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Did you know you can make more
than $100,000 a year by teaching
your servers to sell properly? [ 1 ]

Making helpful suggestions for the
guest takes only a few extra seconds,
yet many servers are not committed
to making add-on sales. 

Training your servers to become a
profit center is essential to the
growth of your restaurant. To make
sales part of your company culture,
you need to:

•  Integrate sales-related objectives
in your server job descriptions and
m a n u a l s

•  Ask sales-related questions dur-
ing the interview process

•  Include salesmanship as part of
the server evaluation

•  Teach selling techniques and
role plays in training seminars

•  Set goals and graph individual
and team sales

•  Measure, coach and follow up
on sales progress

•  Hold sales contests to make
sales fun and exciting

Today, most computer POS sys-
tems chart daily, weekly and month-
ly sales with the click of a button.

Your menu should be your serv-
er’s sales brochure. How can you
expect your servers to sell if you do
not teach them about the menu?
Your team needs to know the menu
inside out — yes, that means sam-
pling every item and learning
descriptions, sizes/portions and
ingredients. Would you expect to
buy a Ferrari from a dealer who has
never test-driven one?

When servers are unfamiliar with
food items, they lack the confidence
they need to suggestive sell. For
example, as a former restaurant man-
ager, I hired a server named Renee.
Renee was very talented, friendly and
bright, however, her wine sales were
the lowest in the restaurant. I noticed
she always asked her co-worker to
open the bottles of wine for her table,
and she had a strong reluctance to
suggest wines. 
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After speaking with Renee, I discovered
that she did not feel confident about correct-
ly opening the bottle. I then arranged for her
to practice opening the bottles of wine the
bartender needed to sell by-the-glass during
his evening shift.  After two weeks, she made
top wine sales and won several of the com-
pany’s suggestive selling contests — all
because she increased her wine serving
knowledge.  Knowledge is power and power
breeds confidence. The more your servers
know, the more your profit will grow.

So how can you earn an extra $100,000 a
year? It’s simple: Train your staff to sell an
average of $1.00 more per guest.

Beyond selling additional beverages and
coffees, your servers can:

•  Upgrade alcohol beverages (sell a call
instead of a well, a premium instead of a
call, or suggest frozen specialty and premi-
um drinks)

•   Offer the addition of meat, poultry, or
seafood to a salad

•  Suggest sides such as mushrooms on
steaks and French fries with sandwiches

The following menu items offered to an
entire table will also average to $1.00 more
per guest:

•  One dessert for the table to share or a
dessert to go (if guests are full — why not?)

•  One carafe or bottle of wine/champagne
per table

•  One appetizer per table for everyone to
sample 

Here are some selling techniques to teach
your staff:Sell the Benefits – successful salespeople
know that it’s important to tell the customer
what is in it for them, the benefits.

Here are some benefits to suggest:
•   Combination appetizers/entrees, so the

guest can enjoy various items
•  Frozen thirst-quenching drinks on hot

d a y s
•  Hearty platters to satisfy hungry

a p p e t i t e s

•  Name brand liquor for the discriminat-
ing palate

•  Wine to complement the dinner entréeSell with enthusiasm and a smile —
show excitement about what you are sug-
gesting. The more excited you are about an
item, the more likely the guest will order it.Sell routinely and during all coursesof the dining process — the more fre-
quently you offer suggestions, the greater
the opportunity to increase sales. Keep the
guest’s mind on food. When they are enjoy-
ing one course, talk about the next course.
For example, say: “Save room for our
Double Decker Delight.” Be sure to have at
least two of your favorites ready to suggest
for every course.Recognize key selling cues — l i s t e n
carefully to what the guest says. You may
hear some clues that will help you sell high-
er-priced menu items, a bottle of cham-
pagne, desserts, appetizers and more. Here
are some common phrases:

•  Celebrating Guests…”It is our anniver-
s a r y / b i r t h d a y . ”

•  Guests with hearty appetites…”I’m
s t a r v e d . ”

•  Guest asking questions about your
menu… “What do you specialize in/sug-
g e s t ? ”

•  Guests having to wait for their table: “I
know this will be worth the wait.”

Every server should receive at least two
hours of suggestive selling training upon hir-
ing and then, a refresher every six months. If
servers are not recharged, they will run dry.
Mike Carcaise at Dan Marino’s says” “I
notice an increase in sales every time I teach
sales tips to my service team. Always take
the time to properly train service staff and
give them the power to sell.”

Please note: Always train your servers
who sell alcohol to be aware of intoxicated
guests. NEVER PUSH OR OVERSELL
ALCOHOL OR SELL ALCOHOL TO
MINORS. 

[1] Statistics  were obtained from the Florida
Department of Revenue.
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