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The Opportunity

Naples is one of the strongest restaurant markets in Southwest Florida. Population growth, a high-income resident

base, and a seasonal visitor economy give an established operation a demand curve most markets cannot match.
Restaurants that hold their footing here are not surviving on novelty. They are working because the location, the
concept, and the cost structure all line up.

This listing came out of a multi-unit franchise portfolio. The sellers own several national brands and operate at scale,
which means the business reaching the market was not a distressed asset or an owner's first attempt at running a
restaurant. It was a functioning operation being released by professional operators for portfolio reasons. David
Whitcomb, WSR FL Naples, represented the listing and brought it to the right buyer.

Why the Owner Sold

The sellers are multi-unit owners of several national franchises, and their decision was a growth decision rather than
an exit. They chose to focus their capital and their attention on scaling other brands inside their portfolio, which
meant releasing this location to an owner who would give it full attention.

That posture matters to a buyer. A seller who is reallocating rather than escaping has no reason to rush, no reason to
obscure, and every reason to cooperate through diligence. It also says something about the business itself. Operators
of this level do not carry a location they cannot run. They sell it because the portfolio math changed, not because the
restaurant did.

The sellers stayed active with We Sell Restaurants on the other side of the table as well. They purchased a pizzeria in
July that they are converting to a Hungry Howie's in Cape Coral, which is exactly what portfolio focus looks like in
practice.

The Sale

David Whitcomb, WSR FL Naples, positioned this listing for the buyer pool it actually fit. A location released by
experienced multi-unit franchisees is not marketed the same way as a first-time owner's exit. The story is different,
the diligence file is cleaner, and the buyer profile is different too.

The match came together with an experienced operator who had recently relocated to Florida from out of state and
was looking for an opportunity close to his new home. That is a specific buyer, and finding him inside a defined
window is what a market specialist brings that a generalist broker does not.

Why the Buyer Said Yes

The new owner arrived with operating experience already in hand and a clear set of criteria.

-Proximity to home, the buyer had just relocated and wanted a business he could be present in daily. Owner
presence is one of the largest single variables in restaurant performance,
and this location put him inside that radius



A simple concept to operate, a straightforward operating model shortens the learning curve, reduces labor
complexity, and makes systems easier to enforce. For an operator taking over an existing team, simple beats elaborate

-Established cash flow, the business was already producing. The buyer was not funding a ramp-up period, he was
stepping into performance that had already been demonstrated

-A market with real depth, Naples supports established restaurants with a resident base and a seasonal layer on
top of it, which gives an operator more than one demand source

Key Takeaways

® Multi-unit franchisees sell strong locations for portfolio reasons, and those listings often reach the market in better

condition than a distressed exit

A seller who is reallocating capital rather than escaping a problem is a more cooperative party through diligence

® Relocation creates buyers. Operators who move into a market with experience and capital are actively looking for
a business close to their new home

* Simple operating models are a selling feature, not a limitation, particularly for a buyer inheriting an existing staff

e Cash flow on day one is what separates a resale from a startup, and it is the reason experienced operators buy
existing rather than build new

o Working both sides of a portfolio, the exit and the acquisition, is what a restaurant brokerage specialist does that a

generalist cannot

Frequently Asked Questions

Why would a successful multi-unit owner sell a performing location?

Portfolio strategy. Multi-unit operators allocate capital and management attention across brands, and there are
points where concentrating on one or two concepts produces a better return than spreading across several.
Selling a functioning location to fund and focus growth elsewhere is a standard move at that level of ownership.
For a buyer, it means the business is being released on strategy rather than under pressure.

What makes Naples a strong restaurant market?

Naples combines a high-income resident base with a substantial seasonal population. That gives an established
restaurant two demand sources rather than one, and it rewards operations that are already dialed in on service
and consistency. It is a market where a proven location holds value.

Is buying an existing restaurant better than opening a new one?

For most buyers, yes. An existing restaurant comes with a build-out already paid for, a trained staff, a customer base,
vendor relationships, and a track record a lender can underwrite. A new build carries every one of those as an open
cost and an unproven assumption. Buyers who want cash flow rather than a construction project buy existing.

Why did the seller choose We Sell Restaurants?

Multi-unit franchise owners work with brokers who understand franchise transfer requirements, restaurant valuation,
and the buyer pool for an operating location. David Whitcomb, WSR FL Naples, knows the Southwest Florida market
and the operators moving into it. That combination produced a qualified buyer and a completed close, and the same
sellers turned to We Sell Restaurants again on their next acquisition.

We Sell Restaurants | David Whitcomb, WSR FL Naples | wesellrestaurants.com
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