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The Midas touch: 
Wayne Reaves develops several 
successful businesses
Self-described dreamer finds success in Macon with several businesses

By Linda S. Morris
As originally published on Macon.com

Every now and then dreams come 
true. Macon businessman Wayne 
Reaves grew up with nothing, but 

he made sure he wouldn’t be poor forever.

“We were extremely poor,” said the 
72-year-old Reaves, who was a child of 
a single mother who worked in a textile 
plant. “We never had an automobile. We 
never had a TV set. We never had indoor 
plumbing. We lived in a rental house. ... 
I was a dreamer. I dreamed one day of 
owning a car because we walked every-
where we went.” Reaves not only got a 
car, but at one point in his life, he had a 
whole lot full of them.

Reaves founded Wayne’s Auto Sales in 
1973 and over the years opened relat-
ed businesses before launching Wayne 
Reaves Software Inc., an interstate com-
puter software business that leases and 
services software to other car dealers. 
The business also offers classes for used 
car startups, and designs and manages 
websites for car dealers. While two of 
Reaves’ sons now handle much of the 
day-to-day operation, Reaves still comes 
up with ideas to enhance the operation.

“In his younger life when he didn’t have 
anything, he wanted other things in his 

life, that gave him the desire to try so 
hard,” said Norwood Wilder, former 
supervisor of vocational agriculture at 
Central High School. “He wanted a bet-
ter life for his family, and that’s what he’s 
done...He’s a very outgoing guy, and he 
has a lot of leadership abilities,” Wilder 
added. “If there is something he wants 
he goes after it...He (also) has a heart for 
people who are down.”

Reaves began working at early age
Reaves grew up in a rural community 
called Cove in Meriwether County. He 
said a lot of people helped him along the 
way, notably the principal of his school 
, who knew Reaves’ family was strug-
gling. The principal offered Reaves a job 
when he was 13 delivering what is now 
the Atlanta Journal-Constitution for 50 
cents a week.

Wayne Reaves, owner of Wayne Reaves Software in Macon, holds the head of the 
chicken costume he used in his used car sales advertising campaign.   
Photo by Woody Marshall — wmarshall@macon.com 
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Reaves told the principal he didn’t know 
how to drive and didn’t have a vehicle. 
The principal gave Reaves the keys to 
the school truck and taught him how to 
drive. When Reaves was 17, the principal 
co-signed a loan for his first car, a 1937 
Chevrolet, which cost him $100.

By then his mother was disabled, and 
Reaves was working nights at a textile 
plant making 75 cents an hour while still 
going to school.

Before graduating, he landed a job at a 
casket-making company. Then in 1960, 
he took a job selling Collier encyclope-
dias. He would convince a couple who 
lived in an apartment complex to invite 
other couples over, and he would give a 
sales presentation to the whole group at 
one time instead of going door to door.

The company “paid you $60 when you 
sold a set, and it thrilled me,” Reaves said. 
“I was making $600 to $700 a week.”

He saved his money and bought a 1959 
red MG convertible, paying cash.

After selling encyclopedias for about 
a year, he went to work for the former 
Beneficial Finance Corp. in Columbus, 
at first collecting past due accounts and 
later making loans. He was transferred 
to Macon as the assistant manager of a 
branch in early 1962 and became manag-
er in 1968. It was a move that ultimately 
would change his life.

Finance work leads to used car 
business
Even though Reaves was “scared to death 
to leave a good paying job to open a car 
lot,” he took that chance in 1973 when he 
opened Wayne’s Auto Sales on Broadway 
at Guy Paine Road. After three years, he 
moved the business to Pio Nono Ave-
nue across from Westgate Mall when 
that area “was really thriving.” Reaves 
decided to go after the 40 percent of 
people who couldn’t traditionally get 
credit to buy a car and make them his 
customers.

“I felt like, from my childhood having 
been given a chance, some people just 
need a hand,” he said.

He would tell customers he didn’t want 
to know about their credit or if they 
had filed for bankruptcy. For years he 
didn’t charge any interest. “Our slogan 
back then was ‘We don’t charge finance 
charges because we don’t know how to 
figure it,’” he said.

Although his business was going “quite 
well,” a chicken costume caused it to 
soar. He made TV commercials jumping 
around in the chicken suit outside his 
business, which turned out to be mar-
keting gold. His business cards featured 
a picture of the chicken, which he signed 
“the real Wayne” and handed them out.

From then on, Reaves seemingly could 
spot a business opportunity and make it 
happen. While in Atlanta he heard about 
a rent-to-own business offering TVs and 
VCRs.

“I realized that the people I did business 
with probably didn’t have a color TV set 
or VCR, and they didn’t have a washer 
and dryer,” he said. “So I opened the first 
rent-to-own business in Macon for appli-
ances.”

Wayne’s Rent to Own was in the same 
building as his used car office. Although 
extremely successful, he sold it to a na-
tional company after about five years.

Then he decided he wanted to loan mon-
ey to people using their cars as collateral. 
He contacted Frank Horne, then a state 
representative, to get the law changed so 
certificates of title could be pawned.

“I wanted to give people an opportunity 
to borrow money where they wouldn’t 
have to leave their TV at a pawn shop,” 
he said.

Reaves and Horne have remained friends. 
“He is a driven man,” said Horne, now an 
attorney. “He’s self-motivated, and he 

easily motivates others around him...He 
is one of the most impressive men I have 
met in my lifetime because I have seen 
where he was from and where he is now.”

Computers, software becomes 
part of business
By the late 1970s, Reaves was charging 
interest on the cars he sold, and he got 
an Atlanta company to develop a com-
puter program to help the company stay 
in compliance with numerous state and 
federal rules and regulations.

“The first program we did very little, but 
it was a start,” he said. “We developed 
that to run our car lot and to print our 
forms, and then we developed it for the 
pawn shop and for the rent-to-own busi-
ness.”

In 1979, then Gov. George Busbee ap-
pointed Reaves to the Georgia State 
Board of Registration of Used Motor Ve-
hicle Dealers. Reaves realized the state 
was fining car dealers for doing things 
wrong, but no one was teaching them 
how to do it right. He helped get a law 
passed that required dealers to get pre-li-
censing education and continuing edu-
cation classes to stay in compliance. Bus-
bee asked him to teach the classes.

In 1988, his son Jason suggested he de-
velop classes teaching other people how 
to open used car dealerships. 

For the first class, “we hoped 20 to 25 
people would show up,” the elder Reaves 
said. “We had 460 people show up at 
$300 each.”

He had taken his computer from the 
office and given everyone copies of the 
forms he had developed for his business 
as part of the class. During the lunch 
break, people were asking the costs of the 
computer and the program. Even though 
he hadn’t planned to sell the program, 
he said it would cost $1,995 and that the 
computers came from Radio Shack. He 
ended up taking orders for the forms, too.
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The business grew outside Georgia so 
he bought an airplane and began selling 
computers, software and forms through-
out Georgia, the Carolinas, Florida and 
Alabama. He also was teaching state-re-
quired classes as well as seminars about 
how to open used car dealerships. About 
10 years ago, the business stopped selling 
software and started leasing it. 

Horne said he’s not surprised by Reaves’ 
success. “Wayne Reaves is truly the defi-
nition of a self-made man,” Horne said. 
“He sees an opportunity and he moves, 
and moves quickly. He doesn’t let grass 
grow under his feet.”

Electronic business takes off
Beginning in the 1990s, Reaves sold the 
rent-to-own, title pawn and auto busi-
nesses all within a decade. For a few years, 
he and his sons ran Wayne Reaves Soft-
ware out of a renovated barn at his farm. 
Then the business moved to its current 
location nearly 10 years ago. The com-
pany has about 25 employees and other 
contract workers, such as programmers, 
in other states. The business now has two 
airplanes used mostly for training class-
es. His pilot, who has been with the com-
pany 18 years, also is a trainer.

The company leases and services soft-
ware for title pawn businesses and devel-
oped the software for issuing temporary 
tags for car dealerships in Florida and 
Georgia. It also developed the software 
to transfer titles electronically.

“We are the middle guy between the 
car dealer and the state,” Reaves said. 
“Now we do electronic titles for Florida 
and Georgia...we build car dealership 
websites and do Internet marketing for 
them...we have graphic artists that de-
sign it the way the car dealer wants it and 
we host them on our servers.”
Recently Reaves realized the websites 
were not made to fit the smaller screens 
on smart phones. So he tasked an em-
ployee to fix the company-managed web-
sites to recognize when someone clicked 
on the site with a smart phone to auto-
matically resize the image to fit. “That’s 
one of the largest things we’ve done,” 

he said. He’s had offers for the software 
business, but Reaves isn’t interested in 
selling. “I want it for my grandchildren.”

Reaves came up with a lot of the ideas 
for many of his ventures but admits he’s 
not the person who actually makes them 
work. “You always hire people smarter 
than you are, and you learn from them,” 
he said. “All these people who work for 
me have degrees...You dream of things..I 
dream about business and how to make 
money.”

“Everybody in life is not as fortunate. 
You’ve got to be humble.” n
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