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Advanced Amazon Wholesale FBA & FBM  

future Amazon pros! 

Welcome. I'm genuinely pumped you're here, jumping into "Advanced 
Amazon Wholesale FBA & FBM." Look, this isn't just some boring online 
course you'll forget next week. Think of it as your personal guide, step-by-
step, to really making it big in Amazon wholesale. 

I've been exactly where you are—starting from scratch, making mistakes, 
learning the hard way, and eventually figuring out what really drives success 
on Amazon. Everything I’ve learned through hands-on experience—what 
works, what doesn’t, and what truly moves the needle—I’ve poured into this 
program with one goal in mind: to help you win. 

Right now, the Amazon marketplace—especially wholesale—is full of massive 
opportunities. We're talking about millions of products, global customers, and 
constant innovation. But let’s be real: the competition is tough. That’s precisely 
why I built this course—to give you a real advantage. 

This isn’t just theory. You’ll learn step-by-step strategies that help you work 
smarter, move faster, and outperform the majority of sellers. If you're ready to 
take action, this course will show you exactly how to tap into the Amazon 
goldmine the right way. 

. 

Think about what you're about to learn: 

• You'll become a super-sleuth at finding profitable products, spotting 
those hidden gems everyone else misses. No more guessing; just solid 
decisions that put money in your pocket. 

• You'll get the courage and the exact words to talk to any brand, even 
the big ones. Imagine getting direct deals – that's totally possible for you. 

• You'll learn how to protect your business from tricky issues like IP 
complaints. We'll turn potential headaches into minor bumps in the 
road. 

• Your profits will jump as you master smart pricing, clever bundling, and 
special offers that make customers rush to buy from you. 
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• And for serious growth, we'll teach you how to automate daily tasks and 
build a fantastic team of virtual helpers. This frees you up to be the 
boss, not just stuck doing all the small stuff. 

• We're even going to dig into the important but often confusing stuff like 
taxes and keeping your books straight. You'll have a clear plan for your 
money – something many people wish they had! 

This course isn't about quick fixes or overnight riches; it's about building a 
strong, growing, and truly profitable business that lasts. Whether you dream 
of making thousands of dollars a month, hitting six figures, or even starting 
your own Amazon consulting service, this is where you start. 

I'm here to guide you, share all my insights, and help you skip the mistakes I 
made. This isn't just watching videos; it's about doing, learning, and getting 
real results. 

So, get ready to get to work. Your amazing Amazon business journey starts 
right now. Let's build something awesome together! 
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Module 1: Advanced Product Research Strategy 

In this module, we'll go beyond basic product research to learn strategies that'll 
help you find long-term, profitable products. We'll learn how to find not just a 
good product, but a strong brand and category that will provide stability to 
your business. 

1.1 Niche Selection with Long-Term Potential 

Typically, new sellers start selling any profitable product they find. However, 
advanced sellers focus on a specific Niche or category. This makes it easier to 
build relationships with brands or distributors and increases your reputation 
within that category. 

How to select a niche with long-term potential? 

• Evergreen Niches: Choose niches that have year-round demand. For 
example:  

o Pet Supplies: People always spend on their pets. 
o Baby Products: New babies are always being born. 
o Kitchen & Dining: The demand for kitchen essentials never 

decreases. 
o Health & Personal Care: Everyday essential products. 

• High-Barrier-to-Entry Niches: These are niches where it's difficult for 
new sellers to enter. For example:  

o Gated Categories: Such as Grocery, Beauty, Automotive. Selling in 
these categories requires Amazon's approval or Ungating. 
Competition here is relatively lower. 

o Products Requiring Certifications: Such as toys, electronics, or 
baby products that require specific safety certifications (e.g., CPC - 
Children's Product Certificate). 

• Analyze Market Trends: Use Google Trends or other tools to see if the 
demand for your chosen niche has increased, decreased, or remained 
stable over the past 5 years. Choose a niche that's growing over time. 

Example: If you start working in the "Organic Pet Food" niche, you can 
gradually expand your business into related products like "Pet Toys," "Pet 
Grooming Tools," etc. This allows you to source multiple products from the 
same distributor and strengthen your portfolio. 
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1.2 Reverse Sourcing Wholesale (with Keepa) 

In the basic Wholesale model, we find brands or distributors and then look for 
products from their catalogs. However, Reverse Sourcing is the exact opposite 
and much more effective. Here, we first find a profitable product on Amazon 
and then try to find the brand or distributor of that product. 

Steps for Reverse Sourcing using Keepa: 

• Step 1: Find a Potential Product  
o Go to the product page of any large brand. For example, go to the 

page of a "Neutrogena" brand Moisturizer. 
o Observe the Keepa chart carefully. Look for products where the 

Buy Box is stable, there are multiple FBA sellers, but Amazon itself 
isn't a seller, or if it is, it goes Out of Stock occasionally. 

• Step 2: Analyze the Keepa Data  
o Go to the Data Tab: Click on the "Data" tab below the Keepa chart. 
o Click on Offers: Here you'll see a list of all current and past sellers. 

Pay attention to their Stock Count, Seller Name, and Ratings. 
o Identify Other Sellers: Look for sellers with good ratings (1000+) 

and many reviews. These are usually established wholesale sellers. 
Their storefronts can be a goldmine for us. 

The next part of Step 2 is the core strategy, which we'll discuss in the next topic. 

1.3 Competitor Store Reverse Engineering 

This is the most powerful part of reverse sourcing. Here, we analyze the 
storefronts of other successful wholesale sellers to find their most profitable 
brands and products. 

Steps: 

• Step 1: Find a Competitor's Storefront  
o From Keepa's "Data" tab, click on the name of the established 

seller you found. This will take you to their Amazon Storefront. 
o Here you can see which products they're currently selling. 

• Step 2: Analyze Their Brand Portfolio  
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o On their storefront, see which brands they're selling the most. If 
you see a seller selling 15 different products from the "Garden of 
Life" brand, it likely means they have a wholesale account with this 
brand. 

o Create a list of these brands. These are your potential target 
brands. 

• Step 3: Filter Profitable Products  
o Now your job is to find profitable products from that seller's 

storefront, either manually or using a tool (e.g., Tactical Arbitrage). 
o Look at the Keepa chart for each product. Note down products 

with a good BSR (Best Sellers Rank), stable Buy Box price, and 
multiple FBA sellers. 

Using this method, instead of researching hundreds of brands yourself, you 
can quickly find profitable brands and products based on the research of other 
successful sellers. 

1.4 Seasonality & Trend Analysis 

Many products have demand that increases or decreases at specific times of 
the year. As an advanced seller, understanding this is crucial. 

• Seasonality:  
o Example: Demand for toys and gift items increases during 

Christmas, sunscreen and swimsuits in summer, and jackets and 
heaters in winter. 

o Using Keepa: By looking at the "All Time" view of the Keepa chart, 
you can easily identify a product's seasonality. You'll see that at 
specific times of the year, the Sales Rank (BSR) drops significantly 
(meaning sales increase), and the number of sellers also rises. 

o Strategy: Start product sourcing and sending inventory 2-3 
months before the season begins. Be prepared to clear excess 
inventory at the end of the season. 

• Trend Analysis:  
o What is a Trend?: A trend is a sudden increase in public interest 

in a specific product or niche, which may decrease after some time. 
For example, Fidget Spinners. 

o Risk: Trendy products can yield high profits, but the risk is equally 
high. If the trend ends, your inventory might get stuck. 



Mahnoor LLC /2025  Page 8 of 47 
 

o Strategy: If you must work with trendy products, test with very 
limited inventory. Make quick profits and exit. For a long-term 
business, you shouldn't rely on trendy products. The Google Trends 
tool can help you understand a product's trend in this regard. 

o  

 Module 2: Brand Approval & Outreach Mastery 

In this module, we will learn how to effectively contact brands and distributors 
to get permission to sell their products. This is a significant challenge for new 
sellers because many established brands are hesitant to approve new 
accounts. However, by using specific strategies, we can make this process 
much smoother and increase our success rate. 

 

2.1 Brand Approval Process (Case Study + Template) 

To get brand approval, it's best to follow a standardized process. Below is a 
step-by-step guide, including a case study and ready-to-use templates. 

• Step 1: Identify Potential Brands 
o Begin by creating a list of brands you want to sell. You can find 

these brands using the research methods discussed in Module 1. 
• Step 2: Send the Initial Email 

o Visit the brand's official website and find their email address on the 
"Contact Us" or "Wholesale Inquiry" page. If you can't find a direct 
email, try searching on LinkedIn for a Sales or Marketing Manager 
associated with the brand. 

o Below is a professional template you can use for your first email: 

Subject: Wholesale Partnership Inquiry 

Dear [Brand Name] Team, 

My name is [Your Name], and I am the founder of [Your Company 
Name]. We are an e-commerce retailer specializing in the home 
and kitchen category on Amazon. I am writing to express our 
interest in offering your products to our customer base. 
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We have seen your products on Amazon and believe they would 
be a great fit for our customers. We are interested in establishing 
a long-term partnership with your brand. 

If you are open to new wholesale partners, could you please 
provide us with your wholesale catalog and pricing details? 

Thank you for your time and consideration. 

Best regards, 

[Your Name] [Your Title] [Your Company Name] [Your Website (if 
you have one)] [Your Phone Number] 

• Step 3: Send a Follow-Up Email 
o If you don't receive a response within a few business days, send a 

polite follow-up email. 

Subject: Following Up: Wholesale Partnership Inquiry 

Dear [Brand Name] Team, 

I hope this email finds you well. 

I am writing to follow up on the email I sent on [Date of first email] 
regarding a potential wholesale partnership. I understand you are 
likely very busy, but I wanted to reiterate our interest in working 
with you. 

We look forward to hearing from you. 

Thank you, 

[Your Name] 

• Step 4: Prepare Necessary Documents 
o Many brands will ask for legal documents before granting 

approval. Have your Reseller Certificate, EIN (Employer 
Identification Number), and Business License ready to send 
upon request. 
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• Case Study: A Successful Approval 
o Let's say you want to get approval from a brand called "XYZ Home 

Goods." After your initial email, they reply asking for your Reseller 
Certificate, which you provide promptly. In return, they send you 
their wholesale catalog and price list. You analyze their products 
and find a healthy profit margin. You start with a small initial order 
to build trust and gradually strengthen the business relationship 
over time. 

 

2.2 Handling Rejection & Re-Submission Techniques 

It's normal to face rejection; not every brand will approve your application. The 
key is not to get discouraged. With the right techniques, you can improve your 
chances upon re-submission. 

• Understand the Reason for Rejection  
o If a brand rejects your application, politely ask for the reason. Often, 

they will provide a reason, such as, "We are not accepting new 
Amazon sellers at this time," or "Your business is too new." 

• Take Action Based on the Reason  
o If they aren't accepting new sellers, you can respond by explaining 

your commitment to upholding their brand's integrity and 
adhering strictly to their MAP (Minimum Advertised Price) policy. 

o If they reject you because your business is new, explain that you 
are focused on sustainable growth and are keen to build a long-
term, valuable partnership with them. 

• Prepare for Re-Submission  
o If they requested additional information (like an inventory plan or 

a marketing strategy), prepare these documents professionally 
and resubmit your application. This shows you are serious and 
proactive. 

• Try a Different Approach  
o If email communication is not working, try calling them. A direct 

conversation can sometimes be more effective at building rapport 
and overcoming objections. 
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2.3 Negotiation Strategy with Distributors 

When communicating with distributors, certain strategies can help you secure 
a better deal. 

• Do Your Research: Understand the distributor's business. Know which 
brands they carry, their typical terms, and their position in the market. 

• Introduce Yourself Clearly: Professionally introduce your company and 
clearly state your objectives. 

• Build a Relationship: Focus on building a positive, long-term 
relationship. Be direct, honest, and friendly. 

• Negotiate a Good Deal: Don't be afraid to negotiate on pricing, payment 
terms, and shipping costs. Inquire about potential volume discounts or 
exclusive offers. 

• Maintain Communication: Keep in regular contact with your 
representative. If any issues arise, communicate them quickly and work 
towards a solution together. 

 

2.4 Professional Email Scripts for High-End Brands 

When contacting high-end or luxury brands, your communication must be 
exceptionally professional. 

• Initial Outreach Email 

Subject: Partnership Proposal - [Your Company Name] & [Brand Name] 

Dear [Brand Name] Team, 

My name is [Your Name], and I represent [Your Company Name], a 
curated retailer of premium products on the Amazon marketplace. Our 
mission is to connect discerning customers with high-quality brands like 
yours. 

Your brand's reputation for excellence and quality is precisely what we 
look for in a partner. We are confident that featuring your products in our 
store would be mutually beneficial. 
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We are committed to maintaining brand value and strictly adhere to all 
partner guidelines, including MAP policies. We would be honored to 
discuss a potential wholesale partnership. 

Could you please direct me to the appropriate contact or provide 
information on your wholesale program? 

Thank you for your consideration. 

Sincerely, 

[Your Name] [Your Title] [Your Company Name] [Your Website] [Your 
Phone Number] 

• Follow-Up Email 

Subject: Following Up: Partnership Proposal - [Your Company Name] 

Dear [Contact Person's Name or Team], 

I hope you are having a productive week. 

I am writing to briefly follow up on my email from [Date] regarding a 
wholesale partnership. We remain very interested in the opportunity to 
work with you. 

We would be happy to provide any additional information you might 
need. 

Thank you, 

[Your Name] 

 

This concludes Module 2. We have learned how to professionally approach 
brands and distributors, handle rejections gracefully, and negotiate effectively 
to build a strong portfolio of wholesale accounts. 

Module 3: Dealing with IP Complaints & Policy Violations 
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In this module, we will discuss a critical and sensitive aspect of selling on 
Amazon: Intellectual Property (IP) complaints and policy violations. In the 
wholesale model, there is an inherent risk of receiving IP complaints because 
you are selling products owned by other brands. Here, we will learn how to 
understand these complaints and how to address them correctly. 

 

3.1 Understanding IP Complaints 

An IP (Intellectual Property) complaint occurs when a brand owner (rights 
owner) reports to Amazon that a seller has infringed upon their trademark, 
copyright, or patent. 

There are three primary types of IP complaints: 

1. Trademark Violation: 
o How it happens: This occurs when you use a brand's name, logo, 

or slogan in your product listing's title, bullet points, or images 
without their permission. In the wholesale model, this typically 
happens if you sell counterfeit goods or add information to the 
listing that misrepresents the brand. 

o Example: If you are selling Nike shoes and use the phrase "Better 
than Adidas" in your listing, Adidas could file a trademark 
complaint against you for improper use of their brand name. 

2. Copyright Violation: 
o How it happens: This occurs when you use a brand's official 

photos, product descriptions, or other creative content on your 
listing without their permission. 

o Example: You are not an authorized reseller of Canon cameras, but 
you download professionally shot images from Canon's official 
website and use them on your Amazon listing. Canon can file a 
copyright complaint against you. 

3. Patent Violation: 
o How it happens: This relates to a product's unique design (Design 

Patent) or its functionality (Utility Patent). If you sell a product that 
copies another company's patented design or technology, you 
could face a patent violation complaint. This is less common for 
wholesale sellers unless they source counterfeit products. 
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3.2 How to Respond (Plan of Action Templates) 

If you receive an IP complaint, Amazon will likely suspend your listing and ask 
you to submit a Plan of Action (POA). It's crucial to remain calm and address 
the issue methodically. 

A strong POA has three main sections: 

A. The Root Cause of the Issue: 

• Here, you must honestly admit why the problem occurred. 
• Incorrect Answer: "I did not know this was against policy." 
• Correct Answer: "We failed to properly vet our supplier and verify their 

authorization to distribute the brand's products. We did not understand 
that we needed direct permission from the brand to sell this item." 

B. The Immediate Actions You Have Taken: 

• Describe the immediate steps you took to resolve the issue upon 
receiving the notification. 

• Examples:  
o "We have immediately and permanently deleted the ASIN in 

question from our inventory." 
o "We have conducted a full review of our entire inventory to ensure 

no other products from this brand are listed." 
o "We have contacted the rights owner who filed the complaint to 

apologize and attempt to resolve the issue directly." 

C. The Preventive Measures to Avoid Future Issues: 

• Detail the long-term changes you have implemented in your business 
processes to prevent the recurrence of this issue. 

• Examples:  
o "Going forward, before sourcing any new product, we will contact 

the brand directly to verify our supplier is an authorized distributor 
or to seek direct permission." 
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o "We will obtain and archive all necessary documentation for new 
products, including supplier invoices and Letters of Authorization 
(LOAs)." 

o "Our team will undergo mandatory retraining on Amazon's 
Intellectual Property policies to ensure full compliance." 

Important: If possible, try to get a retraction from the rights owner. A 
retraction is an email from the complainant to Amazon stating that they are 
withdrawing their complaint. This significantly increases your chances of 
having your listing or account reinstated quickly. 

 

3.3 Monitoring Brands Using Amazon Transparency 

Amazon Transparency is an item-level tracing service that helps brands and 
customers protect themselves from counterfeit products. 

• How it works: Participating brands apply a unique Transparency code 
(similar to a QR code) to the packaging of each unit. Amazon scans this 
code at its fulfillment centers to verify the authenticity of every item. 

• Benefit for Sellers: If a brand is enrolled in the Transparency program, 
only authorized sellers can list that product. If you are not authorized, the 
system will prevent you from adding an offer to the listing. This protects 
you from unknowingly selling counterfeit items and from related IP 
complaints. Before sourcing, you can check if a brand participates in this 
program. 

 

3.4 Avoiding High-Risk Brands 

Some brands are extremely aggressive in protecting their distribution 
channels and frequently file IP complaints against third-party sellers. It's wise 
to avoid these brands altogether. 

How to identify high-risk brands: 
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• Analyze Keepa Data: Look at the Keepa chart for a product. If you see a 
sudden drop-off where all or most FBA sellers disappear from the listing, 
it could indicate the brand conducted an IP complaint sweep. 

• Seller Forums and Facebook Groups: In various Amazon seller 
communities, members often share lists of "High-Risk Brands" or "IP 
Complaint Brands." Following these lists can be very helpful. 

• Number of Sellers on a Listing: If a popular product has only one or two 
sellers (and one of them is the brand itself), it's a strong sign that the 
brand does not permit third-party sellers. 

• Google Search: Search for the brand's name + "Amazon IP Complaint." 
You can often find forum discussions or blog posts from other sellers 
sharing their experiences. 

The bottom line is: Even if a product seems highly profitable, stay away from 
brands known for filing IP complaints. It is far better to miss out on one product 
than to jeopardize the health of your entire seller account. 

 

 Module 4: Wholesale Pricing, Bundling & Value Offer Strategy 

In this module, we will learn how to move beyond simply selling products and 
instead use intelligent pricing, bundling, and value-added offers to beat the 
competition and increase profitability. We will discuss advanced strategies 
that go beyond basic profit and loss calculations. 

 

4.1 Advanced Profit Calculation 

New sellers often calculate profit by simply subtracting the product cost and 
basic Amazon fees from the sale price. However, a professional seller must 
account for numerous hidden costs to determine the true Net Profit. 

You must include these costs in your profit calculation: 

• Product Cost: The price you paid to the brand or distributor for the item. 
• Amazon Fees:  

o Referral Fee: A percentage of the sale price (typically 15%). 
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o FBA Fulfillment Fee: The cost for picking, packing, and shipping 
the item, based on its size and weight. 

• Inbound Shipping Cost: The cost to ship your products from your 
supplier/prep center to an Amazon FBA warehouse. This should be 
calculated on a per-unit basis. 

• Monthly Storage Fees: The monthly charge for storing your inventory in 
Amazon's warehouses. 

• Long-Term Storage Fees: An additional penalty for any inventory that 
remains in an FBA warehouse for more than 365 days. 

• Software Subscriptions: Monthly fees for essential tools like Keepa, a 
repricer, inventory management software, etc. 

• VA / Employee Costs: Salaries for your team members, if you have any. 
• Return Processing Costs: The financial loss incurred when a customer 

returns a product (e.g., return shipping fees, unsellable inventory). 
• Miscellaneous Costs: Other expenses such as prep center fees, labeling, 

business taxes, etc. 

The True Net Profit Formula: 
Net Profit=Sale Price−(Product Cost+All Amazon Fees+All Other Business Cost
s) 

By accounting for all these expenses, you get a realistic view of your business's 
financial health and can set prices more effectively. 

 

4.2 Bundling Strategies to Beat Competition 

The biggest challenge in the wholesale model is Buy Box Competition. When 
many sellers are on the same listing, price wars erupt, and profit margins 
shrink. The most effective solution to this problem is Bundling. 

What is Bundling? Bundling is the practice of combining two or more 
complementary products into a single, unique package for sale. When you 
create a bundle, you create an entirely new ASIN (listing) on Amazon. 

Advantages of Bundling: 
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• No Buy Box Competition: Since this is your unique listing, no other 
sellers can compete on it. You own the Buy Box. 

• Higher Perceived Value: Customers often perceive bundles as a better 
deal, which can justify a higher price point. 

• Increased Profit Margin: With no direct competition, you have full 
control over pricing and can set a profitable margin. 

Types of Bundles: 

1. Complementary Bundles: Combining two or more products that are 
used together or complement each other. 

o Examples:  
▪ A popular brand of shampoo with its matching conditioner. 
▪ A coffee maker with a bag of premium coffee beans. 
▪ A baby lotion with a bar of baby soap. 

2. Multi-Pack Bundles: Creating a package with multiple units of the same 
item. 

o Examples:  
▪ A 3-pack of the same popular soap. 
▪ A 5-pack of a popular snack item. 

Important Note: You must strictly adhere to Amazon's Product Bundling 
Policy. For example, you cannot mix a generic item with a branded item in a 
bundle, and your listing's title and images must clearly state that the product 
is a bundle. 

 

4.3 Value-Added Offers for High Sales Velocity 

Winning the sale isn't always about having the lowest price. In many cases, you 
can attract customers and increase your sales velocity by adding value to your 
offer. 

Ways to Add Value: 

• Create Unique Bundles: This is the most effective way to add value, as 
discussed above. A well-designed bundle solves a specific customer 
need and saves them the hassle of buying multiple items separately. 



Mahnoor LLC /2025  Page 19 of 47 
 

• Excellent Customer Service: Although Amazon handles customer 
service for FBA orders, your Seller Feedback rating is crucial. Respond to 
customer inquiries quickly and professionally. A high seller rating can 
help you win the Buy Box, even if your price is slightly higher than 
competitors. 

• Maintain Stock Consistently: Be a reliable seller who rarely goes out of 
stock. The Amazon algorithm favors sellers who can consistently keep 
products available for customers. 

• Informative Listing Contributions: While you don't have full control 
over a wholesale listing, you can submit suggestions to Amazon to 
improve it. This can include better images, clearer bullet points, or more 
accurate product information. An improved listing helps increase 
conversions for everyone on it. 

The key takeaway is that to succeed in wholesale, you can't just be a "reseller." 
You must be a "smart business owner" who uses various strategies to create a 
competitive advantage. 

Module 5: Automation Tools & Virtual Team Building 

As your business grows, you won't be able to manage everything on your own. 
In this module, we will learn how to save time using various automation tools 
and how to build a virtual team to take your business to the next level. 
Automation and delegation are essential for successful scaling. 

 

5.1 Using Repricing Tools (e.g., Aura, BQool, RepriceIt) 

In the wholesale model, you must constantly adjust your prices to win the Buy 
Box. Doing this manually is nearly impossible, especially when you have many 
listings. This is where a Repricer tool becomes indispensable. 

What is a Repricer and Why Use It? A repricer is software that automatically 
changes your product prices based on a set of rules you define. 

• 24/7 Monitoring: It monitors your competitors' prices 24/7, day and 
night, and adjusts your prices accordingly. 
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• Win the Buy Box: Its primary goal is to keep you in the Buy Box at the 
most profitable price point possible. 

• Avoid the "Race to the Bottom": A good repricer doesn't just lower 
prices; it also raises them when the opportunity arises. For instance, 
when a competitor goes out of stock, it will automatically increase your 
price to maximize profit. 

How to Set Up a Repricer: 

1. Set Min/Max Prices: For each product, define a minimum and 
maximum price. Your price will never drop below the minimum, 
protecting you from losses. 

2. Create Rules: You can create various strategic rules. For example:  
o "Price $0.01 below the Buy Box price." 
o "Only compete with other FBA sellers." 
o "If Amazon is in the Buy Box, do not compete." 
o "If you are the only seller, price at my maximum." 

Popular Repricer Tools: Aura, BQool, RepriceIt, Informed.co. 

 

5.2 Inventory Management Automation 

Reordering products at the right time is key to a successful business. If you run 
out of stock (stockout), you lose sales and your BSR (Best Sellers Rank) will 
suffer. Conversely, carrying excess inventory (overstock) ties up your capital 
and increases storage fees. 

What Inventory Management Tools Help With: 

• Sales Velocity Tracking: They track how many units of each product are 
sold per day or week. 

• Reorder Point Calculation: Based on your sales velocity and supplier 
lead times, the software alerts you exactly when you need to reorder. 

• Profitability Analysis: They provide a detailed breakdown of your true 
profit on a per-SKU (Stock Keeping Unit) basis. 

• Forecasting: They help predict future demand based on historical sales 
data. 
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Popular Tools: InventoryLab, Sellerboard, Sellics, SoStocked. 

 

5.3 How to Hire, Train & Manage VAs 

A VA (Virtual Assistant) is a remote team member who handles various tasks 
for your business. A good VA can significantly reduce your workload, freeing 
you up to focus on high-level strategy. 

Hiring: 

• Where to Find Them: Upwork, Onlinejobs.ph, and Fiverr are popular 
platforms for finding VAs. 

• What to Look For: Look for candidates with experience in Amazon Seller 
Central and Keepa. Strong English communication skills are essential. 

• The Test Task: Before making a final decision, assign a small, paid test 
task (e.g., ask them to analyze the profitability of a few products). This 
allows you to assess the quality of their work. 

Training: 

• Create SOPs: Develop an SOP (Standard Operating Procedure) for 
every task you delegate. (We'll cover this in the next topic). 

• Video Tutorials: Use screen recording tools (like Loom or Screencastify) 
to create video tutorials for each task. This is the most effective training 
method. 

• Start Small: Begin by assigning one or two simple tasks. As they master 
them, gradually give them more responsibilities. 

Managing: 

• Communication: Use tools like Slack or WhatsApp for daily 
communication and updates. 

• Task Management: Use project management tools like Trello, Asana, or 
ClickUp to assign and track tasks. 

• Set Clear Expectations: Clearly communicate deadlines and your 
expectations for the quality of work for each task. 
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5.4 SOP Templates & Task Management 

An SOP (Standard Operating Procedure) is a detailed, step-by-step 
document that explains how to perform a specific task. You should have an 
SOP for every repetitive task in your business. 

Why are SOPs essential? 

• Consistency: They ensure that tasks are always completed to the same 
standard and in the same way, regardless of who is doing them. 

• Easy Training: They make training new team members much faster and 
easier. 

• Scalability: It is nearly impossible to scale your business without a solid 
library of SOPs. 

Tasks to Create SOPs For: 

• Product research and Keepa analysis. 
• Contacting suppliers and brands. 
• Calculating profitability. 
• Creating FBA shipments. 
• Opening cases with Seller Support. 

Task Management Tools: These tools help you and your team stay organized 
and efficient. 

• Trello: A simple, card-based system that is very easy to use. You can 
create columns like To-Do, Doing, and Done to track the progress of 
tasks. 

• Asana/ClickUp: More advanced tools that allow you to manage project 
timelines, dependencies, and team workloads. 

Implementing these tools and systems is absolutely essential for scaling your 
business effectively. 

Module 6: Tax Strategy, Accounting & Bookkeeping (Detailed) 

This module covers the financial backbone of your business. It is arguably the 
most critical component for long-term, sustainable success. Getting this right 
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protects you from legal issues, saves you money, and gives you the clarity 
needed to make smart business decisions. 

*Disclaimer: This information is for educational purposes only. I am not a 
qualified CPA. Always consult a certified professional for tax and legal advice 
specific to your business. 

6.1 Understanding Your Tax Obligations: An Overview 

As a business owner, you are responsible for two primary types of taxes: 

1. Sales Tax: A tax on consumption, paid by the customer, which you 
collect and remit to state governments. 

2. Income Tax: A tax on your business's net profit, which you pay to the 
federal government (IRS) and potentially your state government. 

Keeping these two separate in your mind is crucial. This module will break 
down how to handle both. 

6.2 US Sales Tax & Nexus: A Step-by-Step Guide 

Understand What Sales Tax Is Sales tax is a tax charged to customers on the 
sale of goods and services. Each state, and sometimes even local 
municipalities, sets its own rate. As a seller, your job is to act as a tax collector 
for the government. 

Learn About Marketplace Facilitator Laws This is the most important 
concept for modern Amazon sellers. In the past, sellers were responsible for 
tracking, collecting, and remitting sales tax in every state where they had a 
"nexus." This was a massive headache. 

Today, Marketplace Facilitator Laws require marketplaces like Amazon, eBay, 
and Walmart to handle this entire process for third-party sales. 

• What this means for you: For all your sales on the Amazon platform, 
Amazon automatically calculates the correct sales tax based on the 
customer's location, collects it from the customer, and pays it directly to 
the appropriate state tax authority. This single change has saved sellers 
thousands of hours and potential errors. 
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Understand Nexus (Even With Facilitator Laws) While Amazon handles the 
collection and remittance, the concept of "nexus" is still important. Nexus is a 
legal term for having a significant business presence in a state, which creates 
a tax obligation. If you have nexus in a state, you may still be required to 
register for a sales tax permit there, even if you report zero sales (because 
Amazon is remitting on your behalf). 

There are two main types of nexus for e-commerce sellers: 

• Physical Nexus: This is created by having a physical presence. For FBA 
sellers, this is automatically triggered in every state where your 
inventory is stored in an Amazon FBA warehouse. You can find a list of 
your inventory locations in your Seller Central reports. 

• Economic Nexus: This is created by exceeding a certain amount of sales 
or transactions in a state within a year. The common threshold is 
$100,000 in sales OR 200 separate transactions, though this varies by 
state. 

Why does this still matter? A CPA might advise you to register for a permit in 
states where you have a strong nexus to remain fully compliant, and it's 
absolutely critical if you sell on other channels (like your own Shopify store) 
where you are responsible for collection and remittance. 

6.3 Bookkeeping 101: Using QuickBooks or Xero 

Bookkeeping is the non-negotiable process of recording every single financial 
transaction in your business. It is the foundation of your financial intelligence. 
A simple spreadsheet is not enough. 

Choose Your Software Your two best options are QuickBooks Online and 
Xero. Both are cloud-based and designed for small businesses. QuickBooks is 
the industry standard in the US and is preferred by most CPAs. 

Set Up Your Chart of Accounts This is the list of all the categories you'll use to 
organize your transactions. A good e-commerce CPA can help you set this up 
correctly. It will include categories like: 

• Income: Amazon Sales, Shopify Sales, etc. 
• Cost of Goods Sold (COGS): Product Purchases, Inbound Shipping. 
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• Expenses: Amazon Fees, Software Subscriptions, VA Salaries, Marketing 
& Ads, Home Office, etc. 

Connect Your Accounts Link your accounting software to your business bank 
account, business credit cards, and your Amazon Seller Central account. This 
will automatically import transactions, saving you hours of manual data entry. 

Reconcile Your Accounts Monthly Reconciliation is the process of matching 
the transactions in your software to your bank statements. This ensures that 
your books are 100% accurate and no transactions have been missed. You or 
your bookkeeper should do this every single month without fail. The result is 
three critical financial reports: 

• Profit & Loss (P&L) Statement: Shows your income, expenses, and net 
profit over a period. This tells you if your business is profitable. 

• Balance Sheet: A snapshot of your business's financial health, showing 
assets, liabilities, and equity. 

• Cash Flow Statement: Tracks the movement of cash in and out of your 
business. 

6.4 The Professional Path: Hiring a CPA vs. DIY 

Doing It Yourself (DIY) 

• When it's okay: In the very beginning when you have very few 
transactions and want to save money. 

• The Risks: It is incredibly time-consuming. You risk making costly errors, 
missing valuable tax deductions, and facing penalties or audits if you file 
incorrectly. 

Hiring a Professional CPA This is one of the best investments you will make in 
your business as you grow. 

• Step 1: Find an E-commerce Specialist. Do not hire any local CPA. You 
need someone who lives and breathes e-commerce. They understand 
FBA fees, COGS for inventory, multi-state tax issues, and the specific 
software used in the industry. 

• Step 2: Understand Their Role. A good CPA does more than just file your 
year-end taxes. They provide: 
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o Strategic Tax Planning: They help you legally minimize your tax 
bill throughout the year. 

o Financial Clarity: They can explain your financial reports so you 
understand the real health of your business. 

o Peace of Mind: Knowing your finances are being handled correctly 
by an expert allows you to focus on growing your business. 

• Step 3: Let Them Guide You. Your CPA will advise you on which business 
structure is best (LLC, S-Corp), when to register for state permits, and 
what expenses you can legally deduct. 

 

 

Module 7: Advanced Scaling Strategies for Your E-commerce Business 

This module focuses on moving beyond the initial success of your wholesale 
business. These are strategic growth levers that transform your operation from 
a simple hustle into a diversified, resilient, and valuable enterprise. 

 

7.1 Brand Portfolio Expansion: The Foundation of Scale and Stability 

Growing your portfolio of approved brands is the most direct and fundamental 
way to scale your wholesale business. Think of it not just as adding products, 
but as building pillars to support your entire enterprise. 

• Detailed Breakdown:  
o Revenue Diversification: Your initial brand might be successful, 

but what happens if they change their sales strategy, get acquired, 
or their products fall out of trend? By having 5, 10, or 20+ approved 
brands, the poor performance or loss of any single one will not 
jeopardize your entire business. Each new brand is a distinct 
revenue stream. 

o Compounding Growth: The process of finding, contacting, and 
opening an account with a brand is a repeatable skill. As you 
become more efficient, you can add new brands at a faster rate. 
Adding a new brand that generates $2,000/month in profit is a 
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significant leap. Adding your tenth brand that does the same is 
how you build a six-figure operation. 

o How to Execute:  
▪ Systematize Your Outreach: Don't just send random 

emails. Create a professional pitch deck and email 
templates. Use a CRM (Customer Relationship 
Management) tool, even a simple spreadsheet, to track who 
you've contacted, their responses, and follow-up dates. 

▪ Leverage Trade Shows and Industry Events: Attending 
trade shows (both in-person and virtual) is the most efficient 
way to meet decision-makers from hundreds of brands in a 
single weekend. 

▪ Constant Research: Use tools like Helium 10 or Jungle Scout 
to analyze your competitors' storefronts and see what other 
brands they are successfully selling. This is a direct roadmap 
to profitable opportunities. 

 

7.2 The Strategic Pivot: Transitioning from Wholesale to Private Label 

This is the evolution from being a reseller of other companies' products to 
becoming the owner of your own. By leveraging the data, skills, and cash flow 
from your wholesale business, you can create a brand from the ground up. 

• Benefits Explained in Detail:  
o Exponentially Higher Profit Margins: In wholesale, you might 

make a 10-15% net margin after all fees. With Private Label, because 
you control the entire supply chain from manufacturing to 
customer, net margins of 25-40% or even higher are achievable. 

o Absolute Control and Brand Building: You are no longer at the 
mercy of a brand's pricing policies (MAP), distribution choices, or 
listing quality. You decide the price, the product photography, the 
marketing copy, and the brand's story. You can make continuous 
improvements to the product based on customer feedback. 

o Creating a Sellable Asset: A wholesale reselling business is 
difficult to sell because its value is tied to agreements that may not 
be transferable. A Private Label brand, however, is a tangible asset. 
It has intellectual property, customer lists, and a market presence. 
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Successful PL brands are often acquired by larger companies for a 
multiple of their annual profit (e.g., 3-7x SDE - Seller's Discretionary 
Earnings), creating life-changing capital. 

o The Bridge: Use your wholesale knowledge. You already know 
what types of products sell well, what keywords customers use, 
and how Amazon's logistics work. You're not starting from zero; 
you're starting with invaluable market intelligence. 

 

7.3 Cross-Marketplace Diversification: Beyond the Amazon Ecosystem 

Relying 100% on Amazon exposes you to significant platform risk (e.g., sudden 
account suspension, policy changes, fee increases). Expanding to other 
marketplaces is a critical step in building a robust, long-term business. 

• Strategic Implementation:  
o Leverage Existing Assets: You already have the products and, 

crucially, the wholesale relationships. The first step is to review your 
agreements or simply ask your brand partners if you are permitted 
to sell their products on other platforms like Walmart, eBay, or 
others. Many will be happy for the extra exposure. 

o Platform-Specific Strategy:  
▪ Walmart Marketplace: This is a rapidly growing platform 

that favors established sellers and brands. It's less saturated 
than Amazon, and you can often win the Buy Box more 
easily for your existing products. 

▪ eBay: While often seen as an auction site, eBay has a 
massive "Buy It Now" marketplace with a different 
demographic. It can be excellent for niche products, 
collectibles, or refurbished items. 

o Operational Challenges: The main hurdle is inventory 
management. Selling the same product on three platforms 
requires sophisticated inventory syncing to avoid overselling. Use 
multi-channel inventory management software (like Sellbrite, 
Linnworks, or Webgility) to synchronize stock levels across all 
channels automatically. 
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7.4 The Ultimate Goal: Your Own Direct-to-Consumer (DTC) E-commerce 
Store 

This is the pinnacle of brand ownership. By building your own store on a 
platform like Shopify, you move from being a guest in someone else's 
marketplace to owning the entire house. 

• Benefits in Focus: 
o Owning the Customer Relationship: On Amazon, the buyers are 

Amazon's customers. On Shopify, they are your customers. You get 
their email addresses, allowing you to build a long-term 
relationship through email marketing, retargeting ads, and loyalty 
programs. 

o Freedom from Referral Fees: Amazon's referral fees typically 
range from 8% to 20% (averaging around 15%). On Shopify, you only 
pay a much smaller credit card processing fee (around 2-3%). This 
difference flows directly to your bottom line. 

o Complete Brand Control: You control the entire customer 
experience—from the design of your website and the checkout 
process to the custom packaging and unboxing experience. This 
allows you to build a premium, memorable brand that fosters 
loyalty. 

• The Core Challenge: Traffic Generation This is the trade-off. On 
Amazon, millions of customers are already there. On your own site, you 
start with zero visitors. You must become an expert marketer and drive 
your own traffic through a multi-channel approach: 

o SEO (Search Engine Optimization): Optimizing your site to rank 
on Google for relevant search terms. 

o Paid Ads (PPC): Running campaigns on Google Ads, Facebook, 
Instagram, and TikTok. 

o Content Marketing: Creating valuable blog posts, videos, or 
guides that attract your target audience. 

o Social Media Marketing: Building a community on platforms 
where your customers spend their time. 

o Email Marketing: Nurturing leads and driving repeat purchases 
from your customer list. 
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Module 8: Monetizing Your Expertise Through a Service-Based Business 

Once you've achieved success in e-commerce, your knowledge itself becomes 
a valuable asset. You can package this expertise and sell it, creating a new, 
high-margin revenue stream that isn't dependent on inventory. 

 

8.1 Starting as a Freelancer: Packaging Your Skills 

The easiest entry point is to offer specific, "productized" services on freelance 
platforms like Upwork and Fiverr. Clients prefer buying a clearly defined service 
with a fixed outcome rather than hiring a general consultant. 

• Examples of Packaged Services:  
o "Profitable Product Opportunity Report": For a fixed fee, you 

deliver a detailed report on 3 potential products, including data on 
sales volume, competition, seasonality, and supplier research. 

o "Brand Outreach & Account Opening Service": You manage the 
entire process of contacting 20 prospective brands for a client, 
including templates, follow-ups, and negotiation support. 

o "Amazon Listing Optimization Package": You will rewrite the 
title, bullet points, and description for one ASIN, perform keyword 
research, and provide recommendations for image 
improvements. 

o "IP Complaint Resolution Consultation": For an hourly or flat fee, 
you will analyze an IP complaint and provide a step-by-step Plan 
of Action for the client to submit to Amazon. 

 

8.2 The Agency Model: Offering Full Brand Management 

This is the evolution from one-off projects to a full-service agency. Instead of 
selling a single task, you sell a complete solution for a recurring monthly 
retainer fee ($1,500 - $5,000+ per month, per client). You become a brand's 
outsourced Amazon department. 

• Scope of Services Includes:  
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o Strategic Planning: Setting sales goals and outlining the growth 
strategy. 

o Listing & Content Management: Creating and continuously 
optimizing all product listings. 

o PPC Advertising Management: Managing the entire ad budget 
to drive sales at a target ACoS (Advertising Cost of Sale). 

o Inventory Forecasting: Working with the brand to ensure 
products stay in stock without incurring high storage fees. 

o Customer Service & Review Management: Handling customer 
inquiries and actively managing brand reputation. 

o Reporting & Analytics: Providing the client with a monthly report 
detailing key metrics, progress, and next steps. 

 

8.3 Building Your Service Portfolio on Platforms like Fiverr & Upwork 

Getting your first clients requires a strategic approach focused on building 
trust and credibility. 

• Step-by-Step Guide:  
1. Craft a Specialist Profile: Don't be a generalist. Your headline 

should be specific: "Amazon FBA Growth Strategist for Health & 
Beauty Brands" is much stronger than "E-commerce Expert." Use 
a professional photo and fill out every section of your profile. 

2. Price Strategically to Start: Your initial goal is not to maximize 
profit, but to acquire 5-star reviews. Price your first few gigs 
competitively to attract buyers. Think of this as an investment in 
your reputation. Once you have a handful of stellar reviews, you 
can raise your prices significantly. 

3. Showcase Your Own Success (The Ultimate Proof): In your 
profile description and portfolio, create a mini-case study of your 
own store. Don't reveal your product, but share impressive, 
verifiable metrics. For example: "Grew my own brand from $0 to 
$25k/month in revenue in 7 months" or "Reduced ACoS from 55% 
to 22% while increasing total sales." This demonstrates that you 
can practice what you preach. 
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8.4 The Power of Social Proof: Creating Case Studies & Testimonials 

To land high-value, long-term agency clients, you must prove your worth. 
Social proof is the most persuasive tool in your arsenal. 

• Mastering Testimonials: 
o Actively Request Them: Don't wait for clients to offer. After a 

successful project, send a polite email asking for a review and 
make it easy by providing the direct link. 

o Use Them Everywhere: Feature your best testimonials 
prominently on your website, in your proposals, and on your 
freelance profiles. 

• Crafting Compelling Case Studies: A great case study is a story that 
positions you as the expert hero. Use the classic Problem-Solution-
Result framework. 

o Example Case Study:  
▪ The Client: A legacy skincare brand with strong retail 

presence but struggling on Amazon. 
▪ The Problem: Sales were flat at $10k/month, their main 

product listing had a poor 3.2-star rating, and their 
advertising spend was unprofitable with a 70% ACoS. 

▪ The Solution (Your Actions):  
1. Conducted a full listing audit and rewrote the copy 

with SEO-focused keywords. 
2. Arranged for new lifestyle product photography. 
3. Launched a targeted PPC campaign to drive initial 

sales and reviews. 
4. Implemented an email follow-up sequence to 

improve customer service and mitigate negative 
reviews. 

▪ The Measurable Result:  
1. "Within 90 days, monthly sales increased by 150% to 

$25,000." 
2. "Product rating improved from 3.2 to 4.6 stars." 
3. "Advertising Cost of Sale (ACoS) was reduced from 

70% to a profitable 30%." 
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Your own store is your first and most powerful case study. Document 
your journey and translate your successes into this format to attract your 
ideal clients. 

 

7.1 Brand Portfolio Expansion 

The most direct way to scale is to grow your portfolio of approved brands. This 
diversifies your risk and opens up more revenue streams. 

7.2 Wholesale to Private Label Transition 

Many successful wholesalers use their knowledge and cash flow to launch their 
own Private Label (PL) brand. 

• Benefits: Much higher profit margins, full control over the brand and 
listing, and the creation of a valuable, sellable asset. 

7.3 Cross-Marketplace Selling (Walmart, eBay) 

Reduce your dependency on Amazon by expanding to other marketplaces. 
You can often use your existing wholesale relationships to sell on platforms like 
Walmart and eBay. 

7.4 Launching Your Own E-commerce Store 

The ultimate step is building your own brand on a platform like Shopify. 

• Benefits: You own the customer relationship, pay no referral fees, and 
have total brand control. 

• Challenge: You are responsible for generating your own traffic through 
marketing (SEO, paid ads, etc.). 

Module 8: Building Your Business as a Service (Consulting / Agency) 

Monetize your expertise by creating a service-based business. 

8.1 Packaging Your Experience as a Freelancer 

Offer specific, packaged services on platforms like Fiverr or Upwork: 
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• Profitable Product Research 
• Brand Outreach Services 
• IP Complaint Consultation 

8.2 Offering Brand Management Services 

Move to a full agency model where you manage a brand's entire Amazon 
presence for a monthly retainer fee. This includes everything from inventory 
and PPC to customer service. 

8.3 Building Your Portfolio on Fiverr, Upwork 

• Create a professional profile highlighting your Amazon expertise. 
• Start with competitive pricing to get your first few positive reviews. 
• Showcase the success of your own store as proof of your skills. 

8.4 Creating Case Studies & Testimonials 

To land high-paying clients, you need social proof. 

• Testimonials: Collect reviews from happy clients. 
• Case Studies: Detail a project's success by outlining the Problem, your 

Solution, and the measurable Result. Your own store is your best case 
study. 

 

9: Growth Hacking Your Wholesale Business 

You have mastered the fundamentals. You have systems in place. Now, it's 
time to accelerate. This bonus module focuses on "growth hacks"—clever, 
high-leverage strategies designed to help you out-think and out-maneuver 
your competition, often with minimal capital investment. These are the tactics 
that separate 6-figure sellers from 7-figure enterprises. 

9.1 The Local Sourcing Arbitrage 

Most sellers focus exclusively on national distributors and online sources, 
completely overlooking a hidden goldmine: local and regional distributors. 
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• The Concept: Many fantastic local brands or regional distributors have a 
weak online presence and have never even considered selling on a 
national platform like Amazon. Their products might be best-sellers in a 
specific city or state but are virtually unknown online. This is a massive 
opportunity for you to become their exclusive online partner. 

• Step 1: The Hunt. 
o Use Google Maps and search for terms like "[Your City] food 

distributor," "regional beauty supplier," or "local toy wholesaler." 
o Visit independent local grocery stores, boutiques, or hardware 

stores. Look at their shelves. Find interesting products from brands 
you don't recognize. Take pictures of the labels and look for the 
distributor's information. 

• Step 2: The Pitch. 
o Contact these local businesses. Don't just ask for a wholesale 

account. Frame your pitch as a partnership. Say, "I specialize in 
helping brands like yours reach a national audience on Amazon. 
Your products are fantastic, and I believe customers across the 
country would love them. Let me handle the entire online side for 
you." 

• The Advantage (The "Hack"): 
o Zero Competition: You will likely be the only seller of these 

products on Amazon. This means you own the Buy Box 100% of the 
time. 

o Exclusive Relationship: You can often negotiate to be their sole, 
exclusive Amazon partner. 

o Lower Shipping Costs: Sourcing locally can drastically reduce 
your inbound FBA shipping costs. 

9.2 The Trade Show Power Play 

Emails can be ignored. Phone calls can go unanswered. But a face-to-face 
meeting at a trade show can forge a relationship and land an exclusive account 
in minutes. 

• The Concept: Instead of being one of a thousand emails a brand 
manager receives, you become a real person. Trade shows are where 
brands are actively looking for new retail partners. 

• Step 1: Find the Right Shows. 
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o Use online resources like The Trade Show Calendar or 10times to 
find industry-specific shows. Examples include the Natural 
Products Expo (for food/beauty), ASD Market Week (for general 
merchandise), or the Toy Fair. 

• Step 2: Prepare Like a Pro. 
o Pre-Show: Get a list of exhibitors from the show's website. Identify 

your top 20 target brands and try to schedule meetings in 
advance. 

o Your Toolkit: Have professional business cards, a one-page "sell 
sheet" about your company (highlighting your Amazon expertise 
and commitment to MAP), and a clear idea of what you want to 
achieve. 

• The Advantage (The "Hack"): 
o Bypass Gatekeepers: You get to speak directly to decision-makers 

(Brand Managers, VPs of Sales) instead of getting stuck with a 
generic info@ email address. 

o Negotiate Exclusives on the Spot: This is the perfect environment 
to discuss creating unique bundles that are exclusive to your 
company, giving you a listing no one else can compete on. Say, 
"Your shampoo and conditioner are great. What if we worked 
together to create a 'Hair Care Travel Kit' bundle exclusively for 
Amazon?" 

9.3 Advanced Keepa Mining: Buy Box Statistics 

Most sellers use Keepa to look at price history and BSR. Growth hackers use it 
to analyze market dynamics and predict their odds of success before ever 
investing a dollar. 

• The Concept: The "Buy Box Statistics" feature tells you what percentage 
of the time each seller holds the Buy Box. This data is far more important 
than the current price, as it reveals how "winnable" a listing is. 

• Step 1: Access the Data. 
o Go to any Keepa chart. Click the "Data" tab, then find the "Buy Box 

Statistics" section. 
• Step 2: Analyze the Distribution. 

o Set the date range to 90 or 180 days to get a clear picture. 
o Green Light Listing (Good to Enter): The Buy Box ownership is 

spread out somewhat evenly among multiple FBA sellers. For 
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example, Seller A has 30%, Seller B has 25%, Seller C has 20%, etc. 
This signals a healthy rotation where a good repricer can easily win 
you a share of the sales. 

o Red Light Listing (Avoid): One seller (especially the brand itself) 
has 80-95% of the Buy Box ownership. This means the listing is 
"locked down." Even if you match the price, you will rarely get the 
sale. This is a data-driven way to avoid a bad investment. 

• The Advantage (The "Hack"): You stop wasting money on inventory for 
listings you have almost no mathematical chance of winning. You focus 
your capital only on products where the data proves you can compete 
effectively. 

9.4 The Cash Flow Cycle Hack: Using Net Terms 

The single biggest constraint on growth is often cash flow. You can only grow 
as fast as your money comes back to you. This hack allows you to shorten that 
cycle dramatically. 

• The Concept: A typical cash flow cycle is 60-90 days long (buy inventory 
-> ship -> sell -> wait for Amazon payout). This means you can only turn 
over your capital 4-6 times a year. "Net Terms" from a supplier allow you 
to get inventory now and pay for it later. 

• Step 1: Build a Relationship. 
o You cannot ask for terms on your first order. Place several orders 

with a supplier and, most importantly, pay your invoices early. 
After 3-4 months of being a perfect customer, you can make your 
move. 

• Step 2: Make the "Ask". 
o Contact your sales representative and say, "We've built a great 

history together, and you've become one of our key partners. To 
help us scale our orders with you even faster, would you be open 
to offering us Net 30 terms?" 

• The Advantage (The "Hack"): 
o Financial Leverage: If a supplier gives you Net 30 terms, you now 

have 30 extra days before your cash is due. This is a 30-day, interest-
free loan. In that time, you can have the product shipped, sold on 
Amazon, and have the cash from the sale before you even have to 
pay your supplier's invoice. 
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o Accelerated Growth: This frees up your working capital. While one 
batch of inventory is effectively "free" for 30 days, you can use your 
actual cash to go buy a second batch of inventory from another 
supplier. This allows you to double your purchasing power and 
grow at twice the speed without taking on any traditional debt. 

 

Bonus Section 

1. IP Complaint Avoid List 

While no list is permanent, generally avoid brands in these categories unless 
you have direct, explicit authorization: 

• Major Electronics: Apple, Sony, Samsung, Canon, HP. 
• Luxury Fashion & Beauty: Gucci, Chanel, Estée Lauder. 
• Top-Tier Kitchenware: Instant Pot, Vitamix. 
• Always Google "[Brand Name] + Amazon IP Complaint" before sourcing. 

2. Master Excel Template for Profit & Tax 

Create a spreadsheet with columns for: Date, Product Name, ASIN, Sale Price, 
Product Cost, Amazon Fees (Referral, FBA), Inbound Shipping, Other Costs, 
and a final Net Profit column with a formula to sum all costs and subtract from 
the sale price. 

3. Exclusive Brand Outreach Email Bundle 

• Scenario 1 (Follow-up): A polite email referencing a prior phone call. 
• Scenario 2 (Large Corp): A formal inquiry addressed to the wholesale 

department, highlighting your professionalism and adherence to MAP 
policies. 

4. 5 SOP Templates for Virtual Assistants 

Create step-by-step guides for: 

1. Finding Profitable Products using Keepa. 
2. Initial Brand Contact (using email templates). 
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3. Creating an FBA Shipment in Seller Central. 
4. Checking for IP Complaint Risk. 
5. Calculating Net Profit per sale. 

 

 

Course Recap and Overview 

This advanced course was designed to elevate you from a simple reseller to a 
strategic e-commerce entrepreneur. We covered the full lifecycle of a 
sophisticated wholesale business: from advanced sourcing and outreach 
(Modules 1-2), to protecting your account (Module 3), maximizing profit 
(Module 4), scaling through systems (Module 5), managing your finances 
(Module 6), and finally, expanding into a multi-channel empire and new 
business models (Modules 7-8). The key takeaway is that successful 
wholesaling is a business built on data analysis, relationship building, risk 
management, and smart strategy. 

Frequently Asked Questions (FAQ) 

1. How much capital do I need to start? 
o To effectively apply these advanced strategies, a starting capital of 

at least $5,000 - $10,000 is recommended. 
2. How do I compete with so many other sellers? 

o By not competing on price alone. This course focused on bundling, 
finding less competitive brands, and building strong supplier 
relationships to create a competitive advantage. 

3. Is wholesale less risky than Private Label? 
o Generally, yes, as you are selling products with existing demand. 

The primary risk in wholesale comes from account health issues 
like IP complaints. 

4. When should I hire my first VA? 
o When you find yourself spending more than half your time on 

repetitive tasks instead of high-level strategy. 
5. Why is bookkeeping so important if Amazon provides reports? 
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o Amazon's reports don't include all your external costs (software, 
VAs, etc.). Proper bookkeeping gives you the true picture of your 
net profit and is essential for filing taxes correctly. 

End of Course Quiz (MCQ) 

Test your knowledge with these multiple-choice questions covering key 
concepts from the course. 

1. What is the primary advantage of the "Reverse Sourcing" method 
described in Module  

a) It's the only way to find distributors.  

b) It guarantees you find products with low BSR.  

c) It focuses on finding proven, in-demand products first, then finding the 
supplier. 

d) It is faster than using any software. 

2. When dealing with a high-end brand, what is the most important thing 
to emphasize in your outreach?  

a) That you will sell for the lowest price.  

b) Your commitment to their MAP policy and protecting their brand's integrity.  

c) How many other brands you already work with.  

d) Your ability to start with a very large first order. 

3. What is the single best outcome you can achieve after receiving an IP 
complaint?  

a) Winning the appeal with a good Plan of Action.  

b) Deleting the listing permanently from your inventory.  

c) Getting a formal retraction of the complaint from the rights owner.  
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d) Contacting Amazon Seller Support by phone. 

4. According to Module 4, what is the most significant strategic advantage 
of creating a product bundle?  

a) It lowers your FBA fees.  

b) It allows you to create a new, unique listing with no Buy Box competition.  

c) It is the only way to sell in gated categories.  

d) It automatically improves the product's Best Seller Rank (BSR). 

5. What is the primary purpose of setting a "minimum price" in your 
repricing software?  

a) To always have the lowest price on the listing.  

b) To automatically set your price to the maximum allowed.  

c) To protect your profit margin and ensure you never sell at a loss.  

d) To make the price change only once per day. 

6. For an FBA seller in the US, a "Physical Nexus" is automatically created 
in every state where?  

a) A customer who buys your product resides.  

b) You have registered your business LLC.  

c) Your inventory is stored in an Amazon warehouse.  

d) You exceed $10,000 in sales. 

7. When transitioning to your own Shopify store, what is the biggest 
challenge you will face?  

a) Designing a logo.  

b) Finding a good theme.  
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c) Generating your own traffic without Amazon's built-in customer base.  

d) Setting up payment processing. 

8. The "Cash Flow Cycle Hack" in Bonus Module 9 involves securing Net 
Terms from suppliers. What does this achieve?  

a) It gives you a permanent discount on all products.  

b) It allows you to potentially sell inventory and get paid before you have to pay 
your supplier.  

c) It means the supplier will handle all your FBA shipping for free.  

d) It guarantees you will win the Buy Box. 

(Answers: 1-c, 2-b, 3-c, 4-b, 5-c, 6-c, 7-c, 8-b) 

 

 

 

Recommended Tools, Resources, and Further Reading 

This appendix contains a curated list of recommended tools, software, online 
resources, and further reading to supplement the strategies discussed in this 
book. These resources are invaluable for building, managing, and scaling a 
successful Amazon wholesale business. 

1. Essential Tools & Software 

• Product & Market Research: 
o Keepa: The indispensable tool for analyzing Amazon sales data. 

Used for tracking price history, Best Sellers Rank (BSR), Buy Box 
statistics, and offer counts over time. Absolutely critical for reverse 
sourcing and product validation. 

https://keepa.com/
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o Helium 10: A powerful all-in-one software suite. Its Black Box (for 
product research) and Cerebro (for reverse ASIN lookup) tools are 
extremely useful for wholesale sellers. 

o Jungle Scout: Another popular all-in-one tool that provides 
product research, supplier databases, and keyword tracking to 
help validate opportunities. 

• Repricing & Automation: 
o Aura (GoAura): An AI-powered repricer that helps you strategically 

win the Buy Box without simply racing to the bottom. 
o BQool: A robust repricing tool with customizable rules and 

strategies to compete effectively for the Buy Box. 
o Informed.co: A high-end repricing solution that uses algorithms 

and machine learning to optimize your pricing strategy for 
maximum profit. 

• Inventory & Operations Management: 
o InventoryLab: A comprehensive tool for listing, tracking inventory, 

managing accounting, and analyzing profitability. It simplifies the 
process of calculating your true costs and ROI. 

o Sellerboard: An accurate profit analytics dashboard that pulls data 
from Seller Central to give you a clear view of your business's 
financial health, including fees, ad spend, and shipping costs. 

• Accounting & Bookkeeping: 
o QuickBooks Online: The industry standard for small business 

accounting. Integrates with many Amazon-focused tools and can 
be used by you or your CPA. 

o Xero: A popular and user-friendly alternative to QuickBooks, 
known for its clean interface and strong integration capabilities. 

2. Key Amazon Seller Central Links 

• Account Health Dashboard: Your primary destination for monitoring 
policy compliance, customer service performance, and shipping 
performance. 

• Performance Notifications: Check this daily for important messages 
from Amazon regarding your account status and listings. 

• Manage Inventory: The main page for viewing and managing your 
entire product inventory. 

https://www.helium10.com/
https://www.junglescout.com/
https://www.goaura.com/
https://www.bqool.com/
https://www.informed.co/
https://inventorylab.com/
https://sellerboard.com/
https://quickbooks.intuit.com/online/
https://www.xero.com/us/
https://sellercentral.amazon.com/performance/dashboard
https://sellercentral.amazon.com/performance/notifications
https://sellercentral.amazon.com/inventory
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• Voice of the Customer: Provides insights into customer feedback and 
product condition issues, helping you proactively address problems. 

• Report an IP Violation: The official form for reporting intellectual 
property violations. Understanding this form is key to knowing how 
brands file complaints against sellers. 

3. Recommended Services & Professionals 

• Prep Centers: Third-party logistics (3PL) providers that receive, inspect, 
label, and forward your inventory to Amazon FBA warehouses. Search 
online for "FBA Prep Center USA" to find services that fit your needs. 

• E-commerce CPAs: Certified Public Accountants who specialize in 
online retail and understand the complexities of sales tax nexus, 
inventory accounting, and multi-state tax obligations. 

• Freelance Marketplaces: Find virtual assistants, graphic designers, and 
other professionals. 

o Upwork: A leading platform for finding skilled freelancers for 
various tasks, from administrative support to marketing. 

o Fiverr: Excellent for finding professionals for specific, project-
based tasks like logo design, listing optimization, and creating 
SOPs. 

4. Further Reading & Online Communities 

• Online Communities & Forums: 
o Amazon Seller Central Forums: The official forums. Essential for 

official announcements and learning from other sellers' 
experiences. 

o r/FulfillmentByAmazon on Reddit: An active community for 
discussing all aspects of the FBA business model. Great for candid 
advice. 

• Top Industry Blogs & News: 
o The Full-Time FBA Blog: A highly respected blog with actionable 

tips and strategies for Amazon FBA sellers. 
o Web Retailer: Provides news, strategies, and reviews of tools for 

businesses selling on online marketplaces. 
o Tamebay: A leading source of intelligence and news for merchants 

on online marketplaces. 

https://sellercentral.amazon.com/voice-of-the-customer
https://www.amazon.com/report/infringement
https://www.upwork.com/
https://www.fiverr.com/
https://sellercentral.amazon.com/forums
https://www.reddit.com/r/FulfillmentByAmazon/
https://www.fulltimefba.com/blog/
https://www.webretailer.com/
https://tamebay.com/
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o E-commerce Bytes: Keeps sellers informed on news affecting 
online merchants. 

• Essential YouTube Channels: 
o Jungle Scout: Offers tutorials, success stories, and data-driven 

insights for Amazon sellers. 
o Helium 10: Features weekly news, case studies, and detailed 

tutorials. 
o My Amazon Guy: Focuses on troubleshooting common Amazon 

issues, from suspended listings to PPC management. 
• Recommended Podcasts: 

o The Amazon Seller Podcast by Amazing.com: Covers a wide 
range of topics for sellers at all levels. 

o The My Amazon Guy Podcast: Daily tips and news updates for 
Amazon sellers. 

o The Full-Time FBA Show Podcast: Actionable advice on turning 
part-time hours into a full-time income. 

• Must-Read Books: 
o "Profit First" by Mike Michalowicz: A revolutionary system for 

managing your business's cash flow and ensuring profitability. 
o "The E-Myth Revisited" by Michael E. Gerber: Explains the 

importance of building systems to work on your business, not just 
in it—critical for scaling. 

o "The Everything Store: Jeff Bezos and the Age of Amazon" by 
Brad Stone: An inspiring look into the history and mindset that 
built Amazon. 

5. Glossary of Common Terms 

• ASIN: Amazon Standard Identification Number. A unique 10-character 
alphanumeric identifier for a product on Amazon. 

• BSR: Best Sellers Rank. A ranking that indicates how well a product is 
selling compared to others in its category. 

• FBA: Fulfillment by Amazon. A service where Amazon stores, packs, and 
ships your products, and handles customer service. 

• FBM: Fulfillment by Merchant. You (the seller) are responsible for storing, 
packing, and shipping products to the customer. 

https://www.ecommercebytes.com/
https://www.youtube.com/c/JungleScout
https://www.youtube.com/c/Helium10
https://www.youtube.com/c/MyAmazonGuy
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• IP Complaint: Intellectual Property Complaint. A claim filed by a brand 
owner alleging that a seller is infringing on their trademark, copyright, or 
patent. 

• MAP: Minimum Advertised Price. The lowest price a retailer is allowed to 
advertise a product for sale. 

• MOQ: Minimum Order Quantity. The smallest number of units you can 
purchase from a supplier at one time. 

• POA: Plan of Action. A detailed document you must submit to Amazon 
to appeal an account or listing suspension. 
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Hey there, future entrepreneurs! 

Welcome to 'Advanced Amazon Wholesale FBA FBM Guide.' This 
comprehensive guide, "Advanced Amazon Wholesale FBA FBM Course," was 
created by Monir Hossain. I'm a Digital Marketer and an Entrepreneur, just like 
many of you aspire to be! This entire project is proudly brought to you by my 
company, Mahnoor LLC. 

I've put together this course because I truly believe in the power of e-
commerce and the immense potential of Amazon's FBA (Fulfillment by 
Amazon) and FBM (Fulfillment by Merchant) models for building and scaling 
businesses. Through my own journey with digital marketing and starting my 
own ventures, I've seen firsthand how crucial it is to master advanced 
strategies for wholesale success on Amazon. 

You can learn more about my work and what I do at www.mnoorllc.com. And 
if you're ever curious about cutting-edge digital marketing services, check out 
my agency, www.mahnoor.online. 

https://www.mnoorllc.com/
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My goal for you is simple: I want to help you master the intricacies of Amazon 
wholesale. With the skills you'll gain from this guide, you won't just be selling 
on Amazon; you'll be dominating it. Let's unlock new possibilities for your e-
commerce ventures, your business dreams, and your financial freedom 
together! 
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