


5 Promotion Ideas  

to Boost the Bottom Line 

Paul Decker – Music Villa (Bozeman, Montana) 

Brett Mulzer – Moore Music (Evansville, Indiana) 

James Schultz – The Guitar Store (Seattle, Washington) 
 

Moderated by: 

Eric Feldman – founder of Guitar Shop Tees &  

       Guitar World Magazine “Shop Talk” Columnist 



What’s your most powerful source of 

advertising?  
 

It’s your customers.  

But are you engaging and encouraging 

them to return, while increasing your sales 

and brand exposure?  
 





 

 





 

 



 

 

 

Promotion Concept #1 
 

Community Coordinated  

Retail Promotions 
 

Work with complementary local businesses to attract  

and share consumer attention. 
 





Promotion Concept #2 

In-store Events/Workshops 
 

Special Sales, Featured Speakers,  

Performances and Interactive Workshops -  

 

Give your customer something to SEE, to DO,  

to LEARN, and to TALK ABOUT. 

 





Create a calendar!   Plan one MAJOR event (speakers, performances, 

special sales) per quarter and at least one MINOR event (demos, 

workshops) in your store each month.  
 

• 48% of event attendees say face-to-face interactions are more valuable 

today than they were two years ago. [CEIR]  

 

• 74% of attendees say they have a more positive opinion about the store, 

product or service being promoted after an event. [EMI & Mosaic] 



Promotion Concept #3  

Merchandising & Branding 
 

Use YOUR brand to promote YOUR business. 
 

Whether it is a T-shirt or a shopping bag, always have your 

customer leave the store representing the brand. 

 

 





 

• The availability of branded merchandise enables you to position 
your business into a brand. 
 

• Merchandising provides an immediate extension of that brand 
beyond your immediate store location. 
 

• Effective merchandising provides a valuable long-term marketing 
and advertising effort. 

 

• Consistent branding gives your business a personality and identity 
that consumers can relate to. 



Promotion Concept #4 
 

Loyalty & Rewards Programs 
 

An effective way to give your customers an incentive 

to think about your store and feel rewarded for  

their repeat business. 









 

• 54% of consumers would consider increasing their amount 

of business with a company for a loyalty reward. [ClickFox] 

 

• 50% of consumers will adjust their shopping behavior to 

reach a higher tier within a loyalty program. [Colloquy] 

 

• At least once a month, 58% of shoppers make purchases 

from the companies whose rewards programs they belong 

to. [Break Time Media] 

 

 

 
 



Promotion Concept #5 

Social Media 
 

Create a one-to-one accessible connection with  

your customers  
 

 





• Email marketing is the most effective digital tactic for building awareness, 

acquisition, retention, and conversion by 56% of digital marketers. [Gigaom] 

 

• Marketing campaigns that include a redeemable offer are open 20% more 

than non-promotion emails. [SpotOn] 

 

• 43% of consumers are more likely to buy a new product when learning 

about it through social media. [Nielsen] 

 

• 85% of fans of brands on Facebook recommend those brands to 

others.[Syncapse] 

 



• Community – leverage local businesses to promote each other to your 

current and potential consumers. 

• In-Store Events- provide a special reason to bring people into the store  

• Merchandising – give the consumer opportunity to take the brand out of 

the store and into their daily lives. 

• Loyalty & Rewards Programs – Exclusivity creates loyalty. Loyalty creates 

long term and repetitive business. 

• Social Media Marketing – Establish an accessible and on-going conversation 

with your customer. 

Boost Your Bottom Line 



• A print ready logo (300dpi or higher) 

• Establish a consistent way in which you use YOUR NAME! 

(If you use a tagline, trademark or service mark, make sure it is 

included.) 

• Photography (have ready access to several high resolution images) 

• A written, spell checked description of your business: Who are you? 

Where are you? 

• Mailing list (i.e., MailChimp, Constant Contact, SendinBlue, GetResponse, 

etc.) 

 

Necessary Promotional Prerequisites 



For more information, questions or comments: 

 

Eric Feldman 

eric@GuitarShopTees.com 
 

 

mailto:Eric@guitarshoptees.com



