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PROS OF SELLING ON AMAZON
The pros of selling on Amazon

Amazon offers several perks to companies looking to become pro-
fessional sellers on the platform:

Reach
According to reports, Amazon features more than 300 million user 

accounts, as well as more than 100 million Amazon Prime members. 
Overnight, people can start finding (and buying) your products. 

Commerce is a great option. It's easy to use, and it has all the fea-
tures you need to run a successful online store.

Audience
“Nine out of 10 consumers will check Amazon for a product, even if 

they found that product on another site.” Amazon also offers access 
to an audience with a transactional mindset. People on Amazon are 

looking to buy a product.

Convenience
For many companies, Amazon is also convenient, compared to sell-

ing on their own websites. Amazon takes care of all the mainte-
nance, costs, and management that comes with running an ecom-

merce site.

Protection
Choosing to sell on Amazon versus your own website can also offer 
your brand protection. With Amazon Brand Registry, your company 
can get protection against knock-off versions of your products. You 
can also report copy-cat sellers. This program helps your business 

protect its brand and increase its sales.

Community
More than one million other small-to-midsized businesses (SMBs) 

sell on Amazon. Forums for selling on AmazonWith so many compa-
nies selling on Amazon, this large community serves as a great re-

source for your business. Amazon maintains a seller forum that you 
can use to connect with these companies too. 
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CONS OF SELLING ON AMAZON
Selling on Amazon isn’t perfect. The platform 
comes with some disadvantages, including:

Competition
Remember how over one million other companies sell on Amazon? 
That’s also a downside of the site. Depending on your industry and 

products, you may compete with a significant number of sellers, 
which can make it more difficult to profit on the platform. Even if 

you invest in product optimization and pay-per-click (PPC) advertis-
ing, you may not get the results you want from Amazon.

Amazon
When discussing the pros and cons of selling on Amazon, many sell-

ers will mention Amazon as a con. Sellers usually see Amazon as a 
problem because of the company’s various brands, like AmazonBa-

sics and AmazonFresh, which also sell on the platform. These brands 
earn sales easily because users know (and likely trust) Amazon.

Fees
When you sell on Amazon, you must pay several different seller fees, 

which include:

Seller plan, Referral fee, FBA fees
And more...

Rented
Amazon is a rented platform, which means your company doesn’t 
own it. Instead, you “rent” the site for selling online. By renting in-

stead of owning, you have less control over your business’s presence 
on the website. Following a basic product listing template, paying 
fees, and competing with other sellers are all examples of the cons 

that come with using a rented platform. Before you decide between 
Amazon vs. your own website, review all the pros and cons of selling 

on Amazon. Or, start with a free seller account to get a preview of 
operating on the platform and its potential value to your business.
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Selling on your own website, instead of Amazon, offers a few 
benefits, including:

Owned
You own your website, which means you have complete control over it. From your 

product page design to your checkout process, you sign-off on everything.
As the owner of your website, you also eliminate all the competition that comes with 
rented platforms like Amazon, Walmart Marketplace, Sears Marketplace, and Target+.
Of course, even if you sell on your website, you still want to look at your competition. 
What your competition does, whether on their website or their Amazon Store, influ-
ences your business strategy. For example, you may decide to tweak your product 
page design or use product videos based on a competitor’s design and strategy.

Customers
If you sell on Amazon, Amazon provides you access to its customers.

Even if someone buys your product, they remain an Amazon customer. This arrange-
ment makes it difficult for Amazon sellers to build a relationship with shoppers and 
establish shopper loyalty. When you sell on your website, however, your customers 

remain yours. Owning your customers (versus borrowing them from Amazon) allows 
you to take full advantage of digital marketing. With digital marketing, you can use 

strategies like social media marketing, email marketing, and paid advertising to gen-
erate sales from existing and future customers. For example, using email marketing, 

your business could create a campaign that targets abandoned shopping carts.

These emails can persuade users to come back and finish their purchase, which helps 
you generate another sale. With customer ownership, you get access to a range of 
strategies for growing your business. In comparison, Amazon limits your business, 

which can impact its short- and long-term growth and potential.

Data
Like customers, data is also a valuable tool (and perk) of selling on your website.

While you can access analytical data on Amazon, it isn’t as in-depth as your site analyt-
ics. For example, you can see details about how long a user spent on a page, as well as 
what pages they visited when on your website. This data can help you create a better, 

stronger site that generates more orders and sales. For example, if you notice that a lot 
of users don’t complete your checkout process, you may experiment with a different 
checkout experience. Instead of multiple steps, for instance, you may make checkout 
a single step, which could improve order completion rates. Of course, to take advan-

tage of this perk, you need to look at, analyze, and take action on your data.
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Management
When you make your site your marketplace, you take on all the responsibilities of 
managing and maintaining a website. From choosing a web hosting provider to 

adding a new product page, it’s up to your company to keep your site operational. For 
many SMBs, website maintenance and management is a severe pain point. Most don’t 
have an in-house development team, which can lead to a neglected site and unhappy 

shoppers.
You can resolve this issue, however, by working with a web design and development 

agency. They can serve as your team and take care of your website.

Cost
The decision to sell on your website versus Amazon requires an instant and substantial 

investment. That’s because you need to create your site.
For perspective, a professional ecommerce website can cost $12,000 to $150,000 to 
design and launch. This price is significantly more than starting an Amazon Store. 

However, you should compare that upfront cost to the advantages of selling on your 
website.

Reach
While Amazon offers a massive reach, your site doesn’t — at least at the start.

When you launch your site, no one will know about it. While you can share your web-
site on social media, as well as with friends and family, you will need a strategy for 

growing your reach if you want your business to survive.
“If you can invest in SEO, which takes about three to six months to work, you can 

counter this con to selling on your website.”
If you want people to find your website, you must use search engine optimization 
(SEO). SEO is a digital marketing strategy that helps make your site more visible in 

search results on search engines like Google or Bing.

FINAL WORDS

Where should you sell your products?
Where you choose to sell online depends on your business, market, and products.
For some companies, it may work well to sell on Amazon while others may see the 

value of selling on their website. You must consider what works best for your organiza-
tion. Look at the pros, cons, and costs, and talk to your team to get their opinions and 

ideas.
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Market your website (and Amazon Store) to earn more
revenueWhether you decide to sell on your site, Amazon, or 
both, EMBLEM DEVELOPMENT SERVICES can make your ex-

perience easier and more profitable. Use the expertise of our 
award-winning team to grow your business and online pres-
ence. Browse our digital marketing services or ecommerce 
marketing services for Amazon to learn more about how we 

can help your organization and team.

Cost

SHOPIFY SITE - FROM $2999 upto $14999

WOOCOMMERCE SITE - FROM $2999 to $14999

CUSTOM TECHNOLOGIES -  $4999 to $30000

FINAL QUOTE WILL BE GIVEN AFTER DISCUSSING THE

REQUIREMENTS

 

COSTING TO DEVELOP SITE
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WE HOPE YOU UNDERSTOOD THE PROS
AND CONS OF SELLING ON AMAZON AND

OWN WEBSITE

LETS TALK!

CALL OR WHATSAPP OR EMAIL
RAHUL K R

FOUNDER, CTO EMBLEM

+91 8921364775
raolacharya@yahoo.com
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