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QUICK VERDICT
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Verdict: renegotiating isn't asking for a 3% discount over the phone; it's redesigning the
purchasing cost structure —frequency, minimums, volume rebates, cut spec and credit
terms— using theoretical vs actual cost data. The myth costs 2-4 food cost points a year.
The reality, done right, recovers 180-320K USD of EBITDA across a three-location group.
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INTELLECTUAL PROPERTY OF MASTERESTAURANT® — EXCLUSIVE FOR SECTOR LEADERS

The average owner thinks renegotiating is an annual discount conversation. It's the costliest decision-

architecture error | see in the purchasing operation.

This brief is the written version of a boardroom talk: it separates the operational myth from the financial reality of

supplier renegotiation, backed by evidence from more than 8,400 units managed across 43 countries.

SIDE-BY-SIDE COMPARISON

Side-by-side comparison

Prime cost (food + labor)
Actual vs theoretical food cost

Annual savings per location

Supplier credit days

Capital leakage (waste+price)

Contribution margin per dish

Group EBITDA (3 locations)

MYTH: ASKFOR A
DISCOUNT

X 63-68% of sales
X +4.5 pts variance

X 1.2% of purchase
spend

X 0-15days

X 38,000 USDl/yr per
location

X 58-62%

X baseline

REALITY: PURCHASING ARCHITECTURE
(MR METHOD)

v

v

55-58% of sales
<1.5 pts variance

6-9% of purchase spend

30-45 days negotiated

9,500 USD/yr per location

68-72%

+180-320K USD/yr
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1. The operational myth: renegotiating means asking for 3% by phone

Renegotiating is not squeezing a 3% discount out of the vendor once a year: that is the most expensive pur-
chasing-architecture mistake | see in operations. The average owner treats the invoice as a fixed number and
attacks only the unit price, when price is just one of five levers —frequency, minimums, volume rebates, cut size
and credit terms—. Across more than 8,400 units managed in 43 countries, the pattern repeats: the annual dis-
count conversation leaves 2 to 4 points of food cost on the table every year. On a location doing 2 million dollars
in sales with purchases at 30%, that is 12,000 to 24,000 dollars a year evaporating because the wrong variable
got optimized. Diego F. Parra calls it decision architecture: if you negotiate the price and not the structure, you
win the invoice and lose the year. Renegotiating well means redesigning the entire purchasing cost structure,
not hunting an isolated discount.

2. The financial reality: redesigning the purchasing cost structure

At Masterestaurant we split the five levers and move them together: cutting delivery frequency from 6 to 3 times
a week consolidates orders and unlocks rebates; raising the order minimum from 300 to 800 dollars kills the im-
plicit freight; adjusting cut size or gram weight avoids paying for product the dish never uses. Each lever is worth
0.5 to 1.2 points of food cost, and combined they recover 3 to 6 real points without switching suppliers. Unit
price, the only variable the myth watches, explains less than 40% of the achievable savings. The difference be-
tween a location booking 8% profit and one booking 14% is almost never the menu: it is who negotiated the
structure and who only negotiated the number. Purchasing is not pure OpEx you pay and forget: it is capital
architecture that frees cash flow when you negotiate credit. The myth treats each invoice as an expense to
minimize; reality treats it as a working-capital lever.

3. Purchasing is not expense: it is capital architecture

Moving from cash on delivery to 30-day credit on 60,000 dollars of monthly purchases frees 60,000 dollars of
cash that used to sit locked in the supplier's inventory. That flow funds two months of payroll or a second unit
without touching the bank. | have seen it in dozens of restaurants: owners who fight for a 2% discount and ig-
nore that 45 days of credit are worth more than the discount in a single-digit-margin business. The rule is hard:
negotiate the term first, the price second. Well-structured credit turns your supplier into your cheapest financier.
The gap between theoretical cost and actual cost is the only objective renegotiation lever, and the myth never
looks at it. Theoretical cost is what the dish should cost per its standardized recipe; actual cost is what the ill
truly paid that quarter. A healthy gap lives below 1.5 points; when it exceeds 3 or 4 points, you do not have a
price problem, you have leaks —waste, theft, portioning, or a supplier inflating without warning—.

4. The objective lever: theoretical cost versus actual cost

At Masterestaurant that gap is the fact we put on the table: you do not ask for a discount, you present evidence
that the supplier raised 8% unannounced while the market rose 3%. The negotiation stops being intuition and
becomes arithmetic. The supplier does not argue against an annoyed owner; he argues against a number he
can verify on his own invoices. Renegotiating is a quarterly ritual, not an annual conversation, because cost
moves far faster than once a year. The myth reviews suppliers in January and does not look again until the next
January; in those twelve months food cost drifts 2 to 4 points unnoticed, because increases arrive 1% at a time
on invoices nobody audits line by line. The quarterly cadence cuts that drift: every 90 days you compare theoret-
ical cost against actual cost by category, catch the gap early, and renegotiate with fresh evidence. Four touches
a year on the three categories that carry 70% of the spend —protein, dairy and dry goods— recover more than
one aggressive annual negotiation.
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5. Quarterly cadence, not an annual conversation

The cost of this ritual is four 90-minute meetings; the return is the 12,000 to 24,000 dollars the myth gives away
each year by looking late. Renegotiating optimizes the unit economics of each dish via contribution margin, not
the number on a loose invoice. This is the framework | take to the board: every dollar recovered in the purchas-
ing structure drops straight to contribution margin, and that margin is what pays rent, payroll and profit.
Recovering 4 points of food cost on 600,000 dollars of annual purchases is 24,000 dollars that cost not a single
extra sale —pure profit that multiplies the business value at 4 to 5 times EBITDA in a future sale—. The myth
optimizes price and celebrates the month's invoice; Diego F. Parra's reality optimizes the dish and capitalizes
the year. The board question is not how much they discounted you, it is how many contribution points you freed
and where you reinvested them.

6. The board-level plan: unit economics of the dish

Renegotiating well does not save money: it builds capital. The myth optimizes the price of one invoice; the reali-
ty optimizes each dish's unit economics via contribution margin. The myth treats purchasing as expense (pure
OpEXx); the reality treats it as capital architecture that frees cash flow through negotiated credit. The myth rene-
gotiates on intuition once a year; the reality uses the theoretical vs actual cost variance as an objective lever on
a quarterly cadence.

POINT BY POINT

Myth vs reality, criterion by criterion

NEGOTIATION OBJECTIVE

A - MYTH: ASK FOR A DISCOUNT Lower B - MASTERESTAURANT Redesign the full

the list price of a few SKUs purchasing cost structure

Verdict: Structure wins: 6-9% savings vs 1.2% from a loose discount.

LEVER USED
A - MYTH: ASK FOR A DISCOUNT Intuition B - MASTERESTAURANT Theoretical vs
and annual pressure actual cost as objective data

Verdict: Data disarms the supplier without breaking the relationship.

www.masterestaurant.com - Executive Brief - Supplier renegotiation: the discount myth and the prime cost reality Page 3 of 8



CASH FLOW EFFECT

A - MYTH: ASK FOR A DISCOUNT None — B - MASTERESTAURANT 30-45 days of

you pay just as fast credit free working capital

Verdict: Negotiated credit is EBITDA and cash oxygen at once.

SUSTAINABILITY

A - MYTH: ASK FOR A DISCOUNT Erodes B - MASTERESTAURANT Prime cost

within months dashboard on a quarterly cadence

Verdict: What isn't measured each quarter gets lost.

SIDE-BY-SIDE COMPARISON

What the owner believes (the myth) REACTIVE TACTIC

X Renegotiate = ask for a 2-3% discount once a year.

X The supplier's list price is fixed and non-negotiable.

X Switching suppliers over pennies is 'winning' the negotiation.

X Credit and order minimums aren't up for discussion.
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What the elite operator does (the reality) MASTERESTAURANT

v"  Renegotiates the STRUCTURE: cut spec, frequency, volume rebates and credit days.

v Uses theoretical vs actual cost to know exactly what to ask for.

v Turns the supplier into a cash-flow partner, not a penny-fight adversary.

v" Shields prime cost, not just the unit price of three SKUs.

SIDE-BY-SIDE COMPARISON

Side-by-side comparison
MYTH: ASKFOR A
DISCOUNT

Prime cost (food + labor) X 63-68% of sales

Actual vs theoretical food cost X +4.5 pts variance

Annual savings per location X 1.2% of purchase
spend
Supplier credit days X 0-15days

Capital leakage (waste+price) X 38,000 USDl/yr per
location

Contribution margin per dish X 58-62%

Group EBITDA (3 locations) X baseline

THE NUMBERS THAT MATTER

The evidence a CEO would underline

33 %

of a restaurant's operating spend is food
cost — the largest renegotiable lever

A.5ps

average variance between theoretical and actual
food cost from poorly structured purchasing

REALITY: PURCHASING ARCHITECTURE
(MR METHOD)

v

v

55-58% of sales
<1.5 pts variance

6-9% of purchase spend

30-45 days negotiated

9,500 USD/yr per location

68-72%

+180-320K USD/yr

www.masterestaurant.com - Executive Brief - Supplier renegotiation: the discount myth and the prime cost reality

Page 5 of 8



8400

units managed across 43 countries
feeding this brief's benchmarks

6 %

average savings on purchase spend
when renegotiating structure, not price

I

typical restaurant net margin — every prime
cost point recovered is direct EBITDA

320

K UsSD
of annual EBITDA recoverable across a 3-
location group with purchasing architecture

VISUALIZATION

The numbers, visualized

of a restaurant's operating spend is food cost — the largest renegotiable lever

average variance between theoretical and actual food cost from poorly structured purchasing

average savings on purchase spend when renegotiating structure, not price

typical restaurant net margin — every prime cost point recovered is direct EBITDA

of annual EBITDA recoverable across a 3-location group with purchasing architecture

K USD

Sources: National Restaurant Association 2026 - Masterestaurant internal data - Deloitte Restaurant Industry 2026

Chart by masterestaurant.com

REAL CASE
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“The owner had spent three years asking for the same 2% discount and losing. We sat down with
theoretical vs actual cost: we renegotiated the cut spec, a quarterly rebate and 35 days of credit. Food cost
fell from 34.8% to 29.6% in one semester and we freed 41,000 USD of trapped cash flow. We didn't switch
suppliers; we changed the architecture of the purchase.”

— Diego F. Parra, restaurant consultant at Masterestaurant
HOW TO APPLY IT IN YOUR RESTAURANT

Strategic roadmap: renegotiate the structure, not the price

@ Phase 1 — Operational due diligence on purchasing (weeks 1-2)
Deliverable: theoretical vs actual cost map by input family and a managerial P&L for purchasing.
Success metric: identify 24.5 food cost points leaking and the 10 SKUs that hold 70% of

renegotiable spend.

@ Phase 2 — Redesign the purchasing architecture (weeks 3-6)
Deliverable: new per-supplier structure —cut spec, frequency, minimums, volume rebates and
credit days— plus a data-driven renegotiation script. Success metric: 6-9% savings on purchase
spend and credit extended to 30-45 days.

@ Phase 3 — Shield and quarterly cadence (months 3-12)
Deliverable: prime cost dashboard with variance alerts and quarterly reviews with key suppliers.
Success metric: theoretical vs actual variance held <1.5 pts and +2-4 contribution margin points
per dish.

FAQ

Executive FAQ

Is renegotiating with suppliers just asking for a discount?

No. Asking for a discount is the myth. Real renegotiation redesigns the purchasing structure —cut spec,
frequency, rebates, minimums and credit— using the theoretical vs actual cost variance as leverage. That's
where the 6-9% savings live, not in a 2% annual phone call.

How much EBITDA can structural renegotiation recover?

Across a three-location group, the Masterestaurant purchasing architecture recovers between 180,000 and
320,000 USD of EBITDA per year. The engine: closing 4.5 leaking food cost points and extending credit days to

free cash flow.

www.masterestaurant.com - Executive Brief - Supplier renegotiation: the discount myth and the prime cost reality Page 7 of 8



Do | have to switch suppliers to win?

Almost never. Switching over pennies breaks relationships and quality. In most MR cases we renegotiate the
structure with the current supplier —volume, cut spec and credit— and achieve more savings than chasing the
lowest market price.

How often should | renegotiate?

Quarterly, with data. The myth renegotiates once a year on intuition; the reality uses a prime cost dashboard
with variance alerts and reviews the 10 SKUs holding 70% of renegotiable spend every quarter.

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
Ventas del sector proyeccion =US$1,55 billones en 2026 pese a presion National Restaurant Association
(EE.UU.) de costos — SOI 2026
Food cost 6ptimo del . . ) o

. 28-35% (promedio full-service 32.4%) National Restaurant Association
sector
Costo laboral 25-35% de los ingresos U.S. Bureau of Labor Statistics
Flujo de caja en la mala gestion de caja se asocia a ~82% de los )

. - . Inc. (estudio U.S. Bank)
pymes cierres de pequefios negocios
Costos y demanda alzas de costos persistentes con demanda resiliente i
Bloomberg Linea
2026 en restaurantes
Prime cost .
55-65% de las ventas Nation's Restaurant News

recomendado

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