FOODSERVICE & ON PREMISE

FS&OP: Why Bottles?

Capture Foodservice and Off-Premise
occasions and drive beverage attachment

More Variety
{]]

7% don’'t add a beverage because the
restaurant didn’t offer what they wanted?

THE OPPORTUNITY: More Reach
: ; E. Both fountain and bottles play
31% 46% 46% a distinct role
Without Without Opportunity Gap of Potential
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e BeveisiR Beverage Incidence' More Profit

Close the gap on off-premise visits through
increased bottle attachment

69% 54%
With With
Beverage Beverage

Dine In Delivery &
Takeout

72% of Foodservice
Occasions are Off-Premise!

34% Drive-Thru ! B :
29% Take-Out / Pick Up E Smwceon
9% Delivery IS o [l

Minute
Maid

REAL BREWED TEA DRINKS 4

Adding bottles increases
consumer reach & drives
incremental profit
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ORIGINAL TASTE

vitaminwater

Sources: 1) Circana Group/CREST, Total U.S Restaurants (ex. QSR Snack), 12M YE Feb 2024 *Incidence Excludes Alcohol, Tap Water, Hot Chocolate, Smoothies,
Milkshakes, Slushie, Yogurt Drinks 2) DINE, January 2024
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FOODSERVICE & ON PREMISE

Did you know that:
prefer to buy a bottle?

Both fountain and bottles play a unique role for the consumer?

FOUNTAIN (Dine-In) » BOTTLE (Off-Premise)

Primarily
with Food

Value/Refills
Q Unique Fountain
Experiences

Sparkling Iced Tea,

With or
Without Food

" 2ERO SUGAR

Quality

Portability/
Resealable

Enhanced
Variety
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Use Gameplan or leverage your local profit calculator to provide an estimate that is specific to your customer.

FS&OP Bottles: Success Stories

Customers that added
200z. Bottles To Go realized
sales and profit increasess:

4-5%  $246

increase in per month
beverage in profit
purchases from bottles
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