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STEP-BY-STEP GUIDE TO HOSTING A HOLIDAY SALE

STEP 1:
Decide when you’re going to have your sale. We recommend your sale be sometime in mid-November. 
Remember all custom orders must be placed to Century no later than December 1st in order to guarantee 
delivery by Christmas. 

Saturday is the best day to hold your sale, and four hours is usually a good time window. The best time to 
hold your sale is from 10 a.m. to 2 p.m. 

STEP 2:
Stock up! Check Century’s holiday catalog for fun new holiday items in addition to their classic best sellers. 
It is recommended to stock up on these items in particular: 
 
 • Items with your school’s logo, like engraved belt displays
 • Items fundamental to your school, like uniforms, weapons you use, targets, etc.
 • BIG items like Wavemasters, BOBs, and Versys bags 
 • Fun items like Nigel the Ninja, Photo Frame Ornaments, Fidget Spinners

Have a wide variety in size and price so there is something for everybody. Be sure to stock up but not over 
order. The goal is to run out. You can always order more. 

Stocking stuffers are always a top seller. They are affordable and parents love them. Display your stocking 
stuffers and smaller items together in a fun, creative way. 

Your big-ticket items need to be displayed creatively as well. Try adding simple-yet-effective décor like tinsel 
or bows to those items.

This list features MAIA Director Frank Silverman’s list of tips for how to hold the 
perfect holiday sale, from the first advertisement to the final transaction. Make 

sure to watch the accompanying video series, too!
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STEP 3: 
Start promoting. You’ve probably seen big stores with their holiday decorations up as early as October – 
follow their lead. Start spreading the word about your sale no later than November 1st. Hang posters in 
your school, hand out flyers, and send out reminder emails. You’ll find free downloadable tools, like posters, 
in this kit. Use them to help promote your sale. 

Social media is also a good tool to spread the word. Facebook live videos, stop motion videos, pictures and 
flyers are a great way to capture attention. 

The best thing you can do is give each student or their parents a personalized phone call, and recommend 
an item you think will benefit their training specifically. This is NOT to stretch the truth to sell products – it’s 
you giving them the chance to buy a beneficial item at a great price! Who doesn’t want that opportunity?

STEP 4: 
The day before your sale, get the layout set up. Make sure there’s plenty of open space. You don’t want 
crowding, and you want your employees to easily see what’s going on. 

Be sure to use fun, festive décor to add to the experience and get shoppers in the holiday spirit. Christmas 
trees, stockings and wrapped presents are a nice touch. 

This list features MAIA Director Frank Silverman’s list of tips for how to hold the 
perfect holiday sale, from the first advertisement to the final transaction. Make 

sure to watch the accompanying video series, too!
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Provide customers with visuals of gifts they could get their loved ones. Seeing a personalized example helps 
customers envision what they’ll be giving friends and family.

STEP 5: 
The day of the sale, black out your windows so no one can see what exactly is at the sale. This builds 
suspense! Don’t let anyone into the sale early, either. Your doors should open at exactly on the hour you 
schedule your sale to start, not a second sooner.

STEP 6:
Make sure you have enough people working on the floor and as cashiers. Your staff should be readily 
available to answer shopper questions, and there shouldn’t be long check-out lines. 

BONUS TIP: If you have enough people, you can even offer gift-wrapping services!

STEP 7:
If you ran out of anything during the sale, don’t worry – write down any order you weren’t able to fill and 
place it with Century (remember to give your customer the sale price)!

This list features MAIA Director Frank Silverman’s list of tips for how to hold the 
perfect holiday sale, from the first advertisement to the final transaction. Make 

sure to watch the accompanying video series, too!


