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Are YOU Losing Significant
Business Because

You Are NOT A CERTIFIED
Machinery & Equipment Appraiser?
Answer:  Probably Since This

 Is Specialized Training!
The question becomes, “How do we know”?  That’s a 
great question and we’re glad that you want to know.

If you want to make more money, increase business
opportunities and get more auctions, overcome
competition, and reduce the risk of liability,, then you
NEED to earn the CMEA professional credential.

Auctioneers and appraisers who have earned the
professional credential of CMEA (Certified Machinery
& Equipment Appraiser) all report a significant increase
in their business.  After all, lenders, CPAs, attorneys,
courts, and others all demand a Certified Appraisal by
a Certified Machinery & Equiupment Appraiser.

No other organization provides its members with 24/7
support, Appraiser’s Resource Database, complete
and proven turn-key marketing program, and a USPAP
compliant Summary and Desktop Certified Appraisal
software.
Find out more by requesting our exclusive CMEA
Preview Pak filled with information you need to know.
You’ll be glad that you did! 

(866) 632-2467
www.nebbinstitute.org
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HendersonAuctions
One of the nation’s leading 

auction firms since 1957

Construction Equipment • Real Estate • Marine
Fabrication & Machine Shops • Logging

Transportation • Manufacturing • & MUCH MORE!

Based in Livingston, Louisiana, Henderson Auctions 
provides complete auction services around the country.

Types of auctions include:

We’d like to extend a special 
thank you to everyone that 

visited our booth at the NAA 
convention. 

We thoroughly enjoyed seeing 
all of our old frends and making 
new ones. We can’t wait to see 

you all again next year!

www.hendersonauctions.com

Marvin & Audrey Henderson 

Our first ever virtual auction 
held at the convention in 

conjunction with Equipmentfacts 
was a huge success! 

We appreciate everyone that 
participated and look forward 

to many more to come!

Wow! It’s finally here!

After two years as Vice President for the National 
Auctioneers Association, I am finally President! 
Wow!

This is something I’ve wanted for the past six 
years, since the NAA membership so graciously 
honored me by electing me to the Board of 
Directors.

And now, it’s here.

As I said in my remarks at the Annual Business 
Meeting and at the President’s Gala, I am 
honored and humbled to serve as your President. 
But here’s the deal … I don’t think you are going 
to see a huge difference from Mark Rogers to 
me. Why? Mark built the Board into a well-
functioning team. And it has made it easy 
enough so that I can simply continue to roll.

And that’s important because in the next 12 
months, there will be a lot of discussions 
occurring in the auction industry about change 
and how the NAA can prepare all of us for that 
change.

In June, a group of nine of us met in Atlanta to 
talk about how we can keep the NAA relevant 
for professionals in the auction industry. We 
have outlined a plan, and the Board is going to 
be discussing that outline at its July meeting. The 
Task Group will then be charged with completing 
the details before the October Board meeting. 
We’ve built in time to get feedback from our 
members on this plan — true feedback. Not the 
kind where we say, “Here it is, like it or not,” but 
feedback as in, “I don’t like this or I think you 
should beef this up here.” And we listen to you 
and discuss your suggestions and change the plan 
accordingly. 

How will we solicit this feedback? We’ll be at 
state association meetings, small groups of 
educational programs, and, of course, you can 
always e-mail me or any member of the Board. 
In Auctioneer, we have a page in the back of the 
magazine that lists all of the NAA staff, their 
telephone numbers and e-mail addresses, as well 

as all of the NAA Board, the Education Institute 
Trustees, the National Auctioneers Foundation 
Trustees and the NAA Auxiliary Trustees. This 
forms your leadership base, and if you want us to 
hear you, simply e-mail us! We will listen.

What is going to be the result of all of these 
discussions? I wish I knew! But I can promise 
you that you will know what is happening 
as things progress. But this also places a big 
responsibility on you as well! Following the 
annual elections in July, we had a short Board 

“meet and greet” so we could get to know the new 
Board members and your new Vice President. 
During that meeting, I asked each of the Board 
members to sign a commitment letter, indicating 
that they will stay engaged this year, that they 
will come to all of the meetings (phone and 
physical) and that they will be prepared for those 
meetings. That’s what I’m asking you to do. I 
need you to recommit yourself to the NAA.

If you don’t agree with something that we are 
doing, let us know. After all, who do you think 
the NAA is? The NAA is all of us who are 
members and auction professionals! You proved 
you had the power this year when almost 275 of 
you voted by absentee ballot! That is more than 
seven times the number of ballots we received 
last year by absentee ballot. How exciting!

Recommit yourself to the NAA. Help us rebuild 
this organization so that we can stay relevant for 
the current and next generation of the auction 
professional.

And if you need me, contact me. My information 
is in the magazine!

Christie King

CAI, AARE, BAS, NAA President

National Auctioneers 
Association Presi-
dent Christie King, 

CAI, AARE, BAS, 
became a member 
of the association’s 

Board of Directors in 
2006. She has served 

as an Education 
Institute Trustee, as 

a member of several 
committees and as 

NAA Vice President 
for two terms. King 

and two brothers 
represent the fourth 

generation of leaders 
for J.P. King Auc-

tion Co., Gadsden, 
Ala. King started C. 

King Benefit Auc-
tions LLC, Gadsden, 

in 2007.

FROM THE PRESIDENT
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By Bryan Scribner
editor

he groundwork has been laid, and now, National Auctioneers 
Association President Christie King, CAI, AARE, BAS, seems 

up to the challenge of leading the NAA into the future.

Her journey as an NAA leader started when she became a mem-
ber of the association’s Board of Directors in 2006. The election 
was in Orlando, Fla., site of the 2006 International Auctioneers 
Conference and Show.

Since 1992, the year King joined the NAA, she also has served as 
an Education Institute Trustee and as a member of several com-
mittees.

In 2009, King was elected Vice President of the NAA, and because 
of a structural change to the Board of Directors, she served two 
terms in that office. The change meant King would take over as 
President this past July at Conference and Show in Orlando.

She says former NAA Presidents Randy Wells and Scott Musser, 
CAI, BAS, as well as Past President Mark Rogers, CAI, AARE, 
have helped put in place the policies and procedures that will al-
low her to focus on the NAA’s future.

The NAA also is fortunate to have had Hannes Combest, CAE, as 
its Chief Executive Officer for more than three years, King says. 
Combest has served as a mentor to the Executive Committee, and 
she has provided valuable input along the way, quickly gaining the 

respect of Board members.

Vision 2015

In late June, along with Combest and other NAA members, King 
led the Vision 2015 Task Group in a meeting that focused on 
how the association might move forward, given suggestions from 
“Give Me Five, Now Ten … Years Into the Future,” a paper pro-
duced by the Council on Future Practices.

“If the NAA stays the way we are today, I don’t think the NAA will 
survive … the future, 20 years from now,” King says. “Things are 
changing in the world so fast.”

To help ensure the success of the NAA and its members for gen-
erations to come, King says the organization must provide new 
types of educational resources, and it must deliver business tools 
and communications that help all Auctioneers, whether they’re 
new to the business or 
30-year veterans.

She says communica-
tions and educational 
platforms should 
be offered on the 
Internet whenever 
possible, as in her 
own career, she values 
the convenience of 
online continuing 
education. As an 
NAA member who 
also benefits from 
face-to-face com-
munications, though, 
King says the NAA 
will not lose sight of 
in-person networking 

The foundation is set 
for the NAA’s first  
female President

continued ▶

What’s your No. 1 goal as 
President? What do you 

hope to be able to look back 
on a year from now?

“My goal is to help structure the 

NAA to thrive in the future as a 

strong, vibrant association. I don’t 

know what it’s going to look like 

— what the Vision 2015 panel and 

Board is going to approve — but my 

goal is to help develop that plan so 

the new, incoming Vice President 

can help carry it out.”

Christie King, CAI, AARE, BAS  

Photos by Caley King Newberry
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I’m an Auctioneer in 
an auction business 

in the industry, regardless 
of my gender. 
- Christie King, CAI, AARE, BAS

opportunities, whether for educational or 
business purposes. 

Jeff Hathorn, CAI, of J.P. King Auction Co. 
Inc., Gadsden, Ala., says King works hard 
to keep up with new technologies, require-
ments and regulations that might affect 
Auctioneers.

“Being a woman, in itself, will definitely 
add a different perspective to this office,” 

Hathorn says. “Having been born in the 
auction business, Christie will bring a life-
time of experience and knowledge coupled 
with her untiring work ethic. I have no 
doubt that she will do whatever it takes to 

serve this office proudly.”

Making a difference

Although King is the first female President 
of the NAA, she says that distinction takes 
a back seat to her goals as the association’s 
leader. She says she is humbled for the 
opportunity to chart new waters, and she is 
confident she can make a difference.

“I’m an Auctioneer in an auction business 
in the industry, regardless of my gender,” 
she says.

Most of all, she says she wants NAA Auc-
tioneers to view the association as a part-
ner in the industry, providing support and 
guidance to help members succeed. And 
in order for the partnership to work, she 
says it is essential that members provide 
constant feedback.

The NAA’s 62nd President, King is a man-
ager who listens closely, considers all sides 
and acts decisively.

“Her style is exhibited in our board meet-
ings here at J.P. King on a regular basis,” 

says King’s brother, J. Scott King, CAI, 
AARE, Executive Vice President for J.P. 
King. “She is excellent at working through 
the different individuals involved and con-
sidering the facts presented, while allowing 
each person to do their job without micro 
managing them. On the other hand, she 
will make the hard call when it's time.”

As a member of the NAA’s Board of Direc-
tors for several years, Christie King has 
had an opportunity to observe and take 
part in key decisions alongside some of the 
association’s and industry’s most dynamic 
leaders. She says Board members always 
focus on what’s best for NAA members.

During Board meetings, Wells, CAI, 
AARE, BAS, CES, GPPA, of Realty Auc-
tion Services LLC, Post Falls, Idaho, says 
King is gracious but direct. She is an idea 
person, Wells says.

“She will be a good President because 
she is a very, very good listener,” he says. 
“Technology has brought Auctioneers into 
the 21st Century; electing Christie as our 
first female President brings the NAA into 
the 21st Century.” 
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Describe your 
management 
style?

“I want to hear all 

sides. I listen. I listen 

to the debate, to the 

conversations going on, 

and then, after I’ve heard 

everybody and asked 

questions, I can help 

guide us. I think a lot be-

fore a decision is made, 

but, when a decision is 

made, I want action.”

What would you like 
NAA Auctioneers to 

know about J.P. King?

“We’ve been able to build the 

company on the foundation of 

honesty and integrity. That’s what 

sellers and buyers have come to 

know about us.”

FEATURE

Get to know  Christie King
The National Auctioneers Association’s 

new President, Christie King, started 

out in the auction business when she 

was about eight years old. Her father, 

J.P. King III, used to draw the names of 

registered auction attendees out of a 

bowl before he called his auctions, and 

winners of the drawing received Eisen-

hower silver dollars. It was Christie’s job 

to deliver these keepsakes.

As a teenager, Christie showed Tennes-

see walking horses, and from 1984 to 

1987, she was a veterinary technician.

“I had some opportunities to really get 

into the horse industry, but at that time 

in my life, I wasn’t open to relocating — 

Gadsden (Ala.) was home,” Christie says.

Christie, CAI, AARE, BAS, joined the 

family auction business in 1987, and she 

started her own company, C. King Ben-

efit Auctions LLC, Gadsden, in 2007. 

She started dating her husband, Mike 

Ray, a corporate pilot, in 1994. The two 

became good friends when Mike taught 

Christie how to fly a plane that same 

year, and Christie married her “co-pilot” 

in 1999.

“He was perfect for me,” Christie says. 

“He lets me go and do the things that 

I’d always done before we met. If there 

was something professional or per-

sonal I wanted to set out and try to do, 

he would say ‘Go for it, honey, if that’s 

something you want to do.’”

They have a black lab mix, Piper, which is 

named after the first plane Christie flew. 

Piper joins the couple on boating trips 

and in other outdoor activities.

Christie has had several mentors who 

have supported her personally and pro-

fessionally throughout her career, includ-

ing Bonnie Jean Sisty, Joyce Perrin and 

Judy Taylor. She also lists her brother, 

J. Craig King, CAI, AARE; Pete Horton, 

CAI, CES; and Mickey Fowler, CAI, AARE, 

CES, as important mentors.

www.auctioneers.org
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Creation of benefit auction 
company marks “true  
development” in career  

By Bryan Scribner
editor

Most members of the National Auction-
eers Association likely can identify with 
Christie King.

She has strong roots in the industry, 
an entrepreneurial spirit and extensive 
experience managing several aspects of 
an auction business. King, CAI, AARE, 
BAS, even started her own company, C. 
King Benefit Auctions LLC, Gadsden, Ala., 
about four years ago.

In 1987, King switched from her career as 
a veterinary technician to a new job in the 
auction industry. 

“The old joke within the family is he of-
fered me 12 cents more an hour,” King says 
of her father, J.P. King III, who offered his 
daughter a receptionist job with J.P. King 
Auction Co., Gadsden. “Five dollars an 
hour, and he stole me from the vet.”

It was from this point that NAA President 
Christie King started working her way 
through the company. She attended the 
Missouri Auction School in 1990, and 
early in that decade, she earned her real 
estate and broker’s licenses.

In the past 20 years, she has taken on 
responsibilities in office management, ac-

counting, human resources, licensing and 
auction management. Her last role with J.P. 
King was as Vice President of Administra-
tion.

Early in her career, King says she had the 
ability to pick up on things quickly, and, 
she stayed diversified in the business, try-
ing to learn as much as possible.

Well-rounded Auctioneer

“I wasn’t in sales, and I wasn’t in the mar-
keting department, but other than that I 
did about everything,” she says. “Almost 
everything a member faces, I’ve pretty 
much been there: be it clerical, be it the 
Auctioneer, be it the bid assistant, be it the 
owner, be it the employee. I’m very fortu-
nate there, and I have a lot to share.”

King says her brother, J.P. King President 
J. Craig King, CAI, AARE, has been 
one of her most important men-
tors and supporters throughout 
her career. She also gives credit to a 
former office manager, Judy Taylor, 
who she says helped her develop 
as a woman in a business environ-
ment.

Cathy Thomas, BAS, of C. King 
Benefit Auctions LLC, says as a 
member of the King family, Christie 
King approaches the auction busi-
ness with a strong sense of family 
values, integrity and high ethical 
standards.

“She is on a continuous quest to 
better herself, her companies and 
set the standard as a woman leader 
on a national level, as well as within 
her community,” Thomas says.

Christie King started C. King Benefit 
in 2007 with the support of her family, 
including another brother, J. Scott King, 
CAI, AARE, Executive Vice President for 
J.P. King. Christie King’s sister, Ceil Strip-
lin, worked in the family business from 
1978 to 1986.

Christie King decided to launch her own 
business when J.P. King went through 
some structural changes four years ago. 
She says she developed a passion for ben-
efit auctions and therefore took the Benefit 
Auctioneer Specialist designation course 

from the NAA in 2007.

King says she “truly developed as an Auc-
tioneer” when she started the benefit busi-
ness. She continues to work for J.P. King as 
Auction Day Manager and as a member of 
its Board of Directors.

Jeff Hathorn, CAI, also of J.P. King, says 
Christie King’s “outgoing and bubbly per-
sonality” helps engage auction audiences.

“Christie is a very personable and warm 
person, which allows people to get close to 
her and in turn they recognize her knowl-
edge of the auction industry,” Hathorn 
says. 

FEATURE
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President says Auctioneers 
must continue to adapt  
to new technologies

By Bryan Scribner
editor

The best part of the auction business 
is “the deal,” says Christie King, CAI, 
AARE, BAS.

The National Auctioneers Association’s 
new President says she still enjoys auction 
day the most. She likes watching bidders 
compete, the crowd’s excitement and the 
sense of accomplishment she feels once a 
sale takes place.

“I need a beginning and an end, and I 
think that’s why I love the auction busi-
ness so much,” says King of C. King Benefit 
Auctions LLC, Gadsden, Ala. “Each auc-
tion is a beginning and an end.” 

No matter what method is used to conduct 
an auction — the live bid call, simulcast 
online bidding or Internet-only sales — 
King says the auction method is, and 
always will be about bringing a buyer and 
seller together. That’s the core of the indus-
try, and that need will always be there, she 
says.

“It’s bringing two parties together in a 
transaction to consummate a deal,” she 
says. “I hope and pray that the chant re-
mains. I love the chant.”

But there are other ways to conduct auc-
tions, and in doing so, King says the chant 
or live bid call doesn’t have to go away. To 
stay relevant, though, Auctioneers must 

continue to adapt as new sales 
methods and technologies be-
come available. 

“Technology is a necessary evil 
… I have a love-hate relation-
ship with technology, but that’s 
where everything is going,” she 
says. “I don’t think we can even 
start to understand where it’s 
going from a technology stand-
point.”

No matter what the future 
brings, in her new leadership 
role, her brother, J. Craig King, 
CAI, AARE, of J.P. King Auction 
Co., Gadsden, says Christie King 
will make important decisions 
only after she receives input and 
advice from all stakeholders.

“Christie loves the auction busi-
ness and always looks for ways 
to improve,” Craig King says. 
“She also loves people, finds a 
way to have fun in everything 
she does and encourages you to 
join in the fun along the way. I 
feel we must be passionate about 
what we are doing, and Christie 
is certainly passionate about the 
auction business.” 

Competition among 
buyers, sellers is core 
of auction business

FEATURE

NAA President has 
thorough understanding 
of business environment

What do you want NAA  
Auctioneers to know about  

you personally?

“I have been fortunate to be in a family 

that is a national auction company and a 

successful auction company. I’d always had 

people … they did what we (management) 

needed done. When I opened C.K. Benefit, 

I became ‘the people.’ I had to learn how to 

get a website developed … create forms and 

templates … come up with a contract … then 

develop my brand for my company, sell my 

services to clients and perform the event. 

I became all of those 40 employees at J.P. 

King.”

What does the NAA need to 
change within the next five years 

to reach its goals for longevity?

“We have to identify who we serve. That’s go-

ing to be the biggest challenge that the NAA 

has to take us into the future. Do we serve the bid 

caller, do we serve the auction business, which 

encompasses everyone in the business? Who do 

we serve?”

For an exclusive interview with NAA  
President King, scan this QR code or visit  
http://youtu.be/puZruWp5kgc

Submitted photo
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THIS INTENSE TRAINING IS ONLY FOR AUCTIONEERS WHO 
ARE SERIOUS ABOUT IMPROVING THEIR BENEFIT AUCTION 

BID-CALLING ABILITIES.

Benefit/Fundraising 
Bid Calling Training 
Seminar

September 18-20, 2011
Denver, Colo.

Benefit/Fundraising Instructors

    JillMarie Wiles, BAS – Canby, Ore.
    Gary Corbett, BAS – Denver
    Kurt Johnson, BAS – White Bear Lake, Minn.

1-800-423-5242
www.worldwidecollegeofauctioneering.com

plus...
    World Champion Paul C. Behr, BAS –Denver

 Tuition: $995.00
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By Bryan Scribner
editor

Now in its fifth generation, J.P. King Auction Co., Gads-
den, Ala., continues to thrive as it adapts to a changing 
marketplace, say company principals.

Its President, J. Craig King, CAI, AARE, says the “boutique” auc-
tion firm, which specializes in selling high-end properties, now 
believes corporate and public entities, which are entering the auc-
tion business, will prompt the family business to make changes. 
He says family auction businesses could dwindle as a result of 
consolidation in the industry.

But as the business changes, King says his company will stay true 
to its faith-based principles and a focus on customer service.

“It’s more than a job to us,” King says. “We want to make sure that 
we do it right. One of the things that has kept us strong is that 
desire to always put our clients’ needs first.”

The company’s Executive Vice President, J. Scott King, CAI, 
AARE, agrees with his brother and adds that J.P. King Auction 
Co. continues to, and always will, take full responsibility for the 
decisions it makes.

“We try to do things right … that’s ethically, morally, legally,” Scott 
King says. “It’s in our blood. It’s passion.”

A matter of trust

As the company stands by its values and work ethic, it must stay 
ahead of trends in the business world. Therefore, the company 
closely watches for new government regulations, and it keeps an 
eye out for changes in Internet-based commerce, Scott King says.

Ultimately, the family business will best adapt to a changing auc-
tion landscape if it continues to put its trust in the right leaders 
and employees, Scott King says. 

“It doesn’t need to be driven because it’s a family,” Scott King 
says. “Just because I may like to play with Mac computers … that 
doesn’t mean that I need to head up our technology department. 
There’s a point at which the family member has to step back.”

He says family members don’t end up in positions at the company 
in which they don’t belong. Also, what might be most important, 
employees and family members who work for the company un-
derstand the value of what each person brings to the organization.

In order for the family business to remain successful from genera-
tion to generation, Scott King says the company has found a way 
to separate business life from family life.

“The thing that makes J.P. King work is we honor each others’ 
roles,” Scott King says. “We respect the office that that person 
serves in.” 

this is five		Generations
James Polk King, great grandfather of the company’s 

fourth generation of leaders, first entered the auction 

business in 1915. Then, in the 1920s, his son, Leslie C. 

King, took up the family business.

The company relocated in the early 1930s to Gadsden, 

Ala., the city in which J.P. King III, representing the com-

pany’s third generation, incorporated J.P. King Auction 

Co. in 1964. Like his father, Leslie C. King, J.P. King III 

was an Auctioneer and real estate developer.

The fourth generation of J.P. King principals comprises 

National Auctioneers Association President Christie 

King, CAI, AARE, BAS, of C. King Benefit Auctions LLC, 

Gadsden, and her brothers, J.P. King Auction Co. Presi-

dent J. Craig King, CAI, AARE, and its Executive Vice 

President, J. Scott King, CAI, AARE. Craig King’s daugh-

ter, Caley King Newberry, represents the fifth generation 

as Communications Manager for J.P. King. Christie King 

serves on the company’s Board of Directors.

1992 
Christie joins the National 
Auctioneers Association

1995 
Christie is an Alabama Auc-
tioneers Association Grand 
Champion Auctioneer

1995 
Christie begins conducting 
benefit auctions

1996 
Christie becomes President 
of the Alabama Auctioneers 
Association 

1998 
J.P. King III enters the Ala-
bama Auctioneers Associa-
tion’s Hall of Fame

1998 
Christie becomes the first 
female appointed to the 
Alabama State Board of 
Auctioneers

1999 
Christie marries Mike Ray

2005 
Christie becomes an adjunct 
instructor at Jacksonville 
University’s Continuing Edu-
cation Auction School

2006 
Craig King enters the Ala-
bama Auctioneers Associa-
tion Hall of Fame

2006 
Christie becomes a Direc-
tor on the NAA’s Board of 
Directors

2007 
Christie enters the Alabama 
Auctioneers Association’s 
Hall of Fame as its first fe-
male inductee

2007 
Christie starts C. King Ben-
efit Auctions LLC, Gadsden, 
Ala.

2009 
Christie is elected as the 
NAA’s first female Vice 
President

2010 
Christie is recipient of the 
“2010 Woman of Distinc-
tion” award given by the 
Girl Scouts of Northeast 
Alabama

2011 
Christie becomes the NAA’s 
first female President

1915 
The great grandfather of 
Christie King, CAI, AARE, 

BAS, James Polk King, gets 
into the auction business in 
Tennessee, selling livestock

1920 
Christie’s grandfather, Leslie 
C. King, enters the business

Mid 1930s 
The family auction business 

moves to Gadsden, Ala.

1937 
The company sells as many 

as 100 homes at one  
multi-estate auction in  

Chattanooga, Tenn.

1961 
Christie’s father, J. P. King III, 
enters the auction business 

full time

1977 
Christie’s brother, J. Craig 
King, CAI, AARE, joins the 

business full time

1978 – 1986 
Christie’s sister, Ceil Striplin, 

works with the company

1979 
The company sells its first $1 

million real estate auction

1980 
Christie’s brother, J. Scott 
King, CAI, AARE, joins the 

family business full time

1984 – 1987 
Christie works as a  

veterinary technician

1985 
Christie’s brother, Craig King, 

CAI, AARE, becomes Presi-
dent of J.P. King

1987 
Christie joins the family  

business full time

1988 – 1992 
Ownership of J. P. King  

transitions to Christie and 
her three siblings

early 1990s 
Christie attends the Missouri 

Auction School and gets 
her real estate and broker’s 

licenses

1992 
Christie sells at her first auc-

tion at the legendary Calu-
met Farms in Lexington, Ky.

1992 
Christie’s father, J. P. King III, 

retires

J.P. King sticks to principles 
as pressures mount on family 
auction businesses

J. Scott King, CAI, AARE, Christie King, CAI, AARE, 

BAS, J. Craig King, CAI, AARE, and J.P. King III. 

www.auctioneers.org www.auctioneers.org

http://www.worldwidecollegeofauctioneering.com
http://www.auctioneers.com
http://www.auctioneers.org
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PortableSound.com

Your Replacement is READY

VM-1 Portable Sound System

Clean comfortable sound from a horn
50 watts + 127db = LOUD!
Battery or AC Power, only 17 lbs.
Shure 10 or 90 channel wireless
Full 10 hours per charge
1 or 2 wireless microphones
Optional built-in mp3 player
Tripod stand

877.638.5816

3589 Meander Res Cir Canfield OH 44406

VM-1 Portable Sound System w/ 350’ range
 1 Wireless and tripod   ............................$1,929
 2 Wireless and tripod   ............................$2,629

VM-1 Portable Sound System w/ 125’ range
 1 Wireless and tripod  .............................$1,448
 2 Wireless and tripod  .............................$1,852
 MP3 Player Option  ......................................$75
 2nd speaker, 50’ cord, and tripod  ..............$470

Auction pair provides opportunities 
to aspiring professionals 
By Sarah Bahari
contributing writer

Harold Betthauser can still recall the first time he heard “The 
Auctioneer” by Leroy VanDyke.

He was milking a cow on his family’s Wisconsin farm and stopped 
what he was doing to listen to the small portable radio. Before 
long, Betthauser knew all the lyrics to the 1950s tune and would 
entertain his high school classmates by belting them out.

“I knew right then I wanted to be an Auctioneer,” Betthauser says. 
“That was the life for me.”

More than five decades later, Betthauser and his wife, Marilyn, 
run a weekly consignment auction in Milwaukee with an average 
night drawing 200 to 500 people.

The Betthausers were recently recognized for their contributions 
to the industry with their induction into the Wisconsin 
Auctioneers Association Hall of Fame.

Fellow Auctioneers say the pair is known across the state for 
their willingness to help novices by allowing guest Auctioneers to 
preside over the weekly consignment auctions.

“You don’t come across too many other people in the industry 
willing to do that,” says Tim Miller, who attended the 
Bettenhausers’ auctions when he was starting his career. 

“They’re encouraging and welcoming and always have some 
helpful words.”

Miller, who now owns Believe in Auctions in Merton, Wis., adds, 
“I was flattered when they trusted me with their auction. That was 
a big deal.”

The Betthausers met in 1974 when he was a bartender and she 
was a waitress at a Milwaukee bar. After high school, Harold 
had attended the Reisch American School of Auctioneering in 
Mason City, Iowa, and he was working a string of odd jobs and 
conducting auctions on the side. 

In 1987, Harold was working as a foreman for a company that 
built commercial sawmills. When the business went under, 
Harold decided to focus on auctioneering.

“It was as good a time as any to jump in with both feet,” he says. 
Marilyn, who was an accountant for the Milwaukee Brewers at the 
time, decided she wanted to give auctioneering a try, too, and she 

The Wisconsin Auctioneers Association recently inducted Harold 

Betthauser and his wife, Marilyn, of Betthausers Auction Service, 

Milwaukee, into its Hall of Fame. Submitted photo

asked her husband to teach her. He says 
he had a better idea. She should enroll in 
auctioneering school. Mastering the chant 
proved difficult for Marilyn, though.

“My mouth could not put the words 
together. I had a terrible time coming up 
with anything that made sense,” she says. 

“Harry told me he thought I was the worst 
Auctioneer he had ever heard.”

Every time Marilyn got in her car, she 
played cassette tapes of chants and tried to 
get her mouth and brain to work together.

Practice paid off. In 1990, Marilyn 
was named Novice of the Year by the 
Wisconsin Auctioneers Association.

These days, Harold is the face of 
Betthausers Auction Service, meeting 
with potential clients and presiding over 

most of the auctions, while Marilyn works 
mostly behind the scenes, running the 
company’s finances and payroll. A staff of 
about 15 helps the company operate.

In addition to their weekly consignment 
auctions, the pair has sold real estate, 
luxury automobiles, medical and dental 

equipment and more. 

Friends say Betthauser auctions draw 
visitors who want to see a good show, as 
well as the antiques and collectibles on 
sale. On stage, Harold is known for his 
energetic, engaging style.

“Harry is a real character,” says Jeff 
Mueller of Mueller Auction and Realty 
in West Bend, Wis. “He has a good time, 
joking around, jumping up in the air. He 
entertains.”

At 72, Harold says people sometimes ask 
him if he plans to retire.

“As long as I’ve got my health, I don’t plan 
on going anywhere,” he says. 

“Auctioneering is like a disease. It gets 
inside of you and doesn’t let go.” 

Auctioneering 
is like a 

disease. It gets 
inside of you and 
doesn’t let go.

Harold Betthauser
Milwaukee 

http://www.auctioneers.org
http://www.auctioneers.org
http://www.portablesound.com
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“Those have changed our industry quite 
a bit,” he says.

Bankruptcy auctions can offer up a lot of 
unusual items. Construction equipment 
is common, Jennings says.

Taylor liquidated one firm that worked 
on jet engines and another that sold 
computer video conferencing systems 
for families with parents or relatives in 
assisted-living facilities.

Recreational vehicles like boats, Jet 
Skis, motorcycles and sports cars are 
selling well at auctions that feature 
personal belongs, he says. But 75 percent 
of Taylor’s auctions are commercial 
liquidations, not personal ones.

McCormack has auctioned a lot of 
restaurant equipment and plants 
for nurseries stuck with foliage that 
construction companies aren’t buying 
because they’re not building new homes. 

About 90 percent of McCormack’s 

auctions are online, which enables him to 
make more money — if he can collect it.

He says he requires a deposit before 
allowing a party to bid to help ensure 
collections.
 
Keep an eye out

It’s helpful to stay on top of what’s 
happening in the bankruptcy world.

Jennings checks court records and 
monitors Web services and local business 
journals.

“Every week, I can see who filed 
bankruptcy and who the attorneys are 
who are handling the bankruptcy for 
their clients,” she says.

She also pays referral fees to salesmen 
who provide leads when they learn that 
clients are in financial trouble.

 “They know pretty much what’s coming 
down the pike,” she says. 

FEATUREFEATURE

By Tom Burfield
contributing writer

Bankruptcies seem to be picking 
up in many parts of the U.S., 
but as you might expect when 
dealing with the court system, 

liquidating a company’s assets through an 
auction can be fraught with challenges.

“Bankruptcy work is not for the faint of 
heart,” says B.J. Jennings, CAI, BAS, of 
Jennings Auction Group, York Haven, Pa.

Auctions conducted through bankruptcy 
courts are under the control of the court, 
she says. That means every step you take 
is closely monitored. And count on filing 
reams of paperwork.

While bankruptcies have been common 
for some time in many states, they’ve only 
recently started to gain momentum in the 
Pennsylvania area, she says.

“The last several bankruptcy auctions 
that we’ve had, we’ve had phenomenal 
numbers, great attendance and strong 
pricing,” she says.

Those numbers vary by the amount and 
condition of the assets, but Jennings 
says the auctions can take in $50,000 to 
$500,000.

You gain bankruptcy business by working 
for court trustees appointed to liquidate a 
firm’s assets — they’re the ones who choose 
the Auctioneer. But that’s easier said than 
done.

It took Jennings five years to win the 
business of the two trustees she works 
with.

Strong finances

If yours is a young business without a 
strong financial base, bankruptcy auctions 
may not be right for you just yet.

“The auction company has to have the 
financial means and background to secure 
a $2 million or $3 million bond,” says 
Benny Taylor, CAI, AARE, CAGA, of 
Taylor Auction & Realty Inc., a Marknet 
Alliance Member based in Grenada, Miss.

“That makes the playing field a little 
thinner.”

The Auctioneer also must pay all upfront 
costs then often wait several weeks or 
months to get paid.

Jennings says she can easily advance 
$35,000 for an auction and not get paid for 
two months.

And expect to be involved in multiple 
lawsuits, Taylor warns.

“There are a lot of eyes watching you,” 
he says, including bankruptcy judges 
and creditors making sure that you’re 
liquidating assets in a professional and 
timely manner.

Even if you prevail in a lawsuit, Taylor 
says, legal red tape can cost time, money 
and aggravation.

No-assets cases

In El Cajon, Calif., Josh McCormack of 
McCormack Auction Co. Inc., says the 
bankruptcy portion of his business has 
been “pretty active” over the past five years, 
but recently it’s been tapering off.

Bankruptcy filings remain common, he 
says, but many of those are no-assets cases.

“It appears to me that they have learned to 
handle some of their assets prior to filing,” 
he says. “They go down and file with 
nothing to turn over to the court.”

Some debtors call an Auctioneer to handle 
their property before they file, but often 
they sell it themselves on eBay or Craig’s 
List.

It can take years to  
earn bankruptcy work, but 
the rewards might be worth the effort

Work	the	courts

To find trustees or bankruptcy 
auction opportunities, check 
out these resources:

NABT

www.nabt.com 
The National Auctioneers 
Association and National 
Association of Bankruptcy 
Trustees formed a partnership 
in 2010.

ABI

www.abiworld.org 
American Bankruptcy Institute

Court	records

www.pacer.gov 
Public Access to Court 
Electronic Records

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


AUCTIONEER | AUGUST 2011 [23][22] AUGUST 2011 | AUCTIONEER www.auctioneers.orgwww.auctioneers.org

MEMBER PROFILE

Kurt R. Bachman and 
Beers Mallers Backs 
& Salin LLP appreci-
ate the opportunity 

to review and answer 
legal questions that will 

be of interest to Auc-
tioneers. The answers 
to these questions are 

designed to provide 
information of general 

interest to the public 
and are not intended 
to offer legal advice 
about specific situa-

tions or problems. Kurt 
R. Bachman and Beers 

Mallers Backs & Salin 
LLP do not intend to 

create an attorney-cli-
ent relationship by of-

fering this information, 
and anyone’s review of 

the information shall 
not be deemed to cre-

ate such a relationship. 
You should consult a 
lawyer if you have a 

legal matter requiring 
attention. Kurt R. Bach-
man and Beers Mallers 
Backs & Salin LLP also 

advise that any infor-
mation you send to an 

Auctioneer shall not 
be deemed secure or 

confidential. Please 
visit one of our offices 

to ensure complete 
confidentiality.

Kurt Bachman 
is an

attorney and 
licensed

Auctioneer from
LaGrange, Ind.

He can be reached at
(260) 463-4949 or

krbachman@
beersmallers.com.
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Although the federal government 
does not administer a national 
sales tax, on July 1, 2010, Senator 
Dick Durbin (D-Ill.), introduced 

H.R. 5660, which has become known as the 
“Main Street Fairness Act.” As part of its 
findings, Congress stated that “As a matter of 
economic policy and basic fairness, similar 
sales transactions should be treated equally, 
without regard to the manner in which sales 
are transacted, whether in person, through the 
mail, over the telephone, on the Internet, or by 
other means.” Although H.R. 5660 died when 
the 111th Congress ended its session on Dec. 
29, 2010, this issue will probably be revisited. 
The “Main Street Fairness Act” would require 
retailers, who are subject to the tax, to collect 
sales tax on all transactions with buyers who 
reside in a state that imposes a sales tax. This 
would have been a dramatic change in state 
sales tax law.

Historically, sales taxes were collected by the 
merchant from the buyer at the point of the 
transaction. This was usually during a face-
to-face transaction, in which the merchant 
had a physical presence in the state where 
the transaction occurred. The merchant was 
obligated to collect sales tax at the time of 
sale. The concept was simple and worked 
well until the advent of the Internet. In an 
Internet transaction, the seller may sell items 

to someone from a state where the seller has 
never been and has no physical presence. 
Consequently, the buyer’s state does not have 
jurisdiction over the seller.
During the past several years, the number of 
Internet auction websites has expanded. This 
expansion has contributed to the growth of 
the volume of transactions and sales that take 
place on the Internet. At the time most states 
enacted their sales and use taxes, there was 
nothing like e-commerce. Internet transactions 
were unknown. The growth of the Internet has 
resulted in more purchases being made over the 
Internet.  

On in-state sales, the burden to report and pay 
the sales tax is usually on the Auctioneer or 
retail merchant. The sales tax is included in the 
transaction costs paid by the buyer. Auctioneers 
and retail merchants have the obligation to 
report the taxes received and pay those funds 
to their state department of revenue. On out-
of-state purchases, the taxpayer ultimately 
has the responsibility to report and pay his 
or her unpaid sales tax liability to the state. 
In instances when the buyer makes payment 
directly to the state, the sales tax is referred to 
as a use tax. The use tax, in contrast to the sales 
tax, places the burden on the buyer to report 
and pay the tax. 

At the present time, Auctioneers are required to 

follow their states’ law and generally collect taxes on transactions 
within their respective state or in states where they are licensed. 
There are instances when Auctioneers may be excused from their 
duty to collect in-state sales tax, such as casual sales, but they 
are limited. Given the states’ and federal government’s interest 

on this issue, though, Auctioneers may eventually be required 
to collect and report sales taxes on all Internet transactions. 
Auctioneers should consider this issue, the possible effect upon 
their businesses, and follow the related legislation. 

Future legislation might 
change sales tax rules
Am I responsible for collecting sales tax from Internet buyers?

Q: Several Auctioneers conduct sales over the Internet in which they sell personal property to 
people all over the U.S., and, in some instances, the world. When Auctioneers are conducting 
Internet-based auctions, are they responsible for collecting sales tax?

A: This question is being debated in a majority of state legislatures and the federal government. 
State legislatures are considering this issue because many Internet transactions omit state sales 
tax, which has a substantial effect on state budgets. Several states have had reductions in the tax 
revenues collected during the past couple of years. Consequently, 44 states have entered into the 
Streamlined Sales Tax and Use Agreement (“SSTUA”). The purpose of this group is to make state 
sales tax more uniform across the U.S. 

Experience the SOLD II® DIFFERENCE:

For over 25 years, SOLD II® has provided programs of substance that:

 Show your professionalism

 Save you time and money

 Improve your service to  bidders & sellers

Want internet bidding at your  live auctions? 

SOLD IISOLD II®® brings internet bidding and your live auctions together like no one else.   brings internet bidding and your live auctions together like no one else.  

SOLD IISOLD II®®

“Often copied, but never equaled.”“Often copied, but never equaled.”

http://www.auctioneers.org
http://www.auctioneers.org
http://www.soldII.com
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Ryan George, through 
Biplane Productions, 
has helped Auction-

eers market more than 
2,300 auctions across 
43 states. For the past 
five years, George has 

built an average of 
more than 1,000 print 

ads and more than 600 
pages of direct mail 

each year, in addition 
to consulting, writing 
news releases, build-

ing proposals and 
coordinating online 
marketing. George 

has written articles for 
multiple publications, 

including trade maga-
zines, lifestyle tabloids 

and newspapers. In 
2004, he published his 

first book and began 
speaking at Auctioneer 
events on the state and 

national stage. Since 
March 2007, he has 

published a biweekly 
article related to auc-

tion and/or small busi-
ness marketing. The 

articles are distributed 
to hundreds of sub-
scribers via e-mail.

Connect	with	Ryan	at	
the	following:

Facebook.com/BiplaneProductions
Twitter.com/ryplane

mail@ryangeorge.net

The other day, I had a rousing 
conversation with one of my buddies 
in the auction business, talking about 
whether real estate Auctioneers will 

be replaced by self-serve auction websites like 
AuctionPoint.com (commercial) and eBay.com 
(residential). He pointed to the cattle and auto 
auction professions and how bid callers are 
getting downsized left and right, being replaced 
by online bidding portals.

It’s happening all over America — technology 
replacing the labor force, particularly the least 
adaptable portions of it. And it’s undeniably 
happening in the live auction industry. 
Candidly, as someone who wins his bread from 
advertising live auctions, I wonder where I’ll be 
a decade from now.

Thankfully, many of my clients are ahead of 
the curve, running to beat this technology to 
the pass. And I don’t think full-serve auction 
marketing will grow extinct in my lifetime. For 
hundreds of years, people have needed fair, 
transparent, accelerated marketing. That need 
will be here after my obituary is written. How 
that need will be fulfilled, though, will require 
adaptation by the entire industry.

Adaptation

A decade ago, during the dot com bubble, 
billions of dollars were spent on the idea 
that self-service Internet would replace full-

service brick and mortars. In many cases, that 
happened — if not for whole industries at least 
for specific segments of them. Most sports 
card and comic book stores either moved their 
inventory into online stores or closed their 
doors. Most travel agents either moved to niche 
markets (and many have successfully) or moved 
on to new careers. You get the idea.

Industrial adaptation isn’t exclusive to our 
online generation. Pontiac Spring and Wagon 
Works prolonged its death for roughly a century 
by switching to automobiles and eventually 
selling to General Motors. The Pullman 
Company, at the decline of the passenger rail 
era in America, diversified to trolleys and 
buses, and then it transitioned to automotive 
parts manufacturing and specialty contracting. 
Nokia, a small manufacturer of galoshes and 
rubber products, acquired Finnish Cable Works 
and subsequently became a dominant world 
player in industrial and consumer electronics.

These companies stayed alive or even grew 
exponentially by asking, “What growing needs 
can we effectively meet?” instead of “How can 
we keep making wooden wagons, railroad cars 
or rubber boots?”

The question for the auction industry is not 
“How do we convince people of the value of 
a bid caller?”—any more than it is “How do 
we prove the value of horse-drawn wagons?” 
No, the question will be “How do we market 

Will self-service websites 
affect your business?
Auctioneers must prove their worth 
in the marketplace

property in a way that someone can’t do 
on their own — or at least in a way that 
someone is willing to pay someone else to 
do for them?”

Finding buyers

I’m inextricably biased, but I see the 
core value of the professional auction 
marketing process to be the ability to 
gather motivated bidders through a multi-
faceted advertising campaign. If the right 
buyer doesn’t know about the auction, he 
won’t be there in person or online to bid. 
If the right bidders or referring agents 
aren’t reached through compelling media, 
they won’t drive the sales price. Throwing 
an auction on a website or network of 
affiliated websites may find a buyer for 
someone in the self checkout lane; but 
it’s less likely to find its highest price. I’ve 
always been told that a successful auction 
— especially an absolute one — requires 
only two bidders; but sale price is often 
relatively-proportional to the quantity of 
bidders.

“Well, the difference in price I could 
achieve with a full-service Auctioneer 
isn’t any more than the double-digit 
commission that leading Auctioneers 
charge to make that difference,” a self-
service seller might retort. And this is what 
my industry friend asserted.

But I know an Auctioneer who once 
proposed 100 percent commission and got 
the auction under those terms (because 
the sellers just wanted the subject property 
off their hands). I remember helping one 
Auctioneer with a proposal, when he 
knew the proposal against which he was 
competing would be requesting half the 
commission percentage. My conversation 
with him was unforgettable. He told me, 

“We just have to prove we’re worth twice 
the cost.”

Value proposition

Proving where we add value and enough 
value to equal our fees will be one of the 
main challenges facing auction marketers 
in the future, as self-service websites 
attract more MLS agents and FSBO (For 
Sale By Owner) properties. Different 
Auctioneers will have different valid 
answers to the question of value. It might 
be their unparalleled experience and 
connections within 
a geographic or asset 
market. Their worth 
might come in their 
reporting and CRM 
(customer relationship 
management) 
infrastructure or in 
their affiliate network’s 
cumulative reach. 
Maybe it will be the 
incorporation of 
multiple, simultaneous 
bidding platforms. 
It might just be the 
bandwidth of staff and 
auction events to handle 
the headaches others 
want to unload or the 
size of portfolios being 
liquidated.

On the flip side —I n 
the absence of sufficient 
provable added value — 
the answer might even 
be lower commissions 
and/or fewer marketing 
fees. (I still shake 
my head when I see 
“sale-day labor,” “A/V 

rental,” “photocopies,” and similar charges 
in advertising budgets. Shouldn’t that be 
covered by the double-digit commission?)

The solution won’t be a one-size-fits-all 
number or universal defense. It will be 
a case-by-case adaptation. And it won’t 
be easy or static — just necessary. Are 
you ready to answer those questions? 
Can you prove you’re worth your hire in 
an increasingly self-served, connected 
economy? If not, what color is your 
parachute? 

http://www.auctioneers.org
http://www.auctioneers.org
http://www.biddercentral.com
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Steve Proffitt

Steve Proffitt is general 
counsel of J. P. King 

Auction Company, Inc. 
(www.jpking.com). 

He is also an Auction-
eer and instructor at 

Mendenhall School of 
Auctioneering in High 

Point, N.C., and Rep-
pert School of Auction-

eering in Indiana. He 
welcomes questions 
from readers about 

auctions and auction-
eering. Readers’ com-

munications may be 
edited and revised. 
Proffitt will answer 
selected questions, 

but he cannot provide 
personal answers. His 

answers do not rep-
resent legal advice or 

the formation of an 
attorney-client relation-
ship and readers should 

seek advice from their 
own attorneys on all 

matters. Please submit 
questions to sproffitt@
jpking.com or c/o J. P. 

King Auction Company, 
Inc., 108 Fountain Av-

enue, Gadsden, 
AL 35901.
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An Auctioneer asked me a question 
about the buyer’s premium. He 
said he knew that he served as an 
agent for his sellers, but due to 

the common use of the buyer’s premium and 
increases in the percentages charged for it, 
buyers often “pay more money to Auctioneers 
on sales than the sellers of the property do.” 
This caused the Auctioneer to wonder whether 
this “financial arrangement” has any effect on 
his “legal relationship with buyers” such that he 
becomes “an agent for them, too.” 

One of the easiest ways to come to a wrong 
conclusion is to incorrectly analyze an 
issue. That’s the case with this Auctioneer. 
He correctly stated that an Auctioneer’s 
relationship to a seller is that of an agent to 
a principal. This is fundamental law and an 
agent works under the direction and control of 
a principal and owes certain duties to advance 
and protect the principal’s interests falling 
within the relationship. Unfortunately, that’s as 
far as the Auctioneer got before he veered from 
right and into wrong. 

Nothing unethical

Let’s start with a brief examination of the 
marketing tool commonly referred to as the 
“buyer’s premium.” It is a price surcharge that 
works as a stated percentage authorized by the 
terms of an auction to be added to the hammer 
price for a lot to become the lot’s selling price. 
So a 15-percent buyer’s premium in effect for 

a lot knocked down for $100 would be a $15 
add-on to make a selling price of $115. The 
buyer’s premium is a matter of contract, and its 
use is legal in every U. S. jurisdiction. Contrary 
to what some bidders and a few Auctioneers 
have claimed over the years, there is nothing 
unethical about charging a buyer’s premium.  

Indeed, as the Auctioneer rightly observed, 
the buyer’s premium has become the norm 
and is now widely used across the auction 
markets. The Auctioneer is also correct that 
the percentage charged for the premium has 
risen over the years. What started as typically 
a 10-percent addition 40 years ago is now 
commonly charged at 12 to 20 percent. Several 
years ago, I urged our company’s management 
to move beyond a 10-percent buyer’s premium 
and offer sellers the option of charging more. 
We did, and it has been well received by sellers. 
Awhile back we had an $18 million sale with a 
15-percent buyer’s premium in effect. Our seller 
was very happy. 

Now let me answer the question which is a 
common one and often framed by buyers like 
this: “Since I pay the Auctioneer a buyer’s 
premium for his commission, doesn’t that make 
the Auctioneer my agent?” 

The object of this question is to set up an 
argument that the buyer’s premium creates 
a conflict of interest for the Auctioneer — 
i.e., a dual agency relationship in which the 
Auctioneer represents both the seller and the 
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buyer. This argument is fatally flawed, 
though, and finds no support in either 
the law of agency or the mechanics of the 
proper use of the buyer’s premium. 

The problem starts with the question’s 
underlying premise being wrong. A buyer 
does not pay an Auctioneer a selling 
commission for selling property to the 
buyer. That assertion is incorrect. When 
it comes to paying the purchase price 
for an auction lot, a buyer doesn’t pay an 
Auctioneer anything. The Auctioneer’s role 
is simply to receive payment of the sale’s 
proceeds from the buyer and on behalf of 
the seller.

Buyer has no contract

An auction sale works like this. An 
Auctioneer knocks a lot down to a buyer 
and the buyer enters into a contract 
for sale with the seller to purchase the 
property. The keystone of this contract 
is the buyer’s agreement to pay the seller 
the purchase price for the lot in exchange 
for the seller’s timely delivery of title and 
possession of the subject property. The 
Auctioneer acts solely as an agent of the 
seller and is not a party to the contract for 
sale. This means the Auctioneer has no 
entitlement to any of the sale’s proceeds 
paid by the buyer to the seller and this 
includes the buyer’s premium. As noted, 
the buyer’s premium is a component of the 
lot’s purchase price and is not a separate 
commission paid to the Auctioneer. A 
buyer has no contract with an Auctioneer 
to pay the Auctioneer any compensation 
and does not do so. 

The compensation that an Auctioneer 

earns from an auction sale is provided 
for in an agreement that is made solely 
between the seller and the Auctioneer. 
This agreement is the auction contract, 
and it is the source of the agency 
relationship between these parties. The 
auction contract defines the full range 
of the parties’ rights and responsibilities 
with regard to the auction and all related 
matters. 

No bidder or buyer is a party to the 
auction contract 
and, consequently, 
only the seller and 
the Auctioneer 
are involved in the 
agreement for the seller 
to pay the Auctioneer 
for services rendered. 
An auction contract 
states the Auctioneer’s 
commission and the 
seller’s agreement 
to pay it. The fact 
that the Auctioneer’s 
compensation 
ultimately comes 
from the pool of sale 
receipts collected 
from buyers does not 
establish an agency 
relationship between 
any buyer and the 
Auctioneer. Payment to 
the Auctioneer of the 
selling commission is 
made by the seller and 
no one else. 

Here’s a closing point. 
An agency relationship 

arises out of a consensual agreement 
between a principal and an agent for 
the agent to represent the principal 
in a specific capacity. No Auctioneer 
consents to an agency agreement with a 
buyer in exchange for direct payment to 
the Auctioneer of a buyer’s premium to 
become the Auctioneer’s compensation 
from the buyer. The Auctioneer’s sole 
agency agreement is with the seller and the 
proper use of the buyer’s premium does 
not alter that. 
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NEWS NEWS

By Bryan Scribner
editor

J.J. Dower, CAI, AARE, is the new Vice 
President of the National Auctioneers 
Association.

In a contest that required two run-off 
elections, Dower received 302 votes in 
the final round of voting during the 
NAA’s annual election July 14. Paul C. 
Behr, CAI, BAS, of the World Wide Col-
lege of Auctioneering Inc., Mason City, 
Iowa, received 248 votes.

Before the vote, Dower, of Ayers Auc-
tion & Realty, MarkNet Alliance Mem-
ber, LaFollette, Tenn., told members one 
of his goals would be to help control the 
costs of Conference and Show.

“No matter what the cost, the knowl-
edge and tools I have gained have been 
invaluable,” he says of his Conference 
and Show experiences. “I have never left 
without taking something home to use in 
our business.”

He says he would like to recruit more 

members, and, more importantly, retain 
them. Quality educational programs, 
including online training, also are priori-
ties, he says.

“We, as leaders, must define who we are 
and what member benefits and services we 

better can provide in order to keep mem-
bers,” he says.

Auctioneers also must embrace change, 
he says, and prepare for economic fluctua-
tions.

Election takes three rounds of voting
Vice President says member retention,  
online education are priorities

“I will work to give you, as NAA 
members, the tools and resourc-
es you desire and require to grow 
your business in this unique time 
in history,” he says.

New Directors

Also during the election, NAA 
Auctioneers selected two new 
Directors.

Jimmie Dean Coffey, CAI, 
AARE, BAS, CES, GPPA, of 
United Country - Coffey Realty 
& Auction, Bloomington, Ind., 
had 367 votes, and Rich Schur, 
CAI, BAS, GPPA, of Schur Suc-
cess Auction & Appraisal Inc., 
Colorado Springs, Colo., had 327 
votes.

Coffey says he plans to collabo-
rate with the auction industry’s 
young professionals and con-
tinue to help the NAA improve 
upon technology and communi-
cations.

“We have to adopt an online ed-
ucation program,” he says. “NAA 
must be a data and analytic 
resource hub for our members.”

Schur says he is thrilled about 
the auction industry’s future.

“We’re going to have to rethink, 
reshape, reclassify … Now is 
the time for me to step in and 
truly make a difference using my 
experience as an Auctioneer and 
my previous business experi-
ence,” he says.

Auctioneers Foundation

The election took place during 
the NAA and National Auction-
eers Foundation’s Annual Busi-
ness Meeting at Conference and 
Show in Orlando, Fla. 

The NAF accepted the entire 
slate of leaders for its 2011-2012 
Board of Trustees.

Randy Ruhter of Ruhter Auction 
& Realty Inc., Hastings, Neb., is 
Vice President, and the NAF’s 
new Trustees are Marvin Hen-
derson of JAH Enterprises Inc., 
Henderson Auctions, Livingston, 
La.; Sherman Hostetter Jr., CAI, 
AARE, CES, GPPA, of Hostetter 
Auctioneers, Beaver Falls, Pa.; 
and Homer Nicholson, AARE, 
CES, of Nicholson Auction & 
Real Estate, Ponca City, Okla.

Benny Fisher, CAI, of Fisher 
Auction Co. Inc., Pompano 
Beach, Fla., is NAF President. 

C O N F E R E N C E  A N D  S H O W
•••C & S•••

J.J. Dower, CAI, AARE, gives his speech before the annual election for NAA Vice President 

during the 2011 Conference and Show on July 12-16 in Orlando, Fla. Dower ran alongside 

fellow NAA Auctioneers Paul C. Behr, CAI, BAS, Jay Nitz, CAI, and Shawn Terrel, CAI, 

AARE. Photo by Bryan Scribner

The NAA’s new President, Christie King, CAI, AARE, BAS, presents 

the Presidential Clock to Past President B. Mark Rogers, CAI, AARE, 

during the annual President’s Gala on July 14. King officially became 

the NAA’s first female President during the evening event. Please 

see pages 8-15 for a feature on the association’s new President. 

Photo by Mathews Photographers

http://www.auctioneers.org
http://www.auctioneers.org
http://www.cus.com
http://www.conferenceandshow.com


AUCTIONEER | AUGUST 2011 [33][32] AUGUST 2011 | AUCTIONEER www.auctioneers.orgwww.auctioneers.org

Inflation looms

Despite his mostly positive analysis, 
Beaulieu says inflation could soon af-
fect employees’ standards of living. 

He says that as inflation hits, raises 
might be in order to keep employees 
satisfied and, as a result, maintain 
good customer service.

As the potential for tax increases are looming, Beaulieu says it’s a 
good time for business owners to be more vocal and to talk with 
their tax advisers.

In the coming years, Beaulieu also predicts the boom-bust cycli-
cal trend of the past 20 years will begin to subside in the U.S. 
economy. 

He says the “recession” word has been blaring, but there’s plenty of 
potential for the country’s economy.

“If you’re worried about leaving something better for your chil-
dren than what you had before, if you’re worried about what your 
future will be - understand it’s better, it’s brighter than it’s been in 
a while,” he says. “We will fix our problems.” 

By Bryan Scribner
editor

There are many reasons to have a positive outlook for the future 
of the U.S. economy; however, inflation could be on the horizon, 
says Alan Beaulieu, president of the Institute for Trend Research 
(ITR), Boscawen, N.H.

Beaulieu made the prediction in his keynote speech during the 
62nd annual International Auctioneers Conference and Show on 
July 13.

“Understand we are not the late great United States of America,” 
he says. “We have a lot of things going right for us, and our busi-
ness models and our different business plans should reflect that.”

In “The Future is Your Decision,” Beaulieu made a point that 
people should have more money to spend in 2012.

He says the stock market will do well in the short term; however, 
another recession is likely in 2013-2014.

Despite media reports, he says the overall employment trend is 
good because private-sector employment is increasing.

Plus, he says, banks have a lot of cash and they want to lend it 
to qualified borrowers. Banks have $1 trillion in excess capital 
reserves, and consumers have saved $600 billion.

“We have enough cash to make an offer to buy Canada,” he says. 
“The potential there is huge as we go forward.”
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The National Auctioneers Association 
inducted three members into its Hall of 
Fame on July 14.

The association honored J. Craig King, 
CAI, AARE, CCIM, of J.P. King Auction 
Co., Gadsden, Ala.; Dean Howard, CAI, 
AARE, CES, of Dean Howard & Daugh-
ters Auction Co., Decatur, Tenn.; and Joe 
Wilson, CAI, of Wilson Auctioneers Inc., 
Hot Springs, Ark.

King’s sister, Christie King, CAI, AARE, 
BAS, welcomed him at the podium dur-
ing the President’s Gala and Hall of Fame 
Awards event at the NAA’s annual Confer-
ence and Show in Orlando, Fla. Earlier that 
evening, Christie King became the associa-

tion’s first female President.

In 1992, Craig King became President 
and Chief Executive Officer of boutique 
auction firm J.P. King, which specializes in 
luxury real estate and auctions of valuable 
assets. Throughout his career, he has per-
sonally sold more than 10,000 properties 
with sales prices totaling $1 billion.

Howard joined the NAA and the Tennes-
see Auctioneers Association after complet-
ing auction school in 1975. In 1980, he was 
elected President of the state association 
and would go on to be inducted into the 
organization’s Hall of Fame in 1993. From 
1991 to 1993, Howard served as a Director 
for the NAA.

Committed to lifelong learning, Howard 
was part of the charter class of the Certi-

fied Auctioneers Institute (CAI).

Wilson has served the auction industry 
in several leadership positions in the past 
30 years. He was elected Director of the 
NAA in 1996 and five years later served as 
President. 

After serving as President, Wilson went on 
to lead the largest fund-raising initiative in 
the association’s history, getting more than 
$3 million in donations.

In 1989, Wilson was appointed by then 
Gov. Bill Clinton to serve on the Arkansas 
Auctioneers Licensing Board, for which 
he would eventually become chairman. A 
Past President of the Arkansas Auctioneers 
Association, Wilson joined his father as a 
member of this association’s Hall of Fame 
in 2003. 

Keynote speaker predicts strong  
economy in short term

•••C & S••••••C & S•••NEWS NEWS

Alan Beaulieu, president 

of the Institute for Trend 

Research (ITR), Boscawen, 

N.H., gives his keynote pre-

sentation at the 62nd annual 

International Auctioneers 

Conference and Show on 

July 13. The economist says 

Auctioneers should expect 

consumer spending to be on 

the rise, at least in the short 

term. Photo by Bryan Scribner

Three members enter Hall of Fame

National Auctioneers Association mem-
bers helped raise $55,696 in support of 
the association during its Fun Auction 
on July 13 at Conference and Show in 
Orlando, Fla. A heads and tails game 
during the event brought more than 

$4,100. In addition, NAA Auctioneers 
purchased two wagons in support of 
St. Jude Children’s Research Hospital 
during the finals of the International 
Auctioneer Championship on July 15. 
Spanky Assiter, CAI, AARE, of Assiter & 

Associates Auctioneers, Canyon, Texas, 
and Scott Shuman, CAI, of Hall & Hall 
Auctions, Eaton, Colo., each bought a 
wagon. The purchases helped raise more 
than $6,000 for St. Jude.

Giving back

http://www.auctioneers.org
http://www.auctioneers.org
http://www.hallandhall.com
http://www.xcira.com


AUCTIONEER | AUGUST 2011 [35][34] AUGUST 2011 | AUCTIONEER www.auctioneers.orgwww.auctioneers.org

By Bryan Scribner
editor

The National Auctioneers Association Auxiliary inducted Janet 
Shearer of Auction Services, Kissimmee, Fla., into its Hall of Fame 
on July 13 during its annual luncheon at Conference and Show in 
Orlando, Fla.

Shearer works in the auction business as a clerk, cashier, bid 
spotter and in several other roles. She is a Past President of the 
Auxiliary and past Chairwoman for convention planning.
In a speech prepared for her Hall of Fame induction, Shearer’s 
husband, Don Shearer, CAI, BAS, CES, GPPA, is quoted as saying, 
“She is so thorough, that she even proofreads her carbon copies.”

In addition to the auction business, Janet Shearer worked for 
more than 25 years in elementary education. She has two daugh-
ters.

“It’s an honor to be standing up here with all of these wonderful 
people,” Shearer said after receiving the honor. “I appreciate it 
more than you know.”

During the event, the Auxiliary also awarded scholar-
ships to three young adults. Since 1993, the Auxiliary 
has given 53 scholarships, comprising more than 
$82,000.

The Auxiliary awarded the $2,000 scholarships this 
year to Angela Bohn, Luke Sheridan and Kayla Inman.

A big portion of the scholarship funding has come from proceeds 
of print sales for “Unsung Heros,” a painting by Joani Mangold of 
Mangold Auction Service, Wickenburg, Ariz. Rights to exhibit the 

original oil painting also are auctioned annually during the Fun 
Auction portion of the lunch.

Sales of the prints have raised more than $50,000.

Lori and Mike Jones, CAI, GPPA, sponsored the 
painting again this year for $550. At the couple’s auc-
tion school, The Texas Auction Academy, Mike and 
Lori Jones have sold prints of the painting to raise 
more than $25,000 in support of the Auxiliary.

Lori Jones is the new Chairwoman for the Auxiliary, and Cindy 
Soltis-Stroud, CAI, BAS, is Vice Chairwoman. The group’s newest 
Directors are Angela Johnson and Annette McCurdy. 

•••C & S••••••C & S•••

Joani Mangold (right) of Mangold Auction Service, Wickenburg, 

Ariz., presents Janet Shearer of Auction Services, Kissimmee, 

Fla., with the NAA Auxiliary’s Hall of Fame award July 13. The 

Auxiliary celebrated its 60th anniversary this year. Photo by  

Bryan Scribner

By Bryan Scribner
editor

When it comes to bankruptcy auctions, it’s a fair bet to say 
many Auctioneers want to know the best ways to get the busi-
ness.

And that, in part, is why representatives from The National 
Association of Bankruptcy Trustees were available during 
the National Auctioneers Association’s 2011 Conference and 
Show.

Neil Gordon, who will become the NABT’s President this 
year, says that in addition to more traditional items, such as 

Bankruptcy trustees need Auctioneer specialists

business equipment and furniture, trustees handle raw land, wine, 
art, boats, antique rifles, jewelry, stocks, patents, memorabilia and 
more.

In the past few years, he says there has been an average of more 
than 1.6 million bankruptcy cases annually in the U.S. There are 
about 1,200 bankruptcy trustees in the nation.

Earn the business

To earn business from these trustees, it’s all about awareness, and 
that’s a big reason why the NAA and NABT created a partner-
ship about one year ago, says Tamara Ogier, who will become the 
NABT’s President-Elect this year.

“We sell everything, and there’s really nothing that’s too weird for 
us to sell,” she says. “That’s where you guys (Auctioneers) come in. 
We need help. We don’t know about all these things. We just know 
that somebody has it, and it might have some value.”

She says a variety of auction professionals are necessary to help 
sell many assets. NABT trustees are being encouraged to find the 
right Auctioneers for specific markets.

“Know what you’re good at, and tell the trustee about that,” she 
says.

She also recommends that NAA Auctioneers be persistent in their 
quests to earn bankruptcy business. She says it’s a good idea to 
take some auctions that might not make any money, as this could 
build goodwill between Auctioneers and trustees.

“They’re people,” she says. “If you keep putting your name in front 
of them, eventually there may be a need.”

In her law office, Ogier says paralegals often help her find the 

right Auctioneers. Therefore, she says it can’t hurt for Auctioneers 
to market their services toward support staff, as well.

NAA Auctioneers who become members of the NABT can access 
directories and forums that might help them find, or offer assis-
tance to, trustees in their areas. 

Tamara Ogier and Neil Gordon of The National Association of Bank-

ruptcy Trustees answer questions July 13. Photo by Bryan Scribner

NEWS NEWS

NAA Auxiliary names Hall of Famer, 
scholarship winners

Camille Booker (left), CAI, CES, won 

the women's division of the 2011 In-

ternational Auctioneer Championship 

on July 15. Megan McCurdy, CAI, BAS, 

came in second, and Angie Meier took 

third place. NAA Auctioneer Curtis 

Wetovick (center), 17, of Fullerton, 

Neb., won the International Junior 

Auctioneer Championship. Joseph 

Mast (right), CAI, won the men's divi-

sion of the IAC, while Dustin Rogers 

came in second, and Jason Miller took 

third. Also during the IAC finals, Kurt 

Johnson, CAI, BAS, of Kurt Johnson 

Auctioneering Inc., White Bear Lake, 

Minn., won the Chuck Cumberlin 

Sportsmanship Award. The honor rec-

ognizes IAC competitors who do not 

make it into the finals but exemplify 

outstanding sportsmanship. Photo by 

Nathan Brunzie
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By Bryan Scribner
editor

A five-percent increase in customer loyalty 
can drive a 25-percent to 85-percent in-
crease in profitability, says Phil Monetti of 
The Integrity Team Inc., Severn, Md.

And profitability and growth is the goal 
of the “service-profit chain,” a concept 
Monetti presented to National Auctioneers 
Association members July 15 during “The 

V-Factor: Creating more Value for Clients.”
The presentation was part of Conference 
and Show.

In order to achieve customer loyalty, 
Monetti says customers must perceive that 
they get value over what they actually pay 
for goods or services. 

Productive employees drive customers’ 
value perceptions, therefore, employees 
must be loyal to their companies.

“One of the strengths of your business is 
the loyalty,” Monetti says. “I bet half of the 
(Auctioneers) that I met (July 14) have 
relatives in the business. That gives you a 
real important understanding of one of the 
reasons you’re successful.”

Employees must be satisfied with their 
employers to promote this loyalty. It’s im-
portant that business leaders, then, make 
employees feel important, engaged and 
respected, he says. 

INTERACTIVE  AUCTION  SYSTEMS
WITH  REAL  TIME  AUDIO & VIDEO  BROADCAST

NO SET UP COST , 0% ON YOUR SALE, LOW COST PER EVENT ONLY.
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WITH MORE THAN 1600 CLIENTS.
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By Bryan Scribner
editor

In “Running the Family Business: The 
8 Biggest Challenges,” Greg McCann, 
founder of McCann & Associates, 
Deland, Fla., told National Auctioneers 
Association members that if they include 
their families correctly in their business-
es they will have a strategic advantage in 
the marketplace.

Unfortunately, McCann says only a third of family businesses 
survive from generation to generation. Only a third of family 
businesses have strategic plans, and only a third have estate plan-
ning beyond a will.

So, at a time when U.S. family businesses now comprise more gen-
erations than ever, McCann says it’s important to have transition 
plans in place.

These plans provide clear goals, and they give family business 
owners a way to measure outcomes. They also help leaders navi-
gate change, and they base decision making on core company 
values. 

When putting together a plan, though, McCann says family busi-
ness owners must seek the advice of others.

“If you invest other people in a goal … your chances of succeeding 
go up three times, 300 percent more likely to achieve this,” he says 
The July 15 presentation was part of the NAA’s annual Conference 
and Show. 

By Bryan Scribner
editor

Most businesses don’t really work, says 
Bob Clements, an owner and director 
of marketing for E-Myth Benchmark, 
Des Moines, Iowa.

In his Conference and Show presenta-
tion July 14, “E-myth: Auctioneering 

Practice vs. the Business,” Clements exposed the myth that most 
small businesses are started by entrepreneurs.

He says they’re not.

Instead, he says technicians - those people who know how to 
perform the work - start businesses under the incorrect belief 
that they know how to run them. 

And that, Clements says, is why most businesses fail to produce 

Seminar reveals reasons why some businesses fail

Service, leadership promotes profitability

Phil Monetti of The Integrity Team Inc., Severn, Md., talks with NAA Auctioneers on July 15 during “The V-Factor: Creating more 

Value for Clients.” The Conference and Show presentation helped explain the concept of the “service-profit chain,” which helps busi-

ness owners better understand the steps they must take to achieve profitability and growth. Productive and loyal employees are an 

important part of the “chain.” Photo by Bryan Scribner

Transition plans help family businesses survive

the results that their owners desire.
If a business is not succeeding, Clements 
says in most cases the blame should not 
be placed on the economy, employees, 
products or services. It’s rather the owners 

themselves who must make changes, and 
to do this they must redesign themselves.

He recommends business owners seek to 
create a sustainable business that can even-

tually be sold. If a business is not market-
able, it’s simply a practice, he says.

“A practice depends on you, a business 
doesn’t,” Clements says. 

McCann 

Clements
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Your Long Rangers are going 
to be around for a long time.

So are we.
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It’s true that the Long Ranger 4 will be discontinued 
in the not too distant future due to the obsolesence 
of a critical circuit board part. Right now, however, 
there are still quite a few new systems available. 

The factory has a stockpile of the critical part on 
hand to provide continuing repair services for many 
years to come. If you have been considering the 
purchase of a Long Ranger, now is the time.

The reason we paid for this ad is to let you know 
exactly what is going on, with no nonsense and no 
surprises. That’s just how SV2 and Lectrosonics do 
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USB Drives
AuctionZip

www.auctionzip.com

Alabama Auctioneers  
Association

Presidential and  
Hall of Fame  

Tribute Reception
www.alauctioneers.org
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http://www.svsquared.com
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By Bryan Scribner
editor

A
uctioneers who want to attract 
more people to, and get more 
money from, their benefit auctions 
might want to consider visiting 
Baltimore in September.

That’s where the best and brightest from 
the benefit world plan to meet, Sept. 12-
13, for the Benefit Auction Summit. The 
event, which will take place at the Admiral 
Fell Inn, is open to all Auctioneers and will 
include a “Crab Feast” dinner from the 
Auctioneers Association of Maryland on 
Sept. 11.

The first day of the summit features a 
presentation from 
Darron Meares, 
CAI, BAS, MPPA, 
of Meares Auction 
Group, Pelzer, S.C.

The session, 
“Understanding 
Generational 
Differences 
in Order to 
Facilitate Change 

for Your Clients,” is designed to help 
Auctioneers provide their clients with a 
better understanding of their audiences, 
no matter what the demographics, Meares 
says.

Young buyers

One of the biggest challenges in benefit 
auctions is getting younger buyers to 
spend money, Meares says. Many of them 
feel the cost of a dinner ticket is the end of 
the charitable donation.

Meares says young people have the money 
to spend, but it’s up to the Auctioneer to 
change the way they think about giving. 
So, in his presentation, Meares says he 
will discuss how benefit Auctioneers can 
connect young people to certain causes 
and “pull the right strings” to encourage 
increased bidding.

One way in which Auctioneers can better 
relate to younger generations is through 
social media. It’s not enough, Meares says, 
to simply have a presence on a website 
such as Facebook.

Rather, Auctioneers must know how to use 
the sites for specific business purposes, and 

he plans to provide some best practices, 
such as how to effectively invite people to 
events via social media.

Above all, Meares says Auctioneers 
should attend the summit to network with 
fellow National Auctioneers Association 
members.

“Anybody that wants to either get into the 
benefit auction area or excel their business 
should come to the event because of the 
exchange of ideas,” he says.

Jason Demicheli, BAS, of Portland, Ore., 
who attended last year’s Benefit Auction 
Summit in San Antonio, says other benefit 
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2011 Benefit Auction Summit
Sept.	12-13	|	Admiral	Fell	Inn	|	Baltimore

Monday,	Sept.	12
8	a.m.	–	9	a.m. .......................... Speed Meet and Greet

9	a.m.	–	10:30	a.m. ................. “Understanding Generational Differences in Order to          

                                             Facilitate Change for Your Clients”

10:45	a.m.	–	Noon .................. “Choosing the Best A/V for your Auction Event”

1	p.m.	–	2:30	p.m. ................... “How Auctioneers Help Non-Profits Become More  

                                             Successful”

2:30	p.m.	to	4	p.m. ................ Sponsor presentations

4:15	p.m. ...................................... Reception

Tuesday,	Sept.	13
8	a.m.	–	9:45	a.m. ................... “Benefit Auctions IGNITE”

10:15	a.m.	–	Noon ................... “Client Consulting ... There’s an App for That”

Noon	–	1	p.m. ............................ Lunch and Fun Auction

1	p.m.	–	2:30	p.m. ................... “Great Ideas Session”

2:30	p.m.	–	4	p.m. .................. “Managing the Media: In Front of the Camera or Behind the  

                                             Microphone”

Sign up for the Benefit Auction Summit at www.auctioneers.org, call (913) 563-5428 or 

e-mail education@auctioneers.org.

It’s going to help 
you understand 

how to make your 
benefit auctions more 
effective and how to 
bring in more money. 

Jason Demicheli, BAS
Portland, Ore.

ben·e·fit |1ben  fit|
noun
1 an advantage or profit gained from something : tenants bought their houses 
with the benefit of a discount | enjoy the benefits of being a member | unin-
formed critisim is of benefit to no one.

2 a payment or gift made by an employer, the state, or an insurance company : 
welfare benefits | wages and benefits.

3 a public performance or other entertainment of which the proceeds go to a 
particular charitiable cause.

BENEFIT AUCTION  
SUMMIT TO FEATURE  
SOCIAL, BROADCAST  
MEDIA TRAINING

Auctioneers helped him gauge what was 
and wasn’t working across the country. He 
took back to his company new auctioneering 
methods and ideas that ultimately rewarded 
his benefit auction clients.

“It’s going to help you understand how to 
make your benefit auctions more effective and 
how to bring in more money,” Demicheli says.

Understand media

Something else that could help increase the 
bottom line for 
benefit auctions is 
media exposure, and 
that’s something Bill 
Menish, CAI, AARE, 
BAS, of Menish 
Auctions, Louisville, 
Ky., plans to help 
Auctioneers better 
understand.

An Auctioneer and 
20-year veteran in broadcast journalism, 
Menish will present “Managing the Media: 
In Front of the Camera or Behind the 
Microphone.”

He says his presentation will focus on how 

Auctioneers can get the attention of media 
outlets before, during and after auctions. He 
also will reveal best practices for preparing for 
interviews and other media opportunities.

Menish says it’s easier to get stories picked 
up than many Auctioneers might think; 
however, they have to know how to define the 
newsworthiness of their events in order to 
attract producers and editors.

“Auctions have never been as prevalent and 
as commonplace in the vernacular as much 
as they are today,” Menish says, referring to 
auction-based TV programs and news stories 
covering auctions of celebrity memorabilia.

Menish strongly recommends Auctioneers 
build relationships with members of the 
media in their communities.

“The same thing that gets you auctions in the 
nonprofit world will get you the attention in 
the media world,” he says. “You have to build 
strong relationships so that when you call, you 
get the phone call answered.”

In addition to his career as an Auctioneer, 
Menish is an anchor for NBC affiliate WAVE 3 
News in Louisville. Menish has won 15 Emmy 
Awards and the Edward R. Murrow Award. 

Meares

Menish

Oxford American Dictionaries

http://www.satelliteprolink.com
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Some say it’s 
OK to form 
relationships with 
funeral directors, 
others liken it to 
ambulance chasing

By Sarah Bahari 
contributing writer

Auctioneer Matthew Price 
follows a couple of simple rules: 
Cold calls do not work. Neither 
do e-mails or text messages. 
To build a relationship with a 
funeral director, Price insists on 
face-to-face meetings.

“We’ve gotten so used to 
communicating electronically 
these days,” says Price of Blue 
Hound Auctions in Fuquay 
Varina, N.C. “It’s important 
to sit down and meet with the 
directors one-on-one to let 
them know who you are and 
what you are about.”

Estate sales are big business 
for Auctioneers, but building 
relationships with funeral 
home directors can be a tricky 
subject. Some Auctioneers say 
they avoid doing so because 
they do not want to be seen as 
ambulance chasers. Instead, 
many seek out lawyers or 

bankers who work in estate 
planning.

Others disagree, saying funeral 
directors are among the most 
vital professional contacts and 
typically appreciate having 
information to pass on to 
clients. Using a warm, personal 
touch can help shed any 
awkwardness, they say.

Planning pays

The topic is likely to gain 
traction in coming years as 
the first of the baby boomers 
are turning 65 and many think 
about downsizing.

Price, who tries to meet 
frequently with funeral 
directors, lawyers and bankers, 
says the directors can be 
particularly helpful when 
working with clients to draft 
end-of-life plans.

“More and more people want 
to have a plan in place for when 
the time comes,” Price says. “In 
those cases, it pays to have a 
good working relationship with 
a funeral director.”

Not all Auctioneers have had 
the same experience.

In 1979, Ed Roumillat of 
Roumillat’s Auction in 

Charleston, S.C., contemplated 
sending letters to funeral 
directors. The South Carolina 
Auctioneer commissioner at 
the time told him not to do so.

“You don’t want to be 
known as an ambulance 
chaser,” Roumillat recalls the 
commissioner saying.

Alternative sources

To drum up business, 
Roumillat instead turned to 
bank trust officers, who play 
a significant role in estate 
planning. This route has been 
increasingly successful over the 
years, as word of his business 
spread among bank officers.

An unexpected source, 
retirement homes, has provided 
referrals for Roumillat and 
other Auctioneers. Older 
people who downsize seek out 
his assistance for estate sales. 

In these cases, Roumillat says 
he has learned to slow down 
and listen to clients’ stories.

“People might want to ramble 
on about something. Someone 
will have an old letter opener, 
but they remember using that 
letter opener to open letters 
from a boyfriend in the 1940s,” 
Roumillat says. “You need to 

listen to their stories.”

Nicholette Ratcliffe of Putnam 
& Ratcliffe Auctioneers Inc. 
in Chillicothe, Ohio, who 
also has received business 
from retirement communities 
and nursing homes, says she 
approaches such situations 
with a businesslike but caring 
attitude.

“Some people close up and 
don’t want to talk. Others want 
to talk about everything,” says 
Ratcliffe, CAI, CES. “You try to 
figure out what they need and 
be there for them.”

Price says he and a handful of 
Auctioneers in his area have 
discussed offering community 
workshops to inform the public 
about estate sales. With the 
aging population, he expects 
the number of estate sales in 
the coming years to soar.

Funeral directors, he says, 
will be a crucial part of that 
equation.

“Funeral directors are 
important,” Price says. 

“They’re out in the community, 
seeing and talking to everyone. 
We should not underestimate 
the role they play.” 
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Auction professionals could soon 
have to collect sales tax on out-
of-state Internet transactions

Budget shortfalls are contributing to urgency
By Andy Nelson
contributing writer

Possibly the most important thing for Auctioneers to know about 
collecting sales tax on Internet transactions is that whatever they 
know now soon will change.

Before the online age dawned, sales tax collection was simple. 
Merchants were required to collect sales tax from buyers at the 
point of sale. When buyer and seller are standing face-to-face, it’s 
pretty easy to figure out what tax jurisdiction they’re in.

But when an Internet-based business in one state sells something 
to someone in another state, things get more confusing. So con-
fusing, most states don’t even require businesses to collect sales 
tax on out-of-state transactions.

That was the case for John Addessi, a Kansas-based entrepreneur 
who now works as a consultant in the Johnson County Commu-
nity College’s Kansas Small Business Development Center.

The vast majority of Addessi’s customers were out of the state, and 
it was their responsibility to pay the sales tax on the goods they 
bought from him over the Internet. 

But that’s soon to change. Inter-state Internet sales tax collection, 
Addessi says, is coming. The record budget shortfalls many states 
face has given the issue renewed urgency.

“It certainly is the future,” he says. “States can’t afford to lose that 
revenue. It’s been worked on for years, and now they’ll try to do it 
as soon as possible.”

Forty-four states have taken a big step, joining what is known as 

the Streamlined Sales Tax Agreement, whose purpose is to make 
sales tax more uniform across the U.S.

Congress also is trying to do its part. In July 2010, Sen. Dick 
Durbin (D-Ill.) introduced the Main Street Fairness Act, which 
aims to treat transactions uniformly, whether they’re conducted 
face-to-face or over the Internet. The bill died at the end of the 
2010 session, but it’s almost certain to come back in a similar 
form.

In state

While most Auctioneers don’t have to worry about collecting sales 
tax on goods sold via the Internet to buyers in other states, in-
state transactions are another matter. 

If you sell something over the Internet to someone in the state in 
which you do business, collecting sales tax is your responsibility, 
and it can be tricky if you don’t know what you’re doing, Addessi 
says.

“Between city, county and state, there are about 750 tax jurisdic-
tions in Kansas alone,” he says. “It gets to be kind of a problem.”

One way to navigate that difficult terrain, Addessi says, is to pick 
one sales tax rate and stick with it, from transaction to transac-
tion. Later, when the dust settles and the books are balanced, you 
figure out where you collected too much and too little. Record 
keeping is crucial.

Jennifer Remte, lead tax analyst for H&R Block’s Tax Institute, 
recommends that small businesses consult with their state depart-
ments of revenue or treasuries on a sales tax collection plan.

“It’s governed by state law, and how it’s reported varies from state 
to state,” she says. 

http://www.auctioneers.org
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NETWORKING NETWORKING

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

has been America’s Auction Authority.
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June 2011 Texas Auction Academy graduates 
– (Bottom Row) Skeet Sirmons, Wellington, 
Kan.; Shelly Ackel, New Orleans; Chana Willis, 
Whitewright, Texas; Colette Mayers, Houston; 
Christie Pendergrass, Teague, Texas; Doyle Whit-
ing, Cedar Creek, Texas; Erin Runnels, Prentiss, 
Miss.; Patricia Arnold, Magee, Miss.; Kayla Haley, 
Magee, Miss.; Morgan Hopson, Bonham, Texas; 
Ghulam Warriach, Dallas. (Middle Row) Brent 
Graves, guest instructor; Shawn Terrel, instruc-
tor; Bruce Hoge, Hollywood, Ala.; Garrett Davis, 
Keller, Texas; Jason Reddick, Denison, Texas; 
Brock Newsom, Flynn, Texas; Gordon Byrd Jr., 
Normangee, Texas; John Joyner, Hickory Creek, 
Texas; Chris Burrow, Rosenberg, Texas; Jon Snell, 
Katy, Texas; Ronnie Wisdom, Comanche, Okla.; 
Landon White, Monterey, La.; Kyle Myers, Clare-
more, Okla.; Darrell Calvin, Dallas; Chris Black, 
Dill City, Okla.; Sterling Manning, Evant, Texas; 
Kyle Dykes, Killeen, Texas; Lori Jones, school 
administrator; Mike Jones, director. (Top Row) 
Montie Davis, instructor; Phil Hayhurst, Kemah, 
Texas; Dillon Hanscheck, Kingbury, Texas; Tony 
Butz, Houston; James Mowles, Lewisville, Texas; 
Scott Burton, Elida, N.M.; Jody Crocker, Fulton, 
Mo.; Butch Fife, Sherman, Texas; Tim Worstell, 
Houston; Vince Ross, Willis, Texas; Kam Hart-
stack, Clarinda, Iowa; Jason Simpson, White-
wright, Texas; Jackie Kyger, Los Fresnos, Texas. 
Submitted Photo

Thirty-three 
students from 10 
states graduated 
from the Menden-
hall School of 
Auctioneering in 
June 2011.  
Submitted Photo

Furniture, 
decorations 
soar past  
estimates

A European & 
American 
Furniture and 

Decorations sale from 
Adam A. Weschler & 
Son Inc., Washington, 
D.C., on May 14 brought 
more than $700,000, 
according to a news 
release.

The auction began with 
a selection of 19th- and 
20th-century rugs that 
were highlighted by a 
second-quarter, 20th-
century Indian rug that 
more than doubled its 
pre-sale estimate to 
achieve $15,275.

Silver also performed 
well, as a Tiffany & Co. 
sterling “Audubon Pat-
tern” flat table service 
soared to $10,575. Also, 
European standouts 
included a Continental 
enamel and stone-
mounted parcel silver-
gilt chess set, which 
received $19,975.

Highlighting the Eu-
ropean and American 
furniture offerings was 
a last-quarter, 18th-
century George III Irish 
mahogany drop-leaf 
table that sailed past 
its pre-sale estimate of 
$2,000 to $3,000 and 
achieved $54,050.

Another furniture standout was a Portsmouth, N.H., 
Federal inlaid and crossbanded figured birch and 
maple bow-front chest of drawers, circa 1810, that sold 
$6,462.50.

$6,462.50

$54,050

$19,975

$10,575

$15,275

Auction company records 
first million-dollar sale

Leland Little Auction & Estate Sales, 
Hillsborough, N.C., conducted its first 
million-dollar sale June 18, according to a 

news release.

The record sale attracted an international audi-
ence with more than 1,000 registered bidders. 
The auction was led by a North Carolina Paint 
Decorated Blanket Chest that sold for $80,500 
(all prices include a 15 percent buyer’s premium).

Another top lot was a three-piece Cloisonne 
Scholars Set, which blew past its estimate and 
brought $57,500. The quality of the fine art offer-
ings was reflected in the bidding activity on sale 
day. Carlo Grubacs’ “View of Venice” achieved 
$23,000.

American furniture offerings brought strong 
bidding throughout the sale. A North Carolina 
Child’s Chest of Drawers rose to $4,140. Another 
item of note was a five-piece Seaforms set by Dale Chihuly, which brought 
$12,075. 

$80,500

$23,000

$12,075

Music brings millions

Julien's Auctions, 
West Hollywood, 
Calif., in late June 

sold Michael Jackson's 
video-worn Thriller 
jacket for $1.8 mil-
lion at an auction in 
Beverly Hills, Calif., 
according to a news 
release. Jackson wore 
the jacket during the 
filming of the music 
video “Thriller.”

The two-day Music 
Icons event, which featured several pieces of music memorabilia, brought 
$4.6 million. Other Jackson and music-related memorabilia sold at the auc-
tion included the following:

•  A Jackson-signed drawing, "Just a Boy" ($7,500)
•  A pair of 1980s sunglasses Jackson wore during the 1984 Victory tour   
    ($60,000)
•  Michael Jackson's Motown Performance shirt ($61,200)
•  Frank Sinatra's 1986 Jaguar Series III XJ6 ($23,750)
•  Elvis Presley's acoustic guitar used in various movies ($20,000)
•  Bob Dylan's signed harmonica ($2,250) 

$1.8 million

http://www.auctioneers.org
http://www.auctioneers.org
http://www.hudsonandmarshall.com
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Emma
4 years old
glioblastoma

In November 2009, Emma was found to suffer from 
a type of brain tumor called a PNET. She underwent 
surgery at a local hospital to remove the tumor, 
followed by five months of chemotherapy. But she 
would also need radiation and her parents worried 
about the effects it could have on Emma since she 
was so young. Her parents researched treatment 
options and learned that St. Jude Children’s 
Research Hospital® offered focalized radiation, 
which reduces the chance of cognitive issues 
because the radiation therapy is concentrated on  
a specific area. They soon obtained a referral to  
St. Jude, where Emma underwent surgery to 
remove the rest of the tumor, which doctors 
identified as a glioblastoma. Emma received six 
weeks of focalized radiation, and she is currently 
undergoing chemotherapy. She is a sweet-natured 
little girl who loves to play with her baby dolls.

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

11-NPM-08054_NAA_July_POM_ad.indd   1 7/6/11   9:23 AM

Locomobile gets $145,000
Girard Auction & Land Brokers Inc., Wakonda, S.D., was involved in an 
estate sale May 20-21 that attracted more than 500 registered bidders and 
buyers from Italy, Tasmania, Germany, Canada, Alaska, California, Florida, 
New York and many other states.

The sale, which took place in North-Central Nebraska, featured several 
antique automobiles, parts and accessories. It included brass headlights, 
horns, hubcaps, wheels, carbide generators, hood ornaments, radiator caps 
and more. Several pieces topped the $1,000 mark, according to a news 
release.

A 1912 L-30 Locomobile, blue and black in color with a lot of brass, sold 
to a buyer from New England for $145,000. A 1909 LD-9 touring car and 
a 1911 Model D-11, built in Hartford, Wis., sold for $110,000 and $75,000, 
respectively. 

$145,000

Auctioneer was 
Farmer of the Year
National Auctioneers Association member Bobby Ray Carter of 
Dean Howard & Daughters Auction Co., Decatur, Tenn., died April 
20. He was 68.

Carter spent his life as a farmer on his five-generation farm on which 
he raised cattle, horses, tobacco and hay, according to a news release.

In addition to the NAA, he was a member of the Tennessee Auction-
eers Association. 

He was involved with the following groups:

•  Short Creek Baptist Church
•  AgFirst
•  Farmers Burley Co-op
•  McMinn County Farm Bureau
•  McMinn County Farmers Co-op
•  Rogersville Tobacco Exchange
•  Hillsview Ruritan Club
•  Governor's Tobacco Certifying Board
•  Governor's Industrial Recruitment Commission
•  Hillsview Volunteer Fire Department

Carter was McMinn County Commissioner from 1982 to 2002 and 
chairman for 16 years. 

He served as McMinn County Planning Commissioner from 1986 to 
2002.  

In 2005, he received the Farmer of the Year Award from the Athens 
Chamber of Commerce.

Carter is survived by his wife of 50 years, Carolyn Carter; his mother, 
Anna Ruth Womac Carter; a daughter, Lisa Rhea; a son, Brent Cart-
er; grandchildren and great grandchildren; three brothers, Clifton 
Carter, J.T. Carter and Ricky Carter; and a sister, Sue Howard. 

Georgia
The Georgia Auctioneers Association 
had its convention June 13-14 in St. 
Simons Island, Ga., according to a news 
release.

The association inducted Wilbur Mull, 
CAI, AARE, CES, of Classic Auction 
Co. Inc., Athens, Ga., into its Hall of 
Fame during the event, which featured 
educational sessions, a reverse raffle and 
dinner.

The association’s leaders are as follows:

•  Vice President Myers Jackson
•  Director Joe Tarpley, CAI, of John              
    Dixon & Assoc., Marietta, Ga.
•  Director Gaine Dempsey
•  Director Ronnie Reagin

Louisiana
The Louisiana Auc-
tioneers Association’s 
convention took place 
June 4 in Alexandria, 
La., according to a 
news release.

The group inducted 
Penny Mutz, CAI, of 

Servcorp International 
Inc., Slidell, La., into 
it Hall of Fame. In its 
bid-calling competi-
tion, Jacob Brown, 
CAI, of Brown's 
Auction & Realty Co., 
Lafayette, La., emerged 
as Grand Champion 
Auctioneer. Wiley Collins of Henderson 
Auctions, Livingston, La., was Reserve 
Champion.

The association’s leaders are as follows:

•  President James Sims
•  Vice President Roy McIntyre
•  Secretary/Treasurer Kelly Weatherford  
    of Auctions Plus LLC, West Monroe,  
    La.

Nebraska
The Nebraska Auctioneers Association 
played host to 200 attendees at its June 
3-5 convention in North Platte, Neb., 
according to a news release.

The group named Dick Schoenholz of 
Dick Schoenholz RE & Auct. Svc., Ge-
neva, Neb., as its Auctioneer of the Year. 
It also inducted Bill Rut of Rut Auction 

Service Inc., Dorchester, Neb., into its 
Hall of Fame.

The association’s leaders are as follows:

•  President Kelly Kliewer of Kliewer's  
    Auction Service LLC, Aurora, Neb.
•  President-elect Jeff Temme of Covered  
    Wagon, Petersburg, Neb.
•  Vice President Alton Heimes
•  Director Mike Nuss of Helberg & Nuss  
    Auctions & Realty, Gering, Neb.
•  Director Russell Puchalla, CAI, of  
    Heartland Auction Co., Roca, Neb.
•  Director Regina Andrijeski

North	Carolina
The Auctioneers Association of North 
Carolina played host to its 2011 summer 
convention June 17-18 in Greenville, 
N.C., according to a news release.

The event included a fun auction, 
continuing education seminars, a Hall 
of Fame presentation and Auxiliary 
meetings.

The 2012 winter convention is scheduled 
for Jan. 20-22 at the Embassy Suites in 
Greensboro, N.C.

State association news in brief

Brown

Mutz

http://www.auctioneers.org
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Rael Levitt
Aliance Group
Cape town, south Africa

William Bone
The National Auction Group Inc.

Gadsden, Ala.

Lonny McCurdy, AARE
McCurdy Auction LLC

wichita, kan.
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Rich Penn  
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Auction Team in Action

stephen karbelk,  

CAi, AARe  

national Commercial  

Auctioneers LLC

<

Auctioneer in Action

Lonny McCurdy, AARe  

McCurdy Auction LLC

continued »

Champion is South 
African Auctioneer
By Chris Longly
deputy executive director

Creative marketing and advertising 
in the auction industry is essential 
when it comes to the success and 
growth of an auction company.

The National Auctioneers Association 
Marketing Competition is a contest among 
members that provides them the opportu-
nity to highlight their innovative creations 
over the past year while vying for top 
awards for their marketing and advertis-
ing materials.

The annual competition is presented in 
partnership with USA TODAY. 
 
The competition comprises more than 80 
categories in three divisions: Photography, 
Advertising/Public Relations and Auction 
of the Year. The categories focus on a myr-
iad of promotional programs and pieces, 
including best newspaper/magazine ad-
vertising, best member website, best tele-
vision commercial, best auction proposal, 
best business newsletter, best news release 
and more.

The 2011 NAA Marketing Competition 
Grand Champion was Rael Levitt of Al-
liance Group, Cape Town, South Africa. 
Levitt also won Auction of the Year.

Lonny McCurdy, AARE, of McCurdy 
Auction LLC, Wichita, Kan., won Best of 
Show in the Photography Division. Wil-
liam Bone of The National Auction Group 
Inc., Gadsden, Ala., won Best of Show in 
the Advertising/Public Relations category.

Entries were judged by a panel of market-
ing professionals with backgrounds in pho-
tography, design, print and multimedia. 
Judging criteria included creativity, effec-
tiveness, clarity, visual appeal and more.

Winners receive plaques, and their entries 
are displayed at Conference and Show ev-
ery year. 
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FEATURE FEATURE

<

Automobile  

Auction

Rich Penn

Rich Penn  

Auctions

<

Collectibles/ 

Speciality  

Auctions

Rich Penn

Rich Penn  

Auctions

<

Equipment  

Auctions-Farm

Casey Aasness

Aasness  

Auctioneers

<

Technology  

in Use During an 

Auction

Rich Penn

Rich Penn  

Auctions

>

Real Estate 

Auctions

Braden McCurdy, 

CAi

McCurdy Auction 

LLC

>

Equipment

Auctions-  

Commercial/ 

Industrial

Rael Levitt  

Alliance Group

>

Household/Estate 

Liquidations

Andrew imholte, 

BAs 

Black Diamond 

Auctions

>

Wild Card

Dana kaufman 

Proxibid inc.

1. Benefit: Richard Hart, CAI, BAS, GPPA, Baterby’s; 2. Antiques: Marcus Gilbert, United Country Riverside Realty & 

Auction Inc.; 3. Automobiles: Kevin Oldham, United Country Auction Services; 4. General Household/Estate Liquida-

tion: Jeffrey Cates, CAI, AARE, CES, Cates Auction & Realty Co. Inc.; 5. Farm Machinery & Equipment: Robert McBride 

Jr., Purple Wave Auction Inc.; 6. Collectibles-Specialty: Marty Higgenbotham, CAI, CES, Higgenbotham Auctioneers 

International Ltd. Inc.; 7. Commercial-Industrial, Real Estate: William Bone, The National Auction Group Inc.; 8. Busi-

ness Liquidations: Kevin Jordan, CAI, 

Schrader Real Estate & Auction Co. 

Inc. 9. Residential Real Estate: Jeffrey 

Cates, CAI, AARE, CES, Cates Auc-

tion & Realty Co. Inc. 10. Commer-

cial-Industrial, Machinery & Equip-

ment: Roger Hansen, CAI, Hansen 

& Young Auctioneers Inc.; 11. Farm 

Real Estate: Mike Fisher, United 

Country The Redfield Group; 

1

2

5

6 7

8

9 10

11

3 4

continued »
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FEATURE

1. Business Liquidations: Kevin Jordan, CAI, Schrader Real 

Estate & Auction Co. Inc.; 2. Residential Real Estate: Jeffrey 

Cates, CAI, AARE, CES, Cates Auction & Realty Co. Inc.; 

3. General Household/Estate Liquidation: A. Barry Cole, 

CAI, AARE, CES, GPPA, United Country A.B. Cole & Asso. 

Auctions/Realty; 4. Farm Real Estate: Robert McBride Jr., 

Real Estate Auction Partners; 5. Commercial-Industrial, 

Real Estate: Jerome Manning, CAI, AARE, CES, JJ Man-

ning Auctioneers; 6. Collectibles-Specialty: Richard Hart, 

CAI, BAS, GPPA, Baterby’s; 7. Farm Machinery& Equip-

ment: Scott Musse, CAI, BAS, Musser Bros. Inc.; 8. Commer-

cial-Industrial, Machinery & Equipment: R. Bracky Rogers, 

CAI, CES, Rogers Realty & Auction Co. Inc. 

1 2

3 4 5

876

NAA Board of Directors  
2011-2012

Officers

President
Christie King, CAI,  

AARE, BAS
(256) 439-0113

cking@ckingbenefits.com

Vice President
J. J. Dower, CAI, AARE

(423) 569-7922
jjdower@highland.net

Treasurer
Kurt Kiefer

(218) 736-7000
kurtkiefer@aol.com

Past President
B. Mark Rogers, CAI, AARE

(336) 789-2926 x109
bmrogers@rogersrealty.com

Education Institute  
Chairman

Marc Geyer, CAI, AARE,  
BAS, CES

(480) 422-6010
geyerma@gmail.com

Chief Executive Officer
Hannes Combest, CAE

(913) 563-5423
hcombest@auctioneers.org

Directors

Terms expiring 2012
Merle D. Booker, CAI, GPPA

(509) 488-3331
merle@bookerauction.com

Robert W. Mayo, CAI,  
AARE, ATS

(816) 361-2600
robert@auctionbymayo.com

Harold R. Musser, CAI
(307) 587-2131

hrmusser@mbauction.com

Terms expiring 2013
Bryan Knox, CAI
(800) 662-5464

bryan@bckenterprises.com
John Nicholls

(540) 898-0971
john@nichollsauction.com

Terms expiring 2014
Jimmie Dean Coffey, CAI, 
AARE, BAS, CES, GPPA

(812) 824-6000 x15
jcoffey@UnitedCountryIN.com

Rich Schur, CAI, BAS, GPPA
(866) 290-2243

rich@success-auctions.com

NAF Representative
Randy Ruhter

(402) 463-8565
auctions@ruhterauction.com

Presidential Appointee
Tom Saturley, CAI
(207) 775-4300

tsaturley@tranzon.com

National Auctioneers  
Foundation Board of  
Trustees 2011-2012

Officers

President
Benny Fisher, CAI
(954) 942-0917

benny@fisherauction.com

Vice President
Randy Ruhter

(402) 463-8565
auctions@ruhterauction.com

Chairman of the Board
Chuck Bohn, CAI, GPPA

(303) 340-2422
chbohn@aol.com

Trustees

Terms expiring 2012
Sanford L. Alderfer,  

CAI, MPPA
(215) 393-3000

sandy@alderferauction.com
Barbara Bonnette, CAI, 

AARE, GPPA
(318) 443-6614

barbara@bonnetteauctions.com

David G. Helmer, CAI,  
CES, GPPA

(734) 368-1733
DavidSHelmer@gmail.com

Terms expiring 2013
Jack Hines, CAI, AARE, GPPA

(715) 273-3377
hinesauction@sbcglobal.net

Mike Jones, CAI, GPPA
(214) 906-5265

mikejones@unitedcountry.com

Randy Ruhter
(402) 463-8565

randy@ruhterauction.com

Terms expiring 2014
Sherman Hostetter Jr. CAI, 

AARE, CES, GPPA
(724) 847-1887

auction2@verizon.net
Homer Nicholson, AARE, CES

(580) 767-1236
nicholsonauction@cableone.net

NAA Board Representatives

NAA Treasurer
Kurt Kiefer

(218) 736-7000
kurtkiefer@aol.com

NAA Auxiliary Board of 
Trustees 2011-2012

Officers

Chairwoman
Lori Jones

(972) 395-0049
info@texasauctionacademy.com

Vice Chairwoman
Cindy Soltis-Stroud, CAI, BAS

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

Secretary
Phyllis Coffey

pcoffey@jdcgroup.com

Past President/Treasurer
Susan Hinson
(731) 267-5281

shinson@mindspring.com

Historian
Lucinda Terrel
(816) 873-0239

lrterrel@hotmail.com

Directors
Hannes Combest, CAE

(913) 563-5423
hcombest@auctioneers.org

Sheila Jackson
(317) 797-2117

sjackson1947@aol.com
Angela Johnson
(352) 490-9160

Annette McCurdy
(316) 683-0612

amccurdy@mccurdyauction.com

Deidre Rogers
(336) 789-2926

deidre@rogersrealty.com

Scholarship Chairwoman
Kim Ward

(423) 528-4043
kim@wardauction.net

NAA Education Institute 
Trustees 2011-2012

Officers

Chairman
Marc Geyer, CAI, AARE,  

BAS, CES
(480) 422-6010

geyerma@gmail.com

Vice Chairman
Aaron Traffas, CAI, ATS, CES

(785) 537-5057
aaron@auctioneertech.com

Trustees
Terms expiring 2012

Steven Hunt, CAI,  
AARE, GPPA

(970) 245-1185
steve@theauctionteam.com

Eugene Klingaman, CAI
(260) 244-7606

gene@schraderauction.com

Terms expiring 2013
Michael Fine, CAI, AARE

(312) 953-9534
michael@fineandcompany.com

Aaron Traffas, CAI, ATS, CES
(785) 537-5057

aaron@auctioneertech.com

Terms expiring 2014
Marc Geyer, CAI, AARE, 

BAS, CES
(480) 422-6010

geyerma@gmail.com

David Whitley, CAI, CES
(970) 454-1010

david@whitleyauctions.com

Terms expiring 2015
William McLemore, CAI

(615) 517-7675
will@mclemoreauction.com

JillMarie Wiles, CAI, BAS
(503) 263-4747

JillMarie@JillMarieWiles.com

NAA Board Representatives

NAA Vice President
J. J. Dower, CAI, AARE

(423) 569-7922
jjdower@highland.net

NAA Treasurer
Kurt Kiefer

(218) 736-7000
kurtkiefer@aol.com

Administration
Chief Executive Officer

Hannes Combest, CAE
(913) 563-5423

hcombest@auctioneers.org

Deputy Executive Director

Chris Longly
(913) 563-5431

clongly@auctioneers.org
Conference and  
Show Manager

Joyce Peterson
(913) 563-5439

jpeterson@auctioneers.org

IT Administrator

Steven Jackson
(913) 563-5420

sjackson@auctioneers.org

Accounting
Director of Finance &  

Administrative Services

Rhonda Truitt
(913) 563-5422

rtruitt@auctioneers.org

Accounting Associate

Ruth Richardson
(913) 563-5435

rrichardson@auctioneers.org

Accounting Associate

Carol Bond
(913) 563-5434

cbond@auctioneers.org

Membership
Membership Specialist

Heather Rempe
(913) 563-5425

hrempe@auctioneers.org
Membership Coordinator

Brandi McGrath
(913) 563-5429

bmcgrath@auctioneers.org

Education
Director of Education

Michael Avery
(913) 563-5426

mavery@auctioneers.org

Education Coordinator

Lois Zielinski
(913) 563-5428

lzielinski@auctioneers.org

Publications
Director of Publications  

and Trade Show

Bryan Scribner
(913) 563-5424

bscribner@auctioneers.org

Designer

Nathan Brunzie
(913) 563-5430

nbrunzie@auctioneers.org
Account Coordinator

Anna Lewis
(913) 563-5421

alewis@auctioneers.org
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Jodina Rene Hall
Realty Addicts Inc & Hall 
ALOT Auctions
2600 Spencers Trace NE
Marietta, GA 30062
www.realtyaddicts.com
gofarmerjo@excite.com
(678) 768-7094

Leslie Kiewert
Wall Of Fame Sports Auctions
6136 Bendcreek Ln.
Braselton, GA 30517-1642
www.walloffamesportsauctions.com
leslie@alloffamesportsauctions.com
(404) 217-7336

Barry Craig Ward
Ward Auction Company
102 Cantey Drive
Cobb, GA 31735
Bcward12@gmail.com
(770) 843-6899

Hawaii

Clarence Dean Harkness
Harkness Auction Company
73 Puuhonu Pl, Rm 105
Hilo, HI 96720
cdharkness@hotmail.com
(808) 961-5700

Indiana

Ray Simons
Cassidy Turley
One American Square,  
Ste 1300
Indianapolis, IN 46282
ray.simons@cassidyturley.com
(317) 639-0465

Iowa

Alvin Lee Aragon
Aragon Medical
1203 2nd Ave.
Vinton, IA 52349
aragonmedical@gmail.com
(319) 981-3525

Nicholas S. Davis
300 Sheridan Rd.
Waterloo, IA 50701
nickd5466@yahoo.com
(319) 464-8903

Brandon K. Friedlein
P.O. Box 128
Calmar, IA 52132
(563) 880-8547

Kansas

Michael L. Burkhart II
2350 Matt Down Lane
Dodge City, KS 67801
mburk@ksu.edu
(620) 430-2000

Louisiana

Jeffery McCon
Henderson Auctions
P.O. Box 336
Livingston, LA 70754
www.hendersonauctions.com
jeffm@hendersonauctions.com
(225) 686-2252

Maryland

Charles V. Lewis
H G Cochran Auctioneeres
2938 Rogers Ave.
Ellicott City, MD 21043
chuckatcochrans@verizon.net
(443) 250-6310

Paul Giovanni Bowman
2626 Oakley Dr.
Waldorf, MD 20602
paul.g.bowman@navy.mil
(301) 399-3498

Leo Smith Cline Sr.
J G Cochran Auctioneers & 
Assoc. LTD
20130 A Dog St Rd.
Keedysville, MD 21756
info@cochranauctions.com
(301) 432-2516

Joseph Duane Knott
Great Mills Trading Post
20294 Point Lookout Rd.
Great Mills, MD 20634
www.greatmillstradingpost.com
bknott@gmtp.net
(301) 904-1306

Donald N. Lenhart
4319 Araby Church Rd.
Frederick, MD 21704
(301) 676-8685

James Remsburg
7303 Old Middletown Rd.
Middletown, MD 21769
(301) 473-4989

Minnesota

Matt Joseph Gehling
Gehling Auction Company
P.O. Box 453
Preston, MN 55965
www.gehlingauction.com
mgehling78@gmail.com
(507) 450-3072

Colleen A. Braun
Krenz Real Estate 
Auctioneering
220 Burnside St. SW
Sleepy Eye, MN 56085
colleenbraun80@hotmail.com
(507) 220-3662

Boyd Haily Kramer
Kramer’s Kountry  
Specialities, LLC
305 Central Ave. South
Mapleton, MN 56065-9797
boydsguideservice@yahoo.com
(507) 380-8723

Glenn Charles Trautman II
8236 100th St. S
Sabin, MN 56580
glenntrautmanii@gmail.com
(701) 306-2494

Missouri

Debra A. Hoerth
758 N Dogwood Ct
Nixa, MO 65714
vaporizer23@hotmail.com
(503) 369-7978

Montana

RaeDeen R. Heupel
P.O. Box 246
Richey, MT 59259
(406) 480-0403

Mark Emil Markovich
North American  
Auction Company
225 Dirt Rd.
Belgrade, MT 59714
www.northamerican- 
auctioncompany.com
mark@northamerican- 
auctioncompany.com
(406) 600-4418

Tucker James Markovich
North American  
Auction Company
225 Dirt Rd.
Belgrade, MT 59714
www.northamerican- 
auctioncompany.com
tucker@northamerican-
auctioncompany.com

NETWORKING NETWORKING

Alabama

Branson Heath Fant
Heritage Realty & Auction
6877 Gadsden Hwy
Trussville, AL 35173
hfant@heritagesales.com
(205) 240-3982

Bruce Curtis Hoge
United Country Southland 
Realty LLC
524 Veterans Dr.
Scottsboro, AL 35768
www.alabamaland.net
bhoge@centurytel.net 92660
www.hunter-broker.com
(256) 259-7868

Joseph Roy Longoria
Granger Thagard & Assoc.
1806 Oxmoor Rd.
Birmingham, AL 35209
www.gtauctions.com
joseph@gtauctions.com
(205) 410-4357

Arizona

David E. Buck
Auction Dynamics
P.O. Box 30
Yucca, AZ 86438
www.auction-dynamics.com
davidbuck@aol.com
(928) 830-8802

California

Terry G. Hunter
Hunter-Broker
620 Newport Center Dr #1100
Newport Beach, CAterry@
hunter-broker.com
(949) 278-1595

Colorado

Scott Alan Ellenberger
Ellenberger Auctins & Estate
996 Santa Fe Trail
Elizabeth, CO 80107
scott.a.ellenberger@gmail.com
(720) 454-4440

Sally J. McIntosh
11601 Holly St.
Thornton, CO 80233
mcintosh.sally@yahoo.com
(303) 880-8798

Clarence Lee Ridgely
High Country Equipment  
& Auction
33825 Hwy 285
Villa Grove, CO 81155
(719) 655-2010

Connecticutt

Anthony M. Prime
50 Watertown Rd.
Thomaston, CT 06787
aprime00@gmail.com
(860) 484-1692

Florida

William C. Cork Jr.
16312 Hawks Nest Ct
Clermont, FL 34711
g8orbill52@yahoo.com
(321) 228-7788

Charles David Glynn
Turkey Creek
13939 N. Highway 441
Citra, FL 32113
www.antiqueauctionsfl.com
cdg4@msn.com
(352) 622-4611

Charles Henry Harris
GavelKing.com
407 Lincoln Rd.
Miami Beach, FL 33139
www.gavelking.com
carlo@redcarpet-ae.com
(786) 838-9769

Joseph F. Kikta
Aaron Joseph & Company 
Global Auction Services
2001 N. Monroe St.
Tallahassee, FL 32303
www.globalauctionserv.com
jfkikta@globalauctionserv.com
(850) 878-3030

Bradley W. Lang
P.O. Box 3342
Saint Augustine, FL 32085
kinglbk@aol.com
(904) 687-4698

Rosario D. Toia
Premier Auctions
8753 Wellington View Drive
West Palm Beach, FL 33411
rtoia63@gmail.com
(954) 815-5810

Julie L. Rambus
603 Hurst Rd. NE
Palm Bay, FL 32907
rambusj@yahoo.com
(321) 258-5454

Bruce Edward Rocha Jr.
Hide and Seek Auctions LLC
110 Fulton Rd.
Palatka, FL 32177
hideandseekauctions@yahoo.com
(386) 336-7560

Michael Dominic Rouella
Big R Enterprises Inc.
5090 Rosewood Rd.
Vero Beach, FL 32966
bigrenterprises@hotmail.com
(772) 473-4427

Merle Simpson
603 Hurst Rd NE
Palm Bay, FL 32907
ms6045@aol.com
(772) 979-2081

David Weiss
Heritage Global Partners
6760 E Rogers Circle
Boca Raton, FL 33487
www.hgpauction.com
dweiss@hgpauction.com
(561) 870-5954

Bobbi Dana Welch
Queen Of the Block
21227 NE 51 Ave
Earleton, FL 32631
dana_welch@live.com
(352) 339-0758

Georgia

Gail Evans
D Coleman Realty
1816 Hwy 41 North
Tifton, GA 31794
www.colemanrealtytifton.com
gailevans84@yahoo.com
(229) 387-1990

Ollie F. Crumpler
Lake Country Auction
298 Lake Laurel Rd.
Milledgeville, GA 31061
ollaura@windstream.net
(478) 804-0077

I believe the NAA is a great benefit to all Auctioneers and 
will be able to help me with all my goals in becoming an 

excellent Auctioneer.
Kelly B. Hess
Wisconsin Dales, Wis.

Hess

The tools and resources with the NAA are incredible, 
especially for a new Auctioneer like me. I have worked in 

the auto industry for the past 19 years ... I plan to stay in this 
field and would like to become an auto Auctioneer.
Julie Rambus 
Palm Bay, Fla.

Rambus continued »
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Michael R. Robison
Allaboutsport/Toolshed
P.O. Box 1789
Columbia Falls, MT 59912
allaboutsports39@yahoo.com
(406) 892-7778

Nebraska

Cody W. Crum
15177 Us Hwy 30
Lodgepole, NE 69149
cody_crum14@hotmail.com
(217) 248-7282

Adam Keith Marshall
511 W 25th St.
Kearney, NE 68845
marshallak@lopers.unk.edu
(308) 440-1923

Ronald S. Matson
Papio Coin and Auction
P.O. Box 460953
Papillion, NE 68046-0953
papiocoin@aol.com
(402) 895-7715

Patrick K. Milliken
Papio Coin and Auction
1112 Oke St.
Papillion, NE 68046
billyicecoins@gmail.com
(402) 218-5069

New Jersey

John J. Kane Jr.
J J Kane Auctioneers
214 Northmont Ave. 2nd Floor
Mount Ephraim, NJ 08059
www.jjkane.com
john@jjkane.com
(609) 722-1265

New Mexico

Scott L. Burton
Scott Burton Inc
P.O. Box 209
Elida, NM 88116
scottburtoninc@yucca.net
(575) 274-6204

New York

Duncan Hugh Schieb
Yellow Brick Communications
212 W 22nd Apt 6C
New York, NY 10011
www.duncanschiebinc.com
duncanschieb@me.com
(917) 224-4526

North Carolina

Timothy James Moxley
301 Chadmore Dr.
Charlotte, NC 28270
timmoxley@gmail.com
(704) 621-2950

Darrell Carter Phillips
2131 Poarch Rd.
Lincolnton, NC 28092
darrellcphillips@gmail.com
(828) 320-6895

Randie Lee Phillips
R P Auctions and Services
109 Hunter Dr.
Broadway, NC 27505
randie_phillips@yahoo.com
(919) 714-3772

Michael Patrick Rose
1201 Tacketts Pond Dr.
Raleigh, NC 27614
surf4life@yahoo.com
(919) 943-3993

North Dakota

Wes J. Gilleland
505 Cherry Ave.
Harvey, ND 58341
patriotbuildings@gmail.com
(701) 770-8018

Jon Martin Leadbetter
JM Leadbetter Auction Service
12854 2nd St. NE
Finley, ND 58230
jon.leadbetter.1@my.ndsu.edu
(701) 789-1738

Ohio

James R. Mast
2530 Kidron Rd.
Orrville, OH 44667
(330) 317-3539

Oklahoma

Kim Neal Allen
Wiggins Auctioneers, LLC
201 N. Grand, Ste 600
Enid, OK 73701
www.wigginsauctioneers.com
kallenappraisal@aol.com
(580) 234-4666

Stanley Ray Chupp
Chupps Auction Co., Inc.
8470 W 580 Rd
Inola, OK 74036
www.chuppsauction.com
stanleyandcindy@
chuppsauction.com
(918) 638-1157

Christopher M. Black
Lan-Mic Auction & R.E.
Rt. 1 Box 38
Cordell, OK 73632
http://www.lanmicauction.com
cblack@okstatealumni.org
(580) 674-3598

Kyle Matthew Myers
400 Veterans Parkway
Claremore, OK 74017
kmyersauctions@aol.com
(717) 676-8620

Ronald J. Wisdom
United Country Red River 
Realty & Auction
Route 2 Box 455
Comanche, OK 73529
www.ronniewisdom.com
ronnie.wisdom@gmail.com
(580) 439-6948

Pennsylvania

Jay Weaver
Shetron Auction  
& Equipment LLC
103 Hammond Rd.
Shippensburg, PA 17257
shetronequipment.com
jayw2008@embarqmail.com
(717) 253-0213

Patrick McGrew
McGrew Equipment Co.
2191 Seven Valleys Rd.
Seven Valleys, PA 17630
www.mcgrewequipment.com
(717) 428-0922

Texas

Frank P. Barrasso
Royal Star Imports
9659 N. Sam Houston  
Pkwy East
Humble, TX 77396
www.barrassoandsons.com
royalstarimports@att.net
(631) 874-3404 cell

Darwyn Glenn Maddox
Maddox Auction Company
8306 High Cliff Dr
Fair Oaks Ranch, TX 78015
maddsfe@aol.com
(210) 219-2202

Linda Ann Maddox
Maddox Auction Company
8306 High Cliff Dr.
Fair Oaks Ranch, TX 78015
maddsfe@aol.com
(210) 862-2378

Jodie Wyatt Anderson
J.W. Anderson Enterprise
2812 Glendale Way
McKinney, TX 75071
jwandrs4@yahoo.com
(469) 667-8072

Christopher James Burrow
8819 High Ridge Lane
Rosenberg, TX 77469
mrburrow@gmail.com
(832) 595-5650

Darrell Calvin
8904 Capri
Dallas, TX 75238
(214) 505-5856

Garrett Ray Davis
The Davis Auction Group
P.O. Box 1311
Keller, TX 76244-1311
allin.alldone@yahoo.com
(817) 266-7837

Kyle Curtis Dykes
167 Biels Loop
Killeen, TX 76542
kyle.c.dykes@gmail.com
(254) 371-9388

M. L. Fife
Butch Fife Realtors & 
Auctioneers
700 W Washington
Sherman, TX 75092
www.butchfiferealtors.com
butch@butchfifrealtors.com
(903) 891-3066

Morgan Elizabeth Hopson
220 W Sam Rayburn
Bonham, TX 75418
mhopson22@gmail.com
(903) 271-9933

Jackie W. Kyger
Jackie Kyger Auctioneer
P.O. Box 1273
Los Fresnos, TX 78566
jwkyger@gmail.com
(210) 568-9117

Colette Rene Mayers
Bold Bids, LLC
6907 Atwell Dr.
Houston, TX 77077
www.boldbids.com
auctioneer@boldbids.com
(713) 521-0460

James Mowles
David J Auctions
810 Reno St.
Lewisville, TX 75077
yudamanintx@yahoo.com
(682) 465-6376

Christie Diann Pendergrass
255 Fm 1451
Teague, TX 75860
b3cbox@yahoo.com
(254) 739-2209

Catherine Woodul
Catwoods Auctions
709 Villa Antigua Ct.
El Paso, TX 79932
annex7701@mypacks.net
(915) 920-4977

Virginia

David Earl Dudleson
11108 Cinnamon Teal Dr.
Spotsylvania, VA 22553
dudleysauto@hotmail.com
(540) 548-0725

Stephen Brian Howell
850 Cold Springs Rd.
Stuarts Draft, VA 24477
stevehowell78@comcast.net
(540) 241-4931

Louis F. Sette
Nicholls Auction  
Marketing Group
401 Spring Lake Rd.
Forest, VA 24551
lfsette@jetbroadband.com
(434) 385-0609

Clyde F. Wilson Jr.
Fred Wilson Auction Service
95 Seabee Point
Hampton, VA 23669
cfwilsonjr@cox.net
(757) 328-0499

West Virginia

Dennis Richard Everett
Cochran Auctioneers
3950 Fairview Dr.
Berkeley Springs, WV 25411
wvjouam@aol.com
(304) 258-9076

Harry Lee Ridgely
Eastern Panhandle Truck  
& Trailer Sales
615 Packhorse Ford
Martinsburg, WV 25405
www.lthstorage.com
harryrid@frontier.com
(719) 480-9299

Wisconsin

Melissa Ann Drinka
WI MI Auction Co.
P.O. Box 317
Pembine, WI 54156
www.wimiauction.com
drinkadrink@yahoo.com
(906) 282-1816

Kelly B. Hess
1018 Vine St.
Wisconsin Dells, WI 53965
khess2@charter.net
(608) 432-1155

Scotland

Stephanie Benton
5 Munnoch Farm
Dalry,  KA245HL
chrisansteph6874@aol.com
01294834459

David Ross Edgar
93 Hermitage Drive
Perth, scotland PH12JT
david_edgar@btinternet.com
07801383791

United Kingdom

James Michael Tomlinson
Leonard Tomlinson Limited
49 Market Place
Doncaster,  DN106JL
www.bawtryauctions.co.uk
sales@bawtryauctions.co.uk
441302710333

I joined the NAA for networking and learning the business 
of auctioneering. I am excited to be part of such a unique 

and special group of people.
Colleen Braun
Sleepy Eye, Minn.

I’m currently looking to work either independent or would 
prefer to work with other auction firms to gain valuable 

experience.
Randie Phillips 
Broadway, N.C.

Phillips

Braun New members compiled by Brandi McGrath
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One, two mentors sufficient for new employees

Only one or two people in your 
auction company should be re-
sponsible for mentoring and cor-
recting new Auctioneers. Allowing 
a company-wide “open season” on 
new employees often results in a 
host of problems. Having multiple 
people correct a new Auctioneer 
on a simple mistake, like a missed 
bid, can be discouraging. Some 

members of your auction staff may 
be ill-equipped to offer criticism 
without being condemning, and 
some may even give contradic-
tory advice. How frustrating! 
Instead, encourage your employ-
ees to come to you when they see 
patterns that need correction, 
allowing you to be the one to offer 
constructive criticism. 

trending topics views replies

1 What Laptop Are You Using? 182 16

2 An Outsider’s Observations on the NAA 140 6

3 “Give Me Five, Now Ten ... Years into the  
Future” White Paper

102 2

F I L L E RW O R D S

What is the worst auction you’ve ever 
taken on and what did you learn from it?

FROM THE FORUM www.auctioneers.org/forum

“One of the first ben-
efits I did had a magician 
that went on forever. By 
the time I started, it was 
10:30 (p.m.), and the 
room was nearly empty.”
Bill Menish, CAI, AARE, BAS
Louisville, Ky.

“Just as we were walking out the 
door … after a successful auction 
in our eyes … a man and woman 
showed up and wanted to know 
where all those people were go-
ing with “their assets.”
Michael Hoffman, CAI, AARE, BAS, CES
Pickerington, Ohio

“The terms and conditions were just read and the bidding 
started when shots rang out. Within the next few minutes, we 
heard a woman scream and run out of the elementary school 
at the end of the block … that school went on lockdown, more 
shots fired, then, four to five totally black SUVs with dark win-
dows drove slowly down the street where we were gathered.”
Sarah Sonke, CAI, AARE
AuctionFirst North Carolina

Raleigh, N.C.

 ■ Former National Auction-

eers Association President 

and Hall of Fame member 

Don Shearer, CAI, BAS, CES, 

GPPA, of Auction Services, 

Kissimmee, Fla., recently 

retired from the Osceola 

County, Fla., Sheriff’s De-

partment after 38 years of 

service. He says he will now 

focus on growing his auc-

tion business, according to a 

news release.

 ■ Sean Paine of Stanley J. 

Paine Auctioneers, Newton, 

Mass., married his “best 

friend,” Beth Schleyer, on 

May 21, according to an e-

mail.

 ■ Cissy Tabor of Cissy’s 

Auction & Special Events, 

Loma, Colo., has joined 

Schur Success Auction & 

Appraisal Inc., Colorado 

Springs, Colo., as a contract 

Auctioneer, according to a 

news release. She will serve 

clients on the Western Slope 

and assist at auctions on the 

Front Range.

 ■ NAA Auctioneer Kim 

Faclier of Cape Town, South 

Africa, is now Chief Execu-

tive Officer for GoIndustry 

DoveBid S.A.’s first online 

property auction division in 

Africa, according to a news 

release. A subsidiary of 

GoIndustry Plc, the com-

pany has 40 offices in 27 

countries. The release says 

Faclier believes online prop-

erty auctions are the future 

of the industry.

NETWORKING

By Sarah Bahari
contributing writer

Thumbing through auction catalogues, Rosemary 
McKittrick never knows what will catch her eye:
A magic wand used by Harry Houdini; a baseball 
signed by Babe Ruth; the last photo taken of John 
Lennon before he was killed.

“I love to delve into the history behind an 
item,” says McKittrick, who lives in Santa 
Fe, N.M. “You can find interesting stories 
everywhere.”

McKittrick tells the stories of these 
items in Live Auction Talk, a weekly 
column she launched 21 years ago when 
expecting her first son. At the time, she 
traveled frequently for her job as a private 
art dealer and appraiser and could not 
imagine maintaining the same frenetic 

schedule with a newborn baby.

So, with no formal training as a journalist, McKittrick quit her job 
and began writing a weekly column about things sold at auctions. 
It turned out to be a perfect fit.

McKittrick had long been fascinated by auctions. As an art dealer 
and appraiser, she would frequently leaf through the pages of 
prices realized from auction houses to get an idea of the going 
rates of pieces.

“You go into an art gallery, and you see these astronomical 
prices,” McKittrick says. “What I loved about auctions was it was 
the buyer, not the seller, who sets the price and decides an item’s 
worth. Auctions are the oldest marketplace in the world.”

Behind the scenes

The subjects of McKittrick’s columns vary widely, from musicians 
and historical figures to athletes and politicians. From single items 
she weaves tales about people, places or time periods.

Dorothy’s dress in the “Wizard of Oz” becomes a behind-the-
scenes story of the famous film. An oil painting of George 
Washington turns into the story of artist Gilbert Stuart, the father 

of American portrait painting.

Some of her favorites: A bustier worn by Madonna that sold 
for $6,875; a white knit shirt autographed by Tiger Woods that 
went for $10,350; an electric guitar played by Prince that sold for 
$25,000.

But McKittrick has delved into more serious topics: The history 
of space travel with an emblem of Apollo 11 signed by the crew’s 
astronauts, which sold for $61,000; the original, hand-written 
transcript of Abraham Lincoln’s 1864 victory speech that sold 
for $3.44 million; a first-edition, presentation copy of Ernest 
Hemingway’s “For Whom the Bell Tolls,” purchased for $13,200.

Promoting auctions

More than 100 auction houses send McKittrick their catalogues, 
which she regularly browses to choose subjects. High sale prices 
peak her interest, but so do quirky items. She recently wrote about 
the history of advertising with an old cardboard sign for a brewing 
company that sold for $3,163.

To do initial research, McKittrick turns to the Internet, which she 
says has made her job much easier. After that, she heads to one of 
three public libraries in Santa Fe, where she checks out every book 
she can find related to a subject. 

The auction houses have welcomed her work, she says, which 
readers can find on her website, www.liveauctiontalk.com, as well 
as in various publications.

“I’ve built good relationships with the auction houses over the 
years,” McKittrick says. “This is basically free press for them, and 
the column always promotes auctions.”

Consumers benefit, too, she says. Live Auction Talk provides a 
searchable database of hundreds of old columns, so estate sale 
hunters who have discovered a treasure can turn to the website to 
research a similar item’s sale price.

McKittrick says she plans to continue chronicling history through 
auctions.

“Every item sold at an auction has a back story,” McKittrick says. 
“I love finding and telling that story.” 

Auction 
chronicles
Dealer-turned-writer crafts stories 
about historic items sold at auction

NEWS

McKittrick

Rachel Gingell

She $old It!

Lapeer, Mich.

Editor’s note: Responses to the above question were modified to fit this section. For complete 

responses and comments from other members, please visit the NAA Online Mentoring & Net-

working Forum at www.auctioneers.org/forum.

Compiled by Brandi McGrath
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NETWORKING

WHAT		YOU’LL		FIND		ON		THE		WEB

Christie King, CAI, AARE, BAS, 
of C. King Benefit Auctions LLC, 
Gadsden, Ala., became the National 
Auctioneers Association’s first female 
President during the annual Presi-
dent’s Gala on July 14 at Conference 
and Show in Orlando, Fla. Check out 
her induction on YouTube at  
this link: 
http://youtu.be/dDheW-Gib7k

Camille Booker, CAI, CES, won the women’s 
division of the 2011 International Auctioneer 
Championship on July 15 during the National 
Auctioneers Association’s Conference and Show 
in Orlando, Fla. Megan McCurdy, CAI, BAS, 
came in second, and Angie Meier took third 
place. Joseph Mast, CAI, won the men’s division 
of the IAC. Dustin Rogers came in second, and 
Jason Miller took third place. Watch video from 
the contest on YouTube at this link:
http://youtu.be/cb7CsTlffSA

National Auctioneers Association 
member Curtis Wetovick, 17, of Ful-
lerton, Neb., won the International 
Junior Auctioneer Championship dur-
ing the association’s Conference and 
Show in Orlando, Fla., on July 15. He 
competed against Jared Sutton, who 
took second place, and Blake Davis, 
who came in third. Watch video from 
the contest on YouTube at this link:
http://youtu.be/_T7_QELUKYI

First female 
President

IAC winners IJAC winner

SOCIALIZE FIND	THE	NAA	ONLINE

Follow us on: Like us on:

WEBPAGE
http://www.auctioners.org/about-naa
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Consider your  
profile picture

Social media and networking sites 
provide space for a profile picture. 
Often this space is used to promote a 
cause, post a funny picture or for any 
number of other reasons. Consider, 
though, who might be seeing this 
picture and more importantly how 
this picture is being used. Many smartphones pull data from 
a user’s Facebook account and merge that data with a phone’s 
contacts or address book. The effect is that your high school 
yearbook picture that you have as your profile picture on 
Facebook is now displayed on the phone every time you 
call or that person calls you. Connect with Gehres at www.
facebook.com/pgauctioneer.

NAAnews.wordpress.com 

www.youtube.com/

NAAauctioneers

www.facebook.com/

NAAauctioneers 

www.twitter.com/

NAAauctioneers 

Peter Gehres, CAI, CES

www.auctioneers.org

MONTH AUCTION 
FOCUS FEATURES

January Estate	and	personal	
property

Education previews, St. Jude Children’s Auction, 
new technology

February

Trucks,	trailers,	
transport,	boats,	

water	sports,	
recreational	vehicles

NAA Auxiliary, NAA member benefits, state 
associations

March
Collector	cars,	

vintage	equipment CAI, health, state associations

april Art	and	galleries National Auctioneers Foundation report, CAI 
report, video

May
Business	

liquidations,	office	
equipment

St. Jude, election guide, marketing profiles

June/July Horse	auctions Conference and Show preview, volunteer 
recognition

august Bankruptcy

Conference and Show, NAA leadership, Benefit 
Auction Summit, NAA Auxiliary, marketing 
competition

septeMber Benefit	auctions Hall of Fame, IAC/IJAC winners, C&S photos

OctOber Coins/jewelry/metals Education Institute, future of industry

nOveMber
Real	estate	update	
(res,	comm,	land,	

farm,	ranch) Audio equipment, public relations

DeceMber OPEN,		
online-only	issue

every issue 
Member features, columns, technology reports, letters, member news, education, 
state association news, marketing advice, NAA news, NAF news, auction schools, 
MarketPlace, Industry spotlight, FillerWords. 
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2011 Education Institute Calendar

Designation Academy
Las Vegas, Nevada
December 11-17, 2011

CAI and CAI Next
Bloomington, Indiana
March 18-22, 2012

Benefit Auction Summit
Baltimore, Maryland
September 12-13, 2011

Re
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Auctioneer Transaction Machine

Ring Leaders

Joseph Mast, CAI, of Real Estate Showcase, Millersburg, Ohio, attempts to deposit his $5,000 check into an ATM following his win 

in the 2011 International Auctioneer Championship. Spanky Assiter, CAI, AARE, of Assiter & Associates Auctioneers, Canyon, Texas, 

helps out. Submitted photo

Angelo Lopez of Angel's English and Spanish Auctions, Lakeville, Minn., 

and Sam Grasso Sr. of Baltimore help out as ringmen during Confer-

ence and Show 2011 in Orlando, Fla. Photos by Mathews Photographers

Sign up at www.auctioneers.org, call (913) 563-5428 or e-mail education@auctioneers.org.

http://www.auctioneers.org
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HAVE AN... 
ITEM TO SELL
OR JOB OPPORTUNITY?

The MarketPlace 
section is a new fea-
ture for Auctioneer 
reserved for your 
business and  
commercial   
advertising needs.

If you are interested 
in taking out an  
advertisement, 
please contact Anna 
Lewis at  
alewis@auctioneers.org 
or at
(913) 563-5421

AD SPACE

AD SPACE

National Auctioneers Association

8880 Ballentine
Overland Park, KS 66214 
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www.auctioneers.org
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