
Yes, Cincinnati, we love to dine out. Just flip 
through this issue if you’re not convinced. 
The best Korean barbecue, the most amazing 
crème brulee and the bartender who makes 
the best chocolate martini in town. What you 
may not realize is how much your business has 
in common with the restaurant industry.

Take the spork. You know, that plastic half 
spoon/half fork you get with your coleslaw to-
go order. That’s pure entrepreneurial innova-
tion. And cost-saving genius. 

Think your business is competitive? Try open-
ing a new diner on Beechmont. Let’s see what 
we can carry-out from all of this.

•  People are always drawn to what’s new. 
That’s why it’s hard to get a table at the hot 
new restaurant. Make sure your customers 
know what’s new about your business. And 
if you don’t have anything new, get work-
ing on it. 

• Today you need to do everything well. Suc-
cessful restaurants know this: the food 
tastes great, service is excellent, prices 
are fair, and the total dining experience is 
enjoyable. The same applies to your busi-
ness—you can’t excel in one area and drop 
the spork in the rest. 

• Know your niche. Don’t confuse this with 
the point above. Fast food places don’t use 
white tablecloths. 

• China, India, Mexico, Europe. Global markets 
and competitors for you; restaurant themes 
for diners in Kenwood, too. Planes fly in and 
out of CVG everyday moving people and 
products…is your business on-board?

• Customization: people today expect person-
al service that’s exactly right for them. Chi-
potle, Cactus Pear and Boca are all happy 
to make your gluten-free, vegetarian meal. 
People want what they want…and they will 
find someone who will give it to them.

• It all comes down to people: the owner who 
welcomes you warmly; servers who make 
your dining experience so enjoyable you 
want to come back. Does your company 
have busboys who aren’t cheerfully refilling 
water glasses?

• Comfort food still sells and some custom-
ers want the traditional basics.  Sometimes 
a bucket of KFC extra crispy chicken with 
mashed potatoes and gravy just hits the 
spot.  Your customers will tell you what they 
want and they vote with their wallet.

• Listen to what your customers need and 
give advice —just like a good sommelier 
recommending the perfect wine to accom-
pany that pasta Alfredo. And write it down so 
you get it right. Taking notes shows you’re 
listening.

• Word travels fast. And not just word of 
mouth. Many web and social media sites—
which really means customers —share 
feedback, make recommendations and rate 
restaurants. Be present on Facebook, Twit-
ter, Google Places For Business and others. 
Make sure your business earns a ‘thumbs 
up” from your customers.

Take your team to lunch tomorrow and 
brainstorm these ideas. Just make sure you 
get a spork if you get it to-go.
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