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Who Are We – Real Estate Auctioneers

� Founded in 1965, innovated the concept

� Over 40,000 properties, more than $10 billion in sales

� Widely recognized as preeminent real estate 
auctioneer

� Largest real estate auction firm in North America, 
widely acknowledged in Forbes, Fortune, Wall Street widely acknowledged in Forbes, Fortune, Wall Street 
Journal and other prestigious publications

� Offices in New York, Chicago, Denver, Houston, 
Detroit, Phoenix, Atlanta and Monterrey, Mexico

� International experience with virtually every asset 
class

� Closing rate of 95% when seller accepts high bid



Highlights
� Largest open outcry real estate auction in the US

o December 2005, auction of manufactured home community portfolio totaling $215,000,000 of 
real estate using a cap rate auction strategy

� Prestigious clients
o 88 units at Trump Plaza of the Palm Beaches for $19,000,000

o Portfolios for ALCOA and Newell-Rubbermaid

o Portfolio of 340 Single family homes

� Maximize value -- FAST� Maximize value -- FAST
o Absolute auction of four office buildings in Orlando, FL

o Results: 7.12 cap rate in an 8.5 cap rate market, total price $15,500,000 – no contingencies, all 
cash, closed in 45 days

� Auctions work for all asset classes
o Open outcry auction of One Community Center, a Class A office building in suburban St. Louis, a 
reserve sale where the seller accepted the $18,000,000 high bid.

� Auctions successfully sell land portfolios
o 140 acres of land in Rockford, IL; a family trust

o $48,214 per acre for $6,749,960 – highest price per acre in the country



We Come Highly Recommended

Sheldon Good & Company Endorsements:

American Community Bankers • CoreNet Global • 

ULI  • FIABCI • NAR • Wall Street Journal



What Goes Around, Comes Around

On March 26, 1990, the Resolution Trust Corporation 
(RTC) prepared a study as a result of conducting 
thousands of auctions which stated:

“Well conducted auctions can approximate the sales prices obtained by other methods of sales, in 
aggregate, if not on each property.  Key characteristics of successful auctions are:

o Complete marketing of the properties so that the auctions brings even greater market 
exposure than would normally be attained through a normal listing arrangement;

o Accurate, sufficient information on each of the properties available to potential purchasers; o Accurate, sufficient information on each of the properties available to potential purchasers; 
and

o Ample time and opportunity for prospective bidders to inspect the property and property 
records.

Well conducted auctions with extensive marketing, and which enable the RTC to reduce its actual 
and opportunity costs of money, are consistent with the RTC’s mandated objectives of 1) 
maximizing the net present value return from the sale of assets; and 2) minimizing the impact of 
such transactions on local real estate financial markets.

…

If an auction exposes property to the market sufficiently and is otherwise properly conducted, 
disposition prices will establish the market value.”



What Goes Around, Comes Around

� According to the chief counsel of FSLIC at the time, 
the work out effort of the FSLIC/RTC recovered 68% 
of the value of the total RTC portfolio.  

� The $350 million dollar of residential, commercial 
and industrial auction sales Sheldon Good & Company 
executed for RTC produced returns of closer to 90%.executed for RTC produced returns of closer to 90%.



Comparing Today to the Great Depression

Similarities:

� Preceding period of excessive debt

� Subsequent massive deflation in asset prices

� Corresponding trauma in the banking and financial system

� Resulting economic slowdown that spread quickly and 
dramatically throughout the rest of the world

Differences:

Source:
Fidelity

December 31, 2008

Great Depression (Early Years: 1929-1932) Today

Economic Contraction 25% unemployment 7.2% unemployment

Banks Hundreds of failures, no deposit insurance ~20 failures, increased deposit insurance coverage amt

Monetary Policy Decreased money supply Massive liquidity injections; rate cuts

Federal Government Policy Small steps, raised taxes, tariffs Massive economic stimulus and recapitalization of 

financial system

Global Response “Beggar thy neighbor” policies raised tariffs and 

destroyed  world trade

“Rush to rescue” policies to aid banking systems
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Today’s Auction Market

� Sellers emphasize analysis of time value of money, 
lost opportunity and the true cost of holding and 
marketing property

� eCommerce and technology embraced auctions, 
gained tremendous acceptance (eBay)

� “Baby Boomers” have high acceptance more than any � “Baby Boomers” have high acceptance more than any 
other demographic

� In 2007, the National Auctioneers Association 
reported $58.7 billion real estate sold at auction,     
22% of a $270 billion industry.

Auctions work well in an 
accelerating or decelerating market



Real Estate Auction Point of Difference

� Accelerated, structured sale – not a liquidation

� Evaluate each asset individually, customized programs

� Focused attention of all potential buyers 

� Deadline forces buyers to act immediately

� Sale of competitive product frozen during the auction

� Seller controls date and terms of the sale; buyer is only 
allowed to fill in name and price

� Property sold as-is, non-contingent basis

� Establish value without price ceiling

� Competitive bidding is exciting, maximizes value

� Bidding in the alternative – best for multiple properties



Types of Auctions

Open 

Outcry

Price is the sole consideration. Fungible market and by demonstrating 

the demand for the  property publicly, a higher price is likely to be 

obtained.  All bidders are required to bid on identical terms.  A low or 

no minimum bid strategy is needed to attract interest in the property.

Sealed 

Bid

Bids are submitted in writing. Results may or may not be disclosed to 

the open marketplace.   Each bidder is advised to submit their highest 

bid.bid.

Sealed Bid 

Convertible

Bids are submitted privately.  Seller and Auctioneer review the bids 

during an irrevocable period and determine the best bid for the 

property.  Convertible means that, if during the marketing or during 

the bid evaluation period it is determined we are going to see bids 

from multiple parties (depth of market), and the amounts of the bids 

will be close, we can convert the offering into an open outcry auction 

and have the bidders bid face-to-face in a run-off or privately in a best 

and final sale.



Offering Structure

Without Reserve/

Absolute

No reserve or minimum bid.  Property is sold to the highest bidder 

regardless of price.  Strongest calling card, attracts purchasers from the 

greatest geographic area.  Buyer can justify effort spent in due 

diligence because they know the property will be sold at auction.  

Estimates the additional worry that the buyer will hold out until after 

the auction in an attempt to negotiate a fairer price afterwards.

Minimum 

Bid

The property will be sold at any price equal to or greater than the 

minimum bid.  Effective if the minimum bid is substantially lower than Bid minimum bid.  Effective if the minimum bid is substantially lower than 

the buyer’s expected price.  If the minimum bid is too high (market 

value) this discourages people from investigating the property or 

bidding at the auction.  Effective if a significant upward movement in 

the bidding of at least 35%. 

With Reserve – No 

Stated Price

Seller guarantees no definite price.  Low “suggested opening bid” is 

published and seller reserves the right to accept or reject the highest 

bid either at the auction or within three to five  days of the auction.



Cap Rate Auction Structure

� Conceived by Sheldon Good & Company

� Bids are based on a cap rate rather than dollars

� Lowest cap rate in each round of bidding wins

� Winning bidder can choose any property (any 
location)

� Winning bidder can choose more than one property at � Winning bidder can choose more than one property at 
the winning cap rate

� Result is even more competition among adversarial 
bidders

� Successive rounds of bidding until all properties are 
sold



Marketing Mix
Surround the buyer 360º

PRINT
Newspaper

Magazine

Trade association SIGNAGE

RADIO

PUBLIC RELATIONSCO-BROKERAGE ALLIANCES

DIRECT
Postcards

Letters

Brochures

Blast fax

Web banners

ELECTRONIC
Internet posting services

Company website

Email blasts

PUBLIC RELATIONSCO-BROKERAGE ALLIANCES

FINANCING



Implementation Strategy
Innovative implementation strategies mitigate problems because 

they are based on best practices that set the industry standard

Closing

Auction
Event

Considerations:
�Customer service focus
�Track record
�Consultative approach

•99% closing ratio

•“Quick Close” option

•Depth of auctioneers and ringmen

•Licensed:  CCIMs/Lawyers, MBAs, CPAs

Legal / 
Financing

Property 
Inspection

Product Promotion 

�Transaction strength
�Technology adaptability
�Financial expertise
�National scope
�International Expertise

•SGC personnel

•Sales office

•Complete orientation

•Deal structure/regulatory compliance

•Environmental/contingencies

•Seller financing/third party lender

•Media

•Signage

•PR

•Brochures

•Direct mail

•Telemarketing

•Internet



Marketplace Funnel
All marketing efforts are tracked in order to assure we understand 

the marketplace – we want no surprises on auction day.

Auction Line 

Call-Ins

On-Site 

Marketing inputs resulting in 
call-ins:
�Public relations
�Print & radio

On-Site 

Inspection

Attendees

Bid Package

Buyers

Bidders

�Telemarketing
�Direct mail
�E-Marketing
�Signage



Sheldon Good & Company 
Compensation, Fees & Costs

� Fees:  
In some cases, such as a reserve sale, a retainer; a work charge or no sale fee may be  required since 
the seller has the sole right to accept or reject any or all bids

� Commission structure:
To be determined dictated by type of asset, location and complexity of assignment.  Offset by a 
buyer’s premium between 6% and 10% paid to the seller, which mostly offset the commissions and buyer’s premium between 6% and 10% paid to the seller, which mostly offset the commissions and 
marketing.

� Buyer’s Premium:
The buyer pays a Buyer’s Premium (between 6% and 10%) – the premium is calculated as a 
percentage of the high bid price and is added to that amount to create the total sales price paid by 
the high bidder – all of which goes to the seller to offset commissions.



Sheldon Good & Company
Compensation, Fees & Costs

� Cooperating Broker:
To encourage other brokers to bring their clients, a fee of 1 ½% to 3% of the high bid price is paid 
by the seller to the co-op broker – paid by the seller.

� Marketing Budget:
In addition to our commission, the seller is responsible for the costs of the auction marketing 
program – paid in advance of the program and usually 1%-3% of the gross sales price.program – paid in advance of the program and usually 1%-3% of the gross sales price.

Note:  For each engagement, each budget starts at 
zero and is built based on what we feel it takes to have 
a successful sale and what markets to target –
international, national, regional or local.  The net 
effective cost is very low because the buyer premium 
offsets most or all of the commissions and marketing.



Select Assignments
Client Asset Class Properties States Marketing Cost Sales

Marketing Cost as a % 

of Sales

ARC 12 71 15 $1,000,000 $215,000,000 0.5%

Alcoa 1, 2, 5 11 8 $550,000 $20,000,000 2.8%

American Ski Company 7,11 180 1 $325,000 $14,500,000 2.2%

Amoco 1, 2, 6 38 3 $265,000 $4,500,000 5.9%

BP Oil (1) 1, 2, 6 44 1 (1) $110,000 $2,200,000 5.0%

ConRail 1, 2, 8 91 4 $175,000 $2,800,000 6.3%

Confederated Life (2) 3, 4, 7, 9 22 4 (2) $515,000 $37,760,000 1.4%

First Federal Rochester 10 350 3 $375,000 $35,000,000 1.1%

Interwest 7 32 1 $325,000 $11,000,000 2.9%

Metropolitan Life 11 1 1 $30,000 $3,450,000 0.8%Metropolitan Life 11 1 1 $30,000 $3,450,000 0.8%

New York Life (3) 3 7 4 (3) $175,000 $10,000,000 1.8%

Resolution Trust Co. 

(RTC) 1-10 235 7 $1,000,000 $176,000,000 0.6%

Trump Plaza (FL) (4) 7, 10 72 1 (4) $575,000 $17,110,000 3.4%

United Homes (5) 10 320 3 (5) $365,000 $19,300,000 1.9%

Notes:

• Properties all throughout Ohio from Cleveland to Cincinnati. Auction held in Columbus, OH.
• Properties located in 4 Provinces across Canada from Alberta to Ontario.  One week Caravan Auction held 

from Edmonton to Saskatoon to Winnipeg to Toronto.
• Properties located in Alaska, Wyoming, Oklahoma and Kentucky. One week Caravan Auction from 

Anchorage, AK to Casper, WY to Tulsa OK to Henderson, KY.
• One Condominium building - Simulcast Auction held in New York, Chicago and Palm Beach.
• Separate Auction Forums - Illinois, Michigan and Arizona.
• Inquiry Volume - calls ranged from 450 to 20,000+ per program. For example: Amoco logged 2,200+ calls, 

First Federal Rochester logged 20,000+ calls, United Homes logged 4000+ calls, Confederated Life logged 
950+ calls - all managed with superior results.

Asset Classes:

1. Land Rural
2. Land Urban
3. Commercial – Office
4. Commercial – Retail
5. Industrial
6. Gas Stations
7. Condominium
8. Rail Lines, Easements, Right of Ways
9. Parking Structures / Lots
10. Single Family Homes / Subdivisions
11. Hotel/Motel
12. Manufactured Home Communities



Example of the Buyers Premium



CASE STUDIES 
AND EXAMPLES AND EXAMPLES 



ALCOA
Fifteen Properties Located in Eight States

• Six manufacturing/warehouse 
facilities

• Local, Regional, National & 
International buyers

• Results:
o 14 of 15 properties sold within parameters 

set for the entire portfolioset for the entire portfolio
o Portfolio value $20 million



ALCOA
Fifteen Properties Located in Eight States

Property # Auction Strategy Property Type Offering Method

Lebanon, PA Sealed Bid 771,445 Sq. Ft. Plant on 122 Acres Minimum Bid $1.5 million

Sold for $1,000,000

Lebanon, PA Sealed Bid 
Convertible

4 Vacant Land Parcels With Reserve –

Sold $506,000

Newton, MA Sealed Bid 9 Buildings totaling 256,000 Sq. Ft. Industrial on 11.1 Acre 
redevelopment site

With Reserve –

Sold $12,980,000

Jonesboro, GA Open Outcry 279,650 Sq. Ft. Mfg/Warehouse Facility on 11.5 Acres With Reserve –

Sold $1,237,500

Fairburn, GA Open Outcry 92,260 Sq. Ft. Industrial Bldg. on 20 Acres Minimum Bid $600,000

Sold $1,375,000

Franklin, IN Sealed Bid 286,500 Sq. Ft. Mfg./Distribution Facility on 23 Acres With Reserve

Mt. Vernon, KY Sealed Bid 13,000 Sq. Ft. High-Tech Industrial Facility on 5.8 Acres With Reserve $236,500

Lafayette, IN Open Outcry 2.15 Acre Commercial/Retail Development Site Minimum Bid $100,000 Per 
Acre Sold $237,160

Sidney, OH Open Outcry 2 Industrial Development Sites on 25 Acres Minimum Bid $100,000 Per 
Acre Sold $139,733

Morris, IL Sealed Bid 87 Acre Development Site With Reserve –

Sold $330,018

Sparks, NV Sealed Bid Divisible 60-Acre Industrial Development Site Absolute Regardless of Price



ALCOA
Newton, MA

• 11.1-Acre Redevelopment Site at 55 
Tower Road

• Marketing Program:
o Local, Regional & National

• Style:
o Sealed Bid

• Results:• Results:
o Appraised Value: $12.85 million
o Sales Price: $12.98 million
o Percent of appraisal:  101%



ALCOA
Fairburn, GA

• 92,260 Sq. Ft. Industrial Building
located at 3785 Graham Drive; 
Fairburn, GA.  Building located on 
20 Acres of land.

• Marketing Program:
o Local, Regional & National

• Style:• Style:
o Open Outcry

• Results:
o Appraised Value: $1.335 million
o Sales Price: $1.512 million
o Percent of appraisal:  113%



Newell-Rubbermaid
Eight Properties in Five States

• Manufacturing, Warehouse and 
Distribution Facilities 

• Results:
o All 8 properties sold
o Local, Regional and National Buyers



Newell-Rubbermaid
Eight Properties in Five States

Property # Auction Strategy Property Type Offering Method

Manitowoc, WI Open Outcry 28,000 Sq. Ft. Industrial Bldg. on 3 Acres To be sold Absolute

Sold $55,000

Manitowoc, WI Open Outcry 99,000 Sq. Ft. Industrial Facility on 2.89 Acres To be sold Absolute

Sold $143,000

Manitowoc, WI Open Outcry 175,000 Sq. Ft. Mfg. Bldg. on 7.72 Acres To be sold Absolute,

Sold $390,500

Manitowoc, WI Open Outcry 900,000 Sq. Ft. Industrial Bldg. on 3.75 Acres To be sold Absolute,

Sold $20*Sold $20*

Shelbyville, TN Open Outcry 119,000 Sq. Ft. Two Industrial Bldgs. On 4.25 Acres To be sold Absolute,

Sold $33,000

Athens, GA Open Outcry 179,000 Sq. Ft. Premium Industrial Facility on 39.3 
Acres

To be sold subject to a 
minimum bid of $1.6 
million

Sold $1,760,000

Sturgis, MI Open Outcry 877,355 Sq. Ft. Industrial Facility on 56 Acres To be sold subject to a 
minimum bid of $1.6 
million

Sold $500,000

Ogdensburg, NY Open Outcry 63,400 Sq. Ft. Industrial Facility on 5.28 Acres To be sold Absolute,

Sold $12,500

*$1,000,000 environmental liability.  We coupled this sale so the buyer had to purchase this piece if they wanted 
another more valuable program.



National Investment Portfolio Sale
Four Locations in Florida

� Four industrial and office 
properties 100% leased with 
regional and national tenants

� Combined net operating income 
$1.1 million

� Target sale price $13 million – 8.5 � Target sale price $13 million – 8.5 
CAP

� Sale price at auction $15.5 million 
– 7.1 CAP

� Note:  Sold absolute without 
reserve with a $70 million 
mortgage on the property



401 Industrial Way West
Eatontown, NJ

• 140,000 Sq. Ft. Class A Industrial 
Building

• Marketing Program:
o Local, Regional & National

• Time frame:
o 60 days sold/90 days closed

• Style:• Style:
o Open Outcry/Multiple Seller

• Results:
o Opening bid $3.3 million
o Sold for $4.5 million pre auction
o Met deadline of year-end sale requirement
o Identified new user which 1 ½ years of 

conventional marketing did not surface
o Price exceeded sellers’ expectations



4100 West Fullerton
Chicago, IL

• 4-Story, 380,000 Sq. Ft. Industrial 
Building; Vacant, Manufacturing 
Use

• Marketing Program:
o Local & Regional

• Time frame:
o 90 Dayso 90 Days

• Style:
o Sealed Bid

• Results:
o Sold for $4.5 million
o Seller leased back 100,000 Sq. Ft.   for five 

year term
o Sold to company based in Phoenix

• Note: Al Capone’s secret 
headquarters



MacArthur Trust
Barrington Hills, IL

• Divisible 430 Acre Development 
Site

• Marketing Program:
o Local, Regional & National

• Style:
o Sealed Bid

• Results:• Results:
o Sold for $5.7 million 

• Note:  Forced buyers to bid in the 
alternative

1) With Zoning contingencies
And

2) Without – ALL cash



6877 Goreway Drive
Mississauga, Ontario

• 98,300 Sq. Foot Headquarters
Former Hewlett Packard Office

• Marketing Program:
o Local & Regional

• Time frame:
o 6 Weeks

• Style:• Style:
o Open Outcry

• Results:
o Difficult to value, uncertain market 

situation
o 100 inquiries/30 inspections
o Sold 200% over opening bid



150 Commerce Road
Cedar Grove, NJ

� Modern 53,760 Sq. Ft. Office 
Building on 8.04 Acres.  
o Expansion allowed to 771,000 Sq. Ft.

� Marketing Program:
o Local & Regional

� Time frame:� Time frame:
o 6 Weeks

� Style:
o Open Outcry/Stand alone

� Results:
o Minimum bid $3.275 million

o Sold for $4.3 million

o Purchased by user/non-profit



45 Commercial Properties and Landsites
Illinois, Indiana and Wisconsin

• Former Development & Gas Station 
Sites in 8 Acre Parcels

• Marketing Program:
o Local, Regional & National

• Results:
o 700+ calls in 220 cities 
o 45 properties offeredo 45 properties offered
o 4 removed from sale by Amoco because of 

new Environmental concerns
o 36 sold on auction day
o 87.7% Sold Auction day
o 5 post auction properties available, 3 sold 

post auction

39 TOTAL PROPERTIES SOLD
95% OF TOTAL PROPERTIES SOLD
GROSS SALES (approx): $4,500,000



72 Manufactured Home Communities
Throughout Fifteen States

• Publicly traded REIT wanted to exit 
certain markets

• Largest commercial real estate 
auction in U.S. real estate history

• Bid via cap rate – lowest cap rate 
wins -- with winning bidder able to 
select choice of one or 71 select choice of one or 71 
communities

• Total sale, $215 million



Manistee National Golf & Resort
Manistee, MI

• Open Outcry - Public Course 36 
holes

• Minimum Bid Strategy $3,675,000

• Sold for $4,803,750 

• Quick Closed in 10 days for 1% 
discount

• All Cash, No Contingencies

• Marketed in March/April Course 
was not opened during most of the 
marketing program.



The Medalist Golf Club
Marshall, MI

• 18-hole golf course: South Central 
Michigan’s finest facility.  Course 
located on approximately 275 acres 
of mature woods and marshland.  
Conveniently located six miles from 
Marshall and 12 miles from Battle Marshall and 12 miles from Battle 
Creek.  Designed by Bill Newcomb.

• Open outcry auction
• Suggested opening bid $1,000,000
• Sold for $2,145,000 



Arctic Coliseum Ice Arena
Chelsea, MI

• Newly constructed ice arena, 
included 2 NHL-sized ice rinks, 
eight complete team changing 
rooms and two team rooms.  
78,000 sq. ft. complex.

• Open outcry auction• Open outcry auction
• Suggested opening bid $1,000,000
• Sold for $1,100,000



Forest Dunes
Roscommon, MI

• Fourteen 40-acre multi-use 
development parcels plus 115-acre 
parcel with 160 subdivided lots.   
Property surrounded Forest Dunes 
Country Club.  

• Open outcry auction• Open outcry auction
• Suggested opening bid $750 per 

acre for some parcels, $185,000 for 
another.

• Sold for $1,046,000 – pre auction



Michigan Lake Home
Douglas, MI

• Charming and friendly waterfront 
home with 110 feet of frontage on 
Lake Michigan.  Four bedrooms, 
2.5 baths and four enclosed 
porches.  

• Open outcry auction• Open outcry auction
• Suggested opening bid $250,000
• Sold for $1,100,000 or $11,000 per 

front foot – highest price for a lake 
front property



Example of a Multiple State, Multiple Property 
Auction with Multiple Owners



THANK YOU
Alan R. Kravets, Esq

President, Sheldon Good & Company
Licensed Michigan Broker

Alan Kravets is president and part owner of Sheldon Good 
& Company.  He practiced law for over 20 years and 
received his undergraduate degree  at the University of 
Michigan Business Administration and his Juris Doctor 
from the University of Michigan Law School.  Mr. Kravets 
is a licensed Illinois attorney and is a licensed real estate 
broker or sales person in 12 states.  His first golf course 

Contact information:
333 West Wacker Drive, Suite 400

Chicago, IL  60606
(312) 373-4321 (direct)

(312) 346-0727 (fax)
(312) 320-3264 (cell)

akravets@sheldongood.com
www.sheldongood.com

broker or sales person in 12 states.  His first golf course 
sale with the company was the Golden Ocala course in 
Orland, sold at auction in 1993.  He was a key participant 
in the workout between Donald Trump and a group of 
participant lenders, resulting in the $19 million sellout of 
the remaining condominium units of Trump Plaza of the 
Palm Beaches.  Mr. Kravets represented IBM in the sale of 
their Dayton, NJ facility with significant environmental 
issues for $10 million.  As President, he spearheads the 
charitable auction program, raising millions for charities 
including the American Heart Association, Special 
Olympics, Junior Achievement and the Congressional 
Medal of Honor Foundation.  


