
• What does this include?

• How do we define managing your menu?

• What are the steps in this process?

• How often should this be done?

• How does menu design, content, and 
pricing effect this process?

• What are the common mistakes?









The menu is the most important 
internal marketing and sales tool a 
restaurant has to market its food 

and beverage to customers. 

It is the only piece of advertising 
that you are virtually 100% sure will 

be read by the guest.



Research states that digital signage receives ten 
times the eye contact of static signage. 

It boosts sales of new products advertised on in-
store digital signage by 30-300%, 

increases revenue by more than 30% for profiled 
products, and reduces customers’ perceived

wait times by 15% or more. 

While these numbers are compelling they

will not be achieved by a poorly implemented or 
designed digital menu

system.



For years, restaurants have been 
designing their menus under the 

assumption that customers’ eyes are 
naturally drawn to the “sweet spot” in 

the upper righthand corner, and placing 
their higher profit items there. 

However, new research suggests that 
customers tend to read menus like a 
book, starting in the top left corner.

http://www.eurekalert.org/multimedia/pub/40297.php?from=203749


http://www.eurekalert.org/multimedia/pub/40296.php
http://www.eurekalert.org/multimedia/pub/40296.php


Boxes, what a great place for your Stars!

Stars are extremely popular and have a high 
contribution margin. Ideally Stars should be 

your flagship or signature menu items.

Boxes would draw attention this group of menu 
items. 

They are often used to promote dishes with the 
highest profit margins.



Make it easy for customers to search for dishes 
by arranging items sequentially and in logical 

groups, starting with the appetizers.



Photos of food are more commonly associated 
with junk mail fliers and chain restaurants; not 

quality food service. 

If you do use photos, they must be of 
extremely high professional quality, which may 

be costly. 

Save this for LTO posters and special 
promotions



It’s a big mistake to list prices in a straight 
column. Customers will go down and choose 

from the cheapest items.

Don’t make customers overly aware of how 
much they’re spending. Studies have shown 

that customers are more likely to spend more 
when currency signs are omitted.

$$



Using more than one typeface – say, to 
distinguish the names and descriptions of 
menu items – may help to guide customers 

through the menu.

What a great way to promote Puzzles!





The worst thing you can do is to wait and wait 
until finally you are forced to raise prices in a 

single big jump 

Regular small upward price movements rather 
than very infrequent and large price 

movements are easier for the customer

Review your menu prices at least twice a year, 
if not quarterly. Be sure to examine previous 

price changes, and see how they affected your 
bottom line before enacting your next set of 

changes.



A couple key phrases to remember regarding 
your menu

“You can’t

be everything to everyone” 

“Just because they ask for it does not mean 
they will buy it”



Be Like Water

“Successful people 
make adjustments.”

Evander Holyfield



 http://news.sfsu.edu/do-menu-sweet-spots-
really-exist

 http://help.imenupro.com/menu-design-
secrets.htm

 http://99designs.com/designer-
blog/2014/05/14/menu-design-roundup-tips/

 http://www.complex.com/pop-
culture/2013/01/25-unappetizing-menu-
typos/not-even-close

 http://www.restaurant.org/Manage-My-
Restaurant/Marketing-Sales/Food/Is-it-time-to-
raise-your-prices

http://99designs.com/designer-blog/2014/05/14/menu-design-roundup-tips/
http://99designs.com/designer-blog/2014/05/14/menu-design-roundup-tips/
http://99designs.com/designer-blog/2014/05/14/menu-design-roundup-tips/
http://www.complex.com/pop-culture/2013/01/25-unappetizing-menu-typos/not-even-close
http://www.restaurant.org/Manage-My-Restaurant/Marketing-Sales/Food/Is-it-time-to-raise-your-prices

