
 

Amazon Quick Start Guide 
Use this guide to clarify your tasks and create long-term success on Amazon. 

 
by Christine Gable 

 
Getting hopes and dreams out of your head and onto paper is an important step in ​making them 
reality. There’s a reason that scribbled notes on napkins have been the birthplace of 

many-a-great-business. Combine your written plans with the 
power of Amazon and create a recipe for success.  
 
Designed as a DIY marketplace, Amazon provides a powerful 
infrastructure for all businesses to add another stream of 
income. However, it can feel overwhelming to know where to 
start when venturing into that jungle. We’ve created this 
reference guide to help. 
 

Back to Basics  
It’s our version of the old school 3 R’s - readin’, writin’, and ‘rithmetic. We’ve added a 4th R, 
because everyone needs friends who have their back. 
 

❏ R​esearch 
❏ Learn Amazon’s policies. 
❏ Know your numbers. 
❏ Check your competition​. 

 
❏ R​eadiness 

❏ Is your product ready for retail? 
❏ Talk to potential partners. 
❏ Make a financial plan. 

 
❏ R​ubber Hits the Road  

❏ Create product listings. 
❏ Start to stock and sell. 
❏ Set up systems. 
❏ Plan staffing to cover tasks and responsibilities.  

 
❏ R​esources 

❏ Partner up and build your team. 
❏ Set your intent. 
❏ Course correct as needed. 
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Each of the 4 R’s is organized into manageable action-based steps below.  
 

 

 

ῘResearch 
 
What you need to do: 
❏ Open a Seller Central account​.  

For initial research and access to all policies, choose ​Individual Account ​for no 
monthly fee​. ​You can switch to a ​Professional Account ​when ​you are ​ready to 
create listings. This is also required for ​Brand Registry​. 
 

❏ Address these points. 
❏ Is your brand currently on Amazon? 
❏ What is your correct category? 
❏ Are your products compliant with Amazon policies? 
❏ Which policies apply to your products ​(hazmat, oversized, etc.)? 
❏ How will your products reach customers? Choose Merchant Fulfilled Network 

(MFN) or Fulfillment by Amazon (FBA). 
❏ What prep and packaging is required for your products? 
❏ What are your supply chain lead times?  
❏ How will you keep your account in good standing? Plan for 24/7/365 customer 

service coverage. 
 

❏ Know your numbers. 
❏ What are your margins? 
❏ What fees will you pay to Amazon? 
❏ What are your shipping and packaging costs?  
❏ What are your staff and equipment costs?  

 
❏ Check competitors. 
❏ Who is selling similar products or services? 
❏ What is their retail price and sales volume? 
❏ Where do your products fit into the current Amazon landscape? 
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https://services.amazon.com/selling/benefits.htm/ref=asus_soa_fnav
https://brandservices.amazon.com/


 
 

 

 

 
ῘReadiness 

 
What you need to do: 
❏ Get your product retail ready. 
❏ Make sure it meets all requirements to be sold to customers. 
❏ Check that your products are assigned correct GS1 barcodes. 
❏ Apply for relevant trademarks (required for Brand Registry). 

 
❏ Talk to potential partners. 
❏ Make a list of the tasks that you may want to outsource and those you can 

handle in-house. 
❏ Contact prospective partners (see our Resources for a starting point). 

 
❏ Make a financial plan. 
❏ Calculate final margins. 
❏ Create a monthly budget. 
❏ Make short- and long-term cash flow projections. 
❏ Apply for funding or lines of credit, if needed.  
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ῘRubber Hits the Road 

 
What you need to do: 
❏ Complete the Brand Registry application.​ Your brand’s active 

registered trademark enables you to enroll in the ​Brand Registry​ and benefit from 
an array of brand protection services at no additional charge.  

 
❏ Create product listings. 
❏ Use your best images and copywriting to tell your brand and product story. 
❏ When your brand registry is approved, create A+ content and a Store. 

 
❏ Start to stock and sell. 
❏ Update inventory numbers. 

❏ FBA: prep, package and ship products to​ Amazon ​warehouses. 
❏ MFN: confirm staff and supplies are ready to fulfill orders. 

❏ Review accuracy of product listings: content, images, pricing, tax settings. 
❏ Confirm accurate accounting systems are in place. 

 
❏ Set up and maintain working systems. 
❏ Customer service and feedback. 
❏ Product reviews. 
❏ Listing optimization. 
❏ State sales tax. 
❏ Brand monitoring ​and protection. 
❏ Sponsored ads and marketing. 
❏ Inventory management and restocking.  
❏ Product sales and growth. 
❏ Accounting and taxes.  
❏ Schedule regular calendar events to maintain all of the above. 
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https://brandservices.amazon.com/eligibility
https://brandservices.amazon.com/


 
 

Selling on Amazon is not a ‘Get Rich Quick’ scheme.​ There is no 
shortcut to success. And there’s certainly no shortcut for making a plan and 

working the plan.  
 

Dedication, perseverance, and belief​ are key. Partner with the best and 
build a plan of success together. Keep the momentum going. Before you 

know it, you’ll be the next success story.  
 

 
 
 

Amazon Success Formula 
 

1. Determine best products to sell.​ ​Find your top 20% best sellers. 
Research the highest volume customer searches for similar products. 

 
2. Use Prime free-to-customer shipping whenever possible.​ ​It’s been 

proven many times over that Prime sells more products. Figure in the fees to 
ensure your margins are intact. 

 
3. Maintain brand control.​ ​Popular products distributed nationally are highly 

attractive to third-party (3P) sellers. Make a strategic plan for long-term growth.  
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https://beechtreetrading.com/wp-content/uploads/2019/11/SingleAuthorized-Seller.pdf

