
It’s easy to get wrapped up into the holidays and fall into a passive “consumer mode”, but this s a great 
season to be actively generating business. One of the big mistakes though is that most marketers are 
thinking “oh man what can I sell that will help spur more sales for this prospect this season?” 

Which can be a death trap. Smart marketers are long-past Christmas holiday marketing and are securing 
business for everything going on after Christmas.

 With my own business, the campaigns I’m currently running for the clients are ones that I’ve planted 
seeds for long ago and have secured the business far in advance. I’m now focusing on what’s going on in 
February, and am even putting feelers out for early spring marketing. 

Here’s What You Can  
STILL Fulfill in December 

Every day that passes in December means it becomes harder and harder to fulfill a marketing product 
or service in time for Christmas. There’s almost no time to do it from start to finish within December. 

If you can manage to sell something right in the very first few days, you may still have time to com-
plete solo mailings and print collateral, but in most cases you’ve got to still get the design done, consult 
with them on who to target, etc., ... and that will suck up precious time. 

Before you know it it’ll be mid-way through December before you’re ready to print and then by the 
time it’s printed and/or mailed,  it’s darn-near Christmas and you’re spending your holidays in a panic 
now that you basically wasted your clients money. 

So unless something completely falls in your lap and the timing is right, you’re better off thinking 
ahead to the next upcoming holiday(s), as they’re not very far away at all and will alleviate the stress. 

But ... that doesn’t mean December is a dead month ... 

Because You Have The Perfect Opportunity To Take 
Advantage Of  The Huge Spikes in Traffic and Activity

With many businesses getting bursts of traffic, there’s no better time to help them setup simple systems 
to capture customers info and get them onto marketing lists. 

I find this has always been hands down the best time of year for this. It can be as simple as collecting 
names in a fish bowl for a gift card drawing, with an “optin” checkbox on the paper asking them if they 
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want to receive future promotions. While it’s nice to print them on decent stock, you can literally print 
these from a color laser printer and can be put into place the same day. 

Now you don’t have to use a fishbowl or run a sweepstakes, you can simply have them ask customers 
if they want to put their email down for future coupons and deals, but giving them an incentive like the 
chance to win something will increase optins tremendously.  A $50 giftcard is an outstanding prize alone.

As long as the “optin” piece clearly shows they are OK with receiving promotions via email, you can 
enter them into a spreadsheet, scan the tickets, and most major email marketing services will allow you 
to put them manually into an email list. 

I personally use Aweber. By setting clients up under Aweber, you can charge them a monthly mainte-
nance fee and simply send out email blasts when they want to drum up some business. 

I find no problem building lists into the hundreds and sometimes thousands for local clients just by us-
ing simple printed optin’s, as it’s perfectly bridging that gap between the tangible and digital world, and 
is far more quick and effective than the typical “put an optin form on a website” method. 

Getting people to visit a business who haven’t been there before takes one of the more expensive forms 
of advertising (direct mail, TV, billboards, etc.) but once they’re in it’s crazy to not try and get them to a 
cheap digital channel that you can market to directly for much less. 

BUILD THOSE LISTS!

I can’t stress enough how powerful it is to help your clients build marketing lists. Whether you’re 
building it for direct mailing, emailing, SMS, telemarketing, or a combination (preferable), it’s one of the 
most important systems you can put in place for your clients. 

Very, very few local businesses have these kind of systems in place, including the ones that have lists 
already. They just don’t know how to use them. Don’t make the same mistake they’re making, where you 
just keep focusing on finding fresh customers for them and neglect the existing buyers. 

Take advantage of the busy traffic and go put some list-building in place for your clients and prospects. 

Where The Money Is Hiding

Smart Marketers Think Ahead

As I mentioned in the first paragraph of this document, I’ve already done the work for the holiday 
marketing season for my marketing business over the last couple months.  The money’s been in my pock-
et (and long spent) for what seems like ages ago. 

Here’s a good example: this week I’ve sent out over 60,000 solo mailings between eight new remote 
car starter installation clients located in various northeastern states. That’s not including the dozen or so 
existing remote car-starter clients who I’ve done mailing for as well, I’m just talking NEW clients. 



I would guess the profit to be around $25,000 (much of which goes to commissions for my reps who 
sold them, and of course the company and myself too), but if you’re wondering what kind of magic spell 
we cast to land these sweet deals, it’s nothing more than planting seeds early on and keeping them well-
looked after. 

These were all the result of initial contacts months ago, when the leaves hadn’t even changed color yet.

It starts as a simple email or phone call asking if it’s OK to send some info for ‘down the road’. That 
way their guard is down and they’re often much more willing to talk about their future plans and current 
struggles. 

As time goes by,  we continue to communicate every so often, checking up on them, and by the time a 
month or two passes, we’re almost like friends. Then when it gets closer and closer to the actual season, 
it’s just a natural conclusion to do business. 

They won’t hesitate to spend thousands of dollars with you like they may have if you contacted them 
cold right at the time the season is in full swing. 

If you’re talking sales of a few hundred bucks, like basic printing projects or 9x12 spaces, then you don’t 
have to worry too much about ‘warming them up’,  but when you run a real marketing business that’s in it 
for the long-haul, and you want those big fat juicy deals, you’ve got to put them through your system and 
run the processes required so it reaches your desired result. 

You MUST start thinking ahead. Even if it’s just slightly ahead, you need to forget about what’s going 
on now and set your sights on 60-90 days forward. 

So What’s “Ahead” Right Now?

Part of this answer will depend on what time of the month you’re reading this. If it’s early in Decem-
ber,  you have just enough time to hit up businesses for EDDM mailings for the New Year, including 
9x12’s if you really push hard, but you will find that it’s a tougher thing to sell at the moment. 

In my opinion you’re better off targeting February mailings, which have three major events going on 
[can you guess what they are?]. 

Before we get into making money from a February target, let’s visit New Years briefly since you may be 
able to pickup some action there. 

New Years is About New Resolutions and Change

The last few days of December and the first couple weeks of January are really strong for influencing 
people to try new things and change unhealthy or poor habits. There’s many businesses that do very 
well for New Years and are often receptive to spending money ... Gyms, Personal Trainers, Vape Shops, 
Sneaker Stores, Acupuncture, Yoga Studios, and one that you might be forgetting about ... Churches!

Time is running out though, especially the later December gets; so if you want a piece of the pie, you 
better pull some lists for the niches above and send out some emails to see if there’s some quick business 
you can grab. 



Now I know that many of you are reading this and saying “February!?” ... it’s not even Christmas, Bob!”

But listen, here’s what will happen if you don’t start thinking ahead:

You’ll go out prospecting for Christmas marketing and all you’ll get are objections for ‘get back to me 
after the holidays’, and then after the holidays it’s now New Years at which point you’ll say to yourself 
“Goddarnit I should have prospected for New Years marketing instead”. 

And then you’ll finally start getting back to people and realize you need to market for February and 
will wish you had realized this back in December. 

Don’t Worry, Money Can Still Be  
In Your Pocket Right Away

This one makes me want to scream... 

So many 9x12’ers will try to launch cards 4 weeks from a holiday because they want to make the 
money now, not realizing that they could have just extended the deadline to the next nearest holiday and 
STILL collected the money now. 

You want your card to be delivered at least six weeks from when you start, which means if you start in 
late December,  the delivery of your card will likely be in the first week of ... February! 

See why February is so important right now? 

Here’s an even better reason to start geting excited about Febrary (other than the fact my birthday falls 
on the 9th) ... there’s two HUGE events that will boost response, build consumer receptiveness, and give 
you some good marketing budgets to draw from: 

Valentine’s Day and President’s Day

These are two mega-profitable holidays that should be responsible for at least four, but possibly a good 
five zero’s in your bank account. 

You’ve got SO much to work with here, I can’t even begin. 

First of all, February is a great month for businesses of all types to advertise and freshen up their mar-
keting efforts simply because many of them haven’t done much since December, and when February rolls 
around they start getting itchy to market again after they’ve been likely slow since Christmas. 

Besides that though, there’s just a lot of businesses who like to market during Valentines Day and Pres-
idents Day.  For Vday you’ve got an endless pool of businesses to sell solo mailers, print collateral, M3’s, 
and 9x12’s: 
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• Restaurants
• Jewelers
• Confectionary’s
• Chocolatiers
• Florists
• Gift Shops 

Not to mention virtually any other local business that wants to take a ride the Valentine’s ‘theme’. Cre-
ating a 9x12 Valentine’s Theme card itself is an outstanding idea on its own. 

Presidents Day is also a major marketing holiday. Often one overlooked by marketers. Two of the big-
gest spenders are Furniture Stores and Auto Dealers. This is a time of the year where they spend  
OODLES of money on marketing, often wanting to be in everything and anything. 

The sooner you can plant a seed the more potential you’ll have to get a bigger chunk of their marketing 
budget. It could  very well be the difference between landing a $550 9x12 ad sold close to February vs a 
$7,500 mailing that they planned for back in December with you. 

And lastly, to really add the icing to the cake ... just when you thought it couldn’t get better ... 

It’s now getting into TAX REFUND TIME!

The later part of February is prime-pickings for businesses that want to grab the extra cash suddenly 
available to many consumers. Auto dealers, Furniture Stores, Mattress Stores, Home Improvement,  are 
all great examples of businesses that will routinely spend into the thousands of dollars with you for mar-
keting during this crucial time of the year. 

And of course Tax preparation should be on your radar for any 9x12’s, M3’s (or solo pieces) going out 
in mid January to April. 

And Finally ... 

Stop Into Some New Businesses and Buy Something

Right in your local community are some newer businesses; typically a fresh-faced and full of passion 
fo their business. Stop in and buy something and introduce yourself. These people need logos, business 
cards, collateral, 9x12 exposure, targeted exposure, websites, and everything else you can probably help 
them with ... so why not get in on the ground floor and help them grow before they collapse on their 
own? 

It’s a jolly time of the year this month and especially for the small guys, you’ll find them in good spirits 
most of the time, so it’s a perfect opportunity to secure their business for what may be many years down 
the road. 

Happy Holidays, let’s go make some money. 

- Jake “Bob” Ross


