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1.      WHO THIS GUIDE IS FOR (and WHO IT ISN’T) 
 

This guide is for landowners considering the sale of a ranch, recreational or rural property who 
want clarity before speaking with a broker or committing to a course of action.  
 
It is not for those looking for quick flips, inflated pricing or shortcuts. The advice here is 
straightforward and honest, intended to help you make a sound decision rather than chase 
unrealistic outcomes.  
 
Selling high-value land is a significant decision, and the process is often filled with an 
overabundance of information, conflicting opinions and challenging situations. I’ve seen 
landowners pushed to act before they fully understood their options or the true dynamics of their 
property.  
 
This guide exists to slow things down and bring clarity. The goal is to help you make a good 
decision, whether that means selling now, selling later, or deciding not to sell at all.  
 
 
2. WHY SELLING LAND IS DIFFERENT THAN SELLING A HOUSE 
 
Selling a ranch, recreational property and land in general is fundamentally different than selling 
a residential property. With residential real estate, buyers are often driven by necessity, location 
and finishes. There is usually steady demand, plenty of comparable sales and a relatively 
predictable timeline.  

Land does not work that way.  
 
Ranches and recreational properties are evaluated based on factors that are not immediately 
visible or easily understood, such as wildlife, water, topography, use limitations and long-term 
potential. Buyers tend to be more informed and more deliberate. As a result, the buyer pool is 
smaller and the decision-making process takes more time.  
 
Pricing land also requires a different approach. Unlike homes, there are often few true 
comparables, and small differences between properties can have surprising impacts on value. 
Overpricing land can stall momentum quickly, while underpricing can leave significant value on 
the table. Getting it right from the start matters.  
 
Finally, land sales are rarely about urgency. The most successful transactions come from 
proper positioning, patience and reaching the right audience, not rushing to market or chasing 
the highest number on paper.  
 
Understanding these differences is the foundation for everything that follows. Learn more about 
how I work with landowners.  
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3. THE BIGGEST MISTAKES LANDOWNERS MAKE WHEN SELLING 
 

• - Pricing Based on Agricultural Value Alone 
o Landowners often base pricing on what the land is rooted in, agriculture. While 

this is understandable, the recreational value of some properties far exceeds the 
agricultural value. This is especially true for properties in trophy hunting units and 
along major waterways.   

• Ignoring Access, Water and Use Limitations Until Late 
o Issues related to legal access, water rights, easements, zoning or use restrictions 

often surface late in the process if they are not addressed early. When these 
details are unclear, buyers hesitate or walk away altogether.  

• Overlooking the Premium Buyers Place on Intangible Qualities 
o Some of the most valuable attributes of land aren’t tied to production at all. 

Privacy, views, wildlife presence and proximity to desirable recreation can 
significantly influence buyer demand.  

• Marketing Land Like a House 
o Standard residential marketing often fails to communicate what makes land 

valuable. Land requires context, explanation and targeted exposure to reach 
buyers who understand its potential and are willing to act.  

 
Avoiding these mistakes doesn't guarantee a sale, but it does dramatically improve the odds of 
a good outcome.  
 
 
4. HOW BUYERS ACTUALLY EVALUATE RANCH & RECREATIONAL PROPERTY 
 
Ranch and recreational properties are typically evaluated based on a combination of features 
that directly impact usability, income potential, and long term enjoyment. In simple terms, the 
more of these core features a property has, the higher its perceived value to buyers.  
 
Access is one of the first filters buyers apply. Year round legal access dramatically expands the 
buyer pool, while seasonal or uncertain access can limit interest regardless of acreage or 
scenery.  
 
Water is another primary driver of value. Live water, wells, irrigation potential and water rights 
influence everything from agricultural use to wildlife habitat and long term resilience. Properties 
with reliable water tend to command stronger demand and pricing.  
 
Usability matters just as much as size. Buyers look closely at whether the land can support 
livestock, grow crops or be managed efficiently. Terrain, soils, fencing and layout all play a role 
in determining how functional the property actually is.  
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Recreational value is often a deciding factor. Hunting quality, landowner tags, fishing 
opportunities and proximity to preferred recreational activities all influence how buyers perceive 
a property. These features are highly buyer-specific but can significantly impact demand.  
 
Finally, ownership attributes such as mineral rights, conservation easements and development 
limitations are evaluated carefully. These elements don’t automatically add or subtract value, 
but they do shape the type of buyer the property will attract and how it must be marketed.  
 
Understanding how buyers weigh these factors is essential to positioning land correctly and 
reaching the right audience.  
 
 
5. WATER, ACCESS and EASEMENTS - WHAT MATTERS MOST 

Water and access are often the two most important factors in a land transaction, yet they are 
also among the most misunderstood. These elements can significantly influence value, buyer 
confidence, and whether a deal moves forward at all. 

Water is not a single concept. Buyers look at the type, reliability, and legal status of water on a 
property. Live water, wells, irrigation rights, and historical use all matter, but they are not 
interchangeable. A property with strong, well-documented water rights will almost always attract 
more interest than one where water is uncertain or poorly defined. 

Access is equally critical. Legal, year-round access provides certainty and usability, while 
seasonal access or reliance on informal routes can limit financing options and reduce the buyer 
pool. Even beautiful properties can struggle to sell if access is unclear or difficult to explain. 

Easements often sit at the intersection of water and access. They can be beneficial, restrictive, 
or neutral depending on their purpose and terms. Utility easements, access easements, 
conservation easements, and shared-use agreements all affect how a property can be used and 
by whom. Buyers want clarity, not surprises, and unresolved easement questions can slow or 
derail a transaction. 

Addressing water, access, and easements early creates transparency and trust. When these 
elements are clearly understood and properly communicated, buyers are more comfortable 
moving forward and negotiations tend to be smoother. 

 

6. PRICING LAND WITHOUT KILLING MOMENTUM 

Pricing land correctly is less about finding the highest possible number and more about 
understanding how buyers respond to value. Unlike residential real estate, land does not benefit 
from constant traffic or rapid feedback, so early pricing decisions carry more weight. 
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When land is priced too high, the market often responds with silence rather than negotiation. 
Buyers who understand land values simply move on, and the property can sit long enough to 
develop a stigma that is difficult to overcome. Price reductions made later rarely generate the 
same level of interest as a strong initial launch. 

Underpricing carries its own risks. While it may create activity, it can also leave meaningful 
value unrealized, particularly for properties with strong water, access, or recreational attributes. 
The goal is not speed at any cost, but informed positioning that reflects how buyers actually 
compare properties. 

Effective pricing accounts for comparable sales where available, but also recognizes that each 
property is unique. Features such as usability, access, water, and long-term potential must be 
weighed carefully. 

Momentum matters. The strongest land sales tend to occur when pricing, presentation, and 
timing align early, allowing the property to reach qualified buyers before attention fades. 

 

7. WHEN IT MAKES SENSE TO NOT SELL YET 

Selling land is not always the right decision, even when market conditions appear favorable. 
There are situations where waiting, or choosing not to sell at all, can lead to a better outcome. 

In some cases, unresolved issues around access, water, or title can reduce buyer confidence or 
limit value. Taking time to clarify these elements before going to market can significantly 
improve positioning and reduce friction later. 

Market timing also matters. Thin buyer pools, seasonal slowdowns, or uncertainty in a specific 
segment of the land market can make patience the more strategic choice. Land does not benefit 
from forced urgency, and waiting for better alignment can preserve leverage. 

Personal and financial considerations are just as important. If selling would create unnecessary 
pressure, tax consequences, or regret, it may be worth stepping back and reassessing goals 
before moving forward. 

Choosing not to sell yet is still a decision, and often a wise one. The most successful 
landowners are those who move forward with clarity, not pressure. 

 

8. WHAT TO PREPARE BEFORE YOU EVER LIST 

Preparing land for sale is less about physical improvements and more about organization, 
clarity, and documentation. Buyers of ranch and recreational property tend to be thorough, and 
being prepared early can prevent delays and lost leverage later. 
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At a minimum, landowners should gather clear information on access, water rights, easements, 
and any use limitations affecting the property. Having this information organized and readily 
available builds buyer confidence and shortens the decision-making process. 

Formally understanding property boundaries is also important. While a formal survey is not 
always required, knowing where property lines, fences, and access points are located helps set 
realistic expectations and avoids confusion during due diligence. 

Equally important is understanding how the property has been used historically. Grazing history, 
hunting use, agricultural production, or conservation programs all provide valuable context for 
buyers evaluating long-term potential. 

Finally, preparation includes mindset. Entering the process with realistic expectations, patience, 
and a willingness to answer questions thoughtfully can make a meaningful difference in both 
negotiations and outcomes. 

 

9. HOW I HELP LANDOWNERS NAVIGATE THIS PROCESS 

My role is to help landowners understand their options and make informed decisions about the 
sale of their property. That starts with listening to your goals, your timeline, and what matters 
most to you. 

I focus on evaluating land the way buyers do, paying close attention to access, water, usability, 
and market conditions. From there, I help landowners determine whether selling makes sense, 
how to position the property, and what to address before going to market. 

When a property is listed, I emphasize clear presentation and targeted exposure rather than 
broad, unfocused marketing. Land buyers are specific, and reaching the right audience is more 
effective than simply reaching the largest one. 

Throughout the process, I aim to provide straightforward communication and realistic guidance. 
That includes honest feedback, clear expectations, and the willingness to say when waiting or 
reevaluating may be the better option. 

If you’d like to talk through your situation, ask questions or get an objective perspective, you can 
request a conversation here. 

 

10. NEXT STEPS (No Pressure) 

If you are considering selling land or simply want a clearer understanding of your property and 
options, the next step does not have to be a commitment. 
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Some landowners choose to start with a conversation. Others prefer to take time, gather 
information, and revisit the idea later. Both approaches are valid. 

If you would like to talk through your situation, ask questions, or get an objective perspective, 
I’m happy to help. Whether you decide to sell now, sell later, or not sell at all, the goal is to 
move forward with clarity and confidence. 

Start With a Conversation | Ranch Resources 
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