
Evaluation Phase Intro



What We’ll Cover in this Lesson

• What is the Evaluation Phase 

• How to use it to reach your goals



• You have set your goals in the previous module 

• Let’s continue with the example that you need to 
source 4 products per year to achieve your 
target of $10K/mo 

• Your actions from day 1 should be focusing on 
that goal



• And since you know the 80/20 rule, so how many 
product you need to achieve that goal? 

• In theory, you’ll need to test 20 (2 home runs from 
10) but of course, we can’t afford that! 

• This is why our main goal now is to identify the 
home runs and good products to move on with 
and throw away the duds 

• This is why you’ll need to apply the “Evaluation 
Phase” for every new product opportunity you’ll 
find.



What is the Evaluation 
Phase?

• This is an initial phase where we’ll test a product with the lowest 
possible costs 

• We’ll need maximum 200 units of that product (100 is fine too) 

• We’ll need consistent daily full-price sales of that product for 
the first week after it arrives at Amazon.  

• You’ll need to give away 100 (or 50) units to make the evaluation 
valuable (no more no less) 

• Sales should be nearly equal over a 7-day period (7,6,8,7,8,6,8 
in case you are giving away 50 units) Sales must not be 
(15,1,23,0,1,9,1)



• After that first week, you’ll wait 2 weeks doing 
nothing (I repeat nothing) and see if you have 
any organic sales 

• If you start to see sales then you’ll start the 
launch and ranking phase starting from week 4 

• But if you don’t see any sales in those 2 weeks, 
this is DUD, go over it and repeat the process.



• Let’s suppose that your product costs $3 per 
unit (COGS) then 200 units will cost $600 

• Add $200-$300 advertising costs, plus about 
$300 Amazon fees 

• This means you can evaluate the product for 
only $1100-$1200 

• Compare this to the usual method that other 
sellers do!



What is Next?

In the next lesson: 

• How to recognize a good product opportunity


