Proven Blueprint that will TRIPLE Your Business Revenue in the next 90 Days Through
Enhanced Customer Retention

Objective:

To implement a structured and repeatable process that increases the likelihood of first-time
customers returning for multiple visits, thereby improving customer retention and increasing
overall revenue at the restaurant.

Step 1: Identify and Engage First-Time Customers

1. Red Napkin System:

- Implementation: Introduce a colored napkin system where first-time customers are
served with a red napkin. This serves as a discreet signal to the staff and management that
this guest is a first-timer and requires special attention.

- Staff Training: Ensure all staff members are trained to recognize and act on the red napkin
signal. This includes providing extra attention, engaging the guests with personalized
conversation, and ensuring they have a memorable experience.

2. Managerial Check-In:

- Implementation: The manager on duty should personally visit every table marked with a
red napkin. During this interaction, the manager should inquire about the guest’s experience
and offer a personalized incentive, such as a handwritten business card offering a discount
(e.g., “S5 Off Chicken on Your Next Visit”).

- Objective: To create a memorable and personalized experience, making the guests feel
valued and encouraging them to return.

3. Capture Guest Information:
- Implementation: Politely request first-time guests to share their contact information
(email or phone number) in exchange for a special offer (e.g., a free dessert on their next

visit). This can be done via a physical card or a digital signup through a tablet at the table.

- Objective: To build a database of first-time customers for future marketing efforts and
personalized follow-ups.

Step 2: Maximize the Impact of the Second Visit
1. Recognition of Return Visit:
- Implementation: When a guest returns and presents their personalized discount card, the
staff should immediately recognize this as their second visit. A subtle but effective way is to

offer a special greeting or have the server mention something related to their last visit (e.g.,
“Welcome back! How did you enjoy the chicken last time?”).



- Objective: To reinforce the personal connection and make the guest feel like a valued
returning customer.

2. Offer an Incentive for a Third Visit:

- Implementation: After the meal, the manager should visit the table again, inquire about
their experience, and offer another personalized discount card—this time for a dessert, such
as a free piece of cheesecake on their next visit.

- Objective: To entice the customer to return for a third time, capitalizing on the
momentum of their positive experience.

Step 3: Lock in Long-Term Loyalty on the Third Visit
1. Deliver a Memorable Experience:

- Implementation: On their third visit, the guest should be treated as a VIP. This could
include a complimentary appetizer, a preferred seating option, or a personalized thank-you
note from the manager.

- Objective: To solidify their loyalty by making the third visit exceptionally memorable,
increasing the likelihood of them becoming a regular customer.

2. Leverage Social Media for Amplification:

- Implementation: Identify local influencers or guests with significant social media
followings during any of their visits. Offer them a complimentary meal or dessert in
exchange for a post or story about their experience at your restaurant.

- Objective: To amplify word-of-mouth marketing through social media, reaching a wider
audience without alienating regular customers.

Step 4: Enhance Overall Guest Experience
1. Weekly Promotions and Entertainment:

- Implementation: Introduce weekly themed promotions (e.g., Taco Tuesdays, Wine
Wednesdays) and incorporate entertainment options such as live music, trivia nights, or
digital games that engage customers during their visit.

- Objective: To create recurring events that encourage repeat visits, particularly during
off-peak times.

2. Staff Training and Customer Relationship Management (CRM):

- Implementation: Train staff to be consistently friendly, knowledgeable, and efficient.
Implement a CRM system to track guest preferences, special requests, and visit frequency.

- Objective: To personalize each guest’s experience, making them feel recognized and
valued, which will foster loyalty and repeat business.



3. Data-Driven Decisions:

- Implementation: Regularly review CRM data to identify trends in customer behavior,
preferences, and feedback. Use this data to refine marketing strategies, menu offerings, and
service improvements.

- Objective: To continuously adapt and improve based on customer data, ensuring that the
restaurant remains competitive and customer-centric.

Step 5: Monitor and Adjust Strategy
1. Regular Performance Reviews:

- Implementation: Schedule monthly meetings with key staff to review the effectiveness of
the implemented strategies, using metrics such as return visit rates, customer satisfaction
scores, and revenue changes.

- Objective: To assess the success of the program and make necessary adjustments to
ensure continuous improvement.

2. Customer Feedback Loop:

- Implementation: Actively seek feedback from customers through surveys, comment cards,
or follow-up emails after their visit. Offer incentives for completing surveys (e.g., a discount
on their next visit).

- Objective: To gather valuable insights from customers and make informed decisions that
enhance their experience and encourage repeat visits.

Extras: Increase your alcohol consumption with free chips given with any alcohol order.

* Tip - always be aware of the quality and never compromise on it or your standards by
offering a guest anything else than what it's expected.

Conclusion

By implementing this proven blueprint, the restaurant can significantly increase customer
retention and revenue. The combination of personalized service, strategic incentives, and
data-driven decision-making will create a loyal customer base that returns frequently and
spreads positive word-of-mouth, both online and offline. With careful execution and
continuous improvement, these strategies will deliver outstanding results.

PS: We are running an ongoing offer for our 10X Business Growth Program, for a handful
of private clients.

Would you like to work with us?

Book a meeting
Or directly Apply for the Program &,


https://calendly.com/iliedinaci/personalized-strategy-session

10 X Business Growth Program!

To your success!

llie Dinaci
Founding Partner
Learned Succes - Consultancy Network
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