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Marketing of used machinery

The right preparation

On portals for used machinery, farmers, agricultural wage enterprises and
agricultural cooperatives are searching for particular offers daily. Therefore,

internet portals have meanwhile become some of the most important marketplaces for used
agricultural machinery and equipment. Still, a used machine does not sell itself automatically.
Pierre Biittner, manager of the Division IT Solutions and Webservices at Farmpartner Tec, gives
valuable tips how to present a machine the right way and reveals the secrets of success for
selling it on the internet. The first part of the article deals with the right preparation - from
pricing to the selection of the right photo.

The internet plays a major role
when it comes to selling used
goods. Be it on auction plat-
forms selling consumer goods
or online portals for automo-
biles. Many goods of everyday
life are purchased online. The
same applies to agricultural
machines where more and more
customers use online services.
According to current market
research 15 % of farmers visit
one of the leading portals for
used machinery at least once a
week.

Therefore, the e-commerce
delivers many advantages to

dealers of agricultural machines.

- The portals, including the
own website, are an ideal multi-
plicator being visible to poten-
tial customers independent
from their location

- The quotation reaches cus-
tomers who search for used
machines supraregionally. The
target group is much larger
compared to printed media

- The offer is available for a
longer period of time than a

| Analysis

i According to analyses conducted
| by farmpartner-tec, marketing

| portals and dealer homepages are
| most frequented by farmers and
privately interested clients in the
morning between 6 am and 8 am
and in the evening between 6 pm
and 9:30 pm. In contrast to this,

| professional purchasers and

e dealers are on the internet
between 10 am and 3 pm. There
are no big differences in frequency
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How customers use the internet
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the internet between 10 am and 3 pm. There are no big differences in
| frequency of visits on the different days of the week. Professional pur-

chasers and dealers frequent the sites less often on the weekend but this
absence is compensated by increased visits of farmers, agricultural wage
| enterprises and private persons, whom dwell time is much higher.
Regarding the seasonal frequency it is obvious that more people access
these portals and websites in winter than in summer. According to

| market research done by “Agrima 2013" 83 % of all farmers use note-

| books or PCs to search on the internet, 18 % use smart phonesand 6 % a
- | tablet PC. 76 % of all farmers use their smart phones for business daily.

| The use strongly depends on the age. 56 % of all users are under the age
| of 30, 22 % between 30 and 50 years old.

usual advertisement in a
magazine. The data remain online
as long as the dealer wants them
to be online.

- The offer is available 24/7

Of course there are also some dis-
advantages in comparison with
classical print advertisements. The

1. Setting a suitable price

2. Preparing the machine the
right way

3. Taking good and expressive
photos

4. Choosing the right portal

5. Describing the machine inan
appealing way
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The visual impression is crucial: The right balance of the

preparation partly determines the profit when marketing used

machinery.

online offer will stick in the
customer’s memory less strongly
than tangible advertisements.
Moreover, there are not as many
offers from competitors in printed
media as there are on the
internet,

Nevertheless, the advantages
outweigh the disadvantages. Big,
professional dealers of agricul-
tural equipment deals up to 30
machines a day - there is a lot of
potential. However, the dealer has
to consider several things to be
able to sell the machine for the
desired price instead of watching
it become a non-seller.

6. Organising the sale
7. Avoiding non-sellers
8. Bewaring of impostors

O Setting a
suitable price

Selling usually starts with pricing.
It does not matter if you, as the
dealer of used machinery, buy the
machine in addition or take itin
payment when purchasing a new
machine. A typical error which
often occurs is that the farmer
sets a price he wants to obtain.
The dealer then adds a surcharge
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The internet has become the most important market
place for the marketing of used machinery.

to refinance the costs for repair,
preparation and marketing what
leads to the final sale price. But
this is the wrong way. It does not
reflect the true value of the
machine and reduces the prob-
ability for the machine to be sold.
Moreover, you risk purchasing the
machine overpriced so that you
eventually might even suffer a
loss. Not uncommonly this takes
your margin away. It is better to
do a reverse calculation. Starting
with the possible sale price of the
machine you deduct the costs for
delivery, preparation and market-
ing. The remaining amount repre-
sents the purchase price. This
procedure has been applied in
the automobile industry for years.
An example: You want to sell a
new machine for the price of
41,000.00 € and your customer
wants to trade in his old machine
while buying the new one.
According to your research you
will not get more than

7,000.00 € on the sale. Therefore,
you cannot grant a credit of more
than 5,000.00 - 5,500.00 €.
Various solutions which are partly
operated by portals of used
machinery help to determine the
right market price. However, you
have to be careful: Their prices are
just reference values since they
are based on the merchant’s offer
prices. This means that a sur-
charge is already included. Some
of such evaluating tools deduct a
general amount to determine the
possible net market price. An
alternative is the TecAppraiser by
Farmpartner which works with
real, unaltered purchase and sales
prices excluding surcharges and
discounts. But what can be done
if the farmer rejects this price and
expects an amount of 8,000.00 €
instead? Explain to him that this
expectation is unrealistic. To
realise such a sum you would
have to invest considerable
amounts in the machine and you

cannot offer the service of
trade-in for free. If the farmer still
insists on the amount of 8,000.00
€ and you have not set a price
for the new machine yet, you
can meet the farmer's desire and
increase the price for the new
machine by adding a surcharge
within your calculation. Another
possibility in price negotiations
is not to consider the additional
costs for deductions and to limit
them this way. Itis important to
keep record of all surcharges and
discounts of the new machine as
well as of the used one to avoid
making a loss.

® Preparing the
machine properly

Before selling the machine you
have to prepare it properly. This
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blemishes. But no matter which
steps you decide to take: Costs
and benefits must be carefully
weighed against one another. If
you pay thousands of Euros for
extensive repairs, the buyer has
to pay for it as well. The same
applies if your staff in the repair
shop spends too many hours
and spare parts so that you
cannot achieve the, by this
repreparing, required sales price.
This way you cannot avoid
making a loss. Therefore, you
should always find the right
balance for the preparation
leading to its successful
refinancing.

Proper preparation already starts
with handing the machine over
to the repair shop. Thereby, the
seller should avoid writing an
imprecise note saying "please
repair.” If it is done this way, it
can easily happen that the
mechanics will apply the same
preparation and service as they
would for machines of custom-
ers who have the aim of getting
their machines in a perfect
shape. A classic example is the
replacement of a scuffed
retainer of the cabin entry.

If the coat of paint is battered, a
simple varnishing is sufficient.
What needs to be repaired
instead are defects which
directly influence the machine’s

includes the cleaning as well as the  c3pabilities.
repair and the elimination of

Guarantee as Purchase Incentive

Apart from the classic preparation of the machine you could also
offer a guarantee. First experiences in the industry of agricultural
engineering show that it increases the purchase incentive for
higher value machines significantly. For a surcharge of about
2,000.00 € for 12 months, you could offer a guarantee to the
buyer covering important components as well as previously
defined wearing parts. Some manufacturers even support you in
doing so. In case of guarantee offers from manufacturers for
used machinery, we advise you to check the terms of the manu-
facturer as well as the included services in advance. In warranty
cases repairs might be charged by a general hourly output which
you often cannot keep. This way you easily risk making losses.




If a fender is only slightly
damaged, repair costs are incom-
mensurate with the better looks.
Another example is an old tractor
suffering from a marginal
pressure loss in hydraulics. If
hydraulics are rarely used among
the potential buyers, like hobby
farmers, a repair often is not nec-
essary or can be reduced to a
minimum distinguishing itself
from a full repair achieving a
perfect state of the machine.
Sometimes it even makes sense
to offer the tractor as "defective”.
This can be done if the tractor
suffers from a gearbox damage
and there is no staff for the repair
which would take several days in
the high season or if the costs for
the repair are higher than the
total value of the tractor. Offering
it as "defective” you may attracta
trading colleague or a technically
adept amateur willing to repair it
himself. Moreover, attachments
for cultivation and harvesters are
often used for first cultivations of
arable land which has not been
cultivated for a long time, for

instance in Eastern bloc countries.

Practice shows that these arable

Such photos can be found on the internet.
Would you buy it?

lands often include stones,
machinery parts or other foreign
objects which damage the
machine. For this reason investors
like to cultivate them with used
machinery first.

Therefore, the machines do not
have to be in the perfect state
and you may offer them less
expensive.

Referring to blemishes you are
only supposed to repair the
damages which immediately
catch the eye of the potential
buyer. For attachments for culti-
vation a bit of varnishing should
be sufficient. For vehicles intact
seats and cleaned dashboards are
most important. In case the
previous driver used a lowered
speedometer as ash tray, it is nec-
essary to clean it. Many potential
buyers see the shape of the cabin
as an indicator of how much

Your own, independet machinery exchange

The tecMarket, the web-based overview of offers of machinery
stocks for the website of agricultural dealers. Show your offered
machines to your potential customers at a glance.
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The machine is visually appealing and
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placed perfectly in front of the company

attention and care the previous
owner paid to the machine, e.g.
respecting the service intervals.
Nowadays, there are many profes-
sional service providers for the
preparation of used machinery.
Hereby, you have to calculate accu-
rately how much you have to pay
for such services or if it is cheaper
to have the preparation done by
your own staff leading to a similar
result. A proper preparation also
includes getting all needed docu-
ments of the machine from the
previous owner: instruction
manuals, proves for taken service
measures or invoices about the
replacement of wearing parts.

®Taking good and
expressive photos

When it comes to used machines,
buyers want to get a concrete
idea of the machine’s condition.
Therefore, good photos play a
major role in successfully selling
the machine. Itis important to
take current photos. If you offer
the machine in summer it should
not be placed in snow on your
photo. In this case buyers would
get the feeling that nobody cares
about the machine.

Another mistake is taking a
photo of the machine while
working with it on the field
showing it in a dirty condition.
This may contradict your opinion
but this is not appealing to
potential buyers. Of course they
do expect the machine to be in
an operational state.

Instead it's recommendable to
take photos of the machine in
front of a neutral background
showing no other machines but
the one you are planning to sell. It
is also important to take between
three and four photos allowing a
panoramic view. Please pay atten-
tion to the perspective: the
machine has to be completely
visible on the photos. Moreover, it
is always more impressive to take
a photo from below to above than
the other way round. Sometimes it
is sufficient to go in squatting
position or kneel down to get such
photos.

Photos are to be taken in horizon-
tal format. And another piece of
advice: It is clever to place your
machine in a way that your
company’s logo and lettering can
be seen in the background of the
photo. You also have to ensure
that your logo is placed in a way
that it cannot be cut out of the
photo since many photos are
copied by frauds and used for fake
offers nowadays. If your logo can
be seen in the background you
can protect yourself from pirated
copies to a certain extent.
Another more professional protec-
tion is to include a hologram or
watermark in your photo. This way
pirate copiers lose interest in your
photos. Several service providers
as well as farmpartner can include
such holograms and watermarks
automatically for you.

Pierre Biitmer
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The first part dealt with the
preparation of the machine from
setting the right price to the
proper preparation and the best
way to take photos.
The second part is about how to
present the machine in an
appealing way. Attention should
be paid to:

1. Choosing the right portal

2. Describing the machine in

an appealing way

3. Organising the sale

4. Avoiding non-sellers

5. Bewaring of impostors

@ Choosing the
right portal

Nowadays, when it comes to
selling agricultural machines,
there are more than just ten
portals for used machinery. They
clearly distinguish themselves in
several features:

- the scope: the number of
offered machines varies from
portal to portal between 2,000
and more than 80,000. By
choosing a certain portal, you
determine how many potential
customers you can reach. This
does not just apply to visitors
who visit the portal deliberately.
The larger the offer of a portal,
the more likely it is to be found
by a search engine. This way,
even more interested parties are
lead to the portal.

- the region: some portals are
more represented in the north,
others in the south or east. This

—
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The way into the internet

plays a decisive role for the age
as well as for the performance
class of the machine.

« the type of the machines: if
you have a forestry tractor, the
portal you chose should be
known for selling or buying such
machines. There are some
portals which are specialized in
forestry machines.

« moreover, there should be a
product group for your machine
category on the portal. If you
want to offer a round baler, the
portal should have an own
category or subcategory for
round balers.

Do not forget the importance of
your own homepage while
choosing a portal. Compared to
other systems, your homepage is
closer to your customers from
your sales region and has the
least fierce competition with
other vendors.

It does not make sense to adver-
tise your machine in an mono-
culture area orin an area where
itis not used. Therefore, you
should choose portals which are
more active and more
represented in certain regions.
A potato harvester for example.
Potato harvesters can often be
used in certain areas only due to
their special equipment. If you
want to sell your machine suc-
cessfully, you have to attract cus-
tomers from this region. If you
plan to deliberately offer a
machine for the export instead
(for example as “cannon fodder”
for the first use in Eastern bloc
countries, see first part of this
article), portals abroad are much

In the second part of the article, our author
Pierre Bittner from Farmpartner-Tec explains
how to advertise your machine properly.
What matters is the choice of the right portal
as well as the right description to make
customers stick to your offer.

more advantageous. Although
professional foreign purchasers
and farmers search on the big
national portals for used machin-
ery, it still increases your scope sig-
nificantly.

There are, for example, special
portals for Ukraine, Russia, South
America, Africa or Asia.

Describing the machine

in an appealing way
Once you decided to choose a
certain portal on which you want
to offer your machine, the right
description is the nextimportant
step to take. Thereby, you should
fillin all available text fields of
the portal since they are crucial
to the customers. If you, for
example, forget to include the
word "cabin” in the text field,
potential customers searching
for "tractor, cabin, front loader”
will not find your machine -
even if the machine was only
sold including a cabin by the
manufacturer. Your description
clearly distinguishes your
machine from other machines of

the same type. Features are
equipment, deterioration,
operating hours, condition of
the tires, type and perfor-
mance of the motor and so
forth.

Moreover, every portal
includes a free text field which
is not integrated into the
search function. It offers you
the possibility to go beyond
the scope of a standard
description enabling you to
write an own individual text.
This text is supposed to praise
the features of your machine in
an individual and nice but
short way - similar to an adver-
tising message. You have to
consider that farmers read
between 20 and 30 offers of
their desired machine an
evening. Use your chance and
create your text in a way that it
is kept in the customer's mind.
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potential for optimization
caused by synergy effects.
Offering machines on several
portals makes it complicated.
Hereby, you should create a
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While describing your machine,
you have to put yourself in the
farmer’s role. Which features are
of interest to him? Avoid using
terms defined by the manufac-
turer and understood only by
experts. It is also not necessary to
describe all features in detail.

Moreover, show your customers
how to have the machines deliv-
ered directly to their location.
Many potential customers lose
interest in an offer if they get the
feeling that it is too far away.

By offering logistics support you
may regain their interest.

@ Organising the
sale

As soon as your machine is online
you have to be ready to receive
enquiries from customers. There-
fore, itis necessary to determine
the contact person in your
company in advance establishing
a telephone number in case of
queries.

Hereby, you have two
possibilities:

Waschien deg Hinders

Nachricht sanden

- Each of your employees pos-
sesses the needed information
about the machine. In this case it
is sufficient to mention one
single number for queries of
potential buyers.

- Only some of employees are
informed about the features of
the machine, for example those
who took itin payment them-
selves. In this case you should
only mention their contact
details. To gain the customer’s
trust, it is better to not just state
their contact details but also to
include a photo of the contact
person.

This way, a mental picture is
created in your potential
customer’s mind.

No matter how you organize the
contact opportunities, you
should avoid that a customer is
passed along your company on

Cooperations with other dealers are utterly interesting
to increase chances of a successful marketing. Let us
assume, for example, that you are a dealer for green
tractors and a buyer trades in a blue tractor for
payment. In contrast to trade-ins of tractors of the same
producer, it will be difficult to generate an after-sales-
turnover afterwards. The buyer of the other brand is like
to have the service done at the official specialized
dealer of the manufacturer.Moreover, you will not be
the first address for potential buyers of the other brand
when they search for a machine. The cooperation with
a dealer of this other brand from another region is
much more promising. It does not have to be the
dealer next door if you do not want to strengthen your
competitor. Working together with your cooperation

the phone before obtaining the
relevant information.

relevant information. Putting of
the customer by saying “The col-
league you are calling is not at his
desk/sick/in his lunch break”
should also be avoided because
you risk that your potential
customer will not call again but
will chose another offer instead. If
the colleague who is responsible
for the sale of the machine is not
in the office, another employee
has to replace him to ensure that
the customer does not call in vain.
Moreover, you have to establish a
system for managing your
machinery stock on the internet. If
you only use one portal for used
machinery it's still relatively easy
although there is already poten-
tial for optimization caused by
synergy effects.

although there is already

to increase sales.

partner enables you to conduct business deals. He
provides you with machines of the other brand and the

other way round.

There are some examples in practice where this pro-
cedure led to success for both dealers. Apart from
receiving money for the sale of your machine, you
will also benefit from future revenues thanks to
repair service and the sale of spare parts.

Regarding machines which are suitable for export,
you can also agree on cooperations with foreign
dealers of your supplier. The foreign cooperation
partner acts as intermediary for customers located
abroad. This procedure is especially advantageous in
Asia where internet portals are not widely used yet.
Since customers abroad are more likely to trusta
local dealer, it offers you a nice way

central database which enables
you to keep track of all offers.
The easiest way to do this is by
using your ERP system. It already
includes some of your data so
that you only have to add the
data which is relevant for selling
the used machine. This offers a
great advantage. Apart from
creating advertisements for the
portals of used machinery, your
ERP system also allows you to
create professional and impec-
cable machine offers for inter-
ested customers. Moreover, you
can access the data when billing
or in case of trade ins since there
is no need to manage them
separately.

Another advantage of listing
your machine in your ERP
system is that every employee
from the sales department or the
repair store can access it even
after it had been sold while the
machine is deleted automati-
cally from any portal. Thisis
particularly interesting for the
service. The IT solution of
farmpartner-tec
(www.farmpartner-tec.de)
which is free of charge for
dealers helps to connect the ERP
system to the portal for used
machinery.
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It also allows to show the
machine on different portals at
the same time updating it auto-
matically and deleting it after the
sale. Moreover, it is possible to
have the machine placed on
selected parts of the used portals
only. Apart from this service, the
IT solution also offers you the
possibility to place the offers
automatically on your own
homepage, the dealer’s app or on
a big monitor or touch screen in
your stationary store and to have
it looping. If your monitor is
placed in the waiting area of your
company, it might attract the
attention of waiting customers.

@ Avoiding non
sellers

Having done everything correctly,
your machine should be sold
within 90 days, 140 days at the
latest. If this is not the case, there
is something wrong. Either the
price was set too high, the
description was not appealing or
the wrong season or portal were
chosen. Consequently, the offer
should be deleted completely
from the portal after 140 days
and a new advertisement should
be created. Keep in mind that you
should wait several days before
advertising it again. Otherwise,
you risk that the portal does not
ecognise your offer as a new one
when uploading it with the new
parameters. This is particularly
important because most portals
do not define advertisements as
offers but as machines and there-
fore do not recognise modifica-
tions of the parameters as a new
offer. Since most portals sort their
offers chronologically showing
new offers first, it would be quite
disadvantageous if your new
offer was not recognised as a new
one but placed at the bottom of
the list.

Apart from a new and more appealing
photo you also have to modify or
complete the parameters in a way
that they are classified as a new offer.
Moreover, you should lower the price
or set new parameters in case the
condition of the machine has
changed e. g. new tires or more oper-
ating hours due to temporary renting.

Aside from the modification on the
portal, you should also put the
machine on a different place in your
storage yard. There are not only
potential buyers on the internet but
also visitors who identify non-sellers
by their position in the backyard. Even
after having found a buyer for your
machine, the deal is not yet cut and
dried. Now, it is about the payment.

® Bewaring of
impostors

Unfortunately, there are criminal
energies. A common fraud attempt is
that buyers, particularly from abroad,
send you a check for a high amount
and ask you to deduct costs for the
machine, customs and transport and
then transfer the rest to the indicated
account.

In most cases it is too late when you
notice that the checks were not
covered or impostors reclaimed their
money. Moreover, you should be
careful when transferring money by
Western Union because payments
cannot be backtracked. If you send
the machine and transfer the money,
you risk losing both.

To do business in a secure way, the
driver of the conveyance agency
collects the money with which you
will be credited subsequently.
Internet portals and forwarding
agencies also offer procedures like
“Trust & Trade”. Thereby, the buyer
does not transfer the money directly
to the seller but to a neutral account.
Once the machine is delivered, the
trustee transfers the money to the

seller's account.
Pierre Buttner

tec Manager

Advertise machines automated across exchanges

With the interface service known as tecManager agricul-
tural dealers and motorists will be provided a service that
gives the opportunity to capture their offer data and
images of used agricultural machinery and equipment
once and centrally and to insert it automated in all desired
marketing portals as well as on their own website.

The process takes into consideration the initial publication
of the offer as well as the continuous updating and final
extinction.

farmpartner-tec’s quality management also ensures that
the necessary export preparation of offer data reaches a
data quality equivalent to +95% of the theoretically
achievable quality of a manual care and that an update
level of up to 2 min. is adhered to.

The necessary capture and maintenance of the machine
data can be done in three ways:

Within the ERP, with the help of the businessManager APP
for mobile devices or on your desktop PC with the
tecManager.
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Speak to customers and encourage them to search

for machines

The tecPresenter, the overview of machine offers on touch screen systems,
which invites your customers to interaction. Use this function at fairs, on iPads, at sales counters and in exhibition rooms.
The program displays an overview of your offer of machine inventory similar to a slideshow and offers the possibility

to do a specific search of suitable machinery and to look at the offer data.

SCHRODEI
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Since 2001 Farmpartner-Tec offers internet services for agricul-
tural dealers, manufacturers as well as marketing portals having
two subsidiaries and 16 employees. Our products are ideal for
facilitating the daily work of our 2,400 merchant customers all
over Europe.

Manufacturers use our varied tools to exchange data and
information with their dealers. Moreover, locally as well as
globally operating third party portals and OEM solutions for
second hand machinery are among our customers.

Our solutions connect them to the machine selling traders and
thereby enable them to be updated automatically about the latest
offers on their portals.

ADVANTAGES AT A GLANCE
- automated
- visually noticeable

tec Presenter

- animates potential customers/visitors to use it actively

FIELD OF APPLICATION

- fairs, exhibition rooms/halls

- shop windows, sales counters
- iPad

Pierre Buttner, division manager for

“IT Solutions / Webservices” at Farmpart-
ner-Tec GmbH.

Farmpartner-Tec, located in Schwaebisch
Gmuend, is specialized in providing IT
services for agricultural dealer. It connects
the data of the ERP or DMS/DBS of the
agricultural dealers to the systems of the
agricultural portals for used machinery as
well as to the dealers’ own homepages
and the systems of the manufacturers.
This way, the marketing for machines,
equipments and spare parts is improved
and the range of the homepage is
increased.

www.farmpartner-tec.com

Homepage administration with the webManager

With the webManager website system and content management system
agricultural dealers and motorists get their own individual homepage and
maintain it easily.
For maximum flexibility and an optimal timeliness you can place texts,
dates, news, pictures, documents and even multimedia on your new
website through the administration surface that is similar to an

E-mail program.

- professional design through the individual design of our web designers

- independent management of the entire website

- very easy administration area

- possible connection to ERP systems (present machines, spare parts and articles
automated on your website)

------ e - advertise contents, e.g. machines, through the multiplier "search engine”

Pierre Bittner.




