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Labor Day just passed and it's already time to start talking about the Holidays?  You'd better believe it!  The 2014 

Holiday Season is projected to be the first to return to pre-recession levels of spending, and this is your chance to 

make a splash.  Smart business owners and savvy marketers know that you need to start preparing your 

marketing and advertising plans before the holiday selling season is in full swing.    

Follow Hudson Media's Guide to Holiday Marketing to ensure a landmark Q4 and head into 2015 with 

momentum!   

1) Plan ahead for success.  Just by reading this, you're already being proactive.  By creating your marketing and 
advertising plans early, you’ll be able to take advantage of the best and most desirable advertising 
opportunities.  Also, when things get busy in December, you'll be able to focus on day-to-day operations 
rather than scrambling to piece together a marketing effort.  
 

2) Know the key dates. 

 Thursday, 10/30 - Children's Holiday Gift Products start their marketing blitz 8 weeks out 

 Friday, 10/31 - Halloween falls on a weekend this year 

 Tuesday, 11/4 - Election Day  

 Thursday 11/13 - 6 Weeks until Christmas 

 Thursday 11/27 - Thanksgiving  

 Friday 11/28 - Black Friday 

 Monday 12/1 - Cyber Monday 

 Wednesday 12/17 - Hannukah Begins 

 Thursday 12/18 - Free Shipping Day Thursday 

 Wednesday 12/24 - Christmas Eve  

 Thursday 12/25 - Christmas Day  

 Friday 12/26 - Kwanzaa  
 

3) Recognize market conditions.  Your marketing efforts will see the greatest success when you have a game 
plan factoring in competitive pressure, seasonal pricing fluctuations, historical patterns and shopper behavior.  
Significant stress can be placed on the media's inventory, with rates increased based on events like Halloween 
or elections, with the most stress taking place in markets with hotly contested races.   
 
Children’s holiday gift products launch their all out advertising initiatives 8 weeks prior to Christmas beginning 
around Halloween.  Adult products will see noticeable uptick in ad spending beginning right after election day 
(when political buys are done) usually by Veterans Day at the latest. The week of Thanksgiving is a constant 
stream of Holiday retail advertising, peaking for Black Friday.   The online retailers keep up the pressure 
through Cyber Monday.  Perfumes, fragrances and wines and spirits usually mount their campaigns two weeks 
prior to the holiday, just in time for the last minute purchasers making sure to run right up until Christmas eve 
/ champagnes and wines end on New Year’s Eve. 
 
Tip:  If cherry picking local markets, focus on those markets where political spending is not dominating the 
media's  inventory. 
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4) Create a sense of urgency.  limited time offers encourage customers to buy now.   Consider offering a pre-
Black Friday guarantee: If customers find a better deal on Black Friday, you’ll credit them the difference. This 
encourages early sales and lets you compete with the discounters and big box stores. 
 
Tip:  Sign up for competitor's emails; be aware of what others in your space or similar markets have done in 
the past.  Seek out marketing case studies.  What did they do that worked, and how can you make compelling 
offers too? 
 

5) Hammer it home with frequency.  Get your message out there early and often.  Send multiple e-mails, direct 
mailers, or holiday cards announcing your sales.  Build frequency along with reach in your mass media 
programs.  Schedule print ads to parallel peak shopping days and get the biggest lift in sales. 
Tip:  Retarget users who have visited your website with multiple sales messages:  Left something in your cart?  
Come back and finish the transaction!  Already made a purchase?  You must have forgotten someone on your 
list, come back to buy another! 
 

6) Contact HMS today to get started! 
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