
Planning the Next Chapter of Your Legacy 

Guide to Vineyard & 
Luxury Estate Succession 

You didn’t acquire your property by accident. Whether it is a vineyard, a 
winery, or a luxury country estate, it represents decades of effort, good 
judgment, and hard-earned success. It is land you chose carefully, 

improved thoughtfully, and stewarded responsibly.


This guide is designed to help you think through those questions with clarity and 
confidence, at your own pace, and with the support of experienced professionals 
who understand the weight of these decisions.

“Succession planning isn’t just about deciding what happens next—it’s about making sure your property 
continues to thrive in a way that reflects your values and vision.”
– Ernest Berghof, Broker/CEO, Berghof Realty
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A Different Kind of Planning 
Planning what comes next is not simply a financial decision. It is a personal 
one.For many owners, questions about succession arise quietly and gradually:


• What happens to the property when I’m no longer managing it day to day?


• Will my family be aligned—or burdened—by what I leave behind?


• How do I protect what I’ve built without unnecessary risk or disruption?

Legacy planning for significant properties—vineyards, wineries, and luxury 
country estates—is not about rushing toward an outcome. It is about maintaining 
control, reducing uncertainty, and ensuring that your wishes are respected.


The most successful transitions share a few common traits:


• Conversations begin early and are handled thoughtfully


• Decisions are guided by structure, not pressure


• Advisors are chosen for experience, discretion, and judgment


Above all, the process respects the owner.
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Step 1: Creating Space for the Right 
Conversations 

Many property owners delay succession conversations not because they are 
unprepared, but because they want to avoid conflict or discomfort. This is 
understandable—these discussions often involve family, history, and 

deeply held emotions.


Starting the conversation early creates options. Waiting too long can limit them.


How to Approach the First Discussion 

• Set a calm, clear intention  
Frame the conversation around stewardship, clarity, and long-term security—
not immediate decisions. 

• Include the right people  
Family members, partners, or trusted advisors who may be affected should be 
invited into the process thoughtfully. 

• Use experienced facilitation when helpful  
A neutral, professional facilitator—such as a Board Certified Real Estate 
Mediator—can keep discussions productive and prevent misunderstandings 
from becoming lasting rifts.


Topics Worth Addressing Early 

• What does each person hope will happen with the property?


• Who, if anyone, is willing and able to take on responsibility?


• What concerns need to be acknowledged now rather than later?


A steady approach matters.  
Well-structured conversations tend to reduce anxiety, not increase it. Clarity 
brings peace of mind. 
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Step 2: Understanding the True Worth of 
Your Property 

Owners often know their property intimately—but formal planning requires 
stepping back and looking at it objectively.


For vineyards, wineries, and luxury country estates, value extends well beyond 
acreage or recent comparable sales.


What Should Be Evaluated 

• Market Value  
Land quality, location, improvements, plantings, water access, and 
entitlements.


• Operational or Lifestyle Considerations  
For vineyards and wineries: production, income, and scalability.  
For country estates: privacy, setting, architectural significance, and long-term 
desirability.


• Intangible Value  
History, reputation, craftsmanship, and the story behind the property.


Why This Matters 

Understanding the full picture allows you to:


• Make informed decisions without guesswork


• Treat family members fairly 


• Avoid surprises if a sale or transition becomes necessary


Quiet preparation is a form of protection.  
It preserves optionality and reduces risk—two things most long-term owners 
value deeply.

© Berghof Realty | DRE# 02026345



Step 3: Considering the Paths Forward—
Without Assumptions 

There is no single “correct” succession plan. What works well for one family or 
property may not be appropriate for another.


The key is objectivity.


Family Transition 

If keeping the property in the family is a goal, important questions include:


• Is there genuine interest, not just obligation?


• Is the next generation prepared—or willing to become prepared?


• What support systems would be needed to make this successful?


Alternative Structures 

In some cases, owners choose to:


• Retain ownership while reducing involvement


• Create partnerships that share responsibility


• Transition gradually over time rather than all at once


Strategic Sale 

For others, selling is the most responsible way to protect the property, simplify 
estate matters, and ensure that the next steward values what has been built.


Legacy is not defined solely by ownership.  
It is defined by care, intention, and foresight.
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Step 4: Preparing Thoughtfully and 
Deliberately 
Once direction begins to emerge, preparation becomes essential.


A well-considered plan typically addresses:


• Ownership and governance structure


• Financial and tax considerations


• Timing, milestones, and contingencies


For those contemplating a sale, preparation also includes positioning—ensuring 
the property is presented accurately, respectfully, and to the right audience.


Discretion is often more important than exposure.


Step 5: Working with Experienced, 
Trusted Advisors 
At this stage of life, most owners value advisors who are steady, established, and 
proven—people who have seen complexity before and know how to navigate it 
calmly.


The right team often includes:


• Mediators experienced in family and legacy matters


• Appraisers and valuation experts familiar with estate-scale properties


• Legal and tax professionals who understand long-term planning


• A real estate advisor with a history of handling significant properties discreetly
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How Berghof Realty Supports Private 
Clients 
Berghof Realty works with vineyard, winery, and luxury country estate owners 
through a Private Client process led by Ernest Berghof.


The approach is intentionally measured and structured:


• Clear planning before decisions are made


• Confidential guidance throughout the process


• Thoughtful coordination with legal, tax, and family advisors


• Careful stewardship of both property value and personal relationships


The objective is not speed.  
It is confidence, clarity, and peace of mind.


Your Property. Your History. Your 
Decision. 
You have spent a lifetime making careful choices.


Succession planning is simply the next expression of that same judgment—
ensuring that what you’ve built is protected, understood, and respected long after 
the decisions are made.


With the right preparation and trusted guidance, this next chapter can be 
approached calmly, securely, and on your own terms.
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About Ernest Berghof 

Ernest Berghof is the Broker and CEO of Berghof 
Realty and leads the firm’s Private Client Services 
for vineyard, winery, and luxury country estate 

owners throughout Sonoma and Napa Counties.


Licensed since 2008 and a broker since 2010, Ernest 
has guided clients through complex, high-value real 
estate decisions for more than fifteen years. He is 
known for a steady, systems-driven approach that 
emphasizes discretion, thoughtful planning, and long-term outcomes.


Clients often work with Ernest not for a single transaction, but for guidance 
during important transitions—when trust, experience, and sound judgment matter 
most.


Private, no-obligation consultation: 

Berghof Realty – Private Client Services  
Santa Rosa, California


(707) 480-4800
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