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KEYWORD SUMMARY

Promising but Competitive

Seasonal demand with high revenue potential, but significant competition.

Strengths

High revenue potential in top tiers.

Strong seasonal demand during summer months.

New winners indicate market dynamism.

Concentrated revenue in specific price bands.

Moderate price dispersion allows differentiation.

Risks

Significant seasonality impacts year-round sales.

High review counts for top products create entry barrier.

Top 50 products capture most of the revenue.

Limited revenue outside the top 50 products.

Partial data on demand trends and advertising costs.

Demand Execution Challenge
Capitalize on Summer Demand, Manage Seasonal Swings.
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WHAT WE SEE

Sales season peaks from June to September, with
an index of 184.87 in July.

Google Trends interest shows a 1-month decline of
45.45% but a 6-month increase of 130.0%.

Sales low season runs from October to March, with
an index of 58.29 in February.

SO WHAT

Strong seasonality requires careful
inventory and marketing planning to
align with peak demand periods.

ENTRY IMPACT

Entry should target pre-summer launch
to leverage high demand, with strategies
for off-season inventory management.

DEMAND

↑ N/A searches/mo

SHORT-TERM TREND

↓ 45.5% (1 month)

MID-TERM TREND

↓ 24.4% (3 months)

LONG-TERM TREND

↑ 26.9% (6 months)

Revenue Strategic Advantage
Target Top Ranks for Meaningful Revenue.
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WHAT WE SEE

Total market revenue is $955,593.12.

Average revenue for top 20 products is $32,513.0.

Median revenue for products ranked 51-100 and
101-200 is $0.0.

SO WHAT

Significant revenue is concentrated in
the top product tiers, making it
challenging for lower-ranked products.

ENTRY IMPACT

Focus on strategies to achieve top 50
ranking to access meaningful revenue
potential.

Demand Revenue Pricing Competition Entry Barriers Differentiation Advertising
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TOP LISTINGS TOTAL REVENUE

$955.6K/mo

MEDIAN MONTHLY REVENUE BY RANK

#1-10

$36.7K

#11-25

$23.3K

#26-50

$6.3K

#51-100

$0

#101-200

$0

Revenue Concentration by Rank

Median monthly revenue earned at each ranking tier.
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SEARCH  POSITION

Top 10 median revenue is about 5.8x the median at
ranks 26-50

Pricing Strategic Advantage
Focus on Mid-Range Pricing for Optimal Revenue.
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WHAT WE SEE

75.18% of products are priced between $10-30,
generating 61.64% of revenue.

21.17% of products are priced between $31-60,
generating 36.52% of revenue.

Products priced $61-100 account for 0.73% of
products and 0.0% of revenue.

SO WHAT

The market is dominated by mid-range
products, with limited financial viability
for higher-priced items.

ENTRY IMPACT

Position products within the $10-60
price range to align with established
revenue distribution.

REVENUE CONCENTRATION

$10-30
→ $589.1K/mo
→ 61.6%

AVERAGE PRICE

→ $20.6

EFFECTIVE PRICE FLOOR

→ $6.08

CORE PRICE RANGE

→ $10-30

EFFECTIVE PRICE CEILING

→ $67.95

Price Distribution

Share of products listed within each price range.
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PRICE  RANGE  ($)

75.2% of products and 61.6% of revenue sit in the $10-
30 range

Revenue Share Within Price Ranges

Share of niche revenue generated within each price range.
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75.2% of products and 61.6% of revenue sit in the $10-
30 range
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Revenue Value Within Price Ranges

Monthly revenue generated within each price range.
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PRICE  RANGE  ($)

75.2% of products and 61.6% of revenue sit in the $10-
30 range

Average Prices Within Price Ranges

Average selling price for products in each active range.
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75.2% of products and 61.6% of revenue sit in the $10-
30 range

Competition Execution Challenge
Compete with Brands, Leverage Product Dynamism.
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WHAT WE SEE

Top 3 brands capture 43.85% of the market
revenue.

Top 3 products account for 14.52% of the market
revenue.

New winners in the last year represent 31.39% of
the market.

SO WHAT

While brands have a strong presence,
the consistent emergence of new
winners suggests opportunities for new
entrants.

ENTRY IMPACT

Develop a strong product offering to
compete with established brands,
leveraging market openness to new
listings.

WINNER TURNOVER

6M ↑ 24.8%

12M ↑ 31.4%

BRAND CONCENTRATION

Top 1 brand ↑ 16.8%
Top 3 brands ↑ 43.9%

REVENUE COVERAGE

80% revenue coverage
N/A products

PRODUCT CONCENTRATION

Top 1 product ↑ 6.2%
Top 3 products ↑ 14.5%

MEDIAN REVIEWS BY RANK

TOP 20

2,100

#21-50

730

#51-100

50

Entry Barriers Execution Challenge
Overcome High Review Barriers, Target Lower Tiers.
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WHAT WE SEE

Median reviews for Top 20 products are 2100.

7.3% of products with sales have fewer than 100
reviews.

Average rating for Top 20 products is 4.4.

SO WHAT

Establishing social proof is a significant
hurdle for top-tier competition, but some
lower-review products gain traction.

ENTRY IMPACT

Focus on strategies to quickly
accumulate credible reviews to compete,
or target less competitive sub-niches.
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SOCIAL PROOF VIABILITY

Low-review & high-sales products →
7.3%
Low-review product share → 35%

Fewer than 100 reviews; high-sales means more
than 100 monthly sales.

SOCIAL PROOF REQUIREMENT

#1-20 → 2,100 reviews
#21-50 → 730 reviews
#51-100 → 50 reviews

WINNER TURNOVER

6M ↑ 24.8%
12M ↑ 31.4%

MARKET FRESHNESS

Launched in last 6M → 24.8%
Launched in last 12M → 31.4%

AVERAGE RATING

3.8

Median Reviews by Product Ranking

Median number of reviews for products in different ranking segments.
Higher review counts typically indicate more established products with
greater market trust.
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SEARCH  POSITION

Review requirements fall outside top ranks but remain
an entry constraint

Average Rating by Product Ranking

Average customer rating for products in different ranking segments.
Reflects the quality and trust level required to compete in this niche.
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SEARCH  POSITION

Customer rating expectations remain consistent across
ranking tiers

Differentiation Execution Challenge
Differentiate Within Moderate Price Dispersion.
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WHAT WE SEE

Price dispersion is 43.37, indicating moderate price
variation.

The price dispersion class is 3.0.

The average rating across all products is 3.84.

SO WHAT

Moderate price dispersion allows for
strategic pricing and product
differentiation to capture market share.

ENTRY IMPACT

Develop a product with distinct features
or value proposition to stand out within
the existing price structure.

PRICE DISPERSION

→ Class 3 (43.4%) → Price tiers exist

Advertising Critical Risk
Assess Ad Costs Before Launch.

0

WHAT WE SEE

PPC bid exact data is unavailable.

Sponsored product count data is unavailable.

Ads vs sales ratio data is unavailable.

SO WHAT

Without advertising data, the cost and
effectiveness of paid traffic remain
unknown.

ENTRY IMPACT

Thoroughly research advertising costs
and traffic metrics before committing to
a launch strategy.

PAY-PER-CLICK BID

N/A

SPONSORED PRODUCTS

→ N/A

Wizium Market Snapshot wizium.ai  |  4 / 4


