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The seller grew up in the restaurant business. His father owned several different restaurants over the years, which

means this was not an industry he stumbled into. He came to it with an understanding of what the work actually

demands, formed over a lifetime of watching it done up close. That background shaped how he ran his own

business and how he approached the decision to sell.

His reason for selling was personal and clear: the time was right, and he wanted to focus on his family. This was

not a seller under financial duress or looking to escape a struggling operation. It was a decision made from a

position of clarity by someone who understood his own priorities and had the self-awareness to act on them.

Sellers in that position tend to engage honestly with the process, cooperate through due diligence, and care about

handing off to someone who will do right by what they built.

York, South Carolina is not a market that stands still. The city is growing rapidly, and with that growth comes

demand for the kind of dining and social experiences that established communities take for granted. When this

York restaurant came to market, it offered something specific to the right buyer: an operating location in a

market with real momentum and a gap that a savvy operator could move quickly to fill.

That gap was an Irish pub. York did not have one. The right buyer, someone already operating in this space with a

proven track record, would recognize that immediately. Justin Scotto found that buyer. What made this transaction

notable was not just the match itself, but what it took to get there. The seller had been through a failed listing with

another broker before WSR entered the picture, and the outcome this time was night and day.

Before Justin Scotto was involved, this listing had already been on the market with another broker in the Charlotte

area. That broker was unresponsive, both to the seller and to potential buyers who expressed interest. The

business did not sell. The seller's time was wasted, and qualified buyers who might have been the right fit were left

without follow-through.

After relisting with We Sell Restaurants, the experience was different. Justin Scotto engaged immediately,

communicated consistently, and brought a qualified buyer to the table. The transaction moved forward, and it

closed. Both the seller and the buyer noted afterward that the experience with WSR had been a genuinely positive
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one. That contrast, between a broker who goes silent and a broker who stays in the deal, is not an abstraction. It is
the difference between a business that sells and one that sits.

The buyer Justin identified was an established Irish pub operator in Uptown Charlotte with a demonstrated track

record of running successful businesses. He lives near York. He knows the market. And he recognized something

that the data on York's growth already suggested: the city was ready for exactly what he knows how to build.

The new owner's decision was grounded in market reality and personal conviction:

• York is growing rapidly and the market lacks an Irish pub, creating a first-mover advantage for an operator
who already knows the concept inside and out

• Proximity to the location gave him the ability to be present and hands-on, which is how he has built his track
record in Charlotte

• An existing restaurant operation provided the physical foundation, allowing him to redirect energy toward
concept execution rather than build-out

For an operator with his experience, this was not a speculative bet on an unfamiliar concept. It was a strategic

expansion into a growing market he already lived in, executing a concept he has already proven he can run

successfully.

What went wrong with the first broker, and how did WSR approach it differently?

The seller's previous broker was unresponsive to both the seller and to potential buyers who reached out. That is
not a minor inconvenience. In a restaurant transaction, timing matters. Buyers who do not receive timely follow-up
move on to other opportunities. Sellers lose weeks or months of market exposure. When Justin Scotto took over

• Broker responsiveness is not a courtesy, it is a professional obligation; a seller whose first broker went silent

lost time and opportunity that cannot be recovered, and the contrast with an engaged broker produced a deal

that closed

• Sellers who grew up in the restaurant business bring a different level of operational credibility to the market;
the business they built reflects real industry knowledge, not trial and error

• A first-mover opportunity in a growing market is a legitimate strategic advantage; a buyer who already
operates a proven concept and identifies a gap before competitors do is making a calculated move, not a

gamble

• Proximity to the acquisition is a meaningful factor in operator success, particularly in the early months of

ownership when presence and hands-on management are highest impact

• A seller who exits to focus on family, without financial pressure driving the decision, typically leaves behind a
well-run business and brings a cooperative disposition to the transaction
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the listing, consistent communication and active buyer engagement were the baseline, not the exception. The
business went under contract and closed. The difference was execution.

Why is a growing market like York, SC a compelling location for a first-time concept entry?

Markets that are growing rapidly tend to be underserved in specific hospitality categories because supply takes
time to catch up with population growth. A buyer who identifies a category gap, in this case the absence of an Irish
pub in a market that is expanding quickly, and who already operates successfully in that category elsewhere, is
entering with a structural advantage. The customer demand exists. The competition does not yet. That window
does not stay open indefinitely.

What does a family-focused exit look like in a restaurant transaction?

When a seller's motivation is personal rather than financial, it changes the character of the transaction. The seller
is not under pressure to accept a below-market offer or rush a closing. They are making a deliberate choice on
their own timeline, which typically means the business has been maintained well and the seller engages honestly
through due diligence. In this case, the seller's restaurant background made him a sophisticated counterparty who
understood the process and participated in it professionally.

What should a seller do if their current broker is unresponsive?

Start by documenting the lack of communication and reviewing the terms of your listing agreement, including the
expiration date and any exclusivity provisions. If the broker is not performing, you may have grounds to terminate
the agreement early. Once you are free to relist, choose a broker who specializes exclusively in restaurant
transactions and who can demonstrate a track record of closed deals, not just active listings. The seller in this
transaction made that switch and closed a deal that had previously stalled entirely.
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