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Taylor Clemmer, WSR broker for the Nashville West and East territory, guided this transaction from listing to
close — but the path wasn't without obstacles. A government shutdown created financing complications
mid-deal, putting the original lender out of play and threatening to unravel months of work.

Rather than let the deal collapse, Taylor pivoted. A new lender was identified, the financing was restructured,
and the transaction moved forward. It's the kind of problem-solving that separates experienced brokers from the

Columbia, Tennessee has a quiet kind of momentum  a mid-size city south of Nashville with deep community
roots and a loyal local dining base. When this restaurant came to market after more than a decade of continuous
operation, it arrived with something most listings can't offer: proof. A business that has sustained itself for over
ten years isn't speculative — it's established.

What made this listing especially compelling was what came with it: the real estate. For the right buyer, this
wasn't just an opportunity to acquire a running restaurant, it was a chance to own the building too, eliminating

lease risk and building long-term equity from day one.

The previous owner had poured more than ten years into this restaurant. She built it, ran it, and kept it going
through the natural ebbs and flows that come with any long-term operation. But life circumstances — including
personal health challenges made it the right time to step back.

She also owns a business in a separate industry, and with her energy and attention increasingly needed
elsewhere, selling the restaurant was the responsible path forward. This was not a distressed exit — it was a

thoughtful decision by an owner who cared enough about what she had built to make sure it landed in the right
hands.
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rest — the ability to keep a deal alive when external forces work against it.

The result: a successful close that delivered for both the seller who needed a clean exit and the buyer who

recognized a rare opportunity.

• Real estate inclusion transforms a restaurant sale into a wealth-building opportunity — the buyer gains
equity, not just a business

• A decade of operation is powerful validation — it tells buyers the concept, the location, and the customer

base are all real

• Deal resilience matters — when a government shutdown disrupted financing, WSR adapted and found a
path to close

• First-time buyers can succeed with the right foundation — an established, profitable restaurant gives a
new operator the best possible start

• Seller circumstances don't have to mean seller distress — a motivated but thoughtful exit leads to better
outcomes for everyone

The new owner is young, ambitious, and buying his first restaurant — exactly the kind of next-generation
operator that a business like this is built for. He wasn't looking for a project. He was looking for a platform.

Three things made this the right opportunity:

• Real estate included — owning the building eliminates lease risk and creates lasting equity

• An already-successful operation — over a decade of proven performance meant a real baseline to build

from

• Room to grow — the new owner is bringing fresh ideas and planned upgrades to a business with an
established customer base

For a first-time restaurant owner, inheriting a business with history, loyal customers, and owned real estate is
an exceptional starting point. The new owner clearly understood what he was acquiring — and moved

decisively to get it.

Why was real estate included in this sale? The previous owner held the property outright, making it a natural
part of the transaction. For the buyer, this was a significant added value  purchasing the real estate alongside the
business eliminates future lease negotiations, protects against rent increases, and creates an appreciating asset
in addition to the operating business.

What delayed the deal, and how was it resolved?
A government shutdown created complications with the original lender mid-transaction, putting the financing in
jeopardy. Taylor Clemmer worked to identify a new lending source, restructure the financing, and keep the deal
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on track. The transaction ultimately closed successfully — a testament to the value of having an experienced
broker who doesn't give up when obstacles arise.

Is this the new owner's first restaurant?
Yes. The buyer is a first-time restaurant owner young, ambitious, and ready to build on what the previous
owner established. He is already planning upgrades and bringing new ideas to the operation, with the
advantage of an existing customer base and a proven location underneath him.

What made this a strong opportunity for a first-time buyer?
Most first-time restaurant owners face the hardest version of the challenge: building from scratch with no
customers, no reputation, and no operational history. This buyer inherited all three — plus the real estate. That
combination dramatically reduces early-stage risk and gives a new operator a meaningful head start.

Why did the seller choose We Sell Restaurants?
Selling a restaurant that includes real estate, navigating personal circumstances, and finding a buyer ready to
carry the business forward requires more than a listing. The seller needed a broker who could handle
complexity and deliver results. WSR's experience with restaurant-specific transactions — including real estate
components  made them the right choice for this sale.
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