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NEWS FROM THE PRESIDENT

Can you feel it?!

Thomas W. Saturley
CAl, NAA President

National Auctioneers
Association President
Thomas W. Saturley,
CAl, joined NAA in 1991.
He served two terms
on the NAA Board of
Directors as Presidential
Appointee before
being elected as Vice
President in 2013. Prior
to that, Saturley served
one term as a Director
beginning in 2002, and
was awarded the NAA
President’s Award of
Distinction in 2003.
Also, he served on the
Board of Governors for
the Auction Marketing
Institute.

Saturley is President

of both the NAA

and Tranzon Auction
Properties. He has an
extensive background in
law, real estate, auction
marketing and business
management. He makes
his home in Portland,
Maine, with his family.
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The 65th International Auctioneers Conference
and Show was a smashing success! Obviously,
this doesn’t just happen. It takes the dedication
of many volunteers to create the content of our
educational program and to staff the various
events. It takes the phenomenal effort and
energy of the Kentucky Auctioneers Association
for hosting such a great week. It takes a superb
professional staff who believe in excellence. But
mostly, it is due to you — the members — who
attended the event and made it the success it was!

More than once I heard “the attitude around this
place is different” People were happy; they were
sharing success stories. The Welcome Party set
the stage with a great event — never have I seen
so many colorful hats as I did at Churchill Downs.
And, the feeling continued through the week.

It carried through an exciting appeal for the
Foundation, conducted professionally by
Auctioneers who are trained and educated to get
results (and we did — more than $50,000 was
donated to the Foundation!). It carried over to an
exciting keynote speech given by Garrison Wynn,
who showed us the secrets to success (albeit at my
expense).

That same feeling started the Annual Business
Meeting, when six candidates vied for three
positions. How great is it to know that so many
people care about the NAA that they were
willing to put their egos and reputations on the
line during this election. Three great candidates
were elected, and we are fortunate to have them
represent us. Three great candidates were not
elected, but their reputations only grew as we
watched each of them reach out in continued
support for the Association that they love. What
an amazing feeling.

And, the feeling definitely carried over to the
President’s Gala and Hall of Fame Ceremony. The
evening began with a new tradition of having

all the past presidents in attendance pass the
ceremonial gavel hand to hand until Paul C. Behr
passed it to me. Knowing the years of experience
that those men and woman gave to the NAA gave
me a great feeling! The Hall of Fame inductions
were magnificent, leaving not a dry eye in the
house, and the IAC once again proved why it is the
world’s premier Auctioneer championship.
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I didn’t get a chance to attend everything the
week offered because of the meetings I had.
However, I can tell you what I heard about the
trade show was extremely positive — vendors
helping Auctioneers; and, what I heard about the
education was extremely positive — Auctioneers
helping Auctioneers!

More than 25 percent of our entire membership
attended this event, and I think I speak for all of
us in attendance when I say we came away excited
about NAA and its future.

So, now I am back to reality as I wind my way
through Connecticut with my 17-year-old
daughter, Hannah, as my capable driver (you
should all be so lucky). I think about what this
week meant and what we need to do to make
sure that when we gather together in Addison
next July we will have even more excitement and
celebration!

As I noted in my presentation at the Annual
Business Meeting and at the President’s Gala,
thanks to the tremendous work accomplished
by my predecessors, my goals are to advance
those strategic initiatives that have been so
carefully deliberated. I want to continue the
implementation of NAAs multiyear business
plan — Pathways to 2020. The previous Board
has talked about the need to be more proactive
on our advocacy efforts, and this year’s Board
will continue the discussion and put a priority
ranking on it. That’s the way we do things now
— as a team, with members’ needs in the front,
advancing our vision of ensuring NAA members
are the preferred auction professional used in the
marketplace.

With this in mind, I look forward to ensuring the
next time we get together, we will be experiencing
the same kind of success we did in Louisville.
This auction family is important to me, and you
deserve it!

So, hopefully, next year when I ask, “Can you feel

it?” you will be able to continue to answer with a
resounding “YES WE CAN!” «

Quanan 0. ;’%
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The 2014-15 NAA Board of Directors (from L-R): (front row) Joseph Mast (CAl), Director; Hannes Combest (CAE), Chief
Executive Officer; Spanky Assiter (CAIl, AARE), Vice President; Tom Saturley (CAl), President; Paul C. Behr (CAIl, BAS), Past
President; Chris Pracht (CAI, AARE, CES), Treasurer; (back row) Scott Shuman (CAIl); Tim Mast (CAI, AARE), Director; Larry
Theurer (CAIl, GPPA), Foundation representative; David Whitley (CAIl, CES), Director; Will McLemore (CAI) - Chair of Educa-
tion Institute Trustees; James Devin Ford (CAI, CES) - Director. (Not pictured: Terri Walker (CAIl, BAS, CES) - Director)

NAA Board discusses
measuring progress

easuring progress on how NAA is advancing

toward its vision statement of ensuring

NAA members are the preferred auction

professionals used in the marketplace was a
common theme of the results from a self-assessment done by
the Board of Directors. The Board discussed those findings
at its July 8 meeting prior to the International Auctioneers
Conference and Show.

The Board spent much of the one-day meeting discussing the
self-assessment results as part of the plan in developing an
exceptional board.

Chief Executive Officer Hannes Combest, CAE, told the Board
that the American Society of Association Executives has
research that indicates that having a high-functioning Board of
Directors leads to a high-quality organization. As a result, Past
Presidents Mark Rogers and Christie King initiated a plan that
would lead to improving the Board’s experiences.

Board members now engage in a thorough orientation process and
participate in an annual strategic planning meeting. Pathways to
2020, the Board's multiyear business plan, ensures that the priorities
set by the Board directly contribute to the success of the vision.

Auctioneer www.auctioneers.org

This is the first assessment the Board participated in, and several
key areas of improvement have been documented. The Board
will continue to research these improvements and will discuss
them in more detail at its strategic planning meeting in August.

The Board reviewed and discussed several projects that

are being conducted as outlined in Pathways to 2020. Staft
provided a plan for a website that contains content for
consumers and for NAA members. The website will have
improved search abilities and analytics. It also will be search
engine optimized as well as mobile optimized and allow NAA
staff to control and revise content on a regular basis.

The first phase of the website is expected to be available by the
end of 2014.

Staff is working with results from a survey conducted in May
through Auction E-News about what is most important to NAA
members. In addition, a member task group is assisting with
this effort. Members of the task group include: Brian Bendele;
Janine Huisman, CAI, ATS, BAS, GPPA; Bill Menish, CAI,
AARE, BAS; Justin Ochs, CAI J. T. Rowell, AARE, GPPA; and
Emily Wears, ATS, BAS.
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The second project that the Board discussed is the NAA e I ect i o n resu Its

development of a data collection plan. McKinley
Advisors, a consulting firm that specializes in
identifying the data needs of associations, conducted
four focus groups while at Conference and Show. A
preliminary report will be available to the Board at its
August strategic planning meeting. The consulting firm

is working with a member task group on this project. In addition, Tim Mast, CAI, AARE, and David Whitley, CAI, CES, were

Members of this group include: Scott Shuman, CAI elected to serve three-year terms to the NAA Board of Directors.
(Chair); Kurt Aumann, CAI, ATS; Rich Schur, CAI,

Spanky Assiter, CAI, AARE, was elected to serve one term as NAA Vice
President at the Annual Business Meeting on Thursday, July 10, 2014, at
the Galt House Hotel in Louisville.

BAS, MPPA; David Warren; and David Whitley, CAI, According to Jay Nitz, CAI, GPPA, chairman of the election committee,

CES. 500 ballots were handed out on site. Of those, 486 were valid and counted,
and 14 were invalid ballots because of incorrect marks or the wrong ballot

Other items from the agenda included: reviewing the was submitted. Also, 415 absentee ballots were submitted to the NAA office

Board’s conference responsibilities and recognizing by the published deadline. Of those, 358 were valid and counted; 57 were

departing Board members — Past President J. ]. Dower, deemed illegal or invalid.

CAIL AARE, ATS; Director Jimmie Dean Coffey, CAI,

AARE, ATS, BAS, CES, MPPA; Director Rich Schur, In addition to the election results, the members affirmed the election of

CAI BAS, MPPA; David Whitley, CAI, CES (as chair Thomas W. Saturley, CAI, as President for the Board in 2014-15.

of the Education Institute Trustees); Tommy Rowell,
CAI, AARE (as chair of the National Auctioneers
Foundation Board of Trustees); and Presidential
appointee Charlotte Pyle. ¢

A complete draft of the Annual Business Meeting outcomes will be
available soon on auctioneers.org.
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‘ i We can continue the greatness

?‘( [NAA leaders] have created.”

— Tom Saturley, NAA President
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Tom
Saturley

views his NAA
presidency as
an opportunity
to help ensure
the organization
continues on the
successful path
previous leaders
carved.

“The individuals who have served in the
leadership of the NAA prior to me have
done a remarkable job of understanding
the role of the association and helping
to make sure the association is

fundamentally strong to fulfill that role;
Saturley says.

Saturley, CAI stepped into the
president’s role last month at the
NAA Annual International Auctioneers
Conference & Show, in Louisville,
Kentucky, to serve as the 2014-15
President. Saturley also is President
of Tranzon Auction Properties, and
he previously served on the Board of
Governors of the Auction Marketing
Institute. He spent this past year as
NAA Vice President.

He commends NAA Past Presidents,
including: B. Mark Rogers, CAI, AARE;
Christie King, CAI, AARE, BAS; J.J.
Dower, CAI, AARE, ATS; and Paul

C. Behr, CAI BAS; for listening to

www.auctioneers.org — Auctioneer AUGUST 2014 9
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recommendations from NAA members, including those
serving on the Vision 2015 Task Force.

“Recent leaders have executed on the vision of our members
to make our organization stronger and more responsive

not only to the current needs of the membership, but as
importantly, our leaders have looked to the future to ensure
success continues,” Saturley says. “I am very proud to follow
in these leaders’ footsteps and grab the torch they passed me.
In following their lead, we can continue the greatness they’ve
created”

Saturley has worked with NAA leadership to identify the
organization’s three-fold role within the auction industry,
and he’s committed to supporting those goals as President.
Those organizational functions include:

Education

The NAA Auction Institute, Saturley says, has “worked
tirelessly to not only improve the education we offer, but
also to expand on those offerings to speak to the future
generations of our profession.”

Advocacy

The NAA’s partnership with the National Auto Auction
Association, as well as NAA members’ dialogue with state
and federal legislators, plays an important role in shaping the
future.

Auctioneer www.auctioneers.org

“We need decision makers to understand the importance of
the Auctioneer’s role in our economic society,” Saturley says.

Promotion

“Due to the great past work of the NAA leadership, the
organization is financially sound, which puts us in a position
to do some creative, pragmatic, promotional activities that
will not only let our clients, but also future customers,
understand the important role that Auctioneers play in
today’s society, he says.

Saturley believes he is taking the NAA helm at a time when
the auction industry is strong — and growing stronger. He
attributes the positive state of the industry largely to the
unique skills of auction professionals.

“We understand the need to be problem solvers, and we

are equipped to use the tools available to efficiently solve

the problem,” he says. “Right now in society, we are seeing
significant shifts in people’s expectations and needs, and that
requires creativity and the ability to see beyond the obvious.
Those are the skill sets we have”

As NAA President, Saturley says he will strive to ensure the
industry continues to strengthen with time.

“The NAA exists to prepare the auction professional for
success, he says. %

e
I y

w President Tom Saturley greets every NAA Past
resident that attended Conference and Show after
hey handed him the ceremonial gavel in Louisville.
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Family man

Following his parents’ example, new NAA President

Tom Saturley has made his family his focus.

By Nancy Hull Rigdon

“Family is my hobby,”
says NAA President
Tom Saturley, shown
above with his wife,
Ellie Baker, and
youngest daughter,
Hannah. His oldest
daughter, Samantha
(inset: with husband
Brendan and oldest

son Liam; not pictured:

newly arrived son
Graham), is a third-

generation Auctioneer.

Auctioneer

s the son of an Auctioneer, Tom
Saturley viewed life through an

optimistic lens at a young age.

“Growing up around Auctioneers, it was
instilled in me that you tackle everything,
both in business and life, with can-do,”
Saturley says. “That outlook has helped me
develop into the person that I am today.

Expect Saturley, CAI to carry that core value
into his role as 2014-15 NAA President.

Saturley, who lives in Maine, spent his
childhood in New Hampshire, where his
parents settled after his father returned from
World War II. His father worked in the oil

www.auctioneers.org

business in the winter and spent summers
auctioning surplus items.

“I learned at an early age the appropriate way
to hold up a used item in a way that had the
feel of an heirloom,” Saturley says.

Saturley is President of Tranzon Auction
Properties and also works as a realtor. Prior to
joining the auction industry, he had careers in
banking and law. He's a former Maine Assistant
Attorney General and was also an attorney in
private practice.

His upbringing made law a natural fit.

“I grew up in a family where academia and



debate were essential for survival, and politics was a
subject at the dinner table,” he says.

His familiarity with the auction industry eventually led to
the formation of Tranzon, an association of independent,
regional firms offering coordinated national auction and
marketing services for the sale of real estate and business
assets. The company has principal offices in Maine,
Massachusetts and western New York.

Saturley embraces the winding professional path he’s
traveled.

“I feel grateful to live in a great country where there is no
script that must be followed,” he says. “You may not know
where the path is going to go, but that’s the fun of it

Saturley’s wife, Ellie Baker, is the managing principal

of Baker Newman Noyes, a New England accounting
firm. Together, Ellie and Tom have raised two daughters,
and they reside in Cape Elizabeth, Maine — a small
community on the ocean.

The couple’s oldest daughter, Samantha Saturley Kelly,
CAL is a third-generation Auctioneer and Tranzon
regional manager. She and her husband, Brendan Kelly,
have two young children, Liam and Graham. Saturley’s
youngest daughter, Hannabh, is entering her senior year of
high school. She plays soccer, is working toward her pilot
license and spent the summer interning at Tranzon.

“Both of our daughters are very ambitious young
women,” Saturley says.

While he and his wife enjoy golfing, hitting the course
isn’t his top pastime.

“Family is my hobby,” he says.

The focus on family is something he modeled after his
parents’ lifestyle and hopes to pass on to his children and
grandchildren.

“My parents were always busy, but yet they showed me
that family is the core and most important ingredient to
a successful life;” he says.

Saturley has always felt a responsibility to make a
difference in society. As a result, he’s been involved in

various political campaigns and charitable organizations.
He currently serves as Board Chairman of the
Opportunity Alliance — a Maine organization comprised
of nearly 50 programs serving those in need.

Saturley emphasizes that his personal, professional and
civic commitments wouldn’t be possible without the
Tranzon staff.

“I have been fortunate enough to attract very talented,
passionate and loyal associates,” he says. “Our staff of
auction professionals have all been members of the
Tranzon Auction Properties team for periods of time
stretching from our newest member of one year to
several that have been an integral part in excess of 20
years.”

He views his work with the NAA as a way to give back

to an organization that has played a significant role in

his life, both professionally and personally. The NAA, he
says, has armed him with education that’s allowed him to
grow his business, and he’s appreciative of the many NAA
members who have shown him with transparency how to
improve professionally.

Above all, Saturley says the NAA has made him a better
person.

“The NAA has helped me to grow in character, and that’s
because it is an association with wonderful people,” he
says. %

“My parents were
always busy, but yet
they showed me that
family is the core,
and the most
important,
ingredient to a
successful life.”

www.auctioneers.org — Auctioneer
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Kurt Bachman
Attorney and licensed
Auctioneer from
LaGrange, Ind.

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

Kurt R. Bachman and
Beers Mallers Backs &
Salin LLP appreciate
the opportunity to re-
view and answer legal
questions that will be
of interest to Auction-
eers. 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 situa-
tions or problems. Kurt
R. Bachman and Beers
Mallers Backs & Salin
LLP do not intend to
create an attorney-cli-
ent relationship by of-
fering this information,
and anyone’s review of
the information shall
not be deemed to cre-
ate such a relationship.
You should consult a
lawyer if you have a
legal matter requiring
attention. Kurt R. Bach-
man and Beers Mallers
Backs & Salin LLP also
advise that any infor-
mation you send to
Auctioneer shall not
be deemed secure or
confidential. Please
visit one of our offices
to ensure complete
confidentiality.
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Of liquidity
and absolutes

Question: Are there any issues that Auctioneers need to be aware of
when liquidating a business’s inventory, machinery and real property at

an absolute auction?

Answer: Yes, there are several important issues to consider. In some instances, the
business seeking to liquidate is usually anxious to do so in order to satisfy aggressive
creditors. But, Auctioneers should not rush this type of matter. There are several pitfalls
and land mines that have to be avoided. Some of the assets of a business may have been

pledged as collateral for a loan, for example.

Before agreeing to sell a company’s assets at an
absolute auction, Auctioneers should ask questions
to determine which items are subject to a security
interest. Failure to acknowledge a creditor’s rights
to certain property could expose the business, and
potentially the Auctioneer, to liability if an asset is
sold that is subject to a security interest.

Before an Auctioneer dives into liquidating the
assets of a business, he or she must understand
some general terms and concepts. The term “secu-
rity interest” means that the business pledged its
interests in specific assets as collateral to a lender in
order to obtain a loan. The person or entity given
the security interest is defined as the “secured party”
A “security agreement” is the document executed by
the debtor (the business) granting a security interest
to the secured party. A security interest that has
attached will generally prevail over a creditor using
judicial process to obtain a lien on the collateral if it
is properly “perfected”

When a security interest is “perfected” it means that
the secured party took some action to put every-
one on notice of its interest in the collateral. These
actions could be, for example, recording a properly
executed mortgage agreement with the county
recorder, filing a UCC financing statement with

the Secretary of State, or taking possession of the
collateral. The steps required to perfect the security
interest for the secured party depends, in part, on
the type of asset pledged.

www.auctioneers.org

An Auctioneer does not need to be an expert on
secured transactions, but should have some general
knowledge of the area before agreeing to liqui-

date the assets of a business. Generally, before the
liquidation the business (or Auctioneer as its agent)
should give notice to the creditors of the business
that the sale will take place. The business owners
should provide the Auctioneer with the name and
addresses of its various creditors.

In addition, an Auctioneer may learn of some
creditors by doing some due diligence (i.e., title
search, obtaining certificates of titles, UCC search,
etc.). There usually will be several types of creditors
involved in a liquidation, including secured cred-
itors, unsecured creditors and judgment credi-
tors. There could also be claims from the Internal
Revenue Service for unpaid taxes or tax claims from
a particular state. There could even be multiple
creditors with security interests in the same col-
lateral. The important step here is to gather infor-
mation to find out who needs to be involved in the
liquidation.

What usually happens is all of the creditors contact
the Auctioneer and demand to be paid first from the
proceeds of the sale. But, everyone certainly cannot
be paid first. The Auctioneer, usually with the help
of a licensed attorney, then reviews and analyzes the
various claims. There should be some discussion
with the various creditors regarding their priority
and when they are likely to be paid. Secured credi-
tors generally are paid before unsecured creditors.
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But, where do judgment creditors fit in? What about the federal or
state tax claims? After all of the claims are analyzed, the business and
Auctioneer have to create a plan for marketing the assets and how
the proceeds will be distributed.

If any assets are subject to a security interest, then the Auctioneer will

need to make arrangements with the secured party in order to sell the

collateral. The secured creditor will usually require the collateral to be

sold with a reserve in order to protect its interest. Auctioneers need

to get a written commitment from secured creditors. Will the secured

party agree to the sale of the collateral with a reserve? Will the secured
party agree to the sale of the collateral without a reserve?

If there is no agreement with the secured party and the collateral

is sold at an absolute auction for significantly less than the collat-
eral is worth, the secured creditor may refuse to release its lien. If
the secured creditor agrees to an absolute auction, it should sign a
written agreement acknowledging the risk and committing to release
its lien. If an Auctioneer cannot reach an agreement with the secured
party to sell the property with or without a reserve, the best option
may be for that secured party’s collateral to be excluded from the
sale. Secured creditors have certain rights to their collateral and an
Auctioneer must exercise caution when dealing with them.

Auctioneers who agree to liquidate all of a business’s assets with-
out determining whether there are any security interests or mak-
ing arrangements with the secured party may be liable to secured
creditors for selling such assets. The business may have violated the
security agreement by selling the property without the secured par-
ty’s consent. In addition, buyers may have claims against sellers and
Auctioneers for damages. If the buyer does not receive good title for
assets purchased, he or she could sue for breach of contract or fraud.

This is a brief overview of some of the issues involved with the
liquidation of a business. There are several other important issues
that may have to be addressed. The Auctioneer should as part of his
or her due diligence verify that the seller owns the property to be
sold. The Auctioneer should verify that the appropriate individuals
are signing the auction contract to bind the business and any other
seller. In addition, secured creditors may want to credit bid on their
collateral.

Auctioneers must exercise caution with liquidations. The auction
contracts should require the seller to identify all secured creditors,
judgment creditors and tax creditors. If a business asks that the sale
be absolute, then the auction contract should state that the sale is
contingent upon the consent of the secured and other key creditors.
If the secured parties do not consent, then the sale should be with

a reserve that protects the secured party or the collateral excluded
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from the sale. Auctioneers generally should not sell assets which are
subject to a secured party’s security interest at an absolute auction.
To do so opens the sale to all types of issues and invites litigation. <

DISCLAIMER:

Kurt R. Bachman and Beers Mallers Backs ¢ Salin, LLP, appreciate the
opportunity to review and answer legal questions that will be of interest
to Auctioneers. The answers to these questions are designed to provide
information of general interest to the public and are not intended to offer
legal advice about specific situations or problems. Kurt R. Bachman and
Beers Mallers Backs & Salin, LLP, do not intend to create an attorney-
client relationship by offering this information, and anyone’s review of
the information shall not be deemed to create such a relationship. You
should consult a lawyer if you have a legal matter requiring attention.

Kurt R. Bachman and Beers Mallers Backs ¢ Salin, LLP, also advise
that any information you send to Auctioneer shall not be deemed
secure or confidential. Please visit one of our offices to ensure complete
confidentiality.
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Baseball in August

To win big you have to persevere.

By Carl Carter, APR

Carl Carter is
President of
NewMediaRules
Communications,
which has provided
public relations

and marketing
communications
services to auction
companies throughout

August is a mis erable time But, if you're a ballplayer, you still have to suit up
and go out there night after night — 27 games or

. more in 31 days, typically — because that’s how
fOI‘ p laylng baseball' ’Hle baseball works. It’s designed to break the backs of

. the weak. You can't get to the top without proving
days and nlghts are hOt, and yourself through a grueling 162 games.

There are games where a hot streak will get you the
highest pinnacle. Any golfer on the PGA Tour has

everybody’s talking about

the U.S. since 1994. a chance to get hot for four days in a row and win
fO Otb all ’The CrOWdS grow the U.S. Open. That won’t work in baseball. If you're
) 20 games out of first place in late August, it doesn’t
thln. The pennant races matter how hot you get in mid-September. You're
not going to shine in the playoffs, because you’re not
5 . .
h n't reallv h going to make them. Those slots will go to the teams
avent rea Y eated up Yet’ that hustled throughout the season, even in August.
but bad teams begin to face To make it all worse for major league players, teams
are allowed to expand their rosters in September,
the reahty that they’re not so you have to worry about some hotshot from the
farm club coming in and showing you up.
g01ng to make the PlaYOffS For years, “baseball in August” has been my
. . favorite metaphor for the hard, glamorless
WlthOllt a mlraCIC. Even the grunt work that we all have to do :
in order to be successful. This “
guys in the brOadcaSting certainly plays out in marketing N
communications and ‘_ﬂ.
public relations for auction L
bOOth Sound bored' companies. We love our 1 i
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moments of glory. The big auctions. The nice commission checks.
The recognition from our peers.

But, those things don’'t happen spontaneously. They result from
hours and days of hard work, including thankless and frustrating
days when the phone isn’t ringing, bidders are being tightfisted
and nobody seems to be in a hurry to sell. During such periods,

it’s easy to just spare yourself the frustration. The website can be
updated later. No point sending out that email blast or newsletter
when nobody’s responding anyway. Why waste money advertising?
Maybe it’s time to go fishing.

Or maybe it’s your version of baseball in August — that period
when your competitors are probably slogging through the rough
patch just like you are. Some of them may be tempted to knock off
— or at least coast along — for a few weeks.

And there’s your opportunity. While the other guy is napping, you're
making calls, getting in front of people, sending emails, looking

for ideas, and maybe updating your sales pitch, your marketing
messages, or your graphic design for signs and brochures. At some
point, folks start taking your calls and responding to your emails.
You make a few contacts that begin to pay off.

Maybe the phone even starts to ring. Suddenly, it's September, and
you've chalked up a few wins, pocketed some commissions and
gained a head start on the big projects that sellers are planning for
fall. The dog days are finally ending, and because you didn't quit,
you're still in the playoft picture, with more money in the bank,
better brochures and a nicer website.

And what of that competitor who goofed
off when things got rough? Well,
as you hit your late summer
home run, that guy just
watched strike three. %+

Support

the kids of St. Jude
by participating in

Auction for Hope.

Seven-year-old Slade is something of an expert on
reptiles. Boas, pythons, rattlesnakes and lizards: this
junior zoologist can almost identify them all. And if
he doesn’t know a reptile’s official name, he'll give
it a creative and catchy nickname just for fun.

In November 2012, Slade developed an earache and a
fever. The doctor who examined Slade realized he was
seriously ill and arranged for Slade to travel by ambulance
to St. Jude Children’s Research Hospital®. There, Slade
was found to suffer from acute lymphoblastic leukemia,
a cancer of the blood.

“ always knew about St. Jude, but never thought |

would have a need for it,” says Slade’s mom. Treatments
invented at St. Jude have revolutionized leukemia therapy
worldwide and increased the survival rate from 4% when
St. Jude opened in 1962 to 94% today. And families
never receive a bill from St. Jude for treatment, travel,
housing or food — because all a family should worry
about is helping their child live.

Slade has another year of chemotherapy to go, but his
cancer is already in remission. “I am so proud of the way
he has handled himself through all of this,” says Slade’s
mom. “I will always be indebted to St. Jude. They are
saving my child’s life.”

)

9
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Sponsored by:

|

©2014 ALSAC/St. Jude Children’s Research Hospital

Slade
age 7
Alabama
acute lymphoblastic
leukemia

2

St. Jude Children’s
. Research Hospital
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Steve Proffitt

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 Indiana. 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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Help yourself

“Mr. Proffitt, the bad news

is you've had a vitreous
detachment, and that’s
causing the interference with
your vision. The good news
is we can repair it.”

I had suddenly experienced a problem with my left
eye. I was in a restaurant with one of my daughters
when it happened. The next morning, I was
examined by my ophthalmologist, who referred me
to a retinologist. Now, this specialist to a specialist
was describing my condition, how it happened,
how it affected my eyesight, what my options were,
and how he proposed to fix it. Thankfully, it was
not and is not a terrible situation, but it is annoying
and partially clouds my vision.

A professional

The surgeon presented himself as a highly

skilled professional — businesslike, confident,
knowledgeable and in control. He used a drawing
of a cross-section of an eye to illustrate his points.

The doctor paused and emphasized that optical
surgery is never without risk and bad things
sometimes happen — “catastrophic” was the
unpleasant word he used. He added, however, I was
a good candidate for the procedure, and he predicted
a smooth surgery and successful outcome.

He then solicited my questions. His answers were
direct and in terms I understood. My last query
was, “If you were me, would you have the surgery,
or just live with the problem?”

He responded that he would undergo the repair. I
knew then that I would too.

The doctor said to call him if I felt any concern
leading up to the operation or had other questions.
He promised that he or his assistant would always be
available.

www.auctioneers.org

I left the appointment knowing I was dealing with a
competent professional. The surgeon’s explanation,
knowledge and demeanor gave me the confidence
to entrust half of my eyesight to him. Driving back
to my office, it struck me how Auctioneers could
benefit from handling their business with sellers
the same as this doctor had done with me.

Ring-ring
An Auctioneer called me about a problem he was
having with an upset seller.

“Some sellers aren’t happy when an auction’s over
and are quick to get mad at the Auctioneer;” the
man said. I have heard it many times.

The Auctioneer talked a lot about having made “a
decent commission” on the sale, but now he was
stuck trying to defuse an angry client. It occurred
to me that maybe he had focused too heavily on
making his money and not enough on preparing
the seller for the auction’s result.

Set the stage

Auctioneers set the stage for their own success

or failure. If an Auctioneer takes on a bad seller,

he gives himself no chance and the outcome will
predictably be ... bad! If the Auctioneer contracts
with a reasonable seller, and wants the seller to be
satisfied with the auction, he must do the necessary
work on the front end that will lead to that
conclusion. The Auctioneer needs to position the
auction for success and prepare the seller for the
likely bottom line — whatever that might be. If he
fails to do this, the Auctioneer will create a seedbed
for dissatisfaction that can later sprout into seller
hostility and trouble.

Plenty of Auctioneers are strong on selling sellers
on selling at auction, and conducting those
auctions, but not at handling some of the other
aspects involved. It is not enough to have an
auction and then hand the seller a check for the
net proceeds. That will not satisfy a seller, unless
the check is equal to, or exceeds, what the seller
had hoped to receive. Absent the preparatory
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work by an Auctioneer to condition a seller for the reality of the
marketplace, the chance of this happening is slim.

Seller problems

Sellers bring assets to auction because they have needs. Before
thrusting an auction contract in front of a seller for signature and
rushing off to begin advertising, an Auctioneer should remember
why the seller is there — to seek help for whatever problem the
seller is suffering.

Like lawyers’ clients and physicians’ patients, sellers need
information and want advice. The Auctioneer is seen as an expert
in what he does and sellers desire the benefit of that expertise. To
properly advise a seller on the seller’s issues, the Auctioneer first
needs to learn the details of the situation: (a) what assets does the
seller wish to sell; (b) why does the seller want to sell; (c) what
problems does the seller have; (d) what are the seller’s primary
concerns; and (e) what are the seller’s expectations for an auction?

Always professional

Auctioneers should always be professional. Part of this approach
is to ensure the seller receives accurate and complete information
about the auction process. This starts with the Auctioneer
describing the nuts and bolts of auction marketing and how it
could benefit the seller. The explanation should also include: (a) a
description of the buyer profile the Auctioneer sees for the assets;
(b) how the Auctioneer envisions marketing the assets to reach
these prospective bidders; (c) the details of the proposed marketing
campaign; (d) an itemization of all costs to be borne by the seller;
and (e) how the auction will be conducted and sales made.

The Auctioneer should also impart what
results can reasonably be expected, along with
the caveat that the actual outcome cannot be
known in advance. Once the seller has received
all of this information, the Auctioneer should
maintain this line of steady communication
throughout the duration of the Auctioneer’s
work.

Dispel daydreams

Many sellers come to auction with a
preconceived notion about what money a sale
will yield. This is frequently nothing but wishful
thinking with no foot in reality. Sellers’ “dreams”
easily bloom out of the constant thinking they
do about their financial needs and wants from
an auction. Auctioneers need to detect the
existence of unfounded price expectations by
sellers and temper these thoughts with a candid

dose of market truth. If an Auctioneer wants a seller to see the
outcome of an auction as being a success, it is imperative for the
Auctioneer to square the seller’s thinking with the Auctioneer’s
view and keep the two aligned.

If an Auctioneer allows a seller to wander through the auction
process with whatever thoughts the seller might have, the seller’s

expectations will almost surely exceed the sale’s result. This is what

triggers post-auction disappointment with sellers and the angry
responses that follow. When this happens, it is often the fault of
the Auctioneer for not having done what was needed to condition
the seller for the outcome. If the seller is one that the Auctioneer
tried to bring into sync but never could, the Auctioneer should
have detected that problem at the outset and declined to take on
the auction.

Conclusion

A seller’s understanding of the auction process and reasonable
expectation for a sale are critical to the subsequent perception of
whether an auction was a success or failure. It is the Auctioneer’s
duty to provide the seller with this information. When the
Auctioneer does so, he gives professional advice to a seller like a
physician does to a patient. This approach builds confidence and
goodwill with a seller and lays the groundwork for the auction to
later be judged a winner.

An eye operation ... an auction ... both of these are serious
events. Good information and sound advice are how doctors and
Auctioneers begin to serve the best interests of their patients,
clients and themselves. <*
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Mining comic books

Here are some tips on finding out if you have
gold or sandstone in your mine.

N\ N\

By Rob Weiman, CAIl, AARE, ATS, BAS, CES, GPPA

uctioneers are a lot like miners; we both can spend
a lot of time and money digging and come up with
nothing but a big bill and a sore back if we are not
careful.

A foolish miner can walk on to his new claim and fire up his D9
Caterpillar and just start removing tons and tons of overburden
because he feels like there must be gold down there. A prudent
miner might scan the ground and look for evidence of quartz. Or,
if he is really crafty, he might drill some test holes. If he wants to
find gold, he might go right past the sandstone deposits for better
ground. Likewise, an Auctioneer looking for vintage comic books
can waste days if not weeks digging through piles of completely
worthless modern comic books looking for auction gold.

If you find yourself facing stacks and stacks of comic books, you
might do well to look for a few “indicator rocks” before you start
mining. If you look and see prices over 25 cents on the cover of
the books, you are looking at sandstone. I'm not going to say that
there is no chance of finding comic book gold there. I am saying
that just like mining sandstone looking for gold, the odds are

not in your favor. The overwhelming majority of valuable comic
books have a cover price of 25 cents or less. If you want to really
separate the wheat from the chaff, look for 20-cent or less books.

Pile them up

So, you have sorted your books into piles; one pile has lots of
books in it that are more than 25 cents. Take the ones priced 75
cents or more, put them into long comic book boxes and sell
them by the box (separate them into boxes of Marvel Comics,
DC Comics, and other).

Take the books from less than 75 cents to 40 cents and put them
into a short box (comic book stores will have these boxes for you.
Feel free to ask for them by short or long box). You are now left
with two piles — books that are 25 cents or under and books that

Every comic book is not the same. The usual first indicator
of a possible tresure is price.
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are more than 25 cents but less than 40 cents. Take the books
that are 30 cents to 40 cents and separate them by DC, Marvel
and other. Put them in the lids of the comic book boxes or beer
flats and sell them by the flat.

Now, take your books that are left (25 cents or less) and sort
them into 2 piles. One pile will have super heroes, horror and
soldiers in it; the other pile will have everything else (western,
funny animals, etc.). Have a close look at the western, funny
animal, etc. pile and look for ones with a 1 or a 2 in a square on
the cover (these are first and second editions). Like your other
pile of early superheroes and soldiers, these can be valuable
books. Take the number 1’s and 2’s and the superheroes/
soldiers and look them up on completed items on eBay; you
might be looking at gold. Next, we talk condition.

If you have a potentially valuable book, you will have to look
hard and long at the condition of the book. Does it have a torn
cover? A missing staple or coupon? Is the spine rolled? Do the
colors bleed? Is there a dust shadow? Did someone write on
or inside the book? Is the book perfectly flat? Does it have any
chips on the edges? Is the paper white or off-white? Is there a

John Nicholls

for

NAA Vice President 2015

john4gnaavp.com

sticker on the book, even a sticker announcing a higher price?
All of these factors will drastically reduce the price of the book
as comic book collectors are perhaps the most persnickety
collectors on the planet. Here is a link to the grading criteria
www.comicspriceguide.com/p-conditions.aspx

So, you have found that you have a nice but little stack of good
comic books. Take heart, in our million dollar comic book
auction, the vast majority of valuable books fit in a shoe box
out of a collection of over 3,000 books.) Now what?

Get it graded

You will want to get them graded at this point and will need to
partner with someone. We have sold the same issue of a book
for $300 and $107,000. To the unknowing, they would think
the books were almost the same. So, what do you do? You have
sorted your piles, and you think you have some good books.

It only takes a few seconds to decide if you have an original
comic book or one of the hundreds of reproductions that are
out there for the most valuable books. Find a professional to
help you, and you’ll be on your way. %*
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More than 1,200 people attended C&S in 2014. Rooms
were normally full, whether it was on the trade show
floor daily (above) or taking in the IAC finals (left).
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(Clockwise from right)
Keynote speaker Garrison
Wynn proved to be quite
the entertainer the morning
after C&S attendees spent
the previous night at the
Kentucky Derby Museum

at Churchill Downs, where

food and treats were .
plentiful. Later in the week,

NAA member Andy Imholte i
hoped his way into a trade )

show drawing prize.
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Above - Who says kids are the only ones who enjoy a
good set of Beats headphones! Below - IAC competitors
shared experiences and notes throughout the competition.

"

(From top to bottom) Tommy Rowell
and Benny Fisher look over Rowell’s
Hall of Fame plaque; Rex Schrader

is overcome with emotion as he is
welcomed into the Hall; Bill Sheridan is
joined by a host of friends and family
on stage; Ken Troutt’s grandson, Josh,
accepts his grandfather’s HOF award
from Cookie Lockhart.
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(Clockwise from bottom) This quote appeared at the Kentucky Derby museum
and seems a great fit for the auction industry. Conference and show is a family
affair, even with elections, classes, competitions, and Robert Mayo (above, top row)
photobombing the Genovese/Hawaii contingent’s pic. Also, Past President Bob
Penfield (1968-69), shares a laugh with current Past President Paul C. Behr.
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(Clockwise from top)
Chad Johnson and Jack
Christy (right) share a
handshake during the CAI
Breakfast; Sandy Alderfer
share information at the
National Auctioneers
Foundation booth;
Ringmen always bring
energy, even during IJAC

preliminaries.

b



(Top) Whether in large meetings, small groups
or on the trade show floor, NAA women were
well represented throughout the week.
(Below) Representatives from USA TODAY
and Russell Johns Associates again showed
support through partnering with NAA’s

Marketing Competition.
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(Clockwise from top)
The jockeys lined

up to greet NAA

field trip attendees

at Keeneland; roses
were all over the place
on election day; the
NAA Auxiliary Board
stopped a meeting
just in time for a group
image; and, one of

the iconic clocks and
settings at famous

Keeneland.
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(Clockwise from above) Benny Fisher delighted folks with his amazing
speeches and presence; the trade show was filled with the promise of
new business relationships; the Children’s Fun Auction was kept safe by
a particular super hero, while it was obvious who the real stars were.
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The Texas Auctioneers Association booth was
popular all week as people had a chance to do
some friendly card-playing. It was a taste of the
party that’s sure to come at Conference and Show
in Addison in 2015!

&

REPPER SCHOOL ot
AUCTIONEERING

The Auction Business School
Educating Auctioneers Since 1921

—

-

i

Turning Bidders Into Buyers
HM for more than 45 Years!

HUDSON & We invite you to partner with us! Call now to discuss co-brokering opportunies.

REO

Residential
. Atlanta Dallas
Commercial
HudsonMarshall.com HudsonAndMarshall.com
Land 800.841.9400 800.441.9401
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Lambert, Miller win 2014 IAC

Closely contested, the 2014 competition brought out
the best in both the men’s and women’s champions.

merging from a field of 92 competitors in all, Wendy
ELambert, of Coppell, Texas, and Jason Miller, of Quaker

City, Ohio, were crowned as winners of the women’s
and men’s National Auctioneers Association 27th International
Auctioneer Championship, which took place Friday at the Galt

House Hotel in Louisville.

Both Lambert, BAS, and Miller received a $5,000 cash award,
trophy and championship ring for their winning efforts through
the preliminary bid-calling round, an interview round and a final
round of bid-calling that included the top 15 men and seven
women. In the two divisions, 74 men and 18 women began the day
competing for the right to be known as one of the best auctioneers
in the world.

“Dreams do come true,” said Miller, who competed in his eighth
IAC. “T've chased this for so long, but it's not even about the
trophy. It's about the association, the friendships.

“These guys who I competed with, not against, are my dear
friends for life, and I love them all””

T.J. Freije, CAI, of Clayton, Indiana, and Dustin Rogers, CAI, of
Mount Airy, North Carolina, finished first runner-up and second
runner-up, respectively.

Lambert, who nearly immediately broke into tears on stage in
front of 1000 or more audience members as she realized she had
won, said she’s ready to pass forward her positive experience.

Mére.t_han 90 competitors ”
gathered for IAC orientation
early Friday, July 11.

“It feels like such a blessing to be honored by people who
have poured into your career, who do the same thing you
do,” Lambert said of her victory. “I want to use the gift of the
microphone to help bless other people.

“If that means raising money, that's what we’ll do. If that means
encouraging others, then that’s what we’ll do. If that means
holding conventions, then that’s what we’ll do”

Sara Rose, CAIL of Naples, Florida, and Yve Rojas, of Kansas
City, Missouri, finished first runner-up and second runner-up,
respectively.

Miller’s win gives the state of Ohio three IAC championships

in the past four years and six total IAC men’s and women’s
champions. Lambert’s win out of Texas is the state’s first IAC
championship since Amy Assiter won the women’s division in
2000. With six apiece, Ohio and Texas are tied for the most IAC
Champions out of any one state.

Also during the IAC, the Chuck Cumberlin Sportsmanship
award, awarded to the IAC competitor who shows the best
sportsmanship, was given to Michael Chambers, of Atkinson,
New Hampshire. And, a new award was given for the first time
as the Bob Steffes Rising Star Award, given to a competitor who
shows the potential to win a future IAC title, was given to Matt
Hostetter, CES, of Beaver Falls, Pennsylvania. «*
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2014 |AC
L finalists

2014 IAC Women'’s Division

Finalists:

Regina Andrijeski
Wendy Lambert, BAS
Yve Rojas

Beth Rose, CAI

Sara Rose, CAl

Tammy Tisland

Emily Wears, AJS, BAS

Winner:

Champion - Wendy Lambert (at left)
1st Runner-up - Sara Rose

2nd Runner up - Yve Rojas

AT NOTTIVE e
AR A
may W

2014 IAC Men’s Division

3 i, i
R
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LRl

Finalists:
Jonathan Kraft
Jerrick Miller
Ryan Jordan

=¥ B s Jason Miller

John Beechy
Paul Ramirez
Scott Mihalic, CAl
David Whitaker
Trev Moravec
Brian Damewood
Dustin Rogers, CAI
Paul McCartan
Trey Morris
Junior Staggs

TJ Freije, CAI

Winner:

Champion - Jason Miller (at left)
1st Runner up - TJ Freije

2nd Runner up - Dustin Rogers
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Future bright for

newest 1J

By Sarah Bahari

ust 19 years old, Justin Croy has a strong start in the
auction business as he grabbed the title of International
Junior Auctioneer Champion last month in Louisville.

A few days after letting the victory sink in, Croy discussed
with Auctioneer the benefits of taking part in this year’s
International Junior Auctioneers Champion competition.

After selling a cooler, a pet watering dish, a turntable and
a pair of diamond earrings, the interviewer asked why the

competitors, as young NAA leaders, would encourage their

peers to become active in the organization.

AUGUST 2014 Auctioneer www.auctioneers.org

AC champ

Having done his research on the NAA and overall auction
industry throughout the year — something he learned after
taking part in the IJAC competition a year earlier — Croy
answered education and leadership in addition to the
networking and relationships.

“The auction profession has a large array of age groups,
from guys who have been in the business for 50 to 60 years
to people like me just starting out,” he said. “Competition is
really important.

“The IJAC is helping to mold the next generation of
Auctioneers.”

Using the research he had
done has led Croy to believe
he and the industry currently
are surfing on top of a wave of
positive momentum.

“The industry has a lot of
strong leaders right now, and
the NAA is headed in a positive
direction,” said Croy, who lives
in Culver, Indiana. “This is a
good profession to be entering”

“The industry is alive and well.
It feels like there’s a lot of room
to grow and succeed”

Croy is a first-generation
Auctioneer, but he has attended
auctions for much of his life with

Justin Croy finished first in
IJAC this year after finishing
second in 2014.
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his father, an antique dealer and car lot owner. He recalled
feeling enthralled with auctions from an early age.

“The excitement and the camaraderie of the sale really drew
me in,” Croy said. “I knew this was what I wanted to do”

After college, which begins this fall, Croy hopes to launch
his own auction company and eventually specialize in auto
auctions.

Croy has seen firsthand the benefits of becoming active in
the National Auctioneers Association. The young Auctioneer
has met numerous seasoned professionals who have
mentored him and provided insight into the industry.

“People are willing to help and give you advice,” said Croy,
It was a tense moment for three IJAC finalists

who is working this summer for an auction company :
just before the results were announced.

in Plymouth, Indiana. “The networking you receive is

invaluable” <

For more on Croy, including his love for volunteering in his community, check out page 38.

GALAXY

ANY SPOT TRAVELER

ALL INCLUSIVE
WIRELESS BATTERY
OPERATED SPEAKERS

AS-TVS8

The Traveler. Series is designed for
people who need a portable, lightweight,
“all in one” PA system that allows for a
quick and uncomplicated setup.

Contact Galaxy Audio
for your best solution.
800-369-7768 www.galaxyaudio.com

AS-TV10 Over 35 Years of Family Ownership TVSi
|
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Early investor

Just 19, young
up-and-comer
Justin Croy

is already a
leader in his
community.

By James Myers

AUGUST 2014 Auctioneer

ustin Croy’s path to auctioneering began
Iat the age of three when he started
mimicking the bid call. He hasn’t wavered
since, and the 19-year-old plans to enter
college this fall, enrolling in courses that
will help him become a better Auctioneer.

“I went to my first auction when I was two
days old,” said Croy, whose parents were on
their way home from the Culver, Indiana,
hospital where he was born when his father
took a detour.

James “Jimmy” Croy, Justin’s father, who
often had consignment items for sale, never
missed an opportunity to hit an auction, a
habit that rubbed off on his young son.

“I developed a love for the auction industry;,”
Croy said of his experiences with his father.

www.auctioneers.org

One of Croy’s first memories of actually
being at an auction came around the age of
four or five when an Auctioneer friend of
his father’s, Ted Annis, gave him a small PA
system, which he has to this day. He wasted
no time using it to practice his bid call.

He displayed his talent for the first time at
the age of six or seven at a family reunion,
where they had “white elephant” auctions.
By his 10th birthday, he had his first job in
the industry as a ticket runner for his dad’s
items.

“I was ecstatic,” he said of the experience. “I
would try to be a ring person when I could”

If Croy’s name sounds familiar, you might
have seen him in action at the 2014 NAA
International Auctioneers Conference and
Show in Indianapolis. He took first runner-up



MEMBER PROFILE

2014 IJAC champion
Justin Croy works
with special needs
children in his
community. It’s just
part of an extensive
volunteer portfolio
the 19-year-old has
already assembled.

last year at the International Junior Auctioneer
Championships and competed again in IJAC last
month in Louisville — this time winning it.

Croy’s entry into that 2013 competition came

after an unplanned hiatus from auctions. He lost
his father suddenly to a heart attack in 2009. By
2012, he found himself craving the passion he once
shared with his father on a weekly basis.

“As much as I missed my dad, I also missed the
auction company; he said.

His first experience back was with Darrel
Hartman, an auctioneering friend of his father’s,
who works for Oak Crest Auctions. Hartman knew
Croy had a decent bid call so he looked at the kid,
handed him the microphone and said, “sell this
item.” Croy doesn’t remember exactly what it was
— an antique of some kind — but he sold it (Croy
wasn’t paid for the job). Sam Goebel, the owner of
the company, heard Croy at work and eventually
offered him a job.

Croy met Paul C. Behr, CAI, BAS, current past
president of the NAA, through Oak Crest, and
developed a relationship with him. Behr told
Croy he should attend the World Wide College of
Auctioneering to get his license, which is required
in order to lead auctions in Indiana. Croy flew to

Mason City, Iowa, last fall and attended the classes.
He earned his license Jan. 4 this past winter and
sold his first item three weeks later.

Since he began membership with the NAA in July
2013, Croy said he’s developed relationships with
Auctioneers around the country. These relationships
have helped him build integrity, he said.

“The NAA has helped me become a better person
and better Auctioneer;” he said. “I feel that the
NAA Auctioneers and members are leaders in the
auction profession.”

With Croy’s busy background in auctioneering, it’s
a surprise that he has time for little more than that.

Residents in the Culver community, however,
know Croy for his volunteerism, which has been
extensive. He was the president of his high school’s
volunteer club and the community volunteer club.
He’s a member of the local Lion’s Club.

He’s traveled to Mexico to build houses with
Habitat for Humanity. He’s no stranger to local
soup kitchens where he volunteers his time.
Volunteering with charities that work with
disabled children also ranks high on his list of
favorites. He has been active in helping coach
youth football camps and assisting with holiday
parties for children.

“I think I do so much volunteer work because I
enjoy helping other people,” he said, “especially
with special needs kids”

Croy is preparing to accept the next challenge

in his life — Holy Cross College at Notre Dame,
where he will major in business communications.
Given what he’s already accomplished in his young
life, the auctioneering community can expect to
hear much more out of this young man. %

Croy and IAC Women’s Champion Wendy
Lambert help a young Auctioneer find bids during
the Children’s Fun Auction at Conference and
Show in Louisville.
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Ivan’shlttmg'
t fe homestretch'

t was back in May, when we told you of NAA member

C. Ivan Stoltzfus, CAI who was just beginning a

coast-to-coast trek in his “Johnabilt” - a 1948 John

Deere Model A tractor - in order to raise $1 million
and awareness for the Wounded Warrior Project.

A few months — and just over 2,760 miles later — and Ivan
is almost there!

His update as of July 16, just before this magazine went to
press, resounded with the voice of a man confident in his
finishing ability, at peace with the mostly wild Idaho terrain
surrounding him, and rich with the humbling experience
his journey has provided.

If you've followed Ivan along via the “Across America for
Wounded Heroes” Facebook page, looked up the #AAfWH
hashtag on Twitter or just Googled the trip, you've seen
the vast amount of media exposure the trip has garnered.
However, it was a conversation with a Vietnam veteran

Auctioneer www.auctioneers.org

~
C. Ivan Stoltzfus has-traveled
approximately 2,800 miles
«from Pennsylvania to-ldah
= =5

in Arco, Idaho, that had the most impact in Wednesday’s
update.

“While I was getting settled in, a gentleman stopped by and
saw me go through town, and he is a Vietnam Vet from NJ;’
Stoltzfus wrote. “Peter Wyckoff wanted to thank us for what we
are doing and gave a donation. Before he left, I thank him for
his service. He turned around and said, ‘you know you are only
the third person to thank me since I got back from Vietnam’

“That was kind of hard to believe, but it’s another reminder
our Veterans need to be told”

According to general map consensus, Ivan has
approximately 775 miles left on his trip to Crescent City,
California. You can donate to the cause and follow the trek
via GPS by going to helpamericanheroes.com.

It's good work you've done and are doing, Ivan. Finish up
strong! %
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How to train your board

This year’s Benefit Auction Summit will focus on culture
creation and overall board training while the Strategic
Learning Auction returns.

One of the fastest-growing segments
of the auction industry is the
Benefit Auction.

With that fact in mind, the National
Auctioneers Association will hold its
fifth annual Benefit Auction Summit

in Nashville, Tennessee, Sept. 15-16. In
addition to the networking and cutting-
edge idea-sharing that NAA members
have come to expect, this year’s summit
will feature Andrea Kihlstedt & Andy
Robinson, two speakers who are experts
in board training.

Why board training?

“As Benefit Auctioneers, we're primarily
working with local boards, whether

it’s a school board or with a nonprofit,”
Lynne Zink, Chair of this year’s Summit

Committee said. “As a result, we have
to do quite a bit of training to ensure a
successful event.”

Andrea and Andy will teach this

year’s summit attendees on creating a
philanthropic culture within the boards
with which they work, which will help
them bring in stronger bidders, secure
item donations and generally run a
better event.

“Andrea and Andy have worked with the
Association of Fundraising Professionals
on board training,” explained Aaron
Ensminger, NAA Director of Education.
“That gives them a great perspective

for our attendees. Our goal is for
Auctioneers who attend to go home
better equipped to work with and

train nonprofit boards and to get them
excited about the final product: a
successful and profitable auction”

This year’s summit will also bring

back the Strategic Learning Auction.
Different than a Fun Auction, this event
uses a live auction format to introduce
and discuss techniques and tricks that
attendees can use in their own auctions.

“It’s a powerful way to instruct,”
Ensminger said, “because you can
actually see how well different games,
techniques and styles work. Our
attendees are no different from anyone
else. If we've got a strong appeal
technique, for example, it impacts
Auctioneers just as heavily as ‘regular’

IR 3
0.0

auction-goers’

Register for this year’s summit! Visit:

http://www.auctioneers.org/events/view/benefit-auction-summit-2014.

www.auctioneers.orq
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Welcome to
NAA’s iSeries

How many times in a month, week, day or even an hour do
you catch yourself thinking, “What can I do to help myself
run things a little bit better?” or “I could use some personal

investment into making me a better auction professional”?
All the time, right?

But then ... it’s back to old, inefficient habits or spending
unnecessary money because you don’t feel quite up to par
in handling what should be an easy or quick task. Well, it’s
time to put the actual “you” back into that “I”.

Beginning Wednesday, Sept. 3, the National Auctioneers
Association will launch its “iSeries: Because it’s about You!”
series of webinars and white papers designed to focus on
individual elements to making you a little bit better at what
you do best - serving your clients as an auction professional.

The 30-minute webinars will take place every other month
(see the complete schedule to your right) and are built to
accommodate busy midday work schedules. The series

will begin with learning how to work better with nonprofit
boards. Other topics include: Auctions in Today’s Real
Estate Market; Sales Force Development; Marketing from a
Winner; Bid Calling Tips from the best; and, Appraisals for
Auctioneers.

The webinars are free to NAA members and the general
public. An archive also will exist for use by NAA mem-
bers only. The entire program is built as a way to further
enhance the NAA membership experience, while also
providing a unique way for NAA members to share their
Association with prospective members or clients by invit-
ing them to sign up and learn more about different aspects
within the auction profession.

Personal, professional growth is always something we all
need. On Sept. 3, make sure to take part in the new iSeries:
Because it’s about You!



www.lampiauctioneers.com

4

Coming soon

As an auction and

marketing professional,
you spend most of your
time helping others

15erie

to Auctioneers.org ...

OCTOBER

Decanse g avout you o

—

Whitepaper: Legal

Gy

NadI3V 1334 | Working with Nonprofit Boards

reach their goals. Now,  [lIN{SVIs]d}48| Auctions in Today’s Real Estate Market

it's your turn. With skill-
sharpening webinars

it's about you!

Bid Calling Tips

— .
=

JULY Appraisals for Auctioneers

ANUARY Sales Force Development
and whitepapers touching FEBRUARY Whitepaper: Promotion

on a mix of general
R =ty -specific MARCH Marketing From a Winner
marketing topics, NAA
Is your support. The new
NAA iSeries: Because




NEWS

First-ever BAS at C&S a success

For the first time in NAA Conference
and Show history, the popular
Benefit Auctioneer Specialist (BAS)
designation course was offered
during the same week.

Attendees were able to complete the required coursework in
pursuit of their BAS certification while networking with fellow
Auctioneers.

In total, attendees came from three countries outside the United
States: Canada, South America, and China. Sixteen states also were
represented and included: Arizona, Arkansas, California, Florida,
Indiana, Iowa, Kentucky, Missouri, New Jersey, Ohio, Pennsylvania,
South Dakota, Tennessee, Virginia, Washington and Wisconsin.

Another first for BAS was the team-taught structure. Lance
Walker, CAL BAS, CES, of Memphis, Tennessee, led the
instruction, while Trisha Brauer, CAL BAS, of Roeland Park,
Kansas, was co-instructor.

Men and women from around the world took part
in the first-ever BAS designation course offered
during Conference and Show.

AUGUST 2@

Walker brought several examples of catalogs from previous
benefit auctions and auctioned them to the class. Shawn Dostie, of
Coshocton, Ohio, was the high bidder. He kept a few catalogs for
himself before selling others to his fellow classmates. In total, the
class raised $670 for St. Jude Children’s Research Hospital.

“Great Class! This was just what I was looking for,” said T.].
Sullivan, of Box Elder, South Dakota. “Very well organized and
very informational”

One of Sullivan’s classmates, Kevin Troutt, of Boise, Idaho, agreed
with the notion.

“This class held so many valuable nuggets of information,” Troutt
said, “that it no doubt will pay for itself many times over, maybe in
the first event I do going forward.

Thanks to all of the attendees who took the BAS course while in
Louisville.

If you are interested in taking BAS or any other classes at the

»

Designation Academy in Las Vegas, Dec. 7-14, visit the “Events
page at auctioneers.org or call 913-563-5432. <
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Fire screen nets $60k to spur $800k event

REPAUPO, N.J. - A beautiful Moorish bronze jeweled fire
screen, attributed to Tiffany Studios and featuring rope twisted
brass with insert art glass and stones, sold for $60,000 at a May
18-19 auction by S & S Auction, Inc., in the firm’s gallery at 62
Repaupo Station Road.

The fire screen, 27 % inches tall by 35 % inches wide, was the
top lot of the sale on May 18.

The May 18 session consisted of 430 lots of antiques, artwork
and decorative accessories. May 19 featured 460 lots of 19th-
and 20th-century Modern and Design pieces. The Tiffany
fire screen sold to a Baltimore collector, who was perhaps
impressed with the lot’s provenance. (It was descended

from a Baltimore family with ties to Hecht’s, the Baltimore

department store.)

Opverall, the auction grossed a little more than $800,000, which
pleased Glenn Sweeney, GPPA, CES, of S & S Auction, Inc.

“We expected the Saturday session to do well because of the
quality that had been consigned,” Sweeney said. “Sunday was
a nice surprise and showed me that better examples of antique
furniture are still in demand. We had a wide variety of pieces,

in many of the styles and periods.

About 400 people attended the event live over the course of the
two days (no small feat in this Internet age). Online bidding
was facilitated by LiveAuctioneers.com and attracted 562
registered bidders the first day and 442 registered bidders the
second. Phone bidding was brisk both days, and absentee bids
were also recorded. About 2,500 uncataloged lots also came up
for bid. <

$60.000

KIEFER

AUCTIONSUPPLY.COM

fmerica’s largest Supplier
to Auctioneers
417 W. Stanton Ave.

Fergus Falls, MN 56537
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www.kieferauctionsupply.com
Kurt Kiefer, CAl. President. NAA Life Member.
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Thomas Webb vase collects 260k;
sets new auction company record

WICHITA, Kan. - A museum-quality, finely carved English cam-
eo art glass vase by Thomas Webb, 9% inches tall and boasting a
figural rendering signed “G. Woodall 1887, soared to $260,000

at Part 2 of the sale of the lifetime collection of porcelain and fine
art glass gathered over the course of five decades by the late Dr.
Ernest Rieger and his wife Karin.

The May 29 auction took place at the Double Tree (Airport Hilton)
in Wichita and was conducted by Woody Auction, based in Doug-
lass, Kansas. It was the highest price ever paid for a single item at a
Woody Auction sale — no small feat considering the firm has been
conducting auctions in the Midwest for decades. The firm also
conducted the Part 1 auction, which grossed $1.3 million.

Part 2 did even better, grossing $1.8 million, helped along, of
course, by the Thomas Webb vase, which carried a pre-sale esti-
mate of $50,000-$100,000.

“We knew we had something special, and we fully expected it to
reach and surpass $100,000, but when it climbed as high as it did,
we were just astounded,” said Jason Woody of Woody Auction.
“But it truly is a remarkable vase”

Thomas Webb & Sons was founded in England in 1842 by Mr.
Webb. It was known for the high quality of its cameo glass.

Buckskin war shirt brings down $115k

THOMASTON, Maine - The auction floor was energized at

Thomaston Place Auction Galleries as items from a collection of late
19th-century Plains Indian beaded buckskin items came to the floor
at the May 31 & June 1 feature sale and obliterated presale estimates.

“These museum quality Native American pieces drew strong inter-
est because of their fine craftsmanship and excellent provenance,
having descended in a Portland, Maine family;” owner and Auction-
eer Kaja Veilleux said. “We are also very pleased with the perfor-
mance of other items in the sale, such as some of the great paintings
and sculpture, oriental pieces, and important ephemera.”

The undisputed star of the sale was a Northern Plains Indian
Hidatsa buckskin shirt with dyed quill and seed decoration, long
fringe and buffalo hair tassels, which quickly surpassed its $20,000
to $30,000 estimate and raised $115,000. Other high flying Native
American lots included: a circa 1880 Lakota Sioux hickory bow and
15 arrows that brought $25,875; a group of two beaded buckskin
pouches, including a Lakota Sioux medicine bag and a Mandan

The example in the auction
had been pictured in the
book English Cameo Glass
by Grover. Woodall’s figural
depiction was titled The
Origin of Painting. The vase
was signed by both Webb
and Woodall. The buyer was
a serious collector from West
Virginia.

$260,000

“Even though the top lot
was a piece by Thomas Webb, it was the Tiffany people who really
drove this sale,” Woody said. “They hadn’t seen such high quality
glass come available in a long time. And the audience was literally
worldwide. We had a Japanese man and his secretary fly in just
for the auction, and he ended up spending $50,000. Many bids
poured in from the UK, too”

By day’s end, 432 lots had come up for bid and found new owners
(it was an absolute auction; everything sold, regardless of price).
About 150 people attended the event in person, around 95 of
those held bidder numbers. Another 850 registered to bid online,
via LiveAuctioneers.com. Bids were fielded from as many as 45
countries, and many absentee (or left) bids were recorded. <

paint pouch, that sold
for $14,950; and a lot
containing a Lakota Sioux
buffalo hide beaded
knife sheath and Hidatsa
buckskin holster that also
fetched $14,950.

$115,000

A beautiful oil on canvas
painting, “Where the Blackbirds Nest”, by James Taylor Harwood
(UT/CA, 1860-1940) topped the fine art category, bringing $57,500.

Many pieces of estate jewelry also fared well in the auction. An 18K
white gold, diamond and emerald necklace reached $28,750; and

a platinum, diamond and cushion cut blue sapphire ring fetched
$13,225. %

A complete list of auction results can be found
at thomastonauction.com.
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Home seller turns to auction, gets result

YARMOUTHPORT, Mass. - JJManning
Auctioneers is pleased to announce the
recent sale at auction of 14 Rouse Rd. in

Gloucester, Massachusetts, June 21, 2014.

The 1.57-acre Eastern Point property
offered 130+/- ft. of Atlantic Ocean

This ocean-view property wouldn’t
sell for two years before sellers
enjoyed finding a worthy buyer
through auction.

frontage in an exclusive neighborhood
close to a yacht club and Brace Cove
Beach.

The property had been in the same family
since the mid-1980s and was rarely used
by the West Coast professional couple
trying to sell it for the past two years.
After the latest of several offers fell
through due to traditional contingencies,
they turned to JJManning to expedite the
sale of the 2,358+/- sq. ft. home regarded
by many as either a complete renovation
or tear down on a R1 Zoned lot.

Within two months, the property had
been viewed online over 3,000 times;

15 prospective buyers toured the home
during a three-hour open house; and,
five registered bidders, each with $50,000
of certified deposit funds in hand,
participated in the auction.

On auction day, spectators crowded
around to watch the competition. Firm
President and Auctioneer, Justin J.
Manning, CAI, AARE, jump-started

the auction with a series of broker pre-
registration opening bids leading into live
bidding that finished at $1.155 million.

In another auction setting five days later,
JJManning Auctioneers completed the
auction sale of 2 Prince Ave. in Lowell,
Mass., June 26, 2014, on behalf of The
Lowell Five Cent Savings Bank.

The 320,000+/- sq. ft. former Prince
Manufacturing Company facility is
centrally located on 14.4+/- acres off the
Lowell Connector with easy access to
Routes 3, I-93 and I-495.

In a priority economic development
area, the property is zoned LI for light
industrial, manufacturing, storage,
educational, and other uses with ample
parking, loading docks, and elevators.

At the auction, more than 45 spectators
watched as eight registered bidders, each
with $50,000 in certified deposit funds
in hand, competed. Justin J. Manning
opened the bidding at $2 million, and it
quickly escalated north of $3 million in a
bidding war between an agent for a well-
known developer and a local contractor.

After the dust settled, a final purchase
price of $3,656,500 was achieved. o

Desk nearly doubles top presale estimate

HUDSON, N.Y. - Drawing in 1,164
bidders and selling 762 lots, Copake
Auction Inc. held an unreserved estate
auction June 21, 2014, and featured
contents of the Hudson, New York
Home For the Aged, along with selected
additions from a mansion in Albany.

The varied lots included estate fresh 18th-
and 19th-century furniture, artwork,

folk art, period accessories, china, glass,
stoneware, primitives and more.

AUGUST 2014 Auctioneer

Coming in well over its $3,000-$5,000
presale estimate, a 19th-century Victorian
Wooton desk - standard grade with a
“Wooton Desk Co. 45 Gordon St. Glasgow
Patented May 17th, 1875 label on the
back - fetched a winning bid of $8,190.

Elsewhere, a 19th-century, 20-drawer
apothecary cabinet in original paint
soared past it’s presale $500-$700 estimate.
Among its bid-inspiring qualities, each
drawer was still marked with a spice name,
exciting the price to a final $2,808. %

www.auctioneers.org

$8,190



The Future of Clerking

in the Palm of Your Hand

A WAVEBID |

763.355.3985 | info@wavebid.com | [l wavebid | [@wavebid

g

‘ Proud to be selected as the clerking software by the
National Auctioneers Association for CAl, BAS and the IAC



www.wavebid.com

NETWORKING

More than 6,500 firearms

ROCK ISLAND, Ill. - Rock Island Auction Company’s Those two items were anticipated to draw some high bids, but

July 15 Regional Firearms Auction was the largest one held no one saw the sleeper residing in lot 2197. It was a simple

in its 20-plus-year history. The volume of firearms was looking lot - consisting of two Soviet swords and two shorter

unprecedented as the world’s top firearms auction house knives- that started its bidding at $800. It wouldn't take people

extended its 10-year reign by selling over 3,000 lots containing long to figure out something special was being sold, however, as

6,500-plus firearms in a mere three days. an eager three or four bidders quickly took the bidding above
$9,000!

After the smoke had cleared, the sale garnered an impressive

$4.4 million in sales - $1 million over the pre-sale low estimate ~ Soon, all that remained was a phone bidder and a Proxibid
and the third-highest grossing Regional sale for the noted user as the bidding continued to climb. The auction hall was
auction house. one large murmur interspersed
with several astonished chuckles
as bidding passed $20,000, then
$25,000, and even $30,000.

Of the top two drawing lots
in the auction, one was the
first offered. Lot 1 contained
a New Haven Arms Company In the end, there could only be one
Volcanic lever action carbine
with the desirable 21-inch

barrel. It sold for $21,850.

victor, and the persistent phone
bidder would have his edged
weapons for no less than $40,250.

The second top lot was the
First Generation Colt Single
Action Army revolver and its

Revolvers also were a huge draw
during the sale. Whether it was
big Smith & Wesson wheelguns,
Old West six shooters, or the
red hot Colt snake guns, an

posse of accessories in lot 2229,
all attributed to “Longhair”

Jim Courtright, one of the first
marshals of Ft. Worth, Texas. The
inscribed revolver, case, knife,

eager crowd of collectors quickly
snatched up anything with a
cylinder. Of particular note was
and flask found a collector who a first year production Colt 1860
appreciated them to the tune of

$18,400.

Army, with its two digit serial

number, appearing in lot 66.

$18,400

$21,850
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rake $4.4M in three days

Reasonably presumed to be manufactured within the first month ~ Switching to U.S. military firearms, RIAC provided several
of production, this iconic percussion revolver drew $10,925. lots of multiple M1 carbines to collectors from a host of

wartime manufacturers such as Rock-Ola, National Postal
Military arms, both foreign and domestic, continue to be a major ~ Meter, Winchester, Quality Hardware, Inland, Harrington &
source of interest for collectors and Richardson, and more. Not one sold
for less than $1,000. Instead, they
often sold for more; an example
was the World War II Inland M1A1
paratrooper carbine in lot 2951 that
was united with a new owner for
$2,185.

have enjoyed corresponding prices.

A high-condition Mauser “S/42”
code ‘K’ date Luger with its holster
- lot 2512 - reached an impressive
$3,450. Artillery Lugers were also
a hot item in the sale, as shown by

a fine DWM 1914-dated artillery At the end of the day, this was one
Luger with its accessories in lot 2582 and an Erfurt 1914-dated of the top three Regional Firearms Auctions that RIAC has ever
artillery Luger with its holster and attractive blond grips in lot hosted. It contained more lots and items than any auction in its
2513, which each left for $3,450. history and showed a continuing strong market. **
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Three Fates art leads
to record $36k sale

PASADENA, Calif. - John Moran Auctioneers’

June 17 Decorative Art Auction offered an eclectic
mix of mid century modern furniture, Arts and Crafts
furniture and decorative arts, Continental porcelain,
bronzes, European paintings, silver, Native American
artifacts, works on paper by celebrated 20th-century
modernists, and more.

The diverse selection particularly appealed to

online buyers, who responded in larger than usual
numbers, snapping up a quarter of the lots offered and
establishing a number of records.

Arts and Crafts furniture and decorative arts proved its
continued relevance in the Southern California market, finding
buyers willing to pay excellent prices. A Gustav Stickley chest of
drawers (model no. 906) shot past its initial estimate of $6,000

- $8,000, earning a final price realized of $12,000 (all prices
include 20% buyer’s premium).

A quintessential Dirk Van Erp copper and mica table lamp
incited a bidding war among prospective buyers via telephone,
ultimately going for $14,400, well over the estimated $5,000 to
$8,000. Directly following, a gorgeous leaded glass and patinated
metal table lamp with a daffodil-adorned shade earned a very
respectable $1,845 at the block (estimate: $800 to $1,000).

Antique Continental and British decorative arts were certainly
in high demand. A finely painted Berlin / KPM plaque depicting

$22,050
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$3,382

the Three Fates brought a record price for that subject, realizing
$36,000 (estimate: $10,000 - $15,000).

A French provincial gilt bronze-mounted walnut commode
with an inscription chiseled to the top of the case caused quite

a stir leading up to the auction. Prospective online bidders

were all abuzz with queries prior to the sale, however, the
commode ended up earning a handsome price of $22,050 after a
determined bidder cast the winning bid via telephone (estimate:
$8,000 to $12,000). A gilt wood over-mantle mirror, elaborately
carved in George II style, was given a conservative pre-auction
estimate of $3,000 - $5,000 but easily doubled the high estimate,
fetching a final price of $11,922.50.

It was the category of modern art, however, that stirred up the
most excitement in the weeks preceding the June 17 auction,
and the final results did not disappoint, particularly for an
impeccably documented group of prints from a local collection.
Just 18 lots into the sale, a record was set for Marc Chagall’s
lithograph “Le Prophéte,” when number 42 from an edition of 50
sold for $9,000 (estimate: $2,500 - $3,500). “Boomerang,” a color
lithograph by iconic New York modernist Alexander Calder,
earned $3,900, well over the estimated $800 - $1,200. **

Additional sale highlights include:

* Henry Chapman Ford’s etching of the Santa Barbara Mission, which
realized $1,592.50 (estimate: $600 - $800).

* A pair of 1930s Japanese cloisonné vases, both from an Altadena,
Calif., estate and each assigned a pre-auction estimate of $300 - $500,
brought $1,080 and $1,200, respectively.

* A gorgeous, tightly woven Teec Nos Pas Navajo rug, circa 1930,
handily outstripped the conservative $1,500 - $2,000 estimate and
realized $3382.50.
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Heavy equipment holds
strong in second quarter

This year’s second quarter shows relatively
healthy bias toward positive business conditions.

From Northcoast Research

ur Auctioneer survey, which was delivered via

email to select NAA members in late June, attempts to

capture industry sentiment as well as an understanding
of real-time business trends experienced by individual auction
companies on a quarterly basis.

Auctioneers appear to be fairly content with business conditions
seen thus far during 2Q14 (April through June). When asked to
quantify business conditions on a 1 to 5 scale (5 being the stron-
gest), our survey indicates averages in the 3.6 to 3.8 range on a
month-to-month basis throughout the second quarter. Looking
at April, May and June, specifically, we note average rankings of
3.62, 3.80, and 3.60, respectively. The second quarter averaged

a ranking of 3.67, which we view as a relatively healthy bias
toward positive business conditions.

Additionally, our survey attempts to capture the specific per-
formance of important auction metrics such as Gross Auction
Proceeds (AKA Gross Transaction Volumes) as well as volumes
and pricing. The survey generally suggests steady growth in GAP
(roughly 2.2 percent on average throughout the quarter), which
was driven by a healthy mix of transaction volume growth as
well as equipment pricing improvements (2.8 percent and

3.6 percent on average for the quarter).

We believe Auctioneers should continue to benefit from cyclical
tailwinds associated with improving construction activity that
could ultimately boost demand for equipment and offer a gen-
eral lift on pricing. We believe pricing is a critical variable in any
business as improvements in price are often associated with little
to no incremental expense, which creates a high “flow-through”
effect.

In our survey, we attempted to gain a better understanding of
the following variables: auction fee trends; inventory mix and
age characteristics; competition in the industry; and, outlook for
the third quarter as well as the full year. As it relates to auction
fee trends, a net 24 percent of survey respondents suggested
improving auction fees, while roughly 48 percent of respondents

suggested stable fees. As for the “mix” of Auctioneer invento-
ries, the survey indicates that low meter hour, late model year
equipment still remains very difficult to come by. A net 40 per-
cent of respondents suggested that inventories are both getting
“older” and reflecting a lower proportion of 3-year to 5-year-old
equipment (which often fetches a premium at auction). Looking
at the competitive environment of the industry, a net 55 percent
of respondents indicated that competition is becoming more
intense, while only 5 percent indicated a declining competitive
environment.

A key component of the survey relates to outlook for the balance
of the year. Despite a higher level of competition as well as head-
winds associated with the age mix of Auctioneer inventories, our
survey suggests a relatively positive outlook for both 3Q14 as
well as the full year 2014. On average, our survey indicates GAP
growth expectations of just below 4 percent for the third quarter,
and roughly 4.5 percent GAP growth for the full year.

We view this as testament of the value proposition offered by

7

independent Auctioneers. *°

sSurvey says ..

Recent numbers indicate the auction industry
is generally positive about the current machinery
landscape.

2Q14 Auction Metrics
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Auctioneer will be remembered for sense of humor

Larry Frederick, 56, of South Coffeyville,
Oklahoma, passed away on Wednesday,
June 25, 2014, at his home.

Frederick was born on December 23,
1957, in Cofteyville, Kansas, to Joseph L.
and Helen (Fenton) Frederick. He grew
up in Coffeyville, where he received his
high school education from Field Kindley
Memorial High School in 1975. He went
to Oklahoma State University where

he received his Bachelor’s Degree in
Agriculture Business.

On August 11, 1987, he was united in
marriage to Linda Bartley in Miami,
Oklahoma. The couple made their home
in South Coffeyville.

Larry was an Auctioneer, real estate
broker and a rancher. He owned and
operated United Country Frederick
Auction and Reality Company serving
Cofteyville, Kansas, Montgomery
county, southeast Kansas and northeast
Oklahoma dealing in homes, businesses,
farms, ranches, hunting property,
recreational land and auctions.

He was a member of the National
Auctioneer Association, Oklahoma
Auctioneer Association, Oklahoma and
Kansas Real Estate Commission and past
President of the Coffeyville Real Estate
Board. In 2010, Larry was inducted into
the Oklahoma State Auctioneers Hall of
Fame.

Larry was a member of the Lenapah
Cowboy Church, the Delaware Masonic
Lodge #477 and the Tulsa Akdar Shrine.
He enjoyed collecting antiques, guns and
baseball cards. He also enjoyed playing a
good hand of poker. He took great pride in
and thoroughly enjoyed raising cattle. Most
of all he loved the time he spent with family
and friends. Larry will be remembered by

many for his sense of humor.

Surviving to honor his memory is his wife,
Linda; son, Adam Bartley of Overland

Park, Kansas; and mother, Helen Frederick

of South Coffeyville, Oklahoma; as well as
several brothers and sisters, a grandson,
and step-grandsons. He was preceded in
death by his father, Joseph L. Frederick. %

Auctioneer was once also a private detective

Col. Janice Hansen, 74, of Highland,
Indiana, passed away peacefully on
January 23, 2014, with her husband of 55
years and family at her side.

Hansen was born on August 29, 1939, in
Sioux City, Iowa, to the late Ralph and
Argie (DeForest) Tebben. On August 31,
1958, she married Raymond Hansen,
who survives. Survivors also include her
children: Myron (Marcia) Hansen of

San Antonio, Texas, and Brenda (John)
Pollalis of Schererville, Indiana; three
grandchildren, two sisters; as well as her
unofficial daughter, Donna Shoultz. She
also was a fond aunt to many nieces and
nephews.

Janice was a graduate of Purdue Calumet,
and a member of Gloria Dei (Glory To
God) Lutheran Church. Jan experienced
many careers; she was a teacher and also

worked as a private detective, then received
her Auctioneer’s license in 1983. She was

a member of the National Auctioneers
Association and Indiana Auctioneers
Association.

She enjoyed crocheting and refinishing
furniture. She thoroughly enjoyed
spending time with her grandchildren. In
retirement, she and her husband traveled
across the states in their RV. <

Georgia Auctioneer held sales for
U.S. Bankruptcy Court/Trustees

Richard L. “Rick” Elrod, age 59, of
Douglasville, Georgia, passed away Sept.
2,2012. Rick was born September 6,
1952, in Rome, Ga. At the age of 10, Rick
started his own lawn care service - his
business card read, “If you want to go first
class, Let Ricky cut your grass.”

In 1970, he founded Elrod Auction

Company Inc., which went on to become

AUGUST 2014 Auctioneer

one of the largest auction companies in
the Southeast. Elrod Auctions conducted
auctions for the U.S. Bankruptcy Court/
Trustees in Georgia and other states.

He was a member of the National

Auctioneers Association and Georgia
Auctioneers Association.

Rick was preceded in death by his
father, Haden Elrod. Surviving at the

www.auctioneers.org

time of RicK’s passing were his mother,
Marvine Harden of Douglasville; son,
Jonas Elrod, of Santa Monica, California;
stepmother, Millie Elrod, of Hiram; a
sister and brother-in-law; two nieces;
cousin/business partner Jackie Camp

of Lawrenceville; and numerous other
cousins and close friends. **



NALLOA announces new top officers
The National Auctioneers License Law Officials Association
(NALLOA) elected a new president and vice president during
its business meeting on July 10, 2014, at the Galt House in
Louisville, Kentucky.

The new president of NALLOA is Jeff Morris, Commissioner
on the Tennessee Auctioneer Commission. The new NALLOA
vice president is Kenneth Hill, Executive Director of Kentucky
Board of Auctioneers. Terms of these offices will be July 2014
through July 2016.

Barbara Schoen, of Louisville, Kentucky, remains as executive
secretary.

90 attend SDAA conference

PIERRE, S.D. - A fun auction, Hall of Fame induction, new
officer election and the presentation of a People’s Choice award
were among the highlights of the South Dakota Auctioneers
Association’s state convention held June 12-14, 2014, in Pierre.

Approximately 90 SDAA members came together for the event,
which saw Richard Penrod, of Gettysburg, South Dakota,
honored as the newest member of the state’s Hall of Fame. Bill
Eckert was given a People’s Choice award.

Newly-elected officers were also named during the event.
Those results: president — Chisum Peterson; president-elect -
Randy Owen; vice president — Val Luckett. <

Exceptional Auction Properties
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June 2014
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June 2014 Graduates of the Texas Auction Academy

The Texas Auction Academy June 2014 graduating class consisted of 45 students from across the
United States. States represented included: Arkansas, California, Colorado, Mississippi, Oklahoma,
Missouri and Texas. The school is located in Dallas.

June 2014 Graduates of the
Mendenhall School

of Auctioneering

The Mendenhall School of
Auctioneering graduated its most
recent class in June 2014 and
featured 14 students from Alabama,
Colorado, Delaware, North Carolina,
Tennessee, Virginia and West
Virginia. Mendenhall is located in
High Point, N.C.

MENDENHALL
SCHOOL OF

AUCTIONEERING
TERM

JUNE 201}

ARE YOUR INSTRUCTORS
High Paint, Heris Carcling
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Western College Of Auctioneering,
Class 233- June 2014

The Western College of Auctioneering
Class 233 graduated in June 2014 and was
made up of students from Colorado, Idaho,
Montana, New Mexico, North Dakota,

. Oklahoma, Utah and Wyoming. The school
= ; F islocated in Billings, Montana.

WESTERN COLLEGE
of AUCTIONEERING

BILLINGS - MONTANA
_—

e A anschoalscom

’’’’’’’’’’’’’’’’’’’’’’’’’’’’’’’’’’’ ] SOUTHEAS I EHN DL

OF AUCTIONEERING
May 2014 Graduates of ; -
the Southeastern School
of Auctioneering.
The May 2014 graduating class
of the Southeastern School of
Auctioneering had students from
Georgia, Mississippi, New Jersey
and South Carolina. The class was
held in Simpsonville, S.C.

June 2014
Graduates of
the Reppert
Auction School
Reppert Auction
School graduated
Class 238 on

June 29,2014,

in Indianapolis,
Indiana. Students
gathered from six
states and Cape
Town, South Africa.
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NATI NAL AUCTIONEERS ASSOCIATION

UCATION CALENDAR

BENEFIT AUCTION SUMMIT

Nashville, Tennessee - Embassy Suites Vanderbilt - September 14-16, 2014

T

WOMEN IN THE AUCTION INDUSTRY

fiansas City, Missouri - Embasay Suites fiansas City - Hirport- November 17-18, 2014

DESIGNATION ACADEMY

las Vegas, Nevada - Bally's las Vegas Hotel & Casino - December 7-14, 2014

CERTIFIED AUCTIONEERS INSTITUTE

Bloeminglon, Indiana - Indiana University - March 22-26, 2015

note that the information above is subject to change as events approach. This calendar will be updated as information becomes available.
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CONGRATULATIONS!

NAA Designations earned:
June 2014

Accredited Auctioneer Real Estate

1)
|

AULCTION TECHNOLOGY SPECIALIST

f.
AUCTIONEER SPEC]ALIST

BAS

Abra Annes

GPPA

Robert Adams « Max Christensen « Mike Fisher « Megan Mahn Miller « Chris Zydowicz

certified estate specialist

GPPA

Graduate Personal Property Appraiser

MPPA

MASTER PERSONAL PROPERTY APPRAISER

USPAP

m Standards of Professional Appraisal Practice

EARN YOUR DESIGNATION!

Check out the Education Calendar on page 80 for upcoming NAA education opportunities

You can also visit the full education calendar on the NAA website at www.auctioneers.org/
education-calendar.
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PAGE “ _the organization is financially sound, which puts us in a position to do some creative,
pragmatic, promotional activities that will not only let our clients, but also future
customers, understand the important role that Auctioneers play in today’s society.”

NAA President Tom Saturley, CAI
Tranzon Auction Properties
Portland, Maine

PAGE “The NAA has helped me become a better person and better Auctioneer. | feel that the
3 9 NAA Auctioneers and members are leaders in the auction profession.”

Justin Croy, 19
2014 IJAC winner
Culver, Indiana

PAGE “We believe Auctioneers should continue to benefit from cyclical tailwinds associated
with improving construction activity that could ultimately boost demand for
equipment and offer a general lift on pricing.”

Northcoast Research, commenting on second-quarter survey results from NAA members

MEMBERS’ CORNER

You just never know who
is watching your live web
stream ... or where.

NAA member Aaron Traffas, of Manhattan,
Kansas, wasn’t able to attend the 65th Annual
Conference and Show this year in Louisville.
However, those who know Traffas, CAL ATS,
CES, well weren't surprised to see this image
pop up on his Facebook page during the IAC
competition July 11.

While Traftas posted that he was watching
IAC from “the office” that day, there was no
word on whether mute was turned on while
Traffas practiced his bid call and interview
question answering while the IAC action
unfolded in front of him. +*
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AROUND the BLOCK

o Peter Gehres, of Hilliard, Ohio, won the 2014 Super Summer
Slam Down Bid Calling Championship at the Midwest
Auctioneers Roundup. The Slam Down was held on June 11

at the Midwest Auctioneers

Roundup in Ann Arbor,

Michigan.

Gehres, CAI, CES, is a
Trustee of the National
Auctioneers Association’s
Educational Institute and
teaches at The Ohio Auction
School. He has been an
instructor at the Certified
Auctioneers Institute and Reppert School of Auctioneering,
and he has spoken at various state Auctioneer associations
and presented at the National Auctioneers Association
Conference & Show.

o United Country Auction Services has had plenty of reason to
celebrate since late spring. On April 16, the company touted
between March 2013 and mid-April, its offices collectively
conducted 415 auctions using the company’s online auction
platform, accounting for more than $94 million in total sales.
On May 14, UCAS announced it had expanded its franchise
system by adding 21 previousy unaffiliated real estate and

Auctioneer firms to its network in the first four months of 2014.

Then, on June 18, more good news came forth as it was
announced that UCAS had increased its sales volume by 83
percent between April 2013 to April 2014. The company also
upped its total acres sold by 885 percent and total revenue
by 79 percent.

“The years of strategic planning and capital investments are
paying off in a huge way for UCAS and its team of auction

and real estate professionals,” said vice president Shawn Terrel.

o Golndustry DoveBid South Africa’s property division has
broken all records in its recently held live auctions for
parastatal TELKOM. Under the leadership of NAA member
Kim Faclier, Managing Director, Property for Golndustry
DoveBid South Africa, the company recently implemented a
series of exciting events around South Africa.

Over R130 million rand worth of properties were sold on
the fall of the hammer, proving that the auction industry has
turned a new corner, and that properties can be sold and
confirmed in a transparent and authentic manner, providing
the authenticity and corporate governance required.

o Friends, family and four generations of Rogers came together

to celebrate 50 years of Rogers Realty & Auction Co., in
Mount Airy, N.C. The company, which began its auction
division in the 1970s, saw over 600 people attend the early
summer event, which included catered food, games, live
music and fellowship.

o On March 20, Donald Shearer, 67, of Kissimmee, Florida,

was reappointed to the Florida Board of Auctioneers.

The term is in effect from March 20 to Oct. 31, 2017.

The independent Auctioneer with Auction Services, of
Kissimmee, is an NAA Past President, Past President of

the National Auctioneers Foundation, Past Member of the
Certified Auctioneers Institute Board of Governors at Indiana
University. He is also the 1999 Florida State Champion
Auctioneer.
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THANK YOU!

Thank you for making Louisville one

of the best Conference and Shows ever!

SEE YOU IN TEXAS! JULY 14-18, 2015
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NEW MEMBERS

Alabama

Wayne Bert King

Standing Rock Red Barn
Auction LLC

65618 Hwy. 22

Roanoke, AL 36274
standingrockredbarnauction@
gmail.com

(334) 863-1688

California

Ross J. Mulrooney
Mulrooney Auction Co.

P.O. Box 748

Galt, CA 95632
mulrooneyauction.com
info@mulrooneyauction.com
(209) 366-0600

Robert J. Wagner
33491 Periwinkle Drive
Dana Point, CA 92629
robwagner@cox.net
(949) 842-2277

Colorado
Jeftrey L. Kitchens
Homesearch.com
12366 E Bates Circle
Aurora, CO 80014
jeffrey.kitchens@
homesearch.com
(720) 215-6385

Thomas B. Mallory

7450 W 52nd Ave Ste 235
Arvada, CO 80002
tsallory@gmail.com
(720) 436-8636

Clay Patton

782 Wisconsin Ave.
Limon, CO 80828
wpatton1018@gmail.com
(719) 760-0747

Jeftrey S. Sullivan

Sully Team Realty

805 S Bauman Ave
Holyoke, CO 80734
www.sullyteamrealty.com
olga@petelcom.coop
970854313
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Georgia

Philip Edward Painter

PEP Auction & Realty
Solutions, LLC

2006 Carolyn Terrace
Valdosta, GA 31602
philippainter@bellsouth.net
(229) 561-3497

Illinois

Chase Mylon Burns

Land Co

576 300th St

North Henderson, IL 61466
www.landco.com
chase@illinoislandcompany.com
(309) 368-0370

Troy Lee Scott
Bearrows Real Estate

& Auction Company
201 School Ave
Rochelle, IL 61068
www.bearrows.com
troyscott94@gmail.com
(815) 508-7519

Keith Wolf

KWOLF Consulting, Inc
204 Dearborn Ct. Suite 105
Geneva, IL 60134
kwolf1021@gmail.com
(630) 461-8337

Indiana

Hanes Schmitter, GPPA
Perspecta Evaluations
715 W. Hawthorne Street
Zionsville, IN 46077
hwschmitter@gmail.com
765-532-5843

lowa

Dalton P. Johnson
7026 Geneva St
Indianola, TA 50125
daltonrfs@gmail.com
(515) 360-2503

Dennis J. Paltz

North West Realty, Inc.
200 W. Main Street
Cherokee, IA 51012
dpaltz1974@gmail.com
(712) 229-1464

www.auctioneers.org

Brett Hurd Schilling

114 Cedar Crest Dr
Cedar Falls, TIA 50613
bschillinglaw@gmail.com
(319) 215-5656

Kansas

Cody Mitchell Askren
7336 K-16 Highway
Holton, KS 66436
askren22@gmail.com
(785) 364-7249

Peter E. Devader

13975 Hwy K-16
Holton, KS 66436
sdevader@holtonks.net
(785) 851-0666

Dianne R. Graves

2289 North Rd

Eureka, KS 67045
drgraves62@yahoo.com
(620) 583-9542

Timothy Allen Kelly

Kelly & Company Sales, LLC
1059 N 190th Street

Arcadia, KS 66711
www.kellyandcompanysales.com
takelly@kellyandcompanysales.
com

(620) 362-3388

Jonathan Hunter Sturgis
Sturgis Auction Service

21760 Dempsey Rd
Leavenworth, KS 66048
sturgisauctionservice@gmail.com
(913) 396-2682

Louisiana

Benton F. Iles

Bonnette Auctions

145 R. Allen Road

Leesville, LA 71446
Fosterandfosterconstruction@
gmail.com

(337) 238-8956

Theresa Moreau

Moreau Auction Company LLC
148 Susan Dr

Pineville, LA 71360

Davron E. Moreau

Moreau Auction Company LLC
148 Susan Drive

Pineville, LA 71360
tim424@suddenlink.net

Minnesota
Elizabeth V. Garber
52940 Blackbridge Rd
Jackson, MN 56143
mommag44@gmail.com
(507) 841-0321

James Thomas Houdek
] & S Auction

10451 140th St

Little Falls, MN 56345
jthoudek@yahoo.com
(320) 360-5000

Cassandra Leigh Krause

4557 Praieie View Place, NW
Rochester, MN 55901
www.krausauctioneering.com
cassiekrause3@gmail.com
(507) 254-8597

Teresa Ellen Nelson

18401 145th Ave

Milaca, MN 56353
teresanelson@hotmail.com
(320) 237-7656

Mississippi

Joe Garner, Jr.

P.O. Box 548

Magee, MS 39111
jgarner968@outlook.com
(601) 968-7585 (cell)

Sterling Alan McCool
McCool Auctions Appraisals
& Real Estate

100 Depot Dr.

Madison, MS 39110
www.mccoolauctions.net
sterlingmccool@gmail.com
(601) 624-3227



NETWORKING

Missouri

Kaleb Henry Drinkgern
Midwest Ag & Rec

720 S W Admiral Byrd Dr
Lees Summit, MO 64082
www.midwestagrec.com
midwestagrec@gmail.com
(816) 533-2500

Emily Christine Mehl

United Country Stockton Lake
Properties, LLC

P O Box 857

Stockton, MO 65785
www.stocktonmorealestate.com
emilym@stocktonmorealestate.
com

(417) 276-4295

Brian Lee Towe

United Country Farm

& Home Realty

132 Main St. P O Box 319
Greenville, MO 63944
btoweunitedcountry@gmail.com
(573) 714-1109

Renee Williams

United Country Farm

& Home Realty

132 Main Street P O Box 319
Greenville, MO 63944
www.greenvillemorealty.com
greenvillemorealty@gmail.com
(573) 224-3900

Nebraska

Rick E. Carr

Carr Auction

44803 905th Rd.
Springview, NE 68778
www.carr_auction.com
carrauction@hotmail.com
(402) 376-4359

James R. Christen
1243 South D St
Broken Bow, NE 68822
ruraltherapy.com
jim@ruraltherapy.com
(308) 870-0912

Scott T. Henrichsen
Hertz Farm Management
11717 M Circle

Omaha, NE 68137
www.hertz.com
scotth@hertz.ag

(716) 310-0466

Nevada

Joaquin Crame, Jr.

9348 Thunder Basin Ave
Las Vegas, NV 89149
joaquin.crame@yahoo.com
(702) 434-5383

New York

Pamela K. Daniels

The Wall Street Journal

1155 Avenue of the Americas
New York, NY 10036
pamela.daniels@wsj.com
(212) 659-1014

North Carolina
James B. Waynick

1837 Pennrose Dr.
Reidsville, NC 27320
jimmywaynick@gmail.com
(336) 347-7009

Oklahoma

Rodney L. Albert

RR 1, Box 69B

Knowles, OK 73844
rodney@albertranch.com
(580) 461-3768

Daneen Shepherd
Daneen Shepherd, Inc.

P O Box 82G

Kiefer, OK 74041
dshep.private@gmail.com
(918) 630-0069

South Dakota

Todd E. McPherson

McPherson Auction & Realty Co
P.O. Box 8204

Rapid City, SD 57701
mcphersonauction.com
mcphersonauction@gmail.com
(605) 381-1594

Tennessee
James S. Beard

130 Broyles Rd.
Telford, TN 37604
jamesb64@gmail.com
(423) 361-5891

Texas

John W. Adair

Trading Hands

9615 Willow Crossing Drive
Houston, TX 77064
www.tradinghands.biz
jwadair@tradinghands.biz
(281) 818-5664

Robert William Clark

Clark Auction Company LLC
8896 N Hwy. 6

Crawford, TX 76638
www.clarkauctioncompany.com
rclark@clarkauctioncompany.com
(254) 848-2333

Philip J. Columbetti
3311 Hwy. 67
Stephenville, TX 76401
texasroofs@yahoo.com
(254) 488-2242

Alana F. Croker

1442 Hwy. 146

Kemah, TX 77565
alana@alanacroker.com
(832) 768-2019

Sandra Jean Davis

AGGIE Liquidators

2208 Sharon Drive

Bryan, TX 77802
www.AGGieliquidators.com
realestlv@aol.com

(702) 498-7074

Austin Fullingim

P O Box 596

Abernathy, TX 79311
fullingim@fullingimauctioneers.
com

(806) 543-4646

Leobardo Gonzalez

4805 Inca Drive

San Juan, TX 78589
bondbondlgonzalez@yahoo.com
(224) 944-8363

www.auctioneers.orqg

e

Collins

/| joined the
NAA for the
networking
opportunity
and to learn
from the best
Auctioneers in
the country.
This organization,
n my opinion,
IS the best way
to accomplish
these goals
and meet some
great people! »

Jerry Collins
Great Falls, Mont.
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NEW MEMBERS

James William Grant

750 County Rd. 1080
Fairfield, TX 75840
jwg5876@hotmail.com
(903) 388-6002

Ian Patrick Hurlstone

200 Kellington Dr. N #6108
Kingwood, TX 77339
ihurlstone@gmail.com
(305) 763-9420

James Daniel Introligator
P O Box 803334

Dallas, TX 75380
james@jd1lmachinery.com
(713) 890-2925

Eric Scott Jackson
Crackerjack Auctions
19051 Third Street
May, TX 76857

(325) 280-5510

Emerson Clay Larkin, Jr.
11201 Morning Ct.

San Antonio, TX 78213
eclarkin@gulfcoastpub.com
(210) 240-7938

Jesse Blue Luker

P O Box 37
Comanche, TX 76442
jluker20@yahoo.com
(325) 660-0167

Lee H. Lytton

LexProj, LLC

24165 IH-10 West, #217-618
San Antonio, TX 78259
www.lexproj.net

(210) 240-2757

Kelly Nutt

Nutt Auction Group
1064 FM 1397
Texarkana, TX 75503
www.nuttauction.com
kelly.nutt@gmail.com
(903) 824-3445

Ann B. Pena

Trading Hands

9615 Willow Crossing Drive
Houston, TX 77064
www.tradinghands.biz
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abadair@tradinghands.biz
(832) 704-6226

Oscar San Miguel

San Miguel & Son Auction
Company

300 Quail Creek Road

Del Rio, TX 78840
rafter-o@stx.rr.com

(830) 313-8093

Michael Dean Sanders

Active Home Care/Keller Wil-
liams Realtor

10264 Zipper Road

Pilot Point, TX 76258
www.activehomecare.org
michael@activehomecare.org
(940) 390-3934

Layton E. Schur

2669 CR 70
Plainview, TX 79072
schurlimi@gmail.com
(806) 869-5318

Jered L. Shipman, II

6945 CR 206

Grandview, TX 76050
shipwreckcattle@gmail.com
(806) 983-7226

Michael L. Weaster
Xcel Properties

32411 Mallard Street
Brookshire, TX 77423
mweas55387@aol.com
(713) 875-8558

Scarlett Westbrook

Dynamic Auction Group

1101 Ridge Road, Ste. 104
Rockwall, TX 75087
www.dynamicauctiongroup.com
info@dynamicauctiongroup.com
(972) 722-4899

Virginia

Kristen Horne Grice

1544 Turners Creek Rd.
Callaway, VA 24067
kristen_horne@yahoo.com
(540) 263-0057

Richard Harrell
2009 Holland Rd.

www.auctioneers.org

Suffolk, VA 23434
rharrell@abcole.com
(757) 539-9866

Daryl E. LaClair

6736 Steity Lane
Manassas, VA 20111
daryllaclair@gmail.com
(703) 403-2261

Washington

Traci Linstrum

Mussser Bros. Inc.

3035 Rickenbacker Dr.
Pasco, WA 99301
tlinstrum@mbauction.com
(509) 416-6060

Josh Musser

Musser Bros. Inc.

3035 Rickenbacker Dr.
Pasco, WA 99301
jtmusser@mbauction.com
(509) 416-6060

Wisconsin

Kale Dean George
George Auction Service
11211 N Union Rd
Evansville, WI 53536
www.georgeauction.com
kdgeorge@wisc.edu
(608) 774-0440

Billie Jo Larson

1248 Old Mill Rd

New Richmond, WI 54017
billielarson1@gmail.com
(715) 417-5645

Jared August Ruter

631 Commerce Street
Mineral Point, WI 53565
ruterjared@gmail.com
(815) 238-7530

William Theesfield

Blue Toad Auctions

N4745 Weeks Rd

Elkhorn, WI 53121
bluetoadauctions@aol.com
(847) 707-9446

West Virginia
James Matthew Boswell
Boswell Auction Co.
267 Hollow View Dr.

Ronceverte, WV 24970
auctionboz@hotmail.com
(304) 661-1271

Trevor David Neel

Rt. 1 Box 86

Union, WV 24983
trevorneel@dishmail.net
(304) 646-6821

Wyoming

Joseph S. Preston

Joe Preston Enterprises
PO Box 1176

Wright, WY 82732
joeprestonent@gmail.com
(307) 257-4745

Canada

Yehuda Leon Benghiat
IBid4Storage.com

44 Upjohn Rd.

Toronto, ON M3B 2W1 Canada
ibid4storage.com
info@ibid4storage.com

(855) 402-4243

Germany

Robert Bridges

Hubzu

40, Avenue Monterey -

3rd Floor

Luxembourg L-1724
Germany

hubzu.com
robert.bridges@altisource.com
(770) 612-7332

South Africa

James Dall

The High St. Auction Co.
P.O. Box 245 Melrose Arch
Gauteng, Johannesburg 2076
South Africa
james@highst.co.za
+2782044407777
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IDEAL AUCTION HOUSE
Have 34,500 sq ft commercial
complex in historic, Pella, Iowa.
Ideal for auctions, from antiques &
collectables to autos & tractors. Will
sell at very affordable price, lease on

The #1 Source for Marketing Seryices\Wathinthe Auction Industry

800-510-5465

www.SatelliteProlinkicom
The Auction MarketingiSolution

Satellite Prolink, Inc.* Established in'1995

[ e L

Helping Our Clients & Their Clients Succeed

long-term basis, or accommodate
your occasional needs for central

Iowa marketing. design
development
. photography
For Details: communications eI

Call Marv 719-229-1674
or email marvthomason@
gmail.com.

illumoscommunications.com
a creative collaborative for small businesses
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Administration
Chief Executive Officer
Hannes Combest, CAE

(913) 563-5423
hcombest@auctioneers.org

Conference and

Show Manager
Joyce Peterson
(913) 563-5439
jpeterson@auctioneers.org
Administrative Assistant/
Project Manager
Susan Geren
(913) 563-5438
sgeren@auctioneers.org
Accounting
Director of Finance &
Administrative Services
Rhonda Truitt
(913) 563-5422
rtruitt@auctioneers.org
Accounting Associate
Ruth Richardson
(913) 563-5435
rrichardson@auctioneers.org
Accounting Associate
Carol Bond
(913) 563-5434
cbond@auctioneers.org
Membership
Membership Specialist
Heather Rempe
(913) 563-5425
hrempe@auctioneers.org
Membership Projects Specialist
Brandi McGrath Kong
(913) 563-5429
bmcgrath@auctioneers.org
Education
Director of Education
Aaron Ensminger
(913) 563-5426
aensminger@auctioneers.org
NAF Administrator &
NAA Education
Program Specialist
Lois Zielinski
(913) 563-5428
|zielinski@auctioneers.org
Education Coordinator
Kerry Boydstun
(913) 563-5432
kboydstun@auctioneers.org
Publications
Director of Publications
& Trade Show
Curtis Kitchen
(913) 563-5424
ckitchen@auctioneers.org
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Sean Morelli
(913) 563-5430
smorelli@auctioneers.org
Marketing & Sales Coordinator
Kari Preston
(913) 563-5421
kpreston@auctioneers.org
Graphic Designer
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NAA Board of Directors
2014-2015

Officers
President
Tom Saturley, CAI
(207) 775-4300
tsaturley@tranzon.com

Vice President
Spanky Assiter, CAl, AARE
(806) 655-3900
spanky@assiter.com

Treasurer
Chris Pracht, CAIl, AARE, CES
(800) 877-3044
jcpracht@aol.com

Chair Of Education
Institute Trustees
Will McLemore, CAI
(617) 517-7675
will@mclemoreauction.com

Past President
Paul C. Behr, CAl, BAS
(303) 680-1885
paulc.behr@comcast.net

Chief Executive Officer
Hannes Combest, CAE
(913) 541-8084, ext. 13
hcombest@auctioneers.org

Directors
Terms expiring 2015
James Devin Ford, CAI, CES
(606) 878-7111
Devin@fordbrothersinc.com
Terri Walker, CAIl, BAS, CES
(901) 322-2139
terri@walkerauctions.com

Terms expiring 2016
Joseph M. Mast, CAI
(330) 674-7610
mast@reshowcase.com
Scott H. Shuman, CAI
(970) 716-2120
Scott@HallandHall.com

Terms expiring 2017
Tim Mast, CAl, AARE
(731) 610-5436
tmast@tranzon.com
David P. Whitley, CAI, CES
(970) 454-1010
david@Whitleyauction.com

Foundation Representative
Larry Theurer, CAl, GPPA
(620) 326-7315
larry@theurer.net

Presidential Appointee
Christie King, CAl, AARE, BAS
(256) 439-0113
cking@ckingbenefits.com

National Auctioneers
Foundation Board of
Trustees 2014-2015

Officers
President
Thomas Rowell, CAl, AARE
(229) 985-8388
trowell@rowellauctions.com

Vice President
Larry Theurer, CAl, GPPA
(620) 326-7315
larry@theurer.net

Chairman of the Board
Sanford L. Alderfer, CAl, MPPA
(215) 393-3020
sandy@alderferauction.com

Finance Chair
William L. Sheridan, CAl,
AARE, GPPA
(517) 676-9800
bill@sheridanauctionservice.com

Trustees
Terms Expiring 2015
John Dixon, CAI
(770) 425-1141
john@johndixon.com
Lonny McCurdy, AARE
(316) 683-0612
Imccurdy@mccurdyauction.com
Randy Wells, CAIl, AARE, BAS,
CES, GPPA
(208) 699-7474
randy@rasnw.com

Terms Expiring 2016
David W. Huisman, CAI
(209) 745-4390
david@huismanauction.com
Mike Jones, CAl, BAS, GPPA
(214) 906-5265
mikejones@unitedcountry.com
J.J. Dower, CAIl, AARE, ATS
(423) 569-7922
jjldower@ayersauctionrealty.com

Trustees
Terms Expiring 2017
Marvin Henderson
(225) 686-2252
belinda@
hendersonauctions.com
Homer Nicholson, CAl,
AARE, CES
(580) 767-1236
nicholsonauction@
cableone.net
Jay D. Nitz CAl, GPPA
(402) 727-8800
jaynitz@omni-tech.net

NAA Board Representative
NAA Past President
J.J. Dower, CAIl, AARE, ATS
(423) 569-7922
jjdower@ayersauctionrealty.com

Foundation Staff
Executive Director
Hannes Combest, CAE
(913) 563-5413
hcombest@auctioneers.org

Administrator
Lois Zielinski
(913) 563-5427
I1zielinski@auctioneers.org

NAA Auxiliary Board of
Trustees 2014-2015

Officers
Chair
Traci Ayers-Dower, CAl, AARE
(423) 912-1122
tracidower@aol.com

Vice Chair
Angela Johnson
(352) 490-9160

agj3andli@gmail.com

Trustees
Hannes Combest, CAE
(913) 563-5413
hcombest@auctioneers.org
Sandy Bauermeister
(260) 493-9206
bauermeister@earthlink.net
Debra Brock
(316) 733-1498
djbrock@cox.net

Secretary
Annette McCurdy
(316) 683-0612
amccurdy@mccurdyauction.com

Immediate Past Chair
Kim Ward, CAI, BAS, CES
(423) 528-4043
kim@wardauction.net

Member at large
Lori Jones
(214) 714-7696
info@texasauctionacademy.com

Administrative Manager
Lucinda Terrel
(816) 873-0239

Irterrel@hotmail.com

8880 Ballentine St.

NAA Education Institute
Trustees 2014-2015

Officers
Chair
William T. McLemore, CAI
(617) 517-7675
will@mclemoreauction.com

Vice Chair
JillMarie S. Wiles, CAI, BAS
(503) 263-4747
JillMarie@JillMarieWiles.com

Trustees
Through July 2016
Peter D. Gehres, CAl, CES
(614) 306-1435
petergehres@gmail.com

Through July 2015
Darron J. Meares, CAl,
BAS, MPPA
864-947-2000
darron.meares@
mearesauctions.com
Jason Winter CAIl, AARE, CES
(816) 884-1987
jasonbwinter@me.com
Robert S. Weiman, CAIl, AARE,
BAS CES, GPPA
(314) 680-8598
rob@moundcityauctions.com

Through July 2017
Janine Huisman, CAl, ATS,
BAS, GPPA
(209) 745-4390
janine@huismanauction.com
Andy Imholte, ATS, BAS
(612) 799-7471
andy@solditatauction.com

NAA Representative
Spanky Assiter, CAl, AARE
(806) 655-3900
spanky@assiter.com

Education Staff

Director of Education
Aaron Ensminger
(913) 563-5426
aensminger@auctioneers.org

Education Coordinator
Kerry Boydstun
(913) 563-5432

ttruitt@auctioneers.org

Education Program Specialist
Lois Zielinski
(913) 563-5428
|zielinski@auctioneers.org

Overland Park, KS 66214-1900

Brianna Vaughn
_ bvaughn@auctioneersors ﬂ' O anar MAA phone: (913) 541-8084 Fax: (913) 894-5281
©L® JOURNALISTS. e WWW.QUCEIONEErS.Org

Ve

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 adver-
tisements. Inclusion of advertisements should not be interpreted as an endorsement by the National Auctioneers Association or Auctioneer of any product or service
offered through the advertisement program. The NAA and Auctioneer encourage you to investigate companies before doing business with them. Furthermore, Auction-
eer 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
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USA
TODAY.

A GANNETT COMPANY

AUCTION SHOWCASE | mov

USA TODAY and the National Auctioneers Association offer a weekly advertising feature that
allows you to reach your target audience on a National or Regional scale.

: MIDWEST CIRCULATION
: 334,000

30% OFF | : \
NAA MEMBERS 1 \%
. EAST

:
.“. (S """ CIRCULATION

426,000

CIRCULATION

462,000
CIRCULATION

402,000

USA TODAY is the go-to news source
for real estate investors and online
auction purchasers.

3.7MM haove a HHI of $100,000+
1.2 MM haove a net worth of $1 million+
20% are online auction purchasers

1.6 MM own real estate in addition to
primary residence

RESERVE AD SPACE TODAY
1-800-397-0070 | auctions@russelljohns.com

Auctioneer Sources: 2012 Mendelsohn Affluent Survey, adults 18 or older, HHI $100,000 or more; September 2012 ABC Publisher’s Statement (print copies only)
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CROWNOf ﬁm Services

Unmatched support and a track record that speaks for itself,

United Country Auction Services knows what it takes to reach the winner’s circle.

MARKETING & TECHNOLOGY

* Effective, results-driven marketing saving our ® Over 3,500 custom websites driving 3+ million
auctioneers valuable time to pursue future auctions visitors per month
® Over 2,500 marketing campaigns executed ® A national buyer database of 530,000+

* On demand marketing staff of over 20 professionals for
your exclusive use on projects

GROWTH

* Total unit sales up 12%* * Office gross commission income

* Acreage auctioned up 885%* up 90%*

* Total volume up 83%* * Average sale price up 63%*

CULTURE

“United Country provides me the knowledge and tools that hejlp my business
and clients from the start. This is what puts United Country Auction Services ahead
of all the rest.”

— Andy Conser, United Country — Heartland Realty & Auction, Oskaloosa, KS

® “We were blown away by the amount of information, experience and support
we received when we joined United Country. We are plugging into the extensive
network, resources and marketing platform available to us and taking our business

Mthe next level. We believe United Country is the best company for us and are J A
B Eedib_ly excited for the opportunity ahead!” | 3 :

e —Logan 'I:Eofn_as, United &ountry — OIG Auctions, Dallas, TX o : < 5l
s 5 . --_ I \ v .
T T S i
P = T pal) T Sl = : * Data collected over last 12 months

JoinUCAuctionServices.com | 800-444-5044
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