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Data research shows
1 80% of consumers find new brands and new products 

through Amazon; official data of Amazon Global Selling also indicates the sales 

growth rate of Sellers with a brand is 1.5 times2
that of total Sellers.

2.1 What are the differences between cross-border e-commerce 

Sellers on Amazon with and without a brand?

Branded Non-branded

Richer display forms
A branded product can be displayed in richer forms, 

such as image, text and video, to allow Sellers to better 

illustrate their product details and display product 

usage scenarios. This can help customers to establish a 

better understanding of the product features and usage, 

and stimulate their desire to buy, thereby increasing the 

sales conversion rate of the listing page. In addition, the 

Seller can add brand stories to strengthen consumers’ 

impression with the brand.

Product detail page displayed in plain text
Sellers who sell non-branded products can only use 

plain text for product descriptions. With a single display 

form, they cannot utilize scenario images or videos to 

display product features and usage scenarios more 

comprehensively and directly. As such, they are more 

likely to appear unattractive.

Branded products are displayed in richer

forms, such as image, text, and video.

More and more Amazon Sellers are opting to use branding as a strategy. Through marketing and 

promoting functions, traffic tools and brand data analysis reports, which are exclusive for brand Sellers, 

these sellers have greatly improved the image of their products and brands, and further spurred the 

increase of sales. They have also received positive feedback from consumers around the world.

In this chapter, you will find the differences between Sellers with and without a brand in the daily 

operations of cross-border e-commerce on Amazon.

Example of a brand-exclusive graphic detail page:

1. Cpcstrategy: http://learn.cpcstrategy.com/rs/006-GWW-889/images/2018-Amazon-Shopper-Behavior-Study.pdf

2. Official data of Amazon Global Selling in 2019

http://learn.cpcstrategy.com/rs/006-GWW-889/images/2018-Amazon-Shopper-Behavior-Study.pdf
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Branded Non-branded

More brand exposure to make your products 

more impressive

A branded product can be displayed in richer forms, 

such as image, text, video, and brand stories, to allow 

better description of product details, and displaying of 

product usage scenarios. This helps customers establish 

a better understanding of the product features and 

usage.

Difficult to impress potential buyers

According to Amazon's policies and requirements, 

sellers who sell non-branded products can only use 

plain text for product descriptions. With a single display 

form, they cannot highlight product features 

comprehensively and directly. As such, they are more 

likely to appear unattractive.
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Branded Non-branded

Facilitate the exposure and sales of other 

products of the same brand

Consumers can click on a brand name directly from the 

product description page to learn more about the 

brand and its products. This helps facilitate the 

exposure and sales of other products of the same 

brand.

Hard to promote the display and sale of 

other products

For sellers who sell non-branded products, they cannot 

use a brand name to integrate other products. Thus, it 

is hard to establish a connection between different 

products. As channels for displaying products are 

limited, these sellers may lose a lot of sales 

opportunities.

Example of an illustrated description of branded products:

Consumers can click on the brand name 

directly from the product description page to 

learn more about the brand and other 

products under the brand. This helps facilitate 

the exposure and sales of all products under 

the brand.

The brand name is displayed in the product 

name, which helps deepen consumers' 

impression of your brand.

Branded Non-branded

Get thoughtful brand protection

Get stronger brand protection, such as the 

Transparency Program, allowing you to protect your 

brand from counterfeits thoughtfully.

Insufficient protection measures

Without a brand or locally registered trademark, sellers 

who sell non-branded products would find it difficult to 

seek protection from local trademark laws when their 

products are harmed by counterfeits. In increasingly 

fierce international competition, available protection 

measures have been insufficient.
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Branded Non-branded

Exclusive brand sales tools and functions

Compared with Sellers without a brand, brand 

Sellers may utilize brand flagship store, brand 

advertisements, data reports and other exclusive 

marketing functions and tools to grasp sales 

information in a timely manner and develop 

appropriate promotion plans according to their own 

needs. More information on this will be introduced in 

detail in the Instructions to Start Amazon Branding.

Basic sales tools and functions

For Sellers who do not have a brand, they can use 

various sales functions of Seller Central, but have 

fewer tools to further increase traffic and conversion, 

and may be impacted when competing with brand 

Sellers on the same platform.

Lastly, in addition to the above advantages, the intellectual property rights of brand Sellers’ products are also 

protected.

Registering a brand on Amazon is a guarantee for quality and service of purchased products for consumers. It 

can also avoid brand infringement and counterfeit affairs for Sellers, guarding your brand reputation and sales. 

You will find a detailed introduction to this part in the Instructions to Start Amazon Branding - Prevention of 

Brand Infringement and Listing Hijack.

Example of brand flagship store on Amazon:

Sample for reference

Brand Sellers can use a variety of exclusive 

marketing functions and tools, including 

brand flagship store, on Amazon’s Seller 

platform


