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MASTERESTAURANT® White Paper

Qué necesita un restaurante para recibir
inversion externa: los errores que matan

la ronda y el método que la cierra

Método probado en +8.400 restaurantes - 43 paises restaurantecercademi.co

QUICK VERDICT

A restaurant receives outside investment when it can prove, with twelve months of
auditable data, three things: positive unit economics per location (contribution margin at
or above 15% after rent), a measurable local demand engine that does not depend on the
owner, and an expansion CapEx anchored to real market build costs. Everything else —
the concept, the menu, the chef — is the part everyone prepares and none of it decides.
FreshBooks (2025) puts the purchase cost of a restaurant space near 178 USD per square
foot and rent near 159 USD, while Van Brunt & Co (2025) places build-out between 250 and
500 USD per square foot: anyone arriving with an invented CapEx loses the room inside
fifteen minutes. A serious investor is not buying your kitchen; they are buying the
REPEATABILITY of location number two. The mistake that kills most rounds is not a bad
number, it is a number nobody can trace back to its source.
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* White Paper Technical document - C-Suite & multilateral banking - 18 minread - 2026-09-09

INTELLECTUAL PROPERTY OF MASTERESTAURANT® — EXCLUSIVE FOR SECTOR LEADERS

Start where it hurts: an expansion fund's portfolio does not break because of the restaurant that fails, it breaks
because of the one that grows and cannot explain why it grew. That distinction sounds academic until you watch
it separate an operator who raises capital from one who has spent three years emailing decks nobody answers.

Capital concentration is already measured. FRANdata (2026) reports that 19.3% of multi-unit franchisees in the
United States control 58.8% of locations, and operators running more than 50 units grew 112.3% since 2019.
That money hunts platforms, not projects. A platform, in boardroom terms, is a set of processes that produce the
same result in a new location without the founder standing there.

On this site we look at the problem through the local digital engine, because half the evidence an investor

cannot articulate but definitely misses lives there. A restaurant whose traffic rests on a miscategorized Google

Business Profile, a delivery ranking nobody tracks and a review average that drifts on its own is a restaurant
whose sales forecast is an opinion. Nobody signs a term sheet on an opinion.

Diego F. Parra has spent twenty years inside restaurant operations across 43 countries, and the

Masterestaurant framework grew out of one obsession: separating what a location sells from what a location

CAN sell again on a different corner. This document dismantles the mistakes an investment committee sees,
quantifies what each one costs, and hands over the method — variables, formulas, a 90-day roadmap and 12-

month KPIs — to reach due diligence with no material findings.

SIDE-BY-SIDE COMPARISON

Side-by-side comparison

TRADITIONAL
APPROACH (THE ONE
COMMITTEES REJECT)

Sales forecast basis X  Straight-line +15% per
year with no identified driver;
0 traffic sources measured

Prime Cost traceability X Food cost estimated at
month close, swinging 16 pts
between months, no
theoretical cost

Labor cost X Payroll loaded into plate
cost, no benchmark band;
owner covers shifts unpaid
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MASTERESTAURANT METHOD (THE ONE
THAT CLEARS DUE DILIGENCE)

v 3 drivers tracked separately: GBP
(impressions to calls), delivery (ranking to
conversion), geo-targeted spend (CPA inside a 3
km radius)

v" Food cost variance (Actual -
Theoretical)/Sales at or below 1.5%; food cost

32% treated as ceiling, never as target

v 25-35% of revenue per the U.S. Bureau of
Labor Statistics, with the founder's market salary
sitting inside the P&L
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TRADITIONAL MASTERESTAURANT METHOD (THE ONE
APPROACH (THE ONE THAT CLEARS DUE DILIGENCE)
COMMITTEES REJECT)

Expansion CapEx X Round figure from the v' 178 USD/sq ft purchase and 159 USD/sq ft
last build, three years old, no rent (FreshBooks 2025); build-out 250-500
line-item breakdown USD/sq ft (Van Brunt 2025) or 535 USD/sq ft for

QSR (Walter Daniels 2025)

Founder dependency X  One person signs off on v Four critical processes documented and run
every purchase, price and by a manager for 90 days with the founder off the
hire floor

Evidence of repeatability X One successful location v" Two units whose contribution margins sit
and a story about why it within +4 pts of each other on the same 6-month
worked maturation curve

Quality of the data handed X A spreadsheet built for v Direct POS extraction plus bank

over the round, never reconciled reconciliation plus filings, 24 months, with every
against POS or tax filings variance explained in writing

Chapter 1 — What does an investment committee look at first in a restaurant?

It looks at the RECONCILIATION, not the concept: twelve months of point-of-sale revenue tied to bank
deposits and to the tax filing, with every discrepancy explained line by line.

The number that frames the conversation comes from FRANdata: 19.3% of multi-unit franchisees in the United
States control 58.8% of the locations, and operators above 50 units grew 112.3% since 2019, so capital has al-
ready learned to buy replicable platforms rather than kitchen stories. When the analyst asks for the detail of any
three months and you hand it over within 48 hours, the meeting shifts register and stops being a sales pitch. An
operator who needs three weeks to assemble that tie-out is confessing, without saying it, that the books get built
backwards every time someone asks for them. A location billing 900 thousand USD a year can deliver less cash
than one at 600 thousand with better menu engineering, and the fund buys cash.

Chapter 2 — Contribution margin per unit outranks top-line revenue

That is why the figure governing a round is contribution margin per unit after rent, and the reasonable floor for a
serious conversation sits at 15%. Both drivers are measured: labor cost runs between 25% and 35% of revenue
according to the U.S. Bureau of Labor Statistics, and rent weighs roughly 159 USD per square foot per year ac-
cording to FreshBooks (2025). Add a food cost above 32% and the margin evaporates before you reach
EBITDA. When | build the model with a client, | demand margin by location and by daypart, because the group
average hides the one restaurant carrying the other three. Below 500 thousand USD a year, outside capital
rarely arrives as equity: it arrives as debt with a personal guarantee, and the owner's job is documenting twelve
clean months before going looking. Between 500 thousand and 1 million the local angel investor shows up,
buying a second location with build-out CapEx of 250 to 500 USD per square foot according to Van Brunt &
Co (2025).
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Chapter 3 — Revenue bands: the same question has five different answers

Above 1 million, the fund wants repeat-visit cohorts and a measurable digital footprint. Past 5 million you meet
platform private equity, which prices process above chef, consistent with 54% of all franchised units in the
United States —roughly 223,213— already sitting with multi-unit operators according to FRANdata. And above
10 million the conversation turns to structured debt and covenants, not enthusiasm. Above 5 million USD a year,
the celebrity restaurant or the large-format themed venue changes the nature of the risk, because the asset at-
tracting the investor is the same one that frightens him. An 8,000-square-foot dining room with an exhibition
kitchen gets built at 250 to 500 USD per square foot according to Van Brunt & Co (2025), and if the format is
high-volume quick service the reference climbs to 535 USD per square foot according to Walter Daniels (2025):
CapEx that clears four million before the first cover walks in.

Chapter 4 — The high end and its own costs: the celebrity-chef restaurant

On top of that, payroll sits at the ceiling of the U.S. Bureau of Labor Statistics range, 35% of revenue, because
of the brigade the format demands. The committee asks one question only: what happens to cash flow the day
the chef resigns? A restaurant whose traffic depends on a miscategorized Google Business Profile has a sales
forecast that is, strictly speaking, an opinion, and nobody signs a term sheet on an opinion. The investable asset
looks different: correct primary category, verified hours, a review flow with steady cadence, and a view-to-call
conversion rate you can show month over month. Proof that the digital channel pays sits in the sector's growth
numbers, where quick-service coffee grew 7.5% in sales and 2.8% in units during 2025 according to Technomic
Top 500, while fast casual added 5.1% in units against 4.8% the prior year.

Chapter 5 — The local demand engine, treated as an asset rather than marketing

That three-point spread between sales and units is captured demand, not new addresses. Run the exercise to
the end. If you step away for a quarter, what breaks first: purchasing, shift scheduling, or the landlord relation-
ship? An operator who answers «purchasing» has a supplier problem and fixes it with contracts; the one who
answers «everything» has just set his own valuation multiple, because the fund discounts dependency risk in
cash. | got this wrong for years: | thought documenting process was bureaucracy, and it turns out to be the only
way to sell the same result on a different corner. The context rewards whoever does it, since franchising grew
2.4% against 1.9% for the U.S. economy in 2025 according to the International Franchise Association, adding
20,000 net units to reach 851,000. Prepare seven pieces, and prepare them before the first meeting rather than
during it.

Chapter 6 — The minimum file to reach due diligence with no material findings

Financial statements covering 24 months with bank reconciliation; P&L by unit showing contribution margin after
rent; lease agreements with their renewal options; payroll cross-checked against official filings inside the 25% to
35% of revenue reported by the U.S. Bureau of Labor Statistics; inventory with real food cost per dish; the
CapEx model for the next location at 250-500 USD per square foot according to Van Brunt & Co (2025); and
twelve months of digital-engine metrics. Diego F. Parra built the Masterestaurant framework over twenty years of
restaurant operations across 43 countries, driven by one obsession: separating what a location sells from what it
CAN sell again elsewhere. Start today with the last three months of reconciliation. A traditional operator rehears-
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es the concept story; an investable operator prepares the RECONCILIATION. When the fund's analyst asks for
any three months of detail and you deliver it inside 48 hours with variances explained, the register of the conver-
sation shifts: it stops being a pitch and becomes a verification.

Chapter 7 — Five differences that decide the round

The first one tracks sales, the second tracks contribution margin per unit. That distinction matters because a lo-
cation can bill 900 thousand USD a year and hand over less cash than a 600 thousand USD one with better
menu engineering, and funds buy cash rather than volume. Where a traditional operator treats the local digital
engine as marketing, the investable one treats it as an ASSET. A Google Business Profile with the right primary
category, verified hours and steady review flow is an acquisition channel that transfers to location two; an
Instagram account riding on the owner's charisma is not. One scenario is what the traditional operator brings;
three, with the worst one defended out loud, is what the investable operator brings. Committees are not shop-
ping for optimism, they want to know how fast the model breaks. Show up with a 20% input-inflation stress run
and the pricing plan that absorbs it, and you are speaking the language of risk, which is the only language that
room speaks.

Chapter 8 — Five differences that decide the round — in practice

And here is what most operators underestimate: the traditional one negotiates valuation, the investable one ne-
gotiates GOVERNANCE. How much capital comes in matters less than who decides to open location four, what
happens if EBITDA slips two quarters running and how you exit in five years. | got this wrong for years, pushing
multiples when control was the thing actually on the table.

POINT BY POINT

Criterion by criterion: what actually weighs in committee

UNIT ECONOMICS

A - TRADITIONAL APPROACH (THE ONE B - MASTERESTAURANT Contribution
COMMITTEES REJECT)

margin and EBITDA per unit, reconciled
Group-level sales and one blended margin

Verdict: B wins. Funds invest in the replicable unit, and the blended figure hides the location
subsidizing the other.
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PRIME COST CONTROL

A - TRADITIONAL APPROACH (THE ONE B - MASTERESTAURANT Variance =
COMMITTEES REJECT)

(Actual = Theoretical)/Sales measured

Food cost computed at close, with no
weekly

theoretical recipe cost

Verdict: B wins. No theoretical cost means no variance, and without variance your margin is a
monthly accident.

TRAFFIC ORIGIN

A - TRADITIONAL APPROACH (THE ONE B - MASTERESTAURANT Google Business
COMMITTEES REJECT)

Profile, delivery and geo-targeted spend

Marketing booked as expense, no channel
measured separately

attribution

Verdict: B wins. A measured channel transfers to location two; an assumed one stays on the
original corner.

FOUNDER DEPENDENCY

A - TRADITIONAL APPROACH (THE ONE B - MASTERESTAURANT A manager holds
COMMITTEES REJECT)

margin for 45 days with the founder off the

The owner runs purchasing, pricing and floor

hiring

Verdict: B wins, and it is disqualifying: without that proof there is no platform, only a well-paid job.
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HANDLING THE DOWNSIDE

A - TRADITIONAL APPROACH (THE ONE B - MASTERESTAURANT Three scenarios
COMMITTEES REJECT)

running input inflation at 5%, 12% and

One optimistic base case 20%

Verdict: B wins. Modeling stress before anyone asks resets how the whole committee reads your
risk.

DEAL STRUCTURE

A - TRADITIONAL APPROACH (THE ONE B - MASTERESTAURANT Negotiating
COMMITTEES REJECT)

governance: opening decisions,

Negotiating valuation and percentage performance covenants and exit

Verdict: B wins. Performance fixes valuation later; badly signed governance never gets fixed.

SIDE-BY-SIDE COMPARISON
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Mistakes a committee spots in the first meeting LIKELY REJECTION

X Presenting EBITDA without deducting the founder's market salary or market rent when the building is
owner-occupied

X Forecasting location two by copying location one's curve with no territory risk adjustment and no
competitive density read

X Loading payroll, rent and utilities into plate cost, which inflates food cost and hides the real break-even

X Bringing an expansion CapEx with no line items and no current quotes for build-out, equipment and
licensing

X Leaning on a delivery channel worth over 40% of sales without knowing its net margin after
commission

X Quoting one blended average check instead of splitting dine-in, delivery and pickup, which carry
different cost structures

X Showing eight years of accumulated 5-star reviews rather than the last 90 days of trend, which is what
predicts traffic

X Announcing five openings in two years with one trained manager and no succession bench
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What an investable restaurant documents before sitting down MASTERESTAURANT

v" Per-unit P&L across 24 months, with contribution margin and EBITDA reconciled against POS and

bank statements

v" Theoretical recipe cost loaded in the system and monthly variance documented, with food cost capped

at 32%

v" An instrumented local engine: Google Business Profile with the correct primary category, impressions

and actions exported month over month

v" Delivery cohort broken out by platform with net margin after commission and packaging

v" Alease carrying a renewal option and an assignment clause, the first document a fund's counsel

opens

v~ Clean cap table, with no owner loans commingled into operating cash

v" An operations manual covering the four processes that set margin: purchasing, recipes, scheduling

and cash close

v Athree-scenario model running input inflation at 5%, 12% and 20%

SIDE-BY-SIDE COMPARISON

Side-by-side comparison

Sales forecast basis

Prime Cost traceability

Labor cost

TRADITIONAL
APPROACH (THE ONE
COMMITTEES REJECT)

X  Straight-line +15% per
year with no identified driver;
0 traffic sources measured

X Food cost estimated at
month close, swinging +6 pts
between months, no
theoretical cost

X Payroll loaded into plate
cost, no benchmark band;

owner covers shifts unpaid

MASTERESTAURANT METHOD (THE ONE
THAT CLEARS DUE DILIGENCE)

v 3 drivers tracked separately: GBP
(impressions to calls), delivery (ranking to
conversion), geo-targeted spend (CPA inside a 3
km radius)

v' Food cost variance (Actual -
Theoretical)/Sales at or below 1.5%; food cost
32% treated as ceiling, never as target

v 25-35% of revenue per the U.S. Bureau of
Labor Statistics, with the founder's market salary
sitting inside the P&L
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TRADITIONAL MASTERESTAURANT METHOD (THE ONE
APPROACH (THE ONE THAT CLEARS DUE DILIGENCE)
COMMITTEES REJECT)

Expansion CapEx X Round figure from the v' 178 USD/sq ft purchase and 159 USD/sq ft
last build, three years old, no rent (FreshBooks 2025); build-out 250-500
line-item breakdown USD/sq ft (Van Brunt 2025) or 535 USD/sq ft for

QSR (Walter Daniels 2025)

Founder dependency X  One person signs off on v Four critical processes documented and run
every purchase, price and by a manager for 90 days with the founder off the
hire floor

Evidence of repeatability X One successful location v" Two units whose contribution margins sit
and a story about why it within +4 pts of each other on the same 6-month
worked maturation curve

Quality of the data handed X A spreadsheet built for v' Direct POS extraction plus bank

over the round, never reconciled reconciliation plus filings, 24 months, with every
against POS or tax filings variance explained in writing

THE NUMBERS THAT MATTER

The numbers that frame the decision

58.8 %

of U.S. franchised locations are controlled
by 19.3% of multi-unit franchisees

1123 %

growth since 2019 in the number of

operators running more than 50 units

178 usp

per square foot to purchase a
restaurant space (rent: 159 USD/sq ft)

539 uso

per square foot to build a new turnkey QSR

35 %

is the ceiling of the labor-cost-
to-revenue band (floor: 25%)
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5.1 %

unit growth for fast casual chains
in 2025, up from 4.8% in 2024

VISUALIZATION

The numbers, visualized

of U.S. franchised locations are controlled by 19.3% of multi-unit franchisees

G 58.8%

growth since 2019 in the number of operators running more than 50 units

R 112.3%

per square foot to purchase a restaurant space (rent: 159 USD/sq ft)

G 178USD

per square foot to build a new turnkey QSR

e 535UsD

is the ceiling of the labor-cost-to-revenue band (floor: 25%)

@ 35%

unit growth for fast casual chains in 2025, up from 4.8% in 2024

a

Sources: FRANdata 2026 - FRANdata 2025 - FreshBooks 2025 - Walter Daniels 2025 - U.S. Bureau of Labor
Statistics 2025

Chart by masterestaurant.com

REAL CASE
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“We walked into committee with two locations and a spreadsheet | had built myself. They asked us to
reconcile November against the POS and 41 thousand USD of difference surfaced: event deposits booked
as revenue. We rebuilt 24 months using Diego's framework, split contribution margin by unit, and found that
the 640 thousand USD location threw off 96 thousand in cash while the 880 thousand one produced only
71 thousand, because 46% of its sales came through delivery at a 27% commission. We repriced the digital
menu, rebuilt the Google Business Profile with the correct primary category — impressions went from 9,400
to 26,800 a month over four months — and came back with three scenarios. The round closed at 1.2 million
USD for three openings, and the committee cited the traceability, not the concept.”

— Expansion director of a two-unit restaurant group, 1 to 5 million USD annual revenue band,
full-service Mediterranean

HOW TO APPLY IT IN YOUR RESTAURANT

A 90-day roadmap to becoming investable

@ Days 1-20 - Rebuild the financial truth, unit by unit
Pull 24 months of POS data and reconcile it line by line against bank statements and tax filings,
without smoothing anything: whatever surfaces gets explained in writing, because a confessed
finding costs far less than a discovered one. Split the P&L by location and compute contribution
margin after rent. Strip payroll, rent and utilities out of plate cost — they belong to break-even,
never to food cost — and confirm food cost lands at 32% or below, which is the CEILING and
not the goal. Book the founder's market salary inside the P&L even if nobody pays it today, since
an EBITDA propped up by unpaid work will not survive the first analyst. Keep labor inside the 25
to 35% of revenue band reported by the U.S. Bureau of Labor Statistics, and if it breaks out,

document why.

@ Days 21-45 - Instrument the local engine as a transferable asset
Audit each unit's Google Business Profile: correct primary category, complete attributes, verified
hours, photos under 90 days old, and a monthly export of impressions, discovery searches and
actions. Break out the delivery cohort by platform and compute net margin after commission and
packaging, because a channel worth 40% of sales and 8% of cash is a liability in costume.
Track geo-targeted spend by CPA inside a three-kilometer radius rather than by reach. Then
hold a steady review flow and read the 90-day slope: the lifetime average is vanity, the recent
trend is the predictor. If the operation runs a QR menu, keep the PHYSICAL menu alongside it:
QR serves delivery, accessibility, price updates and analytics; the physical menu controls
service pace and suggestive selling. Both, each in its own role.
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@ Days 46-70 - Prove repeatability and get the founder off the floor
Write down the four processes that set margin — purchasing, recipes with theoretical cost,
scheduling and cash close — then hand them to a manager who runs them for 45 days while
you stay away. The test is not whether sales hold; the test is whether food cost variance stays
under 1.5% without you touching anything. If margin collapses the moment you leave, what you
own is a job with a nice title, not a platform. In parallel, model location two with explicit territory
risk: competitive density inside the radius, foot traffic, and a six-month maturation curve derived
from the one you ALREADY lived through, not from borrowed optimism.

@ Days 71-90 - Build the due diligence file and the three scenarios
Assemble the data room with leases up front (renewal option and assignment clause), a clean
cap table with no owner loans commingled into operating cash, current licenses, employment
contracts, and expansion CapEx broken out by line with quotes under 60 days old, anchored to
market ranges: 250 to 500 USD per square foot of build-out per Van Brunt & Co (2025). Close
with three input-inflation scenarios — 5%, 12% and 20% — plus the pricing and menu
engineering plan that absorbs each one. Lead with the worst case in the room. A committee that
sees stress modeled before they ask assumes there is more rigor underneath, and usually there

is.
FAQ

Questions every investment committee asks

How many units do | need before seeking outside investment?

Two mature units usually suffice when their contribution margins sit within £4 points of each other and both
follow a similar maturation curve. With a single location you are selling a hypothesis; with two comparables you
are selling evidence of repeatability, and that is what the fund buys. Three or more lets you talk platform.

What documents does restaurant due diligence require?

A 24-month per-unit P&L reconciled against POS and bank, tax filings, leases with assignment clauses, cap
table, current licenses, employment contracts, theoretical recipe costing, and expansion CapEx itemized with
quotes under 60 days old. Miss one and the process stalls while you go hunting for it.

How much expansion CapEx should | budget per new location?

Anchor it to market ranges rather than your last build. FreshBooks (2025) reports 178 USD per square foot to
purchase and 159 to rent; Van Brunt & Co (2025) places build-out between 250 and 500 USD per square foot,
and a turnkey QSR reaches 535 per Walter Daniels (2025). Add 15% contingency plus working capital through
break-even.
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Does delivery help or hurt my restaurant’s valuation?

It helps when you know its net margin after commission and packaging, and it hurts when you do not. A channel
carrying 40% of sales at single-digit net margin lowers valuation because it concentrates risk inside somebody

else's algorithm. Break the cohort out by platform and show cash, not volume.

DATA & SOURCES

Sector data 2026 (official sources)

Verifiable industry benchmarks from official, non-commercial sources (government, industry associations,

market research) - not competitors.

Metric

Meta de expansion de Jollibee en
EE.UU. y Canada

Ritmo de aperturas y meta de
Popeyes en Norteamérica

Crecimiento neto de unidades
franquiciadas 2025

Empleo nuevo en franquicias 2025

Produccion total del sector
franquicias 2025

PIB de las franquicias 2025

Benchmark 2026

350 tiendas

cerca de 200 restaurantes al ano, meta
de 800 nuevos locales

+20.000 unidades (a 851.000 en EE.
uu.)

+210.000 puestos (+2.4%)

USD 936.4 mil millones (+4.4%)

USD 578 mil millones (+5%, vs +1.9%
del PIB de EE. UU.)

Source

1851 Franchise / Jollibee —
Expansion 2025

QSR Magazine — Popeyes 800
New Locations 2025

IFA Economic Outlook 2025

IFA Economic Outlook 2025

IFA Economic Outlook 2025

IFA Economic Outlook 2025 /
CBO

Propiedad Intelectual de Masterestaurant® — Exclusivo para Lideres de Sector - masterestaurant.com
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Q Content created with Al assistance, reviewed by the MASTERESTAURANT editorial team.
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