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Masterestaurant Analysis of Service POS and Data 2026:
the moments that decide the review and the repeat visit

By Diego F. Parra · Updated 2026-08-16 · Service & Customer Experience

Q U I C K  V E R D I C T

The headline finding of this POS and data analysis: 45% of diners switched their favorite
chain in the past year, up from 33% in 2025 (Tillster, Phygital Index 2026). Loyalty is no
longer lost on price. It is lost across four measurable moments — table greet, first contact,
time to first course, and check close — all of which your point of sale already records and
almost nobody reads.

🔬  M a s t e r e s t a u r a n t  S t u d y  /  S e c t o r  S y n t h e s i s Expert synthesis · cited industry sources · 17 min read

· 2026-08-16

INTELLECTUAL PROPERTY OF MASTERESTAURANT® — EXCLUSIVE FOR SECTOR LEADERS

One owner showed me a review dashboard sitting at 4.3 stars alongside a quarterly drop in repeat visits he
could not explain. His POS had held the answer for months: median time between seating a table and firing the
first course had drifted from 11 to 19 minutes on Fridays, with nobody touching the kitchen. That metric appears
on no default panel, and it is the one moving the rating.
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This analysis synthesizes six real public sources — Tillster/Phygital Index 2026, BrightLocal 2024 and 2025,
Toast 2025, McKinsey, Zendesk 2025-2026, Intouch Insight 2025, Sprout Social 2025 and Restroworks 2025 —
and reads them through the floor lens Diego F. Parra applies inside the Masterestaurant framework. No figure
originates here; every one is cited to the organization and year that published it.

The thesis is uncomfortable for anyone who invested in the menu instead of hospitality training: 94% of diners
read reviews before choosing a restaurant, according to BrightLocal (2024), and 78% changed a purchase
decision after a single bad experience, according to Zendesk (CX Trends 2025). Uneven service is not offset by
a memorable plate; it gets deducted from next month's average check.

S I D E - B Y- S I D E  C O M PA R I S O N

Side-by-side comparison

SERVICE MOMENT (CITED

EXTERNAL DATA)

CONSULTANT READING ·

HEALTHY RANGE BY SEGMENT

Pre-visit review — 94% read
reviews before choosing
(BrightLocal 2024)

✕ 94% read reviews; only 9% say
star rating does NOT influence them,
a figure that doubled from 5%
(BrightLocal 2025)

✓ Full service single unit: rating ≥4.4
with ≥12 new reviews/month; multi-unit
group: ≥4.3 with spread across units
≤0.3 points

Review response — 89%
expect replies to both positive
and negative (BrightLocal
2025)

✕ 63% expect a reply between 2-3
days and one week (BrightLocal
2025); 56% improve their perception
after a careful reply to a negative
(BrightLocal 2024)

✓ Single unit: 100% answered within
72 h; 3-10 units: within 48 h using a
judgment template, not a copy; multi-
unit: 24 h SLA with a named brand
owner

Perceived speed — nearly 95%
call speed critical at the drive-
thru (Intouch Insight 2025)

✕ QSR and drive-thru: speed is
critical for nearly 95% of consumers
(Intouch Insight 2025)

✓ QSR: first contact ≤60 s; fast
casual: first course ≤9 min; full service:
≤14 min at peak, measured in the POS
by daypart

Digital entry channel — 65%
book directly on the restaurant
website (Toast 2025)

✕ 60% prefer ordering through
mobile apps (Restroworks 2025); 84%
of Gen Z prefer app-based delivery
(Restroworks 2025)

✓ Full service 3-10 units: ≥55% direct
bookings; fast casual: ≥40% of digital
checks carrying an identified diner name
in the POS

Table personalization — 78%
buy again where they are
personalized to (McKinsey)

✕ 71% expect personalized
interactions (McKinsey 2021); 42%
expect promotions tuned to their
preferences (McKinsey)

✓ Single unit: 30% of diners
recognized by name or preference;
group: active guest record on ≥50% of
dine-in checks

Churn after failure — 78%
changed their decision after
ONE bad experience (Zendesk
2025)

✕ More than half of consumers
move to a competitor after a bad
experience (Zendesk 2026)

✓ All segments: recover at the table
within the same service, never by email;
target ≥80% of complaints resolved
before the check closes
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SERVICE MOMENT (CITED

EXTERNAL DATA)

CONSULTANT READING ·

HEALTHY RANGE BY SEGMENT

Brand switching — 45%
switched their favorite chain in
a year (Tillster 2026)

✕ 45% in 2026 versus 33% in 2025
(Tillster, Phygital Index)

✓ Multi-unit: 90-day repeat ≥38% of
identified diners; single unit: ≥45%,
which is the small operator's genuine
advantage

Finding 1 — What the POS says that the review dashboard never will
Your POS records the exact moment you lose a guest; the review only records that you lost them, three weeks
late. The figure that organizes this benchmark comes from Tillster (Phygital Index 2026): 45% of diners switched
their favorite chain in the past year, against the 33% reported by the 2025 index — twelve points of churn in
twelve months, in a sector where price barely moved. Meanwhile 94% read reviews before choosing a restau‐
rant, according to BrightLocal (Local Consumer Review Survey 2024), so the public rating works as the entry fil‐
ter and the POS as the flight recorder. Churn is not explained by satisfaction surveys; it is explained by time‐
stamps. Seating the table, firing the ticket, serving the first course, closing the check: four stamps your system
already stores, and almost nobody cross-references them against next month's repeat business. No dish recov‐
ers a badly handled opening, and the public numbers back that up uncomfortably.

Finding 2 — Table seeding: the first ninety seconds outweigh the plate
Zendesk (CX Trends 2025) measured that 78% of consumers changed a purchase decision after ONE bad ex‐
perience, and its 2026 report holds that more than half move straight to a competitor when that happens.
Translate that to the floor: the first interaction decides whether the rest of the service gets judged generously or
under a magnifying glass. Here is my verdict, and it admits no middle ground: table seeding is not courtesy, it is
financial risk control. If your POS shows that 40% of Friday tables wait more than three minutes without a greet‐
ing, you do not have a friendliness problem, you have a ticket leak that will be collected next month on the re‐
peat-business line. A quoted wait time that goes unmet costs more than a long wait announced honestly. Toast
(2025) documents that 65% of diners book directly on the restaurant's own site, which means the time promise
left your house before the guest crossed the door, and Intouch Insight (2025) reports that for nearly 95% of con‐
sumers speed is critical at the drive-thru — same reflex, different channel.

Finding 3 — Promise and delivery: wait time is an accounting promise
The case that opened this analysis sums it up: a 4.3-star dashboard, repeat business falling, and the POS
showing that the interval between seating and serving the first course had gone from 11 to 19 minutes on
Fridays, with nobody touching the kitchen. Eight minutes. Nobody reported them, nobody voted them in a sur‐
vey, and there the rating sat. Personalization pays when it comes out of consumption history, not out of a form
the guest filled in while in a good mood. McKinsey documents that 71% of consumers expect personalized inter‐
actions, that 78% are more likely to buy again from companies that personalize, and that 42% expect promo‐
tions tuned to their preferences. Your POS already knows who orders gluten-free, who repeats the same red
wine, and who shows up on Tuesdays with four people. And yet nearly every loyalty program I review segments
by frequency and nothing else, which is the poorest variable in the set.
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Finding 4 — Personalize with POS data, not with intent surveys
Digital channels widen the gap: Restroworks (2025) puts at 60% the diners who prefer ordering through mobile
apps and at 84% the Gen Z consumers who prefer app-based delivery. There every order leaves a structured
trace; on the floor, that trace vanishes unless the server types it. Answering reviews is the only lever in this
benchmark that costs time rather than capital. BrightLocal (2025) measured that 89% of consumers expect own‐
ers to answer both positive and negative reviews, and that 63% expect that answer within a window of two or
three days to a week; the 2024 study adds the number that truly matters for the till: 56% improve their percep‐
tion of a business when the reply to a complaint is well written. On social the window compresses — Sprout
Social (2025) puts at 48% those who expect an answer within 24 hours. One counterintuitive detail from
BrightLocal 2025: 9% say the star rating does NOT influence their decision, double the prior 5%, and 20% de‐
mand that a review be recent.

Finding 5 — The unanswered review: the fourth moment, and the cheapest to fix
The star weighs less; the conversation weighs more. This analysis crosses six families of public sources with the
floor reading Diego F. Parra applies in the Masterestaurant method, and no figure originates in-house. In came
Tillster/Phygital Index 2026 for brand churn, BrightLocal 2024 and 2025 for reviews and replies, Toast 2025 for
bookings and waits, Restroworks 2025 for the mobile channel, McKinsey for personalization, Intouch Insight
2025 for speed, and Zendesk 2025-2026 for the effect of an isolated failure. The inclusion rule was dry: identifi‐
able organization, explicit year, public methodology. Left out were blogs with no primary source and vendor data
measuring the vendor's own tool, which is where half the sector's noise lives. A vendor figure about its own
product is not evidence, it is sales material, and mixing it with consumer surveys that declare their sample
contaminates the whole reading. You can hold 4.3 stars and still be bleeding, and that contradiction has a
technical explanation.

Finding 6 — The paradox of the well-rated restaurant that bleeds guests
Reviews get written by whoever had an extreme experience; repeat business gets decided by everyone else,
quietly. That is why Tillster's 45% churn figure (2026) coexists without conflict alongside stable public dash‐
boards: those who leave rarely announce it. The bridge between both signals is built by the POS, because there
every table leaves a record, not just the loud ones. Now run the full counterfactual. Suppose your first-course in‐
terval climbs eight minutes on Fridays, as in the case above. Fridays are your heaviest turn day, say 120 tables;
if Zendesk's 78% (2025) operates at even half strength, you just moved repeat-purchase intent for some forty
tables. The rating does not budge. Next month, it does. Start with a single interval: the time between seating
a table and serving the first course, segmented by weekday and by service window. It is the metric no default
dashboard ships with, and it is the one that explained the 4.3-star case.

Finding 7 — What to measure Monday morning in your own POS
That number first, personalization after — order matters here, because personalizing on top of a slow operation
only delivers the frustration more elegantly. With four weeks of series in hand, cross the 90th percentile of that
interval against the 30-day repeat business of those same guests; if your POS cannot run that cross, that is the
real requirement for your next software tender, not the marketing features. And answer reviews inside the one-
week window BrightLocal (2025) documents for 63% of consumers, because 89% already expect that reply and
today it costs you nothing. SYNTHESIS METHODOLOGY. Six families of public sources published between
2021 and 2026 were included, prioritizing consumer surveys with a declared sample and operating studies with
a time series: Tillster/Phygital Index 2026 (brand switching), BrightLocal Local Consumer Review Survey 2024
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and 2025 (reviews and replies), Toast 2025 (bookings and wait times), Restroworks 2025 (mobile channel),
McKinsey (personalization) and Intouch Insight 2025 (drive-thru speed), with Zendesk 2025-2026 for the effect
of an isolated failure.

Finding 8 — Sources, scope and how they were selected
Inclusion criteria were plain: identifiable organization, explicit publication year, public methodology. Blog figures
without a primary source were discarded, as was any vendor number measuring the vendor's own tool. TIME
WINDOW. Most data falls in 2024-2026; the two McKinsey personalization-expectation figures are from 2021
and serve as a conservative floor, since consumer expectation rises rather than falls. Where two sources mea‐
sure the same thing with different numbers, both are reported and the gap is explained instead of averaged
away. HONEST LIMITATIONS. First, geography skews to the United States and the United Kingdom, so healthy
ranges by segment should be adjusted downward in markets with lower review penetration. Second, consumer
surveys measure stated intent rather than observed behavior, and the gap between what somebody says they
will do after a bad experience and what they actually do usually runs several points. Third, no public source
cross-references POS timings against review ratings at unit level; that bridge comes from consultant reading,
not from a dataset.

Finding 9 — Sources, scope and how they were selected — in practice
WHAT MASTERESTAURANT CONTRIBUTES. The numbers belong to third parties; the contribution from
Diego F. Parra is the organization by service MOMENT and the healthy ranges by segment, derived from
the Masterestaurant framework rather than from a proprietary sample. No figure in this analysis comes from
internal operations.

P O I N T  B Y  P O I N T

Common error versus correct practice, criterion by criterion

WHAT COUNTS AS SERVICE QUALITY MEASUREMENT

A ·  S E RV I C E  M O M E N T  ( C I T E D  E X T E R N A L
D ATA )

End-of-month satisfaction survey,
voluntary response and skewed to
extremes

B  ·  M A S T E R E S TA U R A N T Four POS

timings by daypart and by server, available
the next morning

Verdict: The POS wins: the survey arrives once the review is already live, and 94% of diners read
reviews before choosing per BrightLocal (2024).
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REVIEW REPLIES

A ·  S E RV I C E  M O M E N T  ( C I T E D  E X T E R N A L
D ATA )

Only negatives get answered, when there
is time, with copied text

B  ·  M A S T E R E S TA U R A N T A 48-hour SLA

on all of them, written judgment, signed by
a real person

Verdict: BrightLocal (2025) found 89% expect replies to positives and negatives; answering only
the bad ones ignores most of the audience making the decision.

WHEN FAILURE GETS RECOVERED

A ·  S E RV I C E  M O M E N T  ( C I T E D  E X T E R N A L
D ATA )

Apology email the next day carrying a
discount coupon

B  ·  M A S T E R E S TA U R A N T Recovery at the

table during the same service, handled by
the shift manager

Verdict: The table wins outright: 78% changed their decision after a single bad experience per
Zendesk (2025), and the coupon lands after the decision is made.

DINER ENTRY CHANNEL

A ·  S E RV I C E  M O M E N T  ( C I T E D  E X T E R N A L
D ATA )

Third-party booking portal with commission
and no customer data

B  ·  M A S T E R E S TA U R A N T Direct booking on

your own site with a guest record attached

Verdict: Toast (2025) reports 65% already book directly on the restaurant website; handing that
data away means paying commission to lose your repeat base.
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TRAINING THE FLOOR STANDARD

A ·  S E RV I C E  M O M E N T  ( C I T E D  E X T E R N A L
D ATA )

Annual hospitality training session with a
printed manual

B  ·  M A S T E R E S TA U R A N T Gamified

simulator twice a week plus automated
preshift

Verdict: With high turnover the annual session evaporates in six weeks; short repetition holds the
standard and shows up in greet time.

TABLE PERSONALIZATION

A ·  S E RV I C E  M O M E N T  ( C I T E D  E X T E R N A L
D ATA )

Uniform treatment for everyone, no guest
record or history

B  ·  M A S T E R E S TA U R A N T Preferences and

allergies on the record, visible to the
server before the greeting

Verdict: McKinsey (2021) found 71% expect personalized interactions and 78% buy again more
where they get them; uniformity is comfortable for the operator, not the diner.

S I D E - B Y- S I D E  C O M PA R I S O N

What your POS already measures and you are not reading AVA I L A B L E  TO D AY

Minutes from table open to first course fired, broken out by daypart and by server✕

Dead time between the last plate cleared and the check request: the gap where the lukewarm review is
born

✕

Share of checks carrying an identified diner, the prerequisite for measuring repeat visits at all✕

Voided items and table transfers as a proxy for order-taking errors✕

Average check by server and by shift, cross-read against that day's review rating✕
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What the POS does NOT measure and must be
instrumented separately M A S T E R E S TA U R A N T

Greeting within the first 30 seconds: measured by mystery diner or preshift checklist, never by software✓

Quality of the allergy and preference probe, where genuine hospitality lives rather than a checkbox✓

In-service failure recovery: whether it was solved at the table or escaped into the review✓

Consistency across shifts and across units, which in a group explains more variance than the menu✓

Actual use of the suggestive selling script versus the script taught in hospitality training✓

S I D E - B Y- S I D E  C O M PA R I S O N

Side-by-side comparison

SERVICE MOMENT (CITED

EXTERNAL DATA)

CONSULTANT READING ·

HEALTHY RANGE BY SEGMENT

Pre-visit review — 94% read
reviews before choosing
(BrightLocal 2024)

✕ 94% read reviews; only 9% say
star rating does NOT influence them,
a figure that doubled from 5%
(BrightLocal 2025)

✓ Full service single unit: rating ≥4.4
with ≥12 new reviews/month; multi-unit
group: ≥4.3 with spread across units
≤0.3 points

Review response — 89%
expect replies to both positive
and negative (BrightLocal
2025)

✕ 63% expect a reply between 2-3
days and one week (BrightLocal
2025); 56% improve their perception
after a careful reply to a negative
(BrightLocal 2024)

✓ Single unit: 100% answered within
72 h; 3-10 units: within 48 h using a
judgment template, not a copy; multi-
unit: 24 h SLA with a named brand
owner

Perceived speed — nearly 95%
call speed critical at the drive-
thru (Intouch Insight 2025)

✕ QSR and drive-thru: speed is
critical for nearly 95% of consumers
(Intouch Insight 2025)

✓ QSR: first contact ≤60 s; fast
casual: first course ≤9 min; full service:
≤14 min at peak, measured in the POS
by daypart

Digital entry channel — 65%
book directly on the restaurant
website (Toast 2025)

✕ 60% prefer ordering through
mobile apps (Restroworks 2025); 84%
of Gen Z prefer app-based delivery
(Restroworks 2025)

✓ Full service 3-10 units: ≥55% direct
bookings; fast casual: ≥40% of digital
checks carrying an identified diner name
in the POS

Table personalization — 78%
buy again where they are
personalized to (McKinsey)

✕ 71% expect personalized
interactions (McKinsey 2021); 42%
expect promotions tuned to their
preferences (McKinsey)

✓ Single unit: 30% of diners
recognized by name or preference;
group: active guest record on ≥50% of
dine-in checks
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SERVICE MOMENT (CITED

EXTERNAL DATA)

CONSULTANT READING ·

HEALTHY RANGE BY SEGMENT

Churn after failure — 78%
changed their decision after
ONE bad experience (Zendesk
2025)

✕ More than half of consumers
move to a competitor after a bad
experience (Zendesk 2026)

✓ All segments: recover at the table
within the same service, never by email;
target ≥80% of complaints resolved
before the check closes

Brand switching — 45%
switched their favorite chain in
a year (Tillster 2026)

✕ 45% in 2026 versus 33% in 2025
(Tillster, Phygital Index)

✓ Multi-unit: 90-day repeat ≥38% of
identified diners; single unit: ≥45%,
which is the small operator's genuine
advantage

T H E  N U M B E R S  T H AT  M AT T E R

Scorecard 2026 · six figures that govern the review

V ISUAL I ZAT ION

45%
switched their favorite chain in the
past year, up from 33% in 2025

94%
read online reviews before choosing a restaurant

89%
expect owners to reply to both

positive and negative reviews

78%
changed a purchase decision
after a single bad experience

65%
book directly on the restaurant's own website

78%
are more likely to buy again where

the experience is personalized
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The numbers, visualized

switched their favorite chain in the past year, up from 33% in 2025

45%

read online reviews before choosing a restaurant

94%

expect owners to reply to both positive and negative reviews

89%

changed a purchase decision after a single bad experience

78%

book directly on the restaurant's own website

65%

are more likely to buy again where the experience is personalized

78%

Sources: Tillster / Phygital Index 2026 · BrightLocal Local Consumer Review Survey 2024 · BrightLocal Local
Consumer Review Survey 2025 · Zendesk CX Trends 2025 · Toast 2025

Chart by masterestaurant.com

R E A L  C A S E

“We started at 4.1 stars with a 90-day repeat rate of 29%. Nothing changed on the menu and no price went
up: we instrumented greet minute and first-course minute inside the POS, set a 48-hour SLA for review
replies — because 63% expect them within that window per BrightLocal 2025 — and drilled the 30-second
greeting on a simulator twice a week. Within four months first course dropped from 18 to 12 minutes at
Friday peak, the rating climbed to 4.5 and 90-day repeat reached 41%. Average check moved 6.80 dollars
with no card change, and contribution margin on the anchor dishes improved because servers went back to
suggesting at the right moment.”

— Operations director of a three-unit full service group, on implementing the Masterestaurant
service framework

H O W  T O  A P P LY  I T  I N  Y O U R  R E S TA U R A N T
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How to place yourself: three scenarios and the healthy range for each

1 Define the four metrics before opening a single dashboard
Greet: minutes between the host seating the table and the server making contact; unit, minutes;
calculated as POS table-open timestamp minus the seating time in the reservation system. First
course: minutes from table open to the first food item fired. Check window: minutes between
clearing the last plate and printing the check. Ninety-day repeat: share of identified diners
returning within ninety days. Without those four definitions written down, any comparison across
shifts is noise, and I have watched entire board discussions run on two people measuring
different things under the same name.

2 Small scenario: one unit, up to 60 covers
Recognition is your real competitive edge, not speed. Aim for a rating ≥4.4 with at least twelve
new reviews a month, 100% of reviews answered within 72 hours — inside the window 63% of
consumers expect per BrightLocal (2025) — and 90-day repeat ≥45%, reachable once 30% of
diners are recognized by name or preference. The McKinsey figure sizes the prize: 78% buy
again more often where the experience is personalized. A small unit can personalize without
technology; a group cannot. Start by identifying the diner on the check, by hand if necessary.

3 Mid scenario: three to ten units
Variance across units is the enemy here, and the healthy range requires rating spread between
units to stay under 0.3 points. Run an automated preshift with an identical checklist everywhere,
hold first course ≤14 minutes at peak for full service and ≤9 minutes for fast casual, and push
direct bookings past 55%, knowing 65% already book on the restaurant's own website per Toast
(2025). When one unit drifts two tenths below the rest for two consecutive months, that is a shift
manager problem rather than a market one, and calling it territory risk delays the fix by a
quarter.

4 Group scenario: multi-unit and brand
With a brand at stake, switching is the metric that rules: 45% of diners changed their favorite
chain in the past year against 33% the year before, according to Tillster (Phygital Index 2026).
Set a 24-hour review-response SLA with a named brand owner, hold 90-day repeat ≥38% of
identified diners, and run one mystery-diner audit per unit per quarter. Speed is non-negotiable
in quick formats, where nearly 95% of consumers call it critical per Intouch Insight (2025).
Answer the positive reviews too, since 89% expect it per BrightLocal (2025).
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5 Close: the concrete action based on where you landed
If first course at peak runs past 14 minutes in full service, that is the only project of the quarter
and everything else waits. If timing looks fine but the rating will not move, the failure sits in in-
service recovery: 78% change their decision after one bad experience per Zendesk (CX Trends
2025), and a complaint settled at the table never reaches the review. If both are healthy and
repeat stays flat, you lack diner identification on the check, which is the precondition for any
personalization. Pick one, put a date on it, and check the POS in thirty days.

FA Q

Frequently asked questions about service POS and data

What is hospitality in a restaurant when measured through POS and data?

Measurable hospitality is four timings plus one recognition: greet, first course, check window, failure recovery,
and the share of diners identified on the check. Service is the procedure; genuine hospitality is what happens on
top of it. According to McKinsey, 78% buy again where the experience is personalized.

How fast should I reply to a negative review in 2026?

Within 48 to 72 hours at most, and within 24 for multi-unit groups. BrightLocal (2025) found 63% of consumers
expect a reply between two or three days and one week, and BrightLocal (2024) found 56% improve their
perception when a negative gets a well-written answer. Reply to the positive ones too: 89% expect it.

Which POS metric best predicts the day's review?

Minutes from seating the table to firing the first course, measured by daypart rather than as a daily average. The
daily average hides the Friday peak, which is exactly where one-star reviews get written. Intouch Insight (2025)
reports nearly 95% consider speed critical in quick formats.

Can hospitality standards be trained with simulators and gamification?

Yes, and it works best with high-turnover teams, because a simulator lets staff repeat the thirty-second greeting
and the allergy probe without burning real tables. Classic once-a-year hospitality training does not hold the
standard; two short sessions a week does. Automated preshift closes the loop with the day's checklist.

D ATA  &  S O U R C E S

Sector data 2026 (official sources)

Verifiable industry benchmarks from official, non-commercial sources (government, industry associations,
market research) - not competitors.
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Propiedad Intelectual de Masterestaurant® — Exclusivo para Líderes de Sector · masterestaurant.com

Metric
Benchmark
2026

Source

Clientes dispuestos a esperar más tiempo si reciben
actualizaciones de progreso

59%
ScanQueue — State of Customer
Waiting 2026

Reducción de quejas por espera antes de sentarse con
filas virtuales

24,7%
Journal of Service Research (Taylor &
Francis) 2025

Aumento de la satisfacción general con filas virtuales
frente a no tenerlas

+10,8%
Journal of Service Research (Taylor &
Francis) 2025

Espera ideal en un restaurante casual antes de que caiga
la satisfacción (cae fuerte tras 20 min)

<15 min
ScanQueue — State of Customer
Waiting 2026

Quejas de clientes en redes sociales que quedan sin
respuesta del negocio

49%
Sprout Social — Social Media
Customer Service Statistics 2025

Consumidores que ven a una marca más favorablemente
cuando responde quejas en redes sociales

54%
Sprout Social — Social Media
Customer Service Statistics 2025
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