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I last spoke with Andy “Slamazon” Slamans back on episode 84 of The Side Hustle 
Show. Back in 2014 Andy was wrapping up his first year as a full-time Amazon seller 
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and on the podcast he shared his best tips for product research and getting started as 
an FBA private label seller. 

I was excited to have Andy and his Amazon FBA business partner Liran Hirschkorn 
back as they are both now running 7-figure Amazon private label businesses. They 
share how the FBA landscape has changed in this time, and how they have moved with 
the changes to build such successful businesses. 

Andy has seen his revenue grow from $400k in year one, to $900k in year two, and he 
is closing in on $1.8 million for year three. You can find out more about how they run 
their businesses at AmazingFreedom.com/hustle. 

Is Amazon Too Saturated Now? 

With all the publicity around FBA and Private labelling, if any of you have wondered if 
Amazon is becoming too saturated Liran was quick to point out it isn’t, saying, “There is 
still opportunity with Amazon and ecommerce.”  

He added there is always room to improve on current listings. You can still find listings 
with bad copy, poor images, stock being fulfilled by merchants in China, new products, 
these are all areas where you can enter the market with an improved product and listing. 

Andy and Liran are always launching new products, and they have even launched new 
products the 4th quarter of this year and seen their products crushing it within a month. 
“You have to do the product research to find where there are gaps,” Liran explained.  

Find listings with 20, 30, 40, reviews, not thousands, so you can launch your own 
product and compete with the current listings. There has been a crackdown on the 
amount of incentivized reviews for new products, making it a little easier for new sellers 
to jump in and compete. 

What Does Your Product Research Look Like Going into 2017? 

A couple of years ago when I talked with Andy he used onion goggles as his main 
example of how to do product research. Onion goggles was an example of a product 
that’s already selling well and you could find a manufacturer in China to make a same or 
similar product and enter the market with your own goggles and compete for sales. 

Andy now advises staying away from picking popular products and competing with 
similar items now. You still need to look for customer demand and find out what’s selling, 
but instead of selling a similar product Liran and Andy advised finding a unique angle 
to your product to stand out from the crowd. 

For example, BBQ gloves are a popular item on Amazon. While a couple of years ago it 
may have been a good idea to manufacture and sell your own BBQ gloves, with a much 
more competitive marketplace now you need to find a unique spin on the gloves. Andy 
explained how he would put together a bundle package, so include the BBQ gloves and 
add some other items into the bundle. Amazon has a “Frequently Bought Together” 
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section beneath their listings, you can pick up some ideas here of what customers want 
along with their BBQ gloves and include these in the bundle. 

Another example of this that Andy saw recently on Amazon was a bundle that included 
silicone gloves, meat claws, tactical flashlight, and an army apron, all packaged in a 
cool diamond plated-looking box and labeled as “Man Gear.” It was a unique spin on a 
few popular items, and was out of stock selling at $60 ea. 

Finding Ideas outside of Amazon 

You don’t always have to browse Amazon for ideas when doing product research. Andy 
was working on a product in the wine niche and wanted some ideas to make it into a 
unique bundle so he looked on Pinterest and Etsy to see what came up when he 
searched his item. He found some ideas there that he wouldn’t have found on Amazon, 
giving him a unique bundle of a wine decanter and a few other items that no one else w 
selling on Amazon. 

Establishing Customer Demand and Finding a Unique Selling Point 

For Andy and Liran it’s not about reinventing the wheel or discovering a new and unique 
product. It all starts with proving customer demand for a product so they know it will sell. 
You can use Amazon’s sales rank as a starting point. Each category is different so it’s 
hard to give a definitive answer, some categories you will be looking for items less than 
25k in sales rank, some for less than 10k. You may find a product in a sweet-spot 
between 10-20k in some categories, and sell more constantly than going for a much 
more competitive item. 

A helpful tool they recommend is Merchantwords. This tool shows you what people are 
searching for in Amazon, and if you pick items with a minimum of 10k search volume a 
month the guys say you’re on the right track. An interesting point Liran made is - “If you 
think like every other seller, you’re going to fall into every other sellers’ trap”. Think 
outside the box a little and you will eliminate a lot of your competition. 

An example of demand followed by unique selling points Andy gave was the #1 best-
selling game on Amazon, Speak Out.  

Hasbro started selling the game, which consisted of a few mouthpieces, cards, and a 
timer. Then sellers started seeing an opportunity to see additional mouthpieces as the 
game didn’t supply enough. A further idea was to sell different color mouthpieces. Now 
in the Amazon listings you can see lots of different sellers selling these mouthpieces in 
various colors, sizes, and styles.  

Should You Avoid Glass Products? 

Some sellers avoid glass products as they don’t want the headache of broken items and 
dealing with returns. Liran points out that the majority of glass items for sale on Amazon 
have come from China, so it’s not such a huge risk if done properly and can give you an 
advantage over other sellers if you’re willing to sell glass. 
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He has a conversation with the manufacturer to ensure they know how to package glass 
items properly and takes a few extra steps to ensure safe transit. He keeps all his glass 
items in their own container minimizing the amount of disruption from other sellers’ 
items being loaded and unloaded. So it’s not something to avoid, but certainly requires 
a little extra care and attention. 

Sell Items for $10 and Over 

The lowest sale price Andy and Liran recommend is $10. Items that cost $10 and below 
are highly competitive and with such low margins it can be hard to make a decent profit. 
By selling higher price items you immediately clear a barrier to entry for a lot of new 
sellers and there is more potential for profit. 

The Rule of 3 

When I spoke with Andy a couple of years ago he was working to the “Rule of 3”, 
meaning that he expected to apply a markup multiple of 3 to items he was selling. So if 
he bought an item for $10, he would expect to sell it for a minimum of $30 on Amazon. 

You can lower this margin if you’re selling an item in high volume of course. Apply some 
common sense and see how the market is responding to the item. It’s a good 
benchmark to start with however, and allows you some room to pay for sponsored ads 
to gain more visibility on new items. 

Startup Costs to Get Started with FBA 

Alibaba and Aliexpress are the two largest online marketplaces to source inventory 
straight from China. You can get started with a small order for 50 or so units and only 
pay out maybe $300-400 dollars if you want to test the water. You won’t be able to 
make any modifications or add your own brand for this price, but you can test the 
market and see how well a product sells. 

Liran was at his local gym when he spotted some fancy looking aluminum barbell collars 
on the barbells there. He looked on Amazon and saw there were only a couple of sellers 
for this item. So he went on Alibaba and found a seller, ordered 50 units for $100 and 
sold them on Amazon. It’s that easy. 

If you’re looking at investing into your own branded product and launching a product in 
higher volume it will cost more, Liran said you’re realistically looking at $2,500-4,000 
startup costs. 

2017 Launch Process for Selling on Amazon 

Liran said to improve your own products visibility in Amazon you need to understand the 
A9 search algorithm that Amazon operates on. Amazon wants to return results that are 
going to attract buyers, so you need to think in these terms. 
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One hack they use is to ask their friends and family to search out their products and buy 
them. They call this the “search, find, and buy” technique. So, if you’re selling BBQ 
gloves, you want your friends and family to search “BBQ Gloves” in Amazon, find your 
product, and buy it. This shows Amazon that your product is relevant to these keywords, 
and a product that will sell. 

Giveaways and offers are great ways to launch products too. There are no longer 
services that try to force people to leave reviews as it’s against Amazon’s TOC’s, but 
another hack here is to offer a coupon code and ask the buyer to find your item listed in 
Amazon instead of linking right to it. 

Liran also pointed out that title and photography are also very important. You only have 
around 10 seconds to make a great first impression, so it’s worthwhile paying a 
professional photographer to take your image pictures. 

If you want to learn more about the Amazon business check out their website 
amazingfreedom.com/hustle for some training videos specifically for Side Hustle Show 
listeners that will take you through the whole 5-step process from sourcing a product, to 
selling it on Amazon.  

Liran’s #1 Tip for Side Hustle Nation: 

“Ask yourself, what do you want for 2017? What do I want out of this month?” 

Andy’s #1 Tip for Side Hustle Nation: 

“Get into physical products.” 

More Info: 

 http://www.amazingfreedom.com/hustle 
 http://www.sidehustlenation.com/209 
 

 
Until next time! 

-Nick 
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