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01 HOW BIG IS 
AMAZON 
PRIME DAY?
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PRIME DAY 2019:
7.1B TOTAL SALES
WORLDWIDE 
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PRIME DAY 2020:
10.4B TOTAL SALES
WORLDWIDE 
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PRIME DAY 2020:
3.5B SALES BY 3P SELLERS
WORLDWIDE 
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REACH 5X MORE 
NEW-TO-BRAND SHOPPERS
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WHY THIS YEAR 
WILL BE DIFFERENT
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AMAZON IS THE TOP 
DESTINATION FOR ONLINE 
PRODUCT SEARCHES
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THE COVID 19 EFFECT
Changing consumers behavior

▸ Consumers are more serious about saving money.

▸ Consumers want to resume their pre-pandemic lives.



02 HOW TO PREPARE 
YOUR PORTFOLIO
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CHOOSE THE RIGHT 
ASINS (for the next event)
▸ Which (type of) product could actually assert itself against the 

competition?

▸ Did the ASINs have enough ratings & optimised detail pages to promote 
them with a deal?

▸ Did the ASINs have enough stock ahead of the deal event ?



AUDIT YOUR 
LISTINGS
▸ Check titles, bullet points, descriptions and twisters / variations

▸ Use phrases and languages which customer use to find your products

▸ Add images, videos and A+ Content for better engagement & 
conversion

▸ Make sure information is accurate, detailed and informative



Build a Brand Store page 
dedicated to your deals and 
make sure send traffic there 
(SBs / DSP / Social Media).

UPDATE YOUR
BRAND STORE
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03 HOW TO UTILISE 
AMAZON DEALS



LONG TERM SALES OPTIMISATION 
THROUGH ADVERTISING DEALS

PRICE
Huge impact due to high 

traffic

Drops over Prime Day

COMPETITION
Eliminate competition

Increase your market 
share

RANKING
A good Click-Through 

Rate & Conversion Rate 
over Prime Day lead to a 

higher ranking

SALES
Improved ranking leads 
to sustainable increase 

in sales & visibility
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The Prime Day Spotlight Deals run 
for 24-48 hours and feature the 
most popular products that 
offer huge savings.

The deals will be promoted on the 
Amazon start page and will last 
until Amazon runs out of stock.
 

DEAL SET UP
PRIME DAY SPOTLIGHT DEALS
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In the case of Lightning Deals, a limited 
number of discounts on an item can be 
offered for a short period.

Lightning Deals are placed very noticeably 
on the deals page and thus usually generate 
higher visibility than e.g. special offers.

The offers run until the stock is depleted or 
until the campaign runs out.

Base Fee + Per-Unit Funding 

New products and 
short-term sales

Min. 15% off Amazon 
website price

Up to 6 - 10 hours
Duration

Discount

Optimal for

Financing

LAST MINUTE DEAL OPTIONS
LIGHTNING DEAL
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Special offers can usually run longer than 
Lightning Deals (up to 2 weeks) but are usually 
placed less noticeable on the deals page.

Best Deals can consist of an ASIN as well as of 
several products. Several articles can be e.g. 
assigned to a brand or product group.
 
All offered products are then displayed on a 
separate landing page.

Base Fee + Per-Unit Funding 

Advertising of product 
groups

Min. 15% off Amazon 
website price

Up to 2 weeks
Duration

Discount

Optimal for

Financing

LAST MINUTE DEAL OPTIONS
BEST DEALS
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LAST MINUTE DEAL OPTIONS
COUPONS

Digital coupons can offer discounts for a single 
ASIN or a range of ASINs.

The coupons are displayed on the coupon 
homepage, on the product detail pages, and on 
the deals page using automated marketing.
 
Campaign performance can be monitored and 
tracked in real-time.

Duration

Discount

Optimal for

Financing

Discount + Coupon redemption fee

Advertising of product groups and by 
repetition of advertising intervals

Percentage Off or Money Off

Up to 1 year
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04 HOW TO PUSH 
WITH SPONSORED 
ADVERTISING
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PRE-PRIME DAY
PHASE
START YOUR CAMPAIGNS WEEKS BEFORE
To gain learnings beforehand. Especially recommended if you plan on advertising new listed products

INCREASE VISIBILITY ON YOUR MOST IMPORTANT KEYWORDS BEFOREHAND
Consider bidding more aggressively on your product’s most important keywords now in order to increase your 
organic ranking by Prime Day

OPTIMIZE YOUR CAMPAIGNS IN ADVANCE
Do your keyword research before and make sure the campaigns are optimized by Prime Day
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CAMPAIGN SETUP
SPONSORED BRANDS
▸ Link your Sponsored Brands to your Brand 

Store

▸ Communicate your deal with your creatives 
(logo and claim)

▸ Add long-tail keywords and seasonal terms

▸ Make sure you are winning the top of 
search placement

▸ Choose a deliberate and precise product 
targeting strategy
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CUSTOM IMAGE
▸ By using mood pictures you are able to draw 

attention of potential customers

▸ Beneficial feature for top seller products as 
well as product launches

▸ The deal badges will not always show when 
making use of custom images

CAMPAIGN SETUP
SPONSORED BRANDS 
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CAMPAIGN SETUP
SPONSORED BRANDS VIDEO

▸ Available on desktop and mobile
▸ Video length: 6-45 sec
▸ Links to your product detailpage
▸ Drive Brand Awareness and show your products
▸ High Click-Through-Rate
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CAMPAIGN SETUP
SPONSORED PRODUCTS
▸ Sponsored Products as performance-strongest 

ad type

▸ Price discounts and coupons are especially 
beneficial with SP’s

▸ Auto campaigns can be used to evaluate which 
search terms you might have missed

▸ Define a well-considered product targeting 
strategy

▸ Use category targeting to gain the highest 
possible visibility



CAMPAIGN SETUP
SPONSORED DISPLAY ADS

▸ Show your discounts on product 
detail pages

▸ Engage your customers with a 
claim

▸ Use it to drive more traffic on your 
deal products

▸ Opportunity for cross sell and up 
sell.



AUDIENCE TARGETING
SPONSORED DISPLAY ADS

▸ Audiences remarketing on 
advertised products or similar 
ones.

▸ Targeting based on interests, 
lifestyle and in market,

Example: Views remarketing on advertised products, similarities and specific brands 
through Sponsored Display Ads
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▸ BID HIGH ENOUGH ON YOUR RELEVANT KEYWORDS AND 
AUDIENCES

▸ MAKE SURE YOUR CAMPAIGNS DON’T RUN OUT OF BUDGET

CAMPAIGN SETUP
BUDGET & BIDDING
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05 HOW TO PUSH 
WITH DSP
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PRE-PRIME DAY
PHASE
LANDING PAGE
Update the Brand Store or create a customized deals page week in advance. The banner ads should match the 
created pages

START YOUR CAMPAIGNS AT LEAST A  WEEK BEFORE
To gain learnings beforehand and especially if you plan on advertising new listed products

OPTIMIZE YOUR CAMPAIGNS IN ADVANCE
Start the campaign in advance to make sure you are delivering at 100% and have the desired CTR
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▸ INCREASE NEW-TO-BRAND CUSTOMER RATE THROUGH 
CONSIDERATION CAMPAIGNS

▸ CONVERT CUSTOMERS THROUGH RETARGETING CAMPAIGNS

▸ INCLUDE COMPETITOR CONQUESTING ON ASIN LEVEL

CAMPAIGN SETUP
WHOLE FUNNEL APPROACH
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CAMPAIGN SETUP
CREATIVES

▸ Consideration campaigns: use banner 
ads to drive customers to a brand 
store or customized deals page

▸ Retargeting: use Amazon Ads, which 
automatically show deals
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06 UTLIZE YOUR OTHER 
MARKETING CHANNELS
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PROMOTE PRIME DAY VIA ALL YOUR CHANNELS
TRACK RESULTS WITHIN AMAZON

▸ Use your website, email and social media to 
alert customers to your upcoming prime day 
promotions. 

▸ Run off-Amazon ads to increase sales.

▸ Make use of Amazon Attribution to keep track 
of your off-Amazon traffic and conversions.
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07 WHAT HAPPENS 
AFTER PRIME 
DAY?



Shortly after Prime Day you will notice a dramatic decrease of your 
sales due to a saturated market and empty wallets

THE DAY AFTER



But…



When your deals have been successful, you can expect higher average 
sales in the following weeks due to better rankings.
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▸ BENEFIT FROM YOUR HIGHER RANKINGS AND HIGHER PDP 
HISTORIES BY MAKING SURE YOU HAVE ENOUGH STOCK 
AFTERWARDS 
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▸ HIGHER SALES LEAD TO HIGHER ENGAGEMENT OF CLIENTS. 
BE AWARE TO HANDLE ALL THE QUERIES, RETURNS AND REFUNDS 
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AND THE MOST IMPORTANT 
FACTOR...
- LEARN FROM IT!



Sanne Klein
ACCOUNT MANAGER

sanne.klein@factor-a.com

Ton Beentjes
MARKETPLACES CONSULTANT

ton.beentjes@deptageny.com



DEALS OVERVIEW
DEAL OF THE DAY

DOTD offers run for 24 hours

Vendors can influence where the ads are 
placed and on which day they are shown

Restrictions apply for Sellers

Not recommended to use best-performing 
products, but rather new or declining 
products → need more visibility



46

Price discounts work similarly to special 
offers and can run for up to 12 months.

Price discounts have no requirements and 
can, therefore, be used very well if the 
advertising deals cannot be realized through 
Lightning Deals or Special Offers.

Manufacturers are responsible for all 
financing during the deal term. So they also 
have to pay if Amazon buys from another 
vendor during the course of the deal. Per-Unit Funding 

Long-term advertising 
campaigns

At least 24 hours

Up to 1 year
Duration

Lead time

Optimal for

Financing

DEALS OVERVIEW
PRICE DISCOUNTS



Price Discount Lightning Deals Best Deals Coupons

Optimal for ❖ Long-term advertising 
campaigns

❖ Second row products
❖ Short-term sales

❖ Advertising of product 
groups

❖ Advertising of product 
groups

❖ Repetition of advertising 
intervals

Duration ❖ Up to 1 year ❖ Up to 6 hours ❖ Up to 2 weeks ❖ Up to 1 year

Financing ❖ Per-Unit Funding

❖ Per-Unit Funding
❖ Rebate on Amazon 

orders in the course of 
the deal (for vendors 
only)

❖ Per-Unit Funding ❖ Definable total budget

Discount ❖ Selectable ❖ At least 15% ❖ At least 10% ❖ Free selectable
(Events: at least 5%)

Possibility to define budget ❖ No ❖ Yes ❖ No ❖ Yes

Charge ❖ - ❖ 35 Euro/70 Euro per 
campaign ❖ -

❖ 0,03 € per 
coupon activation

❖ 0,17 € per
coupon redemption

Requirements ❖ -
❖ Potential minimum 

turnover
❖ At least 3 stars valuation

❖ Potential minimum 
turnover ❖ -

Necessary lead time ❖ At least 24 hours ❖ At least 4 weeks ❖ At least 4 weeks ❖ At least 3 weeks

Possible Placement ❖ Only product detail 
page ❖ Amazon Deals page ❖ Amazon Deals page

❖ Amazon Deals page
❖ Coupon page
❖ Individual landing page
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OVERVIEW AMAZON DEALS



48

GOAL SETTING
● Short-term increase of 

turnover
● Winning new customers
● Push new products
● Reduce overstock

CHOOSE DEAL TYPE
● Lightning Deals
● Discount
● Special offers
● Deal mix

PLAN IMPLEMENTATION
● Make product selection (note 

requirements)
● Financing
● Keep an eye on margins
● Consider lead time

CHECK DEAL PERFORMANCE
● Deal is switched
● Keep an eye on sales & margin on a 

regular basis
● Evaluate deal performance
● Check Share of Voice / Ads

INITIATE AMAZON ASSESSMENT
● May take several weeks
● Many feedback loops possible
● Coordination with VM possible
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STEP BY STEP 
CAMPAIGN DEALS


