
What is a Bundle? 

A bundle is two or more different, but complimentary or related, items in one 

package. 

 

A bundle is not a multi-pack. Multi-packs consist of two or more of the exact 

same item in a pack 

 

 

Why it can be very profitable 

• Unique 

• No competition 

• Appeals to customers 

• 1000’s of opportunities 

• Can sell branded products 

 

 

 



What cannot be bundled? 

o Books, DVD’s, Video & Music 

o FBA prohibited items 

o Items with separate manufacturers warranties 

o Items that you are not approved to sell 

o Branded and generic items together 

 

NOTE: You CAN add a book or a DVD to a bundle with other types of products. 

For example a yoga mat & yoga DVD.   But you cannot create a bundle with just 

DVD’s or just books, or even DVD’s and books together. 

 

Types of Bundles 

 

The gift or themed bundle, for example this ‘new puppy’ bundle and ‘new baby 

boy’ bundle. 

 

 

 

 

 

 



The convenience bundle, for example this back to school bundle or this cleaning 

bundle. 

 

 

Name brand bundles, for example this TY Beanie Babies bundle and this Aveeno 

bundle. 

 

 

 

Generic bundles, for example this scrapbooking kit and this painting set. 

 



Examples of Gift/Themed Bundles 

Events and Occasions.  Anything that has a star is all year round. 

o Birthdays* 

o Valentines Day 

o Holidays 

o Halloween 

o New baby* 

o New pet* 

o Anniversary* 

o Start school/college 

o Mothers day 

o Fathers day 

o Grandparents day 

o Congratulations* 

o Wedding* 

o Welcome home* 

o Graduation 

o House warming* 

o Retirement* 

o Thank you* 

o Get Well* 

o Engagement* 

 

 

 

 



Themes 

o Boy’s party 

o Girl’s party 

o Toddler’s party 

o Teenager’s party 

o Chocolate lovers 

o Vegan 

o Coffee lovers 

o Cat lovers 

o Dog lovers 

o Wine lovers 

o Sports 

o Teams 

o Lifestyle 

o DIY 

o Gardening 

o Hobby themes 

o Science 

o Different toy themes 

o Place themes 

 

Examples of Convenience Bundles 

All in one solution 

o Party decorations/stuff 

o Sports starter kits 

o Holiday décor bundles 



o Camping kit 

o Baby travel kit 

o Travel kit for him 

o Travel kit for her 

o Back to school bundle 

o Cleaning bundle 

o Office basics bundle 

o Family movie night bundle 

o Bird feeding starter kit 

o Wildlife watching starter kit 

o Vegan starter kit 

o Kids craft bundle/rainy day bundle 

o Running kit 

o Hiking kit 

o Emergency breakdown (car) kit 

o Pet travel kit 

o Care bundle 

o Picnic for two  

o Family beach trip bundle 

o Emergency power outage kit 

 

 

 

 

 

 



Demand 

Establish a demand of minimum 4-7 a week (more is better and this is the 

minimum). 

Use FBAtoolkit.com to get an estimate for number of units sold for the main 

component in your bundle.  Or, if there is a very similar bundle already on 

Amazon, you can use that bundle BSR to get an estimate. 

 

Examples of profit potential: 

10 bundles selling an average of 20 per month @ $15 net profit  = $3000 per 

month net profit. 

5 bundles selling an average of 30 per month @ $20 net profit  = $3000 per 

month net profit 

5 bundles selling an average of 100 per month @ $10 net profit = $5000 per 

month net profit 

2 bundles selling an average of 20 per month @ $20 net profit  = $800 per 

month net profit 

 

Understanding the Customer Benefits 

Benefits of a Convenience Bundle: 

o All-in-one solution 

o Save time 

o Value (save money) 

o Save on shipping 

o Easy 

 

 

 

 



Benefits of a Gift Bundle: 

o Save time 

o Shipped direct to recipient 

o Easy 

o Unique/special/cool 

o Solves a problem (what to buy?) 

 

Where to get components? 

 

 

o Offline retail stores 

o Online retail stores 

o Wholesale 

o Importing (AliExpress, Alibaba) 

o Local stores 

o Local markets 

o Local fairs  

o Deal Sites 

o Even Amazon* or Ebay! 



[Note: do not use a Prime customer account to order items for re-sale. It’s no 

allowed and you may lose your customer account.] 

You can switch out components in a bundle if one or more of the components 

becomes unavailable. For example in the above example of gardening starter 

kit, you could substitute the gloves for a different pair of gloves, or the tote bag 

for a different tote bag etc. 

EXCEPT if somebody has copied you and listed on your listing! 

Sometimes name brand bundles get copied if they are selling well, but generic 

bundles are much harder to copy, so if you don’t want anyone to copy your 

bundle, stick to generic bundles. You can also do something to make your 

packaging unique, which we will look at later. 

 

Packaging Your Bundle 

Popular types of packaging: 

o Tote bags 

o Poly bags 

o Plain cardboard boxes 

o Gift baskets 

o Gift boxes 

o Mesh bags 

The packaging can even be a part of the bundle, as in these two examples 

where the tote bag and the mesh bag are also the packaging (and then placed 

inside a poly bag for protection) 

 

 



Components should not be free to fall out or move around too much. 

To keep them secure, use filling: 

o Shredded paper  

o Scrunched up brown paper 

o Bubble wrap (to protect fragile items) 

o Air pillows 

o Tissue paper 

o Styrofoam packing peanuts  

o Poly bag tied tightly 

o Ribbon 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



Naming your Bundle/Creating Titles 

When you create a title for your bundle, it should be created with the whole 

bundle in mind as opposed to the individual components. Think about the 

purpose of the bundle. What is it for and what are the main benefits to the 

customer? 

Make sure you get the important wording at the beginning of your title. 

Good examples: 

 

 



 

 

Poor examples: 

 

 

 



Pricing Your Bundle 

Take the cost of goods (excluding Amazon fees) and multiply by 2 for an 

approximate selling price and adjust down or up from there. 

Example: 

Cost of items = $15 

Cost of packaging = $2.5 

Cost of shipping (to you and to FBA) = $5 

Total costs = $22.50 

Multiplied by 2 = $45 

(Please refer to lectures for calculations, suggestions and tips on how to adjust 

prices to increase sales). 

Here is a direct link to the FBA fees calculator on Amazon.com. To find the 

calculator for other Amazon marketplaces, simply go to Google and type in 

“Amazon (country) FBA calculator” 

https://sellercentral.amazon.com/hz/fba/profitabilitycalculator/index?lang=en_

US 

 

Creating a Great Bundle Listing 

 

The main image should show all the bundle components clearly and without 

any props. 

See these example of two very similar bundles. The image on the left is good, 

the one on the right not only breaks Amazon’s rules, but it’s also not nearly as 

clear in showing the customer what is in the bundle 

https://sellercentral.amazon.com/hz/fba/profitabilitycalculator/index?lang=en_US
https://sellercentral.amazon.com/hz/fba/profitabilitycalculator/index?lang=en_US


  

 

Two more similar examples. Left good, right not so good! 

  

 

 

Gift bundles should also have an image that shows the bundle in the packaging 

 



  

 

 

 

 

 

 

 

Bullet points should tell the customer more benefits of the bundle and should 

‘paint pictures’, like these bullet points here. This is a great example because 

the seller does a really job of getting across all the important info, while painting 

pictures in the viewer’s mind. He does it without using too much text as well! 

 

 

Descriptions should be formatted and it’s a good idea to list the bundle 

components in an easy to read format, like this: 



 

Compare to this, which is for a very similar bundle to the one in the description 

above: 

 

Which looks better and is more likely to be read? I think the answer is obvious! 

 

 

Getting Ideas for Bundles 

 

There are many places where you can get ideas and the most obvious is 

Amazon itself. Take a look at the ‘frequently bought together’ section on listing 

pages.  You can also look at the ‘customer also bought’ section. 

Other places you can look for ideas: 

o Other big online retail stores 

o Offline stores 

o Trends – media, social media, the high street, Google 

o Your own knowledge 

 

 



Brands You Cannot Sell on Amazon 

There is no official list, but there are unofficial lists compiled by sellers. 

(See other download for an unofficial list) 

Some categories, such as Health & Beauty, have large lists of name brands that 

you cannot sell on Amazon without special permission. Other categories have 

very small lists. 

If you want to sell a name brand that is not on the list, it is better to contact 

Amazon and ask before you purchase any stock, because the list is an unofficial 

one and I cannot guarantee that every restricted name brand is on the list. 

Please do not ask me on the Q & A board because I am not Amazon  

 

Listing a Bundle 

o A UPC is required to create the listing 

o UPC or FNSKU must be on the outside of the bundle packaging 

o Any barcodes on the components should be covered up* 

Component barcodes only need to be covered if there is a possibility of the 

barcodes being accidently scanned through the bundle packaging. If your 

packaging is a box, then component barcodes would not need to be covered. 

Category to list in? 

You can only list in one category, so choose one item from the bundle and list in 

the category for that item. Choose the main item. If there is no obvious main 

item, you simply need to use common sense to choose one of the items from 

your bundle in order to decide on a category to list in. 

Before you create your listing, refer to the below list to remind yourself of the 

important points: 

o Images – make them the best they can be – images can make up to 

1000% of a difference in sales 

o Title – include main keywords and be creative and even if it’s a bundle of 

generic components, still give it a name! Include the word set, kit, pack, 

or whatever is relevant.  



o Bullet Points – state the benefits as well as the features. Paint ‘pictures’ 

o Description – List the components and make sure the text is formatted 

o Back-end Keywords – include keywords for all the components, include 

any keywords that you have not used on the listing page 

o Packaging – make the extra effort in order to raise the perceived value of 

your bundle, get more sales, and better reviews 

 

 

Launching a Bundle 

 

As with any other listing, you might be lucky and start getting sales without 

doing a thing, but this doesn’t often happen. Normally you need to do 

something to get things moving. 

This is already covered in the course, but I’ve added a few suggestions for 

external traffic sources – these sources help, although most of your traffic 

always comes from Amazon. 

o Sponsored Ads  

o Coupons 

o Pinterest 

o YouTube 

o Facebook (only if you have an existing page) 

I cannot go into detail about external traffic in this course, but here’s an outline 

of what you would do if you wanted to send traffic to your listing from Pinterest 

or YouTube: 

 

 

 

 

 

 



Pinterest 

 

o Register an account 

o Create a board for your niche 

o Add content 

o Pin your bundle directly from the listing page 

 

Where to get content? 

o Others pins on Pinterest 

o From around the Internet 

o Infographics (Canva) 

Here is the link to show you how to make free infographics on Canva 

https://www.canva.com/create/infographics/ 

 

YouTube 

o Register an account 

o Create a channel 

o Make a simple video 

o Upload along with title, link and description 

 

The best videos are ‘review’ videos (use the word ‘review’ in the title) and 

videos showing unboxing/unpacking.  These types of videos tend to get more 

views. 

 

https://www.canva.com/create/infographics/

