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QUICK VERDICT

Verdict: franchising works once the flagship location has held a stable contribution margin
for four consecutive quarters and the replicable operations manual transfers that margin
rather than the decor. Sector evidence sets the range: a quick-service restaurant recovers
its investment in 18 to 36 months (BusinessDojo, 2025), while high-ticket brands stretch
payback to four, five or seven years — Chick-fil-A at 4 to 6 years, McDonald's at 5 to 7 on
investments of 525,000 to 2.7 million dollars (Restaurant Velocity, 2025).

The expensive mistake is not opening the second unit. It is opening it before knowing
which of the 300 daily decisions at the first location actually produces the margin.
Whoever franchises without theoretical versus actual cost, without menu engineering and
without dashboards measuring variance per unit is not scaling a business — they are
multiplying an experiment. The Masterestaurant framework reverses the order: instrument
and automate the mother location with Al across BOH and FOH first, sign the first
contract afterwards.
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INTELLECTUAL PROPERTY OF MASTERESTAURANT® — EXCLUSIVE FOR SECTOR LEADERS

The market awaiting anyone who wants to franchise in 2026 is both larger and tighter. The US restaurant
industry passed 1.1 trillion dollars in sales during 2025, growing 4.1% (National Restaurant Association, 2025),
and franchised QSR units reached 204,000 with a 2.2% increase (International Franchise Association, 2025).
Appetite for opening exists. What is scarce is the model that survives the second, the fifth and the fifteenth
opening without contribution margin evaporating between royalties, supervision and territory costs.

One figure deserves a straight look before drawing up any expansion plan: US chain locations stood at roughly
691,181 in 2024 against about 703,000 in 2019 (Technomic Ignite, 2024). The entire system opened fewer
doors than it closed over that period, even while sales climbed. My reading of that is uncomfortable for the usual
franchising pitch — industry growth no longer comes from unit count, it comes from volume per unit. Franchising

today is a bet on revenue density, not on the number of flags on a map.

Which brings up the question no franchisor wants to answer in writing: how much of your current margin

depends on you standing at the door? A group above 5 million dollars a year that lives off the founder's personal

relationships with suppliers, cooks and regulars does not have a model, it has charisma. Charisma cannot be

franchised. What gets franchised is a replicable operations manual, a purchasing system built on short supply
chains, a KPI dashboard that fires alerts before the till notices, and a micro-credential scheme certifying that the

cook at unit seven executes the recipe exactly like the one at the mother unit.

SIDE-BY-SIDE COMPARISON

Side-by-side comparison

New unit payback

Food cost variance (actual vs

theoretical)

Consolidated prime cost

Expansion CapEx per unit
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BEFORE - EXPANSION BY
INTUITION

X 36 to 48 months with no
scenario model; the gap surfaces
at the close of year 2

X Three to six unexplained
points of drift per unit, audited
once a year

X Above 65% in young units,
with plate-level food cost
breaching the 32% ceiling

X Estimated by analogy with
the mother location; typical build
overrun of 15% to 25%

AFTER - MASTERESTAURANT
FRAMEWORK

v 18 to 30 months tracked against the 18-
36 month sector range (BusinessDojo, 2025),
reviewed quarterly

v Target drift below 1.5 points, measured
per shift with Al-assisted BOH counting

v Between 55% and 60%, plate-level food
cost under the 32% maximum from month 4

v' Budgeted component by component with
a stress band; tolerated deviation under 8%
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Time from opening to full
stride

Cross-unit quality control

Territory risk (cannibalization)

Local content and marketing
cost

BEFORE - EXPANSION BY
INTUITION

X Five to seven months until
the new team matches the
mother unit's service times

X Founder visit every 30-45
days, findings without traceability
or formal closure

X Decided by real estate
opportunity, with no catchment

overlap model

X One agency per unit, a
different message in every
market, no conversion

AFTER - MASTERESTAURANT
FRAMEWORK

v Eight to twelve weeks with Open Badges
micro-credentials and Al-assisted training

v' Smart dashboards with daily drift alerts,
weekly remote audit and visits by exception

v Risk matrix with an overlap threshold and
a stress test by catchment radius

v Al-generated content on brand
templates; marginal cost per unit close to
zero

measurement

Chapter 1 — When is a restaurant actually ready to franchise?

A restaurant is ready to franchise when its contribution margin has held steady for four consecutive
quarters with a market-rate general manager's salary already loaded into the P&L, and not one
day earlier.

That is the cutoff, and it bites harder than it sounds. US restaurant industry sales passed 1.1 trillion dollars in
2025, growing 4.1% (National Restaurant Association, 2025), so appetite for opening new doors is not the con-
straint. The constraint is accounting: the flagship location almost always makes money because the founder
works for free or draws a fraction of what a replacement would cost, and when that same P&L lands in the
hands of a franchisee who must actually pay a market manager, the margin drops three to five points before the
first plate leaves the kitchen. Rebuild the income statement paying yourself what you would pay a stranger, then
look at what is left.

Chapter 2 — Industry growth no longer comes from the number of locations

Chain restaurant locations in the United States stood at roughly 691,181 in 2024 against about 703,000 in 2019
(Technomic Ignite, 2024): the entire system opened fewer doors than it closed over that stretch, even as sales
climbed. Those crossing lines force a rewrite of the usual expansion pitch, because growth stopped coming from
how many flags sit on the map and started coming from revenue density per unit. Chick-fil-A proves it with an
average unit volume near 7.5 million dollars (Restaurant Business, 2025), while Jack in the Box, at 1,913,335
dollars for the twelve months ending September 2025 per its own FDD, plays in another league even though
both are quick-service chains. A fourfold AUV gap between two brands in the same format is not explained by
decor or by charisma. It is explained by the operating system sitting behind the counter.
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Chapter 3 — Under 500 thousand and 500 thousand to 1
million: the band where franchising is usually a mistake

Below 500 thousand dollars in annual revenue my recommendation is do not franchise yet, and | will defend it
even among owners who already printed the brochure. At that volume the fixed cost of holding a network togeth-
er —the operating manual, the field consultant, the recipe audit system— eats the royalty income of your first
three or four full franchisees, and you end up subsidizing expansion out of the flagship's cash. Between 500
thousand and 1 million the picture changes in kind, not in degree: with a break-even window of 18 to 36 months
for a fast food restaurant per BusinessDojo (Fast Food Break Even 2025), a franchise candidate in this band is
realistic. The short path here is opening a second company-owned unit and running it a full year with a paid
manager: if the margin holds without you, you have a model; if it does not, you had a good restaurant.

Chapter 4 — Above 1 million: where the manual starts paying for itself

Past one million dollars per unit, royalty income stops being a supplement and begins funding the support struc-
ture a network needs to avoid decay. At a 5% royalty on a 1.2 million AUV, each unit contributes 60 thousand
dollars a year to the center; five units carry a full-time field consultant plus the KPI dashboard, which is precisely
what keeps unit number seven from cooking differently than the flagship. Domino's recovers a franchise invest-
ment in three to five years on an initial outlay of 156 thousand to 682 thousand dollars (Restaurant Velocity,
2025), and that pairing of moderate entry ticket with measurable return is what attracts operator-franchisees
rather than passive investors. The distinction matters more than it appears: a passive investor delegates opera-
tions, and delegated operations are exactly where contribution margin leaks without anybody noticing. Above 5
million a year —the large-format themed venue, the media-chef restaurant, the brand with a queue at the door—
franchising carries a different trap, and it is dependency.

Chapter 5 — Above 5 million: the celebrity restaurant and its own costs

Chick-fil-A takes four to six years to recover a franchise investment and McDonald's five to seven, on outlays of
525 thousand to 2.7 million dollars (Restaurant Velocity, 2025), timelines only tolerable when the brand drives
traffic on its own. And there sits the tension: a brand built on a chef's presence generates the traffic that justifies
those timelines, yet that same chef cannot stand in fifteen kitchens. The way out is not diluting the figure, it is
coding it into micro-credentials that certify recipe execution station by station, with short supply chains for the
signature inputs. McDonald's averages 3.96 million dollars per unit (Franchise Chatter, FDD 2024) without any-
one remembering a cook's name. Above 10 million in annual revenue a group stops selling single units and
starts selling development areas, and that shift reorders the whole economic model.

Chapter 6 — Above 10 million: the group that franchises territories, not units

Yum China closed September 2025 with 17,514 stores across KFC and Pizza Hut, 12,640 of them KFC (Yum
China, Q3 2025), and Starbucks reached 8,011 stores in China in fiscal 2025 (Statbase/Starbucks, FY2025):
those numbers do not get built signing contracts one at a time. Domino's runs close to 7,000 stores in the United
States and roughly 14,500 outside it (Quartr, 2025), a ratio that reveals where real growth lives. According to
Diego F. Parra, operations consultant at Masterestaurant, the mistake that repeats most in this band is signing a
large development area with a partner who never ran a single restaurant: the territory locks up for ten years and
nothing opens. What gets franchised is a replicable operating manual, not a personal relationship, and that dis-
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tinction decides whether the network survives its fifth opening. A five-million-dollar group living today off the
founder's rapport with suppliers, cooks and repeat guests does not have a model, it has charisma, and charisma
does not travel inside a contract.

Chapter 7 — What actually gets franchised: the system, not the charisma

Four things travel: the purchasing system with short supply chains, the KPI dashboard that fires an alert before
the till registers it, the station-level micro-credential scheme, and the recipe audit calendar. Spain holds 1,384
franchise networks, 82.7% of domestic origin (AEF, Franchising in Spain 2024), and Mexico exceeds 428,000
establishments (CANIRAC, 2024): market opportunity exists. Chipotle sustains net unit growth of 8% to 10% an-
nually (CRE Daily, 2025) because it coded the system before stepping on the accelerator. Start with the most
uncomfortable exercise: rebuild the flagship's last four quarters with a market-rate manager salary inside the
P&L and rent at market price, not the number you got lucky with back in 2019. If contribution margin survives
that adjustment across all four quarters, you have a base; if it only survives in two, the model depends on sea-
son and will not carry a second unit in another neighborhood.

Chapter 8 — The plan for the next eight weeks

Fast casual sales in the Top 500 grew 6% to nearly 77 billion dollars in 2025 (Technomic Top 500 via Restaurant
Business) and franchised QSR units passed 204,000, up 2.2% (International Franchise Association, 2025); the
market is open, the bar is internal. With the base confirmed, document the manual and open a second compa-
ny-owned unit before selling a single franchise. The first fracture is accounting and almost nobody names it: the
mother location makes money on a cost structure where the founder works for free or nearly so. Hand that same
model to a franchisee who must pay a market-rate general manager and contribution margin falls three to five
points before the first plate is sold. A franchisable model is built with the manager's market salary already inside
the P&L, never bolted on later. According to Diego F. Parra, operations consultant at Masterestaurant, the
exercise that settles the argument is simple and brutal: rebuild the mother location's income statement paying
yourself what you would pay a stranger, then check whether a business is still standing.

Chapter 9 — Six fractures between a successful restaurant and a viable franchise

The second is volume. Franchising makes economic sense when average unit volume can carry the royalty.
Chick-fil-A operates near a 7.5 million dollar AUV (Restaurant Business, 2025) while Jack in the Box reports
1,913,335 dollars per unit for the twelve months to September 2025 (Jack in the Box FDD, 2025): two different
sets of math with two different support structures behind them. A brand billing 600,000 dollars per unit that ex-
pects a 6% royalty plus a 3% marketing fund is asking the franchisee for 54,000 dollars a year against services
that do not yet exist. Third comes purchasing. The short supply chains that give you your theoretical plate cost in
the home city rarely exist in the destination market, and that delta gets paid in food cost. Before signing, the
mandatory exercise is costing the full recipe spec at real prices in the new market; if food cost exceeds 32% per
plate at those prices, the model is not replicable there, full stop.

Chapter 10 — Six fractures between a successful
restaurant and a viable franchise — in practice

Fourth is people, the factor expansion pitches underestimate most. The Skills Gap in professional kitchens
forces training to become a system asset rather than a favour from the corporate chef. When training lives in
Open Badges micro-credentials with station-level assessment, opening number twelve starts at the same stan-
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dard as number two and the marginal cost of training collapses. Fifth is territory. Domino's runs close to 7,000
US locations and around 14,500 internationally (Quartr, 2025) because its catchment model was designed for
density rather than despite it. Replicating that density without an overlap model is the fastest route to cannibal-
ization: two units twelve minutes apart on the same corridor can split identical traffic and sink the payback of
both. Sixth is reading speed. A group measuring monthly decides on information up to 45 days old; one measur-
ing per shift fixes on Thursday what broke on Tuesday. In expansion that latency gap converts directly into
EBITDA points, because uncorrected drift compounds across every unit at once.

POINT BY POINT

Compared analysis: six decisions where expansion is won or lost

TIMING OF THE FIRST SIGNATURE

A - BEFORE - EXPANSION BY INTUITION B - MASTERESTAURANT Signed once the
Signed when the first interested party with mother location's food cost variance has
capital appears, riding the commercial held below 1.5 points for a quarter and the
momentum of the moment. P&L includes the manager's salary.

Verdict: B wins. Signing early transfers the problem to the franchisee and turns it into litigation
two years later.

BASIS OF EXPANSION CAPEX

A - BEFORE - EXPANSION BY INTUITION B - MASTERESTAURANT Budgeted per
The original location's invoice, plus a component (construction, equipment,
general inflation percentage. technology, working capital, pre-opening)

with a stress band on each.

Verdict: B wins. Construction overruns of 15% to 25% are the most common reason payback
slips an entire year.
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QUALITY CONTROL MODEL

A - BEFORE - EXPANSION BY INTUITION B - MASTERESTAURANT Smart
Founder or corporate chef visits every 30 dashboards with daily drift alerts, weekly
to 45 days, findings jotted in a notebook. remote audit and on-site visits by

exception.

Verdict: B wins. Control latency is the hidden variable: what surfaces after 40 days has already
cost two or three EBITDA points.

TRAINING THE NEW UNIT'S TEAM

A - BEFORE - EXPANSION BY INTUITION B - MASTERESTAURANT Open Badges
Three in-person weeks with the corporate micro-credentials per station, with practical
chef, knowledge lost the moment staff assessment and clearance tied to a
turns over. minimum certified share.

Verdict: B wins. It makes training a system asset and cuts time-to-stride from 5-7 months to 8-12
weeks.

FRANCHISEE SELECTION

A - BEFORE - EXPANSION BY INTUITION B - MASTERESTAURANT Due diligence on
Due diligence centred on net worth and operational maturity: prior management of
ability to fund the full CapEx. payroll, shifts and waste, plus assessment

of the operating partner where experience
is missing.

Verdict: B wins, with a caveat: solvency remains a necessary condition, it simply does not predict
unit performance.
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UNIT MARKETING AND CONTENT

A - BEFORE - EXPANSION BY INTUITION A B - MASTERESTAURANT Al content
local agency per market, with its own generation on a central brand matrix,
message and no homogeneous adapted per market, at near-zero marginal
conversion measurement. cost per unit.

Verdict: B wins on cost and consistency; keep a local budget for neighbourhood activation, which
Al does not replace.

SIDE-BY-SIDE COMPARISON

BEFORE - the model that replicates only in appearance STRUCTURAL VULNERABILITY

X The manual exists, yet it describes processes instead of defining numeric tolerances; nobody knows
the maximum acceptable portion weight or what happens when it is breached.

X Expansion CapEx gets estimated by copying the first location's invoice, with no adjustment for
construction inflation, actual square footage or the cost of capital tied up during the ramp-up curve.

X The new unit buys on its own because the local supplier looks cheaper; eight months later the recipe
spec no longer matches across locations and theoretical cost stops being comparable.

X Follow-up runs on the founder's visit and a monthly spreadsheet that arrives late: by the time the drift is
visible it has already eaten two or three points of quarterly EBITDA.

X Franchisees get selected on ability to pay rather than operational maturity; due diligence examines net
worth and never asks whether that person has ever managed payroll, shifts and waste.

X Training is in-person and depends on a corporate chef who does not scale: every opening consumes
three of their weeks and the knowledge evaporates when the unit's team turns over.
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AFTER - the instrumented model that does replicate

v

MASTERESTAURANT

The replicable operations manual sets measurable tolerances per process: portion weight,
temperature, ticket time, maximum accepted waste and the mandatory corrective action each drift
triggers.

BOH automation captures inventory counts and compares actual against theoretical cost per shift, so
food cost variance is read on Tuesday instead of at next month's close.

Smart dashboards consolidate prime cost, average check, table turnover and plate-level contribution
margin for every unit in a single comparable view.

Open Badges micro-credentials certify each person by station, and the system withholds opening
approval until the minimum share of certified stations is met.

Gamified incentives tie team bonuses to the indicators the franchisor needs protected: waste, ticket
time, verified review and suggestive selling.

Al content generation produces digital menus, dish descriptions, local campaigns and upselling scripts

from one brand matrix, while the PHYSICAL menu stays in the dining room.

SIDE-BY-SIDE COMPARISON

Side-by-side comparison

New unit payback

Food cost variance (actual vs

theoretical)

Consolidated prime cost

Expansion CapEx per unit
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BEFORE - EXPANSION BY
INTUITION

X 36 to 48 months with no
scenario model; the gap surfaces
at the close of year 2

X Three to six unexplained
points of drift per unit, audited
once a year

X Above 65% in young units,
with plate-level food cost
breaching the 32% ceiling

X Estimated by analogy with
the mother location; typical build

overrun of 15% to 25%

AFTER - MASTERESTAURANT
FRAMEWORK

v" 18 to 30 months tracked against the 18-
36 month sector range (BusinessDojo, 2025),
reviewed quarterly

v Target drift below 1.5 points, measured
per shift with Al-assisted BOH counting

v Between 55% and 60%, plate-level food
cost under the 32% maximum from month 4

v' Budgeted component by component with
a stress band; tolerated deviation under 8%
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Time from opening to full
stride

Cross-unit quality control

Territory risk (cannibalization)

Local content and marketing
cost

THE NUMBERS THAT MATTER

BEFORE - EXPANSION BY
INTUITION

X Five to seven months until
the new team matches the
mother unit's service times

X Founder visit every 30-45
days, findings without traceability
or formal closure

X Decided by real estate
opportunity, with no catchment
overlap model

X One agency per unit, a
different message in every
market, no conversion
measurement

AFTER - MASTERESTAURANT
FRAMEWORK

v Eight to twelve weeks with Open Badges
micro-credentials and Al-assisted training

v' Smart dashboards with daily drift alerts,
weekly remote audit and visits by exception

v' Risk matrix with an overlap threshold and
a stress test by catchment radius

v Al-generated content on brand
templates; marginal cost per unit close to
zero

Indicators framing the 2026 franchising decision

11

T USD

US restaurant industry sales in

2025, growing 4.1% year over year

204«

Franchised QSR units in
2025, up 2.2% year over year

36

MONTHS

Upper bound of the fast-food investment

recovery range (floor: 18 months)

1.9

M USD

Chick-fil-A average unit volume

(AUV), the sector's high-end reference
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US chain locations in 2024, below
the ~703,000 recorded in 2019

12640

STORES

KFC locations in China as of September
2025, a density benchmark for franchising

VISUALIZATION

The numbers, visualized

US restaurant industry sales in 2025, growing 4.1% year over year

T UsD

Franchised QSR units in 2025, up 2.2% year over year

Upper bound of the fast-food investment recovery range (floor: 18 months)

MONTHS

Chick-fil-A average unit volume (AUV), the sector's high-end reference

M USD

Alcohol named among highest-margin menu categories — 2026 industry benchmark

Sources: National Restaurant Association 2025 - International Franchise Association 2025 - BusinessDojo 2025 -

Restaurant Business 2025 - Technomic Ignite 2024

Chart by masterestaurant.com

REAL CASE
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“We arrived with three locations and every intention of signing six franchises within eighteen months. The
diagnosis stopped us: actual food cost at the flagship was 34.8% against a theoretical 29.1%, nearly six
points of variance nobody could see because inventory was counted once a month. We instrumented first:
Al-assisted BOH counting, locked recipe specs, a daily prime cost dashboard and station-level micro-
credentials. Within seven months variance dropped to 1.2 points and consolidated prime cost moved from
67% to 58.4%. Only then did we open the first franchised unit, which hit operating break-even in month 11
with CapEx payback projected at 26 months. We sold the system, not the recipe.”

— Expansion director of a chef-driven restaurant group with three owned units, revenue band
of 5 to 10 million dollars a year, after twelve months on the Masterestaurant framework

HOW TO APPLY IT IN YOUR RESTAURANT

A 90-day roadmap from successful restaurant to franchisable model

@ Days 1-20 - Replicability audit and closing the variance

Before anyone discusses contracts, close the gap between theoretical and actual cost. Lock
recipe specs with verified portion weights and yields, install Al-assisted inventory counting and
measure food cost variance per shift for three consecutive weeks. The formula governing this
phase is Variance = (Actual Cost — Theoretical Cost) / Sales, and the exit target is holding it
below 1.5 points. In parallel, rebuild the mother location's P&L charging the market salary of a
general manager you do not pay today. If contribution margin cannot carry a 5% to 6% royalty
with that salary inside, the model is not yet franchisable and the right answer is waiting another

quarter rather than dressing up the number.

@ Days 21-45 - Replicable operations manual and station certification
Turn the team's knowledge into a manual with numeric tolerances: maximum portion weight,
service temperature, target ticket time per dish, accepted waste by product and the corrective
action each drift triggers. Every critical process becomes an Open Badges micro-credential with
practical assessment, so station clearance is a data point rather than an opinion. Define menu
policy too: a PHYSICAL menu to govern service pace, menu narrative and suggestive selling,
with QR menus as the complement for delivery, accessibility and price updates. Both, each in its
own role; never QR alone.
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@ Days 46-70 - Unit economics by band and territory model
Build the franchised unit's P&L across three input-inflation scenarios (5%, 12% and 20%) with
the target revenue band declared: under 500 thousand, 500 thousand to 1 million, above 1
million, above 5 million, or above 10 million for a group. Each band carries its own support
structure and its own viable royalty threshold. On top of that, build the territory risk matrix with
catchment radii, maximum tolerated overlap and minimum population density. Expansion CapEx
gets budgeted by component — construction, equipment, technology, working capital, pre-
opening — and every component carries a stress band instead of a single number.

@ Days 71-90 - Franchisee due diligence and governance dashboard
Select on operational maturity ahead of net worth: anyone who has never handled payroll, shifts
or waste will need an operating partner, and that changes the contract's unit economics. Design
the governance dashboard in three KPI layers — daily (prime cost, ticket time, waste), monthly
(plate contribution margin, average check, table turnover) and quarterly (EBITDA per unit,
payback progress). Anchor gamified team incentives to those same indicators and publish the
weekly remote audit calendar. The on-site visit becomes an exception triggered by the
dashboard, not by the calendar.

FAQ

Questions expansion directors actually ask

How many owned units should | run before franchising?

Two or three owned units operating at comparable standards for four consecutive quarters. A single unit proves
nothing about replicability: it proves that this location, on that corner, with that team, works. The second owned
unit is what reveals how much margin depended on the founder and how much on the system.

How long does a restaurant franchise take to recover its investment?

The sector range for fast food runs 18 to 36 months (BusinessDojo, 2025), but high-ticket, high-CapEx brands
stretch it: Domino's 3 to 5 years, Chick-fil-A 4 to 6 and McDonald's 5 to 7 (Restaurant Velocity, 2025). Payback
follows target AUV and CapEXx, not the enthusiasm in the plan.

What food cost does the model need for the royalty to be viable?

Plate-level food cost must not exceed 32%, which is the maximum ceiling rather than a recommended target.
With consolidated prime cost between 55% and 60%, a 5% to 6% royalty plus marketing fund leaves the
franchisee a defensible margin. Above those numbers the royalty consumes the operator's business.
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Should franchises drop the physical menu and keep only QR?

No. The physical menu governs service pace, menu narrative and suggestive selling, all direct levers on
average check. The QR menu is the complement: delivery, accessibility, price updates and consultation
analytics. Masterestaurant's recommendation is keeping both, each in its own role.

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
Cierres de restaurantes en Colombia en 2023 >1.600 restaurantes cerrados ACODRES 2024

Caida de ventas del sector gastrondmico en .
Colombi —24% en el primer semestre de 2024 ACODRES 2024
olombia

Restaurantes independientes en el mercado

. 95% del mercado ACODRES 2024
colombiano
Participacion del drive-thru en las ventas de comida 43% de los pedidos (~140.000 ci
ircana

rapida en EE.UU. millones USD/aio)

) ) L ] QSR Magazine
Dependencia del drive-thru en Chick-fil-A (2024) 60% de las ventas en ventanilla 2024
Dependencia del drive-thru en Dutch Bros 90% de los ingresos QSR Magazine

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

Author: Diego F. Parra - Publisher: MASTERESTAURANT®
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