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WHAT IS AVERO SINGLE
SERVER MENTORING?

Avero Single Server Mentoring is a solution designed to help

operators:
¢ Increase average check and drive revenue to the bottom line
e Improve the guest experience by reducing variance amongst servers
o Keep servers motivated by helping them earn more tips without working additional shifts
e Target a restaurant’s bottom-performing servers with opportunities in key impact areas

o o  More Consistent
GUEST Dining Experience s
-HESTAURANT

- Improved //jl
SERVER Salesmanship Skills - ||||||||| Increased Outlet

Profitability

o Effectively ’
MANAGER [m: Executed Training

ez 8 WEEK PROGRAM >< WEEKLY REPORTING
é@g MENTORED SERVERS QY BI-WEEKLY BEST PRACTICE CALLS

@2 TRACKING PROGRESS i PROGRAM RESULTS



GEARING UP
FOR GREATNESS

We do the heavy lifting so you
can focus on what matters most—
mentoring your team and driving
results.

Our program is designed to
provide you with the tools,
insights, and guidance needed to
maximize success with ease
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THE FOUR COURSES:

MENTORING GURE CONCEPTS

\

By & N\

AVERO'S MENTORING
PROGRAM

Avero’s ‘Four Courses’ is a set
of best practices designed to
build server confidence,
develop key skills, and drive
sales through outstanding
guest interactions.

With a focus on menu
knowledge, personalized
recommendations, and
seamless service, these
principles these principles
elevate the dining experience
and enhance overall
performance.

TRY IT: sasic menu amiagiy

Confidence starts with experience. By tasting menu
items, servers can speak authentically about dishes,
describing flavors and features in a way that connects
with guests. This firsthand knowledge is key to creating

DESCRIBE IT:

DIALOGUE WITH GUESTS

Great service is about more
than delivering food—it’s
about engaging guests with
enthusiastic, appealing
descriptions.

trust and boosting sales.

Servers learn to communicate
the unique value of menu
items, making interactions

memorable while enhancing
the guest experience and
driving sales.



HAVE A FAVORITE:

PERSONALIZE THE CONVERSATION

Guests trust personal recommendations, and
servers who have go-to favorites in each category
can create a more personalized dining experience.

Sharing genuine enthusiasm for specific dishes
makes interactions feel authentic and builds
stronger connections with guests. This personal
touch encourages repeat business and higher

check averages.

KNOW WHERE IT FITS:

OWNING THE GUEST EXPERIENGE

Every menu item has a role in the guest journey, and
servers need to know how to incorporate them

seamlessly into the flow of service.

By understanding when and how to suggest specific
items, servers can enhance the dining experience
while guiding guest choices, elevating satisfaction

and maximizing sales opportunities.
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TOOLS FOR TRACKING PROGRESS
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