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Blogging:
How I became in love with food from Old Oak Café:
My name is Vladimir and this is my experience with English takeaway fast food:
On my arrival to England, more than 5 years ago, I didn’t find any meaning to see so many shops which provide a varied offer of takeaway fast food. But, after 5 years in England and a lot of time spent at the workplace, I found the variety of takeaways more than necessary: quick and tasty and … profitable. But I tried to avoid this type of food due to my inner healthy question: “how healthy fast-food is?” Even if I used to stay away, I like a good sandwich from Subway or a big juicy burger from Burger King, or walking on the seaside and enjoying Fish and Chips and … I admit I like this type of food anytime and anywhere.
One evening, my friend and restaurant chef Ali make me a visit and he bring a dish made by him at Old Oak Café: houmous and falafel. As I’m a vegan twice a week, I tried and…I was in instant love: I never eat a houmous so creamy and tasty and falafel so perfectly made. My craving grew … in that evening, I decided to go and eat at Old Oak Café thanks to my friend and chef from there: Ali. 
When I went to Old Oak Café, I had in my mind McCarthy’s theory about Marketing Mix: 4Ps. 
1. Place: Old Oak Café is a place that use to serve English Breakfast by the previous owner. But when Ali’s family took ownership of the place, they transformed it into a familiar restaurant: they keep the breakfast and lunch and add all the healthy Mediterranean – Lebanese food. They put lots of effort into modernizing the local and making it a cozy and welcome place at 2 Victoria Terrace, London, NW106EG. There is NO direct competition around the Restaurant Old Oak Café, except for an CO-OP shop that doesn’t sell hot food AND a cafeteria that is reserved ONLY to the students living on the campus on top of that cafeteria, no one from outside could buy drinks from that cafeteria. Also, to approximately 500 yards is an English Pub: The Fisherman’s Arms, but due to the fact that it’s open during the evening time, this pub doesn’t bring any kind of concurrency for Old Oak Café. The restaurant is surrounded by houses, a student campus, offices, and a big construction site for a new underground station. The restaurant placement is ideal for business growth. 
The placement of Old Oak Café it’s good for the actual business restaurant (for the existing clients), but also, brings some issues: lack of orders via Deliveroo and Uber Food apps. Those food delivery apps have a big potential for clients, but due to the fact that the Old Oak Café has that placement, there are no drivers who will collect the food for new potential customers. So, the owners must be creative and offer promotions in order to attract more customers.
2. Promotions: Old Oak Café has a huge potential as a restaurant business due to the family ownership and leadership AND due to the place, they are located (see above). 
When I went to Old Oak Café to talk with Ali, he shows me a flyer with the existing food offer and the possibility for the client to place orders over the phone: “we’ll then start preparing your food and cooking the dishes, so when you arrive to pick up your order it should be ready to go!” This possibility of ordering the chosen food via the phone offers the customers the potential of gaining some extra time for themselves AND direct contact with the cooking chef over the phone. Also, the restaurant proposes the ‘dish of the day’, which is offered by Chef’s Specials meals. Except, those very good options for customers, they did not have in place other promotions. 
Then, I proposed to the Ali family to make the following promotions in order to attract and to gain the loyalty of the clients:
· Business cards and on the reverse side of it to have a “5 drinks the 6th is for free”; [This promotion of a free drink, will bring the loyalty of the clients. And, in the main time, will be easy to trace the success of these promotion tools: clients will bring the business cards with them in order to benefit from it.]
· 3 meals order, the 4th is at 50% reductions. [This promotion will have the potential to boost the sales by the fact that friends or co-workers will come together to eat in the evening time; when Old Oak Café is not so busy, like lunchtime. It’s easy to follow up on these promotion tools: 4 meals on the receipt AND the cheapest one will be 50% reduced.]
· After 3 times having the meal at Old Oak Café, the 4th one is reduced by 50%. [This promotion has the potential to boost the loyalty of customers: the customers keep their receipt and the second time they enjoy their meals at Old Oak Café they will give the first receipt to the case and they will receive a second receipt that will be marked ‘SECOND TIME’; then on the third time, the customer will give their second receipt and the third receipt will be marked ‘THIRD TIME’. When they will come the fourth time and give their third time receipt, they will be discounted by 50%. Even it seems to be like the previous one, this promotional tool is different from the previous one due to the fact that the previous one purpose is to boost sales after lunchtime, after 14 o’clock. And this promotion tool has the purpose to boost the loyalty of the same client that came into the Old Oak Café. The previous one search for the groups of people to come in after lunchtime, and this one search to get the loyalty of clients.]
· Print more updated flyers in order to offer them to the construction site and to the offices around the restaurant. Also, send the flyer direct to the managers that are eating in the restaurant.
After those promotions are in place, we aim to do marketing research among the clients in order to know their expectations: understand their needs and their habits of eating. Also, we will enrich the menu from time to time with new items that will be on discount: pizzas [ buy 2 pizzas and received 2 hot drinks and salad for free].
With direct approaches to the final clients (offering flyers to the constructions site, to the offices, and to the student campus) and the promotions, we will aim to boost the sales among the loyal clients and gain more customers. 
3. Products: Old Oak Café have a varied offer of food from English Breakfast to Charcoal grills and bakery. Also, Ali’s family wants to buy an electric oven for Pizzas and to offer a variety of pizza. This is the way that they adapt to customers’ needs.
All the menu is on the wall with described pictures and the customers will visualize the dishes before they order them. The difference between McDonald’s pictures of the menu items and Old Oak Café menu items is that the pictures of Old Oak Café menu items are what you will get on the plate: it looks good, and it tastes good AND it’s healthy due to the fact it’s not so much processed food. [This aspect is essential to minimize the gap between customers’ expectations and the reality of what they will get.]
My experience of eating in their fast-food restaurants was amazing by the fact that I could see how they do the food AND convince myself that their products are fresh and there is a healthy fast-food: Old Oak Cafe.
The taste, the quality, and the freshness of the foods make you come again and again.
4. Prices at Old Oak Café are more than fine and affordable for anyone: from students to the workers from the constructions site. All the possible promotions made will affect the prices but will increase the demand. Even with the promotions, the prices will offer a good profit margin, and everyone would be satisfied.
Free hot drinks represent a strong element to obtain customers’ loyalty and to bring a satisfied smile to their faces: this is more than a shopping experience.
The payment method is also a way of getting more loyalty from the clients due to the fact that the owners are flexible and accept cards, cash and also the transfer into their account could be done.
Like Edmund Jerome McCarthy call in 1960 his book Basic Marketing: A Managerial Approach, I felt that only those 4Ps of Marketing Mix are way too basic and not enough to describe the good experience at Old Oak Café. So, in 1981, Booms and Bitner added 3 new elements to the 4 Ps, that I would like to apply to Ali’s restaurant:
5. People: Ali’s family made Old Oak Café run smoothly and their effort transformed an abandoned place into a lovely restaurant experience. Also, all of them bring smiles to the customers by the fact that they are always smiling and happy to serve their clients.
At this point, I could add another P in this model at People: their PASSION for having customers satisfied and happy; their passion for cooking good quality food. It’s true that they will have to hire more people in their restaurant: in order to help than at the rush hours AND one potential person to be able to do deliveries.
Also, their passion is like a magnet for me, and I would like to join them on marketing strategies (like described above) and to do well-directed focus groups on the segments of customers (students, builders from the construction site, office workers etc) in order to target the best customers AND to understand what kind of benefits they search when they chose to eat in a fast-food restaurant. For the future, we would like to know IF the students from the cross-street campus, or the employee from the offices would like to do parties or special events on the weekends, especially Sundays when the restaurant is closed normally. Basically, we search for ways of expanding beyond the existing “way of doing”.
In time, when the family business will grow-up and we will bring more people in the team, we will train them in order to pass over them the culture of the Old Oak Café: always be with a positive attitude and smile AND ensure that the passion for delivering the good quality food it will be present all the time.
6. Process: describe all the potential barriers in the way of offering the best customers value. Old Oak Café is a family business and will stay like that, but in order to scale into a bigger business, we must analyse everything that it’s work and especially that doesn’t work.
7. Physical Evidence: Ali’s family invested in the Old Oak Café to be a place where you can enjoy a lovely mealtime, but also feel the part of the Mediterranean – Lebanese history by the décor of the restaurant. In our marketing research, we will aim to see how much the customers will want to have a better experience from the restaurant environment and what kind of music they will want when they enjoy the meals.
For me, Old Oak Café is a place where I enjoy good quality food and a place where I could obviously observe how the owners offered me part of their Productivity (after some marketers this will represent the 8th P). My feeling of joining their enthusiastic team at Old Oak Café seems to be shared by the client’s good ratings and photos.
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