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Rentabilidad Sistémica: Disefiando el
Exito antes de la Primera Apertura

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

QUICK VERDICT

A restaurant's profitability is decided on the blueprint, not at the register. When food cost
breaks in month eight, the problem is rarely the kitchen: the cost structure was mis-signed
in the lease, the CapEx and the menu. Designing profitability as a system —unit
economics, target prime cost and break-even modeled before opening— turns the launch
into an investment decision with a modeled return, not a bet. The traditional approach
(open, then «adjust») ignores that 60% of margin variables freeze the day you open

the doors.

® Executive Brief Strategic brief - CEOs, boards & investors - 12 minread -2026-07-10

INTELLECTUAL PROPERTY OF MASTERESTAURANT® — EXCLUSIVE FOR SECTOR LEADERS

This brief is the written version of a keynote Diego F. Parra delivers to boards and investors: why a restaurant's
margin is architected before the first plate is served.
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It targets owners, investor partners and committees about to open —or replicate— a location who want to treat

the launch as a capital decision, not an act of operational faith.

SIDE-BY-SIDE COMPARISON

Side-by-side comparison

Target prime cost (food +

labor)

Labor cost / sales

Occupancy cost (rent)

Opening CapEx

Break-even point

Food cost per dish

INSTINCT LAUNCH (FIX ON
THE FLY)

X No target; discovered above
68% by month 6

X  36.5% full-service median, no
defined ceiling (NRA 2024)

X  Signed first; can exceed 12% of
sales

X $375,000 median with no
modeled return (Rezku 2025)

X Calculated once the cash
already hurts

X Averaged; stars subsidize the

SYSTEMIC PROFITABILITY
(DESIGNED BEFORE OPENING)

v Set at =60% before signing menu and
staffing

v Ceiling designed by daypart and table
turnover

v £10% of projected sales as a contract
filter (Toast)

v'  CapEx tied to payback and break-
even by scenario

v Modeled in 3 scenarios before the first
contract

v £32% per dish with menu engineering

losers from design

1. Where is a restaurant's profitability truly decided?

A restaurant's profitability is decided on the blueprint, not at the register. When food cost spirals in
month eight, the problem is almost never the kitchen:

the cost structure was signed badly in the lease, the CapEx and the menu. I've seen it across dozens of open-
ings: a venue with occupancy cost at 14% of sales is born sick, because the healthy range is 6-10% per Toast.
Opening costs a median of $375,000 ($113 per sq ft) per Rezku 2025, and that capital freezes decisions for ten
years. Designing profitability before serving the first plate isn't optimism; it's arithmetic. The owner who archi-
tects the margin signs the lease already knowing the target prime cost. The one who improvises discovers it
when the register is in the red and nothing can be renegotiated. The difference between a profitable restaurant
and one that bleeds is treating the opening as operational due diligence, not a shopping list.

2. Operational due diligence vs. a shopping list

The disciplined owner models every cost line before signing; the other adds up invoices until the bank runs dry.
Opening in the top quartile costs $750,500 ($177 per sq ft) and in the bottom $175,500 ($59 per sq ft), per
Rezku 2025: a 4x gap that almost never reflects better food, only worse negotiation. Kitchen equipment for a
mid-size venue runs $50,000 to $150,000 per Rezku, and whoever buys by catalog —not by menu— overpays
and refrigerates dishes they'll never sell. The shopping list buys things. Due diligence buys a business model
that already closes in Excel before it closes on the construction site. The target prime cost is frozen before sign-
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ing the lease, not discovered when you can no longer change it. Prime cost is food cost plus labor, and it's the
line that kills restaurants. Full-service payroll reaches 36.5% of sales in 2024 per the National Restaurant
Association, and limited-service 31.7%.

3. Prime cost is frozen before signing the lease

Add a food cost that must stay below 32% per plate and prime cost explodes, leaving no room for rent. That's
why at Masterestaurant, Diego F. Parra sets the number first: if projected labor tops 35% with the staffing the
concept demands, he either changes the concept or doesn't sign. The sector's labor cost swings between 25%
and 35% of sales per Toast; crossing it from day one is signing bankruptcy in installments. Break-even is mod-
eled in scenarios before opening, not calculated once the register is already in the red. Rent, payroll, utilities and
insurance are fixed costs that aren't loaded onto the plate: they're covered by volume, and that volume must be
known beforehand. Utilities (energy, gas, water, waste) weigh 2% to 5% of revenue per Toast, at $2.90 per sq ft
for electricity and $0.85 for natural gas yearly. Workers' compensation insurance costs $1.06 per $100 of payroll
per Kickstand 2025.

4. Break-even is modeled in scenarios, not in agony

Added to occupancy of 6-10%, they define how many daily covers you need just to break even. The owner who
architects runs three scenarios —pessimistic, base, optimistic— and signs only if the pessimistic one survives.
The one who improvises prays the optimistic one happens. The menu is a contribution-margin lever, not a decla-
ration of the chef's tastes. Every dish must win twice: by its absolute margin and by how it pushes the guest to-
ward the dishes that contribute most. Food cost has a 32% ceiling per plate in the Masterestaurant method, but
margin doesn't live in the percentage: it lives in the dollars left after each sale. A dish at 28% food cost that
yields few dollars is worse than one at 31% that leaves double. Designing the menu with menu engineering from
day zero —not after you've printed 2,000 menus— decides whether occupancy at 6-10% of sales and payroll at
36.5% leave anything at the bottom.

5. The menu is a margin lever, not the chef's list of tastes

The improvised menu declares tastes. The architected menu buys EBITDA points. Staff turnover cost must enter
the model from the blueprint, because it's the invisible expense that devours the margin you guarded so careful-
ly in the menu. Replacing an hourly employee costs $2,305 in hard costs —separation, replacement, training—
and replacing a general manager $16,770, per Black Box Intelligence 2024. With the sector's chronic turnover, a
mid-size venue burns tens of thousands a year that almost nobody budgets. In 2024 QSR labor cost rose 6.3%
from minimum-wage hikes, per the National Restaurant Association. The owner who architects the opening de-
signs roles, salaries and culture to retain before hiring; they know each resignation is a four-figure check. The
one who improvises hires cheap, churns constantly and pays the bill in runaway food cost and service that
scares guests away. Third-party delivery must be costed in the model before opening, not adopted by defauli
when cash runs short.

6. Third-party delivery: a channel to be costed, not adopted by default

The total effective cost of an aggregator order reaches 30-40% of the total, adding fees, promos and refunds,
per OPA! 2026. If your contribution margin per plate can't absorb that discount, every app order impoverishes
you while you believe sales are growing. The owner who architects defines from the blueprint which dishes enter
the channel —the highest absolute margin, never the lowest— and what digital menu price protects the number.
At Masterestaurant, Diego F. Parra insists: delivery isn't free extra sales, it's a channel with its own P&L. Adding
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it without modeling it gives away the margin you architected in the lease, the menu and payroll. A channel is
costed; it's not adopted as a trend. Opening a restaurant is a capital decision, and the board must treat it as
such, not as an act of operational faith. With a median opening of $375,000 ($113 per sq ft) per Rezku 2025 and
contracts that lock in ten years, a structural error can't be fixed by working more hours.

7. Opening is a capital decision, not an act of operational faith

The concrete action for any owner, partner or committee: before signing the lease, freeze three numbers —tar-
get prime cost below 65%, occupancy below 10% of sales, and break-even in the pessimistic scenario— and
don't sign if any fails to close. Utilities cost at 2-5% and insurance at $1.06 per $100 of payroll enter the model
now. Systemic profitability isn't luck: it's a blueprint signed with an investor's discipline before lighting the first
burner. The first treats the launch as operational due diligence; the second as a shopping list. The first freezes a
target prime cost before signing the lease; the second discovers its real prime cost when it can no longer
change it. The first models break-even across scenarios; the second calculates it once cash is already in the
red. The first uses the menu as a contribution-margin lever; the second uses it as the chef's statement of taste.

POINT BY POINT

Instinct vs system: where profitability is really decided

WHEN MARGIN IS DECIDED

A - INSTINCT LAUNCH (FIX ON THE FLY) In B - MASTERESTAURANT In design, before

daily operations, fixing on the fly signing lease, menu and CapEx

Verdict: 60% of margin variables freeze the day you open: design wins.

ROLE OF THE MENU

A - INSTINCT LAUNCH (FIX ON THE FLY) B - MASTERESTAURANT A contribution-

The chef's statement of taste margin lever with menu engineering

Verdict: A margin-designed menu holds food cost £32% per dish; a taste-driven one averages
and hides it.
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CAPEX LOGIC

A - INSTINCT LAUNCH (FIX ON THE FLY) A B - MASTERESTAURANT Investment tied

catalog of impressive equipment to payback and break-even

Verdict: With a median CapEx of $375,000 (Rezku, 2025), tying it to return is the only defensible
read for an investor.

COST CONTROL
A - INSTINCT LAUNCH (FIX ON THE FLY) B - MASTERESTAURANT Dashboard with
Reactive monthly P&L review theoretical vs actual cost in real time

Verdict: What isn't measured from day one breaks by month six: the live dashboard wins.

SIDE-BY-SIDE COMPARISON

Open then adjust THE COSTLY MISTAKE

X The lease is signed before knowing the location's real sales
X The menu is designed by taste, not by contribution margin
X CapEx is spent without modeling payback or break-even

X Food cost is averaged and hides dishes that lose money
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Design profitability as a system MASTERESTAURANT

v~ Unit economics and break-even modeled in three scenarios before signing anything

v Target prime cost <60% that filters menu, staffing and lease

v/ CapEx tied to an expected return, not an equipment catalog

v" Menu engineering from the blueprint: every dish with its food cost and margin

SIDE-BY-SIDE COMPARISON

Side-by-side comparison

Target prime cost (food +

labor)

Labor cost / sales

Occupancy cost (rent)

Opening CapEx

Break-even point

Food cost per dish

THE NUMBERS THAT MATTER

INSTINCT LAUNCH (FIX ON
THE FLY)

X No target; discovered above
68% by month 6

X 36.5% full-service median, no
defined ceiling (NRA 2024)

X Signed first; can exceed 12% of

sales

X $375,000 median with no
modeled return (Rezku 2025)

X Calculated once the cash
already hurts

X Averaged; stars subsidize the
losers

The numbers that freeze the day you open

375000 uso

Median CapEx to open a U.S.
restaurant (113 USD/sq ft)

SYSTEMIC PROFITABILITY
(DESIGNED BEFORE OPENING)

v Set at <60% before signing menu and
staffing

v Ceiling designed by daypart and table
turnover

v £10% of projected sales as a contract
filter (Toast)

v'  CapEx tied to payback and break-

even by scenario

v Modeled in 3 scenarios before the first
contract

v £32% per dish with menu engineering
from design
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36.9 %

Median labor cost over sales, full service (2024)

10 %

Healthy ceiling for occupancy cost (rent) over sales

2309 s

Hard cost to replace one hourly employee

40 %

True total cost of third-party delivery per order

Top of construction cost per sq
ft at opening (range 100-800)

VISUALIZATION

The numbers, visualized

Median labor cost over sales, full service (2024)

Healthy ceiling for occupancy cost (rent) over sales

Hard cost to replace one hourly employee

True total cost of third-party delivery per order

Top of construction cost per sq ft at opening (range 100-800)

Sources: Rezku 2025 - National Restaurant Association 2024 - Toast 2025 - Black Box Intelligence 2024 - OPA! 2026

Chart by masterestaurant.com
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REAL CASE

“The owner had already signed a lease at 13% of projected sales and a $140,000 kitchen before | walked
in. The food was excellent. The problem is the business was born with its margin mortgaged.: prime cost
came out at 69% on day one and no dish could rescue it. We redesigned the menu with menu engineering
and dropped the six anchor dishes to 29% food cost, but the lease was already signed. The lesson | repeat
in every boardroom: profitability is designed before you sign, because 60% of your costs freeze the day
you open.”

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

How to design profitability before you open (roadmap)

@ Model unit economics and break-even before signing anything
Build the projected managerial P&L in three scenarios (conservative, base, optimistic) with sales
by daypart and realistic table turnover. Set target prime cost at <60% and occupancy at £10% of
sales (Toast, 2025). If the lease on offer breaks that ceiling, it's a contract filter, not a detail.
Deliverable: the 3-scenario financial model with break-even, on a 2-week timeline.

@ Design the menu by contribution margin, not by taste
Before buying equipment, run menu engineering on the projected menu: food cost <32% per
dish and absolute contribution margin per item. Stars must carry the weak ones, not hide in an
average. Deliverable: a menu-engineering matrix with food cost per dish and a 3-week timeline.

@ Tie CapEx to a modeled return, not a catalog
Every CapEx dollar —a kitchen runs $50,000 to $150,000 per Rezku (2025)— must justify its
payback against break-even. Buy the capacity the model needs, not the one that impresses.
Deliverable: a CapEx budget with payback per line item and a success metric: recovery in <24

months.

@ Install the control dashboard from day one
Stand up the KPI scorecard (prime cost, food cost variance, labor, occupancy, EBITDA) with Al
comparing theoretical vs actual cost in real time. What isn't measured from the start breaks by
month six. Deliverable: a live KPI console with a success metric: actual prime cost within 2 pts
of target.

FAQ
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Frequently asked questions

How much does NOT designing profitability before opening cost?

It costs 60% of your costs, which freeze the day you open. With a median CapEx of $375,000 (Rezku, 2025)
and a mis-signed lease above 10% of sales (Toast, 2025), the margin is born mortgaged and no later
operational tweak fully rescues it.

What is prime cost and why fix it before opening?

Prime cost is food cost plus labor cost, the metric that weighs most on profitability. Median labor is already
36.5% of full-service sales (NRA, 2024); if you don't set a target prime cost <60% before designing menu and
staffing, you'll find it broken when you can no longer move it.

Why is the lease a profitability decision, not a location one?

Because occupancy cost must land at <10% of projected sales (Toast, 2025) and is signed before you know real
sales. A 13% lease freezes a permanent margin leak: it's the first number an investor should validate against the
break-even model, not the last.

Does staff turnover affect designed profitability?

Directly. Replacing an hourly employee costs $2,305 and a manager $16,770 in hard costs (Black Box
Intelligence, 2024). A profitability model that ignores turnover underestimates real labor cost and breaks the
target prime cost within the first year.

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

Caida de rentabilidad de la restauracion en ~ -0,9% en 2025 (mas costes y

- . Hosteltur 2025
Espafa regulaciones)
Facturacion de bares y restaurantes en R$455.000 millones en 2024
. . ABRASEL 2024
Brasil (US$83.000 millones)
Aporte del sector de bares y restaurantes
) 3,6% del PIB (2024) ABRASEL 2024
al PIB de Brasil
Multiplicador econdmico del gasto en cada R$1.000 gastados inyectan
) 3 ABRASEL 2024
bares y restaurantes (Brasil) R$3.650 en la economia
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Metric Benchmark 2026 Source

Empleo del sector de bares y restaurantes 4,9 millones de empleos (7,9% del

FGV / ABRASEL 2024
en Brasil empleo formal)
Establecimientos activos de bares y 1.379.420 establecimientos (agosto ABRASEL / Gobierno
restaurantes en Brasil 2024) federal de Brasil 2024

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