
Auctioneer interview questions
careertips.com.au: common questions and what they're really testing

What to expect
Auctioneer interviews mix standard behavioural questions with practical demonstrations of bid calling
and judgement under pressure, since the role is as much performance and negotiation as it is
administration. Panels often include someone from the auction house's sales or valuation team who will
probe how you handle vendors, disputes and compliance, not just how well you can hold a room.

• Behavioural: Past examples of building trust with vendors or buyers, and handling pressure during
a sale.

• Process: Walk-throughs of how you catalogue, value and negotiate reserve prices before an
auction.

• Scenario/judgement: On-the-spot decisions about bidding disputes, questionable provenance, or
a sale that isn't attracting bids.

• Client-facing: How you communicate outcomes to vendors and buyers, including disappointing
news.

• Practical demonstration: Some interviews ask candidates to run a short mock auction or bid call
on the spot.

Expect an opening conversation about your background and licensing, then a series of scenario and
behavioural questions, and often a short practical exercise such as calling bids on a sample lot or
explaining a reserve negotiation aloud. Interviews for auction houses handling higher-value stock
(property, fine art) tend to spend more time on compliance and provenance questions.

1. Tell me about a time you had to earn a vendor's trust quickly before a sale.
Why they ask
Vendors often meet the auctioneer only shortly before consigning valuable items, so the panel wants
evidence you can build credibility fast.

How to structure your answer
Use STAR: describe the situation and the vendor's concern, the specific action you took to reassure
them, and the result, including whether they consigned with you again.

Example answer

“I had a vendor who was consigning a family piece for the first time and was anxious about getting a
fair price. I walked her through comparable recent sale results, explained how the reserve protected
her, and answered her questions about the buyer's premium so there were no surprises on the day.
The item sold above reserve and she asked me to catalogue two more pieces the following month.”

2. Walk me through how you set and negotiate a reserve price with a vendor.
Why they ask
Reserve negotiation sits at the centre of the job and reveals whether you can balance a vendor's
expectations against realistic market value.

How to structure your answer
Give a step-by-step process walkthrough: research and valuation, presenting the recommendation,
handling pushback, and reaching final agreement.

Example answer

“I start by researching comparable sales and condition to form a realistic value range, then present
that range to the vendor with the reasoning behind it rather than just a number. If they push for a



higher reserve, I explain the risk of the lot passing in and losing buyer momentum. Usually we land on
a figure slightly below their initial hope but grounded in what the market has actually paid recently.”

3. Two bidders both claim they placed the winning bid at the same moment.
How do you handle it on the day?
Why they ask
Bidding disputes happen regularly and the panel wants to see you can resolve them decisively and fairly
without losing the room's confidence.

How to structure your answer
Describe the judgement call under pressure: how you'd pause the sale, gather facts quickly, apply a
consistent rule, and communicate the decision.

Example answer

“I'd stop the bidding immediately and calmly state that I need a moment to confirm the last bid. I'd
check with my bid spotters or ringmen on who they saw bid first, and if it's unclear I'd reopen bidding
from the last confirmed amount rather than guess. Being transparent about the process matters more
than resolving it in seconds, because bidders need to trust the outcome was fair.”

4. How do you keep the pace of an auction up when the room or online
bidders have gone quiet?
Why they ask
Managing energy and pace is a core practical skill that's hard to fake, and interviewers want to know
your specific techniques.

How to structure your answer
Give a skills-based explanation with concrete tactics, not just a general statement that you 'stay
energetic'.

Example answer

“If bidding stalls I'll drop the increment size to make the next bid feel more achievable, acknowledge
the current bidder by name or number to keep them engaged, and use short pauses rather than
rushing, since a pause often draws out one more bid. For online platforms I keep an eye on the chat
or bid history to call out interest that isn't obvious in the room.”

5. What would you do if you suspected an item's provenance documentation
had been altered or was incomplete?
Why they ask
Authenticity and compliance are legal and reputational risks for auction houses, and this tests your
integrity and process knowledge.

How to structure your answer
Frame as an ethics and process scenario: what you'd check, who you'd escalate to, and how you'd
protect both the auction house and buyers.

Example answer

“I'd pause the cataloguing process and cross-check the documentation against independent sources
like sale records or expert appraisal, rather than relying on the vendor's paperwork alone. If doubts
remained I'd flag it to the senior valuer or manager before listing the item, because selling something
with questionable provenance risks the auction house's reputation and potential legal exposure under
consumer law.”

6. How would you explain to a vendor that their item didn't reach reserve and
passed in?



Why they ask
Delivering disappointing outcomes clearly and without damaging the relationship is a routine part of
client-facing work in this role.

How to structure your answer
Answer as a client-facing communication example: acknowledge the outcome, explain the reasons
factually, and offer next steps.

Example answer

“I'd call the vendor soon after the sale rather than let them hear it secondhand, explain that bidder
interest didn't reach the reserve on the day, and talk through the options: relisting at a future sale,
adjusting the reserve, or private treaty sale. Most vendors respond well to a clear explanation and a
concrete plan rather than vague reassurance.”


