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The Sale
David Whitcomb, WSR FL Naples, managed this transaction from listing through close delivering a result in 86 days.
David's market knowledge and buyer network ensured the listing found qualified operators quickly, and his ability to
identify the right fit accelerated the path to a clean, efficient closing. Eighty-six days from listing to close is a strong
outcome in any market; in a transaction with this level of complexity and operator-to-operator transition, it reflects
genuine execution.

The Opportunity
Naples, Florida is one of the most affluent and stable dining markets in the state a community with high disposable
income, a loyal local customer base, and a genuine appetite for neighborhood dining concepts that deliver consistency
and quality. When an established breakfast and lunch café with deep community roots came to market here, it
represented exactly the kind of proven operation that experienced buyers recognize immediately.

This was not a startup or a concept in transition. It was a functioning, staffed, community-embedded café with an

established customer base and a track record built by an owner who had spent a lifetime in the industry. For the right
buyer, it was an opportunity to acquire real infrastructure, real goodwill, and real daily revenue from day one.

Why the Owner Sold
 

Why the Buyer Said Yes
 The buyer brought years of food service experience to this acquisition including an established contract business

serving school lunches to multiple private schools in the Naples area. He understood food operations, understood
margin management, and understood what it takes to serve institutional clients with consistency and reliability.

What brought him to this specific listing was a practical problem with an elegant solution: he was losing the lease on

his existing facility. Rather than search for a new commercial kitchen or negotiate a replacement space, he found a
fully equipped, operational café that could serve both purposes a community-facing breakfast and lunch concept and
a production base for his school lunch program.

The seller is what the industry calls a restaurant lifer someone who built a career around hospitality, owned and

operated multiple restaurants over the years, and gave decades to the craft. By the time this listing came to market,
she had earned the right to step back.

Retirement was the goal not a distressed exit, not a forced sale, but a considered decision by a successful operator

who had built something worth selling and wanted to see it pass to capable hands. She also had a personal reason to
embrace the transition: the opportunity to support her son's restaurant in nearby Fort Myers. This was a seller who
knew exactly what she wanted and was motivated to make it happen on her own terms.



• Restaurant lifers who sell by choice not necessity produce clean, competitive transactions backed by real
business fundamentals

• Experienced food service operators bring credibility that accelerates due diligence and lending conversations

• Buyers who solve a practical problem with an acquisition are highly motivated and motivated buyers close

• A sale completed in 86 days reflects strong listing preparation, targeted marketing, and a broker who knows the

Naples market

• When a buyer renames a business after someone they love, they are not just acquiring an asset they are

investing in a legacy

What made this buyer exceptionally well-qualified for this acquisition?

He came in with existing food service infrastructure, active institutional clients, and a clear operational plan from day
one. He was not learning the industry he was expanding within it. That combination of experience, financial logic, and
personal motivation made him an ideal buyer.

How does a retirement sale differ from a distressed sale?

In almost every way. A retirement seller has time, leverage, and the ability to be selective. The business is typically in
strong operating condition, the seller is motivated to find the right buyer rather than just the fastest one, and the
transaction proceeds with cooperation rather than urgency. Buyers get a healthier business. Sellers get a better
outcome.

What does it mean that the café sold in 86 days?

It means the listing was priced correctly, marketed effectively, and handled by a broker who knew how to identify and
close the right buyer. Eighty-six days is a strong result it reflects preparation and execution, not luck.

Why did the seller choose We Sell Restaurants?

We Sell Restaurants specializes exclusively in restaurant transactions. For an operator who spent a lifetime building
a business, that specialization matters. She needed a broker who understood the value of what she had built and
could represent it accurately to the right buyers and that is exactly what David Whitcomb delivered.

What made this the right fit came down to three things:

• Operational fit, the café format aligned perfectly with his existing food service capabilities and daily operating
rhythm

• Facility utility, the kitchen infrastructure supports both the café business and his school lunch production under

one roof
• Personal meaning, the café will be rebranded Lorena's Café named after his wife, who will co-operate the

business alongside him

For a buyer who needed a solution, not just an acquisition, this transaction solved multiple problems at once. That

kind of alignment between buyer need and listing fit is what produces fast, clean closings.

Key Takeaways

Frequently Asked Questions
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