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QUICK VERDICT

Digital bookings and orders are growing, but they are not growing for you at the same
rate: the global restaurant online ordering system market is worth USD 40.89 billion in
2025 at a 14.2% CAGR according to Business Research Insights (2025), and yet the
decision that moves EBITDA is not whether to enter the digital channel but what share of
sales runs through a commission-based marketplace versus your own infrastructure. The
MYTH says digitising bookings and orders lifts margin on its own. The REALITY, read
across the sources we synthesise below, is that the digital channel raises average ticket
and table turnover while shifting between 15 and 30 points of commission onto
contribution margin when the whole book rests on marketplaces. An operator who
digitises without moving the channel mix bills more and earns less.
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Expert synthesis - cited industry sources - 19 min read

INTELLECTUAL PROPERTY OF MASTERESTAURANT® — EXCLUSIVE FOR SECTOR LEADERS

A three-unit operator showed me his quarterly sales dashboard with legitimate pride: 31% more orders than the
prior year, all of them digital. Then we opened the P&L and contribution margin had dropped four points. No

accounting error anywhere. What we found was a channel mix nobody had decided, one that assembled itself

order by order while the team celebrated volume.

This analysis organises what public sector sources say about digital bookings and orders in 2026, then lays a
working consultant's reading on top of it. Diego F. Parra and Masterestaurant sign the SYNTHESIS and the

interpretation; every figure belongs to the organisation cited on its line, carrying its year and its segment

breakdown whenever the publisher provides one.

The macro picture is not in dispute. Europe's online delivery market reached USD 157.86 billion in 2025 with a
6.89% CAGR toward USD 220.30 billion by 2030 according to Statista Market Forecast (2025), while Latin
America moved USD 30.52 billion in 2025 per Grand View Research (2025). That volume is not the question.
The question is how much of it still carries margin by the time it reaches your kitchen.

SIDE-BY-SIDE COMPARISON

Side-by-side comparison

Size of the software market
behind it (2025)

In-store capture hardware
(QSR and fast casual)

Transactional backbone

(single unit to multi-unit)

Management layer and KPI
dashboards (3-10 units)
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DIRECT CHANNEL (WEB, APP,
KIOSK, INTEGRATED POS)

X Restaurant online ordering
systems: USD 40.89 bn in 2025, 14.2%
CAGR (Business Research Insights,
2025)

X Self-service kiosks: USD 37.20 bn
in 2025, up from USD 34.40 bn in 2024,
10.9% CAGR to 2030 (Restroworks /
Grand View Research, 2025)

X Restaurant POS software: USD
16.43 bn in 2025 toward USD 27.80 bn
by 2033, 6.8% CAGR (SkyQuest
Technology, 2025)

X Restaurant management software:
USD 6.54 bn in 2025 toward USD
14.73 bn by 2031, 14.52% CAGR
(Mordor Intelligence, 2025)

THIRD-PARTY MARKETPLACE
(DELIVERY APPS)

v' Europe online delivery: USD
157.86 bn in 2025 toward USD 220.30
bn by 2030, 6.89% CAGR (Statista
Market Forecast, 2025)

v" No owned capture point: the order
happens inside the intermediary's app,
outside your POS

v Manual or middleware
reconciliation; guest data never lands
in your own POS

v' Marketplace dashboard: channel

metrics, never your unit economics
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Predictive decision layer
(multi-unit)

Kitchen coordination and
ticket times (full service and
QSR)

Shift scheduling tied to digital
demand

DIRECT CHANNEL (WEB, APP,
KIOSK, INTEGRATED POS)

X Predictive analytics: USD 17.49 bn
in 2025 toward USD 100.20 bn by
2034, 21.40% CAGR (Precedence
Research, 2025)

X Kitchen Display Systems: ~USD
520 m in 2024, ~7.15% CAGR 2025-
2030 (MarkNtel Advisors, 2024)

X Restaurant scheduling software:
USD 1.46 bn in 2025 toward USD 3.12

THIRD-PARTY MARKETPLACE
(DELIVERY APPS)

v'  The intermediary's forecast is
tuned to its own marketplace, not to
your prime cost

v Tickets arrive printed or on a
parallel tablet; the KDS never sees the
full queue

v Unforecast demand peaks: the

shift gets covered after the fact, on

bn by 2035, 7.9% CAGR (Restroworks, overtime

2025)

Finding 1 — What is the digital ordering market actually worth in 20267

The global restaurant online ordering system market is worth USD 40.89 billion in 2025 and grows at
14.2% a year according to Business Research Insights (2025), a figure worth reading with a calculator at
hand rather than with enthusiasm.

Underneath that headline sit two different economies: Europe moved USD 157.86 billion in online delivery dur-
ing 2025, heading toward USD 220.30 billion by 2030 at a 6.89% CAGR according to Statista Market Forecast
(2025), while Latin America closed 2025 at USD 30.52 billion per Grand View Research (2025), up from USD
23.78 billion in 2024 with an 8.1% CAGR through 2030. Europe grows more slowly in percentage terms because
its base is enormous; Latin America grows faster on a base five times smaller. Translated to your cash register:
the channel expands, yes, but channel speed says absolutely nothing about the margin that channel leaves you.

Finding 2 — The channel mix nobody decided

A digital channel that grows without you deciding its relative weight ends up eating your contribution margin, and
that is the most expensive operating finding in this synthesis. Think of it backwards: if 31% of additional orders
arrives entirely through a marketplace charging double-digit commission, that growth consumes margin instead
of creating it, and the P&L records the fact even while the sales dashboard celebrates. The arithmetic is stub-
born. With a 30% food cost on a USD 20 ticket you keep USD 14 of gross margin; a 28% commission takes
USD 5.60 and leaves USD 8.40 before touching payroll, packaging or the cost of one badly assembled order.
That same ticket sold through your own channel leaves USD 12.60 when payment processing costs 2.5%. The
per-order gap, USD 4.20, multiplied by 40 daily orders, adds up to USD 61,320 a year in a single location.

Finding 3 — Which sources we synthesized, and why we discarded the rest

This analysis contrasts six external sources published between 2024 and 2025 under an explicit admission rule:
only organizations that publish year, sizing methodology and regional or segment breakdown get in. Statista
Market Forecast (2025) contributes European delivery; Grand View Research (2024 and 2025) covers Latin
America and self-service kiosks; Business Research Insights (2025) sizes online ordering; SkyQuest
Technology (2025) places restaurant POS software at USD 16.43 billion in 2025 heading to USD 27.80 billion by
2033 at a 6.8% CAGR; Mordor Intelligence (2025) measures management software at USD 6.54 billion moving
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toward USD 14.73 billion by 2031, growing at 14.52%; Precedence Research (2025) puts global predictive ana-
lytics at USD 17.49 billion. Vendor figures about their own products stay out. Diego F. Parra and
Masterestaurant sign the SYNTHESIS and the reading; the numbers belong to whoever published them.

Finding 4 — Why management software grows faster than POS

There is a divergence in the data that almost nobody comments on and that settles the 2026 investment deci-
sion: restaurant management software grows at 14.52% a year according to Mordor Intelligence (2025), more
than double the 6.8% that SkyQuest Technology (2025) reports for POS software. A POS is mature in-
frastructure, nearly everyone owns one and replaces it every seven or eight years; the management layer —in-
ventory, recipes, forecasting, shifts— remains half empty, and that is where the money is migrating. Europe con-
firms it bluntly: it concentrated 28.9% of the global management software market in 2024, roughly USD 1.67 bil-
lion, and grows at 16.8% through 2030 according to Grand View Research. The message for an operator run-
ning three locations is uncomfortable but clean. Swapping your POS rarely moves margin; instrumenting the
management layer does move it, because it attacks waste and labor scheduling, which are real cost.

Finding 5 — Kiosks and self-service: the number that gets quoted wrong

With self-service kiosks you should distrust any loose figure, because serious sources differ by a factor of two
and the reason matters. Grand View Research (2024) sizes the global market at USD 34.36 billion with a 10.9%
CAGR through 2030, and its 2025 reading places it at USD 37.20 billion; Mordor Intelligence (2025) measures
USD 14.52 billion in 2025 heading toward USD 25.64 billion by 2030, at a 12.06% CAGR. There is no error
here: each house defines a kiosk differently, and one includes retail, banking and transport terminals that the
other leaves out. When a vendor shows you the big number, ask for the restaurant breakdown before you sign.
The growth rate, by contrast, converges in the 11% to 12% range across both houses, and that consensus is the
usable signal: self-service is consolidating, even if its exact size remains a matter of definition.

Finding 6 — What would happen if you moved 20% of volume to your own channel?

Let us take the counterfactual all the way, because that is the only honest way to decide.

A location doing 300 weekly digital orders, a USD 22 average ticket and 70% of volume on marketplaces charg-
ing 27% hands over USD 1,247 a week in commissions alone. Move 60 of those orders —20%— to your own
channel at 2.5% processing: the commission bill drops to USD 1,019 and frees USD 228 per week, roughly USD
11,856 a year. But the shift is not free. You need your own ordering engine, retention messaging and probably
an 8% to 10% launch discount through the first quarter, which eats half the initial saving. Real break-even ar-
rives around month five. Here sits the tension many operators resolve badly: the marketplace is not the enemy,
it is the discovery channel; the mistake is letting it capture repeat orders too, and that is where margin lives.

Finding 7 — Reservations, kitchen and the link almost nobody instruments

Digital ordering breaks where nobody measures it, and that point is the kitchen display, not the customer app.
The global Kitchen Display Systems market stands at barely USD 520 million in 2024 with a 7.15% CAGR
through 2030 according to MarkNtel Advisors, a tiny figure against the USD 40.89 billion in online ordering that
Business Research Insights (2025) reports. That asymmetry of nearly eighty to one describes the entire prob-
lem: we digitized capture and left execution running on paper and shouting. Shift scheduling follows the same
path, with a market of USD 1.46 billion in 2025 moving toward USD 3.12 billion by 2035 according to
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Restroworks (2025). My reading, after twenty years auditing kitchens, is that the 2026 bottleneck will not be win-
ning the order but dispatching it on time when forty land at once from four different channels and nobody knows
which one cooks first.

Finding 8 — Predictive analytics and the right order of investment

Predictive analytics is worth USD 17.49 billion in 2025 and projects to USD 100.20 billion by 2034, at a 21.40%
CAGR according to Precedence Research, the highest rate among every category reviewed here. It is also the
one that loses the most money when bought out of sequence. Forecasting demand on dirty history from three
unreconciled channels produces predictions worse than the instinct of a head chef with fifteen years on the line.
The order | defend, and | grant no middle ground, runs like this: first reconcile channels into a single item mas-
ter, then the kitchen display that sequences the queue, then shift scheduling against real demand, and only then
the predictive layer. Start this week with the boring part: export last quarter's orders from your three main chan-
nels and calculate contribution margin per channel, dish by dish. The mix you find was not decided by you.

Finding 9 — Sources, scope and method behind this synthesis

SOURCES WE SYNTHESISE. This analysis contrasts six real external sources published between 2024 and
2025: Statista Market Forecast (2025) for European delivery, Grand View Research (2024 and 2025) for Latin
America and for kiosks, Business Research Insights (2025) for online ordering, SkyQuest Technology (2025) for
POS, Mordor Intelligence (2025) for management software and Precedence Research (2025) for predictive ana-
lytics. We add MarkNtel Advisors (2024) on Kitchen Display Systems and Restroworks (2025) on shift sched-
uling where the operation demands it. SELECTION CRITERIA. We included only sources that publish organisa-
tion, year and sizing methodology, and that break results down by region or segment. We discarded vendor fig-
ures about their own product and forecasts with no declared time window. When two research houses size the
same market differently, we show both rather than averaging them: self-service kiosks are worth USD 37.20 bil-
lion to Grand View Research (2025) and USD 14.52 billion to Mordor Intelligence (2025), and that spread tells
you more than an invented midpoint.

Finding 10 — Sources, scope and method behind this synthesis — in practice

TIME WINDOW. The data covers 2024 closes and 2025 estimates, with projections the houses themselves ex-
tend to 2030, 2031, 2033, 2034 and 2035 depending on the report. Where a figure is a projection rather than a
close, we say so in the same sentence. HONEST LIMITATIONS. First: market sizes measure technology spend,
not the margin that technology leaves in your restaurant; they proxy adoption, never profitability. Second: geo-
graphic coverage skews to North America and Europe, and Latin American reports aggregate markets whose
commission structures differ sharply between Mexico, Brazil and Colombia. Third: none of these sources pub-
lishes effective commission broken down by segment, so the commission range we discuss below is consultant
READING over public contract terms, not a figure measured by a research house. WHAT WE CONTRIBUTE.
Diego F. Parra and Masterestaurant produce no primary data in this analysis. We contribute the organisation
of the figures by segment and the reading on unit economics: which decision each number triggers, in
what order you touch the channel mix, and where technology spend stops buying margin and starts buying
expensive volume.
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Finding 11 — Sources, scope and method behind this synthesis — key points

OPERATIONAL DEFINITIONS. Contribution margin: sales minus variable dish costs, as a percentage of sales.
Prime cost: food cost plus total labour cost, over sales, in percent. Food cost: raw material cost over dish sales,
capped at 32% as a MAXIMUM that is not recommended. Food cost variance: the gap between theoretical and
actual food cost, in points. Break-even: monthly sales that equal fixed plus variable costs, in currency.
Average ticket: sales divided by ticket count. Table turnover: guests served per table per service. Territory risk:
concentration of direct competitors inside your delivery or catchment radius. Al recommendation shortlist: the set
of options an algorithmic assistant surfaces when a guest asks where to eat.

POINT BY POINT

Benchmark: direct channel versus marketplace, criterion by criterion

COST OF INCREMENTAL SALES

A - DIRECT CHANNEL (WEB, APP, KIOSK, B - MASTERESTAURANT Variable
INTEGRATED POS)
commission on gross sales, growing at
Fixed software cost diluted by volume; the

POS layer behind it moves USD 16.43 bn
in 2025 according to SkyQuest Technology
(2025)

exactly the same pace as your revenue

Verdict: The direct channel wins once monthly volume passes the point where commission
equals the flat fee; below that threshold the marketplace is cheaper, and it is worth admitting so.

NEW DEMAND CAPTURE

A - DIRECT CHANNEL (WEB, APP, KIOSK, B - MASTERESTAURANT Aggregated
INTEGRATED POS)
demand from a European market worth

USD 157.86 bn in 2025 according to
Statista Market Forecast (2025)

Bounded by your brand's reach and
radius; requires your own traffic
investment

Verdict: The marketplace wins here without argument, and anyone denying it has never tried to
fill a Tuesday in February from a customer database alone.
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OWNERSHIP OF GUEST DATA

A - DIRECT CHANNEL (WEB, APP, KIOSK, B - MASTERESTAURANT The intermediary
INTEGRATED POS)

keeps the profile; you receive an

Frequency, ticket and preference land in aggregate transaction report per period

your system and feed menu engineering

Verdict: The direct channel wins, and this is where operators most underestimate the cost: with
no repeat-purchase data, the menu gets optimised blind.

SPEED TO LAUNCH

A - DIRECT CHANNEL (WEB, APP, KIOSK, B - MASTERESTAURANT DayS:
INTEGRATED POS)

onboarding is nearly immediate and order

Weeks of configuration, POS integration flow starts at once

and training for both floor and kitchen

Verdict: The marketplace wins, which is precisely why it works as a bridge while you build your
own, never as the plan's final destination.

CONTROL OF PRICE AND PROMOTION

A - DIRECT CHANNEL (WEB, APP, KIOSK, B - MASTERESTAURANT The marketplace
INTEGRATED POS)

algorithm ranks by its own conversion and

You set price, menu order and imagery pushes promotions you fund

according to contribution margin per dish

Verdict: The direct channel wins clearly, because menu engineering is inoperable when
somebody else decides what gets seen first.
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RESILIENCE AGAINST TERRITORY RISK

A - DIRECT CHANNEL (WEB, APP, KIOSK, B - MASTERESTAURANT Purchased
INTEGRATED POS)

visibility dilutes every time the intermediary

Your customer base travels with you even o .
adds supply inside your delivery zone
when three competitors open across the

street

Verdict: The direct channel wins, and the effect shows up in year two, when the zone saturates
and marketplace cost per order climbs with no warning.

SIDE-BY-SIDE COMPARISON

What the direct channel gives back INFRASTRUCTURE

X Guest data lands in your POS, and with it frequency, average ticket and the dish that actually carries
contribution margin.

X Commission turns into a fixed software cost that amortises with volume instead of growing with every
single order.

X Kiosks lift the ticket because upsell no longer depends on a cashier's mood seven hours into the shift,
and that market reached USD 37.20 billion in 2025 according to Restroworks and Grand View
Research (2025).

X Menu engineering becomes executable: you control the order, the photograph and the price of every
item on the digital menu.

X Direct bookings feed table turnover and purchasing forecasts, so waste falls without touching a single
recipe.
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What the marketplace charges you

MASTERESTAURANT

v/ Commission on gross sales, which bites contribution margin precisely on your highest-rotation dishes.

v" Ownership of the guest: the marketplace knows purchase frequency while you know a loose ticket.

v Price and promotion pressure set by an algorithm optimising its GMV, never your EBITDA.

v"  Dependence on a channel whose European market grows 6.89% a year to USD 220.30 billion by 2030
according to Statista Market Forecast (2025): the channel grows, your bargaining power inside it does

not.

v Territory risk: the day the intermediary onboards three competitors from your own block, the visibility

you bought yesterday is worth less today.

SIDE-BY-SIDE COMPARISON

Side-by-side comparison

Size of the software market
behind it (2025)

In-store capture hardware
(QSR and fast casual)

Transactional backbone
(single unit to multi-unit)

Management layer and KPI
dashboards (3-10 units)
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DIRECT CHANNEL (WEB, APP,
KIOSK, INTEGRATED POS)

X Restaurant online ordering
systems: USD 40.89 bn in 2025, 14.2%
CAGR (Business Research Insights,
2025)

X  Self-service kiosks: USD 37.20 bn
in 2025, up from USD 34.40 bn in 2024,
10.9% CAGR to 2030 (Restroworks /
Grand View Research, 2025)

X Restaurant POS software: USD
16.43 bn in 2025 toward USD 27.80 bn
by 2033, 6.8% CAGR (SkyQuest
Technology, 2025)

X Restaurant management software:
USD 6.54 bn in 2025 toward USD
14.73 bn by 2031, 14.52% CAGR
(Mordor Intelligence, 2025)

THIRD-PARTY MARKETPLACE
(DELIVERY APPS)

v Europe online delivery: USD
157.86 bn in 2025 toward USD 220.30
bn by 2030, 6.89% CAGR (Statista
Market Forecast, 2025)

v No owned capture point: the order
happens inside the intermediary's app,
outside your POS

v Manual or middleware
reconciliation; guest data never lands
in your own POS

v' Marketplace dashboard: channel
metrics, never your unit economics
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Predictive decision layer
(multi-unit)

Kitchen coordination and
ticket times (full service and
QSR)

Shift scheduling tied to digital
demand

THE NUMBERS THAT MATTER

DIRECT CHANNEL (WEB, APP,
KIOSK, INTEGRATED POS)

X Predictive analytics: USD 17.49 bn
in 2025 toward USD 100.20 bn by
2034, 21.40% CAGR (Precedence
Research, 2025)

X Kitchen Display Systems: ~USD
520 m in 2024, ~7.15% CAGR 2025-
2030 (MarkNtel Advisors, 2024)

X Restaurant scheduling software:
USD 1.46 bn in 2025 toward USD 3.12
bn by 2035, 7.9% CAGR (Restroworks,
2025)

THIRD-PARTY MARKETPLACE
(DELIVERY APPS)

v'  The intermediary's forecast is
tuned to its own marketplace, not to
your prime cost

v Tickets arrive printed or on a
parallel tablet; the KDS never sees the
full queue

v Unforecast demand peaks: the
shift gets covered after the fact, on
overtime

The 2026 scorecard: six figures that frame the decision

BN USD

Global restaurant online ordering

system market in 2025 (14.2% CAGR)

197.86

BN USD

Europe online food delivery in 2025, toward
USD 220.30 bn by 2030 (6.89% CAGR)

37.2

BN USD

Self-service kiosks in 2025, up from USD
34.40 bn in 2024 (10.9% CAGR to 2030)

16.43

BN USD

Restaurant POS software in 2025, toward
USD 27.80 bn by 2033 (6.8% CAGR)

14.92

CAGR of restaurant management software
2025-2031 (USD 6.54 bn to 14.73 bn)

www.masterestaurant.com - Original Study - Masterestaurant Analysis of Digital Bookings and Orders 2026: the myth of the direct channel, measured against the till

Page 10 of 14



21.80%

CAGR of predictive analytics 2025-
2034 (USD 17.49 bn to 100.20 bn)

VISUALIZATION

The numbers, visualized

Global restaurant online ordering system market in 2025 (14.2% CAGR)

BN USD

Europe online food delivery in 2025, toward USD 220.30 bn by 2030 (6.89% CAGR)

BN USD

Self-service kiosks in 2025, up from USD 34.40 bn in 2024 (10.9% CAGR to 2030)

BN USD

Restaurant POS software in 2025, toward USD 27.80 bn by 2033 (6.8% CAGR)

BN USD

CAGR of restaurant management software 2025-2031 (USD 6.54 bn to 14.73 bn)

CAGR of predictive analytics 2025-2034 (USD 17.49 bn to 100.20 bn)

Sources: Business Research Insights 2025 - Statista Market Forecast 2025 - Restroworks / Grand View Research
2025 - SkyQuest Technology 2025 - Mordor Intelligence 2025

Chart by masterestaurant.com

REAL CASE

“Sixty-two per cent of our sales came through third-party apps and we kept celebrating the growth until
Diego made us open contribution margin by channel. A marketplace order left us 21 points less than the
identical dish sold on our own site, with food cost identical on both. We moved the mix over eleven months:
the direct channel now carries 47%, average ticket rose 18% with the kiosk, and quarterly EBITDA went
from 6.4% to 11.2% without rewriting a recipe or raising a price.”

— Three-unit fast casual operator, urban Latin American market

HOW TO APPLY IT IN YOUR RESTAURANT
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How to position yourself: four moves depending on where your till lands

@ 1. Open contribution margin BY CHANNEL before signing any software
Take your last ninety days and split sales into three columns: direct channel, marketplace and
dining room. Run contribution margin on each using the same reference dish, and you will see
food cost stay flat while margin does not. That spread, expressed in points, is your real
technology budget. If the direct channel leaves you fifteen or twenty points more per order,
every month you delay building it carries a measurable cost you can write into the P&L, and that
number persuades a partner or a bank without any appeal to faith.

@ 2. Pick the capture point by segment, not by fashion
In QSR and fast casual with a physical queue, the kiosk comes first: that market moved from
USD 34.40 bn to USD 37.20 bn between 2024 and 2025 according to Restroworks and Grand
View Research (2025), and what it buys is not furniture but an upsell that never gets tired. In full
service, the first piece is direct booking with confirmation and waitlist, because your lever there
is table turnover. In multi-unit, the first piece is a unified POS, since without it the other two
generate data nobody can consolidate.

@ 3. Put the decision layer on top, with two KPIs rather than twelve
Predictive analytics grows 21.40% a year through 2034 according to Precedence Research
(2025), and that growth drags along dashboards that display everything and decide nothing.
Start with two indicators wired to the shift: forecast covers by daypart and this week's food cost
variance. With those two, purchasing and scheduling stop being improvised, and scheduling
software —USD 1.46 bn in 2025 toward USD 3.12 bn by 2035 according to Restroworks (2025)
— begins paying for itself in avoided overtime alone.

@ 4. Negotiate marketplace terms from a mix, never from a plea
Once the direct channel carries more than 35% of sales, the conversation with the intermediary
changes tone, because you no longer need them to fill a Thursday night. Set a dependence
ceiling, write it into the annual plan and review it each quarter alongside break-even. An
operator with 62% of sales inside apps does not negotiate commission: they accept whatever
lands. That same operator at 45% negotiates, and those seventeen points of mix are worth
more than any seasonal discount.

FAQ

www.masterestaurant.com - Original Study - Masterestaurant Analysis of Digital Bookings and Orders 2026: the myth of the direct channel, measured against the till Page 12 of 14



Questions that always follow the numbers

What does it cost to set up direct digital bookings and orders in one location?

It depends on the capture point, which is why you should read it as a monthly fixed cost rather than a one-off
investment. The online ordering software market is worth USD 40.89 billion in 2025 according to Business
Research Insights (2025), with offers ranging from flat monthly fees to per-transaction pricing. The decision rule
stays simple: monthly fixed cost must land below the commission you already pay on the same volume.

Do self-service kiosks genuinely raise average ticket, or is that vendor marketing?

The market grew from USD 34.40 bn to USD 37.20 bn between 2024 and 2025, at a 10.9% CAGR through 2030
according to Restroworks and Grand View Research (2025), and replacement demand in QSR drives that
growth, where automatic upsell stays consistent shift after shift. In full service with table service, though, a kiosk
solves very little: there your lever is table turnover and direct booking.

Should I leave the delivery apps if their commission is too high?

No, and that misreading comes up constantly. The marketplace captures demand your brand cannot reach
alone, particularly in markets where European delivery hits USD 157.86 billion in 2025 according to Statista
Market Forecast (2025). The correct decision is a dependence ceiling: keep the third-party channel for
acquisition, and move repeat purchase to the direct channel, where contribution margin holds.

What role do Al agents and recommendation shortlists play in 20267?

A growing one, which is why the mechanics matter more than the tool. Predictive analytics grows 21.40% a year
toward USD 100.20 billion by 2034 according to Precedence Research (2025), and the same engine that
forecasts your demand feeds the assistants recommending restaurants. If your digital menu, your hours and
your listing are not machine-readable, you fall out of that shortlist even when the guest would have chosen you.

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
Mercado global de pagos sin . Astute Analytica (GlobeNewswire) —

USD 196.180 millones para 2033
contacto a 2033 Contactless Payment Market 2025

) USD 16.430 millones en 2025, hacia

Mercado global de sistemas . SkyQuest — Restaurant POS

USD 27.800 millones en 2033 (CAGR
POS para restaurantes (2025) 6.8%) Systems Market [2033]

,07/0
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https://www.globenewswire.com/news-release/2025/02/10/3023283/0/en/Contactless-Payment-Market-is-Set-to-Attain-Valuation-of-US-196-18-Billion-By-2033-Astute-Analytica.html
https://www.globenewswire.com/news-release/2025/02/10/3023283/0/en/Contactless-Payment-Market-is-Set-to-Attain-Valuation-of-US-196-18-Billion-By-2033-Astute-Analytica.html
https://www.skyquestt.com/report/restaurant-pos-systems-market
https://www.skyquestt.com/report/restaurant-pos-systems-market

Metric

Reparto de despliegue POS
en la nube vs. on-premise

Reduccion de desperdicio con
IA en Chipotle

Desperdicio anual de
alimentos en restaurantes de
EE.UU.

Efecto multiplicador del ahorro
de comida con IA

Benchmark 2026

POS en la nube 61% frente a 39% on-
premise

30% menos desperdicio manteniendo
99,8% de disponibilidad de menu

USD 162.000 millones al ano en costos

relacionados con comida

Cada USD 1 en comida ahorrada
genera USD 14 de ingreso adicional

Source

Restroworks — Restaurant
Technology Industry Statistics

Supy — Using Al to Reduce Food
Waste 2025

The Restaurant HQ — Restaurant
Food Waste Statistics 2025

Supy — Using Al to Reduce Food
Waste 2025

Propiedad Intelectual de Masterestaurant® — Exclusivo para Lideres de Sector - masterestaurant.com
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https://www.restroworks.com/blog/restaurant-technology-industry-statistics/
https://www.restroworks.com/blog/restaurant-technology-industry-statistics/
https://supy.io/blog/using-ai-to-reduce-food-waste-real-results-from-multi-site-restaurant-operators
https://supy.io/blog/using-ai-to-reduce-food-waste-real-results-from-multi-site-restaurant-operators
https://www.therestauranthq.com/trends/restaurant-food-waste-statistics/
https://www.therestauranthq.com/trends/restaurant-food-waste-statistics/
https://supy.io/blog/using-ai-to-reduce-food-waste-real-results-from-multi-site-restaurant-operators
https://supy.io/blog/using-ai-to-reduce-food-waste-real-results-from-multi-site-restaurant-operators

