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Welcome to 
Fast Product Finder

Workshop
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Workshop Timetable

• What do you Want from your Amazon Business?

• 10 Best Product Niches ….. And why

• How to Come up with Ideas

• Product Selection Made Easy

• Live Product Demos
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Workshop Timetable

• Kirby’s Keyword Mash

• Product Facelifts

• Create, Build, Scale

• Workshop Class Challenge

• Finding Products at Trade Shows
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Your Amazon Business

• What is the intention for your Amazon business?

• Why your intention helps you find the right products to sell

• What if you’re not sure what you want from your business 
yet?
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Your Amazon Business
• Who would want this and how does it makes them feel?

• Minimum Viable Brand

• 6-figures year 1, sell in year 2 for 7-figures

• Number of products
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Now We Know the Best Niches

How Do We Find the Best Products to Choose?
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Physical Features

• No electronics

• Size (to a point)

• Consumables

• Margins/ premium pricing

• Not fragile
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Top Techniques for Great Product Hunting

• Amazon catalogue

• Trade Show websites

• Something you’ve bought recently

• Something you know about

• Scan Sophie’s top tips categories/niches
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Top Techniques for Great Product Hunting

• In airports

• Pharmacies

• Catalogues

• Magazines

• In your home town
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Top 5 Common Mistakes

• Me-too

• Obvious/ mainstream

• Already popular

• No real need for the product or joy using it

• No clear demographic/ community of users



Product Selection 
Made Easy

Product Demos



The Scoring 
System for 

Quick Analysis

• Demand 30 points
• Competition 30 points 
• Margin 30 point
• X factor 10 points 

• Total 100 points 



Assessing demand – Merchant words 



Guide for picking in demand product 



Searches vs 
Rating –
TARGET 10k –
30k Searches

30k searches = 30/30

10k searches = 20/30

5k searches 5/30

40k searches 15/30 (as long as the 
competition is still low higher can be 
better).



Assessing competition – Amazon search



Rating the competition - Relevance

Estimated to land;

• Within the first 5 listings 30/30
• First page 20/30
• Second page 10/30

Other factors to create a good rating: Are the other competitors making 
money? (jungle scout). 



Margins 

• Alibaba & contacting suppliers.



Margins

• Margin more than 40% = 30/30
• 30% = 20/30

• 20% = 10/30



X Factor 10 Points 

• Private label opportunities 
• Knowledge of the product 
• Any advantage we can offer the to put us ahead of the competition 
• Any improvement we can make



How do we rate the 24 egg holder 
opportunity?



Coming up with product ideas quickly and easily through Merchant words.



Great keywords to get you started

• Caddy
• Organizer    
• Holder
• Garden
• Bathroom
• Kitchen
• Stand
• Party 

• Knitting                                
• Sailing 
• Cooking
• Baking
• Bamboo
• Eco friendly
• Reusable 
• Green friendly



Step 1. Put a word into Merchant words



Scroll down to 30k searches per month



Start picking interesting products and 
comparing with amazon search results 



Shortlist all the products that could 
potentially rank well on page one due to 
relevance.

• Toast holder
• Wall wine holder
• Juice box holder
• Key chain pill holder
• ETC



Come back to 
your shortlist 

and confirm the 
search 

term/category is 
making money



Cross off items that simply aren’t making 
money

• Toast holder
• Wall wine holder
• Juice box holder
• Key chain pill holder
• ETC



Start looking at Alibaba for your shortlist to 
obtain potential net profit. 



Pick the best and consider an order…..



Q & A



Keyword Mash

A killer strategy to cut through to page 
one in a competitive niche



Real life example – GZ trade show



Whats the 
key word?



Flamingo Beach Bag



Competition & Is it making money?



Do you think we should sell this bag?



urs.comurs.com

PRODUCT FACELIFT
IDEAS
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• Take a great photo – especially the main photo
• Make sure your logo is well designed and clear
• Make sure your labelling is clear
• Include lifestyle photos
• Add an infographic
• Package it beautifully
• Add bonus or free items with your main product
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Example of great and not so great photos
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An effective logo is distinctive, 
appropriate, practical, graphic, 
simple in form and conveys an 
intended message. In its simplest 
form, a logo is there to identify 
the brand.
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Clear labelling and instructions
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Lifestyle Photos



urs.comurs.com

Infographics
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Package design
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Packaging ideas
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Packaging ideas
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Add a bonus or free item
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Add a how to video or eBook

• Private label rights eBooks
• Recipe book
• Instruction cards
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Free stuff!
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Even more…

• Donate to a charity
• Make it organic or fair trade
• Have a feel good story behind your brand
• Create a membership group
• Make it a subscription item (auto shipping) or have a subs website
• Unique supplier or exclusive arrangement or tough to follow supply 

chain
• Educate your customers on something they may not know
• Follow up with your customers after purchase.. every time!
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What can you think of?
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Product Facelift Ideas
• Private Label Rights book / eBook

• Gift pack

• Bundle

• Free demo / training video – YouTube or S3

• Free gift (unexpected)

• Lifestyle Guide, top ten tips
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Product Facelift Ideas
• Storage bag

• Voucher for consult

• Style inspiration guides

• VIP club membership

• Community membership 

• Information Product



Create Build 
Scale Model 
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#Product Hunters

• Ideas vs assessment

• Skills, personalities, training and background

• Taking action

• No such thing as the perfect product

• Make it a habit not a one off exercise
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Get Product Hunting!

Spreadsheet to complete – demand, supply, margin, point of difference. No 100% 
products, find “good enough”

Individual or pair up with someone/ small group

Earning or Learning

More practice and more you do, the better your product decision making will be

**Ask us if you need a sample product to learn the ropes on

Afternoon Exercise



3.4 Trade Show Strategy



The Adventure of a Lifetime



Taj Mahal and Local Markets



So much fun  - this is my type of “work”



Premium quality products, responsive suppliers. 
Low cost of getting started!



How to turn a Trade Show Visit into sales



Aromafume Booth at Delhi Trade Show



Supplier Correspondence



Supplier Correspondence



Join Me on Future Trade Show Missions!
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