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SKILL REQUIREMENTS FOR SERVICE IMPROVEMENT IN RESTAURANTS
Introduction
The market dynamism and change in consumer taste and preferences are awakening calls requiring restaurants to improve service quality, which is vital in business. Enhancing quality services through encompassing factors such as appealing ambiance, good customer interactions with staff, service efficiency, and customer attention improves customer loyalty satisfaction and develops a competitive edge, which improves the restaurant's financial performance. This report explores and analyses the fundamental skills necessary to enhance service quality in the restaurant sector. The report involves identifying the essential skills, developing strategies for skill development, and outlining real-life examples, challenges, and solutions to achieve the objectives.
Essential Skills in Serving Quality Services
Communication is essential as it creates an environment for staff to interact better with management and customers (Ali et al., 2021). Effective communication makes it possible to maintain coordination among the staff, understand the client's needs, and attend to them accurately. Time management helps the staff prioritise tasks and maintain a good workflow that ensures customer needs are served on time (Lucas, 2022). With good time management, staff can coordinate multiple tasks, maximising productivity and minimising customer dissatisfaction simultaneously. In addition, Al Idrus et al. (2021) highlight that with in-depth knowledge about the products offered by the restaurant, staff can respond to any customer inquiry accurately, give appropriate recommendations, and maximise the restaurant's product sales. Hotel staff must also possess empathy skills and express them to understand the customer and handle all the concerns with care by offering solutions when needed. Moreover, conflict resolution skills are essential to ensure conflicts are resolved amicably and are not extended to customer service delivery as they can affect productivity. 
Skill Development Strategies
Both formal training programs and practical on-the-job experience are essential skill development strategies for restaurants aspiring professionals as they upscale customer service. Professionals can develop skills formally by attending workshops to learn verbal and non-verbal cues, listening actively techniques, and communication techniques, as Hashimy et al. (2023) elaborate. The skills can be developed by handling customer needs and seeking feedback. Conflict resolution skills are attained through undertaking conflict management tests, developing negotiation skills, and approaching challenging situations. Time management, a vital skill in delivering quality customer service, can be developed through training on service prioritisation and striving towards achieving set targets even when under pressure (Johnson, Joshi, and Kreiner, 2023).
Moreover, empathy skills can be developed by practising empathy-building scenarios and directly interacting with customers at the restaurant. Workshop programs can be applied to train personnel on food preparation methods, ingredients, menu elements, and dietary restrictions to give them enough knowledge to serve customers effectively. The staff can also taste food as a practical experience to ascertain the food quality and additives. According to Hynes (2023), the skills can be enhanced and nurtured through continuous practice, reading books and articles, and seeking learning opportunities. 
Real-Life Example
Pret A Manger is a sandwich UK restaurant committed to timely, convenient, and quality customer service. The restaurant has successfully developed the discussed essential skills in its staff to improve customer service quality, as Mason and Jarvis (2023) recommended. Through a Pret Skill Builder program, the restaurant equipped its employees with communication, empathy, time management, product knowledge, and conflict-resolving skills. The skills were introduced to enable staff to understand customer needs, offer support, and meet their expectations. Through these skills, especially time management skills, staff has created a solid customer base and maximised restaurant productivity (Mintz, 2022). The restaurants received many positive customer reviews, citing friendly interaction and staff commitment, attributes built on communication, product knowledge, and empathy. Avoiding conflicts at the workplace and working as a team has enabled the restaurant to attain steady growth.  


Skills Challenges and Possible Solutions
Language inconvenience is a barrier to quality service delivery and can be solved by training staff on verbal and non-verbal cues and using visuals. Managing time and delivering services effectively to many customers is stressful, but it can be adapted by task prioritisation training (Shukla et al., 2023). Additionally, sympathising with customers during tight schedules is hard, but staff can train themselves to develop empathy and listen to customers' needs. The inability to keep up with dietary updates may lead to poor services. This can be resolved through regular training. Emerging conflicts can be resolved amicably and professionally to avoid negative results. 
Conclusion
Maintaining quality customer service through essential skills is vital to business growth. Enhancing good communication makes it efficient to attend to customer needs and concerns. Empathy helps the staff understand the customer's feelings, while time management maximises business sales. Being aware of the product makes it easy to accurately and in detail give information to customers for quality services. In addition, conflict resolution skills are essential as they help the staff not extend disagreement with customer services and cause negative service delivery. All these skills can be nurtured and enhanced through regular training. 
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