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Everyone has noticed that the big sea-
sons of Valentine’s Day, Halloween, 
Christmas, and Easter have really taken 
over the entire year and, because of 
that, there has definitely been some 
fatigue in regards to seeing merchan-
dise related to the “big four”. We’ve all 
seen people roll their eyes when they 
walk in and see Christmas merchandise 
before Halloween is even over. It drives 
sales, though, and can be really lucra-
tive for your business, so that’s why 
store owners of all types continue to do 
it. 
 
But, what are we supposed to celebrate 
in between, and how can we develop 
promotions that work well for con-
sistent general sales? The “fifth season” 
of what are called “microholidays” is 
one way to help you to develop some 
successful promotions that are unique 
and fun. These little holidays are fun 
things that people can celebrate in be-

tween the 
big four, 
allowing 
them to 
enjoy cel-
ebrations 
and some 
promo-
tions from 
your store 
and oth-
ers. 
 

Which 
Micro-
holidays? 
It all de-
pends on 

what you want to do and how you want 
to do it. There are some microholidays 
that people have been embracing for a 
long time – Mother’s Day and Father’s 
Day, Super Bowl Sunday, Memorial Day, 
Labor Day and more. The holidays you 
see on the calendar aren’t the only ones 
you want to consider, however. 
 

Is there a special celebration in your 
town that people get excited about eve-
ry year, like a spring festival or a fair? 
Or, you can use the “National Day Cal-
endar” to develop promotions that will 
catch people’s attention based on 
different celebrations, like the Day of 
the Cowboy or Texas Independence 
Day. You may be able to get people in-
terested in certain types of general mer-
chandise if you do promotions along-
side of different events in this fifth sea-
son of holidays.  
 

How Can I Capitalize On Microholi-
days? 

Choose your focus. You don’t want to 
put focus on every holiday that comes 
along, or you’ll get to the point where 
all you’re doing is preparing for a holi-
day. But, interspersing a few holidays in 
the “lull seasons” when the 4 big holi-
days aren’t so prominent can be really 
helpful and allow you to get some of 
your year-round inventory out of the 
door. 
 

Get customers’ attention. You want to 
be sure that you make your sales and 
promotions well-known before the day 
happens. Include it in your email news-
letters, put up signs related to the pro-
motion, and put information on your 

website so that both regulars and visi-
tors take note of the special promotions 
that are to come. 
 

Have fun with it. As mentioned above, 
the National Day Calendar can help you 
figure out some really creative micro-
holidays that will help to get people in 
your store and buying merchandise that 
they may not have ever considered. 
Here are a couple ideas that you may 
want to consider trying out.  
 

• The National Day of the Cowboy is 
the 4th Saturday in July (July 27, 
2019), so you might think about 
doing some discounts on cowboy 
hats, Dallas Cowboys merchandise, 
and other cowboy-related merchan-
dise in your store. 

 

• Texas Independence Day (March 
2nd) is a good opportunity to dis-
count any of your products that 
show Texas pride, like magnets, 
hats, and shirts. You can also dis-
count products made in Texas, or 
even offer an extra incentive for 
signing up for your gas points pro-
gram (since petroleum is such a big 
Texas product). 

 

• National Farmer’s Day, celebrated 
on October 12th, is also a good op-
tion to consider when adding micro-
holidays to your calendar. You can 
discount any of the local farm items 
you sell (produce, milk, etc.), or you 
can offer discounts or free items to 
farmers that have proof of their 
farm (business cards, association 
with companies you work with, 
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C-STORE CONNECTION 

At DFW Alcohol Permits, I 

don’t just assist my customers 

with their permits & licenses 

needs, I help them understand 

the process of acquiring them. 
 

Call or email me to discuss your 

next project at 

(469) 939-7866 

or 
Feroz@DFWAlcoholPermits.com 

Embracing the “Fifth Season” of Microholidays for    

Increased Sales Revenue  

https://nationaldaycalendar.com/
https://nationaldaycalendar.com/
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Are you looking to inquire 
about the electricity service 
rates for your business?  Let 
me help you get rates from 
different service providers.   

 
Email me your current      

electricity invoice at 
Feroz@DFWAlcoholPermits.com 

 
There is no cost in finding out 

about saving some $$$. 



Newsletter by DFW Alcohol Permits      Page 3 

  12300 Ford Rd., Suite # 319, Dallas, TX 75234       (469) 939-7866           1 (888) 817-5529          www.DFWAlcoholPermits.com 

All article(s), image(s), logo(s), trademark(s) and other content in this newsletter belong to their respective owners.  Reprinting or selling of this newsletter in part or whole is strictly prohibited. 

C-STORE CONNECTION F E B R U A R Y  2 0 1 9  I S S U E — 2 6  

(Continued from page 1) 

Did You Know? 
In Japan, public napping is a sign of 

hard work. It’s called ‘inemuri,’ which 
means ‘sleeping on duty’ or ‘sleeping 
while present.’ Because falling asleep 
in public is thought to be a symptom 
of working yourself to exhaustion, it’s 

socially acceptable in restaurants, 
stores, commuter trains, and on park 
benches, as long as you don’t sprawl 

out and take up too much space. 

etc.). 

 

Review Results. After you’ve com-
pleted the promotion, take a look at 
your numbers and see whether or 
not it made a difference in sales and 
foot traffic. Compare it to previous 
years and other times throughout the 
year and evaluate whether that pro-
motion is worth your efforts, or if you 

want to try something new. 
 

Experimenting with different ideas is 
a big part of this sort of promotion. 
You want to be sure that you see 
what works and what doesn’t so that 
you can make some informed deci-
sions about your next steps and how 
you may want to adjust things for any 
further promotions you may want to 

do around other types of microholi-
days. 
 

There are a lot of ways that you can 
really get into the spirit of these micro-
holidays, allowing you to push your 
general merchandise and making it 
easy for you to connect even more 
with the customers that come in and 
out of your convenience store regular-
ly.   (End) 

“ “ Talent is God given. Be humble. Fame 
is man-given. Be grateful. Conceit is 

self-given. Be careful. 
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Online trainings 
are available at: 

www.dfwalcoholpermits.com 
 

Use discount code “ten” to get 
10% off of your total purchase. 

If  you are applying for a SBA loan to ac-

quire a convenience store or gas station, 

be sure to match the entity and business 

trade names that you have on your loan 

application along with your permit appli-

cations. 

 

 

 

 

(If you have a tip to share with the readers of this 

newsletter, you are welcome to share.) 

BIRTHDAY  WISHES  TO ALL  

WHO  WERE  BORN  IN  THIS  

MONTH! 

I am pleased to announce that 
DFW Alcohol Permits is now an 
authorized office to sell Merchant 
Processing Services and Point of 
Sale (POS) systems for FirstData 
and National Retail Solutions. 
Please call to discuss about the 
special rates at (469) 939-7866. 

For advertisement inquiry, please email at: 

Feroz@DFWAlcoholPermits.com 


