


Nick  Fosberg  was  once  a  s t ruggl ing  bar /  
res taurant  owner  who  a lmost  went  bankrupt  
t i l l  he  reached  out  to  a  smal l  bus iness  
market ing  coach  who  helped  him  double  his  
sa les  in  jus t  8  months  by  apply ing  what  Nick  
now  ca l l  his  100 /80 /20  LRVO  Market ing  &  
Promot iona l  Formula .
 
Nick  has  been  inv i ted  to  speak  by  Jon  Taf fe r ,  
Nat iona l  Restaurant  Assoc iat ion ,  Nightc lub  &  
Bar ,  and  many  other  indust ry  l eaders  to  speak  
to  the i r  audience  on  how  to  increase  revenue  
and  double  the i r  loya l  customers  without  
r i sk ing  the i r  market ing  dol la rs .
 
Nick  s t i l l  owns  bars  today ,  but  his  core  
bus iness  i s  now  Bar  Restaurant  Success .  A  
market ing  and  promot iona l  agency  that  helps  
bar  and  res taurant  owners  get  more  new  
customers  in  the i r  doors  at  a  prof i t .  Nick  has  
dec ided  to  revo lut ion ize  the  way  owners  
adver t i se  and  guarantees  his  c l ients  a  pos i t i ve  
ROI  on  his  serv ices  or  they  s imply  don ' t  pay  fo r  
the  ad  costs  or  his  serv ices .
 
I f  you 'd  l i ke  more  in format ion  about  Nick 's  
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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.

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!

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

Don Wllburn
Hot Shots Sports Bar & Grill,
Arnold, MO
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The truth is, most bar and restaurant owners are wasting more money and time than they know when 
marketing their business. It’s pretty scary! What’s even worse, a good majority don’t even spend money 
advertising because they feel it doesn’t work, so they stick to free strategies that still don’t work and waste 
time. I’ve been there!
 
Good thing is, you don’t need to worry about that anymore. Whether you’re a first-time reader of this 
magazine or a fluent reader, it’s critical to your success to read this over and over until you’ve got it 
memorized. Why?
 
Because I’m going to share with you how to invest any amount of marketing dollars in your business today, 
and profit from it for months, even years to come. Where you almost CAN’T lose. Bold statement. I know.

WHY SHOULD YOU LISTEN 
TO ME?

Over the last few years, I’ve been invited to speak by Jon Taffer, Nightclub & Bar, National Restaurant 
Association, and many others to speak to their audience about what I call my Loyal Regular Value 
Optimization Formula.
 
This is the marketing and promotional formula I’ve used to double my once failing bar/restaurant business 
and the same one I’ve used to create some of the highest grossing promotions in the industry for owners all 
over the country, using ONLY e-mail. Literally $10,000 to $30,000, even almost $60,000 in sales from sending 
just 3 e-mails designed to book parties and events at my clients’ locations.
 
None of this could be possible if it wasn’t for what I’m going to share with you today.

HOW TO LOSE YOUR ASS & WASTE 
TIME!

What most bar and restaurant owners do is follow what the big chains do. Awareness advertising. Get your 
name out there. Promote your specials. Shout out your prices. Slap a logo on your ad, like us on Facebook, 
here’s our special, try to hit the masses, and then you hope and pray people come in.
 
Here’s the problem with that:
 
 

FIRST TIME READER?

HOW TO PROFIT FROM YOUR ADVERTISING ALMOST 
EVERY TIME & HAVE ONE OF THE BIGGEST ADVANTAGES 

YOU COULD EVER HAVE OVER YOUR COMPETITION!
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HOW TO PROFIT FROM YOUR MARKETING FOR MONTHS,  
EVEN YEARS TO COME.

1. Not everyone in your area wants to do business with you so you’re wasting money targeting the ones that 
don’t.  
 
2. You can’t track your marketing. You have no clue if your paid advertising worked or not.  
 
3. You’re marketing exactly like your competition, so what makes you stand out? Why should they choose you 
over the competition?
 
Some of the experts will tell you it’s all about branding and getting your name out there and YES, I agree with 
them, however, there’s a much smarter, more profitable, way to achieve that!

IMAGINE THIS!
You’re standing in front of a room of 100 people. 50 on the right are people who know you and have done 
business with you. The other is 50 who have never met you and never heard of you.
 
You then tell all of them about a new, fun, exciting promotion or special you’re running later in the week and 
you invite all of them to come in for it. Which group of 50 will have more show up?
 
Common sense right? The people who know of you and have done business with you. Not to mention, there’s 
a good chance at least 10% show up. Probably even more.
 
What if you had 500, or 1,000, or even 3,000 people like this group that you could reach out to and get 5% to 
10% to respond to your offers using the lowest cost marketing medias there are? Here’s how!

What I’m about to say is probably something you’ve heard or tried before but stay with me, because most get 
this wrong.
 
What doubled my bar restaurant business was applying “Lead Capture” promotions to 100% of my PAID 
advertising. A lead capture promotion is where you advertise a great offer, in front of the best, NEW potential 
customers, and get them to a web page to sign up for the offer. This could even be an in-house sign-up.
 
For example, let’s use Facebook. You run ads with an offer and people see this and now they go to the website 
and enter their information and receive the offer by email. When they take the time to do this, they are pretty 
much telling you “I WANT TO DO BUSINESS WITH YOU!” or they wouldn’t be wasting their time, would they?
 
So, the BIG idea here is to get “leads”. Build a list of customers who have done business with you, or have an 
interest in doing business with you, because these are the MOST profitable people to market future specials 
and promotions to!
 
Think about what I said with the 100 people in the room.
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CONCLUSION

4. With today’s marketing automation capabilities, you can build instant trust, credibility, and relationship with 
the first e-mail and tell them a little bit about yourself, your business, and WHY you are DIFFERENT from the 
competition, and what they should expect when they walk in your doors!
 
The fastest, easiest, and most profitable way to do build an e-mail list and run “lead capture” promotions is 
through Facebook. We’ve built our clients lists from 0 to over 1,000 in 24 hours using zero ad dollars. If you’d 
like to see proof, see their backend results, and see them on video telling their story & results, then click here.

If you invest any amount of money into lead capture promotions, you’ll be able to profit from that for months 
to years on end. You most likely don’t have millions in advertising dollars like the big corporate franchises out 
there who have money to waste. You must be more strategic.
 
The smartest thing you can do is focus on building a list of customers who have done business with you or has 
an interest in doing business with you and then putting 80% of your time and effort into those customers by 
continuing to communicate with them on a weekly or bi-weekly basis through texting, email, social media, and 
even direct mail.
 
You’ll get 10x the ROI marketing to them then you will anyone else. If you follow this, all the promotions you’ll 
find in this magazine will easily be a success for you when you’re marketing to the most profitable people, 
using the most targeted marketing medias.

WANT A LEAD CAPTURE PROMOTION 
BUILT OUT FOR YOU FOR FREE?

If you’d like to hear how my team and I can build a lead capture promotion for you for free and help you build 
a list of customers who WANT to do business with you, we do this as an added bonus for clients who join the
 
BARS Inner Circle. Yes, the Inner Circle is a paid membership, but we deliver the added service for free to start 
getting you fast results without procrastination getting in your way. We then help you use this list to create big 
money promotions for your bar or restaurant. Click here to learn more.

1. You’re still branding and getting awareness.  
 
2. You’re able to track redemptions by sign-ups and people walking in your doors to redeem the offer. You’ll 
know if you made a profit or not on the front end. 
 
3. When you get a “lead” and get their email address, you can use that for months, even years on end to keep 
them coming back in the door!  

WHY THIS IS 100X MORE EFFECTIVE THAN TRADITIONAL 
BRANDING / AWARENESS STYLE MARKETING?

https://barrestaurantsuccess.com/dream/?utm_source=digital%20magazine&utm_medium=&utm_campaign=promo_mag&utm_content=first-time-reader&utm_term=
https://barrestaurantsuccess.com/bars-inner-circle/?utm_source=digital%20magazine&utm_medium=&utm_campaign=promo_mag&utm_content=first-time-reader&utm_term=


Today I’m going to bring you 23 bar and restaurant promotions you can run in March to either attract new 
customers, get existing customers back in your doors, increase your average ticket, or to gain you more 
attention on social media.
 
One of the key principles I follow when marketing my client’s businesses or my own, is to keep building trust, 
credibility, and relationship with your market place. You’ll notice that some of the promotions are not going to 
create “big pay days.”
 
There’s a reason for that. Marketing is not always about making a sale right away or converting someone into 
a customer right away. It’s also about delivering value, good will, and a stronger relationship which turns into 
more loyal customers in the future who love you and your brand.
 
The other point I want to make is when you use “Reason Why” copy within your marketing, meaning you tell 
people WHY you are making them a specific offer, your response rate will double.
 
Within your marketing you always want to tell them WHY they should take advantage and not miss out. This 
could be because of the value they are receiving or it could be the experience they will have for the event.
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MARCH MONTHLY PROMOTIONS

MONTHLY HOLIDAY IN MARCH
MUSIC IN OUR SCHOOLS MONTH

Contact the school district and find out who would be the best person to set up a fundraiser to help pay for 
newer musical equipment. As we all know, most school districts around the country are in TROUBLE 
financially!
 
You could come up with some type of dinner where you presell tickets ahead of time, add on another $10 
above your food costs, or more, and give those profits to the school. While everyone is at the event, you could 
do a 50 / 50 raffle as well.
 
To get new customers in the doors, have the kids who are in the music program to get their parents to sell the 
tickets at their work.
 
Get on social media, get your staff on social media, and create a “Donate to Music In Our School Month” 
where they don’t have to come to the dinner, but can donate money through Pay Pal or a service like Go Fund 
Me. eventbrite.com is another good place to check out.
 
If you send out a press release about this, you’re ALMOST guaranteed thousands in free publicity. When this 
happens, you, your business, your brand stands out above the competition and you gain trust and respect 
from your community.

https://www.eventbrite.com/
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Here’s a few ideas for you.
 

One, you could run some kind of special on your frozen food such as fries, 
mozzarella sticks, etc. Maybe when you buy a meal on one of your slowest 

days, you include a free appetizer that is one of your “frozen” items you 
can quickly fry up

 
This isn’t a promotion you’d spend money on trying to attract new 

customers with but one to use with your text and e-mail list. 

If you have the right demographics, this would work for a bar or 
restaurant. Come up with a healthy menu for the month. Low calorie. Low 
carb. High protein. Etc.
 
Partner up with one of the local gyms and a nutrition store where when 
people come in, they get a chance to win prizes or membership from 
those locations.

Pretty easy way to add $500-$1,000 in additional sales or more over a months time to one of your slower 
nights / days of the week..

 
You could also create a Facebook post and say “It’s National Frozen Food Month! What’s your favorite frozen 

food that you can’t live without?” Is this going to flood your place with customers? Hell no!
 

The point is to engage with your audience, get people talking, and create a viral marketing buzz and get new 
people over to your page from them seeing what their friends are saying on YOUR page.

How would you target the right people for this? Simple! Get on Facebook and target people who “Like” or have 
an interest in other pages related to nutrition or working out.
 
Privacy in America is DEAD! It’s not hard to pin point exactly who would come in for this promotion. You could 
buy direct mail lists based on people who buy nutritional food items or subscribe to health magazines.

https://www.eventbrite.com/
https://www.eventbrite.com/
https://www.eventbrite.com/
https://www.eventbrite.com/
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Some of the best promotions I’ve done has been around giving away 55-
60 inch TV’s and this goes perfect with March Madness. Or you could 

pick any other kind of prize that you think is best.
 

Anytime someone comes in to watch the games, have them fill out a 
form with name, email, and phone number. On the final game, draw the 

winner. If they are there, they win! If not, keep drawing!

Hold a charity event for the Red Cross. Give a portion of food sales and do 
a 50/50 raffle. This is really no different than the “Music In Our Schools” 
promotion. You could follow that same idea and strategy.
 
I love putting on charity events because it helps people in need and builds 
trust and credibility within the market place. If you’re generous enough to 
the charity, you don’t break the bank during the event, which personally 
isn’t my priority. It’s giving back. In the end, I will benefit from future visits 
and looking good in the eyes of the community.

DAILY HOLIDAYS IN MARCH

2ND
Here’s another charity type of promotion. For the entire week, have people 
bring in their “Old Stuff” and give it to the Salvation Army or similar type of 

organization. Send out a press release and you’re guaranteed exposure, 
along with built up credibility.

You could also create small party packages. Group of 4-6 gets X. Come up with food and drink combo. What 
can you do to entice people to come to your bar over the next?
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This could turn into the perfect e-mail promotion to get existing customers 
back in the door on a slower day of the week. Let them know you’re e-
mailing them BECAUSE it’s “I Want You To Be Happy Day” and you’re 
sending them a specific offer to make them happy!

3RD

Have you been looking for a way to build a stronger relationship with customers? Here’s your answer! When’s 
the last time you received an e-mail like this from a business giving you an offer to “make you happy?”
 
It’s all about being DIFFERENT and delivering value!

6TH
Want a way to get groups of people in your bar or restaurant? March 6th 

is Dentist’s Day and it’s a great way to possible book some smaller 
parties. Create some party package offers for dentists. Draft up a nice 

letter / e-mail and have ALL of your staff send that to their dentist.
 

Give your staff an incentive for any redemptions of the offers they get 
back.

You could also get on Linked In and target Dentists. Get one of your staff members to take 1 hour on Google 
and search “Dentist in Your City” and create a contact list. Then have them call the Dentist office and let 

them know what you want to do for them.
 

Again, give people an excuse to party, have a good time, go out to eat, and they’ll do it! All of us are always 
looking for any excuse we can to do something different, fun, etc.

This is one the Done For You Promotions that is in this months BARS Inner
Circle. The name of this promotion “How To Get 50 Or More Dentist’s & Their 

Employee's In Your Bar or Restaurant For An Office Party”
 

If you’d like the letter, phone script, and training on how to get 5 groups of 10 or 
more Dentist office’s in your doors, then click here to see what all the inner circle has 

to offer.

https://barrestaurantsuccess.com/bars-inner-circle/?utm_source=digital+magazine&utm_medium=&utm_campaign=promo_mag&utm_content=Mag_content&utm_term=
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I’ve got two ideas here for you. One idea is to have a staff appreciation party 
and bring in a few guest bartenders and servers. Not sure if this would work 
for a big restaurant but for a bar, this will work. I’ve done this multiple times 
over the last 7 years.
 
What’s nice about this is the staff can invite the loyal customers up and you’d 
do this on your slowest night of the week. Get them to invite their friends as 
well. You can easily get an extra 20-30 people in the door on your slowest 
night of the week doing something like this.

1ST FRIDAY IN MARCH

The other thing you can do is tie this in with other “Employee’s” or everyone in your area. Get on social media 
and let people know about this specific day and that they are welcome too since they are employees 
elsewhere.
 
You could contact employers in the area to let them know about your promotion and see if they want to have 
an employee party. Give them some appetizer packages to sweeten the deal.

This is another Done For You Promotion in this month’s membership of the BARS Inner 
Circle. It’s called “How To Turn A Slow Monday Night Into 3x to 4x Your Average Sales With 

Zero Marketing Expenses” 
 

You’ll get the e-mail I use, Facebook posts, and the letter / e-mail I send to local businesses to 
get them to have an employee party on this day!

If you own a bar with a younger demographics, get your waitresses and 
bartenders in some girl scout outfits and get “sexy” with it. Come up with 

drinks name after the girl scout cookies.
 

If you own a bar or a restaurant, you could run an event to benefit the 
girl scouts. Another idea you could do is have the girl scouts sell $20 gift 

cards for $20 and let them keep 1/2 of that money.

If they are selling these to new customers who rarely come in or have never been to your business before, 
you’re getting new customers in at zero money coming out of your pocket. 

 
Jon Taffer said in his book Raise The Bar that it costs on average $60-$70 to get a new customers in the door 

using “Traditional” media. And he’s 100% spot on!
 

So how does this idea sound at $0 coming out of your pocket, while helping out the girl scouts?

12TH

https://barrestaurantsuccess.com/bars-inner-circle/?utm_source=digital+magazine&utm_medium=&utm_campaign=promo_mag&utm_content=Mag_content&utm_term=


Send out a Facebook post saying “Today is Everything You Think Is Wrong 
Day.... What is the one thing you this is just flat-out WRONG with X??”
 
Why do this? ENGAGEMENT and viral marketing! This will be fun for your 
customers and you get a bunch of reactions out this. Maybe even do a 
contest whoever has the best answer gets a prize or something like that.
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Here you could run a special on sub sandwiches. You could also do a 
build your own sub for “x” dollars.

 
If you struggle with coming up with new specials, this gives you an easy 

way out. This isn’t going to allow you to retire but it’s going to give you 
something NEW to do!

15TH

17TH

17TH
The most common thing here for restaurants is to run a corn beef and 
cabbage dinner special and then create 3-5 Irish cocktails to put on 
special. Take it a step further and maybe give people a chance to win a 
trip to Ireland.
 
Run a lead capture promotion for this so you can collect names and info 
to get these people back in the door in the near future.

Partner with Guinness and Jameson reps, whoever else, see if they will pitch in on the trip.
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19TH

Here’s a pretty awesome idea for bars and it could be done in some restaurants too. I came up with this idea 
a few years ago where I bought a $10,000 insurance package from a promo company.
 
The way this worked was they gave you 15 envelopes and out of the15 there were 3 winners. You could have 
up to 5 different contestants do this contest. If the first 3 they pick say grand prize winner, they would win 
the $10,000.
 
So I took this and turned it into “The Pot Of Gold” promotion and put up shamrocks on the wall with the 
envelope behind them. The way we picked the contestants was by drawing tickets and the way they got 
tickets was from buying drinks and food. 
 
This year it’ll be 4 years straight we’ve done this. Great promotion. It’s something that makes us DIFFERENT 
from everyone else. To this day, not one person has won the money unfortunately.
 
But we do give other prizes for the envelopes that they pick that are not winners.

For poultry day you could do two different things. You could run specials on 
your chicken menu items or you could be kind of funny about it and run 

specials on other items then your chicken options and “give those chickens 
a break!”

 
This would be a great e-mail and social media post that would grab a lot of 

attention.

Pot Of Gold St. Pats Promotion - How To Give Away $10,000 Of Someone 
Else’s Money On St.Pats Day & Stand Out From YOUR Competition

You can get all the marketing materials and resources for this promotion in the
BARS Inner Circle Membership. Click here for more information. 30 day risk 

free trial.

It’s all about being different and fun. This is what will make you stand out and get people talking about you, 
your brand, etc.

https://barrestaurantsuccess.com/bars-inner-circle/?utm_source=digital+magazine&utm_medium=&utm_campaign=promo_mag&utm_content=Mag_content&utm_term=
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Sometimes we need “excuses” to take action on doing the things we really want to do! National Goof Off 
Day may trigger them to have some fun!

One of the top selling appetizers at one of my bars is our buffalo chicken 
dip. What I did last year and will do again this year is give a free order of 

away when two people or more come in and buy a full priced item.
 

You could do this with spinach dip, chips & salsa, queso, etc, etc. This 
isn’t the type of promotion you’d spend big money on but would be 

perfect to your house list and maybe spending $10-$20 on Facebook ads 
to hit new customers with. Sometimes it’s these little value packages that 

gets new customers in the door.

22TH

23RD

This is another perfect e-mail opportunity. Send out a e-mail to your 
house list and let them know it’s National Goof Off Day and that they have 
the perfect excuse to “Goof Off” today. Tell them to take a sick day / half 
day / or instead of going home right after work, to come in and have a 
good time at your bar.
 
Give them some kind of offer to bring some friends in with them. As I 
mentioned earlier. 

26RD
It doesn’t get any easier than this. Any bar or restaurant can create a 
yearly promotion out of this. You the owner / manager comes up with 
YOUR own holiday. Think of different specials / packages you could 
come up with and use those as your special for the day. 
 
The two easiest ideas you can use would be “National Go To The Bar Day 
or Restaurant Day.”

If you’d like all the marketing materials and action plan to put this 
promotion to 

work, you’ll get access in this months issue of the BARS Inner 
Circle

https://vacationadventures.biz/
https://vacationadventures.biz/
https://barrestaurantsuccess.com/bars-inner-circle/?utm_source=digital+magazine&utm_medium=&utm_campaign=promo_mag&utm_content=Mag_content&utm_term=
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Put out social media posts and target men. Say today is “National Joe Day” 
and if your name is Joe, you get “offer.” If you’re not a “Joe” but know a 

“Joe” tag them to this post and we'll give you the same offer as them!
 

This is just something fun and different to do. Literally would take 10-15 min 
to create some posts and send them out. If you have a customer list, such 
as email or text, you could do a name search and target them directly and 

say “Hey Joe, did you know today is National Joe day? Well it is and 
because it is, we want to give you XYZ!”

 
Tell me how special Joe would feel!

Run a special on beef / chicken skewers. If you’re a restaurant, you could 
maybe do free corn dogs on a stick to get the kids in and then the parents 
are eating at full price.

27TH

28TH

Get a mailing list of local business owners and send them a letter or 
postcard about this special day and that you thought it was only right to 

give them a great offer on this day. You’re a small business owner too. 
Show them your appreciation! They’ll love you for this! 

 
You could get on Linked In, you could run Facebook ads directly to small 
business owners, you could talk to your entire staff and see if they have 

personal relationships with small business owners.

This could turn into a huge networking event where some great joint venture partnerships could be created!

29TH

30TH

This could be the same type of promotion as the Dentist Day I talked 
about earlier. If you skipped over that, check it out. It’s pretty much the 
same type of thing and can be really profitable for you.
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