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Financial Highlights

Last year was transformational for
Ritchie Bros. We completed the
acquisition of IronPlanet, enabling
us to become a diversified asset
management and disposition
company. We delivered Gross
Transactional Value (GTV) of $4.5
billion – our highest annual GTV
ever – and generated revenue of
$611 million. We also delivered
$111.9 million in Operating Free
Cash Flow, and distributed
$73 million to our
shareholders through
dividends.
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This document contains forward-looking statements and forward-looking information within the meaning of applicable US and
Canadian securities legislation (collectively, “forward-looking statements”), including, in particular, statements regarding the benefits
and synergies of the IronPlanet acquisition, future opportunities for the combined businesses of Ritchie Bros. and IronPlanet,
future financial and operational results and any other statements regarding events or developments that Ritchie Bros. believes or
anticipates will or may occur in the future. Forward-looking statements are statements that are not historical facts and are generally,
although not always, identified by words such as “expect”, “plan, “anticipate”, “project”, “target”, “potential”, “schedule”,
“forecast”, “budget”, “estimate”, “intend” or “believe” and similar expressions or their negative connotations, or statements that
events or conditions “will”, “would”, “may”, “could”, “should” or “might” occur. All such forward-looking statements are based
on the opinions and estimates of management as of the date such statements are made. Forward-looking statements necessarily
involve assumptions, risks and uncertainties, certain of which are beyond Ritchie Bros.’ control, including risks and uncertainties
related to: general economic conditions and conditions affecting the industries in which Ritchie Bros. operates; the ability to realize
anticipated growth, synergies and cost savings in the IronPlanet transaction; the maintenance of important business relationships;
deterioration of or instability in the economy, the markets we serve or the financial markets generally; as well as the risks and
uncertainties set forth in Ritchie Bros.’ Annual Report on Form 10-K for the year ended December 31, 2017, which is available on the
SEC, SEDAR, and Ritchie Bros. websites. The foregoing list is not exhaustive of the factors that may affect Ritchie Bros.’ forwardlooking statements. There can be no assurance that forward-looking statements will prove to be accurate, and actual results may
differ materially from those expressed in, or implied by, these forward-looking statements. Forward-looking statements are made as
of the date of this document and Ritchie Bros. does not undertake any obligation to update the information contained herein unless
required by applicable securities legislation. For the reasons set forth above, you should not place undue reliance on forward-looking
statements.
This document contains certain non-GAAP financial measures. For a discussion of non-GAAP measures and the most directly
comparable GAAP financial measures, see our annual earnings release and our Form 10-K Annual Report for the year ended
December 31, 2017, which are available at: investor.ritchiebros.com. These non-GAAP financial measures are not measures of
financial performance in accordance with GAAP and may exclude items that are significant in understanding and assessing our
financial condition and results. Therefore, these measures should not be considered in isolation or as alternatives to measures of
profitability, liquidity or other performance under GAAP. These measures may not be comparable to similarly-titled measures used
by other companies.
This document also includes certain forward-looking non-GAAP financial measures. We are unable to present a quantitative
reconciliation of this forward-looking non-GAAP financial information because management cannot reliably predict all of the
necessary components of such measures. Accordingly, investors are cautioned not to place undue reliance on this information.

Gross Transactional Value (GTV) has grown at a compound annual growth rate of 9.3% over last 25 years ›
> Ritchie Bros. started

DELIVERING: A VISION
Noble purpose

Ritchie Bros. – We help move, build and grow the world

Vision

To be the pioneering, relationship-based, technology and data-driven equipment asset
management and disposition company

Mission

We are trusted customer-centric advocates building the world’s most powerful equipment
platform and network that uniquely connects sellers and buyers, develops enduring
multi-generational relationships, and creates magical customer experiences

Customer value
proposition

One-stop shop with unparalleled choice of disposition services and solutions
to address multiple customer needs and maximize value

Customer
end benefit

I trust Ritchie Bros. – they do what is right to get me the best possible price
and make it easy

Competitive
advantage

Global scale, reach, relationships and insights to source supply and
drive demand

Key
differentiators

Deep
customer
relationships

Passionate
people

Customer
friendly
technology

Global network
& footprint

Data &
analytics

Risk
capital

Investor value
propositions

Solid cash
generation

Growth
business

Network
effects

High EBITDA
margins

Strong
balance
sheet

Dividends

Our Values
We are
of and
about our work & have
fun doing it safely

global organization
to drive thought
leadership

as a family-owned used furniture store ›
> Strong customer focus for 60 years ›
> Only 3 CEOs in company history ›
> Solid cash ge

DELIVERING:
THE NEW WAY
FORWARD
Ravi Saligram, CEO

As Ritchie Bros. enters its diamond anniversary,
I reflect on this company’s incredible heritage
of 60 years in the auction business, bringing
buyers and sellers together from around
the globe and across multiple generations.
It’s a remarkable milestone and it gives me
great pride to be the CEO guiding this storied
company into its bright future.

choice
obsession to innovate with technology
“We deliver
with an unprecedented
array of buying and selling solutions, driven by an
that makes our customers’ lives easier.”

In 2017, we experienced transformational
change with the acquisition of IronPlanet,
a leading online heavy equipment auction
company. It was a pivotal step in accelerating
our evolution from a successful onsite auction
company to the, multi-channel asset disposition
company we are today.
Together with IronPlanet, we are now more
diversified with a portfolio of solutions that can
be deployed across a spectrum of customer
needs, enabling us to move upstream and

further penetrate the massive $300 billion
global used equipment market. Event-driven
auctions, the core of Ritchie Bros.’ business
for 60 years, are now one of multiple solutions
we offer to meet our customers’ varied
business needs.
We are delivering a new way forward – for our
customers, shareholders and employees.
By offering an integrated, multi-channel
operating platform capable of creating powerful
network effects, we expect to drive our global
opportunity and elevate Ritchie Bros. to unseen
heights. In the pages ahead, you will learn
about the ways Ritchie Bros. delivers on its
customer-focused mission. We deliver trust
and confidence to our customers by putting
relationships, the core of our business, first
and foremost. We deliver choice with an
unprecedented array of buying and selling
solutions, driven by an obsession to innovate
with technology that makes our customers’
lives easier.
And of course, all this would not be possible
without our employees, who are our biggest
asset. We are one team committed to growing
the business and delighting our customers.
We are enablers of global commerce. By selling
equipment, we help farmers grow, truckers
move product and contractors build the world.
This is our noble purpose and it drives each
of us every day at Ritchie Bros.

he company acquired IronPlanet May 31 of 2017 ›
> Strategic partnership signed with Caterpillar in 2017 ›
> Ritchie Bros. has a $

“We are enablers of global commerce. By selling equipment,
we help farmers grow, truckers move product
and contractors build the world.”

$300 Billion Global Used
Equipment Market

2018 Strategic Objectives

Sources: (2015) Manfredi & Associates;
(2016) ACT Research; internal estimates

Gain Auction
Market Share

Dealer / Rental / Retail ≈$130B

Trade-in

Brokerage

Unparalleled
Customer
Experience

2018 Strategic Priorities

Direct to
end user

Auction
≈$25B
End user
to end user
private sale

Penetrate
Upstream

Grow RBA + IP
Revenue

Grow Marketplace-E
& Platform Solutions

Connect the
Channels

Leverage
Technology

Ritchie
Bros.

Private Sale ≈$140B
Looking ahead, we are incredibly excited about
what’s on the horizon for Ritchie Bros. We
believe we have tremendous opportunities
in the coming years to drive organic growth in
our company. By leveraging technology and a
multi-channel marketplace platform, we aim
to accelerate our penetration of the significant
market opportunity beyond the $25-billion
annual live auction space where we’ve
traditionally excelled.
Finally, a sincere thank you to all our customers.
We appreciate your business, loyalty and for
allowing Ritchie Bros. to be part of your lives.

Structural
Efficiency

To our shareholders, we thank you for taking a
long-term view of our business and in our ability
to drive shareholder value. And to all our team
members across the globe – thank you for your
hard work in 2017 and coming together as one
team! I am truly honored and humbled to lead
this great company.
Onwards and upwards,

Ravi Saligram

Chief Executive Officer

$4.5B piece of a fractured $300B global used equipment market ›
> Upstream non-auction solutions are part of our growth strategy

DELIVERING: CHOICE
Ritchie Bros. is
a multi-channel
company designed
to help customers
sell when, where
and how they want
to maximize the
value of their assets.

Auction solutions

Unreserved Onsite Auctions

Weekly Online Auctions

> Certainty of sale – no minimum bids
or reserve prices

> Fast time-to-cash for sellers

> Auctions held at one of 40 operational
facilities, or off-site locations
> Live auctioneer
> Onsite and online bidding
> Onsite equipment storage for
pre-sale inspection

> Auctions held every Thursday in North
America; monthly in the rest of the world
> Online bidding – sale & transaction
all take place online
> Inspection reports – assets certified with
IronClad Assurance®
> Assets sold from customer premises

IronClad Assurance® is a registered trademark of Ritchie Bros. Auctioneers, Inc.

Ritchie Bros. Financial Services
Financing & Leasing
> Quick access to cash for equipment
& truck purchases

> Works with multiple finance institutions
to find the right lender

> Fast and flexible approval process suitable
for auction purchasing

> Also offers working capital loans

> More than $1B financed since 2011 launch

> Facilitates financing of cross-border purchases

40 operational sites in 12 countries ›
> rbauction.com supports 22 languages ›
> Industry sectors incl: construction, transportat

DELIVERING: CHOICE
As we continue
to grow within our
core auction business,
we see additional
growth coming
from complementary
solutions.

Upstream non-auction solutions

Reserved Online Marketplace

Brokered Negotiation

Listing Service

> Increased seller control over price
and process

> Increased seller control over
price and process

> Online equipment listing service

> Buy now, make offer and reserve
price formats

> Privately negotiated sales

> Online bidding – sale & transaction
all take place online

> Bring together sellers
and buyers of high-value,
specialized assets

> Buy and sell anytime – no waiting
for the next event
> Assets sold from customer premises

> Complete control over
selling price and process
> Monthly subscription
advertising
> Online and print marketing
tools for small- to mediumsized businesses and
equipment dealers

Platform Solutions
Remarketing made easier
Our Platform Solutions simplify the
process for disposition of used equipment
and assets for our sellers. The fullyintegrated, cloud-based software allows

decision makers to manage their asset
portfolio on our platform, and connects
their assets to our multiple sales channels
– and our global buyer network.

Clients can trade, redeploy, remarket
assets, or sell to the world with the click
of a button, and access comprehensive
reporting and real-time data.

tion, agriculture, energy, oil & gas, mining & forestry ›
> Sector specific solutions incl: GovPlanet, TruckPlanet, Kruse Energy Auc

DELIVERING:
TRUST &
CONFIDENCE

relationship
with Ritchie Bros. is great.

“Our

If I ever need anything, they
are one phone call away.”
Chrissy Wolfe
Equipment Manager

customers

“Treat your
like your
& they’ll always be your customers.”

friends

Dave Ritchie – founder

Relationships, the heart of Ritchie Bros.
As Ritchie Bros. embraces new technology and expands its digital footprint, we
remain committed to the importance of
human connections with our customers.
Relationships are the core of Ritchie
Bros. – delighting customers and treating them like friends while meeting their
business needs. By offering an unprecedented choice of solutions that best
suit our customers’ needs, making their
lives easier in the process, we develop
relationships that last across generations. Some Ritchie Bros. customer
relationships date back 30-50 years!
We’re thinking long term, which is why

we’ve strengthened the position of our
sales force in 2017 as Trusted Advisors
to our customers.
Being a Trusted Advisor entails more
than adopting the title. It’s an earned
moniker – every day – by identifying
customer needs and delivering value.
By expanding our buying and selling options, we better identify customer needs
and offer more solutions. We also offer
more robust data and market insight to
help customers manage their assets.

Ravi Saligram, CEO of Ritchie Bros.,
pictured with HUB Equipment
President Tom Stevenson – an active

multi-generational

customer, whose father did business
with Ritchie Bros. in the late 1960s.
Tom’s son has also been involved
with Ritchie Bros.

›
> 65,000,000+ marketing emails sent in 2017 ›
> 6,300,000+ auction brochures sent in 2017 ›
> 80,000+ IronClad inspections

IronClad Assurance means
confident bidders
®

Our IronClad Assurance certification gives
online buyers confidence. And with that added
buyer confidence, we can deliver the best possible price for our sellers. It guarantees one of our
inspectors has personally conducted a thorough
equipment inspection, taken photographs
and measurements, and analyzed oil and fluid
samples. We stand behind our inspection
reports 100%.

IronClad Assurance® is a registered trademark of Ritchie Bros. Auctioneers, Inc.

performed in 2017 ›
> 8,800,000+ equipment detail photos featured across all websites in 2017 ›
> The sales force is focusing o

DELIVERING: INNOVATION
& EXCEPTIONAL CUSTOMER
EXPERIENCE

Ritchie Bros.
is technologyenabled:
More customers
interacting with
more touchpoints
in more channels
creating more data
leading us to create
better customer
experiences.

Every day, our talented and passionate people
drive our business forward, and technology is
the engine. We are investing in technology as
a differentiator and key enabler of our business
and are advancing our capabilities by applying
machine learning and advanced data analytics.
Recent enhancements to multiple customerfacing touchpoints like our online bidding
interface, mobile app, and integrated search
functions, as well as our auction operation management systems allow us to run our business
and provide insight data like never before.
One highlight is our significantly-enhanced
online search functionality. Buyers now find it
easier to locate inventory across all of our websites, while sellers leverage both our rich data

Ritchie Bros. mobile app:
success on the move.
Since launching in 2016, customer adoption
of our mobile app has exploded. Of the 5,400+
lots purchased via the app last year, many were
high-value items like a 2006 Liebherr LTM11605.1 all terrain crane that sold for US$410,000 –
showing that customer confidence in our app
is rock-solid.

repository, as well as our platform solution
tools, to give them the insights, tools and
solutions to manage their assets in an informed,
efficient manner.
We are focused on helping buyers find what
they are looking for easily and quickly while
providing access and visibility to the largest
equipment inventory across all our brands and
solutions. Our enhanced search capabilities
now allow us to extend our reach to more
customers in a channel agnostic manner.
Across the technology spectrum, we are hard
at work and committed to ensuring we deliver
smart, efficient, cost-effective innovation –
and always with a focus on serving customers’
needs.

umber of registered users on rbauction.com & IronPlanet.com in 2017: 3.3 million ›
> Marketplace-E launched in 2017 ›
> Hackathon

5,400

2017 Mobile app stats

lots purchased

93,400 $84 million
users

280%
GROWTH
YEAR OVER YEAR

usd

purchased
via the app

590%
GROWTH

YEAR OVER YEAR

7%
of
GTV
in Q4 2017 purchased
via the app

Wayfinding feature on our
mobile app – find it, bid on it.
Allows customers to locate equipment at the auction site via digital
yard maps. They can also track
equipment using smart alerts.

Equipment cross-listing and search
results – an integration success story.
With Ritchie Bros. and IronPlanet joining
together in 2017, the opportunity to cross-list
equipment on both websites means more eyes
on more inventory. Our teams worked diligently
to marry the two databases, meaning that now
buyers can search upwards of 50,000+ items
at any given time, and can choose when, where,
and how they buy.

competition held yearly as an incubator for innovation ›
> Machine learning and data analytics are helping to predict pricing ›
> D

DELIVERING:
OPPORTUNITY
People are
our biggest
asset. We
want our
people
to grow.

great company to work for.

“It’s a
There will be opportunities; there are some breakthroughs;
anything is possible. There is a culture change
happening… it’s going in the right direction.”
Bonnie Conley,
Customer Service Manager, Los Angeles

It’s all about the people

“This company is
passionate about

safe
place to
learn and they

providing a

will help you every
step of the way.”
Amy Unzicker
Territory Manager
Iowa, Minnesota and
Wisconsin

In 2017, we put those words into action by bringing together two different companies and subsequently bridging two distinct work cultures.
IronPlanet’s nimble, tech-minded approach
balanced perfectly with Ritchie Bros.
Auctioneers’ legacy of onsite auctions
with personal relationships.
Team Orange (Ritchie Bros.) and Team Red (IronPlanet) went from competitors to colleagues in
barely six months. What’s emerged is a unified
group of over 2,100 employees committed
to one common goal – growing the business
and providing the best customer experience
possible.

›
> Operations in over 20 countries ›
> 2,100 full-time employees worldwide ›
> 387 online and in-person courses available to emplo

“Our success arises from the
passion for our business and the

trust we build with
our customers.”
John Beasley
Sales Director, US Agriculture

Territory Manager Excellence Training Group – January 2017

As a constantly-growing global company,
our workforce has expanded to include more
diverse backgrounds among our employees,
new voices emerging alongside veteran leadership, and a stronger representation of women
in our ranks.
As Ritchie Bros. enters its 60th year, we will
celebrate our diamond anniversary while keeping an eye toward the future. It’s important that
every employee feels connected and accountable to the greater cause. It will only be together,
working as one team, that we will move, build
and grow Ritchie Bros.

“Ritchie Bros.
is a company
that provides
incredible
exposure to
this industry
and the ability to

learn from
different
cultures

and different ways
of working.”
Dihard Meyer
Territory Manager
Southern Africa

oyees in 2017 ›
> 1,795 internal course enrollments in 2017 ›
> 58 Territory Manager Excellence course graduates in 2017 ›
> In

DELIVERING: THE 2017 NUMBERS
In a remarkable year of transformation for Ritchie Bros., we remained focused on our core purpose: helping people around
the globe succeed in their business, and delivering results for our customers and investors. With our multi-channel solutions
shifting into high gear, we continued to expand our customer base and sell a staggering amount of equipment, trucks, and
other assets at onsite auction events and online. Here’s a look at some of the numbers from 2017.

$4.5

NEW
RECORD

BILLION
Gross transactional value – USD

75

Popular items
sold in 2017

12K+

Excavators

23K+

Truck tractors

11K+
Lifts

2,100
Full-time employees

170K+
Buyers

Cat dealers signed a strategic partnership agreement
®

Number of auctions in 2017

400+

Unreserved onsite industrial
& on-the-farm agricultural
auctions with online bidding

78

Weekly
online auctions

2017 website statistics

Traffic

23%
in 2017
(YOY)

Corporate Citizenship
Ritchie Bros. cares deeply about its customers and its employees
and the communities in which they work and live, supporting them
through various charitable endeavors, including conducting charity
auctions and making monetary donations to support local, international, and industry-related charities. We are especially passionate
about donating to:

Youth sports
& leadership

Hospitals

Disease research

Disaster relief

31 Charity auctions conducted in 2017

4.4 million
Average monthly users

Unreserved commitment to safety
Lost-time incidents

Days lost to injury

in 2017 (YOY)

in 2017 (YOY)

40%

80%

DELIVERING: GLOBAL REACH

Auction
facility

leastmost

Buyer activity

In 2017 our buyers came from over 155 countries
We pride ourselves on our unparalleled ability to connect buyers and sellers through our global network of 40 operational
auction facilities and via multiple online sales channels. For our selling customers, more demand from more people means
equipment sells for global market value. And for our buyers, they have unprecedented access to equipment inventory
wherever they are around the world.

For more information visit one of our websites:

rbauction.com

IronPlanet.com

GovPlanet.com

Mascus.com

