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Glasgow's Most 'Talked About' Restaurants*

Rank Profile Name Likes
Talking 

About 

Rank         

Verses 13/04

Engage-

ment

1 Hard Rock Cafe Glasgow 55783 1413 No Change 2.5%

2 Ox and Finch 2547 1063 New Entry 41.7%

3 Wild Cabaret 9978 945 +1 9.5%

4 Burger Meats Bun 4155 812 +19 19.5%

5 The Corinthian Club 11769 717 -3 6.1%

6 Òran Mór 7956 659 No Change 8.3%

7 Cocktail & Burger 8239 659 +12 8.0%

8 Bread Meats Bread 7279 617 +6 8.5%

9 Blythswood Square Hotel  Bar  

Restaurant and Spa
10114 584 -2 5.8%

10 The Counting House 2229 526 -2 23.6%

11 Viva Brazil Glasgow 6516 514 +1 7.9%

12 Hillhead Bookclub 12240 514 +8 4.2%

13 BOTECO DO BRASIL 11092 494 -3 4.5%

14 Bunker 10781 448 -11 4.2%

15 TriBeCa Glasgow South 3637 441 -2 12.1%

16 Metropolitan Cocktail Bar & 

Restaurant
3493 435 No Change 12.5%

17 Meat bar 5409 434 -6 8.0%

o, there they are, having made the most of 

the hospitality and awaiting their receipt. 

They have an opportunity to reflect on what 

they liked best from their visit. 

They are in a positive frame of mind and are 

probably at their most predisposed to say some 

kind words in relation to their experience and... 

Then they leave. Happy, delighted even... and 

highly unlikely to make any deliberate effort to 

share their story (... unless you upset them!  Then 

they will tell absolutely everyone and post it up 

everywhere online!) 

So why does that happen? 

There are a number of possible reasons why so 

few people leave positive reviews: 

• They just don’t feel strongly enough to 

          make public comment or they are too shy 

• They don’t, as a rule leave reviews, good or  

          bad. 

• They don’t know how to leave a review... 

Although the most likely reason is... 

• Nobody asked them to! 

Is it rude or improper to ask, or are we simply 

too shy to make the request? 

Ask anyone in the trade and they will likely say 

that flat out asking for a review somehow seems 

wrong, a bit off.  They might also struggle to tell 

you why. 

On closer examination, the real reason that 

asking for reviews can feel a bit awkward is that 

it is, in fact asking, quite a lot from someone that 

we have just met! 

First they need to navigate to the appropriate 

site, recall log in details and log in, choose a 

preferred rating and then work out what they will 

say and then leave their comment or more 

detailed review. Finally, they need to log out and 

close the browser.   Whew! 

So, is it worth the risk? 

Asking for a review may seem a little cheeky or 

brash and it carries the risk of causing 

embarrassment or offence if the request is 

refused.  Clearly, the reward of a good review 

needs to be balanced with the potentially high 

cost of getting the request wrong. 

...and yet, so many people are all too happy 

writing these sort of reviews and really get a 

kick out of sharing their experiences and 

opinions. This is so frustrating! 

So why don’t we ask more often? 

The real reason we hesitate to ask is that it’s 

simply too risky.  We don’t really know how our 

customers feel before we ask the question.  We 

can’t anticipate how they might respond. We’re 

worried that things might go badly! 

If we knew for certain that the person we were 

about to request a review from was likely to 

respond positively, we would ask every time! 

How to overcome the risk of refusal. 

The trick is to engage and pre-qualify customers 

before asking for a review.  This takes a bit of 

interpersonal skill, finesse even.  But talking with 

customers and ‘warming them up’ to the idea 

before popping the question definitely works.    

You might not want to delegate the task to just 

anyone though! Another drawback of this 

approach is that it is personally time consuming. 

Or you could use simple technology to help... 

see the next page...
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18 TriBeCa Cafe Glasgow 12634 359 -13 2.8%

19 Ubiquitous Chip 3601 347 +8 9.6%

20 Buddy's Bar Diner Grill 8685 344 -5 4.0%

21 All Bar One Glasgow 309 338 +1 109.4%

22 Di Maggio's 3261 292 New Entry 9.0%

23 Queen Margaret Union 10335 276 Re Entry 2.7%

24 The Merchant 2519 270 Re Entry 10.7%

25 Amore Ristorante e Pizzeria 2087 270 -4 12.9%

26 Arta Glasgow 3215 268 New Entry 8.3%

27 Chaophraya & Palm Sugar Lounge 

Glasgow
1395 266 -18 19.1%

28 Las Iguanas Glasgow 1611 241 -3 15.0%

29 Pappys Smokehoose at harleys 2455 240 -11 9.8%

30 La Vita Pizzeria 1210 221 -4 18.3%

31 Pinto 41 Hutchesons Glasgow

32 Juan Chihuahua 42 Nandos Sauchiehall Street

33 Tony Macaroni Glasgow City Centre 43 Ketchup West End

34 Cafe Andaluz Glasgow City Centre 44 Paperino's Restaurants

35 Grosvenor Cafe 45 Dennistoun Bar B Que

36 Rogano 46 Zizzi Glasgow Royal Exchange

37 Sloans Bar & Restaurant 47 Darcy's Glasgow

38 Shanghai Shuffle 48 Central Market Glasgow

39 The Butchershop Bar and Grill 49 Bella Napoli

40 Barolo Grill Glasgow 50 Tony Macaroni Byres Road

Did this free report  inform or entertain you?  Please click to share 

o, there they are, having made the most of 

the hospitality and awaiting their receipt. 

They have an opportunity to reflect on what 

they liked best from their visit. 

They are in a positive frame of mind and are 

probably at their most predisposed to say some 

kind words in relation to their experience and... 

Then they leave. Happy, delighted even... and 

highly unlikely to make any deliberate effort to 

share their story (... unless you upset them!  Then 

they will tell absolutely everyone and post it up 

everywhere online!) 

So why does that happen? 

There are a number of possible reasons why so 

few people leave positive reviews: 

• They just don’t feel strongly enough to 

          make public comment or they are too shy 

• They don’t, as a rule leave reviews, good or  

          bad. 

• They don’t know how to leave a review... 

Although the most likely reason is... 

• Nobody asked them to! 

Is it rude or improper to ask, or are we simply 

too shy to make the request? 

Ask anyone in the trade and they will likely say 

that flat out asking for a review somehow seems 

wrong, a bit off.  They might also struggle to tell 

you why. 

On closer examination, the real reason that 

asking for reviews can feel a bit awkward is that 

it is, in fact asking, quite a lot from someone that 

we have just met! 

First they need to navigate to the appropriate 

site, recall log in details and log in, choose a 

preferred rating and then work out what they will 

say and then leave their comment or more 

detailed review. Finally, they need to log out and 

close the browser.   Whew! 

So, is it worth the risk? 

Asking for a review may seem a little cheeky or 

brash and it carries the risk of causing 

embarrassment or offence if the request is 

refused.  Clearly, the reward of a good review 

needs to be balanced with the potentially high 

cost of getting the request wrong. 

...and yet, so many people are all too happy 

writing these sort of reviews and really get a 

kick out of sharing their experiences and 

opinions. This is so frustrating! 

So why don’t we ask more often? 

The real reason we hesitate to ask is that it’s 

simply too risky.  We don’t really know how our 

customers feel before we ask the question.  We 

can’t anticipate how they might respond. We’re 

worried that things might go badly! 

If we knew for certain that the person we were 

about to request a review from was likely to 

respond positively, we would ask every time! 

How to overcome the risk of refusal. 

The trick is to engage and pre-qualify customers 

before asking for a review.  This takes a bit of 

interpersonal skill, finesse even.  But talking with 

customers and ‘warming them up’ to the idea 

before popping the question definitely works.    

You might not want to delegate the task to just 

anyone though! Another drawback of this 

approach is that it is personally time consuming. 

Or you could use simple technology to help... 

see the next page...
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o, there they are, having made the most of 

the hospitality and awaiting their receipt. 

They have an opportunity to reflect on what 

they liked best from their visit. 

They are in a positive frame of mind and are 

probably at their most predisposed to say some 

kind words in relation to their experience and... 

Then they leave. Happy, delighted even... and 

highly unlikely to make any deliberate effort to 

share their story (... unless you upset them!  Then 

they will tell absolutely everyone and post it up 

everywhere online!) 

So why does that happen? 

There are a number of possible reasons why so 

few people leave positive reviews: 

• They just don’t feel strongly enough to 

          make public comment or they are too shy 

• They don’t, as a rule leave reviews, good or  

          bad. 

• They don’t know how to leave a review... 

Although the most likely reason is... 

• Nobody asked them to! 

Is it rude or improper to ask, or are we simply 

too shy to make the request? 

Ask anyone in the trade and they will likely say 

that flat out asking for a review somehow seems 

wrong, a bit off.  They might also struggle to tell 

you why. 

On closer examination, the real reason that 

asking for reviews can feel a bit awkward is that 

it is, in fact asking, quite a lot from someone that 

we have just met! 

First they need to navigate to the appropriate 

site, recall log in details and log in, choose a 

preferred rating and then work out what they will 

say and then leave their comment or more 

detailed review. Finally, they need to log out and 

close the browser.   Whew! 

So, is it worth the risk? 

Asking for a review may seem a little cheeky or 

brash and it carries the risk of causing 

embarrassment or offence if the request is 

refused.  Clearly, the reward of a good review 

needs to be balanced with the potentially high 

cost of getting the request wrong. 

...and yet, so many people are all too happy 

writing these sort of reviews and really get a 

kick out of sharing their experiences and 

opinions. This is so frustrating! 

So why don’t we ask more often? 

The real reason we hesitate to ask is that it’s 

simply too risky.  We don’t really know how our 

customers feel before we ask the question.  We 

can’t anticipate how they might respond. We’re 

worried that things might go badly! 

If we knew for certain that the person we were 

about to request a review from was likely to 

respond positively, we would ask every time! 

How to overcome the risk of refusal. 

The trick is to engage and pre-qualify customers 

before asking for a review.  This takes a bit of 

interpersonal skill, finesse even.  But talking with 

customers and ‘warming them up’ to the idea 

before popping the question definitely works.    

You might not want to delegate the task to just 

anyone though! Another drawback of this 

approach is that it is personally time consuming. 

Or you could use simple technology to help... 

see the next page...
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or visit www.CustomerFlowMobile.com/rev1 
(using your phone)  

"Want more 4 and 5 star reviews?" 
"Need less 1 and 2 star reviews?" 

A simple 3-step system solves this... 

Then, you get this... 

To claim your  

FREE TRIAL  
Call Scott on  

07768 781 026 

o, there they are, having made the most of 

the hospitality and awaiting their receipt. 

They have an opportunity to reflect on what 

they liked best from their visit. 

They are in a positive frame of mind and are 

probably at their most predisposed to say some 

kind words in relation to their experience and... 

Then they leave. Happy, delighted even... and 

highly unlikely to make any deliberate effort to 

share their story (... unless you upset them!  Then 

they will tell absolutely everyone and post it up 

everywhere online!) 

So why does that happen? 

There are a number of possible reasons why so 

few people leave positive reviews: 

• They just don’t feel strongly enough to 

          make public comment or they are too shy 

• They don’t, as a rule leave reviews, good or  

          bad. 

• They don’t know how to leave a review... 

Although the most likely reason is... 

• Nobody asked them to! 

Is it rude or improper to ask, or are we simply 

too shy to make the request? 

Ask anyone in the trade and they will likely say 

that flat out asking for a review somehow seems 

wrong, a bit off.  They might also struggle to tell 

you why. 

On closer examination, the real reason that 

asking for reviews can feel a bit awkward is that 

it is, in fact asking, quite a lot from someone that 

we have just met! 

First they need to navigate to the appropriate 

site, recall log in details and log in, choose a 

preferred rating and then work out what they will 

say and then leave their comment or more 

detailed review. Finally, they need to log out and 

close the browser.   Whew! 

So, is it worth the risk? 

Asking for a review may seem a little cheeky or 

brash and it carries the risk of causing 

embarrassment or offence if the request is 

refused.  Clearly, the reward of a good review 

needs to be balanced with the potentially high 

cost of getting the request wrong. 

...and yet, so many people are all too happy 

writing these sort of reviews and really get a 

kick out of sharing their experiences and 

opinions. This is so frustrating! 

So why don’t we ask more often? 

The real reason we hesitate to ask is that it’s 

simply too risky.  We don’t really know how our 

customers feel before we ask the question.  We 

can’t anticipate how they might respond. We’re 

worried that things might go badly! 

If we knew for certain that the person we were 

about to request a review from was likely to 

respond positively, we would ask every time! 

How to overcome the risk of refusal. 

The trick is to engage and pre-qualify customers 

before asking for a review.  This takes a bit of 

interpersonal skill, finesse even.  But talking with 

customers and ‘warming them up’ to the idea 

before popping the question definitely works.    

You might not want to delegate the task to just 

anyone though! Another drawback of this 

approach is that it is personally time consuming. 

Or you could use simple technology to help... 

see the next page...
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