
A Guide to Marketing Gypsy Horses for Sale 
(Your buyers will thank you!) 

 

One thing I have noticed in the Gypsy Horse community is that there are a variety of ads, ranging from very good to very bad, 
in which people try to sell their horse. Selling a horse can be very time-consuming and even stressful but there are ways to 
make it a smooth process. Of course, assuming you are an honest and thoughtful seller, it will be very important to highlight 
your sales’ horse in an honest and positive light so that potential buyers have a clear vision of what this horse has to offer and 
if it may be a good match for them. This will help you, as the seller, weed out potential buyers that may not a good match and, 
also, if your ad was clear to begin with, ensure that you won’t be asked questions unnecessarily. Being detailed enough in your 
sales ad and highlighting the key points of your horse is important to catch attention, but you don’t need to write up an entire 
life history. Save the details to be discussed later with serious buyers.  
 
Equally important in attracting SERIOUS buyers is being a SERIOUS seller. Nothing is more frustrating for a buyer than seeing a 
horse they are very interested in and not getting prompt and adequate information or, worse, no response from the seller at 
all. Respond promptly to potential buyers whether you feel the horse is a match or not so that they can either move forward 
in looking at your horse or free them up to move on. Lastly, once you have a serious buyer coming to look at your horse, your 
representation can have a negative or positive effect on getting the deal done. There are examples included here to help 
guide you with your marketing process and creating sales’ ads. The photo examples are also only being used for educational 
purposes. 
 

SALES ADS 
There is some vital information to ALWAYS include in a sales ad. The order in which you state the information may vary 
depending on the ad format.  
 

1. Name, including both registered and nickname(s)  
2. Breed, age, height, and gender. 
3. Color, (including DNA color results)   
4. Pedigree, including any registry information that will help the buyer. 
5. PSSM tested: Some people will ask this question, it is up to you if you want to include it or not, but some people will 

insist the horse is tested before pursuing a sales’ horse.  
 

Description Information 
This information is to briefly describe your horse’s personality traits and experience. Keeping the description to the point and 
not too long will help keep the buyers’ attention. 
 

1. Any relevant handling and/or training and personality information. Clearly state what kind of personality your horse 
has; beginner friendly, forward moving or more whoa than go, intermediate rider required etc. If it is a foal or un-
started horse highlight its personality traits and level of acceptance to handling, the ground work it has received or 
outings/field trips it may have experienced. How is it on the ground and with being trailered?  

2. Any relevant competition results/inspection scores. You don’t have to list all the details, but highlight the 
accomplishments that may bring value to the sales price and discuss the specifics later. 

3. Any relevant discipline registrations; Lifetime USEF, USDF etc. 
4. Any relevant breeding history: Such as a breeding mare that has had 2 foals or a stallion that has 4 foals on the 

ground. Detailed information can be shared with serious buyers later including photos of the foals and linage. 
5. Any relevant health issues: If there is a reason you are selling the horse due to a particular health issue and the price 

reflects this, state it up front. List if horse is current on health records, and dental work, and if he/she has shoes. 
Some sellers prefer to have x-rays done before the horse is marketed and this would also be stated. 

6. Location: Where is the horse currently located? 
7. Price: Whether or not you include the price is up to you. You may want to state if the price is firm or negotiable and 

any other financial information such as if payments will be taken, the terms, etc.  The benefit of stating the price up 
front is you will have serious buyers contacting you that actually have the funds to buy the horse and it will save you a 
lot of time. Be sure to include your contact information and an email you check regularly. 

8. Photos: ALWAYS include photos! Confirmation and any highlight performance shots are best (see more information 
below) You may be limited on how many photos you can include in your ad, so pick the best side view confirmation or 
highlight performance shot if you can only post one. Past baby photos and additional photos can be forwarded to a 
serious buyer later to help them to get a better feel of the horse.  



9. Video: Video is ALWAYS preferred by a buyer. Don’t list your horse until you have the video ready, it will save you 
time in the long run and it shows you are a SERIOUS seller. (see more information below) 

 
AD EXAMPLE: 
 

Registered Gypsy Vanner for Sale 
Titan’s Crowning Glory “Glory” 
9 year old, 14.1 hand, black/white Piebald Mare 
Sire: Epic Farm’s Titan     Dam: Gloria 
Located in MN 
Glory is a stunning performance mare with two State Championships, a National Championship in Halter, and top 
awards in both English and Western divisions. She is currently in full training with a professional trainer and is ready to 
show this season. Glory is a great mover with a gentle demeanor and is an advanced-beginner friendly riding horse. She 
has wonderful ground manners, trailers and especially loves children. She is registered with the GVHS and GHRA and has 
a lifetime registration with the USEF. Glory is a proven broodmare having had two foals and is PSSM negative. She is 
sound and current on all vaccinations, worming, dental, and requires no shoes. Current riding video is available.  
Offered at $22,000. Firm 
 

PHOTOS:  
Photos are the way you can help the buyer visually look at the horse you are offering them. Taking good sales photos is not 
always easy! Good sales photos will represent and highlight your horse to its fullest in a positive light. A poorly taken photo 
may make your horse appear to have a poor feature or even a major flaw. Here are a few tips to help you best represent your 
horse: 
 

1. Be sure your horse is clean! When someone is looking to spend big money on a horse, show how gorgeous your horse 
is all spiffed up so they can see how beautiful it is in “show form”.  

2. Be aware of the back ground of the photo. Choose a scenic or solid colored area with good lighting and no 
distractions.  

3. Taking conformation photos of babies and developing horses is difficult as often the can look awkward, but setting up 
a good shot can make all the difference. For all horses, ALWAYS be sure the ground is level and the feet and feathers 
can be seen clearly. Stand up the horse so that is balanced and the off legs are slightly apart. For the hind shot, 
knotting the tail will show the hind legs clearly. It is ideal to not have a person (or limb) shown in the shot as it can be 
distracting. If there is a person in the shot, be sure they are dressed neatly for a professional looking image. 

4. For any highlight performance shots, choose photos that show your horse in action in a show as well as receiving or 
holding a special reward they have earned. This really gives the buyer a sense of the horses training experience and 
achievements.  

 

CONFORMATION PHOTO EXAMPLE: (4 year old gelding) 

       
 
PERFORMANCE/HIGHLIGHT PHOTO EXAMPLES: (4 year old gelding) 

      



 
SALES VIDEOS 
A sales video is very important so that people can “see” your horse whether they live locally or more importantly out of State 
or even the country. This is also your reputation you are representing so take the time to make it look professional There are 
some key points to follow in order to make a quality video. 
 

1. The footage must be taken in a well-lit area, most preferably a watered arena to minimize dust, with good level 
footing. 

2. Buyers may appreciate seeing a horse free at liberty so that they can get an idea of the horse’s natural movement and 
personality, especially if it not yet under-saddle. If the horse lunges, show the footage. 

3. The walk, trot, and canter should be clearly shown. An accurate representation of what you are advertising should be 
shown. If your horse specializes in certain disciplines, be sure to show it on the video. If it jumps, show it jumping, if it 
sorts cattle, show it sorting cattle.  

4. Be sure that you and/or the rider/handlers are dressed appropriately with a neat and polished appearance. 
5. If you choose to highlight your video with added music, be sure the music fits the image, and is not offensive. Music 

without lyrics tends to better highlight the horse rather than the song.  
6. Details, details! If you really want to present a thorough video, especially for people located far away or a site unseen 

potential buyer. More detailed footage of the horse is always very much appreciated. Take footage of the horse being 
haltered and un-haltered in a stall and pasture, hand-walked and trotted straight to and away from the camera and 
from both side views. Show the horse being groomed, saddled, bridled, lunged, bathed, loading and unloading in a 
trailer, fed a treat, and fed their feed. Consider showing the feet under all that feather and use a set of panty hose to 
pull up the feather so that the hooves can be clearly seen. All these details will be a wonderful benefit for a serious 
buyer and can establish good communication and a sense of trust between the seller and buyer. If a sight unseen 
potential buyer requests particular video shots of something additional, please consider their position and risk as the 
buyer and take the requested footage!  

 

 
THE MEETING AND SALES PRESENTATION   
Finally, once you have a potential buyer interested in coming to look at your horse, take steps to ensure a positive meeting. 
Set the time and date, give clear directions, and reconfirm the meeting the night before. Ask if there is anything specific the 
buyer would like to see upon arrival. They may want to see the horse untouched and not worked before they arrive, for 
example. Knowing this will help you better plan the meeting and avoid disappointments. Have any paperwork readily available 
in case they should like to see registration, etc. Dress professionally and be sure to prepare your horse for presentation with a 
bath and/or a good grooming. Prepare your presentation areas so that the horse can be tried out or viewed easily and be sure 
to start early and never be late! 
 
In the long run, good preparation will really help you save unnecessary time and energy. It will also be appreciated by your 
potential buyers and assist you in finding the best possible match for your horse.  
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