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Cape Coral, FL Restaurant Resale: A Proven Location
Finds Its Third Act With a 26-Unit Franchise Operator

Cape Coral, FL Restaurant Resale David Whitcomb

The Sale
David Whitcomb, WSR FL Naples, managed the transaction from the first conversation through closing. Having

represented this location before, he understood exactly what made it valuable and exactly which buyers would see it the

same way. Rather than waiting for the market to come to him, David matched the listing against the deep We Sell

Restaurants buyer database in Southwest Florida.

The Opportunity
Cape Coral, Florida is one of the fastest growing communities on the Gulf Coast, and its dining landscape is racing to

keep up. In the middle of that growth sat a second generation restaurant space with a track record that spoke for itself.

This was not an unproven site. It was a location strong enough to have been sold three times in the last seven years,

each time finding a new operator ready to build on what came before.

Why the Owner Sold
The seller came to the restaurant with genuine culinary credentials, built on a professional background in Italian food

and sauce production. That expertise showed in the business. But life intervened. Serious health concerns made the

daily demands of restaurant ownership unsustainable, and the owner needed a path to exit that protected the value of

what had been built.

Why the Buyer Said Yes
The buyer had been actively searching for the right site to add a Hungry Howie's to their development territory. When

this listing came to their attention, the combination of factors aligned in a way that made the decision straightforward:

For the right buyer, a second generation space in a market like this is a rare shortcut. The hoods, the plumbing, the

infrastructure, the trade area, all of it is already in place. The only question was who would recognize the opportunity

next. The answer turned out to be one of the most experienced franchise operators in the region.

That is when the seller turned to David Whitcomb, Restaurant Broker for the We Sell Restaurants FL Naples territory.

Health driven sales carry real urgency. Every month on the market adds strain to an owner who needs to step away.

The assignment was clear: find a qualified, capable buyer who could move with confidence and close efficiently.

The buyer who stepped forward was no stranger to acquisitions. With a portfolio of 26 franchise locations across 4

different brands, this operator knew precisely what a strong site looks like and had the financial strength and deal

experience to move quickly. The transaction closed with both sides confident in the outcome, and the seller

achieved the timely exit the situation demanded.
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• Second generation restaurant spaces are magnets for franchise operators. Existing infrastructure lowers

conversion costs and shortens the path to opening day

Multi-unit franchisees are among the most active buyers of independent restaurants, often acquiring them

specifically as brand conversion opportunities

Health driven exits demand speed. A Certified Restaurant Broker with an established local buyer network can

deliver a qualified buyer when time matters most

•

•

•   Strong locations resell. This restaurant has now changed hands three times in seven years through the We Sell

Restaurants platform, holding its value each time

•   Working with a broker who already knows the location and its history removes uncertainty for both sides of the

transaction

Why would a 26-unit franchisee buy an independent restaurant? Experienced franchise operators frequently

purchase existing restaurants as conversion opportunities. Acquiring a second generation space inside their

development territory lets them open a new branded location faster and at far lower cost than building from scratch.

For this buyer, the Cape Coral site was the ideal home for their next Hungry Howie's.

Is a restaurant that has sold multiple times a red flag? Not when the location keeps attracting qualified buyers. A

site that has sold three times in seven years and continues to command interest from sophisticated operators is

demonstrating durability, not weakness. Each sale reflects an owner's individual circumstances, from retirement to

relocation to health, rather than a problem with the site itself.

What should an owner do when health concerns force a sale? Move early and work with a specialist. A Certified

Restaurant Broker can price the business correctly, market it confidentially, and reach a database of qualified buyers

so the sale happens on the owner's timeline. In this case, David Whitcomb delivered an experienced buyer and a

clean closing when the seller needed it most.

A second generation space ready for conversion, with restaurant infrastructure already in place, the cost and

timeline to open a Hungry Howie's dropped dramatically compared to ground-up construction

A prime position inside their territory, the Cape Coral location sat exactly where their brand development plans

called for a new unit

A market growing faster than its dining supply, Cape Coral's rapid expansion means more households and

more demand for the kind of convenient, family-friendly concept they were bringing

A location with a proven resale history, three sales in seven years is not a warning sign to an experienced

operator. It is evidence that the site consistently attracts capable buyers

Portfolio-scale experience, with 26 franchises across 4 brands, the buyer could evaluate the opportunity quickly,

finance it confidently, and execute the conversion without hesitation

Key Takeaways

Frequently Asked Questions
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