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Oviedo, FL Restaurant Resale: Home to a First
Time Owner's Kimbap Concept

The Sale
This is a restaurant Debra and Samantha Sawyer had the pleasure of selling twice. They sold it to the

seller, and when his health issues surfaced shortly after the purchase, they stepped back in and helped

him sell it. That kind of continuity is exactly what sets a Certified Restaurant Broker apart: the

relationship does not end at the closing table.

The Opportunity
 

Why the Owner Sold
 

The buyer they delivered was making a bold move of her own. Relocating from Korea, she was purchasing

her first restaurant with plans to bring her Kimbap concept to the Oviedo market. The transaction closed

with the seller achieving the timely exit his health required and the buyer securing the home for her culinary

vision. 

Oviedo, Florida is oneof the Orlando area's most desirable suburbs, and its restaurant spaces attract

steady interest from buyers across the region. This particular location came with something few listings

can claim: We Sell Restaurants had sold it before. Debra and Samantha Sawyer, Restaurant Brokers for

the WSR FL Orlando Kissimmee Sanford territory, knew the space, its history, and its potential firsthand.

That familiarity became the foundation for a remarkable transaction, one that would carry the restaurant

from an owner facing an unexpected life change to a first time buyer arriving from the other side of the

world with a vision of her own.

The seller purchased the restaurant while holding down a full time job. A family member ran a similar

concept, and that connection sparked the idea for this location. But shortly after buying the restaurant, he

discovered he had health issues, and the demands of ownership on top of a full time career were no longer

sustainable.

He turned to the brokers who had sold him the restaurant in the first place: Debra and Samantha Sawyer.

Health driven sales carry real urgency, and working with a team that already knew the business meant the

listing could move quickly and confidently to market.
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Key Takeaways
 

Why the Buyer Said Yes
 

Frequently Asked Questions
 

Selling the same restaurant twice is proof that broker relationships continue long after the closing table

Health changes can force a sale at any time, even shortly after a purchase, and an established buyer
network delivers when speed matters most

International buyers are an active and growing force in the restaurant market, and first time owners

can succeed with the right guidance

A strong location can host an entirely new concept, giving buyers a proven space for an unproven idea

Most restaurant sales reflect the owner's life circumstances, not problems with the business or the site

Why would a broker sell the samerestaurant twice? Because life changes, and clients come back to
brokers they trust. Debra and Samantha Sawyer sold this restaurant to the owner, and when health issues

forced his exit shortly after, he returned to the team that knew the business best. Their familiarity with the

location made the second sale faster and smoother.

What happens when health issues force a sale soon after a purchase? Move quickly and work with a

specialist. A Certified Restaurant Broker can price the business correctly, market it confidentially, and tap

a database of qualified buyers so the owner exits on their timeline. In this case, the seller got the timely,

clean closing his situation demanded.

Can a first time buyer relocating from another country purchase a restaurant? Yes. With an

experienced broker guiding the process, buyers relocating from abroad successfully purchase restaurants

every year. This buyer arrived from Korea, completed her first restaurant purchase, and secured the

perfect home for her Kimbap concept.

For a first time buyer building a new life in a new country, the right restaurant has to check every box. This

one did:

•   A home for her concept, she wanted a place where she could bring her Kimbap concept, and this
location fit the vision

•   A market ready for it, the Orlando area's diverse and growing dining scene is an ideal landing spot for
fresh international concepts

Brokers who knew the restaurant, having sold this exact location before, Debra and Samantha
Sawyer could speak to it with unmatched authority

•

•   A motivated, honest seller, a health driven sale meant a seller focused on a clean, efficient closing
rather than a drawn out negotiation

A true first step, an established restaurant space gave her a far faster path to opening day than
building from the ground up

•

•

•

•

•

•
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