
Selling a farm is in many ways similar to selling a house; first impressions count 
and they can easily make or break a sale. Of course selling a farm is not simply a 
case of clearing out the clutter, splashing some fresh paint around and having a 
good old tidy, (although it wouldn’t hurt). 

For a start farms tend to be bigger, with more ‘parts’ to consider and many operate as 
complex businesses and some farms have been in the same family for generations.

So how do you go about selling a farm and what should you do to ensure you achieve 
the best price possible?

• What do you want to achieve through this 
sale? Buy another farm, retire or something 
completely different? 

• How quickly do you want to sell? 
On average it usually takes around 4-6 
months to sell a farm, with the spring 
months being the most popular time. 

• How do you want to sell? Private Treaty, an 
auction with lots or by tender? Are livestock 
and equipment to be sold separately or are 
you taking these with you? Would you like 
to retain the house or a section of land?

• What are the potential tax implications 
involved?  Talk to your accountant first.

• Is there a farm building which might benefit 
from having planning permission agreed on 

it as part of the sale and would the cost and 
effort this would take be of benefit to the 
overall price?

• Is your paperwork in order? It’s always good 
to make sure you have the relevant deeds 
and paperwork to hand. 

• Are all your records up-to-date? From milk 
yields, lambing rates, cropping figures and 
soil testing, to information on any recent 
improvements.

• Has your property had any issues which 
potential vendors need to be aware of? 
This might include rights of way, water 
or broadband suppliers. Are there any 
potential local developments on the
 horizon? 

Start by considering:

How to sell your farm
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Also you will need to think about…
What work might need doing in advance and during the sale. You will need to think carefully 
about what is worth doing and how you achieve this. It may seem trivial, but appearance does 
matter.

Once you have considered these points the next step is to pick an agent; it’s important you get 
the right one for your needs. Picking a local firm might be the best choice especially for local 
knowledge, networks and markets, but if you want to maximise your selling potential also 
check out their national presence.  

• Fix fences

• Fill in potholes

• Clean out gutters and drains

• Tidy and muck out livestock sheds

• Maintain grass cutting on fields and
 gardens

• Plant flowers and tidy beds

• Clear any clutter and freshen up the
 farmhouse

• Make sure any relevant farm equipment
 is in full working order

• Make sure potential vendors can easily
 view the whole of the farm, by clearing
 paths and maintaining tracks.

Suggested to do list...

• Their local market presence

• Areas they cover and national presence

• Have they got experience in marketing 
similar properties (check out their website)?

• How will they market your property? 

• What experience and knowledge do they 
have to support you? Look at qualifications, 
services offered and breadth of local 
knowledge

• What are their fees?

• What options do they offer for selling, 
auction, private treaty or formal tender? 

When looking for an agent think about:

While not exhaustive, this should give you an idea of what to ask. You need to choose a firm 
who will not only achieve the best price possible, but support and advise you along the way. 
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It may all seem a bit overwhelming, but it doesn’t need to be. A good 
agent will guide you through it all.

We understand how complex and confusing it can all seem, but having been born and bred in 
the West Country, we have a vast amount of local and national market experience. 

With a network of 19 offices across Dorset, Devon and Somerset as well as an office in the 
heart of London’s Mayfair, we are able to draw on expertise within the firm on a wide variety of 
complex issues. 

From estate management and tenancy concerns to planning, building consultancy, 
renewables, tax and funding advice. Our experienced RICS qualified chartered surveyors, 
CAAV qualified valuers and auctioneers will be able to help you achieve the best price and 
terms possible, supporting you throughout your sale.

In addition our Sedgemoor Auction Centre is the largest agricultural market in the South West 
and our one day market is the largest in Europe. Our auctions achieve great results, regularly 
attracting buyers from across England and Wales.  

To find out how we can help you, visit gth.net to find your nearest office.
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