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Why I Wrote This Book




On the surface, restaurant marketing looks simple. Make a great menu. Promote it. Done. Today, there are endless tools for every budget. Articles, guides, and strategies are just a click away. In theory, all you need is the will to start.

But reality tells a different story.

In my ten years in restaurant marketing, I’ve seen the same pattern again and again. Owners take action, stay busy, and yet, when the numbers come in, the results don’t match the effort.

The problem starts with the goals themselves.

Entrepreneurs are ambitious by nature. That ambition drives growth—but it can also get in the way. Instead of focusing on what matters, it pushes us to chase big titles:


	“Everyone should know we’re the best.”

	“Be number one in the market.”

	“Be the industry leader.”




Strong words. Inspiring, even. But let’s pause and ask a few questions.


	Who is “everyone”? Where do you find them? What do they actually care about?

	Do you want to be number one among all restaurants, or just within your category—coffee shops, pubs, fine dining, or cafés?

	And what does “industry leader” even mean for you? More revenue? More media coverage? More loyal guests?




Here’s the truth: no restaurant can be the best for everyone. People are different. They want different food, different vibes, different experiences.

But here’s the good news: You don’t need to be the best for everyone. You only need to be the best for your people—your guests.

When you understand what they want and deliver it every day, something changes. Your restaurant stops being “just a place to eat” and starts becoming part of their lives. A space they’re proud to bring friends to. A place where they feel at home.

That’s how you create fans, not just customers. 

And once you create fans, you don’t need to chase the title of “number one.” You’ll already be number one in the way that matters most—for the people who choose you. 

So let’s reframe the big goals: 


	Instead of “Everyone should know we’re the best,” think: “Our audience should see us as their best choice.”


	Instead of “Be number one in the market,” think: “Be number one for our customers.”


	Instead of “Be the industry leader,” think: “Lead in the eyes of our guests.”





It’s a small shift in words, but a huge shift in results.

Which brings us to the real question: How do you turn one-time visitors into your restaurant’s fans?

This is where the journey begins.

A restaurant, at its simplest, is a place to eat and spend the time. But your job is bigger. It’s to create a space where guests can become who they want to be—even if only for an hour.

Do this, and your restaurant will go beyond serving food. It will become a community. It will become a place that matters to people. And it will earn loyalty that lasts for years.

Challenging? Yes. 

Achievable? Absolutely.

This book is an invitation. A roadmap. 

Together, we’ll explore how to create a restaurant that matters—not just another stop for a meal, but a place where guests feel they belong.
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