DrNing people
into more pubs

Drawing on consumer insights from its OnTrack 2010 and Driving Footfall Into
Pubs surveys, retail consultancy him! highlights areas that could help pubs increase
footfall, loyalty and sales. Tara Benjamin, him!’s programmes director, reports

ell more stuff to more peo-

ple more often: it’s one of

the most basic business

and marketing principles.

However, the pub industry,
which has seen around 4,000 pubs
close since 2008, has been strug-
gling to get people through the doors
for the past few years, let alone more
of them, more often.

Drawing on insights from our
OnTrack 2010 survey of more than
4,000 pub customers and our Driving
Footfall Into Pubs survey of 500 infre-
quent pub-goers, we have been able to
study customer attitudes towards
pubs to give pointers on how pub land-
lords can boost trade and footfall.

We have also been able to explore
how both operators and manufac-
turers can improve the services they
offer to the pub trade to help encour-
age more people into pubs, more
often.

1Why do people not visit
pubs/bars more often?
According to our research, the main
reasons low-frequency customers
don’t visit more often is because they
think the drinks are too expensive
and that pubs/bars are too noisy and
crowded. If this is the case, it is under-
standable that they are looking for
cheaper and quieter alternatives for
their free time.

Those with children say they don’t
visit frequently because pubs are not
suitable for families. Parents go on to
say that if pubs/bars were to offer
children’s menus, more healthy
options and unlimited refill on soft
drinks, they would be likely to visit
pubs/bars on a more regular basis.
Indoor and outdoor activity areas
would also attract this type of cus-
tomer as well as some form of enter-
tainment to keep their children busy,
such as activity packs.
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v What are the three main reasons why you don’t
visit a pub/bar more than once a month?

50%

say they don’t visit pubs
more regularly because the
drinks are too expensive

40%

of those with families say pubs
are not suitable for them

78%

of infrequent pub-goers say they
spend their free time staying in

75%

say the appearance of pubs/
bars hasn’timproved

Chart 2

2 Where do those who

don’t visit pubs/bars
regularly spend their time
and money?

“Staying in” is the main way infre-
quent pub customers spend their lei-
sure time.

The other ways consumers are
spending their time and money are
other leisure activities and pastimes
such as walking, cinema and going to
the theatre.

Whether those customers are
staying in with their partner,
having friends around for a party, or
taking the kids out for a family
evening, there is definitely an oppor-
tunity to pull some of this spend
back into pubs.

Those pubs that haven’t moved
with the times and no longer fulfil
customers’ needs are destined for
terminal hard times unless they do
something to change.

Stayingin
Shopping
Walking
Restaurants
Cinema
Theatre

Café
Concerts/gigs
Gym

Sports
Bowling

Live sporting events
Ice-skating
Club

/What do youdoin your leisure time
instead of going to the pub?
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3 How can events and
atmosphere encourage more
footfall?

Only one in four consumers thinks
the appearance of pubs/bars is
improving in line with other leisure
industries they spend their money

on. If these other leisure channels
are improving their appearance and
becoming nicer environments than
pubs, then the fact that consumers
appear to be spending more time
and money in these alternatives is
understandable.

Chart3

Business networking =

Speed dating =

Poker tournaments

4 Which of the following events would encourage
you to visit the pub/bar more?

Live music.
Movie showings =
Market sales in the car park =
Sporton TV =

T
Mother & baby groups ]
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Consumers told us they currently
view pubs/bars as “noisy” places but
ones with a “friendly and relaxed”
feel. Pubs need to work on making
the atmosphere “more inviting” if
they are to encourage more visits
and, in turn, more spend.

Chart4

customers’ needSHNd commUHIcates effectively

The large majority of those we
spoke to don’t think pubs do events
well.

Comedy, quizzes, live music, char-
ity nights and film nights were the
most popular choices that low visit-
frequency pub-goers said would »

Microwaved
Good value
Uninspiring
Unhealthy
Tasty
Expensive
Boring
Fatty
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Seasonal
Healthy
Horrible

Diverse
Delicious
Disgusting &
Exciting

€ Which of the following words best describe what you
think of the food offered in the average pub/bar?
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