Are you Christmas Ready?

Whether it's Christmas, another big holiday, or your busiest time of year, good planning
makes all the difference. And hey, if you're already breaking a sweat thinking about it,
don't stress! I've got some tools and tips to help you stay cool under the pressure.

This guide gives you a timeline and ideas to kickstart your strategy. You can tweak it to suit
your business, whether you're B2B or B2C, and use it as inspiration for planning your next
seasonal campaign.

A Few Additional Ideas to Elevate Your Holiday Campaigns

o Personalisation: Offer customised messages, cards, or product packaging that
resonates with your audience.

o Give Back Campaign: Partner with a charity or run a “buy one, donate one” initiative
to inspire generosity.

o Storytelling: Share behind-the-scenes glimpses of how your business is gearing up
for the season, it makes your brand relatable and authentic.

e Interactive Content: Create polls, quizzes, or challenges to keep your audience
engaged and excited.

« Festive Social Media: Use fun hashtags, themed graphics, or creative filters to make
your posts pop.

Don't Forget About Post-Holiday Planning
It's not just about the lead-up to the holidays, how you handle the aftermath can make a
big impact. Here are a few things to consider for January and beyond:

o Thank Your Customers: Send a heartfelt thank-you email or a small token of
appreciation to show your gratitude for their support.

o Clear Out Stock: Plan a post-holiday clearance sale to move leftover inventory and
make room for new stock.

« Analyse and Reflect: Review what worked (and what didn’t) in your holiday
campaigns so you can fine-tune your strategy for next time.

o Plan Ahead: Use insights from this season to start shaping your campaigns for
upcoming holidays or big events.

Pro Tip: Automation can save your sanity. Schedule emails, social posts, and even paid ads
ahead of time so you're free to focus on the bigger picture or sneak in a much-deserved
break.

Remember, seasonal planning isn't just about the lead-up, it's about setting yourself up for
success in the months to follow. So, start now, stick to a plan, and make the most of the
opportunities ahead!
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Draft Plan

-Week 1and 2
Finalise Christmas Offerings: eg promotions, gift bundles, or special products.
Plan Content Calendar: social media posts, emails, and/or ads

-Week 3 and 4
Launch Gift Guides: These can be blog posts, emails, or social media carousels.
Octo be r Email List Preparation: Segment your email list for holiday campaigns (e.g., loyal customers,

first-time buyers). Send out a “get ready for Christmas” email.

)

-Week1and 2 \
Send out Photo/Video Content: Share pics or videos that are Christmas themed.
Pre-order Offers: Start offering pre-orders for holiday products or gift bundles.

-Week 3 and 4
“Black Friday™ While we are not in the U.S., people expect deals around Black Friday. This
could also extend to Cyber Monday.
Push Holiday Marketing: Ramp up your holiday ads/social posts, featuring products and
any remaining promotions. /

November

-Week1and 2
Deadlines: Post about your delivery cut-off dates for Christmas delivery.

"12 Days of Christmas" Promotion: Run a countdown campaign with daily deals, giveaways,
or special offers leading up to Christmas. Or just some fun posts to increase engagement.

- Christmas Eve

Dece m be r Customer Appreciation: Send out a fun email or social post thanking customers for their
support throughout the year, with a teaser for what you are doing in January.

)

~

-Week1and 2
New Year Campaignh: Happy New Year post or emails or ads
Post-Christmas Sales: If applicable, sale on remaining holiday stock

-Week 3 and 4
"Start Fresh" Content: Share content around starting the year fresh—whether it's
refreshing their home, their garden, or their lifestyle.
New Product Launch: Introduce any new products or services for the year.
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A little more

Kick your Christmas marketing off on Halloween:
e This when the holiday shopping floodgates open.
Customise your packaging:
e Create a memorable unboxing experience.
Can you create stocking fillers or impulse buys and strategically place them:
e Think about how to do this online (in the cart) as well as in person.
Don’'t underestimate Black Friday & Cyber Monday:

e Both these days are huge in the world of both retail and e-commerce. In B2C as well
as B2B.

Update your imagery:

e Your website, blogs or social media pages should show that you've got a Christmas
promotion on.

What about other significant days:

e Throughout November and December, you can leverage days like National Recycling
Week or Remembrance Day in November. International Volunteer Day in December.

Sell the solution, not the product:

e Focus on showing how your product or service improves the quality of life of the
user.

Bundle items:
e Creat way to take your gift guide to the next level
Team up with another small business:

e How well do you know your user? Do you know any other problems that all your
customers have?

Don't forget remarketing:
e |t does work and works in the email marketing world too.
Work with a charity:

e Emotions play a big part at Christmas time and charities often use this time to drum
up some fundraising. There are a few ways you can do this, like a % of every sale goes
to a charity, or for every product sold you'll donate the same amount of money to
charity or give your customers the chance to donate to charity.
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