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By day, Dan Pronley works in software sales. But after
hours, he moonlights as an auctioneer, using his stage
presence and fundraising expetience to helplocal
nonprofits, schools and churches raise money. He tells
MKE Lifestyle how he broke into auctioneering and
shares his top tips on planning a successful auction.

How did you get your start as an auctioneer?
I've always been involved in theater in some shape or form. 'mvery
comfortable in front of people, which gives me a plus, because most

people are not. Twenty years ago | was on a committee at my local parish;

we've been doing an auction there for almost 30 years now. One of our

committee members left, and the committee turned to me and said, “OK,

Dan, now you need to be the auctioneer!” I'd never done it before, and
lactually had aball. | had somuch funwith it that | decided it would be a
great little side gig

You only work with nonprofit
organizations. Why is that?
Anonprofit fundraiser has avery
different style than, say, farm
auctioneers or auto auctioneers.

Not only doyou havetoraise as
much money as possible, but you
haveto be entertaining and you

have to understand how the bidding
and the value of the organization's
mission come into play. |didn'tlike
farmauctions —it just didn't fit my
personality. I'm much more engaged
with nenprofits. Alot of my interaction
is consulting beyond just showingup
and doing a live auction.

How have auctions and
fundraising events evolved
over the years?

The old way, 20 years ago, you might
have a live auction that might have
2010 30 tems, and it wouldlast all
night long. People would spend the
entire evening socializing and bidding.
Within the last decade, the audience’s
attention span has become shorter,
Theitems they're auctioning off are
changing, especially for the young
people. They want more experiences,
rather than things.

What goes into a successful
live auction?

Asuccessful eventis when people had
fun. Ifthey had fun, they're going to talk
about it, and there's an opportunity
forthem to come back again. Inan
auction, you never know what an item
is going to gofor. You hope you get the
top dollar and you hope there are two
people bidding, because if there’s one
person bidding, they're going to get
the item for the lowest price. Alot of it
has to do with momentum. You create
abell curve: How do you put the right
items inthe middle so that excitement
is generated and you keep going from
there? All of that comesinto

the consulting.

When you're onstage, how do
you keep an audience engaged?
You have to interject some jokes along
the way. You have to be interactive
and likable. | always ask for acordless
microphone; | do not stand behind the
podium much at all. | get down offthe
stage, I'mrunning across the room,
and | make a joke about, “Ch my God,
Ineeded my steps today anyway.” If
you'renot doing agoodjobandthe
auction is a spectator sport —
meaning all they’re doing is watching
and not participating—then you
haven't succeeded. MKE

MY FIVE

FAVORITE
THINGS!

|

Enjoying family time.
Lifeis too short to not
laugh with family as
much as possible!

2

Being positive.
Smiles are contagious.

3

Giving back.
Volunteering both time
andtalentto
help others.

4

Being a director for
local school and
community theaters,
where | canbe part
ofateamand
mentor cthers.

S5

Working with my

hands: gardening,

playing guitar and
building things.
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