
D A T A  C E N T E R  M A N A G E M E N T

What to avoid. Gray market channels 
aren’t good for everything. “If you need 
license upgrades or anything to operate the 
piece, you’re not going to be able to do it,” 
Greene says. “Storage would be one of the 
best examples because there’s often some 
kind of complex software running for inte-
gration.” Claims that a reseller will trans-
fer software registration for you, or that 
no license is needed, should be verified 
with the manufacturer before completing 
the purchase. It’s also recommended that 
buyers check with the manufacturer before 
assuming any new purchase can be added 
to an existing service contract.

by Julie Knudson 

Ask a group of IT professionals what 
the gray market is, and you’re likely to get a 
variety of answers. Is it knock-off equipment 
from overseas? It is equipment with dubious 
origins? The answer to both is a vehement 
“no.” The common definition of the gray 
market is “the sale of equipment through 
channels that aren’t licensed or authorized 
by the original manufacturer,” and it’s both 
legal and legitimate.

The stigma—and confusion—associated 
with the gray market has prompted many 
resellers to undertake an ad-hoc rebranding 
campaign. “Used market” suffices for many, 
while others prefer “green market,” pointing 
to the environmental advantages of keeping 
equipment in the marketplace and reduc-
ing landfill materials. Whatever you call it, 
the gray market offers smart buyers quality 
equipment at attractive prices.

Reputation is king. Finding a repu-
table reseller is critical to making the 
gray market work for you. “I would defi-
nitely stress that buyers get references,” 
says Richard Greene, vice president of 

operations at Liquid Technology (www
.liquidtechnology.net). “Watch who you’re 
dealing with, and try to go with someone 
who’s been around awhile.” Tap your 
network to see which vendors offer qual-
ity equipment and reliable guarantees, and 
seek out resellers with a track record of 
satisfied customers.

Before buying, consider each seller’s 
history, including transaction volumes and 
customer ratings. “Have they sold a lot of 
product? It should be at least in the hundreds 
of items,” Greene says. “And what’s their 
feedback like? I think [checking] those two 
things should protect you fairly well.”

What to buy. For organizations ready 
to get their feet wet in the gray market, 
Tim Farrow, senior vice president of opera-
tions at Apto Solutions (www.aptosolutions
.com), recommends data communications 
equipment, PCs, and servers as good choic-
es that usually avoid the licensing issues 
encumbering other items. “With servers, 
if companies are replacing or adding on 
to their existing infrastructure and can use 
enterprise-wide licensing, it’s very cost-
effective,” Farrow says.

Understanding
The Gray Market
Smart Buyers Can Find Quality Equipment 
At Low Prices

Find Used & Refurbished Equipment
For Sale

Once you’ve made the decision to purchase used or refurbished equipment, finding the equipment 
you need is easy with Processor’s online Data Center Products For Sale Database. 

From Processor’s home page (www.processor.com), you can search for a specific part number, 
make, model, or description. Enter the information in the 
appropriate box and click Search. You’ll see a list of available 
equipment. If you don’t see the particular piece you’re looking for, 
scroll to the bottom of the search results page to conduct a more 
detailed search. There, you can search by part number, model, 
price, location, and more.

Don’t know the specific part number or model? Use 
the drill-down search on the Processor home page 
to view results from specific manufacturers. Simply 
click the manufacturer name, and you’ll see a list of 
all equipment listings from that manufacturer.

U S E D  &  R E F U R B I S H E D E Q U I P M E N T  S P O T L I G H T

Still on the fence? If you’re unsure 
about taking the gray market plunge, con-
sider the benefits: Good-quality equip-
ment is regularly available on the gray 
market, and some components have never 
seen the light of day. Companies that 
have downsized or gone out of business 
often leave pristine equipment avail-
able for resale. “There’s a lot of new, 
perfectly good product to be bought up 
and resold when those deals come up,” 
Farrow says.

Even when items are used, Greene says 
that shouldn’t dissuade buyers. “It’s not a 
lesser good; it’s just a used good.” P
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Pegasus Buys, Sells and Offers Depot Maintenance
& Flat Rate Repair On:

Kronos Time Clocks, Flat Panels, 
POS & Symbol, HHP, PSC, Telxon, 

Metrologic, Barcoding Equip

Ethernet Daughter Board, Modem Option, 
Remote Readers, Bell Relays, Master Sync, 
Battery Backup Kit, Dual Reader, I/O Board, 
External Reader I/O Board, Touch ID

Pegasus Computer Marketing, Inc.
(800) 856-2111   |   www.pegasuscomputer.net

We can supply any configuraton you 
need. If you have clocks installed and 
need a specific KOS version we can 
help you. Same is true on I/O Boards.

Specialize in 420G, 440B, 
460F, 480F, 551, and 4500’s

Do you have 
excess equipment? 

Post it for sale on Processor.com!
It’s as easy as:

1. On the Processor.com home page, 
            click Used/Refurbished Equipment.

3. Follow the on-screen directions from there!

2. Choose
Post A Free 
For-Sale Listing.

(800) 247-4880  |  www.Processor.com

May 20, 2011 Processor.com Page 43




