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QUICK VERDICT
Group data visibility is not a reporting problem, it is a latency problem: a group that closes
its consolidation on day 12 is deciding about a month that no longer exists. When one
unit's food cost variance surfaces forty days after the fact, the correction arrives too late
for every purchase in that period. The traditional method piles up data and interprets it
afterwards; the Masterestaurant method reverses the order, defining the decision
architecture first —which decision, whose signature, which threshold, which deadline—
and only then wiring POS, inventory and payroll into a single board. The practical cut runs
from forty days to under twenty-four hours per unit, with operational variability between
locations exposed on one screen.
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A seven-location group, above 10 million dollars a year, brought its board a consolidation that closed on day 12
of the following month. Nobody questioned the accuracy of the numbers. The trouble sat elsewhere: by the time
the board saw that location 4 had drifted three points on food cost, location 4 had spent six weeks buying from
the same supplier at the same price.

That delay has a technical name and an accounting consequence. Informational entropy in a group grows with
the number of units, and every system that refuses to talk to the one beside it —POS here, inventory there,
payroll somewhere else— multiplies the places where a figure gets lost or contradicts itself. Restroworks (2025)
reports that half of full-service restaurants have automated inventory and 47% have automated staff scheduling,
which means the raw material for a board already exists; what is usually missing is the layer that consolidates
and reads it.

Executive appetite is not the brake either. Toast (2025) measured that 86% of operators feel at least somewhat
comfortable using Al in their operation. The gap is not willingness, it is ARCHITECTURE: without a defined
decision model, a handsome dashboard becomes expensive furniture nobody opens twice.

SIDE-BY-SIDE COMPARISON

Side-by-side comparison

TRADITIONAL METHOD MASTERESTAURANT METHOD
(MONTHLY CONSOLIDATION) (CONTINUOUS VISIBILITY)

Latency of the group's X 30 to 45 days until the monthly v Under 24 hours per unit, with a daily

consolidated figures accounting close 6:00 a.m. cut

Food cost variance by unit X Detected at close; the contract v Alert on the second day out of range,
ceiling is 32% per dish before the next purchase order

Labor cost against revenue X  25% to 35% of revenue, v Tracked by shift; 47% of FSR
reviewed once the month is spent already automated scheduling
(U.S. Bureau of Labor Statistics) (Restroworks 2025)

True cost of the delivery X Books the nominal commission v' Measures the effective 30% to 40%

channel of 15%, 25% or 30% by plan (Food of revenue per order (ActiveMenus 2025)

On Demand 2026)

Average ticket and digital X Compared against last year, with v Benchmarked against the +10% to

levers no channel attribution 30% self-ordering kiosks deliver
(Restroworks 2025)

Conversion on the owned X Roughly 2% baseline on the v 6.5% with an Al conversational

channel group's own site assistant (Zellyfi 2025)

Data risk and corporate X Credentials shared per location, v Role-based access; the average

governance no access trail hospitality breach costs USD 3.82 million
(Cloud Awards 2025)
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TRADITIONAL METHOD MASTERESTAURANT METHOD
(MONTHLY CONSOLIDATION) (CONTINUOUS VISIBILITY)

Basis for operational due X Manual reconstruction of 3 to 6 v' Historical series exportable the same
diligence weeks per round day it is requested

1. How much data lag can a group tolerate before it loses the period?

A twelve-day consolidated close means giving up on the current month, because a variance spotted on
day 12 has already been buying at the same price from the same supplier for six weeks.

That is the cut | use with boards: tolerated latency is a cash decision, not a reporting preference. With labor cost
running between 25% and 35% of revenue according to the U.S. Bureau of Labor Statistics, every blind week is
paid in payroll that already left the account and never comes back. The raw material exists: Restroworks (2025)
measured that 50% of full-service restaurants have automated inventory and 47% staff scheduling. What is
missing is the layer that consolidates those sources and assigns an owner. Set the threshold: five business days
for a partial close per unit, or the dashboard corrects nothing at all. In the band below 500 thousand dollars a
year the right call is NOT to buy a business intelligence platform, and | hold that position even when the vendor
shows you a beautiful demo.

2. Under 500 thousand dollars a year: a living spreadsheet, not a system

A spreadsheet fed by the weekly POS export and Sunday's inventory count is enough, reviewed by the owner
every Monday before ten. The numeric threshold that triggers action: food cost above 32% of food sales or labor
cost above 30%, measured week against week. Restroworks (2025) reports that self-ordering kiosks lift order
value between 10% and 30%, and that is the kind of investment that competes better for a small operator's mon-
ey than a dashboard does. With one location the information walks from the kitchen to the register; instrument-
ing it twice means paying for what you already see. Between 500 thousand and 1 million dollars the first real
symptom of blindness shows up: two sources saying different things about the same day. Usually it is the POS
against the purchase ledger, and the gap gets settled late, once the supplier has already invoiced. My recom-
mendation in this band is to integrate POS and inventory into a single tool and leave payroll out until the next
step, with a partial close every Friday and food cost variance audited against standard recipes.

3. From 500 thousand to 1 million: where the data starts contradicting itself

Alarm threshold: any gap wider than 1.5 percentage points between theoretical and actual food cost. Toast
(2025) found that 86% of operators feel at least somewhat comfortable using Al in their operation, so the brake
is not cultural but architectural. A well-configured integrated module costs less than one unmeasured quarter of
shrinkage. Past the million-dollar mark the order of the questions defines the outcome, and this is where almost
everyone slips by buying a tool before defining what gets decided. Write down first what you settle every
Monday, who signs that decision and which numeric threshold triggers it; only then connect sources. A dash-
board without a decision owner is expense, not asset. The standard in this band is a weekly board with five hard
indicators — prime cost, food cost variance by category, sales per labor hour, average ticket and contribution
margin per dish — and nothing beyond that, because nobody ever looks at the sixth.
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4. Above 1 million: the decision first, the software afterwards

Zellyfi documents that sites with a guided-ordering chatbot convert at 6.5% against a 2% baseline, a useful fig-
ure for the commercial front your dashboard must capture. Operating threshold: prime cost sustained above
65% for two weeks triggers a menu review. Beyond 5 million dollars a different profile appears — the large-for-
mat themed venue or the concept signed by a media chef, where traffic depends on reputation rather than the
neighborhood — and there data visibility stops being efficiency and becomes risk management. A venue like
that bleeds customers over the phone: Hostie Al measured that 83% of diners pick another restaurant if their
calls go to voicemail more than once. The exposure is also a security matter, and the figures are not small: IBM
calculated the average cost of a data breach in the United States at 10.22 million dollars during 2025, while
Cloud Awards puts the hospitality average at 3.82 million.

5. Above 5 million: the large-format profile and the cost of blindness

My recommendation: role-based access, query logging and daily monitoring of reservations and table times, re-
viewed by management on Tuesdays. Once a group passes 10 million dollars the problem is no longer measur-
ing but ARBITRATING, because every manager exports their own sheet and the company ends up with seven
truths and none of them auditable. Diego F. Parra insists at Masterestaurant that data governance precedes an-
alytics: one single definition of net sales, one single cut-off date, role-based access and a trace of who queried
what. The standard in this band is a daily partial close per unit and a consolidated report within five business
days, with an automatic alert whenever a unit drifts more than two points from the group average. Kitchen au-
tomation is growing at 25.1% a year between 2026 and 2034 according to Dataintelo, and a full installation costs
between 150,000 and 250,000 dollars per venue: without comparable data across units, that investment gets
decided blind.

6. The dashboard paradox: more information, worse decisions

A well-instrumented group can decide worse than one running on a notebook, and that paradox has a single fix:
cut indicators until every one of them carries an attached action. Informational entropy grows with the number of
units, and each system that does not talk to its neighbor — POS here, inventory there, payroll somewhere else
— multiplies the points where data gets lost or contradicted. Consider what would happen if tomorrow your
dashboard showed thirty metrics in green while unit 4 stayed off track: the board would look at the green, ap-
prove the budget and find the hole a quarter later, with payroll already paid and the supplier already settled.
Toast (2025) reports 86% of operators comfortable with Al; willingness is abundant. What runs short is the
judgment to delete metrics. Digital payment is today the cleanest transactional data source a group owns, and it
deserves to be treated that way instead of being sold as customer convenience.

7. Contactless payment as a data source, not as convenience

Visa recorded a 30% rise in contactless payment usage in the United States during 2024, and PAYS POS re-
ports that 92% of customers prefer restaurants offering several contactless options. CoinLaw adds that 60% of
Square merchants in the United States now operate completely cashless. Every one of those tickets arrives with
a timestamp, a table, a server and the composition of the order, meaning the traceability that cash destroys. A
group still running 20% of its sales in cash is giving up a fifth of its visibility. Migrate the cash before the dash-
board: the clean source first, then the layer that reads it. The difference is not the tool, it is the order of the ques-
tions. The traditional method buys software and then works out what to look at; we define first which decision
gets made every Monday, who signs it and against which threshold, and only afterwards connect the sources.
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8. What actually separates the two models?

A board with no decision owner is an expense, never an asset. The second cut is tolerated latency.

Accepting a forty-day lag means giving up on correcting the current period, and with labor cost running at 25%
to 35% of revenue per the U.S. Bureau of Labor Statistics, every blind week gets paid in payroll that already left
the bank. The third is data governance. When each manager exports a private spreadsheet, the group holds
seven truths and audits none of them; role-based access with a query trail also protects an expensive asset,
since the average hospitality breach cost USD 3.82 million according to Cloud Awards (2025). And the fourth,
the one that moves the most margin, is channel attribution. Booking delivery at its nominal 15%, 25% or 30%
(Food On Demand 2026) while the effective cost reaches 30% to 40% of revenue per order (ActiveMenus 2025)
manufactures an illusion of profitability that keeps dishes alive while they destroy contribution margin.

POINT BY POINT

Comparative scorecard for the board

LATENCY TO DECISION

A - TRADITIONAL METHOD (MONTHLY B - MASTERESTAURANT Daily cut per unit;
CONSOLIDATION)

the alert precedes the next purchase order
Close between 30 and 45 days; correction

lands once the period is paid

Verdict: Continuous visibility wins: latency is the variable deciding whether a figure corrects the
business or merely documents the loss.

CONTROL OF FOOD COST VARIANCE

A - TRADITIONAL METHOD (MONTHLY B - MASTERESTAURANT Alert on the
CONSOLIDATION)

second day out of range, with one metric

Drift surfaces at close, with the 32% ceiling definition shared group-wide

already breached for weeks

Verdict: The Masterestaurant method wins: a single food cost definition across every unit is worth
more than a board full of pretty charts.
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TRUE PROFITABILITY BY CHANNEL

A - TRADITIONAL METHOD (MONTHLY B - MASTERESTAURANT Measures the
CONSOLIDATION)

effective 30% to 40% of revenue per order

. . . o o
Books delivery at its nominal 15%, 25% or (ActiveMenus 2025)

30% commission (Food On Demand 2026)

Verdict: Effective measurement wins by a wide margin: the gap between nominal commission
and real cost is exactly where margin-destroying dishes hide.

LEVER ON AVERAGE TICKET

A - TRADITIONAL METHOD (MONTHLY B - MASTERESTAURANT Benchmarked
CONSOLIDATION)

against the +10% to 30% documented for

Year-over-year comparison with no self-ordering kiosks (Restroworks 2025)

attribution to channel or point of sale

Verdict: Channel attribution wins: without it, a ticket increase gets credited to the team when the
interface produced it.

CORPORATE GOVERNANCE OF DATA

A - TRADITIONAL METHOD (MONTHLY B - MASTERESTAURANT Role-based
CONSOLIDATION)

. access with logged queries, against an
Local exports, shared credentials, no average hospitality breach of USD 3.82

query trail million (Cloud Awards 2025)

Verdict: Governed access wins: the board is an asset and gets protected as one, not as a shared
spreadsheet.
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READINESS FOR OPERATIONAL DUE DILIGENCE

A - TRADITIONAL METHOD (MONTHLY B - MASTERESTAURANT Historical series
CONSOLIDATION)

per unit exportable the same day

Manual reconstruction of 3 to 6 weeks
each time an investor asks

Verdict: The continuous series wins: how fast you answer an investor is itself a signal about the

quality of the operation.

SIDE-BY-SIDE COMPARISON

What props up the monthly consolidation today CURRENT STATE OF THE GROUP

X

X

An accounting close landing 30 to 45 days after the economic event

Labor cost swinging between 25% and 35% of revenue, reviewed once already paid (U.S. Bureau of
Labor Statistics)

Delivery commissions booked at their nominal 15%, 25% or 30% by plan (Food On Demand 2026)

Inventory automated in half the locations, with no consolidation across units (Restroworks 2025)

No trail of who queried what, while hospitality breaches average USD 3.82 million (Cloud Awards 2025)

What continuous visibility changes MASTERESTAURANT

4

v

Daily cut per unit and a single definition of every metric across the group

Food cost drift flagged before the next purchase order, against a 32% per-dish ceiling

Delivery costed at its real 30% to 40% share of revenue per order (ActiveMenus 2025)

Owned channel pushed from 2% to 6.5% conversion with an Al assistant (Zellyfi 2025)

Average ticket benchmarked against the +10% to 30% QSR kiosks produce (Restroworks 2025)

A dossier ready for operational due diligence without manual reconstruction
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SIDE-BY-SIDE COMPARISON

Side-by-side comparison

TRADITIONAL METHOD
(MONTHLY CONSOLIDATION)

Latency of the group's X 30 to 45 days until the monthly
consolidated figures accounting close
Food cost variance by unit X Detected at close; the contract

ceiling is 32% per dish

Labor cost against revenue X  25% to 35% of revenue,
reviewed once the month is spent
(U.S. Bureau of Labor Statistics)

True cost of the delivery X Books the nominal commission
channel of 15%, 25% or 30% by plan (Food
On Demand 2026)

Average ticket and digital X Compared against last year, with
levers no channel attribution

Conversion on the owned X Roughly 2% baseline on the
channel group's own site

Data risk and corporate X  Credentials shared per location,
governance no access trail

Basis for operational due X Manual reconstruction of 3 to 6
diligence weeks per round

THE NUMBERS THAT MATTER

Indicators that carry the decision

47 %

of full-service restaurants already
automated staff scheduling

86 %

of operators feel at least somewhat
comfortable using Al in their operation

MASTERESTAURANT METHOD
(CONTINUOUS VISIBILITY)

v Under 24 hours per unit, with a daily
6:00 a.m. cut

v' Alert on the second day out of range,

before the next purchase order

v Tracked by shift; 47% of FSR
already automated scheduling
(Restroworks 2025)

v Measures the effective 30% to 40%
of revenue per order (ActiveMenus 2025)

v Benchmarked against the +10% to
30% self-ordering kiosks deliver
(Restroworks 2025)

v 6.5% with an Al conversational
assistant (Zellyfi 2025)

v Role-based access; the average
hospitality breach costs USD 3.82 million
(Cloud Awards 2025)

v Historical series exportable the same
day it is requested
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40 %

maximum effective cost of third-
party delivery on revenue per order

65 %

conversion on restaurant sites with an
Al assistant, against a 2% baseline

3.82

M USD

average cost of a data breach in hospitality

30 %

average ticket increase at
McDonald's with self-ordering kiosks

VISUALIZATION

The numbers, visualized

of full-service restaurants already automated staff scheduling

G

of operators feel at least somewhat comfortable using Al in their operation

G

maximum effective cost of third-party delivery on revenue per order

G

conversion on restaurant sites with an Al assistant, against a 2% baseline

@ 6.5%

average cost of a data breach in hospitality

@ ::s2

M USD

average ticket increase at McDonald's with self-ordering kiosks

G

Sources: Restroworks 2025 - Toast 2025 - ActiveMenus 2025 - Zellyfi 2025 - Cloud Awards 2025
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REAL CASE

“We arrived with seven locations and seven versions of the truth. The consolidation closed on day 12 and
the board argued about a dead month. Diego pushed us into something uncomfortable before touching a
single system: writing down the eleven decisions we actually make each month, with an owner and a
threshold for each. Twenty-three reports turned out to be surplus. We set a 6:00 a.m. daily cut with one
shared definition of food cost for the whole group, and by the second month location 4 fired an alert two
days after drifting, not forty. That location had been buying three points above the 32% ceiling; we corrected
before the next order. Within the quarter, variability across units fell from eleven points of food cost to four,
and we dropped two delivery dishes that were bleeding margin because we had costed them at the nominal
commission instead of the real 40%.”

— Operations director of a 7-restaurant group, above 10 million dollars a year
HOW TO APPLY IT IN YOUR RESTAURANT
Three-phase roadmap

@ Phase 1 - Decision architecture (weeks 1 to 3)
Deliverable: the group's decision map, a table where every recurring decision carries an owner,
an input figure, a threshold and a cadence. No software gets bought here. You write down the
ten to fifteen decisions that move cash —purchasing, shift scheduling, menu engineering,
pricing, channel— and retire every report that feeds none of them. Success metric: 100% of
decisions with a named owner and one definition per metric, plus at least a 60% cut in the

number of reports circulating.

@ Phase 2 - Data pipeline and single board (weeks 4 to 9)
Deliverable: POS, inventory and payroll from every unit feeding one board with a daily cut and
role-based access. Recipe catalogs and cost centers get normalized before anything is wired,
because a board fed by mismatched catalogs lies to two decimal places. It builds on ground the
sector already covered: half of FSR run automated inventory and 47% automated scheduling
(Restroworks 2025). Success metric: latency under 24 hours across 100% of units and zero
shared credentials.
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@ Phase 3 - Alerts, applied Al and governance (weeks 10 to 16)
Deliverable: alert rules on food cost variance, labor cost and margin by channel, plus the
conversational assistant on the owned channel and average ticket tracking by point of sale. Al
does no guessing here: it ranks what deserves attention first and drafts the summary a board
reads in three minutes. Success metric: food cost below the 32% ceiling in 100% of locations,
labor cost inside the 25% to 35% band the U.S. Bureau of Labor Statistics reports, and owned-
channel conversion moving from 2% toward the 6.5% Zellyfi documents (2025).

@ Phase 4 - Board cadence and standing due diligence (month 5 onward)
Deliverable: a board pack that generates itself, with an exportable historical series and access
traceability. A group able to hand over twelve months of unit economics per location on the
same day it is asked negotiates from a different position, and it mitigates the risk of a breach
whose average hospitality cost reached USD 3.82 million according to Cloud Awards (2025).
Success metric: board pack in under 2 hours of human work and an operational due diligence
dossier available same-day.

FAQ

Questions the board asks

What does it cost NOT to have group data visibility?

It costs the entire current period. With labor cost running from 25% to 35% of revenue per the U.S. Bureau of
Labor Statistics, every blind month pays payroll and purchases that can no longer be corrected, and delivery is
booked at a nominal 15%, 25% or 30% (Food On Demand 2026) while its effective cost reaches 40% of
revenue per order.

Which indicators should a group owner review every week?

Five are enough: food cost variance per unit against the 32% ceiling, labor cost on revenue inside the 25% to
35% band published by the U.S. Bureau of Labor Statistics, contribution margin by channel, average ticket per
point of sale, and drift between units. Everything else is context and can wait for the month.

Does artificial intelligence pay off for a group under 500 thousand dollars a year?

Yes, with a trimmed scope. An operator in that band does not build a full data pipeline; they start with one
shared definition of food cost, a weekly cut, and the conversational assistant on the owned channel, which
Zellyfi (2025) links to 6.5% conversion against a 2% baseline. A full kitchen automation build runs between USD
150,000 and USD 250,000 per location according to Dataintelo, and it does not belong to them yet.
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How long does a group take to move from monthly consolidation to a daily cut?

Sixteen weeks for a five-to-ten unit group, split across decision architecture, data pipeline and the alert layer.
The bottleneck is never technical: it is normalizing recipe catalogs and cost centers, since each location tends to

name the same thing its own way, and judgment fixes that, not licenses.

DATA & SOURCES

Sector data 2026 (official sources)

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

market research) - not competitors.

Metric

Ingresos de un restaurante promedio
provenientes de pedidos online o por
teléfono

Ventas de comida rapida (QSR)
generadas por pedidos online o por
teléfono

Aumento de pedidos digitales en
restaurantes full-service desde 2020

Tamanfo del mercado de kioscos de
autoservicio

Restaurantes que planean invertir en

actualizar o implementar POS

Resultados de restaurantes con
kioscos de autoservicio

Benchmark 2026

67% de los ingresos

75% de las ventas QSR

+237% de pedidos digitales

USD 37.2 mil millones en 2025
(CAGR 10.9%)

52% de los restaurantes

76% redujeron esperas, 69%
mejoraron precision, 67%
subieron el ticket

Source

Lightspeed — Online Ordering
Statistics 2025

Lightspeed — Online Ordering
Statistics 2025

Restroworks — Restaurant Sales
Statistics 2025

Grand View Research (via
Restroworks) — Self-Ordering
Kiosk 2025

National Restaurant Association —
State of the Restaurant Industry
2025

Bite — Self-Service Kiosk Statistics
2025

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