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INTRODUCTION

In the rapidly evolving world of e-commerce, Amazon is the
global giant, dominating the online marketplace and
disrupting traditional retail.

Amazon was founded in the United States in 1995, was
originally an online book store, but has since established itself
as the world's largest online marketplace, serving customers
across the globe.

With localised marketplaces in multiple European countries
including the UK, Germany, France, the Netherlands, Spain,
ltaly, Turkey and Sweden, Amazon provides an extensive
reach for businesses looking to expand their customer base

Amazon has a huge impact on global trade and its size and
market share has long been a cause for concern among
some legislators - particularly within the EU.

No matter how we feel about Amazon, as an e-commerce
business, it is crucial to evaluate the potential benefits and
challenges of seling on Amazon before deciding whether
Amazon is the right place for you to sell your products.

This guide aims to provide valuable insights and guidance to

help you make an informed choice regarding your Amazon
strategy.

This guide was revised in October 2023.
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