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Looking to get started on Amazon but feeling
overwhelmed? I can relate - when I started my business I
had no experience and almost no money. My first online
sales were my textbooks in college!

I've been selling online for over a decade now, and I've
condensed what I've learned into an easy-to-follow system
that will help you start fast and teach you the processes I
used to scale to 7-figures a year and beyond.

Below you will find everything you need to know and do to
get your first sale on Amazon. Don't make it harder than it
has to be!

Ryan Grant



Are you up for a CHALLENGE?

I have some BAD news.

The majority of people who learn the secrets I'm about to teach you
don't actually use them to build a successful business.

NOT because they don't want to. NOT because they aren't able to. 

Because life gets in the way and they never get around to it.

Pretty sad isn't it?

I think it is. Speaking from experience, handing in your two weeks to
go down your own path is one of the most exciting moments anyone
can experience.

So I'm going to do everything I can to help you get started as soon as
possible.

If you want to be successful, YOU MUST COMMIT TO TAKING
ACTION NOW.

You must make a decision - one way or the other. Either you are
going to try this, or you are going to try something else.

(Since you are here, I don't think NOT doing something should be on
your radar.)



Massively increase the odds you follow through - AND earn a
profit within your first 30 days.
Make it DUMB to not participate (so we can achieve #1).

With that in mind, I have a proposal for you...

I've put together a special CHALLENGE for you to help you launch
a profitable online retail business in 30 days.

We've carefully constructed the challenge to DRAMATICALLY
increase your odds of success. 

We've dumped in a bunch of bonus resources on top of the daily
program - all FREE of charge.

There are lessons, worksheets, coaching calls.

And it's less than $100 to participate. With a FULL guarantee.

We had two goals:

1.

2.

So my proposal is that I'm going to over-deliver in this guide.
Then at the end, I want you to check out the challenge and
commit to making at least $250 in 30 days.

Sound fair?

DON'T CLICK THIS UNTIL YOU ARE READY.

https://onlinesellingexperiment.com/arbitrage-accelerator-challenge/?utm_source=Download&utm_medium=PDF&utm_campaign=LeadGen&utm_content=SSOA


Get Your First Sale on Amazon:
Quick-Start Checklist

Fami l i a r i ze  you r se l f  wi th  the  Sta i rway  to

7  F igu re s .  (Pages  4 -6 )

Se t  up  you r  Amazon  account .  

(Pages  7 - 1 2 )

Source  you r  f i r s t  produc t  wi th  r e ta i l

a rb i t r age .  (Pages  1 3 -22 )

L i s t  the  produc t  f o r  sa l e  v i a  FBA .  

(Page  23 -36 )

Send  produc t  to  FBA  warehouse .  

(Page  37 -38 )

If you complete these 5 simple steps, you will officially have
your first product for sale on Amazon. It all starts with this

first product. Below you'll find guides to help you with each
step (note the page numbers beside each list item).



Get Your First Sale on Amazon:
The Stairway to 7 Figures

Starting any business involves a lot of hard decisions, and an
online retail business is no exception. One of the first and
seemingly most complicated decisions is what products you will
sell and how you will obtain them.

A lot of people make the mistake of thinking they have to come
up with a brand new product idea and invest a lot of money into
research and development before they can start a product-based
business.

The exact opposite is actually the best way to start.

 In other words, you start by selling existing products and brands
with proven sales data - this greatly eliminates risk and allows you
to start with a much smaller amount of money. 

In fact, if you follow the Stairway to 7 Figures you can get started
with any amount of money.

Let's take a look at the strategies on the Stairway to give you a
better idea of how this actually works...



The four main product sourcing strategies on the Stairway are
flipping, arbitrage, wholesale, and brand building.

The two entry-level strategies are flipping and arbitrage. 

Flipping refers to buying and selling USED items from places like
garage sales, flea markets, and thrift stores to sell for a profit on
marketplaces like eBay, Facebook Marketplace, and Craigslist.

Flipping is a form of arbitrage, but when you hear people talking
about arbitrage they are generally referring to the same process
but with NEW items. 

Retail arbitrage is when you source the products in your local
brick and mortar stores to sell on online marketplaces like
Amazon.

Online arbitrage is the same, but you both buy and sell the
products online. 



 Start immediately.
 Be profitable from day one.
 Earn your way to the top.

There are several reasons why I recommend starting with flipping
and/or arbitrage, but it all comes down to your overall odds of
success.

A lot of people see that wholesale and building your own brands
offer the greatest potential profits and get sucked into marketing
ploys that tell them they could make millions within a few months.

The truth is that these strategies require a lot more of two things
from the start that almost all beginners lack: money and
experience.

Flipping and retail arbitrage do not require either, and both offer a
great path to gaining them.

We're going to focus on retail arbitrage in this guide because it's
the best option for finding products to sell on Amazon as a new
seller.

The Online Selling Experiment philosophy can be summed up in
three points:

1.
2.
3.

If that sounds good and you have a good work ethic, you're in the
right place.



Get Your First Sale on Amazon: 
Set Up Your Amazon Seller Account

If everything sounds good so far, you can check off the first step
on the checklist above.

Now its time to set up your Amazon Seller account. The steps
below will walk you through the entire process and help you with
some of the decisions you need to make.

Step 1: Visit services.amazon.com.

When you click the above link, you'll be taken to a page that looks
like this:

Don't click that Start selling button yet!

http://services.amazon.com/


Step 2: Decide if you want an Individual or Professional
account.

There are a couple important differences between these two
account types.

The first is that the Professional account will cost you $39.99 a
month while the Individual account is free. 

While each option involves additional fees, the Individual
account has a $0.99 per item fee when your items sell that is not
included on the Professional plan. 

So selling 40+ items a month automatically makes the
Professional account the better deal.

The other big difference is that you have to have a Professional
account to get the “Buy Box”. 



Being in the Buy Box means being the seller whose inventory is
sold when a customer clicks the default Add to Cart or Buy Now
buttons on Amazon:

The majority of shopping happens via these buttons, so don't
underestimate the importance of this.

On top of this benefit, the Professional plan unlocks the ability
to apply to sell additional categories and products. Each product
on Amazon has a category (and subcategories), and many
categories are restricted to new sellers until you apply.

In the long run, you will need a Professional account. If you can
afford the $39.99 monthly fee, it is probably smart to start with
one so that your sales aren't limited by not being able to earn
the Buy Box.

With that being said, there is nothing wrong with starting with an
Individual account if you can't afford the monthly fee. 

Better to start now for free and upgrade later (you can do so at
any time) than to sit around agonizing over the decision.



Step 3: Complete the account set-up forms.

The first page that you will come to looks like this:

A lot of people see the “Legal name” box and assume they need
an LLC or some other incorporation status. While getting an LLC
is something I recommend setting up over time, you are
perfectly fine to just enter your own full name here. 

This is what Amazon says about the subject:



You’ll notice that you have to check a box that says “I have read
and accepted the terms and conditions of the Amazon Services
Business Solutions Agreement”.

While it can be tempting to just check that box and keep on
going, I recommend taking the time to actually read the
document. 

Yes, it is long and boring. 

It is also important.

Once you do that, you’ll be asked for your address, display
name, and phone number. They’ll also ask you for a website, but
you don’t actually need one and can leave this blank:



After this, you’ll need to fill out some bank account and tax
information, and then ideally that’s it – you’ll officially have an
Amazon selling account. 

In rare instances, you will get a message that they have decided
to not issue you an account or need further information. The
most common reason this happens is when the information you
submit is inconsistent.

It is important for the information you supply to match –
meaning that your name and address are the same across the
application and the forms you submit.



Get Your First Sale on Amazon:
Sourcing Your First Product

Can it be bought then sold on Amazon profitably?
Are you eligible to sell this item?
How fast can you expect this item to sell?
Can this item be sold via FBA?
Is it in new condition without being previously opened or
damaged?

Now that you have an Amazon Seller account, its time to get your
first product (or products) to sell.

As described above, the strategy we'll be using to accomplish this
is retail arbitrage. This means you'll be going out to local brick and
mortar shops and buying things to sell on Amazon for a profit.

There are a few key things we'll be looking for in a product:

Figuring all this out on your own would be a time-consuming
process - fortunately, Amazon provides a FREE tool that will tell
you almost everything you need to know (its up to you to
determine condition).

Here's how it works...



A smart phone with the Amazon Seller App installed is a
REQUIREMENT before attempting retail arbitrage.

There are other tools that you can upgrade to in the future to
replace this free app, but for now this will be more than enough.

This app will allow you to scan the barcode of any product and
then provides you with the key information we discussed above,
including a profitability calculator that allows you to input the
price you would be paying AND factors in fees.

The Amazon Seller App



As you can see from the red arrow, the app also tells you if you
are eligible to sell the item or not. This detail is specific to you and
your account.

Here is what the calculator looks like when you open it:



Stores to target...

Walmart
Target
Kmart
Shopko
Meijer
Home Depot
Lowes
Menards
Big Lots
Walgreens
CVS
Rite Aid
Bed Bath & Beyond 
Office Depot
Staples

The first store that everyone thinks of when it comes to retail
arbitrage is Walmart, but there are dozens of other great options.

Any store is a potential opportunity, so the first place I
recommend checking is the stores you're already shopping at.

Beyond that, big box stores, home centers, discount stores,
outlets, and other places like this are all good choices.

Here is a list of 15 examples:

Keep an eye out for store closures as well!



Finding products to scan

Clearance aisles and racks
Sales and other discount types
Seasonal items
High-demand products likely to be selling above retail online

Don't make assumptions based on your own feelings about
products. LET THE SCANNER DO THE EVALUATION.
Scan everything you can (see above point!)
Not all clearance is located in the same place, even when
there is a dedicated clearance aisle. Check end caps and other
areas too!

Your phone and this app are all you need when you head into
your first store (other than a way to pay).

But the average Walmart Supercenter is home to ~142,000
different items. And that's just one store! Needless to say, you
need a strategy for narrowing down what you'll be scanning.

Since the regular retail price is normally consistent online and
offline (and any spread that does exist is usually wiped out by
fees), I recommend narrowing your search to the following
categories:

You can adjust this over time based on your own experiences, but
these are the best places to start.

Here are some additional tips:



What you are looking for when you scan...

When you scan an item, the very first thing that you will look at is
whether or not you are allowed to sell the item. 

If you are not eligible to sell it on Amazon but it is highly
profitable you COULD consider buying it to sell on eBay, but that
is outside the scope of what we're talking about here. Right now
we're just aiming to get your first sale on Amazon.

If you are eligible to sell the item in new condition, now it's time to
check the profitability. Open the calculator we discussed above
and input the price you can purchase it at. 

There are different settings regarding what data the app will pull
in. You should be under the Amazon Fulfilled tab, and you want to
be using the "low price in new" price for the calculation. 

This means you'll be calculating your profitability against other
FBA sellers who are selling the item in new condition. 

For the cost to ship to Amazon, I use 50 cents per pound as an
estimate.

Once you put in the cost to purchase the item, you will get an
estimated profit. You can use this to calculate your ROI with the
following formula:



When you are first getting started, I recommend only buying
items that offer a 50% or higher ROI.

On top of this, you should also only purchase products that offer
at least a $3 total profit - anything less is likely a waste of time
and price changes can easily eliminate your margin.

If the item you have scanned offers a greater than 50% ROI and
you are eligible to sell it, the next step is to check the sales rank.

The sales rank is a piece of data supplied by Amazon that gives
you a rough idea of how well that item is selling compared to
everything else in the same category (like Toys & Games or Baby).

This in turn allows you to estimate about how long it will take to
sell your item (based on how fast it usually takes for an item with
that ranking to sell).

You can find the sales rank at the top of the screen when you first
scan the item:

Profit / Cost to Purchase = ROI 



So this Stanley 65 Piece Tool Kit was ranked 5405 in the Tools
category when I scanned it.

With sales ranks, the lower the number the better - but it is
important to recognize that there are many millions of products
for sale on Amazon.

To keep things simple in the beginning, my recommendation is to
only buy products with a sales rank of 250,000 or better. 



This is a good starting place and then you can adjust your
sourcing guidelines over time based on experience. For example,
for my business we adjust our sales rank tolerance based on
potential ROI.

If an item has a very good sales rank (meaning it should sell fast),
we'll accept lower ROIs than we would for items we expect will
take longer to sell.

These sourcing guidelines are a key component to the success of
my business, so the exact formula we use is reserved for paying
students and coaching clients.

The numbers shared here are on the simple and conservative
side to help you start profitably with little confusion.

The final check I would do on the product is the condition of the
item and packaging. 

Many items end up on clearance racks because they are returns
or have damaged packaging - selling something like this as New
on Amazon is a quick way to get your account suspended.



Sourcing Recap

Fully charge your phone
Install the Amazon Seller App

Clearance
Sales
Seasonal
High-demand products selling above retail online

Are you eligible to sell the item?
50%+ ROI
$3+ total profit
Sales rank of 250,000 or better
New condition

We've covered a lot in this section, so let's recap the most
important points.

Before going to a store, you must...

Once in the store, focus on:

When scanning products, look for:



Get Your First Sale on Amazon:
Listing Your Product For Sale

Now that you know the basics of how to find an item, let's get it
listed for sale. 

For this guide, I'll be using a 3-pack of Brita water filters for my
item - the process is the same for any product you are listing.

Here is a picture of them (the right two boxes):



Once you are ready to start listing an item, the first step is to find
that exact item's product page on Amazon.

In order to do this, I recommend searching for the product using
the UPC (Universal Product Code).

Step 1: Find the exact product on Amazon.

If you aren't familiar with the term UPC, it may be because you
call them barcodes. Look for the barcode and use the 12-digit
number below it. They look like this:



Step 2: Find and click the "Sell on Amazon" button.

Once you have verified that you are on the correct product page
(and looking at the correct variation if applicable), it's time to find
the Sell on Amazon button.

On desktop, this will be located below "Buy Box" and "Other
Sellers on Amazon" areas.

NOTE: If you haven't determined the price you want to list your
item at, now would be a good time to do so. Before clicking Sell
on Amazon, click the "New & Used (#) from...." box to see all the
current offers.



Step 3: Fill in the details about your item...

As soon as you click on the Sell on Amazon button, you'll be
taken to a form where you can add details about the product.

Here are some screenshots of that page:



Condition
Quantity
Price
Shipping method

The main things you'll be entering are:

If you've followed the instructions so far, the condition of the item
you are listing should be New, and the shipping method you will
be choosing is having Amazon ship the item - also known as FBA
or Fulfillment by Amazon.

The tax code and SKU fields can be left blank.

Once you have entered the required information, click continue
and you'll be taken to a page like this where you can review the
information you've entered:



Step 4: Create your first shipment!

Once you verify that the information is correct, you can click the
"Submit your listing & create shipment" button.

When you do that, you'll be taken to a page that looks like this:

Note the area where the red arrow is pointing. This is asking for
the type of packing for the items. "Case packed" means a case of
individual items where the case is the original manufacturers case.

So even though I have a box full of these filters, I have to set this
to Individual products. When performing retail arbitrage, you will
usually be choosing this option.



Step 5: Add items to your shipment (if desired).

If you have additional items to send to Amazon, you can go back
through the listing process I just described to list them as well. 

When you get to the final step we covered, you will now have the
option to choose adding the product to an existing shipment
instead of creating a new one:

Select the plan that you already created, click the add to
shipment, enter the quantity, and click the continue button. 



Step 6: Prep & Label...

When you are done adding products, you'll end up on a screen
like this:

This is the screen where Amazon gives you "prep guidance". In
this case, no prep is required to sell the product and we can just
click continue.

This will take us to a screen where we have to indicate who will
label the products.



You have the option of letting Amazon label your products for
$0.20 per item, or you can do it yourself for your cost of the labels
and printing.

I usually do my own labels, even when I was just getting started.
Avery 8160 labels work well and cost about $9 for 750 on
Amazon. I use an Epson Workforce printer, but anything that
could print on these labels would be fine.

Here are pictures of what the printed labels look like and how I
apply them (use the labels to cover the upc code) to the items:

Once you either print your labels or choose to pay the $0.20
Amazon labeling fee, you can press continue.



In this case, I have to ship to three destinations.  

Amazon will split up the locations of your shipments between
their warehouses to allow for easy and fast delivery to as many
customer locations around the US as possible.

In this case, there were 3 locations. Depending on what and how
much you are sending in, you could have more or less.

Once you approve the shipments, you will be taken to a screen
where you can begin to "work" on the shipments.

Step 7: Approve shipments.

The next step is approving the shipments Amazon gives you. The
screen will look like this:



When you click "Work on Shipment", you are taken to a screen
like this:



When you click "Work on Shipment", you are taken to a screen
like this:



This is where you let Amazon know how you will be sending the
items to their warehouses.  

I recommend “small parcel delivery” and “Amazon-Partnered
Carrier (UPS)” for your shipping options. This gets you Amazon’s
UPS rates for inbound shipping, which are very low compared to
other options.

If you scroll down further, you will see:

Here you add the number of boxes you will be using and their
dimensions. (More on boxes in the Shipping section.) Once you do
that and click calculate, they'll give you an estimated inbound
shipping charge:



In this case it is only costing me $9.17 for me to ship this box in
weighing a total of 29 pounds. This is a very low price, so I will
gladly accept the price.

After accepting the charges, I will be given the option to print my
box labels:

At this point you should print the label and click complete
shipment. You'll then be given the option to work on other
shipments if you have any.



We've already covered a lot of the shipping process in the listing
section above, because these steps generally happen at the same
time.

Once you know what will be going into each "shipment", you can
start figuring out how to box them. You can use as many or as
few boxes as you need for each shipment, but you will save
money by condensing into as few boxes as possible.

If you don't have a good source for boxes yet, an easy place to
start is Home Depot. They have a good selection and reasonable
prices. I have used many Home Depot boxes for my inbound
Amazon shipments:

Get Your First Sale on Amazon:
Shipping to FBA Warehouses



Once you are given the products to be included in each shipment,
you can pack them into boxes so you can use the exact weight
and dimensions to calculate the shipping charge.

As soon as you do that, you can print labels for your boxes and
complete the shipment.

Before closing the box up, you should fill any empty space inside
the box with packing supplies. This will ensure your items can't
move around and get damaged during transit.

Once you complete that step, you can tape up the box and apply
the label - then you are ready to take the box the shipping carrier
and send it on its way!



It's time to make a decision.

Do you think that online retail is worth trying? 

Do you want to see if you can unlock the benefits I've unlocked -
more money, more time, more freedom, extended travel?

Are the potential benefits worth 30 days of effort on your part as
a test?

Does a no-risk, low early investment business sound better than
one that requires big money from the beginning?

Are you tired of DOING NOTHING and ready to take steps
towards replacing your job?

If you've answered YES TO ANY OF THE ABOVE, I want to invite
you to take part in the Challenge I told you about.

Remember - it's less than $100 to participate AND there is a full
satisfaction guarantee. There is NO RISK TO TRYING.

You can do this.

So... Are you up for that challenge?

I WANT TO KNOW MORE!

https://onlinesellingexperiment.com/arbitrage-accelerator-challenge/?utm_source=Download&utm_medium=PDF&utm_campaign=LeadGen&utm_content=SSOA
https://onlinesellingexperiment.com/arbitrage-accelerator-challenge/?utm_source=Download&utm_medium=PDF&utm_campaign=LeadGen&utm_content=SSOA

