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QUICK VERDICT

Of every 100 people who walk past a restaurant with a street-facing window, only 4.7 walk
in on average (range 2.1-11.8 by segment). Fast casual converts nearly triple full service,
and the biggest lever is not the door menu: it's whether a host is visible in the first 3

meters. Doubling storefront conversion from 4.7% to 9% in a venue with 600
passersby/hour equals 32 extra covers a day with zero ad spend.
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Most restaurant groups track average check, food cost, even NPS, yet almost none measure the metric that
happens before everything else: how many of the people walking past decide to cross the threshold. That figure

—storefront conversion— is the silent multiplier of your entire front-of-house operation.

At Masterestaurant we audit the storefront the way we audit the till: with real counting, not intuition. This

index synthesizes what we saw across 640 restaurants with data from 8,400 associated accounts, so any

group leader can place their venues in a concrete percentile and know whether the window is working or

just decorating.

SIDE-BY-SIDE COMPARISON

Side-by-side comparison

BEFORE (PASSIVE AFTER (ACTIVATED
STOREFRONT) STOREFRONT)
Storefront conversion (walk- X 4.7% v 91%
ins/passersby)
Host visible in the first 3 m X No (18% of cases) v Yes (94% of cases)
Reaction time to a hesitating X 34 sornever v 8 s average
passerby
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BEFORE (PASSIVE AFTER (ACTIVATED

STOREFRONT) STOREFRONT)
Average check of storefront X €18.40 v €23.10
walk-in
Extra covers/day (600 X Baseline v +32 covers
passersby/hour)
Acquisition cost per extra X N/A v' €0.00 (zero ad spend)
cover

Finding 1 — How many passersby actually walk in out of every 100 that pass the storefront?

Out of every 100 people who walk past a restaurant with a street-facing window, only 4.7 come in on av-
erage, with a range from 2.1% to 11.8% depending on the segment.

That number is the one almost no group measures, even though it decides everything that follows: ticket size,
table turnover, real food cost. At Masterestaurant we audit the storefront the way we audit the till, with real count-
ing and not intuition, and the pattern repeats across the 640 restaurants we reviewed with 8,400 associated ac-
counts. The gap between a venue in the 25th percentile (2.1%) and one in the 90th (11.8%) means more than
doubling dining-room revenue without adding a single square meter or a euro of marketing. Before optimizing
the menu, optimize how many cross the door. Storefront conversion does not depend on the menu displayed at
the door: it depends on human presence within the first 3 meters.

Finding 2 — A visible host moves the needle more than the door menu

In venues that activated a visible host at the entrance, pedestrian conversion rose from 4.7% to 9.1% without
touching the menu or prices, almost double. Diego F. Parra puts it plainly: the mistake | see over and over is
spending on an expensive sign and leaving the door orphaned. The pedestrian decides in under 8 seconds, and
in that window a person who makes eye contact and says hello weighs more than twenty photographed dishes.
A host during the three peak hours costs around €1,400 a month; the 4.4-point conversion lift, in a venue with
900 pedestrians a day, means roughly 118 extra entries daily. The till math leaves no room for debate. Fast ca-
sual converts 8.9% of pedestrians on average versus 3.1% for full service, nearly three times more, and the rea-
son lies in a promise visible from the sidewalk. Fast casual shows speed and product in plain sight: whoever
passes knows at a glance what they'll eat and how long it takes.

Finding 3 — Why does fast casual convert nearly triple the full-service rate?

Full service carries a cultural burden: whoever sees a tablecloth associates it with a long wait and a
high check, and many keep walking.

That's why full service has to work social proof —uvisibly full tables, aroma reaching the street, a host who breaks
the barrier— to recover the pedestrian who ruled it out before entering. In full-service venues that made the busy
interior visible, conversion rose from 3.1% to 5.4%, a 74% jump. The segment sets the ceiling, but execution
moves the floor. A single well-run venue converts as well as or better than one in a 20-unit group with a stan-
dardized but depersonalized storefront. In our sample, single-location independents averaged 5.3% storefront
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conversion versus 4.4% for venues belonging to groups of more than ten units. Standardization without
hospitality flattens conversion: the brand manual guarantees the sign is identical, but not that someone looks the
pedestrian in the eye.

Finding 4 — Group size matters less than people believe

Diego F. Parra has seen it across dozens of expansions: the group copies the perfect storefront and forgets to
copy the manager who greeted people. Scale gives buying power and product consistency, but sidewalk conver-
sion is won in the 3 meters no manual controls. The group that audits storefront venue by venue, and not on av-
erage, recovers those 0.9 points. Any group leader can place their venues in an exact percentile using the distri-
bution of the 640 audited restaurants: the 25th percentile converts 2.1%, the median 4.7%, the 75th percentile
7.9%, and the 90th reaches 11.8%. If your venue hovers around 3%, you're not underperforming by chance:
you're below the median and leaving money on the sidewalk every rush hour. The metric is calculated by divid-
ing real entries by pedestrians counted in the same window, not estimated. Counting three weekdays and one
weekend is enough for a reliable baseline.

Finding 5 — Place your venues in a concrete percentile, not a feeling

What isn't measured gets decorated: without this figure, a group invests €40,000 renovating a storefront that al-
ready converted 8% and neglects the one barely scraping 2%. The percentile tells you where the leak is. The
three levers that most raise storefront conversion are, in order of impact, human presence, visible social proof,
and legibility of the promise in under 8 seconds. Human presence delivers the biggest measured jump: +4.4
points with an active host at peak hour. Social proof —letting occupied tables show, not covering the window
with curtains or vinyls— added between 1.5 and 2.3 points in the venues that applied it. Promise legibility, a
clear message of what you offer and at what entry price, added 1.1 points on average. None of these touch the
kitchen or the food cost. Diego F. Parra insists: first fix the door, which is free or nearly so, before remodeling the
dining room.

Finding 6 — What concrete levers raise conversion without touching the menu?

Order matters: a storefront converting 9% multiplies any later improvement in ticket or turnover.
Storefront conversion is the silent multiplier of your entire dining-room operation because it happens
before any other metric you do measure.

Most restaurant groups control average ticket, food cost, and even NPS, but almost none measure how many of
the people passing by decide to cross the door. Raising conversion from 4.7% to 9.1% in a venue with 900 daily
pedestrians means going from 42 to 82 entries a day: 40 extra customers who, at an average ticket of €24, add
€960 daily without a single change to the menu. Over a year that's more than €280,000 per venue. That's why at
Masterestaurant we treat the storefront as the first line of the dining-room funnel: if they don't cross the door,
everything else —your menu, your service, your kitchen— never gets the chance to happen.

Finding 7 — What separates a storefront that converts from one that only decorates

Storefront conversion doesn't hinge on the door menu: it hinges on human presence in the first 3 meters. In
venues that activated a visible host, walk-ins rose from 4.7% to 9.1% without touching the menu or prices.
Segment rules: fast casual converts 8.9% on average versus 3.1% for full service, because its promise is visible
from the sidewalk (speed, product on show). Full service must work social proof —full tables, aroma, a host— so
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it doesn't lose the passerby who equates tablecloths with a long wait. Operation size matters less than as-
sumed: a well-run single venue converts as well as or better than one in a 20-unit group with a standardized but
depersonalized storefront. Standardization without hospitality flattens conversion.

POINT BY POINT

Passive vs activated storefront: the point-by-point analysis

MAIN CONVERSION LEVER

A - BEFORE (PASSIVE STOREFRONT) B - MASTERESTAURANT Human presence

Menu and prices on the door card in the first 3 meters

Verdict: Human presence weighs more: activating a host raised conversion from 4.7% to 9.1%
without touching prices.

CONVERSION BY SEGMENT

A - BEFORE (PASSIVE STOREFRONT) Full B - MASTERESTAURANT Fast casual:

service: 3.1% average 8.9% average

Verdict: Fast casual converts nearly triple because its promise is visible from the sidewalk; full
service must work social proof.

COST OF WINNING COVERS

A - BEFORE (PASSIVE STOREFRONT) Paid B - MASTERESTAURANT Storefront

ads: variable and high cost per cover activation: €0 acquisition

Verdict: Activating the storefront pays more than almost any paid campaign, at zero acquisition
cost.
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REACTION TIME TO A HESITATING PASSERBY

A - BEFORE (PASSIVE STOREFRONT) 34s B - MASTERESTAURANT 8 average

or never (passive storefront) (activated storefront)

Verdict: Above 15 s you lose the undecided; fast reaction is a direct predictor of conversion.

SIDE-BY-SIDE COMPARISON

Passive storefront WHAT 66% OF VENUES DO

X Window as decoration, not as an entry funnel

X No host visible from the sidewalk

X Unreadable or outdated door menu

X The passerby who hesitates 30 seconds leaves unnoticed

X Average conversion stuck at 3.8-4.7%

Activated storefront MASTERESTAURANT

v First 3 meters designed as a capture zone

v" Host with eye contact and greeting within 8 seconds

v' Visible social proof: occupied tables or product display

v Service recovery starts before entry: the hesitant are welcomed

v~ Conversion sustained at 8-11% in the same venue

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

BEFORE (PASSIVE AFTER (ACTIVATED
STOREFRONT) STOREFRONT)
Storefront conversion (walk- X 4.7% v 91%
ins/passersby)
Host visible in the first 3 m X No (18% of cases) v Yes (94% of cases)
Reaction time to a hesitating X 34 sornever v 8 saverage
passerby
Average check of storefront X €18.40 v €23.10
walk-in
Extra covers/day (600 X Baseline v +32 covers
passersby/hour)
Acquisition cost per extra X NA v €0.00 (zero ad spend)
cover

THE NUMBERS THAT MATTER

The 2026 Storefront Conversion Index scorecard

4.7 %

Average storefront conversion
(walk in of every 100 who pass)

8.9 %

Conversion in fast casual (vs 3.1% full service)

Reaction to a hesitating passerby
in an activated storefront (vs 34 s)

4.7¢

Check uplift for storefront walk-ins (18.40—23.10)

32cov

Extra covers/day when conversion

doubles (600 passersby/hour venue)
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640

Restaurants audited in the 2023-2026 sample

VISUALIZATION

The numbers, visualized

Sources: Masterestaurant internal data Chart by masterestaurant.com

REAL CASE

“We had 900 people walking past per hour on the good corner and thought the problem was price. We
measured the storefront for two weeks: we converted 3.2%. We put a fixed host at the door with eye
contact and a greeting, moved two tables to the window so people could see others eating. In six weeks we
climbed to 7.8% conversion. That's 40 extra covers a day without spending a euro on marketing. The
mistake | see over and over is measuring everything except the first thing that happens.”

— Operations director of a 6-venue group, audited by Masterestaurant in 2025

HOW TO APPLY IT IN YOUR RESTAURANT
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How to measure and activate your storefront conversion in 4 steps

®

@

®

FAQ

1. Count real traffic, not what you assume

For 5 days, during your 3 peak windows, count how many people walk past the storefront and
how many enter. A manual clicker or a €40 sensor is enough. Divide entries by passersby: that's
your real starting point. Most operators discover their conversion is half what they assumed.

2. Diagnose the first 3 meters

Stand on the sidewalk as a customer. Is a host visible? Is there social proof —occupied tables,
product, aroma? Is the door menu readable in 4 seconds? How long before someone attends
the person who stops to hesitate? Time it: above 15 seconds you lose the undecided passerby.

3. Activate the capture zone

Assign a host with a clear service structure: eye contact, greeting within 8 seconds, a concrete
invitation. Relocate tables so the window shows people eating (social proof converts better than
any sign). Train suggestive selling from the door, not from the table.

4. Re-measure and compute the return

Repeat the count two weeks later. Each conversion point gained in a 600-passersby/hour venue
is ~7 extra covers a day. Multiply by your average check and open days: you'll see that
activating the storefront pays more than almost any paid campaign, at zero acquisition cost.

Frequently asked questions about storefront conversion

What exactly is storefront conversion?

It's the percentage of people who walk past your restaurant and end up entering. You calculate it by dividing

entries by the passersby counted in the same time window. In 2026, the Masterestaurant-audited average is

4.7%, with a range from 2.1% to 11.8% depending on segment.

What's a good storefront conversion for my type of venue?

It depends on segment: a healthy fast casual runs 8—11%, an urban full service 3-5%, and a QSR with a street-
facing window can exceed 12%. If you're below your range, the problem is rarely price; it's usually human

presence in the first 3 meters.
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How do | measure conversion without expensive tech?

With a manual clicker or a low-cost door sensor, over 5 days in your three peak windows. You count passersby
and entries, divide, and get your real conversion. You don't need Al cameras to start: the discipline of counting
matters more than the tool.

Does a host at the door really change the numbers that much?

Yes. Across the 640 audited restaurants, activating a visible host with a greeting within 8 seconds lifted
conversion from 4.7% to 9.1% on average, without touching menu or prices. Early hospitality is the cheapest
and most ignored lever on the floor.

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
. U.S. Bureau of Labor

Rotacion de personal >70% anual (sala >70%, cocina ~50%) -

Statistics
. National Restaurant

Costo por cada salida $1,500-3,000 por empleado o
Association

Operacion fuera del local ~75% del trafico Circana

Pedido online sobre .

~40% de las ventas Statista

ventas

L la personalizacion eleva frecuencia de visita y ticket )
Personalizacion y lealtad . FSR Magazine
en full-service

Restaurantes latinos los hispanos impulsan =36% de los nuevos negocios

Negocios Now
(EE.UU.) en EE.UU. g

Propiedad Intelectual de Masterestaurant® — Exclusivo para Lideres de Sector - masterestaurant.com
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