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Not happy with your Amazon sales? Don’t know what’s wrong?  

Start by checking your Amazon listing copy, it’s easy to fix and it gives immediate results! 

Check my FREE checklist of Top 7 Mistakes in Your Amazon Listing Copy That STEAL YOUR Sales! 

 

 

 

 
Why start with Amazon listing copy?   
 
 Firstly, keyword optimized listing copy helps shoppers to FIND your listing on 

Amazon. 
 Secondly, your copy is your salesperson online; it motivates and convinces 

shoppers to buy specifically your product.  

 

The Top 7 Mistakes in Your Amazon Listing Copy That COST YOU Sales! 

   
 Guilty or not? Quick-fix tip: 
1. KEYWORD SCARCITY: Your listing copy 

contains too few keywords, which means 
that shoppers can’t find your product listing, 
so they will not buy from you! Keywords are 
single words or phrases shoppers enter into 
the search bar to find what they are looking 
for.  Think of keywords as road signs: the 
more road signs you give the easier the 
shoppers will get to their final destination 
(your listing). 

INCLUDE MORE KEYWORDS! HOW? 
• Write a list of words/phrases that describe 
your product.  For example, you sell no-show 
socks. What else can you call them? Invisible 
socks, low-cut socks, socks for flats, hidden socks, 
no-see socks, liner socks, etc. 
• Check competitors’ listings. Read through 
their titles/bullets/descriptions and spot what 
keywords they used in their copy. 
• Use top-notch keyword research services. 
Pro-Amazon sellers use only pro tools. Helium 10 
(suite of 12 services), has the BEST keyword 
research options on the market.  

2. Guilty or not? Quick-fix tip: 
 IRELEVANT KEYWORDS:  

T The keywords you have used in your listing 
do not refer directly to your product or are 
misleading. For example, you sell no-show 
socks for sneakers, but in your listing you 
include ankle socks for sneakers. Yes, you 
can wear both socks with sneakers, but in 
most cases a buyer searching for no-show 
socks would not want ankle socks. It’s as if 

USE ONLY RELEVANT KEYWORDS! HOW? 
• If you have doubts whether a keyword is 
relevant, type the keyword in the Amazon search 
bar and see what products are displayed. If at 
least 50% are similar to your product, then this 
keyword is relevant.  

 

DISCLAIMER: Apart from listing copy, there are many other factors that influence 
your Amazon sales, including photo content, PPC strategies, number of reviews, 
rating, external traffic, etc.  
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you want to direct people to San Diego but 
instead you put up road signs (keywords) 
sending them to Los Angeles. Yes, both cities 
are in California (socks for sneakers), but 
what’s the win for you? Your shopper didn’t 
reach the right destination thus will not buy 
from you! 

3. Guilty or not? Quick-fix tip: 
 NO KEYWORD FENG SHUI: random 

keywords in random places.  
You researched and collected relevant 
keywords, but you have inserted all of them 
in the only description or in the bullets or 
right at the end of the listing. You need to 
distribute your keywords artfully throughout 
your entire listing. The most important 
keywords should go in the title, the less 
important ones belong in bullets, and the 
least important ones should be in bullets and 
at the end. 

DISTRIBUTE KEYWORDS THROUGHOUT THE 
ENTIRE LISTING! HOW? 

• Insert the 3-5 most relevant keywords with 
high or medium search volumes in your title 
• Insert 1-2 relevant keywords with high or 
medium search volumes in each bullet. 
• Insert 5-10 relevant keywords with medium 
or low search volumes in your product 
description. 
• Insert any remaining keywords that didn’t fit 
into the title/bullets/description in the back-end, 
in the Search Terms or Subject Matter fields. 

4. Guilty or not? Quick-fix tip:   
 UNPERSUASIVE COPY: Your listing talks 

about features only without also describing 
the benefits of using your product.  It’s not 
enough to tell shoppers how amazing your 
product is: You need to explain why and how 
cool your customer will feel using your 
product. Your copy has to motivate and 
convince shoppers that YOUR product in 
particular will change their lives in a positive 
way. Shoppers aren’t just buying no-show 
socks; they are buying a 
TRANSFORMATION to easy, blister-free, 
comfortable walking while wearing their 
favorite (usually uncomfortable) sneakers or 
flats. 

 

USE THE FEATURES TO DERIVE THE 
BENEFITS! HOW?  

Use the “So what?” technique. Make a complete list 
of features of your product. For example, your no 
show socks for workouts have (1) a non-slip non-skid 
bottoms, (2) are made of cotton and have a (3) 
silicone heel grip. Consider each feature individually 
and ask yourself why it’s important. Let’s start with 
the non-slip non-skid bottoms.   

So what?  It means that you won’t slip or fall 
during your workout.  
So what?  It means that you’ll have better 
balance, stability and control during your 
workout.  
So what? It means that there is less of a chance 
an injury during your workout.  
So what? It means that you’ll get the best results 
from your workouts.  
So what? It means that you’ll feel fulfilled and be 
in the best shape faster and more easily. 
 
Aha! So the MAJOR benefit of using no show socks 
with non-slip non-skid bottom is to get better 
workout performance and a feeling of personal 
fulfillment.  

5. Guilty or not? Quick-fix tip:   
 NOT ENOUGH REASONS TO BUY FROM 

YOU: There are thousands of similar 
products on Amazon. When you are just 

OFFER AT LEAST 3 REASONS TO CHOOSE YOUR 
PRODUCT! HOW?  
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starting out and haven’t received any or only 
a few reviews, you really need to convince the 
buyer that your product is the BEST, even the 
ONLY right choice.   

 

• Identify with and express their struggles, 
pain and longings clearly. Listen to your 
audience (read reviews and FB comments). For 
example: “Cotton no-show socks keep my feet 
from getting blisters in my favorite flat and 
heels.” From this review, you learn two things: 
First, your customers don’t want blisters and 
second, they want to be able to wear their 
favorite footwear.  
• Offer usage tips. “Did you know you might 
wear our no-show socks not only with your 
favorite sneakers and flats but also during yoga 
or Pilates classes?”  
• Offer generous customer service. Reassure 
customers that no matter what, they can reach 
out to you with any concerns and you will help 
them out. 
• Practical real-life issues: How long can they 
expect to use your product, is it easy to clean, can 
kids use the product, does it give off odors, can it 
easily break? 

6. Guilty or not? Quick-fix tip:   
 LONG, BORING AND TEDIOUS TEXT 

 

KISS! (Keep it simple, stupid  ) HOW? 
• Use sentences of 9–11 words only. 
• Use bullet points to list the features and 
benefits of using your product.   
• Replace ordinary adjectives with more 
specific, descriptively exciting ones:  

Appealing — attractive, alluring, fascinating 
Best — excellent, unsurpassed, paramount 
Cool — trendy, fashionable, hip 
Different — unusual, exclusive, special 
Easy — effortless, trouble-free, user-friendly 
Fabulous — tremendous, magnificent, 
remarkable 
Handy — functional, ideal, well-suited 
Improved — enhanced, superior, refined 
Leading — first-rate, top-notch, supreme 
Mouthwatering — tasty, savory, succulent 
New — innovative, fresh, inventive 
Powerful — forceful, persuasive, compelling 
Reliable — dependable, steadfast, trustworthy 
Safe — secure, fully guarded, guaranteed 
Unique — distinctive, rare, matchless 
Vivid — vibrant, brilliant, stunning 
Wonderful —– magnificent, amazing, astonishing 
(Source: Karon Thackston: 
https://www.marketingwords.com/blog/super-
adjectives-boost-power-copy/) 
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7. Guilty or not? Quick-fix tip:   

 FAILURE TO GRAB ATTENTION 
IMMEDIATELY: You’ve got only 3 seconds 
to grab the attention of your customers. If 
you don’t succeed, they are gone! 

 

START YOUR DESCRIPTION WITH A 
COMPELLING HEADLINE! HOW? 
 
Start with a question, a list, a secret or a how-to 
headline. Here are a few proven starters for a 
captivating Amazon product description. 

• Are you still struggling with………. (back 
pain, dark spots, kids’ tantrums before bedtime, 
getting out of bed in the morning)? 
• Have you ever wondered how to 
….(improve your posture, get rid of dark spots, 
train kids to go to bed on time, learn to wake up 
early) quickly and easily? 
• Are you longing for  …….(perfect posture; 
brighter, smoother skin; peaceful bedtimes for 
kids; easy wake-ups)? 
• What would happen if you could (sleep 
better with no pain, get rid of dark sports 
forever, put kids to bed early every night, wake 
up each day at 5 AM) 
• 5 Reasons you should use a high-
quality……(posture corrector, dark spot 
remover cream, night light, wake-up light alarm) 
• 5 ways to boost your (productivity, immune 
system, energy, self-confidence…,). 
• Top 7 tips for hassle-free….. (floor cleaning 
with our mop pads, …, …) 
• Who else wants …. (perfect posture; 
brighter, smoother skin; peaceful bedtimes for 
kids; easy wake-ups)? 
• Everything you’ll ever need to know about 
an effective….. (posture corrector, dark spot 
remover, night light, wake-up light alarm). 
• 13. Get rid of ……… (back pain, dark 
spots, kids’ tantrums before bedtime, snoozing 
through your morning alarm) once and for all! 
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Hi, there! 

My name is Irina Iurcisin (read: Your-chi-shin).  I am a copywriter, an 
entrepreneur and a multi-mom. 

 I am an active Amazon seller since 2016, which means that I 
have real-world experience selling FBA products on Amazon.  
 

 I’ve undertaken multiple professional trainings and courses 
on SEO and PPC specifically for Amazon listings (not just SEO 
or PPC in general!). I know what it can take to rank on the first 
page for target keywords. 
 

 I’m a trained copywriter. I’ve learned the craft of converting words into sales, and visitors into 
loyal customers from top-notch copywriting practitioners. 
 

 I’ve created over 300 SEO Amazon listings in most Amazon categories and other related band 
content. 
 
If you are passionate about Amazon copywriting or need some help with your Amazon listing, you 
can always reach out to me at: irina@defineyourvalue.com.  
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