
 
 

📦 What Is Amazon FBA? 
FBA = Fulfillment by Amazon 

In simple terms, Amazon FBA lets you: 

●​ Sell products on Amazon​
 

●​ Ship them to Amazon’s warehouses​
 

●​ Let Amazon handle the packing, shipping, returns, and 
customer service​
 

Your job is to: 

1.​Find or create a product to sell​
 

2.​Send your inventory to Amazon​
 

3.​List it on their site​
 

4.​Collect your sweet, sweet (eventual) payout while Amazon 
does the grunt work​
 



Think of it as "you hustle the front end, Amazon handles the 
backend." 

 

✅ Pros of Amazon FBA 

1. Prime Access = More Customers 

Your products qualify for Amazon Prime, meaning faster 
shipping and way more visibility. People trust Amazon. They 
don’t trust your sketchy Shopify store called “GarysDealsNow.biz”. 

 

2. Hands-Off Shipping & Returns 

No printing labels. No standing in line at USPS. No “where’s my 
package?” emails. Amazon handles all that. 

 

3. Scalable AF 

You can go from selling 10 units a week to 10,000 — without 
needing a garage full of boxes or a U-Haul team of cousins. 

 

4. Customer Service Is Covered 

Karen wants a refund? Chad got the wrong color hoodie? 
Amazon handles it. You just keep listing and sourcing. 

 

5. Trust Factor 



People are way more likely to buy your product on Amazon than a 
random website they’ve never heard of. It’s built-in credibility for 
newbies. 

 

🚨 Cons of Amazon FBA 

1. Upfront Costs Can Be Steep 

You usually need to buy inventory upfront (unless you do retail 
arbitrage or wholesale). That means a few hundred to a few 
thousand dollars before you make a sale. 

 

2. Amazon Fees Are Real 

They take a cut from every sale, charge you storage fees, and 
hit you with FBA costs. Margins get tight if you're not careful. 

 

3. Competition Is Savage 

Every product you find has 20 other people selling the same 
thing — sometimes better, sometimes cheaper. Niche selection is 
life or death. 

 

4. Amazon Owns Your Customers 

You don’t get their emails. You can’t market to them later. It’s 
Amazon’s sandbox, and you just rent space in it. 



 

5. Risk of Suspension 

Amazon can suspend your seller account with little warning if 
you violate policies, get flagged too much, or use bad 
images/descriptions. It’s the Wild West with robots. 

 

🧠 Final Thoughts from the Failurenaire 

Amazon FBA can be a legit business — people make millions 
doing it. But it’s not some “click a button, get rich” shortcut. It’s 
inventory management, branding, customer psychology, and a bit 
of “please-don’t-ban-me” energy. 

If you’ve got: 

●​ A few hundred bucks to start​
 

●​ Patience to research products​
 

●​ And a stomach for Amazon’s weird rules...​
 

Then you might just turn a side hustle into a 6-figure FBA 
machine. 

 
 
 

 
 



Amazon FBA Checklist 

1.​Understand Amazon FBA Basics 
○​ Learn what Amazon FBA (Fulfillment by Amazon) is 

and how it can help your business. 
○​ Understand the benefits, such as Prime eligibility and 

Amazon's logistics, and the potential challenges, like 
fees and competition. 

2.​Set Up Your Amazon FBA Seller Account 
○​ Choose between an Individual or Professional Seller 

Account based on your expected sales volume. 
○​ Register on Amazon Seller Central, providing accurate 

business information, tax details, and bank account 
information. 

○​ Verify your identity with the required documentation. 
○​ Explore the Seller Central dashboard and familiarize 

yourself with the tools and features. 
3.​Conduct Thorough Product Research 

○​ Use tools like Jungle Scout, Helium 10, or AMZScout to 
find products with high demand and low competition. 

Click Here for more info on Jungle Scout (with a 20% 
discount…if interested) 

Click Here for more info on Helium 10 (link needs to be 
updated…check back in a few days.) 

Click Here for more info on AMZScout (FREE trial) 

○​ Avoid overly seasonal, trendy, fragile, or highly 
competitive products. 

https://get.junglescout.com/d8338e4haxhh
https://amzscout.idevaffiliate.com/idevaffiliate.php?id=2206&url=4247
https://get.junglescout.com/d8338e4haxhh
https://get.junglescout.com/d8338e4haxhh
https://amzscout.idevaffiliate.com/idevaffiliate.php?id=2206&url=4247


○​ Verify the potential profitability using the FBA Revenue 
Calculator. 

○​ Ensure there’s room for a 30% profit margin after all 
costs. 

4.​Verify Product Viability 
○​ Analyze keyword demand using tools like Helium 10's 

Cerebro or MerchantWords. 
○​ Check product trends using Google Trends and Helium 

10’s Trendster. 
○​ Consider seasonal trends and avoid products with 

fluctuating demand. 
○​ Look for "home run" trends by monitoring Amazon’s 

"Movers and Shakers" and social media buzz. 
○​ Evaluate the competition using tools like Jungle Scout 

and identify opportunities to improve on existing 
products. 

5.​Source Your Products 
○​ Create an Alibaba account and search for reliable 

suppliers. 
○​ Request samples from multiple suppliers to compare 

quality and reliability. 
○​ Choose between air (fast but expensive) and sea (slow 

but cheaper) shipping based on your needs. 
○​ Secure UPC barcodes and create custom FNSKU 

labels. 
○​ Order a manageable quantity of units (200-500) to test 

the market. 
○​ Understand inventory limits on Amazon and plan 

accordingly. 

https://get.junglescout.com/d8338e4haxhh


○​ Use secure payment methods like Alibaba’s Trade 
Assurance. 

○​ Negotiate terms and prices with suppliers for the best 
deal. 

6.​Branding and Packaging 
○​ Choose a unique brand name and verify it’s not 

trademarked using the USPTO database. 
○​ Design a professional logo and consistent branding 

elements. 
○​ Create high-quality, professional product packaging that 

includes your logo and brand colors. 
○​ Add personalized thank you cards to enhance the 

customer experience. 
○​ Manage multiple brands under one Amazon seller 

account if needed. 
7.​Create and Optimize Product Listings 

○​ Write compelling, keyword-rich product titles and 
descriptions. 

○​ Highlight key features and benefits in bullet points. 
○​ Use high-quality images, including lifestyle shots and 

videos if possible. 
○​ Optimize your listings for mobile by keeping content 

concise and ensuring fast-loading images. 
○​ Enter backend keywords to improve search visibility. 
○​ Regularly check if your products are indexed on 

Amazon using unique phrases in the search bar. 
8.​Launch Your Product 

○​ Develop a launch strategy that includes pricing, 
promotions, and Amazon PPC campaigns. 



○​ Ship your products to Amazon’s fulfillment centers, 
following all packaging and labeling guidelines. 

○​ Monitor your launch closely, adjusting your strategies 
as needed to drive sales. 

○​ Encourage early reviews to build social proof and 
credibility. 

9.​Market and Advertise Your Products 
○​ Utilize Amazon PPC to drive traffic to your listings. 
○​ Make your product appear on sale by setting a higher 

list price and a lower sale price. 
○​ Collaborate with bloggers and influencers for paid 

promotions. 
○​ Create and share Amazon keyword links to improve 

visibility. 
○​ Use social media promo codes to boost traffic and 

sales. 
○​ Continuously optimize your product listings based on 

customer feedback and performance data. 
10.​ Scale Your Amazon Business 

○​ Reinvest profits into expanding your inventory and 
launching new products. 

○​ Run Lightning Deals to boost visibility and sales rank. 
○​ Plan for special events and holidays to scale your store. 
○​ Organize your finances and understand Amazon’s fee 

structure. 
○​ Maximize profits by regularly auditing for Amazon 

reimbursements. 
○​ Register your brand with Amazon’s Brand Registry to 

protect your brand and gain additional marketing tools. 
11.​ Get Help and Keep Learning 



○​ Click HERE if you are interested in a FREE 7 minute 
training. 

○​ If you need more in-depth guidance or a structured 
approach with way more detailed step by step 
instructional courses consider joining Trevin Peterson’s 
Amazon Champions course. Click Here To Learn More 
About Trevin’s Amazon FBA Course. You will still go 
through the FREE 7 minute training but then will be 
offered the more extensive course that he also offers. 

○​ Stay updated on Amazon’s policies and market trends. 
○​ Continue learning through courses, forums, and 

networking with other Amazon sellers. 

***DISCLOSURE: Some of the links on this website and in our 
electronic products are affiliate links, meaning that if you click on 
one of these links and make a purchase, we may earn a 
commission at no additional cost to you. This helps us support the 
maintenance and operation of our website and continue to create 
valuable content for our audience. 

We only recommend products or services that we have personally 
used or believe will add value to our readers. The compensation 
received from affiliate links will never influence the content, topics, 
or posts made on this website or in our electronic products. 

Please note that while we strive to provide accurate information, it 
is ultimately your responsibility to verify any product details and 
ensure that it meets your needs and expectations. 

If you have any questions about our affiliate relationships, please 
feel free to contact us. 

https://www.fbachampion.com/?ref=matt65
https://www.fbachampion.com/?ref=matt65
https://www.fbachampion.com/?ref=matt65
https://www.fbachampion.com/?ref=matt65


-Failurenaire 
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