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Introduction

When it comes to selling luxury lodges, the numbers tell only half the story. Traditional
outright sales are straightforward: a lodge is worth what the market will pay. But the
psychology of fractional ownership—particularly in quarter shares—creates a dynamic that
consistently delivers more. Many parks now find that pricing lodges in quarters achieves an

uplift of 25%—30% compared to outright sales. Behavioural economics explains why.



Anchoring and Price Reframing

One of the most powerful biases in consumer decision-making is anchoring. Present a lodge
at £200,000, and the figure feels daunting. Reframe it at £50,000 for a quarter share, and the
buyer’s brain locks onto that smaller anchor. Even though the proportional cost is higher, the
purchase feels accessible. This “price reframing” broadens the market dramatically while

creating scope for a share to sell at £55,000 or £60,000 without resistance.

Mental Accounting and Comparative Value

Consumers don’t always think like accountants. Through the lens of mental accounting,
people compare a £50,000 share not to the full lodge but to alternative uses of £50,000: a
new car, a handful of premium holidays, a deposit on a flat. Against these benchmarks, a
guarter of a luxury lodge feels like exceptional value. This is why buyers often accept a higher
proportional price per share—it fits into a mental category of “lifestyle upgrade” rather than

“property investment.”

The Endowment Effect and “Just Enough” Ownership

Behavioural economists describe the endowment effect—we place more value on things we
own, even in part, than things we don’t. A quarter share is enough to trigger that sense of
pride and attachment. Yet because it represents “just enough” ownership, it avoids the guilt
of under-used assets or heavy maintenance burdens. Buyers feel both indulgent and

prudent—a powerful mix when justifying a purchase.



Loss Aversion and Smart Rationalisation

According to loss aversion theory, people fear losses more than they value equivalent gains.
For a whole lodge, the perceived “losses” include underuse, wasted capital, and ongoing
costs. With a quarter share, those risks shrink dramatically. Owners tell themselves they are
avoiding waste while still securing the prestige of ownership. This rationalisation makes them

more willing to pay a premium on the share.

From Theory to EBITDA

For park operators, the commercial impact is significant. Four smaller, faster sales replace one
large, slower one. Cash flow improves, stock turns more quickly, and premium pricing boosts

revenue.

Fractionalisation also reshapes recurring income. Take a £5,000 annual pitch fee under
outright ownership. With four fractional owners, the same lodge can command £7,000 in

total, divided into £1,750 each—affordable for individuals but £2,000 more for the park.

Scale that to 200 lodges and annual recurring income rises from £1,000,000 (£5,000 x 200) to
£1,400,000 (£7,000 x 200). That £400,000 annual uplift feeds directly into EBITDA. Capitalised
at an 8x multiple, it adds £3.2 million to the park’s value—before counting ancillary spend

from four times as many families on site.

Hyperbolic Discounting and Immediate Gratification

Finally, buyers are subject to hyperbolic discounting—they value immediate enjoyment more
than future benefit. A quarter share provides that instant gratification: for £50,000 today,
they get the keys to a lodge lifestyle. The promise of holidays now, not someday, makes the

purchase compelling even if the long-term maths favours outright ownership.



Conclusion

Fractional lodge pricing works not just because of clever arithmetic, but because it aligns with
how people actually think and feel. Anchoring, mental accounting, the endowment effect,

loss aversion, and discounting all play their part.

For buyers, it feels smart and accessible. For operators, it means faster sales, higher pitch
fees, stronger EBITDA, and greater overall park valuation. Behavioural economics proves that

when you divide ownership, the whole can truly be worth more than the sum of its parts.
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