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7 Food and beverage 
service

Aim

This chapter considers various aspects in the management of food and bev-
erage service.

Objectives

This chapter is intended to support you in:

Developing your understanding of the service sequence and the 
service process

Identifying and categorising food and beverage service methods

Exploring the relationship between levels of customer service 
and resource productivity

Developing approaches to the maintenance of good customer 
relations

Dealing with the management of the volume in food and 
beverage service

Identifying and applying sales promotion principles

Managing the stages of the service sequence

Controlling revenue.
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7.1 The nature of food and beverage service

-

-

7.2 Food and beverage service systems 

The service sequence1

The customer process2
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