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ABOUT THE AUTHOR
Nick Fosberg is was once a struggling bar /
restaurant owner who almost went bankrupt
till he reached out to a small business
marketing coach who helped him double his
sales in just 8 months by applying what Nick
know call his 100/80/20 LRVO Marketing &
Promotional Formula.
Nick has been invited to speak by Jon Taffer,
National Restaurant Association, Nightclub &
Bar, and many other industry leaders to speak
to their audience on how to increase revenue
and double their loyal customers without
risking their marketing dollars.
Nick still owns bars today, but his core business
is now Bar Restaurant Success. A marketing
and promotional agency that helps bar and
restaurant owners get more new customers in
their doors at a profit. Nick has decided to
revolutionize the way owners advertise and
guarantees his clients a positive ROI on his
services or they simply don't pay for the ad
costs or his services.
If you'd like more information about Nick's
agency visit www.BarRestaurantSuccess.com

"

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 setup, this is
your answer!

"

Don Wllburn
Hot Shots Sports Bar & Grill,
Arnold, MO

"

If you’re looking for new, creative promotions or marketing
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.

"

Chris Lenahan
Author of "The Little Black Bar Book"
www.openingabar.com

For most bars and restaurants, there’s always a huge increase in sales from the big holiday season. People are
in spending mode! College kids are home so they always want to meet back up with their friends and party it
up!
Then of course there’s always the gift card sales that can really boost your sales. Mix in some big catering jobs
and holiday parties and BOOM, you’ve got the best month in sales!
I’ve gone through a few online calendars and found what I believe are the most profitable promotions you can
run in December to attract new customers and to excite your existing customers. Don’t forget, your current
customers are always looking for “NEW.”
New promotions, new recipes, new specials. If you don’t innovate and bring the “new”, they’ll get bored and
start heading elsewhere. Here’s 17 promotional ideas to bring some newness to your business!

DECEMBER MONTHLY HOLIDAYS
December is considered to be bingo month, so I’m going to tell you about
how I use bingo to boost sales on a Tuesday night at one of my bars and
how you run a Christmas Bingo night (Yes a restaurant can do this to, just
a little different.)
As I’m writing this, we’ve been hosting a bar bingo night on Wednesday
nights for the last year or so and it’s our busiest week night of the week
(not counting Friday). What we do is instead of calling out numbers, we
call out names of drinks, adult slogans, and bar related terms. If you’re a
restaurant and have the room to do this, you could come up with any
other theme that you wanted. Could be “movie” bingo or something like
that.
There are a thousand “create your own” bingo card companies online where all you need to do is type in all
your phrases and technology spits out as many different cards as you need. Type in “create your own bingo
card” on Google. You’ll see what I mean!
The way we run this is we run 3 games of bingo and the winners will win a $ 10 gift card, but I wanted to do
something different. I was thinking, you can go to any bar or restaurant and eat, watch a game, have a beer,
and sit at your bar stool or booth. But
how many places have fun, interactive, upbeat, competitive games going that you can be apart of. People
WANT to be entertained more then anything!
So what I do is I have a DJ who plays music to the crowd, he calls out the numbers, and then we run mini
contests between each game. We call out 5 contestants to participate in “first to hit a bullseye”, Flippy Cup,
and Beer Pong.
We don’t use alcohol in these games and we keep them very short. The whole idea here is to make this fun,
competitive, and give everyone else in the bar something to watch and look forward to.
This has been a huge hit for us and it’s totally different then what any of my competitors are doing.
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DAILY HOLIDAYS IN DECEMBER

1ST
I’m a huge fan in running charity events because it helps people in need
which really boosts your reputation and credibility within your
community. You could run a promotion to help raise money for Aids
research.
Give a percentage of sales and get your food, liquor, beer sponsors to
help donate some prizes to auction off.
Always, always, always send out a press release to your local TV, radio, and newspaper media outlets
because you are very likely to pick up the exposure and get thousands of dollars in free publicity. GOOD
publicity that is!

3RD
Can’t think of a way to get people in the door using your e-mail list? Send
out a e-mail on this day and let your customer know it’s “Make A Gift
Day.” Within the e-mail you tell them you’re so busy running your
business and shopping for the holidays that there’s no way you’d ever
have time to “Make a gift” but you wanted to make sure all your loyal
customers received a gift from you!
When was the last time you receive a letter, email, or private social media message like this from an owner
of a business you do business with? And if you received that, how would that make you feel about them and
the business? I think you get the point I’m trying to make. Simple little promotions like this can make a big
difference in your business and the loyalty you build with customers.
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4TH
Here’s another e-mail promotion for you. Not one that will bring you sales
right away, but will provide you with the most valuable insight you can get
to increase future profits.
Send a e-mail to your list saying it’s “Santa’s List Day” and you thought this
was the perfect opportunity to e-mail them and ask them what is on their
“List” of changes or improvements or new promotions they’d like to see
you do.
I’ve heard time and time again from frustrated owners who say “I don’t know what promotions to run, I don’t
know what will work, etc.” My answer is always ASK the market what they want and deliver it to them in a way
where it brings them the experience they are looking for while also brining you a good profit!
Remember, you’re not in business for yourself. Cater to the wants and desires of your market and your life will
be much easier, less stressful, and more profitable.

5TH
This is the perfect promotion to run at a bar. Have a “Prohibition” party!
Come up with a bunch of drink specials. Prizes. Contests. Send out a press
release to the newspapers, radio stations, TV stations.

7TH
This isn’t a promotion but something to build your credibility and gain some
social awareness. Send out a nice message referring to this day showing your
honor. Veterans and people in general will see this and respect you and your
business for showing your support.
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8TH
If you’re a restaurant, you could give away a free brownie to every child that
comes in the door. Contact the school district and see if you could pay them
a little money to have the kids bring a certificate / flyer to their parents.
I got this idea from my son coming home from school showing me a free
desert flyer he got at school to a local restaurant. What happened? We made
him happy and the wife and I ran up a $50 plus bill to get a $3 dessert!
Another idea is find school teachers in the area and tell them you’d like to reward their kids who get A’s on
their tests. Create a certificate just for this where the teacher writes the kids name on it and it also has the
teacher’s name so you know where they are coming from.
They get all excited about their “A” and you know they’ll go home to show their parents! They’ll beg and beg
until they get their way to get a free brownie! (I’ve been there!) You could also do brownie, ice cream, and
chocolate syrup to spice this up a bit.

9TH
If you have a direct mail list of your loyal customers, send out a Christmas card
to your customers and invite them in for a Christmas Party!
If you have a email list, send out a digital Christmas card wishing them a Merry
Christmas or invite them to your holiday Christmas Party!
You could also put some kind of offer in the inside like buy $50 in gift cards and get a extra $10 gift card.

10TH
Run a promotion all around Lager. Get with your beer reps and bring in a
different variety. Have them provide some “swag” to giveaway. Everyone
loves to win stuff, even if it’s just t-shirts and hats.
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13TH
Use the same idea as the brownie day here for you restaurant owners
who may have ice cream desserts. You could also send our a press
release about giving away free scoops of ice cream to kids, which then
gets the parents in spending more money.
If you’re to do this, I’d make this where they have to sign up online to
receive the offer so you can build a e-mail list of all the parents to take
action on the offer. Now you can get them back in with future promotions
and specials

20TH
Host a Sangria night and pack the house with ladies. If you’re a restaurant
maybe you offer some free glasses with their dinner.
If you’re a bar, host a ladies night.
One of the best ways to advertise this is on Facebook and Instagram
because you can target women who have an interest in “wine.” Maybe you
partner up with some local nail, hair, tanning, etc salons and do some
giveaways.
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21ST
I’m sure you already know! Ugly sweater Christmas party. Yes, everyone
does this and you know why? Because they are FUN and entertaining and
that’s what people WANT!!!
During the party make sure you have a contest for the ugliest sweater
contest. Put up the winner’s picture along with everyone else on
Facebook, Instagram, and all your other social media platforms.
The most profitable way to run this event is to focus on getting businesses to host their employee ugly
sweater parties at your business! Come up with a special package just for this. Partner with a photographer
who can come in and take pictures and get them made with your logo on them.
Imagine just getting 3 local businesses who bring in 20-40 employee’s for their party. Best place to start
reaching out and generating interest….LinkedIn, use your e-mail list, and Facebook.

In this months membership of Bar And Restaurant Success Inner Circle you will get the
professionally designed flyers, social media images, and e-mails that are written in a way to get
your customers to have their boss's have their company ugly sweater parties at your business!
Plus you’ll get the direct mail sales letter you can send directly to businesses to get them to bring
20-30 people in the door for their ugly sweater party. Click here to get more information.

25TH
Similar to the Christmas Card Day, send out a nice e-mail saying Merry
Christmas with an image of your staff or your family. You could an image
from your ugly sweater Christmas party if you had one.
The idea here is to keep building that relationship. You want to treat your
customers as they are your best friends and family. It’s not always about
promotion, promotion, promotion. Think lifetime value of a customer
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28TH
Host a card night and run some type of tournament and do giveaways.
You could have your staff do something fun on social media. “War with the
bartender” Every customer who comes in plays one card of “war.” If the
customer wins, they get a discount. If the bartender or server wins the
customer tips extra!
This is just something fun and different that involves customer interaction!

31ST
If you’re a restaurant you can come up with a dinner for two special. I
know this isn’t “unique” and everyone does it but the way you market this
can be unique. Most restaurants will promote “dinner for two” and the
price and what you get. I’d do it differently to make it more exciting and
tempting.
I’d send a letter or e-mail to my customer list and tell them WHY they should take me up on my offer. I’d
explain exactly what they are going to get, how it’s cooked, the type of red / white wine it comes with and the
story behind it. I’d then tell them how they are going to FEEL from the amazing experience we provide. How
relaxed and romantic the night will be without the kids.
So you don’t sell on price. You sell them on how they will feel and the experience they will have. Get them to
picture themselves having a great time while reading your marketing message You have to persuade them to
want to do business with you over the competitors.
Within this message toss in a little bonus! Give them some kind of bounce back offer for January when things
slow down.
If you own a bar, what do you think is going to pack the place? A party of course! So get the DJ’s lined up, get a
band. People want to party on New Year’s and that’s what you need to bring them!
If you’re curious on how to make your night better then the competition, ASK your customers what they’d like!
It’s that easy! Again, you’re in business for your customers, give them what they want.

In this month’s membership of Bar And Restaurant Success Inner Circle you will get both, a
restaurant and bar flyer professionally designed for you to use in house and online. You’ll also get
the bounce back cards you can use anytime in December to get them back in the door in January.
Click here for more info.
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Every year I host a Loyal Customer Christmas Party where I do free food for up
to 75 people. If you read the November issue, you would have seen that I do a
Thanksgiving Loyalty Bash as well, same concept.
I believe the more you give, the more you receive in life, and who better to give
back to then your loyal customers. Especially when you can do this in a way
where you build a better relationship with them and make a bunch of money at
the same time!
Pick a date within the first 2 weeks of December. Your slowest day of the week. Contact your food reps and let
them know you’re doing a big Christmas bash for your loyal customers and want to do free food for them. See
what kind of deal they can make you or what they could donate / sponsor for the event.
Each year we do hot ham, roast beef, cheesy potatoes, pasta salad, and a dinner roll.
The meat is always donated by our food rep and I pay for the rest.
Then our liquor and beer reps hook us up with a bunch of free t-shirts, hats, mirrors, chairs, etc, to give away.
I’ll also give my wife a few hundred bucks to hit a few stores to buy some more gifts.
There’s zero marketing expenses because we pre sell tickets ahead of time for $5 and our staff does all the
selling. When the customers show up that night, that ticket gets them $5 off their bill and we also make it where
the first 75 people have a chance to win a 50 inch TV.
This event costs us around $500-$600 and we always do this on one of our slowest days of the week so then
our numbers are 4 to 5 times over the regular numbers. With that said, even if you broke even or lost a little
money, this type of promotion is a great way to thank your loyal customers for their support and business.
In this month’s membership of Bar And Restaurant Success Inner Circle you’ll get all the flyers, e-mails, and
Facebook posts we use to promote the event to our loyal customers. The e-mail alone will provide a ton of
value on how to write to your customers in a way to build a better relationship and get them to not want to
miss this event!

31ST
As much as I know from my own experience, men HATE gift wrapping. This
could be the perfect opportunity to bring in some new male business to your
bar or restaurant.
Free gift wrapping by your staff and volunteers when they have a meal.
Have your staff donate their time and get them a meal and a few drinks to
participate.
Maybe some loyal customers would help out as well.
Then send out a e-mail to your customer list and blast this out on Facebook targeting younger and older males!
Don’t be scared to ask them to tip your wrappers!
I’ve done this the last 2 years and it’s brought in an extra 15-25 people on a slower night of the week. I didn’t
look at this as a way to make a bunch of money but to do something nice for our loyal customers in a way that
incorporates our staff.
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