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Buying	an	existing	restaurant	checklist

What	to	check	before	buying	a	restaurant.	How	to	open	a	restaurant	checklist.	How	to	buy	an	existing	restaurant.	What	to	look	for	when	buying	an	existing	restaurant.

Once	the	value	of	a	company	is	evaluated	and	decided	to	buy	it,	you	can	start	the	sales	process.	Assicured	to	understand	the	sales	process	in	order	to	minimize	risks	and	protect	your	investment.	A	lawyer	or	an	accountant	can	guide	you	through	the	sales	process.	Make	sure	you	have	all	the	information	and	checking	the	documentationThe	seller	must
provide:	the	sales	contract	a	copy	of	the	declaration	of	the	lease	or	declaration	of	section	52	(if	the	Activity	costs	less	than	$	450,000).	Diffiduction	of	a	seller	who	does	not	reveal	important	information,	as	the	reason	they	are	selling,	the	rental	contract	carefully	check	the	financial	statement	of	the	supplier	contains	information	on	business	finances.
TWO	DIMENCE	Financial	'To	make	sure	you're	not	paying	too	much.	Get	help	from	a	accountant	so	that	they	can	make	an	objective	assessment	of	trade.	Attention	to	sellers	who:	they	are	subject	to	lending	lendant	a	record	of	customer	complaints	to	cash	trading	drops	the	sale	price	of	their	products	or	services	to	increase	gross	sales	before	selling
business.	Verify	seller	credits	insist	on	the	right	to	work	On	the	business	before	entering	a	binding	contract,	or	at	least	before	liquidation.	In	this	way	it	is	possible	to	evaluate	the	verification	of	seller's	statements.	Fate	attention	to	sellers	who:	will	not	allow	a	trial	period	will	not	present	you	to	suppliers,	owner	or	real	estate	agent,	the	deal	look	too
good	to	be	verified	They	are	eager	to	close	the	deal	quickly	and	give	too	easily	to	an	offer.	Read	and	control	the	contracted	to	your	lawyer	to	check	the	sales	contract.	Check	if	the	following	may	be	added	to	the	contract:	a	performance	clause	that	specifies	the	minimum	revenues	of	the	activity	in	a	suitable	period	of	time	before	liquidation;	a	condition
that	guarantees	the	correctness	of	the	statements	made	by	the	seller	(written	or	not);	A	trade	limitation	clause	that	limits	the	previous	owner	from	the	exercise	of	a	similar	activity	within	a	certain	distance	for	a	number	of	years;	a	condition	that	transfers	important	contracts	existing	to	you.	Structure	the	payment	of	sales	plus	fake	a	payment	plan	that
allows	you	to	pay	more	phases.	You	can	hold	a	part	of	the	purchase	price	for	a	certain	period	and,	if	necessary,	deposit	it	in	a	trust	with	a	lawyer	or	a	real	estate	agent.	Prepare	the	transfer	of	the	localise	The	seller	is	the	owner	of	the	commercial	premises	and	is	transferring	the	title	to	You	look	for	Landata	to	make	sure	the	seller	has	the	free	and	clear
property	of	the	premises.	If	the	seller	is	assigning	the	rental	contract	to	you,	prepare	the	assignment	of	the	rental	contract.	Attention:	the	owners	who	only	allow	brief	livistic	lease	contracts	offering	the	activity	on	sale	at	a	reduced	price,	but	then	offer	you	the	same	lease	to	a	prize.	Verify	the	right	to	the	right	to	use	the	Register	of	ASIC's	company
name	,	and	societies	and	other	records	to	search	for	the	name	of	the	existing	activity	to	make	sure	the	seller	has:	free	and	clear	properties	of	transferring	transfers	Look	out	for	other	businesses	that	have	the	rights	above	copyright	or	other	intellectual	property.	When	you	are	ready	to	sign	the	contract:	make	sure	that	the	seller	provides	you	with	the
signed	contract.	You	would	find	a	signed	copy	of	the	contract	to	the	seller.	Pay	the	preliminary	or	complete	deposit.	Enter	a	receipt	for	the	deposit	from	the	seller.	Asset	after	the	regulation	Signed	the	contract:	Submit	the	applications	for	transferring	the	registered	company	name.	Transfer	all	the	necessary	permissions,	licenses,	recordings	and
certificates	«Checking	the	Australian	Business	License	and	Information	Service	(ABLIS)	to	see	what	licenses	you	need	to	transfer.	Even	if	you	are	planning	to	buy	an	existing	business,	it	is	essential	to	review	the	current	operating	processes,	the	cash	flow	and	marketing	strategies	to	see	if	they	need	to	cool	off.	Even	well	to	set	goals	on	how	you	want
your	business.	It	occurs	over	time.	The	purchase	of	a	restaurant	is	a	convenient	way	to	restaurateurs	for	the	first	time	to	enter	the	hospitality	sector.	The	purchase	of	an	existing	restaurant	is	ideal	for	restaurateurs	who	want	to	enter	into	a	completely	functional	activity	those	who	want	to	put	their	signature	on	a	space,	however,	can	buy	assets	of	a
restaurant	like	lâ	€	™	Rent,	furniture	and	kitchen	equipment	and	renam	the	company.	When	you	are	about	to	start	a	restaurant,	the	purchase	of	an	existing	business	can	save	time	and	money.	An	existing	restaurant	already	has	the	necessary	operational	and	licensing	permits.	Specialized	equipment	like	kitchen	hoods	and	fat	traps	are	already	installed
correctly.	Building	and	sanitary	inspections	have	already	been	made.	If	you	plan	to	maintain	the	entire	concept,	from	furniture	to	menus,	you	will	also	inherit	relations	with	suppliers	and	employees.	Pro	&	Cons	to	buy	an	existing	restaurant	there	are	some	risks,	however.	If	the	seller	has	failed	to	pay	suppliers,	or	the	restaurant	has	low	rating	on
popular	consumption	sites	like	Yelp,	you	may	need	to	rename	the	activity.	Cost	savings	will	also	depend	on	the	fact	of	bringing	the	lowest	possible	number	of	changes	to	the	restaurant	space.	So	if	you	have	a	dream	plant,	you	may	need	to	wait	to	see	it	built.	What	you	buy	when	buying	a	restaurant	varies	depending	on	the	profitability	and	reputation	of
the	restaurant.	We	explore	the	five	steps	needed	to	buy	a	restaurant.	1.	Find	a	restaurant	The	first	step	for	the	purchase	of	a	restaurant	will	be	found	one	that	is	available	for	sale.	There	are	a	couple	of	ways	to	find	restaurants	for	sale.	The	most	common	are	working	with	a	broker	or	looking	for	online	quotation	websites.	Before	visiting	your	first	list,
we	also	recommend	taking	some	time	to	restrict	the	type	of	restaurant	that	looking.	Working	with	a	broker	If	you	don't	have	much	experience	in	catering	or	many	contacts	with	the	catering	industry	in	your	area,	working	with	a	broker	is	the	best	solution.	Two	types	of	brokers	can	help:	Commercial	brokers	and	commercial	real	estate	brokers.	Ideally,
you	want	a	businessthat	specializes	in	restaurants.	In	smaller	markets,	however,	you	may	have	problems	finding	someone	this	specialized.	In	this	case,	a	commercial	real	estate	broker	will	probably	have	the	information	you	need.	Working	with	a	commercial	real	estate	or	business	broker	has	several	advantages.	Brokers	probably	know	the	companies
that	are	available	before	they	are	publicly	listed.	Brokers	know	the	market.	Depending	on	their	particular	area	of	expertise,	they	may	also	be	able	to	advise	you	on	terms	of	contract,	allowing	issues,	or	other	government	regulations.	To	find	a	commercial	real	estate	or	a	business	broker,	do	an	internet	search	for	“demonstration”	and	your	location.
Using	Online	Ads	As	an	alternative	to	working	with	real	estate	or	business	brokers,	you	can	search	for	list	sites	such	as	LoopNet	or	BizBuySell.	These	sites	list	enough	information	to	start,	but	to	evaluate	the	activity	and	execute	a	purchase	agreement	completely,	you	must	maintain	the	services	of	a	lawyer	who	specializes	in	commercial	transactions.
Websites	like	LoopNet	allow	you	to	search	for	lists	of	restaurants	listed	for	sale.	Determining	what	you	are	looking	for	before	visiting	restaurants,	it	is	important	to	know	what	kind	of	restaurant	you	want	to	buy.	You	can	buy	the	entire	business,	including	the	existing	business	entity,	in	a	wholesale	purchase	of	the	entire	operation.	Alternatively,	you
can	form	your	own	corporate	entity	and	only	buy	some	goods	from	the	restaurant.	These	goods	may	include:	Equipment:	This	can	include	kitchen	equipment	such	as	kitchens,	ovens	and	refrigerator.	It	can	also	include	bar	tools	(such	as	ice	containers	and	soda	guns,)	general	equipment	such	as	fat	traps,	or	specialized	tools	such	as	restaurant	sales
point	(POS)	system.	Furniture	and	small	wars:	The	furnishings	include	furniture	such	as	tables	and	chairs,	or	appliances	such	as	lighting	equipment.	Small	wars	are	flat,	cups	and	silverware.	Rental	or	property:	Most	restaurants	do	not	have	their	location;	they	operate	with	long-term	commercial	contracts.	A	part	of	the	purchase	of	a	restaurant	shop
implies	taking	into	delivery	what	remains	of	the	lease.	If	the	restaurant	owns	its	location,	however,	the	property	itself	can	be	part	of	the	purchase.	Branding:	Sometimes,	you	may	be	interested	only	to	buy	the	name	and	brand	of	the	restaurant.	If	the	restaurant	name	is	branded,	make	sure	the	brand	transfers	to	you	in	the	sale.	Liqueur:	Liquor	licenses
can	be	hot	raw	materials,	especially	in	areas	like	Los	Angeles	that	limit	the	number	of	licenses	available.	Sometimes	restaurants	sell	their	liquor	license	separately	from	the	rest	of	the	business.	Permissions	and	policiesIf	you	plan	to	buy	the	entire	business,	permits	as	the	employment	or	health	certificate	and	security	permits	should	come	with	the
agreement.	Insurance	policies	that	are	linked	to	business,	such	as	responsibility	and	workers	compensation,	should	also	be	under	discussion.	Operating	documents:	Operating:	may	wish	to	request	any	training	program,	employee	manuals,	menus	and	other	documents	governing	how	the	company	operates.	This	also	includes	documents	establishing
the	business	entity	as	documents	of	incorporation	forming	the	LLC,	and	tax	identification	numbers	of	sales	and	records.	If	you	are	going	to	keep	the	restaurant	running	as	it	is,	you	want	to	pursue	a	mass	purchase.	A	mass	purchase	includes	all	the	goods	listed	above.	If	you	are	going	to	rename	the	business	or	dramatically	renew	the	space,	purchasing
only	the	relevant	assets	is	a	better	option.	A	busy	restaurant	is	great	for	a	wholesale	purchase.	(Photo	by	Wade	Austin	Ellis	on	Unsplash)	Ask	these	questions	to	help	determine	what	kind	of	restaurant	you’re	looking	for:	Will	you	keep	the	seller’s	name	and	brand?	If	so,	make	sure	the	restaurant	has	a	stellar	reputation	and	the	operation	is	currently
profitable.	What	are	your	expected	operating	hours?	Try	to	find	restaurants	that	currently	operate	at	similar	hours.	Some	neighborhoods	have	zoning	restrictions	that	limit	the	hours	a	business	can	operate.	What	equipment	do	you	need	to	run	the	menu?	Getting	a	chef’s	guide	on	this	can	be	as	easy	as	posting	a	question	in	an	online	forum.	Are	you
going	to	serve	alcohol?	Zoning	rules	restrict	bars	in	certain	neighborhoods.	Consider	every	potential	space	Try	visiting	every	restaurant	you’re	anonymously	considering	as	a	customer	first.	Experiencing	the	space	from	a	customer	perspective	allows	you	to	recognize	the	strengths	and	weaknesses	of	each	restaurant.	When	eating,	pay	attention	to
general	features	such	as	the	environment	and	overall	cleanliness	of	the	space.	You	should	also	notice	the	service	flow.	Are	employees	able	to	work	efficiently	around	customers?	Is	there	enough	space	at	the	bar,	entrance	and	guest	bathrooms?	Several	other	questions	can	help	you	determine	if	a	restaurant	space	is	right	for	you:	Are	there	direct
competitors	nearby?	Does	the	layout	work	for	your	concept?	Is	the	location	accessible	to	your	target	customer?	Is	there	a	parking	lot	or	a	valet	for	guests?	Have	you	noticed	any	bitches?	Do	staff	and	customers	look	happy?	If	a	restaurant	shop	seems	to	fit	your	criteria,	your	next	step	is	to	contact	the	owner.	Take	care	to	reach	the	owner	directly	by
email,	phone,	or	in	person.	Avoid	identifying	yourself	as	a	potential	buyer	for	restaurant	employees;	they	may	not	know	that	the	company	is	on	the	market.	When	revisiting	the	restaurant	as	a	potential	buyer,	pay	particular	attention	to	the	non-public	areas	of	the	space.	If	you	are	not	an	expert	in	kitchen	equipment,	try	to	bring	with	you	someone
familiar	with	those	systems	that	evaluate	the	quality	of	the	equipment.	Check	Restaurant	Performance	Metrics	There	are	typically	two	reasons	why	restaurants	become	available	for	purchase:	the	business	is	not	doing	well	or	the	owners	are	selling	for	personal	reasons.	You	can	tell	why	a	restaurant	is	on	the	market	by	asking	the	seller.	You	can	verify
verify	Cheese	Looking	at	the	metrics	of	the	performance	of	the	restaurant.	Once	a	serious	investigation	has	been	carried	out	on	the	purchase	of	the	business,	current	owners	should	be	prepared	to	provide	you	with	some	basic	performance	data.	Some	restaurant	owners	include	a	snapshot	of	this	information	in	the	list	itself,	such	as	a	statement	like
"$250,000	annual	sales.	However,	you	should	still	ask	to	see	actual	financial	records	to	verify	it.	Most	restaurant	owners	will	ask	you	to	sign	a	nondislusion	agreement	(NDA)	before	looking	at	their	financial	documents.	Request	for	a	NDA	is	a	standard	practice	to	prevent	competitors	from	acting	in	malafede.	Sellers	should	be	eager	to	answer
questions	about	the	key	metrics	of	their	returns	to	their	restaurants.	(Photo	by	Carlos	Muza	on	UnStSlum)	When	you're	thinking	about	buying	a	restaurant,	would	you	like	to	have	an	idea	of	the	general	business	money?	flow.	The	cash	flow	is	only	the	amount	of	cash	flowing	into	the	business,	minus	the	money	flowing	it.	The	positive	cash	flow	simply
means	that	a	restaurant	brings	more	money	than	it	spends.	The	cash	flow	is	a	number	of	catches,	intended	to	provide	a	miniature	sketch	of	the	restaurant's	performance.	The	cash	flow	is	actually	determined	by	the	metrics	of	the	restaurant's	performance.	To	fully	understand	the	cash	flow	of	the	restaurant,	ask	the	seller	for	these	metrics	below.	The
metrics	will	show	you	exactly	how	the	cash	flows	in	and	out	of	the	restaurant.	For	example,	the	overall	cash	flow	may	look	good,	but	the	underlying	metrics	may	indicate	problems	with	the	cost	of	work	or	food.	The	question	therefore	becomes	whether	you	have	the	ability	(or	appetite)	to	solve	such	problems.	You	might	prefer	to	keep	looking	at	other
restaurants	with	less	problems.	Some	key	performance	indicators	to	ask	for	information	are:	work	cost:	This	number	illustrates	how	much	the	restaurant	spends	on	wages	and	benefits	of	staff	hours,	expressed	as	a	percentage	of	total	sales.	Ideally,	the	cost	of	work	should	be	30%	or	less.	Cost	of	food:	the	cost	of	food	tells	you	how	much	a	restaurant
spends	the	food	it	sells.	As	the	cost	of	work,	you	want	to	see	a	food	cost	that	is	30%	or	less.	Main	cost:	this	is	the	combination	of	all	costs	and	costs	of	the	restaurant	such	as	the	manager's	wages,	rent,	authorization	costs	and	general	expenses.	Want	to	see	a	main	cost	that	is	between	55%	to	65%	of	total	sales	of	a	restaurant.	Margin	of	profit:	the	profit
margin	tells	you	what	amount	of	Top-line	sales	flows	to	the	bottom	line	of	the	restaurant.	A	good	profit	margin	of	the	restaurant	is	5%	to	10%.	Anything	below	5%	indicates	that	the	business	is	in	trouble.	If	the	metrics	of	aare	strong	or	weak,	dictate	your	next	move.	If	the	restaurant	has	strong	financial	metrics,	it	is	a	great	candidate	for	mass
purchase.	These	restaurants	are	great	for	buyers	who	want	to	keep	the	same	menu,	name	and	brand.	If	you	plan	to	make	drastic	changes,	however,	it	might	be	a	waste	to	buy	a	restaurant	that	is	going	well	as	it	is.	A	restaurant	that.	That.	not	performing	well	financially	can	still	be	an	exciting	property	for	other	reasons.	Buying	this	kind	of	restaurant
makes	sense	for	restaurant	owners	who	only	plan	to	buy	goods	and	completely	rebranding	the	business.	Owners	who	feel	equipped	to	correct	cost	issues	may	also	be	interested	in	this	type	of	restaurant.	For	example,	a	high	cost	of	labor	that	is	negatively	impacting	the	bottom	line	of	a	restaurant	is	not	a	big	problem	if	you	know	how	to	reduce	labor
costs.	2.	Protect	a	Lawyer	and	Evaluate	the	Business	Once	you	decide	to	buy	a	restaurant,	you	need	to	secure	a	business	lawyer.	Buying	a	business,	particularly	a	restaurant,	requires	a	lot	of	legal	work	so	find	an	experienced	restaurant	attorney	if	possible.	If	you’re	buying	the	entire	business	entity,	inherit	relationships	with	state	and	federal	tax
authorities.	You’ll	have	to	be	doubly	sure	your	interests	are	protected.	A	business	attorney	will	draft	or	evaluate	critical	documents	such	as:	Letter	of	Intent:	This	document	commemorates	your	intent	to	purchase	the	restaurant	and	will	set	out	the	basic	terms	and	conditions	of	the	purchase.	Lease	agreements:	The	purchase	of	an	existing	restaurant
usually	means	taking	on	a	long-term	commercial	contract.	An	attorney	will	evaluate	the	terms	of	the	lease	and	raise	any	red	flags	you	might	otherwise	lose.	Purchase	Agreement:	Also	referred	to	as	purchase	agreement	or	sale	agreement,	the	purchase	agreement	is	the	official	document	that	regulates	the	sale	of	the	business.	It	sets	out	terms	such	as
the	agreed	purchase	price	and	any	conditions	that	must	be	met	by	a	party	to	complete	the	sale.	You	can	find	a	business	sales	attorney	by	contacting	the	local	branch	of	the	American	Bar	Association.	Alternatively,	sites	like	LegalZoom	have	searchable	directories	of	lawyers	in	your	area.	A	website	like	LegalZoom	is	also	useful	if	you	plan	to	only	buy	a
restaurant	heritage	and	need	to	create	your	own	LLC;	the	site	has	a	user-friendly	interface	to	walk	through	that	process.	You	need	a	business	attorney	to	draft	several	important	documents.	(Photo	by	aymane	jdidi	from	Pixabay)	Assessing	Business	Value	Valuation	is	where	you	place	a	real	value	on	the	business	assets	and	the	activity	itself.	There	are
many	different	methods	to	determine	a	fair	price	for	selling	a	restaurant	shop,	but	most	restaurants	are	valued	by	profit.	A	standard	guideline	for	determining	a	value	of	the	balpark	restaurant	is	to	calculate	three	times	the	annual	profit.	For	example,	it	would	not	be	uncommon	to	see	a	business	earning	$150,000	in	annual	profit	quoted	for	a	required
price	of	$450,000.	That’s	just	a	number.	However.	The	actual	value	of	a	restaurant	company	depends	on	many	other	factors,	such	as	the	value	of	the	restaurant	equipment,	the	location	and	the	overall	climate	of	the	restaurant	market.	There	are	also	immaterial	qualities	that	can	make	a	business	more	or	less	precious.	If	the	restaurant	you	are
considering	is	a	beloved	beloved	reference	point,	this	could	increase	the	value	of	the	restaurant.	Your	business	lawyer	will	probably	have	a	business	assessor	who	like	to	work	with,	or	you	can	search	for	a	business	expert	through	the	Freelancer	communities	like	Upwork.	Alternatively,	a	business	assessment	provider	like	Guidant	offers	a	business
assessment	service	for	$495.	This	service	provides	a	detailed	assessment	of	the	company	which	includes	a	financial	assessment	and	an	in-depth	report	of	the	sector.	3.	Get	funding	Before	negotiating	the	final	purchase,	you	need	to	have	funds	online.	Loans	to	small	businesses	will	probably	be	a	part	of	your	financing	plan.	However,	to	submit	a	robust
application	to	banks,	it	is	essential	to	demonstrate	that	you	are	willing	to	invest	personally	in	this	business.	Personal	investment	plan	to	have	at	least	10%	of	the	purchase	price	as	deposit.	Qualifying	for	some	loans	to	small	enterprises,	however,	requires	a	deposit	up	to	30%.	If	you	have	a	401	(k)	from	a	previous	job	or	pension	account,	you	may	be	able
to	use	some	of	these	funds	to	invest	in	your	company.	You	can	invest	personal	money	from	savings,	raise	funds	directly	from	investors,	or	crowdfund	with	small	investments	by	family	and	friends.	Loans	To	obtain	favorable	financing,	you	should	have	a	personal	credit	score	above	680,	letters	of	recommendation,	and	a	convincing	business	plan.
Restaurant	business	loans	can	be	difficult	to	get	because	lenders	consider	the	restaurant	industry	as	particularly	turbulent.	Loans	supported	by	the	Small	Business	Administration	(SBA)	can	make	creditors	more	comfortable	than	they	issue	credit	to	buy	a	restaurant.	Traditional	banks	issue	SBA	loans,	but	the	SBA	supports	those	loans,	thus	reducing
the	risk	for	lenders.	You	can	request	an	SBA	loan	through	a	local	bank.	Alternatively,	you	can	use	a	loan	market	such	as	Lendio,	which	allows	small	businesses	to	complete	a	single	application	and	reach	hundreds	of	different	credit	institutions.	Investors	If	your	credit	history	is	not	strong	enough	to	qualify	for	a	small	business	loan,	you	will	need	to	rely
on	personal	resources	or	individual	investors.	Working	with	investors	will	require	your	lawyer	to	draft	an	agreement	with	investors	to	govern	the	relationship	between	investors	and	your	business.	This	agreement	should	establish	the	calendar	within	which	investors	will	be	refunded	and	additional	benefits	(such	as	discounts	on	restaurants)	that	can
receive.	4.	Negotiating	with	the	Seller	With	available	funding	and	a	detailed	assessment	of	the	company's	assets,	it's	time	to	consider	which	assetsAnd	how	much	you	are	willing	to	pay	for	them.	This	process	will	probably	take	some	round	of	negotiations	with	the	seller.	Understand	what	you	are	buying	you	want	to	understand	exactly	what	you	are
getting	for	your	money.	The	seller	will	want	to	keep	track	of	which	business	he	or	she	can	still	have	to	present	to	other	buyers.	For	example,	you	want	to	buy	a	restaurant	that	has	an	active	liqueur	license	that	you	do	not	intend	to	use.	The	seller	can	then	sell	that	to	another	buyer.	Consider	every	activity	and	its	value	with	the	seller.	(Photos	of
cowomen	on	unstock)	Be	methodical;	Consider	each	resource.	Do	not	assume	that	an	object	is	included	in	the	sale	-	ask.	Buying	the	menu	does	not	necessarily	mean	that	the	current	inventory	of	ingredients	will	be	transferred.	There	are	great	elements	of	tickets	such	as	ovens	and	leasing,	but	don't	forget	small	items	like	social	media	profiles.	You
want	to	take	passwords	for	those	who	are	turned	as	part	of	the	deal.	Sign	up	a	letter	of	intent	after	you	and	the	seller	are	on	the	same	page	on	which	resources	you	expect	to	buy,	you	need	your	lawyer	to	write	a	letter	of	intent.	A	letter	of	intent	is	a	non-binding	agreement	that	outlines	the	general	terms	and	conditions	of	the	final	sale.	It	will	include
the	expected	purchase	price	based	on	the	estimated	value	of	the	business.	This	letter	essentially	says	that,	by	barring	anything	strange	that	appears	in	the	analysis	of	your	company	lawyer,	you	intend	to	buy	the	business	and	at	this	price.	The	signature	of	a	letter	of	intent	shows	a	seller	you're	serious.	(Photo	by	Scott	Graham	on	UNSLASH)	Do	the	due
diligence	The	performance	of	due	diligence	is	a	process	similar	to	the	analysis	of	the	performance	metrics	you	have	previously.	Two	diligence,	however,	is	more	involved.	Two	Diligence	goes	beyond	considerations	on	cost	control	and	cash	flow.	Look	at	the	legal,	structural	and	operational	side	of	the	business	in	detail.	The	point	of	the	process	of	two
diligence	is	to	obtain	a	clear	picture	of	the	health	of	the	entire	activity,	not	only	the	cash	flow.	This	step	is	essential	before	finalizing	the	sale.	You	can	discover	things	during	this	step	-	such	as	unpaid	sales	fees	or	workers	compensation	claims	"which	may	affect	your	desire	to	buy	the	business.	Next	to	your	lawyer,	you	should	consider:	the	leasing	of
the	restaurant:	How	long	does	the	lease	remain?	Is	that	the	favorable	terms?	Do	you	have	the	opportunity	to	sublacate	or	transfer	the	lease	in	the	future?	Financial	information:	Consider	balance	sheets,	income	statements	and	income	statements	to	confirm	the	restaurant's	financial	performance	records.	Insurance	policies:	you	will	want	to	examine
the	general	policy	of	restaurant	responsibility,	worker	compensation	policy	and	employee	health	insurance	policies.	Are	premium	rates	right	or	due	to	increase	early?	You	want	to	know	about	the	recent	complaints	of	recent	workers,	especially	if	there	are	exceptional.	Permissions	and	licences:	determine	which	permits	and	licences	are	linked	to	the
company	and	confirm	that	they	were	renewed	when	necessary.	If	you're	buying	the	whole	business,	you're	going	to	inherit	the	history	of	taxes.	You	want	to	confirm	that	all	current	taxes	have	been	paid.	Patents	and	trademarks:	if	ahas	a	commercial	name	or	a	patented	system	to	cook	the	best	chicken	wings	in	the	world,	make	sure	these	activities	stay
with	the	business	you	are	buying.	Staff	information:	Watch	employee	wage	information,	Payroll	PayrollTypical	hours,	and	bonus	plans	for	employees	to	confirm	the	cost	of	labor	and	performance	metrics	of	major	costs.	Inventory	and	Contracts	with	Suppliers:	You	should	also	ask	for	information	about	existing	contracts	with	suppliers,	especially	if	the
menu	is	based	on	unknown	or	hard-to-find	ingredients.	Ideally,	nothing	surprising	pops	up	during	your	due	diligence	analysis.	If	you	do	something,	however,	it	is	customary	to	adjust	the	proposed	purchase	price	or	add	clauses	to	the	purchase	contract.	For	example,	if	the	due	diligence	reveals	that	the	restaurant	is	late	on	a	sales	tax	payment,	your
attorney	will	probably	stipulate	that	those	taxes	are	paid	before	you	go	ahead.	5.	Complete	the	Purchase	Once	you	and	the	seller	have	agreed	on	the	terms	of	the	purchase,	it’s	time	to	make	it	official.	First,	you	and	the	vendor	should	decide	on	a	closing	date,	the	date	the	company	will	transfer	you.	Then,	meet	with	your	attorney	to	draw	up	a	purchase
agreement.	Once	you	and	the	seller	have	both	signed	the	agreement,	the	sale	will	be	complete	by	the	closing	date.	Transition	&	Closing	Date	Before	choosing	a	closing	date,	meet	with	the	vendor	to	discuss	the	details	of	the	business	transition.	Typically,	a	closing	date	of	the	restaurant	is	expected	at	least	two	months	after	all	parties	have	agreed	to
the	sale.	The	time	between	reaching	an	agreement	and	closing	the	deal	is	the	time	when	you	and	the	seller	should	transition	all	catering	systems.	The	transition	may	involve	administrative	tasks	such	as	updating	vendor	authorizations	and	accounts	with	contact	information	and	formal	meeting	with	employees.	In	some	cases,	the	seller	may	offer	to
train	you	for	a	couple	of	weeks.	He	or	she	may	want	to	show	the	pros	and	cons	of	payroll	systems,	purchase	agreements,	and	how	to	use	the	point-of-sale	system.	This	training	can	be	especially	useful	if	you	are	buying	a	long-standing	restaurant	that	has	a	loyal	clientele.	You	will	want	the	seller	to	introduce	you	personally	to	your	regular	customers.
During	the	transition	period,	you	should	also	allow	time	for:	Code	updates:	Some	local	licensing	authorities	require	updates	when	a	company	changes	hands.	Check	with	the	competent	authorities	that	all	necessary	requirements	have	been	met.	Renovations:	The	transition	time	also	allows	you	or	the	seller	to	carry	out	any	necessary	renovations.
Marketing:	It	is	advisable	to	let	the	public	know	that	the	restaurant	is	under	new	management.	If	your	company	has	a	social	media	presence,	make	sure	the	transfer	of	those	accounts	is	part	of	the	transition.	Learning	the	restaurant’s	POS	system	could	be	part	of	your	of	transition.	(Photo	by	Nathan	Dumlao	on	Unsplash)	Draft	Purchase	Agreement	The
Purchase	Agreement	is	a	binding	agreement	that	governs	the	terms	of	sale.	Your	attorney	will	have	to	create	this	document	for	you.	Typically,	the	agreement	contains	the	purchase	price,	the	closing	date,	and	lists	the	warranties	and	transactions	that	must	take	place	prior	to	closing.	It	will	also	contain	a	list	list	Exceptional	costs,	as	closing	costs,
restructuring	costs,	permission	transfer	costs,	and	who	is	responsible	for	payment.	Sign	the	purchase	agreement	once	your	lawyer	prepared	the	contract,	send	it	to	the	seller.	The	seller	will	probably	have	his	lawyer	review	before	signing.	It	is	common	practice	for	the	buyer's	lawyer	to	include	a	non-competition	clause	in	the	purchase	contract.	A	non-
competition	clause	prevents	the	seller	from	opening	a	similar	restaurant	in	the	same	market	that	could	compete	directly	with	the	restaurant	just	bought.	When	the	closing	date	arrives,	releases	the	money	to	the	seller	and	the	seller	releases	the	restaurant	owner	to	you.	Congratulations!	Bottom	Line	Buying	a	fully	operational	restaurant,	existing	is	a
great	way	to	start	in	the	restaurant	business.	Make	your	search	and	your	two	diligence	to	make	sure	you	know	the	strengths	and	weaknesses	of	every	potential	restaurant	before	making	a	decision.	A	good	business	lawyer	must	evaluate	documents	such	as	leasing	and	insurance	policies,	and	write	a	purchase	agreement	that	works	for	you.	You.
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