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Greetings! 

What’s one of the spookiest things about 
October? It means that the busy holiday 
season is upon us! You’ll start seeing 
holiday decor and items in the major chains, 
and believe it or not, consumers are already 
planning and making purchases. As a local 
business owner, you need to start planning 
your holiday marketing strategy. 

Take a few minutes to review this month’s 
infographic to see how consumers plan and 
shop for the holidays. Shopping is projected 
to start very early this year so be prepared 
and plan ahead! 

This month’s articles cover many topics that 
we hope will be relevant to your business, 
including Holiday Marketing, Customer 
Loyalty, Social Commerce and more. 

If you find the magazine helpful, and know 
other local business owners that could 
benefit from receiving our magazine each 
month, please do us (and them) a favor by 
forwarding a copy to them. Have a topic that 
you’d like to see us cover? We welcome any 
suggestions, comments or questions you 
might have. 

Raj Deshpande
CEO
CroydonGate
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The content on the Local Business Marketing Magazine is made 
available on the terms and condition that the publisher, editors, 
contributors and related parties:
shall have no responsibility for any action or omission by any other 
contributor, consultant, editor or related party;
disclaim any and all liability and responsiblity to any party for any 
loss, damage, or disruption caused by errors or omissions, whether 
such errors or omissions result from negligence, accident, or any 
other cause;
are not responsible in any way for the actions or results taken any 
person, organization or any party on basis of reading information, or 
contributions in this publication, website or related product.
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To get a Free subscription to our monthly Local Business Marketing Magazine, 
simply visit our website.

Did you know that we are a full-service ad agency?  
Did you also know that we specialize in helping 
small and medium sized businesses?  We customize 
a program that meets the needs and budgets 
of each of our clients, and we offer Free Initial 
Consultations.  Give us a call to learn how we’ve 
helped businesses like yours grow revenue. Some 
of our services include:

Local Business Marketing 
Magazine is proudly provided 

by 
CroydonGate.

•	 Online Marketing
•	 Social Media  

Marketing
•	 Branding
•	 Conversion 

Optimization

•	 Mobile Marketing
•	 Web Services
•	 Reputation  

Management
•	 Promotional Items

(215) 393-9787
www.CroydonGate.com

A Little About Us

CroydonGate was started with one goal in mind. 
We wanted to use the scientific approach to Online 
Marketing and use our expertise to help our clients 
achieve their goals – whether it was to increase 
sales & customers, branding, website design, Social 
Media Marketing or Mobile marketing. We wanted 
to give our clients the ability to leverage the same 
cutting edge marketing platforms that the Fortune 
500 organizations use, at affordable rates. 

We are a one-stop-shop for all Online Marketing 
needs. Our Google Certified AdWords and Analytics 
Experts, Social Media Marketing Gurus and expert 
Web designers provide the professional service to 
our clients which results in consistently higher ROI 
for our client’s Online Marketing Investment. 

Our goal is not just getting the customers to your site but to put a plan in place that will get them to take 
that next crucial step of calling you or placing that order online. 

We use a scientific approach to the Online Marketing and we use Google Analytics, Multivariate A/B Testing, 
Sale/Search Funnel reports and other industry leading tools to understand the customer dynamics and we 
accurately optimize the Online Marketing parameters so that the marketing campaign works at a maximum 
efficiency level and increases our client’s profit while reducing the conversion costs. 

Give us a call to learn how we’ve helped businesses like yours grow revenue. If you have any questions, or 
would like to know how we can help you meet and exceed you marketing goals, please contact us.

https://www.facebook.com/gkinformationtechnology
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Plan your marketing messages around these upcoming holidays and proclamations.

Marketing Calendar
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Breast Cancer Awareness Month 
Bullying Prevention Month 
Domestic Violence Awareness Month 
National Pasta Month 

Oct 14th - Columbus Day (U.S.) 
Oct 31st - Halloween 

1st - International Coffee Day 
1st - Homemade Cookies Day 
2nd - International Day of Non-Violence
4th - Cinnamon Roll Day 
4th - Golf Lovers Day 
4th - Taco Day 
4th - World Smile Day
5th - World Teachers’ Day 
6th - Coaches Day 
7th - Child Health Day
9th - International Beer & Pizza Day 
9th - Stop Bullying Day
10th - World Mental Health Day 
12th - World Arthritis Day 

12th - Pulled Pork Day
13th - Breast Cancer Awareness Day
13th - M&M Day 
14th - Indiginous People’s Day 
15th - Global Handwashing Day 
16th - Global Cat Day
16th - Boss’ Day
16th - Sports Day 
17th - Pasta Day 
18th - Chocolate Cupcake Day 
19th - World Humanitarian Action Day
20th - International Chef Day
21st - Apple Day 
21st - Back to the Future Day  
22nd - Nut Day 
24th - Food Day
26th - Pumpkin Day
27th - American Beer Day
28th - Chocolate Day 
28th - First Responders Day
29th - Internet Day
30th - Candy Corn Day

October

COPD Awareness Month 
American Diabetes Month 
Veterans & Military Families Month 
National Adoption Awareness Month 
Native American Heritage Month  
Alzheimer’s Disease Month

November 5 - Election Day 
November 11 - Veteran’s Day 
November 28 - Thanksgiving 
November 29 - Black Friday 
November 30 - Small Business Saturday 

1st - All Saints’ Day
1st - World Vegan Day 
1st - Author’s Day
2nd - All Souls’ Day 
3rd - Daylight Saving Time Ends
3rd - Sandwich Day
4th - Candy Day
4th - Day of Community Service 
5th - American Football Day 

6th - Basketball Day
6th - Stress Awareness Day
7th - Cancer Awareness Day
7th - International Stout Day
7th - International Merlot Day
10th - Marine Corps Birthday 
10th - World Science Day
11th - Sundae Day 
13th - World Kindness Day 
14th - Pickle Day 
14th - World Diabetes Day 
15th - Recycling Day 
16th - Fast Food Day 
17th - Hiking Day 
18th - Apple Cider Day 
18th - Mickey Mouse’s Birthday 
19th - Entrepreneurship Day 
23rd - Adoption Day
23rd - Espresso Day
26th - Cake Day 
28th - French Toast Day 
30th - Computer Security Day

November
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How to Utilize Social Commerce to 
Boost Sales This Holiday Season
The holiday season is the ultimate golden window for retailers. With a surge in 
consumer spending and festive cheer, businesses have a unique opportunity to 
captivate their audience and drive impressive sales. However, as more customers 
turn to online platforms for their holiday shopping, businesses need to adapt and 
leverage the power of social commerce. 



What exactly is social 
commerce? 

In simple terms, it 
is the intersection 
of social media and 
e-commerce—a strategy 
where consumers 
can directly purchase 
products through social 
platforms like Instagram, 
Facebook, and TikTok. In 
this article, we will break 
down how to effectively 
harness social commerce 
to elevate your holiday 
sales.

Why Social Commerce?

Gone are the days when 
social media was solely 
a place to connect and 
share personal updates. 
Now, it’s a marketplace 
in itself. The average 
consumer spends over 2 
hours per day on social 
platforms, making it a 
prime space for businesses 
to showcase their 
products. 

More importantly, social 
commerce simplifies 
the purchasing journey. 
Shoppers can view, 
learn, and buy a product 
without ever leaving their 
favorite social app. This 
frictionless experience not 
only boosts conversion 
rates but also reduces cart 
abandonment, a common 
issue with traditional 

e-commerce platforms.

1. Optimize Your Social 
Shop

The first step to tapping 
into social commerce 
is ensuring your social 
shop is in tip-top shape. 
Most platforms, like 
Instagram and Facebook, 
now offer a built-in shop 
feature where businesses 
can create a catalog of 
products. Make sure each 
product listing is detailed, 
visually appealing, and 
includes all necessary 
information, such as 
pricing, availability, and 
product descriptions. The 
more informative your 
listings are, the easier it will 
be for consumers to make 
purchasing decisions.

2. Leverage Holiday-
Themed Content

When it comes to social 
commerce, content is 
king. And during the 
holiday season, festive-

themed content reigns 
supreme. Whether it’s 
cozy imagery of your 
products styled in holiday 
settings or engaging 
videos featuring gift ideas, 
tap into the spirit of the 
season to catch your 
audience’s eye. Try using 
popular holiday hashtags, 
like #HolidayGiftGuide or 
#ChristmasShopping, to 
reach a wider audience. 
After all, the goal is to 
make your social shop a 
holiday destination.

3. Use Shoppable Posts 
and Stories

Shoppable posts and 
stories are game-changers 
for businesses aiming to 
increase sales via social 
media. When scrolling 
through their feeds, 
customers often stumble 
upon items they like but 
hesitate to purchase if 
they need to leave the 
app. Shoppable posts 
eliminate this barrier by 



allowing users to click on 
the product, view details, 
and buy directly—all 
without leaving their feed. 
During the holidays, this 
convenience can make a 
significant difference as 
shoppers rush to complete 
their gift lists.

4. Collaborate with 
Influencers

Influencer partnerships are 
a powerful way to amplify 
your social commerce 
efforts. Find influencers 
who align with your brand 
and have an engaged 
following that matches 
your target audience. 
Influencers can feature 
your products in authentic 
ways, such as “Gift Guide” 
posts, product unboxings, 
or seasonal giveaways. 
This strategy not only 
builds trust but also 
creates a sense of urgency, 
particularly if influencers 
are showcasing limited-
time holiday deals.

5. Create a Sense of 
Urgency

With holiday shopping, 
timing is everything. 
Creating a sense of 
urgency can help motivate 
customers to take action 
quickly. Consider offering 
time-sensitive deals, 
like 24-hour flash sales 
or exclusive holiday 

discounts, to spur 
purchases. Use countdown 
timers on Instagram 
Stories or limited-time 
offers on Facebook Shops 
to drive the point home. 
Urgency, combined with 
the convenience of social 
shopping, is a recipe for 
higher conversions.

6. Engage with 
Interactive Elements

Social platforms thrive 
on engagement, so use 
interactive elements to 
draw customers in. Host 
live shopping events on 
Instagram or Facebook, 
where you can showcase 
your products, answer 
questions in real-time, and 
provide special discounts 
to attendees. Utilize polls, 
question stickers, and 
quizzes in your stories 
to keep your audience 
engaged and thinking 
about your brand. The 
more touchpoints you 
create, the more likely they 
are to convert.

7. Highlight Customer 
Reviews and 
Testimonials

One of the biggest hurdles 
in online shopping is 
trust. Customers want 
reassurance that they’re 
making the right choice, 
especially during the 
high-stakes holiday 

season. By showcasing 
customer reviews and 
testimonials on your social 
shop, you build credibility 
and confidence. Share 
screenshots of positive 
feedback in your stories or 
feature video testimonials 
from satisfied customers. 
Real-world experiences 
resonate far more than 
product descriptions 
alone.

8. Bundle Up with 
Holiday Packages

The holidays are 
synonymous with gifting, 
and customers are often 
on the hunt for ready-
made gift solutions. Create 
product bundles that cater 
to different price points 
and preferences. For 
example, a skincare brand 
might offer a “Winter Glow 
Kit,” while a tech brand 
could create a “Home 
Office Upgrade” package. 
Promote these bundles 
on your social shop and 
use eye-catching visuals 
to entice shoppers looking 
for a one-stop gift solution.

9. Use Retargeting Ads 
on Social Platforms

Social commerce isn’t just 
about capturing first-time 
shoppers. Use retargeting 
ads to reach people 
who have engaged with 
your brand but haven’t 
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yet made a purchase. 
Facebook and Instagram 
provide robust retargeting 
tools that allow you to 
show specific products to 
users who have previously 
viewed them. This gentle 
nudge can be particularly 
effective during the 
holiday season when 
shoppers are actively 
considering multiple 
options.

10. Incorporate User-
Generated Content

User-generated content 
(UGC) is a goldmine 
for social commerce, 
especially during the 
holidays. Encourage your 
customers to share photos 
or videos of themselves 
using your products with 
a unique holiday hashtag. 
Share this UGC on your 
feed to show real people 
enjoying your offerings. 
Not only does this build 
social proof, but it also 
humanizes your brand and 
helps foster a community 
around it.

11. Offer Seamless 
Customer Support

No one wants to wait 
around for answers, 
especially when holiday 
shopping is in full 
swing. Make sure you 
are providing real-time 
support through your 

social platforms. Use 
chatbots to address 
frequently asked 
questions or set up 
automated replies to 
ensure customers get 
quick responses. Being 
responsive can make the 
difference between a sale 
and a lost opportunity.

12. Test and Optimize 
Your Strategy

The beauty of social 
commerce is its flexibility. 
You can easily experiment 
with different approaches 
to see what works best. 
Test various content 
formats, CTAs, and 
promotional strategies. 
Monitor your analytics 
closely and optimize 
based on what’s driving 
the most engagement and 
sales. The holiday season 
moves fast, so agility is key.

13. Don’t Forget About 
Shipping and Fulfillment

Nothing kills the holiday 
spirit faster than delayed 
deliveries. Make sure 
you are upfront about 
shipping times and offer 
expedited options when 
possible. Highlight any 
holiday cut-off dates for 
guaranteed delivery in 
your social posts. This 
transparency builds 
trust and helps manage 
customer expectations.

14. Prepare for the Post-
Holiday Season

Just because the holidays 
are over doesn’t mean 
your social commerce 
efforts should be. Use 
post-holiday sales and 
promotions to capture 
lingering interest. Offer 
New Year discounts or 
showcase products that 
cater to fresh starts and 
resolutions. This approach 
keeps the momentum 
going and helps turn one-
time holiday shoppers into 
loyal customers.

15. Get Social and Sell!

Social commerce is 
not just a buzzword; 
it’s a robust strategy 
that can transform 
your holiday sales. By 
optimizing your social 
shop, creating festive 
content, collaborating 
with influencers, and using 
interactive elements, you 
can create a seamless 
shopping experience that 
stands out. Remember 
to focus on engagement, 
build trust, and stay agile 
throughout the season. 
With the right approach, 
social commerce can be 
the catalyst that turns your 
holiday sales into a record-
breaking success.

Happy selling this holiday 
season!
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Contact Us Today for a 
FREE Quote!

(215) 393-9787
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How to Organically Grow Your Local Business
Growing a local business 
is like planting a garden. 
You need to carefully 
nurture it, give it the right 
environment to thrive, and 
allow time for it to grow. 
But unlike large companies 
that have vast budgets to 
spend on advertising and 
nationwide campaigns, 
local businesses need a 
more tailored approach—

one that focuses on 
building real relationships 
within the community. 
This is where organic 
growth comes into play. 
Organic growth means 
expanding your business 
using low-cost or no-cost 
methods, relying heavily 
on authentic engagement 
and smart strategies rather 
than paid promotions. So, 

how can you achieve this? 
Let’s dig into a few tried-
and-true methods that can 
help you organically grow 
your local business.

1. Know Your Local 
Audience Inside and Out

Understanding your 
audience is the bedrock 
of any successful business 
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strategy. Before 
launching into growth 
tactics, take the time to 
define who your local 
customers are. What 
are their preferences? 
What local events do 
they attend? Are they 
young families, retirees, 
or college students? 
When you know your 
audience, you can 
tailor your messaging, 
products, and services to 
meet their specific needs. 
Conduct surveys, engage 
in conversations, and 
even observe what your 
competitors are doing. This 
foundational knowledge 
will inform every strategy 
you implement going 
forward.

2. Optimize Your Website 
for Local Searches

The digital landscape has 
become the first stop for 
most consumers, even 
when they are searching 
for local services. That’s 
why search engine 
optimization (SEO) should 
be a top priority. Start by 
focusing on local SEO, 
which involves optimizing 
your website so that it 
appears in search results 
when people look for 
businesses in your area. 
Include location-specific 
keywords, such as “best 
pizza in Springfield” or 
“affordable roofing in 

Seattle,” throughout your 
site’s content, title tags, 
and meta descriptions. 
Additionally, make sure 
your business name, 
address, and phone 
number (NAP) are 
consistent across all online 
platforms. This step alone 
can significantly boost 
your visibility and bring 
local customers through 
your doors.

3. Claim and Optimize 
Your Google My 
Business Profile

If you haven’t claimed your 
Google My Business (GMB) 
profile yet, now is the time 
to do so. A well-optimized 
GMB listing is one of the 
easiest ways to enhance 
your online presence and 
attract local customers. 
Your GMB profile is what 
shows up when people 
search for your business 
on Google Maps or in local 
search results. Make sure 
your profile is complete 
with up-to-date business 

information, hours, 
high-quality images, 
and regular posts. 
Encourage satisfied 
customers to leave 
positive reviews, as 
these can have a huge 
impact on potential 
customers deciding 
whether to choose your 
business.

4. Leverage Social 
Media to Connect with 
Your Community

Social media is a powerful 
tool for local businesses 
because it allows you 
to engage with your 
community in real time. 
But don’t just create posts 
for the sake of posting—
aim to build relationships. 
Share behind-the-scenes 
stories, highlight local 
events, and celebrate 
your customers’ successes. 
Consider creating content 
that taps into local pride, 
such as showcasing 
partnerships with 
other local businesses 
or participating in 
community challenges. 
Being authentic and 
community-focused is 
key to standing out from 
big brands that lack the 
personal touch.

5. Create a Referral 
Program

Word-of-mouth marketing 



is one of the oldest and 
most effective ways to 
grow a local business. 
After all, people trust 
recommendations from 
friends and family more 
than any other form of 
advertising. To amplify this, 
create a referral program 
that rewards your current 
customers for bringing 
in new business. For 
example, offer a discount, 
a small gift, or a service 
upgrade in exchange for 
referrals. Make the process 
simple and the rewards 
worthwhile, and soon 
you’ll have customers 
eager to spread the word.

6. Engage in Local 
Sponsorships and 
Community Events

One of the best ways to 
become a recognized 
and trusted business in 
your area is by actively 
participating in the 
community. Look for 
opportunities to sponsor 
local events, such as 
charity runs, school 
fundraisers, or sports 
teams. Setting up a booth 
at a local fair or farmers’ 
market is another great 
way to get face time with 
potential customers. Even 
small contributions, like 
donating products for a 
school raffle, can create 
positive associations with 
your brand. The goal is to 

show that you are invested 
in the community, not 
just as a business, but as a 
neighbor.

7. Partner With Other 
Local Businesses

Collaboration, rather than 
competition, is often a 
more effective strategy 
for growth. Partner with 
complementary local 
businesses to create 
win-win situations. For 
instance, if you own a 
bakery, you could team 
up with a local coffee 
shop to offer a combined 
breakfast package. These 
partnerships allow you 
to tap into each other’s 
customer bases, increase 
exposure, and create a 
stronger local network. 
It’s about building an 
ecosystem where all 
involved businesses can 
thrive together.

8. Create Localized 
Content

Content marketing is a 
powerful way to establish 
your expertise, but when it 
comes to local businesses, 
your content should have 
a distinctly local flavor. 
Start a blog that covers 
topics of interest to your 
community, such as “The 
Best Hiking Trails Near 
Denver” or “How to Plan 
the Perfect Backyard 

Barbecue in Austin.” 
Share stories about your 
business’s involvement 
in local events or 
interviews with other local 
entrepreneurs. Not only 
does this provide value 
to your audience, but it 
also boosts your local SEO 
efforts by showing search 
engines that your business 
is relevant to the area.

9. Build an Email List and 
Use It Wisely

Email marketing is often 
underutilized by local 
businesses, but it can 
be incredibly effective 
for organic growth. 
Build a list by offering 
a small incentive, like a 
discount or a free guide, 
in exchange for customers’ 
email addresses. Once 
you have their contact 
information, use it to share 
exclusive promotions, 
upcoming events, and 
helpful tips. The key is to 
keep your emails relevant 
and personal, ensuring 
that your customers look 
forward to seeing your 
name in their inbox.

10. Host Workshops, 
Classes, or In-Store 
Events

Nothing beats face-to-
face interaction when it 
comes to building trust 
and loyalty. Consider 
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hosting workshops, 
classes, or in-store events 
that provide value to 
your community. If you’re 
a fitness studio, offer a 
free class for beginners. 
If you own a pet store, 
host a pet adoption 
day in partnership with 
a local animal shelter. 
These events not only 
attract foot traffic but 
also position your 
business as an active and 
supportive member of the 
community.

11. Use Customer 
Testimonials to Your 
Advantage

Social proof is incredibly 
influential, especially for 
small businesses. When 
potential customers see 
that others have had a 
great experience with 
your business, they’re 
more likely to choose 
you over a competitor. 
Collect testimonials from 
satisfied customers and 
showcase them on your 
website, social media, 
and even within your 
physical location. Video 
testimonials, in particular, 
can be very powerful, as 
they put a real face to the 
words.

12. Get Involved in Local 
Online Groups

Online communities, 

like Facebook Groups or 
neighborhood forums, are 
great places to engage 
with local customers. 
Join groups where your 
potential customers 
spend time and look for 
opportunities to offer 
helpful advice, answer 
questions, or share your 
expertise without being 
overly promotional. By 
positioning yourself as a 
helpful member of the 
community, you build 
goodwill that can translate 
into business later on.

13. Implement Customer 
Loyalty Programs

It is often said that it’s 
cheaper to retain a 
customer than to acquire 
a new one. A loyalty 
program can help you do 
just that. Offer rewards 
for repeat purchases, 
such as a free product or 
a discount after a certain 
number of visits. Make it 
easy for customers to track 
their rewards and redeem 
them. Loyalty programs 
not only encourage repeat 
business but also make 
customers feel valued and 
appreciated.

14. Consistently Ask for 
Feedback and Act on It

Your customers are your 
best source of information 
on what’s working and 

what isn’t. Regularly ask 
for feedback and reviews, 
and more importantly, 
show that you’re listening 
by implementing their 
suggestions. Whether it’s 
tweaking a product or 
adjusting your business 
hours, these small changes 
show that you value your 
customers’ opinions. 
And when customers 
feel heard, they’re more 
likely to become loyal 
advocates.

15. Grow Organically by 
Growing Relationships

Organic growth is all 
about building genuine 
relationships with your 
local community. By 
understanding your 
audience, optimizing 
your online presence, and 
actively participating in 
community life, you can 
attract new customers 
without breaking the 
bank. Keep your efforts 
focused on providing 
value, being authentic, and 
showing up consistently. 
Over time, you will 
cultivate a loyal customer 
base and establish a 
strong presence that no 
paid advertisement can 
match. With patience 
and persistence, your 
local business can grow 
organically, one satisfied 
customer at a time.
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As a small business owner, 
staying present online isn’t 
just a recommendation—
it’s a necessity. Brands that 
want to thrive need to be 
where their customers 
are, and more often than 
not, that’s on social media. 
But simply being on social 
media isn’t enough. To 
truly make an impact, you 
need a strategic approach 
that ensures your content 
is consistent, engaging, 
and aligned with your 
overall business goals. This 
is where a social media 
calendar comes into 
play. If you’ve ever found 
yourself scrambling for 
content ideas or posting 
inconsistently, it’s time 
to consider integrating a 
social media calendar into 
your strategy.

Why Use a Social Media 
Calendar?

Imagine social media as a 
grand orchestra and your 
content as the individual 
instruments. Without a 
conductor—your social 
media calendar—the 
resulting performance 
would be chaotic. A social 
media calendar acts as 
the conductor, bringing 
everything together in 
harmony. It organizes your 
content, gives structure to 
your posting schedule, and 
provides a clear roadmap 
for what to share, when, 
and where. This tool keeps 
your messaging consistent 
and helps avoid the panic 
that arises when you realize 
you have nothing to post. 
With a calendar in place, 

you’re always a step ahead.

1. Avoid the Pitfalls of 
Inconsistent Posting

One of the biggest 
mistakes brands make is 
being inconsistent. They 
may have periods of high 
activity followed by long 
silences. This erratic pattern 
not only confuses your 
audience but can also 
cause you to lose valuable 
engagement. A social 
media calendar keeps you 
on track. When you can 
see your entire months’ 
worth of content laid 
out, it becomes easier to 
maintain a steady stream of 
posts. And consistency, as 
any marketer knows, is key 
to building a reliable and 
engaged following.

Utilizing a Social Media Calendar to Keep Up 
with Staying Present Online



2. Plan Content Around 
Important Dates and 
Events

Another advantage of 
using a social media 
calendar is that it allows 
you to plan content around 
holidays, industry events, 
and trending topics. 
Whether it’s a major holiday 
like Christmas or a niche 
celebration relevant to 
your business, scheduling 
posts in advance ensures 
you’re not missing out on 
important opportunities. 
Think about it: would 
you rather rush to create 
a last-minute post on 
International Women’s Day, 
or have a well-thought-out 
campaign ready to go? 
With a calendar, you can 
strategically plan these 
moments and create posts 
that are impactful and 
timely.

3. Improve Content 
Quality and Creativity

When you’re posting 
on the fly, your content 
tends to be less polished. 
A social media calendar 
allows you to think ahead, 
brainstorm ideas, and put 
more effort into crafting 
high-quality posts. You can 
plan for visually appealing 
graphics, engaging 
captions, and even multi-
step campaigns that 
unfold over several days. By 

having the space to think 
creatively, your content 
naturally becomes more 
compelling. This proactive 
approach not only attracts 
more attention but also 
strengthens your brand’s 
identity.

4. Balance Promotional 
and Non-Promotional 
Content

A common trap brands 
fall into is creating overly 
promotional content. While 
it’s important to highlight 
your products or services, 
too much promotional 
content can turn off your 
audience. With a social 
media calendar, you can 
maintain a healthy balance 
by scheduling non-
promotional posts, such 
as educational content, 
industry news, or even just 
lighthearted, entertaining 
posts. This variety keeps 
your audience engaged 
and positions your brand 
as more than just a seller, 
but as a valuable resource 
and engaging presence in 
their feeds.

5. Coordinate Across 
Multiple Platforms

Most brands don’t limit 
themselves to a single 
social media platform. 
You might be active on 
Facebook, Instagram, 
LinkedIn, Twitter, and 

TikTok—all at once. Trying 
to juggle content for 
all these platforms can 
become overwhelming. 
A social media calendar 
helps you manage this 
complexity by giving you 
a single place to plan and 
visualize your content for 
each channel. You can 
tailor your messaging 
for each platform while 
maintaining a cohesive 
strategy, ensuring you’re 
leveraging each one to its 
fullest potential.

6. Stay Ahead of Seasonal 
Trends

Seasonality can make or 
break your social media 
presence. Think of how 
certain trends emerge 
around particular times 
of the year—like back-to-
school in the fall or holiday 
shopping in winter. A 
well-planned social media 
calendar helps you prepare 
for these seasonal trends 
in advance. You can craft 
campaigns around major 
shopping days like Black 
Friday or use data from 
past years to predict when 
certain topics will peak. 
This way, you’re always 
prepared to ride the wave 
rather than scrambling to 
catch up.

7. Monitor and Adjust 
Your Strategy

Social media isn’t a set-
15



it-and-forget-it strategy. 
You need to constantly 
evaluate what’s working 
and what’s not. A social 
media calendar makes it 
easy to track which posts 
are performing well and 
which aren’t meeting 
expectations. With this 
bird’s-eye view, you can 
make adjustments on the 
fly, swap out content, and 
fine-tune your strategy to 
maximize engagement. 
Think of it as having a 
playbook that you can edit 
as you go along to ensure 
you are always hitting your 
goals.

8. Save Time and Reduce 
Stress

We all know the stress of 
trying to whip up a social 
media post when you’re 
under the gun. Having 
a calendar eliminates 
this pressure. When your 
content is planned and 
scheduled in advance, you 
free up mental space to 
focus on other aspects of 
your business. And let’s 
be honest…marketing 
is already demanding 
enough. By taking this 
proactive approach, you 
can reduce burnout and 
operate in a much calmer, 
more controlled manner.

9. Encourage Team 
Collaboration

If you have a team 

handling social media, 
a calendar becomes an 
invaluable collaboration 
tool. Everyone can see the 
schedule, suggest ideas, 
and contribute without 
stepping on each other’s 
toes. A shared calendar 
also helps keep everyone 
aligned on the overall 
strategy, preventing 
miscommunications and 
ensuring that your brand’s 
voice remains consistent 
across all posts. Even if 
you’re a solo entrepreneur, 
a calendar provides clarity 
and structure, making it 
easier to manage your 
content creation.

10. Facilitate Content 
Repurposing

Content repurposing is a 
great way to maximize the 
value of your efforts. With a 
social media calendar, you 
can plan how to repurpose 
blog posts, articles, and 
other content into bite-
sized social media snippets. 
For instance, a long-form 
blog can be broken down 
into a series of Instagram 
posts, tweets, and LinkedIn 
updates. 

By planning this in 
advance, you can ensure 
that every piece of content 
you create is stretched 
to its fullest potential, 
providing ongoing value to 
your audience.

11. Gain Insights for 
Future Campaigns

As you use your social 
media calendar, you’ll start 
gathering valuable insights 
into your audience’s 
preferences and behaviors. 
Do they engage more on 
certain days of the week? 
Which types of posts 
perform best? Over time, 
this data can guide your 
future campaigns and help 
you refine your strategy. A 
social media calendar isn’t 
just a planning tool—it is a 
learning tool that helps you 
continuously improve.

12. Maintain a Consistent 
Brand Voice

Your brand voice is a crucial 
component of your online 
identity. A social media 
calendar helps ensure 
that your voice remains 
consistent across all 
platforms. By planning your 
content in advance, you 
can ensure that every post, 
caption, and hashtag is in 
line with your brand’s tone 
and style. This consistency 
is key to building a strong, 
recognizable presence 
that resonates with your 
audience.

13. Build Anticipation 
with Teasers and 
Previews

One powerful use of a 
social media calendar 
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is the ability to build 
anticipation for upcoming 
launches or events. You 
can plan a series of teaser 
posts, behind-the-scenes 
previews, and countdowns 
to create buzz. With 
everything mapped out 
in advance, you have the 
time to build a compelling 
narrative that keeps your 
audience hooked and 
excited for what’s to come.

14. Create Space for 
Spontaneity

While a social media 
calendar provides structure, 
it doesn’t mean you 
cannot be spontaneous. 
In fact, having a well-

planned calendar gives 
you more freedom to 
jump on unexpected 
trends or newsworthy 
events because you’re not 
scrambling to fill in gaps. 
With your core content 
already scheduled, you 
can seize opportunities 
as they arise, making 
your social presence feel 
more dynamic and in-the-
moment.

Your Roadmap to Online 
Success

Incorporating a social 
media calendar into your 
strategy isn’t just about 
organization—it’s about 
optimization. It helps you 

maintain consistency, 
improve content quality, 
and strategically plan 
around important dates 
and trends. By giving you 
a clear view of what’s 
coming up, it reduces stress 
and allows you to focus on 
crafting the best content 
possible. If you are serious 
about staying present 
online and maximizing 
your social media efforts, a 
social media calendar is the 
roadmap you need to keep 
your strategy on track and 
your audience engaged.

Get started today, and 
watch your online 
presence transform from 
chaotic to cohesive!

WE BUILD
BRANDS

Social Media Marketing

Google & Social Media Ads

Video Marketing

Website Design & Services

Email Marketing

Reputation Management

And Much, Much More!

Contact Us Today!
(215) 393-9787
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Holiday Email Marketing Tips 
to Sleigh the Season



The holiday season is a 
time of joy, celebration, 
and—let’s face it—a flurry 
of shopping. For local 
businesses, it’s a prime 
opportunity to connect 
with customers and 
boost sales. But how do 
you stand out in a sea of 
promotions? The answer is 
simple: through effective 
email marketing. 

Email is one of the most 
powerful tools in your 
marketing arsenal, offering 
a direct line to your 
customers and allowing 
you to craft a personalized 
experience. If you want to 
turn your subscribers into 
holiday shoppers, then it’s 
time to step up your email 
game. With these holiday 
email marketing tips, you’ll 
be ready to “sleigh” the 
season.

1. Start With a Strong 
Subject Line

Your subject line is 
like a front door—it’s 
what invites people to 
come inside. During the 
holiday rush, inboxes 
are overflowing with 
promotional emails. To 
capture attention, your 
subject line needs to 
be catchy, concise, and 
compelling. Consider 
using emojis to add a 
festive touch or playful 
phrases like “Unwrap Your 

Savings!” or “Get Holiday-
Ready!” Avoid being too 
vague or overly formal. 
Remember, the goal is 
to make readers curious 
enough to open your 
email and see what’s 
inside.

2. Create a Sense of 
Urgency

The holiday season is all 
about timing. Leverage 
this by creating a sense 
of urgency in your emails. 
Use phrases like “Limited 
Time Offer” or “Ends Soon!” 
to encourage immediate 
action. Countdown timers 
are another powerful 
tool—they visually remind 
customers that time is 
running out. When people 
feel a sense of urgency, 
they are more likely to 
act quickly, whether it’s 
purchasing a gift, booking 
a service, or signing up for 
a special offer.

3. Personalize Your 
Messaging

Personalization isn’t 
just a nice touch—it’s 
a necessity. The more 
relevant your emails 
feel, the more likely your 
audience will engage. 
Use your customer data 
to tailor your messaging 
based on past purchases, 
browsing history, and 
demographics. Start 

with the basics, like 
using the recipient’s first 
name, and build from 
there. For example, if 
a customer frequently 
buys tech gadgets, send 
them a holiday gift guide 
featuring the latest 
gadgets. Personalization 
shows your customers 
that you understand their 
needs and preferences.

4. Segment Your 
Audience

While personalization 
makes your emails more 
engaging, segmentation 
takes it to the next level. 
Divide your email list into 
specific segments based 
on factors like shopping 
behavior, location, or 
engagement levels. This 
allows you to send highly 
targeted messages. For 
example, you might send 
one campaign to high-
spending customers 
with exclusive offers, 
while another campaign 
highlights affordable gifts 
for budget-conscious 
shoppers. Segmentation 
ensures that your emails 
resonate with each group, 
maximizing the chances of 
conversion.

5. Craft a Holiday Gift 
Guide

One of the best ways 
to help your customers 
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during the holiday season 
is to provide them with 
a curated gift guide. Not 
everyone knows what 
they want to buy, and 
sometimes they need a 
little inspiration. Create a 
visually appealing guide 
that highlights your 
products or services, 
grouped into categories 
like “Gifts for Her,” “Gifts 
Under $50,” or “Stocking 
Stuffers.” Make it easy for 
your readers to browse, 
click, and purchase directly 
from the email. A well-
designed gift guide not 
only drives sales but also 
positions your brand as a 
helpful resource.

6. Highlight Special 
Offers and Discounts

Holiday shoppers are 
always on the lookout 
for a good deal. Make 
sure your emails clearly 
communicate any special 
offers, discounts, or 
holiday promotions you’re 
running. Whether it’s “Buy 
One, Get One Free” or a 
simple percentage off, 
highlight these deals in a 
prominent place within 
your email.

 Use bold text, eye-
catching colors, and even 
holiday-themed graphics 
to draw attention. The 
easier it is for customers to 
spot your offers, the more 

likely they are to act on 
them.

7. Incorporate Festive 
Visuals and Themes

The holiday season 
is all about visuals. 
Think twinkling lights, 
snowflakes, and 
festive decorations. 
Give your emails a 
seasonal makeover by 
incorporating holiday-
themed graphics, colors, 
and fonts. But don’t 
overdo it—keep it tasteful 
and aligned with your 
brand.

Adding subtle touches, 
like a snowy background 
or a red and green color 
scheme, can create a 
festive mood without 
overwhelming your 
readers. Remember, it’s 
about enhancing the 
experience, not distracting 
from the message.

8. Optimize for Mobile

With more than half of all 
emails being opened on 
mobile devices, optimizing 
for mobile is crucial. Make 
sure your emails are 
responsive and look great 
on screens of all sizes. 
Keep your subject lines 
short, use large buttons 
that are easy to tap, and 
break up your content into 
digestible chunks. No one 

wants to pinch and zoom 
to read your message. 
A seamless mobile 
experience can make 
the difference between a 
conversion and a delete.

9. Send a Series of 
Holiday Emails

Instead of sending a 
single promotional email, 
consider creating a series 
of holiday-themed emails 
to keep your audience 
engaged throughout the 
season. For example, start 
with a “Holiday Preview” 
email, followed by “Early 
Bird Discounts,” and then 
ramp up to “Last-Minute 
Gift Ideas.” A well-planned 
email series can build 
anticipation and keep 
your brand top-of-mind 
during the entire holiday 
shopping period. Each 
email should have its own 
unique angle but tie into 
the overall theme.

10. Leverage 
Customer Reviews and 
Testimonials

Customer reviews are 
powerful social proof 
that can significantly 
influence purchasing 
decisions. Include glowing 
testimonials and user-
generated content in 
your holiday emails to 
build trust and credibility. 
For example, you can 
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showcase a 5-star review 
alongside a featured 
product or share a 
customer’s photo with a 
heartfelt holiday message. 
This not only boosts the 
appeal of your products 
but also makes your emails 
feel more authentic and 
relatable.

11. Create an Exclusive 
VIP Offer

Make your loyal customers 
feel special by sending 
them an exclusive 
offer. Whether it is early 
access to a sale or a 
special discount, an 
exclusive deal rewards 
your best customers 
and encourages repeat 
business. 

Use language like “Just 
for You” or “VIP Early 
Access” to emphasize the 
exclusivity. These offers 
make your subscribers feel 
valued and appreciated, 
strengthening their loyalty 
to your brand.

12. Test, Measure, and 
Optimize

Holiday email campaigns 
should never be a “set it 
and forget it” strategy. Use 
A/B testing to experiment 
with different subject lines, 
visuals, and call-to-action 
buttons. Monitor your 
open rates, click-through 

rates, and conversions to 
see what is working and 
what is not. If you notice a 
particular type of content 
is resonating, double 
down on it. The more you 
test and optimize, the 
better your results will be.

13. Include a Clear Call-
to-Action

Every email should have 
a clear goal and a single, 
focused call-to-action 
(CTA). Whether it’s “Shop 
Now,” “Get the Deal,” or “See 
Our Gift Guide,” your CTA 
should stand out visually 
and leave no doubt about 
the next step. 

Avoid cluttering your 
email with multiple CTAs, 
as this can confuse the 
reader. Make sure your CTA 
buttons are large enough 
to tap easily and placed 
prominently within your 
email.

14. Send a Heartfelt 
Thank You

The holiday season is 
a time for gratitude, so 
don’t forget to thank your 
customers. Send a simple, 

heartfelt email expressing 
your appreciation for 
their support throughout 
the year. This can be a 
standalone message or 
included in a promotional 
email. Genuine 
expressions of thanks can 
go a long way in building 
lasting relationships and 
making your customers 
feel valued.

Plan, Personalize, and 
Perform

Holiday email marketing 
is more than just 
sending out seasonal 
promotions—it’s about 
creating a thoughtful, 
engaging experience 
that resonates with your 
audience. By starting 
with strong subject 
lines, segmenting 
your audience, and 
incorporating festive 
themes, you can craft 
emails that capture 
attention and drive sales. 
Keep optimizing, stay 
authentic, and remember 
to thank your customers 
for their support. With 
these strategies in place, 
your holiday email 
campaigns will be well-
positioned to sleigh the 
season and deliver merry 
results for your business.

Happy emailing and may 
your holiday campaigns 
be merry and bright!
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How to Build Loyal Customers 
for Your Local Business

For local businesses, customer loyalty is more than just a goal—it is the lifeblood 
of sustainable success. While large companies may compete on price or product 
selection, local businesses often win by creating a personalized experience and 
fostering meaningful relationships. But building a loyal customer base doesn’t 
happen overnight. It requires a deliberate, thoughtful approach that blends 
customer service, community involvement, and unique value propositions. If you are 
looking to transform one-time visitors into repeat customers who champion your 
brand, here’s how to get started.
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1. Deliver Unmatched 
Customer Service

Customer loyalty begins 
with exceptional service. 
In an era when consumers 
have endless options, 
good service alone won’t 
set you apart—it has to 
be exceptional. Every 
interaction, whether it’s in 
person, over the phone, 
or via email, should leave 
your customers feeling 
valued and appreciated. 
Train your staff to go 
above and beyond, listen 
actively to customer 
needs, and resolve issues 
swiftly. 

Remember, loyal 
customers are often born 
from how you handle 
things when they don’t go 
perfectly. When customers 
know they can rely on you, 
they’re far more likely to 
return and recommend 
your business to others.

2. Get to Know Your 
Customers Personally

Local businesses have a 
unique advantage: the 
opportunity to build 
personal relationships 
with customers. Take the 
time to learn your regulars’ 
names, preferences, and 
even the small details 
like their favorite order 
or preferred service time. 
Small gestures—such as 

greeting a customer by 
name or remembering a 
previous conversation—
create a personalized 
experience that can’t be 
replicated by larger chains. 
These small touches foster 
a sense of connection 
and make your customers 
feel like more than just a 
number.

3. Create a Welcoming 
Atmosphere

First impressions 
matter. Make sure your 
business environment is 
welcoming, clean, and 
reflective of your brand’s 
personality. Whether it’s 
a cozy café, a lively retail 
store, or a professional 
office, the atmosphere 
should feel inviting and 
comfortable. 

Consider adding unique 
local touches, such as 
featuring products from 
other nearby businesses 
or incorporating local art. 
A pleasant atmosphere 
encourages customers 
to linger, enjoy their 
experience, and think 
fondly of your business 
long after they leave.

4. Consistency is Key

When it comes to building 
loyalty, consistency is 
everything. Customers 
should know what to 

expect every time they 
walk through your door 
or interact with your 
brand online. This includes 
product quality, service 
standards, and even the 
ambiance of your business. 
Inconsistent experiences 
can erode trust and make 
customers less likely to 
return. If you’ve set high 
expectations, make sure 
you’re meeting them every 
time. Consistency builds 
reliability, and reliability 
breeds loyalty.

5. Offer a Loyalty 
Program

Loyalty programs are 
a tried-and-true way 
to encourage repeat 
business. Whether it’s a 
simple punch card system 
or a more sophisticated 
points-based program, 
rewarding customers for 
their continued patronage 
makes them feel valued 
and gives them a reason 
to come back. 

Consider offering perks 
such as discounts, free 
products, or exclusive 
access to new offerings. 
Tailor the program to fit 
your brand and make 
it easy for customers to 
understand and use. A 
well-designed loyalty 
program can turn casual 
customers into loyal 
advocates.
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6. Show Appreciation 
Beyond Transactions

Building loyalty goes 
beyond discounts and 
rewards—it’s about 
making customers feel 
appreciated. Send a 
handwritten thank-
you note to your 
top customers, offer 
complimentary treats 
on special occasions, or 
spotlight loyal customers 
in your social media 
posts. The key is to show 
genuine appreciation in 
a way that feels personal, 
not transactional. When 
customers feel like they 
matter to your business, 
they’re more likely to stick 
around and spread the 
word.

7. Be an Active Member 
of the Community

Local businesses thrive 
when they’re integrated 
into the community. 
Sponsor local events, 
participate in charity 
drives, or collaborate with 
other local businesses. 
Being visible and actively 
contributing to your 
community helps build 
a positive reputation and 
strengthens your bond 
with local customers. 

When people see that 
your business is invested in 
the local area, they’re more 

likely to 
support 
you—
not just 
because 
of what 
you 
sell, but 
because 
of what 
you 
stand 
for.

8. Create Memorable 
Experiences

People may forget what 
you say, but they’ll 
remember how you 
made them feel. Create 
memorable experiences 
that go beyond just 
selling a product or 
service. Host fun events, 
offer workshops, or 
surprise customers 
with unexpected perks. 
These experiences create 
positive associations 
with your brand and give 
customers something 
to talk about. When you 
make a lasting impression, 
customers are more likely 
to return and bring their 
friends with them.

9. Leverage Social Media 
to Build Relationships

Social media isn’t just 
for promotions—it’s a 
powerful tool for building 
relationships. Engage 

with your followers by 
responding to comments, 
sharing user-generated 
content, and showcasing 
behind-the-scenes 
glimpses of your business. 

Use social media to tell 
your story and highlight 
your connection to the 
community. The goal is 
to humanize your brand 
and show that there are 
real people behind the 
business who care about 
their customers.

10. Ask for and Act on 
Feedback

Loyalty is built when 
customers feel heard. 
Regularly ask for feedback 
through surveys, 
comment cards, or 
casual conversations, and 
act on what you learn. 
If customers suggest 
improvements, let them 
know when you’ve made 
changes based on their 
input. When people 
see that their opinions 
matter and that you’re 
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committed to continuous 
improvement, they feel a 
stronger sense of loyalty 
and investment in your 
success.

11. Surprise and Delight 
Your Customers

Everyone loves a 
good surprise. Delight 
your customers with 
unexpected perks, such as 
complimentary samples, 
a surprise discount, or a 
free upgrade. The goal is 
to exceed expectations in 
ways that are unexpected 
and memorable. These 
small gestures can turn 
a routine visit into a 
delightful experience and 
leave a lasting positive 
impression. A little 
generosity can go a long 
way in turning a customer 
into a loyal fan.

12. Share Your Story

Every business has a story, 
and sharing yours can be a 
powerful tool for building 
loyalty. Use your website, 
social media, and in-
store signage to tell your 
story—how you started, 
what you value, and what 
makes your business 
unique. Customers are 
more likely to support a 
business when they feel 
connected to its story and 
mission. Highlighting your 
journey, struggles, and 

successes can humanize 
your brand and make 
people root for your 
success.

13. Train Your Staff to 
Reflect Your Values

Your team is the face 
of your business, and 
their interactions with 
customers can make or 
break loyalty. Invest in 
training that emphasizes 
not just technical skills, 
but also customer service, 
empathy, and problem-
solving. Encourage your 
staff to embody the values 
that your business stands 
for. When your team is 
engaged, friendly, and 
knowledgeable, it creates 
a positive experience for 
your customers that keeps 
them coming back.

14. Maintain a 
Consistent Online 
Presence

A strong online presence 
is just as important as your 
in-person interactions. 
Make sure your website 
is up to date, your social 
media channels are 
active, and your online 
reviews are monitored 
and responded to. Being 
accessible online allows 
customers to connect with 
your business outside of 
regular business hours 
and builds a sense of 

continuity. A consistent, 
positive online presence 
complements your offline 
efforts and reinforces your 
brand’s reliability.

Build Loyalty by Building 
Relationships

Building loyal customers 
for your local business 
isn’t about quick wins 
or flashy promotions—
it is about creating 
genuine relationships. It 
requires a combination 
of exceptional service, 
personalized experiences, 
and consistent value. 
By investing in your 
customers and your 
community, you create 
a business that people 
don’t just want to shop 
at—they want to support. 
The goal is to make every 
customer interaction 
meaningful, memorable, 
and positive. When 
customers feel a personal 
connection to your brand, 
they are more likely to 
return, recommend you 
to others, and become 
lifelong advocates for your 
business.

So, focus on nurturing 
relationships, adding 
value, and being present 
in your community, 
and you’ll build a loyal 
customer base that keeps 
coming back, season after 
season.
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October was originally the eighth month in the ancient Roman calendar, which 
is reflected in its name derived from the Latin word “octo,” meaning eight. When 
January and February were added to the calendar, it shifted to become the tenth 
month. 

•	October 1, 1971: Walt Disney World opened its doors in Orlando, Florida, 
becoming one of the most popular tourist destinations and magical theme 
parks in the world.

•	October 4, 1957: The Soviet Union launched Sputnik 1, the first artificial 
satellite, marking the beginning of the space age and the global space race.

•	October 6, 1927: The first “talkie” film, The Jazz Singer, premiered, transforming 
the movie industry by introducing synchronized sound and ending the silent 
film era.

•	October 29, 1929: The infamous “Black Tuesday” stock market crash occurred, 
triggering the start of the Great Depression and altering the global economic 
landscape.

www.CroydonGate.com(215) 393-9787
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2024 Holiday Planning Guide
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When Consumers Start Their Holiday Shopping

Before 
September

September October November December

of consumers plan to purchase 
mostly from Retail Websites like 
Amazon, Walmart & Target

Top Factors Influencing Gift Purchases

66% of shoppers delay major purchases 
until Cyber Week for better deals

23%
of shoppers will start 
their shopping on Search 
Engines such as Google

27%
of consumers prefer going directly 
to a Brand or Retailers site, showing 
loyalty to brands they trust

45%
of Gen Z and Millennials report 
using social media as their 
go-to source for finding gifts

52%
Discounts/
Promotions

62%
Saving Time with Fast 

Delivery and Buy Online, 
Pick Up In-Store options

57%
Easy Returns 
& Exceptional 

Customer Service

Top Platforms for Holiday Shopping

64% of consumers plan to do most of 
their holiday shopping online

SALE! 30% OFF
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