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QUICK VERDICT

The finding that orders everything else: only 6% of restaurants use Al to take customer
orders, according to the National Restaurant Association in its State of the Restaurant
Industry 2026, while 63% of sector executives report DAILY use of Al in customer
experience (Deloitte, 2025). That gap is not a contradiction: it is the distance between
software that touches the guest and software that orders the back of house. So the answer
to «restaurant software: how to choose it» in 2026 is to choose first by DATA —which cash
decision improves every week— and only then by feature; the 52% planning to invest in
upgrading their POS (NRA, State of the Restaurant Industry 2025) will buy twice if they
invert that order.
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INTELLECTUAL PROPERTY OF MASTERESTAURANT® — EXCLUSIVE FOR SECTOR LEADERS

Start with the uncomfortable number, because it frames this entire synthesis: according to the National
Restaurant Association (State of the Restaurant Industry 2026), barely 6% of restaurants use artificial
intelligence to take customer orders, and yet the Al-in-restaurants market is already worth USD 13.2 billion with
a 22.6% CAGR according to Dataintelo (Al in Restaurants Market Report 2025). A market growing at that pace
with single-digit adoption at the point of contact means almost all the money is being spent on layers the guest
never sees, and that is exactly where most owners buy badly.

This analysis is an EXPERT SYNTHESIS of public sector data —National Restaurant Association, Deloitte,
Grand View Research, Mordor Intelligence, Chain Store Age and Bite— read with operations consulting
judgment by Diego F. Parra and the Masterestaurant team. There is no primary research here and no
proprietary sample: the figures belong to the cited organizations, and the contribution is the READING, the
segment breakdown and the healthy range that returns defensible unit economics.

The underlying question changed between 2023 and 2026. Owners used to ask which software to buy; now they
must ask which DECISION that software will make for them every week, because when 80% of industry
transactions are already digital according to QSS POS (Top Cybersecurity Risks for Restaurants 2025), the
competitive edge stopped being having a system and became what you do with the data trail that system

leaves behind.

SIDE-BY-SIDE COMPARISON

Side-by-side comparison

LAYER THAT TOUCHES THE LAYER THAT ORDERS THE BACK
GUEST (FOH) OF HOUSE (BOH)
Measured adoption (2026) X 6% use Al to take orders — NRA, v 55% use Al daily in inventory

State of the Restaurant Industry 2026 management — Deloitte 2025

Digital payment penetration X 87% of transactions were v" More than 80% of industry
contactless in 2025, up from 45% in transactions are digital — QSS POS
2020 — PAYS POS 2025 2025

Documented operating result X  76% cut wait times, 69% improved v 60% of brands use Al chatbots

accuracy, 67% raised ticket with kiosks daily for orders and reservations —

— Bite 2025 Deloitte 2025

Market size (2025) X USD 37.2 billion in self-service v' USD 13.2 billion in Al for
kiosks, 10.9% CAGR — Grand View restaurants, 22.6% CAGR —
Research via Restroworks 2025 Dataintelo 2025
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LAYER THAT TOUCHES THE LAYER THAT ORDERS THE BACK

GUEST (FOH) OF HOUSE (BOH)

Declared investment priority X 52% of restaurants plan to v 44.78% of management software
upgrade or implement POS — NRA revenue is POS and guest experience
2025 — Mordor Intelligence 2025

Pace by segment (2026) X 54% of QSRs are accelerating v 44% of fast casual are accelerating
tech spend — Chain Store Age 2026 tech spend — Chain Store Age 2026

Effect on average ticket X USD 48 by phone against USD 41 v QSRs with Al in loyalty are 3 times
online, 17% higher — ActiveMenus more likely to sustain the program —
2025 Checkmate 2025

Finding 1 — Why does 6% adoption in order-taking settle the entire purchase decision?

Because it shows where the real money sits and where there is only trade-show noise.

The National Restaurant Association, in its State of the Restaurant Industry 2026, measured that barely 6% of
restaurants use artificial intelligence to take customer orders, while Deloitte (2025) found that 63% of industry
executives already turn to Al DAILY for customer experience and 55% for inventory management. That near ten-
fold gap between the counter and the back office is no statistical accident: it says today's proven value lives in
the layers the guest never sees, and that the USD 13.2 billion market growing at a 22.6% CAGR reported by
Dataintelo (Al in Restaurants Market Report 2025) is being funded from operations budgets, not marketing ones.
Buy in that order. Mordor Intelligence (2025) puts POS and guest experience at 44.78% of restaurant manage-
ment software revenue, and that concentration follows operating logic rather than fashion.

Finding 2 — POS still absorbs nearly half the spend, and there is a cash reason behind it

The point of sale is the only system touching every transaction, and when more than 80% of the industry's trans-
actions are already digital according to QSS POS (Top Cybersecurity Risks for Restaurants 2025), whoever
rules the POS rules the data. That is why 52% of restaurants declared plans to update or implement POS in the
National Restaurant Association's State of the Restaurant Industry 2025. My consulting read is uncomfortable
for vendors: if your POS cannot export ticket by ticket with time, channel and modifiers, you did not buy a sys-
tem, you bought an expensive cash register with a touchscreen. Bite documented in its Self-Service Kiosk
Statistics 2025 that 76% of restaurants with kiosks cut waiting times, 69% improved order accuracy and 67%
raised average ticket, three effects that rarely land together in one technology investment. The market agrees:
Grand View Research, via Restroworks, calculates USD 37.2 billion in 2025 growing 10.9% a year.

Finding 3 — Kiosks are the only category with three

measured outcomes, and they still do not fit every venue

Yet the deciding number is none of those, it is yours: how many orders arrive during peak hour. A kiosk pays for
its installation when there is recurring physical queuing and expensive staff around it —remember the USD 20
per hour fast-food minimum in California reported by Crunchbase News— and it never pays for itself in a white-
tablecloth venue with advance reservations. Same technology, two opposite verdicts. ActiveMenus (Al Phone
Ordering 2025) compared both channels and found a phone order averages USD 48 against USD 41 online,
17% more ticket in the channel most of the industry let die because it felt inconvenient. Here sits the trade para-
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dox worth resolving before signing anything: the global online food ordering market is worth USD 288.84 billion
in 2024 and heads toward USD 505.5 billion by 2030 at a 9.4% CAGR according to Grand View Research, so
volume moved to digital while margin per transaction stayed behind.

Finding 4 — Phone bills USD 48 and web USD 41: the

channel many abandoned carries the higher ticket

The way out is not picking one channel, it is automating the phone with voice so you keep that high ticket with-
out paying someone glued to the handset through the 8 p.m. rush. Chain Store Age's Tech Investment Survey
2026 measured that 54% of QSR operators plan to accelerate technology spending in 2026 against 44% of fast-
casual, and those ten points of difference are not survey trivia but a map of urgency. QSR competes on seconds
at the drive-thru and on volume, so every throughput gain turns into cash the same quarter; fast-casual com-
petes on quality perception, where software pays back more slowly. Diego F. Parra insists at Masterestaurant on
a simple test before approving any purchase: if the vendor cannot tell you which line of the income statement
moves and within how many weeks, the tool is not yet an investment, it is a subscription.

Finding 5 — QSR accelerates at 54% and fast-casual

at 44%: your segment sets your investment calendar

That filter kills 60% of the demos. PAYS POS (Rise of Contactless Payments in Restaurants 2025) records that
87% of restaurant transactions now happen contactless, against 45% in 2020, and the National Restaurant
Association (2024) already reported 85% of venues offering the method with 92% of owners satisfied. That
curve teaches how to read any new technology: when a feature climbs from 45% to 85% in four years, it stops
being a differentiator and becomes an entry requirement, and whoever arrives last pays an urgency price with-
out capturing any competitive edge. Apply the same criterion to order-taking Al today, sitting at that initial 6%.
There you still buy cheap and learn with real customers, however much the first quarter of mistakes stings. What
| see repeated every budget season would happen: the program launches with enthusiasm, piles up records
with misspelled emails and unidentified tickets, and eight months later nobody knows whether the frequent guest
came for the promotion or would have come anyway.

Finding 6 — What would happen if you buy the loyalty module before cleaning up your data?

Checkmate documented in Al-Driven Restaurant Loyalty that QSR brands applying Al to loyalty are three
times more likely to sustain the program long term, and the nuance sits in the cause:

Al sustains the program because the data is structured, not the other way round. Without a unified customer
identity across POS, delivery and kiosk, no retention algorithm has raw material. Sort out the data trail first,
which costs nothing in licences and does cost command discipline at every closing shift. Grand View Research
(2025) values the global cloud kitchen market at USD 80.3 billion, a figure that works as a sales argument in any
first-party delivery demo and that nevertheless says absolutely nothing about your venue. A big market mea-
sures the VENDOR's opportunity, not yours. What measures yours is the share of orders you can migrate from
aggregator to owned channel without losing volume, and across most operations | review that real ceiling sits
between 15% and 30%, not the 100% the seller promises.

Finding 7 — First-party delivery, ghost kitchens and the big-market trap

Run your numbers on that range, with the aggregator commission you pay today and the acquisition cost you
will carry tomorrow, and decide. Ask for that projection in writing before you sign. SOURCES SYNTHESIZED
(6): National Restaurant Association — State of the Restaurant Industry 2025 and 2026 (POS and Al adoption);
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Deloitte 2025 (daily Al use in inventory, customer experience and chatbots); Grand View Research 2024-2025
(online ordering, cloud kitchens, kiosks); Mordor Intelligence 2025 (revenue structure of management software);
Chain Store Age — Tech Investment Survey 2026 (investment pace by segment); Bite 2025 and PAYS POS
2025 (kiosk results and contactless payment). TIME WINDOW: publications from 2024 to 2026, with the bulk
concentrated in 2025. When two sources measure the same thing in different years, the most recent is cited and
the earlier one is kept as a trend baseline; that is how the 45% contactless figure from 2020 (PAYS POS, 2025)
serves as the base against 87% in 2025.

Finding 8 — Sources, scope and method of this synthesis

INCLUSION CRITERIA: only figures with an identifiable organization, a publication year and a reconstructable
metric definition made it in. Vendor data about a vendor's own product without public methodology was discard-
ed, and so were projections beyond five years, because the CAGR of a market that doubles every three years
does not inform a purchase decision this quarter. HOW THEY WERE CONTRASTED: every figure was cross-
checked against at least one other source in the same domain before entering the scorecard. The clearest case
is Al: Deloitte (2025) reports 55% and 63% daily use among executives, while the NRA (2026) reports 6% use in
order taking; both are correct because they measure different universes —chain executives against the operator
census— and that discrepancy is information, not noise. HONEST LIMITATION (1): geographic coverage skews
to the United States. Minimum wage, kiosk penetration and Al adoption figures reflect a market with labor costs
and banking penetration unlike Mexico, Colombia or Spain, so the ranges work as directional reference rather
than local benchmark.

Finding 9 — Sources, scope and method of this synthesis — in practice

HONEST LIMITATION (2): operator surveys measure declared INTENT, not execution. The 52% planning POS
investment (NRA, 2025) does not mean 52% will do it; the history of this survey type suggests execution falls
below intent when margin tightens mid-year. HONEST LIMITATION (3): Masterestaurant did NOT conduct pri-
mary research for this analysis and did not audit a proprietary sample from which figures derive. Diego F. Parra's
field trajectory is the context that gives judgment to the reading, never the source of a number.

POINT BY POINT
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Benchmark: what the sources say when contrasted against each other

REAL ADOPTION MATURITY

A - LAYER THAT TOUCHES THE GUEST B - MASTERESTAURANT 55% of
(FOH)
executives use Al daily in inventory —

0, —_
6% of restaurants use Al to take orders Deloitte 2025

NRA, State of the Restaurant Industry
2026

Verdict: Back of house wins ninefold. Buy Al for inventory and forecasting before the counter; the
counter is still in pilot.

DOCUMENTED RETURN

A - LAYER THAT TOUCHES THE GUEST B - MASTERESTAURANT Al chatbots: 60%
(FOH)

of brands use them daily for orders and
Kiosks: 76% shorter waits, 69% better

accuracy, 67% higher ticket — Bite 2025

reservations — Deloitte 2025

Verdict: The kiosk has evidence of results; the chatbot has evidence of usage. Those are
different things, and the difference should move your budget.

PRESSURE THAT JUSTIFIES AUTOMATION

A - LAYER THAT TOUCHES THE GUEST B - MASTERESTAURANT 87% contactless
(FOH)
transactions in 2025 against 45% in 2020

USD 20 per hour fast food minimum wage __ PAYS POS 2025

in California since 2024 — Crunchbase
News

Verdict: Labor pressure justifies the kiosk only where hourly cost runs high; digital payment is no
longer justified, it is complied with.
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WHERE THE MARKET MONEY SITS

A - LAYER THAT TOUCHES THE GUEST B - MASTERESTAURANT USD 13.2 billion
(FOH)
in restaurant Al with 22.6% CAGR —

o .
44.78% of software revenue is POS and Dataintelo 2025

guest experience — Mordor Intelligence
2025

Verdict: The present bills in POS and the future grows in Al. Buy a POS with open architecture or
pay for the bridge twice.

VOLUME AGAINST MARGIN IN DELIVERY

A - LAYER THAT TOUCHES THE GUEST B - MASTERESTAURANT USD 48 phone
(FOH)
ticket against USD 41 online, 17% higher

USD 288.84 billion in online ordering __ ActiveMenus 2025

(2024) toward USD 505.5 billion by 2030
— Grand View Research 2024

Verdict: The online channel brings volume and the phone brings ticket. Integrate both and

measure contribution margin per channel, not gross sales.

SPENDING PACE BY SEGMENT

A - LAYER THAT TOUCHES THE GUEST B - MASTERESTAURANT 44% of fast
(FOH)

casual accelerate tech investment in 2026

o .
54% of QSRs accelerate tech investment __ Chain Store Age 2026

in 2026 — Chain Store Age 2026

Verdict: Ten points of difference compound. If you run fast casual, that gap is your three-year
territory risk.

SIDE-BY-SIDE COMPARISON
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What the public data DOES support CITED EVIDENCE

X Contactless payment is infrastructure now, not a differentiator: 87% of transactions in 2025 against
45% in 2020 (PAYS POS, 2025), with 92% of owners reporting positive feedback (National Restaurant
Association, 2024).

X  Self-service kiosks return three measured effects at once —76% shorter waits, 69% better accuracy,
67% higher ticket— according to Bite (Self-Service Kiosk Statistics 2025), and that triple result is rare
in front-of-house technology.

X Back-of-house Al is far more mature than counter Al: 55% daily use in inventory and 63% in customer
experience per Deloitte (2025), against that 6% of Al taking orders reported by the NRA (2026).

X Tech spending accelerates unevenly by segment: 54% of QSRs against 44% of fast casual in 2026,
according to Chain Store Age (Tech Investment Survey 2026).

X Wage pressure pushes automation with one hard figure: USD 20 per hour minimum wage for fast food
in California since 2024, per Crunchbase News, which reorders the payback math on any kiosk.

What the data does NOT support (and gets sold anyway) MASTERESTAURANT

v" That a new POS fixes food cost. No public data supports it; the POS records, and contribution margin
gets corrected through menu engineering and purchasing, never on the payment screen.

v That conversational Al is ready to replace order taking in the dining room: at 6% real adoption (NRA,
2026) we are talking about technology in pilot, not an industry standard.

v/ That integrating delivery fixes cash. The global online food ordering market is worth USD 288.84 billion
heading to USD 505.5 billion by 2030 (Grand View Research, 2024), yet volume is not margin when
the commission eats the dish's contribution margin.

v That a multi-unit group and a single location need the same stack. With 44.78% of software revenue

concentrated in POS and guest experience (Mordor Intelligence, 2025), the market pushes everyone
toward the same product, and that uniformity is precisely the most expensive buying mistake.

SIDE-BY-SIDE COMPARISON
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Side-by-side comparison

Measured adoption (2026)

Digital payment penetration

Documented operating result

Market size (2025)

Declared investment priority

Pace by segment (2026)

Effect on average ticket

THE NUMBERS THAT MATTER

LAYER THAT TOUCHES THE
GUEST (FOH)

X 6% use Al to take orders — NRA,
State of the Restaurant Industry 2026

X 87% of transactions were
contactless in 2025, up from 45% in
2020 — PAYS POS 2025

X  76% cut wait times, 69% improved
accuracy, 67% raised ticket with kiosks
— Bite 2025

X USD 37.2 billion in self-service
kiosks, 10.9% CAGR — Grand View
Research via Restroworks 2025

X 52% of restaurants plan to
upgrade or implement POS — NRA
2025

X 54% of QSRs are accelerating
tech spend — Chain Store Age 2026

X USD 48 by phone against USD 41
online, 17% higher — ActiveMenus
2025

LAYER THAT ORDERS THE BACK
OF HOUSE (BOH)

v 55% use Al daily in inventory
management — Deloitte 2025

v More than 80% of industry
transactions are digital — QSS POS
2025

v 60% of brands use Al chatbots
daily for orders and reservations —
Deloitte 2025

v USD 13.2 billion in Al for
restaurants, 22.6% CAGR —
Dataintelo 2025

v 44.78% of management software
revenue is POS and guest experience
— Mordor Intelligence 2025

v 44% of fast casual are accelerating
tech spend — Chain Store Age 2026

v" QSRs with Al in loyalty are 3 times
more likely to sustain the program —
Checkmate 2025

The scorecard: six external figures that order the decision

G %

of restaurants use Al to take customer

55 %

use Al daily for inventory management

87 %

of restaurant transactions were
contactless in 2025 (45% in 2020)
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76 %

of operators with kiosks cut customer wait times

52 %

of restaurants plan to upgrade or implement POS

44.78 %

of management software revenue
is POS and guest experience

VISUALIZATION

The numbers, visualized

of restaurants use Al to take customer orders

a

use Al daily for inventory management

G

of restaurant transactions were contactless in 2025 (45% in 2020)

G

of operators with kiosks cut customer wait times

G

of restaurants plan to upgrade or implement POS

G 52%

of management software revenue is POS and guest experience

Gy 44.78%

Sources: National Restaurant Association — State of the Restaurant Industry 2026 - Deloitte 2025 - PAYS POS 2025
- Bite — Self-Service Kiosk Statistics 2025 - National Restaurant Association — State of the Restaurant Industry 2025

Chart by masterestaurant.com

REAL CASE
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“We spent fourteen months paying for three subscriptions that never spoke to each other: POS, inventory
and the delivery manager. When we applied the weekly decision criterion from the Masterestaurant
framework, we found none of the three told us which dish was destroying contribution margin on a Tuesday.
We cut two tools, connected inventory to the POS, and food cost dropped from 34.1% to 30.8% in eleven
weeks, with prime cost falling almost four points because we also stopped buying blind on Thursdays. What
changed was not the software; it was that one screen finally answered a cash question.”

— Operations director of a three-unit casual dining group, Masterestaurant training 2026
HOW TO APPLY IT IN YOUR RESTAURANT

How to situate yourself: three scenarios and the healthy range by segment

@ 1. Single location: buy the payment layer and nothing else
With one location, your priority is that money comes in clean and gets recorded. Contactless
payment is already market floor —87% of transactions in 2025 per PAYS POS— and 92% of
owners report positive customer feedback according to the National Restaurant Association
(2024), so there is no decision to make here: you comply or you lose sales. The healthy
technology investment range that returns unit economics in this scenario sits between 1.5% and
2.5% of annual sales, all concentrated in a POS with contribution margin reporting per dish. No
Al, no kiosks: below 400 daily tickets, kiosk payback does not clear against the labor cost it
saves, except in markets with California's wage floor of USD 20 per hour since 2024, per
Crunchbase News.

@ 2. Three to ten locations: buy the layer that consolidates
Here the question changes. The payment screen stops mattering and what starts mattering is
whether you can compare food cost variance at store 2 against store 5 without opening two
files. This is the bracket where back-of-house Al pays off: Deloitte (2025) reports 55% daily use
in inventory management among sector executives, and inventory is the process with the
largest margin leak in multi-unit operations. The healthy range rises to 2.5%-3.5% of sales, split
roughly two thirds toward the consolidation and data layer and one third toward point of sale.
One mistake shows up constantly in this bracket: replicating a single location's stack ten times
instead of buying the layer that joins them, which multiplies cost without improving a single

decision.
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@ 3. Group or multi-unit: buy decision intelligence, not features
Above ten units, software stops being a tool and becomes the nervous system of the business,
and there is exactly one buying criterion: which decision does it automate? QSRs understood
this before anyone else —54% are accelerating tech spend in 2026 against 44% of fast casual,
per Chain Store Age— and not out of fashion but because at that scale half a point of food cost
is an entire EBITDA. The healthy range settles between 3% and 4.5% of sales, and the highest-
yield component is Al agents applied to loyalty and demand forecasting: QSRs with Al in their
loyalty program are 3 times more likely to sustain it long term according to Checkmate (Al-
Driven Restaurant Loyalty). Operations automation here does not replace people, it redistributes
attention.

@ 4. The three filters | apply before signing any contract
First, the decision filter: if the vendor cannot name the specific weekly decision their software
improves, they are selling features. Second, the exit filter: ask in writing how you export your
historical data the day you leave, because when more than 80% of sector transactions are
digital (QSS POS, 2025) your transaction history IS your asset and not the vendor's. Third, the
real integration filter: demand a live demonstration of data traveling between modules, not an
architecture diagram. Apply those three filters in order and roughly half of any shortlist
collapses, and the surviving half usually costs less than the half you discarded.

@ 5. Set a review date and kill what does not perform
Every software purchase enters with a ninety-day audit date and a metric declared in advance:
food cost points, table turn minutes, average ticket or payroll hours freed. If the tool did not
move its metric in a quarter, you do not renegotiate, you switch it off. This discipline separates a
three-piece stack that works from a tail of twelve inherited subscriptions, and it is also where
break-even on the technology project becomes verifiable rather than theoretical. In the
Masterestaurant ecosystem this review lives on the cash dashboard, next to break-even, so no
subscription survives by accounting inertia.

FAQ

Frequently asked questions about choosing restaurant software

How much should a restaurant invest in software per year?

The healthy range runs from 1.5% to 2.5% of annual sales for a single location, rises to 2.5%-3.5% between
three and ten units, and settles between 3% and 4.5% for multi-unit groups. That laddering reflects the
investment pace reported by Chain Store Age (2026), with 54% of QSRs accelerating tech spend against 44%
of fast casual.
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Is artificial intelligence for restaurants worth it in 2026?

Yes in the back of house, not yet at the counter. Deloitte (2025) reports 55% daily Al use in inventory and 63% in
customer experience among executives, while the National Restaurant Association (2026) measures barely 6%
of restaurants using Al to take orders. Start with inventory and demand forecasting, where the data already
supports the return.

Does a self-service kiosk really raise average ticket?

Public data says yes: according to Bite (Self-Service Kiosk Statistics 2025), 67% of operators with kiosks raised
their ticket, 76% cut wait times and 69% improved order accuracy. The kiosk market is worth USD 37.2 billion
in 2025 with a 10.9% CAGR per Grand View Research, though payback depends on daily volume and local
labor cost.

Should | replace my POS or integrate what | already have?

Integrate first and replace only when integration is impossible. Some 52% of restaurants plan to upgrade or
implement POS according to the National Restaurant Association (2025), yet part of that spend replaces
systems that worked and were merely badly connected. Before signing, demand a live demonstration of data
traveling between inventory, payment and contribution margin reporting.

What happens if | choose the wrong restaurant software?

The cost is not the license, it is the year lost making decisions blind. With more than 80% of sector transactions
already digital per QSS POS (2025), a system that returns neither food cost variance nor table turn leaves you

competing without instruments. Set a ninety-day audit date with a declared metric and switch off whatever fails

to move it.

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
Comodidad de los operadores con la 86% de operadores se siente al menos algo
Toast 2025
IA comodo usando IA (2025)
IA para pronéstico y planificacion de 24% ya usa |IA para pronoéstico y demanda; 41% Toast 2025
oas

demanda muy probable de adoptarla (2025)
Expansion de IA en reservas y 81% de operadores planea ampliar el uso de IA en

. . Toast 2025
pedidos reservas y pedidos (2025)
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Metric Benchmark 2026 Source

Aumento de ticket con kioscos de El ticket en kioscos es 8-15% mayor que en QSR Magazine
autoservicio mostrador (Yum: ~10% mas) 2024

Kioscos como prioridad de canal Canal #1 a anadir en 2024: 44% de las marcas Qu State of Digital
digital planea kioscos 2024

Tamario del mercado global de USD 288.840 millones en 2024, hacia USD 505.500 Grand View
pedidos de comida en linea M en 2030 (CAGR 9,4%) Research 2024

Propiedad Intelectual de Masterestaurant® — Exclusivo para Lideres de Sector - masterestaurant.com
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https://www.qsrmagazine.com/growth/fast-casual/how-kiosks-empower-guests-and-boost-restaurant-business/
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