





BALING EQUIPMENT FOCUS

An experienced baling equipment
sales professional will know how to
match a baler to your specific appli-
cation, have the resources to repair
and rebuild baling equipment in
accordance with the best industry
practices and support the installation
and service of the equipment.

New equipment is generally
available through manufacturers’
representatives or dealers. The
representative or dealer usually has
a long-standing relationship with
one or more manufacturers and can
provide all of the services required to
make sureyou getinto the baling busi-
ness the right way as well as provide
support to you along the way.

Ideally, these representatives will
be familiar with your business model
and know what is important and
relevant to your application. They
should be able to supply ancillary
equipment, such as conveyors,
shredders and related equipment.

It has been demonstrated

that horizontal baler

throughputs often exceed

the manufacturer’s
published capacity charts
when baling shredded
paper from mobile
shredding trucks.

An equipment dealer also should be
willing to providea fair trade-in value
for existing equipment.

If a dealer is not local enough to
provide timely field service, it should
identify and train a local resource to
provide these services. Itis very help-
ful if the dealer can provide evening
and weekend telephone support, as
these are the times that you will most
likely be baling, and the equipment
manufacturer will not be available to
take your call.

Baling is an integral part of suc-
cessful secure destruction businesses.
It brings value to the bottom line in
many different ways. Making the
proper equipment selection does
take some effort and, when properly
done, provides a valuable return on
investment for many years. ll

The author is president of Advanced
Equipment Sales, Franconia, Pa., and
can be reached at aesjeff@aesales. net.
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