
Newsletter...First Quarter ’09

Visit our website to view additional listings • www.therestaurantbrokers.com

    We all know times are 
tough… we’re pretty much 
getting beaten over the head 
with the negatives of our current 
economic circumstances on a daily basis 
from the newspaper, television, in our 
own lives, or the lives of friends and 
family. The cold reality is that in tough 
times like these there are going to be 
some business failures; it’s just part of the 
program. If you are in the unfortunate 
position of having to make difficult 
decisions regarding the future of your 
business due to these challenging 
economic times, you need to be acutely 
aware of the impact these choices will 
have on your future.

    First and foremost, be proactive in 
truthfully assessing your situation. Being 
in denial of your circumstances can really 
limit your ability to achieve the best 
possible result. Secondly, don’t 
procrastinate in drawing a conclusion 
from your analysis and taking the 
necessary steps to put a plan of action 
in motion. The more time you allow for 
executing your plan the better chance of 
succeeding you will have provided for 
yourself. This is especially critical if you 
have determined that the business is 
failing and you need to go in a different 
direction. 

    If you have come to that conclusion 
there are pretty much two alternatives 
available to the business owner: 1) sell 
the business, or 2) eviction/foreclosure/ 
repossession. In terms of the better 
choice, in virtually every situation, selling 
the business is the far better choice. 
The reasons for that could be considered 
obvious, but we will review them here, in 
any case. If you sell the business you will 
receive a payment from the buyer. 

Something’s 
better than 
nothing!

AAA LOCATION W/#6 LICENSE - Prime C-3 real estate in the heart of North 
Scottsdale surrounded by over 1,000 parking spaces. This building was completely 
remodeled in 1996. Downstairs features 12,000 SF of open space, DJ booth, bar, large 
bathrooms, kitchen, spacious office and storage; upstairs over 6,000 SF with two bars, a 
second dance floor and a spectacular rooftop patio. Offered at the lowest price per square 
foot in the neighborhood! $3,500,000 #1617

RESTAURANT/SPORTS BAR - This establishment enjoys a strong lunch crowd, 
loyal happy hour clientele and a powerful sports presence. It has a friendly and 
knowledgeable staff of long-term employees in place. The facility is in excellent condition 
and all equipment well-maintained on a day-to-day basis. A large back room is great for 
sports viewing and group catering events. $450,000 #1568

#12 BAR & RESTAURANT - Relaxed and upscale intimate lounge and restaurant 
with a spacious patio, located in the heart of Old Town Scottsdale near many other active 
restaurants and high-energy bars. This facility was recently remodeled with all new 
upholstery, tables and chairs and a large bar, open area seating and a VIP room with 
separate bar and the ability to open it all for busy nights. Prime location and poised for 
success for the right concept. Price reduced to only $200,000 #1584

CATERING FACILITY/COMMISSARY/BAKERY - Fully equipped including 2 large 
walk-in refrigerator/freezer combos, 2 hoods, walk-in oven, 3 Hobart mixers, separate dish- 
washer area, numerous prep tables and space, lots of smallwares and transport containers. 
Located less than 1 mile from I-10 with easy access to other parts of the valley, this industrial 
park location provides a 1st class facility with very reasonable rent. Reduced to $55,000 #1619

ITALIAN RESTAURANT - Very popular and busy Italian Restaurant located in Mesa 
near several upscale East Valley neighborhoods including Red Mountain Ranch and Las 
Sendas. The restaurant is immaculate throughout and frequently enjoyed by its loyal 
clientele. This is a real $$$$$$ maker for an owner/operator.  $275,000 #1609

SUPER PREMIUM A+ Scottsdale/Camelback location perfectly suited for the high 
volume operator. High visibility with a traffic count of over 34,000 cars per day. Top of the 
line kitchen is less than 4 years old. Desirable north facing patio with seating for over 100. 
Plenty of parking in addition to valet service. Must be converted but current design is well 
suited for upscale Mexican/Southwestern cuisine. Over $2 million dollars was spent to 
build this architectural marvel. Qualified operators will recognize the value in this high 
profile LOCATION, LOCATION, LOCATION. Unbelievably priced at only $650,000! #1606

BANK REPO!! - Below market steal! Fully-equipped, freestanding restaurant with 
excellent visibility and plenty of parking available in Pinal County with a Series 6 liquor 
license included. This 4,800 SF building has a well-designed and efficient kitchen, ample 
storage, an outdoor bar and a beautiful patio. The lot size is over an acre (48,750 SF) 
with Superstition Mountain views for only $695,000. All serious offers considered! #1621



 Bravo Pizzeria at 21050 N. Tatum Blvd. #110 in Phoenix was purchased by Humble  
 Pie Tatum, LLC and converted into the second location for Humble Pie.

 Mamacitas at 216 E. University Dr. in Tempe was purchased by Barney’s Boathouse,  
 LLC and converted into Barney’s Boathouse.

 Katz’s Deli at 5144 N. Central Ave. in Phoenix was purchased by KC & LW, LLC  
 and is being converted into Postino’s Central.

Southbank Grill at 3202 S. 40th St. in Phoenix was purchased by American Polish Cuisine, LLC and 
operated by Premo, Maria & Krytian Wnek.  No changes are planned at this time.

Dragon Fly at 10135 E. Via Linda #C 120 in Scottsdale was purchased by Fork, LLC and operated by 
Jean Schafall. No changes are planned at this time. 

Cheap Seats at 1316 E. Longmore #101 in Mesa was leased by Blakitatia, LLC and will be operated 
by Lionel Manuel and is being converted into L-Trains Cheap Seats Sports Grill.

Island Roots at 1285 W. Elliot Road in Tempe was purchased by Cracker’s & Co. Café #3, LLC and 
converted into the third location for Crackers & Co. Café. 

Pasta Pomodoro at 3395 W. Chandler in Chandler was purchased by Nouveau Bistro, LLC and 
converted into Nouveau Bistro and will be operated by Charles Seo.

Fanatics Sports Grill at 3202 E. Greenway Rd. in Phoenix was purchased by Mark Erickson. No 
changes are planned at this time.

Series 7 Liquor License was sold for Salt River Pima-Maricopa Indian Community for the former golf 
course that was closed for redevelopment.

Kasha’s Bakery & BBQ at 1475 W. Elliot Rd. in Tempe was purchased by a well-known local 
restaurateur and will be converted into a yet to be disclosed restaurant concept.

The Lunch Bag at 8989 E. Via Linda Ste. 116 in Scottsdale was purchased by Colista’s Enterprise, 
LLC.  No changes are planned at this time.

Pasta Pomodoro at 4669 E. Cactus Rd. in Phoenix was purchased by Rick Freedman and converted 
into Picazzo’s Gourmet Pizza & Salads sixth Arizona location.

Kelly’s Grille at 1721 W. Rose Garden Lane #12 in Phoenix was purchased by Hopkins Enterprise, LLC 
and converted in Caps Sports Grill.

Pasta Pomodoro at 16255 N. Scottsdale Rd. #C-1 in Scottsdale was purchased by Daniel and 
Elizabeth Roth and converted into Pasta Primo Italian Bistro.

Rigatony’s at 223 E. Brown Rd. in Mesa was purchased by Culinary Acquisitions, LLC and converted 
into Mardenely's and will be operated by Dennis Bihum.  The Rigatony’s in Chandler will remain under 
original ownership.
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WHAT DOES THE MENU DESIGNER DO? 
Whatever you need… Seriously!
Your menu is the heart of your restaurant 
so that’s where we begin, but tabletop 
materials, children’s menus, flyers, special 
event promotions and the all important 
website needed to drive traffic to your 
restaurant are just some of the tools and 
services we offer to help build business. 
Give us a call today for a free menu 
analysis and consultation.

DESIGNER

The 

Got POS Problems?

Get

www.moreprofitperplate.com

(800) 343-2588

       While the purchase price offered for a failing business is not typically what the business 
owner (seller) would like to receive for the sale of their business, and in many cases no where 
near what they have invested into it, the alternative is far worse. 

       In a situation where the business is halted by force (eviction/foreclosure/repossession) 
the business owner not only receives nothing for the investment they’ve made, which means 
they have no funds available to pay any outstanding obligations from operations up to the time 
the business ended (virtually all businesses have these expenses, especially if they were 
struggling prior to shutdown), but also the contingent liability factor is huge. Most times, this 
issue is related to the lease. For example, if you signed a five-year lease which has two years 
remaining, you would continue to be responsible for the rent until such time as the space is 
re-leased. With all of the legal fees and other costs associated with the landlord repossessing 
the space, this can end up being a very large number!

       Compare the scenario described above to one where the owner receives at least some 
money to payoff vendors, pay any rent in arrears, make the final payroll and gets someone to 
take over the lease, and you can see why this is a far better solution. As obvious as this would 
seem, we have observed clients that will not sell at the reduced price that may be offered in 
certain situations because they feel that the buyer is getting a deal that is “too good.” In such 
situations we highly recommend that the business owner stay focused on the big picture and 
do everything they can to make a deal so that they can live to fight another day. Business 
failure is just part of the learning process. Many of the best businesspeople had multiple failures 
before their great successes. Don’t make the process so difficult that you can’t come back from 
it. Remember, [receiving] something truly is better than nothing!  ~ The Restaurant Brokers

omething’s better than nothing! 
 MaryLynn Workman 

602-663-7853 
mworkman@fishbowl.com  

First 20 Customers Receive FREE 
On-Line Reservations 

Till Jan 2010! 
(valued over $1,000.00)

The leading provider of 
Email Marketing for restaurants.

Now Offering On-line Reservations!
No Hardware - No Software - No Contracts

Has Major Marketing Partners to drive 
NEW customers to Your Website.

(480) 283-8706



Bookkeeping Services
Certified QuickBooks Advisors

(480) 361-1145

We Know Restaurants!!!

PROFESSIONAL
Beancounters, PC
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Scott Shirley Insurance Agency
9414 E. San Salvador Drive, Suite 120

Scottsdale, AZ  85258
Phone (480) 607-3010

Fax (480) 607-5871

RESTAURANT INSURANCE

WE ARE THE INDUSTRY LEADER
RESTAURANT INSURANCE

WORKER COMP INSURANCE

COVERAGE FOR ANY SIZE RISK, 
NEW IN BUSINESS & RENEWALS.

Call SCOTT Today!
 (480) 607-3010

“The difference between a cook and a chef is the size of the mess”

Frequently

at TRB

1. Hire people who are friendly. Friendly people 
make the guest happy and they buy more.

2. Sample before every shift with your sales 
team. Appeal to all the senses.

3. Learn faster and train better.

4. Improve service. 

5. Market repeat visits to every customer 
through every transaction.

6. Seek out, select, and retain servers, greeters 
and bartenders who are natural sales people.

7. First teach servers WHY we must sell before 
you teach them what to sell or how to sell it.

8. Training builds confidence. 

9. Schedule smartly and staff properly so that 
servers have time to sell and time to connect 
with customers. Giving servers an 8-table 
section to save labor dollars may be “penny- 
wise” but it’s certainly “pound-foolish.”

10. Train your hosts better. Don’t overlook  
teaching them how to recommend drinks, 
desserts and specials while seating guests.

11. Set specific sales goals for each shift. 

12. Make teams knows the difference between 
suggestive selling and upselling. 

13. NEVER PRACTICE ON THE CUSTOMER. 

14. Sell two beverages to every guest; perhaps 
an iced tea, soda, beer or cocktail to start and 
then a coffee or espresso after the meal.

15. Institute fun and fair shift sales contests for 
servers and don’t forget to include the kitchen 
team too.

16. Sell more Gift Cards year round. 

17. Frequent diner program. Drive business on 
slower days or day-parts by offering extra points.

18. Connect to the community. 

19. Managers should do 100% table visits.

“Ways to Build Sales”
New Year Resolutions

Q: How long will it take to sell my 
restaurant? 

A:  As we all know, the economy took a 
pretty dramatic downturn in 2008 and this 
has significantly changed market conditions. 
When it typically took an average of about 
3-4 months from the time the business was 
put on the market until the sale was 
completed, in the current climate a 
restaurant owner can now expect that time 
to be more along the line of six months and 
they need to plan accordingly.

Q: Should I consider offering seller 
financing to sell my restaurant?

A: The basic answer to this question is yes, 
if you are in position to do so. Another 
outcome of the downturn in the national 
economy is that financing for a business 
purchase is much more difficult to acquire; 
therefore, anything that you, as the seller, 
can do to make it available to your buyer(s) 
will provide a competitive advantage in 
marketing your business for sale. 

Q: Do I make the landlord aware that my 
business is for sale?

A: That would depend greatly on your 
individual situation. If you are in good 
standing with your landlord, it’s not 
necessary to tell him the business is for sale 
until you have a suitable buyer to be 
submitted for approval; however, you should 
certainly have a thorough understanding of 
the lease parameters: How much time is left? 
Is it assumable? Is there an assignment fee? 
If you are not in good standing with the 
landlord, it is critical to have reached an 
agreement with them as to how a sale of 
your business would work and thereby 
provide the best solution for all involved.

Call us to find out 
more about a reliable 
video solution for 
your establishment. 

480.905.9400 

Consumer vs. 
Commercial 

1826 W Broadway Rd 
 Suite 16 and 17 
Mesa, AZ 85202 

Exceptional Quality 
Yields  

Exceptional Results 

� Up to 3-year on site 
warranty 

� 100,000 hours to 
half-life, 5 times 
longer than consumer. 

� Mount vertically or 
horizontally 

� Anti burn-in features 
� Customizable inputs 
� 20/7/365 operation 

Buyer 
Beware! 

Be 
informed! Consumer televisions are not 

designed for commercial  
environments. At comparable 
pricing, why not 
protect yourself by  
purchasing a display 
that is specific to 
your needs and can 
provide years of crystal clear 
content display? 



The number of adults 

that worked in the 

restaurant industry at 

some point in their 

lives; 32% got their 

first job experience 

in a restaurant. 

The share of every 

dollar spent on food 

that the restaurant 

industry receives; 

almost double the 25% 

received in 1955. 

~The Restaurant Brokers

The number of 

occasions the 

typical adult 

averages in 

restaurant visits 

per week. 
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~ National Restaurant 
Association

~ National Restaurant 
Association

~ Bureau of Labor Statistics

The overall 

economic impact of 

the restaurant 

industry is 

expected to have 

exceeded in 2008.

The year The White 

Horse Tavern in 

Rhode Island opened; 

it's the oldest 

operating tavern in 

the United States. 

~ Learn Something New Today

180
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Obtaining a qualified Opinion of Value in these critical situations is 
an important step to preserving the investment made into your 
business. The Restaurant Brokers offer professionally prepared 
Business Valuation Reports with twenty-eight years of local market 
and industry specific experience behind them. Call us today for 
more information on services available and associated fees.

Are you attempting to refinance your business?

Going through a partnership split or divorce?

Have possible exposure in pending litigation?

Doing the estate planning you’ve been putting off?

The average number 

of days a restaurant 

will need to be on 

the market before it 

sells in 2009.

480.491.0123
4500 S. Lakeshore Drive, 
Suite 595
Tempe, AZ 85282
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5.8

Business
Valuation Services

By the
   numbers

~ National Restaurant 
Association

$1.5 
Trillion 48%

½
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