
By Scott Kauffman 

After 18 years of covering global golf course development and resort-style real estate 
as a former Staff Writer for Golfweek Magazine and dozens of leading real estate 

and lifestyle publications, I’ve been recognized as one of the leading experts in golf and vacation homes, 
private club properties, and active-adult/resort-style communities.  

My passion for this lifestyle and real estate industry niche has given me the pleasure of visiting and 
experiencing many of the world’s finest master-planned communities ever created. From the exclusive 
Ke’olu Golf Course/Hualalai Club at Four Seasons Resort Hualalai on the Big Island of Hawaii to President 
Donald Trump’s Mar-a-Lago in Palm Beach to Tavistock Group’s premier private club communities in Or-
lando, Isleworth and Lake Nona, I've also been fortunate to have trusted access to the leading developers 
and marketing directors driving these quintessential communities and clubs. 

Now, in an exciting new chapter of my journalism career, I'm excited to share my years of 
knowledge, trusted access and global insights with the debut of Resort Living Inc. This biweekly publication 
has one mission: Be the most trusted news source for golf, private club and resort-style real estate proper-
ties worldwide.  

At the east, I look forward to keeping readers ahead of the real estate development curve and shar-
ing some of the world’s best places  to live, work and play.  

The Idaho Club’s Jack Nicklaus Signature Golf Course
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The Idaho Club, one of the most picturesque semi-private golf and lakefront communities in America, is 
back in business after being recapitalized under new ownership. Situated in the small northwestern town of 
Sandpoint in the Idaho Panhandle, the Idaho Club reopened last May when the Jack Nicklaus Signature Course 
played host to the Sandpoint High School Invitational. 

One week later the development's new ownership, Valiant Idaho LLC, officially relaunched the communi-
ty's real estate sales efforts. This week, the club’s ownership introduced Jim Matoska and his Red Earth Corpo-
ration team as the Idaho Club’s new sales and marketing partners. 

One of the main reasons Valiant Idaho LLC Principal William Haberman was drawn to the distressed 
asset several years ago is the community's "perfect trifecta" of outdoor amenities and natural beauty. 

For instance, Haberman, an Orlando-based real estate developer and investor, says residents and 
guests hae the rare opportunity to play the state’s only Nicklaus-designed championship course, enjoy pristine 
Lake Pend Oreille, one of the deepest and longest lakes in America, and visit the nationally-acclaimed ski resort 
at Schweitzer Mountain all in one weekend. 

In conjunction with the renewed property sales efforts, the Idaho Club also released architectural render-
ings of what will be the new “modern mountain” clubhouse and a future lake club.  The prior clubhouse was de-
stroyed by a fire in 2008, and Valiant Idaho plans to rebuild in the same footprint and on the same foundation. 

According to Haberman, Alex Murray of Idaho Pinnacle Properties remains the local broker of record and 
will work closely with Matoska, whose Red Earth team is known for marketing numerous master-planned resort-
style communities nationwide.  

The Idaho Club offers a variety of real estate options for sale, including low-maintenance golf course 
homesites to grand estate lots on the peaks of Moose Mountain overlooking Lake Pend Oreille. Smaller home-
sites are priced from $85,000-$150,000 with golf course views and wooded/preserve settings. Larger lots range 
in price from $175,000-$750,000 for estate-sized homes with premium mountain vistas.  

Overall  
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The Idaho Club, one of the most picturesque 
semi-private golf and lakefront communities in Ameri-
ca, is back in business after being recapitalized under 
new ownership. Situated in the small northwestern 
town of Sandpoint in the Idaho Panhandle, the Idaho 
Club reopened last May when the Jack Nicklaus Sig-
nature Course played host to the Sandpoint High 
School Invitational. 

One week later the development's new own-
ership, Valiant Idaho LLC, officially relaunched the 
community's real estate sales efforts. This week, the 
club’s ownership introduced Jim Matoska and his 
Red Earth Corporation team as the Idaho Club’s new 
sales and marketing partners. 

One of the main reasons Valiant Idaho LLC 
Principal William Haberman was drawn to the dis-
tressed asset several years ago is the community's 
"perfect trifecta" of outdoor amenities and natural 
beauty. 

For instance, Haberman, an Orlando-based 
real estate developer and investor, says residents 

leased architectural ren-
derings of what will be 
the new “modern moun-
tain” clubhouse and a 
future lake club.  The 
prior clubhouse was de-
stroyed by a fire in 2008, 
and Valiant Idaho plans 
to rebuild in the same 
footprint and on the 
same foundation. 
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 Red Ledges was developed by Tony 
Burns and Nolan Archibald, longtime Fortune 
500 chief executive officers with deep roots in 
the region (the property was held in Burns’ 
wife’s family for generations).  The vision and 
dedication of the Burns and Archibald families 
allowed Red Ledges to persevere through last 
decade’s real estate downturn. 

 Through all the real estate trials and 
tribulations, the co-developers couldn’t be clos-
er. And happier. 

“Well, people say you should never 
going into partnership with a friend, and we’re 
better friends now than we were when we start-
ed,” Nolan Archibald said in a video that chroni-
cles the community’s story and background on 
the Red Ledges website. 

 

 

 

 

  Red Ledges is yet another golf and private club commu-
nity fully recovered from the Great Recession. Indeed, the Heber Valley, Utah, private golf and resort
-style community celebrated its 10

th
 anniversary in 2017 by recording its best year ever for sales. 

, closing more than $60 million in transactions, a 30 percent increase from 2016. 

 Located less than an hour from Salt Lake City and minutes from famed resort destination 
Park City, Red Ledges actually set several sales records in 2017. Overall, the 2,000-acre develop-
ment closed on 115 property transactions for $64 million, comprising homes, homesites, club cabins, 
cottages and villas.  

It was the highest dollar sales total in Red Ledges’ 10-year history, and a 30 percent in-
crease over the previous mark established in 2016. 

Among the Red Ledges real estate records broken in 2017 was a home on Explorer Peak 
Drive that sold more for more than $3 million. Not only is that the highest price ever paid in the com-
munity, but the full-price offer came after the home had been listed by Red Ledges Realty for less 
than one week. 

 The rollout of several new neighborhoods last year 
helped boost the Red Ledges sales story, according to the de-
veloper. Notable among them is Summit Loop, located at the 
current high point on the property and offering unmatched views 
of Wasatch Mountain State Park, the Heber Valley and Deer 
Valley.  

Prices for the estimated 50 available lots in Summit 
Loop are $400,000 to $750,000 for acre-plus homesites. Mean-
while, a community-record 100-plus homes are in some form of 
construction, design or review. 
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Properties remains the 
local broker of record 
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tate lots on the peaks of 
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, closing more than $60 million in transactions, a 30 percent increase from 2016. 

 Located less than an hour from Salt Lake City and minutes from famed resort destination 
Park City, Red Ledges actually set several sales records in 2017. Overall, the 2,000-acre develop-
ment closed on 115 property transactions for $64 million, comprising homes, homesites, club cabins, 
cottages and villas.  

It was the highest dollar sales total in Red Ledges’ 10-year history, and a 30 percent in-
crease over the previous mark established in 2016. 

Among the Red Ledges real estate records broken in 2017 was a home on Explorer Peak 
Drive that sold more for more than $3 million. Not only is that the highest price ever paid in the com-
munity, but the full-price offer came after the home had been listed by Red Ledges Realty for less 
than one week. 

 The rollout of several new neighborhoods last year 
helped boost the Red Ledges sales story, according to the de-
veloper. Notable among them is Summit Loop, located at the 
current high point on the property and offering unmatched views 
of Wasatch Mountain State Park, the Heber Valley and Deer 
Valley.  

Prices for the estimated 50 available lots in Summit 
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while, a community-record 100-plus homes are in some form of 
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Overall, the Idaho Club will be a low-density development of some 350 luxury lodge homes ranging in size from 
2,800 square feet with golf and lake water views to 5,000-square-foot estate homes that offer sweeping mountain, golf 
and water views. 
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and water views. 


