
How to Sell Print 
at Christmas
Making the most of peak print season!







   

It may be hard to believe but if you haven’t started your Christmas planning yet, now is 
the time to start. The run up to Christmas is the busiest time of year for print sales. This 
year might feel a little diff erent but there are still opportunities to be had and you don’t 
want to miss out!

In this book, you’ll discover how to forge a killer Christmas marketing campaign and, 
ultimately, maximise your profi t margins.

We’ll discuss how diff erent clients will be preparing for the season, including any new 
coronavirus concerns, and what that means for their print needs. Then, we’ll look at 
how Christmas invites fresh opportunities for upselling. Finally, you’ll be able to take 
this knowledge and create a strategy tailored to you and your business.

Let’s make the most of it all! 
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STEP 1: 
What Does 
Christmas 
Mean to Your 
Customers?
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Join us as we explore diff erent audiences 
that you could be targeting this 
Christmas, from charities to restaurants 
and bars. Understand what they hope to 
achieve over the holiday season and how 
print can help them do that. Remember, 
off ering genuine help is the best way to 
drive in sales and increase profi ts.
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What Does 
Christmas 
Mean to...
Restaurants
& Bars?
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Featured Products

Table-Top Display Items – Table talkers, tent cards, 
and strut cards are brilliant multi-purpose print 
choices around a restaurant or bar! Clients could use 
them to advertise Christmas bookings, to promote 
seasonal off ers, or simply as “Reserved” markers.

Posters – If your clients want to keep their surfaces 
clear, posters can be another way to promote off ers 
and upcoming events. Choose from a range of sizes to 
ensure your client’s message will be perfectly visible 
wherever they need it.

Branded Dividers – Lots of restaurants and bars will 
have made sneeze guards and desk dividers part of 
their regular furniture in the wake of coronavirus. Why 
not update their dividers with new, seasonal artwork?

Christmas is a social time – everyone wants to 
see friends and celebrate another year with their 
colleagues. And where are these merry-makers going 
to turn? To their local restaurants and bars, that’s 
where! Though things may be a little diff erent this 
year, your clients in this industry are still likely to see a 
seasonal surge.

When you’re talking to these clients, make sure you’re 
focussed on helping them achieve these goals…

• Advertising and fi lling Christmas reservation slots
• Promoting their festive menus and special off ers
• Keeping their premises safe for both staff  and 
  customers
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Menus – Most restaurants and bars will be off ering 
some Christmas themed items, if not a completely 
new set menu. Flyers and leafl ets are perfect for menu 
creation. Whether it’s an A5 fl at fl yer for specials, DL 
4pp leafl ets for drinks menus, or a 1/3A3 6pp leafl et for 
a full main menu! Whatever the case may be, make 
sure it is eye-catching, on brand, and 100% festive!

Upselling Opportunity: Consider adding an anti-
bacterial lamination to items which are going to be 
handled by lots of diff erent people.

Cross Selling Opportunity: Pair posters with snap 
frames to make it easier to update them when needed, 
or pair them with an A-frame to take your client’s 
message to the streets!



What Does 
Christmas 
Mean to...
Events 
Teams?
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Featured Products

Banners – You might think that preparing a venue just 
means putting up decorations, but did you realise how 
important print is in venue prep? A roller banner at the 
entrance will help welcome guests while posters and 
totem eco banners can be used to mark directions to the 
event.

Business Cards – The classic business card is a hugely 
important tool for building new relationships so get your 
clients a card that delivers a strong fi rst impression. 
However, did you know that business cards can also be 
repurposed to make drinks vouchers, or place name cards?

Posters & Signage – Print can also be used at events to 
keep everyone safe. You can recommend that your client 
has regular social distancing reminders posted around the 
premises, and handwashing guidelines in every bathroom.

Much like restaurants and bars, Christmas parties are 
a big thing at this time of year. Unlike restaurants and 
bars, events teams have to think about more than just 
the food! Do they have their own venue or are they hiring 
somewhere? Is it a private event? Will there be food?

Check the government’s coronavirus guidelines 
regularly for the latest updates that could aff ect this 
industry.

To sell to these clients, you need to emphasise how 
you can help them to…

• Advertise their services to their clients
• Organise the logistics of getting guests to the venue
• Ensure the event runs smoothly and safely

Flyers & Leafl ets  – Possibly the most versatile print 
items ever, fl yers and leafl ets can be used for all sorts 
by events teams. Flyers can act as invites, tickets, 
and RSVP forms. Dress them up for the occasion by 
choosing a creative stock or some special fi nishes. Plus, 
your clients can send leafl ets to potential clients and 
promote their services!
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Upselling Opportunity: Use special fi nishes like Spot 
UV and foiling to make their business cards embody the 
excitement your clients can bring to their events.

Cross Selling Opportunity: Pop-up exhibition stands 
make fantastic photo backdrops if your clients are 
looking for a cheaper alternative to hiring a photo booth.



What Does 
Christmas 
Mean to...
Retailers?
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Featured Products

Window Stickers – Pull in customers off  the street 
with an enticing window display. Vinyl window stickers 
are durable enough to last the whole Christmas 
season, promoting the best deals to be found in-store. 
Your clients can even use them beyond Christmas to 
communicate their coronavirus policies.

Signage – Help your client promote a great deal, advertise 
their holiday opening times, or remind customers to wear a 
face mask. Signage can do all of that. With stocks like display 
board, foam PVC, or Correx to choose from, you can create 
all the inner and outdoor signage that your clients need.

Floor Stickers – Is your client one of those who 
implemented a new one-way fl ow through their store? 
Those one-way markers are now just another opportunity to 
bring Christmas into the shop! Talk with your clients about 
getting a fresh set of fl oor stickers with a seasonal theme.

When it comes to retail at Christmas, we’ve got one 
word for you; sales! Your high street stores will be 
fi lled with bargains and bundles to entice passers-
by. They’re also likely to redesign everything within 
their store to look more festive, even in places where 
they’re not promoting a particular sale. 

Given how many opportunities there are for print in 
a shop, this could be a lot work! Guide your clients 
through it all by helping them to…

• Promote sales both within and outside the store
• Ensure festive theme is carried throughout all 
   in-store print
• Keep customers and staff  safe
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Shelving Accessories – Bring Christmas into the store 
at every opportunity with a whole new set of shelving 
print! Aisle fi ns, shelf talkers, shelf wobblers and data 
strips will all need a Christmas update. Plus, they’re a 
quick way to draw attention to a bargain!

Upselling Opportunity: PVC posters are easier to wipe 
down than silk stock posters. Suggest this to help clients 
keep stores as clean as possible.

Cross Selling Opportunity: Window clings are a great 
alternative to vinyl stickers and can be moved easily for 
temporary window displays.



What Does 
Christmas 
Mean to...
Charities?
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Featured Products

Booklets – Even charities without a physical store 
are likely to create a Christmas catalogue which will 
be distributed to their mailing list. Work with them to 
create a beautiful booklet that isn’t too heavy to send 
in the post.

Display Marketing Print – Many charities work to get 
their name visible in their local area through hiring 
ad spaces. Create PVC banners to tie to railings, and 
posters that can be put up in windows. All this should 
help draw in a (socially distanced) crowd to their 
winter events or even just a few more cash donors.

There’s something about this season that brings out 
people’s generosity, and charities are happy to nurture 
this feeling! Classic Christmas fundraisers include 
Christmas Markets, Santa Dashes and, of course, the 
selling of greetings cards. Your clients in the not-for-
profi t sector will be wanting to take advantage of the 
seasonal goodwill in any way they can!

When targeting charitable organisations, focus on how 
you can…

• Generate interest in their fundraising events
• Provide quality print items to sell
• Promote seasonal appeals for donations

Greetings Cards & Calendars – Charities can sell 
greetings cards and calendars within their shops and 
through their Christmas catalogues. Help them sell 
as many as possible by providing them with the high 
quality print they need.
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Upselling Opportunity: Suggest a creative stock 
as a cheaper way to make Christmas cards more 
interesting without using special fi nishes.

Business Opportunity: Charities have a small 
budget – why not off er a discount in exchange for your 
business name printed on their products?



What Does 
Christmas 
Mean to...
Corporate
Clients?
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If a business doesn’t operate in public view, does it 
even happen? Well, yes. Your offi  ce working clients 
might not be putting on a Christmas display but they’ll 
still be feeling the season; holiday promotions will 
still need marketing and gifts will (probably) still be 
exchanged.

If you want to drive in sales from these clients, talk to 
them about…

• Creating branded Christmas supplies for a consistent 
   brand image
• Promoting seasonal off ers and campaigns

Featured Products

Greetings Cards – Building relationships is crucial to 
any business and what is Christmas for if not a time 
to celebrate our relationships? Your clients in the 
corporate sphere will likely be sending the season’s 
greetings out to their signifi cant business partners. 
Ensure that their card is the highest quality you can 
off er so that they are proud to put their name to it

Gift Wrapping Kits – If they’re sending out a card, 
there’s a chance that your clients will include a little 
gift. Why not suggest wrapping these gifts in branded 
wrapping paper and using branded swing tags. This 
touch will really help your clients look professional and 
organised.

Flyers & Leafl ets – Whatever fi eld your clients work 
within, there is probably something they can put a 
sale on. And if they can, this is the time to do it. Create 
direct mail pieces with your clients using fl yers and 
leafl ets, and help them promote their festive bargains.
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Upselling Opportunity: Encourage your clients to 
include a special fi nish, like Spot UV or foiling, to really 
impress their business partners.



What Does 
Christmas 
Mean to… 
the General 
Public?
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Finally, what about your customers who aren’t buying 
on behalf of a business? Every year, individuals create 
personalised calendars and greetings cards to share 
with their loved ones. If you haven’t already, you could 
consider diversifying into this market and provide the 
quality print these clients need.

Target everyday folk by shouting about how print can 
help…

• Create high quality gifts and memories

Featured Products

Greetings Cards – Whether it’s a family photoshoot or a 
joke photo editing job that only friends will understand, 
personalised greetings cards can be big sellers. You 
might even get some budding designers looking to print 
a range of cards that they will go on to sell.

Calendars & Wall Planners – For those wanting more 
than a quick personalised note, calendars and wall 
planners make for great Christmas presents. Take 
your clients through your range of desk calendars, wall 
calendars, and wall planners to create the perfect gift.

Notebooks & Diaries – As an alternative gift choice, 
notebooks and diaries can give your client something 
that doesn’t require as much design work but still 
creates something personal. You can take care of the 
inner page artwork so that they need only create a 
bespoke cover design.
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Upselling Opportunity: Add some extra character to 
these bespoke cards by suggesting a creative stock or 
a special fi nish.



STEP 2: 
Adding 
Christmas 
Magic to 
Christmas 
Print
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In chapter 1, you learnt how to increase 
order value by pointing out which print 
products will help your clients achieve 
their seasonal goals. In this chapter, 
you’ll learn to increase the value of these 
products even further by proving how 
additional fl ourishes can also benefi t 
your clients.
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Luxury Stocks

While your clients might think it all comes down to the 
design, the importance of their stock choice should not 
be underestimated. This choice forms the foundation 
that their end product is built from; it needs to refl ect 
their core identity and business principles.

At Christmas, clients might be more receptive to 
pushing their normal standards and going for a more 
creative stock. Take the time to explain how each 
stock can highlight their brand message and improve 
perceptions of their business.

Kraft
Christmas and Kraft go together like turkey and 
cranberry sauce, it’s like they were made for each 
other! This stock immediately makes any print feel 
more homely and rustic which is the perfect vibe for 
the festive season. Plus, the brown colouring stands out 
from the white stocks we are used to seeing.

Upsell to clients who want to promote their wholesome 
brand personality, such as family-owned businesses and 
artisans selling hand-made products.
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Mohawk Felt Cream
For a more conservative – but still luxurious – aesthetic, 
we turn to Mohawk Felt Cream. This off -white stock 
has a distinct texture to it which gives a high quality, 
professional feeling to any print. It’s a great choice 
for anyone looking to treat themselves for Christmas 
without breaking the bank.

Upsell to clients who are more traditional but are looking 
for new ways to stand out and improve perceptions of 
their quality.

Tintoretto by Fedrigoni
Finally, for the last word on luxury, it has to be 
Tintoretto. This stock is felt-marked on both sides, 
meaning it is soft to the touch whilst still maintaining the 
sophistication on an uncoated stock! Print on this stock 
to show that no expense is spared to create beautiful 
products with the highest standards in quality.

Upsell to clients looking to indulge themselves and their 
clients this Christmas, or to clients who work in the 
luxury sector.

Gold Dust
Here, we have another stock that really comes into its 
own at Christmas. Gold Dust has a warm, golden tone 
and literally sparkles with Christmas magic! The glitter 
in this stock makes your print feel really special and 
can be reminiscent of the sparkle of frost on a cold 
winter’s morning.

Upsell to clients who want to invoke the mystical 
Christmas feeling within their print, perhaps as an invite 
to their winter wonderland sale event.

Woodstock Betulla Pulp
This distinctive stock is a truly organic option, made of 
80% recycled materials and 20% chlorine free fi bres. 
It’s great for those wanting a natural aesthetic because 
you can actually see the small fi bres and grains of 
wood pulp within the stock. The trick is to use a design 
with a low ink-coverage so that the stock’s unique look 
will come through as the design’s background.

Upsell to clients with an eco-friendly business ethos and 
who would like to come across as more down-to-earth.

23



24

Spot UV

Aside from stock choices, you can always steer your 
customers towards a special fi nish. Spot UV has a 
wonderful ability to take any standard print and make 
it sublimely sophisticated in an instant. It’s the perfect 
solution for a client wanting to do something a bit 
extra this Christmas.

Why your clients will love Spot UV
Spot UV involves highlighting specifi c areas of your 
print with a clear polymer gloss. As well as creating a 
unique visual eff ect, Spot UV plays with texture too!

Did you know that our sense of touch can have huge 
implications on brand engagement and perception? 
If your clients can harness the power of Spot UV to 
create a truly sensory experience, they’ll also be 
harnessing the power of touch to establish a strong 
connection with their customers.

“First impressions are everything, and touch can help 
ensure that impression is a good one”

~ The Neuroscience of Touch

https://www.sappi.com/the-neuroscience-of-touch
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Spot UV Booklets
Are any of your clients creating a Christmas catalogue? 
Adding Spot UV to their cover would certainly make 
their catalogue look professional and enhance the 
feeling of quality for all the products advertised inside.

Spot UV Business Cards
Use the power of Spot UV to create a truly memorable 
business card for your clients all year round. At 
Christmas though, why not repurpose business cards 
as vouchers? Spot UV will help make your client’s 
holiday discounts seem even more exciting!

Spot UV Flyers
This intriguing fi nish will help your clients make an 
impact with their fl yers, whether they’re creating 
Christmas menus, or invitations, or just plain 
promotional assets! Use Spot UV to highlight important 
information like key dates and logos.

Spot UV Greetings Cards
Help your clients do something diff erent with their 
Christmas cards this year. Add texture with a pattern 
in Spot UV or create a unique blind Spot UV design 
that’s sure to impress.



*At Route 1 Print, we off er foiling in gold, silver, copper, 
green and red – perfect for Christmas print!
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Foiling

Is Spot UV too subtle for your clients? Do they fancy a 
bit of bling? Something highly eff ective and fashionable 
right now? If the answer to any of these questions is 
‘yes’, talk to them about foiling

Why your clients will love Foiling
Foiling is a fi nishing technique that uses heat and 
pressure to apply foil to your print. This mixed media 
eff ect is truly stunning. If you can encourage your clients 
to take their print further and include foiling, they’ll 
most certainly reap the benefi ts. Here’s why…

• Foiling increases quality perception
• Foiling makes print stand out
• Foiling makes print more engaging to touch
• Foiling can be done in a variety of colours*



27

Want to know the secret to upselling print? Samples. 
Get your client a physical example of the fi nish, or 
stock, that you’re trying to promote so they can see it, 
and feel it, for themselves.

Head to route1print.co.uk/sample-packs
to order from our range of unbranded sample 
packs and ensure that you always have something 
to hand.

Foiled Business Cards
A fl ash of foiling can turn a regular business card into 
something that won’t be forgotten. Make use of festive 
colour options to create vouchers as beautiful and high 
quality as the products they are promoting.

Foiled Flyers
Perfect for invites and tickets to seasonal events – foiling 
can make any promotional material more exciting. Use 
this eye-catching fi nish to make sure your clients can 
generate as much interest as possible.

Foiled Greetings Cards
So your clients want their Christmas card to be the 
prettiest one on the mantelpiece? Foiling is sure to 
guarantee them that. Make their design even more 
special with accents of this beautiful fi nishing.

Foiled Booklets
Despite well-known advice not to, people do judge 
books by their covers. But with a little bit of foiling, the 
only judgements these books will get are ones noting 
the quality and style of their fi nishing.



STEP 3: 
Creating a 
Christmas 
Campaign
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So, you know who your audience is. 
You understand what they are trying to 
achieve at this time of year 
(chapter 1) and you understand what 
tools you can off er them in order to 
achieve those goals (chapter 2). Now, you 
need to use this knowledge to build a 
formidable marketing strategy…



What exactly is your call to action?
Finally, it’s time to pinpoint what you really want them to do 
after seeing this ad. You might want them to browse your 
site, or to call you for a quote, or you could get straight to 
the point and tell them to place their order today or they’ll 
miss out!
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Forming Your Message

The fi nal ingredient for a killer Christmas campaign is a 
clear, unambiguous message. You want your potential 
clients to see your marketing and know exactly what 
they need to do next. If you’re not sure where to start 
on this, ask yourself these three questions…

Product focussed or service focussed?
Whichever approach you take, make sure you’re 
answering a specifi c need from your target audience. 
For example, when targeting restaurants, you could 
consider promoting a product combo that they’ll 
appreciate, like menus and tent cards. Or, you could 
shout about how your fast turnaround speeds mean 
they can update their menus at a moment’s notice.

To discount or not to discount?
Are you planning to promote your already low prices 
and service benefi ts, or do you have a holiday sale to 
advertise? Are you off ering a fi rst purchase discount to 
new customers, or a multi-buy discount, or perhaps a 
special Christmas bundle? The possibilities are endless!
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The Multi-Channel Approach

Understand the Unique Needs of Each Channel
To be truly eff ective, you should take some time to 
investigate your chosen channels thoroughly. You want 
to understand the strengths and weaknesses of them all 
so that you can tailor your approach accordingly.

Consistency is Key
The sign of a great multi-channel campaign is when a 
stranger can instantly recognise your message. To achieve 
this, you need a strong sense of branding and campaign 
specifi c design through colours, typography, taglines, and 
imagery. Then, follow this up on your site or in store so 
that you create a seamless journey for customers.

Build it and they will come, as the saying goes. But 
what if ‘they’ don’t know you’ve built it? You need to put 
your message where your customers already are and if 
they’re in multiple places then it makes sense to cover all 
bases!

A marketing channel is anywhere your message could be 
broadcast, including; online adverts, emails, direct mail, 
social media, press adverts and more. These channels 
act to funnel potential customers towards your end goal
e.g. buying their Christmas greetings cards from you.

Here are the three golden rules of a solid multi-channel 
campaign;

Choose Your Channels Effi  ciently
Of course, the more marketing channels you cover, 
the more likely you are to reach potential customers. 
However, there’s no point broadcasting to an empty 
room. Think about where your target audience are likely 
to spend their time and focus your eff orts there.



The Importance of Starting Early

Did you know? John Lewis start filming their Christmas 
ads as early as August!

Do you hate hearing Christmas songs in November? 
Or having restaurants tell you to book your Christmas 
dinner before it’s too late, when it’s only October? We 
know it’s hard to think about Christmas so early but the 
truth is – if you can’t beat them, you have to join them!

If your clients want to advertise holiday promotions the 
minute that Halloween is over, they’ll have been thinking 
about it even sooner. You need to get your name out 
there before they start planning so that your name is 
first on their mind for sourcing all their print assets.

Still not convinced? Then here are 4 more reasons why it’s never 
too early to prepare for Christmas…

1. Getting all the planning done now means that you won’t 
have to do it later, when you’re busy with Christmas orders.

2. You’ll be able to get all the resources you need in plenty of 
time so that your campaign looks slick and professional.

3. You can establish clear goals, with set budgets and 
timescales, that you can measure objectively and learn from 
for next year.

4. You’ll be able to tie your campaign in with key dates, like 
Black Friday, and local events.

In summary, preparing early means that you won’t miss any 
opportunities to maximise sales in the busiest period of the year.
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What 
Comes 
Next?

Obviously, Christmas is exciting. But if you can, it’s worth saving 
some spare brain space for what comes next…

New Year, New Stationery
New Year’s is right around the corner!

As January comes around, your clients will be filled with renewed 
ambition and energy. This translates in a lot of business owners as 
motivation to freshen up their brand image and start the year with 
new, professional business stationery. Plus, there’ll be those people 
whose New Year’s resolution is to start a new business venture.

Prepare to target these kinds of customers and get your year off to 
the best start.

Remember to Follow Up
Fast forward to the moment a customer finalises an order with you. 
Is that it for you? Your campaign successfully brought them to you, 
right? They bought their beautifully foiled Christmas cards from you, 
didn’t they? Yes, they did, but the work isn’t over.

Turn a one-time customer into a loyal one by making sure you 
follow through after the sale. If you now have their contact details, 
having followed all appropriate GDPR regulations, you can check in 
with them later down the line. Ask them to give you a review and 
see if they need any more print. Be proactive and think about what 
their new business goals will be and how you can help.
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To help you make your client’s Christmas dreams come 
true (and therefore maximise your own profit margins) 
you need a trade print partner that you can rely on. We 
are that partner.

In fact, we’ve created something to specifically help save 
you time and stress this Christmas. Head online to our 
Christmas Hub to find all the resources you might need 
at this time of year, including...

• Free, festive stock images
• Downloadable artwork templates
• Even more tips for maximising seasonal profits

If there is anything you need to make the most of the 
festive season, let us know and we’ll find a solution.

sales@route1print.co.uk
0114 294 5026
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