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“Winter is coming” for
the real estate market.
Or, is it?
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FROM THE PRESIDENT

Scott H. Shuman, CAI
NAA President

National Auctioneers
Association President Scott
H. Shuman, CAl, is a partner
and Auctioneer for Hall and
Hall Auctions. He has more
than 31 years of auction
experience after attending
auction school in 1986 and
opening an auction firm
shortly thereafter.

Scott is the 2014

Colorado State Champion
Auctioneer. He was
awarded the 1997, 2002,
and 2014 NAA Marketing
Competition Auction
Marketing Campaign of the
Year awards from the NAA,
as well as the prestigious
Rose Award presented by
the Certified Auctioneers
Institute.

Scott has served as an
instructor for the NAA
Certified Auctioneers
Institute and as a Trustee
for the NAA Education
Institute. He is a past
Colorado Auctioneers
Association Board member
and currently resides in
Eaton, Colorado, with his
wife, Krista, and their three
children.

Their hobbies include snow
skiing and cheering on the
Denver Broncos.

Fired up for 2018!

am fired up! It is a brand new year, and I am
EXCITED about this year and the future of the
NAA!

In December, I posted in the Auctioneers Facebook
group and invited people who were not members to
become one. I asked for no comments pro or con;
of course, 350+ comments later, I realized that we
have members who are as fired up about the NAA
as I am. I also learned there are things we need to
improve (I already knew that, but this hit me in the
face). One of the things we need to do a better job
of is letting you know what we are doing for you.

So, on pages 20-23, you will read the 2017 Annual
Report and see what we have accomplished. Also,
you will read about plans for 2018. I look at what
we have done, and I am very pleased; for example,
we have:

1) Rewritten all designation programs, ensuring
they are current and relevant to the needs of today’s
auction professionals; and created a new one for
contract Auctioneers!

2) Promoted #AuctionsWork and #NAAPro
stories on social media, with content tied to our
relationship with USA Today.

3) Strengthened our relationships with our
Congressional representatives — so when we have
an issue, we have our network developed.

Education, Promotion and Advocacy - our three
strategic initiatives are now firmly entrenched
within our governance system. The Governance
Committee made sure of that and constantly
reviews our Code of Ethics and Bylaws and
appropriately revises them.

I'm happy with what we have done, but I'm excited
about where we are going. Last year we conducted
three surveys with our members. We learned about
what you wanted from NAA - from educational
programs to member services — and how we can
better communicate what we are doing (for a

story on the survey results, see pages 30-33 in the
December/January 2018 issue of Auctioneer). We
are building on what we learned and will be using
your responses to improve.

We are investing in technology that will allow
you to use auctioneers.org much more easily and
provide the framework for new online education
programs. We are reaching out more on social
media, using paid advertising to reach new sellers
and new buyers for you. We are developing more
relationships in the hopes that these relationships
will result in more NAA members getting hired.

You have Board members who are thinking
about what is happening not just now, but also
about emerging issues in the industry — what
those challenges are and the solutions that we
should be preparing. As I write this column, I
should be working on my part of a paper that

is due to our CEO in just a couple of weeks.

Each Board member has been paired with a
partner and we are researching trends — what is
happening socially within our communities, what
is happening demographically, environmentally,
and economically, etc. using information that was
collected from more than 300 members. This will
be condensed into one white paper that the Board
will review in April. Then, the Board will make
recommendations on what auction professionals
should do to meet these challenges and what the
NAA should do to prepare our organization to
assist our members.

Lastly, don’t forget Conference and Show. I had the
opportunity to view the Jacksonville facility last
August, and you are going to LOVE the whole area!
There are restaurants in the hotel and you can even
take a water taxi (located next door) across the
river to some other restaurants. It’s a great location!

As you can see, we are planning for the present and
for the future based on what we have learned in the
past! That’s kind of what NAA is — a current and
relevant organization steeped in tradition.

So, here is what I ask from you - read this issue of
Auctioneer and get excited! We need your help,
your input, your ideas — we need you! Make it a
2018 Resolution - I think we will all win!

And the chant goes on!

Gt H e __
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State watch

MONTANA

A= #NAAPro Reed Tobol (left) was named the Montana State Bid Call Champion,
MOMTAM Dbeating out 23 other competitors during the Montana Auctioneers Association
BUCT State Convention, held Jan. 26-27, in Bozeman. More than 60 attended the two-day
event, which featured a half-day presentation by Auction Flex (prior to the actual

start of the convention) and the first-ever state association marketing competition.
Fellow NAA Pro Dan Goss finished second runner-up.
Results of the annual election: President — Kevin Hill; Vice President - Nick

Bennett, CAI, BAS; Treasurer — Merton Musser, CAI, AARE, AMM, BAS, MPPA;
Directors - J.K. Kinsey,  CAI, AMM, Gideon Yutzy.

1-800-THESIGN.

gt 2 D . i

Fi #
4 x4
SIGN
PVC Post Kit - $84.88 .o

1-800-843-7446

wiww, 1800TheSign.com

a8

www.auctioneers.org — Auctioneer FEBRUARY 2018 7


www.auctioneers.org
www.1800thesign.com

Success

#NA/

i

National Aucti
April 30




with our

\Pro!

=

T

oneers Week
- May 5



FEATURE

ip Conference, where
ges and solutions while
NAA to share athome.

'

State leaders P
to meet at NAA

State Leadership ¢ ©
Conference, March

5-6

Leadershi p an d Executive tate leaders from across the United States again

Shave been invited to gather, learn, discuss,
Directors are invited to take and grow during the NAA State Leadership
part in effective nonprofit

Conference, March 5-6, in Kansas City, Missouri.

More than half of the nation was represented at the

Managemen t y strate gic event last year, as 70 representatives from across the

I . k t d country came together to take part in seminars, NAA
planning, marketing, an program presentations, and wildly popular roundtable
more. discussions that covered successes and challenges

associated with education, advocacy, promotions,

governance, and state conventions.
By NAA Staff

10 FEBRUARY 2018 Auctioneer www.auctioneers.org


www.auctioneers.org

‘ kl“'-"acebook Group
’Advice of the Month

In 2018, attendees will receive education on Membership “1 am still not seein ga nyt hin o]

Models, the relationship between a Board and its .
Executive Director, Making Data Management Work ou t Of my mem b (2] S h | p .”
for Your State Association, and Thinking Beyond

Convention.

Additionally, “Solution Circles” will again take place, with
participants discussing topics such as: Finding Speakers,
Vendor Relationship Best Practices, Bid Calling Contests,
and the Attendance/Member Experience.

NAA leadership and staff will also provide an update as
well, including activities for National Auctioneers Week,
April 30-May 5.

For more information about the annual NAA State
Leadership Conference, visit auctioneers.org/2018SLC. <

(q¢
)»
(4 ¢

»
(q¢

»

Are you an active member of NAA and haven’t yet joined the
NAA Auction Professionals Facebook Group? Join us!
Head to www.facebook.com/naaauctioneers!
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generation is vital to the success of a company. So, when

How do you attract, and
we talk about a fast-growing portion of the workforce,

kee P; star em P I oyees In a culture that fosters growth and a positive work environment
your auction business?  appealsto Millennials

Many companies are hesitant and struggle with the transition
to this new style of working. However, it is important that the

By Emma Dougherty, NAA Content Developer attitude that a company adopts caters to the next generation’s
needs as well as the business’ own.

P romoting an inviting company culture for the next

Joe Relsick, of Proxibid, explains there are three key points of
understanding to creating winning culture. Relsick says you have
to understand why culture matters, understand how Millennials
are a different type of hire, and understand how to create and
maintain a winning culture. Let’s look at each.
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Why culture matters

To achieve extraordinary things, a company needs extraordinary
people. The only way to get these kinds of people, is to provide
and encouraging and creative culture that pushes individuals to
exceed expectations.

“Culture is the values, norms, systems and habits that a company
adopts,” Relsick says. “This attitude is projected in everything the
company does and is highly valued by millennials”

A different kind of hire

Most new hires will be Millennials, and they will be the

ones carrying businesses forward. However, this generation
approaches things differently. Important things to understand
about Millennials are:

capion

rr

- Millennials are highly educated; 34 percent have a bachelors
degree of higher.

- They came of age in a time of economic expansion.

- Millennials are highly influenced by digital media.

- They don’t believe in being shackled to tradition, they like to
find new and innovative ways of achieving their goals.

- Millennials are not big on in-person communication, they
would much rather text or email.

- They value knowledge and experience, and believe in learning
from other’s experiences.

- Millennials believe in life, not a work-life balance. They
appreciate being able to work late from home if it is more

Millennials want to be convenient for them.
manag ed differently than Millennials want to be managed differently than previous
. . generations. They need to be motivated and feel that the work
previous generatlons. they do is meaningful and challenging.
They need to be motivated “They work for a purpose not a paycheck, and prefer jobs that
are emotionally and mentally satisfying over monetary value,”
and feel that the work Relsick says.
they dois mea ning ful and While they need to feel that their values are respected, they also
. crave feedback and want to know how to progress to the next
challenglng. step in their career. The value and utilize access to tools and

services that will help them succeed in this.
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Millenials: Creating and maintaining  “Being present leader means that you're actually in the moment,’

a winning culture Relsick said. “[It means] you are fulfilling and engaging with
the issues, you're actually connecting with your employees — all

The next generation is motivated to work in environments that the good times, bad times, joys, sadness’s — and that you're in

promote teamwork. a position, basically, that you are there and understand what’s

going on right now.”
Collaborative environments and access to management is key to
driving millennials to excellence. Bright, modern and open work
spaces, and open doors give them a sense of equality and access

This article was an excerpt from a
that encourages advancement.

presentation given at the 2016 NAA
It is important to the next generation that no one person is International Auctioneers Conference and

more important than the group. No hierarchical expression, Show. Want even more tips regarding this
such as special offices or parking, creates a sense of equality and

confidence among lower level employees.

topic? NAA members can access the full

audio of this presentation and many others

The company needs a present leader that can connect with their at auctioneers.org/knowledgecenter.
team and encourage them rather than let them think they have
let the team down.
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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)
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Alabama

Christie King, CAI
AMM, BAS

Gadsden

(256) 467-6414
cking@ckingbenefits.com

Alaska, Hawaii

John Genovese, I1I, AMM, BAS
Kapaa, Hawaii

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

Arizona

Bobby D. Ehlert, CAI,
AMM, BAS

Phoenix

(480) 212-6916
bobby@calltoauction.com

Arkansas

Brad W. Wooley, CAI, AMM
North Little Rock

(501) 940-3979
bradwooley@bidwooley.com

California,
Nevada

Christopher Vaughan,

AARE, AMM

Escondido, Calif.

(858) 382-6030

National AuctionTeam@gmail.
com

Colorado, Utah,
New Mexico

Bryce Alan Elemond, BAS
Aurora, Colo.

(720) 229-5832
affordableauctioneering@
gmail.com

FEBRUARY 2018 Auctioneer

Connecticut

Sara Adams, AMM, GPPA
Norwich

(860) 884-8930
sara@adams.bid

Delaware,

New Hampshire,
Vermont

Michael J. Chambers, CAS
Atkinson, N.H.

(603) 770-5180
chambersauctions@gmail.com

Florida

Robert Patrick Almodovar,
AMM, GPPA

Hollywood

(954) 821-8905
robert@stamplerauctions.com

Georgia

Patty Brown, GPPA
Fayetteville

(678) 815-5687
patty@redbellyrooster.com

Idaho

Rodney Elson, CAI, GPPA
New Plymouth

(208) 278-1772
rod@rodelson.com

Illinois

Jodi K. Reynolds, CAI
Nokomis

(217) 563-2523
jodi@aumannauctions.com

Indiana

Russell Harmeyer, CAI
Richmond

(765) 561-1671
rdharmeyer@netzero.net

lowa

Ryan R. Reed, CAI

Ottumwa

(641) 777-8348
ryan.r@jeffmartinauctioneers.
com

www.auctioneers.org

NAA AMBASSADORS

Kansas

Daniel Gutierrez

Wichita

(620) 937-1488
danielg@mccurdyauction.com

Kentucky

Matt Ford, CAI, AMM
Somerset

(606) 271-1691 (cell)
matt@fordbrothersinc.com

Maine

Ruth L. Lind, CAI BAS, GPPA
Stockton Springs

(207) 751-1430
moxielady@me.com

Maryland

Lynne Zink, CAI BAS, CES
Joppa

(410) 852-6925
lynne@lynnezink.com

Massachusetts
Nichole Pirro

Lunenburg

(508) 331-6254
pirroauctionservices@gmail.
com

Michigan

Sheila Howe

East Lansing

(517) 204-4553
sheila.epicauctions1@gmail.
com

Minnesota

Isaac Michael Schultz

Upsala

(320) 232-0855
isaac@schultzauctioneers.com

Mississippi,
Louisiana
Courtney Jo Weaver
Forest, Miss.

(601) 469-2705
courtney@
cwauctionsandrealty.com

Missouri

Jeftery S Pittman, CAI
Rosendale

(816) 262-8753
pittmanauctions@live.com

Montana

James E. Logan, CAI,
CES, GPPA

Clyde Park

(406) 686-4728
loganauction@yahoo.com

Chris Logan, CAI, CES
Clyde Park

(406) 686-4728
loganauction@yahoo.com

Nebraska

Courtney A. Nitz-Mensik, CAI
Fremont

(402) 727-8800
courtney@nitzauctions.com

New Jersey
Robert Dann, CAI, AARE
Ambler, Pa.

(908) 735-9191
rdann@maxspann.com

New York

Jennifer A. Mensler, CAI, ATS
Pleasant Valley

(845) 635-3169 x102
jennifer@aarauctions.com

North Carolina,
South Carolina

T. Randolph Ligon, CAI,

BAS, CES

Rock Hill, S.C.

(803) 323-8146
randyligon@theligoncompany.
com

North Dakota,
South Dakota
Jonathan R. Larsen, CAI, BAS
Sioux Falls, S.D.

(605) 376-7102
jonathan@larsenauctioneering.
com
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Ohio

Susan L. Johnson, CAI,
BAS, CES

Guilford, Ind.

(513) 403-6734
bidcaller@etczone.com

Laura M. Mantle, CAI, CAS
Gahanna

(614) 332-7335
laura@lmauctioneer.com

Oklahoma
Morgan E. Hopson, CAI
Oklahoma City

(903) 271-9933

mhopson@bufordresources.

com

Pennsylvania

Mike Keller, CAI

Manheim

(717) 898-2836
mike@kellerauctioneers.com

Texas

Jacquelyn Lemons-
Shillingburg, CAI, AMM
Tomball

(281) 357-4977
jackie@lemonsauctioneers.com

Phillip L. Pierceall, CAI, BAS
Plano

(972) 800-6524
ppierceall@gmail.com

Virginia

Anne Nouri, AARE,

BAS, GPPA

McLean

(703) 889-8949
anneauctioneer@gmail.com

Washington,
Oregon

Camille J. Booker, CAI, CES
Eltopia, Wash.

(509) 297-9292
camille@bookerauction.com

West Virginia
Andrew Yoder, Jr., CAI
Bridgeport

(304) 931-1185
jryoderauctioneer@yahoo.com

Wisconsin

Damien R. Massart, CAI,
AMM, BAS, GPPA

Green Bay

(920) 468-1113
damien@massartauctioneers.
com

Wyoming

Harold Musser, CAI, AMM
Cody

(307) 587-2131
Harold@mbauction.com

Ambassador Spotlight

Who | am:

Russell "Rusty” Harmeyer, CAI

Who | represent:
Harmeyer Auction & Appraisal Co., LLC

Where I’'m from:
Richmond, Indiana

l |
Q. Why did you join the National
Auctioneers Association?
| chose to become an active member of the
National Auctioneers Association to surround
myself with positive influences that will help
better myself as an Auctioneer and business
owner; not only for myself personally, but for my
employees and my past, present & future clients.

www.auctioneers.org — Auctioneer FEBRUARY 2018 17
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BUSINESS PRACTICES

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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When must a city or
municipality be public
with its bid strategy?

Auction professionals should be aware of this
and other possible tension areas.

Question: Have there been any recent cases related to absolute

auctions?

Answer: Yes, the Kentucky Supreme Court decided the case of Board of
Commissioners of the City of Danville v. Advocate Communications, Inc, 527
SW.3d 807 (KY 2017) on September 28, 2017 This is an interesting case and
discusses some of the challenges a public entity may have with participating in an

absolute auction.

The important facts are that the City

of Danville needed more space. To
accommodate its needs, it leased a portion
of a property close by. The City made offers to
purchase the property and also discussed the
possibility of a long term lease. The property
owners declined. In 2012, the Board budgeted
$2,000,000 for the purchase of real estate for

its public works determent. In July of 2012, the
property that the City had been leasing came

up for sale at an absolute auction. At its next
meeting, the Board went into closed session to
discuss the auction and authorized bidding at the
auction up to $1,500,000. The City also decided
to use a bidding agent to help the City with the
auction. The auction was held on August 10,
2012. At the auction, the City was the successful
bidder with a total bid, including the buyer’s
premium, of $1,237,500. Afterwards, the City

www.auctioneers.org

signed the purchase contract with a closing to

be held in 30 days, subject only to a standard
contingency that the City receive merchantable
title via a general warranty deed, free and clear

of all liens and encumbrances. The contract
contained no contingency for Board approval.
None of these actions were discussed or approved
at a public meeting.

After the auction, the Board went into closed
session to discuss the property’s purchase.

After the closed session, the Board openly and
unanimously approved the purchase of the
property. At its August 27th meeting, the Board,
for the first time, publicly discussed the purchase
in open session.

In Kentucky, as in several other jurisdictions,
meetings of public agencies are open to the
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public. The applicable statute provides: “[a]ll meetings of a
quorum of the members of a public agency at which any public
business is discussed or at which any action is taken by the
agency, shall be public meetings, open to the public at all times”
Any exceptions to the public meeting requirement are strictly
construed. The Kentucky Supreme Court noted an exception
for “deliberations on the future acquisition” of real estate, but
explained this exception only allows deliberation and not taking
actions to acquire the real estate.

The Kentucky Supreme Court stated: “The wrinkle that makes
this case unique is the sale of the property by absolute auction.
The Board argues that notwithstanding its ‘consensus’ to bid

at the auction, the City's purchase was still subject to Board
approval following the auction in the event the city was the
successful bidder. Unfortunately, the Board's argument fails
based on basic principles of contract formation applicable to
auction sales, and, importantly, under the facts of this case” In
other words, the Board failed to fully appreciate the effect of an
absolute auction. The Court explained:

When a seller places property for sale at auction, contract
formation differs depending on whether the auction is stated
to be “with reserve” or “without reserve” In an auction with
reserve, the seller, in placing the property up for auction, is
merely advising the public of its willingness to entertain bids.
See Puckett v. Dunn, 529 S.W.2d 358, 359 (Ky. 1975). Each bid
constitutes an offer, which the seller is not obligated to accept.
Conversely, in an auction without reserve, also commonly
known as an “absolute auction,” the seller, through it's agent,
the Auctioneer, is deemed to make an offer by virtue of putting
the property up for auction. Each bid made on the property

is an acceptance and therefore forms a contract, subject only
to the contingencies of (a) a higher bid/acceptance or (b) the
withdrawal of the bid made before the fall of the hammer, i.e.,
the conclusion of the auction.

The Court noted: “Before the auction, the mayor and the
bidding agent both signed the Auctioneer’s registration form,
and the agent signed an acknowledgment of Auction Terms
and Conditions. At that point, any privacy regarding the

City’s intention to bid was gone” The Court stated: “The City’s
interest in bidding on the property could have been discussed
in open session, giving all citizens an opportunity to discuss
the idea without affecting the value of the property, to the City’s
detriment. The closed portion of the meeting, we believe, could
have been used to discuss bidding strategy and the maximum
price the mayor, or any other bidding agent, would have been
authorized to bid. In that way, the exception for avoiding
publicity likely to affect the value of the property would have
been strictly complied with.” The Court said that the “Board’s
post-auction approvals, albeit conducted in public, were

window-dressing, because irrespective of the Board’s arguments
to the contrary, the City was already compelled to complete the
purchase—or answer a complaint for specific performance” The
Court concluded that the City violated the open door law. The
Court added: “We are not unmindful of the quandary that the
Board faced. Public knowledge of the maximum bid approved
in the closed session could easily affect both the bidding process
and the purchase price of the property. However, the vote in
open meeting for the City to bid on and potentially purchase
the property would not require disclosure of the maximum
authorized bid”

The Kentucky Supreme Court clearly recognized and affirmed
the fundamental difference between an auction with reserve and
an auction without reserve. It also sought to help strike a balance
between the public’s knowledge and involvement in the decision
to purchase real property while separating the bidding strategy
and maximum bid amount. Auctioneers should be aware of these
issues and the tension involved, particularly if an auction may
attract municipalities or public agencies. <
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Establish NAA Communities of Practice

In January 2017, NAA officially introduced its five
Communities of Practice (COP) - Real Estate (RE),
Benefit Auctioneers (BA), Personal & Commercial
Assets (PCA), Contract Auctioneers (CO), and
Marketing & Management (MM).

This effort will be a continual one for the foreseeable
future, but an initial rollout phase included tagging
magazine content with the relevant COP logo. This
began with the June/July issue of Auctioneer, and has
continued since. Also, the NAA Knowledge Center,
which includes more than 150 recorded sessions from
the last three NAA Conference and Shows, can now
be filtered by COP - for FREE - by NAA members. The
goal is for NAA members to more easily identify and
access specific, helpful resources by COP.
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Rewrite Benefit Auctioneer Specialist program

Prior to the introduction of CAS, BAS was the last designation program to be developed and the last
program to be rewritten. More than 30 students participated in either the soft launch of the program
held at NAA Headquarters in October (shown above) or at the 2017 NAA Designation Academy in
Las Vegas. Evaluations already are painting a bright future for the program!

Outline a database and develop a collection
of forms and other similar templates as a
membership resource.

Host an educational event for people
interested in the Personal & Commercial Assets
COP.

Members indicated to NAA the need and want for
legal forms, among other templates that might

be helpful for auction business leaders. NAA
leadership has heard this, and it is an ongoing
effort!

NAA held a one-day workshop prior to the start of
the 2017 NAA Conference and Show in Columbus,
Ohio (shown above). Approximately 25 people
attended this workshop, which set an excellent
example for the 2018 PCA Summit event coming
up April 9-10, 2018, in Raleigh, North Carolina!
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Develop a long-term, sustainable plan
for training and promotion of the auction
industry to non-traditional groups

During Conference and Show in Columbus,

the President, Chairman of the Board, and

CEO all met with NAA members representing
nontraditional groups. Those members
recommended that NAA take action in order to
make positive movement toward introducing the
auction method to nontraditional groups. As a
result, the Board has made holding a task force
meeting a priority for 2018.

Use content and social media marketing
strategies to grow NAA’s brand and enhance
National Auctioneers Week

Social media: NAA began its long-term,
sustainable content effort in 2017 (see
Communities of Practice
on page 20), and the
results are already
starting to show. State
auctioneer associations
have requested to use
NAA content, and
other national groups
also have used NAA
links directing their
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audiences back to auctioneers.org. All of this
effort is done with the NAA mission and vision in
mind: We promote the NAA auction professional
and the industry; and we want the #NAAPro to
be the preferred auction professional used in the
marketplace!
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Print: NAA continued
its regular placement
of association-
provided content

to the USA Today
Auction Showcase,
which appears the first
Friday of each month
(see right). NAA’s
valued content also
permeates into state
association newsletters

way to off-road fun

HT%EE E

AUCTION SHOWCASE

an d Oth er in d u stry L,;,’,J’ NAA announces ‘Success With Our
sources. A UCUO/‘)G@/’ #NAAPro’ soc_ial media campaig_n for

achieved its highest
level of recognition
ever as, for the first
time in a single year,
two separate issues
were deemed 2017
MarCom Platinum ;
Award winners, with a
third awarded Gold.

Mercedes
shows off .
its pickup

% AUCTION

Digital/Video content: In 2017, NAA was able to
leverage unique opportunities such as having IAC
Champions appear in a video produced by St.
Jude Children’s Research Hospital (shown below).
It appeared during National Auctioneers Week!

4

Beth Pese, T, AARE
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Also, the NAA Promotions Committee dedicated a large portion of its time devising a strategy for more
video content and more member-friendly video, including generic testimonial videos from sellers in
different asset classes who praise both the auction method and working with an #NAAPro.

That work will pay off in 2018 when NAA will have a series of video testimonials covering several key
asset classes. These video testimonials will focus on a seller working with and achieving asset success
with their #NAAPro. The videos will not mention specific Auctioneers’ names but will be from real
clients. The videos are being produced currently, and we hope to share them with you this spring.

Among priorities as selected by the NAA Board of
Directors:

NAA is building a learning module for middle-
school-aged students that will introduce future
buyers and sellers to the auction industry. The
module will be promoted through American
Farm Bureau through a partnership sponsored
by Pioneer and DuPont. The program will bring
an introduction of the auction profession into
classrooms as well as through kiosks at state
fairs and exhibits around the country. In addition,
NAA is building a complimentary curriculum
for high school students to continue their
introduction to the auction industry.

NAA will develop a plan that introduces auctions
and auctioneering to communities previously
never served.

NAA will be continuing its efforts for National
Auctioneers Week.

Information currently available on auctioneers.
org will be accessed more easily by Conference.
The software being purchased to ensure this
occurs also will provide a foundation on which
we can begin to offer online education.

NAA will explore how to better use the IAC
Championship and IAC Live.

NAA will develop a designation program focused
on mechanics of sales, including prospecting and
closing.

The AHA program allows people to volunteer
to help other auctioneers that are in tough
situations and to know they can count on
someone to be there for them.

NAA will actively advertise in Livestock
publications, recommending that a seller should
hire an NAA auctioneer #

To see the NAA “Pathways to 2020” plan as
outlined for 2017, visit: http./www.auctioneers.org,/
wp-content/uploads,/2017-Pathways-PDF pdf.
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NATIONAL AUCTIONEERS ASSOCIATION

EDUCATION CALENDAR

Personal and Commercial Assets Summit

Raleigh, North Carolina < Hilton Garden Inn ¢ April 9-10, 2018

Certified Auctioneers Institute (CAl)
Bloomington,IN March 18-22, 2018
Contract Auctioneer Specialist (CAS)
Chicago, IL May 2-3, 2018
Benefit Auction Summit
August 26-28, 2018

Women in the Auction Industry Designation Academy

November 12-13, 2018 Las Vegas December 2-8, 2018

CONFERENCE & SHOW EDUCATION SCHEDULE

AARE ¢ July 15-17  AMM - July 15-17 BAS ¢ July 15-17  Internet Auction Methods « July 17

USPAP (15-Hour) « July 16-17  USPAP (7-Hour) * July 21
Interpersonal Communications for Auction Professionals « July 16-17  Train the Trainer « July 17

CAS - July 17-19 CES - July 15-17

Conference & Show July 17-21, 2018

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

www.auctioneers.org 3
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COMPETITION OPENS
MARCH 1.

ENTRY DEADLINE:
APRIL 18, 2018

Questions? Email:
Communications@auctioneers.org

Want to be
recognized

as one of

the auction
iIndustries best
marketers?
Take your shot
in the 2018
NAA Marketing
Competition.

An official entry
form will be
included with
March issue

of Auctioneer.
Or, download

a PDF version
beginning

Feb. 20 at
auctioneers.org.
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201 8NAA Marketing Gompetition
OFFICIAL RULES

AUCTION MARKETING CAMPAIGN OF
THE YEAR

Rules and Procedures

1. Entry Fee: All members will receive one
complimentary entry into the 2018 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 4/19/17 and 4/18/18 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 18,
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 2018 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
in some capacity and must have been created
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between 4/19/17 and 4/18/18.

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 18,
2018.

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 2018 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 4/19/17 and 4/18/18.

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 18,
2018.

www.auctioneers.org

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 via thumb drive or other
similar portable file device, 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.

Opens

March1, 2018
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Why entering a marketing
award competions matters

Recognition is nice, sure, but the benefits for
your business don’t end there.

Courtesy of SEGD.org

Ed. note: Much of this article was originally published on segd.org and reprinted with permission. The 2018 NAA Marketing Competition
presented in partnership with USA Today opens March 1. See page 28 for more information. -ck

hough the publicity is great, there are so many more
benefits to entering a marketing competition past
recognition.

External validation is great, but if it's the ONLY reason you're
entering design competitions, you may want to rethink the
investment in time and entry fees it takes to be successful.

But there are other benefits to putting their work “out there” for
evaluation. Here are a few of them.

Preparing submissions demands that your studio organize,
document and articulate the value of your work—and that’s a
valuable business exercise.

"The act of preparing a submission for a design competition
requires revisiting a project and writing a design narrative that
validates the visuals,” says Michael Reed, principal of Mayer/
Reed in Portland, Oregon. “It’s a real learning experience for
us because it hones our communication skills and allows us to
reflect on the outcomes."

The work can be leveraged for other marketing purposes.

Submissions sometimes can take hours or even days to complete.
Collecting photo assets, crafting a concise project description,
gaining client approval to release the material and responding

to other entry requirements requires a huge investment in time,
especially for smaller studios that don’t have dedicated marketing
staff.

That’s why it’s great that your work can do double, triple and
even quadruple duty for you—even if you don’t win. Post it as

a case study on your website, translate it into a shorter blog or
social media post, send out an e-newsletter featuring the project
or even use it as the basis for a press release to local and national
media. It also represents a tidy media package for publication.

It can be a morale booster, motivator and team builder in your
organization.

Taking part in a competition can be very motivating for the

team members involved, especially if you go out of your way to
acknowledge everyone in the organization who contributed to
the project's success.

Winning = prestige = more clients.

This is the most obvious benefit, of course. No doubt, your ability
to add the words “award-winning” in front of your name or
project leads to attention, respect and ultimately more business.

“We definitely see more potential client interest and ultimately,
more work coming our way due to our awards,” says Anthony
Vitagliano, director of experience design for Digital Kitchen.
“There’s no denying the power of your work being recognized as
‘excellent’ by a highly respected jury of your peers”

Entering means you’re supporting excellence in your field
(and that’s good business).

Lea Schuster, graphic designer at RDG Planning & Design
(Omaha) says her team has had success in more than one design
competition, but they’re selective about which ones they enter.

“We try to be selective by asking ourselves if the award is
meaningful,” she explains. “We like to focus on awards that are
part of a larger effort by an organization often providing funding
for the group”

And again, it’s not all about winning.

“We design to solve problems for our clients and not to win
awards,” says Schuster. She admits that the recognition is
ultimately helpful to her studio’s financial success, but “it means
more than that?”

“Sometimes our clients are looking for designers who think
differently in the problem-solving process. Other times a client
learns that we bring more to the table than they originally
thought. When we win an award it instills a subtle level of
confidence in our designers and reinforces for our clients that we
will strive to deliver a unique and carefully considered solution
to them. <
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An insider’s guide to booking profitable
industrial and commercial auctions

Sourcing leads, closing deals, and making auctions profitable.

By Emma Dougherty, NAA Content Developer

etting started in a new industry is daunting, especially
when or if the techniques used to sell are not familiar.
NAA member Russ Hilk, CAI, AMM, GPPA, has presented on

booking and closing industrial and commercial auctions. He

has given tips on identifying lead sources, improving websites to
appeal to sellers, and closing auctions.

Sources, of course, are a vital part of booking auctions, and Hilk

has identified eight groups to connect with and begin building
your source bank.

New and used equipment dealers: “50 percent of something is
better than 100 percent of nothing,” said Hilk, who co-founded
and is CEO of Wavebid, an online auction management solution
company. According to Hilk, dealers will buy a limited amount
from a closing company, but if the company wants a broom

swept building, then a dealer can call an auction company for a
joint venture.
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Suppliers, vendors, delivery drivers: These professionals know
which companies are struggling and are about to close. For
example, delivery drivers know the companies that have dropped

off 50 tons of material the last year, and only two tons the last
two months.

Commercial real estate brokers: Commercial real estate brokers
want to show clean buildings. Empty buildings sell, so they have
different kind of motivation than other sellers. They want to get
rid of everything in the building as fast as possible.

National industrial brokers: Large companies often seek local
help for certain auctions.

Education workers: Teachers, school board members, and
custodians: Education produces a lot of surplus materials.
Technical colleges especially do this because they are always
opening and closing departments.

“Saint Paul College decided they wanted to

open a department to fix watches, so they
had Rolex send them $3 million worth of
equipment. I think it was open for three
years, and they did 18 students. It was an
incredible auction,” said Hilk.

Business brokers: Buying and selling

businesses produce an abundance of
leftover assets.

Business consultants: Hilk

recommended using business
consultants such as the Turnaround
Management Association and
Investment Recover Association to
promote professional management of
surplus assets and utilize directories to
introduce companies.

Bankruptcy trustees: Although
bankruptcies are tough to get into,
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websites such as businessbankrupties.com list companies in Identify the need: Ask questions and determine the situation. Be

certain communities that may need to sell their assets. prepared to dig deep and build trust with the seller while solving
their problems.

Make your website content intriguing

Isolate hot buttons: Know what is especially important to the
“If you don't exist online or aren’t showcasing who you really are  seller and use that to stand out and differentiate your business
online, you're going to start costing yourself deals” said Hilk. He ~ from other companies.
also advised a website is the best tool to reflect what a company
is trying to do. To ensure that a website is intriguing to sellers, Provide a solution: Every solution is different for each seller.
make sure to include these kinds of important content: Incorporate hot buttons and repeat back what the seller said
their priorities were.

Include verifiable information and highlight experience:

Demonstrate expertise by siting education, qualifications, and
experience. Use client testimonials to establish credibility and
showcase results by publishing case studies, past clients, auction This article was an excerpt from a presentation

results. This will help leverage success into future sales. given at the 2016 NAA International
Auctioneers Conference and Show. Want
Showcase people: Humanize a website by featuring “the team” even more tips regarding this topic? NAA

Include pictures and personal anecdotes. This makes a website members can access the full audio of this

relatable and seem honest and trustworthy. presentation and many others at auctioneers.
org/knowledgecenter. Also, you can access the

Closing the deal NAA Auction Professionals Facebook group at:

facebook.com/naaauctioneers.
When closing an auction, it is important to give the seller what
they want. Focus on these three steps to ensure success.

auctioneer.naaa.come—w
SN up‘.
Everyone is

Responsible
for Safety

Auctioneer Safety Certification

Provided by the National Auto Auction Association
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BOARD OF DIRECTORS
DIRECTOR/OFFICER REQUIREMENTS

An NAA member who wishes to be elected as an Officer or Director of the association at the 70th
International Auctioneers Conference and Show in Jacksonville, Florida in July must announce his
or her candidacy by 5 p.m. Central 28, 201

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.

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 CAl 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 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 provided by Ms.

Combest. They also must provide the
Committee three references and a
professional photo of themselves.

An interview will be held during the
first two weeks of March.

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

Candidates who are not endorsed by
the Committee but still choose to run
must notify the Committee of their
intentions by 5 p.m. central time on
March 30 in order to appear on the
ballot.

Contact hcombest@auctioneers.org
for questions.

2018 COMMITTEE*

® Chairman of the Board John Nicholls, AARE,

AMM - Chair

® President Scott H. Shuman, CAll

¢ National Auctioneers Foundation President Mike

Jones, CAl, BAS, GPPA

e State Representativesfrom Florida Don Shearer, CAl,
AARE, BAS, CES, GPPA

® \/ice Chair, El Trustees Tom Jordan, CAl,

AARE, AMM, CES, MPPA

* A bylaws revision will be reviewed in December by the
Board. The name of the committee may change but the
basic function will not. Check auctioneers.org for the
most current process.



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 2018 must submit information declaring their interest by Feb. 28, 2018.

Two (2) new Trustees will join the Education Institute as of the 2018 Conference and Show in
Jacksonville. 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 3 years

¢ 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, 2018:
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

e Prior NAA 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. Inyour opinion, how can auction education through the
NAA enhance the auction professional's image, skills, suc-
cess and satisfaction?

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

2018. Please email the requested information to: education@auctioneers.org.
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ABOUT
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As an auction professional, you know firsthand

the importance of helping your client meet their goals.

Now, it's your turn! With webinars and white papers 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!
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NAA Real
Estate Workshop:

“Winter is coming” for the real estate market.
Or, is it?

By James Myers, contributor
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Soozi Jones Walker said in the next 12-24
months, Auctioneers who were having trouble
finding more than one or two bidders could have
multiple bidders because many different entities
are looking for real estate investments.

ohn McCallister used a phrase from a popular HBO
program, Game of Thrones, to make a statement at the

NAA’s 2017 Real Estate Workshop in Las Vegas in December:

“Winter is coming.”

McCallister, who has worked for 35 years in real estate, used
the sinister phrase in reference to predictions that the real
estate market will at some point go fallow and that real estate
professionals, including those in the auction industry, should
prepare for the worst.

“Ladies and gentlemen,” he said, “if winter is coming, I dont
know when it’s going to arrive. 2017 was a terrific year”

McCallister outlined how markets throughout the United States,
including timber land and agricultural, are doing well. For
example, in the Delta region that includes Arkansas, Mississippi,
Tennessee and other southern states, buyers are snatching up
anything and everything that comes onto the market.

“Those buyers are paying above market values for those
properties,” he said, based on conversations with consultants.

In the Florida panhandle, speculators whom McAllister referred
to as “slicers and dicers,” purchase land at 100 acres at a time,

2. ST A o 7
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subdivide it and sell off five-to-10 acre tracts.

“We're seeing that come back to the marketplace,” he said. “It’s
been around 10 years since we've seen that level of activity”

What continues to be a difficult sell in McAllister’s service
area are undeveloped residential lots. However, land used for
agriculture is productive and supports more agricultural rent,
which means it’s more valuable.

McAllister, who is in frequent contact with auction real estate
professionals in Indiana, said quality farmland in the Midwest
has had “more bidders/buyers show up than they have ever had
before. There is a lot of interest in land. As Mark Twain said,

33}

‘they’re not making any more of it.

Christopher Vaughan, AARE, AMM, Western Regional Director
for Higgenbotham Auctioneers, has been in real estate since
2009 and focuses on government contracts. He was part of the
panel and discussed trends specific to his specialty during the
conference.

“Folks in government think a lot differently than you and I,
Vaughan said in his opening statement to a smattering of laughs.
“People work in business to make money.
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rk in government to exerc1se power. Without our
money, the government has no power.”

Vaughan said, however, that it’s important for Auctioneers to
get to know local, state and federal representatives and “work
with them so they can see that the auction approach is the best
way.” He shared how he has met with his Congressmen and
staff members of his senators about legislation that will help the
auction industry.

Since Election Day of 2016, Vaughan said the volume of
government business in terms of request for proposals on a
nationwide basis has “increased dramatically, especially in
real estate” It appears that more government land will become
available for sale, and it could benefit Auctioneers.

“[The United States President] has already indicated a
willingness to downsize the real estate portfolio of the
government.”

Vaughan said Housing and Urban Development Secretary
Ben Carson has indicated a willingness to get the federal
government “out of the housing business,” but insuring FHA
loans and Section 8 housing vouchers would remain under the
government’s purview.

“In terms of the federal government and housing authorities
owning real estate and managing it;” he said, “quite frankly, they
don’t do a very good job of it”

Reduced maintenance funds for housing authorities, which
Vaughan said have decreased over the last 10 to 15 years, makes
it “tough for the housing authorities to own and manage” the
property, which is why they want to unload it.

While an increased number of government REPs could benefit
Auctioneers, Vaughan said some elected officials are reticent to
go with the auction method because they “want the final say and
try to negotiate the deal”

Soozi Jones Walker, a commercial real estate broker based in
Las Vegas, also sat on the panel and talked about the positive
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impact of the new tax bill, which was passed by Congress in late
December.

“The promising thing we have going on for us is the promise of
lower taxes,” she said. “Realistically, it’s going to be a good thing
for the U.S. and the possibility of repatriating those dollars that

are sitting outside the country - bringing them back in is going

to be huge for us in the businesses we're in.”

With a tax rate as low as 21 percent, she said there is real
incentive for corporations to invest in real estate. Furthermore,
with America’s stable economy, foreign investors whose currency
is devalued should be showing more interest in American real
estate, even property with a low return, because they’re not
losing money in their currency.

“In the next 24 months,” Walker said, “I think China slowing
down their economy is going to have an effect. I think the
positive side of it is that those that can get their money out will
bring it to America because the U.S. has a very stable economy.

“In the long range because they fluctuate, that money may go
back and forth, it could be great for the auction folks - people
that do land - and for the residential side”

Walker continued, saying that in the next year to 24 months,
Auctioneers who were “beating the grass” to find one or two
bidders could have multiple bidders “strictly because there are so
many different entities” looking for real estate investments.

“The heydays are coming back, I think,” she said. “I'm cautiously
optimistic.” %
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Making it as a first-generation
auction professional

Being the first is never easy. Here are some major pitfalls and
how to avoid them.

By Emma Dougherty, NAA Content Developer

First-generation #NAAPro Kenny Lindsay
said the number one reason why people fail
in the auction business is the absence of
salesmanship.

In fact, the industry’s history is full of men and women  easy”

M aking it as a first-generation Auctioneer is challenging. ~ knowledge, and making the mistake of thinking “it just looks
who gave it their best shot but didn’t wind up making

things work. Believing that making it in the auction industry is easy is a pitfall
for many first-generation Auctioneers. Many tend to focus on
So, what makes “making it” so hard? Some of the top causes of the stage or his or her chant. Those pieces are the final steps to

failure for first-generation Auctioneers are a lack of footprint and  the business process, however, and many neglect the necessary,
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critical steps they need to take before getting on stage.
No business plan

This mindset — wanting to rush to the end of the process - causes
people to overlook setting a vision and strategic business plan
for how to achieve their ultimate goal. Not having a plan or
vision causes many to ignore the consideration of all strengths,
weaknesses, opportunities, and threats. In other words, they
don’t perform a SWOT analysis. Not doing so creates the
business pothole of not understanding your own business well
enough to position it for long-term success.

Those who do conduct SWOT analyses often identify whether
they have two key ingredients for success - salesmanship and
constant self-promotion.

Selling vs. salesmanship

“The number one reason why people fail is the absence of
salesmanship,” says Kenny Lindsay, a first-gen Auctioneer. “That
is the reason people are crashing and burning in the auction
industry”

Lindsay describes selling as a simple process, while salesmanship
is an art — a skilled trade that takes years to perfect.

“The difference between selling and salesmanship is that
selling is a secondary function and salesmanship is the art of
persuasion,” says Lindsay.

Salesmanship for an Auctioneer consists of nine key
components, according to Lindsay, who says he has gained
first-hand knowledge. These components are: structure of

the auction, auctioneering methodology, product knowledge,
rapport with the audience, power words and phrases, non-verbal
communication, style flexing, showmanship, and body language.

Lindsay has advice for all of these, but especially that last one.

“When you're selling, don’t do the finger point, do the open
hand. It's psychological,” he says. “When you were a little kid and
you were in trouble, what happened? You got pointed at. Now, as
adults, the assumption is that pointing is a negative action.”

Promote the industry

Another tip Kenny Lindsay recommends is promoting the
business and industry.

“If youre not promoting the industry, you're hurting yourself;” he
says. Bear in mind that people must see something three or four
times before calling”

@ FEATURE

Three tips Lindsay has for promotion:

« Join in with industry hashtags such as #AuctionsWork.
However, be careful when using certain social media
platforms such as Facebook Live. Although it is important for
friends and followers to see things, be aware that it is live and
use common sense to not post a disaster.

« Spend the money to have premium placement on a provider’s
website such as GoAuction, statesales.net, and AuctionZip.
This helps get your name out there.

 Logo up. The internet isn't the only place where audiences will
see promotions. Think of cars, business cards, and billboards.

“It only costs yourself a little bit more to go first class,” says
Lindsay, who also recommends against cutting corners when
it comes to business cards and related items. “T use high-gloss
folders for my information. That way they can't lose it”

Besides inadequate marketing and internet presence, first-gen
Auctioneers should be cognizant of several additional pitfalls
also. These areas include: a lack of general business knowledge,
perseverance, passion and enthusiasm, and misdirected or
misguided focus. Any one or a collection of these can cause the
public to form an impression that your business brings nothing
to the table.

Fortunately, NAA has several resources built to help first-gen
(and everyone else) through those challenges.

Continuing education through workshops, summits, and
designation programs, daily peer-to-peer conversations in the
NAA Auction Professionals Facebook group, and expanded
networking opportunities can pave the way to finding answers in
quick fashion - which can sometimes be the “make” in a make-
or-break situation. Be sure to check them out. %

This article was an excerpt from a presentation
given at the 2017 NAA International
Auctioneers Conference and Show. Want

even more tips regarding this topic? NAA
members can access the full audio of this

presentation and many others at auctioneers.
org/knowledgecenter. You can access the NAA
Auction Professionals Facebook group at:
facebook.com/naaauctioneers.
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he quarter horse market is poised for growth as the
economy continues to rebound in recent years and
unemployment has fallen.

Auctioneers can play a critical role in that rebound.

Craig Hufthines, Executive Vice President of the American
Quarter Horse Association, said its members have plenty of
disposable income and a passion for horses.

“There are vastly different reasons for why people buy horses.
What ties them together, however, is passion,” said Hufthines,
who took helm of the association in 2015. “It’s hard to quantify
passion. It’s hard to put a market on passion. But, that’s what we're
trying to do in the market”

The equine industry is robust, generating about $39 billion a year,
much of which comes from recreation, horse shows and races.

“It’s truly an economic engine,” Hufthines said.

The American Quarter Horse Association, or AQHA, works to
track these figures.

Headquartered in Amarillo, Texas, the association is the world’s
largest equine breed registry and membership organization.

The association has more than 260,000 members from the United

States and around the world. Of those, about 65 percent are
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women. The average household income is $161,000, far more than
the national median of about $60,000.

Most of its members are above the age of 50, and about 60 percent
have a college degree. Three-quarters live in rural areas. About
half are gardeners, and 75 percent own a gun, pistol or rifle.

Hufthines called the bulk of the association’s membership the “Bo
Derek generation,” a reference to the famous actress.

“Our members are truck drivin, gun totin’ grandmas and
grandpas,” he said.

The majority are animal lovers, with the average member owning
two dogs and one cat. “We understand the sensitivity in how we
talk to animal lovers these days,” Hufthines said. “When I was
growing up, horses were livestock.

“I can tell you that we have a growing perception that is
changing dramatically as people think of animals as livestock to
companions.”

For Auctioneers, Hufthines saidthis data is key to successful
sales. As the association is working to leverage its data to provide
services, the auction industry can use it to tailor sales.

“If you are running an auction, you must know these things.
It determines the tone of your auction, how you approach an
auction, and it determines how you drive value back to somebody
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because you understand what they want and like,” he said. “That’s
the auction business, isn’t it?”

Hufthines pointed to a few areas for auction market

improvements:

« Improve transparency of sales results

« Improve description and guarantee of animals.

« Create an equine marketplace for determining value like the
Kelly Blue Book. This is the only commodity market that does
not have one.

o Create galvanized segmentation in the marketplace. For
example, how can the industry strengthen loosely organized
segments such as barrel racing?

 Mircrochip for accurate identification.

More change is afoot in the quarter horse market, Hufthines said.

Youth rodeos and roping are growing in popularity, and the
association is working to support that sector.

Meanwhile, he said, the horse racing industry is under attack

by the expansion of legalized casinos. Last year, 7,900 American
quarter horses competed in 15,000 races, generating $130 million
in purse money.

Some states have seen success pairing casinos with race tracks,
while the idea has failed in others.

Pending legislation for sports gambling could have further
repercussions for horse racing, he said. “If that goes viral across
the country, the racing industry will have to get pretty creative.
There will be a lot of competition.”

Recently, the AQHA purchased a database of horses and is now
developing technology that will use an animal’s record to create
an automatic listing of the animal for owners, sales or other uses.

“The ranch horse business is elusive,” he said. “The majority
of horses today are sold on Facebook. It is a very diversified
marketplace” %

This article was an excerpt from a presentation given at the 2017
NAA International Auctioneers Conference and Show. Want even
more tips regarding this topic? NAA members can access the full
audio of this presentation and many others at auctioneers.org/
knowledgecenter. You can access the NAA Auction Professionals
Facebook group at: facebook.com/naaauctioneers.
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Tilt-A-Whirl

Suzanne Krainock has been a clown,
actress, and family therapist. She
says all of those earlier gigs led to
her ‘remarkable’ job as an #NAAPro

Benefit Auctioneer.

By Nancy Hull Rigdon, contributor

"I'd always wanted to be an
entertainer, | loved giving
back,” Krainock said.

uzanne Krainock hasn’t traveled a traditional auctioneer

career path. She once worked as a clown - her name was

Sneakerz, and she even went to clown school. Also before
landing on a career as an auction professional, she spent time as
an aspiring Hollywood actress, family therapist, school teacher
and a fundraising development officer for nonprofits.

And, for Krainrock, it all happened exactly how it was supposed
to.

“Everything I've done in my life has led me to this moment,”
said Krainock, BAS, whose last name was Miller before getting
married this past summer. “There have been a lot of struggles
along the way, and I now know that everything was put in my
life for a reason. Everything led me to this remarkable job as a
Benefit Auctioneer, where you’re changing lives.

“I get to help others reach into their hearts and support
wonderful causes - all while getting that high of performing and
making people smile”

While she entered the auction industry eight years ago, last year
she devoted herself full-time to her business, Auctions by Suz, in
Placentia, California. Among her NAA highlights, she has earned
her BAS, is on track to complete CAI this year, has consulted
with Kathy Kingston, CAI BAS, made it through boot camp with
Jenelle Taylor, CAIL BAS, and recently experienced Interpersonal
Communications, taught by Tim Luke, CAI, BAS, MPPA, during
the 2017 Designation Academy.

“I'm a first-generation Auctioneer and didn’t exactly get an early
FEBRUARY 2018
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start on auctioneering, so I have completely immersed myself in
the industry and am trying to learn everything I can as quickly as
I can,” Krainock said.

She holds a bachelor’s degree in human services and a master’s
degree in counseling. After graduation, she worked as a family
therapist. The clown stint was a job she took on during college.

“Id always wanted to be an entertainer, I loved giving back. So
when I was searching for extra money and saw the ad for clown
college, I knew I had to go,” Krainock said. “I told my family,
and my mom said, ‘well, just don’t marry the Tilt-A-Whirl guy,
okay?”

Later, she moved from counseling to teaching first grade at a
private school. Then, while teaching, she arrived at a crossroads.

“Something was missing. I didn't feel like I was whole heartedly
invested, which didn’t feel right for the kids,” she said.

Without fulfillment, she resigned from her teaching job. She
had served as the school’s auction chair and was talking to the
Auctioneer for the school about her unknown future when she
realized auctioneering was the answer.

“He was asking me what I wanted to do, and I said, ‘T want to
travel, I want to help people, and if a microphone is involved,
that’s icing on the cake. He looked at me and said, ‘Why aren't
you an Auctioneer?”

Her career in auctioneering and fundraising for nonprofits


www.auctioneers.org

FACES OF NAA

Sneakerz the clown was born out of a job Krainock took on
during college. Her mom's advice: "Well, just don’t marry
the Tilt-A-Whirl guy.”

soon began. In the NAA family, Krainock says she’s found

her “tribe” She explains: “I have met some of my best friends
through this organization, and I feel so blessed to have them in
my life for support and encouragement.”

Her recent experience in the Interpersonal Communications
class was life changing, she says.

“It was a profound experience, in a very personal way,” she
says. “It really allowed me to reflect on my journey and learn
to get away from comparing myself to others and not only be
okay with me but also celebrate that uniqueness.”

The course, she says, should be required for Auctioneers.

“We can all be so busy, and the class gives you the importance
chance to sit down and be real,” Krainock said. “It’s so
important to face our fears and analyze ourselves so that we
can make ourselves the absolute best we can be”

Following her marriage last year, she joked that her home life
resembles the Brady Bunch. Together, she and her husband
have six children, three boys and three girls. She pointed out
that two of their youngest children have autism.

“While life is not always easy, they both have taught me more
about resilience and courage than I could ever teach them,” she
said. “And all six of my children inspire me to keep reaching
for my dreams and make the world a better place”

Looking forward in auctioneering, she is rebranding and
rethinking her business and plans to increase her involvement
with the NAA.

“There are details about what's next that are clear and exciting
to me, but I've also learned to embrace the unknown,” she said.
“Life is a roller coaster. I have to learn to throw my hands in
the air and scream “Wheee!” and enjoy the ride” <

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

When four-year-old Shekinah was found

to suffer from a type of brain cancer called
medulloblastoma in early 2017, her family
turned to St. Jude Children’s Research
Hospital® for her treatment and care.
Families never receive a bill from St. Jude
for treatment, travel, housing or food —
because we believe all they should worry
about is helping their child live. “St. Jude is
a blessing,” said her dad, Jaimes. “It doesn’t
matter who you are or where come from,
St. Jude will take care of you.”

St. Jude patient
Shekinah, age 4,
medulloblastoma

Children’s Resea

Jude

£

St. Jude Children's

)
Auctioneer Research Hospital

ALSAC * Danny

Stj U d e. 0 rg/n aa Finding cures. Saving children.
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How to become, and
remain, an Auto Auctioneer

The most effective tips for breaking into and staying in the
industry center on a team-first, humble attitude.

By Emma Dougherty, NAA Content Developer

for many aspiring Auctioneers. But, what many who

have traveled down this road find is that breaking into
the industry can be every bit as challenging as trying to carve
out a long career.

The auto auction industry has long held a certain appeal

So, what are the best ways to break into the auto auction
industry? One great way is to find a way in the door, period.

Becoming an office assistant, working in the title department,
body shop, or as a clerk are all ways that aspiring Auctioneers
can gain experience and knowledge.

“Once you get your foot in the door, talk to the Auctioneer or
management,” said NAA member and 2016 World Automobile
Auctioneers Champion Michael Riggins, CAS. This can
showcase enthusiasm and, in return, a new Auctioneer can gain
valuable insight in different areas.

FEBRUARY 2018
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When it comes to asking for a job, there are multiple ways to
go about it. NAA member Joseph Mast, CAI suggests letting
the person in charge of hiring know about your interest and
availability. And, be up front about your lack of experience if
you are just getting into the industry.

“T always get much more turned off by somebody that tries

to oversell themselves to me on what they know and their
experiences versus somebody that comes to me and says, ‘I
want to be the clay. Help mold me into what could make me a
good Auctioneer down the road,” Mast said.

Timing and self-awareness are key, too.

“It’s important to know when to present yourself as an
Auctioneer. If you do it and you're not ready, you can really hurt
yourself,” said NAA member Michael Chambers, CAS. “Stay
humble, and always keep that in the forefront of your mind”
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That doesn’t mean an aspiring auto Auctioneer can’t take steps
and be prepared for when the right time comes.

Be available for opportunities to come in their own time and

be open to the fact that something may not be available right
now. However, always keep a running conversation with your
network, which can be built on non-working days. In fact, Mast
recommends going in on non-auction days when people have
time to meet, make an introduction, and discuss things in detail.

To that point, one of the biggest mistakes that new Auctioneers
can make is attempting to talk to a manager on auction day
and doing so with so much pride that he or she comes across as
arrogant.

In addition to approaching auto auctions themselves, effectively
networking through competitions and associations is a great way
for new Auctioneers to gain contacts or even a mentor. Go into
those situations with the mentality of learning, networking, and
trying to lift other people up.

“It may seem like you are investing in other people, but, in turn,
you are investing in yourself,” said Chambers, who won the
2014 Chuck Cumberlin Sportsmanship Award at the NAA TAC
competition in Louisville, Kentucky.

Doing all of these things, however, still doesn't guarantee a gig,
especially when youre brand new to the industry. It’s a cut-and-
dried fact that experience, and loyalty built from that experience,
counts in a lot of places, which means it isn’t anything against
the new Auctioneer when a veteran won't give them a chance.

It's more often that they don’t want to damage their hard-earned
buyer and seller relationships.

Another common pitfall for auto Auctioneers is burnout.
Long hours on the block, and even longer hours on the road,
sometimes without much payoff, can wear down even the best
attitudes and work ethics.

“The first thing you have to do is take care of yourself - mind,
body, and spirit;” Chambers said. “It’s easy to get burnt out on the
road and lose your focus”

Above all, the best advice these Auctioneers provided to keep
egos in check, and to always remember Auctioneers are the
lowest on the totem pole in an auction room. That means
listening to sellers and being careful not to prejudge a car on
what you think it is worth. Also, be fair and consistent, but
always work every car as if it is your last.

This will cultivate a long successful career in the auto auction
industry. %

#NAAPro Michael
Riggins, CAS,

said his advice for
making it as an auto
Auctioneer is to talk
with the Auctioneer
or management

of the sale you're
working for "once
you get your foot in
the door.”

This article was an excerpt from a
presentation given at the 2016 NAA
International Auctioneers Conference and
Show. Want even more tips regarding this
topic? NAA members can access the full
audio of this presentation and many others
at auctioneers.org/knowledgecenter.

To Be The Best . . .

. « « Learn From the Best.

Launch Your Auction Career Today!
- Interaction with over 30 instructors per session {?

- Learn cutting edge auction technology
« Class sizes less than 50 students

Now Scheduling 2018 Classes
Call or Go Online Today for Registration 4 [T L
Tuition: $1,295.00. All sessions are 10 days e

(260) 927-1234 ¢ ReppertSchool.com

KIEFER

AUCTIONSUPPLY.COM

fimerica’s largest Supplier
to Auctioneers
417 W. Stanton Ave.
Fergus Falls, MN 56537
(Free Catalog)

218.736.7000

www.kieferauctionsupply.com
Kurt Kiefer, CAl. President. NAA Life Member.
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Schrader success bmlt on relatlonshlps,
education, NAA involvement

“There are a lot of great people in the auction business
with a lot ofigood insight, and the NAA kindly provides
the avenue to tap into those sources.” - Rex D. Schrader

By James Myers, contributor

Rex D. Schrader, II, CAI, has fond youthful memories of
attending livestock and equipment auctions with his father,
Rex Schrader.

I ike many Auctioneers that come up in an auction family,

He was struck by how his father and team interacted with the
crowd of buyers and how they worked together with an impressive
fluidity, each member knowing exactly what their role was.

“It left a deep impression on me,” said Schrader.

Schrader’s grandfather, Denzil Schrader, started the family
business in 1944, focusing on typical farm auctions. Denzil’s
younger brother, Lavern, joined him later as the company began
to sell in livestock sale barns. By 1967, Schrader’s father was a
full-time employee with the company (he has since retired).

Schrader Real Estate and Auction Company, based in Columbia
City, Indiana, has a staff of 15 professionals, all with an average
industry experience of 12 years. Licensed in 20 states and able to
secure proper licensing in any state, Schrader has joint venture
offices in Florida, Illinois, Michigan, Virginia and Washington.

With more than 200 auctions per year, their annual sales volume
exceeds $200 million.

FEBRUARY 2018 Auctioneer www.auctioneers.org

In 2015, Schrader Real Estate and Auction Company received

its fifth NAA/USA Today Auction of the Year Award, for a

$46.3 million auction-marketing project that included land in
six states. The company was also recently awarded its second
Agricultural Deal of the Year award, from the LandReport, for an
auction of over 8,600 acres for $55.3 million.

Schrader said his father joined the company after earning his
Masters in Business Administration. Similarly, Schrader joined
the company in 1994 after earning his Masters in agricultural
€COoNnomics.

Bringing on partners like Gene Klingaman, CAI in the early
1970s and then Roger Diehm later, and through associations and
joint ventures across the country, the company further expanded.

“Since that time,” Schrader said, “we have continued steady
growth, doing large land auctions across the country, focusing on
our multi-tract method as well as equipment auctions.”

Schrader said that since he joined the business right out of
school, he spent much of his time initially trying to understand
the real estate world and working transactions rather than
serving as an Auctioneer.
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“I think Dad believed it was critical to first understand the art of
doing the deal,” Schrader said.

The level of sophistication that the market place demands
escalates continually, Schrader said. From technology to forms
of due diligence, keeping up with the evolution and innovation
in the industry becomes critical for Schrader and everyone

at the company if they’re going to communicate a greater
understanding to prospective sellers and buyers.

“You may be able to stand still in this business and survive,” he
said, “but we are much more interested in thriving. Our pursuit
of making our understanding better must be continuous.”

Thriving in an auction business is no small task, and the hours
are long, which means there has to be passion for the industry.

Schrader said he feels the industry offers an incredible
opportunity for entrepreneurs, which is what he sees his
company as — “a bunch of entrepreneurs looking to make things
happen” He said he sees this line of work as an exciting way to
make a living, and it’s incredibly rewarding. However, there is a
lot of business tact involved, as well.

“Our goal is to maximize the value of property, real and
personal, through competition,” he said. “That means a lot of
marketing — probably wisdom in sorting first then marketing as
hard as we can.

“Part of the marketing is helping people to understand what
makes sense for them. Which means we enjoy and focus on
relationships.”

Having a group of experienced professionals in the company is
a huge benefit, but Schrader said being active with the NAA also
has pushed them to new levels.

“The NAA has provided a great platform for networking and
information,” he said. “There are a lot of great people in the
auction business with a lot of good insight, and the NAA kindly
provides the avenue to tap into those sources.

“We have also developed incredible friendships through the
NAA that we never would have had otherwise

As for the future, Schrader’s knows the industry is a “people-
service business,” and that to thrive, they will continue to fine
tune their service and expand relationships. He said they will
always look for people who will fit and enhance their company
culture.

“There are always challenges in the auction business, and we
have been knocked down plenty of times,” Schrader said. “But
we enjoy the battle and know it is always worth getting up again
to face those challenges”
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NETWORKING

THANK YOU for Your Renewals!

Terry C. Abernathy, CAI

Ralph E. Adams

Tim Adams

Todd Akridge, CES

Hilda W. Allen

Stuart H. Altman

Jack Amlin

Ed Anderson

Jennifer F. Anderson

Scott A. Andreas

Eric Christopher Andrews

Ray E. Archer

Kristy Arnold

Eric Arrington

Zan Aufderheide, BAS

Jason Aversa

Akram Awad

Reno Babcock

Vincent H. Babler

Shane Back

Gary I. Bailey, AARE,
GPPA

William Baker

Mark Balanowski

Viraf Baliwalla

Zeb B. Barfield

Martin J. Barnhart

Ross C. Barton, III, AARE

Sonnie A. Basen

John Bearrows

Andrew David Beers

Halie K. Behr, BAS

Brent H. Belcher

Samuel D. Belcher, AARE,
CES

David R. Bell, CAI, AARE,
ATS, GPPA

Neil C. Bentley

Bill Betthauser

Corey R. Bibler, CAS

Jack F. Billig

Daniel M. Billig, CAI

Randal Joseph Binns

E. Glenn Birdwhistell, CES

Philip Al Bivens

Troy L. Black

Kip Blanchard

Burton Blinick, AARE,
ATS

John W. Block

Jeff Bloom

Joseph A. Bodnar

Frederick Peter Bodnarus,
CAI

Chris Bohr

Donna B. Bolton, CAI,
CES, MPPA

Jessica Meyer Booth

Ronald Bourgeault

Scott H. Bowers, CAI

Jeffery M. Bowlin

Myron Bowling, CAI

David Lee Boyles

David M. Bradshaw, CAI,
AARE, AMM

Laura H. Brady

Sandra Brittingham, CAI,
GPPA

Charles E. Brobst

Chris Brown

Jacob Brown, CAI

Harold Brown

Reginald D. Buck, Sr.,
GPPA

Deborah A. Buck, GPPA

Roman Buettner

Craig Buford

Joseph Bunczak

Don Burford

Carol "Butch" G. Burge

Jonathan P. Burke

Thomas A. Burnison

Kenneth E. Byrd

John A. Cadzow

Gary W. Cain, CAI

Brad L. Cain, CAI

Charlene Caple

Mike Carey, CAI

Doug Carpenter, CAI,
AARE, BAS

Larry L. Carr

Jon W. Carr

Pennie Carr, GPPA

Carelle L. Carter

James E. Carwile

Chandler Cates

Kurt E. Chana

Josh Chaney

Todd Chocholaty

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

James A. Clayton

James D. Clayton, Jr.

Lon M. Clemmer, CAI,
AARE, CES, MPPA

Steven Robert Cole

Wiley A. Collins

Paul Colvin, Jr., CAI

Andrew J. Comly, Sr.

Daniel E. Comly, Jr.

Maverick Commins

Justin Conway

Robert D. Cooper, Jr.

Gary Corbett, BAS

Donda N. Cordova

Peter Costanzo, CAI

Sally Coughlin

Mack C. Coulter, CAIL
AARE

Neil A. Courtney

Dean D. Cummins

Willa Dailey

R. Craig Damewood

David D'Amico, AMM,
GPPA

Kim Hall Daniels

Cody Dawson, BAS

Brian E. DeBolt

William R. Decker, CAI,
AARE

Jerry Wayne DeLozier, CAI

Ronald Denney

Paul J. Dewees

W. J. Dickensheet

Rodney C. Dimmerling

Razvan Dinu

Donald Dixon

Terry T. Dixon, GPPA

William Everette Dixon

Mathias Edward Donat,
CES

David E Drake, CAI, CES,
GPPA

James M. Dresen

Hellen King Driggers, CAI

Scott Droddy, BAS

Greg Duncan

Rachel Elaine Dymond

Tiffany Dawn Earnest,
AMM

Andrew David Eckert, CAI

Sara Edgington, CAI,
AARE, CES

Eric Edmondson

Lauren Ansley Edwards

Timothy D. Ellis, CAI

Verlyn DeWayne Emswiler

Taryn English

Robert H. Ewald, CAI
AARE, CES

Russell Allen Farrin, CAI

Micheal D. Faucher

Michelle A. Faucon

William "Lloyd" Ferguson

Michael A. Fine, CAI
AARE

Paul Finn

Christopher A. Fisher, Sr.,
CAI CES

Lamar P. Fisher, Sr., CAI,
AARE

Louis B. Fisher, III, CAI

Mitzi A. Fisher, CAI

Marlin T. Fjelland

Jon W. Flack

Dale Fladeboe

Randy L. Fleming, CAI

Jerry Floyd, CAI

Jim Folger

Jake Forbes

Michael S. Foster, CAI

J. Wayne Foster, Jr.

Chris L. Foster

Carrie Fraise

Kelly T. Frank

Glenn Freeman

Rodney A. Freymiller

Steven L. Froncek

Brad Fry

L. K. Fuller

Charles W. Furr

Reggie E. Gabriel, AARE

Davar Gardner

George Matt Garten

James P. Gary

David R. Gatewood, CES,
MPPA

Phillip L. Gauntt

Dan Gay

Casey Giddings, CAI

Ronal Gingerich

Chip Glennon

Nathan Glessner

Luiz Gonzaga

David A. Goodman

Edward B. Goodrich, Jr.

Melissa Yvonne Gorham

Harry W. Grafton

Ken Graunstadt, Jr.

Mike J. Green

Scott L. Gregg, CAI

Jeremy Wesley Gregg, CAI

Jim Gregory

Richard T. Griffin

David A. Griffith

Raymond Lee Griffiths

Anne Grindstaff, CAI,
ATS, CES, GPPA

Phil Grosh, CAI, BAS

Michael L. Guinn, GPPA

Lynel Gullidge

Greg L. Hachmeister

H. L. (Butch) Hagelstrom,
AARE

Rick N. Hagenau

Philip J. Hahn

James L. Halthill

Elizabeth A. Halfhill

Troy L. Hall, CAI

Rod A. Halterman

Tom Hambly, CES

Rhessa Orr Hanson, CAI

Jeff Hathorn, CAI

Jason Hayne

‘Thomas J. Hayward, V, CAI

Jeffrey A. Henderson

LeRoy Hendren, CAI

Tanner Hernandez

Staci J. Hernandez, CAI

Carrie Ashley Hessney-
Doran, CAI, AMM, CES

Douglas S. Higgins

Mary Ann Hill

Kevin Hiller

Craig C. Hilpipre, GPPA

Tommy J. Hilton

Jarrod Hines, CAI, CES

Mike Homan

Bradley B. Hooley

Danny Hooper, BAS

James A. Hoppa, CAI

Howard Horowitz

Joe B. Houchens, CAI

Norman E. Hunter

Winfred O. Isgett, Jr.

James L. Jackson

Pete E. Jenkinson, CAL

David Jewel

John L. Johnson

Jimmy Johnson

Don Johnson

David Johnson

Mike Jones, CAIL, AARE

David L. Jones, CAI

Ryan S. Jordan

Glen Jordan

Michael A. Joyce

James D. Julia

Alvin Kaddatz

Riley Kahl, CES

Frank C. Kaminski

Dana Kaufman

Randy Kearns

David D. Keefer, CES

Marietjie Maria Keet, CAI,
AARE, ATS, BAS

Mark Anthony Kennedy

Matthew Tyler Kennedy

Chet E. Kenoyer

Joshua D. Kent

Gary L. Kersey

Spence Kidney, CAI

Lori Kiko

Jeff R. Kiko

Christie King, CAI, AMM,
BAS

Ronald R. Kirby, Jr., CAI
AARE, CES

Frank Kitchen, BAS

Oren Klein

Kenneth Edward Knaust

Robbie L. Kobs

David A. Koeberle

Suzanne C. Krainock, BAS

Mark Krausz

Leo Krivickas

Daniel D. Kull

Edwin Lanford, Jr.

Mickey Lapp, CAI

Woodie G. Leavell

Lyle E. Lee

Rodney H. Lee, CAI,
AARE

Aaron Lee

Merv Leffler

Ronald W. Leftwich, CAI

Mark Leineke

Linda Anita Leja, BAS

John Leonard

Robert A. Leone

Ralph J. Lesh, Jr., CAI

Rick Levin

James E. Lewis, CAI

Daniel S. Lewis

Wayne Lidster

Brendan M. Lillis, ATS,
BAS

William B. Lilly, Jr., CAI

Stephen M. Linnebur

Troy D. Lippard, CAI

Angela R. Lippard

James E. Littlejohn, CAI,
AARE, BAS, CES

Victor David Llaguno

Derek E Long

Rodney J. Loomis

Gregory Lord, AARE

Roger A. Loth, CAI

Ryan L. Luggen

Dale L. Lutz, CAI, CES

Tyler J. Maas

Claud E. Mabe, CES, GPPA

Doug Macon, CAI, AARE,
ATS

Michael Mahoney, BAS

Matthew A. Manasse

Cody L. Manspile

Vernon Mariman

Joel W. Marreel, CAT

Amy S. Martin

Marci Martinez, BAS

Malcolm J. Mason, GPPA

Jon E. Mast, CAI

James D. Masterson

James R. May, AARE

Paul D. May

Robert W. Mayo, CAI,
AARE, AMM, GPPA

John Andrew McAllister,
Jr., AARE

Robert J. McBride, Jr.

Brent McCall

Timothy S. McCulloch

Jonna M. McGraw

David McGuire, AMM,
CES

Melissa McKim

Mark McNamee

Justin Robert McQuary,
AARE, ATS

James G. Mead

James M. Mead

Nick Medina, BAS

Jace L. Menezes

Bill Menish, CAI, AARE,
BAS

Michael Mensendiek, CES

Carlette F. Metcalf, BAS

John C. Michalski

Scott Miedema

Jordan Miedema

George Miller, IV, GPPA

Tammy Ann Miller, CAI,
AARE, BAS

Duane Mingerink

Sara J. Minor, CAI, GPPA

Terry D. Moe

Angie Moe

Richard J. Montgomery,
CAL CES, MPPA

Hap Moore

Thomas Mowery

Charles L. Moyer

Lawrence C. Mroczek

Joshua Michael Muffley,
GPPA

Geno Munari

Darren Murphy
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Michael E. Murray

Shelley E. Musser, AMM

Penny M. Mutz, CAI

Donald R. Neal, CAI, CES,
GPPA

Robert Paul Nelson

William Frank Newton

William P. Nice, Jr., AARE

John H. Nichols

Charles Nichols

Mike Nuss

Michael W. Odell, CES,
MPPA

Jim Odle

Elizabeth O'Neal

Joe Orr

Wesley Richard Pace,
MPPA

Philip J. Palmisano, Jr.

Thomas M. Paranzino

Charles D. Parrish

Ralph E Passonno, Jr., CAI,
AARE

Randy Passonno

Scott David Paterson

Thomas Lee Patterson, CAI

Chris D. Pell

Ashley Wayne Peters

Diana Peterson

Phillip L. Pierceall, CAI,
BAS

Kevin H. Pinkerton

Paul Playforth, CAI,
AARE, CES

Allan Michael Pohlman

Lucas B. Potts, GPPA

Nicole Pruitt

Joseph P. Przybilla

Joshua S. Puffenbarger

Justin Pye

Joe Ross Pyle

Charlotte Pyle, CAI

Greg Quiroga, BAS

Timothy W. Rader

Brock Rader

Ronald L. Ramsey

Steven Edward Rawlings

Steve Relander

Chris Richard

Howard C. Richmond, CAI

Brian A. Rigby, CAI,
AARE

Edward C. Ritter

Clint Rockey

Ron A. Rogge

Yve Rojas, CAIL BAS

Dayton C. Roller, CAI

Donald J. Rose, Jr., CAI

Sheila Rosen-Schiff

Thomas W. Rowell, CAI,
AARE

John Patrick Ruckman

Anthony Rusciano

Tan Russell

Justin James Sandefur

Michael E. Saperstein

Daniel J. Satow

Ben Schafer

Russ Scherrer, CAL

Cynthia Schillig, CAL
AARE, CES, GPPA

Samuel T. Schnaidt

Bruce M. Schneider

Lucas J. Schneider

David S. Schulman

Gerald C. Scott

Renferd Ray Scott

David J. Scruggs

Kevin Christopher Scully

Judson R. Seaman, CAI

Thomas F. Seaman

Lonnie Sewell, CAI,
AARE

Dennis K. Sewell, CAI,
CES

Chad Shahan

Merle D. Sharick, BAS

Leon Zimmerman Shirk

Ronald L. Shivers

Scott H. Shuford

Stephen K. Shupperd, CAI

Aaron D. Siefker

Jared Sipe, GPPA

Dean A. Smith

Joe D. Smith

John N. Smith, Jr.

Edward Dwayne Smith

Chad N. Smith

Jason J. Smith, CAI

Steve Smith, CAI, AARE

Lee Smittendorf, CAI,
AARE

Jim Snider, CAI

Tom Souvignier

Brian C. Sparling

Ronald L. Spencer

David P. Staples, CAI, CES

Michelle Stein

Ronald L. Steinman,
MPPA

R.M. "Pete" Stewart

C. Ivan Stoltzfus, CAI

Gregory J. Stone, AARE

Warren J. Straley

Mark W. Sudduth

Johnny Lee Swalls, CAI,
AARE, GPPA

Dwight Swart

T. Kyle Swicegood, CAIL,
BAS, GPPA

Mark T. Switzer, CAI,
GPPA

L. Richard Symmes, CAI,
CES

Philip Cordell Tabb

David W. Taylor, CAI

Boyd K. Temple, CAI,
AARE

Jerry Thiel

Charles T. Thompson

John S. Thorpe, BAS, CES

Pamela Tillotson, AMM

Gary L. Togstad, GPPA

Carla Togstad, CES

Edward Torrez

Wayne Tuiskula, GPPA

John H. Turner, CES,
GPPA

Maria D. Vannice

Jeffery L. Vaughn

Eric James Voelker

Subyn Novelle Wadsworth

Sheila Gregg Waggy, CAI

Curtis B. Waite, BAS

Perry T Walden

Jeff Wallick

Jason L. Wallingford, CAI

Brian A. Ward, CAI, BAS,
GPPA

Kim G. Ward, CAI, BAS,
CES

Rick D. Wardlow, CAI,
BAS

Jim Ware

Gary Warnick, GPPA

Gladys M. Webb, CAI,
AMM

Jeffrey S. Weinberg, CES

Larry Weiner

Thomas M. Weschler

Ronald M. West

Rosie Weston, GPPA

Terry Wiedeman

Troy A. Wilde, AARE

Andrew Wilson, CAI, CES

William B. Wilson, CAI

Aaron P. Wilson, CES

Christopher B. Wilson,
CAIL CES

Adam Daniel Wilson

Frederick W. Wolff

Gail . Wolpin

James L. Woltz, CAI

Benjamin Joel Wood, CAI,
AARE

Bruce A. Wood

Liz Wood

Charles Woodard

Rodney James Wright

Willis E. Yoder, CAI

Andrew Yoder, Jr., CAI

Wayne Yoder

Kervin D. Yoder

Lisa York, CAI, AMM

Vincent A. Zapien

Derek Douglas Zehner

Patricia Zulkowski, GPPA

Lori Zytkowicz
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BUSINESS INFORMATION

Name of Firm

Position in Firm | Number of Associates or Partners in Firm

Business Address

City | State | Zip code

Phone

PERSONAL AND FAMILY INFORMATION

Spouse’s Name

Does spouse participate in the auction profession? [Jyes [no
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Number of Children

Do any participate in the auction profession? [Jyes [no
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How long has the nominee been associated with the auction business? years.
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Number of years this nominee has been a member of NAA? years.

Does the nominee specialize in any particular field of auctioneering? [Jyes [no
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State Association(s) of nominee
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and Show, designation classes, summits, seminars; etc.:
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STATE ASSOCIATION ACTIVITY

List state association involvement, offices held, etc.:

COMMUNITY INVOLVEMENT

List any notable community activities:

Please reflect your personal assessment of the nominee and opinion of why he/she should be elected to the NAA Hall of Fame:

Nominations must be postmarked no later than June 1st of each year. Mail to:

NAA Hall of Fame Committee

c/o National Auctioneers Association
8880 Ballentine

Overland Park, KS 66214

NOTE: Nominee will remain on the ballot for five (5] years. If not elected, they will be
removed from the ballot and are eligible to be nominated again after one year.

Submitted by (please print]

Address
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Phone
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The December 2017 Reppert class
consisted of 27 students from 11
states and celebrated its graduation
armed with the school’s mantra of
“Educating You to Success!”
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TRAVELER QUEST

ALL-INCLUSIVE BATTERY OPERATED PORTABLE PA SYSTEM
Clear Sound, Expert Support

e 150 Watt Amplifier CROWD Built-ln
e Rechargeable COVERAGE e; Bluetooth

e Built-in MP3 Player 500+
e Built-in Handle
® Runs up to 24+ Hours

Handheld or Headset
Mic System only

FAMILY OWNED
SINCE 1977

3 =l =l i - o ] 800-369-7768
GALAXY - | GalaxyAudio.com

B 5
AUDID - | s =L g 1 Speaker stand not included
&) x 1 *See website for warranty details
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Arizona

Ronald Lynn Brewer

Ron Brewer Auctions

P.O. Box 403

Clay Springs, AZ 85923
www.ronbrewerauctions.com
ron@ronbrewerauctions.com
(928) 521-7517

Christal Anne Brewer

Ron Brewer Auctions

P.O. Box 403

Clay Springs, AZ 85923
www.ronbrewerauctions.com
christal@ronbrewerauctions.
com

(928) 210-5645

California

Sharon Mor

122 Linda Street

San Francisco, CA 94110
sharonmor@gmail.com
(415) 307-3751

Claudine Ozzello
1626 Berkeley Way
Berkeley, CA 94703
claudine@prodigy.net
(415) 517-0148

Randy Gordon

6224 Malaga Court

Long Beach, CA 90803
rwgordon@lbchamber.com
(562) 843-0945

Florida

Brandon Marcus Seelig
Tranzon Driggers

5232 SE 15th Ave.
Ocala, FL 34480
www.tranzon.com
bseelig@tranzon.com
(352) 895-6168

Gregg Michael Kocenko
11924 W. Forest Hill Blvd.,
Ste. 10A-206

Wellington, FL 33414
gkocenko7@gmail.com
(770) 670-1667

Melissa Peterson

59 Almond Dr.

Ocala, FL 34472
melissa@globalauctionguide.
com

(352) 653-3901

Phil Riner

Phil Riner Auctions, LLC
P.O. Box 2342

Winter Haven, FL 33883-2342
www.philrinerauctions.com
colonelriner@gmail.com
(863) 299-6031

Edward E. Fessenden, Jr.

73 Rose Hill Lane
Monticello, FL 32344
zefireinflandny@gmail.com
(845) 853-2473

Georgia

Jeff Noser

Golden Isles Public Auction
& Estate Services Inc.

168 Key Circle Dr. 168 Key
Circle Dr.

Bruswick, GA 31520
GoldenlslesAuction@gmail.
com

(912) 554-0636

Samuel V. Ingram

Martin and Martin
Auctioneers, Inc.

274 Hightower Falls Rd.
Cedartown, GA 30125
singram09310@gmail.com
(678) 918-0931

Illinois

Robert L. Duncalf
10429 98th St. West
Taylor Ridge, IL 61284
rlduncalf@gmail.com
(309) 798-0846

Indiana
Christopher James Hedges

Hedgewood Acres Farms LLC

6709 CR 63
Spencerville, IN 46788

hedgewoodacres@gmail.com

(260) 410-0867

Jacob Anthony McGennis
Curran Miller Auction
Realty Inc.

12001 Bonebank Rd.
Mount Vernon, IN 47620
www.curranmiller.com
jake@curranmiller.com
(812) 774-3306

David Lee Cochran
Unique Auctioneers

3569 N. 00 EW Lot 67
Kokomo, IN 46901
dbcochranracing@yahoo.
com

(765) 210-1198

Benjamin Allen Harritt
Harritt Group, Inc.
4704 Corydon Pike
New Albany, IN 47150
www.harrittgroup.com
ben@harrittgroup.com
(812) 944-0217

Craig Starr

Craig Starr Auction Service
774 S. Thompson Lane
Paoli, IN 47454
starrc_l@yahoo.com

(812) 498-1839

Sherman Hussey

Our family owned
and operated
business, Industrial
Bay International,
has mixed us

into the world of
Marine Equipment,
Ship Building, and
Industrial Power
Generation systems.
We acquire quite a
bit of new and used
equipment, however,
we are always left
with items we are
unable to move. We
have hopes that in
Jjoining the NAA, we
are able to expand
our clientele and
help clear out our

warehouses.”

Sherman Hussey
Cambridge, Ontario, Canada
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Randy Green

RDG Media, Inc.

809 Central Ave., Ste 200
Fort Dodge, IA 50501
www.rdgmedia.net
randy@rdgmedia.net
(586) 227-9344

Douglas Byron Head

13169 410th St.

Derby, IA 50068
douglasbhead@hotmail.com
(641) 344-3819

Kansas

Melissa R. Mosher
McCurdy Auction

12041 E. 13th St.

Wichita, KS 67206
www.mccurdyauction.com
mmosher@mccurdyauction.
com

(316) 683-0612

Calvin A. Nelson

McCurdy Auction, LLC

12041 E. 13th St.

Wichita, KS 67210
www.mccurdyauction.com
cnelson@mccurdyauction.com
(316) 683-0612

Kentucky
Justin James Sandefur
711 Greer St.
Covington, KY 41011
justins09@live.com
(478) 960-8324

Maryland

Logan Jo Rebar

213 Smoot St.

Westernport, MD 21562
lil_rebar_800@hotmail.com
(301) 697-5047

FEBRUARY 2018 Auctioneer

Massachusetts
Anthony C. Mangini

Not Your Average Auction,
LLC

27 Mabelle St.

Worcester, MA 01602
www.notyouraverageauction.
com
notyouraverageauction@
gmail.com

(774) 249-2123

Michigan

Emma James Morawski
6154 Coats Grove Rd.
Woodland, MI 48897
emmamorawski@gmail.com
(269) 908-7538

Minnesota

Mike Breen

Kiefer Auction Supply

417 W. Stanton Ave.
Fergus Falls, MN 56537
www.KieferAuctionSupply.
com
mikejbreen@hotmail.com
(218) 205-6134

Shawn Michael Bruders
5042 Greenwood Ave.
Rockford, MN 55373
shawnbrudersrestoration@
gmail.com

(651) 728-2769

Missouri

Candi Birdsong

United Country Birdson Auc-
tion & Real Estate

1419 Maud St.

Poplar Bluff, MO 63901
candimaddox@yahoo.com
(573) 276-8881

www.auctioneers.org

Catrina Duncan

Cates Auction & Realty Co.,
Inc.

1440 Iron St.

N. Kansas City, MO 64116
www.catesauction.com
catrina@catesauction.com
(816) 781-1134

Jimmy Parnell

Route 66 Arena &
Auction Service

14590 Hwy. 96

Miller, MO 65707
Iparnell. jp@gmail.com
(417) 316-1138

Brandon Lee Eaton
23437 128th Trail
Grant City, MO 64456
Oeatonb@gmail.com
(660) 541-3523

Montana

Patricia M. Hill

Kevin Hill Auction Service
P.O. Box 854

Corvallis, MT 59828
www.kevinhillauctions.com
tcgall8@hotmail.com

(406) 531-7927

New Jersey

Anthony Edward Crawn
Auctions-Unlimited

P.O. Box 121

Green Village, NJ 07935
www.Auctions-Unlimited.net
Gallerysixtythree@gmail.com
(908) 625-8846

Ohio

William D. McCain

21030 River Rd.

Circleville, OH 43113
mccainauction.com
david@mccainauction.com

Brian L. Brockman

Bang Realty

11427 Reed Hartman Hwy.
Cincinnati, OH 45241
www.bangrealty.com
brian@bangrealty.com
(513) 898-1551

Allan Michael Pohlman
431 West 3rd St.

Delphos, OH 45833
allan.pohlman@gmail.com
(449) 913-8879

Adrian Walters

Walters Real Estate Group
9335 Carroll Northern Rd.
Pickerington, OH 43147
adrian@waltersrealestate-
group.com

(614) 348-8377

Pennsylvania
Timbrel C. Adidala
H.K. Keller

16 South Wolf St.
Manheim, PA 17545
www.hkkeller.com
timbrel@hkkeller.com
(717) 879-0110

George L. Cahill
Philadelphia Auctioneers
901 Penn St., FC-1
Philadelphia, PA 19123
cahillscondes@philadel-
phiaauctioneers.com
(215) 783-8731

Raymond J. Wiggers
470 Plank Rd.

Corry, PA 16407
raywiffers@gmail.com
(814) 450-0226
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South Carolina
William Woodrow Roberts, 111
1100 Pulaski St.

Columbia, SC 29201
wwrobertsIII@gmail.com
(803) 424-9691

South Dakota
Chauncey A. Bradeen
Bradeen Auctions

1254 Homestead Dr.
Custer, SD 57730
www.bradeenauction.com
cabradeen@hotmail.com
(605) 440-0739

Jordan R. Holland

104 Oakwood Circle
Watertown, SD 57201
jordoholland@gmail.com
(605) 809-5552

Tennessee

Allison Blair Wolf

Baldini Auction Company
1445 Madison St.
Clarksville, TN 37040
www.baldiniauction.com
alli@baldiniauction.com
(816) 786-2134

Curtis A. Van Drunen

Compass Auctions & Real Estate
1073 Countess Lane

Spring Hill, TN 37174
www.soldoncompass.com
cvandrunen@soldoncompass.
com

(731) 313-7217

Drew Waldron Williams
Charles Woodard & Associates
211 McLemore St.

Dickson, TN 37055
www.charleswoodard.com
woodardc@realtracs.com
(615) 446-4508

Jimmy D. Dugger

Crye Leike Realtors

1118 Nashville Hwy.
Columbia, TN 38401
www.jimmyddugger.com
jimmyd@jimmydduggar.com
(615) 210-5027

Christie M. Medina

986 Foxboro Drive
Lewisburg, TN 37091
christiemedina5@aol.com
(615) 585-5299

Virginia

Chelsea Peoples

1340 Head of River Rd.
Chesapeake, VA 23322
peoplesonlineauction.com
chelsea@peoplesauctioncompany.
com

(757) 421-2525

Washington

Ryan Michael Sawyer

1620 S. Limerick Dr.

Spokane Valley, WA 99037
sawyerspainting@outlook.com
(509) 720-6745

Wisconsin

Pam A. Van Schoyck
United Country Hamele
Auction & Realty

1325 West Wisconsin
Portage, WI 53901
www.hameleauctions.com
pam@hameleauctions.com
(608) 742-5000

Tim Ault

Hansen & Young

N 2807 Willing Rd.
Jefferson, WI 53549
www.hansenandyoung.com
tlault64@gmail.com

(920) 723-3116

West Virginia
Keith A. Powell

3732 Fairmont Ave.
Fairmont, WV 26554
www.keithsaysyes.com
keith@keithsaysyes.com
(304) 685-2126

Australia

Alex Hill

Webtron OA

13/328 Reserve Rd.
Cheltenham, Victoria 3192
Australia
www.webtronoa.com
info@webtronoa.com

+61 423 647 722

Canada
Viraf Baliwalla

Transition Squad USA, Inc.

80 Kincort St.

Toronto, ON M6M 5G1
Canada
www.transitionsquad.com
viraf@transitionsquad.com
(416) 249-4049 x303

Jasen Kisber
C3-Crescent Commercial
Corporation

5430 Royalmount Ave.
Montreal, QC H4P 1H7
Canada

www.c3.com

(514) 345-8000 ext.5

www.auctioneers.org — Auctioneer

As Marketing
Coordinator for
Cates Auction

and Real Estate
Company in Kansas
City, | often attend
NAA webinars.
This year, | have
decided to join, as
well as attend the
Auction Marketing
Management class.
/| look forward to
networking with
fellow members

in the auction
marketing field
and learning new
best practices and
industry standards
to help advance
our marketing
department to the

next level.

Catrina Duncan
North Kansas City, Mo.
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First AARE recipient from

red A. McFarland, 86, passed
away on Monday, Jan. 1, 2018, at
Fountain Springs Health Care.

He was born Dec. 30, 1931, in Sturgis
to John F. and Elleene McFarland who ranched on Elk Creek.
In 1937 the family moved to the ranch on Box Elder Creek,
established by John’s uncle in 1876, where Fred grew up. Fred
attended Rapid City High School where he met his future bride,
Patricia Tisdale. To this union, four children were born: Bruce,
Dan, Marilee, and Julie.

In 1959 Fred and family moved to Sturgis where he began his
lifelong Auctioneering career. He eventually became a real estate
broker and pioneered the concept of selling real estate, primarily
ranches, utilizing the Absolute Auction method of sale. During
this period, he partnered with Jerry Chaffee as Western Land
Brokers consolidating the real estate and auction businesses.

In 1967, on the retirement of his Dad, Fred purchased the ranch
on Box Elder Creek and returned to the Ranch where he resided
until his illness required long-term care assistance.

In 1966, Fred and Auctioneering Associate Jack Churchill
conceived the idea of, and conducted, the first annual “Custer
State Park Buffalo Auction” which accompanied with the Annual
Buffalo Roundup has become one of South Dakota’s largest and
most popular events drawing international crowds year after year.

In the late 1950’ Fred was instrumental in founding the South
Dakota Auctioneer’s Association and was a Past President of
the organization. In addition, in the early 2000’s he was the

South Dakota passes away

first nationally “Accredited Auctioneer of Real Estate” in South
Dakota, and one of only 200 “Nationally Accredited Auctioneers
of Real Estate” in the nation at that time. Also, during that time,
he was inducted into the South Dakota Auctioneer’s Association
Hall of Fame. In 2006 Fred was honored as “Aggie of the Year”
by the Rapid City Area Chamber of Commerce. Fred was highly
recognized throughout his career for his ethics, honesty, and
integrity.

Fred was a life member of the National Auctioneers Association,
the South Dakota Auctioneers Association, the B.P.O. Elks
Deadwood Chapter, The Western South Dakota Buckaroos, and
the Black Hills Stock Show.

Fred was twice recognized for his auctioneering prowess by
national television affiliates ABC, CBS, and NBC. The first being
the Custer State Park Buffalo Auction in 1966, and the second in
1980 for the infamous “state-mandated sale” of the Deadwood
brothel “Pam’s Purple Door”

In 1991, Fred and Ron Bradeen of Custer were called upon by
officers of the Farm Credit Services (formerly known as the
Small Business Administration) to conduct “Absolute Real
Estate Auctions’, enabling recoveries of bankruptcy proceedings.
Two of the more significant of these auctions were the Beaver
Creek Ranches (Chance Reynolds) south of Hot Springs and the
Bodega Bar in Deadwood.

This affiliation and friendship continued to thrive until and
following Freds retirement in 2006.

*Information from the Rapid City Journal %

Auctioneer owned business for 40 years,
credited success to employees

away at his home on Thursday, Dec. 14, 2017. Born

December 31, 1949, in Salisbury, he was the son of the late
Vaughn E. Richardson and Mary Jane McMonigal Richardson.
He is survived by his wife of 43 years, Connie Gibson
Richardson, and a long list of immediate and extended family.

P eter "Pete" Edward Richardson, 67, of Salisbury passed

Pete was a 1968 graduate of James M. Bennett High School

and later graduated from Wheeling University. For 40 years,

Pete owned and operated Pete Richardson Auction Sales in
Willards. He credited much of his success to his dedicated team
of employees. He was a member of the Wicomico County Liquor
Control Board, Wicomico County Soil Conservation District,
FEBRUARY 2018
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Past Board Member of Hebron Savings Bank, Life-time member
of the Salisbury Gun Club, the Wicomico Yacht Club, Green Hill
Country Club, Salisbury Elk's Lodge, Salisbury Moose Lodge,
Maryland Standardbred Breeders Association, and the East Side
Men's Club.

Pete was an avid hunter, horseman, and fisherman, and Clemson
Tiger fan. To all that knew Pete, he was mostly known as a
legendary storyteller. In addition to his parents, he is also
preceded in death by his brothers, Vaughn Richardson, Jr., and
Michael Richardson.

*information from delmarvanow.com %
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Auctioneer once received Purple

Heart honor

M r. Fred Worley Mullis, 94, passed away Dec. 19, 2017.

He was born March 29, 1923, in Peachland, North Carolina, a
son of the late Sampson Worley Mullis and Mary Ashe Horne
Mullis.

Mr. Mullis was a successful Auctioneer and owner of Mullis
Brothers Auction and Real Estate Co. He conducted large
auctions all over the Southeast.

He served his country in World War II in the 77th Division.
While in the Army, he was in five major battles and was
wounded. He received a Purple Heart.

Mr. Mullis was a charter member of Wade Presbyterian Church
of Lancaster. Also, Fred was a member of the North and South
Carolina Auctioneer Associations, and also was a past member

Missouri Hall of Fame member

passes away

olonel Wayne Hans Ytell, 86, Carthage, Missouri, passed
away Tuesday, Jan. 16, 2018 at St. Luke’s Nursing Center

in Carthage. Wayne was born Nov. 14, 1931, in Joplin,
Missouri, to the late Alvin Hans and Lillie Lenore (Codding) Ytell.

He grew up in Columbus, Kansas, and was a graduate of
Columbus High School. Wayne attended Kansas State University
and graduated from Reisch American School of Auctioneering.
He served in the United States Navy during the Korean War.

On Jan. 18, 1953, Wayne married Mary Elaine Byler in Carthage.
Elaine preceded him in death in 1995. Wayne and Elaine made
their home in Carthage and together owned Ytell Auction Service,
LLC. Here, they raised their children, Hans and Beth. Wayne and
Elaine always shared their home with family and friends.

of the NAA. Mr. Mullis loved
his family and friends and was
passionate about innovative
business ideas. He enjoyed auctioning
and networking with his many business
acquaintances.

Mr. Mullis is survived by his wife,
Evelyn Lyons Mullis, of Gaftney,
and a long list of immediate and
extended family. In addition

to his parents, Mr. Mullis was
preceded in death by four
brothers, Carl Mullis, J.C.

Clint Mullis, Marvin Mullis

and David Mullis Sr.; and two
sisters, Pearl Mullis Whitley
and Sara Margaret Mullis
Belk.<

Wayne and Elaine were faithful members of Grace Episcopal
Church. He served on the vestry and for 50 years as a lay reader.
Wayne was a member of the National Auctioneers Association,
Appraisers National Association, and the Missouri Auctioneers
Association. He was inducted into the Missouri Auctioneer’s
Hall of Fame in 1987.

His service to the community included serving as a member and
President of the Carthage Rotary Club, chair of the Maple Leaf
Festival and on the board of St. Luke’s Nursing Center. He was

a Paul Harris Fellow with Rotary International. Wayne will be
remembered for his quick wit, generosity as the only real Santa
to many generations of Carthage families. %
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Extraordinary December firearms
event caps successful year

$460,000

ROCK ISLAND, IIL - The 2017 December Premiere Firearms
Auction, through Rock Island Auction Company, promised a
year-end extravaganza with extraordinary results. It did not
disappoint.

Eager collectors across the country snatched up firearms for their
collections and left with a smile. Across the board, regardless of
genre, amazing prices were achieved as outstanding collector
firearms found new stewards. When it was over, the sale had
amassed an incredible $15.7+ million in sales and contributed to
a staggering $63+ million in sales in 2017.

Day 1

Friday began both the sale and the month with a bang. Not 200
lots into the sale, the staghorn-gripped, Colt Single Action Army

FEBRUARY 2018 Auctioneer www.auctioneers.org

revolver inscribed to Texas Ranger Joaquin Jackson, in lot 197,
found a Western enthusiast who paid $37,375 for the privilege.

Lot 229 housed a masterpiece of contemporary engraving and
gold inlay courtesy of a Smith & Wesson 629 double action
revolver originally created for the benefit of the 1980 Olympic
shooting team. Its craftsmanship was readily recognized en
route to a $48,875 payday. Shortly thereafter, the exquisite cased,
engraved, and gold inlaid Colt garniture set, in lot 290, was sold
for $74,750.

In surprising fashion, an extremely rare factory engraved
Winchester Model 42 Pigeon Grade shotgun with an extra barrel
in lot 352 nearly tripled its expectation and also brought $74,750.
The day continued in a similar exciting fashion until the last lot
was hammered and sold.
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$299,000

$75,000

Day 2
Day 2 was a monster of a day and had the sales results to prove it.

Percussion Colts: Lot 2126, with its stunning Samuel Colt cased
presentation Model 1862 Police revolver, provoked the slugfest of
the auction! Back and forth the collectors went until one finally
bowed out and the prize was had for a whopping $460,000.

Winchester: The rare, well-documented Winchester Model 1873
“One of One Thousand” rifle in lot 2006, with its myriad special
order features, was another star of the sale when it achieved
$448,500!

U.S. Military: RIAC was honored to be entrusted again with the
World Record Singer M1911A1 pistol. Previous sold by RIAC in
2010 for $166,000, the finest example known outdid itself once
again when it crossed the block for a remarkable $414,000 -
more than doubling its own previous world record.

Sporting Arms: The craftsmanship present in the Holland &
Holland arms available were undeniable to any who saw them.

$448,500

The Philippe Grifnee engraved and inlaid pair of Royal Deluxe
over and under shotguns in 28 gauge were smothered in an
exquisite fantasy motif and formerly of the Robert E. Petersen
Collection. These fresh-to-market arms in lot 2312 were carried
off in their bespoke case for $299,000 to a noteworthy collection.

German Military: Prototype “Baby” Lugers are ultra-rare and
bear Georg Luger’s own initials on the rear toggle. This being
only one of three or four known to exist, the competition for
the diminutive prize in lot 2636 was fierce and only stopped at
$92,000.

Cartridge Colts: The stunning beautiful double action Colts

in lots 2438, 2444, and 2445 (among others) all saw well-
deserved prices. Respectively, the Gough-engraved Officer’s
Model with carved pearl grips brought $40,250; the Gough-
engraved Officer’s Model Target matched that amount; but the
Officer’s Model Target with its gold inlays and ties to the Singer
Corporation topped them all at $57,500.

Antiques: The magnificent Boutet pistol in lot 2260 rightfully
belongs in a museum, as do so many other pieces from the
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CONGRATULATIONS!

NAA Designations earned:

AARE

Susan Johnson,
CAI BAS, CES

Sidney Smith, CAI

Ray Krakowski,
CAI GPPA

BAS

Nick Medina
Lori Stefek

CES
Rony Jo Ballou, CAI
Douglas Harritt

AMM

Britney Ross
Carrie Smith
Wendy Miller, CAI, BAS
Josh Chaney

CAS

David Allen,
CAIL AMM, BAS, GPPA

Corey Bibler

GPPA

Timothy Ault
Margaret Kearney

EARN YOUR DESIGNATION!

Check out the Education Calendar for upcoming NAA

education opportunities. You can also visit the full education
calendar on the NAA website at www.auctioneers.org/

education-calendar.
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Parisian master. Thankfully, this one remains in private hands
and will continue to be appreciated by a new collector who
offered up $63,250 for the single pistol.

Day 3

The final day brought many a determined collector through our

doors. That was apparent early when the Colt “Baby” Paterson
No. 1 (4th Model Ehlers) in lot 3068 inspired bidding that ended

Nearly 300 show for
live farm machinery
auction in Kentucky

LEWISPORT, Ky. - A crowd of about 300 farmers attended the
Gene and William Boswell farm machinery auction Jan. 25th,
conducted by the Kurtz Auction & Realty Co. team consisting
of eight Auctioneers and clerical staff.

Bidders were attracted to the auction in Lewisport by some late
model well-kept machinery.

Some of the highlights of the auction were:

e 2015 Case IH 8240 ASF combine..........ccccevreuenee.. $270,000
o MacDon FD75s, 40 ft. Draper header..................... $58,000
o Case IH #4408, 8-row corn header........ccccceeverennen. $37,000

« 2014 John Deere 9360R tractor with weights........$175,000
+ 2015 Case IH Magnum tractor with weights........ $165,000

o 2015 Case IH 3340 Patriot sprayer ...........ccccccucunee. $190,000
2007 Int. road tractor, CAT engine, 203k mi. ......... $35,500
o 2015 J&M 1050 grain cart, 100 rpm........cccecevveeunnee $27,000

Have a success story
of your own?

Submit your press release

and high-resolution
images to
Communications@
auctioneers.org!

at $74,750. Exciting fully-automatic arms helped end the auction
on a strong note. Lot 3692 contained a cased, 1921/1928 U.S.
Navy Overstamp Thompson machine gun that achieved $75,000
— far above the usual range for these iconic arms. Likewise, lot
3695 and its converted “Ma Deuce” surpassed its low estimate
and sold for over $43,000. A Heckler & Koch MP5 in lot 3706
blew past its $9,500 low estimate for willing bidders who pushed
the figure to $40,250.
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PAGE “/'ve made lifelong friends. Gotten referrals from across the country. Attained the
best education the industry has to offer. All from being active in the NAA.”
1 ] A member’s response in the NAA Auction Professionals Facebook Group on the value of their NAA
membership.
Facebook.com/haaauctioneers
PAGE “The number one reason why people fail is the absence of salesmanship. That is

the reason people are crashing and burning in the auction industry. The difference
between selling and salesmanship is that selling is a secondary function and
salesmanship is the art of persuasion.”

Kenny Lindsay

American Eagle Auction Co.

Livonia, Michigan

4]

PAGE

472

“There are vastly different reasons for why people buy horses. What ties them
together, however, is passion. It’s hard to quantify passion. It’s hard to put a market
on passion. But, that’s what we’re trying to do in the market.”

Craig Huffhines, Executive Vice President of the American Quarter Horse Association - on the role
Auctioneers serve in the industry

AROUND the BLOCK

According to release announcing the merger, Morphy
Auctions and Julia’s generated a combined gross total sales of
$78 million within the last year. That figure would position
Morphy Auctions as one of the largest antique auction houses
in North America.

o As part of their continued growth and expansion, Harrisburg,
Penn.-based Cordier Auctions & Appraisals has recently
welcomed Harold “Howie” Hartman, Melissa Fretz, and
Matthew Chilton to its team. Hartman joins as Director of
Photography & Branding. Fretz joins as an Antiques & Art
Catalog Specialist. Chilton will serve as Firearms & Militaria
Auction Director.

Morphy Auctions and Julia, Inc. recently merged in a move
that will position the single entity as one of the largest antique
auction houses in North America.

o One of the few times a single lot ever topped the $1
million mark in a Connecticut auction, oil-on-board
painting “Lollipop Tree” by Wayne Thiebaud achieved the
mark on New Year’s Day. Internet bidding was provided by
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o Effective Dec. 14, 2017, Morphy Auctions of Denver,
Pennsylvania, and Las Vegas, Nevada, successfully merged
with auction company James D. Julia, Inc. of Fairfield,
Maine and Woburn, Massachusetts. James D. Julia, Inc. will
become a division of Morphy Auctions. The move creates a
new team in the antiques and collectibles industry.

www.auctioneers.org

LiveAuctioneers.com, Invaluable.com, and Bidsquare.com.

NAA member Rich Schur, CAI, AMM, BAS, MPPA, of
Monument, Colorado, has become the new Chair of the
Board of Directors for 2018 for the Tri-Lakes Chamber of
Commerce. He has served on that Board since 2015.
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o On Jan. 16, Ritchie Bros. announced the acquisition of Owens, Group President (New Sectors & Ventures), Ritchie
Oklahoma-based, collector car auction Leake Auction Bros. "Ritchie Bros. has had success selling collector cars
Company. Leake was established in 1972. through its live unreserved auctions for years — we know

there is significant customer overlap between our industry and
"Ritchie Bros. continues to expand and bring its professional the collector car auction sector.”

auctions to other sectors and asset categories," said Greg
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and honors at the National Auctioneers season (.935) free throw percentage.

Association, and this one is no exception, as
NAA member David Coutchie, of Seymour, Missouri, He then played for Southwest Baptist University, in
recently was inducted into the Missouri Basketball Hall ~ Bolivar, Mo., from 2000-04, where he ranks sixth in
of Fame. program history in 30-point field goal percentage (.389).

We love to celebrate Hall of Fame inductees was the state’s all-time leader in career (.887) and single

Part of a stout class, Coutchie’s accomplishments on Great work, David!

the hardwood included All-State honors in 1999-2000

for Seymour High School, which has retired his No. 22 *A special thank you to NAA member Dave Webb, BAS,
jersey. He averaged 30.4 points his senior season and GPPA, for providing this information!* <
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illumoscommunications.com
a creative collaborative for small businesses

Want to advertise in Auctioneer?

Adam Kenne
(913) 563-5421
akenne@auctioneers.org

Contact:

Coming up in March ...

i Time to be Social.
i SPL will make it Simple.
* Custom Creation
*Precise Targeting
«Data Proven Results

SATELLITE PROLINK, INC.

SATELLITEPROLINK.com | 800-510-5465

ONE OF A KIND

14K yellow gold with 18K gold nuggets on flanks.
Total 2.25-carat brilliant cut diamonds. All matched
GIA color and SL 1-2 clarity. Total gold weight 29.7
grams, size 13. Never worn.
jseverson1944@yahoo.com $12,000

10K yellow gold .50 carat brilliant cut diamonds
with GL A grade G-H color, VS-1 clarity. Gold weight
17 grams, size 12-1/2. Has been worn.
jseverson1944@yahoo.com $5,000

Often, NAA auction professionals are asked to be fundraising miracle workers, and they often
deliver. Being great at raising a load of funds for a client doesn't have to mean badgering the

room, though. In fact, as we'll discuss in March, you can raise $1 million ...

a dime.
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