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THE ULTIMATE
Q4 SUCCESS
GUIDE

Maximize Your Sales and Profits This Holiday
Season with Proven Strategies

LET'S GROW IN THIS Q4

= amazonseller central
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INTRODUCTION

——

For Amazon sellers, Q4 is the most important time of the year. It’s not just a sales period—it’s an
opportunity fo achieve record-breaking success. The fourth quarter (Q4), which runs from October to
December, includes the biggest shopping events in the calendar year, like Black Friday, Cyber Monday, and
the extended Turkey 5 (Thanksgiving through Cyber Monday). This is the time when consumers are in full
gift-buying mode, spending more than they do in any other quarter.

The numbers speak for themselves. In Q4 2023, online sales reached a staggering $324.8 billion, a 7.2%
increase over the previous year. For 2024, that figure is expected to climb by another 10.5%, setting a new
record in eCommerce. These numbers highlight the incredible opportunity available to sellers who are
prepared. Amazon consistently dominates during this period, capturing a large share of online sales—over
20% of all Black Friday and Cyber Monday sales are made on Amazon.

But to capitalize on this sales surge, preparation is key. Sellers who start early, plan effectively, and execute
smart strategies will outperform their competitors and drive significant growth. Q4 brings in the highest
traffic volume of the year, which means it’s a chance not only to boost sales but also to build long-term
brand awareness and attract hew customers.

WHAT CAN YOU ACHIEVE IN Q4? Q4 Sales Growth (in $ billions)

« Boost Sales Dramatically: Many sellers
see up to a 5x increase in sales during Q4.
I’s the best time to move inventory, clear $358.68
out old stock, and drive revenue. $324.8B

$3028B

+ Increase Visibility: More traffic means
more opportunities to improve your organic
ranking on Amazon.

» Build Long-Term Brand Loyalty: Q4 isn’t
just about quick sales. It's a crucial period
fo gain repeaf customers.

+ Gain a Competitive Edge: Early
preparation allows you to outperform
competitors who scramble to make last-
minute adjustments.

2022 2023 2024

ACTIONABLE TIP #1
Conduct an internal audit of your listings, inventory, and ads. Ensure

you're fully ready to handle the surge in traffic, and identify gaps
early.

7 WHITE




A GOLD ITY FOR AMAZON SELLERS

For Amazon sellers, Q4 is not just another quarter—it's a game-changer. With holiday shopping events
like Black Friday, Cyber Monday, and the extended “Turkey 5” period, Q4 represents the most lucrative
selling season of the year. Shoppers are more eager to spend, search volume soars, and conversion rates

peak as customers hunt for deals.

KEY Q4 SHOPPING EVENTS:

+ Prime Big Deal Days (October) - Amazon’s early deals event kicks off Q4 shopping momentum.
+ Black Friday & Cyber Monday (BFCM) - The mega-sales events that drive massive traffic to Amazon.
In 2023 alone, Black Friday generated $16.4 billion and Cyber Monday pulled in $12.4 billion in sales

across the U.S.

* Turkey 5 - The period from Thanksgiving to Cyber Monday where consumers are actively looking for the

best deals.

2023 Q4 SALES DATA & 2024
FORECAST

In Q4 2023, online sales hit a staggering $324.8 |
billion, marking a 7.2% growth over the previous )
year. But that's not the end of the story—2024 is
projected to see a 10.5% increase, pushing online

sales to new heights. This surge includes Amazon

as the leading platform, accounting for a large

chunk of holiday sales. For Amazon sellers, this

means Q4 2024 could make or break their annual
revenue goals.

+ $324.8 billion in online sales during Q4 2023.
+ Expected 10.5% growth in Q4 2024.

+ Major sales days like Black Friday and Cyber Monday continue to drive huge spikes in revenue

WHAT AMAZON SELLERS CAN ACHIEVE IN Q4

1. Unmatched Sales Volume: The holiday season sees up to 5x
the usual sales volume for many categories. From toys to
electronics to apparel, Q4 is your chance to move large
volumes of stock and clear out old inventory.

2. Increased Visibility: The heightened customer traffic during
events like BFCM gives sellers a perfect opportunity to boost
their product rankings through strategic advertising and SEO,
helping increase long-term visibility.

3. Building Brand Loyalty: With many first-time customers
flocking fo Amazon, Q4 presents a great opportunity fo
capture repeat business. Offering exceptional customer
service, product quality, and post-sale follow-ups can
transform one-time buyers info loyal customers, setting the
stage for success well into the new year.
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ACTIONABLE TIP #2

Ensure your inventory hits
fulfillment centers by October 19

for Black Friday. Secure extra
stock for Turkey 5 and Cyber
Monday traffic to avoid
stockouts.
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DEADLINES FOR SELLERS: WHEN YOU NEED TO ACT

The difference between a smooth, profitable Q4 and a chaotic, missed opportunity often comes down to
hitting critical deadlines. Missing these can result in inventory stockouts or missing key sales events.

Here are the most important deadlines to stay on top of:

* October 19, 2024: FBA Inventory Deadline for Black Friday and Cyber Monday. All FBA inventory should
arrive at Amazon’s fulfillment centers by this date to be Prime-badge eligible for the biggest shopping
days. Miss this, and you risk not having stock available for Black Friday buyers.

+ September 6, 2024: Deadline for submitting Black Friday and Cyber Monday deals. Plan your
promotions, discounts, and Lightning Deals well in advance to take advantage of the fraffic spikes.

* October 15, 2024 - January 14, 2025: Amazon’s peak fulfillment fees come into effect. Factor these
into your pricing strategy to avoid eating into your margins.

* December 2, 2024: Last chance to capture Cyber Monday shoppers. Ensure your listings are fully
optimized and your PPC campaigns are ready for the rush.

ACTION PLAN FOR EARLY PREPARATION: YOUR EDGE IN Q4

Starting early is one of the most reliable ways to win in Q4. Why?

1. Inventory Security: Shipping delays and stockouts are common problems during the holiday rush.
Sending your invenfory to Amazon’s fulfillment centers well in advance ensures it’s available for Prime
shoppers when traffic peaks.

2. Time to Optimize Listings: Early preparation gives you time to update your product listings with
seasonal keywords, holiday-focused images, and enhanced A+ contfent. You'll also have room to A/B
test your changes to see what performs best.

3. Ad Strategy Testing: Test your PPC campaigns and fine-tfune bids during September and October. By
the time Black Friday rolls around, you’ll know exactly what keywords and ad creatives are performing
well.

4. Outperform Competitors: Most sellers rush to optimize their strategies in late October or November.
If you're fully prepped by then, you'll have more fime to focus on responding to customer feedback,
refining ad targeting, and managing your operations. The earlier you begin, the greater your
competitive edge.
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INVENTORY PLANNING AND @BE%Q
USING DATA TO FORECAST INVENTORY NEEDS

One of the biggest challenges during Q4 is knowing how much inventory to stock. Underestimating demand
can lead fo stockouts, causing you to miss out on sales during peak days like Black Friday and Cyber
Monday. On the other hand, overestimating can leave you with excess stock and tied-up capital after the
holidays.

HOW TO FORECAST Q4 DEMAND:

1. Use Historical Sales Data: Look at your sales numbers from previous Q4 seasons. Use this as a baseline
for expected demand.
* Example: If your product sold 200 units during Black Friday 2023, plan for at least a 10-15% increase
in 2024 due to overall online shopping growth.
2. Account for External Factors: Consider the economy, any trends in your product category, and shifts in
customer behavior.
« Example: Electronics and beauty products were top categories in 2023, so if you sell in those areas,
expect higher demand.
3. Use Predictive Tools: Leverage tools like Helium 10 or SoStocked to help forecast your Q4 inventory
levels by analyzing sales trends, current stock levels, and real-time data.

TOOLS FOR INVENTORY MANAGEMENT: AVOIDING STOCKOUTS &
OVERSTOCK

Use automation and analytics tools to streamline the process:

1. SoStocked: This tool helps Amazon sellers track inventory, forecast demand, and avoid costly stockouts.
It even accounts for shipping lead times and peak sales events, so you can manage your supply chain
more effectively.

2. Helium 10: With its Inventory Protector feature, you can frack inventory changes, set alerts for low stock
levels, and even see competitors’ stock quantities. This helps you plan better and avoid missing out on
key sales days.

BALANCING STOCK LEVELS: MAXIMIZE PROFITS, MINIMIZE RISKS

To succeed in Q4, you need to strike a delicate balance between having enough stock and
not overcommitting financially.

1. Stockout Prevention: Missing out on sales because you ran out of stock is costly. To
prevent this:
« Order inventory early: Factor in longer shipping times due to high demand.
* Use safety stock: Keep a buffer of extra units to handle unexpected demand spikes.
2. Managing Overstock: Having foo much stock at the end of the season ties up cash and
storage fees.
« Bundle slow movers: Pair underperforming products with top sellers in bundles
during Q4 to clear excess stock.
* Post-Q4 Promotions: Offer post-holiday sales to move extra inventory and prepare
for QL.
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OPTIMIZING AMAZON LISTINGS FOR Qﬂ%}(_:
FIND AND USE SEASONAL KEYWORDS

Getting your listings in front of the right shoppers during Q4 depends heavily on keyword optimization.
Using the right seasonal keywords ensures your product ranks higher during peak shopping days.

1. Use Helium 10's Cerebro: This tool helps you uncover high-traffic Q4-specific keywords. For example,
search terms like “gifts for him” or “holiday sale electronics” see a significant spike during Q4.

2. Holiday-Specific Keywords: Add holiday-themed phrases to your product titles and descriptions, such
as “Christmas gifts” or “stocking stuffers.”.

ACTIONABLE TIP

Use tools like Helium 10’s Cerebro to research high-traffic,
seasonal keywords. Update product titles, bullet points, and
descriptions with these keywords by early October.

IMPROVING LISTING CONTENT: OPTIMIZE FOR Q4 SHOPPERS

1. UPDATE PRODUCT IMAGES:

+ Include holiday-themed visuals in your listing images o capture attention. For example, show your

product in festive packaging or as part of a holiday gift set.
- Consider adding seasonal infographics that highlight why your product is the perfect holiday gift.

2. A+ CONTENT:

+ Use A+ Contfent to add rich images and detailed product descriptions that cater to gift-givers.

+ Include comparison charts that show why your product is superior fo others in your category for
holiday shopping.

3. PRODUCT VIDEOS:

+ Create a holiday-themed product video. Show the product being unboxed as a gift, or highlight its
features in a family or festive setting.

“MARE T
x y MTMAS um‘mz@smn
HOLIDAY-THEMED AMAZON STOREFRONT: it lOl e dh ik '.m]-m P m

CAPTURE FESTIVE TRAFFIC N e T - —

Convert more Q4 traffic by creating a holiday-specific
Amazon Storefront that reflects the festive season. This

2X TEMNIS
i RACKETS

includes:

» Holiday Banners
+ Gift Guides

« Cross-Promote Products
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PRI IES FOR BFCM AND BEYOND

STAY COMPETITIVE AND PROFITABLE

During Q4, especially on key days like Black Friday, prices fluctuate rapidly. Sellers need to adopt a dynamic
pricing strategy that adjusts prices based on real-tfime competition and sales velocity.

+ Use Pricing Tools: Tools like Feedvisor and RepricerExpress help you automate price adjustments
based on competitor pricing and your desired profit margins. This ensures you remain competitive
without constantly monitoring your prices.

+ Monitor Competitors: Keep an eye on competitors’ pricing strategies using Helium 10’s Competitor

Tracking feature.

Dynamic Pricing During Q4 Peak Events

fluctuations and profit margins from Black Friday to Cyber Monday

ATTRACT BUYERS WITH SMART DEALS

Offering well-timed promotions can significantly
boost your visibility and sales.

* Flash Sales: Schedule short, time-limited
promotions to create urgency. Black Friday is a

prime opportunity for this.

¢ Lightning Deals: Take advantage of Amazon’s
Lightning Deals feature to push certain products
during high-traffic periods.

» Coupons: Offer digital coupons on your product
listings, making sure to highlight the discount in
the main image or A+ Content.

0 Price -o= fit A ] %) =o- Competitor Price

. . »
I, ¢ Holium 10 xension MANAGING PROFIT MARGINS: DON'T
MRRARERI UNDERCUT YOURSELF
X Xray — Amazon Product Research While offering discounts is essential to staying competitive, make
G i dde: 5 i . 4 :
S bz el gt e [ = sure you're not sacrificing your profit margins in the process.
wil 23
L”‘:ﬁu'rum. 9% Profitability Calculator .
+ Track Costs: Factor in Amazon fees, storage costs, and peak
/‘—('V Lol fulfillment fees (starting October 15) when planning your
;wwuynmazmmc\uue\m Depending on your delivery = Review Insights i dlscounTS'
o + Use Profit Calculators: Use tools like Helium 10’s Profitability
Apply 15% voucher. Term: . .
arer i b b s ey it e s ind 1 MY Dashbaard b Calculator to ensure your promotions don’t eat into your
urstlpink profits.
€28.99 €819 €2819 €26.59 €26.19 €2399 :i
= & (o = ACTIONABLETIP #5
s s e P il Take advantage of Amazon’s Lightning Deals
Prime. 30-days free trial
g or create 24-hour flash sales to generate
urgency and capture last-minute buyers.
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PP NG STRATEGIES FOR Q4

PRE-Q4 CAMPAIGN SETUP

Starting your PPC (pay-per-click) campaigns well before Q4 kicks off is essential to build organic ranking
and gain visibility before the holiday rush. Q4 is highly competitive, so the earlier you start, the better
positioned you’ll be when traffic surges.

STEPS FOR PRE-Q4 CAMPAIGN OPTIMIZATION:

1. Audit Existing Campaigns: Review your current campaigns. Focus on your top-performing products
and adjust bids for high-converting keywords.

2. Seasonal Keywords: Use tools like Helium 10’s Cerebro fo discover trending holiday-specific keywords
(e.q., “best gifts for kids” or “Black Friday electronics deals”). Target both broad and long-tail keywords to

capture varying shopper intents.
3. Build Momentum: Increase your budget gradually in September and October o give your listings

enough visibility, boosting organic ranking just before the big sales.

BFCM-SPECIFIC PPC TIPS

During Black Friday and Cyber Monday (BFCM), competition spikes and so do bid prices. Without a solid
PPC strategy, you can lose out on fraffic or overspend without seeing returns.

1. Increase Bids for Key Days: Raise bids on high-performing keywords specifically for BFCM. Focus on
conversion-oriented keywords that have proven successful in previous campaigns.

2. Monitor Ad Spend Closely: On peck days like Black Friday, monitor your ad budget hourly. Ads can burn
through your budget quickly, so ensure you’re not overspending early in the day.

3. Use Sponsored Display Ads: Beyond traditional Sponsored Product ads, utilize Sponsored Display Ads
to retarget customers who viewed your product but didn’t purchase.

4. Budget Allocation: Set 50-60% of your budget for the highest traffic days (Black Friday, Cyber Monday)
but leave enough for Turkey 5 and post-Cyber Monday traffic.

RETARGETING & OFF-AMAZON ADS

Off-Amazon ads provide additional traffic sources and can help drive external traffic to your Amazon

listings during Q4.

Amazon PPC Strategies

_tj Google Ads & Social Media .1l Amazon DSP (Demand-Side Platform)
Run Google Shopping ads or Facebook ads that link directly to your Amazon Use DSP ads to retarget users who visited your product listings or viewed
listings. This can boost your Amazon ranking by driving external traffic. similar products on Amazon. You can also run retargeting campaigns across the

web to recapture interested shoppers.

WHITE
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INVE TICS AND FBA MANAGEMENT

MEET AMAZON'’S DEADLINES TO AVOID STOCKOUTS

FBA (Fulfilled by Amazon) cllows sellers to leverage Amazon’s logistics network to handle packing,
shipping, and customer service. However, hitting the cutoff dates is critical for getting your products eligible
for Prime shipping during key Q4 events.

1. Key Deadline - October 19, 2024: All FBA inventory must arrive at fulfillment centers by this date to be
ready for Black Friday and Cyber Monday.

2. Ship Inventory Early: Account for potential delays due to the holiday rush. Aim to have your shipments
sent af least 1-2 weeks before the cutoff date to ensure they arrive on time.

3. Inventory Planning: Use tools like SoStocked to forecast your inventory needs based on sales data
from previous Q4 seasons.

THIRD-PARTY LOGISTICS (3PL)

If your products are not all FBA-eligible or you’re expecting more demand than Amazon can handle,
consider using a third-party logistics (3PL) provider to store excess inventory and manage overflow orders.

1. When to Use a 3PL:
= If your inventory might not reach FBA in time.
« When managing multiple channels like your own website and Amazon.
2. Advantages of 3PLs: Many 3PLs offer faster shipping and flexibility, which can be helpful if Amazon is
overwhelmed during peak periods.

MANAGING FULFILLMENT FEES: AVOID

EATING INTO YOUR PROFITS Amazon Fulfillment Timeline for Black Friday and
Cyber Monday
Amazon’s holiday peak fulfillment fees go into effect from October -
15, 2024, to January 14, 2025. These fees apply to all FBA items,
which can reduce your profit margins. St
1. Plan Your Prices Accordingly: Make sure to account for the @
increased fees in your pricing, particularly for items that will be FBA Inventory Cutofr

October 19

heavily discounted during BFCM.

2. Bundle Products: One way tfo mitigate the impact of higher
fees is o bundle products to increase the average order value
while paying fulfillment fees for fewer units.

Inventory Processing

Shipping and Delivery
tage

ACTIONABLE TIP

Ensure that all inventory is sent to Amazon’s fulfillment @
centers by October 19, 2024, fo avoid missing out on
Prime eligibility for Black Friday. g o o

WHITE
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MANAGING CUSTOMER REV CK

—
Customer reviews can make or break your listings during Q4. With /ad%
the high volume of sales, ensuring you capture as many positive N &
reviews as possible is key. Al
i Follow-Up
1. Helium 10 Follow-Up: Set up automated review requests for B e T e
every order during Q4 using Helium 10’s Follow-Up feature. CrosbeaNew Autommation |

Automating this process ensures you don’t miss opportunities to

gather social proof.

2. Timing is Everything: Request reviews after delivery, but avoid
being too pushy. Time your review requests to go out a few days
after customers receive their products for the best results.

Placed Orders.

2,024

RESPONDING TO NEGATIVE FEEDBACK

Negative reviews are inevitable during high-sales periods like Q4. How you respond can make a difference in

customer retention and brand perception.

1. Respond Quickly: Aim fo respond to negative reviews within 24 hours. Acknowledge the issue and offer

a solution (refund, replacement, or extra support).

2. Public vs. Private Responses: Handle serious issues in private but leave a polite, public response to
show other potential customers that you’re proactive in resolving issues.

USE SOCIAL PROOF TO BOOST SALES

Amazon'’s holiday peak fulfillment fees go into effect from October 15, 2024, to January 14, 2025. These fees
apply to all FBA items, which can reduce your profit margins.

1. Feature Reviews in Ads: Use your best reviews in your product listings, A+ Content, and even PPC ads.
2. Amazon Posts: Showcase user-generated content from satisfied customers. Highlight customer photos

and testimonials on your Amazon storefront.

ACTIONABLE TIP #7

Set up a process to respond to
negative reviews within 24 hours.

Offer solutions publicly (like a
refund or replacement) to
maintain customer frust during
the holiday rush.
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4.7 out of 5 stars




POST- ES FOR Q5 SUCCESS

LEVERAGING Q5

Q5 (January) may not be part of the traditional holiday season, but it’s still a huge opportunity to boost
sales. Many customers use gift cards or make purchases based on New Year’s resolutions.

1. New Year’s Product Focus: Update your listings to focus on popular Q5 categories like fitness, self-

improvement, and organization.
2. Returns Turned Into Sales: Many customers return holiday gifts in January, giving you an opportunity
to offer alternatives or upsell during the return process.

POST-HOLIDAY PROMOTIONS: CAPTURE LATE SHOPPERS

Not everyone finishes their holiday shopping by December. Running post-holiday promotions in early
January can help you clear out leftover stock and attract bargain hunters.

- Offer New Year’s discounts and promote bundles to move excess inventory.
PREPARE FOR Q1
After the Q4 rush, it's fime to analyze your inventory and ensure you're ready for the new year:
1. Clear Out Excess: Offer deals on slow-moving products or consider using Amazon’s Outlet Program to

clear overstock.
2. Replenish Fast Sellers: Make sure you're restocking products that sold well during Q4 to continue

capturing demand in Q1.

After-Christmas Selling Tips

o 0
— JAN
1. Add new 2. Offer year-end 3. Reconsider
products deals your prices

T TT
4. Sell slow- 5. Create 6. Re-invest your
moving inventory clearance sales profits

WHITE
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ANALYTICS & PE EW

REVIEWING Q4 SALES METRICS

After the dust settles from Q4, it’s time to assess your performance. By analyzing key metrics, you can
identify what worked, what didn’t, and how to optimize for future campaigns.

ESSENTIAL KPIS TO TRACK:

1. Sales Revenue: Compare your total sales during Q4 to previous quarters and the last year’s Q4. Did you
achieve your revenue targets? Look at both overall sales and sales per product to understand your top
performers.

2. Conversion Rate: The percentage of visitors who purchased your product. A higher conversion rate
means your listings, pricing, and advertising were effective. Amazon’s average is around 10-15%—where
did you stand?

3. RoAS (Return on Ad Spend): RoAS shows how much revenue your ads generated for each dollar spent.
Calculate RoAS for both individual campaigns and overall. A RoAS of 4:1 means for every $1 spent, you
generated $4 in sales.

4. ACoS (Advertising Cost of Sales): This is the inverse of RoAS. Lowering ACoS without sacrificing sales is
key to a profitable Q4. Track your ACoS month-to-month and compare it to previous Q4s.

5. Units Sold: See how your product mix performed. Which SKUs sold best, and were there any surprises?
This can inform your 2025 Q4 product strategy.

BENCHMARKING YOUR SUCCESS

One of the best ways to learn and improve is by seeing how your competitors fared during Q4.

1. Helium 10’s Cerebro: This tool allows you to reverse-engineer your competitors’ keyword strategies.
Post-Q4, use Cerebro to see which keywords your competitors dominated and how you can adjust your
SEO and PPC campaigns next year.

* Analyze their bestselling keywords, ad placements, and listing changes during Q4.
» See where they’re ranking better than you and tweak your strategy to compete more effectively.

2. Competitor Pricing Analysis: Track competitor pricing changes, promotions, and discounts offered
during Q4 to understand their strategy. Did their pricing strategy align with yours? What promotions
worked for them that you could adopt in the future?

PREPARING FOR NEXT YEAR

1. List Top Performers: Identify which products, keywords,
and ads generated the most revenue. Prioritize these for ACTIONABLE TIP
next year.

2. Note Missed Opportunities: Did you run out of stock on
any top sellers? Did certain ads underperform? Take notes
on what went wrong to avoid repeating these mistakes
next year.

3. Start Early: Start preparing for Q4 2025 based on this
year’s lessons. Set up your inventory, marketing, and
pricing strategies earlier to maximize impact.

WHITE
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Use Helium 10 Cerebro to analyze
the performance of your
competitors during Q4. Look at
their top keywords, ad
placements, and pricing
strategies to gain insights for
next year.




BON CES FOR AMAZON SELLERS

—

MUST-HAVE TOOLS FOR Q4 SUCCESS

Using the right tools can be a game-changer for your Q4 strategy. Below are some essential tools that will
help you stay ahead of the competition:

1. Helium 10: The go-to tool for keyword research, competitor analysis, listing optimization, and PPC
management. Key features like Cerebro and Inventory Protector will give you an edge in Q4.

2. SoStocked: Essential for demand forecasting and inventory management. It helps you avoid stockouts
and overstock by analyzing sales trends and providing real-time updates.

3. ManageByStats: Comprehensive tool for managing your Amazon business. It tfracks sales data,
advertising spend, and customer metrics, giving you a complete overview of your performance.

4. SellerAssistant: This tool is great for managing and analyzing your Amazon listings, helping you optimize
pricing, discover product opportunities, and track competition.

anage —
Helium1o  SoStocked | Byéaed® = ASSISTANT

HOW ONE SELLER GREW 30% IN Q4 USING
THESE STRATEGIES

CLIENT NAME: “BURPLIDS”

CHALLENGE

Burplids struggled in Q4 2023 with stockouts, high ACoS, and underutilized advertising
strategies. They came fo us wanting fo maximize their Q4 potential in 2024.

SOLUTIONS APPLIED

» Inventory Management: Using SoStocked, ABC forecasted a 20% increase in demand and
placed early orders, avoiding stockouts during key sales events.

« PPC Optimization: By leveraging Helium 10’s Cerebro, they revamped their ad strategy,
targeting high-conversion seasonal keywords. This resulted in a 40% decrease in ACoS during
Black Friday.

« Dynamic Pricing: ABC implemented a dynamic pricing tool, adjusting their prices based on
real-time competitor data, which boosted their ROAS by 25%.

Burplids saw a 30% increase in revenue during Q4 2024,
setting them up for continued growth in 2025.

WHITE
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CONCLUSION AND ACTION PLAN
FINAL RECAP OF KEY STRATEGIES

1. Prepare Early: Start inventory planning and keyword research months ahead of key sales events.

2. Optimize Your Listings: Use holiday-themed keywords, images, and A+ content to make your listings
stand out.

3. Dynamic Pricing: Adjust prices dynamically during Black Friday, Cyber Monday, and beyond to stay
competitive without sacrificing profits.

4. PPC Mastery: Ramp up your PPC campaigns before Q4 starts, and focus on high-conversion keywords
to maximize returns during peak days.

5. Manage Reviews: Automate review requests fo capture as many positive reviews as possible during the
holiday rush.

6. Post-Q4 Success: Leverage the momentum from Q4 into Q5 with targeted promotions and optimized
inventory management.

Q4 Prep Checklist

Make sure you're ready for the holiday rush!

@ Inventory forecasting and management Q Listings optimized with holiday-specific
complete keywords and A+ content

$ PPC campaigns planned, with increased % Promotions, discounts, and Lightning Deals
budgets for Black Friday and Cyber Monday scheduled

Al Dynamic pricing strategy set for peak days ﬁ? Automated review requests enabled

C'/J Post-Q4 strategy in place for Q5 promotions
and inventory management - & L

TAKE YOUR Q4 STRATEGY TO THE NEXT LEVEL

Now that you’ve equipped yourself with these powerful Q4 strategies, it’s time to
take action. If you want expert guidance to optimize your campaigns, listings,
and inventory even further, reach out to us for a free consultation or audit.

EMAIL:
we’'ll analyze your current Amazon setup and provide tailored hello@whitesnowads.com
recommendations to boost your Q4 performance and beyond.

PHONE:
LET’S WORK TOGETHER TO MAKE YOUR Q4 THE BEST ONE YET! (44) 7438 149550
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