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Promoting, Managing & Growing the Business

v
_

By now you should have your Amazon account set up, and you’re products should be for sale
on the site. So, it’s time to start learning to grow your business. You’'re going to be looking at a
lot of reports and how to deal with these reports inside of the Xcellerator software. You're also
going to be learning how to keep your account healthy and things like that as well. A lot of
people, when they first start out, don’t pay enough attention to things like customer feedback.

There are times when customers have a bad delivery experience and other such things. In
scenarios such as this, the customer might give you negative feedback even though it was
something that was totally outside of your control. The good thing is that you can get this type
of feedback removed. This is important because negative feedback of any kind affects your
seller score. Therefore, you need to manage these sorts of things quite closely in order to
maintain your account and keep it in good standing.

In this lesson, things like your daily routine are going to be covered. Also, topics pertaining to
cash flow will be discussed as well, such as when to actually remove money from the business
for your own expenses. This is really key because if you start removing money too early from
this business, you can stunt your business’ growth by a lot. Remember, it’s all about taking the
profit that you have made and reinvesting it into new products or more into what’s currently
working for you. You’ll want to be sure and keep your products in stock and move towards
expanding internationally.



In this portion of the training, you’ll also discover when you should start looking into how to go
about adding in more products as well as promoting the ones that you have even further.
You’re going to hear a lot of different theories about what you should be doing elsewhere, but
what you’ll be learning to do in this training is very, very simple. There a form of advertising on
the Amazon platform that’s going to help more people find your product. This is going to help
you sell more.

You won’t be learning a lot of crazy ninja tactics in this lesson. You’re going to learn how to
grow your business sensibly. The biggest thing that you’re going to receive is reports that
Stephen and Robert spent years putting together. They are going to help you to make sure that
you’re always growing your stock and expanding your business wisely. It's so important that
you don’t stunt the growth of your business, and that’s one of the reasons why this lesson and
the one to follow are so critical to your success.



Grow Your Traffic with Advertising Campaigns

AMAZON SPONSORED PRODUCTS

Amazon’s own PPC advertising platform

Extremely cost effective

Appear on Search Results & Detail pages

Extremely easy to set up & manage

Selecting the ‘right’ keywords is very important

In this section you are going to learn how to grow the amount of traffic being sent to your
listings. You’ll hear about a lot of different methods that you can use to send traffic to your
listing if you pay attention to some of the media on the subject that resides elsewhere. No
matter what you learn about, know that that Amazon’s internal advertising platform is by far
the most cost-effective way to start sending traffic to your listings.

The reason why you don’t want to spend a lot of time and money investing in outside boosting
methods is because you have already done a lot of the hard work upfront. The products that
you have found, branded, and imported were in-demand products. In other words, they were
products that customers were already actively buying. So, all you’re really doing is matching
buyers to products.

The main reason why Amazon’s internal advertising system works so well is because customers
are already buying these in-demand products on Amazon. That being said, where do you think
the best place to track these customers is? Of course, it’s on the Amazon platform itself. When
the internal Amazon advertising system is discussed in this training, it’s really Amazon
Sponsored Products that’s being referred to. This is a pay-per-click (PPC) advertising initiative,
which means that you pay Amazon a set fee every time a customer clicks on your
advertisement, which will be displayed in various locations on Amazon’s website.



Using Amazon Sponsored Products is an extremely cost-effective and targeted method of
advertising your products because the ads that are related to a search that a customer has
performed. For example, if a customer types in ‘pool rake’, they would see ads for various
available pool rakes that sellers are actively promoting through Amazon Sponsored Products.
This program is extremely easy to manage, and the “secret sauce” to using it is selecting the
right keywords. Again, you are trying to match your advertisement with what the customer is
looking for.

Also, as previously mentioned, these ads are extremely targeted. You are advertising exactly
what the customer is searching for on the site. For instance, if the customer using the search
term ‘pool rake’ and you have matched your advertisement to that keyword, then your ad will
display when a customer types in that exact keyword. This has a much higher chance of
converting a browser due to its targeted nature.

A very important aspect of traffic is the quality of it that you are getting. If you’re not receiving
quality traffic, you're simply not going to make sales. Thankfully, when you are using Amazon
Sponsored Products, you're getting the best quality of traffic available because a customer is
trying to find a specific product and you are offering exactly what they need. Furthermore,
because of the Amazon platform, they can buy it straight away. Due to all of this, the
conversions from clicking a product to making a sale are very good as long as you have created
a quality listing which included all of the listing elements that have been discussed in this
training. This makes for a fantastic return on investment (ROI).

Lifetime View advertising reports Lifetime * View advertising reports
Spend Sales ACoS Spend Sales ACoS

0,00€ 0,00€ — - - -
$0.73 $99.95 1.0%

2,39€ 24,98€ 10%
$137.91 $524.83 26%

10,89€ 151,93€ 7.0%
$4.66 $7.99 58%

0,89€ 323,73€ 0.0%
$56.27 $2,922.75 2.0%

151,47€ 1.244,24€ 12%
$410.74 $13,088.38 3.0%

96,56€ 3.261,25€ 3.0%
$574.28 $10,808.12 5.0%
277,90€ 8.609,10€ 3.0% $7.16 $129.93 6.0%
37,22¢€ 589,73€ 6.0% $485.62 $6,210.05 8.0%

There are a couple of different examples shown above. You can see that the ACost, or
advertising cost, is in the 6% range on average. Whenever you have an expensive



advertisement, it makes it easy to either alter or stop the advertisement entirely. Another nice
part of the features for these sponsored ads is the fact that you can assign a daily spending limit
each day. This allows you to test the waters very easily without having to spend very much
money.

It’s an extremely wise investment as it requires minimal upkeep. Once you find that your ads
are working, you can simply leave the ads running in the background and check on them every
week or so to make sure that the ACost hasn’t slipped or increased by too much. To give you
an idea of a good ACost, you should look to keep it around 10%. Obviously, the lower it is the
better. This is why vital that your profit on return figure is around 30% or more. That gives you
room to gauge this kind of activity and potentially increase your sales. If it helps you to make
more sales, your product ranking will increase as well, due to a higher average in sales and a
higher conversion rate.

Try going to Amazon and typing in a search term. This will bring up all the products that
Amazon is selling that are related to the keywords you use in the main area, but over on the
right-hand side, you’ll also find some sponsored advertisements. This is demonstrated in the
picture below. Also, if you were to scroll down to the bottom of this page, you would find even
more sponsored ads. In addition, whenever you are inside a product listing, if you scroll down
to the middle section you'll find even more sponsored products that are related to the item you
were originally looking into. So, if you have a related product, your results may be shown in
that product’s sponsored ads section as well.
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At this point, you might be wondering how you can go about setting up and managing an ads

campaign such as this. This is a very straight forward process. You would begin by logging into
your Amazon Seller Central account and clicking on the ‘Advertising’ option that’s within the



menu bar at the top of the page. Then you would click on the ‘Campaign Manager’ option
within the ‘Advertising’ dropdown menu. After that, you'll be brought to a page that shows all
of the advertise campaigns that you have. Of course, if this is your first advertising campaign,
nothing will be listed on this page yet. Either way, you’ll want to click on ‘Create Campaign’.

amazon seller central

Cancol | Coetinus to naxt siep

Next, you'll be led to the page above. Here you’ll be able to name your campaign. It’s
recommended that you put in a campaign that is relevant to your product so that you can easily
identify it. You’ll also want to put in the daily average amount that you would like to spend on
the campaign. The minimum is $1, and you can always come back in and set your budget
higher if you need to. You also have the option of selecting a start date and an end date.
Robert usually just lets his run because you can come back in and change them any time. Also,
he recommends that you use ‘Manual Targeting’. That way, you can choose the keywords that
will be used for your ad. After you choose all of these options, you can move forward to the
next step.

You can have a number of different ad groups for one campaign. Again, you’ll want to name
these in a product-related fashion so that you can easily identify them. If you only have one
product in a particular ad group than it just makes sense to name it after the product. Then can
review the different products that you have in your catalogue, but if there’s only one you can
go ahead and just select it. Once you select a product, it will be added in, and choose a default
bid. It's recommended that you choose to view the winning bids by category, which will bring
up the average cost-per-click bids in each individual category; doing this will give you a default
bid to start off with.

After putting your bid in, you will find that you have some suggested keywords. However,
you’ll want to select some keywords, relevant terms, and search phrases. You'll want to type
them in, entering one per line (pressing return after each one). Once you’ve gotten them all in,



click on ‘Add these keywords’ and they will be populated in the next window below. When you
are done, click ‘Save and Finish’.

If you want to go in and look at a campaign on down the line, or if you want to change
something about one of your campaigns, you will find your campaigns listed within the main
‘Manage Advertising’ page within your account. From there, you'll be able to click into any of
your campaigns.

You can click on one of the ‘Ads’ tab to go into your campaigns settings, or you can click on
‘Keywords’ to change anything pertaining to the keywords that you have chosen. You’'ll see
that there are a number of settings that you can choose from within the former tab. You will
find that these options and data pertain to each specific keyword, not the group as a whole.
This page allows you to view which keywords are performing well and which are not. At times,
you might want to turn off a keyword if it’s not doing you much good. For example, if one of
your keywords is leading to a lot of clicks but not converting, then you might want to turn that
one off.



Creating Product Promotions within Amazon

Price for all three: $43.95

Frequently Bought Together
d‘ Add all theee to Cart | Add all theee 1o Wish List
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>

Sponsored Products Related To This Item (wha
<

There are ways that you can sometimes increase the volume of sales that you receive on
Amazon. In other words, it’s possible to turn a one-unit order to a sale of multiple pieces. You
have to remember that your Amazon FBA charge is made up of an order handling fee, a “pick
and pack” fee per item, plus a web-based fee. So, if you can send multiple units in one order,
the FBA fee that’s usually charged for an individual sale per unit will effectively be reduced.

Here’s an example. A single unit sale of a product weighing 300 grams will have an order
handling fee, a “pick and pack” fee of $1.02, and a web-based fee of $0.55. This comes out to
be $2.57. An order of three units of that product will have an order handling fee of $1, a “pick
and pack” of $3.06, and a web-based fee of $1.34. In total, that comes out to be $5.40, or
$1.68 per unit. Do you see? Every additional unit that you can sell inside of a single order will
help to reduce your order fees. Promotions help to encourage these multi-unit sales.

As a side note, it’s important to monitor these multi-unit sales because this may give us the
opportunity to create a pack size, or additional pack sizes, that you can sell. This is imperative
because you can optimize the profitability of your products by efficiently reducing your Amazon
fees. When you offer different pack sizes, you’re not going to need to have Amazon pick and
pack multiple units as they had to before you decided to create these new pack sizes. Generally
speaking, you will create specific codes that customers will use when they check out. These
codes will appear within your listings. You can set them up and control them 100%. This is
completely optional, and you shouldn’t treat this as a license to spam your audience.

The ‘Customers Who Bought This Also Bought’ section of a product listing is shown above as
well as the sponsored products that are related to the product at hand. Listed after that on this



page, you'll find a ‘Special Offers and Product Promotions’ section. With this particular listing,
you would save 30% if you bought a secondary product. All of your special promotions will
appear in this area of your listing. There are four promotion options available on Amazon.
They include:

* Free Shipping

* Buy One Get One
* Money Off

* External Benefits

This training is going to focus on providing ‘Money Off’ solutions. Free shipping is irrelevant as
you are using FBA, and ‘Buy One Get One’ isn’t suitable for this model of business because you
would be giving away profit. Finally, ‘External Benefits’ is a form of promotion that doesn’t
apply to what you are doing.

To set up a promotion within your Amazon Seller Central account, you’ll want to click on the
‘Advertising’ tab up at the top of the screen and then click on ‘Promotions’. This will bring you
to a page titled ‘Promotions’. All four of the different types of promotions will be shown on
this page; again, you’ll want to choose to create a ‘Money Off’ offer. This will bring you to a
page full of options for setting up your promotion.

The first option you'll find is the option to set a minimum for what the customer has to buy in
order to take advantage of your promotional item offer. You can also choose to make them
purchase a minimum quantity of items. Robert recommends setting at least a minimum of $10,
but of course that’s up to you. The next option will be to assign a specific product to your
promotion. Again, you're trying to bring the volume of your orders up, so you may want to set
a minimum quantity of items.

You will then have to assign a purchased item or a product to your offer. The easiest way to do
this would be to click on the ‘Create a new product selection’ and then select the option to
search by ASIN. After you do that, you can click ‘Submit’ and you’ll be brought to a page where
you can put in your tracking information, an internal description, and your product’s ASIN.
When you are done with these settings, you will be brought back to the ‘Create a promotion’
page where you can move on to decide how much a buyer will get off of their purchase.

Next, you'll be able to select a start date and start time as well as an end date and an end time.
After that, you can enter in an internal description, and by the way, this cannot be left blank.
There are also options for setting up customized messaging. You'll need to click on this in order
for the menu to appear. Then you can select all the checkout display tags, terms and



conditions, etc. When you are done with this, you can click ‘Review’, and you will be brought to
another page where you can see all the details of your promotion. Click ‘Submit’ and your
promotion will go live.



Customer Service — The Right Way to Do It
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When it comes to customer service, the good news is that Amazon takes care of most of the
inbound customer service queries. In fact, it’s actually pretty rare for a customer to need your
help. If they do, they will get in touch with you through the messaging feature within your
Seller Central account. Most of the time, they do this to ask a product-specific question that
Amazon can’t answer. For example, they might have a question pertaining to the compatibility
of your product to another. This doesn’t happen often, but when it does, it definitely needs to
be taken care of.

One great aspect to all of this is that you can use these queries to add more detail to your
listing. As your listing becomes more complete, less people will be asking questions of you.
Especially if certain questions are being asked over and over, you need to address these issues
within your listing. That way, you can avoid having to answer question again and again.

At times, people will send you a message before getting in touch with Amazon. If a customer
asks you about the status of an order or anything to do with the delivery of an order, you can
simply redirect them back to Amazon and certainly offer the option to return to you if they
continue having any issues. One of the other main queries would be a request for an invoice.
This happens in the European marketplaces especially. You must provide this to your customer
if requested because you are technically the one that sold the product to them, not Amazon.



To create an invoice on the fly, you can use many different services. Robert and Stephen
recommend using Invoiceto.me. This service is completely free of charge. You’ll be able to
type in your company name and address, and then you can put in an invoice number and break
down the order for your customer. If there are details that you don’t know but need, you
should be able to grab them from your Seller Central account. Once you have everything put
into the invoice, you can send it to the customer as an attachment.

It’s very important that you answer all customer service quarries within 24 hours. That is
regardless of weekends or public holidays. This does mean that you need to log into your
accounts every day at minimum. This is particularly important when you are setting up in
multiple territories. You can have the messages forwarded to whatever regular email address
that you use if you like. To reiterate, you need to log in every day and check to make sure that
there aren’t any messages, or at least check the email address that you have associated with
your account.

It’s a good idea to create pre-written templates for your most common questions. This speeds
up the process a lot. It’s highly recommended that you at least create a template for the
messages in which you are referring customers back to Amazon. Also, don’t forget that it’s
critical for you to never overstep your boundaries when it comes to contacting a customer. The
reality is that you should only contact a customer whenever they have contacted you first.
Don’t treat your customer service as a way to reach out, ask for reviews, or anything like that.
Bear in mind that Amazon does a lot of that for you already.

You can get in touch with a customer if they have had a negative order experience. This will be
discussed further in lesson. Make sure that you always answer customer questions
professionally and give them the same level of care as Amazon gives them. This is obvious to
most, but it needs to be stated.

The screenshot above demonstrates where to go to find your messages. This is the
‘Performance’ area. This was shown to you in a previous lesson, and you may have even been
to this page before. The buyer’s message area is what’s circled in the screenshot, and when
there are messages a number will be shown next to either the ‘under’ or ‘over’ 24-hour target.
Clearly, you would want the messages to stay in the ‘under’ 24-hour target and the ‘over’
number to stay at zero. Anyway, if you see a number in this box, you can click on the number
to view your messages.

When you get into the messaging area, you'll find that there are some tools and resources that
will allow you to manage the email templates that you have. Here, you can also view your
current email contact response messages, which give you a seven-day average response time.
Anyway, you can click on ‘Manage Email Templates’ to view them. This page will contain a list



of the email templates that you have created. Of course if you don’t have any yet this list will
be empty. These aren’t hard to create open a new template, give it a name, and input the text
for the message you want to send. Once you are done creating a template, you can always
come back and edit or delete it if you need to.

As far as your messages go, all you have to do to answer a message is click on the subject line of
the message itself. This will bring you into the message where you will find a reply area to type
your new message into. If you need to add any attachments such as an invoice, a picture, or
whatever it may be that the customer needs you can click ‘Add attachment’ and then browse to
select your file.

To use a template, simply click on ‘Insert Email Template’ and select the template that best
relates to the message you want to send. When you are done, click on the ‘Reply’ button that’s
located at the bottom of the messaging area. That message will be sent out and you can move
on to the next one. If you ever need to look into a particular order, you can go to the ‘Order ID’
area to view the order. Then, you can go back into your message and finish your reply.

Don’t forget that it’s vital to answer your customer queries within 24 hours, and therefore, you
will need to log in and check your messages each day. Many times, you’ll log in and there will
be no messages. In that case, you can log out, safe in the knowledge that everything is fine.



Maintaining Your Amazon Account Health
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Now, let’s talk about how to maintain your Amazon.com health. You want to make sure that
you are a quality seller on Amazon because you don’t want to run into any major problems with
your Amazon account. Your account health and seller rating are indicators of how well you are
performing on Amazon. A screenshot of some performance data is shown above. This section
can be found on the homepage of your Seller Central account. As you can see, it provides you a
quick snapshot of your standing as well as some options for taking action, such as links to click
your messages.

There are certain elements that make up your seller rating. These include your performance
checklist, your order defect grid, your customer metrics, your on-time deliveries score, and your
buyer-seller contact response time. By clicking on the ‘Account Health’ link, you will be able to
see a more in-depth details pertaining to your ranking. Viewing your seller ranking score will
also help you to understand what makes up that score.
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When you click on the ‘Account Health’ link, you’ll be brought to the page shown above. Some
of the elements that pertain to your account health are things that Amazon takes care of itself
since you are using FBA. For example, the on-time deliveries score isn’t one that you have to
worry about becoming too low since Amazon is handling all of your deliveries. This is also true
for the majority of your customer metrics, excluding your refund rate.

Earlier in this lesson you learned that you needed to respond to your customer queries in a
timely manner. As long as you respond to these messages within 24 hours, you don’t have to
worry about this at all. You just need to stay on top of it. As far as the performance checklist
goes, this is just a basic list of what Amazon expects from you. You’ll want to check this
regularly to stay in line with Amazon’s requirements.

The order defect rate, or ODR, is an area where you can actively improve your rating. This is
made up of negative feedback ratings as well as A-to-Z claim rates. Just to touch on the last
one briefly, an A-to-Z claim is when a customer has had an issue with an order and is not happy
with the response that you have given or that Amazon has given. The buyer will contact
Amazon to make one of these claims, but the good news is that these claims don’t apply to you
due to the fact that you're using FBA for all of your orders.

Let’s look at what you can do to keep your ODR under control. Again, customer feedback is
really what influences your ODR. If a customer has a negative experience, this is going to have
an effect on your account health. In general, you shouldn’t contact your customers; however, if
they have given some negative feedback related to an order, then it’s advisable to do one of
two things. First, if the negative feedback is related to shipping or delivery in any way, or if the



feedback is actually a product review, then you can get in touch with Amazon and request that
the feedback be removed.

Now, if the feedback is a result of a negative experience that someone had, then you should get
in touch with that customer via Amazon’s messaging system. You need to see if you can resolve
the issue somehow and request that the customer removes the negative feedback after the
problem has been taken care of. To get in touch with either Amazon or a customer, you can
visit the ‘Resources’ section or search within Amazon’s help menu to find out more information
about this.

At the bottom of the screen within most of the page of your Seller Central account, you will find
the option to contact Seller Support. This is who you will need to contact anytime there is an
issue with your account. Now, let’s take a look at where to find the negative feedback you have
gotten or have been getting. On the main page of your account, you will find a section titled
‘Customer Feedback’ over on the left-hand side. This portion of the page is circled in the
picture below. By the way, the layout of this page is all the same no matter what country you
are selling in.
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When you click on ‘Customer Feedback’, you’ll come to a page that gives you a breakdown of
your feedback over certain periods of time. You'll also get a list of your most recent feedback.
You can also click to view all of your feedback. This data page will show you information about
all the details that you might need. It shows what ratings were left, what comments were



written, whether the item arrived on time, whether they required customer service, etc. Here
you’ll also find the customer’s ID and the email that they have left for the Amazon system.

You can respond to comments if you wish, and you have the Order ID to use if you want to
contact Amazon if you want to remove certain feedback that’s not related to your customer’s
experience with you as a seller. If you click on the Order ID, you can look at details pertaining
to the order itself. Anyway, from this master list, you should be able to find everything that you
need, and you should be able to tackle some feedback queries from this section.



How & When to Upload Sales Data to the Software
SALES DATA

» Collected from Amazon Platforms every Term
» Term s a 14 day period
Your first Term may not be Term 1

Attached form will determine dates of Terms

Upload periodically

In relation to uploading sales data, let’s look at how and when to record this in your Xcellerator
software. Your sales data is collected from each and every Amazon marketplace that you do
business in, and it’s collected from there every term. As you know, a ‘Term’ on Amazon is a 14-
day period. There is a lot of different data gathered within each of these terms.

The first term that you need to upload to Xcellerator will be the term in which you made the
first sale. This may differ across countries. For example, you might start with one country and
upload that sales data, and then when you expand into other countries, you'll start to collect
data from these countries as you start making sales in them. Your first term may not be Term
1. Xcellerator will know your first term when you first upload and work out everything
accordingly for you. There’s an attached form that gives you all the dates for each term, and
the next term will be the 14-day period after the end of the previous.

You will be collecting this information and uploading it periodically, every 14 days. Don’t worry
if you miss one because you can upload them whenever you choose. However, do try to get
into the habit of uploading this data regularly. With that said, let’s discuss how you can go
about finding this information and how to upload it into Xcellerator. You'll start off, as usual,
on the homepage of your account. From there you’ll go into the ‘Reports’ section. You’ll find
this option within the menu at the top of the screen. From the ‘Reports’ dropdown menu,
you’ll want to select ‘Business Reports’.

In the ‘Business Reports’ section, you'll find graphs and other data pertaining to the sales that
you have made. Over on the left-hand side of this page, you’ll find a panel containing many



different options. Within this panel, you’ll find a link marked ‘Detail Page Sales and Traffic'.
When you click on this, a report will appear that contains data on all of the items that you have
sold in the last 30 calendar days. At the top-right, you'll find options for selecting dates that
you want to include in your report.

Always change the beginning date first and then end date second. When you do this, the
system will regenerate the report based on those two dates. After it’s generated, go to the
download area on the page to download a CSV file of this report. Whenever this downloaded,
it’'s recommended that you change the name of that file to the term number followed by the
country code. For instance, you might name it ‘Term26UK’.

Once this is downloaded, open up your Xcellerator software and then go into the
‘Management’ section. At the bottom of this section, you’ll find the option to ‘Upload Data’. A
pop-up menu will appear, allowing you to select the term that you would like to upload and the
country that you are uploading. Then, you’ll be able to choose the file that you wish to upload
to the software, and the software will organize that data inside the program for you.



