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Land… that’s where it all begins. Whether it is ranch land 
or family retreats, working cattle ranches, plantations, 
farms, estancias, timber or recreational ranches for sale, 
it all starts with the land.

Since 1946, Hall and Hall has specialized in serving 
the owners and prospective owners of quality rural real 
estate by providing mortgage loans, appraisals, land 
management, auction and brokerage services within a 
unique, integrated partnership structure.

Our business began by cultivating long-term relationships 
built upon personal service and expert counsel. We have 
continued to grow today by being client-focused and 
results-oriented—because while it all starts with the 
land, we know it ends with you.

WITH OFFICES IN :

SALES   |    AUCTIONS   |    F INANCE   |    APPRAISALS   |    MANAGEMENT
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EXECUTIVE SUMMARY
 
Located on South Carolina’s Pee Dee River, Weymouth Plantation is a historic and diverse 
well-managed recreational property.  The plantation is located on Plantersville Road, a 
scenic road made up of some of the most significant plantation properties in the state, 
including Chicora Wood, Exchange, Rosebank, and Arundel.  Weymouth is 914± acres and 
has a broad range of habitat types that provide an enormous amount of quality outdoor 
hunting and fishing opportunities.  The upland pines and longleaf have been managed 
for quail, there are duck impoundments, and great deer and turkey hunting.  Situated on 
the river, a mile and a half from the paved road, the main house is surrounded by huge 
live oaks and the setting is the definition of serene.  
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LOCATION
Weymouth Plantation is located on Plantersville Road on the Pee Dee River, among some of 
the finest preserved former rice plantations of coastal South Carolina, such as Chicora Wood, 
Exchange, Rosebank, and Arundel.  The property is approximately twenty minutes to historic 
Georgetown’s shopping, dining, and Harborwalk.

Georgetown County Airport is a county-owned public use airport just 17 miles from the 
plantation with a 6,005’ runway.  The nearest international airport with commercial flights is 
Myrtle Beach International Airport, approximately one hour from Weymouth.

From an ecological perspective, the plantation is in the Winyah Bay Focus Area, which is 
the third largest estuarine drainage area on the east coast.  The 525,000 acres in the lower 
drainage of the four main rivers make this an important wildlife region particularly for migrating 
and wintering waterfowl.  

Plantation entrance off 
Plantersville Road

http://www.hallandhall.com
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LOCALE
Plantersville Road: Today, the modest gated 
entrances of nearly a dozen plantations on 
Plantersville Road, many first deeded by the 
king in the early 1700’s, give a nod to an era 
gone by.  What lies beyond those gates, past 
the sprawling limbs of the grand live oaks 
and the pink springtime show of the azaleas, 
is left only to the imagination for most.  
And the ones who have the opportunity 
to call these places home in modern days 
have displayed tremendous stewardship.  
Most have protected the plantations from 
development by donating conservation 
easements, ensuring that the landscape, 
vistas, and history are forever preserved. 

Georgetown: Located between Charleston 
and Myrtle Beach, the historic seaport of 
Georgetown is South Carolina’s third oldest 
city and has been an official port of entry 
since the 1730’s. It’s a charming town 
with wide, heavily canopied streets and 
over fifty sites on the National Historic 
Register in Georgetown’s Historic District. 
Many museums, galleries, restaurants, and 
shops occupy the old buildings.  It’s a great 
launching spot for ecotourism and fishing 
charters.  This port exported more rice than 
any other in the world.

Georgetown is on Winyah Bay, an estuary 
created by the confluence of the Waccamaw 
River, the Sampit River, the Black River, 
and the Pee Dee River which originates 
in the Appalachian Mountains in North 
Carolina. The Winyah Bay is well-known for 
its unspoiled coastlines and natural beauty.  

The lands on the rivers that feed into Winyah 
Bay have historically been some of the most 
coveted lands in the state.  Those along the 
scenic Plantersville Road on the Pee Dee 
River were generally chosen as the home 
place of plantation owners who had multiple 
properties. 

Historic Georgetown

Harborwalk in Georgetown

Pee Dee River
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ACREAGE
Weymouth Plantation consists of 914± acres of which approximately one-third is open upland 
pine savannah, one-third is a transitional loblolly/hardwood ecotone, and approximately one-
third is water including a pristine cypress lake, ponds, old rice field impoundments, and drains/
wildlife corridors.    
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WILDLIFE RESOURCES
Weymouth Plantation is blessed to have a broad range of habitat types that provide an enormous 
amount of quality outdoor hunting and fishing opportunities. The land includes large swaths 
of mature pine forests with an ecologically rich understory that is interspersed with interesting 
hardwood drains and wetland areas in addition to nearly a mile of frontage on both sides of the Pee 
Dee River, tidal marshes and levied wetland impoundments. Collectively, this creates a property 
that can be used all months of the year.

Waterfowl: Weymouth is, as much as anything, a place born and bound by water. Cypress tributaries 
and nutrient rich rivers surround the property, and with those come fowl and fish in great numbers. 
This area surrounding Winyah Bay is the 3rd largest estuarine drainage area on the east coast and 
one of the most important regions for migrating and wintering waterfowl. Today’s Pee Dee river basin 
is different than that of the 18th and 19th centuries because rice is not the dominant backdrop. 
That said, the rice landscapes left behind — old impounded fields, blackwater ditches, and marsh 
deltas — still teem with many species of ducks and fish. Migratory wood ducks, or summer ducks, 
are boosted by resident birds that nest in the local marshes and begin working the fields in early 
October. New waves show up in November, along with teal, mottled and black ducks, gadwall, 
ringnecks, and occasional widgeon. Pintails 
sometimes appear on ducky days. Scaup and 
redheads mix in with the ringnecks every now 
and then. The good duck hunting experienced 
along the Pee Dee River is heavily influenced 
by the fact there are several neighboring 
plantations managing for waterfowl creating a 
larger landscape that draws migrating birds. 
Suffice it to say that Weymouth’s moist-soil 
impoundments and the surrounding areas 
have plenty of ducks, and Weymouth could be 
managed more or less intensely according to 
an owner’s preference.

http://www.hallandhall.com
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Quail: For nearly thirty years, Weymouth’s habitat has been managed with quail in mind and a few hundred 
acres of this property represent the most ideal upland piney woods for establishing a high-quality release 
quail program. For someone to have an exceptional quail program, the hardest part is finding or creating the 
habitat needed to accomplish such. The mature pine forests on Weymouth will provide an owner with instant 
gratification by allowing him to implement a very engaging quail program off the bat.  

Turkey & Deer: As is expected in the low country of South Carolina, turkey and deer are in abundance on 
Weymouth. The property has the perfect blend of pines, hardwoods, and open land that creates the edge and 
habitat needed to sustain strong populations every year. 

Dove: There is a dove field that has historically produced some very good shoots. It is currently planted in 
sunflowers and corn. 

http://www.hallandhall.com
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Fishing: Fishing around Weymouth starts in the still, tannin stained ponds on the property for bream and 
bass and continues into the ditches and pockets on the river for bass, bream, catfish, and most all southern 
freshwater species. Although you can’t legally target them, sturgeon are a common sight on the Pee Dee, 
Black, and Waccamaw rivers just downstream of Weymouth. A short, fifteen minute boat run downriver to 
Georgetown and the Intracoastal Waterway’s southern turn will put fishermen in brackish, tidal water that 
supports an excellent “inshore slam” fishery of redfish, speckled trout, and flounder. Inshore anglers also 
target sheepshead, black drum, tripletail, tarpon, and all sorts of panfish. Nearshore boats chase Spanish and 
king mackerel, cobia, spadefish, and all worlds of bottoms fish from black bass to grouper. Conventional and 
fly fishing guides work out of nearby Georgetown Landing Marina, as do a number of offshore captains who run 
through the Winyah Bay jetties to blue water species like dolphin, tuna, wahoo, and billfish. A jump-off to all 
of this fishing action is within minutes of Weymouth by boat or car. 

Duck hunting impoundment
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IMPROVEMENTS
Main House: The main house is in an idyllic waterfront setting surrounded by live oaks and 
English gardens.  Completed in 1998, the house is comprised of two original 1830s cabins 
that were masterfully moved and connected to make one dwelling.  A master carpenter had the 
vision for turning the two old cabins into a cohesive and charming plantation house, connecting 
the historic structures with a bright dining/sitting room combo with vaulted ceilings and hand 
hewn beams.  He also had a vision for the floating staircase up to the cupola.  Historic materials 
were preferred as is evident by the old leaded glass, salvaged wood, and antique bricks.  There 
are three bedrooms and two and a half bathrooms.   

http://www.hallandhall.com
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Caretaker/Overseer’s House:  Three bedroom ranch-style house

Guest Lodge:  Two bedroom/one bath house for overflow 

Other Improvements: Office cabin, covered dock, several barns/sheds, kennels, fenced pasture

http://www.hallandhall.com
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CLIMATE 
Located within the humid subtropical region of the Atlantic Seaboard, the area features a mild 
climate and four distinct seasons.  Georgetown’s January low averages 35°F and July highs are 
around 91°F and average annual rainfall is about 54 inches.  Snow is rare.  

TAXES
Based upon past years, the annual taxes are estimated at $3,311.23.
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ADDITIONAL INFORMATION 
The property is protected from development by a series of conservation easements, including 
two with Wetlands America Trust, Inc (aka Ducks Unlimited) and one with the Lowcountry Open 
Land Trust.  

There is remaining unencumbered acreage which may be utilized for donation by a future owner.

Reserved rights allow for multiple additional single family residences equal to or less than 
5,000 square feet and ancillary structures customary for plantation residences.  

The Lowcountry Open Land Trust’s 
mission is the “preservation 
of the irreplaceable natural 
and historically significant 
landscape of the Lowcountry, 
and the natural beauty of the 
Lowcountry, by protecting land, 
waters, and vistas of special 
scenic and aesthetic significance 
and adjacent to Beaufort, 
Colleton, Charleston, Berkeley, 
Dorchester, Georgetown, and 
Horry Counties.”
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BROKER’S COMMENTS

As a broker, we are routinely asked by buyers for properties with good water and lots 
of recreational diversity that has good neighbors. Weymouth Plantation offers all of this 
in spades. An outdoorsman will have a full calendar of recreational hunting and fishing 
opportunities. It’s location to coastal waters and the fact similarly managed plantations 
surround it creates an atmosphere that is truly special. 
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NOTICE:  Offering is subject to errors, omissions, prior sale, change or withdrawal without notice, 
and approval of purchase by owner. Information regarding land classifications, acreages, building 
measurements, carrying capacities, potential profits, etc., are intended only as general guidelines and 
have been provided by sources deemed reliable, but whose accuracy we cannot guarantee. Prospective 
buyers should verify all information to their satisfaction. Prospective buyers should also be aware that 
the photographs in this brochure may have been digitally enhanced.
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Click on map above for link to Google Earth map of property.

PRICE

$6,900,000
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ADDITIONAL SERVICES OFFERED BY HALL AND HALL
1. MANAGEMENT SERVICES – Hall and Hall’s Management Division has a very clear mission–to represent the owner and 

to ensure that his or her experience is a positive one. Services are customized to suit the owner’s needs. They often 

begin with the recruiting and hiring of a suitable ranch manager or caretaker and are followed by the development of 

a management or operating plan along with appropriate budgets. Ongoing services include bill paying, ranch oversight, 

and consulting services as needed. Even the most sophisticated and experienced ranch owners appreciate the value of a 

management firm representing them and providing advice on local area practices and costs. Wes Oja, Jerome Chvilicek, 

Dan Berstrom or Brant Marsh at (406) 656-7500 are available to describe and discuss these services in detail and 

welcome your call.

2. RESOURCE ENHANCEMENT SERVICES – Increasingly the value of a ranch is measured by the quality of each and every 

one of its resources. Coincidentally, the enhancement of a ranch’s resources also increases the pleasure that one derives 

from the ownership of a ranch. Our management services have included the assessment of everything from wildlife 

habitat to bird habitat to water resources and fisheries and the subsequent oversight of the process involved with the 

enhancement of these resources. Wes Oja, Jerome Chvilicek, Dan Bergstrom or Brant Marsh at (406) 656-7500 are 

available to describe and discuss these services in detail and welcome your call.

3. AUCTIONS - Hall and Hall Auctions offer “Another Solution” to create liquidity for the owners of Investment-Quality Rural 

Real Estate.  Our auction team has experience in marketing farmland, ranchland, timberland and recreational properties 

throughout the nation.  Extreme attention to detail and complete transparency coupled with Hall and Hall’s “Rolodex” 

of more than 40,000 targeted owners and buyers of rural real estate help assure that there are multiple bidders at each 

auction. In addition, the unique Hall and Hall partnership model creates a teamwork approach that helps to assure that 

we realize true market value on auction day.  For more information on our auction services contact Scott Shuman at 

(800) 829-8747.

4. APPRAISALS - Staying abreast of ancillary market influences in ever-changing economic conditions requires a broad 

professional network to tap into. Finding an appraiser who not only understands the numbers but also the differences in 

value from one area to another is a critical part of making an informed decision. The appraisal team at Hall and Hall, 

formed entirely of Accredited Members of the American Society of Farm Managers and Rural Appraisers (ASFMRA), has 

that critical network of brokers and lending professionals. This professional network coupled with diverse experience 

across multiple regions and market segments allows our appraisal team to deliver a quality product in a reasonable 

timeframe.  For more information contact our appraisal team at (406) 656-7500.

5. SPECIALIZED LENDING - Since 1946 Hall and Hall has created a legacy by efficiently providing capital to landowners.  

In addition to traditional farm and ranch loans, we specialize in understanding the unique aspects of placing loans on 

ranches where value may be influenced by recreational features, location and improvements and repayment may come 

from outside sources. Our extensive experience and efficient processing allows us to quickly tell you whether we can 

provide the required financing.

Competitive Pricing  |  Flexible Terms  |  Efficient Processing 

Tina Hamm or Scott Moran • (406) 656-7500 

Mike Hall or Judy Chirila • (303) 861-8282 

Monte Lyons • (806) 698-6882  

J.T. Holt • (806) 698-6884
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SOUTH CAROLINA DISCLOSURE OF REAL ESTATE BROKERAGE RELATIONSHIPS

Pursuant to South Carol ina Real Estate License Law in S.C. Code of Laws Section 
40-57-370, a real estate l icensee is required to provide you a meaningful explanation 
of agency relat ionships offered by the l icensee’s brokerage f i rm. This must be done 
at the f i rst  practical opportunity when you and the l icensee have substantive contact. 

Before you begin to work with a real estate l icensee, i t  is important for you to know the 
difference between a broker- in-charge and associated l icensees. The broker- in-charge 
is the person in charge of a real estate brokerage f i rm. Associated l icensees may work 
only through a broker- in-charge. In other words, when you choose to work with any real 
estate l icensee, your business relat ionship is legal ly with the brokerage f i rm and not 
with the associated l icensee. 

A real estate brokerage f i rm and its associated l icensees can provide buyers and 
sel lers valuable real estate services, whether in the form of basic customer services, 
or through cl ient- level agency representation. The services you can expect wil l  depend 
upon the legal relat ionship you establish with the brokerage f i rm. It  is important for 
you to discuss the fol lowing information with the real estate l icensee and agree on 
whether in your business relat ionship you wil l  be a customer or a cl ient.

South Carol ina l icense law defines customers as buyers or sel lers who choose NOT to 
establish an agency relat ionship. The law requires real estate l icensees to perform the 
fol lowing basic duties when deal ing with any real estate buyer or sel ler as customers: 
present al l  offers in a t imely manner, account for money or other property received on 
your behalf,  provide an explanation of the scope of services to be provided, be fair  and 
honest and provide accurate information, and disclose “material  adverse facts” about 
the property or the transaction which are within the l icensee’s knowledge. 

Unless or unti l  you enter into a written agreement with the brokerage f i rm for agency 
representation, you are considered a “customer” of the brokerage f i rm, and the 
brokerage f i rm wil l  not act as your agent. As a customer, you should not expect the 
brokerage f i rm or i ts l icensees to promote your best interest,  or to keep your bargaining 
information confidential  unless a transaction broker agreement obl igates the brokerage 
f i rm otherwise. 

Customer service does not require a written agreement; therefore, you are not 
committed to the brokerage f i rm in any way unless a transaction broker agreement or 
compensation agreement obl igates you otherwise. 

Transaction Brokerage: A real estate brokerage f i rm may offer transaction brokerage 
in accordance with S.C. Code of Laws Section 40-57-350. Transaction broker means a 
real estate brokerage f i rm that provides customer service to a buyer,  a sel ler,  or both 
in a real estate transaction. A transaction broker may be a single agent of a party in 
a transaction giving the other party customer service. A transaction broker also may 
faci l i tate a transaction without representing either party.  The duties of a brokerage 
f i rm offer ing transaction brokerage relat ionship to a customer can be found in S.C. 
Code of Laws Section 40-57-350(L)(2).

Cl ients receive more services than customers. If  cl ient status is offered by the real 
estate brokerage f i rm, you can become a cl ient by entering into a written agency 
agreement requir ing the brokerage f i rm and its associated l icensees to act as an agent 
on your behalf and promote your best interests.  I f  you choose to become a cl ient,  you 
wil l  be asked to confirm in your written representation agreement that you received 
this agency relat ionships disclosure document in a t imely manner. 

A sel ler becomes a cl ient of a real estate brokerage f i rm by signing a formal l ist ing 
agreement with the brokerage f i rm. For a sel ler to become a cl ient,  this agreement 
must be in writ ing and must clearly establ ish the terms of the agreement and the 



obligations of both the sel ler and the brokerage f i rm which becomes the agent for the 
sel ler. 

A buyer becomes a cl ient of a real estate brokerage f i rm by signing a formal buyer 
agency agreement with the brokerage f i rm. For a buyer to become a cl ient,  this 
agreement must be in writ ing and must clearly establ ish the terms of the agreement 
and the obligations of both the buyer and the brokerage f i rm which becomes the agent 
for the buyer. 

I f  you enter into a written agency agreement, as a cl ient,  the real estate brokerage 
has the fol lowing cl ient- level duties: obedience, loyalty,  disclosure, confidential i ty, 
accounting, and reasonable ski l l  and care. Cl ient- level services also include advice, 
counsel and assistance in negotiat ions. 

Single Agency: When the brokerage f i rm represents only one cl ient in the same 
transaction (the sel ler or the buyer),  i t  is cal led single agency. 

Dual Agency: Dual agency exists when the real estate brokerage f i rm has two cl ients 
in one transaction – a sel ler cl ient and a buyer cl ient.  At the t ime you sign an agency 
agreement, you may be asked to acknowledge whether you would consider giving 
written consent al lowing the brokerage f i rm to represent both you and the other cl ient 
in a disclosed dual agency relat ionship. 

Disclosed Dual Agency: In a disclosed dual agency, the brokerage f i rm’s representation 
duties are l imited because the buyer and sel ler have recognized confl icts of interest. 
Both cl ients’  interests are represented by the brokerage f i rm. As a disclosed dual 
agent, the brokerage f i rm and its associated l icensees cannot advocate on behalf 
of one cl ient over the other,  and cannot disclose confidential  cl ient information 
concerning the price negotiat ions, terms, or factors motivating the buyer/cl ient to buy 
or the sel ler /cl ient to sel l .  Each Dual Agency Agreement contains the names of both 
the sel ler cl ient(s) and the buyer cl ient(s) and identif ies the property. 

Designated Agency: In designated agency, a broker- in-charge may designate individual 
associated l icensees to act solely on behalf of each cl ient.  Designated agents are not 
l imited by the brokerage f i rm’s agency relat ionship with the other cl ient,  but instead 
have a duty to promote the best interest of their  cl ients, including negotiat ing a price. 
The broker- in-charge remains a disclosed dual agent for both cl ients, and ensures the 
assigned agents fulf i l l  their  duties to their  respective cl ients. At the t ime you sign 
an agency agreement, you may be asked to acknowledge whether you would consider 
giving written consent al lowing the brokerage f i rm to designate a representative for 
you and one for the other cl ient in a designated agency. Each Designated Agency 
Agreement contains the names of both the sel ler cl ient(s) and the buyer cl ient(s) and 
identif ies the property.  Choice 

As a real estate consumer in South Carol ina, i t  is your choice as to the type and nature 
of services you receive. • You can choose to remain a customer and represent yourself , 
with or without a transaction broker agreement. • You can choose to hire the brokerage 
f i rm for representation through a written agency agreement. • If  represented by the 
brokerage f i rm, you can decide whether to go forward under the shared services of dual 
agency or designated agency or to remain in single agency. 

If  you plan to become a cl ient of a brokerage f i rm, the l icensee wil l  explain the 
agreement to you ful ly and answer questions you may have about the agreement. 
Remember, however that unti l  you enter into a representation agreement with the 
brokerage f i rm, you are considered a customer and the brokerage f i rm cannot be your 
advocate, cannot advise you on price or terms, and cannot keep your confidences 
unless a transaction broker agreement obl igates the brokerage f i rm otherwise. 

The choice of services belongs to you – the South Carol ina real estate consumer.






