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A family run business that began trading in 2000 initially focused on 
resurfacing and refinishing bathroom fixtures. 
Moved into remarketing customer returns, end of line and seconds 
products primarily in the bathroom industry via live and online auction 
format through third party auction houses.
By 2010 our core suppliers were mainly well-known high street retailers 
in the bathroom, DIY and general merchandise sectors. Lines were also 
sourced from Europe.

The third party auctioneers we used to work with took us very much for 
granted. At our cost, we would send two to three artics of raw stock to 
various auction houses around the country. These would be followed by 
our team members to work alongside the auctioneers own staff for three 
days per week to ensure the 
products were set out, displayed and lotted to a high and clear 
standard.

We found in almost every case we would not be fully supported by their 
staff, which would lead to stressful auction preparation, needing to be 
completed within a tight three-day window.

Reduced staffing, pressures on achieving ever increasing minimum 
‘hammer total’ demands per sale and vendor commissions peaking at 
25% forced us to re-evaluate the direction of the business.

In March of 2020 we committed to renting our own 13,000 sq. ft 
warehouse and saleroom in East Yorkshire. From here we would have 
100% control of stock rotation, processing, lotting and customer 
collections / shipping. Our haulage costs reduced as we were able to 
negotiate fixed rates to our site.

A search for a like-minded auctioneer was to follow resulting in William 
George offering us zero commission sales, a dedicated account 
manager and superb support – all of which have been honoured. 

The savings our business made were substantial. So much that we were 
able to buy the unit we currently operate from which in turn has 
reduced our monthly expenditure and also draws a rental income from 
some of our offices.

William George’s excellent customer services and back-office 
colleagues are amazingly proactive. We work together as a team 
enabling us to support 
customer enquiries and address issues or problems extremely quickly 
resulting in great feedback and returning customers.

Access to William George’s storage and distribution facility has opened 
up new stock options, enabling us to buy loads we may have previously 
passed on due to storage limitations.

Zero commission sales,
a dedicated account manager
and superb support!


