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Palm Coast, FL Commissary Kitchen Sale: Multi-Unit Pizza
Franchise Owner Exits Florida Location, Third-Unit
Operator Expands into Underserved Market
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The Opportunity

Palm Coast represents a growing Florida market where commissary kitchens serve an essential role in supporting
food entrepreneurs, catering operations, and emerging restaurant concepts. As the demand for flexible commercial
kitchen space continues to rise across the state, operators who understand the infrastructure needs of food
businesses are well-positioned to capture consistent revenue from multiple tenant relationships.

This commissary kitchen facility came to market through We Sell Restaurants, with representation by Brittney Gates,
WSR FL Northeast. The seller, a multi-unit pizza franchise owner, had built out the space but circumstances required
an exit before the location could reach its operating potential, creating an opportunity for a buyer ready to activate
the facility quickly.

Why the Owner Sold

The seller operated multiple pizza franchise locations and had established this Palm Coast commissary kitchen as
part of his portfolio. However, family health issues became the priority, and with the seller not living in Florida,
managing the location from a distance proved untenable. Rather than attempt a remote turnaround or delayed
launch, he made the decision to divest the asset entirely.

This was not a distressed sale driven by poor performance or market failure. The location closed before it had the
chance to underperform, which signaled to prospective buyers that the fundamentals of the space, the buildout,
and the market opportunity remained intact. The seller's reason for exiting was personal and geographic, not
operational, which kept the listing's value proposition clean.

For buyers evaluating the deal, the seller's circumstances offered a rare chance to acquire a turnkey commissary
kitchen without the baggage of failed tenant relationships or deferred maintenance. The exit was about life
priorities shifting, not business viability eroding, and that distinction mattered throughout the marketing process.

The Sale

Britthey Gates, WSR FL Northeast, positioned the listing as a ready-to-operate commissary kitchen in a market with
demonstrated demand for commercial kitchen infrastructure. The marketing emphasized the turnkey nature of the
facility, the lack of operational legacy issues, and the opportunity for an experienced operator to step in and begin
tenant recruitment immediately. The target buyer profile was clear from the start: someone already familiar with
commissary kitchen economics who could move quickly.

The buyer who ultimately closed on the property owned two other commissary kitchens and had been actively
seeking a third location. Palm Coast fit their expansion criteria perfectly, and they recognized that the area's
customer base was underserved in terms of accessible commercial kitchen space. With plans to open in
approximately four weeks post-closing, the buyer demonstrated both the operational readiness and market
conviction that made the transaction move efficiently from introduction to close.

Why the Buyer Said Yes



The buyer's decision to acquire this commissary kitchen was driven by strategic fit within their existing portfolio and
clear market need.

e Portfolio expansion strategy, the buyer already operated two commissary kitchens successfully and had refined
their operational model to the point where adding a third location represented manageable, scalable growth
rather than speculative risk.

e Geographic market gap, Palm Coast lacked sufficient commercial kitchen infrastructure to meet local demand,
and the buyer identified this as an underserved area where their established commissary model could capture
immediate tenant interest.

e Turnkey readiness, the facility was already built out and equipped, eliminating the time and uncertainty
associated with new construction or heavy renovation and allowing the buyer to focus on tenant acquisition and
activation.

* Speed to revenue, with plans to open within four weeks of closing, the buyer could begin generating cash flow
almost immediately, leveraging their existing tenant networks and reputation to fill capacity faster than a startup
operator could.

Key Takeaways

¢ Sellers facing personal or family health challenges should consider exiting before those issues begin to affect
day-to-day operations, preserving the business's value and appeal to buyers who want a clean acquisition
without inherited problems.

e Commissary kitchens and infrastructure-based food service businesses often attract experienced multi-unit
operators who can move quickly and pay fairly because they understand the revenue model and can deploy
proven systems immediately.

e A business that never fully launched can still command strong buyer interest if the market opportunity remains
valid and the physical asset is turnkey, particularly when the seller's exit reason is unrelated to business
fundamentals.

e Buyers expanding within a niche they already operate in bring speed, certainty, and operational confidence to
the transaction, making them ideal matches for sellers who need a fast, professional close without financing
contingencies or learning-curve delays.

¢ Markets with demonstrated demand but insufficient supply of specialized facilities, like commissary kitchens,
create natural opportunities for operators willing to enter and serve underserved customer bases that are
already looking for solutions.

e When a seller's circumstances are geographic or personal rather than financial, brokers can market the listing as
a repositioning opportunity rather than a distressed exit, attracting buyers who see upside rather than risk in
taking over the asset.

Frequently Asked Questions

Why is Palm Coast, FL a good market for a commissary kitchen?

The new owners recognized that the Palm Coast area had a need for commissary kitchen services. They were
confident enough in the market demand to make this their third commissary kitchen location, demonstrating the
viability of this market for food service infrastructure.

What are the advantages of buying an existing restaurant space versus starting from scratch?

In this case, the buyers were able to acquire a turnkey location and plan to open in approximately four weeks.
Building a commissary kitchen from the ground up would require significantly more time for permitting,
construction, and equipment installation. The existing infrastructure allowed these experienced operators to expand
their business quickly.

Why did the seller choose to work with Brittney Gates and We Sell Restaurants FL Northeast?

The seller, a multi-unit pizza franchise owner, needed to close this location due to family health issues and not living
in Florida. Brittney Gates and the We Sell Restaurants FL Northeast team were able to match this property with
qualified buyers who had existing commissary kitchen experience, ensuring a smooth transaction during a difficult
personal time for the seller.



Is it common for buyers to already own similar operations?

Many buyers who work with We Sell Restaurants are experienced operators looking to expand. In this transaction,
the buyers already owned two other commissary kitchens, which made them ideal candidates. Their operational
experience and growth strategy aligned perfectly with the opportunity in Palm Coast.
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