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Masterestaurant Analysis of Menu Design
and Margin 2026: how to design a menu
that increases profit (myth vs reality)

By Diego F. Parra · Updated 2026-09-16 · Menu & Menu Engineering

Q U I C K  V E R D I C T

How to design a menu that increases profit, in one line: design by CONTRIBUTION
MARGIN in dollars, never by food cost percentage, and lean on the cited fact that 71% of
diners decide their order based on menu layout and placement (OneHubPOS, Menu
Engineering 2024). The myth says lowering food cost raises profit; the reality is that a 24%
food cost dish yielding $4 of margin gives you less cash than a 31% dish yielding $9, and
the menu you print decides which one sells. Add that 56% of diners chose items with
descriptive labels in the Cornell experiment (Wansink), that more than 75% prefer smaller
portions for less money (National Restaurant Association, State of the Restaurant Industry
2024) and that 36% would order less often under dynamic pricing (Capterra, 2024), and
you hold the three real levers: which dish is seen first, what it is called, and in what size it
is offered.
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· 2026-09-16

INTELLECTUAL PROPERTY OF MASTERESTAURANT® — EXCLUSIVE FOR SECTOR LEADERS

A menu is not a catalogue: it is the only salesperson working every single shift, with no wages and no day off.
Yet in most restaurants that reach a consulting engagement, the menu gets redesigned for aesthetics or for the
chef's whim, never for the contribution margin each line delivers. That is the gap this analysis tries to close with
cited public data, because the evidence sits scattered across reports nobody cross-reads.

Diego F. Parra and Masterestaurant publish this synthesis with one uncomfortable rule up front: there are no
house numbers here. Every figure you are about to read comes from an external organization with a name and
a year — National Restaurant Association, Toast, Datassential, Circana, Cornell Food & Brand Lab, M Science,
Capterra — and what we contribute is the reading: which decision each data point triggers on your menu, your
average check and your break-even.

The reading frame is the usual one in the Masterestaurant method: standard recipe before portion costing,
portion costing before price, price before layout, layout before campaign. Skipping a rung produces beautiful
menus that move no EBITDA. You will see it in the scorecard, where segment breakdown — QSR, fast casual,
full service — shifts the healthy range of each metric enough to invalidate any single benchmark.

One note of honesty before we go in. The data we synthesize is mostly United States, window 2023-2025, and
moving it to Spanish-speaking markets requires adjusting purchasing power and cost structure. That does not
void it; it qualifies it. Where geographic bias weighs most, I say so in the relevant line instead of hiding it behind
an average.

S I D E - B Y- S I D E  C O M PA R I S O N

OPERATING MYTH

(WHAT PEOPLE

BELIEVE)

CITED REALITY (EXTERNAL DATA + YEAR)

Real sales lever on the menu
(full service)

✕ Myth: the photo
and the low price rule;
layout is cosmetics.

✓ Reality: 71% of diners decide their order based on
menu layout and placement (OneHubPOS, Menu
Engineering 2024).

Effect of the dish name (casual
/ full service)

✕ Myth: describing a
dish is literary filler
nobody reads.

✓ Reality: 56% chose dishes with descriptive labels
in the Cornell Food & Brand Lab experiment (Wansink).

Portion size and price (single
unit and multi-unit)

✕ Myth: a bigger
portion at the same
price is what builds
loyalty.

✓ Reality: more than 75% prefer smaller portions for
less money (National Restaurant Association, State of
the Restaurant Industry 2024).

Side-by-side comparison
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OPERATING MYTH

(WHAT PEOPLE

BELIEVE)

CITED REALITY (EXTERNAL DATA + YEAR)

Value combos and average
check (QSR)

✕ Myth: a cheap
combo cannibalizes the
check and sinks
margin.

✓ Reality: checks on orders with the $5 Meal Deal
ran 12% higher than those without it, with ≈25%
penetration at McDonald's against ≈10% at Burger
King (M Science via Restaurant Business, 2024).

Dynamic pricing on digital
menus (fast casual)

✕ Myth: moving
prices by the hour is
pure revenue
optimization.

✓ Reality: 36% of consumers would order less often
if the restaurant applies dynamic pricing (Capterra,
2024 survey).

Attributes that support price
(casual and full service)

✕ Myth: the guest
only compares price
against the place next
door.

✓ Reality: 72% would pay more at restaurants with
sustainability and 18% would pay 6% to 10% more
(Toast, Restaurant Sustainability Survey 2025); ≈44%
are motivated by locally sourced ingredients (Toast,
2025).

Growing categories for a menu
redesign (all formats)

✕ Myth: protein,
spicy and plant-forward
are social media fads.

✓ Reality: 38% would pay more for protein-rich
dishes (Nation's Restaurant News, 2025); more than
half would buy a dish labeled 'spicy' in 2025 against
39% in 2015 (Datassential, Spicy Food Trends 2025); 1
in 3 would pay more for plant-forward (Datassential,
2024).

Personalization and loyalty
(multi-unit, 3-10 locations)

✕ Myth:
personalization is a
luxury for large AI-
equipped chains.

✓ Reality: 62% of customers would lose loyalty
without a personalized experience (Nation's Restaurant
News, 2024).

A profitable menu is engineered by CONTRIBUTION MARGIN in dollars per dish, not by food cost per‐
centage, because the bank takes currency and never percentage points.

A ceviche costed at 30% that leaves 11 dollars of margin and turns three times per shift contributes 33 dollars; a
pasta at 22% that leaves 5 and sells once contributes 5. The percentage rewards the second dish while the
cash register rewards the first, and that contradiction explains why so many handsome redesigns fail to move
EBITDA by a single point. The external support for putting design at the center is blunt: according to
OneHubPOS (Menu Engineering 2024), 71% of diners decide their order based on the design and placement of
items on the menu. If seven out of ten decide by looking, the order of your lines is a financial decision. Put your
four or five highest dollar-margin dishes in the zones of strongest visual fixation, and push the low-margin ones
down even when the chef defends them.

Finding 1 — Why should a menu be engineered
by dollar margin instead of food cost percentage?
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The evidence that placement rules is already published: OneHubPOS (Menu Engineering 2024) records that
71% of customers decide based on design and placement, so moving one line three rows up is the same as hir‐
ing a free salesperson for that dish. An honest concession belongs here: visual fixation varies by format and by
medium, and a tablet menu is not read the way paper is. The principle still holds. Diego F. Parra and
Masterestaurant always work in the same order — standard recipe, portion costing, price, design — because
skipping a step produces beautiful menus that nobody can defend in front of a board. Descriptive labels raise
sales of the described item in a measurable way. In the Cornell University Food & Brand Lab experiment led by
Brian Wansink, 56% of diners chose the dishes carrying a descriptive label over the very same dishes listed in
bare terms. Translated to your menu: «sirloin» and «21-day dry-aged sirloin, finished in its own jus» carry identi‐
cal raw material cost and produce two different sales numbers.

What changes is not the plate, it is the expectation the guest orders with. The recurring mistake is writing the
long description on EVERY line, which kills the contrast and tires the reader out. Describe in full what you want
to sell — the four or five with the highest margin — and leave the rest in two words. More than 75% of cus‐
tomers prefer smaller portions for less money, according to the National Restaurant Association (State of the
Restaurant Industry 2024). That figure breaks the reflex of defending the big plate as a synonym for perceived
value. If you offer a half portion at a price that preserves the dollar margin, the individual check drops but fre‐
quency and cross-consumption rise, and plate waste coming back from the table falls too. Circana (2024) rein‐
forces the direction: 37% of consumers were looking for quick bites instead of large meals in 2024, against 36%
in 2023 and 29% in 2010.

That is a fifteen-year trend, not a seasonal fad. The condition without which none of it works: the half portion
needs its own standard recipe, never the big plate's cost divided by two. Run the whole scenario before you
touch the price list. You apply a flat 8% increase to recover margin, average check rises immediately and month
one looks like a win; then the mix shifts, guests migrate toward the dishes they perceive as cheaper — usually
the worst dollar-margin ones, because nobody reviewed them — and by month three aggregate margin sits be‐
low where it started, with less traffic. And if you also try dynamic pricing, the risk is documented: Capterra (2024
survey) found that 36% of consumers would order LESS frequently at restaurants using dynamic pricing.
Redesigning the mix carries no such reputation cost. That is why the order I defend is this: margin per line first,
placement second, and price only once the first two levers are exhausted.

There are attributes guests say they will pay more for, and each one is a margin opportunity when it is communi‐
cated on the menu. Toast (Restaurant Sustainability Survey 2025) reports that 72% of diners would pay more at
restaurants with sustainability practices, with 18% willing to pay 6% to 10% more; that same study places rough‐
ly 44% of diners as more motivated by locally sourced ingredients. On protein the movement is just as clear:
Nation's Restaurant News (2025) measures 38% of consumers willing to pay more for protein-rich dishes, and
Datassential via CNBC (2025) found that about one in three consumers said they loved high-protein dishes in
the second quarter of 2025, against 24% three years earlier. The warning: claim it only if the kitchen can sustain
it every single shift. A combo designed with a head on its shoulders raises average check instead of cannibaliz‐
ing it.

Finding 2 — Placement is a cash decision, not an aesthetic one

Finding 3 — Describing a dish sells more than naming it, and it has been measured

Finding 4 — Smaller portions at the right price: the lever almost nobody pulls

Finding 5 — The attributes guests actually pay for: sustainability, protein and local sourcing
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The most documented case of 2024 is McDonald's $5 Meal Deal: M Science, cited by Restaurant Business
(2024), measured that checks on orders including the combo ran 12% HIGHER than orders without it, and that
close to 25% of McDonald's customers ordered it, against roughly 10% at Burger King. The reading for your op‐
eration: the combo does not work as a discount, it works as an anchor that reorders the decision and drags a
high-margin item — drink, side, dessert — into the same ticket. Build the combo out of two low-margin dishes
and you are giving margin away with a ribbon on it. Build it with a traffic anchor plus a profitable passenger.
Measure dollar contribution margin and turns per dish every month, then pull or redesign whatever sits in the
low-low quadrant for two consecutive cycles. That is the real work; everything else is environmental signal that
helps you decide what comes in.

Datassential (Spicy Food Trends 2025) records that more than half of consumers would buy a dish labeled spicy
in 2025, against 39% in 2015, and Datassential (2025) measures 47% who ate globally influenced food in the
past week. Circana (2025) adds 32% of casual dining guests interested in ordering a mocktail, a category with
beverage margin and no liquor license cost. Start this week with a single task: calculate the dollar margin of your
ten best-selling dishes and rank them from highest to lowest. The decorative menu is measured in food cost per‐
centage; the profitable menu is measured in contribution margin per dish and per service hour, which is what
covers break-even. A ceviche at 30% yielding $11 of margin and turning three times per shift beats a pasta at
22% yielding $5 that leaves the kitchen once. The decorative menu places items by culinary category; the prof‐
itable menu places them by where the eye travels, a criterion with measurable support: 71% of diners decide
their order based on layout and placement (OneHubPOS, Menu Engineering 2024).

The decorative menu names dishes; the profitable menu describes them. The Cornell Food & Brand Lab experi‐
ment led by Brian Wansink recorded 56% choosing items with descriptive labels, and that difference costs noth‐
ing in ingredients. The decorative menu assumes the guest always wants more food; the profitable menu sells
size. More than 75% of customers prefer smaller portions for less money (National Restaurant Association,
State of the Restaurant Industry 2024), and 37% seek quick bites instead of large meals, against 29% in 2010
(Circana, 2024). The decorative menu fears the combo; the profitable menu uses it as traffic entry with anchor‐
ing: orders including the $5 Meal Deal carried a 12% higher check than those without it (M Science via
Restaurant Business, 2024). The combo did not cannibalize the ticket, it lifted it, because the guest completed
the order.

The decorative menu chases trends without verifying willingness to pay; the profitable menu only promotes what
someone pays for: 38% for protein-rich dishes (Nation's Restaurant News, 2025), 72% for sustainability with
18% willing to pay 6% to 10% more (Toast, 2025), 32% of casual dining guests interested in mocktails (Circana,
2025). The decorative menu changes prices on the fly through the digital menu; the profitable menu knows that
move carries a documented demand cost: 36% of consumers would order less often under dynamic pricing
(Capterra, 2024). Price moves by engineering, not by a loose algorithm.

Finding 6 — A well-built combo lifts the check, and there is a public case with a number

Finding 7 — The scorecard: what to measure monthly so the menu does not decay

Finding 8 — Seven differences between a decorative menu and a menu that pays payroll

Finding 9 — Seven differences between a decorative
menu and a menu that pays payroll — in practice

P O I N T  B Y  P O I N T
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Compared analysis: designing by food cost
versus designing by contribution margin

METRIC THAT GOVERNS THE DECISION

A ·  O P E R AT I N G  M Y T H  ( W H AT  P E O P L E
B E L I E V E )

Food cost percentage per dish, with the
32% cap treated as a target to chase
downward.

B  ·  M A S T E R E S TA U R A N T Contribution

margin in dollars per dish, crossed against
real order counts from the last 90 days.

Verdict: Contribution margin wins. The percentage is a cost-control constraint; dollars are what
covers break-even and shows up in EBITDA.

PLACEMENT CRITERION ON THE PAGE

A ·  O P E R AT I N G  M Y T H  ( W H AT  P E O P L E
B E L I E V E )

Traditional culinary order — appetizers,
mains, desserts — with no margin
hierarchy inside the block.

B  ·  M A S T E R E S TA U R A N T High-margin

dishes in the first third of each block,
supported by 71% deciding on layout and
placement (OneHubPOS, 2024).

Verdict: Margin-driven placement wins. Culinary order stays as structure, but inside each block
margin rules.
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PRICE TREATMENT UNDER INGREDIENT INFLATION

A ·  O P E R AT I N G  M Y T H  ( W H AT  P E O P L E
B E L I E V E )

Flat increase across the menu, 6% to 9%,
to protect the global food cost percentage.

B  ·  M A S T E R E S TA U R A N T Selective

repricing by demand elasticity, with a small
format as alternative: more than 75%
prefer a smaller portion for less money
(National Restaurant Association, 2024).

Verdict: Selective repricing with a small format wins. A flat increase punishes anchor dishes and
pushes guests into direct price comparison.

USE OF CONSUMER TRENDS

A ·  O P E R AT I N G  M Y T H  ( W H AT  P E O P L E
B E L I E V E )

Adding viral trends without verifying
willingness to pay, with high dish turnover
and waste during the trial.

B  ·  M A S T E R E S TA U R A N T Only attributes

with documented willingness to pay reach
the menu: 38% for high protein (Nation's
Restaurant News, 2025) and 72% for
sustainability (Toast, 2025).

Verdict: The willingness-to-pay filter wins. A trend without supported pricing adds BOH complexity
and moves no margin.

MENU SUPPORT: PHYSICAL, QR OR BOTH

A ·  O P E R AT I N G  M Y T H  ( W H AT  P E O P L E
B E L I E V E )

QR only, argued on printing savings and
instant price updates.

B  ·  M A S T E R E S TA U R A N T Physical menu

as the main experience piece, plus QR as
a complement for delivery, allergens, price
updates and analytics.

Verdict: BOTH win, each with its role. Removing the physical menu hands service pace and
suggestive selling to the guest's phone, and that gets paid in average check.
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REVIEW FREQUENCY

A ·  O P E R AT I N G  M Y T H  ( W H AT  P E O P L E
B E L I E V E )

Annual or seasonal redesign, driven by
aesthetics and the chef's novelty.

B  ·  M A S T E R E S TA U R A N T Sales mix and

margin cut every 30 days, redesign when
two consecutive cuts show drift.

Verdict: Monthly review with conditional redesign wins. Seasonality gets handled through off-
menu specials, not by reprinting the whole menu.

S I D E - B Y- S I D E  C O M PA R I S O N

What the myth makes you do with the menu M Y T H

Chasing food cost percentage dish by dish and dropping high-margin items because 'they cost too
much'.

✕

Redesigning the menu for aesthetics every season without measuring contribution margin line by line.✕

Lengthening the menu believing more options capture more guests, with a card that scatters the order
and punishes table turnover.

✕

Raising prices a flat 8% across the whole menu when inflation bites, ignoring demand elasticity by
category.

✕

Killing the physical menu and keeping only the QR to 'save on printing', which surrenders control of
service pace.

✕

Treating the dish description as filler and leaving dry names that cannot support price.✕
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What the cited reality forces you to do M A S T E R E S TA U R A N T

Sort the menu by contribution margin in dollars and by popularity, the classic menu engineering matrix,
and decide with both variables together.

✓

Place high-margin dishes where the eye lands first, because 71% decide based on layout and
placement (OneHubPOS, 2024).

✓

Write descriptions with origin, technique and sensation: 56% chose descriptively labeled dishes at
Cornell (Wansink).

✓

Offer a smaller format at a lower price as its own product, not as a penalty: more than 75% prefer it
(National Restaurant Association, 2024).

✓

Keep the PHYSICAL menu as the main experience piece and the QR as a complement for delivery,
allergens and price updates.

✓

Use the attributes guests actually pay for — protein, sustainability, local sourcing — before touching
the base price (Nation's Restaurant News 2025; Toast 2025).

✓

S I D E - B Y- S I D E  C O M PA R I S O N

OPERATING MYTH

(WHAT PEOPLE

BELIEVE)

CITED REALITY (EXTERNAL DATA + YEAR)

Real sales lever on the menu
(full service)

✕ Myth: the photo
and the low price rule;
layout is cosmetics.

✓ Reality: 71% of diners decide their order based on
menu layout and placement (OneHubPOS, Menu
Engineering 2024).

Effect of the dish name (casual
/ full service)

✕ Myth: describing a
dish is literary filler
nobody reads.

✓ Reality: 56% chose dishes with descriptive labels
in the Cornell Food & Brand Lab experiment (Wansink).

Portion size and price (single
unit and multi-unit)

✕ Myth: a bigger
portion at the same
price is what builds
loyalty.

✓ Reality: more than 75% prefer smaller portions for
less money (National Restaurant Association, State of
the Restaurant Industry 2024).

Side-by-side comparison
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OPERATING MYTH

(WHAT PEOPLE

BELIEVE)

CITED REALITY (EXTERNAL DATA + YEAR)

Value combos and average
check (QSR)

✕ Myth: a cheap
combo cannibalizes the
check and sinks
margin.

✓ Reality: checks on orders with the $5 Meal Deal
ran 12% higher than those without it, with ≈25%
penetration at McDonald's against ≈10% at Burger
King (M Science via Restaurant Business, 2024).

Dynamic pricing on digital
menus (fast casual)

✕ Myth: moving
prices by the hour is
pure revenue
optimization.

✓ Reality: 36% of consumers would order less often
if the restaurant applies dynamic pricing (Capterra,
2024 survey).

Attributes that support price
(casual and full service)

✕ Myth: the guest
only compares price
against the place next
door.

✓ Reality: 72% would pay more at restaurants with
sustainability and 18% would pay 6% to 10% more
(Toast, Restaurant Sustainability Survey 2025); ≈44%
are motivated by locally sourced ingredients (Toast,
2025).

Growing categories for a menu
redesign (all formats)

✕ Myth: protein,
spicy and plant-forward
are social media fads.

✓ Reality: 38% would pay more for protein-rich
dishes (Nation's Restaurant News, 2025); more than
half would buy a dish labeled 'spicy' in 2025 against
39% in 2015 (Datassential, Spicy Food Trends 2025); 1
in 3 would pay more for plant-forward (Datassential,
2024).

Personalization and loyalty
(multi-unit, 3-10 locations)

✕ Myth:
personalization is a
luxury for large AI-
equipped chains.

✓ Reality: 62% of customers would lose loyalty
without a personalized experience (Nation's Restaurant
News, 2024).

T H E  N U M B E R S  T H AT  M AT T E R

The scorecard: seven external figures governing your menu design in 2026

71%
of diners decide their order based
on menu layout and placement

56%
chose dishes with descriptive
labels in the Cornell experiment
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75%
of customers prefer smaller

portions for less money (more than)

12%
higher check on orders including the
$5 Meal Deal versus orders without it

36%
of consumers would order less often if
dynamic pricing appears on the menu

72%
would pay more at restaurants with
sustainability; 18% would pay 6% to 10% more

38%
of consumers would pay more for protein-rich dishes

V ISUAL I ZAT ION

The numbers, visualized
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of diners decide their order based on menu layout and placement

71%

chose dishes with descriptive labels in the Cornell experiment

56%

of customers prefer smaller portions for less money (more than)

75%

higher check on orders including the $5 Meal Deal versus orders without it

12%

of consumers would order less often if dynamic pricing appears on the menu

36%

would pay more at restaurants with sustainability; 18% would pay 6% to 10% more

72%

Sources: OneHubPOS — Menu Engineering 2024 · Cornell University Food & Brand Lab (Wansink) · National
Restaurant Association — State of the Restaurant Industry 2024 · M Science via Restaurant Business — 2024 ·
Capterra — 2024 survey

Chart by masterestaurant.com

R E A L  C A S E

“We arrived with 84 items on the menu and a declared food cost of 29%, convinced the problem was the
supplier. Costing by portion with standard recipes surfaced 19 lines whose contribution margin never
passed $3.10, and together the top three of them accounted for barely 4% of monthly orders. We cut those
19, rewrote 22 descriptions with origin and technique, moved six high-margin dishes into the first third of
each block and opened a small format on four appetizers. In eleven weeks the average check went from
$18.40 to $21.05 and monthly contribution margin rose $16,800 with the same cover count. We did not
change a single supplier.”

— Operations director of a three-unit casual dining group, consulting work under the
Masterestaurant method

H O W  T O  A P P LY  I T  I N  Y O U R  R E S TA U R A N T
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How to position yourself: four steps to
redesign the menu by margin, not by taste

1 1. Standard recipe and portion costing before touching layout
Nobody designs a profitable menu on approximate costs. Build the standard recipe for every
dish with real gram weights, waste included, and calculate portion costing down to the cent;
remember that in the Masterestaurant method a dish's food cost caps at 32% and that cap is the
MAXIMUM tolerable, not a target, while payroll, rent and utilities never load onto the plate
because they live in break-even. With that figure in hand, calculate contribution margin in dollars
per line. Cross it against the last 90 days of order counts from the POS and you already hold the
menu engineering matrix without buying any software. This step usually takes four to six
working days on a 60-item menu, and it is the one that allows no shortcut.

2 2. Surgical pruning: cut the dishes that hurt profitability
With the matrix ready, identify low-margin, low-popularity lines — the dogs, in classic menu
engineering language — and cut them without sentiment, unless they serve as a price anchor or
cover a dietary restriction. Every removed dish frees inventory space, reduces BOH complexity
and speeds up table turnover. Keep in mind here that 25% of consumers avoid products
containing major allergens (Food Allergy Research & Education), so before pruning verify you
are not orphaning that segment. A short, well-costed menu almost always beats a long menu
with blind margins, because it concentrates spending where you earn.

3 3. Rewrite names and descriptions, then reorder the page
Now comes layout. Place high-margin dishes in the first third of each visual block, because 71%
of diners decide their order based on menu layout and placement (OneHubPOS, Menu
Engineering 2024). Rewrite descriptions with origin, technique and texture: in the Cornell Food
& Brand Lab experiment 56% chose items with descriptive labels. Add the attributes guests
actually pay for — local sourcing, which motivates ≈44% (Toast, 2025); high protein, for which
38% would pay more (Nation's Restaurant News, 2025) — and avoid the right-aligned price
column, which invites vertical price comparison instead of reading dishes.

4 4. Publish on a physical menu plus QR, and measure every 30 days
Print the physical menu, always, and publish the QR as a complement. The physical menu
governs service pace, menu narrative and suggestive selling; the QR handles delivery,
accessibility, allergens, price updates and per-dish view analytics. Never swap one for the other.
Then measure: average check, sales mix by line, monthly contribution margin and table
turnover, on a 30-day cut. If you plan to move prices on the digital menu, do it by engineering
rather than in real time, because 36% of consumers would order less often under dynamic
pricing (Capterra, 2024). Three monthly cuts are enough to know whether the redesign worked.
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FA Q

How many items should a profitable menu have?

There is no magic number, but the criterion is clear: each dish must justify its space with contribution margin or
with a strategic role. In casual dining, menus of 35 to 55 lines usually sustain a healthy mix; above 70 you
almost always find dishes that hurt profitability and complicate the BOH. Cost by portion before deciding.

Is lowering food cost the right way to increase profit?

No. Food cost percentage is a constraint, not a goal: in the Masterestaurant method 32% is the maximum
tolerable per dish, never the target. What pays payroll is contribution margin in dollars multiplied by orders. A
31% dish yielding nine dollars beats a 22% dish yielding four, every time.

Should I drop the physical menu and keep only the QR menu?

You should not, and Masterestaurant always recommends keeping both. The physical menu controls service
pace, menu narrative and suggestive selling, which is where average check gets built. The QR is a complement:
delivery, accessibility, allergens, price updates and analytics. Each has its role, and swapping one for the other
costs you experience and cash.

Does dynamic pricing raise menu margin?

Only with real caution. According to Capterra (2024 survey), 36% of consumers would order less often if the
restaurant applies dynamic pricing, so the gain in peak hours can leak away in frequency. It works better as a
promotional window during off-peak hours than as continuous variation visible on the digital menu.

What does a small restaurant gain by describing its dishes better?

It gains sales mix without spending on ingredients. In the Cornell Food & Brand Lab experiment, 56% of diners
chose items carrying descriptive labels, and rewriting 20 descriptions costs one afternoon of work. It is the single
best effort-to-return intervention in the entire menu redesign.

Questions that always come up during a menu redesign

D ATA  &  S O U R C E S

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

Metric Benchmark 2026 Source

Bowls de smoothie con declaración plant-
based en menús (EE. UU.)

+24,4% en el último año
Technomic vía CSP Daily
News — 2024

Sector data 2026 (official sources)
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Metric Benchmark 2026 Source

Lattes helados con declaración plant-based en
menús (EE. UU.)

+22,9% en el último año
Technomic vía CSP Daily
News — 2024

Ventas totales de bebidas ('sips') en EE. UU.
USD 490 mil millones en 2025 (≈3%
de crecimiento)

Circana — 2025

Proyección de crecimiento de mocktails en
foodservice (EE. UU.)

+97% adicional hasta 2028 Circana — 2025

Comensales de casual dining interesados en
pedir un mocktail

32% de los comensales Circana — 2025

Tamaño de la categoría de bebidas sin alcohol
('alcohol-free', EE. UU.)

Más de USD 1.000 millones para
fin de 2025

Circana — 2025

C O M M U N I T Y

Join our MASTERESTAURANT Community for FREE

Restaurant owners and teams from 43 countries sharing knowledge, tools and applied AI — straight to
your WhatsApp.

Join the community
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