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and terrace as an acquisition system
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QUICK VERDICT

Straight verdict: your facade is not decoration — it is your cheapest acquisition channel
and the one you ignore most. A full-service urban venue lets 40% to 70% of the foot traffic
in front of its door walk past, over frictions that cost almost nothing to fix: legibility at 15
meters, a threshold that invites entry, a terrace that works as a living storefront. Per our
MR Operations across 8,400 accounts, venues that treat facade + surroundings + terrace
as one measurable system — not three loose CapEx lines — lift the sidewalk-to-table
conversion rate from 2.1% to 3.4% in 90 days, with CapEx that rarely exceeds 6,000

USD. It is the fastest break-even in the whole operation: it pays back before any paid
digital campaign.

" White Paper Technical document - C-Suite & multilateral banking - 12minread -2026-07-08

INTELLECTUAL PROPERTY OF MASTERESTAURANT® — EXCLUSIVE FOR SECTOR LEADERS

This white paper is about an asset almost nobody measures: the foot traffic already passing your door. We are
not talking about drawing more people to the area — that is urban planning, out of your control — but about
capturing a larger share of those already walking your sidewalk. It is the difference between paying for reach
and monetizing the reach you already have for free.

The structural error Diego F. Parra sees over and over: the owner invests 18,000 USD in the kitchen and 400
USD in the sign, when the facade decides 100% of whether that diner crosses the threshold. The kitchen
retains; the facade captures. Without capture, the best kitchen in town serves empty tables on a Tuesday at
8:30 PM.

Masterestaurant frames foot-traffic capture as a funnel with measurable stages: passes in front of the venue,
glances at the storefront, stops, entries and seatings. Each stage has its conversion rate, its friction and its lever.
This document breaks that funnel down by segment (fast casual, full service, QSR), by size (1 unit, 3-10, multi-
unit) and by input-inflation scenario.

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

FACADE AS DECORATION FACADE AS ACQUISITION SYSTEM
(MYTH) (REALITY)

Sidewalk—table conversion X  1.8%-2.1% measured v 3.2%-3.4% in 90 days

Intervention CapEx X 12,000-30,000 USD (aesthetic v 3,500-6,000 USD (measurable
remodel) system)

Payback X 14-22 months (or never v 2.5-4 months (MR Operations)
measured)

Terrace use X extra summer seats v living storefront 12 months/year

Sign legibility at 15 m X not assessed v audited, 290% correct reading

Walk-in vs. reservation check X not segmented v +9% to +14% via suggestive selling

Chapter 1 — What is foot-traffic engineering and why is it your cheapest channel?

Foot-traffic engineering means capturing a larger share of the people already walking past your door,
without spending a dollar to draw new people to the area.

A full-service urban venue lets between 40% and 70% of its foot traffic slip by due to frictions that cost almost
nothing to fix. Diego F. Parra repeats it in every audit: the kitchen retains, the storefront captures. The average
owner invests 18,000 USD in equipment and 400 USD in signage, when the storefront decides 100% of whether
that guest crosses the threshold. Against an Instagram CPC of roughly 0.80 to 1.50 USD per click —and a click-
to-table conversion of 2% to 4%— improving sidewalk capture pays back in weeks, not quarters. It's OpEx with
a measurable return, not sunk CapEx. The capture funnel has five stages and each one is counted: steps past
the venue, glances at the window, stops, entries and seatings.

Chapter 2 — The capture funnel: five measurable stages in every meter of sidewalk

Masterestaurant measures each conversion rate with a 15-minute counter across three dayparts. The numbers
Diego F. Parra sees again and again: of 100 people passing, about 22 look at the window, 6 stop, 3 enter and 2
sit down. That cascade from 100 to 2 is a global rate of 2%, and each link has its own friction. Lifting the glance
rate from 22% to 30% with a window legible at 15 meters already moves the final result by 36% in relative terms.
Without measuring these five figures there is no possible mitigation: you cannot improve capture of traffic you
never counted. The count costs 40 USD of labor per sampling day. Legibility at 15 meters decides whether the
pedestrian even registers that you exist: at urban walking speed —1.4 meters per second— you have under 4
seconds to communicate category, perceived price and value proposition. The error Diego F.

Chapter 3 — Legibility at 15 meters: the first friction that leaks customers

Parra sees in 60% of storefronts is a sign with typography under 20 cm tall, illegible beyond 8 meters. The rule
of thumb: 2.5 cm of letter height per meter of reading distance, so 15 meters demands 37 cm letters. A displayed
menu with prices and a real dish photo lifts the stop rate from 6% to 9% in Masterestaurant's tests. The invest-
ment runs 600 to 1,200 USD for a well-sized sign plus a menu case, against the 18,000 USD of a kitchen no-
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body ever gets to try. The terrace is the funnel's stopping stage, and that is its real value, not the tables it adds.
The myth treats storefront, surroundings and terrace as three separate line items; the system integrates them
into one flow where seeing people eat triggers the entry of the one who hesitated. Social proof is physical: a ter-
race at 50% occupancy lifts the stop rate of passersby by up to 40% versus an empty sidewalk, according to
Masterestaurant's counts.

Chapter 4 — The terrace as a stopping stage, not a separate line item

Diego F. Parra puts it bluntly: two occupied tables on the street are worth more than the best paid ad, because
they carry no CPC and signal real demand. The marginal efficiency lever is integration: a terrace placed to be
seen from the main pedestrian flow, with 6 to 8 visible covers, turns every seated guest into a magnet for the
next three. Threshold friction is the gap between stopping and entering, and it usually leaks half of all stops
through uncertainty signals that are dirt cheap to remove. Of every 6 who stop, only 3 cross the door: the rest
don't enter because they can't see the price, don't know if a table is free, or perceive an access barrier —
a closed door, a step, no visible menu—. Diego F. Parra fixes this with three concrete signals: a priced menu
at the entrance, a 'tables available' or 'no reservation needed' sign, and the door open or with clear line of
sight inside.

Chapter 5 — Threshold friction: why 50% of stops never enter

These three interventions raise the stop-to-entry conversion from 50% to 65% in field tests, a 30% relative im-
provement for under 300 USD. In a venue that sees 2,000 pedestrians per service, that extra 15% of threshold
is 9 more seatings a day. The capture funnel behaves differently by business model and you must calibrate the
lever to the segment. In a QSR the pedestrian decides on impulse and speed: the lever is price visibility and a
photographic menu, with entry rates of 4% to 7% of traffic. In fast casual, perceived freshness and street-visible
ambiance dominate, with entries of 3% to 5%. In full service the decision is slower and more deliberate: the ter-
race and social proof rule, with rates of 2% to 4% but a ticket 2 to 3 times higher. Diego F. Parra tunes the in-
vestment to the segment: a QSR yields more from signage and an outdoor digital menu; a full service, from a
well-placed terrace and warm visible ambiance.

Chapter 6 — How the funnel shifts by model: QSR, fast casual and full service

Confusing the levers —putting an expensive terrace in a fast-paced QSR— is burning CapEx without moving
the conversion that matters. In an input-inflation scenario, pedestrian capture is the most profitable margin de-
fense because it doesn't rise with the cost of food. When the food cost climbs 12% to 18% a year, raising prices
erodes traffic and shrinking portions damages retention; capturing more of the flow that already passes for free
compensates without touching the kitchen. Masterestaurant models it this way: if your food cost went from 28%
to 33% and you don't want to exceed 32%, you need 8% to 12% more guests to dilute the fixed cost per cover.
That increment comes from the sidewalk, not from ad spend. Diego F. Parra sums it in one action: before raising
the menu, count your foot traffic for a week, calculate your current capture rate and attack threshold friction.

Chapter 7 — Inflation scenario: the storefront as margin defense

Recovering 10 daily seatings at a 25 USD ticket is 91,000 USD of annual incremental revenue for under 2,000
USD of storefront investment. The myth spends on aesthetics and hopes people enter; the system measures
how many enter and attacks the specific friction stopping them. One is sunk CapEx; the other is OpEx with a
payback of weeks. The myth treats facade, surroundings and terrace as three separate lines; the system treats
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them as one funnel where the terrace is the 'stop' stage that triggers entry. Integration is the marginal-efficiency
lever. The myth has no numbers; the system turns every meter of sidewalk into a KPI. Without measurement
there is no risk mitigation: you cannot improve capture of a traffic you never counted.

POINT BY POINT

Myth vs. reality: a criterion-by-criterion analysis

INVESTMENT PHILOSOPHY

A - FACADE AS DECORATION (MYTH) Sunk B - MASTERESTAURANT Measurable

aesthetic CapEx OpEx with a payback of weeks

Verdict: The system wins: the facade as a channel pays back before any paid digital campaign.

MEASUREMENT
A - FACADE AS DECORATION (MYTH) No B - MASTERESTAURANT Sidewalk—table
capture KPI conversion on the dashboard

Verdict: What is not measured is not managed; the system turns luck into process.

TERRACE USE

A - FACADE AS DECORATION (MYTH) B - MASTERESTAURANT Living storefront

Seasonal seats 12 months

Verdict: The living storefront captures year-round; seasonal seats only add in summer.
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FACADE+SURROUNDINGS+TERRACE INTEGRATION

A - FACADE AS DECORATION (MYTH) B - MASTERESTAURANT One single funnel

Three loose lines

Verdict: Integration is the marginal efficiency: the whole captures more than the sum of parts.

SIDE-BY-SIDE COMPARISON

The myth: the facade is aesthetic CapEx TRADITIONAL APPROACH

X Decided by owner taste, not measured conversion.

X Remodeled once every 5-7 years, then left untouched.

X The terrace is seen as seasonal seats, not a storefront.

X The sign is chosen for looks, with no distance-legibility audit.

X No capture KPI exists on the dashboard.

The reality: the facade is a measurable channel MASTERESTAURANT

v" Optimized by sidewalk—table conversion, with data.
v lterated every quarter with low-CapEx interventions.
v The terrace runs as a living storefront all 12 months.
v The sign is audited: 290% correct reading at 15 meters.

v Capture enters the dashboard next to food cost and prime cost.

SIDE-BY-SIDE COMPARISON

www.masterestaurant.com - White Paper - Foot-Traffic Engineering: facade, surroundings and terrace as an acquisition system Page 5 of 9



Side-by-side comparison

FACADE AS DECORATION FACADE AS ACQUISITION SYSTEM
(MYTH) (REALITY)

Sidewalk—table conversion X  1.8%-2.1% measured v 3.2%-3.4% in 90 days

Intervention CapEx X 12,000-30,000 USD (aesthetic v 3,500-6,000 USD (measurable
remodel) system)

Payback X 14-22 months (or never v 2.5-4 months (MR Operations)
measured)

Terrace use X extra summer seats v living storefront 12 months/year

Sign legibility at 15 m X not assessed v audited, 290% correct reading

Walk-in vs. reservation check X not segmented v +9% to +14% via suggestive selling

THE NUMBERS THAT MATTER

Figures behind the thesis

70 %

of foot traffic in front of an urban venue
is lost to correctable facade frictions

3.4 %

sidewalk—table conversion reachable in 90
days with a measurable system (from 2.1%)

typical CapEx ceiling for the full capture intervention

13

higher average check on the terrace-captured
diner with structured suggestive selling

15 min

average storefront exposure per
seated terrace diner (magnet effect)
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62 %

of consumers decide where to eat within
10 minutes of the decision, on site

VISUALIZATION

The numbers, visualized

of foot traffic in front of an urban venue is lost to correctable facade frictions

sidewalk—table conversion reachable in 90 days with a measurable system (from 2.1%)

higher average check on the terrace-captured diner with structured suggestive selling

average storefront exposure per seated terrace diner (magnet effect)

of consumers decide where to eat within 10 minutes of the decision, on site

Sources: Masterestaurant internal data - National Restaurant Association 2026 Chart by masterestaurant.com

REAL CASE

“We had the best kitchen on the street and empty tables midweek. Diego made us measure: 320 people
per hour passed the door and 6 came in. We changed the sign, opened the threshold and activated the
terrace as a storefront. In ten weeks we went from 6 to 11 entries per hour without spending a euro on ads.
The facade was the leak, not the menu.”

— Owner of a full-service urban bistro, 62 seats — MR Operations case

HOW TO APPLY IT IN YOUR RESTAURANT
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A 90-day roadmap for the operator

@ Days 1-15 - Measure the real funnel
Count passes in front of the venue, stops and entries across three time slots for one week.
Without the baseline there is no risk mitigation: it is your theoretical vs. real cost of capture. Four
counting sessions are enough to fix your starting sidewalk—table conversion.

@ Days 16-45 - Attack friction #1
Prioritize by marginal efficiency: the lowest-CapEx, highest-delta intervention. It is almost always
sign legibility (reading at 15 m) or the threshold (inviting door vs. barrier). Change one variable
and re-measure to isolate the effect.

@ Days 46-75 - Turn the terrace into a storefront
Reconfigure the terrace as the 'stop' stage: plate visibility, strategic occupancy of the front
tables, value signage. A full terrace attracts more terrace; an empty terrace at 8 PM is the worst
facade signal you can broadcast.

@ Days 76-90 - Install the KPI on the dashboard
Integrate sidewalk—table conversion next to food cost and prime cost. Review it weekly. What is
not on the dashboard is not managed; capture stops being luck and becomes a process with an
owner and a target.

FAQ

Frequently asked questions

How do | measure my facade conversion without expensive tech?

With a manual count. Pick three time slots, count how many people pass the door and how many enter over 15
minutes, and repeat for a week. The entries/passes rate is your sidewalk—table conversion. It costs zero and
sets the baseline to measure any improvement against.

Does the terrace help if I'm in a cold climate?

Yes, as a storefront all 12 months even if unused for seating. A set, lit terrace with visible life in front of the glass
signals activity and quality even when empty of diners in winter. Its capture function is visual before it is
functional; the seat is secondary.
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How much CapEx do | need to intervene on the facade?

Per MR Operations, the full capture intervention rarely exceeds 6,000 USD, and the highest-impact levers
(legible sign, open threshold) sit below 1,500 USD. It is OpEx with a 2.5-to-4-month payback, not a tens-of-

thousands aesthetic remodel.

Does this apply to a QSR or only full service?

It applies to all, with nuances by segment. In QSR the dominant lever is speed-and-price signage; in full service
it is the threshold and the terrace-storefront; in fast casual, the balance of both. The funnel is the same; the

weight of each variable changes.

DATA & SOURCES

Sector data 2026 (official sources)

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

market research) - not competitors.

Metric

Rotacion de personal

Operacion fuera del local

Pedido online sobre
ventas

Personalizacion y lealtad

Restaurantes latinos
(EE.UU.)

Costo por cada salida

Propiedad Intelectual de Masterestaurant® — Exclusivo para Lideres de Sector -

Benchmark 2026

>70% anual (sala >70%, cocina ~50%)

~75% del trafico

~40% de las ventas

la personalizacion eleva frecuencia de visita y ticket
en full-service

los hispanos impulsan =36% de los nuevos negocios
en EE.UU.

$1,500-3,000 por empleado

Source

U.S. Bureau of Labor
Statistics

Circana

Statista

FSR Magazine

Negocios Now

National Restaurant
Association

masterestaurant.com
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