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FROM THE PRESIDENT

Scott H. Shuman, CAI
NAA President

National Auctioneers
Association President Scott
H. Shuman, CAl, is a partner
and Auctioneer for Hall and
Hall Auctions. He has more
than 31 years of auction
experience after attending
auction school in 1986 and
opening an auction firm
shortly thereafter.

Scott is the 2014

Colorado State Champion
Auctioneer. He was
awarded the 1997, 2002,
and 2014 NAA Marketing
Competition Auction
Marketing Campaign of the
Year awards from the NAA,
as well as the prestigious
Rose Award presented by
the Certified Auctioneers
Institute.

Scott has served as an
instructor for the NAA
Certified Auctioneers
Institute and as a Trustee
for the NAA Education
Institute. He is a past
Colorado Auctioneers
Association Board member
and currently resides in
Eaton, Colorado, with his
wife, Krista, and their three
children.

Their hobbies include snow
skiing and cheering on the
Denver Broncos.

Why is Conference and Show so

important for you?

ou really need to come to Jacksonville! And,
I'm on the bandwagon to make sure you get
there!

Why is the International Auctioneers Conference
and Show so important?

Conference is where you make business
connections. With more than 1,000 people in
attendance, you are certain to find someone who
needs your specific area of expertise. Come with
lots of business cards and follow up with each and
every person you meet.

Conference is educational. With more than 30
different conference sessions taught by some of

the best and brightest auction professionals in the
industry, you can find solutions to the challenges
your business faces. And, with more than 60
industry partners showcasing their latest wares, you
can talk with some of the greatest innovators in the
country.

But, most important, conference is fun! It’s where
you are going to see hundreds of your friends and
family in the auction industry.

This year’s location in northern Florida ensures that
there will be plenty to do for your family while you

are making the connections you need or enhancing
your business skills.

Elsewhere in NAA, check out the learning module
that is being created by the American Farm Bureau
Foundation. The module uses auctions to teach
fifth grade students math! That curriculum will

be extended into middle school, and we'll have
parts and pieces of this ready for you to view at

the National Auctioneers Foundation’s booth.
Why there? Because your donations made to the
Foundation have helped us fund this project!

You’ll have an opportunity to see the videos that
the Promotions Committee has produced and learn
how to add your own logos to make them your
own. (Look for an article on how to do this in the

May issue of Auctioneer.)

Also, check out the world’s largest international
Auctioneer competition - the International
Auctioneer Championship (IAC)! Watch the
approximate 90 contestants vie to see who will be
the best!

As you can tell, while you are in Jacksonville, you
will hear about some of the great things that are
being done on your behalf. That includes an update
on the amicus brief being filed with the United
States Supreme Court regarding “South Dakota vs
Wayfair, Inc.” (For more information on what is
happening, see auctioneers.org/auction-tax).

Education - Promotion — Advocacy - our three
strategic initiatives! All designed to advance our
vision of having NAA members be the preferred
auction professional used in the marketplace.

It all comes together under one tent at the NAA
International Auctioneers Conference and Show
in Jacksonville, Florida, July 17-21, 2018. Check it
out! You will be glad you did!

Go to conferenceandshow.com to register and for
more information.

Looking forward to seeing you there! And, until
then...

Chant on...

S B e
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State watch

MICHIGAN

FRANKENMUTH, Mich. - NAA member Clayton Neal, of Tiffin, Ohio, was
named the 2018 Michigan Auctioneer Champion during the Michigan Auctioneer
Championship, Feb. 1 in Frankenmuth. Seventeen auction professionals vied for
the top spot in the competition held during the Michigan Auctioneers Association
Annual Conference (Jan. 31-Feb. 2).

Neal is a first-generation Auctioneer who graduated from The Reppert School of
Auctioneering in 2013. He is a member of the Michigan and Ohio Auctioneers
Associations, as well as NAA.

NAA member Kenny Lindsay was honored as the 2018 Michigan Ringman
Champion, beating out six other competitors. The group was judged on four
categories: Crowd/Buyer Interaction; Performance; Relaying Bids/Communication
with Auctioneer; and, Appearance/Presence.

Results of the annual election: President — Joseph Sherwood; Vice President -
Michael Furlo; Secretary/Treasurer — Jordan Miedema; Chairman — Chuck Ranney.

ﬂEw FOR 204 8 PiC 844 oy ez Wils
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Jordan named new Education Institute

Trustees Chair

The new El Chair wants to see NAA Education "stay current.”

By James Myers, contributor

Institute (EI) Trustees, having served as a board member

since 2015. But, the North Carolina-based Auctioneer,
real estate broker, and personal property appraiser has broken
personal new ground in being named EI Chair.

Tom Jordan, IV, is no stranger to the NAA’s Education

Jordan, CAI, AARE, AMM, CES, as is evident from the
designations he’s earned, is a huge proponent of continuing
education. However, he sought out the EI leadership position so
that he could further the progress the board has made for the
coming year.

“I have enjoyed serving the membership,” Jordan said. “Tam a
strong supporter of the NAA and NAA Education Institute, and
I'm honored to continue my service in this capacity.

If Jordan’s name sounds familiar, it’s probably because he’s
been a fairly visible NAA member, having served on the NAA
Conference & Show Education Committee for nine years,
including as chair. Also, he has served on the GPPA and AARE
committees and was part of the CES rewrite committee. He’s
served on the Allied Partners Committee and on the oversight
committee for the Conference & Show.

His company, Carolina Auction & Realty, has been under his
leadership since 2000. His auctions, which he’s worked in his
home state and throughout the country, have focused on real
estate, commercial equipment, estates, business liquidations, and
benefit auctions.

“P've always wanted to be in a profession where I could help other
people,” he said, “but at the same time provide for my family”

One of the most rewarding experiences, and the reason he’s still
passionate about the auction industry today, is due to phone
calls and letters he gets from clients who are appreciative of the
services he provided.

Jordan cites his mentor, Harry Mullis, CES, who gave him sage
advice early in his career.

“He was always there,” Jordan said, adding that Mullis invited him
to his home three hours north of Jordan’s and shared with him,
“every bit of knowledge he could that day. He became my go-to
guy and educated me a lot”

However, Mullis, who passed away in 2013, gave him advice that

Jordan continues to live
by today.

“He looked at me as

I left and said, “Tom,
pay it forward,” Jordan
recalls. “That’s what
I've been doing all
along”

Affecting
change

Jordan has noticed that auction professionals today get into the
profession much earlier than they did in the past. This can be
an advantage, but he said the NAA needs to work on attracting
young members to the educational opportunities the NAA
provides.

“We need to reach out to them and say, ‘hey, your education is not
finished. Please come over. We will get your there — we will get

33}

you on your feet:

However, these young members can also become valuable assets
to the organization if recruited to leadership positions, he said.

“One way to counteract the attrition rate is to get new members
plugged into committees and get them involved,” he said. “Once
they are plugged in, they are vested and will stay longer, obtaining
leadership skills in the process”

Jordan said he’s also excited to see new education learning
programs approved and funded, which will “move education to a
higher level”

Jordan is also looking forward to a future EI agenda that focuses
on a number of issues, including overseeing the final stages of
development of a sales-focused Designation and improving upon
the development of relevant summits and workshops.

“If T hadn’t gotten involved in the CES education committee

and gone through CAI’ Jordan said of the importance of NAAs
education programs, “I probably wouldn't be here today. It’s a big
thing with me. I want to see it continue on and evolve and stay
current.”
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Winning the IAC Champion-
ship, or even sometimes simply
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can open opportunities for
NAA aucution professionals.
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or many auction professionals, winning the International
Auctioneers Championship represents a career high.

But, champions say competing in and winning is much more.
Business, life, and even relationships change.

1995 Women’s Champion Shannon Mays, CAI, AARE, BAS, said
both competing and winning created lifelong friendships.

“When you are sequestered in that room, you form relationships.
There were several women in that room I bonded with and am
still really, really tight with today;,” Mays said. “T know all I have
to do is make a phone call and someone will have my back.
People will take care of me if I need help.

“You would be surprised at the kind of relationships you build in
one day. That one day changed my life. I left a different person”

Mays urged contestants to develop a plan ahead of the
competition in the event that you win. It's important, she said,
because the balance between IAC duties and regular business
duties can quickly shift.

“I have so many regrets. I wasn’t ready to win,” Mays said. “If
you win the IAC, you should have a plan. It will change your
business. You will be gone for some time. How will your business
function without you?”

Also, peoples’ perception of you inevitably changes.
“You are looked at so differently now,” Mays said. “People look to

you for advice. You suddenly have so much influence in such a
small amount of time”

Higher professional bar
Bill Sheridan, the 2002 Men’s Champion, said winning the
competition opens doors, but auction professionals must be

willing to work hard and capitalize on the opportunity.

“There is no one who is going to promote you like yourself;”
Sheridan, CAI, AARE, GPPA, said. “Get connected with public

Auctioneer www.auctioneers.org

relations professionals. There is opportunity if you are the IAC
champion, but you cannot rely on the trophy alone. It won't build
your business.

“But, that trophy has given you a tremendous jump on your
competition. You just have to use it correctly”

Sheridan also said the IAC champions have turned into a
brotherhood and sisterhood.

“It’s an interesting culture that has developed. I am proud

of it because I think I've been a part of it,” he said. “You, as

a champion, have a responsibility to me and all the other
champions to conduct yourself a little higher on the professional
bar.

“We have set the bar high here. You have a responsibility to be a
champion. How you conduct yourself matters”

Extraordinarily talented ... and
comfortable

For 2001 Men’s Champion Scott Musser, one of the most
significant parts of winning was the bond with fellow champions.
Each year, that bond grows even stronger with the addition of
two new champions, he said.

“It is a life changing experience, and this is a group that is
guarded. We are extremely guarded among ourselves in
protecting the integrity of the IAC. It’s a fraternity we all feel
fortunate to be part of”

Musser, CAI, AMM, encouraged those who compete to be
genuine.

“Every year, the people who win the IAC are the people who that
day are the most comfortable in their own skin. They are not up
there trying to be anyone else. They are extraordinarily talented
and comfortable.

“You sometimes see contestants who get up there and do for
two items what they could never do for 30 minutes. That is very
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apparent to the judges. It’s not the real thing. Be yourself and have
a good time.”

Confidence and a career path

2003 Women’s Champion Kaija Kokesh recalled that winning gave
her a key boost as a young, novice auction professional.

“I was relatively young when I won, and it gave me confidence in
my ability and credibility with clients and with peers,” she said.

Competing also made her consider what kind of auction
professional she wanted to be and what she wanted to achieve in
business.

“Competition is about learning about the people around you. You
watch people and you think, ‘Wow, they did an awesome job at
that, or ‘“That is something I don’t want to do,” Kokesh said. “I felt
good in my own skin that day. It bled into my business.

“It made it so much easier to speak with potential clients. I
became a better listener and more self-aware.”

Auction Co.
uctioneel*— }
il i
# blished
The Choice Is Yours!
14 Of America’s
Top Auctioneers & Instructors
The Best Training Facility In America

Enroll Today

For The Class

Date Of Your
Choice.

2018
SCHEDULE
FEB. 3-11

JUNE 2 - 10
OCT. 20 - 28

i, {zn derhall Schuof of A ligoert iy

Since 1962
PO Box 7344 High Point, NC 27264

Phone: (336) 887-1165 Fax: (336) 887-1107
www._MendenhallSchool.com

14 APRIL 2018 Auctioneer www.auctioneers.org

“Competition is about
learning about the
people around you. You
watch people and you
think, ‘Wow, theydid an

rn

awesome job at that.

Credibility

Doak Lambert, CAS, a Texas auction professional who won
the team competition in the World Automobile Auctioneers
Championship in 2006, said winning gave his business an edge
over competitors.

“Dallas/Fort Worth is a hugely competitive market for automobile
auctions. If you wanted to, you can go to 19 automobile auctions a
week,” Lambert said. “It is fiercely competitive.

“Winning lent me credibility. Some of the big auctions started
taking notice. Representatives from Mercedes and BMW started
taking notice. It took us to another level in a very competitive
market”

The 2018 NAA International Auctioneer Championship will
take place Friday, July 20, in Jacksonville, Florida. Sign up for the
2018 Championship before May 16 at conferenceandshow.com/
international-auctioneer-championship. <

This article was an excerpt from a
presentation given at the 2016 NAA
International Auctioneers Conference and
Show. Want even more tips regarding this

topic? NAA members can access the full
audio of this presentation and many others
at auctioneers.org/knowledgecenter.
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2018 NAA Election:
Candidate endorsements

announced

The NAA Candidate Review Committee has
announced its endorsements for this July's

election.

By NAA Staff

VERLAND PARK, Kan. (March 14,
O 2018) - Ahead of the annual election

to be held during the Annual Business
Meeting in July, the NAA Candidate Review

Committee has concluded its work for the
2018 election.

A total of seven (7) candidates have been
endorsed for three positions - including vice
president (three candidates) and two director
seats (four candidates).

The following candidates will be running for
election at the annual meeting July 19 at the
69th International Auctioneers Conference
and Show in Jacksonville, Florida:

Vice President

e Janine Huisman, CAl, AMM, BAS,
CAS, GPPA

e Shawn Terrel, CAl, AARE

e Jason Winter, CAl, AARE, AMM, CES

Director (2 positions)

Ailie Byers, CAl, AMM, BAS
Kenny Lindsay, CAI

Junior Staggs, CAl

Kelly Strauss, CAl

Serving on the NAA Board is a three-year
commitment for the Vice President and
Directors. The Vice President serves a one-
year term, ascends to the presidency the
following year, and then concludes service as
Chairman of the Board. Directors may serve
two, three-year terms. Two Directors are
elected each year.

Absentee ballots will be available on May 1,
2018.

The nominating committee’s process for
recognizing candidates consists of reviewing
applications and interviewing each candidate.
Detailed descriptions of each position - as
well as the qualifications, knowledge, and
skills needed based on the competencies
required for the Board - are outlined on the
NAA website. Candidates are given until the
end of February to complete and return an
application to be considered to serve on the
Board.

Per NAA Bylaws, up to three candidates per
position may be endorsed by the Candidate
Review Committee. Candidates who do not
receive an endorsement may still run for
election by notifying NAA headquarters

by April 1 to be included on absentee
ballots. This year, all candidates received the
Committee’s endorsement.

The five-member Nominating Committee
includes: John Nicholls, AARE, AMM (Chair);
Scott H. Shuman, CAI; Mike Jones, CAI,

BAS, GPPA (Foundation Representative);
Tom Jordan, CAI, AARE, AMM, CES, MPPA
(Education Institute Vice Chair); and Don
Shearer, CAI, AARE, BAS, CES, GPPA (State
Leader Representative).

For more information, visit auctioneers.org/
naa-financials-and-governance. <

www.auctioneers.org — Auctioneer  APRIL 2018

15


www.auctioneers.org
http://auctioneers.org/naa-financials-and-governance.
http://auctioneers.org/naa-financials-and-governance.

NETWORKING

Alabama

Christie King, CAI
AMM, BAS

Gadsden

(256) 467-6414
cking@ckingbenefits.com

Alaska, Hawaii

John Genovese, 111, AMM, BAS
Kapaa, Hawaii

(808) 634-2300
col.johnjohn@malamaauctions.
com

Arizona

Bobby D. Ehlert, CAI,
AMM, BAS

Phoenix

(480) 212-6916
bobby@calltoauction.com

Arkansas

Brad W. Wooley, CAI, AMM
North Little Rock

(501) 940-3979
bradwooley@bidwooley.com

California,
Nevada

Christopher Vaughan,

AARE, AMM

Escondido, Calif.

(858) 382-6030

National AuctionTeam@gmail.
com

Colorado, Utah,
New Mexico

Bryce Alan Elemond, BAS
Aurora, Colo.

(720) 229-5832
affordableauctioneering@
gmail.com

APRIL 2018 Auctioneer

Connecticut

Sara Adams, AMM, GPPA
Norwich

(860) 884-8930
sara@adams.bid

Delaware,

New Hampshire,
Vermont

Michael J. Chambers, CAS
Atkinson, N.H.

(603) 770-5180
chambersauctions@gmail.com

Florida

Robert Patrick Almodovar,
AMM, GPPA

Hollywood

(954) 821-8905
robert@stamplerauctions.com

Georgia

Patty Brown, GPPA
Fayetteville

(678) 815-5687
patty@redbellyrooster.com

Idaho

Rodney Elson, CAI, GPPA
New Plymouth

(208) 278-1772
rod@rodelson.com

Illinois

Jodi K. Reynolds, CAI
Nokomis

(217) 563-2523
jodi@aumannauctions.com

Indiana

Russell Harmeyer, CAI
Richmond

(765) 561-1671
rdharmeyer@netzero.net

lowa

Ryan R. Reed, CAI

Ottumwa

(641) 777-8348
ryan.r@jeffmartinauctioneers.
com

www.auctioneers.org

NAA AMBASSADORS

Kansas

Daniel Gutierrez

Wichita

(620) 937-1488
danielg@mccurdyauction.com

Kentucky

Matt Ford, CAI, AMM
Somerset

(606) 271-1691 (cell)
matt@fordbrothersinc.com

Maine

Ruth L. Lind, CAI BAS, GPPA
Stockton Springs

(207) 751-1430
moxielady@me.com

Maryland

Lynne Zink, CAI BAS, CES
Joppa

(410) 852-6925
lynne@lynnezink.com

Massachusetts
Nichole Pirro

Lunenburg

(508) 331-6254
pirroauctionservices@gmail.
com

Michigan

Sheila Howe

East Lansing

(517) 204-4553
sheila.epicauctions1@gmail.
com

Minnesota

Isaac Michael Schultz

Upsala

(320) 232-0855
isaac@schultzauctioneers.com

Mississippi,
Louisiana
Courtney Jo Weaver
Forest, Miss.

(601) 469-2705
courtney@
cwauctionsandrealty.com

Missouri

Jeftery S Pittman, CAI
Rosendale

(816) 262-8753
pittmanauctions@live.com

Montana

James E. Logan, CAI,
CES, GPPA

Clyde Park

(406) 686-4728
loganauction@yahoo.com

Chris Logan, CAI, CES
Clyde Park

(406) 686-4728
loganauction@yahoo.com

Nebraska

Courtney A. Nitz-Mensik, CAI
Fremont

(402) 727-8800
courtney@nitzauctions.com

New Jersey
Robert Dann, CAI, AARE
Ambler, Pa.

(908) 735-9191
rdann@maxspann.com

New York

Jennifer A. Mensler, CAI, ATS
Pleasant Valley

(845) 635-3169 x102
jennifer@aarauctions.com

North Carolina,
South Carolina

T. Randolph Ligon, CAI,

BAS, CES

Rock Hill, S.C.

(803) 323-8146
randyligon@theligoncompany.
com

North Dakota,
South Dakota
Jonathan R. Larsen, CAI, BAS
Sioux Falls, S.D.

(605) 376-7102
jonathan@larsenauctioneering.
com
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Ohio

Susan L. Johnson, CAI,
BAS, CES

Guilford, Ind.

(513) 403-6734
bidcaller@etczone.com

Laura M. Mantle, CAI, CAS
Gahanna

(614) 332-7335
laura@lmauctioneer.com

Oklahoma
Morgan E. Hopson, CAI
Oklahoma City

(903) 271-9933

mhopson@bufordresources.

com

Pennsylvania

Mike Keller, CAI

Manheim

(717) 898-2836
mike@kellerauctioneers.com

Tennessee

Jeremy Robinson, CAI
Lafayette

(615) 633-8071
jeremy@SoldByRobinson.com

Texas

Jacquelyn Lemons-
Shillingburg, CAI, AMM
Tomball

(281) 357-4977
jackie@lemonsauctioneers.com

Phillip L. Pierceall, CAI, BAS
Plano

(972) 800-6524
ppierceall@gmail.com

Virginia

Anne Nouri, AARE,

BAS, GPPA

McLean

(703) 889-8949
anneauctioneer@gmail.com

Washington,
Oregon

Camille J. Booker, CAI, CES
Eltopia, Wash.

(509) 297-9292
camille@bookerauction.com

West Virginia
Andrew Yoder, Jr., CAI
Bridgeport

(304) 931-1185
jryoderauctioneer@yahoo.com

Wisconsin

Damien R. Massart, CAI,
AMM, BAS, GPPA

Green Bay

(920) 468-1113
damien@massartauctioneers.
com

Wyoming

Harold Musser, CAI, AMM
Cody

(307) 587-2131
Harold@mbauction.com

Katiorial AUCHIONIEETS
Association!

Join, Like, and SHARE
the NAA Facebook page!
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BUSINESS PRACTICES

Kurt Bachman
Attorney and licensed
Auctioneer from
LaGrange, Ind.

He can be reached at
(260) 463-4949 or
krbachman@
beersmallers.com.

Should you disclose
your agent-principal
relationship?

It comes down to the auction professional
acting as his or her seller’s agent.

Kurt R. Bachman and
Beers Mallers Backs &
Salin LLP appreciate
the opportunity to
review and answer legal
questions that will be of
interest to Auctioneers.
The answers to these
questions are designed
to provide information
of general interest to
the public and are not
intended to offer legal
advice about specific
situations or problems.
Kurt R. Bachman

and Beers Mallers
Backs & Salin LLP do
not intend to create

an attorney-client
relationship by offering
this information, and
anyone’s review of the
information shall not
be deemed to create
such a relationship.
You should consult a
lawyer if you have a
legal matter requiring
attention. Kurt R.
Bachman and Beers
Mallers Backs & Salin

Question: Is it necessary to disclose the agent-principal
relationship of the Auctioneer and seller?

Answer: Yes, Auctioneers should generally disclose of the agent-principal
relationship with the seller. The Auctioneer is generally the agent of the seller.
The agent is a substitute appointed by the principal with power to take specific
actions or do certain things. An agent is the representative of the principal and
has authority to act for the principal. “The law of agency is based on the legal
notion that a principal is considered to have done himself or herself what he or
she does by acting through another person. A principal-agent relationship is
based upon delegation of authority from the principal to the agent so that the
agent is said to be representing the principal while alter egos are seen in the law
as being the same entity.” 2A C.J.S. Agency § 1. “It is one of the characteristics

of the relationship that the agent steps into the shoes of the principal and acts
for the principal pursuant to the grant of authority vested in him or her by the
principal.” 2A C.J.S. Agency § 1. The actions taken by the agent in accordance with
the agency relationship are considered to be the acts of the principal. An agent’s
actions will bind the principal as long as they are within the agent’s authority.

_ It is generally appropriate to disclose that the and (2) the agent is not a party to the contract
!‘LP also .adV|se that any Auctioneer is acting as the agent of the seller. unless the agent and third party agree otherwise”
mforma_tlon you send When the agency relationship is properly What does this mean? In the typical situation,
to Auctioneer shall disclosed, the final sale contract is between the “John Doe” wants to sell goods at an auction.
not be deemed secure buyer and seller. The Restatement (Third) of Auctioneer agrees to sell the goods for John Doe.

or confidential. Please
visit one of our offices
to ensure complete
confidentiality.

Agency § 6.01 states: “When an agent acting with  If the Auctioneer discloses that he or she is acting
actual or apparent authority makes a contracton  as the agent for John Doe, when the goods are
behalf of a disclosed principal (1) the principal sold at the auction the Auctioneer is not deemed
and the third party are parties to the contract; a party to the sale contacts. The contracts for the

18 APRIL 2018 Auctioneer www.auctioneers.org
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sale of the goods are between the buyers and John Doe.

Some states have laws or regulations that may require the
Auctioneer to disclose he or she is the agent acting on behalf
of disclosed seller. In Indiana, for example, the law relating to

advertising of the auction generally requires disclosure. See Ind.

Code § 25-6.1-6-5. It provides: “All advertisements of auctions
shall disclose: (1) the Auctioneer's name and the name of the
auction company involved; and (2) the name of the owner or
consignor of goods or real estate to be sold or the fact that the
goods are being sold on general consignment.”

If an Auctioneer does not disclose the name of the seller, the
Auctioneer becomes a party to the contract and personally
responsible to the buyer to complete the contract. The
Restatement (Third) of Agency § 6.02 states: “When an agent
acting with actual or apparent authority makes a contract on
behalf of an unidentified principal, (1) the principal and the
third party are parties to the contract; and (2) the agentis a
party to the contract unless the agent and the third party agree

otherwise” This increases the Auctioneers risks and exposure to

litigation.

Similarly, it is important to know how bidders at an auction
are bidding. Are they bidding on behalf of themselves

or someone else? This issue was recently discussed by

the United States District Court, Western District of
Washington, in Ritchie Bros. Auctioneers (America) Inc. v.
Suid, Case No C17-1481-MAT. There were two bidders who
registered and participated in the auction. The two bidders
purchased goods and agreed to pay more than $575,000.
Both bidders failed to make the payments. It was later
discovered that the two bidders were working together and
potentially on behalf of a new business that was undisclosed.
The registration agreement did not make it clear whether the
individuals were bidding for themselves or the new business.
As a result, the new business was dismissed from the
litigation. One of the bidders filed a petition for bankruptcy
under Chapter 7 of the Bankruptcy Code. The litigation
continues against the remaining bidder. The lesson to learn
from this case is to inquire during the bidder registration
process and make sure it is clear who is bidding and will be
responsible for any purchases.

Auctioneers should generally disclose that they are acting
on behalf of a seller and provide the identity of the seller. In
addition, Auctioneers should generally inquire during the
registration process whether the bidder is bidding on his

or her own behalf, bidding for someone else, or bidding on
behalf of a business or entity. The registration agreement
should generally have a provision related to this issue.
Taking the actions will help reduce an Auctioneer’s risks of
expensive litigation. %

World WidelC Colleqeaf

Some states have laws or
regulations that may require
the Auctioneer to disclose he
or sheis the agent actingon
behalf of disclosed seller.
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Get Ready for the 2018 Contest Season!

Learn what it takes torbecomelale /N IEIeIN - Eromi the) GR/AVIPICONSY

Your“Dreamfileamz Instructors

Shane Ratliff

World Champion
Auto Auctioneer

JillMarie Wiles
International
Champion Auctioneer
Benefit Fundraising
Auctioneer

Paul C. Behr
3-Time
World Champion Auctioneer

Matt Lowery

World Champion Livestock
Auctioneer

Shannon Mays
International
Champion Auctioneer
Winner of Livestock
Auctioneering Triple Crown

International
Champion Auctioneer

This Seminar Has Produced Proven Results — Don’t Miss It.

SAMA9'5,

Whether you want
to improve your bid
calling skills or become
a champion, this course
is for you!

100+ Years Combined Experience
20+ Combined Championships

Limited Seating - 4 to 1 Instructor Ratio

Reserve Your Seat Today!

1A

World Wide College of Auctioneering
For More Information Call 1-800-423-5242

Since 1933

www.worldwidecollegeofauctioneering.com
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How to use your NAA poster

Your printed April issue of Auctioneer came with a foldout
poster for you to use and help spread the “Success with our

HNAAPro” message!

By NAA Staff

Success with our

(and the year in general) includes the “Success With Our
#NAAPro!” message for NAA members to share with
their clients and customers.

P art of this year’s National Auctioneers Week activities

“Success with our #NAAPro” provides a great way to gather
visual testimonies from the general public and share them
visually. The idea is that while it is okay for you tell others how
good you are at your job, the message carries far more weight
when someone else speaks highly on your behalf.

Therefore, here is a plan for you to follow in order to get the
most out of your sign and really drive home the point that
#AuctionsWork during National Auctioneers Week!

Don’t forget the sign. Sounds easy, right? Well, you
can’t use the sign you don’t have. Take it out of the
plastic and unfold it. Lay it flat in order to get as much
@ of the crease out as possible. The sign is built to be a
little sturdier than normal, but if you can, perhaps think about
laminating it in order to give it a little extra support against wear
and tear.

Or, if you want a super clean version, go to auctioneers.org/
national-auctioneers-week-toolkit. (See Step 1.) Then, choose
the blue or white sign you want. (See Step 2.) Download the file
and either print it yourself or send it to a printer for them to
print for you. Then, you're ready to go!

Make sure you use the sign everywhere you go.

Now that your sign is ready to go, keep it handy.

Put it in your auction vehicle so that you have it for
@ appointments. You don’t have to wait until a sale day

Auctioneer www.auctioneers.org
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to use it. Did you have a successful planning session? Was it
just a quick check-in meeting with an existing or former seller?
Don't be afraid to get a video or image (see the next point) with
anyone who can help you spread the message that working with
you works!

Get video AND photos. In today’s marketing and
social media environment, video is quickly becoming
even more important than photos. So, if you have the
@ tools (i.e., a smart device - phone, tablet, etc.), make
sure you capture a quick video with your client smiling and saying
“We have success with our #NAAPro!” Then, also snap a couple
of quick images, and you're good to go!

Use those videos with hashtags and tags. So, now

that you are collecting those videos and images, what

should you do with them? Tag and share everywhere
@ you can.

Use the #NAAPro and #AuctionsWork hashtags. Tag the people
who appear in your videos and pictures (they will love this!),
and put your visual content on all of your social media feeds -
Facebook, Instagram, Pinterest, Twitter, etc. Sharing a steady
collection of your testimonials will bolster your standing as

the go-to person for client and customer needs, and it will help
spread wide the message that success happens when the public
uses an #NAAPro!

And remember, during National Auctioneers Week (April 30-
May 5), Thursday, May 3 is “Success Wednesday”! That day
especially, make sure you share your clients’ successes as we've
described here.

For more information, visit auctioneers.org/national-
auctioneers-week-toolkit. <
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onference: Power in numbers

84 leaders from 34 states convened to learn and discuss
membership models, vendor best practices, member
experiences, and more.

By NAA Staff

22 APRIL 2018 Auctioneer www.auctioneers.org
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c ( embership is the lifeblood of an organization, so
everybody needs to own it

That was one of several key takeaways that state leaders from
across the country soaked in during the NAA State Leadership
Conference held in Kansas City, Missouri, March 5-6.

The quote - from keynote speaker Teri Harris’ presentation on
defining an association’s value proposition to members — set an
important experience-based tone for the event and opened the
door to a larger point: When it comes to setting an association’s
strategic plan for remaining relevant both currently and in the
future, the membership experience must be accounted for.

Another key: Understanding the real reason someone joins an
association.

Harris, the Vice President of Marketing, Membership and
Business Development for the University of Kansas Alumni
Association, pointed to a significant statement from Higher
Logic - an online community platform provider.

“People no longer join associations to fit in. They expect to
stand out,” Harris said she learned from Highler Logic. Harris
also drove home another core concept that an association
should be able to answer the question “Whats in it for me?”

While pondering those thoughts, attendees then heard
presentations on “The Board/Executive Director Relationship”
(presented by NAA President Scott H. Shuman, CAL and NAA
CEO Hannes Combest, CAE) and National Auctioneers Week
(presented by NAA Promotions Committee Vice Chair Trisha
Brauer, CAI, BAS, and NAA Director of Communications
Curtis Kitchen, CAE).

The afternoon session brought “Solution Circles” - a series of
45-minute roundtable discussions with each taking a specific
topic. The four circles discussed included: Finding Speakers;
Vendor Relationship Best Practices; Bid-Calling Contests; and,
Attendance/Member Experience. Attendees were numbered
into four groups and rotated so that state leaders had the
opportunity to participate in all subjects.

www.auctioneers.org — Auctioneer  APRIL 2018
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A packed room of state association leaders listens to
NAA CEO Hannes Combest, CAE, and NAA President
Scott H. Shuman, CAI, during a presentation.

To cap the two-day event, attendees began Tuesday with NAA
member Aaron Traffas, CAI, ATS, CES, and NAA Membership
Manager Brandi McGrath Kong walking the group through
“Making Data Management Work for Your State Association,”
- including a lengthy discussion on cybersecurity led by
Traffas. Then, representatives from companies sponsoring the
State Leadership Conference led a discussion on ways state
associations could help members promote themselves while
promoting the association. And finally, the event closed with
NAA Board of Directors member David Whitley, CAI, CES,
and Scott Shuman, CAI, presenting the latest regarding NAAs
involvement with the U.S. Supreme Court case “South Dakota
vs. Wayfair, Inc”

Members can find more information about that case at
auctioneers.org/auction-tax. <

Thank you, sponsors, for your
support of the 2018 NAA State
Leadership Conference!
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i UCTIONLOOK
&4 TRACTOR Z00M

NAA Membership
Demographics
Update

Here is a snapshot of some of the facts and figures that
help show “who” NAA members are.

Information self-reported by members as of March

2018.

)

<20 20s 30s 40s 50-54 55-59 60s 70+ unknown

AGE

FEMALE
16

PERCENTAGE OF MEMBERS EDUCATION LEVEL

i 3
oz Did not
28 14% attend college
N Some
8 college 15%
U] o/  Trade
(Z) ]3 1% school
- .
] Associate’s o,
E 1 degree 5%
[a
Hw| o 21%  Bachelor’s
E degree
ol o0 Post-graduate 7%
degree °
) 38% Unknown
Some grad
5 60 level colgl;ege 1%
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Lynne Zink (middle row, center) found improv training to be a useful tool for both her and her company staff.

NAA member Lynne Zink is using improv acting to improve
public speaking, auction thinking, and teamwork sKkills.

By Emma Dougherty, NAA Content Developer

ublic speaking is one of the many skills an auction

Pprofessional needs to possess. It also, however, is one of the
most difficult to master.

Many men and women struggle with the idea of getting up in

front of an audience, and as a result, they stumble over conveying

words and ideas.

26 APRIL 2018 Auctioneer  www.auctioneers.org

However, NAA member Lynne Zink, CAI BAS, CES, has found a
creative way to work around this and improve her public speaking
and leadership skills.

Improv.

Zink has been a member of Toastmasters, a worldwide
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What can improv do for you?
long and includes:

Developing creative problem-solving
skills.

Confidence building.

Improving thinking on your feet quickly.

Helping you feel less inhibited in
uncomfortable situations.

Improving communication skills:
interacting with an auction crowd and
initiating one-on-one conversations.

organization dedicated to helping people improve their

public speaking leadership abilities, for nine years. But while
Toastmasters has helped her tremendously, she wanted to shake
things up a little in 2018.

So, Zink and two members of her auction team decided to take
improv classes to improve their teamwork and develop stronger
rapport.

“I realized improv classes would be a refreshing new approach to
extemporaneous speaking and in addition, would help to keep my
mind young and sharp,” says Zink. “Improvisational theater is all
about creating voice and action in an unexpected moment, so your
brain needs to be on its game, ready for anything to happen.

“Auctioneers have experienced all kinds of surprises popping up at
auction, and the improvisor’s brain is trained for the unexpected”

Zink says that being fast thinking and creative adds more
efficiency and entertainment to an auction. After experiencing
a multitude of scenarios while performing and observing others
perform, her mind now thinks outside of the box.

Others on her team have benefitted from the improve classes as
well. Zink says one of her auction company team members, NAA
member Roxane Casto, used the improv class to transform the
confidence in her voice.

The list of benefits is

If these classes are taken with your
auction team, bringing your team’s
connection to a new level since you
have been through so many different,
unexpected and uncomfortable
situations together.

Helping you become a better listener.

Teaching you to slow down your
speaking and emphasize.

“She (Casto) is a very talented champion Auctioneer but struggled
with areas of communication that involved initiating conversations
and interacting with strangers because she is introverted,” says
Zink. “She struggled with the first few classes, but never gave up.
By the fourth class, she had shown incredible improvement in her
confidence and risk taking.

“By live performance night, she had changed so much that my
husband actually said, ‘Who is that?’ while referring to Roxane.
The audience would have never guessed that she was an introvert”

This new-found confidence carried over to Castos professional
life. After seven weeks of improv classes, Casto and Zink were
working a high-end fundraising gala in Washington, D.C. And,
for the first time in her career, Zink witnessed Roxane initiate
conversations with guests during the reception hour.

All credit, Zink says, goes to improv. That’s why Zink recommends
that other auction professionals should consider taking an
improvisational theater class because it:

“Leave behind the assumption that improvisational theater it is
all about being an actor/actress. To me, it is a fun and effective
approach to personal and professional development” says Zink.
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Book trends are changing with interests. And, do you know
what continent admires information?

By Sarah Bahari, contributor

uction professional David G. Helmer has loved books for
Aas long as he can remember.

So, it is no surprise that Helmer, co-owner of Braun & Helmer
Auction Service in Saline, Michigan, has built a niche in collecting
and selling books at auctions. With more than 20 years of auction
experience, Helmer has bought and sold books around the world.

“I have been reading my whole life. If I read something and think
it is a good book, I buy a first edition,” Helmer said. “It might take
a year or two, and I might have to save up for a while, but I find a
way. So, I don't just collect, but I also read books”

In coming years, he said, the market is likely to be flooded as baby
boomers, the first generation to acquire books in large quantities,
are liquidating estates in record numbers. Book trends also are
quickly changing, as interests have changed.

The European market is particularly strong.

“The European market is more enthusiastic about books than
in the United States,” Helmer, CAI, CES, GPPA, said. “They are
admirers of information.”

As an expert, Helmer also offered a few tips to fellow auction
professionals as they navigate book sales. He suggests five steps to
take if you have books in an auction:

Auctioneer www.auctioneers.org

Step 1: Examine and investigate

Ask yourself a few questions. What occupation did the seller
have? Where did these books come from? Did the seller collect or
specialize in anything? Were they an innovator of any trend?

People who traveled or dug deep into a hobby tend to be more
likely to have valuable books.

“Nothing mass produced will be worth any money. Typically,
something bought at a book store or a library sale will not be
worth anything” Helmer said. “If you read John Grisham or
Stephen King, even a first-edition hardback will maybe be worth
$1 in six months”

Step 2: Research

Check the number lines on the copyright page of the book to
determine the number of edition.

Some companies printed bootleg copies of books, so look for the
correct country of origin and publisher, illustrations and other
identifying markers.

And remember: valuable books are buried inside home libraries.

“There are first editions of Charles Dickens’ first novel, ‘Pickwick
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Papers. These are in people’s homes. You've just got to know what
to look for”

Helmer recalled finding a third edition of the “Book of Mormon”
mixed in with old cookbooks in one home. The family had no
idea their grandmother had owned the rare book, which sold for
$5,000.

He also once sold letters a family found written by Susan B.
Anthony, which sold for an undisclosed amount to the University
of Rochester in New York.

Step 3: Evaluate

Do you have anything good? Is the condition decent? Do you want
to deal with books or make a referral? And do you have buyers?

“If you find a $300 collection with $200 worth of labor, is that
worth it? Probably not,” Helmer said.

However, in the event you come across a book that looks rare

and is in mint condition, it is a good idea to wear gloves as a
precaution.

Step 4: Catalog and clear waivers

Do you want to have a catalogue sale or just advertise the most
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desirable items and sell others as a lot?

Catalogue sales can be complicated and time consuming, Helmer
warned. Either way, he suggested abebooks.com as a reference for
determining value.

Step 5: Take it to the market

How do you want to sell it? How many lots? How should you
market and budget your sale?

The future of book sales is strong despite saturation, Helmer said.
“We need about 100 million books to disappear;” he joked. “Two
hundred, 300 years from now, I'm not sure our Facebook profiles
will be around, but books will be.

“What we are talking about is and always will be valuable and

desirable” #

This article was an excerpt from a presentation given at the
2016 NAA International Auctioneers Conference and Show.

Want even more tips regarding this topic? NAA members can
access the full audio of this presentation and many others at
auctioneers.org/knowledge-center.
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Governance and transition planning for
your Family-owned auction business

What is your exit strategy?

By Emma Dougherty, NAA Content Developer

ime doesn’t stand still. In fact, it's been rumored to speed up
as retirement nears. So, when is the best time to plan for a
transition in your family business? The answer is now.

The natural lifecycle of a business (which includes “exit” after the
business moves past the “mature” stage), along with the surge

in retirement of baby boomers (increasingly referred to as the
“Silver Tsunami”), makes now the best time to plan for the next
generation taking on the family company.

Taking into consideration that most family-owned business
owners believe in transferring a wealthy business and company
values to the next owner, how do you choose that next owner?
It might depend on goals for both the new and old owner.

“When preparing to transfer or sell a family business, many
owners find themselves asking “What’s in it for me, and what’s in
it for my business?”” said David Warren, of Verrill Dana, LLP.

As well as providing a retirement income for the previous

owners, the business itself can gain a new vitality and energy
from new owners and management. Even with that in mind,
APRIL 2018
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Left: As part of a larger panel
discussing family businesses

and transitions, Emily Wears

(with microphone) discusses

working as part of her father

Brent's auction company.

David Warren (above) says
transitioning a business to a
family member is one option.

every option when planning for business transitions has its
challenges. However, outlining all aspects of each choice can be
instrumental in deciding which will work best for your specific
family-owned business.

According to Warren, there are three core ways to transition

family-owned businesses:

o Pass the company to the next generation to own and run the
business

o Pass to next generation to own but not to run the business

o Sell to an outside third party

Within that first option, transferring a company to a trusted
family member can preserve a company’s legacy and family
pride. An added bonus may be that the next generation will

have new ideas, which can be supported by a solid company
foundation already in place. To that point, there is a lot to be said
for not having to start from scratch, especially when the business
has already proven to be fruitful and able to provide a good
source of income and lifestyle.
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Also, with the next generation taking over the business, it can
be a continuing source of retirement income for the senior
generation because selling internally gives you the opportunity
to stay as much or little involved as you desire.

On the other hand, it can be hard to let go of a family business
after so long. Who from your family can lead? Who can do it as
well as you did? None of that takes into account other challenges
such as several family members being interested, non-family
contenders coming into the mix, or no family members at all
interested? These could lead to petty jealousies and unraveling
family bonds, so it is important to tackle each issue up front
during an intergenerational transfer.

The good news is that proper preparation can help you avoid
much (or all) of those scenarios.

To avoid this, address the learning curve of the next generation.
Be sure they know the business as well as your business.

“Take advantage of plugging your family into this enormously
impressive array of opportunities to learn from the auction
business,” Warren said.

One great way to plug them in is by continuing their education
in the auction industry through NAA designations and
certifications. Also, invest in training upcoming management
through apprenticeships, board seats, and cross training.

Overall, remember that owning a company doesn’t mean they
have to manage it. If the best candidate for the position is not a
family member, invest in a relationship with those focused on
becoming a leader.

By opting to sell your business to an outside party, you can
immediately turn your lifelong investments into liquid assets.
But, will you be willing and able to lose absolute control?

If you choose this path, it is vital that you determine the right
value, find the right buyer, create the right role for yourself after
the sale, and do the deal correctly.

“Valuation methodologies are complicated,” Warren said.
“They’re industry specific. There are many valuation firms that
engage in valuing and appraising as their primary professional
function”

Use a professional service to ensure you are selling for the
right price. When seeking an outside buyer, business brokers,
investment bankers, or other sorts of professionals can help
ensure price and other legalities.

Agreements can be made from both sides when selling a
business that the previous owner stay involved in some sort of
role with the company.

Although it can be difficult to go from owner to employee, it can
benefit both sides by keeping the integrity of the business and
having an experienced voice on the team.

There are two main ways to sell a business, by sale of assets or
sale of stocks.

“How you choose will be an analysis of a number of different
factors like liabilities that the company may have...tax analysis,
and ease of documentation,” Warren said.

Whether you choose to sell by assets or stock, there is a list of
steps and documents that will need to occur: identify a buyer;
create a confidentiality agreement (important in order to avoid
null buyers looking for buyer lists or inside information);
negotiation of the price and terms; a letter of intent; purchase
and sale agreement; and closing.

Either way of transferring your family owned company can
prove tough after lifelong efforts to get where you are now. Both
of these options are viable, it just depends on what fits your need
and family best. <
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How to work with lawyers,
bankers, and judges

Deck: The ins-and-outs can be challenging, and auction
professionals often don't know where to start.

By Nancy Hull Rigdon, contributor

When an auction professional approaches banks, law firms, or judges in an attempt to do business, preparation is key. Make
sure you have details for pieces such as advertising and logistics timelines already in place.

uction professionals looking to succeed at sales
Asurrounding bankruptcies, foreclosures and receiverships

must be adept at navigating the world of banks, lawyers,
and judges.

The ins-and-outs can be challenging, and Auctioneers often don’t
know where to start. So what, specifically, can auction men and
women do to earn this type of work, and succeed doing it?

Lawyers, judges, and banking leaders that work with NAA
members including Rich Kruse have offered advice based on
their experience. Those professionals include Polly Harris,

an attorney with Porter Wright in Columbus, Ohio, whose
experience includes representing banks and lenders in
bankruptcies; Judge Michael Holbrook, a judge in Columbus
with the Franklin County Court of Common Pleas; and David
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Peura, the director of special assets, C&A, Health Care and
Energy at Fifth Third Bank in Columbus. They emphasize the
importance of preparation, client services, relationship building,
and knowing where to look.

With the latter, here are some first steps auction professionals
can take to begin to pinpoint instances where banks, receivers,
attorneys, and judges may need to enlist a professional
Auctioneer:

o Visit pacer.gov. This is the United States Courts website
for Public Access to Court Electronic Records. It gives you
access to federal court documents. Note the individuals and
companies listed as vendors, receivers, attorneys, judges and
banks. Connecting with these players can lead to new business
for Auctioneers.
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o Call your county or visit its website. Start a conversation
with the employees. Find out how to access information
on what they call legal sales and/or commercial sales
(bankruptcy, foreclosure, receivership, etc.). Know that rules
and processes vary from county to county, city to city and
state to state.

« Call your bank. Figure out how their process works and
who does what. For instance, a bank typically employees
a purchasing vendor or management system. Ask that
point person how you can get on the preferred vendors list.
Often, banks look to specific law firms, and those firms help
determine which Auctioneers get the jobs.

Relationships are key. Get more involved in your local
community. For instance, a local judge may be a member of the
Rotary club. Judge Holbrook said: “In the small counties, it’s like
politicking. Go to the fish fry events, strike up conversations.”

It’s also important to recognize that people like judges have tight
schedules.

“Get to know my secretary, the bailiff - get to our staff;’
Holbrook said.

In walking the fine line between persistent and annoying, those
in positions of power can respond well to smart marketing. For
instance, Harris says being on Kruse’s list for e-mail updates is
effective.

“I appreciate his updates. They remind me of him without being
intrusive,” she says. “That way, you can tell people what type of
work youre doing. And then, if down the road I'm looking for
someone who does what you do, I'll think of you”

Auctioneers must be flexible and patient. Factors ranging from
government regulations to changes in technology to legal
issues can stall a sale, or completely change the direction of the
anticipated actions.

Factors that can lead to continued work in the area include
dedication and preparation. As an example, Harris says she
knows Kruse will work to coordinate aspects of a sale outside of
the sale itself, such as helping to hire security and figuring out
how to transport items that he'll sell.

“I want one-stop shopping. I don’t want to have to make more
than one phone call,” she says.

Holbrook says thorough preparation is key to courtroom
success.

“I need to know the plan for advertising, the timeline, all the
details. Make sure everything is in place for it to go before you
get to me,” he says. %
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In walking the fine line
between persistent and
annoying, those in positions
of power can respond well to
smart marketing.

This article was an excerpt from a
presentation given at the 2017 NAA
International Auctioneers Conference and
Show. Want even more tips regarding this

topic? NAA members can access the full
audio of this presentation and many others
at auctioneers.org/knowledgecenter.
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How to make sure your catalog
strengthens your online auction

nline auctions have become a major part of the auction

industry. It makes sense considering the cultural

economic statistic that reports 43 percent of all
transactions are now made online - that according to Tim Hill,
who presented that figure during a 2016 NAA Conference and
Show session.

That number, plus the opportunity online provides to reach
larger pools of bidders, has led to a simple direction for Hill.
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“Get online,” he said.

Saying it, doing it, and doing it well are separate items, of
course. However, Hill said there are a few steps a business must
take before going online with an auction in order for it to be
successful.

To ensure success, make sure to do your research and get
educated.
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“It takes time and effort to get an auction online in the most
beneficial way, so don’t rush it,” Hill said. “Remember to consider
all the costs of an online auction, the requirements, available
data, and whether the inventory matches your online provider’s
bidder base”

Inventory is the driver

The key to thriving online is to understand that inventory drives
buyers. This is why having a catalog of items is imperative to the
success of an online auction. This makes sense because although
there are many aspects to take into consideration, the catalog is
something potential bidders will see almost immediately.

Within the catalog, potential buyers are much more likely to
bid on something when they can see proof of working ability
and have easy access to all product information. Remember,
in today’s information age, the interested bidder is often more
knowledgeable about the product than the seller.

However, many auction professionals struggle with how much or
little information should be included with the items in a catalog.

“An in-depth and available description will draw buyers to your
auction,” Hill said.

ﬁ\ FEATURE

Make sure to give buyers all the information they need. Include
make, model, serial number, year, hours or mileage, dimensions,
horse power, weight, features and accessories, along with
shipping and rigging information in your description.

Images are also key

A lot of today’s technologies provide for easy, but hi-quality,
images. That’s extremely valuable to auction professionals, or
should be, according to Hill.

“Detailed descriptions and multiple pictures instill confidence in
the online buyer, making them more likely to bid,” Hill said. “If a
picture is worth a thousand words, then how many dollars is ten
pictures worth?”

Photos show what descriptions do not. “The more photos and
words you have in your catalog and descriptions, the more bids
you will receive,” Hill said.

While photos instill confidence in the buyer, video takes that
trust level even higher. It helps eliminate doubt in purchasing
even more than a still image. So, for example, if you are selling
machinery or a vehicle, post a video of it operating along with
the picture. This will increase your perceived reliability and likely
bring in more bids.
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On top of focusing on the catalog, going online takes focus and
effort in other areas too.

Other things to consider when putting your auction online
are: the amount of time that it can take to get an auction on
the internet; the resources that it will take from your team; and
whether you want to use auction management software.

Not all online auctions are the same

Remember that not all online auctions are the same, so there
may be different time frames and marketing strategies for each.
For example, consignment auctions are tricky because inventory
is coming in at different times, which can make it difficult to get
all pictures and video you need for a solid online catalog.

To compound the issue, many auction professionals make the
mistake of waiting to add all inventory at once. To help avoid the
issue, add inventory as it comes in. It breaks apart your workload
and also gives bidders more time to register gaining you more
registrants and bids.

Another way to increase registrants and online bidding activity
is to use internet-specific advertising and marketing. Invest time
in SEO and use keywords in your titles and descriptions that will
drive bidders to your product through searches.

Investing in this will help make sure that when bidders, who
aren’t necessarily on an auction site but are instead browsing for
the specific product you have, will come across yours as one of
the first options.

Make use of social media platforms when advertising and
marketing for your online auction. These are people you know
are already internet savvy and will be most likely to look online
to purchase.

The online environment is highly competitive, so paying
attention to details such as a search-friendly catalog and targeted
marketing strategy are crucial. <

This article was an excerpt from a
presentation given at the 2016 NAA
International Auctioneers Conference and
Show. Want even more tips regarding this

topic? NAA members can access the full
audio of this presentation and many others
at auctioneers.org/knowledgecenter.
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Commercial real estate buyers
are looking for cash flow and
an upside. They want the asset
they buy today to be worth
more money tomorrow.

Building your commercial real
estate business

There are a couple of concepts you should know if you want

to expand in this niche.

By James Myers, contributor

residential property used for commercial profit-making
purposes. However, T. Kyle Swicegood, CAI, BAS, GPPA,
has an alternate definition.

Traditionally, commercial real estate is defined as any non-

“I believe it could also be called commercial property, investment
or income property, Swicegood said during a recent NAA iSeries
webinar, “which refers to buildings or land intended to generate
a profit, either from capital gains or rental income.”

Swicegood is an authority on the topic of commercial real estate
as he’s had a career in it going on nearly 30 years. He started as a
real estate broker in 1991 and shortly thereafter began investing
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in property, residential and commercial.

He developed, built, leased and later sold a 41,000sqft retail
shopping center before jumping into the auction business in
2009.

Even with that experience, Swicegood claims the two best career
decisions he made was earning the NAA Certified Auctioneers
Institute (CAI) and Certified Commercial Investment Member
designations. His CAI came after an earlier revelation.

“I saw the light and got my Auctioneer license,” Swicegood also
said during the webinar. “T have fallen in love with the trade”
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“Isaw the light and got my

Auctioneer license..Il have

fallen in love with the trade.”

Cash flow and upside

Swicegood said the two concepts he wanted to impart with

his iSeries session involved gaining a better understanding of
capitalization rates, and the 1031 section of the IRS code, which
covers tax deferments.

“It’s boring stuff;” he conceded, “but (they are) important ideas
and concepts you can use to make money for your clients. And
when you make money for your clients, you make money for
yourself”

Commercial buyers are looking for cash flow and an upside, he
said. They want to make enough income on a monthly basis to
pay debt or generate an income. Furthermore, they want the
asset they buy today to be worth more money tomorrow.

With that in mind, Swicegood said it’s important that
commercial real estate Auctioneers are knowledgeable about
capitalization rate, often referred to as the “cap rate” There are a
number of variations, but the most common calculation is the
ratio between the net operating income (NOI) produced by the
asset, and the original capital cost, also called purchase cost.

NOI is a calculation used to analyze real estate investments that
generate income. Per Swicegood’s example, if a commercial
property has 12 units that are rented out at $1,200 a month,
that’s a gross income of $172,800 per year. However, you have
to subtract operating expenses, which includes an estimated
vacancy rate, management costs, and other expenses that

bring the total down significantly to a net operating income of
something closer to $111,740.

“Decisions are made on the knowledge of net operating income,”

Swicegood said. “Take the NOI and the use the cap rate of 10
percent, you would consider paying $1,117,400. If it’s a risky
investment, you can up the cap rate to 12 percent, which means
youd be willing to pay $931,166”

Swicegood notes that cap rates are determined by the market,
but when getting involved as a buyer, seller, or Auctioneer
representing a seller, “you need to have an idea what the NOI

of an asset is and what the going cap rates are for similar
properties” This is why it's good to make friends with appraisers,
he said.

“Become friends with a lot of commercial appraisers,” he advised.

The second issue Swicegood covered in his session involves the
1031 IRS code, which allows investors to sell a property and
reinvest the proceeds in a new property with the capital gains
taxes being deferred. But the law says the tax deferment on
capital gains only applies when that money is used to purchase a
“like kind asset or assets.”

“That basically means you have to sell an income producing
property for an income producing property; he said.

Swicegood cautions that in order to do this, the money from

a sale can't be touched. When the property is sold, the money
needs to go to a qualified intermediary, which is usually a title
company. Furthermore, there are time limits. For example, a
seller has 45 days after the sale to identify properties that they are
willing to invest in. Then, they have 145 more days to close the
deal on one or more of those properties.

“The government is letting you use your tax money to reinvest
and expand your estate;” he said.

If someone is new to the commercial real estate process and
interested in finding sellers, Swicegood recommended starting
out at “your tax office, getting engaged. ICSC (International
Council of Shopping Centers) is a great way of finding
developers.

“Go to your GIS and do a little research.” <

Member benefit!

Check out auctioneers.org/iseries for a
complete archive of webinars and white
papers. The archives are free for active
NAA members!
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#NAACS18: Jax Culture

Jacksonville, Fla., has plenty to offer Conference and Show
attendees and their families this summer.

hile every city offers something unique for NAA
WConference and Show attendees and their families,

Jacksonville, Florida, is way above the norm when it
comes to finding enriching ways for people to be entertained.

First, of course, is the landscape. Explore all 840 square miles
of a different side of Florida. There are many stretches of
stunning beaches and waterways, the largest urban park system
in the country, extraordinary cultural and historical spots, and
experiences that engross the mind, body, and inner adventurer.

Then, get to know Jacksonville culture. After relaxing on
stretches of stunning beaches; paddle through nature-filled
waterways; hike, bike and explore national, state and city parks;
dine in the city’s top-rated restaurants; or just relax in a place
that makes it all possible. There’s plenty to do for families,
couples, nature-lovers, foodies, golfers, cultural and historical
travelers and more.

Finally, here's what others are saying about Jacksonville:

P> Tripadvisor users selected Jacksonville as one of the Top

Emerging Destinations in the U.S. Jacksonville was chosen as

the #10 Destination.
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P» Forbes featured Jacksonville as one of “The 20 Best Cities For
Travel This Summer.”

) Travelocity ranked Jacksonville as the #8 Best Summer
Vacation Destination for 2016.

P> Spoon University placed Jacksonville ninth on its list of
“Where to Find the Best Chicken and Waffles in America.”

P> Forbes Travel Guide named Jacksonville as one of the “5
Surprising Foodie Cities to Visit Right Now”.

P» Realtor.com named Jacksonville as one of “The New Hot
Spots Where Americans Are Moving Right Now.”

P> Jacksonville came in at No. 16 on Business Insider’s list of “24
Best Places to live in the South - the region that’s becoming

the best place to live in America”

»» On Business Insider’s list of “The Top 50 best places to live in
America’, Jacksonville was ranked 34th.

Register for Conference and Show at conferenceandshow.com«¢
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ver 1.5 billion people are interacting daily on Facebook.
O These interactions last, on average, for at least 20 minutes.

So, this seems like an obvious place to put your marketing
dollars, right?

“With the recent announcements that Facebook is changing its
algorithm to show more messages relating to friends and family, it
has a lot of marketing professionals questioning and restructuring
their marketing strategies,” says NAA member Casey Roberson,
Marketing Director at McCurdy Auction.

When strategizing for marketing campaigns, you may find
yourself caught up in what is new and trendy that month and
wondering if you should join the trendy train or consider more
proven solutions. The quick answer, according to Roberson, is
truly effective marketing doesn’t just work because it’s trendy.

“Effective marketing happens when you reach the right people
with the right media and the right message,” says Roberson.

To do that, it is important to look at marketing in a broad scope
and consider all options to best attain your goal.

There are five core steps that can help any business drive a
successful marketing campaign. Build on each step with the next
to ensure that your campaign will succeed with or without changes
in trends in the industry.
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Targeting
and Profiling
Customers

your marketing
strategies work.

By NAA Staff

1. Set your campaign objective and goal

This one is pretty self-explanatory. What do you want to
accomplish? What is the end goal you wish to achieve?

Whether it be to gain more sellers, build up your buyer list, or just
expand your brand impression. It is important to make a clear
objective so the focus of the campaign won't get lost.

2. Define you audience(s)

Who do you need to reach in order to achieve the campaign goal
you established?

Hone in and figure out who those audiences are, and it will help
you in the long run. Think not only demographically but also
geographically.

There are two key ways of defining an audience. One is to use your
your intuition of who you think needs targeting. The second is to
take advantage of the technology that is available and can bring
that audience to life.

“It's ok to have a gut feeling of who you want your target audience
to be, but the key is to pair that with the benefits of today’s

technology;,” Roberson says.

Take that gut feeling of who buyers or sellers might be and run
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those through your audience insights. (Facebook and
Google have great tools for gaining audience insight.)

Essentially, you want a snapshot of a person’s demographics,
and media consumption trends to build on top of the intuition
you already have.

3. Choose your media

Take into consideration the media consumption data for the
audience you have established and what your market research
group is saying. Pair that information together for the most
effective way to reach the defined audience.

Then, to quote the rule of sevens, “Target audiences need to see
a message seven times before they take an action.” Therefore, it
is important to use a multitude of media platforms rather than
just one, with the same message, so that the audience sees it
multiple times.

4. Craft your message

Good messaging isn't just the words on your advertisement. It
includes words, imagery, color, and even font type.

Color can affect emotions and moods of people, which can
elicit certain decisions. Pay close attention to this when building
advertisements. For example, blue makes people feel trust,
peace, and loyalty. Green makes people think of balance and
growth, while red elicits the thought of rage, anger, and danger.

Many do not understand how much color affects the decisions
they make in daily life, however the subconscious is aware, and
it influences many decisions.

5. Evaluate and maintain

Evaluation and maintenance in marketing campaigns are often
forgotten, but they can make a huge difference.

Always check the success of a campaign periodically and adapt
or change the message if needed. Recording the success and
failure points can provide helpful data when planning your next
campaign ensuring that it will be even better.

“Every decision you make in your marketing campaign, no
matter how big, no matter how small; it all affects the final
result Roberson says. “If you start guiding your campaigns
with these in mind, the next time a major change in the world of
advertising is announced, like Facebook, you'll be fine”

“You've got five proven steps that will see you through
anything” <

Listen to this full iSeries webinar and

others at auctioneers.org/iSeries.

NAA Facebook
Group Advice of
the Month

“Need some help... | am trying
to put a value on some mature/
harvest-able timber? Oak and
Maple (30 Yrs. Growth)”

This question appeared in March in the NAA Auction
Professionals Facebook Group (facebook.com/groups/
naaauctioneers). The answer shown below was from
another NAA member and edited for clarity only:

The only true way to get a valuation on it is to get a Timber

Buyer to do a (or multiple buyers) cruise, make an inventory
and offer (bid). If it is on an auction property offer to present
his written cruise at the auction for all buyers along with his

offer.

In Iowa, most of our Maple is not worth anything because

of the wind stress and ice damage. Oak can be really hit and
miss. White Oak is the most valuable; however, most of the
Oak in Central and Western is Burr Oak which branches out
early making the boles very short and not desirable by timber
buyers. The value will be based more on DBH or Diameter at
Breast Height, which is how trees are measured for the timber
market to determine board feet available versus age.

You can expect that a timber buyer will offer 40-60% of the
value of the timber because they will put in the effort to cut
and remove the timber which requires significant investment.
On flat ground, with good access, you'll get a better offer. On
rough terrain or difficult access, you'll get a lower offer.

Should the seller enter into a contract prior to selling the
farm, it's important they cover what will be done with the
tops or waste. We always make the logger cut and pile them.
Timber buyers in Iowa are bonded and its best to deal with a
bonded buyer.

Deadlines should always be established for the cut as well

as provisions for damage to sensitive areas, fences, or non-
harvest timber. The seller should also insist all trees that will
be sold and removed are first marked with spray paint and
an orange flag in the dirt with a corresponding inventory
number to ensure that no additional trees are cut.

Typically a timber cut would be offered as a bidding process.
Multiple loggers would cruise the farm and submit bids.
Te>C should be laid out for them to make their bid and the
only negotiation should be price and # of trees. %
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Voice therapy

NAA member Jeremy Clay says working as an auction
professional has helped him manage Parkinson’s obstacles.

By Nancy Hull Rigdon, contributor

n the past few years, Jeremy Lee Clay’s health has moved from dire
to beating the odds - and he credits auctioneering with a major
role in the turnaround.

The defining time was four years ago. Two years had passed since he

received the news: At 37 years old, he was diagnosed with Parkinson’s

disease.

“The first couple of years were a horrendous struggle;” says Clay, of
Clay Auctions in Platte City, Missouri.

It wasn't his first big health challenge. A turkey hunting accident left
him blind in his left eye 10 years before. But Parkinson’s was much
different.

“It was more so the toll on the mind - if you let your mind have a
heyday with you, it will have a field day;” Clay says. “And, I finally said
to myself, ‘Enough is enough. Life is entirely too short. You need to
quit sitting here waiting to die, and you need to start living life to the
fullest”

He made lifestyle changes, trading in fast food fries for exercise
classes. He prioritized relationships with family and friends, focused
on work and reminded himself to think positive thoughts. Plus, a
major part of his job doubles as therapy. Strength of voice is a struggle
with Parkinson’s, however, Clay calls about five car auctions a week.

“That voice therapy is worth its weight in gold,” he says.

It's now been six years since his diagnosis - when doctors said he was
five to seven years out from permanent disability.

“I'm in better shape now than I was when I was diagnosed,” Clay says.
“I know there will continue to be hard times - this is a progressive
disease. But 'm going to keep overcoming the hard times”

He extends a thank you to his colleagues for making his outlook
possible.

“In the auction business, I have friends that are more like family.
Between my co-workers and everyone in the MPAA and the NAA,
I've got people that care about me and want me to succeed. That
pushes me to succeed more than anyone realizes,” he says.

As the grandson of an Auctioneer, Clay grew up with auctioneering.
APRIL 2018
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Jeremy Clay’s grandfather, Loren, was instrumental in helping
grow his grandson’s interest in the auction industry.

I
“Itis a fascinating career.

Iam soglad that my
grandfather became an
Auctioneer because he

paved the way for me,”

Claysays.
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“I was kind of an auction brat as a kid. I eventually started working
the ring with my grandpa. One day, I expressed interest in
auctioneering. It was like sink or swim, and I've been swimming
ever since,” he says.

He officially joined the family business with his grandfather, Loren
Clay, when he was 20. And while his grandfather passed away a few
years ago, Clay lives near much of his family. This past October, he
got married to his wife, Nicki.

Auto auctions are his focus, and he also enjoys the rewards of
benefit auctions. Highlights include working the Kansas City Chiefs
charity auctions and auctioneering for the Jeff Gordon Foundation.
His greatest career achievements include winning the MPAA Bid
Calling Championship in 2003 and the Iowa State Champion
Auctioneer contest in 2010.

“It is a fascinating career. I am so glad that my grandfather became
an Auctioneer because he paved the way for me,” Clay says.

Something Clay’s grandfather used to say has gained new meaning
in recent years.

“He always said that if you love what you do, you'll never work a
day in your life,” Clay says. “I'm blessed to love what I do. I know it
keeps me going amid all my health obstacles, and I'll keep doing it
aslongasIcan”
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Jeremy was diagnosed with Parkinson’s Disease at age 37. He says
the "voice therapy” that calling bids provides has been "worth its
weight in gold.”
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Is building an effective sales force
actually the right decision?

That answer depends on an auction professional’s ultimate
business goals.

James Myers, contributor

t's a valid question — when should an auction professional begin establishing
more outreach to grow their business? For William McLemore, CAL it’s not
exactly an easy question to answer, but he did for himself after a decade in
the auction industry exploring different business models.

“I value my free time,” said McLemore. “I value being able to do high-quality
work for people who trust me to do high-quality work. Those things are
incompatible with building a sales force because it will lower your ability to
serve the clients.

“If you're spending any of your time to train folks (on things) you know the
answers to, that’s going to take away from your ability to serve your clients”

Though steadfast in his belief, McLemore realizes that not everyone is going to
share his point of view.

For example, he said that if an Auctioneer is already at capacity and they want
to grow their auctions and make more money, yet they’re turning away business
because they’re already stretched thin, that’s a signal that he or she might have
the opportunity or the choice to bring on a salesperson.

Adding women and men to “If you're thinking, ‘Eventually, I'd like to have a business that exists without
your sales force might seem my participation in it,” McLemore said, “you’ll have to have people to work the
like the right thing to do. business that you own. And, the only way to get them there is to train them up

However, what if that doesn’t and invest in those people rather than another financial vehicle””
actually help build toward your

Itimate busi Is? . . .
witimate business goals McLemore also touched on the difficulty of setting up a team of professionals

that can pull in the right jobs and work together with fluidity. He’s witnessed
such attempts fail in other jobs he’s had throughout his career, where over-
qualified people are brought in to do a job that doesn’t challenge them.

“I've never worked outside the auction business,” said McLemore, whose first
job out of auction school was at Sotheby’s in New York City, where he
learned that “you have to give people responsibility that will pique
their interest”

Working effectively with less
McLemore has honed his efforts in the workplace down to an extremely
efficient process where he spends little to no time on the minutiae (such as

answering phone calls) and maximizes his time communicating with the client
and providing high-quality services in complex real estate auctions.
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His company, McLemore Auction Company, which he runs with
his wife and one other full-time employee, once had monthly
consignment auctions and fairly large real estate auctions where
they were shelling out a lot of money for part-time employees,
part-time labor, and administration.

“We had a hard time focusing on anything,” he said. “The lesson
I've learned so far is don’t build something you don’t want.”

They’ve made big changes over the last handful of years, ending
their monthly consignment auctions and gradually only taking
higher-dollar auctions and making more profits with a smaller

footprint.

“We're going to keep moving it up (value of each auction) until
we're less occupied in the marketplace than we want to be,” he said.
“Our time and attention deserves to be allocated to clients who
have assets that merit the attention we can provide”

Teamwork: The Hollywood approach

McLemore, an avid podcast listener, got an idea from one he heard
regarding a journalist who wrote a book that was made into a
movie, giving him some insights into the industry and the way it
works. McLemore refers to it as the “Hollywood economy”

Basically, each movie has many different people with different
specialties who may or may not be associated, all working toward
the same goal. Look at the length of a movie’s credits and you get
the idea of the depth of talent in different areas (lighting, writing,
catering, etc.).

“There are interesting corollaries between what the auction
business does and the movies,” McLemore said. “They come
together with relatively little friction for a single event. We do the
same.”

Working together with other auction professionals on single
events could be a business model others could follow. For example,
McLemore notes that as auction professionals, they should all

be operating under the NAA Code of Ethics, which says you're
supposed to work on things you're qualified to work on. However,
Auctioneers without a specific knowledge of a certain type of
auction aren’t necessarily a bad fit, so long as an expert can be
brought in to handle the unknowns while they take care of areas
within the auction that fit their expertise.

“If you're doing a jewelry liquidation,” he said by example, “bring
in a professional who knows how to”

In fact, McLemore said that rather than increase his sales force
and put people on the company payroll, the jobs he’s interested in
creating now are jobs that are entirely outsourced.

“We've outsourced everything in our office,” he said. “T've
outsourced my receptionist.” %

Kelly Strauss, CAI
for NAA Board of Directors

I would really appreciate your Vote
and Support for the Position of
NAA Board of Directors.

® Over 35 Years of Sales and Leadership Experience.
® 20 years as a Full Time Auctioneer.
® Auction Coordinator for Nicholls Auction

Marketing Group.

Please plan to vote by absentee
ballot or at Conference and Show
in Jacksonville, Florida.

July 16-21, 2018.

Thank you.

“We Are Family”

Kelly D. Strauss
540-226-1279

kelly@nichollsauction.com
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THANK YOU for Your Renewals!

Joshua D. Abner

Wade Robert Affleck

James W. Alban

Ronnie L. Ales

A. Curtis Andrew

Daniel W. Andrews

Jason Aversa

Callie Baber

Austin Bachmann

George R. Badeen

Jon K. Barber, CAI

Fred A. Barck

Tim Barkley, AMM

Mitch L. Barthel

Jason A. Bates

James D. Bayman

Ty Beahm, BAS

Nichol Beahm, BAS

Timothy L. Beck, CES

Brian D. Beckort, CAI
AARE

Andrew David Beers

Nolan R. Bell

Josh Bellamy

Michael S. Bendele

William Vaughn
Benton, Jr.

Linford Lamont Berry

Wayne R. Bessman

Larry Bickford

Dennis L. Biliske

Michael C. Bleisch

LeAnn R. Boardman

Chris Bohr

Mark E. Bradstreet,
CAI

Brian L. Brockman

Ritchie Broyles

Brett A. Brumbaugh,
CES

Jeffrey A. Burchard,
CAI

Ashton S. Burton

Dwight D. Butler, CES

Robert H. Campbell,
11, CAIL, AARE

Matthew Carman

Robert Carpenter

Bradley T. Cecil

Jeremy B. Clark, GPPA

Jeremy Lee Clay

John E. Cline

Chelsea Copeland

Keith Couch

Stan L. Crooks, CAI
CES

George Cunningham,
CAI

Kenneth D.
Cunningham, BAS

Elaine B. Cunningham

Brian Kent Curless

Kevin O'Neal Dalton

Ross E Daniels

Howard Elliott Dascal
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Eric D. Davidson,
AARE

Leonard A. Davis

Timari Davis

Cody Dawson, BAS

Jan De Leeuw

Nick Joseph Defelice

Eli Detweiler, Jr., CAI

Timothy H. Dietz

Michael E. Dilliard

Enrico F. DiMattia,
AARE

Doyle Dingman

Mark E. Dixon, III

Shawn J. Dostie

Joseph P. Durham,
CAI

Dwight E. Dyer

Katie Lappe Eckhardt

John P. Economou,
CAI

Jarod S. Edwards

Melva Salinas Faucon

Scott A. Feirn, CAI

Mike Ferrigno

Jeff A. Finke

Michael S. Foster, CAI

Corey D. Fraise, CAI

Lee Erik Frisendahl,
CAI

Dale E Fulk, CAI

Lance M. Fullerton,
CAI

Tony M. Furr

Samuel Furrow, CAI

Lorraine Sachs Garcia,
CAI, AMM, CES

John Allen Gardner

Terrill A. Garmon,
CAI

David R. Gatewood,
CES, MPPA

Joel M. Gavaletz

James R. Gavin

Jacob Marshall Gay

Peter D. Gehres, CAI,
CAS, CES

Peter D. Gehres, CAI,
CAS, CES

Michael D. Gerlach,
CAI ATS

Vicky Ginder

Thomas Raymond
Giroux, CAI, AARE,
ATS, BAS

Theresa Collette
Giroux, CAI, AARE,
AMM, BAS

Sandra Flippin Giroux,
CAI ATS, CES,
GPPA

Loy D. Gooszen, CAI

Joseph E Gordon

R. Johan Graham,
CAI
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Santo E Grasso, Sr.

Marcus D. Gravitt,
CAI, AARE, GPPA

Adam Ray Haley,
AARE

John C. Hamblin

Andrew William
Hamilton

Si Harbottle, CAI

Dodie D. Hart, CES

Kam Hartstack, CAI

Raymond D. Hartzell

Richard M. Hartzell

Kenneth E. Hassinger

RL Heaverlo

Christopher James
Hedges

Brian D. Heffelfinger

Norman D. Helmuth

John T. Henry, Jr.,
CAI CES

Jeremiah D. Herbst

William Edward
Hesch, Jr.

William Edward
Hesch, Jr.

John J. Hines, CAI,
AARE, GPPA

Thomas J. Hirchak, III,
CAI, AARE, GPPA

Justin Holmberg

Kevin L. Holt, AMM,
CES, GPPA

Raymond L. Holt

Steven W. Holt

T. G. Horst

Pete Howes

Gary Hubbell

Karen L. Huelsman,
CAI

Carol A. Hunter

Carl J. Jackson, AARE

John C. Jardine

Stephen A. Jax, CAI
AARE

James Gregory Jeffries

Craig Wayne Johnson

Richard Dwayne
Johnson

Keith G. Johnson

Danny Kirk Jones

Ronald Dean Jones,
Jr., CAI

Andrew John Josund

Yvonne M. Karn

Tricia Maureen Dawn
Karpiuk, AMM, BAS,
CES

Kyle C. Kelso

Doug Kerkhoff

Eugene R. Kiko

Peter Kiko, Sr.

J. K. Kinsey, CAI,
AMM

Josh D. Kirby

Richard John
Klisiewicz, ITI, AMM

Robbie L. Kobs

Alonzo C. LaBarr

Ralph L. Labozzo

Marcus Levi Landers

Roger Legleiter

Mervin H. Lehman

Frank Leist, CAI
AARE

Emilio Lemeni, CAI,
GPPA

Olga Lemeni, AMM

Jeffrey M. Lentz

Dennis Levario

T. Randolph Ligon,
CAI, BAS, CES

Tim Lile, CAI

Brady Don Lippard

Val A. Luckett

Larry Edward Luzinski

Richard L. Manley,
CAIL AARE

Justin J. Manning,
CAI AARE

Newell C. Marsh

Charles Robert
Marshall

P. Douglas Marshall,
CAI

Paul Z. Martin, Jr.

Jeff Martin

Robert J. Massart,
CAI, AARE, CES,
MPPA

Aaron T. Maye

Mark R. Mazzie

Jerald Ray McCown,
T

Nick Medina, BAS

Nick Medina, BAS

Carl B. Miceli, CAI

Hap Moore

Emma James
Morawski

Patrick Kent Morgan

Jeff W. Morris, CAI,
AARE

Joshua Michael
Muftley, GPPA

Lindsey Musser-
Affleck

Mike Namoff, BAS

Clayton Jeffrey Neal

Stephen Nelson

John Jay Nelson

Kelly Leigh Nicholas,
GPPA

Charles Nicholls, CAS

Robert George Nieto

Kendall Eugene Nisly

Paul H. Nisly

Jonathan Scott Noel,
CAI

Michael D. Ostrem

Elliot M. Paul, CAI

Rich A. Penn

Gabriel Petersen

Gregg Pickens

Marcy Pompei

La Verle Pounds

Malcolm E. Price

Phillip Kent Prince

Michael C. Purcell

Justin Pye

Jeftrey D. Raines, CAl,
AARE, GPPA

Shane Ratliff, CAS

Paul Reagan

Delmar Rheinheimer

Howard C. Richmond,
CAI

Shad T. Ridenour, CAI

John A. Robillard, CAI

Dustin B. Rogers, CAI,
CAS

Kyle Rosen

Sheila Rosen-Schiff

Britney Ann Ross,
AMM

C. Randolph Ruby

John J. Rutt, IT

Jason D. Rzepniewski,
GPPA

Paul E. Saperstein

Thomas W. Saturley,
CAI

James L. Savage

Wilhelm P. Sawatzky

Kenny Schum, CAI

Michael John Seibold

Chad Shahan

Merle D. Sharick

Robert M. Shaylor

Curtis Lee Shenk

Harry Shirikchian

Leroy Shoop

Ed Shover, CAI

Manson Slik, CAIL
AARE, CES

Paul A. Smith

Jonathan Daniel Smith

Stephen M. Sommers

Mark Sorenson

David Spear

Dustin Ray Spencer

Gayle M. Stallings,
CAI, BAS

Daniel Stanavage

Joshua Ian Stevens

Deanna L. Stockwell

Bradley A. Stoecker

Casey Leigh
Stoneman-Roberson

Sterling H. Strathe,
CAI, AMM, BAS,
CES

Quentin Seth Sturgeon

Mike Suggs

Mark A. Sypherd, CAI

Cissy Lyn Tabor, BAS

Mark A. Taylor

Roy Teitsworth

Richard Shawn Terrel,
CAIL AARE

Dan R. TeSelle

Richard L. Theurer,
CES, GPPA

Gerard Thibodeaux

Kendall W. Thiel

Zachary Douglas
Thoman

Samuel C. Thomas, III

Tony R. Thomas

Dave Thompson, BAS

Glenn Charles
Trautman, IT

Gerard S. Trimboli

Harley D. Troyer

Patrick J. Tully, BAS

Kevin J. Van
Hollebeke, BAS

Dirk Van Reenen, Sr.

Scott W. Wall

James Ward

Dennis Warfield, CAI

William W. Weaver

Earleen M. Weaver,
GPPA

David T. Webb

Timothy P.
Weinheimer

Annette Wells, CAI,
BAS

Curtis H. Werner

Mark West

Ed Wheaton

Scott White

Michael Paul
Whitfield, GPPA

Alexandra Christine
Whitley

Frederic L. Wiese, CAI

David Scott Williams

Doyle Wilson

Joshua J. Wise

Kirk Witcher

Dean Ryan Wolfe

Brian L. Wolfsohn

Benjamin Joel Wood,
CAI, AARE

Charles Joseph Wood

Mark Woodling,
AARE

Jason Woody

Owen M. Yoder

Zachary Logan
Younker

Jane Ziehm, GPPA

Mark Owen Zomer
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WORLD WIDE COLLEGE OF AUCTIONEERING

The World Wide College of Auctioneering February 2018 Class included 34 graduates from 17 states, Canada and Ireland. Train-
ing consisted of 85 hours of instruction in all aspects of the auction profession and enables students to pursue licensing in their
respective states.

SOUTHEASTERN SCHOL OF KENTUCKY AUCTION
AUCTIONEERING ACADEMY

Southeastern School of Auctioneering, at their February 2018 class, The Kentucky Auction Academy graduated its latest class
graduated nine new auction professionals. The newest auction pros in January 2018. Members of the class represented Indiana,
were from Georgia, Maryland, and South Carolina. This year marks the Kentucky, and Tennessee.

35th year for SSA.

To Be The Best . ..

. « « Learn From the Best.

Launch Your Auction Career Today!

- Interaction with over 30 instructors per session ¢
« Learn cutting edge auction technology
« Class sizes less than 50 students

Now Scheduling 2018 Classes

Call or Go Online Today for Registration
Tuition: $1,295.00. All sessions are 10 days

y visit LampiAuctioncom & Click o
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Alabama

John Damon Folmar

Pearce & Associates

720 Fulton Springs Rd.
Alabaster, AL 35007
www.auctionbypearce.com
damon@auctionbypearce.com
(205) 966-8114

Arizona

Anna M. Aja

Anna Aja Auctions

34715 W. Jo Blanca Road
Stanfield, AZ 85172
annaaja.com
annamarieaja@gmail.com
(520) 400-3334

John Jay Brasky

1317 N. Sandecker Ln.
Tucson, AZ 85745
jaybrosky@gmail.com
(520) 400-8020

California

Nick Pruett

4381 Middle Two Rock Road
Petaluma, CA 94952
pruettbucks@aol.com

(707) 303-5605

Frederick Gene Silveria, II
Freddie Speaks

1079 Sunrise Ave., Ste. B-5
Roseville, CA 95661
freddiesilveria.com
freddiesilveria@gmail.com
(916) 708-0560

Colorado

John Glen Bowman

United Country- Eagle Hawk
Realty Group & Auction
Services

32610 E. 151st Ave.

Brighton, CO 80603
john@eaglehawkrealtygroup.
com

(303) 888-2836

District of
Columbia

Angela Mayfield

American Farm Bureau
Foundation for Agriculture
600 Maryland Ave. SW,
Suite 1000W

Auctioneer

Washington, DC 20024
www.agfoundation.org
educationdirector@fb.org

Florida

Gary Walter Dyer

GR Coins & Currency LLC
2824 SW 47th Terrace

Cape Coral, FL 33914
greoinscurrency@gmail.com
(814) 464-7020

Georgia

Phillip L. Little

BigLittle Auctioneer Services
196 Elsa Way

Byron, GA 31008
biglittle64.pl@gmail.com
(478) 396-8472

Illinois

Gracie Corso

14 Brantley Court
Taylorville, IL 62568
www.marknetalliance.com
gracie@marknetalliance.com
(888) 307-6545

Indiana

Tye Rex Casey

Your Auctioneers

15628 11th Rd.

Plymouth, IN 46563
www.yourauctioneers.com
tye.casey@yahoo.com
(574) 930-0450

lowa

Julius Arthur Bryant

3268 190th St.

Charles City, IA 50616
juliusbryantl3@gmail.com
(641) 330-8013

Craig Alan Fawcett

2461 Hwy. 92

Oskaloosa, IA 52577
digsrodshop62@gmail.com
(641) 660-9837

Justin B. Geidel

2731 Quebec Ave.
Greenfield, IA 50849
jgeidel5150@gmail.com
(641) 745-5150
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Lydia Lynnette Lamp

P.O. Box 85 200 E. Vine St.
Letts, IA 52754
lydialamp@icloud.com
(319) 212-4554

Zachary James Laurie
Laurie Bro's Auction Service
7112 Fulton St.

Indianola, TA 50125

(515) 777-6304

Nolan Joseph Wehr
21197 205th Ave.
Sigourney, IA 52591

nolan.wehr@sigourneyschools.

com
(641) 224-2331

Kansas

Hunter Jay Knopp

Knopp Auction Service

506 Washington St.
Oskaloosa, KS 66066
hunterknopp60@yahoo.com
(785) 220-5267

Ethan Schuette

Professional Auction Services
123 W. 2nd

Washington, KS 66969
cattlerattle75@gmail.com
(785) 541-1027

Kentucky

William Baker

United Country Real Estate
P.O. Box 382

Perryville, KY 40468
www.williebakersells.com
williebakersells@gmail.com
(859) 319-1520

Chad Landon Bowling
Chuck Marshall Auction &
Real Estate

1228 Craintown Rd.
Ewing, KY 41039
www.chuckmarshall.com
chad@chuckmarshall.com
(606) 782-6360

Steve E. Seals

Seals Auction Company
1517 Menelaus Rd.
Berea, KY 40403

sealsauctioncompany@gmail.
com
(859) 582-8664

Michigan

Cal L. Casey

Your Auctioneers

3679 Lawrence Rd.
Hastings, MI 49058
barfortyranch@yahoo.com
(517) 937-9439

William L. Collins

Bill Collins Auctioneer

867 Crooked Tree Dr.
Petoskey, MI 49770
www.billcollinsauctioneer.com
wlcoll42@yahoo.com

(248) 310-6210

David D. Herschberger
Herschberger Auctions

8261 S. Rogers Ave.

Clare, MI 48617
www.herschbergerauctions.com
herschbergerauctions@gmail.
com

(269) 758-4019

Paul Hertzler
Hershberger Auctions
9193 192nd Ave.
Holton, MI 49425
(231) 821-2338

Minnesota

Jordan F. Deutz

Deutz Family Auctions

913 Pine Ave.

Marshall, MN 56258
www.deutzfamilyauctions.com
jordan.deutz@gmail.com
(507) 530-1141

Brad Joseph Feuchtenberger
Zielsdorf Auction & Real Estate
25385 US Hwy. 59

Morris, MN 56267
bradleyfeuchtenberger@gmail.
com

(320) 287-0501

Jacob Randall Fragodt
Fragodt Auction & Real Estate
LLC

305 N. 3rd St.

Milan, MN 56262
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www.fragodtauctions.com
jacob@fragodtauctions.com
(320) 760-3652

Thomas Andrew Grulke
AK Property Management
435 4th Ave. NW

Milaca, MN 56353
kerijoschendel@yahoo.com
(320) 982-1263

Dylan J. Kallemeyr

Col. K. Auctioneering
42282 760th Ave.

Saint James, MN 56081
d.kallemeyr51@gmail.com
(507) 236-6223

Michael Patrick Keefe
16685 Hutchinson Court
Lakeville, MN 55044
mpkeefe3662@gmail.com
(507) 208-8969

Kassie Carol Kokesh
Reinhardt Auction Service
49104 US Hwy 169

Palisade, MN 56469
www.reinhardtauctions.com
kassie.kokesh@hotmail.com
(218) 821-5414

Lance J. Muyres

3169 Olympus Dr. NE
Sauk Rapids, MN 56379
limuyres@gmail.com
(320) 761-4023

Missouri

Josiah Lynn Coblentz

275 Jenny Lane

Lincoln, MO 65338
joecoblentz91 @gmail.com
(573) 466-2300

Kristy DeAnn Lauhoft

United Country Graham Agency

8221 Liv 239

Chillicothe, MO 64601
kristylauhoff@hotmail.com
(660) 247-1208

Kevin McAlester

1212 41st

Kansas City, MO 64110
kevinmcalester@gmail.com
(816) 877-7418

Trent David Mumm
9553 Willow Branch Rd.
Higginsville, MO 64037
trentmumm@gmail.com
(660) 238-3960

Brett White

1251 S. Main St.

Troy, MO 63379
brett_white@ymail.com
(636) 295-7545

Montana

John Scott Perkins
Perkins Auction Service
3145 Perkins Road
Deer Lodge, MT 59722
(406) 560-2589

Sawyer Lee Thome

Direct Sales Force

3954 Hwy. 312

Billings, MT 59105
www.directagnetwork.com
slthome1998@gmail.com
(406) 697-3627

Gideon Yutzy

Yutzy Auction Service

3984 Wikootenai Rd.
Rexford, MT 59930
www.highmountainrealty.net
gideonyutzy@yahoo.com
(406) 261-1246

Nebraska
Quin Dell Rutt

447 W. 16th
Minden, NE 68959
ruttquin@gmail.com
(402) 984-0961

Joshua L. Wietzki
501 Brass Ave.
Juniata, NE 68955
jwietzki@icloud.com
(402) 214-7647

New Jersey

Rebecca G. Kindergan
Merchant's Wares

36 Dogwood Lane

Hewitt, NJ 07421
www.merchantswares.com
rebecca@merchantswares.com
(201) 694-2773

New York

Michael Cunningham

59 S. Pierce St.

Buffalo, NY 14206
www.cashauction.com
michael@cashauction.com

Scott Daniels
GoNBid.com /
ScottDanielsAuction.com
4627 Rt. 209

Accord, NY 12404
www.GoNBid.com
win@GoNBid.com

(844) 466-2431

North Carolina
Christopher Capps

Triangle Auction Group, LLC
28 Yourself Ln.

Princeton, NC 27569
v8chpr@gmail.com

(919) 413-1427

Billy Wayne Morris
468 Bluemont Road
Mount Airy, NC 27030
iambmorris@me.com
(336) 529-8192

North Dakota
Scott Roy Bachmeier
5804 100th Ave. SW
Rhame, ND 58051
scott@ndsupernet.com
(701) 425-6651

Ohio

Orrin Edward Bussey

3949 Clark Station Rd.

New Madison, OH 45346
gbusseyauctioneer@private-
garden.org

(937) 417-1562

David Lewis McDowell

United Country Walton Realty &

Auction Company

6546 Columbus Rd.
Centerburg, OH 43011
www.ucwaltonrealtyand
auction.com
dlmcdowl@yahoo.com
(740) 485-0975

www.auctioneers.org

]

Alli Wolf

| joined the NAA
to be a part of
the Auctioneer
community and
to learn from
the best!”

Alli Wolf
Clarksville, Tenn.
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NETWORKING

NEW MEMBERS

With my NAA

membership, |

hope to be able
to meet and
learn from other
Auctioneers in
the industry. »

Drew Williams
Dickson, Tenn.
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Oklahoma

Clinton Ryan Clark

United Country Heard Auction
& Real Estate

431 S. Broadway

Carnegie, OK 73015
www.heardauction.com
ryan@heardauction.com

(405) 668-2001

Madison Freeman

3631 E. 55th St.

Tulsa, OK 74135
madison.h.freeman@gmail.
com

(918) 740-1778

Justin Kyle Kerns
Kearns Auctions

12335 S. 270th East Ave.
Coweta, OK 74429
jkkerns4@yahoo.com
(918) 429-9496

Clint A. Sanders

Bellamy & Co. LLC

1706 N. Quincy

Enid, OK 73701
www.callbellamy.com
clintsanders99@gmail.com
(580) 554-0592

Matthew P. Sandmann
Sandmann Auction &
Appraisal, LLC

404 W. Chickasaw Ave.
Milburn, OK 73450
www.sandmannauction.com
sandmannauction@gmail.com
(580) 775-3539

Jeff W. Shockley

United Country/Mixon Realty
205 Town Creek

Poteau, OK 74953

poteaumayorjeff@gmail.com
(918) 647-6470

Leslie Renee Warner

Mr. Ed's Auction Company
12905 E. 45th St.

Tulsa, OK 74134
www.mredsauction.com
lesliewarnerok@gmail.com
(918) 231-2403

www.auctioneers.org

Pennsylvania
Walter S. Stout

Behms Auction & Real Estate
Service

105 Lippencott Rd.
Waynesburg, PA 15370
www.behmsauction.com
waltstoutl @gmail.com

(724) 627-7253

South Carolina
William Anthony Willliams
22749 Bells Hwy.

Lodge, SC 29082
N6150U@gmail.com

(843) 893-7565

South Dakota

Taylor Michael Jessup

Goeman Auction & Real Estate
220 E. Boynton Ave.

Lennox, SD 57035
www.goemanauction.com
taylor@goemanauction.com
(605) 647-2898

Tennessee

Jamison Crouch

MidSouth Auctions &
Appraisals, LLC

1260 Warren County

Park Road

Rock Island, TN 38581
www.soldbymidsouth.com
jamison@soldbymidsouth.com
(931) 808-2839

Stephen Douglas Ellis

J.P. King Auction Company
14000 Terrapin St. #14105
Franklin, TN 37067
www.jpking.com
sellis@jpking.com

(615) 319-5500

William Bryant Howard
2115 Chestnut St.
Sweetwater, TN 37874
bryanthowardiii@gmail.com
(865) 816-8587

Texas

Brandon W. Berry

417 Cole

Corpus Christi, TX 78404
bberrytx17@yahoo.com
(361) 688-7529

David Wayne Born
3306 Falling Leaf Ln.
Spring, TX 77380
actorborn@aol.com
(713) 444-3197

Charles Bruce Darling
Tyson Fundraising

924 Meding Drive
Arlington, TX 76017
www.tysonfundraising.com
chuckd_75052@yahoo.com
(469) 386-3515

Sherri J. Enroth

Alabama Furniture

4900 N. Shepherd Dr.
Houston, TX 77018
www.alabamafurniture.com
sofasherri@sbcglobal.net
(713) 862-3035

Walter Dee Gist

5381 FM 709 S.
Corsicana, TX 75110
gistbodee58@gmail.com
(903) 229-0784

Kylyn C. Hedrick

10252 CR 1006

Godley, TX 76044
kylynhedrick@gmail.com
(817) 368-5572

Leah Daynon Kirkwood
2429 Bissonnet St. #431
Houston, TX 77005
leah@leahkirkwoodintl.com
(702) 717-4218

Miles Edward Marks
P.O. Box 79642

Houston, TX 77279
miles.marks@gmail.com
(281) 932-3062

Jalen Mathis

12435 Dessau Rd., Apt. 224
Austin, TX 78754
jalenmathis@gmail.com
(512) 905-2943

Jordan H. Nix

342 Donie Rd.
Buffalo, TX 75831
crossroadsoftexas.com
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NEW MEMBERS

NETWORKING

jordan@crossroadsoftexas.com
(713) 594-6378

Brandon Keith Savage
EnergyNet

3703 Harmony

Amarillo, TX 79109
brandon.savage@energynet.com
(806) 626-3287

Michael Steel

P.O. Box 1791

Decatur, TX 76234
lawsonauctions@gmail.com
(806) 433-2398

Kenneth S. Taylor

Permian Int. Energy Services
2305 SCR 1126

Midland, TX 79706
staylor@pernianint.com
(432) 448-0406

Obisike N. Ubani

4729 Auburn Ridge Dr.
Fort Worth, TX 76123
obilexus@gmail.com
(404) 771-6496

Donald Richard Varney
Varney Speaks

340 Treeline Park #1626
San Antonio, TX 78209
www.varneyspeaks.com
don@varneyspeaks.com
(210) 241-3282

Mark A. Weedon

The Weedon Group
P.O. Box 6143

Bryan, TX 77805
weedonma@yahoo.com
(979) 571-6216

Tara Lyn Yarbrough

United Country Texas Real
Estate & Auction Services
300 N. IH35E

Waxahachie, TX 75165
www.unitedcountrytxre.com
tara@unitedcountrytxre.com
(214) 207-7101

Brian David Zwerneman
7107 Brook Stone Dr.
Houston, TX 77040
1973brianz@gmail.com
(713) 259-0337

Utah

Cody David Wilson

4131 East 4600 North
Eden, UT 84310
Wilsondcody@gmail.com
(801) 710-3879

Virginia

Colter Dane Renz

5215 Monte Vista Dr.
King George, VA 22485
renz.colter99@gmail.com
(540) 684-7378

West Virginia
Silas Wayne Bowman

679 Breyles Cemetery Rd.
Peterstown, WV 24963
(304) 994-1160

Tyler D. Bradfield

Bradfield Auctions, LLC

120 Arkansaw Raod

Baker, WV 26801
bradfieldauctions@gmail.com
(304) 490-9650

Robin Lynn Mazzie

86 Golden Ridge Rd.
Lumberport, WV 26386
Robinmazzie@yahoo.com
(304) 641-4254

Nicholas Gordon Wilson
1406 Hokes Mill Rd.
Ronceverte, WV 24970
nick12742@gmail.com
(304) 237-8392

Wisconsin

Barbara Jean Gerou
Mermaid Finds Auction LLC
9622 65th St.

Kenosha, WI 53142

www.mermaidfindsauction.net

mermaidfindsauction@gmail.
com
(262) 960-6299

Robert Norman Helmuth
Helmuth Auctions

2819 Cty Rd. 6

Junction City, WI 54443
rhelmuth97@gmail.com
(715) 600-4827

Garrett Jeffrey Hines

Hines Auction Service

411 E. Main St.

Ellsworth, WI 54011
www.hinesauctionservice.com
hiney54011@yahoo.com

(715) 690-9155

Travis Ryan Radtke

Travis Radtke Auctions LLC
529 Mill St.

Manawa, W1 54949
www.travisradtkeauctions.com
info@travisradtkeauctions.com
(920) 596-3078

Canada

Ken D. Friesen

29178 Haverman Rd.
Abbotsford, BC V4X 2P3
Canada

ken@fcltd.ca

(604) 854-0361

Jason D. Kaye

Kaye's Auction House, Inc.
263 Stanley St.

Winnipeg, MB R3A 0W8
Canada

ROLLER

AUCTIONS

www.kayesauctions.com
jason@kayesauctions.com
(204) 668-0183

China

Billy Leung

Hong Yip Auction Company
Limited

2/F, Jing Tai Xuan Ti Yu Heng
Road, Nancheng District
Dongguan City, Guangdong
Prov.

China
Hong-Yip@outlook.com
86(769)83888596

Ireland

Paul Cooke

89 Derrysonnelly Rd.
Enniskillen, Co. Fermanagh
Ireland
paul_cooke@hotmail.com
+0044 773 456 8648

READY TO JOIN SOMETH

Available Openings Include:

Construction Equipment Specialist

Auction Professionals (Set, Catalog, Manage, etc.)

Other Specialities? We Want to Hear From You!

Send RESUME and COVER LETTER to:
employment@rollerauction.com

U U I A I N T U A A AV O O AV YT O A A )

JOIN OUR TEAM. REALIZE YOUR FULL POTENTIAL.

www.auctioneers.org  Auctioneer
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IT IS ...
SHOWTIIME!

2018
NAA
IMarketing

PRESENTED IN
PARTNERSHIP WITH

USA

AAAAAAAAAAAAAAA

COMPETITION

NOW OPEN.

ENTRY | _

DEADLINE: S ——

APRIL 18, 2018
Want to be recognized as one An official entry form is
of the auction industries best included with this issue of
marketers? Take your shot Auctioneer. Or, download a
in the 2018 NAA Marketing PDF version of the form at
Competition. auctioneers.org.

Questions? Email:
Communications@auctioneers.org


http://auctioneers.org

AUCTION MARKETING CAMPAIGN OF
THE YEAR

Rules and Procedures

1. Entry Fee: All members will receive one
complimentary entry into the 2018 Marketing
Competition. Each subsequent entry must be
accompanied by a $10 entry fee. Failure to include
full payment will result in disqualification.

2. Submit a brief, one-page, professional, typed
summary of your auction campaign. Additionally,
please organize the following in a binder, with title
pages dividing major sections. Entry summaries
may include any or all of the following: - Important
information on why the auction was noteworthy. -
Marketing strategy and tactics used. - Goals for the
auction (i.e. monetary, notoriety, etc.) - Copies of
press releases and news coverage about the auction.
- Copies of photographs, advertisements and any
other promotional materials. - Innovative marketing
or techniques employed. - Online marketing. -
Target markets. - Summary.

3. Submit one copy of the event materials.

4. Only auctions between 4/19/17 and 4/18/18 are
eligible.

5. Each entry must be accompanied by an official
and completed entry form and entry fee.

6. All entries must be received at NAA Headquarters
(8880 Ballentine, Overland Park, KS 66214) no later
than 4 p.m. Central Time, on Wednesday, April 18,
2017.

7. Entries may be judged on any of the following:
innovativeness and creativity; technological
enhancements; promotional elements; auction items
sold; satisfaction of client(s); satisfaction of bidders;
event atmosphere; and whether the total event met
or exceeded overall expectations.

8. Inclusion of the NAA logo is required on all print
materials and should be included if possible on

all other entries (TV/web/radio/giveaway items/
other materials). All elements of the logo must be
identifiable.

9. One entry will be selected as “Campaign of the
Year”

PHOTOGRAPHY DIVISION

Rules and Procedures

1. Entry Fee: All members will receive one
complimentary entry into the 2018 Marketing
Competition. Each subsequent entry must be
accompanied by a $10 entry fee. Failure to include
full payment will result in disqualification.

2. Photos may be produced either in-house or by
outside professionals.

3. Entries must be reflective of the auction industry
in some capacity and must have been created
between 4/19/17 and 4/18/18.

201 8NAA Marketing Gompetition
OFFICIAL RULES

4. All entries must be received at NAA Headquarters
(8880 Ballentine, Overland Park, KS 66214) no later
than 4 p.m. central time, on Wednesday, April 18,
2018.

5. Late entries will not be considered.

6. The member whose name appears on the entry
form must be a current member of the NAA, or the
entry will be disqualified. Forms must clearly list the
member name and official company name as this
cannot be changed once submitted.

7. The same photo may be entered in more than one
category, with a maximum of three categories for
each image.

8. Photos must measure 8x10 inches. Entries may be
printed on in-house printers. (Keep in mind that the
quality of the print will be taken into consideration
by judges.)

9. Two (2) copies of each photograph must be
submitted.

10. No e-mailed photos will be accepted. Hard-copy
prints only, please.

11. The NAA reserves the right to move an entry to
another section if it does not clearly meet the criteria
for the category in which it was entered.

12. Category winners will be determined through
a point system. Entries must attain an established
point minimum in order to qualify. Winners may
not be determined if no entries meet minimum
point requirements.

13. Submissions will not be returned. Do not send
original copies.

14. Images submitted for this contest may be used
in future Auctioneer editions or for other NAA
promotional and marketing purposes.

15. All entries are eligible for a “Best of Show —
Photography” award.

PRINT AND DIGITAL DIVISIONS

Rules and Procedures

1. Entry Fee: All members will receive one
complimentary entry into the 2018 Marketing
Competition. Each subsequent entry must be
accompanied by a $10 entry fee. Failure to include
full payment will result in disqualification.

2. Entries must be reflective of the auction industry
in some capacity and must have been created
between 4/19/17 and 4/18/18.

3. All entries must be received at NAA Headquarters
(8880 Ballentine, Overland Park, KS 66214) no later
than 4 p.m. central time, on Wednesday, April 18,
2018.

4. Late entries will not be considered.

5. Inclusion of the NAA logo is required on all print
materials and should be included if possible on

all other entries (TV/web/radio/giveaway items/
other materials). All elements of the logo must be
identifiable.

6. The member whose name appears on the entry
form must be a current member of the NAA, or the
entry will be disqualified. Forms must clearly list the
member name and official company name as this
cannot be changed once submitted.

7. One Marketing Competition registration form is
required per contestant. Each entry also must have a
separate entry form.

8. Digital (e-mail) or faxed entries will not be
accepted.

9. Original work only. PDF files okay. Photocopies of
printed materials will not be accepted.

10. Entries will not be mailed back or otherwise
returned.

11. The NAA reserves the right to move an entry to
another section if it does not clearly meet the criteria
for the category or division in which it was entered.

12. Categories 1, 2, 3 and 4 must include two (2)
printed samples of each entry. (Category 3: Entry
must include two (2) full tear sheets showing the
entire page on which the advertisement is found.
Full-page PDFs are acceptable.)

13. Category 5: One (1) copy of entry (screenshot
or PDE, preferably) is required for each submission.
- Entries should include as many visual elements
and details as possible (e.g. theme, timeline, goals,
objectives, etc.) - Multimedia/Radio/TV entries
must be submitted via thumb drive or other
similar portable file device, in either Quick Time
or Windows Media format. - For company website
entries, please include URL on the entry form in
place of printed copies.

14. Category winners will be determined through
a point system. Entries must attain an established
point minimum in order to qualify. Winners may
not be determined if no entries meet minimum
point requirements. Any first-place ties will be
broken through an additional round of judging.

15. All entries are eligible for the Best of Show
award. A “Best of Show” award will be given for: 1)
Print, 2) Digital, 3) Photography.

Opens

March1, 2018




NETWORKING

SUCCESS STORIES

Support the kids
of St.Jude by
participating in
Auction for Hope.

Sometimes Janie’s medicines slow her down,
but for the most part she is go, go, go. In June,
Janie was found to have acute lymphoblastic
leukemia. Her dad said, “I didn't think there
was much hope.”

Fortunately, Janie was referred to St. Jude
Children’s Research Hospital® which has the
world's best survival rate for Janie’s disease.
And families never receive a bill from St. Jude
for treatment, travel, housing or food.

Two-year-old Janie will undergo two-and-a-half
years of chemotherapy. This means there’s a
very good chance she will have beat cancer by
the time she starts kindergarten.

Janie, 2 years old
acute lymphoblastic
leukemia

esearch Hospital (34330

H‘ -
£ &\

Jude Children’s R

2

— St. Jude Childrens
Auctioneer Research Hospital

ALSAC * Danny Thomas, Founder

Finding cures. Saving children.

stjude.org/naa
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Aloha! Elvis’

Hawaii glasses earn
$159,900 at Legends
of Hollywood & Music
auction

the famous pair of personally owned Elvis Presley “Last
Hawaiian Vacation” 14K,Chrome and Plastic Custom
Sunglasses has a new home.

B EVERLY HILLS, Calif. (March 24, 2018) - For $159,900,

According to the auction business that conducted the sale, the
figure represents the highest price ever paid at auction for a pair
of the King’s glasses.

“To our knowledge and research, this is the highest price ever
paid at auction for a pair of Elvis Presley’s glasses,” said Brigitte
Kruse, owner and lead Auctioneer at GWS Auctions. “Our
bidders from around the world made this one of the most
exciting auctions we have ever held”

Elvis was photographed wearing the glasses on multiple
occasions, including on his last summer vacation in Hawaii in
1977.

Other highlights from the auction include: a Marilyn Monroe
brush, comb and mirror set ($23,985); Liberace’s personally
owned Custom Diamond and White/Yellow Gold piano ring
($23,370); Steve McQueen’s personally owned Persol 714 Folding
Sunglasses ($18,450); and the “Star Wars” (1977) Sorosuub
Corporation X-34 Landspeeder Replica ($39,975). In all, close to
200 lots of Hollywood and Music memorabilia was offered. <
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Basquiat, Warhol share spotlight in private
art collections and estates event

ONROVIA, Calif. (March 22, 2018) - Moran’s was
Mproud to partner with the Foundation for Appraisal

Education to bring nearly 90 lots of fine items to
auction, with proceeds going to support the Foundation’s

mission to provide scholarship to those looking to expand their
knowledge in appraisal education.

With a 100-percent sell-through rate, the sale raised tens of
thousands of dollars to benefit this cause. Preceding the sale on
Sunday, Moran’s and the Foundation for Appraisal Education
held a special preview and cocktail party, attracting a full house
of eager buyers and appraisers from the ISA conference.

From the first lot of the auction, the longevity and desirability of
good design was on full display throughout the auction. Opening

the sale, a stunning Dominick & Haff hand-hammered sterling
silver water pitcher sold within the $400-600 estimate at $570.

An elegant Steuben glass “Plum Blossom” bowl designed by
Donald Pollard, with an engraved plum blossom motif designed
by Linchia Li, inspired strong bidding from floor and phone
bidders, ultimately selling for $1,062.50 (est. $300-$500). A
beautifully finished David Linley for Dunhill “Villa” jewelry box
was one of the most popular items on display before the auction.
The satinwood-inlaid box soon outshone its $1,000-$1,500
estimate, going home with one lucky buyer for $2,160.

A favorite among attendees was Dan Ostermiller’s (1956-*

Cheyenne, Wyoming) charming bronze sculpture of a grizzly
bear scratching his back titled “A Roll in the Junipers” The
delightfully rendered bronze rolled home with one lucky buyer
who picked him up for $3,000 at the auction (est. $1,200-$1,800)
(PHOTO 3). Another animal sculpture by the artist, titled “Road
to Fiesta,” of a standing saddled burro with two full packs was
just as popular with the audience, selling on the block for $1,875
(est. $800-$1,200).

The cover lot of the auction, a group of three commedia

dell'arte-style acrobat bells from designer Cheryl Anne Lorance,
was charmingly sculpted with three acrobats as the bells’

$2,160
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$1,750

handles. After a spirited competition, a floor bidder proved
successful in adding the bells to their collection, paying $300
(est. $150-$200).

Among the sale’s jewelry lots, one of the most popular pieces
leading in to the auction was an emerald and diamond free-form
ring. Set in 18K yellow gold, the diamond-shaped ring set off

a bidding war, ultimately selling for $1,062.50 (estimate $400-
$600). A group of two Mexican sterling silver cuff bracelets,
designed with elegant lines, sold at the block for $240 (est. $50-
$100).

Bidders did not need to wait for the Studio Fine Art auction to
find great pieces to add to their collections; several fine works
of art populated the catalogue for the Foundation for Appraisal
Education benefit auction.

A 20th-century Russian Impressionist school painting of a

woman in a
barn with cows
commanded

B i e

strong attention
online, selling

to one happy
LiveAuctioneers
bidder for $1,750
(est. $600-$900). A charming family scene of children walking
hand-in-hand down a country road from an early 20th-century
Impressionist painter sold on the block for $660 (est. $300-
$500). A stunning lithograph of two reclining women under a
gold-colored sky with flowering branches from Manuel Nunez
(1956-* California) drew the attention of floor and phone bidder
alike, with one phone bidder taking home the work for $720 (est.
$100-$200).%

L e

$1,062.50

10,000 firearms sold in four days at
February regional auction

OCK ISLAND, Ill. - More than 10,000 guns found
Rl::w homes in just four short days and resulted in a $9.2
illion realized total for the massive 2018 February
Regional Firearms Auction at Rock Island Auction Company.

This is the largest total for a regional auction in RIAC history and
clearly demonstrates the growing market for collector firearms,
the passion of collectors, and the formula for success cultivated
by the Midwest auction house.

In addition to the outstanding auction result was also the rise of
RIAC’s own online bidding software, RIAC Live. Released late
in 2017 to a limited audience, RIAC Live allows collectors to bid
live online in real time with streaming audio/video. February’s
sale was the first major auction where RIAC Live was available

to the public and the response was overwhelming. Hundreds of
bidders were online from the opening lot to the closing hammer
bidding and winning in a real-time auction.

The first day of auction was on Thursday, but with the high
participation one might have thought it was the weekend. The
day started quickly and saw success in a number of genres.

A custom, presentation style, gold inlaid DWM Model 1902
Luger Carbine in Lot 341 achieved $40,250, blowing past its
$22,500 high estimate.

Not long thereafter in Lot 518, from the Bruce Canfield
Collection, a Springfield U.S.M.C. Model 1903A1 sniper rifle
with its scope and scope case embodied the recent surge in U.S.

www.auctioneers.org — Auctioneer APRIL 2018

7

61


www.auctioneers.org

NETWORKING

SUCCESS STORIES

62

military firearms’ prices by soaring past its $7,500 high estimate
en route to a $31,625 realized price. The day’s halfway point saw
an engraved A.H. Fox XE Grade side-by-side 20 gauge in Lot
725 bring $12,650 — more than doubling its $6,000 high estimate.
Rounding out the genres and the day was Lot 967 and its two
Galil semi-automatic rifles, which found an $8,050 realized price
instead of the $3,000 high estimate.

Friday was determined to start off just as quickly and the very
first item of the day - a Volcanic carbine by New Haven Arms
in Lot 2000 — wasted no time in surpassing its high estimate at
$23,000. Friday even had its own Springfield M1903 with scope
bases and U.S.M.C. barrel in Lot 2785 that also far surpassed its
$1,300 high estimate and sold for $10,925.

The second day of sale also saw some classic Colt revolvers
perform well, such as Lot 2453’s second-year production,
Ainsworth inspected, Colt Single Action Army cavalry revolver,
which exceeded its $4,500 expectation for a $10,350 price.

Day 3 of the sale was a wild ride as collectors using RIAC Live
fought hard for the items they wanted. However, the theme for
Saturday still revolved around perpetual collector favorite Colt.

It didn’t matter whether it was percussion revolvers, Single
Action Army revolvers, or powerful double actions, everybody

APRIL 2018 Auctioneer www.auctioneers.org

wanted a piece of the action. Case in point was Lot 4029 - an
engraved First Model Dragoon with relief carved eagle grips —
that crossed the block over its $7,000 high estimate for $10,350.
Representing the strong SAA showing was Lot 4390’s pair of
cased and engraved First Generation SAA revolvers with their
relief carved steer head grips that roped a $7,475 price over their
$4,500 high estimate. Lot 5036 contained a Colt Python revolver
that showed the snake guns’ new higher prices are still holding
strong as it banged the gavel for $3,450.

On the final day of a long auction, the first lot of the day, Lot
6000 and its remarkably well-done reproduction of an engraved
and silver plated Henry rifle, readily found a collector willing to
pay $16,100. Within the hour, a collector realized that the cased
and engraved Colt Second Model Dragoon in Lot 6075 was one
of only 2,700 ever made and promptly won the scarce revolver
for $12,650.

One of the weekend’s more unique items was a Remington
Model 400 Kiln Gun with its case in Lot 6663. This working-
man’s gun — built to fire 8-gauge slugs and break up slag rings
that form inside industrial kilns — was in surprisingly good
condition. It went home with the most dedicated Remington
collector in the room for $11,500 - easily knocking down its
$3,250 high estimate. <
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$2.25 Million realized during company’s
“Spring Auction Week”

$224,200
$37,760

$17,110

Auctions’ Important Spring Auction week, featuring fine

art, jewelry, furniture, silver, fine wine, cars, coins, and
other objects of value, achieved over $2.25 million with active
bidding across all platforms.

H ILLSBOROUGH, N.C. (March 3, 2018) - Leland Little

This significant auction featured major estates and collections,
including the Charleston estate of Tony and Linda Bakker, whose
collection includes antique furniture, fine art, and weaponry, all
of outstanding quality and beauty.

The highlight from this collection was Lot 311, a Georgian
Display Case with Model of York Minster Cathedral, which
achieved $17,110. York Minster is the second largest Gothic
cathedral of Northern Europe.

Another collection of note is a defining collection of North
Carolina art from Jonathan P. Alcott. This single owner
collection is devoted entirely to North Carolina works, all

of which were part of, “Scent of Pine, You Know How I feel:
North Carolina Art from the Jonathan P. Alcott Collection,” an
exhibition that was mounted at the North Carolina Museum of
History in 2016. The top achiever from this collection was Lot
120, “Farm Pond - Snow Ending;” an acrylic on canvas by Maud
Gatewood which achieved $37,760 - an auction record for that
artist.

The overall top lot of the auction was Lot 241, a Restauration
Ormolu-Mounted Marble Top, Inlaid Bibliotheque Basse by
Pierre Levasseur or his son Pierre-Francois Henri Levasseur,
circa 1820 and stamped “E. Levasseur,” which soared to
$224,200. This Bibliotheque was from a private North Carolina

collection and purchased by the collector in the mid-20th
century. This Bibliotheque has a matching pair which was sold by
Christies. The only difference in the two pieces is that the pietra
dura birds face opposite directions.

Another collection of interest is a single-owner collection of four
vehicles, including Lot 87, a Rare and Original 1957 Chevrolet
Bel Air Nomad which rose to $43,700 and Lot 88, a Rare and
Original 1957 Chevrolet Cameo Carrier 3124 which achieved
$55,200. The collector and his wife lovingly and painstakingly
worked together during their many years of marriage to restore
these vehicles to their original state.

Other top lots include: Lot 37, an 18KT White Gold and
Diamond Ring by Jewelsmith, which brought $47,200; Lot 211,
a Symphonion Eroica Three-Disc Music Box which achieved
$28,320; Lot 279, “Il Redentore, Venice,” an oil on mahogany
panel by Martin Rico y Ortega (1833-1908) which rose to
$16,520; Lot 379, “Easter Sunday, Lincolnville, St. Augustine,
Florida,” an oil on canvas by Anthony Thieme (MA/CA, 1888-
1954) which achieved $23,600; and Lot 434 an Aubusson
Tapestry depicting “The Triumph of Alexander,” after Charles le
Brun which sailed to $27,140.

Rounding out this important week was a Rare and Fine Wine
Auction, featuring several collections of highest quality fine
wine, such as that of Jim Clement. This collection featured fine
wines such as Gevrey Chambertin - Vintage 2012, Romanee
St. Vivant - Vintage 2011, Chateau Margaux - Vintage 1990,
Harlan - Vintage 2012, Chateau Lynch-Bages - Vintage 2010,
and Barolo - Vintage 2008. The Rare and Fine Wine Auction
achieved approximately $250,000 in active bidding. <
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“l realized improv classes would be a refreshing new approach to extemporaneous
speaking and in addition, would help to keep my mind young and sharp.”

Lynne Zink, CAl, BAS, CES, on using improv to strengthen her auction skills

Lynne Zink Productions, LLC

Joppa, Maryland

“When preparing to transfer or sell a family business, many owners find themselves
asking “What’s in it for me, and what’s in it for my business?’”

David Warren

Verrill Dana, LLP

Portland, Maine

“It takes time and effort to get an auction online in the most beneficial way, so don’t
rush it. Remember to consider all the costs of an online auction, the requirements,
available data, and whether the inventory matches your online provider’s bidder
base.”

Tim Hill

Vice President of Sales, Bidspotter.com
Tacoma, Washington

AROUND the BLOCK

o Farmland prices and rents stabilized during 2017, and
many farmers and landowners are facing the new crop year
with a brighter outlook. That was one of the key messages
delivered at Schrader Real Estate and Auction Company's
annual State of the Farmer's Economy Update meetings
recently in Florida and Indianapolis.

"After several years of lackluster profits, farmers ended the
year with yields that exceeded many projections, and we even
saw some firming of commodity prices that further helped
boost farm income. It was still a challenging year for many,
and we saw some increase in debt. But the climate appears to
be more positive than many expected,” said NAA member
R.D. Schrader, CAI, president of the company.

o The jacket made famous in The Shining, worn by Jack
Nicholson, was the top lot in a cinema auction dedicated
to famed director Stanley Kubrick. “Jack Torrance’s jacket”
(shown right) was sold at the event for 24,000 euros ($29,370
USD) in Turin, Italy.

64 APRIL 2018

Auctioneer www.auctioneers.org


www.auctioneers.org
http://Bidspotter.com

FILLER WORDS

NETWORKING

MEMBERS’ CORNER

NAA member returning the gift
of hope through St. Jude support

NAA member Dan Stanavage (left) says raising
money for St. Jude Children’s Research Hospital is
a cause near to his heart.

*Information from theresident.com

ESTERLY, R.I. - On March 6, NAA member
WDan “the Auction Man” Stanavage presented

a poster-sized check and two framed
certificates to Valenti Toyota in Westerly.

The items were presented on behalf of the National
Auctioneers Association (NAA), to thank the good
people at Valenti for their contributions to St. Jude
Children’s Research Hospital. The funds were gathered
between Thanksgiving and Christmas as part of NAA’s
annual drive to benefit St. Jude.

“The $11,000 donation was the culmination of
contributions from many caring people and car
dealerships,” said Dan, who handles the wholesale auto
auctions for Valenti as well as auctions for many other
local businesses and organizations. “A lot of people gave
their hearts and souls to this worthy cause!”

To help raise funds for St. Jude, Dan also auctioned off
tools purchased from Lowe’s, donated toys such as die-
cast trucks, and watches donated by TC Pawn Shops.
“However, many people gave donations without even
buying something,” he noted.

Dan pointed out that the NAA raises close to $1 million
each year for charitable causes. He is more than happy
to help—especially when it comes to St. Jude, a cause
that is near and dear to his heart. He was born with a
condition known as Legg—Calvé—Perthes disease, a hip
disorder that occurs in roughly 5.5 of 100,000 children
per year and affects more boys than girls.

“I was in St. Jude briefly and they determined it

wasn't cancer, so I then went to Newington Children’s
Hospital,” Dan recalled. “My mother always said leaving
me there was the hardest thing shed ever done. But my
parents would not give up on me. I had lots of X-rays
and needles and was in traction for years” Today,
Perthes disease is easily curable.

“Thats why I help St. Jude,” said Dan. “I know what it’s
like to be in a hospital without your parents. I feel for
the kids at St. Jude who have it way worse than I did. If I
can save one kid’s life, then my life is worth living!”

Call the NAA office at 913-541-8084 for more
information on how you can also support St. Jude and
#auctionforhope as an NAA member. %
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Coming up in May ...

Election time is fast approaching, so it is time for this year’s NAA Board Candidates to take
part in Auctioneer's Q&A. It is a great way for NAA members to get to know the candidates.
Be sure to read it all next month!
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NAA Representative
Tim Mast, CAi, AARE
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tmast@tranzon.com

Overland Park, KS 66214-1900
Phone: (913) 541-8084 Fax: (913) 894-5281

www.auctioneers.org

NAA advertising notice to readers
Auctioneer accepts advertisements from a variety of sources but makes no independent investigation or verification of any
claim or statement contained in the advertisements. Inclusion of advertisements should not be interpreted as an
endorsement by the National Auctioneers Association or Auctioneer of any product or service offered through the
advertisement program. The NAA and Auctioneer encourage you to investigate companies before doing business with them.
Furthermore, Auctioneer is designed to provide information of general interest to Auctioneers. The reader’s use of any
information in this publication is voluntary and within the control and discretion of the reader. Finally, the NAA does not
mediate disagreements that may arise between buyers and advertisers



mailto:Scott@HallandHall.com
mailto:tmast@tranzon.com
mailto:trowel@rowellauctions.com
mailto:janine@huismanauction.com
mailto:john@nichollsauction.com
mailto:hcombest@auctioneers.org
mailto:david@huismanauction.com
mailto:matt@marknetalliance.com
mailto:will@mclemoreauction.com
mailto:jasonbwinter@me.com
http://auctions.com
mailto:david@Whitleyauction.com
mailto:sstump@vivayic.com
http://United-SCS.com
mailto:david@huismanauction.com
mailto:jjdower@ayersauctionrealty.com
mailto:bill@sheridanauctionservice.com
mailto:john@johndixon.com
mailto:lmccurdy@mccurdyauction.com
mailto:scott.steffes@steffesgroup.com
mailto:barbara@bonnetteauctions.com
mailto:cking@ckingbenefits.com
mailto:lance@WalkerAuctions.com
http://omni-tech.net
mailto:scott@thevoe.com
mailto:kim@hrgsold.com
mailto:john@nichollsauction.com
mailto:terri@walkerauctions.com
mailto:krista@hallandhall.com
mailto:djbrock2@cox.net
mailto:britni@rogersrealty.com
mailto:lrterrel@hotmail.com
mailto:kaykruse@gmail.com
mailto:johnsonsix1994@gmail.com
mailto:hcombest@auctioneers.org
mailto:peggyimholte@gmail.com
mailto:janine@huismanauction.com
mailto:bid007@nc.rr.com
mailto:jcoffey@unitedcountryin.com
mailto:beth@bethroseauction.com
mailto:Philipg103@gmail.com
mailto:sherm@sherm.biz
mailto:tmast@tranzon.com

. There is a reason why United Country
HElplllg people Real Estate continues to grow after

F ill(l ThEil' Freedom forr more than 90 years in business. Our
| it id lid foundati
more t‘l_li‘a_ll 90 yealos. ongevity provides a solid foundation

our future a grow your % F 3

: o ] i i £
= - . TN . o
i1 == k- - ¢ I§ y 1% 1
il d o Py —ontas -tp : .
i | -f:-'-' ) e e o T8 ’ S
////////////////////////////////W//////////////////// s iz 2 WA, NI AL LI AL A LA 0 A0 0 0 11 /// L l'&
:
e i 3
¥ !
3 .&
|.l
_

N & ¥/ ‘@w

1 Cap
W i Z Z PHIANIIH 10 S LI LI LI 10 LY L0100 L L ALY LY L0 L0 L 100 L 100 1000 00 0 00 000 0 o 0 v o A0 o o Ao Y A o oo ooy ooy st o oo o vy

(0 Uty | Auction
W
Real Estate Services
NAA

800.444.5044 | JoinUCAuctionServices.com |


http://JoinUCAuctionservices.com

