8 Ways to Keep People in Your
Restaurant
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One of the ways to succeed in any business—including a pizzeria—is to have a unique selling
point. What is it that makes your restaurant special? It could be the art that you have on your
wall, or the jokes that are on the pizza boxes. It’s something that makes you stand out from the
competition.
Keeping the customer happy and giving them an unforgettable experience is an art form. What
kinds of things can you do to be impressive? I’ll give you eight ways to create those unique
selling points that will keep people coming back to your restaurant.

#1 - Choose Interesting Music
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Think of your restaurant as a movie, and the music you play as a soundtrack to the movie. Your
music sets your ambiance and gives the customer a feeling, but what feeling? That’s for you to
decide by being conscious that everything, even the music, matters a lot. Every little decision
matters.
Be different. Almost every pizzeria plays Italian music or Frank Sinatra songs. Be bold and
different. You also want to choose something that resonates with you. You’re going to be
listening to it a lot, so you might as well play something you like.

#2 - Use “Easter Eggs”
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What’s an “Easter Egg?” It’s a special message, image, or feature that customers discover on
their own—something that gives them a good surprise. For instance, I play only Billy Ocean
songs in the bathroom. Why? Because it’s something quirky that I do. And people notice it.
By doing something unique, you no longer establish yourself as an average, run-of-the-mill
restaurant owner. You aren’t trying to do what everyone else is doing. You’re doing you, and
that’s interesting.

#3 - Amplify Your Staff
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Have fun, and let your staff have fun as well. Let them be amplified versions of themselves.
When employees present the menu to customers, don’t make them recite it like a robot or rattle
it off like it’s rehearsed. Let them put their own twist on it so it’s interesting and defined by their
personality.
By doing this, you’re letting your staff love where they work because they get to play up their
strengths. It also increases staff retention and improves customer loyalty.

#4 - Never Copy Locally
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If you’re going to copy someone or something, make sure you’re not copying from someone
down the street. If you’re in the middle of Iowa, sure, do something that you saw from New York
that looked interesting.
But copying from a competitor makes you look desperate and cheap. Be original, and if you
aren’t, make sure the original is far enough away that your customers don’t recognize it.

#5 - Make Your Food a USP
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One of our unique selling points is that we make everything from scratch. Customers know that
when they come into our restaurant, they’re getting the freshest ingredients and food they can
possibly get.
You can find your unique selling point through a special recipe or a special way that you prepare
your food. Make it your signature so that people know what they’re getting and can identify you
by that selling point.

#6 - Make Your Ambiance a USP
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From candle holders and chairs to menus and wall decorations, make your restaurant all about
your brand and what you’re trying to achieve. Every area where you can make a mark with your
personality makes it your own place.
All these little touches set you apart. Everything should be about having something people
haven’t seen before. People will never say, “You know what, I want to go to a restaurant that
does everything the way everybody else does.” No one has ever said that, and no one will ever
say that. Be the one that sticks out.

#7 - Increase Purchase Pride and Decrease Purchase Anxiety
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A customer needs to feel happy when they buy something. You must reinforce their pride and
excitement when they buy it. And that feeling must be so strong that it wipes out any anxiety
they might have about buying it.
A great example of reducing purchase anxiety is having your servers say, “Oh, that’s an
excellent choice, and one of my favorites”—not at every table, of course. They need some stock
phrases and a story for each item. This assures them that they’re purchasing something good
and builds their level of trust in your restaurant.

#8 - Know the Difference Between Service and Hospitality
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Service is someone knowing the fancy names of the sauces and serving your fork from the left.
It’s removing the plate from the right side—all those things you get at five-star dining
establishments.
Hospitality, on the other hand, is the down-home feel of a diner where they know your name and
care about how your day is going. The goal is to make someone feel special and appreciated.
Excellent service with approachable hospitality is the secret sauce to winning everyone over.
This article was adapted from the book, Unsliced, written by Mike Bausch.
Mike Bausch is an industry leader whose restaurant, Andolini's Pizzeria, is a top ten pizzeria in
the US, as named by TripAdvisor, BuzzFeed, CNN, and USA Today.

