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COUNTER-INTUITION:
THE UNLIKELY SCIENCE BEHIND THE 
HOURLY SEASONAL STAFFING STRATEGY

You don’t need to be a Best Buy, Toys “R” Us1 or Macy’s2 – who ramped 
up their workforces by anywhere between 29,000 and 60,000 temporary 
employees in 2010 – in order to benefit from a more strategic approach  
to holiday hiring. 

Sooner than you think – in industries ranging from restaurant to retail to hospitality 
and call centers – your dining rooms, sales floors and phone lines will be overflowing 
with up to three times more customers than usual, including a doubling or tripling of 
your workforce. The employees you have engaging with these customers will have 
about a sliver of the training of your standard employees; yet, they shape the shopping 
experience for your customers, whether you realize it or not. Some will have been hired 
less than 24 hours ago. 

During these 90 or so high-stress days, you’ll be charged with making up to 40 percent 
of your annual sales3.

Seasonal staffing decisions are among the most critical you will make for the continued 
health and viability of your business. So how can you best build and manage a sound 
seasonal staffing strategy for your hourly workforce?

A successful seasonal staffing strategy is a compilation of head-scratching paradoxes – 
a series of seemingly self-contradictory propositions – that become best practices when 
the peak season dust settles and the final numbers are tallied. 

1   CNN Money, “Holiday hiring kicks into  
high gear”

2   Huffington Post, “Holiday hiring picture gets  
a bit merrier”

3   National Retail Federation, “Forecasts/Sales: 
Information, Calculations and Definitions”

DURING THESE 90 
OR SO HIGH-STRESS 
DAYS, YOU’LL BE 
CHARGED WITH 
MAKING UP TO 40% OF 
YOUR ANNUAL SALES

365

100%
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Here is a snapshot of these best practices:

•	 PRACTICE SELECTIVE STAFFING: Because of the unique factors that perfectly suit 
seasonal hourly employees for these roles – from availability to interest in your 
positions – they can’t come from the same crop of applicants that your everyday, 
hourly workers hail from. 

•	 STRENGTHEN YOUR SEASONAL RECRUITMENT BRAND: The customer experience 
and recruitment experience are linked by much more than you might think. It takes 
more than a picture of a smiling employee wearing a Santa hat to build and brand 
a seasonal recruitment campaign. Instead, you need to borrow from your laws of 
consumer attraction. These consumers have more in common with the seasonal 
workers on your hiring wish list than you ever imagined. 

•	 MAKE EVERY SEASON A SEASONAL STAFFING SEASON: Even though the peak 
season lasts roughly three months, with such a definitive impact on your bottom 
line, your seasonal staffing process demands more than seasonal attention. 
Seasonal staffing is, in fact, a year-long strategic endeavor. 

With that, welcome to seasonal staffing – a chaotic yet controllable staffing experiment. 
When you take a step away from the process, which you might be managing from the 
huddle or contributing to from the sidelines, it seems like a no-brainer that there must 
be some sort of game plan, right? 

There is. So let us take a deeper dive into the three seasonal staffing best practices born 
out of our greater understanding of the hourly worker.

par·a·dox 
noun
[par-uh-doks]

A statement 
that seems self-
contradictory or 
absurd but in  
reality expresses  
a possible truth.

CONSIDER THE FOLLOWING SEEMINGLY 
CONTRADICTORY STATEMENTS:
•	 The best candidates for your seasonal job 

openings are, more than likely, less than ideal 
candidates for your regular hourly positions.

•	 Your customers can best inform how you 
attract talented seasonal hires. Meanwhile, your 
seasonal hires can best impact your ability to 
attract long-term customers.

•	 While the peak sales season comprises just 
a relatively short window of time, seasonal 
staffing is an annual, never-ending endeavor.

THIS PAPER SEEKS 
TO SHOW THAT, BY 
EMBRACING THE ABOVE 
PARADOXES, YOU’RE 
ADOPTING THE BEST 
PRACTICES NECESSARY 
TO BUILD AND EXECUTE 
A SEASONAL HOURLY 
STAFFING STRATEGY AS IT 
RELATES TO YOUR LONG-
TERM SUSTAINABILITY 
AND GROWTH.
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PRACTICE SELECTIVE STAFFING
THE BEST CANDIDATES FOR YOUR SEASONAL JOB OPENINGS ARE, MORE THAN LIKELY, 
LESS THAN IDEAL CANDIDATES FOR YOUR FULL-TIME HOURLY POSITIONS.

Here is why, more often than not, the best people for the job – the 
applicants you want and the seekers who want to work for you – aren’t 
your ideal hourly employees. They can’t or won’t work for you outside 
the seasonal scope, meaning they are less invested in your success. 
They’re students with jam-packed schedules, or they’re already 
employed workers looking to take on extra work just for a few months, or 
they’re loyal customers looking for employee discounts to fuel seasonal 
shopping sprees.

As a result, their resumes may or may not have the industry-specific experiences that 
align with the tasks you are looking to them to execute. Their previous job titles may 

not match the positions you’re filling. Nevertheless, you can find all-star workers if 
you consider looking not only for experience, but for the interpersonal and soft 

skills that are difficult to train but essential to have in order to achieve sales 
when customers are clamoring for you to be at your best. 

Here enters another paradox: when you are at your most unsettled, 
customers are at their most demanding, seeking a seamless experience. 
That’s why seeking out customer-savvy seasonal employees isn’t just a 
safe tactic, it’s a smart one considering profitability is at stake. 

The unique dichotomy of seasonal customers necessitates that your 
frontline seasonal workers possess interpersonal savvy. At the height 

of your busy season, new customers are experiencing your products and 
services for the first time, while long-time customers are relying on you to 

deliver on your promises, regardless of the new face staring back at them. 
If executed well, you can attract a new customer base while simultaneously 

retaining the loyalty of existing clients for years to come. If not, you may have 
missed your one chance to keep their business. Recruiting and retaining the right 

hourly workers to represent your company and manage your business when it is at its 
most critical juncture can make or break your chances for financial success.

SEEKING OUT 
CUSTOMER-
SAVVY SEASONAL 
EMPLOYEES ISN’T 
JUST A SAFE 
TACTIC, IT’S A 
SMART ONE
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THE IMPORTANCE OF THE RIGHT ATTITUDE

This brings us to the importance of attracting seasonal employees with the right 
attitude. Americans are showing increasing signs of becoming more appreciative of 
good customer service. According to a recent American Express survey, 70 percent of 
Americans are willing to spend 13 percent more with companies who provide excellent 
customer service; this is up from only 9 percent in 2010. 

When customers can be at their most demanding, you need employees who can sooth 
tempers and resolve problems on their feet. Assessing candidates for these qualities 
through behavioral tests, personal references, or situational interview questions can 
screen for the abilities that cannot be so easily instilled while allowing you to train for the 
technical tasks that can be learned. 

Remember, seasonal employees are more likely to get mere hours riding around 
your business on training wheels rather than days riding shotgun in your training 
flight simulator. You need quick learners who can quickly traverse your scaled-down 
learning curve. The onus is on you to source, hire, onboard and train at an expedited 
pace, whether this means you’re juggling paper processes or have integrated one or 
more pieces of the process through an automated suite of hiring tools, such as a talent 
management system (TMS). Both old school offline and new school online recruitment 
tactics can be used to formulate a seasonal staffing strategy. It’s just a matter of 
understanding the tools you have at your disposal.

Selectively screening for right-fit applicants is a universal hiring axiom, regardless of 
season or industry. But with seasonal employees, the hiring window is narrow, the 
training timetable is shrunken and the financial stakes are sky high. You need to re-
evaluate your must-have candidate attributes and warm up to new job seeker profiles. 
Probe below the surface of applications, take a second look at interview notes and 
double-check assessment scores to find clues that job seekers have the interpersonal 
savvy you need to spell seasonal sales success.

WILLING TO SPEND 13% MORE 
MONEY WITH COMPANIES WHO PROVIDE 
EXCELLENT CUSTOMER SERVICE

WILLING TO SPEND 9% MORE 
MONEY WITH COMPANIES WHO PROVIDE 
EXCELLENT CUSTOMER SERVICE

20
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10

SAMPLE 
SITUATIONAL 
INTERVIEW 
QUESTIONS
1.  Describe a time when 

you stepped up to 
perform a needed task 
without any prompting 
from management. 

2.   Tell me about a time 
you handled a difficult 
customer service 
situation. What was 
the outcome? What, if 
anything, would you have 
done differently?

3.   Our staff exceeds 
because of our strong 
sense of camaraderie 
and teamwork. Tell me 
about a time you worked 
to build the cohesion of a 
team you worked on.
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STRENGTHEN YOUR  
SEASONAL RECRUITMENT BRAND
YOUR CUSTOMERS CAN BEST INFORM HOW YOU ATTRACT TALENTED SEASONAL HIRES. 
MEANWHILE, YOUR SEASONAL HIRES CAN BEST IMPACT YOUR ABILITY TO ATTRACT 
LONG-TERM CUSTOMERS.

Identifying the best way to steer your seasonal recruitment ship toward 
all-star workers is one challenge. But deploying a captivating tractor 
beam that gets them interested in your positions and brings them up to 
your front lines is a completely different undertaking. 

Because of the unique composition of the seasonal workforce, the best recruitment 
strategy isn’t necessarily the one employed to hire your regular non-exempt workforce. 
Instead, look to your customers for clues.

Good customers proactively seek out those brands with which they have positive 
relationships. The same goes for job seekers. Consequently, if you know what attracts 
your customers, you more or less know what will attract job seekers. Add some 
seasonal window dressing, including employee discounts without any red tape, a hiring 
experience that rings true of your customer service experience, etc., and you have 
the raw materials for crafting this seasonal recruitment brand, a hybrid of traditional 
customer acquisition marketing tactics and recruitment marketing.

MINING FOR RECRUITMENT GOLD

Now dig into the nitty-gritty. Consider what segments of worker you’re looking to fill 
your seasonal ranks with. Whether this includes college students, professionals looking 
for a part-time job or serial shift workers juggling multiple gigs, you’ll need to hone your 
seasonal recruitment brand to create benefits and messaging to best communicate the 
benefits that connect with them. This discovery process may be easier said than done, 
but here are a few simple methods for identifying your greatest selling points:

•	 ASK YOUR CURRENT EMPLOYEES: See what they like most about working for you. 
Have them rank the benefits in a quick and easy survey. You may be surprised to 
learn that benefits you viewed as pedestrian are actually highlighted as supremely 
valued. For example, perhaps you never realized the importance of being able to 
work in khakis and a polo shirt vs. a traditional, buttoned-up work uniform. Once 
revealed through a quick and easy benefits survey, you can leverage this knowledge. 

•	 REVIEW COMPETITORS’ SEASONAL JOB POSTINGS: If competitors require seasonal 
workers to be employed for 30 days before enjoying the employee discount, but you 
suspend that requirement for temporary seasonal hires, let job seekers know.

•	 SEARCH FOR YOUR COMPANY’S NAME ON SOCIAL MEDIA SITES, MESSAGE BOARDS 
AND SEARCH ENGINES: Don’t just walk away looking to leverage the strengths 
your fans cite online, but also see if any of your weaknesses can be easily flipped 
into strengths for the purpose of seasonal staffing. For example, if you receive 
complaints that too many of your regular, full-time workers are working too many 
hours, but know that your seasonal workers are hungry for full schedules and people 
working for your competitors are complaining about not getting enough hours, use 
this to your advantage.

USE SOCIAL MEDIA 
CONVERSATION 
TO DISCOVER 
WHAT GIVES YOUR 
COMPANY AN 
EDGE WITH TOP 
SEASONAL TALENT
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•	 UNDERSTAND WHAT YOUR HOURLY SEASONAL JOB SEEKERS WANT MOST IN A 
TEMPORARY POSITION: For those juggling multiple hourly jobs, maybe this includes 
the opportunity to work at more than one location so there will be added scheduling 
flexibility. For students, this could include aligning job duties with popular areas 
of study to add an educational dimension. Or simply offering meal discounts to 
supplement the traditional “Ramen Noodle” diet.

•	 PAY ATTENTION TO KEYWORD CHOICE: As you search for and scan the seasonal 
jobs of you and your competitors, pay attention to which descriptions show up the 
highest in search engine results. Weaving keyword phrases such as “holiday jobs” 
and “seasonal jobs” into your job titles and descriptions isn’t just important in order 
to call proper attention to these jobs; it’s also an important tactic for increasing the 
visibility of these opportunities. Because job seekers input these phrases into search 
engines, such as Google and Yahoo, in order to locate relevant seasonal jobs, you 
can appear higher in the search results by employing a search engine optimization 
(SEO) strategy that includes a strategic repetition of these terms. If you’re unfamiliar 
with the ins and outs of SEO strategy and don’t have the in-house resources 
to manage such a program, you may consider seeking a partner with the right 
expertise. If employed haphazardly, some SEO tactics can actually cause search 
engines to penalize you, dropping your seasonal jobs in the page rankings.

IF YOU’RE POSTING JOBS 
ONLINE, USE  A SEARCH ENGINE 
OPTIMIZATION STRATEGY TO 
GET THE MOST EXPOSURE

AUGUST 2010 OCTOBER 2010 DECEMBER 2010

Seasonal jobs Holiday jobs Christmas jobs

UNDERSTANDING SEO’S IMPACT 
ON YOUR SEASONAL JOBS
“Seasonal jobs” is, overall, the most 
popular search term, but “holiday” 
and “Christmas” jobs increase in 
popularity as it gets closer to the end 
of the year. If you’re posting your jobs 
online, be sure to add these terms in 
your titles and descriptions to get the 
most exposure.

Furthermore, there is evidence that as 
time ticks closer to seasonal peaks, 
job seekers identify less with the 
industry they’re looking to work in 
and more with the seasonality of the 
job. In looking at this retail example, 
you can see that searches for “retail 
jobs” begin to be cannibalized in 
favor of searches for “seasonal 
jobs.” This switch could indicate that 
those who begin their job searches 
late are looking for any seasonal job, 
which further supports starting your 
recruitment earlier rather than later.
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RIGHT FIT OR RIGHT NOW? BOTH

The discovery process is just the first phase of successfully building your seasonal 
recruitment brand. The second part includes incorporating these findings into any 
relevant existing recruitment channels, such as job postings, in-store signage, text 
alerts and email alerts, and then deciding what new channels to turn on. For example, 
if college students are in your season recruitment sights, consider tuning your social 
media channels to broadcast your well-informed recruitment pitch.

One final note here: don’t forget to think beyond the season. While the majority of folks 
applying for and working your seasonal positions are only interested in these seasonal 
positions, others are looking to use the opportunity to get a foot in the door for regular 
employment. If you’re open to the possibility of retaining the best of the best of your 
seasonal workforce for year-round employment, be sure to broadcast this message. For 
example, Toys “R” Us builds a seasonal recruitment brand that promotes the possibility 
for full-time employment from the get-go. According to a company statement: “Each 
year, following the holiday season, the company strives to find extended roles for high 
performing seasonal employees.  In the past, seasonal and part-time workers have gone 
on to full-time positions at the company.  Substantial long-term growth opportunities 
exist for hardworking seasonal employees at Toys“R” Us.4” 

THE CUSTOMER-EMPLOYEE DYNAMIC

Converting these seasonal workers to a year-long attraction for customers is a whole 
different challenge. Consider this: 47 percent of U.S. consumers continued holiday 
shopping during the week between Christmas and New Year’s Day5, 2011. And if you 
don’t think the decisions of where to shop and spend weren’t based on the service 
immediately leading up to this shopping spree, think again. While Americans tell an 
average of nine people about positive service interactions, they tell 16 people about 
poor service encounters6.

4   Toys “R” Us press release, “Toys “R” Us to 
hire 45,000 seasonal employees nationwide 
this Christmas” 

5   Data contributed by Retail Touch Points
6   American Express study

169
AMERICANS TELL 
AN AVERAGE OF 
9 PEOPLE ABOUT 
POSITIVE SERVICE 
AND 16 PEOPLE 
ABOUT POOR 
SERVICE

SOON THE CYCLE EMERGES:

You can use your brand as an asset to compete for employees who in turn 
build your brand in the eyes of customers and other potential candidates, 
which leads to more successful hiring in the future.
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MAKE EVERY SEASON 
HIRING SEASON
WHILE THE PEAK SALES SEASON COMPRISES ROUGHLY THREE MONTHS OF THE YEAR, 
SEASONAL STAFFING IS AN ANNUAL, NEVER-ENDING ENDEAVOR.

The case has been made for just how crucial both your seasonal 
performance – and the hiring process that supports it – are to your annual 
bottom line. In the same way that your efforts around seasonal marketing 
tactics, managing inventory ramp-ups and other highly visibly process are 
year-round efforts, your seasonal hourly hiring strategy should be too. 

Let’s take a look at how some common seasonal recruitment tactics, some of which 
you may already employ, should fit into an annual hiring plan:

•	 REHIRE PAST SEASONAL WORKERS: According to our annual seasonal staffing 
survey, 53 percent of seasonal hires are returning workers. In other words, if 
you’re not tapping this pool of help, you’re missing out on a huge potential pipeline. 
Experienced employees who have demonstrated stellar past performance are assets 
to your business during peak periods. But rather than reaching out to them on the 
brink of the seasonal staffing season, foster a long-term relationship with these 
folks through a robust communication plan. This begins at the end of last year’s 
peak season by identifying your all-star seasonal employees and communicating 
that they’re welcome to return. From there, give them special insights into what the 
business is like in the off-season and remind them periodically that they’re invited 

to return. Or better yet, send them coupons and special offers from your 
company. Also, make sure your website is updated to reflect the 

appeal of your seasonal opportunities. Even if these previous 
high performers have commitments that keep them from 

working your positions, they’re likely to have peers 
with similar potential within their social network.

FOSTER A 
LONG-TERM 
RELATIONSHIP 
WITH THESE 
FOLKS THROUGH 
A ROBUST 
COMMUNICATION 
PLAN

53% 
OF SEASONAL HIRES 
ARE RETURNING 
WORKERS
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•	 CREATE WORD-OF-MOUTH PROMOTION: Traditional word-of-mouth referrals rely 
on chance and luck to feed you quality referrals. But you can’t afford to be reactive. 
If you don’t already have a referral incentive system in place, doing so for seasonal 
hires could be the ideal pilot program. Gift cards, special company discounts and 
even cash make great bait for motivating current employees to scan their networks 
for potential seasonal workers. Social media is another way to fuel word-of-mouth 
traffic to your seasonal postings. In addition to promoting these through your 
official company-branded channels, tap into the networks of your top performers 
by encouraging employees to share these postings via Facebook, Twitter and other 
channels. While 69 percent of recruiters use Facebook to promote the organization’s 
brand, 45 percent use it for communicating with potential candidates, and more than 
25 percent use Facebook to actually source potential candidates. Taken in tandem 
with referral incentives, this can be a doubly effective seasonal recruitment tactic. 
But take heed, executing these tactics isn’t as easy as flipping a switch. To be 
executed effectively, they take planning, careful execution and evaluation. In other 
words, it’s an annual endeavor. 

•	 LEVERAGE WALK-IN TRAFFIC: If you’ve had good results hiring seasonal walk-in 
applicants or you simply lack the budget or resources to engage in some craftier 
recruitment methods, it’s always an option. Walk-in applicants can be a convenient 
applicant source in that you don’t have to exert much time or effort identifying 
candidates, but you may spend a lot of time guiding them through the application 
process when your time could be better spent managing your operations. Another 
drawback of these methods is that your pool may be smaller than if you had a 
broader strategy, which means you don’t have your pick of the best. The flip-side 
of attracting walk-in applicants is that more often than not, they’re your customers. 
So in providing attentive customer service throughout the year, you’re also actually 
recruiting. And likewise, by providing a positive workplace for your customers-
turned-workers, you’re sending forth these folks back into the fray as even more 
loyal brand ambassadors. 

69% OF 
RECRUITERS USE 
FACEBOOK TO 
PROMOTE THE 
ORGANIZATION’S 
BRAND

45% USE FACEBOOK 
TO COMMUNICATE WITH 
POTENTIAL CANDIDATES

>25% USE  
FACEBOOK TO SOURCE 
POTENTIAL CANDIDATES
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Building a seasonal strategy that’s on the entire year is important because it also 
allows you to adjust to real-time ebbs and flows in your employee turnover – turnover 
that sucks the wind out of your sails and has to be dealt with on all levels, including 
on a legal level where compliance, work visas and other hiring and firing legalities 
are concerned. 

As the famous saying goes, luck favors the prepared. An always-on seasonal staffing 
strategy will prepare you for whatever comes your way. Consider, for example, the 

challenge that Maine’s tourism industry is facing, where policy changes have 
caused student worker shortages. Maine, like many other employers in the 

tourism industry, relies on Eastern European students who come to the United 
States to work under the J-1 visa program in staffing resorts, attractions and 

other businesses. However, the State Department recently made changes 
to the program that make it more difficult for these students to get visas, 
causing a shortage of workers. Keeping an eye on the docket of potential 
and pending legislation will allow you to proactively head off threats to your 
recruitment strategy, seasonal or not.

TIMING IS EVERYTHING

While your recruitment strategy should be an always-on process, there is the 
issue of when to pull the trigger on job postings and individual hires. Stores are 

trying to draw in holiday shoppers ever earlier with Cyber Monday promotions, 
and Halloween and Thanksgiving sales. Likewise, hourly workers are showing a 

tendency to look for work slightly earlier each year in anticipation of competition over 
the best work places. Google Trends data shows that in 2010, the surge of searches 
for “seasonal jobs” began around Sept. 19– about a week and a half earlier than only 
a few years ago. Those potential employees who begin searching for seasonal work 
early are also most likely to be the ones who demonstrate the motivation and initiative 
that you’re looking for. As the holidays approach, your competitors are hoping to attract 
both customers and quality workers earlier in the season, and you must be ready to 
execute when these quality job seekers are just thinking of looking to capture the best 
job opportunities available. Have all your recruitment channels, from mobile alerts to 
social media posts and online job postings, primed and ready to get your message 
disseminated early and often. 

AN ALWAYS-
ON SEASONAL 
STAFFING 
STRATEGY WILL 
PREPARE YOU 
FOR WHATEVER 
COMES YOUR 
WAY

AUGUST 2010 OCTOBER 2010 DECEMBER 2010

Seasonal jobsTO GET A JUMP 
ON HIRING THE 
BEST HOLIDAY 
WORKERS,  
START REACHING 
OUT EARLY
In addition to timing your recruitment 
efforts to coincide with when job 
seekers are looking, you should also 
recognize that the way in which people 
look for jobs changes during the 
holiday season
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11

The best practices comprising successful seasonal hiring seem to defy 
logic on the surface – they’re paradoxes – but taking time to understand 
the gap between everything riding on this peak season and the tactical 
pursuit you’ve long associated with this process is the first step to 
addressing this critical shortfall. 

Only then will you clearly see the potential of this three-pronged plan: 
•	 look outside your usual suspects when ramping up your seasonal workforce; 
•	 build your recruitment brand by studying your customer behavior (and in turn build 

your business); and 
•	 keep your eyes on your seasonal strategy 24/7, 365.

And here is one more paradox: While seasonal hiring is a year-long process, it’s never 
too late to start, even if you need seasonal employees on the books tomorrow. Many 
of these best practices explained here can be modified or accelerated to accommodate 
your unique seasonal hiring schedule.

Seasonal employees may only be on your payrolls for a limited time, but their impact 
lasts well beyond the time mall wreaths are packed away. With so much riding on these 
temporary workers, they merit a real strategy. And now you have the business case and 
best practices to build one.

CONCLUSION

ABOUT SNAGAJOB

Snagajob, the largest hourly 
employment network for job seekers 
and employers, is the only company 
to provide both sourcing and talent 
management solutions to the hourly 
industry.  With more than 35 million 
registered job seekers and the leading 
hourly-focused talent management 
system, Snagajob has been serving 
hourly workers and those who employ 
them since 2000.  Headquartered in 
Richmond, Va., Snagajob has been 
named the No. 1 Best Small Company to 
Work for in America by the Great Place to 
Work Institute.
 
SNAGAJOB
866-227-0466
SNAGAJOB.COM/EMPLOYER-SOLUTIONS
EMPLOYERSOLUTIONS@SNAGAJOB.COM
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SEASONAL HIRING  
TACTICAL TAKEAWAYS

✔   Bake seasonal search engine 
marketing, job posting dates and 
hiring deadlines into your annual 
plan. Consult the hard data. 
Then start working backward.

✔   When the best of the best of 
this season’s workers get set to 
leave their aprons and nametags 
behind, capture their interest 
and contact information. Keep in 
touch.

✔   Take out your list of must-have 
employee qualities. Drop “direct 
experience” to the bottom, 
scratch out whatever is atop the 
list and add “customer service 
savvy” in bold.

✔   Pore over customer insights 
for commonality with potential 
employees.

✔   Now audit the jobs themselves: 
hours, benefits, uniforms, etc. 
Ask the workers – seasonal 
workers – what they like. 
Eliminate unnecessary duties. 
Focus the extra training time on 
customer service.

✔   See what the competition is up 
to. Perform gap analysis.

✔   Assemble these pieces into 
a robust recruitment brand: 
signage, videos and other 
vehicles marketing your 
seasonal openings.

✔   Continue, repeat. Again and 
again.

CHECKLIST:


