


SENIOR LIVING DESIGN TRENDS



RESTAURANT INDUSTRY TRENDS



Food Waste Reduction Sustainability Farm to TableHyper Local 
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FOOD WASTE 



FO O D  H A L L S
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CHICAGO FOOD TOUR 2018



● Timeframe to refresh concepts 
is now 3 to 5 years 

● Compare where you are today 
with where you want to go  

● Concepts that don’t refresh 
or evolve will be left behind.  

● Consistency across multiple 
locations is key.  

The Speed of 
Design Change  



T EC H N O LO GY  S O LU T I O N S



Pre-order

Order Options

Order Status

Pick Up Food

Order Production

P O S  S O LU T I O N S



Cupcake ATM Machine Robotic Barista Pizza ATM Machine Chowbotics Robot 
Food Service

S E L F  S E RV I C E  K I TC H E N S  &  R O B OT I C S



3 D  P R I N T E D  FO O D



B O STO N  – S PYC E  – F I R ST  R O B OT I C  R E STAU R A N T



S K Y  D I N I N G



S E N I O R  D I N I N G  D E S I G N  T R E N D S



It’s a
Perfect Storm.
It would not be too far off the mark to suggest that the Senior 

Living industry is in the midst of a fundamental change. 

The evident shift in population demographics, globalization, 

economic climate, regulatory changes, staffing challenges, and 

competition is profoundly changing the way providers and 

communities are going to market. 

The tipping point will the Baby Boomers who will soon enter 

into this market in even greater numbers. 

To meet the expectations of this new generation and evolving 

market conditions communities will require a new business 

model. 
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GI Generation Silents Baby Boomers

• Higher Expectations
• Access to Technology
• Check In not Checked Out
• Individualized Offerings
• Walk away if needs not met
• Expect Superior Service

• More Affluent
• Well-Traveled
• Significantly More Couples
• Higher Level of Education
• More Informed

The New Resident Changing Expectations and Opportunities



As the baby boomer population 
starts moving into the senior 
housing market, they want some 
of the same things they had 
before moving in. They want their 
Panera and their Starbucks.”

– Chef Matt Schuler 

“



WHAT DO YOU WANT TO PROVIDE TO YOUR RESIDENTS?

• Choice of Dining Experiences

• Flexible Menus

• Prompt Service

• Convenience

• Value
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CO F F E E  S H O P



MARKET



F L E X  B A R



E X H I B I T I O N  K I TC H E N  &  C O O K I N G  S U I T E



T E AC H I N G  K I TC H E N



R O O F TO P / O U T D O O R  R E STAU R A N TS  &  GA R D E N S



S K I L L E D  N U R S I N G /  M E M O R Y  C A R E  
H O S P I TA L I T Y  K I T C H E N S  



A S S I ST E D  L I V I N G  R E STAU R A N T



Culinary Centers -
Commissaries

Blast Chilling

Sous Vide Cooking

FO O D  P R O D U CT I O N / E X EC U T I O N



F O O D  T R U C K  - M O B I L E



FOOD TRUCK - FIXED
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SHIPPING CONTAINERS



B A R  &  LO U N G E



B I ST R O  &  FO O D  H A L L
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Without Branding:

• Lack of Recognition

• Unclear Purpose
• Lack of Motivation

• No Direction

• Lack of Expectation

• No Personality

• Lack of Focus
• No Emotional Connection



With Branding:

• Recognition

• Easy, Understandable

• Motivates Buyer

• Directs Customer
• Clear Expectations

• Points of Connection

• Sense of Destination

• Friendly, Emotional 
Connection
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THANK
You!

Questions & Discussions




