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Abstract 

Research Question 

Having the experience of working in an actual restaurant market because of my parent’s 

restaurants, where I regularly work. I have a great interest in this market so I wanted to apply 

the economic theory to this market at a certain location in my city. Therefore this extended 

essay investigates “How do Restaurants compete in Neue-Mitte Oberhausen (Centro)?” 

Scope of investigation 

To answer my research question a survey has been designed and carried out to find more 

about the determinants of demand in the restaurant market. In total 100 people have been 

asked in this survey to ensure accuracy. Also an interview with a few of the restaurant owners 

has been carried out to get a deeper understanding of the issue. And for last an observation 

during certain times from Monday to Friday revealed how time could have influenced the 

demand of the consumers. 

As far for secondary research, resources such as Economic books and the internet were used 

to obtain more background information about the economic theory that will be addressed in 

this research paper. 

Summary of the findings 

From my research I have found out that restaurants in Neue-Mitte Oberhausen (Germany) 

mainly compete on the non-price determinant service and atmosphere, reputation, food, time 

and price. The research also revealed that consumer demand is much higher on weekends than 

during the week because through the survey one can see that most people prefer to go to 

restaurants on the weekend. The products were definitely product differentiated and barriers 

to entry that avoid other competitors to entry were discovered. Therefore the market form of 

the restaurants in Neue-Mitte Oberhausen is monopolistic competition with some features of 

oligopoly.  

Word count: (285 words) 
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Introduction 

This essay will focus on the question of “How do restaurants compete in Neue-Mitte 

Oberhausen (Centro)”, the Centro is a shopping and leisure centre built in 19661. Since its 

construction it is seen in Germany as a place for many attractions, commercial, sports and 

cultural projects. Formerly Neue-Mitte Oberhausen was used for the German coal industry 

after World War 1, until the coal stocks in the mines became scarce and was replaced by the 

developing industry.2 The cost of all factors for the construction of this project is estimated 

about over a billion euro. However, the large cost for the project was a success because 

approximately 23 million people are visiting Centro annually.3  

This essay will focus on the restaurant market located at Centro because I found this market 

suitable, it gives the essay a narrow focus and the location is very special. The restaurants are 

next to each other so there must be high competition as 20 restaurants are competing at one 

area. Normally restaurants are not competing side by side but rather have their own location. 

Also how would the incoming flood of people visiting Centro annually affect the restaurant 

market? Therefore the restaurants located at Centro is worthy of investigation.                                

Why I chose this topic? 

I chose this topic because my parents work in the restaurant business where I also work in 

regular periods. Due to my experience and background knowledge of this market I became 

interested to apply economic theory into this market. I chose this location because it was very 

different from other restaurants around the city. The restaurants are directly located at the 

shopping center so I asked how would this affect the competition between the restaurants. The 

location of the restaurants is very special because millions of people visit every year and also 

some barriers to entry may exist because not every firm can enter this location easily without 

a high rent price or high start-up cost. Choosing this topic gives me the opportunity to study a 

field of interest and the opportunity to apply the theory of monopolistic competition in a real-

life situation. 

                                                        

1 "Home." Home. Centro Management GmbH, n.d. Web. 16 Apr. 2012. <http://www.centro.de/>. 

2 Ibid. 

3 Ibid. 
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Methodology 

The investigation was undertaken through the collection and use of primary and secondary 

research. Primary research was completed by creating a survey consisting of 12 questions 

completed by 100 customers who visited the restaurants in Neue-Mitte Oberhausen to 

determine the non-price determinants and possibly other determinants, which affect consumer 

demand and influence the way how restaurants in Neue-Mitte Oberhausen would compete. In 

addition pictures and more data have been collected from the field research, which was 

carried out on days were the number of consumers visiting restaurants was either low or high, 

to give a more in depth and complete picture of the issue.  

As far for secondary research, resources such as Economic books and the Internet were used 

to obtain background information about relevant theories and information about my research 

question. Price lists have also been collected from restaurants to compare prices and to verify 

that the restaurant market would have only little price power and that demand was relatively 

elastic throughout most times, as stated in the theory of monopolistic competition. 

The following page includes a Map4 from Neue-Mitte Oberhausen highlighting the area 

where the investigation was undertaken. 

 

 

 

 

 

 

 

 

 

 
                                                        

4 Ibid. 



                                                                                    Candidate Name: Yaojie Chen  
                                                                                    Candidate Number: #000065-015 

Page | 6  

 

 



                                                                                    Candidate Name: Yaojie Chen  
                                                                                    Candidate Number: #000065-015 

Page | 7  

 

Economic Theory 

Monopolistic Competition 

Economists have developed a theory known as “Monopolistic competition”. This model is the 

most common among the other three Theories of the firm perfect competition, oligopoly and 

monopoly. The theory of monopolistic competition has the following main characteristics:5 

Characteristics of Monopolistic 
Competition 

Restaurant Market in this 
Investigation 

Industry is made up of a fairly large number 
of firms 

Yes 

Firms are relatively small compared to the 
industry 

Yes 

Products are differentiated Yes 

Low barriers to entry No 

Product Differentiation 

Goods in monopolistic competition are not homogeneous as in perfect competition because of 

product differentiation. Product differentiation exists when a good or service is perceived to 

be different from other goods and services in some way.6 In this investigation, restaurants 

product differentiate by offering better quality of service, special services (For example happy 

hour, discounts etc…), different food or advertisements. This way used to affect the demand 

of consumers is also called “Non-price competition”, which also leads to strong 

advertising/branding. 

Many buyers and sellers 

In monopolistic competition there must be a large number of buyers and sellers. And as there 

are a large number of sellers it is almost impossible for individual firm to achieve abnormal 

profits7 in the long-run only in the short-run. But as in monopolistic competition firms are 

                                                        

5 Blink, Jocelyn, and Ian Dorton. Economics: Course Companion. 2nd ed. Oxford: Oxford UP, 2011. Print., p. 
121. 

6 Mcgee, M. Economics- in Terms of the Good the Bad and the Economist. [S.l.]: Ibid, 2004. Print., p. 245. 

7 Abnormal profits are profits that exceed the costs of the firm and the opportunity costs of the firm 
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able to product differentiate, giving them some price power. Therefore the demand line is not 

perfectly elastic.  

Low Barriers to entry or exit 

New entrepreneurs wish to enter in the market, or leave the market should be able to do so 

without any large restrictions. Examples of Barriers to entry could be legal constraints, patents 

or large start-up costs. 

Consumer surplus 

 

 

 

 

 

 

This research also shows that consumer surplus>producer surplus in the restaurant market in 

Neue-Mitte Oberhausen. This is evidenced later by the heavy amount of advertising and 

unitary prices (Price takers) found in this research. This means consumers have price power 

and enjoy stable prices. Additionally consumers benefit from a greater variety of choices due 

to higher competition among the firms in a monopolistic market. Therefore the restaurants are 

in a very competitive market. 
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Data and Analysis 

Price as a determinant for demand 

Prices from different restaurants were recorded to find out if the prices were similar or not. 

From the 20 restaurants located at the promenade from Neue-Mitte Oberhausen 5 restaurants 

were chosen to compare prices. The prices were selected by taking the price of a typical meal 

ordered in the particular stores excluding the price of drinks, as the price of drinks varies only 

minimal.  

Restaurant 

(5 out of 20 restaurants) 

Price range for a typical meal (not including 

drinks or appetizers) 

Shop (1) 

Three-sixty8 (American) 

6,90-22,90 euro 

Shop (2) 

Maredo9 (Spanish) 

6,90-23,90 euro 

Shop (3) 

Tijuana10 (American) 

6,90-13,90 euro 

Shop (4) 

Teatro11 (Italian) 

6,90- 24,80 euro 

Shop (5) 

Pagoda12 (Chinese) 

9,90-16,90 euro 

 

It is evident that most meals are priced very similar in the different restaurants. The cheapest 

meal is about 6€ and the most expensive meal is about 25€ the price range is then 6-25 euro. 

Only special meals or high quality meals would exceed this price range but those were not 

included in this comparison. The reason is that meals are very dependent on the preference of 

                                                        

8 "THREE SIXTY Sportsbar Oberhausen- Sport, Musik, Food & Drinks." 7 Apr. 2012. <http://www.three-
sixty.de/oberhausen/>. 

9 "Maredo:Â Steakrestaurant Mit SÃ¼damerikanischer KÃ¼che.Â ." Web. 7 Apr. 2012. <http://www.maredo.de/>. 

10 "TIJUANA: MEXICAN BAR & RESTAURANT." Web. 9 Apr. 2012. <http://www.bar-tijuana.de/>. 

11 "Ristorante Teatro ::: Oberhausen CentrO." Web. 10 Apr. 2012. <http://www.restaurant-teatro.de/>. 

12 "Pagoda Kaiser Buffet Restaurant." Pagoda Kaiser Buffet Restaurant. N.p., n.d. Web. 10 Apr. 2012. 
<http://www.pagodacentro.de/>. 
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the individual and also doesn’t make up the main profit of the restaurants. The arguments 

above are also supported by the customer survey shown in Diagram 2 below: 

 

The survey shows that most people would pay for a meal about 30-40 Euro. Also quite a large 

number of the people surveyed would like to pay about 10-30 euro and only a few individuals 

are spending 50 euro or more for their meal. This data corresponds well with the prices the 

restaurants are offering for a typical meal. So changing prices would have a small impact on 

demand because there are 20 restaurants competing right next to each other, and as the food 

provided by the restaurants are only slightly different consumers will look for other 

substitutes available when the price is too high. Usually restaurants will only reduce their 

prices when they have excess stock mainly because business is not going well. Therefore the 

evidence that every restaurant charge the same prices for their goods suggests that either firms 

don’t compete on price, or they react quickly to price changes made by their rivals.  

 

In addition through an interview with the restaurant owners they said that the price of their 

food and products was already set by the industry or market. They said the price from 6-26 

euro was the most reasonable and affordable one. There was no point of increasing the price 

otherwise customers will just move to another restaurant. They stated that customers were 

very price sensitive.13 That being said restaurants are probably price takers as they are not 

able to alter price significantly. 

                                                        

13 Interview with restaurant owner see Appendix p.26, Question 5 
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Diagram 2 How much would you pay for a 
meal? 

Percentage (%) of total 
people surveyed (out of 
100 people) 



                                                                                    Candidate Name: Yaojie Chen  
                                                                                    Candidate Number: #000065-015 

Page | 11  

 

Importance of Service and Atmosphere 

The research also revealed that the service and atmosphere provided by the restaurants in 

Neue-Mitte Oberhausen is an important Non-price factor14 determining the demand of the 

Consumers. This assumption can be seen below in Diagram 3: 

 

 

The results in Diagram 3 shows that from the survey and out of 100 people that had been 

asked none of the persons saw the aspect of service and atmosphere provided by the restaurant 

and the location of Neue-Mitte Oberhausen as not important. About 60% of the people asked 

in the survey saw the quality of the service as very important and the remaining 40% saw 

                                                        

14 Competition between firms that is not based on price but rather using advertisement, promotions and other 
non-price factors to increase consumer demand. 
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them also as an important factor. That suggests that consumers are very concerned of the 

ambiance of the restaurant and the service provided. 

Another finding that shows that the service provided is important could be that people prefer 

to go with more than 2 people visiting the restaurants, so they want to provide his or her group 

the best possible experience. From Diagram 4 shown above we can see that out of 100 people 

surveyed about 29% prefer to go with 2 persons, 61% with 3-5 persons and about 10% 5-8 

persons. Usually people visiting Neue-Mitte are attracted by the many high quality shopping 

centers and therefore expecting that the restaurants can provide the same quality. And 

according to the results the quality of services and atmosphere is an important non-price 

factor on which restaurants compete on. 

These results show that Service and Atmosphere provided by the restaurants are more 

important than price. Also prices are fairly same as shown before, which means that 

restaurants are not primarily concerned with competing upon price. The results show that non-

price competition is more important than price. This also correlates well with the theory of 

monopolistic competition because in a monopolistic competitive market, product 

differentiation is essential in attracting more consumers and make more profits. 
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Brand loyalty 

 

The survey shown above in Diagram 5 indicates that the name and reputation of the individual 

restaurants is an influential factor in consumer choice. Where about 68% of the 100 people 

asked in the survey saw the reputation and name of the restaurant as an important or one of 

the most important considerations choosing in which restaurant to eat. This can be supported 

with another point asked in the survey from Diagram 6 below: 

 

When asked whether food was important about 97% of the people agreed on as a very 

important factor in their decision. Thus the results of the survey show that, unlike perfect 

competition15 where all goods are homogenous16, firms in monopolistic competition are able 

to product differentiate and create brand loyalty. By conducting product differentiation firms 

can differentiate themselves by offering special services or good food to create consumer 

                                                        

15 A market form with a large number of small firms with no price power and goods are homogenous.  

16 Homogenous goods are goods with the same characteristics and can’t be distinguished.  
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loyalty. Consumers who are satisfied will be more likely to visit the restaurant again and 

maybe even with more customers by suggesting it to their friends or family. Thus restaurants 

are competing on good service and food to create consumer loyalty and increasing the pool of 

costumers visiting their restaurants. 

Time affecting consumer demand 

 

The results from Diagram 7 show that restaurants are very concerned about the time and 

compete accordingly to it. From the survey and the 100 customers who were asked the vast 

majority would like to visit a restaurant during the weekend or Friday. The reason is that most 

people have to work during the weekdays so they only have time during Friday the last day of 

work for most people or the weekend. Consequently for restaurants in Neue-Mitte 

Oberhausen it would mean that they will have fewer customers from Monday-Thursday and 

more customers from Friday-Sunday as shown in Diagram 7. 

The results and consequences above can also be depicted through a demand line: 

 

 

 
 

Through the Diagrams above we can see that demand for restaurants is very elastic during 

weekdays and very inelastic during the weekend. Figure (1) shows that demand is elastic 
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during the weekdays because most people are working during the week and that makes going 

to a restaurant after work less attractive. On the other hand Figure (2) shows that the demand 

is more inelastic during the weekend because people will have more time during the weekend 

as most people have free. Meaning demand will be rising during the weekend and consumers 

would also be willing to pay higher prices. 

Time is a very important factor for restaurants but in monopolistic competition there is only 

some degree of asymmetric information. Asymmetric information is information that is not 

accessible to all competitors in a certain market.17 This information about time is accessible to 

all entrepreneurs working in this particular market, which means even though restaurants 

make more profit during the weekend many other restaurants will join the market and provide 

substitutes. Therefore in the long-run restaurants will make more profit during weekends but 

they cannot achieve abnormal profits. So we can conclude that time is a very important factor 

for restaurants competing in Neue-Mitte Oberhausen but not the most important due to the 

knowledge of all the other competitors. So demand will be more inelastic at the weekend but 

will become more elastic as more substitutes are provided from other restaurants.  

Another observation using the price lists (Page 7) indicates that restaurants don’t alter their 

prices of their main products during the weekend. Even though it could be very tempting to 

lower prices and attract more consumers. But this will only end up in a price war because 

other restaurants will lower their prices too. Again that shows that restaurants and firms in a 

monopolistic market are not primarily concerned about prices. On the other hand non-price 

competition increased in the form of special events and services. The restaurant Tijuana 

provided free food for children with their parents during Sunday.18 And Three-sixty displayed 

live soccer games and reduced the prices of their drinks.19 This evidence will enhance the 

findings that restaurants in Neue-Mitte Oberhausen are primarily competing on non-price 

competition to attract more customers (Services, food etc….). 

 

                                                        

17 Blink, Jocelyn., op. cit., pg. 153. 

18 TIJUANA: MEXICAN BAR & RESTAURANT. , op. cit. 

19 THREE SIXTY Sportsbar Oberhausen- Sport, Musik, Food & Drinks. , op. cit. 



                                                                                    Candidate Name: Yaojie Chen  
                                                                                    Candidate Number: #000065-015 

Page | 16  

 

Advertisements affecting consumer demand 

 

The existence of advertisement as non-price competition to attract more customers was also 

investigated. From the survey above the majority consisting of 60% of all people asked said 

that they get the information of new restaurants from recommendations made by their friends 

or families. The other 30% of the customers asked were informed by either the newspaper, 

TV or from flyer and mail sent to them home. And the remaining 10% use the internet to 

inform themselves about restaurants in their local field. 

 

The major aim of advertising is to sell the product. This is mainly achieved by increasing the 

flow of information to inform customers about the existence and availability of the product, or 

spreading the information about special offers and events.20The results indicate that there is 

existence of advertisements made by the restaurants to inform potentially new costumers 

about their existence and availability. But restaurants also have to focus on persuading their 

customers by providing good service and quality, to ensure that they recommend it to other 

people. The results in Diagram 6 show that 60% of the people were informed by their friends 

or families. This suggests that creating consumers loyalty through good service and non-price 

competition is important to gain new customers. Even the restaurant owners interviewed 

stated that they have advertisement in the form of flyers and websites but the major factor was 

to satisfy their customers so they would bring new people with them.21It can be seen that 

                                                        

20 Sloman, John, and Alison Wride. Economics. 7th ed. Harlow, England: Pearson Prentice Hall, 2009. Print., 
p.183. 

21 Interview with restaurant owner see Appendix p. 26, Question 3 
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successful advertisement and good service will not only increase demand, but also make the 

firm’s demand curve less elastic since it stresses the specific qualities of this firm’s product 

over its rival’s.22 

 

At the end a demand function with the above determinants can be built for restaurants in 

Neue-Mitte Oberhausen: 

 

 

Profits 

 

 

	  

	  

	  

	  

The theory of monopolistic competition suggests that firms operating in this certain type of 

market are only able to make abnormal profits in the short-run abnormal profits are profits 

that exceeds a firms costs and opportunity costs. In the long-run firms will only make normal 

profits, normal profits are profits that cover a firm’s costs and opportunity costs, because of 

low barriers to entry and other firms joining the market and compete price back to the long-

run equilibrium point. As you can see from Diagram 723 shown above firms operating in a 

                                                        

22 Ibid. 

23 Blink, Jocelyn., op. cit., pg. 122. 

Diagram 7: Short-run abnormal profits for a firm in a 
monopolistic competitive market 

Diagram 8: Long-run equilibrium in a monopolistic 
competitive market 
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monopolistic market can make abnormal profits in the short-run by producing at the profits 

maximizing point (MR=MC) at price P and quantity q. The firms will gain abnormal profits in 

the size of the shaded rectangle. But in the long-run firms competing in a monopolistic 

competitive market will only make normal profits as show in Diagram 824 because there are 

low barriers to entry. So many new firms attracted by the abnormal profits will enter the 

market and increase competition by providing close substitutes. This will have the effect that 

the substitutes will increase PED and thus shifting the demand curve to the left. The firms 

operate then at an intermediate loss.25 Afraid of the possible and realized losses, firms leave 

the market, shifting demand to the right and lowering PED as the amount of substitutes fall. 

Therefore firms competing in a monopolistic market will only earn normal profits in the long-

run as illustrated in Diagram 8. 

However, this assumption of the theory of monopolistic competition might not apply 

completely to the situation of the restaurants investigated in this research. According to the 

answer of several restaurant owners all of the 20 restaurants located in Neue-mitte 

Oberhausen were already operating more than 3 years at this location, with a few since the 

opening of Neue-mitte in 1966.26 Also new firms couldn’t enter the market anymore because 

all the space available was already taken. This is a big barrier to entry as now other firms 

could enter the market anymore. Even though they could enter the market the restaurants, 

which are already operating there must have already established a good reputation, service 

and food. That could be another barrier to entry if other firms would be still able to enter. 

Therefore we can assume that as the restaurants are already operating in Neue-mitte 

Oberhausen for several years and the possibility of increased competition in that area is low. 

Restaurants in Neue-Mitte Oberhausen could be able to make abnormal profits in the long-

run. 

 

 

                                                        

24 Ibid., p.123. 

25 Mcgee, M. Economics- in Terms of the Good the Bad and the Economist. [S.l.]: Ibid, 2004. Print., p.224. 

26 Interview with restaurant owner see Appendix p. 26, Question 1 
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Conclusion 

This research and the results confirmed that restaurants in Neue-mitte are operating in a 

monopolistic competitive market. There are large number of firms competing in a market in 

this case 20 restaurants are competing on a strip along Neue-mitte, suggesting there is high 

competition between the firms. The investigation also showed that prices were same with 

slight differences showing that the restaurants only have little market power because of high 

competition. And product differentiation was the main source for restaurant owners to attract 

consumers and to create consumer loyalty. Customer loyalty is also a sign that there is no 

existence of perfect knowledge in the market. 

However, the restaurant showed also some features of oligopoly as almost all restaurants are 

already operating in long-term. Also the fact that no other restaurant could enter the market 

anymore due to the limited space available shows a high degree of barriers to entry. That 

could allow the restaurants to possibly make abnormal profits in the long-run. 

After proving that they are competing in a monopolistic market it has been found on what 

factors restaurants compete on: 

1. Service 

2. Reputation (Consumer loyalty) 

3. Food and taste 

4. Time 

5. Price 

6. Advertising (30%) 

Demand function: 

 

It is clear that the most important factor for restaurants to increase consumer demand is non-

price competition. Most customers agreed that service was for them the most important factor. 

The survey showed that restaurant owners always aimed for customer loyalty. Customers who 

were loyal will come again and recommend it to their friends or families, which will not only 

increase the number of customers but also prevent losing customers to their rivals.  
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Time was also relevant because on weekends restaurants were competing more due to the 

increased demand of customers during that time. However, this knowledge is known by 

almost all competitors therefore it doesn’t provide a huge advantage to the restaurants 

competing in Neue-Mitte Oberhausen. 

Price was the least important factor on which restaurants are competing on. Primarily because 

of the price sensitivity of the consumers, stated by the restaurant owners. Therefore a change 

in price will have a proportionally bigger change in demand. Competing on price will 

therefore only decrease profits and end up in a price war because firms in a monopolistic 

market are highly competitive. 

In addition, the research had also some limitations. Actual profit levels from the individual 

restaurants couldn’t be collected because of the restaurants privacy and protection of data. 

Thus the PED value couldn’t be calculated, which could have given the essay a more in depth 

understanding of the price elasticity of demand and consumer price sensitivity. 

Also people for the survey were randomly asked in restaurants. Millions of people are visiting 

Neue-Mitte Oberhausen every year and not only people from the city but also abroad. That 

could influence the data collected as they were the first time in Neue-Mitte and could have 

answered the questions according to their first impression or thought. 

And the estimation that restaurants in Neue-Mitte could earn abnormal profits is based on an 

assumption through the data from the survey and interview. Real profit levels are unknown 

and as there are 20 restaurants the competition could be still high enough that none firm 

would be able to earn abnormal profits. 

Finally, the answer to the research question “How do restaurants compete in Neue-Mitte 

Oberhausen.” is that restaurants are competing in a monopolistic market+oligopolistic 

features because restaurant depend heavily on non-price competition and there are high 

barriers to entry, which is a oligopolistic feature and not all characteristic of monopolistic 

competition were fulfilled.  
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Appendix 

Primary Research Survey (+English Translation) 

Oberhausen Neue Mitte Restaurant Umfrage 

Ich bin momentan ein Schüler aus Düsseldorf der das Fach Ökonomie in der Oberstufe 
studiert. Diese Umfrage dient mir dazu mein Project über Restaurants in Oberhausen Neue 
Mitte zu vervollständigen.  

Ich würde mich freuen wenn Sie sich die Zeit nehmen würden diese Umfrage zu beantworten. 

1. Welche Art von Restaurant bevorzugen Sie in Neue Mitte? (Tick one) 

A. Deutsches (German) 

B. Spanisches (Spanish) 

C. Italienisches (Italian) 

D. Chinesisches (Chinese 

2. Woher erfahren Sie von einem Restaurant? (Tick one or more) 

A. Zeitung, Fernsehen (News, TV)             C. Internet 

B. Broschüren und Flyern                       D. Von Freunden und Familien (By friends or family) 

3. Alter/ Geschlecht (Age/Gender)    M         W 

A. 15-20 

B. 20-30 

C. 30-40 

D. Over 40 

4. Berufliche Lage (Occupation) 

A. Schüler (Student) 

B. Selbstständig (Independent) 
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5. Wie oft besuchen sie ein Restaurant in Neue-Mitte im Monat? (How often do you visit 
restaurants in Neue-Mitte monthly?) 

A. 1-2 mal (1-2 times) 

B. 3-4 mal (3-4 times) 

C. 5-6 mal (5-6 times) 

D. Gar nicht (not at all) 

Was ist für Sie am wichtigsten wenn es darum geht ob Sie ein Restaurant besuchen? 
(What is the most important factor deciding on a restaurant?) 

6. Der Preis ist für mich ausschlaggebend (Price is important) 

A. Sehr wichtig (Very important) 

B. Wichtig (Important) 

C. Nicht wichtig (Not important) 

D. Unwichtig (Not considered) 

7. Der Service und die Atmosphäre ist für mich ausschlaggeben 
(Service and atmosphere is important) 

A. Sehr wichtig (Very important) 

B. Wichtig (Important) 

C. Nicht wichtig (Not important) 

D. Unwichtig (Not considered) 

8. Ich besuche ein Restaurant, weil das Essen schmeckt (Because food is good) 

A. Sehr wichtig (Very important) 

B. Wichtig (Important) 

C. Nicht wichtig (Not important) 

D. Unwichtig (Not considered) 
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9. Für mich ist der Name und Ruf des jeweiligen Restaurants wichtig.  
(Brand and reputation is important) 

A. Sehr wichtig (Very important) 

B. Wichtig (Important) 

C. Nicht wichtig (Not important) 

D. Unwichtig (Not considered) 

10. Welchen Preis zahlen Sie oder würden Sie bei einem Besuch Zahlen? (How much 
would you pay for a meal?) 

A. 10-20$ 

B. 20-30$ 

C. 30-40$ 

D. 50$ und darüber 

11. An welchen Tagen bevorzugen Sie es in ein Restaurant zu gehen? (On what time do 
you prefer going to restaurants?) 

(Tick one or more) 

A. Montag (Monday) B. Dienstag (Tuesday) 

C. Mittwoch (Wednesday) D. Donnerstag (Thursday) 

E. Freitag (Friday) F. Samstags (Saturday) 

G. Sonntags (Sunday) 

12. Besuchen Sie ein Restaurant lieber alleine oder mit mehreren Leuten? (Do you 
prefer a small or big group?) 

A. 2 Personen 

B. 3-5 Personen 

C.5-8 Personen 

D. Mehr als 8 Personen 
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Interview with restaurant owner 

Question 1: Wissen sie wie lange Sie und die Geschäfte Ihrer Konkurrent schon in 
Oberhausen Neue-Mitte beschäftigt sind? 

Answer to Q1: Ich bin schon seit ungefähr 2-3 Jahren in Neue-Mitte Oberhausen meine 
Kollegen auch so um diese Zeit. Manche sind auch schon länger so wie das Restaurant Alex 
welches schon seit Beginn in 1966 hier ist. 

Question 2: Wie läuft ihr Geschäft zurzeit machen sie auch genug Profite? 
 

Answer to Q2: Ja, die letzten paar Jahre waren ziemlich gut nur zurzeit ist es schlechter, weil 
viele diese Jahr Urlaub machen. Genaue Daten über unser Einkommen kann ich Ihnen nicht 
geben, ich kann nur sagen es reicht. 

Question 3: Haben sie viel Werbung oder Services um mehr Kunden zu kriegen? 

Answer to Q3: Ja, wir haben eine Internetseite wo sie die Preise, Öffnungszeiten und 
Angebote nachschauen können. Werbung haben wir auch im Internet und Flyern aber 
meistens kommen schon sehr viele Kunden wegen Centro hierhin, somit müssen wir nicht so 
viel Werbung machen.  

Question 4: Also sind Dinge wie guten Service und Essen wichtiger um Kunden zu 
überzeugen bei Ihnen essen zu gehen? 

Answer to Q4: Ja, in der Tat versuchen wir jedem Kunden, dass Best mögliche kulinarische 
Erlebnis zu ermöglichen. Wenn den Kunden es gefällt kommen die auch öfters wieder und 
bringen ab und zu einen Freund oder Ihre Familien mit. Das ist sehr gut für uns, weil wir dann 
mehr Kunden haben. 

Question 5: Wie Preis sensibel sind die Kunden in Neue-Mitte Oberhausen? 

Answer to Q5: Also die Kunden sind sehr sensibel wenn es um Preis geht wenn der Preis zu 
hoch ist dann komme viele nicht mehr. Unser Preis von 6-25 Euro ist ok alles was über 30 
Euro ist zu teuer. 
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Interview English Translation 

Question 1: Since when did you start your restaurant in Neue-Mitte Oberhausen or the 
restaurants of your rivals? 

Answer to Q1: I opened my business about 2-3 years ago in Neue-Mitte Oberhausen and the 
other restaurants as well. Some might have been longer here, like the Alex Restaurant, which 
was here since the opening of the Neue-Mitte in 1966. 

Question 2: How is your restaurant going nowadays are you making enough profits or can you 
give me some detail about your profit levels? 

Answer to Q2: Yes, the last few years have been pretty good but right know during the 
summer season many customers went on holiday. I cannot give you accurate data about our 
profit levels, all I can say is that it is enough to cover all of our costs. 

Question 3: Do you use a lot of advertising and non-price competition to attract consumers? 

Answer to Q3: Yes, we have a website where they can check the prices, opening times and 
offers. We also have advertising on the Internet and flyers but we don’t use a lot of 
advertising because the majority of customers are attracted by the Centro so we ourselves 
don’t need that much advertising. 

Question 4: Are factors like service and food important to convince customers to come to 
your restaurant? 

Answer to Q4: Yes, in fact we try to enable every customer the best possible dining 
experience. If the customer likes it too, they often come back from time to time and bring 
their family or friends. That is great for us because we will have more customers. 
 

Question 5: How price sensitive are the customers in Neue-Mitte Oberhausen? 

Answer to Q5: The customers are very sensitive when it comes to price if the price is too high 
they don’t come or go to the other restaurants. Our price of 6-25 Euros is OK everything 
above 30 Euros people rarely buy. 
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Results of the Survey 

 

 

1. Welche Art von 
Restaurant 
bevorzugen Sie in 
Neue Mitte? 

Total number of 
people surveyed 

Percentage (%) of 
total people surveyed 

Deutsches 26 26 
Spanisches 25 25 
Italienisches 28 28 
Chinesisches 22 22 

 

2. Woher erfahren 
Sie von einem 
Restaurant? 

Male (40) Female (30) Student (30) 

Zeitung, Fernsehen 5 9 6 
Broschüren und 
Flyern 

5 2 5 

Internet 6 7 6 
Freunden und 
Familien 

26 19 20 
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3. Alter Male (40) Female (30) Student (30) 
15-20 1 6 30 
20-30 19 4 0 
30-40 10 11 0 
Über 40 10 9 0 

 

4. Berufliche Lage Male (40) Female (30) Student (30) 
Schüler 0 0 30 
Selbstständig 40 30 0 
C X X X 
D X X X 

 

 

 

5. Wie oft besuchen 
Sie ein Restaurant in 
Neue Mitte im 
Monat? 

Total number of people 
surveyed 

Percentage (%) of total 
people surveyed 

1-2mal 44 44 
3-4mal 36 36 
5-6mal 8 8 
Gar nicht 14 14 
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6. Der Preis ist 
wichtig 

Total number of people 
surveyed 

Percentage (%) of total 
people surveyed 

Sehr wichtig 34 34 
Wichtig 49 49 
Nicht wichtig 17 17 
Unwichtig 0 0 

 

 

7. Der Service und die 
Atmosphäre ist für 
mich 
ausschlaggebend 

Total number of people 
surveyed 

Percentage (%) of total 
people surveyed 

Sehr wichtig 55 55 
Wichtig 45 45 
Nicht wichtig 0 0 
Unwichtig 0 0 
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8. Ich besuche ein 
Restaurant, weil das 
Essen schmeckt 

Total number of people 
surveyed 

Percentage (%) of total 
people surveyed 

Sehr wichtig 61 61 
Wichtig 35 35 
Nicht wichtig 4 4 
Unwichtig 0 0 

 

 

9. Der Name und Ruf 
des jeweiligen 
Restaurants ist 
wichtig 

Total number of people 
surveyed 

Percentage (%) of total 
people surveyed 

Sehr wichtig 18 18 
Wichtig 49 49 
Nicht wichtig 31 31 
Unwichtig 2 2 
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10. Welchen Preis 
zahlen Sie oder 
würden Sie bei einem 
Besuch Zahlen? 

Total number of people 
surveyed 

Percentage (%) of total 
people surveyed 

10-20$ 31 31 
20-30$ 29 29 
30-40$ 34 34 
50$ und darüber 6 6 

 

 

11. An welchen 
Tagen bevorzugen Sie 
es ein Restaurant zu 
besuchen? 

Male (40) Female (30) Student (30) 

A 2 1 1 
B 1 1 2 
C 5 1 3 
D 4 3 2 
E 11 10 16 
F 13 11 18 
G 13 10 5 
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12. Besuche Sie ein 
Restaurant lieber 
alleine oder mit 
mehreren Leuten? 

Total number of people 
surveyed 

Percentage (%) of total 
people surveyed 

2 Personen 29 29 
3-5 Personen 61 61 
5-8 Personen 10 10 
Mehr als 8 Personen 0 0 
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