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I hope that this letter finds all South Carolina auctioneers doing well and having a successful summer! Your board of directors and executive services has put together what
we hope to be a very informative and entertaining convention for February, 2018 in Columbia. We have two very knowledgeable speakers for our educational seminars. If you
are not aware, the S.C. Auctioneers Commission voted in May to sponsor our educational
seminars and these seminars will be offered to all licensed South Carolina auctioneers –
free of charge. The funding for our seminars came from the auctioneers recovery fund,
which all auctioneers have paid into – so look at it as a return on your investment!
As a reminder, if I or any board member can be of service to you, please do not hesitate
to call on us. Our contact information is in this edition of THE BID CALLER. Also, as I
stated at the convention in February, we want to hear from you as to what we can do to
make your association stronger. Thank you again for your support and I look forward to
seeing you in February, 2018.
Bob Robeson, SCAA President

Exciting Changes to the 2018 SCAA Convention!
FEBRUARY16-18, 2018
HILTON GARDEN INN COLUMBIA
8910 FARROW ROAD, COLUMBIA, SC 29203
Bid Calling Competition and Fun Auction to be held Saturday night,
night,
February 17, 2018!
Continuing Education classes will be offered at no charge
thanks to the funding provided by the SC Auctioneer Commission
More information will be provided during the upcoming months

Congratulation to Chris Pracht!
New Inductee into the NAA Hall of Fame
Also inducted into the Hall of Fame were J. Steven Proffitt III, posthumously,
Mark Rogers of Mt. Airy, NC and Tom Saturley of Portland, ME
(See Article on Page 3)
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It’s Not To Early!
J. L. Pinckney Scholarship Eligibility
Hall of Fame Eligibility and Nominations
Any student may apply for an award from the Scholarship Fund provided they are currently attending or have been accepted to an accredited college, university, or trade school.
Each student will submit an application for Scholarship Funds using the standard SCAA,
J. L. Pinckney Memorial Scholarship Fund Application along with transcripts from the
previous school year and a 300 word or less summary of why the student feels qualified
for the award. The student should include any special financial or hardship needs in the
summary. The application must be postmarked by the deadline which will be no later than
December 15th of each year. For an application please visit
www.southcarolinaauctioneers.org or call the SCAA office at 919-876-0687.
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Any Member of the SCAA, resident or non-resident, is eligible for nomination to induction to the SCAA Hall of Fame.
Nominations may come from any member of the Association, the family of any member
of the Association, or any community leader on behalf of any member of the Association.
Nominations must be submitted on the Candidate Nomination and Evaluation Form or
facsimile of the form to the current Chairperson of Hall of Fame Committee. Nominations
must be received not later than January 1st preceding the annual convention. For a nomination form please visit www.southcarolinaauctioneers.org or call the SCAA office at 919876-0687.
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J. Chris Pracht Inducted Into NAA Hall of Fame
J. Chris Pracht, IV, CAI, AARE, CES, of Anderson/Camden, South Carolina, was
bestowed high honor at the National Auctioneers Association (NAA) 68th International Auctioneers Conference and Show in Columbus, Ohio, July 11-15. Pracht, a
professional real estate auctioneer and estate specialist, was inducted into the NAA
Hall of Fame during the President’s Gala on Thursday, July 13.
The NAA is the auction industry’s largest trade association with more than 4,000
members. The NAA Hall of Fame inductees are selected by auction industry leaders who have been chosen for the award in prior years. Each recipient is unaware of
his or her induction in to the Hall of Fame, which is revealed in a presentation by a
mentor or close colleague of the recipient. One of four recipients this year, Pracht
was presented the award by Marty Higgenbotham.
During his awe-struck speech, Pracht credited his auction colleagues and the NAA
with helping him re-establish a successful career in the auction industry. “When I
started at CAI (Certified Auctioneers Institute), it brought me back to center. Because I knew I had all of you and I could build the biggest team of experts to back
me in my business,” said Pracht. “You have all helped me in many ways, and I want to continue to give back to this
industry” he added.
J. Steven Proffitt III, posthumously, Mark Rogers and Tom Saturley were also inducted into the Hall of Fame this year.

Attention: All New Licensees
Make plans now to enter the Rookie Bid Calling contest which will be held at the 2018 Annual convention on
Saturday, February 17, 2018. To qualify you must:

1.
2.
3.
4.
5.

Be a licensed auctioneer for two years or less
Be a South Carolina resident
Be in good standing with the South Carolina Auctioneers Commission
Be a current member in good standing with the SCAA
Paid full registration for the 2018 SCAA Annual Convention

----------------------------------------------------------------------------------------------------------------------------------------------Contestants will be evaluated on several categories. Categories are as follows but not limited to:

1.
2.
3.
4.

Presentation
Chant/Voice
Effective Auctioneering
Interview

If you know a new licensee, please invite them to join us in February at the annual convention and be a part of the
rookie bid calling contest. More information and a registration form will be available later on.
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The Auction Process Versus Traditional Sales Methods
As a Real Estate broker and investor, I regularly get frantic calls from brokers and agents whose listings are about to
expire or who have been marketing a property for quite some time with no positive results. The conversation, might go
something like this “I have a great commercial property with a motivated seller, my seller had an appraisal on the property for $2,000,000, so we listed it for that amount and now after six months and three price reductions we are asking
$1,000,000.” My response is usually, “have you considered the auction process.” I normally get the typical comments
about how auctions are a last resort or that they are for desperate owners or banks eager to get a failed property off their
hands. What these traditional real estate brokers do not understand is that by listing a property for a certain price and
then systematically lowering the price because of the lack of activity, potential buyers are being driven to the sideline.
These buyers are in the driver’s seat and just biding time to see “how low will they go?” There is no sense of urgency,
so they delay making a decision.
Depending on the property, I often suggest to the brokers that they consider this alternative approach. The seller has an
appraisal for $2,000,000, establish that number through the marketing campaign and property showings as the value for
the asset. Set the published reserve price at $1,000,000 and advertise that the seller is offering the property for 50% off
of appraised value or asking price. Set the sale date and emphasize the “quick sale” that an auction deadline will
achieve. The auction process of setting a deadline for a decision expresses confidence in a property and in a price and
will bring multiple buyers to the event and hopefully spark a bidding war. Buyers tend to delay making decisions, but
deadlines help them to focus. The more public a deadline is, the more pressure people feel to make decisions. By using
keywords like “bid,” “offer” and “best” in the marketing campaign in conjunction with words like “due” and
“deadline” followed by the date or day of the week to make a decision will drive more activity to the sale. By using a
proper marketing campaign, a substantial number of qualified buyers will inquire about and inspect the property
through the marketing period. This exposure creates and supports the initial desire to buy. To galvanize the transition
from a prospect to a buyer, prospective buyers see others who are also interested. This level of exposure and focus on a
property is often unachievable through conventional listing techniques. An auction commands a necessity for immediate action since prospects recognize they are not buying in a vacuum. With the auction deadline, they know the property will certainly be sold. The interested buyer is motivated to thoroughly investigate the property and act. The fear of
loss becomes a catalyst for immediate action.
At the auction, the auctioneer’s job is to take the minimum bid price and drive the price up closer to the seller’s original
value. If the auctioneer, the broker and their team have done their job of establishing the value of the asset in the bidders’ minds, this process should work effectively. Unlike the traditional approach of lowering the price with no deadline or sense of urgency, the auction process has the reverse effect of raising the price to satisfy the seller’s needs. Competitive bidding creates a dynamic environment where the buyer feels more comfortable because the purchase price is
automatically confirmed as the legitimate market value during the bidding process. This atmosphere of continual revaluation and constant positive reinforcement brings the highest possible price.
Using the auction process offers a validation of marketplace value at the instant of sale. Both buyer and seller recognize that this technique provides the certainty that they need, verification of true market price. In a conventional program, no matter how much prices are reduced or how creative the advertising, an auction program will usually produce
a higher level of interest. In a traditional program, the seller is faced with the dilemma of picking a price which becomes the upper limit of what can be achieved and then negotiating downwards. In an auction, the price is adjusted upwards until the top price is determined.
The auction process may not be the right strategy for all properties but neither is the traditional approach. In evaluating
an asset, the criteria that has been recommended to me over the years for determining whether a property is right for
auction is as follows: A high demand property with a financially healthy seller is the best candidate. A high demand
property with a distressed seller usually works as well as a distressed property with a financially healthy seller. It is
usually difficult to auction a property when both the asset and the seller are distressed. Every scenario is different and
each merit proper evaluation of the asset and appropriate consultation with the seller.
When counseling or advising a seller or a real estate broker consider the above points (summarized in the chart on the
next page) to determine the proper strategy and plan in marketing a property.
Continued on Page 5

3$*(

7+(%,'&$//(5

,668(12,,,$XJXVW

Auction Process vs. Traditional Sale
Focus on your property alone.

Property one of many being advertised and shown.

Results in offers in 60-75 days or less.

May remain on the market for months or years.

Extensive advertising featuring your property.

0LQLPDODGYHUWLVLQJKHDY\UHOLDQFHRQ0XOWLSOH/LVWLQJ
Service.

Buyers act on your schedule.

/LWWOHWLPHPRWLYDWLRQIRUEX\HUV\RXZDLWIRUWKHP

Auction provides the best catalyst to promote buyer
interest.

Price reduction methods used to encourage buyer interest in activity.

Realizes the property’s true market value. No limit on
upside potential.
Eliminates guesswork in determining the asking price of
the property.

Upside potential limited by asking price.

All conditions of sale set in advance, thus eliminating
negotiations.

Seller must negotiate all aspects of sale.

Property sold without contingencies.

Contingencies are common.

All offers are presented to the seller before and during
the auction.

)HZRIIHUVDUHUHFHLYHGPXOWLSOHRIIHUVDWRQHWLPHDUH
rare.

Seller risks overpricing, and thus seeing little interest,
or will under price and accept too little.

Submitted by Gerard “Stick Thibodeaux.
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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.
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Starting a Business - Legal & Financial Considerations
So you’ve got your auctioneer license! Congratulations on that achievement! I still remember my feeling of pride and
joy the day I was notified that I had passed the state auctioneer exam.
Now that you have your auctioneer license and are ready to get to work, you may ask yourself. What do I do now?
This article will examine some legal and financial items you should consider doing before you book that first auction.
These things will be necessary for you to do on your journey from being an individual with an auctioneer license to
establishing an auction company and running it like a business.
Please note that I’m not an attorney or a CPA. My perspective comes from being an entrepreneur my entire life. I
started my first business when I was twenty-two years old. I have started and operated four businesses since then, two
of which I have sold and two which I still own and operate today. I remember when I started my first business how
lost and uncertain I felt about the many things I needed to do and not knowing what I needed to do or how to find out
what I needed to know. Hopefully this article will give you a starting road map so at least you know what your first
steps should be.
Besides determining your area of specialty perhaps the first thing you will need to do is determine the name of your
business. Once you’ve decided on the name you wish to have you will need to check the name availability on the Secretary of State’s website as well as checking to see if the business name is also available as a domain name for your
company website and reserving the name for your use.
The next thing you will do is determine the legal structure of your business. Will you operate as a Sole Proprietor, an
LLC, or some other type of Corporation, or possibly a Partnership? In the past many small businesses were Sole Proprietors, today because of how simple it is, most operate as LLC’s or Limited Liability Corporations. If you decide to
be anything besides a sole proprietor you will apply to the Secretary of State in the state which the business will be in.
Note that if you operate your business in multiple states you may need to file with the Secretary of State in each state
in which you do business. You should strongly consider filing to be an LLC rather than a Sole Proprietor, the process
is simple and can provide important benefits and liability protections. There is virtually no downside to operating your
business as an LLC. Having an attorney guide you through this process can be very helpful.
Once your name registration has been approved by the Secretary of State your next step will be to file with the IRS for
an EIN “Employer Identification Number”. This is the tax number for your business, similar to a social security number for an individual. In spite of its name you will need this number even if you do not plan to have any employees.
When you’re applying for this number you will also need to decide how your business will file its taxes. Evaluating
your tax filing options is beyond the scope of this article, the expertise of a CPA is recommended for this step, your
CPA will also be the person that will help you set up your payroll if you have employees as well as help you determine how the business will pay yourself.
So now that you’ve completed the above steps your business is officially recognized by the State and the IRS and you
will have annual filing requirements with both the IRS and the State Department of Revenue. Don’t forget this, you
need to file even if you’re not making a profit!
Depending on where your office is located you may need to also apply for a local business license with the town or
other local government in which you’re located.
One more license you will need to consider is the Vendor’s License from the state Revenue Department which authorizes you to collect sales tax. If you sell anything besides real estate you will probably need to have a Vendor’s License
and collect sales tax from your buyers and remit the proceeds to the state tax department. In addition to this some
items such as vehicle and livestock auctions may require additional licenses.
Finally after all this you will take a copy of the articles of incorporation from your filing with the Secretary of State
Continued on Page 7
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Starting a Business - Legal & Financial Considerations, Cont.
and a copy of your EIN number and go to your bank of choice and open a business checking account. From now on
you will pay all business expenses with your business funds and personal expenses from your personal funds. For a
number of reasons including, liability, bookkeeping, and taxes it is important to keep personal and business funds separate. If you use a credit card for business purposes this should be a business card which was applied for using your EIN
number rather than your personal social security number.
One more thing you need to do before you conduct any business is make an appointment with your insurance agent to
discuss your insurance needs. If you only sell real estate a local agent may be able to provide a basic Realtor liability
policy, if you sell personal property your insurance needs become more complex and you may find it beneficial to contact an insurance agent that is familiar with the needs of auctioneers. If you will be using your personal vehicle for
business use make sure to communicate this with your agent to ensure you’re covered in the event of an accident while
on business. Errors & Omissions insurance is also recommended although you may find it difficult to get until your
business has been established.
On a personal note while thinking about insurance, don’t forget health insurance for you and your family! If you left a
job that provided health insurance you will now need to pay for your own. Just as with other types of insurance, it’s not
worth the risk of going without.
While you’re doing the above items you should also be contacting an attorney familiar with auction law and hire them
to draft your auction forms that you will need. You will need auction contracts or consignment forms to do business
with your sellers. You will also need terms & conditions for your bidders. There may be other forms needed such as
purchase agreements if you sell real estate. Some new auctioneers cut corners by ordering standardized forms from
auction supply places or shamefully stealing forms from other auctioneers and pasting their name in. It is absolutely
worth spending a little money now to get your own legal documents and get a legal expert to ensure that they’re drafted in your favor and comply with the law. If you take shortcuts here you may find yourself spending much more money later on in court defending yourself and that’s something none of us want to do.
Resist the temptation to just get to work and do these things later on, it is much easier in the long run to start out right
rather than fixing things later that were left undone or not done correctly. This list of things to do may look daunting
but it’s really not that bad, just start in the beginning and work your way through it and you will find in just a short
time you have it all done and ready to go to work.
Submitted by Paul Yoder.

Save the Dates!!
2018 SCAA Convention - February 16-18, 2018
Hilton Garden Inn Columbia, 8910 Farrow Road, Columbia, SC 29203
Rate: King/$109 or 2 Queens/$119 / Reservation Deadline is January 22, 2018
For reservations call 803-807-9000. Be sure to mention you are with the
SCAA to receive the above rate.
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Art 101: Tip for Auctioneers
When is the last time you sold an artwork, and knew anything about it? Or did you just put it on the block as a pretty
picture and hope for the best? Maybe you put a painting in a timed, online auction and watched it go for way more than
you expected and thought to yourself, “uh oh, I probably should’ve contacted an art dealer to see what that was.” Any
of this sound familiar?
When I attended auction school at South Eastern School of Auctioneering, ran by the Meares family, I stumbled upon a
large collection of art that Meares Auctions had amassed over a few years. They conduct a lot of personal property auctions, which means they end up with art, like many of us do. But unless you are specifically an art auction house, none
of us really know what to do with “grandma’s old painting from her dining room”. If it doesn’t sell in the personal
property auction, it finds its way into the back of your warehouse, just taking up space. Larry Meares learned that I was
an art dealer in my previous life and hired me to lot and tag his collection to get it ready for an online auction. He was
finally able to get rid of some of it. Especially that one modern piece that he said “looked like someone forgot to paint
the rest of it.”
Global art sales in 2016 were 45 billion dollars. The U.S. market was 11.66 billion of that. Now I’m not saying that
you are going to find a long-lost Rembrandt in Aunt Martha’s attic, but you never know when you will find a treasure.
It’s best to be prepared. I’m going to give you a crash course in the kind of art that I have seen end up at auction houses, so maybe the next time an artwork comes across your block, you can impress the little old ladies in the front row.
With just a basic understanding, you can identify and collect information on a lot of the artworks that you see every
day.
Etchings Are Everywhere
They look kind of like pencil drawings. You’ve seen them before because almost all of us have auctioned off a Wallace
Nutting etching at some point. Some of you probably did and didn’t know it. I’m not sure why, but my grandma’s generation sure love that guy. He was well known for his photographs which he made prints of, but also prolific in the medium of etching. Easily identifiable, an etching will have a slight border indentation around the outside of the print itself called a “plate mark”. This comes from the copper plate being run through a heavy press to transfer the ink from
the plate to the paper. They can be worth $200 to a few thousand depending on the artist. Don’t confuse them with steel
plate engravings. You can identify these because they usually have some sort of writing on the artwork in the lower
center, as if it came from a book. They are a dime-a-dozen and worthless.
Lithographs Are Lovely
An original lithograph created by famous master artists like Marc Chagall or Joan Miro would’ve been created on a
Bavarian limestone. Today, artists use various mediums — from zinc plates to acetate sheets. The artist draws on a
limestone slab or a zinc plate with a grease crayon. Water is spread over the stone and covers only the undrawn areas.
Ink is rolled over the stone, adhering only to the greasy lines drawn by the artist, not the areas covered by the water.
The final lithograph is a result of printing from several stones or plates drawn separately, one for each color in the image. These works are identifiable because of softer colors, borders with blurred and smooth edges, lightly raised areas,
and miss-aligned printing of colors. Keep an eye out for these works. All the great master artists of the 20th century created lithographs, either as individual artworks or in book editions. They can be worth anywhere from $1,000-$100,000
if you stumbled upon a signed Chagall litho.
Giclées for Days
The most modern art form for print creation is the giclée. The word giclée (pronounced “ghee-clay”) is a French term,
which literally translates into “spraying of ink.” The original artwork is digitized and the scan of the original art is
stored in a computer file. The computer is the controlling element of a highly-specialized precision ink jet, which
sprays several million droplets per second onto paper or canvas mounted on a rotating drum. Let me break this down
for you — it’s art printed on a giant Epson printer. Almost anyone can do it, and therefore they are everywhere. If it
simply looks like a print on canvas, chances are it’s a giclée. They can range in price from $100-$3,000.
Continued on Page 9
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Art 101: Tip for Auctioneers, Cont.
I didn’t go into detail about paintings or other print-making forms like woodcuts, serigraphs, engravings due to the
length of this article. You’ve probably all seen many of these types of artworks frequently. This was a crash-course, but
I have a decade in the industry. You can’t learn it all from a few articles. If you don’t know what you have, reach out to
someone who may know. I’ve helped many auctioneers that are just looking to get a valuation or the client thinks they
have a treasure. Recently I helped a fellow auctioneer whose client thought they had a painting by a wildly successful
American artist. If genuine, it would’ve been worth anywhere from $300,000 – $1.2 million (the artist’s highest auction
price). I contacted Sotheby’s, Christies, Bonham’s and Morris and Whiteside locally in SC. Unfortunately, we had a
dud, but can you imagine the commission on that bad boy?!
Finally, I’ve perused around on Proxibid and have seen mislabeled artworks more times than I can count. It may be a
simple mistake to you, but it matters to the collector. Misinforming collectors can lead to lawsuits, even if it were unintentional. Ask for help. It could save you time, money and your reputation.
Submitted by Daniel Lyles

Tony Adams, Long Time Member, Passes Away
Memories Shared
Tony and I connected at an SCAA Convention several years ago after he suffered a stroke, he
invited me to one of his monthly auctions at Adams Auction Gallery in Elloree.
Cheryl and I went and had a great time. I learned a lot about how to set up an auction in a previous textile mill with two simultaneous sales and called a few bids. That week Tony asked if I
could come and help at the next sale, which I did. I worked with Tony, Forrest Smith, Mike and
others. Those were great community sales that were great fun for several years. Tony knew everyone in the area and knew how to handle most every situation, he was tough and yet understanding. Vicki held everything together and was not afraid to speak her mind. I suggested starting at
10 am on Saturday instead of 1 pm and instituting bid floors.
Tony would always listen to ideas and make good decisions. He had a wealth of product
knowledge too. We laughed a lot along the way. As his health deteriorated, it became tougher. He fought through two ill-fated attempts to sell the auction business and ended up spending
more time on his Lake Marion rental business and winding down and closing the Gallery. Vicki
told me he worked the entire day on the day he passed. Tony continued to help provide great
advice and real estate leads to me right up to the end!
Good memories of a great guy who helped me be a better auctioneer! Great knowing that he is in a place now where he
doesn't have to drag that oxygen bottle around anymore. God bless Tony and Vicki.
Submitted by Merle Sharick

Tony Adams graduated from Southeastern School of Auctioneering in 2001. He owned and operated Adams Auction
Gallery in Elloree, SC until his recent death. He served a number of years on the Board of Directors for the South Carolina Auctioneers Association. Southeastern School of Auctioneering has conducted CE seminars at Adams Auction
Gallery for the past 15 years. Tony will be sorely missed in the auction profession.
Submitted by Lanny Balentine
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Dixie Benca
McGee’s Real Estate & Development
Santee, S.C.
864-261-6401

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

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

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

Mike Harper
Harper Auction &
Realty
Mt. Pleasant, S.C.
843-729-4996

David Meares
Meares Auction
Group
Pelzer, S.C.
864-444-1322

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

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

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

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

Jeffrey Messer
Great Western
Auction
& Appraisal
N. Myrtle Beach, S.C.
214-957-1910

Russell Brown
Brown & Company
Winnsboro, S.C.
803-718-0911
Thomas Crawford
Ultimate Benefit
Auctions
Mt. Pleasant, S.C.
843-345-1573
Donald Dukes
Dukes Auction
Group
North, SC
803-247-2776

Johnny King
Johnny King
Auctioneers
Ware Shoals, S.C.
864-456-7141
Rodney Lee
R.H. Lee & Co.
Auctioneers, Inc.
Ridgeway, SC
803-337-2300

Jake Ohlinger
Ohlinger Auctions
Greenville, S.C.
864-918-7572
Gene Patrick
Belton, S.C.
864-338-5720

Chris Pracht
Chris Pracht
Auctioneers,
R & A, LLC
Anderson, S.C.
800-877-3044

Homer D. “Billy”
Shaw
H.D. “Billy” Shaw
Auctioneer
Leesville, S.C.
803-315-5273

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

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

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

Henry M. Stanley III
Stanley & Son, Inc.
Chillicothe, S.C.
740-775-3330

Ed Roumillat
CSC Liquidators
Charleston, S.C.
843-766-8899
Merle Sharick
High Bid Auctions
Prosperity, S.C.
803-422-8460

Mark Taylor
Taylor Auction
Douglas, GA
912-345-7342
Gerald “Stick”
Thibodeaux
Stick Realty
Services
Columbia, S.C.

803-730-6146

Jennifer Upton
Martin & Martin
Auctioneers
Pelzer, S.C.
864-947-7888
Mark Walker
RSM Auctions LLC
Pelion, S.C.
803-622-0726
Lawayne Weaver
Hopecrest Auction
& Sales
Blackville, SC
478-244-0021
David Yoder
Fair Play, S.C.
864-972-3016
Paul Yoder
Yoder & Yoder LLC
Seneca, S.C.
864-280-7192

