
T H E  B O T T O M  L I N E

The demand is huge and real — but every shelf is crowded
at the top and the margins are thin. Lead with Walmart’s
least-crowded long tail, and only with a sharp, specific angle.
Do not try to sell “plain hot honey.”

Hot honey is not a small niche — about 69,300 people a month search for it in the US, and buyers are

being actively sold to. That is a proven, growing market. The honest problem is who already sits in it. On

Amazon, one brand has 62,140 reviews — a near-monopoly — and only 2 of the 15 brands we found

even reach 1,000 reviews. That is a wall a newcomer cannot climb head-on, so don’t start there. Your one

realistic door is Walmart: it is the least-crowded of the four, with a big shelf where most sellers are small

and unproven (27 of 43 have 50 or fewer reviews, and 17 have none). But even Walmart isn’t wide open
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— a couple of established brands with 2,000+ reviews sit on top. And this is a cheap, everyday product:

advertisers pay well under $1.50 a click, which tells you the money you keep per sale is slim. Net: big

demand, a giant at the top, and thin margins — a tough category you should enter only with a clear reason

for shoppers to pick you.

The one move: If you enter, go after Walmart’s long tail with a sharp differentiator — a

specific heat level (mild to extra-hot), a local or regional honey, or a specialty pairing or use.

You will not beat the giant on “plain hot honey,” and the thin margins mean you can’t win a

price war either — so win on being clearly different, not cheaper.

How to read this report. A Strong signal tag means we saw clear, consistent evidence across many

listings. An Early read tag means the signal is promising but based on a smaller or thinner look —

worth a closer dive before you bet big on it. We looked at what is publicly listed and reviewed on each

marketplace, plus how many people search for these products. That tells you where the crowds and

the gaps are. It is a fast, directional read to point your next move — not a full business plan.

The demand is huge and proven. About 69,300 US searches a month across the main phrases,

and advertisers are paying to reach these shoppers — a clear, fast-growing category with real

buyers. The catch is who already owns it.

1

A single giant owns Amazon — do not fight it head-on. One brand has 62,140 reviews, and

only 2 of the 15 brands we found top 1,000. That is a near-monopoly. A brand-new listing next to

that has almost no chance, so skip Amazon.

2

Walmart is your least-crowded door — but not wide open, and margins are thin. It has a big

shelf where 27 of 43 sellers have 50 or fewer reviews (17 have none) and jars typically run $3 to

$15 — but a couple of proven brands (2,000+ reviews) sit on top, and this is a cheap product, so

the money per sale is slim. Enter here only with a sharp difference.

3



0 1     W H A T  W E  L O O K E D  A T

The four biggest marketplaces

We read the top listings and prices for hot honey on the four largest places people shop online: Amazon,

Walmart, eBay, and Etsy. Each one tells a different part of the story — where the demand is real, who

owns the shelf, where the openings are, and which marketplaces you can’t judge clearly yet. Here is the

one-line verdict for each, before the detail:

AMAZON

Owned by one giant

STRONG SIGNAL

WALMART

Your least-crowded door

STRONG SIGNAL

EBAY

Scattered resellers

EARLY READ

ETSY

Real, but owned by established sellers

STRONG SIGNAL

W H O  O W N S  T H E  S H E L F  —  T O P - S E L L E R  R E V I E W S

Each step on this scale is ten times bigger than the last, so the true gaps are even wider than they look. The biggest

sellers on Amazon (62,140 reviews) and Etsy (27,700) tower over the top of Walmart (2,033). That is the whole story in

one picture: Amazon and Etsy are both owned at the top by trusted, review-heavy names, while Walmart’s top is far

more reachable — which is why Walmart is your least-crowded door.
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0 2     W A L M A R T  —  Y O U R  O N E  D O O R

The least-crowded shelf — but not wide open, and margins are thin

STRONG SIGNAL

The finding: Walmart is the one place you have a realistic shot. It has a big shelf, and most of the sellers

already on it are small and haven’t earned trust yet — which is the gap a well-run newcomer can slip into.

But be honest about the limits: a couple of established brands sit on top, and hot honey is a cheap product,

so you can’t make much per jar. Enter only with a clear, specific angle.

The evidence: Of the 43 sellers we found, 27 have 50 or fewer reviews and 17 have none at all — so

most of the shelf is small and unproven. That is your opening. But the top isn’t empty: a couple of brands

have 2,000+ reviews, so you won’t simply walk to the front. Jars typically run $3 to $15 (a few bulk or

multi-jar packs go much higher). That low price is a double-edged sword: easy for a shopper to try you, but

it also means slim money per sale.

What to do: Make Walmart your only starting point, and go after the long tail of small sellers — but

bring one sharp difference (a specific heat level, a local or regional honey, or a specialty pairing or

use). Focus on earning real reviews fast with great photos and quick shipping, so you can pass

the many unproven sellers. Don’t try to undercut on price — the margins are too thin to win that

way.

0 3     A M A Z O N

A near-monopoly — one giant owns it, so skip it STRONG SIGNAL

The finding: Amazon is owned by a single giant brand. There is huge demand here, but breaking in head-

on means standing next to a seller with tens of thousands of reviews — a fight a newcomer simply cannot

win. Do not lead here.

The evidence: Of the 15 brands we found, only 2 top 1,000 reviews — and the leader alone has 62,140.

The next brands trail far behind (around 2,400 and 700). That is a near-monopoly: one trusted name owns

the shelf, and everyone else is an afterthought. Prices run about $13 to $40. When a shopper sees that

giant next to your brand-new listing, almost all of them will pick the giant.

What to do: Don’t start on Amazon, and don’t try to out-muscle the leader on plain hot honey. If you

ever come back here, come with a proven product and a sharp angle the giant doesn’t cover — a

specific heat level or a specialty use — so shoppers have a clear reason to choose you instead.



0 4     E T S Y

A real, high-rated craft shelf — but already owned by established sellers

STRONG SIGNAL

The finding: Etsy is a real, active market for hot honey — a deep, high-rated shelf full of craft and artisan

jars. But it isn’t an open door: a handful of long-established sellers have piled up huge review counts and

hold most of the shelf. This is a genuine market, just a crowded one at the top.

The evidence: We found 41 different listings, about 20 of them clearly hot or chili-infused honey — a real

shelf, not an empty one. Across all of them there are nearly 124,000 reviews, and the ratings are excellent

(a 4.9 average). But those reviews are concentrated at the top: the 10 biggest listings hold 81% of all

reviews, and 18 listings have 1,000 or more. One alone has 27,700 reviews (“Hot Pepper Infused

Honey”), with others close behind (“Hot Honey With a Sting” at 11,400, “Spicy Hot Pepper Infused Honey”

at 7,900). So the crowd is real and it is entrenched. (Etsy doesn’t show prices or seller details on its listings,

so we sized this shelf on ratings and review counts only.)

What to do: Only step onto Etsy with a clearly different, regional or local-honey artisan version

— the same sharp angle you’d use anywhere. Shoppers here reward high-quality, story-driven craft

jars, so a distinctive local honey with a real point of view can find room. Do not enter with a plain hot

honey; the established sellers will out-review you every time.



0 5     E B A Y

Scattered resellers — hard to read EARLY READ

The finding: eBay is a scattered mix of small resellers and brands with real prices, and no one owns the

shelf. That means there’s room to appear — but eBay doesn’t show product reviews, so you can’t tell which

sellers are strong and which are weak. It’s a low-clarity shelf.

The evidence: We counted about 53 different sellers, with the biggest holding just a few listings — so it’s

very fragmented. Prices are real and range widely, from about $2 to $72. But because eBay shows no

product reviews, there’s no clear way to judge who’s trusted and who isn’t — which makes this a thin,

uncertain read.

What to do: Treat eBay as a maybe-later, not a first move. It’s scattered enough that a newcomer

can appear, but without reviews you’re flying blind on the competition. Put your first effort into

Walmart, and only test eBay once you have a proven listing and photos to reuse.



0 6     H O W  B I G  I S  I T  —  A N D  H O W  C R O W D E D ?

Huge, proven demand — but a giant owns it and the money is thin

STRONG SIGNAL

The finding: The demand is huge and growing — about 69,300 US searches a month across the main

phrases — and advertisers are paying to reach these shoppers. That is the good news. The honest caution

is twofold: a single giant already owns the biggest shelf, and this is a cheap, everyday product, so the

money you keep per sale is thin.

M O N T H L Y  U S  S E A R C H E S ,  B Y  P H R A S E

Together these six phrases pull about 69,300 searches a month in the US — a large, proven category, bigger than

most niches we look at. One phrase, “hot honey,” drives most of it. The demand is clearly here — which is exactly why

a giant has already planted a flag on top of it.

How crowded is it? Crowded at the top, and low-margin throughout. On the money side, advertisers pay 

well under $1.50 a click to reach these shoppers — a sign this is a cheap, everyday product where each

sale leaves you with little. On the shelves, all four are crowded at the top, in different ways: Amazon is

owned by one giant, Etsy is a real but incumbent-owned craft shelf, and eBay is scattered resellers

you can’t read. That leaves Walmart’s long tail as the least-crowded entry — but even there you need a

sharp difference, and Etsy is a viable second door if your version is a clearly different artisan honey.

What to do: Enter where the door is open — Walmart’s long tail — and only with a clear, specific

angle (a heat level, a regional honey, a specialty use). Because margins are thin, don’t compete on

price and don’t spread across all four marketplaces at once. Win one shelf, with one sharp idea,

first.
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0 7     Q U I C K  W I N S

Where to start this week STRONG SIGNAL

Least-crowded door is Walmart’s long tail. 27 of 43 sellers have 50 or fewer reviews and 17 have

none — the least-crowded of the four shelves. Start here, not on Amazon.

Lead with one sharp difference. A specific heat level, a local or regional honey, or a specialty pairing

or use. You can’t beat the giant on plain hot honey, so don’t try — be clearly different instead.

Chase reviews from day one. Most Walmart sellers have very few, so even a couple dozen strong

reviews help you rise — but a few brands with 2,000+ reviews sit on top, so it takes real effort.

Don’t compete on price. This is a cheap product and margins are thin. Win on being different and

better, not cheaper.

Skip Amazon; treat Etsy as a differentiator-only door. Amazon is a near-monopoly (one brand at

62,140 reviews) — skip it. Etsy is a real, high-rated craft shelf but already owned by big sellers (10

listings hold 81% of all reviews) — only enter it with a clearly different regional or artisan version. Keep

eBay as a maybe-later.

0 8     W H A T  T H I S  I S  —  A N D  I S N ’ T

An honest note before you act

This is a read of what’s publicly listed and priced on the four biggest marketplaces, plus how many people

actually search for hot honey and how much advertisers pay to reach those buyers. It’s a way to see where

the demand is real, who owns each shelf, and which one is even worth entering. We’ll be straight with you:

this is a tough category. The demand is huge, but a giant already owns the biggest shelf and the margins

are thin — so this is a “big, but crowded at the top and low-profit” market, not an open field. Enter only with

a real differentiator.

A few things to keep in mind. The search numbers tell you buyers are very interested — but they are early

signs of interest, not proof of booked sales. Each marketplace also shows different depth: Walmart and

Amazon publish real prices and reviews; Etsy is a real, review-heavy craft shelf but doesn’t show

prices or seller details, so we judged it on ratings and review counts only (and it’s crowded at the top, with

the biggest sellers holding most of the reviews); and eBay does not show product reviews, so we can’t

judge which sellers are weak there. Two more honest points: a lot of hot honey is sold on brands’ own

websites and in specialty grocery stores, off these four marketplaces — so the real category is even bigger

than what shows up here — and on Walmart the typical jar runs $3 to $15, with a few bulk or multi-jar

packs priced far higher. What’s left for you to confirm is the money side — your costs, suppliers, and

margins — and the one clear angle you’ll lead with. In a thin-margin, giant-owned category, that angle is

what makes or breaks the entry.

• 

• 
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• 



P R O D U C T L I S T I N G  W H I T E S PA C E  B R I E F

Hot honey · Amazon, Walmart, eBay, Etsy · Snapshot, July 2026

A directional read of public marketplace listings and search demand. A starting point for your next move, not a full business plan. Confirm

costs and margins before a major commitment.
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