Get Paid in Advance for Increasing Sales and Frequency

Why pay for advertising and hope it brings you business when you can get paid in advance for guaranteed
results? Bowling Rewards membership module works 24/7 virtually on auto-pilot to bring in revenue using both
online and offline marketing strategies. Our membership sales strategy is designed to increase frequency
without lowering prices or discounting.

Replace Discounting with Value, Customer Appreciation and Personalization

From Kids Summer Passes to VIP Platinum memberships, imagine creating your own irresistible memberships
inside your facility expertly designed to increase frequency that are either sold or made available for free to your
customers. We'll even help you sell them online from your website and social media.

Sample Membership Ideas

Breakaway Membership Kids Summer Pass VIP Club

Buy Now Join Now Buy Now

$20.00 $0.00 $20.00

($600 value) ($1000+ value) ($520 value)

The Breakaway membership gives Get 200 games loaded all Summer Receive 100 free items (choose from
you 10 FREE games per month for long with a limit of 2 games allowed appetizers, desserts or kids meals)
just $20 per YEAR, plus $5 on your per day plus 20% cash back rewards limit 1 free item per day, plus 20%
birthday, $5 on your anniversary and on all bowling, billiards and snack cash back rewards daily, $10 birthday
extra holiday rewards year-round. bar sales. rewards and $10 on your anniversary.

Although earning extra revenue out of thin air from membership fees is great, the far more profitable long-term
benefit of a membership marketing strategy is increased frequency. You see, unlike “Daily Deals” that encourage
one-time visits and require deep discounts, Bowling Rewards memberships create ongoing increased frequency
by delivering low-cost benefits customers find valuable. That way, they want to return again and again during
their membership cycle. The system creates this traffic boost without discounting or lowering prices. It’s an
absolute game-changer for your top and bottom lines.

Learn more bowlingrewards.com
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