
Make Them
Want You

A two step guide to
attracting customers and
boosting sales

Written by

Joel “Maven” Almanzar



You run a business.
Congratulations!
It’s not always easy.
Now you just need more business! 

Let’s get right to it! Here are the 2 steps.

Craft a
Godfather offer  

Broadcast your
Godfather offer
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What’s a Godfather offer?
The name comes from the movie “The Godfather” 
where a main character (Don Corleone) famously says 
“I’m going to make him an offer he can’t refuse”.

The Godfather Offer is an irresistible 
and deeply discounted offer that 
maximizes the results of your efforts 
to attract customers.By putting 
together an irresistible offer, you 
ensure the best and highest use of 
your efforts to attract customers. 

Isn’t this kind of obvious?
Absolutely not.



On crafting a 
Godfather offer.

A lot of businesses are content to open their 
doors and hope that businesses flows in by 
itself. They rely on goodwill from friends 
and family and hope that referrals will 
forever bring them success. We all know 
that’s not how the most successful 
companies operate, yet many smaller 
businesses fail to make that connection.

Some businesses do craft offers but they fall 
flat. They’re either scared of losing money 
on the deal or simply don’t understand their 
customers. We call these Grandfather offers. 
You don’t want to make a grandfather offer.

On Broadcasting 
your Godfather offer.

Some businesses actually do craft 
irresistible offers but fail to find ways to 
broadcast the offer in an effective way. 
That’s because advertising and promotion 
can be an expensive and difficult endeavor. 
It does usually take some resources and 
know-how to do it right. Some businesses 
feel that they don’t have the budget to 
create sustainable efforts. Also, when it 
comes to distributing your offer, the 
landscape of options such as social media, 
search engines, print media, and other 
tactics each have their learning curves. 
Most small businesses don't find the time 
to execute properly, and its easy to see why.

But it’s vital to do so!
If people don’t know you exist, 
how can you expect them to do 
business with you?

So, how can we resolve 
these issues.
Let’s walk through the nuances 
of crafting a Godfather offer vs a 
Grandfather offer.



MAKE THEM AN OFFER
THEY CAN’T REFUSE!
The Godfather Offer is an irresistible deeply discounted
offer that maximizes the results for your campaign.

VS

GODFATHER OFFER 
Maximize redemptions

Projects strength amongst competitors
Lasting and memorable
Offer is highly shareable

Provide real value

Grandfather offer
Low redemptions
Projects weakness 

Forgettable
Offer is disposable

Waste someone’s time



Examples: Free Medium pizza, No purchase necessary or
2 Free Beers with the purchase of a Burger

Aim for low cost items with high 
perceived value. 
Many businesses benefit in savings for items 
that they purchase for relatively little due to 
buying in bulk/wholesale rates, or established 
relationships. The general public does not enjoy 
these cost benefits and perceives these items 
to be high in value. These are great items to 
offer patrons for free or very cheap. For 
example, If you get beer relatively cheaply, you 
can offer 2 free rounds of beer with the 
purchase of a burger. This has a high perceived 
value at minimal cost to the business owner.

You can offer free items that 
complement other paid items. 
By offering something for free, that usually 
goes well with another item, you provide the 
incentive to make a purchase, even if the 
patron came in for something completely free. 
This means that your patrons would still 
provide your business with some revenue at 
the end of the day. For example, if you gave 
away 2 free beers no purchase necessary, the 
patron is still likely to purchase a burger or 
wings while they enjoy their beer.

A Good experience will bring
repeat business.
If your product/service is good, you’re bound 
to get repeat business. Patrons are likely come 
back, and this time without the discounts. 
They may also come with friends and family, 
exposing or introducing them to your brand. 
Friends and family may become your clients 
on their own as well. The lifetime value of a 
new customer that came in from your 
marketing exposure can number in the 
thousands of dollars.

You can sell something at a loss and still 
remain profitable.
Even if you sell a product at a loss, the 
resulting business from peripheral sales and 
repeat visits can more than make up the 
single discounted item. This is called a loss 
leader and it can mean that you can 
strategically create ad campaigns that still 
leave you profitable. The big boys know this 
concept very well, and it is an effective way to 
actually boos sales!

What?! How can I afford to give away so much!?
Here are a few points to keep in mind:



So now we understand the basic theory to 
attract customers in an undeniable way. If you 
offer something truly valuable, they will come.

But wait? How to put this theory into 
practice? In order to do so, you have to 

somehow broadcast your message. After all if 
you don't somehow broadcast your offer, how 

will anyone know that your offer exists?

SPREAD
THE WORD

Cheapest Options
(Mostly free)

Word of mouth - Tell everyone you know! 
Pull up that long list of contacts on your 
phone and get cracking!

Social Media - Social Media accounts are 
free and easy to use. They can even help 
you reach people beyond your contact 
list by using searchable hashtags.
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Minimal Investment
(A couple hundred dollars)

Print and distribute flyers - You can print 
and distribute flyers at a range of quality 
and costs. Print costs can vary greatly 
depending on the quality of your 
production. Distribution can be as simple 
as going out yourself and handing them 
out or as elaborate as hiring teams of 
people to do the job for you.

Place signs outside of your 
establishment - Be mindful of your local 
laws on placing signs on public and 
private spaces. Some people hire help to 
hold signs outside die to city or state 
laws against fixed signs.
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Somewhat costly
(A couple thousand dollars)

Place an ad online - This can be an 
advanced method of promoting your 
offer that can require efforts to do it 
effectively. There is a lot of competition 
out there and can take considerable 
expertise to overcome the common 
pitfalls.

Mail your ad - This is another option but 
not highly recommended. These days 
90% of mail is considered junk and 
thrown out before its even looked at.
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Most Costly
(tens of thousands of dollars or more)

Pay to appear in front of search results - 
This can be hypercompetitive and costly 
but if you’ve got the means, an effective 
way to get your message in front of eyes.

Pay to appear on a billboard or bus 
bench. - Another highly costly yet 
somewhat effective means of 
advertising. If you’ve got a big budget, 
this can be on your list.

Pay for radio or TV - These are the most 
expensive ways to get your offer out 
there, but may provide some great 
results if done right.
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Here are some options:



Best Value 
Local door coupons can 
place your offer on the 
front doors of 15,000 
homes immediately 
surrounding your 
business. 

Local door coupons 
guarantees that your ad 
will be seen at a rate 
cheaper than mailers, 
more profitable and 
effective than other 
methods. This is the best 
bang for your buck.

For more information 
please visit 
localdoorcoupons.com

Finally there is a new option available. 
Local Door Coupons!



About the author -
Joel “Maven” Almanzar runs Digital Host, a digital inbound marketing agency, 

and a local door coupons franchise in Miami Florida.

Reachable by phone at 786-5050-WEB
Or email at:

joel@digitalhost.co or smiami@localdoorcoupons.com

This free information has been a collaboration of

Digital Host and Local Door Coupons

That’s it!
The 2 simple steps you can take to make them want what you are offering!

We hope that this guide has helped you visualize how to attract clients and ultimately boost sales.
Have fun crafting an irresistible offer and getting it out there!

Conclusion
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