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Introduction

Most Amazon sellers use the same surface-level PPC tactics. Auto campaigns, a handful of keywords,
and basic bid adjustments. This guide goes deeper. The 10 strategies below are rarely documented,
rarely practised, and consistently overlooked even by experienced sellers.

Each tip has been selected for its ability to compound results, whether by protecting your brand,
capturing competitor traffic, or giving you surgical control over ad spend that most sellers leave on the

table.

Bidding Targeting Harvesting Defense Structure
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The 10 Rare PPC Strategies

DEFENSE Tip #1

Bid on your own brand to suppress competitor ads

When you don't bid on your own brand keywords, Amazon fills that slot with competitor Sponsored
Products. Even a $0.05-0.10 bid wins that top spot at near-zero cost because your Quality Score is
highest for your own brand. This single move can stop a competitor from stealing customers who
already know you.

TARGETING Tip #2

Target your own ASINs to cross-sell and block rivals

Run a Sponsored Display or Sponsored Product campaign targeting your own ASINs. This lets you
place your higher-margin product on your lower-margin product's page increasing basket size. It also
crowds out competitor ads that would otherwise appear in the 'Similar items' carousel on your listing.

HARVESTING Tip #3

Mine Auto campaigns for exact-match gold — then isolate it

Run Auto at a low bid for 2—-3 weeks purely as a keyword mining tool. Pull the search term report, find
converting terms, move them into a Manual Exact campaign at a higher bid, then NEGATE those
same terms from Auto. Auto becomes a discovery engine, not a dumping ground.

BIDDING  Tip #4

Use placement bid multipliers asymmetrically

The 'Adjust bids by placement' setting is ignored by most sellers. Top of Search converts at 2—5x
higher than Rest of Search. Set your base bid low ($0.30-0.50) and push a Top of Search multiplier of
200—400%. You pay more only when you win top placement and your effective CPC stays controlled.

TARGETING Tip #5

Target competitor ASINs that have weak review ratings

In ASIN-level product targeting, target competitors with 3.2—3.8-star ratings and recent negative
reviews. Shoppers on those pages are already dissatisfied and highly likely to convert on a better-
reviewed alternative. Your ad shows up exactly when buying intent is high and trust in the competitor
is low.




Quantum Mind | Amazon PPC Mastery Guide

HARVESTING Tip #6

The 'dayparting by day-of-week’ trick with automated rules

Amazon doesn't offer native dayparting, but you can simulate it using bulk operations or third-party
tools. Pull your day-of-week conversion data from the Search Term Report. If Saturday converts at 2x
average, boost bids 50% Fri—Sun. If Monday—Tuesday is slow, drop bids 60%. Almost no sellers do
this systematically.

DEFENSE Tip #7

Use Sponsored Brand video to lock top-of-search real estate

Sponsored Brand Video ads appear in a completely different ad slot than Sponsored Products —
meaning you can win BOTH slots simultaneously on the same search page. A 15-second product
demo video running as SBV alongside your SP ad doubles your visibility on high-intent keywords.
Video CPCs are also historically lower.

STRUCTURE Tip#8

Create single-keyword campaigns (SKAGs) for top converters

For your top 5-10 converting keywords, create one campaign per keyword (exact match only). This
gives you full budget control, clean ACoS data per keyword, precise bid tuning, and zero keyword
cannibalisation. When one keyword dominates spend in a group campaign, you can't scale it
independently — SKAGs fix this.

TARGETING Tip #9

Bid aggressively on out-of-stock competitor ASINs

Monitor top competitor ASINs. When they go out of stock, their conversion drops to zero but organic
rank holds temporarily. Spike your bids on those ASINs via product targeting. You'll capture their
abandoned traffic at lower CPCs (competitor ad pressure drops) and can steal both paid and organic
rank while they're offline.

BIDDING  Tip #10

Use portfolio budget caps to control overspending

Amazon's daily budgets can overspend by up to 25% on any given day. The fix almost no one uses:
group campaigns inside a Portfolio and set a monthly budget cap. This creates a hard ceiling across
all campaigns — protecting you from flash spend spikes during Prime Day or competitor bidding wars
that would otherwise blow your monthly budget overnight.
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Campaign Structure Template

Use this as your master blueprint. Each row is a separate campaign. The flow moves from discovery
(Auto) to isolation (SKAGs) traffic flows down as intent and bid confidence increase.

|
Type

Campaign Name Match Type Bid Range Purpose

Auto — Discovery Auto All match types  Low ($0.30-0.50) Mining new keywords
& ASINs

Manual Broad — Medium ($0.50- Expand reach with

Research ke Eiead 0.80) phrase variants

Manual Phrase — Medium-High Capture mid-funnel

Scale Manual Phrase ($0.70-1.20) intent

E/Ianual Exact — Manual Exact High ($1.00-2.00+) M_ax spend on proven

onvert winners

SKAG — Top KW Manual Exact(1KW)  Custom per KW Ligﬁ;‘zd control &

Brand Defense Manual Exact + Phrase  Low ($0.05-0.20)  Dlock competitor
brand ads

ASIN Targeting — SP/SD ASIN Low-Medium C_ross-sell & block

Own rival ads

Il Ui g = SP/SD ASIN Medium UEEEL R

Rivals competitor listings

SBV — Top Keywords ~ SB Video Exact Medium Dominate dual ad
placements

Competitor Brand KW Manual Exact Low-Medium Cepire vl (s

searches

How to use this structure

Step 1 — Start with Auto (Discovery):
Launch your Auto campaign at a conservative bid. Let it run for 14—-21 days without touching it. Its only job is to
find converting search terms and ASINs you haven't thought of.

Step 2 — Harvest and Negate:

Pull the Search Term Report. Move converting terms into Manual campaigns at the right match type. Immediately
negate those same terms from Auto otherwise Auto continues spending on terms you're now controlling manually,
causing double-spend.

Step 3 — Isolate top performers into SKAGs:

Any keyword generating consistent sales at your target ACoS graduates to its own Single Keyword Ad Group
campaign. This lets you set a unique daily budget, bid, and placement multiplier specifically for that keyword
impossible in a shared campaign.

Step 4 — Always-on campaigns (Défense + ASIN):
Your Brand Défense, ASIN Targeting (own), and SBV campaigns run permanently at stable bids. These are non-
negotiable they protect your listings 24/7 and cost very little relative to the sales they protect.




Quantum Mind | Amazon PPC Mastery Guide

Key metrics to monitor per campaign tier

Campaign Tier Primary KPI Optimization Action
Auto — Discovery Impressions + New converting Harvest weekly, negate
terms found immediately

Manual Broad / Phrase CTR + CVR Pause poor CTR terms; escalate
converters

Manual Exact + SKAGs ACoS + ROAS Bid up/down by 10-15% weekly
based on ACoS

Brand Défense Impression share Raise bids if competitors appear on
your brand

ASIN Targeting Add-to-cart rate Replace low-CVR ASINs with

fresher weak-review targets

SBV Video completion rate + CTR Test shorter videos; optimize
thumbnail frame
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