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A Strategic Guide to Maximizing Value
and Ensuring a Seamless Transaction
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The Executive Opportunity

Transferring ownership is a multifaceted process
involving the business entity, the liquor license,
and the real estate assets. This timeline typically
spans 3 to 12 months.

Potential Increase In « * Maximize asset value.
Sale Price through

Strategic Preparation & * Minimize risk (tax liabilities & legal

complications).

" * Ensure compliance (zoning & license
transfers).
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The Restaurant Seller’'s Roadmap: Maximizing Value for a Successful Exit

Choose the Right Valuation Model Phase 2: Operational Enhancement
— - & Confidential Marketing
TN A s
(S "é | Establish Turnkey
Ll o LN e Readiness
— A — Document all menus,
recipes, and employee
Owner’?gals:h Flow "n (LargEerBEI;\I;(Ia)rﬁises) SOIMACISTOCSIIE 3
(Small Operations) seamless transition.
Phase 1: Strategic Valuation The 3-Year Financial Rule e ==
& Documentation l, < 1 |
E“u —1 Maintain Strict
— | ” Confidentiality
% Hll = ; s | J Avoid on-site signs to
)\ - e " Tax P&L Clean prevent staff and customer
hEEN Returns Statements Balance turnover during the sale.
e Sheets
2 0 7 6 0 % | Compile three years of tax returns, P&L
) statements, and clean balance sheets.
Potential Price l
Increase Sales Stage
Active Listing Total
\ hase & Sale Transaction :
\ 3 to 8 Months 3t0 12 Months Several Months to 1 Years Pr0f955|0na|
Strategic planning and market analysis e | Brokerage Advantage
significantly boost the final sale price. L) Expert brokers manage buyer screening,

financing, and liquor license transfers.



The Strategic Roadmap to Closing

Preparation is the difference between a distress sale
and a market-leading exit.

1. Assess Goals 2. Value Your 3. Organize 4. Enhance 5. Team Assembly
& Timeline Assets Documentation Business & & Market Entry
Property
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Step 1: Assess Goals & Timeline

The Timing Defining Objectives

Uﬁﬁﬁﬁrj

Preparation Phase.

e

Initiate preparations 3 to 6 months « Drivers: Location, profitability, and
prior to listing. The total sale process economic conditions.

spans 3 to 12 months.

«” Define the Exit: Retirement? Transition?

« Set Targets: Specific sale price and
closing date.

+/ Market Research: Analyze trends and
'‘Comps' (comparable sales) in your
specific area.
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Step 2: Strategic Valuation (The Business)

Tailoring the valuation model to the scale of operations.

Smaller Operations | | Larger Enterprises

Model: Owner’s Cash Flow (OCF) Model: EBITDA

Net Income + Add-backs (paper expenses, Earnings Before Interest, Taxes,

owner benefits) x Multiplier (2-5) H Depreciation, and Amortization.

i
i

Accurate valuation is the foundation of strategic decision-making.
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Step 2: Strategic Valuation (Real Estate & Tax)

The Real Estate Appraisal

Must use a commercial appraisal firm with
specific hospitality sector experience and a
database of restaurant sales.

Tax Strategy

Evaluate capital gains implications immediately.

S——
The 1031 Exchange: A strategy to defer taxes
by reinvesting proceeds into similar property,
optimizing your long-term investment position.




Step 3: Financial & Legal Due Diligence

3 ..‘ |
W oy
" M
e

The Financial Packet (3-Year Lookback)

v Federal Tax Returns (Business & Real Estate)
| v P&L Statements & Balance Sheets
| v Current Year P&L (Month-to-Date)

M| Legal Compliance

~ Verify Licenses: Food Service, Health, and Liquor
License.

¥ Lien Search: Check business, license, and
property for outstanding debts.

¥ Resolution: Clear all debts immediately.
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Step 3: Property & Operational Records
Creating the “Turnkey” Perception.

——— = - —= 4

Physical Assets : I}
* Deeds, Surveys, Zoning Certificates, Thorough
Environmental Reports, documentation
Architectural Plans, Utility Bills. facilitates dye
~ . diligence and
; supports a
Operational Assets sepa% less
» Employee Contracts, Vendor transition.
Agreements, Menus & Recipes, |
Training Manuals. [L J

_— e
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Step 4: Enhancing the Asset
Polishing the Diamond.

| Visual Appeal S

e Landscaping, fresh
paint, signage, parking
Improvements.

Infrastructure | N Operational_Opﬁcs

 HVAC, plumbing, * Menu optimization, staff
electrical, kitchen training, online presence
equipment repair. (website/reviews).




Step 5: Assembling the Team

Appraisers | The Brokeras ~ ~ \ finandal
Team Captain. |

A skilled commercial broker facilitates the assembly of experts providing
- ‘Branded Service Selling’ to enhance efficiency and closing speed. I




Step 5: Marketing with Discretion

The Public Route (Avoid)

 Panic among staff and customers.

e Public advertising of name/address.

» Residential MLS listings.

_The Private Route
(Bielat Santore Strategy)

e Strict Confidentiality.
e No signage.

e Leveraging a private client database
cultivated over 43+ years.
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The Full-Service Advantage

f::f;;_:h [—— [,

puyer \ Liquor
Screenmg » ) License
|| Verifying proof of /&8 7 Transfer 4/
|| funds & experience 17

Bielat Santore & Company has sold more restaurants
In New Jersey than any other real estate firm.

www.123bsc.com



Summary & Key Takeaways
Proper Planning + The Right Team = Optimal Outcome

Docs | | ﬁ/[:arket 113

UseOCF ||| | Clean ||| | Discreetaccess
| orEBITDA |if || financials & || || toqualified ||
| models. |if | \compluance. L

_ : —\ ,
Time W ‘
Start 3-6 |

| months |
| early. ||

buyers
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@ BIELAT SANTORE

ey & COMPANY

A Professional Real Estate Organization

|
\ Schedule Your Consultation }

Contact us to begin your valuation and strategic planning.

i
45 Years of Experience in Hospitality Real Estate.
732.531.4200 * www.123bsc.com * ace@123bsc.com !l
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