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MASTERESTAURANT® Executive Brief

Coémo presentar el restaurante a un
Inversionista: antes vs después con

Masterestaurant

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

QUICK VERDICT

An investor is not buying your kitchen: they are buying your ability to repeat a result on
another corner. How to pitch your restaurant to an investor comes down to three things,
and a beautiful deck is none of them: auditable per-location unit economics (prime cost,
contribution margin, break-even), measurable territorial demand — which in 2026 lives in
your Google Business Profile, your review volume and your ranking inside delivery apps
— plus a replicable operations manual proving the result does not depend on you. With
Masterestaurant the shift is from narrative to decision architecture: the same business,
presented with a cited baseline and a defensible projection, moves from exploratory chat
to term sheet.

* Executive Brief Strategic brief - CEOs, boards & investors - 19 minread - 2026-09-18

INTELLECTUAL PROPERTY OF MASTERESTAURANT® — EXCLUSIVE FOR SECTOR LEADERS
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The committee you are pitching is not a regular customer who wants to help you. It compares your restaurant
against a logistics warehouse, an index fund and another operator who walked in with the same coffee

and three hundred pages of orderly due diligence, and it decides in forty minutes whether your file earns a
second meeting.

What sinks most pitches is not the margin. It is that nothing can be verified: sales from a notebook, a food cost
the owner estimates at «thirty-something», a location chosen because the rent looked good, and zero digital
trace that real demand exists in that catchment. ACODRES (2025) reported that Colombian restaurants raised
menu prices 9,8% from February of that year just to sustain 98.000 jobs, and an investor reading that number
will ask how much of your 2026 margin is price and how much is operations.

The sector is not closed to capital, it is closed to messy capital. The U.S. Small Business Administration (2024)
reports accommodation and food services as the most financed industry within SBA 504 at 16,5% of the

fiscal year 2024 total: the money exists and moves. What is scarce is a file that lets a committee mitigate risk
without guessing.

This is where the local digital engine stopped being marketing and became operational due diligence. A Google
Business Profile with current photos, correct hours and answered reviews is an asset anyone can verify from a
phone; Michael Luca's research at Harvard Business School found each additional star moves revenue between
5% and 9%, so local reputation is not an intangible: it carries an estimable value band, and a committee knows
how to read it.

SIDE-BY-SIDE COMPARISON

Side-by-side comparison

Declared and verifiable prime
cost

Cost structure vs. sector
baseline

Pricing power and menu mix
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BEFORE - NARRATIVE DECK

X Food cost «around 30%»
with no measured variance;
labor eyeballed even though
U.S. base hourly pay rose 4% to
14,20 USD/hour (7shifts, 2024)

X Projection ignoring that food
and labor each climbed +35%
since 2019 (National Restaurant
Association, 2024)

X Reactive price hikes;
alcohol treated as one more
category although 46% of
respondents rank it among the
highest-margin ones (Technomic
/ Nation's Restaurant News,
2024)

AFTER - MASTERESTAURANT FILE

v Prime cost closed weekly with food cost
<32% as a hard ceiling and per-recipe food
cost variance, labor reconciled against the
same 14,20 USD/hour benchmark (7shifts,
2024)

v" Scenarios built on that +35% food and
+35% labor shift (National Restaurant
Association, 2024) with break-even
recalculated per location

v" Menu engineering with alcohol as a
deliberate contribution-margin lever (46%
rank it among the highest margin —
Technomic / NRN, 2024) and a defensible

pricing calendar
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Local reputation as an asset

Average ticket and ordering
architecture

Territorial prefeasibility of the
next site

Capital required to replicate

BEFORE - NARRATIVE DECK

X Reviews unmanaged and
unanswered, revenue effect
never quantified

X Flat ticket; digital ordering
and self-service described as
«something we want to try»

X Location picked on instinct
and available rent; territory risk
never named

X Around number with no
breakdown or external reference

AFTER - MASTERESTAURANT FILE

v A 5% review program using the +5% to
9% revenue range per additional star
(Harvard Business School, Michael Luca) as
the projection baseline

v Kiosk and digital ordering sized with the
real 8-15% ticket lift over counter orders (QSR
Magazine, 2024), not with promises

v Location intelligence with local search
density, Maps competition and delivery
coverage before signing a lease; territory risk
quantified

v" Opening ticket anchored to public
references — under 150.000 USD for a U.S.

QSR or food truck per Square (2024) — and
adjusted to format and revenue band

Proof the model scales X  «If we get the money, we v Replicable operations manual plus an

open three» opening cadence benchmarked against public

operators: Chipotle guided to 315-345
openings for 2025, over 80% with drive-thru
(Chain Store Age / Chipotle, Q4 2024)

1. The committee decides in forty minutes, and what it looks at is traceability, not design

An investment committee decides whether to advance or shelve your file based on whether it can verify your
numbers without calling you, and that is where most restaurant pitches die. The opening question is never how
much you sell: it is where that number comes from and who else signs it. When you say your food cost sits
«around 30-something», the committee hears that nobody measures it, and an unmeasured cost gets provi-
sioned as risk. The hard numbers around you work against you too if you don't get ahead of them: according to
ACODRES (2025), restaurants in Colombia raised dish prices by 9,8% starting in February of that year just to
sustain 98.000 jobs, and the investor who read that note will ask how much of your 2026 margin is PRICE and
how much is operations. Bring that split already solved, with twelve months of monthly closings, before anyone
asks for it.

2. Capital for hospitality exists; what's scarce is the file

Capital isn't closed to the sector, it is closed to the disorganized sector, and one figure belongs on the table early
in the conversation. The U.S. Small Business Administration (2024) reports that accommodation and food ser-
vices was the MOST financed industry within the SBA 504 program, at 16,5% of the total in fiscal year 2024: the
money moves, and it moves toward restaurants. What an analyst cannot do is mitigate risk by guessing. The
valuation anchor they compare you against isn't mysterious either; in the United States, alcohol is named by
46% of respondents among the highest-margin menu categories according to Technomic and Nation's
Restaurant News (2024), so if your concept has no bar, explain which lever replaces those margin points. A
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file that answers that before the question lands changes the temperature of the room. Below 500 thousand
dollars in annual revenue the right call is almost always NOT to dilute, and that holds on arithmetic, not on
founder pride.

3. Under 500 thousand USD a year: don't chase equity,

chase short-term debt and a proven second unit

At that size your valuation gets negotiated on EBITDA multiples that rarely clear 3x, so selling 30% to fund an
opening costs you the same money as a 36-month loan while handing governance to a third party. The numeric
threshold is concrete: open the second unit only with the first one's EBITDA above 12% for six consecutive
months and prime cost under 60%. The opening fits in your pocket if you pick the right format, because a QSR
or food truck in the United States opens for under 150.000 USD according to Square (2024). And hourly base
pay in U.S. restaurants rose 4% to 14,20 USD/hour according to 7shifts (2024): model payroll upward before
you sign the lease. In the 500 thousand to 1 million dollar band the investor you want is an operating partner or
a nearby family office putting in 150 to 300 thousand dollars for 20% to 25%, with monthly reporting rights and
no veto over the menu.

4. From 500 thousand to 1 million: this is where an operating partner fits, not a fund

The reason is scale: an institutional fund doesn't write checks that small because its due diligence cost eats the
return. Your job in this band is to prove repeatability with a third unit in the same trade area and contribution
margin per dish above 68%. The cost backdrop is brutal and they know it: U.S. input costs are up +35% in food
and +35% in labor since 2019 according to the National Restaurant Association (2024), while large chains
raised menu prices +42% between 2020 and 2025, nearly double the 22% general inflation, according to One
Haus. If you didn't raise prices, explain why your margin held. Past a million dollars a year the committee stops
looking at the restaurant and starts looking at the MACHINE that opens restaurants, with a per-unit model show-
ing capex payback under 30 months and sales per square meter comparable across locations.

5. Above 1 million: the conversation shifts to per-unit economics and capex per opening

The threshold | defend here, and | defend it with the Masterestaurant framework that Diego F. Parra applies in
expansion audits, is never signing the fourth opening without two full fiscal years of prime cost holding inside a
three-point band. Technology stops being an expense and becomes a valuation argument: the ticket at self-ser-
vice kiosks runs 8-15% higher than at the counter, with Yum reporting close to 10% more, according to QSR
Magazine (2024). That point is defensible in front of an analyst because it reproduces at every opening, and re-
production is precisely what an investor buys. Above 5 million dollars a different investor profile shows up, and
so does a different risk that deserves a plain name: the media-chef project or the large-format themed venue,
where the core asset is a person or an attraction rather than a system. That profile raises capital fast and loses it
fast, because its valuation discounts occupancy that depends on novelty.

6. Above 5 million and the high-end case: the celebrity or large-format themed profile

If that is your case, the file has to show what remains of the business when the public figure isn't in the quarter's
campaign. The pace of systematized operators is the mirror: Chipotle projected 315 to 345 openings for 2025,
with over 80% in the Chipotlane drive-thru format, according to Chain Store Age, and Wingstop added 255 net
restaurants in the first half of 2025 alone according to Restaurant Dive. Neither one depends on a face. For a
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group or chain above 10 million dollars a year, the committee buys two things that aren't in the kitchen: audited
corporate governance and a pipeline of locations secured with letters of intent. The threshold here is a pipeline
of at least eight units under contract or LOI, plus an expansion team that isn't the founder doing three jobs.

7. Above 10 million, group or chain: valuation is

decided on governance and pipeline, not on the plate

Shake Shack planned 45 to 50 company-operated openings in 2025 on a base of 630 units, with a stated target
of 1.500, according to Restaurant Business, and Starbucks closed 2024 with 589 net stores and 16.935 total
units according to QSR Magazine: those numbers only exist when opening is a documented process. What
would happen if you lost your corporate chef and your purchasing manager on the same day tomorrow? If the
answer is that margin collapses, you don't have a chain, you have a large restaurant with several branches, and
the multiple will say so. Your Google Business Profile listing is the only asset in your file that an investor can
verify from a phone while you're still talking, which is why it stopped being marketing. Current photos, correct
hours, answered reviews, and your position against the three competitors on the block: all of it gets checked in
ninety seconds.

8. The local digital engine is due diligence, and it carries an estimable value band

Local reputation also carries a price: research by Michael Luca at Harvard Business School found that each ad-
ditional star in the rating moves between 5% and 9% of revenue, so half a star of gap against your neighbor is a
P&L line, not an impression. Owned channels belong in the same file, with a 25,1% average email open rate in
2023 according to Omnisend (2024) and 26% higher opens when the message is personalized according to
Stripo (2025). Open your listing now, read what a stranger would see, and fix that before you print a single slide.
The difference is traceability, not slide design: a narrative deck asserts, a file proves. Once every scorecard fig-
ure carries a baseline cited to a real organization and a target tied to a concrete operational lever, the committee
stops debating whether you are right and starts debating the multiple. The local digital engine turns a demand
promise into evidence anyone can check.

9. What actually changes between the two files

An investor can open Maps while you talk and see whether your listing is alive, whether you answer reviews and
where you rank against the three competitors on the block; rating matters in money because each additional star
moves 5% to 9% of revenue according to Harvard Business School (Michael Luca), which is no longer a market-
ing opinion. Who carries territory risk changes too. Without location intelligence the committee assumes the next
opening is a bet and discounts the valuation; with search density, delivery coverage and a competitive map on
the table, risk becomes a number to mitigate rather than an unknown to punish. The order of the pitch changes
as well. The old deck opens with the founder's story and reaches a number on slide twenty; the file opens with
per-location results, explains the lever, and saves the story for the end, once you have earned the right to tell it.

POINT BY POINT
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Comparison table: what the committee decides on each criterion

CREDIBILITY OF THE FINANCIAL PROJECTION

A - BEFORE - NARRATIVE DECK Growth B - MASTERESTAURANT Three scenarios
drawn freehand, with no sensitivity and no anchored to the +35% food and labor shift
sector baseline since 2019 (National Restaurant

Association, 2024) and a per-location
break-even

Verdict: The file wins: committees punish the optimistic projection and reward the one that
already absorbed the cost shock.

EVIDENCE OF TERRITORIAL DEMAND

A - BEFORE - NARRATIVE DECK Informal B - MASTERESTAURANT Local search
surveys and the owner's intuition about the density, Maps ranking, Rappi, Uber Eats
neighborhood and DiDi coverage, and reviews managed

on a 24-hour SLA

Verdict: The file wins, because the investor verifies your listing from a phone during the meeting.

DECLARED MARGIN LEVER

A - BEFORE - NARRATIVE DECK A generic B - MASTERESTAURANT Menu
promise to «optimize costs» naming engineering with alcohol as a deliberate
neither category nor instrument margin category, ranked among the most

profitable by 46% of respondents
(Technomic / NRN, 2024)

Verdict: The file wins: naming the concrete lever beats promising diffuse efficiency.
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ABILITY TO REPLICATE WITHOUT THE FOUNDER

A - BEFORE - NARRATIVE DECK The B - MASTERESTAURANT Replicable
owner in the kitchen, at the register and in operations manual with training times,
the hiring interview opening checklist and shift owners

Verdict: The file wins outright: a model depending on one person is not scalable, it is an
expensive job.

QUALITY OF THE ASK
A - BEFORE - NARRATIVE DECK A round B - MASTERESTAURANT Amount broken
number with no use of funds and no down by line item, tranches tied to
milestones quarterly milestones and governance

proposed from round one

Verdict: The file wins: a detailed ask turns a request into a decision architecture.

READING OF TERRITORY RISK

A - BEFORE - NARRATIVE DECK Risk B - MASTERESTAURANT Territory risk
unmentioned, as if opening elsewhere quantified through prefeasibility with a
were repeating a recipe mitigation plan per scenario

Verdict: The file wins: naming and bounding the risk builds more trust than hiding it.

SIDE-BY-SIDE COMPARISON
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Before: the deck a committee cannot audit HIGH RISK

X  Sales and costs on loose spreadsheets, never reconciled across POS, inventory and accounting

X Food cost estimated and never measured per recipe; no documented food cost variance

X  Break-even calculated once, the year of opening, and never refreshed

X Next location justified by rent instead of territorial prefeasibility

X Google Business Profile with stale hours, three-year-old photos and unanswered reviews

X Total founder dependency: without a replicable operations manual the result does not travel

X The ask arrives with no use of funds breakdown and no success metric per tranche

After: the file that survives due diligence MASTERESTAURANT

v" Per-location unit economics with prime cost, contribution margin and break-even refreshed weekly

v" Food cost under the 32% per-dish ceiling, with per-recipe variance and a named owner

v Scorecard pairing a cited external sector baseline with the target under the method

v/ Documented territorial prefeasibility: local search volume, Maps competition, delivery coverage

v Local digital engine auditable from the investor's phone: complete profile, managed reviews, geo-
targeted paid media with cost per visit

v"  Replicable operations manual with training times and opening checklist, ready for a gastronomic
franchise

v" An ask with use of funds by line item, quarterly milestones and corporate governance from round one

SIDE-BY-SIDE COMPARISON
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Side-by-side comparison

Declared and verifiable prime
cost

Cost structure vs. sector
baseline

Pricing power and menu mix

Local reputation as an asset

Average ticket and ordering
architecture

Territorial prefeasibility of the

next site

Capital required to replicate

Proof the model scales

THE NUMBERS THAT MATTER

BEFORE - NARRATIVE DECK

X Food cost «around 30%»
with no measured variance;
labor eyeballed even though
U.S. base hourly pay rose 4% to
14,20 USD/hour (7shifts, 2024)

X Projection ignoring that food
and labor each climbed +35%
since 2019 (National Restaurant
Association, 2024)

X Reactive price hikes;
alcohol treated as one more
category although 46% of
respondents rank it among the
highest-margin ones (Technomic
/ Nation's Restaurant News,
2024)

X Reviews unmanaged and
unanswered, revenue effect
never quantified

X  Flat ticket; digital ordering
and self-service described as
«something we want to try»

X Location picked on instinct
and available rent; territory risk
never named

X Around number with no
breakdown or external reference

X  «If we get the money, we
open three»
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AFTER - MASTERESTAURANT FILE

v" Prime cost closed weekly with food cost
<32% as a hard ceiling and per-recipe food
cost variance, labor reconciled against the
same 14,20 USD/hour benchmark (7shifts,
2024)

v Scenarios built on that +35% food and
+35% labor shift (National Restaurant
Association, 2024) with break-even
recalculated per location

v" Menu engineering with alcohol as a
deliberate contribution-margin lever (46%
rank it among the highest margin —
Technomic / NRN, 2024) and a defensible
pricing calendar

v A 5% review program using the +5% to
9% revenue range per additional star
(Harvard Business School, Michael Luca) as
the projection baseline

v Kiosk and digital ordering sized with the
real 8-15% ticket lift over counter orders (QSR
Magazine, 2024), not with promises

v Location intelligence with local search
density, Maps competition and delivery
coverage before signing a lease; territory risk
quantified

v Opening ticket anchored to public
references — under 150.000 USD for a U.S.
QSR or food truck per Square (2024) — and
adjusted to format and revenue band

v"  Replicable operations manual plus an
opening cadence benchmarked against public
operators: Chipotle guided to 315-345
openings for 2025, over 80% with drive-thru
(Chain Store Age / Chipotle, Q4 2024)
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The figures your committee looks at first

16.9%

of fiscal year 2024 SBA 504 lending
went to accommodation and food
services: the most financed industry

9 %

additional revenue per extra star
in review rating (range 5%-9%)

35 %

rise in food costs and the same in

labor costs since 2019 in the U.S.

46 %

of respondents rank alcohol among
the highest-margin menu categories

15 %

higher ticket than counter orders on
self-service kiosks (range 8%-15%)

K USD
is the opening ceiling for a U.S. QSR or food
truck, a public reference for sizing the ask

VISUALIZATION

The numbers, visualized
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Sources: U.S. Small Business Administration 2024 - Harvard Business School (Michael Luca) - National Restaurant
Association 2024 - Technomic / Nation's Restaurant News 2024 - QSR Magazine 2024

Chart by masterestaurant.com

REAL CASE

“We spent two years asking for capital with a gorgeous deck and not one reconciled number. Under the
method we closed prime cost weekly, brought food cost from 37% down to 31,4% and built the local engine:
complete Maps listing, reviews answered in under 24 hours, rating from 3,9 to 4,6 in seven months, which
within the 5% to 9% revenue band per star measured by Harvard Business School explains a good share
of the 11 points of sales we gained. The committee that had turned us down called back: the second

meeting ran forty minutes and produced a term sheet.”

— Operations director of a three-location restaurant group, 1 to 5 million USD annual revenue

band, Bogota

HOW TO APPLY IT IN YOUR RESTAURANT

www.masterestaurant.com - Executive Brief - How to pitch your restaurant to an investor: before vs after with Masterestaurant: delivery and local SEO Page 11 of 14


https://www.sba.gov/document/report-sba-2024-capital-impact-report
https://www.hbs.edu/faculty/Pages/item.aspx?num=41233
https://restaurant.org/research-and-media/research/restaurant-economic-insights/analysis-commentary/elevated-labor-costs-had-a-significant-impact-on-restaurant-profitability-in-2024/
https://restaurant.org/research-and-media/research/restaurant-economic-insights/analysis-commentary/elevated-labor-costs-had-a-significant-impact-on-restaurant-profitability-in-2024/
https://www.nrn.com/restaurant-finance/technomic-restaurant-alcohol-sales-continue-to-rise
https://www.qsrmagazine.com/growth/fast-casual/how-kiosks-empower-guests-and-boost-restaurant-business/
https://masterestaurant.com/

Strategic roadmap: three phases to a term sheet

@ Phase 1 - Weeks 1-4: close management accounting and set the baseline
Deliverable: per-location unit economics with prime cost, per-dish contribution margin and a
recalculated break-even, plus food cost brought under the 32% ceiling with per-recipe variance.
Timeline: 30 days. Success metric: 100% of recipes costed and weekly food cost variance
under 2 points. This is where the rest of the exercise earns its worth, because a projection built
on numbers nobody reconciled is fiction formatted as a spreadsheet, and the committee catches
it by the third question. Anchor the model to sector reality: food and labor each rose 35% since
2019 per the National Restaurant Association (2024), so any plan assuming flat costs is born
suspicious.

@ Phase 2 - Weeks 5-10: build the local digital engine as demand evidence
Deliverable: complete and active Google Business Profile, review response program with a 24-
hour SLA, measured ranking across Rappi, Uber Eats and DiDi, and geo-targeted paid media
with attributed cost per visit. Timeline: 6 weeks. Success metric: rating above 4,5, review
volume growing month over month and documented incremental cost per visit. The reasoning is
arithmetic before aesthetic: each additional star moves 5% to 9% of revenue per Michael Luca's
Harvard Business School research, so climbing from 3,9 to 4,6 is an EBITDA lever, not a

community manager task.

@ Phase 3 - Weeks 11-16: assemble the investment file and the replicable manual
Deliverable: data room with 24 months of reconciled statements, a scorecard with cited
baselines, territorial prefeasibility for the next site and a replicable operations manual with
training times. Timeline: 6 weeks. Success metric: operational due diligence passed with no
critical findings and an ask broken down 100%. Size the ticket against public references —
Square (2024) puts a U.S. QSR or food truck opening below 150.000 USD — and adjust for
your format before requesting a figure you cannot defend line by line.

@ Phase 4 - Week 17: the forty-minute pitch and the governance that follows
Deliverable: a twenty-minute presentation plus twenty of questions, with a three-scenario
sensitivity annex and a corporate governance proposal (quarterly board, monthly reporting,
investor information rights). Timeline: one week. Success metric: second meeting booked within
10 business days. Open with per-location results, not your biography; the story goes last, once
you have earned it. And if the committee asks for a proof of concept before the full check, take
it: @ milestone-linked tranche usually closes faster than a whole round argued over six months.

FAQ
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What a committee asks and you must answer without hesitating

Which restaurant requirements does an investor check before looking at numbers?

Current licenses, lease contracts with term and renewal option, formalized payroll, at least 24 months of
statements reconciled against the POS, and a replicable operations manual. Without that documentary base,
the valuation conversation never starts.

How much does the local digital engine weigh in an investment decision?

It weighs because it is the only demand evidence a committee can verify alone. Review rating moves revenue
5% to 9% per additional star according to Harvard Business School (Michael Luca), and Maps plus delivery-app
ranking anticipates how the next location will perform.

What does it cost to do nothing and pitch with the usual deck?

It costs valuation and time. An unreconciled file forces the investor to discount risk, and with food and labor 35%
more expensive than in 2019 per the National Restaurant Association (2024), that discount lands precisely on
the margin you are trying to defend.

How much investment should | ask for to open the next location?

The amount you can break down by line item and defend one by one. As a public reference, Square (2024)
places a U.S. QSR or food truck opening below 150.000 USD; your format, revenue band and market adjust that
base upward or downward.

Should | replace the physical menu with a QR menu to cut costs before pitching?

No. Masterestaurant ALWAYS recommends keeping the physical menu alongside the QR: the printed menu
governs service pace, menu narrative and suggestive selling, while the QR handles delivery, accessibility, price
updates and analytics. The correct verdict is both, each with its role.

DATA & SOURCES

Sector data 2026 (official sources)

Verifiable industry benchmarks from official, non-commercial sources (government, industry associations,
market research) - not competitors.

Metric Benchmark 2026 Source
Requisito financiero de un franquiciado 1 millén USD en liquido y 5 millones

. . Swoop / Wendy's FDD 2025
Wendy's USD de patrimonio neto
Regalia media (royalty) de una 6,7% de los ingresos brutos (rango Franzy — Average Franchise
franquicia en EE.UU. 4%-12%) Royalty Fee 2025
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Metric Benchmark 2026 Source

Regalia en franquicias de restaurantes Toast — Restaurant Franchise
4% a 8% de las ventas brutas
en EE.UU. Costs 2025
Cargas continuas combinadas en QSR Toast — Restaurant Franchise
. ) 8,5% a 11,2% de las ventas
(regalia + marketing) Costs 2025

. i . Toast — Restaurant Franchise
Regalia en franquicias de café y postres 6% a 10% de las ventas

Costs 2025
Regalia fija tipica en comida rapida (alto Franzy — Average Franchise
) cerca de 5% de las ventas
volumen, bajo margen) Royalty Fee 2025

Propiedad Intelectual de Masterestaurant® — Exclusivo para Lideres de Sector - masterestaurant.com

Author: Diego F. Parra - Publisher: MASTERESTAURANT®

Q Content created with Al assistance, reviewed by the MASTERESTAURANT editorial team.
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