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Lazy B Ranch horse facilities include 2 245-by-160-foot indoor arena complete with sound system, offices, kitchen and mare, and a 56-by-120-foot 16-stall bamn.
A100-foot-diameter round pen and 150-by-300-foot roping arena are outside.

Horse Properties

Five things trainers and recreational riders want most when they purchase a horse
property, and the five things any seller can do to better market his place.
Article by Fran Devereux Smith ® Photographs Gourtesy of Ranch Marketing Associates

on Morris, Johnstown, Caol
orado, a longtime horseman
with a raﬂth[ng |1.z-:'l-;g:'l.*ul1ll.
also is a real-estate professional.
He'd handled commercial and indus-
trial properties nationwide [or almost
20 years but, by 1925, Fon was ready
fora L']'.an_gt'..
“I wanted a different direction in iy
career, just for personal satisfaction,” he

144 Triaoy MHE & WiECTERN FHip o= s An

Says. i | ﬂgur\c'c] 't work another 20 years
and wanted to do unm-?hing 1'd thar-
ough]}' enjoy. I'd .1|1.'f.|_uk' wanted a ranch
from the time | was a kid -.-.'url-;ln;; on
ane; that had been my dream. Sol tearmer
my real-estate background with my pas-
sion and started the ranch brokerage”
Ron's one of the founding partners
in Ranch ."-Ll."kk.'til'lf_{ Associates, which
has offices in Denver and Aspen, Col-

orado, and HL!\'l!r'l}' Hills, California.
He and partners ]'1![]1,' Long and Dravid
Maossler hn.'|i'- ]erE:]L' ]J'l]_':.' and sell ranch
properties of all sizes in mamy lecations,
most otten E.,qr;__ﬁlt- authts in the western
United States

“A property might be 200,000 acres
in Wyoming or a 5. 000-cow Mew Mexdon,
Montana or Nebraska ranch, We bal
ance those with smaller ]‘J|'1||}L‘.r1i{'5 a



Red Canyon Ranch features the best of the West, old and new. The main house is a custom, yet easy-living
shawplace with heli-pad, and the histaric two-Jevel horse ham has lving quarters upstairs with eight stall
anil turmouts below. s do many RMA listings, Red Canyon also has cattle-handling faciifes.

]?Li]’L'hrl'.‘l'.l U]:l‘.'rﬂ'.ir}”. -‘.”T"-i” h'-:'f""“'-\ |'15n('|-|
or equestrian operation and we also
handle ‘sporting’ ranches, which char

acterize the hunting and fishing prop

erties,” Ron explains. *It doesn’t matter
if a property’s in Idaho or Texas; the
Internet’s made the world a smaller
place. It's about finding the right kind
|_-!']1u:,'(-:' and seller to make a match, and
we're effective at doing that.”

That's possible because Ron and his
I:’J..'I. NETS alre savyy :|.|.:'|."U|. TL‘U(J:ur| i-(-i-”_‘:_' i
property’s appeal for a particular buyer.
No matter the size, amenities or Lype
of |'|urm'-|1|'u|u TtV !.'l.‘;t]'nlsf, for u‘\:.‘t|11|rl<'1
Ron's found that |H:UF|1L' purchasing such
||l'()|'|1"."1i|.'.'1' tend to fall into one of two
ctegories, One is the |‘:-|'u['cmt:nm1| trainer,
and the other is an individual who rides
[or ]Jlt'.s.l;urr. “."'LJLJ:ULJg]J {!'A."L']"j'].'l(l'fl:r' has
his or her own :|i~'ri|r|i|‘|t' or event, there
are some similarities in what each wants
most in a horse |}rn.=|1|'r1}'.” Ron says,
“and alzo some differences.”

Location, for instance, is i:r||u|t'r_.1:'tL
to either ||L|1'|'I:..|.~c:'.r,, hut aften for dif
ferent reasons, which aj ||1r'|~ri:||}|1.' affect

a propert v'5 “curb .||qu'.1|" for one par

.

ticular buyer over another. Here, Ron
compares and contrasts five horse-prop-
erty priorities from these two rider-
purchaser perspectives.

Ron also offers sellers suggestions for
better presenting a horse outht to poten-
tial buyers. Presentation is key to closing
a sale and, in his opinion, five improve-
mients positively contribute to a sucoesslul
property showing, a potential purchaser's
perceptions and, ultimately, a sale. Again,
he notes, the size or type af yperation
makes no difference because “these sug-

pestions are valid for almost anyone.”

The Trainer-Purchaser

1. Location. A |5T-!||I|.‘.'i.‘iil.:ljl.1|. trainer’s
location must be convenient to his client
base for him to E:rtwill:' his services,”
B.on says, .L|1|1c1|13_r|1 the actual location

‘:||-,_'|'.-L'ru'..'i an the trainer, what kind of

LR *ﬂ""il’ﬂ?

|

horses and the type riding that person

does. Some trainers actually prefer to
be less convenient so they can be more
private and one-on-one with a horse,
rather than having clients come by all
the time.”

Location also means different things
ter trainers in different disciplines, “For
instance, a trainer who's really into Eng-
lish riding and jumping horses wants a
location with the clientele to support
that. In metro Denver, for L‘IHTH[Tl".
that's probably in the southeastern or
[_'|u':|'r_~.' Creek areas, or the Boulder
area, where people are more accus-
tomed to English riding. The old buzz-
word in real estate always has been loca-
tion.” Ron stresses, “and that also applies
to the horse :1|:in|ix'.|[inh.“

2. Size. Is there enough room for the
operation the trainer wants? Does the
property have turnouts? 1s there pas
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ture for grazing or enough room to keep
cattle? Is there room for expansion?

“A western trainer for mping, cut-
1ir1g or '.x'ur.'ﬁing cow horses {'Ib"r"i.ﬂuS!}'
needs adequate space to pasture steers
(Wi ['H]."n'L"."'I 18] f(]r |.'|i.|]2 .q]']-:“.:‘.\ .i.h" = ].}l.g k"’-‘jl":‘
Ron explains. “A trainer just starting
out might not need so much room, but
when the business gets going, and the
person hasa fe_‘ull{m-‘]ng,, the trainer often
outgrows the location, and typically
might have to move farther out {from
town) for more space.”

3. Improvements. Almost every
trainer wants an indoor arena nowadays
and “that can run from A to 2 in terms of
style, lighting, arena surface and how it's

laid out,” according to Ron. A trainer with
a breeding operation might want a stal-
lion alley, separate breeding facility or
space to provide mare care. Show horses
often require heated barns, an important
consideration for an exhibitor-trainer,
Plus, Ron adds, *The trainer needs
housing and additional housing onsite
for hired help, maybe a trailer or an
apartment located near the indoor arena.

Ltilities come into play here, too — water

connections, additional septic lines and
leach fields, zoning and more. Basically
the extent nf'.:ru}' im]':rnw:mrm:; either
complernents what a trainer has in mind
for the aperation, or isa detriment "

4, Eﬁ'icien{:}f of imp rovements.

“That's more or less how well the prop-
erty improvements work " Ron {'Ki'!]zl.i.l'l_‘.
"['J‘r_zningi []]i!lgh with an eye to r.'1TiCiE:]‘.|L‘}
means lower n'.'u:rht.mh not just in util-
ities and energy, but also stafl costs.
That’s a gur_u] Lu to time I1]'.l|:'lﬂgl'ltll:'n1.."

First is the water system, Em:]ud[ng
underground, automatic, heated watering
devices with shutofls for proper main-
tenance. If the property has well water,
Bon recommends a backup water supply,
which might be another well with a gen-
erator, or a connection to a mumnicipal
water system, particularly important
for larger horse operations.

As for the electricity or natural-gas

choice, Ron leans toward natural gas

T}-'pical and Nﬂt—Sﬂ-Typical Horse Prﬂperties

M twe-story horse barn is among the Lary H Ranch
amenities.

fuite to the scale of the Lazy E (Arena in Guthrie, Oklahoma), but it's unique.

“The properties have unigue qualities and are in first-class condition.
Some of these horse properties are very weastern in style, and some are
mare in the English fashion," Ron comments. But, no matter which, when
Ron discusses horse-property amenities, it's obvious his heart’s at the bam,
in the arena, the adjoining pasture and on the back of a horse.

There's a swimming pool at this home on Red Canyon Ranch, and a nearby helipart. P b

Real-estate professional and horseman Ron Morris describes the typical recreational rid-
er’s horse property in the Denver, Colorado, area as “usually 10 to 35 acres, depending on
what type of riding that person enjoys. Probably nine out of 10 times, the horse owner lives
on the property. However, only those folks really into showing maintain their horses in stalls.

“Typically, people have a loafing shed or small bam with tumout, and in most cases,” Ron
continues, “the horses are turned out. Although many places have stalls, they're used only
during really nasty weather or maybe to feed, groom or tack up a horse. For most people
that's the ideal, and for the horses, as well, because they aren’t cooped upina stall”

As for not-so-typical horse outfits, Ron and his parmers currently are handling one unique
property, Red Canyon Ranch, which has a hefi-pad attached to the house not far from the
barn. Foothills Equestrian Estate, just west of Boulder, Colorado, borders national forest on
two sides, with lots of country to ride, vet it's close to town.

Another property is a horseperson's dream. The Lazy H Ranch has a 245-by-160-foot
heated indoor arena with piped-in Geaorge Strait or Chris LeDowx music. “That sets the tone
and atmosphere.” Ron says, much like the proverbial cookies in the oven during an open
house. This property also has a viewing/judging room, complete with adjoining party
room/auction area as par of
the indoor arena. "You could
have a roping and a shindig all
in one facility’ Ron says. “Itisn™
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With its scenic vistas and grassy dells, Mountain Meadow Ranch is appropriately named.
The ranch inchides a two-level log home: barn with nms; indoor arena with sound system,

two stalls, num-in shed and hay storage; hay and cow basms.

A seven-stall barm with steel pipe runs, tack and feed rooms, wash area, apartment, office
and kabiis central to Mountzin Meadow's horse facilities. In addition, anather hay barn and
a log cow barn with steel-pipe comrals, squeeze chutes and scales are on the property.

“because most trainers want efficient
facilities. That also means lower, dropped
ceilings in heated horse barns, so they're
not heating the rafters.
“Cost-effectiveness and efficiency also
become key in the layout. Building efh
ciency means that staff doesn’t run con-
stantly to and from one building to
another, or go long distances for manure
management or to lecd or turn out
hnr\'(--c- HLr.lj;thL QN FUns and JH{"I.
WALYS W i R :'] for a small front-end
loader, if that’s used to muck stalls, are
important. And there's the steel pipe-
All

those things are considerations when a

versus-wood maintenance issue,
trainer buys a place.”

5. Drainage, soil condition and
manure management. How well
is the site laid out? Is the drainage
.1ri:~<||1.'|l't' for area rainlall, or does
water I”'”] in lm‘ijghth' |i1W-|\-'i]'|“
areas? “Anybody who's waded mud
at a horse barn during inclement

Foon

“Certainly no one wants to buy

weather knows that's a hm] le 4’1[,
Says,
a loowlanecd-area [sl:u:{* that'll be a habitual
problem, so the site, soil conditions
and footing have a lot to do with how
well a property shows, and a lot of
Problcms with those are correctable.
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Manure management a[wavs goes
ﬂ:m' with the site location. If mul-
LLI1I|1: Hnra: - are on the pl.!r.t there's

& Imanure ]’}rﬂl!jt I'!'!.

The Recreational-Riding
Purchaser

1. Location. “Location lor a recre-
ational rider is more a matter of per-
sonal preference,” Ron says, “dictated
h:,' that person i priorities anel the kind
of riding he or she enjoys.”

A trail rider, for example, might want
property convenient to open space and
riding trails, possibly bordering on public
land available for riding. A similar loca-
tion also might suit an endurance rider,
who considers Burean of Land Manage-
ment or national forest property a next-
door training lacility. For the showman,
a small ]:uru facility with convenient
highway access m]ghl.' work well. The
show horse |rrt:i:.t|}]_l,' will be stalled pri
mdril}, and convenient ]Jig]]\'p'.l}'ﬁ Imean
impros el maol Pilil:ﬁ for road trips.

2, Improvements. The size and
L||_|.g]jL:,' af hur.ﬁ:_'-!mnpl'r[_'_; improvements
w::igh hu.ﬂ‘.‘i]}-‘ in individual |'+m'1'ha_~:ing
decisions. However, which |m!'1.l+."l.t1.1]'

improvement packs the most selling

impact dupumts on a ]n‘.rsnn's riding
program and the number of horses.
=

Haon ],'.I:_'li_ﬂl:-_i ot 1,}!:1T thi: .wv:mg:: TECTE-
ational rider lives next to the horses, so
both house and horse facilities play large
roles in the property purchase. Most
individuals with two to four horses want
at least three to five acres or more, with
the horse numbers ultimately dictating
property size.

Turnout ability, the amount of onsite
grazing and whether a place has steel
pipe, portable panels or wooden fences
typically are important to the individual
|:1-.m r. “And the condition of everything

counts, too,” Ron cautions. h]:iu:r'i.‘r.“
don't want a cribbed-on barn that's
about to fall in. Typically this hands-on
]1I1r:'||.1.~|~r feeds the horses twice a 'lﬂ_'r'-.
and locks for amenities that make the
daily routine and maintenance casier.
The quality ef improvements is a key
factor when a purchaser selects a place”
3. Water and utilities. Although
onsite utilities aren 't as critical for the
individual, perhaps, as for the profes
sional, an adequate water supply and
utility choices also deserve consider-
ation by the recreational rider. As with
the trainer, the pleasure rider must

weich pros and cons of electricity and
E .
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Ron Morris

For co-founder Bon Marris, Ranch Marketing Associates
provides the best of both worlds — the real-estate busi-
ness and the horse industry.

Association events and local jackpots.

years, Ron combined his real-estate acumen with his enthusiasm for ranching and is
one of the founding partners in Ranch Marketing Associates.

He lives near Denver, where his wife and daughter compete on Paint Horses in both
westem and English events. And, yes, he's a roper, primarily for recreation. He's now
roping on & Paint Horse that he bred and raised and competes in American Paint Horse

Ranch Marketing Associates, 970-535-0881, Denver, Colorado; 970-927-3850,
pspen, Colorade; or 310-275-2222 in Beverly Hills, California; www.rmabrokers.com.

A Colorado native, real-estate professional
Ron Morris worked on his uncle’s ranch
from age 4 through high school. Although
he and his father, an avid hunter and fish-
arman, shared outdoor experignces, Ron
says, “As | got older, | evolved more into
cowboying.”

A& praduate of the University of Northem
Colorado, the cowboy became a “young,
single and mobile” commercial and indus-
trial real-estate pro traveling the country,
But he continued to cowboy and always
kept a few horses. Then, after almost 20

natural gas. “If an individual with show
horses wants to heat the barn with
electricity,” Ron says, “that will cer
t.]j!:]_',' mean dlggj_ng dl_‘i_‘P in the |HK"]{L‘.L‘§."

4. Feed accessibility. For the indi-
vidual horse owner, easy accessibility to
feed sources is a major consideration in
selecting a horse property. “Ifan individhzal
can purchase both hay and grainata le scal
feed store, that convenience plays a big
role,” Ron says, “because the individual
owner doesn't buy in bulk. A trainer often
i‘.-u].-'::- asemi-load, but the individual E‘-'I.I_‘r'h'
a pickup-load because of limited storape
faclities. Most individuals prefer to buy
lc;-L‘all:.'_ ﬂ]l‘.huugh that :tljght cost a little
maore, it's convenient and easier.

5. Drainage, soil condition and
manure management. As with the
professional, the individual horse owner
also must deal with drainage, soil and
manure, “just onasmaller scale,” Ron
comments. “Even with only two ar four
horses, there’s still manure, and nobody
wants horses standing in 12 inches of
muck, A site on a bit of hillside, instead

of the bottom country, will drain better

and simply be easier to maint ain.”

The Horse-Property
Seller

1. Put a shine on the improvements.
Mo matter if a horse property servesasa
hrunling operation, training fal_‘i[i'l_".' ar
recreational rider’s horse-home, replacing
chewed wood, painting barns, re roving
mmanure and tL‘aer]g down 'pml: 1‘!!.1“(1[:1515
gives the property more eye appeal.

“M .ﬂung aplace FIl‘l:_'!-H._‘r'H.l] e is the most
important thing the seller can do,” Ron
says, “and most of those repairs are within
the average person’s ability. The economic
status doesn’t matter; ['ve seen junked
cars, manure piles and torn-up fences
everywhere, but when they're eliminated,
any place has a chance to shine”

2. Improve drainage. Fill-dirt and
road-base should be added wherever
necessary, especially on roads and parking
areas, so a prospective buyer doesn'’t
“hottom-out” his vehicle in a mud hole.



“A potential buyer shouldn't have to
walk through mud to the barns either,”
Ron adds. “Anyone can easily put gravel
or road-base in those areas,

“As for horse runs, [ like ‘Squeege,
a small, tiny rock, about the size of a
Fenr:il eraser. A horse won't ingest
Squeege as he will sand. Squeege’'s a
good, presentable surface that drains
well, and it's good horse footing: one
can turn and run without slipping and
sliding. Although road-base is good on
wu]ic.wn:,‘.sr it's too hard for runs, and
can damage a horse’s feet, just as standing
on concrele can., ﬂn}' gl':l.'l."l?'] L"G!ITIPJ.I!I}-
carries Squeege. It must be replenished
EvETY Few years, so it's not the Eml-all,"
Ron admits, “but it's a good material”

3. Improve fencing, Ron recommends
rn:placi.ng wooden fmci.ng with steel or
hot-wire, cost-effective alternatives, Well-
maintained, eye-catching wooden fences
are best for turnouts with p[cnl}' of grass,
50 a horse seldom chews the wood. *But
a corral simation is different.” Bon notes,
“Because the horse is bored, he chews ar
cribs. More people prefer fixed steel panels
or portables for corrals. As far as corral
panels go, they're not totally ideal when
several horses are close and crowded ”

4, Convert to antomatic waterers.
“Nobody likes dragging hoses,” Ron
grins, *Automatic waterers improve a
place and make it a bit more appealing
and attractive to a horseperson.”

5. Maintain grass on the property.
“Don't let the place get grubbed down to
“That's key here in
the drier Rocky Mountain country, where

dirt,” Bon cautions.
horses turned out on grass daily should
be put up at night. When horses are out
all the time, the owner will have nothing
but a dirt patch. That's a prohibitive factor
in the property’s curb appeal ”

The Common-Sense
Factor

Which sells the horseperson on a great
horse property, the house or the barn?
Again, that depends on the person, Ron

says, “In most respects, the barn sells the

true hard-and-fast horseperson more so
than the house. But that can be a coin
toss. IFhe’s a committed roper and she’s
a recreational rider, obviously he focuses
on the facilities, and her attention’s prob-
ably on the house.

“However, it's usually the woman
who's more in tune with a horse oper-
“When that’s the
case, she focuses on improvements and

ation,” Ron continues.

the amenities that make maintenance
easier, just about as much as the house,
The guy always says whatever warks for
her is fine; it’s her barn.

“The overriding factor in inding and
deciding what to do with a horse prop-
erty is that common-sense factor. That's
no different from working or handling
a horse. Just apply common sense,” Ron

“and _-,-nu'l] be fine.” ¥

advizes,
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Each issue of The Journal is packed with information, news, photography,
history & cven a little whimsy—all bearing on the heavy horse trade.

If vou are not already receiving this unique magazine, you are missing out!
With over 20,000 subscribers, it's the most widely read publication
devoted exclusively to the subject in the world.

VISIT OUR WEBSITE: WWW.DRAFTHORSEJOURNAL.COM

One recent back issue - $7.50 postage paid
Two or more recent back issues - $7 each postage paid

{back issues from over a vear agn — 53 each postage paid)
Canaclian & Foreign ardess, please add 58 shipping

Su hSCriptiﬂIl Rates: (1.5 Funds - Inchuding GST £ HST)

1 yvear U.S. - $27 Canada™ -

$32 Foreign - $37

2 years U.S. - $46 Canada® - $59 Foreign - $66
*NEW BRUNSWICK. *NEWFOUNDLAND / LABRADOR & *NOVA SC0TIA

f-year - §35 ! 2oyear - 562

200+ pages each issve! - FOUR times a year!

Fhe Draft Horte Journal

Dept. WH, P.O. Box 670 = Waverly, lowa 50677
"“‘3‘ Call (319) 352-4046 or Fax (319) 352-2232
[ E-mail: dhjsubs@forbin.net

The World’s Foremost Heavy Horse & Mule Publication
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