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Are We Heading Off A Cliff? ...Pay Taxes Now?
With the possibility of higher tax 
rates looming for 2013, does it pay 
to realize gains early?  The Tax Code 
is in flux and taxpayers of means (i.e. 
high net worth individuals, private 
business owners, family offices, etc.) 
are facing the distinct possibility 
that their taxes rates will be raised 
significantly in 2013.  While every 
taxpayer’s situation is unique, the 

following actions may constitute a 
good strategy in 2012:

• Accelerating the realization of 
long-term gains;

• Offsetting short-term gains;
• Selling large stock positions;
• Exercising stock options;
• Converting to a Roth IRA; or
• Making a large lifetime gift.

Unfortunately, taxpayers face a 
serious problem…No one knows 
what tax rates will be next year.  If 
Congress does nothing, the marginal 
rate on investment income would 
go to 43.4%, which includes the new 
3.8% healthcare surcharge.  The 
same rate would apply to short-term 
capital gains, while the maximum 
rate on long-term gains would rise 
from 15% to 23.8%.  The highest 
bracket for ordinary earned income 
would rise from 35% to 39.6%, or 
36.45% to 41.95% including the 
Medicare tax.  The top marginal rates 
for estate and gift taxes are set to 
increase from 35% to 55%, even as 
the exemption is scheduled to slide 
down from $5.12 million in 2012 to 
$1 million.
Alternatively, Congress may decide to 
extend the current Tax Code and/or 
repeal the healthcare surcharge.  

With no real clarity for 2013, 2012 
might be one of those rare times 
when it makes sense to pay taxes 
before you have to.  For taxpayers 
of means, astute tax and estate 
planning can potentially create 
significantly more wealth over time, 
even considering the upfront tax hit.  
Taxes should never be the sole driver 
of investment decisions.  However, 
as year-end 2012 approaches, paying 

closer attention to your tax strategy 
is extremely important.

Domestic Automotive 
Market Influences
The domestic used automotive 
manufacturing equipment asset 
pool has declined in scale since the 
Automotive Industry Crisis of 2008-
2010. All surplus equipment in the 
manufacturing facilities from Motor 
Liquidation Corporation (General 
Motors) and Old Carco (Chrysler) have 
been liquidated.
Equipment from these plant 
liquidations has been absorbed into 
three main categories of End Users:
• Re-entered into production for Tier 

1 & 2 Automotive Suppliers

• Generic related manufacturing uses
• Sold for Scrap/Salvage purposes
Automotive suppliers are actively 
purchasing new & used equipment as 
domestic sales of new light duty cars & 
trucks continues to gain momentum, 
with stabilizing trends approaching.

Sources predict seasonally adjusted 
purchases of new vehicles to be 
approximately 14.6 million, which is 
a significant increase from 2009 new 
vehicle  purchases of 10.4 million. 

As domestic automotive production 
and retooling demands continue to 
increase, values for used equipment 

that is deemed desirable 
have shown double digit 
percentage of value 
increases from 2010 and 
2011 values. Factor in a 
smaller asset pool and 
reports of backlogs from 
machine tool producers, 
and it becomes evident 
that the used marketplace 
has made adjustments.

This is a pivotal time for 
automakers as European 
operations are slowing due 
to lagging demand. It is 
possible that equipment 
that has left North America 
could return, fitting in one 
of the above categorizes. 
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Hilco is pleased to announce 
the addition of Property Tax 
Consulting Services to our full 
suite of strategic solutions. 
In today’s economy, Hilco is 
offering a solution to help 
its clients curb excessive 
costs.  We will provide real 
and personal property tax 
solutions to our clients in all 
50 states. Services include 
real property tax appeals, 
personal property tax 
appeals, personal property 
tax compliance and personal 
property tax audit defense. 
Additionally, we can provide 
valuation services to be in 
conjunction with appeals that 
have advanced to judicial 
levels.  
 

Our national team will 
be headed up by Joseph 
J. Calvanico MAI, FRICS 
in Chicago. Joe has over 
25 years of experience 
and graduated from the 
University of Wisconsin in 
Milwaukee with a degree in 
Economics. Additionally, he 
has a Masters in Real Estate 
Law from The John Marshall 
Law School in Chicago. 
Joe has worked with many 
Fortune 500 companies in 
managing their property 
tax liability.  Working with 
him will be Frank Lima and 
industry veteran with over 
25 years of experience who 
most recently spent over 12 
years with Simon Properties. 
Shari Tucker CMI will be 
concentrating her efforts on 
the West Coast where she 
has spent the majority of her 
25 years of experience. Most 
recently she ran the west 
coast property tax practice 
for a well-known boutique 
firm.

On October 9, 2012, 
Hilco Industrial 
conducted a live auction 
of the inventory and 
equipment of Auto 
Sports Unlimited (ASU 
or the Company).  The 
Company was a former 
automotive recycling 
yard that concentrated 
on used parts for 
European and British 
luxury brands Audi, 
BMW, Mercedes, Jaguar, 
and Land Rover. ASU filed 
a voluntary bankruptcy 
petition on May 2, 2012.  
The auction was held at 
a 220,000-square-foot 
facility the Company 
had leased in Zeeland, 
Michigan. In business 
for more than 25 years, 
there was an extensive 
inventory of engines 
and transmissions 
(more than 1,000 each), 
hard parts, and body 
panels. The Company 
maintained a well-
organized warehouse 
wherein every part was 

individually identified. 
Nonetheless, said Brent 
Bonham, Hilco Industrial 
Vice President of 
Operations, “It took two 
weeks to prepare and 
photograph the 960 lots 
sold at auction.” Included 
was the Company’s 
recycling yard (40 
acres), the automobile 
carcasses (i.e., cars 
without wheels, engines, 
and transmission) that 
remained (approximately 
1,000), and the 
equipment (mostly 
lifts) used in day-to-day 
operations. Among some 
of the unique equipment 
were two dynamometers 
the Company had 
used to remanufacture 
performance 
transmission.
The bidding was very 
competitive; there 
was no break for lunch 
and nothing remained 
when the last bid was 
recorded at 4:30pm. 
The auctioneer’s duties 

were handled by Robert 
Levy, Managing Director 
of Hilco Industrial.  
According to Levy, 
“Inventory like this 
does not come along 
often, and the strong 
participation was no 
surprise to us.” There 
were nearly 200 people 
registered to bid, 
including several using 
Hilco’s online bidding 
portal. The salvage 
yard, together with the 
automobile carcasses, 
sold for $250 thousand 
to one bidder with plans 
to continue to operate 
the yard as a business. 
The engines were sold 
in lots of 50 to 75 at 
a time for $2,000 to 
$4,500. One of the two 
dynamometers sold for 
more than $50 thousand. 
The auction raised a 
total of $991 thousand. 
To view a time-lapse 
video of the auction 
go to http://youtu.be/
HzNBUocMsQ8

Hilco Real Estate 
Appraisal, LLC 

adds Property Tax 
Consulting Team

Auto Sports Unlimited Live Auction
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Regional supermarkets, which once 
dominated the grocery industry 
landscape, are coming under increased 
competitive pressure from a variety 
of new market entrants.  This is an 
industry that historically has achieved 
single digit yearly gains due in part 
to inflation and a relatively inelastic 
product offering.  However, now a 
variety of different competitors are 
entering the marketplace and carving 
up the pie once held by regional chains.  
These players include big box retailers 
such as Wal-Mart and Target as well 
as wholesale clubs such as Costco and 
BJs that have dedicated more retail 
square footage to grocery and have 
the purchasing power to be a price 
point leader.  Specialty grocers such as 
Whole Foods have achieved success 
differentiating themselves and catering 
to higher income markets offering 
product selections at higher price 
points including organic and readymade 

meals.  National pharmacies including 
CVS and Walgreens, although not as 
much of a competitor, continue to 
pressure regional players on HBC and 
pharmacy items.  Dollar stores such as 
Family Dollar have been 
the most recent threat 
to supermarket chains 
and have been steadily 
increasing in the 
number of store fronts 
and product selection.  
Once just HBC-type 
items, these stores 
now are beginning to 
increase their grocery 
product mix and 
include departments 
such as produce.      

While this change in the market does 
not signal an end to the regional 
supermarket as we know it, adoption 
methods need to be employed by 
these industry players to maintain 
market share in this new and highly 
competitive environment.  

Impact on store operations 
and liquidation value:

Overall Hilco has noted relatively 
consistent recovery results in store 

closures provided the 
liquidating agent has 
immediate access to 
the collateral.  While 
there has been stability 
in NOLVs within the 
appraisal valuations, 
the increasingly 
competitive 
marketplace has had 
a negative impact 
on sales and margin 
results for many 

regional supermarkets operating as a 
Going Concern.  Continued pressure 
may result in the potential for increases 
in the number of store closures for 
locations running off lease with 
negative EBITDA trends.  Prolonged 
negative trends company-wide may 
lead to the potential for liquidation.  

  Adam Evans
  Senior Vice President, 
  Midwest Regional Manager

Adam Evans has been in the consulting, liquidation 
and appraisal industry since 2000. Having 
joined Hilco in 2002 as an appraiser, he was 
appointed Vice President Relationship Manager 
in 2004 managing accounts in the Western and 
Southwestern United States and Canada.  In 

2011 Adam and his family moved back to Northbrook as Senior Vice 
President Relationship Manager for the Midwest/Great Lakes market 
for Hilco Appraisal.  Evans is a certified M&E appraiser and holds 
memberships in numerous professional organizations including; 
the Commercial Finance Association, Turnaround Management 
Association, the Association for Corporate Growth, Tri-State 
Association of Corporate Renewal, and Risk Management Association.  
Adam has been a speaker on numerous panels discussing valuation 
and liquidation topics for the Turnaround Management Association 
and Commercial Finance Association. 

Contact Adam at 847-849-2955 or
Email aevans@hilcoappraisal.com

Keith Spacapan
   Vice President, 
   Automotive Appraisal Practice

Keith Spacapan is Vice 
President of the Hilco Appraisal 
Automotive Practice.  Keith 
has more than 20 years of 
automotive industry experience, 
including 15 years with General 
Motors as a Product Line 
Executive of a powertrain platform and Finance 
Director of manufacturing operations.  He also served 
as the Chief Executive Officer for an automotive 
aftermarket manufacturing and distribution company.  
Keith brings to bear a unique perspective to the 
valuation process based on first-hand experience with 
original equipment and aftermarket manufacturers.  
Keith also has an MBA in finance from the Kellogg 
School of Management at Northwestern University.

Contact Keith at 847-313-4722 or
Email kspacapan@hilcoappraisal.com
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Machinery & Equipment Appraisals
Andy Dahlman 847.849.2936

Inventory Appraisals
Ed Zimmerlin 847.313.4720

Retail Appraisals
Tim Anderson 781.471.1229

Real Estate Appraisals
Todd Haney 847.504.2454

IP and Enterprise Valuations
Jason Frank 847.504.3263

Collateral Reviews
Elaine Odell 781.471.1234

CEO
Tom Greco 847.849.2961

Marketing
Jim Glickman 847.849.2931

Portfolio Valuations
Aryeh Sheinbein 212.610.5666

Chairman
Arnie Dratt 847.849.2903

Hilco Streambank
Gabe Fried 781.444.4940

Canada/National Executive
John Jefferson 416.587.6600

East Region
Fred Raccosta 215.307.7454

West Region
Joseph Tourouk 818.437.6439

Midwest Region
Adam Evans 847.849.2955

South Region
John Tinnell 704.905.9559

UK/Europe
Chris Hall +44 (0)8453 130 140

Eliminate Uncertainty

Contents of this Newsletter were contributed by:
Tim Anderson, Derek Brennan, Adam Evans, 

Jason Frank, Todd Haney, and Keith Spacapan

Upcoming Sales & Auctions
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