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Treasure Coast, FL Restaurant Resale: A Jimmy Johns
Turnaround Finds the Right Operator

Treasure Coast, FL Restaurant Resale Ted Tallman

Location Sale Type WSR FL Port St. Lucie

The Opportunity

The Treasure Coast of Florida sits in one of the state's most consistent growth corridors, with year-round residential traffic and
expanding commercial activity that supports franchise concepts with the right operators behind them. A Jimmy Johns location in this
market represented something increasingly valuable in the restaurant brokerage world: a franchise resale where the brand is strong
but the prior ownership had not positioned the business to succeed.

When the right buyer comes in with operational experience, market knowledge, and skin in the game, a business like this does not
require a turnaround , it requires the right steward. That is exactly what this transaction delivered.

Why the Owner Sold

The original ownership group was a four-person team with only one member who had any restaurant background , a prior
management role at Jimmy Johns. The other three partners had no food service experience. The operation suffered for it. Day-to-day
management was disconnected from the actual business, and the unit was not generating the returns needed to sustain ownership
interest.

The decision to sell was not difficult once the ownership group acknowledged the situation honestly. They were not operators , they
were investors who had stretched into an operational role the business required them to fill. Selling to a buyer with hands-on
franchise experience was the right resolution for everyone involved.

The Sale

Ted Tallman, WSR FL Port St. Lucie, managed this transaction through a closing process that required patience and persistence.
Franchise resales involve multiple stakeholders , franchisors, landlords, lenders, and buyers , and the pace of any one party can
affect the entire timeline. In this transaction, the landlord approval process extended the closing timeline considerably.

Ted kept the deal on track through the extended timeline, maintaining alignment between the parties and ensuring that when the
landlord was ready, the transaction was ready to close. That kind of steady management is what separates experienced restaurant
brokers from those who lose deals to process delays.

Why the Buyer Said Yes

The buyers came to this transaction with a clear thesis and the credentials to execute on it. The group consisted of three principals:
two investing partners providing capital and one local operating partner with direct, boots-on-the-ground knowledge of the Treasure
Coast market.

* Proven franchise familiarity, the investing partners had already backed Jimmy Johns locations in other markets and
understood the brand's operational model and performance expectations

* Local market presence, having an operating partner already embedded in the Treasure Coast market eliminated the learning
curve that often slows new franchise operators
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¢ Aligned team structure, separating the capital and operations roles created a clear ownership structure with each partner
contributing distinct value to the acquisition

For a group that had already proven the model elsewhere, this was not a leap of faith. It was a calculated expansion into a market
where they had a local advantage.

Key Takeaways
¢ Franchise resales with underperforming prior ownership can represent strong acquisition opportunities for experienced
operators

* Buyers who separate capital partners from operating partners create cleaner ownership structures and more accountable
operations
e Local market presence is a measurable advantage , operating partners with market knowledge reduce execution risk

¢ Prior franchise experience in the same brand gives buyers a due diligence edge and accelerates the transition

e Landlord pacing is a real variable in franchise closings , experienced brokers manage the timeline without losing the deal

Frequently Asked Questions

Why was the prior ownership group selling if the brand itself is strong?

Brand strength does not guarantee operational success. The four original partners lacked the collective experience to run a food
service business effectively. Only one had any restaurant background, and the group was not actively involved in daily operations.
The business underperformed not because of the brand, but because the ownership structure was not built for execution. The right
buyer with franchise experience changes that equation entirely.

What made this buyer group different from the previous owners?

Experience and structure. The buyers had already invested in Jimmy Johns locations in other markets, which meant they understood
the brand's standards and how to meet them. Their local operating partner brought Treasure Coast market knowledge that the
investing partners did not have. Each member of the team had a defined role, and that clarity creates accountability.

Why did the closing take longer than expected?

The landlord approval process moved at its own pace and extended the timeline for the full transaction. This is not uncommon in
franchise resales, where the franchisor, landlord, and lender approvals must all align before closing can occur. Ted Tallman
managed the process throughout, keeping all parties engaged and the transaction on track.

Why did the seller choose We Sell Restaurants?

A franchise resale with an underperforming prior owner requires a broker who can accurately represent the opportunity to qualified
buyers without overselling or underselling the situation. Ted Tallman's experience in the Port St. Lucie market and his understanding
of franchise transaction dynamics made him the right broker to attract the right buyer group and close a deal that required patience
and professional management throughout.
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