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Russell Kaplan - 
a trusted name 

in auctioneering
Going, going, gone are the days 

when putting goods on auction was 
the last option.

Traditional auction tips
An auction is defi ned as a public sale of  goods or property in which 

prospective purchasers bid until the highest price is reached.

RUSSELL’S AUCTIONS have 
proved to be the top choice for 
reaching top prices. Revolution-
ising the antiques and collectable 
auction world, he has created 
a fun, funky and vibrant atmos-
phere, delighting sellers with seri-
ous record-breaking prices.

Interesting and unusual furni-
ture, art, jewellery and objects 
and items, feature at Russell’s 
monthly Saturday auctions. And 
there’s a general household 
goods auction on the Friday be-
fore the Saturday antiques sale. 

Got something to sell? Not 
sure what it’s worth? Russell 
has the expertise, excellent 

reputation and depth of experi-
ence to give you to an accurate 
valuation.

Viewing times: All day on the 
Thursday and Friday prior to 
the Saturday sale and late night 
viewing on the Wednesday from 
17:00 - 19:00. 

Get the best prices for your 
goods. Get the dates for up-
coming auctions.

Contact Russell Kaplan on  tel 
+21 11 789 7422 or on cell
083-675-8468.

Or pop in and see him on 
the corner of Garden and Allan 
Roads, off Jan Smuts Avenue, 
Bordeaux.

Why are goods sold at auction?
There are several reasons why goods 
may be sold at auction and it is impor-
tant to know why the goods are being 
sold and where they came from; this 
information can be found by consulting 
with the auctioneers before the sale or 
it may be stated in the catalogue of lots 
relating to that auction sale. 

How does an auction work?
When you arrive at the auction site you 
may need to register with the auctioneers 
in order to obtain a bidding number. The 
information required is usually your name 
and address and you may also need to 
pay a returnable deposit. You should be 
familiar with the registration requirements 
for the particular auction before you ar-
rive, in case a large deposit is required.

If you have not viewed the lots for 
auction prior to the auction day, you will 
need to allow yourself time to inspect 
your prospective purchases before the 
auction starts, if this is allowed. Some 
auctions may not allow you to view the 

lots other than in the specifi ed viewing 
dates and times. With some “catalogue” 
auctions you may not be allowed to view 
the lots after the auction has started. 

When a lot you are interested in bid-
ding on comes up for sale, the auction-
eer will announce the lot number (either 
found in the catalogue next to the item 
or placed on the item during the view-
ing period) and give a brief description 
of the item usually tied to the description 
given in the catalogue.

A starting bid will be suggested by the 
auctioneer and usually bidding will start 
below this price, so do not assume the 
auctioneer’s starting bid is the lowest 
price available. If the item has a reserve 
price the auctioneer will often start the 
bidding above this price and reduce the 
start bid towards the reserve price until a 
bid is made. The auction catalogue will 
usually display a guide price for the item 
which is above the items reserve price.

You are free to start bidding at any time 
after the auctioneer has announced the 
starting bid. Some auctions, especially 

liquidations, bankruptcies and receiver-
ship, have no reserve prices, so give it a 
little time before you start your bidding. 
If there are no other bidders, your fi rst 
bid may be the price you pay.

When bidding, it is usual to get the 
auctioneer’s attention by raising your 
hand or making some other clear ges-
ture to the auctioneer, followed by the 
amount you wish to bid if different to the 
auctioneer’s announced price.

Now you have started bidding; the 
auctioneer will return to you every time 
the bid is against you to see if you wish 
to raise your offer. A clear shake of the 
head will indicate to the auctioneer that 
you do not wish to continue bidding.

Bids go up in steps controlled by the 
auctioneer and until the bid nears the 
assumed fi nal price, a bid of less than 
this amount will not usually be taken.

If your bid is the fi nal bid and the price 
reached is above the item’s reserve 
price, you have been successful in your 
purchase.

Continued on page 18
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Auction Alliance revolutionises 

auctioneering industry
Since the company’s inception in 1992, Auction Alliance has trans-

formed into an organisation that has revolutionised an industry. 
RAEL LEVITT, CEO of Auction Alliance, has been 
in the auction business for almost two decades 
and facilitated the paradigm shift that saw auc-
tioneering emerge from the shadows and estab-
lish itself as a strategic investment platform. 

Today, Auction Alliance continues to create 
wealth, value and opportunity for their clients 
through making auctions a fi rst choice method 
of investment and sale. With a relentless com-
mitment to achieving results for both buyers 
and sellers of valuable assets, the company has 
continued to break all records and set industry 
standards while keeping their clients ahead of 
the game. 

Auction Alliance, now offers a full suite of auc-
tion, sales and services across four key asset 
sectors throughout the country. Over the last 
20 years, the company has become skilled at 
identifying the value of any given asset, and 
monetising that through disposition, acquisition 
or fi nancing. 

The four fully integrated, yet independent, 
specialised divisions under Auction Alliance are:

• Residential
• Commercial
• Capital assets
• Agricultural assets 
The company has created an ultimate trading 

platform, becoming a preferred partner to lead-
ing investors, corporates and private individuals. 
Through continuous innovation, market intel-
ligence, people and leadership, it has fi rmly en-
trenched its reputation as a market maker and 
a market leader. 

Innovation
To remain  “ahead of the game” Auction Alliance 
has established itself as a market innovator and 
continues to lead the market through its inno-
vative products and through providing winning 
solutions for both buyers and sellers.

Through various strategic mergers and part-
nerships, the company has managed to gain 
valuable industry knowledge and expertise. It 
was these elements that allowed Auction Alli-
ance to introduce other industry-changing in-
novations to the market place. 

Comments Levitt:  “Creating a vision, identify-
ing new markets, new market trends and new 
business opportunities, is our passion. Turning 
all of these into reality is gratifying, especially 
when that reality involves helping clients be-
come successful.”

Its innovations are now regarded as indus-
try best practices  and in spite of conducting 
southern Africa’s highest number of auctions in 
both value and volume, Auction Alliance is not a 
company to rest on its laurels. 

The brand’s achievements include a long list 
of international and local awards spanning an 
array of business and marketing categories. Of 
particular pride to the brand, was growth of 600 
per cent over a period of fi ve years.

People and leadership
The group believes people and relationships are 
crucial to the success of any company. Adds 
Levitt: “Building relationships is key to our suc-
cess and will always be an essential aspect of 
how we conduct business.” 

Each team member has found a place where 
they are inspired to be the best they can be. To-
gether they make a formidable team boasting 
many years of success.

“One of our successes was fi nding the right 
people who became auction missionaries. They 
convinced the market that auction was indeed 
a fi rst choice method of sale.”  

Auction Alliance continues to achieve record prices for its customers 
year after year due to the experience gained over the past 20 years in the 
industry.

Trusted long-term partners
Auction Alliance’s clients regard them as a reliable and trusted long-term 
partner. One of the company’s most cherished values is that they exist for 
their clients and that they are ranked at the top of the organisation.

With a history of stimulating markets, best-of-breed team members, an 
extensive footprint, superior market intelligence, and decades of experience, 
Auction Alliance is committed to keeping clients ahead of the game and is 
well on track to achieving its strategic objective ñ to fi nd superior solutions 
for its clients through an uncompromising determination to achieve excel-
lence in everything it undertakes.

Above: CEO Rael 
Levitt briefi ng 
his team at an 
auction.

Left: A capacity 
crowd attending 
an auction at the 
Southern Sun, 
Grayston Drive.
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Lower interest rates make car and 
truck auctions more attractive

IN SPITE of the fact that the Reserve 
Bank has decided to keep interest 
rates at their current levels, the pre-
vious fi ve cuts in rates have injected 
new life into already booming car and 
truck auction markets according to 
leading players, Park Village Auc-
tions.

That partly explains the excellent 
demand at recent truck and vehi-
cle auctions, where near sell-outs 
of stock have been achieved, says 
PVA’s Clive Lazarus. 

His sentiments are echoed by Op-
erations Manager LeRoy Augustyn, 
who is chiefl y responsible for truck 
sales.   

Lazarus says the lower cost of fi -
nancing vehicles is now reinforcing 
an improved business climate in gen-
eral.

That sets the scene for the next 
PVA auctions  
• August 4 - Prolecon (cars) 
• August 11 - Martindale (cars)
•  August 17 - Benrose (cars) (non-

runners and scrap)
• August 18 - Prolecon (cars) 
• August 25 - Martindale (cars)
•  August 26 - Nasrec (truck and trail-

ers) 
Adds Lazarus: “I’m not suggest-

ing that we are out of the economic 
woods, but there are signs that busi-
ness in general is getting to grips 

with the quieter conditions and it’s 
truly impressive that for most auction 
lots that come up for sale, there is a 
buyer. 

“Also, the economic indicators in 
respect of aspects such as consumer 
confi dence, fi xed investment trends, 
company and personal liquidations 
and demand for credit business, is 
gathering momentum.

“However, there remains a wariness 
about debt and a determination to re-
main as liquid as possible, all of which 
bodes well for the auction market in 
general and the car auction market 
in particular in that both private and 
corporate bidders are reluctant to 
commit themselves to heavy debt 
and are seeking ways of meeting their 
transport needs as cost-effectively as 

possible.
“What continues to impress us is 

the steady demand for auction vehi-
cles of all kinds and in all price rang-
es.  

“Now, however, as it becomes 
easier to fi nance auction vehicles due 
to lower interest rates, we anticipate 
a further uptick in demand for quality, 
low mileage, late model auction vehi-
cles and trucks.

“Our assessment also suggests 
there is unlikely to be any fall off in the 
level of demand going forward and 
even as the economy recovers, we 
expect auction vehicles to retain their 
appeal.”

• For further information, please call 
(011) 789-4375/6/7; or visit our site at 
www.parkvillageauctions.co.za

with the quieter conditions and it’s possible

Continued from page 16

After you have won the bid you will 
have to pay an immediate deposit. 
The amount of deposit will be stated 
in the terms and conditions of the auc-
tion catalogue. The type of payment 
method, such as cash, bank drafts, 
credit cards, etc  will be stipulated in 
the catalogue.

The amount of time given to pay fully 
for the purchase and clear the goods 
from the auction house, will also be 
given in the catalogue.

Remember it is usual for the goods 
to be the responsibility of the purchas-
er after the hammer has fallen.

If the items for auction are large, 
heavy or diffi cult to move, representa-
tives of removal companies will usually 
be present, but this is worth checking 
with the auctioneers before you make 
your purchase.

Hot auction tips:
1.  Before travelling any considerable 

distance to the auction, you should 
obtain a catalogue of items to en-
sure the goods for sale are what 
you require. Certain auctions can be 
subject to cancellation at short no-
tice and it is therefore a good idea to 
phone on the morning of the sale to 
confi rm the sale is going ahead. 

2.  You should inspect the items thor-
oughly as most auction items are 
sold without guarantees. If items 

are described as faulty, check that 
the faults can be easily repaired. 
Sometimes you can test the goods 
before the auction starts; ask the 
auctioneer if this is possible. Some 
motor vehicle auctions give you a 
period of time after the sale in which 
to return the vehicle if it is found to 
be faulty, but again check this with 
the auctioneer prior to bidding. 

3.  Think about setting yourself a price 
limit on the goods you are interest-
ed in and “stick to it” - how much 
would the item cost new with a 
guarantee?
Remember a “buyers premium” may 

be added to the fi nal bid price at some 
auctions and local taxes may also be 
added to the price.(Check the “condi-
tions of sale” in the catalogue or con-
sult the auctioneer before bidding.) 
4.  Catalogues are not set in stone and 

items listed can change. 
5.  Listen out for any changes stated 

by the auctioneer in the description 
they give of the item at the start of 
bidding. 

6.  If you bid for the wrong lot, tell the 
auctioneer immediately, although 
you have a legal obligation. Once 
you have won the bidding, the auc-
tioneer may present the item for 
auction again, but this is purely at 
the auctioneer’s discretion and you 
may have to make up any differ-
ence if the fi nal price is lower than 
your original successful bid.

Traditional auction tips
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As a collector, love what you buy says Stephan Welz
Stephan Welz & Company (Pty) Ltd has been in existence as one of  South Africa’s premier 

auction houses dealing in fi ne and decorative arts. The company was founded in 1968 and 
continues a close working relationship with Sotheby’s worldwide. 

THE LANGUAGES of expression in art are as 
diverse as personality types. You will be spoilt 
for choice. Starting your own collection is the 
beginning of a life-long love affair with what 
you buy and hang on your walls. It is not pure-
ly about investment. You have to as a collector 
love what you buy. 

Most works that become available on the 
auction market have been part of a collection 
that has been amassed over a lifetime. Art is 
seldom a “quick turnaround investment”; it is 
most defi nitely a long-term fund that if assem-
bled correctly, can give the owner generous 
returns within their lifetime. 

Many collectors prefer investing in art as an 
alternative to a retirement annuity; the only dif-
fi culty being one day having to part with these 
beloved objects. The best thing that a col-
lector can do for themselves is to adhere to 
the adage that you should buy the best item 
that you can afford by a top artist rather than 
a poor quality piece by the same artist. Rather 
buy a jewel than a fl ashy stone with fl aws. 

Dealers and auction houses who have been 
in the business for a period of 20 years or 
more, have a wealth of knowledge regarding 
the performance of certain artists’ work in the 
primary and secondary markets; do not be 
afraid to ask for this information. 

No dealer or specialist has the gift of fore-
sight to predict future trends and values with 
certainty and remember, you need to like what 
you buy.

When buying, you should consider that auc-
tions are public platforms where both dealers 
and private collectors have the opportunity to 
acquire beautiful pieces. 

The acquisition at auction is often at prices 
that are the fairest value and refl ection of the 
secondary market. Buying through galleries 
leaves you as the collector purchasing items 
acquired at auction which may have then 
been marked up on the gallery fl oor. 

When purchasing a painting or any deco-
rative art item, demand a full condition re-
port including a black light analysis. Just 
because you’re buying a big name artist, 
understand that certain periods of an art-
ist’s output are more desirable and hence 
have a higher value than others. For exam-

ple a Pierneef work executed in the artist’s 
mature style will be worth more than his 
earlier works.

As a collector, you can safeguard your 
investment by empowering yourself with 
information regarding historic saleability of 
certain artists and how broadly those artists 

are handled through established auc-
tion houses and galleries. 

Whatever you buy, make sure 
that it talks to your heart and not 
only your head because if it fails to 
truly appreciate, you may have it 
for the rest of your life.
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Her love for auctions 
comes from way back

ANDREA KEARNEY 
(from Andrea’s Attic)

I WAS NINE years old when my mother took me to my 
fi rst auction. I fell in love with a blue chair with buttons, 
a high back and no arms. I wanted it for my room. My 
mom asked me how much money I had and told me 
to put my hand up when the man started talking and 
when he got to that fi gure I must put my hand down. 

I was so nervous and excited, wondering 
whether I would get it or not. The whole ex-
perience was so different - such fun. I’ll never 
forget that day.

To this day, those feelings exist every time 
I go to an auction. Will I get the piece I want? 
Who is going to bid against me? Can I af-
ford it?

It seems like I’ve been attending auctions 
forever, but I never get bored.

I then had my own child. Having no-one 
else to look after him, I packed some pea-
nut butter sandwiches and juice and took 
him to his fi rst auction. He was three years 
old.

A whole bunch of toys came up for auc-
tion. He was clearly watching what was go-
ing on because as the auctioneer started the 
auction, he raised his hand. He kept his hand 
up and when the auctioneer knocked it down 
to him, he toddled off behind the counter to 
collect his toys.

He too was bitten by the auction bug.
I have been fortunate in being able to turn 

my passion into a business. I now source col-
lectables, antiques and investment art for my 
clients.

Attending an auction is an experience. 
Here are a few tips on how to go about it.
1.  If you are a novice, go to a general house-

hold auction. They have a great mixture 
of all sorts of items, books, tools, orna-
ments, kitchen utensils, furniture and 
paintings - anything you may need for 
your home.

2. Choose an auction house near you.
3.  The Star on Fridays has all the upcoming 

auctions for the week ahead.
4.  Viewing times: This gives you an option to 

see the items on auction, fi nd something 
appealing and check its condition before 
the auction.

5.  Ask the offi ce for a catalogue which lists 
the lot number and description of each 
item.

6.  Mark the lot number of the item/s on your 
catalogue so you will know when it comes 
up for sale.

7.  Most auctioneers go through about 100 
items per hour so you can gauge the time 
that your item will come up for sale.

8.  Prior to the auction, you will be required to 
give all your details to the offi ce and give 
a refundable deposit of between R500 to 
R2 000. You will then be issued with a 
buyer number on a card or a paddle 
which will be used to record your suc-
cessful bids.

9.  You bid by putting your hand up as the 
price is called. If it gets too expensive, put 
your hand down.

10.  Sometimes an item will have a reserve 
price. This means that the bidding has to 
start at that fi gure. Bidding for items with 
unreserved prices can start anywhere 
above zero.

11.  The amount you bid is not the amount 
you pay. The auctioneer’s commission 
and VAT have to be added to the value of 
the successful bid.

12.  There might also be delivery charges if 
you do not have a suitable vehicle and 
the auctioneer may charge storage if 
you cannot remove your items immedi-
ately.

You can fi nd interesting things at an auc-
tion. You can get bargains. You can also pay 
excessively for something if you get caught 
up in the moment.

Try it - you will love it just as I do.
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A frequently put question: 
Why auction?

Aucor operates as a conduit, relieving people of 
unwanted assets and rationalises the search for will-
ing buyers. It represents both the buyer and the seller, 
providing support to both parties without the pres-
ence of an intimidating auction house personality.

Aucor’s sub-Saharan footprint provides it with ex-
tensive reach throughout the African market, as well 
as the rest of the world. Its services extend beyond 
the traditional realm of fi nance, logistics and trans-

portation, into pre- and post-sales support and con-
sultation, professional appraisal and 
insurance salvage.  

Aucor’s extensive presence 
across 16 fully operational ver-
tical sectors, combined with a 
blue-chip client base, stands 
testimony to its broad indus-
try expertise and acumen.

SHANNON WINTERSTEIN
MANAGING DIRECTOR, AUCOR

AUCTIONS ARE fast becoming the fi rst choice 
for all sellers and not just those who need to 
sell quickly. Whether selling or buying, auctions 
are growing in popularity, and have numerous 
advantages. 

By defi nition, an auction is a process of buy-
ing and selling goods or services by offering 
them up for bid, taking bids, and then sell-
ing the item to the highest bidder. While auc-
tions have been around for many hundreds of 
years, we recognise that not everybody is a 
seasoned auction buyer and that auctions can 
be intimidating for fi rst-timers.  

So, how does one reduce the pressure of-
ten experienced by fi rst-time attendees?

Here are just a few auction advantages:
• Auctions create competition
•  There is no price ceiling - the buyer names 

his or her price
• The process is transparent and fair
• True market value is achieved
• Fast asset realisation

However, not all auctioneers are created equal-
ly. There are unfortunately numerous fl y-by-night 
companies which are giving the reputable players 
a bad name, so it’s worth doing a bit of home-
work and asking some key questions of auction 
houses before venturing further.  
•  Does it have a database of buyers to attract bid-

ders?
•  Is it affi liated to major national and international 

industry bodies?
•  How many auctions does it perform each 

month?
•  Does it have asset-specifi c professionals who 

specialise across different industry sectors? 
•  Does it have qualifi ed valuers to provide accu-

rate, true-market estimates?
•  Is it affi liated to all the main appropriate national 

and international governing bodies?
Once you’re satisfi ed that the auction house in 

question meets those criteria, there are rules that 
need to be adhered to.  

Rule 1 for the fi rst-time auction-goer is to at-
tend as an observer and get a feel for the method 
and the auction house.    

Rule 2 is do your homework. Know what you 
want to buy, what it’s worth and what you are 
prepared to spend. It’s very easy to get caught 
up in the excitement and sheer adrenaline rush 
of an auction and then to experience a strong 
case of buyer’s remorse afterwards. If you need 
to arrange fi nance prior to the auction, ensure that 
everything is in order before you make your fi rst 
bid. And lastly, if it looks too good to be true, it 
probably is.

Once that’s all in order, it’s auction time! Good 
luck!

With over 40 years of industry experience and 
with a diverse range of operational sectors, Aucor 
is at the forefront of auctioneering in southern Af-
rica. As Africa’s auction authority, Aucor offers the 
optimal turnkey solution, through which goods 
change hands, and value is added.  
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