


Purchas ing , Redep loy ing & Se l l ing

This will establish whether one is dealing with
the middleman or the company in charge.
When dealing with a broker, the purchase price
may in fact be higher, to cover the brokers’
commissions.

Most of these questions should be answered on the
dealer’s website, but if not, it will be necessary to ask
them, as some of the answers may come as a surprise. 

Moreover, if the dealer is reluctant to answer any
of these questions, this can be taken as a warning
sign, as these are standard questions, which should
easily and willingly be addressed by any reputable
organisation.

R ed e p l o y i n g  o r  S e l l i n g  I d l e  
M a c h i n e r y

Redeploying or selling idle assets is a top priority.
Although it may not be every company’s number
one priority, when the time comes to upgrade or
transfer their machinery, this important process can
be made to be efficient, quick and profitable by
taking the following preliminary steps.

• Stop the scavenger hunts – A factory’s
maintenance and engineering teams focus on
keeping a facility running. At times, this means
‘raiding’ idle machinery for spare parts to repair
other units. These raids, however, damage the
resale process, raising questions with buyers over
issues such as missing parts that customers might
not have noticed. Selling machinery that is still
installed is critical; it prevents the scavenging that
makes controllers, drives, parts and resale value
from being lost.

• More time equals more money – By giving a
dealer or asset management team plenty of time
to do their job, more interest can be generated
in an item, thus assuring a competitive sale
price. So, as soon as the decision is made to
either redeploy or to sell machinery, it is wise 
to let the machinery dealer or asset management
partner know, allowing them to do the best 
job possible.

• Remember the spares – As the price of original
equipment manufacturer spare parts keeps
spiralling upward, any spare parts one is able to
provide will be a benefit to buyers. Providing
spare parts also shows new customers how the
machinery was maintained and which
components were areas of concern. ■

These steps are continued in the extended article on the
BBL website supporting this business briefing
(www.bbriefings.com/cdps/cditem.cfm? NID=846).
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