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30 Food

 10 ideas for...

Sweet success 
 Make your pub’s dessert menu difficult for customers 
to resist with these profit-boosting suggestions  

 Children’s choice  
 Most kids don’t need to be 

asked twice when it comes to sweet 
treats. Why not offer jelly boats or 
banana splits or allow kids to 
customise  ice cream toppings. 
A special meal deal, such as a main 
course and free ice cream for an 
inclusive price, can  attract families 
and extend your customer base. 
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 Seasonal touch  
 Change your dessert offer 

to make the most of seasonal 
produce and maximise profit 
potential. Change dishes such as 
crumbles to reflect what fruits 
are in season and look to include 
dishes such as apple pie and 
baked apples during Bramley 
season. Change ice cream 
flavours to reflect the seasons 
too, with warmer flavours such 
as cinnamon, coffee and toffee 
in winter and fruitier flavours 
in summer. 
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 Be transparent  
 Attractive display cabinets or 

old-fashioned dessert trollies ensure 
what customers see is what they get. 
It’s a subtle way of upselling that 
relies on tickling the taste buds of 
those with a sweet tooth. 
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 Back is the new forward 
 The Pigs, in Edgefield, 

Norfolk, taps into the retro trend 
with ’70s classics (£5). Manager 
Cloe Wasey says these nostalgic 
puds are “a little bit of theatre on a 
plate.” She says: “It’s about how you 
serve, as well as what you serve — 
baked Alaska is in a mini frying pan. 
Rice pudding is in a jar, which lets 
out a puff of steam when opened.” 

7 Special treats  
 Make mouths water with a 

speciality dessert section of your 
menu. At the Highwayman, 
Burrow, near Kirkby Lonsdale, 
Lancashire, PubChef of the Year 
2009 Michael Ward specialises in 
traditional English pancakes with 
luxurious fillings. These top 
sellers include pancakes with 
lemon juice & cane sugar or 
hazelnut & chocolate at £3.50 
each, with optional double cream 
or ice cream at £1.50. Ward says: 
“Calling them puddings reflects 
the Englishness of our dishes. 
Speciality puddings that are 
home-made and business-
specific are vital to driving sales.” 
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 Like Granny 
used to make   

 Gordon Ramsay pubs are 
following the trend for traditional 
comfort puds, such as sherry 
trifle, banoffee pie, steamed 
treacle pudding with custard, 
chocolate & pecan brownie with 
vanilla ice cream and rhubarb & 
frangipane tart  (£5.50 each). 
Northumberland’s  Feathers Inn 
in Hedley-on-the-Hill features 
marmalade sponge or apple & 
quince crumble, vanilla custard; 
sticky date pudding, butterscotch 
sauce (£5 each) — for a modern 
twist, butterscotch can be 
swapped for  sherry (£4.50). 
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 Take it away  
 James McKenzie, chef-

proprietor of East Yorkshire’s 
award-winning Pipe & Glass, is 
happy to help customers cater in 
style at home. The  gastropub’s 
 selection of takeaway desserts 
includes Pipe & Glass chocolates (8 
for £5); dark chocolate & boozy 
cherry tart and pear & almond tart 
(£12 each); sticky toffee pudding & 
sauce (£3.50) and chocolate 
birthday cake (£30). McKenzie says: 
“We’re always looking at new ideas 
and this is a great way to add value. 
If it’s ordered in advance, we’re 
happy to provide any item on our 
menu as a takeaway dish, and 
we’ve recently started advertising 
this service on our website.”  
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 Pudding club  
 Create a pudding club and 

ask members to vote for favourites. 
Suffolk hosts Tracy Harrison and 
Bob Hackett, at the Three 
Horseshoes, in Cockfield, are 
reviving the traditional event. 
“Members are invited to eat as 
much pudding and buffet main 
course as they can — favourites 
such as banoffee pie and sticky 
toffee pudding with  custard and 
cream are included for £12.50,” 
says Harrison. At the Pigs, in 
Norfolk, Sunday pudding club 
tempts with a “groaning table” of 
 eat-as-much-as-you-like retro 
treats, such as baked rice pudding 
and treacle sponge  for £5.95. 
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 It’s raining puds 
 The unpredictable British 

climate determines the choice of 
puds at Marylebone’s busy 
Beehive. On a chilly day, hot 
crumble is a likely favourite; on a 
more balmy afternoon, expect 
 berry terrine or chocolate mousse 
(£5 each). Nothing is certain — 
except the quality. The pub just 
offers a dessert of the day. Sous 
chef Carlyle Bain says: “Nobody 
knows in advance what we’ll have 
on  —it keeps our customers 
guessing and attracts interest.” 
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 Sharing and caring  
 Desserts in miniature 

allow you to mix and match 
your menu to suit your budget, 
seasonality and customers’ 
tastes. Ye Old Sun Inn at 
Tadcaster, North Yorkshire, 
features a “dinky dessert” 
platter at £7.95. 
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Business ideas 31

 Business boosters
  Ideas for boosting food sales at your pub 

 Home-grown 
swap shop
Where: The Pigs, Edge�ield, 
Norfolk 
The idea: An innovative 
barter scheme „ customers 
are encouraged to bring in 
good quality, home-grown 
produce such as fruit, 
vegetables and herbs, and 
to swap them for pints of 
beer, glasses of wine or 
even a voucher for a free 
meal. Head chef Tim Abbott 
says: •Customers show me 
their produce and if I 
decide it is up to scratch, 
fully traceable and can be 
used in the pub•s dishes, I•ll 
agree to do them a deal. All 
sorts of items have been 
bartered so far, from fruit & 
veg to �ish, and game from 
certi�ied shoots. The chefs 
at the Pigs love having the 
opportunity to use many 
di�ferent kinds of home-
grown produce and the 
customers are delighted to 
receive a free drink or two 
in return, as well as having 
their names added to the 
specials board.Ž Promoted 
on boards in the bar, on the 
menus and in the guest 
newsletter, the barter 
scheme has proved a 
massive hit, particularly 
when the media was 
alerted. The Pigs has been 
featured in local and 
international press and TV. 
What they needed:  
Promotional material and 
time to talk to customers 
about their produce.
Business bene�it:  Plenty of 
new people come in to try 

the pub, and the locals love 
it as they feel involved.
Tips on making the idea 
work:  Don•t be put o�f by 
giving away •freeŽ drinks as 
the customers tend to stay 
and spend far more than 
they•ve bartered. 

 Barter 
schemes  
Where: The Marksman, 
Hackney Road, Shoreditch, 
London E2
The idea: Barter nights. 
Challenging economic 
times and the task of 
keeping a tight watch on 
business cash �low call for 

creativity. Hosts 
Dawn Kolpin and 
Gary Hedgecock were 
keen to rebrand their 
freehouse and attract new 
customers to sample food 
produced in their brand-
new kitchen and restaurant. 
How it works:  Customers 
exchange goods or 
services chosen from an 
extensive wish list posted 
on the Marksman website 
for a beer or starter at the 
monthly barter evening. 
Items and services have 
included a set of Phillips 
screwdrivers, �lower vases, 
tuning the piano, and a 
song about the pub.

 Credit 
check 

 Menu Watch 
 PubChef•s focus on deals and dish innovation 
 The dish: Sharing fondue  
„ classic cheese fondue, 
crudités, country bread 
for one or two to share „ 
£6 (per person) 
Seen at: Peach Pub 
Company•s the 
Almanack, Kenilworth, 
Warwickshire  
Dish details:  The 
Almanack•s sharing 
fondue is a wonderfully 

creamy combination of 
gruyère, Emmental and 
Comté cheeses, garlic 
and a hint of Kirsch. 
It•s teamed with a selection 
of fresh seasonal crudités „ 
crunchy cauli�lower and 
broccoli �lorets, thin slices 
of peppery radish and 
crisp chicory leaves, 
plus generous hunks of 
country bread. Presented 

in a chic dark earthenware 
fondue set specially made 
for the Almanack, it•s a treat 
to look at as well as eat.  
Success story: It•s on 
the menu because it•s 
a classic dish that•s 
perfectly in tune with the 
Almanack•s funky retro 
décor and is a big hit with 
guests „ over 40 are 
served every week. 

 Licensees offer 
simple cost-
saving ideas 

 Pub: the Pheasant, 
Gestingthorpe, Essex
The idea: Making  pasta
How it works:  Our pasta 
machine only cost us £30. 
Fresh pasta only requires a 
few eggs, �lour and oil. 
Rolling your own is possible 
but takes longer. Make it in 
advance, store in fridge and 
use as a tasty menu �iller.
Business bene�its:  It cooks 
in a few minutes, is versatile 
and tastes superior to the 
dried version. Our 
customers request it and 
value the di�ference „ a 
visitor from Naples praised 
its authentic taste. You can 
charge a premium for 
simple, low-cost dishes.  It 
can be a good substitute for 
bought-in vegetables or the 
usual vegetarian option. 
Top tips on making it 
work:  Try using dill to 
add �lavour or chilli oil 
to spice it up. Don•t add 
grainy ingredients such as 
cracked black pepper or 
mustard seeds as they 
may rip the pasta.  
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What we needed:  Kolpin is 
a Californian social media 
marketing specialist. With 
Hedgecock, she manages 
the Marksman•s PR, using 
targeted website content, 
search-engine optimisation 
and social-network 
marketing. Their successful 
campaign has been 
covered by local and 
international media.
Business bene�its:  Kolpin 
says: •This is such a fun way 
to launch our restaurant, 
and the barter evening has 
a huge PR bene�it. The 
event appeals to 
Shoreditch•s young, 
creative, hip market, and 

we•ve even had 
foreign visitors 

coming in after 
hearing about 
it on the 
radio. Locals 
who had 
previously 

not 
considered us 

for a night out 
are now booking 

tables for dinner. The 
Marksman•s brand 
recognition has improved 
and search-engine analysis 
shows people connecting it 
with good food. We•re also 
seeing an upswing in 
employee morale. Everyone 
has bought into the idea, 
and it•s often a discussion 
topic at the bar. 
Top tips:  Check with 
your accountant regarding 
tax implications of 
barter exchange and 
promotions, and keep 
itemised records. 

On a roll: machines are £30

WHY 
DO IT?

As well as novelty 
value, it•s good 
for locals and 
attracts new 

interest 


