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Wylie, TX Restaurant Resale: A Two-Store Franchise Deal
Closes Through Cooperation, Communication, and the Right
Buyer for a Growing Market

Wylie, TX Restaurant Resale Jason Kullman

Wylie, Texas sits in one of the fastest-growing corridors in the Dallas-Fort Worth metroplex. A community that has expanded steadily
over the past decade, Wylie offers the kind of consumer base that franchise concepts with proven track records are built for: growing
households, rising incomes, and a market hungry for established brands with convenient, quality offerings.

When two co-branded franchise locations came to market here, they represented a specific kind of opportunity that experienced

franchise buyers recognize immediately. Not one store, but two. Not a single landlord and lender to manage, but separate
relationships on each side that would need to move in parallel. The complexity was real. So was the upside. Jason Kullman, WSR TX
Frisco, found the buyer who could handle both.

The new owner comes from an IT background, bringing the analytical rigor and systems thinking that technology careers develop and
applying it to a franchise acquisition decision that required exactly that kind of evaluation. He had been looking to enter the franchise
space and identified this brand and market as the right combination to make his entry.

Jason Kullman, WSR TX Frisco, managed a transaction that carried more moving parts than a typical single-unit resale. Two stores.
Two landlords. Two lenders. Each relationship had to be managed independently while keeping the overall transaction on a single
timeline. That kind of coordination does not happen by accident.

What made this transaction stand out was the spirit in which both sides engaged. The buyer and seller participated in weekly

conference calls throughout the process. Both parties stayed readily available when questions arose or challenges needed to be
worked through. Open communication was the standard, not the exception. When both sides treat a transaction as a shared problem
to solve rather than an adversarial negotiation, deals close. This one is a clear example of what that looks like in practice.

Jason kept every thread moving, managed the parallel landlord and lender processes, and delivered a close that required consistent

professional oversight from start to finish.

The seller came to restaurant ownership from a logistics background, bringing the operational discipline that running supply chains
demands and applying it to building a franchise operation in a growing Texas market. That cross-industry experience tends to
produce operators who think systematically about their businesses, and the locations he built reflected that approach.

His decision to sell was forward-looking rather than reactive. He had identified a new restaurant concept he wanted to develop in his

hometown and recognized that doing it well required his full attention. Selling these two locations was not an exit from the industry. It
was a strategic reallocation of his energy toward the next thing he wanted to build. A seller in that position approaches the
transaction as a professional, and this one did exactly that.
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• Two-store deals require brokers who can manage parallel processes across multiple landlords and lenders without losing the
thread on either side

• A seller who is pivoting to a new concept rather than exiting the industry entirely brings professionalism and cooperation to the
transaction that benefits everyone involved

• Weekly communication between buyer and seller throughout a complex transaction is not just good practice. It is what keeps

deals from falling apart when complications arise

• Co-branded franchise acquisitions offer operational efficiencies and market presence advantages that single-unit purchases

cannot replicate

• Buyers from technology and analytical backgrounds bring a systematic approach to due diligence that tends to produce

well-informed acquisition decisions and smooth post-closing transitions

• Acquiring proven, profitable locations in a growing market is a fundamentally lower-risk entry into franchise ownership than

developing new units from scratch

What makes a two-store deal more complex than a single-unit resale?

Every element of the transaction is multiplied. Two landlords means two separate lease assignment negotiations, each with its own
timeline and approval process. Two lenders means two separate financing relationships, each with its own underwriting requirements
and closing conditions. The buyer and seller also need to remain aligned across both stores simultaneously, which requires
consistent communication and a broker who can track every moving part without letting any one piece fall behind. Jason Kullman
managed all of that and delivered a close on both locations.

How does buyer-seller cooperation affect a transaction like this?

In a complex multi-unit deal, the relationship between buyer and seller is not just a formality. It is a functional part of the transaction.
When both parties are willing to get on a call every week, share information openly, and approach challenges as a shared problem
rather than a source of conflict, the deal moves faster and with fewer surprises. The alternative, parties who are difficult to reach or
treat every issue as an adversarial moment, is one of the most common reasons transactions stall or collapse entirely. This deal was
the opposite of that.

Several factors made this the right acquisition:

• Co-branded franchise advantage, acquiring two co-branded locations in the same market creates operational efficiencies and
brand presence that a single-unit acquisition cannot match. The buyer recognized that a two-store entry was a stronger platform
than starting with one

• A growing market with franchise-ready demographics, Wylie's continued residential and commercial growth means the
customer base supporting these locations is expanding, not contracting. Buying into a growing market is a fundamentally different
proposition than buying into a static one

• Proven location performance, these locations had demonstrated sustained profitability in the market before the acquisition.
For a buyer making his entry into the franchise space, acquiring proven performers rather than unproven units reduced the
execution risk of the transition

• A collaborative seller, the seller's willingness to engage throughout the process, participate in weekly calls, and work through
challenges as a team rather than as an adversary gave the buyer confidence that the transition would be handled professionally
on both sides

For a first-time franchise owner with a technology background and a methodical approach to evaluating opportunities, this acquisition
offered a clear strategic rationale and a seller who made the process work.
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Why is a growing market like Wylie, TX significant for a franchise acquisition?

Franchise concepts perform best when the customer base around them is expanding. A growing residential community means more
households discovering and returning to established brands, more occasions for quick-service and co-branded dining, and a longer
runway for revenue growth after the acquisition. Buying into Wylie's growth corridor gave this buyer a market tailwind that a mature or
declining trade area simply cannot offer.

Why did the seller choose We Sell Restaurants?

A two-store franchise resale with separate landlords and lenders in a major Texas market requires a broker with the organizational
capacity and franchise transaction experience to manage every component simultaneously. Jason Kullman's knowledge of the DFW
market and his ability to keep a multi-party transaction moving through weekly coordination and consistent follow-through made him
the right broker to represent this listing and deliver the close.
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