You hold the Key to your Successful Business


A good wait staff is key for any restaurant, bar, deli, etc. These are the people who make a first and lasting impression on your customers. The customers will remember their attitudes and actions.


One of the biggest problems with any wait staff is that a large percent are transient workers. Many times they are housewives or students trying to make an extra dollar or waiting to break into another field. Regardless of the reasons they chose to be a wait-person, proper professional training is the key. When they are not trained properly, their unprofessional performance can cost your business a significant amount of money every day.  


As a wait staff professional, you determine your income by the performance and service you provide. You are building your own business. Your repeat clientele and the clientele request for you will help make you reach financial plateaus. The real bottom-line goal is to form long-term relationships with consistently satisfied customers to ensure long-term growth. Being a wait staff person is like having the managing skills of an air-traffic controller, the entertaining skills of an actor, and the diplomatic skills of an ambassador.  Separately doing each one is difficult enough, but when you put them all together it is harder than most people think. Below are ways to be successful:

1. Increase your average check by suggestive selling, without antagonizing the customers. Increasing the check will help increase the tip. Offer appetizers, wines, additional sides, desserts, and specialty coffees.

2. Direct all communication to the host and pay close attention to cues.  What are cues? Cues such as a frown when you initiate suggestive selling mean stop suggestive selling immediately and simply present the menu.

3. Always be able to provide an accurate description of your menu and daily specials.

4. When suggesting wines, suggest one or two appropriate wines within an agreeable price range. Present the selected wine to the host in front of the party.

5. Before reciting the more expensive dessert items, discreetly ask the host if he or she is interested in a special dessert or dessert wine.

6. Up-selling can be a win-win for everyone, but make sure the customer wins first. Overselling and putting customers in situations where they feel put on the spot or “embarrassed” into buying more expensive menu items can hurt the overall business transaction.  

7. Always resolve any complaints or problems that might arise before, during and after the customer’s meal. This includes special requests, common complaints and difficult customers. Make sure the customer is satisfied before leaving the establishment. If the customer is satisfied, he is going to be a walking advertisement.  

8. After everyone has finished dinner, coffee is usually offered. Always suggest coffee or an after dinner drink at the end of the meal. Suggest the after dinner drink first, then coffee as the second choice. Liqueur in coffee is also an excellent choice.
