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The more specialized the equipment that will be available for bidding, the more 
critical is the pre-sale planning phase. Maintaining awareness of the interests of 
potential bidders and buyers is a high-priority mission at Rosen Systems.

“For every sale we emphasize targeting audiences which would be seriously 
interested in the type of material or machinery we will be selling,” said Kyle 
Rosen. “We are constantly updating our database which includes contact infor-
mation on various categories. The used equipment business continues to be a 
growing market, subject to shifting trends.”

The most recent period resulted in a number of successful sales ranging 
from medical equipment to an iron foundry and a paper converting plant  
well-known for the manufacture of gift boxes. 

Cardiology clinic
For generations medical 

practices have been regarded 
as immune from the type of 
management problems that 
confront mainstream small 
businesses. If that was ever  
an accurate statement, it  
no longer applies. Small  
specialty medical practices  
are not only competing with 
each other but also with large group practices and hospitals. That was the  
case with a cardiology clinic established by a group of physicians. It prospered 
for a time and eventually was overwhelmed by the competition. That is not a 
unique scenario. There is a strong market focused medical equipment.

Rosen recently liquidated such a practice which operated a Phillips nuclear 
camera and a Phillips ultrasound, both new in 2008. In addition there was a 
Summit vascular Doppler machine, three treadmills with monitors, various  
testing and examining equipment, as well as office furniture and equipment 

useful in any setting.
“We had bids from all over the country from dealers specializing is 

used medical equipment,” said Kyle, “and the sale prices were generally 
higher than pre-sale estimates.”  

Servicing farms and ranches
The equipment used by a soil services company that 

spread liquid or granular fertilizers at regional farms and 
ranches was auctioned by Rosen and yielded bids which 

surpassed expectations. Included were eight liquid storage tanks ranging size 
from 3,000 to 10,000 gallons, two agricultural, gooseneck trailers and both  
various office and shop equipment.

Spreading the auction news 
Depending on the size and scope of the business to be conducted  
at the auction, the first challenge for the auctioneer is to alert  
potential bidders and buyers to the news of an upcoming sale. 
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Two trips to Odessa  
By Michael Rosen, President

T H E  P E N D U L U M  
A L W A Y S  S W I N G S  I N 
T W O  D I R E C T I O N S .

Sometimes there are graphic images that become etched in the 
mind, permanently fixed there, related to a certain event or set of 
circumstances. There are two conflicting images that prompted me to 
write this column.

The first is a vision of me, rushing to make some appointments 
last September in Odessa, the heart of one of the main oil producing 
areas of Texas. It was morning and I was at the airport, hurrying from 
counter to counter, attempting to rent a car. I had made a reservation. 
Nevertheless no cars were to be had.  

 So I called a cab. There were no cabs immediately available, either. 
I tried several companies. After a long wait, a cab finally arrived. I had 
a few stops to make so I booked him for the rest of the day. That is the 
first image: Me stuck without a rental car.

Why were there no cars and a shortage of cabs? Because business 
was booming in the Odessa area. The cause was obvious: even though  
a modest price slide had begun, the price was still hovering at $90-$100 
a barrel. With oil at that level, all sorts of business activity is stimulated.

In March of this year, I made another trip to Odessa. The airport 
was virtually deserted. There were plenty of cars and no shortage of 
cabs. Oil was plentiful as prices had dropped to about $45-$50.

On the drive from the airport I saw the sight that became the  
second image in this story: in an equipment yard on IH 20 approxi-
mately two miles from the airport were 60-70 drilling rigs in storage, 

their masts standing not so proudly against the cloudless 
Texas sky. They conveyed the sad news that the oil busi-
ness had temporarily tanked, gone from brisk to sluggish.
We’ve been through periods like this before.  

From time to time, particularly when the price of oil 
is at a high level, I will receive a phone call from a lend-

er from outside what is typically an energy producing state. They are 
inquiring about the value of oilfield equipment. Inevitably they ask me 
what I think the value of the equipment will be in five years. “If you can 
tell me what the price of oil will be in five years I will tell you the value 
of the equipment.” 

Drilling activity has decreased significantly the last six months and 
numerous layoffs in the energy sector have been announced. I don’t be-
lieve there is any other commodity where the pricing has such a broad 
impact, not only on firms directly related to the oil business, but in a 
huge variety of operations. 

The pendulum always swings in two directions, back and forth. 
Would it surprise you to hear that there are customers who either are 
or will soon be negotiating to buy those drilling rigs I saw sitting in rows 
in the field? There was a recent article in the Dallas Business Journal 
about a company in Tyler, Texas that is buying equipment in anticipa-
tion of the turnaround. I remember reading a similar article in the 80’s 
and that company made a fortune when the market turned. 

When the market conditions change the drillers will be needing 
those rigs, and those that own them will reap the rewards. The pendu-
lum swings in both directions.
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Thinking inside and outside the box
It has occasionally been observed that the pack-

age containing the product could be more valuable 
than the product itself. That was surely the case at 
Rosen’s recent sale of a paper carting and packaging 
firm. Among other capabilities the company was 
skilled at die-cutting, laminating, perforating and 
gluing to produce the final product.

The plant operated both a Zerand web cutter 
and a Clark Aiken sheeter, machinery which en-
abled the company to buy paper stock in rolls and 
convert it to sheets for finishing.

 Among other machines that generated con- 
siderable interest were the laminators, one  
manufactured by Zerand and the other by Martin. 

Each had different applications, handling different 
weights, thicknesses and sizes of paper. Also sold 
were two International straight line gluers, a Post  
Arrow straight line gluer and a Bopst die-cutter.

 The sale also included various cutters and 
balers that were appropriate for use in a variety of 
graphic arts plant, as well material handling equip-
ment and a large inventory of paper, paperboards 
and other raw materials.

 “Much of the machinery was specialized to  
the packaging industry but we were able to reach 
out to a number of sources who participated in the 
bidding and made it a very successful sale,” Kyle 
reported.

Getting started again
For any car owner who couldn’t get the motor started, 

a common diagnosis has always been a faulty alternator or 
starter. If that is the case, a replacement can be obtained, 
easily installed and the car goes back on the road,

 The unique aspect of such transactions is that in most 
cases the replacements are not new, but rebuilt alternators 
or generators. In the auto parts trade, they are known as 
remanufactured and they dominate the market.

 Rosen recently auctioned a machine shop that special-
ized in that remanufacturing. The company was equipped 
with both CNC and conventional machine tools. including 
a Haas CNC vertical machining center, lathes, grinders and 
vertical mills. The company had developed a reputation in 
the industry. 
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They do the heavy lifting
All lift-trucks are not created equal even though they all play 

similar role in factories and warehouses. Some have a capacity of 
3,000 pounds while others ranged up to to 15,000. Some are bat-
tery powered while others are fueled by propane gas or diesel oil.

David Dalfonso, who heads the Atlanta office of Rosen  
Systems and specializes in machinery appraisals, recently  
handled a major assignment involving lift-trucks. One dealer  
who operates at several locations in the southeast was a acquiring 
another dealer in a neighboring territory. 

Both represented the same manufacturer. Working on behalf 
of a lender involved in the financing, David had to investigate, 
appraise and file his report in about one week.

To complete that he had to value over 500 trucks in the 
leased fleets of the two dealers as well as the machinery used in 
servicing them and the trucks and trailers used in transporting 
them. Some of the appraising involved on site visits.

“Most of the trucks were recent models, five years old or less, 
and well-maintained,” he observed. “The job required a very fast 
turnaround because both the buyer and the seller were eager to 
complete the transaction, as was the lender.”

Foundry sale
 The machinery from a well-

equipped foundry specializing in  
ductile and gray iron attracted  
nationwide attention both from  
companies on the Rosen data base 
as well as BidSpotter, a web-based 
auction platform. The equipment 
that generated the most interest was 
the Hunter 4-tier turntable and the 
Wheelabrator Super tumble blast.


