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Introduction: Peak Secason

2025

The fourth quarter of the year has long been the defining moment for
e-commerce retailers. Known collectively as the “peak season,” this peri-
od-spanning from October through December—encompasses major
global shopping events including Singles’ Day (11.11), Black Friday,
Cyber Monday, and Christmas. For e-commerce businesses, the 2025
peak season is not just a window of high sales volume—it’s a critical test
of operational agility, scalability, and customer experience.

S

Why Peak Season Matters More Than Ever

In 2024, global e-commerce sales during Q4 surpassed $1.9 trillion, up
8.6% from 2023’s $1.75 trillion, according to eMarketer. This growth was
fueled by increasing digital penetration in emerging markets, aggressive
promotions, and improved logistics infrastructure. Looking ahead to
20295, forecasts suggest global Q4 e-commerce revenue could exceed
S$2.1 trillion, if current trends continue.

The significance of peak season varies by region and vertical:

e |nthe United States, the National Retail Federation (NRF) reported
that online and other hon-store sales during the 2024 holiday
season grew 7.8% year-over-year, totaling $276.5 billion.



e Chinad’s Singles’ Day remains the largest single-day e-commerce
event globally, with Alibaba and JD.com generating a combined

S$156.6 billion USD in GMV in 2024 (source: Alibaba Group, JD.com
investor reports).

e Europe saw a steady rise in cross-border online purchases, with a
6.4% YoY increase in holiday season orders, led by the UK, Germany,
and France (source; Ecommerce Europe, 2025 outlook).

Operational Risk

Despite the upside, the pressure on operations intensifies during this
compressed period. In 2024:

e Warehouse error rates rose by 23% during peak weeks compared to
off-season averages

e Delivery delays affected 11% of all holiday parcels globally

e Brands that failed to meet customer service expectations saw a 37%
drop in repeat purchase likelihood

This guide provides a comprehensive roadmap for e-commerce brands
to prepare, scale, and thrive during the most demanding season of the
year. From logistics and fulfillment to customer service and returns,
every section is grounded in the latest data and actionable strategies
tailored to the evolving landscape of 2025.



5 E-Commerce Peak Season
In Numbers

2024 Performance & 2025 Forecast

e Global Retail E-Commerce Sales
In 2024, global retail e-commerce topped approximately $6.09 trillion,
up 8.4% year-over-year (YoY) from $5.62 trillion in 2023. Forecasts
suggest growth to $6.56 trillion in 2025 (+7.8%) and to $7.06 trillion
in 2026.

e Share of Retail Sales
Online commerce represented over 17% of global retail in 2024, rising
to an estimated 20.5% by 2025.

o U.S. E-Commerce Highlights
Total U.S. e-commerce sales reached $1.19 trillion in 2024 (+8.2%
YoY), with Q4 alone hitting $352.9 billion, accounting for 16.2% of all
U.S. retail sales. Projected for 2025: $1.29 trillion, at an 8.9% growth rate.

Historical Growth Rates During Peak Events

e Black Friday 2024 (Global)
Black Friday online sales hit $10.8 billion,
representinga 10.2% increase from 2023.

Global spending during the event reached FRIDAY
S$74.4 billion, rising 5% YoY.

e Cyber Monday 2024 (U.S.)
U.S. Cyber Monday sales reached $13.3
billion (Adobe) or $12.8 billion (Salesforce),
both modest increases from 2023 figures.




¢ Singles’ Day 2024 (China)
Singles’ Day (November 11) recorded ¥1.14 (i
trillion (~$156.4 billion USD) in consumer .l "'
spending—a modest growth of around 2%, ¥ roowomy
marking the slowest percentage increase yet.

Industry Trends & Consumer Behaviors

e Mobile-First Shopping
On Black Friday weekend, 69% of global purchases were made via
mobile devices—and 52.5% of Amazon Prime Day sales came through
mobile.

e Consumer Expectations Accelerate
Strong discounts are expected: average Black Friday/Cyber Monday

discount levels hovered around 27% overall and 31% for electronics.

Despite promotions, 59% of Black Friday shoppers still found deals
Insufficient, and 53% encountered sold-out items.

e Extended Prime & Peak Windows
Traditional one-day peak events have evolved into multi-week
promotional campaigns, now often dubbed “Black Friday Month”,
to spread order flow and logistics demand.

Key Takeaways

Metric 2024 Fact 2025 Forecast

Global Q4 e-commerce $6.09T / +8.4% $6.56 T/ +7.8%

U.S. full-year e-commerce $119T / +8.2% $1.29 T/ +8.9%

Black Friday online sales (global) $10.8 B (+10.2%)

Cyber Monday U.S. $13+ B

Singles’ Day China Y114 T




Peak season remains the largest revenue opportunity of the year but
demands meticulous planning:

® Prepare for massively increased traffic & order volume, particularly
on mobile.

e Offer competitive discounts, yet be ready for supply constraints and
consumer dissatisfaction.

o Extend promotional periods to alleviate logistical congestion.

e Support omnichannel strategies, leveraging both online and in-
person traffic.

*Process
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Critical Risks That Can

3 Derail Your Peak Season
Performance

1. Operational Bottlenecks

e Rapid surge in orders can overwhelm systems: 70% of

executives were confident in fulfillment systems at peak start,
out only 42% performed effectively during the season—a 28-
noint confidence gap.

e Demand spikes not just orders, but also pressure logistics,
transport, and labor—leading to stockouts and delays if
unprepared .

2. Fulfillment Errors

® FErrors and system slow-downs can derail customer trust:
Inadequate training and system capacity issues often cause
mis-picks, wrong items, or delays.

e Overloaded warehouse staff and insufficient automation
correlate with rising picking inaccuracies.

3. Logistics & Delivery Breakdowns

® |n November 2024, average delivery time was 3.7 days,
Improved by 27% YoY—-but on-time performance dropped to
~84%, and historically falls further in December/January.

e Carriers handle around 106 million parcels/day during peak,
nearing capacity of 120 million; weather or volume surges
easily tip the balance.



4. Customer Service Overload

e Holiday-related inquiries spike support demand: businesses
with robust support see up to 30% higher repeat purchase
rates.

e Al-powered chatbots saw a 42% increase in usage during Q4
2024, indicating service scale challenges.

5. Increcased Returns Volume

® T[he average e-commerce return rate surged from 17.6% In
2023 to approximately 20.4% in 2024.

e Holiday returns skewer even higher—about 17% above annual
average—raising complexity and cost of reverse logistics.
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To truly peak during peak season, your logistics operations must function with
speed, precision, and resilience. The following are non-negotiable careas you
must proactively manage and monitor to ensure on-time delivery, protect your

Pedak Secason Success:
& Delivery

product, and deliver a five-star experience.

1. Confirm Carrier Capacity in Advance

During peak, major carriers operate near full capacity—FedEx,
UPS, and USPS handled over 82 million parcels/day in 2024,
just under the 120 million/day max threshold (Pitney Bowes).

What to watch for:

e Reserve shipping slots weeks or months in advance
e Tiered carrier relationships (national + regional)

e Flexibility to reroute or reassign in real time

2. Track Regional Delivery Timelines

In Q4 2024, average delivery times varied by region:

e US:3.7days
e EU:.24-41days
e APAC (cross-border):. 4.8+ days (Source: Project44)

What to watch for:

e Adjust customer expectations based on location
e Build delivery buffers into promotional calendars

® [ag underperforming zones for carrier reallocation



3. Diversify Courier Partners

Brands relying on one courier saw higher risk of bottlenecks.

Those with 2+ last-mile partners had 27% fewer delivery failures
In peak 2024

What to watch for:

e Don'tdepend on a single courier network

e Use software or a 3PL to automate rate shopping and load
balancing

® Prepare fallback carriers for high-risk regions

4. Audrit Your Packaging to Prevent Damage

Rough handling during peak is common—-up to 7% of packages
globally are reported damaged or lost during holiday surges.

What to watch for:

e Package durability testing (drop, crush, vibration)

e [amper-proof seals and theft-resistant design

e Eliminate overpackaging to reduce cost and emissions

©. Train for Speed and Care

Temporary seasonal workers may pack fast, but errors increase
without training. Mispacked or damaged items directly fuel returns
and customer service overload.

What to watch for:

o SOP refreshers fortemps
e Station-level QC checks

e |ncentives for accuracy, not just speed



6. Use Insurance & Tracking to Reduce Risk

High-value items and international shipments see more issues.

A proactive loss-prevention plan mitigates disruption and protects
margins.

What to watch for:

e Use package-level tracking (not just carrier-level)

e Offer package insurance for high-risk orders

e T[rain CS teams on claims resolution protocols




Why a Fulfillment Partneris
Your Most Valuable Ally

During Peak Season

Scaling effectively through peak season demands more than grit—it requires
agility, technology, and redundancy. A third-party logistics (3PL) partner ensures
you're hot just keeping up, but sprinting ahead during your most critical sales
window.

1. Scale Without Infrastructure Constraints

3PLs provide on-demand warehouse capacity and flexible staffing to
align with peak-season demand—no need for long-term investment in
space, equipment, or labor.

“3PL providers eliminate fixed warehouse expenses, slash equipment
costs, and reduce labor overhead while maintaining—or improving—
customer satisfaction”.

2. Access to Advanced Tech & Skilled Teams

With real-time visibility tools—Warehouse Management Systems (WMS),
Transportation Management Systems (TMS), and tracking—you benefit
from enterprise-grade logistics without costly internal development.
Around 93% of e-commerce brands name strong IT capabillities as a
critical selection criterion when partnering with a 3PL.

3. Strategic, Multi-Node Distribution

3PLs operate across multiple fulfilment centers—locally and
iInternationally—so you can ship from the closest location, reducing transit
times and shipping costs.

“Packages can reach customers much faster simply because they'll have
shorter distances to travel”.



4. Mitigate Risk & Maintain Continuity

Scale surges, carrier delays, and weather disruptions are not anomalies—
they're expectations during peak. 3PLs offer contingency plans and
alternate carrier arrangements to keep orders flowing.

Their ability to “refine your warehousing strategy” and adapt dynamically
to volume spikes is key.

©. Focus on Growth, Not Logistics Fires

Outsourcing fulfillment means your team focuses on marketing, product
development, and customer engagement—areas that drive long-term
growth.

Studies show 73% of high-growth DTC brands outsourced fulfillment by
the end of 2024—up from 62% in 2022, freeing internal teams to scale
strategically.

Pedak-Season Readiness Checklist with a 3PL

Need Ensure Your 3PL Partner Offers
Surge Capacity Flexible warehousing and pre-booked labor
Tech Stack Real-time WMS/TMS + inventory/shipment visibility

Distribution Network Multiple synced centers for local shipping

Redundancy Backup carriers, weather/disruption plans

Variable Cost Model Pay-as-you-go vs fixed overhead
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Why Choose NextSmartShip

for Peak Season

When order volumes surge and customer expectations rise, NextSmartShip
gives you the infrastructure, technology, and flexibility to thrive under pressure.
More than just a fulfillment provider, we're a growth partner built for the
demands of global peak-season e-commerce.

Built for Scale

e 400+ Shipping Lines — Access a vast carrier network for faster, more
affordable deliveries.

e 10 Global Fulfiliment Centers — Strategically located in China, USA,
Canada, UK, Germany, Poland, Australia, and Japan.

e 40% Average Cost Reduction — Cut logistics overhead without
sacrificing service or speed.

e 2,000+ DTC Brands Trust Us — From fast-growing startups to global
e-commerce players.

Simple, Seamless Operations

We make fulfillment effortless so you can stay focused on growth:

Integrate Your Store - Connect easily with Shopify, WooCommerce,
Amazon, and more.

Send Your Inventory - Ship to our global fulfillment centers.

We Handle the Rest - We pick, pack, and ship every order on your behalf.



Powered by Technology

Our Al-powered platform brings automation and visibility to every stage
of fulfillment:

¢ Real-Time Inventory & Order Syncing

o Automated Workflows & Optimized Dispatch

e Al-Enhanced Carrier Routing

e Detailed Analytics & Real-Time Order Tracking

¢ Omnichannel Fulfiliment from one central platform

More Than Logistics

NextSmartShip was founded by marketers—so we understand that
shipping is only one part of e-commerce success. We help your brand
sell as well as ship by offering value-added services like:

¢ Custom Packaging & Branding
¢ Green Packaging Options

e Product Photography

o Kitting & Assembly

Ready for Global Growth

Whether you ship domestically or to 200+ countries, our infrastructure
accelerates your time-to-market and cash flow:

® Fast Shipping helps convert inventory to cash in under 10 days
¢ Flexible Inventory Models reduce stockouts and overbuying

e Product Photography helps you balance cost and quality

With fully staffed fulfillment centers, 24 /7 operational support, and
quotes delivered in under 24 hours, we're equipped to handle your
pedk sedason logistics at scale—accurately, globally, and on time.



Start Now

Peak season success doesn’t start in October.
It starts now—with every decision you make about inventory, fulfillment,

and customer experience.

Let 2025 be your strongest Q4 ever.

Q4




