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Introduction
It's time to dive in deeper

Congratulations!!

You have tested your product and have determined it's a winner.  Now it's time to

place your first larger order. Keep in mind that you have done your due 

diligence... you have a plan... and this is when you get to see it all come 

together.

Let's dig in...



Your Lesson...

Placing your First Larger Order and Crafting a 
Killer Listing

Please don't move forward if you haven't tested your product like we talk about in

lesson 15.  NEVER invest hundreds or thousands of dollars into inventory that you

have no idea if it's going to sell or not.  The Proven Performance Inventory 

method that my friend Brett Bartlett teaches is a perfect companion to my easy 

way method of private label.  Test Test Test.  Once you have determined that 

your product is a winner you can then place a larger order.

If your test amount was 12 then maybe this time do 36 or 48.  This totally 

depends on you and your comfort level, but at this point I still would not 

recommend buying hundreds of units.

While you are waiting on your order, you do not have to sit idle. You can begin 

working on your product listing.

As I put in the book, here is how NOT to do your product listing:



Images

The picture is not bad, but there is only one. Use as many of the images you 

possibly can. Pictures sell products on Amazon – a picture really is worth 1,000 

words. When customers cannot pick up your item, touch it, feel it, the next best 

thing are high quality images. If you are creating your listing while you are 

waiting on your product, you might not have pictures to use yet. That's okay. You

can skip this step for now, but once your product arrives get this done asap.

Believe it or not, you can take some high quality pictures with a simple tool like 

your iphone and then pay someone on Fiverr or use a service like Pixelz.com to 

put a white background on your picture. Another option is to use a phone app like

Photoshop Mix that allows you to remove the background with a swipe of your 

finger.  The Amazon Seller App even has a feature to create Amazon approved 

images and it cleans up an image pretty good if you start with taking a picture on

a white background.



In addition, there are photographers on Fiverr that you can send your product to 

to have them shoot good photos.

Look at what your competitors are using for their images. What do you like and 

not like about theirs? Get ideas from them and have similar images made for your

product. In other words, use what they have done as a template for your own 

success.

You can also use a service like istockphoto.com to get stock images to use in your

listings if necessary. So if your product was camping related you might grab a 

picture like this:

You could have a graphic designer add some cool text to this picture describing 

some of the benefits of your product. In fact, you could do this yourself with 

something like http://www.picmonkey.com as well.

http://www.picmonkey.com/


Again, pictures sell or don't sell depending on how good they are. Make getting 

good pictures a priority.

TIP: Make at least your main image to be 1000 pixels or more on the longest 

side. This makes your image zoom-able and allows customers to get an up-close 

look at your product.

Keywords

You know that images sell... but keep in mind that keywords do also.

As you probably know just by your own shopping habits, most buyers on Amazon 

are finding products they want based on search terms. The search terms 

customers are using are keywords they type into Amazon's search field at the 

top.

Let's use camping tent stakes as an example again.

If that's what you are looking for on Amazon you are not going to this page first:

http://www.amazon.com/gp/site-directory/ref=nav_shopall_btn

http://www.amazon.com/gp/site-directory/ref=nav_shopall_btn


If you wanted to start at this page to find camping tent stakes you could. You 

would first have to go to the Sport and Outdoors section and click on Camping & 

Hiking then drill down. People are used to typing in what they are looking for and 

finding it quickly, hence the importance of good keywords in your listings.

Good keywords are words potential customers are already using to find products 

they want to buy.

You can find good keywords by using the following tools:

Merchant Words – Merchant Words (https://www.merchantwords.com) is a paid 

service that displays search term volume specifically on Amazon.com.  It's 

normally $30 per month, but get it for only $9 per month using the Friends of 

Skip McGrath discount - https://www.merchantwords.com/offer/friendsofskip

Amazon's Suggested Search Terms – Check out this short video Abe did for an 

explanation.

Keyword Inspector Reverse ASIN – This is by far the best tool to grab keywords 

from other listings. Here's the video Abe did explaining how to use the Reverse 

ASIN Tool to pull keywords from other listings - https://youtu.be/i2SYwclN4pU

Now that you have keywords – let's plug them into your listing so your listing 

comes up when shoppers are looking for your item.

Title

Let's start with the title.  

The title is your headline. It is what people see first so it is super important. The 

good thing is you can change this at anytime – so if you start with something and

it doesn't seem to be working like you want, tweak it.

https://youtu.be/i2SYwclN4pU
http://www.youtube.com/embed/x0pasZukv9c?vq=hd1080&autoplay=1&loop=1&playlist=x0pasZukv9c
https://www.merchantwords.com/offer/friendsofskip
https://www.merchantwords.com/


Most categories have a 250 character maximum for title; however, if your product

is in Home or Garden, the rules have recently changed and the maximum amount

of characters is 100 -

https://www.amazon.com/gp/help/customer/display.html?

ie=UTF8&nodeId=201621280

The most important part of your title is the first few words. Put your main 

keyword(s) at the beginning. After your main keyword(s), put the main product 

features, especially if it is different than your competition.

My friend Mike Russo, who is one of the experts in the mentoring program and 

the creator of the Amazon Sponsored Ads Workshop, suggests avoiding the use of

all caps and the use of quotation marks. Also, do your best to describe the 

product as precisely as possible. Emphasize the features that make your product 

special and unique.

Key Product Features (Bullet Points)

Beyond the images, title and description – the next and most important part of 

your listing is the product features. These are the five bullet points that you see 

at the top of the listing. Use this space for your main features and benefits that 

will sell visitors and turn them into buyers. Start every bullet point with an upper 

case letter and avoid punctuation marks at the end of each bullet point.  Work in 

your keywords, but make the copy sound natural and smooth.

Product Description

Beyond the images and the title, your product description is what will turn your 

shoppers into buyers.  As with the bullets, make the sales copy sound natural 

while working in your keywords.

The good thing for you is that most Amazon sellers do a very poor job of creating 

descriptions. By following some simple steps your description will stand out.

https://www.amazon.com/gp/help/customer/display.html?ie=UTF8&nodeId=201621280
https://www.amazon.com/gp/help/customer/display.html?ie=UTF8&nodeId=201621280


TIPS for an effective description:

• Headline that grabs attention

• Include benefits, guarantee, call to action

• Ask yourself what your buyers are looking for and what they want. Answer 

those questions for them in the description.

• Look at the reviews for competitors. What are some negative things 

customers are saying about those products? Address those concerns in your

description.

• As the seller has done, you can include some basic html in the description. 

Here are the codes:

<b> and </b> for creating bold text

<br> creates a line break

If you want to create a bold headline, it would look like this:

<b>The secret to setting up your camp-site in minutes</b>

Then you would put a line break or two to separate the headline from the 

next section so it would look like this:

<b>The secret to setting up your camp-site in minutes</b><br>

You can also use an online html editor to test this before entering it into 

Amazon - http://htmledit.squarefree.com/

Search Terms

Use this space for the other keywords.  The more relevant terms you enter into 

the search term fields (5000 characters per line) the more keywords your product

will rank for – which in turn will lead to more impressions, clicks, and sales.

Take advantage of the tools listed above like Keyword Inspector and 

MerchantWords to fill up these fields.

Other Fields

Depending on your product and the category that it's in, there will be other fields 

http://htmledit.squarefree.com/


that you can fill in. Do as many as you know the information for. If you don't 

know the answer then you can skip it.

IMPORTANT

Do not overthink this!  You can always go back and make 

changes to your listing.

Lesson 16 Assignment

Get your product ordered and expand on your skeleton 

listing. Take advantage of the Facebook group to brainstorm 

wording, etc... we are all there to help!

See you in the group...

Ryan Reger with Jenni Hunt, Jim Cockrum, and Brett Bartlett
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Coming Up Next...

In Lesson #17 we will be discussing what happens when you receive

your order.


