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F irst, I want to say thank you for allow-
ing me to serve as your President for the 
2013-2014 year. I am humbled that you 

have selected me to lead an organization that 
has given me so much. It allows me to give 
back, and I appreciate that.

The 64th International Auctioneers Confer-
ence and Show was a blur to me for all the right 
reasons. There were so many people there that 
have made an impact on my life, both person-
ally and professionally. It was a wonderful week, 
and I had the opportunity to see so many of 
you there! 

If you were in Indianapolis, you heard my 
remarks on Thursday morning at the Annual 
Business Meeting, where I said that my hope is 
that, in 20 years, we will have another per-
son standing before our membership with an 
organization that is strong and still providing 
leadership to its members. Today, I want to talk 
about how we hope to make that happen.

Four years ago, President Mark Rogers appoint-
ed a group to look at the future of the industry. 
The Council on Future Practices spent months 
looking at various trends within the industry 
and prioritizing what it believed would have 
the most impact. The following year, President 
Christie King understood that if we were to 
prepare for the future, we had to look at our 
organization and make sure it was in the best 
shape possible. She appointed the NAA Vision 
2015 task force and asked them to look inter-
nally and see what we needed to do to shore 
up our policies and processes. That resulted in 
some changes such as understanding that we 
need to be inclusive for our membership rather 
than exclusive. As a result, we organized one 
membership level, with rights and responsibili-
ties given to all auction professionals.

Then, it was time to look at what we could 
do for our members. Last year, President J. J. 

Dower appointed three task forces: the Future 
of NAA Education, Advocacy and Promotions. 
Tom Saturley, our new vice president, talks 
about how associations are built like a three-
legged step stool. These three areas each serve 
as a leg for the organization. Our task during 
2013-2014 is to take all of this information and 
put it into practices. 

To do this, we need a strategic plan or a road 
map to show us the way. Now, I know many 
of you have served on strategic planning task 
forces or long-range planning task forces. But, 
this is different because what we decide this 
year will be what carries us through for the next 
few years.

Thanks to Kurt Kiefer and others like him, 
NAA is financially stable, but now it is time 
to start planning for the future. What can we 
do to advocate for our members? How can we 
promote them to the public? How do we make 
sure their education is at such a top level that 
the public immediately recognizes there is a 
monumental difference between NAA auction 
professionals and everyone else who works in 
this industry?

I don’t have the answers. But, I do believe that 
you have elected a Board that will be able to 
accomplish this task. 

My hope is that when I leave this office, you 
will be able to say two things about my year 
as President: 1) He was a good steward for the 
NAA, and 2) He showed us how to include, 
rather than exclude, people in this industry. If 
we can accomplish these two tasks, I think we 
will have been successful.

I look forward to serving you this year and look 
forward to seeing you in my travels.

Paul C. Behr

CAI, BAS, NAA President

National Auctioneers 

Association President 

Paul C. Behr, CAI, BAS, 

joined NAA in 1981. 

A three-time World 

Champion Auctioneer, 

Behr was the first IAC 

Champion in 1988 and 

has conducted over 8500 

auctions in his 42-year 

career. Behr is President 

of both the World Wide 

College of Auctioneering 

and the World 

Automobile Auctioneers 

Championship. Also, he 

has served on the CAI 

Board of Governors. 

Behr makes his home in 

Denver, Colo., with his 

wife, Suzanne.
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On solid ground, 
now time to build
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The NAA Board of Directors approved Frisco (North Dallas), 
Texas, as the site of the 2015 International Auctioneers Con-

ference and Show at its pre-conference meeting in Indianapolis.

The Board made the decision after reviewing the costs associated 
with the Embassy Suites (which will serve as the host site for both 
rooms and the conference) — for both NAA and the members — 
and the “perks” provided to members (free parking at the  
Embassy Suites, the cost of breakfast and a “Manager’s Recep-
tion”). Although the Embassy Suites in Frisco only has approxi-
mately 300 rooms, there are several hotels within walking distance 
that will accommodate members housing needs.

In addition to approving the 2015 Conference and Show site, the 
Board approved the revisions to the NAA Bylaws as they were 
presented in the June/July issue of Auctioneer. The new Bylaws 
have been updated on auctioneers.org.

The Board also affirmed the Presidential appointee to the 2013-
2014 Board of Directors, recommended by Paul C. Behr, CAI, 
BAS, President of the NAA Board of Directors. Charlotte Pyle 
will serve in this seat on the Board. She was the President of the 
Board of Directors for the National Auto Auction Association in 
2012. During her tenure with the NAAA, she served on numer-
ous committees, including the NAAA Pac, Scholarship, Customer 
Relations, Legislative and Convention. She and her husband, Joe, 
own and operate two auto auctions in West Virginia as well as Joe 

R. Pyle Complete Auction and Realty Company for 25 years. They 
are both NAA members.

Also serving in a leadership position in 2013-2014 is Steve 
Cherry, CAI, CES. The Board affirmed his appointment to the 
Nominating Committee, to be chaired by Vice President Tom 
Saturley, CAI.

Several other items were on the agenda for discussion during the 
meeting, including documenting the role of the Executive Com-
mittee and including that into the Volunteer Leadership Manual. 
The position description will add information on what is required 
for the various positions on the Board, and should be useful for 
recruiting candidates to the Board. The Volunteer Leadership 
Manual, which contains the position descriptions for the Board, 
the Vice President, the Treasurer and the Executive Committee, 
will be available in the download section of the Member  
Resources under auctioneers.org by August 15.

Christie King, CAI, AARE, BAS; Kurt Kiefer, CAI; Marc Geyer, 
CAI, AARE, BAS, CES, GPPA; John Nicholls; and Bryan Knox, 
CAI, GPPA, also were recognized and provided an opportunity as 
retiring Board members to give comments.

The Board of Directors will be holding a Strategic Planning meet-
ing in August that will provide the foundation for a multi-year 
business plan to be discussed in October. v

Board summary for July 2013

The 2013-14 NAA Board of Directors (from left to right): Jimmy Dean Coffee (CAI, AARE, BAS, CES, GPPA), Director; Scott Shuman 

(CAI), Director; Charlotte Pyle, Presidential Appointee; Joseph Mast (CAI), Director; Rich Schur (CAI, BAS, MPPA), Director; James 

Devin Ford (CAI, CES), Director; Hannes Combest (CAE), Chief Executive Officer; (front row) Tom Saturley (CAI), Vice President; 

Chris Pracht (CAI, AARE, CES), Treasurer; Paul C. Behr (CAI, BAS), President; J.J. Dower (CAI, AARE, ATS), Past President; David P. 

Whitley (CAI, CES), Chair of Education Institute Trustees; Terri Walker (CAI, BAS, CES), Director. Photo by Peterson's Portrait Gallery

table of contents
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Kaden
5 years old
Georgia
medulloblastoma 

Kaden is an outdoorsman-in-training. Last summer, his family 
celebrated his birthday at the lake, riding bikes and waterskiing. 
It seemed like a perfect day. But shortly afterward, Kaden 
started having headaches and frequent vomiting. 

Weeks passed without Kaden getting better. His pediatrician 
ordered a CT scan, which revealed terrifying news. Kaden 
suffered from a brain tumor identified as a medulloblastoma. 

“We were so scared,” said Kaden’s mom, a nurse. 

Kaden and his family were sent to St. Jude Children’s  
Research Hospital® immediately. 

St. Jude is where doctors send their toughest cases because 
St. Jude has the world’s best survival rates for childhood 
cancers like leukemias and brain tumors. 

Kaden underwent surgery, during which doctors removed the 
entire tumor. He then received six weeks of radiation therapy, 
followed by four rounds of high dose chemotherapy. 

“The resources at St. Jude are amazing,” said Kaden’s mom. 
“People don’t realize everything patients have access to – 
audiology screenings, dentistry, an eye clinic. We’re getting 
top-notch care.” Kaden did physical and occupational therapies 
onsite and even attended kindergarten at the St. Jude school. 

Kaden recently finished treatment and now visits St. Jude for 
regular checkups. He’s excited to be able to again spend time 
at the lake with his family and can’t wait to tackle waterskiing 
on just one ski.

Support  
the kids of St. Jude  
by participating in  

Auction for Hope.

Sponsored by:
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NAA election results

Tom Saturley, CAI, was elected to serve one term as NAA 
Vice President at the annual business meeting on Thurs-
day, July 18, at the JW Marriott in Indianapolis.  

In addition, Chris Pracht, CAI, CES, was elected to a two-year 
term as Treasurer. Joseph Mast, CAI, and Scott Shuman, CAI, 
were elected to three-year terms to the NAA Board of Directors. 

According to Brent Wears, chairman of the Election committee, 
408 ballots were handed out on site. Of those, 403 were counted, 
four were illegal, and one was not returned. Also, 78 absentee bal-
lots were confirmed received, with six of those deemed illegal.

In addition to the election results, the members affirmed the 
election of Paul C. Behr, CAI, BAS, as President for the Board in 
2013-2014.

A complete draft of the annual business meeting outcomes will be 
available on auctioneers.org by August 15. v

Turn to Page 14 for a photographic look at what 
was the 64th International Auctioneers Confer-
ence and Show from Indianapolis.

table of contents
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In his 
blood
New NAA President 
Paul C. Behr’s love  
for auctioneering  
has always driven  
his goals.

I never thought that I wanted to be President of the 
United States. I didn’t want to be an astronaut and 

fly to the moon, or to own a big company, or be a sports star. 
I wanted to be an Auctioneer.”
Paul C. Behr
NAA President

Photo by Stan Lukowicz

table of contents
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By Curtis Kitchen
editor

P
aul C. Behr has stories. Man, does he 
have stories, and lots of them. But, 
that’s what happens when someone 
packs as much into 62 years as Behr 
has done. 

Dream purposefully of a career before the 
age of eight? Yep. Complete a tour of duty 
in Vietnam as part of the United States 
Marines at an age when most of today’s 
kids usually are only concerned with their 
parents’ reaction to a subpar sophomore 
year of college? Yes, sir. How about win-
ning multiple international competitions 
in your line of work, along with, despite 
once hating school, becoming the presi-
dent and an owner of a renowned training 
ground for future industry professionals? 
Indeed, that’s all in Behr’s story as well.

Consider all of that while you also let settle 
the fact that Behr’s legendary successes and 
contributions to the auction industry may 
have never happened had it not been for 
his willingness, back in 1971, to part with 

his standalone mustache.    

Immediately after graduating from Reisch 
Auction School, Behr was approached by 
his mentor, Colonel Joe Reisch, with an 
offer to work for him. 

“I said ‘I’d love to, Col. Reisch. What do I 
do?’” Behr recalled.

The Colonel, who Behr described as a 
disciplinarian and a taskmaster, laid out 
his cutting stipulations for the young man 
who was only a few months removed from 
his Vietnam experience and still sported a 
Fu Manchu-style mustache and hair over 
his ears.  

 “Shave that fuzz off your face,” Behr 
remembered Reisch telling him. “Get a 
haircut, and be at my house at five o’clock 
on Friday morning.”

The decision to part ways with such a 
style statement may have been agonizing 
for some, but it was an inconsequential 
hurdle for Behr, who wasn’t going to let a 
lip sweater derail professional goals he had 

held since he was six or seven years old.

“I always wanted to be an Auctioneer from 
that point, Behr said. “I never thought 
that I wanted to be President of the United 
States. I didn’t want to be an astronaut and 
fly to the moon, or to own a big company, 
or be a sports star. I wanted to be an Auc-
tioneer.

“That’s the only thing I wanted to do, and I 
set my sights on being an Auctioneer.”

More than 8500 auctions (in approxi-
mately 30 states, Mexico, Puerto Rico and 
all but one Canadian province) and three 
world championships later, including win-
ning the inaugural International Auction-
eer Championship in 1988, those sights 
proved pretty sharp.

The process began early. When Behr was 
13, the hardworking farm kid from tiny 
Rockwell, Iowa, wrote to the Reisch school, 
just up to the north in Mason City, re-
questing information. Having just become 

continued »

Photo by Stan Lukowicz

Behr served in the U.S. Marines and 

completed a tour in Vietnam.

table of contents
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a teenager, Behr learned his 
first hard lesson on educational 
economics.  

“The tuition was $175,” Behr 
said. “It might as well been 
$1750, or $17,500, or $175,000 
because there was no way I 
could even come close to hav-
ing $175.”

Thankfully, for Behr, he didn’t 
have to worry about the cost 
right then. And, of course, by 
the time he was faced with 
such matters, he was able to 
foot the bill. And, so many 
years later now, as President 
and Owner of World Wide 
College of Auctioneering, 
Behr’s passion and enthusiasm 
for training new Auctioneers is 
undeniable.

“Teaching at auction school 
and owning an auction school 
is the most rewarding thing 
I’ve ever done in the auction 
profession because I get to tell 
them and teach them to do 
what I love to do so much,” 
Behr said. “It’s so rewarding. 
Men and women come there, 
and they are mesmerized by 
the Auctioneer. They love what 
the Auctioneer does.”

Considering how much, admit-
tedly, Behr did not like school 
as a youth, the irony in his 
loving to educate new students 
isn’t lost on the new NAA 
President. That said, his dislike 
for the classroom was influ-
enced by a home life schedule 
that included taking up a large 
share of farming chores after 
his father passed away.

“I think about that all the 
time,” Behr said. “My dad died 
when I was 15, and I would go 
into the principal’s office on a 
Monday morning, telling him 
how many days I wouldn’t be 
in school that week. There were 
times I would miss three weeks 
in a row.”

Had it not been for the help 
from a classmate to keep 
him on pace despite the time 
challenge, Behr likely would 
not have graduated from high 
school. It was help that Behr 
said he remains grateful and 
appreciative of the magnitude 
of what was done for him.

On appreciation, Behr’s ap-
preciation for people remains 
as strong as it ever has. He was 
married in August of last year 

to his wife, Suzanne, in front of 
many familiar faces from the 
industry. (“It was like an Auc-
tioneer convention, of course,” 
Behr said.) 

That same feeling of close 
camaraderie, both personally 
and professionally, Behr said, 
is at the heart of what drove 
him to want to be a part of the 
auctioneering industry, even as 
a child.

“One of the things about being 
an Auctioneer, it’s the people,” 
Behr said. “Now, they come for 
education, and they come for 
Conference and Show. But, as 
I’ve said at auction school, a 
laptop has never hired another 
person.” v

Photo by Stan Lukowicz

Photo by Stan Lukowicz

Behr and his wife, 

Suzanne, were 

married in 2012.

table of contents
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Not 
standing

still

Major infrastructure 
has been set. 

Now, new president 
Paul C. Behr wants  

the NAA to “continue  
to move forward.”

By Curtis Kitchen

H
aving been a member of the 
National Auctioneer Associa-
tion since 1981, Paul C. Behr, 
CAI, BAS, has seen the ebbs 
and flows of the organization as 
it forged its way through both 
bullish and bearish years. With 
that perspective, the NAA’s 

newest President has a solid grasp on 
where the organization stands as he begins 
his tenure.  

“What NAA is providing is the abso-
lute best auction professional education 
anywhere in the world,” Behr said. “People 
come, from not only the United States but 
Canada and all over, to the NAA, and one 
of the things they have second-to-none is 
education; whether it is the Conference 
and Show, the summits, CAI or the NAA 
Designation Academy.”

There are few better suited to fully recog-
nize the value of what NAA provides its 

continued »

Photo by Stan Lukowicz

Behr’s goal is to push the 

NAA ahead with its current 

long-term agenda.
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members through education. Behr is President of World 
Wide College of Auctioneering, where he graduated 
from in 1971. The company website states that more than 
40,000 Auctioneer trainees have graduated from World 
Wide.  

Behr believes NAA is in a good position because one of 
its most sought-after benefits is an insatiable one.

“People always hunger for education — how they 
can do things and do them better, more proficiently, 
more efficiently, not only for their clients but also 

for customers,” Behr said. “NAA 
provides that, second-to-none. My 
favorite saying is ‘NAA has all the 
good stuff.’ 

“I tell students at auction school, I 
started making money, and I started 
on my success road when I joined 
the NAA because I got a chance to 
experience new things, to learn more 
things. I was able to fellowship and 
learn from other Auctioneers — how 
they did things.”

That said, however, Behr also rec-
ognizes that education for members 
by itself isn’t enough. Listen long 
enough, and you’ll hear him refer to 
the three-legged stool — a balanced, 
strong, multifaceted platform on 
which NAA is building its immedi-
ate and long-term future. To go along 
with education, the other two focus 
areas are promotion and advocacy, 
two aspects that may have not had 
sufficient attention before core cur-
riculum and organizational restruc-
turing began in earnest over the past 
several years.   

“The NAA is doing a much better job 
on promotion and also advocacy, and 
continues to focus on that every day,” 
Behr said. “The NAA is in great shape 
strategically. It is in great shape fis-
cally. But, of course, we can never just 

rest. We must always continue to move forward on to 
even bigger and better things, and even greater heights.”

J.J. Dower, CAI, AARE, ATS, spent the past year as NAA 
President and believes the transition from his tenure to 
Behr’s will be a seamless one.

“For the past several years, the NAA has been committed 
to strengthening its position as an organization through 
a shared vision and subsequent long-term planning,” 
Dower said. “Paul has the drive and enthusiasm to over-

The NAA is in 
great shape 

strategically. It 
is in great shape 

fiscally. But, of 
course, we can 
never just rest. 

We must always 
continue to 

move forward 
on to even 
bigger and 

better things, 
and even greater 

heights.”
Paul C. Behr

NAA President

Paul C. Behr accepts the 

NAA Presidential gavel from 

his predecessor, J.J. Dower, 

CAI, AARE, ATS. Photo by 

Peterson's Portrait Gallery

table of contents
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                                  Cookie Lockhart  
                                 “The Legend”      
 WWCA                                                                                                                              Cookie 
    Logo                                                                                                                                 Photo 
 
 
 

Congratulations on your 
50 Years as Auctioneer!         

 

• 1963 Graduate Reisch Auction School 
• Pioneer Woman Auctioneer 
• NAA Hall of Fame 
• Auctioneer Exceptional 
 

      We will celebrate Cookie’s milestone at Country Inn & Suites 
                               (DIA Airport) Denver, Colorado                                   
           September 13, 2013  - 5 pm @ World Wide Class Auction 
 
 

Everyone Invited! 
 
 

       If you can’t join us email Cookie at cookie@lockhartauction.com 
                                             Or call (303)-710-9999 
 

World Wide College of Auctioneering 
1-800-423-5242 

www.worldwidecollegeofauctioneering.com 
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see the continued develop-
ment and execution of those 
initiatives.”

Behr’s energy for his peers 
is unquestionable. In public 
arenas, he isn’t able to make it 
from one side of a hallway or 
room without being stopped 
by someone for discussion — 
something he willingly and 
graciously obliges. His efforts 
to support those he comes 
in contact with are genuine, 
and it is that attitude that 
NAA Chief Executive Officer 
Hannes Combest, who will 
work closely with Behr in the 
next 12 months, believes will 
serve Behr best over the com-
ing year.

“No one is more passionate 
about the Auctioneer indus-
try than Paul,” Combest said. 
“That energy will transfer to 
the membership and fuel the 
continued positive momen-

tum of the past several years.”

That positive momentum 
vibe was palpable during the 
64th International Auction-
eers Conference and Show in 
Indianapolis, as more than 900 
attendees gathered for educa-
tional seminars and invaluable 
networking. The reaction to 
the event has only strength-
ened the assertion that NAA 
is on the right path moving 
into 2014 and beyond. Behr 
recognizes the momentum 
witnessed over recent years 
didn’t happen by accident.  

I’m very pleased to be NAA 
President, but I’m part of the 
group that has the strategic 
plan, so I’m going to contin-
ue to work toward that plan,” 
Behr said. “The strategic 
plan is already in place, and 
what I want to do is do the 
very best job I can to move it 
forward.” v

table of contents
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CONFERENCE
AND SHOW 2013
Photos by Peterson's Portrait Gallery, Nathan Brunzie and Curtis Kitchen

The JW Marriott hosted the 64th Annual Conference and Show in 

downtown Indianapolis.

table of contents



Auctioneer      AUGUST 2013      15www.auctioneers.org

F E AT U R E

C&S attendees began their week with an NAA Welcome Party 

at the Indiana State Museum. The party included a buffet, live 

music and the chance to explore some of the museum’s exhibits.

table of contents
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Before turning over his Presidential duties later in the 

week, NAA President J.J. Dower led the Opening Session, 

which began by honoring all branches of the military, 

along with first responders (below).

Sixty exhibitors lined the Trade 

Show floor and foyer at the JW 

Marriott in Indianapolis. They 

showcased their products in front 

of a targeted crowd made up of 

more than 900 Conference and 

Show attendees.

table of contents
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Photo by Curtis Kitchen

Indianapolis Mayor 

Greg Ballard officially 

welcomed Conference 

and Show attendees 

to his city during the 

Opening Session. 

Also during the Opening 

Session, donations to 

the NAF 12x12 charity 

fundraiser were taken 

(middle left); NAA 

Board of Directors were 

introduced (middle right).

Winners of the NAA/USA TODAY Marketing Competition were recognized (above left and middle); and NAA’s presented a check from the 

past year to St. Jude Children’s Research Hospital (above right).

table of contents
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 Four contestants took part in 

the 2013 International Junior 

Auctioneer Championship 

(right): Jon Ross Yaden, Halie 

Behr, Justin Croy and Ben Allen.

table of contents

2013 IJAC Champion Julia Sparks congratulates (above from left to right) Jon Ross Yaden, second runner-up; Justin Croy, first runner-up; 

and Halie Behr, 2013 IJAC Champion.
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Auction icon and 

pioneer Cookie 

Lockhart (far left) 

delivers her call during 

the C&S Fun Auction, 

which included a 

variety of items 

including those shown 

here (top right).

Tim Keller (right) performs ringman duties during 

the Conference and Show Fun Auction, which took 

place in front of a packed house at the JW Marriott 

(bottom).
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The 2013-14 NAA Board of Directors (from left to right): Jimmy Dean Coffee (CAI, AARE, BAS, CES, GPPA), Director; Thomas W. Rowell 

(CAI, AARE), NAF Representative; Rich Schur (CAI, BAS, MPPA), Director; Tom Saturley (CAI), Vice President; Chris Pracht (CAI, AARE, 

CES), Treasurer; Terri Walker (CAI, BAS, CES), Director; Charlotte Pyle, Presidential Appointee; Paul C. Behr (CAI, BAS), President; J.J. 

Dower (CAI, AARE, ATS), Past President; James Devin Ford (CAI, CES), Director; Scott Shuman (CAI), Director; Joseph Mast (CAI), Direc-

tor; David P. Whitley (CAI, CES), Chair of Education Institute Trustees.

Andy Imholt, ATS, BAS, (above) collects completed ballots at the annual 

Business Meeting and Election, held on July 18.

The CAI class of 2013 was 

made up of (top row, left 

to right) Lloyd Cooper, 

CAI, BAS; Jeff Crissup, CAI, 

AARE; Danny Culps, CAI; 

Justin Vondenhuevel, CAI, 

AARE, CES; Jack Christy 

Jr., CAI, ATS, BAS; T. Kyle 

Swicegood, CAI, BAS, 

GPPA; Chris Lemoine, CAI; 

Homer Nicholson, CAI, 

AARE, CES; Kurt Kiefer, CAI. 

(bottom row, left to right) 

Dan Hudgins, CAI, AARE; 

Samatha Saturley Kelley, 

CAI, ATS; Anne Grindstaff, 

CAI, ATS, CES, GPPA; Trisha 

Brauer, CAI, BAS; Chantel 

Booker, CAI; Andy White, 

CAI; Dustin Rogers, CAI.
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Past President J.J. Dower (right introduces 

Paul C. Behr as NAA President during the 

President's Gala at Conference and Show.

Paul C. Behr (right) awards J.J. Dower with the Past President's 

clock for his service the past year as NAA President.

Tommy Williams (left), CAI; Dennis Kruse (middle), CAI; and John Dixon (right), CAI, were inducted into the NAA Hall of Fame during the 

President’s Gala.

Paul C. Behr (above) addresses C&S attendees after being officially  

introduced as NAA President.
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International 

Auctioneer 

Championship 

competitors, 100 of 

them in all, listen to 

instructions before 

the event starts (top). 

The 73 men and 27 

women competed 

for the trophies 

and medals shown 

here, along with the 

right to become a 

spokesperson for 

the NAA and auction 

industry.
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The field was whittled down to 22 finalists — 15 men (middle left) and seven women (middle right) — before Andy White (bottom left) and 

Megan McCurdy (bottom right) emerged as champions. White, with his wife, and McCurdy gave emotional speeches after they won.
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The current and 

former IAC champions 

gather after the 2013 

event. The IAC began 

in 1988, with Paul C. 

Behr winning the first 

title (above).

Clockwise from middle left: Children take a look at items auctioned off during the Children’s Auction that wrapped the 2013 Conference and 

Show; 2013 IAC Men’s Champion Andy White, IJAC Champion Hallie Behr and IAC Women’s Champion  Megan McCurdy  all do their part in 

providing instruction and  support to young callers during the Children’s Auction.
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 MarkNet Alliance
The Choice of Champions

MarkNet Alliance congratulates these members for their accomplishments 
in the 25th International Auctioneer Championships

Discover. Bid. Win.
marknetalliance.com

888.307.6545

Winners pictured left to right: Dustin Rogers of Rogers Realty & Auction Co., 1st Runner Up Men’s 
Division; Andy White of Real Estate Showcase, IAC Champion Men’s Division; Jason Miller of Kaufman 
Realty & Auctions, 2nd Runner Up Men’s Division; Emily Wears of Wears Auctioneering, 2nd Runner 
Up Women’s Division

MarkNet Alliance is also proud to call the following past IAC winners part of its network:

 • Joseph Mast, Real Estate Showcase, 2011
 • Kristine Fladeboe-Duininck, Fladeboe Auctions, 2010
 • Terri Walker, Walker Auctions, 2009
 • Bryan Knox, Horton Auction, 2007
 • John Nicholls, Nicholls Auction Marketing Group, 2006
 • Johnna Wells, Benefit Auctions 360, 2005
 

• Bill Sheridan, Sheridan Realty & Auction, 2002
• JillMarie Wiles, Stuart Realty Group, 2001
• Scott Musser, Musser Bros. Inc., 2001
• Amy Assiter, Assiter Auctioneers, 2000
• Mike Espe, Espe Auctioneering, 2000
• Spanky Assiter, Assiter Auctioneers, 1991

http://marknetalliance.com
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By Curtis Kitchen

he International Auc-
tioneer Championship 
began with 100 contes-

tants — 73 men and 27 
women — before it was whittled 
down to 15 men’s finalists and 

seven women’s finalists.

And by the end of the competition 
at the JW Marriott hotel in down-
town Indianapolis, Andy White, 
CAI (Ashland, OH), and Megan 
McCurdy, CAI, BAS (Wichita, Kan.), 
stepped ahead of the others, won 
their respective fields, and took their 
iconic places among the world’s 
best collection of Auctioneer talent 
known as IAC Champions.

In other words, as any past IAC 
Champion can attest, their lives just 
changed as the pair will go on to 
represent the NAA and the auction 
industry for the next year at many 
state association meetings, at St. Jude 
Children’s Research Hospital and 

through a host of local, regional and 
national media opportunities.

“Ladies and gentlemen, I think I 
made it through [my speech] as best 
I can make it through it,” an emo-
tional White told a packed ballroom. 
“Judges thank you so much. NAA, 
thank you so much. And again, if I 
have not met you, I look forward to 
meeting you, and I look forward to 
representing you.”

Before this year, White had com-
peted four times in the IAC (2008, 
2009, 2010, 2012). He was the Ohio 
state bid calling champion in 2007.

Some 45 minutes after the event 
had completed, a still very amped 
McCurdy paused long enough from 
taking celebration photos and accept-
ing congratulations from a myriad of 
well-wishers to share her thoughts on 
a long, trying, competitive day.

“It’s pretty amazing,” McCurdy said. 
“It was a fantastic day. It was full of 

tough competitors all day long in the 
men’s and women’s divisions.

“I’m just very thankful to the NAA 
and everybody who participated in 
it. It was just an amazing day. I’m 
excited to see what the future holds 
and what the next year holds for me. 
But, I’m ready to do anything I can 
for this industry.”

Megan McCurdy, 
Andy White win 
2013 International 
Auctioneer 
Championships

F E AT U R E
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Like White, McCurdy had also partici-
pated in the IAC four times prior to this 
year (2007, 2009, 2011, 2012), and was a 
state bid-calling champion, having won the 
Kansas title in 2010. She also is currently 
serving as the President-Elect of the  
Kansas Auctioneers Association.

Earlier in the evening, Halie Behr earned 
the 2013 International Junior Auctioneer 
Championship (ages 12-18), becoming the 

second female in two straight years, and 
the second female overall, to win the com-
petition, which began in 2007, following 
Julia Sparks in 2012.  

Also, Chad “Cracker” Johnson, BAS 
(Chiefland, Fla.), was awarded the 
Chuck Cumberlin Sportsmanship award 
— a designation that drew a standing 
ovation from the packed house of his 
industry peers.  

Runners-up Awards

Men’s: First runner-up, Dustin Rogers, 
CAI (Mount Airy, NC); Second runner-up, 
Jason Miller (Quaker City, OH)

Women’s: First runner-up, Christine  
Strobietto (Jay, OK); Second runner-up, 
Emily Wears, ATS, BAS (Solon, Iowa) v

The top three finishers in both the 

Men’s and Women’s Divisions of the 

2013 IAC. From left: Second runner-

up, Jason Miller; First runner-up, 

Dustin Rogers; Men’s Champion, 

Andy White; Women’s Champion, 

Megan McCurdy; First runner-up, 

Christine Strobietto; Second runner-

up, Emily Wears.
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By Nancy Hull Rigdon
contributing writer

H alie Behr won the 2013 International Junior Auc-
tioneer Championship in July, and she’s already 
eying the next prize.

“Someday, I hope to be an IAC champion as well,” Behr, 18, 
said of the International Auctioneer Championship. “That 
could open a lot of doors for me.”

Behr’s win at the National Auctioneers Association’s 64th 
International Auctioneers Conference & Show in Indianapo-
lis made history. It marked not only the second time a female 
won the competition but back-to-back female victories. In 
2012, Julia Sparks became the first female IJAC winner since 
the event’s 2007 inception. Behr witnessed Sparks’ success 

last year — a moment that elevated Behr’s confidence and 
ambition.

“In the past, all the guys were winning. I remember thinking, 
‘When is a girl going to win?’ When Julia won, I thought, 
‘This is historical. Wow, I do have a shot now,’” Behr said.

Behr and Sparks have far more in common than gender.

“When you think about Julia and Halie, the first word that 
comes to mind is poise,” said IAC Chair John Nicholls, of 
Nicholls Auction Marketing Group, in Fredericksburg, Va. 
“From bid calling to interview questions, they are both very 
confident, prepared and mature beyond their years.”

Both Behr and Sparks hail from families with strong ties to 
the auction industry. Sparks is the daughter of IAC winners 

Behr wins IJAC
Following Julia Sparks’ lead from 2012, Behr 
makes it back-to-back female junior champions. 

Halie Behr (left) 

became the second 

straight and second 

overall female to win 

the IJAC competition. 

Her victory followed 

2012 winner Julia 

Sparks (right).
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Budget Management • Newspaper 
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Internet Services • Google • Facebook

863.648.2914
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Print & Internet 
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Amy and Spanky Assiter, CAI, AARE, of Assiter Auctioneers in 
Canyon, Texas. Behr’s family members include great-uncle Paul C. 
Behr, CAI, BAS, of the World Wide College of Auctioneering, Inc., 
Centennial, Colo. He won the first IAC in 1988.

Behr and Sparks first met as part of the June 2010 World Wide  
College of Auctioneering class. The two reconnected this year at 
Conference & Show.

“When I saw her walk into the JW Marriott, and she said she was 
doing IJAC, I told her to come and talk to me if she needed any-
thing,” said Sparks, who turns 19 this month.

Sparks offered Behr advice: Smile, have a good time, memorize key 
words — not each word — of your interview answer.

“It was so exciting to help coach her and be on the other side,” 
Sparks said.

Sparks competed in the IAC this year for the first time, ahead of her 
sophomore year at Oklahoma State University. She also has been 
working for Gregg Pickens, CAI, of Pickens Auctions in Stillwater, 
Okla.

“I was raised under my parents in this industry, and branching out 
on my own has allowed me to see the industry through a new lens 
and see the love of auctions in my own eyes,” Sparks said.

Behr is beginning her first year at Iowa State University. 
She’s gravitated toward benefit auctions and hopes to one 
day start her own company.

“Auctioneering doesn’t feel like work to me. It is fun. This is 
what I’m supposed to be doing,” she says.

For now, she’s riding the IJAC wave.

“I’m hoping that as word spreads that I won IJAC, I’ll be 
able to land more work,” she said. v
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FLEX
AUCTION SOFTWARE

THANK YOU, SPONSORS
GOLD SPONSORSHIP

SILVER SPONSORSHIP

BRONZE SPONSORSHIP

IAC Champion Booklets and  
IAC Contestant Booklets

CAI Special Session/Cus-
tomer Service Seminar

CAI Breakfast

Hotel KeycardsClerking/Cashiering

Conference Name Badges

Education development is partially funded from a grant by the National Auctioneers Foundation.

USB Drives

First-Timers Breakfast/Orientation

Conference and Show SignageMarketing Competition Reception
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BENEFIT AUCTION SUMMIT
Sessions to include ways to improve entertainment 

aspects and keep bidders engaged.

S E P T E M B E R  1 5 - 1 7 ,  2 0 1 3

S U M M I T  H I G H L I G H T S

DAY ONE: ALL ABOUT THE AUCTION DAY TWO: ALL ABOUT THE BUSINESS

Actor/Entertainer Curtis Andersen will lead training on how to 
improve your audience interaction with improvisation and "crowd 
bouncing" techniques. Turn comments from the crowd into 
opportunities to raise bids and hold everyone's attention. Walk 
away with enhanced skills to work the crowd and improve your 
next auction "performance."

MAKING IT UP: USING �IMPROV  
TO SUCCEED

STAND OUT ONLINE
Boost your online presence throughout social media and on the 
web with techniques from expert speaker Charly Caldwell. Learn 
to improve your SEO, interact with potential clients and attract 
new ones.

Breaking from the past, the new design of the fun auction stages 
successful techniques into an expanded live learning event. You'll 
be sure to return home with new ideas for your live auction fund 
raising events.

INSTRUCTIONAL FUN AUCTION

OTHER TOPICS INCLUDE:
Creating more prepared & engaged bidders, engaging your 
clients, working with event planners and more!
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By NAA staff

Y
ou’ve been in that situation 
before — some faceless, 
offhanded comment is lofted 
outward from a sea of bid-
ders. In no time flat, you can 

feel the auction’s energy wane, if even for 
only a brief moment. And, along with it, 
as you’re also aware, goes the potential for 
that extra higher bid.

But, what if you knew how to turn such a 
situation around? What if you were sharp-
ened to diffuse energy-sapping bombs 
and rescue not just that particular item’s 
final bid price, but potentially even flip the 
comment around, make it work for you 
instead, and maybe, just maybe, actually 
use it to dig out an even better final bid?

That training isn’t a pipedream, Auction-
eers. In fact, it’s happening in September. 
The National Auctioneer Association 
Benefit Auction Summit is set for Sept. 
15-17 at the Embassy Suites Hotel O’Hare-

Rosemont, in Rosemont, Ill., and will 
feature improvisation coaching for all 
types of situations, including those that are 
less than ideal.

Featured on a first-day slate built around 
the auction itself, “Making It Up: Using 
Improvisation to Succeed,” will be led by 
professional actor/producer/teacher/con-
sultant Curtis Andersen, who has made 
a living out of knowing the right thing to 
say, and when to say it, all in the name of 
entertainment. In other words, he under-
stands how to keep an audience engaged.

Additionally, the event will also feature 
one-on-one coaching sessions with mul-
tiple past International Auctioneer Cham-
pions, including tips on improving your 
chant, along with a cutting-edge training 
environment where an instructional fun 
auction will be laced with real-time ex-
amples, questions and direction. 

The Summit’s second day will focus on 
business aspects, including a session 

from expert speaker Charly Caldwell, of 
Life & Business Success Group Inc., that 
will show you how to boost your online 
presence through social media and the 
Internet, as well as how to improve your 
search-engine optimization standing.  

Overall, this year’s event was built even 
more to cater to attendee requests. As 
Nancy Hull Rigdon pointed out in her 
Auctioneer article in the June/July issue, 
six subcommittees consisting of about 25 
people were formed in order to further 
enrich summit attendees’ experiences. 

The event begins Sunday, Sept. 15, with a 
welcome party at 6 p.m. On-site registra-
tion opens Monday, Sept. 16, at 8 a.m., 
with education beginning at 8:30 a.m. The 
Summit will conclude on Tuesday, Sept. 
17, at 3 p.m.

For more information, e-mail education@
auctioneers.org, call (913) 563-5432 or 
look up auctioneers.org/events/view/bene-
fit-auction-summit-2013. v
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Kurt R. Bachman and 
Beers Mallers Backs 
& Salin LLP appreci-
ate the opportunity 
to review and answer 
legal questions that will 
be of interest to Auc-
tioneers. 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. Bach-
man and Beers Mallers 
Backs & Salin LLP do 
not intend to create an 
attorney-client rela-
tionship by offering 
this information, and 
anyone’s review of the 
information shall not 
be deemed to create 
such a relationship. You 
should consult a law-
yer if you have a legal 
matter requiring at-
tention. Kurt R. Bach-
man and Beers Mallers 
Backs & Salin LLP also 
advise that any infor-
mation you send to an 
Auctioneer shall not 
be deemed secure or 
confidential. Please 
visit one of our offices 
to ensure complete 
confidentiality.

Kurt Bachman 
Attorney and 
licensed
Auctioneer from
LaGrange, Ind.
He can be reached at
(260) 463-4949 or
krbachman@
beersmallers.com.

Real-estate high-bidder 
won’t sign the purchase 
agreement. Now what?
Question: In real estate auctions, can the high bidder be held to the 
bid when he or she later refuses to sign the purchase agreement or 
lose the sale? If so, what remedies are available?

Answer: This question raises a few interesting issues. At real estate auctions, 
whether the high bidder can be held liable for the breach of contract will depend 
upon state law and the specific facts of the case. The first issue to consider is the 
statute of frauds. The statute of frauds is a legal doctrine that requires some transac-
tions to be supported by a written instrument signed by the parties to a transaction. 
The purpose of the statute of frauds is to protect parties to certain contracts; the goal 
is to make sure each party is aware of specific terms in a transaction. This doctrine 
has been adopted in nearly every jurisdiction in the United States. Applying the 
doctrine can be complex, especially when selling real estate at auction. The statute of 
frauds generally requires: (1) a written memorandum (2) that embodies the terms of 
the contract, (3) an adequate description of the real estate, and (4) the signature of 
the party who is now disputing the contract. The above requirements are intended to 
protect the buyer and seller from deceitful conduct by either party.

Some states have concluded that if the statute 
of frauds is asserted to further less than hon-
est and fair dealings, then a court may closely 
examine the transaction. In these jurisdictions, 
attention is given to the circumstances sur-
rounding the transaction in order to ensure 

that the statute of frauds is not being asserted to 
perpetuate fraud rather than to prevent fraud. 
This approach places an emphasis on the intent 
of the buyer. By examining the surrounding cir-
cumstances, a court can make logical inferences 
with respect to whether the buyer acted with a 
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fraudulent intent. Other states have held that even when a bidder 
submits a bid with the intent of never purchasing the property, as 
long as there is no written contract satisfying the statute of frauds, 
it will still be a complete defense to the claim. In some jurisdic-
tions, writings other than the purchase agreement may satisfy 
the statute of frauds. These writings could be, for example, the 
registration agreement or an acknowledgment of the highest bid. 
The law in each jurisdiction with respect to the statute of frauds 
and the specific facts of the case will determine whether the seller 
would be able to pursue the bidder for damages.

After passing the statute of frauds hurdle, the seller may be able to 
assert the claim against the highest bidder. Once the hammer falls 
and the Auctioneer announces the completion of the sale, there 
is a binding contract between the buyer and seller. The terms and 
conditions of the contract include any terms the buyer agreed 
to in writing when he or she registered to bid and the terms 
announced prior to the auction. If the bidder refuses the sign 
the purchase agreement after the sale, he or she can be sued for 
breach of contract.

The question then becomes what remedies are available to the 
seller for the high-bidder’s breach of contract. Generally, the 
courts will not force a buyer to complete the purchase of the prop-
erty. Specific performance is an equitable remedy that is generally 
used by a buyer when the seller breaches the contract and refuses 
to convey the property to him or her. Instead, when the buyer 
breaches the court will most likely award monetary damages 
for the delay of the sale, costs incurred, and other damages. The 
damages in this type of situation may be difficult to measure, so 
Auctioneers should consider including liquidated damages clauses 
in their bidder’s registration agreement. In the residential real 
estate purchase agreement, liquidated damage clauses are fairly 
common.

The clause can be drafted so that the damages will be a specific 
percent of the purchase price or the deposit made at registration. 
The deposit made at registration is not automatically forfeited. It 
must be clearly set forth in the terms and conditions of the con-
tract. The amount set for liquidated damages must be a reasonable 

amount. There should be a connection between the amount of 
actual damages anticipated and the liquidated damages. If the sum 
sought by a liquidated damages clause is grossly disproportionate 
to the loss that may result from a breach of contract, the Court 
will treat the sum as an unenforceable penalty rather than as liqui-
dated damages. In other words, the amount specified as damages 
in a liquidated damages clause should be close to the anticipated 
or actual amount of damages. v
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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.

On picking an entity
It isn’t a one-size-fits-all decision.

Businesspeople are often the targets for 
legal claims and lawsuits.  That is a 
perfectly unpleasant situation for those 

claimed against and sued, and none of them 
ever want to be pulled into this costly and dam-
aging process.  Thinking businesspeople realize 
early that the avoidance of claims and litigation 
is a top priority for what they do.     

Recently, I received a telephone call from an 
Auctioneer with a question.  I didn’t know the 
Auctioneer, but I’ve heard the question many 
times.

“Mr. Proffitt, a friend of mine said I should 
call you because you could tell me what to do 
with my auction business.  With all the law-
suits these days, I’m not sure whether to form 
a corporation or an LLC.  Which one do you 
recommend?”

It’s much in vogue for small businesspeople to 
form corporations and limited liability com-
panies for their businesses.  The fellow who 
called explained he has been working as an 
Auctioneer for some years and now wants to 
step up to a formal type of business entity.  Not 
surprisingly, his motivation is to avoid personal 
liability for a legal claim that might arise from 
the conduct of his business.  This is a goal he 
shares with many other businesspeople.  

Entities

Let’s start by considering business entities 
generally.  There are four common entity forms 
used by business:  (a) sole proprietorship, (b) 
partnership, (c) corporation, and (d) limited 
liability company.  A number of factors can 
weigh in on the selection of the best type of en-
tity to use for a given situation, including issues 
of capitalization, divisional ownership, manage-
ment structure, anticipated growth, taxation, 
the ability of the owner(s) to eventually sell the 
enterprise and, chief amongst all, protection 
for the owner(s) against personal liability that 

might spring from business conduct and affect 
individual assets.  A quick look at each entity 
form will aid our understanding.  

Sole proprietorship

The Auctioneer who telephoned me has been 
working as a sole proprietor.  A proprietor-
ship is the simplest and easiest business entity 
to form and conduct.  It arises when an owner 
commences doing business.  A barber, farmer, 
plumber, small grocer and Auctioneer are all 
typical examples of sole proprietors who sell 
goods and services in the most basic format 
that the law recognizes.  The overriding charac-
teristic of a sole proprietorship is that the owner 
and the business are indistinguishable.  They 
appear as one and the same in the eyes of the 
public and the law.  

Partnership

When two or more persons jointly operate a 
business, they are partners.  Partners own and 
control a business in agreed, fractional units.  
Two partners might own a business as equals 
(50-50), or they might be unequal partners and 
own it in some other configuration, such as 
60 percent for one and 40 percent for another 
(60-40).  A partnership is like a proprietorship 
in that the business is linked directly to the 
partners.  Also comparable to a proprietorship 
is the fact that a partnership can be a fairly 
simple structure to establish and conduct.  On 
the other hand, partners can enter into a part-
nership agreement that is as complex as they 
might devise.  

Corporation

The laws of the various states allow business 
owners to incorporate their enterprises and 
many do.  A corporation is defined by law as 
an “artificial person.”  A natural person and a 
corporation have many of the same legal rights 
and responsibilities.  Each can earn and spend 
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money, buy and sell property, 
engage in banking, engage 
in commerce, hire and fire 
employees, borrow and loan 
money, and pay taxes.  

There are also sharp differences 
between a natural person and a 
corporation.  A natural person 
exists as a result of biological 
reproduction and birth, while a 
corporation can be created and 
exists only where the statutory 
law of a jurisdiction allows it.  
While a sole proprietor and her 
business are indistinguishable, 
the business of a corporation 
belongs solely to the corpo-
rate entity and is separate and 
distinct from the affairs of its 
shareholders, directors, officers 
and employees.  

Limited liability 
company

A limited liability company 
is another form of “artificial 
person” provided for by state 
law.  This entity form is much 
newer than the long-used cor-
poration, and it was conceived 
to combine the best aspects of 
a partnership and a corpora-
tion, while avoiding some of 
the less desirable traits of both.  
Like a partnership, a limited 
liability company is easier to 
operate than a corporation.  
Unlike a partnership does for 
its partners, a limited liability 
company offers its “members” a 
shield against personal liability 
— just like a corporation does 
for its shareholders.  

Answer to 
auctioneer

I couldn’t fully answer the 
question the Auctioneer posed 
over the phone because it in-
volved financial and tax issues 
that are beyond my expertise.  
However, I could speak to the 
legal aspect of what he wanted 
to know.  Before offering my 
advice, I asked him for some 
information about his work.  
Specifically, I wanted to under-
stand what role he plays in his 
business — what he does and 
with whom.  

The gentleman explained that 
he works as a general Auction-
eer and does everything that 
Auctioneers typically do.  This 
includes signing up sellers, 

preparing advertising materi-
als, organizing and setting up 
the goods for auction, working 
with sellers, working with pro-
spective bidders, conducting 
the auctions, calling the bids 
and settling up with the sellers.  
Like many others, he wears all 
the hats in his business.     

This was invaluable insight and 
I dovetailed this knowledge 
into what a corporation or lim-
ited liability company might, 
or might not, offer in his quest 
for protection against personal 
liability.  I then gave him my 
answer.  What I said surprised 
him a lot.  That didn’t surprise 
me at all.  Next time, we’ll see 
why. v
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OUT OF THE DUST
The country’s long drought hasn’t dried up 
auction opportunities.
By Curtis Kitchen

T he severe drought in the 
middle and western part of the 
United States, going on now for 
the better part of the last two or 

three years, has affected markets ranging 
from livestock to real estate to crops. But, 
while those markets thirst for a break from 
warm or hot temperatures and below-aver-
age precipitation, it doesn’t mean business 
has been dry for Auctioneers.

Conversely, extreme conditions — from 
the weather to Wall Street — have kept the 
field of opportunities fertile for the auction 
industry.

“We have seen, over the last year or two, 
the drought have a pretty big effect on 
land prices because of the lack of crops,” 
said Andy Conser, of United Country 
Heart of America Real Estate & Auction, 
in Oskaloosa, Kan. “That’s driven the 
price of commodities — corn and soy-

beans and that sort of thing — it’s driven 
it up. 

“As a result of the higher grain prices, 
we’ve seen higher land prices. We’ve seen 
a huge jump in prices per acre on crop 
ground over the last two to three years, 
and we’re still seeing extremely strong 
prices. We probably will until crop prices 
start dropping down.”

Little or no crops, of course, lend them-

The U.S. Drought Monitor shows the current drought affecting the western half of the U.S., which isn't expected to change much over 

the next three months. (The U.S. Drought Monitor is jointly produced by the National Drought Mitigation Center at the University 

of Nebraska-Lincoln, the United States Department of Agriculture, and the National Oceanic and Atmospheric Administration. Map 

courtesy of NDMC-UNL.)
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selves into an eventual problem with feed lots, which affects 
livestock. Simply, large herds become too expensive to feed 
and sustain. That dilemma forces ranchers and farmers into 
a decision to sell, and many have done that according to the 
National Cattleman’s Beef Association, which said some-
where between 1 million and 1.5 million heads of cattle were 
taken to auction at the drought’s worst point in the past year 
or so.  Additionally, the United States Department of Agri-
culture has reported that nearly 70 percent of cattle produc-
ing regions are suffering from drought conditions.

Those conditions aren’t expected to vastly improve, at least 
not in the next three months or so.

“Right now, the drought is still in the heart of the 
Western High Plains from Nebraska panhandle right 
through western Kansas and southeast Colorado to the 

panhandle of Texas and New 
Mexico,” said George Amis, 
Observing Program Leader with 
the National Weather Service 
Office, in Pleasant Hill, Mo. “We 
still have extreme to exceptional 
drought conditions.

“In the three-month outlook, 
from August through October, it 
appears to be no change in the 
pattern for what the Climate 
Center is looking at. There’s 
no La Niña or El Niño, it’s just 
neutral or regular-type Pacific 
Ocean temperatures.”

Those areas that don’t receive 
much more than average 
moisture, or even less, won’t 
be helped by cooler weather, 
either, according to long-
range forecast models.

“The temperature outlook, 
from Missouri all the way to 
the West Coast, right through 
October, we’re going for above 
average temperatures,” Amis 
said.

Despite unkind weather, land 
prices at auction are also 
holding firm thanks to the 
constant uncertainty that now 
surrounds Wall Street invest-
ments. 

“The one thing about land, we’ve also seen an increase in 
land from an investment standpoint, where people are 
sinking their investment money more into crop land,” 

Conser said. “Regardless of the drought, we see people in-
vesting in the land just because there is no money in CDs or 
other investments."

“And, the fact that they aren’t making any more land — all of 
those factors are helping keep land prices pretty high right 
now.”

Scott Shuman, CAI, of Hall & Hall Auctions in Eaton, Colo., 
backed up Conser’s land assertion and also pointed out that 
another driving point for buyers was securing water rights.

“With other variables throughout the country, would you 
rather have [money] in land or the stock market? People are 
saying they would rather have it in land,” Shuman said. “The 
big buyers haven’t gone away. On the real estate side, the big 
funds are still out there trying to buy as much real estate as 
they can. 

“The local farmers still want to buy [land] that adjoins them 
because it may never come up again. So, there are still a lot 
of buyers on the market even though, at the same time, there 
are a lot of sellers.” 

With a healthy supply of both supply and demand, regardless 
of the reason and effect on other industries, drought-fueled 
opportunities are there for auction professionals. v

Regardless of 

the drought, 

we see people 

investing 

in the land 

just because 

there is no 

money in 

CDs or other 

investments.”
Andy Conser
United Country Heart of America 

Real Estate & Auction,

Oskaloosa, Kan.
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Solid networking, 
meetings and education 
at Conference and Show 
have one of NAA’s newest 
members raring to go.

Ready
to run

By Curtis Kitchen

W
hile it is easy to miss things here 
and there during the annual whirl-
wind blur that is the International 
Auctioneers Conference and Show, 

there are parts impossible to miss — an at-
tendee’s colorful hairstyle, for example. 

First-time conference attendant Tammy 
A. Miller’s pink-shaded ‘do was a topic of 
interest throughout the week at this year’s 
event in Indianapolis, meaning her “mar-
keting platform,” as she calls it, did exactly 
what Miller, a cancer survivor in 2001 
and now a spokesperson for the PA Breast 
Cancer Coalition, intended for it to do. 

“If you would have met me at Conference,” 
Miller said, “you would have found out my 
hair is pink because that’s my marketing 
platform for people to ask me, ‘oh, why is 
your hair pink?’ or ‘oh, I like your hair,’ and 
then I can always get into the marketing 
side of ‘oh, let me tell you why it’s pink.”

Delivering that message (along with many 
others through her business, Tammy 
Speaks, LLC) is Miller’s strongpoint. The 
tagline on her site, tammyspeaks.com, 
describes her as ant international speaker, 
author, speech coach and auctioneer — an 
extremely varied background that centers, 
of course, on effective communication. 

Miller said she has been speaking profes-
sionally for the better part of 20 years, 
with topics ranging from being a cancer 
survivor to communication skills, leader-
ship and motivation.

As one could imagine, being able to show-
case such a wide range of topics has paved 
the way down some interesting roads.

“I do a lot of coaching of political figures,” 
said Miller, who also worked with some 
of this year’s IAC competitors on their 
interview preparation. “One of my big 
people right now, a gentleman is working 
on a project on going to the moon — the 
Penn State Lunar Lion project — which is 
very exciting. He met with Newt Gingrich 
a few weeks ago, and I was coaching him 
on what his message might be and how he 
might present that message.”

The auction professional portion of her 
resume came much later in almost ac-
cidental fashion, in October of 2010, as she 
attended an event and overheard a conver-
sation that would dramatically swing open 
another door to opportunity. Two women 
sat perhaps 15 seats away from Miller — 
just close enough for her to pick up a few 
words. One of the women was a television 
personality, and she was asked by the other 
person if she would be willing to help auc-
tion off several cakes. 

“This personality, who generally works 
from a script, I could see her face,” Miller 
said. “As a speech coach, we talk a lot 
about non-verbal communication, and her 
non-verbal at that moment was ‘oh, my 
gosh.’ She said, ‘I don’t have any idea how 
to auction.’

“I’m just sitting back there going, ‘you 
know what? I think I would like to learn 
the right way to do that.’ So, after that, I 
started to look into what it would take to 
become an auctioneer as far as the busi-
ness, the bid calling, and all of the things 
that go with auctioneering.”

That decision led to auction school in 
St. Louis in June that following year, and 
she hasn’t looked back since, picking 
up momentum and events as she’s done 
more than 50 paid auctions as opportuni-
ties, slowly at first, have come her way in 
Pennsylvania. In addition to someone local 
who has employed Miller’s services to help 
revitalize his business, Miller pointed out 
an NAA peer who has been helpful.

“I’ve been so blessed,” Miller said. “Matt 
Hurley (CAI, AARE), who is the President 
of the Pennsylvania Auctioneers Asso-
ciation and just a wonderful, wonderful 
business man, he has been helping me 
tremendously by saying ‘hey, come auction 
with me.’”

Tammy Miller is a spokesperson for the PA Breast Cancer Coalition 

and has written three books discussing her and others' experiences 

battling the disease.
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Miller joined the NAA this 
past January and decided to 
attend her first Conference 
and Show six months later. 
Beginning with her arrival 
to the Welcome Party, where 
2012-13 NAA President J.J. 
Dower immediately intro-
duced himself, Miller’s week 
was filled with interactions 
that grew her network by 
somewhere between 20-30 
new “friends.” Many of those 
meetings were the direct 
result of former NAA Presi-
dent John Roebuck, CAI, 
AARE, who saw Miller’s 
“First Timer” ribbon at the 
opening session. From there, 
he took it upon himself to 
lead her to other attendees. 
That help, Miller said, had 
her leaving the Conference 
seeing Roebuck as a mentor 
and friend.

And then, Miller gave high 
praise to the sessions she 
attended. 

“The education I received 
there was just phenomenal, 
especially in Steve Proffitt’s 
session,” Miller said. “He is 
funny. We were laughing 
so hard at his crazy jokes. 
But, the education he wove 
through that, I will always 
remember. His session was 
excellent. 

“The education I took in at 
the conference was some of 
the best I’ve ever received. 
It was foundational enough 
to your business that I think 
for many of the sessions, it 
doesn’t really matter if you 
are a new Auctioneer or a 
20-year Auctioneer. I think 
you can still glean some-
thing out of that.”

Miller, of course, is on the 
newer side of that spectrum, 
but she said joining the 
auctioneering industry has 
provided a platform where 
all of her professional skills 
can mix and flourish.

“I love what I do, from the 
communications side to the 
speech coach side, I love all 
of the things I do,” Miller 
said. “And, I am so excited 
that it seems like they are all 
meshing together now, and 
now I just need to figure out 
how to really just take this 
and run.

“I truly believe with all of 
my heart, I came back from 
the NAA Conference, and 
people asked me how it was; 
I said it was a life-changing 
trip.” v
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PLAN YOUR INTERVIEW

A
fter posting for applicants to fill your 
open jobs, and you are ready to start 
screening and interviewing, the best 
course of action is to have a plan. 
Plan your schedule, your questions 

and even the space you will use to conduct the 
interviews. 
 
The first step in the process is to carefully screen 
the responses you received in your recruiting 
stage. Check for unexplained gaps in an ap-
plicant’s work history. In this economy, lots of 
people have been out of work, but are they hiding 
something with a long gap? Look for short spurts 

of employment, which might indicate a job-
hopper. Review their job or career objectives. Are 
they in line with you, your company and with 
your job description?
 
Look also for “creative writing.” I’ve referred to a 
high school job pumping gas as a “transportation 
systems petroleum transfer technician.” Question 
things before you ever speak to a candidate. Some 
statistics claim more than half of all applications 
and resumes have false information. 
 
The next step is to review the job description 
for your open position. Create a list of questions 

By Rich Schur, CAI, 
BAS, MPPA 
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relevant to that position. Asking the right questions will help you 
identify ideal candidates and screen out the wrong ones. Asking 
the wrong questions will land you a terrible employee, make you 
miss a potential superstar or, even worse, get you sued. Make no 
mistake, there are career litigators who are hoping you’ll ask a 
wrong question that will lead to a settlement. Fortunately, these 
folks are few and far between.
 
Have your questions written down, and stick to your plan. You’ll 
have the opportunity to explore other questions based on can-
didates’ answers, but having a pre-planned list will keep you on 
track, reduce the risk of asking wrong questions and give you a 
mechanism to more objectively compare your applicants. 
 
The first rule is to keep questions not only business-related, but 
specifically related to the job you’re filling and the environment in 
which this person will work. Asking personal questions, or ques-
tions not related to the position is the quickest way to find trouble. 
 
There are some things you can’t ask. Period. Age is not allowed 
unless there is a specific reason for doing so. If your employees 
must be at least 21, you can ask if they are at least 21. That’s it. You 
can’t ask how old they are. Also, don’t ask questions about marital 
status, or family status. Whether they are married or have kids 
really has no bearing on their ability to do the job you’re filling — 
nor does their religion, nation of origin or sexual preference. 
 
Asking what languages they speak, read or write is perfectly ac-
ceptable. Asking what country they are from can be considered 
discriminatory. Asking if they’ll be late to work because they have 
to drop off kids is discriminatory. Asking someone if they are able 
to report to work as scheduled is not. 
 
As long as your questions are work-related, you’re probably in 
good shape, but when in doubt, seek the advice of a trusted attor-
ney. Finally, this article is intended as a general guide and cannot 
be construed as providing legal advice. v

Schur is Chief Operating Officer for United Country — Schur  
Success Realty & Auction LLC and has more than 17 years of 
experience in human resources. He has earned his certification as a 
Senior Professional in Human Resources (SPHR).

Asking the right questions will help you identify ideal 

candidates and screen out the wrong ones. Asking the 

wrong questions will land you a terrible employee, make you miss 

a potential superstar or, even worse, get you sued. ”
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By Carl Carter, APR

Telling the whole truth at every stage 
protects commission and reputation.

I've never met an Auctioneer who didn't have a 
story or six about a seller trying to misrepresent 
a property. There might be a water problem or 
zoning issue that limits the potential use of a 
property, or a crack in the air handler, or any-
thing that would reduce what a bidder might 
pay.

The Auctioneer faces a decision — one that may 
determine whether he pockets a nice commis-
sion or ends up with a ding on his reputation 
and maybe even a lawsuit. 

We all know the right answer: Disclose every-
thing — the whole truth, and nothing but the 
truth. It's easy to say when you're talking about 
another Auctioneer, or just moralizing in gen-
eral. But, when you're having a slow year, and 
sellers aren't exactly lined up with pens at the 
ready, judgment can get clouded because, let’s 
face it, you need that commission.

"Maybe it's not really so bad," we say. We con-
fuse optimism with wishful thinking. 

These matters find their way to me as a com-
munications specialist writing about properties, 
upcoming auctions and Auctioneers. Do I tell 
half the story? Do I leave out something that 
would cause someone to make a different buy-
ing decision? 

I don't like those choices, and by the time they 
land in my lap, the auction company's choices 
are generally limited. Fortunately, I'm blessed 
with clients who rarely let things get that far. 
But, I'll lay my cards on the table here: If I 
write something that is literally true but leads 
someone to the wrong conclusion because of 
something I left out, I consider it a lie. 

As I was working on this column, I sought 
the counsel of a couple of friends whose wise 
counsel has kept me — and many others — 
out of trouble endless times. Their advice was 
clear and firm: Catch it early, and fix it before 
you go another step. 

Because, at every stage, the list of acceptable 
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options gets shorter, and the cost of missteps goes up. Brochures, ads 
and press releases have to be re-issued or corrected. Lawyers have to 
conduct costly additional research. Lawsuits may be filed. A dam-
aged reputation is born.

Catch the problem before you ever visit the seller, and you may save 
some time and travel costs. Identify it before you write the contract, 
and you can adjust the communications plan accordingly. Level with 
the seller from the outset, and you can avoid a no-sell or a dissatis-
fied seller on auction day. 

Fixing problems like this quickly protects both your commission 
and your reputation. v
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By Justin Ochs, CAI

T
he scene invokes awe-soaked stares. 
Thousands of people, somewhere 
between 10,000 and 12,000, train 
their eyes forward as the Auctioneer 
climbs a price ladder with figures 
many have trouble even dreaming 

about, let alone writing on a check.

“200! … 300!” the Auctioneer declares. Un-
daunted, the crowd cheers for the compet-
ing buyers to bid even more.  They oblige.

“400! … $500,000 is bid!”

The Auctioneer’s pitch has climbed with 
each new bid, causing the hair on the 

backs of necks to stand under the support 
of palpable energy housed in the massive 
building.  Bidder assistants scream with 
everything within themselves, as if it may 
be the last bid they ever turn in.  Chests 
well with excitement as the hammer raises 
high and then crashes down on the block. 
The crowd roars as the Auctioneer decrees 
the car “SOLD!”

Welcome to the Super Bowl of auctions. 
Welcome to Barrett-Jackson, “The World’s 
Greatest Collector Car Auctions.”

Just like professional football teams bat-
tling it out on the gridiron, the event’s 
auction team fights against time and the 
window of opportunity to make a profit 

for its sellers.  Work begins at around 
8:30 each morning and finishes around 
midnight with small breaks throughout the 
day.  This was especially true last Janu-
ary in Scottsdale, Ariz., where the team 
marched for six consecutive days. Each day 
averaged about 15 hours during the largest 
event in “World’s Greatest Collector Car 
Auctions” history — a span of 42 years. 

How did they hold up?

Inside the break room, auction profes-
sionals gargled medicated mouth wash, 
hoping their voices would hold out. Bidder 
assistants massaged cramps out of their 
aching feet after standing all day. A couple 
of team members shared in a camaraderie 

Behind Barrett-Jackson 
“The World’s Greatest 
Collector Car Auctions”

John Nicholls scans the audience during his 

call at the 2013 event in Scottsdale, Ariz., which 

generated nearly $109 million in sales.
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I’ve found unmatched in any other work-
ing environment. 

And, although flawless in appearance by 
the viewing audience, accidents do hap-
pen.  During my tenure, I have witnessed 
one of our members struck in the head 
with a tent pole during a violent storm 
and having to be carted off the field on a 
stretcher.

Hand-picked by Tom “Spanky” Assiter, 
CAI, AARE, Chairman and Founder of 
Assiter Auctioneers, this team of 50+ 
professional Auctioneers hails from all 
over the United States. Assiter, just like a 
championship coach, carefully evaluates 
each of his team members’ strengths and 

weaknesses, and places them at positions 
in the arena where they will not only be 
successful individually, but the team also 
will reap the benefits of their contribu-
tions.  Throughout the week, Assiter 
continually analyzes his game plan and 
makes position adjustments until all team 
members perform to the best of their 
abilities. The result is the generation of the 
greatest profit for the sellers.

Assiter’s lineup of auction profession-
als for this event is unprecedented — a 
cast of “Who’s Who” within the auction 
industry.  Consisting of International and 
World Champions, these men and women 
define the term “Auctioneer” with the skills 
they bring to the block.  They are not only 
magnificent bid-callers, they are artists and 
performers.  They deliver charisma and en-
tertainment, combined with stage presence 
and block control.

Assiter’s squadron of bidder assistants 
bring talents, abilities and wisdom to the 
playing field that one will not have the 
opportunity to witness anywhere else.  

These men and women set the standard for 
professional bidder assistants, bringing an 
arsenal of emotions and techniques to be 
displayed for each unique situation.  These 
are not just bid spotters; they are students 
of buyer psychology.  They study each 
individual bidder, constantly evaluating 
the most successful approach in order to 
encourage competition among buyers.

The ultimate principle grasped by this 
entire team is that no single individual 
or position is of greater importance than 
another.  Even though these profession-
als work over 90 hours in six days, no one 
complains; nor does an individual show up 
late for their assignment.  You see, seller 
ambassadors and tote board operators are 
just as important in creating and main-
taining the high-energy atmosphere as 
Auctioneers and bidder assistants.

During the 2013 auction in Scottsdale, 
Ariz., Assiter's team generated nearly $109 
million in sales.  Upcoming 2013 Barrett-
Jackson Auctions include Reno, Nev. in 
August and Las Vegas in September. v

F E AT U R E

For the Barrett-Jackson event in Scottsdale, Tom “Spanky” Assiter put together a team 

of 50+ professional auction professionals from all over the U.S., many of whom are 

International and World Champions.
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N E T W O R K I N G A U C T I O N  S C H O O L S

The Mendenhall School of Auctioneering's June 2013 class 

had 34 graduates from nine states. Submitted Photo

The Carolina Auction Academy's April 2013 class had more than 15 

graduates who helped raise funds for St. Jude. Submitted Photo

World Wide College of Auctioneering's June 2013 class had 62 graduates. Submitted Photo

The New England School of Auctioneering April class had 

9 students. Submitted Photo

Texas Auction Academy's June graduates included 48 students from 

across the U.S., including Maryland, Georgia, Colorado, Oklahoma, 

Arizona, Missouri, California, Michigan, South Carolina, North Carolina, 

Louisiana and Texas. Submitted Photo
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N E T W O R K I N GS U C C E S S  S T O R I E S

Real estate auction effort nets $368,500 
for St. Jude Children’s Research Hospital

On May 28, 2013, Tranzon Alderfer auctioned a 12+/- acre estate in Upper Dublin Township, Montgomery County, 
Pa., with the proceeds, $368,500, benefiting St. Jude Children’s Research Hospital.  The property, which features a 
spacious 4,902 square-foot house, cottage and barn on 12.89+/- beautiful conserved acres, was donated to St. Jude 

Children’s Research Hospital by Mrs. Amelita E. Cresswell. Tranzon Alderfer conducted an aggressive marketing campaign, 
generating 133 inquiries, 37 parties at the open house and six registered bidders at the auction. The auction method was the 
ideal solution to provide the seller with a timely sale, a no-contingency contract and 45-day settlement. v

$368,500
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N E T W O R K I N G

Turning Bidders Into Buyers
for more than 45 Years!

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

Dallas

HudsonAndMarshall.com

800.441.9401

Atlanta

HudsonMarshall.com

800.841.9400

REO

Residential

Commercial

Land
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Leland Little Auction & Estate Sales (LLAES), Ltd., in 
Hillsborough, N.C., held a successful Summer  
Catalogued Auction, June 13-15, selling well over  

$1 million in fine art, jewelry, Asian art, couture, antiques, 
fine wine and other collectible objects. Highlights from the 
sale included "Landschaft kit Vulkan," an oil on wood by 
Franz Sedlacek (Austrian, 1891-1945) that attracted sig-
nificant international interest, driving it to $188,800, and a 
2009 Mercedes S550 Sedan energized the crowd, selling for 

$49,450 (all prices include 18-percent buyers premium). 

A few other items of note:

Art Deco Platinum, Jade and Diamond Ring: $19,470
Italian Painted Shell within Rococo Gilt Frame: $25,960
Bound Stone Print of the Declaration of Independence: 
$13,570 v

International interest in ‘Landschaft kit 
Vulkan’ leads to $188,800 sale

$19,470 $13,570$25,960 $188,800

table of contents

http://www.hudsonandmarshall.com


Auctioneer      AUGUST 2013      51www.auctioneers.org

N E T W O R K I N G

From ArtfixDaily.com: 
A pair of original Pea-
nuts Sunday pages by 

the legendary comic illustra-
tor Charles Schulz sold for a 
combined $78,200 at a multi-
estate sale held June 6 by 
Philip Weiss Auctions, in the 
firm’s new post-Hurricane 
Sandy gallery in Lynbrook. 
One of the Peanuts Sunday 
comics, dated March 1, 1964, was personalized by Schulz, “To 
Susie and George with friendship.” Some light staining in several 
panels didn’t keep it from becoming the sale’s top lot, at $41,400. 
The other original Peanuts Sunday, dated Feb. 12, 1961, featured 
Violet giving grooming advice to Pig Pen and Charlie Brown. It 
realized $36,800, against a pre-sale estimate of $18,000-$24,000. 
Overall, the wide-ranging auction grossed more than $225,000, 
boasting nautical items, rock ‘n’ roll and Hollywood memorabilia, 
and collections pertaining to “Oziana” (The Wizard of Oz). v

Pair of original Peanuts 
Sunday comics fetches 
combined $78,200 at 
auction

$78,200

A round, McColl-Frontenac Products, double-sid-
ed, porcelain petroliana sign, with “Red Indian” 
logo, rated near mint at 9.5 out of 10 for condi-

tion and sold for $11,550 at a “Check the Oil” auction 
held June 22 by Matthews Auctions, based in Nokomis, 
Ill. The auction was conducted on the second day of the 
Check the Oil Gas & Oil Show, held annually in Dublin. 
The sign — 36 inches in diameter and having great gloss 
and color, with a clean field — was marked Vilas Enamel 
Products. It was the top achiever of the nearly 500 lots of 

petroliana (gas station collectibles) and automobilia (car 
memorabilia) that came up for bid. 

A few other items of note:

Standard Oil of Indiana “Clean Rest Room Award” 
double-sided porcelain die-cut sign: $3850
Mobiloil “D” single-sided porcelain sign: $4125
Harbor Petroleum double-sided porcelain die-cut sign 
with sea plane graphics: $8250 v

Near-mint porcelain McColl-Frontenac 
Products sign nabs $11,550  

$11,550 $3850 $4125 $8250
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Inquiring Minds
Want To Know...

Which Brings In More Money To
APPRAISE Or AUCTION?
Answer:  It depends on who you ask!

Just remember...Not all professional
credentials are created equal.

Yes, a salt shaker has value as does a dozer. At NEBB
Institute, who trains, certifies and supports Certified 
Machinery & Equipment Appraisers (CMEA) coast-to-coast
and worldwide, we know from your colleagues that
they are earning significant assignment fees appraising and
auctioning all types of equipment that has nuts and bolts.
Salt shakers are not putting money in their pocket or
landing auctions.

Find out how you can
capture the business
you’ve been missing.

Request our FREE
CMEA Preview Pak
today!

Toll Free (866) 632-2467
www.nebbinstitute.org

Yes, there is a difference. We know that the CMEA 
professional credential is catapulting your colleagues to
excell earning appraisal money, expand their business,
open doors that were previously shut, and overcoming
competition. Are you? If not, you’re missing out! 

N E T W O R K I N G

From the June 30 edition of the Miami Herald: Auction Com-
pany of America founder Jim Gall is on the cusp of starring 
in a new reality show. Peacock Productions, a part of NBC 

Universal, filmed Gall’s June auction at a waterfront home for sale. 
The footage will be part of a “sizzle reel” that Peacock Productions 
will shop around to networks, in hopes of airing the as yet-unnamed 
show as early as next year. v

Florida auction company 
founder on cusp of new 
reality show

A 1541 English Great Bible sold for $9500, while an 18th-cen-
tury verge watch with chatelaine realized $7500 in Cordier 
Auctions’ Spring Two Day Antique & Fine Art Auction on 

May 18-19.  Other highlights of the sale included an enameled and 
jeweled padlock watch at $5500, a 1.97 carat diamond solitaire at 
$8500 and a circa 1917 Steinway Model O grand piano at $4400.  The 
755-lot auction was held in Cordier Auctions’ salesroom in Harris-
burg, Pa.

The Great Bible version of the Byble in Englyshe printed by Edward 
Whitchurch in London in 1541, was the top lot of the auction, real-
izing the final bid price from an online bidder after an estimate of 
$5000 to $7000. v

1541 English Great 
Bible brings in $9500 

$9500 $8500

$5500
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Bid Calling The Auctioneer Chant Ringwork & Bid SpottingImprove Your Presentation SkillsBusiness Practices ● FundamentalsPublic SpeakingProfessionalism & Ethics

972-387-4200 │ TexasAuctionAcademy.com

Learn Auctioneering From America’s Top
Industry Leaders and Champion Auctioneers

                 TOMORROW’S 
CHAMPIONS...TODAY!

School Director, Mike Jones; 
School Vice President & 
Administrator, Lori Jones

Texas Workforce 
Commission Approved

Texas
uctionA Academy

In Association with United Country®Auction Services

sm

HAVE         WHILE LEARNING 
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FUNFUN

TEACHINGTEACHING

info@texasauctionacademy.com

N E T W O R K I N GS T A T E  A S S O C I A T I O N  N E W S

®®Satellite Prolink, Inc.
The Auction Marketing Solution

The Auction Marketing

SolutionSolution

Experienced Team Proven Systems Trusted Results

Helping our Clients and their Clients Succeed
#1 Choice for Marketing Services within the Auction Industry

Get your FREE Campaign Quote at www.SatelliteProlink.com,
Budgets2Go or call us at 800-510-5465

Scan for Savings

Budget Creation & Management      
Professional Design & HTML
Contract Rates & NAA Discounts 
Complete Accounting
Quality Assurance w/ Summary Data

Internet & Mobile Marketing
Facebook & Linkedin
Google & Yahoo
Custom Email Blasts
Direct Mail lists & Brochures

The 2013 Texas Auctioneers Associa-
tion Conference and Show was held 

at the Marriott Hotel in Ft. Worth, Texas, 
June 27 - 30, 2013.  A hearty 202 regis-
tered Auctioneers attended, much to the 
delight of the record number of exhibi-
tors. Speakers during the Conference and 
Show included Julie Carter, CAI; Lynne 
Zink, CAI, BAS, CES; Rich Schur, CAI, 
BAS, MPPA; Jeffrey Messer, CAI, CES, 
GPPA; Bruce Martin, Joe Calhoun and 
Jim Sample.  

In addition to the dynamic speaker lineup, 
this year's awards went to: Wendy Lam-
bert (BAS) — State Champion; Montie 
Davis — Ringman; Kyle Dykes  — Rookie; 
Ernie Croucher (CAI) — Senior Champi-
on; Lance Swigert — Miles Autry Leader-
ship Award. Also, Forres Meadows, CAI, 
ATS, BAS, was inducted into the Texas 
Auctioneers Hall of Fame.

The Fun Auction raised over $22,000 

with proceeds benefitting FCAI, TAA, 
AucPac and Scottish Rites.

The new Board of Directors was sworn 
in and consists of the following: Craig 
Meier, President; Lori Campbell, CAI, 
President-Elect; Montie Davis, 1st Vice 
President; Cindy Soltis-Stroud, CAI, 
BAS, 2nd Vice President; Brent Graves, 
Past President; Jim Swigert, Treasurer.

Board: Si Harbottle, CAI, PRI; David 
Runte, CAI, PRI, GPPA; Travis Kaddatz; 
Trey Gallaway; Joel Lemley, CES; Lance 
Swigert; Luther Davis, CAI, BAS, PRI; 
Jacki Lemons-Shillingburg, CAI, PRI; 
Doak Lambert.

Next year's convention will be June 25-
29, 2014, at the Crowne Plaza Riverwalk 
in San Antonio. And, as announced in 
Indianapolis, Texas will host the National 
Auctioneer's Association Conference and 
Show in 2015, in Frisco, Texas. v

Awards, new officers highlight 
Texas Conference & Show

On June 4, the New Hampshire 
Auctioneer Association held officer 

elections during the state convention in 
Concord. 

After the votes were tallied, the following 
positions were announced:

Chris McInnis, President; Justin Conway, 
Vice President & Treasurer; Dale Schaetz-
ke, CAI, AARE, Director; Russell Abbott, 
CAI, GPPA, Director; E. Douglas Ryan, 
Director; Joseph Moore, Director; Ailie 
Byers, BAS, Secretary

Overall, the convention was attended by 20 
participants and featured an educational 
presentation by Darron Meares. v

New Hamshire 
sets state  
officials
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N E T W O R K I N G I N  M E M O R Y

T. Lynn Davis, Jr., of Macon, Ga., passed away May 12 at Pine 
Pointe Hospice, according to his obituary. He was 90.

Mr. Davis was born on Sept. 6, 1922, to T. Lynn and Kate Davis of 
Wartrace, Tenn. He spent the first 15 years of his life in Wartrace 
and moved to Macon, Ga., in 1937. He was in the U.S. Coast 
Guard for 37 months and served in World War II. He attended 
Mercer University. 

The self-taught Auctioneer became one of the foremost Auction-

eers of the South. In 1950, he married Julia Ann Tanner of Frank-
lin, Tenn. They have three sons, T. Lynn III, James T. and Matthew 
D. He owned and operated Middle Georgia Dealer Auto Auction 
for 40 years. He was  also in his 67th year as President of T. Lynn 
Davis Realty and Auction Co. Inc.

His business led him to official positions across the country — 
former President of the National Auto Auction and board mem-
ber of the Georgia Auctioneer Commission. He is predeceased by 
his parents and sister, Katherine Thomas. v

Self-taught Auctioneer became President of 
National Auto Auction

Richard “Rick” Berens, of Buffalo, N.Y., 
passed away Feb. 9 in Minneapolis, accord-
ing to his obituary.

Berens was born Nov. 26, 1956, in Sha-
kopee to the late Leonard and Dolores (Ke-
arney) Berens.  He graduated from Prior 
Lake High School and Anoka Ramsey 
Community College.  He served in the U.S. 
Army, stationed in Nuremburg, Germany.  

Rick was an entrepreneur working in real 

estate development and auctions. Rick was 
a member of the Minnesota Auctioneers 
Association Hall of Fame and life member 
of the Prior Lake VFW. 

Rick was passionate about big game 
hunting, deep sea fishing for halibut and 
salmon, and hiking the mountains of his 
home in Big Sky, Mont. 

Rick is survived by his wife Renee of 
Buffalo, brothers & sisters Doreen (Dave) 

Suelter of Zimmerman, Margie (Randy) 
Corbin of Margate, FL, Ed (Shelly) of 
Faribault, Anne (Randy) Hansen of Mil-
waukee, Bob (Jolene) of Red Lodge, MT, 
Joe of Red Lodge, MT, and Lenny (Vicky) 
of New Prague. 

Charitable donations may be made in 
Richard "Rick"'s memory to the following 
organization: Wounded Warrior Project 
http://www.woundedwarriorproject.org 
PO Box 758517, Topeka, KS 66675 v

Minnesota Hall of Fame member was avid outdoorsman

Harry Crider, 87, a semi-retired business-
man and member the Sanger (Calif.) Ma-
sonic Lodge and Veterans of Foreign Wars 
Post 7168, died June 3.

He was in military uniform to serve as the 
master of ceremonies at the Memorial Day 
Service held at Sanger Cemetery on May 
30, just a week before he died.

Crider was a member of the Army 31st 
Infantry Division, and in one of the first 
waves of soldiers to shore for the Battle of 
Morotai in 1944. Crider didn’t suffer any 
injuries at any time during his service in 
WWII. It was malnutrition that sent the 
19-year-old veteran home. For 10 days in 
Morotai, his company was cut off from 
food supplies. They were forced to live on 
coconuts and coconut juice.

Later, Crider faced four-man Japanese 
tanks as well as snipers. He was often 
targeted because of the tripod-mounted 
.30-caliber machine gun he wielded.

About 19 years after returning home from 
war, in 1963, Crider left his job at Heppner 
Real Estate in Sanger to form Crider Real 
Estate Company, and in 1987 he became an 
Auctioneer, selling real estate foreclosures. v

California Auctioneer fought numerous battles in WWII

Gordon Price, 77, of Shumway, Ill., died May 5, 2013, in his 
residence, according to his obituary. He was born May 8, 1935, in 
Oconee, Ill., the son of Malcolm and Blanche Cook Price. 

Price was a professional cattle buyer and auctioneer. He started 
buying livestock and auctioneering at age 12. He was a success-
ful owner and operator of several businesses throughout his life. 
His work was his passion. Gordon loved horseracing, reading his 
Bible, entertaining and feeding people. He was also a member of 
the National Auctioneers Association, Illinois Auctioneers  

Association and Knobs Baptist Church.

He is survived by his wife, Victoria Price, and a large family, 
including several brothers and sisters; 35 grandchildren; 44 great 
grandchildren; and two great-great grandchildren.

Memorials may be made to: Central Illinois Honor Flight, 712 E. 
Jefferson, Effingham, IL 62401; Shadow Home, 118 W. Franklin 
St., Taylorville, IL 62568; and Knobs Baptist Church, RR#2 Box 
24, Tower Hill, IL 62571. v

His work, begun at age 12, was Iowa Auctioneer’s passion
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F I L L E R  W O R D SN E T W O R K I N G

I N  T H E  R I N G
“The NAA is in great shape strategically. It is in great shape fiscally. But, of course, we 
can never just rest. We must always continue to move forward on to even bigger and 
better things, and even greater heights..”

Paul C. Behr, CAI, BAS
NAA President  

“It was just an amazing day. I’m excited to see what the future holds and what the next 
year holds for me. But, I’m ready to do anything I can for this industry.”

Megan McCurdy, CAI, BAS
2013 IAC Women's Champion

P A G E

12

P A G E

26

AROUND the BLOCK

Find  
the  

NAA  
online www.facebook.com/NAAauctioneers  •  NAAnews.wordpress.com  •  www.twitter.com/NAAauctioneers  •  www.youtube.com/NAAauctioneers

■■ United Country Real Estate, headquartered in Kansas City, 

Mo., has appointed Shawn Terrel as international director of the 

firm’s Oil and Gas Mineral Specialty Property Group Division. In 

this new role, Terrel, of Smithville, Mo., will act as United Country’s 

subject matter expert in all matters pertaining to oil and gas min-

eral rights and transactions.

Shawn is also the chief operations officer of MineralMarketing.com, 

which he founded with his brother, Shane Terrel. In just the past two 

years, the company has assisted farmers, ranchers and other min-

eral owners lease and/or sale several hundred thousands of acres of 

minerals across the U.S., through their proprietary oil & gas mineral 

marketing systems.

■■ MarkNet Alliance has advanced its auction portal technology 

for members in the real estate auction industry by building on the 

SAM Auction Software platform to provide members with private-

labeled and hosted auction portals.

With SAM Auction Software’s bid management engine, MarkNet 

is able to provide members with bid and private-label auction 

management technology that is more stable (less down-time), 

scaleable (easy to build on and can handle large volumes of traf-

fic) and flexible (easy to white-label and manage many auctions) 

for its auction company members and bidders.
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M E M B E R S '  C O R N E R

N E T W O R K I N G

National Auctioneers Association members and part-
ners once again broke the Association’s fundraising 
record when they helped raise more than $142,000 
between July 1, 2012, and June 30, 2013, to support 

St. Jude Children’s Research Hospital. Donations surpassed the 
previous record of $132,000.

The NAA is currently committed to raising $500,000 over the 
course of five years through its Auction for Hope program. Funds 
raised by NAA Auctioneers will go toward a research fellowship 
developed by St. Jude.

In addition to those who gave during the 2012 International  
Auctioneers Conference and Show in Spokane, Wash., last July, 
the NAA and St. Jude would like to thank the following people 
and organizations for their support:

2012-2013 St. Jude Auction for Hope Donors

Ceritifed Auctioneers Institute, March 2013
Carney Realty at Sunset Bay LLC, Gulf Shores, Ala.
Carolina Auction Academy, Albemarle, N.C.
Charles Wehrly, Glen Rock, Pa.
Cissy Tabor, Loma, Colo.
Benefit Auctioneer Specialist Class, December 2012
Forrest Mendenhall, CAI, AARE, High Point, N.C.
George Martin (In memory of), Pelzer, S.C.
Illinois State Auctioneers Association
Iowa Auctioneers Association
Michael Keracher
Jason A. Bates, Lexington, Tenn.
John Roebuck, CAI, AARE, Memphis, Tenn.
Kentucky Auctioneers Association
Kevin Teets, CAI, CES, Shinnston, W.V.
Kurtz Auction and Realty Company 
Marc Weilier, Bentonville, Ark.

B. Mark Rogers, CAI, AARE, Mt. Airy, N.C.
Massart Family, Green Bay, Wis.
Mendenhall School of Auctioneering
Mike Jones, CAI, BAS, GPPA, and Lori Jones, Dallas, Texas
NAA Auxiliary 
North Pacific Auctioneers
OC Mangold, CAI, AARE, CES, and Joani Mangold, CAI, CES, 
GPPA, Wickenburg, Ariz.
Paul McInnis, CAI, AARE, North Hampton, N.H.
Paul Metzger, Joppa, Md.
Penny Worley, CAI,  Maineville, Ohio
Pro Auctioneers Con Ed LLC
Randy Burdette, CAI, CES, Alderson, W.V.
Renee Telow
Rich Schur, CAI, BAS, MPPA, and Shannon Schur, CAI, BAS, 
GPPA, Monument, Colo.
Richard Garvin, CAI, ATS, CES, GPPA , Scranton, Kan.
Ronald J. Dover, MPPA, Stone Mountain, Ga.
Sam Belcher, AARE, CES, Panama City, Fla.
Sandy Alderfer, CAI, MPPA, Hatfield, Pa.
Scott Shuman,CAI, Eaton, Colo.
Terri Walker, CAI, BAS, CES, and Lance Walker, CAI, BAS, CES, 
Memphis, Tenn.
Terry Mangum, CAI, CES, Salem, Ore.
Texas Auction Academy, Dallas, Texas 
The National Auction Group, Gadsden, Ala.
Traci Ayers-Dower, CAI, AARE, & J.J. Dower, CAI, AARE, ATS, 
La Follette, Tenn.
Trissi and Michael Bannister 
Warren Ward, CAI, AARE, Gadsden, Ala.
World Wide College of Auctioneering, Mason City, Iowa
Yoder & Frey Auctioneers, Holland, Ohio v

Another record-breaking donation

table of contents
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Alabama

Henry R. Whisenant, Jr.
5070 Pope Ave. 
Steele, AL 35987 
whisenantfarms@yahoo.com
(256) 538-2139

Arizona

Johnson,  Brian
Self Storage Auctioneer
5445 West Baseline Rd. 
Laveen, AZ 85339 
www.bigdreamsbigbusiness.com
pitchman@outlook.com
(623) 329-9678

Michael H. Treger
KD Auctions LLC
7918 E McClain Dr., Ste. 101 
Scottsdale, AZ 85260 
www.kdauctions.com
service@kdauctions.com
(480) 455-3910

California

John Robert Beacham
AAA Public Auction
5730 El Cajon Blvd. 
San Diego, CA 92115 
www.AAAPublicAuction.com
liveauctionsales@gmail.com
(619) 265-0441

John Joseph Bessolo, IV
JohnnyBAuction.com
128 Kinross Dr. 
San Rafael, CA 94901 
www.johnnybauction.com
john@johnnybauction.com
(415) 233-3429

Shann E. Galuza
5905 Rich Hill Dr. 
Orangevale, CA 95662 
sgaluza2K@yahoo.com
(916) 990-0837

Suki Hilger
Appraisal & Estate Sale Specialists
127 N Balcom Ave. 
Fullerton, CA 92831 
(714) 916-8119

Daniel Scot Wilson
Appraisal & Estate Sale Specialists
127 N Balcom Ave. 
Fullerton, CA 92831 
www.estatesalemandan.webs.com
estatesalemandan@gmail.com
(714) 916-8119

Colorado

Michael J. Dahl
Highmark Online Auctions
644 N 7th Ave 
Brighton, CO 80601 
www.highmarkauctions.com
mike@highmarkauctions.com
(303) 659-2328

Florida

Jerry Anderson
SVN Auction Services
6615 W. Boynton Beach Blvd. #326 
Boynton Beach, FL 33437 
www.svnauction.com
jerry.anderson@svn.com
(386) 547-4968

Donna Olson
20607 Sugar Loaf Mtn Rd 
Clermont, FL 34715 
olsonda45@aol.com
(352) 394-5793

Elizabeth J. Schumacher
2472 SW Longwood Dr 
Palm City, FL 34990 
vizcayaauctions@gmail.com
(772) 208-9077

Georgia

Scott D. Anderson
Southeast Auction Services, LLC.
5510 Elders Ridge Drive 
Flowery Branch, GA 30542 
www.able2bid.com
southeastauction@outlook.com
(678) 200-5177

James T. Davis
T. Lynn Davis Realty & Auction Co.
4459 Broadway 
Macon, GA 31206 
www.tlynndavis.com
tlynndavis@bellsouth.net
(478) 788-4091

Idaho

Tayla Adell Larson
771 Sandcreek Rd. 
Saint Anthony, ID 83445 
tayla.a.larson@gmail.com
(208) 821-2351

Illinois

Jeff Bauer
2 Lake Front Drive 
Swansea, IL 62226 
pillarauctions.com
pillarauctions@yahoo.com
(618) 581-3331

Dustin A. Hawkins
297 IL Rt. 15 
Albion, IL 62806 
dustin@integritylistings.net
(618) 302-0325

N E W  M E M B E R S

I joined the NAA in order to further my education in this 
wonderful industry and to share and network with fellow 

Auctioneers.”

Connie Waddell
Bakersfield, Calif.

Waddell

table of contents
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Indiana

Jamie-Joe Allen Harris
P.O. Box 641 
Bedford, IN 47421 
bedfordharris@sbcglobal.net
(812) 278-6514

Taylor Richard Knotts
3613 W US Hwy. 36 
Danville, IN 46122 
taylorknotts38@gmail.com
(317) 750-7640

James A. Rebennack
6682 Squanto Dr. 
Morgantown, IN 46160 
arbennack@yahoo.com
(812) 597-5597

Gregory S. Rosensteel
2370 East State Rd. 28 
Attica, IN 47918 
rosensteel34@aol.com
(765) 299-5226

Iowa

Travis Glen Delzell
3447 O Avenue 
Morning Sun, IA 52640 
delzell45@gmail.com
(319) 750-5589

Daniel M. Stoolman
Stoolman Auctioneering
405 East 2nd St. 
Carroll, IA 51401 
squeekst@hotmail.com
(712) 792-4734

Kansas

Brady Dreasher
Art of Estates
401 E. Douglas #301 
Wichita, KS 67202 
www.ArtofEstates.com
Alterainma@yahoo.com
(316) 613-9686

Brian Alan Leftridge
12607 W 70th Ter. 
Shawnee Mission, KS 66216 
brian.leftridge@gmail.com
(713) 898-8336

Richard R. Penn
PDG Estate and Auction Services
216 W. 5th P.O. Box 7
Belle Plaine, KS 67013 
www.pdacg.net
richardrpenn@pdacg.com
(316) 640-3412

Maine

Ruth P.L. Lind
O T R Properties
P.O. Box 527 
Stockton Springs, ME 04981 
mixielady@me.com
(207) 567-3274

Maryland

Alexander Forbes, AARE
Tidewater Auctions, LLC
606 Baltimore Avenue, Suite 206 
Towson, MD 21204 
www.tidewaterauctions.com
aforbes@tidewaterauctions.com
(410) 825-2900 x112

Jeffrey Huston Hayes
Hayes Auction Services
9400 Higdon Pl. 
Faulkner, MD 20632 
hayesauctionservices@yahoo.com
(301) 861-7738

Seth Nolan Shipley
1629 Gabbhammer Rd. 
Westminster, MD 21157 
s.shipley1@verizon.net
(443) 465-5190

Aaron Joseph St. Germain
20345 Beauvue Ct. 
Leonardtown, MD 20650 
lilsaint26@yahoo.com
(240) 682-1546

Michigan

Holly Sparks
10358 S Maple Rd. 
Dafter, MI 49724 
haydazed1@gmail.com
(906) 635-0689

Timothy Joseph Sullivan
T. J. Sullivan Auctions
7021 Sparling Rd. 
Kimball, MI 48074 
tjsullivanauctions@gmail.com
(248) 789-0293

Mississippi

Robert Martin Sullivan
AAAG-MS LLC
1657 Old Whitfield Road 
Pearl, MS 39208 
bsullivan@midsouthaa.com
(601) 850-1578 

Missouri

Ben Fine
3915 Tamara Trail 
Wildwood, MO 63069 
BenFine9@gmail.com
(314) 518-5769

Nebraska

Douglas Floyd Dean
P.O. Box 245 
Imperial, NE 69033 
s_and_dshowpigs2@yahoo.com
(970) 560-6733

New Jersey

Veronica O'Brien
Waterford's Art & Antiques Auctioneers
147 Jackson Rd. 
Berlin, NJ 08009 
vobrien@waterfordsauction.com
(856) 336-5551

Avi Schmied
Liebeskind Auction Co. LLC
2 Hope Hill Farm 
Asbury, NJ 08802 
www.liebeskindauctionco.com
avischmied@comcast.net
(908) 797-5515

Lorraine Q. Wood
Waterford's Art & Antiques Auctioneers
147 Jackson Rd. 
Berlin, NJ 08009 
lwood@waterfordsauction.com
(856) 336-5551

Nevada

Sterling McKenzie Latham
1109 Trophy Hills Dr. 
Las Vegas, NV 89134 
sterlinglatham1@mac.com
(702) 241-3078

continued »
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New members compiled by Brandi McGrath

Summerslee Madison Latham
1109 Trophy Hills Dr. 
Las Vegas, NV 89134 
summerslee@mac.com
(702) 596-0078

New York

John Hanczor, Jr.
Reliable Auction Services
845 8TH Ave, Ste 350 
New York, NY 10011 
www.reliableauctionservices.com
jjha6136@hotmail.com
(212) 344-4443

North Carolina

John  David Koontz
114 Henry Lane 
Mooresville, NC 28117 
jdkoontz1967@gmail.com
(704) 929-7264

Ken A. Koontz
114 Henry Lane 
Mooresville, NC 28117 
kenkoontz@roadrunner.com
(704) 662-5363

Ohio

Anna Christine VanDyke
Kiko Company
2722 Fulton Dr NW 
Canton, OH 44718 
www.kikocompany.com
anna@kikocompany.com
(330) 455-9357

Oklahoma

Jared F. Bills
12500 W Wilshire Blvd. 
Yukon, OK 73099 
jfbills87@yahoo.com
(405) 659-0297

Oregon

Tricia Cummins
Auctioneer Powell & Associates
2184 Tanger Ave. NW 
Salem, OR 97304 
www.apaauctions.com
cjpowell8355@msn.com
(503) 991-0084

South Carolina

Cody M. Philhower
Philhower Auction Company LLC
4248 N Williamsburg Hwy. 
Lake City, SC 29560 
philhowerlandandcattlecompanyllc@
yahoo.com
(940) 372-6197

Christopher G Zydowicz
WHAM AARE, LLC
104 Middleton Way 
Greer, SC 29650 
www.whamauctions.com
czydowicz@gmail.com
(864) 404-0389

South Dakota

Jared Duane Sutton
Chuck Sutton Auctioneer & Land Broker 
LLC
47534 SD Hwy. 32 
Flandreau, SD 57028 
www.suttonauction.com
jared_d_sutton@hotmail.com
(605) 997-3025

Austin James Thayer
22634 283rd St. 
Martin, SD 57551 
a.thayer60@hotmail.com
(605) 515-3313

Texas

Robert P. Taylor
Northstar Auction Group
2222 Havenwood Dr. 
Arlington, TX 76018 
northstarrobt@yahoo.com
(817) 313-6858

Utah

Max B. Christensen
P.O. Box 95 
Smithfield, UT 84335 
wwsimax@gmail.com
(435) 760-9015

Virginia

Kristie Lynn Brown
1255 Pilgrims Way 
Bentonville, VA 22610 
kbxrayangel@yahoo.com
(540) 244-5526

Ronald C. Reuwer, II
Reuwer Auctions
P.O. Box 126 / 1715 Stony Knoll
Colonial Beach, VA 22443 
oberst@netzero.com
(301) 643-3047

Wisconsin

Evan M. Havlik
345 Prospect St. 
Highland, WI 53543 
havlikevan@yahoo.com
(608) 574-3596

Brian E. Topp
Mecum Auctions
W 6049 Water Tower Place 
Walworth, WI 53184 
brian@mecum.com
(419) 966-9331

Canada

Alberta

Gena-Marie Williamson
Site 4 Comp 17 
Sylvan Lake, Alberta T4S 1X6 Canada
kragwilliamson@hotmail.com
(403) 877-8698

Craig R. Wohlgemuth
Obx 38 
Hythe, Alberta T0H 2C0 Canada
cwbuckaroo@gmail.com
(780) 832-5462

British Columbia

Fred Feistmann
6800 Blackwell Rd. 
Kamloops, BC V2C 6V7 Canada
fred.feistmann@rbc.com
(250) 473-3248

Wayne R. Santimeau
934 Alberson Ave. 
Coquitlam, BC V3K 1V4 Canada
wsand@shaw.ca
(604) 936-5483

table of contents
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	 MeMbership	ApplicAtion
Please complete all four 

sections of this form.

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

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

2 MEMBERSHIP INFORMATION (Please Print)

3 METHOD OF PAYMENT 
(PLEASE CHECK ONE)

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

 $TOTAL AMOUNT DUE

 
___________________________________________________________________
First                 Middle                 Last

___________________________________________________________________
Nickname

___________________________________________________________________
Company Name

___________________________________________________________________
Address 

___________________________________________________________________
City           State      Zip

___________________________________________________________________
Phone    Fax

___________________________________________________________________
E-Mail    

___________________________________________________________________
Website
 

 Check here if you are a previous NAA member.        Male        Female

Number of Years in Industry _______________  Year of Birth _________________

___________________________________________________________________
Highest Level of Education Completed    

___________________________________________________________________
Name of auction school attended if applicable   

___________________________________________________________________
Referred By (Optional)

 Antiques & Collectibles
 Appraisals
 Art & Galleries
 Auto & Motorcycles
 Bankruptcy
 Benefit & Charity
 Boats & Water Sports
 Business  Liquidations & Office 
     Equipment
 Coins
 Collector Cars & Vintage Equipment
 Estate & Personal Property
 Farm, Ranch & Livestock

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

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

MEMBERSHIP TYPES

 

An active auction professional that subscribes to the NAA Code of Ethics and embraces the NAA  
Mission and Vision. 

RECEIVE PRINTED MAGAZINE.

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

RECEIVE DIGITAL MAGAZINE ONLY.
 $275 (1 Year)
 $490 (2 Year)
 $660 (3 Year)

 SPOUSE

An active member can add his/her significant other for an additional fee. Spouse members subscribe to the 
NAA Code of Ethics and embrace the NAA Mission and Vision. (Includes Auxiliary membership for spouse 
for one year.)  Spouse’s Name (Required): ____________________________________________________

$150

OPTIONAL FEES

 NATIONAL AUCTIONEERS 
FOUNDATION DONATION

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

$50
donation

 MEMBERSHIP NAA 
AUXILIARY*

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

$25 
per member

MEMBER

Payment in Full (One Payment Total):     Check     Credit

Payment Plan 
(Three Payments Total - See Reverse):    Check     Credit

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

________________________________________________________________
Card Holder Name (Print)                        Card Sec. Code (CVV)

________________________________________________________________
Signature
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NAA Payment Plan

Mission
The National Auctioneers Association exists to provide 
critical resources to auction professionals that will 
constantly enhance their skills and success.

Vision
National Auctioneers Association members will be the 
preferred auction professionals used in the marketplace.

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

www.auctioneers.org

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

Membership - Printed Magazine ($300)
$100/month for three consecutive months
Membership - Digital Magazine ($275)

$92 for first and second months; $91 for third month
Member and Spouse Membership ($450)
$150/month for three consecutive months

Installment Payments by Credit Card: I understand the 
terms and conditions of the payment plan and authorize 
the NAA to automatically apply payment to my credit 
card on the 25th of each month (three consecutive 
months). 
Installment Payments By Check: All payments by check 
must be received by the 25th of each month (three 
consecutive months). 

*PLEASE NOTE: FAILURE TO MAKE THREE 
CONSECUTIVE MONTHLY PAYMENTS WILL RESULT 
IN THE CANCELLATION OF YOUR NAA MEMBERSHIP.

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

NAA Member Benefit Highlights

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

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

NAA Logo                      
Promote your membership in the 
NAA by using the association logo 
on your website, business cards, 
advertisements, letterhead and more! 

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

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

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

NAA Media Directories                     
NAA Auctioneers have access to media 
directories for all 50 states. Access 
these online directories at www.
auctioneers.org/directories.

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

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

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

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

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

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

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

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



Conference and Show
Louisville, Kentucky • The Galt House • July 8-12, 2014

N A T I O N A L  A U C T I O N E E R S  A S S O C I A T I O N

E D U C A T I O N  C A L E N D A R
Benefit Auction Summit

Rosemont, Illinois • Embassy Suites Hotel O'Hare-Rosemont • September 15-17, 2013

DESIGNATION ACADEMY
Las Vegas, Nevada • New York New York Hotel & Casino • December 8-14, 2013

INTERNET ONLY AUCTION SUMMIT: REAL ESTATE
Atlanta, Georgia • Hotel to be announced • February 2014

CERTIFIED AUCTIONEERS INSTITUTE
Bloomington, Indiana • Indiana University • March 23-27,  2014

BENEFIT AUCTION SUMMIT
Location to be announced• September 2014

Please 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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CASH FOR 	
INVENTORY
Need new consumer goods, 
paper, art, craft, sewing, etc. 
Manufacturers, warehouses, 
distributors. Confidential.
We buy truckloads...FAST! 
Anywhere in USA. Kurt 
Kiefer, Fergus Falls, MN 
(218) 233-0000
www.thecloseoutchannel.com
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NAA advertising notice to readers
Auctioneer accepts advertisements from a variety of sources but makes no independent investigation or verifi cation of any claim or statement contained in the adver-
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offered through the advertisement program. The NAA and Auctioneer encourage you to investigate companies before doing business with them. Furthermore, Auction-
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discretion of the reader. Finally, the NAA does not mediate disagreements that may arise between buyers and advertisers
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