
HOW TO  
 GET MORE

CUSTOMERS



We’ve all heard the old adage… running a restaurant is both a science and an

art. And I believe this is true. Running a food business’s accounts requires

mathematic precision, the kind of control usually reserved for a laboratory

setting. On the other hand, the truly great restaurants, the ones that people

fall in love with, have that certain ‘je ne sais quoi’, the mysterious blend of

food, music, lighting, smiles and magic that can’t be measured and replicated,

and is in essence, pure art.To be successful in the industry, you must get

comfortable with both the science and the art. You should embrace the

challenge and all there is to learn. But there is no need to feel overwhelmed.

Because the science and art can be reduced to some very simple tips and

rules guaranteed to get more customers through your door.

5 TIPS 
ON HOW TO GET 

MORE CUSTOMERS



A restauranteur who believes they have found the magic formula, who favours the ‘if it

ain’t broke don’t fix it approach’, is headed for failure. 

 

There are two important reasons to keep it interesting and change it up. Firstly, the

industry is in constant evolution, and you must keep up with trends and advances.

Customers who perceive that a restaurant has fallen behind the times will eventually

choose more modern options. Even if they love the food, and service, when they tire of

the five-year old menu, or of not being able to book online, they will eventually go

elsewhere.

 

Secondly, today’s most successful restaurants create their own news. Overhauling your

menu, running charity events on midweek nights, piloting your latest vegan options….

these are all newsworthy actions. When we change it up, we encourage people to talk

about us and to create buzz.

Keep it interesting,
change it up.

 

#1



It’s important to remember why your customers are coming to you. They are not simply

going out to eat some food. They want a break from work, family, responsibility and duty.

They are looking for an escape. if you think that just giving them nice food will be

enough to keep them coming back, you are wrong. Your customers go out to eat

because they want an experience. 

 

Curating that experience well comes down mainly to one thing: attention to detail. Yes, it

is important that the bathrooms smell amazing. Yes, it is important that the lighting is

just right. And yes, it is important that glassware is shining. If not, how do you expect

your customer to suspend reality and escape their daily lives for a few hours?

Your customers come to
you to escape the
repetition of their
everyday lives. 
 
 
Don’t bore them.

 

#2



You are passing by a beautifully decorated restaurant on a lovely summer evening. The

floor to ceiling windows give you a perfect view of the interior. The lighting is soft and

inviting, and something smells great. You are about to go in when suddenly, you notice

the waitress. She is running from the dining area to the bar. Her hair is undone. She is

sweating. And despite, her best efforts, she looks stressed. You think twice about your

decision to go in, and you continue walking. You’ve had enough stress for one day.

 

Onwards you go and, in no time at all, you spot another promising place to have dinner.

You check out the wall-mounted menu and your mouth begins to water. You strain your

ears and hear that your favourite jazz album is playing from the speakers. Just before you

go in, you look through the window and see the barman; one hand in his pocket, the

other holding his mobile, while he leans against a wall. There are a few customers at

tables, but… suddenly you’re not sure what the service will be like. The barman yawns.

And with that, the spell is broken. This is not where you will be having dinner tonight.

Afterall, if you wanted to be served by a bored and tired waiter… you could just stay at

home!

 

Customers are not attracted to restaurants where the staff look overworked. Nor are they

drawn to ones where they appear bored. Striking the right balance when it comes to

staffing is key to making your customers feel at ease. When you are launching a new

business, setting the right staffing schedules can be a process of trial and error. Allow

yourself the time to get it right.

Happy, busy staff = More
customers
 

 

#3



Returning customers are the lifeblood of your business. And customers rarely return

when something is ‘missing’. You may have the most delicious food in in your zip code,

but if the atmosphere is off… people won’t want to come back.

 

It is with good reason that the major restaurant review sites ask customers to evaluate

food, service, atmosphere and value. The establishments that maintain a high score

across the board are the ones that will retain and gain the most customers, time and

time again.

 

So, your menu may be a work of art, but don’t forget to dedicate time and effort to the

other reviewable areas as well.

You need a five-star
rating on food, service,
atmosphere and value. 
 
 
Nothing less will do.

 

#4



There is perhaps nothing that is as integral to the success of your food business than

strict control of your budgets. A restaurant that spends more than it makes, even in the

beginning, is not a business. 

 

However, it is still possible to be a frugal accounts manager while attracting more

customers. It all comes down to knowing exactly what to invest in.

 

First of all, you have to attract customers to the restaurant. Should you invest in an

expensive media campaign from the get-go? Maybe a more astute investment would be

some quality photography of your restaurant interiors and dishes. The kind of investment

you want to be looking at, especially in the beginning, is modest with real potential for

impact, an investment hat doesn’t break the bank and is easily evaluated and upscaled

or downscaled.

Invest in what matters.
And only what matters.
 

 

#5


