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It’s where your roots were planted. You dreamed of 
one day making it your own - Your dream was 
becoming reality.

You were energized about the possibilities around the 
property: Constructing your dream ranch home and 
large pole building, having horses and a tractor, and
hunting out of your backyard. It was your oasis.

…But then your priorities changed…

Your kids kept growing and are onto their own adven-
tures. Your finances are different. Rather than have a 
new 30 year mortgage and construction loans, you’d 
rather sell and place the equity into your retirement 
account. You haven’t utilized the property’s full poten-
tial for the past 5 years like you used to.

There’s a deep history here. It’s where your grandpar-
ents and parents staked their claim into the American 
Dream. There have been countless hours baling hay. 
You know the way deer travel through the property 
like the back of your hand. You can’t let that go. This 
is part of your heritage and legacy after all. Will new 
owners appreciate the property like you did? What 
will other people think? Is now a good time to sell? 
Your mind contains more questions than answers. 
You're mentally drained.
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You’re Not Alone



You bargain for a solution. You thought you were 
making the right adjustments and choices for 
everyone... Deep down you know you’re reason-
ing with the inevitable. It’s easier to rationalize 
with yourself by saying: “What’s one more year 
of making payments?”  “The market isn’t good 
right now.”  “I don’t have to sell.”

…None of that solved your problem…

You tackled some of the maintenance items but 
wrote the check to pay for their work. You have 
a vacation saved on your computer, but anoth-
er year passes with not enough money or time. 
Remember those property taxes? Those are your 
vacations now. You keep planning for early 
retirement but feel as though retirement is being 
delayed.

And now you’re stuck… and if you don’t fix it, 
your life will head into an undesirable direction.

This property has been a part of you for genera-
tions. You don’t know life without it, and the 
thought of anything different is overwhelming. 
If this is you, please know that you're not alone. 
This is one life phase, and I’ve helped Wisconsin 
land and farm owners sell their property and 
start on the next chapter in their lives.

There may be some doubt and hesitation that 
creeps in while preparing a plan to sell your 
property. There is a proven way to be prepared 
for the next chapter in your life… You’re not 
alone in this process.
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What Makes Me ‘Me’
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Hi, I’m Al Wisnefske. It wasn’t until my last semester at UW-Stevens 
Point that I even knew how real estate worked. Through a real 
estate investment class, I got a glimpse of the real estate world, 
and I was hooked.

Forging your own path brings out your highest and true potential. 
My life goal was to start a business and be successful. It’s what I 
wanted to do and was meant to do. Real estate was the avenue 
I was going to pursue to make that happen.

After passing both my salesperson and broker exam, I was ready 
to sling some real estate. I owned my own firm, Wisnefske Real 
Estate, LLC., which never sold a property. To my credit, I only 
wished to get into investments, not sales. I did show some hunting 
properties for my dad in Waupaca County.

I ended up signing on with a brokerage of hunting property. The 
company is one of the largest camouflage and licensing compa-
nies in the world. It was a childhood dream to work for them. I had 
some closings, made some money, but never got going.

Self-doubt, low confidence, and outside pressure to “get a real 
job” were creeping in. The safe route was to get a “regular job” 
and settle back in. So I did. I took a delivery job. The company was 
great. The people were great. I loved talking with the customers.

I ended up leaving that job to start a position in sales at a local 
powersports store. I had never truly sold anything in my life. This was 
the largest learning curve I ever faced. I loved helping customers 
and grew to love sales.

While working these two jobs, I still held my license and closed 
some deals. The broker from my first brokerage went and joined
a growing team. He convinced me to join him.



I knew if I wanted to help as many people as possible, I needed to 
jump in full-time. So I did. I left the security. I left the insurance. I left 
the retirement account. Inside, I was never going back.

As time went by, I learned and applied as much as I could. I helped
more people, closed more deals, and got better. I also went back 
to school. I’m a huge believer in higher education. To me, it’s more
than studying a topic. It’s about the experience. I was forced to 
be on my own, pay for expenses, meet and grow with complete 
strangers, and think outside the box.

I proudly hold a Bachelor’s Degree in Business Administration from 
the University of Wisconsin-Stevens Point and a Masters of Business 
Administration from Marylhurst University.

Being forced out of my comfort zone by a constant drive for 
more has helped me to become a better broker for my clients. 
It’s forced me to be humble and authentic. I know how important
your property sale is to you, so there's no time for me to be some-
thing other than my best.

My most important job is to be connected to your situation and 
treat you like I would a friend or family member. I often ask clients, 
“Besides selling, what is the most important thing you are looking 
for?” The most common response is, “I want someone I can trust, 
that is ethical, that communicates with me.” I take pride in being 
all of those things. I love helping land and farm owners sell their 
properties and start on the next chapter of their life quickly and 
easily.

I’ve developed a proven 5 - step LEGACY rocess for property 
owners whose lifestyles have shifted. Their properties have become
more of a liability than an asset. This process serves as the foundation
for cementing your legacy. This is a simple and seamless transition 
to selling your property and starting on the next chapter in your life.
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Step 1 - LEARN

Step 2 - ELEVATE
1
2

To fully understand your problems, fears, and desires about the selling 
process, we need to learn what your big WHY is - Why are you selling? 
Why now? Why is this the right choice? We’ll work together to under-
stand what’s currently going on in your life that is pushing you to make
this change. We want to map out what features your current situation 
is lacking and what your end goal is.

We’ll put pen to paper here. It’s vital to understand as much as possible
before getting started. We also may come to terms that we aren’t a 
good fit for each other - and that’s okay! It’s best to have this important
conversation first.

Tim Allen was the star of the show Home Improvement. He was notorious 
for always making crazy upgrades to his home. Unfortunately, they 
usually ended up creating more damage than actually improving the 
property. We want to avoid that. We need to make sure your property
is show-ready and elevate it amongst other listings.

Enhancing your property with mowed trails, marked property corners, 
easy access, and picked up garbage will add to the overall appeal 
of your property. People can get turned off by doing a driveby or 
opening the door and the property is in poor condition. We want 
people to come out and be able to imagine themselves using the 
property. We don’t want to miss out on a buyer because we weren’t 
prepared for them.
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The LEGACY Process
Confidently sell your property and start 

the next chapter in your life.

Step 3 - GENERATE
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I want to add horsepower to your listing. Understanding the market 
based on comparable sales and listings gives us a competitive price. 
Generating leads, showings, and feedback are all vital for the sale of 
your property. Highly targeted and leveraged marketing will increase 
our exposure level. Studies show that buyers online are about 6-18 
months away from actually purchasing. Every agent is going to tell 
you they’ll put your property on the MLS and a sign in the ground, 
but that’s not enough. It’s the bare minimum. That alone doesn’t 
get your property sold.

Here is where I turbocharge your listing's marketing. Social media 
and online marketing are king. We’ll determine who our buyer is 
and target them. On average, it takes someone 7 touches before 
they notice your property. Our social media and websites are designed
to reach buyers at this exposure level. Being a Signature Partner for 
top sites such as: Lands of America, LandWatch, and Land and Farm 
puts you ahead of the competition from Day 1. You’ll also be getting 
an update every Monday about the progress of your listing. We’ll be 
traveling together every step of the way. This will yield written offers 
for you to consider, and at that point, it’s all about netting you the 
most money possible.
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Step 4 - ACCEPT

Step 5 - CLOSE

4
Offers came in and you settled on one you want to work with. There 
are major steps in the offer itself that need to be worked out. There 
are a lot of moving parts and issues that may arise. Staying calm, 
cool, and collected over the course of this process can be the 
difference between closing and a deal falling through. We need 
to make sure everything stays on track and we clear all the contin-
gencies. I’ll send you a checklist of all the conditions we need to 
meet before closing. Inspections, appraisals, and financing are all 
hurdles we’ll need to jump over, and we’ll confidently jump over them.

Title work and closing statements will be prepared by the title com-
pany. We’ll set the final closing date and time as well as final walk-
throughs to wrap this deal up. At this point, we have gone through 
a lot. We have found the perfect buyer for your property. All prior 
steps helped set the stage for the end. We are going to make sure 
the transaction goes as planned.

5We’ve reached closing day! Everyone is gathered around the 
closing table and signing the final documents with keys and any 
final information being exchanged. The CLOSE is the transition line. 
You’re closing one chapter and starting the next.

Using the LEGACY rocess allows the steps to be laid 
out right in front of you. You can rely on a proven 
framework and confidently make decisions about 
the next chapter in your life.
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Rather than being overwhelmed and not taking
action, you finally know exactly what to do 
and what comes next. Mentally and physically 
you’re comfortable with your next step and 
transition to a new situation. Your quality of life 
is drastically improved.

No more additional property tax payments or 
money lost to repairs. This gives financial free-
dom, and your finances will be back in line. 
Equity from the sale can be used to take a trip 
or buy a new truck. You can also add to your 
retirement account.

Your time is spent on vacations to the Rockies,
an adventurous hunting trip, and with loved 
ones. You’ve traded time spent on mainte-
nance, driving, and stress for quality time with 
family, friends, and relaxation.
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Your Next Chapter
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I met Al in 2015 at a sport show and got on his land search email list. In 
2019 when I was ready to purchase I called him up and we formulated 
a plan. From the get-go working with Al was a breeze. I told Al the type 
of hunting land I was looking for and we set out from there. We looked 
at multiple properties, each one fell within the parameters we discussed 
and was never out of range financially. When it came time to putting an 
offer in and negotiating, I always felt Al had my back. He would give me 
realistic expectations while working to negotiate the best price for me. 
From walking properties to the final closing documents, I trusted Al 100% 
and he never let me down. As an avid outdoorsman and conservation 
steward himself, Al should be the first person anyone calls if they are 
looking to purchase hunting or recreational property.

Dan S.

What My Clients Say
This is a proven process. I’ve built up countless raving 

fans. Here is what a few of my clients have said:
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“Al has helped our family sell a home and purchase a property up north. 
On both buying and selling a property, you will not find a better agent! 
From negotiating to signing the final documents, Al was there every step 
of the way. He was always available to answer questions and went 
above and beyond to make sure we had a great experience. His 
in-depth knowledge of marketing, negotiating, and contracts make 
him an invaluable advisor. If you are looking to buy or sell a property, I 
can't recommend Al enough! He will exceed your expectations and 
work hard for you. He is someone to trust with all your real estate needs!”

Nate  D.

I had a difficult property to sell having an easement that was not con-
forming. I tried 3 other realtors (one of them was a friend of mine) with 
zero success and was getting frustrated. I received a postcard from Al 
and thought I would give him a shot. He worked with me and found me a 
great real estate attorney to help get the easement conforming to make 
it a more sale-able piece of land. No other realtor was willing to help to 
get this done. That includes Shorewest, First Weber, and Vesta. Once that 
was done we were able find a buyer and close on the sale. Throughout 
the entire process Al had great communication and went the extra mile 
to get my property to close. Without Al I couldn't have done it.

Jeff  M.

Al was great! Helped us get what we 
were looking for and helped us sell our 
home also. We sold our home 48 hours
after listing with Al. He was patient and 
understanding with us and even put up 
with an extremely disrespectful Realtor 
& her clients through the whole thing. 
Al may be young but he was raised with 
the right values and gives you that old 
fashion feeling that a simple handshake 
offers. Thank you Al for helping us through 
both sides of the process and seeing it 
through to the end!

Tom  S.



Past Sales
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SOLD | $355,000

86+/- Acres

Dodge County

Building Site, Farm 
and Recreation Land



SOLD | $467,500

10+/- Acres

Washington County

Hobby Farm

SOLD | $460,000

58+/- Acres

Sheboygan County

Building Site and 
Recreation Land 

with Lake
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Past Sales

SOLD | $309,000

16+/- Acres

Ozaukee County

Building Site and
Tree Farm
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SOLD | $241,200

36+/- Acres

Sheboygan County

Building Site and
Farmland

SOLD | $676,000

79+/- Acres

Dodge County

Farm House
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Services Premium - 6% Signature - 7%

MLS Entry (2.5% Co-Broke)

Field & Negotiate Offers

Online Showing Scheduler

Monday Update

Signage - Direct Cell Number

ListHub Package (80+ Websites)

Drone Photos

Interactive Map (MapRight)

50+ Direct Mail Campaign

$100+ Facebook Ad Spend

Signature Lands of America Listing

Commission Structure

20

Next Steps
Walk through the property with your Broker

Select property pricing and marketing plan

Review listing documents and sign necessary agreements

Work with your Broker for any pictures and videos

Make sure the property is "show ready"

Prepare for showings and questions from Buyers

Receive an update every Monday from your Broker 
on the progress of the listing
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If you’re ready to take the next step to sell your current 
property that no longer fits your lifestyle and start on the 
next chapter in your life call me at 262-305-7494 or email 
me at al@landandlegacygroup.com.

Facebook: @landandlegacygroup
Instagram: @alwisnefske 

Let’s Get Started
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