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Cumming, GA Restaurant Resale: A Health-Driven Exit, a
Franchise Built for First-Timers, and Three Tech
Professionals Who Saw the Opportunity

Cumming, GA Restaurant Resale Marcus Bifaro

Location Sale Type WSR GA Marietta and Cumming

The Opportunity

Cumming, Georgia is one of the fastest-growing communities in the Atlanta metro area. A steadily expanding residential base, strong
household incomes, and a consumer market that supports franchise concepts across every category make it a market where the
right business, in the right hands, performs. When a smoothie franchise came available here, it offered something specific to the right
buyer group: a proven concept with franchise infrastructure already in place, in a market with the demographics to support it.

The transaction that followed was not simple. A co-broke situation, a seller and buyer group who knew each other personally, and
three first-time food service owners navigating an unfamiliar process all added layers of complexity that required a broker who could
hold the deal together from multiple directions at once. Marcus Bifaro did exactly that.

Why the Owner Sold

The seller's decision to exit was driven by health reasons, not underperformance or a change in the market. That distinction shapes
everything about how a transaction like this reads to buyers and lenders. A seller who is stepping away from a functioning business
for personal health reasons is not running from a problem. The business is what it is, and the seller's motivation is external to the
operation itself.

For a buyer group evaluating the opportunity, that context matters. The seller was not managing a decline or engineering an exit
before things got worse. The timing was driven by personal necessity, which typically means the business has been maintained and
the seller engages honestly through the due diligence process.

The Sale

Marcus Bifaro, WSR GA Marietta and Cumming, managed this transaction through a set of dynamics that made it more
complicated than most. This was his first co-broke situation, meaning a second broker represented the other side of the transaction.
Managing a co-broke deal requires clear communication across broker lines and a shared commitment to keeping the process
professional and moving forward.

The additional complication was that the buyer and seller already knew each other personally. That kind of pre-existing relationship
can seem like an advantage on the surface. In practice, it often creates problems. When parties who know each other begin
communicating directly outside the transaction process, it introduces confusion, misaligned expectations, and the potential for
agreements or understandings that bypass the professional structure the brokers have built. That is exactly what happened here.
Marcus managed those dynamics, kept the transaction on its proper track, and delivered a close.

Why the Buyer Said Yes

The three new owners are professionals in the technology industry. None of them had prior experience in food service or restaurant
ownership. That profile, three career-focused partners with no hospitality background, might seem like a mismatch for a restaurant
acquisition. In this case it was actually a feature of the deal, not a liability, because of what the buyers were acquiring.



They specifically wanted a franchise. The reason is straightforward: franchise systems provide the operational structure, training,
brand standards, and ongoing support that first-time operators need. Rather than trying to build systems from scratch or learn the
business entirely through trial and error, they chose a concept where the framework already exists. Their job is to execute within it.

e Attractive profit margins, the smoothie category offered the kind of return profile the partners were looking for relative to the
investment and operational complexity involved

* Manageable oversight, with three active careers between them, the buyers needed a business they could oversee without
requiring one of them to step away from their professional work entirely. This concept fit that requirement

* Franchise support structure, as first-time operators, having a franchisor in their corner for training, systems, and brand
guidance was not just appealing. It was the deciding factor in choosing this category over others

For three technology professionals adding a business to their portfolio, the combination of a manageable concept, solid margins, and
a franchise infrastructure to lean on made this the right acquisition at the right time.

Key Takeaways

« A health-related exit can create a strong opportunity when the business remains sound.

« Franchises give first-time buyers the structure, training, and support they need.

« Co-broke transactions require clear communication and coordination between brokers.

« Personal relationships between buyers and sellers can create risk when side agreements are not documented.

« Buyers with full-time careers can succeed when the concept fits their available time and includes strong franchise support.

Frequently Asked Questions

Why is a franchise a good entry point for buyers with no restaurant experience?

Franchise systems exist precisely to solve the problem of inexperience. Training programs, operational manuals, brand standards,
vendor relationships, and ongoing franchisor support all reduce the learning curve that independent operators have to climb entirely
on their own. For buyers who are capable and motivated but entering the industry for the first time, a franchise provides the structure
that makes success more replicable and the early months of ownership more manageable.

What makes a co-broke transaction more complicated than a standard deal?

In a co-broke situation, each side of the transaction is represented by a different broker. That introduces a layer of coordination that
does not exist when one broker handles both sides. Both brokers need to communicate clearly, share information appropriately, and
stay aligned on the transaction timeline. When the buyer and seller also have a personal relationship and begin communicating
directly outside the professional process, the complexity increases further. Keeping the transaction structured and preventing side
conversations from creating confusion or misaligned expectations is exactly the kind of work that experienced restaurant brokers are
prepared for.

Does it matter that the buyer and seller knew each other before the transaction?

It can create real problems, and in this case it did. When parties who know each other personally begin communicating directly
during a transaction, they sometimes reach informal understandings, make verbal agreements, or create expectations that are not
captured in the formal process. That ambiguity is dangerous for both sides. The broker's role is to keep communication structured,
ensure that every understanding is documented properly, and prevent the personal relationship from undermining the professional
one.
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Why did the seller choose We Sell Restaurants?

A health-driven exit requires a broker who can move efficiently, communicate clearly, and manage a transaction that carries real
personal stakes for the seller. Marcus Bifaro's knowledge of the Cumming and Marietta market, combined with his ability to navigate
a co-broke situation and manage the dynamics of a buyer-seller relationship that predated the transaction, made him the right broker

to get this deal closed.
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