
WE SELL RESTAURANTS SUCCESS STORY | LISTING #32677

We Sell Restaurants | Gary & Mike Elle, WSR MI Farmington wesellrestaurants.com | 

Troy, MI Restaurant Resale: From the
Operating Table to a Fresh Start. A Career
Educator Steps Into Ownership

Troy, MI Restaurant Resale Gary & Mike Elle

Location Sale Type Broker

The Sale
Gary and Mike Elle of WSR Michigan Farmington managed this transaction from listing through closing. Their
knowledge of the local market and their network of qualified buyers allowed them to position the listing effectively
and connect the right parties at the right time.

The deal also opened a significant new opportunity for We Sell Restaurants. The owners of a 75-store local

franchise took notice of the transaction and have since requested Gary and Mike's assistance in selling their full
portfolio of corporate stores one location at a time.

The Opportunity
Troy, Michigan sits at the center of one of the most economically stable corridors in the state a market where well-
run restaurant businesses attract serious buyers and transact efficiently when positioned correctly. When this listing
came to market, it offered exactly what qualified buyers look for: a straightforward operation, a proven location, and
financials that told a clear story.

The seller brought something most operators cannot claim: decades of hands-on experience across bars and

restaurants, built from the inside out. That kind of background produces businesses with real operational
discipline, and buyers who understand the industry recognize it immediately.

Why the Owner Sold
The decision to sell was not made in a boardroom it was made in a hospital. After undergoing a procedure to have
stents placed in multiple arteries, the seller arrived at a conclusion that health had made unavoidable: it was time
to retire.

This was not a distressed exit. The business was sound, the seller was motivated, and the transition was handled

with the clarity that comes from someone who has built something worth protecting. That combination strong
fundamentals and a seller ready to move is exactly what allows a transaction to close cleanly.

Why the Buyer Said Yes
The new owner spent more than 30 years as an educator. When he made the decision to retire from teaching, he
did not want a quiet exit he wanted a genuine second act, something completely removed from the classroom and
entirely his own.

What drew him to this particular restaurant was its combination of simplicity, location, and financial performance.

He was not buying a gamble. He was buying a business he could step into with confidence. Three factors drove
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• Sellers with deep industry backgrounds produce operationally sound businesses buyers and lenders respond
to that credibility

• Health-motivated exits, when handled professionally, generate clean and competitive transactions the

business was strong, the seller was ready

• Career changers represent a growing and motivated buyer pool a straightforward, well-documented business

meets their needs directly
• One closed deal can open an entire pipeline relationship-driven brokerage creates compounding

opportunities
• A 75-store franchise engagement is a direct result of a single transaction handled with professionalism and

results

his decision:

• A proven market, Troy offered the kind of stable, established community that supports long-term success for
an owner-operator

• A straightforward operation, the business model was manageable, with a learning curve well-suited to a

first-time restaurant owner

• Strong financial performance, the numbers supported the acquisition and gave him a clear picture of what

ownership would look like from day one

For a buyer making a complete career transition, those three elements together made this not just a smart
acquisition but the right one.

What made this buyer well-suited for this acquisition?

More than three decades in education gave him patience, discipline, and a systems-oriented mindset traits that
transfer directly into owner-operator restaurant management. Combined with a business that was simple to run
and financially transparent, he entered ownership with every structural advantage in his favor.

How does a health-motivated sale affect the transaction?

When a seller's motivation is genuine and personal, it tends to produce cleaner deals. The seller was not in
distress the business was healthy but he was ready to move, and that clarity of purpose keeps transactions on
track and eliminates the uncertainty that can slow or derail a closing.

Why did the franchise owners reach out to WSR after this transaction?

Results speak. When a broker closes a deal cleanly, positions a listing with professionalism, and earns the trust of
both parties, word travels. The franchise engagement that followed is a direct reflection of what Gary and Mike
delivered in this transaction.

What does this sale say about the Troy, MI market?

Troy continues to attract qualified buyers looking for stable, established locations. A well-run restaurant with clean
financials and a motivated seller will find its buyer in this market and this transaction is evidence of exactly that.

Key Takeaways

Frequently Asked Questions
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