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The sample report provided herein is intended solely for demonstration purposes to showcase our work and does not constitute

professional advice or a guarantee of specific outcomes. The information contained in this report is based on the assumptions,
methodologies, and data available at the time of its creation. While we have made reasonable efforts to ensure the accuracy and
reliability of the information presented, we do not warrant or represent that the content is complete, error-free, or suitable for any
particular purpose. The sample report is provided "as is," without any warranties or guarantees, expressed or implied.

We hereby disclaim any and all liability for any direct, indirect, consequential, or incidental damages arising from the use or reliance upon
the information provided in this sample report. Users are solely responsible for evaluating the suitability of the information for their specific
needs and for any actions taken based on the contents of this report.

By accessing and using this sample report, you acknowledge that you have read and understood this disclaimer. agree not to
distribute or copy the report without permission, and agree to release SOLV from any liability associated with the use of this
sample report.
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Purchase Consideration Factors

Top 4 Key Insights

Opportunities to Thrive: Booming
Demand For Upscale Restaurant

Most of the respondents spent more than RM100 on stea

special occasions, busines

jsion-Making
e Than Just About

is definitely one of the factors that people consider when
iIng an upscale restaurant, but it is not the only one.

ost of respondents considered at least three factors

hen choosing a restaurant. Among the critical consideration
factors are Delicious Food, Service Quality and Price play
an essential role in the decision-making process. People who
are willing to spend more on fine dining are likely looking for an

C

appreciation for quality cuis ' ate that the overall experience that meets their expectations and satisfies

market comprises affluent individuals wit@disposable income for their needs, not just a meal at a high price. So, they take into
luxury experiences. As a result, estaurants may have account multiple factors when choosing an upscale
opportunities to succeed and thrive. restaurant.
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Purchase Consideration Factors

Top 4 Key Insights

Multi-Channel Marketing Strategy

3 is Crucial to Attract New \ Effective Ways to Gain
Customers |

A multi-channel marketing strategy is crucial for restaurants

to attract new customers because it allows them to reaF:h ments, and friends or family are the most effective

C els to gain new customers. Over half of the
espondents discovered new restaurants through these
channels, indicating the importance of building a positive
reputation through customer satisfaction and engaging with
customers on social media platforms. Overall, the survey
emphasises the importance of a multi-channel marketing
approach for restaurants to attract new customers, focusing
on building a positive reputation through word-of-mouth
recommendations and social media engagement, as well as
targeted advertising on social media and Google Review.
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The data shows that majority of respo
convinced by more than one channel

restaurant on social medi
recommendations, and fin
deciding to make a reservation. By havifig a"presence on
multiple channels, restaurants heir chances of being
discovered and considered by potential customers.

line before




Finding #1

Income impact on
spend and frequency
of visits

Higher income group is expected to spend more
Spend on steak by income group

It is expected that customers with higher

incomes tend to spend more; however, the

positive correlation is more substantial with

the impact of income on the frequency of

visits to an upscale restaurant - the higher

the monthly income, the more frequently Higher income group visits upscale restaurants more

they visit an upscale restaurant. frequently
Visit frequency by income group

Undeniably, there are other possible factors
could play a part in influencing the customer's
decision, such as past experience, service
quality and preferences.
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Finding #2

Income isn’t the only

Bangsa Johor are more Respondents based .

likely to spend >RM 140 in N9 visit upscale restaurants factor in restaurant
on steak more than once a week d . h b.t

Spend on steak by states Visit frequency by states S pe n I n g a I S

While income can influence spending
habits, it is not the only factor
determining whether someone
chooses to dine at upscale
restaurants. Occasional splurges will
likely play a role in this decision,
especially in the Southern region.

On the flip side, while people willing to spend
more on a meal may not be the one visiting
upscale restaurants frequently. Therefore, the
frequency of their visits may not necessarily be
related to their willingness to pay more.
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Finding #3

Male customers tend Male customers visit . .
to spend more on upscale restaurants Gender d |ffe Frences in
steak more frequently I t t

Spend on steak by gender Visit frequency by gender U psca e restauran

consumptions

Compared to female respondents, males tend to spend
more on steak and frequently visit upscale restaurants
than females. Men, especially for those who earned
more than RM7,500 per month, are also likely to be
the one who decides which restaurant to go to as
compared to females, who prefer to make the decision
together with other family members and friends.

g

More females decide More males decide

where to go for where to go for
restaurant together restaurant
with others

| | @ Me & Others @ MeOnly @ Others
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Finding #4

Gendered social media preference: Men prefer

Im paCt. Of Gen.der Facebook, while women Instagram
O n SOC I a I M ed I a Social Media Platform Usage by Gender
Preferences

There are notable differences between males and
females in the realm of social media usage. Females in
comparison to males, have shown a greater preference
for platforms such as TikTok, WhatsApp and
particularly Instagram. Survey indicates that more
females have chosen Instagram as their preferred
social media platform, while approximately more men
lean towards Facebook as their primary choice.

Recognising the enduring popularity of different social
media usage based on gender, upscale restaurant can
devise strategies that leverage platform’s strengths to
effectively engage with their existing and potential
customers.
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Finding #5
- Age related social media habit - Facebook for 35 -
The Genera:tlon . 39 and 50+, Instagram for under 29.
G a p O N SOC ] a I M ed |a Social Media Platform Usage by Age Group
Usage

Facebook, one of the first social media
ﬂ.:@ platforms which are still active today,
) ¢ | continue to gain widespread popularity
d:@ between the ages of 35 - 39 and 50++
years old.

On the other hand, individuals who are 29 years old
and younger tend to spend more time on
Instagram, the more visual-based platform that
focuses on sharing photos and videos. Therefore
understanding social media usage from different age
groups helps to tailor the social media marketing
strategy to target specific age groups on various
platforms.
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. . . . . Finding #6
Bridging the Social Media Gap - Connect with the

Malay Segment Through TikTok Ada ptl Nng to Dive rSity
Social Media Platform Usage by Ethnicity to Ta rg et D ive rse
Customer Preferences

There are differences in social media
preferences among different races, with

./_%’ '«—7‘?/ Chinese respondents being more likely
to use Facebook and Instagram, while
Malay responders, especially the ones
from 18 - 24, are more likely to use
TikTok addition to Facebook.

Having said that, for the Malay respondents between
the age of 35 - 39, Facebook is still their preferred
social media platform compared to Instagram and
TikTok. However, consider adapting the social media
strategy to cater specific preferences of each race - for
example, when engaging with young Malay customers,
consider incorporating short-form videos and humour

DDtv in Bahasa Malaysia instead of English or Mandarin.



Finding #7 “Delicious Food” top the chart as key consideration
factor when choosing or revising a restaurant

“Delicious Food" is the Factors to consider when choosing a restaurant
key when choosing or
revisiting a restaurant

Regardless of gender, race, or
§3¢ income group, majority of
( respondents think "delicious food" is
-J the utmost important consideration
factor when choosing or revisiting a
restaurant.

It surpasses the service quality and price. In
addition, most respondents rank "delicious food"
as the No. 1 criterion when revisiting a
restaurant. Having said that, on average,
consumers take into consideration of at least 3
- 6 factors before deciding which restaurant to

go.
C]Dtv



Finding #8

| nﬂ uence Qf Word-Of-* ouuth, Reviews, Recommmendations are
the m~ .. effective ways for brand discovery

WOrd-Of-MOUth On Ways to dis ver r~ i estaurants
restaurant selection

The top way consumers typically find

! out about new restaurants is through
word-of-mouth, recommendations
and comments on social media as
well as from friends and family.

Especially for Gen Z (18-24) and young
Millennials (25-34), the influence of social media
is undeniable; aside fromm comments and
recommendations on social media, ads on social
media platforms are also how these younger
consumers discover new restaurants.
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Findings #9

Steak Lovers Thrilled
to Visit Multiple
Restaurants

A significant majority of respondents
have visited more than one steak
restaurants the past 6 months. The
steak lovers enjoy exploring
steakhouse options.

Overall, the survey results highlight the enduring
popularity of steak as food choice and the
excitement many people feel when they get the
chance to try out different restaurants. It may
possibly indicates that a growing interest in
steak and more people are seek out these dining
experiences.

LV

Indulge Multiple Steak Restaurants Visits Among
Diners in the past 6 months

Restaurants Visited for the past 6 months
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Findings #10 Victoria Station: The All-Age Restaurant

. Experience that Appeals to All Age Groups
D Iffe re n t ReSta U ra n tS Visited Restaurant for the past 6 months by Age Group

Appeal To Varied Age
Groups

Among the various visited restaurants,
e e Victoria Station stand out as it attracts
q P customers evenly from all age groups,

indicating its board appeal and ability to

cater to a diverse rage of customer.

While, restaurants such as Kay’s Steak & Lobster,
Maria’s Steakcafe and TTDI Meat Point have more
focused demographic of customers, particularly in the
age range of 18-34. And, Maria’s Steakcafe and TTDI
Meat Point excel in attracting a younger audience,
with a specific emphasis on the 18-25 age group.
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Recommendation #1

It’'s beyond food, but the
entire dining experience

Aside from focusing on food quality, attention should also be given to the
presentation and service, the ambience of the restaurant, and the quality of the
dining experience to ensure that the guests feel the dining experience was
worth the high price tag.

To create value for money, upscale restaurants should focus on delivering a
memorable dining experience that goes beyond just the food, which may
include a level of luxury that guests may not experience elsewhere, such as:-

Personalised service
Attention to detalil

A unigue ambience
Private dining rooms
Special tasting menus
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Recommendation #2

Maximising ROI: Crafting a
Culinary Experience for Every
Audience Segments

Marketing strategies for audience segments are essential for a restaurant because it
can tailor its marketing efforts and offerings to meet different customer groups' specific
needs and preferences. By understanding the unique characteristics and behaviours of
different segments, a restaurant can create targeted messaging, promotions, and
experiences that resonate with each group. Here are some segmentation suggestions:-

1. First Timer: For New Customers

2. Loyal VIPs: For guests that visit frequently and are willing to spend more than RM
140 per person.

3. Occasional Indulgers: For guests ready to spend more than RM 140 per person
during special occasions

4. Savvy Spenders: For guests that visit frequently but spend less on each visit.



Recommendation #3

Tailoring Marketing Strategy:
Attracting New Customers
through various approaches

Attracting new customers requires a different approach than retaining existing
customers because these two groups have different needs and expectations. To
attract new customers, the restaurant must focus on creating awareness of the
restaurant's brand and offerings, which may involve the followings: -

1. Leverage Social Media for Reach:-

e [Encourage and incentivise customers to share their positive experiences.
e Partner with local food influencers/micro-influencers for posts or reviews
e Run targeted ads

2. Online Reviews and Word-Of-Mouth Marketing

e Pay attention to online reviews and respond promptly to negative feedback.

e Encourage existing customers to leave positive reviews and refer their
friends/family by offering incentives and rewards.
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Recommendation #4

The Power Of Visuals: Don't

Underestimate the importance of
website

Although social media and word of mouth recommendations are recognised to be the

most influential channels, some respondents think the restaurant’s website is also
important when it comes to deciding the restaurant to visit.

Therefore, a well-designed and updated website that showcases the restaurant’s:-

e Ambiance

e (Customer Reviews
e High Quality Images
e | atest Promotions

A Steak Restaurant’s website features beautiful images of juicy and sizzling steal can

make potential customers more likely to crave a steak dinner and more likely to choose
that restaurant over others.




Recommendation #5

Exclusive Rewards for local
diners: loyalty program for
existing customers

Retaining existing customers is crucial for building a loyal customer base and achieving
long-term success because they have already shown an interest in the restaurant and
are more likely to return for future visits.

Hence, loyal customers should be rewarded for their loyalty. Here are some ideas fora |
upscale restaurant loyalty program:

1. Points-based system which can be redeemed for exclusive rewards or
discounts.

2. Exclusive events, such as new menu tastings or chef's table experiences.

VIP status, with special privileges such as priority seating or personalised menus.

4. Special Occasion rewards, discounts to celebrate special occasions in the
restaurant

5. Referral program, offer rewards for each new customer they bring in.
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Need Help?

To materialise the plan
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Solutions To Obstacle

About Us

We're a multi-disciplinary business and marketing consultant team
dedicated to empowering small and medium (SME) business owners to
thrive. We provide various services, from business registration,
accounting and human resource management, to branding, website

design and marketing strategies, so you can focus on what drives you
revenue and let us work on the rest!

Business Consultation
We provide a comprehensive range of

services that cover the entire spectrum of
starting and growing a business.

Click here to view more solutions

Accountancy Service
We help businesses manage their
financial records with ease and
accuracy, from bookkeeping to
accounting management systems.

=

Human Resource Management
We know managing people is a critical
aspect of any organisation, and our
Human Resource Services are
responsible for ensuring that this is done
effectively

Marketing Consultation
Whether you're looking to increase your
online presence or develop a targeted

marketing strategy, our team of
experienced professionals can create a
plan that works for your business.


https://www.solv.services/solutions-and-plans

Solutions To Obstacle

Why Us BUSINESS

/59 Commitment c““S““lNﬁ
= We are dedicated to our client's success and go above AGENGY

and beyond to deliver exceptional service.

Client First

B We take the time to understand your needs and create a
w plan tailored to your specific goals and objectives.
& //_

Passion

" We are passionate about what we do and approach every
project approach every project with enthusiasm and energy.
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Solutions To Obstacle

Growing Together Through Every Stage

Startup Growth Expand

Company Incorporation Service

_ Social Media Management e Online Consumer Survey & Analysis
12-Month Corporatg Secretary Service Website Maintenance e  Market Analysis
Bank Account Opening SOLV DASH® Al In One Marketing e  Business Plan Creation
g0 Besian Reporting Dashboard e Competitive Analysis
Name Card Design e  (Consultation on topics related to digital P y
e e-Commerce Setup and Management

Name Card Printing
Digital Business Card (V-Card)

Letterhead Design

Imprint Company Stamp
Google Business Profile Registration

Social Media Account Registration
Social Media Page Design

Domain Registration
12 - Month Web Hosting
Website Design

~rom RM 3,999 From RM 1,999 ~rom RM 6,999

p[]t\/ Note: Price listed are based on essential package and final price will be provided based on actual project requirement.
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marketing, technology, data
Human Resource Management
Bookkeeping Service
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