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S E L L E R  S U C C E S S  S T O R I E S  

In conversation with Woldoshop 
Find out about selling on Amazon.com 

 

Woldoshop is an experienced Amazon seller based in Norderstedt. They have been selling several brands on 

Amazon.de since 2015 and decided to expand to the USA in 2024. 
 

 

 

 

 

 

 

 

 

 

Our aim when expanding into the USA was to open up a new market with high-quality 

products and efficient processes. Thanks to the support of Amazon and our strategic 

partners, we were able to gain a foothold quickly and successfully. 

 

-Martin Walter  

Managing Director  
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Tell us a little bit about your business and the start of your 

Amazon journey in Germany:  

A few years ago, we started selling private label items on Amazon. In the beginning, we were a small team, but we 

were still able to handle an impressive 15-20,000 parcels a day. This was possible due to our efficient, automated 

processes and the use of Amazon as a service provider for shipping our goods. This combination allowed us to 

handle high volumes with a relatively small team. Our business continues to grow strongly, especially 

internationally. Here, Amazon supports us enormously by helping us to expand into new stores. The platform not 

only provides the infrastructure, but also valuable tools and resources to scale our business globally. This has 

enabled us to further expand our international business and reach new customers worldwide. 

 

What inspired you to expand to the United States with 

Amazon?  
Our decision to expand into the USA was inspired by several factors. Firstly, another seller who was already selling 

successfully in America impressed us with the size and potential of the market there. This inspiration led to several 

conversations and phone calls with other sellers who had also had positive experiences in the American store. A 

crucial point was also the possibility of taking reviews globally. This means that the reviews that our products have 

received in Germany are also visible in the USA. This gave us a significant advantage as we were able to build a 

positive reputation before we entered the American store. This combination of potential and the ability to 

capitalize on existing reviews ultimately led us to expand our operations to the US. 

 

When in your expansion journey did you decide to expand to 

the US and why? Did you already have experience with 

expanding your Amazon business to another English-speaking 

country previously, e.g. the UK? If, yes why did you choose to 

expand to that country first, before expanding to the US? 

How does your company setup in the US look like? 
In December 2023, we decided to expand our business to the American store. Thanks to Rödl & Partner's tax 

advice, we were able to bring the first products to America as early as February. Sales got off to an immediate and 

successful start, and by the second month we could already see how our products were performing commercially 

there. We have also expanded in Europe, incorporating stores such as Spain, Italy, France and smaller stores in 

Belgium, the Netherlands and Sweden. We see great potential in these countries, as tax hurdles and language 

barriers often prevent many retailers from expanding there. Our approach was to overcome these challenges and 

gain a competitive advantage. Before focusing on the US store, we had already gained experience of expanding 

into other European countries to ensure that we could develop the necessary processes and strategies to succeed 

internationally.

 

Start selling in the US  

http://sellercentral.amazon.com/gp/on-board/workflow/Registration/login.html?passthrough%2Faccount=fba_soa&passthrough%2FmarketplaceID=ATVPDKIKX0DER&passthrough%2FsuperSource=sjrus_EUAGS-Sellerjourneyreports
http://sellercentral.amazon.com/gp/on-board/workflow/Registration/login.html?passthrough%2Faccount=fba_soa&passthrough%2FmarketplaceID=ATVPDKIKX0DER&passthrough%2FsuperSource=sjrus_EUAGS-Sellerjourneyreports
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How does your company setup in the US look like? 
Initially, we considered whether we should run our business in the USA through our German company. However, we 

very quickly decided to set up an independent company in the USA and open an office there. We made this decision 

because it was more advantageous for us to separate the processes and the demarcation from Europe. Our US 

company is therefore independent of the German company, which allows us to work more efficiently and better fulfil 

specific market requirements. We have also integrated local employees who work independently of the German 

structure. This autonomy enables us to react more quickly and flexibly to market requirements in the USA, while at 

the same time ensuring clear organizational structures and responsibilities. 

 

How did you manage the Tax setup? Did you seek third-party 

support?  
We have positioned ourselves very professionally in the USA through Rödl & Partner. We were already familiar with 

this service provider from Europe and knew that this company had successfully supported both large and small 

companies in their expansion into the USA. Rödl & Partner's experience and expertise helped us to master the 

complex tax requirements in the USA and to ensure that we complied with all legal requirements. We set up the 

company ourselves via the company Alton, which we have also known for several years. Here, too, we were able to 

rely on proven partnerships and their extensive expertise to ensure a smooth start to our business in the USA.

 

Learn more about US tax requirements 

 

How did you navigate US market requirements and 

regulations? 
We have analyzed the US market intensively and made sure that we have a strong partner at our side. We use a 

specialized service provider to thoroughly check every product before we launch it on the US store. In this way, we 

ensure that all legal requirements and regulations in the USA are met. Of course, this process is not easy at the start 

and also involves high costs. Nevertheless, we can already see after a short time that these investments are 

worthwhile. The expertise we have gained significantly expands our capabilities within the company and ensures that 

we can expand into the US store in a sustainable and legally compliant manner. 
 

What tools or software do you use to create and manage 

listings in the US store? 
We only work with tools to a limited extent and instead rely on our own processes within our company to create 

customized listings. Thanks to our international experience, including in the UK, the hurdle here is not too high. All 

items are created manually via the Amazon system. This manual creation is still very important to us today, as it 

allows us to explain each product with a deep understanding and specific expertise. We believe that this personalized 

approach makes a crucial difference and allows us to provide our customers with detailed and accurate product 

information. 

Learn more about selling globally  

 

https://sell.amazon.co.uk/understanding-us-tax-requirements
https://sellercentral-europe.amazon.com/ap/signin?clientContext=259-7677787-1040448&openid.pape.max_auth_age=900&openid.return_to=https%3A%2F%2Fsellercentral-europe.amazon.com%2Flearn%2Fref%3Dxx_su_dnav_xx&openid.identity=http%3A%2F%2Fspecs.openid.net%2Fauth%2F2.0%2Fidentifier_select&openid.assoc_handle=sc_eu_amazon_v2&openid.mode=checkid_setup&openid.claimed_id=http%3A%2F%2Fspecs.openid.net%2Fauth%2F2.0%2Fidentifier_select&openid.ns=http%3A%2F%2Fspecs.openid.net%2Fauth%2F2.0&mons_redirect=sign_in&ssoResponse=eyJ6aXAiOiJERUYiLCJlbmMiOiJBMjU2R0NNIiwiYWxnIjoiQTI1NktXIn0.eVag7zHhb9GNoGB7pn9bGjVXm1Wd5CRCw-pg2NNbBRd6vwA3aoYL0w.9bvrZEGEFRJA-ink.xDE82L6qbUXN2do7qFlhuwGLEOyFtQFbQE-oud0hkgN01D3i6envxBVt3dGSrEzIRBoNtaAJv9QGQ9JKJE3uCc1UwN8PSD4iTFIeRBapZNj72bf_pDvBT3aVBamyfSFm1R8UkcOYF6J5dCthjqNb82C1RDGSqzUzkBLpSEdpjauvtkbIq4hrYtS9jYqwW7gPMPwO2avXNBg.Mb7Jsakye9ZWMbFbnzDGLw
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How do you manage the translations and quality of content? 

Any tools? 
Translations are done in-house. As for the images and product detail pages, we use our existing products from the 

UK and adapt them slightly for the US store. We don't use any special tools here either. Instead, we archive 

information that already exists on Amazon, such as reviews, and analyses what information is important to the 

customer. All products and images are created based on these reviews and information. We make sure that the 

content is not influenced by the individual interests of an employee, an agency or the person who creates the 

images. This is a key difference and an aspect that sets us apart from others. Our aim is to address the needs and 

questions of our customers in the best possible way and to provide them with precise and relevant information.

  

How does your supply-chain / inbound logistics setup look 

like?   
In the beginning, we produced our products here in Germany because we know the quality and know what is 

important. We then brought these products to the USA with our partners UPS Freight and DHL Express. For parcel 

shipments we use DHL Express, while for pallet shipments we have developed a special process with UPS that 

allows us to get pallet shipments to America within 5-7 days. As many of our products are produced in-house, air 

freight costs are not as critical for us. With DHL Express, we have developed a workflow that allows us to create 

shipments and customs documents quickly and efficiently. We use both in-house shipping and shipping via 

Amazon (FBA) to ship our products. In-house shipping gives us control over the entire process, while shipping 

through Amazon gives us the benefits of their logistics infrastructure and accessibility to a larger customer base. 

This combination allows us to react flexibly to different requirements and market conditions.

How did you handle the customs and import regulations? Did 

your logistics partner assist you with this?  
We were supported by our logistics partners UPS and DHL in handling customs and import regulations. Both 

companies offer established processes that can be utilized by their customers to ensure compliance. This support has 

significantly helped us to make customs clearance efficient and smooth, which was particularly important for a quick 

and successful market entry in the USA. 

 

How do you manage international returns? 
We have a returns rate of around 1.2% for our products. Due to this low rate, it is no problem for us to have the 

returned goods destroyed by Amazon for a fee. This is an efficient solution that enables us to minimize the costs and 

effort involved in managing returns. 

 

What is your advertising and brand strategy? What are the key 

tools you rely on? 
For our market entry in America, we were supported by Amalyze. With their help, we were able to set targets for our 

campaigns at keyword level. By utilizing our internal data, we have developed a marketing strategy that works very 

successfully for us. Fundamentally, however, our goal is not to grow primarily through marketing, but through 
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organic sales and providing better products than the competition. We do not believe in long-term growth through 

intensive marketing. Our approach is that a product must be profitable after 3-6 weeks, after which we reduce 

marketing expenditure. Our focus is on the quality of our products and customer satisfaction, which leads to 

sustainable and organic growth. 

 
Fill in the survey to give us feedback  

 

Do you see a significant difference between European and 

American customers? 
We have not yet collected enough data to give a meaningful answer to this question. However, we believe that we 

will be able to recognize differences after around 6-12 months. If significant differences emerge, we will of course 

incorporate them into our products and strategies. 

 

How do you decide about what selection to offer in the US? 
Our decision on which products to offer in the USA is based on the expertise we already have in the company and the 

possibility of successfully selling these products in America. Firstly, we scan the market and check whether similar 

products already exist. If so, we analyze whether these products meet customer needs or whether there is room for 

improvement. We then use this information to decide whether a product should be produced and whether it offers 

real added value for the customer. We avoid entering into a price war with existing products. Our aim is to offer our 

customers innovations or significant improvements so that they can benefit from them in the long term.   

 

Send us an email to get support 

 

How long did it take to become profitable? Can you share any 

key learnings? 
After entering the market with the respective product, we needed around 5-6 weeks until our expansion was 

profitable. As soon as we reached profitability, we reduced our marketing costs to further increase our margins. One 

valuable realization we have gained along the way is the importance of efficient and targeted marketing in the initial 

phase. It is crucial to quickly achieve a stable market position and then adjust marketing expenditure in order to 

remain profitable in the long term. It is also important to focus on the quality of the products and to offer customers 

real added value instead of engaging in price wars. 

 

Where do you see your US Amazon business in the next 12 

months? 
We plan to quadruple our portfolio by the end of the year. We have already established the products in the European 

stores, so we mainly need to review and implement legal issues in order to be able to list these products in the USA. 

We see 3-4 times greater potential in the American store than in Europe, which we would like to achieve in the next 

12-24 months. Our goal is to grow significantly through expansion in the USA and to strengthen our market 

presence. We are confident that we will achieve this goal through targeted strategic measures and adjustments to 

local market requirements. 

https://amazonexteu.qualtrics.com/jfe/form/SV_5olihoVL5tPx40e
mailto:expansion-in-die-USA@amazon.com
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What are your final words and advice for Selling Partners 

starting the US expansion?  
Legally, you have to be well positioned if you want to get started in the USA. The US store is incredibly interesting, 

especially for European Sellers, and this potential is often underestimated. The German market is very challenging 

due to strong competition and price sensitivity, especially if you don't have a unique selling proposition - a problem 

that affects many private label sellers. This often leads to intense price wars. We therefore attach great importance to 

developing and customizing our products to meet the needs of our customers in the best possible way. My most 

important piece of advice for Sellers: Be prepared to act quickly and decisively and focus on creating real added value 

for your customers. This is the only way to achieve sustainable success in the US store. In addition, you should obtain 

sufficient information and the necessary expertise in advance, such as the punitive tariffs mentioned above. 

 

 

 

 

Start selling in the US  
 

 

 

 

 

Be prepared to act quickly and decisively and focus on creating real 

added value for your customers. This is the only way to achieve 

sustainable success in the US store. 

http://sellercentral.amazon.com/gp/on-board/workflow/Registration/login.html?passthrough%2Faccount=fba_soa&passthrough%2FmarketplaceID=ATVPDKIKX0DER&passthrough%2FsuperSource=sjrus_EUAGS-Sellerjourneyreports
http://sellercentral.amazon.com/gp/on-board/workflow/Registration/login.html?passthrough%2Faccount=fba_soa&passthrough%2FmarketplaceID=ATVPDKIKX0DER&passthrough%2FsuperSource=sjrus_EUAGS-Sellerjourneyreports

