
 

 

 

Module 3 Bonus Video – Advanced Jungle Scout Training 

In this video, we’re going to take a closer look at Jungle Scout and I’m going to show you how we use it 

to make initial orders.  I’ll also cover some other things we’ve learned by using Jungle Scout along the 

way that I think will benefit you. 

As with any type of software, there are many different products that promise to perform the same 

functions. 

Here are some of the other software options that are similar to Jungle Scout: 

• ASIN Inspector 

• Unicorn Smasher 

• FBA Toolkit 

So, why don’t we endorse or use them? 

We have tested all of them and have found Jungle Scout to be more accurate to our numbers and sell 

through projections, and it’s usually by a significant margin.  That being said... Jungle Scout is 

ABSOLUTELY NOT perfect.  The information in it should not be accepted as truth.  However, in most 

circumstances, it’s usually close enough to make reliable decisions. 

So, how does Jungle Scout get its estimates? 

I’m not sure if I read this, or Greg, the founder of Jungle Scout, told me... Either way, I honestly accept it 

as the truth because it makes perfect sense.  Jungle Scout generates estimations and projections from a 

collection of data points.  It does not inherently know how many times the Toys and Games item that is 

ranked 14991 sells... In fact, it may have data points at 22000 and 9000 and simply be making a 

projection based on the difference between those points. 

So nearly ANY product you are looking at is simply a projection based on surrounding data points. It’s 

almost impossible for any company other than Amazon themselves to have data on every item.  I would 

assume based the accuracy we’ve experienced that they probably have the largest collection of data 

points compared to their competitors. 

I also wanted to touch on some of the things that we have personally learned about Jungle Scout and 

Amazon in general.  Some of the less accurate estimations generally come from products that have 

INCREDIBLY low sales ranks; an example being a rank of 293 in Health and Personal Care. This is honestly 



 

 

a crap shoot. In most cases these estimations will be FAR below actual sell through. Usually, sellers who 

carry these products have an inventory of 999 or sell through SO quickly that you don't know what their 

actual buy box % was, etc. 

We have found this to be true at about 2000 and lower in the larger categories, and 1000 and lower in 

the smaller categories.  In most instances, we have found the estimate to be conservative.  That being 

said, we accept it as "accurate enough" and build data over time from our own metrics for restocking. 

Another common misconception is that Sales Rank is a direct correlation of "units sold,” but we don’t 

think it is. We believe based on our own data that Sales Rank is a calculation based on a variety of 

factors with the most important being "revenue". 

So, this means that if two items have similar sales ranks and similar prices in the same category, then 

they will have very similar units sold per month. Now let’s put this into perspective: For example, let’s 

say we have item A at $10 and Item B at $100. 

Let’s say that both of these items were ranked around 10k in Toys and Games. Jungle Scout estimates 

that this rank would sell around 240 times per month.  Based on Jungle Scout, this means that item A 

would generate $2400 in sales per month and item B would generate a whopping $24,000 per month. 

However, we have gotten the most accurate results with Jungle Scout using the following assumption: 

The Jungle Scout estimated sales per unit is fairly accurate at around a sales price of $25 per unit. 

Using this assumption, let’s look at the results.  Jungle Scout estimated 240 sales a month for a sales 

rank of 10K in Toys and Games.  Under the assumption of $25 a unit, we get $6000. 

We can now use that total to get a better estimation. To estimate A, we start by dividing that $6000 by 

A’s price of $10 per unit.  This comes to a total of 600 units of Item A sold per month. In our experience, 

this is a much closer estimate. I would estimate it to sell 500 – 600 units per month, not 240. 

Now, let’s look at item B. We already have our estimated $6000 per month, so we would then divide 

that by item B’s price of $100 which yields an estimate of 60 units/month; much lower than the Jungle 

Scout estimate of 240. 

So, now you can see, just because items have similar sales ranks doesn’t mean they will sell the same 

number of units or even the number of units that jungle scout suggests when they are priced 

significantly higher or significantly lower than the $20-$30 range. 

The lesson to be learned from this is if you are looking at items that are much more expensive on 

average, you should hedge your order far less than the Jungle Scout projection. Do this, and build your 

data over time. We generally go around 50% of the initial projection, and build our metrics based on our 

sell through. Conversely, on cheap items, we also hedge by ordering according to the Jungle Scout 

estimate and build our metrics over time to get better sell through estimates for the future. 

We find that using estimates based on our assumption has been a much better strategy for our initial 



 

 

order... After that, you should be building your metrics over time based on your own data. 

Things to always keep in mind when gauging your estimates: 

Seasonality – This can be a big one. A lot of items have seasonality meaning the Jungle Scout estimate 

could be way off in either direction if that item is in season. For example, let’s look at backpacks. During 

the "Back To School" season, the Jungle Scout estimates for backpacks will be low. Conversely, estimates 

on backpacks will be high right after school has started, like in September. Why is this? Jungle Scouts 

estimates lag about a month behind, so the estimates simply don’t reflect the current sales velocities. 

This brings us to the next thing to be aware of: 

Snapshot – just like with Sales Rank, when looking at sales estimates you are simply looking at a 

snapshot in time; a linear representation of "recent performance"... That being said, we like to check 

tracking services like Keepa and CamelCamelCamel.  We are looking for longevity to make sure we aren't 

making our projections based on a spike or anomaly in sales. 

Miscatergorization – Occasionally, Amazon miscategorizes items. If something seems off like a product 

shows up in a category where it does NOT make sense or belong. Do NOT trust the data.  If the product 

shows up on the Amazon page as a sub-rank, but gets a reading from Jungle Scout... Do not trust the 

data.  We generally don’t trust the data for common problem categories like electronics. 

So, what do I do if the something seems wrong? 

Look at the reviews.  The review frequency gives you a LOT of good data (assuming the reviews are real 

and aren't tampered with). What we want to do is compare with a product we know and use that data 

to make a projection for our sales... Similarly, you want to check longevity of reviews, to see if there was 

an arbitrary spike... If there isn't a spike and things look consistent, then make your best estimate from 

there. We generally suggest going with a smaller projected window - like 14 days and building our 

metrics over time 

Hopefully, this helps you become even MORE accurate with your use of Jungle Scout and offer even 

better projections for your business. Not to mention, avoid a few of the pitfalls along the way! 


