
Model of credibility 
in preowned equipment

With its service staff and parts inventory, R.W. Martin builds your confidence in its
resources and capabilities to support you after selling you a machine
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In any business transaction it’s wise to
k n ow who yo u ’re dealing with. In
buying pre owned equipment your fi rs t

c o n c e rn is pro b ably the seller’s cre d i b i l i-
t y. Then you thoro u g h ly eva l u at e
whether a machine re a l ly meets yo u r
n e e d s ,p a rt i c u l a rly for longev i t y.

R . W. Martin & Sons, I n c. , Ke n t , O h i o ,
m a rkets pre owned equipment under its
Stoneman brand that it either owns out-
right or has a legal agreement to sell fo r
the ow n e r. Wo rking with such a ve n d o r
means you can be confident yo u ’re talk-
ing with someone who re a l ly contro l s
the process of fulfilling your offe r.

E ven if you deal with a bro ke r, t h e
c o m p a ny say s , i t ’s important to do yo u r
h o m ewo rk to understand who owns the
m a ch i n e ry and how it was prev i o u s ly
u s e d, s u ch as for stonewashing rat h e r
than health care.

“ We act as bro ke rs for sellers and
wo rk with these clients to provide us
with the same info rm ation we wo u l d
p rovide a bu yer of equipment we ow n ,”
P resident Shawn Martin say s .

If you ever agree to purchase of equip-
ment “as is,” and without inspecting it,
or rev i ewing the seller’s test rep o rt s , o r
ve rifying maintenance re c o rd s , you fa c e
the ve ry real possibility that the initial
cost savings (ve rsus buying a new unit)
m ay be offset by costs to correct any
u n d i s closed pro blems with the mach i n e.

With new mach i n e ry, m a nu fa c t u re rs
n o rm a l ly offer a limited wa rranty as part
of the purchase pri c e. With pre ow n e d
u n i t s ,d epending on the vendor you use,

p rotection of your investment is ava i l abl e,
although it like ly wo n ’t be a true wa rra n t y.

I t ’s more like preve n t ive medicine.
“ For ex a m p l e, when a machine is re-
c e ived at our wa rehouse fa c i l i t y, it is
t h o ro u g h ly inspected,then shop tested to
assess operational condition and all op-
e rating specifi c ations are documented.
I m p o rt a n t ly, test results can be discl o s e d
to pro s p e c t ive bu ye rs during the sales
p ro c e s s ,” M a rtin say s .

As a bu ye r, you can determine fa i rly
q u i ck ly how mu ch protection (i.e. sup-
p o rt) a vendor is like ly to affo rd yo u .
Does the company have a qualified staff
with proven industry ex p e rience and re-
placement parts re a d ably ava i l able? If so,
you can be confident the vendor has the
n e c e s s a ry re s o u rces and cap abilities to

s u p p o rt your purchase after the sale. Th i s
is a sharp contrast with people who wo rk
f rom home or who are bro ke rs more than
a nything else.

At fi rs t , you would qualify a pre-
owned equipment vendor as you wo u l d
a ny other type. Ask for a resume ab o u t
the company. Learn how they conduct
business and how long they ’ve been in
the market. Get re fe rences; in this case,
f rom pre owned mach i n e ry customers .

Yo u ’ll pro b ably be most concern e d
about finding someone with a rep u t at i o n
for integri t y, re l i ab i l i t y,and dep e n d ab i l i t y.
You may want to deal with an ex p e ri e n c e d
s t a ff wh o ’s we l l - ve rsed in the operat i o n

R . W. Martin has fabrication and welding
capabilities; its reconditioning work
carries specific limited warranties and
agreements for onsite service.



end user’s fa c i l i t y.
“ The second-best altern at ive is pro b a-

bly a situation like ours ,” M a rtin say s ,“ i n
wh i ch we ’ve purchased the mach i n e, a n d
you visit our facility for a demonstra-
t i o n .” If you can’t trave l , request a video-
t aped session of equipment in operat i o n .

You usually get the process started by
re c e iving photos of the unit. It’s best to see

and fe at u res of the equipment they sell. 
In that case, look for evidence that the

vendor invests in staying current with in-
d u s t ry tre n d s , by part i c i p ating in continu-
ing education progra m s , s u ch as manu-
fa c t u re rs ’ s e rvice sch o o l s , a s s o c i at i o n
s e m i n a rs , and trade show s .

H e re ’s one good indication of the de-
gree of concern ve n d o rs can exhibit fo r
your needs. Tell them the type and cap a c-
ity of the machine you think you need: a
400-pound top-side-loading wa s h e r- ex-
t ra c t o r, for ex a m p l e. If your initial con-
ve rs ation consists simply of discussion of
the list of such units now ava i l able fro m
the ve n d o r,think twice.

Is the machine you want the one yo u r
re a l ly need? The vendor should listen,
then start asking yo u q u e s t i o n s .

“ Tell me about your business and plant
o p e rations. Wh at types of textiles will
you process? Wh at types of machines do
you have now ? ” These types of questions
a s s u re you the vendor is looking to pro-
vide solutions,not just sell you machines. 

While the majority of pre owned ma-
ch i n e ry is sold as-is, some of it is re c o n-
d i t i o n e d. In R.W. Mart i n ’s shop, t h ey can
d e m o n s t rate machines in operation under
n o rmal loads and conditions and perfo rm
a ny rep a i rs , if needed.

“In add i t i o n , we maintain ex t e n s ive
fab ri c ation and welding cap abilities and
can pro fe s s i o n a l ly re finish mach i n e ry in
a c c o rdance with a customer’s specifi c a-
tions by using our industrial paint booth
and spray systems,” M a rtin says. Some-
times customers choose to make cert a i n
rep a i rs using their own personnel once
the equipment arrives at the plant.

Reconditioning wo rk carries specifi c
limited wa rranties and agreements for on-
site service that ra n ge from 30 days for mi-
nor wo rk to 12 months when equipment is
rebuilt. The company offe rs a ra n ge of
fl ex i ble terms depending on the degree of
p rotection a customer desire s .

A bu yer must be fully awa re of the
condition of a machine being considere d.
Th at starts with confidence that the ve n-
dor is pro p e rly port raying the situat i o n .

The most delicate part of a tra n s a c t i o n
is assuring that both the bu yer and seller
p e rc e ive machine condition similarly.
D i s appointment typically ensues wh e n
t h ey don’t. The best port rayal of equip-
ment health usually occurs when the bu y-
er inspects the machine in operation at an

shots of the complete mach i n e,as well as
a va riety of machine components, s u ch as
c o n t ro l s , panel interi o rs , d rive assembl i e s ,
and safety guards. Users of R.W. Mart i n ’s
stoneman24-7.com Web site can view im-
ages of ava i l able pre owned mach i n e ry and
l e a rn about machine conditions based on a
fo u r-point scale:

E x c e l l e n t . L i ke - n ew operating condi-
tion; may re q u i re repair or replacement of
minor components,otherwise completely
functional. Ve ry clean ap p e a ra n c e. 

G o o d. Running operating condition.
M ay re q u i re repair or replacement of mi-
nor to mid-ra n ge components. Tu n e - u p
re c o m m e n d e d, otherwise functional.
Clean ap p e a rance re q u i ring only minor
cleaning and re fi n i s h i n g.

Fa i r. Same condition and repair or re-
placement issues as machines in the
“ go o d ”c at ego ry. Tune-up re q u i re d, o t h e r-
wise functional. Decent ap p e a rance re-
q u i ring thorough cleaning and re fi n i s h i n g. 

R o u g h . N o n o p e rating; re q u i res ex t e n-
s ive component repair or replacement of
components. Components may be miss-
i n g. Poor ap p e a rance re q u i res consider-
able cleaning and re fi n i s h i n g.

This scale, along with photograp h s ,a l-
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D i s a p p o i n t m e n t
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Creating an electronic marketplace

In the accompanying art i cl e, R . W. Martin & Sons, I n c. espouses the need fo r
bu ye rs to thoro u g h ly inve s t i gate pre owned mach i n e ry befo re committing to its
p u rch a s e. The company invites offe rings for such equipment at www. s t o n e-

m a n 2 4 - 7 . c o m , e n abling laundere rs to move at lightning speed in identifying
p ro s p e c t ive buys and making bids. On the seller’s side, i t ’s a way to quick ly an-
nounce an item’s ava i l ab i l i t y.

P resident Shawn Martin recalls introducing the site at the Clean Show in New
O rleans in 2001 as one way to make it easy for bu ye rs to view equipment at t ri bu t-
es and offer a pri c e. It also cre ated a ve h i cle to show the wide va riety of items the
c o m p a ny maintains in its inve n t o ry.

“Being successful in marketing pre owned mach i n e ry year after year means yo u
h ave to have it: a good stock of it, and the ability to obtain and offer it. After all,
you can’t build it!” he laughs. “Our new online auction site brings bu ye rs and sell-
e rs together in a unique, s e c u re way not ava i l able any wh e re else in the industry.”

He says it’s unique in the sense that it contains business tools users need to view
quality pre owned mach i n e ry, list equipment to be sold, place a bid, and purch a s e
and sell mach i n e ry,24 hours a day,7 days a we e k . .

P l u s , if someone decides to jump at an offe r, t h ey do so trusting the seller’s eva l-
u ation of the mach i n e ’s condition. “ Th e re ’s a high comfo rt level in doing bu s i n e s s
with R.W. Mart i n ,” he says. “Our customers know the odds are in their favor that
t h ey will have a positive ex p e ri e n c e.”

Looking back on the decision to launch stoneman24-7.com, M a rtin ch a ra c t e r-
i zed the move as “an investment in an area new to our industry. Th e re we re no
g u a rantees it would be successful.”An unexpected result is that other mach i n e ry
ve n d o rs are ap p ro a ching the company about listing their mach i n e ry on the site.



l ows you to establish an initial assessment
of a mach i n e ’s condition. The best indica-
t o rs , h oweve r, a re revealed through wri t-
ten test rep o rts of tests of the mach i n e ’s
e l e c t ri c a l ,m e ch a n i c a l , and other re l eva n t
systems. Make sure equipment is tested
and adjusted to ensure operation under
n o rmal utility use (electri c i t y, n at u ral ga s ,
c o m p ressed air,wat e r, s t e a m ,e t c. ) .

Ask your vendor to rep resent mach i n e
condition by producing a compre h e n s ive
rep o rt of these tests. Machine history
should be compre h e n s ive as
well. Get the basics in wri t i n g,
s u ch as the year of manu fa c t u re,
model nu m b e r, s e rial nu m b e r,
and electric specifi c at i o n .

Suppose you can’t see a unit in
o p e ration in its current incarn a-
tion. Obtain documentation of
ex a c t ly wh e re the machine came
f ro m ,i n cluding the date when it
was taken out of operat i o n .
Someone should be able to at t e s t ,
in wri t i n g, to its fo rmer use fo r
h e a l t h c a re, h o s p i t a l i t y, i n d u s t ri a l ,
or other types of wo rk .

Ve ri fi able maintenance re c o rd s
should be ava i l abl e. The ve n d o r
should know about any upgra d e s
or conve rs i o n s , major rep a i rs , o r
replaced part s .

Suppose you have re c e ived all the re l e-
vant test and history dat a , but there is no
ve n d o r. The ori ginal owner is selling the
m a ch i n e, wh i ch hasn’t been used for a
wh i l e. So you have no way of seeing it in
action. You might still invo l ve a ve n d o r.

Fi rs t , ve n d o rs can be helpful in deter-
mining wh at machines are wo rth. “ We
often help insurance adjusters , b a n k s ,
and leasing companies with pre ow n e d
m a ch i n e ry va l u at i o n ,” M a rtin says. “As a
re s u l t , when customers call to tell us
about an ori ginal ow n e r ’s asking pri c e,
we help them eva l u ate it.

“ We re c e n t ly assisted a customer dur-
ing public auction, wh i ch can be a ve ry
fast-paced sales mode! But we got in-
vo l ved long befo re and spent the prev i-
ous day examining the inve n t o ry on be-
half of the customer, so we determ i n e d
wh i ch pieces we re in go o d, b e t t e r, a n d
best condition. The customer purch a s e d
s eve ral machines during the auction, we
made needed rep a i rs , and now they ’re in
o p e rat i o n .”

The price you pay for pre owned equip-

ment isn’t just the equipment’s marke t
va l u e. It also cove rs the cost of the pre-
ve n t ive medicine and support the ve n d o r
p rovides with the mach i n e. R.W. Mar-
t i n ’s process of handling pre owned pro d-
ucts is ve ry mu ch like the one for new
m a ch i n e ry. Th ey provide design and in-
s t a l l ation serv i c e s , equipment manu a l s ,
o p e rator training for your pers o n n e l , a n d
p reve n t at ive and planned maintenance
s u p p o rt progra m s .

“ We maintain a libra ry of a va riety of

equipment manu a l s , so when we acquire
a machine and the seller is unable to pro-
vide a manu a l , we almost always have
the right one any way.”

Post-sale support includes supply i n g
replacement parts in a timely manner, s e r-
vice technicians on staff, fa c t o ry - t ra i n e d
field service support , and technical help
desk telephone support with ex t e n d e d
h o u rs and prompt fo l l ow - u p , he notes.

The post-sale ex p e rience with R.W.
M a rtin can begin with a trip to their fa c i l-
ity to pick up your mach i n e. This is yo u r
chance to conduct operator training in
their shop in addition to eventual on-site
t ra i n i n g. The latter usually only re q u i re s
a single wo rk shift for eve ry operat o r.

The fi rm can supply parts from nu m e r-
ous manu fa c t u re rs as well as build their
own. Th ey also carry a “ n ew - o l d ” p a rt s
i nve n t o ry, containing hard - t o - find items
t h at may have been obtained as part of a
m a chine acquisition.

Another option for locating and stock-
ing hard - t o - find components is to pur-
chase a parts unit and the company can
d i s a s s e m ble it for you. Even though a

m a chine is inoperabl e, nu m e rous func-
tional parts can be used as rep l a c e m e n t s
on your current equipment, e. g. a drive
a s s e m bly for a wa s h e r- ex t ra c t o r.

This type of fl exibility and 35 ye a rs of
ex p e rience have contri buted to R.W.
M a rt i n ’s rep u t ation as a leader in prov i d-
ing lat e - m o d e l , quality brand pre ow n e d
m a ch i n e ry. Th ey ’re proud of their at t e n-
t iveness to customers ’n e e d s .

“ We ’ve concentrated on finding and
s u p p o rting quality, l ate-model equipment

f rom a va riety of manu fa c t u re rs ,
d eveloping the my riad of serv i c e s
t h at allow us to be a single sourc e
for our customers. Th at ’s wh at
t h ey ’ve indicated they wa n t ,”
M a rtin say s .

L a u n d e re rs often ask for one
b rand of wa s h e r- ex t ra c t o r, a n o t h-
er of drying equipment, a n o t h e r
of fi n i s h i n g, m e ch a n i c a l , e t c. By
gaining ex p e rtise in many bra n d s
and types of equipment, c u s-
t o m e rs consider R.W. Martin an
a dvisor to their operat i o n s , mu ch
l i ke their accountants or insur-
ance age n t s .

“ We make it easy for cus-
t o m e rs to consult our equipment
specialists and for mechanics to

call our service dep a rtment. We see eve ry
p re owned equipment deal as the cre at i o n
or continu ation of a part n e rship. We
d o n ’t look at any transaction as a one-
time purch a s e,”M a rtin add s .

The company re c og n i zes that yo u r
best info rm ation sources are your con-
t e m p o ra ries. Th at ’s one reason they ’re
a c t ive in seve ral industry trade associa-
t i o n s , i n cluding their recent decision to
join UTSA. As in many other industri e s ,
t h ey see netwo rking as critical to success
in this bu s i n e s s .

The pre owned equipment business is
n at u ra l ly viewed with suspicion. Mart i n
n o t e s , “in our line of wo rk , m o re so than
in most bu s i n e s s e s , i t ’s critical that we
stand behind our pro d u c t s .”

Buying pre owned mach i n e ry doesn’t
need to be like getting a root canal. Th e re
m ay be some ge n e ral concern s , but the
ex p e rience should prove benefi c i a l , o n e
in wh i ch you grow more confident each
d ay. R.W. Martin is dedicated to assuri n g
t h at the machine you purchase is the so-
lution to wh at your business is trying to
a c c o m p l i s h .
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Machinery is refinished at R.W. Martin in accordance with a

customer(s specifications with industrial paint booth and

spray systems.


