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About 
Us

The Auction Group takes 
auctioneering back to where it 
began – an honest, transparent 
method of sale, a relaxed but 
professional environment for 
buyers and sellers to come together 
to transact in the fairest way 
possible, for mutual gain.
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Covid-19
 Coronaviruses (CoV) are a large family of viruses that cause illness ranging from the 

common cold to more severe diseases such as Middle East Respiratory Syndrome 
(MERS-CoV) and Severe Acute Respiratory Syndrome (SARS-CoV).

Coronavirus disease (COVID-19) is a new strain that was discovered in 2019 and has 
not been previously identified in humans.
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Interventions
The most effective means of controlling the spread of 
COVID-19 to date is through an intervention called social 
distancing.

Social distancing is an initiative designed to prevent or reduce 
the chances of transmission of flu-like illnesses between 
humans. Social distancing involves avoiding large gatherings. 
If you have to be around people, the suggestion is keep 1.5 
metres between you when possible.

With an average crowd size of 20 in Queensland, keeping 
distance is easy at auctions. We have some advice in this 
document about how to stay safe and some recommended 
changes to inspection protocols to ensure calm, confident 
bidders who are focused on winning at auction.



As the saying goes ‘The art of 
negotiation is the art of buying 
time’ and it can apply at your 
open for inspections prior to 
the auction.Protocols and  

preventions to 
keep guests safe 
on site
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To slow the traffic, adapting a 
‘two-groups-in-two-groups-out’ 
strategy will limit the volume of 
bodies in the home at any given 
time. 

Consider making your open 
homes longer and well staffed to 
cater for the extra time. 

Calling the auction in outdoor 
areas of the home allows for 
more space and lower risk.

When the weather is good, 
social distancing is easy!  When 
the weather is bad, provide 
umbrellas, emergency ponchos 
and rejoice in the rain! 

Extra diligence around the 
preparations will work to your 
advantage.

On Site
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If your campaign is up and about and your seller isn’t red hot on 
the idea of having half the street come through on auction day, 
taking your auction to the office or to a third party venue is a fine 
idea. 

You will have a greater control over distancing protocols and 
the opportunity to work all levers of the negotiation, including 
who comes in. One such lever, may exist in a pre-registration for 
bidders. 

These may be prudent for social distancing protocols, but will 
also help you to ascertain serious interest, allowing you to make 
final qualifications and preparations. 

On Site



When running in-rooms, 

you need to be mindful 

that this type of event 

would meet the definition 

of a “static gathering” and 

the government has placed 

restrictions on crowd sizes 

for these types of events. 

Changes to the recommended protocols can occur 
quickly. First it was crowd sizes no more than 500, 
within days 100 was being mooted, and potentially we 
will see even small venues close if we are to follow suit 
with other countries.

In an attempt to stay ahead of government 
recommendations restricting crowd sizes further here 
are some ideas to control the size of the auction forum.

In Rooms



I n  t h e  p a s t  we  h ave 
conducted auctions where 
the only people who could 
attend were the registered 
bidders. This is a great way 
of condensing the crowd to 
the key protagonists. 

In room auction events 
can have higher volume. 
Consider rotating the crowd 
and having the Auction Run 
Order 15 minutes apart and 
advertised as such. Rotate 
the crowd with a waiting 
room style arrangement. 

In this situation you will be 
provided with an Auction 
Group Auctioneer to help 
manage this rotation plus 
help negotiate ‘on the floor’.

Make the events smaller and 
more regular. By creating a 
more intimate atmosphere 
you can be specific with the 
type of property you auction 
ie waterfront units only 
or properties to a unique 
geographical area. 
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In Rooms

Choosing venues with 
events in a series of smaller 
rooms with smaller groups 
that allow for the distancing 
and the auctioneer can 
simply move room to room 
and call, pause or knock 
down the properties as we 
progress through the order.
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Bidding By Proxy
The auction method has always contemplated the facility for parties 
to complete a sale without being physically present. Unlike private 
treaty sale, there are particular methods within the auction that 

allow for both participation and observation from a distance.
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Phone

Since the dawn of auctions, 
buyers have had the ability 
to bid over the phone and 
sellers have had the option 
to be absent on auction day. 

In fact it’s common for 
both buyer and seller to be 
absent from our auctions. 

Facetime is becoming 
more popular to put the 
human touch into absentee 
negotiations.

While face to face  
negotiations are best, 
due to the amount of 
communication that occurs 
through body language, 
phone bidding, provides the 
next best  opportunity.

With phone bidding, you can still hear 
and respond to what is known as  
‘para-language’ which includes things like 
pauses, speed, inclinations, and hesitations. 

All of these provide powerful cues to the 
negotiator or auctioneer  to advance in 
a particular way. 

We know after calling thousands of 
auctions negotiations come together 
when we have a clear line of communication 
with the buyer and seller either face to 
face or over the phone.



Pages           012 02Auctioneer’s 
Authority

Your auctioneer has the ability to execute the contract by signing on 
behalf of all absent parties. 

This means that there is no further impediment on the unconditional 
sale, and the whole process is buttoned up within minutes of the gavel 
falling. 
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Technology platforms have 
emerged to allow bidding 
by proxy, at scale. 

Having 10 or more bidders 
on the phone is great, but 
also difficult to scale as it 
means you need agents on 
the phone in real time  
calling the bids.

These platforms live 
stream the auction call for 
participants and observers 
to engage with the auction 
arena from anywhere in 
the world.

Sellers also have the option 
to view the auction via 
streaming.

Bidders register on the 
platform that the auction 
will be hosted on, and the

process is managed by the  
in-app instructions to  
bidder, agent and auctioneer 
from there. 

They are all designed to work 
in tandem with live location 
bidding, too, so it doesn’t have 
to be an all or nothing decision 
to implement.
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Tech



Sellers 
It is understandable that with the economic uncertainty of 

COVID-19, some people are nervous about what that might 
mean for property prices. 

However,  with interest rate 
relaxations, government led 
economic stimulus, and talk of 
quantitative easing, there are 
also a large number of buyers 
who understand that there 
may have never been a better 
time to buy.

With the nose dive in the 
global stock markets, we 
may well see a rush back to 
property. 

You can not underestimate 
the threat responses that can 
occur psychologically at this 
time.

The desire for safety and 
permanent shelter can drive 
emotional purchases as people 
everywhere seek to bunker 
down. 

People may also be forced 
to sell due to the changing 
economic landscape and social 
pressures.

For those sellers, it is more 
important than ever to extract 
the highest possible price from 
the buying cohort.

A well executed auction 
campaign has the ability to 
attract most buyers from the 
market and get the best from 
them.  

Sellers concerned about 
infection will be glad to have a 
choice as to how their home is 
inspected during the campaign 
and the format for auction day. 
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Your advice to buyers 
heading into auction day 
will not change.

The process of 
registration is simple and 
straightforward for buyers, 
whether this is live or via a 
technology led registration 
process. 

It’s important to remind 
buyers that they are 
purchasing unconditionally 
therefore it’s not subject 
to any further investigation 
or obtaining of finance. 

They may bid personally on 
site, with a normal bidding 
authority.  They can bid over the 
telephone and have the agent 
convey bids to the auctioneer or 
they can authorise a third party 
representative to convey the 
bids on their behalf.

Know their intentions and help 
guide the entire registration 
process. The required 
documents are available at 
theauctiongroup.com.au

Also of or buyers to be 
clear on the entity that 
they are purchasing the 
property in and register as 
such.

There are a number of 
options for bidders as 
to how their bids are 
conveyed on auction day. 

Buyers



D
o

c
um

en
ts

Your auctioneer has the capacity 
and legal right to sign any and all 
documentation on your behalf 
be you a successful buyer. 

This can all happen within a 
matter of minutes of the auction 
finishing.  All signed documents 
can be sent to you and or your 
representatives immediately. 
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At the end of the day, auctions can be held in a closed and controlled environment. 
Legislation has always understood and supported parties being absent from the auction 
arena. Executing the sale for the seller under social distancing measures is easy. Bidding 

and buying without being physically present at an auction is easily facilitated. 

Even under the most extreme circumstances, we have the regulatory and technical 
capabilities to create and deliver a successful auction campaign and result.




