49.5 Ways to Better Market Your
Frozen Dessert Business
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Marketing ideas to get involved
IN your Community

A Local Sports Teams and Schools

A Local Organizations

A Local Celebrities

A Local Charitable or NeRrofit Organizations
A Other Local Businesses
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A Get involved with the local sportg Sponsoiocal

sports teams. Anyone wheoearsa team jersey on specials
RIFréea FyR UAYSAa 3ISha | divésb S
the whole family will come in!  You can even give awards for
ALISOALFT | OKAS@SYSyida Ay (KS
product away for free, say every team member gets
something for $1.00. This way the coach/parent paying has a
controlled amount they are spending.
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A Get Involved with Schools Print coupons that offer
GFNBESE 1AR&A& 61 0SNI AOS 2NJ AO:
to schools for teachers to give out as incentives to their

students. Again, the schools are doing all the work for you. |
62dz OFyQi oNBI]l Ayidz 0KS a0

principal/teacher, try the PTA. @\ ,\&
(
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Let them use the coupons for their patients and for
their families too.
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A Sponsor local organization daysapproach the
local police, fire, and religious organizations. Tell them you want
02 KIS | adt2f AOS¢ RIé& 2y0S |
All members of that organization or family members get some
type of incentive. The best part is
they do the advertising for you. A great wa &)
to create customers. {

A Celebrity Scoopersg Find the people in your communlty
who would create a buzz. Local politicians, teachers, principles,
parents, coaches, priests, rabbi, etc. Have them come in and
work the store for a night. Scooping ice cream and making
product. Donate a portion of the proceeds to the organization
or charity. Again, pick a slow night to do this. Brings In a buncl
of customers!
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A Fax/Email Flyers and Menus to Local Businesses
Another way to boost daytime sales. Offer product
for office parties and lunches. Also offer to sponsor
promotional days for the business. |
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A Collection for Canned Foods and Cha:
Get involved with local charities and be a dropping
off point. Promote food drives at your store. Do the
Toys for Tots program. It creates a ton of traffic
gKAOK YSIya alfsSa FT2NJ é&;
to the community.
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A Cross Promog Team up with local movie rental

business, pizza stores, mini golf, etc. Develop a cross brande
coupon that promotes both locations. Give a discount if your
customer shows a receipt from a neighboring business.

A Local Community Pagesidvertise on local

community pages for specials and promotions. These pages
are usually looking for some type of daytime activity for kids.
Can you think of something better than ice cream or yogurt?

A Sponsor Field TripsDaycare centers and schools are
always looking for somewhere exciting to take their .
students. Let them into your store for a small fee.
Daytime Is slow time anyway and you can give all
Kids a coupon to come back again with their famikg




Offering Discounts, Specials,
& Coupons

A The Value of FREE

A Gift Certificates

A Baby and Senior Discounts

A Frequent Buyer and Birthday Club
A Coupons and Specials
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and advertising Is to get potential customers to your store.
hyOS UKSNBZ A0Qa dzLJ G2 é2dz |
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water ice or ice cream for free. The perceived value is better
and the actual cost to you is less.

A Gift Certificatesc Great gifts for people to give. Best

part is that you get paid up front and have something in a
Odza i 2 YSNXa LJHZNBSkglffSUkSUGO
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e “ompany Name Hrcri )

Comp! e
Write what gift is Here (ex. $20) .
To: Recipient's Name Here L
|
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A Frequent Buyer CardrSReaIIy encourages repeat

sales. Buy 6 getthé"& NB S H 52y Qi 380
f SyadKe t82LF S8 aK2dzZ RyQi K|
one free. (@
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A Baby Conesgchildren 2 years old or under get
little baby cone for free.

A Senior Citizen Discountszive seniors a discount on
their products. Believe me, they will notice.

A Birthday Clubg; Gather information from 1 gude, Soee
your customers about their birthdays or s O
anniversaries. Then email or mail them =8

&
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A Bounce Back Couporisou have to work to get
customers to come back. If someone buys a high ticket item,
give them a coupon for a discount on that item
In the future. Sometimes it takes a few visits before a
customer is truly created. Bounce back gives a customer an

Incentive to visit and then you are one | BACK TO SCHOOL
step closer to having them hooked. | f9<URT SPECW;
STOFE il
A Honor your HEREHL 100 A1 ol
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else just because they can save a buckzesasa, ‘ "
with your competition.

Honor those coupons.
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A Rainy Day SpeciatsHave specials on rainy days. Half
2FF 2N FNBS avylrfftao 52y Qi
It up as a loss. Give people an incentive to come out.

Also, have coupons that you give out on sunny days which ce

In a rain out.

A Happy Hourc Promote |
a happy hour from Hpm, typlcally the slowest part of the
day. Give an incentive for items purchased during this time.

Watch the numbers climb!
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A Combo Products to Promote Big Ticket Iteims

Instead of settling for the small cone, yogurt or Italian Ice, why
not create a bundle to promote your big ticket items.

For instance, when you buy two water ices you get $2.00 off a
guart. Or a signature sundae & milkshake special.

This will help increase your average check transaction

and grow your sales.

8UY ONE, GET ONE
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Menu ldeas and Promotion

A Menu Rotation

A Create Signature Desserts

A Offer specific dessert specials

A Pet Treats

A Add Glutenrfree, Organic, No Sugar items
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A Spice It Upg Promote different items throughout the
aSlkazyo 52y Q0 O02YS 2dzi 6 A
Customers will tire of your menu after 3 months. Be ahead of
the curve with new products and promotions. And remember
to pre-promote the items at least a weebefore

¢

A Signature Sundaestverystore (g
shouldhave signature sundaes. Do the e .‘
work for the customer. Be creative and get customers
hooked. Remember, signhature sundaes should be named
based on the theme of your store. Also create them with
different ice cream types in mincchocoholicsfruit type
sundaes, peanut butter addicts, etc.
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A Sundae Specialsin addition to signature sundaes, add

weekly sundae specials. This spices up the menu and gives
customers something to anticipate throughout the season.

A Be Pet Friendly Animal lovers will appreciate
doggie cones or cups
of ice cream. Entice
people to bring their
pets to the store.

They will love you for it!
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 NO sugar added

These are buzz words that frozen desserts avoided for years.
As the public becomes particular and educated about their
diet choices, these segments can no longer be avoided.

. dzii R2y QU g6l A0 FT2Nl az2vySz2ysS
segments. Be proactive and market to them. They will never
be the foundation of your sales, but they can certainly be the
difference between a good and great season.




Offering Contests, Special Events

A Create a Product Contests

A Eating Contests

A Customer Interactive Contests
A Create Annual Events
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A Create a Sundae/Product Contestiave your

customers fill out ballots to create their own sundae or
specialty product. They get to make it up and name it. The
winner gets an incentive and their picture on display. Lots of
fun and it will get people involved in your store directly.

A Sundae Eating Contestreate a

huge sundae for people to try and eat. If
the person eats it, they get it for free and
they get their picture on the wall of fame.
LT 0KSeé R2y Qi GKSe




A Host a Crazy Picture Contest allows your

proudest customers to showcase their talents, and if you pick
your theme right, your productslt will also most likely result

In you having lots of pictures of happy |
customers to share and reuse on your
website, in marketing materials, or just
displayed in your store.

L

\}3



A Balloon Popping Paymertg

Pick a high ticket and profitable item in your store.
Stuff discounts on that item into balloon '
When a customer orders that item, -

they can pop the balloon and see R ‘

what they pay. -~
v A

A Annual Events Christmas in July, car shows, grand
opening specials, charity events, movie nights, eating
contests, etc. Have these annual events and be consistent.
They may be hard to get off the ground, but when they get
rolling they create great buzz and your customers will look

forward to them.

\ é’lechw%b’reege@
T




Inside & Outside

A You ought to be in pictures!

A Being Kidriendly and Peopldriendly
A Get Creative

A Importance of Menus

A Merchandise

A Keep it Clean!
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A Pictures are Worth a Thousand Customers

Take pictures of your customers and put them
on display for all to see. Nothing creates a
destination more than pictures of your patrons.
Also put pictures of local sports teams, e M AN A
organizations, and special days that you OlssSaRCes

A Wall of Famec In addition to
pictures of your customers, collect any
local items that can be placed on the wall.
Local artwork, uniforms, stories, etc. It will really
create a sense of community within the store.
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A Coloring Sheets, crayons, bubbles 4 ; «
Give these items away to kids at your store.
Parents will love you for it. It keeps the kids |
occupied. Also, post the colored sheetd@\ A=
on your wall of fame! SV

AWhat is in a Name®?

Nothing sounds sweeter to someone than the sound of their ow;
name.You and your staff should work to remember the names o
your customers as often as possiblanother great idea is to
create name tags for your customers. People can take them
home or hang them on the wall of name tags. As customers

come in, they get their name tag and come to ordaf.ydu want
people to take them home, add the frequent buyer card promo to the name
tag. Not only will the tag show you their name, but it is also a coupon.
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A Creation Stationc Have certain days where you

promote parents and kids to come in and create their sundae:
and products. Kids really love to get involved and if you do it
during the day, it can help boost daytime sales.

A Take Home Menus Simple and effective. These will
sit in the drawers, purses and glove boxes of all

your customers just waiting to keep you top
mind and create that impulse sale. Alsoar

handout for off site events. &;@
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A Menus for your tables; Build a menu for your tables
that features your menu with promotions along with
Information on other local companies. Yo
can split the cost with those companies t

s“ @ \‘3\: %:

A Menus for your ledges Walk up stores have ledges
that customers see all the time. Use that space. Put
promotional items, events, specials on there for the
customers to see. Have a plastic mold put over it where you
can slide different things in and out as you need to change it.

Also an AFrame sign where the line builds is a great way to
promote your store.
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better. Customers are more apt to buy off a picture of
something than off the title of the same product. Your store
menu should be visual and appealing. Use digital pictures of
your actual products. Everybody has pulled into a fast food
drive in. When is the last time you actually had a menu to
NBE I RK LaQa Ftf aLSOALFE LIAO
right whena '
customer points L5 = ( e b et T\
at your menu T
and says, ELd
aL o1l yi \




A T-Shirts& HatSsc¢ Have Tshirts and hats for your store.

They are usually inexpensive to print, roughly $5,00
$8.00 each. Rather than spend $500.00 on some

local advertising, give away 100 shirts. w %
That is constant advertising and lets people | YL?GC?/
remember your store and is a very nice Seukis G

Incentive for customers.

Crazy straws, special sundae buAck,ets n::;“'::‘-“ o
aAtte alLR22yasz SUO] mmwse [ _SY a
promotional items like these are

always a hit with the kid<*

Rl
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A Be Clean!k we designate a full one and a half bullet
points to stress the importance of keeping your store clean.
Customers notice. They may not comment to you, but if they
aSS | RANILE& au2NB 0KSeé gAff
f SO AG0 KFLWLISY® l yR @&2dzNJ ai:
entry door. Your store extends to your sidewalk and parking
f 200 YSSLI AG Of SI'y AYAaARS
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ldeas in Advertising
& Social Media

A Marketing Calendar

A Text promotions

A ENewsletters

A Website

A Facebook, Twitter, Instagram
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A Create a Marketing CalendarA must if want
to stay organized with your promotions and
advertising/marketing events.

A Text Message Promotions Text messages are
seen and heard. They appeal to all
demographics and campaigns are relatively
mexpenswe when compared to print coupon




A Talk to Your Customers Use sites like Constant
Contact to send blast emails to your customers. The cost is
less than $150.00 per year. Engage them on your social med
channels. When out in the town, ask about your store. Best
yet, get out from behind the counter and converse. Your
customers will tell you what they want. You just need a
platform to listen.

A Website c If you have a website, let .\\‘“
people know and direct them to it. Have . :
special word or phrase each week that
people can repeat for an incentive at yol

store. Your website is merely a landing page in this
Industry but it is important.
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A Facebook & Twittelc Now is the time to market your

business on Facebook & Twitter. Let your employees help
grow your business on there. They are on

them everyday. Advertise specials and
RAaO2dzyila 2y (UKS&asS araiasSa
a2 011S FTRGlIyalF3So 52V Q
to promote your coupong use an organic

FB & Twitter Campaign.

A Instagram!instagram
IS a perfect fit for frozen
desserts. Not only can you
post, but your customers will
post their photos and help it

grow. 8
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