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QUICK VERDICT

Headline finding: home delivery at full-service restaurants collapsed to 74 out of 100 in
satisfaction, a 9% drop in a single year, while the very same restaurant served at the table
holds at 83 out of 100 (ACSI, Restaurant and Food Delivery Study 2025). Nine points of gap
inside one kitchen and one menu: the difference is not the product, it is the service
moments nobody measures.

And that is precisely where Al dynamic pricing stakes its reputation in 2026. Shifting price
by daypart, occupancy or channel is trivial for a rules engine; the hard part is making the
guest read that variation as fairness rather than punishment, and that perception gets built
across four concrete moments —the booking, the greeting, the recommendation and the
check— which this analysis breaks down with cited public figures. Our reading: whoever
switches on variable pricing before hardening those four moments will turn every
adjustment into a one-star review.
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INTELLECTUAL PROPERTY OF MASTERESTAURANT® — EXCLUSIVE FOR SECTOR LEADERS

A three-unit full-service operator wrote to me in March with the number that was costing him sleep: dining-room
average check up 11% after switching on a daypart pricing engine, and his public rating down from 4.6 to 4.2 in
the same quarter. Not bad luck. He was charging differently without changing a thing about what guests actually

use to judge whether the different price is legitimate.

The public 2025 figures draw the whole map. Per ACSI (2025), full-service restaurants score 82 out of 100 and

quick-service 79, but that average hides the real fracture: inside full service, dine-in registers 83, carry-out 79

and delivery only 74, down 9% year over year. Channel, not kitchen, explains most of the satisfaction variance.

The 2026 guest also arrives with the decision already made before crossing the door. Restroworks (UK
Restaurant Industry Statistics 2025) documents that 63% of UK restaurant bookings now happen online, and

OpenTable reports that bookings made through its platform show 40% fewer no-shows than arrivals from search

engines. First impressions happen on a screen, and that is where price shows itself first.

This analysis synthesizes those public sources and organizes them by service MOMENT rather than by loose

metric. The contribution of Diego F. Parra and the Masterestaurant method is the reading and the sequence:

which decision each figure triggers, in what order the moments get hardened, and why Al dynamic pricing only
pays when it arrives last instead of first.

SIDE-BY-SIDE COMPARISON

Side-by-side comparison

Dine-in satisfaction, full
service (ACSI 2025)

Delivery satisfaction, full
service (ACSI 2025)

Online bookings as a share of
total (Restroworks 2025, UK)
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TRADITIONAL SERVICE (FIXED
PRICE, UNINSTRUMENTED
MOMENTS)

X 83 out of 100, a stable ceiling
with no identified operating lever

X 74 out of 100 after a 9% annual
drop; the channel is outsourced and
never measured

X 63% of bookings arrive online
with no welcome script tied to the
channel

MASTERESTAURANT METHOD
(INSTRUMENTED MOMENTS + Al
DYNAMIC PRICING)

v 83 out of 100 held as the baseline to
defend; the gain is hunted in delivery (74)
and carry-out (79), where the 9-point and
4-point gaps sit

v 74 out of 100 treated as the first
front: packaging, timing and channel price
get governed before anyone touches the
dining-room menu

v 63% of online bookings link to the
guest profile and the daypart price; the
booking stops being a note and becomes
data
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No-shows by booking origin
(OpenTable)

QR-code digital menu (Sunday
2025)

QR-code payment in the U.S.
(Restolabs 2025)

Cloud POS in enterprise
chains (Spindl 2025)

Front-of-house turnover (U.S.
Bureau of Labor Statistics)

TRADITIONAL SERVICE (FIXED
PRICE, UNINSTRUMENTED
MOMENTS)

X  Search-engine bookings carry
the house baseline no-show rate

X 75% of the sector already uses
QR, almost always as a static PDF
that never changes

X  Over 70% of restaurants already
offer it, without using it to shorten the
check moment

X 52% run cloud POS as nothing
more than a cash register

X Above 70% annually front of
house and near 50% in the kitchen;
the script lives in the head of the
captain who leaves

MASTERESTAURANT METHOD
(INSTRUMENTED MOMENTS + Al
DYNAMIC PRICING)

v 40% fewer no-shows on platform
bookings, per OpenTable; that differential
funds the off-peak discount

v 75% of the sector owns the
infrastructure; the method turns it into a
variable-price and menu-engineering
surface

v" Over 70% coverage converted into
table close with zero wait; the check
stops being the moment that sinks the
review

v 52% adoption converted into the data
layer feeding Al recommendation
shortlists and the pricing engine

v' Same sector turnover assumed as a
constant: the script lives in the system,
not the person, and suggestive selling
survives the handover

Finding 1 — Why dynamic pricing sinks your rating before it moves your margin

Because guests punish price variation in the channel where they were already unhappy, and that channel is
measured: ACSI (Restaurant Study 2025) puts full-service delivery at 74 out of 100, a 9% collapse in a single
year, while the same restaurant served at the table holds at 83 and carry-out sits at 79. Nine points of gap inside
the SAME kitchen, same dishes, same cook. When a daypart pricing engine lifts the average check by 11%
without touching any of the variables a customer uses to judge whether that price is legitimate, the increase gets
charged back in full through public reviews. Margin takes a quarter to show up in the P&L; the rating drops in
fourteen days. And once it drops, winning it back costs considerably more than the margin points you gained.
ACSI (2025) scores full-service restaurants at 82 out of 100 and quick-service at 79, a three-point spread that
looks like the whole story until you open the segment.

Finding 2 — Channel, not the kitchen, explains most of the variance

Inside full service, the channel spread —83 dine-in, 79 carry-out, 74 delivery— runs TRIPLE the distance be-
tween the two segments. That average of 82 is a number nobody can decide anything with, and | suspect it is
exactly the number most dashboards display. Delivery apps average 74 in the same study, with Uber Eats at 75
and DoorDash and Grubhub tied at 73, so an operator distributing through platforms inherits a ceiling somebody
else set. Before touching a single price with Al, break your measurement out by channel: if you cannot see the
nine points, you are optimizing blind. The 2026 guest decides before crossing the door, and that is where your
pricing engine shows itself for the first time. Restroworks documents in its UK Restaurant Industry Statistics
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2025 that 63% of British restaurant bookings already happen online; OpenTable, with more than 60,000 restau-
rants in its network, reports that reservations made through its platform record 40% fewer no-shows than arrivals
from search engines.

Finding 3 — The first impression of price happens on a screen, not at the table

Translated into cash: the screen does not merely display the price, it also filters who turns up. If the algorithm
raises the nine o'clock daypart and that increase appears in the same widget where the guest confirms, you
have just turned a revenue adjustment into a brand message. Show the higher price where the reason is visible
too, or the customer will supply whatever reason they prefer. No serious operator loses today for lack of technol-
ogy. Spindl (Future trends in restaurant POS, 2025) calculates that 52% of enterprise chains already run a cloud
POS capable of unifying channels, and Restolabs (Online Ordering Statistics 2025) reports that over 70% of
U.S. restaurants already offer QR code payment, while Sunday (QR Code Ordering 2025) puts digital QR
menus at 75% of restaurants worldwide. All the wiring a dynamic price needs sits installed in three out of four
kitchens. What separates one operator from another is whether that wiring feeds service decisions or merely
prints more expensive tickets.

Finding 4 — The infrastructure is already installed; the service decision is missing

A cloud POS that reprices without telling the floor is a friction generator with an internet connection, and the
team working the tables learns about the new price from an angry customer's mouth. Here is the reading Diego
F. Parra contributes and the one that orders the Masterestaurant method: service moments get sealed in se-
quence, and dynamic pricing is the LAST link, not the entry lever. First you close the channel gap —those nine
points between 83 and 74 that ACSI (2025) measures—, then you stabilize the dining room, and only then do
you let an algorithm move the price. The reason is arithmetic, not philosophical. A pricing engine applied to an
operation scoring 74 amplifies existing dissatisfaction with every upward adjustment, because the customer
already had a complaint available and you just handed over the figure that justifies it. Applied to an operation
scoring 83, that identical adjustment passes as part of a service the guest already considers good.

Finding 5 — Sequence matters: Al pricing arrives last, never first

The technology is the same; the outcome, opposite. The traditional school believes price is a figure to optimize
and the new school knows it is a statement to be read. The same dish at 18 dollars on Tuesday and 24 on
Saturday does not say «I manage demand»: it says «l charge you more because | can», unless the surround-
ings explain the difference. Chick-fil-A illustrates the mechanism from the other side: Intouch Insight (2025) mea-
sures 98% satisfaction in its drive-thru DESPITE waits above seven minutes, because the customer under-
stands what that wait buys. A long wait with an explanation beats a short wait without one. Price works the same
way. If the engine lifts your peak daypart and you change nothing visible in that daypart's service, the guest will
pick the worst available interpretation, and write it in public with stars. Follow the thread to the end, because the
ending is predictable.

Finding 6 — What happens if you switch on the engine without fixing the floor?

Month one: average check climbs 11% and the dashboard turns green. Month two: Saturday reviews
start mentioning price and the rating slides from 4.6 to 4.2, a difference that in practice drops the venue
off the first screen of results.
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Month three: traffic in the expensive daypart falls, the algorithm reads that fall as weaker demand and LOWERS
the price, leaving you charging less than before you started and carrying damaged reputation. Add the human
factor: front-of-house turnover runs above 70% a year according to the U.S. Bureau of Labor Statistics, so the
server absorbing the complaint about the new price has been on the job six weeks and has no answer ready.
The engine did not miscalculate. It picked the wrong moment. Break your satisfaction out by channel and com-
pare it against the public benchmark before touching a price. Three figures are enough to start: your dine-in
score against ACSI's 83 (2025), your carry-out score against 79 and your delivery score against 74.

Finding 7 — What to measure on Monday morning

If any of your channels sits below its benchmark, that channel stays OUT of the pricing engine until it climbs, no
exceptions and no pilot tests. For years | argued the opposite, that dynamic pricing existed to fund the service
improvement, and | was wrong: reversing the order destroys the rating long before the improvement becomes
noticeable. With 63% of British bookings already online (Restroworks, 2025), that rating is the storefront. Lock
the engine out of your weakest channel today and let it run only where you already win. The difference is not
technological: 52% of enterprise chains already run cloud POS (Spindl, 2025) and over 70% of U.S. restaurants
already take QR payment (Restolabs, 2025). The plumbing is in. What separates one operator from another is
whether that plumbing feeds service decisions or merely prints tickets. Traditional service optimizes the average;
the Masterestaurant method optimizes the gap. When ACSI (2025) measures 83 in dine-in and 74 in delivery in-
side the SAME full-service segment, the 82 average is a number that lets you decide nothing.

Finding 8 — Where the two models genuinely part ways

The useful reading is the nine points. In pricing, the old school believes price is a number and the new school
knows price is a message. The same dish at 18 dollars on Tuesday at 3 p.m. and 24 on Saturday at 9 p.m.
reads as smart offer or as rip-off depending, almost entirely, on whether the guest knew BEFORE sitting down.
Traditional suggestive selling depends on individual talent, and with front-of-house turnover above 70% a year
per the Bureau of Labor Statistics that talent walks out twice a year. The method institutionalizes it: the Al rec-
ommendation shortlist proposes, the server picks and humanizes, and the contribution margin of the suggestion
is calculated in advance. On service recovery there is a tension almost nobody resolves. Intouch Insight (2025)
documents Chick-fil-A holding 98% drive-thru satisfaction DESPITE waits beyond seven minutes, while chains
with shorter waits score worse.

Finding 9 — Where the two models genuinely part ways — in practice

A long wait with explicit acknowledgment beats a short wait with indifference; the clock does not rule, the treat-
ment inside the clock does. Here | was wrong for years: | believed satisfaction rose by lifting the overall service
average. It does not rise there. It rises by closing the worst-scoring channel, because the one-star review gets
written by the guest who lived the 74, not the one who lived the 83.

POINT BY POINT
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Traditional service versus the Masterestaurant method, criterion by criterion

WHERE THE REVIEW IS DECIDED

A - TRADITIONAL SERVICE (FIXED PRICE, B - MASTERESTAURANT In the channel

UNINSTRUMENTED MOMENTS)
and the worst-resolved moment: the nine-

point gap between dine-in and delivery

ACSI measures (2025) has nothing to do
the score holds itself up. with the kitchen

In the food and the server: if the plate
landed right and the treatment was warm,

Verdict: Method wins. The guest writing one star lived the 74, not the 83; optimizing the average
leaves the real source of bad reviews untouched.

ROLLOUT ORDER FOR VARIABLE PRICING

A - TRADITIONAL SERVICE (FIXED PRICE, B - MASTERESTAURANT Harden the four

UNINSTRUMENTED MOMENTS)
moments first and fire up the engine last,

Fire up the Al dynamic pricing engine first once the perception of fairness is already
and tune service afterwards, on real built

reaction data.

Verdict: Method wins, and with little room for argument: variable price amplifies existing trust or

existing resentment, it never creates the former.

WHERE THE SUGGESTIVE-SELLING SCRIPT LIVES

A - TRADITIONAL SERVICE (FIXED PRICE, B - MASTERESTAURANT In the POS, as

UNINSTRUMENTED MOMENTS)
an Al recommendation shortlist with

In team training and in the accumulated contribution margin precalculated, and the

experience of the floor captain. server picks how to say it.

Verdict: Method wins on turnover arithmetic: with above 70% annual front-of-house exits (Bureau

of Labor Statistics), whatever lives in one head is lost twice a year.
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USE OF THE ONLINE BOOKING

A - TRADITIONAL SERVICE (FIXED PRICE, B - MASTERESTAURANT As the first shop
UNINSTRUMENTED MOMENTS)

window for price and expectation, using
As a diary: name, time and cover count,

the 63% online booking share
(Restroworks, 2025) and the 40% no-show

reduction by platform (OpenTable).

with no further information attached.

Verdict: Method wins. The booking is the only point where price variation can be announced
without friction, and it brings the occupancy that funds it.

HOW THE WAIT IS HANDLED

A - TRADITIONAL SERVICE (FIXED PRICE, B - MASTERESTAURANT Acknow|edging
UNINSTRUMENTED MOMENTS)

the wait explicitly and running service

Cutting times as the main service recovery inside it, without sacrificing

objective, tracking table and dispatch dispatch quality.
minutes.

Verdict: Method wins, on Intouch Insight evidence (2025): 98% drive-thru satisfaction with waits
beyond seven minutes. The clock matters less than the acknowledgment.

WHAT THE CLOUD POS IS USED FOR

A - TRADITIONAL SERVICE (FIXED PRICE, B - MASTERESTAURANT Feeding the
UNINSTRUMENTED MOMENTS)

pricing engine, the recommendations and

Taking payment, closing the till and pulling the per-channel satisfaction tagging, on
the day's sales report. the 52% enterprise adoption Spindl reports

(2025).

Verdict: Method wins. The infrastructure is already paid for across half the sector; the 2026
competitive edge lies in what you ask of it, not in owning it.
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SIDE-BY-SIDE COMPARISON

What traditional service does today SECTOR STARTING POINT

X Measures satisfaction as one global score and never splits it by channel, so the 74 in delivery stays
buried under the 82 full-service average ACSI publishes (2025).

X Treats the 63% of online bookings Restroworks documents (2025) as a diary entry: name, time,
covers, nothing else.

X Uses the QR code that 75% of the sector already has, per Sunday (2025), as a frozen PDF: same
price, same menu, same photo at 1 p.m. and at 10 p.m.

X Leaves the check moment last and uninstrumented, even though over 70% of U.S. restaurants already

offer QR payment (Restolabs, 2025).

X Trusts suggestive selling to the server's memory, in a trade where the Bureau of Labor Statistics
records front-of-house turnover above 70% a year.

X When it does switch on variable pricing, it switches first and explains later; the guest discovers the
swing on the check and reads it as abuse.

What the Masterestaurant method orders in 2026 MASTERESTAURANT

v Splits satisfaction by channel before touching anything, because the 9-point gap between dine-in (83)
and delivery (74) that ACSI measures (2025) is money already walking out.

v" Turns the booking into the first price touchpoint: with 40% fewer no-shows on platform bookings, per
OpenTable, the off-peak slot can be discounted without giving away contribution margin.

v" Makes the digital menu a live menu-engineering surface, resting on the 75% QR penetration Sunday
reports (2025).

v" Closes the table by QR and frees table turnover using the over-70% coverage Restolabs documents
(2025) for U.S. digital payment.

v Writes the suggestive-selling script into the system rather than the person, taking the Bureau of Labor

Statistics' above-70% annual turnover as a constant of the trade.

v~ Switches on Al dynamic pricing last, once the four moments already carry the perception of fairness;
variable price amplifies whatever exists, trust or resentment.

www.masterestaurant.com - Original Study - Masterestaurant Analysis of Diner Experience and Al Dynamic Pricing 2026: The Service Moments That Decide the Review an... Page 8 of 14



SIDE-BY-SIDE COMPARISON

Side-by-side comparison

Dine-in satisfaction, full
service (ACSI 2025)

Delivery satisfaction, full
service (ACSI 2025)

Online bookings as a share of
total (Restroworks 2025, UK)

No-shows by booking origin
(OpenTable)

QR-code digital menu (Sunday
2025)

QR-code payment in the U.S.
(Restolabs 2025)

Cloud POS in enterprise
chains (Spindl 2025)

Front-of-house turnover (U.S.
Bureau of Labor Statistics)

THE NUMBERS THAT MATTER
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TRADITIONAL SERVICE (FIXED
PRICE, UNINSTRUMENTED
MOMENTS)

X 83 out of 100, a stable ceiling
with no identified operating lever

X 74 out of 100 after a 9% annual
drop; the channel is outsourced and
never measured

X 63% of bookings arrive online
with no welcome script tied to the
channel

X Search-engine bookings carry
the house baseline no-show rate

X  75% of the sector already uses
QR, almost always as a static PDF
that never changes

X Over 70% of restaurants already
offer it, without using it to shorten the
check moment

X 52% run cloud POS as nothing
more than a cash register

X Above 70% annually front of
house and near 50% in the kitchen;
the script lives in the head of the
captain who leaves

MASTERESTAURANT METHOD
(INSTRUMENTED MOMENTS + Al
DYNAMIC PRICING)

v" 83 out of 100 held as the baseline to
defend; the gain is hunted in delivery (74)
and carry-out (79), where the 9-point and
4-point gaps sit

v 74 out of 100 treated as the first
front: packaging, timing and channel price
get governed before anyone touches the
dining-room menu

v 63% of online bookings link to the
guest profile and the daypart price; the
booking stops being a note and becomes
data

v 40% fewer no-shows on platform
bookings, per OpenTable; that differential
funds the off-peak discount

v 75% of the sector owns the
infrastructure; the method turns it into a
variable-price and menu-engineering
surface

v"  Over 70% coverage converted into
table close with zero wait; the check
stops being the moment that sinks the
review

v 52% adoption converted into the data
layer feeding Al recommendation
shortlists and the pricing engine

v'  Same sector turnover assumed as a
constant: the script lives in the system,
not the person, and suggestive selling
survives the handover

Page 9 of 14



The 2026 scorecard: six public figures that order the decision

83

/100

Dine-in satisfaction, full-service restaurants (2025)

1

/100

Home-delivery satisfaction, full
service, after a 9% drop (2025)

63 %

UK restaurant bookings made online (2025)

40 %

Fewer no-shows on platform
bookings versus search engines

75 %

Restaurants worldwide with QR-
code digital menus (2025)

98 %

Leading drive-thru satisfaction despite
waits beyond 7 minutes (2025)

VISUALIZATION

The numbers, visualized
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Dine-in satisfaction, full-service restaurants (2025)

/100

Home-delivery satisfaction, full service, after a 9% drop (2025)

/100

UK restaurant bookings made online (2025)

Fewer no-shows on platform bookings versus search engines

Restaurants worldwide with QR-code digital menus (2025)

Leading drive-thru satisfaction despite waits beyond 7 minutes (2025)

Sources: ACSI Restaurant and Food Delivery Study 2025 - Restroworks UK Restaurant Industry Statistics 2025 -
OpenTable, No-show diners numbers - Sunday QR Code Ordering 2025 - Intouch Insight Drive-Thru Study 2025

Chart by masterestaurant.com

REAL CASE

“We kept the pricing engine switched off for fourteen months because the first attempt cost us the rating:
we slid from 4.6 to 4.2 in one quarter with average check 11% higher, and that equation is worthless. We
only switched it back on after reordering the four moments: we put the daypart price visible inside the online
booking, which is already 63% of our covers; we wrote the suggestive-selling script into the POS instead of
leaving it in the captains' heads, since 80% of the floor turned over in two years; and we closed the check
by QR. The second time average check rose 9%, the rating recovered to 4.55, and delivery, which had
been our hole at 3.8, ended the half-year at 4.4. Variable pricing was never the problem; the order we
introduced it in was.”

— Operator of three full-service restaurants, Masterestaurant method client, Mexico City, 2026

HOW TO APPLY IT IN YOUR RESTAURANT
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How to place your restaurant in this benchmark
(and in what order to move the pieces)

@ Split your satisfaction by channel first, not by location
Before looking at technology, break your rating into three numbers: dining room, carry-out and
delivery. ACSI (2025) sets the external reference at 83, 79 and 74 out of 100 in full service. If
your delivery sits below 74 while your dining room clears 83, leave the dining-room menu alone:
the leak is not there. A single-unit operator does this split in one afternoon using the last ninety
days of reviews, tagging each by channel; a multi-unit group needs the POS to tag it at source,
and the 52% of enterprise chains already running in the cloud per Spindl (2025) can do it

without buying anything new.

@ Harden the booking moment before the pricing moment
With 63% of bookings already online as Restroworks documents (2025) for the UK, the booking
is your first shop window for price and expectation. The daypart and its rate belong there, with
no fine print. The economics back it up: OpenTable reports 40% fewer no-shows on platform
bookings than on search-engine arrivals, and that occupancy differential is exactly what funds
an off-peak discount without touching contribution margin. Write the policy in one line that fits
inside the confirmation message; if it does not fit in one line, it is too complicated for the guest to
read as fair.

@ Turn the QR you already own into a menu-engineering surface
Some 75% of restaurants worldwide already use QR codes for menus, per Sunday (2025), and
over 70% of U.S. venues already accept QR payment, per Restolabs (2025). That infrastructure,
currently frozen in a PDF, is the only layer where Al dynamic pricing can express itself without
reprinting menus. Start with six dishes: the two with the highest contribution margin, the two with
the highest turnover and two sleeping stars. Move only those six by daypart, in single-digit
percentage swings, and hold food cost per dish at the 32% ceiling the Masterestaurant method
sets. Everything else stays fixed; guests need stable anchors to read variation as an offer.

@ Install suggestive selling in the system, because the floor leaves twice a year
The Bureau of Labor Statistics records turnover above 70% annually front of house and close to
50% in the kitchen. Against that constant, any script living in a captain's memory evaporates
within six months. Load Al recommendation shortlists into the POS: three suggestions per main
course, each with its contribution margin already calculated, and let the server choose which
one and how to say it. Measure the effect on average check per server, not on house average.
And when you train, train service recovery with the Intouch Insight (2025) lesson: Chick-fil-A
holds 98% drive-thru satisfaction with waits beyond seven minutes because it acknowledges the
wait out loud. Acknowledging beats accelerating.
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FAQ

Questions owners ask me about this benchmark

Does Al dynamic pricing burn customer experience (CX)?

Not on its own: it burns when the guest discovers the swing on the check instead of at booking. With 63% of
bookings already online per Restroworks (2025), you own a channel to announce the daypart and its rate before
anyone sits down. Announced early, variable price reads as an offer; discovered late, it reads as deception.

Which service moment weighs most on the review?

The whole channel weighs more than any isolated moment: ACSI (2025) measures 83 out of 100 in full-service
dine-in against 74 in home delivery, nine points of gap from one kitchen. Inside the venue, the check moment
sinks the score hardest, and it is also the easiest to fix with the QR payment over 70% of the U.S. sector already
offers (Restolabs, 2025).

Is service recovery training worth it if my floor turns over above 70% a year?

It is worth it, but only if the script lives in the system rather than the person. The Bureau of Labor Statistics
records front-of-house turnover above 70% annually, so individual training evaporates. Load the recovery
response into the POS and train judgment, not lines: Intouch Insight (2025) documents 98% drive-thru
satisfaction with waits beyond seven minutes when the wait gets acknowledged out loud.

What restaurant NPS should | hold before touching prices?

Before NPS, look at your channel split against the public references: 83 dine-in, 79 carry-out and 74 delivery in
full service per ACSI (2025), and 79 in quick service. If your worst channel falls below those references, fix the
channel first. Al dynamic pricing multiplies whatever already exists, and multiplying weak service only speeds up
the rating's decline.

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
Satisfaccion lider en drive-thru (Chick- 98% de satisfaccion pese a esperas .
] Intouch Insight 2025
fil-A) de 7+ min (2025)
Lineas de drive-thru con IA de voz: 3 min 53 s pero solo 83% de .

. L L. Intouch Insight 2025
velocidad y precision precision (2025)
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Metric Benchmark 2026 Source

Reservas por OpenTable y 40% menos no-show que reservas
. OpenTable
probabilidad de no-show por buscadores
Experiencias prepagadas y reduccion
Hasta 44% menos no-shows OpenTable
de no-shows
Impacto de no-shows en restaurante 6 no-shows = 5% de los ingresos
OpenTable
de 40 asientos de la noche
Automatizacion y reduccioén de errores . Toast 2025 (encuesta a 712
] -25% de errores de pedido (2025) o
de pedido tomadores de decision)
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https://www.opentable.com/restaurant-solutions/resources/no-show-diners-numbers/
https://www.opentable.com/restaurant-solutions/resources/no-show-diners-numbers/
https://www.opentable.com/restaurant-solutions/resources/no-show-diners-numbers/
https://pos.toasttab.com/blog/data/ai-in-restaurants
https://pos.toasttab.com/blog/data/ai-in-restaurants

