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In This Issue: Appraisers’ Forum Special Edition 
 

Message From The President  
Doris Toronyi, CEA   
AMEA President 

As your current President of the Association of Machinery and 
Equipment Appraisers, I am honored to invite everyone to 
another Appraisers’ Forum Event to be held in Detroit, Michigan, 
March 11-13, 2026.  
  
This AMEA event includes educational presentations and tours, 
networking, and catching up with old friends. Attending this multi-

day event offers registrants access to 18 continuing education (CE) credits plus 
a 7-hour USPAP class.   
  
The first agenda item on the itinerary is the 7-hour USPAP course. This is the 
only in-person USPAP course the AMEA will offer this year. R. Lee Robinette, an 
AQB Certified USPAP instructor with a background in machinery and equipment 
appraising, will teach the course. 
  
After the USPAP course, the Forum events kick off with dinner and drinks at the 
Westin Book Cadillac Hotel. The reception and dinner, sponsored by Maynards 
Industries USA LLC, will be a great chance to catch up with friends and network 
with fellow machinery appraisers.   
  
On Thursday, the AMEA Forum will start the day with educational industry 
presentations. There are four great presentations lined up that include Joseph 
Joyce, CEA with Harry and Davis & Company presenting: Decoding Value in 
Fluid Milk Operations: A Practical Framework for Appraisers; Jasen Kisber, CEA 
with KFMC.ca presenting Difficult Conversations through the Mediative Mindset; 
Sam Bersh, CEA and Danny Bersh with Aaron 
Industrial Solutions presenting High 
Expectations: Appraising Cannabis/CBD 
Equipment; and Joe Gibbs with Gibbs 
Machinery Company presenting Gear Machine 
Tools & Introduction to Values. The education 
at Tramar will end with some hands-on 
appraising of machinery where attendees will 
break up into groups and discuss several 
machines at Tramar Industries. For more 

Continued on page 2 
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information on these presentations, 
please read further in the newsletter to 
learn about the presenters and their 
expertise.  
  
Thursday night, Forum attendees are 
invited to join the Detroit/Toledo and 
Canadian MDNA Chapter at The Yard at 
Corktown.  The MDNA Chapters rented 
out the entire facility for food, drinks, axe-
throwing, and lots of other games.  
 
On Friday, Forum attendees will start the 
day off with the first of two tours at LIFT 
Detroit. LIFT (short for “Lightweight Innovations For Tomorrow”) is a 
nonprofit, public-private partnership based in Detroit, bringing together 
industry, government (notably the U.S. Department of Defense), and 
academia. Its mission is to accelerate advanced manufacturing 
(especially advanced materials, manufacturing processes, and systems 
engineering) to boost U.S. manufacturing competitiveness and support 
national defense. 
 
To learn more about lift, click here. For the second tour of the day, 
attendees will head to Chelsea Milling Company, where they make Jiffy 
Mix, to learn about the company’s history and manufacturing processes. 
Click here to learn more about Chelsea Milling Company.  
 
After the second tour, attendees will be dropped off at the Detroit Airport 
or the Westin Book Cadillac Hotel to get home and enjoy the weekend. 

Continued  from page 1 

Click Here to Register Now 

Thank you, Maynards, for sponsoring the AMEA 
Appraisers’ Forum Welcome Reception and Dinner 

Message From The President Cont’d 



7-hour USPAP Course 
AMEA will be hosting a 7-hour USPAP (Uniform Standards of Profes-
sional Appraisal Practice) Course prior to the Appraisers' Forum in 
Detroit.   
  
Wednesday, March 11th, 9:00am - 5:30pm 
Location: The Westin Book Cadillac Detroit.  
 
Note: It is a requirement for all certified appraisers 
to take the USPAP refresher course every 2 years 
in order to remain up-to-date with their credentials.  
 
Prerequisite: You must have already taken the 15-
hour USPAP course prior to taking this course.   

Click Here to Register Now 
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2026 AMEA  
Important Dates 
 
February  
February 23  & 24 
15-Hour USPAP Course  
Online 
 
March  
March 11  
7-Hour USPAP Course  
Detroit, MI 
 
March 12—13 
AMEA Appraisers’ Forum 
Detroit, MI 
 
March 12 
MDNA Detroit/Toledo & Canadian 
Chapter Meeting  
Detroit, MI 
 
 
May  
May 6—May 9 
MDNA WWTP 
Los Angelese, CA 

Appraisal excellence through market experience, continuing education, and strategic networking  
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Detroit/Toledo & Canadian MDNA Chapter Meeting 

The Detroit/Toledo & Canadian MDNA Chapter 
of the Machinery Dealers National Association 
welcomes you to Detroit for this year’s AMEA 
Appraisers’ Forum. The MDNA invites all 
attending this year’s AMEA Appraisers’ Forum at 
Tramar Industries to attend the Detroit/Toledo & 
Canadian MDNA Chapter Meeting. We have 
planned a great evening at The Yard at 
Corktown, where we will have full run of the 
facility with lots of great for food and drinks and 
attendees will be able to enjoy and try their hand 
at axe-throwing and lots of other games. Registration for the 
Forum includes this event or you can register just for this meeting. 

Winter/Spring 2026 

Click Here to Register Now 
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Why am I a Certified Equipment Appraiser with the Association of Machinery and 
Equipment Appraisers? I am a machinery dealer.  I lead a company that buys and 
sells machines.  I do not work for an appraisal company.  

So, quite often my colleagues in the business will ask why I took the time to 
become a certified appraiser, why I travel to the annual AMEA Appraisers Forum, 
and why I continue to take the time to maintain my certifications.  

Here’s why:  IT’S GOOD FOR BUSINESS. 

I’ll explain. Signing on with the Association for Machinery and Equipment Appraisers was a 
tactical move. I knew the value of a machine. I had contacts in the business world. What I did 
not have was an association of super-knowledgeable people who were also super-helpful in 
preparing reports, acting as a resource to myself and to my company, and expanding my 
business horizons. I wanted more bona fides; more understanding of the legal and procedural 
pathways of mature appraisal reporting and business advising. And I got it all.  

Below are some of the many ways that our company has benefitted from joining the AMEA 
(even though I am not a full-time appraiser or auctioneer): 

It opens doors:  I have always wanted to keep every call and every customer under our roof.  I 
never want a potential customer to find a reason to go under someone else’s roof.  We can 
help them, provide the guidance or service they need.  And appraising is a great service to offer 
our customers that opens the doors to other conversations that can lead to a) Plant sales, b) 
liquidations, c) auctions, d) deeper trust between our companies for future phone calls and 
future opportunities… i.e., MORE PROFIT. 

It keeps me sharp: the training, the webinars, the 
networking, the conferences, and the certification tests all 
keep my team and myself at the top of our game. A mature 
enterprise understands the risks of each element of its 
business and is educated and equipped to educate its 
colleagues and customers. As a company, we have decided 
to continuously grow, never get stagnate, and strive to 
constantly be of service. Each sales person on my team is a 
certified appraiser with the AMEA. I am proud of them, and 
their customer’s trust them when they speak.  
It expands my reach: joining an organization that has 
members from the banking world, auction companies, and 

Tools of the Trade 
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Proud AMEA Member Declares no Appraiser Aspirations 

Continued on page 5 

 
Troy Clark, CEA,  
Clark Machinery Sales, LLC 
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AMEA New Member Bios  

 
 
 
 

New Members 
 

Peter Lenstrohm 
KD Machinery 
Scottsdale, AZ  
peter@kdmachinery.com   
(480) 922-1674  
 
Erik Lutz 
Erik Lutz Enterprise LLC. 
Wauconda, IL 
elutz2500@gmail.com  
(224) 213-6727  
 
Matthew Pham 
TCL Asset Group, Inc. 
Vaughan, ON  
mpham@managingyourassets.com 
(905) 660-1367  
 
 

 
 
 

full-time appraisers allows my company to network with men and 
women outside my professional silo.  I speak with dealers daily; what I 
do not do is get my name out to other people and industries that we 
could be of service to, and mutually benefit – unless I take the 
intentional step and participate in an organization like this.  And that is 
exactly what has happened.  Since joining (and more importantly, 
participating in) I now receive calls from across the nation from lenders, 
appraisers and auctioneers looking for our expert advice which has led 
to great new relationships and increased profit. 

If you are considering ways to expand your business, grow your 
income, and invest in yourself in 2026, I whole-heartedly recommend 
investigating the fine folks at the Association of Machinery and 
Equipment Appraisers.  They are advised by the best in the business 
and guided by the absolute terms of knowledge and integrity.  It may 
very well be one of the best phone calls I ever made. 

Peter Lenstrohm first joined KD Machinery in 2016 as 
a Sales Associate, specializing in CNC mills and 
lathes. In recent years, he has expanded his role to 
focus on auctions and appraisals, supporting KD 
Machinery’s full range of services, including 
equipment buying and selling, auctions, liquidations, 
and appraisals. With nearly 30 years in the industry, 
KD Machinery has trusted Peter to work on projects 

ranging from individual machine sales to complete plant liquidations. 
 
Prior to joining KD Machinery, Peter played baseball at the University of 
Tennessee and graduated in 2015. Outside of work, he enjoys 
spending time outdoors, including mountain biking, fishing, shooting, 
and hiking. 

Peter Lenstrohm, AM 
KD Machinery               

Tools of the Trade Cont’d 
Continued from page 4 

For more event information: 
Call AMEA: 703-836-7900  

or visit www.amea.org 
 

AMEA Disclaimer 

Articles contained in the AMEA/
Appraiser Newsletter are the opin-
ion of the contributing authors. Arti-

cles have not been checked for 
accuracy. Content may, or may 
not, reflect the current accepted 

trends of that Industry. The Associ-
ation of Machinery and Equipment 
Appraisers disclaims any responsi-
bility for any use, or misuse of in-

formation contained herein.  

Winter/Spring 2026 
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AMEA Forum Speaker Bios  

Decoding Value in Fluid Milk Operations: A Practical Framework for Appraisers  
Presenter: Joseph Joyce, ASA, CEA  
Harry Davis and Company  

About the Presenter  
Joe Gibbs is a third-generation machine tool dealer and President of Gibbs 
Machinery Company, based in Warren, Michigan. He began working at Gibbs 
Machinery during high school and has since accumulated more than 50 years of 
experience in the used equipment industry. 
 
Founded in 1946, Gibbs Machinery Company is widely recognized for its expertise 

in gear manufacturing equipment, automotive and heavy-truck production machinery, and 
powertrain manufacturing equipment. As a stocking equipment dealer, Gibbs Machinery 
maintains an inventory of more than 300 machine tools and provides a full range of services, 
including machinery sales, auctions, liquidations, appraisals, and consulting to stakeholders 
across the industrial asset lifecycle. 
 
What Attendees Will Learn  
1. Types of Gears, Gear Equipment, and Manufacturing Processes 
2. Features and Functions that add or detract value 
3. Types of gear shops and their effect on value 

About the Presenter  
Joseph Joyce, ASA, CEA, is a senior leader at Harry Davis & Company, where he 
plays a key role in delivering complex asset solutions for food, beverage, dairy, and 
process industry clients. As CFO and a valuation specialist, Joe combines deep 
industry knowledge with hands-on execution, supporting lenders, manufacturers, and 
restructuring professionals through distressed, transitional, and strategic situations. 
Joe is active in professional leadership through the Association of Machinery and 

Equipment Appraisers and the American Society of Appraisers and is recognized for his practical, 
client-focused approach in complex and time-sensitive engagements.  
 
What Attendees Will Learn  
1. Current State of the Dairy Industry 
2. A high-level walk through of fluid milk processing and filtration 
3. How to properly identify assets Impacts to value of key assets within a dairy processing facility. 

Gear Machine Tools & Introduction to Values 
Presenter: Joe Gibbs  
Gibbs Machinery Company  

Volume 1   Issue 49 

Continued on page 7 
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Continued from page 6 

Approaches to Difficult Conversations through the Mediative Mindset 
Presenter: Jasen Kisber, CEA 
KFMC.ca  

About the Presenter  
Jasen Kisber is the founder of KFMC.ca, which provides mediative consulting, 
facilitation, and leadership coaching to families (cross-generational and intra-
generational), owners and operators, and business partners, to help them move from 
stuck to strategic and navigate difficult conversations and inflection points to reach their 
goals, whether it’s succession planning, business planning, interpersonal dynamics, or 
conflict management.  Jasen started out as a securities lawyer in New York and then 
spent 20 years in the distressed asset world running a family business focused on real 

estate and industrial assets. Jasen has a BA from McGill University, a JD from Fordham Law School, 
and an MBA from Oxford University. He is also an IMAQ Accredited Mediator and an AMEA Certified 
Appraiser. 
 
What Attendees Will Learn  
An interactive discussion that will begin with an overview of the mediative mindset, then explore difficult 
conversations that appraisers commonly face and draw on frameworks and paradigms to delve into 
approaches to navigating those conversations. 

About the Presenters 
Sam Bersh has over 15 years of experience in the equipment valuation and auction 
business. Sam currently serves as the Auction Services Director for Aaron Industrial 
Solutions (AIS). He has extensive knowledge and experience in a variety of industries, 
including processing, packaging, cannabis, metalworking, plastics, food/beverage, 
printing, and construction.  
 
Danny Bersh has over 10 years of experience in the machinery and auction industry, 
with an emphasis on marketing and auction operations. Danny currently serves as the 
Auction Operations and Marketing Director for Aaron Industrial Solutions (AIS). He is 
an expert on targeted marketing for equipment and managing multiple auction 
projects.  
 

What Attendees Will Learn  
Our presentation will discuss the current cannabis/CBD market, the history of cannabis legalization, 
and the different types of equipment used to make various cannabis products. We'll also highlight the 
most important factors for evaluating cannabis equipment.  

High Expectations: Appraising Cannabis/CBD Equipment 

Presenters: Sam Bersh, CEA, and Danny Bersh  
Aaron Industrial Solutions   

Winter/Spring 2026 
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