How to Prep for Amazon Prime Day:
Start Early, Stay Late

Amazon Prime Day is coming up quick! The annual commerce event of the summer,
and the only to rival Black Friday in sales, promises to be bigger than ever before. For
retailers and brands, prepping your marketing plans early will yield the highest gains.
In 2017, there was an average sales increase of +57% across categories, from fashion
and health/beauty to home improvement and sporting goods. Mass Merchants saw a
whopping +124% in sales on Prime Day.
Amazon hasn’t yet announced the date of Prime Day 2018, but the last two fell on
July 12th and July 10th. If the retailer follows the same pattern, this year’s Prime Day
will fall on or around Tuesday, July 9, 2018. Use the timeline below to make sure
you’re prepared.
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To learn more about how the Criteo Commerce Marketing Ecosystem drives sales and profits
for thousands of brands, retailers, and publishers worldwide, visit criteo.com/about.

