
Digging	Up	Accurate	
Used	Equipment	Values		
Trent	Hummel	
Trainer,	Dealer	Institute	



The	Bulls	Eye
Data	Sources	Available

Using	Collected	Data

Source	Credibility

Adjust	Current	Values



Farm	Equipment	Survey
When	evaluating	a	potential	trade-in,		how	much	influence	does	
the	various	data	sources	have	on	your	valuation	decision?	
Scale	1-10

Wholesalers
Auctions/Auctioneers
Machinery	Pete
Iron	Solution	Guide	Book/Real	Time
Inline/Competitive	Dealerships
Your	Past	Sales



Farm	Equipment	Survey
Participants	

Answer	Options Respons
e	Percent

Under	 100	HP
33.3%

100	to	300	HP
49.0%

300+	HP
14.7%

Not	Applicable
2.9%



Farm	Equipment	Survey
Direct	 discussions	with	 auctioneers

20.00% 0
20.00% 1
8.78% 2
8.78% 3
6.83% 4
14.63% 5
4.88% 6
5.37% 7
3.90% 8
3.41% 9
3.41% 10
3.27

Online	Ritchie	 Bros.	auction	results
14.29% 0
10.34% 1
6.40% 2
11.33% 3
2.96% 4
16.75% 5
8.37% 6
6.40% 7
13.30% 8
4.43% 9
5.42% 10
4.48

Other	Auction	 Results
14.72% 0
7.11% 1
4.06% 2
5.58% 3
9.14% 4
20.81% 5
5.58% 6
8.63% 7
14.21% 8
5.58% 9
4.57% 10
4.76



Farm	Equipment	Survey
Online	Machinery	Pete	auction	 results

28.22% 0
8.42% 1
10.89% 2
7.43% 3
4.46% 4
13.37% 5
5.94% 6
6.44% 7
5.94% 8
5.45% 9
3.47% 10
3.49

Online	Tractor	 House	Auction	Results
5.37% 0
4.39% 1
2.93% 2
6.34% 3
4.39% 4
14.15% 5
9.76% 6
16.59% 7
16.10% 8
10.24% 9
9.76% 10
6.11



Farm	Equipment	Survey
Iron	Solutions	Guide	 Book	values

11.82% 0
4.43% 1
4.93% 2
2.96% 3
3.45% 4
15.27% 5
8.37% 6
12.81% 7
15.76% 8
11.82% 9
8.37% 10
5.69

Iron	Solutions	Guide	 Book	values	with	 adjusted	values	by	a	
pre-established	 percentage

21.11% 0
7.54% 1
5.53% 2
5.53% 3
3.02% 4
11.06% 5
9.55% 6
12.06% 7
8.54% 8
8.54% 9
7.54% 10
4.65



Farm	Equipment	Survey
Iron	Solutions	Real-Time	Guides

22.28% 0
8.42% 1
3.96% 2
2.48% 3
1.49% 4
13.86% 5
4.95% 6
8.42% 7
10.40% 8
14.36% 9
9.41% 10
4.94

Iron	Solutions	Real-Time	Guides	with	 adjusted	values	by	pre-established	
percentage

25.64% 0
9.23% 1
5.13% 2
4.10% 3
3.08% 4
11.79% 5
4.62% 6
9.74% 7
8.21% 8
11.79% 9
6.67% 10
4.37



Farm	Equipment	Survey
Discussions	with	 competitive	dealerships

10.84% 0
6.40% 1
12.32% 2
4.93% 3
10.34% 4
15.27% 5
10.34% 6
11.33% 7
11.33% 8
4.43% 9
2.46% 10
4.60

Discussions	with	 inline	dealers
13.86% 0
5.45% 1
11.39% 2
3.96% 3
10.40% 4
15.84% 5
7.92% 6
11.39% 7
9.41% 8
6.93% 9
3.47% 10
4.60



Farm	Equipment	Survey
Your	own	dealership	 past	sales	results

0.00% 0

0.00% 1

0.00% 2
0.98% 3

0.98% 4

3.90% 5

3.41% 6

11.71% 7

25.85% 8

20.98% 9

32.20% 10

8.46



Farm	Equipment	Survey
Rank Source Weighting

1 Your Past	Sales 8.46

2 Tractor	House	Auction	Results 6.11

3 Iron	Solutions Guide	Book 5.69

4 Iron	Solution	Real Time	Guides 4.94

5 Discussions	withWholesalers 4.76

6 Other	Auction	Results 4.76

7 Iron Solutions	Guide	Books	with	Adjusted	Values 4.65

8 Discussions	with	Inline	Dealerships 4.6

9 Discussions	with	Competitive Dealerships 4.6

10 Online	Ritchie Bros.	Auction	Results 4.48

11 Iron Solutions	Real	Time	With	Adjusted	Values	 4.37

12 Machinery	Pete 3.49

13 Direct Discussions	with	Auctioneers 3.27



Steps	for	Change

What Why How



What,	Why	,	How	
Correct	evaluation	is	number	#1	job



What,	Why ,	How	
Success	or	Failure	based	on	Evaluations



What,	Why ,	How	
Wholegoods	Department	KPI’s

1.	Equipment	Turnover

2.	Equipment	Aging

3.	Cash	Allocation



What,	Why ,	How	
KPI’s	Continued

4.	New	to	Used	Ratio

5.	Floor	Plan	Interest

6.	Net	Income	or	ROA



What,	Why	,	How	
Too	Complicated	for	One	Stop	Shop



What,	Why	,	How	
Follow	the	Order
1. Appraisal
2. Evaluation
3. Marketing
4. Band	Aid



What,	Why	,	How	
Great	Appraisals	=	Great	Evaluations
1. Has	the	salesmen	been	trained
2. Reputation	of	the	customer
3. What	does	the	farm	yard	look	like



What,	Why	,	How	
Great	Appraisals	=	Great	Evaluations	cont…
4.	Non	familiar	units/	competitive	trades

5.	Internal	discussions/	call	others	

6.	What	are	potential	buyers	going	to	question	you	about	regarding	the	trades	
condition



Evaluation	Data	Sources
Auction	Results

Tractor	House/	Market	Book
Ritchie	Bros
Other	Auction	Sites



Evaluation	Data	Sources
What	to	do	with	Auction	Prices

1. One	unit	sold	does	not	make	a	market
2. Notes	about	each	unit	sold
3. Keep	in	a	file



Evaluation	Data	Sources
What	to	do	with	Auction	Prices	cont…

High	dollar=	lower	than	wholesale
Medium	dollar	=	average	wholesale
Oddball,	high	hour,	cowboy	tough=	retail	price



Auction	Schedules
In	the	last	4	months,	how	
many	auctions	have	you	
attended?

Have	you	calendar	marked	
the	next	4	months	of	
auctions?		



Wholesalers
Curbers
Jockeys
Parasites



Evaluation-Guide	Book	



Evaluation-Guide	Book	
• Model	base	price(	from	manufacture)							$100,000
• Frt/PDI																																																							 $4,000
• Less	standard		programs(manufacture)				($20,000)
• Realistic	Gross	Margin																																 $8,000

• Guide	book	new	model	price																							$92,000



Evaluation-Guide	Book	
• Fleet	discount	allowances
• Regional	target	discounts
• Discretionary	dollars	(dial-a-dollar)
• Dealers	own	use	of	pool	funds
• Extra	incentives	given	the	last	3	days	of	the	
month-market	share	chase
• Exchange	Rates



Guide	Book- Jumping	Columns



Guide	Book-Model	Year	Adjustment



Guide	Book-Age	Adjusting



2X	if	below	average	listed	
hours

3X	if	above	average	listed	
hours

Guide	Book-Hour	Adjustment



Guide	Book- Hour	Adjustment



Suggest	Reconditioning



Who	decided	that	a	self	levelling	loader	is	worth	$1100	
more	than	a	non	self	levelling	loader	on	a	20	year	old	
tractor

Guide	Book-Option	Adjustment



Guide	Book- Option	Adjustment	



• Buy	at	wholesale	and	
sell	retail

• Is	auction	price	always	
wholesale	value	

Guide	Book-Retail	vs.	Wholesale



Guide	Book-Old	and	Tired	Trades



Guide	Book:	Retail	Verses	Wholesale



Current	Used	Iron



Questions?


