The Q4 Bit of a Cracker

Phase 1: Strengthen Your Foundations

How to work out where you stand, find the gaps and get your Amazon business ready
before Q4 starts doing Q4 things.

For Amazon sellers who want a proper Q4 plan — whether you have years of previous
Christmas data or absolutely none.




Start Here

Before the Tinsel

Q4 is not the moment to discover that your bestseller is confusing, your stock is sitting in the wrong place or your lovely A+ Content still talks about
a bundle you stopped selling in March.

Before we talk promotions, gifting, advertising or festive creative, we are going to check the foundations.

01 02 03

Look at what you already know Look at what shoppers can see Look for the awkward bits

Sales, bestsellers, reviews, customer questions, Titles, images, bullets, A+ Content, Store, Where are buyers hesitating? What needs
stock, returns and current listing performance.  pricing, offers and availability. explaining? Where are competitors making the

decision easier?

04 05

Check what you can actually deliver Decide what matters most

Stock, replenishment, FBA timings, bundles, lead times and fulfilment Not every ASIN deserves equal Q4 attention.
capacity.

We are not hanging the fairy lights yet. We are checking that the roof is attached.



Why Q4 Deserves a Plan

This Is Not Just Another Quarter What Q4 can bring

e More shoppers

Holiday shopping is commercially important enough

that it needs deliberate preparation. » More gifting

e More comparison

e More promotional pressure
e Tighter stock deadlines

e Stronger competition

e Less time to fix mistakes once they matter

19% 8.47%

Annual Share Online Growth
November and December alone have averaged about 19% of annual In Great Britain, online sales values in Q4 2025 were 8.4% higher than Q4
retail sales over the last five years, with the share higher for some 2024.
retailers.

607%

Independent Sellers

More than 60% of sales during Amazon's record Black Friday Week and
Cyber Monday 2024 event came from independent sellers.

The opportunity gets bigger. So do the consequences of turning up unprepared.

Sources: National Retail Federation, Winter Holiday FAQs; Office for National Statistics, Retail sales, Great Britain: November and December 2025; Amazon UK, Black Friday and Cyber
Monday 2024 results.



The Q4 Game Plan

One Cracker. Five Pulls.

The Q4 Bit of a Cracker is a complete Q4 game plan, broken into practical Playbooks so you can prepare in the right order instead of trying to
optimise listings, build seasonal content, plan promotions, organise stock and launch campaigns all at once.

Phase 1 — Strengthen Your Foundations

Know what you have, what is working and what needs fixing.

Phase 2 — Build Your Content Ecosystem

2
Get listings, imagery, A+ Content, Store and supporting content working together.
3 Phase 3 — Create Demand Before the Rush
Build visibility, seasonal relevance, gifting routes and momentum.
4 Phase 4 — Get Peak Ready
Offers, inventory, fulfilment, campaigns and final checks.
5 Phase 5 — Q4 Live

Monitor, react, protect availability and make sensible decisions while everyone else is shouting about Black Friday.

A full Q4 plan. One sensible job at a time.



No Previous Q4°?
You Still Have Homework

No previous Christmas data does not mean no evidence. If you have previous Q4 performance, lovely. Use it. If you do not, start with what is already

happening in your business.

Evidence to use What to look for

Current sales Which products already attract demand?

Reviews What do buyers love, question or misunderstand?

Customer questions What needs explaining before someone buys?

Search and listing performance Where are shoppers arriving — and where are they dropping away?

Competitors Who already looks prepared for gifting, comparison or seasonal
demand?

Your category Does Q4 naturally create a buying occasion for your products?

Stock and lead times How quickly could you respond if demand increases?

Your first Q4 forecast is allowed to contain informed assumptions. It is not allowed to consist entirely of crossed fingers.



Assessment Time

The Q4 Cracker Report

Ready to Pull

Your key products are clear, competitive and available. You know what matters and where the gaps are. Lovely.

Nearly Wrapped

Mostly sound, but there are a few loose ends: old content, uncertain stock, weak gift messaging or an ASIN quietly asking for

attention.

Needs More Sellotape

Products are selling, but there is no joined-up Q4 plan. Listing quality varies, stock assumptions are hopeful and nobody has decided
what the hero products actually are.

Turkey Still Frozen

Q4 is approaching. Inventory, content and priorities remain largely theoretical.

What Q4 Plan?

You opened this Playbook because someone mentioned Christmas and you felt suddenly warm.

No judgement. We are simply finding out which cupboard the Sellotape is in.



Self-Assessment

The Pre-Q4 Walkthrough

Open your account and answer honestly.

Question Yes / No
Do you know which products are most likely to matter in Q4?
Do you know which products currently generate the most sales?
Can a shopper understand those products quickly?

Are the main images strong against current competitors?

Do titles and bullets still accurately describe the products?
Does A+ Content still match the listing?

Is your Store current and useful?

Are bundles and multipacks painfully clear?

Have reviews revealed recurring concerns or opportunities?

Do you know which products could work as gifts?

Do you know your current stock position?

Do you know your supplier and replenishment lead times?

Have you considered FBA peak deadlines?

Are your main products easy to understand on mobile?

Could Amazon's Al shopping assistant answer sensible buyer questions about them?



Find the Money Before the Glitter

Choose Your Q4 Heroes

Not every product deserves the same amount of Q4 effort. Start by identifying the products most likely to justify your time.

Signal What it tells you

Existing demand Already selling consistently.

Healthy margin More sales are actually worth having.

Gift potential Easy to understand as a present or occasion purchase.

Strong reviews Enough trust already exists.

Good availability You can reasonably keep it in stock.

Room to grow The listing, creative or visibility could still improve.

Useful relationships It leads naturally into bundles, variants, accessories or other products.

A product does not become a Q4 hero simply because you have 600 of them in the garage.



Homework

The Hero Product Test

Use this for each likely Q4 hero.

Question Your answer
Why does this product sell now?

Why might demand increase in Q4?

Who is most likely to buy it?

Could someone buy it as a gift?

What is the biggest reason not to buy it?

Which competitor would a shopper compare it with?

Is our offer easy to understand?

Is the listing strong enough for increased traffic?

Can we keep it available?

What would make this product more compelling before Q4?

This is where your Phase 2 priorities start to appear.



Your Buyer Changes in Q4

Same Product. Different Job.

A shopper buying for themselves in June may not shop like somebody buying your product for their brother-in-law at 10.43pm on 19 December.

Q4 shopper What matters

The Rebuyer Already knows what they want.

The Comparison Shopper Has three tabs open and no loyalty whatsoever.
The Gift Buyer May know very little about your category.

The Deal Hunter Has price firmly in the decision.

The Last-Minute Buyer Availability and delivery can become decisive.
The Al-Assisted Shopper Asks Amazon to help narrow the options.

Your listing needs to survive more than one type of shopper.



Gifting
The Giftability Test

Ask this even if you have never considered the product a gift before.

Can a shopper quickly understand:

Who it would suit?

What is included?

What size it is?

Whether it comes gift-ready?
Whether anything else is needed?
Whether it suits a beginner?
Whether there are variants?

Why this option rather than another?

Whether it can arrive in time?

A gift should solve a buying problem. Not create a research project.

Strong gifting
proposition

The buyer can make a
decision without becoming

an expert in your category.

Weak gifting
proposition

The buyer needs to decode
the listing, inspect five
reviews and telephone the
recipient.



Core Content

The Listing Foundations Check

Listing element

Title

Main image

Secondary images

Bullets

Attributes

Variants

A+ Content

Brand Store

Reviews

Availability

Foundation check

Clear, current and customer-facing?

Strong enough to earn the click?

Answering useful questions?

Helping people decide rather than repeating keywords?

Accurate and complete?

Easy to understand?

Still supporting the same product story?

Helping shoppers explore?

Showing a pattern you need to address?

Giving shoppers confidence they can actually buy the thing?

The Q4 version of a weak listing is still a weak listing. It just gets more visitors.



Consistency

Your Whole Amazon Presence Is Evidence

Your listing, A+ Content, Store, images, attributes, reviews and product offer all need to agree.

Seasonal message Bundle

Must still describe the actual product. Must contain what the listing says.

Promotion Gift positioning

Must make sense against the normal offer. Must not create promises the product cannot fulfil.

Must support the demand you are trying to create.

If five pieces of content tell five slightly different stories, festive typography will not save you.

| Availability



Inventory

The Stock Reality Check

We do not need to turn this into an inventory management textbook. We do need to know whether your Q4 plan can actually be supplied.

Stock position Lead times Fulfilment

Current stock, inbound stock and FBA Supplier lead time, production lead time Merchant-fulfilled capacity, bundle
stock levels. and likely reorder point. components and packaging.
Projections

Likely sell-through and slow-moving stock you do not want to overbuy.

@ For the 2025 festive season, Amazon UK recommended that FBA inventory arrive by the end of October. It also published event-specific
arrival dates, including 30 October 2025 for Amazon-optimised shipment splits for Black Friday/Cyber Monday. Peak deadlines change, so

always check the current year's guidance early.

Your Christmas bestseller cannot sell from the back of a lorry.

Source: Amazon UK Seller Central festive-season readiness guidance for 2025.



Homework

The Q4 Foundations Planning Sheet

Use this before moving to Phase 2.

Planning question Your answer
Which products are most important this Q4?
Why?

Who buys them now?

Who else may buy them in Q4?

Which could become gifts?

What currently stops buyers choosing them?
What do reviews and questions reveal?
Which listing needs work first?

What content is missing?

What stock risks exist?

What replenishment constraints exist?
Which competitors should we watch?

What should Amazon's Al shopping assistant be able to answer

clearly?

What must be fixed before Phase 2?

If you cannot fill this in yet, you have not failed the Playbook. You have found your homework.



Test It Like a Buyer
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Shopper

e Do not ask an Al shopping assistant to analyse your listing. Ask like a customer.
Irs Frime

Skincare Made Simple

4.7 (1,256) Buyer intent Question to ask
Gift Which would make a good gift for someone
who..?
Mrs
Prime Comparison What is the difference between X and Y?
Beginner Which option is best for someone new to this?
Bundle What exactly comes with this?
Need Which product would suit someone who
o) needs..?
Natural - = Lo . .
naredients pe i Repsksclly P Timing What do | need to buy with this?
ot Safe & effective

Confidence Why would | choose this one?

Skincare

Made Simple

Effective, clean and p . .

uncomplicated skincare , Thin answer? Wrong answer? Competitor gets

made for real life,

f,f;jﬁ:z;‘:::a‘;: Your content may not Something may be ;}IlleSV?:It‘ger
contain enough useful unclear or ’
information. contradictory. There is some very

useful homework.




Prioritise
Your Phase 1 Action Plan

01 02

03

Your listing foundations are weak  You do not know what will sell

Fix the most important hero listing first. Do the product and customer homework

Your stock position is unclear

Resolve supply before creating additional

before spending on campaigns. demand.
04 05 06
Your products have gifting Your content is inconsistent Your Store or A+ Content is old
potentlal Audit before rebuilding.

Get one product story across listing, A+
Identify the products, buyer and message now. Content, Store and imagery.

07

You are in decent shape

Lovely. Phase 2 is where we start making the ecosystem work harder.

Fix the biggest gap first. Then move to the next.



Before You Move On

Phase 1 Final Checklist

() Q4 hero products identified

(O Current performance reviewed
() Reviews and buyer questions checked
() Competitors reviewed

() Gift opportunities identified

() Core listings checked

() A+ Content reviewed

() Store reviewed

() Product information consistent
() Bundles and variants clear

() Stock position understood

() Supplier lead times confirmed
() FBA and fulfilment plan reviewed
() Likely risks identified

() Al buyer-style questions tested
() Phase 1actions prioritised

() Owners and deadlines assigned where relevant

Ready? Then we stop inspecting the foundations and start building on them.



Next

Phase 2 — Build Your Content Ecosystem

Phase 1 has told you what matters, where the gaps are and which products deserve attention.

Phase 2 is where we make the content work harder — bringing listings, imagery, A+ Content, Store and supporting content together so shoppers

can understand, compare and choose more confidently.

The homework from this Playbook becomes the brief for the next one.

Foundations checked. Now we build.



Get a Second Opinion

Want Cindy's Eyes on Your Q4?

If you want a second pair of eyes on your Q4 foundations, book a Discovery Call with Mrs Prime.

We can look at what is working, spot where the gaps are and help you work out what deserves attention before the Q4 rush begins.

No panic No pressure A proper look

A calm, considered conversation. There is no obligation to work together afterwards.

Fresh eyes on your listings, content, Q4 priorities and the awkward little Amazon hoops around them.

Book your Discovery Call



https://www.mrsprime.co.uk/book-online

Get in Touch

Contact Mrs Prime

Email: hello@mrsprime.co.uk

Visit: mrsprime.co.uk

Book a Discovery Call: mrsprime.co.uk/book-online

Mrs Prime is UK-based. All conversations are confidential, and there is
no obligation to work together after you chat.

A Note on Amazon's Al Shopping Assistant

Amazon tools and names change. The principle does not: your product
content needs to be clear enough for shoppers, Amazon and Amazon's
Al shopping assistant to understand.

© Mrs Prime. All rights reserved. You are welcome to quote, share or copy short
sections of this Playbook, as long as you credit Mrs Prime and link back to
mrsprime.co.uk. Please do not reproduce the whole Playbook, remove the branding or

pass it off as your own. Cindy will know.
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