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Scaling a Restaurant: the Traditional Method
Against the Masterestaurant Method

By Diego F. Parra · Updated 2026-09-09 · Expansion & Franchising

Q U I C K  V E R D I C T

Scaling a restaurant fails in the DINING ROOM, not in the kitchen. A recipe travels inside a
costing sheet; service lives inside the heads of four people who have worked the original
location for years, and heads do not photocopy. The traditional method solves expansion
with CapEx —construction, equipment, a hired manager— and leaves the service standard
to a PDF manual nobody opens after week two. The Masterestaurant method reverses the
order: it first codifies the dining-room standard into a measurable training system (service
simulator, automated preshift, competency-based micro-credentials), and signs the lease
afterward. The gap shows up in month seven, when unit two should be running at cruising
speed: with a codified standard, the new team's ramp-up drops from a full quarter to
roughly six weeks; without it, location two survives on nostalgia for location one. Labor
cost, which the U.S. Bureau of Labor Statistics places between 25% and 35% of revenue
across food services, is exactly where that gap gets paid.
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INTELLECTUAL PROPERTY OF MASTERESTAURANT® — EXCLUSIVE FOR SECTOR LEADERS

The number that frames the 2026 conversation is not about openings, it is about concentration: operators with
more than 50 units grew 112.3% since 2019, per FRANdata, while the one-or-two-unit operator fights the same
market with a third of the negotiating power. Capital does not create that asymmetry; the SYSTEM does.
Whoever has a codified standard opens unit eleven with the same administrative effort as unit three.

Meanwhile the cost of entry rose and will not come back down. Van Brunt & Co (2025) puts new restaurant
construction between 250 and 500 USD per square foot, Walter Daniels (Restaurant Build Out, 2025) places
QSR near 535 USD per square foot, and FreshBooks (2025) adds roughly 159 USD per square foot in annual
rent. An operator opening 2,150 square feet commits seven figures before plating a single dish.

And franchising, the industrialized way to scale, keeps gaining ground: the International Franchise Association
(2025) projects sector growth of 2.4% against 1.9% for the broader U.S. economy, with about 20,000 net new
units reaching 851,000. Expansion stopped being an ambition; it became the defensive posture of anyone who
intends to still exist in ten years.

This document treats expansion as what it is —a capital allocation decision with a human component almost
nobody models— and proposes a service, CX and AI-assisted training architecture so unit number two is born
carrying the standard of unit number one.

S I D E - B Y- S I D E  C O M PA R I S O N

TRADITIONAL EXPANSION

METHOD

MASTERESTAURANT METHOD

(STANDARD CODIFIED FIRST)

Dining-room team ramp-up in
the new unit

✕ 10 to 14 weeks to comparable
average check; the manager trains
by hand, without a script

✓ 5 to 7 weeks with service simulator
plus automated preshift; the script lives in
the system

Labor cost over sales during
the first 6 months

✕ 33% to 38%, above the
25%-35% range reported by the U.S.
Bureau of Labor Statistics

✓ 27% to 31%, with the learning curve
paid before the doors open

Expansion CapEx per unit
(2,150 sq ft)

✕ 537,500 to 1,075,000 USD of
construction at 250-500 USD/sq ft
(Van Brunt & Co, 2025), no training
line item

✓ Same construction range, plus 1.5%
to 2.5% of CapEx reserved for standard
transfer and simulation

Front-of-house turnover at
month 12 of the new unit

✕ High: the server learns by
watching and leaves once no
measurable progression appears

✓ Contained: Open Badges micro-
credentials make the career path visible
from week two

Side-by-side comparison
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TRADITIONAL EXPANSION

METHOD

MASTERESTAURANT METHOD

(STANDARD CODIFIED FIRST)

Entry fee when the vehicle is a
franchise

✕ 10,000 to 50,000 USD typical
franchise fee (Toast, 2025); 45,000
USD at McDonald's (Franchise
Chatter, 2024)

✓ Same fee, plus an auditable service
manual that cuts friction in the
franchisee's due diligence

Traceability of the service
standard

✕ An 80-page PDF manual,
refreshed once a year, with no
evidence of reading or mastery

✓ Scenario-based assessment logged
per person, per shift and per critical
competency

Where the go/no-go on
expansion actually happens

✕ When the site appears; the
standard gets sorted out later,
against the clock

✓ When MTIE (standard transfer
maturity) clears the threshold; the site is
hunted afterward

The dish travels, the service doesn't. A recipe cost sheet copies into a spreadsheet and arrives intact at the sec‐
ond location, but dining-room judgment —when a plate gets fired, how to read a table that has already gotten
bored, what to do when twelve walk-ins show up on a Tuesday— lives in the heads of four people at the original
location, and that head doesn't photocopy. FRANdata measures that operators with more than 50 units grew
112.3% since 2019; they didn't grow because they bought better, they grew because the service standard was
written down before the lease was signed. Labor cost runs between 25% and 35% of revenue according to the
U.S. Bureau of Labor Statistics, and that percentage is the only line on the P&L that degrades by itself the mo‐
ment you open. A contractor delivers the build with a date attached.

The dining room you deliver, or nobody does. Human capacity first, physical capacity second, and inverting that
sequence is the cheapest decision in the whole project. The traditional method signs the lease, starts construc‐
tion and goes hunting for a general manager eight weeks out from opening, when there is no margin left to
choose; Masterestaurant codifies the service standard across eight to twelve weeks of real work and starts con‐
struction with the team already trained and waiting. The numbers explain why order matters this much: Van
Brunt & Co (2025) puts a new restaurant build between 250 and 500 USD per square foot, and Walter Daniels
(Restaurant Build Out, 2025) places QSR near 535 USD per square foot, so a 2,000-square-foot location com‐
mits seven figures before the first plate goes out. With capital of that size sitting idle, every week of weak service
costs cash that never comes back.

Inverting the order costs no extra money. It costs DISCIPLINE. Here is the tension almost
nobody resolves:

training gets booked as an operating expense, which means it lives in payroll, which means it gets cut the first
bad month —precisely the month you need it most. An asset that amortizes across every future unit cannot carry
less budgetary dignity than an exhaust hood. Put it on the same expansion CapEx line and compare it against

Chapter 1 — The second unit doesn't fail in the kitchen: it fails in the dining room

Chapter 2 — The second unit doesn't fail in the
kitchen: it fails in the dining room — in practice

Chapter 3 — In what order do you buy capacity?
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the 159 USD per square foot per year of rent FreshBooks (2025) reports for a restaurant space: a codified stan‐
dard is paid once and travels to units three, four and eleven; rent is paid every month and travels nowhere. I ar‐
gued the opposite case for years, that training was a variable opening cost, and it took two mediocre openings
to understand that what you cut in January you pay for in September through turnover. The same decision to
scale carries five different economics, and confusing them is what breaks operators.

Below 500 thousand USD a year, the owner IS the standard: scaling means pulling yourself out of daily opera‐
tions before you look at a second location, and with labor cost at 25% to 35% of revenue (U.S. Bureau of Labor
Statistics) there is no room for a manager who doesn't generate cash. Between 500 thousand and 1 million the
first real middle manager appears, and that is where you codify. From 1 to 5 million you can absorb the 250 to
500 USD per square foot CapEx Van Brunt & Co (2025) reports without mortgaging the mother unit. Above 5
million the conversation turns into portfolio. And from 10 million up you are not running restaurants, you are ad‐
ministering a platform that produces units. Above 5 million in annual revenue —celebrity-chef restaurant, large-
format themed concept, flagship unit— cost per square foot climbs well past the 250 to 500 USD range Van
Brunt & Co (2025) sets for a conventional restaurant, because the design, the millwork and the display kitchen
are not construction expense but brand investment.

That operator carries a problem the small one doesn't: unit two gets compared to unit one in the press and in re‐
views from day one, with no grace period. Franchising industrializes the standard, which is why the sector grows
2.4% against the 1.9% of the U.S. economy according to the International Franchise Association (2025), yet the
high end cannot franchise its differentiator. One exit remains: overinvest in the human layer, with AI-assisted
training that replicates the founding team's judgment and not merely the manual. A single-location operator be‐
low 500 thousand USD in revenue should NOT copy the architecture of a fifty-unit group, and that advice gets
given rarely because it doesn't sell consulting. FRANdata measures 112.3% growth since 2019 among opera‐
tors with more than 50 units; what that figure says to the small operator isn't «get big», it's «your competitive
advantage isn't scale, so don't spend there».

Your advantage sits in dining-room judgment, and judgment gets codified with a camera, a notebook and twelve
weeks. Technomic (2025) records fast casual growing 5.1% in units, up from 4.8% in 2024, while the combined
Top 500 grew just 1.6% (Technomic, 2024): format marks the difference, not operator size. Choose a replicable
format before you choose a number of locations. This is what happens, and it is predictable down to the month.
You open with 40% of the team pulled from the mother house, so unit one limps through a quarter and loses the
average check that was holding everything up. Unit two starts with lukewarm reviews because dining-room judg‐
ment never arrived intact, and you respond with the only lever within reach: more payroll, pushing labor cost
past the 35% the U.S. Bureau of Labor Statistics marks as the top of the range. With rent at 159 USD per
square foot per year (FreshBooks, 2025) running from day one, unit two hits break-even six to nine months late.

And then the worst possible decision gets made, which is cancelling unit three, when the problem was
never expansion but the ORDER in which capacity was bought.

Chapter 4 — What changes by annual revenue band

Chapter 5 — The high end pays for reputation and amortizes it over years, not months

Chapter 6 — The small operator doesn't have to imitate the big one to scale well

Chapter 7 — What happens if you open without having codified service?
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Scaling is an exercise in capital allocation with a human component almost nobody models, and Diego F. Parra
treats it at Masterestaurant as a question of sequence before it is a question of financing. The International
Franchise Association (2025) projects roughly 20,000 net new units on the way to 851,000 in the United States,
with the food and retail segment growing 3.5%: the market is concentrating, and the one- or two-unit operator
competes against groups that open unit eleven with the same administrative effort as unit three. Domino's
closed fiscal 2025 with 776 net new stores; nobody opens 776 stores improvising the dining room. This week,
before you look at a single lease, record forty-eight hours of service in your mother unit and write down the
twenty decisions your best server makes without asking anyone.

That document is worth more than the floor plan. The first one is SEQUENCE. The traditional method buys
physical capacity and then hunts for human capacity; the Masterestaurant method builds human capacity and
buys the physical afterward, because construction takes what it takes while codifying a service standard takes
eight to twelve weeks of real work. Flipping the order costs no extra money, it costs discipline. The second is
ACCOUNTING. In the traditional method training lives in payroll, meaning OpEx, so it dies in the first weak
month; in the Masterestaurant method part of it becomes expansion CapEx, with the same budgetary dignity as
the exhaust hood, because it is an asset amortized across every future unit. Whoever books it as expense loses
it; whoever books it as an asset reuses it in units three, four and nine. Third comes MEASUREMENT.

The traditional operator knows what the new location sold and does not know whether the team masters the
standard; the Masterestaurant system produces a number per person and per competency —price objection
handling, suggestive selling, service recovery, table pacing— and that can be acted on. A standard nobody mea‐
sures is an intention. Fourth: SPEED OF CORRECTION. When a shift goes badly in a traditional operation, the
fix arrives at Monday's meeting, if it arrives; with an automated preshift and scenario assessment, the fix lands in
the next shift. In an operation above one million dollars a year, fourteen shifts of delay are several thousand dol‐
lars of contribution margin. Fifth is TERRITORY RISK. The traditional method grades a site on foot traffic and
rent per square foot; the Masterestaurant method adds the question almost nobody asks: how much training ca‐
pacity does this area hold, what front-of-house labor market exists here, and how long does a new server from
this market take to reach standard. A cheap site in a dry labor market is expensive.

Chapter 8 — The standard gets codified once and amortizes across every opening

Chapter 9 — The five differences that decide whether unit two survives

P O I N T  B Y  P O I N T
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Comparative analysis, criterion by criterion

SEQUENCE OF INVESTMENT

A ·  T R A D I T I O N A L E X PA N S I O N  M E T H O D

Site first, human team later, against a
running lease clock

B  ·  M A S T E R E S TA U R A N T Codified

standard first, site later, with a defined
opening threshold

Verdict: Masterestaurant wins: flipping the sequence costs no extra capital and removes the most
expensive stretch of ramp-up.

ACCOUNTING TREATMENT OF TRAINING

A ·  T R A D I T I O N A L E X PA N S I O N  M E T H O D

OpEx inside payroll; first weak month, first
cut

B  ·  M A S T E R E S TA U R A N T 1.5%-2.5% of

expansion CapEx, own line item,
amortized across future units

Verdict: Masterestaurant wins: what gets booked as an asset is reused in unit three; what goes to
expense disappears.

LABOR COST OVER SALES IN THE FIRST HALF-YEAR

A ·  T R A D I T I O N A L E X PA N S I O N  M E T H O D

33%-38%, above the 25%-35% U.S.
Bureau of Labor Statistics range

B  ·  M A S T E R E S TA U R A N T 27%-31%,

learning curve paid before opening

Verdict: Masterestaurant wins by 6 points of sales, which on a unit above 1 million USD exceeds
60,000 USD a year.
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FRONT-OF-HOUSE RETENTION

A ·  T R A D I T I O N A L E X PA N S I O N  M E T H O D

Invisible progression; the server leaves the
day a nearby offer appears

B  ·  M A S T E R E S TA U R A N T Open Badges

micro-credentials tied to pay bands from
week two

Verdict: Masterestaurant wins: a visible career path is cheaper than the reactive raise and it holds
the standard.

SPEED OF CORRECTING A BAD SHIFT

A ·  T R A D I T I O N A L E X PA N S I O N  M E T H O D

Monday's meeting, assuming the manager
remembers and prioritizes it

B  ·  M A S T E R E S TA U R A N T Automated

preshift: the correction lands in the next
shift

Verdict: Masterestaurant wins: fourteen shifts of delay equal several thousand dollars of
contribution margin.

ENTRY COST AND DEPLOYMENT SPEED

A ·  T R A D I T I O N A L E X PA N S I O N  M E T H O D

Company-owned: full control, full CapEx
per unit, slow expansion

B  ·  M A S T E R E S TA U R A N T Franchise with

an auditable standard: 10,000-50,000
USD fee (Toast, 2025), third-party capital

Verdict: Conditional tie: franchising only wins once the standard is transferable; otherwise it
multiplies the defect.
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RESILIENCE TO 12% INPUT INFLATION

A ·  T R A D I T I O N A L E X PA N S I O N  M E T H O D

Contribution margin compresses with no
dining-room lever; prices rise blindly

B  ·  M A S T E R E S TA U R A N T Trained

suggestive selling and active menu
engineering absorb part of the shock

Verdict: Masterestaurant wins: a trained dining room is the cheapest buffer against a cost shock.

S I D E - B Y- S I D E  C O M PA R I S O N

What the operator scaling on instinct does T R A D I T I O N A L A P P R O A C H

Signs the lease first and sorts out the human team in the four weeks before opening.✕

Moves two or three veterans from unit one to unit two, then watches unit one bleed.✕

Hands over a PDF service manual and assumes reading it equals mastering it.✕

Judges the opening by first-month sales, never by labor cost over sales or service consistency.✕

Hires a manager trained in another house and inherits that other house's standard.✕

Treats training as payroll expense and cuts it the moment cash flow tightens.✕

Discovers at month nine that the new unit cannibalized the original because territory risk was misread.✕
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What the operator scaling with a system does M A S T E R E S TA U R A N T

Codifies the dining-room standard into assessable scenarios BEFORE hunting a site: what gets said,
in what order, at what pace.

✓

Reserves 1.5% to 2.5% of expansion CapEx as a standard-transfer line item with its own budget row.✓

Trains with a service simulator and gamification: the server rehearses the price objection twenty times
before living it.

✓

Automates the preshift so five units receive the same daily focus regardless of the manager's mood.✓

Issues Open Badges micro-credentials per competency and ties them to pay bands, making the career
path visible.

✓

Measures MTIE before opening and refuses to open below threshold, even with the site fully built.✓

Models the stress case —inputs up 12%, up 20%— against the new unit's contribution margin, not the
consolidated one.

✓

S I D E - B Y- S I D E  C O M PA R I S O N

TRADITIONAL EXPANSION

METHOD

MASTERESTAURANT METHOD

(STANDARD CODIFIED FIRST)

Dining-room team ramp-up in
the new unit

✕ 10 to 14 weeks to comparable
average check; the manager trains
by hand, without a script

✓ 5 to 7 weeks with service simulator
plus automated preshift; the script lives in
the system

Labor cost over sales during
the first 6 months

✕ 33% to 38%, above the
25%-35% range reported by the U.S.
Bureau of Labor Statistics

✓ 27% to 31%, with the learning curve
paid before the doors open

Expansion CapEx per unit
(2,150 sq ft)

✕ 537,500 to 1,075,000 USD of
construction at 250-500 USD/sq ft
(Van Brunt & Co, 2025), no training
line item

✓ Same construction range, plus 1.5%
to 2.5% of CapEx reserved for standard
transfer and simulation

Front-of-house turnover at
month 12 of the new unit

✕ High: the server learns by
watching and leaves once no
measurable progression appears

✓ Contained: Open Badges micro-
credentials make the career path visible
from week two

Side-by-side comparison
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TRADITIONAL EXPANSION

METHOD

MASTERESTAURANT METHOD

(STANDARD CODIFIED FIRST)

Entry fee when the vehicle is a
franchise

✕ 10,000 to 50,000 USD typical
franchise fee (Toast, 2025); 45,000
USD at McDonald's (Franchise
Chatter, 2024)

✓ Same fee, plus an auditable service
manual that cuts friction in the
franchisee's due diligence

Traceability of the service
standard

✕ An 80-page PDF manual,
refreshed once a year, with no
evidence of reading or mastery

✓ Scenario-based assessment logged
per person, per shift and per critical
competency

Where the go/no-go on
expansion actually happens

✕ When the site appears; the
standard gets sorted out later,
against the clock

✓ When MTIE (standard transfer
maturity) clears the threshold; the site is
hunted afterward

T H E  N U M B E R S  T H AT  M AT T E R

Indicators framing a scaling decision in 2026

112.3%
growth of operators with more
than 50 units since 2019

535 USD
new QSR construction cost per square foot

35%
upper bound of labor cost
over revenue in food services

5.1%
fast casual unit growth in 2025

20000
net new franchised units in the U.S. in 2025

UN I T S

159 USD
annual restaurant space rent per square foot

V ISUAL I ZAT ION

www.masterestaurant.com · White Paper - Scaling a Restaurant: the Traditional Method Against the Masterestaurant Method Page 10 of 14



The numbers, visualized

growth of operators with more than 50 units since 2019

112.3%

new QSR construction cost per square foot

535USD

upper bound of labor cost over revenue in food services

35%

fast casual unit growth in 2025

5.1%

annual restaurant space rent per square foot

159USD

Sources: FRANdata · Walter Daniels — Restaurant Build Out 2025 · U.S. Bureau of Labor Statistics · Technomic Top
500 (via Restaurant Business) 2025 · IFA Economic Outlook 2025

Chart by masterestaurant.com

R E A L  C A S E

“We had location two under lease and the team half-assembled, so we stopped the opening for six weeks
to build the service simulator and the automated preshift with Masterestaurant. We opened with labor cost
at 29% of sales instead of the 37% our first opening had cost us, average check matched the original
location by week seven rather than month four, and first-quarter contribution margin closed eleven points
above our own precedent. Six weeks of delay saved us a quarter of bleeding.”

— Operations director of a three-unit restaurant group, revenue band of 500,000 to 1 million
USD per location

H O W  T O  A P P LY  I T  I N  Y O U R  R E S TA U R A N T
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A 90-day roadmap to scale without breaking service

1 Days 1-20 · Codify the standard and measure baseline MTIE
Before looking at a single site, write the dining-room standard as assessable scenarios: greeting
and table reading, service sequence with timings, suggestive selling by product family, price
objection handling, recovery when something goes wrong. Every scenario needs a pass
criterion, not a pretty description. That lets you measure MTIE —standard transfer maturity— on
your current team: what share of unit one's front-of-house passes each scenario unaided. If
baseline MTIE sits below 70%, expansion is not your problem; your original location has no
transferable standard either. Fix it there, where it is cheap, rather than in a new unit with rent
already running. Close this block by placing the transfer line item inside expansion CapEx, at
1.5% to 2.5%.

2 Days 21-45 · Build the simulator, gamification and automated preshift
Turn scenarios into repeatable practice. A service simulator lets a server face the price objection
twenty times in one afternoon, with immediate feedback, instead of learning it by burning real
tables for three months. Gamification is not decoration: it is what sustains repetition, and
repetition is the only thing that produces automatic behavior under the pressure of a full Friday.
In parallel, automate the preshift so every unit receives the same daily focus —product to push,
critical allergen, suggestive-selling target, yesterday's incident— without depending on whether
the manager slept well. This is where the Masterestaurant Interactive Training Kit earns its cost:
it converts a dead manual into logged practice.

3 Days 46-70 · Site due diligence with a labor-market criterion
Now the real estate. To the classic analysis —traffic, rent per square foot, territory risk and
cannibalization against the existing unit— add two questions almost no due diligence includes:
how deep is the front-of-house labor market within a twenty-minute radius, and how many
weeks does an average candidate from that market need to pass your scenarios. With
construction between 250 and 500 USD per square foot per Van Brunt & Co (2025) and rent
near 159 USD per square foot per FreshBooks (2025), a two-month error in team ramp-up costs
more than the rent difference between two corners. Close with the new unit's economics
modeled under three input-inflation scenarios.
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4 Days 71-90 · Pre-opening with a certified team and an opening threshold
Hire and certify before opening, not after. The rule is simple and uncomfortable: you do not open
with less than 80% of front-of-house passing the critical scenarios, even if construction is
finished and rent is running. Paying two weeks of rent with the doors closed hurts; paying a
quarter of bad reviews that permanently fix perception of the new location hurts far more. Issue
the Open Badges micro-credentials per competency and tie them to pay bands, because a
server who sees measurable progression stays, and turnover is the silent tax on every
expansion. Define your 3, 6 and 12-month tracking KPIs before day one, not after the first scare.

FA Q

What does opening the second unit actually cost?

For 2,150 square feet, construction runs 537,500 to 1,075,000 USD applying the 250 to 500 USD per square
foot range from Van Brunt & Co (2025), plus rent near 159 USD per square foot annually per FreshBooks
(2025). Add 1.5% to 2.5% of CapEx as a standard-transfer line item, which almost no budget includes and which
decides your first-year margin.

Should you scale with company-owned units or franchises?

It depends where your bottleneck sits. If it is capital, franchising solves it: the IFA (2025) reports roughly 20,000
net new units and 2.4% growth against 1.9% for the economy. If your bottleneck is the service standard,
franchising multiplies it instead of fixing it, because you hand your brand to operators who never learned it
with you.

What is the threshold for not opening yet?

Two thresholds, both hard. First, MTIE below 70% at the original location means your standard is not
transferable and the new unit inherits an amplified defect. Second, less than 80% of new front-of-house passing
critical scenarios during pre-opening: delaying the opening by two weeks beats mortgaging the location's
reputation for a full quarter.

Does a QR menu replace the physical menu across multiple units?

No, and that shortcut is expensive. Masterestaurant ALWAYS recommends keeping both: the physical menu
controls the experience —service pacing, menu narrative, suggestive selling, hospitality— while the QR is a
complement for delivery, accessibility, price updates and analytics. In multi-unit operations the QR also unifies
prices across locations in minutes, but removing the physical menu kills the main lever on average check.

Frequently asked questions about scaling a restaurant

D ATA  &  S O U R C E S
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Propiedad Intelectual de Masterestaurant® — Exclusivo para Líderes de Sector · masterestaurant.com

Author: Diego F. Parra  ·  Publisher: MASTERESTAURANT®

Content created with AI assistance, reviewed by the MASTERESTAURANT editorial team.

Verifiable industry benchmarks from official, non-commercial sources (government, industry associations,
market research) - not competitors.

Metric Benchmark 2026 Source

Cadenas que abrieron 100+ locales
en 2024

30 cadenas (lideradas por Starbucks,
Jersey Mike's y Wingstop)

Technomic / NRN 2024

Cadena de más rápido crecimiento (7
Brew)

Ventas +267% y unidades +350%
Restaurant Business /
Technomic

Ubicaciones de cadenas de
restaurantes en EE.UU. (2024)

~691.181 (vs ~703.000 en 2019) Technomic Ignite 2024

Ventas de la industria restaurantera
de EE.UU. en 2025

>1,1 billones USD (+4,1%); 1,5 billones
incluyendo todo el foodservice

National Restaurant
Association 2025

Empleo del sector restaurantero de
EE.UU. en 2025

15,9 millones de personas (+200.000
empleos)

National Restaurant
Association 2025

Préstamos SBA 7(a) en el año fiscal
2024

57.362 préstamos por >31.100 millones
USD; promedio ~542.000 USD

U.S. Small Business
Administration 2024

Sector data 2026 (official sources)

C O M M U N I T Y

Join our MASTERESTAURANT Community for FREE

Restaurant owners and teams from 43 countries sharing knowledge, tools and applied AI — straight to
your WhatsApp.

Join the community
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https://www.nrn.com/top-500-restaurants/meet-the-2024-top-500-the-biggest-restaurant-chains-in-america
https://www.restaurantbusinessonline.com/operations/10-fastest-growing-restaurant-chains
https://www.restaurantbusinessonline.com/operations/10-fastest-growing-restaurant-chains
https://www.restaurantbusinessonline.com/financing/check-out-2024-technomic-top-500-ranking-largest-restaurant-chains
https://www.restaurantdive.com/news/national-restaurant-association-industry-sales-over-1-trillion-2025/739397/
https://www.restaurantdive.com/news/national-restaurant-association-industry-sales-over-1-trillion-2025/739397/
https://www.restaurant.org/research-and-media/media/press-releases/restaurant-industry-poised-for-growth-in-2025-industry-expected-to-employ-15-9-million-people-and-r/
https://www.restaurant.org/research-and-media/media/press-releases/restaurant-industry-poised-for-growth-in-2025-industry-expected-to-employ-15-9-million-people-and-r/
https://www.sba.gov/document/report-sba-2024-capital-impact-report
https://www.sba.gov/document/report-sba-2024-capital-impact-report
https://chat.whatsapp.com/KQh54oRhxNT7niQOvETZwF

