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Hot drinks have great 
potential but customers 
are more likely to 
choose tea if you use a 
recognised brand

ADVERTISEMENT FEATURE

serious profi t potential from every cup 
you serve.

Tell People it is Tetley (or any other 
brand)
You wouldn’t put a beer on the bar, and 
then just label it ‘beer’, so make sure 
that you don’t just tell people you serve 
‘tea’. Make sure that when you serve 
a recognised brand you tell your cus-
tomers about it. Research shows that 
customers are far more likely to choose 
tea if they see a recognised brand be-
ing served, and if they see Tetley then 
their expectations of a good cup of tea 
rise by 10%. Tetley has a wide range 
of free point-of-sale material available, 
just visit www.tetleyforcaterers.co.uk 
and take your pick.

Off er a range
While traditional tea is still the most 
popular, there are many other blends 
that will help licensees add a point of 

Make your 
hot beverage 
off ering pay!

Hot beverages, and specifi cally tea, 
have the potential to add signifi cant 
profi ts to your bottom line, especially if 
you devise a strategy to challenge the 
dominance of the high-street cafés. 
Peter Haigh, brand development man-
ager at Tetley, lists a six point plan 
which he says is a proven method to 
increase sales.

All-day refreshment
Unlike most alcoholic drinks, tea and 
coffee is drunk throughout the day and, 
therefore, has huge potential to help fi ll 
a pub’s quieter periods. Why not focus 
on drawing customers in with breakfast 
deals and afternoon tea promotions 
where you offer free-tea refi lls when 
purchased with an English breakfast, 
bacon sandwich or scones and jam.

Use your facilities
The one thing that many pubs have 
above cafés and coffee shops is a gar-

den. In the good weather, many people 
would be far happier sat in a garden 
than inside a café, but just don’t think 
about their local pub. Make sure that 
you advertise the facilities that you 
have at the front of the pub, especially 
if the garden is not openly visible. If you 
are in a town centre or located near to 
businesses, why not highlight that you 
offer a takeaway option. Tetley OTG 
is a takeaway tea offering that comes 
complete with cups, lids and tea bags.

300% mark up
If I were to offer every pub a 300% 
mark up on each pint of beer they sold, 
I guess that I would be selling to every 
pub in the land. But that is exactly what 
you can feasibly make on a cup of tea. 
Teabags usually cost no more than 1p 
to 2p and apart from a dash of milk and 
the electricity required to boil the kettle, 
that really is the limit of your costs. Now 
sell it for 80p upwards and you have a 

difference to their establishment. For 
example decaf tea is now drunk by 
more than 10% of the population, and 
is more popular than both Earl Grey 
and English breakfast combined, Red-
bush is growing at 13% year on year, 
and green tea is now worth £19.2m a 
year. Stocking these teas and telling 
your customers about your offering will 
ensure that you get a reputation for a 
decent hot beverage selection

Make sure you serve it right
To make your hot beverage pay you 
need to make sure that you take the 
same care over their preparation as 
you would a cocktail. Make sure you 
use freshly boiled water. Serve in a de-
cent mug or cup, no chips or stains.  
Ideally provide the customer with milk 
and sugar so they can add to their de-
sired requirements – everyone enjoys 
tea differently. Make sure you serve a 
well known brand and decent blend.

Serious profit potential from tea

Why not offer a takeaway 

service with Tetley 

On The Go

Decaf: all the taste, no caffeine Tetley can supply a wide range of point-of-sale material
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