
Challenge

A fragmented system was 
used to implement WiFi 
throughout a restaurant’s 
multiple locations. The current 
system was burdening their 
management with numerous 
technical support inquiries. 
There was also no reporting 
available to understand 
how their customers were 
using the WiFi, how much 
bandwidth they were using 
and on what devices. 

Opportunity

The restaurant group wanted 
a cohesive system for their 
restaurant locations which 
they could use to monitor 
WiFi activity and create click-
through splash pages that link 
with social media platforms to 
capture email addresses and 
share targeted messages. 

Results

The restaurant group chose 
a managed WiFi system and 
they were able to decrease 
technical support inquiries. 
The system also allowed 
them to leverage customer 
data to create targeted 
offers and change them 
dynamically throughout the 
week resulting in increased 
sales and revenue. 

A restaurant manager thought it would be beneficial to offer 
guest WiFi at their restaurants and bars. Management wanted 
to use click-through splash pages to share targeted messages 
to their customers. With a youthful target audience, guest 
WiFi was a must.

“For one thing, customers expect you to have WiFi,” 
expressed the restaurant manager, “It’s important to be 
current. But we’re also looking for new friends on Facebook, 
and of course we have key promotional messages we want to 
get out.”

Some of the company’s restaurants already offered guest 
WiFi through consumer-grade access points (APs), but there 
was no cohesive, managed WiFi system. When problems 
arose, the manager would get an influx of calls. 

“We didn’t even know the restaurant’s WiFi providers, but we 
were expected to fix the WiFi,” said the manager. “It became 
clear that we needed the same network from one location 
to the next, so that we would know how to deal with it. Plus, 
there was the reporting piece. Is anyone using the WiFi? How 
much bandwidth is being used? We didn’t know.”

Valuable customer insights cultivated for 
restaurant by managed WiFi.
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Management was also concerned about what customers were 
actually doing on the network. “Since we had no landing page, 
we had no opportunity to ask people to agree to terms,” she said. 
“Now, we can monitor the amount and type of use.” “Everything 
was easy to set up,” conveyed the restaurant manager. “It’s pretty 
intuitive.”

The restaurant group started testing APs in one location and 
then quickly expanded to other locations. Because the network 
is managed through the cloud, the restaurant manager can 
monitor the network from anywhere. “Each restaurant manager 
can arrange installation of APs without onsite IT. The dashboard 
makes it easy to manage the WiFi across all the restaurants, and 
we have the visibility we wanted.”

After implementing managed WiFi, connectivity was stable and they knew how many users were 
connecting and with what kinds of devices. 

The restaurant is also creating a variety of customized click-through splash pages for different 
marketing campaigns. Relevant splash pages with time-sensitive discounts to be broadcast at lunch, 
dinner, or late-night.

“We’re giving the restaurants the benefit of more information,” expressed the restaurant manager. 
The managed WiFi dashboard lets management observe that they have more smart phones and 
handheld devices on the network, along with some iPads. In light of this observation, the restaurant 
group now tailors their offers to be clear on the small screens.

The restaurant group markets their free WiFi on entry doors and tables, and it’s clearly working with 
customers continually accessing the company’s network every month and transferring large amounts 
of data. “Being up to date is part of our brand,” conveyed the restaurant manager.
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