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The Bid Caller is the official
newsletter of the South Carolina Auctioneers Association.
This newsletter is published
by the SCAA as a service to
its members and supporters in
the auction industry. Suggestions are welcome for articles
in future editions.

I am honored to be serving as the President of your South Carolina Auctioneers Association for 2017. For those of you that do not
know me, I was born and raised in Chesterfield,
South Carolina to the late W.F. “Bill” and Peggy Robeson. I am married to the former Karen
McLaughlin of Bethune, and we have one son,
Conner, a sophomore at Chesterfield High
School. I am a 1986 graduate of Chesterfield
High School, Coker College (BS in business
management), and the Mendenhall School of
Auctioneering. In September, 1989, I was licensed as an auctioneer in South Carolina. I
currently hold auctioneer licenses in both Carolinas.
For those of you that do not know, I was elected Coroner of Chesterfield County
in 1992, and served for 10 years. I was at that time a member of the Chesterfield Rescue
Squad and I am still an active member (24 years) of the Chesterfield Fire Department.
As far as my career in the auction industry is concerned, I started right out of auction school working for the late I.F. Plyler at Union County Livestock Auction in Monroe,
NC under the instruction of the late Stanley O’Neal. In 1996, I purchased the Darlington
Livestock Market and operated it for 15 years. I have since sold the business to auctioneer
Donnie Poplin. We continue to conduct equipment, estate, business liquidations, and real
estate auctions as Bob Robeson & Associates Auctioneers. I want to thank my wife Karen
and my staff for our success and their patience with me.
With regard to the SCAA, if you are not currently a member, please consider joining. We have great educational opportunities at our annual convention along with good
fellowship and good learning experiences from listening and networking with other auctioneers. Our conventions are a great time to put aside the competitiveness of our industry
and take time to learn about what’s going on in our profession. This is also a great opportunity to consider joining NAA, if you’re not
already a member and take advantage of its
educational programs, etc.
Again, thank you for the opportunity to
serve as your President. If I can be of service
to you, please feel free to contact me. The contact numbers for all of your board members are
on the SCAA’s website, southcarolinaauctioneers.org. Thank you and my family and I
wish for you a prosperous and healthy 2017.
Top Picture: SCAA President, Bob Robeson
Bottom Picture: President Bob Robeson presents gavel to outgoing President, Rafe Dixon.
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STATEMENT OF PUBLISHER
THE BID CALLER is the oﬃcial
publication of the South Carolina
Auctioneers Association. Readers are
invited to submit manuscripts, which
preferably would be limited to 2,000
words or fewer in length. THE BID
CALLER’S advertising policy attempts
to conform its advertising to business
endeavors. Products or services
advertised in THE BID CALLER are not
directly or impliedly endorsed by the
SCAA. The views and opinions implied
or expressed herein by authors and
advertisers are not necessarily those of
SCAA, the editor or the publisher, and
no responsibility for such views will be
assumed. This newsletter is provided
with the understanding that opinions,
instructions and advice provided by
contributing authors and editors are
those of such authors and editors and
not of this publication. Neither the
publisher nor the editor is engaged in
providing professional opinions of any
nature. If technical or professional
advice is required in any aspect of your
business, we encourage our readers to
seek professional services. THE BID
CALLER publication may refuse to
accept any and all advertising or articles it believes to be false, ﬁctitious or
misleading.

AD COPY AND ARTICLES
MAY BE SUBMITTED TO:
THE BID CALLER
Elaine Christian, Publisher
PO Box 41368
Raleigh, NC 27629
919-876-0687
Fax: 919-878-7413
Email: elaine@execman.net
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’17 Board of Directors UPCOMING EVENTS
President
Robert Robeson
PO Box 206
Chesterﬁeld, SC 29709
843-623-6187
bkcrobeson@shtc.net

Director 2019
Danny Allman
409 Black Friars Road
Columbia, SC 29209
803-566-5601
dallman98@yahoo.com

Secretary/Treasurer
Bryan Hope
PO Box 431
Ninety Six, SC 29666
864-377-1479
bhopen96@yahoo.com

Director 2019
Paul Yoder
PO Box 1439
Seneca, SC 29679
864-280-7192
paul@yoderauction.com

Director 2018
Daniel Lyles
111 Grand Hollow Road
Easley, SC 29642
864-915-5096
dan@danlylesauctions.com

Immediate Past
President
Rafe Dixon
1560 Alice Drive
Sumter, SC 29153
803-774-6967 (Oﬃce)
rafe@jrdixonauctions.com

Director 2018
Gerard “Stick” Thibodeaux
117 Duck Pond Road
Columbia, SC 29223
803-730-6146
stickthibodeaux@gmail.com

April 15, 2017
Auctioneer Day

May 1, 2017
The Bid Caller Ad Deadline
Submit materials to
home office.
July 11 - 15, 2017
NAA Convention
Columbus, OH

WE HAVE AN UPDATED
WEBSITE!
Check out our new website!
If you need your username and
password, please email
elaine@execman.net and it will be
forwarded to you. Once you have this
info, you can go into your personal
information and update it any time you
need to.

RATES OF ADVERTISEMENT
Annual Booster
$30 per year (four issues)
Annual Sponsor
$100 per year (four issues)
Business Card Ad
$25 per issue/$100 per year
Quarter-page Ad
$50 per issue/$200 per year
Half-page Ad
$100 per issue/$375 per year
Full-page Ad
$150 per issue/$550 per year

PUBLICATION DATES
Article and ad deadlines:
FEBRUARY 1
MAY 1

AUGUST 1
NOVEMBER 1

Any and all SCAA members are
encouraged to send information on
past or coming events they have
conducted or news articles that
would be of interest to other members. Please send proﬁles of members who you feel deserve to be
highlighted in our publication.

The 2017-2018 SCAA Board of Directors was sworn in by David Whitley on February
18, 2017 at the Annual convention. Pictured left to right: Daniel Lyles, Stick
Thibodeaux, Paul Yoder, Bryan Hope, Bob Robeson and Rafe Dixon. Not pictured
Director Danny Allman
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2017 Annual Grand Champion Auctioneer
The 2017 Bid calling contest, sponsored by Martin &
Martin Auctioneers, paid $1000.00 to winner Randy Ligon.
Daniel Lyles took the second place trophy and Paul Yoder
took third. Our new division, the George W. Martin Veteran
Division, was won by David Taylor and paid $500.00 for his
victory. The rookie division was won by Robert Barnes.
Thanks for all the interest in the contest.
A big thanks goes to the Martin & Martin Auctioneers for their
sponsorship and interest in the growth of our association.
Pictured Left to Right: Paul Yoder, Bryan Hope,
Jennifer Martin Upton, Randy Ligon, Daniel Lyles and
Robert Barnes.

From Past President Rafe Dixon
Congratulations to all South Carolina Auctioneers on our successful annual meeting. We had a successful convention with
some great continuing education, a fun auction and championship, and a really nice awards banquet. A special thank you to
the outgoing officers, David Meares & David Yoder for their
service to the association, and congrats to our new officers, Bob
Robeson as President, Daniel Lyles and Danny Allman,
Directors.
Thank you to all of the association members for the honor and
opportunity to serve as President. We met some challenges head
on, and I believe we have “right-sized” our Board Structure to
work efficiently in the future. I encourage all to get involved
with your association, and let your Officers and Directors know
when you have questions or concerns, but mostly to encourage
them!
Thank you again for allowing me to serve you!

Pictured Top Right - NAA Rep. and Speaker David Whitley at the banquet which was held Saturday night
Pictured Above Left - Rafe Dixon presents gavel to past president David Meares
Pictured Above Right - Rafe Dixon & Jennifer Martin Upton at the advertising awards ceremony held Saturday night.
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Marketing 101: Three Tips for Auctioneers
I was at the SCAA convention in late February and I heard
David Whitley of the NAA mention “your clients are getting
older and your usual front-row bidders aren’t coming around
much anymore.” As auctioneers, I think a lot of us may be
watching our clientele slowly dwindle away and it may be
causing a little panic. It got me thinking about how to reach a
younger generation. A lot of you may be wondering the same
thing?
I’m 36 years old and I’ve been in the auction industry since I
was 25. I never had a mentor in the business. I didn’t grow up
in an auction house. As far as I know, none of my family had
ever been to an auction before they came to one of mine. I just
fell into it. Now I am licensed in North and South Carolina
and conduct benefit auctions on the weekends. Becoming an
auctioneer—--and attending auctions— seems to be a family
business. What happens when the family doesn’t want to take
over the business? Or much like me, you don’t grow up going
to auctions?
Let me start with a few credentials so you don’t think I’m just
blowing smoke. I work full time for a fully integrated marketing agency in Greenville, SC. Michelin has been our biggest
client since the late 80’s. I have about 13 clients that I manage, helping them with every part of a marketing plan from
brand strategy to media buying, web design, SEM and SEO.
Am I losing you with the acronyms yet? Hang tight and I’ll
explain.
Here are a few tips to reach that younger generation and hopefully increase attendance at your events.
Make Your Website Responsive: I’ve visited auction websites and some of them look pretty rough. I’m not saying mine
is the best, but at least it is mobile responsive. What does that
even mean? A responsive website automatically changes to fit
the device you're seeing it on. Typically there are four general
screen sizes that responsive design has been aimed at: the
desktop monitor, the laptop, the tablet and the mobile phone.
Did you know that Google now penalizes you if your website
isn’t mobile-responsive? That means if someone does a basic
Google search using key words that should send them to you,
and your website isn’t mobile-friendly, it could drop you below someone who has a more up-to-date website. Most templated designs are now built to be responsive. Even the new
SCAA website has caught up with the times!
Videos Increase Conversions: Cisco Systems in Silicon
Valley develops, manufactures, and sells networking hardware, telecommunications equipment, and other hightechnology services and products. Their studies show that in 2
years, 70% of content consumed online will be video. Are you
prepared for this? You should have a sizzle reel of your auction to show how much fun it can be. You should have testimonials of happy clients and bidders. Have you thought about

creating video content for what you specialize in? How much
more likely is a bidder going to be interested in a firearm, real
estate or construction equipment that you have for sale, if they
watched a tutorial with you talking about it? When you sell an
antique automobile or a diesel tractor, what do people want?
Do they want a photo of the old rusted grill? Or do they want
to hear it run? Are you sending out emails or eblasts to your
clients? Did you know that just mentioning the word ‘video’
in the subject line increases your open rate 15%? There are
lots of questions here but only one answer—use video.
Print is Dead, Go Digital: Ok, so I know that some people
still enjoy receiving mail, especially older clients. So don’t do
away with your print. Just sprinkle in some digital marketing
for that younger generation. I could blow your mind with digital marketing. Have you ever been on lowes.com looking for a
new skill saw and then went to check your email on another
page and had an ad pop up with that same skill saw in it?
That’s digital marketing. Every person that uses the internet
has an online profile. Every time you visit a website, that
website drops a ‘cookie’ on your computer. I’m not talking
about delicious chocolate chip. A cookie is a small piece of
data sent from a website and stored on the user's computer by
the user's web browser while the user is browsing. It tracks
your shopping history, things you look at, websites you spend
more time on than others and creates an online profile for you.
It knows if you are a man or woman, your approximate age
range, if you are married, have kids, etc. I know scary right?
It’s some weird NSA-type stuff going on here. The good news
is you can use that to target your own clients. I’m not going to
get into SEM or SEO. Google it or call me if you want to
learn more. If you want to get some real bang for your buck,
try Facebook advertising. You can set your budget and get as
granular as you want to go. Having a firearm auction? You
can set your ad up to only be served to males, 35-55, who live
30 miles from your auction house and have specifically
‘liked’ keywords such as “Browning, Smith and Wesson,
Glock, Ruger, etc.” Use keywords for whatever firearms you
are selling. The best part is, after setting your budget, that ad
will get ‘served’ to all of these guys who will see it pop up on
the side of their pages as an ad, but you only pay for the ones
who actually click on it. That’s the difference between
‘impressions’ vs. ‘clicks’.
So, there you have it. That’s three easy things to get you started. None of these cost a lot of money and could make a world
of difference to your bottom line. If you just need some basic
marketing help like a new website, logo, Google adwords or
some good photography, there are tons of free-lance marketers out there. You don’t have to work with an advertising
agency to gain access to these things. Hopefully this will help
you grow your business and reach the next generation of bidders.
Submitted by: Daniel Lyles, SCAA Board of Directors







Insert Bid Wrangler Ad Here
THE FULL SPECTRUM
We’ve built a BIDDING PLATFORM with mobile in mind — without abandoning the desktop.
We make sure your bidders can participate in your auctions from wherever suits them best.
With your own BidWrangler app, you can capture bids for your LIVE and TIMED auctions from
just about anywhere. When you add push notifications and full integration with our responsive
WEBSITES, connecting with your bidders couldn’t be easier.

Full device compatibility >
< Private label graphics >
< Outbid push notifications >
< Superior user experience >
< Real-time bidding information >
Staggered close, auto extend & more
<

<

>

John Nicholls: “We’re thrilled with the service and quality of product that BidWrangler
provides. We constantly get compliments on our website, as well as comments on
the ease of use for our bidding app. The BidWrangler team is filled with top notch
professionals who are the best at what they do; however, what separates them
from any other auction technology provider is their service after the sale.”

FIND OUT MORE ABOUT bw LIVE / bw TIMED / bw WEBSITES @ BidWrangler.com
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2017 South Carolina Auctioneers Hall Of Fame
David Meares of Pelzer, SC was inducted into the South Carolina Auctioneers Hall Of Fame on Saturday, February
18, 2017 in Columbia, South Carolina.
David is the president of Meares Auction Group and has been an
auctioneer for over 35 years. He is also a past president of the
SCAA and the 2004 South Carolina Bid Calling Champion.
Congratulations David! Well earned and deserved!
Pictured Right: David Meares and Joe Burns

S C A A Jo bs & Re so urc e B o a rd
Looking for ways to use your auctioneering abilities? Looking for assistance from an auctioneer or ringman? You are
at the right place! Use the SCAA Jobs & Resource Board to expand your marketing power throughout the state of
South Carolina! The SCAA Jobs & Resource Board is for members only — AND IT’S FREE! To post on the board,
submit your posting information to the SCAA office by email (elaine@execman.net), fax (919-878-7413), or mail
(SCAA, PO Box 41368, Raleigh, NC 27629).
Looking for work? Please include your name, phone number, region, times available and skill set.
Looking for help? Please include your name, phone number, location of auction, date and time and skill set needs.
Renewal may be by phone or email if there are no changes. You must notify SCAA before each magazine issue if
you wish to renew for the upcoming issue. Contact information: 919-876-0687 or elaine@execman.net.

Name

Phone/Email

Mike Harper

Location

Available

Jobs

843-729-4996
Southeastern U.S. and
mike@harperauctionandrealty.com beyond. Licensed in S.C.,
N.C., Ga., and Fla.

Anytime

Ringman for real estate or
heavy equipment.

Johnny Odom

803-460-4955
odomauction@ftc-i.net

Can work statewide.

Anytime

Can call, ring, show, clerk.
30 yrs. exp.

Darron Meares

864-444-5361
Anywhere in the U.S.
Darron@MearesandAssociatesLLC.com

Anytime

Auction Technology And
Online Auction Resources
Consultation/Management

Jake Ohlinger

864-918-7572
2jake@ohlinger.com

Upstate South Carolina

Anytime

Bid Calling & Ringman

Bryan Hope

864-377-1479
bhopen96@yahoo.com

Anywhere in U.S.

Anytime

Auctioneer/Ringman, Real
Estate











http://southcarolinaauctioneers.org/



Minimum Age: 18
Aenei euie: Yes
BningInuane euie: $100 to recovery
fund
Lienue Pei: Two years, expires June 30
nnuing uan euie: Yes, eight hours
every two years
mmiin ntat: www.llr.state.sc.us/pol/
auconeers
2017
SCHEDULE
FEB. 4 - 12
JUNE 3 -11
OCT. 7 -15

eiang tate
Alabama
Florida
Georgia
Indiana
Kentucky
Louisiana
Mississippi
North Carolina

Ohio
Pennsylvania
Rhode Island
Tennessee
Texas
Virginia
West Virginia
*
ylSCAAThe Bid Caller

SCAA
PO BOX 41368
RALEIGH, NC 27629
FORWARDING SERVICE REQUESTED

SCAA | 919-876-0687 | 919-878-7413 (FAX) | WWW.SOUTHCAROLINAAUCTIONEERS.ORG

THANK YOU, BID CALLER BOOSTERS!
Dixie Benca
McGee’s Real Estate &
Development
Santee, S.C.
864-261-6401

Christopher Easler
Southeastern Auction
Sales
Chesnee, S.C.
864-578-5045

Rodney Lee
R.H. Lee & Co.
Auctioneers, Inc.
Ridgeway, SC
803-337-2300

James Blocker
JG Blocker Auction
& Realty
Walterboro, S.C.
843-538-2276

John T. Henry
John T. Henry
Auction
Conway, SC
843-365-2637

T. Randolph Ligon
The Ligon Company
Rock Hill, S.C.
803-366-3535

Glen Brooks
Pawleys Island, S.C.
864-379-1011

Dorothy Hipps
Village Crest Antiques
Ware Shoals, S.C.
864-456-7612

Gwen Bryant
Bryant Auction
& Real Estate
Florence, S.C.
843-617-8449

Bryan Hope
Bryan Hope Auction Co.
Ninety Six, S.C.
864-377-1479

Carroll McGee
McGee Auction Co.
West Columbia, S.C.
803-739-0550
David Meares
Meares Auction Group
Pelzer, S.C.
864-444-1322

Rafe Dixon
J.R. Dixon Auctions
Sumter, S.C.
803-774-6967

Jimmy Johnson
Auction Services Ltd
Anderson, S.C.
888-783-1495

Larry Meares
Southeastern School
of Auctioneering
Pelzer, SC
864-444-1321

Donald Dukes
Dukes Auction Group
North, SC
803-247-2776

Johnny King
Johnny King Auctioneers
Ware Shoals, S.C.
864-456-7141

Chris Pracht
Chris Pracht Auctioneers
Anderson, S.C.
800-877-3044

Robert Robeson
Bob Robeson & Associates
Chesterfield, S.C.
843-623-6187

Rachel Smith
Carolina Auction Team
Spartanburg, S.C.
864-597-0784

Jon Rogers
Rogers Financial Group
Piedmont, S.C.
864-250-1376

Gerald “Stick”
Thibodeaux
Stick Realty Services
Columbia, S.C.

Ed Roumillat
CSC Liquidators
Charleston, S.C.
843-766-8899
Merle Sharick
High Bid Auctions
Prosperity, S.C.
803-422-8460
Homer D. “Billy” Shaw
H.D. “Billy” Shaw
Auctioneer
Leesville, S.C.
803-315-5273
Jim Smith
Carolina Auction Team
Spartanburg, S.C.
864-597-0784

803-730-6146
Lawayne Weaver
Hopecrest Auction
& Sales
Denmark, SC
478-244-0021
David Yoder
Fair Play, S.C.
864-972-3016
Paul Yoder
Yoder Auction Co.
Seneca, S.C.
864-280-7192

