWS BY VERIFIED PURCHASERS 

A verified purchase on amazon is one where the person leaving the review has 

actually bought, and presumably used, the product. Amazon considers these reviews 

to be honest and free of seller sponsorships.  

Amazon considers these reviews to be an indication of customer experience. If a 

ranking is raised based on an increase in sales, it will be lowered solely on the basis 

of negative reviews and ratings. Here are a few little-known Amazon secrets to help 

boost your amazon rankings: 

 You get ranked in top pages when you get at least 15 reviews. 

 If you get 15 – 25 reviews, you’ll rank higher, and so on.  

 Lengthy reviews equal better rankings. 

 How experienced are the reviewers? 

 Votes on each review determine ranking. 

 Customer images and videos submitted as feedback increase rankings, too.  

ORDER FULFILLMENT 

How capable is the seller in fulfilling the order? Here, the previous performance of 

the seller will be considered, along with the available inventory. In other words, if 

your product is out-of-stock, there are chances that your ranking will fall several 

points, unless you restock quickly. 

Your product being out-of-stock for a long time will eventually start affecting other 

ranking factors, like CTS rates, reviews, purchases and the like.  

SHIPPING TIME 

http://www.amzinsight.com/blog/climb-your-way-to-the-top-of-amazon-bsrs-sherlock-holmes-edition/
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Amazon has committed to customers that most of their sellers ship their products 

within two days of order reception (or payment confirmation, in the customer’s 

case). Sellers who have a history of shipping any later than that is likely going to be 

ranked much lower. 

Moreover, if you claim to ship within 2 days but bail out on that assertion, you will 

generate a lot of negative reviews. The decrease in seller/product ratings will not be 

ignored by A9. 

ORDER DEFECT RATE 

A9 also takes into account how many times the feedback or follow-up action upon 

product reception has been negative. This includes an A-Z guarantee claim, late 

delivery, returns and negative reviews. Basically, this calculates how many times 

you’ve failed to satisfy the customer once the order has been confirmed.  

PRE-FULFILLMENT CANCELLATION 

This includes all the time you’ve canceled the order after it has been ordered but 

before it has reached the customer. Amazon considers this to be extremely 

unprofessional, essentially because customers are usually anticipating orders and 

cancellations initiated by sellers dampen their Amazon experience.  
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How to Manipulate A9? 

Now that we know which factors affect the A9 algorithm, we can move on to actions 

we can take to control and manipulate A9. You’ll be surprised to see that some 

simple and basic marketing strategies can be employed.  

PLAYING WITH KEYWORDS 
If we had to pick one factor which influences discoverability the most, keywords 

would be it. Keywords come into play in many manners on Amazon. They are used 

in almost all areas where you can enter text. Here’s how keywords can help control 

rankings: 

 Source Keyword: This is the keyword which is the most relevant to your 

listing. It also appears at the end of your product page’s URL. Select a 

keyword your customers are most likely to use to search for your product.  

 In Your Title: Include your most relevant keywords in your title, too. They 

must blend well and should be understandable. Don’t worry about long titles, 

those are the norm now.  

 In Your Description: Use keywords in your product’s description as well. We 

advise using one keyword per bullet or feature so that your description isn’t 

overhauled with keywords.  

 In Your Specification: This is the section where you list physical and 

technical details about your product. You can use more keywords here 

because there’s more space.  

 Amazon PPC: You can also run an Amazon PPC campaign to narrow down on 

your real keywords. 

TRACKING YOUR PROGRESS 
To truly grow on Amazon, you need to get a reliable amazon product tracking tool, 

which also gives other tracking options.  

 Keywords: Track and monitor your keywords or other phrases you deem 

relevant to your product. See which keywords are your customers using, most 

and add them to your listing. Also, get knew keyword ideas to expand your 

reach.  

http://www.amzinsight.com/amazon-keywords-monitoring-tool/
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 Price: Track how the prices of a particular keyword or product have been 

changing in a particular market over time. It will help you narrow down on a 

fee clients are prepared to pay, boosting your ranking.  

 BSR: Track a product’s historical BSR rankings and find out how your chances 

of ranking for a particular product can increase. Also, your historical BSR may 

help you find out why your rank is falling.  

 Keyword Popularity: Through keyword popularity analysis, you can find out 

if your chosen keyword is popular and can generate more sales for you.  

 Products: Keep an eye on your competitor’s products or track your on 

product. Compare how the two are doing against each other and come up 

with a better ranking strategy.  

You can register with AMZ Insight for this facility.  

PRODUCT REVIEWS 
As we have mentioned above, reviews – especially positive reviews – can help rank 

you better on Amazon. However, if you’re not getting enough reviews, here’s what 

to do: 

 Send out Samples: You can contact Top Amazon Reviewers and send them a 

free sample of your product in exchange for a review on your listing.  

 Ask for Reviews: Contact customers who’ve bought your product, ask them if 

they’ve liked it and if they have, ask them for a review for a small gift in 

return, like a small refund.  

 Buy Reviews: Amazon prohibits buying reviews but it’s still very hard for 

them to catch people who do so. Therefore, you can easily contact the many 

services out there to flood your product page with positive reviews. You will 

immediately experience an increase in rankings.  

SELLING PARENT-CHILD PRODUCTS 
If you choose to sell parent-child products, you can combine many different listings 

into one, automatically increasing your seller rank. Selling parent-child basically 

means that you sell the same product with variations for different family members.  

http://www.amzinsight.com/pricing/
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For example, you can choose to sell a garment in different sizes for parents, children, 

young-adults and the like. Amazon will combine all reviews on all listings to the 

same one, increasing your chances of ranking higher.  

BRANDING 
Amazon has claimed that if you’re an established brand, with a strong identity, 

you’re likely to rank higher. This is because many customers, loyal to a specific 

seller, search for the brand name directly, instead of looking for the product.  

Therefore, remember to include your brand name in your listing. This is also a great 

way to promote yourself as a reliable seller and gain your clients’ trust.   

USING FBA 
By rule, Prime products are likely to rank higher than merchant-fulfilled products in 

almost all cases. Customers are also likelier to buy more from FBA sellers because 

they trust Amazon (increasing conversions and, ultimately, ratings). Plus, selling 

through FBA is much less of a hassle. It lets you concentrate on your business while 

Amazon takes care of fulfillment.  

We understand that you may not want to use FBA if you’re just starting out. 

However, once you have a steady footing in the Marketplace, you should go for FBA.  

EVERY INFLUENCER LISTED IN PREVIOUS SECTION 
We recommend optimizing and improving every single A9 influencing factor we’ve 

listed in the section above, especially those directly affecting your first interaction 

with your customer.  
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Lastly… 

“If you are not taking care of your customer, your competitor will.” 

-Bob Hooey 

At the end of the day, Amazon cares how you make their customers feel. If 

customers leave happy, they’ll make sure you’re more visible to them. If not, 

competitors will gain that privilege.  

Remember, gaining a better Amazon Ranking isn’t rocket science. It’s just a matter 

of different factors, coming together in the most harmonic way, to boost your 

position.  

To bring these factors together, you need help from experts. Join the AMZ Insight 

roster for intelligent vending on Amazon and help with many of the influencers and 

manipulators listed above.   

Happy Selling! 

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

