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MASTERESTAURANT ®

'‘Cerca de Mi' Decide la Cena: la.
Busqueda Local que Su Restaurante
Esta Perdiendo

Método probado en +8.400 restaurantes - 43 paises masterestaurant.com

QUICK VERDICT

Verdict: dinner is decided in the 15 seconds a diner takes to type ‘restaurant near me' —
and you're not at the table where it happens. With local search up +99% year over year
(Restroworks, 2025) and 62% of consumers discovering restaurants via Google
(Restroworks, 2024), your cheapest acquisition channel is no longer the ad: it's your
listing, your reviews and your response speed. Treat it as a decision architecture, not a
marketing chore, and your cost to acquire a diner drops while average ticket and LTV rise.
Diego F. Parra and the Masterestaurant method make it a system, not luck.
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INTELLECTUAL PROPERTY OF MASTERESTAURANT® — EXCLUSIVE FOR SECTOR LEADERS

A diner four blocks from your door types 'restaurant near me', sees three listings, reads two reviews and
chooses — all in under 20 seconds. You never entered that decision. That's the market your restaurant loses
every night, and it's no longer marginal: 'food near me' search grew +99% year over year in 2025 (per
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Restroworks, 2025).

The mistake | see again and again: owners pouring money into third-party delivery at a 30%-40% effective
commission (per Restaurant Business, 2024) while leaving their Google listing — the channel where 62%

discover restaurants (Restroworks, 2024) — with no fresh reviews, no photos and the wrong hours. They're

paying premium rent for a storefront they never light up.

SIDE-BY-SIDE COMPARISON

Side-by-side comparison

Cost to acquire a diner

Dominant discovery channel

Reputation's revenue effect

Demand growth captured

Conversion speed

Social video channel role

Return on spend (unit
economics)

TRADITIONAL APPROACH
(REACTIVE MARKETING)

X US$30.27 per lead on
restaurant Google Ads
(WordStream, 2025)

X Relies on third-party
delivery at 30%-40% effective
(Restaurant Business, 2024)

X Unmanaged reviews; flat or
declining stars

X  Flat or falling with dine-in

X Outdated hours/menu; diner
bounces

X No presence; discovery
leaks to competitors

X High CAC, LTV
unmeasured, EBITDA eroded by
commissions

1. Where is tonight's dinner actually decided?

LOCAL DECISION ARCHITECTURE
(MASTERESTAURANT METHOD)

v Listing + organic reviews: fraction of paid
CAGC,; retaining costs 5-25x less than acquiring
(Bain & Company)

v Captures the 62% who discover via
Google (Restroworks, 2024) with no per-order
commission

v +1 review star = +5% to +9% revenue for
independents (Harvard Business School,
2016)

v Rides +99% YoY 'food near me' search
(Restroworks, 2025)

v 89M Americans scanned a QR in 2025
(QR Code, 2025); menu and order in two taps

v 41% of diners research on social
(TouchBistro, 2025); Reels <12s
(Restroworks, 2025)

v"  Lower CAC, measurable repeat and LTV,
protected EBITDA

Dinner is decided in the 15 seconds a guest takes to type 'restaurant near me,' see three listings, read
two reviews, and choose — and you're not in the room.

That's the market your restaurant loses every night, and it's no longer marginal: 'food near me' searches grew
+99% year over year in 2025 (per Restroworks, 2025), and 62% of consumers discover restaurants through
Google, more than Yelp or social (Restroworks, 2024). I've seen it in dozens of operations: the owner pours
money into third-party delivery at an effective 30%-40% commission (per Restaurant Business, 2024) while
leaving the Google listing with stale reviews, no photos, and wrong hours. You're paying premium rent for a
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storefront you never light up. The decision happens four blocks from your door, and you never sat at the table.
Your listing, your reviews, and your response speed are today the cheapest acquisition channel you have —
cheaper than any ad.

2. Your listing is the cheapest acquisition channel you own

Cost per lead on Google Ads for restaurants is US$30.27 (per WordStream, 2025), and acquiring a new cus-
tomer costs 5 to 25 times more than retaining an existing one (Bain & Company). The math is brutal: every
guest who arrives through organic local search and returns lowers your structural CAC, while the one who
comes via paid ads or an app at 30%-40% commission (Restaurant Business, 2024) drains margin from the first
plate. At Masterestaurant | say it in every board meeting: you don't compete for attention, you compete for pres-
ence at the exact moment of the decision. With 62% discovering via Google (Restroworks, 2024), a well-kept
listing is cash-flow infrastructure, not decorative marketing. Local search is decision architecture because the
guest chooses in under 20 seconds using the exact data Google shows, not the data you wish it showed. If your
listing doesn't answer first — appetizing photo, recent review, correct hours, distance — the competition does,
and the 62% who discover through Google (Restroworks, 2024) never knew you existed.

3. Why is local search decision architecture, not advertising?

The mistake | see again and again: owners treating reviews as an image issue instead of the filter that
decides who walks through the door.

'Food near me' searches grew +99% year over year in 2025 (Restroworks, 2025); that volume won't wait. Diego
F. Parra puts it plainly: you don't design an ad, you design the answer that appears when someone hungry, card
in hand, has already decided to go out for dinner tonight. Raising one star in reviews generates between +5%
and +9% in revenue for independent restaurants (per Harvard Business School, Michael Luca, 2016): it's the
cheapest margin improvement there is, because it requires no new location and no added payroll — which al-
ready weighs 25%-35% of revenue (U.S. Bureau of Labor Statistics). Think like an owner: those revenue points
fall almost entirely to operating profit because the fixed cost is already paid. At Masterestaurant we treat reputa-
tion as a line on the income statement, not public relations.

4. Reputation is an EBITDA lever, not an image topic

Every review answered on time, every updated photo, every corrected hour is an EBITDA decision. With 62%
discovering via Google (Restroworks, 2024), one more star isn't vanity: it's the most efficient operating leverage
in your business. Ignoring the 'near me' moment costs you the most profitable traffic there is: the guest who al-
ready decided to go out and simply picks among the three listings Google shows four blocks away. With local
search growing +99% year over year (Restroworks, 2025) and 62% discovering via Google (Restroworks,
2024), every night your listing is outdated hands those covers to the competition. Compare the economics: a
Google Ads lead costs US$30.27 (WordStream, 2025) and an app customer leaves you 30%-40% less to com-
mission (Restaurant Business, 2024), while a well-kept organic listing costs zero per capture. The real cost isn't
what you spend on the listing; it's the empty table at peak hour while the place across the street, with fresh re-
views, fills up.

5. What does ignoring the 'near me' moment cost you?

That's the invisible tax of digital absence. Start with what pays back most per dollar: claim and complete
your listing, fix hours, load 8-10 photos of real dishes, and turn on review responses within 24 hours.
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Prioritize raising one star, because it's worth +5% to +9% in revenue (Harvard Business School, 2016) without
spending on paid media. Then redirect budget: every dollar that today funds delivery at 30%-40% commission
(Restaurant Business, 2024) or leads at US$30.27 (WordStream, 2025) pays back more by ensuring the guest
already searching for you finds you and returns — remembering that retaining costs 5 to 25 times less than ac-
quiring (Bain & Company). At Masterestaurant this is the first diagnostic we run with an owner: not more market-
ing, better presence at the instant of the decision. With local search at +99% year over year (Restroworks,
2025), ninety well-executed days reshape your traffic curve.

6. The difference a CEO underlines

Your cheapest acquisition channel is no longer the ad: it's your listing, your reviews and your response speed.
Acquiring a new customer costs 5 to 25 times more than retaining an existing one (Bain & Company), so every
diner who arrives via local search and returns lowers your structural CAC. Local search isn't marketing — it's de-
cision architecture. The diner decides in under 20 seconds on the data Google shows. If your listing doesn't an-
swer first, a competitor does, and the 62% who discover via Google (Restroworks, 2024) never knew you
existed. Reputation is an EBITDA lever, not an image topic. Adding one star drives +5% to +9% revenue for
independents (Harvard Business School, 2016): the cheapest margin gain a restaurant can buy, and it comes
from managing reviews, not cutting prices.

POINT BY POINT

Comparative analysis: reactive vs. decision architecture

COST TO ACQUIRE ADINER

A - TRADITIONAL APPROACH (REACTIVE B - MASTERESTAURANT |_|St|ng and
MARKETING)
organic reviews: retaining costs 5-25x less
US$30.27 per lead on restaurant Google

Ads (WordStream, 2025), rented traffic

than acquiring (Bain & Company)

Verdict: Local decision architecture wins: structurally lower CAC and diner ownership.
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REVENUE LEVER AVAILABLE

A - TRADITIONAL APPROACH (REACTIVE B - MASTERESTAURANT +1 star =+5% to

MARKETING)
+9% revenue (Harvard Business School,

Ads that switch off when the budget runs 2016), permanent

out

Verdict: Reputation is compounding margin; the ad is spend that resets every month.

ALIGNMENT WITH 2026 DEMAND

A - TRADITIONAL APPROACH (REACTIVE B - MASTERESTAURANT Rides +99% YoY

MARKETING)
'food near me' search (Restroworks, 2025)

Flat dine-in; ignores the local search surge

Verdict: Capturing channel growth is the scalability play, not defending the one that falls.
SIDE-BY-SIDE COMPARISON

Reactive marketing WHAT RUNS EXPENSIVE

X Pays US$30.27 per lead on Google Ads (WordStream, 2025) for traffic it doesn't own

X Depends on third-party delivery at 30%-40% effective commission (Restaurant Business, 2024)

X Leaves the Google listing with no fresh reviews, photos or correct hours

X Never measures diner LTV or repeat rate; restarts acquisition from zero each month

www.masterestaurant.com - Executive Brief - 'Near Me' Decides Dinner: The Local Search Your Restaurant Is Losing Page 5 of 10



Local decision architecture

MASTERESTAURANT

v Captures the 62% who discover via Google (Restroworks, 2024) as an owned, commission-free

channel

v" Turns reviews into revenue: +1 star = +5% to +9% (Harvard Business School, 2016)

v"  Rides the +99% YoY ‘'food near me' search (Restroworks, 2025)

v" Closes conversion with QR: 89M scans in the US in 2025 (QR Code, 2025)

SIDE-BY-SIDE COMPARISON

Side-by-side comparison

Cost to acquire a diner

Dominant discovery channel

Reputation’s revenue effect

Demand growth captured

Conversion speed

Social video channel role

Return on spend (unit
economics)

THE NUMBERS THAT MATTER
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TRADITIONAL APPROACH
(REACTIVE MARKETING)

X US$30.27 per lead on
restaurant Google Ads
(WordStream, 2025)

X Relies on third-party
delivery at 30%-40% effective
(Restaurant Business, 2024)

X Unmanaged reviews; flat or
declining stars

X  Flat or falling with dine-in

X Outdated hours/menu; diner
bounces

X No presence; discovery
leaks to competitors

X High CAC, LTV
unmeasured, EBITDA eroded by
commissions

LOCAL DECISION ARCHITECTURE
(MASTERESTAURANT METHOD)

v’ Listing + organic reviews: fraction of paid
CAC; retaining costs 5-25x less than acquiring
(Bain & Company)

v Captures the 62% who discover via
Google (Restroworks, 2024) with no per-order
commission

v +1 review star = +5% to +9% revenue for
independents (Harvard Business School,
2016)

v Rides +99% YoY 'food near me' search
(Restroworks, 2025)

v 89M Americans scanned a QR in 2025
(QR Code, 2025); menu and order in two taps

v 41% of diners research on social
(TouchBistro, 2025); Reels <12s
(Restroworks, 2025)

v"  Lower CAC, measurable repeat and LTV,
protected EBITDA
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The numbers running local search in 2026

99 %

YoY growth in 'food near me' searches (2025)

62 %

of consumers discover restaurants via Google

9 %

revenue lift per +1 review star (independents)

40 %

effective third-party delivery commission (ceiling)

30.27 uso

cost per lead on restaurant Google Ads

Americans scanned a QR code in 2025

VISUALIZATION

The numbers, visualized
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YoY growth in 'food near me' searches (2025)

of consumers discover restaurants via Google

revenue lift per +1 review star (independents)

effective third-party delivery commission (ceiling)

cost per lead on restaurant Google Ads

Americans scanned a QR code in 2025

Sources: Restroworks 2025 - Restroworks 2024 - Harvard Business School 2016 - Restaurant Business 2024 -
WordStream 2025

Chart by masterestaurant.com

REAL CASE

“A steakhouse | advised had a packed room on Fridays and a dead one Tuesday through Thursday. We
didn't change the menu or cut prices: we rebuilt the Google listing with 40 new photos, asked every
satisfied table for a review via a QR on the check, and replied to the 18 old reviews that had gone
unanswered for months. In ten weeks it went from 3.9 to 4.4 stars, and midweek 'near me' traffic lifted the
Tuesday-Thursday ticket by 22%. We spent nothing on ads. Dinner was already being decided without
them; we just put them at the table.”

— Diego F. Parra, Masterestaurant — advisor to 8,400+ restaurants across 43 countries

HOW TO APPLY IT IN YOUR RESTAURANT
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Strategic roadmap: 3 phases to win local search

@ Phase 1 — Territory audit (weeks 1-2)
Deliverable: a diagnosis of your territory risk and Google listing against the 3 competitors
surfacing in 'restaurant near me' within your radius. Success metric: 100% complete listing
(hours, menu, 30+ photos, correct category) and a 100% review response rate in 14 days.
Starting point: 62% discover via Google (Restroworks, 2024), so this listing is your real
storefront.

@ Phase 2 — Review and conversion engine (weeks 3-8)
Deliverable: a review-capture system with a QR on the check (89M scans in the US in 2025, per
QR Code, 2025) and a <24h response protocol. Success metric: +0.3 to +0.5 stars and +5% to
+9% revenue tied to the reputation lift (Harvard Business School, 2016). Each recovered star is
contribution margin that costs no price cut.

@ Phase 3 — Retention and unit economics (weeks 9-16)
Deliverable: CAC by channel, diner LTV and a repeat-purchase dashboard. Success metric: cut
dependence on third-party delivery at 30%-40% commission (Restaurant Business, 2024) and
lower paid CAC versus the US$30.27 per Google Ads lead (WordStream, 2025). Retaining
costs 5-25x less than acquiring (Bain & Company): that's where EBITDA lives.

FAQ

Owner FAQ

Why does 'near me' search matter more than paid advertising?

Because it decides dinner before you intervene: 62% of consumers discover restaurants via Google
(Restroworks, 2024) and 'food near me' search grew +99% year over year in 2025 (Restroworks, 2025). It's
demand with immediate purchase intent that your listing captures without paying the US$30.27 per lead an ad
costs (WordStream, 2025).

What is improving my reviews actually worth?

Adding one review star raises revenue between 5% and 9% for independent restaurants, per a Harvard
Business School study (Michael Luca, 2016). It's the cheapest contribution-margin gain available: no price cuts,
no menu changes — just managing reputation with a response protocol and steady review capture.
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Isn't being on the delivery apps enough?

No, and it's costly. The effective cost of third-party delivery reaches 30%-40% of the order with commissions
and fees (Restaurant Business, 2024). That channel erodes your EBITDA and gives you no ownership of the
diner. Owned local search captures discovery with no per-order commission and lets you measure LTV and
repeat business.

How do | turn local interest into an occupied table?

By closing conversion with speed. In 2025 more than 89 million Americans scanned a QR code (QR Code,
2025): a QR on the check or table moves the diner from discovery to menu, review and repeat in two taps. And
since 41% of diners research on social (TouchBistro, 2025), your listing and video must answer first.

DATA & SOURCES

Sector data 2026 (official sources)

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

. Benchmark

Metric Source

2026
Busquedas 'cerca de mi' en movil que llevan a

. 76% BrightLocal — Local SEO Statistics 2026

visita en 24 horas
Buscadores locales que hacen clic en el map 429 Semrush 2025 (via Malou) — Local SEO for
pack de Google ° Restaurants
Vistas del Google Business Profile vs el sitio web

7 veces mas Malou — Local SEO for Restaurants 2025
del restaurante
Fichas con mas de 100 fotos y solicitudes de i The Media Captain — Google Business
S 2.717% mas i
indicaciones Profile Stats 2025
Busquedas de restaurantes que son no-marca 79% Malou — Local SEO for Restaurants 2025
Retorno del influencer marketing por cada dolar US$5,78 por Socially Powerful — Influencer Marketing
invertido US$1 Statistics 2025

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