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Spanish Fort, AL Restaurant Resale,
Persistence Pays Off After 332 Days on
Market

Spanish Fort, AL Restaurant Resale Jay Chandler

Location Sale Type WSR FL Pensacola-Mobile

The Sale
 

The Opportunity
Spanish Fort, Alabama sits at the gateway to the Eastern Shore of Mobile Bay, a growing community
that has emerged as one of the Gulf Coast's most attractive markets for restaurant investment. When a
proven local restaurant came to market, We Sell Restaurants positioned it to attract exactly the right
buyer: an experienced entrepreneur ready to grow.

The listing carried real credibility. The previous owner had demonstrated the ability to operate multiple

locations simultaneously, running a second restaurant at the beach in addition to this one. That kind of
track record tells buyers everything they need to know about operational discipline and market viability.

Why the Owner Sold
 

Why the Buyer Said Yes
 The new owner isa seasoned entrepreneur with a diverse portfolio of businesses across multiple

industries. This acquisition wasn't an impulse, it was a deliberate strategic decision to add a proven
restaurant operation to a growing business portfolio. Three factors drove the decision:

• Portfolio diversification, the buyer saw restaurants as a natural complement to existing business
holdings
Operational proof, a seller with multi-location experience had built something worth acquiring•

Jay Chandler managed this transaction from listing through a close that tested every skill a restaurant

broker develops over a career. The listing spent 332 days on the market, with only 15 days remaining
before expiration when the deal finally came together. The closing date was rescheduled at least four
times as financing, logistics, and coordination challenges arose on both sides.

Lesser brokers walk away. Jay didn't. He worked every angle, kept both parties at the table, and

delivered a successful close for a seller who needed results and a buyer who wanted the right deal on
the right terms.

The seller's decision was personal, not a reflection of the business. Owners who step away from

thriving operations for personal reasons are selling assets, not problems. That context matters to
buyers and lenders alike, and it was central to how We Sell Restaurants positioned this listing from day
one.
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Persistence is a skill, deals that survive 332 days and four closing date changes don't close by
accident
Personal reasons for selling produce some of the cleanest listings, sellers at this level sell assets,
not problems
Multi-location seller experience signals operational excellence and gives buyers and lenders
confidence
Portfolio-minded buyers bring discipline to the acquisition process and close with conviction
Specialized restaurant brokers manage complexity that general business brokers are not equipped
to handle

• Market positioning, the Eastern Shore of Mobile Bay represents one of the Gulf Coast's strongest
growth corridors

For a buyer approaching this analytically, this listing answered every question their due diligence could
raise.

Why did this listing take 332 days to sell?

Restaurant transactions are complex, financing, lease assignments, landlord approvals, and buyer due
diligence all move at their own pace. Matching the right buyer to the right business takes time, and
closing requires every piece to align simultaneously. Jay Chandler kept the deal alive through four
reschedules because that is what professional restaurant brokers do.

What made the seller credible to buyers and lenders?

Operating multiple restaurant locations simultaneously, including a beach location, is an extraordinary
operational track record. That experience signals financial discipline, brand knowledge, and
management depth. The business he built reflected all of that.

Why did the buyer choose this restaurant?

The buyer was actively building a diversified business portfolio and saw this acquisition as a strategic
fit. A proven restaurant in a growing Gulf Coast market, operated by a multi-unit owner, offered exactly
the kind of stability and upside that a portfolio-minded buyer looks for.

Why did the seller choose We Sell Restaurants?

Selling a restaurant requires a brokerage that understands the industry, knows how to position a listing,
and has the professional commitment to see a complex transaction through to close. Jay Chandler's
track record and the We Sell Restaurants platform provided exactly that.
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