Complex vendor negotiations, lower control over products, higher costs, and tight pricing
algorithms have caused several brands to question the 1P Vendor Model. Such a situation
poses a serious question:
Could transitioning from the 1P (Vendor Central) to 3P (Seller Central) be the
solution for businesses?
The move to Seller Central could be for you too, if the 1P model has made an impact on your
business that makes it hard for companies to run their operations profitably. And in this
game, you’re not alone to face similar challenges and thinking about moving to the 3P
model. In fact, third-party sellers on Amazon contribute to 56% of total Amazon sales which
shows you could be the one too.
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Apparently, the major cause behind this transition is the skyrocketing costs linked to the 1P
business model. But there’s much more than this.
So if you’re not sure whether to adopt the 3P model or still stick with the 1P model, read
this article to explore why you should immediately switch to Seller Central. Also, you will
explore how and when you must move to Seller Central.
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Why Should You Immediately Make A

Transition From 1P to 3P Model On
Amazon?
If we talk broadly here, there are three major reasons why you must move from the 1P to 3P
model on Amazon.
Increase the margins
Change the prices of the products
Control and manage inventory yourself
The primary reason for frustration with the 1P Vendor model originates from its complexity,
which makes implementation costly or difficult.
In Vendor Central, vendors are exposed to a case system or self-service tools that eliminate
the need to manually handle the Amazon account. Also, there are Joint Business Plans and
annual vendor negotiations that do not bring much value to vendors in return.
With the rise in popularity of 3P selling, Amazon has been working to improve this platform.
They offer features such as A+ content and Brand Registry that were previously only
accessible through direct sales with limited availability - but not anymore!
Brands on Amazon switching from a Vendor Central to Seller Central present a real
opportunity to save cost because they only have to pay a fixed fee.

When You Should Move From Vendor
Central (1P) to Seller Central (3P)
There are a few different reasons why someone might want to switch to Seller Central.
Here's how you can tell which one is right for your business!

Scenario 1: Amazon Doesn’t Provide Support and Other Features
If you don't have access to dedicated staff and rely only on case management in Vendor
Central, you're being managed by Amazon's vendor success program (VSP). VSP is a
program that provides support for non-technical issues between vendors and Amazon.
This includes things like resolving inquiries about orders, payments, or shipping status
through their marketplace site.
VSP managers are the people who make sure that a company's brands with low revenue
figures remain afloat and running. This means constantly monitoring feedback from
vendors, staying in touch by phone or email when necessary but never meeting face-to-face
unless absolutely necessary. And it is a common practice that they handle hundreds of

vendor accounts making it difficult for brands to get dedicated support when required.
On the other hand, The Amazon 3P program is great for sellers who want a more hands-on
approach to managing their businesses. They can speak directly with an account manager
on the phone and receive well-documented instructions about self-serving options in order
to manage inventory, marketing campaigns, etc., which will make it easier for them than
ever before!

Scenario 2: Facing Unsustainable Cost to Serve Amazon

The 1P business model is all about balance. You need to invest more each year in order to
grow your company's sales figures, but it will only return those increases if you maintain a
healthy relationship with the Vendors Manager who matches these investments by providing
better service than any other vendor out there can offer!
There is a lot that goes into providing quality service for customers, but the cost it takes to

keep up with chargebacks and price variances just become too much.
Negotiation can be an option for you as a vendor, but it's often a lengthy and complicated
process. Your company's trade terms with the buyer are likely to be set in stone so there is
little room to negotiate on them. And consequently, chances are that your Vendor Manager
is not going to accept it easily.
One way to avoid the headache of unsustainable selection is by moving it into 3P/FBA, which
ensures you'll be able to continue selling all of the items in your portfolio directly to
customers while working with your Amazon manager.
On the other hand, The Amazon 3P program is great for sellers who want a more hands-on
approach to managing their businesses. They can speak directly with an account manager
on the phone and receive well-documented instructions about self-serving options in order
to manage inventory, marketing campaigns, etc., which will make it easier for them than
ever before!

Scenario 3: Amazon Erodes Your Prices
Incentives can be the biggest culprit when it comes to price variation. The incentive
structure of your distribution channel strategy might need some work before Amazon starts
eating away your profits.
The reason is that they're eroding prices, but one of the main reasons could be that there is
something wrong with how you set up these deals and promotions between
customers/distributors (like an imbalance).
In such a condition, switching to 3P is a good option for you in order to take control of your
prices.

Scenario 4: Multiple Options to Sell Your Products
With the rise in competition, many brands have turned to using Seller Central as an
additional account. This is because of the fact that if anything drastic happens like higher
fees or margin pressure on Amazon’s side then they can move their business back without
any problems and still continue selling through this marketplace platform!
Many brands are still very much in the early stages when it comes to selling on Amazon.
They use a 3P account as a way station before moving onto more traditional models like

using their own website and shipping products through UPS or FedEx.
However, some may not want this model because they need time for team-building
purposes. They will keep following both approaches until their team has been trained to the
extent that everything works together seamlessly (and also provides additional security).

How to Switch from Vendor Central to Seller
Central

It's important to follow the guidelines and terms set in place by Amazon when making a
transition from Vendor Central to Seller Central. This can help avoid any legal issues down
the road with their business model.!
Here are the steps that you need to follow in order to switch from Vendor Central to Seller
Central:
Open a Seller Central account
Register with Brand Registry
Choose a fulfillment option (FBM/FBA)
List your products
Set your product pricing
Manage your inventory
Manage product content
There are two options and you can choose either of them if you’re willing to become a 3P

seller.
1. Hybrid Approach
2. Hard Switch

Hybrid Approach
Amazon is a powerful force to be reckoned with in eCommerce. The company's hybrid
approach enables brands like yours, who want control over pricing but also need access to
Amazon’s infrastructure for fulfillment or marketing on key products.
In order to maximize the potential of Amazon, more and more brands are going with a
hybrid approach. They use both first-party (1P) selling as well as third-party sellers (1P)
who also sell on Amazon from their own accounts.
This means that over half of brands are selling on Amazon with both first-party and thirdparty commissions. This hybrid approach has been gaining momentum, as it allows them to
explore all avenues for success in different markets without having anyone’s strategy
dominating their entire business model.
Despite several benefits, every brand doesn’t seem to be equally interested in Vendor
Central. So for them, the other option is a hard switch.

Hard Switch
It is important for brands to transition from the 1P model to 3P effectively because a hard
change also risks shutting down revenue streams if not planned carefully.
When it comes to strategically engaging with customers, sometimes a company needs help
from outside sources. This can range anywhere between hiring consultants or agencies that
are specialized in certain fields. This will bridge any knowledge gaps you might have so
you're not left behind because of the lack of understanding when trying new things!
A hard switch is an excellent option for brands that:
need the power of Vendor Central but don’t have enough PO volumes or trade terms
with vendors.
sell a wide range across multiple product categories and want greater control over
their supplier partnerships.

For these companies, Amazon can be both intimidating as well daunting at first glance
because it's not just about selling on one channel. You also have to manage inventory locally
rather than shipping outbound packages from fulfillment centers which means having more
work ahead.
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Challenges of Switching from 1P to 3P
There are a number of challenges that come with moving to Seller Central. The following is
a list of the most common hurdles brands face when they're considering leaving the 1P
Vendor Model:

Amazon currently prevents you from transferring your account to
Seller Central
Amazon has introduced its first-party business to ensure the availability of critical products
at low prices. Leaving Vendor Central poses a direct threat to this model, which is why
many vendors are staying put in order not to lose access or be pushed out by Amazon's own
marketplace strategies!

Arises problem with your own distribution strategy
Amazon's marketplace allows sellers to compete with their own distribution partners on the
company’s website. This means if you want your products stocked in store and available for
purchase by customers directly through Amazon, then it will be difficult without being
prioritized as a vendor within Buy Boxes.

Amazon imposes tough requirements on sellers
Amazon's policies are designed to provide customers with an exceptional experience. If
third-party sellers fail to meet these requirements, they risk having their accounts
deactivated and losing all revenue streams on Amazon.

5. Use Amazon Advertising to Increase
Brand Awareness

Amazon has expanded its advertising service to include a full funnel of opportunities.
Brands can now advertise on and off Amazon’s website, making it easier than ever for them
to get noticed in the market! However with so many brands switching over there's an arms
race when it comes down to how you stand out amongst others vying for attention. Stay
ahead by adding some innovation into your campaign strategy!
Swiftstart is an AI technology company that specializes in the optimization of sponsored ads
on Amazon. It has a team dedicated to leveraging your brand across all websites and it can
do this because of its real time capabilities, giving you maximum potential for increasing
brand awareness.

Wrapping Up: Transitioning from 1P to 3P
with Amazon
There are several ways to sell on Amazon. In this post, you have learned about transitioning
from 1P (vendor seller) to 3P (seller central). By making this transition, you'll have more
control over your inventory and sales channels.
As many brands are switching to the 3P model, they must know that this transition requires
a different set of skills and knowledge from what their teams already have.
As Seller Central does not offer fully-integrated supplier systems, brands need to manage
one on their own with all the necessary features to track different activities.
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