The 2026 Restaurant Playbook

Integrated Strategies for Revenue
Growth and Cost Control
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Market Data: 2026

e e i e ' o Focus: Topline vs. Bottom Line ||

Status: Action Required
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The Market

- $1.55 Trillion

Projected 2026 Total Foodservice Sales
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The Reality Check

N A

| 15.8 Million

Total Industry Employment (+100,000 new jobs)
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Nominal Growth (4.8%)

Real Growth: Inflation-Adjusted (1.3%)
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Cautious consumer spending and persistent inflation mean nominal revenue
gains are an illusion. Survival in 2026 requires aggressively stealing market
share while simultaneously slashing internal waste.
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Profit Squeeze Diagram

(Food Costs: 28% — 35%+ )

Prime Costs Exceeding 60% S — ,
= Disappearing Net Profit. (Inflation ) ( Waste (4-10% of purchases)

Total Revenue (100%)

' Labor Costs: 25% - 40%

(S'.wipe Fee,s) (I_nsu_rance) _ Energy )
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Over 9 in 10 operators cite these margin pressures as their primary threat to profitability.
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Daylight Culinary Command Center

Profit Green Efficiency Amber
+15-30% Sales Uplift (= 3 -10-30% Cost Reductions
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Menu Optimization [
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Margins &

[Digital & Off-Premises [

Marketing & Promos [CQ
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Sustainable Sourcing

E=n= “‘J =) E};m ] Al/Tech Automation
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Success in 2026 requires the layered, simultaneous implementation of both engines.
Single-tactic approaches will fail.
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Daylight Culinary Command Center

=

- Target Food Cost: <30%.

Quarterly reviews lift

=

=

7 ——o check sizes 10-30%.
| L W
High? | | | | . | i
PUZZLES (Low Appeal / High Margin) STARS (High Appeal / High Margin)
Train staff to upsell; @ Spotlight with bold design,
it bundle strategically as ~, {\7'9’ photography, and POS labels.
< combos. % Examples: 60-70% margin -
= il apps and drinks.
=
E: DOGS (Low Appeal / Low Margin) LOWHORSES (High Appe
q Trim immediately to Z z Enforce strict portion
reduce inventory bloat @’ control; standardize ]! |
) and waste. @@ recipes to protect = i
Low + margins. =TS
h I I I:
| Low Sales Volume / Appea Hi _.
PP gh )

g G- ERR N Reverse Happy Hour: Repackage Stars and Puzzles into discounted 11 PM+ bundles)




Daylight Culinary Command Center

The Late-Night Flywheel € Late-Night Badge '

/ Munchies Menu Actwatlnn

/ Launch discounted apps and
‘ = comfort foods post-11 PM.
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Vibe & 20-30%  Inventory
Experience Traffic Uplift _ Clearance
Dim lighting, curated playlists, ‘-—. - - —| Targeted menu efficiently IR
and bar partnerships turn the \ cross-utilizes daytime scraps
space into a high-dwell-time \ 1 0 -2 5 D/u | and clears perishable
ial hub. . inventory,
i \ |  Check Size Boost ~ / il
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Capitalize on Sunk Costs ——
Rent, insurance, and equipment are

_ already paid for, late-night margins P
p S are strictly variable. = » y
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Daylight Culinary Command Center

1

Direct Ordering
Channels

Focus: Bypass
3rd-party fees.

mind

Al POS &
Customer Data

Focus: Saved

preferences, digital
wallets, automated
loyalty redemption.
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Automation

Focus: Real-time
inventory, demand
forecasting, loT
monitoring.
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Efficiency Amber
Impa'?-t Up 1o 15%

' Waste REdUﬂ'”“ _

Deploy quick-order kiosks and Al
staffing forecasts to manage
extended hours with minimal staff.

Kiosks &
Self-Service

Focus: Labor
reallocation and

speed of service.

~

Integration Tip: Connect natively to existing POS. Pilot one new tool quarterly.




Daylight Culinary Command Center

b
Reach & Awareness Matic: J
Social (Reels/Stories), SEO, Google Business. '
SMS flash deals & geo-fenced ads. € 10}{ Reac_l;lr
Experience
Check
Conversion & Traffic T — Prompt ¥
. ; . IC:19- 0 reviews an
AReEKgatECYE Mgl At | Traffic Boost ] act quickly on
item promos, gift cards. % — =i GDEQIEIYF{'EIP
to protect
. reputation.
Loyalty & Retention
'\ App-based points, automated Metric: 57% Higher
\ lapsed-customer emails,
_ i | Spend from Lc_:yals
experiences. o T N s s R i

‘g +, Late-Night

Badge Reward late-night visits with double points to drive off-peak behavioral shifts.




Daylight Culinary Command Center

Predictive Scheduling

Use Al forecasting based on
POS data to offer predictable
hours.
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KPI Bar

| Smart Sourcing |

and demand forecasting.
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Cycle counts, supplier negotiation,
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Stabilizing this ecosystem
yields 10-20% savings (in
Profit Green) on food/labor

| and 15-20% efficiency gains

(in Efficiency Amber).
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Targeted Incentives

Cross-training and bonuses |
tied to upselling or taking late-
night shifts.

£ ' Late-Night Badge

2026 Command Center Target: <50% A




Daylight Culinary Command Center

s =
L Legacy Operator | 2026 Standard
=
( i
1. Waste Linear disposal (Scrap tossing, Circular repurposing (Stocks,
Handling 4-10% of purchases wasted). composting, anaerobic digestion).
- y,
4 ™\
2. Menu Ganeile opadle supbiv chains Transparent, regenerative agriculture;
Sourcing  Opag PP ' local farms; plant-based expansions.
b J/
s ™
. : , Compostable/reusable; bulk
3. Packaging Single-use plastics. dispensers.

Sustainability is no longer a ‘nice-to-have’ PR tool. It is a core mechanism

for defending margins against rising waste and utility fees.



Daylight Culinary Comma
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Tech-enabled donation
programs for surplus.

.

ReFED estimates billions in untapped
opportunity for foodservice through
rigorous waste tracking at prep, plate,
and production stages.

Waste Reduction

unlocked.

nd Center

Al forecasting, menu
» engineering (trim low-sellers),
standardized portion control.

R =

(f ﬂ
rErmss-utiliz:atif.:m of scrap?
for specials. Anaerobic
Anaerobic digestion to

Lproduce biogas/fertilizer._J




Daylight Culinary Command Center

HVAC/Lighting: LED upgrades,
* optimized scheduling, smart

loT controls. KitChenS a re

massive energy
hogs.
- — Implementing

I ~ | . theseupgrades
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Refrigeration: Energy Star- Water Systems: Low-flow Q Pair tech upgrades with staff
rated appliances utilizing fixtures and water recycling incentives to hit reduction targets.
natural refrigerants. | systems for cleaning.



Command Center Master Dashboard

Category

Menu/Optimization

Target Impact

10-30% check size

Key Metric

Food cost %; Prime cost %

Digital/Tech

20-25% off-premises

Online volume; Waste %

Marketing/Promos

15-20% traffic

Conversion; Repeat rate

Retention/Experience

57% higher loyal spend

Repeat visits; NPS

Operations/Staff

10-20% cost savings

Turnover; Table turnover

Late-Night (§

20-30% traffic uplift

Late-night sales %




Implementation Blueprint

Phase 1 (Weeks 1-4): Phase 2 (Months 1-3): Phase 3 (Ongoing):
The Audit & Launch The Rollout Scale & Future-Proof
r‘ ™ ' ™ ' Y
Audit menu margins, Deploy inventory tech A/B test menus; conduct
utility costs, and POS data. tools and Al scheduling. quarterly reviews.
e I . . v - I S
i N 'l ™
Launch one digital O € Testlate-night Implement full
promo and basic loyalty “munchies” menu and sustainability tracking
element. events. dashboards. |
s I ™ s ™\ r I ™
i . . ; Market successes (e.g.
Initiate basic waste Invest in local supplier . : L
sorting. partnerships. X tons of waste .dwerted )
to engage diners.
\ y . J \ J
\_ J X J . *,

In 2026, success belongs to operators who simultaneously grow revenue through
customer-centric innovation and protect margins via rigorous operational discipline.




ARCHITECTS

OF THE DEAL

Food & Beverage Specialists Since 1978

Bielat Santore & Company specializes chiefly within the restaurant
and hospitality industry. Founders Barry Bielat and Richard

Santore have sold more restaurants and similar-type properties
in New Jersey than any other real estate company.
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Partner With The Architects:

Tel: 732.531.4200

Web: www.123bsc.com
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