
1

Achieving a winning promo plan for all seasons

Always-On & Out in Front

A report from RTB House, 
April 2024
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Up, up,
and away!

In recent years, ecommerce has risen into the stratosphere. 
Who among us doesn’t now regularly buy online or delight 
in bagging a bargain? So much shopping is done from the 
comfort of our own homes, and finding and paying for goods 
has never been easier.

But the convenience and ease with which we shop 
disguise the fact that for brands, catching our attention with 
the perfect ad at the right time requires a lot of strategy, 
planning, and exceptional technology.

The year is brimming with promo periods, and brands are 
often already planning for one promo period while right in 
the middle of another. They can be updrafts that brands 
can ride to lift sales, but all of this plays out in the context of 
complexly evolving consumer behaviors: changes in wind 
direction, swirling eddies, and air currents that can knock 
you off-course or be ridden to new heights. 

So, how can your brand boost its promo periods alongside 
rapidly shifting consumer trends in an increasingly 
competitive landscape and get out in front?

This report explores the art of building winning retargeting 
campaigns around promo periods and beyond by adopting 
an iterative ‘always-on, always onwards’ strategic mindset.

Welcome aboard.  



INTRO: UP, UP, AND AWAY! 

A WORLD OF OPPORTUNITY

CONTENTS

EVOLVING CONSUMER BEHAVIOR

The rise and rise of promo periods

The U.S.

Europe
France

The U.K.

China

India

Japan

The Middle East

Mexico

The winds of change—shifting consumer behavior

Valentine’s Day

Boxing Day Sales

Singles' Day

Diwali

New Year ‘Shogatsu’ Celebrations

Ramadan

Golden Week

The two Eids—Eid al-Fitr and Eid al-Adha

Hot Sale

Physical vs. digital stores during promos

Mother’s Day

Easter

Chinese New Year

El Buen Fin

The 2024 Paris Olympics

Economic headwinds

Father’s Day

The Back to School Sales

Double Seventh Festival
Mid-Autumn Festival

The shift from things to experiences

Hanukkah

The rise in social commerce

The Super Bowl

2

11

3

5
6

12

20
20

21

23

26

27

29

18

7

13

21

23

26

27

29

28

30

18

8

14

21

24

19

20

8

15

22

25
25

9

16

10

17

Contents



BLACK FRIDAY BECOMES BLACK NOVEMBER

WINTER SALES

SUMMER SALES

DATA & PERSONALIZATION

THE POWER OF SEGMENTATION UNDERPINNED BY AI

THE SUPERPOWER OF DEEP LEARNING

CAMPAIGNS

MASTER OMNICHANNEL

FIVE CAMPAIGN STRATEGIES TO TRY 

DURING SALES EVENTS

ABOUT RTB HOUSE

ALL- IN-ONE GUIDE TO CHOOSING AND EXECUTING 

YOUR PROMO PERIOD STRATEGY

RETARGETING CAMPAIGNS DRIVE CONVERSION

FIRING UP YOUR STRATEGY FOR NEW HEIGHTS

South Korea

Australia

Increases across the board

Building anticipation

1. Abandoned Cart Campaigns
2. Teaser Campaign
3. Less Engaged Users Campaign
4. Omnichannel Campaigns
5. Featured Category Campaign

In-app retargeting

What brings people to stores in Black November?
Think globally…
Cyber Monday is king

34

41

42

49

51

53

55

59

62

61

56

43

31

33

36

43

62
63
63
64
64

57

37
38
40

Lunar New Year’s Day and Thanksgiving Day

1. Exclusivity
2. Gamification
3. New customer outreach
4. Social media
5. Social listening
6. Email marketing and automation

Afterpay Day Sale

I      Christmas

End of Financial Year Sale

31

44
44
45
46
47
48

33

32

33

65




	Promo Periods Report 2024 final it17
	Promo periods preview blurred end

