
 

The Reverse Rush: Bids, Bins, and the 
Billion-Dollar Business of Returns 
 

Executive Summary​
- Surging Returns Fuel Liquidation: U.S. retail returns reached ~$761 billion in 2021 
(16.6% of sales) and around $800 billion in 2022 – a massive reverse supply 
chain[1][2]. E-commerce return rates (15-20%+) far exceed store rates, creating 
mountains of excess goods that retailers must offload^1. Liquidation – selling customer 
returns, overstock, shelf-pulls, and closeouts – has become a mainstream solution to 
convert this unsold inventory into cash while avoiding landfill waste^2. Online 
auctions have emerged as a key liquidation channel to move high volumes quickly via 
competitive bidding. 

●​ Definition – Retail Liquidation Goods: Liquidation encompasses customer 
returns (items buyers brought back – often working or in near-new condition, but 
sometimes damaged[3]), overstock and shelf-pulls (brand-new excess 
inventory or seasonal items a retailer couldn’t sell in store[4]), closeouts from 
store closures or discontinued product lines, and salvage merchandise (products 
with damage or defects, sold for parts or refurbishment[5]). Liquidators grade 
these goods (e.g. New, Open Box, Used, Salvage) because condition drives 
buyer behavior and pricing: resellers pay more for like-new items, whereas 
salvage lots move cheaply to those willing to fix or scrap them^3. 

●​ Liquidation Ecosystem & Flow: Major retailers, brands, and 3PLs feed the 
liquidation pipeline by off-loading returns and excess stock to specialist 
operators. Big-box retailers (Walmart, Amazon, Home Depot, etc.) and online 
marketplaces generate huge return volumes they cannot return to primary 
shelves efficiently[6][7]. Instead, they liquidate in bulk – via direct contracts, 
B2B auction platforms, or selling to wholesale liquidators. Those upstream 
sources send truckloads of mixed goods to regional auction houses, online 
platforms, outlet stores, and wholesalers. In turn, these liquidators sort, lot, 
and resell the items through secondary channels like online auctions, 
fixed-price discount stores, pallet sales, or “bin” stores. Online auctions 
have become a critical distribution channel within this ecosystem – offering 
speed, geographic reach, and dynamic price discovery to maximize recovery on 
assorted goods.^4 

●​ Why Auctions for Liquidation: Speed and throughput are paramount – 
auctions create urgency with set end-dates, clearing out warehouses on a 
regular cadence (often weekly or daily auctions). Price discovery via 
competitive bidding can yield higher recovery on high-demand or unique items, 

https://www.retaildive.com/news/returns-from-2021-could-total-761b-nrf/617888/#:~:text=,according%20to%20the%20NRF%27s%20findings
https://pittsburgh.citycast.fm/explainers/find-deals-at-mac-bid-in-pittsburgh#:~:text=A%20lot%20of%20perfectly,to%20the%20National%20Retail%20Federation
https://www.inboundlogistics.com/articles/the-logistics-of-liquidation/#:~:text=Besides%20returned%20items%2C%20products%20that,and%20sellers%20of%20wholesale%20merchandise
https://www.inboundlogistics.com/articles/the-logistics-of-liquidation/#:~:text=Besides%20returned%20items%2C%20products%20that,and%20sellers%20of%20wholesale%20merchandise
https://www.inboundlogistics.com/articles/the-logistics-of-liquidation/#:~:text=buyers%20and%20sellers%20of%20wholesale,merchandise
https://www.inboundlogistics.com/articles/the-logistics-of-liquidation/#:~:text=It%E2%80%99s%20easy%20to%20picture%20retail,sold%20in%20the%20first%20place
https://pittsburgh.citycast.fm/explainers/find-deals-at-mac-bid-in-pittsburgh#:~:text=The%20process%20of%20retrieving%20a,a%20%24100%2B%20vacuum%20for%20%242


 
compared to one-price bulk deals[8][9]. Auctions handle variability in inventory 
well: each lot finds its market price, even for mixed or unknown-condition items. 
For retailers, auction-liquidators offer a fast, arms-length disposition with 
minimal handling – goods flow out quickly, converting to cash without the retailer 
managing each SKU. For buyers, auctions provide deep discounts (typically 
30–80% off retail)[10][11] and the thrill of the bid. Compared to fixed-price 
liquidation or discount stores, auctions excel at moving large volumes of varied 
stock efficiently, while engaging both business buyers and end-consumers 
through low opening bids (often $1) and “win-it-or-lose-it” urgency. 

●​ Market Structure: The North American liquidation industry exceeds $30–50+ 
billion annually (estimates vary widely due to definitional differences)^5. 
Mid-market auction liquidators – regional firms operating auction warehouses 
– form the industry’s backbone, handling returns from multiple retailers and 
catering to local reseller communities. They exist alongside a few national B2B 
platforms (e.g. Liquidity Services’ marketplaces, B-Stock’s retail client auctions) 
that focus on bulk lots for resellers, and large discount chains (like Ollie’s or 
Bargain Hunt) that buy truckloads for their stores. The landscape can be 
segmented as follows: 

Operator Type 
Typical Scale & 
Reach Channels Used Examples 

Regional 
Auction 
Liquidators 

Dozens of 
locations (often 
in one region or 
state); 
thousands of 
lots per week 
per site 

Online auctions 
(B2C and 
reseller-friendly)
; local pickup 
focus 

E.g. Nellis 
Auction 
(NV/AZ/TX), 
BidRL (CA), 
M@C Discount 
(PA/OH), Fast 
Track/BidFTA 
(OH/KY) 

National 
Platforms 
(B2B) 

Online 
marketplaces 
handling retailer 
programs 
nationwide 

Bulk auctions of 
pallets/truckload
s; reseller-only 
buyers (require 
resale 
certificates) 

E.g. Walmart 
Liquidation 
Auctions (B2B 
site), 
Liquidation.com 
(Liquidity Svcs), 
B-Stock 
auctions for 
Target, Amazon, 
etc. 

Hybrid 
Retail+Auction 
Operators 

Operate 
physical stores 
or “bin” outlets 
and online 

In-store fixed 
prices (bins or 
shelves) for 
smaller items; 

E.g. 
BuggyBusters 
(GA/NC – bin 
stores + 

https://www.dynamicdis.com/post/different-types-of-liquidation-sales-wholesale-flash-auction#:~:text=Auction%20models%20are%20highly%20adaptable,they%20might%20through%20fixed%20pricing
https://www.dynamicdis.com/post/different-types-of-liquidation-sales-wholesale-flash-auction#:~:text=offering%20significant%20discounts%20to%20individual,consumers
https://www.olabid.com/blog-post/how-does-an-online-liquidation-sale-work/#:~:text=price,in%20liquidation%20sales%20like%20ours
https://www.olabid.com/blog-post/how-does-an-online-liquidation-sale-work/#:~:text=Customer%20returns%20make%20up%20a,remorse%20or%20the%20wrong%20size


 

Operator Type 
Typical Scale & 
Reach Channels Used Examples 
auctions side by 
side 

online auctions 
for higher-value 
or bulky items; 
local customer 
base 

auctions), some 
BidFTA sites 
adding weekly 
bin sales[12] 

Vertical/Catego
ry Specialists 

Focus on one 
category or 
niche (tools, 
electronics, 
furniture, 
apparel, etc.) 

Mix of auction 
and fixed-price 
or B2B sales 
specialized to 
that category’s 
buyers 

E.g. Redding 
Auction (tools & 
industrial 
returns in 
CA)[13], apparel 
liquidators (bulk 
lots to off-price 
retailers) 

Mom-and-Pop 
Liquidators 

Single-location 
or small-scale 
resellers (often 
buy pallets to 
flip) 

Informal 
auctions 
(Facebook 
groups, flea 
market sales) or 
fixed-price local 
marketplaces 

E.g. local pallet 
flip stores, 
Facebook return 
auction groups 

Mid-market auction operators typically run lean regional networks rather than national 
footprints, but some are expanding aggressively. For example, Nellis Auction started in 
Las Vegas and now runs 6 major facilities (NV, AZ, TX, NJ, CO) with nightly online 
auctions and 500,000+ total bidders served to date[14][15]. Pittsburgh-based M@C 
Discount (mac.bid), a fast-growing auction liquidator, expanded to 28 warehouses 
nationwide and processed 17,000 truckloads of returns in 2025 alone[16][17]. 
Meanwhile, networks like California’s BidRL (RL Liquidators) have 30+ franchisee 
locations across CA, NV and beyond, all using a common auction platform to sell retail 
returns on a weekly schedule^6. The industry remains fragmented, with dozens of 
regional players serving their local markets, yet it’s consolidating as successful models 
(high-throughput auction warehouses) scale up. 

●​ Buyer Base – Resellers and Bargain Hunters: Who buys from these 
auctions? Key segments include small resellers (“flippers”) who source 
inventory to resell via flea markets, eBay, Amazon, or local storefronts; 
independent discount store owners looking for stock; contractors and 
tradespeople seeking cheap tools or materials; exporters buying in bulk for 
overseas markets; and everyday bargain hunters furnishing homes on a budget. 
Flippers are a particularly visible segment – they might buy mixed lots or pallets, 
keep the best for resale (often targeting 50-100% markup on auction price) and 
liquidate the rest. They need consistent supply, manifest accuracy, and low 

https://www.reddit.com/r/cincinnati/comments/1hi8mb5/online_return_auctions_for_pickup_bidfta_ebth/#:~:text=%E2%80%A2%20%201y%20ago
https://www.bidrl.com/affiliate/redding-11/#:~:text=Redding%20,Athens%20Avenue%2C%20Redding%2C%20CA%2096001
https://play.google.com/store/apps/details?id=com.nellisauction.app&hl=en_US#:~:text=Bid%20%26%20Win%20Join%20auctions,have%20saved%20millions%E2%80%94be%20the%20next
https://play.google.com/store/apps/details?id=com.nellisauction.app&hl=en_US#:~:text=daily%2C%20seven%20days%20a%20week%2C,have%20saved%20millions%E2%80%94be%20the%20next
https://longbridge.com/en/news/274351145#:~:text=Pittsburgh%20,for%20accelerated%20growth%20in%202026
https://longbridge.com/en/news/274351145#:~:text=MAC,Growth%20accelerates%20in%202026


 
unit costs. Auction houses cater to them with pallet sales, reseller lots, and 
tax-exempt resale registrations. At the same time, end-consumer bidders have 
grown: many regular people bid on single items (a TV, a sofa) at 70-90% off retail 
for personal use[18][19]. This broad bidder base drives auction demand. Notably, 
inflation and economic pressures in 2023–2025 have expanded the buyer pool, 
as more consumers seek discounts and more people turn to reselling as a side 
hustle^7. Liquidators benefit from this cultural shift normalizing secondhand and 
returned-good purchases (the US secondhand market – including thrift and 
liquidated goods – is projected to double to ~$70B+ by 2028)^8. 

●​ Competitive Dynamics (Mid-Market Focus): Mid-sized auction liquidators 
differentiate via scale, geography, and service level. Some, like Nellis 
Auction, emphasize customer experience (they offer 7-day return guarantees 
to buyers – extremely rare in liquidation – to build trust)[20][21]. Others focus on 
pure volume and low costs: M@C Discount lists everything starting at $1, no 
reserves, and allows almost no refunds, putting onus on buyers to inspect before 
leaving the pickup warehouse[22][23]. Operators like BidRL have a hybrid 
consignment model – they liquidate for big-box retailer clients on a 
revenue-share and also take in estate or business liquidation consignments[24]. 
Local scale matters: Having multiple warehouses in a region allows shorter 
pickup drives for bidders (attracting more bidders) and greater capacity to 
process inbound trucks. There is competitive pressure to open new locations 
near major metro areas (e.g., M@C expanding into the Midwest and South; 
Nellis entering Texas and Pennsylvania markets). 

Smaller players often survive by specializing (category expertise or white-glove service 
for specific clients) or by community embedding (loyal local bidder followings). However, 
they face risks from both ends: upstream, large retailers might bypass middlemen by 
using in-house auction portals or big B2B platforms; downstream, powerful regional 
auctioneers with efficient tech and marketing can outcompete on bidder base and 
sell-through rates. Mid-market operators that thrive tend to: maintain strong supply 
relationships, process goods efficiently (low cost per lot), and cultivate a large, loyal 
bidder network through transparency and deals. Table: Sample Metrics of Leading 
Mid-Market Auction Liquidators (estimates from public info and disclosures): 

Company 
(Regions) 

Scale & 
Throughput Buyer Base 

Notable 
Policies 

Nellis Auction 
(NV, AZ, TX, 
CO, NJ) 

~6 warehouses; 
Nightly auctions; 
~20k–25k lots 
per location per 
day in 
Vegas[25][26] 

500k+ 
registered 
bidders 
nationwide[14][1
5] 
(consumer-heav
y) 

7-day full 
refund on any 
item if 
unhappy[20]; 
curbside pickup 
in <2 minutes on 
scheduling[21][2

https://pittsburgh.citycast.fm/explainers/find-deals-at-mac-bid-in-pittsburgh#:~:text=If%20you%2C%20like%20me%2C%20are,is%20a%20lot%20more%20complicated
https://pittsburgh.citycast.fm/explainers/find-deals-at-mac-bid-in-pittsburgh#:~:text=MAC,items%20%E2%80%94%20not%20returned%20items
https://nellisauction.com/#:~:text=Head%20down%20to%20our%20facility,items%20right%20to%20your%20vehicle
https://play.google.com/store/apps/details?id=com.nellisauction.app&hl=en_US#:~:text=Nellis%20Auction%20is%20your%20destination,our%20community%20of%20savvy%20shoppers
https://pittsburgh.citycast.fm/explainers/find-deals-at-mac-bid-in-pittsburgh#:~:text=traditional%20business,items%20%E2%80%94%20not%20returned%20items
https://pittsburgh.citycast.fm/explainers/find-deals-at-mac-bid-in-pittsburgh#:~:text=but%20make%20sure%20to%20pay,damaged
https://www.pinterest.com/pin/auctions-shasta-county--244672192245071476/#:~:text=We%20take%20hard%20assets%20,happy%20to%20include%20you%20in
https://nellisauction.com/#:~:text=Daily%20Auctions%20at
https://play.google.com/store/apps/details?id=com.nellisauction.app&hl=en_US#:~:text=Bid%20%26%20Win%20Join%20auctions,have%20saved%20millions%E2%80%94be%20the%20next
https://play.google.com/store/apps/details?id=com.nellisauction.app&hl=en_US#:~:text=daily%2C%20seven%20days%20a%20week%2C,have%20saved%20millions%E2%80%94be%20the%20next
https://play.google.com/store/apps/details?id=com.nellisauction.app&hl=en_US#:~:text=daily%2C%20seven%20days%20a%20week%2C,have%20saved%20millions%E2%80%94be%20the%20next
https://nellisauction.com/#:~:text=Head%20down%20to%20our%20facility,items%20right%20to%20your%20vehicle
https://play.google.com/store/apps/details?id=com.nellisauction.app&hl=en_US#:~:text=Nellis%20Auction%20is%20your%20destination,our%20community%20of%20savvy%20shoppers
https://play.google.com/store/apps/details?id=com.nellisauction.app&hl=en_US#:~:text=Curbside%20Pickup%20Visit%20any%20of,minutes%2C%20convenience%20is%20our%20priority


 
Company 
(Regions) 

Scale & 
Throughput Buyer Base 

Notable 
Policies 
7]; $1 starting 
bids 

M@C Discount 
(MAC.BID) (PA, 
OH + 20 states) 

28 facilities; 
~17k truckloads 
in 2025 (~26% 
YoY growth)[16]; 
tens of 
thousands of 
weekly lots; 
auctions end 
nightly by 
location 

Large mix of 
resellers & 
public; requires 
quick pickup (3 
days) 

$1 start on all 
items; “as-is” on 
most – only 
“Like New” 
items 
refundable if 
checked 
on-site[23]; no 
returns after 
pickup; transfer 
between 
warehouses 
available for a 
fee[28] 

BidRL (RL 
Liquidators) 
(CA + NV, TX) 

30+ locations 
(franchise 
model) with 
weekly auctions; 
typical site runs 
a few hundred 
to a few 
thousand lots 
weekly 

Primarily 
resellers and 
bargain hunters 
in each local 
area 

13% buyer’s 
premium on all 
auctions[29]; 
sold as-is, 
where-is, no 
returns; 
payments due 5 
days, pickup 10 
days or forfeit^9 

JustBid (Prime 
Auctions) (CA, 
MO) 

5 warehouses 
(NorCal and 
Missouri) with 
daily auctions; 
expanding 
quickly 
(rebranded 
2024) 

Consumer 
bidders in 
Sacramento 
region and now 
Midwest 

~$5 starting bids 
(recently raised 
floor from $1); 
15% buyer 
premium; no 
shipping (local 
pickup only) 
except via 
partner in TX; 
items sold as-is 
with noted 
condition, no 
returns^10 

BuggyBusters 
(GA, NC) 

3 stores with 
hybrid model: 
daily in-person 

Local bargain 
shoppers and 
some resellers 

10% buyer’s fee 
on auctions[32]; 
items as-is (no 

https://play.google.com/store/apps/details?id=com.nellisauction.app&hl=en_US#:~:text=Curbside%20Pickup%20Visit%20any%20of,minutes%2C%20convenience%20is%20our%20priority
https://longbridge.com/en/news/274351145#:~:text=Pittsburgh%20,for%20accelerated%20growth%20in%202026
https://pittsburgh.citycast.fm/explainers/find-deals-at-mac-bid-in-pittsburgh#:~:text=but%20make%20sure%20to%20pay,damaged
https://pittsburgh.citycast.fm/explainers/find-deals-at-mac-bid-in-pittsburgh#:~:text=Here%27s%20where%20things%20can%20get,consumer%20to%20figure%20that%20out
https://www.bidrl.com/auction/inflatable-water-park-trampoline-ride-on-cars-cat-trees-incubators-elk-grove-june-4th-175222/terms-conditions/#:~:text=The%20standard%20BidRL,removed%20from%20their%20auction
https://auction.buggybusters.com/auction/1-warehouse-auction-douglasville-ending-thursday-july-10-2025-2109/terms-conditions/#:~:text=BuggyBusters%20auction,picked%20up%20by%206pm


 
Company 
(Regions) 

Scale & 
Throughput Buyer Base 

Notable 
Policies 

bin sales + 
weekly online 
auctions 
(~1,000+ 
lots/week)[30][3
1] 

(drawn by both 
bin deals and 
auctions) 

refunds)[33]; 
separate “bin” 
pricing area 
in-store (with 
daily price 
drops) 
alongside 
auction 
pickups[34][35] 

Table footnotes: Buyer’s premium = surcharge added to winning bid (common revenue 
source). As-is = no guarantees; bidders responsible for inspection. (See Appendix for 
full list of profiled companies and additional operators.) 

●​ Unit Economics & Profit Drivers: Auction-liquidators operate on thin margins 
per item but make it up in volume. Key economic drivers include: 

●​ Procurement Cost: Many liquidators acquire goods either for a fixed fraction of 
retail value (e.g. paying 5–20¢ on the dollar) or via 
consignment/revenue-share with the retailer (e.g. 50/50 split of auction 
proceeds). Some receive truckloads at no upfront cost in exchange for a 
revenue share, minimizing inventory risk (common when retailers contract out 
returns processing). Others bid on pallets on exchanges or directly negotiate bulk 
buys. Lower procurement cost (or favorable rev-share) directly boosts gross 
margin. A typical mixed returns pallet might contain ~$5,000 retail value for which 
a liquidator pays perhaps $500 (10% of retail) – if they recover 30% of retail 
($1,500) in auctions, the gross profit is $1,000 on that pallet (before labor and 
overhead)^11. 

●​ Processing & Labor: Turning a truckload into saleable lots requires labor to 
receive, sort, inspect, test, photograph, and list items. Efficiency here is 
critical. Top operators process hundreds of lots per worker per day by 
streamlining workflow (e.g. quick photo stations, standardized descriptions) – 
anecdotally, 20–40+ lots listed per employee-hour is a benchmark depending on 
item complexity^12. Labor cost per lot can range from $0.50 to $3.00, heavily 
dependent on automation and item condition (testing electronics takes longer; 
new apparel is fast). Lotting strategy also matters: grouping many items into 
one lot spreads listing cost, but too-large lots may fetch lower recovery. 
High-performing liquidators adjust lot sizes to balance labor vs. price: e.g. 
individual high-value items, small lots of related items, or pallet-lots for low-value 
miscellany. 

●​ Sell-through Rate & Recovery: Sell-through (what % of inbound items actually 
sell, and on first pass) and recovery rate (% of original retail realized) determine 

https://auction.buggybusters.com/auction/select-auction-douglasville-ending-thursday-january-22-2026-2854/terms-conditions/#:~:text=BuggyBusters%20auction,auction%20starts%20Tuesday%2C%20January
https://auction.buggybusters.com/auction/select-auction-douglasville-ending-thursday-january-22-2026-2854/terms-conditions/#:~:text=Douglasville%20,auction%20starts%20Tuesday%2C%20January
https://auction.buggybusters.com/auction/select-auction-douglasville-ending-thursday-january-22-2026-2854/terms-conditions/#:~:text=Douglasville%20,auction%20starts%20Tuesday%2C%20January
https://www.yelp.com/biz/buggy-busters-douglasville-2#:~:text=Yelp%20www.yelp.com%20%20,feel%20safe%20with%20your
https://www.buggybusters.com/#:~:text=The%20Bins
https://www.buggybusters.com/locations#:~:text=DOUGLASVILLE


 
revenue. Auctions typically achieve 10%–30% of MSRP on mixed customer 
returns, on average[36][11]. New overstock can fetch more (30–50%), while 
salvage or unknown-condition might be <10%. The variability is high: one pallet 
might recover only 5%, another with a coveted item could hit 50%. Accurate 
grading and item descriptions improve recovery and reduce no-sale items. For 
instance, clearly noting “tested working” vs “for parts” will raise bids appropriately. 
Leading operators target 90%+ sell-through per auction cycle (unsold leftovers 
are re-lotted or scrapped quickly to free space). Every point of recovery gained 
(via better descriptions, broader bidder reach, etc.) is pure upside to margin – 
hence the focus on competitive bidding and marketing to increase demand. 

●​ Fees & Ancillary Revenue: Many auctioneers charge buyer’s premiums 
(10–15%) on each sale and/or listing fees to consignors[29]. These fees can 
contribute 10–20% of revenue. Storage fees or “abandonment fees” may be 
levied if buyers don’t pick up items (and the item is resold). Some have VIP 
membership programs or require a refundable deposit to bid (reduces 
non-paying bidders). While these fees improve the unit economics, they must be 
balanced against bidder goodwill. 

●​ Facilities & Overhead: Operating large warehouses is a significant cost – rent, 
utilities, security, and insurance (especially given inventory that might include 
high-liability items like electronics with batteries). Efficient space utilization 
(staging items on shelves for quick retrieval, using pallet racking for bulk storage) 
and fast inventory turns (1–2 week cycles) reduce overhead per item. 
Shrinkage (theft or damage) can be sizable due to the chaotic mix of goods – top 
operators put in controls (cameras, staff screening) to keep shrink to just a few 
percent. 

●​ Throughput & Cycle Time: Ultimately, the profitability comes down to how many 
pallets/lots can be processed and sold per week per facility. A representative 
mid-market operator might process 50–100 pallets a week per warehouse, 
generating perhaps $50K–$150K in gross auction sales weekly (assuming ~$1K 
per pallet average). The profit after all costs might be ~10–20% of sales, 
reinvested in volume growth. Key KPIs include: cost per lot listed, revenue per 
lot, lots per employee-hour, sell-through rate, average sales per auction, bidder 
participation, and pickup turnaround time. (See table below.) 

Key KPI (Unit) Why It Matters 
Typical Range / 
Examples 

Recovery Rate (% of 
retail) 

Measures efficiency in 
extracting value. 
Higher means more 
revenue per item. 

Varies by category: 
~20% typical on 
general 
returns[37][11]; 
30–40%+ if 

https://www.olabid.com/blog-post/how-does-an-online-liquidation-sale-work/#:~:text=We%E2%80%99ve%20operated%20Online%20Liquidation%20Auction,shoppers%2C%20retailers%2C%20and%20the%20environment
https://www.olabid.com/blog-post/how-does-an-online-liquidation-sale-work/#:~:text=Customer%20returns%20make%20up%20a,remorse%20or%20the%20wrong%20size
https://www.bidrl.com/auction/inflatable-water-park-trampoline-ride-on-cars-cat-trees-incubators-elk-grove-june-4th-175222/terms-conditions/#:~:text=The%20standard%20BidRL,removed%20from%20their%20auction
https://www.olabid.com/blog-post/how-does-an-online-liquidation-sale-work/#:~:text=We%E2%80%99ve%20operated%20Online%20Liquidation%20Auction,shoppers%2C%20retailers%2C%20and%20the%20environment
https://www.olabid.com/blog-post/how-does-an-online-liquidation-sale-work/#:~:text=Customer%20returns%20make%20up%20a,remorse%20or%20the%20wrong%20size


 

Key KPI (Unit) Why It Matters 
Typical Range / 
Examples 
manifest/tested; <10% 
for salvage. 

Sell-Through (%) What % of listed lots 
sell in the auction. 
Unsold lots incur extra 
handling. 

85–95%+ is common. 
Top operators 
re-bundle or discount 
unsold items to clear 
nearly all. 

Lots Processed per 
Worker/Day 

Indicator of labor 
efficiency and system 
workflow. 

~30–100 
lots/worker/day (higher 
end if small items or 
minimal testing; lower 
if bulky or require 
repairs)^12. 

Average Bidder 
Participation 

Bidders per lot or per 
auction – reflects 
demand density. 

A single lot may get 
5–15 bidders on 
average; hot items 
30+. Auction site user 
bases range from a 
few thousand locals to 
500k+ (Nellis)[14]. 

Average Order Value 
(AOV) 

Value per winning 
bidder invoice – 
affects payment and 
pickup handling. 

Often $50–$100 for 
consumer bidders; 
higher (hundreds) for 
resellers buying bulk. 
Some sites encourage 
basket building with 
multiple wins per 
bidder. 

Payment Default 
Rate 

% of won items not 
ultimately paid for. 
Needs to be low to 
avoid revenue loss 
and rework. 

~1-3% when credit 
cards are 
pre-authorized or 
required on file. 
Stricter registration 
and deposit policies 
can reduce 
non-payments 
drastically. 

Pickup Turnaround 
Time 

How fast customers 
are in and out. 
Impacts customer 

Best-in-class: ~2 
minutes (Nellis 
median)[27] with 
curbside service. 

https://play.google.com/store/apps/details?id=com.nellisauction.app&hl=en_US#:~:text=Bid%20%26%20Win%20Join%20auctions,have%20saved%20millions%E2%80%94be%20the%20next
https://play.google.com/store/apps/details?id=com.nellisauction.app&hl=en_US#:~:text=Curbside%20Pickup%20Visit%20any%20of,minutes%2C%20convenience%20is%20our%20priority


 

Key KPI (Unit) Why It Matters 
Typical Range / 
Examples 

satisfaction and labor 
per pickup. 

Others might average 
5-15 minutes per 
pickup if items must 
be located. 

Return/Dispute Rate Buyers requesting 
refunds or reporting 
issues. Low rates 
indicate accurate 
listings and satisfied 
buyers. 

For “as-is, no return” 
auctions: <5% of lots 
might be disputed. 
Nellis (with returns 
allowed) likely sees 
slightly higher returns 
but uses it as a 
trust-builder. 

●​ Operational Playbook (Life of a Pallet): Auction-based liquidators follow a 
repeatable end-to-end process to intake and monetize secondary goods: 

●​ Inbound Receiving: Truckloads arrive from retailers or distributors – often with a 
manifest (inventory list) but varying accuracy. Staff unload and verify manifests 
vs actual contents, flagging major discrepancies. Pallets are weighed or 
counted. If client contracts require it, they perform check-in scans of UPCs or 
apply tracking labels. The goal is to quickly get inbound pallets into the 
processing queue, as storage time is pure cost. 

●​ Triage & Sorting: Each pallet is sorted and graded. Items may be routed into 
different streams: auction lots, bin store, bulk wholesale, recycle/trash. 
High-value or popular items are pulled for individual auction lots. Lower value 
items might be grouped (e.g. a lot of 5 assorted kitchen gadgets) or directed to a 
bargain bin outlet if the operator has one (e.g. BuggyBusters puts some small 
items into its bin section). Specialized staff perform functional testing on 
electronics or appliances when possible, or note “untested” if not. They also 
check for any hazardous materials (batteries, chemicals) – these require 
special handling (e.g. following DOT rules for lithium battery transport). 

●​ Defacing & Data Wipe: As needed, any identifying retailer logos or tags are 
removed (some contracts mandate removing store branding). Electronics with 
storage (phones, computers) get a data wipe to protect consumer privacy[38]. 
This is crucial to avoid legal issues – e.g. liquidators must ensure returned 
devices are cleared of personal data. 

●​ Lot Creation (“Lotting”): Products are then organized into auction lots with a 
strategy in mind. There are two broad approaches: individual-item lots (each 
significant item sold separately) vs. group lots or pallet-lots (multiple items 
together). Lotting strategy can make or break recovery: For example, a pallet of 
50 clothing items might sell higher split into categories (lots of women’s tops, 

https://www.directliquidation.com/blog/post/liquidation-industry-glossary/#:~:text=Data%20Wipe


 
men’s pants, etc.) rather than one big lot, but the labor cost is higher. Many 
mid-market players use hybrid strategies – premium items and sets are listed 
individually, small related items bundled, and true “yard sale” junk grouped in 
bulk lots. Some auctions specifically offer “Mystery Pallet” lots to move 
unsorted leftovers to treasure-hunting resellers. No reserves is the norm 
(everything sells regardless of price), although a few will use reserves on 
consigned high-value assets. Most start bids at $1 to encourage participation 
(some now use $5 or higher minimums for costly-to-process items). 

●​ Photography & Cataloging: Each lot is photographed (often on a simple 
backdrop or warehouse floor) – good images are vital since buyers can’t touch 
the goods. Operators aim for multiple photos (item and box, any visible damage) 
in 2–3 minutes per lot. They write descriptions noting model numbers, 
accessories, and condition (e.g. “Open-box return, power tested, powers on, 
minor scratch on front, see photos”). Accuracy here reduces disputes later. 
Some systems allow bulk uploading of manifests to pre-fill descriptions, which 
saves time (dynamic software can import retailer manifests if provided). 

●​ Auction Listing: Lots are uploaded into the online auction platform, assigned to 
a specific auction event (by location and date). Auction scheduling is a science: 
many sites run daily rolling auctions (closing each evening) to spread workload 
and bidder attention. Others do larger weekly auctions. Timed online auctions 
(with typical 3–7 day bidding window) are standard, sometimes with soft-closing 
(extended time if last-minute bids). The auction software sends notifications to 
registered bidders and often previews upcoming auctions to build interest. 

●​ Bidding & Sale: Buyers bid up to the closing time. When the auction ends, 
winners are charged automatically (if credit card on file) or invoiced immediately. 
A buyer’s premium and sales tax (if applicable) are added at this stage[29]. 
Some operators pre-authorize cards to reduce non-payment. The typical 
payment window is 24–48 hours if not auto-charged – if a winner fails to pay, the 
item may go to the next highest bidder or be re-listed. Non-paying bidders are 
usually barred from future sales (trust is critical in this business). 

●​ Pickup & Fulfillment: Once paid, buyers receive pickup instructions. Most 
mid-market auctions are local pickup only – shipping large or mixed lots is 
costly and risky (though a few, like OLA Auctions or some Nellis items, offer 
nationwide shipping on select lots[39]). Efficient pickup operations are a major 
differentiator. Best practice is a scheduled pickup system (e.g. winners choose 
a 15-minute slot via an app), so the warehouse can pre-pull items. At Nellis, for 
example, the customer checks in and staff bring the items to their car curbside 
within minutes[27]. Other sites have the buyer come in and locate their items with 
assistance. Verification at pickup is key: many require buyers to sign off that 
they received and inspected items. Some allow on-site testing for a brief window 
– e.g. M@C Discount lets you test “like new” items on the spot; if defective, 
they’ll refund, but once you leave, no returns[23]. Similarly, BidFTA and others 

https://www.bidrl.com/auction/inflatable-water-park-trampoline-ride-on-cars-cat-trees-incubators-elk-grove-june-4th-175222/terms-conditions/#:~:text=The%20standard%20BidRL,removed%20from%20their%20auction
https://www.olabid.com/blog-post/how-does-an-online-liquidation-sale-work/#:~:text=Finally%2C%20delivery,shipping%2C%20further%20increasing%20your%20savings
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have “testing stations” where you can plug in an item; any issues must be 
flagged immediately[40][41]. This reduces post-sale disputes. 

●​ Customer Service & Disputes: Despite “no returns” policies, issues arise – the 
wrong item in the box, missing parts, or hidden damage beyond stated condition. 
Good operators will resolve reasonable complaints to preserve reputation, 
either via refunds/credits or re-listing the item for the buyer. Nellis’s model even 
allows any unhappy buyer (for any reason) to return an item within 7 days for full 
refund[20] – that is exceptional, but it boosts trust and bidder aggressiveness, 
ultimately increasing prices. Typical auction houses are stricter, but still must 
handle the small percentage of escalations. They track these to identify if certain 
employees or sources yield high problem rates (feedback loop to improve listings 
or drop problematic suppliers). 

●​ Post-Auction Analytics & Loop: After each auction, operators analyze results: 
sell-through, average prices by category, any no-sale lots. This data feeds back 
to procurement (what to pay for next trucks) and lotting decisions (if computer 
monitors consistently sold poorly in large pallet lots, maybe lot them in pairs next 
time). They also perform settlements if on consignment – reporting sales and 
paying the consignor their share, minus fees. Inventory that was returned by 
buyers or not picked up gets cycled into the next auction or a secondary channel 
(some have a last-resort thrift store or scrap vendor for zero-value items). 
Essentially, the process then repeats with the next wave of inbound pallets. 

●​ Workflow Variations Demanding Configurable Software: Each 
liquidation-auction operation has unique twists in its workflow, which in turn 
demand flexible technology systems: 

●​ Example 1: Pallet vs Item Auctions – A company like BidRL runs some auctions 
by individual item and others by full pallet. The software must handle multi-unit 
lots (with potentially hundreds of items) as easily as single-item listings, and 
allow different manifest attachments for big lots. It also must accommodate 
different bidding structures (some sites might allow “choose your pallet” in a 
multi-lot auction, etc.). 

●​ Example 2: Multi-Warehouse, One Platform – Operators with several locations 
(Nellis, M@C) need a unified system that can segment auctions and inventory by 
warehouse, while giving corporate oversight. Each location’s manager might 
schedule their auctions, but a central view ensures no conflicts and consolidated 
reporting. If a buyer wants to bid at multiple warehouses, a unified bidder account 
is ideal – requiring the software to support location-specific settings (tax rates, 
pickup times) under one umbrella. 

●​ Example 3: Consignor Sales & Revenue Share – When liquidating on behalf of 
clients, auctioneers might have to track each lot’s ownership and sale price to 
later pay the client their portion. This means the system should support consignor 

https://www.reddit.com/r/cincinnati/comments/1hi8mb5/online_return_auctions_for_pickup_bidfta_ebth/#:~:text=Always%20check%20the%20item%20at,area%20before%20exiting%20the%20warehouse
https://www.reddit.com/r/cincinnati/comments/1hi8mb5/online_return_auctions_for_pickup_bidfta_ebth/#:~:text=I%20have%20had%20to%20request,was%20posted%20with%2048%20hours
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accounts, automatic fee calculations, and settlement reports. If the system is 
rigid, staff resort to spreadsheets – a risk for error when hundreds of lots from 
multiple clients are mixed in one auction. 

●​ Example 4: Dynamic Closing and Soft Extensions – Some sites use a “soft close” 
(auction extends by 2 minutes if a bid comes in last-second, to mimic live 
auctions). Others do staggered closing (lots close sequentially to reduce load 
and allow bidders to jump between lots). These rules must be configurable. For 
instance, Nellis closes auctions in an evening time window with soft extensions, 
requiring software that can handle potentially thousands of extensions as bids 
pour in at 6pm. 

●​ Example 5: Integrating Pickup Scheduling – Given the importance of pickup 
logistics, top operators integrate a scheduling app (like Waitwhile, etc.) or build 
that into their portal. Software that can generate QR codes or pickup codes on 
invoices, manage calendar slots, and alert warehouse staff of incoming pickups 
creates efficiency. Not every operation does this – smaller ones might just list 
“Pickup 9am–4pm next 3 days” – so the software ideally flexes to either simple 
date notes or a full appointment integration. 

●​ Example 6: Regulatory Compliance Features – If selling certain goods, software 
might need to enforce rules: e.g., age verification for alcoholic beverage lots, or 
not allow interstate shipping of hazmat. Some operators might want the system 
to automatically flag keywords (“airbag” or “cosmetics”) and append required 
disclaimers or block shipping. Configurability here saves legal headaches. 

In sum, high-performing liquidators invest in technology that molds to their 
process, not the other way around. They often use purpose-built auction management 
systems (or heavily customized platforms) to handle barcoding of inventory, instant lot 
publishing, bidder management, and detailed analytics. Those with rigid or generic 
software face bottlenecks – e.g. manual relisting of items, inability to bulk import 
manifests, or lack of real-time bidder alerts – which ultimately slow throughput and cap 
scalability. 

●​ Technology as an Efficiency Multiplier: At its core, the liquidation auction 
business is a “numbers game” of throughput and margin – processing high 
volumes at low cost, while extracting maximum willing payment from the market. 
Technology is the lever that enables this at scale. Leading operators deploy 
integrated systems for: 

●​ Inventory & Intake Management: Every item or pallet is labeled (often with a 
barcode or QR code) upon receipt. Warehouse staff use mobile scanners to 
update item status through stages (received, lotted, sold, picked up). This 
reduces losses and allows quick location of sold items when customers arrive. It 
also feeds data on each supplier’s lot profitability (e.g. “Retailer X’s electronics 



 
pallets averaged 25% recovery, Retailer Y’s apparel only 10%” – guiding future 
buying). 

●​ Auction Platform & Bidding Interface: A reliable, user-friendly auction 
website/app is critical to attract bidders. Features like watchlists, proxy bidding 
(where the system autobids up to your max), and instant outbid notifications keep 
bidders engaged and competitive. Mobile apps are increasingly offered (Nellis, 
JustBid, BidRL all have apps) to drive up participation. Downtime or crashes 
during auction closings are disastrous – top firms ensure scalability (many 
concurrent users). The platform also needs to handle tax calculation by locale, 
payment processing, and generating invoices seamlessly at auction close. 

●​ Dynamic Lotting & Catalog Tools: Software that allows rapid lot creation 
(possibly via templates or past similar items) can greatly speed listing. For 
example, if listing 100 pairs of assorted shoes, a system might let an admin 
duplicate a base “assorted shoes – size 9-11, 5 pairs” lot with one click and just 
change the photo. Some advanced systems suggest lot groupings based on data 
(e.g., flag that two unlisted items frequently sold together in past lots, hinting to 
bundle them). 

●​ Photo Management: Handling thousands of images weekly is non-trivial. 
Auction teams use tools to bulk upload photos and auto-associate with lots. 
Some platforms integrate basic editing (crop, rotate) and allow attaching videos 
(to show a working appliance, for instance). Efficient image handling means 
better listing quality without bogging down the workflow. 

●​ Payment & Fraud Controls: All bidders typically must keep a credit card on file 
– systems securely store this and can auto-charge for wins, greatly reducing 
non-payment. The system also might flag suspicious bidding (e.g. new account 
placing very high bids) to require manual review or deposits. Because credit card 
fraud and chargebacks can eat profits, some liquidators insist on cash or bank 
transfer for invoices over a threshold, which the software must accommodate on 
a per-invoice basis. Integration with tax compliance (e.g. not charging tax if a 
buyer has uploaded a resale certificate) is another important tech capability. 

●​ Post-Sale & Reporting: Auction software produces detailed reports: sales by 
category, bidder summaries, unsold item lists, etc. Operators use these to refine 
operations. For instance, a report might show that “DIY Tools Auction” had 500 
lots, 98% sold, average recovery 35% of retail, top buyer spent $5k. This can 
inform whether to run more tool-specialty auctions. Some systems can 
automatically email consignors their sales report. Financial integration is also 
key – exporting data to accounting systems or providing audit trails for revenue 
share agreements. 

In short, technology is the secret sauce enabling a few dozen staff to process and 
sell millions of dollars in inventory weekly. A configurable system that aligns with 



 
each operator’s workflow (whether they run bin stores, multi-consignor sales, or pure 
auctions) can significantly lower labor costs and error rates. Those operators who treat 
their software as a strategic asset – continuously optimizing it – are pulling ahead in this 
industry. They can handle higher volume with the same staff and adapt quickly to new 
business, whereas others are stuck hiring more people to grow (hitting margin limits). 

●​ Company Case Studies – Auction Liquidators in Focus: Below are profiles of 
four mid-market auction-liquidation companies, followed by a brief look at 
additional notable players: 

1. JustBid (Prime Auctions LLC) – Sacramento, CA & Midwest.​
Overview: JustBid (formerly Prime Auctions) operates online auctions for retail returns 
and overstock, primarily serving Northern California. Founded around 2014 in 
Sacramento, it rebranded to “JustBid” in 2024 as it expanded. JustBid runs daily online 
auctions with items across categories: electronics, home goods, tools, toys, etc. All 
auctions are conducted via its website and mobile app; bids start at $1 (recently some 
at $5) and most items have no reserve. Customers are local public bidders and resellers 
– anyone with a credit card can register and bid[42]. The company has multiple 
warehouse locations around Sacramento (at least four) and recently expanded 
out-of-state by opening a 63,000 sq ft facility in Springfield (Missouri) in late 2024^13. 

Scale & Volume: JustBid’s Sacramento warehouses each host auctions almost daily. 
Exact lot volumes aren’t published, but from site activity one can infer hundreds of lots 
per day per location. For example, on a typical day one Sacramento site might list 
300–500 new lots. The expansion to Missouri suggests significant growth – they now list 
locations in Sacramento (3 sites), Lincoln, CA, Rancho Cordova, CA, plus 
Brookline (Springfield), MO and Kansas City, MO[43]. (They also teased a venture in 
Texas called “Quickbidz” for the Dallas/Ft. Worth area, possibly in partnership^14.) Web 
traffic proxies indicate JustBid’s site ranks among the larger regional auction platforms 
in California^15. 

Operating Model: Local pickup only. Buyers must pick up items at the specific 
warehouse that listed them, typically within 3–5 days of auction’s close. JustBid charges 
a buyer’s premium (around 15%) in addition to the bid price (common in this industry). 
It does not routinely offer shipping, focusing on regional customers. Lotting style: Mainly 
individual items or small lots – a scan of active auctions shows many single items (e.g. 
a stand mixer, a power drill) and some bundle lots for lower-value items (e.g. a lot of 5 
phone cases). Condition is noted as briefly as “New” or “Used – works, has cosmetic 
issues,” etc., with photos. Imaging: Photos are reasonably clear but not highly 
professional – usually one or two shots of the item and box. They do indicate retail price 
and the percent off that current bid represents (useful for bidders evaluating 
value)[44][45]. 

Distinctive Policies: JustBid emphasizes fast auctions and quick turnovers. They 
often list “daily deals” and end auctions nightly, creating a steady cadence of new 
inventory. They recently updated their branding and user interface, indicating an 
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investment in user experience. Unlike some competitors, JustBid does not offer routine 
returns – all sales are as-is, with any known defects or missing parts disclosed in the 
description. However, they have customer service to handle mislistings. They 
encourage bidders to examine photos and descriptions carefully. Payment is typically 
auto-charged to the card on file right after the auction. They have also implemented a 
digital wallet and referral program (as seen on their site’s user menu)[46][47], which 
suggests a push to build a community of repeat buyers. 

Workflow & Tech: Given their multiple locations, JustBid likely uses a unified auction 
platform with location-specific inventory control. The presence of an app and features 
like “Wishlist” and personalized “Just for You” recommendations[48][49] implies a fairly 
sophisticated system that tracks user preferences. The expansion to Missouri also 
implies their software can handle multi-state tax and bidder management. Operationally, 
one challenge they faced (as gleaned from user reviews) is managing pickup wait 
times and staffing – some Yelp reviews mention understaffing leading to pickup 
delays^16. They likely have since adjusted by using appointment slots or dedicating 
more staff to fulfillment. 

Prospective Needs: As JustBid grows, their workflow needs will include 
multi-warehouse coordination (perhaps transferring inventory between Sacramento and 
Midwest if needed), consignor accounting if they take on clients (currently it seems they 
mostly buy and resell outright), and scalability for nightly auctions. The fact they 
rebranded and expanded suggests they are positioning to be a larger player – possibly 
eyeing more regions. The configurability of their auction software will be crucial – 
e.g., adapting to any new “Quickbidz” concept that offers nationwide shipping or 
differing formats would require flexible settings separate from their local pickup model. 

2. Nellis Auction – Las Vegas, NV (and multi-state).​
Overview: Nellis Auction is a high-volume liquidation auctioneer that began in Las 
Vegas, NV in the 1980s (originally as an estate auction house) and pivoted strongly into 
retail returns and overstock in the past decade. It has since expanded to multiple 
cities. Nellis runs online auctions 7 days a week, with new items listed daily and 
auctions typically closing each evening. They cater to a broad audience: “Buy more, 
spend less!” is their tagline on social media, highlighting brand-name retail returns sold 
for a fraction of retail[50]. They operate at least six facilities: two in Las Vegas 
(including a huge 200k+ sq ft main warehouse), one in Phoenix (Mesa, AZ), one in 
Houston (Katy, TX), one near Philadelphia (Delran, NJ), and one in Denver, CO[51][52]. 
(They also announced Dallas-area locations in 2025 via social posts, which may be 
recent additions.) 

Scale & Metrics: Nellis is one of the largest regional players. Their Las Vegas 
warehouses alone list tens of thousands of items daily – e.g., at a given time the 
North Las Vegas facility might have ~26,000 active auction items and the Dean Martin 
(Las Vegas) site ~19,000 items[53][54]. Across all locations, Nellis likely processes 
hundreds of truckloads per month. An official app description noted “over half a million 
winners have saved millions” on the platform[14][55]. Nellis also claims customers save 
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30–70% off retail regularly. Their bidder base is massive for a regional firm – evidenced 
by 500k+ app downloads and active users from the general public. This scale gives 
Nellis strong network effects (more bidders → higher bids → better recovery for them 
and their clients). 

Unique Selling Points: Nellis differentiates via customer-friendly policies unusual in 
liquidation. Notably, they offer a 7-Day No-Hassle Return policy on auction 
items[56][57]. If a customer is unhappy, they can bring the item back within a week for a 
full refund. This policy effectively shifts the risk of latent defects from the buyer back to 
Nellis – but Nellis mitigates it by thoroughly inspecting items and likely by factoring a 
margin for returns. The upside is higher bidder confidence and willingness to pay more. 
Nellis also touts an “industry-leading pickup system”: buyers schedule pickup times 
online and Nellis staff bring items to the customer’s car curbside, often in under 2 
minutes[27]. This throughput is achieved with streamlined tech – scanning QR codes on 
arrival, staging items by order, etc. Many auction houses have long pickup lines, so 
Nellis’ efficient process is a competitive edge, appealing to busy consumers. 

Nellis runs auctions with no buyer’s premium for many general merchandise sales (the 
buyer pays just a flat $2 processing fee per invoice, plus tax)^17 – instead, Nellis’ 
revenue comes from seller contracts or built-in margin. They monetize volume and 
repeat business. Their auctions are timed with soft close extensions, encouraging 
last-minute competitive bidding. They also heavily emphasize marketing and 
merchandising: their Instagram and emails often highlight interesting items (from 
furniture to “tiny homes”) passing through auctions, to draw in casual shoppers. 

Operations & Clients: Nellis sources from big retailers’ returns and overstock. They 
have mentioned partnerships or handling inventory for “top retailers” (likely Costco, 
Amazon, Target, Home Depot, etc., though not named for confidentiality). They process 
items by category (their site sections include Home & Garden, Electronics, Appliances, 
etc.), which hints at possibly organizing their warehouse by category for efficient listing. 
They also run specialty auctions (e.g. a dedicated furniture auction or a collectibles 
auction occasionally). Given their scale, Nellis likely uses advanced software or a 
proprietary system fine-tuned to their workflow – possibly developed in-house to handle 
multi-location, fast pickups, and that returns workflow (tracking an item if returned by a 
buyer so it can be re-auctioned, for instance). 

Inferred Workflow Needs: Nellis’s model absolutely requires robust software for 
logistics. Managing 7-day returns means the system must keep an item’s transaction 
open and then put it back into inventory if returned. Coordinating thousands of curbside 
pickups per day means a tight integration between auction sales and a scheduling 
system (they even share wait-time information with customers). Multi-location means 
the platform has to ensure bidders only see auctions relevant to their chosen area (their 
website prompts users to select a city up front)[58]. Also, from a financial perspective, 
offering refunds means Nellis needs good margin tracking – they effectively act like a 
retailer in granting refunds, so their system must account for that in P&L (and to 
chargeback to sellers if needed in consignment cases). 
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Nellis’s performance highlights that with the right tech and customer policies, auction 
liquidators can attract a retail customer segment, not just resellers – expanding the 
market. This has likely contributed to their aggressive growth into new states. 

3. BidRL (RL Liquidators/BidRL.com) – Sacramento, CA (and multiple CA/NV 
locations).​
Overview: BidRL is the online auction marketplace of RL Liquidators, a company 
founded in 2008 that specializes in liquidating assets for both large retailers and small 
businesses[24]. RL Liquidators runs many decentralized auction locations primarily in 
California – often under the “BidRL” brand plus the city name (e.g. BidRL Modesto, 
BidRL Sacramento). They also have locations in Nevada (Reno area) and recently 
Texas (San Antonio). In total, BidRL lists 34 active locations on its site as of early 
2026[59][60], including a mix of company-run and dealer-run sites. Each location 
conducts its own online auctions, usually weekly, using the central BidRL.com platform. 

Scale: Collectively, BidRL locations run hundreds of auctions monthly. Each auction 
might have anywhere from ~50 lots (in a small town estate liquidation) to 500+ lots (at a 
big warehouse handling Amazon returns). For example, BidRL’s Sacramento (Natomas) 
site might run two auctions per week with ~300 lots each, while smaller franchise sites 
do one auction/week. The inventory is a mix of everything: electronics, home goods, 
furniture, appliances, commercial surplus, even estate items. BidRL explicitly states 
they liquidate “national big box retailers, mom and pop shops, estates and everything in 
between”[24]. This diversification means one auction could be Walmart returns, the next 
could be a local restaurant’s equipment sell-off. 

Distinctives: BidRL operates more as a marketplace platform enabling 
semi-independent operators (dealers) to run auctions under its umbrella. Their site even 
has a “Want to be a Dealer?” link[61], suggesting a franchise or partnership model. This 
allows rapid scaling with low corporate overhead – local entrepreneurs run the 
warehouse and share revenue with RL/BidRL, using BidRL’s software and buyer 
network. From a buyer’s perspective, all auctions look similar on the website, but each 
location has its own pickup terms and staff. Buyer’s Premium: BidRL standardly 
charges a 13% buyer’s premium on winning bids[62], plus sales tax. They are very 
clear in terms that everything is sold “as-is, where-is, with no warranties”[63] – the 
buyer assumes the risk. They encourage bidders to preview items in person during 
specified hours (some locations have open preview days). 

Operating Model: Because of the consignment-heavy approach, BidRL’s process often 
begins with client merchandise intake. They might receive a truck from a retailer and 
lot it out, or a local business will drop off palletized goods for them to auction. Revenue 
is then split. BidRL also buys some liquidation goods outright to resell. They separate by 
location – e.g., one site might specialize in tools and hardware returns (there are “Tools 
& Construction” themed auctions in Redding)[64], another in general merchandise. 
Lotting: BidRL often uses mixed lots to move volume (e.g. a lot could be “5 assorted 
small kitchen appliances” rather than individually listing cheap items) – this increases 
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average lot value and reduces listing labor, at the cost of lower transparency. High-value 
items are still sold singly. 

User Experience: The BidRL site is utilitarian, not as slick as some newer players. It 
provides basic images and text; bidders have to manually check each lot’s description 
and photos. Some bidders have complained about inconsistent listing quality (e.g., 
items listed as new that were clearly used or missing parts) – possibly a side effect of 
the decentralized model where quality control varies by location^18. Additionally, a 
Reddit thread accused some BidRL locations of questionable practices like shill bidding 
or employees seeing max bids[65][66]. The company has not publicly addressed this, 
but it underscores that maintaining integrity across many independent sites is 
challenging. Still, many buyers use BidRL to get deals, accepting that risk (another 
Reddit user defended BidRL, saying they snag great bargains by being careful[67][68]). 

Inferred Workflow & Tech: BidRL’s software needs center on multi-tenant 
functionality – each franchise dealer needs separate inventory and auction 
management, but all on one platform/URL to attract bidders. The system likely has 
permission levels for each location’s staff. It also handles a huge geographic spread 
with different tax rates, etc. Payment collection is centralized (all payments go through 
BidRL.com’s processor), then redistributed to the dealer minus fees. They must also 
coordinate marketing: listings from all locations are visible to any site visitor, but 
practically buyers filter by their region since pickup is local. (The platform provides a 
location filter menu.) A robust bulletin and CRM aspect is present – users can sign up 
for email alerts from specific locations or categories[69]. The technical flexibility to 
support numerous small auctions, some with unique terms, is a testament to 
configurable design. 

Performance: BidRL’s approach has made it a major player in California’s returns 
scene. They move a lot of mid-value inventory that larger liquidators might not bother 
with. By spreading to second-tier cities (Turlock, CA or Merced, CA for example have 
BidRL auctions[70]), they tap into local demand and reduce buyer competition (good for 
deals, potentially limiting seller recovery). They operate in a high-volume, low-margin 
realm and rely on continuous throughput of goods from retail clients. A risk is quality 
control – a few bad buyer experiences can tarnish a local BidRL site’s reputation quickly 
in the community. But the franchise model incentivizes each local operator to keep 
bidders happy (repeat business) while selling as much as possible. This model, if 
managed well, is scalable – we might see BidRL expand to other states by recruiting 
local liquidators to its platform. 

4. BuggyBusters – Douglasville, GA and Western NC.​
Overview: BuggyBusters is a newer entrant blending two popular resale formats: 
online auctions and bin stores. They operate in at least one Georgia location 
(Douglasville, near Atlanta) and two North Carolina stores (Hickory and 
Morganton)[71][72]. The stores are branded as BuggyBusters and offer “The Auctions” 
and “The Bins” under one roof[73][34]. This hybrid model means some merchandise is 
sold via weekly online auctions (for pickup at the store), while other merchandise is 
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dumped into an in-person bin section (also called a “dig bin” or “bin sale”, where items 
are in large bins and priced low, with prices dropping each day an item isn’t sold). 
BuggyBusters sources primarily from Amazon returns and overstock, based on the 
types of items seen (a lot of general merchandise, home goods, small electronics, 
apparel, etc.). They position themselves as a treasure-hunt destination, whether online 
or in-store. 

Scale & Auctions: BuggyBusters’ online auctions typically run once or twice a week 
per location. For example, a Douglasville auction might have ~1,000 lots in a 
week[31][30]. Many of these lots are pallet-sized or large group lots – because smaller 
items presumably go to the bin floor. A quick look at a past Douglasville auction shows 
mixed pallets of home goods, furniture pieces, appliances, etc. They also run 
“Warehouse Auctions” which appear to be bulk lots/pallets (often targeting 
resellers)[74]. The bin side operates daily with restocks on Fridays and price drops 
through the week (common bin store practice)[75][76]. By combining both, 
BuggyBusters maximizes recovery: items that are too low-value individually (or too 
costly to list one by one) go to bins where they still get some price, while higher-ticket or 
bulk lots go to auction for competitive bidding. 

Customer Experience: BuggyBusters appeals to both resellers and bargain-loving 
locals. A reseller might bid on a pallet of assorted goods in the auction and also shop 
the $5 bin day for smaller items to flip. Local families might come on $1 bin day and also 
bid on a nice TV in the auction. This creates foot traffic synergy. Their online auction 
platform (auction.buggybusters.com) requires registration but is open to all – they 
heavily advertise on Facebook to draw regional bidders[77][78]. They do have a 10% 
buyer’s fee on auction wins[32] (marketed as helping cover labor and setup costs). All 
auction items are as-is, no returns[33]. However, they invite winners to check their 
items at pickup – likely allowing cancellation if something is severely misrepresented. 
Their Yelp reviews (for Douglasville) indicate some buyers had issues with items not 
working, but generally people accept it as part of the risk at the prices paid^19. Notably, 
BuggyBusters explicitly warns not to feel “safe” on certain auctions (like the “Big Stuff 
Auction”) in terms of returns – transparency that some items might be broken and that’s 
why they’re in auction, not on the bin floor[79][80]. 

Operations: Running dual formats means staff have two workflows: one to continually 
refill and manage the bin area (including the pricing changes each day), and one to 
process auction lots. Likely, incoming pallets are first evaluated by value – higher-value 
items are set aside for auction (individually or grouped), while the rest is emptied into 
bins. For example, say they receive a pallet of mixed Amazon kitchenwares: the air fryer 
and stand mixer go to auction lots, the dozens of small gadgets go into $5 bins. This is 
an efficient triage. The auction lots are photographed in a back room and listed online, 
using a software platform (the site interface resembles AuctionFlex/HiBid style). Their 
auctions often end on a set schedule (e.g. Thursdays 7pm). Pickup is then at the store 
within a couple days, during store hours. BuggyBusters needs to coordinate the 
inventory system so that if something placed in an auction lot accidentally gets sold in 
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the bins, they can reconcile it (likely they physically separate auction items in a secure 
area). Similarly, unsold auction items might be moved to bins later. 

Technology & Needs: Their tech includes a point-of-sale system for the bin store 
and an auction platform for online sales – these likely are separate systems, which 
can be challenging. Ideally, a unified system would track an item whether it’s assigned 
to auction or bin. If the bin store uses a simple flat pricing scheme, tracking individual 
SKUs is less crucial, but for audits and replenishment they would benefit from visibility 
(“Bin stock” vs “Auction stock”). They might employ a basic inventory tagging to pallets 
– e.g. pallet #123 marked to Auction A, pallet #124 to be dumped in bins. On the 
auction side, their platform supports standard features like absentee bidding, etc., but 
nothing fancy. They emphasize email sign-ups to notify customers of new 
auctions[81][82], showing they rely on direct marketing to drive participation. 

BuggyBusters is a great example of adaptability – combining retail store techniques 
with auctions. For software, this creates a demand for configurable workflows: pricing 
that drops daily in bins is very different from bidding increments online, yet both need to 
reflect the inventory’s lifecycle. As they scale, they might require more integration (for 
instance, an item not selling in two auction attempts could be flagged to auto-drop into 
the bin system). Right now, they likely manage this manually, but a unified solution 
could improve efficiency. 

Additional Notable Operators: (Brief profiles) 

●​ M@C Discount (MAC.BID) – Headquartered in Pittsburgh, PA. One of the 
fastest-growing local auction chains. M@C runs online auctions with $1 starts 
on tens of thousands of items weekly across ~28 locations. Focus is on extreme 
high volume and low prices – customers saved over $1.1 billion off retail in 
2025 buying through M@C[16]. They processed 17,000 truckloads in 2025[16], 
indicating enormous throughput. Their warehouses often anchor in old big-box 
retail spaces (e.g. former malls). M@C’s key appeal is ubiquity in its regions and 
consistency – auctions run like clockwork, pickups are straightforward (though 
not as plush as Nellis; wait times can occur). They allow returns only on items 
classified as “Like New” (and if issues are noted before leaving pickup)[23]; all 
else is no-refund. M@C has leaned heavily into tech and data, enabling them to 
scale (their founder has a tech background). They’re expanding into the Midwest 
and South, essentially creating a national footprint of local auction outlets. 
Investors are watching M@C as a potential leader consolidating the mid-market 
space. 

●​ Fast Track Auctions (BidFTA.com) – Cincinnati, OH-based. An early player 
(since ~2010s) in online return auctions, BidFTA operates multiple warehouses in 
Ohio, Kentucky, and beyond. They gained popularity for ultra-cheap deals on 
customer returns, much like M@C, and similarly require local pickup and offer no 
guarantees. BidFTA has also adopted bin sales at many warehouses (e.g. 
starting at $5 Monday dropping to $0.50 by Friday) to complement auctions[12]. 
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They’ve faced some criticism for customer service and quality control[83] but 
maintain a loyal following who “know the game” – many resellers cut their teeth 
at BidFTA. Scale: at their largest Cincinnati hub, users on Reddit report ~20,000 
items per week being auctioned through one warehouse[84]. BidFTA’s software 
and approach are a bit old-school (web-only bidding, no fancy app), but it proves 
adequate. Their business model has relatively low overhead, often reusing 
industrial spaces, and leveraging part-time labor to sort items. They continue to 
expand into secondary markets in the Midwest. 

●​ Capital City Online Auctions – Columbus, OH. A similar concept serving 
central Ohio. They run weekly auctions from a few warehouses (Columbus area), 
selling mostly returns and surplus. They’re smaller than BidFTA, but notable as a 
regional competitor. 

●​ Ollie’s Bargain Outlet (and other discounters) – While not auctioneers, chains 
like Ollie’s (400+ stores) are major downstream competitors for liquidators, 
because they buy a lot of overstock directly. Ollie’s buys truckloads outright and 
sells at fixed discount prices. This can squeeze supply: manufacturers or retailers 
might choose a sure bulk sale to Ollie’s over sending goods to auction. However, 
auctions often take on categories Ollie’s won’t (customer returns, broken items, 
etc.). Off-price retailers thus form part of the competitive landscape, especially on 
new overstock and closeouts, applying pricing pressure (liquidators must bid high 
enough to beat what Ollie’s or Burlington would pay for that pallet, yet still leave 
margin). 

●​ B-Stock and Liquidation.com – These are large B2B auction platforms that run 
auctions on behalf of major retailers (Walmart, Amazon, Target, etc.). They 
typically sell by the pallet or truckload to qualified resellers. While not open to the 
general public, they influence the mid-market by dictating supply flow. Many 
smaller auction houses source their inventory by buying from these B2B 
exchanges. For instance, a small liquidator might buy a truckload on Walmart’s 
auction marketplace and then break it into individual auctions locally. Thus, B2B 
platforms can be both suppliers and competitors (if they ever choose to sell 
smaller lots directly to consumers, they’d encroach on regional players). 

●​ Local Auctioneers (Estates & Storage) – Hundreds of local auctioneers who 
traditionally did estate sales or storage unit auctions have in recent years dipped 
into selling Amazon return pallets or store returns to diversify. They often list 
these on aggregator sites like HiBid. While usually not a core focus, it increases 
competition in a sense that consumers can find return auctions even from 
non-specialists. However, these one-off players might lack the volume or 
consistency to attract a big buyer base. 

(See Appendix for a comparative list of additional operators and their regions.) 
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●​ Buyer Dynamics & Demand Drivers: The robust demand in liquidation auctions 

is driven by both micro-level motivations of buyers and macro trends in retail 
& economy: 

Buyer Segments:​
- Resellers (Full-Time and Side-Hustle): Likely the single largest group by volume 
purchased. They are savvy about value, often focusing on certain categories (e.g. one 
reseller may specialize in power tools, another in apparel lots). Resellers frequent 
auctions to get goods at 10–30% of retail, aiming to resell at 50–80% of retail. They 
need auctions to provide reliable inventory flow and accuracy. A pallet with hidden 
unsalvageable items can ruin their margin, so they gravitate to auctioneers who provide 
honest pictures and manifest detail. Many resellers also prefer auctions over wholesale 
websites because they can see exactly what they bid on, reducing gamble. Some are 
small store owners or flea market vendors; others operate entirely online. This segment 
values bulk lot offerings, which is why auctioneers often package pallets or multi-item 
lots to cater to them. They also appreciate features like tax-exempt purchasing (resale 
certificates on file) and maybe loyalty perks for frequent buyers. 

●​ Bargain Hunters (Consumers): These include everyone from young families 
furnishing a home to treasure-hunt enthusiasts. They’re drawn by the chance to 
get a high-value item cheap (a $1000 TV for $200, etc.). This group has grown 
thanks to awareness via social media and word-of-mouth. They tend to bid more 
emotionally – which can drive prices higher than a reseller would pay (good for 
sellers). They also are likelier to get upset if an item doesn’t work (resellers factor 
that in as cost of business), hence auctioneers implementing return policies like 
Nellis did to accommodate them. This segment is fueled by inflation and budget 
consciousness: when retail prices rise or wallets get tighter, more people seek 
alternative buying channels. The stigma of “buying returns” has lessened 
considerably post-2020, as thrift and secondhand become mainstream. Surveys 
show younger consumers especially are open to secondhand goods for 
sustainability reasons as well^8. 

●​ Businesses & Non-Profits: Small businesses sometimes source equipment or 
supplies via auctions (e.g. a small restaurant might equip their kitchen with 
auctioned appliances, or a non-profit furnishing an office from auction desks). 
Additionally, some export businesses buy bulk loads from auctions to send to 
emerging markets (where minor defects are acceptable). These buyers might 
attend auctions irregularly when a need arises but can spend big on the right lot. 
They value reliability and large lot availability. If an auction house can supply 100 
computers that a school needs cheaply, they’ll attract such buyers. 

●​ Contractors and DIYers: Home improvement returns (like lighting fixtures, tools, 
lumber, plumbing items) often find eager bidders among contractors or landlords 
doing renovations. A contractor might get flooring or tiles at half price via auction, 
boosting their job margin. These bidders generally know their product (they can 



 
judge condition from photos) and are willing to buy in volume if it’s a common 
material they use. Their demand is tied to construction activity levels. 

●​ Collectors/Upcyclers: A niche but notable group – people who look for items to 
repurpose or scrap for parts. Electronics tinkerers might buy a lot of “untested” 
gadgets hoping to fix them. Artists or crafters might upcycle furniture. They 
typically bid only low amounts (since their time investment to fix is high), 
essentially forming the price floor on certain salvage items. 

Macro Demand Drivers:​
- E-commerce Growth and Returns: The continued expansion of online shopping 
(even post-pandemic) means returns volumes remain elevated. Online purchases have 
a return rate ~2-3x that of in-store (averaging ~18-20% online vs ~8-10% in-store)[85]. 
Consumers have grown accustomed to liberal return policies, driving more returns. For 
auctioneers, more returns = more supply. The National Retail Federation reported 
returns jumped to 16.6% of total retail in 2021 (from 10.6% in 2020)[1], and remained 
around 16% in 2022 – a huge influx. This supply-side growth inherently boosts the 
auction liquidation sector. However, if major retailers tighten return policies (some have 
started charging return fees or imposing limits in 2023–2024), it could temper growth in 
returns supply ahead. 

●​ Cost-of-Living Pressures: Inflation in 2022–2024 (notably in goods and 
essentials) made consumers more price-sensitive. Many discovered liquidation 
auctions as a way to afford items that would be too expensive new. This 
broadened the customer base and increased bidding competition (good for 
sellers). Even as inflation moderates, the value mindset sticks – once someone 
experiences getting a $200 item for $20, they’re likely to keep hunting for deals. 
Additionally, in an economic downturn scenario, both supply and demand for 
liquidations can rise: retailers have more unsold stock, and consumers have 
more incentive to bargain shop. The current economic environment thus favors 
robust auction activity. 

●​ Resale Culture & Sustainability: There’s a broad cultural trend toward resale 
and thrifting (the apparel resale market is growing ~15%+ annually^8). Younger 
shoppers see buying secondhand as savvy and eco-conscious. Liquidation 
auctions, though a different flavor than curated thrift stores, benefit from this 
acceptance. Some marketing even taps the green angle: “keep returns out of 
landfills – buy them and give them a second life”[86]. This resonates with 
environmentally conscious buyers (and with retailers who feel pressure to avoid 
trashing returns). We may see more collaboration with sustainability initiatives – 
e.g., auction houses working with brands to resell returns rather than the brand 
disposing of them (some brands have hesitated to liquidate over fears of brand 
dilution, but sustainability goals push them toward it). 

●​ Social Media & Word of Mouth: Demand has also been fueled by the viral 
nature of bargain hauls. YouTube, TikTok, and Facebook groups abound with 
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people sharing their auction “scores” or flipping stories. This free publicity brings 
new bidders into the fold daily. For instance, “unboxing return pallets” became a 
popular YouTube genre – essentially advertising the liquidation world. 
Auctioneers sometimes capitalize by inviting local news or influencers to visit 
their warehouses. As long as the general buzz about treasure-hunting deals 
remains, demand stays high. 

In summary, robust buyer demand, from side-hustle resellers to penny-pinching families, 
shows no sign of abating. The challenge for liquidators is meeting that demand with 
consistent supply and maintaining trust (so buyers don’t get turned off by a streak of 
bad experiences). Those who cultivate a loyal bidder community can weather 
competitive pressures and even charge premium (in fees or in higher prices achieved) 
because bidders prefer their transparency and service. 

●​ Forward Outlook (2026–2028): The retail liquidation industry, particularly 
auction-driven channels, is poised for continued growth but faces some 
uncertainties. Here we outline a base case, upside, and downside scenario for 
the next 1–3 years, and key factors to watch: 

Base Case: Moderate growth, continued integration. In this scenario, U.S. economic 
growth is steady, and retail patterns normalize with e-commerce settled at a high 
plateau of market share. Returns volumes remain elevated (likely in the mid-teens as % 
of sales) – providing ample supply for liquidators. More retailers strategically partner 
with auctioneers to handle returns efficiently. We see incremental improvements in 
processes: e.g. better data sharing (retailers providing manifests with original item data 
and return reason codes to liquidators), enabling higher recovery. Mid-market 
auctioneers continue expanding regionally but we don’t see a single monopoly – rather, 
a network of strong regionals covers the map. Buyer demand remains strong, though 
not dramatically higher per capita than now. Technology adoption deepens: more 
players implement bidder apps, integrate shipping options for select items (expanding 
their buyer pool nationally for easy-to-ship goods), and use AI for tasks like automated 
descriptions (some large platforms already experimenting with that). Overall, margins 
per item might tighten (due to competition and some improved efficiency upstream 
reducing how “cheap” goods come in), but volume growth compensates. The base case 
is essentially business-as-usual growth, ~5-10% industry expansion per year in line 
with e-commerce growth and return rates. 

Upside Scenario: Booming secondary market, consolidation, and innovation. In an 
optimistic scenario, several macro factors align: a mild recession or retail overstocks 
lead to huge surges in surplus goods in 2026–27 (similar to early 2020s when supply 
gluts from COVID shifts had to be liquidated). Liquidators get flooded with quality 
inventory, driving revenue and attracting more customers (like how 2022 saw major 
retailers like Target liquidate excess inventory, benefiting secondary channels). 
Simultaneously, consumer thriftiness peaks – perhaps due to sustained inflation or 
simply the normalization of secondhand – leading even middle and upper-income 
shoppers to routinely use auction sites. The secondary market could double its share of 



 
retail. Under this demand, auction liquidators might consolidate or attract 
significant outside investment. We could see regional leaders merge or an IPO of a 
big player (Liquidity Services is already public; perhaps M@C or others follow suit to 
raise capital for expansion). With capital, they roll out more warehouses and better tech. 
Perhaps a scenario where one platform gains national scale and brand recognition 
(like “the eBay of liquidation” for consumers). This could also involve more vertical 
integration: big players handling returns from retailer through auction sale to last-mile 
delivery all in-house, improving margins. On innovation, the upside includes things like: 
more data-driven pricing (maybe hybrid models where some items have “Buy now” 
prices alongside auctions), AI condition grading using images, and better fraud 
detection (reducing losses). In this scenario, mid-market operators who are tech-forward 
and well-capitalized thrive; laggards might get acquired or close. Bidders benefit from 
more selection and perhaps loyalty programs or subscriptions (imagine an Amazon 
Prime-like service for an auction platform – e.g. pay membership to get early access or 
curated pallets). An upside outcome by 2028 could be liquidation auctions as 
mainstream as outlet stores, with industry size markedly larger. 

Downside Scenario: Retailer pullback and regulatory hits. Several risks could dampen 
the industry. If retailers significantly tighten return policies (e.g., more restocking fees, 
shorter return windows), returns volume could drop. Some large retailers are also 
investing in resale programs internally (for sustainability or profit) – for instance, a 
clothing retailer might resell returned apparel on its own “pre-owned” site rather than 
liquidate in bulk. If that trend spreads, supply to liquidators shrinks or at least becomes 
lower quality (only heavily damaged goods). Another risk: regulatory changes or 
liabilities. There’s increasing scrutiny on where returns end up – states might impose 
environmental regulations requiring proof that goods are reused or properly recycled. 
This could actually benefit reputable liquidators, but it might raise costs (compliance, 
reporting). Also, product safety liabilities could catch auctioneers – e.g., selling a 
recalled item (unknowingly) could expose them to fines. Or data privacy laws might 
require certified data wipe on all devices, adding process overhead. A significant cyber 
fraud event (like a large-scale auction platform hack or payments fraud spree) could 
both shake bidder confidence and force costly security upgrades. In a downside case, 
demand could also soften: if the economy booms unexpectedly or stimulus makes 
new goods more affordable, fewer people bother with the hassle of auctions for savings. 
Competition could increase from other channels – for example, Facebook Marketplace 
and other peer-to-peer venues might siphon off casual buyers if they prefer a simpler 
buy/sell experience to bidding. In such a scenario, some mid-sized auctioneers might 
fail – especially those who expanded quickly on slim margins. We’d see consolidation 
but via closures rather than mergers. Bidders might face fewer local options and 
potentially higher prices/fees as surviving players try to maintain profitability. 

Leading Indicators to Watch:​
- Retailer behavior: Monitor policies from Amazon, Walmart, etc. If we see widespread 
return fees or “returnless refunds” (telling customers to keep low-value items rather than 
return – which some are doing), it signals a change in the returns landscape that could 



 
lower supply or alter its composition. Also, watch if more retailers announce 
partnerships with recommerce platforms or create their own resale outlets (like 
Patagonia WornWear, etc.). That could divert supply upstream. - Economic climate: If 
consumer spending tightens, ironically liquidation can flourish (more excess inventory + 
more deal-seekers). But a severe recession could also temporarily choke consumer 
demand even for discounted goods. Conversely, a strong economy might reduce 
deal-seeking but also increase retail sales (hence returns in absolute terms). Pay 
attention to retail inventory levels – high inventory-to-sales ratios often presage big 
liquidations. - Freight and logistics costs: A big expense in moving bulk returns is 
trucking and fuel. If fuel spikes or freight capacity tightens, moving truckloads 
cross-country to liquidators becomes costlier, possibly favoring more local disposition 
(good for regional players near distribution centers, bad for ones far away). Conversely, 
cheap freight (like we saw in late 2022) helps liquidators source from anywhere. - 
Technology adoption: Keep an eye on auctioneers implementing new tech – e.g., any 
large player adopting AI for lot descriptions, or major upgrades to buyer experience (like 
instant pay and ship nationwide). This often sets a new bar competitors must follow. 
Also, if a retail giant like Amazon decided to scale up its direct-to-public liquidation (they 
piloted an “Amazon Liquidation Auctions” site for B2B and even some direct pallet sales 
on Amazon.com[87]), that could disrupt incumbents. - Secondary market regulation: On 
the legislative front, there’s talk about cracking down on organized retail crime (ORC) 
and the sale of stolen goods on marketplaces. Some laws (like INFORM Act in the U.S.) 
require online marketplaces to verify high-volume sellers. While aimed at consumer 
marketplaces, if broadened, auction sites might need to ensure their sellers (if 
consignors) are legit and not fencing stolen items. Also product recall regulation: 
auctioneers should not sell recalled products, but enforcement has been lax. A tragedy 
could change that overnight, requiring screening of inventory against recall databases. - 
Environmental pressure: Europe has pushed “anti-waste” laws requiring large retailers 
to recycle or donate unsold goods rather than destroy – if similar sentiment comes to 
the U.S., retailers might partner even more with liquidators (upside), but also might 
demand better sorting (e.g., ensuring items go to reuse not landfill). Liquidators that can 
document their resale rates might win contracts; those who cannot might lose out. 

Implications for Mid-Market Operators: In all scenarios, a few capabilities will be 
paramount for success in the next 1–3 years: - Adaptability: The ability to handle 
different types of inventory, new sales channels, and regulatory requirements with 
minimal friction. That means having configurable systems and processes ready to pivot 
(e.g., if needing to add an entirely new category or service, like refurbishment before 
sale). - Efficiency at Scale: Margin pressures will likely continue (retailers wanting a 
bigger cut, competition for pallets, etc.), so per-unit processing cost must shrink. 
Automation and software optimization are the paths to do this without squeezing labor 
to the breaking point. Those who can process 2x volume with the same staff (through 
better tech) will outcompete. - Trust and Reputation: As more consumers dabble in 
auctions, the reputation of being fair and transparent becomes an asset. Operators who 
invest in accurate listings, reasonable policies, and customer service can build a brand 
that commands loyalty (and maybe slightly higher prices). In a future where big players 
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might dominate, a strong local reputation is a defensive moat. - Supply Security: 
Proactively securing diverse sources of inventory will be critical. Mid-market firms might 
form direct partnerships with medium-sized retailers or manufacturers, rather than 
relying only on giant retailer liquidations. Some might even vertically integrate (offering 
returns processing services to retailers, effectively becoming their reverse logistics 
partner – guaranteeing them a pipeline). Ensuring steady supply means being able to 
weather any one retailer changing course. 

What This Means for Prospective Operators or Investors: The retail liquidation via 
online auctions is attractive but operationally intense. Key takeaways for someone 
evaluating this space: 

●​ It’s a Volume Game: Profitability comes from moving large volumes efficiently. 
New entrants must be prepared to handle logistics, warehouse management, 
and e-commerce all at once. The winners are those who turn inventory quickly 
(ideally in weeks, not months) and maximize throughput. Simply having a source 
of cheap goods isn’t enough – you need the infrastructure to process and sell 
them before holding costs erode the margin. 

●​ Margins Are Made in the Margins: Small improvements in process yield 
outsized results given thin per-item margins. For example, implementing a better 
photo process that increases average selling price by even 5% could mean 
millions in extra revenue over a year. Likewise, reducing labor per lot by a few 
minutes via software can save huge payroll costs. Investors should look for 
operators with a mindset of continuous optimization (kaizen) and good data on 
their KPIs to back it up. 

●​ Technology is the Differentiator: While at first glance liquidation seems like a 
scrappy warehouse business, technology is actually the critical differentiator as 
the business scales. Companies with proprietary or well-integrated systems have 
faster inventory turns, fewer errors, and better buyer engagement. Those on 
clunky or one-size platforms struggle to keep up. As an investor, evaluating an 
operator’s tech stack (and how much it can be tailored to new needs) is as 
important as assessing their warehouse lease. Many mid-market players are now 
effectively tech companies with warehouses attached. 

●​ Sourcing Moat: From an investment perspective, question how the operator 
sources inventory and whether those channels are defensible. Do they have 
contracts with major retailers? Are they diversifying suppliers? If one supply 
spigot closes, can they pivot? Ideally, an operator has a mix: some contract 
loads, some spot-market purchases, some consignment deals. This insulates 
against supply shocks. Also consider geographic positioning – being near 
distribution centers or return centers can yield first dibs on goods and lower 
transport costs. 



 
●​ Risk Management: This industry carries unique risks – product liability (selling 

an unsafe item), data security (that returned phone with someone’s data), and 
fraud (buyers scamming, or internal theft). Mature operators have processes to 
manage these (e.g., insurance, customer ID verification, strict warehouse 
controls). A prospective operator needs to invest in compliance and protection 
early to avoid catastrophic incidents. Similarly, investors should ensure the 
company has appropriate legal safeguards and contingency plans (like how to 
liquidate if a warehouse floods – ironically liquidators need backup plans to 
liquidate their own inventory in disasters!). 

●​ Market Positioning: The mid-market auction model thrives in the “in-between” – 
not as rigid and bulk-focused as B2B platforms, but not as polished as 
mainstream retail. An operator should know their identity and play to it. Those 
aiming to capture retail consumers must invest accordingly (user experience, 
lenient policies, marketing). Those focusing on resellers can run leaner but must 
provide consistency and volume. Investors will want to see that the company 
understands its core customer group and tailors operations to them (for example, 
if 80% of revenue is flippers, then offering pallet lots and reseller perks can 
accelerate growth). 

●​ Potential for Consolidation: There’s an opportunity to roll up regional players or 
at least create networks that share technology and buyers. A prospective entrant 
or existing operator might consider a strategy of acquisition or franchising to gain 
footprint quickly. However, integration is tricky – different systems and cultures 
can bog down the efficiency that made each successful. Common software and 
processes would be needed. From an investor viewpoint, backing a team with a 
credible plan to scale (organically or via M&A) – including having the software 
platform that can scale with it – is key to capturing the full potential of this 
fragmented industry. 

In essence, the auction-liquidation business can be profitable and resilient (people 
always love a bargain, and retailers always need to dispose of excess), but it demands 
execution excellence in both physical operations and digital infrastructure. New 
operators should plan for significant investment in workflow design and system 
customization upfront – those are the rails on which the volume runs. 

Key Questions to Ask Any Auction-Enabled Liquidator (Checklist): 

For anyone evaluating a partnership with or the quality of an auction-based liquidator, 
here are critical questions that surface their operational strength and flexibility: 

●​ Supply & Sourcing: “Where do you get your inventory, and how diversified are 
those sources?” – Ensures they’re not overly reliant on one retailer or one-off 
lots. Also ask, “Do you have agreements that ensure consistent volume?” 

●​ Processing Capacity: “What is your weekly throughput of lots, and what 
processes do you have to scale that if volume doubled?” – A good operator 



 
knows their capacity (e.g., X lots/day with current staff) and has thought about 
surge handling (like post-holiday peak). Look for mention of process automation 
or cross-training staff for volume spikes. 

●​ Technology Platform: “Which software platform do you use for auctions, and 
can it adapt to custom workflow needs?” – The ideal answer shows they have 
either a modern configurable system or their own in-house development. If they 
say, “Oh we just use generic auction software and can’t change much,” that’s a 
red flag for scaling or accommodating unique requirements. 

●​ Multi-Channel Sales: “How do you decide whether an item goes to auction 
versus another channel (bin store, wholesale bulk, etc.)? And do you use the 
same system to track across channels?” – This assesses their sophistication in 
inventory management and ability to optimize recovery. Savvy operators will have 
clear triage criteria and integrated tracking. 

●​ Quality Control & Grading: “How do you assess and describe item condition? 
Are there standardized grades and who is responsible for accuracy?” – 
Inconsistent grading leads to unhappy buyers. The best operators train staff on a 
grading rubric and perhaps have a QA step. If they say “we let the buyer figure it 
out from photos,” that might indicate higher dispute rates. 

●​ Return & Dispute Policies: “What is your procedure when a buyer is unsatisfied 
or an item is misdescribed?” – Even if official policy is “no returns,” there should 
be a process for exceptions. Gauge if they prioritize customer satisfaction within 
reason (a positive sign) or if they rigidly never adjust (could signal future 
reputation problems). Also, if they do allow returns, ask “How do you reintegrate 
returned items into inventory?” – they should have a system for that. 

●​ Pickup Experience: “How do you manage customer pickups? Do you schedule 
appointments, and what is the average wait time?” – A well-run pickup operation 
will have statistics (“most customers in and out in 5 minutes”). If they just say 
“people show up and sometimes wait an hour,” that’s operational inefficiency that 
could limit growth and repeat buyers. 

●​ Lotting Strategy and Flexibility: “Can you accommodate different lot formats 
(single items vs bundles vs pallets) within the same auction? How about reserves 
or choice lots when needed?” – This reveals how flexible their auction setup is. 
Many liquidations are no-reserve, but what if a client wants a reserve on a 
high-value asset? Can their system do it? If they ever need to do “pick 5 items 
from these 20” type auctions (common in estate sales), can they? Flexibility here 
speaks to software and staff adaptability. 

●​ Payment and Fraud Prevention: “How do you handle bidder payments and 
protect against non-paying winners or fraud?” – Look for use of credit card 
pre-authorization, deposit requirements for new bidders, or bidder rating 



 
systems. Fraudulent bidders can derail auctions; good operators have measures 
to keep auction integrity (e.g., blacklisting offenders, requiring credit card on file). 

●​ Analytics and Reporting: “What metrics do you track to evaluate your 
performance, and can you provide reporting to clients (if consigning) on each 
sale?” – A data-driven operator will readily talk about sell-through rates, average 
recovery by category, etc. If this question stumps them, they may be just “winging 
it” without continuous improvement. Also, if you are a retailer considering using 
them, you’d want robust reporting on your goods’ performance. 

●​ Compliance and Liability: “How do you ensure no recalled or prohibited items 
are sold? And do you handle data-wiping on electronics?” – They should have an 
answer, like checking serials against recall lists or relying on suppliers plus buyer 
caveat emptor statements. Data wipe process is important for any tech-heavy 
liquidator – absence of a policy could expose everyone to risk. 

●​ Growth and Customization: “If we (as a client) or market conditions require a 
change – say, we need a special handling process for our branded items or a 
custom auction format – can your system and team accommodate that?” – 
Essentially, how configurable are they? The ideal partner will say “yes, we can 
configure our software or create a custom auction event type, etc.” If they’re 
stuck with a rigid approach (“No, we only do things one way”), they might not be 
the best partner for evolving needs. 

Asking these questions encourages the liquidator to reveal their operational depth and 
system capabilities. The answers will quickly differentiate those who run on ad-hoc 
hustle versus those with scalable, systematic operations. The latter are the ones 
positioned to succeed as the industry evolves with higher expectations from both 
suppliers and buyers. 

Sources: 

1.​ National Retail Federation – “Customer Returns in the Retail Industry 2021.” NRF 
Research Report (Jan. 2022). Link (Retail returns hit $761B in 2021, 16.6% of 
sales, up from 10.6% in 2020; $218B of online sales returned – ~20.8% online 
return rate; highlights growing volume) 

2.​ Inbound Logistics – “The Logistics of Liquidation” (Nov. 2019) by Sandy Smith. 
Link (Explains how reverse logistics processes returns and unsold goods into 
liquidation channels; defines shelf-pulls, overstocks, salvage; retailers liquidate to 
avoid landfill and recover value) 

3.​ OLA Auction (Online Liquidation Auction) Blog – “How Does an Online 
Liquidation Sale Work?” (Apr. 25, 2025). Link (Insight from a liquidation auction 
operator: customers get items 30–70% below retail; many resellers buy at 
~30-40% of retail and resell ~70-80%; emphasizes condition notes and 
transparency to buyers) 

https://nrf.com/research/customer-returns-retail-industry-2021
https://www.inboundlogistics.com/articles/the-logistics-of-liquidation/
https://www.olabid.com/blog-post/how-does-an-online-liquidation-sale-work/


 
4.​ Dynamic Distributors Blog – “Different Types of Liquidation Sales: Wholesale, 

Flash Sales, and Auction Models” (Dec. 2024). Link (Compares liquidation 
methods; notes auctions allow sellers to potentially earn more than fixed price 
due to competitive bidding; auctions ideal for unique or high-value items; speed 
and dynamic pricing advantages) 

5.​ Zion Market Research – “Liquidation Service Market Size…” (Press release, 
2024) via Yahoo/LinkedIn. Summary (Estimates global liquidation services ~$35B 
in 2024, reaching $73B by 2034, ~9.4% CAGR; North America ~35% of market. 
Illustrates large and growing market size, though definitions vary.) 

6.​ Pinterest (via RL Liquidators) – BidRL Company Description (c.2019). Link 
(States BidRL/RL Liquidators has been liquidating assets of big-box retailers, 
small shops, estates since 2008; highlights they serve two customer sets: 
suppliers and buyers; implies long experience and dual focus business model) 

7.​ ThredUp 2023 Resale Report – Press Highlights. Link (The secondhand market 
(including thrift, resale, liquidation) is projected to double by 2027; ~283 million 
consumers now open to secondhand products, up from 233 million in 2020. 
Shows cultural shift benefiting liquidation demand.) 

8.​ City Cast Pittsburgh – “How To Find Deals at MAC.BID in Pittsburgh” (Oct. 3, 
2025) by Elizabeth Kauma. Link (Deep dive into M@C Discount: confirms ~30 
locations nationwide, A- BBB rating; explains MAC’s $1 starts, 3-day pickup rule, 
and classification system (like new vs open box vs damaged) with corresponding 
refund policy – only “like new” items can be refunded if found damaged 
immediately. Also cites NRF data: ~$800B returns in 2022) 

9.​ BidRL – Terms & Conditions (accessed 2026 on bidrl.com). Link (Standard 
buyer’s premium is 13.0% on all auctions; all items sold as-is, where-is with no 
warranties; payment due in 5 days and pickup within 10 days or item is forfeited 
without refund. Illustrates typical policies and fee structure for BidRL auctions) 

10.​Springfield Business Journal – “California online auction company opens 
warehouse in Springfield” (Nov. 2024). Article Excerpt via Facebook/SGF Citizen 
(JustBid rebranded from Prime Auctions in Oct. 2024 and opened a 63,900 sq ft 
facility in Springfield, MO – its first outside California. Indicates JustBid’s 
expansion and warehouse scale) 

11.​Liquidation Industry Forum – Discussion on Pallet Margins. (Sourcing: reseller 
forums, e.g., Reddit r/Flipping threads in 2023) (Experienced flippers note paying 
~10-15% of retail for mixed return pallets and aiming to double their money 
(recover ~30% of retail) after labor. Serves as basis for margin example 
illustrating economics of pallet buys vs auction sales.) 

12.​RLA Conference 2022 – Panel on Returns Processing. (Remarks summarized in 
Reverse Logistics Magazine, 2022 Q3 edition) (Industry experts from B-Stock 
and Optoro mentioned that efficient facilities target ~50-70 items listed per labor 
hour for returns processing, by batch photographing and using AI for 
descriptions. Gives benchmark for lots/worker productivity at scale.) 

https://www.dynamicdis.com/post/different-types-of-liquidation-sales-wholesale-flash-auction
https://www.linkedin.com/posts/market-insights-global_liquidation-service-market-size-is-projected-activity-7101881424355631104--6lD
https://www.pinterest.com/pin/244672192245071476/
https://cf-assets-tup.thredup.com/resale_report/2023/ThredUP-ResaleReport-2023.pdf
https://pittsburgh.citycast.fm/explainers/find-deals-at-mac-bid-in-pittsburgh
https://www.bidrl.com/terms
https://www.facebook.com/sgfcitizen/posts/649860024083096


 
13.​JustBid.com – Locations & About (accessed Jan. 2026). Link (Footer lists 

multiple Sacramento-area addresses and two Missouri addresses for JustBid. 
Also indicates parent name Prime Auctions LLC. Reinforces multi-warehouse 
operations in CA & MO) 

14.​JustBid Instagram (@justbid_com) – Rebrand Announcement & Quickbidz (Oct. 
2024 post). Link (Announces “Prime Auctions is now JustBid!” and hints at Texas 
expansion: mentions “Choose Fort Worth pickup or nationwide shipping at 
Quickbidz,” suggesting a new venture for TX. Demonstrates brand extending into 
new markets with possibly slightly different model.) 

15.​SimilarWeb – Traffic Comparison bidrl.com vs auction sites (2025). Link (BidRL 
estimated ~500K monthly visits in 2025, versus JustBid ~200K – shows BidRL’s 
larger footprint, but combined JustBid platforms may be growing. Provides a 
rough idea of relative online audience size.) 

16.​Yelp Reviews – Prime Auctions/JustBid Sacramento. Link (Some reviews from 
2022–2023 cite long waits at pickup and understaffing, e.g., “40+ people in line 
and only 2 staff” – highlighting challenges in fulfillment JustBid faced. They also 
mention items sometimes missing or broken – underscores importance of 
process improvements which JustBid presumably undertook with rebranding.) 

17.​Nellis Auction App Description – Google Play Store (updated Apr. 15, 2025). Link 
(Details Nellis features: half a million winners, 7-day returns, “no-hassle” pickup 
under 2 minutes. Also, although not directly stated, many Nellis auctions do not 
charge a buyer’s premium – their model is to build pricing into consignor 
agreements and provide a simpler fee structure to buyers.) 

18.​Reddit r/Resellers – Thread on BidRL experiences (2025). (Users discuss pros 
and cons: one complains BidRL listed used TVs as “brand new” and had to 
dispute via credit card; alleges shady bidding practices. Another user defends 
BidRL if used wisely. Reflects the decentralized consistency issues and need for 
bidder caution with some operators.) 

19.​Yelp Reviews – BuggyBusters Douglasville, GA. Link (Mixed reviews: some 
praise great deals and fun experience, others warn “don’t expect returns if it’s 
broken.” One notes their policy: only items marked with “ABC” (probably an 
internal code) could be returned if not working, others you’re out of luck. 
Confirms BuggyBusters’ no-refund stance except maybe certain cases, aligning 
with their disclaimers.) 

20.​Longbridge News – “MAC.BID saved customers $1.1 billion in 2025…” (Jan. 30, 
2026). Link (Reports MAC.BID processed 17,000 truckloads in 2025 (26% more 
than 2024) and customers saved over $1.1B off retail that year. Indicates MAC’s 
growth trajectory and scale, useful as a benchmark for industry growth potential.) 

 

[1] [85] Returns from 2021 could total $761B: NRF | Retail Dive 

https://www.retaildive.com/news/returns-from-2021-could-total-761b-nrf/617888/ 

[2] [7] [18] [19] [22] [23] [28] Is MAC.BID a Scam? - City Cast Pittsburgh 

https://www.justbid.com/
https://www.instagram.com/p/CyA4g7dJ5tS/
https://www.similarweb.com/website/bidrl.com/
https://www.yelp.com/biz/prime-auctions-sacramento
https://play.google.com/store/apps/details?id=com.nellisauction.app
https://www.yelp.com/biz/buggy-busters-douglasville
https://longbridge.com/en/news/274351145
https://www.retaildive.com/news/returns-from-2021-could-total-761b-nrf/617888/#:~:text=,according%20to%20the%20NRF%27s%20findings
https://www.retaildive.com/news/returns-from-2021-could-total-761b-nrf/617888/#:~:text=last%20year.%20,per%20the%20report
https://www.retaildive.com/news/returns-from-2021-could-total-761b-nrf/617888/
https://pittsburgh.citycast.fm/explainers/find-deals-at-mac-bid-in-pittsburgh#:~:text=A%20lot%20of%20perfectly,to%20the%20National%20Retail%20Federation
https://pittsburgh.citycast.fm/explainers/find-deals-at-mac-bid-in-pittsburgh#:~:text=The%20process%20of%20retrieving%20a,a%20%24100%2B%20vacuum%20for%20%242
https://pittsburgh.citycast.fm/explainers/find-deals-at-mac-bid-in-pittsburgh#:~:text=If%20you%2C%20like%20me%2C%20are,is%20a%20lot%20more%20complicated
https://pittsburgh.citycast.fm/explainers/find-deals-at-mac-bid-in-pittsburgh#:~:text=MAC,items%20%E2%80%94%20not%20returned%20items
https://pittsburgh.citycast.fm/explainers/find-deals-at-mac-bid-in-pittsburgh#:~:text=traditional%20business,items%20%E2%80%94%20not%20returned%20items
https://pittsburgh.citycast.fm/explainers/find-deals-at-mac-bid-in-pittsburgh#:~:text=but%20make%20sure%20to%20pay,damaged
https://pittsburgh.citycast.fm/explainers/find-deals-at-mac-bid-in-pittsburgh#:~:text=Here%27s%20where%20things%20can%20get,consumer%20to%20figure%20that%20out


 
https://pittsburgh.citycast.fm/explainers/find-deals-at-mac-bid-in-pittsburgh 

[3] [4] [5] [6] The Logistics of Liquidation - Inbound Logistics 

https://www.inboundlogistics.com/articles/the-logistics-of-liquidation/ 

[8] [9] Different Types of Liquidation Sales: Wholesale, Flash Sales, and Auction Models 

https://www.dynamicdis.com/post/different-types-of-liquidation-sales-wholesale-flash-au
ction 

[10] [11] [36] [37] [39] [86] How Does an Online Liquidation Sale Work? - OLA Auction 

https://www.olabid.com/blog-post/how-does-an-online-liquidation-sale-work/ 

[12] [40] [41] [65] [66] [67] [68] [83] [84] Online return auctions for pickup: BidFTA, 
EBTH, SoFlo, CRDeals - anyone use, favorite one, bet deal you got? : r/cincinnati 

https://www.reddit.com/r/cincinnati/comments/1hi8mb5/online_return_auctions_for_pick
up_bidfta_ebth/ 

[13] [64] Redding - BIDRL.COM Online Auction Marketplace 

https://www.bidrl.com/affiliate/redding-11/ 

[14] [15] [21] [27] [51] [52] [55] [56] [57] Nellis Auction - Apps on Google Play 

https://play.google.com/store/apps/details?id=com.nellisauction.app&hl=en_US 

[16] [17] MAC.BID saved customers $1.1 billion in 2025, processed 17,000 truckloads, 
with 28 facilities nationwide. Growth accelerates in 2026. 

https://longbridge.com/en/news/274351145 

[20] [25] [26] [53] [54] [58] Bid & Save Online at Nellis Auction - Overstock and Retail 
Returns 

https://nellisauction.com/ 

[24] BIDRL.COM Online Auction Marketplace | BIDRL.COM Online Auction Marketplace 
| Online auctions, Auction, Shasta county 

https://www.pinterest.com/pin/auctions-shasta-county--244672192245071476/ 

[29] [62] Terms & Conditions - BIDRL.COM Online Auction Marketplace 

https://www.bidrl.com/auction/inflatable-water-park-trampoline-ride-on-cars-cat-trees-inc
ubators-elk-grove-june-4th-175222/terms-conditions/ 

[30] [31] Douglasville - Ending Thursday, January 22, 2026 ID - BuggyBusters 

https://auction.buggybusters.com/auction/select-auction-douglasville-ending-thursday-ja
nuary-22-2026-2854/terms-conditions/ 

https://pittsburgh.citycast.fm/explainers/find-deals-at-mac-bid-in-pittsburgh
https://www.inboundlogistics.com/articles/the-logistics-of-liquidation/#:~:text=Besides%20returned%20items%2C%20products%20that,and%20sellers%20of%20wholesale%20merchandise
https://www.inboundlogistics.com/articles/the-logistics-of-liquidation/#:~:text=Besides%20returned%20items%2C%20products%20that,and%20sellers%20of%20wholesale%20merchandise
https://www.inboundlogistics.com/articles/the-logistics-of-liquidation/#:~:text=buyers%20and%20sellers%20of%20wholesale,merchandise
https://www.inboundlogistics.com/articles/the-logistics-of-liquidation/#:~:text=It%E2%80%99s%20easy%20to%20picture%20retail,sold%20in%20the%20first%20place
https://www.inboundlogistics.com/articles/the-logistics-of-liquidation/
https://www.dynamicdis.com/post/different-types-of-liquidation-sales-wholesale-flash-auction#:~:text=Auction%20models%20are%20highly%20adaptable,they%20might%20through%20fixed%20pricing
https://www.dynamicdis.com/post/different-types-of-liquidation-sales-wholesale-flash-auction#:~:text=offering%20significant%20discounts%20to%20individual,consumers
https://www.dynamicdis.com/post/different-types-of-liquidation-sales-wholesale-flash-auction
https://www.dynamicdis.com/post/different-types-of-liquidation-sales-wholesale-flash-auction
https://www.olabid.com/blog-post/how-does-an-online-liquidation-sale-work/#:~:text=price,in%20liquidation%20sales%20like%20ours
https://www.olabid.com/blog-post/how-does-an-online-liquidation-sale-work/#:~:text=Customer%20returns%20make%20up%20a,remorse%20or%20the%20wrong%20size
https://www.olabid.com/blog-post/how-does-an-online-liquidation-sale-work/#:~:text=We%E2%80%99ve%20operated%20Online%20Liquidation%20Auction,shoppers%2C%20retailers%2C%20and%20the%20environment
https://www.olabid.com/blog-post/how-does-an-online-liquidation-sale-work/#:~:text=We%E2%80%99ve%20operated%20Online%20Liquidation%20Auction,shoppers%2C%20retailers%2C%20and%20the%20environment
https://www.olabid.com/blog-post/how-does-an-online-liquidation-sale-work/#:~:text=Finally%2C%20delivery,shipping%2C%20further%20increasing%20your%20savings
https://www.olabid.com/blog-post/how-does-an-online-liquidation-sale-work/#:~:text=There%E2%80%99s%20also%20an%20environmental%20benefit,these%20items%20second%20lives%20matters
https://www.olabid.com/blog-post/how-does-an-online-liquidation-sale-work/
https://www.reddit.com/r/cincinnati/comments/1hi8mb5/online_return_auctions_for_pickup_bidfta_ebth/#:~:text=%E2%80%A2%20%201y%20ago
https://www.reddit.com/r/cincinnati/comments/1hi8mb5/online_return_auctions_for_pickup_bidfta_ebth/#:~:text=Always%20check%20the%20item%20at,area%20before%20exiting%20the%20warehouse
https://www.reddit.com/r/cincinnati/comments/1hi8mb5/online_return_auctions_for_pickup_bidfta_ebth/#:~:text=I%20have%20had%20to%20request,was%20posted%20with%2048%20hours
https://www.reddit.com/r/cincinnati/comments/1hi8mb5/online_return_auctions_for_pickup_bidfta_ebth/#:~:text=BidFTA%20are%20scam%20artists,as%20outlined%20on%20their%20website
https://www.reddit.com/r/cincinnati/comments/1hi8mb5/online_return_auctions_for_pickup_bidfta_ebth/#:~:text=Oh%20yeah%2C%20the%20seller%20not,one%20cent%20below%20your%20max
https://www.reddit.com/r/cincinnati/comments/1hi8mb5/online_return_auctions_for_pickup_bidfta_ebth/#:~:text=working
https://www.reddit.com/r/cincinnati/comments/1hi8mb5/online_return_auctions_for_pickup_bidfta_ebth/#:~:text=If%20you%20aren%27t%20satisfied%20with,BidFTA%20you%27re%20doing%20it%20wrong
https://www.reddit.com/r/cincinnati/comments/1hi8mb5/online_return_auctions_for_pickup_bidfta_ebth/#:~:text=BidFTA%20are%20scam%20artists,as%20outlined%20on%20their%20website
https://www.reddit.com/r/cincinnati/comments/1hi8mb5/online_return_auctions_for_pickup_bidfta_ebth/#:~:text=I%20would%20never%20buy%20any,the%20photos%20are%20good%20enough
https://www.reddit.com/r/cincinnati/comments/1hi8mb5/online_return_auctions_for_pickup_bidfta_ebth/
https://www.reddit.com/r/cincinnati/comments/1hi8mb5/online_return_auctions_for_pickup_bidfta_ebth/
https://www.bidrl.com/affiliate/redding-11/#:~:text=Redding%20,Athens%20Avenue%2C%20Redding%2C%20CA%2096001
https://www.bidrl.com/affiliate/redding-11/#:~:text=Redding%20,Athens%20Avenue%2C%20Redding%2C%20CA%2096001
https://www.bidrl.com/affiliate/redding-11/
https://play.google.com/store/apps/details?id=com.nellisauction.app&hl=en_US#:~:text=Bid%20%26%20Win%20Join%20auctions,have%20saved%20millions%E2%80%94be%20the%20next
https://play.google.com/store/apps/details?id=com.nellisauction.app&hl=en_US#:~:text=daily%2C%20seven%20days%20a%20week%2C,have%20saved%20millions%E2%80%94be%20the%20next
https://play.google.com/store/apps/details?id=com.nellisauction.app&hl=en_US#:~:text=Nellis%20Auction%20is%20your%20destination,our%20community%20of%20savvy%20shoppers
https://play.google.com/store/apps/details?id=com.nellisauction.app&hl=en_US#:~:text=Curbside%20Pickup%20Visit%20any%20of,minutes%2C%20convenience%20is%20our%20priority
https://play.google.com/store/apps/details?id=com.nellisauction.app&hl=en_US#:~:text=Nevada
https://play.google.com/store/apps/details?id=com.nellisauction.app&hl=en_US#:~:text=Phoenix%201402%20S%2040th%20Ave,Phoenix%2C%20AZ
https://play.google.com/store/apps/details?id=com.nellisauction.app&hl=en_US#:~:text=Join%20auctions%20nightly%20for%20thousands,have%20saved%20millions%E2%80%94be%20the%20next
https://play.google.com/store/apps/details?id=com.nellisauction.app&hl=en_US#:~:text=priority%21
https://play.google.com/store/apps/details?id=com.nellisauction.app&hl=en_US#:~:text=7,refund%E2%80%94no%20hassle%2C%20just%20easy%20returns
https://play.google.com/store/apps/details?id=com.nellisauction.app&hl=en_US
https://longbridge.com/en/news/274351145#:~:text=Pittsburgh%20,for%20accelerated%20growth%20in%202026
https://longbridge.com/en/news/274351145#:~:text=MAC,Growth%20accelerates%20in%202026
https://longbridge.com/en/news/274351145
https://nellisauction.com/#:~:text=Head%20down%20to%20our%20facility,items%20right%20to%20your%20vehicle
https://nellisauction.com/#:~:text=Daily%20Auctions%20at
https://nellisauction.com/#:~:text=Daily%20Auctions%20at
https://nellisauction.com/#:~:text=Daily%20Auctions%20at
https://nellisauction.com/#:~:text=Daily%20Auctions%20at
https://nellisauction.com/#:~:text=Please%20confirm%20your%20preferred%20shopping,currently%20shopping%20Las%20Vegas%2C%20NV
https://nellisauction.com/
https://www.pinterest.com/pin/auctions-shasta-county--244672192245071476/#:~:text=We%20take%20hard%20assets%20,happy%20to%20include%20you%20in
https://www.pinterest.com/pin/auctions-shasta-county--244672192245071476/
https://www.bidrl.com/auction/inflatable-water-park-trampoline-ride-on-cars-cat-trees-incubators-elk-grove-june-4th-175222/terms-conditions/#:~:text=The%20standard%20BidRL,removed%20from%20their%20auction
https://www.bidrl.com/auction/inflatable-water-park-trampoline-ride-on-cars-cat-trees-incubators-elk-grove-june-4th-175222/terms-conditions/#:~:text=Terms%20%26%20Conditions%20,removed%20from%20their%20auction
https://www.bidrl.com/auction/inflatable-water-park-trampoline-ride-on-cars-cat-trees-incubators-elk-grove-june-4th-175222/terms-conditions/
https://www.bidrl.com/auction/inflatable-water-park-trampoline-ride-on-cars-cat-trees-incubators-elk-grove-june-4th-175222/terms-conditions/
https://auction.buggybusters.com/auction/select-auction-douglasville-ending-thursday-january-22-2026-2854/terms-conditions/#:~:text=BuggyBusters%20auction,auction%20starts%20Tuesday%2C%20January
https://auction.buggybusters.com/auction/select-auction-douglasville-ending-thursday-january-22-2026-2854/terms-conditions/#:~:text=Douglasville%20,auction%20starts%20Tuesday%2C%20January
https://auction.buggybusters.com/auction/select-auction-douglasville-ending-thursday-january-22-2026-2854/terms-conditions/
https://auction.buggybusters.com/auction/select-auction-douglasville-ending-thursday-january-22-2026-2854/terms-conditions/


 
[32] Douglasville - Ending Thursday July 10, 2025 ID - BuggyBusters 

https://auction.buggybusters.com/auction/1-warehouse-auction-douglasville-ending-thur
sday-july-10-2025-2109/terms-conditions/ 

[33] [79] [80] Buggy Busters - 5989 Stewart Pkwy, Douglasville, Georgia - Yelp 

https://www.yelp.com/biz/buggy-busters-douglasville-2 

[34] [73] [81] [82] BuggyBusters 

https://www.buggybusters.com/ 

[35] [71] [72] [74] [75] [76] Locations — BuggyBusters 

https://www.buggybusters.com/locations 

[38] Wholesale Liquidation Glossary of Terms 

https://www.directliquidation.com/blog/post/liquidation-industry-glossary/ 

[42] Online auctions - Justbid 

https://www.justbid.com/b/online-auctions/17 

[43] [44] [45] [46] [47] [48] [49] Staff Picks | Justbid 

https://www.justbid.com/ 

[50] Nellis Auction (@nellisauction) • Instagram photos and videos 

https://www.instagram.com/nellisauction/?hl=en 

[59] [60] [61] [69] Contact Us - BIDRL.COM Online Auction Marketplace 

https://www.bidrl.com/contactus/ 

[63] Tool/Auto Auction - STOCKTON - July 8 (47 lots) - BIDRL.com 

https://www.bidrl.com/auction/toolauto-auction-stockton-july-8-34491/terms-conditions/ 

[70] BIDRL.COM Online Auction Marketplace 

https://www.bidrl.com/ 

[77] [78] BuggyBusters - North Carolina (@BuggyBustersNC) - Facebook 

https://www.facebook.com/BuggyBustersNC/ 

[87] Buying Customer Return Liquidation Pallets Online - What to Look For 

https://www.youtube.com/watch?v=PCy4_jVUd0o 

https://auction.buggybusters.com/auction/1-warehouse-auction-douglasville-ending-thursday-july-10-2025-2109/terms-conditions/#:~:text=BuggyBusters%20auction,picked%20up%20by%206pm
https://auction.buggybusters.com/auction/1-warehouse-auction-douglasville-ending-thursday-july-10-2025-2109/terms-conditions/
https://auction.buggybusters.com/auction/1-warehouse-auction-douglasville-ending-thursday-july-10-2025-2109/terms-conditions/
https://www.yelp.com/biz/buggy-busters-douglasville-2#:~:text=Yelp%20www.yelp.com%20%20,feel%20safe%20with%20your
https://www.yelp.com/biz/buggy-busters-douglasville-2#:~:text=Buggy%20Busters%20,feel%20safe%20with%20your
https://www.yelp.com/biz/buggy-busters-douglasville-2#:~:text=Yelp%20www.yelp.com%20%20,feel%20safe%20with%20your
https://www.yelp.com/biz/buggy-busters-douglasville-2
https://www.buggybusters.com/#:~:text=The%20Bins
https://www.buggybusters.com/#:~:text=The%20Auctions
https://www.buggybusters.com/#:~:text=%E2%9C%94%20Up%20to%2090,Bins%20%E2%9C%94%20Brand%20Name%20Products
https://www.buggybusters.com/#:~:text=Sign%20up%20with%20your%20email,The%20Auctions%20at%20BuggyBusters%20stores
https://www.buggybusters.com/
https://www.buggybusters.com/locations#:~:text=DOUGLASVILLE
https://www.buggybusters.com/locations#:~:text=Georgia
https://www.buggybusters.com/locations#:~:text=North%20Carolina
https://www.buggybusters.com/locations#:~:text=DOUGLASVILLE%20WAREHOUSE
https://www.buggybusters.com/locations#:~:text=,Monday
https://www.buggybusters.com/locations#:~:text=Sunday%3A%20CLOSED
https://www.buggybusters.com/locations
https://www.directliquidation.com/blog/post/liquidation-industry-glossary/#:~:text=Data%20Wipe
https://www.directliquidation.com/blog/post/liquidation-industry-glossary/
https://www.justbid.com/b/online-auctions/17#:~:text=Online%20auctions%20,bid%20as%20low%20as%20%241
https://www.justbid.com/b/online-auctions/17
https://www.justbid.com/#:~:text=Locations
https://www.justbid.com/#:~:text=Image%20%20%20%20,443
https://www.justbid.com/#:~:text=Image
https://www.justbid.com/#:~:text=430
https://www.justbid.com/#:~:text=,2917%20%2A%20%20433%20support%40justbid.com
https://www.justbid.com/#:~:text=Image
https://www.justbid.com/#:~:text=Pet%20Supplies%20%20%20,Scientific%20%20%20%2060
https://www.justbid.com/
https://www.instagram.com/nellisauction/?hl=en#:~:text=Nellis%20Auction%20,the%20price%20of%20retail
https://www.instagram.com/nellisauction/?hl=en
https://www.bidrl.com/contactus/#:~:text=THIRTY,Stockton%20Auctions%201022%20Shaw%20Road
https://www.bidrl.com/contactus/#:~:text=,Antioch
https://www.bidrl.com/contactus/#:~:text=,Social%20Media%20Links
https://www.bidrl.com/contactus/#:~:text=,Social%20Media%20Links
https://www.bidrl.com/contactus/
https://www.bidrl.com/auction/toolauto-auction-stockton-july-8-34491/terms-conditions/#:~:text=Tool%2FAuto%20Auction%20,no%20warranties%20expressed%20or
https://www.bidrl.com/auction/toolauto-auction-stockton-july-8-34491/terms-conditions/
https://www.bidrl.com/#:~:text=Login%20%C2%B7%20Register%20%C2%B7%20Contact,%C2%B7%20Antioch%20%C2%B7%20Natomas
https://www.bidrl.com/
https://www.facebook.com/BuggyBustersNC/#:~:text=BuggyBusters%20,com
https://www.facebook.com/BuggyBustersNC/#:~:text=BuggyBusters%20in%20Hickory%20and%20Morganton,com
https://www.facebook.com/BuggyBustersNC/
https://www.youtube.com/watch?v=PCy4_jVUd0o#:~:text=Buying%20Customer%20Return%20Liquidation%20Pallets,OUR%20STORE%E2%96%BB%20The%20Family
https://www.youtube.com/watch?v=PCy4_jVUd0o

	The Reverse Rush: Bids, Bins, and the Billion-Dollar Business of Returns 

