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REFURBISHING FACILITY

At many of our auction sites, we have built envirmmtally certified painting and refurbishing fatids and can arrange for all necessary
"make-ready" work to be done right in our yardsn€ignors drop off their equipment and we take cditbe rest. Increasingly strict
environmental regulations have severely limitedalternatives available to customers who want totgheir equipment before selling it; our
refurbishing facilities are proving to be an im@ort competitive advantage.

[PHOTO]
EQUIPMENT YARD

Ranging up to 50 acres or more, our equipment yaral@de a secure display area for the trucks ajuibenent being sold in our auctions. !
marshal the equipment in a central location andgreit in an organized manner so prospective Ipgdckn view the items that interest them,
all in one place at one time. They are able tcigffitly inspect, test and compare the equipmetitat come auction day, they are ready tc
on the pieces that best suit their ne:



AUCTION BUILDING

Our auction buildings are designed to offer the pessible bidding experience. A typical RitchieBrauction building includes a registrai
area, administrative offices, meeting rooms, catgfacilities, areas for third party services sasHinance and transportation companies, an
indoor display area and a covered auction theatresgating for up to 1,000 bidders.

[PHOTO]

PERMANENT AUCTION SITE IN NORTH EAST, MARYLAND.
OPENED MARCH 28, 2001
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WE HAVE GROWTH POTENTIAL.

Ritchie Bros. is the largest participant in thehtygfragmented used equipment market. We have @odutolir gross auction sales over the past
7 years but still have less than 5% market shawe n@arket continues to provide us with significeaam for future growth.

[PHOTO]

WE HAVE THE FOUNDATION.

Over the past four years we have grown our sake floy almost 70% and expanded our internationtslaré& of auction facilities. With over
90 offices including 26 auction sites - many eqeipwvith state-of-the-art painting and refurbishiagilities - we are able to offer our

customers an unparalleled level of service. Adthi® our financial strength and the reputationdonesty and integrity we have earned by
holding only unreserved auctions throughout th-year history of the Company and you can see whipetgnt owners choose Ritchie Br



WE HAVE MOMENTUM.

Since our first auction in 1963, we have sold dME2 billion worth of used trucks and equipment. iéee held over 2,100 auctions, selling
1.6 million lots for 200,000 consignors to 540, ers. By attracting the largest bidding audienessare able to attract the most
equipment, which in turn attracts more bidders,chhdttracts more equipment and so on. This momerg@ntompetitive advantage for
Ritchie Bros. and it is helping us as we plan titere growth of the Company.

[PHOTO]
potentialfoundationmomenrhu
20 Year Summary

GROSS AUCTION SALES
in millions of US dollars

[GRAPH]

BUYERS
in thousands

[GRAPH]

CONSIGNORS
in thousands

[GRAPH]



TOOURFELLOWSHAREHOLDERS
2001 BY THE NUMBERS:

- 129 auction sales in 9 countries

- $1.29 billion in gross auction sales

- 139,000 registered bidders

- 46,000 buyers

- 19,000 consignors

- 137,000 lots

TWENTY YEARS AGO, IT WOULD HAVE BEEN HARD TO IMAGINE: Ritchie Bros. selling more used construction adsportation
equipment than anybody else in the world... or hgna team of 550 people working out of 90 offiae®1 countries... or having relationships
with over 350,000 customers from over 200 countifest today that's exactly where we are. And ebenigh we have grown to be the wor
leading auctioneer of used trucks and equipmenstiNeserve only a very small fraction of the metrkThe used equipment market is huge,
highly fragmented and full of POTENTIAL for Ritchiros.

Having invested considerable time, energy and messun recent years building a platform that eiihble Ritchie Bros. to grow, we are now
uniquely positioned to address the opportunitiefsant of us. Since the end of 1997, we have ireedaur sales force by 70% and we have
invested heavily in our network of auction sitese Wow have in place the people and facilities neglio offer an unparalleled level of
service to our customers as well as the tools apddaity to grow. When customers tell us that wetlaeeonly Company that can deliver the
level of service they need, we know we are on ittat track.

Our focus now is on taking advantage of our unioagket position and the FOUNDATION we have buitt2001, we saw a significant
improvement in operating results and profitabilliyt we believe we can do even better. The infuatiire investments made in recent years
have added to our fixed costs but, more importahthye provided significant operating leverage.aé&enow in a position to grow sales and
revenues at a faster pace than costs, and that [#an. Speaking as senior managers of the Comgraahyalso as its two largest shareholders,
we can tell you that we are focused on growingssafeproving salesforce productivity and expandimaygins, all with an eye to delivering
income growth and increased shareholder value.

1958
The three Ritchie brothers auction off $2,000 watftinventory from their second hand store to nzeketan payment.
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potentialfoundationmomenrhu

Given the size of the used truck and equipment etar&nd the increasing popularity of the aucticenciel, our ability to grow ultimately
depends on the success of our efforts to executstmiegy. We have grown the business over the3&agears by focusing on customer
service, working hard to earn our customers' tiaustl, adhering to the fundamental principles of Bgnand fairness. This consistent apprc
has given us the market position and momentum ey éoday. Going forward, you can expect more & shme from Ritchie Bros.

We can be excited about the Company's prospectaibeave are fortunate to work with a team of coteatiand dedicated colleagues. Our
customers are served by the hardest working memvanten you'll ever meet. Whether they're catchiidg n the freezing rain, working
behind the scenes in the office late into the nighscrambling to line up the 100 trucks thatweedi the day before the sale, they make us all
proud to be members of the Ritchie Bros. family aredthank them for that. Together we are buildingtee investments of the past few years
and taking our Company to the next level.

/sl DAVE

David E. Ritchie
Chai rman and CEO

[PHOTO]

"We attract consignments by developing
strong relationships with our customers
and by taking the time to earn their trust." -- B&itchie

/sl RUSS

C. Russell Cnolik
Presi dent and COO

[PHOTO]
"Thanks to our recent expansion initiatives, we f@awve the infrastructure and capacity to grow algsfaster than our costs.

That's the plan for 2002."
-- Russ Cmolik

RitchieBros.annualreport@



POTENTIAL
An industry full of opportunity

THE USED TRUCK AND EQUIPMENT MARKET IS HIGHLY FRAGMNTED. Ritchie Bros. sells more used trucks andpgrgant than
anybody else in the world, but our global marketrstis estimated to be less than 5%. Our targetetsainclude mobile and stationary
equipment used in the construction, mining, fosegietroleum, agriculture and transportation indast At work in diverse industries and
locations, over $1 trillion worth of used equipméenéstimated to be in circulation worldwide, wétpproximately $100 billion worth being
bought and sold each year. Historically, franchised independent dealers and brokers have domittegadarket, and we estimate that
auctioneers currently handle only about 5% of sélduequipment transactions.

THE MARKET CONTINUES TO GROW -- We estimate thattop$200 billion worth of new equipment is introgaicinto the global
marketplace most years -- and the auction charomdiraies to grow in popularity. The result is ayapotential market for Ritchie Bros.

OUR SHARE OF THE MARKET CONTINUES TO GROW. In ouiost mature markets, we believe that auctioneera@sehandling as
much as 25% of the used equipment business. Wiildom't suggest that we can achieve a 25% globdenshare, we have doubled our
sales over the past 7 years and we certainly fedlave lots of room to continue growing.

AUCTIONS OFFER MANY ADVANTAGES OVER ALTERNATIVE MEHODS OF SELLING USED EQUIPMENT. Auctioneers are not
restricted to selling equipment produced by a paldr manufacturer or for a particular industryf@holding auctions in a particular region.
As a result, we can work with all equipment ownémsaddition, the unreserved auction method giuesebs and sellers confidence that the
equipment has traded for a fair market price. Apdising the auction channel, sellers are ablelt@s&ir market value quickly and with a
minimum investment of time and effort on their part

RITCHIE BROS. BENEFITS AS THE MARKET BECOMES INCREBANGLY TRANSPARENT. Thanks in large part to thedmtet,
equipment owners are now much better informed abmauket values and alternative channels for bugimg) selling their equipment. They
have easy access to information about equipmentfiagions, recent selling prices and what's aldé for sale. While some market
participants used to have an information advantdmgeincreasing transparency in today's markethasged that significantly. This change
has been good for Ritchie Bros. In an environmemgre all players have essentially equal acces¥donation, it is the most efficient
marketplace that attracts the most transactionssteoks, there are marketplaces like the New \Bidck Exchange. And when people are
selling used trucks and equipment, more of them toia Ritchie Bros. auction than to any other wenu

THE INTERNET HAS NOT REINVENTED THE USED EQUIPMENBUSINESS. Having learned that the used equipmemnkehés quite
unlike the markets for commodities and collectiblasst of the used equipment websites that appéaitbeé late 1990s have gone dormant.
While the Internet has added transparency to th&ehand has proven to be a very powerful marketdod) it has not turned the used
equipment business into a virtual trading commuriityed equipment buyers like to kick tires and sasdn our market continues to be based
largely on personal relationships, reputation auastt Our strategy continues to be to make effeatise of the Internet (and other
technologies) to enhance our live unreserved austioot to replace them.

[2 PHOTOS]

1963
Radium, British Columbia -- First Ritchie Bros. u=lrial auction.

RitchieBros.annualreport@
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[PHOTO]

USED EQUIPMENT TRANSACTIONS ARE TRIGGERED BY A VAEITY OF FACTORS. We can do well in good or bad tifreslong
as things are changing. Economic uncertainty firdssupply of used equipment. So do fleet realigitmydinancial pressure, mergers and
acquisitions, inventory reductions, lease retupngject completions and even retirements. As lang tew of these factors are at work,
Ritchie Bros. has customers to call on. Many offtetors that prompt owners to sell equipment aleate an environment in which
equipment buyers opt for high quality used equipmnatiher than more expensive new equipment. Thpsauiscularly true during economic
downturns as contractors still have work to dothey are reluctant to commit capital to new equipmin our experience, used equipment
prices have been, on average, relatively stablerdéess of the economic environment.

OURS IS A GLOBAL BUSINESS, but all regions are tiot same. We are seeing continued strength in otthMmerican, European and
Middle Eastern operations; however the economiditimms in Asia have created a very challengingiramment for the transportation and
construction equipment markets. Asia was a greakeh&or us in 1997 and 1998 but has been wealedimat time and much of the
equipment that came available during that pericddieeady left Asia for sale in other parts of wald. As a global organization, we believe
we can successfully meet our business objectivembgentrating on other markets while remaininggmatand fully poised to take advantage
of future opportunities that will inevitably arige Asia.

[2 PHOTOS]

1970
Beaverton, Oregon --- First Ritchie Bros. auctiorhie United States.
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FOUNDATION
Building the platform - people, facilities and iagtructure

OVER THE PAST FOUR YEARS WE HAVE SEEN A DRAMATIC IBREASE IN THE SIZE OF OUR SALES FORCE. By the efid o
2001, we had 194 sales representatives callingjoipment owners around the world. This is a reteiop business so the members of our
team, especially our front-line Territory Managens critical to our success. Hiring these peapke ¢hallenge for Ritchie Bros. because there
is no ready pool to draw from. Most come to us withequipment backgroundhaving worked for a dealership, rental compangamtractot

in many cases -- and then apprentice with a mgper@nced member of our team before taking on their territory. It sometimes takes up

to 24 months for a new Territory Manager to redehlevel of productivity that we expect. Adding tiyapeople to our sales team, giving
them the right tools and then helping them up #aerling curve has been a major activity for us tiverpast several years. With the
foundation in place, our focus is now shifting freades force growth to sales force productivity.

We have also been adding aggressively to our n&tefaauction sites. We now have 21 permanent andii@s (on land owned by Ritchie
Bros.) and 5 regional auction units (on land ledse®itchie Bros.) around the world. Many of theftes are equipped with state-of-the-art
painting and refurbishing facilities, allowing wsdffer our customers an unparalleled level of servOur investments in recent years have
included several new sites and the replacemerpagrading of several others. By the end of 2002willchave completed our aggressive
capital expenditure program and our 21 permanerttausites will each have, on average, more tttaacses of developed land. As a
comparison, in 1997, we had 13 permanent aucttes giith an average size of 30 acres.

In addition to the sales people and facilities \@eehadded in recent years, we have strengthenezlipporting infrastructure, most of which
is behind the scenes but every bit as criticah&duccess of the Company as the auctioneer anitmephone.

[3 PHOTOS]
[2 GRAPHS]
[DIAGRAM]

1987
Liverpool, England -- First Ritchie Bros. auctiankurope -- for equipment used in rebuilding thélgad Islands following the war.
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potential foundation momentum

BLUEPRINT OF AUCTION BUILDING
IN NORTH EAST, MARYLAND

[PHOTO]
[DIAGRAM]

To support the size and breadth of our operatiweshave upgraded and expanded our marketing aadrnation technology operations. We
have also added administrative and support staftitdield operations to ensure efficient and dffeccustomer service.

So where do we go from here? We're already seflinge used trucks and equipment than anyone etbe iworld. Now, with a solid
foundation in place, we're prepared to take the @Gy to the next level. Our challenge is to attrest/ customers to our unreserved aucti
Fortunately, Ritchie Bros. auctions offer many lge¢o both buyers and sellers of used equipment.

1990
Anchorage, Alaska -- 8000 bidders compete for egeit used in the Exxon Valdez oil spill cleanup.
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FOUNDATION
WHY EQUIPMENT BUYERS CHOOSE RITCHIE BROS.
WE SELL EVERYTHING ON AN UNRESERVED BASIS

Bidders at a Ritchie Bros. auction do not needetedncerned about artificial price manipulationahese only legitimate bidders are allowed
to compete for the equipment in our auctions. Tlaeeeno minimum prices and sellers are not alloteduid on their own equipment. While
some auctioneers openly permit sellers to bid,ibibi on the equipment themselves to artificiadlypport prices, we are well known for our
policy prohibiting consignors from bidding on theivn equipment, either directly or through agents.

Not only does every item sell on sale day to tlyhést bidder, once the auctioneer says "SOLD" dyptiations are over. The buyer sim
pays Ritchie Bros. and then takes possession aghpment without any need to haggle over payroedelivery terms.

Our commitment to selling everything on an unresdrasis is one of our most significant competiidgantages when it comes to attracting
bidders.

BUYERS PAY A FAIR MARKET PRICE

Because everything is sold unreserved, buyerRéthie Bros. auction always pay a fair market @rigll bidders compete on an equal basis
irrespective of their negotiating skills or buyipgwer; and they know that the people they are hgldigainst are bona fide equipment buyers
like themselves. We don't promise any bargainsphubuyers can always be confident that they aying fair market value.

CLEAR TITLE IS GUARANTEED TO OUR BUYERS

We do not pass on title or ownership problems. peloat a Ritchie Bros. auction does not need todmeerned about the financial condition
of the sellers because we guarantee to our buyersi¢ar title of everything we sell -- if we caséliver clear title, the buyer receives a full
refund. Without such a guarantee, buyers run #ieai having their equipment repossessed by thk theat financed the previous owner --
something most buyers don't think about untiltdts late. We have committed considerable resourkentifying and coordinating the
release of all liens before selling the equipmerddr auctions.

WE MAKE IT EASY TO BUY

Registration is fast and efficient. Our sale sfezdure covered theatre-style seating for the bigldeduring the auction, the rolling stock is
driven over an elevated ramp in front of the biddén addition to displaying the equipment to fa&ie on-site inspections, we arrange for
transportation, finance and other service companiég present at our auction sites so customargeaquotes before they bid. Of course,
our staff is always available if bidders need ddddl help or information.

BUYERS DON'T WASTE THEIR TIME

An average Ritchie Bros. auction includes over @ /@@ from 150 different consignors, covering eedse array of truck and equipment
categories and manufacturers. At our auctionsgaipeent buyer can inspect in one day what miglkehaken weeks if the equipment were
being offered for sale by a number of vendors iroess locations. A buyer can purchase all mannegofipment and attachments in one
place, on one day, with one invoice -- rather thaving to negotiate with multiple vendors. This @tep-shopping approach addresses the
needs of our customers, most of whom are contmgtbo can only afford to spend a limited amourtirae away from their jobsites.

"Only a truly unreserved auction gives buyers thel playing field they deserve. Our customerstdeaht to waste their time at auctions
with minimum prices, reserves or buy-backs. Anom'tblame them." -- Dave Ritchie

1990
Perth, Australia -- First Ritchie Bros. auctionfiostralia.

RitchieBros.annualreport@



potentialfoundationmomenrhu
[PHOTO]

9



FOUNDATION
CUSTOMERS CAN INSPECT, TEST AND COMPARE BEFORE BIDDING

We recognize that a piece of used equipment needlks inspected and compared to other units befEirgpurchased, particularly when the
buyer is an end user who intends to take the eqeripto the jobsite and use it to earn income. Wewdwything we can to help our customers
accurately determine the condition and value ofetipgipment so they can bid with complete confidence

[DIAGRAM]
BIDDERS CAN BE IN TWO PLACES AT ONCE

Customers who are able to satisfy themselves tietealue of particular pieces, but can't be atilaion site on sale day, can still participate
in one of two ways.

- PROXY BIDS from qualified bidders can be subndttéa our website, via fax, or by calling the ssike. Customers placing proxy bids
specify the maximum they are willing to pay for g@ivlots. Each proxy bid is inserted into the aucpoocess just as it would have been if the
bidder had been able to attend the auction in pefBee auctioneer ensures that proxy bidders reasggmore than they would have if they
had been there to place their own bids on auctéyn d

- RBAUCTIONBID-LIVE is our Internet bidding servic&ested at selected auctions in late 2001, rbanitd-Live will be launched in

March 2002. Using this service, qualified biddems able to hear the auctioneer's call, follow titeamd ask numbers and see the item being
sold, live and in real-time over the Internet. Bidgis as simple as clicking the bid button, whittanges to reflect the auctioneer's current
asking price. Feedback from our customers has pesitive and consistent: they'd rather attend tleti@n in person, but if they can't be th
or if they're only interested in one or two pieddgn the rbauctionBid-Live service is an excelkdigrnative.

SERVICES FOR CUSTOMERS @ RBAUCTION.COM

EQUIPMENT SEARCH - A SOPHISTICATED TOOL THAT A LLOWS YOU TO SEARCH THROUGH
ALL ITEMS CONSIGNED TO UPCO MING AUCTIONS

SALE-DAY CATALOGS - ON-LINE ACCESS TO AUCTION C ATALOGS WITH ALL LOTS LISTED
IN SALE ORDER

RBAUCTIONRES$ULTS - DIRECT ACCESS TO 24 MONTHS OF RITCHIE. BROS. AUCTION
RESULTS

RBAUCTIONVIEW - LIVE INTERNET BROADCASTS OF SELECTED RITCHIE BROS.
AUCTIONS

RBAUCTIONBID-LIVE - A TOOL THAT ALLOWS CUSTOMER S TO PLACE LIVE REAL-TIME
BIDS INTO OUR AUCTIONS

RBAUCTIONBID-PROXY - ATOOL FOR SUBMITTING BIDS IN ADVANCE OF THE LIVE
AUCTION

RBAUCTIONCONSIGN - A STREAMLINED CONSIGNMENT P ROCESS FOR CUSTOMERS WITH
ANNUAL CONTRACTS

FOR FURTHER INFORMATION ABOUT THESE SERVICES, PLEAS E VISIT WWW.RBAUCTION.COM
[PHOTO]

1993
Nyborg, Denmarl-- Auction of equipment used to build the Storeb¥étstern Channel Crossing.

RitchieBros.annualreport@
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FOUNDATION
WHY EQUIPMENT SELLERS CHOOSE RITCHIE BROS.
WE DELIVER A GLOBAL MARKETPLACE

By marketing our auctions to a strategic selectiom our proprietary database of 350,000 potebi@ders in over 200 countries, we are able
to directly expose the equipment in our auctiona targe and geographically diverse pool of equiprbelyers. In addition, all of the
equipment is listed on our website, and our austime advertised in trade journals and industryigations, as well as promoted to the
bidders at other Ritchie Bros. auctions. All tokee believe we are able to market the equipmentiireactions to a larger base of potential
purchasers than can be reached by any of our cdorgetnterested bidders can then participateuinaactions either in person, by placing a
proxy bid or by bidding on-line using our new rbaoBid-Live service, ensuring that the largestgible bidding audience is participating in
the auction.

OUR AUCTIONS ARE ABLE TO TRANSCEND LOCAL MARKET CON DITIONS

Our auctions attract a large number of foreign aumeof-state/out-of-province customers, most of mhend to be very serious bidders,
having committed significant time and expense terat. Transportation costs are frequently not amedor these bidders because, compared
to the value of the equipment, such costs canlagvwely insignificant -- particularly the costs o€ean freight. As a result, we are able to
deliver world market prices for our consignors'ipquent regardless of local market conditions, adenced by the fact that an average of
over 50% of our auction sales go to buyers fronsidetthe region in which the auction is held.

WE DO ALL THE WORK

We take care of selling the equipment so our custeroan concentrate on their business. We helpgimrs sell their equipment quickly,
efficiently and with a minimum commitment of timenergy or costs. We can coordinate transporting@tjugoment to the auction site and
look after any cleaning, refurbishing or paintiegjuired to make the equipment auction-ready. We $h® equipment in our secure yards.
We also handle questions from prospective biddekg, care of the marketing and title searchessahdp the auction yard so bidders can
inspect, test and compare the equipment. Perhagsimportant, we help our consignors with all afithequipment -- any make, model or
manufacturer, high-value or low-value, big or spmatlung or old. After the auction, we handle thiemtions, take care of sales tax issues,
and pay out the net proceeds. Our consignors daw4 to negotiate with multiple buyers, worry ab@aaeivables, or deal with sales tax
paperwork.

WE HELP OUR CONSIGNORS GET THE MOST NET DOLLARS FOR THEIR EQUIPMENT

Not only do we help our consignors sell their equéimt quickly and efficiently, we help them achi¢lie highest net return on their s¢
Compared to other sales channels, we run a venydparation so we are able to minimize the amountkarge on each transaction. We may
charge higher commissions than some other auctisifgeny of whom charge significant buyers premiyrost we offer a substantially
higher level of service enabling us to achieve aigtrices. 19,000 consignors chose Ritchie Bro20Dil because they agreed that our
unreserved auctions would put the most net doifatiseir pockets at the end of the day.

On average, over 1,000 bidders participate in @adur auctions. Bidders participate aggressivelyause they know our auctions are fair
open. On sale day, our experienced auctioneersigiien create an exciting atmosphere and a ragad,selling between 50 and 100 lots
per hour. And with the majority of our buyers beamnp users, prices are often closer to retail thiaslesale. Our auctions provide the
environment needed to generate the best prices.

"At the end of the day, attracting the most biddese the most industries and the most regionkaskey to delivering the best prices." --
Russ Cmolik

1994
Subic Bay, the Philippines -- First Ritchie Brogcton in Asia.
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In addition, our experience over 38 years and 2d@flions has taught us that some pieces selr lxetteeir "working clothes", while in other
cases an investment in new tires, some body wogkfresh coat of paint can increase the valuepiéee well beyond the cost of the work
itself. If we see an opportunity for a consignoirteest $5,000 to generate an increase in val$0f000, we'll recommend it. A prudent plan
to make a machine auction-ready can sometimes gengireturn of up to three times the refurbisiuiogts.

OUR REFURBISHING FACILITIES ARE ENVIRONMENTALLY CER TIFIED

At many of our auction sites, we have built enviremtally certified refurbishing facilities and camrange for all necessary painting and
refurbishing work to be done right in our yardsthM&nvironmental regulations tightening in manytwf jurisdictions in which we operate,
equipment owners who want to paint their equipnbefibre selling it are finding that they have fewwad fewer alternatives. As a result, these
refurbishing facilities are becoming a competitadvantage for Ritchie Bros.

WE OFFER AN INTERNATIONAL NETWORK OF AUCTION SITES

With regularly scheduled auctions at 26 auctioessiatnd numerous off-site sales, owners can sailequipment when and where they want.
Our network of sites gives us an unparalleled hiti help equipment owners sell their equipmengthiar they have a single piece in their
equipment yard, or a fleet spread out over sewtasbs, provinces or countries.

WE TAILOR OUR AUCTION CONTRACTS TO MEET THE NEEDS O F OUR CUSTOMERS

Most of our consignments are done on a straightnaission basis. In these cases, consignors takeasththat their equipment will sell for le
than they expect, but enjoy maximum upside poteiftiasells for more. If a consignor is sellingsignificant fleet, we will typically offer to
underwrite the sale by providing the consignor veithuarantee or by purchasing the equipment ottfighthese cases, we charge a higher
commission rate but our consignor's downside ssidiminated. Our goal is to come up with the cacttthat best suits the needs of the
customer.

RITCHIE BROS. IS A RELIABLE AND REPUTABLE BUSINESS PARTNER

In 2001, one of our auction competitors went irdokruptcy leaving their creditors and consignoriionis of dollars out of pocket. This was
an unfortunate but not uncommon occurrence. RitBhiss. has a strong balance sheet, has been corgluareserved industrial auctions for
38 years and is a public company listed on the Mevk Stock Exchange. Our customers know that westihg financial strength to live up
our commitments -- when they sign a contract wiichRe Bros. they know that their equipment willl$er fair market value and they will be
paid in full. They can also be proud that theyauig business with a trusted and reputable busipagner that adheres to the highest
standards of business ethics.

"We provide our customers with accurate informatow valuable advice. We are the largest play#rérused equipment world and we kr
our market very well."
-- Dave Ritchie

1996
Hong Kong -- Auction of equipment used to constthetplatform of the Chek Lap Kok Airport.

RitchieBros.annualreport@
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MOMENTUM
OUR PLAN FOR GROWING EARNINGS IN 2002 AND BEYOND

OUR 2001 INCOME WAS UP SIGNIFICANTLY OVER 2000 LEVE. Excluding the effect of a one-time charge fahiwolding taxes, net
income in 2001 was 28% higher than in 2000 and emticued to see the benefits of the foundation axetbeen putting in place. As we
witnessed in 2001, we now have the infrastructace@apacity to grow revenues faster than costswanglan to continue along that path.

Much of the momentum we currently enjoy has beeregded by the success of our previous auctiongelhattended auction attracts more
equipment to the next auction, which attracts nirgers, which attracts more equipment and so @na elf-reinforcing process that has
given us a tremendous competitive advantage whalmdewith potential consignors and buyers alike.

We intend to take advantage of this momentum tevgror sales but not at the expense of the highdarals of customer service and the core
values that have helped us reach this level ofesscdn addition to sales growth, we are lookirgpfoductivity improvements and margin
expansion in 2002 -eur goal is to deliver continued income growth arateased shareholder value. How? Here is a psegsport on the s
strategies outlined in last year's annual report.

INCREASE OUR CUSTOMER BASE

During 2001, we worked for over 19,000 consignarsjncrease of 6% over 2000. Our bidder and buyerhers were up 14% and 11%
respectively. Over the medium and longer termniv'surprise that these numbers have tended to igrimgk-step: since 1997, consignor,
bidder and buyer numbers have grown at compoundadmgnowth rates of 9%, 8% and 9% respectively.

While we now have a customer database of over 88(Q@ople in 200 countries, introducing our sewiretruck and equipment owners who
don't yet know us, or who don't know us well enqugimains a critical growth strategy for RitchieoBr

EXPAND OUR NETWORK OF AUCTION SITES

Since 1997 we have made significant investmentsiirinternational network of auction sites -- addéeveral new sites and upgrading
several older ones. During 2001, we opened a nemgreent auction site in North East, MD (betweertiBalre and Philadelphia), replacing
the regional auction unit we had been operatirjbardeen, MD. We now have 21 permanent auctios sitel 5 regional auction units. We
are currently under construction in four locatidimsthe United States in Phoenix, AZ and Orlandg, &nd in Canada in Edmonton, AB and
Prince George, BC), all of which will ultimatelyrse as replacements for existing permanent ausites. We expect all four projects to be
completed in 2002, marking the completion of thgragsive capital expenditure program we kickedabthe time of our initial public
offering in 1998.

While we will continue to add permanent auctioesiand regional auction units to our network whgpootunities present themselves, we do
not expect capital expenditures in the next fewgyéareach the levels seen in recent years.

EXPAND OUR GEOGRAPHIC REACH

As expected, most of our growth in recent yearscoase from the United States. In 2001, most ofather markets were relatively flat
compared to the prior year with the exception afMiddle Eastern operation which was very strond aar Asian operation which was very
weak. Asia remains a very tough market due to te@emic conditions and depressed purchasing pdweughout the region; however, we
remain confident that, in time, our Singapore aurcsite will prove to be a valuable part of ounw@tk and we remain committed to our
operation there.

1997
Dubai, United Arab Emirates -- First Ritchie Brasiction in the Middle East.

RitchieBros.annualreport@
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In 2002, we expect continued growth in the Unitéat&s and, increasingly, from Europe as well. Weerenw holding regular auctions in Sg
as well as The Netherlands and we are continuimgffort to expand our footprint in Europe.

EXPAND INTO RELATED MARKETS

In recent years, we have worked to boost our sdlgansportation equipment, in particular over-tbad trucks and trailers, and agricultural
equipment by hiring people with expertise in thesgket segments. These initiatives have generated gesults and we look for continued
growth from both of these markets.

[GRAPH]

SALES OF TRANSPORTATION EQUIPMENT
in millions of US dollars
(compound annual growth rate of 15.5%)

includes vocational and over-the-road trucks
[GRAPH]

SALES OF AGRICULTURAL EQUIPMENT
in millions of US dollars
(compound annual growth rate of 46.8%)

excludes agricultural equipment that is also comignased on construction jobs
[2 PHOTOS]

1998
Rotterdam, The Netherlands -- $59,000,000 sakeeisargest in Company history.
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MOMENTUM
RECRUIT, TRAIN AND DEVELOP THE BEST PEOPLE

Closely related to our other growth strategiestieen our plan to build our team of sales repreieataand support personnel. At December
31, 2001, we had 194 front line sales represemim@nd a total full-time staff of 554 people, upal@nd 8% respectively from December 31,
2000 levels. We did not grow our team as signifityaas we had done in 2000 but we still added aarsibly. More importantly, we still rur
lean operation considering our volume of businks2002, our focus will shift from growing the teamimproving productivity.

USE THE INTERNET TO ENHANCE OUR BUSINESS

We continue to see the Internet as a valuableinomlir effort to provide the best venue for theghase and sale of used equipment. It ren
our strategy to use the Internet to enhance ouicens; not replace them. Most of the people wheehaied to sell used equipment online h
learned that the used equipment market is quit&eitthe markets for commodities and collectiblehil/we remain committed to being
technology leaders in the used equipment industeyfully understand that used equipment buyersttikack tires and that success in our
market will continue to be based largely on persoglationships, reputation and trust.

For customers who have satisfied themselves dgetquality of a particular piece of equipment lngt anable to attend the auction, we have
developed a service that will allow them to papiéte over the Internet. In March 2002, we are laimgrthe RBAUCTIONBIDLIVE service
Implemented on a trial basis in 2001, this serait@wvs customers to follow the auction, hear thetianeer, and place bids, all live and in
real-time over the Internet. The success of thigise during trials in 2001 proved to us that tigetem not only works but that our customers
like it.

RISK MANAGEMENT

BECAUSE ALL OF THE EQUIPMENT IN A RITCHIE BROS. AUTON SELLS ON AN UNRESERVED BASIS, INDIVIDUAL PIECS
DON'T ALWAYS MEET OUR PRICE EXPECTATIONS -- SOMETIES THEY GO AT A HIGHER PRICE, SOMETIMES LOWER. WE
BELIEVE THAT OUR EXPERIENCE AND MARKET KNOWLEDGE ALOW US TO BE EXCELLENT JUDGES OF EQUIPMENT
VALUE; HOWEVER, EVERY YEAR THERE ARE SITUATIONS WHEE WE UNDERESTIMATE OR OVERESTIMATE THE VALUE
OF A PIECE OR AN ENTIRE FLEET.

STRAIGHT COMMISSION CONTRACTS POSE LITTLE RISK TO'RCHIE BROS. HOWEVER, IN CASES WHERE WE
UNDERWRITE A CONTRACT, EITHER BY OFFERING A GUARANHE OR AN OUTRIGHT PURCHASE, WE ASSUME THE RISK
OF THE SALE. UNDERWRITTEN CONTRACTS REPRESENTED ABD 25% OF OUR BUSINESS IN 2001 AND THE
PERFORMANCE OF THESE CONTRACTS IS LARGELY RESPONBIBFOR THE QUARTERLY FLUCTUATIONS IN OUR
AUCTION REVENUE RATE -- ESSENTIALLY A BLENDED COMMS$SION RATE EARNED ON OUR STRAIGHT COMMISSION
AND UNDERWRITTEN BUSINESS. IN A QUARTER WHERE OURNDERWRITTEN BUSINESS PERFORMS WELL (EQUIPMENT
VALUES WERE STRONGER THAN WE EXPECTED), OUR AUCTIOREVENUE RATE IS HIGHER THAN AVERAGE.
CONVERSELY, WHEN OUR UNDERWRITTEN BUSINESS DOES N®ERFORM AS WELL, OUR AUCTION REVENUE RATE IS
BELOW AVERAGE. WHILE OUR QUARTERLY AUCTION REVENUERATE FLUCTUATES, THE LONG-TERM RATE HAS
REMAINED VERY CONSISTENT.

WE MITIGATE OUR RISK WHEN ENTERING INTO UNDERWRITTE CONTRACTS BY BUILDING A RISK PREMIUM INTO OUR
COMMISSION RATE AND BY RELYING ON OUR APPRAISAL PROESS WHICH DRAWS ON OUR EXTENSIVE FIELD
EXPERIENCE AND OUR PROPRIETARY APPRAISAL DATABASERVE ALSO FACTOR IN OUR KNOWLEDGE OF MAJOR
EQUIPMENT DEALS AROUND THE WORLD, WHICH ALLOWS US @ FORECAST THE PIPELINE OF EQUIPMENT COMING TO
MARKET AND ANTICIPATE ANY POTENTIAL SUPPLY AND DEMAND IMBALANCES. FURTHER MITIGATING THE RISK IS
OUR LIMITED EXPOSURE TO CHANGES IN EQUIPMENT VALUES THE TIME FROM SIGNING A CONTRACT TO THE DATE
OF THE AUCTION IS TYPICALLY BETWEEN 30 AND 60 DAYS.

1998
RBA lists on the New York Stock Exchange.

RitchieBros.annualreport@
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MOMENTUM
FOCUS FOR 2002

We generated a significant improvement in operatisglts and profitability in 2001 and we want é& $urther improvements in 2002. To
deliver continued income growth in the coming years plan to focus on sales growth, productivitpiovements and margin expansion. In
addition to a continued pursuit of the strategiesitned above, we have several plans for 2002rdate more directly to productivity and
margin enhancement. As you'll see, our objectivesdmeyond simply pursuing sales growth; our ultersitategic focus is to increase
profitability and shareholder value.

WE ARE LOOKING FOR IMPROVEMENTS IN SALESFORCE PRODUIVITY. Historically, our front-line sales team igerated an
average of $8 million in gross auction sales pesq@e Some signed twice as much business, and sigmed half as much, but $8 million
tended to be the average. Over the last three yaalave grown our sales force at an acceleratechral the average gross auction sales per
person is now approximately $6.6 million. We plarnirhprove this number over the next few years asdwer members of our salesforce
develop the relationships needed to generate aomgigts. In addition, we plan to strategically rgalsome territories and to introduce a new
customer relationship management system to helmt#rabers of our sales team serve their customens afficiently and more effectively.

WE EXPECT TO IMPROVE OUR MARGINS. The growth in agnoss auction sales over the past three yeansdtdept pace with the
expansion of our people and facilities and whileweaild have welcomed better results during ourqekaf rapid expansion, the infrastruct
investments made in recent years have providedthssignificant operating leverage. We now havemndor significant sales growth without
an equivalent run-up in costs. This should resultigher margins.

WE NOW CHARGE A HANDLING FEE ON CERTAIN LOTS. To cever some of the costs incurred by Ritchie Bnodiandling the large
number of labor intensive but low-value lots that sell in our auctions, as of January 1, 2002 wiebeicharging successful buyers of lots
selling for $2,500 or less a fee of 10% of theisglprice. (For auctions conducted in currenci¢gothan USD the threshold amount is 2,500
in the currency of the auction.) We expect that thill affect about 50% of the lots that we selt baly about 3% of our gross auction sales.

[PHOTO]
SEASONALITY

OUR BUSINESS IS BOTH SEASONAL AND EVENT-DRIVEN. MHDECEMBER THROUGH MIDFEBRUARY AND JULY/AUGUST
ARE TRADITIONALLY SLOW PERIODS. IN ADDITION, OUR VQUME OF BUSINESS IS DEPENDENT ON THE TIMING OF
FLEET UPGRADES AND REALIGNMENTS, CONTRACTOR RETIREBNTS AND THE COMPLETION OF MAJOR PROJECTS.
AUCTION DATES ARE OFTEN SET WITH AS LITTLE AS FOURO SIX WEEKS LEAD-TIME AND MOST OF OUR CONSIGNORS
MAKE THE "SELL" DECISION FOR REASONS UNRELATED TOISCAL QUARTERS. AS WELL, OUR CUSTOMERS DON'T BUY
OR SELL CONSISTENT AMOUNTS OF EQUIPMENT EACH YEARHESE FACTORS CAN MAKE SHORT-TERM RESULTS
LUMPY AND OFTEN NOT COMPARABLE TO ONE-ANOTHER. SO WFOCUS ON LONG-TERM GROWTH AND NOT ON
QUARTERLY VOLATILITY.

RitchieBros.annualreport@
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2000
Olympia, Washington -- Sale number #2000
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AUCTIONPROCESS

[PHOTO]

STEP 1 GETTING TO KNOW THE OWNER AND HIS EQUIPMENT
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STEP 6 SETTING UP THE AUCTION YARD
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2001
Cumulative gross auction sales top $12 billion.
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MANAGEMENT'S DISCUSSION AND ANALYSIS OF FINANCIAL C ONDITION AND RESULTS OF OPERATIONS
OVERVIEW

THE FOLLOWING DISCUSSION SUMMARIZES THE SIGNIFICANFACTORS AFFECTING THE CONSOLIDATED OPERATING
RESULTS AND FINANCIAL CONDITION OF RITCHIE BROS. AGTIONEERS INCORPORATED ("RITCHIE BROS." OR THE
"COMPANY") FOR THE YEAR ENDED DECEMBER 31, 2001 COMRED TO THE YEAR ENDED DECEMBER 31, 2000. THIS
DISCUSSION SHOULD BE READ IN CONJUNCTION WITH THE@NSOLIDATED FINANCIAL STATEMENTS AND NOTES
THERETO INCLUDED HEREIN. THE COMPANY PREPARES ITSOBISOLIDATED FINANCIAL STATEMENTS IN ACCORDANCE
WITH GENERALLY ACCEPTED ACCOUNTING PRINCIPLES IN CRADA

WHICH, EXCEPT AS SET OUT IN NOTE 10 TO THE CONSOLADED FINANCIAL STATEMENTS, RESULT IN MATERIALLY
CONSISTENT FINANCIAL POSITION AND RESULTS OF OPERAONS TO THAT WHICH WOULD BE REPORTED UNDER
GENERALLY ACCEPTED ACCOUNTING PRINCIPLES IN THE UNED STATES. AMOUNTS DISCUSSED BELOW ARE BASED
ON CONSOLIDATED FINANCIAL STATEMENTS PREPARED IN ACORDANCE WITH CANADIAN ACCOUNTING PRINCIPLES.

Ritchie Bros. is the world's leading auctioneemalustrial equipment. At December 31, 2001, the Gany operated from over 90 location:
North and Central America, Europe, Asia, Austrafifiica and the Middle East. The Company sellsptigh unreserved public auctions
broad range of used equipment, including equipratiited in the construction, transportation, mgpifiorestry, petroleum and agricultural
industries.

Gross auction sales represent the aggregate spiiices of all items sold at Ritchie Bros. auctidiusing the periods indicated. Gross auction
sales are key to understanding the financial residiithe Company, since the amount of auction reeerand to a lesser extent, certain
expenses, are dependent on it. Auction revenuéslimcommissions earned as agent for consignossghrboth straight commission and
gross guarantee contracts, plus the net profihersale of equipment purchased and sold by the @oyngs principal. Under a gross
guarantee contract, the consignor is guaranteeidianom amount of proceeds on the sale of its eqaeipimWhen the Company guarantees
gross proceeds, it earns a commission on the gie@amount and typically participates in a negedigercentage of proceeds, if any, in
excess of the guaranteed amount. If auction pracaesless than the guaranteed amount, the Comnspaomgmission would be reduced, or, if
sufficiently lower, the Company would incur a loAsiction revenues are reduced by the amount ol@ses on gross guarantee
consignments and sales by the Company as prinéipation revenues also include interest income edithat is incidental to the auction
business. Beginning in 2002, auction revenue wdllide a fee equal to 10% of the auction sellingepon all lots sold for $2,500 or less (for
auctions conducted in currencies other than USdglthe threshold amount is 2,500 in the curreidiie auction).

The Company's gross auction sales and auction uegeaare affected by the seasonal nature of th@aumisiness. Gross auction sales and
auction revenues tend to increase during the seaoddourth calendar quarters during which the Camypgenerally conducts more auctions
than in the first and third calendar quarters. Tloenpany's gross auction sales and auction revemraesso affected on a period-to-period
basis by the timing of major auctions. In newer kets where the Company is developing operatiomsntimber and size of auctions and,
result, the level of gross auction sales and anecBwenues, is likely to vary more dramaticallynfrperiod-to-period than in the Company's
established markets where the number, size anddray of the Company's auctions are more considterdlly, economies of scale are
achieved as the Company's operations in a regidarenrom conducting intermittent auctions, essthilig a regional auction unit, and
ultimately to developing a permanent auction &@nomies of scale are also achieved when theosite Company's auctions increases.

The Company is aware of potential restrictions thay affect the ability of equipment owners to jaort certain equipment between some
jurisdictions. Management believes that these piaterstrictions have not had a significant impaictthe Company's business, finan
condition or results of operations to date. Howethex extent of any future impact on the Compabysiness, financial condition or results of
operations from these potential restrictions camegpredicted at this time.

Although the Company cannot accurately anticiplageftiture effect of inflation, inflation historidglhas not had a material effect on the
Company's operations.

During 2001 the Company held its largest auctide sger conducted in North America at Ocala, Fimggnerating gross auction sale:



more than $52 million. The Company also openedvapermanent auction facility in North East, Marydameplacing an existing regional
auction unit. In addition, the Company opened @ rcorporate head office in Richmond, B.C., Canada.

Also during 2001, the Company's rbauctionBigle technology was rolled out on a trial basi®waing qualified bidders to participate over
internet in certain auctions, live and in real-timais service is being launched in 2002.
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RESULTS OF OPERATIONS
AUCTION REVENUES

Auction revenues of $117.0 million for the year eddecember 31, 2001 increased by $10.9 millior1002% from 2000 due to increased
gross auction sales and a higher average perceoftagetion revenues earned by the Company on guastion sales. Gross auction sales of
$1.29 billion for the year ended December 31, Zd@leased $57.9 million, or 4.7%, over the prioalygrimarily as a result of increased
gross auction sales in the United States, and DUl#gE. Results for 2001 included significant aunsan Fort Worth, Texas; Ocala, Florida
and in the Port of Moerdijk, the Netherlands. Aaotrevenues as a percentage of gross auctionhsalesaveraged approximately 8.80% on a
long-term basis. In the year ended December 311,20@ auction revenue rate of 9.06% was higher tha long-term average and higher
than the 8.61% rate experienced in the year endegbber 31, 2000.

Beginning in 2002, auction revenue will includeea £qual to 10% of the auction selling price oraddl sold for $2,500 or less (for auctions
conducted in currencies other than US dollarsthheshold amount is 2,500 in the currency of thetian). The impact of this fee on auction
revenues and the Company's auction revenue ratgyifuture period will depend on the quantity amel value of lots sold during that period.
The Company believes that the impact of this feaustion revenues in future periods will be anéase of approximately 0.3% of gross
auction sales, depending on the quantity and vafllets sold in such periods. Management does miitipate any other changes to its long-
term average auction revenue rate in 2002.

DIRECT EXPENSES

Direct expenses are expenses that are incurredisscaresult of an auction sale being held. Oiesgpenses include the costs of hiring
personnel to assist in conducting the auctiongleaxpenses for temporary auction sites, travekdostfull time employees to attend and w

at the auction site, security hired to safeguardpgent at the auction site and advertising speadifi related to the auction. Direct expenses
of $18.9 million for the year ended December 3RMhcreased by $0.9 million compared to 2000 duedreased auction activity generated
by the Company in 2001. As a percentage of grossaausales, direct expenses were 1.46% for theeam@ded December 31, 2001, consis
with the 1.45% ratio experienced in the prior y&irect expenses as a percentage of gross aueties fuctuate based on the size and
location of auctions held each period. Managemepéets that, on average, direct expenses as anpagecof gross auction sales will be
approximately 1.45% in 2002.

DEPRECIATION AND AMORTIZATION EXPENSE

Depreciation is calculated on capital assets engglay the Company's business, including building site improvements, automobiles, yard
equipment, and computers. Amortization results fexpensing, over 20 years, the $33.0 million ofdyeid recorded as a result of a business
acquisition in 1999. In the year ended DecembefBQ], depreciation and amortization expense wdséflilion, compared to $7.8 million

in 2000. This increase is primarily the resultleé tlepreciation of new auction facilities constedcbver the past year. Management
anticipates that depreciation expense will incresesexisting auction sites are improved and additipermanent auction sites are acquired
and developed. However, goodwill amortization wéhse effective January 1, 2002, (see "Recent AticguPronouncements" below.)

GENERAL AND ADMINISTRATIVE EXPENSE

General and administrative expense ("G&A") includaployee expenses such as salaries, wages, parfcerbonuses and benefits, non-
auction related travel, institutional advertisiimgurance, general office, and computer expengeghE year ended December 31, 2001, the
Company incurred G&A of $56.5 million, as compated52.9 million in 2000. This increase in expeads is attributable to an increase in
employee numbers and infrastructure to supporgitbeith initiatives of the Company, and costs asgedi with the operation of new
permanent auction sites. Future levels of G&A Wwdlaffected by infrastructure and workforce expamsiecessary to support the Company's
growth plans and other factors.

INCOME FROM OPERATIONS

Income from operations was $32.5 million for thelyended December 31, 2001 compared to $27.5 miti@000. This increase is primal
the result of increased auction revenues partadfet by increased G&A and depreciation and arnatitbtn expense.

INTEREST EXPENSE

Interest expense includes interest and bank chaadson term bank debt. Interest expense for #ze gnded December 31, 2001 was $4.0
million, compared to $3.4 million incurred in 200Che increase resulted primarily from debt incuti@finance the development of additio
facilities. During the year, the Company capitadi&.7 million (2000 -- $1.1 million) of interestlated to properties under development.
Management anticipates that interest expense ncagaee further if additional debt is incurred twafice the development of permanent
auction sites and as the capitalization of intedestreases in conjunction with the completion dfding projects currently under developmi
See "Overview" and "Liquidity and Capital Resoufces

OTHER INCOME



Other income arises primarily from equipment apgatsi performed by the Company offset by relatecergps, and other miscellaneous
sources. Other income for the year ended Decenihe2®1 was $1.4 million compared to $1.3 milliar2000.

INCOME TAXES

Income taxes of $9.9 million for the year ended &eber 31, 2001 have been computed based on rates thiat apply in each of the tax
jurisdictions in which the Company operates. THeative tax rate of 33.0% on net income for therymaded December 31, 2001 is hig

than the 32.2% rate the Company experienced in géiétarily due to a charge of $2.0 million for whiblding taxes paid on an intercompany
dividend. Such a charge had not previously beeuriad by the Company, nor is such a charge expéated incurred in the foreseeable
future. Excluding this charge, the effective tateraas 26.3%, lower than the 32.2% rate experieimc2800 due to the different jurisdictions
in which the Company operates and earns its income.

LIQUIDITY AND CAPITAL RESOURCES

The Company's cash can fluctuate significantly frmeriod to period, largely due to differences mitig of receipt of gross sale proceeds
from buyers and the payment of net amounts duensignors. If auctions are conducted near a pemol] the Company may hold cash in
respect of those auctions that will not be paiddnsignors until after the period end. Accordinghanagement believes a more meaningful
measure of the Company's liquidity is working calpitncluding cash.

At December 31, 2001, working capital includinglcass $22.5 million, which is within the Compangtsrent target for working capital,
compared to $30.9 million at December 31, 2000s Heicrease of $8.4 million during the year is prilya result of the Company utilizing
excess working capital for capital expenditureatesl to permanent auction sites.

Capital expenditures by the Company during the geded December 31, 2001 were $38.1 million as enaapto $46.5 million for the year
ended December 31, 2000. In 2001, the Companyragdito incur site development costs in the Un8edes and Canada. The Company is
continuing with its plan to add additional permatnauction sites in selected locations and is pithsé@nvarious stages of commitments to
acquire land for development in the United Statesual expenditure levels will depend on the Comypmability to identify, acquire and
develop suitable auction sites.
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The Company has established credit facilities fiathncial institutions in the United States, Candelarope, and Australia. The Company
presently has access to credit lines for operatbapproximately $96.4 million and to credit linfes funding property acquisitions of
approximately $95.0 million. At December 31, 20t Company had no bank debt related to operatiomsbank debt related to property
acquisitions totaled $74.5 million, leaving a netdit line of $96.4 million available for operatmand net credit lines of $20.5 million
available for property acquisitions. See "Overview"

RECENT ACCOUNTING PRONOUNCEMENTS

The Accounting Standards Board in Canada and thenEial Accounting Standards Board in the Uniteatest have announced new standards
related to the accounting for goodwill. The newndtds indicate that reporting entities with pressiy recorded goodwill, will cease
amortizing goodwill commencing January 1, 2002tdad the carrying value of goodwill will be subjéata regular test for impairment.
Amortization expense on goodwill recognized to Deber 31, 2001 is set out on the consolidated setésrof income. The Company is
currently assessing the other implications todtssolidated financial statements of these standards

FORWARD-LOOKING STATEMENTS

This Annual Report, including this Management'scDgsion and Analysis of Financial Condition anduRssof Operations, contains forward-
looking statements that involve risks and uncetigsin These statements are based on current ekipestand estimates about the Company's
business. These statements include, in particsiaiements relating to auction revenue rates, tdivguense rates, G&A increases, and income
tax rates, the anticipated improvement, acquisiéiod development of permanent auction sites, iaténitiatives, and the financing available
to the Company. Words such as "expects”, "intedggdns”, "believes”, "estimates”, "anticipatestarariations of such words and similar
expressions are intended to identify such forwanking statements. These statements are not geasot future performance and involve
certain risks, uncertainties and assumptions tieadlifficult to predict. The following importantétors, among others, could affect the
Company's actual results and could cause suchseseudiffer materially from those expressed in @@mpany's forward-looking statements:
the many factors that have an impact on the sugfpiynd demand for used equipment; fluctuationdiénrharket values of used equipment;
potential inability to achieve and manage growtriqdic and seasonal variations in operating resaflfinancial conditions; the timing and
location of auctions; the quantity and value o$lsbld; potential delays in construction or develept of auction sites; actions of competit
adverse changes in economic conditions; restristadfecting the ability of equipment owners to gjpart equipment between jurisdictions;
potential losses from price guarantees, purchasesentory, advances by the Company and guaramteesar title; risks of noncompliance
with governmental and environmental regulationgptitl inadequacy of insurance coverage; riskatefnational operations; dependence of
key personnel; failure, pace or lack of developnoérinternetrelated initiatives; and other risks and uncertamas detailed in the Compar
periodic filings with the United States Securiteesl Exchange Commission including its annual refoir2001 filed on Form 40-F in April
2002. The Company undertakes no obligation to @pgdablicly any forward-looking statements, whethgm result of new information,

future events or otherwise, except as requirecebyrities legislation. Forward-looking statemetitsidd be considered in light of these
factors.
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INDEPENDENT AUDITORS' REPORT
To the Shareholders of Ritchie Bros. Auctioneers leorporated

We have audited the consolidated balance she®#atfie Bros. Auctioneers Incorporated (the "Compaas at December 31, 2001 and
2000 and the consolidated statements of incomeelblaers' equity and cash flows for each of treryén the three year period ended
December 31, 2001. These financial statementdhareesponsibility of the Company's management.r@sponsibility is to express an
opinion on these financial statements based omodits.

We conducted our audits in accordance with Canagkmerally accepted auditing standards. Those atdadequire that we plan and perfc
an audit to obtain reasonable assurance whethéintdeial statements are free of material misstat@. An audit includes examining, on a
test basis, evidence supporting the amounts actbdiges in the financial statements. An audit alstudes assessing the accounting
principles used and significant estimates made agagement, as well as evaluating the overall firdustatement presentation.

In our opinion, these consolidated financial stagata present fairly, in all material respects,fthancial position of the Company as at
December 31, 2001 and 2000 and the results opésations and its cash flows for each of the ygmatise three year period ended December
31, 2001 in accordance with Canadian generallymedeaccounting principles.

/sl KPMG LLP
Chartered Accountants

Vancouver, Canada
February 15, 2002

CONSOLIDATED STATEMENTS OF INCOME
(Expressed in thousands of United States Dollars)

Years ended December 31, 2001, 2000 and 1999

2001 2000 1999
Auction revenues $ 116,991 $ 106,125 $ 104,624
Direct expenses (18,861) (17,936) (17,469)
98,130 88,189 87,155
Expenses:
Depreciation and amortization 9,076 7,761 5,581
General and administrative 56,517 52,942 47,346
65,593 60,703 52,927
Income from operations 32,5637 27,486 34,228
Other income (expenses):
Interest expense (4,024) (3,378) (1,705)
Other 1,409 1,252 1,209
(2,615) (2,126) (496)
Income before income taxes 29,922 25,360 33,732
Income taxes (note 9):
Current 6,720 7,979 10,902
Withholding taxes on intercompany dividend 2,000 -- --
Future 1,148 176 550
9,868 8,155 11,452
Net income $ 20,054 $ 17,205 $ 22,280
Net income per share (note 1(n)):
Basic $ 120 $ 1.03 $ 134
Diluted 1.19 1.02 1.32
Weighted average number of shares outstanding 16,761,247 16,743,433 16,686,595

See accompanying notes to consolidated financsisients.

Approved on behalf of the Board of Directors

/sl C. RUSSELL CMOLIK



C. Russell Cmolik
Director

/sl DAVID E. RITCH E

David E. Ritchie
Director

24



CONSOLIDATED BALANCE SHEETS
(Expressed in thousands of United States Dollars)

December 31, 2001 and 2000

See accompanying notes to consolidated financitéstents

2001 2000
ASSETS
Current assets:
Cash and cash equivalents $ 49,533 $ 63,435
Accounts receivable 12,375 10,565
Inventory 2,940 9,175
Advances against auction contracts 87 --
Prepaid expenses and deposits 1,327 1,234
Income taxes recoverable 1,410 911
Capital assets available for sale 3,269 7,305
70,941 92,625
Capital assets (note 3) 167,650 140,621
Funds committed for debt repayment (note 6) 7,893 3,250
Goodwill (note 4) 28,466 30,116
Future income taxes (note 9) 593 1,741
$ 275,543 $ 268,353
LIABILITIES AND SHAREHOLDERS' EQUITY
Current liabilities:
Auction proceeds payable $ 11,807 $ 23,556
Accounts payable and accrued liabilities 23,274 28,846
Short-term debt (note 5) 5,314 2,057
Current bank term loans (note 6) 7,998 7,309
48,393 61,768
Bank term loans (note 6) 61,217 57,821
109,610 119,589
Shareholders' equity:
Share capital (note 7) 69,134 69,132
Additional paid-in capital (note 7(f)) 4,332 4,332
Retained earnings 101,311 81,257
Foreign currency translation adjustment (8,844) (5,957)
165,933 148,764
$ 275,543 $ 268,353
See accompanying notes to consolidated financ#tsients.
CONSOLIDATED STATEMENTS OF SHAREHOLDERS' EQUITY
(Expressed in thousands of United States Dollars)
Foreign
Additional currency Total
Share paid-in  Retained translation shareholders'
capital  capital earnings adjustment  equity
Balance, December 31, 1998 $64,728 $ -- $41,772 $(2,328) $104,172
Net proceeds on stock options exercised 3 -- -- -- 3
Employee share compensation 1,344 -- - -- 1,344
Common shares issued on acquisition of goodwill (no te 7(f)) 3,055 -- -- -- 3,055
Warrants issued on acquisition of goodwill (note 7( f) -- 4,332 -- -- 4,332
Net income -- -- 22,280 -- 22,280
Foreign currency translation adjustment - -- -- (791) (791)
Balance, December 31, 1999 69,130 4,332 64,052 (3,119) 134,395
Net proceeds on stock options exercised 2 -- -- -- 2
Net income -- -- 17,205 -- 17,205
Foreign currency translation adjustment - -- -- (2,838) (2,838)
Balance, December 31, 2000 69,132 4,332 81,257 (5,957) 148,764
Net proceeds on stock options exercised 2 - - - 2
Net income - - 20,054 - 20,054
Foreign currency translation adjustment - - -- (2,887) (2,887)
Balance, December 31, 2001 $69,134  $4,332  $101,311 $(8,844)  $ 165,933
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CONSOLIDATED STATEMENTS OF CASH FLOWS
(Expressed in thousands of United States Dollars)

Years ended December 31, 2001, 2000 and 1999

Cash and cash equivalents provided by (used in):

Operating activities:
Net income
Items not involving the use of cash:
Depreciation
Amortization of goodwill
Employee share compensation
Future income taxes

Net recognized gains on sale of property

Changes in non-cash working capital:
Accounts receivable
Inventory
Advances against auction contracts
Prepaid expenses and deposits
Income taxes
Auctions proceeds payable

Accounts payable and accrued liabilities

Other

Investing activities:
Capital asset additions
Proceeds on sale of property
Acquisition of goodwill

Financing activities:
Issuance of share capital
Issuance of bank term loans
Repayment of bank term loans
Short-term debt
Funds committed for debt repayment

Increase (decrease) in cash and cash equivalents

Cash and cash equivalents, beginning of year

Cash and cash equivalents, end of year

Supplemental disclosure of cash flow information:
Interest paid, excluding interest capitalized

Income taxes paid
Non-cash investing activities:

Common shares issued on acquisition of g
Warrants issued on acquisition of goodwi

Non-cash financing activities:
Employee share compensation

See accompanying notes to consolidated financ#tisients.

2001 2000 1999
$ 20,054 $ 17,205 $ 22,280
7,426 6,110 4,345
1,650 1,651 1,236
- - 1,344
1,148 176 550
(721) - -
(1,810) (920) (2,874
6,235 (5,972) (848
(87) 856 4,489
(93) (13) (510
(499) (46) (3,944
(11,749) 7,378 2,148
(5,572) 10,955 (3,860
(492) (231) (86
15,490 37,149 24,270
(38,098) (46,539) (55,153
5,221 - -
- - (25,616
(32,877) (46,539) (80,769
2 2 3
8,139 26,669 36,807
(3,270) (2,045) (4,539
3,257 (4,472) 6,529
(4,643) (3,250) -
3,485 16,904 38,800
(13,902) 7,514 (17,699
63,435 55,921 73,620
$ 49,533 $ 63,435 $ 55,921
$ 3,821 $ 3,948 $ 2,633
9,233 8,123 14,861
oodwill -- -- 3,055
Il - - 4,332
- - 1,344
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NOTES TO CONSOLIDATED FINANCIAL STATEMENTS
(Tabular dollar amounts expressed in thousandsnied States Dollars)

Years ended December 31, 2001, 2000 and 1999
1. SIGNIFICANT ACCOUNTING POLICIES:
(a) Basis of presentation:

These consolidated financial statements preserfirthiecial position, results of operations and @emin shareholders' equity and cash flows
of Ritchie Bros. Auctioneers Incorporated (the "@amy"), a company incorporated in July 1997 unbderGanada Business Corporations
Act, and its subsidiaries. All significant intercpemy balances and transactions have been eliminated

The consolidated financial statements of the Compave been prepared in accordance with generetlypded accounting principles in
Canada which, except as disclosed in note 10,calsply, in all material respects, with generallgeqted accounting principles in the United
States.

(b) Cash and cash equivalents:
Cash equivalents consist of highly liquid investisdmaving an original term to maturity of three rtienor less when acquired.
(c) Inventory:

Inventory is primarily represented by goods heldafaction and has been valued at the lower of des&érmined by the specific identification
method, and net realizable value.

(d) Capital assets available for sale:

Capital assets available for sale are valued agl@mf cost and net realizable value.

(e) Advances against auction contracts:

Advances against auction contracts represent faddanced to consignors against proceeds from fawcgons.
(f) Capital assets:

All capital assets are stated at cost and inclagtalized interest costs on property under devetagt. Depreciation is provided to charge the
cost of the assets to operations over their estichaseful lives based on their usage predominastfpllows:

Asset Basis R ate/term
Improvements declining balance 1 0%

Buildings straight-line 3 0 years
Automotive equipment declining balance 3 0%

Computer equipment declining balance 3 0%

Computer software straight-line 3 years

Yard equipment declining balance 2 0-30%

Office equipment declining balance 2 0%

Leasehold improvements  straight-line T erms of leases

(9) Goodwill:

Goodwill, which represents non-identifiable intdrgiassets acquired, has been amortized on aldttaig basis over the expected period to
be benefited, which is 20 years. The Company paradigt assessed the recoverability of goodwill letedmining whether the amortization of
the carrying value over its remaining life couldreeovered through estimated undiscounted futuesatimg cash flows. Effective January 1,
2002 the Company ceased amortizing goodwill in edaaece with new Accounting Standards related tattowunting for goodwill.

(h) Revenue recognition:

Auction revenues are recognized when the spet#fins are sold and title passes to the purchasearen@presented by the commissions
received from the consignor and the net proceenswed from the sale of self-owned equipment.

(i) Income taxes



Income taxes are accounted for using the assdtadility method whereby future taxes are recogdif the tax consequences of temporary
differences by applying substantively enacted aceed statutory tax rates applicable to future yéadifferences between the financial
statement carrying amounts and the tax bases stirgxiassets and liabilities. The effect on futiasees of a change in tax rates is recognized
in income in the period that includes the enactndete of future tax benefits. Future tax benesit&sh as non-capital loss carryforwards, are
recognized to the extent that realization of suehéfits is considered more likely than not.

(j) Foreign currency translation:

The Company's reporting currency is the UnitedeStdbllar. The functional currency for each of @mmpany's operations is the currency of
the country of residency or the United States doltach of these operations is considered to esastaining. Accordingly, the financial
statements of operations of the Company that ar®oated in the United States have been translatedJnited States dollars using the
exchange rate at the end of each reporting peoiodsset and liability amounts and the averageangd rate for each reporting period for
amounts included in the determination of incomey gains or losses from this translation have baeluded in the foreign currency
translation adjustment account which is includedhareholders' equity.

Monetary assets and liabilities recorded in foraigrencies are translated into the appropriatetiomal currency at the rate of exchange in
effect at the balance sheet date. Foreign currdangminated transactions are translated into theoapate functional currency at the
exchange rate in effect on the date of the traimsachny exchange gains and losses on these drtedat in the determination of income.

(k) Use of estimates:

The preparation of financial statements in confeymiith generally accepted accounting principleguiees the Company to make estimates
and assumptions that affect the reported amourdassats and liabilities and disclosure of contihgssets and liabilities at the date of the
financial statements and the reported amountsvefnges and expenses during the reporting periottsiafresults could differ from such
estimates and assumptions.
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NOTES TO CONSOLIDATED FINANCIAL STATEMENTS
(Tabular dollar amounts expressed in thousandsnied States Dollars)

Years ended December 31, 2001, 2000 and 1999
1. SIGNIFICANT ACCOUNTING POLICIES (CONTINUED):
() Financial instruments:

Carrying amounts of certain of the Company's fif@riostruments, including cash and cash equivaleatcounts receivable, auction
proceeds payable, accounts payable and accruédiéatand short-term debt, approximate their fafue due to their short maturities. Based
on borrowing rates currently available to the Compfor loans with similar terms, the carrying valfats bank term loans approximates fair
value.

(m) Credit risk:

The Company does not extend credit to purchaseaaaifoned items. Equipment is not normally reldasethe purchasers until it is paid for
in full.

(n) Net income per share:

Net income per share has been calculated basdeaveighted average number of common shares odistarDiluted net income per she
has been calculated after giving effect to outstapdilutive options.

(o) Stock-based compensation:

The Company has a stoblased compensation plan, which is described in T@fe No compensation expense is recognized fsmian whe|
stock or stock options are issued to employees.cdmgideration paid by employees on exercise @kstptions or purchase of stock is
credited to share capital. If stock or stock optiane repurchased from employees, the excess obttsderation paid over the carrying
amount of the stock or stock option cancelled erghd to retained earnings.

(p) Comparative figures:
Certain comparative figures have been reclassifiembnform with the presentation adopted in theentryear.
2. CHANGE IN ACCOUNTING POLICY

Effective January 1, 2001 the Company adopted #re@ian Institute of Chartered Accountants ("CICAéyv handbook section 3500
regarding earnings per share. The new standaritesghe use of the treasury stock method insté#ueccurrent imputed earnings approach
to calculate diluted earnings per share. This chavas given retroactive application resulting inraarease of diluted net income per shar:
the year ended December 31, 2000, to $1.02 fro@l$and for the year ended December 31, 1999 &2%flom $1.31.

3. CAPITAL ASSETS:

Accumulated  Net book

December 31, 2001 Cost depreciation  value
Buildings $ 70,731 $ 7,154 $63,577
Land and improvements 66,551 2,040 64,511
Land and buildings under development 25,607 -- 25,607
Automotive equipment 8,366 3,095 5,271
Yard equipment 4,803 2,293 2,510
Office equipment 4,135 1,970 2,165
Computer equipment 3,325 1,845 1,480
Computer software 3,182 1,334 1,848
Leasehold improvements 1,008 327 681
$187,708 $ 20,058 $167,650

Accumulated  Net book

December 31, 2000 Cost depreciation  value
Buildings $ 58,639 $ 5011 $53,628
Land and improvements 62,291 1,755 60,536

Land and buildings under development 13,854 -- 13,854



Automotive equipment 7,821 2,839 4,982

Yard equipment 4,317 1,802 2,515
Office equipment 3,421 1,685 1,736
Computer equipment 2,942 1,531 1,411
Computer software 2,261 621 1,640
Leasehold improvements 520 201 319
$156,066 $ 15,445  $140,621

During the year, interest of $1,697,225 (2000 141,007) was capitalized to cost of buildings urdisrelopment.
4. GOODWILL:

2001 2000

Goodwill $33,003  $33,003
Accumulated amortization 4,537 2,887

$28,466  $30,116

5. SHORT-TERM DEBT:
Shortterm debt consists of a draw on lines of credthmamounts of $5,000,000 and $314,000 with a vietdhaverage interest rate of 2.9!

28



NOTES TO CONSOLIDATED FINANCIAL STATEMENTS
(Tabular dollar amounts expressed in thousandsnied States Dollars)

Years ended December 31, 2001, 2000 and 1999

6. BANK TERM LOANS:

December 31, Dec ember 31,

Term loan, unsecured, of $25 million bearing intere
million bearing interest at 7.10%, due in minimum
$5 million ($1.75 million towards principal, $3.2

2001
st at 7.21% and $10
annual instalments of
5 million towards a

2000

sinking fund), with the final payment occurring i n 2004 $31,500 33,250
Term loan, unsecured, of CAD 10 million bearing int erest at 7.195%, due in monthly
instalments of interest only, with the full amoun t of the principal due in 2004 6,278 6,669
Term loan, unsecured, of CAD 5 million bearing inte rest at 6.355%, due in monthly
instalments of interest only, with the full amoun t of the principal due in 2004 3,139 -
Term loan, unsecured, of $5 million bearing interes tat 7.81%, due in minimum
annual instalments of $250,000, with final paymen t occurring in 2005 4,750 5,000
Term loan, unsecured, of $5 million bearing interes tat 7.91%, due in minimum
annual instalments of $250,000, with final paymen t occurring in 2005 4,750 5,000
Term loan, unsecured, of $5 million bearing interes tat 7.91%, due in minimum
annual instalments of $714,300 ($250,000 towards principal, $464,300 towards
a sinking fund), with the final payment occurring in 2005 4,750 5,000
Term loan, unsecured, of $5 million bearing interes t at 7.35%, due in minimum
annual instalments of $714,300 ($250,000 towards principal, $464,300 towards
a sinking fund), with the final payment occurring in 2006 4,750 5,000
Term loan, unsecured, of $5 million bearing interes t at 7.0%, due in minimum
annual instalments of $714,300 ($250,000 towards principal, $464,300 towards
a sinking fund), with the final payment occurring in 2006 4,750 -
Term loan of AUD 2.7 million, secured by deeds of t rust on specific property,
with AUD 1.7 million bearing interest at 6.5% and AUD 1 million bearing
interest at the Australian prime rate, due in qua rterly instalments of
AUD $75,000, including interest, with final payme nt occurring in 2010 1,062 1,321
Term loan of NLG 10 million, secured by deeds of tr ust on specific property,
bearing interest at the Amsterdam Interbank Offer ed Rate plus 7/8%, due
in quarterly instalments of NLG 125,000 including interest, with the
final payment occurring in 2013 3,486 3,890
69,215 65,130
Current portion 7,998 7,309
$61,217 $ 57,821
Funds committed for debt payment 7,893 3,250
$53,324 % 54,571

As at December 31, 2001, principal repayments dioly sinking fund requirements are as follows far hext five years:

2002 $ 7,998
2003 7,999
2004 33,916
2005 12,391
2006 4,141
Thereafter 2,770
$69,215

7. SHARE CAPITAL:

(a) Authorized:

Unlimited number of common shares, without par gdllnlimited number of senior preferred shares, atitlpar value, issuable in series
Unlimited number of junior preferred shares, withpar value, issuable in series

(b) Issued:

Issued and outstanding, December 31, 1998 16,548,666



Number of common shares issued during the year ende
For cash, pursuant to stock options exercised
Employee share compensation (note 7(e))
Pursuant to acquisition of goodwill (note 7(f

Issued and outstanding, December 31, 1999
Number of common shares issued during the year ende
For cash, pursuant to stock options exercised

Issued and outstanding, December 31, 2000
Number of common shares issued during the year ende
For cash, pursuant to stock options exercised

Issued and outstanding, December 31, 2001
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d December 31, 1999:
34,598
50,000
) 100,000
16,733,264
d December 31, 2000:
15,299
16,748,563
d December 31, 2001:
18,667



NOTES TO CONSOLIDATED FINANCIAL STATEMENTS
(Tabular dollar amounts expressed in thousandsnied States Dollars)

Years ended December 31, 2001, 2000 and 1999
7. SHARE CAPITAL (CONTINUED):
(c) Options:

The Company has a stock option plan that providethie award of stock options to selected employgiesctors and officers of the Comps
and to other persons approved by the Board of RirecAt December 31, 2001, there were 1,004,900d2- 1,162,667) shares authorized
for grants of options under the stock option piock option activity for 2000 and 2001 is presdrtielow:

Number of W eighted
options a verage
outstanding exe rcise price

Outstanding, December 31, 1998 207,000 $4.67
Granted 27,000 31.23
Cancelled (4,166) 0.10
Exercised (34,598) 0.10
Outstanding, December 31, 1999 195,236 9.20
Granted 78,000 26.66
Cancelled (16,301) 5.00
Exercised (15,299) 0.10
Outstanding, December 31, 2000 241,636 15.70
Granted 157,750 23.44
Cancelled (4,000) 24.60
Exercised (18,667) 0.10
Outstanding, December 31, 2001 376,719 $19.62
Exercisable, December 31, 2000 201,469 $15.52

The options outstanding at December 31, 2001 exmirgates ranging to December 6, 2011.

The following is a summary of stock options outsliag and exercisable at December 31, 2001.

Opti ons outstanding Options exercisable
Weight ed Weighted Weighted
averag e average average
Range of Number remaini ng exercise Number exercise
exercise prices Outstanding life (ye ars) price exercisable price
$0.10 84,969 2.58 $ 0.10 84,969 $ 0.10
$26.12 - $38.625 291,750 7.93 $25.30 116,500 $26.77
376,719 201,469

With respect to the options granted in 2000 andL2€@@ current market price did not exceed theaserprice at the grant date, therefore, no
compensation expense has been recorded.

(d) Warrants:

2001 2000

Warrants outstanding (note 7(f))  -- 4 00,000

The warrants expired April 1, 2001.
(e) Employee share compensation:

During 1999, the Company issued 50,000 common sharan employee. The transaction was recorddtweanarket value of the common
shares on the issuance date of $26.88 per shamgpésation expense of $1,344,000 was recordetifoissuance



(f) Acquisition of goodwill:

During 1999, the Company acquired non-identifidbtangible assets related to an auction businessgh the payment of $25 million cash
and the issuance of 100,000 common shares and0@#&rrants to acquire common shares of the Comgdmg/warrants expired on April
2001. The shares were valued using the market pfi$80.55 per share and the warrants were valt$d,332,000 using an option pricing
model.
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NOTES TO CONSOLIDATED FINANCIAL STATEMENTS
(Tabular dollar amounts expressed in thousandsnied States Dollars)

Years ended December 31, 2001, 2000 and 1999

8. SEGMENTED INFORMATION:

The Company's principal business activities incltiesale of consignment and self-owned equipmesat@ions. This business represents a
single operating segment.

Summarized information on the Company's activigjeserated by geographic segment are as follows:

United States Canada Other Combined
Year ended December 31, 2001:
Auction revenues $ 76,272 $18,485  $22,234  $116,991
Capital assets and goodwill 124,433 42,939 28,744 196,116
Year ended December 31, 2000:
Auction revenues 66,425 18,517 21,183 106,125
Capital assets and goodwill 109,376 30,005 31,356 170,737
Year ended December 31, 1999:
Auction revenues 64,766 17,110 22,748 104,624
Capital assets and goodwill 94,662 17,463 30,101 142,226

9. INCOME TAXES:

Income tax expense differs from that determinedylying the United States statutory tax ratesigoGompany's results of operations as
follows:

2001 2000 1999
Statutory tax rates in the United States 35% 35% 35%
Expected income tax expense $10,473 $8,876 $ 11,806
Differences:
State taxes in the United States 1,197 1,014 1,349
Income taxed in foreign jurisdictions (3,839) (2,052) (1,289)
Withholding taxes on intercompany dividend 2,000 - --
Other 37 317 (414)
Actual income tax expense $ 9,868 $ 8,155 $ 11,452
Future income tax assets and liabilities are devial:
2001 2000
Future income tax assets:
Capital assets $ 777 $ 810
Tax deductible benefit of options granted 471 579
Tax deductible financing costs incurred in the course of the
Company's initial public offering in March 1 998 435 880
Unused tax losses, expiring on December 31, 20 04 to 2007 1,613 1,327
Total future income tax assets 3,296 3,596
Valuation allowance (761) (458)
Net future income tax assets 2,535 3,138
Future income tax liabilities arising from temporar y differences between
the tax basis of net assets and their carrying val ue:
Capital assets (1,350) (1,021)
Goodwill (592) (376)
Total future income tax liabilities (1,942) (1,397)

10. UNITED STATES GENERALLY ACCEPTED ACCOUNTING PRCIPLES:



The consolidated financial statements are preparadcordance with generally accepted accountingiples ("GAAP") in Canada which
differ, in certain respects, from accounting preesigenerally accepted in the United States amd feguirements promulgated by the
Securities and Exchange Commission. However, ®tars ended December 31, 2001, 2000, and 198@coene in accordance with
Canadian GAAP equals net income in accordance Wnifted States GAAP.

Consolidated statements of comprehensive net income

2001 2000 199 9
Net income in accordance with Canadian and United S tates GAAP  $ 20,054 $ 17,205 $ 22, 280
Other comprehensive loss (note 10(a)):
Foreign currency translation adjustment (2,887) (2,838) ( 791)
Comprehensive income in accordance with United Stat es GAAP $ 17,167 $ 14,367 $ 21, 489

(a) Other comprehensive loss

Comprehensive loss includes the change in equibebassets of the Company during the period fromawner sources, including foreign
exchange adjustments, and reflected as a separafoaent of shareholders' equity.
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SELECTED FINANCIAL AND OPERATING DATA
(Tabular dollar amounts expressed in thousandsnded States Dollars, except per share data)

Year Ended Year Ended Year Ended Year Ended Year Ended Year Ended Year Ended
December 31, December 31, December 31, December 31, Decem ber 31, April 30, April 30,
2001 2000 1999 1998 1 997 1997 1996
(una udited)
GROSS AUCTION SALES $1,290,897 $1,232,974 $1,170,529 $1,087,800 $94 6,415 $792,865 $752,735
INCOME STATEMENT DATA
Auction revenues $ 116,991 $ 106,125 $ 104,624 $ 94,899 $8 5,009 $72,186 $ 65,306
Direct expenses (18,861) (17,936) (17,469) (16,010) (1 7,351) (13,908) (13,138)
98,130 88,189 87,155 78,889 6 7,658 58,278 52,168
Depreciation and amortization (9,076) (7,761) (5,581) (2,752)  ( 2,548) (2,014) (1,820)
General and administrative (56,517) (52,942) (47,346)  (39,315)
Income from operations 32,537 27,486 34,228 36,822
Interest expense (4,024) (3,378) (1,705) (1,569) ( 2,034) (1,081) (1,104)
Other income 1,409 1,252 1,209 3,251(1) 754 917 1,179
Income before income taxes 29,922 25,360 33,732 38,504
Income taxes (9,868) (3) (8,155) (11,452) (13,670)
Net income $ 20,054 $ 17,205 $ 22,280 $ 24,834
Net income per share-diluted  $  1.19( 4) $ 102 $ 132 $ 1542
BALANCE SHEET DATA (END OF YEAR)
Working capital (including cash) $ 22,548 $ 30,857 $ 25980 $ 49,149 $ 3,322 $39,707 $33,132
Total assets 275,543 268,353 216,146 152,593 7 0,460 142,858 150,969
Long term debt 61,217 57,821 35,728 8,768 4,623 5,755 6,547
Total shareholders' equity 165,933 148,764 134,395 104,172 2 5,706 59,325 48,801

SELECTED OPERATING DATA
Auction revenues as percentage of

gross auction sales 9.06% 8.61% 8.94% 8.72% 8.98% 9.10%  8.68%
Number of consignors 19,196 18,177 16,185 14,432 1 3,636 12,088 10,744
Number of buyers 46,647 41,940 38,958 34,613 3 3,340 30,630 27,837
Number of permanent auction sites 21 20 17 13 13 13 12

(end of year)

Note: Information for periods prior to 1998 has meenitted if it is not meaningful for comparativarposes. See Management's Discus
and Analysis of Financial Condition and Result©gpkrations.

(1) Other income in 1998 includes $1.8 million ohrArecurring income.

(2) 1998 net income per share is not comparabl®®® net income per share because the average nofrglares outstanding changed
significantly between the two periods due to theaat of the Company's initial public offering in kt¢a 1998.

(3) 2001 Income tax expense includes a charge .6ftdilion for withholding taxes paid on an intemapany dividend.

(4) Excluding the impact of withholding taxes paid an intercompany dividend (see note 3), dilutetdmcome per share in 2001 would have
been $1.31.
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SUPPLEMENTAL QUARTERLY DATA
(Unaudited; tabular dollar amounts expressed inghaods of United States Dollars, except per shate d

Gross Auction Net Net Income Per Share Closing
2001 Auction Sales Revenue Income Basic Diluted S tock Price
1st quarter $ 289,724  $ 25,445 $ 3,062 $0.18 $0.18 $23.50
2nd quarter 373,990 35,025 6,351(1) 0.38(1) 0.38(1) 27.50
3rd quarter 179,294 16,851 (955) (0.06) (0.06) 24.85
4th quarter 447,889 39,670 11,596 0.69 0.69 24.88
$1,290,897  $116,991 $ 20,054(1) $1.20(2) $1.19(2)
Gross Auction Net Net Income  Per Share Closing
2000 Auction Sales Revenue Income Basic Diluted S tock Price
1st quarter $ 289,928  $ 26,769 $ 3,609 $0.22 $0.21 $25.50
2nd quarter 353,354 29,570 6,109 0.36 0.36 23.94
3rd quarter 231,550 21,554 1,503 0.09 0.09 21.38
4th quarter 358,142 28,232 5,984 0.36 0.36 20.75
$1,232,974  $106,125 $ 17,205 $1.03 $1.02
Gross Auction Net Net Income Per Share Closing
1999 Auction Sales Revenue Income Basic Diluted S tock Price
1st quarter $ 201,764 $18,013 $ 1,632 $0.10 $0.10 $33.69
2nd quarter 387,288 35,589 10,471 0.63 0.62 38.13
3rd quarter 219,024 20,699 2,146 0.13 0.13 38.00
4th quarter 362,453 30,323 8,031 0.48 0.47 27.75
$1,170,529  $104,624 $ 22,280 $1.34 $1.32
Gross Auction Net Net Income Per Share Closing
1998 Auction Sales Revenue Income Basic Diluted S tock Price
1st quarter $ 227,637 $21,229 $ 3,377 $0.24 $0.24 $24.06
2nd quarter 339,219 29,188 8,492 0.51 0.51 26.56
3rd quarter(2) 183,633 13,869 2,004 0.12 0.12 22.13
4th quarter 337,311 30,613 10,961 0.66 0.65 26.94
$1,087,800  $ 94,899 $ 24,834 $ 1.56(3) $ 1.54(3)

(1) Excluding the impact of $2.0 million in withltbhg taxes paid on an intercompany dividend instseond quarter of 2001, net income for
the quarter would have been $8,351,000 ($0.60hmesbasic or diluted) and net income for theyalir would have been $22,054,000
($1.32 per basic share, $1.31 per diluted share).

(2) Net income for the third quarter of 1998 in@schon-recurring income of $1.2 million or $0.07 gleare.

(3) 1998 net income per share on a full year ldms not equal the sum of the quarterly amountausecthe number of shares outstanding
changed significantly in March 1998 when the conypaampleted its initial public offering.
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SHAREHOLDERINFORMATION

ADDRESS

RITCHIE BROS. AUCTIONEERS INCORPORATED

6500 River Road

Richmond, BC

Canada, V6X 4G5

Telephone: (604) 273-7564
Canada (toll-free) 1-800-663-1739
USA (toll-free) 1-800-663-8457
Facsimile: (604) 273-6873
Website: rbauction.com

DIRECTORS AND EXECUTIVE OFFICERS

David E. Ritchie Chairman and Chief Executiv e Officer
C. Russell Cmolik Director, President and Chi ef Operating Officer
Peter J. Blake Director, VP - Finance & Ch ief Financial Officer

Charles E. Croft Director
G. Edward Moul Director

Robert S. Armstrong  Corporate Secretary

MANAGEMENT ADVISORY COMMITTEE

David E. Ritchie Chief Executive Officer

C. Russell Cmolik President and Chief Operati ng Officer
Peter J. Blake VP - Finance and Chief Fina ncial Officer
Robert S. Armstrong VP - Investor Relations and Internet Services

Edward H. Banser VP - South Central Division
Robert K. Mackay Senior VP - Operations
Michael J. Murray Divisional Manager - Northw est Division

David D. Nicholson VP - South Central Division

Michael G. Ritchie VP - Western Canada Divisio n
Roger W. Rummel VP - Southwest & Mexico Div isions
J. Dean Siddle Senior Valuation Analyst

Sylvain M. Touchette VP - Eastern Canada Divisio n
Randall J. Wall Senior VP - Operations

Robert K. Whitsit VP - Southeast Division

INVESTOR RELATIONS

Securities analysts, portfolio managers, investorepresentatives of financial institutions segKinancial and operating information may
contact:

INVESTOR RELATIONS DEPARTMENT

6500 River Road

Richmond, BC

Canada, V6X 4G5

Telephone: (604) 273-7564
Canada (toll-free) 1-800-663-1739
USA (toll-free)  1-800-663-8457
Facsimile: (604) 273-2405



Email: ir@rbauction.com

Copies of the Company's filings with the US Se@esit Exchange Commission and with the Canadianrgégs commissions are available
to shareholders and other interested parties arest@r can be accessed directly on the Internmblattion.com.

ANNUAL GENERAL MEETING

The Annual General Meeting of the Company's shadehn® will be held at 11am on Friday May 24, 200tha Abercorn Inn, 9260
Bridgeport Road, Richmond, B.C.
V6X 1S1.

STOCK EXCHANGE

Ritchie Bros. Auctioneers Incorporated is listedttom New York Stock Exchange and trades undenthdbsl "RBA".

TRANSFER AGENT

Communications concerning transfer requirementdress changes and lost certificates should betdido:
COMPUTERSHARE TRUST COMPANY OF CANADA

Suite 600

530 - 8th Avenue S.W.
Calgary, Alberta
Canada T2P 3S8

Telephone: (403) 267-6807

Canada and USA (toll-free): 1-800-332-0095

Facsimile: (403) 267-6529

Email: philip.menard@computer share.com

Co-agent in the United States:
COMPUTERSHARE TRUST COMPANY OF NEW YORK
New York, NY

AUDITORS
KPMG LLP
Vancouver, Canada
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6500 RIVER ROAD, RICHMOND, BC, CANADA V6X 4G5
TEL: (604) 273-7564 FAX: (604) 273-6873

WWW.RBAUCTION.COM
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