
30 Powerful Bar & Restaurant Promotions That Attract 
New Customers, Creates Big Pay Days & Make You Stand 

Out From The Competition! 

By Nick Fosberg

What you’re about to read is the transcript from Nick Fosberg’s 
presentation at the NRA show in Chicago in 2016. Jon Taffer reached out to 

Nick to present his 30 best promotions for increasing revenues.  

Keep an open mind as you read, and remember that when you follow the 
same promotions that your competition is doing, you’re not standing out.

 Some of these promotions will be your ordinary, but done with a twist. 
Some will be outrageous and totally different that grab attention and make 
you stand out. Some will make you a few hundred bucks, and one specific 
one can make you well over $50,000 over 12 months. You’ll see the case 

studies within.

Start Of Presentation  

In the next 45 minutes, I’m going to cover 30 powerful bar promotions that 
will boost your sales, attract new customers, and that will make you stand 
out from the competition.


Before I dive in, let me give you a brief run down about myself.

I own 2 successful bars in 
the Rockford, IL area. I’m 
happily married. I’ve got 2 
amazing children.

Now one thing I want to 
point out before I go on is 
that Rockford, where I’m 
from, is about 60 miles 



west of Chicago, OK. And Rockford was just recently rated the 3rd worst 
city to live in, in the entire United States. With that said, if I can make these 
30 promotions work, any of you can too. 

Over the last few years, I’ve been able to systematize both bars, where I 
only spend a few hours a week working on them. However, it’s not always 
been this way. I was a struggling owner at one time, paying the bars bills 
from my own bank account.

I was spending $1,000 to $1,500 on newspaper, tv, radio, social media, 
everything you can imagine. But I was getting very little, if any results. And 
that’s when I realized I didn’t know anything about marketing besides how 
to lose at it. 

The Transformation 

To make a long story short, I reached out to a marketing and business 
coach to give me the answers I was looking for. And with his help and with 
me becoming a student of marketing, buying books, courses, going to 
seminars, I discovered a totally different way to market my bar. 

One that cut out almost all the risk on my marketing dollars and built instant 
trust, credibility, relationship with my customers.  

After 8 months of working with my coach I doubled my business. Short after 
my success my coach gave me the idea to help other bar and restaurant 
owners outside my area and that’s when I started Bar Restaurant Success.

Today I spend 99% of my working time on Bar Restaurant Success, helping 
other owners take their bar and restaurant businesses to the next level by 
applying what I’m going to share with you today. 

I’m now known as one of the highest paid marketing and promotional 
consultants in our industry and I’ve been creating some of  the highest 
grossing online promotions for owners all over the country. I’m talking 
5,000-10,000% percent returns on my clients marketing dollars. And today 
I’ll show you proof of that.



What Makes Promotions Successful? 

Before I dive into the 
promotions I want to cover the 
2 most important elements in 
creating successful 
promotions. 

Number one you must have a 
audience of people who WANT 
the type of promotion or offer 
you are making. Without a 
market that WANTS what 
you’re offering, there’s no success.

Number 2, you need people to show up right? So you need a profitable, 
strategic, marketing plan with a powerful message that persuades people 
to come and you do that by telling them how they will benefit! Without either 
of these, you have nothing. Right?

Because I only have 45 minutes to cover 30 promotions I can’t get into how 
to construct a powerful message that’s persuasive and delivers value but if 
you’re on my e-mail list, you’ll receive examples and how to information on 
this.

(You can get a copy of my #1 selling book for free here, all I ask is you 
cover the $5.95 the fulfillment company charges for shipping and handling. 
Otherwise it’s $30 on Amazon)

https://brsbook.net/


10 Key Questions You MUST Answer Before You Kick Off 
Your Marketing Plan.

1. Am I targeting my existing customers or new customers for this 
promotion? Or both?

2. What’s the demographics of my target market? Age, gender, etc, etc. 
Who is the perfect type of customer that would LOVE this promotion?

3. What marketing medias will I use to target my audience? Facebook, e-
mail, texting, direct mail, Instagram, etc, etc. Which are the BEST to hit 
your audience with?

4. What are you going to say to PERSUADE & INFLUENCE your new or 
existing customer to come in for this promotion? How will they benefit? 
Why should they come to this promotion vs stay at home or go else 
where?

5. How will you track your PAID marketing efforts to know whether it was a 
success or not? Will they sign up online? Will they bring in a invite. Will 
they call for reservations? Will they bring in a coupon? Show an email?

6. When you have them in the door, what will you do to go above and 
beyond to give them a great experience? 

7. What is your strategy to get them to come back next week?
8. How will you increase the check average with upsells?
9. How much do you plan to budget for this promotion?
10. How can you bring in sponsors or joint venture partners (other small 

businesses in your area) to help cover costs, bring pricing down on 
product, or bring some other type of value that makes the promotion a 
bigger success.



30 Powerful Bar & Restaurant Promotions 

The first few promotions I want to 
go over are what I call lead 
capture promotions. These are by 
far the most profitable promotions 
because within these promotions 
people are handing over their 
personal contact information to 
you pretty much saying, I want to 
do business with you. 

There’s nobody more profitable to market to on this planet then people who 
are telling you they WANT to do business with you, right? I would rather 
market my business to 1,000 people who’ve personally given me their 
personal contact information vs 20,000 random people.

So lead capture promotions is all about building a customer list so that you 
can contact them about future promotions and offers. Building a customer 
list is nothing new, but most owners who have customer lists are not 
generating thousands of dollars in sales from it. Today, I’m going to show 
you how.

#1 Lead Magnet Promotion 

The first promotion is the lead magnet promotion and this is the first 
promotion I run with every single private client of mine. This is used to 
attract new customers and build our customer list extremely fast. 

The offer we use is 
what I call a “lead 
magnet” offer and it’s a 
break even offer that 
out-beats the 
competition. The goal 
here isn’t to make 



money on this sale, it’s to acquire new customers with very valuable offer.

My lead magnet offer is 50% off your tab, good up to $20 off. Now I know 
there’s a lot of opinions out there about discounting and the types of 
customers you attract and all that. 

I agree 100% with those opinions…… WHEN you DON’T have a backend 
strategy in place to recoup the profits! If you just go around throwing out 
discounts all over, yes it will hurt your brand. 

If you explain WHY within your persuasive ad copy which what I say is “Our 
goal is to get 100 brand new customers in our doors this month and this is 
the offer we believe that will do that. We believe that when you come in and 
we give you one of the best experiences you’ve ever had, you’ll want to 
come back again and again!”

You’ll see what I mean as we continue, or again, there’s a much more 
detailed explanation in my book that you’ll receive for free at the end of this 
presentation. —>> Click here to receive
 

A few months back a new 
client of mine Matt, who 
owns a Ground Round 
restaurant in Wacaonia MN 
got over 518 offers of these 
redeemed in 2 weeks, over 
1,000 customers in his 
doors, and we only spent 
$400 on ads to do this 
which it brought him over 
$6,000 in sales. 

He built his list to over 1300 in 30 days, and you’ll see all the backend 
strategies we put in place from this ONE initial offer. 

https://brsbook.net/


#2 Win Meal For A Year

The second lead capture promotion is my win a free meal for an entire year 
promotion. Now you might think “wow this is going to cost me a ton of 
money.” It’s not. 

Here’s how this works. You get hundreds, if not thousands signing up 
online through social 
platforms, your in-house 
list, and through an 
employee competition. 

Then you make everyone 
who signs up a winner in 
order to get the most 
people handing over their 
information to you. 

Through our marketing 
system, if they are a brand 
new customer, they will receive a free meal offer with restrictions tied to it 
so we at least break even on the meal. We tie a 7 day expiration date to it 
as well to get them in the door before the big day of the promotion. 

If our existing customers sign up, they get $5 off their next tab which is also 
tied to a 7 day expiration. So the strategy here is to get them in before the 
main promotion spending money and at the main promotion.

You pick a day to reveal the winner where everyone has to be present to 
win to pack the house from 6-8. You give people an extra chance to win for 
every food or drink item they get that day. Then you call the winner out who 
must be present to win.

The free meals are also tied with a restriction that 2 beverages must be 
purchased or another full price menu item. This way you can cover your 
food costs. And this is important, we reveal that ahead of time through the 
follow up e-mails leading to the event so no-one gets upset.



The main goal of this promotion is really to build your list but also to pack 
the house one night and stand out from the competition by doing something 
outrageous. You could even get a ton of free publicity from this. 

#3 TV Give-Aways

The 3rd promotion is my “Flat screen TV giveaway” and this works really 
well as a lead capture 
promotion for sporting events.

We run this exactly like the 
meal for year promo and we 
typically can get one of our 
liquor or beer distributors to fork 
out the $500 for the TV when 
we put their products on 
special.

To get more people in the door to win, what we will typically do with the 
follow up e-mails is make them some kind of offer or bribe to bring in more 
people in order to increase their chances to win. 2-3 days before the 
giveaway, you could say, “show this e-mail and bring in a group of 4 and we 
will give you 10 extra chances to win.” Now you get them being your mini 
marketing team to bring extra people in.

#4 Vacation Give-Aways

Promotion number four is 
Vacation Giveaway promotions 
where you give people a chance 
to win a free trip to Vegas, 
Cancun, and a ton of other 
places. 

You can get these from Vito over 
at Vacation Adventures for $100-
$150 a piece.



Most profitable way to use this promotion is to just use your e-mail list and 
text list to get people in the door to win on a slower night of the week. For 
$100 you can get an extra 30-50 in the door. 

#5 Bet With Staff

Promotion #5 is my “Bet With Staff” promotion. This works really really well 
with e-mail but can also be combined with direct mail and a Facebook post 
or Ad.

This is a story based promotion 
where your marketing message is a 
story about how you had a employee 
meeting and one of your managers 
came up with an idea to increase 
business. 

You go on to say that you shot them 
down because you said you’ve tried 
that before and it didn’t work. 

They then said, lets make a bet. You go on to tell them about your bet 
which is that they can get an extra 30-40-50 people in the door with that 
offer, but the catch is, they get to use the customer list to get the word out 
about this. If they win, you owe them a employee party, if they loose, the 
manager takes you out for dinner.

This promotion works really well because you’re using what I call “reason 
why” copy. You’re telling them WHY you’re making them this offer and 
when it’s backed with a intriguing story, your response triples!

This type of marketing message also engages and builds relationship with 
your customer. You’re communicating with them on a personal level. 
Important!



#6 Freezer Broke

Promotion #6 is the 
Freezer Broke promotion. 

So this is another story 
driven email or Facebook 
post that would take you 
maybe 20 minutes to 
create and zero marketing 
costs, where you tell your 
customers about how one 
of your freezers broke 
down and you have a ton 
of “whatever you want to push on special” to get rid of so it doesn’t go bad. 
For that reason, you’re “running this limited time special.” 

So again, this is using what I like to call “reason why” copy. Instead of just 
saying 1/2 price off flatbreads or whatever, you can tie to a story and tell 
them why which will boost response and engage with your customer.

#7 Pie In The Face

Promotion number 7 is my “Pie In The Face” promotion. January 23rd is 
considered to be National Pie In 

The Face day so the way I just 
ran this promotion was just like 
the Bet With Staff e-mail I just 
talked about. 

Saying we made a bet for 
National Pie In Your Face Day 
and that if my manager Rodney 
could get 50 extra people in the 
door, Rodney could throw pie in 
my face. If it was under 50 I got 



to throw a pie in his face. Well, that’s me and I lost and we got a little over 
50 people in the door on a slower night of the week. 

This is a fun, entertaining promotion that is perfect for your loyal customers 
to have some fun with. We then showed the results on all our social media 
accounts and sent out a funny e-mail the day after with the image. 

#8 Pre Sell Promo

Promotion 8 is the “Pre-sell 
dinner” promo and the way I 
came up with this is about 5 
years ago when I had a 10 by 
10 kitchen. I wanted to pack my 
bar on a week night but it was 
almost always impossible with a 
tiny kitchen and not the best 
food. 

So I came up with the idea of renting a 6 foot char grill and doing a cook 
your own steak dinner and doing it for the cost of the food. My idea was 
give them a value they can’t get anywhere else, break even on the food, 
and get 60-80 people in the door drinking at regular price. However, I didn’t 
know how well this would go and I didn’t want to get stuck with a ton of 
steaks. 

So I ran a competition with the staff on who could sell the most tickets at 
$10. We maxed out at 80 sold in just 2 weeks time and was a huge 
success. We did a 50/50 Raffle to keep people around. And customers 
asked us to do it again, they enjoyed it so much. 

So for that last 5 years I’ve been running this once a month selling 60-80 
tickets on average depending on the season, zero marketing costs, but 
now we’ve upped the price and give 100% of the food profits to charity now. 



Case Study 

Here’s a screen shot from Adam, a member of Bar Restaurant Success, 
who did the Pie In The Face promo and the Pre Sell Promo where he says 
at first he was disappointed in one of the turn outs, only 40-45 people 
showed from his e-mail. Then he goes on to say overall he was happy. One 
did 100% increase in sales from average night and the other was 135% 
increase in sales. 

So this just shows you that when having a customer list that likes you, 
trusts you, and that you continue to build relationship with through your 
marketing, you can easily double sales with simple promotions like I’m 
giving you. 

#9 Most Profitable Promotion EVER!

Number 9 is by far the biggest money maker of all. One of my past clients, 
Cullen’s in Houston Tx, did nearly 60k in sales from a party package 



giveaway we ran using just 
email and Facebook posts - 
zero marketing costs.

The reason I love booking 
parties is because you get one 
person to raise their hand and 
say I want to bring 20-30 
people into your bar and drink 
and eat and have a good time. 
A lot of these customers being 
brand new customers. 

So the idea behind this promotion is to giveaway party packages that 
includes free food for the party, but where it’s only costing you a few bucks 
a person to feed and they are spending $15-$20 on average in drinks. 

More Case Studies 



Above is my party package giveaway promotion that’s creating some the 
highest ROI’s in the industry for owners all over the country. 

So what we do is we send 3 story based e-mails to our email list about our 
giveaway promotion and we drive them to a lead capture page to sign up to 
win a party package. 

After they sign up we take them to a 2nd form to fill out to book a preferred 
date and time and get some general info on the party. Then we have 
someone follow up with everyone who took step 2 and step one. 

Ground Round is at the top - Matt booked over 100 parties and did around 
$30,000 in sales, zero marketing costs, from 3 e-mails. Scotland Yard Pub 
did between 10k-12k they said. And Riverview Raw Bar did $13,125 in 
sales. Zero marketing costs. Just using 3 emails.

#11 Birthday Promotions - Marketed Differently 

Promo 11 is the Birthday promotion which is the most common promotion 
of all, but highly under 
performed by most from what I 
see. 

What I do is I set up automated 
system that first sends them a 
text message telling them I just 
sent them a e-mail. I do this 20 
days before their birthday. 

The e-mail then provides them 
with 2 offers to choose from. 
50% off tab good up to $20 off or a group party package offer. My goal is to 
book as many parties as I can, so I create a big value and drive the scarcity 
that only “x” are given given away.

So if you have a list of 1,000 people and there’s 12 months in a year, that’s 
80 people per month going through this automated system that delivers 



value to your customer while creating big pay days for you, with literally 80 
5 cent texts going out.

#12   $10,000 Giveaway 

Promotion number 12 is the Pot Of Gold promotion and this is what I run 
every St. Pats day, however 
this could be used anytime of 
year if you wanted. 

The way this works is you 
give people a chance to win 
10,000 and you buy 
insurance to cover your ass. I 
use Interactive Promotions, 
great company. 

The way to play the game is 
you get 3 different games that has 20 envelopes. Out of each game, there’s 
3 grand prize winners. If their first 3 envelopes picked are grand prizes 
winners, they win 10k. Chances are they won’t so we let them pick up to 10 
envelopes that we stuff gift cards, party packages, and other giveaways in.

#13 Pick The Joker Promotion

Promotion #13 is Pick the 
joker promotion and I’ve 
been running this for 3-4 
years now.

This is a weekly 
promotion that you 
typically run for 2 hours 
during happy hour. The 
way this works is 
everyone who comes in 
gets a ticket. Then they 

can get more tickets for purchasing food and drinks. This isn’t gambling 



because everyone has a chance to win with no purchase but you all know 
your laws better then I do so double check this is legal. 

At the end of the 2 hours, you draw a winner. That winner comes up and 
picks from a full deck of cards which has one joker in it. If they pull the 
joker, they win the pot. 

I always start our pot off at $500. I’ve never had anyone pull the joker on 
the first draw and so what happens is if they don’t pick the joker, they get a 
gift card or some other prize, but you then rip up that card and then add 
$100 to the pot for next week. So each week nobody picks the joker, the 
odds get better and the pot goes up!

This one promotion doubled a Tuesday night for one of my clients in 30 
days. 

#14 Charity Promotions That REALLY Gives Value!

There’s several ways to 
run a charity promotion 
but I’ll give you my 
favorite way. 

About 5 years ago a 
good regular of mine 
approached me and 
asked if he could host a 
benefit to raise money 
for medical bills for his 

step dad who had lung 
cancer. I said of course, anything I can do to help. 

Long story short, because I wanted to help him raise as much money as he 
could I donated all the food for the event, pizza and pasta and let him 
charge $10 per plate which he’d keep 100% of that money.

This turned out to be bigger then we both thought. Over 300 people came 
within a 4 hour time period, news stations were there, it was awesome. At 



the end of it all, they raised about $5,000. Our sales were at about $4,000 
during those 4-5 hours and my food costs were under $500 for the pizza 
and pasta. 

I’m a firm believer that the more you give, the more you receive in life. So 
don’t be scared to give back to others. To give back to the community. 
Because when you do, existing and new customers will recognize that and 
you’ll build more loyal customers and you’ll build your brand in the most 
positive way. 

This type of charity promotion is one of the top 3 income earners of the 30 I 
will cover today. 

#15 Survey Promotion 

The Survey promotion is really easy! You send out a e-mail and a 
Facebook post telling your customers that next Thursday or whatever day, 
you are letting them choose the special or promotion for the day. You list 3 
promotional ideas or offers and you let them select which one they want 
most. 

You gather that data and 
pick the winner and 
notify everyone a few 
days later.

Here’s why this is 
genius. Number one in 
order for a promotion to 
be successful, you need 
a starving crowd 
remember, people who 
WANT what you have to 

offer. So before you ever run the promotion, you find out what the market 
wants, then you deliver it to them.

Anytime you’re thinking of new ways to draw up business for a weekly or 
monthly promotion that you’re going to spend a good amount of time and 



money on, this is what you should do. Ask the market before you follow 
through. Then you’ll know which idea will have the biggest impact. 

#16 Cook Off Promotion 

The cook off 
promotion works 
really well for us. 
What we do is hold a 
competition between 
our customers on who 
has the best recipe. 

We’ve done chili, 
soup, and best 
crockpot cooks offs. 
And I always do one 
of these during the Bears bi week during football season. 

But the way this works is you get 10-15 people to sign up to compete. They 
bring in their food, they pay for it all. The customers who come in to try 
pays $5-$10 for multiple tastings and they all get 5 tickets to vote. They can 
vote for just one person or they can select 5 different ones. 

Whoever has the most at the end wins. 1st place gets 70% of the pot and 
trophy. 2nd gets 30% of pot. 3rd gets gift card. 

The secret here is to tell each contestant that the best way to win is get as 
many of their family and friends up there to vote all 5 tickets for them. Now 
they become your marketing team too! 

Great promotion, lots of fun. Very low marketing costs, no food costs. Make 
a killing on drinks.



#17 Sponsorship Promotions 

The next one is sponsorship promotions. These can be really really 
profitable as long as you structure them the right way.

Just a few months ago we 
ran a $50 Facebook 
campaign targeting people 
who had a interest in 
volleyball and softball. 

Here’s the ad. 

We just said we are taking 
full and 1/2 sponsorships 
and that we only have 3 

more teams we are going to 
do this for. Really we were just starting to look but again, this is where you 
create urgency to get people to take action. 

We ended up sponsoring 19 teams and the way I structure these is we tell 
them they get 1/2 up front and the other 1/2 mid season when we see they 
are coming in. We are very upfront about the sponsorship and what we 
expect from them.

Then we have daily sponsorship sheets for the bartenders to track the 
teams, what they spend, and how many people they bring in. At the end of 
season we give $200 to the #1 team and $100 to #2 team.

#18 Singled Out Promotion

The next one is my Singled 
Out Promotion. We do this 
around National Singles Day 
which is February 15th. I 
don’t know if anyone 
remembers the game show 
on MTV “Singled Out” but I 



used to rush home in grade school to watch Jenny McCarthy, the hot host! 

On the show they would take one guy and blind fold them and have 3 girls 
on the stage. Jenny the host would ask all kinds of crazy questions and run 
a few different contests with the girls. 

Then the guy would choose the girl he thinks he’d like the most and they’d 
go on a blind date. Then after that it would be a girl blind folded and same 
thing would happen. 

So when I was going through my weird holiday calendar and saw “National 
Singles Day” I thought Boom! This is perfect! 

#19 Burger Eating Competition

Promotion 19 is the 
Burger Eating 
competition. The month of 
May is considered to be 
National Burger month 
and what we do every 
year is have a one pound 
burger eating 
competition. 

Whoever can eat a one pound burger the fastest wins.

The way we run ours is we get people to pay $5 ahead of time which 
covers our food costs and we try to get 15-20 people total so we can break 
the competition up into 3-4 groups of 5 in order to make the promotion last 
longer. 

All of the attendee’s have at least two or more people come in and watch 
so we usually get a crowd of 50-60 people for this on a slower week day. 



We will also run a special on burgers for customers who want to come in 
and watch.  So this is something that’s fun, different from what your 
competition is probably doing, requires very little marketing effort, and it’s 
something that is competitive. When you can mix all of these together, 
you’ll come out with a successful promotion.

#20 Ladies Night Promotions

Ladies Night promotions 
can be huge for bar 
owners, but I’ve heard so 
many times, I’ve tried that 
and it just didn’t work for 
us. That’s mainly because 
the marketing isn’t 
persuasive and the 
women aren’t getting 
what they really want. 

Pretty much these owners will just put up flyers and run some social media 
posts saying ladies nights with their prices and DJ information. Good luck. 
Let me tell you how I set up ladies night promotions for clients. 

Step one - talk to your female staff and female customers and ask them 
what they’d want out of a ladies night. Spend $50 on ads to women, survey 
them and offer them $10 gift card for their input. You capture their 
information, build a list of women who are interested in ladies night. Get 
feedback. Find out what the market wants….. then deliver! 

Step 2 - Put action plan in place. Start time, specials, prizes, contests, etc. 
Joint ventures? Hair salons, DJ, etc?

Step 3 - Marketing Plan - Use your list and create package offers for 4 or 
more ladies. 

Pretty simple. Most important part is just making sure you have a market 
for it and knowing what that market wants.



#21 Delivery Driver Promotion 

The delivery driver is another very simple promotion to run that works 
great. It’s a story based promotion used with e-mail, Facebook posts, or 
direct mail. 

First figure out what your offer is, what your goal is. Are you trying to pick 
up night business, food business, 
drinks, etc. 

Then use this story in your 
marketing message. Your 
delivery driver dropped off your 
order in the middle of a lunch 
rush. Usually they get a signature 
and you check everything in, but 
this guy was new and took off 
without a signature. 

After your lunch rush you discovered you got 2 extra cases of “x” and got 
charged full amount. So you called your rep, upset, and said that you 
wanted it picked up. The rep said they are miles away on another route and 
couldn’t get it till next week for the next delivery. So the rep gave you 50% 
off to keep you happy. 

With that said, to push this product to free up room, we’re running a 
discount / special on “whatever”. - Reason Why copy! 

#22 Bar Olympics Promotion

Bar olympics is a great way to 
get 20-30 extra people in your 
bar consistently week after 
week. We’ve been running this 
for the last 2 years at one of my 
bars. What people love about 
this is it’s fun and competitive.



Pretty much we get teams of 2 and they compete in indoor bags, pool, and 
darts. For each game they win, they get 3 points. Everyone pays $5 per 
night for the pot. 1st place wins 70% of pot, 2nd gets 30%, 3rd place gets 
party package.

#23 Bar Bingo 

Promotion 23 is Bar Bingo 
and customers love this 
because it’s fun, interactive, 
and competitive. 

So you run this just like 
bingo, but you use bar 
themed names and 
slogans. There’s hundreds 
of bingo card creator 
websites you can use to do 
your own cards for a few 

bucks a month. 

To make this more fun though, what I do is we have competitions between 
the bingo games. For example everyone who is playing receives a ticket 
and then between games we draw 5 people to compete for prizes in beer 
pong, closest to the bulls eye, and flippy cup. 

#24 Trivia Night Promotion 

Trivia night is very common 
so I’m not going to go over 
how to run a trivia night but I 
want to cover the misleading 
beliefs about trivia night. 

Because it’s so common and 
so many bars do it, some 
owners believe it won’t work 



for them or they don’t want to do it because THEY don’t like it! I was one of 
them. 

When I opened my 2nd bar Rural On Tap 2 years ago and the first thing I 
did as we were building our customer list was asking people what 
promotions they’d like to see us do. #1 thing was trivia night. I hate trivia 
night, can’t stand it. But I’m not in business for myself, I’m in business for 
the customers and giving them the experience they want. This has been 
our busiest week night for 2 years straight now.

So if you are like I used to be, having limiting beliefs, you could be missing 
out on thousands of dollars.  How to be different with your Trivia? 
Include games between in each round.

#24 & #25 Loyalty Promotions  

Promotions 24 and 25 are loyalty based promotions. I live by - the more 
you give in life, the more you will receive. I’m always looking for ways to 
benefit and help others. A way to do this in the bar business is to give back 
to your loyal customers from time to time and thank them for their business. 

A customer who comes 
in 5 days a week and 
spends $20 per day 
with you is a $5,200 a 
year customer. You 
have some that 
probably spend more. 
You have some that 
spend less. 

Is it going to kill you to 
give them $20 out of 
your pocket every year 
out all that they spent to build a better, stronger relationship with that 
person? 



Every Thanksgiving and Christmas I host a loyalty party for 75 loyal 
customers and we do a big dinner, for free and we get prizes from our reps. 
I make sure I’m at everyone one of these parties and get on the mic to say 
thank you and appreciate them. 

#26 Fantasy Draft Party Promotions

I want to give you a promotional strategy to book 10-20 draft parties that 
will bring in at least 50-100 new customers for less then $50 in advertising 
dollars.

Here’s what you do. You 
run a contest for the 
ultimate football fantasy 
give away party. A big 
value. Free food, draft kit, 
and beer if your laws allow 
you to. Set up a lead 
capture page online to sign 
people up. Build a list of 
fantasy football nuts!

Spend $50 on ads targeting guys who like fantasy football and the NFL on 
Facebook. Get your staff to share online. Do this for a week. 

Choose one winner and announce the winner with their picture through 
your list and social media. Then get on the phone and call each person and 
tell them you’re sorry they didn’t win, but you’ve got a package for them 
they can’t resist. As a bonus to this person you’re calling - give them a $20 
gift card for brining the party to your business. 

#27 Stress Relief 

This promotion could be used in a 
bar or restaurant. In a bar, you 
could theme a party to be a 
“Stress Relief” party. Your 



message to your customers would be where you agitate the problem of 
having stress in their lives. And once you agitate it enough with a few 
different examples, you bring up a solution to get rid of it all, which is your 
event / offer / special. 

This is a copywriting writing formula known as Problem, Agitate, Solve. It 
works very well because you’re relating to your customer’s pain and then 
giving them a way to take that away. Your offer, your promotion. This is how 
to really boost the response of your marketing.

#28 Joint Venture Promotions 

Promotion 28 is joint venture promotions and this is one of the most 
powerful and profitable ways to grow your business because you can 
leverage other people’s relationships.

What a joint venture 
promotion is is where you 
team up with another local 
business and you help 
promote each other. The 
ideal situation is finding one 
that has a e-mail list, big 
social media influence, and a 
direct mail list. 

Then what you do is create a offer for just their customers and have the 
joint venture partner send it out for you. The marketing is created as if its 
coming from that company, written by that company, because they have the 
relationship with the customer. 

So how do you get Joint Venture partners? Create a list of 10 local 
businesses that you think would be a good fit. Reach out to them and tell 
them you’ve got an opportunity to get them more business and that benefits 
their customer. 



Tell them you will promote their business through your customer list if they 
do the same thing for you. Explain the benefits of this over other 
medias.

#29 Social Proof Promotions 

Promotion 29 is the “Social Proof” promotion. Wouldn’t you agree that what 
others say about your food, your business, is ten times more powerful then 
what you say about your food and business? 

Of course. So this promotion 
is all based around giving an 
incentive to those who take 
advantage of your offer or 
promotion. For example lets 
say you’re kicking off a new 
menu and you want all your 
existing customers and you 
want new customers to try it 
out. 

You send out a e-mail, a letter, or Facebook post telling people about all the 
new items and how they are going to melt in their mouth. You build up the 
desire for them to try it out. You then tell them that you will give them “x” 
percent off their tab if they come in and help you get the word out by taking 
a picture and posting it on social media and a nice little message about 
their experience.

Now what happens over a weeks time is you start dominating the social 
media platforms, but more importantly, from other people which is going to 
influence hundreds of others to try your menu as well.

#30 New Mover Promotions

Promotion 30 is something you all are aware of I’m sure. The “New Mover” 
promotion and I often hear, “I tried this before, it didn’t work for me!” I too 
failed at this promotion in the past, until I found a better way.



Imagine this. A new mover comes home one day, gets a hand addressed 
letter in the mail, opens it up, and it’s personal letter from you. Not some 
fancy looking postcard with your specials and a image of your logo, food, 
and drinks. But a letter introducing yourself, who you are, what you stand 

for, how your bar restaurant 
business is different then all the 
others, what they’ll experience 
when they visit you, and that you 
want to buy them a meal to prove 
that they’ll want to come back 
again and again.

This is how to get new movers in 
your doors before they ever think 
about going to your competition. 

You have to build instant trust and relationship with them through your 
marketing, you have to tell them how they will benefit from doing business 
with you, and of course you then need to deliver on the promise within the 
letter.

With that said, New Mover campaigns can be one of your most profitable 
promotions when you think of life time value of a new loyal customer and 
when you just have to have the right message in place to attract them.

So there’s 30 powerful bar promotions you can use to boost your sales, 
attract new customers, and out-beat the competition. The big take-away I 
hope you got from this is that increasing your sales, creating big pay days 
in your business with promotions doesn’t have to be stressful or hard. 

If you want the ultimate “How To” resource to 
boost your sales, triple the response of your 

marketing, and know how to get new customers 
to choose to do business with you, over your 

competition. Pick up a free copy of Nick’s book 
by clicking here.

https://brsbook.net/

