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Marietta, GA Restaurant Resale: A 63-Unit
Operator's Exit Becomes a First Time Buyer's Entry

Marietta, GA Restaurant Resale Jeff and Kim Heidt
Location Sale Type WSR GA Marietta and Cumming

The Opportunity

Marietta, Georgia sits in the heart of one of metro Atlanta's most established dining markets, and
restaurants here rarely stay available for long. This listing carried a pedigree that set it apart: the seller
was a large scale operator with a portfolio of 63 restaurants. When an owner at that level puts a single
location on the market, it signals a portfolio decision rather than a problem with the business.

For the right buyer, that distinction matters. Purchasing from a highly experienced operator means stepping
into a restaurant that has been run with professional systems and discipline. The question was who would
step forward, and the answer turned out to be a buyer making his very first move into the restaurant
industry.

Why the Owner Sold

With 63 restaurants under his ownership, the seller was not exiting the industry. He simply needed to
offload one location and sharpen his focus on the rest of the portfolio. It was a clean, strategic decision
from an operator who knows the business inside and out.

To get it done, he turned to Jeff and Kim Heidt, Restaurant Brokers for the We Sell Restaurants GA
Marietta and Cumming territory. The assignment was straightforward: find a qualified buyer who
could appreciate the opportunity and close with confidence.

The Sale

Jeff and Kim Heidt, WSR GA Marietta and Cummings, managed the transaction from the first conversation
through closing. The buyer they brought to the table came from the world of finance and had always
wanted to own a restaurant. This was the perfect restaurant and the perfect seller for him to enter the
industry.

The structure of the deal made it even stronger. The seller happens to be the buyer's landlord and was
able to extend favorable terms on the lease. He also committed to working alongside the new owner to
ensure a smooth transition, and the two even discussed the possibility of partnering on a future
restaurant venture together. It is rare for a transaction to end with the buyer and seller planning their
next project, and it speaks to how well matched this pairing was.
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Why the Buyer Said Yes

The buyer had been waiting for the right opening to trade a finance career for restaurant ownership. When

this listing surfaced, the pieces aligned:

* The right concept, this was exactly the type of restaurant the buyer had been searching for

e A seller invested in his success, with the seller serving as landlord, both parties share a stake in the

restaurant thriving for years to come

*Favorable lease terms, negotiated directly with a seller motivated to see the location succeed under
new ownership

¢ A guided transition, the seller committed to staying alongside the new owner to hand off the business

the right way

*A mentor with 63 restaurants of experience, few first time buyers get to learn directly from an
operator of this caliber, with a potential future partnership already on the table
Key Takeaways

¢ Multi-unit operators regularly refine their portfolios, and those decisions create exceptional openings
for first time buyers

When the seller is also the landlord, buyers can secure favorable lease terms and a partner with
aligned incentives

e Transition support from an experienced seller dramatically lowers the risk of a first restaurant purchase

» Career changers from fields like finance are among the most motivated and well qualified restaurant
buyers in the market

¢ A Certified Restaurant Broker creates matches that work for both sides, pairing the right buyer with the
right seller

Frequently Asked Questions

Can a first time buyer really purchase a restaurant from a 63-unit operator? Absolutely. Large
operators sell individual locations for portfolio reasons, not performance reasons, and those listings are
often ideal first purchases. In this case, the buyer stepped into a professionally run restaurant with the
seller staying on to guide the transition.

What are the advantages when the seller is also the landlord? Alignment. A seller-landlord benefits
when the restaurant succeeds, which often translates into favorable lease terms, flexibility, and ongoing
support. This buyer received good terms on his lease and a landlord personally invested in his success.

How does a Restaurant Broker help a career changer buy their first restaurant? A Certified

Restaurant Broker matches the buyer's goals with the right opportunity, guides them through valuation
and due diligence, and manages the transaction through closing. Jeff and Kim Heidt connected a finance
professional with a lifelong dream to a seller uniquely positioned to help him achieve it.
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