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5 Easy Tips to Get the Most Value
 Out of Your Heavy Equipment

This is important to remember as we’ve seen many cases where organizations get hung up on the 
sold price rather than market value. If you have a particular price in mind, the rule is to set the 
starting bid at about half of that price. It will take a while to get it right, as too high of a starting bid 
can scare away multiple bidders who can help build up demand but too low of a starting bid could 
raise concerns about the quality of the equipment.  Avoid setting reserves (minimum price to sell the 
asset) if possible. Heavy equipment typically do very well in online sales as there is a high demand 
for it. The market will dictate how much buyers are willing to pay. 

We’ve talked to many organizations in the 
construction industry, who are often surprised 
when we tell them how much their used or 
surplus equipment could be worth on the 
second market. In fact, they had no idea just 
how much value could still be recovered. Even 
after major project completions or book value 
depreciation, these assets (typically heavy depreciation, these assets (typically heavy 
equipment and machinery) attract many 
buyers who need the same equipment for their 
operations. 

Online marketplaces have been very popular 
in the last few years, as it allows organizations 
to sell these assets in the comfort of their own 
office or site and have complete control over 
the sale.  These options are also typically 
more cost-effective than traditional auctioneers 
or equipment dealers, meaning a higher net 
return for the sellereturn for the seller.

If you are ready to sell your used or surplus heavy equipment, check out this quick guide on how to 
maximize the value of these industrial assets. 



About Aucto

The Aucto Marketplace is simplifying the way used and surplus industrial 
assets, such as equipment, machinery, MRO, and inventory, are sold. Our 
web-based auction platform connects sellers to qualified buyers in over 70 
countries and seamlessly delivers the highest net recovery rate in days.
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Media, such as videos and images, are a great 
way to showcase your product in an online 
marketplace.  You’ll want to include the core parts 
of the equipment or machinery, such as gauges, 
dials, hours used, etc. If taking a video of the 
heavy equipment in use is possible, ensure you 
include this.  A lot of buyers purchase used 
industrial equipment every day and won’t have industrial equipment every day and won’t have 
the time to do onsite inspections for every item. 
They’ll rely on the multiple images and detailed 
videos to get a good idea of the equipment’s 
current condition, ultimately increasing their 
confidence level in buying. 

The condition of the equipment is something 
most buyers will look at first. Make sure you 
take the time upfront to clean and refurbish your 
equipment and machinery. Dirty or rusty 
equipment makes it appear like it has not been 
taken care of and will turn off potential buyers. 
You don’t have to refurbish the entire asset, 
even small areas will help net a significant even small areas will help net a significant 
return.

Lastly, understanding your audience is going to 
go a long way in selling your heavy equipment 
quickly. What are these potential buyers like? 
What are their interests? Where do they go to 
look for advice or reviews on what bulldozer to 
buy?  All this will enable you to capture your 
audience in the most effective channels to get 
the best return on your heavy equipment.  the best return on your heavy equipment.  

The more information you can include on your 
equipment or machinery, the more interest you 
can generate from potential buyers. These 
include a clear title, description, brand, model, 
make and year of manufacturing, asset 
location, and any dismantling required as well 
as service records or documentation to show 
timely maintenance and upkeep.timely maintenance and upkeep. This helps 
avoid surprises and allows the buyers to know 
exactly what they’re purchasing. 


