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Introduction 
Amazon Buy Box can be referred to as the golden key through which sellers on 

Amazon can make more sales than anyone else on the website. It’s one of the most 

viewed features of AMZInsight.com because winning the Buy Box simply means 

that you get more access to customers than anyone else on the website, with more 

Call To Actions than your Competitors. 

In order to win the buy box, you must fulfill a number of performance requirements 

set by amazon, in other words, you get access to an increase in sales without any 

increase in your fee. Most importantly, we take a page from Amazon’s Jeff Bezos and 

tell you how making customers happy is essential to winning the buy box because 

Amazon’s reputation depends on it: 

“If you make customers unhappy in the physical world, they might each tell six friends. 

If you make customers unhappy on the internet, they can each tell 6,000.” 

In this eBook, we tell you what the Buy Box is, how it operates and what you can do 
to make sure you win it.  
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WHAT’S THE BUY BOX? 

On the top right section of the product page, Amazon places the buy box with an 

option to add the item to your cart. To win the buy box means that you’re the seller 

chosen for whom the buy box will be placed, giving customers on your page an 

option to directly add your product to their carts. With the Buy Box on your page, 

you’ll have a chance to score more sales than your competitors.   

Here’s what Amazon has to say about the Buy Box: 

“The "Buy Box" is the box on a product detail page where a customer starts the 

purchase process by adding an item or items to their shopping basket.” 

A number of different sellers are usually selling the same product, so, the 

competition for the buy box is usually very tough. You’ll have to compete with a 

number of other sellers before you get you claim the buy box. In most cases, two 

kinds of sellers win the buy box – one selling used items and the other selling new 

ones. 

IMPORTANCE OF BUY BOX  

Earning the Buy Box makes you the only seller on the results page with a direct call 

to action next to their listing. Sellers on Amazon official seller forum have claimed 

that:  

 Increase in Sales: Their sales have almost doubled after they won the buy 

box.  

 Trust Factor: The buy box makes the customer see the seller as more 

trustworthy.  

 The Amazon Link: The buy box makes the customer think that the seller is 

somehow associated with Amazon.  

MYTHS AND MISCONCEPTIONS ABOUT BUY BOX  

Over the years, sellers looking to win the coveted spot have come up with theories 
they say can easily manipulate the buy box by claiming to have found a loophole in 
the algorithm. Here are the 2 main myths that have gained quite the following over 
time. 

MANIPULATING THE LOWEST PRICE POINT 

This theory claims that if you lower your price to a certain percentage and take off a 

cent, you’ll be able to trick the algorithm into picking you. Is this theory as crazy as it 

sounds? We decided to test it on multiple products and with AMZInsight’s tool help, 

we reached the following conclusions:   

https://sellercentral.amazon.com/forums/


 False: The theory doesn’t work in most cases.  

 Reduced Profits: Sellers listing low-end products usually just end up 

competing with each other to get the lowest price and lose a lot of profit in the 

process.  

 

THE 2% ROTATION RULE  

 Another theory claims that if your price is within 2% of the current winner’s price, 

you will undoubtedly win the Buy Box soon. This is based on the fact that Amazon 

rotates Buy Box winners based on price. However, we’ve learned that price is not 

always the sole determinant of winners. Again, we tested this theory and came to 

similar conclusions: 

 False: The theory doesn’t work in most cases. 

 Rotations: It’s true that Amazon does rotate sellers and, in a case of false 

positives, people believed the theory to be correct.  

 Not Always about Price: However, price is not the only way through which 

Amazon allocates the Buy Box. Therefore, while it may work in some cases, 

the 2% rule will usually hold false.  
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WINNING THE BUY BOX 

Any seller vending as a Professional for Amazon can automatically win the buy box. 

There are no additional fees. You don’t have to enter some kind of competition to get 

the box next to your listing. Amazon is watching over all its professionals and if they 

feel you deserve the buy box, you will automatically be notified of your win.  

However, in order to win it, there is some general criterion that you must fulfill. 

These are some basic things every good seller is keeping an eye on anyway. Amazon 

calls them the factors that make sellers eligible for the buy box.  

You should also know that if you don’t win the buy box, you have the chance of 

winning a placement in the ‘More Buying Choices’ option. That boosts amazon 

sales too, although not as much as the buy box.  

Here’s why Amazon thinks you should win the buy box:  

“A key feature of the Amazon.co.uk platform is that the same product can be sold by 

several sellers. If several sellers offer the same product…they may be eligible to 

compete for the Buy Box for that product (giving them a kind of approval from 

Amazon).” 

QUALIFYING FOR THE BUY BOX 

Since Amazon is mostly concerned with their customers, your buy box eligibility is 

primarily dependent on how happy your customers are with you. Of course, that 

can’t be judged in a statistical manner. Therefore, Amazon has come up with certain 

aspects through which your performance is judged. Here are a few: 

CUSTOMER SHOPPING EXPERIENCE 

Amazon judges how the customer feels before, during and after you’ve conducted a 

sale with them. The following factors are considered: 

 Listing: Your product’s listing mustn’t only look professional but must have 

titles, details and descriptions that help customers make a buying decision. 

 Shipping Speed: This measures how quickly you ship the product from your 

warehouse to FBA or whichever delivery service you’ve employed.  

 Delivery Speed: Amazon expects you to deliver within the timeframe you’ve 

communicated to the seller, even when you’re not vying for the buy box. 

http://www.amzinsight.com/how-to-restrategize-your-pricing-policy-to-kick-out-competition/
http://www.amzinsight.com/how-to-restrategize-your-pricing-policy-to-kick-out-competition/


When you’re actively looking to win it, you must look to delivery quickly and 

within time.  

 Price: As mentioned above, price is not the only factor that gets you the buy 

box. However, Jeff Bezos himself acknowledges that customers prefer to pay 

less. Therefore, lower prices increase your chances of winning the buy box.  

 Buying Options: This factor judges how many shopping options (aka 

variations) you’re giving to your customers. Are there enough sizes for your t-

shirt? Enough colors for the crayon set you’re selling?  

 Customer Service: More about this later.  

 Cancellation: Amazon also records how often your customers cancel a 

product they’ve ordered from you. This is usually before the product is 

delivered.  

 Returns: If your customer returns a product that has successfully been 

delivered and paid for, this essentially means they are dissatisfied with some 

aspect of your service, or your product. 

ORDER DEFECT RATE (ODR) 

Amongst Amazon’s top performance measurement metrics, the ODR judges the rate 

of negative order experiences. It’s calculated by negative metrics divided by total 

orders within a specific period of time. Amazon expects your ODr to be less than 1%. 

Negative metrics include the following: 

 Negative Feedback: Amazon considers the percentage of reviews received 

within a specified time period were negative, out of the overall number of 

reviews received.  

 A-Z Guarantee: Amazon guarantees customer satisfaction from third-party 

sellers and if customers aren’t content, they can make an A-Z claim (basically, 

get their money back). To win the buy box, you must keep these claims to the 

bare minimum.  

 Credit Card Chargebacks: This is when customers block a credit card 

payment by claiming dispute based on a complaint they have with the seller. 

This can range from claims of fraud, damaged goods or not receiving anything 

at all.  

 Communication: A number of sellers tend to ignore customer messages, 

which is unacceptable for professionals. You may do everything else right but 

if you don’t answer your customers, they aren’t going to trust and may 

callback their payment.  

 Order Mismatch: This basically refers to being sent the wrong order or being 

sent the wrong variation (color, size etc.) of the product. 

http://www.amazon.com/gp/help/customer/display.html?nodeId=537868


 Negligible Refunds: If Amazon has decided that the customer deserves their 

money back based on any number of reasons, you must not hesitate to pay 

them back. The longer you take, the lower your chances of winning the buy 

box. 

SALES AND PRODUCT PERFORMANCE  

Naturally, the sales of your product and its overall performance rate will help 

Amazon determine if customers like you enough to get Amazon’s coveted spot.  

 Sales: As expected, sales have a huge role to play in whether or not you get 

the buy box. It is, no doubt, amongst the most important factors. The higher 

your sales, the further up you go on Amazon’s BSR. We’ve discussed how you 

can beat their sales algorithm in our eBook titled “Soar Up the Amazon 

Bestseller Ranks.” 

 Optimization: Use keywords in your listing and make sure they feature 

prominently in your product title, description and details. This will help your 

product get more visibility.  

 Click Through Rate: Also known as CTR, Amazon considers how many 

customers are clicking on your listing in the results page to look at it more 

quickly. This takes us to the nest point.  

 Product Image: The main picture of your product will determine if customers 

click through to your product’s main page.  

 Verified Product Reviews: These are reviews given to your product by 

Amazon verified purchases. Negative reviews heavily affect your chances 

because customers take reviews very seriously.   

 Other factors: Other product and sales factor include: 

o Outside traffic sources 

o Impressions 

o Sessions 

o Page views 

o Product category  

o Product rating 
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EXPERIENCE AS A SELLER  

In their buy box guidelines, amazon clearly states that the time you’ve been on 

Amazon and the efforts you’ve spent on building your career on the website plays an 

important part in the buy box decision. 

 Time spent on Amazon: This has to do with experience – the longer you’ve 

been on Amazon, the higher your chances of winning the buy box. However, 

this plays only a minor part in determining the final winner. So, new sellers 

have nothing to fear.  

 Efforts to win: The harder you’ve worked on your Amazon career, the higher 

your chances of winning. Indeed, full-time amazon sellers have a huge chance 

of winning the buy box because they tick off all performance and customer 

metrics.  

 Professional: As mentioned before, only professional sellers can qualify to 

win. 

MONITOR YOUR ELIGIBLITY 
Amazon does not reveal the exact algorithm for buy box eligibility but do repeatedly 

mention that sellers need to maintain very high standards to get the coveted buy 

box. You can follow these instructions to find out if you are currently eligible for the 

buy box: 

1. Log in to your account 

2. Click Inventory > Manage Inventory 

3. Go to the right and select Preferences 

4. Click on Buy Box Eligible in Column display 

5. Go to the bottom of the page to save your changes.  

You’ll now know if your product is buy box eligible. You can work to achieve 

eligibility by improving everything mentioned above, along with the more important 

things mentioned below. 

 

http://www.amzinsight.com/pricing/
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IMPROVE YOUR ODDS OF WINNING THE BUY BOX 
Amazon explicitly states that the best way to win the buy box is to maintain the 

highest standards of professionalism and to make sure the customer leaves happy – 

even if he isn’t exactly getting what he wanted.  

Amazon lists the following factors as amongst the most important factors affecting 

buy box qualification:  

 Price: Customers believe that products on Amazon are priced cheaply. 

Therefore, offer the lowest possible price to win customers. However, do 

remember that you don’t want to look like your product is cheap. So, price 

cheaply but with a healthy profit margin. Moreover, keep an eye on the price 

that has won the buy box. Price lower than that to improve your chances.  

 Inventory: If you don’t have stock in your inventory, you won’t get featured. 

Make sure that your most popular product is always in stock. Amazon even 

recommends using an inventory smart practice in order to keep track of your 

products. Update your inventory regularly, especially around the holiday 

season and make sure you have backups when you go on vacation.  

 Fulfillment: Free shipping is a huge factor for people buying from Amazon 

and most buy box winners offer free shipping. Moreover, while using 

Fulfillment By Amazon isn’t necessary, it is highly recommended.  

 Customer Service: Amazon will highly appreciate the sellers that offer a 24/7 

customer service. While that is possible to execute only through Amazon, you 

can also add a live chat feature to your website. Most importantly, your 

overall CS should be stellar. Amazon recommends checking the Account 

Health page regularly to see if you’re doing CS right. 
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Lastly 

“Forget about your competitors, just focus on your customers.” 

-Jack Ma (Alibaba Group Founder) 

You might hear people all over the internet telling you that you need to beat the 

competition to win the buy box. While that may be true, you’ll achieve a whole lot 

more by simply focusing on making your customers happy.  

Amazon cares a lot more about sellers who care more about their customers. If 

customers are happy with you, Amazon will take notice. Just remember to keep track 

of how customers feel about you by signing up for AMZInsight and keeping tabs on 

your data.  

Good Luck! 

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

