
 

Setting Up Replenishment Alerts 

 In this module, we're going to cover setting up replenishment alerts. So what is a 

replenishment alert? That's an automation tool from Amazon that allows us to ... That tells us 

when to place an order for our product or when to send it into Amazon. Currently on most 

products, we tend to like to keep around eight weeks’ worth of inventory. To do this you're 

going to need to go to your FBA inventory. In this one we've actually singled out a singular 

product. Now with this you're going to notice that we don't have our traditional SKU in. 

Whenever we're not sure about an item ... We haven't carried a lot of powders at this point. 

This was in August of last year. We like to add it to inventory to see what restrictions, or what 

suggested prep is for the item, and then we would delete the SKU and set up our SKU if we're 

able to carry the item. 

 Effectively what happened was we were unable to establish a relationship with this 

company so we never put in our proper SKU, but we wanted to keep track of it over time. 

Eventually we delete these SKUs if the product doesn't improve or whatever, but we wanted to 

revisit it. I think right now the products actually tailed off quite a bit since we set this up in 

August of last year and it would probably not be a product we would be looking to stock now. 

It's not something that fits our current model. 

 So, let's look at this product. $27.99. It really hasn’t appreciated all that much in fact, 

but there's no current FBA offers, which does mean that we could probably pick the sales rank 

up some. 13,000 in grocery is definitely outside of where we like to operate, but if we were to 

purchase this product, we would want to be at ... We typically want to be in ranks around 1,500 

or less in grocery. Right now this one would fall outside of that range. 

 Now to get back to the matter at hand in terms of setting up replenishment orders. We 

got our FBA inventory view and we're going to click on the box where we want to set up the 

replenishment alert and it says, "replenishment alert." 

 Now what this screen's going to show us, it's going to tell us how many units we average 

selling per week. The important thing to know about this is that it's only based on the past 30 

days, so it you are ever out of stock it's not going to be very accurate. Our target is to never be 

out of stock with items that we have on this account. Currently our goal is to have around 8 

weeks’ worth of inventory on an item and I think by the end of the year we're going to try to 

push that to around 12 weeks’ worth of inventory. This does a couple of things. The larger 



orders you're able to place, the more discounts you're able to get. If your stock period falls 

under that don't worry. You can tailor this based on where your stock period is. 

 There's a few factors that's going to determine our stock period. The most important 

one is lead time. How long does this company take to get you the item when you place your 

order? That's going to be the defining factor of what our alert threshold's going to be. If this 

company's turnaround is really quick, like we place our order and they're able to get us the 

product within, we'll have it in our office within a week, then we're going to want around a two-

week threshold period. That's going to give us plenty of time to prep the item and get it on its 

way to Amazon. But if they were slower, we're going to adjust slightly based on how long it 

takes them to get us the product. 

 We're going to use this as an example. Let's imagine here that we're selling 40 units per 

week and they have a really quick turnaround time. That's going to give us about a two-week 

alert threshold. That's the point at which we're going to want these Amazon emails to roll in 

and say, "Hey you need this and this item back into get this item into inventory." If we were 

using 40 units per week in a 2 week target threshold, we're going to say 80 units and then we're 

going to click save. Like I said, this number is completely variable based on their lead time. 

You're just going to have to learn as you're placing your orders how long it takes them to get 

the products to you. 

 Whenever we place this order, what we're going to do is it's going to alert us and say, 

"Hey you have two weeks’ worth of inventory. You need to go ahead and get this item back on 

the way." Well, at that point we're going to place an order for eight weeks’ worth of inventory, 

because around our turnaround time, when we expect to land that product to Amazon, even 

with their times, we're going to be really close to zero where we want to be. We want to be 

selling through our full stock before we effectively start placing our reorders and getting the 

product back in. We don't want to be out of stock, because we're missing sales. 

 We've found that using this method allows us to maximize our cashflow effectively. 

We're not placing orders until we need the item and it lets us project what we're going to be 

spending over a period of time. Now this is important because we're trying to expand at a 

pretty alarming rate; we're really pushing the envelope in terms of growing our business. 

Setting up measures to be efficient is imperative for us and will be imperative for you going 

forward. Like I said, it helps us gauge our stock-out periods and never go out of stock on items, 

because we don't want to miss sales and we want to maximize the amount of money we have. 

 To give you an idea about how we're doing with this project, we currently had around 

11,000 units in inventory. Now our account doesn't have limits so we don't see this information 

on this screen, but if you have this information, like I said this is to give you a gauge about how 

we do. 11,000 units in inventory. Last month we sold around 8,000 units, so we're falling short. 

Now we're going to wonder why we're falling short, but it's because we're a little more 

conservative when we're placing our initial orders and we're picking up a lot of new SKUs. But 



the other fault of this is that until you get enough data, it's hard to start projecting your stock 

periods. As that data rolls in, it allows you to be much more sharp with your projections and 

ultimately gauge your cashflow and projected profits, which ultimately define how fast you can 

expand into new product areas. 


