
Q: What is your outlook for the food and beverage industry in 2026?

A: �Robert Haile – The year is shaping up to be more optimistic, and the early pace of activity is notable. 
Since the start of 2026, we’ve seen six or seven significant food and beverage transactions announced 
or closed – some of which have been our clients. This is a healthy rate across branded businesses, B2B 
players, and upstream assets.

Q: Which long‑term trends will continue to shape the food and beverage landscape?

A: �Ben Settle – Clean label products with fewer artificial ingredients, gums, and seed oils, that can also 
deliver on taste. Functional beverages and protein-enhanced foods will continue to drive growth, 
especially with GLP 1 behavior shifts impacting US consumers today. This, along with MAHA (“Make 
America Healthy Again”) trends are at the point where infrastructure will need to evolve to stay aligned 
with the areas that are growing within F&B.

Q: How are changing consumer preferences shaping brand strategy, innovation, and 			
	 differentiation in today’s market?

A: �Robert Haile – The strongest brands aren’t the ones that tie themselves too tightly to a fad. Keto is a 
good example – being “keto‑friendly” is fine, but building your entire brand identity around it is risky 
because trends come and go. Enduring brands address needs that align with trends but also persist 
beyond them. If you’re building something durable, especially something attractive to a strategic buyer, 
you need a right to play that extends beyond the trend cycle. 
 
�Ben Settle – Within packaged F&B, specific functionality for the user is what is driving growth. 
Consumers are choosing products with specific benefits like lower sugar, high protein, added fiber, etc. 
as these products can enable broad or narrow nutritional goals. With GLP 1 curbing more emotional 
eating patterns, consumption is becoming more purposeful. 
 
It’s also important to note even “permissible indulgences” are increasingly viewed through a functional 
lens i.e., a portion-controlled, taste-forward occasion that fits into (or even enables) a balanced lifestyle 
and the achievement of one’s nutrition goals.

Robert G. Haile III
Managing Director  
Head of Consumer & Retail 
Consumer Products, Food & Beverage

Ben Settle 
Managing Director 
Food & Beverage

Appetites for the Future: 
Q&A Featuring Voices in Food & Beverage



Want to learn more about Stifel? Visit us at Stifelib.com
Stifel, Nicolaus & Company, Incorporated | Member SIPC & NYSE | Stifel.com
Stifel collectively refers to Stifel, Nicolaus & Company, Incorporated and other affiliated broker-dealer subsidiaries of Stifel Financial Corp. The information and statistical data 
contained herein have been obtained from sources that Stifel believes are reliable, but Stifel makes no representation or warranty as to the accuracy or completeness of any 
such information or data and expressly disclaims any and all liability relating to or resulting from your use of these materials. The information and data contained herein 
are current only as of the date(s) indicated, and Stifel has no intention, obligation, or duty to update these materials after such date(s). These materials do not constitute an 
offer to sell or the solicitation of an offer to buy any securities, and Stifel is not soliciting any action based on this material. Stifel may be a market-maker in certain of these 
securities, and Stifel may have provided investment banking services to certain of the companies listed herein. Stifel and/or its respective officers, directors, employees, and 
affiliates may at any time hold a long or short position in any of these securities and may from time-to-time purchase or sell such securities. This material was prepared by 
Stifel Investment Banking and is not the product of the Stifel Research Department. It is not a research report and should not be construed as such. This material may not be 
distributed without Stifel’s prior written consent.

Q: What differentiates Stifel’s Food & Beverage practice?

A: �Robert Haile – What truly differentiates us is our demonstrated track record and dedicated focus. 
Investors and operators want advisors with real pattern recognition, and that’s what we offer. We 
also have transactional momentum. We closed last year on a strong note and are entering 2026 with 
a robust pipeline of new processes spanning a wide range of opportunities. It’s not aspirational, it’s 
backed by active, real time deal flow and market insights. 
 
Ben Settle – Our biggest differentiator is our depth and long-standing focus in food and beverage. 
We’ve executed a consistent cadence of advisory engagements across product categories and  
market cycles. 


