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CERTIFICATION 
 
 
I hereby certify that, to the best of our knowledge and belief:   
 
- The statements of fact contained in this report are true and correct. 
- The reported analyses, opinions and conclusions are limited only by the reported assumptions 

and limiting conditions, and are my personal, impartial, and unbiased professional analyses, 
opinions, and conclusions. 

- I have no present or prospective interest in the property that is the subject of this report, and no 
personal interest with respect to the parties involved. 

- I have performed no real estate services, as an appraiser or in any other capacity, regarding the 
property that is the subject of this report within the three-year period immediately preceding 
acceptance of this assignment.   

- I have no bias with respect to the property that is the subject of this report or to the parties 
involved with this assignment. 

- My engagement in this assignment was not contingent upon developing or reporting 
predetermined results. 

- My compensation for completing this assignment is not contingent upon the development or 
reporting of a predetermined result that favors the cause of the client, the attainment of a 
stipulated result, or the occurrence of a subsequent event directly related to the intended use of 
this appraisal. 

- My analysis, opinions, and conclusions were developed, and this report has been prepared, in 
conformity with the Uniform Standards of Professional Appraisal Practice. 

-  This consulting assignment was not made, nor was the consulting assignment rendered on the 
basis of a requested result, outcome or conclusion. 

- Steven L. Marshall, MAI, SRA, AI-GRS, has not made a personal inspection of the property that 
is the subject of this report.   

- No one other than Steven L. Marshall, MAI, SRA, AI-GRS, State-Certified General Real Estate 
Appraiser, License Number: RZ 155, and Brian A. Casey, State Certified General Real Estate 
Appraiser, License Number RZ 3079, provided professional assistance in the functions of data 
research, analysis, report writing, preparation of exhibits, and preparation of this Report.  Mr. 
Casey’s work was restricted to data research, document review, Excel spreadsheet data sorting, 
and preparation of charts and graphs.    

- This report is the result of a consulting assignment, it is not an appraisal report. The 2018-2019 
version USPAP allows appraisers to accept consulting assignments as long as a clear 
distinction is communicated. Several years ago, there were “appraisal standards” for appraisers 
to comply with within USPAP for consulting.  These standards have been removed from USPAP. 
Presently, the only mention of consulting is found in “Advisory Opinion 21” within USPAP.  The 
advisory opinion is only provided for guidance. Compliant with USPAP, this consulting 
assignment provides detailed, in-depth timeshare resort sales data, mechanical computations 
and analysis of the state of the timeshare resort market in Central Florida.  The consulting 
assignment discusses sales volume, illiquidity, difficulty selling a “resale timeshare unit” and the 
common hurdles the owner of a timeshare owner faces when attempting to sell their unit. It does 
not express an opinion of value. While Steven L. Marshall did not render an opinion of value 
regarding any Westgate properties or any property, he did act as an appraiser completing a 
consultation assignment fully compliant with professional standards and regulations (USPAP). 

 

Case 6:18-cv-01088-GAP-DCI   Document 112-35   Filed 10/07/19   Page 2 of 86 PageID 6821Case 1:19-cv-24704-JEM   Document 68-4   Entered on FLSD Docket 11/29/2020   Page 2 of 86



2 
 

 This report was prepared in connection with the above referenced matter and is to be used solely for 
the purposes of the subject litigation proceedings.  Distribution of this report and the use of any 

information contained herein for any other purpose is strictly prohibited. 

The reported analyses, opinions, and conclusions were developed, and this report has been prepared 
in conformity with the requirements of the Code of Professional Ethics and Standards of Professional 
Appraisal Practice of the Appraisal Institute, which include the Uniform Standards of Professional 
Appraisal Practice.  The use of this report is subject to the requirements of the Appraisal Institute 
relating to review by its duly authorized representatives.  As of the date of this report, Steven L. 
Marshall, MAI, SRA, AI-GRS has completed the requirements of the continuing education program of 
the Appraisal Institute.   
 
 
____________________________________ 
Steven L. Marshall, MAI, SRA, AI-GRS 
State-Certified General Real Estate Appraiser 
License Number:  RZ 155 
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1. SCOPE OF ENGAGEMENT 

 

1. Clayton, Roper & Marshall, Inc., was retained by the law firm Wilson Elser Moskowitz Edelman 

& Dicker LLP on behalf of its client, Reed Hein & Associates, LLC, d/b/a Timeshare Exit Team. 

I am advised that TET intends to call me, Steven L. Marshall, to provide expert testimony 

regarding the timeshare industry. 

 

2. My name is Steven L. Marshall, MAI, SRA, AI-GRS.  I am a principal and corporate partner in 

Clayton, Roper & Marshall, Inc., a real estate appraisal firm located in Central Florida.  I am a 

licensed State-Certified General Real Estate Appraiser and Real Estate Broker.  I graduated 

from the University of West Florida and entered the real estate industry as a salesman in 

1975.  I entered the real estate appraisal profession in 1978 in Pensacola, Florida; I relocated 

to Orlando, Florida in 1982.  Along the way, I earned the Senior Residential Appraiser (SRA) 

designation in 1981, Senior Real Property Appraiser (SRPA) in 1982, and the Member of the 

Appraisal Institute (MAI1) designation in 1983.  In 2016, I was awarded the Appraisal Institute - 

General Review Specialist (AI-GRS) designation by the Appraisal Institute.   

 

3. I have been appraising real estate (real property) in Florida and fourteen other states for over 

forty years.  I am a “generalist”, that is, I appraise most types of property rather than focusing 

on one property type or specialty.  I have appraised office buildings, apartments, golf courses, 

hotels, restaurants, timeshares, subdivisions and many other property types in my career.   

 

4. I have served the Appraisal Institute at the chapter level by holding every major committee 

chair and office including President.  I have served as Regional Chairman, a geographic area 

covering Florida and Puerto Rico.  Also, I served on the National Board of Directors of the 

Appraisal Institute.  In 2016, I was recognized nationally as a “Volunteer of Distinction” by the 

Appraisal Institute.   

 

                                                
1 The MAI membership designation is held by professionals who provide a wide range of services on all types of 
real property related to providing, opinions of value, evaluations, review, consulting and advice on investment 
decisions, among other things. - https://www.appraisalinstitute.org/our-designations/ 
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5. I chaired the committee charged by the State of Florida to rewrite Florida Chapter 475 Part II, 

the statute that regulates the appraisal profession in Florida.  I have been honored by the 

Florida Department of Business & Professional Regulation (DBPR) for my contributions to the 

appraisal profession and legislative process.  I have testified on valuation issues to the 

Governor of Florida and Cabinet.  I have also testified to the Business Regulation Committee 

of the Florida House of Representatives.  I have served in six Florida counties as a Special 

Magistrate.   

 

6. I have appraised timeshare resorts since 1990.  I have provided appraisal and valuation 

services of timeshare resort properties for construction loans, ad valorem tax purposes, 

partnership financial asset allocation issues and to establish mortgage collateral for lending 

purposes.   

 

7. Over the years, I have appraised timeshare developments in Orlando, Kissimmee, Daytona 

Beach, Naples and Panama City Beach, Florida.  I have appraised timeshare resorts “flagged” 

with Marriott, Radisson, Hilton, Westgate and other franchised affiliations as well as 

independent “non-flagged” resorts.  Over my career, I estimate I have appraised approximately 

$2 billion dollars of timeshare resort properties. 

 

8. Intended Use and User of This Report - I have been retained by John Benford, who is counsel 

for the Defendants in the case, Reed Hein & Associates, LLC, vs. Westgate Resorts, LTD, Et 

Al., Case No. 6:18-CV-01088-GAP-GJK, to provide expert testimony.  

 

9. Specifically, as of the date of this report, I have been asked to form opinions regarding the 

following:   

 
a. Identify the proper methodology on appraising a timeshare interest  

b. Discuss the appropriate data set to determine fair market value  

c. Research and analyze the “resale” timeshare market vs “developer” timeshare market 

d. Research and comment on the secondary timeshare resale market 

e. Analyze and comment on provided fact pattern sheets  
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2. BACKGROUND SUMMARY: INTRODUCTION TO THE  

TIMESHARE INDUSTRY 

 

10. Timeshare, as legally defined by the Merriam-Webster Dictionary, is an agreement or 

arrangement in which parties share the ownership of or right to use property (as a resort 

condominium) and that provides for occupation by each party especially for periods less than a 

year. Also commonly referred to as ‘timesharing’.   

 

11.  According to an article entitled “Timeshares, Market Value and the Real Estate Appraisal 

Process” published in the Spring 2019 edition of Appraisal Institute’s publication The Appraisal 

Journal, “The timeshare users Group (TUG) is one of the most important sources of 

information about the resales of timeshare interests”2. Therefore, to best describe the 

timeshare industry in a more simplistic manner and discern some of the basic concepts and 

features of timesharing, I have provided relevant details from an article published from the 

Timeshare Users Group (TUG)3 on “Timesharing 101”, written by Stephen J. Nelson.   

 

a. “To set up the timeshare, the developer “divides” occupancy of each of the units into time-

based intervals.  The developer then sells these intervals to buyers, so each owner of an 

interval receives the right to use a specific unit for a specific time period corresponding to 

the interval they purchased.  Each timeshare owner thus “shares” the usage of the 

property along with all of the other owners.  Through this shared usage, the owners have 

guaranteed accommodations in the property, without carrying the financial and property 

management burdens associated with a conventional ownership of such a property.   

 

b. Timeshare intervals are normally one week long; a few timeshare projects, however, use 

other ownership fractions, such as one-tenth or one-quarter ownerships. Since almost all 

timeshare projects are based on one-week intervals, the words “week” or “timeshare week” 

are generally used in the timesharing community to mean a one-week timeshare interval.  

                                                
2 “Timeshares, Market Value and the Real Estate Appraisal Process”, The Appraisal Journal, Spring 2019 
http://www.appraisalinstitute.org/file.aspx?DocumentId=2385 
3 Online community of timeshare owners for sources of information on buying and selling of timeshares.  
https://tug2.net/timeshare_advice/timesharing_101_an_introduction_to_timeshares.html 
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c. In addition to the purchase price, timeshare owners also pay an annual fee for property 

upkeep and management. Most timeshare projects also reserve one or two one week’s 

usage of each unit for maintenance and repairs. 

 

d. While all timeshare programs provide you, as the owner, a right to occupy a facility for a 

given period (usually one week every year or every other year), there are many differences 

in how this is done.   

 

12. FIXED, FLOATING AND ROTATING WEEKS 

 

13. In a fixed week system, your occupancy right is for the same week, and usually the same unit, 

every year.  For example, if your timeshare ownership were for week 34 in Unit 253, you would 

have a guaranteed right to occupy Unit 253 for the 34th week of the year.  (Note that most 

timesharing calendars count weeks from the check-in day.  So, if the check-in day for Unit 253 

is Saturday, then week 34 starts on the 34th Saturday of the year, with check-out on the 35th 

Saturday of the year.) As can be expected, some weeks are more popular than others; this is 

usually reflected in the purchase price for the timeshare unit.  

 

14. In a floating week system, you have the right to use a unit during a specified period (the “float” 

season or "flex" time), but you must contact the resort to reserve a specific week during the 

float period.  A floating right is useful if you don’t want your usage restricted to a given week 

every year. Since all other owners that share your float period can reserve any time during that 

period, if you delay making a reservation you might find that all of the units have already been 

reserved for the times that you wish to reserve.  Then you may have to accept a week you 

may not want, or you may have to forego your usage for that year.  

 

15. Resorts set their own policies as to how far in advance their owners can reserve their floating 

week usages.  This lead-time can be as little as nine months or as much as two years in 

advance of the check-in date.  Many resorts will require advance payment of maintenance 

fees to reserve a float week, especially if you plan to use the week in a timeshare exchange.  
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16. When you reserve a week for exchange purposes, some floating week resorts will select the 

week to be deposited for exchange purposes or will restrict you to picking only certain weeks 

for deposit, whereas other resorts allow you to select and deposit any available week.  Since 

the particular week deposited with an exchange company directly affects the exchange value 

of the deposit, the procedures your resort uses to assign floating weeks for exchanging will 

influence the types of exchanges you can complete with your timeshare.   

 

17. A few timeshare projects use a rotating week system.  In this type of program, your usage 

week changes from year to year on a fixed schedule.  For example, with a three-year rotating 

schedule, in Year 1 your usage might be for week 9, in Year 2 your usage would be for week 

26, and in Year 3 your usage would be for week 43.  In Year 4, the cycle would start over 

again with week 9.  Rotating weeks allow all owners an opportunity to use the resort during the 

most popular periods.  

 

18. VACATION OR TRAVEL CLUBS 

 

19. Vacation clubs are another timesharing variation.  A vacation club is an organization that owns 

multiple timeshare properties in different locations.  If you are a club member, you can reserve 

space at the various resorts that are part of the club in accordance with club rules.  You pay 

annual fees, and there is an initial cost to join the vacation club.  As with a right-to-use 

property, the vacation club contract will either contain the timeshare program documents or will 

incorporate them by reference.   

 

20. Club memberships can usually be bought, sold, or passed to heirs.  There can be different 

levels of membership, with some membership levels receiving higher priority in reserving 

certain units or having access to larger units.  Sometimes memberships may be associated 

with a “home” resort, with club members receiving priority in reserving space in their “home” 

resort.   
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21. POINTS PROGRAMS 

 

22. In a typical points program, you join the program by purchasing a membership.  You then 

receive a specified number of points every year, with the number of points you receive 

established by the terms of the membership you purchase.  You can then exchange these 

points for accommodations at the resorts that participate in the points program.  You also must 

pay an annual fee for upkeep and maintenance; the amount of the fee will usually depend on 

the number of points you own.  As with vacation clubs, most points programs offer multiple 

resorts in which you can reserve weeks.  The number of points required to obtain 

accommodations will usually vary with the accommodations selected.  Factors influencing the 

number of points required for your requested accommodations include:  

 

a. The popularity of the resort 

b. The size of the accommodations 

c. The number of nights of occupancy 

d. The specific nights requested (weekend and holiday nights usually require more points per 

night than do mid-week nights. 

e. The season of the year. 

 

23. Some points programs also sell different types of points, with the more valuable points having 

higher priority in reserving accommodations during peak demand periods.  Most points 

programs will allow you to accumulate points over two or more years, so that you can trade to 

a larger unit or more popular resort if you are willing to travel less often.  Some points 

programs will also allow you to occupy a resort for less than a full week at a reduced number 

of required points.   

 

24. Some points programs allow members to redeem their points for other travel related services, 

such as airline tickets and automobile rentals.  I expect that other points programs will add 

similar features in the future.  I also expect that frequent traveler programs operated by travel 

companies such as airlines and hotel chains will establish tie-ins with timeshare points 

programs to further extend point generation and redemption opportunities.  
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25. Points programs can be linked to a deeded ownership or can be a direct “buy-in” not linked to 

ownership of a specific week.  If the program is linked to a specific week, the number of 

associated points will depend on the desirability of the underlying week (size of unit, season, 

resort popularity, and supply/demand balance).” 

 

26. A recent trend in the timeshare industry has also seen an evolution of the points-based 

programs, whereas an owner/developer conveys deeded ownership in a timeshare 

development as an interest in a developer operated trust.  Each interest within the trust would 

be based on an increment of points.  The right-to-use or exchange of your interest would be 

based upon the number of points one owned in the trust.  In one instance, the 

owner/developer operating the trust could have control over multiple timeshare resorts where 

the point owner within the trust would have right-to-use or exchange of their interest within 

those resorts.  

 

27. The timeshare industry initially began with the utilization of specified interval weeks for interest 

owners but has evolved over the years to points based programs, with more sophisticated 

owner/developers moving to a developer operated trust platform most recently.  The current 

timeshare market is convoluted in nature and it’s uncertain what the next progression will be 

for timeshare ownership in the near future.   

 

28. The best way to summarize the current timeshare industry and the dramatic changes in how it 

conducts its marketing and sales is from a quote by Amy Gregory, an expert on timeshares at 

the Rosen College of Hospitality Management at the University of Central Florida, from an 

Orlando Sentinel article, dated September 17, 2015, written by Paul Brinkman4. 

 

                                                
4 https://www.orlandosentinel.com/business/brinkmann-on-business/os-westgate-takes-lawsuit-over-consumer-
fraud-to-us-supreme-court-20150917-post.html  
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“I don’t think the industry intends to deceive customers, as a whole,” Gregory 

said. “But the industry is aware that the way the product has traditionally been 

marketed and sold probably needs a little revamp. Technology and younger 

consumers are making a difference. And the companies have moved to a points 

system that is more flexible.  But it is more complex and it is a real estate 

product. And because of that, you need a licensed individual to market and sell 

the product. 

 

29. TIMESHARE STATISTICS 

 

30. According to the 2018 State of the Vacation Timeshare Industry: United States Study 

completed by Ernst & Young, LLP (commissioned by ARDA International Foundation5 (AIF), 

the 2017 U.S. timeshare industry consisted of 1,570 timeshare resorts with approximately 

205,100 timeshare units – an average of 131 units per resort. Industry metrics have shown 

that sales volume increased for the eighth straight year – by nearly 4% from $9.2 billion in 

2016 to $9.6 billion in 2017.  Rental revenues increased significantly, rising 20% from $1.9 

billion in 2016 to $2.3 billion in 2017, as the number of nights rented increased from 10 million 

to nearly 12 million. 

 

31. Operating performance metrics have shown that average occupancy increased from 79% to 

more than 81%, which is mainly due to an increase in occupancy for renters and marketing 

guests.  By comparison, hotel occupancy was 65.9% in 2017, according to Smith Travel 

Research.  The weighted average maintenance fee charged per weekly interval was $980, up 

by approximately 1% from $970 per interval in 2016.   

 

 

                                                
5 AIF is a 501 (c) 3 organization that provides industry research and education needs, which include identifying 
consistent and ongoing benchmarks, expanding research, analyzing technological changes and impacts, and 
enhancing the public's knowledge of the timeshare industry.  
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32. Industry sales data suggests there were approximately 431,120 intervals sold in 2017 at an 

average price of $22,180.  There were approximately 542,200 timeshare transactions in 2017 

at an average price per transaction of $17,640.  

 

33.  

 

 

34. Florida, California, South Carolina, Hawaii and Nevada are the five states with the highest 

number of timeshare resorts.  These states contain nearly half of U.S. timeshare resorts and 

approximately 65% of all U.S. timeshare units.  Florida had the highest number of timeshare 

resorts with 373 or approximately 24% of all U.S. timeshare resorts.   

 

Case 6:18-cv-01088-GAP-DCI   Document 112-35   Filed 10/07/19   Page 12 of 86 PageID 6831Case 1:19-cv-24704-JEM   Document 68-4   Entered on FLSD Docket 11/29/2020   Page 12 of 86



12 
 

 This report was prepared in connection with the above referenced matter and is to be used solely for 
the purposes of the subject litigation proceedings.  Distribution of this report and the use of any 

information contained herein for any other purpose is strictly prohibited. 

 

 
 

35. REAL ESTATE APPRAISAL DEFINITION OF TIMESHARING 

 

36. Timesharing6 with regards to the real estate appraisal industry, involves the sale of either 

limited ownership interests in or rights to use and occupy residential apartments or hotel 

rooms.  There are two forms of timesharing, fee timesharing and non-fee timesharing. 

 

37. In fee timesharing, the purchaser of a fee timeshare receives a deed that conveys title to a unit 

for a specific part of a year, thereby limiting the ownership.  The purchaser has the right to sell, 

lease, or bequeath the timeshare.  The interest can be mortgaged, and title can be recorded.   

                                                
6 The Appraisal of Real Estate 14th Edition 
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38. In timeshare ownership, a purchaser receives a deed to a particular unit as a tenant in 

common.  Each purchaser agrees to use the unit only during the time period stipulated in the 

deed.  

 

39. Here in the State of Florida, a timeshare condominium is legally a real property real estate 

interest.  Title is owned and conveyed as “tenants in common” of fee ownership.  As a 

condominium, it is heavily regulated by various state agencies. Florida Statute 721 specifically 

addresses issues regarding statutory recognition to real property timeshare plans. It 

establishes procedures for the creation, sale, exchange, promotion and operation of timeshare 

plans. 

 

40. Timeshare owners pay operating expenses, including a proportionate share of taxes, 

insurance, and other costs, and a fee for common area maintenance along with management 

costs. These fees are commonly referred to as “Maintenance Fees” or “HOA” fees. In many 

projects, 50 one-week intervals are created. The remaining two weeks of each year are 

reserved for maintenance and major repairs.  

 

41. With respect to this narrative report and the analysis of timeshare resort properties located in 

Central Florida, I will be outlining common timeshare valuation challenges. I will address the 

Florida Statutes applicable to the valuation of timeshares for assessment purposes. I will 

review of the volume of timeshare resort sales in Osceola and Orange counties. I should be 

noted that Westgate owns timeshare resorts in both counties with the two largest being 

Westgate Lakes Resort & Spa in Orange County and Westgate Town Center Resort in 

Osceola County; other Westgate properties in the two counties include Westgate Towers, 

Westgate Vacation Villas Resort, Westgate Leisure Resort, Westgate Blue Tree Resort, 

Westgate Palace Resort, and Club Orlando. I will quantify and discuss the “Developer Sale” 

and “Resale” market for each county. Westgate also owns four more resorts in Florida and 

thirteen other resorts in ten other states. Also, I will discuss the complications of selling an 

“owned” Westgate unit. I will identify specific marketability limitations as well as discuss the 

complex nature of the timeshare resort sale at large.   
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42. I am a Florida licensed, State-Certified General Real Estate Appraiser with an MAI designation 

and a Florida Real Estate Broker; therefore, the focus of this report will pertain to the State of 

Florida, more specifically Central Florida, the top tourist destination in the country and, 

consequently, one its most robust timeshare markets.   
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43. FLORIDA STATUTE 721 FIRST PAGE 
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44. VALUATION CRITERIA 

 

45. When estimating the Fair Market value or Just Value7 of a property, the appraiser is obligated 

to carefully consider the “eight criteria” established within Florida Statute 193.011 (Exhibit 1).  

County property appraisers and independent fee appraisers are obligated to demonstrate that 

their appraised property considers the eight factors in developing an opinion of Just Value 

compliant with the criteria detailed in Florida Statute 193.011.  This is necessary to provide 

competent and sufficient evidence to the valuation process.   

 

46. The eight criteria address issues for appraisers to consider in the valuation process.   

 

47. Item 1 considers the “willing buyer – willing seller” concept from the perspective of the 

purchaser with an emphasis on an arm’s-length transaction and the application of the Market 

Approach technique.  An arm’s-length transaction is a sale or lease transaction for real 

property where the parties involved are not affected by undue stimuli from family, business, 

financial or personal factors as defined by the Florida Real Property Appraisal Guidelines 

promulgated by the Florida Department of Revenue, Property Department of Revenue, 

Property Tax Administration Program 6.12.1. 

 

48. Item 2 requires an analysis of the highest and best use of the land.  The appraiser shall 

consider the immediate future and present use of the property taking into consideration the 

legally permitted use of the property including local or state regulations, zoning, permits and 

several other criteria.   

 

49. Item 3 requires analysis of the location of the property.  

 

50. Item 4 requires quantification and analysis of the size of the property.    

 

                                                
7 The Florida Supreme Court has held that just value is synonymous with fair market value, and has defined just 
value as the “the amount a purchaser, willing but not obliged to buy, would pay a seller who is willing but not 
obliged to sell.” - Walter v. Schuler, 176 So. 2d 81 (Fla. 1965) 
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51. Item 5 requires the appraiser to consider an estimate of the cost of the property and present 

replacement value of any improvements and the application of the Cost Approach valuation 

technique.   

 

52. Item 6 requires consideration of the condition of the property as this sets the stage for 

depreciation analysis.   

 

53. Item 7 requires the appraiser to consider the income generated by the subject property and 

the application of the Income Approach valuation technique.   

 

54. Item 8 considers the “willing buyer – willing seller” concept from the perspective of the seller 

with an emphasis on the net proceeds of the sale of the property, after deduction of all of the 

usual and reasonable fees and costs of the sale, including the costs and expenses of financing 

and allowance for unconventional or atypical terms of financing agreements.  

 

55. To be compliant with Florida Statute 193.011, the appraiser is required to consider all three 

valuation techniques; in this case, the Cost Approach, Income Approach and Market 

Approach. One or more approaches to value may be used depending on which approaches 

are necessary to produce credible assignment results, given the intended use.  

 

56. From the approaches applied, the appraiser develops separate indications of value for the 

property being appraised. To complete the valuation process, the appraiser integrates the 

information drawn from market research, data analysis, and the application of the approaches 

to reach a value conclusion. 

 

57. Typically, when appraising an individual interest in a timeshare, the Cost Approach valuation 

technique is not relied upon by buyers and sellers in the marketplace and is considered 

unreliable due to its subjectivity and the inability to provide a cost analysis of an individual 

interest within a timeshare resort.   
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58. Also, the Income Approach valuation technique would not be used as individual timeshare 

interest are not developed or designed for rental income. The business plan for timeshare 

resort development is the sale of individual interest to end users.  Therefore, the Cost and 

Income Approaches are not an appropriate valuation technique.  

 

59. Based on experience and generally accepted appraisal methodology, the Market Approach 

(Direct Sales Comparison) is considered as the applicable and practical method of valuation 

for a timeshare resort or individual interest.   
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60. FLORIDA LAW GOVERNING PROPERTY APPRAISER’S ASSESSMENTS  

FLORIDA STATUTE 193.011 
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3. SUMMARY OF OPINIONS 

 
61. I intend to offer the following opinions during scheduled litigation proceedings in this matter: 

 

62. Florida Statute 192.037 addresses the valuation of timeshares for ad valorem assessment 

purposes.  Paragraph 10 directs the appraiser to look first to the resale market. Sales are 

frequently for nominal values, quit claims, family transactions, dealer transactions, and are not 

arm’s length transactions suitable for comparison as a comparable sale. The Statute then 

directs the appraiser to account for and deduct “usual and reasonable fees and costs of sale” 

(marketing, financing and exchange network).  The Statute says “the cost of these fees is 

presumed to be 50% of the original purchase price, but such presumption shall be rebuttable.”  

This implies that a timeshare purchased for $20,000 is likely worth at least 50% less than what 

was paid at acquisition.  

 
63. My analysis of Orange County Timeshare Resort sales indicated a median price for developer 

sales in 2015 at $20,943, $22,400 for 2016 and $24,000 for 2017.  The 3-year average of the 

median developer sales price is $22,448.  The 3-year median price for resales in 2015 is 

$12,000, $12,300 for 2016 and $12,500 for 2017 with an average of the three years at 

$12,267. This indicates that resales in the county sell for 45% less that developer sales on 

average. Orange County does not report transactions of $0 to $100, which make up the bulk of 

resale transactions in Osceola County where they are reported. Inclusion of these sales would 

certainly widen the already significant gap between the two markets. 

 

64. My analysis of Osceola County Timeshare Resort sales indicated a median price for developer 

sales in 2015 at $27,155 and $22,990 for 2016.  The 2-year average of the median developer 

sales price is $25,073.  The median price for resales in 2015 is $10, and $10 for 2016 with an 

average of the two years at $10. This indicates that resales in the county sell for less than 1% 

of what developer sales are on average. Osceola County reports all transactions of timeshares 

including those from $0 to $100 which make up the bulk of resale transactions. 
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65. These two data sets indicate the erratic nature of the secondary market. 

 

66. It is obvious that there is not a reliable, organized timeshare resale market in either county that 

produces an adequate pool of arm’s-length transactions for selection of comparable sales for 

valuation purposes. 

 

67. There is a demonstratable lack of an orderly and trustworthy secondary timeshare sales 

market in general. 

 

68. For multiple reasons, owners are discontent with their timeshares therefore there is a need for 

a coordinated secondary resale market. 

 

69. Practices at Westgate make exiting a timeshare difficult. The Declaration of Covenants signed 

by the buyer at the time sale severely restricts resales. Westgate owners have many 

complaints about their timeshare experience. 

 
70. There are many timeshare options in the market today; competition on the timeshare market is 

fierce and confusing.   

 
71. Ebay, Redweek.com and numerous timeshare resellers are easily found on the internet.  

Particularly from 2008 to 2017±, the internet market was confusing and dangerous.  

Frequently, fraudulent timeshare resellers would accept an upfront fee and simply disappear.  

This caused financial loss and additional hardship for an interval owner trying to sell their 

timeshare.   

 

72. Even today, there is no central point or clearinghouse to sell your timeshare.  As I understand 

the situation, Westgate will, through its “Legacy” program, counsel an owner who wants to 

“sell” their timeshare. Evidence from the reviewed Fact Pattern Sheets indicates that any 

efforts by Westgate are only to refinance, upsell or transfer an obligation to another family 

member. Westgate states this in NOT a resale program- Westgate will not purchase the unit or 

list it for sale as a broker.   
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73. Where and how to find a bona fide buyer for your property?  Advertising and promotion are 

key as the internet is presently deluged with resell brokers and opportunities.    

 

74. It is important to consider the valuation issues that vary with timeshares.  They vary widely for 

several reasons; the location of the unit; the size and number of bedrooms of the unit; the 

franchise it belongs to – Holiday Inn, Marriott, Westgate, Hilton or various others (there are 

many); the designated time of year for the unit offered for sale; the resort rating for the interval.  

All of these factors complicate the choices of a buyer on the resale market.  These issues, 

coupled with the aforementioned financial issue, complicate the transaction for the typical 

person.   

 

75. The difference between “Developer Sales” and owner “Resales” is substantial.  From 2015 to 

2017, the median price difference was 73% - 93% for Westgate in Orange County.  The 

physical living space sold is identical. The difference in achievable sales price is in part that 

owner/developer, Westgate, has a professional marketing team, trained and skilled sales staff, 

and offers financing. Owners fend for themselves without sales and marketing resources.  As 

discussed earlier in this report, owners place the property on the market and most often cite 

financial burden of payments and fees, escalating HOA maintenance fees, high interest rates 

and contracts in perpetuity.  The documented low “Resale” price causes owners to have 

dissatisfaction, and hence, default on their loan. 

 

76. Timeshare owners are obligated to the following types of ownership expenses:   

 

a. The cash payment of a timeshare interest. 

b. The cash down-payment if a timeshare interest is financed. 

c. Monthly principal and interest payments (Westgate charged between 9.99% and 17.99%). 

d. Cost to join the “Exchange Club” – upfront fee plus an annual fee. 

e. Exchange Fee – Westgate Resorts, Interval International (II), Westgate Cruise & Travel 

Collection 

f. HOA – condominium owners association fees for property management fees, 

maintenance/repair fees, insurance, taxes, utilities. 
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g. Special Assessments. 

h. Westgate has covenants which allow a first right of refusal for unit sales, they have the 

right to restrict or deny exchange memberships and have the right to collect a broker’s fee 

on sold units. 

i. HOA fees accrue and are due and payable as long as you own your unit at Westgate. 

j. There is a huge resale market so competition is enormous- you are competing with 

numerous timeshare owners within timeshare resorts throughout Osceola and Orange 

Counties.  The various Westgate resorts have inventory to sell, so you are also in direct 

competition with the developer owner who will not broker your unit – even for a fee- and 

they employ a skilled, trained marketing and sales staff.   

 

77. As discussed, another reason for dissatisfaction is the poor value of the timeshare unit vs. 

comparable or superior hotel accommodations for a similar vacation time.  

 

78. Timeshare companies experience high delinquency/default rates with their owners.  

Westgate’s corporate representative John Willman testified at his August 14, 2019 deposition 

that Westgate has a 30% delinquency/default rate among its owners with mortgaged 

properties and a 12.5% delinquency/default for properties with no mortgage. 

 

79. It is logical that, for these reasons, owners had personally decided they wanted to sell their 

timeshare prior to becoming aware of Reed Hein (TET) and/or decided to stop making 

payments to Westgate relating to their timeshares.   

 

80. Selection of an honest and reputable reseller is paramount to having a good outcome.  Using 

an expert that understands the timeshare industry will likely help you achieve a sale 

transaction.  Selling an “owned” timeshare requires time, financial staying power, patience, 

diligence and effort.   

 

4. ANALYSIS 

 
81. TIMESHARE VALUATION - STATUTORY CRITERIA 

 
82. The developer timeshare resort market consists of timeshare sales by resort 

developers/owners to individual buyers. Developers are the entities that create the timeshare 

project by building the resort (or by purchasing an existing resort) and selling the units to 
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buyers.  Typically, once the timeshare project is completed, the developer conducts a 

sophisticated sales and marketing program to sell the units which could be handled by said 

developer or a specialized 3rd party marketing company.  

 

83. Often times, these highly organized marketing programs consist of sales presentations that 

include financial incentives to individual attendees. These incentives can be anything from 

local gift certificates and attraction tickets to discounts on accommodations and travel. Based 

on experience and industry standards, timeshare sales and marketing costs can exceed 50% 

or more of the developer’s original sales price.  

 

84. The Florida legislature recognized the need for clear methodology and reasoning regarding 

appraisers valuing timeshare resorts for ad valorem assessment purposes. Florida Statute 

192.037 was created to address the issues and challenges of apprising timeshares. The 

statute is unique in that it addresses only timeshare interest valuation and clearly recognizes 

the extraordinary marketing and sales costs associate with the timeshare industry.  

 

85. Therefore, utilization of developer sales within the Market Approach of an appraisal would 

require necessary deductions from the original (developer) sales price for “usual and 

reasonable fees and cost of sale” to account for the highly organized sales and marketing 

programs mentioned previously.  

 

86. According to Florida Statute 192.037 Fee Timeshare Real Property, Taxes and Assessments, 

it considers “usual and reasonable fees and cost of sale” for timeshare real property to include 

all marketing costs, atypical financing costs, and those costs attributable to the right of a 

timeshare unit owner or user to participate in an exchange network of resorts.  For timeshare 

real property, such “usual and reasonable fees and costs of the sale” shall be presumed to be 

50 percent of the original purchase price; provided, however, such presumption shall be 

rebuttable. 

 
87. Although Florida Statute 192.037 is geared towards assessment purposes of timeshare real 

property, it does however set a precedence and guidance towards a minimum threshold of 

necessary deductions to developer sales.  
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88. The ARDA International Foundation further supports these deductions as the graph below 

details a sampling of national financial performance data for timeshare expenses from 2011-

2016. In the course of applying developer sales within the Market Approach, the appraiser 

would discount each sale utilized within the analysis on the basis of “usual and reasonable 

fees and costs of sale” at a minimum of 50% of the sales price before reconciling towards an 

opinion of value.  

 

Source Sales Marketing Total S & M Atypical Financing Total

AIF - National Financial Performance 2016 Publication (2015 Data)* 15.40% 26.10% 41.50% 13.00% 54.50%

AIF - National Financial Performance 2015 Publication (2014 Data)* 15.90% 26.50% 42.40% 12.90% 55.30%

AIF - National Financial Performance 2014 Publication (2013 Data)* 15.50% 25.70% 41.20% 14.50% 55.70%

AIF - National Financial Performance 2013 Publication (2012 Data)* 14.00% 25.30% 39.30% 16.00% 55.30%

AIF - National Financial Performance 2012 Publication (2011 Data)* 14.60% 27.10% 41.70% 16.10% 57.80%

AIF - National Financial Performance 2011 Publication (2010 Data)* 14.20% 25.50% 39.70% 17.80% 57.50%

Low 14.00% 25.30% 39.30% 12.90% 54.50%

High 15.90% 27.10% 42.40% 17.80% 57.80%

Average 14.93% 26.03% 40.97% 15.05% 56.02%

*AIF - ARDA International Foundation (American Resort Development Association)

Sales, Marketing, Etc.  Expense Data
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89. FLORIDA STATUTE 192.037 
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90. TIMESHARE MARKET DISCUSSION 

 

91. The application of the Market Approach, specifically Direct Sales Comparison, for determining 

the opinion of value, is indicated by comparing recent sales of comparable properties in the 

market to the subject property. In the valuation of a timeshare, the appraiser would be looking 

to either the “resale” market or the “developer” market.  

 
92. The resale market is described as the sale of a timeshare interest by a non-developer 

timeshare owner to a non-developer third party. Resale is more aptly defined by the Merriam-

Webster Dictionary as “the act of selling again usually to a new party, (a) a secondhand sale”. 

The resale market applies to those individuals who had either previously purchased from 

resort developers or from other individuals in the resale market who do not resell their 

ownership interest through the resort developers.  

 
93. These individuals utilizing the resale market typically sell their timeshare interest via internet 

websites such as eBay or dedicated timeshare resale websites (www.redweek.com, 

www.sellmytimesharenow.com, Timeshare Users Group (TUG), etc.) or through timeshare 

resale brokers that may or may not have affiliation with the particular resort at which the 

timeshare interest is located. These firms include Reed Hein and Timeshare Exit Team. 

 
94. In reality, the resale market is the Wild West; an unrefined, buyer beware marketplace.  It is a 

mostly unregulated internet driven marketplace.  The timeshare resale market frequently has 

resale brokers requiring upfront fees and the promise of a sale to release the owner of their 

taxes and condominium association dues.  There are several cases of criminal fraud that have 

occurred here in Central Florida due to these promises. 

 
95. The resale market does not have a uniform marketing arena.  Likewise, there is not a trained 

licensed sales force routinely listing and selling timeshare resales.  Financing is not generally 

available for timeshare resales and traditional commercial FDIC banks will not finance a 

timeshare resale.  Title insurance is generally not readily available for timeshare resales.  The 

buyer beware notion, is that the buyer is purchasing a resale unit (typically a cash transaction) 

with no assurance of clear title, liens or payment obligation for unpaid outstanding  
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condominium association fees or special assessments.  Also, when buying a resale, it is not 

uncommon for the buyer to be required to pay hundreds of dollars to the original project 

developer to qualify for the timeshare exchange program and indeed some developers do not 

allow purchasers of a resale to join certain exchanges or qualify for some perks afforded to 

original owners. 

 

96. A New York Times article, titled The Timeshare Hard Sell Comes Roaring Back8, dated 

January 22, 2016, written by Gretchen Morgenson, further expands on the resale market. 

 

“Owners of timeshares in desirable resorts with unusual attributes, like a 

private beach, can often sell their ownership interests on the secondary 

(resale) market. But in areas glutted with condos for sale or rent, selling a 

timeshare can be almost impossible. In these cases, timeshare ownership 

can become an almost perpetual liability. 

 

A recent search on eBay, for example, showed more than 700 timeshare  

listings for sale. Many, from Pennsylvania to Hawaii to Florida, can be 

purchased for $1.” 

 

97. RESALE MARKET VERSUS DEVELOPER MARKET DATA 

 
98. Therefore, the question for appraisers is which market to turn to in order to apply the Market 

Approach to determine the value of timeshare unit.  

 
99. The developer market, as discussed above, is based on an median developer sale price less a 

minimum of 50% deduction for the fees and costs of sale as discussed above. I have 

attempted to isolate resales in Osceola and Orange Counties, which together make up the 

largest timeshare market in the State of Florida.  This type of analysis is very sophisticated 

and time consuming and requires very large data sets, collaboration with the property  

 

                                                
88https://www.nytimes.com/2016/01/24/business/diamond-resorts-accused-of-using-hard-sell-to-push-time-
shares.html 
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appraiser’s office for each county and many man hours of work and research.  My firm has 

been called upon to undertake such analysis as part of timeshare valuation assignments in the 

recent past and as such has created a database of resale information.  This database is based 

on my access to data for both Orange and Osceola Counties; for Osceola County, I have 

compiled and analyzed detailed data from 2015-2016 and from Orange County, I have 

compiled and analyzed detailed data from 2015-2017.   

 

100. OSCEOLA COUNTY 

 
101. The following conclusions are based on my analysis of tens of thousands of timeshare sales 

(for each year of analysis) inclusive of both the developer market and the resale market. The 

data was obtained from the Osceola County Property Appraiser’s office for the years 2015-

2016 for all county timeshare sales.   

 
102. Based on sales data in the public records of Osceola County, Florida, I analyzed the timeshare 

resale data for all projects in the County for a period from 2015-2016.  The pertinent sales data 

is summarized on the following charts.   
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     Source:  Osceola County Public Records 
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     Source:  Osceola County Public Records 
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Osceola County 2015 2016 Price Increase

Developer Sales Median $27,155 $22,990 -15.3%

Resale Market Median $10 $10 0.0%

Difference 99% 99%  
 

 
 
     Source:  Osceola County Public Records 

 

Osceola County Percent Sales Percent Sales Percent Sales Percent Sales

Between $0 - $100 0.27% 31 86.58% 2,626 0.97% 100 78.37% 902

Between $101 - $1,000 0.00% 0 5.93% 180 0.00% 0 8.51% 98

Between $1,001 - $5,000 0.90% 102 4.55% 138 0.35% 36 7.65% 88

Between $5,001 - $10,000 0.79% 90 1.38% 42 0.34% 35 2.69% 31

Between $10,001 - $15,000 10.77% 1,223 0.73% 22 8.72% 898 1.48% 17

Between $15,001 - $25,000 47.66% 5,413 0.69% 21 46.70% 4,809 1.13% 13

$25,001 and Higher 39.61% 4,499 0.13% 4 42.92% 4,420 0.17% 2

Resale Market

2015 2016

Developer Market Resale Market Developer Market
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     Source:  Osceola County Public Records 
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103. The above sales data from the Osceola County Property Appraiser indicates a high 

percentage of low priced resales for the entire County being in the $0 to $100 per unit price 

range (86.58% to 78.37%).  During 2015, there were a total of 3,030 resales within Osceola 

County. Of those, 89 sold above $5,000.  During 2016, there were 1,151 resales.  Of those, 63 

resales were above a price of $5,000.  The data further indicates very few resales in the price 

range of timeshare intervals being offered by developers during the same time frame. It 

appears that most of the resales activity during the above years were the result of non-arm’s 

length sales.    

 

104. Based upon my market investigation, the Osceola County Resale Market at large consists of 

an extraordinary share of distressed sales (75% to 85%).  These sales are deemed not 

reliable for valuation purposes.  Financially distressed sales are not satisfactory for 

comparable sales comparison purposes.  These sales fail to qualify as arm’s length 

transactions, as defined and required by the State of Florida.  It stands to reason when a buyer 

pays $10,000 to $30,000± and then sells the same property for well less than $5,000, then a 

reasonable person would conclude these are financially distressed sales.   

 
105. ORANGE COUNTY 

 
106. The following conclusions are based on my analysis of tens of thousands of timeshare sales 

(for each year of analysis) inclusive of both the developer market and the resale market. The 

data was obtained from the Orange County Property Appraiser’s office for the years 2015-

2017, the most recent data available.  The pertinent sales data is summarized on the following 

charts. 

 
107. I also need to emphasize one large caveat in the Orange County data. The Orange County 

Property Appraiser does not analyze transactions from between $0 and $100 as they do not 

consider them arms-length transactions and indeed they are not. These transactions in 

general are quit claim deeds, dealer transactions, deed in lieu of foreclosures and takebacks, 

all of which are considered signs of distress of real property. If the Osceola County data is a 

good representation of the patterns seen in Orange County, and I do believe it is, this could be 

leaving out upwards of 80% of the total resale market. As will be seen below, even without the 

inclusion of this potentially massive data set, the resale market is still very much depressed 

when compared to the developer sales (first time sale) market. 
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    Source: Orange County Public Records
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   Source: Orange County Public Records 
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    Source: Orange County Public Records 
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Orange County 2015 2016 2017 Price Increace

Developer Sales Median $20,943 $22,400 $24,000 14.6%

Resale Market Median $12,000 $12,300 $12,500 4.2%

Difference 43% 45% 48% 71%  

 

 

          Source: Orange County Public Records 
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Orange County

Percent Sales Percent Sales Percent Sales Percent Sales Percent Sales Percent Sales

Between $101 - $1,000 0.05% 29 5.56% 260 12.00% 65 5.19% 238 0.02% 15 3.99% 216

Between $1,001 - $5,000 1.34% 739 14.56% 681 1.06% 580 15.54% 712 1.43% 923 12.92% 700

Between $5,001 - $10,000 6.93% 3,807 20.82% 974 6.14% 3,348 21.80% 999 7.41% 4,786 24.05% 1,303

Between $10,001 - $15,000 14.25% 7,834 26.27% 1,229 12.27% 6,695 23.81% 1,091 12.52% 8,093 22.69% 1,229

Between $15,001 - $25,000 43.06% 23,670 27.00% 1,263 38.71% 21,115 26.21% 1,201 35.32% 22,822 28.72% 1,556

$25,001 and Higher 34.37% 18,895 5.79% 271 41.70% 22,748 7.46% 342 43.30% 27,981 7.62% 413

2017

Developer Market Resale Market

2015

Developer Market Resale Market

2016

Developer Market Resale Market

 

 

     Source: Orange County Public Records 
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108. As is evident from the data presented, the two markets are vastly different. The 45% average 

difference between the developer sale price and the resale market price clearly indicates that 

the resale market sales are made up of distressed and non-arms length transactions and 

again, this is without the inclusion of the most distressed category of sales, the $0 - $100 sales 

data set which, based on the Osceola County data, could be as much as 75% of the resale 

transactions.  Further, the trend appears that the gap is widening given a 14.6% increase in 

median developer sales price vs. a 4.2% increase in the median resale market sale price, a 

71% gap. The difference between the market indicates several things, among them the need 

for a more organized market for resales of timeshare units.  I will discuss more reasons for the 

distressed nature of the resale price later in the report. Given that the resale market is 

distressed, it cannot be relied upon to provide sales data for the application of direct sales 

analysis. Just Value requires arm’s length transactions that are not distressed.  Clearly, the 

Orange County resale market, consist mostly of financially distressed transactions. 

 

5. CONCLUSION  

 
109. From an appraisal standpoint the market data leads to the conclusion that, while the 

landscape of timeshare resales is slightly better in Orange County than Osceola County, it is 

still obvious that there is not a reliable, organized timeshare resale market in either county that 

produces an adequate pool of arm’s-length transactions for selection of comparable sales for 

valuation purposes.  This precludes the use of the secondary market as a reliable source of 

market data for the valuation of an existing timeshare unit.  Rather, the proper way to value a 

timeshare unit is using the developer pricing and subtracting the cost of sales and marketing to 

arrive at a net timeshare unit value.  

 
110. The lack of a viable timeshare resale market and acceptance of utilizing the developer pricing 

less marketing and sales costs as a basis of the value of a timeshare unit for assessment 

purposes was affirmed in the precedent setting court decision, Cypress Palms Condominium 

Association, Inc…and Wyndham Vacation Management, Inc. vs. Katrina S. Scarborough, 

property appraiser9 a summary of which is included on the following page.   

 

                                                
9 Ninth Judicial Circuit, Osceola County, Consolidated Case Nos: 2012-CA-1293-OC, 2013-CA-1748-OC, Final Judgment 
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THE CAPITOL FORUM 
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111. THE CURRENT STATE OF THE TIMESHARE RESALE MARKET 

 

112. While the court case obviously has large ramifications in the realm of timeshare valuation and 

assessment, its conclusion, and more so the data from which the conclusion was derived is 

also relevant to the issue at hand. There is a demonstratable lack of an orderly and trustworthy 

secondary timeshare market when the timeshare industry needs just that. A perusal of articles 

and videos from a variety of reputable sources chronical the complaints leveled at the industry 

in general:   

 
a. The Timeshare Hard Sell Comes Roaring Back, The New York Times, January 22, 

2016:“In lawsuits and in interviews, customers complain not only of high-pressure sales, 

but also of sky-high maintenance fees and frustration at procedures that block club 

members from taking vacations where and when they want. Perhaps most distressing to 

owners is the fact that once you buy into a timeshare, it is almost impossible to get out”10 

b. Timeshare Tussle, Florida Trend, October 26, 2018: “The biggest component in the price 

of a new timeshare is the cost of convincing someone to buy it- nearly 60% of the price of 

a timeshare is driven by sales and marketing costs. And while timeshare companies have 

made strides in cleaning up their sales practices over the years, the industry continues to 

rely on intensive marketing and impulse buys by consumers who are often already on 

vacation.”11 

c. Why Buying a Timeshare is a Bad Idea, Investor Junkie, February 5, 2019: “Like a car, a 

timeshare depreciates once you “drive it off the lot” (take ownership); It’s rare that a 

timeshare increases in value. In Fact, expect it to loose value, as the total cost of your 

ownership was market up to cover sales presentations, incentives and giveaways; 

Timeshares are usually sold to you when you’re on vacation and your defenses are down; 

Most have high yearly maintenance fees…for the amount you pay in fees alone (forget 

about the initial “investment”), you  could stay at a decent-quality hotel for a week.12 

d. The Truth About Timeshares, Dave Ramsey, August 3, 2018: “Myth: I can get a great deal 

on a timeshare and go for vacation every year.  Plus, I can always sell it if I get tired of it. 

                                                
10https://www.nytimes.com/2016/01/24/business/diamond-resorts-accused-of-using-hard-sell-to-push-time-
shares.html, page 4 
11  https://www.floridatrend.com/article/25726/timeshare-tussle, page 2 
12  https://investorjunkie.com/91/why-buying-a-timeshare-is-a-bad-idea/, page 3 
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Truth: Timeshares are on of the biggest scams on the market today. Once you are stuck in 

one, you are stuck in a black hole.”13 

e. Tempted by Timeshares?  www.clark.com video by Clark Howard, September 11, 2018:  

“Here is what you need to know, timeshares are a defective product the industry is flat out 

broken. If you are tempted when you hear a pitch form a timeshare developer, from a 

marketeer, from the salesperson about how this is the greatest thing ever if you are really 

intrigued or excited by the idea, don’t buy from them.  In the secondary market now a lot of 

people will actually give your or pay you to take it.”14 

 
113. REASONS OWNERS ARE DISCONTENT WITH TIMESHARES 

 

114. Nominal or Negative Value of the Timeshare: The previous section of my report talks about the 

timeshare market in general and the lack of arms-length and non-distressed sales in the 

marketplace as a whole. As stated in “Timeshares, Market Value and the Real Estate 

Appraisal Process”, The Appraisal Journal, Spring 2019 “The prices paid in this secondary 

market of individual owner resales are significantly lower than prices paid in the primary resort 

developer marketplace”15. 

 
115. There are many reasons an owner would need to exit their timeshare which I will discuss later 

in my report. But, given that there is no coordinated secondary market and essentially no 

resale programs available through Westgate itself, what does an owner do if they have no 

choice but to participate in the erratic secondary sales market? They have to take what the 

market is willing to give them for their timeshare under the duress of needing or wanting to 

sell. Therefore, I will briefly look at two of the most common options for selling a timeshare on 

the secondary market such as it is. 

 
116. The first is eBay and the second is Redweek.com.  

 

                                                
13  https://www.daveramsey.com/blog/the-truth-about-timeshares, page 1 
14 https://clark.com/travel/tempted-by-timeshares-heed-clarks-advice/ 
15 “Timeshares, Market Value and the Real Estate Appraisal Process”, The Appraisal Journal, Spring 2019 
http://www.appraisalinstitute.org/file.aspx?DocumentId=2385 
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117. Looking at eBay16 for “Orlando timeshares” brings up 53 listings which present a starting bit 

range of $0.01 to $28,000 with twenty-six (49%) having a starting bid of $1 or less. Out of the 

$0.01 to $1.00, four can be identified as Westgate. As eBay is an auction site and these are 

auction prices, this is not the best measure of final sales price but it does indicate the chaotic 

nature of the timeshare resale market. And the prevalence of pricing starting at $1.00 or less 

indicates many people’s desire to be rid of their units even if they have give them away  or 

worse, as most of the $1.00 bids include a year’s prepayment of maintenance fees, broker fee, 

transfer fees and other costs that can add up to over $1,000 per unit, meaning people are 

offering to pay to discharge their timeshare.   

 
118. Looking at Redweek.com17, which might be the most organized resale website on the market, 

allows the sales to be narrowed down to Westgate properties and also lists asking prices 

rather than auction prices.  Redweek verified listings for Westgate Lakes Resort & Spa range 

from $0.00 to $15,000 with a median list price of $1,250.  Another bit of information that 

Redweek gives for each of its listing is the yearly maintenance fee for each unit listed for sale. 

For the listings the range is $1,130 to $1,583 per unit with a median of $1,296.  Redweek 

verified listings for Westgate Town Center range from $0.00 to $9,500 with a median list price 

of $975.  For the listings the maintenance fee range is $850 to $1,886 per unit with a median 

of $1,354.  I believe this data is more useful in estimating the distressed secondary resale 

market sale price of an average Westgate Unit.  It also provides a rough estimate of what 

yearly maintenance fees can be. 

 
119. I have also compiled and analyzed public records data from the Osceola County Property 

Appraiser’s office specific to all Westgate resorts in Osceola County. I have analyzed data for 

2015 and 2016 and broken it down along the lines of the overall Osceola County data 

presented earlier again. 

 

                                                
16https://www.ebay.com/sch/i.html?_from=R40&_nkw=Orlando+timeshares&_sacat=0&_sop=15&_pgn=1 
 
17 https://www.redweek.com/resort/P1621-westgate-lakes-resort-spa/timeshare-resales 
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             Source: Osceola County Public Records 
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         Source: Osceola County Public Records 
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Westgate 2015 2016 Price Change

Developer Sales Median $27,581 $27,800 -0.8%

Resale Market Median $10 $10 0.0%

Difference 100% 100%  

 

 

   Source: Osceola County Public Records 
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Orange Lake

Percent Sales Percent Sales Percent Sales Percent Sales

Between $0 - $100 0.00% 0 86.18% 374 0.00% 0 83.59% 326

Between $101 - $1,000 0.00% 0 2.07% 9 0.00% 0 1.28% 5

Between $1,001 - $5,000 0.00% 0 5.76% 25 0.00% 0 6.67% 26

Between $5,001 - $10,000 0.21% 10 2.76% 12 0.05% 3 4.10% 16

Between $10,001 - $15,000 6.21% 301 1.15% 5 4.64% 257 3.08% 12

Between $15,001 - $25,000 37.41% 1,812 1.61% 7 40.26% 2,232 1.28% 5

$25,001 and Higher 56.17% 2,721 0.46% 2 55.05% 3,052 0.00% 0

Developer Market Resale Market Developer Market Resale Market

2015 2016

 

 

 

 

120. As is evident from the data presented, the two markets are vastly different. The 99% average 

difference over two years between the developer sale price and the resale market price in 

Osceola County clearly indicates that the resale market sales are made up of distressed and 

non-arms length transactions.  The impact of the $0-$100 sales can clearly be seen in this 

data compared to Orange County which omits this data. 
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121. I have also compiled and analyzed public records data from the Orange County Property 

Appraiser’s office specific to all Westgate resorts in Orange County. I have analyzed data for 

2015, 2016 and 2017 and broken it down along the lines of the overall Orange County data 

presented earlier again noting that Orange County does not provide sales from the $0 - $100 

which, based on the information from eBay and Redweek discussed above, appears to be a 

very significant portion of the resale market. 
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             Source: Orange County Public Records 
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         Source: Orange County Public Records 
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          Source: Orange County Public Records 

Case 6:18-cv-01088-GAP-DCI   Document 112-35   Filed 10/07/19   Page 59 of 86 PageID 6878Case 1:19-cv-24704-JEM   Document 68-4   Entered on FLSD Docket 11/29/2020   Page 59 of 86



59 
 

 This report was prepared in connection with the above referenced matter and is to be used solely for 
the purposes of the subject litigation proceedings.  Distribution of this report and the use of any 

information contained herein for any other purpose is strictly prohibited. 

 

Westgate 2015 2016 2017

Developer Sales Median $26,000 $26,900 $28,000

Resale Market Median $1,800 $3,900 $7,500

Difference 93% 86% 73%  

 

 

   Source: Orange County Public Records 
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Westgate

Percent Sales Percent Sales Percent Sales Percent Sales Percent Sales Percent Sales

Between $101 - $1,000 0.03% 2 41.21% 82 0.04% 1 40.00% 24 0.09% 4 41.30% 38

Between $1,001 - $5,000 0.14% 11 47.24% 94 0.00% 0 45.00% 27 0.32% 14 39.13% 36

Between $5,001 - $10,000 3.81% 291 8.54% 17 0.35% 10 11.67% 7 1.91% 84 7.61% 7

Between $10,001 - $15,000 20.19% 1,542 1.01% 2 6.51% 184 1.67% 1 13.45% 591 2.17% 2

Between $15,001 - $25,000 49.97% 3,816 1.51% 3 47.07% 1,331 1.67% 1 38.45% 1,690 6.52% 6

$25,001 and Higher 25.86% 1,975 0.50% 1 46.04% 1,302 0.00% 0 45.78% 2,012 3.26% 3

2017

Developer Market Resale Market Developer Market Resale Market Developer Market Resale Market

2015 2016

 

 

 

 

122. As is evident from the data presented, the two markets are vastly different. The 45% average 

difference over three years between the developer sale price and the resale market price in 

Orange County clearly indicates that the resale market sales are made up of distressed and 

non-arms length transactions.  Further, as the gap for Westgate properties is much greater 

than Orange County as whole- 84% average vs. 45% average. Again, all without the inclusion 

of the $0 to $100 sales which represent the most distressed sales. 
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123. I have utilized the 2017 median price for developer sales for Orange County at $28,000 and 

the 2017 median price of the resale market for Orange County at $7,500 for the discussion 

which follows. I will utilize the Redweek data to estimate the median maintenance fee, $1,285, 

as reported earlier. 

 

Westgate Developer Unit Price $28,000

Westgate Resale Unit Price $7,500

Westgate Yearly Maintenance Fee Estimate $1,285

Data Points for Scenario Analysis

 

 

124. SCENARIO 1 

 

125. General practice in the marketplace is that timeshares cannot be transferred until the initial 

purchase price is paid off. Timeshare companies achieve this through various means including 

right of first refusal clauses, brokerage fees charged by the developer for transfers and denial 

of units purchased on the secondary market from access to exchange programs.  

 
126. According to Westgate’s website18:  

 

 
 

127. The following pages include excerpts from the Declaration of Covenants, Conditions and 

Restrictions for Westgate Vacation Villas VIII, a Timeshare Resort (TET.0058028). This is one 

of Westgate’s resorts in Osceola County. The excepts indicate the restrictive convents which 

all buyers must sign and abide by but which Westgate uses to hamper secondary sales of 

timeshare units. 

                                                
18 https://www.westgateresorts.com/legacy/how-to-sell-a-westgate-timeshare/ 
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128. According to recorded deeds (Orange County Public Records) a range of interest rates for 

buyers appears to be 9.99% to 17.99% depending on down payment and likely other factors 

such as credit score.  This creates a range of $28,000 if a buyer pays all cash for their 

timeshare to $57,268 if the buyer pays off their timeshare over 10 years at 17.99% interest, 

before the buyer can even have the ability to sell their timeshare. 

 

Interest Rate 9.99% 14.99% 17.99%

Unit Sale Price $28,000 $28,000 $28,000

Cash Down Payment $5,600 $2,800 $2,800

Amount Financed at Applicable Interest $22,400 $25,200 $25,200

Indicated Monthly Payment $295.89 $406.41 $453.90

x120 months $35,507 $48,769 $54,468

Add: Cash Down Payment $5,600 $2,800 $2,800

Total Cost Principle + Interest $41,107 $51,569 $57,268  

 

129. In addition, every year the buyer will pay around $1,285 in resort fees, and approximately $300 

per year in exchange fees of different types adding an additional yearly burden of 

approximately $1,585 to the cost of the timeshare, $15,850 over 10 years; to keep the analysis 

simple, this figure does not account for the ever-rising maintenance fees discussed later in the 

report. So, a typical owner who finances their timeshare and pays it off over the standard 10 

years can expect to pay between $56,957 to $73,118 in payments, interest and maintenance 

fees over that 10-year period ($41,107 + $15,850 and $57,268 + $15,850). This equates to 

between $5,696 to $7,312 per year for the timeshare interest.  

 

130. SCENARIO 2 

 

131. If the same buyer were to pay cash for their unit (not bringing into the mix the opportunity cost 

of spending that cash) the buyer will pay at total of $43,850 or $4,385 per year over 10 years.  

 

Unit Sale Price $28,000

Yearly Maintenance and Exchange Fees $1,585

x 10 years $15,850

Total Cost Unit Price + Maintenance $43,850  
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132. Based on the Orange County data surveyed above this indicates that if a person were to sell 

their timeshare in the first year after paying cash, they would loose $20,500 ($28,000 - 

$7,500).  

 

133. If the same cash buyer were to sell the property after 10 years they would loose $36,350 

($43,850 - $7,500). Of course, they would have had the one week annual use of the timeshare 

over the 10 years. I reviewed rental rates for Westgate Lakes Resort & Spa on Redweek.com, 

the median rental price for a one-week rental (out of 22 listings) is $1,313 per week 

(incidentally, roughly the amount of the yearly maintenance fees). This indicates and owner 

could rent their week at Westgate Lakes for $13,130 over 10 years. Therefore, this indicates a 

loss of $23,220 ($43,850 - $13,130 - $7,500) after the sale. However, if you were to rent this 

unit every year, you would not have the benefit of using or staying at the property. Of course, if 

you can rent a timeshare unit at the same resort for $13,130 over the course of 10 years, why 

would you buy a unit for $28,000? 

 

Unit Sale Price $28,000

Yearly Maintenance and Exchange Fees $1,585

x 10 years $15,850

Total Cost Unit Price + Maintenance $43,850

Less: Cost of 1 Week Rental $1,313

x 10 years $13,130

Less: Sale Price $7,500

Loss on Unit Over 10 Years $23,220  
 

134. SCENARIO 3 

 

135. Again, using the cash purchase and HOA fees example of $43,850, the potential buyer would 

have approximately $4,365 per year ($43,850 / 10 years = $4,365) to pay for vacation 

accommodations if they were to use that money elsewhere. The following chart is a partial list 

of hotels and resorts based on Hotels.com19 for a one week stay at a 4-star resort, Saturday to 

Saturday on short notice.   

                                                
19 https://www.hotels.com/search.do?resolved-location=CITY%3A1404711%3AUNKNOWN%3AUNKNOWN&f-
star-rating=4&destination-id=1404711&q-
destination=Orlando,%20Florida,%20United%20States%20of%20America&q-check-in=2019-08-24&q-check-
out=2019-08-31&q-rooms=2&q-room-0-adults=2&q-room-0-children=0&q-room-1-adults=2&q-room-1-
children=2&q-room-1-child-0-age=12&q-room-1-child-1-age=15 
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Hotel, 4-stars, 2 rooms,                                                               

accommodations sleep 4-10 people Daily Rate Rate 7-days

Lake Buena Vista Resort Village & Spa (Sky Resort) $122 $854

Omni Orlando Resort at ChampionsGate $135 $945

JW Marriot Orlando Grande Lakes $168 $1,176

Universal's Lowes Portifino Bay Hotel $245 $1,715

Wyndham Grand Orlando Bonnet Creek Resort $145 $1,015

Margaritaville Resort Orlando $222 $1,554

Orlando World Center Marriott $145 $1,015

Walt Disney World Swan $177 $1,239

Westgate Lakes (per Redweek.com) $1,313

Average $170 $1,203  

 

136. Obviously, this would indicate that looking at taking a vacation for 10 years in a row and 

staying at a 4-star resort (similar to the subject) is more economical than purchasing a 

timeshare.  

 

137. Based on this analysis, the potential buyer would have approximately $4,368 per year 

($43,850/ 10 years = $4,368), or $624 per night for a 7-night stay ($4,368 / 7 nights = $624 per 

night), to pay for vacation accommodations if they were to use that money elsewhere. 

Accommodations in a 4-star resort are approximately 25% to 30% of the cost of owning a 

timeshare week. This brings them easily into the 5-star resort realm. 

  

138. The yearly maintenance fees and exchange fees alone at approximately $1,500 to $1,600 per 

year is enough to stay in all but two of the 4-star resorts and the subject resort. 

 

139. Renting each year vs. buying a timeshare also has other advantages:  

a. Greater flexibility over time of the year, duration of stay and location of vacation. 

b. Owning a timeshare vs. renting forces you to take (or at least pay for) the vacation every 

year. This does not allow for variation of vacation stays to accommodate the inevitable 

speedbumps of life such as a health issue, financial distress or family emergency. 

c. The ability to take advantage of always changing deals on vacations or the ability to buy a 

package vacation deal that might include airfare, room and board, tours, etc. 
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140. SCENARIO 4 

 

141. This scenario uses the hotel rates above and compares it to a buyer financed unit at the 

property over 10 years. 

 

Interest Rate 9.99% 14.99% 17.99%

Unit Sale Price $28,000 $28,000 $28,000

Cash Down Payment $5,600 $2,800 $2,800

Amount Financed at Applicable Interest $22,400 $25,200 $25,200

Indicated Monthly Payment $295.89 $406.41 $453.90

x120 months $35,507 $48,769 $54,468

Add: Cash Down Payment $5,600 $2,800 $2,800

Total Cost Principle + Interest $41,107 $51,569 $57,268

Yearly Maintenance and Exchange Fees $1,585 $1,585 $1,585

x 10 years $15,850 $15,850 $15,850

Total Cost Unit Price + Maintenance $56,957 $67,419 $73,118

Less: Cost of 1 Week Rental $1,203 $1,203 $1,203

x 10 years $12,030 $12,030 $12,030

Less: Sale Price $7,500 $7,500 $7,500

Loss on Unit Over 10 Years $37,427 $47,889 $53,588  

 

 

142. This scenario indicates that timeshare ownership vs. renting incurs significant economic loss 

over 10 years at any interest rate. 

 

143. As can be seen by this examination of the Orlando area timeshare market, there is little 

economic value in a timeshare after its initial purchase from the developer. Even if a unit can 

be sold for $7,500 and the original purchase price was $28,000, the loss in value and real 

money is evident. This basic analysis does not even factor in that many sellers agree to pay 

one or two years of maintenance fees, exchange club fees, listing/brokerage fees, transfer 

fees and other items as a perusal of the Ebay and Redweek.com listings indicates which will 

eat into the $7,500 sale price. It is evident from a financial standpoint why a buyer would want 

to exit their timeshare.   
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144. Rising Resort Fees: One of the more common complaints of owners who wish to exit their 

timeshares is that the yearly resort fees are higher than anticipated and grow at a much higher 

rate than inflation, reportedly approximately 4% per year from 2013 to 2017 according to The 

American Resort Developers Association (ARDA)20, double compared to a Consumer Price 

Index (CPI) increase of approximately 2% per year over that same time period- the resort fee 

grows at twice the rate of inflation. For 2017, the resort fees due for each timeshare week 

average $980 per year according to ARDA, at Westgate Lakes the average maintenance fee 

is estimated at $1,285 per year. As discussed above, the maintenance fee alone can be 

roughly equivalent to a one week stay at a 4-star resort elsewhere and roughly equivalent to a 

one week stay at Westgate Lakes.  And that is before accounting for the inflation of the fees; 

the current average $985 fee grows to $1,458 per year after 10 years.   

 

 

 

                                                
20 AIF – ARDA International Foundation (American Resort Development Association, State of the Vacation 
Timeshare Industry, United States Study, 2018, Page 25) 
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145. ISSUES FOR A WESTGATE TIMESHARE OWNER TO CONSIDER 

 
146. At the time of purchase, and usually for a while, most timeshare owners are satisfied with the 

idea of investing in and owning their timeshare week at Westgate. There is the benefit of 

emotional gratification and, of course, the 7-day stay at the resort is a pleasant experience. 

 
147. The emotional benefits of owning a timeshare resort are obvious.  One has the right to enjoy a 

resort setting with family and/or close friends.  When used, the use of an interval week is most 

often a social and relaxing week in a setting of your choice.  Over the years, I have completed 

market research interviewing developers, brokers, sales people and owners of timeshare 

interval weeks.   

 
148. With the passage of time, emotional ownership while using and enjoying the timeshare 

declines when coupled with financial hardship, health and lifestyle issues. 

 
149. Based upon my market research, it seems the ownership hardship most often stems from a 

failure to understand the financial commitments one obligates themselves to when purchasing 

a timeshare interest.  Timeshare owners are obligated to the following types of ownership 

expenses:   

 
a. The cash payment of a timeshare interest. 

b. The cash down-payment if a timeshare interest is financed. 

c. Monthly principal and interest payments (Westgate charged between 9.99% and 

17.99%).  Westgate’s corporate representative, John Willman, testified at his 

August 14, 2019 deposition that Westgate has a 30% delinquency/default rate 

among its owners with mortgaged properties. 

d. Cost to join the “Exchange Club” – upfront fee plus an annual fee. 

e. Exchange Fee – Westgate Resorts, Interval International (II), Westgate Cruise & 

Travel Collection 

f. HOA – condominium owners association fees for property management fees, 

maintenance/repair fees, insurance, taxes, utilities. 

g. Special Assessments. 

h. Westgate has covenants which allow a first right of refusal for unit sales, they have 

the right to restrict or deny exchange memberships and have the right to collect a 

broker’s fee on sold units. 
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i.  There is a huge resale market so competition is enormous- you are competing with 

numerous timeshare owners within timeshare resorts throughout Osceola and 

Orange Counties.  The various Westgate resorts have inventory to sell, so you are 

also in direct competition with the developer owner who will not broker your unit – 

even for a fee- and they employ a skilled, trained marketing and sales staff.   

j. Similar to an automobile, once you drive it off the lot (take ownership), its resale 

price radically drops.  

k. It is rare for a timeshare interval unit to increase in value.   

l. Timeshare units by developer owners such as Westgate use skilled and trained 

professionals.  They provide incentives such as meals, attraction tickets, and more, 

to entice you to their presentation.  The presentation is made while your defenses 

are down when you are on vacation.  

m. Westgate HOA (maintenance fees) are due and payable annually for as long as 

you own the timeshare – whether you use it or want it.   

n. Westgate timeshare units are not “liquid”.  In truth, they are difficult to sell.  You 

cannot finance an interval week at a local bank. 

o. Even if you own a timeshare unit at Westgate “free and clear”, you are obligated for 

ongoing maintenance fees every year.  I believe they are approximately $1,285± 

per year presently and escalate approximately 4% per year as discussed earlier in 

the report (to be expected given the property ages and must be repaired/renovated 

and maintained to good condition).  Mr. Willman also testified at his August 14, 

2019 deposition that Westgate has a 12.5% delinquency/default rate for properties 

with no mortgage (i.e., for properties only accruing maintenance and exchange 

fees). 

p. Even if placed on the market for sale, an Westgate owner is obligated to pay 

maintenance fees, taxes (HOA) indefinitely.  If you do not pay the fees, you risk 

suffering a lower credit rating.   

q. Those who purchase a Westgate timeshare impulsively or from a high-pressure 

salesperson waving a nice gift as an enticement, often wind up regretting it.   

r. Some owners of timeshare units are willing to pay, upfront, sometimes thousands 

of dollars, to reseller brokers to sell their units.  

s. The point of sale (acquisition) by a Westgate owner appears to be full of visuals of 

vacations, rest, fun and the good life. All of this is true. It is short on important 
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information such as the reality of the terms of your financial obligations (virtually 

forever), the annual cost of HOA fees, coupled with the reality that life changes, you 

marital status, your financial status and your health.  The financial reality for many 

timeshare owners is that ownership of a timeshare is a difficult financial burden. 

 

150. As timeshare owners mature, and years go by, people’s lifestyles change.  I have reviewed the 

Reed Hein Fact Pattern Sheets provided to me by my client which pertain to various Westgate 

properties. These surveys ask a series of questions to allow Reed Hein customers to give 

more details about their reasons for wanting to exit their timeshares. In my review, I read many 

complaints which had common themes: Rising maintenance fees, changing life circumstances 

(divorce, illness, loss of job), misleading and/or high-pressure sales tactics, lack of resale 

value, and difficulty in booking desired vacation weeks. There are countless reasons why 

someone chooses to sell their timeshare.  Due to changes in financial status, health, divorce, 

death of a spouse, and changing vacation desires, people determine the timeshare does not fit 

their lifestyle and they want to sell it.   

 

151. The following is a partial summary of responses to questions in surveys of customers who 

contacted Reed Hein to help them exit their timeshare.  These are recorded in Reed Hein Fact 

Pattern Sheets which were provided to me for review.  

 
a. Why do you no longer want your timeshare? 

i. We were deceived into buying. We were told we would own and make 
money out of owning. Account 67709 

ii. Can’t use it, no success in trading it. Can’t afford maintenance fees.  
Account 69240 

iii. I don’t want to pass this burden on to my children. Account 41161 
iv. Maintenance fees are extremely high making it unaffordable. Account 

40580 
v. $3,000 a year payment $944 maint. I could rent a cabin or hotel cheaper for 

a week. Account 63969 
vi. Because it is imposable to book dates because of restrictions, property 

allows nonowners to book I, it is a financial ripoff. Account 55549 
vii. Increasing maintenance fees. Account 63585 
viii. When we try to use it we get told there’s no space available in the resort for 

us to use our room. Account 63973 
ix. Misrepresentation of the dates of availability and the cabin we would have 

access to. Account 68750 
x. Can’t use our weeks to go where we want-always booked, unhappy with the 

pressure of WG, don’t want to burden children. Account 66543 
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xi. Financial distress. They never come through with what they promise. The 
yearly fee goes up and up. Account 61658 

xii. The debt is killing us. We fight all the time. We are so worried about them 
garnishing our pay. The only way out is to die. Account 50289 

xiii. Indebted to maintenance fees for the rest of our lives, then our kids will be 
obligated to the fees which will always be increasing. Account 68203 

xiv. Waste of money, don’t want to pass it to children, feel scammed, false 
promises. Account 69952 

xv. Unavailability of accommodations, financial stress and unknown knowledge 
of lockout fees and increasing maintenance. Account 67248 

xvi. The timeshare does not work the way Westgate presented the timeshare to 
work. Account 40531 

xvii. We were not told the complete truth when we purchased. Account 70378 
xviii. We didn’t want it in the first place. It seemed signing a contract was the only 

way to get out of the sales pitch. Account 41313 
xix. They were not honest from the beginning when we purchased the 

timeshare. Account 55828 
b. Did you sign the contract without fully reading all of the documents? If so, please 

explain. 
i. Of course…High Pressure, wanted to get out of there, it was hours. Who 

could read all that stuff? Account 52248 
ii. Yes too many pages plus they really push you to get through it. Account 

54512 
c. Has the timeshare company attempted to collect a debt from you? 

i. Call every day at work. Account 50289 
ii. They call every morning, I quit trying to talk t them because they got mean. 

Account 52305 
d. How much have your maintenance fees increased? 

i. From $500 to $1,050. Account 62006 
ii. Approx. $300 every even year. Account 57825 
iii. Substantially, we went from a few hundred to a thousand dollars. Account 

40580 
iv. Increase of $694. Account 63585 
v. 2016 paid $681.00 and 2017 paid $919.00. Account 55008 
vi. They have almost doubled. Account 1217 
vii. $750 increase. Account 73168 
viii. Almost doubled. Account 66594 

e. Please describe any attempts you have made to cancel your timeshare contract. 
i. They explained I couldn’t and my only option was to find my own seller or 

pay it off and give it back to Westgate. Account 61485 
ii. Contacted Westgate resort several times and they told me I was stuck with 

the contract and my wife and I could not get out. Account 68938 
iii. We called about a “deed-back” program. Were instructed that it was only 

applicable for “paid” properties. Account 61216 
f. Have you learned that your timeshare is not an investment or has not increased in 

value? If so, when and how did you learn this? 
i. Yes, through eBay where timeshares are being sold for one dollar. Account 

55549 
ii. Research sales of Westgate timeshares. Account 68905 
iii. We have offered int online, even for free and no one wants it. Account 1217 
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iv. I could not even give it away. Its worthless. Account 69798 
v. We have not been able to rent it out as they have said. Account 61658 
vi. Yes! They said it was worth double. When we looked into selling, we though 

it was an investment. Account 63099 
vii. We tried to sell it…could not even give it away. Account 52703 
viii. When trying to sell it, others were listed for free or $1.00. Account 65722 

 
152. This is a portion of a testimony written by Pamela Larson in a Reed Hein Fact Pattern Sheet. It 

seems to summarize the frustration, complaints and anger which runs through the reports:  

 

a. We did go to Bronson Westgate this summer to visit family who lived in Missouri. 

While there we had a meeting with the concierge and their sales representative. I 

explained to them that we can no longer afford our payments to Westgate and 

asked for help from them. The concierge was more than happy to agree at first, 

telling us that he would help us rent out our bedrooms if we would agree with their 

offer. It turns out that their offer of help was to sell us more property so that they 

could divide off two of the bedrooms into a separate deed, then we could sell the 

two bedrooms off and use that sales price to help pay toward the other five 

bedroom property that we would now own (going from 6 to 7 bedrooms). Also, the 

payment for this “solution” would be even higher than it currently is! Having 

examined eBay and knowing what Westgate property was selling for, we refused. 

As soon as we refused their soliton to our problem, the concierge left our table and 

didn’t even offer to leave me his card with his contact information so that I could get 

the help he had promised in renting our bedrooms. That is when I realized that 

there would be no help from Westgate and their only object is to sell more property, 

even though they know we can’t afford what we already have! 
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6. CONCLUSION 

 

153. As I previously discussed, Florida Statute 192.037 addresses the valuation of timeshares for 

ad valorem assessment purposes.  Paragraph 10 directs the appraiser to look first to the 

resale market.  As discussed herein, the resale market is the “Wild West” and is unreliable for 

valuation purposes.  Sales are frequently for nominal values, quit claims, family transactions, 

dealer transactions, and are not arm’s length transactions suitable for comparison as a 

comparable sale.  The Statute then directs the appraiser to account for and deduct “usual and 

reasonable fees and costs of sale” (marketing, financing and exchange network).  The Statute 

says “the cost of these fees is presumed to be 50% of the original purchase price, but such 

presumption shall be rebuttable.”  This implies that a timeshare purchased for $20,000 is likely 

worth at least 50% less than what was paid at acquisition.  My analysis of Orange County 

Timeshare Resort sales indicated a median price for developer sales in 2015 at $20,943, 

$22,400 for 2016 and $24,000 for 2017.  The 3-year average of the median developer sales 

price is $22,448.  The 3-year median price for resales in 2015 is $12,000, $12,300 for 2016 

and $12,500 for 2018 with an average of the three years at $12,267.   

 

154. My analysis of Osceola County Timeshare Resort sales indicated a median price for developer 

sales in 2015 at $27,155 and $22,990 for 2016.  The 2-year average of the median developer 

sales price is $25,073.  The median price for resales in 2015 is $10, and $10 for 2016 with an 

average of the two years at $10. This indicates that resales in the county sell for less than 1% 

of what developer sales are on average. Osceola County reports all transactions of timeshares 

including those from $0 to $100 which make up the bulk of resale transactions. 

 
155. There are many timeshare options in the market today; competition on the timeshare market is 

fierce and confusing.   

 

156. Ebay, Redweek.com and numerous timeshare resellers are easily found on the internet.  

Particularly from 2008 to 2017±, the internet market was confusing and dangerous.  

Frequently, fraudulent timeshare resellers would accept an upfront fee and simply disappear.  

This caused financial loss and additional hardship for an interval owner trying to sell their 

timeshare.   
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157. Even today, there is no central point or clearinghouse to sell your timeshare.  As I understand 

the situation, Westgate will, through its “Legacy” program, counsel an owner who wants to 

“sell” their timeshare. Evidence from the reviewed Fact Pattern Sheets indicates that any 

efforts by Westgate are only to refinance, upsell or transfer an obligation to another family 

member. Westgate states this in NOT a resale program- Westgate will not purchase the unit or 

list it for sale as a broker.   

 

158. Where and how to find a bona fide buyer for your property?  Advertising and promotion are 

key as the internet is presently deluged with resell brokers and opportunities.    

 

159. It is important to consider the valuation issues that vary with timeshares.  They vary widely for 

several reasons; the location of the unit; the size and number of bedrooms of the unit; the 

franchise it belongs to – Holiday Inn, Marriott, Westgate, Hilton or various others (there are 

many); the designated time of year for the unit offered for sale; the resort rating for the interval.  

All of these factors complicate the choices of a buyer on the resale market.  These issues, 

coupled with the aforementioned financial issue, complicate the transaction for the typical 

person.   

 

160. As demonstrated earlier within this report, the difference between “Developer Sales” and 

owner “Resales” is substantial.  From 2015 to 2017, the median price difference was 73% - 

93% for Westgate in Orange County.  The physical living space sold is identical. The 

difference in achievable sales price is in part that owner/developer, Westgate, has a 

professional marketing team, trained and skilled sales staff, and offers financing. Owners fend 

for themselves without sales and marketing resources.  As discussed earlier in this report, 

owners place the property on the market and most often cite financial burden of payments and 

fees, escalating HOA maintenance fees, high interest rates and contracts in perpetuity.  The 

documented low “Resale” price causes owners to have dissatisfaction, and hence, default on 

their loan. 

 
161. As discussed, another reason for dissatisfaction is the poor value of the timeshare unit vs. 

comparable or superior hotel accommodations for a similar vacation time.  

 
162.  It seems logical that, for these reasons, owners had personally decided they wanted to sell 

their timeshare prior to becoming aware of Reed Hein (TET).   
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163. Selection of an honest and reputable reseller is paramount to having a good outcome.  Using 

an expert that understands the timeshare industry will likely help you achieve a sale 

transaction.  Selling an “owned” timeshare requires time, financial staying power, patience, 

diligence and effort.   
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8. COMPENSATION 

 
199. My firm is being compensated at the rate of $300 per hour for MAI/Partner work, and $150 per 

hour for Associate work.   
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