
This guide is designed to help you list and sell your campground 

quickly and get the price you deserve to secure your future! 
 
1. Get a professional valuation by a broker who is familiar 

with the campground and RV Park business. Unlike other 
businesses, The camping and RVing industry brings with it many 

different aspects than other businesses. Normal business brokers 
unfamiliar with these may assess your park too high or too low. 
Getting an accurate and professional valuation of your park is the 

first step towards getting the best price for your park. 
2. Determine Tax implications. Talk to your CPA and get them on 

board with the sale early. They can save you thousands of dollars! 
Keep that confidentiality agreement at the forefront of your mind. 

3. Determine Acceptable Financing Options. Some sellers want 

to owner finance for tax purposes, others want 100% financing 
from a bank or investors so they can reinvest in other businesses 

to shelter taxes. Talk to your campground broker and CPA to get 
the whole picture. Determine what is right for you.  

4. Plan ahead.  As true with selling any type of business, selling 

your campground or RV Park will likely take longer than you might 
realize. The listing times vary greatly by size of park, current mar-

ket prices, interest rates, and current economic situation. It can 
take several years, in some instances. Therefore, as soon as 
you’ve made that decision to list, you need to start making plans 

towards that that direction. The first of which is to start working 
on the curbside appeal of the campground or RV Park.  

5. Maintain Confidentiality! Don’t tell anyone the park is for sale. 
Seasonals or extended stay guests who don’t want to be there un-

der new ownership might leave, hurting the buyer’s income. If the 
sale doesn’t go through for some reason, they may leave because 
they know you are, which negatively affects your asking price. The 

same is true of employees. They may not want to work for new 
owners. Which could leave the new owners short handed, and un-

able to operate the campground in the same manner you have 
been. And if the sale falls through for some reason, then the em-
ployees not returning may hurt your ability to operate your busy 

park the same way you have been. Word spreads quickly, and the 
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Continued... 
news of a sale can affect friendships, customers, competitors, 

neighbors, and more in unexpected ways. This is why confidenti-
ality is so important. Sellers can be inundated with unqualified 

and nosey neighbors wanting to know what your business is 
worth. As you might guess, this might place you, your family, or 
your staff in awkward situations. Keep that confidentiality agree-

ment at the forefront of your mind.  
6. Organize your records. Update your financials, clean up cus-

tomer lists, email and mailing lists, seasonal or extended-stay 
camping agreements, past camper nights and occupancies, fu-
ture reservations, and wait lists. You are legally required to pre-

sent an accurate picture of your campground, business finances, 
and facilities. Don’t forget that you will need names and contact 

info of vendors. You’ll need a list of all websites, social media 
pages, with emails and passwords. They are part of the “good 
will” you are selling, too.  

7. Gather info to write an accurate description of your park. 
Gather info for the broker, the number of acres on property deed 

(number of acres improved and unimproved); permits; licenses; 
easements; mineral and water rights; utility types and suppliers 

with number of services, coverage, etc; total number of camp-
sites by type; sizes of buildings (with list of interior room sizes 
and contents (i.e. the number of bathroom and shower stalls, 

urinals, washers and dryers, etc.); permits for sewer, water, pro-
pane, food services, etc. You’ll need equipment lists included in 

the operations and sale. In general, everything used to operate 
the business as you have been, should be included in the price 
and the sale.    

8. Consider Timing. Most seasonal campgrounds want to sell and 
close at or near the end of the busy season. So, back up the tim-

ing of any projects, to have completion prior to listing, and defi-
nitely prior to closing. 

9. Determine Involvement and Training Periods post-sale. If 

you intend to train the new owners/managers, what is the ap-
propriate training period? Are you willing to be a paid consultant 

or an ongoing manager during a training period? These are all 
questions you need to decide and then discuss with your broker. 

10. Choose the Right Broker. You need to select a broker with a 

strong background in marketing, sales, and closings. They are 
best qualified to market, sell, and help you navigate the closing 

on your business sale. They should possess a strong knowledge 
of the outdoor hospitality business, and have the benefit of es-
tablished connections within the industry. They can market your 

Campground or RV Park with discretion and protect your privacy 
and business in the process.               
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Campground realty, like other businesses realty, is part location, 

part accounting numbers, part experience, part current market, and 
part economy.   
 

Multipliers:  
Some campground brokers use a multiplier. They’ll tell you that on 

average, campgrounds are going for 3, 3.5, or 4 times the park’s 
average gross over the last three seasons. In general, while that 
may be true, there is much more that goes into the pricing of a 

park.  
 

Cap Rates:  
Some Brokers use a Cap Rate. The capitalization rate (also known 
as cap rate) is used in commercial real estate to indicate the rate of 

return that is expected to be generated on a real estate invest-
ment property. The problem with using this method for the camp-

ground and RV park industry, is that it is easily manipulated by 
what is included or excluded in the calculations. Some examples are 
labor costs, maintenance costs, etc. They simply don’t tell the whole 

story. And the buyer needs to calculate the cap rate based on how 
THEY will operate the business, because it might not be the same as 

the way the current owner operates it currently. Cap rates in the 
campground market can range from 5 percent to 15 percent – with 
most parks falling between 8 percent to 11 percent. Where does 

yours fall? 
 

Net Operating Income (NOI):  
NOI is the gross profit, minus operating expenses. It is a better 

gauge of profitability for setting a price than multipliers and cap 
rates. But it means you have to get all your business on the books! 
You have to prove to the buyer what your real bottom line is.  

 
What other factors effect Price?  

Some of the things that effect price include location, land values, 
quality and condition of buildings, age and condition of utilities, etc. 
Other things that are not as obvious are things like economy, inter-

est rates, the current market, and the economy.  
 Location, location, location definitely factors into the pric-

ing of campgrounds. Plain and simple, people pay more for 
campgrounds near large national parks, on the water, on the 
mountain with a view, in a high tourism area, etc. 

 Land values are often the reason campgrounds are pur-
chased and then the land is used for something else. There 

are situations where prime real-estate is valued higher than the 
value of the continued operation of the business. A sad but true 
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Campground Pricing: 

 Multipliers 

 Cap Rates 

 NOI 

 Location 

 Land Value 

 Condition 

 Franchised vs inde-

pendentl 

 Current Market 

 Interest Rates 

 Current economy 



 Obviously, the condition and level of maintenance (or lack 

there of) of buildings, facilities, and utilities is a huge fac-
tor. 

 In general, franchised parks bring a higher value than in-

dependently owned and operated parks. That is because 
they have a corporate name behind them. Most franchises re-

quire education classes, higher quality levels, professional ap-
pearances and signage, a higher level of quality, cleanliness, 
maintenance, and amenities.    

 Current market is another factor. Sales prices are sometimes 
determined in a seller’s market, sometimes a buyer’s market, 

and sometimes during periods of transition between the two. 
This can have an impact on pricing.   

 Interest rates are a huge factor. One year interest rates can 

be 3.5% and two years later running 7+%. This unexpected fac-
tor does factor into the asking price, as well. 

 The overall economy at the time determines the availabil-
ity of getting a loan. Loans are more difficult to get during a 
recession, even though campgrounds, historically, still perform 

well in recessionary times.  
 

All these factors effect pricing. That is part of the reason, sellers 
tend to use brokers who have a history of knowledge and experi-
ence with the camping and RV park industry. It really does make a 

huge difference.  
 

At Danielle Windus-Cook Properties, LLC, we utilize these 
and other methods of calculating campground valuations 

which includes our years of experience. Cathy Reinard brings 
over 25 years of history of both owning and operating campgrounds 
and RV parks in addition to her brokerage experience, and Danielle 

Windus-Cook brings over 35 years of campground realty experience 
to the table.  

 
We want to price the campground correctly to get the seller the best 
possible sales price for their business, but to also price it so it can 

be successfully financed. That is why our previous customers rec-
ommend us to others in the campground and RV park industry.   

 
We don’t just market campgrounds and RV parks. We do valuations, 
hold buyers workshops, help potential buyers become qualified buy-

ers, market campgrounds for sale, help negotiate and write con-
tracts, and help buyers acquire financing to buy your campground 

or RV park.    
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Campground Pricing: 
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One question asked a lot by sellers is what projects should be done and 

which projects shouldn’t be done while the campground is for sale or sale is 

pending? 

 

Projects you should complete while campground or RV Park sale is in pro-

gress: 

 

 Emergency Repairs. Examples might be storm damage roof repairs, 

lake dam reinforcement, pool leaks, etc. 

 Curb Appeal. Relatively inexpensive improvements to up the curb ap-

peal. Examples new mulch, paint jobs, etc. 

 Operational Projects. Examples are water or sewer treatment re-

quirements to remain lawfully operational. 

 Planned expansion or upgrades. These might be multiple year pro-

jects that you are in the second or third year of a project. Do you com-

plete it or not? The simple answer is Yes, most likely. Examples like 

adding new sites or cabins, shows increased demand and means more 

potential future income for the buyer! What buyer would not want that 

scenario?    

 

Do not start any major expansions or upgrades if they are not already in 

progress. You are not likely to get all of your money back. The campground 

sales price is generally set on what you are currently earning. Normally 

large projects take several years to recoup costs. Those increased earnings 

don’t show up for several years. So unless your sales plan is 5-7 years out, 

don’t do it. And even then, you should do a ROI, to see if you’ll recoup it 

prior to the sale. 
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Campground Projects 
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Danielle Windus-Cook is the Broker/Owner of Danielle Win-
dus-Cook Properties in Brockport, New York. Since its open-
ing, Danielle has seen Danielle Windus-Cook Properties 
through residential, commercial, and campground sales. Her 
nearly 30 years of experience in mortgage origination and 
real estate sales provide Danielle with full knowledge and 
experience through each transaction from start to finish. 
 
In addition to her Brockport office, Danielle is an Associate 

Broker with a firm on Long Island. Her travels between the two offices allow her 
the availability and presence across all New York State for campground trans-
actions. 
 
Meeting with each buyer and seller and preparing and evaluating properties 
drives Danielle to know what is at the heart of each client’s transaction. She 
knows that it is more than just fitting her client’s needs. These are lifelong in-
vestments extending beyond the close of each transaction. 

 
Danielle can be reached at  

danielle@dwcproperties.com    
cell 585-615-4521 

 
Cathy Reinard is an Associate Broker with Danielle Windus 

Cook Properties, LLC.  While Cathy is the designated realtor 

for the Own a KOA resale program, she does list and sell con-

version opportunities and independent parks as well all over 

the United States. Prior to becoming a realtor, she was an 

industry consultant and operator of three different RV parks 

over the years. One in the Yogi system and two in the KOA 

system. She is currently the owner of a park in the Catskill 

Mountains of New York that she is converting to the KOA sys-

tem. This time as a semi-absentee owner. 

 

Cathy has won numerous industry awards over the years for the growth in in-

come of her parks, the quality of facilities, her customer service skills, recrea-

tional programming, and marketing prowess. Her parks are always consistently 

rated by all rating agencies in the top five percent in the nation. She purchased 

her first park in the late 90’s. She has been a part of the ever-evolving industry 

ever since. 

 

Cathy gives extensively of her time presenting at numerous industry confer-

ences on various marketing and operational topics. Cathy has her BS in Indus-

trial Management and her MBA in Marketing. 

 

Prior to becoming a campground owner Cathy worked in corporate America as a 

sales representative for Polaroid winning the industrial division salesperson of 

the year award and then later as the Industrial Gas Manager for PSE&G. 
 

Cathy can be reached at  

cathy@dwcproperties.com   

cell 518-755-0792 
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Please respect  

confidentiality:   

 

Information in this and 

our sales documents 

may not be reproduced 

or shared to third par-

ties without the written 

consent of Danielle 

Windus-Cook Proper-

ties, LLC.  
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