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How to Heat Things Up This Spring 

After a relentless, brutal winter, many businesses have endured a downturn in sales. With 
spring on the horizon, this is a great time to map out a strategy to make up for lost time and 
opportunity. Here is a simple rip to help ensure your business is in the best position to 
accomplish its annual sales and marketing goals: 

1. Up your game For some categories consumers may have pent up demand having virtually 
been in hibernation since the end of December.  Send these consumers a clear message that 
you have something special to offer (better make it special!) and that it’s for a limited time 
only.  Create the impetus and also the call to action.  With income tax refunds in the works, 
consumers are much more likely to make a purchase when they are feeling flush with cash than 
at any other time of the year. This can be particularly effective if your business is using online 
marketing tactics such as paid search, where copy and spending can be adjusted on the fly.  But 
the approach is not unique to online marketing. 

2. Change the offer. Avoid the wallpaper effect and make your offer stand out and get noticed.  
Change the deal. Offer multiple purchase discounts, free gift with purchase, a discount on 
shipping or a bounce back offering savings on the next purchase.  Maybe offer a multiple 
incentive by packaging up deals to good to pass up.  Tie your promotion in to something of 
interest that helps your product get noticed like a holiday.  We have provided a list of nearly 
every special date on the calendar to help you along with your strategy. 

3. Timing is everything.  Lead the consumer and the season to get maximum leverage on your 
marketing spend.  Create the opportunity to focus attention on what looms on the horizon.  If 
you are tying into Easter don’t wait for Good Friday to get going.  Use a holiday to draw 
consumers into your ad and then use your product or service special to lead them to purchase. 

4. Make it social. The holidays offer a social aspect to marketing that you can use to your 
advantage.  There are many ways to do this and the Internet makes it easier than ever. 
Promote your deal on your Facebook and Twitter pages as well as any other social media you 
are actively mining. 

5. Any Holiday is better than none. While Christmas, Easter and back-to-school are obvious 
opportunities, there are a myriad of other special dates that will give your brand sales message 
acceleration. While you may be concerned that your message is promoting the holiday instead 
of your brand, you can create a balance in the message that will allow the holiday to be a 
catalyst to sales momentum.  For a comprehensive list of key marketing dates, visit 
www.hudson-media.com. 
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