
 
 
 
 
 
 
Why Summer Is a Great Time to Focus on Sales 

 
When people see summer coming, they often shift into vacation mode, searching for pictures, 
relaxation, and a slower pace. However, for sales professionals, summer presents a unique 
opportunity. While in some industries there are seasonal slowdowns, savvy salespeople know 
that this is the perfect time to build relationships, reconnect with past clients, and lay the 
groundwork for a strong second half of the year. With fewer distractions and lighter schedules, 
summer can become a season of strategy, connection, and momentum. Contrary to popular 
belief, summer is not an inherently “bad” time to sell; it is a great time to deepen connections, 
discover new opportunities, and set yourself up for a strong fall and Q4. 
 
Here's how to make summer work to your advantage: 
 

-​ Reconnect with old clients: Checking in casually with your past customers is always a 
good idea, and summer is a great time to do it. A quick call or an email can reopen doors 
for future business. 
 

-​ Schedule informal meetings: During this season, many people have a lighter schedule 
and are more willing to set aside time for a quick meeting. Making it easier to set up a 
call or a coffee. 
 

-​ Create urgency: Summer feels so short and fleeting; people respond to time-limited 
offers. Use this to your advantage by advertising end-of-season deals or short-term 
incentives. 
 

-​ Network Strategically: Take advantage of the nice weather to attend or host outdoor 
events, conferences, and community activities. This will help you to meet new people, 
strengthen existing connections, and build your referral network. 
 

-​ Test and tweak sales strategies: Summer creates a bit more breathing room and is the 
perfect time to evaluate what has been working and what you need to change. Refine 
your pitch, try new outreach strategies, and prepare fresh campaigns to use in later 
months. 

 
-​ Set up your fall pipeline: Use the summer to set up conversations and discovery calls. 

By August, you’ll already have appointments on the calendar, while others are just 
ramping up again. 

 
While others slow down, you can move ahead. When the busy season returns, you will be glad 
you stayed active and used summer to your advantage. 
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