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Introduction

It's no secret that hiring doesn’t stay constant year-round. Across
industries, hiring demand pulses with seasons, budget cycles, and
external economic forces. In recent years, many sectors saw familiar
patterns plus new disruptions driven by inflation, labor tightness, shifting
candidate expectations, and delayed decision-making. As we head into
the future, the smartest employers, staffing & HR service providers, and
ATS partners will leverage what worked (and what didn’t) to get ahead.
This guide arms you with the data, trend lines, and planning calendar you
need to coordinate sales, marketing, and client messaging for peak hiring
windows.
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Trends in Hiring Cycles

While no two years are identical, the overall hiring rhythm remains
consistent: there are predictable peaks and slowdowns that smart HR tech
providers and service partners can anticipate. Here are the key trends and
takeaways we find most impactful in the modern labor landscape.

What We've Learned

Impact on Planning & Strategy

Budget &
Corporate

Planning Cycles

Many companies finalize budgets in Q4 (Oct—

Nov), then post new positions in December,

with hiring peak in Jan—Feb.

Begin outreach & messaging late Q3 / early
Q4 for the next year’s hiring needs. Help
clients with workforce forecasting before they

lock budgets.

Summer

Slowdown

Across many industries, hiring activity drops
~40-60% in summer (June-August). Excep-

tions include education, hospitality, tourism.

Use summer for training, talent pipeline
building, content marketing. Don’t try to push
high hiring messaging in July-August; plan for

ramp back in fall.

Holiday & Year-

Retail, logistics, supply chains and seasonal

roles see a surge heading into Q4 (Oct-Dec),

Marketing campaigns for holiday staffing

should start as early as August/September.

Expectations &

End Push with clients beginning to plan immediately | Emphasize benefits of early hiring (better pick
following summer. of talent, smoother training).
Gen Z and younger workers increasingly Messaging needs to emphasize not just job
Candidate expect flexibility, fast feedback, meaningful | openings but experience: “flexible schedules,”

work, strong employer branding. Hourly/

” «

“rapid onboarding,” “employee value

Automation in

Seasonal Hiring

Flexibility seasonal roles see high turnover if proposition.” For partners, helping clients with
onboarding is weak. candidate experience is a differentiator.
Employers using automation and Al tools Position ATS features/tools that streamline
Technology &

(for screening, scheduling, applicant flow)

are able to onboard seasonal staff more

efficiently.

seasonal hiring (bulk applicant processing,

faster hiring workflows, built-in automations) as

part of early planning.

Strategic Hiring Seasons Guide | 04

© 2025 HiringThing


https://www.bls.gov/jlt/
https://blog.theinterviewguys.com/the-seasonal-hiring-patterns-analysis-report/
https://www.eastridge.com/blog/plan-ahead-seasonal-hiring-strategies-for-the-2025-holiday-rush
https://pierpoint.com/blog/seasonal-hiring-trends/
https://pierpoint.com/blog/seasonal-hiring-trends/
https://mondo.com/insights/seasonal-hiring-trends-staffing-solutions-shaping-workforce/
https://mondo.com/insights/seasonal-hiring-trends-staffing-solutions-shaping-workforce/

Industry-Specific Seasonal
Profiles

Let’s explore snapshots of several major industries: what we’ve seen
historically, what to expect in future hiring cycles, and when is the best
time to message the benefits of your hiring software to them.

Retail & E-commerce / Logistics / Ware-
housing

Peak Months: September-November (prep), January-February (recovery)
Trough Months: June- August

Peak Hiring Windows

Major surge in Q4 (Oct-Dec), ramp starts in August-September; lighter
hiring in late winter / spring except for clearance, inventory restocking.

Unique Considerations

Supply chain constraints, labor competition, cost pressures, holiday
shipping demands. Need for seasonal vs temporary vs permanent mix;
retention of seasonal hires.

Messaging & Marketing Strategy

Begin outreach in Q2 (May-June) to help clients prepare; run content
in late Q2-early Q3 about best practices; sales promotions in mid Q3;
stronger ATS demos showing holiday-rush capacity.
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Hospitality / Leisure / Tourism

Peak Months: February-April (prep), September-November (recovery)
Trough Months: January, August
Success Rate Variance: 55% higher in peak months

Peak Hiring Windows
Summer is big (May-August), especially in tourism-heavy geographies;
also holiday season in some markets (resorts, ski areas, winter vacation

spots). Off-season slower, with planning and hiring for summer starting
early.

Unique Considerations

Weather variability, location specificity, skill & staff churn high, candidate
expectations strong around work environment, perks.

Messaging & Marketing Strategy

Marketing should begin in Q4 previous year or very early Q1 for high-
travel destinations; emphasize employer branding, flexibility, training. Use
content to show candidate retention strategies.
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Education / Public Sector

Peak Months: March-May (applications), June-September (hiring)
Trough Months: November-February
Success Rate Variance: 70% higher in peak months

Peak Hiring Windows
Education tends to hire in late spring / early summer (May-July) for fall;

possible mid-year roles in public or grant funded. Less seasonal volatility
in public sector in some cases.

Unique Considerations

Budget constraints, grant cycles, slow hiring processes, rigorous vetting
(background checks, certification and education verifications, etc.)

Messaging & Marketing Strategy

Partners should anticipate education budget windows (often tied to fiscal-
year ends of school districts, states), plan marketing in Q1 or even eatrlier;
offer tools to streamline long onboarding cycles, hiring approvals.
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Construction / Skilled Trades

Peak Peak Months: February-May
Trough Months: November-February
Success Rate Variance: 80% higher in peak months

Peak Hiring Windows
Typically peak in warmer months (spring thru summer); winter often

slow due to weather; some year-end work may push hires. Forecasting
impacted by material supply, regulation, local weather.

Unique Considerations

High demand at peak; difficulty in finding skilled vs unskilled; retention;
safety & compliance issues.

Messaging & Marketing Strategy

Start marketing in late winter / early spring; content for trades about
training, safety culture; tools that help with workforce planning; case
studies of successful seasonal hires converting to permanent.
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Healthcare / Social Assistance

Peak Months: Year-round with surges in January-February, September
Trough Months: June-July (vacation season)
Success Rate Variance: 20% higher in peak months

Peak Hiring Windows
More steady, but still shows peaks tied to winter (flu season, holidays),

public health funding windows, academic cycles (new grads) in early
summer.

Unique Considerations

Regulatory demands, credentialing, burnout, staffing shortages. Hiring
often lags demand.

Messaging & Marketing Strategy

Messaging early in Q4 for winter peaks; in early mid-year for upcoming
grad cycles; emphasize speed in hiring, credential management,
onboarding support.
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Hiring Cycle Calendar

Below, we’ve compiled major hiring trends across industries, with icons
representing industry hiring peaks, and color-coded hiring months (lighter
months are typically quieter, darker months tend to have more hiring.) Use
this as a reference to plan your year and help your clients stay ahead in
their industry.

Industry Hiring Calendar Industries
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Best Practices, Messaging
Tips, and Planning Calendar

Best Practices & Messaging Tips

« Lead with Insights & Data: Don’t just tell clients “hire now,” help them
forecast, show data. Use their previous seasonal data, competitor
benchmarks, and universal trends.

« Solve Pain Points Early: Messaging around onboarding challenges,
retention, labor supply, and cost spikes are key areas that resonate
across industries.

» Feature Flexibility & Experience: Modern technology helps
employers stay ahead with flexible schedules, rapid onboarding,
better management of temporary/seasonal employees, and clearer
communication.

« Use Case Studies: Provide compelling social proof with stories from
previous years (both wins & failures) make seasonal planning tangible.

« Bundle Offers or Incentives: Seasonal hiring is high volume; clients are
very sensitive to cost per hire and time-to-fill. Incentivize early signing or
“seasonal readiness audits.”

- Employer Branding: Even for temporary roles, reputation matters.
Encourage clients to market their brand, values, team culture, treatment
of seasonal employees.
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Turn Strategy into Action:
Recommended Marketing & Sales
Schedule

Strategy

Messaging Themes

Activities

Q3:

July - Sept

Begin building “coming seasonal
surge” campaigns; audit last year’s
performance; educate clients on
benefits of early hire; prep case studies;
sales prospecting targeted at industries
with holiday / winter or early new year

budget cycles.

“Plan ahead and avoid the
rush”, “Early hiring = better
talent”, “Optimize seasonal
staffing now”, “Don’t leave

hiring until the last minute”.

Prepare resource content (blog posts,
whitepapers, checklists);

Identify and share ATS features that
support seasonal hiring flows;

Train sales & customer success teams
to lead discussions about seasonal

forecasts.

Q4:

Oct - Dec

Execute holiday hiring promos + client
workshops; content about logistics,
onboarding and retention for seasonal
staff; feature tech/time-saving tools;
issue reminders to non-clients about

seasonal hiring readiness.

“Holiday hiring ramp?”,
“Maximize holiday season
performance”, “Streamline
hiring & onboarding”,
“Ensure supply meets

demand”.

Deploy campaigns, host webinars;
Gather feedback from clients about
pain points to inform strategy;

Push for upsells/cross sells of

products related to seasonal hiring.

Q1:

Jan - March

Tide of hiring from budgets takes off;
clients active; ensure your messaging is
optimized; share insights and data from
Q4 outcomes; help clients turn seasonal

hires into permanent where possible.

“New year, new staffing
goals”, “Deliver on your Q1
hiring”, “Turn temp into long-
term”, “Optimize hiring costs

(1)

now-.

Monitor performance;

Refine target industries;

Content such as success stories with
early planning;

Ensure ATS customer support is

strong; evaluate tool/feature usage.

Q2.

April - June

Summer slowdown begins; use this as
time for employer branding, pipeline
building, internal process improvements;

prep for next peak (holiday / winter).

“Prepare now for your next
busy season”, “Build your
talent bench”, “Improve
candidate experience”,

“Retention of seasonal staff”.

Produce content for off-season;
Case studies, buyer aids;
Internal planning

Sales outreach about long-lead

opportunities.

Q3:

July - Sept

Ramp back up; early holiday hiring
begins; many businesses will be
assessing capacity; push messages
about early planning, avoiding delays,

leveraging tech to scale.

“Lead the pack this holiday
season”, “Get ahead of hiring
bottlenecks”, “Secure your

seasonal workforce early”.

Update/promote checklists or guides;
Showcase tools that reduce friction;
Partner with complementary services

(payroll, staffing) for bundle offers.
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Putting it All Together: Your
Partner Planning Checklist

Now that we’ve explored industry nuances, key messaging strategies, and
overarching labor market trends, it’s time to put it all together and build your strategy.
Use this checklist as your strategic companion through the year. Each quarter
highlights what to do now, how to prepare clients, and how to set yourself apart as a
partner. Print it, share it with your sales team, and use it to help spark ideas and start
conversations with your team each quarter.

Q1 - January - March

Theme: Capitalize on Post-Budget Momentum

U Send a “New Year Hiring Strategy” email to clients, positioning
your ATS as a solution for budget-approved roles.

U Schedule 3-5 client check-ins to forecast annual hiring needs
and show how your ATS supports workforce planning.

U Build a short case study or testimonial showing how a client
reduced time-to-hire or costs last year.

U Update your sales deck/demo script with fresh “ROI proof points” to
match budget-season conversations.

» Partner Tip: Use January’s energy to position yourself as the guide who
turns budgets into results.
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Q2 - April - June
Theme: Build Talent Pipelines Before the
Summer Slowdown

U Publish one thought leadership piece (blog, video, Linkedln post) on
employer branding or candidate experience.

U Run a mid-year hiring process audit with at least 2 clients. Identify
bottlenecks and suggest workflow improvements.

U Offer a 15-minute ATS training/refresher for clients during their slower
summer to help them prep for future hiring.

» Partner Tip: Position audits and training as “getting ready for busy
season,” clients love prep help.

Q3 - July - September
Theme: Prepare for the Holiday & EQY Surge

U Launch a Holiday Hiring Readiness Campaign: email series, social posts, or
client webinar by early August.

U Identify top 5 clients in retail, logistics, or healthcare and proactively offer a
Seasonal Hiring Readiness Call.

U Share at least one industry-specific insight with clients (e.g., “Retail sees
holiday staffing peak start in October”) and offer relevant content.

» Partner Tip: The earlier you educate clients, the more likely they’ll
allocate budget to your solution.
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Q4 - October - December
Theme: Optimize Holiday Hiring & Shape Next
Year’'s Budget

U Collect 2—3 client success stories or metrics to use in Q1 sales/marketing.

U Send a “Budget Planning Reminder” email in November, positioning your
ATS as part of their 202X plan.

U Create a simple one-page Seasonal Hiring Report Card template clients
can fill in (time-to-hire, turnover, cost-per-hire).

» Partner Tip: Use year-end feedback to pitch upgrades, new features, or
expanded use of your ATS for the next cycle.
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Partner Success,
Every Season

At HiringThing, we believe that your success is our
success. That's why we created this guide as part of our
ongoing Partner Perfection™ promise, to give you the
tools, insights, and confidence to guide your clients
through every hiring cycle.

But this guide is just the beginning. Our team is here
to help you translate strategy into action, whether
that's building sales campaigns, refining marketing,
strengthening client relationships, or unlocking new
revenue streams.

If youd like to talk through your seasonal strategy,
brainstorm marketing ideas, or simply explore new ways
to win with your clients, wed love to connect.

» Reach us anytime at partners@talent.software
to schedule a conversation.

Let's make this your most impactful hiring
season yet, together.
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