Easy does 1t

Simple methods can dramatically boost
a farm’s appeal to prospective buyers

BY LIANE CROSSLEY

does not have to be an expen-

siveand exhausting undertak-
ing. Often the simplest measures
can produce the best impressions.
Although keeping the entire prop-
erty neat and tidy seems obvious,
thiseasy strategy isoften overl ooked.

“Always remember that the typ-
ical buyer is subconsciously |ook-
ingfor reasonstodiminishthevalue
of the property in their mind, and,
if they see $1,000 worth of repairs
that need to be done, by the time
they’vethought aboutitforawhile,
it's up to $2,500 or more in their
mind,” saidreal estatebroker Arnold
Kirkpatrick, president of Lexington-
based Kirkpatrick & Co. “I fre-
quently hear, ‘Oh, | know this
doesn’t look very good right now,
but | just haven't had thetimeto fix
it or the money to have it fixed. ”

Enhancements that cost only a
littletimecanvastly improveaprop-
erty’s appeal.

“A clean, well-keptbarnwithnice
bedding and all the farm imple-
ments—aswell astack and feed—
well-organized and in place gives
animpressionthat thefarm hasbeen
under good carefor awhile,” Kirk-
patrick said.

Toni Flory, who with her hus-
band, Doug, owns United Country
Piedmont Real Estate in Reming-
ton, Virginia, recommends remov-
ing nonessential items, keepingthe
barn and surrounding vicinity or-
derly, andfixingtroublesomearesas.

“Clean, clean, clean,” she said.
“Knock down cobwebs, power
wash, de-clutter, pack upthingsyou
don’t need right now, and get rid of
thingsyou don’'t planto move. Ad-
just doors so they slide or swing
freely, and replacerottenwood. Re-

PREPARING A farm for sale

member paint and/or polyurethane
can makeabigdifferenceintheap-
pearance of afarm.”

First impressions are crucia so
sellersshould have pasturesmowed,
fencelinestrimmed, andfencingin
good repair. Kirkpatrick said this
normal maintenanceshouldbedone
on a year-round basis rather than
allowing a farm to fal into disre-
pair over time.

Sales strategy
checklist

v List property with specialty realtor

v Market to equine audience

v Imagine yourself as a prospective
buyer

v/ Vacate premises when realtor shows
property

v Repair and paint fences as needed

v Use clean and fresh bedding

v/ Rake and sweep barn and surround-
ing area

v De-clutter

v Tidy up tack and feed rooms

v Remove items not in use

v Ensure doors and gates work properly

v/ Mow pastures

v Cut weeds at fence lines

“Itismuch better andlessexpen-
sive to keep the pastures up on a
regular basisthanitistotry tocatch
up on pasture maintenance when
you'regetting ready to put thefarm
onthemarket,” hesaid. “ The same
for fences. If itisat all possible, do
your fencerepair onaregular basis
and paint 25% to 33% of the fence
every year, rather than doing it all
at once”

A prospectivebuyer gainshisini-
tial impression assoon asheenters
theproperty, so do not overlook the
appeal of the entrance.

“You don’'t haveto have the gate
to the Tg) Mahal at the front of the
farm, but a gate that is falling off
its hinges, enhanced by a sign that

ssuncaren DARN & FENCING

is battered and peeling, automati-
cally makesabuyer suspiciousand
more alert looking for faultsin the
property,” Kirkpatrick said.

Right exposure

Just as home sales tend to drop
during the winter, horse farms can
belessmarketableduringthecol der
months in northern regions. How-
ever, that does not mean sellers
should put off marketingtheir prop-
erty because many buyers prefer
looking at land during this time.

“My experienceisthat farmsdon’t
really experience the same buying
cycles that traditional residential
marketshave,” Flory said. “Herein
theMid-Atlanticarea, thebesttime
to show a farm is in late spring
through early summer when things
are getting green and in the fall
when we have the beautiful fall
colors. Fromabuyer’sperspective,
winter isthe best timeto look at a
farm. There aren’'t a lot of leaves
and green grass to hide the topog-
raphy, apoorly drained area, or the
neighboring properties. My saying
is: In the winter the land is very
honest.”

Kirkpatrick said farms tend to
sell better in the spring in part be-
cause of people’s sense of rejuve-
nation.

An empty farm can sell just as
well as one with horses because
buyers can see the property better,
just asif they werelooking at ave-
cant house without furniture that
may hide flaws. However, Kirk-
patrick believesaproperty will sell
far better with horses present.

“Remember, the peoplewho buy

Potential buyers are looking
for reasons for a price
reduction so be sure they
get a good first impression
of a property that has been
well maintained by keeping
pastures mowed, fences in
good repair, and the

barn orderly
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horse farms are generally horse
people, andthey liketo havehorses
around,” hesaid. “Also, evenavery
pretty, well-tended farm lacks life
if it doesn’t have horseson it.”
Becauseahorsefarmisfor horse
people, itisimportant tomarket the
property as such. While added fra-
grances might make a home more
appealing, experts advise to avoid
using disinfectantsor other aromas
to enhance a barn.
“Makingsurethat thebarnisclean
withfreshbeddingisamust,” Flory
said. “Horsepeoplelikehorsesmdlls,
so don't try to mask them. For the
tack room, clean tack will make it
smell likesaddlesoap, auniversally
good smell to horsey people.”
Allow your realtor aloneto show
the property to interested parties.
“Nothing makesbuyersmoreun-
easy than having theownersfollow
them around blathering on about
how wonderful thisisand that is,”
Kirkpatrick said. “Theownerscan
convey what they think is impor-
tant to their realtor and the realtor

candecidewhat isimportant. There
is an essential value in letting po-
tential buyers walk around alone,
and | alwaystry to let them have a
littletimetotalk or think whenwe're
on a property.”

Flory said specialty properties
need concentrated exposurebeyond
thelocal advertising andreal estate
systemand recommendslistingwith
acompany that hasaprovenrecord
in marketing farm properties. M ost
equine-related realtors have strong
backgrounds with horses and most
likely arehorsefarm ownersthem-
selves.

“People need to see themselves
living at thefarm,” she said. “Hav-
ing agood listing agent who under-
stands your farm and can show it
for you is very important.” *

Liane Crossley is a
freelance writer based
in Lexington.
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This article appeared in the February 6, 2010, issue of THoOROUGHBRED TIMES. To subscribe, call 1-888-499-9090.
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