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35 years of CAI
The changing family business



2 APRIL 2011 AUCTIONEER WWW.AUCTIONEERS.ORG



APRIL 2011 AUCTIONEER     3WWW.AUCTIONEERS.ORG



4 APRIL 2011 AUCTIONEER WWW.AUCTIONEERS.ORG

MLS
ONLYthe

forAUCTIONEERS
Your auctions may
already be listed!

LIST TODAY
AUCTIONMLS.COM

When you post your real
estate auctions on the NAA
Auction Calendar, your
auctions also appear on

the first and only AUCTION-ONLY
Multiple Listing Service.

Try it today and let your sellers know
their properties are listed on
AUCTIONMLS.com.

MLS half page AD.qxp  1/21/2008  9:08 AM  Page 1
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A topic from this issue of Auctioneer, 
the changing family business, hits 
close to home for me. As a second-
generation Auctioneer who is now 
bringing a third generation into the 
business, I know we need to think 
carefully about our future.

Many of you are in the same boat as 
I am — trying to balance the tradi-
tion of our business and looking at 

incorporating change for the future. It is hard work. Being 
in a family business can help, but it can also make change 
more difficult. The articles in the March and April issues of 
Auctioneer, as well as Dr. Greg McCann’s presentation at 
Conference and Show this year in Orlando, Fla., will help 
us set the direction in this time of change.

At the National Auctioneers Association, we are working 
to provide you information, education and tools to grow 
your business or to make you more efficient. If you aren’t 
in a family business, our goal is still the same.

Future plans

As I write this, the Education Institute Trustees and Board 
of Directors are preparing for their respective meetings 
in March and April. During those meetings, we will be 
discussing the report generated by the Council on Future 
Practices. This is a group I appointed to identify how soci-
etal trends are affecting our auction businesses. We know 
that there are things happening “out there” that affect us, 
such as the government, the economy and technology. 
How can we take what is happening and make sure it has a 
positive effect on us as small business owners?

As a Board member, we need to determine what things we 
need to provide the NAA Auctioneer to be successful in 
this business environment. As an EI Trustee, we need to 
determine what kind of education can help. These are hard 
questions for hard times, but I am confident we will de-
velop a plan that will produce favorable outcomes. These 
outcomes won’t happen overnight, but the NAA must 
address the challenges the Council has identified.

The Council on Future Practices will be delivering a 
Conference and Show program July 13 about its report, 

and we will continue to discuss this in future issues of 
Auctioneer. 

In addition to the Council’s education program, the EI 
Trustees have developed an education program this year 
that is outstanding, again focusing on making you suc-
cessful. You will find programs on data analytics, family 
businesses and much more.

Educational resources

In regards to how we find educational programs and 
speakers, I would like to share a quick story: NAA Chief 
Executive Officer Hannes Combest, CAE, and NAA Vice 
President Christie King, CAI, AARE, BAS, attended the 
Florida Auctioneers Association convention in October. 
During their stay, they were approached by a young wom-
an who had recently joined the NAA, Emily Dudley (of 
Dudley's Auction, Inverness, Fla.). Her parents have been 
in the business and have been members of the association 
for the past few years.

Emily is working toward her college degree, and she shared 
information about a professor she has in a course on Fam-
ily Business. After reviewing this professor’s credentials, the 
NAA’s Director of Education, Michael Avery, added him 
to the conference education program and is working with 
him, along with Emily, to make sure he understands the 
auction business. This shows how everyone has a piece of 
developing a successful conference program. Thank you, 
Emily!

We have a lot going on at the NAA, which may be why we 
have four candidates for Vice President and six candidates 
for two Board of Director vacancies. It’s a good feeling 
to know that not only are we focusing on continuing our 
family businesses, but we are also focusing on making sure 
that the NAA continues as well.

Hope to see you all in Orlando!

By B. Mark Rogers, 

CAI, AARE, NAA President

from the president 

The NAA is here to help Auctioneers 
change along with the industry
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SOLD IISOLD II®®

 The complete software 

 solution for 
 live auctions  

 and internet bidding.  

SOLD II® brings your internet 

bidding and live auction management 

together for a powerful integrated 

solution not found elsewhere.  Don't 

settle for less when you add internet 

bidding to your auctions.  

Experience the

SOLD IISOLD II® 

DIFFERENCE:
For over 25 years, SOLD II® has 

provided programs of substance that:

 Show your professionalism

 Save you time and money

 Improve your service to

   bidders & sellers

SOLD IISOLD II
®®

“Often copied, “Often copied, 

but never equaled.”but never equaled.”

http://www.SOLDII.com

800-487-6532

“You can’t 
be an Auc-
tioneer!”

Those were 
the first 
words out 
of Phyl-
lis’ mouth 
when I 
told her 

about my plans. This long-time 
family friend was horrified by the 
thought that I, a 16-year-old girl, 
would ever dream of pursuing the 
auction profession. If your experi-
ence has been anything like mine, 
you can probably remember simi-
lar discouraging experiences as 
you started in the industry. Let’s 
face it: the auction profession has 
its fair share of challenges, and 
getting started can certainly be 
difficult. I believe these difficul-
ties are further compounded for 
young Auctioneers, and that the 
encouragement of older, more 
experienced Auctioneers is the 
perfect antidote. 

It’s been the consistent encour-
agement of the auctioneering 
community that’s enabled me to 
be successful as a young Auction-
eer. Shortly after speaking with 
Phyllis, I ignored her advice and 
went off to auction school. Two 
days into the class, I was already 
feeling overwhelmed. “Phyllis 
was right,” I told my dad over the 
phone, “I really can’t become an 
Auctioneer.” Dad practiced some 
tough love and told me I had to 
stay, but it wasn’t long before my 
employer caught wind of it and 
gave me a call. “Now, Rachel,” he 
said, after asking how the week 

was going, “I’m sure you’re doing 
just fine. In fact, when you get 
back, I think I’ll set you up with 
a microphone and have you sell at 
our next auction.” What a confi-
dence booster! He was true to his 
word, too. At the next auction he 
put me behind the microphone 
and had me start selling. Without 
his practical encouragement, I’m 
not sure if I ever would have 
worked up the courage to sell at 
auction.

I’m not the only young Auction-
eer who owes my success to the 
encouragement of others, either. 
While speaking with other 2010 
International Junior Auctioneer 
Championship competitors, I’ve 
come to realize the key place the 
encouragement of more expe-
rienced Auctioneers has had in 
all of our careers. Through these 
conversations, I’ve uncovered 
key tips from experienced Auc-
tioneers as they seek to provide 
practical encouragement for their 
less-seasoned counterparts. 

In the next year, I plan to share 
in Auctioneer practical tips to 
encourage the next generation 
of Auctioneers. This is important 
because investing in the life of a 
young Auctioneer is investing in 
the future of the industry you’ve 
worked so hard to advance. We 
must be proactive in encouraging 
younger Auctioneers.

Gingell of She $old It!, Lapeer, 
Mich., is a National Auctioneers 
Association member. ☐

By Rachel Gingell

Young Auctioneers should 
seek the encouragement of   
experienced professionals



8 APRIL 2011 AUCTIONEER WWW.AUCTIONEERS.ORG

board member profile

Military background 
helps outgoing 
Board member think 
strategically
By J.J. De Simone
Special to Auctioneer

The decision to transition from pub-
lic service to the private sector was a 
relatively easy one for National Auc-
tioneers Association Board member 
Shawn Terrel, CAI, AARE.

“I wasn’t fully satisfied in what I was 
doing in law enforcement,” Terrel of 
Smithville, Mo., says. “One day, my 
former neighbor encouraged me to 
go to auction school in Missouri. He 
allowed me to work as a set-up person 
and ringman and eventually a bid 
caller.”  

In 1997, Terrel took his leap into the 
profession full time when Perry Wig-
gins Jr., CAI, AARE, of Enid, Okla., 
hired him to work for Wiggins Auc-
tioneers. Wiggins says Terrel’s positive 
demeanor was an advantage for him 
in his new profession.

“He was an outstanding employee,” 
Wiggins says. “He is a genuine person. 
I never saw him as an employee, but 
as a friend.”

National Auctioneers Association Board 

member Shawn Terrel, CAI, AARE, con-

ducts an auction for Ducks Unlimited, 

Memphis, Tenn. Photo courtesy Terrel

WWW.AUCTIONEERS.ORG



APRIL 2011 AUCTIONEER     9WWW.AUCTIONEERS.ORG

CALL THE AUTHORITIES!
For more than 4  years, Hudson and Marshall, Inc.

has been America’s Auction Authority.

national auctioneers.qxd  1/17/2006  4:30 PM  Page 1

board member profile board member profile

Terrel’s yearly training with the U.S. 
military each July didn’t allow him to 
attend annual Conference and Show 
events from the NAA; however, he 
kept up with the training and educa-
tion provided to him when Wiggins 
returned from the show each year. 
After retiring from the Army National 
Guard, Terrel says he immediately 
became more active in the NAA, real-
izing its important benefits.

“The NAA is the only organization 
and portal of its kind that offers 
education, training and networking 
to Auctioneers at the national level,” 
Terrel says. “I still live by the rule that 
we all have a responsibility to belong 
to our state and national Auctioneer 
associations if we are going to operate 
a business in this industry.”

United Country

In 2006, Terrel moved to Kansas 
City, Mo., after accepting a position 
as Vice President for United Country 

Auction Services. His position re-
quires him to deliver strategic auction 
training, education, technology and 
marketing to more than 4,000 Auc-
tioneers and real estate professionals 
across the U.S., Costa Rica, Panama 
and Mexico. 

United Country Auction Services 
President Mike Jones, CAI, GPPA, 
says Terrel’s work ethic is second to 
none.

“He came from an exceptional back-
ground, and he’s always looking for 
innovations,” Jones says. “Because of 
his previous military background, he’s 
very effective at teaching people. His 
training experience and attention to 
detail has paid dividends in his auc-
tion career.”

Board of Directors

Terrel says that in 2009, he saw 
the auction profession growing 
toward uncharted waters. With the 

knowledge afforded to him by his 
background and his comfort with his 
professional situation, Terrel was mo-
tivated to run for the Board that July.

“There’s a lot of history and heritage in 
the NAA, which is what I love most 
about this industry and our associa-
tion,” Terrel says. 

“What I bring to the Board is the abil-
ity to step back and make strategic 
decisions that may not be the answer 
we would have chosen historically, 
but more importantly, need to be 
done today.”

Terrel’s ability to step back and look 
at the bigger picture has proven to be 
a benefit for NAA members, Jones 
says.

“Sometimes, he might ruffle some 
feathers,” Jones says. “He’s not on 
the Board just for the title. He works 
hard to make sure the NAA members 
are always represented.” ☐
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By Bryan Scribner
editor

emand and prices are strong at livestock 
auctions as another good year could be 
in store for exports, say National  
Auctioneers Association members.
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In fact, commodities such as cattle, 
pork, soybeans, corn and cotton all 
have performed well in about the 
past six months, says Doak Lambert 
of Lambert Auction Co., Coppell, 
Texas. Lower supplies have increased 
demand.

The cattle industry has experienced a 
gradual decline in herd numbers for 
three to four years, says Lambert, who 
sells mostly breeding cattle.

“We’re at the lowest cow herd numbers 
since the late 1950s,” he says. “And 
our population has grown, so, obvi-
ously there are more people wanting 
to consume the product.”

In early March 2010, auctions for 
breeding cattle brought $3,000 to 
$3,500, Lambert says, and at about 
the same time this year, those auc-
tions were in the high $3,000s to low 
$4,000s.

Business is good

Lambert says he has a positive 
outlook for 2011. The business is 
good for Auctioneers who work on 
commission.

“On the commercial side of things, 
2010 was the best export year we’ve 
ever seen for beef,” he says. “We 
finally exported more than we 
imported. I don’t know if that trend 
will continue in 2011, but that has a 
huge impact, as well, on demand.”

Lane Varner of Varner Livestock, 
Delta, Colo., works as an Auctioneer 
for his father’s livestock business. He 
says his family’s sales yard is seeing 
strong demand for horses, cattle, pigs 
and sheep.

“This is about the best that the live-
stock market has been in a long, long 
time,” he says. “Even if you look at 
sheep and goats right now, they’re at 
an all-time high.

“There are so few of them and the 
demand’s so high for them that it’s 
out of control — people are willing to 
pay that much to get them.”

Cautious optimism

Even if a single cow at his auction 
doesn’t bring the highest price pos-
sible, he says sellers are still happy 
because market prices are strong. 
Varner has an optimistic outlook for 
2011, though he says there’s reason 
for some caution.

“Last year I should’ve been buying 
cows and saving them up and selling 
them now,” he says. “The market’s 
always a tough thing to predict. My 
feeling is it can’t stay this high for 
very long.

“As long as it’s good, there are a lot 

of people out there, especially 
farmers and ranchers, that could re-
ally use the money right now.”

Like Lambert, Varner says many 
ranchers in his area are selling or even 
downsizing to take advantage of the 
strong prices. Farmers and ranch-
ers are retiring or passing away, and 
younger generations are not filling 
those roles.

Varner, 22, owns 50 head of cattle, 
which he says can get expensive, espe-
cially for those who wish to enter the 
livestock business. He says even the 

continued ▶

livestock
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loss of smaller producers can hurt 
the auction industry.

“If you don’t have the place to do 
it (feedlot) and the facilities, it’s 
hard to own cattle,” he says. “You 
lose four or five guys in one year, 
and before you know it you’re out 
1,000 head in that county.”

Barriers to entry

Lambert says his average customer 
is in his mid- to late 60s, and 
farming and ranching jobs are be-
coming less attractive to younger 
generations. Like Varner, he says 
it’s difficult for newcomers to put 
the capital together for equipment 
and land, and therefore corporate 
farming continues to increase.

Kyle Shobe of United Country — 
Shobe Auction & Realty, Lewis-
town, Mont., agrees that one of the 
livestock industry’s most pressing 
challenges now is a lack of interest 
from younger generations. He says; 
however, that a lot of family-based 
operations in Montana are suc-
cessful.

Land is expensive, and that’s one 
of the big reasons young people 
are having a tough time getting 
into the business. The silver lining, 
though, is that larger, corporate 
farms can provide a start for aspir-
ing ranchers, Shobe says.

“That provides an opportunity for 
younger people to get into the busi-
ness and work,” says Shobe, 2010 
winner of the Livestock Market-
ing Association’s World Livestock 
Auctioneer Championship.

“Undoubtedly, the recreational 
(land) buyer has evaporated. That 
has brought the levels down to 
a level where at least somebody 
in production could think about 
buying. Still, nobody’s getting any 
bargains.”

For the Auctioneer, though, it’s a 
great time to be in the livestock 
industry, Shobe says. The high prices 
resulting from strong demand have 

“That provides an opportunity for 

“Undoubtedly, the recreational 

LocaL auction Markets  
Still The Most Secure Way  
to Sell Livestock

About the Livestock Marketing Association 
LMa is north america’s largest membership organization dedicated to supporting, representing and communicating 
with and for the entire livestock marketing sector.  For more information about the Livestock Marketing association  
or to locate your local livestock auction market, please visit www.lmaweb.com.  
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time tested and true, local auction markets are still the  
most reliable, secure way for you to sell livestock.   
 
Here’s why:  
c Livestock auction markets protect you by acting as the agent to 
    transfer ownership from the seller to the buyer.  they assume
    the risk of non-payment for a small cost…commission.

c You receive immediate payment backed by a bonded and regulated 
    account. 

c there were 731 unfortunate livestock producers and several auction 
    markets left unpaid for livestock following the default and bankruptcy  
    of livestock broker eastern Livestock company.  at those markets that  
    were left holding bad checks – 100% of livestock producers were
    paid in full.

c Your best interests will be met when your cattle are represented by the 
    marketing professionals at your local livestock auction market.   

PAid in fuLL.  PAid on TiMe.  fAir, coMPeTiTive Price. 
commission looks pretty cheap when you can trust that you’ll be  
paid in full, paid on time and receive a fair, competitive price.  that’s  
the benefit of marketing your cattle through your local LMa Member  
livestock auction market. 

To find out more about how to market your livestock in the industry’s most
proven, secure and reliable way, contact your local livestock auction market.

The Livestock Marketing Association, Kansas City, Mo., launched its "Local Auction Markets" adver-

tisement in early 2011, says Mark Mackey, chief executive officer for the association. “People complain 

about commission, but in the big scheme of things, commission is just a small investment," he says. 

Courtesy Livestock Marketing Association
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reduced some of the pressures associated with auctioneering.

Also with cautious optimism, Shobe says he looks forward to what 2011 might 
bring.

“As long as there’s the demand to support it, and as long as each sector of the 
industry continues to be able to make money, then it will continue to be sus-
tained,” he says. “I think 2011 will be an exciting year.”

Marketing

Livestock Auctioneers report they’re finding increased success through elec-
tronic media.

Lambert says the Internet has boosted sales for his business, as it gets a lot more 
advertising in front of people at lower costs than traditional promotions. E-
mail blasts are proving effective, as well.

One drawback, though, is livestock auctions are often in rural areas 
with poor or nonexistent Internet connections. Sometimes the only 
options for Internet sales are expensive satellites, and Lambert says 
auction owners don’t want to endure those costs.

Also, he says it’s difficult to find people with skills in the new-
est technologies who also have a good grasp of the cattle auction 
industry.

A recent graduate of auction school, Varner says he changed the 
speaker system in his family’s livestock arena to make its auctions 
more professional. The company also has introduced Internet auc-
tions.

To watch Doak Lambert in 
action, scan this QR code:

or visit 
doaklambert.wordpress.com.

continued ▶

Livestock prices           Price March 21 Change from 2010

Hogs and Pork
Nat’l Purchased Wtd Avg Price - Barrows & Gilts ($/cwt)   79.98   16.5%

Cattle and Beef
Live Wtd Avg Steer Price, 5 Area FOB ($/cwt)    114.24   18.6%

Lamb and Veal
Slaughter Lamb, Choice & Prime, Wtd Avg Price ($/cwt)   180.94   54.1%

Grain
Central Illinois Avg Corn Price ($/bu)     6.545   89.2%
Central Illinois Avg Soybean Price ($/bu)     13.295   42.2%
Central Illinois 48% Soybean Meal, Rail ($/ton)    356.4   27.9%
Hard Red Winter Wheat Truck to Kansas City ($/bu)    7.655   80.3%
Dark Northern Spring Wheat, 14%, MN, Rail ($/bu)    11.525   58%
Soft White Wheat Portland ($/bu)     7.18   52.8%
Sorghum, Kansas City, Truck ($/cwt)     10.46   84.8%

Source: USDA Livestock & Grain Market News
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Editor's note: This column first ap-
peared in the March 2011 issue of Gulf 
Coast Cattleman

Like most people involved in selling 
livestock, I believe that the faster you 
sell them the better it is.

When it comes to auctions, the 
speechifying should be kept to a bare 
minimum. For one thing, there’s usu-

ally nothing anyone can say that the ranchers on the seats 
don’t already know. Cattlemen these days are very astute, 
they’ve had to be to have survived this long, and they’ve 
studied all the numbers, EPD’s and statistics to know 
which stock they want and how bad they want them. The 
only question is the price. The buyers have also studied the 
animals for hours, so what is an Auctioneer or ring crew, 
who may have showed up at the sale site an hour ahead of 
time thanks to United or American Airlines, going to tell 
them? 

When it comes to auctions, you should never give anyone 
the chance to say anything stupid. I especially believe that 
consignors should be like kids: seen but not heard. At a 
horse sale one time, the Auctioneer and the owner were 
on the block together (never a good idea). The owner kept 
interrupting to say things like, “If you’re worried about 
that little knot on his leg don’t be. We’ve had the vet look 
at it, and we guarantee the horse for 60 days.” That little 
speech stopped the bidding cold. The sale pavilion went 
from sounding like a hog with his snout caught under a 
gate to being as silent as a church on a Monday. 

And it was totally unnecessary because no one had seen 
the “tiny knot” before the owner mentioned it. For reasons 
I don’t understand, horses are sold very slowly in compari-

son to cattle. But when you sell livestock slowly it gives 
anyone the opportunity to make a speech. We were selling 
horses in Utah one time, and the Auctioneer was slower 
than a turtle with bad knees when a local yokel stood up 
in the crowd and said, “You’re just penalizing this horse 
because of the way he acted in the preview. He’s not that 
way normally.”

Even though the speech maker was a friend of the consign-
or, I doubt if they were still friends after the sale because 
the Auctioneer was unable to get another bid because 
everyone was wondering what the horse had done in the 
preview that none of them saw.

Jerry McAdams, who publishes a great newspaper in Hico, 
Texas, and is also a fantastic artist, recently told me about 
one of the last times he worked ring at a sale. As publisher 
of Track Magazine, he showed up to work a Paint horse 
sale at the Fort Worth Stock Show. When a class-winning 
Paint filly was being sold, one ringman told another ring-
man who liked to hear himself talk, “Jimmy, tell them 
they’re penalizing this horse because of his head.” 

Of course, there was nothing wrong with the award-win-
ning colt’s head.

Jimmy, who didn’t have the brains of a dead sheep, inter-
rupted the Auctioneer, got up on the ropes and yelled, 

“Colonel, they’re just penalizing this horse because of his 
head.” The disbelieving Auctioneer replied, “What?” And 
Jimmy repeated it. The owner leading the horse, and every-
one in the stands, were so busy studying the horse’s head 
they forgot to bid.

Having said all that, some rare speeches can be good if 
made by the right person. I used to work with a really 
good ringman who was a “fully-functional drunk.” Al-

Better left unsaid

By Lee Pitts

“You may not get too many bidders on there … but once 
in awhile, you’ll get a guy that calls up, and he can’t make 
it. He needs more cows in the feedlot, or he needs more 
calves, and he can’t get there,” Varner says. “It’s a real effec-
tive tool for some people.”

Another marketing advantage Varner says his company 
takes pride in is its sorting technique, something he says 

has contributed to successful auctions. He says the com-
pany spends extra time making cattle look as uniform as 
possible, whether it be by color or weight.

“To me, in the livestock industry, marketing through an 
auction is always the best thing to do,” he says. “If you can 
have competitive bidders there from sale to sale, you’re 
going to have a great auction all the time.” ☐
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972-387-4200 

www.TexasAuctionAcademy.com

from America’s Top Industry Leaders 
& Champion Auctioneers

Texas Workforce Commission Approved ● Strategic Partner with United Country®

America’s Auction Academy!

Learn 
auctioneering

& Champion Auctioneers

2011 
Course Dates:
March 12-20

June 4-12
September 10-18November 12-20

Course Dates:
March 12-20

September 10-18September 10-18November 12-20

Devoted husband and father
NAA Board of Directors (2008-2011)

Chairman of NAA HR & Technology Committees
Past Co-Chairman of NAA Membership Committee

Past President of
 Oklahoma State Auctioneers Association

Active Member of NAA, NAF, NAA Auxiliary 
Active Member of OK, KS, MO & TX 

Auctioneer Associations
2007 Oklahoma State Auctioneer Champion 

Texas Auction Academy Instructor - Dallas, TX
More than twenty years of military service (retired)

TERREL
SHAWN

CAI, AARE

A Proven Leader at a Critical Time

Vote TERREL
SHAWN

NAA Vice President

Candidate for NAA
Vice President 2011

VoteTerrel.com

There is NO BETTER TIME to be in the professional auction 
business than today. America is witnessing the greatest 
amount of auction exposure we have ever experienced. In 
1949, the National Auctioneers Association was founded 
by professional auctioneers with the intent to collectively 
educate and promote the auction method of marketing to 
consumers. Our Founding Fathers purposely built the NAA  
to empower auctioneers with the tools, training and internal 
social network needed to excel in this great profession. 
Over the years the NAA has met these goals, providing a 
valuable service to auctioneers, however; the industry is 
evolving and we must continue to change with it. It is my 
goal to leverage my business experience, passion 
for the auction industry, belief in fiscal responsibility 
and personal accountability to lead the NAA through 
these changing times.

though he liked to hit the sauce 
he could always be counted on 
to make a short, pertinent com-
ment to help sell the stock. His 
word was respected at ringside 
because everyone knew he was a 
stockman.

We were selling purebred cattle 
in Oregon this day and the 
wreck was on. The owner had to 
blame someone, other than him-
self, so he called the publisher of 
the magazine the drunk repre-
sented and said this: 

“The ringman you sent to my 
sale showed up sober, but by the 
time my sale was over, he was 
falling down drunk. His com-
ments at ringside ruined my sale.”

To which the publisher replied: 
“I can say with 100 percent con-
fidence that did not happen.”

“How can you be so sure, you 
weren’t at my sale,” screamed 
the purebred breeder.

“Because you said he showed up 
at your sale sober. My dear man, 
I can guarantee that as long as 
he has been employed by me he 
never showed up sober any-
where, anytime.”

Reprinted with permission. Learn 
more about Lee Pitts at www.
LeePittsbooks.com. ☐



conference and show

By Nancy Foster
Special to Auctioneer

It’s a philosophy that might not only 
apply in love, but also in networking.

“You have to kiss a lot of frogs to find 
a prince,” says Gayle Hallgren-Rezac, 
co-author of “Work the Pond!,” a 
book that discusses the power of posi-
tive networking. 

Hallgren-Rezac says that simply 
means you have to meet a lot of 
people in order to generate business 
contacts. Networking is a must, she 
says, and you must motivate yourself 
to do it.

But it’s an art.

“People may say, ‘What can that per-
son do for me?,’ and that’s really the 
wrong attitude,” she says.

Networking is about discovering 
what you can do for somebody else, 
Hallgren-Rezac says, a mindset you 
should adopt upon entering a room. 

“It totally changes the way you think 
about networking,” she says. “And 
does it work? It absolutely does.”

She recommends attending at least 
one event per week where you can 
meet seven new people. By connect-

ing with those in your community, 
you build your reputation and brand, 
she says.

“Yes, it’s important to look for strategic 
contacts,” Hallgren-Rezac says. “But 
really, the idea is to build your brand 
in the community, so when people 
think of Auctioneers, they think of 
you.”

Overcoming nerves

Anxiety about networking is normal, 
she says. About 80 percent of people 
experience nervousness — something 
to which National Auctioneers As-
sociation member Eric Vaughn, CAI, 
of Mcdonough, Ga., can relate.

Vaughn, a licensed Auctioneer for 
nearly 45 years, still gets nervous 
when contacting someone for the first 
time. 

“That nervousness never goes away,” 
Vaughn says.

Finding common ground helps, he 
says. And, like Hallgren-Rezac recom-
mends, the most important thing is to 
just get out there.

“The main thing is just doing it,” 
Vaughn says. “The more you do it, 
and the more you get involved with it, 
the easier it is.” ☐

One event per week could go a long way toward 
building a good business reputation

How to get the 
most from 
networking at 
Conference and 
Show

•	 Attend breakfasts and eat a good 
meal, as conferences are one of 
the best opportunities to network, 
and you’ll need your energy

•	 Be a participant — not just a seat 
warmer

•	 Speak up and engage others

•	 Attend all social events

•	 Avoid sitting and mixing only with 
people you know

•	 Seize the moment because you 
could meet one of your most 
important business contacts at 
Conference and Show

Source: Shepla Learning Co.

Connect with your community
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conference and show

Networking tips for the Auctioneer
•	 Get business cards, and give them out

•	 Make others feel comfortable

•	 Talk to the wallflowers, and include everyone in 
the conversation

•	 When you receive an invitation to attend some-
thing, go

•	 As you walk up to someone, decide you are going 
to like that person — it’s a self-fulfilling prophecy

•	 If you fear going alone to events, take someone 
with you

•	 Start conversations

•	 Read the newspaper, and find three interesting 
articles to bring up when conversations die

•	 Ask simple questions, such as, “What brought you 
to this event?”

•	 Treat all your contacts like gold

•	 Keep track of things you promised and informa-
tion about people you’ve met, such as spouses' 
names

•	 The best networkers send handwritten notes

•	 Face to face is the real currency, so get out once a 
week and build your network

•	 Join social networking websites

Source: Shepla Learning Co.

Don’t miss deadlines for Conference and Show 2011
April 27
National Auctioneers Association and USA 
Today Marketing Competition
All entries must be submitted by mail, and the NAA must 
receive them by 4 p.m. April 27. Late entries are disqualified.

May 25
Conference registration
Rates increase May 26

Preconference education registration
Rates increase May 26

Hotel cutoff
To secure the NAA discounted rate, you must make your reser-
vation by the deadline. After the deadline, reservations will be 
accepted on a space-and-rate-available basis only.

International Auctioneer Championship (IAC)
Late entries are not allowed. Go to www.conferenceandshow.
com for more information.

June 1
Mail-in ballots
Active and retired members shall be entitled to vote in person 

in all meetings of members. Associate, affiliate and National 
Auctioneers Association Auxiliary members shall not be 
entitled to vote. Active and retired members may request 
a mail-in ballot in writing by June 1 or the closest business 
day before June 1. Ballots will be mailed out by June 1 or the 
closest business day after June 1. Ballots must be returned, 
postmarked by July 1; envelopes must contain an individual's 
name and member number in order to be valid. Members who 
return a ballot by July 1 cannot vote at the annual meeting. 
Sealed ballots will be turned in to the Election Committee.

June 21
Fun Auction donations
Donation forms received by the deadline will be promoted on 
the NAA website and included in the Fun Auction catalogue.

July 12 
International Junior Auctioneer Championship 
(IJAC)
Advance entries must be received by July 1 at the NAA head-
quarters office. On-site entries must be received by 5 p.m. EST 
at the NAA Registration Desk located in the Caribe Royale 
Convention Center.

The NAA thanks its 2011 Conference and Show sponsors:
Hudson & Marshall
Popcorn on the trade show floor
www.hudsonandmarshall.com

Auction Flex
Clerking software for the Fun Auction
www.auctionflex.com

For additional Conference and Show information, go to www.conferenceandshow.com.



18 APRIL 2011 AUCTIONEER WWW.AUCTIONEERS.ORG

Sometimes a small event triggers a 
big change. Like the time back in the 
1940s when a salesman traveled from 
Missouri to the State of Washington 
to take an order for shoes. That inci-
dental transaction triggered a dispute 
between the state and the shoe 
company. The result was a landmark 
decision by the U.S. Supreme Court 
that led to the establishment of new 
law in every state which applies to 

each of us today, including Auctioneers. All of this hap-
pened as a result of the Court’s 1945 ruling in the case of 
International Shoe Co. v. Washington.  

International Shoe Co. was incorporated in Delaware and 
headquartered in St. Louis. The company had several sales 
agents who worked in Washington. These sales agents trav-
eled around the state and showed the company’s products 
at various locations. The firm had no established location 
for doing business in Washington and its sales agents 
merely accepted orders and sent them back to St. Louis for 
processing. Washington assessed a tax against the company 
for contribution to the state’s unemployment compensa-
tion fund. The company challenged the tax in Washington 
state court arguing that the state had no personal jurisdic-
tion over it to assess or enforce the tax. This challenge was 
unsuccessful. 

The company appealed the adverse ruling to the U.S. 
Supreme Court. In an opinion delivered by Chief Jus-
tice Harlan Fiske Stone, the high court held that the 
due process clause of the 14th Amendment to the U.S. 
Constitution requires that a person or entity have “certain 
minimum contacts (with the subject state) … such that 
the maintenance of the suit does not offend ‘traditional 
notions of fair play and substantial justice.’” The ruling 
further held that International Shoe Co. was subject to 
Washington’s jurisdiction because it engaged in substan-
tial business there, enjoyed the benefits and protections 
provided by the state to those within its borders and had 
access to the state’s courts to resolve disputes.

“Long-arm statutes”

The ruling in International Shoe was an invitation for all 
states to enact legislation that became known as “long-
arm statutes.” These acts defined the types of contacts that 
would satisfy the “minimum contacts” test and allow a 

state to exercise jurisdiction over nonresident persons and 
entities. Long-arm statutes commonly stated “a laundry 
list” of defined points that would represent “minimum 
contacts” and trigger personal jurisdiction over a defen-
dant. Included were such items as transacting business in 
the state, contracting to supply goods or services there, 
causing damage or injury in the state through various acts, 
omissions, or breaches of warranty, having an interest in 
real estate located in the state, and contracting to provide 
insurance to the state’s residents. 

Over time, these legislative laundry lists have given way to 
a broader, umbrella approach. Consider Alabama’s present 
rule, which states in pertinent part: “An appropriate basis 
exists for service of process outside of this state upon a 
person or entity in any action in this state when the person 
or entity has such contacts with this state that the prosecu-
tion of the action against the person or entity in this state 
is not inconsistent with the constitution of this state or the 
Constitution of the United States …” The tail of this rule 
is what is called a “catchall” phrase in drafting, and it has 
the effect of stretching the law to the furthest extent that 
the courts will allow. This defines the reach of long-arm 
statutes today.

Crossing state lines

These statutes are applicable to many situations, both busi-
ness and non-business. The law increasingly has meaning 
for Auctioneers as they cross state lines in search of new 
business, accept consignments from residents of other 
states to sell, and sometimes physically work in these 
foreign jurisdictions. 

Each of these activities is a potential trigger for personal 
jurisdiction under the other state’s long-arm statute. In the 
event a dispute should arise between an Auctioneer and a 
resident of the other state, or the state itself, such activities 
could lead to an “invitation” for the Auctioneer to come 
into that state to defend a lawsuit in its courts and under 
its law. This is an extremely important point for Auction-
eers to know and remain mindful of in all that they do.

So exactly what can an Auctioneer do before the “long arm” 
of another state’s law might rope her into litigation in that 
state? The answer will depend upon whether such conduct 
would satisfy the “minimum contacts” test of International 
Shoe. That determination would be made in the court in 
which a lawsuit was filed. 

legal

By Steve Proffitt

Consider long-arm jurisdiction 
when doing business out of state

“The Shoe” and you
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One evolving area is of particular 
concern for Auctioneers who might 
not imagine that they could be sued 
in another state. Some Internet sellers 
have been subjected to the jurisdic-
tion of the state courts where their 
buyers reside. This could mean that 
an Auctioneer who sells over the 
Internet in a Western state might be 
held to account for that sale in an 
Eastern state — or one who sells in a 
Northern state might be hailed into a 
Southern state’s courts. 

Contract it away

Auctioneers can often minimize the 
threat of long-arm jurisdiction being 
exercised over them by having an op-
posite party contract it away. 

An Auctioneer might accomplish this 
with a seller by including an appropri-
ate term in the auction contract. Here 
is an example:

The parties agree that any action, 
arbitration, award, claim, complaint, 
cost, damage, deficiency, demand, 
expense, indemnity, injury, judgment, 
liability, loss, obligation, penalty, and 
suit of every kind will be exclusively 
construed and governed in accor-
dance with the laws of the State of 
(Auctioneer’s home state), without 
regard to its conflict of laws principles. 
The exclusive jurisdiction and venue 
for any claim or controversy between 
the parties is (Auctioneer’s home city 
or county and state).

The same protection might be 
achieved with bidders and buyers by 
including a like provision in the terms 
of auction. 

Life is full of surprises. Do not let 
the law spawned by International 
Show surprise you. Before doing 
business with anyone outside of your 
home state, you should consult your 

attorney to learn your potential legal 
exposure and how you can try to 
keep any subsequent dispute in your 

“backyard.”

Steve Proffitt is general counsel of J. P. 
King Auction Company, Inc. (www.
jpking.com). He is also an Auctioneer 
and instructor at Mendenhall School 
of Auctioneering in High Point, N.C., 
and Reppert School of Auctioneering 
in Auburn, Ind. He welcomes questions 
from readers about auctions and 
auctioneering. Readers’ communications 
may be edited and revised. Proffitt 
will answer selected questions, but he 
cannot provide personal answers. His 
answers do not represent legal advice 
or the formation of an attorney-client 
relationship and readers should seek 
advice from their own attorneys on 
all matters. Please submit questions to 
sproffitt@jpking.com or c/o J. P. King 
Auction Company, Inc., 108 Fountain 
Avenue, Gadsden, AL 35901. ☐
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Kurt R. 
Bachman 
and Beers 
Mallers 
Backs & 
Salin LLP 
appreciate 
the op-
portunity 
to review 
and answer 
legal ques-
tions 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 infor-
mation, 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 atten-
tion. Kurt R. Bachman and Beers 
Mallers Backs & Salin LLP also 
advise that any information you 
send to an Auctioneer shall not 
be deemed secure or confidential. 
Please visit one of our offices to 
ensure complete confidentiality.

Bachman is an

attorney and licensed

Auctioneer from

LaGrange, Ind.

He can be reached at

(260) 463-4949 or

krbachman@

beersmallers.com. To determine whether an 
individual is an employee 
or independent contrac-
tor, the IRS examines 

three broad categories: (1) behavioral 
control, (2) financial control and 
(3) the relationship of the parties. 
First, under the behavioral control 
category, the IRS looks at issues 
such as the type of instruction given 
by the company to an individual, 
whether he or she uses his/her own 
tools and materials and whether the 
individual is supervised closely by 
the Auctioneer. Second, with respect 
to financial control, the IRS inquires 
about whether the individual was 
reimbursed for business expenses 
and the extent of the individual's 
investment. In addition, the IRS 
examines the extent an individual’s 
services are available in the market-
place and the type of payment, such 
as an hourly wage or payment per 
job. Third, the IRS will evaluate 
the type of relationship between the 
business and an individual. At this 
point in the analysis, the IRS will 
consider written contracts describing 
the type of relationship the parties 
intended to enter, as well as the ben-
efits (insurance, vacation pay, pen-
sion plan, etc.) provided, if any, to 

the individual and the permanency 
of the work. 

Security guard

The factors mentioned above are 
evaluated on a spectrum. At one end 
of the spectrum is an employee and 
on the other end of the spectrum 
is an independent contractor. Of 
course, there are some individuals 
who fall in the middle of the spec-
trum and raise questions over their 
correct classification. For example, 
Auctioneers may hire a security 
guard to patrol the auction site and 
to protect the property from theft or 
damage. The Auctioneer will prob-
ably provide minimal instructions 
to the security guard and the guard 
will operate without a great deal of 
supervision. From a behavioral point 
of view, the guard would be closer 
to the independent contractor end 
of the spectrum. From a financial 
control standpoint, the security firm 
will likely charge a flat rate for the 
guard's services. Also, the method 
of payment will likely be contained 
in a written contract between the 
Auctioneer and the security firm. 
Under the financial control analysis, 
the security guard is closer to the in-

There are several factors the IRS takes into account
Consider control when classifying workers

Is my weekend help considered contract labor?

Q: I often hire friends and temporary workers to help prepare for and 
conduct weekend auctions. At what point do these workers (contractors) 
become employees? What kind of paperwork must I have on file for these 
people, and what are my legal obligations?

A: Many Auctioneers have auctions in which they hire individuals to work 
as Auctioneers, ringmen, clerks or cashiers. The Internal Revenue Service 
evaluates multiple factors in order to determine whether an individual is an 
employee or an independent contractor. The primary factor under the IRS 
analysis is the amount of control the business exerts over the individual. But, 
several factors are considered with respect to how a worker is classified.
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Jay D. Nitz, CAI
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•	Life Member of NAA
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•	Served on Nebraska  
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•	Endorsed by the Nebraska 
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I would be Honored to Serve You with your Vote of 
Confidence in Orlando – 2011! 

dependent contractor end of the spec-
trum. If there is a written contract, 
then it should describe the duties of 
the security firm’s guards and the time 
period for the security firm’s services. 
The relationship between the Auc-
tioneer and the security guard can be 
determined by reviewing the contract. 
The contract probably even states that 
the security guard is an independent 
contractor. Again, these factors would 
indicate that the guard is more likely 
to be classified as an independent 
contractor than an employee.   

Auction clerk

In contrast, a person employed to 
clerk an auction sale may be classi-
fied as an employee by the IRS. For 
instance, the clerk will be working at 
the direct instruction of the Auction-
eer, will be using the Auctioneer’s 
tools, possibly wearing a shirt with 
the Auctioneer’s logo and will likely 
be paid by the hour. The clerk would 
be under the Auctioneer's supervi-
sion and control. The clerk would 
be closer to the employee end of the 
spectrum on the three factors. If the 
same person worked as the clerk at 
every Saturday auction sale conducted 
by the Auctioneer, does this make 
him or her an employee? What if 
the same person clerks only at one 
auction sale per month? The perma-
nency, frequency and regularity of the 
relationship would be considered. If 
an Auctioneer engages someone with 
the expectation that the relationship 
will continue indefinitely, rather than 
for a specific project or period, it is 
generally considered evidence of the 
intent to create an employer-employ-
ee relationship. The specific facts in 
each case will determine whether an 

individual is an 
employee or an 
independent 
contractor.

Forms

Auctioneers who employ tempo-
rary workers may elect to complete 
IRS Form SS-8, Determination of 
Worker Status for Purposes of Federal 
Employment Taxes and Income Tax 
Withholding, and submit it to the 
IRS. The IRS will review the informa-
tion provided and give a decision on 
whether it considers an in-
dividual to be an employee 
or independent contractor. 
An individual can also file 
Form SS-8 with the IRS to 
have his or her status evalu-
ated. If an Auctioneer classi-
fied a worker as an indepen-
dent contractor and the IRS 
determines the worker is an 
employee, the Auctioneer 
could be responsible for 
unpaid employment taxes. 
If an Auctioneer classifies an 
employee as an independent 
contractor without a reason-
able basis for doing so, the 
Auctioneer will be liable for 
employment taxes for the 
individual. If there is a rea-
sonable basis, the Auction-
eer may be relieved from 
having to pay employment 
taxes for that individual.

Auctioneers should also be 
aware that the IRS is taking 
a closer look at how workers 
are classified. Consequently, 
Auctioneers should evaluate 
their worker's classifica-

tion to reduce the likelihood of a 
misclassification. IRS Publication 
15-A has additional information 
that may help Auctioneers make the 
proper classification. The primary 
factor is control. The more control an 
Auctioneer exerts over an individual 
while performing services at an auc-
tion, the more likely he or she should 
be classified as an employee. ☐

legal
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CELEBRATING

Sara Rose of Rose Auction Group LLC, Fort Myers Beach, Fla., presents the Rose 

Award to Jodi Reynolds of Aumann Auctions Inc., MarkNet Alliance Member, No-

komis, Ill. The award is for best auction summary among CAI III students, who are 

required to complete the summary in order to earn their CAI designations. Joining 

Rose in the presentation at CAI 2011 on March 20 is Jimmie D. Coffey, CAI, AARE, 

BAS, CES, GPPA, of United Country — Coffey Realty & Auction, Bloomington, Ind. 

Rose is the granddaughter of David Rose, for whom the award is named.

Jimmie D. Coffey, CAI, AARE, BAS, CES, GPPA, presents Mari-

etjie Maria Keet, AARE, CES, BAS, of Marietjie Keet Auction-

eers, Pretoria, South Africa, with the Pat Massart Award during 

the opening brunch of CAI 2011 on March 20. The award is for 

best auction proposal among CAI II students. Photos by 

Ric Cradick
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CAI I student Trisha King of Top Dollar Benefit Auctions, Roeland 

Park, Kan., participates in the Casino Night networking event 

March 20 during CAI 2011. NAA Auctioneers celebrated 35 years 

of the Certified Auctioneers Institute in late March.

David Hart, CAI, AARE, of Rowell Auctions Inc., Moultrie, Ga., teaches CAI I stu-

dents in his "Ethics" presentation March 21. Photos by Bryan Scribner

Peter Gehres, CAI, CES, of United Country — Gryphon Realty & Auction 

Group, Hilliard, Ohio, discusses with CAI students real-world situations 

applicable to the auction industry in the "Case Studies" presentation during 

CAI 2011 on March 22.
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Photos by Ric Cradick

CAI I
Russell Abbott
Seth Stephen Andrews
Chantel Booker
Mark Zachary Bruns
Jack L. Christy, Jr., ATS, 
BAS
Lloyd D. Cooper
Daniel J. Culps
Dan Duke
Zachary Franks
Anne Grindstaff, CES
Jerry T. Hall
Staci J. Hernandez
Samantha Saturley Kelley
Trisha Ann King
Christopher Lemoine
Jacquelyn Lemons-Shil-
lingburg
Thomas Dale Livingston
Terry J. Mangum
Homer L. Nicholson, AARE, 
CES
Justin Travis Ochs
Brad Pace
Thomas Lee Patterson
Phillip L. Pierceall
Sidney M. Smyth
Larry D. Suckla
T. Kyle Swicegood
David Wayne Taylor
Robert P. Valente
Michael E. Walker
James Wesley Watts
C. Brent Wellings
Andrew R. White
Jason Yoder
CAI II
Joseph A. Abal, Ph.D., 
MPPA
Roland Richard Bauer, 
AARE, CES
Albert A. Brown, CES
James W. Comly
Maverick Commins
Daniel De Villiers Crous
Robert Dann
Neil G Enslow, AARE
Russell Allen Farrin
Corey D. Fraise
Richard A. Freije
Sandra Flippin Giroux, 
ATS, CES, GPPA
Theresa Collette Giroux, 
AARE, ATS, BAS, CES, 
GPPA
Joseph F. Gordon
Susanna Elizabeth 
Grobler
Janine Huisman, GPPA
Joseph Earl Joyner
Marietjie Maria Keet
Kurt Kiefer
Brendan M. Lillis, ATS, 
BAS
Chris Logan, CES
James E. Logan, CES, 
GPPA

John Malone
Stephen C. Mayers
Mark D. Moore
Courtney A. Nitz-Mensik
Richard Todd Parks
Dustin B. Rogers
Sara Michelle Rose
Samantha Elaine Rowell
David Runte, GPPA
Gayle M. Stallings, BAS
Jodi Lynn Sweeney, BAS
Brad W. Wooley
CAI III
Bruce Wayne Allison
Ross Bandy
Mark Beacom
Larry W. Benton, Jr., AARE, 
CES
Richard G. Branch
Harry N. Burgess, GPPA
Julie Carter
Chris Colson
Luther D. Davis, BAS
Rafe Dixon, AARE, CES
Bill B. Eberhardt, AARE, 
CES
Scott A. Edberg, ATS, CES
Thomas Raymond Giroux, 
AARE, ATS, BAS, CES, 
MPPA
Jeremy Wesley Gregg
Sheila Gregg Waggy
Troy L. Hall
Travis L. Hamele, AARE, 
CES, GPPA
Bill Hampton
Si Harbottle
Richard Hart, BAS, GPPA
Daniel Hess
Kevin R. Jordan
Jeffrey M. Koehler, AARE
Rusty Lane
Litza L. Lee
Joel W. Marreel
A. Van Massey
David J. Meares
Cleveland Thomas Perry, 
AARE, MPPA
Russell R. Puchalla
Jeffrey D. Raines, AARE
Jodi K. Reynolds
Deidre B. Rogers
Susan D. Rogers-Holder
Dayton Roller
Cynthia Schillig
Cindy L. Soltis-Stroud
Rick D. Stroud
Tim Stuart
Ruthie B. Taylor
Sherry Truhlar
Kim G. Ward, BAS, CES
Warren A. Ward, AARE
Neil Webster, CES
Robert S. Weiman, AARE, 
CES
Robert M. Weiman, CES
William R. Wells
Amanda M. Williams

2011 CAI rosters
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Mike Brandly of The Ohio Auction School, Groveport, Ohio, works with CAI 

students as they discuss real-world scenarios that can arise in the auction 

business. The "Case Studies" presentation was for students in CAI I, CAI II and 

CAI III. Photos by Bryan Scribner

John Hamilton presents “Negotiation Skills” to CAI II students March 22. The 

presentation was given to all CAI students during CAI 2011 on March 20-25. 

Hamilton taught negotiation tactics Auctioneers could use to improve their 

businesses. He gave the classes real-world examples of successful negotia-

tions and provided best practices for getting more out of deals.

QR

To see John Hamilton in action, scan this QR Code with your 
smart phone or visit www.youtube.com/naaauctioneers
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of the National Auctioneers Association

“I will  represent all  Auctioneers.”

• 616 new NAA members recruited since 2000
• 1st NAA International Champion Auctioneer
• NAA Board of Directors
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• 1983-1985 CAI Board of Governors
• World Champion Livestock Auctioneer
• All-around World Champion Auctioneer
• President & Owner of World Wide College of Auctioneering

Find me on Facebook!
www.facebook.com/PaulCBehr

QR

To see Ann Bastianelli in action, scan this QR Code with your 
smart phone or visit www.youtube.com/naaauctioneers

QR

To see Sam Richter in action, scan this QR Code with your 
smart phone or visit www.youtube.com/naaauctioneers

Ann Bastianelli, senior lecturer of marketing for Indiana University’s Kelley 

School of Business, asks CAI Next participants to consider the differences 

in how they perceive themselves and how others might perceive them 

during her presentation March 21. "If the way that you treat customers is 

different than the way you say you do, it's a problem,” she says. During the 

CAI 2011 lecture, Bastianelli shared with the CAI Next class the character-

istics she feels are common among transformational leaders. These people, 

she says, are life-long learners, team builders and individuals who value the 

opinions of others. Photos by Bryan Scribner

Professional speaker Sam Richter tells CAI Next participants they must do 

their homework and acquire all of the sales intelligence necessary to build 

deeper relationships and win more business. Part of his March 22 presenta-

tion included lessons on how to effectively use Internet search engines for 

research purposes. He says it’s important to learn what’s going on in cus-

tomers’ lives — their goals and how business owners might be able to help 

them reach those objectives. "When you meet with people, if every single 

time you meet with them, you can make the other person feel important, 

do you think you could provide that emotional attachment with that other 

person that you'll be able to do better business with them?" Richter asked 

during CAI 2011, which took place March 20-25.

CAI Next
David L. Alley, Jr., CAI
Kurt M. Aumann, CAI, ATS
Nellie (Johnel) Beland, CAI, 
CES
Barbara Bonnette, CAI, AARE, 
GPPA
Steve Butler, CAI
Matt Corso, CAI
Bill A. Dollinger, CAI, AARE
J.J. Dower, CAI,  AARE
Mickey I. Duckett, CAI, AARE, 
CES, MPPA
John M. Fowler, CAI, AARE, 
CES
Derek H. Gerstenschlager, 
CAI, CES
William F. Harned, CAI, AARE, 
CES
William L. Head, CAI, AARE, 
BAS, CES

Martin E. Higgenbotham, 
CAI, CES
Thomas J. Hirchak, Jr., CAI, 
MPPA
Kelly L. Hogue, CAI, AARE, CES
Brandon Howe, CAI, AARE
Mike Jones, CAI, GPPA
Christie King, CAI, AARE, BAS
J. Craig King, CAI, AARE
Chad A. Metzger
Hugh B. Miller, CAI, AARE, CES
Terry L. Owen, CAI, AARE
Brian A. Rigby
Thomas W. Rowell, CAI, AARE
Richard D. Schur, CAI, BAS
Shannon Schur, CAI, BAS
Maximillian M. Spann, Jr.
William J. Summs, CAI, AARE, 
BAS, CES, GPPA
Jerry Wallace, CAI, AARE, CES
Dick Whittington, CAI, MPPA

Photo by Ric Cradick
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he Auctioneer’s voice starts slow 
and softly, barely audible against 
the steady hum of the drums. 
Bright lights and geometric shapes 
bounce off the ceiling. Gospel 
singers belt out hymns. Auction-
eers chant, passing the bid from 
one to another. 

Created by multimedia artist 
Doug Aitken, this groundbreak-
ing performance art turns the 
speedy chant of Auctioneers 
into a mesmerizing melody. The 
shows illustrate what many in the 
industry already know — that auc-
tioneering is an art form — while 
introducing people to the world of 
fast-paced auctions.

"It’s over the top, and it’s fun," says Jill 
Doherty, the 2002 women’s division 
winner of the International Auc-
tioneers Championship (IAC). "We 
become performers."

A handful of Auctioneers has traveled 
around the U.S. and Europe, recently 
performing at a gala at the Museum 
of Contemporary Art in Los Angeles. 
The group has performed in Italy, 
Switzerland and England, among oth-
ers. More trips are in the works.

Inspiration from C&S

A visit to the National Auctioneers 

Association’s annual Conference 
and Show in the late 1990s sparked 
Aitken’s interest in auctions, says Eli 
Detweiler Jr., CAI, who has worked 
with Aitken for a decade.

"Doug became fascinated with auc-
tions," says Detweiler, of Detweilers 
Auction Service, Ruffin, N.C., who 
was last year’s IAC winner in the 
men’s division. "He immediately saw 
bid calling as an art."

Aitken, who lives in Los Angeles and 
New York, recruited several Auction-
eers to travel and perform, paying 
them for their time. Because no two 
shows are ever identical, the time 
commitment can be significant, and 
the practices long, Detweiler says. 
Auctioneers typically arrive about one 
week before opening night to begin 
all-day practices.

"It can be tedious," he says. "We have 
to get everything just right, and there 
are a lot of different pieces."

In Basel, Switzerland, Aitken directed 
a real-time opera using Auctioneers 
who performed against the backdrop 
of his Sonic Table. At the Los Angeles 
show, Aitken added a gospel choir 
and a cattle roper who cracked his 
whip in the center of the tent. In New 
York, his artwork was displayed on an 
exterior wall of the Museum of Mod-
ern Art. Large screens, colorful video 
and light installments frequently 
accompany the live performers. 

A new light

Audiences have been overwhelmingly 

receptive, NAA Auctioneers say. 
"This has exposed us to a new crowd of 
people," says Detweiler, who special-
izes in livestock and automobile auc-
tions. "They tell us they can’t believe 
this is how we make a living."

For people already familiar with 
auctions, Aitken’s shows have helped 
them see Auctioneers in a new light. 

"So many people just think of us 
standing behind a podium and talk-
ing," says Denise Shearin, CAI, CES, 
who lends her bluesy voice to the per-
formances. "These shows make people 
understand the benefit we provide to 
the community."

Shearin, a 2007 IAC winner and 
real estate Auctioneer from Brandy-
wine, Md., says the shows have also 
provided her with an artistic outlet, 
giving her a change of pace from her 
usual job.

Doherty of Jill Doherty Auctioneers, 
Bay Shore, N.Y., says the audience 
has even mistaken them for profes-
sional musicians. Once, she fretted to 
Aitken that people thought they were 
singers rather than Auctioneers.

"Don’t worry," Aitken told her. "Art is 
whatever people perceive it to be."

Auctioneers say the performances 
have proven that auctions are about 
much more than business. 

"The No. 1 reason people go to auc-
tions is because they’re fun," Doherty 
says. "These performances take that 
idea and run with it." ☐

International 
performances showcase 
entertaining side of 
profession
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You’re Invited 
23rd Anniversary 

2011 
World Automobile 

Auctioneers Championship 
Friday, May 20, 2011—12 Noon 
Sanford Auto Dealers Exchange 

Sanford, Florida 
(Come enjoy the Orlando area) 

Come be a part of Auctioneer History 
We invite you to attend this event, as a contestant or guest. 

We’ll roll out the red carpet for you 
For more information and entry form 
Contact: Paul C. Behr 
303.807.1108 Cell Phone 
paulcbehr@comcast.net 
www.waacnet.net 

See You in Sanford 
 

Paul C. Behr 

Paul C. Behr 
President 

In addition to $5,000 first prize from WAAC • The 2011 World Champion 
Auto Auctioneer will receive a dream vacation to Hawaii for Two. 
Round trip airfare for two and seven nights deluxe ocean front accommodations on Waikiki Beach.  

This trip is compliments of Sanford Auto Dealers Exchange 

Prize money, trophies, & gifts 
Auto Auctioneers/Ring People “Do you sell Automobiles?” 

YOU QUALIFY 
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By Sarah Bahari
Special to Auctioneer

When a prospective client asked 
Auctioneer Jonathan Baker for help 
selling some real estate, Baker knew 
he would face a big obstacle — cash.

Traditional 
newspaper or 
radio advertise-
ments were 
out because 
the client had 
no money for 
advertising. So 
Baker, CAI, 
CES, turned 
to Facebook to 
spread the word. 

More than 20 
people showed 
up to the 
January auction, 
which scored 
a higher price 
for the property 
than the seller 
had hoped.

"It worked tre-
mendously well," 
says Baker of 
Baker Auction 
& Realty, Evans-

ville, Ind. "It was a very cost-effective 
way of getting the word out."

Auctioneers like Baker are turn-
ing increasingly to social media to 
communicate with buyers, land new 
clients and network with others in 
the industry. Through social media 
avenues such as Facebook and Twitter, 
Auctioneers are working to reach a 
younger demographic typically not 
known for frequenting auctions. 

Capitalizing on the trend

As the influence of social media 
continues to grow, Auctioneers say 
they must figure out how to capital-
ize on the trend. At the end of 2010, 
Facebook saw record growth, reaching 
600 million users — approximately 
175 million people were on Twitter, 
according to figures provided by the 
companies.

"Social media is here, and it is the next 
big wave of communication," says 
Michael Barber, who works primar-
ily in real estate auctions for Arkadia 
Auction, Wilmington, N.C. "Any-
body not plugged into this will get 
left behind."

Barber, CAI, AARE, CES, GPPA, 
uses Facebook and LinkedIn to stay 
in touch with buyers and fellow Auc-
tioneers across the country.

Recently, Barber was forced to cancel 
an auction at the last minute because 
of legal issues with the property. He 
quickly posted the news to Facebook, 
where others posted 106 comments 
to his status. Only a small handful 
of people who did not get the news 
showed up at the cancelled auction.

The challenges

While social media has provided ef-
ficient communication, Barber says, 
Auctioneers are still trying to figure 
out how to make money from it. 

"If you’re not careful," Barber says, "it 
can be a colossal waste of time."

Randy Ehli of Ehli Auctions, Tacoma, 
Wash., recently began advertising on 
Facebook. For an online auction of 
new home appliances, Ehli directed 
Facebook ads to married homeowners 
between the ages of 30 and 55. Each 
time someone clicked on the ad, Ehli 

paid about a $1. He set the limit at 
$100 a day, which he easily hit. 
In addition, Facebook and Twitter 
updates are linked to the company’s 
website, alerting buyers to new sales 
or special deals. Time constraints, 
though, have been the biggest chal-
lenge in developing the company’s 
social media strategy.

"For now, we’re trying this out and 
seeing where it goes," says Ehli, CAI, 
GPPA . "It’s not a major part of our 
business yet, but it could be one day." 

Ehli and other Auctioneers say they 
hope to reach younger buyers through 
Facebook and Twitter. Auction at-
tendees tend to be 50 or older, and 
Auctioneers says they would like to 
tap into the 30-something market. 

Young blood

That was what first triggered Baker, 
the Indiana Auctioneer, to advertise 
on Facebook and post Twitter updates. 

"If we don’t get young blood, we’ll 
eventually die off," Baker says. "We 
have to get the attention of young 
people, and they’re not reading news-
papers."

So far, Baker says he is still working 
to attract younger Facebook fans and 
Twitter followers, but social media has 
already helped him reach new clients. 
People looking to sell their property 
have contacted Baker after learning of 
the company through social media.

As Auctioneers continue to experi-
ment with social media, several say 
they are not quite ready to ditch the 
more traditional advertising methods.

"The best bang for your buck in this 
business is still a ‘For sale’ sign on a 
building," Barber says. "Nothing gets 
the word out faster." ☐

Social media offers inexpensive way to 
target, earn new clients
Auctioneers find marketing methods also can waste time
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Randy Ehli of Ehli Auctions, Tacoma, Wash., 

communicates with his auction customers 

via social media. Auctioneers say the tech-

nology is useful when bad weather forces 

them to cancel auctions. Photos courtesy Ehli
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Auctioneers are 
still relying on 
newspaper ads 
and direct mail 
to promote 
auctions, but 
they're hedging 
their bets by 
making more 
use of website 
portals, social 

media and search-engine advertising.

Those are a few of the findings of a re-
cent survey of Auctioneers conducted 
by NewMediaRules Communications.

Website portals, which provide list-
ings for real estate and other assets, 
were especially popular. Out of the 
154 who participated in the survey, 
85 percent said they "almost always" 
or "usually" include website portals 
in their auction marketing budgets. 
The second most common media 
choice was e-mail marketing, with 75 
percent "almost always" or "usually" 
using e-mail to promote upcoming 
auctions.

Because this was the first time this 
survey has been conducted, no "year-
to-year" data is available. However, 
when asked whether they're using 
more or less of various media, most 

respondents said they're increasing 
use of website portals (69 percent) 
and social media (60 percent). Exactly 
half said they're using more search-
engine advertising (e.g. Google 
Adwords).

Only 36 percent said they're "very 
confident" that their current media 
mix is "getting the job done in reach-
ing the market" for their auctions." 
However, 57 percent were "somewhat 
confident," and only 7 percent were 

"not very confident at all."

Respondents were recruited primarily 
through e-mail, Facebook and Twitter, 
so there could be a pro-technology 
bias. However, they appear to be 
largely traditional, with 86 percent 
saying they "always" or "frequently" 
conduct public outcry auctions. 
Thirty-two percent said they "always" 
or "frequently" use online auctions 
(either online-only or during simul-
cast of a live auction). Seventy-eight 
percent were members of National 
Auctioneers Association.

In working with multiple auction 
companies, I find many Auctioneers 
to be curious about what other com-
panies are doing — especially how 
big their budgets are and how they're 
spending their advertising dollars. In 

most cases, I can't answer directly 
because it might compromise another 
client's confidentiality. But the anony-
mous survey offered some glimpses. 

Tight budgets

In looking at media choices, it's im-
portant to note how much Auction-
eers have to spend. If you have only 
a few hundred dollars, for example, 
you're probably priced out of the 
market for display newspaper adver-
tising. For the entire group, 64 per-
cent reported they "rarely" or "never" 
have ad budgets of $10,000 or more. 
At the other end of the scale, only 
14 percent said they "often" have 
budgets of $10,000 or more. And 
apparently, small budgets are more 
common than big ones: 40 percent 
said they "often" have budgets of less 
than $1,000.

In that context, the attraction of low-
cost media, such as web portals, social 
media and e-mail makes sense. On 
shoestring budgets, these can play a 
major role, and even on larger bud-
gets, including these avenues ensures 
that the Auctioneer covers the bases.

Direct mail has long been a staple, 
and it doesn't appear to be losing its 
appeal despite its relatively high cost. 

Online media works for any 
auction advertising budget

Carl Carter, APR

Only 36 percent said they're "very confident" that their current 
media mix is "getting the job done in reaching the market" for 

their auctions.

marketing
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Seth 
6 years old 
acute lymphoblastic leukemia

Seth was an energetic child who was always on the go. 
But just before Christmas 2008, his parents noticed 
their little boy was sleeping more and didn’t want to 
eat or play. When his skin took on a yellowish cast, his 
parents took him to the local children’s hospital. Blood 
work revealed the crushing news: Seth suffered from 
acute lymphoblastic leukemia, the most common form 
of childhood cancer. “I kept saying ‘no, no, no.’ It was 
devastating,” Seth’s mom remembered. His family was 
referred to St. Jude Children’s Research Hospital® for  
his treatment and care. 

At St. Jude, Seth immediately began chemotherapy. He 
visits St. Jude once a week for intravenous chemotherapy, 
and he takes oral chemotherapy at home. 

Seth’s parents are grateful for people who support  
St. Jude. “I hope the people who donate know they’re 
saving strangers’ lives, kids’ lives, every day,” said his 
mom. “That’s a selfless act. Words can’t express how 
much thanks we have.”

Seth is outgoing and likes to play games. When he’s at 
the hospital, he likes to visit the fish tanks. 

For more information, visit www.stjude.org/naa.

11-NPM-06694_NAA_March_POM_Ad.indd   1 3/11/11   2:19 PM

Among those "almost always" or "usually" using it, direct mail 
ranked 66 percent — narrowly edging out print classified and 
display advertising. However, Auctioneers are standing pat, with 
only 19 percent saying they're using more direct mail compared 
to a year ago. In fact, 24 percent said they're using direct mail 
less.

Reduced print 

Auctioneers appear to be adapting to the shrinking audience of 
print newspapers, with 46 percent saying they're using less print 
display advertising and 43 percent saying they're using less print 
classified advertising. (Only 2 percent of the respondents said 
they're buying more print display ads, and only 5 percent said 
they're buying more print classifieds.)

Local business journals are used only by 20 percent of the 
Auctioneers, and they're getting even less popular, with only 4 
percent advertising in them more and 28 percent using them less.

Those who "usually" or "sometimes" include display advertis-
ing were asked how much of their total auction media budget 
is devoted to print newspaper advertising. Of those, 28 percent 
said more than half the budget is spent on newspaper print ads, 
and 36 percent said that 30 percent to 49 percent is being spent 
on print newspapers.

And how are these budgets being funded? We asked this question 
of those who "often" or "occasionally" have budgets of $10,000 
or more. Of those, 58 percent said the budget is "always" or 

"usually" funded in advance by the seller. Another 29 percent said 
the budget is "sometimes" funded in advance by the seller. ☐

How is your use of the following
media changing vs. a year ago?

Using it more Using it less

Print Newspaper Display Advertising  2% 46%
Local Business Journals 4% 8%
Television Advertising 4% 22%
Print Newspaper Classified Advertising 5% 43%
Specialty Publications (e.g. Antiques, Cars) 7% 24%
Radio Advertising 7% 19%
Telemarketing 7% 15%
Press Releases 14% 17%
Direct Mail 19% 24%
Search Engine Advertising 50% 7%
Social Media (e.g. Facebook, Twitter) 60% 6%
Web Site Portals (e.g. Real Estate, Agriculture) 69% 4%

marketing

Source: NewMediaRules Communications
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By NAA staff

The National Auctioneers Associa-
tion’s State Leadership Conference is 
something all state associations should 
consider adding to their budgets for 
next year, says Indiana Auctioneers 
Association President Sara Minor, CAI, 
GPPA, of Minor Auction Service Inc., 
Madison, Ind.

Along with other Auctioneer asso-
ciation leaders, Minor says she was 
pleased with the quality of informa-
tion the NAA presented at this year’s 
late-February event in Kansas City, 
Mo. The strongest part of the confer-
ence, she says, was the networking it 
provided with other state leaders.

Representatives from more than half 
of the country’s state Auctioneer as-
sociations attended the event, which 
preceded the Auction School Summit 
on Feb. 24-25.

"I appreciate the NAA for putting on 
such a conference, and I am going to 
strongly suggest that our entire Board 
be there next year,” says President of 
the Arkansas Auctioneers Association 
Gaylen McGee of I-40 Auto Auction, 
Lonoke, Ark.

McGee says he brought back to his state a better under-
standing of social media and how it can affect auction 
businesses. He also says he learned how important it is to 
incorporate new technologies with traditional auctioneer-
ing practices.

"If NAA has something to do with it, I've never left 
without knowing and learning something new,” he says. 

“Everything that I've always attended that NAA had to do 
with — it's always paid for itself. I've never left not satis-
fied."

Staci Hernandez of Prime Time Auctions Inc., Pocatello, 
Idaho, says she will bring back to the Idaho Association of 
Professional Auctioneers, for which she is President, a bet-

ter understanding of how Auctioneer associations should 
operate — more like businesses.

Also, Hernandez says she was happy to have received 
information on "Auction Industry 2010: Industry profiles, 
trends and success keys," a survey conducted by Michigan 
State University’s Broad College of Business.

The survey found the typical Auctioneer is a male 51 to 
65 years old, and it revealed that many Auctioneers are 
finding success when they incorporate online auctions 
into their businesses. Results of the survey are available at 
www.auctioneers.org in the “Downloads” section of the 

“Member Resources” tab.

"That survey was awesome,” Hernandez says. “Just being 
able to bring that back to our association ... it just shows 
that you have to get on with the online auctions or you're 

Social media, business training important 
for associations, auction schools

Florida Auctioneers Association President Stan Crooks of Auction America Inc., 

West Palm Beach, Fla., participates in the State Leadership Conference in late 

February. Photo by Bryan Scribner
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not going to go anywhere.

"I just think everybody should look at those numbers and 
see where you fit in to that."

Auction summit

Auction school principals who attended the Auction 
School Summit, such as Larry Meares, CAI, GPPA, of 
Southeastern School Of Auctioneering, Pelzer, S.C., say 
the ability to share ideas with other auction school owners 
was the most important benefit of the event.

Meares says although individual states approve the curricu-
lum taught at auction schools, some sort of standardiza-
tion among learning institutions might serve the industry 
well. For example, some schools focus more on bid calling, 
while others focus more on how to run an auction busi-
ness.

"Some of the states sell more cattle than we do, some of 
them sell more land than we do,” Meares says. “Of course, 
their emphasis probably should be on those particular 
products. But, to get a well-rounded education, I think 

business should be taught — contracts, advertising, pro-
motions."

Meares says the most successful Auctioneers are those who 
have marketing savvy. 

"It's all self-selling," he says.

The founder of the Kentucky Auction Academy, Steve 
Cherry, CAI, CES, of Progressive Auction Group, Bowling 
Green, Ky., says his school, one of the newest in the nation, 
focuses some of its curriculum on teaching students how 
to conduct auctions with online bidding.

His school also encourages students to learn all they can 
about the industry to identify their strengths and weak-
nesses. He says after graduation from auction school, con-
tinuing education is a critical concern, and webinars, such 
as the NAA’s Industry Insights, might be important tools 
to help fill knowledge gaps.

"The truth of the matter is, the auction schools in this 
country can't teach in 80 hours all there is to know about 
this business,” he says. ☐
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future 
of 

industry

By Bryan Scribner
editor

A lack of preparation and honest 
communication can often keep a 
family business from moving forward 
from one generation to the next, says 
Greg McCann, founder of McCann 
& Associates, Deland, Fla.

Although it might seem daunting, the 
planning required to properly transi-
tion a business doesn’t take much 
time, he says.

“Thirty years of hard work on our 
business, and for the lack of 10 hours 
of planning it all goes south,” says 
McCann, referring to a dire scenario 
family businesses can experience.

“People tend not to equate the payoff 
for a little bit of planning.”

But when small business owners are 
faced with the potential consequences 
of poor planning, they realize the 
importance of estate plans, wills 
and well-communicated transition 
procedures.

“No one I’ve ever worked with has said, 
‘I want to do no planning, and when 
I die let them fight it out,’” McCann 
says. “So, as you talk through what 
a lack of planning means and the 
consequences, almost everyone agrees 
they should plan.”

How to plan

For a smooth transition of a family 
business, McCann offers this advice:

1) Families should consider using 
transition professionals who, unlike 
estate planners and attorneys, take 
into account the effect succession 
could have on every family member.

“A lot of family businesses plan, but 
their advisers don’t see the ‘family 
business’ as a ‘family business,’ they 
merely see it as a business,” he says.

2) Business founders or principals 
should understand that the pro-
cesses they put in place during a 
transition are paramount, especially 
when it comes to potential family 
conflicts. “Most families will accept 
most decisions if the process is fair,” 
he says. “But if dad or mom research-
es something, thinks they have the 
perfect answer and just sort of slides it 
under the door so to speak … (family 
members) are left to speculate, they’ll 
make assumptions.” Family members 
who don’t feel they have received 
what they deserve from the family 
business might believe their parents 
are disappointed with their personal 
decisions or opinions, when in fact 
this could be far from the truth.

3) Family members should view a 
founder’s or principal’s transition 
out of the business as difficult, as 
in some cases the company is part 
of that person’s identity. There-
fore, they should consider ways the 
founder can maintain a role within 
the company, even if that means com-
ing into the office on a limited basis.

4) In today’s day and age, it might 
be a good idea to handle busi-
ness decisions more professionally.
Sometimes, McCann says, families do 
things over the dinner table; however, 
as families and companies grow, “You 
can’t keep doing everything infor-
mally,” he says.

Good planning key to longevity for family businesses
Making it work

Are you ready for 
a transition?
•	 Only about a third of family busi-

nesses have a working strategic plan
•	 About a third of family businesses 

have any estate planning beyond a 
simple will

•	 About 10 percent of family busi-
nesses have a written, agreed upon 
succession plan

•	 Eighty percent of family businesses 
are more successful if they have a 
succession plan

Source: Greg McCann, McCann & Associates

Rick Brock (front), CAI, CES, has worked with Lonny McCurdy, AARE, of McCurdy 

Auction LLC, Wichita, Kan., for 25 years. This picture was taken in the late 1980s. 

Photos courtesy McCurdy Auction
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Strategic advantage

One of the best things about family businesses, McCann 
says, is they automatically have a strategic advantage in the 
marketplace.

“Families know this, they just haven’t been told it,” he says. 
“Things like long-term thinking, trust, shared values are 
really things that businesses work incredibly hard to create 
that family businesses have without even acknowledging 
it.”

That, in part, is what seems to be making for a slow, 
smooth succession at McCurdy Auction LLC, Wichita, 
Kan., says one of the company’s second-generation Auc-
tioneers, Megan McCurdy, CAI, BAS.

“Dad, daily, steps more and more out of his daily tasks,” 
McCurdy said in early March. “In fact, he’s been at the 
lake for a week, and before that, he was at the lake again. 
It’s just kind of slowly transitioning into the three of us — 
the three of us seem to have different skill sets.”

The three National Auctioneers Association members in-
clude McCurdy; her brother, Braden McCurdy, CAI; and 
Rick Brock, CAI, CES, who has been with the company 
for 25 years.

While Megan and Braden McCurdy’s father, Lonny Mc-
Curdy, AARE, steps back a little from the business, Megan 
says her brother is handling management and market-
ing, Brock is handling sales and she is doing more of the 
auctioneering.

Megan McCurdy’s dad isn’t really retiring, she says.

“That’s an Auctioneer thing,” McCurdy says. “They’re so 
used to being busy all the time that they can’t.”

A difficult transition

Although many family auction businesses might find the 
transition from one generation to the next will be difficult, 
it doesn’t seem like it will be much of a challenge for Mc-
Curdy Auction — and that could possibly be a result of 
the strategic advantage McCann says is inherent of most 
family businesses.

“We work together pretty well, we stay on the same page,” 
McCurdy says. “Most likely, Braden will be the most ap-
parent figurehead in the office. I probably will be a little 
bit more in the public.

“It strangely works, and it wouldn’t for a lot of people, and 
it wouldn’t for a lot of groups, it wouldn’t for a lot of fami-
lies. I think we all bring a different asset to the table.

“The biggest thing that has made our company successful 
is just the love and passion behind it. I’m glad that we’re 
able to, as kids, come in and continue it because it truly is 
something that was dad’s life, and it means the world to 
him to see it become Braden’s and my life, as well.”

What will it take?

On the other end of the succession equation is Hugh 
Miller, CAI, AARE, CES, of Curran Miller Auction & 
Realty Inc., Evansville, Ind.

He says he is struggling with the thought of his business’ 
transition.

“It’s a hard thing to know how to do,” he says. “As you 
become more chronologically gifted, you begin to wonder, 

A smooth leadership transition is underway at McCurdy Auction LLC, Wichita, Kan., says Megan McCurdy (right), CAI, BAS. 

The company won three awards in the NAA's 2007 auction marketing competition. From left to right are Lonny McCurdy, 

AARE; Rick Brock, CAI, CES; Annette McCurdy; and Braden McCurdy, CAI.

continued ▶
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I found myself 
talking with 
the leader of 
a successful 
family business 
about the estate 
planning work 
he had been en-
gaged in as part 
of his efforts to 
transition the 

ownership of his family’s business.

It had been a significant investment 
of time, talent and financial resources, 
and he was feeling frustrated and 
uncomfortable with the process. He 
asked me if I would join him in his 
next meeting with the corporate at-
torney and estate planner. By the end 
of the meeting with these profession-
als, everyone agreed to put the estate 
work on hold.

Both attorneys commented to me 
after the meeting how grateful they 
were that there was a consultant in-
volved. Why? Both of these attorneys, 
as other professional advisers do, play 
more of the role of an expert. The cli-
ent asks questions, and they provide 
answers.

Consultants, on the other hand, avoid 
giving answers or advice and instead 
serve as a neutral third party.

In addition, their client was more 
narrowly defined than ours (for the 
corporate attorney it was the com-
pany, for the estate lawyer it was the 

one family member). Since we, as 
the consulting team, defined the cli-
ent as the entire family business, we 
could interview each key stakeholder 
(including the family, management 
and even these two expert advisers) in 
confidential one-on-one interviews, 
again as a neutral party not as an 
advocate for any one person.

Neutral party

This afforded the team a far more 
comprehensive understanding of how 
this estate planning, and really the 
broader issue of ownership transi-
tion, was perceived. This perception 
included any unverified assumptions 
or unaddressed problems of family 
members that were blocking them 
from the rational problem solving 
needed to get the most out of the 
estate planning. 

As a neutral party, not an advocate, 
who avoids giving advice, we can 
garner trust to help people to rethink 
their opinions, assumptions and 
perceptions. This often means helping 
them get “unstuck” from the underly-
ing family issues that initially seem to 
be business issues.

Our consulting team then facilitated 
a series of family meetings between 
the generations culminating in an ac-
tion plan detailing who in the family 
would do what and by when. Old 
family disputes that were clouding 
all the estate, ownership and busi-
ness decisions were addressed directly, 

honesty and respectfully.

This is where the deeply embedded 
commitment to family helps people 
commit to having the difficult conver-
sations and creates the willingness 
to compromise on the issue at hand 
for the sake of the family relation-
ship. This commitment is a major 
advantage family businesses have, 
and professionals should help them 
capitalize on it.

Again, in no small part, the goal 
of this work is to keep the family 

Tips for the family 
business owner
If you are in a family business and are 
considering bringing in a family business 
consultant who uses the process ap-
proach, consider the following:

•	 Committing from the outset to involve 
your current expert advisers

•	 Considering which of these experts, 
relative to the issues and goals of 
the engagement, would be good 
candidates to be interviewed as part 
of the first stage

•	 The family must also define what con-
stitutes success in the engagement

•	 Remember that if the family gets 
clear on what they want and how they 
define success, then the experts can 
better serve the client

at least I have, how much money it’s 
going to take to get out of this old 
world.”

Miller’s two daughters, including 
Wendy Miller, BAS, work with him 
in the business. Although he says he 
is pleased with his daughters’ con-
tributions to the company, he says 
he’s concerned the challenges and 
sacrifices that come with running an 

auction business today might be too 
burdensome on two daughters who 
are deeply committed to their own 
families.

He says one of the most difficult chal-
lenges when he considers a transition 
is figuring out how he and his family’s 
auction business, now in its third 
generation, will decide on details such 
as leadership and compensation.

To help with those concerns, Miller 
has hired a former business executive 
as an adviser. 

The consultant, who has had experi-
ence in orchestrating transitions of 
major companies, comes into the 
office for brief periods of time to 
provide advice on succession planning 
and general business operations. ☐

Family matters
Adviser must understand values to help administer transitions

By Greg McCann
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available for rational problem solving 
that is so necessary for governance, 
management and long-term planning 
involved in any family business. But 
to try to force a family to rationally 
solve a business problem before it has 
addressed the underlying family issue 
is usually a set up for frustration and 
failure.

Our approach proved to be a very 
effective way for the family to get fo-
cused on what they wanted — to see 
much more clearly how their values, 
their desire for the next generation, 
and hopes for the business needed 
to be drivers in the estate plan-
ning, not merely minimizing estate 
taxes. This, in turn, let the experts, 
the estate attorney in particular, far 
more effectively serve her client. The 
experts often say to us that, within 
the bounds of ethics and the law, we 
can give the client almost anything 
they want — we just need to know 
what it is they really want. Our two 
roles complimented one another and 
worked to effectively serve this family 
business.

Dangerous assumptions

Experience has shown that in cases 
like this — and not just estate plan-
ning and the related ownership 
transitions, but transitions of any sort, 
there is a very dangerous assumption 
that seems to inevitably arise. The as-
sumption that the family often makes 
is that the expert will understand 
what the family wants. If the family 
doesn’t know what they want, it is far 
from fair to expect the expert adviser 
to answer this fundamental question. 
In fact, relative to estate planning, if 
the family values aren’t well defined, 
then the expert adviser most often 
will (understandably) focus on mini-
mizing taxes.

As an example, one client we worked 
with who had done a great deal of 
estate planning realized during our 
work that he had effectively mini-
mized taxes. Yet with that focus as 
his sole driver, he had also planned 
to leave his grieving widow in charge 
of a business she had no experience, 
desire or skills to run. Furthermore, 

the widow would be forced into play-
ing the role of referee and judge in 
deciding which of the adult members 
of the next generation would become 
president. After some family meetings, 
he very quickly revised his plans.

Resolving issues

In the case at hand we were able 
to help the family have some frank 
discussions about underlying family 
issues that were influencing busi-
ness and ownership decisions. This 
included a clarification of their core 
values as well as resolving some family 
conflicts that had gone unaddressed 
for a very long time. We also worked 
with the next generation to assess 
their interest and to help the senior 
generation clarify an employment and 
ownership policy.

The family was able, with the expert’s 
help, to clearly look at and discuss the 
implications of any future decisions 
on the business and the family. After 
resolving the family’s deep-seated is-
sues, the estate work could, 
and in fact did, proceed 
far more effectively and 
efficiently.

If your family business is 
approaching a transition, 
be it transferring ownership, 
transitioning management, 
bringing in the next genera-
tion, or any other transition, 
consider a family business 
(process) consultant who 
can complement your exist-
ing professional advisers.

Consider this option espe-
cially if your family seems 
stuck — having the same 
disagreements, unable to 
make progress on ever more 
pending issues, or when 
rational problem-solving 
seems to be eroding. Then, 
realize that the expert con-
sultants should be involved, 
informed and an integral 
part of the overall engage-
ment.

The clearer the family gets 

on who they are, what they want and 
how they define success, the more 
effectively the experts can help the 
family and the business achieve suc-
cess as they define it.

Greg McCann is founder of McCann 
& Associates, Deland, Fla., and former 
family-business executive and current 
owner in his family’s business. Addition-
ally, he is the founder and principal of 
McCann & Associates, a family business 
consulting group (www.mccannfbcon-
sulting.com). He was the founder and 
director (1998-2006) of Stetson Uni-
versity’s Family Enterprise Center, where 
he still heads the Family Business major. 
He also writes about and speaks with 
family businesses. He is the author of 

“When Your Parents Sign the Paychecks” 
(www.familybusinesshelp.com). Mc-
Cann plans to help Auctioneers answer 
some of the toughest questions they face 
when confronted with “transitions” in 
his presentation, “Running the Family 
Business: The 8 Biggest Challenges,” 
during Conference and Show in July. ☐
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By NAF staff

This year, in combination with the 
annual year-end appeal, the National 
Auctioneers Foundation launched an 
annual giving campaign, “A Dozen 
Dollars for a Dozen Months.”

The campaign encourages participa-
tion from NAF supporters using 
technology that makes giving as easy 
as possible. Every National Auction-
eers Association member is asked to 
make a monthly donation of $12 for 
12 months, for an annual commit-
ment of $144. A recurring gift, of any 
amount and for any length of time, 
can quickly, easily and securely be 
arranged using a credit/debit card via 

the NAF’s online donation page. 

If you are uncomfortable using a 
credit card to make a contribution, 
consider that credit/debit cards, when 
used responsibly, are a convenient 
tool of modern life. How many times 
have you received a solicitation from 
an organization that you want and 
intend to support, but you lay the 
notice aside with the intention of 
sending a check later? Sometimes, 
later ends up being never.

Then, toward the end of the year, you 
are bombarded with gift appeals from 
many worthy organizations, and you 
must choose which to support with 
limited resources — and sometimes 

the immediate needs of your commu-
nity outweigh the needs of a profes-
sional organization. Last year, the 
NAF began promoting its capability 
to accept online donations. 

Many people might find this type 
of giving more comfortable, as gifts 
do not interrupt or change lifestyles. 
It can make end-of-the-year and 
seasonal giving easier. Plus, if you use 
a credit card, there’s the opportunity 
to receive reward points.

Many NAA members have already 
joined the NAF’s 2010-2011 Annual 
Giving Society with an annual gift. It 
is with sincere appreciation that the 
NAF recognizes these individuals:

national auctioneers foundation

National Auctioneers Foundation
2010-2011 Annual Giving Society update

Founder level
Robert A. Doyle, CAI, CES
Marvin A. Henderson

Leader level
Benny Fisher Jr., CAI
Kip Toner, BAS

Benefactor level
Dennis Jackson, CAI, AARE, CES
Thomas W. Rowell, CAI, AARE
Wayne Yoder Jr.

Patron level
Sanford L. Alderfer, CAI, MPPA
Barbara Bonnette, CAI, AARE, GPPA
Hannes Combest, CAE
John J. Hines, CAI, AARE, GPPA
Kurt Kiefer
J. Craig King, CAI, AARE
Sid Miedema Jr., CAI
William L. Sheridan, CAI, AARE, GPPA

Advocate level
Keith W. Babb, CAI, AARE, GPPA
Robert H. Baker, CAI, AARE, CES, MPPA
Daniel M. Billig, CAI
Thomas C. Blackmon Jr.
Tom C. Blackmon Sr.
Chuck Bohn, CAI, GPPA
Frank E. Bolton, CAI, CES, GPPA
Myron Bowling, CAI
Larry E. Brenner
Tyler J. Brown
Scott Caldwell
Julie Carter
Ronald B. Coale, GPPA
Richard E. Cobb, CAI, AARE, CES
Jimmie D. Coffey, CAI, AARE, BAS, CES, 
GPPA
Alan Cohen
Cornell England Collins
Kent W. Corbett
Robert Dann, AARE
Luther D. Davis, BAS
Eli Detweiler Jr., CAI

Bill A. Dollinger, CAI, AARE
Ross Dove
J.J. Dower, CAI, AARE
Ernest J. Du Mouchelle
C.P. Terry Dunning, CAI, MPPA
James D. Ford, CAI, CES
George S. Foster, III, CAI
Peter D. Gehres, CAI, CES
David E. Gilmore, CAI, AARE
Bill Hartnedy
David G. Helmer, CAI, CES, GPPA
Jeffrey J. Hines, CAI, AARE
Susan Hinson
Raymond L. Holt
Dean Howard, CAI, AARE, CES
Benjamin G. Hudson Jr.
Jerry Michael Jenkins
James W. Johnson, CAI, AARE, CES
Kurt R. Johnson, CAI, BAS
Mike Jones, CAI, GPPA
Carol Jorgenson
Michael A. Joyce
Allen D. Kahler, CAI
Randy Kincaid, CAI, GPPA
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new members
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Bill Pace
Pace & Hong Auctions
4295 N Norway Rd
Lincoln, Mich. 48742
www.pacehongauctions.com
bill@pacehongauctions.com
(989) 727-0011

Chuck Schmidt
Schmidt's Antiques, Inc.
5138 West Michigan Ave
Ypsilanti, Mich. 48197
www.schmidtsantiques.com
schmidtant@aol.com
(734) 434-2660

Nebraska
Douglas M. Wright
Wright Auctin Service
P O Box 157
Ewing, Neb. 68735
douglasmawright@yahoo.com
(402) 340-2427

New Jersey
Robert Efrus
Auction Solutions LLC
18 Green Hill Rd
Springfield, N.J. 07081
www.thatauctionman.com
robertefrus@gmail.com
(905) 764-9462

New York
Michael R. Powers
Manhattan Auctions
402 East 74th Street
New York, N.Y. 10021
www.themanhattanauctionhouse.com
bilingualauctioneer@gmail.com
(212) 461-0205

Ohio
Jordan R. Roberts
GimmeAuctions.com
PO Box 38
Salem, Ohio 44460
www.gimmeauctions.com
jordan@gimmeauctions.com
(407) 494-4663

South Carolina
Cathey S. Mauldin
EcoHope Auction & Realty LLC
1200 Moore Rd
Greenville, S.C. 29615
www.ecohopeauction.com
mauldincathey@yahoo.com
(864) 616-3521

South Dakota
Jon L. Millar
Millar Angus Auction
13730 Lewis Rd
Newell, S.D. 57760
www.millarangus.com
millarangus@sdplains.com
(605) 347-0553

www.kieferauctionsupply.com
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OUR focus is on…
PROFESSIONALISM, QUALITY

and EXPERTISE.

CLASSES HELD FEBRUARY, JUNE,
AUGUST AND NOVEMBER

CHAMPION AUCTIONEERS
ARE INSTRUCTORS

www.mendenhallschool.com
“AMERICA’S TOP QUALITY AUCTION SCHOOL”

since 1962

wwwwww

We also carry a full line of auctioneer’s 
equipment and supplies at discount prices for 
auctioneers. Call for a brochure and prices.

336-887-1165
336-887-1107 fax

The NAF Board of Trustees recognizes that members have 
a choice of where they spend their charitable dollars and 
that donors want to know how their contributions are 
making a difference. Voluntary gifts from our members 
have enabled the NAF, in the past 10 years alone, to fund 
NAA projects, programs and services in excess of $1.4 
million dollars. Contributions have gone to the restoration 
of the NAA Headquarters office building, keynote-speaker 
sponsorships and services such as industry research, public 
relations and member benefits. 

The NAF played a vital role in the financial recovery of 
the NAA and your Board of Trustees is more committed 
than ever to ensuring that resources are available to aid, 
assist and support the NAA in its long-term mission and 
goals. Each of us, as members, continues to benefit from 
our involvement in the NAA, and it is up to us to give 
back to our industry. Through the NAF, each of us has the 
opportunity to provide a gift to ourselves, one that will 
have an effect on our careers and our profession. A gift has 
the potential to help create a professional legacy for our 
children, grandchildren and other future Auctioneers. It 
also provides the added benefit of a tax deduction.
In a minute or less, you can arrange a recurring monthly 

contribution and turn a good intention into a great reality. 
Then, rest easy knowing that you’ve done your part. 

To set up a recurring donation, please visit this website: 

https://naf.ejoinme.org/MyPages/NAFDonationPage/
tabid/164118/Default.aspx ☐

Christie King, CAI, AARE, BAS
Vern E. Koch, CES
Dennis K. Kruse, CAI
William B. Kurtz, CAI
Doak Lambert
Harvey C. Lambright, CAI, AARE, CES, 
MPPA
Lori Lemons-Campbell, CAI
Claud E. Mabe, CES, GPPA
Larry Makowski, CAI, AARE, CES
Robert Mayo, CAI, AARE, ATS, GPPA
Lonny R. McCurdy, AARE
Darron J. Meares, CAI, BAS, MPPA
Mark T. Motley, CAI, AARE
Harold R. Musser, CAI
Scott Musser, CAI, BAS
Homer L. Nicholson, AARE, CES
Clifford Orr

Frank T. Pietrzak
Dewain Ritchason
B. Mark Rogers, CAI, AARE
R. Bracky Rogers, CAI, CES
Barbara Ruhter
Randy Ruhter
Francis D. Santos, GPPA
David S. Schnaidt, CES
Samuel T. Schnaidt, CES
Bruce M. Schneider
Donald L. Shearer, CAI, BAS, CES, GPPA
Scott H. Shuman
Ray Sims
Ira Y. Smith
Cindy L. Soltis-Stroud, BAS
Max E. Spann Sr., CAI, AARE
George Spooner
Jerry L. Stichter, CAI, CES

Rick D. Stroud, BAS
Charles A. Sutton
Mark T. Switzer, CAI, GPPA
T. Joseph Tarpley, CAI
Gerard Thibodeaux
Ray Tosch
John H. Turner, CES, GPPA
Samuel K. Updike, CAI
Steve Van Gordon, CAI, AARE, GPPA
Neil Webster, CES
R. C. Wiley, CAI
Terry G. Wilkey, CAI, AARE
Joel T. Wilson, AARE

Other level
Chad J. Grahek
Chad Johnson, BAS
Robin Marshall
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success stories

Adam A. Weschler & Son Inc., 
Washington, D.C., brought in more 
than $950,000 at a Feb. 12 auction 
of European and American Furniture 
and Decorations, according to a news 
release. Asian art also was part of the 
sale.

A Russian silver gilt cloisonné and 
en-plein enamel casket, 1896-1908, 
soared past its estimate of $30,000 
to $50,000 and sold to an overseas 
phone bidder for $256,750.

The auction also featured a selection 
of furnishings, decorations and fine 
art from a historic landmark in the 
U.S. Capitol — St. John’s Episcopal 
Church. Among the offerings was 
a pair of 19th Century Venetian 
architectural works in the manner of 
Francesco Guardi, which achieved 
$16,450.

In addition, an American gilt and 
patinated metal eight-light chan-
delier, attributed to Cornelius and 
Baker, Philadelphia, circa 1860, 
fetched $22,325. A pair of Federal 
crossbanded mahogany fold-top card 
tables, attributed to the workshop of 
Duncan Phyfe, New York, circa 1810, 
sold for $7,050.

Silver continued its strong run with a 
Tiffany & Co. sterling six-piece coffee 
and tea service with tray, New York, 
1907-1938, selling for $10,575.

Prices include buyer’s premiums. ☐

Casket 
gets a 
quarter 
million

$22,325

$256,750

$7,050$10,575
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success stories

Despite national headlines about falling real estate prices, 
a new record price for Custer County, Neb., irrigated 
farmland was set at a recent auction, according to a news 
release.

More than 120 farmers and ranchers gathered at the Cal-
laway Community Center to bid on the 2,055-acre Isaacs 
Cattle Company ranch.

The ranch has irrigated farmland, native range land, barns, 
houses and outbuildings. Believing these elements would 
appeal to different buyers, Musser Bros. Inc., Cody, Wyo., 
and Ruhter Auction & Realty Inc., Hastings, Neb., di-
vided the ranch into six tracts.

Participating in an Auction Maximizer process, bidders 
could bid on individual tracts, tract combinations or the 

property as a whole. At the end of two hours of bidding, 
the property sold in four pieces — two single tracts and 
two combinations, bringing a sale price of $2,280,000.

The record was set in the first round, when a bid of 
$800,000 was placed on a 177-acre tract of irrigated pas-
ture. With a per-acre price of $4,519, the Auctioneers and 
the buyers were in unprecedented territory. In subsequent 
rounds of bidding, the record-setting tract was eventually 
combined with an improved tract.

"It's difficult to determine how much that tract's per-acre 
price achieved beyond the record-setting opening bid, as it 
sold in combination with another tract, says Musser Bros. 
President Harold Musser, CAI, “but the final price was 
markedly higher." ☐

“Maximizer” process helps bring
record price for farmland

$7,050
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success stories

A live auction and special appeal 
for the Texas Rangers Association 
Foundation brought $276,000 in 
mid-February.

The “Back On The Trail - Stand Up 
For The Good Guy” gala in Grape-

vine, Texas, 
attracted more 
than 600 people, 
according to a 
news release.

Wendy Lambert 
of Lambert 
Auction Co. Inc., 
Coppell, Texas, 
served as the 

Auctioneer. The high bid of $40,000 

came for a weapons set that included 
an engraved army revolver with 
matching custom spurs and dual-
edged knife.

Actor Robert Duvall was the event’s 
keynote speaker. He discussed his role 
in the movie “Lonesome Dove,” say-
ing he considers it his greatest work, 
according to the release.

The foundation supports active and 
retired Texas Rangers of the Texas De-
partment of Public Safety, as well as 
their families. In addition, the group 
preserves and perpetuates the history 
and heritage of the Texas Rangers, 
and the money raised at the gala as-
sists in those efforts. ☐

Auction supports Texas Rangers

Lambert

A Richlube Motor Oil 
double-sided porcelain sign 
soared to $7,425 at the 
Spring Petroliana & Adver-
tising Auction on March 4 
from Matthews Auctions 
LLC, Nokomis, Ill., accord-
ing to a news release.

The Richlube sign was the top achiever of the more than 
475 lots in an auction that attracted more than 150 
people and had more than 400 registered online bidders. 
About half of the lots sold to the room, 48 percent went 
to online bidders and 1 percent sold to telephone and 
absentee bidders, respectively.

Here are additional highlights (including a 10 percent 
buyer’s premium):

•	 The second top lot was a United Motors Authorized 
Service double-sided porcelain die-cut sign that garnered 
$4,400

•	 A D-X 3-D identification 
porcelain sign, which real-
ized $3,300

•	 A ‘Standard’ Motor Gasoline Polarine Oil double-sided 
porcelain sign that coasted to $3,190

•	 A Mobo Auto Body Polish cardboard stand-up (circa 
1925-1935), which earned $2,640 ☐

Auto service signs bring good prices

$2,640

$4,400
$3,190

$7,425

$3,300

Actor Robert Duvall serves as keynote 

speaker for the “Back On The Trail - 

Stand Up For The Good Guy” gala 

benefiting the Texas Rangers Associa-

tion Foundation in mid-February. 

Submitted photo
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success stories

Auction a heart sale
During a fund-raiser auction Feb. 18 
for The Vanguard School, Lake Wales, 
Fla., Randy Kincaid, CAI, GPPA, of 
Randy Kincaid Auction Co., Lake-
land, Fla., sold a viewing of an open-
heart surgery for $1,500.

The winning bidder planned to scrub 
in with the attending nurses and 
watch the procedure at Winter Haven 
Hospital in Winter Haven, Fla. Dr. 
David Evans donated the viewing, ac-
cording to a news release.

Furniture, arts sale 
makes nearly $2 million
Bonhams and Butterfields’ Fine Eu-
ropean and American Furniture and 
Decorative Arts sale March 7 brought 
more than $1.9 million, according to 
a news release.

Items of note included the follow-
ing:

•	 A fourth-quarter 19th century Lou-
is XVI-style gilt bronze mounted 
monumental marble urn by Robert 
Frères that sold for $51,240

•	 A fourth-quarter 19th century 
Louis XV-style gilt bronze mounted 
kingwood bureau plat, after a mod-
el by Gaudreaus, which brought 
$48,800

•	 A Consulat mahogany table a mi-
lieu, attributed to Jacob Frères, circa 
1800, that realized $15,860

•	 A pair of late 18th century Direc-
toire fruitwood and walnut mar-
quises, which brought $14,640

•	 A Napoleon III gilt bronze and 
KPM porcelain plaque mounted 
cabinet, 19th century, which 
brought $30,500

Auctioneers expand 
businesses
Peter Gehres, CAI, CES, of United 

Country — Gryphon Realty & 
Auction Group, Hilliard, Ohio, is 
participating in the joint expansion 
of Columbus, Ohio-based Belhorn 
Auctions and Gryphon USA Ltd., ac-
cording to a news release.

Gehres has worked with Belhorn for 
the past five years, and in January 
2010 he joined Gryphon’s auction 
practice.

The Gryphon organization primarily 
administers commercial distressed 
assets in insolvency situations, while 
Belhorn has a more consumer focus, 
specializing in auctions and appraisals 
of American Art Pottery, antiques and 
executive estates.

“Peter approached us to ask advice on 
expanding his role in Belhorn’s,” says 
Richard Kruse of United Country — 
Gryphon Realty & Auction Group, 
Lewis Center, Ohio. 

“During those discussions, we realized 
that a formal affiliation of the two 
business models would be beneficial. 
Essentially, we are catering to the 
same executive-level client base. Gry-
phon on their business or professional 
side, and Belhorn’s on the consumer 
or personal side.”

The Belhorn office will relocate to the 
Gryphon USA space in the Polaris 
Area at 9387 S. Old State Rd., Co-
lumbus, Ohio, 43035. 

Auto service signs bring good prices

Peyton Manning fund-raiser brings more than $1 million

Steve Lewis of C. Roger Lewis Agency Inc., Morehead, Ky., helped raise 

$270,000 in a live auction for Peyton Manning Children’s Hospital at St. Vin-

cent, according to a news release. Nearly 2,000 people attended the March 

4 "Celebration of Caring" gala, according to The Indianapolis Star. Lewis has 

served as its Auctioneer for four years. Colts quarterback Peyton Manning 

sang a song with country music singer Kenny Chesney during the event, 

which brought in a total of $1.2 million for the hospital. Live auction items 

included a private dinner or brunch hosted by Manning and his wife, a chil-

dren's party with Manning as a guest and a night in New Orleans, according 

to the newspaper. Photo courtesy SwanLuxury.com
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state association news

Three state Auctioneer associations 
plan a joint education and network-
ing conference for June 14-15, ac-
cording to a news release.

The Michigan State Auctioneers 
Association, Indiana Auctioneers 
Association and Ohio Auctioneers 
Association plan to play host to the 
Midwest Auctioneers Roundup in 
Shipshewana, Ind.

This marks the second year for the 
early summer event, which features 
several social and educational op-
portunities. 

The Roundup begins with a day of 
fellowship and friendly contests 
for Auctioneers and vendors. A golf 

tournament and trap-shooting contest 
will highlight the morning and early 
afternoon. 

The evening will feature the inaugu-
ral Pennsylvania Dutch Auctioneers 
Championship. Each contestant 
will be required to sell one item in 
Pennsylvania Dutch or Low German 
and one item in English. Judges will 
evaluate contestants on poise, style 
and mastery of this bilingual selling 
method. 

Following the event, everyone is 
invited to the Tri-State Auctioneers 
Corn Hole Tournament. A vendor’s 
area featuring more than 24 vendors 
will be open throughout the evening 
and into the following day. 

The second day of the Roundup 
will see two-time world champion 
Auctioneer John Nicholls of Nicholls 
Auction Marketing Group, Freder-
icksburg, Va., present his seminar on 
bid calling and auctioneering. 

Also, Dennis Kruse, CAI, of Kruse 
& Associates, Auburn, Ind., plans 
to provide rare insights into one 
of America’s most famous auction 
families, and Brian Rigby, CAI, of BA 
Rigby & Associates, Rogersville, Mo., 
plans to offer tips on auction com-
munication. 

The Professional Ringman’s Institute 
is scheduled to follow the Roundup 
June 16-18. It requires additional 
registration. ☐

Joint conference to feature bilingual 
auctioneering contest

Kansas association helps raise money 
for injured Marine
A Kansas benefit auction for a U.S. Marine who was criti-
cally injured while serving in the war in Afghanistan raised 
$100,000. 

More than a dozen Auctioneers from the Kansas Auction-
eers Association volunteered at the Jan. 16 auction for Sgt. 
Jonathon Blank, 23, of Augusta, Kan. 

About 1,000 people from the community attended the 
auction at Augusta High School.

A high school teacher approached Jack Newcom, President 
of the Kansas Auctioneers Association, about helping the 
young soldier, who lost both legs and suffered extensive 
internal injuries when a roadside bomb detonated in 
southwest Afghanistan. Blank is recovering at a hospital in 
San Antonio, Texas.

People from south central Kansas donated spa packages, 
bicycles, golf and hunting trips, restaurant gift certificates 
and even an antique doll collection to the silent and live 
auctions, says Andy Conser, Past President of the KAA, 
who volunteered. 

The American Legion Riders attended, and Blank thanked 
the crowd through Skype. 

"The support from the Auctioneers Association and the 
community was unbelievable," Newcom says.

Conser of United Country — Heart Of America Real 
Estate & Auction, Valley Falls, Kan., says "This event is 
testimony to how Auctioneers give back to their commu-
nity." ☐



APRIL 2011 AUCTIONEER     47WWW.AUCTIONEERS.ORG

member news

Kevin Borger of 
Shawnee, Kan., the 
2009 men’s division 
winner of the Inter-
national Auctioneer 
Championship, has 
joined Webb & Asso-
ciates, Stilwell, Kan., 
according to a news 
release.

Borger is now an Auctioneer and sales 
associate for the company, of which Dave 
Webb, BAS, GPPA, is principal.

MidAmerica Nazarene University in 
Olathe, Kan., named Borger as Assistant to 
the President for Church Relations in No-
vember. A pastor and 1991 graduate of the 
university, Borger also has more than 30 
years of experience as a contract Auctioneer. 

Borger

Cattle show dedicated to NAA Auctioneer 
In mid-February, the 2011 National Santa 
Gertrudis Cattle Show was dedicated to 
National Auctioneers Association member 
Fred Dietrich III of H. Fred Dietrich III & 
Associates, Orlando, Fla.

The show was in conjunction with the Dixie 
National Livestock Show in Jackson, Miss., 
according to a news release.

Dietrich has shown Santa Gertrudis cattle 
for more than 50 years. His lifelong profes-

sion started at age 12, as a member of 4-H.

He has been a purebred cattle Auctioneer 
and ringman for more than 40 years. He 
was involved in agriculture education for 
30 years.

Dietrich Flying D Ranch has bred Polled 
Santa Gertrudis cattle for performance, 
conformation and pedigree since 1957, ac-
cording to the release. 

Fred Dietrich III (left) of H. Fred Dietrich III & Associates, Orlando, Fla., receives an award dur-

ing the National Santa Gertrudis Cattle Show in mid-February. Submitted photo

Contract Auctioneer joins auction company 
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July
Preconference Education

Graduate Personal Property Appraiser (GPPA)
July 6-10

Accredited Auctioneer Real Estate 100 (AARE)
July 7-8

The Appraiser as Expert Witness in the Courts
July 8

Benefit Auctioneer Specialists (BAS)
July 7-9

Certified Estate Specialists 
July 7-9

Accredited Auctioneer Real Estate 200 (AARE)
July 9-10

Auction Technology Specialist (ATS)
July 10-12

Accredited Auctioneer Real Estate 300 (AARE)
July 11-12

Uniform Standards of Professional Appraisal Practices (USPAP)
July 11-12

www.auctioneers.org 1 (913) 541-8084 education@auctioneers.org

member news

Horticulture group honors NAA Auctioneer for achievements
In late January, the Georgia Green Industry Association 
presented its Lifetime Achievement Award to Wilbur Mull, 
CAI, AARE, CES, of Classic Auction Co. Inc., Athens, Ga., 
according to a news release.

Mull owns Classic Groundcovers Inc., which is a 100-acre 
wholesale nursery. In addition to the National Auctioneers 

Association, Mull is a member of the Georgia Auctioneers 
Association.

He became involved in the auction industry at age 12 and 
has since been involved in about 450 sales. His fund-raising 
auctions have brought about $2 million to many causes. 

Former NAA President was active in church
Former National Auctioneers Asso-
ciation President Carman Potter, of 
Jacksonville, Ill., died March 4. He was 
86, according to a news release.

Potter was a longtime farmer and 
breeder of Duroc Swine. He also was 
an Auctioneer for nearly 20 years, spe-
cializing in purebred cattle and swine 
auctions.

He was a 1948 graduate of the Uni-
versity of Illinois and also a graduate 

of Reppert Auction School in Deca-
tur, Ind. He was the NAA’s President 
in 1960-61, and he also is a former 
President of the Illinois State Auction-
eers Association and the Illinois Duroc 
Swine Breeders Association. He also 
served as an instructor for the Missouri 
Auction School.

In addition, Potter served in the U.S. 
Army during World War II. He was a 
longtime member of First Christian 
Church in Jacksonville, where he 

taught the adult Sunday school class. 
He also was a member of the choir, 
and he served as song leader and soloist 
at the church.

Potter married Carolyn Craver on June 
26, 1949. She survives.

He also is survived by four children, 
John, Janet, James and Joseph; two 
grandchildren, Adam and Sarah; one 
great-grandson, A.J.; and two sisters, 
Melba Palmer and Mary Horton.  

Governor appoints Georgia association’s Chairman to commission
Larry "Bo" Benton Jr., AARE, CES, of L.W. Benton Co. 
Inc., Macon, Ga., in February was appointed by Georgia 
Gov. Nathan Deal to the state Auctioneers Commission, 
according to Georgia newspaper The Telegraph.

Benton has served two terms as President of the Georgia 
Auctioneers Association, and he is now Chairman of its 
Board of Directors. His service on the Commission will last 
for five years.

The six-member commission regulates enforcement of auc-
tion laws and licensing, and it handles complaints charged 
against Auctioneers, according to the newspaper.

L.W. Benton Co. auctions automobiles, real estate, govern-
ment surplus and several additional auction specialties. 

Former member was K-9 trainer
A National Auctioneers Association member for nearly 20 
years, James Tracy Bowling, CAI, of Auction Marketing 
Inc., Scotland Neck, N.C., died Feb. 27. He was 64.

Bowling was a former deputy for the Wake County Sheriff’s 
Office and K-9 training director for the Sheriff’s office K-9 
program, according to a news release.

He was also the K-9 training director for the North Caro-
lina Wildlife Enforcement K-9 program. He developed the 

Explosive and Tunnel Detection Canine training program 
for the U.S. Department of Defense.

Bowling is survived by his wife, Tennessee Denton Bowl-
ing; his daughter, Micah Rogier; his son, Eric; his brother, 
Warren; and three grandchildren.

Internet condolences may be made at www.letchworthfu-
neralhome.com. 
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Online classifieds 
bring potential  
buyers
By NAA staff

Auctioneers should use Craigslist to 
drive traffic to their websites — not 
as a platform for direct sales, says 
Robert Mayo, AARE, ATS, CAI, 
GPPA, of Mayo Auction & Realty, 
Kansas City, Mo.

Also, it’s important that listings on 
the classifieds website are not com-
mercial in nature, he says.

"People are looking for what you're 
selling, they're not looking for an 
auction,” Mayo says in "Craigslist For 
The Auctioneer," an Industry Insights 
webinar available only to National 
Auctioneers Association members at 
www.auctioneers.org.

Therefore, listings should not use the 
term “auction” or “auctioning.” Craig-
slist users are likely to flag those items 
they believe are from eBay or another 
online auction, Mayo says.

That’s why, for Mayo Auction & Re-
alty, Craigslist is a marketing tool. 

"One of the reasons we like Craigslist 
for driving traffic to our website is 
because what we're doing is we're see-
ing a buyer who is typically looking 
for the items that we're selling,” says 
Mayo, who points out in the webinar 
that Craigslist is one of the top refer-
rers to his company’s website.

Also from the webinar, Mayo pro-
vides advice on the following:

•	 How to create a Craigslist account
•	 Tips on how to properly post an 

advertisement
•	 The potential pitfalls of online 

classifieds
•	 Effective categories under which 

to post items 
•	 Why some postings get “flagged”
•	 How to create aesthetically appeal-

ing listings

"Craigslist works,” Mayo says. “It 
brings people who are looking for 
the items that you're selling, and 
it may bring people that have no 
experience with auctions."

NAA Auctioneers who are interested 
in "Craigslist For The Auctioneer," 
as well as many other educational 
webinars, can find Industry Insights 
under the “Education” tab at www.
auctioneers.org.

Other webinars recently added to 
Industry Insights include these:

•	"Being in the Auction Business: 
Business Structure and Liability 
Protection" from Mike Brandly, 
CAI, AARE, of The Ohio Auction 
School Groveport, Ohio

•	"Blogging Bootcamp" from Ryan 
George of Biplane Productions, 
Lynchburg, Va.

In the Knowledge Center

In addition to Industry Insights, the 
Education section of the website 
features the NAA Knowledge Center, 
which is a compilation of Conference 
and Show seminars and other NAA 
educational events dating back to the 
mid-2000s. It also plays host to video 
from past International Auctioneer 
Championship competitions.

NAA members can view one free sem-
inar per month at www.auctioneers.
org. A link to this webinar is provided 
in Auction Enews, the association’s 
electronic newsletter.

To access the Knowledge Center, Auc-
tioneers should click on the “Educa-
tion” tab and then the “Knowledge 
Center” link. Here, the “create an 
account online” link provides access 
to the Knowledge Center website.

On this site, members can purchase 
full access to recordings from the 61st 
annual Conference and Show in 2010 
for $395. Other event recordings, 
including individual educational ses-
sions, are available for purchase under 
the “NAA Meetings” tab.

International Auctioneer Champion-
ship footage is available under the 

“IAC Content” tab. ☐

Online classifieds 
bring potential 

DRIVE

TRAFFIC

What do you know?
Educational content from past Confer-
ence and Show events is available at www.
softconference.com/naa, which plays host 
to the NAA Knowledge Center. NAA members 
can purchase content from entire confer-
ences or educational sessions that fit their 
individual needs. The online, on-demand 
educational content includes these sessions:

•	“Bid Calling with the Champs”
•	“Real Estate Auctions for Beginners”
•	“How to be an Effective Ring Person”
•	“The Aging of N. America — New & Emerg-

ing Opportunities”
•	“Introduction to Livestock Auctions”
•	“Marketing Your Auction Company in 3D”
•	“Facebook for Auctioneers”

NAA
member
benefits

2011-2012 NAA Committee 
Volunteer Interest Form
~HOW TO VOLUNTEE R~

Hannes Combest, CAE
hcombest@auctioneers.org 
or by mail to the NAA at
8880 Ballentine, Overland Park, KS  66214

Complete all sections and submit directly to

DEADLINE FOR RECEIPT  

J u n e  1 5 ,  2 0 1 1

1. Please print:
NAA Member Number:________________Name:_________________________________________________
Mailing Address:____________________________________________________________________________
City/state/zip/country [if not U.S.]:_____________________________________________________________
Phone:_______________________________________E-mail:_______________________________________

2. NAA Committee 3. Leadership Experience 4. Why you want to volunteer?

Please CHECK committees of interest Please list all experience

☐ Election Position From To
☐ Membership
☐ Charitable Organizations
☐ Young Professionals
☐ Technology
☐ Education Summits/Symposium •
☐ Designation Committees • 
(must hold appropriate designation)

☐ CAI •
☐ AARE •
☐ ATS •
☐ BAS •
☐ CES •
☐ GPPA •

☐ Conference & Show Oversight
☐ Conference Education
☐ Fun Auction
☐ IAC (must be past champion)

☐ Partnership Committee

☐ Check if active state association member        Which association?_________________________________
• Committee for NAA Education Institute

You can find descriptions of each committee under Member Resources at 
{www.auctioneers.org}
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FOR IMMEDIATE RELEASE

Contact: Chris Longly
National Auctioneers Association

(913) 541-8084
clongly@auctioneers.org

Auctioneers ‘Sold’ on National Auctioneers Day
Saturday, April 16, 2011

Overland Park, Kan., January 25, 2011 – The third Saturday in April marks a special in the lives 
of auctioneers every year as ‘National Auctioneers Day’ is celebrated. This special day is 
recognized by auctioneers as a day to reflect back on one of history’s oldest professions and 
celebrate the industry’s future.  

Auctioneers celebrate ‘National Auctioneers Day’ by offer their ‘voices’ to a range of charities 
and philanthropies as a way of giving back and giving thanks to the communities and customers 
they serve. 

The last bastion of the competitive free enterprise system, auctions and the age-old profession 
of auctioneering continues to grow every year. It is estimated that approximately a quarter-
trillion dollars in goods and services are sold by live auction every year in the United States.  
Online or on the lawn, auctions continue to grow in popularity with consumers. Bidders enjoy the 
thrill of competition with an auction and the rush that comes with the chase for treasures. 
Auctions are one of the most effective and efficient means of turning assets into cash quickly.  
Most importantly, consumers come back to auctions time and time again because of the fun and 
entertainment. 

The National Auctioneers Association (NAA) and its members, encourage the public to enjoy 
Saturday, April 16 by attending an auction. To learn more about auctions, find an auction or 
auctioneer near you, visit NAAauction.com.

# # # 

About the National Auctioneers Association (NAA)
Headquartered in Overland Park, Kansas, the National Auctioneers Association (NAA) 
represents the interests of thousands of auctioneers in the United States, Canada and across 
the world. Founded in 1949, the mission of the NAA is to promote the auction method of 
marketing and enhance the professionalism of its members through education and technology. 
To learn more visit Auctioneers.org or NAAauction.com. 

Sample Press Release



APRIL 2011 AUCTIONEER     55WWW.AUCTIONEERS.ORG

National Auctioneers Day
April 16, 2011

A PROCLAMATION

WHEREAS, auctioneering is one of history’s oldest professions,

WHEREAS, auctions are the last bastion of the competitive free enterprise system;

WHEREAS, auctions continue to be the most effective means of establishing fair market 
value. No more. No less; 

WHEREAS, the auction industry today contributes approximately a quarter-trillion 
dollars in sales each year to the United States economy;

WHEREAS, auctioneers create a competitive marketplace and connect buyers with 
sellers wishing to sell their assets for the highest dollar value;

WHEREAS, the National Auctioneers Association and its members strive to advance 
the auction method of marketing and uphold the highest standards of professionalism in
serving the American public;

WHEREAS, auctioneers are proud business owners who support their communities;

WHEREAS, a National Auctioneers Day has been observed for more than 20 years by 
State and local governments and private organizations; 

WHEREAS, the designation of National Auctioneers Day by the [CITY/STATE] will 
heighten the awareness of the public of the contributions made by auctions and 
auctioneers to the history of our Nation and its economy;

NOW, THEREFORE, I, [OFFICIAL’S NAME and TITLE) do hereby proclaim Saturday 
April 16, 2011 as “National Auctioneers Day” and call upon the community and partner 
organizations to celebrate with appropriate ceremonies to acknowledge these efforts. 

Date:

Signature:

National Auctioneers Day Proclamation



56 APRIL 2011 AUCTIONEER WWW.AUCTIONEERS.ORG

 MEMBERSHIP APPLICATION

Please complete all four 
sections of this form.

To apply for membership in the NAA, choose one of these application methods:
 Complete this form with credit card information and fax to (913) 894-5281
 Complete this form and return with payment to: NAA Membership, 8880 Ballentine,
     Overland Park, KS 66214

MEMBERSHIP TYPES

 REGULAR
An active Auctioneer that subscribes to the NAA Code of Ethics and embraces the NAA Mission and Vision. 
Voting Member (Printed Materials)

 $300 (1 Year)
 $535 (2 Years)
 $725 (3 Years)

 ONLINE
Online member is an active Auctioneer receiving all correspondence through online and electronic formats. 
Voting Member (Digital Materials) $225

 AFFILIATE
Individuals who are not Auctioneers but who are involved in auction or auction-related business with the 
purpose to provide goods and services to Auctioneers and the public. Non-Voting Member (Printed Materials) $500

 ASSOCIATE
Employees of Active Members who are not Auctioneers. Auction-related professionals representing the real 
estate, fi nance and legal industries should apply for Associate membership. Non-Voting Member (Printed 
Materials)

$225

 MEMBER + SPOUSE
An Active member and his/her spouse or signifi cant other that subscribes to the NAA Code of ethics and 
embraces the NAA Mission and Vision. Includes Auxiliary membership for spouse for one year. Voting Member 
(Printed Materials)  Spouse’s Name (Must Complete): ________________________________________________

$450

OPTIONAL FEES

 NATIONAL AUCTIONEERS 
FOUNDATION DONATION

The National Auctioneers Foundation is the fundraising partner of the NAA. Funds promote the auction 
profession and industry. Donations are tax deductible. $50

 MEMBERSHIP NAA 
AUXILIARY*

The Auxiliary is a source for the promotion and advancement of the auction team. Membership is open to all 
members and spouses. One year membership per person. 
Self   Spouse*Auxiliary Member’s Name (Must Complete): _____________________________________

$25
per member

1 PLEASE CHECK ONE. Membership in NAA is open to individuals, not companies.

2 MEMBERSHIP INFORMATION (Please Print)

3 PAYMENT INFORMATION 

4 AUCTION SPECIALITIES
It is recommended that you indicate your specialities. This information is available on the 
NAA web site where the public can search by speciality. You may choose up to FIVE.

 $TOTAL AMOUNT DUE

___________________________________________________________________
First                 Middle                 Last

___________________________________________________________________
Nickname

___________________________________________________________________
Company Name

___________________________________________________________________
Address 

___________________________________________________________________
City           State      Zip

___________________________________________________________________
Phone    Fax

___________________________________________________________________
E-Mail    

___________________________________________________________________
Web Site
 Check here if you are a previous member or a member of a state association.
 Male   Female

Number of Years in Industry _______________  Year of Birth _________________

___________________________________________________________________
Name of auction school attended if applicable   

___________________________________________________________________
Referred By (Optional)

 Check Enclosed ($USD)      Credit/Debit Card      

________________________________________________________________
Credit Card #         Exp. Date (MM/YY)

________________________________________________________________
Card Holder Name (Print)

________________________________________________________________
Signature

 Antiques & Collectibles
 Appraisals
 Art & Galleries
 Auto & Motorcycles
 Bankruptcy
 Benefi t & Charity
 Boats & Water Sports
 Business  Liquidations & Offi  ce 
     Equipment
 Coins
 Collector Cars & Vintage Equipment
 Estate & Personal Property
 Farm, Ranch & Livestock

 Firearms
 Govt. Surplus Property & Seizures
 Heavy Equipment & Construction 
     Machinery
 Industrial & Manufacturing Equip.
 Intellectual Property
 Jewelry
 Real Estate, Commercial/Industrial
 Real Estate, Land
 Real Estate, Residential
 Off -Road & Recreational Vehicles
 Restaurant, Food & Spirits
 Trucks, Trailers & Transportation

By completing and submitting this form, I hereby make application for membership in the National Auctioneers Association. If accepted, I will abide by its laws, support its bylaws, support its objectives, comply with the NAA’s code of ethics and pay the 
established dues. — Contributions or gifts to National Auctioneers Association are not tax deductible as charitable contributions for income tax purposes. Upon submitting application, member agrees to abide by NAA Code of Ethics.

 Payment Plan
See Reverse

NAA Member Benefi t Highlights
NAA Member Services: (913) 541-8084 — Fax: (913) 894-5281
memberservices@auctioneers.org — www.auctioneers.org

NAA Payment Plan

Mission
To promote the professionalism of auctioneers and 
auctions through education and technology.

Vision
The National Auctioneers Association will unify and lead 
the auction and competitive bidding industries so they 
will be increasingly utilized as the preferred method of 
sale for personal and real property in all segments of the 
economy.

These are just a few of the outstanding 
benefi ts of NAA membership. For a 
complete list of member benefi ts, visit our 
website.

www.auctioneers.org

Be part of the National Auctioneers Association and stay 
on a budget when you choose the NAA Payment Plan, 
which allows you to spread your membership dues over 
three consecutive months.

Regular Membership ($300)
$100/month for three consecutive months

Online Membership ($225)
$75/month for three consecutive months

Member and Spouse Membership ($450)
$150/month for three consecutive months

PLEASE CHECK ONE - REQUIRED
 Payment by Credit Card: By checking this box, I 
understand the terms and conditions of the payment 
plan and authorize the NAA to automatically apply 
payment to my credit card on the 25th of each month 
(three consecutive months). 
Payment By Check: All payments by check must be 
received by the 25th of each month (three consecutive 
months). 

*Please Note: Failure to make three consecutive monthly 
payments will result in the cancellation of your NAA 
membership.

Return completed form to the National Auctioneers 
Association by email to accounting@auctioneers.org, fax 
to (913) 894-5281 or mail to 8880 Ballentine, Overland 
Park, KS 66214. 

IF EMAILING OR FAXING FORM, PLEASE MAKE SURE 
TO INCLUDE BOTH FRONT AND BACK PAGES.

NAAAuction.com                     
Built specifi cally for the consumer, 
this website provides the public with 
information and education about the 
profession and industry, and connects 
buyers and sellers with NAA Auctioneers 
and their auctions.

Constant Contact                    
NAA Auctioneers receive a discount 
when they use Constant Contact, an 
e-mail marketing provider. Communicate 
easily and effi  ciently with your clients, 
announce your next auction to everyone 
in your e-mail database list and save 
money! Get a 60-day free trial for up to 
100 e-mail addresses. After that, pre-pay 
and get a discount of up to 25% off ! Get 
started by visiting  
naa.constantcontact.com!

Auctioneer magazine                 
Stay tuned to current news and trends 
impacting the auction industry and 
profession. This full-color magazine is 
produced monthly for NAA members.

Auction E-News                  
Get up-to-date on events, education and 
news at the NAA with this free members-
only e-newsletter delivered to your inbox 
on the second and fourth Wednesday of 
each month.

Industry Insights                    
Free online seminars presented by 
industry professionals teach today’s 
business essentials to help you run your 
business more successfully.

Online Mentoring and 
Networking Forum                                 
Share information with fellow members 
and ask questions about the auction 
profession when you participate in the 
NAA’s members-only forum. Check back 
frequently as many topics are discussed 
on this very active forum. Call NAA 
Member Services at (913) 541-8084 or 
log on to www.auctioneers.org for more 
information.

NAA Education Institute                   
The NAA is dedicated to providing 
professional development opportunities 
for the auction industry. Members enjoy 
discounts on all educational events, 
seminars, designation and certifi cation 
programs. Designation programs include: 
CAI, AARE, ATS, BAS, CES, GPPA and 
MPPA. Learn more at www.auctioneers.
org or e-mail education@auctioneers.org. 

Buyers’ Guide                  
The NAA has collected information from 
those companies who have developed 
products and/or services with the 
auction company in mind at 
www.auctioneers.org.

Auction Calendar                  
Members can post their auctions for free 
on the exclusive NAA Auction Calendar 
hosted at www.NAAauction.com. 

NAA Credit Card Program
& Free Check Recovery                              
Save on processing rates when accepting
credit card payments from your sellers for
their purchases. 

NAA Knowledge Center                       
Watch or download previous Conference 
& Show educational seminars, past 
IAC competitions and other NAA 
educational sessions. Each month, NAA 
members have access to a free seminar 
from a previous Conference and Show. 
Individual, track or all-access passes are 
available.

Discounted Advertising Rates               
Reach your target buyers thanks to the 
NAA’s exclusive auction advertising 
programs. Receive discounted 
advertising rates with USA TODAY, 
Investor’s BusinessDaily,The Wall Street 
Journal and TheNetwork of City Business 
Journals. Other contracts available on 
request. 

Free Website Design & Hosting             
Members can individualize information
about their company and post auctions 
with their very own free website. This 
program also includes free web hosting 
when you pay just $9.95/year for the URL. 

Workers’ Compensation Insurance        
NAA off ers a deviated Workers’
Compensation insurance program
through the Blue Valley Insurance 
Agency. Premium prices vary by state 
and by payroll. 

NAA Insurance
(Health and E&O)                                       
The NAA is able to off er solutions that 
can provide you, your loved ones and 
your company with the right balance of 
care and service based on your personal 
preference, needs and budget. Programs 
available nationwide! 

Publications                   
“Waiting For the Hammer to Fall - A 
Guide for Auctioneers” and “Auction 
Law” by Kurt R. Bachman and Joshua 
A. Burkhardt provide legal guidance 
and up-to-date information on issues 
Auctioneers encounter in their course of 
business. 
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 MEMBERSHIP APPLICATION

Please complete all four 
sections of this form.

To apply for membership in the NAA, choose one of these application methods:
 Complete this form with credit card information and fax to (913) 894-5281
 Complete this form and return with payment to: NAA Membership, 8880 Ballentine,
     Overland Park, KS 66214

MEMBERSHIP TYPES

 REGULAR
An active Auctioneer that subscribes to the NAA Code of Ethics and embraces the NAA Mission and Vision. 
Voting Member (Printed Materials)

 $300 (1 Year)
 $535 (2 Years)
 $725 (3 Years)

 ONLINE
Online member is an active Auctioneer receiving all correspondence through online and electronic formats. 
Voting Member (Digital Materials) $225

 AFFILIATE
Individuals who are not Auctioneers but who are involved in auction or auction-related business with the 
purpose to provide goods and services to Auctioneers and the public. Non-Voting Member (Printed Materials) $500

 ASSOCIATE
Employees of Active Members who are not Auctioneers. Auction-related professionals representing the real 
estate, fi nance and legal industries should apply for Associate membership. Non-Voting Member (Printed 
Materials)

$225

 MEMBER + SPOUSE
An Active member and his/her spouse or signifi cant other that subscribes to the NAA Code of ethics and 
embraces the NAA Mission and Vision. Includes Auxiliary membership for spouse for one year. Voting Member 
(Printed Materials)  Spouse’s Name (Must Complete): ________________________________________________

$450

OPTIONAL FEES

 NATIONAL AUCTIONEERS 
FOUNDATION DONATION

The National Auctioneers Foundation is the fundraising partner of the NAA. Funds promote the auction 
profession and industry. Donations are tax deductible. $50

 MEMBERSHIP NAA 
AUXILIARY*

The Auxiliary is a source for the promotion and advancement of the auction team. Membership is open to all 
members and spouses. One year membership per person. 
Self   Spouse*Auxiliary Member’s Name (Must Complete): _____________________________________

$25
per member

1 PLEASE CHECK ONE. Membership in NAA is open to individuals, not companies.

2 MEMBERSHIP INFORMATION (Please Print)

3 PAYMENT INFORMATION 

4 AUCTION SPECIALITIES
It is recommended that you indicate your specialities. This information is available on the 
NAA web site where the public can search by speciality. You may choose up to FIVE.

 $TOTAL AMOUNT DUE

___________________________________________________________________
First                 Middle                 Last

___________________________________________________________________
Nickname

___________________________________________________________________
Company Name

___________________________________________________________________
Address 

___________________________________________________________________
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Credit Card #         Exp. Date (MM/YY)
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________________________________________________________________
Signature

 Antiques & Collectibles
 Appraisals
 Art & Galleries
 Auto & Motorcycles
 Bankruptcy
 Benefi t & Charity
 Boats & Water Sports
 Business  Liquidations & Offi  ce 
     Equipment
 Coins
 Collector Cars & Vintage Equipment
 Estate & Personal Property
 Farm, Ranch & Livestock

 Firearms
 Govt. Surplus Property & Seizures
 Heavy Equipment & Construction 
     Machinery
 Industrial & Manufacturing Equip.
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 Real Estate, Land
 Real Estate, Residential
 Off -Road & Recreational Vehicles
 Restaurant, Food & Spirits
 Trucks, Trailers & Transportation

By completing and submitting this form, I hereby make application for membership in the National Auctioneers Association. If accepted, I will abide by its laws, support its bylaws, support its objectives, comply with the NAA’s code of ethics and pay the 
established dues. — Contributions or gifts to National Auctioneers Association are not tax deductible as charitable contributions for income tax purposes. Upon submitting application, member agrees to abide by NAA Code of Ethics.
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auctions through education and technology.
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The National Auctioneers Association will unify and lead 
the auction and competitive bidding industries so they 
will be increasingly utilized as the preferred method of 
sale for personal and real property in all segments of the 
economy.

These are just a few of the outstanding 
benefi ts of NAA membership. For a 
complete list of member benefi ts, visit our 
website.

www.auctioneers.org

Be part of the National Auctioneers Association and stay 
on a budget when you choose the NAA Payment Plan, 
which allows you to spread your membership dues over 
three consecutive months.

Regular Membership ($300)
$100/month for three consecutive months

Online Membership ($225)
$75/month for three consecutive months

Member and Spouse Membership ($450)
$150/month for three consecutive months

PLEASE CHECK ONE - REQUIRED
 Payment by Credit Card: By checking this box, I 
understand the terms and conditions of the payment 
plan and authorize the NAA to automatically apply 
payment to my credit card on the 25th of each month 
(three consecutive months). 
Payment By Check: All payments by check must be 
received by the 25th of each month (three consecutive 
months). 

*Please Note: Failure to make three consecutive monthly 
payments will result in the cancellation of your NAA 
membership.

Return completed form to the National Auctioneers 
Association by email to accounting@auctioneers.org, fax 
to (913) 894-5281 or mail to 8880 Ballentine, Overland 
Park, KS 66214. 

IF EMAILING OR FAXING FORM, PLEASE MAKE SURE 
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NAA Auctioneers receive a discount 
when they use Constant Contact, an 
e-mail marketing provider. Communicate 
easily and effi  ciently with your clients, 
announce your next auction to everyone 
in your e-mail database list and save 
money! Get a 60-day free trial for up to 
100 e-mail addresses. After that, pre-pay 
and get a discount of up to 25% off ! Get 
started by visiting  
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Auctioneer magazine                 
Stay tuned to current news and trends 
impacting the auction industry and 
profession. This full-color magazine is 
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Get up-to-date on events, education and 
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only e-newsletter delivered to your inbox 
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Free online seminars presented by 
industry professionals teach today’s 
business essentials to help you run your 
business more successfully.

Online Mentoring and 
Networking Forum                                 
Share information with fellow members 
and ask questions about the auction 
profession when you participate in the 
NAA’s members-only forum. Check back 
frequently as many topics are discussed 
on this very active forum. Call NAA 
Member Services at (913) 541-8084 or 
log on to www.auctioneers.org for more 
information.

NAA Education Institute                   
The NAA is dedicated to providing 
professional development opportunities 
for the auction industry. Members enjoy 
discounts on all educational events, 
seminars, designation and certifi cation 
programs. Designation programs include: 
CAI, AARE, ATS, BAS, CES, GPPA and 
MPPA. Learn more at www.auctioneers.
org or e-mail education@auctioneers.org. 

Buyers’ Guide                  
The NAA has collected information from 
those companies who have developed 
products and/or services with the 
auction company in mind at 
www.auctioneers.org.

Auction Calendar                  
Members can post their auctions for free 
on the exclusive NAA Auction Calendar 
hosted at www.NAAauction.com. 

NAA Credit Card Program
& Free Check Recovery                              
Save on processing rates when accepting
credit card payments from your sellers for
their purchases. 

NAA Knowledge Center                       
Watch or download previous Conference 
& Show educational seminars, past 
IAC competitions and other NAA 
educational sessions. Each month, NAA 
members have access to a free seminar 
from a previous Conference and Show. 
Individual, track or all-access passes are 
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Discounted Advertising Rates               
Reach your target buyers thanks to the 
NAA’s exclusive auction advertising 
programs. Receive discounted 
advertising rates with USA TODAY, 
Investor’s BusinessDaily,The Wall Street 
Journal and TheNetwork of City Business 
Journals. Other contracts available on 
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Free Website Design & Hosting             
Members can individualize information
about their company and post auctions 
with their very own free website. This 
program also includes free web hosting 
when you pay just $9.95/year for the URL. 

Workers’ Compensation Insurance        
NAA off ers a deviated Workers’
Compensation insurance program
through the Blue Valley Insurance 
Agency. Premium prices vary by state 
and by payroll. 

NAA Insurance
(Health and E&O)                                       
The NAA is able to off er solutions that 
can provide you, your loved ones and 
your company with the right balance of 
care and service based on your personal 
preference, needs and budget. Programs 
available nationwide! 

Publications                   
“Waiting For the Hammer to Fall - A 
Guide for Auctioneers” and “Auction 
Law” by Kurt R. Bachman and Joshua 
A. Burkhardt provide legal guidance 
and up-to-date information on issues 
Auctioneers encounter in their course of 
business. 
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(913) 563-5426 
mavery@auctioneers.org

Education Coordinator
Lois Zielinski
(913) 563-5428 
lzielinski@auctioneers.org

NAA Board of Directors 2010-2011 

President
B. Mark Rogers, CAI, AARE
(336) 789-2926 x.109
bmrogers@rogersrealty.com

Vice President
Christie King, CAI, AARE, BAS
(256) 439-0113
cking@ckingbenefits.com

Treasurer
Kurt Kiefer
(218) 736-7000
kurtkiefer@aol.com

Past President
Scott Musser, CAI, BAS
(509) 545-3821
ssmusser@mbauction.com

Education Institute Chairwoman
Barbara Bonnette, CAI, AARE, GPPA
(318) 443-6614
barbara@bonnetteauctions.com

Hannes Combest, CAE
(913) 563-5423
hcombest@auctioneers.org

Directors

Terms expiring 2011
Randy S. Burdette, CAI, CES
(304) 445-2897
auctioneerrandy@gmail.com

J.J. Dower, CAI, AARE
(423) 569-7922
jjdower@highland.net

Dennis R. Jackson, CAI, AARE, CES
(317) 797-2117
jdjackson587@aol.com

Richard Shawn Terrel, CAI, AARE
(580) 747-6068
sterrel@unitedcountry.com

Terms expiring 2012
Merle D. Booker, CAI, GPPA
(509) 488-3331
merle@bookerauction.com

Robert W. Mayo, CAI, AARE, ATS
(816) 361-2600
robert@auctionbymayo.com

Harold R. Musser, CAI
(307) 587-2131
hrmusser@mbauction.com

Terms expiring 2013

Bryan Knox, CAI
(800) 662-5464
knoxauction@att.net

John Nicholls
(540) 898-0971
john@nichollsauction.com

NAF Representative
Benny Fisher, Jr., CAI
(954) 942-0917
benny@fisherauction.com  NAA Auxiliary Board of Trustees 2010-2011

President
Chuck Bohn, CAI, GPPA
(303) 680-1319
chbohn@aol.com

Vice President
Benny Fisher, Jr., CAI
(954) 942-0917
benny@fisherauction.com

Chairman of the Board
Rob Doyle, CAI, CES
(845) 635-3169
hikertwo@aol.com

Trustees

Terms expiring 2011
Marvin Henderson
(225) 686-2252
belinda@hendersonauctions.com

Dennis Kruse, CAI
(260) 927-9999
senatorkruse@gmail.com

Thomas Rowell, CAI, AARE
(229) 985-8388
trowell@rowellauctions.com

Terms expiring 2012
Sanford L. Alderfer, CAI, MPPA
(215) 393-3020
sandy@alderfercompany.com

Barbara Bonnette, CAI, AARE, GPPA
(318) 443-6614
barbara@bonnetteauctions.com

David G. Helmer, CAI, CES, GPPA
(734) 368-1733
dghelmer@verizon.net

Terms expiring 2013
Jack Hines, CAI, AARE, GPPA
(715) 273-3377
hinesauction@sbcglobal.net

Mike Jones, CAI, GPPA
(214) 906-5265
mikejones@unitedcountry.com

Chairwoman
Susan Hinson
(731) 267-5281
shinson@mindspring.com

Vice Chairwoman
Lori Jones
(972) 395-0049
info@texasauctionacademy.com

Secretary
Susan Holder
(336) 786-7905
susan@rogersrealty.com

Treasurer
Ramona King
(828) 684-4273/ (828) 684-6828
ramonaking@bellsouth.net

Past President
Deidre B. Rogers
(336) 789-2926 ext. 104
deidre@rogersrealty.com

Sheila Jackson
(765) 644-7544
sjackson1947@aol.com

Cindy Soltis-Stroud
(210) 380-1587
cindy.bluefox@gvtc.com

Kim Ward, BAS, CES
(630) 556-3648
kbward@mchsi.com

Randy Ruhter
(402) 463-8565
randy@ruhterauction.com

NAA Board Representatives

NAA Treasurer
Kurt Kiefer
(218) 736-7000
kurtkiefer@aol.com

Executive Director

Carol R. Jorgenson 
(913) 563-5427  
cjorgenson@auctioneers.org

Historian
Lucinda Terrel
(816) 873-0239
lrterrel@hotmail.com

Directors

(812) 360-6015

Hannes Combest, CAE 
(913) 563-5423 
hcombest@auctioneers.org

Terms expiring 2014
Marc Geyer, CAI, AARE, BAS, CES
(480) 422-6010
geyerma@gmail.com

David Whitley, CAI, CES
(970) 454-1010
david@whitleyauctions.com

NAA Board Representatives

NAA Vice President
Christie King, CAI, AARE, BAS
(256) 439-0113
cking@ckingbenefits.com

NAA Treasurer
Kurt Kiefer
(218) 736-7000
kurtkiefer@aol.com

Chairwoman
Barbara Bonnette, CAI, AARE, GPPA
(318) 443-6614
barbara@bonnetteauctions.com

Vice Chairman
Steve Hunt, CAI, AARE, GPPA
(970) 245-1185
steve@theauctionteam.com 

Trustees

Terms expiring 2011
Barbara Bonnette, CAI, AARE, GPPA
(318) 443-6614
barbara@bonnetteauctions.com

Mark Shear, CAI, AARE, CES, MPPA
(508) 753-3989
mshear@bermanauctions.com

Terms expiring 2012
Steven Hunt, CAI, AARE, GPPA
(970) 245-1185
steve@theauctionteam.com

Eugene Klingaman, CAI
(260) 244-7606
gene@schraderauction.com

Terms expiring 2013
Michael Fine, CAI, AARE
(312) 953-9534
michael@fineandcompany.com 

, CAI, ATS, CES
(785) 537-5057
aaron@auctioneertech.com

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 

Auctioneer encourage you to investigate companies before doing business with them. Fur-
thermore, 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

The magazine is published at the first of the month, with 10 printed issues and two online-only issues annually. Auctioneer is a means of ex-
changing ideas that will serve to promote the Auctioneer and the auction method of marketing. 

POSTMASTER: Send address changes to Auctioneer magazine (NAA), 8880 Ballentine St., Overland Park, KS 66214-1900.
Copyright © 2010 by the National Auctioneers Association. Materials may not be reproduced without permission.
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(913) 563-5421 

Presidential Appointee
Larry Latham
(702) 290-5500
larrylatham1@mac com
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new members

Arkansas

Cole Everett
Triple E Farms
P.O. Box 7237
Siloam Springs, AR 72761
ceverett@ompfoods.com
(479) 816-6243

Tyler James Payton
Central Arkanssas Auto Auction
P.O. Box 181
Wilburn, AR 72179
tyler@paytonaucto.com
(501) 270-0367

Arizona

Jaron Matthew Hooten
21411 W. Cloud Rd.
Wittmann, AZ 85361
jaronhooten@yahoo.com
602-768-6888

Michael Christopher Shost
Sierra Auction Management, Inc.
3570 Grand Ave. 
Phoenix, AZ 85019
www.sierraauction.com
Michael.Shost@sierraauction.com
(602) 242-7121 x122

California

Chad Aaron Carvey
San Francisco Charity Auctioneer
P.O. Box 1457
Mill Valley, CA 94942
chadvoyage@yahoo.com
(415) 246-9838

Colorado

Robert J. Andreoletti
4909 Oakland St
Denver, CO 80239
info@hotmail.com
(303) 373-1446

Esteban Ivon Romero
2631 Xaiver St
Denver, CO 80212
esteban.romero@cyburfuzion.com
(720) 413-1775

Florida

Eulalia S. Rodriguez
Moecker Auctions, Inc.
3616 N 29 Avenue 
Hollywood, FL 33020
www.moeckerauctions.com
erodriguez@moeckerauctions.com
(954) 252-2887

Brenda Campbell
Russell Johns Associates
1001 S Myrtle Ave. #7
Clearwater, FL 33756
bcampbell@russelljohns.com
(800) 237-9851 x 235

Douglas G. Dennison
Rowell Auctions Inc
230 Mayan Ter.
St. Augustine, FL 32080
www.rowellauctions.com
ddennison@rowellauctions.com
(904) 325-3020

Jerry L. Dunning
Dunning Realty & Auction Company
2011 S Florida Ave Ste 2
Lakeland, FL 33803
jerry12625@aol.com
(863) 619-8184

Ronald Benjamin Zigmund
Class Act Auctioneers, Inc.
306 Oakhill Court
Palm Harbor, FL 34683
ClassActAuctions.com
ron@classactauctions.com
(727) 686-6377

Illinois

Vance Laksetich
Tranzon Asset Advisors
P.O. Box 311
Breese, IL 62230
www.tranzon.com
vancel@tranzon.com
(618) 830-9091

Steven J. Sweeney
795 Copperhead
Pinckneyville, IL 62274
sweeney.steveandsandy@gmail.com
(618) 357-0157

Michael J. Toth
1032 Harmon Rd.
Harmon, IL 61042
dakotasking1012@yahoo.com
(630) 723-1311

Iowa

Daniel Walter Hubbard
Cornbelt Auctions
3520 Lafayette Road
Evansdale, IA 50707
www.cornbeltauctions.com
dan@centralstatescontracting.com
(319) 233-9258

Lonnie Dean Matthiesen
620 9th St
Sibley, IA 51249
lcm4@hickorytech.net
(712) 461-2389

Penelope J. O'Connor
442 Olympic Dr
Waterloo, IA 50701
www.penny.oconnor.com
penny.oconnor@uni.edu
(319) 610-1386

Welcome new members!
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Rob D. Reed
Reed Auction Service
P.O. Box 387
Ottumwa, IA 52501
wwww.reedauctionservice.com
rob@reedauctionservice.com
(641) 684-4993

Nick L. Schlichte
11183 Hickory Ave
Ireton, IA 51027
slick@iastate.edu
(712) 540-8002

Clint Colton Westphalen
Westphalen Auction Services
P.O. Box 471
Schleswig, IA 51461
cwestphalen@hotmail.com
(712) 269-4781

Kansas

Geo Sterling Eisele
Midwest Auctions
115 E Main
Independence, KS 67301
www.midwestauctionsks.com
midwestauctions@cableone.net
(620) 330-5200

Nick Holzrichter
H&H Auction Co., LLC
305 Wills Lane
Halstead, KS 67056
h.hauctions@gmail.com
(620) 804-2977

Thomas E. Olmsted
1458 Bison Rd.
Oketo, KS 66518
tepolmsted@msn.com
(970) 231-6107

John P. Rupp
J P Weigand & Sons Inc
150 N Market
Wichita, KS 67202
www.weigand.com
jruup@weigand.com
(316) 262-6400

Kentucky

Scott Allan Neal
C Roger Lewis Agency LLC
730 Short St
Morehead, KY 40351
allan076@yahoo.com
(606) 356-6587

Kimberly Daniel Bouchey
Thomas R Hunt Auctioneers
1306 Euclid Ave
Bowling Green, KY 42103
www.sellwithhunt.com
boucheycrew@yahoo.com
(270) 782-3285

Massachusettes

Ashley A. Ferris
9 Bradley Rd.
Salem, MA 01970
lily1989@aol.com
(978) 998-9371

Michigan

Rich R. Colby
A-OK Auctioneers
4017 Aurelius Rd.
Lansing, MI 48910
rcolbya-ok@g-mail.com
(517) 202-1380

Lynnae M. Osborne
Big Barn Auction Sales LLC
2626 W Gordonville Rd.
Midland, MI 48640
www.bigauctionsales.com
bigbarnauctionsales@gmail.com
(989) 600-6008

Tonja L. Walburn Dewald
Bee Green Online Auction Services
12315 Cleveland St Ste E
Muskegon, MI 49440
www.beegreenolas.com
twalburn@gmail.com
(616) 633-6043

Minnesota

Russell Hilk
1422 W. 26th Street
Minneapolis, MN 55405
russ@russhilk.com
(612) 940-8945

Justin Dean Larson
23302 Co Rd. 1 NW
Sunburg, MN 56289
(320) 220-0175

Neil Polstein
Polstein Law Offices, P.C.
527 Marquette Avenue #1800
Minneapolis, MN 55402
npolstein@gmail.com
(612) 332-8063

Missouri

Michael Andrew Cunningham
United Country Missouri 
Land & Home
1737 CR 1780
Cairo, MO 65239
www.molandauctions.com
cunninghamauction@cvalley.net
(660) 651-2288

Dale A. Delaporte
Delaporte Auctions
11969 Old 79
New London, MO 63459
2auction@railstech.com
(575) 248-7482

David A. Lang
1507 NW 79th Terr
Kansas City, MO 64118
dlangkc@yahoo.com
(816) 590-6345

June Marie Roithmeier
The Midwest Auctioneers LLC
604 E Ohio
Clinton, MO 64735
buyandsellwithjune@gmail.com
(660) 525-7110

Nebraska

Edgar J. Hicks
Cabildo Auctioneering
3325 S 119th St.
Omaha, NE 68144
ehicks@cfosystemsllc.com
(402) 699-0711

continued ▶
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New Jersey

Herb Atkins
Concepts 1 Auction House Inc
1125 Arnold Ave
Point Pleasant, NJ 08742
www.concepts1auction.com
info@concepts1auction.com
(732) 892-6040

David J. Jones
Jones Estate Cleanouts
P.O. Box 390
Budd Lake, NJ 07828
www.jonesestatecleanouts.com
davej@jonesestatecleanouts.com
(973) 426-1010

Tammy L. Jones
Jones Estate Cleanouts
P.O. Box 390
Budd Lake, NJ 07828
www.jonesestatecleanouts.com
tammyj71@optonline.net
(973) 426-1010

New Mexico

L Robert Jacques
Esell Auctions & Marketplace
2820 Richmond Dr NE
Albuquerque, NM 87107
www.esellauctions-
andmarketplace.com
e-sell4dollars@comcast.net
(505) 872-2811

New York

Raymond Villani
Bid On The City
226 Fifth Avenue
NY, NY 10001
www.BidOnTheCity.com
rayv@bidonthecity.com
(212) 832-9500 x308

Robert C. Bannister
1193 Pt Breeze Rd.
Kent, NY 14477
oakorchardangus@gmail.com
(585) 590-2390

Victor J. Feijoo
41 Prescott Pl
Old Bethpage, NY 11804
lavife@yahoo.com
(646) 578-2588

Col. Pete James
Chautaugua Transportation Services
P.O. Box 1100
Chautauqua, NY 14722
cts@lairpoint.net
(716) 269-7383

North Carolina

David M. Bailey
2345 Old Home Place Dr
Newton, NC 28658
rookiedmb@aol.com

Thomas H. Baker
1465 Neill's Creek Rd.
Lillington, NC 27546
thbaker5201@yahoo.com
(910) 814-2207

Karen A. Bernard
634 Cross Link Dr
Angier, NC 27501
karen.bettertomorrows@gmail.com
(919) 275-0048

Matthew C. Flora
10720 Edmundson Ave
Raleigh, NC 27614-6577
mflora1@ymail.com
(919) 890-5366

Buck Lattimore
Buck Lattimore & Associates
205 Ashton Hall Ln
Raleigh, NC 27609
bucklattimore@yahoo.com
(919) 630-0723

Robert L. Selleck
The Treasure Chest
P.O. Box 183
Lexington, NC 27293
selleckr@gmail.com
(336) 425-4418

North Dakota

Richard Allen Lande
Lande Auction Service
429 1st NW
Mayville, ND 58257
valande@hotmail.com
(701) 238-3780

Ohio

Daniel I. Mitchell
Mitchell's & Sons Auction Service
635 Cambridge St
Cumberland, OH 43732
dmitchellauctioneer@hotmail.com
(740) 638-2416

Oklahoma

Josh Bellamy
Encompass Auction
P.O. Box 243
Cherokee, OK 73728
www.encompassauction.com
josh.bellamy@encompassfsi.com
(580) 596-3838

Jeff L. Crissup
Wiggins Auctioneers
P.O. Box 122
Helena, OK 73741
www.wigginsauctioneers.com
jeffcrissup@pldi.net
(580) 541-9246

Wesley Dale Dotson
Lippard Auctioneeres
1102 W Broadway Ave
Enid, OK 73703
wesleydotson@hotmail.com
(580) 541-3799 (cell)

Oregon

Cindy Smith
Pioneer Auction Gallery
14650 SE Arista Dr.
Portland, OR 97267
www.pioneerauctiongallery.com
bidpioneer@aol.com
(503) 496-0303

Pennsylvania

Timothy C. Bennett
Joe R Pyle Complete Realty
& Auction Service
P.O. Box 291
Mount Morris, PA 15349
tim@bennettministries.com
(412) 613-6957
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Christian Saunders
2307 N. Washington Ave
Scranton, PA 18509
christiansaunders@hotmail.com
(570) 585-0614

Thomas Saveri
107 Main Street
Wellsboro, PA 16901
www.wellsboroparealestate.com/
tomsaveri@ucrepioneers.com
(570) 723-1600

South Dakota

Arlo Dale Jurrens
Jurrens Auction Service
48228 219th St
Elkton, SD 57026
dodgejurr@yahoo.com
(605) 695-8798

David Mark Omdahl
P.O. Box 88235
Sioux Falls, SD 57109
omdahl@sio.midco.net
(605) 360-5435

Tennessee

Ryan Wesley Bilbrey
Ayers Auction & Real Estate
19048 Alberta Ave
Oneida, TN 37841
www.ayersauctionrealty.com
ryanbilbrey@ayersauctionrealty.com
(423) 569-7922

Melissa Ann Henderson
Kellar Williams Realty & Auction
373 Seven Oaks Dr
Knoxville, TN 37922
www.auctionknoxville.com
missy@auctionknoxville.com
(865) 216-8444

Jeff T. Phifer
Century 21 Great Start 
Realty & Auction
713 Danville Rd.
Big Sandy, TN 38221
jeff.phifer@century21.com
(731) 441-9779

Lynn Russell Stocstill
Russell Realty
130 Woodside Ave
Lewisburg, TN 37091
www.russelrealtytn.com
lynn@russellrealtytn.com
(931) 359-9393

Texas

Ira H. Chenkin
Ira H Chenkin Law Firm
440 Louisiana Ste 800
Houston, TX 77002
www.irachenkin.com
bestlawyerintheworld@me.com
(713) 224-7472

Virginia

David Powell Boush
Woltz & Associates
23 Franklin Rd.
Roanoke, VA 24011
www.woltz.com
david@woltz.com
(540) 342-3560

Gordon Ralph Metz III
Pinecrest Equipment Sales Inc
925 Muddy Fork Rd.
Martinsville, VA 24112
www.pinecrestequipment.com
tmetz@hotmail.com
(276) 632-8567

Wisconsin

Robert W. Butler II
3204 Spruce Court
Janesville, WI 53546
rwbii@att.net
(608) 449-6500

Bryant D. Gill
Gill & Company
29770 St Hwy 81 E
Platteville, WI 53818
gillbryant@yahoo.com
(608) 642-6121

Travis J. Helms
P.O. Rd. Box 325
La Valle, WI 53941
helmslakelodge@aol.com
(262) 305-7168

Jason Leo Klug
1055 East St #201
Fort Atkinson, WI 53538
jdimports7@yahoo.com
(330) 978-3086

Brian L. Pickett
108 E Milwaukee St
Argyle, WI 53504
btiny@hotmail.com
(608) 543-3029

Wyoming

Karla S. Vinson
Auctioneering Unlimited
6403 W Yellowstone
Casper, WY 82604
(307) 266-6179

Canada

Ontario

Jeffrey B. Lillycrop
Century Services Inc.
10 Directors Ct, Ste 203
Vaughan, ON L4L738
www.centuryservices.com
jillycrop@centuryservices.com
(647) 204-7318

South Africa

Cape Town

James Bruce Thorburn
Property Auction Online
Unit 1 Tifosa Park
Bell Crescent, cape town 
www.propertyauctiononline.co.za
info@auctionprop.co.za
011-21-86-172-2327

continued ▶
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“Why I joined the NAA”

New members section compiled 

  Brandi McGrath

"I joined the NAA to gain new knowl-
edge and a better understanding for 
auctions through workshops, seminars 
and networking. I am currently an 
auctions coordinator with Moecker 
Auctions Inc. I greatly enjoy the vibe 
of live auctions, the different types of 
buyers that attend and the experience I 
have gained. I believe joining the NAA 
will make it an easier and fulfilling 

transition from coordinator to Auctioneer, which I plan to 
become in the near future.”

Eulalia Rodriguez
Moecker Auctions Inc.
Hollywood, Fla.

“I am a new apprentice Auctioneer in 
Tennessee. I have worked as a real estate 
agent and as the marketing coordinator 
and clerk for Keller Williams Realty 
& Auction in Knoxville, Tenn., for 
the past two years. I love the auction 
business. It is fun, flexible and ever 
changing. You can never get bored with 
what you do. I feel being a part of the 
NAA brings a respect to your business. 

Having a code of ethics is important in any business, and I 
am very happy to be a part of the NAA and everything the 
organization represents.” 

Missy Henderson
Keller Williams Realty & Auction
Knoxville, Tenn.

“As a full-time public school principal, 
charity auctions have been a fascinating 
and exciting side job for me. Finding 
NAA was the perfect next step in my 
education. I am especially enjoying the 
NAA Discussion Boards/Forums, and 
the access to experienced and highly 
skilled Auctioneers from which to learn. 
I also cannot wait to take some of the 
seminars and classes offered via NAA. 

If you need a charity Auctioneer in the San Francisco Bay area, 
or a hard-working flagman, please give me a call.”

Chad Carvey
San Francisco Charity Auctioneer
Mill Valley, Calif.

“While attending the recent Okla-
homa State Auctioneers Association an-
nual meeting, I was privileged to hear 
a presentation for the NAA by Christie 
King (CAI, AARE, BAS, of C. King 
Benefit Auction, LLC, Gadsden, Ala.). 
That presentation convinced me that I 
was missing many of the opportunities 
available through the NAA, including 
networking, education and promotion, 

that would further my profession.”

Wes Dotson
Lippard Auctioneers
Enid, Okla.

“I have wanted to join the NAA for 
some time now. I got involved with the 
industry roughly two years ago and fell 
in love with auctions. As I got more 
involved with the process, I realized 
how boundless auctions truly are. By 
that I mean how many aspects of the 
human experience they affect, and 
when done right, stimulate. What also 
became obvious to me was that the 

people I admire and respect in the business have at least one 
thing in common: they are all NAA Members. I have been 
blessed that right from the start my mentors and colleagues not 
only have a love for industry but also a desire to bring it to the 
next level, to make auctions more effective, more interesting 
and more fun. It has been in the combining of auctions and 
technology that I found my niche. I have leveraged my degrees 
and experience in software engineering and IT management 
to position myself on the leading edge of what I consider to be 
the most interesting field in the world. It is my hope that the 
relationships I create as an NAA member will allow me to 
further my understanding, broaden my perspective, add a new 
dimension to something I already love doing.”

Michael Shost
Sierra Auction Management Inc.
Phoenix

Rodriguez

Henderson

Carvey

Dotson

Shost

NAA members are eligible to receive a free website through our partner-
ship with AuctionZip.com. Members receive a two-page website and 
domain registration fee for the low price of $9.95 per year.

With our partnership you can...
•  Develop and design your new website
•  Transfer your existing domain to your new website
•  Post your auctions on your site which routes to AuctionZip.com and the NAA’s Auction Calendar

Designing is easy!
Once you have registered your web address, AuctionZip.com will walk you through the process of 
choosing your website’s look with one of eight standard templates. Each site contains two pages.
•  Home page
 Your home page includes your contact information, and interactive Quick Poll, etc.
•  Auction Calendar
 The second page is an auction calendar where you can advertise your upcoming sales. You  
 have the abillity to upload unlimited photos. Once you post your auctions to your personal  
 website, they will appear on AuctionZip.com and the NAA Auction Calendar.

Your savings!
Some companies charge as much as $55 per month for website hosting. The NAA and AuctionZip.com 
have waived the monthly hosting fees. That saves you $660 EVERY YEAR!

Keep your website for as long as you are an NAA member, add features to your online presentation 
(such as image galleries, document loader or PDFs through AuctionZip.com), or choose another host-
ing company. You will only incur extra charges if you upgrade your services or move your website.

Questions? Please contact:
AuctionZip.com at (814) 623-5059 or feedback@auctionzip.com
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Some companies charge as much as $55 per month for website hosting. The NAA and AuctionZip.com 
have waived the monthly hosting fees. That saves you $660 EVERY YEAR!

Keep your website for as long as you are an NAA member, add features to your online presentation 
(such as image galleries, document loader or PDFs through AuctionZip.com), or choose another host-
ing company. You will only incur extra charges if you upgrade your services or move your website.

Questions? Please contact:
AuctionZip.com at (814) 623-5059 or feedback@auctionzip.com
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Nineteen students graduated from Continental Auctioneers School in February. Photo 

courtesy Continental Auctioneers School

Twenty-four students graduated from the Auction School of Real Estate in February. 

Photo courtesy Continental Auctioneers School

Twelve students from three states graduated from Southeastern School of Auctioneer-

ing in February. Photo courtesy Southeastern School of Auctioneering
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Need Peace of Mind?

Comprehensive & Continual Training | Innovative Marketing | Unlimited Networking Opportunities | Cutting-Edge Technology
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When you’re doing everything on your own, it can put quite a load on your mind. Even the most intelligent and 
hard-working auctioneer can start to feel overwhelmed by the pressures of the job. United Country Auction 
Services lowers your stress level and eases your mind by providing top-quality support across a broad range of 
areas. Why divide your mind and your attention? Put United Country to work for you.

For more information or to explore the availability of 
franchise opportunities in your market, call

 1-800-444-5044 or 
Visit www.UCAuctionServices.com
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