
Psychological Tricks 
Used In Zomato App

Created by - 
Yash Chavan



Contents

0. Introduction

1. Curiosity Gap

2. Noble Edge Effect

3. Recognition Over Recall

4. Picture Superiority Effect

5. Nudge

6. Social Proof

7. Default Bias

8. FOMO

9. Scarcity Principle



Zomato is an Indian food delivery startup 
restaurant aggregator. Zomato primarily 

provides concrete information, menus, and user 
reviews of the restaurants. Along with this, 
Zomato also has food delivery options from 

partnered restaurants of the selected cities.
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Curiosity Gap
Users have a desire to 

seek out missing 
information



Curiosity Gap

“Cutlery won’t be added to 
your order by default” this 
text is placed at a very 
prominent position on the 
home page, so that all users 
will clearly be able to see 
it.

After reading this text, 
users are curious to know 
“why” is Zomato doing this.

This is where Curiosity Gap 
comes into play and users 
click on “know more”.



02

Noble Edge Effect
Users tend to prefer 
socially responsible 

companies



Every time users open Zomato app, 
this is the first thing they see.

This splash screen is smartly 
designed to remind users 
everytime, that Zomato is taking 
steps towards becoming a 
sustainable organisation.

Noble Edge Effect This is another 
small step towards 
cutting down the 
carbon and 
environmental 
footprint of 
Zomato’s food 
delivery business.

Brief about other 
key initiatives 
taken by Zomato.
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Recognition Over Recall
It’s easier to recognize 
things than recall them 

from memory



Recognition Over Recall
With a huge variety of food 
options available, it may be 
overwhelming for users to 
decide what to eat.

Or sometimes users just 
don’t have time to surf 
across and find the right 
thing to eat.

“Eat what makes you happy” 
section provides 16 food 
options.

Here, users are not required 
to recall stuff from their 
memory to make decision. As 
they are provided with 16 
options, it will be easier & 
quicker for them to make 
decision by recognizing the 
best food for themselves.
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Picture Superiority Effect
People remember pictures 

better than words



Picture Superiority Effect

Providing picture along with 
the dish name serves 2 
purposes :
● If users forget a dish 

name, they can surf 
around and identify it 
by the picture

● Gives users an 
approximate idea of how 
the dish looks like
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Nudge
Subtle hints can affect 

users’ decisions



Nudge
Zomato does not simply mention 
restaurant names. 

They also provide other small 
details like 
● Offers
● Restaurant type
● Time required for delivery
● Recent number of orders 

placed from that restaurant
● Rating
● Average price for one 

person
● Closes in x minutes

These details are subtle hints 
which can affect users’ 
decisions.  
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Social Proof
Users adapt their 

behaviours based on what 
others do



Social Proof

Every restaurant on Zomato has 
customer rating and review 
section for dining & delivery. 

Users can post text reviews, 
images and rate their 
experience related to that 
specific restaurant.

This acts as a social proof and 
helps other users in making 
informed decisions.
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Default Bias
Users tend not to change 
an established behaviour



Default Bias
There are two instances of 
Default bias on Zomato’s 
checkout page.

1. Don’t send cutlery, tissues 
and straw

2. Donate 2 Rs. to Feeding 
India

Though users can change these 
options, but mostly users 
prefer not to do so because of
● Default Bias
● During checkout users are 

already in a hurry to 
complete the process and 
most of the time they miss 
to notice these small 
default selections
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FOMO
Fear of missing out (FOMO) 
refers to perception that 
others are experiencing 

better things than you are



FOMO

Zomato is using FOMO strategy 
to convert its normal users to 
PRO users. 

Also, the number 58,343 acts as 
a “Social Proof”.
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Scarcity Principle
Scarce product has a higher 
value than other normal 

products



Scarcity Principle

Scarcity Principle is used by 
Zomato for its PRO PLUS 
feature.

This feature is scarce; as, 
only the users having an invite 
can become PRO PLUS members.

Similar invite strategy was 
used by Clubhouse.
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