
We are a marketing agency that started with helping domestic
restaurant owners bring their businesses to the next level! We are
here to build you a reputation, make loyal customers, and identify the
type of services that will best connect with your community!

We grow together with our partners, learning from each other as we
firmly believe that good communication makes the best relationship.
By listening By listening to you and your customers, we developed a system that
helps restaurants turn one-time visitors into loyal dinners and grow
their business! 

   You are the one who matters the most to us!

ABOUT US



One of the most common mistakes many restaurants make is that
they spend much energy trying to get "new" customers; while
making minimal effort to keep their "existing" customers coming back.

In other words, they allocate most of their budget to getting new
customers to come through the doors but hardly invest any of their
marketing pounds on keeping their existing customers spending
monmoney with them.

To be clear, a successful restaurant is not about who gains the
newest customers; it's about who earns the most PROFITS in the end.
A dedicated "loyal" customer is cultivated over time, not one who
dines once and they're gone.

Business owners who only focus on attracting new customers
usually find out the hard way that many of their customers won't
stick astick around for the long-haul.

Therefore, instead of looking for a million ways to attract "new"
customers, restaurants must pay more attention to their existing
customers.

INTRODUCTION



Simply put, this is the act of applying effective strategies and
techniques that prompt your existing customers to always come
back to your restaurant when they want to go out for a meal.

Of course, customer loyalty heavily depends on how good (or bad)
your food is – as well as how good (or bad) your customer service is.
However, without reliable processes that actively keep your existing
cuscustomers coming back, even the best meals and best customer
service won't necessarily keep your business afloat alone.

Some restaurants already understand that REPEAT business should 
e one of their top goals, so they are aggressively implementing
powerful customer loyalty and retention strategies.

WHAT DOES THIS MEAN FOR YOUR RESTAURANT?

Well, if you are not on the same track, you could be losing some of
yyour customers to your competition. Not only that, but those
competitors who are, or are about to be, using customer retention
tactics will make your customers STAY with them.

CUSTOMER
RETENTION



A loyal customer is:

Someone who regularly dines at your restaurant
Someone who refers others to your restaurant
Someone who ignores the competition

Loyal customers are hard to come by,
so HOW do you make it happen?

WWAYS YOU CAN BUILD CUSTOMER
LOYALTY AND RETENTION

You may be wondering "how" your restaurant can build stronger
customer loyalty.

In this report, we will quickly review some procedures you can
implement into your marketing mix that will help keep your existing
customers coming back to dine with you time after time.

CUSTOMER
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Not only that, but you will also learn some ways to "keep" them in a
long-lasting relationship with you – ultimately leading to a boost in
your bottom line.

Every business should make a serious effort to devote adequate
time and apply the appropriate budget to "customer loyalty" if they
want the best results.

DoDon't know where to start?

Here are ten methods that can help you keep in touch, build
relationships, and get more repeat customers to your restaurant…

CUSTOMER
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Email marketing is, without doubt, the most powerful marketing tool
available to a restaurant today. I have lost count of the number of
restaurants that I have seen survive and thrive after they started the
simple process of keeping in touch with their customers by email.
We have even seen restaurants that have been able to stop all other
forms of paid advertising due to their email newsletter results.

Building a Building a relationship with your customers via email allows you to
keep them up to date on your restaurant, menu, and special offers.

With email marketing, you'll be able to reach people in the comfort
of their own home – or wherever they are, as many people check
their email on their mobile phones. In other words, you can keep
your restaurant at the forefront of their minds when they are looking
to eat out or have a takeaway.

An email is an eAn email is an excellent tool for relationship-building with your
customers because you can personalize your
communication – creating trust and credibility.

Your responses are delivered instantly, and the emails are traceable,
so it's easy to track how well your campaigns are working for you.

EMAIL
MARKETING



The great news is that it's straightforward (and cheap) to create an
email newsletter for your restaurant. 

You may also like to take a look at our own "MAXIMUM IMPACT"
restaurant marketing solution that will help you to build an email list
of hundreds of local diners within a matter of months.

WHY EMAIL MARKETING?

  - You own the customer data. You must comply with the CAN-SPAM
   Act and email best practices. Facebook, Google+, and Twitter can
   shut you down if they believe you have violated their Terms Of
   Service (A decision that can be nearly impossible to appeal).
 - You can target a “warm audience” at any time. It is quicker and
   cheaper than direct mail, a key marketing tactic for
   restaurant owners.
  - Email marketing is efficient with automation.
 - Email marketing is very focused on segmentation.
 - Marketing through email is a very personalized form of marketing.

EMAIL
MARKETING



START GROWING YOUR EMAIL LIST

To launch a campaign, you need someone to send it to. If you've
been collecting email addresses for a while, you already have a
specific base to work with. If you start marketing a new restaurant,
the first method you need to consider is a website subscription form.

A subscription form should be clear and straightforward, consisting
of sof several necessary fields like an email address and name. Too
many questions scare off: people won't be eager to spend much
time talking about their marital status and education.

You'll have your chances to ask for more details after gaining the
subscriber's trust and proving your content is worth sharing. If you
want to add some extra fields, make them optional and let people
skip them and come back later.

EMAIL
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Placement and design of your subscription form are up to you –
options are vast:

 - Directly on the main page below the logo
 - Separate tab
 - Small form in the middle or at the bottom of the main page
 - Pup-up
  - Landing page

You can also ask your customers to share their email address via
other methods:

 - When making a reservation
 - In exchange for a WiFi password
 - Via subscription form on Facebook and Instagram
 - In questionnaires and feedback forms, both offline and online
  - Use the hard copy of the receipt and pique their curiosity so they
   do sign up

It's very advisable (and officially required by the General Data
rotection Regulation, GDPR) to implement Double Opt-In in your
subscription form.
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WELCOME EMAIL

Sending a welcome email at the start of the relationships with a
subscriber is vital for several reasons. First, you get a chance to
introduce yourself properly and greet a new community member.
Second, a welcome email is an excellent place to ask people to
manage their preferences and select the topics they're most
inteinterested in.

Third, when you're only starting to send mass emails, subscribers'
active response is critical. It contributes to your sender's reputation
and signals email clients you're trustworthy with exciting content.
And the better your sender reputation, the better the deliverability
rate – more of your emails will reach the Inbox. And since a welcome
email has the highest available quality (57.8%), it will give your brand
rreputation a good start.

Tips for writing a great welcome email:

 - Say thank you for signing up 
 - Introduce your business & your story 
 - Encourage the reader to connect on social media 
 - Offer an incentive to take the next step -  visit again,
   or refer a friend
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EMAIL COUPONS / WIN THE PRIZE

Email coupons are another great reason to have an email newsletter
for your restaurant. It has been proven that sending out email
coupons can increase the number of times a customer returns to a
restaurant. Diners love getting "deals," so your customers would be
more than happy to receive a coupon discount or special offer from
yyou in their email inbox from time to time.

Offering coupons and other special discount offers will help your
customers pay less attention to your competition and more
attention to you.

Here are some simple rules for success with email coupon marketing:

Try different offers over time (e.g., discount / free wine / free starter,
Etc.) and track each's results, so you know which offers work best to
bring in the cusbring in the customers.
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Do not bombard your email subscribers with message after message.
I would suggest once a week at the very most, or you will find some
subscribers leaving your list.

Set an expiration date on the coupons to create a sense of urgency.

When it comes to “Win The Prize” that is the most successful and
likeful strategy you’ll ever use; That's the Snowball Effect... Small
business marbusiness marketing that gets more powerful, more effective, and
more profitable for you every month! More details of “HOW WE DO IT”
you can find HERE.
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https://www.restaurantimpact.us/viral-prize-draw/


BIRTHDAY GIFTS

Regarding email marketing, capture your customer's birthdays when
they opt-in to your newsletter and let them know that they will be
receiving a special gift on their birthday. When it comes time, email
your customers on their birthday with a special coupon for a free
appetizer or dessert.

Most people celebMost people celebrate their birthday with a big group at dinner. Giving
them an incentive to choose your restaurant on their special day can
increase your sales and introduce new people to your restaurant.
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UPCOMING EVENTS

Events can be a great way to get people through the door. You can
show how you're participating in the community.

The key to great event emails is localization and segmentation. It
doesn't make sense for an email about Charleston's events to go out
to people in Miami. If you invite people for a (New Year's) party, make
susure they can attend.

When the time comes to send emails that promote events, we'll know
who should and shouldn't get them based on segmentation and
localization.

You may not have the luxury of asking a long list of questions. I
suggest collecting the essential info upfront so you can send relevant
event emails. Collect the rest through your welcome email series or
via other via other touchpoints.

EMAIL
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Depending on your audience, you may use different occasions to
host in-house events:

 - Game nights (playoff, finals, local derby)
 - Movie screenings (pre-premiere, festival shortlist, most popular
   movies by directors, actors, actresses on their birthday)
 - Theme parties (90’s, Gangster Chicago, leather & latex)
  - Poetry readings
 - Karaoke nights
 - Wine tastings
 - Comedy stand up
 - Local farming markets
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SHARE RECIPES AND TIPS

It may seem counterintuitive to give your customers the tips to make
the same food you serve in the restaurant. Won't they just make it at
home?

Some may make that dish at home, but people eat out for more than
just good food.

In addition In addition to recipes, you can give them other types of useful
content in your restaurant newsletter, such as lifestyle tips in line
with your brand, nutritional breakdown, fun facts about the
community, exciting information about common foods, trivia, Etc.

The goal is to build a library of content used to engage with your
email subscribers regularly. It also helps to keep things lively and
break the pattern of purely promotional emails they may get. In the
best-case scenario, thbest-case scenario, they look forward to your emails and opening
them because… you gave them something interesting.

EMAIL
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NEW MENU

If you have been working for months on crafting your new menu
and are about to launch it, email marketing can be a perfect channel
to communicate that.

Please don't depend on social media feed where our attention is as
little as that of a goldfish and scrolling speed as fast as a cheetah.

The subscriber The subscriber receiving a menu update would feel like they are
valued, and they are part of the launch. Thus bringing them back to
your restaurant and building a stronger bond.

EMAIL
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HOLIDAYS

When people think of celebrations, they usually think of New Year,
Christmas or Thanksgiving, Etc. It's vital to reach out to your email
list whenever you run a holiday marketing campaign. Be as detailed
as you can about any specials you're serving—people can easily be
swayed by a delectably described dish.

It would help if It would help if you also advertise your holiday hours in prominent
places because potential diners may assume that you're closed on
holidays when you're not.

If it fits into your budget, consider running ads in local holiday gift
guides, and if it fits into your schedule, take part in holiday charity
events to promote your restaurant's socially conscious side. You can
even run raffles (in person and on your website) to help spread the
woword and get potential customers in the door.

EMAIL
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MOBILE-FRIENDLY WEBSITE

Let's say one of your happy customers is out and about and decide
that they want to book a table with you…

So they whip out their mobile phone and do an internet search to find
your phone number… but when they land on your website, the website
does not load. Or if it does, they scroll like crazy just to find the
information thinformation they need, or it's just overdate.

Not only will this be a frustrating experience for your mobile
customers, but it's one that can sometimes lose your business.

The world is mobile… your customers are mobile… isn't it about time
for you to become mobile?

One other thing. We’ve seen a lot of restaurant websites and the
majority of them have extremely poor delivery. Keep it simple stupid
(KISS). (KISS). You don’t need a fancy flash website (because it most likely
doesn’t work on mobile) and you don’t need that annoying
background music, it adds nothing. Most websites have way too
many distractions from what people are there to look for. Your menu,
contact info, location and hours of operations should be easily visible.
Anything else is just filler that isn’t needed.

MOBILE-FRIENDLY
WEBSITE



SOCIAL MEDIA MARKETING AND ADS

With more than one billion people using social media to connect with
friends, family, and businesses, it is safe to assume that social media
is here to stay and will not be going away anytime soon.

Who doesn’t use social media such as Facebook
and Twitter these days?

Only a handful of people, and if Only a handful of people, and if you think about it, millions of people
worldwide, as well as those just around the corner, can be reached
quickly and easily through the various social media networks.

That is great news for restaurants worldwide because social media
has opened the doors to creating real-time consumer-to-business
interaction online. There lies a huge opportunity to connect with your
local customers and keep them engaged.

Socialization is peSocialization is perfect for building strong relationships with your
customers as you watch them continue to do business with
you – as well as refer your restaurant to others within their
friend networks.

SOCIAL MEDIA
MARKETING
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Your customers will be able to leave feedback or questions about
your food and service right on your pages, giving your brand a
chance to shine by publicly responding and providing
excellent service.

Responding to customer concerns – and even customer
praise – shows that your company cares about your customers.
Showing that Showing that you place value on your customers' happiness will
ultimately lead to repeat visits and a higher customer retention level
over time. Social media is one of the most powerful marketing tools
for restaurant owners as it's where your customers are hanging out.
Your restaurant needs to be on your customer's minds when they are
thinking about where to eat. Social media allows you to engage with
your customers to keep you on their mind and bring them into
yyour restaurant.

To order a FREE report that includes all the ways you need to
improve your Facebook listing click HERE.

SOCIAL MEDIA
MARKETING
AND ADS

https://www.restaurantimpact.us/free-reports/


MONITORING AND RESPONDING
TO CUSTOMER REVIEWS

Have you ever read a product review on something you were
considering purchasing? If you can recall that specific review,
how did it affect how you felt about the product after reading
the whole thing?

A positiA positive review probably had you set on buying it, right?

A bad review probably had you running the other way…

That is precisely how your customers will feel when they come
across negative information about your restaurant online. Just
because they may have had nothing but good experiences with your
restaurant in the past doesn't mean that they will always hold that
image to heart.

MONITORING AND
RESPONDING TO
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Consumers today fully trust what other consumers have to say about
a product, company, or restaurant online – whether it's true or not.
That means if your "satisfied" customers come across negative
comments regarding your company, the chances are that your image
can be tarnished by them – making them seek out other alternatives…
a.k.a – your competition.

WWant to put your customer loyalty on a high level? Ask your happy
customers to leave reviews for you on the various online review sites
such as Google My Business, Yelp, your Facebook page,
Trip Advisor, Etc.

So you know the best way to accomplish this? Just provide excellent
food and service and then ask for a review. Many diners will be thrilled
to leave a useful review for you! It's as simple as that.

MONITORING AND
RESPONDING TO
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Over time, you will see the online reviews level get better and better
for your restaurant as long as you continue to offer quality food and
excellent service. In turn, that will keep your existing customers
coming back for more – as well as attract new customers.

Google My Business reviews are crucial for your restaurant, too, not
only to look fair to potential customers but to
be found at all on Google. be found at all on Google. 

To order a FREE report that includes all the ways you need to
improve your Google My Business listing click HERE.

MONITORING AND
RESPONDING TO
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PROVIDING A QUALITY PRODUCT AND SERVICE

To be honest, it does not matter how good your marketing strategies
are if your food quality or service is lacking. In other words, your
customers don't expect your meals or your assistance ever to lose
their excellence. They hope they get better and better.

That does not mean that you should drop the price of your product
or seor service. Today, many consumers associate "cost" with "quality," so
if your cost is too far below your competitors', a red flag could be
raised with your customers as they start to question how good your
restaurant is compared to your competition.

Instead, put all of your efforts into making your menu and service as
top-quality as they can be; as long as you can accomplish that goal,
many of your happy customers couldn't care less about paying a
slightly higher price for it.slightly higher price for it.

PROVIDING A
QUALITY
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EXCELLENT CUSTOMER SERVICE

If you don't invest in providing an excellent customer service
experience for your customers, chances are they won't be coming
back very often. No one can deny that your level of customer service
can boost or kill your reputation – seriously impacting your ability to
get both new and repeat business.

TheThere's no question about this. Every restaurant knows the
importance of customer service, and it's not as simple as it sounds.
Each customer will have different needs and demands, which can be
challenging to fulfill at times.

However, as a business that thrives off satisfied customers, you have
no choice but to continue making them happy if you want that
long-term connection with them.

PProactively address customer concerns and complaints to put them
at ease so they will continue to trust your restaurant.

When your customers feel valued, respected, and appreciated, their
loyalty soars – and so make your profits.

EXCELLENT
CUSTOMER
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KEEP IT PERSONAL

Studies have shown that personalization in just about any marketing
technique can boost effectiveness. That is because people naturally
like to feel "special."

Keeping your marketing messages personal is not as hard as you
may think it is. It's as simple as adding a special personal touch to
yyour emails, text messages, social media responses – such as
addressing them by their first name and speaking directly to them
as one person (where applicable).

That will make your customers create an even more personal bond
with your business, resulting in an even longer connection.

KEEP IT
PERSONAL



STAY CONSISTENT

If you go too long without communicating with your customers,
your "relationship" with them will fade away. It's almost like a real-life
relationship… Unless you nurture it and be attentive, you will be left to
wonder how it dwindled.

Therefore, be sure to schedule particular maintenance check-in
messages messages even when there are periods where you do not have a
special offer to make. That is an excellent time to provide your
customers with valuable info or even ask them for feedback on your
restaurant.

You can also take a step further by sending out thank you cards to
your customers or even making a phone call to say "thank you." You
will be surprised how far this will go in terms of creating long-lasting
rrelationships with them.

STAY
CONSISTENT



MAKE SURE YOUR EMPLOYEES ARE HAPPY

Nothing turns off a customer more than a negative, grumpy waiter
or waitress. No matter how good your food is, an employee can
quickly ruin it for some of your customers.

Unfortunately, consumers' dining habits often correlate with the
demeanor and behavior of employees… For instance, if an employee
is disis disrespectful to a customer, that customer will probably not come
back to you very soon. But, if an employee goes out of his way to
help a customer, he'll likely return repeatedly.

Therefore, your waiters, waitresses, and other staff must always
come across as friendly, helpful, and cheerful otherwise, and you risk
losing customers due to something that could have been avoided
with the proper guidelines in place. Employee customer service
ttraining is a great place to start to derail any potential pitfalls.

Ensure they all fully understand that how they treat your customers
directly impacts customer retention and, ultimately, their job security.

MAKE SURE
YOUR EMPLOYEES
ARE HAPPY



MAINTAIN A CLEAN AND
COMFORTABLE ENVIRONMENT

You'd think you have to make sure your restaurant is clean and
comfortable if you want your customers to continue to come back
time after time.

However, it's impressive to see that some restaurants don't put this
high enough up their list of priorities.high enough up their list of priorities.

For instance, a restaurant that keeps dirty tables and messy counters
can instantly turn off customers.

No one wants to eat in an unsanitary environment, no matter how
good the food tastes.

MAINTAIN
A CLEAN AND
COMFORTABLE
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CONCLUSION

What are you doing to keep your restaurant customers coming back
time after time?

If you have not implemented any marketing strategies or processes
that promote customer loyalty and retention, now is the perfect time
to get started.

The The tools in this short report really can help to keep your customers
loyal for life. Over time, your restaurant will realize increased sales,
profits, and ROI… which is why keeping your customers satisfied,
engaged, and informed is no longer an option… it's a MUST.

Not only will they continue to choose your restaurant, but they will
also send even more potential to repeat diners your way.

CONCLUSION



https://www.facebook.com/restaurantimpact

https://www.linkedin.com/company/restaurantimpact/

hello@restaurantimpact.us

+381605558048

We sincerely hope that you will use some of the reported ideas to
boost your profits for the rest of this year and beyond.

We are so passionate about the power of Email Marketing for
restaurants that will be our main focus with our restaurant clients
again this year.

If you don't have a marketing strategy yet for your restaurant, we
hope we can at least convince hope we can at least convince you to look into the difference it could
make to your profits at a very low cost. And if you would like to see
more details, you can do so by CLICKING HERE.

We wish you every success for a profitable future.

Best regards,

CONCLUSION
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