
Amazon Prime Day 2025: Maximizing Amazon Ad Strategy For Optimum Sales

Description

Amazon Prime Day 2025 isn’t just longer—it’s smarter. Running from July 8–11 in the USA and 
July 12–14 in India, this four-day event marks Amazon’s biggest Prime Day yet. With extended deal
drops, massive audience reach, and increased buyer intent, brands that plan ahead and execute with
agility will see outsized gains. This guide breaks down how to maximize your Amazon Ads strategy
across the entire funnel—from awareness to retention.

Prime Day 2025: Key Stats & What’s New

2024’s Prime Day performance laid the groundwork for what’s expected to be an even more
competitive 2025:

Global sales hit $14.2B, with over 300 million items sold
India recorded 24,196 orders per minute, with a 24% YoY growth in Prime shoppers
Tier 2/3 cities drove more than 65% of SMB orders
Growth spiked in consumer electronics, air fryers, and luxury perfumes

2025 brings new momentum with innovations like Today’s Big Deals, offering fresh incentives every 5
minutes—demanding dynamic planning from brands.

https://paxcom.ai/blog/prime-day-2024-how-to-maximise-your-amazon-ad-strategy-for-optimum-sales/


These numbers aren’t just statistics—they’re signals of an increasingly competitive, yet opportunity-rich
landscape where ad strategy will determine your Prime Day success.

 

Timeline Strategy: 10–15 Days of Ad Momentum

To win Amazon Prime Day 2025, brands are shifting from “event-day” mindsets to multi-phase 
planning:

Start early: Launch warm-up campaigns 10–15 days prior to boost indexing
Dynamic daily budgets: Reserve 10–20% for real-time reallocations
Peak hours to watch: 12 PM, 3 PM, 6 PM, 9 PM daily
Budget pacing tip: Don’t exhaust budget on Day 1—Amazon spreads momentum intentionally

Do You Know? Compared to 2023, Prime Day 2024 drew in 24% more Prime members, 
highlighting substantial growth in shopper engagement.

Smart Budgeting for Prime Day

Budget = Fuel. Burn it wisely. Here’s how brands are maximizing ROAS:

Plan budgets across pre-event, live event, and post-event stages

https://paxcom.ai/blog/ecommerce-advertising-strategies/


Maintain a flexible reserve for top-performing ASINs

Cap product-level spending to minimize waste

Adjust strategy hourly based on performance

Insight: Brands that increased Prime Day budgets by 30–50% in 2024 saw a clear uplift in 
category leadership.

Launch Window Advantage: Over 45,000 new products were launched during Prime Day 2023. 
In 2024, SMBs launched 3,200+ and brands launched 450+ new products

Full-Funnel Strategy: Awareness to Loyalty

The journey to Prime Day success begins long before the first deal goes live. In 2025, winning brands
are no longer thinking in terms of “launch day” — they’re engineering a full-funnel marketing lifecycle
that nurtures customers from discovery to conversion across multiple touchpoints.

Don’t just run ads. Build journeys.

 1. Awareness

Goal: Reach new-to-brand audiences
Tactics:

Sponsored Display (SD) for interest-based audiences
Amazon DSP to build lifestyle-aligned reach
Amazon Live teasers to spark curiosity
Retarget Off-Amazon traffic to product listings 

2024 saw 270M+ unique visitors—Prime Day is a discovery engine

 2. Consideration

Goal: Drive product research and shortlist inclusion
Tactics:

Sponsored Brands Video to showcase USPs
Optimize PDPs: A+ content, reviews, keywords
Apply PED tags: Prime Exclusive Discounts = urgency
Retarget viewers & cart abandoners via DSP

 3. Conversion

https://paxcom.ai/blog/a-complete-guide-to-creating-a-product-listing-on-amazon/
https://paxcom.ai/blog/amazon-a-plus-content/


Goal: Close high-intent shoppers
Tactics:

Top-of-search SP ads for priority ASINs
Time-sensitive creatives (bundles, CTAs, urgency)
Audience exclusion post-conversion to preserve budget
Use AMC: Track time-to-conversion (Day 2 & 3 perform best)

Advanced Tip: Brands using AMC (Amazon Marketing Cloud) in 2024 tracked time-lag between ad
impression and conversion, revealing that conversion peaks typically occur on Day 2 & Day 3 —
not necessarily Day 1. Pace accordingly.

4. Post-Purchase Engagement

Goal: Retain, re-sell, and build loyalty
Tactics:

DSP follow-ups for replenishment or cross-sell
Amazon Storefront banners to maintain engagement
Automated review prompts = future conversion assets

Miss this stage, and you’re leaving long-term revenue on the table.

Amazon Ads Types to Prioritize in 2025

Amazon offers a robust mix of ad formats—each suited to a specific goal within the customer journey.
For Prime Day 2025, your Amazon ad strategy should go beyond just using these formats—it should
be about orchestrating them for layered impact. 

Take advantage of Amazon’s various advertising platforms, such as sponsored ads, sponsored
products, sponsored brand videos, sponsored display ads, and DSP. These ad types stand out and
have a higher potential for conversions, allowing you to engage customers who may need to become
more familiar with your brand.

Ad Type Best Use Case

Sponsored Products Always-on discovery, keyword targeting

Sponsored Brands Video Mid-funnel storytelling

Sponsored Display Cross-sell, remarketing, new audience reach

https://paxcom.ai/blog/amazon-brand-store/
https://paxcom.ai/blog/sponsored-ads/


DSP Advanced targeting, off-Amazon reach

Amazon Live Real-time demos + creator collaborations

Lockscreen Ads (Books) eBook audience engagement

Also Read: Amazon Marketing Services 

Source – Amazon Ads

Amazon Live & Creator-Led Influence

Amazon Live is now a conversion catalyst.

https://paxcom.ai/blog/amazon-marketing-services/


Partner with influencers in your category
Run bundle-focused live streams
Embed add-to-cart links for seamless action
Even in-house videos work: buying guides, testimonials

100M+ people viewed Amazon Live during Prime Day 2022 — don’t miss the shoppertainment wave.

Driving success with targeted campaigns

Despite uncertainty in the economic situation, brands should start investing in new capacities,
continuously monitor their prices, introduce great deals, and forecast their budgets during the entire
Prime event to gain traction.

Launch sales-focused campaigns 10 days before Prime Day
Separate promotions from awareness ads
Segment campaigns by category and product
Use time-sensitive deals to create urgency
Highlight deals via Live streams to amplify impact

Image Source: Amazon Ads

Winning Bidding Strategies

Use a mix of bidding types based on campaign goals:

Automatic Targeting for discovery
Manual Bidding for control
Dynamic Bidding for real-time optimization

Pro tips:

Increase bids on bestsellers during peak slots



Use negative keywords to avoid waste
Monitor ACoS, CTR, ROAS daily
Use rule-based bidding automation to stay agile

Brands using dynamic bidding in 2024 saw +13% conversion uplift in home & electronics.

Retail Readiness & PDP Optimization

Before you advertise, ensure your listings are:

Keyword-optimized (branded + generic)
Featuring high-quality images + A+ content
Clear on value, use cases, and trust markers
Aligned with category trends and seasonal demand

Create separate campaigns targeting branded keywords and non-branded high-converting search 
terms, and link those to different landing pages to track performance clearly.

Retargeting & Redirecting for Maximum Reach

Your shoppers don’t live on Amazon alone—follow them.

Cross-Channel Redirects

Add Prime Day banners on D2C websites

Run email & push with “Shop on Amazon” CTA

Use UTM-tagged traffic sources to track impact

Social Amplification

Use YouTube Shorts, Instagram Stories, and LinkedIn for preview content

Drive urgency with overlays like:

 “Only on Amazon: 1-day bundle pricing”

Competition Campaigns

Learn, outsmart, and conquer:

Target competitor ASINs using product targeting ads
Analyze their listings, FAQs, and images for gaps

https://paxcom.ai/blog/boost-conversions-by-image-optimization/
https://paxcom.ai/blog/ecommerce-product-marketing/


Run defensive + conquesting campaigns—brands that did both in 2024 saw 18–22% ROAS 
uplift

Concluding Thoughts: Prime Day Is a Growth Platform, Not Just a Sale

To maximize Amazon Prime Day 2025:

Start early
Focus on full-funnel strategy
Prioritize data, not guesswork
Blend campaign agility with retail readiness
Don’t stop at conversion—follow up, retarget, and retain

For customized planning and execution, reach out to info@paxcom.net

? Contact us at info@paxcom.net to schedule a Prime Day strategy consultation.

FAQs

What days are Amazon Prime Days in 2025?

July 8–11 (USA), July 12–14 (India)

Is Prime Day held twice a year?

Yes. Amazon typically hosts two major Prime sales events each year:

Prime Day (July) – the flagship summer shopping event
Prime Big Deal Days (October) – a fall season sales spike

While both drive significant engagement, July’s Prime Day remains the most critical event for retail
media planners, with unmatched ad visibility and buyer intent.

What is Amazon Prime Day?

Amazon Prime Day is an exclusive global sale event offering deep discounts, new product launches,
and limited-time offers for Prime members. For brands, it’s a unique opportunity to scale revenue, 
increase market penetration



, and activate data-driven advertising strategies that boost brand equity.

What are the best early Amazon Prime Day 2025 deals one can shop now?

Early Prime Day deals are already live on Amazon. Categories seeing the best pre-event discounts
include:

Smart devices and wearables
Groceries and household essentials
Fashion and school supplies

What’s new in Prime Day 2025?

Today’s Big Deals” dropping every 5 mins = more engagement opportunities

What is the best time to run ads during Amazon Prime Day 2025?

Peak slots: 12 PM, 3 PM, 6 PM, 9 PM (IST and PST)

Should brands increase their Amazon ad spend during Prime Day?

Yes. Cost per clicks and competition surge during Prime Day, but so does shopper intent. Increasing
your ad budget by 30–50%, along with flexible reallocation based on ASIN performance, is standard for
brands aiming to capture maximum ROAS.

How can brands improve ad efficiency and conversion during Prime Day?



Run multi-format ads (SP, SBV, SD, DSP)
Optimize PDPs for SEO and retail readiness

How can Paxcom help brands win Amazon Prime Day 2025?

At Paxcom, we bring deep experience in Amazon advertising, content, and digital shelf analytics
to help you build end-to-end strategies that convert. From Prime Day ad planning to real-time bid 
optimization and DSP execution, our expert teams are built to deliver results across retail and
qCommerce platforms.


