100 TO 1 ROI

WHAT IS YOUR ROI?

ROI Engine Restaurant Marketing Annual
ROI Calculator

RESTAURANT
MARKETING

THAT W ORKS

How Would You Rate Your Company 1-5 In These 6 Categories?

Rate Your Ownership Activity
Rate Your Online Review Quality
Type of Service Fine =1, High Casual = 2, Casual = 3, Fast Casual = 4, Fast Food =
5
. Type of Food Ethnic =1, Healthy = 2, Mexican = 3, Chicken = 4, Pizza/Burgers c LI c K H E R E
=5
Tope of Locaion rbaEounioNn =1 R =3 S -3 Calculate your own ROI with our online

ROI calculator
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Total ROI Activation Score

<

Average Check $30

I
<

# Of Times Customers Visit Annually

How Many Opt-Iins Can We Get Per Month From Each Source?

Q0
74

«
o
o

Monthly Opt-Ins o
Yearly Opt-Ins 6,000 U R
14%

% Of Customers Activated

# Of Active Customers 819

Annual Visits 4,914

Annual Impact $147,420

“Foundation,

tion, systems, profitability, accountability, and actionable
steps—this book has it all from a frue industry expert!”

DARREN 5. DENINGTON, CFEE, PRESIDENT, SERVICE WITH STYLE

BTAURANT 'RECOMMENDED READING

WHAT SUCCESSFUL

Restaurant Prosperity

PR[IS\FQHTY Formula™: What Successful

Restaurateurs Do

RESTAURAT \RS DO
FURMHTATM

)
DAVID SCOTT PETERS

RESTAURANT AMERICA'S

Drawing on his decades of experience asa
restaurateur, David Scott Peters offers this

~ specific, hands-on guidebook for :
independent restaurant owners.

MARKETING BEST RESTAURANTS

THAT WORKS




100 701 RO

IN THIS TRAINING YOU'LL LEARN:

The importance of taking a deep dive into your marketing program
to calculate your ROI

Acquiring data with an amazing offer leads to long term sales

How to take that data and drive customers into the
restaurant more frequently

The importance of having and utilizing your database.

IQESTAURANT Restaurant

Prosperity
Formula™:

PRDS ?"Y What Successful

WHAT SUCCESSFUL

Restaurateurs Do

RESTAURAT RS DO
Drawing on his decades of experience as a
restaurateur, David Scott Peters offers this

FI]RMI]TA
specific, hands-on guidebook for

‘L Independent restaurant owners.

RESTAURANT #3AMERICA'S

MARKETING BEST RESTAURANTS




RESTAURANT 1

MEXICAN RESTAURANT
WITH LOW AVERAGE CHECK

After 16 months on our program Restaurant Marketing That Works

O MEXICAN RESTAURANT

Awareness

Impressions Post engagements Post comments Post shares

3,781,659 54,207 1,938 975

Opt-ins New Customers ®New @ Frequent @Llost @
24,711
77.66% $N7142
Email
F
18'422 !1 Frequent Customers
Phone 1521% $22194O
19,132 J
Lost Customers
Birthday 'YX
13,452 e, 713% $10,756
[ ]
Sales Performance
Redemption % Total Redemptions Sales Average Check Acquisition Cost
24.69% 7522 $150,837.66 $20.05 $4.16

Average $4Acquisition Redemption
Check Cost Percentage

25% Of These

500 Customers 22% Annual 3 Years
New Customers 97 $1,940 $11,640 $34,920 $4 to acquire
a customer
which leads to
$487 in sales

Frequent Customers g3 19 $380 $6,840 $20,520

Lost Customers M 9 $180 $1.800

$2,500 $20,280

RESTAURANT 3 A MERICA'S
MARKETING BEST RESTAURANTS

W O R K S




RESTAURANT 2

BBQ RESTAURANT WITH
MODERATE AVERAGE CHECK

After 8 months on our program Restaurant Marketing That Works

O BBQ RESTAURANT

Awareness

mpressions Post engagements Post comments Post shares

414,620 9,598 715 148

Opt-ins

2 466 New Customers ®lost @ New @ Frequent @

| A 38.49% $3,506
Email

[ ]
2,333 E-‘ Frequent Customers
hene 18.27% $3,481
2,422 o
Lost Customers

Birthday bbb
1,906 sk 43.24% $6,743

Sales Performance
Redemption % Total Redemptions Sales Acquisition Cost
9.12% 370 $13,970.92 $11.21

Average $1‘| Acquisition Redemption
Check Cost Percentage

9% Of These
500 Customers % Annual 3 Years

New Customers &) $4.104 $12,312 $11 to acquire

Frequent Customers [} $5.472 $16416 a Cl_.lstomer
which leads to

$1,120 in sales

Lost Customers e $7,220 $21,660

$16,796 $50,388

RESTAURANT AMERICA'S
MARKETING BEST RESTAURANTS




RESTAURANT 3

STEAKHOUSE RESTAURANT

WITH HIGH AVERAGE CHECK

After 8 months on our program Restaurant Marketing That Works

l () STEAKHOUSE RESTAURANT

Awareness

MEeressicns Post engagements Past comments Past shares

3,217,958 83,975 3,996 1,089

Opt-ins New Customers Gres @ros @ requent @
21,324 J |
59.50% $266,466

Email

F
16,719 z"ﬂ Frequent Customers
- 14.30% $64,032
17,326 J

Lost Customers

Birthday rY]
14,153 AL 26.20% $117,353

[~

Sales Performance

Redemption % Total Redemptions Sales Average Check Acquisition Cost
23.15% 6,258 $447,851.20 $71.56 $7.22

Average $7Acquisition Redemption
Check Cost Percentage

23% Of These
500 Customers o Annual 3 Years

New Customers 2 $29,394 $88,182 $7 to acquire a

Frequent Customers A $20,448 $61,344 cus.tomer
which leads to

Lost Customers PrEA $21,300 $63,900 $1,856 in sales
H

$71,142 $213,426

CALCULATE YOUR OWN ROI
WITH OUR CALCULATOR ...




