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Nick Fosberg was once a 
struggling bar restaurant 
owner, paying bills out of 
his own pocket just to keep 
his doors open. After hitting 
massive frustration, Nick 
reached out to marketing 
books, courses, seminars, 
and then finally hired a 
marketing and business 
coach to help him figure 
out how to increase sales 
and profits.

Within 8 months of working with his coach, Nick doubled his 
business by applying what he now calls his Loyal Regular 
Value Optimization Marketing Funnel or “LRVO” for short. 
After his success and having to look outside the industry for 
answers, he started Bar Restaurant Success so he could pro-
vide the answers owners are looking for - How to get new 
customers in the door without wasting marketing dollars!

To this day Nick and his team have over seen a half a million 
dollars in marketing & promotional campaigns for himself and 
his clients. He’s made a massive impact in the industry by 
providing everything he’s learned through trial and error.

The Bar Restaurant Success program is literally 
the easiest turn key promotional program for busy 
owners like myself. Nick goes through step by step 
into each promotion, how to run it, what offers to 
make, and he gives you every marketing template 
you need to make it a success. If you want to be  
different then the competition, run promotions 
that get people in your door, that are easy to set 
up, this is your answer!

“ “

Don WIlburn
Owner
Hot Shots Sports Bar & Grill, 
Arnold, MO

Want To Increase Sales & Dominate The 
Competition Without Wasting Your 

Marketing Dollars? 

Click Here & Become A Member Of Bar 
Restaurant Success For Just $1 & Have 

Nick Personally Help You Take Your 
Business To The Next Level!

If you’re looking for new, creative promotions or mar-
keting strategies that are actually profitable, Nick’s 
expertise will get you the results you’re looking for 
much faster then you trying to figure it out on your 
own through trial and error. 

He’s got the shortcut and success stories to prove it!

To see some of his best  
success stories, click here.

http://bit.ly/1JBhOsW
http://bit.ly/1hHAJbx
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National Chili Month

In order for them to win, they obviously have to 
have the most votes. So, what they’re going to do 
is call all their friends and family members and ask 
them to come help them win the competition. They 
do a lot of the marketing for you! 

 
You can even get beer and liquor sponsors involved 
for different donations and prizes. This event is 
something fun and different to do that will bring 

in a bunch of people if chili fits your demographics 
and if it’s cold enough. Obviously, you wouldn’t 
want to do this in 70 plus degree weather.

Another idea you could do for National Chili 
Month is create a new chili recipe each week for 
the month. Remember people are always looking 
for new specials and promotions. A brand new chili 
recipe each week could be a way to drive in more 
customers.

You could easily do a chili cook-off and this is pretty popular in 
the midwest.  A chili cook-off is where you get contestants to 
come in and bring in their very own chili. Then people come in 
and pay for a ticket to try all the different chilies and they vote on 
whoever has the best chili.

 
You’d defiantly want to have prizes such as gift cards to giveaway 
to first, second, and third place. 
 
Now, what’s great about this is, is how it builds competition 
between your regulars! You defiantly want to try to get your loyal 
customers into this cook-off because it creates competition and 
makes it a fun event.  

How This Keeps Advertising Dollars Low…

As we all know, coming up with new bar and restaurant marketing ideas can some-
times be tough. However, I’ve got a bunch of great ideas for you to increase your bar 
or restaurant sales in October using some low-cost marketing strategies and pro-
motions. So, let’s dive into the bar and restaurant marketing calendar for October.  
 
One quick note before I get started: Each month, I go through and I research about 4 to 5 different 
calendars on websites and I condense all these ideas down to what I believe is the most profitable 
promotions you can run that will excite new and existing customers. Let’s dive into the monthly 
promotions first. 

16 bar & restaurant promotions
for october

https://www.facebook.com/barrestaurantsuccess
https://www.youtube.com/user/BarOwnerTV
http://barrestaurantsuccess.com
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National COOKIE Month
If you’re a restaurant you could give away a free cookie to all the kids 
that come in. Is this promotion going to allow you to retire? Hell no! It’s 
just a nice gesture and people appreciate the small things you do in life. 

Breast cancer awareness is a huge one, and I love doing chari-
ties for numerous reasons.  Number one, it helps people in need. 
Number two, it really builds a great relationship within the 
community and it shows your customers you care about other 
people. 
 
People like supporting business’s that are doing charity events 
and helping out others. So, one of the ways you could do this is 
obviously reach out to a breast cancer awareness charity group 
in your area or you could look online http://www.national-
breastcancer.org/

BREAST CAnCER AWARENESS

You could bring in guest bartend-
ers during this event such as a local 
cancer awareness organization for 
this. They could come in and just 
help your bartenders out behind 
the bar, not necessarily pouring 
every single drink but they could 
do the easy stuff like pouring draft 
beer, opening bottles, and pouring 
pop. I would keep the mixed drinks 
to your regular bartenders!
 
Then have a percentage of the tips 
go to the charity organization that 
night. I would not suggest saying 
“Hey, 100% of the tips go to the 
organization” because you don’t 
want to cut out your employees 
who work hard for you day in and 
day out and then you take 100% of 
their tips away from them one day. 
So, you want to make sure your em-
ployees are still going to benefit 
working this. 

The second way to raise money for 
the same event is have a percentage 
of sales go to charity. That could 
either be on 100% of the food sales 
or maybe it’s on a certain cocktail 
that is featured that night. For ex-
ample coming up with a pink drink 
for the night, giving it a cool name 
and charging a little more for it. 
 
You want to make sure you have a 
system for tracking these drinks so 
at the end of the event you know 
what gets donated.  We’ve done 
that before where we made a drink 
with X-Rated, which is a pink liquor 
and for every drink we sold a dollar 
went to the Breast Awareness. 

We also did a 50/50 raffle that 
night. People could buy 50/50 raffle 
tickets and 50% of the pot goes to 
the charity group. Usually, about 
9 out of 10 times the winner ends 

up giving the other 50% of what 
they won back to the charity group. 
The best way to promote this is 
to use your customer list, but also 
send out a press release with this 
because you will get thousands of 
dollars in free advertising when 
you are doing charity events. 
 
Send the press release out to the 
newspaper, radio stations, and TV 
stations and you will get extra ex-
posure (free exposure) for this and 
they’ll probably come out during 
the event. Now you can see why I 
love doing charity events. It helps 
people in need, gives you a lot of 
extra exposure, and it brings a lot 
of new faces in the door that love 
what you’re doing for the commu-
nity!

https://www.facebook.com/barrestaurantsuccess
https://www.youtube.com/user/BarOwnerTV
https://www.facebook.com/barrestaurantsuccess
https://www.youtube.com/user/BarOwnerTV
https://www.facebook.com/barrestaurantsuccess
https://www.youtube.com/user/BarOwnerTV
https://www.facebook.com/barrestaurantsuccess
https://www.youtube.com/user/BarOwnerTV
http://barrestaurantsuccess.com
http://www.nationalbreastcancer.org/
http://www.nationalbreastcancer.org/
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National pizza Month

This is the perfect opportunity to run a pizza eating 
competition! People love this because it’s fun, it’s 
wild, and it’s very entertaining. You can go anywhere 
and have a good meal, watch TV, but where can you 
go watch a bunch of people try to eat pizza as fast as 
possible? People love this stuff and it’s something 
that I do every single year for National Pizza Month.

How I set it up is as follows; the contestant pays $5 
to cover that cost of the pizza. I pay out prizes to 
first, second, and third place in gift cards, along with 
a first place trophy that I  get made for $20 or $30 
bucks. It’s not like we’re giving away thousands of 
dollars, it’s just something fun and different. 
 
During the event, take a video of it, and put that on 
Facebook after it’s done. It will be shared like crazy. 
You’ll get a lot of exposure from that as well. 

Next thing you could do for National Pizza Month 
is create  a new pizza recipe each week like the chili 
mentioned above. Try to come up with something 
brand new that you have never served before. 

You could give away 500 pizzas! Now that’ll grab 
ATTENTION! (but do it where you break even on 
the pizza.) Such as, get a free pizza when you buy 
“x”. Some other food item at full price or focus on 
this being dine in only and it’s good for 4 people. 
Then each person must purchase one beverage. This 
allows you to at the very least cover your cost and get 
new people doing business with you. Provide them 
with a great experience and they could become cus-
tomers for years!

You’d want to use a press release for this to get the 
free exposure and social media so you have no ad-
vertising cost. I wouldn’t suggest spending hundreds 
of dollars to promote your free pizza giveaway. You 
could use a lot of free avenues and a press release to 
get the attention of thousands in your area.

Here’s one that will get you a ton of exposure 
and make you stand out!

http://barrestaurantsuccess.com
https://www.facebook.com/barrestaurantsuccess
https://www.youtube.com/user/BarOwnerTV
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daily promotions you 
can run in october

You can create a menu of dif-
ferent types of tacos for that 
day. You could even run it for 
the week if you wanted to. 

A taco eating competition 
just like the pizza eating 
competition is another 
option.  

If you already serve tacos, 
you can sell them at a dis-

counted price that day. What 
I would do is maybe do it at 
a breakeven standpoint- do 
some real cheap tacos, but 
create a purchase restriction 
so you get spenders and not 
just vultures in there taking 
advantage of your cheap spe-
cials. Make them have to buy 
something else in order to 
get the deal on the tacos. 

NATIONAL VODKA Day - 4TH 
This works great for bars and restaurants. You can discount 
your all your vodkas. You could make up a special martini 
menu. 

A great way to promote this is to get a good-looking bartend-
er to shoot a 10-15 second video from their iPhone whee they 
reveal the special and maybe they take a sip! Then you would 
target people on Facebook with ads who like your page, but 
then also target people who don’t like your page who are actu-
ally buying liquor on their credit cards in order to drive in new 
customers. 

national taco
Day - 4th

Boyfriend’s Day - 
3rd 
Bring in your boyfriend and get “X.” Such 
as percentage off the tab, a free appetizer, 
or whatever it is you choose to do. This 
is just another different way to create an 
offer to get extra people in the door-by 
giving them something of value.  

You’ll always get a better response to 
your offers when there is a “Reason Why” 
attached. Instead of just saying get 20% 
tomorrow, you’d say “Because it’s Na-
tional Boyfriends Day tomorrow, we’re 
giving all the lucky ladies out there with 
a good man in their life, 20% off their 
entire tab!”

If you’re unaware of how to target “drinkers” people actually buying beer, wine, liquor on their credit / debit cards, 
look into The Bar Restaurant Success Elite program where I provide you with done for you promotions and

step-by-step marketing execution plans.

https://www.facebook.com/barrestaurantsuccess
https://www.youtube.com/user/BarOwnerTV
http://barrestaurantsuccess.com
http://bit.ly/1JBhOsW
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NATIONAL DESSERT DAY - 14TH 
 
You could do a free dessert just for kids if your more of 
a family restaurant or you could do a free dessert for 
everyone!

national LIQUOR Day - 16th 
Liquor Day: Run a discount on all liquor, there’s a lot of 
things you could do with that for a bar. 

world food Day - 
16TH 
This is another option to run a charity 
event for people to bring in a can or 
box of food. Give them a discount on 
their meal when they do this and you 
could call the local food pantry and 
they will come pick all the food that 
was brought in that day. 

You could easily run a press release and 
use your customer list to get the word 
out about this.  You should ask people 
to share what you’re doing for World 
Food Day to get even more exposure. 

When you’re doing good for the com-
munity, more people are willing to 
share your Facebook posts and retweet 
your tweets on twitter. I’ve noticed, 
sometimes I’ll ask “please share this” 
for some type of entertainment that I 
might be doing…. and people will share 
it. 

However we always get 5 to 6 times 
more people sharing posts/events 
when they are tied to charity because 
it is helping people in need. With that 
said, anytime you’re doing some kind 
of post with charity, ask people to 
share and people are more than 
willing to do that! 

This helps put you in front of thou-
sands, and thousands, and thousands 
of other people for free on Twitter, 
Facebook, and whatever other social 
media channels that you may be using. 

NATIONAL SAUSAGE PIZZA Day - 11TH 
 
Run a discount on sausage pizza. Maybe do a free small 
sausage pizza when they buy, something else or how 
about when you spend $15 on other food or beverages 
you get a free small sausage pizza?

http://barrestaurantsuccess.com
https://www.facebook.com/barrestaurantsuccess
https://www.youtube.com/user/BarOwnerTV
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national PASTA Day - 17th 
You can create 2, 3, 4 different types of pasta dishes that 
day and put those on sale. You could do a pasta cook-off 
competition kinda like the chili competition, or do a create 
your own pasta dish, and give them the options to choose 
from.

NATIONAL GREASY food Day - 25TH 
 
A great promotion is to run a half price appetizer deal that 
day. What you want to do in your marketing message for 
National Greasy Food Day is “the perfect excuse to eat what 
you want.” 

There’s a lot of people out there on diets that want to eat 
fried food but try don’t. I’m one of them! But now myself 
and everyone else, whether on diets or not, have the perfect 
excuse to say “Screw it! It’s National Greasy Food Day!” Just 
like non Irish people on St. Pats day - perfect excuse to go 
drink green beer and call into work the next day!

Everybody needs an excuse from time to time and you want 
to focus on creating excuses for all your promotions. Enter-
tainment, food specials, drink specials, etc, etc.

naVY Day - 27th 
Discount to Navy Vets! 

If you’re in an area where the navy stationed, you could 
obviously target people on Facebook who are in the navy! 
Gotta love Facebook targeting! The most powerful advertis-
ing platform to ever hit our industry. 

http://barrestaurantsuccess.com
https://www.facebook.com/barrestaurantsuccess
https://www.youtube.com/user/BarOwnerTV
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magic Day - 31st 
 
Now, this is a little different, but 
could be very fun. You could bring in 
a magician for kids in your restau-
rant on Magic Day. Again, do a press 
release for this. This is newsworthy 
content so more than likely they’re 
willing do a story on it.  

I’ve done this at my bar, but it was 
more of a adult magician / comedy 
show. And it was craz pretty enter-
taining!

Our customers loved it. It was just 
something different then what we 
usually do and of course...  
ENTERTAINING!!

You might be able to find one on 
Google under “Adult Magician” or 
something like that. Reach out to 
a comedy agency and they might 
be able to steer you into the right 
direction.

Again, people want something new. 

They want to be entertained. You 
can go to any bar or restaurant and 
eat, watch the TVs, and hangout, but 
people want new and they want to 
be entertained.

You could also have a bartender just 
learn a few simple magic tricks and 
send out an e-mail informing your 
customers of this night. Again, is 
this going to bring you thousands 
and thousands of extra dollars to 
have a bartender learn this? No. But 
it’s just something cool and differ-
ent for the customers to experience. 

If the bartenders keep using those 
types of things to get customers in 
the door, they are really going to 
build up their tips. It’s going to build 
their relationship with these new 
customers who might be walking 
in the door and might even wan-
na bring them back in more often. 
Again, you’re doing something 
completely different than what the 
competition is doing. 

halloween - 31st 
 
Last one, the obvious, Halloween. For a bar have a costume contest and DJ 
or band come in. Restaurants could do a special where kids get 50% off their 
meal and a candy bag when they come in.

https://www.facebook.com/barrestaurantsuccess
https://www.youtube.com/user/BarOwnerTV
http://barrestaurantsuccess.com
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Promotional flyers designed by professional 
graphic designer that would cost you $100 or 
more to get done yourself 

E-mails already written for you that grabs 
attention, builds relationship, uses “reason 
why” copy, and uses scarcity / urgency to 
get customers taking action on your offers 
immediately!
 
Step by Step videos on how to get the most 
exposure to your most profitable audience 
with the least amount of investment (You’ll 
save 10k-15k a year in ad costs from these 
videos)
 
Marketing strategies you never knew existed 
that will bring you the greatest return on your 
marketing dollars - These are so easy to im-
plement your staff could handle this for you!
  

Press releases to get the local media inter-
viewing you! All you have to do is send it out 
to your local news agencies and BAM…your 
new promotion is the news… FOR FREE!
 
Retargeting campaigns that allows you to 
ONLY promote your offers in front of peo-
ple who have ALREADY shown interest in 
your business before! - This is the future of 
marketing!

A group call with Nick where he can help you 
take your promotions and marketing to the 
next level, allowing you to spend less while 
getting more exposure to the right target 
market with offers that actually get new cus-
tomers in your doors! $500 value alone!

Plus much more! 

Would You Like Nick
To Personally Help YOU Create Brand New Promotions 

Each Month, Plus Have Him
Show You How To Get The Highest ROI On Your

Marketing Dollars?

Join Bar Restaurant Success Elite For Just $1 Today & See Your Marketing
& Promotional Frustrations Disappear Once And For All! 

Each Month You’ll Get 4-5 “Done-For-You” Promotions Which Includes

Click Here & Become A Member Of Bar Restaurant Success For Just $1 & 
Have Nick Personally Help You Take Your Business To The Next Level!

http://barrestaurantsuccess.com
http://bit.ly/1JBhOsW

