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How to time it right, market smarter, and
bring bidders back
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We’ve all seen it:

Great items… quiet bidding
Plenty of page views… not enough registrations
People interested… but they “missed the close”

This guide is for us if we’re:

Running timed online auctions, hybrid/simulcast
events, or both
Trying to increase bidder turnout without
burning out our team
Tired of last-minute promotion scrambles
Ready to build a repeatable setup + promotion
process we can reuse every sale

A strong auction doesn’t fail because
the inventory isn’t good.

It fails when the right bidders don’t
show up at the right time.

Introduction

Our goal is simple: create visibility early, urgency
near close, and trust the whole way through.

https://www.auctionmethod.com/?utm_campaign=guides&utm_source=guides&utm_medium=ebook&utm_content=proxy-bidding
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Concept Overview

Auction setup + promotion is  the
bridge between “the catalog is
ready” and “the bidding got  hot!”

It’s not one task. It’s a system made up of
three parts:

1. Timing & schedule - When bidding
opens, when lots close, and how closing
works.

2. Promotion - Email, social, paid ads, and
offline— working together.

3. Targeting & reactivation - Reaching the
right buyers (including past bidders)
without spamming everyone.

When those pieces work together, we get:
More qualified registrations
More last-day bidding competition
More repeat bidders over time

https://www.auctionmethod.com/?utm_campaign=guides&utm_source=guides&utm_medium=ebook&utm_content=proxy-bidding
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The Promotion Runway

KEY POINTS
- Bigger auctions usually need 4–6 weeks of runway

- Fast turnarounds still benefit from at least 5–10 days
- The final 24–48 hours is where urgency happens

Set the schedule
Close date/time, time zone, soft close, stagger rules.

Build your “hero list”
Pick 5–15 headline lots that will pull people in.

Launch awareness
Start email + social early so bidders have time to
discover and plan.

Ramp up urgency
In the final week, increase reminders and highlights.

Most auctions don’t need “more marketing.” They
need a simple runway we can run every time.

Last call + follow-up
Final-day push, then a thank-you + invite to the next
relevant auction.

Here’s the repeatable flow:

https://www.auctionmethod.com/?utm_campaign=guides&utm_source=guides&utm_medium=ebook&utm_content=proxy-bidding


Closing time matters because that’s when bidding
peaks. A small scheduling change can have a big
impact on turnout.

03

www.auctionmethod.com

Timing & Scheduling

💡 Pro Tip: Pick the closing time based on
your bidder type—not your office schedule.

B2C auctions often perform best closing 6–10
PM local time (Sunday evening is a common
sweet spot)

B2B auctions often perform best closing Tue–
Thu, 10 AM–2 PM

Avoid obvious attention-killers (major holidays
and major events)

Keep your schedule consistent when possible
—habits drive participation

Short bidding windows (2–4 days) often create
stronger urgency

Use soft close + staggered closing to keep
bidding fair and manageable

Communicate closing rules clearly on the
auction page and in reminders

https://www.auctionmethod.com/?utm_campaign=guides&utm_source=guides&utm_medium=ebook&utm_content=proxy-bidding


Email still works because it reaches people who
already know you—past bidders, buyers, and
prospects who opted in.

KEY POINTS:
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Email Marketing

Use a mai l ing l ist  management
platform l ike mai lchimp or  Constant
Contact
Segment your  l ist  by interest  (estate,
equipment,  f i rearms,  coins,  etc. )
Use a s imple cadence:
Cata log is  l ive /  Save the Date
Reminder (1  week out)
Reminder (1  day out)
F inal-day “Last  chance”
Keep emai ls  mobi le-fr iendly:  c lear
headl ines,  shor t  sect ions,  one main
CTA
Feature “hero lots”  to g ive people a
reason to c l ick
Track what works:  opens,  c l icks,
registrat ions,  b ids

💡 Pro Tip: Don’t blast the entire list.
Segment it.

https://www.auctionmethod.com/?utm_campaign=guides&utm_source=guides&utm_medium=ebook&utm_content=proxy-bidding


Social works best when we treat it like a series,
not a single post.

KEY POINTS:

05

www.auctionmethod.com

Social Media Promotion

Choose platforms by buyer type:
Facebook for  broad consumer
auct ions
Instagram when v isuals  se l l  the
i tem
LinkedIn for  commercia l  assets and
professional  buyers

Post  “hero lots”  consistent ly—clean
photos + shor t ,  p la in  capt ions
Add quick v ideo:  walkarounds,
condit ion notes,  “prev iew” c l ips
Use a l ive prev iew 24–48 hours
before c lose when possib le
Bui ld  urgency near  c lose:  countdown
posts and reminder stor ies
Respond fast  to comments and DMs
(that ’s  where buyers conver t)

💡 Pro Tip: Show the items—don’t just
announce the auction.

https://www.auctionmethod.com/?utm_campaign=guides&utm_source=guides&utm_medium=ebook&utm_content=proxy-bidding


Paid promotion helps us reach new buyers and
bring back warm visitors who already viewed the
catalog.

KEY POINTS:
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Paid Ads + Retargeting

Use search ads for  h igh- intent
buyers (category + locat ion
keywords)
Geo-target  when pickup is  local ;
expand when shipping is  real ist ic
Send c l icks to the auct ion l ist ing,
i tem page,  or  registrat ion—not a
gener ic  homepage
Add retarget ing for  cata log v iewers
who didn ’ t  register
Run heav ier  in  the f ina l  week when
urgency is  real
Track results :  registrat ions,  f i rst
b ids,  and cost  per  registrat ion

💡 Pro Tip: Paid ads work best when they
catch demand—not when they try to create it.

https://www.auctionmethod.com/?utm_campaign=guides&utm_source=guides&utm_medium=ebook&utm_content=proxy-bidding


Even for online auctions, offline promotion can be
the difference between “some bidders” and a real
crowd—especially for local pickup sales.

KEY POINTS:
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Offline Promotion

Use high visibility on-site signage with:
date/time + website + QR code
Place directional signs where traffic
actually flows
Post flyers where your buyers already go
(trade locations, community boards)
Consider postcards for high-value local
auctions
Keep branding consistent so it looks
legitimate and familiar
Local newspapers + trade publications:
Run a small classified/auction-listing ad in
the local paper or a niche publication
your buyers actually read.
Preview/open house event: Host an in-
person preview (even a short “open
house” window) to let people inspect key
items and build buzz in the community.

💡 Pro Tip: Offline still matters—especially for
local auctions.

https://www.auctionmethod.com/?utm_campaign=guides&utm_source=guides&utm_medium=ebook&utm_content=proxy-bidding


Reactivation is where auction marketing gets
efficient. We don’t want to start from scratch
every sale.

KEY POINTS:
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Targeting & Reactivation

Segment by:
Category interest
Location / shipping abi l i ty
VIPs vs occasional bidders
“Registered but never bid”
Dormant bidders (haven’t bid in
months)

Bui ld win-back outreach that feels
personal:  “We thought you’d l ike this
one.”
Use custom audiences for ads (past
bidders, site v isitors, email  l ist)
Fol low up after each auction with a
clear “what’s next”
Avoid spamming—relevance bui lds
trust

💡 Pro Tip: The cheapest bidder to acquire is
the one who already knows you.

https://www.auctionmethod.com/?utm_campaign=guides&utm_source=guides&utm_medium=ebook&utm_content=proxy-bidding


More emails always means more bids.
Too many emails create fatigue. A simple cadence
works best when each message adds value.

Common Misunderstandings
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Timing doesn’t matter if the items are good.
Timing affects turnout. Align closings with bidder
availability (consumer vs business).

www.auctionmethod.com

Paid ads are only for big auction houses.
Retargeting and targeted search can be cost-
effective and scalable.

Offline Marketing is Dead
Local signage still drives awareness—and helps
your online auction feel real.

If the catalog is live, bidders will find it.
Most auctions need multiple touches across multiple
channels. Visibility doesn’t happen by accident.

https://www.auctionmethod.com/?utm_campaign=guides&utm_source=guides&utm_medium=ebook&utm_content=proxy-bidding
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Best Practices

Set the schedule first (close rules, time zone,
soft close, stagger)

Give yourself runway—announce early and
ramp up near close

Use hero lots in every channel (email + social
+ ads)

Segment your list so outreach stays relevant

Retarget warm visitors instead of chasing cold
traffic only

Follow up after the auction to build repeat
participation

Run a live preview 24–48 hours before close
when possible

Put the close rules in every reminder (“Lots
close 1 min apart, soft close on.”)

Use tracking links so you know what actually
drives registrations

https://www.auctionmethod.com/?utm_campaign=guides&utm_source=guides&utm_medium=ebook&utm_content=choose-software


Whether you’re a one-person operation or managing a full
crew, consistency is key. Following the practices in this
guide helps every auction launch with enough runway,
reach the right buyers, and close with real competition.
When bidders know what’s happening — and when —
they’re far more likely to show up and bid.

If you’re ready to make auction setup and promotion more
repeatable, we can help. AuctionMethod gives you a
white-labeled site (not a shared marketplace), full control
over your auction timing and rules, and full ownership of
your bidder list — so every auction builds on the last. Add
predictable pricing and reporting you can learn from, and
promotion stops feeling like guesswork.

Let’s work together to make your next auction your best-
timed — and best-promoted — one yet.

Clear timing. Confident
bidders. Stronger results.

Flexible Tools. Real Partnership.
Built for Auction Professionals.

START 30 DAY FREE TRIAL

https://www.auctionmethod.com/free-trial-auction-software/?utm_campaign=guides&utm_source=guides&utm_medium=ebook&utm_content=proxy-bidding
https://www.auctionmethod.com/free-trial-auction-software/?utm_campaign=guides&utm_source=guides&utm_medium=ebook&utm_content=choose-software

