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Contexto

.the challenge: growth
VS. marginx

Not every retail date drives growth — only the right ones,
when properly planned.

Brands selling cross-border via air freight face a clear dilemma:

major retail moments look like opportunities, but can quickly
destroy margins when poorly executed.

This calendar maps key dates through the lens of lead time,
operational cost, and customer experience, focusing on
practical decisions that directly impact SLA, conversion rates,
and refunds.
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.What you'll discoverx

01 02
Consumer Behavior Cross-Border Opportunity
Price sensitivity, emotional urgency, and delivery expectations. Which categories benefit — and when air shipping actually

makes sense.

Operational Risk Strategic Recommendation
Impact on SLA, conversion, margins, and chargebacks. Clear guidance: activate, avoid, or activate with constraints.

Outcome: you know exactly which dates are worth operating.
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January to March

.Q1: market validation and
testing ™

January Clearance & recovery

Focus on Winter Clearance. An ideal moment for D2C cross-border brands to
test product acceptance and price elasticity with low risk.

February High-impact dates

Super Bowl (Feb 8): impact on casual apparel and snacks.

Valentine's Day (Feb 14): strong for jewelry and beauty; the gift experience is
critical.

March Thematic niches

St. Patrick's Day (Mar 17): relevant for themed apparel and products.
Excellent for niche brands.
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January to March

FEB14 Valentine's Day

Peak demand for jewelry, fashion, beauty, and personalized gifts.

FEB16  Presidents’ Day

Major discounts focused on durable goods and home appliances.

MART7  St. Patrick's Day

Demand for themed apparel, beverages, and hospitality.
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April to June

.Q2: emotional dates and
summer\

April Easter

Strong storytelling opportunities in kids, gifts, and home décor. Less
discount pressure, more focus on perceived value.

May Mother’'s Day

One of the most important retail dates. Requires high SLA or forward
inventory. Memorial Day (May 25) marks the unofficial start of summer.

June Father's Day

Men's fashion and electronics. Higher average ticket and less logistics
urgency than Mother’s Day.
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April to June

APR S5

MAY 10

MAY 25

JUN 21

Easter

Gifts, kids' apparel, and confectionery.

Mother’'s Day

Top 5 retail dates. High demand across multiple categories.

Memorial Day

Unofficial start of summer with major sales events.

Father’'s Day

Electronics, tools, sports gear, and male gifting.



July to September

.Q3: volume, scale, and
aggressive pricing\

July 4 Independence Day

One of the largest promotional moments. Strong opportunity for foreign
brands to gain volume and initial visibility.

July Amazon Prime Day

Intense price competition. Ideal for brands that have already validated
demand and are ready to scale aggressively.

July-August Back to School

Massive peak in apparel, footwear, and stationery. Highly price-sensitive,
utility-driven consumer behavior.

shipsmart.global



July to September

JuL4  Independence Day

Food, beverages, and outdoor lifestyle products.

L Amazon Prime Day

Impacts the entire e-commerce ecosystem with aggressive promotions.

AUG Back to School

Apparel, electronics (laptops, tablets), and stationery.

SEP7 - Labor Day

End-of-summer sales and seasonal inventory clearance.
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October to December

.Q4: the “golden quarter” of
results

October Halloween

Digital spikes in themed apparel and decor. Opportunity for niche
brands to gain regional visibility.

November Black Friday & Cyber Monday

The largest global e-commerce event. Requires peak digital
performance and full clarity on taxes and shipping at checkout.

December Christmas & logistics

Strong sales until Dec 15. After that, delivery risk becomes critical. Local
inventory or clear delivery promises are mandatory.
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October to December

OCT 31

NOV 26

NOV 27

30 NOV

DEC 25

Halloween

Costumes, candy, and themed décor.

Thanksgiving

Official start of the holiday season.

Black Friday

The biggest discount day of the year.

Cyber Monday

Full focus on technology and online deals.

Christmas

Peak sales moment across all categories.



.nearshoring and
differentiation strategies

01

Nearshoring Advantage

Mexico can leverage geographic proximity to enable faster
replenishment and logistics flexibility, especially in Q4.

02

Digital Transparency

In cross-border e-commerce, full clarity on delivery times and duties
at checkout is the key driver of customer retention.
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.strategic takeaway

Dates don't drive growth by themselves. 01
Growth comes from activating the right ones.
Timing
The Golden Rule Deliver within customer expectations.
02 03
Cost Quality
Maintain margins above the viability threshold. Provide a consistent experience and reduce chargebacks.

If one fails, the date destroys both margin and reputation.

shipsmart.global



final recommendation 7

Before activating the next major retail date, assess whether your cross-border
operation is truly ready to deliver on its promise.

01 02
Which dates make sense for my margin? Can my air operation meet delivery expectations?
03 04
Is my origin inventory sufficient? What is my contingency plan?
YOUR 2026 STARTS NOW.
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