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from the president

The NAA offers education

like never before

As part of the National Auctioneers
Association’s bid to become “E-
ssential” to your business, we have a
renewed commitment to providing
you quality educational programs.

The NAA Board of Directors and
the Education Institute Trustees met
in October to start defining what
we call “E-ssential Education.” In
essence, we agreed that continuing

By B. Mark Rogers,
CAl, AARE, NAA President

education opportunities must be available to our members,
regardless of their experience level or the type of specialty
they identify for their business.

This does not mean that ALL programs will meet ALL of
your educational needs. At that fall meeting, we agreed
that the pinnacle of an Auctioneer’s continuing education
experience should be CAI — the Certified Auctioneer
Institute; however, we cannot stop there. Those individuals
who have that designation and who are interested in con-
tinuing their own professional and personal development
should be given that opportunity.

As a result of these discussions, there have been three
significant actions:

1. Barbara Bonnette, CAI, AARE, GPPA, Chairwoman for
the Education Institute Trustees, along with the Trustees,
have made a commitment to improving the quality of the
CAI curriculum. Education in this program will be more
relevant than ever before with more “hands-on” activities,
resulting in greater learning opportunities for those who
participate. Significant changes have been made to CAI

I. Students must undergo an orientation to CAI prior to
coming to Bloomington, Ind. This will ensure that stu-
dents are more prepared for the curriculum to be offered.

2. The EI Trustees have developed a special program for
those who already hold the CAI designation. CAI Next
will be an advanced, three-day program offered by noted
business and marketing experts who have researched the
auction industry and are ready to share their expertise to
improve your business.

3. All education programs are undergoing a substantial
review with a focus to improve all designation programs
and special education activities.

In addition, the Trustees and the Conference and Show
Education Committee have worked hard to develop a
conference program that is comprehensive and relevant to

your business needs today. In March, you'll have a chance
to see the programs.

New resources

We are putting resources into education in ways we haven’t
previously — paying for speakers like internationally know
economist Alan Beaulieu for our Conference and Show
keynote and bestselling author and national speaker Phil
Monetti, who will speak on sales and the service-profit
chain at Winter Symposium and Conference and Show.
We know that you want the best so that your business can
continue to improve.

It is through your designation renewal dues and donations
made to the National Auctioneers Foundation that we are
able to accomplish this. Membership dues alone won’t pro-
vide for these activities — nor should we be using mem-
bership funds to subsidize these programs 100 percent.

Education is the foundation upon which the NAA was
built, and it will help us be prepared for the next 62 years.
Take a look at www.auctioneers.org and find an educa-
tional program that meets your needs, whether it is one
of the designation programs, CAI, CAI Next or one of
our special summits. All of these are designed with you in
mind.

In the next few months, you'll be hearing about the
research that is being conducted by the Council on Future
Practices. A report will be forwarded to the Board on what
they are learning by the April meeting. You will have an
opportunity at Conference and Show to hear directly from
the Council. On July 13 after the Town Hall meeting, join
us for a summary report given to you directly by mem-
bers of the Council on Future Practices. We'll keep you
informed, as well, in articles in Auctioneer and through
papers on the website. It’s all part of the plan to help you
be prepared for the next dozen years.

We don’t know what will happen in the next few years, but
we do know that with the Council’s research and the work
being conducted by the EI Trustees, NAA members will be

better prepared.

That’s our plan ... to be E-ssential to you and your busi-

< “"’2/@9- S
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conference and show

Keynote speaker plans to present everyday

applications that could help Auctioneers

take advantage of an improving economy

By Bryan Scribner
editor

Many business owners might have
ideas on what the economy will bring
in the next few years, but it’s uncer-
tainty that could hold many back
from making key decisions, says Alan
Beaulieu, president of the Institute
for Trend Research (ITR), Boscawen,
N.H.

At the 2011 International Auctioneers
Conference and Show, Beaulieu plans
to present some remedies for that.

“We’re going to remove that uncer-
tainty to the best of our abilities and
provide some real clear management
steps in order to enhance profitability
for the next couple of years,” says
Beaulieu, who is scheduled as the
2011 keynote speaker for the 62nd
annual Conference and Show.

Beaulieus presentation will focus on
the economy, specifically the effect
it might have on Auctioneers in the
next two years and what they should
do about it.

“It’s going to be really important that
management act, where in the past
what we've done is we've hung back
and cut,” he says. “Now, we're going
to have to step out and go, and thats
a difficult transition after such a steep
recession.”

But it could also be the best time to
make gutsy decisions, as Beaulieu says
Auctioneers will be facing willing buy-
ers in the short term because consum-
ers now have more money to spend.

Still, some business leaders have opted
to avoid taking risks, Beaulieu says,
and many companies are either saving
cash or running out of it.

So, specifically, Beaulieu says he will

Submitted photo.

talk about the following:

¢ 'The types of risks business owners
might want to take

* How to have confidence in today’s
economic climate

* Rising cost pressures that are af-
fecting business

* How auction company owners
can keep employees happy and
productive

Beaulieu’s presentation will deliver
understandable, hands-on knowledge,
he says. It will be applicable to the
businesses of National Auctioneers
Association members.

He says he will leave NAA Auction-
eers with five economic indicators
they can use to help gauge economic
conditions.

“A lot of people come out with theory
and metrics and all kinds of formula,”
he says.

“We come out with something that
people can walk away with.” O

About Beaulieu

Alan Beaulieu, president of ITR,
Boscawen, N.H., is an economist
who has provided consulting
services for more than 20 years. He
helps business leaders understand
how they can predict and increase
profits using business-cycle trend
analysis.

The NAA plans to have Beaulieu as
its keynote speaker for Conference
and Show on July 12-16.

According to his firm’s website,
Beaulieu delivers this information:

e Short- and long-term economic
forecasts

* How economic conditions could
affect businesses

e The influence political adminis-
trations have on the economy

* How companies can use eco-
nomic indicators
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state association nhews

World Wide instructor wins
Minnesota championship

o .
Ray Henry, GPPA, of I.R.A.Y. Auction Inc., Foley, Minn.; Austin Bachmann of Bachmann Auctioneers, Ottertail, Minn.; Kurt

Johnson, CAl, BAS, of Kurt Johnson Auctioneering Inc., White Bear Lake, Minn.; Theresa Larson of Reinhardt Auction Service,

Aitkin, Minn.; and Romie Gessel took part in the Minnesota State Auctioneers Association’s competition during its Conference

and Show in January. Johnson won the contest. Submitted photo.

NAA Auctioneers take several honors

Kurt Johnson, CAI, BAS, of Kurt
Johnson Auctioneering Inc., White
Bear Lake, Minn., won the Minne-
sota State Auctioneers Association’s
competition during its 23rd annual
Conference and Show, according to a
news release.

Johnson is a former President of the
association, an instructor at World
Wide College of Auctioneering, Ma-
son City, Iowa, and he has been in the
auction business for 22 years.

In the field of 16 Auctioneers, Theresa
Larson of Reinhardt Auction Service,
Aitkin, Minn., was runner-up, and
third place went to Austin Bachmann
of Bachmann Auctioneers, Ottertail,
Minn. Ray Henry, GPPA, of LRALY.
Auction Inc., Foley, Minn., took
fourth place.

The event, which was Jan. 6-8 in St.
Cloud, Minn., featured several educa-
tional seminars and speakers. Former
National Auctioneers Association

President Randy Wells, CAI, AARE,
BAS, CES, GPPA, of Realty Auction
Services LLC, Post Falls, Idaho, and

NAA CEO Hannes Combest, CAE,

attended the show.

Tammy Tisland of Northstar Auction-
eers, Hines, Minn., brought home
Best of Show from the association’s
marketing contest. Fahey Sales Auc-
tioneers & Appraisers, Belle Plaine,
Minn., won the People’s Choice
award.

The new President for the Minnesota
State Auctioneers Association is Andy
Imholte, BAS, of Black Diamond
Auctions, Shakopee, Minn. The new
Vice President is Mark Rime of Rime
Auction Service, Wyoming, Minn.

The group’s new directors are as fol-
lows:

* Bryce Hansen, CAI, of Hansen &
Young Auctioneers, Prairie Farm,
Wis.

¢ Larson of Reinhardt Auction
Service

¢  Matthew Schultz, BAS, of Schultz
Auctioneers, Princeton, Minn.

Returning board members are as
follows:

¢ Rod Johnson, AARE, BAS, of
Johnson Auctioneering, Cannon
Falls, Minn.

e Tony Elfelt, BAS, of AAA Auction
and Realty Co., Anoka, Minn.

¢ Chris Fahey of Fahey Sales Auc-
tioneers & Appraisers, Belle Plaine,
Minn.

e Bret Walters of Grafe Auction Co.,
Racine, Minn.

e Bachmann of Bachmann Auction-
eers

e Lance Quam

The association’s outgoing president is
Les Stromberg of Stromberg Auction-
eering.com, Mora, Minn. O
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- catello, Idaho, pictured
with his grandson, won

’ top prizes during the Idaho The Complete SOftwaI‘e

Association of Professional

Auctioneers' convention. SOlutlon fOI'
. Submitted photo. k live auctions
* and internet bidding.

SOLD II® brings your internet
bidding and live auction management
together for a powerful integrated
solution not found elsewhere. Don't
settle for less when you add internet
bidding to your auctions.

Idaho bid-calling champ

also is top ringman

Experience the
SOLD I1®

The Idaho Association of Professional Auctioneers provided an array
of educational opportunities for its members during its annual con-
vention Jan. 7-8 in Pocatello, Idaho, according to a news release.

Among the presentations were the following: DIFFERENCE :

Q)
¢ “Online Auctions” from National Auctioneers Association Director For over 25 years, SOLD II™ has
Shawn Terrel, CAI, AARE, of United Country Auction Services, provided programs Of substance that:

Smithville, Mo. « Sh o Ii
* “Identifying Vintage Clothing” from Roger Stockwell of Prime OW your proiessionalsm

Time Auctions Inc., Pocatello & Save you time and money

* “Great Benefit Auctions” from Rose Backs of Realty Auction Ser- - q
vices, Post Falls, Idaho “ Improve your service to

* “Moving Listing Agents from Good to Great” from Terrel bidders & sellers

¢ A round table discussion on the sale of firearms

Stockwell of Prime Time Auctions took home the top prizes in the
bid-calling and ringman competitions. He received $1,000, a cham-
pionship plaque and a belt buckle for each win.

®
Paul Adams, CAI, of Middleton, Idaho, was runner-up in the bid- - SOLD II

calling contest. | | h “Oﬁen copied
The association picked Staci Hernandez of Prime Time Auctions Inc., i : b Ut never e qua l e d b))

Pocatello, as its President, and Matt Backs was elected Vice President.
Katherine Taylor remains Secretary and Treasurer.

http://www.SOLDII.com

Directors for 2011 are these members:

e Randy Wells, CAI, AARE, BAS, CES, GPPA, of Realty Auction
Services LLC, Post Falls - —

¢ Bart Lockhart of Bart Lockhart Auctions LLC, McCall, Idaho
e Randy Owen of Bighorn Auction Co., Idaho Falls, Idaho
e Steve Hutchins O
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state association news

Colorado speakers provide expertise

on auto auctions, contract work

The 53rd annual Colorado Auctioneers Association con-
vention in Denver featured presentations from some of
the nation’s top Auctioneers, according to a news release.

Speakers included the following:

e Spanky Assiter, CAI, AARE, of Assiter Auctioneers,
Amarillo, Texas, who talked about auto auctions and
bid-calling techniques

e Eli Detweiler Jr., CAI, of Detweilers Auction Service,
Rufhin, N.C., the 2010 men’s division winner of the
International Auctioneer Championship from the
National Auctioneers Association, who discussed
contract auctioneering

¢ National Auctioneers Foundation President Chuck
Bohn, CAI, GPPA, of Chuck Bohn & Associates,
Englewood, Colo., who provided updates on the
NAA and NAF

¢ Forres Meadows, CAI, ATS, BAS, of TexasBid.com,
Boerne, Texas, who gave an educational presentation
on online auctions

The winner of the association’s annual 1st Timers Bid-
Calling Competition was Dean Gunter of Mile High
Car Co., Colorado Springs, Colo. He received the Troil
Welton Award, named after a Colorado Auctioneer who
was known for encouraging young, aspiring Auctioneers.
The group also inducted Lloyd Michael Jr. of Michael
Auction Service, Julesburg, Colo., into its Hall of Fame
during the early January event.

The association elected to its Board of Directors the follow-

ing members:

e Chairman of the Board Doug Carpenter, CAI, AARE,
of The Auction Team, Grand Junction, Colo.

¢ President Lance Nichols of Odle Cumberlin Auction-
eers, Eaton, Colo.

¢ 1Ist Vice President Rich Schur of Schur Success Auction
& Appraisal Inc., Colorado Springs, Colo.

¢ 2nd Vice President Dax Gillium, BAS, CES, of Gillium
& Hays Auction and Appraisal Services, Denver

e Treasurer/Director Walt Partridge, BAS, of Partridge
Auction Services, Parker, Colo.

Dean Gunter of Mile High Car Co., Colorado Springs, Colo., won

the Colorado Auctioneers Association's 1st Timers Bid-Calling
Competition in early January. Submitted photo.

Below are the group’s Board members:

John Schaffner

Mike Heitmann of M H Bar Auction Co., Calhan,
Colo.

O.]. Pratt, CAL of Pacific Auction, Longmont, Colo.
Butch Hagelstrom of Buckhorn Auction Services, Ft.
Lupton, Colo.

Casey Giddings

Scott Shuman, CAI, of Hall & Hall Auctions, Eaton,
Colo.

Janelle Karas OJ
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North Carolina Hall

of Fame inductee wins

bid-calling contest

The Auctioneers Association of
North Carolina celebrated 50
years during its annual win-
ter convention Jan. 14-16 in

Greensboro, N.C.

The event included a bid-calling
contest, 11 hours of continuing
education, an advertising award
ceremony, a fun auction, real
estate courses, a membership
meeting and the association’s
Hall of Fame induction ceremo-
ny, according to a news release.

National Auctioneers Association
member John Loy Jr. of Loy’s
Auction Sales, Greensboro, N.C.,
won the bid-calling competition,
and the North Carolina asso-
ciation named him to its Hall

of Fame. Gary Boyd of Gary
Boyd Auction and Real Estate,
Albematrle, N.C., also became

a North Carolina Hall of Fame
Auctioneer.

Also placing in the Auctioneer
competition was Jeremy Hooks
of Hooks Auctioneering Co.
Inc., Raleigh, N.C., who came
in as reserve champion. The
first-runner-up honor went to
Bill Billingsley of EW. Billingsley
and Co., Mineral, Va.

Members elected Eli Detweiler
Jr., CAI, of Detweilers Auc-
tion Service, Ruffin, N.C., as
the association’s President. Lee
Danhauer, CAI, of Danhauer
Auction Group, Winston Salem,
N.C., took the President-Elect
role for 2011.

Loy Jr. of Loy’s Auction Sales
returns as Secretary/ Treasurer,
and Walter House, CAI, AARE,
CES, of House Auction Co.
Inc., Marshallberg, N.C., is Vice

President.

The association’s new Directors
are Dick Whittington, CAI,
MPPA, of Whittington Auction
Service, Wilkesboro, N.C., and
Dustin Rogers of Rogers Realty
& Auction Co., Mount Airy,
N.C.

The association's outgoing
President Will Lilly, CAI, AARE,
of Iron Horse Auction Co. Inc.,
Norwood, N.C., is now Chair-

man of the Board.

Directors continuing their terms
are these members:

*  Mart Price of Blue Hound
Auctions, Fuquay Varina,
N.C.

e Dennis Hall, CAI, AARE,
BAS, CES, MPPA, of Hall
Auction Services LLC, High-
lands, N.C.

e Phil Burleson, CES, of John-
son Properties Realtors &
Auctioneers, Angier, N.C.

Don Horton, CAI, of Asset
Services Corp. Mooresville, N.C.,
fills a vacant position at Director
through 2012.

The association plans its 2011
summer convention for June
17-18 at the Hilton in Greenville,
N.C.O

The Auction Industry

Online or in person...
On the road or at home...
Large auction or small...
Whatever you sell and wherever you are...

CUS has the right system for you!

Online and traditional auctions
in one complete system
Contact, mail and email management
Powerful inventory management

CUS puts it all together
for the professional auctioneer!

e
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state association nhews

Auctioneer association news in brief

Ohio

The mid-January convention from the
Ohio Auctioneers Association brought
more than 300 Auctioneers and guests
to Columbus, Ohio, according to a
news release.

The association provided eight con-
tinuing education credits in Ohio real
estate, and education courses included
the following:

Gregg

e “Managing Seller Expectations in Current Market” from
Kim Hagen, CAI, AARE, CES, of Hagen Realty Group,
Carrollton, Ga.

* “Getting the Best of Both Worlds — Live and Online
Auctions” from J.J. Dower, CAIL, AARE, of Ayers Auc-
tion & Realty, Marknet Alliance Member, LaFollette,
Tenn.

A Hall of Fame award from the association went to Ned

Gregg, CAI of Ned E Gregg Realty Inc., Sycamore, Ohio.

The convention’s Fun Auction brought $13,700 to support
the Ohio Auctioneers Association and Ohio Auctioneers
Auxiliary.

Members elected these leaders:

* President Bill Stepp of Dilgard & Assoc., Ashland, Ohio

e President-Elect Jeff Harvey, CES, of Wilson-Harvey Auc-
tion Group, Springfield, Ohio

* Vice-President Jason Miller of Kaufman Realty & Auc-
tions Inc., Quaker City, Ohio

e Treasurer Peter Gehres, CAI, CES, of United Country —
Gryphon Realty & Auction Group, Hilliard, Ohio

* Director-at-Large Jerry Cross, CAI, AARE, of Ravenna,
Ohio

e Southeast Director Pat Sheridan

 Southeast Director Larry Woods

e Northeast Director Andy White of Real Estate Showcase
Auction Co., Ashland

e Northeast Director Theresa Blocher of Kiko Auctioneers,
Paris, Ohio

e Southwest Director Mark Euton, CES, of Semple & As-
sociates Auctioneer, Williamsburg, Ohio

e Southwest Director Tim Lile, CAL, of Ohio Real Estate
Auctions LLC, Xenia, Ohio

e Northwest Director Dan Limber, CAL of Defiance,
Ohio

* Northwest Director Ken Bonnigson, CAI, CES, of Baker
Bonnigson Realty and Auctioneers Inc., Clyde, Ohio

H. Brent Souder, CAl, MPPA, of Alderfer Auction Co., Hat-
field, Pa., presents the Pennsylvania Auctioneers Associa-
tion's Auctioneer of the Year award to Nevin Rentzel, GPPA,
of York, Pa. Submitted photo.

Pennsylvania

The Pennsylvania Auctioneers Association selected as its
Auctioneer of the Year Nevin Rentzel, GPPA, of York,
Pa., during its mid-January conference.

The conference attracted more than 200 Auctioneers
and 27 trade show vendors. The group’s Fun Auction

brought $16,540, according to a news release.

The association’s officers for 2011 are as follows:

President Kenneth Hansell Jr.

* President-Elect Randy Betton

* Vice President Matthew Hurley, CAIL, AARE, of Mat-
thew S. Hurley Auction Co. Inc., Greencastle, Pa.

 Treasurer Robert Ensminger of Robert Ensminger

Appraisers and Ensminger Auctioneers, Harrisburg,

Pa.

Tennessee

The Tennessee Auctioneers Association elected Scott Mc-
Carter, CAI, of McCarter Auction Inc., Sevierville, Tenn.,
as its President during the group’s winter convention Dec.
5-6 in Nashville, Tenn., according to a news release.

The association also elected these other leaders:

* President-Elect Van Massey of Van Massey Realtors/
Auctioneer, Fayetteville, Tenn.

* Treasurer James Gary of Gary Realty & Auction,
Springhill, Tenn.

* Vice President-Middle Jay White

e Vice President-West Terri Walker, CAI, BAS, CES, of
Walker Auctions, Memphis, Tenn.
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state association news

Vice President-East Bobby Carter of Dean Howard &
Daughters Auction, Riceville, Tenn.

Other leaders include these Directors:

Jeff Morris, CAI, AARE, CAI, AARE, of Morris Auction
Group, Memphis

Will McLemore, CAI, of McLemore Auction Co. LLC,
Nashville

Pam Nixon

Rick Hinson, CAI, GPPA, of Hinson Auction and Real
Estate Inc., Jackson, Tenn.

Marc Colson

Va., was inducted into the VAA Hall of Fame, and
Rick Romanus of AuctionServices.com, Roanoke, Va.,
received the 2010 Jake Horney Memorial Award.

Brian Damewood of Bill Tillett & Craig Damewood
Auctioneers, Purcellville, Va., received the Morris Fan-
non Auction School Scholarship.

Wyoming
According to a news release, at its mid-January conven-

tion, the Wyoming Auctioneers Association elected these
2011 officers:

Virginia * President Kurt Campbell of Torrington, Wy.

* President-Elect Dan Gay of Brannian Auction LLC,
Buffalo, Wy.
Secretary/Treasurer Juanita Japp
Jan. 7-9 in Richmond, Va., according to a news release. * Director Eva Brannian

 Director Herschel Pruitt
Director Rosie Weston, GPPA, of Al Rose Auction &
Realty LLC, Cheyenne, Wy.
Director Bill Weaver of AL/Rose Auction & Realty,
Cheyenne
* Director Brent Wears, CAI, AARE, CES, of Wears

Auctioneering Inc., Solon, Iowa

The Virginia Auctioneers Association’s annual winter con-
vention comprised more than 150 members and associates J

The association named National Auctioneers Association .
member Brian Kurdziolek of Chesterfield, Va., its 2010
Auctioneer of the Year for his service and dedication to the .
auction profession.

Chris Rasmus, CAI, of Rasmus Asset Advisors, Alexandria,

WINTERSYMPOSIUM
INPARK CITY, UTAH

FEBRUARY 16-19, 2011 AT WESTGATE PARK CITY RESORT & SPA

HIGHER LEARNING. NETWORKING AT THE SUMMIT.

speakers:

MICHAEL
FINE

RYAN
GEORGE

PHIL
MONETTI

JASON
NIELSEN

JOSH
HOBERMAN

Westgate Resort & Spa
3000 The Canyons Resort Drive
Park City, Utah 84098
Phone: 1-877-271-0748

-5428, e-mail education@auctioneers.org or visit www.auctioneers.org
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—Auctioneer uses competitive
bidding in rental market

By Bryan Scribner
editor

Auctions set the fair market value in real estate transactions, and

therefore, will help determine what people are willing to pay month- _
o

ly for rental properties, says Neal VanDeRee, CAL of VanDeRee
Auction, Venice, Fla.

I¢’s an idea VanDeRee put into practice in late December, auction- — l L

" -

ing a rental property his family owns. The house brought a monthly

AUCTION

“The previous rental for the house was $800, but I was hoping for

more,” VanDeRee says in an e-mail. T o D n Y
(]

VanDeRee’s father, George, introduced his son to the idea for the
auction method. A longtime National Auctioneers Association
member, George VanDeRee began his career in 1934 and died in
2007.

The father and son often talked about the idea of a rental property
auction before George VanDeRee’s passing.

“At the time, it made no sense to me, but over the years, and after I
acquired some rentals of my own, I realized the amount of time it
takes to successfully screen potential tenants, and also to find good
ones,” Neal VanDeRee says. “I guess one of the biggest costs in hav-

ing a rental is when the buildings are vacant.

NRITR W_,l‘l_f b///-{o«.\l,#i/u y“, Ny e mt;..ﬁ{‘rﬁﬁ% W,
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“Having an auction
eliminates all of this and
maintains cash flow with
the highest possible fair

»
market rent.

Although the first rental
property auction was a test
of sorts, VanDeRee says he
will not hesitate to use the
method in the future.

“Since we had such great results, we
are looking into ways that we can
make it a service for Realtors and
other property owners,” he says. “We
have been contacted by a national real
estate franchise that seems interested
in the idea. We are ready to roll with
other rental auctions right now.”

He says NAA Auctioneers could take
advantage of similar opportunities in
their respective markets. It’s a way to
earn extra income, while it also is an
opportunity for new Auctioneers to
begin their careers, he says.

VanDeRee

To make money from the
transactions, VanDeRee
says his company plans to
use buyer’s premiums and
collect fees from property
owners. Terms of the auc-
tions that are unique to
rental properties — such
as security deposits and pet
fees — will be established
before the auctions begin,
just like in any other sale.

Must go absolute

VanDeRee says he believes an abso-
lute auction is most appropriate for
rental properties.

“An absolute auction, in my opinion,
is the only way to sell anything, pro-
vided that it is sufficiently marketed
and promoted and provided that the
Auctioneer knows what he or she
is doing and believes in the auction
method of marketing,” he says.

b bt g il gt ety oMk chibde Mo b

VanDeRee says at a previous NAA
Conference and Show, a fellow
member’s advice encouraged him to
conduct absolute auctions.

“I left that conference with the inspira-
tion, confidence and conviction that
he was right and started selling real
estate by absolute auction,” he says.

“The first one that I did was my own
property. Naturally, I was nervous,
but as it turned out, I had no reason
to be, as it all went very well.”

VanDeRee says his company plans to
market the rental properties in the
same way as it promotes other sales,
with only a few exceptions.

“As for the budget, that will depend
upon the rental project,” he said in
early January. “While typically we set
2 percent to 5 percent of value as the
amount needed to sell a house, for
the rental projects, we are working
out these specifics now.” (J

WWW.AUCTIONEERS.ORG
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The problem with price

Auctioneers should be up front with
sellers about market limitations

Last month I wrote about the factors
that determine selling prices in auc-
tions. I closed my column by noting
that selling price lies at the heart of
an Auctioneer’s relationship with a
seller — both on the front and back
ends. I promised that this month we
would see how seller dishonesty often

By Steve Proffitt  plays a significant role in the issue of
selling price.

At the outset, let us understand this — I am not talking
about malicious or criminal dishonesty in sellers, although
that sometimes exists. Instead, I am speaking of the intel-
lectual dishonesty that can arise with sellers as a result of
financial interest.
“Mr. Auctioneer, you didn’t get me nearly enough money
for my things today. I can’t believe you think these prices
are acceptable. If T had known you wouldn’t get more than
this, I wouldn’t have consigned anything to you. So what
are you going to do now to make me feel better about the
mess you've created?”

These are words no Auctioneer wants to hear, but many
sellers speak. While sellers may believe what they say, of-
tentimes their statements are wholly unsupported by facts.

It has been said and written a jillion times that money has
a blinding influence over people. Psychologists know it;
sociologists know it; economists know it; marketers know
it; politicians know it; and the law knows it. Auctioneers
should know it, too, because this rule applies to both
buyers and sellers in auctions. Just like buyers desire to
purchase for as little as possible, sellers are driven to seek as
much as they can get. This motivation can trigger intel-
lectual dishonesty in sellers and cloud their view of their
primary reason for coming to auction.

Auctioneers who conduct unreserved auctions frequently
encounter this type of seller dishonesty. Unfortunately,
they often set themselves up for this problem by engaging
in price discussions with sellers and predicting auction
results to appease them. This paves the way for sellers to
ignore the real reason they consigned property in favor of
focusing on their dream of strong selling prices.

The fact is many sellers are not spurred to consign to
auction because they see this as the best way to maximize
selling prices for their property. Indeed, probably the great

majority of sellers come to auction for an altogether differ-

ent purpose — they have a problem that they believe will
be best solved by a quick sale that will produce fast cash.
This is not a sale that will necessarily generate the high-
est selling prices for the assets, but one that will yield the
quickest cash-in-hand result.

Examples

A collector wants to sell part of a collection in order to
raise money to pay tuition for a child enrolling in college.
A farmer is retiring and needs to sell livestock, equipment
and materials. A business is failing and needs to liquidate
inventory, equipment and supplies. An older couple is
moving into a smaller house and must reduce their pos-
sessions. An executor is overseeing the settlement of an
estate and the decedent’s property must be sold. An heir
inherited something she would rather sell than keep. A
couple is divorcing and wishes to divide the value of their
assets. A bank has cars that it repossessed from owners
who defaulted on loans and needs to sell them. A debtor is
delinquent on an obligation and needs to turn hard assets
into cash in order to pay the creditor.

Sellers come to auction to address these scenarios and
many like them. In each case, the priority is an underlying
problem that needs resolution and not price maximization.
Ask a seller why he sold at auction and you will frequently
get an answer like “I needed to sell” or “I had to sell.”
What you will not hear is, “I came to auction to get the
highest prices possible for my property.” A seller who truly
wants to maximize selling price will commonly find a sale
venue where he can hang a price tag on the item, or place
it on a website like eBay in a protected offering in hope
that a buyer will eventually bite for a big amount. Intellec-
tual dishonesty keeps auction sellers from admitting this to
themselves or their Auctioneers.

It is extremely important for Auctioneers to recognize
that many sellers patronize them for this unique problem
solving that auction marketing offers. An Auctioneer can
liquidate just about anything in an expedited sale and this
result has great value for sellers. Oftentimes auctions go
from signup to settlement in as little as 30 days. No other
selling channel can regularly produce such an outcome
and this is what Auctioneers should push with sellers.

Given the chance, though, sellers will instinctively ignore
their need for problem solving and focus on selling price.
The problem with this is that Auctioneers can promise to
deliver problem solving because they control the planning,
marketing, preparation and conduct of their auctions; but
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they cannot commit to realizing cer-
tain selling prices. The determination
of selling prices is exclusively within
the realm of the buyers and beyond
an Auctioneer’s control.

Take control

Auctioneers can act to staunch seller
dissatisfaction with selling prices

by taking control of the issue at the
beginning of their relationship. When
an Auctioneer first meets with a seller,
the Auctioneer should try to learn

the real reason the seller wishes to

sell at auction. Then the Auctioneer
should state what the Auctioneer can
do to help solve the seller’s problem
through the auction process. Simul-
taneously, the Auctioneer should
inform the seller that selling prices
will be a function of market response
and that the Auctioneer will work to
positively influence prices, but cannot
control them.

Auctioneers cannot guarantee selling

prices in unreserved auctions and
should not hide from this truth for
fear of spooking sellers. Selling prices
are going to be discussed at some
point and it is much better for an
Auctioneer to do so on the front end
when the Auctioneer’s limitation can
be explained, as opposed to dealing
with an angry seller’s post-auction

complaint and all that it might spawn.

Smart Auctioneers regularly rein-
force problem resolution over price
maximization with sellers to ensure
there is not an unexpected surprise or
disappointment from a sale.

Even though many sellers are primar-
ily motivated to sell at auction to
solve some pressing problem, finan-
cial interest commonly causes them
to gloss over this need and focus on
selling prices. Auctioneers need to
refocus the mission. When sellers are
permitted to define auction success
on the basis of selling prices, Auc-
tioneers frequently experience stormy
weather. While sellers may not be
able to help themselves for feeling as

strongly about price results as they do,
Auctioneers can help themselves by
taking charge of this issue and keep-
ing sellers trained on what Auction-
eers can control, as opposed to what
they cannot. Selling price is the latter.

Steve Proffitt is general counsel of ]. P
King Auction Company, Inc. (www.
Jpking.com). He is also an Auctioneer
and instructor at Mendenhall School
of Auctioneering in High Point, N.C.,
and Reppert School of Auctioneering

in Auburn, Ind. He welcomes questions
[from readers about auctions and
auctioneering. Readers communications
may be edited and revised. Proffitt

will answer selected questions, but he
cannot provide personal answers. His
answers do not represent legal advice

or the formation of an attorney-client
relationship and readers should seek
advice from their own attorneys on

all matters. Please submir questions to
sproffitt@jpking.com or c/o J. P King
Auction Company, Inc., 108 Fountain
Avenue, Gadsden, AL 35901. O

Bonds & Insurance

Competitive Prices — Unbeatable Service
-

Introducing our newest Auctioneer
Insurance Policy, starting at $575.*

Includes:
+ $2,000,000 liability limit
+ Free additional insured
» No audit
» Coverage for money on and off your premises
« Consignment for property of others

We also of fer Errors & Omissions
Insurance and Bonds for Realtors,
Auctioneers and Appraisers.

* Available in AL, AR, CT, DC, DE, FL, GA, IA, IL, IN, MA, MD, ME, MI,
NC, ND, NH, MN, NE, NJ, NY, OH, PA, RI, SC, SD, TN, VA, VT and WI.

377-376-8676

Insurance
Extension 157, Greg or gmagnus@ermunro.com

Bonds
Extension 136, Amy or asmith@ermunro.com
Extension 128, Diane or dseitz@ermunro.com

Visit us at www.ermunro.com

E.R. RO
CO NY

Since 1885

Licensed in all 50 sates
Member, National Auctioneers Association
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Antitrust litigation could change
how Auctioneers choose to write
contracts, terms, agreements

Kurt R.
Bachman
and Beers
Mallers
Backs &
Salin LLP
appreciate
the op-
portunity
to review

Bachman is an

attorney and licensed

Auctioneer from
and answer

legal ques-
tions that
will be of
interest to
Auction-

eers. The

answers

LaGrange, Ind.

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

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 infor-
mation, 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 atten-
tion. Kurt R. Bachman and Beers
Mallers Backs & Salin LLP also
advise that any information you
send to an Auctioneer shall not

be deemed secure or confidential.
Please visit one of our offices to
ensure complete confidentiality.

Will the credit card lawsuit affect
Auctioneers who accept plastic?

Q: What effect will the U.S. Department of Justice filing of an antitrust
lawsuit against Visa, MasterCard and American Express for credit card
transactions have on the auction industry?

A: A litdle background regarding the lawsuit brought by the U.S. Department
of Justice against Visa, MasterCard and American Express is necessary to
explain the potential impact on the auction industry. These companies charge
a fee to retailers, restaurants and other merchants for the use of their services.
This fee, commonly known as a “swipe fee,” is collected from merchants every
time a credit card is used. The swipe fee is usually a percentage of the total
purchase charged by a consumer using a credit card in a transaction. The swipe
fee may be as high as 5 percent of a transaction, depending on the credit card
used and the terms of the agreement. Credit card companies have contracts
with merchants where they agree to pay the swipe fee in exchange for being
able to accept credit card transactions. Obviously, such fees generate a lot of
money. Credit card acceptance costs U.S. merchants approximately $35 billion
each year.

In October of 2010, the U.S. Attorney General brought suit against Visa,
MasterCard and American Express asserting the terms of the agreements and
fees charged to merchants violated the antitrust laws. The lawsuit challenges
rules that American Express, MasterCard and Visa have in place that prevent
merchants from offering consumers discounts, rewards and information about
card costs, ultimately resulting in consumers paying more for their purchases.
For example, the rules prohibit merchants from offering discounts or other in-
centives to consumers in order to encourage them to pay with credit cards that
cost the merchant less to accept.

Visa and MasterCard entered into a settlement with the United States Depart-
ment of Justice, which has to be approved by the Court, allowing merchants
to disclose the swipe fees to consumers. As of the date of this article, American
Express has not agreed to settle the litigation. In addition to the U.S. Depart-
ment of Justice, several states, including Connecticut, Hawaii, Idaho, Illinois,
Iowa, Maryland, Michigan, Missouri, Montana, Nebraska, New Hampshire,
Ohio, Rhode Island, Tennessee, Texas, Utah and Vermont, have entered into
the settlement with Visa and MasterCard.
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Disclosing fees

The potential effect on the auction industry is that Auc-
tioneers would be permitted to disclose the swipe fees to
the bidders who attend their auction sales. Consumers
would then be provided with information to determine
which method of payment, or which credit card, would
result in the lowest cost. Auctioneers have been prohibited
from disclosing the swipe fee to bidders. So, each bidder
paying with credit decided which credit card to use in a
transaction without knowing the transaction fee charged
by the credit card company to the Auctioneer. Under the
terms of the settlement, if approved by the Court, Auc-
tioneers would be able to encourage the use of no cost or
lower cost credit cards. The savings would result in lower
costs for Auctioneers or discounts that could be offered to

bidders.

As more auction transactions are processed using credit
cards, the terms of the settlement become more important.
If the settlement is approved, bidders will be able to obtain
information about the swipe fee and make an informed
decision on whether to use one credit card instead of
another or to pay with cash. But, the question remains,
what will happen in the American Express litigation? The
ongoing litigation against American Express secks to allow
merchants that accept American Express to engage in the
same kind of discounting and encouragement that the pro-
posed settlement with MasterCard and Visa allows.

Possible changes

If the terms of the settlement are approved, Auctioneers,
as well as other merchants, will be able to disclose the
swipe fee to bidders. Auctioneers will also be able to offer
discounts or negotiate with bidders who have no cost or
lower cost credit cards. If American Express successfully

defends its rules in the antitrust litigation, though, then
the settlements with Visa and MasterCard may be subject
to revision. When the dust settles and these issues are
resolved, Auctioneers should consider whether any changes
to their standard auction contract, bidder registration
agreement, and advertising terms are necessary. (]

Know of a big deal?

Need cash, expertise, or exposure to
win that big deal?

We can help. We can partner with you on Auction &
Liquidation deals nationwide. We can provide additional
knowledge, better recovery values and CASH needed to help
you win large auction & liquidation projects. With over 100
consultants nationwide we can be onsite at a deal within 48
hours. Call us before it's too late.

Winning Liquidations & Auctions since
1973! Sample of recent projects:

Circuit City's 8 DCs & Headquarters-over $60 million
at new cost, 150 Inkstop Retail Stores of Merchandise-
150 nationwide & over $8 million value, Indian Motorcycle
Factory-200+ motorcycles, $10million of parts, & industrial
machinery, Clark National Products-$3.5 million of whole-
sale products & 5 warehouses of equipment, Affiliated Foods-
semi trailers, warehouse equip, corp office, & electronics.

A\Liquid Asset  quickiy Turning

Partners LLC  Assets Into Cash

Call Dealmaker Bill Melvin today to discuss

616.450.0691

Completely confidential. We'll let you know if we can help within 5 minutes.
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Certified
Auctioneers
Institute

CAI presentations to focus on
personal interactions

By NAA staff

The Certified Auctioneers Institute is getting personal in
2011.

Students in the CAI I class will participate in “Commu-
nication Skills and DiSC,” a presentation from former
National Auctioneers Association President Randy Wells,
CAI AARE, BAS, CES, GPPA, of Realty Auction Services
LLC, Post Falls, Idaho.

The DiSC assessment is a personality profile that helps
people better understand their strengths and weaknesses
when it comes to social interactions, whether personal
or professional. CAI students will complete their DiSC
profiles in advance of the March course.

The presentation, Wells says, is designed to help students

better understand the diverse range of personalities that ex-

ist in the business world. With this awareness, an Auction-
eer should be able to better adapt to client needs.

It could also help Auctioneers understand why, despite
their best efforts, they sometimes fail to win jobs over
competitors.

“The reason for that isn’t because you didn’t make a good
presentation or you didn’t have a good proposal, it’s be-
cause you just didn’t connect with that individual,” Wells
says.

In addition, Wells says Auctioneers are oftentimes not as
good of listeners as they could be, and therefore, the edu-
cational segment also will focus on how professionals can
pay better attention to the desires of their clients.

Through the DiSC assessment, Auctioneers can improve
their communication skills in business negotiations; plus,
the personality profile can help them better understand
auction attendees, Wells says. It’s also a useful tool for
improving relationships with family and friends.

The NAA plans CAI 2011 for March 20-25 on the campus
of Indiana University in Bloomington, Ind.

How to negotiate

Another aspect of running a business — negotiations —
deals heavily with an individual’s ability to handle different
personalities. For instruction on how to be a successful
negotiator, the CAI event will feature self-proclaimed
“negotiating junkie” John Hamilton and his presentation
“Negotiation Skills.”

Lance Walker, CAI, BAS, CES, of Walker Auctions,
Memphis, Tenn., plans to present “How to Conduct a
Benefit Auction;” Larry Latham, CAL of Larry Latham
Auctioneers Inc., Las Vegas, plans to present “Foreclosures
and REO’s;” and David Hudgins, CAI, AARE, of United
Country — Hudgins, Fairview, Tenn., plans to present
“Auction Proposals.”

The “Auction Proposals” presentation will devote a lot of
time to helping Auctioneers develop outlines and tem-
plates of top-quality proposals that can be taken back to
their businesses and used immediately, Hudgins says.

He says CAI I candidates will receive a PowerPoint pre-
sentation, Excel documents and Word templates they can
customize for their respective companies.

“When they leave after their first week at CAI, they will
have some necessary tools ... that will be beneficial in
growing their auction businesses,” Hudgins says.

A polished auction proposal is more important now than
ever, he says, to communicate a high level of professional-
ism and detailed marketing plans. After all, he says, in
this day and age fewer Auctioneers are able to rely on a
handshake and reputation to win new business.

“That was yesterday,” he says. “Today, there are new Auc-
tioneers in the industry that may not have that long-term
reputation to fall back on.”

In the course, Hudgins says he also will encourage students
to openly share stories of success and failure. Collectively,
it’s his goal to help CAI participants identify all aspects of

a business proposal that will benefit today’s Auctioneer. O
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2011 Certified Auctioneers Institute schedule

CAIl 2011 is set to take place March 20-25 on the campus of Indiana University in Bloomington, Ind.

Class |
March 20

10 a.m. - noon
Opening brunch
Class photo

1:30 p.m.-5p.m.
“Communication Skills and DiSC”

7 p.m.
Networking

March 21

7:30 a.m.
Orientation

8a.m. - 11:30 a.m.
“Ethics”

1p.m.-4:30 p.m.
“Auction Proposals”

March 22

8a.m. - 11:30 a.m.
“The Law”

1p.m.-4:30 p.m.
“Case Studies”

6 p.m.
Fun Auction

March 23

7:30 a.m. - noon
“Auction Operations”

1p.m.-4:30p.m.
“Negotiation Skills”

March 24

7:30 a.m. - 11 a.m.
“Technology”

11:30 a.m. - 3:15 p.m.
“How to Conduct a Benefit Auction”

March 25

8a.m.-9:30 a.m.
Optional breakfast

Class Il
March 20

10 a.m. - noon
Opening brunch
Class photo

1:30 p.m.-5p.m.
“Presentation Skills”

7 p-m.
Networking

March 21

8 a.m. - 10:30 a.m.
“Keys for a Successful Real Estate Auction”

10:45 a.m. - 12:30 p.m.
“Advanced Technology”

1:30 p.m. - 4:30 p.m.
“Analyzing Your Firm and
Income Tax Considerations”

March 22

8 a.m. - 11:30 a.m.
“Negotiation Skills”

1p.m.-4:30 p.m.
“Case Studies”

6 p.m.
Fun Auction

March 23

8 a.m. - 11:30 a.m.
“Marketing Plans”

1p.m.-4:30 p.m.
“Promotional Strategy for Auctioneers”

6 p.m. - 8:30 p.m.
“Promotional Case Project”

March 24

7:30 a.m. - 11 a.m.
“Promotional Case Presentations”

1p.m.-2p.m.
“Intro to Auction Summaries”

2:15 p.m. - 3:15 p.m.
“Online Auctions”

March 25

8a.m.-9:30 a.m.
Optional breakfast

Class Il
March 20

10 a.m. - noon
Opening brunch
Class photo

1:30 p.m.-5p.m.
“Auction Prospecting and Proposals”

7 p.m.
Networking

March 21

8 a.m. - 11:30 a.m.
“Working with the Bankruptcy Court”

1p.m.-4:30 p.m.
“Foreclosures and REQ’s”

March 22

8 a.m. - 11:30 a.m.
“Business Management”

1p.m.-4:30 p.m.
“Case Studies”

6 p.m.
Fun Auction

March 23

8 a.m. - 11:30 a.m.
“Negotiation Skills”

1p.m.-4:30 p.m.
“Business Leadership and Design”

6 p.m. - 8:30 p.m.
“Projects”

March 24

7:30 a.m. - 3:15 p.m.
“Business Planning”

1p.m.-3:15p.m.
“Business Plan Presentations”

March 25

8a.m.-9:30 a.m.
Optional breakfast
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board member profile

Director’s warm personality shines

through leadership, charitable giving

By J.J. De Simone
Special to Auctioneer

Entering his term for the National Auctioneers Associa-
tion’s Board of Directors in July 2008, Randy Burdette,
CAl, CES, had one thing on his mind — ensuring the

small and middle-sized Auctioneer was well represented.

Barry Cole, CAI, AARE, CES, GPPA, of United Country
— A.B. Cole & Assoc. Auctions/Realty, Suffolk, Va., says
Burdette accomplished his mission.

“You've heard the phrase an inch deep and a mile wide?
Well, Randy’s about 100 feet deep and 10 miles wide,”
Cole says. “His ability to understand the situation, weigh
it out, and accomplish it allows him to put everything
together. He’s an Auctioneer’s Auctioneer.”

Burdette of United Country — Riverbend USA LLC,
Alderson, W. Va., plays a role within several areas of the
auction industry, Cole says, and he comes from modest
beginnings. This background has made him uniquely situ-
ated, as a Director, to represent Auctioneers and the many

auction segments in which they specialize.

Burdette’s company tends to focus on real estate. When
Burdette started out as an Auctioneer in the early 1990s,
though, he intended to sell only antiques. That quickly
changed.

“I didn’t have any desire to sell anything but antiques,”
Burdette says. “Now, real estate is my main focus. It was
a natural fit with how many estates we were called to for
personal property. It just kind of opened up for us, and it
sure has developed into a great business.”

Raynelle Bennett has been Burdette’s secretary for five
years and has worked with him for the past 13 years. She
says Burdette’s passion and understanding demeanor allow
him to be a thoughtful member on the NAA’s Board of
Directors.

“He’s very honest and outgoing,” Bennett says. “He’s very
clear with what he says, and you don’t always get that with
Auctioneers. He’s wanting to improve things for all Auc-
tioneers, so he’s always working from one thing to another,
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.

NAA Director Randy Burdette (left), CAl, CES, of United Country — Riverbend USA LLC, Alderson, W. Va., a fund-raiser for St.
Jude Children’s Research Hospital, supports the organization through several benefit auctions. Submitted photo.

just trying to do his part. I've asked him if he ever has time
to sleep.”

St. Jude

In addition to his business and work with the Board,
Burdette is an active fund-raiser and champion of St. Jude
Children’s Research Hospital, the NAA’s philanthropy

partner.

Several years ago, Burdette says his friend’s 16-year-old
daughter was diagnosed with cancer. Eventually, her doc-

tor informed the family that treatment was no longer effec-

tive and there was nothing more he could do to help.

Representatives from St. Jude reached out to the family,
though, and volunteered to continue treatment.

“Even though she was near death, it brought us and her so
much hope,” Burdette says. “This brought us close to St.
Jude. It’s just tremendous because what they do for kids is
unparalleled.”

Burdette has conducted several benefit auctions to raise
money for the hospital over the past few years.

“At many of our auctions, we'll start with a donated item
and give the money to St. Jude,” Burdette says. “It gives

St. Jude some notoriety, but we also use it to make people
become comfortable with auctions who have never before
been to one. Bug, it’s really warming to see people get

behind (St. Jude).”

Cole says Burdette’s friendly personality helps him on the
Board of Directors and in raising money for St. Jude. His
term as an NAA Director ends this year.

“I'm sure he doesnt go anywhere he won’t make a lot of
friends,” Cole says. “His relationship with the Board was
great — everyone will miss him, I'm sure. He has respect
for everyone, and he makes everyone feel important.” O

Ken Hall will write your pre-sale or post-sale press
release in the editor-friendly journalistic style, then submit

it to trade magazines, key Internet news sites and any

media in your area - all for one flat fee.

For samples and and info, inquire via e-mail to:
kenhallpr@gmail.com

Let me tell your Success Story!
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cover story

art,
antiques,
collectibles

Little middle ground

“~-==m---=-- 1IN prices for ------------—-
art, antiques and collectibles

By Bryan Scribner
editor

As buyer demographics change, Auctioneers in the art,
antiques and collectibles market report inconsistent and
sluggish hammer prices on average items, while high-value
lots are setting records.

Matthew Lee of Midnight Sun Antique Auction Co., Long
Beach, Calif., says the outlook for 2011 isn’t glowing for
his company, as the antiques and collectibles market con-
tinues to shrink. He attributes this to the poor economy
and a younger generation of buyers who are not as inter-
ested in the auctions.

“However, there’s still a decent market for certain things

— rare things,” he says, emphasizing these antiques and

collectibles must be in pristine condition.

One bright spot in Midnights 2010, Lee says, was record-
setting prices for toys in sealed boxes. He says collectors
place a great deal of value in vintage items when they’re in
mint condition.

Certain types of art works also are performing well, Lee
says, and glass pieces in perfect condition are getting good
prices.

“A number of years ago, people kind of overlooked a slight
repair to the rim or a slight nick to the base,” he says.
“These days, they're not. Everything has to be pristine.”

One category in particular — Chinese art and antiques —
is performing well for Antique Helper Inc., Indianapolis.
There’s a lot of speculation in the market for items such

as jade, porcelain and art work, says the company’s Dan

Ripley, CES.

Ripley says Chinese buyers have representatives in the U.S.
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orless

and Canada, and that’s creating a sense of
urgency in the marketplace. Some items
that previously went for $1,000 are now
getting as much as $40,000, he says.

Jim Friend, CES, GPPA, of Fine Estates
& Antiques Inc., Phoenix, says there has
been a noticeable drop in the purchase of
Victorian furniture, as there are fewer buy-
ers in that market. Other high-end, period
furniture is staying strong, though.

Price swings

For decorative items, Friend says he has
seen severe swings in pricing. Bidding is
more unpredictable than in the past.

“You have good items — I should say great
items — that continue to do great, if not
better,” he says, “and then you have every-
thing else falling into a conglomeration of
one category.”

I¢s difficult to predict whether decorative
oil paintings valued at $500 to $1,000 will
demand $50 or $500, Friend says.

Ripley, Lee and Friend report similar buy-

The market for rare items is good, but assets

must be in perfect shape

e Speculators are providing a boost for Chinese
art and antiques

e Activity is increasing on items that bring $100

Personal communications is just as important
as an Internet presence

ing habits when it comes to auction goers
who purchase art, antiques and collectibles.
Premier items are bringing good money;
however, Ripley says prices for middle-of-
the-line pieces aren’t as strong.

Increase purchases

Antique Helper has found a way to increase
activity, though, in lower-priced merchan-
dise, Ripley says. The company is focusing
on new buyers in the market, who are cut-
ting their teeth on items for $100 or less.

A focus on this price point, Ripley says, is
helping to increase purchases.

What's more, the changeover to a new
generation of buyers has encouraged more
live auctions for a company that was built
on business via the Internet, he says.

“But now, in order to compete for buy-

ers, we're offering less items through the
Internet and more directly to the audience,”
Ripley says.

continued >

Is there a secret
to successful

advertising?

Customized Newspaper Advertising (CNA)
has designed an auction advertising
program that will cost you
LESS TIME and MONEY.

We call it
Network Advertising!

Network advertising is a collection of
newspapers, publications and websites combined
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advertising upcoming events. Save up to 70%
off placing directly with each newspaper,
as low as $1 per publication.
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Antique Helper previously averaged 15 catalogued auc-
tions per year with live and simulcast online bidding, but
it has recently added 25 additional live-only events that are
not cataloged. Ripley says he’s finding more buyers inter-
ested in the personal interaction of traditional auctions as
Internet marketplaces have become “saturated.”

Auction attendees also perceive less risk and get more
entertainment value from live auctions, he says.

Marketing

To market its auctions, Antique Helper places ads in on-
line social media, on the Internet and in auction calendars
offered by print publications.

“We’re trying to expand our business and bring in new buy-
ers,” Ripley says. “In order to do that we've lowered our
price point and lowered our expectations in a lot of ways

— as far as pricing goes.”

Lee of Midnight Sun says his company has discontinued
its advertising in certain publications and on the Internet
for auctions that earn $50,000 or less. He says he has
found the most successful way to market is through word
of mouth.

Your Replacement

VM-1 Portable Sound System

In fact, the company is directly targeting buyers through-
out the world via the Internet. It is reaching out to clients
through one-on-one communications, including e-mail.

Art, antiques and collectibles go online in Midnight’s auc-
tions if Lee believes they will spark a lot of interest. Some
live auction attendees don’t like competing against online
buyers, Lee says, but Internet auctions are essential in
some cases, even if it means losing on-site bidders.

“Our job as an auction company is to get the best results
for the client,” Lee says. “We work for the client. It doesnt
matter how you do it.

“Why are you going to sell something for $500 to a local
dealer in the crowd when you can sell it for $10,000 to a
collector who wants it on the Internet?”

Like other NAA Auctioneers, Friend says live auctions
with Internet bidding are important in the market;
however, he says the format is not essential for all auction
houses and in all sales of art, antiques and collectibles.

“The turnout for any good, reputable advertised auction
— it depends on what you have,” he says. “If you have the
right contents, you're going to get people there.” O

READY

PortableSound.com
K

Clean comfortable sound from a horn

50 watts + 127db = LOUD!

Battery or AC Power, only 17 Ibs.

Shure 10 or 90 channel wireless

Full 10 hours per charge

1 or 2 wireless microphones

Optional built-in mp3 player

Tripod stand

VM-1 Portable Sound System w/ 350’ range
1 Wireless and tripod
2 Wireless and tripod

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

3589 Meander Res Cir Canfield OH 44406
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Free Website
Design & Hosting

NAA members are eligible to receive a free website through our partner-
ship with AuctionZip.com. Members receive a two-page website and
domain registration fee for the low price of $9.95 per year.

NAA

® Develop and design your new website Ructioneer
® Transfer your existing domain to your new website y
® Post your auctions on your site which routes NAA S

to AuctionZip.com and NAA’s Auction Calendar
Designing is| Easy! Website
Once you have registered your. web address, Program
AuctionZip.com will walk you through the process of
choosing your. website's look with one of eight standard| tem-
plates. Each site contains two pages.

® Home Page
Your home page includes your contact information,
an interactive Quick Poll; etc.

® Auction Calendar
The second page is an auction calendar where you can advertise your

upcoming sales:. You have the ability to upload unlimited photos.
Once you post your, auctions to your personallwebsite; they will

appear. on AuctionZip.com and the NAA Auction Calendar.

Your: Savings!

Some companies charge as much as $55 per. month for website hosting.
The NAA and/ AuctionZip.com have waived the monthly hosting fees:. That
saves you $660 EVERY, YEAR!

Keep your website for as long as you are an NAA member, add features to your online
presentation (such as image galleries, document loader or. PDEs through
AuctionZip.com), or. choose another hosting company. You willlonly incur

extra charges! if you upgrade your, services or move your website.

Questions? Please contact
AuctionZip:com at (8114) 623-5078/ or: feedback@auctionzip:com:



marketing

By Tom Burfield

Special to Auctioneer

Tom Jordan, CAI, AARE, ATS, CES, MPPA, has come
up with an innovative way to promote auctions in select
communities.

Jordan, president of United Country — Carolina Auction
& Realty, Raleigh, N.C., takes his message to residents of
local subdivisions by working through their homeowners’
associations.

He estimates that he’s conducted about 100 auctions by
working through these groups.

Although the Internet is now his primary tool for promot-
ing auctions, when he conducts a sale in a residential sub-
division governed by a homeowners’ association, his main
means of drawing a crowd is through fliers or postcards
that he distributes to members of the community.

Successful strategy
That strategy seems to be working.

“The last one we did, we had 150
people show up,” he says.

And the local residents comprise
just the type of crowd he’s look-
ing for. “That is my market for a
personal property auction,” Jordan
says.

People often choose to sell their be-

longings through an auction when

they’re moving to another state or
to another country, he says, because
they don’t want to take all of their
furniture and other possessions with
them.

Though Jordan deals mostly with

the individual homeowner, he
does inform the association
president of his auction
plans.

Auctioneer finds marketing success
through homeowners’ associations

“I don’t want anyone coming up at the last minute and say-
ing, “You can’t do (an auction), it’s against the rules,” he
says. “I also have the homeowner call the president of the
association and say they are planning to do an auction.”

Resolving differences

Jordan rarely has a problem getting permission for an
auction, but if there’s a potential snag, he meets with the
association’s board of directors and explains exactly what
he wants to do.

“I listen to them, they listen to me, and we come up with a
happy compromise,” he says.

Once when an association objected, Jordan asked board
members to show him where their rules prohibited auc-
tions. They were unable to do so.

“When I bring that to their attention, everybody hushes
up,” he says.

Some associations frown on large signs, but Jordan usually
doesn’t use those to announce local sales anyway.

“Not that many people will see the sign,” he says, so it’s
probably not worth the added expense.

Free mailing list

Since his client-homeowner typically has access to the
names and addresses of all the local residents, Jordan takes
advantage of the free, ready-made mailing list.

If the sale is more than an hour’s drive away, he'll mail out
postcards. If it’s closer, he distributes fliers. Jordan says he
places the fliers in newspaper holders beneath the mail
receptacles.

Usually, Jordan auctions personal property, like furniture
and tools, but sometimes he auctions the home and/or lot,
as well.

He displays the furniture along the sidewalk so people can
preview the items up for bidding.

On occasion, he has combined two relocation sales into
a single auction, being careful not to favor one client’s
property over another’s.

That works well, he says, “You just have to keep up with
the paperwork.” OJ
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Sell more by telling better stories

Pique customer interest by revealing the
background of an item

Would it get But if you ask the right questions tion of my son, who refused to leave
your attention and keep your antenna up, you can the store without owning one.
if I told you find stories in almost anything you

a client had a
couple of miles

sell. Indeed, it's hard to imagine a
true antique that doesn't have a story

Obviously, you can't find a great story
in everything you sell. Sometimes it's

of riverfront behind it. just a steer, a tractor, a subdivision
for sale? Prob- home or a repossessed car. That's fine.
ably. Would Let's say you're selling an old sofa But if you start honing your own

Carl Carter, APR  you remember

it? Maybe. But

table. It might not even look that
great, and it could get lost in the

storytelling skills, you'll be amazed at
how it can improve your results.

what if T told you it had belonged to a
fellow who showed up at the Univer-
sity of Notre Dame without tuition
money and convinced the school to
let him attend anyway by promising

shuflle of a large auction. But what if
it came from Gustav Stickley or even
one of his followers? Even if you can't
validate the piece's exact heritage,
you can point to its features and talk

Ask questions. Dig a bit. Use your
imagination. Sell more. OJ

about the influence of that

style.

to pay them back tenfold?

Stories engage people. They get
re-told, spreading the word of your
upcoming sale. They capture people's
imaginations. And that leads to better
sales.

World Wide
College of
Auctioneering

Mason City, Iowa

A few years ago, my son
was considering whether

to purchase a knife that, to
him, looked pretty ordinary.
The blade was black, and

the handle was plain wood.

You may be thinking, "That's fine, but
that was a unique case. My properties

Since 1033
My son was unimpressed.

aren't all that interesting." I disagree. ~ But the dealer told him
Once you change your mindset and the story of how the Ka- . Do You Know Someone Who -
start looking for good stories, you see  Bar knife was designed to Wishes to Become An Auctioneer*

Come To World Wide

We’ll make Them Auctioneers

“I Guarantee It”

Paul C. Behr, President

them everywhere. meet the combat needs of

Marines who carried it in
Korea and Vietnam. "See

that black blade? They

make it that way because a

Here are a couple of other examples
from properties sold by my clients in
2010:

shiny one might give away

e A Kansas farm family prepares to
sell its land after farming it for 120
years.

* A property long known as the
location of "Earl's Fruit Stand" in
downtown Franklin, Tenn., is in

a soldier's position. It's not

fancy, but it's tough as a
knife can be, because when
you're in combat, the last

75 years/35,000 Auctioneers
“Come train with the
Champions”

Call: 1-800-423-5242 for free information

thing you need is a knife
that chips or breaks."
foreclosure and set for an absolute

auction. Don't get me wrong; a Ka-

Bar is a great knife. Butit's
Those stories are all about real estate, ugly, and there are always
plenty around. But the

story captured the imagina-

reflecting my clientele, which is heav-

www.worldwidecollegeofauctioneering.com

ily made up of real estate Auctioneers.
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CONTROL

New insurance covers auction companies
if they lose private client information

By Bryan Scribner
editor

Worker’s compensation insurance remains arguably one
of the most important, yet least understood, products for
Auctioneers, say National Auctioneers Association mem-
bers who offer the coverage.

The problem for Auctioneers largely centers on one com-
mon question: Is the person working for me a contractor
or employee?

“Everybody always addresses it from the tax perspective,”
says Larry Harb of IT Risk Managers Inc., Okemos, Mich.
“Forget the tax issue, that’s a piece of cake.”

The real risk, insurers say, is when an Auctioneer hires a
friend, neighbor, family member or other person on a tem-
porary basis to perform contract work. Examples of this
type of work include moving furniture on the weekends

or helping spot bids for a few hours during an evening
auction.

In these situations, if the contractor is injured, serious

consequences could befall the Auctioneer.

If a contractor breaks her back while helping move a coffee
table down a flight of stairs, she may have no other choice
but to sue the Auctioneer — if he or she doesn’t carry
worker’s compensation insurance — for medical expenses.

“Somebody has to pay for it, and everybody’s kind of point-
ing the finger at each other now,” says Greg Magnus, AIC,
CPIA, asset protection specialist for E.R. Munro and Co.,
Pittsburgh.

Threat of lawsuits

The good thing in the market for insurance, Magnus says,
is many Auctioneers are now better educated about what
they need to decrease risks associated with running an
auction business.

The threat of lawsuits is greater than in the past, he says,
and other businesses are now asking Auctioneers to offer

proof of insurance before they will work with them.

For example, Magnus says certain hotels and fairgrounds
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Auctioneers who hire friends or temporary workers to help unload auction items should con-

sider worker’s compensation insurance, NAA members say.

in which Auctioneers conduct sales now
want proof of general liability insurance.

“It is kind of like one of those necessary evils

— it’s a business expense — where a lot of
times you might not see any benefit until
you have a claim,” Magnus says.

Lynne Seiffert, bond manager for
BondsPlus from Hodges & Associates Inc.,
Marietta, Ga., says Auctioneers need to get
a better understanding of why general li-
ability insurance is so important to running
a business.

“In this society, everybody wants to sue you
regardless of whether it’s your fault or not,”
she says.

Seiffert, though, says Auctioneers are
professional and organized individuals,
and therefore, it’s hard to prove negligence
when claims make it to court.

“They just don’t leave things out in the aisle
that you can fall over,” she says. “That’s just
not their nature.”

New liabilities

Still, Magnus and Harb say one of the
most important things they do as insurance
providers is educate Auctioneers on new
liabilities of the profession.

As a group, Harb says, Auctioneers are a
tough class to insure because their busi-
nesses might be selling small pieces of
personal property one day and large
industrial equipment and supplies the next
day. That’s why it’s so important, he says, to
do business with agents that understand the
industry and can offer appropriate policies.

One new type of coverage IT Risk Manag-
ers offers is database insurance. The product
covers the loss of personally identifiable
information, which many Auctioneers col-
lect from clients during registration for an
auction.

Harb says 45 states now have “database

continued >
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Auctioneers need more than general liability insurance protection for the myriad risks associated
with doing business. Do you know what kind of insurance you would need for every situation? Try to
match the potential risks on the top with the appropriate insurance policies on the bottom.

1. An auction attendee | 2. An antique is destroyed | 3. A bidder claims the Auctioneer |4. Someone steals

slips and breaks his arm | while in transit to the sale | misrepresented an item an auction item

SCENARIOS

POLICY CHOICES BN I CRTEGLELL ST B. General liability C. Errors and omissions

For answers turn to page 58

CALL THE AUTHORITIES!

For more than 45 years, Hudson and Marshall, Inc.
has been America’s Auction Authority.
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National Marketing Center B Southwest Office
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notification laws” on the books that require Auctioneers to contact

customers if personally identifiable information is compromised. He
estimates each record is about a $50 liability, so, an Auctioneer with
5,000 clients in his database has a potential “exposure” of $250,000.

Personally identifiable information includes data such as credit card
numbers, dates of birth, license numbers and Social Security num-
bers.

Insurance programs

Another new product from IT Risk Managers, which offers details of
its Auctioneer Insurance program at www.AuctioneerInsurance.com,

is a half-price, all-in-one policy that includes general liability, profes-

sional liability and care, custody and control insurance, Harb says.
Professional liability protects Auctioneers from errors and omissions,

KIEFER

Auction Supply Co.

which, for example, could involve a claim against an Auctioneer that
asserts auction results failed to meet a seller’s expectations. A care,
custody and control policy protects an Auctioneer from liabilities

I America’s Largest Supplier
to Auctioneers

417 W Stanton
Fergus Falls, MN 556537

(Free Catalog)

(218) 736-7000

www.kieferauctionsupply.com

associated with handling sellers” items.

E.R. Munro’s Magnus says his company is offering a new business-
owners policy, which as of early January was available in 32 states.
The all-in-one program offers general liability, business personal-prop-
erty coverage and care, custody and control insurance. It also covers
losses of money and securities on and off a business’ premises and
allows Auctioneers the ability to add one additional insured business
at no charge, Magnus says. OJ
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An early December auction from Adam A. Weschler &
Son Inc., Washington, D.C., brought more than $571,000,
according to a news release.

The Jewelry, Coins & Watches, American & European
Fine Art and 20th Century Decorative Arts sessions gave
a rt, .
) solid performances.
antli ques,
: Twenty-eight lots of U.S. and foreign gold coins were
collectibles estimated to bring $38,400 to $54,100, and with a 100
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$7,230

$21,150

atches
prices

percent sell rate, the coins sold for $44,039.

Among the watches, an Edwardian lady’s platinum,
diamond and seed pearl pendant watch by Vacheron &
Constantin drove past its estimate of $7,000 to $10,000,
selling to a phone bidder for $28,200.

Highlighting the period jewelry was an art deco platinum,
opal doublet, diamond, blue sapphire and ruby clip, which

surpassed its pre-sale estimate to sell for $11,162.
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Standouts among the gold offer-
ings included an 18-karat yellow-
gold, multi-color precious and
semi-precious stone three-piece
ensemble selling for $2,820 and
a choker length 14-karat yellow-
gold necklace by Tiffany & Co.,
which sold above estimate at

$3,055.

Among a collection of 20th Cen-
tury decorative arts, a set of eight
Tiffany gold favrile glass stem
wines realized $3,525, a set of
eight Tiffany & Co. “Chrysan-
themum?” pattern sterling bouil-
lon cup housings with Lenox gilt
porcelain liners got $3,525 and
a Tiffany & Co. “Chrysanthe-
mum” pattern 217-piece sterling
assembled flat table service sold
for $21,150.

$28,200

A selection of Australian and
Indonesian works of art did well,
with an oil by John de Burgh
Perceval (Australian 1923-2000)
titled “Lady in Paddys River”
fetching $43,375. In addition,

a mixed media on canvas by
Indonesian artist Ahmad Sadali
(1924-1987), Untitled (Abstract
of Nine Gold Bars), sold for
$11,750.

Standouts among the European
works included a Parisian street
scene by Antoine Blanchard
(French 1910-1988), which
received $7,637. A 16th to 17th
Century work, “Madonna and
Child with Saints” brought
$6,462, and a British School
unsigned oil of “The Soldier’s
Return” went for $7,230. O

Auction house opens New York office

Max Spann Real Estate & Auc-
tion Co., Clinton, N.J., is open-
ing an office in New York City,

according to a news release.

Company President Max Spann
Jr., CAl says the company has
experienced increased demand
for its services nationwide.

“Being located in the nation’s
financial, legal and real estate
capital will allow us to better
serve our growing national client
base,” Spann says in the release.

Max Spann’s New York office
will be located at 370 Lexington
Avenue in Manhattan.

In the past year, Max Spann has
conducted dozens of auctions
and competitive-bid events
throughout the nation, including
New Jersey, Pennsylvania, North
Carolina, Ohio, Massachusetts,
Maryland and Delaware. More
auctions are planned for New
York, South Carolina, Colorado,
Illinois and Florida in 2011. O

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

Remi’s dad had a type of eye cancer called
retinoblastoma when he was a child, so when Remi was
born, his mother felt it important to have Remi checked
for it, too. Her motherly instincts proved correct, when,

at just 2 months old, tests revealed little Remi had
tumors in both of his eyes. Remi's mom remembered the
devastation she felt upon learning her baby was suffering
from cancer. “| felt like my whole world was crushed,” she
said. Remi’s doctor quickly provided a referral to St. Jude
Children’s Research Hospital®.

At St. Jude, Remi began receiving chemotherapy.
Because his disease was advanced, Remi was treated
with three types of chemotherapy on a protocol designed
to destroy the tumors in his eyes, with the hope of
preserving his vision. Remi’s mom knows the research
going on at St. Jude contributes to her son’s chance of
beating his disease. | feel that Remi receives top-of-the-
line treatment here. We're at the best place in the world,”
she said.

Remi has completed treatment and was able to return
home this fall. He'll return to St. Jude for regular
checkups. Remi is a curious little boy who loves
Sesame Street and playing with his toy train.

For more information, visit www.stjude.org.

&
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1 year old
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St. Jude Children's
Research Hospital

ALSAC * Danny Thomas
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NAA Auctioneers attribute increase in
storage-unit auction sales to cable shows

The increase in attendance for an
early December storage-unit auction
in Texas was close to 800 percent, ac-
cording to a news release.

LL Auctions, Dickinson, Texas,
conducted the sale of 58 storage units
at Budget Storage in Houston. The
company sold every unit to the record

number of bidders.

“We knew we had to get everyone
registered as quickly as possible and
move the auction along in a timely
manner,” says Lisa Gay, CAl, of LL
Auctions, in the release.

“We began promptly at 10 a.m., and
we were all thrilled when each and
every unit was sold by 2:15 p.m.”

Some units brought $10, while
others sold for $1,600, according to
KHOU-TV.

Gay attributes the record turnout and
auction success to cable TV shows
such as “Storage Wars” and “Auction
Hunters.”

“One of the most frequent questions

we are asked is if it’s like the TV
shows,” Gay says. “I tell new bidders
it’s like sitting in front of a slot ma-
chine — you can spend money and
lose, break even or you just might hit

the jackpot.

We've heard of cash, guns and mo-
torcycles being buried in the back of
some units. It’s the mystery and the

thrill of the hunt that keeps bidders

coming back.”

In addition to the shows, the news
release says the economy has played a
role in increased storage-unit auction
attendance. Bidders are purchasing
units and selling items for profit at
flea markets and garage sales.

Gay says her company is getting a lot
of traffic from its auction listings on
AuctionZip.com.

“In the past, when we posted an auc-

tion on this site, we would see 800

to 1,200 views for that auction,” she
says in the release. “Now we are see-
ing 3,500 to 5,000 views per auction.
That’s a lot more potential bidders.
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success stories

It’s elementary

Children’s auction teaches students, teachers about profession

Blue Fox Benefit Auc-
tions performed an
auction Dec. 17 for

a class of third-grade
students at an elemen-
tary school in Boerne,
Texas, according to a
news release.

Each year, students in
the class earn Cougar
Cash for outstanding
citizenship, and in

Rick Stroud, BAS, and Cindy Soltis-Stroud, BAS,

(center) of Blue Fox Auctions

December, they redeem & Consulting, Boerne, Texas, help third-grade students understand the auction

their “cash” for items
the children donate,

method of marketing in mid-December. Submitted photo.

such as bookmarks. The children

pretend they are at an auction

and the bidding begins.

Cindy Soltis-Stroud, BAS, and
Rick Stroud, BAS, of Blue Fox
Auctions & Consulting, Boerne,
were the Auctioneers for the
event. The National Auctioneers
Association members talked with
the children about the auction
business and worked with the
class on Auctioneer tongue twist-

with intensity and a goal to be
the highest bidder, according

to the release. The challenge for
the children was to keep track of
their Cougar Cash.

In addition to the auc-
tion, the Auctioneers
performed the heads
and tails game. The
winner took away a
handful of beads, and
each student received
a bead necklace from

some students plan to work on
bid-calling techniques so that
they can try auctioneering.

OUR focus is on...

PROFESSIONALISM, QUALITY

and EXPERTISE,

€rs.

Bidding during the event was

a frenzy of excitement and

competition, as each child bid

The more bidders we can bring to
an auction the more money for

that facility.”

In addition to LL Auctions, Mayo
Auction & Realty in Kansas City,
Mo., is experiencing a boom in
its storage-unit auction business,
according to a news release.

“We went from having 10 to 12
normal buyers to 300 people
showing up for our last auction
(Dec. 31),” says Robert Mayo,

Blue Fox.

For the classes’ upcom-
ing spring auction,

CAI, AARE, ATS, the
company's President and
National Auctioneers Asso-
ciation Director. “We would
have never expected the
turnout to be this great.

“People see the show and
think, ‘that is something
that I can do, or, ‘that could
be me, so they come to the
storage-unit auctions hoping
to get that same fame that
they see on the show.” O

We also carry a full line of auctioneer’s
equipment and s?pplies at discount prices for
auctioneers. Call for a brochure and prices.

336-887-1165 ...

336-887-1107 fax

CLASSES HELD FEBRUARY, JUNE,
AUGUST AND NOVEMBER

CHAMPION AUCTIONEERS
ARE INSTRUCTORS

www.mendenhallschool.com

“AMERICA’S TOP QUALITY AUCTION SCHOOL”
since 1962
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member news

Hall of Famer was top livestock Auctioneer

National Auctioneers Association
Hall of Fame member George Kurtz
died Dec. 29. He was 95.

Kurtz was one of the top purebred
livestock Auctioneers in the U.S.,
according to a news release. Kurtz

served as President of the Kentucky
Auctioneers Association and was in
its Hall of Fame.

Kurtz

In addition, he was named to the University of Kentucky's
Animal Science Hall of Fame and as a University of Ken-
tucky Fellow.

Kurtz went to auction school in 1945 and over the next 15
years earned his status as a purebred livestock Auctioneer,

conducting auctions in 18 states, according to the news
release.

On several occasions, Kurtz was an Auctioneer for the
Kentucky State Fair, and in the 1960s, he and his wife,
Jane, along with their children, moved on to real estate
auctions.

Kurtz was a member of the Sturgis United Methodist
Church, for which he taught Sunday school for 20 years.
He also was a member of the Morganfield Lions Club.

Kurtz is survived by his children, Martha Jane Kurtz Wil-
liams, William B. Kurtz, Judge Julia J. Tackett and Kelly
Kurtz Goetz; seven grandchildren; and 12 great grandchil-
dren. O

NAA loses industry leaders in December

Harvill

Two instrumental members of the
National Auctioneers Association
died in December.

A columnist for The Orange County
Register described Chuck Dreyer

as the "premier" benefit Auctioneer
in his county. Pat Harvill, another
NAA Auctioneer who died in the
same month, helped start Hudson &
Marshall of Texas Inc. in 1996.

Dreyer

Dreyer, 72, grew up in Euclid, Ohio, and served in the
U.S. Marine Corps, which he represented as a member of
its swim team. He later worked as an actor in Hollywood
and launched a career in real estate, which included work
in the homebuilding industry and in new-home sales.

Dreyer attended the Western College of Auctioneering
in Billings, Mont., and earned both the CAI and AARE
professional designations from the NAA. He was Chief
Executive Officer of Dreyer Real Estate Auctions Inc.

He returned to the housing industry in 2000, and most
recently, he concentrated 100 percent of his auctioneering
on charitable groups, according to the release.

In his career, Dreyer conducted more than 1,500 special
events and raised tens of millions of dollars for nonprofit
organizations. He was known for his positive attitude and
love of personal interaction.

He is survived by his former wife, Ann; daughter, Jeniffer
Brown; grandson, Tanner Brown; sister, Diane Zeitz; and

brother, Bob.

Among the things Harvill, 55, will
be remembered for most include his
love for family and friends, passion
for the auction industry, interest in
airplanes and admiration for the
University of Texas.

Harvill graduated from the univer-
sity in 1978. He met his wife, Jelia,
at the school, and they were married
March 29, 1980.

Since Harvill was seven years old he helped his uncle, Asa
Marshall, and his business partner, Ben Hudson, with their
auction company, Hudson & Marshall, according to the
release. Harvill officially started working for the company

in 1978.

In 1986, he opened the Texas office, and in 1996 he
helped create Hudson & Marshall of Texas Inc. with his
longtime friend Dave Webb.

Equal in passion to the auction business was Harvill’s love
for flying. He earned his pilot’s license in 1983 and started
a charter jet company.

Harvill is survived by his wife, Jelia; son, Brandon; daugh-
ter, Kristen; parents, Robert S. and Norma; and sisters,
Sharlane Billman and Lynn Rich. O
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Education
Institute

SoTi

Auctioneer

February

Winter Symposium
Feb. 16-19 in Park City, Utah

March

CAI Next
March 20-22 in Bloomington, Ind.

CAI
March 20-24 in Bloomington, Ind.

April
Auction Technology Specialist
April 1-3 in Sacramento, Calif.

USPAP

Baltimore

www.auctioneers.org (913) 541-8084 education@auctioneers.org



member news

NAA updates specialties for
Membership Directory

Members should consider revising information for

“Find an Auctioneer” online resource

By NAA staff

Think of yourself as a potential auc-
tion client.

You have a recreational vehicle and
personal watercraft that have sat idle
in your driveway for five years, and
you want to sell the products via
auction.

You have never used an Auctioneer
before, so in your quest to narrow
the search for the best Auctioneers
in your area, you use the “Find an
Auctioneer” feature on either www.
auctioneers.org or www.NaaAuction.
com.

Among the NAA Auctioneers you're
considering, three look like they
would handle your assets most ap-
propriately. But which one will you
call firse? Which Auctioneer will have
the first opportunity to earn your
business?

Set yourself apart

As a relatively new member of the
community, you know nothing about
the three Auctioneers. At first glance,
their listings on “Find an Auctioneer”
are pretty comparable — they all have
designations after their names, profes-
sional websites and NAA member-
ships that have lasted for 10 years or
more.

The only
difference is
one Auction-
eer reports
his specialty
as residential
real estate;
one says she
specializes in
everything
under the sun; and the other special-
izes in antiques and collectibles, coins,
recreational vehicles and boats.

Although, for your situation, the Auc-
tioneer with four specialties might not
be the best of the three, or even the
one you go with, it’s likely he will be
the one you call first simply because
his specialties seem to align best with
what you have to sell.

Responsible marketing

This Auctioneer’s practice is a good
illustration of responsible marketing,
says Chris Longly, the NAAs Deputy
Executive Director. His listing on the
NAA websites accurately represents
the specialties in which he has experi-
ence, and thus, could lead to more
business.

To help NAA Auctioneers seize the
opportunity to earn more clients
through its websites, the association
has updated and revised its Auction-
eer Directory.

“Highlighting your true specialties will increase
the likelihood of receiving opportunities through

the online directory.”

Chris Longly, NAA Deputy Executive Director

Important: It is not necessary to add
designations, as these are automatically
included following a designee-holders
name. Please note contact information
changes will be reflected in the NAA’s
records and will affect delivery of NAA
communications, including Auctioneer.

“The NAA requests that when review-
ing and updating specialties, members
only select specialty categories in
which they have direct experience,”
Longly says. “Highlighting your true
specialties will increase the likelihood
of receiving opportunities through
the online directory.”

Longly says a claim to an auction spe-
cialty for which an Auctioneer has no
experience is not only misleading but
also a deceptive business practice.

Changes to the directory include the
addition of firearms, jewelry, bank-
ruptcy and other specialty categories.
Longly encourages members to review
and update their online profiles at
www.auctioneers.org. [J

Updating your specialties

The NAA has updated and
revised specialty categories for
its Auctioneer Directory.

To update their specialties,
members should log in to www.
auctioneers.org and visit the
“Member Resources” page.
Here, they can access their
personal profiles at the “Your
Auctioneer Profile” link, which
allows members to update spe-
cialties and contact informa-
tion. NAA Auctioneers also can
upload a photo.

40 FEBRUARY 2011 AUCTIONEER

WWW.AUCTIONEERS.ORG



member news

Members now have online access to

PowerPoint presentations, business advice

By NAA Staff

A large general merchandise retailer is looking for
an Auctioneer to conduct monthly sales of excess
inventory for the next three years — the job has the
potential to net your company millions of dollars.

Your auction business is among five finalists in your
area for the job; however, the retailer's top execu-
tives are skeptical of auctions. In addition to learn-
ing why you are the best choice for their company,
they want to know about the history of auctions,
the advantages of the auction method and the dif-
ferences between absolute and reserve sales.

You have been to auction school and have taken
continuing education through the National Auc-
tioneers Association. Still, you know you'll have to
brush up on a few details before going in front of
the company's board of directors.

Dunng the Great Depression
auctioneers traveled the
country to liquidate the estates
of farmers whos
failed be

bank for

Great Depression

AUCTION SALE
i

THURSDAY,

farms

drought and

¥SUIES

TERMS-CASH. _ “LUR g
.GUY WILBER, OWNER

MNATIONAL AUCTIONEERS ASSDCTATION

The "Auction Presentations" link under the "Member Resources" tab of www.auction-

eers.org features a PowerPoint presentation on auction history.

Plus, you know you will need an impressive presen-
tation, and it will take quite a bit of digging to put
together a history report on the auction profession.

It's something you're certainly capable of, but you have
only one day to put together the information. Where do
you turn?

To start, you could read through back issues of Auctioneer
magazine, search the Internet or make a trip to the public
library. These options are viable, but they're also time
consuming and thus will likely limit how much work you
can put into creating a polished and professional, contract-
winning presentation.

Member resources

In this situation, your best bet is probably the NAAs new
member website at www.auctioneers.org.

Here, under the tab "Member Resources,” NAA members
have access to "Auction Presentations,” which are detailed
PowerPoint presentations focusing on several aspects of the
profession, including its history and the advantages of buy-
ing and selling at auction.

Also under "Member Resources" is a link dubbed "Down-

loads," which takes you to resources such as research stud-

ies, news releases, marketing information and beneficial
advice columns and stories from Auctioneer magazine.

For example, the "Downloads" portion of the website
provides NAA Auctioneers legal information on absolute
auctions, firearms sales and the protection of intellectual
property. It also includes articles on conducting appraisals,
complying with government regulations and the latest in
auction marketing techniques.

The "Member Resources” section of www.auctioneers.org
is just another benefit of an NAA membership. Call (913)
541-8084 if you have trouble accessing the content. [

On the download

The new NAA member website, www.auctioneers.org, features a
"Downloads" link under the "Member Resources" tab with many
useful documents, including these:

¢ Position papers on auction conduct

¢ Auction industry research reports

¢ Advice columns from award-winning marketers

¢ Legal columns from Steve Proffitt and Kurt Bachman

e Stories presenting best business practices for Auctioneers
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national auctioneers foundation

Auctioneers Foundation seeks
Trustee candidates

By NAA staff

Each year three new Trustees are elected, each to a three-
year term, for the National Auctioneers Association’s Board
of Trustees.

To declare your candidacy for the NAF Board of Trustees,
you must submit the NAF Trustee Candidate Application
and Profile form by March 1.

Trustees are expected to take an active role in the gover-
nance of the Foundation, including these responsibilities:

e Strategic planning to chart the future direction of the
Foundation

* DPolicy development in response to major issues that are
currently, or will in future, have a significant impact on
the Foundation and the constituencies it serves

* Approve and monitor performance of Foundation
programs, services and finances

* Maintain accountability to the members, donors, spon-
sors and clients

Candidates must be a National Auctioneers Associa-

tion member in good standing and have either a) been

a member for a minimum of 10 consecutive years, or b)
have completed a full three-year term on the NAA Board
of Directors.

Candidates should be aware of the following:

o NAF Trustees are elected for a three-year term by the
NAA membership during the Annual Business Meeting
at Conference and Show

e NAF Trustees are 100 percent self-funded and use
their personal resources to fulfill their Foundation
commitments, including travel, lodging and incidental
expenses related to Board meetings

To serve, NAF Trustees must ...

e Embrace the mission of the Foundation to provide
funding to advance and enrich the auction community;
and to support and perpetuate the auction method of
marketing by funding research, education and public
relations

e Demonstrate commitment to the Foundation’s objec-
tives by being a donor first and a fund-raiser second,
with a history of giving and the willingness to provide
personal financial support for all Foundation fund-
raising initiatives

e Be comfortable and willing to ask colleagues, peers,
friends and business associates and contacts for finan-
cial and in-kind contributions

Act as an ambassador for the Foundation at all association
and industry functions by educating members and others
in the auction community of the Foundation’s mission and
by promoting and encouraging participation in Founda-
tion fund-raising events

Assign a high priority to Foundation business, including
Board and Committee meeting attendance, conference-call
participation and prompt response to e-mail and other
correspondence

Candidate review

The Nominations Committee will interview, either in
person or by telephone, each candidate from March 1 to
March 15 to review and verify the candidates’ qualifica-
tions and to clarify that the candidates understand and are
willing to accept the Trustee responsibilities. Candidate
profiles will be published in Auctioneer and elections will
take place at the NAF Annual Business Meeting during
the NAA Annual Conference and Show in Orlando, Fla.,
on July 12-16. O
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NATIONAL AUCTIONEERS FOUNDATION
Trustee Candidate Application and Profile

Due: March 1, 2011

Name: Daytime Phone:

Number of years
in the Auction Profession: As an NAA Member:

Member of state association(s):

Number of auctions conducted annually:

Auction specialty:

Briefly describe your career in the auction industry (how it began, how it has evolved to your
current position/status.)

Briefly describe why you would like to serve on the NAF Board of Trustees:

I certify that [ am a current member in good standing of the National Auctioneers Association/Foundation
and that I:

O Have been a member of the National Auctioneers Association/Foundation for at least10
consecutive years.

OR

O Have served a full three-year term on the National Auctioneers Association Board of Directors.

Signature:

1. Completed Candidate Application To: National Auctioneers Foundation

2. Color Photograph ATTN: Carol Jorgenson
8880 allenBne
Overland ark, PS K 66214
cjorgenson@auctioneers.org

Must be received by: March 1, 2011




Auctioneer

Board of Directors

Director, Officer requirements

NAA members who wish to be elected as an Officer or Director of the association at the 2011 International
Auctioneers Conference and Show in Orlando, Fla., in July must announce their candidacy by March 1, 2011.

Candidates must submit ALL of the following by March 1, 2011
1. A letter of intent to seek an Officer or Director position
2. A professional biography
3. A high-resolution professional color photograph of yourself
4. A brief response for each of six questions. You have a total of
500 words to answer all six questions.

Please send the information by e-mail to Hannes Combest at
hcombest@auctioneers.org on or before March 1, 2011.

A profile of each candidate, with their photograph and answers to
the six questions below will be published in the May issue of
Auctioneer, and they will be available on the NAA website. The
profile is intended to help members learn the candidates' goals and
views.

Questions:

1. What is your definition of an Auctioneer?

2. What auction and life experiences do you possess that will
benefit the NAA and the membership by your serving on the
Board of Directors?

3. What changes do you foresee in the profession in the next five
to 10 years, and how can the NAA be best positioned to address
those changes?

4. Please explain what you see as your role, if elected to the Board,
and how you will make a difference in the NAA.

5. Which of the following word(s) best describe your leadership style
and why: Direct, Influencing, Traditional, Detail-focused?

6. What is your understanding of governing an association of
professionals?

Recommended guidelines

The NAA Candidate Review Committee has developed a set of
recommended guidelines to be used in attracting potential candidates
to the Board of Directors. While any member may run for NAA
office, the Candidate Review Committee suggests that candidates be
able to embrace the NAA Code of Ethics as well as the mission and
vision of the organization. In addition, candidates for the Vice
President and Treasurer must have served at least one term on the
NAA Board of Directors, the NAA Education Institute Trustees, the
NAA Auxiliary Trustees or the National Auctioneers Foundation
Trustees. Candidates for Treasurer should also be able to demon-
strate an aptitude for financial management.

Mandatory service of Directors

The following is a list of requirements for service on the NAA Board
of Directors:

The NAA Board of Directors is expected to attend three scheduled
face-to-face meetings, serve on NAA committees as requested by the
President and may be requested to attend and speak at various state
association conventions as an NAA representative. Candidates must
also agree to regularly observe the NAA Discussion Forum on
www.auctioneers.org and aggressively recruit new members for the
NAA.

NAA positions available

Vice President: Elected annually by a vote of the membership; will
ascend to the presidency the next year

Treasurer: Elected once every two years by a vote of the membership
Directors: Two are elected to three-year terms by a vote of the
membership

A complete position description for Director, Treasurer and Vice
President can be obtained by sending an e-mail to Hannes Combest
at hcombest@auctioneers.org.

2011 Candidate Review Committee:

Christie King, CAI AARE, BAS: Chairwoman

John Kramer, CAI, AARE, CES
Darron Meares, CAI, BAS, MPPA

NAA Bylaws (as they pertain to the nominating process)

Scott Musser, CAL BAS
B. Mark Rogers, CAIL, AARE
Randy Wells, CAI, AARE, BAS, CES, GPPA

1. Candidate Review Committee. The Vice President, subject to the approval of the Board of Directors, shall appoint a Candidate Review Committee, the members of which
shall serve for one (1) year or until their successors are appointed and qualified. The Candidate Review Committee shall be appointed soon after taking office and will consist of
the Vice President, the Past President and three other current or former Board members. They will be responsible to:

Screen candidates’ eligibility and assess qualifications for service.
Market volunteer opportunities to potential leaders.

Define leadership development strategies.

Oversee and monitor leadership development activities.

Identify potential Board members and develop a full slate of candidates by March 1.
Work with the Board to identify the optimal Board matrix based on the strengths and needs of the Board (including the need for diversity as defined by the organization).

Nominations from the membership for association positions must be submitted to the association headquarters office on or before March 1 of each year for the election at the
annual meeting. No further nominations shall be made after this date except by the Candidate Review Committee as here after provided.




Vg Education Institute

meweneer 17UStee candidate requirements

NAA members and designation holders who wish to be considered for a position of trustee for the NAA Education Institute
in 2011 must submit information declaring their interest by March 1, 2011.

Two (2) new trustees will join the Education Institute as of the 2011 Conference and Show in Orlando, Fla. Terms are for
four (4) years, and trustees are expected to take a very active role in the planning and implementation of all education
efforts of the NAA. The trustees lead and direct all educational activities of the NAA, from designation programs such as
CAI AARE, ATS, BAS, CES, GPPA and MPPA, to certificate programs, seminars and educational offerings at Conference
and Show.

Trustees must meet the following requirements:
o Have an NAA designation (CAI, AARE, ATS, BAS, CES, GPPA or MPPA)
o Be an active member of the NAA for no less than five years
« Submit a letter confirming a commitment to serve

Trustees candidates should be aware that:
o EI Trustees recommend candidates for appointment to the NAA Vice President
o The NAA Vice President makes the final recommendation of candidates to the NAA Board for approval
o Only two (2) trustees will be appointed
o Terms are four (4) years
o 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
o Leadership positions of Chair and Vice Chair are elected by the trustees

Please answer the following questions
(in 75 words or fewer)

Candidates must submit ALL of the following by
March 1, 2011:

1. A signed letter of intent to seek a trustee position
2. A brief response (75 words) for each of seven
questions listed at right
3. A color photograph of yourself
4. The following profile information:
« Number of years in the profession
» Number of years as an NAA member
» Work history
+ Education
« Community activities
« Membership of any state associations
« Number of auctions conducted annually
« Auction specialty

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.

. Why do you wish to serve on the NAA Education

Institute Trustees?

. What specific talents and skills would you bring to the

Education Institute?

. Should you be appointed, what would you like to

accomplish during your term with the trustees?

. What is your vision for Auctioneer education?
. How has advanced education affected your success in

the auction industry?

. What changes do you foresee in the auction profes-

sion in the next five to 10 years, and how can the
Education Institute make sure the NAA is positioned
to address those changes?

. In your opinion, how can auction education through

the NAA enhance the image of the individual Auc-
tioneer and the auction method of marketing?

Please remember that we need
all information by March 1, 2011.

Please e-mail the requested information to:

~ education@auctioneers.org



NAA
= NAA Hall of Fame Nomination Form

2011

Name of Nominee

Residence Address

City State Zip code

Phone

State Association of Nominee

Business Information

Name of Firm

Position in Firm Number of Associates or Partners in Business

Business Address

City State Zip code

Phone

Personal and Family Information

Spouse’s Name

Does spouse participate in the auction profession? dYes ONo

If yes, explain:

Children (include names and ages)

Name Age
Name Age
Name Age

Does spouse participate in the NAA Auxiliary? UYes UNo

Does spouse participate in the State Auxiliary? UYes ONo

General Professional Information

How long has the nominee been associated with auction business? years.
What percentage of the nominee’s time is actively spent in the auction business? %
How long has the nominee been a member of NAA? years.

Has the nominee specialized in any particular field of auctioneering? O Yes U No

If yes, what field?:




NAA Hall of Fame Nomination Form (page 2)

List educational background of the nominee, including offices held current and past:

List regular auctions conducted, if any, and/or any special individual auctions conducted that brought attention and
credit to the auction profession:

List at least three individuals, who have worked with the nominee or who have knowledge of the nominee’s
worthiness in being considered for this award, whom the Hall of Fame Award Committee may contact:

Name Address
Name Address
Name Address

Previous recipients of the NAA Hall of Fame Award have established general qualifications which they think each
nominee should possess or have shown. Please reflect your personal assessment of the nominee with respect to:
Honesty; High Ethical Standards; Willingness to Share with Others; Standing in his or her Community; State and
National Association; and Contributions to NAA and the Auction Profession

Nominations must be postmarked no later than June 3,2011 Mail nomination form to:
NAA Hall of Fame Awards Committee
c/o National Auctioneers Association
8880 Ballentine
Overland Park, KS 66214

Submitted by (please print)

Residence Address

City State Zip
Phone

Nomination recommended by (state association)




Sample Press Release

NAKA

g

Auctioneer
FOR IMMEDIATE RELEASE

Contact: Chris Longly

National Auctioneers Association
(913) 541-8084
clongly@auctioneers.org

Auctioneers ‘Sold’ on National Auctioneers Day
Saturday, April 16, 2011

Overland Park, Kan., January 25, 2011 — The third Saturday in April marks a special in the lives
of auctioneers every year as ‘National Auctioneers Day’ is celebrated. This special day is
recognized by auctioneers as a day to reflect back on one of history’s oldest professions and
celebrate the industry’s future.

Auctioneers celebrate ‘National Auctioneers Day’ by offer their ‘voices’ to a range of charities
and philanthropies as a way of giving back and giving thanks to the communities and customers
they serve.

The last bastion of the competitive free enterprise system, auctions and the age-old profession
of auctioneering continues to grow every year. It is estimated that approximately a quarter-
trillion dollars in goods and services are sold by live auction every year in the United States.
Online or on the lawn, auctions continue to grow in popularity with consumers. Bidders enjoy the
thrill of competition with an auction and the rush that comes with the chase for treasures.
Auctions are one of the most effective and efficient means of turning assets into cash quickly.
Most importantly, consumers come back to auctions time and time again because of the fun and
entertainment.

The National Auctioneers Association (NAA) and its members, encourage the public to enjoy
Saturday, April 16 by attending an auction. To learn more about auctions, find an auction or
auctioneer near you, visit NAAauction.com.

HH#H

About the National Auctioneers Association (NAA)

Headquartered in Overland Park, Kansas, the National Auctioneers Association (NAA)
represents the interests of thousands of auctioneers in the United States, Canada and across
the world. Founded in 1949, the mission of the NAA is to promote the auction method of
marketing and enhance the professionalism of its members through education and technology.
To learn more visit Auctioneers.org or NAAauction.com.
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National Auctioneers Day Proclamation

National Auctioneers Day
April 16, 2011

A PROCLAMATION

WHEREAS, auctioneering is one of history’s oldest professions,
WHEREAS, auctions are the last bastion of the competitive free enterprise system;

WHEREAS, auctions continue to be the most effective means of establishing fair market
value. No more. No less;

WHEREAS, the auction industry today contributes approximately a quarter-trillion
dollars in sales each year to the United States economy;

WHEREAS, auctioneers create a competitive marketplace and connect buyers with
sellers wishing to sell their assets for the highest dollar value;

WHEREAS, the National Auctioneers Association and its members strive to advance
the auction method of marketing and uphold the highest standards of professionalism in
serving the American public;

WHEREAS, auctioneers are proud business owners who support their communities;

WHEREAS, a National Auctioneers Day has been observed for more than 20 years by
State and local governments and private organizations;

WHEREAS, the designation of National Auctioneers Day by the [CITY/STATE] will
heighten the awareness of the public of the contributions made by auctions and
auctioneers to the history of our Nation and its economy;

NOW, THEREFORE, I, [OFFICIAL’'S NAME and TITLE) do hereby proclaim Saturday

April 16, 2011 as “National Auctioneers Day” and call upon the community and partner
organizations to celebrate with appropriate ceremonies to acknowledge these efforts.

Date:

Signature:
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NAA
;msg MEMBERSHIP APPLICATION

=
Ructioneer To apply for membership in the NAA, choose one of these application methods:

Please complete all four [0 Complete this form with credit card information and fax to (913) 894-5281
sections of this form. O Complete this form and return with payment to: NAA Membership, 8880 Ballentine,
Overland Park, KS 66214

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

MEMBERSHIP TYPES

[ $300 (1 Ye
An active Auctioneer that subscribes to the NAA Code of Ethics and embraces the NAA Mission and Vision. ? {1 Year)

LI REGULAR Voting Member (Printed Materials) L1535 (2Years)
[0 $725 (3 Years)

Online member is an active Auctioneer receiving all correspondence through online and electronic formats.

[J ONLINE . L . $225
Voting Member (Digital Materials)

O AFFILIATE Individuals who are not Auctioneers but who are involved in auction or auction-related business with the $500
purpose to provide goods and services to Auctioneers and the public. Non-Voting Member (Printed Materials)
Employees of Active Members who are not Auctioneers. Auction-related professionals representing the real

[ ASSOCIATE estate, finance and legal industries should apply for Associate membership. Non-Voting Member (Printed $225

Materials)

An Active member and his/her spouse or significant other that subscribes to the NAA Code of ethics and
[0 MEMBER + SPOUSE embraces the NAA Mission and Vision. Includes Auxiliary membership for spouse for one year. Voting Member $450
(Printed Materials) Spouse’s Name (Must Complete):

OPTIONAL FEES

I NATIONAL AUCTIONEERS | The National Auctioneers Foundation is the fundraising partner of the NAA. Funds promote the auction
FOUNDATION DONATION profession and industry. Donations are tax deductible. 350

The Auxiliary is a source for the promotion and advancement of the auction team. Membership is open to all

0 MEMBERSHIP NAA -
members and spouses. One year membership per person.

$25

LIS O Self O Spouse *Auxiliary Member's Name (Must Complete): PO
MEMBERSHIP INFORMATION (Please Print) TOTAL AMOUNT DUE | $
First Middle Last B PAYMENT INFORMATION
Nickname O Payment Plan

[ Check Enclosed ($USD) [ Credit/Debit Card See Reverse

Company Name

Credit Card # Exp. Date (MM/YY)
Address
Card Holder Name (Print)
City State Zip
Signature
Phone Fax
S AUCTION SPECIALITIES
bl It is recommended that you indicate your specialities. This information is available on the
NAA web site where the public can search by speciality. You may choose up to FIVE.
Web Site O Antiques & Collectibles [ Firearms
. . L O Appraisals O Govt. Surplus Property & Seizures
O Check here if you are a previous member or a member of a state association. O Art & Galleries O Heavy Equipment & Construction
O Male O Female O Auto & Motorcycles Machinery
O Bankruptcy O Industrial & Manufacturing Equip.
Number of Years in Indust Year of Birth O Benefit & Charity O Intellectual Property
eSS RY earorar O Boats & Water Sports O Jewelry
O Business Liquidations & Office [ Real Estate, Commercial/Industrial
Equipment O Real Estate, Land
Name of auction school attended if applicable O Coins [ Real Estate, Residential
O Collector Cars & Vintage Equipment O Off-Road & Recreational Vehicles
O Estate & Personal Property [ Restaurant, Food & Spirits
Referred By (Optional) O Farm, Ranch & Livestock O Trucks, Trailers & Transportation

By completing and sub i ) icati n the National Auctioneers Association. If accepted, | will abide by its laws, support its bylaws, support its objectives, comply with the NAA's code of ethics and pay the

established dues. — Contributions or gifts to National Auctioneers Association are not tax deductible as charitable contributions for income tax purposes. Upon submitting application, member agrees to abide by NAA Code of Ethics.




NAA Member Benefit Highlights

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

NAAAuction.com

Auction Calendar

Built specifically for the consumer,

this website provides the public with
information and education about the
profession and industry, and connects
buyers and sellers with NAA Auctioneers
and their auctions.

Constant Contact

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

Auctioneer magazine

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

Auction E-News

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

each month.

Industry Insights

Free online seminars presented by
industry professionals teach today’s
business essentials to help you run your
business more successfully.

Online Mentoring and
Networking Forum

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

NAA Education Institute

The NAA is dedicated to providing
professional development opportunities
for the auction industry. Members enjoy
discounts on all educational events,
seminars, designation and certification

programs. Designation programs include:

CAl, AARE, ATS, BAS, CES, GPPA and
MPPA. Learn more at www.auctioneers.

org or e-mail education@auctioneers.org.

Buyers' Guide

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

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

NAA Credit Card Program

& Free Check Recovery

Save on processing rates when accepting
credit card payments from your sellers for
their purchases. Call Cardmaster
Solutions at (866) 324-2273.

NAA Knowledge Center

Watch or download previous Conference
& Show educational seminars, past IAC
competitions and other NAA educational
sessions. Each month, NAA members
have access to a free seminar from a
previous Conference and Show. Call
(888) 711-1138, ext. 241 to purchase an
individual, track or all-access pass.

Discounted Advertising Rates

Reach your target buyers thanks to the
NAA's exclusive auction advertising
programs. Your NAA membership
entitles you to discounted advertising
rates with USA TODAY, Investor’s Business
Daily,The Wall Street Journal and The
Network of City Business Journals. Other
contracts available on request. For more
information, call USA TODAY at

(703) 854-6446 or Satellite ProLink, Inc. at
(800) 510-5465.

Free Website Design & Hosting
Members can individualize information
about their company and post auctions
with their very own free website. This
program also includes free web hosting
when you pay just $9.95/year for the URL.
Call Auction Zip (814) 623-5059.

Workers’ Compensation Insurance
NAA offers a deviated Workers’
Compensation insurance program
through the Blue Valley Insurance
Agency. Premium prices vary by state
and by payroll. For a quote, call

(877) 451-0618 or visit https://bvia.
agentform.com/auctioneer/quote.

NAA Insurance

(Health and E&O)

The NAA is able to offer solutions that
can provide you, your loved ones and
your company with the right balance of
care and service based on your personal
preference, needs and budget. Programs
available nationwide! Call (913) 754-7800.

Publications

“Waiting For the Hammer to Fall - A
Guide for Auctioneers” and “Auction
Law” by Kurt R. Bachman and Joshua

A. Burkhardt provide legal guidance
and up-to-date information on issues
Auctioneers encounter in their course of
business.

NAA Payment Plan

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

Regular Membership ($300)
$100/month for three consecutive months
Online Membership ($225)
$75/month for three consecutive months
Member and Spouse Membership ($450)
$150/month for three consecutive months

PLEASE CHECK ONE - REQUIRED
0 Payment by Credit Card: By checking this box, |
understand the terms and conditions of the payment

plan and authorize the NAA to automatically apply
payment to my credit card on the 25th of each month
(three consecutive months).

O Payment By Check: All payments by check must be
received by the 25th of each month (three consecutive
months).

*Please Note: Failure to make three consecutive monthly
payments will result in the cancellation of your NAA
membership.

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

IF EMAILING OR FAXING FORM, PLEASE MAKE SURE
TO INCLUDE BOTH FRONT AND BACK PAGES.

Mission
To promote the professionalism of auctioneers and
auctions through education and technology.

Vision

The National Auctioneers Association will unify and lead
the auction and competitive bidding industries so they
will be increasingly utilized as the preferred method of
sale for personal and real property in all segments of the
economy.

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

|

www.auctioneers.org
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new members

Welcome new members!

Arkansas

John David Hohenstein
3223 Corinth Road
Nashville, AR 71852

www.americanamusementauctions.

com
tripod@cswnet.com

(870) 845-1514

Cody Sing

1240 Coles Chapel Circle
Branch, AR 72928
cody_sing@hotmail.com

(479) 438-0369

Michael Brandon Sing
834 Coles Chapel Circle
Branch, AR 72928
bsing65@gmail.com
(501) 920-7818

James W. Stanley II1

564 Skyline Dr

North Little Rock, AR 72116
jamesstanleyl4@yahoo.com

(501) 952-5168
California

Donna M. Cardoza
Storage Auction Experts
2930 Greer Rd Ste 194
Turlock, CA 95382
alamo380@sbcglobal.net
(209) 667-5797

Daniel West

West Auctions Inc

P O Box 278

Woodland, CA 95776
danielw@westauction.com

(530) 661-0490
Colorado

Roberta Lyn Tabor

Cissy's Auction & Appraisal
P O Box 266

Loma, CO 81524
rm2.cissy@gmail.com

(970) 216-9988

Florida

Paul Barattini

Manor Auctions

2415 N Monroe St Ste 260
Tallahassee, FL 32303
WWww.manorauctions.com
goldbuyer@ymail.com
(850) 523-3787

John Clyde Barnett

Betton Place Antiques LLC
2208 Monticello Dr
Tallahassee, FL 32303

civilwartiques@yahoo.com

(850) 508-8531

Lesley Erin Fredric Barnett
Betton Place Antiques LLC
2208 Monticello Dr
Tallahassee, FL 32303
civilwartiques@yahoo.com

(850) 508-3755

Malcolm J. Mason

Manor Auctions

2415 N Monroe St, Ste 260
Tallahassee, FL 32303
Www.manorauctions.com
malcolm@manorauctions.com

(850) 523-3787

John D. Wright

Manor Auctions

2415 N Monroe St Ste 260
Tallahassee, FL 32303
WWWw.manorauctions.com
john@manorauctions.com

(850) 523-3787
Idaho

Ashley Musick
Musick and Sons

426 W 7th St North
Middleton, ID 83644
(208) 954-6866

Kyle Steven Musick
Musick and Sons

426 W 7th St North
Middleton, ID 83644
kyle@musickauction.com

(208) 954-6866

Indiana

Frederick A. Catron
5219 Normal Ave
Indianapolis, IN 46226
fred_catron@yahoo.com

(317) 679-7735

Jason Duane Flower
Auctions Unlimited LLC
3605 W Landis

Angola, IN 46703
jason@myauctionplace.net

(260) 243-0650

Wilgues Jean-Pierre

John-Zatkoff LLC/www.bukibid.com
1934 Jamestown South Dr

Fishers, IN 46038
www.bukubid.com
bukubid@gmail.com

(317) 331-5227

Jeffery E. Polk

Polk Auction Co
72435 State Rd 15
New Paris, IN 46553
jeff@polkauction.com

(877) 915-4440

Marcus Eugene Shively
7317 W 800 S

Rossville, IN 46065
mshively3@hotmail.com

(765) 491-2416
Kansas

Ryan Earl Seger

Seger's Auction *Estate Sales* Ap-
praisals

215 N. Main

Ulysses, KS 67880
charla@pld.com

(620) 356-1995

Kentucky

Hunter William Shearer

United Country — Lakes and Land
Realty

869 Mogg Rd

Albany, KY 42602
hunter@countrylakesandland.com

(606) 306-2995
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new members

Louisiana

John E. Guinn

Guinn Auction Co.

1511 N Sherman St
Jennings, LA 70546
www.guinnauctions.com
john@guinnauctions.com

(337) 246-0021

Maine

Hap Moore

Hap Moore Antiques Auctions
Box 16

York, ME 03909
www.hapmoore.com
hapmoore@hapmoore.com

(207) 363-6373
Maryland

Spencer Michael Davis
Steve Dance Auction Co
9848 Middle Meadow Rd
Ellicott City, MD 21042
sdavis2585@gmail.com
(410) 977-1122

Massachusetts

Lenny Brescia

New England Auction Solutions, LLC
1 Old Orchard Circle

Boylston, MA 01505
www.newauctionsolutions.com
lenny@neauctionsolutions.com

(508) 320-3554
Michigan

Robert Poole

RJ Montgomery & Associates
695 Amelia

Plymouth, MI 48170
robert@rjmauctions.com

(734) 459-2323
Missouri

Jason Lee Wallingford

United Country

50 Harvest Hills

Maywood, MO 63454
hetp://www.ucwalingford.com
jlwally@markewain.net

(573) 478-3325

New Hampshire

Shannon Ryan Aubin

Asset and Estate Liquidators, LLC
346 Bedford Rd

New Boston, NH 03070
www.assetandestateliquidators.com
assetandestateliquidators@comecast.net

(603) 325-2991

George S. Foster IV

The Complete Auction Service
16A Rangers Dr

Hudson, NH 03051
gsfiv@yahoo.com

(603) 848-7450

Mary McGlauflin

McGlauflin Group Auctioneers
99 Fairgrounds Rd

Plymouth, NH 03264
WWww.mcgauctions.com
marytm@mcgauctions.com

(603) 536-3448

Thomas McGlauflin
McGlauflin Group Auctioneers
99 Fairgrounds Rd

Plymouth, NH 03264
tomm@mcgauctions.com

(603) 536-3448
New Mexico

Natalie Arndt

Re/Max Premiere Realtors
3701 San Mateo Blvd NE
Albuquerque, NM 87110
nataliearndt@comcast.net

(505) 615-0158

Charles M. Clair

1307 Hawaii Ave
Alamogordo, NM 88310
di.mick@msn.com

(575) 491-4368
New York

Ona M. Curran

Ona Curran Appraisals
140 Creek Rd
Esperance, NY 12066
WWW.onacurran.com
ocurran@nycap.rr.com

(518) 875-7049

North Carolina

Christopher Brian Merritt
489 Blue Newkirk Rd
Magnolia, NC 28453
rod01king@comcast.net
(910) 289-2414

Jeffery Dwayne Pennell
8807 Dune Ridge Ct
Emerald Isle, NC 28594
jeff@jeffpennell.com
(252) 725-1602

Ohio

Matthew Richard Bowers
16561 Rd 20

Fort Jennings, OH 45844
mattbowers06@gmail.com

(567) 204-6512

John C. Michalski

P O Box 6

Oak Harbor, OH 43449
jmichalski@usa.com

(419) 898-6516

Scott Mihalic

Mihalic Associates & Auctioneers
LLC

602 South Street B-15-B
Chardon Ohio, OH 44024
scottmihalic@gmail.com

(440) 796-4739
Tennessee

J. Dale Bolding

Alexander Auction/Mid South Horse
Auction

946 Parkers Levee Rd

Martin, TN 38237
jdalebolding@frontiernet.net

(731) 587-5475

James C. Cates

McCarter Auction, Inc.
3140 Newport Highway
Sevierville, TN 37876
www.mccarterauction.com
jcates76@gmail.com

(865) 453-1600

continued >
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new members

State Auctioneer association upcoming events

February tion convention, Gatlinburg
4-5 — Oklahoma State Auctioneers As- 18-20 — Kentucky Auctioneers Associa-  17-18 — Auctioneers Association of
sociation convention, Oklahoma City

sociation conference, Bloomington

tion convention, Jamestown North Carolina convention

June

3-5 — Nebraska Auctioneers Association

4-6 — Missouri Professional Auctioneers
Association conference, Jefferson City To have your state associa-
tion events listed here, e-mail

information to bscribner@

5 — West Virginia Auctioneers Associa-
i . conference, North Platte
tion convention, Roanoke ) .
5-6 — Tennessee Auctioneers Associa-

12-14 — Illinois State Auctioneers As-

Texas

Robert W. Burley

Burley Auction Group
134 Deborah Drive

New Braunfels, TX 78130
burleyauction.com
info@burleyauction.com

(830) 629-9280

Teresa L. DeWilde

T and T Auction Horse
16306 Helm Ct
Crosby, TX 77532
(713) 416-0166

Michael J. Ernest

Real Solutions

1422 Montgomery Lane
Southlake, TX 76092
www.realpro.biz
mjern@charter.net

(888) 777-6084

LeeRoy Galindo

4017 W Rogers Rd
Edinburg, TX 78541
leeroy.galindo@yahoo.com
(956) 358-9863

Terry Hatcher

All Ages Enterprises LLC
113 E Main St

Pflugerville, TX 78660
terryhatcher@sbcblobal.net
(512) 484-2554

Jason Roy Jarel

823 E Main St
Tomball, TX 77375
(281) 381-7542

Rusty Alan Jeffcoat

P O Box 7005
Conroe, TX 77306
jeffcoatrl @gmail.com

(832) 868-4256

Tim McKensie

L-Sells

2522 Hwy 3
Dickinson, TX 77539
tmckensie@comcast.net

(281) 337-3194

Audri Rose Muirhead

2455 Jefferson Court Lane #1226
Arlington, TX 76006
audri@auctionsquad.com

(972) 977-8583

Carla E. Quinn
11902 Turtle Gate Dr
Houston, TX 77070
reab12@gmail.com
(832) 372-8239

Mark William Riley

109 Kristi Way
Weatherford, TX 76087
markriley04@gmail.com
(817) 584-8902

Chere' Denise Simmons
226 VZCR 3532

Wills Point, TX 75169
chere_simmons@yahoo.com

(972) 567-7706

John W. Stahl

The Stahl Group

P O Box 270826

Flower Mound, TX 75027-0826
jws25@verizon.net

(214) 415-8008

Terry L. Stump

T and T Auction Horse
16306 Helm Ct
Crosby, TX 77532
nssco231@gmail.com

(713) 416-0166

auctioneers.org.
Virginia

Michael Perry Cooper

United Country — Atlantic Coast
Auction & Realty Group

121 Northvail Dr Apt #4D
Madison Heights, VA 24572
mcooper90@aol.com

(434) 660-8905

Darryl Raymond Dunn
1225 Clearwater Ln
Chesapeake, VA 23322
darrylerindunn@verizon.net

(757) 377-5178

Carlton Timothy Wingfield Jr.
United Country — Atlantic Coast
Auction & Realty Group

3975 S Amherst Hwy Ste 201
Madison Heights, VA 24572
www.wingfield-online.com
wct2l@msn.com

(434) 929-1623

West Virginia

Richard A. Blackwood

1345 US 60 East

Milton, WV 25541
andystractors@suddenlink.net
(304) 654-7182

Canada

Ontario

Brent Shackleton

Shackleton's Real Estate & Auction Co.

Perth Road 113 #3715
Stratford, ON N5A 6S3
www.shackletons.ca
shack@shackletons.ca
(519) 271-2646
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new members

“Why | joined the NAA”

“[ joined the
NAA to be able
to network with
professionals in
the same trade
that I am in and
the ability to use
the tools that the
NAA offers to its

members.”

Jason Wallingford

United Country — Central States
Land & Auction

Quincy, Mo.

“[ joined the NAA
in relation to my
excitement and
anticipation for
this industry and
my new career
as an Auction-

eer, but also so

that I have every

opportunity to

be informed of industry news, updates,
rules and regulations. I am looking for-
ward to being able to take advantage of
many benefits that are offered through
the NAA, such as insurance, education

“Having retired as

a 911 dispatcher
after 25 years, 1
decided to join
my husband,
John Cardoza,

in this exciting

industry. I am
looking forward
to learning more
about auctions
to further expand our business, Storage
Auction Experts.”

Donna Cardoza

and industry expos.”

Col. Roberta “Cissy” Tabor
Cissys Auction & Appraisal
Loma, Colo.

Bring Intemnet Bidders
To Your Next Auction

Affordable, Proven Complete Unlimited Live Web Site

Live real time intemnet bidding
Live audio & Live video
Online silent auction system
Complete clerking software
Runs on your web sile
Unlimited auctions

No per auction fees

Mo per auction commissions
24 hour support

ALREADY HAVE A WEB SITE?

Let LUJOHNS add the tools you need
to bring more bids for more profits.

Choose what you need now and add more
later or take it all and have the most powerful
auction web site available.

LUJOHNS ENTERPRISES

800 243-4420
413 443-2500
INFO@LUJOHNS.COM

we Bidder @&
Central con

Storage Auction Experts
Turlock, Calif:

Texas .
Auctlon

Academy”
”\

LEARN

Auctioneering

from America’s Top Industry Leaders
& Champion Auctioneers

2 01‘

1
Course Dates:
March 12-3¢

June 4-1)

September 118
November 1229

972-387-4200
www.TexasAuctionAcademy.com

Texas Workforce Commission Approved ¢ Strategic Partner with United Country®

America’s Auction Academy!

WWW.AUCTIONEERS.ORG

FEBRUARY 2011 AUCTIONEER 57



industry spotlight

SChank ym

to our Advertisers
1-800-The Sign
Auction Flex
Basinger Audio Systems

CUS Business Systems

Customized Newspaper Advertising....25

E.R. Munro

Hudson & Marshal Inc. ........ccocecveennee KV
Ken Hall

Kiefer Auction Supply

Liquid Asset Partners

LuJohns Enterprises

Mendenhall School of Auctioneering...37
Multipar Bidding System

Proven Software

Texas Auction Academy
United Country
USA Today

World Wide College of Auctioneering..29

Key 1.b 2.a 3.c 4.a Source: IT Risk Managers Inc.

_f: % o S S
NAA ?luxifiary
L The National Auctioneers Association iiluxi(ia? is now accept-

ing a}a})(ications for co(fege scﬁo(arsﬁtjos it awards every year at
Conference and Show in July.

e

Scholarship Committee Chairwoman and Auxiliary Director
' Kim Ward, BAS, CES, says the Auxiliary has raised more than
L $76,000 and has awarded 5o scﬁofarsﬁyz)s since 1993.

The organization raises money for the scholarships in many
© ways, most notaqf}%/ through its annual Fun Auction at Confer-
' ence and Show. The 2010 event raised about $6,300.

i T ey

g A }ofication (%uicfefines for the National Auctioneers Association
uxi(iary sc o(arsﬁiys are as fo(fows:

~+ Must be a child or a grandchild of an NAA Auxiliary
Member with continuous memﬁersﬁiy since ‘Jan. 1, 2006
Must be gmcfuating from an accredited ﬁigﬁ school

Must be accepted as an undergraduate at a qualified college,
university or school’ of tecﬁno(ggy or must be an undergrad-
uate who has comy(etec[ the _past year at a quaﬁ’ﬁecf co fege,
university or school’ of technolo,

S ¢ Candidates cannot be past ﬂuxt(iary Scﬁofarsﬁi}a winners

1 but can qp}afy more tﬁZn once

e W

3 Scﬁofarsﬁi}o ?l}a lications will be distributed 6y request with a
- deadline of ‘J—"eg 23, Scﬁo(arsﬁi}o }mcﬁets are available with a
| requirec{ com}o(etion }aacﬁet return }aostmaréed Ey March 15.

s

- Fora }aacéet, contact Kim Ward via e-mail at kim@wardauc-
tion.net or 1775 Fodderstack Mtn Loop, greenevi(fe, TN, 37745. -
For questions, call (630) 740-5860.
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Auction Snow

USA TODAY and the National Auctioneers Association have partnered
to bring you a weekly advertising feature that allows you to reach your
target audience on a

Member discount also applicable to online opportunities,
USA TODAY’s International Edition, and Real Estate
Features (Close to Home and Life on Vacation)

USA TODAY has a daily national circulation of over 2.2 million
¢ 4.4 million own a principle residence
Homes = * 3.6 million have a household income of $100,000+
: » 2.9 million have a household asset value of $1,000,000+
< 1.8 million own real estate in addition to primary residence
* 2.0 million have a total real estate value of $500,000+

Source: 2007 MMR, HHI $85k+ and 9/07 ABC Publisher’s Statement

To reserve your ad space or for questions, please contact: %“

Kelly E. McNeil, Account Executive TODA
kmcneil@usatoday.com - 703.854.6446 &. .

Auctioneer usatoday.com
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Need Feace @l /%/2(/,7

Continuing &
Advanced Education

/ t ;!‘A
nventory, =\
Lead Flow & _,7"
Generation vy

Time |

Management 'T"‘ i
Vs

Advertising/
Marketing/Branding

Business
Operations

Cutting-edge i
Technology &
Operating Systems

Creating
Strategic Partners

Networking
Opportunities

lr{‘.

? United
p 0untry\

)

Auction Services

When you're doing everything on your own, it can put quite a load on your mind. Even the most intelligent and
hard-working auctioneer can start to feel overwhelmed by the pressures of the job. United Country Auction

Services lowers your stress level and eases your mind by providing top-quality support across a broad range of
areas. Why divide your mind and your attention? Put United Country to work for you.

. For more information or to explore the availability of
Cg{}ff& franchise opportunities in your market, call
JOUTREY 1-800-444-5044 or B

Auction Services  Visit www.UCAuctionServices.com mf

Ructioneer

Comprehensive & Continual Training | Innovative Marketing | Unlimited Networking Opportunities | Cutting-Edge Technology



