
How To Build The Amazon PPC Campaign

Amazon provides a list of products that match the search queries of its users. In the
results page of search engines (SERP), you'll notice that advertisements from
advertisers are often mixed alongside organic search results. They can be distinguished
with subtle signs like small signs that read "sponsored" or "ad."

Amazon Sponsored advertisements may be displayed at either the bottom or top of the
search results page. Sometimes, they are displayed in the right column on the page.

Sponsored ads can also appear on specific pages for products. Sellers that want
greater advertising will need to be able to pay for it by bidding for the best PPC
keywords.

To find out more details about Amazon PPC keywords Click here.

1. Choose the right products to promote

Before you begin an advertising campaign, you'll have to choose the items you want to
promote. You may choose to promote a handful of products or advertise your entire
range.

https://www.sellerapp.com/blog/amazon-ppc-basics/
https://www.sellerapp.com/help/article/amazon-ppc-top-keywords/


It all depends on the strategy you use for marketing and your goals for the business. Be
aware that when you decide to stay away from your advertising, your competitors will
not.

After you've chosen the items you want to divide them into categories to send relevant
traffic to your pages. For instance, suppose you own an apparel line and you want to
promote the products in as many categories as you can. Classify them like Women's
fitness pants, women's jeans, and women's clothes.

To make your product more accessible to consumers You can separate them into
specific categories based on the design or material. Combining items with similar
keywords will give your products more relevance. It also enhances the search engine's
ability to find keywords.

2. Select your type of campaign

The first step you'll need to take care of when you are setting the campaign is to identify
it. To make it easier for managing your ads, you should follow this structure that is:
Product + Ad Targeting Type. Amazon lets you create two campaigns per product:
manual and automatic targeting.

3. Select your bid

A bid is an amount in dollars you're willing to pay for each advertisement click.

As mentioned previously the placements of ads aren't identically. Ads that are
sponsored can be found on various sections of the SERP while some of them are much
more prominent than others.

To get the ads that are more likely to result in a click, and ultimately a sales conversion,
you'll have to compete with your rivals.

Amazon offers suggested bids for you to use when you're starting campaigns. This
amount is needed to win the auction. It's calculated from the total amount of bids and
competitors.

When you start your campaign, you'll be given the option to enable this Amazon Bid+
feature. This will increase your default bid, as well as the bid of your ad group by a
minimum of 50 percent.

If you are successful in winning an auction with Bid+ your ad will appear in the upper
line of your SERP.



Be aware that the cost-per-click (CPC) will rise with Bid+. The budget for your day,
however it won't. The amount will be constant until you make modifications.

When you allow Bid+, it is important to be aware of its potential use before making your
daily budget. So, you don't go through your budget at the same time.

4. Create an expense plan

You will only require one dollar to establish your daily budget. When you are preparing
the first advertising campaign you should take into consideration the number of
keywords you require and the most appropriate starting bid.

For instance, if have 40 keywords, and the best starting bid for each keyword is $0.75
Then your daily budget is $30.

40 (keywords) 40 (keywords) x $0.75 (starting auction) is $30. This way you'll be able to
show your advertisements effectively and efficiently.


