


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  
agency  v i s i t  www .BarRestaurantSuccess .com
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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=
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APRIL MONTHLY PROMOTIONS

The entertainment business as you know is a multi billion dollar 
industry. Why because we all want to be entertained. We all enjoy 

humor. We all want to laugh.
 

With that said, National Humor Month gives you the opportunity to bring 
a little humor to your customers.So why not book a comedian to come 

out and get your customers laughing! Comedians are really easy to find 
on Google. Type in “Comedians For Hire” or “Hire A Comedian”.

Once you have one booked, start pre-selling tickets ahead of time. Use your email list, Facebook, staff, and 
signs in your establishment.

 
You could use a simple site like www.EventBrite.com

 
If your bar or restaurant isn’t set up for comedy, send out a funny joke by e-mail once a week to your 

customers. Bring them some humor. You’ll want to tell them why you’re doing this beforehand so they don’t 
think you’re nuts for sending them a random weekly joke.

 
Within the e-mail ask them to respond back with their favorite joke. Why?

This gets them to engage with you and this is the biggest mistake owners make. Their marketing is NOT 
engaging. It’s boring. Differentiate yourself and succeed!

Look up the local welding association in your area and tell them you are 
running a special offer all month long for their members. Ask them how 
you could get the word out to them. They may do a e-mail for free, they 
may include it in their monthly newsletter for free. Or maybe they will 
charge you.

Either way, this could be profitable for you depending on the size of the association. Another idea is to try to 
convince the association to have a party for the organization at your business. When you do this, you’ll have 
to come up with some type of party package that offers value. Asking them to have their party at your place 
without cutting them some kind of deal will be impossible.

https://www.eventbrite.com/
https://www.eventbrite.com/
https://www.eventbrite.com/
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April is when I start getting e-mail after e-mail. Facebook message after 
Facebook message about sponsoring softball teams. Doing these 

sponsorships can be very profitable if the teams actually come in and 
spend money.

 
I’ve been burned in the past and now I make sure I’m upfront and clear 

what I expect from them. What I do now is, they don’t receive the whole 
sponsorship till I see they prove to me they will be in before or after 

games.

The fourth week of April is “National Karaoke Week” and this would be a 
great opportunity to change things up a bit if you don’t do karaoke 
already.
 
I’ve tried Karaoke as a weekly promotion at 2 of the bars I’ve owned and 
never did it really take off. We might get 20 people in on average. 
Sometimes more. Weather and time of year always played a role.

I love when they tell me “We’re going to put your logo on the front of our shirts!” I don’t give a shit about my 
logo being on a shirt because I have no clue in the world if anyone’s eye balls made me a profit from the 

sponsorship.
 

However I will know if I make a profit or break even from the team coming in. If you invest money into your 
business, make sure it’s trackable and measurable. If not, don’t do it!

 
Sorry, went off on a little rant there and didn’t give you a promotional idea! If you want to attract softball 

players to your bar / restaurant, run a promotion one night where you’re giving away softball gear. Through 
this promotion, tell everyone what you do for your sponsorship and WHY they should choose you over 

anyone else.
 

If you structure your sponsorships right, you won’t lose a penny and you’ll have 5-10 teams playing ball for 
you. Coming in week after week. This is one thing I really focus on in my area being in the midwest. We have 

those long cold winters. Last thing people want to do is sit inside a bar when it’s nice. But having these teams, 
they have to come in.

So I started doing Karaoke nights just once a month and that would then bring 40-60 people in. With that said, 
if you’ve tried karaoke in the past and it didn’t work that well, maybe doing this during National Karaoke week 
and just doing one night out of the month, you could see some big gains.

4TH WEEK

https://www.eventbrite.com/
https://www.eventbrite.com/
https://www.eventbrite.com/
https://www.eventbrite.com/
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Most bar & restaurant staff, and owners, are all about fun. Having a good 
time. Engaging with the customers.

 
What you could do here is bring in some guest bartenders for this event 

and let your staff have some “Fun” at work. Really this is an “employee 
party” where you take care of food and drinks for the staff, appreciate 

their hard work, and get them to invite up customers and friends to 
hangout with them!

April Fool’s Day, the best time for pranks. I don’t suggest pranking your 
customers because some people just don’t have a sense of humor and 
things could turn ugly.
 
However one thing you could do on social media to gain some exposure 
and get people engaging with you and your brand is to ask “What’s the 
best April Fool’s Day prank you’ve personally pulled off or that a friend 
of yours has pulled off?”

DAILY HOLIDAYS IN APRIL

If you wanted to, you could even offer a prize, maybe a gift card, to the best story. If you have a monthly 
newsletter, you can put their story in there for your customers to read.

This gives them the chance to engage more with the customers while NOT working. It’s a total different 
experience. If you want die hard loyal regulars, this is a good way to start building better relationships with 

staff and customers.

1ST

1ST

A bar could easily joint venture with a tattoo parlor and give away a free 
tat. Maybe for every person who comes in and buys a full price meal, 

they get entered to win a tattoo.
 

You could run a social media contest for best Tat. Put up on Facebook 
“Today is International Tatting Day and we’re running a contest for 

best tattoo. Post your favorite tattoo and whoever gets the most likes 
for it wins (enter prize)”

1ST
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No Housework day is a perfect e-mail and social media promotion to run. 
As I’ve said before, people need “excuses” to justify getting out of the 
house and living life!
 
Send out a e-mail telling people about No Housework Day and that you 
have a special offer just for them. Tell them they shouldn’t even be in the 
house. They work too hard. Get out and let us cater to you!

7TH

10TH
Run a promotion directly for golfers where you give away a golf bag, balls, 

apparel, etc. Reach out to your vendors to see if they have any golf gear 
you could give away and put their liquor / beer on special for the 

promotion.
 

You could call a local golf shop in your area and see about joint venturing 
with them. They give you some free goods as part of them being promoted 

in all your advertising.

The best way to promote this is through Facebook and Instagram ads because you can target people who 
are “interested” in golf. So if you want to target males from 21-65 years old who like golf and live within 5 

miles from your business, you can target ONLY those people.
 

If your bar or restaurant is somewhere near a golf course, start promoting that you’re the 19th hole! Give 
golfers a discount for coming in after around. Make them show their receipt for that day.

 
Don’t do a score card - you’ll never know if it’s from that day or not. But depending on what your offer is, you 

might not care if it’s old or not if it’s brining 10-20 extra people in the door!

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.

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.

https://barrestaurantsuccess.com/bars-inner-circle/?utm_source=digital+magazine&utm_medium=&utm_campaign=promo_mag&utm_content=Mag_content&utm_term=
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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Send out a e-mail and some social media posts that it’s National Siblings Day 
and do a buy one get one offer for them. Or any other kind of special you can 
think of.
 
This is the perfect opportunity to get people in the door with a great offer!

Need an excuse to throw a party? Income tax party! Bring in some live 
entertainment or a DJ and run some kind of discount that plays along with 

getting money back for taxes. For every $20-$25 you spend you get $5 back 
towards your tab, something like that.

 
Your offer could be a bounce back offer that looks like a check from the 

government. So if they spend “x” in the bar or restaurant, they get “y” back 
to use at a later date.

Another idea is to target accountants with a end of tax season party. They work their asses off around this 
time and they get excited when tax season is almost over because they make a bunch of money and then 

things calm down. Give them a reason to celebrate!

15TH

10TH

https://barrestaurantsuccess.com/100-80-20-marketing-formula/?utm_campaign=digital-mag&utm_medium=digital-mag&utm_source=digital-mag&utm_content=banner&utm_term=


This is perfect for a bar with a younger demographics. Have a librarian 
party where the women and guy staff dress up in their sexiest librarian 
outfits.
 
You could even throw in the naughty school outfits and have a contest with 
the crowd.
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Or if you’d like to do something good for the community, you could run a promotion where if people bring in 
a book the no longer read, they get some type of incentive to your bar or restaurant. You then give all the 
books you collect to goodwill, local library (if they need them), schools, etc.
 
You would defiantly get free exposure for this from newspaper and TV news stations.

16TH

16TH
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, you bring up a solution to get 
rid of it all which is your event.

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 

becomes their solution / escape from the stress. This is how to really boost the response of your marketing.
 

A restaurant, you’d pretty much do the same thing but it wouldn’t be about a party. It would be about going 
out to dinner for a nice night out. Forget about all the day to day headaches. Bring all that up in your 
marketing and then tell them to come in for you “Stress Relief” offer and get rid of those headaches.
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17TH
Give your cheese loving customers a free order of cheeseballs when they 
order a full priced meal. If you’re a restaurant give all kids a free order of 
cheeseballs. This would be a perfect press release story to get some free 
media coverage in your area.
 
The free order of cheeseballs might cost you a little under $2 depending 
on your prices, but if you can get parents coming in or increase your 
dinner / lunch count by 20 or more, it’s well worth to eat that cost.

Then reach out to them and pitch your idea of a fundraiser and team up with them. It’s a win win as you both 
help promote it. You both benefit from it. And you get new customers in your doors.

 
You’d also get some free publicity if you send a press release to local news outlets. They are always willing to 

share stories that help the community.
 

To target people for your event, you can target people on Facebook who are “Pet Owners.” You can target 
people who have an “Interest” in pets.

 
If you put up a Facebook post about the event, be sure to mention the the very beginning “Do you have a pet? 

Do you have a friend who owns a dog or a cat? If so, read this post and be sure to tag them”.
 

Then at the end of the post, after you talk about the event, remind them again to tag their friend. You’ll get a 
bunch of free exposure for this.

17TH
I used to run a charity event 3-4 times a year for a group called PAWS and it 

did very well. The reason we no longer do these is the organization split.
 

You could also run a charity event to help raise money for a local pet group 
/ association. Jump on Google, ask people in your area, ask on Facebook of 

groups in the area that help animals.
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Valentine’s Day in April! Restaurants could run the same promotions as 
they ran for Valentine’s Day. Dinner for 2 specials. Bottle of wine with 
purchase of 2 meals.
 
For bars you could say “Bring in your lover” on Lover’s Day and get “x.” 
You could do the first 20 couples in the door get some kind of prize. 
Maybe you do one big prize for a couples massage or something like that.

23RD

26RD
If you don’t serve pretzels, maybe this would be a good time to do a 

homemade pretzel special. Find 2-3 different dipping sauces online. Salt 
those bad boys up and watch those drinks go down a bit faster.

 
It’s always good to bring new items to your menu. Our customers get tired 
of the same thing over and over. Spice it up a bit for them and bring them 

something NEW to try. Plus, these are HIGH profit items!

Vacation Adventure’s is a great place to pick up some cheap trips to the Bahamas. For just a few hundred 
bucks you could do a big vacation giveaway - bars or restaurants.

27TH
If you have the kitchen to do this, run a prime rib dinner special. Because 
prime rib is expensive and you want to control your costs, I would advise 
running a pre- sell promotion on this where your staff pre-sells tickets for 
the dinner.
 
This way you know exactly how much to order and how many people will 
be in, meaning you know exactly how to staff as well.

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.

https://vacationadventures.biz/
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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