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FROM THE PRESIDENT

John Nicholls, AARE, AMM
NAA President

National Auctioneers
Association President John
Nicholls, AARE, AMM,

is a second-generation
Auctioneer who has made
it his business to lead in the
world around him.

As President of Nicholls
Auction Marketing Group,
Inc., John conducts and
oversees more than 300
auctions per year for
Fortune 500 companies,
while he also serves the
NAA membership and
auction industry as an
official, speaker, and
educator. He has appeared
on the TODAY show as a
past NAA IAC Champion,
and has served as a leading
voice for the auction
profession for many news
outlets and publications.

Aside from winning IAC

in 2006, John has won

a slew of awards and
honors. A few of those
include: 1994 Virginia State
Champion Auctioneer;
2003 World Automobile
Auctioneer Champion; and
2016 Virginia Auctioneers
Association Hall of Fame
inductee.

John resides in
Fredericksburg, Virginia,
with his family.
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YOU are NAA!

for the 67th International Auctioneers

Conference and Show. I've been working on
scripts and my schedule, and I'm excited to take
over the leadership from Spanky Assiter.

I’m writing this before I head to Grand Rapids

Ken Blanchard wrote a book called Servant
Leadership and has articulated a statement about
leadership that I think I want to copy: “Effective
leaders and managers need to serve their
people—not be served by them.” That’s what we
are trying to do at the NAA - serve our members.

Too often, I see things mentioned about “the
NAA” on social media. I just want to ask - who
are you talking about? Don’t you realize YOU
are the NAA? It isn't Hannes and her staff

in Overland Park. It isn’t the NAA Board of
Directors and me. YOU are the NAA, and we
can’t have this organization without you.

More than 65 years ago, a few Auctioneers met
and began talking about common interests —

that group laid the foundation for where we

are today. This past year, I had the privilege

of serving as chair of the Governance Task

Force. Our charge was simple: To align NAA’s
governance components and documents in order
to achieve the vision of having NAA members be
the preferred auction professionals used in the
marketplace.

We talked somewhat about that at the
Conference, but for those of you who weren't able
to be there, what I am talking about are things
like the Bylaws and Code of Ethics for the NAA.
Both of these governing documents are being
modified and to see what is happening with
them, go to page 16.

The NAA has a grand vision: NAA members will
be the preferred auction professionals used in the
marketplace. It is simple to communicate, but
not so simple to make happen. Our mission is to
provide critical resources to you to improve your
skills and successes. Our volunteers and staff
work on that every day.

The NAA’s educational program is strong — and
getting stronger. Regardless if you are new to

www.auctioneers.org

the business or a seasoned professional - we
cannot quit learning. We are continuing to use
social media to get our message of how auctions
are fast, fun and transparent and that our NAA
professionals are committed to education and
the Code of Ethics. These can’t be just words. We
have to live these statements.

During my campaign, I was asked countless
numbers of times if I would attend CAI - some
people wouldn’t vote for me because I didn’t
have that credential. I respected them for their
commitment to that program, but I responded
with the sentiment that I encourage everyone to
attend CALI but after 25+ years in the business,

I think I have graduated with a degree from the
School of Hard Knocks. But, last March, AFTER
the election results were in, I decided that maybe

this old dog could learn some new tricks. And I
did.

I have completed Year 1 of CAI and am looking
forward to Year 2. I am committed to finishing
this program that has reinforced to me the
importance of continuing to learn.

Thanks to the National Auctioneers Foundation,
it is financially easier for some people to attend
CAI and other designation programs. The
Foundation is “us “as well — and we are doing a
great job of donating money so that some of us
who can’t afford these programs can still attend.
This truly is a case for Auctioneers Helping
Auctioneers - AHA!

There is so much to talk about with the NAA, but
I have a whole year to help you understand what
is going on - don’t I' Thank you so much for your
trust in me, and I look forward to SERVING you
as the President of the NAA Board of Directors.
I'look forward to SERVING this industry. And,
I'look forward to hearing from you. Let us

know what your concerns are — what your plans
are — what you need! As with life, that kind of
communication is essential if we are to get better!
And isn’t that a goal for all of us? <
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2016 NAA Election yields Shuman as
Vice President; membership taps King,
Winter for Director positions

er custom, the National Auctioneers
Association held its annual election during
the Annual Business Meeting portion of

Conference and Show in Grand Rapids. The meeting
took place Thursday, July 21, 2016.

Election Committee Chair Tim Luke, CAI, BAS,
MPPA, reported 423 ballots were picked up on site,
with an additional 151 absentee ballots submitted.

Running unopposed, Scott Shuman, CAI, was
elected as Vice President. He will serve a one-year
term before moving to NAA President in July 2017.

With four NAA members running for two Director
positions, the membership elected Scott King, CAI,
AARE, AMM, and Jason Winter, CAI, AARE, AMM,
CES, to three-year terms.

NAA member sets Guinness record

AA member Brigitte Kruse was honored
‘ \ ‘ during Conference and Show by the
Guinness Book of World Records for an
auction she held last winter.

Presented with a certificate, Kruse was celebrated
by Guinness with a certificate that read “The
largest abandoned property auction sold 1,457
lots” The sale took place in Beverly Hills,
California, on Jan. 9, 2016.

NAA CEO Hannes Combest, CAE, and
Promotions Committee Chair Tim Mast, CAI,
AARE, were on hand representing NAA officials to
help celebrate the achievement, as were NAA Past
President Dennis Kruse and his wife, Kay, along
with Brigitte Kruse’s husband and children. ¢
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ATF Deputy Assistant Director
gives insights on guns at auctions

ATF official Curtis Gilbert spoke with NAA members in Grand
Rapids about a variety of topics related to firearms at auctions.

By James Myers, contributor
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Alcohol, Tobacco, Firearms and Explosives, spoke with
NAA members in Grand Rapids, Michigan, regarding
guns at auctions.

Curtis Gilbert, Deputy Assistant Director for the Bureau of

Auctioneers fit into the definition of a niche market when it
comes to selling firearms, and this is the source of some gray areas
that can lead to worry about what’s legal and what’s not when
guns are sold.

To bring more clarity to the issue, NAA members were given the
chance to hear and speak with Gilbert.

NAA Advocacy Committee Chair David Whitley, CAI, CES,
introduced Gilbert to a group of NAA members as the meeting
began with a discussion about keeping firearms out of the hands
of people who shouldn’t have them. Whitley cautioned NAA
members that they aren’t obligated to complete a sale if they
believe the buyer shouldn't have a gun.

Continued on page 9 ...
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State watch

“I am glad that Zach was chosen for the inaugural
George Martin memorial scholarship,” said NAA
member Jeff Martin, President/CEO of Jeff Martin
Auctioneers, Inc. “George loved the auction industry
and always provided young auctioneers the time to

8 AUGUST 2016 Auctioneer www.auctioneers.org

sure he would be proud of Zach for having the desire to become an
auctioneer.

Also, the MAA recently launched a new Facebook page in an effort
to reach more MAA members and to expand its global network of
auction professionals, companies and organizations.
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PENNSYLVANIA

In July, the Pennsylvania Auctioneer Licensing
and Trading Assistant Registration Act received
updating as Act 88 of 2016 was signed into law.

The bill was crafted by Rep. Mark Keller, R-Perry/

Cumberland, a professional auctioneer who felt

‘ L changes needed to be made to the current law,
* according to a news release sent out Thursday. “Act

88 eliminates any confusion and uncertainty
about the law within the auctioneering
community, Keller said. “It also allows
for better enforcement by eliminating
inconsistencies and clarifying definitions.”

S

and will continue to be a necessary way
of doing business in Pennsylvania. But the
current law was not clear enough in many
areas and often resulted in uneven enforcement.”

! & \, Keller also said “Auctions have always been

The new law will take effect 60 days from July 21.
For a complete list of highlighted changes, visit:
http://www.pennlive.com/news/2016/07/updates_
to_auctioneering_act_s.html.

(Information from www.pennlive.com)

Do you have
information about
your state you'd like
to share? Contact

memberservices@

auctioneers.org

Continued from page 7 ...

“The biggest thing I want to impart to each and every one

of you,” Whitley said, “is I never want read a story about an
Auctioneer who sold a firearm to somebody who went down
to Orlando and started shooting people”

Gilbert addressed this by recommending that Auctioneers
complete the firearms transfer through a dealer that has

a federal firearms license (FFL) and can do a background
check. Even in a situation where the Auctioneer is simply
acting as an agent for the executor of an estate where a gun is
auctioned, he advises that the executor follow through with
a transfer through an FFL and do their part to make sure

the buyer isn’t a person who should not be in possession of a
firearm.

One Auctioneer asked who is responsible when an estate
sale leads to a gun being sold to a felon. Gilbert said if the
Auctioneer is only acting as an agent for the executor and
simply sets the price of the gun, the Auctioneer is not liable
for the transfer of a firearm to a felon.

Another topic that spawned a half hour or more of
conversation was about FFL requirements. Gilbert and
Michigan state officials who were also in attendance, said an
estate sale involves an executor who is legally in possession of
the firearms, which means the Auctioneer is not required to
have an FFL and is simply setting the price for that firearm.

However, in a consignment sale, the seller leaves the
firearms in the possession of the Auctioneer. In this case, the
Auctioneer must have an FFL to sell the firearm(s).

Gilbert stressed that possession is the most important factor
here.

For instance, an estate sale involving firearms requires that
the executor be in possession of firearms at all times. If the
estate sale is being held at an auction house rather than at the
estate, Gilbert recommends that the executor hold on to the
guns until the day of the auction, at which time they bring
the firearms to the auction house and never leave them in
the possession of the Auctioneer. In this case, an Auctioneer
would not be required to have an FFL.

Should the executor bring the firearms to the auction house
and then leave, the Auctioneer now has possession and will
require an FFL to sell them.

The ATF has created a page on its website specific to
Auctioneers. This page spells out the differences between
estate and consignment auctions: https://www.atf.gov/
qa-category/auctioneers. Also, if someone is interested in
applying for an FFL, they can download the forms: https://
www.atf.gov/firearms/apply-license. %

www.auctioneers.org  Auctioneer AUGUST 2016 9


www.auctioneers.org
http://www.pennlive.com/news/2016/07/updates_to_auctioneering_act_s.html
http://www.pennlive.com/news/2016/07/updates_to_auctioneering_act_s.html
http://www.pennlive.com
mailto:memberservices@auctioneers.org
mailto:memberservices@auctioneers.org
https://www.atf.gov/qa-category/auctioneers
https://www.atf.gov/qa-category/auctioneers
https://www.atf.gov/firearms/apply
https://www.atf.gov/firearms/apply

NEWS

10

NAA relies on, cherishes volunteers

“Any time that you’re in a position that you’re giving of your
time, expertise and money, it comes back to you many times.”

- Foundation Vice President Tommy Rowell

By James Myers, contributor

ccording to the
Corporation for
National & Community

Service, 62.8 million Americans
volunteer in various capacities
throughout the United States.

They are putting forth nearly
eight billion hours of service
every year and contributing
upwards of $184 billion.
NAA members certainly are
contributing to these totals.

The NAA has approximately
4,000 members, yet it is staffed
by only a dozen full-time
individuals working at headquarters in Overland Park, Kansas. So,
effective management of such an organization - with its year-round
educational, advocacy and promotional events — relies heavily on a
spirit of volunteerism. Fortunately, NAA members are quite giving
of their time, volunteering on a number of boards and committees
throughout the year.

NAA volunteers were honored at the International Auctioneers
Conference & Show last month in Grand Rapids. Around 100
people met for hors doeuvres and drinks prior to the President’s
Gala and heard NAA CEO Hannes Combest, CAE, offer some
thoughts during the gathering. She began by saying she had been
deluged with compliments the week of Conference & Show on how
well the NAA is run.

“But, it's not me,” Combest said. “I've got a wonderful staff - they are
magnificent. However, this group here is made of the people who
make NAA run. I know that, and I just want to say thank you”

NAA Past President Spanky Assister also took to a microphone to
offer his praise for the many board members, members of various
committees and volunteers of all types that they make a difference.

“Each of you have contributed and made the NAA, made the board,
the leadership — made us all look wonderful,” Assiter said. “You're
the ones who made the phone calls, traveled away from your homes
and families and your business and gave of yourself to help others”
AUGUST 2016
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1.J. Dower, CAL, AARE, AMM,
CES, and Tommy Rowell, CAI,
AARE, are two such members
who have volunteered many
hours to the NAA and fellow
Auctioneers.

They each currently have
leadership positions on

the National Auctioneer’s
Foundation board of trustees.
Dower also recently wrapped a
term on the NAA Promotions
Committee and is also an NAA
Past President.

-

Volunteers grab some refreshments during a reception
dedicated to them at Conference and Show. NAA would
not exist in its leading form without the work put in from
volunteers at all levels.

“There are probably a couple
hundred that serve this organization every year;” said Dower,
adding that the acronym “AHA” stands for Auctioneers Helping
Auctioneers.

The help is necessary because as Rowell said, many of the up-and-
coming rookie Auctioneers are strapped for cash and are looking
for educational opportunities that help them learn the craft and
advance in the industry.

The National Auctioneers Foundation is a group staffed by
volunteers who donate their time and money in an effort to pay it
forward, and in some cases, to give something back, especially to the
up-and-comers.

“Any time that you're in a position that you're giving of your time,
expertise and money,” Rowell said, “it comes back to you many
times”

Dower said the AHA culture is catching on, which was evident
during the Foundation’s annual meeting during Conference & Show.
The ballroom was packed as Auctioneers took to the stage at the end
of the meeting to sell items.

“A hundred thousand dollars was raised in that room,” Dower said.
“That money will provide scholarships to these events and education
events, and it was all Auctioneers helping Auctioneers.” <
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ohn Nicholls, AARE, AMM, knows the
NAA’s mission and vision statements can’t
be realized without a key factor: pride.

“Our mission statement tells us that the NAA
‘exists to provide critical resources to auction
professionals that will enhance their skills

and successes, and we know that we want
our members to ‘be the preferred auction -
professionals’ And I also know that none of

NAA’s 68th president wants 'tﬁa’clsp0531ble1fwed'(')hf‘lovewﬁor‘wear ST
s | as an association and fﬁveJALhalyve T VA iy
to ex pan d association’s professionals,” Nlchoﬁs_says. “Once you believe :
: in something, you become excited about it. .
mem be r h orizons. And then that excitement becomes contagious

and you can truly promote something?”
By Nancy Hull Rigdon, contributor
As the NAA’s new president, Nicholls wants
to focus on the NA A’s mission and vision
with pride in mind every step of the way. For
instance, if a longtime Auctioneer isn't in
the NAA, he wants to ask, “Why not? What
prevents you from joining our family, and what
- can we do to make you a proud member?”

12 AUGUST 2016 Auctioneer www.auctioneers.org
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During his presidency, hed like to see the NAA enhance its industry advocacy.
Hed love to watch the NAA do all it can to equip its members with the tools they
need to influence local and national lawmakers.

Nicholls also wants the NAA to expand its member horizons with an all-
encompassing approach of recruiting younger members, trying to bring back
former members and reaching out to veteran auction professionals as well as
contract Auctioneers.

“We need to enhance the perception that we are an inclusive organization and
reach out to auction professionals that aren’t members and show them, as well as
our loyal members, how extremely positive and gratifying the NAA membership
can be,” he says.

If anyone knows that it’s never too late to take advantage of all an NAA
membership has to offer, it’s Nicholls.

This year — 26 years in the auction industry for Nicholls - he signed up for the

Whether ind tside, NAA President
CAI program. He’s now a proud CAI T alum and is looking forward to CAI II e O IET

John Nicholls conducts more than 300

next year. auctions per year. Already successful, Nicholls
still decided after 26 years as an auction

“When I was a young Auctioneer, I was driven by work, and all I wanted to professional to.enroll In.CALT] alpays pregeh

do was work all the time,” Nicholls says. “I stupidly thought the only people that-yail £ani eall Somgitiig fram anvane

Sa . o at any age, so | decided to get out there and
considering taking a week out of their lives to network and take courses were

, S practice what I preach,” he said.
people who didn’t have the opportunity to work _ : » _—

Last year, after winning the NAA Vice President spot, he decided to lead by
example.

“I always preach that you can learn something from anyone at any age, so I
decided to get out there and practice what I preach,” he says.

As aresult, he’s had one of the most fulfilling experiences of his career.

“Tve learned that if you shut your mouth long enough and listen, youre gonna
pick up some nuggets of wisdom from others out there in the industry, regardless
of whether they’re rookies or veterans,” he says. “You might even learn what NOT
to do!”

His fulfilling introduction to CAT is just one reason why he’s on a personal
mission to pass his NAA pride onto others.

“I want to promote the NAA brand and encourage our members to continue to
be proud of the brand and really ride for that brand,” he says.

Nicholls’ passion for the brand seemingly grows daily.

“Some of the closest friends that I have in the world are because of this
association — they have improved me both personally and professionally. You just
can’t help but grow in all areas of your life when you associate yourself with the
type of people that make up this organization,” Nicholls says. “I am living proof
that this association changes your life” <
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John Nlchoﬂs says
back to parental gmdance

By Nancy Hull:Rigdon,.contributot

eVery success he 511 d [ Ilfe can be traced

o

John Nicholls (left) credits his strong family dynamic to the upbring
received from his father, Charles (far right), and his mother, the late
Nicholls. (Also shown here: Nicholls’ wife, Lisa, and daughter, Sophie

o doubt about it — every success in John Nicholls’ life

can be directly traced back to the values and advice of
his parents, Nicholls says without hesitation.

Take, for example, the fact that Nicholls can take time away

from his business, Nicholls Auction Marketing Group in

Fredericksburg, Virginia, to dedicate himself to his new duties
as NAA President.

14 AUGUST 2016 Auctioneer www.auctioneers.org

“My team and my sales associates are stellar — they truly handle
my business better than I can handle my business, and if not
for them, I wouldn’t be able to take on this role with the NAA
Nicholls, AARE, AMM, begins.

He continues, explaining that his father, Charles Nicholls,
always emphasized the value of hiring based on character.
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Nicholls has created a fantastic auction career, but only
after he tried everything to work outside of his father’s
company and the auction industry.”

“He always said that you can't teach character, but you can teach
business practices and everything else,” he says. “Therefore, on our
auction team, it’s a family. With strong character on the team, you
know everyone has your back and that you don't have to look over
your shoulder - its invaluable”

His father and mother, the late Jean Nicholls, opened the company
in 1968. Ten years ago, Nicholls took over as president and owner of
the company.

“T'm running the company now, but I'll always be the student,
and my father will always be my teacher,” Nicholls says. “He is
the ultimate professional, ultimate Auctioneer, husband, father,
Southern gentleman, Christian businessman, you name it. I am
beyond blessed to have had a front row seat in his classroom my
entire life”

While Nicholls ultimately followed in his father’s footsteps, that
wasn't always the path.

After high school, he headed to college and vowed to do

anything but auctioneering. Turns out, his experience away from
auctioneering as a psychology major has proven highly valuable day
in and day out.

“Running an auction business is all about reading people and
understanding people - it’s all psychology;” he says.

Today, hes not the only family member drawn toward psychology.
He and his high-school-sweetheart-turned-wife, Lisa, have

one child, daughter Sophie - a talented singer and soon-to-

be sophomore studying psychology at Liberty University in
Lynchburg, Virginia.

“She always has been and always will be the apple of our eye,” he says.
While auctioneering has turned into both career and hobby for

Nicholls, when he’s not focused on the business and industry, he
and Lisa - he calls her the CEO of the family - enjoy traveling,

theater, sporting events and trying new restaurants and culinary
experiences.

As Nicholls reflects on his career, he’s certainly proud of all the
tangible accomplishments. His company, which focuses on real
estate as well as wholesale auto auctions, has grown exponentially
and is coming off of a record year.

“We've sold a lot of expensive things, many of them multi-million-
dollar things, and a lot of them high-notoriety items,” he says, “but
nothing compares to being able to work side-by-side with my dad,
who also happens to be my best friend and an extremely successful
businessman, every single day”

He realizes the fortunate situation he was born into, he says.

“My parents started this business when I was two years old - they
literally built this business with blood, sweat and tears,” he says.

Plus, he stresses he had the benefit of learning from his parents’
marriage of 50-plus years.

“Really, 've had a front row seat to the American dream my whole
life,” he says. “No matter how many nice things you have or you
sell, the strength of your family and your family members are what
defines you.”
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NAA announces changes to
Bylaws, Code of Ethics

Bylaws changes come after recommendations from the
Governance Task Force, while Code changes are result of Code
of Ethics Task Force recommendations.

tits July 19 preconference meeting, the NAA Board
Areviewed revisions to the NAA Bylaws recommended

by the Governance Task Force and revisions to the NAA
Code of Ethics recommended by the Code of Ethics Task Force.

According to the current Bylaws outlined in Article 10: “The
Board of Directors shall have power to make, alter, amend,

and repeal the Bylaws of the Corporation by affirmative vote of
two-thirds (2/3rds) of the members of the Board of Directors
present at a meeting at which a quorum is present, provided,
however, that notice of the proposed action has been given to the
membership by publication in the Auctioneer at least thirty (30)
days prior to the meeting at which such action is taken and to the
individual members of the Board of Directors with the notice of
the meeting”

There is no review process outlined for the Code of Ethics. The
Board directed that staff follow the same publication process for
this document.

The Board has directed these revisions to both documents be
added to their October 18 meeting agenda. Member comments
on these revisions should be sent to Hannes Combest, CEO of the
NAA at hcombest@auctioneers.org.

NAA Bylaws

The Governance Task Force conducted a comprehensive review of
the Bylaws after several years of various revisions.

“The Bylaws had been revised in a piece-meal manner,” said John
Nicholls, President of the NAA Board of Directors and Chair of
the Governance Task Force. “It was time for us to look at them
and make sure they adequately outline the governance for the
organization now and in the future”

Members may view all the revisions to the Bylaws by going to
auctioneers.org. A copy of the Bylaws using the “revisions tool”
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will allow members to see the recommended revisions.
Major revisions include the following:

Article I1.5: Termination of Membership — All reasons for
termination of membership were put under one heading.
Previously there was no provision for termination of membership
through a violation of the Code of Ethics, although it was listed as
a potential discipline.

Article IV.2: Number of Directors, Election and Term of Office -
Past President title was changed to Chairman to more accurately
reflect its position’s responsibilities.

Article IV.3: Qualifications to run for Director — Previously there
were NO qualifications to run for director except that they are

an NAA member. The Governance Task Force recommends the
following requirements: be a member in good standing for three,
consecutive years; must have served on a committee or task force
for NAA; must have completed CAI or the NAA Leadership
Development Course (the Board will approve the curriculum for
this program at their October meeting).

This article also establishes term limits: a director may serve
two, three-year terms, which may not be consecutive. NAA
has not had term limits in the past but this is a best practice for
governance systems within the association community. This
promotes continuing new leadership and the elimination of the
perception of the “good ole boy” system.

Article IV.11: Removal. Another best practice is to outline action
that can be taken if a Board member should be removed.

Article XII: Committees: 5. Establishes the Promotions
Committee. 6. Establishes the Advocacy Committee and 7.
Establishes the Governance Committee. The Promotions
and Advocacy committees have previously been established
and will provide guidance to the NAA Board in their areas of
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expertise. The Governance Committee is designed to facilitate
a rigorous and on-going review of the governance of the
organization, leaving the Board to provide strategic oversight.
All recommendations from the Governance Committee will be
reviewed and approved by the NAA Board.

The Governance Task Force included Nicholls as chair, Tom
Saturley, CAI as vice-chair, Kurt Aumann, Kathy Baber, Tommy
Rowell, and Krista Shuman.

NAA Code of Ethics

Since 2004, the NAA Code of Ethics has undergone several
massive revisions according to Tom Saturley. Last year

the Promotions Committee used as one of its foundational
communication points that NAA members are committed to the
NAA Code of Ethics. This action prompted the Board to review
the Code and determined that it needed an extensive review.

A task force was appointed and determined that the Code should
be reformatted and reframed in order to ensure that it was clear
to auction professionals and to the public at large. As a result,
the final proposed copy of the Code can be found at http://www.

The FR-4 and SM-5 by
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7240 Bishap Boed, Polamd, OH 44514
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gl e

auctioneers.org/member-fags/. Major revisions included the

following:

« A preamble was written to outline the NAA’s core values.

« Business practices were written to illustrate specific articles.
However, these business practices cannot be used as a basis for
a complaint.

o The Articles are separated into three areas: Responsibilities
to Clients and Customers, Responsibilities to the Public,
Responsibilities to the Profession. There are several new
articles that fall under the last category.

o The procedure to follow to file a complaint allows for more
flexibility in obtaining needed information.

Saturley noted that the Task Force recommends reading the newly
revised Code and comparing it to the existing Code to understand
the differences in the documents.

“If we are going to promote our Code, it must have meaning,”
Saturley said. “The Task Force put that meaning into the Code.”

The Code of Ethics Task Force also included: Christopher Pracht,

JD; David Hart, CAI, AARE; Curtis Bainum and Chris Pracht,
CAIL CES.

)
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Kurt Bachman
Attorney and licensed
Auctioneer from
LaGrange, Ind.

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

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

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

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

not be deemed secure
or confidential. Please
visit one of our offices
to ensure complete
confidentiality.
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A legal limit on
contract terms?

There are some limitations for auction
professionals when it comes to setting a

contract.

Question: Are there any limitations to the terms that | can include in

my auction contract?

Answer: Yes, there are limitations on the terms that can be included in an auction
contract. The primary limitations are the Auctioneers cannot include anything
that would be contrary to the law or anything that would violate public policy.
Auctioneers generally have the freedom to contract and agree with the seller on
the terms of their services. This gives them the flexibility to include terms and
conditions that will help define the Auctioneer’s authority and reasonably limit his

or her liability.

contract is a legally binding agreement
Abetween two or more persons or parties.

In order to be legally binding a contract
generally requires four elements: (1) an offer,
(2) an acceptance, (3) mutual assent, and (4)
consideration. When these elements come
together between competent adults a binding
contract is formed. (There are additional
requirements for a contract in some situations,
such as a writing requirement when the statute of
frauds applies.) If one or more of these elements
is missing, a contract may not be formed. The
auction contract creates the agency relationship,
establishes the scope of the agency, the duties of
the parties, and may include other terms.

While Auctioneers have the freedom to contract
and include important terms for their benefit
and protection, the freedom to contract is
limited. The auction contract should not include
any terms that are contrary to the applicable
state or federal law. For example, an auction
contract cannot be entered into to sell illegal
drugs or weapons. Similarly, an auction contract
cannot prohibit someone from participating at
an auction because of his or her race, religion,
nationality, disability, or sex. A more common

www.auctioneers.org

situation may be for terms that relate to the sale
of real property at absolute auction. Several
states have specific laws relating to when real
property can be sold at absolute auction and how
it is to be advertised. There may be limits on the
commission an Auctioneer can charge, limits

on interest rates, or time-lines for settlement
after the auction. The auction contract must
correspond and be consistent with the law.

In addition, auction contracts should avoid
including any provisions that are unreasonable
and contrary to public policy. These types of
provisions would include, for example, the waiver
of the Auctioneer’ fiduciary duty or a waiver

of the Auctioneer’s negligence. A provision
stating that the Auctioneer will not be liable to
the seller for his or her breach of contract or
negligence would be contrary to public policy.
Other provisions that are likely to be against
public policy would be anything unreasonably
restricting damages that may be awarded for the
Auctioneer’s breach of contract or negligence or
any provision that would allow the Auctioneer
to recover excessive damages for the seller’s for
breach of contract or negligence.
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Auctioneers should avoid any contract provisions that are prepare their contracts. Contract provisions that are contrary
contrary to the law or public policy. Courts strike these to the law or public policy invite litigation. A contract that
provisions in an effort to protect the general public. Auctioneers  seeks to go beyond the permitted limits may result in the whole
should exercise caution and work with a licensed attorney to agreement (or the offending provisions) being void. <

o Turning Bidders Into Buyers
il for more than 45 Years!
SON &

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

N\

REO

Residential
Commercial Atlanta Dallas
HudsonMarshall.com HudsonAndMarshall.com
Land 800.841.9400 800.441.9401
| fEH
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Be wary of “free
and easy”

How much of your company brand are you
giving away?

By Carl Carter, APR, ATS

Carl Carter is
President of
NewMediaRules
Communications,
which has provided

i _ streaming video. put them in strange places like billboards on
public relations

This summer’s shiny new toy seems to be it, the code was generally nothing but a link. We
highways, where the person would have to hang

and marketing Twitter’s Periscope and FacebooK’s Live out the window of a fast-moving car to scan the
communications video have made it easy for anybody to broadcast ~ code. We put them on the very websites to which
services to auction whatever they’re doing live - and to get it in they linked. They soon became an object of

social media feeds where a lot of people will see it.  ridicule.

Almost overnight, we all started seeing live videos o .
in our social media feeds — such things as barking The point is, as soon as every Tom, Dick and

companies throughout
the U.S. since 1994.

dogs, crawling babies, and chanting Auctioneers. ~ Harry can start doing your new trick, it ceases
to be impressive. So, allow me to propose a few
Lots of chanting Auctioneers. It’s there, it’s easy, criteria that, in my opinion, will help evaluate the

it's free and everybody’s doing it. Why not, right? ~ €asy; free and cool gadgets, and how they might fit
into your site or marketing plans.

To explain why not, let’s look at a little web history

with a focus on the easy, free and popular. 1. Go slowly if everybody’s doing it. Remember
that awkward kid from high school who tried
Back in the mid-1990s, when the web was new too hard to be cool but never quite knew
and exciting, we all did some strange things how to pull it off? That’s how you can come
with our websites. Java, Javascript, Shockwave off if you're constantly playing with the latest
and animated gifs all appeared about the same web and tech toys. Watch a while. See what’s
time, and suddenly it was possible to have things working and what’s not. See what useful ideas
jumping all over a screen. are left after enthusiasm for it wanes.
2. Make sure you're leading, not following. Free
Best (or worst) of all, they were all free, or nearly means everybody can do it, and easy means
so. Just paste in some code and you were fixed in everybody will. But, you've worked hard
most cases. Suddenly, our web pages were having to establish a reputation as a leader. Why
earthquakes, snowstorms, shooting stars and become part of a stampeding crowd? If you're
(my personal favorite) a disembodied waving going to use live video (something that may
tooth named Duke, intended to demonstrate the well serve a good purpose), consider using
capabilities of the Java programming language. a paid service that allows interactivity and
control, and allows you to better target the
If you're not a dentist (and few dentists had sites audience you need. I recently facilitated a
in those days), you don’t need a tooth on your site very successful series of 10-week classes for
~ waving or otherwise. public relations professionals, using a modestly
priced conferencing service that allowed full
Finally, let’s not forget the regrettable QR code class interaction. Further, it was secure — an
- a tool nearly everybody adopted for about five important consideration when people are
minutes a few years ago. This one was especially paying to be part of the class. You're always
painful for me, because I was enthusiastic about better off when you're aiming at a particular
QR codes at first. But, the way everybody used target audience.
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KIEFER

AUCTIONSUPPLY.COM

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

Fergus Falls, MN 56537
(Free Catalog)

218.736.7000

www.kieferauctionsupply.com

Go slowly if
everybody’s

doing it.

2

Make sure
you're
leading,
not following.

Auction Co.

Don't
drop your 2 -2

The Choice Is Yours!

quality on A 13.Of Americare
standards.

The Best Training Facility In America

Enroll Today
For The Class
Date Of Your
Choice.

2016
SCHEDULE
FEB. 6 - 14
JUNE 4 - 12
AUG. 6-14
NOV. 5-13

3. Don’t drop your quality standards. When something’s too
easy, it’s tempting to do it in a sloppy way. When you're
holding a smartphone in your shaky hands and moving
it around - and letting people look at it live — you're
transmitting an image of a company that does things in a

Hemideaholl Schom! of Auchomen

half-baked way. Remember this: You're only as good as the Since 1962
worst thing you put on the Internet. If you're going to go PO Box 7344 High Point, NC 27264
live, do it with a quality camera, good lighting and quality Phone: (336) 887-1165 Fax: (336) 887-1107

N www.MendenhallSchool.com
sound. <
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Auctioneers Conference and Show was one to

remember as the event more than delivered on its
promise to deliver a PURE Experience in Grand Rapids,
Michigan.

The 2016 edition of the NAA Annual International A

Experiences began on a stellar Tuesday night with one of the
best Welcome Parties ever, before winding through a week
that saw a memorable keynote address, new IAC champions,
new Hall of Fame members, and a new President. It wrapped
with one of the country’s truly best kept secrets — the always
entertaining and heartwarming National Auctioneers
Foundation’s Children’s Fun Auction.

Revisit the week with us over the next several pages as we
look back through some of the sights that helped prove once }
again that the NAA Conference and Show is the place to be
for anyone and everyone in the auction industry. (And, start
making your plans to attend next year in Columbus, Ohio!)
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Clockwise from top left: NAA Hall of Fame member Benny
Fisher (left) introduces new Hall of Famer Jack Hines;
Randy Wells (right) was welcomed into the Hall by fellow
A e f i, HOF member Stephen Schofield; U.S. Rep. Billy Long
AL AY : = | (second from right) holds his Hall of Fame plagque that will
v L % o 1.. hang in the NAA Headquarters.
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MarkNel

ALLIANCE

marknetalliance.com

GET THE MOST FROM A MARKNET ALLIANGE MEMBERSHIP

Joining our network of more than 60 auction companies lands you among
the top auction professionals in the country. These connections quickly give
you access to expert resources that only our collaboration can deliver,
fueling your business growth.

Access to onsite or web-based training
Assistance with proposals & booking deals
Day-of-auction simulcast

New business development consulting
Onsite business consulting

Company website with hosting & email
Online bidding & simulcast auction platform
Streamline business management software

ACCESS TO
DISCOUNTED

RATES

Ultimate Choice® multi parcel auction software
Fetch mobile cataloging software

SignNow electronic document signing

Online Help & FAQ Support Center

Push to Global Auction Guide, AuctionZip &
Propertyauction.com

Constant Contact email marketing account
Marketing & advertising support

For more information about becoming a MarkNet Alliance member, call
888.307.6545 or email jpiatt@marknetalliance.com


http://marknetalliance.com

TO OUR SHOW SPONSORS:

GOLD

PLATINUM

[ . =
bid |A Liquid Asset
Partners LLC
In collaboration with ebay Liquidations, Auctions, & Appraisals!
Proxibid | eBay Stage on the Name Badge and Lanyard

Trade Show Floor

SILVER

NAA CREDIT CARD
2= pROGRAM 1-800-THESIGN

First Timers Breakfast Conference and Show Signage

OClickBid  gfjgx wniid
Class sponsor of Andy Imholte’s “Great Ideas for

ipoenring Mobde Auct-oms
Benefit Auctioneers” on Wednesday from 1-2 in IJAC, Fun Auction and IAC Clerking

Gallery Overlook E
USA
TODAY

Marketing Competition Reception

CAl Breakfast
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Rose, Freije win 2016 IAC

Championships

The pair rose to the top of an overall field of 94 competitors
to win one of the industry’s most coveted titles.

By NAA Staff

TJ Freije and Beth Rose hold their respective men’s and
women'’s division trophies after winning the 2016 NAA Inter-
national Auctioneers Champion titles.

As champions, both will spend the next 12 months serving as
NAA Ambassadors at state and national events.

"It changed me
professionally and
personally.”

- TJ Freije, 2016 Men's IAC Champion,
on becoming an active NAA member
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GRAND RAPIDS, Mich. (July 22, 2016) - Emerging from
an overall field of 94 competitors, Beth Rose, of Maumee,
Ohio, and TJ Freije, of Clayton, Indiana, were crowned as
winners of the women’s and men’s National Auctioneers
Association 29th International Auctioneer Championship,
which took place Friday at the DeVos Place Convention
Center.

Both Rose, CAI, AARE, and Freije, CAI received a $5,000
cash award, trophy and championship ring for their
winning efforts through the preliminary bid-calling round,
an interview round consisting of three questions, and a
final round of bid-calling that included the top 15 men and
seven women. In the two divisions, 74 men and 20 women
competed for the right to be known as one of the best
auction professionals in the world.

When asked about that moment when he was announced
champion, Freije said he keeps going back to how his life as
an Auctioneer changed when made the jump from simply
being an NAA dues payer to taking a more active roll as an
NAA member.

“It changed me professionally and personally;” Freije
admitted. “The resources that the NAA gives to
professional Auctioneers ... without the other members
and the resources the NAA gives us, I definitely would not
have been standing there on that stage””

Freije had competed in the IAC every year since 2006. He
is a third-generation auction professional and won the
Indiana state bid-calling championship in 2005. He topped
a fiercely competitive overall men’s field and finals group,
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Brooke Gillespie performs her IJAC-winning call.
“The IJAC contest seems to be raising the bar on the
awareness of what it is to become a champion.” -
Tammy Tisland, 2015 IAC Women’s Champion.

coming in ahead of runner-up Dustin Rogers, CAl, of Mount
Airy, North Carolina, who finished second for the second year

in a row and fourth time overall. After turning 21 just last week,
2014 International Junior Auctioneer Championship winner Justin
Croy, of Culver, Indiana, finished third.

This was the seventh attempt for Rose at winning IAC, with the
20-year NAA member breaking through in the same year that saw
her business — Beth Rose Real Estate and Auctions - take Auction
Marketing Campaign of the Year in the annual NAA marketing
competition. She is a 2000 graduate of the Certified Auctioneers
Institute and past recipient of the Rose Award — named after her
late father, David Rose.

Rose’s daughter, Sara Rose Bytnar, CAI, AARE, of Naples, Florida,
finished runner-up by one-tenth of one point. Chantel Kimball,
CALJ, of Eltopia, Washington, took second runner-up.

“Wow;” said Rose when she spoke to the crowd after being
crowned. “T was so nervous coming up here. I don’'t know if I was
nervous for myself or for Sara, but it has been an amazing day; it
truly has.

“I cannot tell you how great it is to share the stage with not only
my daughter, but my best friend, my business partner - she
amazes me every single day and I couldn’t be more proud to share
the stage with her”

Earlier in the evening, Brooke Gillespie, of Graceville, Minnesota,
was crowned as winner of the 2016 International Junior
Auctioneer Championship, which features competitors ages 12-18
helps cultivate the next generation of auction professional talent.

“The [IJAC] contest seems to be raising the bar on the awareness
of what it is to become a champion,” said IAC 2015 women’s
champ Tammy Tisland. “They were over the top - very good”

“[Make the most of the
championship] not only for
yourself, but for this great
industry. We need passionate
advocates at every corner ...
to move the auction industry
forward.”

— 20715 IAC Men’s Champion Peter Gehres

Gillespie said after winning the junior division that she was
hooked after her first Conference & Show two years ago in
Louisville.

“I was welcomed with opened arms by the greatest family in the
world, and that’s you sitting in the audience right now;” she said in
Grand Rapids.

Peter Gehres, CAI CES, of Hilliard, Ohio, last year’s IAC men’s
winner, said his advice to the champions is to make the most of it.

“Not only for yourself, but for this great industry;” he said. “We
need passionate advocates at every corner and every stage to
move the auction industry forward. We're currently selling just a
fraction of the assets that we could be selling. We need these great
ambassadors to prove that auctions work?”

Also during the IAC competition, which was streamed live
throughout the day through auctioneers.org, the Chuck
Cumberlin Sportsmanship award, awarded to the IAC competitor
who shows the best sportsmanship, was given to Myers Jackson,
CAIL AARE, ATS, CES, of Jacksonville, Florida. The Bob Steffes
Rising Star Award, given to a competitor who shows the potential
to win a future IAC title, was given to Jake Yoder, of Port Royal,
Pennsylvania.

Both the IAC and IJAC were conducted as part of the NAA’s 67th
Annual International Auctioneers Conference and Show, which
took place in Grand Rapids this past week. IAC contestants must
be 18 years of age or older, a current NAA member, and registered
for conference. Seven judges score the contest, with final scores
determined by combining the interview score (40 percent of the
total) and the bid-calling score (60 percent of the total).

Look for more on this year’s champions in the September issue of
Auctioneer. <
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Translating body language

Reading bidders is important, but body language assessment
is a key tool outside the ring, too.

By James Myers, contributor

uctioneers are an
intuitive, highly
observant group.

Ringmen and Ringwomen are
especially skilled at reading
body language and knowing
what a bidder is going to do
next. Those skills are equally
important outside the ring

as reading body language in
any business setting can be
beneficial - especially in a
“people” industry like auction.

HUISMAN

Janine Huisman, CAI, AMM,
BAS, GPPA, is an auction
professional with Huisman
Auctions in Northern
California. She’s also taken a great interest in body language and
studied it enough to consult with clients on the subject.

“Body language is anything nonverbal,” Huisman said. “People
say, ‘oh, I can read people; especially in the auction business.
There are certain aspects (of reading body language) that maybe
we can do better”

Huisman explains that body language is really nothing more
than the outward reflection of a person’s emotional condition,
and being able to interpret these nonverbal expressions is
important. Just as important, it pays to know what your body
language is telling your clients and/or business partners.

What we project

The way we shake hands before a business meeting, the way
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we smile - or don’t smile - at
a client or potential client,

the position of our bodies —
leaning in or angling away

- it all matters. For example,
Huisman said, a weak
handshake implies that you
have no confidence, that you
have no power and no control
over your business.

However, it’s also important
to note that there are no
absolutes. For instance,
maybe a weak handshake

is a result of a recent injury.
Surgeons, musicians — anyone
who protects their hands -
are known to have a weak
handshake, Huisman said.

“Everything is about context in nonverbal behavior,” Huisman
said. “You have to know what’s going on with that person — why
they might be nervous, why they’re making a weak handshake.
There are no absolutes in nonverbal behavior”

Greeting a new business contact with a firm handshake and
a smile offers two advantages: First, it shows you have power
and are worthy of doing business with; next, your smile upon
meeting that person triggers in their brain that their face and
name brought that smile on.

“That will help with your rapport, and it helps to keep you from
seeming rude,” Huisman said.

However, it’s important to smile, but not too often.
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Huisman said it’s a myth that a person who smiles at everybody
is more respected. In fact, she said it’s been proven that there is
less respect given to individuals who constantly smile.

Another projection to avoid is one of disinterest. So, if you
slouch a lot, try to avoid doing that in a business environment
because your business associate will likely find it disrespectful.
Furthermore, if you slouch AND fold your arms, you're saying
you're disinterested while also putting up a barrier.

Huisman mentions a statistic that might sound familiar - 90-
plus percent of communication is nonverbal.

“That’s actually not true,” she said of the myth. “Fifty-five percent
is nonverbal. Seven percent is related to the words people use.
Thirty-eight percent is the tone of voice”

Another myth about body language is that if you can read it, you
can read the mind. Again, she notes, not true. For instance — and
this is just one of many instances where body language can mean
more than one thing — a cue for anger is crossed arms. But, what if
that person is just cold? They might not be happy about being cold,
but they’re only crossing their arms in an attempt to warm up.

Another myth is that if you know enough about body language,
you can use it to deceive others around you.

“If you try to deceive,” Huisman said, “there are other signals you
put off that show what your true intention is”

Space invaders

Are you a close talker? President Lyndon Johnson was known for
invading legislators’ personal space to get a point across and to
get his way. It was called the “Johnson treatment”

While you might be an influential player in the auction industry,
you're not the President of the United States. and your habit or
preference for addressing someone closer than 1.5 feet (this is
the norm for the U.S., but can differ in other cultures, according
to Huisman) can come off as rude, especially in the business
environment.

Head nods and eye contact

Eye contact is important. So, too, is active listening, such as
giving positive affirmations (head nod or a verbal clue) that you
understand what is being said. However, if you hold eye contact
for too long, it’s just creepy and rude. A constant barrage of head
nods and “uh huhs,” can be distracting and awkward.

Huisman said the appropriate eye contact/no eye contact ratio

is 60/40. This lets the person you’re engaging know you are
interested in what they are saying without going overboard. Also,
when making eye contact, keep your gaze between the forehead
and the nose.

“Anything below that is suggestive,” Huisman warned.
Finally, watch the feet

Huisman said there is plenty of information in the legs if you
know what to look for. For instance, if you see a person you want
to talk business with but they’re engaged in conversation with
another person, look at their feet. If both of them have their feet
pointed toward the other, this could mean they are locked into a
serious conversation that probably shouldn’t be interrupted.

If you choose to step into their conversation, they will probably
turn their heads toward you, but watch their feet. If their feet
remain pointing toward each other, Huisman said, it could mean
they aren’t receptive to your inclusion into the conversation and
that you should bow out.

If they open their feet to you, it could be a sign that you are
welcome to engage in further conversation. %

Huisman recommends the following
books for auction professionals who
are interested in expanding their body
language knowledge:

The Definitive Book of Body Language
Barbara Pease, Allan Pease

You Say More Than You Think: Use the
New Body Language to Get What You
Want!, The 7-Day Plan

Janine Driver, Mariska Van Aalst

What Every BODY is Saying.: An Ex-FBI
Agent’s Guide to Speed-Reading People
Joe Navarro, Marvin Karlins

You Can’t Lie to Me: The Revolutionary
Program to Supercharge Your Inner Lie
Detector and Get to the Truth

Janine Driver

Louder Than Words: Take Your Career
from Average to Exceptional with the
Hidden Power of Nonverbal Intelligence
Navarro, Joe, Poynter, Toni Sciarra
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Many times, it isn’t the content itself; it is failing to distribute

it effectively.

By Curtis Kitchen, NAA Director of Publications and Trade Show

rustration is rampant these days among businesses and
F professionals who want desperately to buy into content
marketing but feel it isn’t working for them.
That said, marketers aren’t struggling with content; they are
struggling with understanding how to distribute it effectively
on social media or in other native settings. Reasons for the
struggle vary, but the major disconnect usually stems from many
marketers devaluing their content from the beginning. They fling
it cheaply at the social landscape and hope it catches organically
viral lightning in a bottle.

Thanks to evolved monetization strategies from the social media
platforms themselves, “organic viral” should be left as a name
for garage bands to recycle. It just doesn’t happen like it used to
when sharing went largely unchecked a few years ago.

This is actually a good thing, but it does mean you have to
rethink your post-and-go strategy. Social media marketing
deserves a budget, a plan, and dedicated talent just as much
as your traditional plans, especially when the goal is brand
awareness and building brand equity. Social media marketing
now is a skill and an art form, plain and simple.

As with all skills, social media marketing can be practiced and
sharpened until it becomes a strength, and coaches are out there
to make sure you are honing and toning the right parts.

For example, in a recent post, socialmediatody.com explored the
“10 greatest social media advertising tips for Content Marketers”
From that piece, three tips stick out prominently (although, all
10 are good).

As consumers continue to ask for more personalized ad
experiences, targeting is a must. And, it has become so incredibly
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advanced - especially on social media platforms - that you
have no reason to waste the opportunity to connect to the exact
people you want to reach each time.

When you take care to target to specific sections of your
consumer list, you increase the likelihood of engagement back
from the other side. That can be very powerful as you continue to
mold and shape your marketing strategies around the feedback
you're provided. This can sharpen your consumer’s journey

from the outset and, ultimately, shorten the journey itself from
prospect to user of your services.

Another quick note here: I was once of the mindset that it was
okay to simply pick one social media platform and be good

at it. That belief came as a result of the messy social media
landscape of 3-5 years ago. Now that the tools have matured

(as much or more as the audiences using them) and developed
better expectation, it is my updated belief that you need to have
a working knowledge of at least the biggest platforms. Those
include Facebook, Instagram, Pinterest, and Twitter. YouTube is
also still extremely effective if you are inclined to regularly use
video.

The secret? You don’t have to create new content for each one of
these platforms. You can repurpose it with slight tweaks to fit for
voice, delivery time, etc., but the same content will play in most
places, saving you time and energy while expanding your brand
reach.

Many marketers work under the belief that social media is used
to drive traffic to a website and that is the end of the relationship.
Not true.

Thanks to remarketing, social media now can work on your
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behalf while you pay it no attention. Take Facebook custom
audiences, for example. When you set an audience based on
visitors to your website the past 180 days, Facebook dynamically
updates your audience each time someone visits your site or
even a specific page. This means you can then set up custom ads
based on your website’s best performing content and serve those
ads back to the same people who visited before. Hello, brand
consistency!

Okay, remember that content you created to drive traffic?
Remember how exciting it was the first time you received
legitimate feedback in terms of shares? You shouldn’t let success
persuade you into thinking you’ve done enough.

At NAA, we like to think of such things this way: If you send an
e-blast, and it achieves an insane open rate of nearly 40 percent,
that’s fantastic. However, it means nearly 60 percent didn’t open
it. The point is there is always room for improvement.

In this instance, that means you’ve created some successful
content. Awesome. It means you should look for ways to share it

Bz Multiple configurations to choose from. -
aaiaxy [RESSEr Call U U557/ to build yours! —
auvpio ST www.galaxyaudio.com ‘H_

on other social media platforms to really squeeze the full value
out of the piece. Was it text based? Look for written content
sharing sites. Was it video? Find hot-button sites that specialize
in showing video. And, also remember to use content pushing
sites such as Outbrain, which will provide sizable amounts of
additional traffic for nominal costs.

ANY sSPOT TRAVELER vy

AUMRIH CIMI ST VERB ATaTE RYAOEE RAME DAWIRELESSISEEAKRERS
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Hines, Long, Wells inducted into
NAA Hall of Fame

By James Myers, contributor

It’s a tradition that began in 1961 and has resulted in bronze-
etched portraits of leaders in the auction industry lining the
walls of the NAA Headquarters in Overland Park, Kansas.

There are now 151 inductees in the NAA Hall of Fame as three
more were inducted during the President’s Gala at the 67th Annual
International Auctioneers Conference & Show in Grand Rapids.

The three most recent inductees include: Jack Hines, CAI,
AARE, GPPA; Randy Wells, CAIL, AARE, BAS, CES, GPPA; and
U.S. Rep. Billy Long.

The men were chosen by 40-plus other Hall of Fame members
last year during the Conference & Show in Texas, and that
decision was kept a secret all year. That secret was kept, per
custom, all the way to the induction ceremony, where speakers
do their best not to reveal the person they are inducting as they
explain their relationship to the inductee.

Slowly, the information is pieced together and by the end of the
AUGUST 2016
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speech, most know they are the chosen ones.

Randy Wells

The first such secret in 2016 was in the hands of Stephen
Schofield, CAI BAS, a 2003 inductee, as he introduced the first
inductee of the evening, Idaho-native Randy Wells. Schofield
began by describing a person from a small town who awoke early
to feed the farm animals. A “guy who started with nothing” and
whose parents made him work for what he wanted.

Schofield then revealed the inductee when he mentioned that
he had served in Vietnam and that they first met 20 years ago
at an NAA Conference & Show in San Diego. Wells’ identity
was further revealed to those in the know when he mentioned
a favorite pub, NicK’s, a block away from the Indiana University
campus where CAI is taught.

“In 2002, when the existence of the CAI program was in doubt,”
Schofield said, “our inductee became a part of a vital core group
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of unpaid volunteers - the very first class advisors who are also
Auctioneers. We are indebted to him”

After offering some funny anecdotes about Wells, Schofield
finally revealed his name. The first thing Wells said when he
reached the stage was, “I thought I was good at keeping a secret”

“I do want to thank everybody;” Wells said. “I remember when I
started this journey, I had brown hair. That was quite a while back”

Wells said he and his wife, Annette, have been “team players”
for 41 years - 30 of them in the auction industry. Annette also
became a Hall of Famer last month when she was inducted into
the National Auctioneers Auxiliary Hall of Fame, as Schofield
noted from the dais.

Wells has served on numerous committees, both state and
nationally. In 2000, Wells was elected to the Auction Marketing
Institute Board of Governors. He taught the graduate personal
property appraisal course for the National Auctioneers
Education Institute and an auction manager course. In 2011,
Wells was appointed vice chair of the National Association of
Realtors, Auction Forum.

Jack Hines

Louis "Benny" Fisher, Jr., CAI, a 2004 inductee, had the honor of
inducting Jack Hines.

Like Schofield, he began describing a man who comes from farm
life and joked about him fitting the age-old tale of a boy who
walked 10, 15, 20 miles to school through one-to-three feet of
snow — only to arrive at a one-room school house after milking a
herd of cows.

When Fisher announced Hines as the second inductee that
evening, Hines said he realized whom he was talking about at the
mention of the chickens in the lounge.

“Well I just happened to be a little part of that,” Hines said. “Me
and my buddy put nine chickens in there one night, and you
know what was on them chairs in the morning?”

Hines, from Ellsworth Wisconsin, has been in the auctioneering
profession for more than a half-century. While that statistic alone
is impressive, perhaps more incredible is the fact that in the last
50 years, he’s only missed one term as a World Wide College of
Auctioneering senior instructor.

“Folks,” he said during his induction speech, “I live the business.
I've been teaching for 49 years. Hopefully, by this time next year,
it will be 50. I have a passion for the auction business. I live it. I
talk it”

Hines, like other NAA Hall of Fame inductees, has a laundry
list of accomplishments, awards and commendations, including
his induction into the Wisconsin Auctioneers Association in
1997. He served on the NAA Board of Directors from 2004 to

2007 and was a Foundation Trustee from 2010 to 2012. Hines
also served a 10-year term as chairman of the Greater Midwest
Livestock Auctioneers Championship.

Billy Long

Mike Jones, CAIL BAS, inducted in 2012, didn’t really try to keep
the identity of his inductee secret because so many people know

so much about him already. Long has been active in the NAA for
decades and has served in Congress, representing Missouri’s 7th

Congressional district, since 2011.

“Our inductee has parents,” Jones began, gaining laughs as he
continued, “was born in the United States, loved auctions as a
young man, went to schools, attended auction school, conducted
lots of auctions, got married, had some children,” etc.

Jones continued to run through Long’s biography, ending with

a video highlighting Long’s career in auctioneering and his time
in Congress. Like the other inductees, Long had no idea he was
being inducted. In fact, they were able to pull him away from
the Republican National Convention, where Donald Trump was
speaking the night he was inducted, by telling him the NAA
wanted him to come to Conference & Show to deliver a news
update about goings on in Washington, D.C.

“I guess I can throw my notes away for my Congressional update
that I was supposed to give at this banquet tonight,” Long said
when he got to the podium.

Long described his passion for auctioneering and the important
roll the NAA plays in his career and his life.

“You all are my family, and I believe that,” Long said. “I honestly
think I could go out into a crowd like this of Auctioneers and
families and pick 435 people, and the Congress would be doing a
lot better job.”

Rep. Long has a voice that is well known and not just for his
auction chant. He has experience as a talk radio host where he
took calls from business owners in southern Missouri.

But, before politics called his name, Long had his sights set on
auctioneering, graduating from the Missouri Auction School in
1979 and taking his first job with veteran Auctioneer Willis Talbot.

Long majored in business at the University of Missouri.
However, he left in 1976 and pursued a career in real estate. In
1984, he established Billy Long Auctioneers and Realtors. In the
1990s, he sold a punch bowl for $99,000 and conducted the “I
Love Lucy” auction in Burbank, California that benefitted the
Lucy and Dezi Arnez Museum.

Long has been a member of the NAA and the Missouri
Professional Auctioneers Association for more than three
decades. He was inducted into the Missouri Professional
Auctioneers Hall of Fame in 2007. %
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Alabama

Christie King, CAI, AARE, BAS
Gadsden

(256) 439-0113
cking@ckingbenefits.com

Alaska

John John Genovese, ATS, BAS
Lihue, HI

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

Arizona

Daren Shumway, CAI
Mesa

(480) 258-0229
shumster3389@msn.com

Arkansas

Bradley W. Wooley, CAI
Little Rock

(501) 940-3979
bwwooley@gmail.com

California

Bridget Kruse

California

(760) 610-4175
gwsauctions@gmail.com

Chris Vaughan

Escondido

(858) 382-6030
NationalAuctionTeam@gmail.com

Colorado

Dean Gunter

Colorado Springs

(719) 310-2656
deangunter21 @gmail.com

Butch Hagelstrom

Fort Lupton

(303) 827-5157
buckhornauctions@earthlink.net

Connecticut

Michael Chambers
Atkinson, NH

(603) 770-5180
chambersauctions@aol.com

Delaware

Michael Chambers
Atkinson, NH

(603) 770-5180
chambersauctions@aol.com

Florida

Craig Fleming, CAI, ATS, CES
Fort Lauderdale

(407) 489-3351
ceo@tiredwalls.com

Georgia

Patty Brown, GPPA
Fayetteville

(678) 815-5687
patty@redbellyrooster.com
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Hawaii

John John Genovese, ATS, BAS
Lihue

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

Idaho

Rodney Elson, CAL, GPPA
New Plymouth

(208) 278-1772
rod@rodelson.com

Illinois

Jodi Reynolds, CAI
Nokomis

(217) 563-2523
Jodi@aumannauctions.com

Indiana

Mark Bisch, CES, GPPA
Kokomo

(765) 416-3456
mbisch@blueskiesauction.com

lowa

Jerick Miller

Leon

(816) 896-7432
Jericko91@gmail.com

Kansas

Yve Rojas

Kansas City, MO
(816) 520-2454
yverojas@me.com

Kentucky

Amy Whistle, CAI
Owensboro

(270) 926-8553
amy@kurtzauction.com

Louisiana

Belinda McCullough

Livingston

(225) 620-8040
belinda@hendersonauctions.com

Maine

Ruth Lind, GPPA
Stockton Springs
(207) 751-1430
moxielady@me.com

Maryland

Brian Cooper, CAI, ATS, CES,
GPPA

Towson

(443) 470-1445
brian@alexcooper.com

Massachusetts
Michael Chambers
Atkinson, NH

(603) 770-5180
chambersauctions@aol.com
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Michigan

Sheila Howe

Okemos

(517) 204-4553
Sheila.epicauctionsl@gmail.com

Minnesota

Kristine Fladeboe-Duininck, BAS
Spicer

(320) 212-9379
kristine@fladeboeauctions.com

Mississippi

Benny Taylor, CAI, AARE
Grenada

(662) 226-2080
benny@taylorauction.com

Ruthie Taylor, CAI
Grenada

(662) 226-2080
ruthie@taylorauction.com

Missouri

Jeff Pittman

Rosendale

(816) 262-8753
pittmanauctions@live.com

Montana

Chris Logan, CAI, CES
Clyde Park

(406) 686-4728
loganauction@yahoo.com

James Logan, CAI, CES, GPPA
Clyde Park

(406) 686-4728
loganauction@yahoo.com

Nebraska

Courtney Nitz-Mensik, CAI
Freemont

(402) 727-8800
courtney@omni-tech.net

Nevada

Chris Vaughan, AARE
Escondido (Calif.)

(858) 382-6030
nationalauctionteam@gmail.com

New Hampshire
Michael Chambers
Atkinson

(603) 770-5180
chambersauctions@aol.com

New Jersey

Robert Dann, CAI, AARE
Ambler, PA

(908) 735-9191
rdann@maxspann.com

New Mexico

Rob Morper

Angel Fire

(505) 250-8315
rob@landtycoons.com

Anise Golden Morper
Angel Fire

(505) 228-7884
anise@landtycoons.com

New York

Jennifer Mensler, ATS
Pleasant Valley

(845) 635-3169
jennifer@aarauctions.com

North Carolina

Lisa York

Sanford

(919) 880-9225
ldyorkauctions@gmail.com

North Dakota

Jonathan Larsen, BAS

Sioux Falls, SD

(605) 376-7102
jonathan@larsenauctioneering.
com

Ohio

Susan Johnson, CAI, BAS, CES
Guilford, IN

(513) 403-6734
bidcaller@etczone.com

Laura Mantle, CAI
Groveport

(614) 332-7335
laura@lmauctioneer.com

Oklahoma

Morgan Elizabeth Hopson
Oklahoma City

(903) 271-9933
mhopson@bufordresources.com

Rick Scrivner, AARE

Union Ci

(405) 919-2271
scrivnerauctioneer@yahoo.com

Oregon

Camille Booker, CAI, CES
Eltopia, WA

(509) 989-1061
camille@bookerauction.com

Pennsylvania

Mike Keller, CAI

Lancaster

(717) 725-2487
mike@kellerauctioneers.com

Rhode Island

Michael Chambers
Atkinson, NH

(603) 770-5180
chambersauctions@aol.com

South Carolina

Gwen Bryant, CAI, AARE, CES,
GPPA

Florence

(843) 617-8449
gwen_bryant@bellsouth.net
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South Dakota

Jonathan Larsen, BAS

Sioux Falls

(605) 376-7102
jonathan@larsenauctioneering.
com

Tennessee

Justin Ochs, CAI
Tennessee

(615) 507-5984
jochs@soldoncompass.com

Junior Staggs

Tennessee

(731) 363-3634
junior.staggs.auctioneer@gmail.
com

Texas

Jacquelyn Lemons-Shillingburg,
CAI

Tomball

(281) 357-4977
jackie@lemonsauctioneers.com

Phillip Pierceall, CAI, BAS
Plano

(972) 800-6524
ppierceall@gmail.com

Vermont

Michael Chambers
Atkinson, NH

(603) 770-5180
chambersauctions@aol.com

Virginia

Kelly Strauss

King George

(540) 226-1279
kd.strauss@verizon.net

Washington

Camille Booker, CAI, CES
Eltopia

(509) 989-1061

camille@bookerauction.com

West Virginia

Andrew Yoder, CAI
Bridgeport

(304) 931-1185
jryoderauctioneer@yahoo.com

Wisconsin

Damien Massart, CAI, BAS, GPPA
Green Ba

(920) 468-1113
damien@massartauctioneers.com

Wyoming

Brent Wears, CAI, AARE, ATS,
CES

Solon, IA

(319) 624-3779
brent@wearsauctioneering.com

Ambassador Spotlight

Who | am:

Junior Staggs, CAI

Who | represent:
Doug Taylor Auction Service/The Auctioneer Print

Where I’'m from:
Puryear, Tennessee

Q: Why did | become an Auctioneer?

So | could go fishing on Tuesdays when the lake
isn’t so crowded. Becoming a full-time Auctioneer
has proven to be like a series of fishing trips; we’re
always trying to “land” the “big one.”
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NAA member White wins 2016
World Livestock Auctioneer
Championship

Andy White says
his IAC championship
and NAA experience

helped propel him to
his latest title.

By Nancy Hull Rigdon, contributor a
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“The [NAA]IAC is basically a
job interview where you talk
in front of a huge crowd, and
that really prepared me for

the LMA interview process.”
- Andy White

e
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s Andy White, CAI reflects on winning the 2016
ALivestock Marketing Association’s World Livestock
Auctioneer Championship, he recalls being in the
bull’s-eye of his comfort zone during competition. And
his NAA experience, including winning the International

Auctioneer Championship, helped land him in that mental
sweet spot, he says.

“Any time you subject yourself to that level of criticism and
competition that you find at the IAC, it forces you to expand
your comfort zone and your ability; White, who won the
IAC in 2013, says. “The IAC is basically a job interview
where you talk in front of a huge crowd, and that really
prepared me for the LMA interview process.”

Additionally, he credits NAA members with helping him to
continually improve. L

Yot Neclolls, AARE, AN

President
2016 - 2017 National Auctioneers Association

“The relationships that I have established within the NAA
have really helped guide my career. Whether I'm selling real
estate or cattle or cars, the members have pushed me to the
level that ’'m at now; he says.

Thank you for your service to the NAA & Auction Profession
White, of Real Estate Showcase Auction Co. in Ashland,

Ohio, qualified for this year’s LMA World Livestock e Come Train With The Champions!
Auctioneer Championship by winning the eastern division, World Wide College of Auctioneering
just as he did last year. The two-day competition this past For More Information Call 1-800-423-5242

June in Paris, Kentucky, which included a real time cattle = = =
’ WeildWideCollege®fAlictionee ingfcom

auction, had a high-caliber competitor lineup, White
emphasizes.
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www.TexasLoneStarOpen.com

Are you up for the challenge?

New!

. TEXAS LONE STAR OPEN
_f COMPETE AGAINST THE BEST

AUCTIONEERS IN TEXAS
AND NATIONWIDE!

. LIVE BID CALLING CONTEST
. When? Oct 28th | 11am-4pm

Where? " Historic Cowtown Coliseum
Ft. Worth Stockyards
Entertainment District

How? OPEN TO ALL Auctioneers 18+.
See registration application.
Hold your spot now!

1st Place $3500 Cash Prize & Trophy
2nd/3rd Place Cash Pay Out & Trophy

* Space limited. All contestants will be promoted
in the contest catalog onsite & online.

Experience this NEW & UNIQUE Event!
For advertising, sponsorships, or to come and
watch the fun, visit www.texaslonestaropen.com!

{ ; . Held in conjunction with the Red Steagall
?"' Cowboy Festival. Hosted by the Texas
.. Auctioneers Association.

/- Hospital for Children & the All Amerzcan Beef
"% Battalion “Steaks for Troops”)

Host Hotel: Towne Place Suites Mamott

info@texasauctioneers.org
www.texaslonestaropen.com
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“It is just an honor to compete at that level. I was able to settle in and get
comfortable and have fun competing against all of the other guys. The
camaraderie of that group was certainly a highlight,” he says. “When you
compete against that level, it forces you to be at your best and compete
better than you did the day before”

As the reigning LMA Champ, White looks forward to serving as an
ambassador for the LMA.

“The LMA is very focused on promoting and supporting the auction
method of marketing, which is the best and most transparent and
convenient method to transfer ownership of any asset — so I'm really
looking forward to supporting that focus,” he says.

He’s also proud to represent the LMA for many other various reasons,
including that the association takes a proactive approach to legislative

affairs and works to protect the industry and advocate for the auction
method of marketing.

TEACHING TOMORROW'’S
CHAMPIONS...TODAY!

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

HAVE [PUN WHILE LEARNING
THE ART OF AUCTIONEERING.

Texas Bid Calling
AuCtl on he Auctioneer Chant
Aca cademy- Ringwork & Big Spotin
Improve Your Pre g

Sentatio
Businesg Practices o Fundanms;‘g:!‘:lsls

Public Speakin
Profess'onallsm & Ethics

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

Texas Workforce
Commission Approved

info@texasauctionacademy.com NAA
972-387-4200 | TexasAuctionAcademy.com
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Support
the kids of St. Jude
i by participating in

Auction for Hope.

Just three days after baby Gideon was diagnosed with
stage 4, high-risk neuroblastoma, he was receiving
his first dose of chemotherapy at St. Jude Children’s
Research Hospital® His treatment includes surgery,

: antibody therapy and a bone marrow transplant — but
his sunny smile has never waned.

Gideon’s dad said, “As soon as we got here, it was
abundantly clear that St. Jude was by far the best
place to be in a terrible, terrible situation.”

Like all families at St. Jude, Gideon’s will never receive
] a bill for treatment, travel, housing or food — because

“All of us Auctioneers are in this for the long haul, and it’s i all a family should worry about is helping their child live.
important to work together to make the industry better for the : “Those concerns evaporate when you're here, because
next generation so that auctioneering can continue to be the most ; of the supporters,” said Gideon’s mom.

preferred method of marketing into the future;” he says.

As LMA champ, White will travel the country, visiting numerous !
Auctioneers along the way. In that role, he’s most looking forward
to working with the youngest generation of Auctioneers. .

(26242)

“It’s important to spending time molding our up-and-coming Sponsored by:
Auctioneers so that we know the future of the industry is in good !

hands,” he says. <

©2016 ALSAC/St. Jude Children’s Research Hospital

St. Jude patient Gideon
1 year old
Tennessee
4 neuroblastoma

CUS husiness sysfems
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* The Auction Industry
Software Authority B
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info@cus.com * 954.680.6545
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New federal overtime rules to affect
auction businesses, employees

The change affects salaries up to $47,476 per year and goes

into effect Dec. 1.

By Sarah Bahari, contributor

illions of salaried workers, including those who work
in the auction industry, will be eligible for overtime
pay under new Department of Labor regulations

Under the new rule, salaried workers who make up to $913 per
week, or $47,476 per year, will be eligible to receive overtime
pay. Previously, only workers making less than $455 per week, or
$23,660 per year, were eligible.

Effective Dec.1, 2016, the new rule will extend overtime
protections to some 4.2 million workers and raise incomes by
$1.2 billion annually, according to the Labor Department.

The rule does not apply to hourly workers, who are generally
eligible for overtime pay regardless of income. Some employees
who are considered executives and administrators are also
exempt from the rule.

Auction company owners will have several options for how
to comply, and human resources advisers, payroll experts and
lawyers can help them decide how to proceed.

They can simply pay overtime, which is time-and-a-half once
employees top 40 hours a week. They can bump salaries above
the $47,476 threshold so they do not have to pay overtime. Or
they can cap the workweek to 40 hours, eliminating or reducing
overtime. To cover additional work, freelance or contract
workers could be valuable assets.

Companies also can require employees to carefully track
the number of hours they work, either using a simple Excel
spreadsheet or more sophisticated tracking software.

Small business experts say auction company owners should
begin by determining which employees will be affected by the
change.

The National Federation of Independent Businesses, based in
Nashville, Tennessee, estimates the change will affect 44 percent
of small businesses.

Labor Department officials say the change in overtime will boost
low- and middle-income wages that for years have remained
stagnant.

The change is an update of the Fair Labor Standards Act, which
in 1938 established minimum wage, overtime pay eligibility and
child labor standards. But officials said inflation had eroded the
value of the current threshold, which was last updated in 2003,
and before that, 1975.

The new regulations also direct the Labor Department to update
the salary threshold every three years based on wage growth.

Comp time, the practice of giving employees who have worked
overtime time off rather than pay, is also being eliminated for
employees in the private sector who make less than $47,476,
according to the department’s new rules.

“Too many salaried, white-collar workers today are overworked,
and their employers have no incentive to limit hours because
they aren’t required to provide additional pay when employees
work more hours,” the U.S. Labor Department says on its
website. “Under this new rule, employers will have a renewed
monetary incentive to support work-life balance.” <
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Auxiliary scholarships help
Auxiliary - children, families of Auctioneers

-

T -,

daughter of

of John &
Crissy Kurtz
(granddaughter
of Sharon
Kurtz)

s part of its ongoing focus on education, the NAA
AAuxiliary has awarded college scholarships to three
students, all children of Auctioneers.
The recipients — Lucy Kurtz, Nathan Sheridan and Caroline
Walker - each received a $2,500 scholarship to help offset college
expenses.

Founded in 1951, the Auxiliary provides camaraderie and
educational opportunities for its members and financial and
moral support for the National Auctioneers Association. The
Auxiliary has now awarded more than $117,500 in scholarships
to 68 students.

To be eligible, recipients must be the children, stepchildren,
grandchildren or step-grandchildren of NAA Auxiliary members
for a minimum of three years.

“College is so expensive, and we think of this as a member
benefit and a way to help our children in the auction profession,”
said Traci Dower, past chairwoman of the Auxiliary’s Board of
Directors. “We want to help our families in any way we can””

The Auxiliary raises money for scholarships with an annual Fun
Auction at Conference & Show. Auction schools around the
country also sell prints of The Unsung Hero by Joani Mangold and
donate the proceeds to the scholarship fund, and the organization
receives gifts and memorials from members who have died.

This year’s recipients
Lucy Kurtz, 18, from Owensboro, Kentucky, plans to study bio-
engineering at the University of Louisville. Someday, she would

like to work in research for medical device development.

Kurtz grew up in the auction business and often ran concession

;|

——
.

son of Bart
and Sandra
Sheridan.

daughter of
Lance Walker
& Terri Walker

stands at events. She is the daughter of Auctioneer John Kurtz
and granddaughter of the late George Kurtz, who started Kurtz
Auction & Realty in 1945.

“I feel extremely blessed and grateful to the NAA and NAA
Auxiliary;” she said. “It’s neat to receive this scholarship from an
organization that has been such a big part of our lives and meant
so much to our family”

Nathan Sheridan, 19, from Cedarville, Ohio, plans to attend
Wright State University in the fall, where he will study
mechanical engineering. He said he plans to eventually earn an
auctioneer license and real estate license.

Sheridan is the son of Bart Sheridan, a Certified Public
Accountant and Auctioneer with Sheridan & Associates, a full-
service auction, real estate and appraisal company in Ohio.

“I was very excited when I heard that I received the scholarship,”
he said. “T would like to thank the NAA, NAA Auxiliary and
everyone else who made this possible”

Caroline Walker, 19, from Memphis, Tennessee, will return
this fall as a sophomore to The King’s College, a small private
university in New York City. Walker is studying politics,
philosophy and economics and plans to attend law school after
graduation.

Walker is the daughter of Lance and Terri Walker, who run
Walker Auctions, one of the country’s leading benefit auction
companies.

“I am very thankful for this scholarship,” Walker said. “T work
during the school year and summers to help pay for college, so
any extra help is really appreciated.” <
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In-person crowds strong for
June Decorative Art auction

$8,400

AUGUST 2016

Auctioneer

www.auctioneers.org

MONROVIA, Calif. - John Moran’s June 18 Decorative Art
Auction was a well-attended event, most likely thanks to a new
workweek-friendly Saturday afternoon auction format.

Featuring an eclectic mix of antique Continental, Mid-century
modern and Contemporary decorative arts along with Western
paintings and bronzes, Moran’s June sale earned respectable
prices for the majority of the offerings, with modern

design, Western objects and select Native American jewelry
performing particularly well.

Highly anticipated examples of mid-century modern design
included an iconic Hans Wegner for AP Stolen Papa Bear chair,
consigned from a private Pasadena, California, collection.
Featuring handsome orange upholstery and estimated to bring
$3,000 to $4,000 at the auction block, the chair earned $5,100.
Directly after, an art pottery vase from the same collection

by well-regarded ceramicists Otto and Gertrud Natzler was
offered with a $2,500 to $3,500 estimate. The vase was of a
larger scale than those usually seen by the couple, and as such
the price jumped to $6,000 within seconds of the lot opening.

More contemporary selections were offered later in the sale.
An acid-etched “Imperial Palace” cocktail table by Philip &
Kelvin LaVerne was offered for $4,000 to $6,000, and realized
the high estimate thanks to a determined telephone bidder.

A handsome pair of sterling silver shell-form spoon warmers
by Italian maker Buccellati created quite a stir, with a bidding
war breaking out between multiple online bidders and a floor
buyer; the floor buyer proved victorious, paying $3,600 for the
lot (estimate: $1,200 to $1,800).

In a repeat performance of Moran’s April Decorative Art
Auction, modern and contemporary works of art brought
relatively strong prices, with works by Graciela Rodo
Boulanger (b. 1935 Bolivian) achieving prices consistently
above their estimates. One of Boulanger’s colorful
compositions, depicting five figures riding bicycles, was
brought to the block with a very conservative $500 to $700
estimate and brought an astounding $2,700 online. Directly
following, her work depicting six horn players brought $3,900,
well over the $1,000 to $2,000 estimate.

A dark horse highlight, a large-scale oil on canvas by Sri
Lankan painter Senaka Senanayake (b. 1951) titled “Paddy
Growers” struck a chord with online buyers; the painting had
multiple online absentee bids lined up prior to the auction’s
opening. Consigned from a private Pasadena, Calif., collection,
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the work earned $8,400 (estimate: $3,000 to $5,000).

Modern and contemporary works of western art from the estate
of Phoebe Hearst Cooke continue to garner exceptional prices
realized; Tucker Smith’s (b. 1940 Wyoming) diminutive canvas,
“Below Sawtooth Ridge”, offers an expansive view of cowboys on
horseback traversing a valley with mountains in the background,
earned a very respectable $10,200 at the auction block (estimate:
$4000 to $6000). Later in the sale, Kirkland, AZ artist Bill
Owen’s “Working the Herd” was snapped up by a floor buyer,

bringing $7,200 (estimate: $6,000 to $8,000).

All of the above were offered alongside a selection of French
and Continental paintings and decorative arts, some of which
brought exceptional prices. A pair of griffin-form Hanau

silver salt cellars featuring exceptional detailing were brought

to the block with a $1,500 to $2,500 estimate; the pair earned
$3,600 after a quick bidding war between telephone bidders.
Performing squarely within estimate, a large B.A. Bremond
Swiss cylinder music box dating to circa 1885 delighted attendee
bidders with its selection of 48 airs (price realized: $19,200;
estimate: $15,000 to $25,000). Late in the sale, a handsome
tall-case clock by London maker Samuel Smith & Sons, Ltd. was
offered; hailing from an important Laguna Beach collection,

the clock was the subject of intense bidding between telephone
bidders and an interested floor buyer. One of the telephone
bidders came out on top, paying $7,800 for the clock (estimate:
$6,000 to $9,000).

Western and Native American jewelry prices were particularly
robust throughout the evening. Six lots of belt buckles from the
Estate of Phoebe Hearst Cooke were offered throughout the
June catalog and all performed quite well; one group, featuring
primarily Rancheros Visitadores-themed buckles in sterling
silver with gold-filled accents was particularly popular with
collectors, bringing $1,320 (estimate: $300 to $500).

A pair of modern Native American turquoise beaded necklaces,
the larger with an offset silver an turquoise pendant signed

for artist Jimmy Calabaza Kewa, were offered as a single lot

and garnered much admiration during the pre-sale previews.
Attendee bidders brought the price of the necklaces up to
$2,700, well over the conservative $500 to $700 estimate. Native
American jewelry collectors should note that Moran’s September
catalog is expected to boast a large selection of Native American
and Western jewelry by makers both early and contemporary.

Additional highlights across all categories include:

o A silver-plated covered brazier by New York designer Louis
W. Rice (1872 - 1933) for Apollo Silver Co’s “Skyscraper” line,
brought to the block with a $600 to $900 estimate, earned an
astounding $5,100.

« A handsome set of grape vine-motif gilt-washed sterling silver
flatware by London silversmith Garrard & Co. Ltd. comprising

191 pieces cased within a handsome floor-standing canteen
earned a $15,600 selling price (estimate: $12,000 to $18,000.

o An idyllic scene in oil on canvas of figures resting at the seaside
by British/Australian artist Frederick William Leist (1878-1945)
was consigned to Moran’s June sale from a private Los Angeles
collection; the work brought $7,800, just over the $5,000 to
$7,000 estimate.
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2,000 bidders from 12
countries flock to American-
style auction in Germany

NOKOMIS; l1l. (JULY 20, 2016) - Aumann Auctions Inc.
forayed into European old iron history last month when it was
commissioned to sell a German collection of antique tractors on
June 25, 2016, at auction.

More than 2,000 bidders and attendees came from a dozen
countries to experience a live, American-style tractor auction.
For many Europeans, the concept of a public auction is new to
their commerce culture. Historically, these types of assets were
sold privately and behind closed doors.

“The American-style live auction provided a transparent, public
buying opportunity where all bidders had equal footing to buy
items,” says NAA member Kurt Aumann, CAI, ATS, CES. “We
were honored to have the opportunity to introduce this method
of buying and selling”

Aumann called bids in two languages — German and English
— while German, Dutch, French and English translators and
signs were on site to help with registration and information.

In addition to Germany and its neighboring countries, bidders
traveled from as far as United Kingdom, Italy and Sweden while
bidders from the United States, Canada, Ireland, and Australia
participated online.

“Calling bids in German was my way of helping bidders feel more
comfortable with the American-style auction,” says Aumann.
“Being self-taught in German, the most difficult part was
learning the annunciation and dialect. The method of counting

is also different than the English way. Numbers after twenty are
backward. For instance, twenty one is said one and twenty””

Bringing $1.22 million ($1.15 million euros) in sales, the auction
featured more than 165 antique tractors from the collection

of Raimond and George Muller of Uhldingen-Muhlhofen,
Germany.

It was held on the shores of Lake Constance at the Swiss border,
near one of the most renowned tractor museums in the world —
The Traktormuseum Bodensee.

Auction colleagues and fellow MarkNet Alliance members from
Sheridan Auction Realty & Auction Co in Owosso, Michigan,
and Beckort Auctions in Corydon, Indiana, joined the Aumann
Auctions team in Germany to lend additional expertise and
support during the sale. %

Firearms bids extremely
strong in June Regional sale

ROCK ISLAND, Ill. - Coming on the heels of several record-
setting events in 2016, the Rock Island Auction Company’s June
Regional auction had a tough act to follow.

The February Antique Firearms Regional auction held earlier
this year was four full days, making it the largest auction in
RIAC history. It was immediately followed by the April Premiere

AUGUST 2016 Auctioneer www.auctioneers.org

firearms Auction that contained the most expensive single
firearm ever sold at auction, and also set a RIAC record when it
realized a staggering $17.5 million in sales.

So, the June sale definitely had some definite hurdles to
overcome as it didn’t have a single low estimate over $10,000. In
fact, in the whole auction, only 18 items possessed an estimate
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that exceeded $4,000. Fortunately, however, the June Regional
had participation in spades, and the result was a realized
total over $5.1 million.

Not only was the participation outstanding, but bids
for collector firearms were extremely strong. And,
the event capitalized on its large volume of collector
and antique firearms to surpass the low estimate for
the entire auction.

The first day enjoyed a great start when the first of

12 Winchester 1866 lever actions in the auction began
the sale. Manufactured in 1869 and featuring attractive
engraving, the legendary lever gun in Lot 1 more than doubled its
$4,000 low estimate and eventually hammered for $10,925. The
resulting momentum from that first sale ran through the entire
day until the very last hours.

Lot 856 contained two sporting rifles, the first of which was a
handsome Westley Richards Mauser bolt action in .318 Express
that a determined sportsman brought home for $6,900. To
prove the revolver market is still stronger than ever, three Smith
& Wesson revolvers in lot 1000 nearly tripled their $1,250 low
estimate before selling to a savvy collector for over $3,700.

Those attending on Saturday must have thought they were
experiencing déja vu when the day was led off by yet another
finely engraved Winchester 1866 rifle that was manufactured in
1869 and beat its estimate, this time achieving $10,350. The big
seller of the day and of the entire auction, however, was an AM
General Corp AM151A2 4x4 military utility truck in lot 2953. It
blew right past the $3,500 - $6,500 prices typically seen for such
a vehicle and could not be had for less than $14,950.
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The third and final day of auction clearly brought a sense of
urgency to collectors, indicated by the regularly occurring
bidding battles.

Things got started early when two attractive daggers in lot
4104went up for bid pushing the bidding well past their $800
low estimate before sticking a $3,700 realized price. To illustrate
the frequency of these back-and-forth battles, the next one came
less than 40 lots later in lot 4142 when a Maubeuge Model 1766
flintlock musket became available. It also tripled its $900 low
estimate after the aggressive bidding settled at a $3,162 price tag.
German firearms and military artifacts remained popular as well,
as seen in lot 4318 which housed a DWM 1917 dated Model
1914 artillery Luger and its accessories. The $1,800 low estimate
was quickly surpassed as the desirable lot found its way to a
$5,750 payday. <
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Museum artifacts exceed
expectations in Pennsylvania

HARRISBURG, Pa. - A circa 1849 Midwestern Stagecoach
hammered down at $16,500 at the July 9 Deaccession Auction,
far exceeding its $2,000 - $4,000 estimate. The auction was held
for the Pennsylvania Historical and Museum Commission at

Cordier’s auction house located at 1500 Paxton Street, Harrisburg.

A 1909 Zimmerman Touring Car and a New England Mail Sleigh
were among the other top performing lots.

Active online, floor, and absentee bidding pushed many lots of
the auction to realize significant prices, raising a total of almost

$16,500

$65,000 for the museum commission. Among the highest
performing lots was a 1909 Zimmerman Touring Car, which was
one of only 12 extant Zimmermans known and the only known
Touring Car. Interested bidders volleyed over the historic car
before it finally hammered down at $26,000. At a hammer price
of $2,300, a 19th-century New England Mail Sleigh was also a
standout.

Other exciting pieces included an 18th Century edition of
Martyr’s Mirror ($900) deaccessioned from the Ephrata Cloister,
an early poster of Rome ($600), antique Charcoal Buggies ($475
each), and a painting attributed to DeWitt C. Boutelle, a 19th
century Pennsylvania artist, which brought $750.

The PHMC contracted Cordier to auction items that had no
special significance to the history of the Commonwealth, or that
duplicated what was already in the state’s collection.

Prior to being consigned for sale, the objects were offered to

other PHMC properties as well as other historic museums

state and nationwide. Money raised from the auction can only
be used to buy or conserve artifacts that enhance the PHMC’s
mission of preserving the Commonwealth’s natural and cultural
heritage as steward, teacher and advocate for the people of
Pennsylvania.

The items were formerly held at the Anthracite Heritage Museum,
Cornwall Iron Furnace, Ephrata Cloister, Fort Pitt Museum,
Landis Valley Village and Farm Museum, Railroad Museum of
Pennsylvania, the State Museum of Pennsylvania, and Washington
Crossing Historic Park. #
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NATIONAL AUCTIONEERS ASSOCIATION

EDUCATION CALENDAR

Benefit Auction Summit

San Diego, California « Embassy Suites San Diego Bay * August 28-30, 2016

Women in the Auction Industry Summit

San Antonio, Texas * Emily Morgan Hotel ® November 6-8, 2016

NAA Designation Academy

Las Vegas, Nevada * The Ling Hotel and Casino « December 4-10, 2016
(See below for details)

Marketing Summit

Spring 2017

Certified Auctioneers Institute

Bloomington, Indiana e« Indiana University « March 18-23, 2017

DESIGNATION ACADEMY EDUCATION SCHEDULE

AARE + Dec. 8-10 AMM - Dec. 5-7 BAS « Dec. 5-7

CES - Dec. 8-10 GPPA ¢ Dec. 4-8

Internet Auction Methods - Dec. 4 Interpersonal Communications for Auction Professionals « Dec. 8-9

USPAP (15-Hour) « Dec. 9-10 USPAP (7-Hour) « Dec. 10

Please note the information above is subject to change as events approach. This calendar will be updated as information becomes available. m
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Past President, Hall of Famer
Moody passes away

rchie Daniel Moody,
husband of Lilabelle
Weinberg Moody,

passed away on Monday, June
27,2016 at McLeod Regional
Medical Center.

Born July 22, 1926 in
Darlington, South Carolina,
he was the son of Issac
Alexander Moody and
Blanche Corrine Kirven
Moody. He was a faithful

and long standing member
of the First Baptist Church of
Darlington.

He attended Darlington County Schools, and served his country
in the United States Navy during World War IL. In 1950, he
graduated from the Fort Smith Auction School in Fort Smith,
Arkansas, and began his 56-year career as a professional
Auctioneer. In addition to owning Moody-Godley Auction
Company, he was Auctioneer for Clantons Auto Auction from
1957 until 2006. At a ceremony in Monterey, California, in 1969,
he was named “World Champion Livestock Auctioneer”

Among other professional accolades and accomplishments

were charter member of the SC Auctioneers Association (1974)
and SC Auctioneers Commission (1977), and President of the
National Auctioneers Association (1980-1981). In 1980, he was
inducted into the SC Auctioneers Hall of Fame, and in 1988 into
the NAA Hall of Fame.

Involved in many community, civic, and fraternal organizations
he contributed his time and talents as a fundraiser for

Kiwanis, Rotary, Ducks Unlimited, and the Heart and Cancer
Associations. He was a Mason (St. David’s Lodge), and a
Shriner (Omar Temple), and an American Legion member. His
dedication to making auctioneering an accountable profession
kept him in demand throughout his distinguished career.

Surviving in addition to his beloved wife of 69 years are three
daughters: Bonnie (Pete) Pierce of Indian Harbour Beach,

Fla.; Dannie (Jerry) McLellan of Darlington: and Nancy (Tim)
Huntley of Darlington. Also surviving are five grandchildren:
Angie (William) Campbell, Beth (Michael) Prosser, Jay
(Claudia) McLellan, Lyles Huntley, and Roddy Huntley; six
great-grandchildren: Danielle Kriss, Carla Campbell, Dalton
Prosser, Kirven Prosser, Alex McLellan, and Benjamin McLellan.
He is also survived by many nieces and nephews. He was
predeceased by his parents, sisters, and brothers. <

Auctioneer put more than
60 years into profession

(Information from The Clermont Sun)

n June 21, the Clermont County community and the
O auctioneering community lost long-time Auctioneer

and friend Joel T. Wilson, who had been an NAA
member since 1986.

Wilson celebrated his 60th anniversary as an Auctioneer in
December at age 79. He had no plans to stop working, saying
that he would continue as long as his health was good.

Wilson’s anniversary was commemorated with a party that
included about 25 people and a certificate from the Clermont
County Commissioners recognizing him for his service.

Wilson’s father started as an Auctioneer in the early 1940s, so
Wilson grew up in the business. He took a three-week course
AUGUST 2016

Auctioneer www.auctioneers.org

before graduating from Indiana’s Reppert Auction School on
Dec. 16, 1955, at the age of 18.

“It’s in my blood, so to speak,” Wilson said this past December.

In 1960, Wilson got his real estate brokers license. He primarily
did estate sales and liquidations as on-site auctions. Wilson
preferred the old way of holding an auction, as he was not much
for the changes technology has brought to the field.

Wilson never had another job. He worked as a full-time
Auctioneer since he was 18. He is from Wilmington but moved
to Clermont County since 1959.Wilson enjoyed history and
seeing all the unique pieces. His favorite part of getting ready for
an auction was preparing the items.

“You never know what you're going to find,” Wilson said.
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He was also involved in the Ohio Auctioneer’s Association and
served as an officer, director and in 2000, as president.

In addition, Wilson was inducted into the Hall of Fame by the
Ohio Auctioneers Association in 2004, one of the highlights of

his career, he said in December.

“Everybody asks me ‘when are you going to hang it up, you've

been around forever’ I just laugh about it and say I' m going
to keep on going as long as I can. I really do mean it from the
bottom of my heart, I love this business,” Wilson said when he
celebrated his 50th anniversary in 2005.

Wilson is survived by his wife, LaVerne, his children and his
grandchildren. %

Witty NAA member loved

hats and canes

n NAA member since 1998, Ronald Frank Laird, 69, of

ABaytown, Texas, passed away on Thursday, June 9, 2016
at his home in Houston.

Ronald was a realtor with a witty sense of humor and loved the

city of New Orleans. He lived there in his twenties and would

visit frequently. He was a very dapper man who loved wearing

his hats and had a large collection of canes.

Licensed in all 50 states

Member,
National Auctioneers Association

Extension 108, Nicole or nhamlett@ermunro.com
Extension 146, Stevi or sdell@ermunro.com

VISIT US AT WWW.ERMUNRO.COM

He was preceded in death by his
parents, Frank and Helen; brother,
Steven Laird; and sister, Debra King.

He is survived by his daughter, Melanie
Laird; niece, Lorren McDonald; and
great-nephew, Valon. +

BONDS
& INSURANCE

Unbeatable service and competitive
prices on the coverage you need.

D Liability Insurance

D Workers Compensation

D Consignment Property

D Errors and Omissions

D Bonds to support your license

D Bankruptcy Court Auctioneer Bonds

We can place insurance in as little as 7 to 21 days.

877-376-8676

Bonds Insurance
Extension 157, Greg or gmagnus@ermunro.com
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THANK YOU for Your Renewals!

Russell R. Abbott, CAI,
GPPA

Adam F Alexander, ATS

Kim Allen

Tom Allen

Blair Christian Anderson

Jerry Anderson

Traci Ayers-Dower, CAI,
AARE

Vince C. Bachmann

Eric Michael Bannan

Thomas Vince Barfield

Mark Beacom, CAI, GPPA

Earl A. Beattie, Sr.

Paul C. Behr, CAI, BAS

Nellie (Johnel) Beland,
CAI CES

Bobby Bennett

Robert E. Bertolotto

Nicholas H. Beyer

Randy L. Birdwhistell, CAL
AARE, CES

Frank Bizzarro

Gary A. Boggs, CAI

Austin Booker, GPPA

Steven Bradley

Charlie Ellis Bradshaw, Jr.,
GPPA

Justin L. Brant

Marcia E. Braun, GPPA

David L. Bray

Barrett Randall Bray, ATS

Travis Jordan Britsch

Scott W. Britton, CAI

Daniel Brodie

Bernard J. Brzostek, CAI

Steven John Bunch

William H. Bunch

Tim Busby

Tonya Cameron

Tyler J. Casady

William Richard Casady

Ronald M. Caspert, CAI

Ronald Charyn

James R. Christen

George R. Clift

Grant N. Cole, CAI

Kathy D. Cole, AMM

Terrell Coleman

John P. Comiskey

Randy Compton

Kent W. Corbett, GPPA

Abbey Corso

David C. Counts

C. Wesley Cowan

Charles L. Crable

Joaquin Crame, BAS

Ernie Croucher, CAI

Myron W. Curtis, GPPA

Jonathan Paul Cuticelli

James T. Davis

Melissa L. Davis, CAI,
AARE, BAS

Chris A. Davis

AUGUST 2016
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Barbara Doering

Elizabeth Monteson Drake,
ATS, GPPA

Brady Dreasher, CES,
GPPA

Darell C. Dunkle

Bobby D. Ehlert, BAS

George L. Elson, Jr.

Claire A. Eskew-Reynolds

Ken Fendrick

Shayne Fili, CAL BAS

Norman Finkelstein

David P. Fitzgerald, BAS

Allen M. Fleishman

Elizabeth S. Flower

Michael R. Fortna, CAl,
AARE

Nick Fowler

Steven I. Fox

George Franco, BAS

Kenny Frazier, CAI, ATS,
CES

Rodney I. Friedland,
AARE, CES

Stella Friedland, AARE,
CES

Philip R. Gableman, CAI,
ATS, GPPA

Jayme Gandee

Vern A. Gannon, CAI

Matt J. Gehling

Denver N. Geitgey, CAI

Anthony J. Giglio

Thomas Raymond Giroux,
CAI AARE, ATS, BAS

Theresa Collette Giroux,
CAIL, AARE, AMM, BAS

James M. Goetz

Duane E. Grafe

James Grant, ATS

James Andrew Graves

James Robert Green

Matthew P. Green, AARE,
CES

Wendy Daniel Grimm

Roy W. Haigler

Renate H. Hambrook

John Hanczor, Jr.

Andrew Harbick

Brandon Harker

Kenneth Harris

Dustin A. Hawkins

William L. Head, CAI,
AARE, BAS, CES

Steve L. Henry, CES

John M. Hess

Suki Hilger

Jeffrey J. Hines, CAI, AARE

Rick D. Hinson, CAI,
GPPA

Susan Hinson

Jimmie Hinz

Morgan Hopson, CAI

Billy Houchens

www.auctioneers.org

Brandon Howe

Duane E. Hronik

Mark L. Huddleston

John Hums

J. D. Hunter, CAI

Susan Naomi Johnson

Eleanor Aycock Johnson

Marjorie M. Johnston

Dennis Harold Kaptein

John I. Karg, Jr.

D. Anthony Kaufman, CAI

Tim Keller, CAI, AMM,
CES

TiWanna A. Kenney, BAS

Eugene E. Kiko, CAI

Joel M. King, CAI

Kim A. King, GPPA

Robert Paul Kisner

Stephen C. Klein

Michael George Kraft

Johan Krahn

Ray Krakowski, CAI,
GPPA

Horace J. Kramer

Jared Lambrecht

Emerson Clay Larkin, Jr.

Stewart Larsen

Jonathan R. Larsen, BAS

Jay S. Lawyer

Joel K. Lemley, CES

Kerry D. Lenhart, CAI

William B. Lilly, CAI,
AARE

Angel Luis Lopez

Richard O. Lust, CAI,
AARE

Darwyn Glenn Maddox

George D. Malsam

Lance Mannion, GPPA

Ronald P. Mariotti

Mark Emil Markovich

John Martz

Barry L. Maxwell, CAI,
CES

Paul J. McCartan

Mike McKee

Michael J. McKeown

James McLaughlin

John B. McMurry

Charles M. Meade

Jennifer A. Mensler, ATS

George A. Michak

Larry Michalitsch

Tim W. Milks, BAS

Eric J. Monahan, CAI

Charlie Moon, BAS

John Moran

Trev Moravec

Scott S. Morris

Lenny Mullin, BAS

Bradley Mutz, GPPA

Brandon R. Neely

Kelly Nutt

John Nutt

Brian L. Oaks

Marilyn A. Olson Burns,
CAI, MPPA

Brad Olstad

Richard L. Peak

Chisum E. Peterson

Jeremy Dustin Piatt

Greg Popovich, CAI

James E. Proffitt

Eddie Propst

Kevin L. Putman, ATS

Rob W. Ramay

William Tyler Rankin

Daylon Maurice Raybon

Robert J. Raynor

Jon D. Rice, Sr.

Loyd Riechmann

Mike Riechmann

Keith Riechmann

Bret R. Rinehart

Dennis Roaldson

John A. Robillard, CAI

Paul M. Roesch, CAI,
AARE, ATS, BAS

Cathy A. Roesch

Ernie Rogers, CAI, AARE,
CES

George Roman, 111

Joyce Z. Ruth, CAI, CES

Geoffrey Sandler

Ambra Sanner

Lance D. Schmid

Mark Elliott Scholz

Rex D. Schrader

Layton E. Schur

Avraham Shabtai

Greg Shattuck

Doug Sheridan, CAI, ATS

William L. Sheridan, CAI,
AARE, GPPA

Terry J. Shetron

Ray Simpson

Skeet Sirmons

Fred M. Skipper, Jr., CES

Carrie Smith

Catherine Ann Smith

Sidney M. Smyth, CAI

Karen L. Sorbo

Carol J. Spracklen

Henry M. Stanley, III, CAI,
AARE, CES, GPPA

Amy Stanley

John D. Stauffer

Max Steffes

Barry L. Stewart

Greg A. Storey, AARE

Dennis A. Stouffer

Lester L. Stromberg

Marianne Sullivan

Robert Martin Sullivan,
BAS

Timothy Joseph Sullivan,
CES, GPPA

W. Scott Swenson, CAI,
GPPA

Julie Swenson, AMM

Robert Perry Thessen

Cammy Theurer
McComb, AMM

James D. Towns

Gregg Trenor

Neal Trice

Julian Turobiner

Joff Van Reenen, CAI,
AARE

J. David Villabona

James D. Vincent

Thomas H. Wagner

Jacob Walker

Michael E. Walker, CAI

Bret R. Walters

Barry Craig Ward

Michael L. Weaster

Courtney Jo Weaver

Joe Wegener

Robert S. Weiman, CAI,
AARE, AMM, BAS

Philip R. Weiss

Cody Westbrook

Brad White, CAI

Vicki Wiggins Allen,
AARE

Shawn Willard, CAI

Renee Williams

Daniel Scot Wilson

Charles J. Winternitz

Kenneth E. Witherspoon

Jerry E. Wohler

Bradley W. Wooley, CAI

Dale W. Young, CES, GPPA

Stanly Lennon Young

Lou Ann Young
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Mendenhall School of Auctioneering’s most The June 2016 Western College of Auctioneering class turned out
recent class graduated June 12, 2016 and 28 graduates from 14 states and Canada.

featured 20 students representing six states,
including: Florida, Maryland, North Carolina,
South Carolina, Virginia and West Virginia.

' migm.

= e s peesr iy o

KENTUCKY TEXAS

Kentucky Auction Academy’s June 2016 graduating class Texas Auction Academy saw a stout class of nearly 40 students
featured students from Arkansas, Kentucky, and Tennessee! from eight states make up its June 2016 graduating class.

AUCTION SCHOOLS!

Send your class graduation high-resolution
photos and cutline information (class size,

graduation dates, states represented and
names) to: publications@auctioneers.org.

Note: Cutline information will be included only
as space provides.
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NEW MEMBERS

Heather Kohler

The NAA offers
exceptional
opportunities
for its members
to expand

their horizons
through
education and
networking with
other industry
professionals.

| look forward
participating in
the seminars
and engaging
with other
leaders. *

Heather Kohler
Chambersburg, PA

60 AUGUST 2016 Auctioneer

ALABAMA

Jacoby Douglas Chapman
2064 Fleahop Road
Eclectic, AL 36024
buckman36@live.com
(256) 397-0193

Kenneth Esmond Lacy

K-Line Auctions & Estate Sales, LLC
PO. Box 31

Delta, AL 36258
klineauctions@yahoo.com

(256) 473-8087

Ron Young

Southern Auction Solutions

23 Main St.

Wedowee, AL 36278
ron@southernauctionsolutions.com
(256) 357-9600

ARIZONA
Janel Robin Rogers
916 E. Sorenson
Mesa, AZ 85203
janelrogers@cox.net
(602) 757-5808

Gabriel J. Trado

Auction Nation

2601 West Cypress St.
Phoenix, AZ 85009
gabriel@auctionnation.com
(602) 516-7066

CALIFORNIA
George Lumm

Custom Event Auctions
7005 Seasons Dr.

Elk Grove, CA 95758
george_lumm@yahoo.com
(916) 698-0729

Andy Nation

52 Tradition Lane

Rancho Santa Margarita, CA
92688

andynation.com
nationpresentations@gmail.com
(949) 939-4390

Steven M. Sandoval

3730 Linden Ave.

Long Beach, CA 90807
stevesandovalauctioneer@gmail.com
(714) 745-7067

www.auctioneers.org

Tom Summa

Winspire

23091 Mill Creek Dr.
Laguna Hills, CA 92653
www.winspireme.com
tsumma@winspireme.com
(949) 614-8016

COLORADO

Erin S. Turner

United Country - Schur Success
Realty & Auction

366 Second St., Ste B
Monument, CO 80132
erin@successrealtyauctions.com
(719) 534-3935

FLORIDA

Yi Mei

10200 Gordy Blvd. N., Apt. 1013
Saint Petersburg, FL 33702
mei.yi.meggie@gmail.com

(337) 378-4042

IDAHO

Mitchel Dee Royer

2705 Burton Lane

Cambridge, ID 83610
roye6833@vandals.uidaho.edu
(208) 874-2471

ILLINOIS

Connor Kristopher Biehler
1 Oak Dale Lane
Shelbyville, IL 62565
connor.biehler@okstate.edu
(217) 273-6056

Kyle Dean Ferguson

626 N. Rile

Bushnell, IL 61422
kyledean98@icloud.com
(309) 255-8353

Justyna Naklicka
United Real Estate-Elite
7667 W. 95th St., Ste. 109
Hickory Hills, IL 60457
kamil.n@ureelite.com
(708) 598-1144

Kamil J. Nowakowski

United Real Estate-Elite

7667 W. 95th St., Ste. 109
Hickory Hills, IL 60457
www.unitedrealestateelite.com
kamil.n@ureelite.com

(708) 598-1144

IOWA

Sara Ann Broers

Social Connections, LLC

14862 200th St.

Mason City, IA 50401
www.socialsaraconnections.com
socialmediasara@yahoo.com
(641) 494-7256

Pam Gessford

A Journey’s Past

2062 240th St.

Sheftield, IA 50475
journeyspast@hotmail.com
(641) 903-6531

Jerry Wayne Hatten

P.O. Box 212 104 South Cannon
St. Paullina, IA 51046

(712) 229-9301

Michael Patrick McManus
McManus Auction Co. LLC
4545 Welcome Way

Davenport, IA 52806
mikemcmanus@ruhlhomes.com
(563) 529-9319

Todd M. VanZuiden

503 S. 2nd St.

Bellevue, IA 52031
toddvanzuiden@gmail.com
(815) 275-6609

Grant William Vrba
1492 210th St.

Red Oak, IA 51566
grantvrba@hotmail.com
(712) 789-2038

Ann Whitaker

Whitaker Marketing Group
26466 Sand Hill Tr.

Ames, IA 50010
info@wmgauction.com
(515) 460-8585

KANSAS

Kyle James Layman
603 Kansas Ave.
Morland, KS 67650
kj.layman@yahoo.com
(308) 660-5319

KENTUCKY
Benjamin Cyle Bevins
1632 Poyners Chapel Rd.
Wingo, KY 42088
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bencbev@gmail.com
(270) 970-2382

Christopher James Galloway
Alexander and Galloway Auction Co.
1598 Hwy. 1740

Harned, KY 40144

alexanderandgallowayauctionco.com

chris@alexanderandgalloway
auctionco.com
(270) 980-1883

Tyler J. Mounce

Ford Brothers, Inc.

3375 E. Hwy 80

Somerset, KY 42503
fordbrothersinc.com
tyler@fordbrothersinc.com
(606) 875-4053

MARYLAND

Gary Randall Farrell
Farrell Auction Service
31370 Point Lookout Rd.
Mechanicsville, MD 20659
shanran8790@gmail.com
(240) 577-2997

Jason Arthur Farrell

Farrell Auction Service LLC
37970 Stasch Road
Mechanicsville, MD 20659
farrell.44@hotmail.com
(301) 904-8221

MICHIGAN

Caleb Jacob Dekorne
14405 Sparta Ave.

Kent City, MI 49330
dekornecal@gmail.com
(616) 678-4009

Chuck Ranney

13306 Trail Creek
coopersville, MI 49404
www.1800lastbid.com
chuck@1800lastbid.com

MINNESOTA

James Peter Jensen

1212 Southridge Rd.

New Ulm, MN 56073
jimkonnie@newwlmtel.net
(507) 276-3280

Bethany Rose McLaughlin
McLaughlin Auctioneers
5 Bean Ave.

Dilworth, MN 56529
bethmc2539@gmail.com
(218) 443-0127

Byron A. Wertz

Wertz Auction Service
1868 Colvin Ave.

Saint Paul, MN 55116
byronwertz@gmail.com
(612) 701-7782

MISSOURI

Lavon M. Byler

7502 Cherokee Rd.
Norwood, MO 65717
lavonbyler26@gmail.com
(417) 217-0361

Jessica Darlene Pluff

4140 Holly

Kansas City, MO 64111
jeskadolphin@@gmail.com
(913) 744-1508

NEBRASKA

Neil Andrew Bouray
Becker & Bouray Auction
805 Washington St.
Superior, NE 68978
nbouray5566@gmail.com
(402) 879-5566

Micki Elaine Cantrall

Action Appraisal & Auction, LLC
1000 County Rd. 71

Hemingford, NE 69348
actionappraisalandauction@
gmail.com

(402) 322-5026

Scott Alan Cantrall

Action Appraisal & Auction, LLC
1000 County Rd. 71

Hemingford, NE 69348
thehorsemonkey77@gmail.com
(402) 322-5026

Benjamin Mark Johnson
86651 547 Ave.

Osmond, NE 68765
benmjohnson15@gmail.com
(402) 851-0959

Gary E. Naill

P.O. Box 201
Bushnell, NE 69128
(970) 520-3992

NEW YORK

Kimberly Doyle

Absolute Auctions & Realty
P.O. Box 1739 45 South Ave.
Pleasant Valley, NY 12569
kim@absoluteauctionrealty.com

Lucas Hunt

P.O. Box 144

East Hampton, NY 11937
lucashuntauctioneer@gmail.com
631-680-0287

NORTH CAROLINA
Bryce Gartner

Icimo

3434 Kildaire Farm Rd., Ste. 310
Cary, NC 27518
http://www.icimo.com
bryce.gartner@icimo.com

(919) 342-6170, ext. 218

Brent Curtis Hood

Hiliton Auction and Realty
P.O. Box 36

Elizabethtown, NC 28337
hoodbc@intrstar.net

(910) 876-1951

Michael Scott Worley

104 Cloniger Drive
Thomasville, NC 27360
mworley1977@yahoo.com
(704) 747-0997

OHIO

Luke Howard

Farm Entum

1238 Upper Valley Pike
Springfield, OH 45504
luke@farmentum.com

Jason Kriegmont, Jr.
18602 Indian Hallow Road
Grafton, OH 44044
jkriegmont@yahoo.com
(440) 465-7166

Kendra Limber

1731 Woodhurst

Defiance, OH 43512
kendra_limber@yahoo.com
(419) 576-2719

Brock Rader

Real Estate Showcase
741 US 250 East, Rear
Ashland, OH 44805

www.auctioneers.org
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Reed Tobol

In order to get
to the top you
have surround
yourself with
people who are
already there.
My hopes with
joining the NAA
are that | can
create contacts
that will not
only become
lifelong friends,
but to use them
in an effort to
open doors
and create
opportunities
that could have
only stemmed
from being

a part of this

organization.”

Reed Tobol
Ronan, MT
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www.reshowcase.com
brader@reshowcase.com
(419) 289-2828

Charles White

135 Custer Rd.

P.O. Box 2434

Heath, OH 43056
Hamlinfan43056@yahoo.com

OKLAHOMA
Riley Jacob Mussett

506 Redbird R.

Idabel, OK 74745
mussett.riley@gmail.com
(580) 579-8836

OREGON

Megan Pratt

202 Redwood Hwy., Suite C
Grants Pass, OR 97527
timari@liskaorauction.com

Debbie Thomason

P.O. Box 99

Merlin, OR 97532
debbiethomason@hotmail.com
(541) 660-1991

PENNSYLVANIA
Laura S. Landis

2585 Camas Ln.

East Petersburg, PA 17520
llandis91 @gmail.com

(717) 413-5417

SOUTH
CAROLINA

Sunil Varghese

WHAM Auction & Realty
104 Middleton Way
Greer, SC 29650
www.whamauctions.com
sunil_var@yahoo.com
(864) 525-7449

SOUTH DAKOTA
Kyle John Brunick

2904 Fireside Circle

Sioux Falls, SD 57103
kylebrunick3@gmail.com
(605) 212-3380

Clayton Merrill Keck

Dacotah Diamond Auctions
36510 Black Diamond Drive N.
St. Lawrence, SD 57373

Auctioneer

claykeck@gmail.com
(605) 354-8468

Jacob T. Lolley

Lolley Land and Auction
25227 Brost Place

Murdo, SD 57559
jaket.lolleyranch@gmail.com
(605) 516-0107

Travis James Van Duysen
39912 County Rd. #2
Wagner, SD 57380
cowboyer69@hotmail.com
(605) 491-0785

TEXAS

Cullen John Beck

Flatonia Livestock Commission
Company

218 West Old Hallettsville Rd.
Flatonia, TX 78941
¢jbeck_7@hotmail.com

(979) 743-0382

Brandon Kyle Cox
1001 Sallee Rd.

San Angelo, TX 76904
bk_cox@live.com
(254) 396-5440

Gregory A. Drake

Lone Star Transitions, LLC
565 S. Mason Road, #520
Katy, TX 77450
www.lonestartransitions.com
greg@lonestartransitions.com
(832) 844-2025

Leandra Anne Hullsey
4625 Cherokee Trail
Amarillo, TX 79109
hleanora@yahoo.com
(806) 421-6258

Duane Korenek
2414 Wilson Rd.

El Campo, TX 77437
duane@proseks.com
(979) 541-6954

Kinney Lester

5994 East St., Hwy. 21
Bryan, TX 77808
kinney_lester@hotmail.com
(979) 777-9387

www.auctioneers.org

Timmy E. Lester

Shooting Star Auctioneer Service
965 19th SW

Paris, TX 75460
stormeyl@sbcglobal.net

(903) 783-9255

Kyle Wade Liner

P.O. Box 129

Orchard, TX 77464
kyleliner0101@yahoo.com
(979) 255-3321

Gary Roseberry

4308 Biscayne Dr.

The Colony, TX 75056
whynotmarketplace@gmail.com
(214) 603-8339

John Dustin Wood
10516 County Road 525
Mansfield, TX 76063
themanwiththemic@
dustinwood.org

(972) 742-4182

VIRGINIA

Daniel Pulley Dunivan
Commonwealth Auctions of
VA, LLC

9614 Newbys Bridge Road
Chesterfield, VA 23832
www.auctionsofva.com
dandunivan22@aol.com
(804) 426-1337

Cindy Leigh Hughes
116 Wayfaring Drive
Winchester, VA 22602
(540) 931-8768

James A. Wood, Jr.

P.O. Box 22

Mint Spring, VA 24463
jameywd@gmail.com
(540) 280-8099

WASHINGTON
Kit Bradley Bowerman
23900 SE 42nd Place
Issaquah, WA 98029
bowvet@comecast.net
(425) 391-0188

Jerry Shaw
Stephen Kilbreath Benefit
Auctions

P.O. Box 455
Snoqualmie, WA 98065
potter206@gmail.com
(206) 963-7148

WISCONSIN
Cris Jay Mast

Mast Auctions

W. 8812 Stagecoach Rd.
Argyle, WI 53504
(608) 558-6773

WYOMING

Julie Anne Bloomfield

P.O. Box 20715

Cheyenne, WY 82003
julesandsmiles@hotmail.com
(307) 631-7216

CANADA

Brian A. Kozak

Maverick Performance Ltd.
21010 18th Ave.

Langley, BC V2Z2G2
Canada
briankozakl@gmail.com
(310) 619-9968

SOUTH AFRICA
Vulani Abel Mabunda

Tirhani Auctioneers

06 Falcon Gate 4 Tudor Avenue
Johannesburg, 2157

South Africa
vulanim@tirhani.co.za

(073) 115-5451
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Administration
Chief Executive Officer
Hannes Combest, CAE

(913) 563-5423
hcombest@auctioneers.org

Executive Assistant
Cynthia Malone
(913) 563-5438
cmalone@auctioneers.org

Conference and
Show Manager
Joyce Peterson
(913) 563-5439
jpeterson@auctioneers.org

Accounting
Director of Finance &
Administrative Services
Rhonda Truitt
(913) 563-5422
rtruitt@auctioneers.org
Accounting Associate
Ruth Richardson
(913) 563-5435
rrichardson@auctioneers.org
Accounting Associate
Cherie Ashton
(913) 563-5434
cashton@auctioneers.org

Membership
Membership Manager
Brandi McGrath Kong

(913) 563-5429

bmcgrath@auctioneers.org
Membership Coordinator
Laina Gunsallus
(913) 563-5425
lgunsallus@auctioneers.org
Membership Assistant

Marilyn Wyatt

(913) 563-5431

mwyatt@auctioneers.org

Education
Director of Education
Aaron Ensminger
(913) 563-5426
aensminger@auctioneers.org
NAF Administrator &
NAA Education
Program Specialist
Lois Zielinski
(913) 563-5428
|zielinski@auctioneers.org
Education Coordinator
Kerry Boydstun
(913) 563-5432
kboydstun@auctioneers.org

Publications
Director of Publications
& Trade Show
Curtis Kitchen
(913) 563-5424
ckitchen@auctioneers.org

Marketing & Sales Coordinator

Kari Duncan
(913) 563-5421

kduncan@auctioneers.org J
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NAA Board of Directors
2016-2017

Officers
President
John S. Nicholls, AARE, AMM
(540) 898-0971
john@nichollsauction.com

Vice President
Scott H. Shuman, CAI
(970) 716-2120
Scott@HallandHall.com

Treasurer
James Devin Ford, CAI, CES
(606) 682-0587
devin@fordbrothersinc.com

Chair of Education Institute
Trustees
Darron J. Meares, CAl,
BAS, MPPA
864) 642-2196
darron.meares@meares
auctions.com

Past President
Spanky Assiter, CAl, AARE
(806) 681-9211
Spanky@assiter.com

Chief Executive Officer
Hannes Combest
(913) 563-5423
hcombest@auctioneers.org

Foundation Representative
Thomas W. Rowell, CAl, AARE
229) 985-8388
trowel@rowellauctions.com

Directors
Term expiring 2017
David P. Whitley, CAI, CES
(970) 454-1010
david@whitleyauction.com
Timothy W. Mast, CAIl, AARE
(731) 610-5436
tmast@tranzon.com

Directors
Term expiring 2018
Matt Corso, CAl, CES
(888) 307-6545
matt@marknetalliance.com
William T. McLemore, CAI
(617) 517-7675
will@mclemoreauction.com

Directors
Term expiring 2019
Scott King, CAIl, AARE, AMM
800-662-5464
sking@jpking.com
Jason Winter, CAl, AARE,
AMM, CES
816-884-1987
jasonbwinter@me.com

Presidential Appointee
Doak Lambert
(972) 839-6485

doak@doaklambert.com

National Auctioneers
Foundation Board of
Trustees 2016-2017

Officers
President
J.J. Dower, CAl, AARE,
AMM, CES
(423) 569-7922
jidower@ayersauctionrealty.com

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

Chairman of the Board
Larry Theurer, CAl, GPPA
(620) 326-7315
larry@theurer.net

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

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

Trustees
Terms expiring 2018
John Dixon, CAI
(770) 425-1141
john@johndixon.com
Lonny McCurdy, AARE
(316) 683-0612
Imccurdy@mccurdyauction.com
Scott Steffes, CAl, CES
(701) 237-9173
scott.steffes@steffesgroup.com

Trustees
Terms expiring 2019
Barbara Bonnette, CAl,
AARE, GPPA
(318) 443-6614
barbara@bonnetteauctions.com
David W. Huisman, CAI
(209) 745-4390
david@huismanauction.com
Mike Jones, CAIl, BAS, GPPA
(214) 906-5265
mikejones@unitedcountry.com

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

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

Foundation Staff
Lois Zielinski, Administrator
(913) 563-5427
|zielinski@auctioneers.org
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NAA Auxiliary Board of
Trustees 2015-2016

Officers
Chair
Angela Johnson
(352) 672-2038

Vice Chair
Debra Brock
(316) 641-0748
djbrock2@cox.net

Past Chair
Traci Ayers-Dower, CAl, AARE
(423) 912-1122

Past Past Chair
Kim Ward, CAI, BAS, CES
(630) 740-5860
kim@wardauction.net

Trustees
Hannes Combest, CAE
(913) 541-8084 ext 13
hcombest@auctioneers.org
Sandy Bauermeister
(260) 493-9206
bauermeister@earthlink.net
Krista Shuman
(970) 716-2120
krista@hallandhall.com

Trustee At Large
Cindy Soltis-Stroud, CAIl, BAS
(210) 380-1587

Executive Secretary
Lucinda Terrel
(816) 830-7001

Irterrel@hotmail.com

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

8880 Ballentine St.

NAA Education Institute
Trustees 2016-2017

Officers
Chair
Darron Meares, CAl, BAS, MPPA
(864) 642-2196
darron.meares@meares
auctions.com

Vice Chair
Janine Huisman, CAI, ATS,
BAS, GPPA
(209) 745-4390
janine@huismanauction.com

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

Trustees
Through July 2018
Jimmie Dean Coffey, CAl,
AARE, ATS, BAS, CES, MPPA
(812) 822-3200
jcoffey@unitedcountryin.com
Thomas C. Jordan, CAIl, AARE,
ATS, CES, MPPA
(919) 832-8005
bidOO7@nc.rr.com

Trustees
Through July 2019
Melissa Davis, CAl, AARE, BAS
(317) 300-1075
melissa@reppertschool.com
Philip Gableman, CAl,
ATS, GPPA

(845) 635-3169 x100

Philipg103@gmail.com

NAA Representative
Scott Shuman, CAI
(970) 716-2120
scott@hallandhall.com

Overland Park, KS 66214-1900

NAA Phone: (913) 541-8084 Fax: (913) 894-5281
e WWW.auctioneers.org
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NAA advertising notice to readers
Auctioneer accepts advertisements from a variety of sources but makes no independent investigation or verification of any claim or statement contained in the adver-
tisements. Inclusion of advertisements should not be interpreted as an endorsement by the National Auctioneers Association or Auctioneer of any product or service
offered through the advertisement program. The NAA and Auctioneer encourage you to investigate companies before doing business with them. Furthermore, Auction-
eer is designed to provide information of general interest to Auctioneers. The reader’s use of any information in this publication is voluntary and within the control and
Gjiscretion of the reader. Finally, the NAA does not mediate disagreements that may arise between buyers and advertisers
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NETWORKING FILLER WORDS

PAGE “My buddy wasn’t even bright enough to take a $100 tip from the director of the New

York Philharmonic Orchestra.”
g NAA Hall of Fame member Benny Fisher, in his introductory speech for 2016 HOF Member Jack Hines.

PAGE “The relationships that | have established within the NAA have really helped guide my
career. Whether I’'m selling real estate or cattle or cars, the members have pushed me
4 2 to the level that I'm at now.”
Andy White, 2016 World Livestock Auctioneer Champion & 2013 NAA IAC Men’s Champion
Real Estate Showcase Auction Co.
Ashland, Ohio

PAGE “700 many salaried, white-collar workers today are overworked, and their employers
have no incentive to limit hours because they aren’t required to provide additional
4 6 pay when employees work more hours.”
United States Labor Department on reasoning for changes to overtime rules.

AROUND the BLOCK

« Atage 13, Thomas Gallaway, of Belton, Texas, recently
became the youngest licensed Auctioneer in the state of
Texas.

» Now 86 years old, NAA Hall of Famer Leroy Van Dyke
recently performed his 1956 hit tune “The Auctioneer”
during his concert in Collinsville, Oklahoma.

“I wrote that song when I was stationed in Korea,” Van Dyke
told the Tulsa World. “I had no idea that I would ever write
a song, and I didn't really sit down to write a song. It just o Brian and Sarah Shafer had the privilege of teaching 97 kids
started coming to me out of the air, and it happened one day” from the Brooke County West Virginia 4H camp how to be
Auctioneers. NAA made the kids honorary members for

The song, according to Van Dyke, who was inducted into the the week. The kids are planning an auction in the next six
NAA HOF in 1996, is about his cousin, fellow NAA Hall of months to raise money so even more kids can attend camp
Famer Ray Sims, who was inducted in 1990. next year.

« NAA member Kevin Wendt’s The Wendt group recently « NAA member Richard Kruse has been invited to accept
hired James Craycraft as an auction professional and real a role with Basement Blessings as interim and volunteer
estate agent. Administrator/Executive Director. Basement Blessings

collects donations into a warehouse and then redistributes
“The Wendt Group works hard to develop and implement those items into the community, all for free.
comprehensive marketing strategies customized for each
property, Wendt said. “James Craycraft uses his talents to o« The June 2016 class at the World Wide College of
pass along these successful strategies to our clients in Ohio, Auctioneering recently earned a perfect score by raising
Indiana and the Midwest” $7,277.50 for St. Jude Children’s Research Hospital.
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Longti
Max? ;;g”g}gl‘ate level executive direct
she would br/en recently announced or
Auctionee e retiring from the Illinois
Vears. Th rs Association role after 15+
email. Whe' announcement came via
Work'Ma)lfh is shared below. Great
you've doxgge;‘oing,éhank you for all
Y auction industry!

My Dear ISAA Friends,

Retirement is @ bittersweet thing as I reflect on the past 15 plus years as your executive director. I'm so
thankful that Terry Dunning (photo) suggested 1 apply for the position and drive to Effingham for an
interview. It would be impossible for me to thank those you all personally but please know that you
hold at least one special memory for me and, if you think about it, you know what that is.

So clearly 1 remember meeting the late, great Henry Hachmeister for the first time. Peering down at
me from his 627 frame, he said “Are you that woman from Wisconsin?” With some trepidation, I said
yes. Little did we know that he and Nancy would become some of my best friends. Thanks to Hack
and Jim Folger, who was my first president, for the long hours working with me when no records were
available.

And, a special thanks to all the past presidents, governors and committee members. We did good!

Clearly, I remember when Mike Espe asked why Eli Detweiler, Jr. called me mom, and when1
explained why, he asked if he could join mYy family. Soon after Shane Ratliff, Monte Lowderman and
Heath Spracklen adopted me (or did 1 adopt them?). Then the late, great Terry Wilkey asked to be my
brother *...cause I'm 00 old to be your son”

Cory Craig became one of my heroes when, as president, he led ISAA into a new era including getting
ISAA on the block at the Governor’s Sale of Champions. To the Hall of Fame, truly the honorary
membership was the surprise of my life, and T am humbled and honored to be in such elite company.

In closing, I have been overwhelmed by the flowers, cards, phone calls, emails and appreciation that
you've shown since I chose to retire. You have touched my soul. If you come up my way, give me 2 call
and well do lunch. 'l buy!

Good luck to President Dave, the board and committees, to Amy and her staff, in the next chapter of
ISAA history. Give them the support you gave me and ISAA will continue to be one of the nation’s
leading state auctioneer associations.

Good night Mrs. Calabash, wherever you are. Keep looking up!

%pytraﬂs,

WWW. 1
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Want to advertise in Auctioneer?
Contact: Kari Duncan
(913) 563-5421
kduncan@auctioneers.org

_J

Coming up in September

Everyone knows that TJ Freije and Beth Rose
won the 2016 NAA IAC Championships, and
Brooke Gillespie captured IJAC. But, do you

know who these folks are? We’'ll go in-depth
with each champ to find out more about
them, their business or future goals, their
passions, and what drives them to be the
best auction professional they can be.
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your bottom line by 3%.
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Host your auctions for Free. Really.
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of Family Businesses

= ...and only 10% remain for a third ge

Join us for a 30-minute webinar to discover how to sustain your business through a generational transfer and keep
your legacy thriving for years to come. Whether you are transferring ownership to a son or daughter or selling to
a trusted business associate, this webinar will provide key information for your success.

TUESDAY, AUGUST 30 | 2:00 PM

REGISTRATION IS REQUIRED
Viet ExclusiveWebinarEvent.com ¢ regiter,

All NAA members are welcome and encouraged to attend.

Featured speakers include Dan Duffy, CEO of United Real Estate Group, and Kent Wittrock, Partner of Bryan Cave law firm.

If you have questions, please contact Auctions@UnitedCountry.com.

United F
(0 ountry Auct_lon
*Harvard Business Review m Services


http://exclusivewebinarevent.com

