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Holiday Group Party Campaign: Folfow up fo Augus! depanding
on remaiming availaibility

If is never ko eary b ramind your clients about why your restaurant is the ideal
place for their office party or special fiands and family gathering. MMG will produce
a physical mail pieca andior a-mail i ba sent o your database promofing corporate
bookings for: holiday parties - calering sarvices - Landmark anniversary calebrs-
tions alc

Corporate Campaign for New Clients: Can be tiad in with como-
rate Xmas party booking (o new companies in your markat.

MMG will contacd companies in the surmounding area of your restaurant that fit your
restaurant’s profile. This campaign is devised fo help increase lunchiime trafic and
provide your restaurant with comporate contacts. MMG will devise ether a VIP Cor-
porata Promotion or a Gift Certificate Reward Promotion based on the profile of

your restaurant, we will nead 4 weaks 1o complele tha Corparate campaign for New
Customers.

Residential Campaign for New Customers:

Target up to 5000 prospects in residential aras anund the restaurant of in speci-
fied markets. Spaak to your coordinator for more information on the right strategy
for your market and the approach.

American Thanksgiving: Cafening or restaurant even!

Wish your quests Happy Thanksgiving. Inform them of your special menu or
sporesor 8 local foundation that hedps families in nead (donate a percentage of the:
proceeds you eam during thanksgiving week). Lise your database 1o your advan-
1age by oflering seat catering menus,
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Christmas Gift Cartificate ﬂampalgn Steps 1 throwgh 5: Alange porion

of the guests on your database will spand anywhens from 250,00 fo $5000.00 on g
pirchasas for Christmas. I you have nol been saling gift cartificales for Chastmas, this
is the time 1o start. If you have been salling gift cerificates by suggesting tham on table
afivertisameants and pastings anound your restaurant then imaging how much you will ba
abla to sall by actively staging a S-stap campaign. We propase you offer incentives on
purchasas of a carlaen amaund of denomeation of cafificales.

A dinner at your restaurant i a great gift idea for many situations (office gift exchanges,
gifts; Tor famiy, fiends, aic.). Most of your guests will not coma up with the idaa them-
salves You need i makel your ceriScates Al fa nghl ime wath tha nght offes. This is
why we will execute a five-step campaign that will be adjusted each slep Io maximize
tha campaigns paromance.

S8ap 1 [Second week of Mowember), Step 2 (Fourth week of Movember), Stap 3 (First
veeek of December), Stap 4 (Second week of December), Step 5 (Thind week of December)
Regular B-day campaign:

The larger your database is the larger the financial (335) returns will be on this
campaign. Keep a constant focus on the growth of your ist...

Regular Anniversary campaign:

Grow your st and communicate the racked results to your coordinator,

Regular First visit campaign:

The frane you reach out b your chants oulside of ther resiaurant expenancs, (e mons
you will b on their mind to promate waed of mouth and speak about your restauran
to new clients.

Campaign by design: Request your own campaign to suit your restaurant’s specific needs and contact your coordinator for the integration.
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Make sure you have enough blank preferred client cards.
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To contact us: MMG - 1(877) 218-6664 support@mmgusa.com



