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INTRODUCTION 

During our efforts to research problems faced by sellers trying to break into the 

Amazon selling market, we came across a wide variety of difficulties faced by 

newbies. However, there was one topic that constantly sprouted up – the struggle of 

finding appropriate products to sell on amazon.  

While we have previously covered product research for AMZInsight, we realized 

that sellers wanted to know if their chosen product had appropriate demand before 

delving headlong into a commitment.  

In this eBook, we hope to answer some questions sellers have about a product’s 

market demand and to lay down tools that can be used for market research.  

No matter what the market, here’s what you should always remember: 

“To ensure we are meeting the demands of existing customers…we remain focused 

on…introducing new and innovative product offerings.” 

-Jon Oringer 

 

 

 

 

 

 

 

 

 

 

 

http://www.amzinsight.com/top-5-unique-products-to-sell-on-amazons-prime-day/
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What better place to kick off your demand research than the place where you hope 

to sell? 

For people who are familiar with its mechanics, Amazon is a treasure trove of 

competitive intelligence and startups can learn a lot from the information Amazon 

makes public – including data available on the website itself.  

Here’s how amazon can tell you if your product is in demand.  

Using AMZInsight to Determine Popularity 
There’s no better way to gather intel on a product or niche than getting your hands 

on analytical data straight from Amazon. With AMZInsight’s new User Interface, 

your research tools are all in one place and you can conduct many different kinds of 

researches to establish whether or not you have a market for your product. We’ve 

improved upon a number of things to better our user experience. Using AMZInsight 

to determine product market is much simpler, now.    

 

 Determining Keywords: Begin by figuring out which keyword for your 

product is being most commonly used to search for it on Amazon. You can do 

that with the help of AMZInsight’s product research feature. Once you type in 

a product’s ASIN, you’ll be taken to a page which displays keyword tracking 

(among other results), telling you the highest ranking keyword for your 

product.  

 Determining Keyword Popularity: Next, you’ll need to figure out how many 

people are searching for your particular product – what is the market for your 

product, in other words. In AMZInsight’s keyword research, enter your 

keyword, the region you plan to sell in and click ‘Search’. You’ll be taken to 

the popularity box (among other things). 

http://www.amzinsight.com/news%20/amzinsight-to-launch-new-user-interfaces-beta-version-of-its-amazon-research-tool/
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 The Popularity Box: The popularity box lets you see the demand for your 

product based on search queries in the Amazon search bar. The popularity 

meter ranks keywords on a scale of 0 – 100, with anything above 50 being a 

great score. If your product’s primary keyword lands somewhere in that 

region, you’ll know that the curiosity is there.  

You can begin your research by signing up now.  

Bestselling Items on Amazon 
Obviously, the best indicator of whether or not your product has any demand will be 

Amazon’s very own bestseller’s list. The list features the top selling products of the 

company, based on sales (not profits) and is updated every hour.  

 Select your category: If you already have your niche selected, then you can 

visit a specific category and see which product is topping the charts. While it 

won’t be shrewd to retail precisely the same item, you can sell a roughly 

similar one.  

 If you’ve selected your product: then all you have to do is see if anything 

similar to yours is on the charts. If it is, that can mean two things: 

i. Your product is already being sold by another seller who has, 

presumably, built a strong relationship with potential customers. It’ll 

take a lot to convince them to leave an experienced seller for a rookie, 

and even then, you may not succeed.  

ii. Your product does have a strong demand. However, no matter how 

successful the bestselling vendor, he can’t be doing everything right. 

Your job is to look for the flaw, a gap in the market and take advantage 

of it.  

Amazon Movers and Shakers 
Amazon also publishes a list of ‘movers and shakers’ on their website. Here, they 

mention the items that have experienced an enormous volume of sales in the past 

24-hours.  

According to Chris Wilkey of FBA Master, “The Movers and Shakers section of 

Amazon shows us the increases in quantity demanded, which gives us insight into 

products that might be good for online sourcing.” 

http://www.amzinsight.com/pricing/?utm_source=ebook&utm_campaign=downloads
https://www.amazon.com/Best-Sellers/zgbs
http://www.fbamaster.com/chris-wilkey/
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Again, the list is usually updated after every hour, with products experiencing a 

sudden increase or boost in sales gaining in ranking.  

 Percentage of Sales Increase: Amazon even displays the percentage by 

which sales for a mover/shaker have increased over the past 24-hours. For 

example, a wireless camera moved up the ranking from #2297 to #9, gaining 

an increase of 25,422%.  

 Select Category: Again, if you have your niche picked out, you can choose to 

see which products feature as movers and shakers in each category.  

 If your Product is Already Listed, you’d want it to show up here. We suggest 

you study the product pages of movers and shakers similar to your product 

and see how they garner demand.  

Direct Search in Amazon  
While not the most concise or specific, directly typing in your keywords and going 

through the result might also be helpful.  

 Go Through the Amazon Sellers: See which companies are selling top 

products. If there are two or three major companies, you’ll know that there is 

demand but not stiff competition.  

 Reviews and Ratings: See statistics pertaining to reviews and ratings the top 

products have. This will give you an idea about public interest in the product. 

Lengthier evaluations mean the product has many fervent clients.  
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Amazon sellers can also use Google as an assessment of product demand. Of course, 

the results will not be as accurate or helpful as Amazon. For example, if there were 

100 people searching for Star Wars’ merchandise in 2014, compared to 10,000 in 

2015, curiosity has definitely increased for the product. However, does that mean 

that the actual sales for the product have increased? 

While it usually does mean people are purchasing the product a lot more, the actual 

percentage of people buying the product might be very, very small.  

Here are a few ways to judge market demand with Google. 

Google Trends 
This is the most straightforward way to conduct some initial research into demand 

for your product. Google Trends simply lets you enter a keyword – the name of your 

product, for example – and lets you see interest for the product over the past few 

years.  

For example, I typed in the search term “buy android” and Trends generated the 

following results’ graph: 

 

This clearly shows me that:  

 Search Queries: Searches conducted by potential buyers of android products 

took off in the latter part of 2008, when android was initially released by 

Google.  

 Steady Market: Since 2008, android seems to have a steady market. So it 

seems that investing in android products is a safe bet.  

https://www.google.com./trends/
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 Regional Interest: Trends lets you carry out region-specific research but also 

tells you the level of interest for your keyword in other countries. For 

example, my selected keyword is highly popular in India and Nigeria. So, you 

can use this information to further see if you can export your chosen product.  

 Related Searches: Trends also offers you a number of keywords, parallel to 

your own, which potential customers are using. For example, keywords 

related to ‘buy android’ include ‘android phone’ and ‘buy android phone.’ 

 Rising Keywords: These keywords have picked up speed (are being 

searched frequently) recently. Products listed here might be new, with little 

competition. If you find your product here, go for it because it’s relatively new 

to have too many sellers.  

Mock Campaign on Google Adwords 
Google’s Adwords is a form of advertising for all kinds of online businesses. Google 

allows you to pay a certain sum of money to bid to show a small, advertising 

message to searchers on the search results page. Using cookies and keywords, 

Adwords thrives on PPC advertising, allowing you to target a specific region – 

usually corresponding with the Amazon marketplace in which you want to sell.   

So you can run a mock Adwords campaign to determine if people will be willing to 

visit Amazon to buy your product. However, be warned that this will work only if 

you have some extra cash stacked up somewhere. We also recommend working on a 

budget.  

 Create Mock Sales Page: To begin experimenting, you’ll need to create a 

mock sales page for your chosen product – a sort of listing. It does not have to 

be on Amazon, yet. Remember to add a ‘Buy’ button on the page.  

 Use AMZInsight to Find Most Popular Keyword: With AMZInsight’s 

keyword research tool, determine which is the top trending/ most popular 

keyword for your product. Buy that for your campaign. If that’s too expensive, 

you can always use the keywords’ ideas feature to look for a cheaper option.  

 Create a Mock Adwords’ Ad Using the Keyword: Next, use Adwords to 

create a small advertisement for your product, directing customers to your 

product’s sales page. See how many people choose to click on the ‘buy’ button.  

 Collect Emails of Potential Buyers: Since you don’t actually have a product 

to sell yet, you can ask Adwords to simply collect the email ID of the potential 

clients and alert them that servers are not properly working, at the moment.  

http://www.amzinsight.com/international-amazon-league-which-league-marketplace-do-you-represent/
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 Use Emails for Future Sales: If you feel like the customer base is strong, 

keep the email IDs, stock up on your product and get listing on Amazon. 

Contact those clients again but remember to present yourself as a new 

prospective seller – not as the one whose servers were down.  

Google Keywords 
Another free, and extremely quick, way to determine demand for your product is 

through Google’s keyword tool. Once you’ve made an account for Google’s Adwords, 

you can easily conduct a simple search to quickly determine product curiosity.  

You’ve already used AMZInsight to discover keywords related to your product. 

Here’s what to do next: 

 Conduct a Simple Search: Use Google keywords to simply enter a search 

term and Google will show you how many people search for your product per 

month, along with search results for related keywords.  

 Analyze Results: If there are a lot of people searching for your product, it 

means the demand is high – but so is (most likely) the competition. On the 

other hand, too few searches mean no demand. You’d best look for middle 

ground.  

 

 

 

 

 

 

https://adwords.google.com/KeywordPlanner
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While Google and Amazon are the best ways to judge demand for your product, they 

aren’t the only methods. There are a few other approaches through which you can 

see whether or not you have enough demand for your Amazon product. Here’s what 

you can do.   

Crowdfunding 
In my experience, crowdsourcing your product is one of the best ways to see if the 

demand for your product is cashable. You can out up your idea for crowdfunding on 

Kickstarter (for innovations) and on gofundme.com.  

 Put Up Your Idea: Begin by outing up your idea on the website. Describe 

what it will be like and how you plan to market it. Give as many specifications 

as you can for the project to make sure potential funders know exactly what 

your vision is.  

 Ask for Funding: Make a plea to people to fund your project and remember 

to mention the amount you’re aiming to raise. To get more people on-board, 

you can even give an incentive, like a free sample or gift cards, etc.  

 Judge the Level of Interest: Once you feel like funding is dying down, 

calculate the amount of money you have. If you’ve reached, or exceeded, the 

money you were aiming for, you’re good to go. If you haven’t, people might 

not be that interested in your project.  

 A Warning: Crowdfunding typically works for inspired and out-of-the-box 

schemes. If you’re looking to sell something new you’ve just thought of, 

crowdfunding is probably the best option for you. You’ll not only judge 

demand but will also be able to raise money. If you’re selling something 

generic, the response will be milder.  

Chain-Ratio Method 
According to Entrepreneur’s Christopher Hawker, “This is where you begin with the 

entire populace and then carve down based on a sequence of refinements applying 

conventions about the ratio of individuals who fall under certain categories.”  

As an example, let’s assume you’re looking to market a fashion line for women 

under 40 and over 29, with Amazon USA.  

https://www.kickstarter.com/
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 Narrow Down Population Demographics: Let’s assume, for argument’s 

sake, that there are 100 million people in the US. Out of these, 50 million are 

women. By accessing a population census, you can figure out the number of 

women in their 30s.  

 Research More Public Data: Some deeper research into public census 

information will allow you to get a more refined figure. For example, 

determine how many women in their 30s have the internet, how many are on 

Amazon and how many can actually afford to buy your product.  

 Dollar Volume: Multiply the exact number of women in your demographic 

with the sales price you’ve decided to set. You will get the potential cash 

volume of your market potential. This’ll tell you how much money you can 

potentially make.  

 Market Share: The dollar volume you calculated in the above point does not 

account for competition. You’ve to see how much market share you can 

achieve. So if, for example, your dollar volume is $100 and you think you can 

achieve 1% market share, you’ll be aiming to make $1. Actual figures are, of 

course, much higher.  

Pre-order Test 
If you’ve selected your product, know there’s demand and you just need to verify 

how much demand you have, you can run a pre-order test. Here, you’ll do 

everything you did in “Mock Campaign on Google Adwords.”  

The only difference is, you’ll pile up a small stock of items – let’s say 10 – to check 

how quickly they sell out. If they all sell out on the same day, you have a winner and 

you need to order a huge inventory. You can also analyze the relevancy of your 

audience, via AMZInsight, to make strategic changes to how you’re marketing your 

product.  

 

 

 

 

http://www.storeboard.com/blogs/technology/3-steps-to-fixing-an-amazon-sales-decline/672540
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Conclusion 

While all the above-mentioned methods are helpful, they won’t prove much on their 

own. Use them collectively (or at least the ones you can afford) and if you get a 

positive sign from them all, go ahead with your idea.  

Remember, the best way to test product demand is to copy the retail environment as 

closely as possible and then run small tests to see how your idea holds against 

opposition and client demands. Even then, you can’t hope to analyze the huge 

amount of data sent in by Amazon on your own – which is why you need to sign up 

for AMZInsight and its new user interface to solve all the complicated data 

problems for you. This is essential because not knowing the intricacies of your 

business is equivalent to failure.  

“If you don't understand the details of your business you are going to fail.” 

-Jeff Bezos 

 

 

http://www.amzinsight.com/pricing/
http://www.amzinsight.com/pricing/
http://www.amzinsight.com/pricing/

