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If you’re prospecting in November, you’ll need to do a little planning based on when you actually be 
delivering whatever you’re selling. That’s because you have a series of major events happening in a 
relatively short period of time [Thanksgiving, Christmas, and New Year’s], and the time at which you 
deliver needs to match whatever event is going on or upcoming.  

Unless you’re selling something that you can fulfill quick, I highly suggest pitching for the New Year and 
not Christmas.  

It’s important that you think ahead and start reaching out to prospects early enough so that they can 
make decisions on the next upcoming event rather than the current one which they may have already 
spent their marketing time on. 

That doesn’t mean you won’t get paid right now … for example with 9x12’s you get paid regardless of 
when it goes out, so it just means that you need to time your delivery appropriately instead of stressing 
yourself out over deadlines. 

Planting Seeds 

November is a good month to start touching base with clients and sending emails out about events that 
might be three months or so away. For cold contacting, your goal should be to simply introduce yourself 
and ask if it’s OK if you sent some info or got back to them later on about X holiday/event/etc. You 
simply want to ‘plant a seed’.  

The follow-up is where the magic really happens, as you’ll become a trusted source and will be around 
early enough to capture their business when they’re ready.  

Right now one of the daily tasks for my team is to call and email businesses that typically have spikes in 
business during February. Valentine’s Day is the major holiday event, so we’re reaching out to 
Chocolatiers, Florists, Jewelers, Stationery & Gift Shops, Restaurants, Spas, Wine Shops, and Bakeries.  

The goal is NOT to sell them anything, we’re only introducing ourselves as a design and print company, 
and letting them know if it’s OK to send them some info on our Valentines Day promotional packages. 
Since you’re not selling anything, the owners are much more open to chatting and are generally willing 
to give us their emails and offering more information.  

Here’s a rundown of the steps that walk them into a becoming a lead when we cold call and how we 
obtain more crucial information: 

1. Introduce and ask if it’s OK to send info on Vday promo items for when they’re ready 
2. Capture email 
3. Ask what they typically do for vday marketing 
4. Ask what exactly they might want you to send them info on … printing? Postcard mailers?  



5. Further expand on their answer, asking them more specific questions, for example if they tell 
you printing, ask them which products: Business Cards? Banners? Brochures? Flyers? Posters? 
Postcards? Tabletents? (ALWAYS give them options to choose from). This gives you crucial info 
onto what you have a shot at selling them. 

a. If they want mailing info, ask about whether they might want to mail to certain 
neighborhood or area, or whether they want to mail to their existing customer list or to 
a new targeted list. JUST KEEP GETTING INFO! 

Continue to talk and get info as much as you can; only hanging up when they basically scoot you off the 
phone. This is a common mistake amateur salespeople make, they rush to get off the phone when the 
owner would have given up a lot more info if they kept chatting with the.  

Now enter this lead into your database or filing system, send them some info, track the email (yesware 
or streak) and follow up again with them in a few days to “make sure they got it”.  

Sometimes you’ll capture business right away, as they may need something for the holidays coming up, 
and you’ll get business much quicker than usual even though you weren’t trying for it. Regardless, just 
keep the warm lead and continue to follow up with them.  

What we like to do is let them know that we can sometimes discount things further about a month 
before the holiday, and ask if it’s OK if you contact them then as it might be the best time for them to 
actually get everything done. This plants the seed further for you to call and ask for their business, and 
by then you’ve already befriended them.  

Dialogue like this is what I mean (for clarity): 

“Jim, that’s great you got the info I sent you. Hey I just wanted to let you know that I might be able to 
discount everything pretty heavily around the middle of January, would it be ok if I got a hold of you 
around then and maybe that would be a good time to look into it more seriously?” 

Since you’re not asking for business now and you’re talking about something that might happen in the 
future, you’ll find that you get overwhelmingly positive responses. These not only open the door for you 
to contact them again, but they’ll be expecting you to sell them and since they committed earlier, they 
tend to remain consistent (read up on “influence” by david cialdini – regarding ‘commitment and 
consistency).  

Now I know many marketers aren’t considering ‘wasting their time’ prospecting for something that can’t 
happen right this second but that could very well be the reason your business isn’t thriving. In my 
business, leads we created back in August to prep for the holiday season are now popping off every day, 
as it’s now the holiday shopping season and we’ve had plenty of time to establish trust and comfort, 
even with businesses that are thousands of miles away.  

 

 

 



Relative Mood of Prospects 

November is a great month to reach business owners.  

Because the majority of local businesses are seeing increased traffic, the owners tend to be around a lot 
more, which means you have greatly increased your chances of talking directly to them. If you plan to 
cold call on the phone or send emails, you may have some more difficulty than usual due to them being 
busy actually working, so make sure you’re getting some actual foot time in if possible.  

It’s a great time to do some double duty while Christmas shopping since you’re out anyways! Don’t be 
surprised to find some owners need something done RIGHT NOW – like print flyers, business cards, or 
have a sign or banner made … which are push-button easy to do.  

 

9 x 12 

I always advocate a six week minimum timeline to deliver a 9x12, which gives you 4 to 5 weeks of 
prospecting and designing time, and a week for printing. Seven weeks is even better. 

That means depending on when you start prospecting during November, you’ll be planning for your 
cards to be hitting mailboxes anywhere from mid-to-late December to mid-to-late January; which are 
two drastically different times of the year. 

Your safest bet is to plan for delivering a card at the beginning of the new year.  

If you try to release a card for Christmas, you need to release the card at least a week prior to Christmas 
— which means everything would have to be sold a good 10 days before the week before Christmas, 
which basically means you need to have a card filled and designed at the end of November or first days 
of December. That doesn’t give you much time at all, and lastly you need around the holidays is to be 
panicking over your card… So instead you should be focusing on filling a card for the new year. 

By starting your prospecting in mid to late November and continuing through December, you can set up 
quite a bit of action for New Year’s promotions, which can be applied to nearly any business — although 
some will be more prone to jump on. 

New Year’s is the time of year where people make all sorts of resolutions, which means they’ll be 
spending money on products and services that might help them achieve their goals. 

 

 



Niches 

Hot Niches  
Weight loss clinics, gyms, personal trainers, sneaker stores, hypno therapy, and vape shops are all 
scorching hot businesses to advertise during the end of December or beginning of January.  

Make sure to reach out to them well in advance before they blow their reserves on other channels.  

If you know your card will be delivering during the last week of December then liquor and wine stores, 
bars and pubs, lounges, and even lawyers should be hot on your radar for filling spots to capitalize on 
the actual New Years Day events.  

I also find that acupuncture and yoga studios tend to get good response this time of year as well, so 
don’t leave them out.  

Churches are also a great prospect for New Year marketing and I feel that this is one of the best times to 
reach local residents. After weeks of heavy excess, tied with a following blow of maxed out credit card 
depression and fresh resolutions abound… you can see how a spiritual message can strongly hit home.  

Warm Niches  
Some businesses like locally owned appliance stores, carpet and flooring, and furniture stores will be 
preparing for new year models to come in, which means they often want to discount and sell off the 
past years inventory while it’s still perceived as new. 

Boat dealers also tend to start running boat shows during this time of year, as it’s one of the cheapest 
times to buy a boat, so it’s a good idea to hit them up as well even if it’s just to plant a seed.  

Larger remodeling companies are a great opportunity this time of year because many of them run all 
year long and need viable marketing channels to generate leads throughout the tougher off-season. 
Note that this only applies to larger remodeling companies (usually window, siding, and basement co’s) 
and not your average pickup truck handyman or gener’l contractor.  

Carpet cleaners can also be good as they often do a lot of business as a result of households having 
family members over and getting their carpets dirty. They do tend to get more business before the 
holidays though, as people are more apt to want everything sparkling clean and presentable before 
company arrives, but there’s still a lot that will advertise into the new year. 

HVAC companies are often easy to sell this time of year for obvious reasons.  

Tire services may still be going strong this time of year due to people not realizing how bad their tires 
are until the weather really starts to pose a danger. It’s definitely worth reaching out to them. 

Standard Niches 
Restaurants, bakeries, auto dealers, dry cleaners, audiologists, insurance, auto mechanics, salons, 
chiropractors, PC repair, gymnastic studios, karate, optometrists, LASIK eye surgeons, pet 
stores/grooming, pizzerias, dentists, veterinarians, tanning salons, pharmacies, lawyers, and vitamin 



stores are all great prospects as well. In colder climates you can also seek out businesses like snow 
removal (for driveways and for roofs as well). 

 

PRINT SALES 

Print sales can be great during November, as businesses are often looking to decorate their stores and 
marketing collateral with holiday themed collateral, but you’ll have to act quick because the later into 
November you are, the closer it will be to Christmas by the time you get it printed and designed.  

Here are six great products to offer for print this month (in no particular order): 

1. Table Tents. (the little fold up triangular shaped things that go on countertops and restaurant 
tables. These are great for selling to restaurants, as they get a lot of exposure and an extremely 
responsive marketing piece. You can use these to simply advertise certain specials they have, as 
well as a prime opportunity to get the diner onto an email opt-in or SMS opt-in list.  

2. Vinyl Banners. Businesses love banners as they’re a quick and easy way to put a big message 
across.  

3. Outdoor Feather Flags. These are those trendy feathery looking sign flags that go out in front of 
businesses and capture attention easily and are great to advertise holiday sales.  

4. Greeting Cards. Many businesses send out thank-you cards to their clients this time of year and 
you can easily design and print them.  

5. Flyers. With promotions at an all time high for many businesses, flyers are one of the most 
commonly printed items. You can offer them for a fraction of what they pay staples or officemax 
and make steep profits in the process.  

6. Gift Certificates. Print these on 3.5x8.5 cover stock for easy peasy printing. Local businesses love 
offering gift certificates and many don’t really know where to go to have them printed.  
 

Planting seeds for upcoming tradeshows where businesses can spend large amounts of print is a good 
strategy too. Anything going on between January-March is good to start seed planting for now. Boat and 
RV dealers are one of the big ones as they generally have huge shows during these events.  

Go to your local event center’s websites and see what shows are scheduled for January and February 
(and possibly March depending on how far into November you are), then find the local businesses that 
sell those products and see if they’d like some info on printing business 
cards/flyers/handouts/banners/signage/etc. for the show.  YOU MUST GET IN ON THESE EARLY!  

Bridal shows are one of the BEST ones to target as well. I remember when I first found out that bridal 
shows are not just filled with bridal gown shops … it blew my mind. It went totally under my radar 
before I found out how lucrative they are with the huge array of businesses that attend these shows. 
You’ll find: caterers, restaurants, DJ services, photographers, florists, banquet halls, travel agencies, 
limousine services, hair stylists, spas, salons, formalwear, and a whole lot more.  



These businesses do nothing but hand out stuff all day and they need lots of great collateral to promote 
their services. Perfect for a print profiteer like you and I.  

Just search for “bridal shows in X town”, look them up, and usually they’ll have a listing of all the 
participating vendors (often called exhibitors) … so they’ve found the leads for you! GET TO THEM ASAP! 

M3 & TARGETED MAILINGS 

If you’re offering solo or M3 mailings, you can feel free to still prospect for holiday season business as 
even into late November and early December you can still get postcards into mailboxes in time.  

Don’t forget you have a lot of solo mailing options available, be it EDDM to whatever neighborhoods 
they want to reach, a targeted mailing that only reaches their customer demographic, and database 
mailings to their existing customers.  

Even if you’re not into the 9x12 game, a quick email out to your existing clients about sending a targeted 
mail campaign can be a great way to spike your revenue and uncover missed opportunities.  

Final Notes 

Don’t let the holidays curb your prospecting efforts, November is an outstanding opportunity because of 
so much going on ahead, so don’t let it pass you by. Even if you’re just planting seeds, you’ve got to get 
moving because the new year is coming up fast. After that you have to start looking towards spring 
marketing – which is just as great to look forward to.  
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