
	

Suspension	Prevention	and	Plan	of	Action	
	

You’ve	Been	Suspended	–	Now	What?	

Oh	no!	You’ve	gotten	the	dreaded	email	from	Amazon	and	you	are	losing	your	mind	right	now.	

“We’re	sorry,	but	your	selling	privileges	have	been	suspended.	You	may	submit	an	appeal.”	



I’m	sure	you	have	no	idea	what	went	wrong	-	or	maybe	you	know	exactly	what	you	did.	Either	

way,	time	is	money	and	you’re	losing	it	every	second	you’re	suspended.	You’re	not	alone.	In	

fact,	Amazon	can	be	trigger	happy	when	it	comes	to	suspensions	and,	while	this	aids	in	stopping	

counterfeiters	and	con	artists,	more	often	than	not,	innocent	sellers	get	caught	in	the	

crosshairs.	Most	can	get	their	accounts	reinstated	within	a	couple	of	hours	or	a	couple	of	days.	

Some	are	suspended	several	times	and	Amazon	still	reinstates	them.	Here’s	a	breakdown	of	

suspensions:	
	

First	Suspension												75%	of	sellers	

Second	Suspension							10%	of	sellers	

Third	Suspension													9%	of	seller	

Fourth	Suspension											6%	of	sellers	
	

So	what	are	some	of	the	most	common	reasons	for	a	suspension?	
1. Inauthentic	
2. Selling	Prohibited	Items	
3. Negative	Feedback	
4. Opening	a	New	Account	after	Being	Suspended	
5. Rights	Owner	Notice	Complaint	
6. Selling	Counterfeit	Items	
7. Duplicate	Accounts	
8. Late	Shipment	Rate	
9. Used	Item	Sold	As	New	
10. Not	as	Advertised/Wrong	Item	

	

Many	companies	who	deal	with	suspensions	and	reinstatements	will	tell	you	that	all	of	this	can	

easily	be	avoided	if	the	Seller	would	just	read	the	Policies	and	Terms	of	Service.	This	simply	is	

just	not	true.	The	reality	is,	many	people	pick	certain	“reasons	for	returning”	products	that	are	

not	true	just	so	they	don’t	have	to	pay	for	return	shipping.	This	ultimately	hurts	the	sellers	

metrics	and	puts	them	at	risk	for	suspension.	

So,	now	that	the	clock	is	ticking	and	your	account	has	been	suspended,	how	long	can	you	

expect	to	be	out	of	the	game	and	losing	money?	With	our	help,	average	times	for	account	

reinstatement	are	as	follows:	



Under	24	hours													10%	

25-48	hours																			20%	

3-4	days																									35%	

5+	days																										30%	

No	reinstatement													5%	

So	your	Amazon	Selling	Account	has	been	suspended	and	now	they	want	a	"Plan	of	Action".	But	

you're	unsure	of	what	to	say	or	how	to	format	it?	Let’s	break	it	down.	

What	does	a	good	Plan	of	Action	consist	of?	

Take	a	step	back	here.	Amazon	isn't	at	fault	here.	It	is	you.	You	got	yourself	in	this	situation.	

Now	let's	get	you	out	of	it.	

Answer	the	following:	

1. Why	was	your	account	suspended	in	the	first	place?		

2. What	issues	caused	the	suspension?	If	it	was	a	high	ODR,	what	caused	that	

3. What	are	you	going	to	do	to	resolve	it	or	what	have	you	done	to	fix	the	issue	

This	is	how	you	begin	writing	a	strong	"Plan	of	Action".		Keep	it	simple.	Don't	apologize.	They	

don't	have	time	to	sit	there	and	read	every	single	apologetic	appeal.	They	want	cause	and	

effect.	It's	simple.		

	

Suspensions	–	What	You	Need	To	Know	
It	has	been	said	that	an	ounce	of	prevention	is	worth	a	pound	of	cure,	and	that	is	never	more	

true	than	when	selling	on	Amazon.	You	need	to	be	armed	with	the	right	information	in	order	to	

survive.	Below	we	will	detail	how	exactly	Amazon	determines	you’re	in	violation,	how	to	stay	

ahead	of	them,	and	what	to	do	if	you	get	popped.		

First,	you	need	to	understand	there’s	no	little	man	behind	the	curtain.	Amazon	employs	the	use	

of	robots	to	scan	feedback,	reviews,	and	metrics	for	things	like	specific	keywords	and	then	flags	

your	account	for	review.	Sometimes	you	will	get	an	email	from	them	letting	you	know	there’s	



an	issue.	Many	times	however,	you	will	simply	get	the	dreaded	“your	selling	privileges	have	

been	suspended”	email.	

	

This	is	where	most	people	freak	out	and	pop	off	a	defensive,	excuse-laden	email	before	even	

understanding	the	process	or	learning	how	to	write	an	effective	appeal.	Doing	this	is	often	the	

kiss	of	death	for	an	account	as	you	end	up	getting	stuck	in	an	automated	loop	where	no	actual	

person	ever	reviews	your	appeal,	but	you	keep	receiving	automated	responses.	

We	understand	this	is	a	horrible	moment	in	time	and	that	you	are	losing	money	by	the	minute.	

But	panicking	will	only	make	things	worse.	Trust	us!	We	know	because	we’ve	been	there	

ourselves.	Amazon	wants	something	very	simple.	They	want	you	to	100%	own	what	you	did	

(even	if	you	did	nothing)	and	present	them	with	a	plan	that	shows	them	how	this	situation	will	

never	happen	again.	Seems	simple,	right?	Well,	kind	of...	

	

So	here’s	what	happens	now.	You	write	up	what’s	called	a	Plan	of	Action.	You	need	to	show	

Amazon	you	are	being	proactive	instead	of	reactive	here.	Tell	them	what	you	plan	on	doing	

differently,	whether	it	be	changing	vendors,	agreeing	to	not	purchase	from	liquidators	(often	a	

source	of	the	dreaded	“inauthentic”	complaint)	or	implementing	quality	control	measures	

within	your	company	and	retraining	your	employees	-	even	if	that’s	only	you.	

	

Amazon	will	often	accept	a	Plan	of	Action	that	is	detailed,	proactive,	and	where	they	can	see	

that	you	fully	understand	you	are	the	root	problem	and	you	are	willing	to	change	everything	to	

make	them	and	the	customer	happy.	If	there	is	any	component	of	this	that	is	missing	or	lacking,	

you	will	receive	another	email	from	them	requesting	more	information.	Give	them	everything	

and	anything	they	ask	for	in	a	timely	manner	and	wait.	If	you	get	the	message	that	says	“we	

may	not	reply	to	any	further	emails,”	your	life	is	now	exponentially	more	difficult.	It’s	not	

impossible	to	come	back	from	this	kind	of	email,	but	it	is	a	long,	hard	road	and	should	be	

avoided	at	all	costs.	

	



Waiting	is	critical.	If	you	keep	sending	emails,	you	will	find	yourself	stuck	in	an	endless	loop	of	

automation	that	is	hard	to	get	out	of.	Even	emailing	Jeff	Bezos	(yes	that’s	a	thing,	but	should	be	

saved	for	the	last	resort)	cannot	get	you	out	of	this	loop	once	you’re	in	it.	

	

So	how	do	you	avoid	suspension	in	the	first	place?	The	short	answer	is	pay	attention.	While	I’m	

sure	you’re	fastidious	about	every	aspect	of	your	business,	there	are	things	that	you	may	be	

missing	or	not	doing.	One	thing	a	lot	of	people	miss	is	Reports.	You	must	review	all	of	your	

Amazon	reports	and	metrics	once	a	week.	Pay	special	attention	to	A-to-Z	claims,	customer	

complaints,	frequent	returns,	and	seller	cancellations.	This	will	help	you	stay	on	top	of	any	

issues	and	ahead	of	the	Amazon	robots.	Don’t	forget	to	go	over	your	feedback	and	reviews.	

This	is	a	critical	component	sellers	often	forget	about	that	could	give	them	an	early	heads	up	to	

potential	problems.	

	

If	you	do	end	up	getting	suspended,	realize	that	Amazon	is	not	necessarily	going	to	tell	you	

exactly	what	the	problem	is.	They	may	give	you	a	general	idea	or	notify	you	of	one	issue	when	

really	there	are	three.	You	must	go	through	all	of	your	reports	for	the	past	90	days	and	suss	out	

the	issues.	Oh	and	one	more	thing,	don’t	ever	think	that	simply	deleting	the	product	in	question	

from	your	inventory	will	satisfy	the	Amazon	gods.	You	must	pair	the	action	with	a	detailed	

explanation	as	to	how	you	will	prevent	the	situation	from	happening	in	the	future.	

Above	all,	Amazon	always	has	and	always	will	have	the	customer’s	back	over	yours.	So	use	

every	tool	and	every	piece	of	information	available	to	cover	your	own	back.		
	

Performance	Suspensions	
Performance	issues	that	can	cause	you	problems	include	
• Late	Shipments	

• No	or	preemptive	tracking	

• High	returns	

• Packages	damaged	during	shipping	

• Faulty	products	

• Ignoring	performance	notifications	



Let's	dive	in	and	learn	how	you	can	avoid	each	of	these	issues	and	stay	in	Amazon's	good	

graces.	

Late	Shipments	

First	and	foremost	-	don't	use	the	Postal	Service.	They're	unreliable	at	best.	UPS,	FedEx,	and	

DHL	are	the	way	to	go	-	especially	when	delivering	to	Europe.	What	most	sellers	don't	realize	is	

that	when	you	use	other	services,	like	USPS,	you	risk	having	your	items	stalled	at	customs	or	

losing	tracking	at	the	border.	Keep	your	feedback	positive	and	make	sure	you	sure	you	use	

reliable	services	with	stellar	tracking.	

Tracking	Issues	

This	is	easy	and	piggybacks	onto	Late	Shipments.	Use	a	reputable	shipping	company	with	great	

tracking.	More	importantly	-	and	this	one	gets	a	lot	of	sellers	-	don't	enter	tracking	info	into	

Amazon	before	you've	actually	shipped	out	your	product.	We	recommend	waiting	until	the	

next	morning,	once	your	package	has	been	picked	up	by	or	dropped	off	at	your	shipper	and	has	

been	confirmed	as	shipped.	Amazon	hates	early	tracking	notification	without	verified	shipment,	

so	don't	do	it!	

Damaged	In	Shipping	

Listen,	I	know	-	packaging	and	shipping	really	cut	into	the	bottom	line.	But,	getting	suspended	

because	your	products	are	getting	damaged	in	shipping	due	to	inferior	packaging	will	KILL	your	

bottom	line.	Make	sure	you're	using	extra	sturdy	boxes	and	envelopes	and	include	foam	or	

bubble	padding	inside.	If	you	receive	even	one	complaint	of	damage	in	transit,	make	sure	you	

immediately	refund	the	customer	and	review	your	shipping	packing	and	make	the	necessary	

changes.	

High	Returns	&	Faulty	Products	

If	you're	getting	a	high	number	of	returns,	this	is	an	indication	that	your	product	is	faulty,	

inferior,	or	simply	is	not	as	described.	Review	both	the	products	themselves	and	your	listing	to	

make	sure	everything	is	in	order.	Immediately	refund	any	affected	customers	(while	letting	

them	keep	the	products)	and	remove	the	listing	from	your	inventory.	Conduct	batch	testing	of	



the	remaining	products	and	contact	your	supplier.	You	may	be	able	to	get	a	refund	for	the	

faulty	products	and	can	use	this	opportunity	to	have	the	vendor	tighten	up	their	quality	control	

or	find	a	new	vendor.	Whatever	you	do,	don't	procrastinate	on	taking	care	of	this	and	don't	let	

your	returns	exceed	3%	or	you	will	get	suspended.	

Ignoring	Performance	Notifications	

There's	one	sure	fire	way	to	stay	ahead	of	all	suspension	issues.	Check	your	reports	and	metrics	

daily!	This	will	allow	you	to	spot	issues	and	fix	them	immediately.	Whatever	you	do,	never	EVER	

ignore	performance	notifications	from	Amazon.	Respond	immediately	and	let	them	know	you	

are	aware	of	them	issue	and	are	currently	working	to	remedy	the	situation.	Do	not	make	the	

email	heavy	with	excuses	or	be	defensive.	Keep	it	short	and	simple,	but	make	it	clear	you	

understand	you	were	in	the	wrong	and	list	the	actions	you	are	immediately	taking	to	fix	the	

issues.	

That's	it!	Basically,	to	avoid	any	and	all	issues,	check	your	reports	and	metrics	daily	and	be	

proactive!	
	

Performance	Suspensions	–	ODR	(Order	Defect	Rate)	

Let's	take	a	look	at	a	specific	Performance	issue	that	could	land	you	in	hot	water	with	the	online	

retail	giant	-	ODR	or	Order	Defect	Rate	

The	Order	Defect	Rate	heading	can	encompass	many	issues	and	if	it	raises	above	1%,	you'll	find	

yourself	with	a	suspension	notice.	So	what	is	ODR?	Well,	it	can	include	

• Negative	Feedback	

• A-to-Z	Claims	

• Contact	Response	Time	

• Refunds	

• Seller	Cancelled	Orders	

Let's	take	a	closer	look	at	each	of	these	so	you	understand	what	they	are	and	how	to	avoid	each	

of	them.	



Negative	Feedback	

Your	negative	feedback	rate	needs	to	stay	below	3%	in	order	to	stay	under	Amazon's	radar,	but	

you	don't	need	to	worry	about	this	number	alone.	Just	make	sure	your	total	feedback	rating	

doesn't	drop	below	90%	and	you'll	be	good.	Even	if	your	products	are	top	notch,	you	can	still	

receive	negative	feedback	from	customers	for	reasons	ranging	from	they	simply	didn't	read	the	

description	carefully	enough	and	think	they	got	something	they	weren't	expecting	to	choosing	

an	inaccurate	reason	for	return	so	they	don't	have	to	pay	the	shipping.	While	this	is	not	fair,	

you	do	have	a	defense.	Contest	every	single	negative	review	even	if	you	may	be	in	the	

wrong.	There	are	not	actual	people	reviewing	the	contesting	of	negative	feedback,	but	rather	

Amazon	robots	working	on	an	algorithm.	Often	times,	this	algorithm	will	automatically	approve	

the	removal	of	negative	feedback.	Definite	removal	of	feedback	reasons	include	but	are	not	

limited	to:	

• Product	feedback	left	on	company	feedback	area	

• Foul	or	offensive	language	of	any	kind	

• Feedback	that	is	obviously	a	competitor	(more	on	this	in	our	post	on	Dirty	Amazon	Sellers)	

Contact	Response	Time	

Amazon's	email	system	kind	of	sucks	and	it's	easy	to	miss	messages	from	buyers.	You	need	to	

make	sure	your	response	time	stays	below	24	hours	to	keep	Amazon	happy.	This	is	a	pretty	

easy	one	to	maintain.	Set	a	reminder	on	your	phone	to	check	the	customer	inquiries	at	least	

twice	per	day.	Downloading	the	Amazon	Seller	app	to	your	phone	makes	staying	on	top	of	this	

super	easy.	One	thing	I	learned	the	hard	way	-	don't	ignore	emails	you	think	don't	need	a	

response.	I	used	to	get	a	lot	of	spam	from	other	sellers	and	from	companies	trying	to	sell	me	

their	Amazon	related	services.	If	you	look,	there's	a	little	box	at	the	bottom	of	each	message	

you	can	check	if	the	message	doesn't	require	a	response.	Just	make	sure	to	check	this	box	

instead	of	ignoring	the	message	because	even	spam	can	get	you	banned!	

A-to-Z	Claims	

Amazon	takes	A-to-Z	claims	very	seriously	and	thinks	you	should	have	none.	The	easiest	way	to	

avoid	this	is	to	just	eat	it.	Don't	give	Amazon	even	a	second	to	get	involved.	Apologize	and	



refund	the	customer,	no	matter	how	ridiculous	the	claim.	Amazon	will	almost	always	side	with	

the	customer,	so	it's	pointless	to	try	to	contest	it.	If	you're	going	to	take	a	large	hit	on	the	cost	

of	the	product,	offer	to	send	the	customer	a	pre-paid	return	label	with	a	promise	to	refund	

them	in	full	once	you	receive	the	item	back.	If	you	start	to	have	multiple	A-to-Z	claims,	take	a	

moment	to	review	your	other	metrics	and	practices.	There	may	be	other	issues	with	your	

account	leading	to	these	claims	that	can	be	quickly	and	easily	fixed	to	stop	them	from	coming	

in.		

Seller	Cancelled	Orders	

Many	new	sellers	underestimate	the	power	of	the	online	giant	and	quickly	find	themselves	in	

deep	inventory	trouble	because	Amazon	has	zero	tolerance	for	this	issue.	Dropshipping,	while	a	

popular	method	for	Shopify	and	eBay	stores.	simply	doesn't	work	on	Amazon.	Best	advice?	Just	

don't.	I	know	-	buying	a	lot	of	inventory	on	speculation	that	it	will	sell	is	a	big	investment	and	

can	be	a	barrier	to	entry	for	a	lot	of	sellers.	If	you	don't	have	the	money	to	invest,	then	start	on	

eBay	and	work	your	way	to	Amazon.	Do	your	research	first	using	tools	like	Terapeak	and	

CamelCamelCamel	to	make	sure	the	items	you	are	looking	at	will	sell.	Purchase	a	small	amount	

and	send	in	to	FBA	to	test.	If	the	product	sells	well,	then	invest	in	a	larger	amount	to	fulfill	

yourself.	

Another	issue	revolves	around	poor	inventory	management.	Create	an	inventory	bin	system	to	

make	pick	and	pack	easier	for	yourself	and	utilize	software	like	ShipWorks	and	Quickbooks	

Enterprise	with	Advanced	Inventory	tracking	to	help	keep	everything	in	line	and	easily	

trackable.	

While	the	ODR	is	one	of	the	most	prevalent	reasons	for	Performance	suspension,	it's	also	one	

of	the	easiest	to	stay	away	from.	Stay	on	top	of	customer	inquiries.	Don't	DropShip.	Keep	your	

inventory	in	order	and	don't	cancel	orders.	Process	refunds	quickly	and	contest	every	negative	

review.		

Copyright	Infringement	
	



Copyright	Infringement	is	probably	one	of	the	trickiest	suspensions	to	navigate.	There	are	a	

couple	of	reasons	your	product	could	fall	under	this	category.	
	

One	possible	reason	is	simply	that	your	product	does	not	match	the	description.	This	snafu	can	

happen	fairly	easily	as	manufacturers	change	their	packaging	from	time	to	time.	This	is	simple	

to	navigate.	To	prevent	it,	make	sure	your	main	picture	is	of	the	product	you	actually	have	in	

stock.	Add	additional	pictures	of	package	variations	and	make	a	note	in	the	description	that	

packing	may	vary.	To	defend	it	if	you’re	suspended,	provide		link	to	the	manufacturer’s	website	

with	screenshots	of	the	different	packaging	and	invoices	from	your	supplier.	
	

Another	reason	your	product	could	fall	under	this	category	is	your	competitors	could	be	filing	

copyright	violations	against	you	or	leaving	reviews	that	would	suggest	your	item	is	inauthentic.	

To	prevent	and	defend	this,	follow	the	same	steps	outlined	above.	Once	you	are	reinstated,	file	

a	complaint	with	Amazon,	if	you	can	figure	out	which	competitor	is	falsely	accusing	you.	You	

can	only	do	this	once	you	are	in	good	standing	with	Amazon	and	they	will	investigate	it.	

However,	if	you	are	selling	a	generic	item	(or	even	a	private	label	product	wherein	you	simply	

smacked	a	sticker	on	a	generic	item)	and	piggybacking	onto	either	a	branded	or	other	“private	

label”	product	that	you	swear	is	identical,	trust	me	it’s	not.	And	it’s	not	worth	it.	While	you’ll	

get	fast	sales,	it	will	absolutely	bite	you	in	the	ass.	Just	don’t	piggyback.	Even	piggybacking	a	

legit	product	you	purchased	via	retail	arbitrage	onto	the	back	of	the	same	legit	product	on	

Amazon	can	still	land	you	in	hot	water	if	the	store	or	manufacturer	decides	you’re	stealing	too	

many	of	their	sales	and	reports	you	for	Not	As	Described	or	Inauthentic.	
	

If	a	copyright	infringement	complaint	is	legit,	it	will	come	both	from	Amazon	and	a	lawyer.	You	

will	typically	receive	an	email	suggesting	that	you	contact	the	rights	owner	to	resolve	the	issue.	

DO	NOT	IGNORE	THIS	EMAIL.	Even	if	you	contact	the	rights	owner	immediately,	you	need	to	

also	immediately	respond	to	this	email	and	let	Amazon	know	you	are	contacting	the	rights	

owner	and	working	to	resolve	this	and	that	you	will	update	them	in	the	next	24-72	hours.	If	you	

fail	to	respond,	your	account	will	be	suspended	in	under	24	hours.	If	you	are	able	to	resolve	

your	issue	with	the	rights	holder,	make	sure	to	ask	them	to	email	Amazon	and	let	them	know.	



Ask	to	be	CC’d	on	the	email	so	you	can	use	it	for	reference	in	your	appeal	to	Amazon.	Your	

appeal	should	include	the	fact	that	you	resolved	the	issue,	a	copy	of	the	email	from	the	right’s	

holder	to	Amazon,	and	what	steps	you	will	take	to	make	sure	this	doesn’t	happen	again.	
	

One	of	our	clients	had	a	nightmare	story	that	proved	to	be	impossible	to	get	out	of.	They	went	

to	China	for	the	Canton	Fair	and	met	with	a	supplier	of	no-tie	shoelaces.	They	were	excited	

because	these	were	not	yet	being	sold	in	the	US	and	the	market	on	Amazon	for	these	was	

pretty	open.	The	supplier	showed	them	the	patent	paperwork,	proving	they	were	the	owners	of	

the	rights	and	they	granted	our	client	permission	to	sell	them	in	the	States.	The	shoelaces	sold	

well	for	nearly	a	year	until	they	received	the	dreaded	“Contact	the	Right’s	Owner”	email	from	

Amazon.	Super	confused,	they	read	the	email	several	times.	It	did	not	give	a	deadline	and	said	

nothing	of	being	in	danger	of	suspension.	This	was	a	Saturday.	Since	most	businesses	aren’t	

open	on	the	weekends,	they	contacted	the	right’s	owner	via	email	first	thing	on	Monday.	

However,	by	Sunday	night	the	Amazon	account	had	been	suspended.	Long	story	short,	the	

right’s	owner	insisted	that	the	patent	was	held	by	several	people,	that	all	parties	had	to	sign	off	

on	resellers,	and	that	we	were	not	allowed.	This	of	course	just	happened	to	coincide	with	this	

“right’s	owner’s”	US	debut	of	their	ecommerce	shop.	There	was	no	way	to	prove	they	were	

right	as	they	did	not	have	any	of	this	caveat	to	the	patent	in	writing,	but	neither	did	our	client.	

They	only	had	a	copy	of	the	patent	paperwork,	invoices,	and	the	word	of	their	supplier.	Our	

client	agreed	to	remove	the	item	from	their	inventory	and	the	right’s	owner	sent	several	emails	

to	Amazon	stating	the	dispute	had	been	resolved.	Several	appeals,	revised	Plans	of	Action,	and	

emails	to	Jeff	Bezos	later,	Amazon	still	refused	to	reinstate	the	account.	Sometimes,	Amazon	so	

desperately	does	not	want	to	be	in	the	middle	of	disputes	like	this,	they	refuse	to	reinstate	the	

account	just	to	avoid	the	hassle	of	dealing	with	it	in	the	future.	For	this	kind	of	issue	-	legitimate	

copyright	infringement	-	it’s	almost	the	kiss	of	death.	
	
	

So,	pay	attention	to	reports	and	reviews.	Make	sure	you	have	all	your	invoices	in	order	and	that	

you	vet	your	supplier.	Get	your	hands	on	any	and	all	patent	paperwork	and	be	ready	to	defend	

your	position.	Don’t	piggyback	and	piss	people	off.	The	sales	aren’t	worth	it.	
	



Counterfeit	
One	of	the	most	common	policy	violations	we	see	is	Counterfeit.	Now,	you’re	most	definitely	

NOT	buying	counterfeit	items	to	sell	on	Amazon,	right?	Of	course	not!	But	there	are	3	scenarios	

that	may	cause	you	to	fall	under	this	category.	

	
• You	may	be	unknowingly	purchasing	them.	This	happens	a	lot	when	purchasing	from	a	

liquidator.	This	in	turn	leads	to	scenario	2…	
• You	may	simply	be	making	a	mistake	in	your	listing,	like	not	putting	all	the	possible	

packaging	variations	in	your	listing	or	listing	something	as	New	when	it	should	be	listed	as	
Used.	This	is	tricky	and	definitely	a	grey	area	in	Amazon’s	TOS	and	we’ll	break	it	down	for	
you	below.	

• Maybe	a	competitor	has	changed	your	listing	in	some	way,	like	a	picture	change	or	weight	
change.	Yes	they	can	do	this.	Yes	it’s	a	dirty	trick.	Yes,	there	are	things	to	do	about	it.	Sort	
of.	

	

First,	let’s	break	down	this	term	Counterfeit.	Often	times	it’s	as	simple	as	the	item	being	Not	As	

Described.	Except	even	this	isn’t	simple	as	it	can	be	broken	down	to	mean	a	plethora	of	things.	
	

Maybe	the	packaging	is	different	from	the	picture.	This	happens	a	lot	with	discontinued	items,	

cosmetics,	and	items	purchased	from	liquidators.	Manufacturers	occasionally	create	new	

packing	to	freshen	up	a	product	line.	When	this	happens,	you	need	to	update	your	listing	as	

well.	Make	sure	the	main	picture	is	the	picture	of	the	actual	product	you	have	on	hand.	Add	

additional	pictures	of	the	variations	of	packaging	and	make	a	note	in	the	description	that	

packaging	may	vary.	You	can	usually	change	this	information,	even	if	you’re	piggy-backing	on	

another	seller.	If	you	cannot,	make	sure	you	have	the	manufacturer’s	website	and	screenshots	

to	prove	that	there	are	packaging	variations	to	show	Amazon	if	they	end	up	flagging	you	

for	Counterfeit.	
	
	

Maybe	an	Amazon	robot	picked	up	on	a	keyword	in	one	of	your	product	reviews	like	fake,	

bootleg,	bogus,	counterfeit,	etc.	Contest	every	single	bad	review.	If	there	is	any	sort	of	foul	

language,	no	matter	how	insignificant,	you	can	get	it	erased.	If	it’s	not	100%	accurate	or	you	

can	prove	it	wrong,	you	can	get	it	removed.	This	is	why	you	must	monitor	your	reviews	and	

feedback	daily.	Stay	ahead	of	the	robots	at	all	costs!	



	

Maybe	you	purchased	items	with	an	electrical	component	from	a	liquidator.	You	think	it’s	legit	

and	new,	but	often	liquidators	will	sell	store	returns	or	refurbished	items	and	tell	you	they’re	

new.	You’re	not	going	to	test	every	single	product	and	you	trust	that	they’re	telling	you	the	

truth.	Meanwhile,	your	account	gets	suspended	for	Counterfeit	when	really	your	items	have	

been	found	to	be	either	faulty	or	not	New.	Here’s	a	thought:	Stop	buying	from	liquidators!	That	

includes	sites	like	AliExpress	and	eBay.	It’s	the	fastest	way	to	get	suspended	for	inauthentic.	Let	

me	add	a	note	here	about	retail	arbitrage.	While	it’s	not	technically	against	Amazon’s	TOS,	they	

don’t	like	it	and	are	cracking	down	on	it.	Technically,	while	the	item	is	new	to	you	when	you	

purchase	it,	once	you	put	it	up	for	sale	on	the	site,	Amazon	considers	this	Used.	To	protect	

yourself,	it	is	suggested	that	you	list	any	retail	arbitrage	items	as	Like	New	or	Used	depending	

on	shelf	wear	and	explain	in	the	description.	This	covers	you	from	being	dinged	for	Counterfeit.	
	

Maybe	you	went	somewhere	like	a	bulk	warehouse	or	found	a	supplier	who	will	sell	you	bulk	

items.	You	break	those	items	up	into	individual	items	or	smaller	packages	and	sell	them	as	new.	

I	mean,	they	are	new,	so	what’s	wrong	with	this?	Everything.	More	often	than	not,	items	

purchased	in	bulk	have	disclaimers	that	they	are	not	for	individual	resale.	Second,	repackaging	

these	as	individual	or	smaller	sets	means	they	won’t	be	in	the	original	packaging	and	the	

customer	will	believe	they	are	Not	As	Described.	
	

If	you	take	note	and	stay	on	top	of	your	reports	and	reviews,	you	should	be	able	to	avoid	

suspension	for	Counterfeit.	However,	if	you	do	get	suspended	for	this,	there	are	a	few	things	

you	need	to	prepare	to	give	Amazon.	Make	sure	you	have	legitimate	invoices	or	receipts	(They	

must	have	the	product	name,	purchase	date,	and	sku	number	on	a	verifiable	store	receipt.	

Places	like	Dollar	Tree	and	Marshall’s	don’t	provide	this	info	so	these	receipts	won’t	work.)	for	

the	past	180	days	of	sales.	If	you	don’t	have	this,	you	can	always	try	getting	a	statement	of	

purchase	from	your	supplier	with	all	of	the	pertinent	information.	Your	Plan	of	Action	will	need	

to	include	information	like	new	suppliers,	old	suppliers	you	won’t	use	anymore,	and	a	list	of	

items	you	intend	to	sell	in	the	future.	Fighting	this	kind	of	suspension	takes	a	lot	of	effort	and	

time.	So	pay	attention...Pay	Attention...PAY	ATTENTION!	
	



	
Policy	Suspensions	
Let’s	take	a	look	at	a	handful	of	miscellaneous	and	easy	to	avoid	suspension	reasons.	That	is	to	

say,	if	you	follow	the	rules	and	pay	attention,	you	should	never	get	flagged	for	any	of	these	

reasons.	
	

The	first	is	Forbidden/Restricted	products.	There	is	a	slight	difference	here.	Forbidden	products	

must	never,	under	any	circumstances	be	listed	for	sale.	Restricted	items	are	kept	under	lock	

and	key	inside	of	gated	categories.	Only	authorized	sellers	can	sell	in	these	categories.	It’s	fairly	

easy	to	get	unlocked	as	long	as	you	provide	the	checklist	of	items	Amazon’s	asking	for	in	proper	

format,	the	first	time.	If	you	get	denied	and	are	sure	you	have	provided	everything	in	the	

proper	format,	try	resubmitting	at	different	times	of	day	when	shift	changes	occur.	It	may	just	

be	that	your	application	needs	a	more	seasoned	eye	to	review	it.	I	had	to	submit	my	application	

for	Health	&	Beauty	3	times	(and	I	didn’t	change	a	thing)	before	it	was	accepted.	It	all	had	to	do	

with	the	reviewer.	Click	the	links	to	view	Restricted	Products,	Forbidden	Items,	andCategories	

that	need	to	be	Ungated.	Print	it	out	and	put	it	right	in	front	of	your	face.	There	is	zero	reason	

to	get	suspended	for	this	because	you	“didn’t	know.”	
	

Expired	Items	are	another	easy	suspension	to	avoid	as	long	as	you	know	the	rules.	You	typically	

only	have	to	worry	about	expiration	dates	on	food	and	health	and	beauty	items,	but	there	are	a	

few	others	categories	that	could	potentially	be	included	.	Basically,	if	the	item	has	an	expiration	

date	of	any	kind,	if	it’s	perishable	or	something	that	can	be	used	on	the	skin,	CHECK	THAT	

DATE!	Amazon	will	pull	items	from	their	shelves	50	days	before	expiration,	destroy	them,	and	

charge	you	for	the	item.	If	you’re	selling	via	FBA,	do	not	assume	Amazon	will	take	care	of	this	

for	you.	They’re	not	your	inventory	or	quality	control	manager.	You	are!	They	may	do	it	once	or	

twice	for	you,	but	any	more	than	that	and	you	will	get	flagged	for	suspension.	You	may	have	to	

do	a	bit	of	math	to	figure	this	one	out,	but	here’s	a	good	general	formula:	
	

50	days	(Amazon’s	policy)	+	Time	it	takes	to	ship	to	Amazon’s	warehouse	from	you	+	Time	it	

would	take	to	ship	from	Amazon	to	customer	(do	not	assume	Prime	shipping)	+	Sell	Through	



Rate	of	product.	Assuming	you	purchased	retail	arbitrage	and	are	piggy-backing	on	an	

established	seller,	you	can	view	the	STR	per	month	using	a	program	like	Jungle	Scout	to	

determine	how	long	your	item	will	sit	in	the	warehouse	before	being	sold.	A	safe	bet	would	be	

to	not	send	in	anything	less	than	90	days	from	expiration,	but	a	safer	bet	would	be	nothing	less	

than	180	days	from	expiration.	
	

Finally,	we	need	to	address	Manipulating	the	Platform.	Many	of	us	have	been	guilty	of	this	due	

to	either	being	ignorant	of	Amazon’s	definition	of	this	or	because	we	were	taught	by	other	

Amazon	StartUp	Courses	that	versions	of	this	are	ok.	So	let’s	break	it	down	to	make	sure	you	

don’t	get	caught	in	this	net.	First,	and	this	should	be	a	no-brainer,	don’t	offer	services	like	

ungating	or	ghost	accounts	if	you	are	a	seller.	Amazon	has	highly	skilled	ninja	robots	that	have	

the	capacity	to	search	out	the	connection	between	your	selling	account	and	your	other	

business	accounts.	Don’t	risk	it	for	a	little	extra	money!	It’s	not	worth	it.	
	

Are	you	using	a	feedback	email	service	like	Feedback	Genius?	Cool!	Just	be	careful	how	you	use	

it.	Asking	for	a	review	is	one	thing,	but	offering	a	discount	code	in	exchange	for	one	is	a	no-no.	

Emailing	more	than	2-3	times	asking	for	a	review	is	considered	spam	and	giving	a	heads	up	

about	your	other	products	and	offerings	is	also	not	cool.	Above	all	else,	never	ever,	ever	never,	

offer	to	pay	for	reviews	whether	it	be	via	email	or	one	of	those	slick	websites	where	you	can	

offer	your	Amazon	merch	for	free	in	exchange	for	reviews.	Any	way	you	slice	it,	Amazon	will	cut	

you!	
	

If	you	want	to	be	slick…	If	you	are	unethical…	If	you	want	to	take	short	cuts,	you	WILL	get	

popped	and	it	WILL	be	nasty.	Amazon	does	not	play	around	when	it	comes	to	their	policies	and	

it	doesn’t	matter	if	you’ve	been	selling	for	20	days	or	20	years	with	them.	Amazon	is	no	

respecter	of	persons	when	it	comes	to	policy	violations.	It	is	so	much	easier	to	avoid	them	than	

it	is	to	fight	them.	So	be	smart.	Be	prepared.	And	be	successful.	
	

Final	Thoughts	
We	have	given	you	the	tools	to	be	able	to	get	your	account	reinstated	yourself.	However,	if	you	
run	into	trouble	or	if	it’s	just	taking	too	long,	we’re	here	to	help.	Call	us	at	323-484-4780	for	a	
free	consultation.	


