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FROM THE PRESIDENT

John Nicholls, AARE, AMM
NAA President

National Auctioneers
Association President John
Nicholls, AARE, AMM,

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

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

Aside from winning IAC

in 2006, John has won

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

John resides in
Fredericksburg, Virginia,
with his family.
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New communities and

more value

hen this column appears in the
December/January issue of Auctioneer, I
§ will have completed one-half of my term

as president of the NAA Board of Directors. That’s
i hard for me to believe!

i The time has gone quickly, and I chalk that up
i to being focused on the incredible amount of

i successful work that NAA members have done
{ within the association and in the industry.

{ My excitement for NAA and the industry as a

i whole is as high as it has ever been in the five-

i and-a-half years that I have been in a leadership

| role. I see what is happening in our industry, and

i Isee our members becoming more and more

| entrepreneurial as they learn how the industry

i is changing. T see how they are becoming more

i efficient in their businesses, learning to use online

| auctions as a tool when it is appropriate, and how

| to cultivate live auctions when they are appropriate.
i Isee the young people coming into this industry

i with their passion and their technologies. And T am
i excited about all of this.

i Tam also excited when I look at how NAA is

i changing. We are looking at ways to introduce even
{ more content to members - using technology, as we
i will with our microlearning site and ensuring that

\ our face-to-face classes continue to receive quality
attention.

i There are several new things that the Board

i is considering for 2017 - all of which will be

| determined in the next few weeks. One of our

| largest initiatives is the creation of Communities
i of Practice. All of us in the auction industry sell

i anything most of the time, but most of us focus

{ most of our attention on one or two asset classes.

| What we at NAA are trying to do is to give you the
i information YOU need to make YOUR business

i more successful. Why should you have to read

i through a ton of information on selling equipment
| if you are a benefit Auctioneer? Why should you sit
| in classes that are related to real estate if what you

{ are most interested in is marketing?

To help you find the information most relevant to
i your needs, NAA has developed five Communities
i of Practice: Real Estate, Personal and Commercial

Assets, Benefits, Marketing and Management, and

Auctioneer www.auctioneers.org

Contract Auctioneers. Content and education
specific to those communities will be available and
delivered to you based on what you want for your
business. If you want all of the information, you can
get it. But, if you want to focus your business on one
or two asset classes, the content and education we
deliver will be funneled in ways to help you.

You will have access to everything any time you
need it on auctioneers.org. But you can rely on
NAA to help filter the information based on your
preferences.

That’s not the only thing new that NAA will be
doing in 2017, but it is a huge effort. By the end

of next year, the website will be redesigned based
on the Communities. And more education will be
added. And perhaps even newsletters. This is the
vision the NAA Board has for this organization as
it continues to identify and develop ways to provide
value for your membership.

Also, there will be more education offered to those
individuals who have completed CAI. CAl+isa
new program developed by the Education Institute
Trustees for people who have completed CAI at least
five years ago. This program will highlight all of the
new programs that CAI students now take. It will
only be available to students once every five years,
which ensures sufficient pressure will be placed on
the Trustees to keep CAI relevant to its candidates.

These are only a couple of ways that NAA is trying
to meet the needs of members’ changing business
environments!

And don’t forget - the NAA Management and
Marketing Summit will be held in February in
Atlanta. All of the information for this event can be
found on page 66.

NAA continues to evolve to meet your needs, so let
us know what those needs are and what we can do
better. But in the meantime, take some time over
the next month or two and relax with your friends
and family and remember to enjoy the holiday
season.

Thank you for your membership, and here’s to a
very happy and successful new year!

’%ﬁ%
,
,
i
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NAA Board focuses on
strategic priorities

By NAA Staff

The 2016-17 NAA Board of Directors (front row, L-R): Scott Shuman, CAlI, Vice President; Hannes Combest, CAE, Executive
Director; John Nicholls, AARE, AMM, President; Spanky Assiter, CAl, AARE, Past President; Devin Ford, CAI, CES, Treasurer; Jason
Winter, CAl, AARE, AMM, CES, Director; (back row, L-R) Tommy Rowell, CAIl, AARE, Foundation Representative; Doak Lambert,
Presidential Appointee; Scott King, CAl, AARE, AMM, Director; Darron Meares, CAl, BAS, MPPA, El Chairman; Matt Corso, CAI,
CES, Director; Will McLemore, CAI, Director; Tim Mast, CAl, AARE, Director; David Whitley, CAI, CES, Director.

trategic priorities were the focus of the NAA Board of
Directors at its fall meeting.

Those priorities were the result of August’s Strategic Planning
meeting, where the Board considered recommendations from the
Education Institute Trustees and the Promotions and Advocacy
committees. Staff then researched the time and financial resources
it would take to implement these priorities and returned these
estimates to the Board in time for the October meeting.

The Board then approved several to be included as part of the
2017 portion of the Pathways to 2020. These included:

Communities of Practice (see page 28 for more information).
DECEMBER 2016/JANUARY 2017

Auctioneer www.auctioneers.org

In short, this idea is designed to provide NAA members increased
information they need to improve their businesses. Information
and education will be developed for specific communities and

all will be “tagged” with an icon representing that targeted
community. Initially, there will be five communities developed:
Benefits; Real Estate; Personal and Commercial Assets; Contract
Auctioneers; and Marketing and Management. Included in

this priority will be the inclusion of a summit for people selling
Personal and Commercial Assets, as well as for those who sell
Real Estate.

Rewrite BAS. This course will completely ensure that BAS
contains the best practices used in the benefit auction business.
Developed more than 10 years ago, this is the last NAA
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educational designation to undergo a complete revision.

CALI+. For years, people have been asking for a program that
would take them through the new material offered in CAL This
program will be offered to anyone who has been out of CAI

for five or more years. It will feature all of the new coursework
available to CAI candidates. (Find more information at
auctioneers.org.)

Task force on Cyber Security. This task force will discuss ways
to inform and educate members on what to do to address cyber
attacks, and what the industry can do to help avoid such attacks.

Developing a repository of forms for members to use. Often,
NAA staff members are called to see if certain templates are
available, such as various forms of agreements, best practices, etc.
A task force will be identified to help develop standards whereby
members can submit their materials so that other members can
access them.

Developing a plan to introduce non-traditional audiences

to the advantages of auction and potentially to this as a

career. Currently, women comprise 14.4 percent of the NAA
membership, and people of color represent even less. One reason
is that often this profession is not introduced to people as an
option. Over the next year, the Board will discuss developing a
plan to increase the membership in these areas by introducing
non-traditional audiences to the business of auctions and to this
industry as a career option.

Enhance social media and continued improvement on National
Auctioneers Week. The Board was pleased with the momentum
made during National Auctioneers week and would like to

see this continue to be successful. The Promotions Committee
requested funds from the Board to develop videos that members
could use on their website and on social media. As a result of this
action, financial resources have been allocated to these programs.

John Nicholls, AARE, AMM said that “all of these priorities

are designed to ensure that NAA achieves the Board’s vision of
having NAA members be the preferred professional used in the
marketplace”

The Board also approved an increase in the membership dues and
in NAA Conference and Show registrations. Membership dues
will be increased by $25 and conference registration fees will be
increased by $25 or $50, depending on the conference category.

Nicholls said that the Board had not increased dues since 2007.
He noted that three years ago, the Board passed a policy that
every October the Board would review a potential increase to
align with the Consumer Price Index. If dues were properly
aligned, membership would have been increased by $35. But
the Board was cognizant of not making a large increase as
membership remains a priority.

In other actions, the Board approved the revisions made to the
NAA Bylaws and to the NAA Code of Ethics as outlined in the
August issue of Auctioneer.

They also approved policy change in that individual vote counts
will not be announced at the Annual Business Meeting. Counts
will be posted on auctioneers.org under the Member’s Only
section within 24 hours. Candidates will have the opportunity to
obtain the vote count from the CEO immediately after the Annual
Business Meeting. This recommendation was made during the
Town Hall meeting held in Grand Rapids at the International
Auctioneers Conference and Show.

For more information on the Fall Board meeting, go to the
Members Only section of www.auctioneers.org under the tab
titled Resources and Services. <
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State watch

OHIO

NAA member Rich Kruse has been elected as Chairperson of  the foreclosure process of vacant and abandoned homes from
the Ohio Auctioneers Commission. Also, Ohio House Bill 390  2-3 years to about six months.

The event was held as part of the popular Red Steagall Cowboy Auctioneer Champion
Gathering, which hosts thousands of annual visitors. A percent of and Reserve Champion,
revenue supported the Texas Scottish Rite Children’s Hospital and respectively.

Steaks for the Troops charities.

10 DECEMBER 2016/JANUARY 2017 Auctioneer www.auctioneers.org


www.auctioneers.org

NETWORKING

MASSACHUSETTS

Approximately 40 attendees took part in the first annual New
England Auctioneers Convention, held Nov. 6 at Gillette Stadium,
in Foxborough, Mass. - the home of the NFLs New England
Patriots. NAA member Dan Stanavage won the bid-calling title,

and Paul Zekos was inducted into the Hall of Fame.
Do you have information about your

state you'd like to share? Contact

, memberservices@auctioneers.org
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year removed from celebrating 20 years as a
partner with St. Jude Children’s Research Hospital,
the National Auctioneers Association once again

hosted the NAA Toy Auction, which took place Nov. 16,
2016, at the world-famous facility in Memphis, Tennessee.

The event, led by NAA TAC Champions Beth Rose,

CAI, AARE, and TJ Freije, CAI, along with other NAA
members and staff, was successful again in 2016 — thanks
in every way to the money provided by NAA members.
The results of this year’s event are shown through images
on the next several pages.

Children who must daily endure one of the fiercest battles
anyone can face often see the NAA Toy Auction as an
opportunity to simply be a kid, and being able to provide
them with a reason to smile and take part in this event
truly is special.

Thank you for allowing this to happen, NAA members!
For more information about St. Jude research and how

you can help through “Auction For Hope”, see page 78 of
this magazine. %
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MNational Auctioneers
Association!

winner before getting back on stage to “sell” the next item; a young bidder raises a
hopeful paddle during the Toy Auction; NAA members’ generous giving allows NAA
t to purchase carts full of toys for St. Jude patients.
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Being able to provide
St.Jude children with
areason tosmile and take part
in this event truly is special.
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Foundation Scholarships

Apply at auctioneersfoundation.org

< DECEMBER >

) S M T W T F S
31 Larry McCool Scholarship

for CAl

Closing of Application

Benefit Auctioneer Conference and Show
Summit Columbus, Ohio

Opening day of Availability Closing of Application

2 scholarships

SEPTEMBER > < OCTOBER
M T W T F S S M T W T F

Designation Academy 15 Designation Academy
Opening day of Availability Closing of Application

2 scholarships to each of the
following designations: AARE, AMM,
BAS, CES, and Contract Auctioneer,;
1 scholarship for GPPA
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for 2017

< FEBRUARY
S M T W T F

1 Conference and Show
Columbus, Ohio

Opening day of Availability

5 registrations including
2 (two) nightslodging

Benefit Auctioneer
Summit

Closing of Application

National
Auctioneers
Foundation
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Kurt Bachman
Attorney and licensed
Auctioneer from
LaGrange, Ind.

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

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

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

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

not be deemed secure
or confidential. Please
visit one of our offices
to ensure complete
confidentiality.
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““Starting bid” same as
‘“reserve price”?

And, if it isn’t indicated publically, is an auction
generally considered with or without reserve?

Question: Is the “starting bid” the same as the “reserve price?”

Answer: No. This issue was litigated in Oklahoma and went up to the Court of Civil
Appeals of Oklahoma. See Mabry v. Like, 76 P.3d 96 (Okla. 2003). In that case,

an Auctioneer was seeking to sell a parcel of real estate that was advertised for
public auction with a “minimum bid of $100,000.” The advertisement did not state
whether the auction was with or without reserve. Before the bidding began, the
Auctioneer announced that the sale was subject to confirmation by the sellers,
who were present. The Auctioneer also stated that the name of the highest and
best bidder would be the name added to the contract. An individual bid $136,000.
When no more bids were being made, the Auctioneer discussed the current bid
with the sellers who declined to accept the bid. Afterwards, the Auctioneer closed
the auction. The bidder was upset and claimed an interest in the real estate from

the auction.

r I “he court began its analysis by evaluating
whether this was an auction with
reserve or an auction without reserve.

The advertisement had not indicated whether

the auction was with reserve or without

reserve. The court cited the general rule that

an auction is deemed to be conducted with

reserve unless there is an express announcement

or advertisement to the contrary before the
auction takes place. The bid packet included

two important terms. The first contained the

following language: “Our company policy,
however, requires every seller’s confirmation

of the high bid before the sale is final, whether

or not the seller is willing to accept any

price for the property” The second stated:

“CONFIRMATION OF AUCTION: THE SALE

OF THIS PROPERTY IS SUBJECT ONLY TO

CONFIRMATION BY THE SELLER. Bidding

shall be open to any person who agrees to

abide with the terms and conditions” The
court examined the brochure, Auctioneer’s
announcements, and bid packet and concluded

Auctioneer www.auctioneers.org

that the “auction was with reserve and that when
the sellers did not confirm the highest bid, no
contract was formed.”

In a reserve auction, there is no meeting of the
minds, and therefore no contract, until the offer
of a bidder is accepted by the seller. The bidder
pointed to the auction brochure that advertised
a starting bid of $100,000. He argued that the
starting bid requirement of $100,000 was the
reserve, and since his bid exceeded that amount,
a contract had been formed. The Court found
that the “starting bid” and the “reserve” can be
different amounts. It explained: “satisfaction of
a starting bid does not change a with reserve
auction to one without reserve. A starting bid is
a floor at which bids must start. Starting bids do
not bind a seller to accept the highest bid about
the minimum.”

The bidder also asserted that the Auctioneer’s
statement that the “highest and best bidder
will be the one that goes-name that goes
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on the contract” changed the auction from being one with the right to accept or decline any and all bids. A minimum
reserve to one without reserve. The court disagreed. The court acceptable price may or may not be disclosed and the seller
acknowledged that the statement was made after the Auctioneer  reserves the right to accept or decline any bid within a specified
announced that the auction was subject to confirmation by time”” It defines a “minimum bid auction” as an “auction in

the sellers, but concluded that this “statement is insufficient which the Auctioneer will accept bids at or above a disclosed

to transform the auction into one without reserve.” The court price. The minimum price is always stated in the brochure and
explained that announcements stating that the item being advertisements and is announced at the auctions” The “reserve”
auctioned will be sold to the highest bidder “are usually merely or “reserve price” is “[tJhe minimum price that a seller is willing
preliminary negotiations, not intended and not reasonably to accept for a property to be sold at auction”

understood to be intended to affect legal relations.” The high
bidder’s bid must still be accepted by the seller when the auction ~ There are three main points to take away from this case. First, the

is with reserve before his name goes “on the contract” sales contract is formed at a reserve auction by the acceptance of

a bid by the seller. If the high bid is not accepted, no contract is
The court explained: “the fact that [bidder] was high bidder formed. Second, the minimum bid and reserve can be different
with a bid above the advertised starting bid and his willingness amounts. While the minimum bid must be disclosed and is the
to have his offer accepted as evidenced by his ability to pay the floor at which bids must start, the reserve is not usually disclosed
5% down as required, does not force the [seller’s] acceptance. and will normally be higher than the minimum bid. Finally,
Consequently, no contract was formed” In an auction with Auctioneers should be careful about the language they use at an
reserve, the sale contract is formed by the offer of the bidder to auction to prevent a reserve auction from being unintentionally
buy and the acceptance of the bid by the seller. converted to an auction without reserve. %

This case discussed three key terms that are defined by the
NAA in the glossary. The NAA defines the term “auction with
reserve” as “[a]n auction in which the seller or his agent reserves

Turning Bidders Into Buyers
for more than 45 Years!

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

A

Atlanta Dallas
HudsonMarshall.com HudsonAndMarshall.com
800.841.9400 800.441.9401
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By Carl Carter, APR, ATS

Carl Carter is
President of
NewMediaRules
Communications,
which has provided
public relations
and marketing
communications
services to auction
companies throughout
the U.S. since 1994.
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Give your

communications efforts
a 2017 Tune-up

had all the auctions you could say grace
over. And even if you didn't, there were
proposals to write and prospects to visit.

F or most of the past year, you've hopefully

It's tough to balance all those responsibilities and
still find time to improve your communications
efforts. But hey, we're in the holiday season now.
You have a fresh new year ahead of you, and it’s
the perfect time to shake things up. Here are some
ideas for that:

Implement an editorial calendar for corporate
messages promoting your company, and hold
yourself to it. Whatever media you use to gin
up business for your firm, it’s important to
communicate specific targeted messages.

Maybe you want to let people to know your
outstanding track recording in getting assets sold
and closed. Make this the focus of one of your
newsletters or blog posts. You can also program in
some seasonal topics. Late summer, for example,
might be a good time to remind owners of
recreational land that they may get a better price
by selling in time to allow the new owner to hunt
it during the upcoming deer season.

Get personal. If you want to stand apart from

the crowd, go against the trend. Right now, the
crowd is increasingly efficient, electronic and
impersonal. We communicate a lot by email or
even text. We scan Facebook each morning to see
who we need to send birthday greetings to. And

Auctioneer www.auctioneers.org

it all comes off as precisely what it is -- sending
meaningless greetings to someone to whom you
haven’t devoted a moment of thought.

So, why not stock up on birthday cards and send
your sellers or bidders the real thing? Learn

their kids’ names and ask about them from time
to time. Set up a web meeting to go over your
proposed marketing plan and budget rather than
just sending it by email. Sure, these may not all be
the most efficient ways to communicate in terms
of time, but you'll be surprised how many people
appreciate the extra effort.

Experiment with new ways to communicate.

We all agree that there’s no substitute for being
in the right place at the right time. So, how can
you improve your odds of that happening? One
way is by finding more vehicles to stay in front of
people who might be a source of business. One
way to do that is to produce content. Your press
release can go on your website and get shared

on social media. Maybe even host a blog (but be
sure to keep it fresh if you do!). You can also seek
opportunities to attend or teach seminars and go
to conferences. It all counts, and the efforts add
up. Try some new things with audio and video -
the current market landscape is hungry for these
types of content.

Measure, measure, measure. Auction budgets are
tight, and sellers are more demanding than ever.
So, measure everything you can get your hands
on. Learn how to use custom URLs and custom
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Experiment with new ways to communicate. We all

agree that there’s no substitute for being in the right

place at the right time.

phone numbers to measure how many callers and bidders are
responding to your billboards, signs, and online ads. (A great way
to learn how to do this this is to send your marketing person to
the NAA Auction Marketing Management class, or go yourself.)

Expand your reach. When you have a great market niche, it’s
natural to just go with that. But, why not look beyond the stuft
that comes easily and see what else might be out there? I know
a lot of Auctioneers who have had a few slow years chasing
after luxury properties, high-end antique collections and

massive stretches of land. Meanwhile, I've seen others making
a good, steady living on the “little stuft” like small farms, store
liquidations and investment-grade houses. Why not look for
opportunities in underserved niches like minority markets in
your area? Maybe you could even learn another language!

It all starts now, before the phone starts ringing again. <

www.auctioneers.org — Auctioneer DECEMBER 2016/JANUARY 2017

21


www.auctioneers.org

FEATURE

AP
AND

PURCHASE

22 DECEMBER 2016/JANUARY 2017 Auctioneer www.auctioneers.org



www.auctioneers.org

FEATURE

a New
tempt

dia and

, would it

ofessionals?

By James Myers, contibutor

I Auctioneer DECEMBER 2016/JANUARY 2017 23



www.auctioneers.org

FEATURE

24

DECEMBER 2016/JANUARY 2017

Auctioneer

www.auctioneers.org

ost auction professionals have at the very least
Mbegun to embrace social media to expand business.

Many are knee deep in marketing their auction
companies through social media, expressing opinions and
becoming “thought leaders” in their posts on LinkedIn,
Facebook, Twitter, and other popular channels. Apart from
all of that, however, the auction business still comes down to
converting assets to cash, and one platform has a new feature

that could significantly raise social media’s value proposition
for the auction industry.

That said, the question now is whether Instagram’s new
shopping feature, which is currently in beta testing since
launching in November, will be that value vehicle for
Auctioneers.

It is too early to know whether
the shopping feature will
prove to be a hit, but there

has been a high level of
excitement from both brands
and consumers.

Instagram engineers and managers began posing the question
to themselves last spring — how can we get our users to shop
with Instagram? The goal was to keep it non-obtrusive; they
wanted the interface to remain the same without making the
shopping tools completely obvious. They wanted to allow
brands to tag their products in their photos in the same way
the average everyday user tags friends in photos.

Historically, shopping hasn’t been incredibly successful for
businesses using social media. Facebook has given it a shot,
but quickly found its shortcomings when users began posting
ads for illicit goods. Twitter also flirted with the idea, offering
a “buy button” that has since been scrapped.

However, Instagram execs say more than half of the platform’s
500+ million users follow brands. Also, around 44 percent

of Instagram users say they conduct brand research through
the network. Instagram users are also younger than other
major social media channel users, all of which could point to a
commerce success story for Instagram where others have failed.
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At the beginning of November 2016, Instagram began testing
the shopping option with 20 brands, including Warby Parker,
Kate Spade, Coach, Macy’s, Abercrombie & Fitch, Holister,
Levi’s, JackThreads, and J. Crew. For instance, if an Instagram
user is on J. Crew’s page and he or she is interested in a
clothing item, they can click on the information tab on the
picture and a price will pop up.

A recent photo on J. Crew’s account features a woman wearing
a flannel shirt, putting her hair in a bun, and includes a tab

at the bottom of the photo that says, “tap to view products.”
Tapping on the picture initiates a pop-up that reveals the
name of the product, in this case - “Perfect Shirt,” followed by
the price, $78. Clicking on the price opens a new page with

a different view of the product, a long description, and the
option to “shop now.”

It isn’t hard to see how such a setting could easily be applied to
auction settings. Imagine a buyer casually flipping through a
stack of photos from an upcoming onsite estate auction. Now,
imagine that user having the ability to touch images in the
picture — a couch, a TV, or a piece of clothing, for example —
and having the ability to enter a bidding section for that item.

Such a scenario is tantalizing, but Instagram’s shopping feature
appears to still be in the test phase at this time. And, only
U.S.-based iOS users are able to see the offerings from the 20
brands Instagram selected to try out the new feature.
However, if Instagram allows business owners to dive into

the shopping feature, it could open the door for Auctioneers
to put individual photos of items in their upcoming auctions
with separate pages where detailed information about the
product can be placed, as well as the time/date/place of the

auction.

It is too early to know whether the shopping feature will prove
to be a hit in general, but Instagram Director of Product

Is having this kind

of option exciting for
Auctioneers? Share your
comments with the NAA
Auction Professionals
Facebook Group!

Management Vishal Shah has noted a high level of excitement
from both brands and consumers.

Regardless, simply seeing the innovation from Instagram is key
here, and it is certainly worth paying attention to as the platform
(and others) continue to search for ways to break into commerce
functions. %

CUS busmess rsysl‘ems

R WL

.'.?* n. £

"‘h g

The Auction Industry
Software Authority
For 30 Years

info@cus.com * 9546306545

Are You Interested In
Becoming An Auctioneer?
If So, This Is Your
Opportunity!
Potential In The
ess Is Unlimited...

1 School Of Auctioneering
uiThe Skills You Need.

e Open Your Own Auction Co.

e Be A C ct Auctioneer |
- stablished Auction Co. -
The Choice Is Yours!

14 Of America’s
Top Auctioneers & Instructors

The Best Training Facility In America

Your In
Auction B L

Men
Teach
S

-

Enroll Today
For The Class
Date Of Your
Choice.

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

Hemdenholl Schoe! of Auchomen

Since 1962
PO Box 7344 High Point, NC 27264
Phone: (336) 887-1165 Fax: (336) 887-1107
www.MendenhallSchool.com

www.auctioneersorg — Auctioneer DECEMBER 2016/JANUARY 2017 25


www.auctioneers.org
http://mendenhallschool.com
mailto:info%40cus.com?subject=

-

INCREASE
SALES

Auction professionals who accept credit cards
get a reported in greater gross receipts

NO MONTHLY FEES | NO STATEMENT FEES | NO SETUP FEES | 1.67% DISCOUNT RATE

COMPATIBLE WITH
MAJOR AUCTION
SOFTWARE

I.D

WORKS WITH
ALL SMART
PHONES

INCLUDES
PREMIERE
SERVICE

Log on to www.auctioneers.org to learn more

o

about this exciting program and sign up today!



USA
TODAY

A GANNETT COMPANY

AUCTION SHOWCASE | Smov

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

: MIDWEST CIRCULATION
: 334,000

/ .
30% OFF \,/L\“
E EAST

NAA MEMBERS

CIRCULATION
426,000

CIRCULATION

462,000
CIRCULATION

402,000

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

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

1.6 MM own real estate in addition to
primary residence

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

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


mailto:auctions%40russelljohns.com?subject=

FEATURE

NAA introduces

COMMUNITIES

By NAA Staff
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OF PRACTICE

“It is NAA’s opportunity to help you get the information you
most need for your business to be successful.”

- NAA CEO Hannes Combest, CAE
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t its fall meeting (see Board meeting summary, page
A6), the NAA Board of Directors approved a new

concept in delivering education and information:
Communities of Practice.

According to Hannes Combest, CAE, Chief Executive
Officer of the National Auctioneers Association, this
concept works simply. The Board identified five
communities (shown right).

DECEMBER 2016/JANUARY 2017 Auctioneer www.auctioneers.org

Contract Auctioneers

Real Estate

Benefits

Personal and Commercial
Property

Marketing and Management

Each community will have specific education targeted to them (a
summit each year will be provided for people interested in this
community - see the calendar on the side); each community will
have a designation program focused on them; and, all will have
content written and provided specifically for them.

“It is NA A’s opportunity to help you get the information you most
need for your business to be successful,” Combest said. “It is not
a one size fits all approach; having said that, you WILL have the
opportunity to receive ANY content you want”

Free Knowledge Center for NAA
members

Beginning Jan. 1, 2017, the Knowledge Center will be free to NAA
members. The Knowledge Center contains recordings of conference
sessions that have been kept on file for several years. In the past,
members were charged $20 or more for each of these sessions.

To support the Communities of Practice, each session title will

be tagged with an icon that communicates which of the five
Communities of Practice the specific session addresses. Some
sessions may address more than one Community; some may
address all five of the communities; but some may only be specific
to one audience.

Beginning in January the titles and presenters will be listed on the
Members Only section of www.auctioneers.org and will include

a Community icon to designate the specific one the session
addresses. The sessions will be able to be streamed onto a computer
or smartphone simply by clicking on a link.
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auctioneers.org/Member Resources/XXX

2016 International Auctioneers
Conference and Show (Grand
Rapids, Ml)

An Insider’s Guide To Booking Profitable

Industrial and Commercial Auctions

Presented by Russ Hilk, AMM, GPPA

@AOD

auctioneers.org/Member Resources/XXX

The Art and Science of Working
the Ring

Presented by Sam Grasso

QAOED

auctioneers.org/Member Resources/XXX
Apps: What and How

Presented by Kathleen Lappe

In the future, NAA events
will be “tagged” with
relevant Communities
of Practice logos so that
members will instantly
know how targeted that
informationis to them.
This is an example

of what those future
schedules will look like.
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The Knowledge Center will not be the only change noted for
the Communities of Practice. Each year after Conference and
Show, NAA staff conducts a survey of conference registrants
to see what can be improved.

“Each year someone - or “someones” - request that we
develop tracks for our conference education,” Combest said.
“By using these icons that represent the Communities of
Practice, we will be able to help individuals find education
that they want from the more than 50 classes offered”

DECEMBER 2016/JANUARY 2017 Auctioneer www.auctioneers.org

Research from the American
Society of Association
Executives proves that
members who feel a part

of something will stay as
members. The goal is to foster
this engagement in as many
ways as possible - through
communities using social
media and forums.

Timeline for Implementation

Combest said that the Communities of Practice will take time to
be integrated into all of NAA. Work will start immediately tagging
education and information with the icons shown here. And she
assures NAA members that the content for these Communities
will be kept current and relevant.

The future of Communities of Practice

“Research from the American Society of Association Executives
proves that members who feel a part of something will stay as
members,” Combest said. “It is our goal to foster this engagement
in as many ways as possible — through communities using social
media and forums. Eventually the content we provide, will be
contained in a repository that will be housed on our website

that will be searchable - that won't happen in 2017 but it will
eventually happen”

“Our vision for the Communities of Practice is that you will be
able to come to NAA for the information you need at any time
and find it easily;” said John Nicholls, AARE, AMM, president of
the NAA Board of Directors. “We truly believe that by giving our
membership the information and education they need, we can
help our members be more successful” <
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CONTRACT AUCTION SPECIALIST

NAA unveils new
designation:
Contract Auction
Specialist

By NAA Staff

n October, several NAA members met in Overland
Park to discuss and plan in detail a program tailored
to fit the needs of today’s contract Auctioneer.

The result is a robust program that will help contract
auctioneers build and maintain a career, focusing on
such business practices as marketing, networking,
ethics, and sales, as well as how to ensure that they’re
keeping abreast of the self-employment pitfalls of
contract auctioneering.

“Contract auctioneers are a group NAA felt have needs
and opportunities unique to them away from other
niches,” NAA Education Director Aaron Ensminger
said. “This opened the opportunity for NAA to listen to
some of the best minds in the industry and have them
provide their insights and experience to a designation
program that will pick up where auction schools leave
off, helping Auctioneers set up and run themselves as a
business”

NAA members who collaborated on the designation’s
design in Overland Park included: Janine Huisman,
CAI, AMM, BAS, GPPA, Chair; Charles Nicholls;
Shane Ratliff; Doak Lambert; Peter Gehres, CAI,
CES; and Matt Hostetter, CAI, CES. Members of the
committee who weren’t able to attend the meeting:
Frank Hackett; Dustin Rogers, CAL; TJ Freije.

The curriculum is being polished and finished now, and
the first “beta” Contract Auctioneers class is scheduled
for late February.

For more information and scheduling, contact NAA
Education at 913-563-5432.

-1 .
Bullding Quality Auction Toppers Since 1985 Hh
iCalf Lampd Auctioneers for a quale!
320-274.5303 1ames

To view Inventory visi Lampifuction.com & Click on Auction Equipment

/

,' CAl, AARE, GPPA

2016 National Auctloneers Assn. Hall of Fame
Senior Instructor - World Wide College of Auctioneering

Thank you for your service to the NAA & Auction Profession

Come Train With The Champions!
q World Wide College of Auctioneering
For More Information Call 1-800-423-5242

WoerldWideCollege OfAlictioneetingfcom
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NAA State Leadership
Conference proving valuable
for state association

State associations such as in
Florida have found tangible,
positive changes stemming
from knowledge gained at the
NAA SLC.

By NAA Staff

NAA Director Tim Mast (left) informed state leaders
about the #AuctionsWork / #NAAPro campaign last
winter during the NAA State Leadership Conference.
Attendees also learned in-depth parliamentary
procedure from Dr. Leonard Young (above).
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states were represented at the 2016 NAA SLC.
]

ttendance by state association leaders to the National
Auctioneers Association State Leadership Conference
has steadily increased the past several years.

Topics have centered on improving or enhancing state-level
strategic thinking and implementation, and presenters have
driven home those key messages. The result for attendees has
been an increased knowledge regarding business planning, board
protocol, and member recruitment and engagement methods, as
well as a better understanding of NAA programs and procedures.

As states have sent their leadership and reaped the rewards
of that increased know-how, some have taken an additional
step and found ways to send more than one member of their
leadership teams.

The Florida Auctioneers Association is one of those states, which
has seen a huge, tangible difference in the way it operates and
serves value for its members, according to Sara Rose Bytnar,
CAIL AARE.

“FAA has made the NAA SLC a priority for several years. By
sending our leadership (and future state leadership) to the SLC,
our board has been able to keep the momentum of our business
plan moving forward,” the FAA President-Elect said. “It’s easy to
be energized at the beginning ofa board term, but FAA has found
that in order to keep the momentum going, we need to invest in
our board to keep them engaged. SLC has done that for us”

Of course, not every state association operates the same way

or faces the same problems. But, regardless of current status or
structure, state associations stand to experience a couple of core
benefits when attending the SLC.

“Two fundamental benefits of attending the SLC are networking
opportunities with leadership from a number of other states
that have embraced best practices and idea sharing with many
states who are experiencing the same difficulties that FAA

has encountered,” Rose Bytnar said. “The NAA SLC has done
an exceptional job of setting the schedule so that states are
getting relevant education on the areas that will improve the
functionality of growing (and struggling) state associations.”

Digging past the overall benefit, Rose Bytnar pointed out

several areas where FAA took the information it learned and
implemented those pieces, all of which improved upon what had
been in place.

“FAA has embraced and implemented several nuggets from
the SLC,” Rose Bytnar said. “As a result of SLC, FAA invested in
Directors & Officers insurance for its board, improved board
meeting procedures because of SLC’s session on Robert’s Rule
of Order, and continues to build a solid association from the
ground up by focusing on the basic fundamentals.

All of these improvements stemmed from sending as many
board members as our budget would allow to NAA SLC. FAA
sees tremendous value in sending current officers, as well as,
future leaders of its association.”

The 2017 NAA State Leadership Conference is set for March
6-7, at the Embassy Suites Kansas City International Airport.
For more information, visit auctioneers.org/event/2017-state-
leadership-conference. %
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We hear about clean data all the time.
Why is that so important for auction
professionals today?
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lean data” isn’t just a trendy term - auction
professionals prioritizing data cleanup can see a
boost in their bottom line.

“Clean data has a budgetary impact,” says NAA Membership
Manager Brandi McGrath Kong. “It ascertains that the data you
are using to make important business decisions is accurate.

“Analyzing clean data can help you find critical company trends
or prospective buyers for a particular asset up for auction. It
also means time and money is saved on undelivered printing,
products, postage, etc”

So where should Auctioneers start with data cleanup?

First, it must be a priority, says Bryce Gartner, Chief Experience
Officer at icimo.

“Let’s say you're doing an email campaign. And if your emails are
not going to the right email address or the right person or the
right buyers because you have not prioritized making the time to
check your information, then you are being very inefficient,” he
says.

He also encourages Auctioneers to not only clean up their data
but enhance their data. In practice, this means going beyond
checking that an email address is correct by, for example,
evaluating what can be done to increase e-mail open rates.

“Say you've gotten an amazing open rate of 35 percent on 10
emails,” he says. “That’s awesome, but you need to look further
and see who is opening it, and if it's the same contacts every
time, you need to look into why you’re missing the other 65
percent and what you can do to reach them.

As an example of what a data cleaning plan should entail,

McGrath Kong says the NAA focuses on the following aspects in

its own data cleanup program:

« Ensuring database is regularly backed up

« Continuously merging duplicate records

o Providing necessary staff training

« Working with database company to solve issues as quickly as
possible

o Maintaining calendar that includes weekly, monthly, quarterly
and annual cleaning dates

DECEMBER 2016/JANUARY 2017 Auctioneer www.auctioneers.org

« Automatically sending calendar reminders to make sure tasks
are completed on time
o Team reporting on the status and/or findings from the work

Clean email marketing practices

McGrath Kong advises auction professionals to consider

integrating the following elements into plans for keeping mass

emailing lists, such as buyer and seller lists, clean and efficient:

« Monitor email on an ongoing basis by looking at current
mailing lists, including bounce, undeliverable and unsubscribe
lists.

» When uploading a mailing list to an email blast provider (such
as Constant Contact), review the mail list status in order to
automatically detect and correct errors.

« Manually review contact lists on an ongoing basis to catch any
obvious errors, such as misspelled domain names or missing
punctuation.

o Twice a year, reach out by phone to contacts whose emails are

bouncing back.
o If the address is incorrect, enter correct email address into
the system

o  If the bouncing address is indeed correct, provide the
contact with directions on how to work with his or her IT
team or internet service provider to unblock the emails
from any spam filters that may be inhibiting delivery

o  Follow up a phone call with a mailed letter if you do not
speak with the individual

o On unsubscribed emails, follow up with contacts at least twice
each year through a letter to remind them that they have
unsubscribed from the list and provide directions on how to
re-subscribe if the change was an error, or if their interest has
changed.

Grow your business with clean data

Additionally, McGrath Kong stresses the importance of

incorporating these follow across-the-board aspects into data

cleanup plans:

« Create data standards that mandate how information
will be stored in a database. This can include formatting,
abbreviations and punctuation.

« Ensure that everyone inputting information into the database
has a copy of the standards, and schedule periodic reminders
to staff.
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Gartner alsoencourages
Auctioneers to not only
clean up their data but

enhance their data.

o Update and correct any address changes immediately upon
receipt, including those sent USPS (United States Postal
Service). Do research on all returned mail to make sure that
you either have a corrected address or remove inaccurate
information.

o Make sure that contacts are correctly categorized - i.e., labeled
as “current,” “prospect,” “former,” etc. (current, prospect, former,
etc.) as they move from one target group to another.

« Consider the benefits of USPS tools such as the National
Change of Address File, Locatable Address Conversion System

or Coding Accuracy Support System.

The return on investing in data cleanup can be substantial.

“For the NAA, data cleanup was necessary to make sure we had
the truest information for analysis purposes. Looking at our

data helps us to decide what kind of education we need to offer,
where we should hold events, how to market to different target
audiences, what a typical NAA Auction Professional looks like and
more,” McGrath Kong says.

The results list goes on.

“It enables us to know our customer without the concern of having
bad data,” she says. “It also makes every day business processes,
such as putting together mailing lists or reporting statistics to
leadership, easier and more accurate.” <
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STATED CLEARLY

Even simple
collected
member

data, such as
geographic
location,
improves NAA
decision making.

(Data as of Nov. 16)

Often, NAA staff gets asked why

it collects data from members on
surveys, polls, feedback forms,

etc. After you just read about

the importance of having clean
data, the answer should be easy:
having a real-time, crisp data
image of your audience is crucial in
today’s association and economic
marketplace.

And, of course, the more data and
the clearer the data, the better that
image is.

That said, it can’t be overstated
that even the simplest kind of

data - such as where members

are located - needs to be clean as
well. Duplicated entries, or multiple
abbreviations for one state in a
database can skew numbers and
make good decision making hard.

But, rest assured, NAA’s information
is in great hands (see the clean data
article), and it provides staff with
information like ... “Where are our
members located?” Clean data
takes the guessing out of it!
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NAA Marketing Gompetition

AUCTION MARKETING CAMPAIGN OF
THE YEAR

Rules and Procedures

1. Entry Fee: All members will receive one
complimentary entry into the 2017 Marketing
Competition. Each subsequent entry must be
accompanied by a $10 entry fee. Failure to include
full payment will result in disqualification.

2. Submit a brief, one-page, professional, typed
summary of your auction campaign. Additionally,
please organize the following in a binder, with title
pages dividing major sections. Entry summaries
may include any or all of the following: - Important
information on why the auction was noteworthy. -
Marketing strategy and tactics used. - Goals for the
auction (i.e. monetary, notoriety, etc.) - Copies of
press releases and news coverage about the auction.
- Copies of photographs, advertisements and any
other promotional materials. - Innovative marketing
or techniques employed. - Online marketing. -
Target markets. - Summary.

3. Submit one copy of the event materials.

4. Only auctions between 7/24/16 and 4/18/17 are
eligible.

5. Each entry must be accompanied by an official
and completed entry form and entry fee.

6. All entries must be received at NAA Headquarters
(8880 Ballentine, Overland Park, KS 66214) no later
than 4 p.m. central time, on Wednesday, April 19,
2017.

7. Entries may be judged on any of the following:
innovativeness and creativity; technological
enhancements; promotional elements; auction items
sold; satisfaction of client(s); satisfaction of bidders;
event atmosphere; and whether the total event met
or exceeded overall expectations.

8. Inclusion of the NAA logo is required on all print
materials and should be included if possible on

all other entries (TV/web/radio/giveaway items/
other materials). All elements of the logo must be
identifiable.

9. One entry will be selected as “Campaign of the
Year”

PHOTOGRAPHY DIVISION
Rules and Procedures

1. Entry Fee: All members will receive one
complimentary entry into the 2017 Marketing
Competition. Each subsequent entry must be
accompanied by a $10 entry fee. Failure to include
full payment will result in disqualification.

2. Photos may be produced either in-house or by
outside professionals.

3. Entries must be reflective of the auction industry

PRESENTED IN

USA
ODAY

PARTNERSHIP WITH

in some capacity and must have been created
between 7/24/16 and 4/18/17.

4. All entries must be received at NAA Headquarters
(8880 Ballentine, Overland Park, KS 66214) no later
than 4 p.m. central time, on Wednesday, April 19,
2017.

5. Late entries will not be considered.

6. The member whose name appears on the entry
form must be a current member of the NAA, or the
entry will be disqualified. Forms must clearly list the
member name and official company name as this
cannot be changed once submitted.

7. The same photo may be entered in more than one
category, with a maximum of three categories for
each image.

8. Photos must measure 8x10 inches. Entries may be
printed on in-house printers. (Keep in mind that the
quality of the print will be taken into consideration
by judges.)

9. Two (2) copies of each photograph must be
submitted.

10. No e-mailed photos will be accepted. Hard-copy
prints only, please.

11. The NAA reserves the right to move an entry to
another section if it does not clearly meet the criteria
for the category in which it was entered.

12. Category winners will be determined through
a point system. Entries must attain an established
point minimum in order to qualify. Winners may
not be determined if no entries meet minimum
point requirements.

13. Submissions will not be returned. Do not send
original copies.

14. Images submitted for this contest may be used
in future Auctioneer editions or for other NAA
promotional and marketing purposes.

15. All entries are eligible for a “Best of Show —
Photography” award.

PRINT AND DIGITAL DIVISIONS
Rules and Procedures

1. Entry Fee: All members will receive one
complimentary entry into the 2017 Marketing
Competition. Each subsequent entry must be
accompanied by a $10 entry fee. Failure to include
full payment will result in disqualification.

2. Entries must be reflective of the auction industry
in some capacity and must have been created
between 7/24/16 and 4/18/17.

3. All entries must be received at NAA Headquarters
(8880 Ballentine, Overland Park, KS 66214) no later
than 4 p.m. central time, on Wednesday, April 19,
2017.

4. Late entries will not be considered.

5. Inclusion of the NAA logo is required on all print
materials and should be included if possible on

all other entries (TV/web/radio/giveaway items/
other materials). All elements of the logo must be
identifiable.

6. The member whose name appears on the entry
form must be a current member of the NAA, or the
entry will be disqualified. Forms must clearly list the
member name and official company name as this
cannot be changed once submitted.

7. One Marketing Competition registration form is
required per contestant. Each entry also must have a
separate entry form.

8. Digital (e-mail) or faxed entries will not be
accepted.

9. Original work only. PDF files okay. Photocopies of
printed materials will not be accepted.

10. Entries will not be mailed back or otherwise
returned.

11. The NAA reserves the right to move an entry to
another section if it does not clearly meet the criteria
for the category or division in which it was entered.

12. Categories 1, 2, 3 and 4 must include two (2)
printed samples of each entry. (Category 3: Entry
must include two (2) full tear sheets showing the
entire page on which the advertisement is found.
Full-page PDFs are acceptable.)

13. Category 5: One (1) copy of entry (screenshot
or PDE, preferably) is required for each submission.
- Entries should include as many visual elements
and details as possible (e.g. theme, timeline, goals,
objectives, etc.) - Multimedia/Radio/TV entries
must be submitted on CD/ DVD in either Quick
Time or Windows Media format. - For company
website entries, please include URL on the entry
form in place of printed copies.

14. Category winners will be determined through
a point system. Entries must attain an established
point minimum in order to qualify. Winners may
not be determined if no entries meet minimum
point requirements. Any first-place ties will be
broken through an additional round of judging.

15. All entries are eligible for the Best of Show
award. A “Best of Show” award will be given for: 1)
Print, 2) Digital, 3) Photography.




BOARD OF DIRECTORS
DIRECTOR/OFFICER REQUIREMENTS

An NAA member who wishes to be elected as an Officer or Director of the association at the 68th
International Auctioneers Conference and Show in Columbus, Ohio in July must announce his or

her candidacy by 5 p.m. Central time on February 28, 2017.

NAA POSITIONS AVAILABLE

Vice President: One-year term. Will ascend to the presidency the next year. Must have served a full term on
the Board of Directors, Education Institute Trustees, AMI Board of Governors or National Auctioneers Foundation
Trustees.

Treasurer: Two-year term.

Directors: Candidate must: be a member of the NAA in good standing for at least three consecutive years; must
have served on an NAA committee/task force; must have completed CAIl or taken the NAA Leadership Development

course. Directors may serve two, three-year terms that are not consecutive. Two Directors are elected each year.

Board responsibilities: Expected to attend four scheduled face-to-face meetings, quarterly conference
calls and serve on committees as requested by the President. Board members may be requested to attend and speak at
various state association conventions as NAA representatives and attend social and other functions sponsored by the
organization when schedules allow. In addition, it is expected that the Board communicates the work of the organization

and shows support for the NAA.

APPLICATION PROCESS

Complete position descriptions for
Vice President, Treasurer or Director
can be obtained by emailing NAA
CEO Hannes Combest, CAE, at
hcombest@auctioneers.org or going
to www.auctioneers.org where the
entire process is outlined.

The application process is outlined
at www.auctioneers.org. It also can
be obtained by sending an email
to Hannes Combest.

Once an NAA member has reviewed
the aforementioned information, he or
she may run for election by first sub-
mitting a letter of intent answering
these questions:

® \Why are you interested in serving?

® How many years have you been a
member of the NAA?

® \What have you learned from serving
on a volunteer board, if applicable?

® \What state Auctioneer association(s)
do you belong to?

® \What committees and/or offices
have you served on or held in your
state association or in NAA?

Candidates must then submit two to
three sentences indicating how
they demonstrate the characteris-
tics of each of the competencies of
the "Characteristics and Attributes
of an Ideal NAA Board Member,”
which can be obtained in the informa-
tion packet. They also must provide

the Committee three references and
a professional photo of themselves.

After the Nominating Committee
receives the above information, it will
then interview the candidates and
nominate up to two candidates for
each position.

Candidates will be notified if they
are being nominated by March 17.

Candidates who are not nominated
by the Committee but still choose to
run must notify the Committee of
their intentions by 5 p.m. central
time on March 31 in order to appear
on the ballot.

Contact hcombest@auctioneers.org
for questions.

2017 NOMINATING COMMITTEE

® Chairman of the Board Spanky Assiter, CA|,

AARE - Chair

® President John Nicholls, AARE, AMM

CAl, AARE

¢ National Auctioneers Foundation President J.J. Dower,

* State Representatives from Ohio Jason Miller, CAl

® \/ice Chair, El Trustees Janine Huisman, CAl,

BAS, GPPA



NAA EDUCATION INSTITUTE
TRUSTEE CANDIDATE REQUIREMENTS

NAA members and designation holders who wish to be considered for a position of Trustee for the
NAA Education Institute in 2017 must submit information declaring their interest by Feb. 28, 2017.

Two (2) new Trustees will join the Education Institute as of the 2017 Conference and Show in Grand
Rapids. Terms are for three (3) years, and Trustees are expected to take a very active role in the
planning and implementation of education efforts of the NAA. El Trustees plan the educational
activities of the NAA, including designation programs such as CAl, AARE, AMM, BAS, CES, GPPA
and MPPA, summits and educational offerings at Conference and Show.

TRUSTEES MUST MEET THE
FOLLOWING REQUIREMENTS:
® Must have been a member of NAA for 5 years

e Have an NAA designation (CAI, AARE, AMM, BAS, CES,
GPPA or MPPA)

¢ Submit a letter confirming a commitment to serve

¢ Attend the International Auctioneers Conference and Show

TRUSTEE CANDIDATES SHOULD
BE AWARE THAT:

e Trustees are required to participate in monthly conference
calls and attend four (4) face-to-face meetings each year (one
of which takes place at Conference and Show).

* El Trustees recommend candidates for appointment to the
NAA Vice President

e The NAA Vice President makes the final recommendation of
candidates to the NAA Board for approval

* Only two (2) Trustees will be appointed
® Terms are three (3) years

¢ Trustees may not serve two consecutive terms and may not
serve concurrently on the NAA Board, other than the NAA
Vice President and the Chair of the Trustees

* Leadership positions of Chair and Vice Chair are elected by
the Trustees

e Trustees may not teach in seminar or deisgnation programs
during their tenure.

CANDIDATES MUST SUBMIT ALL
OF THE FOLLOWING BY 4 P.M.
CENTRAL TIME ON FEB. 28, 2017:
1. Asigned letter of intent to seek a trustee position

2. A brief response (75 words) for each of eight questions
listed below

3. A color photograph of yourself

4. The following profile information:

* Number of years in the auction profession

® Number of years as an NAA member

e Work history

* Education

* Prior volunteer activities

Candidate profiles will be reviewed by the Education Institute
Trustees. The profile is intended to help Trustees and Board

members learn more about the candidate and their respective
goals and views.

PLEASE ANSWER EACH OF THE
FOLLOWING QUESTIONS WITH 75
WORDS OR FEWER:

1. Why do you wish to serve on the NAA Education Institute
Trustees?

2. What specific talents and skills would you bring to the
Education Institute?

3. Should you be appointed, what would you like to accom-
plish during your term with the Trustees?

4. What is your vision for the education of an auction profes-
sional?

5. How has advanced education affected your success in the
auction industry?

6. What changes do you foresee in the auction profession
in the next five to 10 years, and how can the Education
Institute make sure the NAA is positioned to address those
changes?

7. In your opinion, how can auction education through the
NAA enhance the auction professional's image, skills, suc-
cess and satisfaction?

8. How do you think education should be delivered (lecture,
interactive, facilitated, etc.) to an adult learner?

Please remember that we need all information by 4 p.m. Central time on Feb. 28,

2017. Please email the requested information to: education@auctioneers.org.
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As the marketplace crowds together, marketers increasingly have
more control over affordable far-reaching concepts and tools.

By NAA Staff
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MARKETING CAMPAIGNS ON A BUDGET
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Presented by the National Auctioneers Association i" ]
November 2016

€ NAA’s “Marketing Campaigns on a Budget”
whitepaper is available at auctioneers.org/iSeries.

M arketing on a budget.

As professional marketers, business owners, or both, we know
that when it comes to strategic marketing efforts, budget is either
the first or second consideration. We are asked to bend corners,
sharpen edges, and even squeeze water from a rock in order to fit
a budget while accomplishing a laundry list of marketing goals.

Do any of these sound familiar?
“I want more people to know who we are.”

“I want people talking about us and sharing more of our stuff on
social media.”

“I want you to get our name out there in high-traffic places like I
see other companies.”

“I want you to make us show up on the first page of Google
searches.”
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ings, haven’t you?
marketing puzzle forever,
the tricky part in today’s
avigate the gushing fire hydrant of

s, tools, analytics, and ideas. Every day
earning about new trends on the fly and being
ast your core marketing principles accordingly while
ng your brand identity.

And all the while, you’re expected to worry about cost.
Thankfully, there is relief.

As the marketplace crowds together and the planet shrinks,
marketers increasingly have more control over far-reaching
concepts and tools. Some brands have figured out that they can
100-percent control their message from internal sources such as
a blog, website, or social media feed. They have also discovered
economical ways to distribute their messages to highly-targeted
masses without relinquishing control - a major win/win for a
brand. And, those discoveries are scalable — meaning even the
smallest business can implement the same thought processes and
protocols to fit its need.

That was true for the National Auctioneers Association in 2016
as it embarked on the largest digital campaign in NAA history
with its #AuctionsWork / #NAAPro campaign during National
Auctioneers Week.

NAA volunteer committee members and staff spent several
months crafting a message and figuring out which platforms
would serve the campaign’s goals best — all while, you guessed it,
staying on budget. The results of those efforts were tangible and
hugely successful, and we encourage you to read about them in
the whitepaper’s conclusion.

All of this is to say that it is more possible than ever for a
business or marketer to achieve their marketing goals, and do
so without overspending. It takes a bit of market research and
planning up front, but the results are well worth it.

We hope you find ideas here through discussion and NAA’s
examples, and we wish you the same success the 2016
#AuctionsWork campaign enjoyed because, as iSeries says, it’s
about you. <
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ABOUT
ISERIES

As an auction professional, you know

firsthand the importance of helping your client

meet their goals. Now, it's your turn! With webinars and

whitepapers covering general and industry-specific topics,

iSeries is there to help you develop your business and

hone your auction craft. Best of all - the program is free
and convenient to all NAA members!

ISERIES ARCHIVES

Miss a session? The complete iSeries archives is available
on demand to NAA members on the iSeries page.

wwww.auctioneers.org/iSeries

Auctioneel

August 3, 2016
Social Media

October 5, 2016

Prospecting Estate Sales

November 2, 2016
Campaigns on a Budget (White Paper)

December 7, 2016

Auction Marketing
February 1, 2017

Business Planning

March 1, 2017
Third-Party Real Estate Marketing (White Paper)

April 3,2017

Turning Prospects into Sellers

June 7, 2017
National Advocacy Update
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R One Platinum, 5 Golds
Auct/()neer magazine

6,500 entries from the U.S., Canada and 17 other countries

Some other 2016 Platinum winners: AlG, Cerner, Fidelity Investments, Hilton
Worldwide, Nationwide, Pace Communications (Walmart), PepsiCo



“MarCom Awards recognizes outstanding “MarCom’s Platinum Award is presented to

achievement by creative professionals those entries judged to be among the most
involved in the concept, direction, design and outstanding entries in the competition. The

production of marketing and communication Gold Award is presented to those entries
materials and programs.” judged to exceed the high standards of the

industry norm.”
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What’s service life worth?

The waning service life of items has shifted the depreciation

conversation.

By Nancy Hull Rigdon, contributor

ow more than ever, auction professionals must stay on top
of the service life game.

“There used to be a rule of thumb that if a piece of
equipment was over two years old, it was antiquated, and now,
if it’s older than two months, it could be antiquated,” says Louis
Dakil, who founded Dakil Auctions in Oklahoma City, Oklahoma,
in 1983.

The waning service life of items — a key in calculating depreciation,
and thus, value - has shifted the focus for auction professionals.

“In the past, the focus was making sure you weren’t upside down
in your asset,” says Barrett Bray, ATS, also of Dakil Auctions. “The
new and proactive and responsible approach is to make sure you're
right side up so that you recuperate the value of your item before
it’s completely spent””

What Dakil refers to as the “technology revolution” has played a
part in the trend. With the online marketplace’s reach and rapidly
increasing competition, barely anything is rare anymore, and the
newness quickly wears off.

In determining value, each item has its own unique set of
circumstances, and factors including service life and condition
must be carefully weighed. To assist in quickly sizing up an
item, there are many guides and fast rules. However, Dakil offers
caution.

“If you rely on books and graphs and don’t go out and physically
inspect that machinery or equipment, you can get it wrong,” Dakil
says. “It is important to leave your desk and use the human eye to
see the type of rubber, the condition of the paint”

Also, it's important to take multiple variables into account. For
one, the marketing approach can affect value.

“If a business is liquidating its merchandise, the hard and fast
rules may tell you that a certain type of equipment hasn’t held its
value over time, but you have to be aware of new fields that are
jumping into the marketplace. Right now, for instance, there are
many startups that may be willing to pay more for that equipment
than an established business,” Bray says. “Shifting how an item is
DECEMBER 2016/JANUARY 2017
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marketed influences the economics of the marketplace”

Additionally, the service life rules change for items such as
collectibles.

To help inform their clients and potential clients, Dakil Auctions
recently published a blog post titled “The Real Cost of Holding
on to Used Equipment”” It included a graphic from the U.S.

Department of Commerce that serves as a reference guide to the
service life of commercial and residential items (see graphic). The
post read:

Business owners incur plenty of costs. From employee salaries to
rent to equipment — the list goes on and on.

One thing businesses might not think about is the depreciation of
their equipment. Do the old computers your employees use cost
your business unnecessary money? Should you have sold that
construction tractor three years ago and purchased a new one
before its service life ended?

Depreciation can be described as the decrease in value of an
item over time, typically due to age and the condition of the
item. By knowing the service life date of common residential and
commercial items, it will show how fast the item depreciates and
that old used truck is costing your business more money than it’s
worth.
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Electronics -
Life Expectancy

From the Consumer Technology Association

The pace of new product releases is a testament to the
dynamism and innovativeness inherent in the consumer
electronics industry. One indication of a dynamic and
fast-paced industry, complete with a steady stream of
new products, is the answer to the question: how long do
products last before replacement? And what happens to
products once they have reached their life expectancy?

The Consumer Technology Association’s recent CE Product
Life Cycle study explores consumer perceptions of product
life cycles for several key categories, including flat panel
televisions, digital cameras, DVD and Blu-ray players,
tablets, laptops, desktop computers, smartphones, cell
phones and video game consoles. Here’s some of what we
learned:

« On average, consumers expect most CE products to last
approximately five years. However, there are differences
between products.

o Flat panel TVs have the longest expected life cycle of any
CE product surveyed in the study at 7.4 years.

« Conversely, smartphones and feature phones have the
shortest life expectancy at 4.7 years.

The study also explores how consumers dispose of unwanted
or non-functioning consumer electronic products. For
example, we find that when consumer electronic devices
reach the end of their useful life most consumers replace
them with the same type of product (i.e., replace a
smartphone with another smartphone). Furthermore, the
industry’s efforts to promote recycling are clearly working,
as most consumers anticipate recycling or finding a second
home for the CE devices they stop using.

To learn more about consumer perceptions on how long
key consumer electronic products should last, visit the
Consumer Technology Association at www.cta.tech.

“We strive to make this type of information easily available and
useful for our clients and sellers,” Bray says of the post.

While the graphic and post are indeed a valuable tool, he
emphasizes an irreplaceable resource - an auctioneer with the
caliber and experience of Dakil.

“Nothing compares to being able to lean on an industry
professional with a wealth of knowledge that you can’t find
anywhere else,” Bray says.<
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#1 Choice for Marketing Services within the Auction Industry

-John S. Nicholls, AARE
Nicholls Auction Marketing Group, Inc.

TEACHING TOMORROW'S
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Boyleston’s $300 rebirth

ina Boyleston, AMM, lives in Pensacola, an area on the
GGulf Coast of Florida hit hard by a hurricane in 2004 and

an oil spill in 2010. Add a Great Recession and you’ve got
a triple whammy that has severely impacted her community.

Perhaps an even larger impact on the Boyleston’s family auction
business occurred when it lost its matriarch and patriarch, and
her brother when he became disabled. By 2014, after nearly four
decades in the auction industry, Boyleston was faced with a
decision - fold the auction company or find a new way to make
it work.

“I wanted to work smarter;” she said, “not harder”

Boyleston’s father, Louis, grew up in South Carolina listening to
tobacco Auctioneers, which enthralled him so much that instead
of singing in the shower, hed chant. He finally followed his
dream in the 1970s and started a full-service auction company.

Gina attended the University of Florida, which she thought
would be followed by law school and a career in law. However,
her father baited her into the family business — convincing her
to get her real estate license, then a broker’s license at the age of

DECEMBER 2016/JANUARY 2017 Auctioneer www.auctioneers.org

Florida member Gina Boyleston
turned her NAA education
voucher into a company grower.

By James Myers, contributor

19 - the youngest in the state of Florida to have a broker’s license
at that time.

“So,” Boyleston said, “39 years later, I am still in the business.”

The family business handled real estate, machinery, heavy
equipment, vehicles, and estates — pretty much anything that
could be auctioned. Boyleston always worked in the background
tackling important aspects of the company, letting her brother
and father get up and do the bid calling and be the face of the
business. After her father died and brother became disabled, she
stepped up and took over.

“I had no choice but to go to auction school,” she said. “T had
been around the business all my life, so I had a fairly decent
chant. It was a lot of fun and I enjoyed it very much.”

Getting older herself, maintaining a staff becoming a challenge,
and faced with the aforementioned triple whammy, Boyleston
was at a crossroads a few years ago. She knew the auction
community was moving to an online platform and she
considered that as an option, but she didn’t have the know-how
or the tools to tackle that transition.
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A $300 rebirth

Her company had a website for years, but she didn’t focus on
digital marketing, email blasts and integrating social media until
the last few years.

“I have always believed that to grow a business,” she said, “you
need to seek out and implement the latest technology. And yes, I
had no clue how to integrate current tech trends”

Armed with a $300 educational voucher, Boyleston enrolled

in the NAA Internet Only Auction Summit in Atlanta, held in
February 2014. It became her “light bulb moment” and was the
beginning of a transition that took her live auction business to an
online only auction format. It's been a sweet transition.

“The number of auctions I conduct annually have quadrupled,”
she explained. “My sellers are typically grossing more than they
believed they would. Our website enjoys ever-increasing traffic,
sign-ups for email notices, and bidder participation. The phone
is ringing - often”

E.R. &NRO
)

COMPANY

Licensed in all 50 states

Member,
National Auctioneers Association

Ext. 146, Stevi or sdell@ermunro.com
Ext. 152, Melissa or mbromley@ermunro.com

VISIT US AT WWW.ERMUNRO.COM

Aside from the summit, Boyleston also reached out to other
Auctioneers. A fellow female Auctioneer and close friend invited
her to work on her staff, removing a large banking center in
Jacksonville. It provided insights into how to handle an online
auction.

Boyleston also attended the AMM designation class in Las Vegas
last December. Coupled with her online only auction summit
experience, Boyleston said she now has the tools to market her
business and produce solid results for her sellers.

The online auction summits are energizing, exciting and eye
opening, she said, which is why she advises anyone interested in
making the transition to attend.

“Educational opportunities are hugely important,” she said. “If an
Auctioneer wants to up their game and be competitive in today’s
market, they have to adjust and grow and evolve. The way to do
that is to participate in educational programs in the NAA.

“There is no shortcut and the returns are unimaginable” %

BONDS
& INSURANCE

Unbeatable service and competitive
prices on the coverage you need.

D Liability Insurance

D Property Coverage

D Consignment Property

D Errors and Omissions

D Bonds to support your license

D Bankruptcy Court Auctioneer Bonds

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

877-376-8676

Bonds Insurance

Ext. 157, Greg or gmagnus@ermunro.com
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Alabama

Christie King, CAI, AARE, BAS
Gadsden

(256) 439-0113
cking@ckingbenefits.com

Alaska

John John Genovese, ATS, BAS
Lihue, HI

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

Arizona

Daren Shumway, CAI
Mesa

(480) 258-0229
shumster3389@msn.com

Arkansas

Bradley W. Wooley, CAI
Little Rock

(501) 940-3979
bwwooley@gmail.com

California

Bridget Kruse

California

(760) 610-4175
gwsauctions@gmail.com

Chris Vaughan
Escondido
(858) 382-6030

NationalAuctionTeam@gmail.com

Colorado

Dean Gunter

Colorado Springs

(719) 310-2656
deangunter21 @gmail.com

Butch Hagelstrom

Fort Lupton

(303) 827-5157
buckhornauctions@earthlink.net

Connecticut

Michael Chambers
Atkinson, NH

(603) 770-5180
chambersauctions@aol.com

Delaware

Michael Chambers
Atkinson, NH

(603) 770-5180
chambersauctions@aol.com

Florida

Craig Fleming, CAI, ATS, CES
Fort Lauderdale

(407) 489-3351
ceo@tiredwalls.com

Georgia

Patty Brown, GPPA
Fayetteville

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

John John Genovese, ATS, BAS
Lihue

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

Idaho

Rodney Elson, CAL, GPPA
New Plymouth

(208) 278-1772
rod@rodelson.com

Illinois

Jodi Reynolds, CAI
Nokomis

(217) 563-2523
Jodi@aumannauctions.com

Indiana

Mark Bisch, CES, GPPA
Kokomo

(765) 416-3456
mbisch@blueskiesauction.com

lowa

Jerick Miller

Leon

(816) 896-7432
Jericko91@gmail.com

Kansas

Yve Rojas

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

Kentucky

Amy Whistle, CAI
Owensboro

(270) 926-8553
amy@kurtzauction.com

Louisiana

Belinda McCullough

Livingston

(225) 620-8040
belinda@hendersonauctions.com

Maine

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

Maryland

Brian Cooper, CAI, ATS, CES,
GPPA

Towson

(443) 470-1445
brian@alexcooper.com

Massachusetts
Michael Chambers
Atkinson, NH

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

Sheila Howe

Okemos

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

Minnesota

Kristine Fladeboe-Duininck, BAS

Spicer
(320) 212-9379
kristine@fladeboeauctions.com

Mississippi

Benny Taylor, CAI, AARE
Grenada

(662) 226-2080
benny@taylorauction.com

Ruthie Taylor, CAI
Grenada

(662) 226-2080
ruthie@taylorauction.com

Missouri

Jeff Pittman

Rosendale

(816) 262-8753
pittmanauctions@live.com

Montana

Chris Logan, CAI, CES
Clyde Park

(406) 686-4728
loganauction@yahoo.com

James Logan, CAI, CES, GPPA
Clyde Park

(406) 686-4728
loganauction@yahoo.com

Nebraska

Courtney Nitz-Mensik, CAI
Freemont

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

Nevada

Chris Vaughan, AARE
Escondido (Calif.)

(858) 382-6030
nationalauctionteam@gmail.com

New Hampshire
Michael Chambers
Atkinson

(603) 770-5180
chambersauctions@aol.com

New Jersey

Robert Dann, CAI, AARE
Ambler, PA

(908) 735-9191
rdann@maxspann.com

New Mexico

Rob Morper

Angel Fire

(505) 250-8315
rob@landtycoons.com

Anise Golden Morper
Angel Fire

(505) 228-7884
anise@landtycoons.com

New York

Jennifer Mensler, ATS
Pleasant Valley

(845) 635-3169
jennifer@aarauctions.com

North Carolina

Lisa York

Sanford

(919) 880-9225
ldyorkauctions@gmail.com

North Dakota

Jonathan Larsen, BAS

Sioux Falls, SD

(605) 376-7102
jonathan@larsenauctioneering.
com

Ohio

Susan Johnson, CAI, BAS, CES
Guilford, IN

(513) 403-6734
bidcaller@etczone.com

Laura Mantle, CAI
Groveport

(614) 332-7335
laura@lmauctioneer.com

Oklahoma

Morgan Elizabeth Hopson
Oklahoma City

(903) 271-9933
mhopson@bufordresources.com

Rick Scrivner, AARE

Union Ci

(405) 919-2271
scrivnerauctioneer@yahoo.com

Oregon

Camille Booker, CAI, CES
Eltopia, WA

(509) 989-1061
camille@bookerauction.com

Pennsylvania

Mike Keller, CAI

Lancaster

(717) 725-2487
mike@kellerauctioneers.com

Rhode Island

Michael Chambers
Atkinson, NH

(603) 770-5180
chambersauctions@aol.com

South Carolina

Gwen Bryant, CAI, AARE, CES,
GPPA

Florence

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

Jonathan Larsen, BAS

Sioux Falls

(605) 376-7102
jonathan@larsenauctioneering.
com

Tennessee

Justin Ochs, CAI
Tennessee

(615) 507-5984
jochs@soldoncompass.com

Junior Staggs

Tennessee

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

Texas

Jacquelyn Lemons-Shillingburg,
CAI

Tomball

(281) 357-4977
jackie@lemonsauctioneers.com

Phillip Pierceall, CAIL, BAS
Plano

(972) 800-6524
ppierceall@gmail.com

Vermont

Michael Chambers
Atkinson, NH

(603) 770-5180
chambersauctions@aol.com

Virginia

Kelly Strauss

King George

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

Washington

Camille Booker, CAI, CES
Eltopia

(509) 989-1061

camille@bookerauction.com

West Virginia

Andrew Yoder, CAI
Bridgeport

(304) 931-1185
jryoderauctioneer@yahoo.com

Wisconsin

Damien Massart, CAI, BAS, GPPA
Green Ba

(920) 468-1113
damien@massartauctioneers.com

Wyoming

Brent Wears, CAI, AARE, ATS,
CES

Solon, IA

(319) 624-3779
brent@wearsauctioneering.com

Ambassador Spotlight

Who | am:
Mike Keller, CAl

Who | represent:

Keller Auctioneers

Where I’'m from:
Lancaster, Pennsylvania

I |
Q- Why did I join the National
Auctioneers Association?

| joined the NAA to meet other auction
professionals who understand the business and
share the passion | have for the auction industry!
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4-H leader sees similarities
between Auctioneers, 4-H

professionals

NAA member Casey Mull was recently elected President-Elect
of the National Association of Extension 4-H Agents.

By Sarah Bahari, contributor

he closest Auctioneer Casey
I Mull ever got to an animal while
participating in 4-H was once
judging a poultry show.

Mull, who joined 4-H at age 10, studied
etiquette and manners, participated in
citizenship courses in Washington, D.C.
and served as a camp counselor.

“I often tell people I had the typical

4-H experience, but certainly not the
stereotypical 4-H experience,” said Mull,
who is now a University of Georgia
Extension Public Service faculty member
in Athens, Georgia.

§
)

“l thought working as an
Auctioneer would be a fun hobby
and a way to give value back to
the community,” Mull said.

Mull was recently elected President-Elect
of the National Association of Extension
4-H Agents, one of the largest professional
associations for youth development
workers in the country. The 4,000-plus
member organization is dedicated to
promoting, strengthening, enhancing and
advocating for the 4-H youth development profession.

The son of longtime NAA auction professional Wilbur Mull,
owner of Classic Auction Company in Athens, Georgia, young
Mull grew up around 4-H and auctions. For years, he attended
auctions with his father but said he preferred to work behind the
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scenes and never felt compelled to grab
the microphone.

That changed in 2014, when he
surprised his father with a Father’s Day
gift — he planned to attend auction
school.

“Auctioneering was my dad’s version

of golf, and I like to say my dad passed
down his golfing skills,” Mull joked.

“I thought working as an Auctioneer
would be a fun hobby and a way to give
value back to the community”

Mull, who graduated from Worldwide
College of Auctioneering in November
2014, said his two professions share
many similarities, including deep ties to
and respect for agriculture.

“Both professions are committed to
making their communities better and
stronger. They just go about doing so
in slightly different ways,” he said. “Auctioneers call bids, while
youth professionals are asking young people the questions that
will help them grow.

“Auctioneers solve problems, much in the same way youth
professionals are helping young people solve problems.”
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Auctioneers call bids, while
youth professionals are
asking young people the
questions that will help

them grow.

As an Auctioneer, Mull earned the Benefit Auction Specialist
designation, which he now uses to help youth development
organizations and other nonprofits raise money through
auctions. He conducts or works behind the scenes at about
one auction a month.

Mull said he will spread the auction message to his work
with the National Association of Extension 4-H Agents. His
recent election is a three-year term, in which he will serve as
President-Elect, President, and Past President.

As a leader, Mull plans to execute the organization’s long-
term strategic plan and hopes to strengthen the network
between 4-H and other youth professional organizations.
For example, the association recently launched a partnership
with the National AfterSchool Association.

Mull said 4-H can play a positive role in the lives of millions
of children, either at school or through other programs.

“4-H clubs are laboratories where we can test and discover

the best practices for positive youth development,” he said.
“We want to advocate for our profession and spread that To Be The Best . ..
message”” . « « Learn From "he Best.

Launch Your Auction Career Today!

« Interaction with over 30 instructors per session
« Learn cutting edge auction technology

Mull, who earned a Ph.D from the University of Georgia
in Adult Education, Learning and Organizational

|
e ]

Development, studied how different populations can create - Class sizes less than 50 students
connections across disciplines boundaries for his academic
research. Now Scheduling 2017 Classes
Call or Go Online Today for Registration
“I definitely think there are ways to highlight the auction Tuition: $1,295.00. All sessions are 10 days

profession among youth development organizations,” he

»

said. “There are close ties.” %
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Prospecting estate auction clients

Who should you look to if you want to expand estate

auction listings?

By NAA Staff

3 Houses & Lots

Extra

Lot Antiques

Personal Property
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Heskamp Heirs

auction professionals. But, for those new to the auction

industry or perhaps new to this particular niche, it can be
difficult to know how to best begin accumulating leads before
turning them into auctions.

Estates have long been known as a staple listing for many

According to NAA instructor Joe Gribbins, BAS, CES, auction
professionals can quickly sift through the public clutter by
focusing on a couple of main prospecting areas: attorneys; an
estate’s personal representatives/executors; existing clients and
customers; and networking.

Let’s look at the first two.
Attorneys

“Obviously, the attorneys we want to try and reach are the probate
attorneys — the ones that are in your area that specialize in estate
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planning and estate
probate,” Gribbins said. Is
“But, we also want to reach |
the general attorneys - the
ones in general practice
that occasionally handle
real estate planning and
probate”

GRIBBINS

But, when prospecting, this is a two-way street. After all, as much
as you're the one who may be looking to expand your business,
the other side gets to decide with whom they do that business. So,
what are probate attorneys looking for from an Auctioneer?

“If T had to, I could sum this up by saying professionalism, along
with comfort and confidence,” Gribbins said.

The comfort factor is an attorney being comfortable enough with
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you that they can recommend you to their client. This is because
the attorney does not want negative feedback from their client
regarding someone who their attorney referred. It's important

to remember that if an auction professional conducts an estate
auction after being referred by the attorney, that executor, at some
point in time, is going to provide feedback to their attorney.

“You want to make sure that feedback going back is positive,”
Gribbins said.

Also important is the distinction between auction professionals
who happen to handle some estate auctions, and those who
consider themselves full estate Auctioneers. Where is this line?
Gribbins believes it is service to the family.

“Doing an estate auction is not just selling ‘stuff,” he said. “It is
being a problem solver.”

As for contacting attorneys, Gribbins suggested putting them on
your regular communication channels such as your upcoming
auctions distribution list and/or your general email list. These are
in addition to cold calls or personal drop-in visits.

If you go door-to-door, make sure not to go emptyhanded.

“When you go in, bring with you a leave-behind. It’s a brochure or
a pocket photo with company information,” Gribbins said. “And
then, at that point in time, too, you can request an appointment
[if you're talking with an administrative assistant or someone else
other than the attorney]”

Estate personal representatives/
executors

Some states call the person handling an estate a personal
representative, while other states have laws that refer to such
people as executors. Regardless of the title, the responsibilities and
powers generally are the same; it’s just a good idea to know who
you should be looking to contact.

In terms of contact, Gribbins said there are three great ways
to approach personal representatives/executors: referrals from
attorneys; word-of-mouth referrals; and, direct mail.

“The best way is a referral from that estate’s attorney;” Gribbins
said. “If you walk in on an appointment with that executor, and
that executor called you because they got your name and number
from that attorney that’s helping handle that estate, and they trust
that attorney, then you're way ahead of the game.

“You've got a good probability of walking out of that appointment
with that auction?”

Word-of-mouth referrals are also key in estate auction
prospecting.

These referrals can come from the executor’s family members,
through their coworkers, people they go to church with, etc. That
kind of endorsement can be huge for your business, as Nielsen
reports 92 percent of consumers trust referrals from people they
know. Another 74 percent of consumers identify word-of-mouth
as a key influencer in their purchasing decision (Ogilvy/Google/
TNS). And yet another 49 percent of U.S. consumers say friends
and family are their top sources of brand awareness.

“Word-of-mouth is very, very strong,” Gribbins said.

Direct mail is another way for auction professionals to reach
executors and attorneys. However, Gribbins advises caution when
using this channel.

“Direct mail, as far as getting in touch with executors, has good
and bad,” Gribbins said. “Yes, you can reach executors with direct
mail. But, many executors do not like being solicited in this way,
and some can even become offended by it. I can also tell you that
some probate attorneys don’t like professionals that also try to
solicit executors through the mail.

“Direct mail can work, but it can also come back to haunt you
sometimes.” <

Want to hear more on prospecting
estate auctions from Joe? All of
this information, plus a couple

of additional areas of focus for
prospecting estate auction clients,
can be heard in its entirety through

the NAA iSeries archive - a free
benefit for all NAA members! Listen
now at www.auctioneers.org/
iseries. Visit the page and click the
“Webinars” tab.

The next NAA iSeries webinar will be
Wednesday, Feb. 1, at 2 p.m. central
time and will focus on business
planning. Join us!
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Auctioneer was known to get top dollar

Cash Cunning-

R ham, 65, passed

@ away Nov. 17,
2016. Cash built one of the
largest auction houses in
upstate New York, Cash
Auctions and Realty, in the
Town of Tonawanda. Known
for his ability to get top dol-
lar at his sales, he organized

numerous high-profile liquidations in the Buffalo area and was
licensed to operate in 11 states.

He also was much sought-after as a celebrity Auctioneer for
charities. He volunteered his services for as many as 50 events
a year.

“I never like to say no,” he said, of his charity work. “My feeling
is if we are available, we will do it”

Born Sept. 23, 1951, in Cleveland, Raymond Cunningham was
the fifth of eight children and he came to Buffalo at age 7 when
his father took a job with Sylvania Corp.

After graduating from Amherst Central High School in 1969, he
enlisted in the Army. His two years of service included a tour of
duty in Vietnam. Returning to Buffalo, he took business courses
at night at Bryant & Stratton Business Institute and operated gas
stations.

Nn

58 DECEMBER 2016/JANUARY 2017 Auctioneer www.auctioneers.org

Then he discovered the auction business. By 1975, he was a li-
censed Auctioneer, including participation in the NAA Certified
Auctioneers Institute program. He worked for another local
auction house, then left in 1986 to start his own auction business.

Cunningham’s most notable projects included the sale of hun-
dreds of unclaimed bank safe deposit boxes and some of the
Buffalo area’s best-known buildings — Holy Angels Academy, the
Statler Tower, the abandoned Freezer Queen plant on the Outer
Harbor and a rare reverse auction in 1996 of the former AM&A's
flagship department store on Main Street.

He received numerous awards from Hospice Buffalo and Women
and Children’s Hospital. The family area in the Pediatric Inten-
sive Care Unit in the new Oishei Children’s Hospital has been
named in his honor.

Two of his children, Thomas and Faye, died in 2001 in the crash
of a small plane in Central New York as they were en route to an
auction of surplus State Police vehicles. Survivors include a son,
Michael; two daughters, Nancy and Sally; four sisters, Therese
Reinagel, Marie Kendall, Carol Robinson and Anne Awald; two
brothers, Thomas and Patrick; and two grandchildren.

Information from The Buffalo News «*
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NAA member Hall was two-time president

of Ohio Auctioneers Association

wen V. Hall, 86, of Celina, died the morning of Monday,
April 18, 2016, at Otterbein Retirement Home.
He was born on June 10, 1929, to Vaughn E. and Lois
(Elder) Hall, both of whom are deceased.

On Oct. 17, 1948, he married Madonna Harner, who survives in
St. Marys.

Also surviving are three children, Jonathan (Kris) Hall of Celina,
Jerry (Karla) Hall of Columbus and Janette Hall of Dallas, Texas;
his three grandchildren Michael (Elsie) of Richmond, Va., Nich-
olas (Kaitlin) of Hilliard and Andrew (Laura) of New Albany and
his six great-grandchildren. A sister Ruthann (Eldon) Eichenauer,
survives along with nieces and nephews.

He was a graduate of Neptune High School, class of 1947. He was
a partner with his father in Vaughn Hall and Son Dealers in Live-
stock. He began his real estate career in 1947, associated first with
Dolan Purdy and then Mary Hale Real Estate. In 1953, he entered
a long-term sales relationship with Paul Kessler of Kessler Builders
and Yorkshire Developers.

From 1953-1963 he was partners with his father and Don Mont-
gomery in western Ohio Livestock Exchange, an auction barn in
Montezuma. He continued his auction career until retirement,
having been a partner with Bill Stinebaugh, Lloyd (Red) Kuck, and
then with his son, Jon, and Larry Keller in Owen Hall Auctioneers.
He served as the only two-term president of the Ohio Auctioneers
Association, where he was a member of the Ohio Auctioneers Hall

of Fame. Over 40 years ago, he helped establish the Immaculate
Conception Church Auction, an annual Celina summer event that
he continued to conduct until his retirement.

Hall founded his real estate company, Owen Hall and Associates
Inc., Realtors Auctioneers, that became the leading realty company
in Mercer County. The company was sold at his retirement and is
now known as Hall Realty. Hall was a member and past president
of the former Auglaize Mercer Board of Realtors and a member of
the Ohio Association of Realtors, receiving the prestigious Realtor
of the Year Award and the Vincent T. Aveni Lifetime Achievement
Award.

Being active in politics from an early age, Hall was a member of
the Mercer County Republican Central and Executive Committees
for many years and was elected chair for many terms. He served as
a director of the former Citizens Commercial Bank until mandato-
ry retirement at age 70. The Celina Combined Services Appeal was
a community project that he enjoyed working for as a member,
trustee, and officer for over 25 years. He was awarded the Celina
Chamber of Commerce Citizen of the Year in 1988 and was the
Celina Lake Festival grand marshall in 2009.

Hall was a 60-year member of the Mercer Lodge No. 121 Free and
Accepted Masons, Valley of the Dayton Scottish Rite, and Antioch
Temple Shrine. He was a 68-year member and past president of
the Celina Lions Club. He loved working on Lions projects such as
the old minstrel shows in the 1950s and barbecues in later years.
He was also a member of the Mercer County Sportsmen’s Associ-
ations.#*
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California, American Fine Art
gratify collector demand

MONROVIA, Calif. - John Moran Auctioneers highly
anticipated Oct. 25 California and American Fine Art Auction
was a standing-room-only affair, bringing in bidders from across
the country to participate in person, via telephone, and online
though the Liveauctioneers and Invaluable platforms.

Bidders were particularly energized to bid for high-value auction
lots, such as a coveted Albert Bierstadt painting of Yosemite

and a large-scale poppy field scene by John Frost. Amassing
more than $2.1 million in sales and breaking four artist auction
records, Moran’s October California and American Fine Art
Auction was a decided success for consignors.

Top-lot status for the evening went definitively to Albert
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$660,000

Bierstadt’s (1830-1902 New York, NY) “El Capitan, Yosemite”, a
historically important scene of Yosemite Valley dating to 1866,
shortly after Bierstadt’s first expedition to the valley in 1863. It
is important to note that this work was completed a few short
years after the bloodiest battles of the American Civil War were
fought, at a time where East Coast collectors sought escapist,
romanticized scenes to assuage their war fatigue. “El Capitan,
Yosemite” is an excellent example of the artist’s overriding
commitment to realism; while the romantic, unsullied western
landscape aims to provide a much-needed salve to east coast
collectors, nobody could accuse Bierstadt of taking undue
liberties with the grand Yosemite scenery.

“El Capitan, Yosemite” inspired at least ten bidders to sign up
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to bid via telephone, as well as multiple buyers participating via
online platforms and left bids. In the end, a telephone bidder
proved successful, paying $660,000 for the work, well over the

very conservative $40,000 to $60,000 estimate.
$114,000

Romantic California-centric scenes did well throughout the
evening. Earlier in the sale, Pasadena artist John Frost’s 1927
composition “Poppies”, which provided a sweeping view of a
blooming poppy-filled California landscape with distant snow-
capped mountains in the background, was brought to the block
with a $60,000 to $90,000 estimate. “Poppies” earned a price just
over the high end of the range, realizing $96,000. William Wendt
(1865-1946 Laguna Beach, Calif.) was represented in Moran’s
October catalogue with a verdant view of Santa Ana Canyon;
providing a wide-reaching perspective from a sloping hillside,
Wendt’s landscape brought $90,000 at the auction block, thanks
to competition from multiple telephone bidders (pre-auction
estimate: $80,000 to $120,000).

Providing a more modern example, Orrin A. White’s “Mountain
Ranch’, a masterful light-splashed depiction of a farmhouse
nestled beneath a swath of gold-toned foothills was brought

to the block with a $15,000 to $20,000 estimate, which proved
prescient when the work brought $15,600. Breaking the current
auction record for the artist, “Sunshine on the Swamp, California”
by Carmel, Calif., artist Ida Maynard Curtis provided a sweet,
painterly view of California in the summer; the work brought
$6,000 after a bidding war between telephone buyers broke out
(estimate: $2,000 to $3,000).

In addition to the more idealized California scenes on offer, some
works featured in Moran’s October catalogue put forward a more

somber view of the west; Alfred James Dewey’s “Forgotten Men” $15,600
broke the auction record for the artist, earning $9,600 at the block.

www.auctioneers.org — Auctioneer DECEMBER 2016/JANUARY 2017 61


www.auctioneers.org

NETWORKING

SUCCESS STORIES

62

$6,000

Depicting men laboring to build the Sierra Madre Bailey Canyon
dam, the work was initially estimated to bring $3,000 to $5,000.
The second-highest earning lot of the evening was a more
atmospheric work by Granville Redmond, a rather large-scale
scene of a shepherd and his flock heading down a dirt lane;
dating to 1913, “Going Home” brought a price within estimate, at
$114,000 (pre-auction estimate: $100,000 to $150,00).

Western-themed works of art have, for the last two years at least,
been performing quite well thanks to renewed collector interest.
Even contemporary examples have been hotly contested at
Moran’s auctions — one apt example came in the form of a large-
scale work consigned from the Estate of Phoebe Hearst Cooke
by artist Tucker Smith (b. 1940 Hoback Rim, Wyoming), titled
“Wyoming Range”. Offering a sweeping view of mountains, pine
forests, and two cowboys on horseback herding cattle, the work
brought $45,000 (estimate: $40,000 to $60,000).

Also from the Hearst Cooke estate, a dynamic bronze titled
“Jumping Cholla” by Keith Christie (b. 1935 Browns Valley,
Calif.), depicting a cowboy on the back of a horse startled by
the cactus, brought $2,700 (estimate: $1,500 to $2,500). A small
selection of large-scale polychromed bronzes by Dave McGary
(1958-2013 Ruidoso, New Mexico) also performed quite well -
McGary’s “Bounty of Gray Hawk” was brought to the block with
a $6,000 to $8,000 estimate, earning $15,600.

Select modern and contemporary paintings and prints were
offered later in the evening, with some works achieving stellar
prices thanks to heavy online participation. Che Chuang’s (b.
1934 Michigan/China) abstract expressionist composition
performed particularly well at the block, bringing $15,600
(estimate: $5,000 to $8,000). Shortly thereafter, prints by Santa
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$9,600

Monica, CA artist Sam Francis (1923-1994) and Spencertown,
NY artist Ellsworth Kelly (1923-2015) were offered and earned
very respectable prices realized. Going to an absentee bidder,
Sam Francis’s “Freshet’, an abstract splatter composition, brought
a price within the $2,000 to $4,000 estimate, earning $3,600.
Ellsworth Kelly’s geometric abstract “Blue/Yellow/Red” found a
buyer online for $3,900 (estimate: $4,000 to 6,000)

Additional highlights:

o The evenings first auction record set was for Los Angeles,
CA-based artist Florine A. Hyer (1868-1936), whose charming
painterly still life of roses in a basket consigned from a private
Virginia collection brought $3,000, well over the $800 to
$1,200 estimate.

o Later, a more traditional American still life featuring fruit, a
glass of champagne and a bird’s nest by Severin Roesen (1815-
1872 Williamsport, PA) earned $27,000 at the auction block.
Consigned from a Private Southern California collection, the
work was initially estimated to bring $25,000 to $35,000.

 An auction record was also set for Brentwood, CA artist
Warren Newcombe (1894-1960), whose painting “The Plaza -
Los Angeles” dating to 1936 earned $13,200 (estimate: $5,000
to $7,000).

o Alson Skinner Clark’s impressionist view of a eucalyptus-
lined path through a verdant landscape, consigned from the
prestigious University Club of Pasadena, proved a bidder
favorite. Full of golden California light, the scene realized
$36,000 (estimate: $30,000 to $50,000). %
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NAA members donate
tactical safety equipment to
First Responders

Pap d= i i-'l @i
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SMBErs Shannon (left) and Rich (right) Schur
onated $1,000 that will go toward providing tactical
qmpment to First Responders.

MONUMENT, Colo. (Nov. 30, 2016) - Monument-based
United Country - Schur Success Realty & Auction CEO Shannon
Schur, CAIL BAS, GPPA, and her husband Rich Schur, recently
made a donation to Shield616.

Shield616 will use the funds to provide tactical equipment to
First Responders, including helmet, rifle-rated ballistic vest,
trauma kit, and other items.

“Ever since Columbine, police response to active shooters
means that first responders can’t wait for the SWAT Team to
show up. They have to go in. Now. But they don’t have the
tactical equipment that the SWAT teams have. This was clearly
demonstrated last year at the Planned Parenthood Shooting,”
said Rich Schur, CAI, AMM, BAS, MPPA.

Schur added “We met Jake Skifstad, a CSPD SWAT officer
who launched the Shield616 organization after he witnessed
that tragedy (and others) first hand. His mission is to give that
tactical safety equipment to every first responder. We fully
support his mission”

The donation will be used to purchase one complete set of
tactical equipment that will be presented to an officer in a
ceremony scheduled for January. “We’re looking forward to
meeting that officer in person,” said Schur.

Using a portion of commissions from each auction, the Schurs
began making quarterly donations to non-profit organizations
several years ago, and together with their bidders and sellers,
have donated more than $40,000 to charitable causes. <
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Monroe’s ‘Mr. President’
dress flirts up $4.8M sale

Marilyn Monroe delivess her famous
birthday wishes song o President John~‘
F. Kennedy. The dress she wore recently’
brought a hefty price.

LOS ANGELES (Nov. 17, 2016) - Julien’s Auctions recently sold
the world’s most iconic dress of all time — The “Happy Birthday,
Mr. President” dress worn by Marilyn Monroe on May 19, 1962,
at a Democratic fundraiser and early 45th birthday celebration
for President John E. Kennedy at Madison Square Garden.

The dress sold for $4,800,000.

Under a bright spotlight, the legendary Marilyn Monroe walked
on stage and peeled away her white ermine fur coat, revealing a
skintight, sheer, flesh-colored dress that sparkled with over 2,500
handstitched crystals. The custom Jean Louis creation was so
tight fitting that Marilyn wore nothing underneath and had to be
sewn into it last minute. When Marilyn appeared and the dress
was finally revealed the entire audience gasped.

“Marilyn Monroe singing ‘Happy Birthday Mr. President’ is
certainly one of the most famous impromptu performances

in American history,” said Darren Julien, President & CEO of
Julien’s Auctions. We were incredibly privileged to have had the
opportunity to offer this amazing dress from the most legendary
screen star of all time.”

All in all, Marilyn’s performance lasted approximately 30
seconds, but more than five decades later, it remains the most
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famous version of “Happy Birthday” ever. The dress, the
performance, Jacqueline Kennedy’s absence and photographs
from the evening would spark ravenous rumors of an affair
between the President and Marilyn.

The dress was presented on the custom made mannequin
that was designed to match Marilyn Monroe’s exact body
measurements.

Other highlights of this first day of a three-day auction of
Marilyn Monroe personal and career items included the “Some
Like it Hot” cocktail dress which sold for $450,000; a Marilyn
Monroe “Rose Tattoo” premiere gown sold for $125,000; a pair
of Marilyn Monroe owned Ferragamo shoes sold for $34,000;
the Marilyn Monroe “Niagara” negligee sold for $59,000; a
Marilyn Monroe owned rhinestone bracelet sold for $18,750; a
group of Marilyn Monroe owned magazines sold for $10,000;
the “No Business Like Show Business” gown sold for $81,000;
the Marilyn Monroe “Bus Stop” costume , studio image and tear
sheet sold for $100,000; a Marilyn Monroe the “Prince and the
Showgirl” gown and window card sold for $75,000; a Marilyn
Monroe program from President Kennedy’s 1962 Birthday
Celebration sold for #12,500; a Marilyn Monroe signed tile from
President Kennedy’s 1962 Birthday celebration sold for $12.500;
a Marilyn Monroe received letter from Jean Kennedy Smith sold
for $28,000; a Bob Mackie sketch of the Happy Birthday Mr.
President gown sold for $10,000; <
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Multi-Seller auctions resuit
in $4.4 million in sales

ATLANTA, Ga. (Nov. 21, 2016) - When John Dixon &
Associates first began seriously promoting its multi-seller
auctions in 2015, some people were skeptical of the concept.
But as the Atlanta-based auction company wrapped up its latest
series of multi-seller events last week with sales of more than
$4.4 million, it was clear that the format has gained acceptance
and momentum.

“In three days of sales, we brought 150 property offerings to
market. Across the board, we had dozens of people each day
bidding in person, and anywhere from 20 to 50 people for each
session watching and bidding on the Internet,” said John Dixon,
president of the auction company.

Dixon reflected on the format’s success. “We started using this

format out of necessity, because we had been focused on selling
large portfolios of bank-owned properties, many of which had
been acquired in the aftermath of the financial crash. But most of
that real estate had been sold, and the banks had less to sell,” he
said.

Meanwhile, more individuals, small investors, hedge funds and
others had begun to explore selling in John Dixon & Associates
auctions. “We realized that by combining offerings from various
lenders, funds and other sellers, we could have more to offer
our bidders while also holding down marketing costs for our
sellers. By spreading the marketing costs among all the sellers,
we opened up the auction process to those who hadn’t found it
practical before,” said Dixon. <

Farmland proves strong in
Indiana/Ohio sale

COLUMBIA CITY, Indiana (Nov. 7, 2016) - As the end of the
2016 crop year approaches, farmers and farmland investors are
still seeking to acquire land, showing up in strong numbers for
Schrader Real Estate and Auction Company land last month in
Indiana and Ohio.

The Nov. 1 auction of 755 acres in Ripley County, Indiana, drew
a packed house of approximately 175, including 78 registered
bidders, resulting in a sale of the land for $4,585,000. The 16
tracts offered were spread among eight successful bidders.

The next day, the auction of 436 acres in Auglaize County,
Ohio, attracted another capacity crowd, including 39 registered
bidders, with the land selling for a total of $3,835,000.

“There’s still solid demand for farmland, and the bidding
continues to be competitive, especially for the better quality

land. Despite commodity prices, investors see the current market

as an opportunity to acquire land that will provide them good
long-term returns without the volatility of some alternative
investments,” said R.D. Schrader, president of the auction
company.

“It's noteworthy that we had both farmers and investors actively
bidding in both of these events, with investors buying much of
the land. It’s important to remember that these prices remain
high by historical standards, and I believe we will continue to

see a favorable market for those who seek to sell land in the near
future,” said Schrader, noting that the company also reached an
agreement on the private treaty sale of more than 20,000 acres of
mostly irrigated cropland in Nebraska. <
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2017 NAA Auction Marketing

Summit

The February event in Atlanta will tackle some of today’s
biggest marketing questions, including how to improve at

turning leads into sales.

By NAA Staff

In February, NAA members will have the
opportunity to explore today’s marketing
environment - from what a marketer looks
like, to the skills they need to excel, to
turning marketing leads into cash-driving
sales.

All of that and more will be on tap through
presentations and panel discussions at the
NAA Auction Marketing Summit 2017, Feb.
20-21, in Atlanta, Georgia.

Among the specific topics:

The Future of Data, with John Wuebben -
Social Media is the hottest thing in business
since the Internet itself. With Twitter,
Facebook, LinkedIn and YouTube leading
the charge, the very essence of how we
communicate is changing right before our
eyes. Where we once had one-to-one or
one-to-many conversations, we now have
“many-to-many” type conversations all the
time. What's next? Jon Wuebben, CEO of
contentlaunch.com, will discuss the future of
online marketing in this session.

Facebook advanced session, presented by
John Schultz, AMM - Hear from John on the
latest and greatest in marketing on a platform that has become as
ubiquitous as radio and television were 20 years ago. (Hint: New
information, products and capabilities come out nearly daily!)

What’s In a Marketer, panel discussion facilitated by Jonathan
Larsen, BAS - Marketing firms exist to help with every aspect

of marketing, from content creation to branding and execution.
What's the best way to work with these partners? Join Jonathan
Larsen as he asks a panel made up of the very partners that
Auctioneers work with on a daily basis how to communicate and
make the most of your marketing budget.
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Billboards are an effective
marketing tool, but many marketers
aren’t great at turning those

leads into sales. That topic will be
discussed at the 2017 NAA Auction
Marketing Summit in Atlanta.

Copywriting Workshop , John Wuebben -
Content marketing is the latest rage. How
can you best leverage this method? Jon will
help you decide how to create content-rich
marketing and strategies for using that
content in this workshop-style session.

Closing the Deal, presented by Scott King,
CAIL AARE, AMM - All marketing centers
on one final step: Actually selling to those
who are brought in by your marketing.
How do you convert those views, shares
and ratings into sales?

In House or Out Source: That is the
Question, panel discussion - There are

as many ways to conduct your marketing
as there are venues in which to use it. Do
you need an in-house staff dedicated to
marketing? Are you better served using
contract help? This enlightening panel
discussion will examine the pitfalls of
each, including how to find and hire great
marketing talent.

To register for the NAA Auction Marketing
Summit or receive more information, visit
auctioneers.org/auction-marketing-summit
or call (913) 563-5432.

Remember to gather your entries
now for the 2017 NAA Marketing
Competition Presented in Partnership
with USA TODAY! The competition
officially begins accepting entries
March 1. See pages 8-9 for details.
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CONGRATULATIONS!

NAA Designations earned:

AARE

Gordon Greene (Nov.)

AMM

Robert Almodovar, GPPA (Oct.) « Shirley Hildebrandt (Nov.) « Ryan
Samuelson (Oct.) « Rich Schur, CAI, BAS, MPPA (Oct.)

BAS

Curt Waite (Oct.)

CES

Sarah Boss (Nov.) « Caitlin Wardlow (Nov.)

=

== = - M PPA

MASTER PERSONAL PROPERTY APPRAISER

Accredited Avctioneer Real Estate

Vi 44

certified estate specialist

GPPARUSPAP

Graduate Personal Property Appraiser Uniform Standards of Professional Appraisal Practice

Auction Marketing Management

EARN YOUR DESIGNATION!

L ]
b en ef] 1: Check out the Education Calendar for upcoming

Eaucﬂnhtn BFECIALIST NAA education opportunities. You can also visit

the full education calendar on the NAA website at
www.auctioneers.org/education-calendar.
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NAA responds to new
overtime rules

NAA wrote a letter to the Chairman, Senate Committee on
Health, Education, Labor and Pensions.

By NAA Staff
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On Dec. 8, the U.S. Court of Appeals for

the Fifth Circuit granted the Department

of Labor’s request for an expedited
L hearing of its overtime rule appeal. It’s
unclear at this point what impact an expedited appeal
would have on the rule’s prospects. Even with the
expedited hearing, oral arguments in the appellate court
will not take place until February or even March.
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“The Department of Labor’s final overtime rule more than

doubles the minimum salary level for employees to qualify

as exempt from overtime pay requirements,” the NAA's letter
read. “Our members own or are employed by small businesses.
This drastic increase in overtime pay requirements will have a
significant and adverse impact on those businesses.

“Furthermore, by establishing the automatic update to the
salary threshold every three years without any sort of review,

actions taken by the Department of Labor only stand to further

inflict burden on small employers with limited revenues.”

Read the letter online at: http://www.auctioneers.org/
wp-content/uploads/Overtime-Letter.pdf <
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THANK YOU for Your Renewals!

Terry C. Abernathy, CAI

Tim Adams

Robert David Adams, CES,
GPPA

Paula Adams, GPPA

Ralph E. Adams

C. Beth Aeby

Dennis Ahrens

Todd Akridge, CES

Sanford L. Alderfer, CAI,
MPPA

Dennis Alestra

Norman Kenneth Allen

Robert Patrick Almodovar,
AMM, GPPA

Michael Amodeo

Jennifer F. Anderson

Scott A. Andreas

Matt Armstrong, CAI

Ryan Lloyd Ashman

Arlis D. Atkinson, AARE,
CES

Larry P. Atterberry, CAI

Harvey D. Ayres

Reno Babcock

Shane Back

William Baker

Damon M. Ballinger, CAI

Ross Bandy, CAI

Paul Barattini

Rick Barker, CES

Martin J. Barnhart

Kimberly Battles

Gregory Battles

Thomas D. Bauermeister,
CAI CES, GPPA

Raymond W. Bauman,
CAI CES

Terri Beckwith, ATS

Brent H. Belcher

Samuel D. Belcher, AARE,
CES

Dennis A. Bennett, AARE,
CES, MPPA

Neil C. Bentley

Michael E. Berland

Brent S. Berry

Bill Betthauser

Jack F. Billig

John W. Bippus, CAI,
AARE, CES

E. Glenn Birdwhistell, CES

Barbara Blake

John W. Block

Joseph A. Bodnar

Donna B. Bolton, CAI,
CES, MPPA

Sarah Boss, AMM, CES

John G. Boyd, Jr., CAI CES

Martha M. Boyle

David M. Bradshaw, CAI,
AARE, AMM

Brian L. Braun

Monet Dianna Brazier

Tim Brewer

Kristie Lynn Brown, GPPA

Harold Brown

Steve Bruere

Patty M. Brunn, BAS

Reginald D. Buck, Sr.,
GPPA

Deborah A. Buck, GPPA

Don Burford

Gary W. Cain, CAI

Brad L. Cain, CAI

Carolee Camacho

Charlene Caple

Pennie Carr, GPPA

Erin Leigh Carr, BAS

Jon W. Carr

Julie Carter, CAI

Barron Jermaine Carwell

James R. Cash, 1T

James V. Cecil

Peter C. Chambliss, GPPA

Kurt E. Chana

Michael R. Charnego, CAI

Todd Chocholaty

Jack L. Christy, Jr., CAL
ATS, BAS, GPPA

Phyllis Coffey, CAL, AMM,
BAS

James Cody Coffey, AMM

Cornell E. Collins

Andrew J. Comly, Jr., CAL

Maverick Commins

Kevin Cone

Michael A. Conover

Justin Forbes Conway

Gary Corbett, BAS

Matt Corso, CAI, CES

Gail Cowser, CAI, AARE

Marvin L. Crawford, Jr.

Daniel L. Crevier

Daniel De Villiers Crous,
CAL

Dean D. Cummins

David D’Amico, AMM,
GPPA

Fred R. Daniel

Gregory G. D’Atri-Guiran

Martin I. Davis

Jerry Wayne DeLozier, CAI

Paul W. Dembowski,
AARE, BAS

Paul ]. Dewees

W. J. Dickensheet

Christine Dickensheet

Walt J. Dinda, BAS

Razvan Dinu

Donald Dixon

Terry T. Dixon, GPPA

Edward A. Donahue,
AARE, CES

David E Drake, CES, GPPA

Scott Droddy, BAS

Mary Dufelmeier

Edward P. Dunn

B.G. Dunnington, CAI

Anita L. Eades

Melanie G. Eifling, BAS

Mark Euton

David Farmer, CAI

Micheal D. Faucher

Michelle A. Faucon

David A. Fenton

Paul Finn

Lamar P. Fisher, CAI,
AARE

Louis B. Fisher, III, CAI

Mitzi A. Fisher, CAI

Donna A. Fitzpatrick

Marlin T. Fjelland

Joe W. Flatter, Jr., CES

Ryan M. Fleishman

Randy L. Fleming, CAT

Jerry Floyd, CAI

Jim Folger

William R. Forbes, Jr., CAL,
BAS

Andrew Albert Ford

Steve T. Foreman

Trenton Arthur Forrest

Chris L. Foster

J. Wayne Foster, Jr.

Keith Fox, BAS

Gene Francis

Alan B. Frenkel, CAI, CES

Robert G. Frey

Robert D. Friedman

John C. Froelich, CAI

Frank Froese

Steven L. Froncek

Charles W. Furr

Eric Charles Gabrielson,
AARE, GPPA

Michael R. Garrison

Michael E. Gentry

Jess A. Gideon, CAI, AARE

Marcus A. Gilbert

James D. Gill, CAI

William H. Gill

Chip Glennon

Anastacia K. Golden
Morper

Edward B. Goodrich, Jr.

Alan Gottlieb

Joseph B. Gould

Ken Graunstadt, Jr.

William Troy Gray

Mike J. Green

Ned E. Gregg, CAI

Shay Griffin

David A. Griffith

Raymond Lee Griffiths

Lynel Gullidge

Keith B. Gunter, CAI,
GPPA

Greg L. Hachmeister

Samuel Haddad

H. L. (Butch) Hagelstrom

Kirk E. Hagen

Philip J. Hahn

Michael R. Hale

Tim Haley, CAI, CES

Bill Hall

Trevor Hall

Beth Hallberg, AMM

Jason P Hallberg

Tom Hambly, CES

Mark Hamel, AARE

Shawn Hansen

Michael D. Harris

Jeft Hasapis, CES

Todd J. Hattermann

Thomas J. Hayward, CAI

Earl D. Heard, 111, CAI,
AARE, CES

Missy Heard, ATS

Jackson Frederick
Hegerfeld

Joseph D. Hessney, CAI,
AMM, CES, GPPA

Douglas S. Higgins

Mary Ann Hill

Craig C. Hilpipre, GPPA

Tyler B. Hirchak, CAI

Mike Hoch

M. Paige Holt, BAS

Bradley B. Hooley

Danny Hooper, BAS

James A. Hoppa

Steven W. Hopson

Joe B. Houchens, IT

Michael D. Howk

Michael J. Hunyady

R. Eugene Hurley, GPPA

Carol Sue Imbody

John Jackley, GPPA

James L. Jackson

Mark Jackson, CAI

Roger Jacobson

John E. Japp

Edgar R. Jelliff

Cody Don Johnson

Jolene Jokela-Veo

Herbert L. Jones

Ryan S. Jordan

Glen Jordan

James D. Julia

Alvin Kaddatz

Riley Kahl, CES

Tricia Maureen Dawn
Karpiuk, AMM, CES

Tan Kasper

David D. Keefer, CES

Marietjie Maria Keet, CAI,
AARE, ATS, BAS

Samantha Saturley Kelley,
CAI ATS

Chet E. Kenoyer

Gary Kersey

Dee Dee Truesdel Kiesow,
BAS

Jack W. Kiko

Jeff R. Kiko

Keith Dean Killam, GPPA

Christie King, CAI, AMM,
BAS

Scott King, CAI, AARE,
AMM

Don O. King

Gordon W. Kinzinger

Randal V. Kline

James R. Knott

Randall G. Koster

Michael George Kraft

Christine DeCasro Krulitz

Richard Kruse

Paul Lampron

Mickey Lapp, CAI

Brent A. Lawrence, AARE

William Charles Lee, I1I,
CAI

Aaron Lee

Linda Anita Leja, BAS

Lori Lemons-Campbell,
CAI GPPA

Ralph J. Lesh, Jr., CAI

Rick Levin

Naomi Theresa Lewis

James E. Lewis, CAI

Richard E. Linde

Stephen M. Linnebur

Angela R. Lippard

Jason Taylor Little

Leland J. Little, CAI

James F Littlejohn, CAI,
AARE, BAS, CES

Thomas Dale Livingston,
CAI CES

Shaun M. Logsdon, CES

Rodney J. Loomis

Roger A. Loth, CAI

Pearl Angel Loveland
Newman

Sarah L. Lowery

Ryan L. Luggen

Dale L. Lutz, CAI, CES

John Lynn

Tyler J. Maas

Claud E. Mabe, CES, GPPA

Mark D. Mallette

David W. Mapes

Andrew M. Maravelas

Jenny Lynn Markham-
Gehl, BAS

Joel W. Marreel, CAI

Suzanne C. Martin, BAS

Marci Martinez

Harold Mather

Brent McCall

Braden R. McCurdy, CAI

Keith L. McLane, BAS

James P. McNulty

Justin Robert McQuary,
ATS

David J. Meares, CAI,
GPPA

Teresa H. Meares

Stuart L. Medow, CAI

Joseph W. Mellem

Jonathan A. Melnick, CAI

Bill Menish, CAI, AARE,
BAS

Michael Mensendiek, CES

Garett D. Mercer

Carlette F. Metcalf, BAS

Jordan Miedema

George Miller, IV, GPPA

Mike Miller

Cody Jack Miller

Robert Milligan

Larry A: Mills

Kevin John Mitchell, BAS

Abigail Rae Mitchell, BAS

Johnny B. Mitchum

Peter Mocke

Carl D. Montgomery,
AARE

Jade R. Montrie, CAI, CES

Ken Morin

Robert Grant Morper

Matthew Moss, CAI

Thomas Mowery

Jana Moyer

Casey D. Mull, BAS

Geno Munari

Ken Murray

Stephen P. Murray

Kyle Steven Musick

Charles L. Mutz

William Frank Newton

Charles Nichols

Thomas J. Noonan

Lucy Nord

Justin Travis Ochs, CAI

Pat O’Connor

Michael W. Odell, CES,
MPPA

www.auctioneers.org

Jake Ohlinger, BAS

Col. Jeffrey M. Olin

Richard Olson

John W. Omli, CAI

Joe Orr

Wesley Richard Pace,
MPPA

Brody Pack, MPPA

Barrett A. Palombo

Mark E. Pangle, CAI,
AARE

Charles D. Parrish

Ralph E Passonno, Jr., CAI,
AARE

Scott David Paterson

Thomas Lee Patterson, CAI

Daniel Patterson, CAI

James E. Pauley, Jr., GPPA

Chris D. Pell

Diana Peterson

John Pfeiffer, Jr.

Ronald Merle Philbrick

Phillip L. Pierceall, CAI,
BAS

Steve Pitzer

Robert Poole, GPPA

Robin A. Pridham

Joshua S. Puffenbarger

John T. Putman

Ronald L. Ramsey

Steve Relander

Rachelle R. Repine

Chris Richard

Brian A. Rigby, CAI, AARE

Michael P. Riggins

Edward C. Ritter

Walt Robertson

Jeremy D Robinson

Clint Rockey

Frederick A. Roenigk,
AARE

Chad Roffers

Yve Rojas, BAS

Sheila Rosen-Schiff

Michael Kevin Ross, CAI,
CES

Jim Roth

Peter J. Ruane

Anthony Rusciano

Donald G. Russell

Michael E. Saperstein

Daniel J. Satow

Mark Schackmann

Paul W. Scheer

Walter M. Schieffer, Jr.

Wes Schlobohm, CAI,
AARE

Samuel T. Schnaidt

Jason J. Schneider

David S. Schulman

Renferd Ray Scott

Kevin Christopher Scully

Loren M. Seifert

Brent T. Semple, CAI,
AARE, CES

Dennis K. Sewell, CAI

Gary L. Seybold

Bart K. Sheridan, CAI

Keith Sheridan

Aaron D. Siefker

Art Smith, CAI, CES

Jason J. Smith, CAI

Larniecia Smith

Mike A. Smith

Fredrick H. Smith, CAIL,
CES, MPPA

Steven E. Smoot

Richard L. Spear, CAI

John E Steeves

Jason T. Stenzel

Michael Stephens, GPPA

C.Ivan Stoltzfus, CAI

Gregory J. Stone, AARE

Chester McKinnon Straley

Warren J. Straley

Donald Thomas Stuart

John T. Swain

Johnny Lee Swalls, CAIL
AARE, GPPA

Dwight Swart

Auctioneer

Brian A. Swartz, CAI

T. Kyle Swicegood, CAI,
BAS, GPPA

Lance Patrick Swigert, CAI

Mark T. Switzer, CAI,
GPPA

L. Richard Symmes, CAI,
CES

Cissy Lyn Tabor, BAS

Joe B. Tadlock

Mark A. Taylor

Benny Taylor, CAL, AARE

Betsy Maples Taylor

Ruthie B. Taylor, CAI

Glen K. Thompson

Gary L. Togstad, GPPA

Carla Togstad, CES

Sandy Toney

Robert Tooker

Michael H. Torrence,
AARE

Edward Torrez

Frank Elvin Trinkle

W. Gray Trotter

John P. Troyer

Eli R. Troyer

Wayne Tuiskula, GPPA

W. Dean Tveit

Rich Vander Werft, CAI

Maria D. Vannice

Ronen Varsha

Stephen Michael Vaughn,
GPPA

David L. Veo

Howard W. Visscher

Henrietta L. Voorhees

Sidney I. Voorhees, MPPA

Paul C. Wachter

Curtis B. Waite, BAS

Perry Thomas Walden

Thomas Walsh, CAI

David L. Ward

Caitlin Wardlow, CES

Ronald J. Weade

Lawayne G. Weaver

Gary R. Weber

Agatha J. Weiman, CES

Larry Weiner

Jacque Dana Weiner, GPPA

Dennis West

Loren D. West

Ronald M. West

Daniel P. West

Terry Wiedeman

Richard D. Wieman

Wes L. Wigton

Rick Williams

Dean Williams

Kim Williams

Clyde E Wilson, Jr., ATS

Andrew Wilson, CAI, CES

William B. Wilson, CAI

Aaron P. Wilson, CES

Christopher B. Wilson,
CAI CES

Daymon B. Winborn

Tony R. Wisely, CAI, BAS

Stephan M. Wolf

Charles Woodard

Charles E. Yarbro, Sr., CAI,
AARE

Charles E. Yarbro, Jr., CAI,
GPPA

Willis E. Yoder, CAI

Lisa York

Rebecca Young, GPPA

Vincent A. Zapien

Sean Michael Zeiders

Patricia Zulkowski, GPPA
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NATIONAL AUCTIONEERS ASSOCIATION

PUBLICATIONS POLICY

The purpose of this policy is to outline

rules that are believed to best support

— through all of its publications and
published materials, including Auctioneer
— the National Auctioneers Association
mission statement and NAA’'s member

interests.

Since 1949, the NAA has published Auctioneer, the industry’s leading
publication for the auction professional. The magazines goal is to provide
insightful content to help Auctioneers advance their careers, grow their
business, stay connected to the industry and remain competitive in an ever-
changing auction marketplace.

Auction E-News, a bi-monthly e-newsletter, provides the latest industry and
Association news. Cntent includes links to educational webinars, information
regarding upcoming events, member and national news and more.

A) Member v. non-member coverage: NAA members will always be given
first consideration in terms of story selection, placement and promotion
when compared to non-member or general industry news. While some
non-member or industry news may occasionally bear special consideration,
NAAS publications’ primary, month-to-month objective is to showcase the
Association’s members and news/topics that affect the membership directly.

When non-member or industry news does draw special consideration, it
must be presented to the NAA Director of Publications, who will make a
determination along with the NAA CEO before it is used or highlighted in
any NAA publications.

B) Content standards: Content that appears in any NAA publication
format must be presented in a manner that is not considered discriminatory
in any fashion, including: race, religion, gender, national origin, age, marital
status, sexual orientation or disability. Also, content that is considered
profane in any fashion will not be considered. All content is subject to
approval by the NAA Director of Publications.

B.1) Political agenda: On occasion, political agendas that do not directly
apply to the NAA membership may attempt to enter NAA publications
through content submission. It is NAA policy that if content is deemed

to have such a political agenda attached, as determined by the Director of
Publications or NAA Chief Executive Officer, it may be subject to non-use.

B.2) Viewing pre-published copy: It is not NAA policy to allow individuals
who are interviewed for articles to view copy before it is published. Should
an individual want to review copy prior to publication, a request can be
made through the writer to the NAA Director of Publications. A request is
not a guarantee, nor any sort of agreement, to allow a pre-published review.

B.3) Press releases: Press releases are welcome and accepted as a means of
informing the NAA staff about NAA members’ and industry news. Press
releases should contain basic information, including: contact information
(name, phone number, email); the news item; and at least one high-quality
image that adheres to all standards outlined in Sections C and C.1.

Releases should be submitted to publications@auctioneers.org or to the
NAA Director of Publications. Submission does not guarantee either partial
or full use of the information provided.

Auctioneer www.auctioneers.org
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B.3.a) Obituaries: Obituary information of NAA members may be
submitted for publication in Auctioneer. The information may be submitted
in the form of a written obituary or a link to the information if it has

been printed online. Submissions should be emailed to publications@
auctioneers.org and to the Director of Publications. All submissions are
subject to approval by the NAA Director of Publications and/or NAA Chief
Executive Officer.

C) Photo standards: It is the NAAs goal to protect the Association’s and
its members’ good reputation and good standing, both within and outside
the industry. Therefore, photos used in NAA publications should always be
of the highest possible quality, including resolution (minimum 300 dpi).
“Highest quality” also applies to photo content. Any image that depicts
discrimination (as described in Section B), unlawful acts or anything else
not considered in good taste will not be allowed. All images are subject to
approval by the NAA Director of Publications.

C.1) Events vs. people: While the NAA’s goal is to highlight its members,

it aims to do so without favoritism or prejudice toward a single member or
his/her business. Therefore, in industry event coverage deemed acceptable
for publications inclusion, the NAA’s publications will not use, in primary
fashion, images that showcase an individual ahead of an event. Such
images may be considered as support images throughout an article or other
published piece.

NAA events, such as the National Auctioneers Association International
Conference and Show, IAC Championship, Hall of Fame, elections and
academy or summit coverage, may be exempt and allow for individual
highlight. That determination will be made by the NAA Director of
Publications, in concert with the NAA CEO.

C.2) The Auctioneer Cover: The cover will abide by the guidelines set in
Section C and Section C.1.

D) Advertising in publications: Advertising is welcome in NAA
publications. Any and all advertising copy must adhere to the
discrimination guidelines set in Section B and all related sections. Any and
all images contained within an advertisement must adhere to the image
guidelines set in Section C and all related sections. All advertising is subject
to approval by the NAA Director of Publications. NAA reserves the right to
refuse advertisements.

E) Reprint permissions: Reprint of any material contained within any
NAA publications (including Auctioneer, Auction E-News, white papers,
slides, etc.) is prohibited unless permission is requested and obtained in
writing (including email) from the Director of Publications or CEO. If
permission is granted for material that appeared in Auctioneer, the reprint
must include the following statement: “This material first appeared in

the [issue, date] of Auctioneer, the official publication of the National
Auctioneers Association, and was approved for reprint.”

E.2) NAA Website: Any information or content that appears in the public
sphere (i.e., not behind a member log-in) may be shared through provided
social media and/or other sharing channels. If a full, verbatim web content
reprint is desired, permission must be requested and obtained in writing
(including email) from the Director of Publications or CEO. If permission
is granted for any material reprint, the following statement must accompany
the information: “This material is courtesy of the National Auctioneers
Association and was approved for reprint.”
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NATIONAL AUCTIONEERS ASSOCIATION

SOCIAL MEDIA POLICY

The NAA encourages its staff members
and volunteer leaders to communicate
with other professionals, governmental
representatives, clients and the public
through electronic means.

The purpose of the NAA Social Media Policy is to protect the NAA brand
and reputation, and to prevent intentional and unintentional bias or harm
to the industry, individuals, companies and vendors. Therefore, this policy
applies to NAA staff members, members of the NAA Board of Directors
and the rest of the NAA Leadership Team.

“Social Media” includes the use of ANY social media platforms for
communications purposes. This policy provides guidelines for acceptable
social media usage and should be used as a reference for all social media
usage or activities, inside or outside of work, that may directly affect the
NAA, Foundation, and related groups. NAA representatives are responsible
for reading, knowing, and complying with the Terms of Service of social
media sites.

Guidelines

When posting to social media websites, NAA representatives should only
post information on which they are subject-matter experts, and follow these
best practices:

1. Beaccurate and transparent

2. Use disclaimers

3. Respect copyright and trademark laws

4. Maintain the privacy of others

5. Do not reveal confidential information

6. Be respectful and tolerant

7. Respect antitrust laws

8. Promptly clarify statements that are misinterpreted

Staff and leaders of the NAA should assume social media communications
will be read by NAA members, other auction professionals, and the public
at large. Each NAA staff member and leader is solely responsible for the
content he or she publishes on any social media platform. One should
assume, because of affiliation, posts related to the auction profession

or NAA/Foundation/Trustees/Committees/Etc. will likely be directly
associated with the organizations.

It's important that all staff members and volunteer leaders clearly
understand any and all issues and history behind specific dialogs before
they enter into conversations on the Internet. NAA representatives are
asked only to contribute with content that adds value to or advances a
discussion (i.e., relevant links, experiences, resources).

|

Limitations

NAA representatives do not have permission to reveal information that
compromises NAA policies, Bylaws, Articles of Incorporation, public
positions or anything that violates antitrust laws. Anything confidential

to the NAA cannot be shared via social media (i.e., private information
shared only with NAA Board members during closed sessions of meetings,
proprietary information or confidential documentation).

When posting to social media platforms, NAA representatives also should
refrain from publishing the following:

o Negative views on the association or profession

o Profanity, sexual innuendos (harassment) or other inappropriate
content

»  Ethnic slurs, insults or anything not acceptable in a working
environment

Anything that violates the personal privacy of others
»  Views on politics and religion that might offend reasonable readers
o Defamatory or discriminatory statements

o Anything that violates proper use of a copyright, trademark or other
form of intellectual property

NAA staff members must comply with all policies set forth in the “Team
Member Handbook,” and all representatives must abide by the NAAs Code
of Ethics, Bylaws, Articles of Incorporation, policies and positions. Review
these documents at Auctioneers.org. Online activities should not interfere
with job performance. Staff members should always seek management
approval if they are not confident in the information they intend to share.

Take-down policy
NAA staff reserves the right to remove any content posted on the
association’s social network accounts. Examples of postings that might be
removed include the following:

o Promotion of upcoming auctions

«  Promotion of products and services by industry vendors

» Insensitive and offensive comments, including ethnic slurs, personal

insults, obscenities or anything considered unacceptable in the

workplace

o Political endorsements
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NEW MEMBERS

ALABAMA

Liz Wood

Tranzon, LLC

2100 Club Dr.,, Ste. 100
Gadsden, AL 35901
lwood@tranzon.com
(256) 393-3714

ALASKA

Cassandra B. Ferree

Monroe Foundation

P.O. Box 71620 718 Betty St.
Fairbanks, AK 99701
www.catholic-schools.org
foundation@catholic-schools.
org

(907) 456-7970

ARIZONA

James David Hutzler

8345 E. Odessa St.

Mesa, AZ 85207
james.hutzlerl @gmail.com
(480) 229-6187

Frank Kitchen

20118 N. 67th Avenue Suite
300-164

Glendale, AZ 85308
www.frankkitchen.com
frank@frankkitchen.com

Terry Maust

5880 W. Bell Road, Suite B
Glendale, AZ 85308
www.ejsauction.com
terry@ejsauction.com

ARKANSAS

Kim Hall Daniels

12845 W. Hwy. 264
Gentry, AR 72734
kdaniels58@hotmail.com
(205) 478-1006
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CALIFORNIA
Alfred Earl Kirkpatrick
133 S. Silver Ridge
Ridgecrest, CA 93555
fred133a@yahoo.com
(760) 793-1980

Nick Medina

KLM Auctions

479 38th St.

Oakland, CA 94609
www.klmauctions.com
nick@klmauctions.com
(415) 350-8523

Mellisa Nielsen

1711 Stone Canyon Road

Los Angeles, CA 90077
www.thecharityangels.com
mellisa@thecharityangels.com

Christian Ortega
10527 Bryson Ave.
South Gate, CA 90280
bidit2buy@me.com
(909) 273-4678

Charles Ross

1517 20th St.

Santa Monica, CA 90404
www.goodingco.com
morgan@goodingco.com

CONNECTICUT
Youness Bakr

Global Ventures, Inc. DBA
Mideast Equipment Supply
1 Corporate Drive

Windsor Locks, CT 06096
www.mideastequip.com
youness@mideastequip.com
(860) 370-9993

Brett Pinedo

Adams Auctioneeres/
Appraisers

727 Boxwell Ave.
Norwich, CT 06360
(860) 887-8052

Auctioneer www.auctioneers.org

FLORIDA

Jake Thomas Jackson
Myers Jackson Auctioneers
P.O. Box 550669
Jacksonville, FL 32255
www.myersjackson.com
jakejackson@myersjackson.
com

(904) 200-1547

Lourdes McLean

6 Mimosa Trail

Ormond Beach, FL 32174
www.movinonestatesalesfl.com
movinonestatesales.jlm@
gmail.com

Frank Elvin Trinkle
FairWind Auction Solutions
LLC

2149 Windbrook Dr. SE
Palm Bay, FL 32909
ftrinkle@me.com

(321) 339-7448

IDAHO

D. Aaron Tenney
3567 N. 3230 E
Kimberly, ID 83341
tenneyda@yahoo.com
(208) 731-1934

ILLINOIS

Daniel Campbell

2171 Sutton Drive
South Elgin, IL 60177
dacam12@comcast.net
(630) 235-4566

Kenneth J. Duncan

Duncan Land and Auction, Inc.
318 First Ave.

Sterling, IL 61081
www.duncanlandandauction.
com
ken@duncanlandandauction.
com

(815) 631-0558

INDIANA

Jenny Lynn Gamblin
Shearer Printing Service

107 W. Markalnd Ave.
Kokomo, IN 46901
www.shearerpos.com
jennygamblin34@gmail.com
(765) 434-1115

Dave Lovegrove

Shearer Printing Service
107 W. Markland Ave.
Kokomo, IN 46901
www.shearerpos.com
dlovegrovel207@gmail.com
(765) 457-3274

Gary L. Spangle

7779 S. Co. Farm Rd.
Claypool, IN 46510
spanglescountrycrossing@
gmail.com

(574) 551-1768

Korey M. West

Shearer Printing Service
107 W. Markland Ave.
Kokomo, IN 46901
www.shearerpos.com
kwest@shearerpos.com
(765) 434-0788

Jonathan Rustan White
White’s Auctions Est 1922
6119 Little Cedar Rd.
Brookville, IN 47012
www.whiteswebsite.com
Jonathan@whiteswebsite.com
(765) 647-1922

IOWA

Randal Joseph Binns

1212 S. 2nd Street
Oskaloosa, IA 52577
randybinns@outlook.com
(641) 295-3655
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Paul Phillip Hagerman
919 N. Federal, Apt. C
Mason City, IA 50401
betterment.pp@gmail.com

Cassie Hobbs

Steffes Group, Inc.

605 E. Winfield Ave.

Mount Pleasant, IA 52641
www.steffesgroup.com
cassie.hobbs@steffesgroup.com
(319) 385-2000

KANSAS

Nathan Glessner

Courtesy Auctions &

Estate Sales

27867 Lookout Road

Paola, KS 66071
www.estateauctionskansascity.
com

nateglessner@gmail.com
(913) 907-9258

KENTUCKY

Jason Stanford

213 Kinnaird Lane
Louisville, KY 40243
stanfordusa2@yahoo.com
(502) 727-0666

MARYLAND

Benson Fischer
Overstock Discounters
10503 Democracy Lane
Potomac, MD 20854
www.bizbjf.com
bizbjf@gmail.com
(301) 801-5476

MASSACHUSETTS
Carelle L. Carter

Filly89 Treasures, LLC

116 Victoria Lane
Marlborough, MA 01752-3674
carelle.filly89@gmail.com
(978) 807-3560

MICHIGAN

Ashley Wayne Peters

3510 N. Lumberjack Rd.
Riverdale, MI 48877
ashleypeters78@yahoo.com
(989) 763-7875

Avery G. Peters

4179 W. Johnson Rd.
Ithaca, MI 48847
avery.ehc@gmail.com
(989) 763-7549

Eric James Voelker
Voelker Bros. Equipment
12267 Beech Ave.

Paris, MI 49338
voelkerbros@gmail.com
(231) 250-9120

MISSISSIPPI

Lesley Morton

14900 Dry Grove Rd.
Raymond, MS 39154
lesleywmorton@gmail.com

Johnny Wright

65 Pinehill Dr.

Ovett, MS 39464
j.a.wright93@yahoo.com
(601) 422-9289

MISSOURI

Lauren Aleshire

United Country Real Estate
2820 NW Barry Rd.

Kansas City, MO 64154

laleshire@unitedcountry.com

(816) 420-6241

Angela Smith

United Country Real Estate
2820 NW Barry Rd.

Kansas City, MO 64154
asmith@unitedcountry.com
(816) 420-6241

www.auctioneers.org — Auctioneer

NEBRASKA
Aaron L. Ogan, Jr.

6912 83rd St.

Columbus, NE 68601
aaron.ogan4@gmail.com
(402) 564-6820

Jacob L. Ogan

6912 83rd St.

Columbus, NE 68601
jacobo@columbuschristian.
esu’.org

(402) 564-6820

NEVADA

John Jacob

Vegas Valley Auctions

8560 Brent Lane

Las Vegas, NV 89143
sales@vegasvalleyauctions.com
(702) 656-2344

NEW MEXICO

Melissa Yvonne Gorham
United Country - Revolution
Realty, LLC

850 N. Motel Blvd., Ste. B

Las Cruces, NM 88007
www.nmlandandhome.com
melissa@nmlandandhome.com
(575) 640-7520

NORTH DAKOTA

Kim Kankelfritz

Steftes Auction Group, Inc.

2000 Main Ave., East

West Fargo, ND 58078
www.steffesgroup.com

kim kankelfritz@steftesgroup.com
(701) 237-9173

Amy Jo Stockinger

Steftes Group, Inc.

2000 Main Ave. E.

West Fargo, ND 58078
www.steffesgroup.com
amyjo.stockinger@steffesgroup.
com

(701) 237-9173

James Hutzler

| decided to
Jjoin the NAA
because when
the idea was
given to me. [t
felt like a family.
| am excited

to learn, grow
and become
the best | can
be, and | know
the NAA is the
perfect place to

do that”

James Hutzler
Mesa, Ariz.
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OHIO

John Patrick Ruckman

812 West Gambier Street
Mount Vernon, OH 43050
ruckmanauctioncompany.jpr@
gmail.com

(740) 398-6522

OKLAHOMA

Gary Warnick

10319 North 2206 Rd.
Clinton, OK 73601
garywarnick@sbcglobal.net
(580) 331-8770

Daymon B. Winborn

425 S. Cimmarron

El Reno, OK 73036
barebackdaymon@aol.com
(405) 476-8632

OREGON

Michael Tim Vickers

RTR Services

P.O. Box 7327

Salem, OR 97303
timvickers@rtrservices.com

PENNSYLVANIA
Lee Martin Welty

180 Quaker Valley Road
Biglerville, PA 17307
lee.welty@yahoo.com
(717) 778-1365

SOUTH
CAROLINA

Russ Brown

485 US Hwy. 321 Bypass - South
Winnsboro, SC 29180
www.browncomp.com
russ@brownandcomp.com
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Justin Pye

Carriage House Auction
Gallery

P.O. Box 31158
Charleston, SC 29417
www.carriagehouseauction
gallery.com
justin@carriagehouse
auctiongallery.com

(843) 754-6777

TENNESSEE

Steven Richard Jarrell

1106 Poplar Ave.
Murfreesboro, TN 37129
stevejarrellauctions@gmail.com
(615) 971-9378

Nikki Shannon

Nashville Wine Auction
3015 Poston Ave., Ste. 200
Nashville, TN 37203
nikki@nashvillewineauction.
com

(615) 329-1760

Evan Joseph Stafford
Horizon Realty & Auction
9 South Jefferson Avenue
Cookeville, TN 38501
www.horizonrealtyauctions.
com
ejstafford11@gmail.com
(931) 528-0394

TEXAS

Adriana Michelle Brown
10061 Norrell Rd.

Venus, TX 76084
adrianabrown86@gmail.com
(817) 240-9463

Barron Jermaine Carwell
5252 N. U.S. Hwy. 79
Palestine, TX 75801
barron_carwell@yahoo.com
(903) 922-6277
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Rachel Elaine Dymond
597 Canty Rd. 4796
Boyd, TX 76023
rednsinbad@gmail.com
(817) 996-2199

James Robert Gregory
3406 Bayshore Dr.
Bacdliff, TX 77518
nova710208@yahoo.com
(281) 799-3758

Randy Lyn Jones

62 Aloe Vera Ct.

Lake Jackson, TX 77566
ranlynjo@gmail.com
(979) 709-2358

Daniel S. Lewis

3420 Audubon Rd.

Paris, TX 75460
danlewisshow@outlook.com
(214) 505-6071

Jeffrey Donald Lewis
P.O. Box 65

Jacksboro, TX 76458
jeff@lewistechnology.net
(903) 918-6988

Ken Murray

MMB Auctioneers

201 Remington Run
Bastrop, TX 78602
kenandpatti@hotmail.com
(512) 718-5097

Britt D. Roman

6475 SW C.R. 3120
Corsicana, TX 75110
brittroman68@gmail.com
(214) 578-1195

Judith Scott

Language Connection, LLC
1602 Van Zandt C. R. 2807
Mabank, TX 75147
judith31555@yahoo.com
(903) 880-6534

Debra Sue Singleton

752 County Route 3424
Bridgeport, TX 76426
debbie.singleton2@dads.state.
tx.us

(940) 389-3690

Jerry D. Whatley

16318 Turtle Dove Lane
Canyon, TX 79015
jdwhatley51@yahoo.com
(806) 681-1142

Everett Craig William
823 Congress Ave. #447
Austin, TX 78767
nbllc07@aol.com

(512) 363-2192

UTAH

Mary Dohner

9832 South Spruce Dale Drive
South Jordan, UT 84095
YouScoreAuctions.com
Lynndohner@gmail.com

VIRGINIA

Maureen Connolly
Worthington Auctions

21800 Towncenter Plaza, #266A
Sterling, VA 20164
www.worthingtonauctions.com
events742@gmail.com

(804) 725-7501

Kim Kempf

6507 Manor Ridge Ct.
Falls Church, VA 22043
itskimkempf@gmail.com
(703) 581-8124

Cody Lee Manspile

Circle C Auction Company
1055 Blue Grass Trail
Lexington, VA 24450
circlecauctions@yahoo.com
(540) 784-9254
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NEW MEMBERS

NETWORKING

Phillip Matthew Via

Lucky Dog Auction Company
8040 Jubal Early Highway
Hardy, VA 24101
www.luckydogauction.com
phillipvia2@gmail.com

(540) 312-8569

WASHINGTON
Chad Shahan

YEP Auction Service
23807 Terrell Lane
Sedro-Woolley, WA 98284
www.yepauction.com
cdshahan@gmail.com
(360) 281-2726

WISCONSIN

Chad William Nawrocki
2374 City Road E.
Baldwin, WT 54002
chadnawrocki@yahoo.com
(715) 977-1287

Robert D. Petts
1509 Grand Ave.
Schofield, W1 54476
rdp7536@aol.com
(715) 574-2646

AUSTRALIA

Lincoln John McKinlay
Topx Taroom

13 Hutton St.

Taroom, QLD 4420
Australia
mckinlay@topx.com.au
(040) 055-2458

CANADA

Michael Mahoney

315 Everstone Dr. SW
Calgary, AB T2Y 5A2
Canada
mahoneyauctioneer.com
mikemahony@hotmail.com

PHILIPPINES

Garreth Domb

HMR Auction Services, Inc.
KM 21 East Service Rd., Sucet
Muntinlupa, 1770
Philippines
www.hmrauctions.com.ph
gee.domb@hmrphils.com
639175399879

Fe Sofia Fernandez

HMR Philippines

KM 21 East Service Rd.
Sucet, 1770

Philippines

www.hmr.ph
fe.fernandez@hmrphils.com
639175399879

www.auctioneers.org  Auctioneer

Frank Trinkle

| joined the
NAA to strongly
associate
myself with the
professionalism,
honest ethics
and educational
opportunities
that the
Association
makes available
to its members.
The ability to
network with
other long-
experienced
and true
professionals

IS a priceless
additional facet

of membership.”

Frank Trinkle
Palm Bay, Fla.
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NETWORKING SCHOOLS

<4 NORTHEAST SCHOOL OF
AUCTIONEERING

The October 2016 session of the Northeast School of
Auctioneering graduated all eight students that attended the
course. Students from New Hampshire, Massachusetts, Rhode
Island, Connecticut and two students from Canada attended the
80-hour course. Many planned to obtain their license in multiple
states. NESA’s next course will be held in January 2017.

] I o
. By A
g

MENDENHALL p ~ - ooy
SCHOOL OF L 4 —
AUCTIONEERING o\ 4 NELET

LR Y .
The latest class of Mendenhall School of s

Auctioneering graduates were introduced
on Nov. 13, 2016. All students hailed from the

state of North Carolina.

<4 TEXAS AUCTION
ACADEMY

The latest TAA class finished its session and
graduated a great class on Oct. 15, 2016.
Students hailed from states across the U.S,,
including: Arkansas, Louisiana, New Mexico,
New York, Oklahoma, and Texas.

AL e O B
D TOHNE M Ja W
Dbas &N TH

WORLD WIDE p
COLLEGE OF
AUCTIONEERING

The November 2016 graduating class of World
Wide College of Auctioneering raised money
for St. Jude Children’s Research Hospital. The
class raised $1,755 to donate to the cause.
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EDUCATION CALENDAR

NAA Designation Academy

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

Marketing Summit

Atlanta, Georgia * Spring 2017

Auction Marketing Management

Des Moines, lowa * Jan. 31-Feb. 2, 2017 TBD, Kentucky « Feb. 23-25, 2017

Certified Auctioneers Institute

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

2017 NAA Conference and Show

Columbus, Ohio « July 11-15, 2017

DESIGNATION ACADEMY EDUCATION SCHEDULE

AARE ¢« Dec. 8-10 AMM e Dec. 5-7 BAS ¢ Dec. 5-7

CES - Dec. 8-10 GPPA + Dec. 4-8

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

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

Please note the information above is subject to change as events approach. This calendar will be updated as information becomes available. m

www.auctioneers.org
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St. Jude Childrens
Research Hospital

ALSALC = Danny Themei, Fewadii

Newly discovered
immune cell type

protects against lung

infections during
chemotherapy

From stjude.org

(Sept. 26, 2016) - St. Jude Children’s Research Hospital
investigators have identified a new form of an immune cell that
protected mice from life-threatening lung infections under
conditions that mimic cancer chemotherapy. The research
appears online today in the scientific journal Proceedings of the
National Academy of Sciences (PNAS).

“We have identified a new form of housekeeping macrophage
in mice that may in future be harnessed to protect against
lung infections like bacterial pneumonia that remain one

of the greatest threats to survival of cancer patients during
chemotherapy;” said senior and corresponding author Peter
Murray, Ph.D., a member of the St. JudeDepartment of
Infectious Diseases and Department of Immunology.

Macrophages are a type of white blood cell that engulf and
digest bacteria and other foreign invaders as well as remove dead
cells. Normal mammalian lung function requires two types of
macrophages—alveolar and interstitial.

DECEMBER 2016/JANUARY 2017 Auctioneer www.auctioneers.org
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Chemotherapy drugs kill dividing cells, including cells in the
bone marrow that give rise to different immune cells. That can
lead to a dramatic reduction in white blood cells, including
the neutrophils that play a central role in combating bacterial

and other infections that are a common complication of cancer
chemotherapy.

Researchers showed the macrophages identified in this study
were produced in the lungs following vaccination rather than
the bone marrow. Researchers called the newly recognized cell
type vaccine-induced macrophages (ViMs). Once generated,
ViMs were maintained in the lungs by cell division. Importantly,
unlike other immune cells types, the size of the ViMs population
remained stable during chemotherapy. This newly recognized
cell type also showed enhanced anti-bacterial activity in mice
that lacked neutrophils due to chemotherapy.

“Also serving as an infectious diseases physician at the bedside,
I have witnessed how complications due to infection disrupt
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NETWORKING

Support the kids
of St. Jude by
participating in
Auction for Hope.

cancer treatment and threaten patient survival,” said first and co-
corresponding author Akinobu Kamei, M.D., a research associate in
the Department of Infectious Diseases. “The challenge has been how
to create protective immunity in patients whose neutrophils have been
severely depleted by chemotherapy. This study suggests a possible
framework for developing new strategies”

Working in a mouse model that mimics infection in chemotherapy-
treated patients, the researchers were surprised to find that vaccination
protected mice from lethal Pseudomonas aeruginosa pneumonia.
Pseudomonas is the leading cause of bacterial pneumonia in cancer
patients with depleted blood neutrophils. The quest to understand
how such protection was possible in the absence of neutrophils led
investigators to ViMs.

In the summer of 2013, when 3-year-old
Lexi started getting bruises that wouldn’t
heal, blood tests showed she had acute
lymphoblastic leukemia.

Lexi was referred to St. Jude Children’s
Research Hospital® “St. Jude is the place
that finds the medicines that work,” said her
mom. Treatments invented at St. Jude have
helped push the overall childhood cancer
survival rate from 20 percent to more than
80 percent since it opened 50 years ago.

“All lines of cellular and molecular evidence in this study point to
alveolar macrophages as the source of ViMs,” Murray said. Alveolar
macrophages originate in the embryo, reside in the air-exposed
surfaces of alveoli and are self-maintained in adults. In contrast,
interstitial macrophages are derived from the bone marrow and
populate the lung interstitial space between alveoli.

Once activated, ViMs persisted in the lungs for at least one

month. When ViMs were transferred to unvaccinated mice with
chemotherapy-depleted neutrophils, they were protected from lethal
Pseudomonas infections.

Now 6 years old, Lexi completed cancer
treatment in April 2015.

Researchers are not sure how ViMs survive chemotherapy, but
investigators ruled out mechanisms other cells use to resist radiation
or certain chemotherapy drugs.

=

“We now know that increasing the number of ViMs in the tissue can
compensate for the immune deficit caused by chemotherapy,” Kamei
said. “In this study, we relied on vaccination prior to chemotherapy.
Going forward we will explore other, more practical methods for
use at the bedside to effectively induce tissue resident macrophages
like ViMs”” The possible approaches include using drugs or signaling
molecules called cytokines to induce protection in the immune-
compromised host.

The other study authors are Geli Gao, Geoffrey Neale, Lip Nam Loh,
Peter Vogel, Paul Thomas and Elaine Tuomanen, all of St. Jude.

The study was funded in part by the Pediatric Infectious Diseases
Society-St. Jude Basic Research Fellowship grant; a contract
(HHSN272201400006C) from the National Institute of Allergy and
Infectious Diseases, part of the National Institutes of Health (NIH);
grants (AI027913, CA21765) from NIH; and ALSAC. <

St. Jude patient Lexi,
age 6, Alabama, acute
lymphoblastic leukemia

Did you know NAA members have access to new
“Auction for Hope” digital materials? Check

2

them out at www.stjude.org/naa! And for more
information, email auctionforhope @stjude.org.

- St. Jude Children’s
Auctioneer Research Hospital

ALSAC * Danny Th der

Stj Ude.org/naa Finding cures.
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NETWORKING FILLER WORDS

PAGE “Analyzing clean data can help you find critical company trends or prospective
buyers for a particular asset up for auction. It also means time and money is saved on
3 8 undelivered printing, products, postage, etc.”
Brandi McGrath Kong, NAA Membership Manager

PAGE “/f an Auctioneer wants to up their game and be competitive in today’s market,
they have to adjust and grow and evolve. The way to do that is to participate
51 in educational programs in the NAA. There is no shortcut and the returns are
unimaginable.”
Gina Boyleston, AMM
Boyleston Auctions
Pensacola, Florida

PAGE "/ definitely think there are ways to highlight the auction profession among youth

development organizations.”
Casey Mull, BAS, National Association of Extension 4-H Agents President-Elect

Classic Auction Co., Inc.
Athens, Georgia

AROUND the BLOCK

o Congratulations to NAA members Jeff Duncan (R-SC)  John and Lisa (CAI) Gay, owners of LL Auctions, in Warda,
(above middle) and Billy Long (R-MO) (above left), both of Texas, have announced the sale of their company.
whom won their election battles in November to remain as
part of the U.S. House of Representatives. In other races, NAA  « Kentucky-based Ford Brothers Auctioneers recently
member Chase Crawford (D) was elected Hickory County celebrated 50 years in the industry. More than 20 auction
(Mo.) Commissioner Eastern District, and Aaron Wilson professionals work for the business.
earned a City Council Member At-Large seat in Mount
Vernon, Indiana. Great work, all!
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MEMBERS’ CORNER

Turning a new leaf

After two decades spent working “on the inside” with nonprofit

organizations, an NAA member recently took the p/unge fo begin
er u//—Time career as an auction ;orof%zssiona ;

Good luck, and we're all here whenever you need us, Dee Dee:

www.auctioneers.org — Auctioneer DECEMBER 2016/JANUARY 2017 81


www.auctioneers.org

DEPARTMENTS MARKETPLACE

Leank you
ADVERTISERS

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

_J

Coming up in February

Many auction professionals have interests that blend into the cattle industry, but what does it take
to be a true professional in this arena? We’ll look into the skills (besides bid-calling alone) you'll
need if you want to lead the herd.
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(" NAA STAFF )

Administration
Chief Executive Officer
Hannes Combest, CAE

(913) 563-5423
hcombest@auctioneers.org

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

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

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

Membership
Membership Manager
Brandi McGrath Kong

(913) 563-5429

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

Marilyn Wyatt

(913) 563-5431

mwyatt@auctioneers.org

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

Publications
Director of Publications

& Trade Show

Curtis Kitchen

(913) 563-5424
ckitchen@auctioneers.org

Marketing & Sales Coordinator
Kari Duncan

NATIONAL AUCTIONEERS ASSOCIATION INDEX

NAA Board of Directors
2016-2017

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

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

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

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

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

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

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

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

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

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

Presidential Appointee
Doak Lambert
(972) 839-6485

doak@doaklambert.com

National Auctioneers
Foundation Board of
Trustees 2016-2017

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

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

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

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

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

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

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

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

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

Foundation Staff
Lois Zielinski, Administrator
(913) 563-5427
|zielinski@auctioneers.org

NAA Auxiliary Board of
Trustees 2015-2016

Officers
Chair
Angela Johnson
(352) 672-2038

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

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

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

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

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

Executive Secretary
Lucinda Terrel
(816) 830-7001

Irterrel@hotmail.com

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

8880 Ballentine St.

NAA Education Institute
Trustees 2016-2017

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

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

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

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

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

(845) 635-3169 x100

Philipg103@gmail.com

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

Overland Park, KS 66214-1900

Phone: (913) 541-8084 Fax: (913) 894-5281

(913) 563-5421 e WWw.auctioneers.org

k kduncan@auctioneers.org J
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NAA advertising notice to readers

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