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Finding an aftermarket for everything 
In the auction business it has been shown that there is a buyer  

for almost every item. Over five generations at Rosen Systems,  
that axiom has proven to be correct. When a report of recent sales such  

as this is assembled, the result always seems to prove that same point. Have a look.    

Oil field service equipment
Specialized trucks are essential vehicles to be ob-

served operating in every oil field. They are called winch/
gin pole trucks and they come equipped with winches for 
lifting and poles for elevating the lifting process. 

Rosen liquidated the vehicles of a bankrupt operator 
which included seven of the trucks of various ages and 
capacities. The oldest was a 2004 model and the newest 
was built and put into operation in 2007.

“That type of truck has a unique appearance 
and the sale generated considerable interest,” Kyle 
said. “We also sold four vans and a station wagon 
used in the business.” (Trucks shown in photo below)

Complete iron foundry
For nearly 50 years the foundry was a stalwart 

neighbor, a reliable employer in the small city of 
Emporia, Virginia, a successful manufacturer of 
manhole covers, gratings and other iron castings 

needed by municipali-
ties and the construction 
industry. Emporia is in 
the southeastern part of 
the state, near the North 
Carolina border.

But the company fell 
victim to the malady that 
has afflicted similar busi-
nesses around the coun-
try: intense competition 
for declining business and 
strictly enforced environ-
mental statutes. Its closure was hastened by the 
Environmental Protection Agency which said the 
site contained a hazardous waste landfill.

Rosen Systems was retained to liquidate the 
machinery and other contents of the foundry and 
offices as the plant ceased operations. The items 
generally fell into two categories: huge iron-making 
machines that were still effective and other equip-
ment that was verging on obsolescence.

Winch/Gin pole trucks from a 
bankrupt oil field service company

A Herman sand hopper

(continued on page 4)
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Evidence rules, not emotion
By Michael Rosen, President

Every sale has three key 
participants: the owner, the 
potential buyer and the auction-
eer. They each develop their own 
conclusions about the outcome, 
their expectations for the result 
of the sale. Those  expectations 
are seldom the same. The seller’s 
expectations are high, the poten-

tial buyer’s expectations are low, and the auction-
eer’s expectations are based on fact, not emotion.

In his classic novel of 1860, Charles Dickens 
said it this way: “Take nothing on its looks; take 
everything on evidence. There’s no better rule.”

That is one of the basic considerations applying 
to the auction business. The essential question is: 
What are the expectations—the perceived value—
for each piece of machinery or other items placed 
for auction?

The very different expectations of seller and 
buyer are often based on emotion. As I have often 
said over the years: “At auction, everything sells  
and when the sale is over, only then will we know 
the real value of each item.”

We make our own determination of expecta-
tions. As Dickens wrote, our expectation must  
be based on evidence. That involves our own  
experience, latest bid prices for similar machinery, 
and the changing trends in the current market.

We have learned to adjust our expectations 
based on the worldwide economic conditions. When 
we make a pre-auction estimate of the bids each 
piece of equipment will yield, we do that in the most 
objective manner possible. Owners are often dis-
mayed when they hear our predictions, which are 
likely to be substantially lower than their own. 

We understand their feelings, but the market is 
the final arbiter when it comes to assessing value. 
Some owners seem unable to accept the changes 
that impact their businesses. That has always been 
the case, but the most resilient owners are those 
who are able to recognize change, adjust to it, and, 
whenever possible, consider change to be a positive 
factor and allow it to work on their behalf.

The lenders are the most realistic parties  
who may be involved in the transaction. Through 
regular appraisals they track changing values  
because protecting their investments is at the  
top of their agendas.

So, Dickens had it right. He may never have 
attended an auction but he recognized an important 
truth: “...take everything on evidence. There’s no 
better rule.”

We gather all the available current evidence 
and, based on our findings, reveal our expectations. 
Despite their differences, the auction sale remains 
the most effective means of bringing together sellers 
and buyers.

When imagination counts in a calculation
As the Rosen Systems specialist in appraising real estate, Steve Rosen is 

accustomed to poring over facts and figures, reviewing data related to certain 
properties as well as comparable property. Experience is an important factor. 
But there are those occasions where he must rely on his imagination as well 
as his experience.

Those are the times when his assignment is placing a value on a building which 
hasn’t yet been built. Such studies are often conducted at the request of banks which 
have been asked to establish a line of credit for the project.

“I call it evaluating what isn’t there yet.” Steve said.
Such an appraisal involves three separate functions. He first evaluates the site, its 

location and adaptability for the proposed use. That entails an examination of property 
assessments and recent sales. He then examines the construction plans and analyzes the 
bids of contractors. When those steps are completed Steve has a clear idea of the basic 
cost of the building.

The final step in the procedure is a study of market conditions for that type of build-
ing in that location and similar neighborhoods. If the proposal is for an office building,  
he will focus on potential rental income. If it is for a retail operation the key issue is 
whether the proposed use conforms to the neighborhood.

A P P R A I S I N g 
w h a t  d o e s n ’ t 

E x I S T
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“Open wide and say aaah” A P P R A I S A L S  I N  
h E A L T h  C A R E  f I E L dAs health care issues  
dominate the headlines  
as well as dinner table  
discussions, should it  be surprising that the  entire field of health care is becoming  more involved  in regular  business  activities?

Disposing of  
surplus machinery

First introduced by Rosen Systems 
nearly three years ago, the Auction 
Exchange has proven to be an ideal 
innovation in the expanding arena of 
industrial auctions.

It offers two major benefits to  
owners of surplus machinery. They are:

• An owner can sell at auction as 
few as one piece of equipment.

• The item to be sold can remain at 
the seller’s place of business. When the 
sale is completed the buyer generally 
arranges the pickup and shipping. The 
other option is for the seller to send 
the machine to the Rosen warehouse in 
Dallas, where it is kept until sold.

“The concept has broad appeal, 
because it enables a business to  
move surplus machinery from  
gathering dust and taking up  
valuable space.” said  
Kyle Rosen. For additional  
information contact Kyle  
at 800-527-5134.

As health care issues dominate the headlines as well as  
dinner table discussions, should it be surprising that the  
entire field of health care is becoming more involved in  
regular business activities?

That is a question that perplexed David Dalfonso, a  
vice president of Rosen Systems who heads the Atlanta  
office. He specializes in appraisals of machinery. 

Often those appraisals are requested by lenders  
who are considering approving a new line of credit or  
enlarging an existing line. On other occasions a  
current appraisal is needed as a prelude to the sale  
of an existing company.

“In the last few months I have appraised seven  
different medical businesses, four hospitals or  
clinics and three manufacturers of medical  
devices,” David reported. “Was that a coincidence?  
I don’t think so,” he concluded. “The health care  
arena is very complicated and I believe it can be  
a treacherous area in which to be doing business.”

Two of the hospitals, one in Florida and the  
other in Arizona, were modern and well-equipped with  
the latest diagnostic and treatment devices, David said.  
They needed the appraisals so they could assure their lenders 
of the value of the equipment and furnishings. Both institu-
tions were in bankruptcy but continued to operate.

A community health care center in Texas which provid-
ed routine patient care as well as certain surgical procedures 
was closed. In the same facility it also administered an active 
dental practice. The appraisal established resale values of the  
equipment. A fourth hospital, also in Texas, had been function-
ing for many years. The equipment there had been in use for 
an extended period and David’s mission there was to prepare  
a list of approximate resale prices.

“There has been considerable consolidation in the medical 
field, both among the care centers and the manufacturers of 
medical devices,” David said. In separate transactions all three 
were acquired by larger companies.

One of the companies was a specialized metalworking 
and finishing business. It designed, tooled and manufactured 
surgical instruments, such as forceps, curettes, spreaders and 
retractors.

In a totally different specialty, one of the other firms pro- 
duced a variety of items mused by ophthalmologists in the 
treatment of what is known as dry eye syndrome, a common 
malady.

The third firm specialized in development of proposed new 
surgical products from concept through clinical evaluation.

“I have been doing appraisal work for many years and in 
all that time I only handled an occasional assignment in the 
medical field,” he recalled. “Then I suddenly do these in a 
short period of time. I believe it is a reflection of the national 
focus on health care.”
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The most imposing items were 
the Cleveland Products Squeeze 
Section, the Herman sand hopper, 
which dominated a grouping of 
molding machines. The company 
was known as a complete foundry 
and that was an accurate descrip-
tion of its status. The sale included 
a wide variety of the specialized 
equipment needed to form and 
handle iron.

Included were magnets, cranes, 
a bucket loader, mold transfer sys-
tem, pouring lines, and a number 
of material handling machines.

“We were able to sell many 
of the individual production  ma-
chines,” said Kyle Rosen, “and that 
equipment needed to be processed 
and dismantled for transfer to the 
buyers. Many of the other large 
machines were sold for their scrap 
value. There are fewer foundries of 
this type than there’re were a few 
years ago.”

(continued from page 1)

Sweet Potato Distributor
The log books of Rosen Systems auctions included businesses 

of virtually every description. To that list has been added a new 
entry: a sweet potato distributing facility. Texas is known for the 
quality of of its sweet potatoes and a facility in Edgewood figured 
prominently in that business. The company closed and Rosen sold 
the 5.295 acres of industrial property it occupies as well as the 
buildings on the site. The structures included six metal buildings, 
with a total of 65,000 square feet, and a metal shed of 2,400 square 
feet. There were five refrigerated coolers in operation that were 
also sold. The property was sold to an investor who has other plans 
for the land and buildings. There were no sweet potatoes included 
in the deal.

One of the buildings from the Sweet Potato sale


