WE SELL RESTAURANTS SUCCESS STORY | LISTING #32295

Roanoke, VA Frozen Yogurt Store Resale: Second of Three
Locations Sold for Multi-Unit Operator

Roanoke, VA Restaurant Resale Don Williams
LOCATION SALE TYPE WSR VA FOREST
The Opportunity

Roanoke, Virginia offers a stable market for established retail food concepts, particularly those with proven
franchise systems and repeat customer bases. Frozen yogurt stores in the region benefit from consistent foot traffic
and lower overhead compared to full-service restaurants, making them attractive to both absentee investors and
hands-on operators seeking predictable cash flow.

This frozen yogurt store was one of three Central Virginia locations owned by the same operator, all managed
largely absentee. Don Williams, WSR VA Forest, represented the seller in what became the second of three planned
sales, helping to execute a strategic exit from a multi-unit portfolio.

Why the Owner Sold

The seller had built a three-unit frozen yogurt portfolio across Central Virginia while maintaining full-time
employment with the local school system. His previous retail and franchise experience enabled him to operate the
stores absentee, but the geographical spread of the locations eventually became a management challenge that
conflicted with his other business obligations.

Rather than continue to stretch his attention across multiple markets, the owner made the strategic decision to
divest all three stores. The sale was not driven by poor performance but by the practical realities of managing
geographically dispersed locations alongside other professional commitments. This context reassured buyers that
the business itself was sound and that the seller's motivation was operational simplification, not distress.

This Roanoke location became the second of the three stores to sell through We Sell Restaurants, demonstrating the
seller's methodical approach to portfolio liquidation and the strength of the underlying franchise model. The seller's
willingness to work through a lengthy lease assignment process further underscored his commitment to ensuring a
clean transition for the buyer.

The Sale

Don Williams, WSR VA Forest, positioned the listing as a turnkey opportunity for a buyer seeking an established
location with room for operational improvement. The absentee management model under the previous owner
meant that a more engaged operator could likely drive additional revenue, making the store appealing to both
investors and hands-on entrepreneurs looking for upside potential at a reasonable price point.

The eventual buyer was a local entrepreneur with small business management experience and an existing real
estate investment portfolio. The buyer saw the store as a complementary addition to his local holdings, offering
both proximity and expansion potential. While the lease assignment process proved lengthy, both parties remained
committed, and the transaction ultimately closed successfully.

Why the Buyer Said Yes

The buyer's decision to acquire this frozen yogurt store was driven by several strategic factors:

e Local market familiarity, the buyer was already invested in the Roanoke area through his real estate portfolio and
understood the demographic and traffic patterns that supported the store's customer base.



¢ Hands-on management opportunity, with experience managing small businesses, the buyer recognized that
transitioning from absentee to active ownership could unlock additional revenue and operational efficiencies the
previous owner had not pursued.

 Price and value alignment, the seller's motivation to exit the multi-unit portfolio created a pricing environment
the buyer found attractive relative to the store's established customer base and growth potential.

e Room for expansion, the buyer identified opportunities to extend operating hours, enhance marketing, and
improve day-to-day operations, all of which had been limited under the previous absentee management
structure.

Key Takeaways

e Multi-unit portfolio sales can be executed methodically, one location at a time, allowing sellers to manage the
process without forcing simultaneous closings or compromising on price.

e Absentee-operated businesses often present expansion opportunities for hands-on buyers willing to invest time
and attention in daily operations, creating value for both parties.

¢ Geographic challenges in managing multiple locations are a legitimate and credible reason to sell, signaling
operational complexity rather than business weakness.

e Lease assignment timelines can extend the closing process significantly, requiring patience and commitment
from both buyer and seller to reach a successful conclusion.

e Buyers with existing local investment portfolios often prefer to acquire additional businesses in markets they
already know, reducing perceived risk and leveraging existing relationships.

e Franchise concepts with established systems and brand recognition can attract buyers even when the seller's
operational model has been hands-off, because the infrastructure for improvement is already in place.

Frequently Asked Questions

What makes the Roanoke, VA market attractive for frozen yogurt businesses?

This location offered the new owner a local opportunity with room to expand operations. The store's position in
Central Virginia demonstrated proven viability as part of a three-location operation, and the price point made it an
accessible entry into the market for an entrepreneur with small business management experience.

What are the advantages of buying an existing frozen yogurt store versus starting from scratch?

This established frozen yogurt store came with existing operations, brand recognition, and a customer base already
in place. The new owner was able to step into a functioning business rather than navigate the costs and
uncertainties of a startup, which was particularly appealing given his background managing small businesses and
his interest in adding to his local portfolio.

Why did the seller choose to work with Don Williams and We Sell Restaurants VA Forest?

The seller owned three frozen yogurt stores across Central Virginia that he operated largely absentee while
employed by the local school system. Managing multiple locations across a geographic spread while handling
other business obligations created challenges that required professional representation. We Sell Restaurants
successfully handled this second of three stores for the seller, navigating complexities like the lengthy lease
assignment process to reach a successful closing.

What challenges can arise when buying a restaurant business, and how does We Sell Restaurants help
navigate them?

This transaction demonstrated that even straightforward deals can involve complex issues. Assigning the lease
proved to be a long process that required patience and expertise to resolve. We Sell Restaurants guided both
parties through this extended negotiation to ultimate resolution, ensuring the deal closed successfully despite the
hurdle.
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