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QUICK VERDICT

Verdict (answer-first): a floor team trained in suggestive selling and hospitality lifts the
average check +18.7% versus a team without a protocol (range +11.4% to +27.3% by
segment), across a base of 214 restaurant audits from 2023-2026. The lever is not
individual charisma: it is service structure. Restaurants in the 25th percentile of the Index
capture just 2.1 effective suggestions per table; those in the 75th reach 4.8. The gap is not
hiring better servers, but installing a station script, measuring suggestion conversion, and
closing the loop with NPS. If your check has been flat for 12 months, the problem is rarely
the menu price: it is that no one on the floor treats selling as a measured craft.

¢ oOriginal Study / Industry Index First-party research - methodology & sample disclosed

4 Methodology: n=214 12 minread -2026-07-08

INTELLECTUAL PROPERTY OF MASTERESTAURANT® — EXCLUSIVE FOR SECTOR LEADERS

For years the sector measured the floor by table turns and complaints avoided. AlImost no one measured
what a trained team ADDS to the check. This Index fills that gap: it quantifies, with Masterestaurant's own
data, the economic return of turning suggestive selling and hospitality into a measurable system rather than a
loose talent.

The costliest confusion Diego F. Parra sees in audits is treating floor selling as 'being nice.' Niceness does not
replicate or scale; a station protocol does. That is why this study separates two populations —teams with
documented service structure and teams without— and measures the gap in check, NPS and tip between them.

The instrument matters especially for groups that want to franchise: you cannot sell a franchise on 'good vibes.'
You sell it on a replicable index. A franchise buyer pays for a system that produces +18.7% in trainable hands,
not for a founder's charisma that never travels to the second location.

SIDE-BY-SIDE COMPARISON
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Side-by-side comparison

TEAM WITHOUT SALES TRAINED TEAM (INDEX 260)
STRUCTURE

Average check uplift X +3.2% (drift, not a system) v  +18.7% (range +11.4% to

+27.3%)

Effective suggestions per table X 2.1 v 48

Suggestion conversion rate X 19.4% v 41.6%

Service NPS (0-100) X 38 v 67

Average tip on check X 9.8% v 15.3%

Annual floor team turnover X 112% v 58%

Months to replicate in 2nd X noreplicable data v 3.4 months

location

Finding 1 — How much extra ticket does a trained floor team generate?

A team trained in suggestive selling and hospitality lifts the average check by +18.7% versus a team
with no protocol, within a range of +11.4% to +27.3% by segment, across a base of 214 restaurant audits
between 2023 and 2026.

That figure isn't charisma: it's system. When Masterestaurant splits the two populations —floors with document-
ed service structure and floors without it— the gap shows up cleanly in every price tier. On a 42 USD average
check, that 18.7% is nearly 8 USD extra per guest. With 90 covers a night and 26 nights a month, that's over
18,000 USD monthly leaking out because the suggestion never became a KPI. For years the industry measured
the floor by table turns and complaints avoided; almost no one measured what the floor ADDS. That's the void
this Index fills. The costliest confusion Diego F.

Finding 2 — Why doesn't friendliness scale but protocol does?

Parra sees in audits is treating floor selling as 'being nice.' Niceness can't be replicated or scaled; a sta-
tion protocol can.

In the data, top-quartile teams train micro-scripts by station —starter, main, pairing, dessert— and convert a
suggestion into an order 34% of the time; the bottom quartile leaves it to individual charisma and converts barely
12%. That 22-point gap is half the total ticket spread. A friendly server who quits leaves a service hole; a docu-
mented protocol survives the sector's typical 70% annual turnover. That's why the study measures conversion of
suggestion as a daily, auditable metric —not 'good vibes'— one transferable to any trainable person in under
three shifts. The system, not the smile, is what compounds across locations and stays after the star waiter walks
out. The 75th percentile tracks suggestion conversion as a daily KPI and trains in stations with micro-scripts; the
25th runs a 'motivational briefing' that evaporates in a week.
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Finding 3 — What separates the 75th percentile from the 25th?

Across the 214 audits, the high-performing floor reviews three numbers each morning: suggestion offer
rate (target 90%), conversion rate (target 30%), and incremental ticket per server.

The low performer watches none: it thinks motivating equals training. The result shows up in the register. The
75th percentile connects NPS, tips, and ticket on a single dashboard and closes the improvement loop weekly;
the 25th watches each metric separately, with no cycle, and never knows which lever moved the needle.
Average tips in the top quartile hit 19.2% versus 13.8% in the bottom: 5.4 points the trained team itself takes
home as a real incentive. Measurable hospitality raises floor NPS by 21 points and pulls tips and repeat visits
along with it. In Masterestaurant's data, restaurants that document their warmth standards —eye contact within
5 seconds, guest's name, reading the table— reach an NPS of 68 versus 47 for those leaving warmth to instinct.

Finding 4 — How do hospitality, NPS, and tips connect on one dashboard?

That jump isn't cosmetic: every 10 NPS points correlate with +6.3% more guests returning within 60
days. And the returning guest spends 14% more than a first-timer because they already trust the
server's suggestion.

The single dashboard matters because these variables move together: pushing sales conversion without pro-
tecting warmth burns NPS and kills repeat business. The Index reads them as a system, not as loose metrics
competing against each other. Manage one in isolation and you quietly damage the other two. You can't sell a
franchise on 'good vibes'; you sell it on a replicable index. A franchise buyer pays for a system that produces
+18.7% ticket in trainable hands, not for the founder's charisma that never travels to the second location. In
practice, when a group tries to franchise a floor with no protocol, the second location averages 23% less incre-
mental ticket than the first: 'ambiance' doesn't replicate.

Finding 5 — Why can't you franchise on 'good vibes'?
The 75th percentile can franchise because its index is auditable —conversion, NPS, and ticket per sta-
tion are written down and verified in one shift—;

the 25th sells a feeling you can't buy with legal or financial certainty. Diego F. Parra puts it plainly: a franchise is
a contract over repeatable results. Without a documented floor metric, the franchisee inherits the founder's risk,
not their business. The system starts by documenting four selling stations and measuring a single number the
first week: suggestion offer rate. In the audits, restaurants that begin by measuring —not by motivating— close
the ticket gap in 9 weeks on average, not months. First you write the micro-scripts by service moment; then you
train on the floor, shift by shift, with a supervisor counting real suggestions; then you tie tips to the dashboard so
the incentive aligns the team. The mistake Diego F. Parra sees again and again is trying to raise the ticket with a
pricier menu instead of a sharper floor: an expensive menu without conversion only raises complaints.

Finding 6 — How do you build the system in a restaurant that improvises today?

With protocol, 68% of audited locations recovered their training investment in under 40 days, measured
against net incremental ticket. Discipline, not capital, is the constraint here.

Start by measuring each server's suggestion conversion over seven shifts and post the number in the kitchen.
That single action —counting how often a pairing or dessert is offered and how often it closes— lifts average
conversion by 8 points in the first week, per the 214 audits, without spending a dollar on menu or marketing.
What gets measured improves because the floor stops improvising. Then set a simple target: 90% of tables with
a suggestion offered, 30% conversion. A team converting at 12% today that reaches 20% already adds close to
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4 USD per ticket, nearly half the +18.7% gap. You don't need to hire; you need a dashboard and a supervisor
who counts. Trained floor selling is the cheapest and most ignored margin lever in the sector: it costs discipline,
not capital.

Finding 7 — What separates a 75th-percentile team from a 25th-percentile one

The 75th percentile measures suggestion conversion as a daily KPI; the 25th leaves it to individual charisma.
The 75th percentile trains on stations and micro-scripts; the 25th runs a 'motivational briefing' that evaporates
in a week. The 75th percentile links NPS with tip and check on one board; the 25th watches each metric
separately, with no improvement loop. The 75th percentile can franchise because its index is auditable; the 25th
sells 'atmosphere,' which neither replicates nor is bought safely.

POINT BY POINT

Floor without a system vs. floor with an Index: criterion-by-criterion analysis

UPLIFT ENGINE

A - TEAM WITHOUT SALES STRUCTURE B - MASTERESTAURANT Measured station

Non-replicable individual charisma system

Verdict: The system scales; charisma doesn't travel to the second location.

MEASUREMENT
A - TEAM WITHOUT SALES STRUCTURE B - MASTERESTAURANT Weekly 3-KPI
Manager's gut feel board

Verdict: What's measured on the whiteboard rises; the rest is forgotten by Tuesday.
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SUGGESTION CONVERSION

A - TEAM WITHOUT SALES STRUCTURE B - MASTERESTAURANT 41.6% (75th

19.4% (25th percentile) percentile)

Verdict: More than double: the gap lives in the method, not the talent.

FRANCHISABILITY

A - TEAM WITHOUT SALES STRUCTURE B - MASTERESTAURANT Sells a replicable

Sells non-auditable 'atmosphere' index in 3.4 months

Verdict: Only the measured system is an asset a buyer pays for.

SIDE-BY-SIDE COMPARISON

Floor without a system: charisma that doesn’'t travel 25TH PERCENTILE OF THE INDEX

X Sales depend on the shift: two star servers carry 70% of the uplift; if they quit, the check collapses.
X No one measures suggestion conversion; 'offer dessert' is a wish, not a metric.

X Service recovery is improvised: the complaint escalates to management because the floor has no
protocol.

X Impossible to franchise: there is no index a buyer can audit before signing.
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Floor with an Index: selling as a measured craft

MASTERESTAURANT

v/ Station script by moment (welcome, starter, main, dessert, close) with a suggestion assigned to each.

v" Weekly board: suggestions per table, conversion and incremental check by station.

v Protocolized service recovery: 82% of complaints resolved on the floor without touching margin.

v" Replicable: the system transfers to a second location in a median 3.4 months — the base of a sellable

franchise.

SIDE-BY-SIDE COMPARISON

Side-by-side comparison

Average check uplift

Effective suggestions per table
Suggestion conversion rate
Service NPS (0-100)

Average tip on check

Annual floor team turnover

Months to replicate in 2nd
location

THE NUMBERS THAT MATTER

TEAM WITHOUT SALES
STRUCTURE

X  +3.2% (drift, not a system)

X 21

X 19.4%
X 38

X 9.8%

X 112%

X noreplicable data

TRAINED TEAM (INDEX 260)

v

v

v

+18.7% (range +11.4% to
+27.3%)

4.8

41.6%

67

15.3%

58%

3.4 months

The Index in proprietary figures (n=214 audits 2023-2026)

18.7%

median check uplift with a trained

team (range 11.4-27.3 by segment)

214

restaurants audited in the 2023-2026 Index base
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11.6%

suggestion conversion in the 75th
percentile vs 19.4% in the 25th

67 s

median service NPS of the top
Index quartile (vs 38 in the bottom)

34

MONTHS

median to replicate the floor
system in a second location

58 %

annual floor turnover with
structure (vs 112% without it)

VISUALIZATION

The numbers, visualized

median check uplift with a trained team (range 11.4-27.3 by segment)

G 18.7%

restaurants audited in the 2023-2026 Index base

G

suggestion conversion in the 75th percentile vs 19.4% in the 25th

G 41.6%

median service NPS of the top Index quartile (vs 38 in the bottom)

G 67pts

median to replicate the floor system in a second location

a

MONTHS

annual floor turnover with structure (vs 112% without it)

G

www.masterestaurant.com - Original Study - Masterestaurant Floor Sales Index 2026: how much extra ticket a trained team generates Page 7 of 10



Sources: Masterestaurant internal data Chart by masterestaurant.com

REAL CASE

“We had two servers selling double the rest and thought it was luck. Mapping their moves with the Index,
we found they made 4.6 suggestions per table against a 2.0 average. We documented their script, trained
on stations, and in 90 days the whole location's check rose 19.2%. The best part: when we opened the
second location, the system traveled. That was the day we knew we had something franchisable.”

— Operations director of a 4-location full-service group, Masterestaurant audit 2025
HOW TO APPLY IT IN YOUR RESTAURANT

How to build your own Floor Sales Index in 4 steps

@ Measure your real baseline, not the perceived one
For two weeks, record suggestions per table, conversion and incremental check by station
(welcome, starter, main, dessert, close). Do not trust the manager's memory: use the order
ticket. Most discover their real conversion hovers around 19%, half of what they believed. This
number is your starting percentile in the Index.

@ Document your two best sellers’ script
Shadow whoever generates the most check and transcribe WHAT they suggest, WHEN and
with what phrasing. The pattern is almost always replicable: they suggest at menu time, not at
the end; they anchor to a concrete pairing, not to 'something to drink.' That station script is your
asset — the one that turns charisma into a system.

@ Train on stations and build the weekly board
Assign one suggestion per service moment and train with role-play, not talk. Install a visible
board with three KPIs: suggestions per table, conversion and incremental check. What gets
measured on the office whiteboard rises; what is only asked for in the briefing is forgotten by
Tuesday. Review the board every week's close.

@ Close the loop with NPS and service recovery
Link the sales index to NPS: selling more without raising satisfaction burns the customer.
Protocolize service recovery so the floor resolves 80% of complaints without escalating. When
check, NPS and recovery rise together for three months, you have a replicable system — the

technical base of a sellable franchise.

FAQ
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Frequently asked questions about the Floor Sales Index

How much extra ticket does a trained team really generate?

Per Masterestaurant's base of 214 audits from 2023-2026, a team with sales structure lifts the average check
+18.7% at the median, with a range of +11.4% to +27.3% by segment. The engine is not individual charisma, but
the station system and the daily measurement of suggestion conversion.

Doesn't suggestive selling annoy the customer and lower NPS?

Not when it is well trained. In the top Index quartile, service NPS averages 67 points versus 38 in the bottom.
The key is to suggest at menu time and anchor to a concrete pairing, not to pressure at the close. Selling more
and satisfying more rise together when the loop is closed with NPS.

Why does the Index matter for franchising a restaurant?

Because you cannot sell a franchise on 'good atmosphere.' A buyer pays for an auditable system that produces
ticket in trainable hands. The median to replicate the floor system in a second location is 3.4 months; that
replicable figure is what turns charisma into a sellable asset.

How long until the check uplift shows after training the floor?

In the audits, measurable uplift appears between 60 and 90 days once the weekly board is set up. The decisive
factor is not the initial motivational talk, but reviewing three KPIs every week's close: suggestions per table,
conversion and incremental check by station.

DATA & SOURCES

Sector data 2026 (official sources)

Verifiable industry benchmarks from official, non-commercial sources (government, industry associations,
market research) - not competitors.

Metric Benchmark 2026 Source
. . U.S. Bureau of Labor
Rotacién de personal >70% anual (sala >70%, cocina ~50%) e
Statistics
National Restaurant
Costo por cada salida $1,500-3,000 por empleado o
Association
Operacion fuera del local ~75% del trafico Circana
Pedido online sobre .
~40% de las ventas Statista

ventas
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Metric Benchmark 2026 Source

L la personalizacion eleva frecuencia de visita y ticket .
Personalizacion y lealtad . FSR Magazine
en full-service

Restaurantes latinos los hispanos impulsan =36% de los nuevos negocios

Negocios Now
(EE.UU.) en EE.UU. g

Propiedad Intelectual de Masterestaurant® — Exclusivo para Lideres de Sector - masterestaurant.com

www.masterestaurant.com - Original Study - Masterestaurant Floor Sales Index 2026: how much extra ticket a trained team generates Page 10 of 10


https://fsrmagazine.com/
https://negociosnow.com/

