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AMEA Recognizes Excellence
Nathan Arnold, CEA and John Gabalis, CEA

During the January Board meeting,
AMEA President John Greene,
CEA, presented the David Lang
Award to Nathan Arnold, CEA at a
specia ceremony in Tucson, AZ.

In 2000, the AMEA created the
David Lang award to honor indi-
viduals who serve the machinery
and equipment appraisal profession
beyond the call of duty. First
awarded in May 2000, the David
Lang Award wasinspired by one
man’ s dedication to appraisal
excellence, the late David Lang.

Nathan Arnold, CEA has served the
MDNA and AMEA in many
different capacitiesin the past 20
years. Starting in 1987 asthe
MDNA Cleveland Chapter Vice
President and later becoming the
President of AMEA in 2003; Nate
isleaving the AMEA Board in 2008
with many accomplishments. He
has been dedicated tothe AMEA

John Gabalis, CEA receiving his Dave
Lang Award.

Nathan Arnold, CEA

and the appraising profession for
longer than most and has been the
exemplary ambassador of the
AMEA asweéll asamentor to many
in the indudry.

In accepting hisaward, Nate
thanked his lovely wife, Sue, and
family; and continued with the
following remarks.

“Itistruly an honor to receive this
award. It meansalot to meto see
thename“Dave Lang” on thetop
of the beautiful glass mirrored
plague. Dave was amentor,
teacher, associate, and most
importantly, my friend. Dave
worked hard for the AMEA aswell
asour entire profession. | speak of
him quite often in relationship to
ethics and interest in the machinery
and equipment appraisa industry.
Dave was the person who encour-
aged meto participatein The
Appraisa Foundation organization.

Continued on page 2
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Continued from page 1

I currently hold the Chairman of The Appraisal Foundation
Advisory Council position. It has been a privilege and honor
to be amember of the AMEA Board and an officer in this
Association. | would like to thank everyone who participated
in presenting this award to me.”

On May 10, 2008, Randy Stevens, CEA of Lee Stevens Machin-
ery Inc, presented the Association of Machinery Equipment
Appraisers David Land prestigious award to John Gabalis,
CEA, Halmark Co. The award is given to a person that serves
the machinery and equipment appraisal profession above and
beyond the call of duty. The recipient is a person who has been a
leader in developing the strength and integrity of this organiza-
tion aswell astheindustry. Created in 2000, the David Lang
Award has only been given to a selected group to include: David
Lang, Norman Adler, and Nathan Arnold.

During Mr. Steven’ sintroductory speech for Mr. Gabalis, Mr.
Stevens acknowledged the recipient for hisrolein hislife and
accomplishmentsin the machinery & equipment industry. For
everyone who knows John Gabalis, knows with his confident
stature, he did not have a difficult time convincing anyoneto do
anything; therefore Mr. Gabalis successors are proud to bein the
shadows of this person.

He joined AMEA 27 years ago and has served on the AMEA
Board in one capacity or the other since 1989. Later leading the
organization as president from 1999 — 2001. He leavesthe
AMEA Board today with almost 20 years of service on the
Board and many well-deserved accolades for his achievements
as aleader.

Many of you will agree that John Gabalis has never met an
enemy; with the appearance of agiant but the demeanor of a
teddy bear, he hasinfluenced many of usin theindustry.

In accepting the award, Mr. Gabalis made the following state-
ment:

“Y ou would have to know of David Lang and his accomplish-
ments to understand what this award meansto me. Davewasa
leader, ateacher, amentor and atireless promoter for the
machinery and equipment appraiser.

He probably did more to enhance the professionalism of the
M&E Appraiser than anyone else | know. He freely gave his
time to any appraiser that caled upon him for information. He
did not careif you were an AMEA, an ASA, an EAANA
member, or had no designation at all. He was aways there to
assist.

Heintroduced usto the Institute and USPAP, way before it was
apopular concept, because he knew it would hold usto a higher
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standard in the eyes of the bankers and lenders with
which we do business.

| am sureif Mr. Lang had to evaluate the AMEA'’s
progresstoday hewould bevery pleased indeed. As
an association the AMEA is now the recognized
leader in our field and it is because of the hard work
of those who have served before us. | am proud to be
in Dave' s company with this award that you have
presented to me today. Thank you all.”

Upcoming Educational
Events

AMEA Appraisal Review Webinar Series
July 10, 2008 - 1:00 PM EST
Augugt 14, 2008 - 9:00 AM EST
September 11, 2008 - 3:00 - 5:00 PM CST*
October 9, 2008 - 1:00 PM EST

The AMEA isexcited to offer great educationa
opportunities exclusively for its members. The
Appraisal Review seriesisasession which dis-
cussesthe AMEA Standards & Procedures, the 16-
points needed to pass areview, and any updates for
the process. This courseisfreeto membersand
provides an opportunity to gain continuing educa
tion credits.

*For the first time, the AMEA will be offering anin-
person program before the Chicago chapter meeting
in Chicago, Illinais. If you would like to participate
in this program, please register online at
WWW.amea.org.

15 Hour USPAP Course
EAANA
January 21 - 22, 2009
Pittsburg, PA

Mark Your Calendar!

2009 Spring Appraisers Forum - DatesTBD
Severa sessonswill be available to registrants
highlighting industry updates, 7 Hour USPAP, and
many other useful programs.

Continued on page 4



From the Presdent

The AMEA prides its membership for their level of experience and
knowledge of the machinery and equipment industry. The organiza
tion was founded on the belief that the consderation of actud trading
comparables results in the most accurate opinions of vaue. With this
belief, AMEA certified and accredited appraisers develop credible
appraisa results.

We drive to meet the needs of our membership by increasing educationa
programs, providing new resources such as online informational and
educationa resources; and broaden the significance of the industry. The
AMEA dirrives to be the premier internationa association of gppraisers who
specidize in appraising used and new machinery and equipment by giving designations to the most
qudified capita equipment appraisers in the industry.

John Greene, CEA
AMEA President

As an AMEA member, | have observed that AMEA members demand the best — of themselves and of
AMEA. They come from al over the world with one thing in common — a desre to maintain ther high
standards and grow in an atmosphere of appraisa excdlence. The AMEA welcomes appraisers interested
in taking an active role in the awareness and growth of the industry.

Learn nore about or argani zation by visiting the AVEA web sitgww.amea.org or contact the AMEA
Nationd Office a +1 800 537 8629. We look forward to hearing from you.

Thank you,
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John Greene, CEA
AMEA President
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Welcomethe AMEA New Members

Mr. V. Garth Brocking, CEA
Hilco Appraisal Services, LLC
560 Watboco Hill Dr.
Alpharetta GA 30004

Phone: +1 678 691 6523

Fax:  +1 678 691 6524
Email:
gbrocking@hilcoappraisa.com
Web:  www.hilcotrading.com

Mr. Scott Buth, AEA
Alternative Machine Tool, LLC
300 Venture Dr.

Dousman WI 53118

Phone: +1 262 965 3655

Fax: +1 262 965 3654

Email:

scott@al ternativemachinetool.com
Web:

www.a ternativemachinetool .com

Ms.BrendalL .Daleki, AEA
Used Machinery Sales, Inc.
19131 Industria Blvd.

Elk River MN 55330

Phone: +1 763 441-5152
Fax: +1 763 441-5075
Email: brenda@ums-inc.com
Web:  www.CNCTool.com

Mr.Kenneth Hurwitz, AEA
Gross Machinery Group

150 Hedgedate Rd.

Brampton ON L6T5L2

Canada

Phone: +1 905 453 7161

Fax:  +1 905 457 7161

Email: ken.hurwitz@gmgmt.com
Web:  www.grossmachinery.com

Mr.Joe Lundvick, AEA
Perfection Machinery SalesInc.
2550 Arthur Ave.

Elk Grove Village IL 60007
Phone +1 847 344 2144

Fax:  +1 847 290 1617
Email:
joe@perfectionmachinery.com
Web:

www.perfectionmachinery.com

Mr.Mario Mazzuca, CEA
Maynards|ndustries

21700 Northwestern Hwy., Ste.
1180

Southfidd M| 48187

Phone: +1 248 569 9781

Fax:  +1 248 569 9793
Email: mario@maynards.com
Web:  www.maynards.com

Mr.John Michelini, CEA
Corporate Assetsinc.

2 . Clair Ave, W, Ste. 1002
Toronto ON M4V 1L5
Canada

Phone +1 416 962 9600
Fax: +1 416 962 9601
Email:

jmichelini @corpassets.com
Web:  www.corpassets.com

Mr .CharlesD. Miller, CEA
Gallivan Auctioneers and
Appraisers

1045 Main S

Speedway IN 46224

Phone: +1 317 670 4210
Fax: +1 317 227 3725
Email: cdtmil106@aol.com
Web:  www.njgalivan.com

Mr.Marc Rabbow, CEA

Hilco Appraisa Services, LLC
141 Bond Ave.

Petaluma CA 94954

Phone: +1 707 529 3128

Email:
mrabbow@hilcoappraisal.com
Web:  www.hilcoappraisal.com

Mr.Adam Stevenson, AEA
Perfection Machinery Sales, Inc.
2550 Arthur Ave.

Elk Grove Village IL 60007
Phone: +1 847 427 3333

Fax: +1 847 427 3334
Email:
adam@perfectionmachinery.com
Web:
www.perfectionmachinery.com

AMEA APPRAISER

The AMEA Appraiser ispublished by the
Association of Machinery and
Equipment Appraisers
315S. Patrick St.
Alexandria, VA 22314-3532 USA
Phone: +1 703 836 7900
or +1 800 537 8629
Fax: +1 703 836 9303
Email: amea@amea.org
Internet: www.amea.org

Pamela J. Reid
Director, Member Services
pamela.reid@amea.org

The mission of the AMEA is to
certify and accredit the most
qualified capital equipment
appraisers in the appraisal
industry through promotion of
standards of professional
practice, ethical conduct, and
market-based experience.

All of our members are listed
on our web site:
www.amea.org

No portion of the AMEA Appraiser
may be reproduced without the
express permission of the AMEA.
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OIL asan Economic I ndicator

By: Alan C. lannacito

Oil, amost loved and maligned commodity. What makesit so? We know the answer, but we' re too self-centered
and impatient to own up. If we didn’t consume so much we' d find the oil more reasonably priced. Ahem, isthis
the law of supply and demand? That’s much too easy an explanation and one that we are tired of hearing.

There' smoreto it than supply and demand. Inour ever clever inventiveness, we' ve created aneed. Wearegood at
making things and obsessive in their use. Why eat one brownie when we can eat the whole pan? The smple
answer: gluttony. Thisis more than sin; it is unbelievably wasteful, resented by those who suffer and absolutely
without parity between the rich and the poor.

Current in-your-face examples are our play things. SUV’s, ATV’s, motorcycles, packaging, furniture, et a. If you
think of it there is plastic somewhere, somehow either as structure or decorative material in the construction of most
hard goods and packaging. To paraphrase MODERN PLASTICS WORLDWIDE e.weekly, (June 2-6, 2008), the
underlying rise in petroleum and natural gas has caused the continuing rise in the cost of plastic resins. What is
plastic but oil as an industrial transfat? So what’'s new? Plastic resin is and has always been a commodity subject
to price fluctuation. Okay consider the rest of the story.

Petroleum and natural gas are wanted by every developing country in the world, notably Chinaand India. But if
you look a NATIONAL GEOGRAPHIC Magazine s June 2008 Issue, we learn about western Siberia’ s Khanty-
Mans monster oil-field and where the flow goes. 1t'safunnel from Siberia throughout Continental and Eastern
Europe, and that’sit. They’re voracious consumers too. (Paul Starobin, Send me to Siberia, NGM, June, 2008).

I’m not knowledgeable enough to comment on the oil optimists or the naysayers but what has occurred is the direct
result of theincreased demand and control. Remember we as consumers have contributed to the exponential use of
oil. It has gone way past the need to fuel vehicles, trangportation, electricity, the making of butter, and guns.

Still we are captive to gadgets and gizmos at Wal-Mart prices. Here'sthe long term kick in the pants. That chesp
Chinese labor may still exigt, but it's a certainty that the increasing demand for fuels driving the prices worldwide,
will affect the costs of those cheap goods. No more cheap steel and plastic because of the high cost of shipping
across oceans and atmospheres. What a turnaround we could seeif it’ s cheaper to make stuff at home than ship it
from overseas. What a concept. I’m not clever enough to figure that one out on my own. For acomplete anaysis
see CIBC World Markets, StrategEcon, “The New Inflation,” By Jeff Rubin. (CIBC World Markets, May 27,
2008). Log onto http://research.cibcwm.com/res/Eco/EcoResearch.html.

There' sonly oneredity. Don’t need so much. Oh, I'm sorry that I've said it, but why do two person households
have three cars, two ATV’ sand astable full of dirt bikes? Here' sthat answer: becauseit’sfun, it creates jobs and
it’ s better than Prozac™ I’ m guessing.

Ciao.

Alan C. lannacitoisanindustrial machinery and equipment appraiser and a student of economic foul play from
Littleton, Colorado.
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AN AUCTION GONE TERRIBLY WRONG
By David M. Gold, ASA,CEA

Statements of limiting conditions can be very important tools for the appraiser and should include a statement to the
effect that the appraiser’ s values assume that, in the event of a sale of the assets, the appraiser will be consulted as
to the choice of auctioneers, liquidators and/or agents.

Often, machinery and equipment assets appraised will be resold, liquidated or auctioned. Sometimes the sdlefalls
far short of the values assumed in the appraisal. For the most part, failed auctions and liquidations occur out of
ignorance on the part of other decision making professionals.

At arecent public auction salein New England, USA, Plastics Machinery was sold far bel ow appraised market
value. For example, alocal used machinery dealer purchased several machines whose stated apprai sed/market
values were approximately $60-70,000 each. The machines were sold at approximately $7,00 each... The choice of
auctioneer by acourt appointed receiver (attorney) was inappropriate and the auctioneer’ s lack of knowledge of the
industry and/or its' clientele resulted in the above described scenario. Thisisacostly error for everyone concerned
including the appraiser’ s professional reputation. As an appraiser, my reports assume professionalism across the
board. Sadly, the assumption is not aways correct. | would strongly recommend to anyone involved in the liquida
tion, lending and legal businesses that they follow some basic principals in the disposing of appraised assets:

1 Ascertain if the choice of resdller has anational scope or, in some circumstance even, agloba scope should
the nature of the project dictate marketing the sale of the assets beyond alocal arena.

2. Examine the resdller’ s advertising and marketing budget for the project to insure that sufficient dollars have
been alocated for marketing and advertising the sale...A common and costly oversight on the part of the courts
(receivers) and principals as well as resdllers (liquidators) themselves. A report or outline describing the auction,
liquidation or sale process may be requested of the reseller to compare abilities among competitive professionas
offering services so to facilitate making the most appropriate selection.

3. Ascertain whether the reseller has adequate experience in the particul ar field of endeavor —there are so
many different areas of expertise; textiles, aerospace, plastics, woodworking, e ectronics, jewelry, construction,
metalworking, just to name afew.

Specidists are good!

Apparently the New England USA Plastics Manufacturing asset auction sale went wrong as aresult of poor
choices which lost an estate, corporation, government and people agreat deal of money. In the example cited, over
$400,000 may have been lost in the sde of just the 7 machines noted to poor decisions not involving the appraiser
who assumed professionalism across the board. This auction was poorly advertised and mishandled by a non-
industry specific auctioneer culminating in poor atendance at the sale (although the two used machinery dealers
who did attend had agreat day!) And very poor results...A very clear demonstration of a sale goneterribly wrong.

My suggestion to fellow AMEA and ASA machinery and technical services appraisersisto include in the statement
of limiting conditions a statement that reflects your own opinions concerning the methodology of the sale of the
assets you apprised should this event occur. After dl, it is your opinion of vaue and your reputation.

David M Gold, ASA, CEA
President
GoldMachinery Group
www.goldmachinery.com
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AMEA 2008 - 2009
Board of Directors

-

Pictured from left to right: Front Row — Randy Stevens, CEA, Michagl Feinstein, CEA, David Troutman, CEA, Charles
Winternitz, CEA, John Greene, CEA; Marc Swirsky, CEA; Jack Mendenhall, CEA; Back Row — Jean Harris, CEA;
R.F. “Casey” Mulgqueen, CEA; John Gabalis, CEA; James Zvonar, CEA; Brian Block,CEA; Not pictured — Richard
Bass, CEA; Joseeh Herz, GFA,

LOCATOR Means Business!

Advertise Where Smart Dealers
Get the Most for Their Money!
B e

+<* Reach Prospective Buyers Through LOCATOR®

< Take Advantage of the Industry’s Best Website
< Target Buyers with Strategically Placed Banners
<» Receive Hundreds of End-User Requests

LocatorOnline.com Lo AT/OD
Contact LOCATOR Today! O MNLINE
Phone: +1 703 836 9700 or 800 537 1446 |
El::?;zﬁ Salgs@Lucaljrﬂnﬂ:le.cnlﬁn s v
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Mark Your Calendar!

AMEA Appraisal Review Series
July 10, 2008 - Webinar

August 14, 2008 - Webinar
September 11, 2008 - Chicago, IL
October 9, 2008 - Webinar

AMEA Board & Committee Meseting
September 12 - 13, 2008, Chicago, IL
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