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QUICK VERDICT

Gut feel is no longer a competitive edge; it is your biggest source of operational variability.
Per the National Restaurant Association (State of the Restaurant Industry 2026), 81% of
operators plan to increase their Al use and 69% who adopted technology report gains in
efficiency and productivity. The owner still deciding purchasing, pricing and shifts "by
eye" competes on 3-5% margins against operators who have closed the gap between what
happens in their restaurant and what they believe happens. The brief: turn Diego F. Parra's
judgment into a measurable decision architecture with the Masterestaurant method.

" Executive Brief Strategic brief - CEOs, boards & investors - 12 minread - 2026-07-09

INTELLECTUAL PROPERTY OF MASTERESTAURANT® — EXCLUSIVE FOR SECTOR LEADERS
This executive brief is the written version of a Diego F. Parra keynote for the boards of restaurant groups. It is

not a software catalog: it is a decision framework for the owner who already suspects that food cost and payroll
leak between what he bills and what he keeps.
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The focus is economic, not technological. Al is not justified by being modern, but by its effect on unit economics:

contribution margin per dish, prime cost, food cost variance and break-even. Every claim is anchored to a real
external industry source; the consultant's reading is Masterestaurant's.

SIDE-BY-SIDE COMPARISON

Side-by-side comparison

Sector Al adoption

Reported operational
efficiency

GUT-FEEL OPERATIONS

X  26% of operators already
use Al tools

X No systematic
measurement of the effect

Al OPERATIONS (MASTERESTAURANT
METHOD)

v 81% plan to increase use; the laggard pays
the gap

v 69% report gains in efficiency and
productivity

2026 technology budget X Reactive IT, no v 73% invest in Al or plan to start in 2026

investment line

Al use: operations vs. growth X  Scattered decisions with v 53% focus Al on customer growth; 40% on

no central data operations

Al-assisted marketing (full- X Campaigns by hunch v 19% of full-service already use Al for

service) marketing

Data cybersecurity risk X No data governance or v Architecture with risk control (58% of

backup retailers paid ransom in 2025)

1. Why intuition stopped being your competitive edge

Intuition is no longer a competitive edge; it is your biggest source of operational variability. The market data con-
firms it: according to the National Restaurant Association (State of the Restaurant Industry 2026), 81% of opera-
tors plan to increase their use of Al and 69% of those who already adopted technology reported gains in efficien-
cy and productivity. Diego F. Parra puts it plainly for the Masterestaurant boards: the problem is not that the
owner decides badly, it is that he decides differently every Tuesday. One day a dish's food cost looks high, the
next he ignores it because the room was full. That swing costs cash. Only 26% of operators already use Al tools
(National Restaurant Association 2026), which means auditable consistency is still a differentiator, not a late
obligation. The advantage is not having Al; it is no longer improvising your judgment. This brief does not evalu-
ate software, it evaluates unit economics: Al is justified by its effect on contribution margin per dish, prime cost,
food cost variance and break-even, not by being modern.

2. The focus is economic, not technological

The investment signal has already turned that way: according to Chain Store Age (Tech Investment Survey
2026), 73% of operators invest in Al or plan to start in 2026, with usage concentrated in customer growth (53%)
and operations (40%). And 58% will raise their IT budget (Restaurant Business Technology Report 2025),
though for a third the increase is under 5%. Diego F. Parra keeps telling group owners: a dollar in tech that does
not move prime cost is spending disguised as strategy. The right question is never «which tool do | buy?» but

www.masterestaurant.com - Executive Brief - Al for restaurants: gut-feel operations no longer compete Page 2 of 9


https://masterestaurant.com/Herramienta-Calculo-Margen-Contribucion-Unitario-Restaurantes-Masterestaurant.html

«which cash decision will change on Monday because of this data?». The intuition operator looks at the past —
the P&L that arrives on the 5th of the following month— while the Al operator looks at the actionable present, the
data of the shift now running. That latency gap is what separates reacting from anticipating.

3. Reacting to month-end P&L vs. anticipating the shift's data

Context makes it urgent: roughly 75% of a restaurant's traffic happens off-premise (Circana) and online ordering
already accounts for about 40% of sales (Statista), so shrinkage and margin play out in channels the monthly
P&L only portrays once it is too late. Diego F. Parra sums it up at Masterestaurant with a cash image: reviewing
food cost at month-end is performing an autopsy on the margin. Al does not predict the future; it only shortens
the time between when the leak happens and when the owner sees it, from thirty days to one shift. The competi-
tive edge of 2026 does not come from having Al, but from having a framework that translates data into a con-
crete cash decision: raise a price, kill a dish or move a labor shift. The appetite to compare is real: according to
Toast (2025 Al in Restaurants Survey), 42% of operators are extremely likely to adopt Al for competitive bench-
marking and 22% already use it.

4. What turns data into a cash decision?

But benchmarking without a decision is a pretty dashboard nobody executes. Diego F. Parra anchors
every data point to the Masterestaurant framework with three triggers:

if a dish beats its target food cost two shifts in a row, it gets redesigned or removed; if labor crosses its prime
cost threshold, a shift is cut; if a channel's demand drops, it gets reallocated. 19% of full-service operators al-
ready use Al for marketing (National Restaurant Association 2026), but the real return shows up when the data
lands in the till, not in the campaign. The difference is not the software, it is the decision architecture: intuition
produces operational variability and well-implemented Al produces auditable consistency. The capture in-
frastructure is already mature: over 60% of U.S. restaurants use cloud POS (Restaurant POS Systems Market
2024), online payment concentrated more than 67% of delivery revenue in 2024 (Grand View Research) and the
kiosk fleet reached 350,000 units, up 43% from 2021 (Automation & Self-Service 2024).

5. Decision architecture matters more than the vendor

In other words, the data is already generated; almost nobody turns it into criteria. Diego F. Parra warns the
Masterestaurant boards that buying the best POS without a decision framework on top is paving a road that
leads nowhere. Auditable consistency means anyone in the group, facing the same data, makes the same cash
decision. That scales; the owner's gut does not. The cost of Al in a restaurant includes a line almost no owner
models: the cyber risk that comes with digitalization. The figures are hard: 58% of retailers hit by ransomware in
2025 paid the ransom, well above the cross-industry average (Swif, Retail Cybersecurity Statistics 2026), and a
single breach at a restaurant can cost between USD 5,000 and USD 100,000 plus credit monitoring (Cloud
Awards, 2025). Diego F. Parra folds it into Masterestaurant's unit economics without drama: every new connect-
ed system is an asset that produces data and a liability that produces exposure.

6. The data almost nobody puts in the economic model: risk

It is not an argument to slow adoption —81% of operators will increase it (National Restaurant Association 2026)
— but to budget it fully. The board decision is not «Al yes or noy; it is how much margin each invested dollar de-
fends and how much risk it drags along. Latin America is still an early market for restaurant Al, and that is exact-
ly the window: the region holds barely 6.4% of global restaurant Al revenue in 2025, but grows at a 23.1%
CAGR through 2034 (Dataintelo, Al In Restaurants Market Report). While North America already weighs 29.6%
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of the sector's robotics (Dataintelo) and iFood dominates 80% of Brazil's delivery (Statista), the Latin American
operator who structures a decision architecture today arrives ahead of the competition. Diego F. Parra says it
clearly at Masterestaurant: adopting Al in a market that does not yet use it broadly is not a risk, it is a first-mover
advantage on the margin.

7. The regional window: why 2026 is the moment in Latin America

26% of operators use Al tools (National Restaurant Association 2026); in three years that number will be the
norm. The owner's decision is simple: lead the framework now or buy the same software late, with no edge. The
difference is not the software, it is the decision architecture. Gut feel produces operational variability; well-imple-
mented Al produces auditable consistency. The gut-feel operator looks at the past (the month-end P&L); the Al
operator looks at the actionable present (the running shift's data). One reacts, the other anticipates. The 2026
competitive edge does not come from having Al, but from having a framework that translates data into a cash
decision: raise a price, kill a dish, move a shift.

POINT BY POINT

Gut feel vs. Al: criterion-by-criterion analysis

REACTION SPEED

A - GUT-FEEL OPERATIONS The problem B - MASTERESTAURANT The deviation is
shows up in the month-end P&L detected in the shift and fixed the same
day

Verdict: Al wins: anticipating costs less than reacting; 69% report more efficiency (NRA 2025).

CONTRIBUTION MARGIN CONTROL

A - GUT-FEEL OPERATIONS Pricing and B - MASTERESTAURANT Menu
dishes by habit engineering by margin and turnover with Al
shortlist

Verdict: Al wins: bringing food cost per dish to £32% is impossible without measuring it first.
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SCALABILITY ACROSS LOCATIONS

A - GUT-FEEL OPERATIONS Depends on B - MASTERESTAURANT Replicable

the owner's eye at each location decision architecture with data governance

Verdict: Al wins: 73% invest or plan to invest in Al in 2026 (Chain Store Age).

SIDE-BY-SIDE COMPARISON

What the gut-feel operator loses sTATUS Quo

X Real food cost unknown: estimated, not measured per dish or per shift.

X Purchasing by hunch: overstock that rots or shortages that drive guests away.

X Pricing without menu engineering: the star dish subsidizes the loser unknowingly.
X Shifts by habit: payroll loaded on dead hours, thin at the peak.

X Late reaction: the owner learns of the problem once it is already in the P&L.

What the Al operator gains MASTERESTAURANT

v Live KPI dashboards: food cost variance and prime cost per location and per day.

v~ Al recommendation shortlists: purchasing, pricing and staffing ranked by impact.

v Decision intelligence: Diego's judgment turned into measurable, auditable rules.

v Assisted menu engineering: every dish classified by contribution margin and turnover.

v Alerts before the P&L: the deviation is fixed Tuesday, not at month-end.

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

GUT-FEEL OPERATIONS Al OPERATIONS (MASTERESTAURANT

METHOD)

Sector Al adoption X 26% of operators already v 81% plan to increase use; the laggard pays
use Al tools the gap

Reported operational X No systematic v 69% report gains in efficiency and

efficiency measurement of the effect productivity

2026 technology budget X Reactive IT, no v 73% invest in Al or plan to start in 2026
investment line

Al use: operations vs. growth X  Scattered decisions with v 53% focus Al on customer growth; 40% on
no central data operations

Al-assisted marketing (full- X Campaigns by hunch v 19% of full-service already use Al for

service) marketing

Data cybersecurity risk X No data governance or v Architecture with risk control (58% of
backup retailers paid ransom in 2025)

THE NUMBERS THAT MATTER

The numbers an owner should underline

81 %

of operators plan to increase their Al use

26 %

of operators already use Al tools in their restaurant

73 %

invest in Al or plan to start in 2026
(53% growth, 40% operations)

69 %

report gains in efficiency and
productivity when adopting technology

42 %

extremely likely to adopt Al for
benchmarking; 22% already use it

www.masterestaurant.com - Executive Brief - Al for restaurants: gut-feel operations no longer compete Page 6 of 9



58 %

of retailers hit by ransomware paid the ransom in 2025

VISUALIZATION

The numbers, visualized

of operators plan to increase their Al use

G

of operators already use Al tools in their restaurant

G

invest in Al or plan to start in 2026 (53% growth, 40% operations)

G

report gains in efficiency and productivity when adopting technology

R  69%

extremely likely to adopt Al for benchmarking; 22% already use it

G

of retailers hit by ransomware paid the ransom in 2025

G

Sources: National Restaurant Association — State of the Restaurant Industry 2026 - Chain Store Age — Tech
Investment Survey 2026 - National Restaurant Association 2025 - Toast — 2025 Al in Restaurants Survey - Swif —
Retail Cybersecurity Statistics 2026

Chart by masterestaurant.com

REAL CASE

“The mistake | see over and over: the owner swears his food cost is 30% and the system shows him 37%.
He isn't lying; he's operating blind. When we gave him a dashboard with food cost variance per dish, in six
weeks he recovered seven margin points without raising a single price at random. Al didn't give him the
answer; it gave him back control over his own cash.”

— Diego F. Parra, founder of Masterestaurant

HOW TO APPLY IT IN YOUR RESTAURANT
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Strategic roadmap in 3 phases

@ Phase 1 (0-30 days): Instrument the data
Deliverable: KPI dashboards with food cost, prime cost and average ticket per location and per
shift, wired to the POS. Success metric: 100% of sales and purchases traced in a single board;
food cost variance baseline documented. With no clean data no Al is worth it: this closes the
gap between what the owner believes and what he bills.

@ Phase 2 (30-90 days): Decision intelligence on margin
Deliverable: Al recommendation shortlists for purchasing, menu engineering and staffing,
ranked by impact on contribution margin. Success metric: cut food cost variance to <2 points
and bring food cost per dish to £32%. Diego's judgment is coded into rules: which dish to raise,
which to kill, which shift to move.

@ Phase 3 (90-180 days): Governance and scalability
Deliverable: a decision architecture replicable per location with data governance and
cybersecurity risk control. Success metric: prime cost stable at <60% across all locations and a
decision manual that does not depend on one person. Here the competitive edge stops being

the owner and becomes the system.
FAQ

Questions from the leadership committee

What does it cost to NOT adopt Al in 20267

It costs the gap between operating blind and operating on data. Per the National Restaurant Association (2026),
81% of operators plan to increase Al use; the laggard competes on poorly measured food cost against rivals
already cutting variability and protecting contribution margin.

Does Al replace the owner's judgment?

No: it amplifies it. Decision intelligence turns Diego F. Parra's judgment into measurable, auditable rules. The
owner still decides, but on real food cost variance, not a hunch; the 69% who adopted technology report
efficiency gains (NRA 2025).

Is it profitable for a single location or only chains?

It is profitable from one location. Per Toast (2025), 22% of operators already use Al for benchmarking and 42%
are extremely likely to. A single location that lowers food cost to <32% and stabilizes prime cost recovers the
investment in weeks, not years.

www.masterestaurant.com - Executive Brief - Al for restaurants: gut-feel operations no longer compete Page 8 of 9


https://masterestaurant.com/matriz-de-optimizacion-de-menu-restaurantes.html

What is the risk in digitizing the restaurant's data?

The risk is data governance, not digitization. Per Swif (2026), 58% of retailers hit by ransomware paid the
ransom in 2025. That is why Phase 3 of the Masterestaurant method includes risk control and mitigation as part

of the architecture, not as an add-on.

DATA & SOURCES

Sector data 2026 (official sources)

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

market research) - not competitors.

Metric

Preferencia por POS en la
nube (pymes)

Mercado global de kioscos de
autoservicio (2025)

Preferencia del consumidor por

el autoservicio

Preferencia por el kiosco frente
alafila

Reduccion del tiempo de

pedido con kioscos

Kioscos instalados por
McDonald's

Benchmark 2026

Mas del 65% de restaurantes pymes prefiere
sistemas POS en la nube (2025)

37.200 M USD en 2025 (desde 34.400 M en 2024),
CAGR 10,9% a 2030

66% de consumidores en EE.UU. prefiere opciones
de autoservicio (2025)

67% de clientes prefiere pedir en kiosco antes que
esperar al cajero (2025)

Los kioscos reducen el tiempo total de pedido cerca
de 40% (2025)

McDonald's ha instalado kioscos de autoservicio en
mas de 20.000 locales en el mundo

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

Business Research
Insights 2025

Restroworks / Grand
View 2025

Restroworks 2025

Restroworks 2025

Restroworks 2025

Restroworks /
GRUBBRR 2025

masterestaurant.com
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