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Peak season  
2025 predictions 
 
Just like last year, 2025’s peak season shoppers are likely  
to start early and seek value. 

In 2024, October’s Prime Day was a popular starting point; and with  
Halloween product on full display in July this year, it wouldn’t be  
surprising to see Christmas campaigns in October.  
 
The key for brands will be recognizing the shifts in customer  
patterns, like “Christmas Creep” (shopping as early as September)  
or consumers spreading out their budgets and adjusting 
strategies accordingly.
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Early and value-driven 
shopping 
Last year, surveys showed that consumers planned to spend between  
$902 (NRF)4 - $1,014 (Gallup)5 on average for the holidays. For many households 
in the U.S., this is a stretch to do in a singular month.   
 
Coupled with current sentiment and economic unrest, it’s very likely customers 
will start shopping early, spread spend across several months, and look for the 
best deals and deep discounts, prioritizing value.  
 
Brand loyalty will place second to a good deal, making it critical for brands to 
offer transparent pricing and demonstrate the unique benefits of their product.   
 
They can also utilize tactics such as: 
•	 Strategic product bundling 
•	 Flexible payment options 
•	 Loyalty program perks 
•	 Tiered offers (for example, “Spend $100 and get 10% off, spend $200  
and get 20% off, or spend $300 and get 30% off your total purchase”)

Retailers will need to get creative. For instance, an apparel brand could launch 
a “Holiday Value Bundle” where shoppers can mix and match any three winter 
essentials (like sweaters, scarves, and gloves) for $99, plus get a $10 gift card 
for use in January, giving customers both immediate savings and a reason to 
return after the holidays.

Work with a 3PL that supports 
product bundling at the SKU 
level. This allows you to create a 
single “bundle SKU” (like a variety 
pack) that automatically pulls the 
correct items and quantities from 
inventory. When a bundle order 
comes in, the system should 
adjust stock levels across all 
included products and 
alert the warehouse 
to pick and ship 
them together.

Emerging trends to watch and plan for:

Peak season is no longer a solo 
effort. Success comes from the 
infrastructure you build.” 
 
Mike Venditti 
VP of Fulfillment at Kase  

https://kase.com/fulfillment-services/value-added-services/


Brands that haven’t explored omnichannel operations are likely stifling their own growth. 
Statistics back that the majority of retail journeys cross channels; and this permeates 
throughout the entire experience, from marketing to post-purchase.  

According to Capital One Shopping Research77, retailers with three-or-more channels have 
a 19.0% engagement rate while single-channel retailers have 5.4% consumer engagement. 
Moreover, shoppers interact with brands an average of six touchpoints in their purchase 
journey and are 90% more likely to purchase from a retailer with omnichannel marketing 
(e.g., social media marketing on multiple platforms). 

And the data list goes on, meaning that a successful peak season requires supporting 
omnichannel habits. Discovery, promotion, purchase, and fulfillment can’t follow a linear path. 
 
Brands may see scenarios like the following: 
•	 Online-to-store gift pickup: A shopper browses a retailer’s app on their phone during 
lunch, adds a holiday gift set to their cart, and chooses same-day in-store pickup. That 
evening, they collect it curbside, avoiding shipping costs and last-minute delivery risks. 

•	 In-store discovery to mobile checkout: While in a sporting goods store, a customer 
tries on a winter jacket but wants a different color. Using the store’s mobile app, they 
locate the item at another location, purchase it in-app with a holiday discount code, and 
have it shipped directly to their home. 

Social media has changed the face of retail shopping, massively 
influencing product discovery, research, and conversion. More 
importantly, social media is no longer simply a marketing platform but a 
thriving marketplace and direct sales channel.  

The variety of platforms offers brands numerous, powerful tools, 
including rich customer insights, cost-effective marketing, social proof, 
and a place to identify emerging consumer behaviors. 

For peak season 2025, brands can use social media for many 
strategies: campaigns that showcase peak season products through 
short, engaging videos, live shopping events, and influencer 
collaborations that inspire immediate purchase. 
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Pro tip: Investigate your own data to learn what journeys are more 
typical for your customers and audience. Then work to meet those 
needs during peak season 2025. 

Pro tip: Paid ads and organic posts can be timed to align 
with key sales dates, driving traffic to both online and 
in-store channels.





Purchase channels   
In current 2025 back-to-school surveys,8 shoppers are finding 
their way back into stores: 59% of U.S. adults anticipate shopping 
primarily in physical stores for back-to-school items, up from 54% 
in 2024. Given last year’s peak season shopping trends and a turn 
back toward in-store shopping, brands that have products in physical 
locations should plan to optimize in-person purchase experiences.  

Those in-store experiences are typically important for apparel, toys, 
and luxury goods. And retailers should also plan to implement BOPIS 
and curbside pickup capabilities if possible. 

While physical shopping is one component of peak season 2025, 
brands should continue to place a heavy focus on ecommerce, 
which has steadily increased year over year. In 2024, the U.S. online 
holiday sales experienced a notable year-over-year (YoY) growth, 
with 8.7% increase to $241.4 billion.9

Both marketplaces (Amazon, Walmart) and brand websites will be top 
destinations. However, it’s essential to facilitate seamless movement 
between purchase channels and offer consistent pricing, inventory 
visibility, and a unified, cohesive customer experience.

Inventory and shipping    
Inventory this peak season is set to be complex. In addition to coordinating for 
a longer period, ensuring inventory is compliantly in place at the right time, and 
optimizing inventory for promotions, brands will be dealing with the tariff and  
trade policy wildcard. Successful 2025 peak season inventory management  
relies on diversification, flexibility, and responsiveness.  
 
Some key trends to watch are:
•	 Tariffs and trade policy announcements continue to affect sourcing.  
Retailers are diversifying to maintain steady inventory levels. 

•	 Brands are ordering earlier, forecasting smarter with AI, and localizing  
stock to meet regional demand. 

•	 Distributed fulfillment centers, BOPIS, and returns optimization are key 
to fast, reliable delivery.

•	 Contingency planning and flexible, responsive operations will help 
retailers navigate last-minute demand spikes or disruptions.  

Brands can likely expect continued strain on shipping capacity 
and higher costs during peak. They should plan and coordinate 
early to mitigate excessive costs or disruptions. 
 
Retail businesses that diversify supply chains and 
transportation modes and use flexible warehousing 
options to support peak can reduce issues. Retailers 
and freight brokers are benefiting from using tech to 
optimize routes, forecast predictive analytics, and manage 
inventory in real time. 
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Why a 3PL for peak? 
Quickly scale to handle 
spikes in orders.

The consumer-paid returns model is the 
biggest trend we are seeing at Loop in 
2025 and going into 2026. Similar to how 
free shipping has shifted from the norm 
to a perk, free returns are also following 
the same shift as macroeconomic trends 
make it harder for brands to manage their 
margin and costs.” 
 
 
 
 

 
Marco De Paulis 
Director of Partnership at Loop



Working with 
a 3PL to get 
ready for peak 
season 2025  
 
Helen Keller said it best: “Alone we can do so little; together  
we can do so much.” Strategic partners are critical to peak  
season success. And a 3PL partner plays a central role. 

Brands that haven’t opened the conversation with their 3PL 
by this point should reach out immediately.
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Why working with a 3PL  
for peak is necessary  
An experienced 3PL will set retail brands up for peak season success. 
They can help plan and prepare inventory, fulfillment, and reverse logistics 
operations for:     
 
They can also utilize tactics such as: 
•	 Demand surge readiness: 3PLs can quickly scale operations to handle 
spikes in orders. 

•	 Omnichannel fulfillment: Meet consumer expectations for BOPIS, fast 
shipping, and flexible delivery. 

•	 Speed to customer: Nationwide networks and localized warehouses 
ensure faster, cost-effective delivery. 

•	 Risk mitigation: 3PLs offer contingency plans for inventory, shipping 
delays, and carrier disruptions. 

•	 Cost efficiency: Shared resources reduce per-order fulfillment costs and 
optimize storage. 

•	 Retail compliance: 3PLs understand unique retailer requirements and can 
track on-time, in full (OTIF) performance.  

•	 Marketplace readiness: A 3PL can prepare brands for peak season 
marketplace demand by ensuring compliant packaging, accurate 
labeling, optimized inventory allocation across fulfillment nodes, and 
fast integration with marketplace systems to meet strict SLA and Prime/
express delivery requirements. 

Why a 3PL for peak? 
Faster, cheaper 
nationwide delivery

https://kase.com/fulfillment-services/


Steps for planning  
and prepping with a  
3PL partner   
Ensure your 3PL partner is set up for scalability, 
adaptability, and responsiveness this peak season. 
Some of the steps to take are:

11

Kase  • • • Peak Predictions: What’s in Store for 2025

Step 1: Start early 
Brands and 3PLs should lock in 
capacity, forecast demand, and align 
as early as August. By completing 
this step by late summer, last-minute 
bottlenecks are avoided. Moreover, 
brands that secure warehouse space 
and transportation earlier have leverage 
in rate and service level negotiations 
while late planners risk higher costs 
and missed sales opportunities. When 
taking actions early, it leaves time to 
address unexpected supply chain 
disruptions, from port delays to tariff 
changes, without derailing peak season 
timelines. 

Step 2: Integrate systems 
Although a brand’s tech stack should 
already be fully incorporated with its 
3PL’s warehouse management system 
(WMS), any outstanding integrations 
should be done immediately. This 
ensures real-time visibility into orders, 
inventory, and fulfillment status. 
Without seamless integration, errors 
such as overselling or delayed order 
processing can quickly snowball 
during high-volume periods. A 
connected system allows for 
automated updates, communication, 
and faster response times when 
issues arise. 

Step 3: Forecast collaboratively 
The more information a 3PL has, the 
more they can do. Share in-depth sales 
projections, promotional calendars, product 
launch plans, and anything else pertinent 
to peak season. Every detail allows them 
to plan staffing, allocate storage space, 
and reserve transportation to align with 
needs. Collaborative forecasting also helps 
both parties anticipate spikes in demand, 
whether driven by flash sales, influencer 
campaigns, or seasonal promotions, and 
prepare accordingly. 

Step 4: Leverage expertise 
During peak season, brands should 
tap into the wealth of knowledge 
and specialized services their 3PL 
offers. From retail compliance and 
custom packaging to kitting, bundling, 
and reverse logistics, these expert 
capabilities drive better peak season 
performance. In a time with stricter 
compliance and high customer 
expectations, a 3PL’s experience 
reduces chargebacks, increases order 
turnaround, and provides smoother 
post-holiday returns. 

Step 5: Stay flexible 
During peak, nothing is guaranteed. 
This is where flexibility by both brand 
and 3PL become essential. Aim to 
be agile using various tactics, such 
as multi-node fulfillment to route 
orders based on product availability, 
customer location, and shipping speed 
requirements. Flexibility can help 
brands reduce delivery times, lower 
transportation costs, and keep orders 
moving. In a peak season environment 
where disruptions, like carrier capacity 
limits or weather events, are common, 
the ability to pivot quickly keeps you 
ahead of the pack. 

Knowing who will be willing to 
go above and beyond for you 
in your critical times of need is 
paramount.” 
 

 
Jack Dampf 
COO at Hiyo

Jack Dampf (COO, Hiyo) 
says one of the most 
critical factors when 
choosing peak  
partners is  
relationship.



Peak season return prep   
The reality of peak season? There will be returns. Last year (2024), the NRF projected 
a record-breaking number of returns reaching $890 billion.10 Historically, these returns 
are due to incorrect size and fit, damaged or defective products, duplicate or unwanted 
gifts, or late/missed delivery. 

Instead of looking at holiday returns as a burden, brands can 
think of them as an opportunity; a way to win brand loyalty 
and increase revenue. It’s all in how the reverse logistics 
are handled. 

This makes a 3PL’s strategic network matter. 
The right partners—like a powerful returns 
management software integration—can make 
all the difference during the post-holiday 
returns frenzy. Coupled with a hassle-free 
returns process, retailers can make the most of 
what would otherwise be an operational headache. 
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Loop: Peak Season Returns  
Q&A with Marco De Paulis

Q: 	What’s the biggest returns-
related challenge brands face 
during peak season, and how 
can they mitigate it?  

A:	The biggest challenge for brands 
during peak season is the massive 
surge in returns, which is often 
caused by impulse purchases, 
gifting, and "bracketing"—buying 
multiple sizes with the intent 
to return some. This surge has 
huge implications for everything 
from product inventory to order 
fulfillment to financials and overall 
business health.  

	 Brands can mitigate this by 
preparing for the influx by 
providing clear policies upfront 
and/or implementing a consumer-
paid returns model like Loop’s 
Checkout+ to help customers 
make the right decisions while 
protecting business margin.

Q: 	How do you recommend brands 
balance speed and accuracy 
in the returns process without 
sacrificing customer satisfaction? 

A:	To balance speed and accuracy, 
brands should leverage 
technology and automation where 
possible. On the return initiation 
side, tools like Loop’s workflows 
offer many ways to automate 
how returns are handled in the 
most efficient and accurate way 
possible. Features like “Advanced 
Exchanges” allow customers to 
quickly swap items, retaining 
revenue and providing a seamless 
experience.   

	 For items that need to be returned 
to the warehouse, find ways to 
fine-tune your return processing, 
grading, and restocking 
operations to be as quick and 
accurate as possible. 

Q: 	What are the most common 
mistakes you see in peak season 
returns planning?  

A:	A common mistake is a failure to 
prepare for the massive influx of 
returns that follows peak season. 
This can lead to increased costs 
and missed opportunities to 
resell items. Another significant 
error is not having a clear, easily 
accessible return policy, which 
can lead to customer confusion. 
Lastly, many brands miss the 
chance to retain revenue by not 
incentivizing exchanges or store 
credit over refunds. 

https://kase.com/partnerships/loop-returns/
https://kase.com/partnerships/loop-returns/




About Kase
 
Kase™, a part of the WSI® family of brands, is a premier 
provider of direct-to-consumer, retail, and omnichannel 
order fulfillment services. With strategically located 
facilities across the U.S. totaling over 14 million square feet, 
we offer brands and retailers the scale and multichannel 
supply chain expertise they need to grow. Our proprietary 
fulfillment technology platform was developed specifically 
with the needs of ecommerce merchants and omnichannel 
retailers in mind, providing real-time order tracking, order 
routing, inventory control, and parcel rate selection. Kase 
goes Beyond Fulfillment™ to deliver exceptional customer 
experiences, helping brands keep their promises with  
every order. 
 
To learn more about Kase visit: kase.com

About WSI
 
WSI (Warehouse Specialists, LLC) is a leading 
3PL provider delivering reliable fulfillment 
and supply chain solutions nationwide. With 
the perfect mix of people, processes, and 
technology, WSI empowers brands to make 
the most of their supply chain operations. We 
help retailers optimize their logistics spend, 
streamline their operations, and improve 
customer satisfaction via a collaborative 
partnership. We understand every business 
is unique. That’s why we offer a wide range 
of customization options and value-added 
services to meet each partner’s specific needs. 
 
To learn more about WSI visit: wsinc.com

http://kase.com
http://wsinc.com

