Your Product Dashboard Explained
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In this guide we’ll explain the ProfitSourcery dashboard to you. The dashboard is
the ProfitSourcery hub; it’s where you’ll find all your product opportunities. It goes
without saying that understanding the product dashboard is important. Once you
understand it, you’ll be able to make smarter stock purchases.
Here’s what we’ll cover in this guide:




The overview of your product dashboard.
An overview of the ProfitSourcery metrics we show you in your dashboard.
What a restricted product looks like in your dashboard (important to know if
you’re a new Amazon seller).
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Getting to know the Product Dashboard
This is where you’ll be spending most of your time on ProfitSourcery, so it’s
important to understand what the dashboard is showing you.

1. Title
The name of the product.
2. Product Image
The image from the Amazon listing, so you can see what you’re buying. Or in this
case, you can see some llamas.
3. Sourced date
See the date this opportunity was added to the database. In the ecommerce world,
opportunities can disappear as quickly as they appear, so be sure to act fast!
Generally speaking, the more recent the opportunity, the stronger it will be.
4. Supplier
Sometimes more than one retailer will be offering the same product, so here you
can choose which retailer’s price information you display. All retailers are relevant to
your country.
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5. Cost Price
The price you can buy this product for, per unit, from the selected retailer.

6. Amazon Price
The price this product is currently selling for through the Amazon Buy Box.
7. ROI/Profit
The difference between the buy price and the sell price, shown as both an ROI
percentage and a cash amount difference.
8. Sales Rank
Amazon’s Sales Rank number showing how well the product is currently selling on
Amazon.
Displayed as both the actual Sales Rank number from Amazon, and as a
percentage, showing a product’s performance within its category.
The smaller the Sales Rank number, the better. Though remember there are
sometimes millions of products per category, and so the percentage helps put the
number in context.
We only display products that are within the top percentages, and so should be
selling well.
9. PS Rating
ProfitSourcery’s rating of this opportunity. We take into account things like profit
margin, sales rank, and how recent the opportunity is, to visually sum up how good
this product opportunity is.
10. View more
To get more information for the product, simply click here. The row will drop down
with additional product information.
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More Product Information
When you click to ‘View more’, you’ll see something like this:

1. Amazon Title
The title from the Amazon listing.
2. Retailer Title
The title from the retailer site.

*The Amazon and retail title don’t have to match to be the same product. If however
when you look at the Amazon listing, the retail product is different from the Amazon
listing, this is a product mismatch. You can ‘let us know’ using the button to the right
of the titles.
3. ASIN
Amazon’s identifying number, unique to this product.
4. Product Dimensions
Here you’re able to see how much the product weighs as well as how tall, long, and
wide it is. Amazon calculate their fees based on these measurements. As a general
rule, the bigger the product, the higher the storage fees will be.
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If you’re fulfilling orders yourself, then it’s worth considering the size and weight of a
product when choosing what to buy, as it will affect how much the postage will be,
as well as how much room it will take up!

5. Product Competition
In order to win the Amazon Buy Box, and be the seller most likely to get the actual
sale, your selling price will need to be competitive.
In this section, you can see how much other sellers are charging for this same
product. We show you the prices of the top 5 other sellers, to give you the best idea
of how much you may have to adjust your pricing by, but be aware that there may
be more sellers that you’re competing with too.
You can also see whether other sellers are fulfilling the order themselves or letting
Amazon handle it – another factor in winning the Buy Box.
6. Fee Calculator
This section shows you the breakdown of all the fees associated with selling this
product on Amazon through FBA.


‘Selling Price’ is the current Buy Box price on Amazon for this product.



‘Cost Price’ is the cost of one unit from the selected retailer.



‘Amazon Referral Fee’ which is charged by Amazon to all sellers.



‘Fulfilment by Amazon Fees’ is the fee per unit for using Amazon’s Fulfilment
by Amazon service. The fees are calculated based on the product
dimensions.



‘Total Cost’ is simply a sum of all the above fees. This is how much it will cost
for you to sell this product on Amazon.



‘Estimated Profit’ is the cash amount you could stand to make if you bought
this product today, and sold it at the current selling price on Amazon.
Estimated profits do not include any shipping fees levied by the seller, or
onward postage costs to send to the Amazon warehouses.



‘ROI%’ shows your Return On Investment as a percentage – the percentage
you get back on the amount that you spend.



‘Margin’ shows the difference between the current selling price and the cost
of buying and selling one unit as a percentage.
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7. Price & Sales Rank History
This button takes you to camelcamelcamel.com – a website that lets you track
Amazon product listings. You can use CamelCamelCamel to track a product’s sales
rank and selling price over time, and see how well it’s performed to date, to help
you decide whether it’s a good opportunity for you.
8. Check Product Details
This button will take you to the Amazon listing for this product, where you can see
the Amazon listing and read the reviews that customers have left.
9. Check Availability
Clicking this button won’t place an order – it simply takes you to the product on the
retailer’s website. It’s worth following this link anyway, to fully check out any
products before you consider placing an order. The retailer’s site will also display
information on postage costs for your order.
You place your actual order through the retailer, not through ProfitSourcery.
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What A Restricted Product Looks Like In Your Dashboard
A restricted product is a product sold on Amazon that belongs in a restricted
Amazon category. Unless a seller is authorised, by Amazon, to sell products in a
restricted category they won’t be allowed to sell those products. If you want to sell
products that are in restricted categories, you will have to apply for permission from
Amazon. This can be done in your Seller Central area.

For more information on learning about restricted categories and applying to get
them unlocked, see our ‘Restricted (gated) Products & Categories: What Are
They & How to Unlock Them?’ guide.
In the ProfitSourcery dashboard, we highlight restricted products to you. This is so
you don’t buy the product, without realising you are unable to then sell that product
on Amazon. Here’s how we show it:

As you can see in the image above we highlight restricted products in yellow. Using
the example above, you would only be allowed the sell the product highlighted if
you had permission, from Amazon, to sell products in the Beauty Amazon category.

If you don’t have permission to sell in this category, from Amazon, we highly
recommend you contact Amazon to apply for permission to sell in the category.
Once that’s done, you’ll be able to purchase the opportunity.
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