
Planning Your Sales Year:  
How to Manage Busy 
Periods and Seasonal Dips

You always want to convert the leads that are ready to convert.  
Get them through the door while their interest is at its peak and get 
your name on the board for the month. 

By focussing on the warmer leads during your busy periods you free 
up time to test new areas in the seasonal dips. You know what works 
and when because of your experience and forecasting, so try 
something new while your pipeline is low - perhaps reaching out to 
potential customers in new markets or locations while you have time 
to do your research.

Target the warmest leads at the 
earliest opportunity

Target new markets during 
quieter periods.

A lot of sales leads will want to go away and think or have a 
discussion with board members before making a decision. While 
they’re still a lead, they’re on you could pursue during a quieter period 
when you have the time to have more conversations or to run through 
the products or services in more detail. 

Your pipeline might have a few people who have been on your list for 
a while, stating their interest but that it might not be the best time for 
them to invest as a business. A lull in the sales calendar is the time to 
revisit these leads to warm them up again.

When you speak to a lead and they confirm their interest it doesn’t 
mean they’re going to sign on the dotted line there and then 
(unfortunately!) With these warm-but-not-quite-hot leads it makes 
sense to move them down your pipeline ready for when they’re 
prepared to convert and you have more time to use your sales 
expertise to get them over the line.

A lot of companies will wait until key points in the business year to 
revisit their budgets for the months or year ahead. It might be that 
they now have income or they’re looking to burn through the money 
they’ve been given for the year before it is reallocated - in which case, 
they’re more likely than ever to splash the cash!

A sale or promotion is great for drumming up some interest, but when 
you’ve got people queuing up to join you it can be difficult to prioritise 
the leads, and you face the dreaded task of passing some of your 
prospects on to others to get them in. Your forecasting can help you 
to decide when to run a sale (ideally during a quieter period), where 
you can target any leads that have gone a bit colder over the last few 
weeks or months. The sale might be just what you need to convince 
them to sign.

You might also get people saying they won’t be buying now, but they 
might look again in the future. Revisiting these leads to identify their 
current situation can help to fill up or make space in your pipeline 
depending on your own circumstances, and it helps to keep the 
conversation going nonetheless.

Identify the “maybe later” leads 
for quieter periods

The “now is not a good timers”

Move the definitely interested  
leads to the start of a quiet month

The “I’m waiting for new 
budgets” people

Run a promotion during quieter 
periods of the year, promoting to 
lost or cooling leads The “it might be something for 

the future” types

Get together with your planning department (if you have one) and 
identify when you tend to see the most new customers coming in, 
and the fewest, so you know exactly when your quieter periods are 
likely to be. This way you can use the data to front-load your busiest 
time of year with the hottest leads, freeing up more time in quieter 
periods to work on those that need more nurturing.

Once you’ve worked through the busy times you can start thinking 
about how you’re going to fill your pipeline with opportunities during 
the seasonal dips. One really effective option is to upsell existing 
customers to upgraded packages, capitalising on their happiness and 
bringing in some more income for the business.

Forecast for seasonality -  
data is your friend

Upsell existing customers to 
new packages
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By focussing on the warmer leads during your busy periods you free 
up time to test new areas in the seasonal dips. You know what works 
and when because of your experience and forecasting, so try 
something new while your pipeline is low - perhaps reaching out to 
potential customers in new markets or locations while you have time 
to do your research.

Target new markets during 
quieter periods.

This leaves you looking through your list of lost deals in search of something you can resurrect to help hit your personal, team and business 
goals for the month. But don’t worry. There are things that you can do to ensure that your pipeline keeps flowing with a stream of luke-
warm leads that you can work on during the quieter times.

When you work in sales you experience all of the highs and all of the lows in almost 
equal measure. The obvious highs of a full pipeline and plenty of leads that convert 
into customers are great, but there are lull’s during the year which mean that the 
leads can sometimes dry up. 

For a steady and reliable stream of leads that you can call upon during those seasonal dips in 
the sales calendar, get in touch with us to discuss how our Clarity Stack Leads platform works 
to generate qualified, warm leads for you. 


