
CHAPTER 1: SOCIAL NUDGING BEGINNINGS 
 
Introduction 
 
If you are reading this chapter, you have already bought into the SocialNudging concept of 
enhancing the success of your restaurant through the incremental use of social media. Now 
it is time to take the plunge and begin your journey. No fear here, we will gently lead you 
through the steps. Look for the “nudge” symbol that highlights the essential aspects of your 
journey. Each additional eBook follows the same design and will add incremental impact to 
your restaurateur triumphal quest. 
 
Mapping the Journey 
 
In this chapter we introduce the itinerary for the SocialNudging eBooks journey and also ask 
you to think about and write down the answers to some questions that you will need to 
take full advantage of implementing what is presented in this and all of our eBooks. 
 
Your Itinerary 
 
The following is the itinerary (See Graphic1) for your journey to success using social media 
marketing. The ins and outs of the itinerary will be discussed in more detail in future 
chapters of specific ebooks. For now, let’s take a short view of what the cycle entails. 

1. FIND: Refers to what you have found interesting, important, or unique about your 

customers. 

2. DEFINE: Paint a vivid picture of your customer, for example, based upon location, 

demographics, and affinity for the items of your menu. 

3. ENLIGHTEN: Communicate via social media emphasizing your brand using effective 

words/content. 

4. ENGAGE: Use social media to get your customers talking to you.  

5. CONVERT: Create restaurant loyalty and ultimately brand ambassadors in social 

media.  

6. LISTEN:  Observe what is said about your content, menu, and other content from 3 

above.  Do customers like what they experienced? Count them – good and bad, 

numbers matter. We will talk later on about numbers that help you better use Social 

Media for reaching your triumph. 

7. REDEFINE: Continuous improvement. Change restaurant and/or social media 

communication based on discovery and start the cycle over again. 

 



 
The SocialNudging® Social Media Success Cycle Itinerary 

 
THE QUESTIONS:  What You And Your Restaurant Are About 
 
 
Before we get to the nitty gritty of each ebook., you need to truly get a handle on your 
restaurant business, and what it’s about. This exercise will prepare you for the thought 
process needed as you read and digest the rest of the material in the chapters of our 
eBooks. This chapter and your responses to these questions will be your guide and 
reference point to keep you acquainted with what you and your restaurant stands for. So, 
keep them handy. We have connected some words you might have a problem with to a 
glossary at the end of each eBook  (NOT AVAILABLE IN THE FREE CHAPTER).  Just click if you 
need help. 
 

1. What is the food concept you have developed? 

Take a look at your menu. In a few words describe what you are offering your customer. For 
example, “Served from scratch Northern Chinese” 
 

2. What is your brand? 

A Brand is what you are. It has words (Geno’s), It’s usually on your sign, and menu. Your 
brand is actually an extension of you and has your personality as well as its own personality. 
When people vocalize it should have a positive meaning to them, like, the best food and 
service in the area. 
 

3. Define the customer base do you serve and/or you would like to serve. 

You need to describe both who your present customers are, and also what you expected 
your customers to be when you opened up your restaurant. Take a look at them. Are they 



young, old, male or female, ethnicity? If you are opened at different times, do your 
customer profiles change over the course of the day? Now, let’s answer the one million 
dollar question. Are they what you expected, in terms of a profile, when you opened your 
restaurant? 
 

4. Define how your food concept, brand, and target customer interconnect. 

If you defined your menu in 1 above, and your brand in 2 above, and your customer profile 
in 3 above, do all of the answers seem to match up. In other words, do you feel from talking 
with customers that they have positive feelings about your brand and your food?  If not, 
why? 
 

5. How would you like your customer to react when they hear/see your brand? 

When your customers see or vocalize the name you have on the front sign, what do they 
say? Write down three words to answer this question. Do they get who you are? For 
example: a comfortable eating environment. 
 

6. What do you expect from social media use? 

For example: 
a. Know where you are located and what value you have to offer them (brand 

awareness). 

b. A clearer understanding of what your restaurant is.  

c. Dealing with complaints. 

d. Profit. 

e. More Traffic. 

7. Refining 2 above. 

a. Is your brand image what you want it to be? 

b. If not, what do you want to be? 

c. Some refining questions: 

i) Does your brand have a personality?  

ii) Does your brand mean quality food at a good value?  

iii) Does your brand mean a great environment to have a meal? 

iv) Does your brand mean a great atmosphere to eat a meal? 

v) Does value mean something to your brand? 

vi) Does your brand mean “great family restaurant”? 

 

 
8. Does your restaurant have separate brand images for different menus? 

 
For example, if you are a coffee shop and you sell coffee and donuts. Are there 
different brand images for each menu, the coffee menu, and the donut menu? 
 



9. Do you have separate brand images for each store? 

If you have more than one restaurant, do they have a family brand, or individual 
brand images? 
 

10. Do you ask for a zip code they live in at checkout? 

 

11. Do you run price off promotions? 

 

12. Do you use a loyalty card? 

Summary 
 
We would like you to keep a screen dump (digital copy you can print) of Graphic one and 
also print a copy of the answers to the questions (What You And Your Restaurant Are 
About) next to you as you read through the chapters of each eBook and continue on your 
journey.  
 
Future stops on the itinerary to Triumph 
 
Restaurants are for entertainment, eating, and having a delightful experience while your 
customers do not have to actually cook the meal(s). People might stop by to have a fresh 
morning a cup of coffee, celebrate birthdays, or have office parties, meet friends for lunch 
and pick up dinner on the way from work.  
 
Actually being a restaurateur is fun and seeing a satisfied, returning customer engaging with 
your brand and promoting it with a positive notion is the ultimate satisfaction for a 
restaurant owner.  
 
Using Social Media to enhance your business is FUN! 
 
It is a simple rule; if you are not having fun then you cannot help others to have fun.  
 
To make sure you increase the number of satisfied returning customers, your restaurant 
duties increase continually. In this process many restaurateurs forget about the basic 
ingredient of the restaurant business, which is – fun.  
 
So, in our eBooks we are going to show you how you can keep fun in your restaurant 
business without interfering with your other operational needs. Side by side, in an eBook 
way, we will increase your number of satisfied returning customers and free brand 
ambassadors.  
 
Hoping you will always have a happy social nudging day! 
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