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CONFERENCE & SHOW

MARK YOUR
CALENDARS NOW
TO ATTEND

S A V E  T H E  D A T E S

SPOKANE,  WASHINGTON
JULY 17-21,  201 2

SPOKANE CONVENTION CENTER

INDIANAPOLIS,  INDIANA
JULY 1 6-20,  2013

JW MARRIOTT HOTEL

WWW.CONFERENCEANDSHOW.COM

Why Aren’t You Earning MORE Money?
 Are You Losing Out On Equipment 
Appraisal Business From Lenders?

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

No other organization provides its members with 24/7
support, Appraiser’s Resource Database, complete
and proven turn-key marketing program, and a USPAP
compliant Summary and Desktop Certified Appraisal
software.

Find out more by requesting our exclusive CMEA
Preview Pak filled with information you need to know.
You’ll be glad that you did! 

(866) 632-2467
www.nebbinstitute.org

NOW is the time to work “Smarter
Rather Than Harder!”

INVESTIGATE
What You’re
Missing...

http://www.1800thesign.com
http://www.conferenceandshow.com
http://www.nebbinstitute.org


AUCTIONEER | JANUARY 2012 [5]www.auctioneers.org

Auctioneer
18 First-hand knowledge 
 Director brings passion  
 for continuing education

6 From the President
 Bylaws, articles revisions

JANUARY 2012 | VOLUME 64 | NUMBER 1

8 Provide feedback
 Board seeks comments  
 on potential changes 

10	Selling real estate
 Summit to focus on  
 technology, relationships

 14 Spokane preview 
 C&S city offers many   
 outdoor activities

22	Online extravaganza 
 Donations are pouring in 
 for NAF auction

24 Stamp auctions  
 Time commitment is  
 crucial for this niche

26 St. Jude auction  
 NAA members entertain,  
 give toys at annual event

36	Personal property 
 Rare, tangible items  
 are selling well 

46 Red tape    
 Online licensing laws,  
 new taxes on horizon

60 Photo technology   
 Professional images bring 
 higher prices for real estate

42	Cost of service  
 Avoid the legal process  
 in some situations

44	Selling short
 Foreclosures require   
 lender, seller consent

57 Copy that sells   
 Follow these tips  
 to improve writing

The official publication of the National Auctioneers Association

40	 Auction families 
50 State association news
50	 Success stories
52	 Auction schools

54 New members
61	 FillerWords
62	 WebPage 
64 Industry spotlight

20 Trustee candidate form
21 Director, officer form
58 Membership application

65	 MarketPlace
65 Advertiser index

www.auctioneers.org

CONTENTS

MEMBER PROFILE

NEWS & FEATURES

BUSINESS PRACTICES

NETWORKING

DEPARTMENTS

24

36

46

Auctioneer is published at the first of the month, with 10 printed issues and one online-only issue annually. Auctioneer is a 

means of exchanging ideas that will serve to promote the Auctioneer and the auction method of marketing. The views ex-

pressed by columnists do not necessarily reflect the opinions of the National Auctioneers Association. Periodicals Postage 

paid at Shawnee Mission, KS, and at an additional mailing office (USPS 019-504). POSTMASTER: Send address changes to 

Auctioneer magazine (NAA), 8880 Ballentine St., Overland Park, KS 66214-1900. Copyright © 2012 by the National Auction-

eers Association. Materials may not be reproduced without permission.

http://www.auctioneers.org


[6] JANUARY 2012 | AUCTIONEER www.auctioneers.org

Christie King
CAI, AARE, BAS, NAA President

National Auctioneers 
Association Presi-
dent Christie King, 

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

Board of Directors in 
2006. She has served 

as an Education 
Institute Trustee, as 

a member of several 
committees and as 

NAA Vice President 
for two terms. King 

and two brothers 
represent the fourth 

generation of leaders 
for J.P. King Auc-

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

King Benefit Auc-
tions LLC, Gadsden, 

in 2007.

FROM THE PRESIDENT
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Let me begin by wishing you a very happy new 
year! With the advent of a new year, it is human 
nature to want to begin a new habit, a new sea-
son, and for the National Auctioneers Associa-
tion, a new organization — maybe not new, but a 
little different.

In this month’s issue of Auctioneer, you will read 
about the NAA Vision 2015 Task Force’s recom-
mendations (Pages 8-9) to the NAA Board of 
Directors. The recommendations outline sugges-
tions for how the NAA could be transformed to 
meet 21st-century challenges.

In the past few years, we have concentrated our 
efforts on making sure we are on strong financial 
ground. While we haven’t reached our reserve 
goal of $650,000, we are close. As a result, we 
now need to focus on how we can help members 
meet the challenges of a weird economy, potential 
state and federal regulations, ever-changing tech-
nology and a consumer base that has different 
expectations from auction professionals than did 
generations before them. The Task Force says we 
no longer can do this alone. We must form strong 
auction teams that can meet the demands placed 
on us. 

From this assumption, the Task Force recom-
mends several revisions to the NAA Bylaws 
and to the Articles of Incorporation. At their 
fall meetings, members of the Board of Direc-
tors, National Auctioneers Foundation Board of 
Trustees, Education Institute Trustees and the 
National Auctioneers Auxiliary Board of Trustees 
reviewed the Task Force recommendations. Each 
group had an opportunity to provide feedback. 
The Task Force then reviewed this feedback and 
came back to the NAA Board with its final set of 
recommendations.

Request for member feedback

The Board discussed these recommendations 
during its conference call in late November. No 
action was taken because the Board now wants 
to hear from NAA members. They want to know 
what you think of these recommendations. Some 

of them may generate an impression that the 
organization is “turning its back” on our history 
and tradition. But in fact, we remain commit-
ted to honoring tradition and building an even 
stronger organization on this foundation. We 
are committed to ensuring that the NAA is here 
in the future for our children and grandchildren 
and for the future generation of auction profes-
sionals that enters our business.

Read the recommendations, think about them 
and let us know how you feel. The NAA has taken 
no action. 

Our intention is to bring member feedback to the 
Board of Directors meeting in April, and at that 
time, the Board will determine if the NAA is go-
ing to move forward with the revisions. Members 
will vote on any revisions to be made to the Ar-
ticles of Incorporation at the annual meeting. The 
Board will vote on revisions to the Bylaws during 
its July meeting.

As you read this, I ask that you keep in mind two 
things: 1) there is no underground conspiracy be-
ing made to eliminate the traditional Auctioneer 
from this organization — just the contrary. We 
want to make sure there is business for everyone 
in the auction profession. 2) NO ACTION HAS 
BEEN TAKEN. 

We want to hear from you! Contact informa-
tion is available on Pages 8-9, and of course, you 
can always call the NAA directly and speak to 
CEO Hannes Combest, CAE, at 913-563-5423 or 
e-mail her at hcombest@auctioneers.org. Many 
of the Board members will be attending state 
Auctioneer association meetings through the end 
of March. Talk to us!

It is a new year. We want to know the direction 
you think the NAA should take.

Bylaws, Articles revisions: 
Let us know what you think
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Task Force 
recommends 
major changes  
for the NAA
Modification to 
association’s name 
among suggestions
By NAA Staff

The National Auctioneers Associa-
tion Vision 2015 Task Force has 

made several recommendations to 
the NAA Board of Directors.

The Task Force presented the sug-
gestions with the belief that they will 
ensure the NAA continues to provide 
relevant and valuable educational op-
portunities and representation for the 
auction industry.

NAA President Christie King, CAI, 
AARE, BAS, says the Task Force 
recommends that educational oppor-
tunities are made available to auction 
professionals regardless of their role 
in the business.

She says that in order to make this a 
priority, there were two supporting 
recommendations:

1) The Task Force 

recommends that 

any auction professional 

be allowed to join the 

organization as a voting 

member.

Marvin Henderson, a member of the 

National Auctioneers Foundation 
Board of Trustees, says he supports 
this recommendation. 

“I have a team of people in my office 
that are responsible for my business’ 
success, but they don’t believe they 
are ‘Auctioneers,’ and as a result they 
have been reluctant to be involved in 
the association,” he says. “They are, 
however, auction professionals, and 
they want to be involved in an organi-
zation that will help them become 
better. Having better trained staff 
will result in a positive benefit for my 
business.”

2) The Task Force 

recommends that 

the name of the organi-

zation be changed to the 

National Auction Asso-

ciation. 

Presidential Appointee Tom Saturley, 
CAI, a member of the Vision 2015 
Task Force, says while the change 
may seem inconsequential, its mean-
ing is significant. 

“If the NAA is going to have those 
individuals who are involved in our 
businesses as members, then we need 

Provide  
feedback
During a November conference 

call, the National Auctioneers 

Association Board of Directors 

discussed recommendations from 

the NAA Vision 2015 Task Force. 

The Board unanimously approved 

the concepts, but it directed NAA 

staff members to begin obtaining 

feedback from NAA members on 

the Task Force’s suggestions. 

The recommendations will be 

discussed at the State Leadership 

Conference in March as well as in 

presentations from various Board 

members at state Auctioneer as-

sociation meetings.

Members who wish to pro-
vide feedback may do so in 
an e-mail to NAA CEO Hannes 
Combest, CAE, at hcombest@
auctioneers.org. Feedback will 
be presented to the Board dur-
ing its April meeting.

NAA President Christie King, CAI, 

AARE, BAS, says the Board has not 

finalized any decision or any revi-

sion. It is its goal to obtain as much 

feedback as possible on the Task 

Force’s recommendations. A white 

paper that discusses the group’s 

recommendations is located on the 

NAA’s website, www.auctioneers.

org. Go to the “Member Re-

sources” section and click on the 

“Downloads” link.

“It is critical that we hear from our 

members on these issues,” King 

says. “After all, it is the members’ 

association.”
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a name that is much more inclusive,” he 
says.

The Task Force presented the recommen-
dations, and several others, to the NAA 
Board of Directors during the Board’s 
October meeting. The Task Force also 
discussed its suggestions with the NAF 
Board of Trustees, the Education Institute 
Trustees and the NAA Auxiliary Board of 
Trustees.

After taking into consideration feedback 
from the respective groups, the Task Force 
created and sent final recommendations 
to the NAA Board of Directors. The Board 
reviewed these during a conference call in 
November. 

In summary, the recommendations are 
as follows:

1. Create one level of membership that 
allows all members to vote

2. Change the name of the organization 
to the National Auction Association

3. Eliminate the Immediate Past Presi-
dent position from the NAA Board of 
Directors

4. Make it a presidential decision 
whether or not to appoint an outside 
individual to the Board

5. Reduce the number of Education 
Institute Trustees by three (the NAA 
Treasurer would no longer serve and 
two other Trustee positions would be 
eliminated — reduction would occur 
through attrition)

6. Eliminate one year of service from 

the tenure of the EI Trustees (from 
four to three years)

7. Eliminate the Candidate Information 
Review Committee — create a Nomi-
nating Committee that would be 
responsible for submitting up to two 
candidates per vacant position (in-
dividuals who wish to serve without 
nominations could still run as long 
as they met the deadlines specified in 
the Bylaws)

Some of the recommendations would re-
quire a revision to the NAA Bylaws, which 
can be reviewed with appropriate notice to 
members. The name change and any revi-
sion to the composition of the NAA Board 
of Directors would require a revision to 
the Articles of Incorporation, which would 
require a vote at the Annual Meeting on July 
19, 2012, in Spokane, Wash. 

By NAA Staff

In May, the National Auctioneers Association’s Council on Fu-
ture Practices produced “Give Me Five, Now Ten … Years Into 

the Future.”

The white paper focuses on trends its authors believe could have 
a significant effect on the auction business in the next five to 10 
years. These trends are economic uncertainty, government regula-
tions, the “freemium” concept and technology.

The council made several recommendations, through the paper, 
to the NAA Board of Directors. Most were focused on education 
and the development of external relationships for auction profes-
sionals.

“That paper, and the discussions that brought it together, were the 
catalyst for thinking, ‘what can the NAA do to prepare the auction 
professional for the future?’” says NAA President Christie King, 
CAI, AARE, BAS.

In response to the council’s document, King created the NAA 
Vision 2015 Task Force, of which she is a member. The Task Force 
was charged with preparing the NAA to address the changes iden-
tified by the Council on Future Practices.

While the council’s discussions focused on the industry, the Task 
Force’s challenge was to look into how the NAA’s structure should 
change in order to have the flexibility necessary to address future 
changes in the industry. 

“We wanted to make sure that the NAA, as an organization, could 
also have ‘opportunity agility,’ just as auction businesses can,” King 
says.

King says the Task Force was carefully selected to ensure its mem-
bers were from different backgrounds and had diverse views. In 
order to make sure that the group focused on the association and 
not the industry, the Task Force was asked to immerse itself in the 
study of association management.

Task Force members read best-selling books, as chosen by the 
American Society of Association Executives, and they talked 
about best practices with chief staff officers of other organizations. 
From the group’s research, it formed several recommendations.

As the auction industry has changed, the Task Force believed it 
was important that the organization representing the industry 
recognized that change. No longer could an auction be managed 
by a single individual, says John Schultz, Vice President of the 
Council on Future Practices and a member of the NAA Vision 
2015 Task Force. 

“The industry is more complicated now than it has been,” Schultz 
says. “We now need a team of individuals to manage the auction 
process: marketing, clerking, customer development, contracts, 
technology and more. But during our discussions, we realized 
that the NAA was built for the solo Auctioneer. That now has to 
change.” 

Paper, Task Force spur calls for change
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Summit to focus  
on technology  
for increasing  

real estate sales
Professional speakers  

plan to lead  
panel discussions

By Bryan Scribner
editor

T
here are many ways real estate 
auction professionals could be 
leaving money on the table.

And the Real Estate Auction Summit 
on Feb. 7-8 in Atlanta might be one of 
the best resources for learning how to 
get it back.

Two well-known real estate trainers 
plan to discuss how to build success-
ful, long-term relationships, how to 
properly use the latest technologies 
and how to increase sales 
and performance.

Verl Workman, technology 
and sales guru, says his 
presentations will provide 
auction professionals with 
the knowledge that they’re 
not alone — the tools, pro-
cesses and people are out 
there to help them achieve 
at the highest levels.

“When I’m done, we’re going to blow 

them away with what they’re capable 
of doing,” Workman says. “There’s go-
ing to be a frenzy of Auctioneers that 
are going to raise their hands and say, 
‘I want more.’”

Sales animal

Workman, known as the “Freaking 
Sales Animal,” has experience as a 
small business owner, entrepreneur 
and corporate executive. He’s a real 
estate sales expert who also specializes 
in marketing, self-promotion, manage-
ment and technology.

He is co-founder of Pinnacle Quest 
Consulting and Automation Quest, a 
company sold to homes.com in 1999. 
Workman also has experience in on-
line real estate auctions.

He says his training sessions focus on 
the following:

•  The proper application of  
technology
•  Sales tactics and client 
relationships
•  Business efficiencies and 
project management
•  Lead tracking, follow-up 
and conversion

A lot of people, Work-
man says, use technology 
just because it’s available, 
and that’s not the cor-
rect approach. Instead, 

salespeople should focus on practical             

Workman
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applications of new technologies and 
ways in which they can maximize re-
turn on investment.

In his presentations, he plans to recom-
mend software and web-based tech-
nologies, particularly those available 
through cloud computing, that will help 
auction professionals improve sales in a 
difficult real estate market.

$1,000 an hour

Salespeople, he says, place too much fo-
cus on miscellaneous tasks within their 
businesses, and the most important 
part of their jobs — selling real estate 
— often gets the smallest percentage of 
attention. Like other entrepreneurs, he 
says auction professionals get bogged 
down in paperwork and spend too 
much time on $15 an hour tasks when 
they should be working for $1,000 an 
hour.

“This is an exciting speech for me to 
give,” Workman says. “It’s outside of my 
normal presentation, and it’s allowed 
me to do a deep dive into the Auction-
eer business.”

He recommends that business own-
ers rely more on assistants, virtual 
assistants and technology to take care 
of various tasks on which they could 
be losing money. At the Real Estate 
Auction Summit, he plans to share best 
practices for making this happen.

Feb. 7
8:30 A.M.

“Maximizing	Productivity	Through	
Better	Technology”

Verl Workman  
technology and sales guru

BrEAk

Panel	discussion:	“Real	Estate	or	
Information	Technology:	Which	
Business	Are	You	In?”

Moderator Stephen Karbelk, CAI, 
AARE, National Commercial Auc-
tioneers, Tulsa, Okla.

LuNCH

“The	Critical	Path	to	Doubling	
Your	Sales	in	2012:	How	to	Be-
come	a	Freaking	Sales	Animal”

Verl Workman

BrEAk

Panel	discussion:	“From	RFP	to	
Closing	the	Deal	on	Complex	
Sales”

Moderator Verl Workman

Panel	members:

J. Craig King, CAI, AARE, J.P. King 
Auction Co. Inc., Gadsden, Ala.

R.D. Schrader II, CAI, Schrader Real 
Estate & Auction Co. Inc., Columbia 
City, Ind.

Max Spann Jr., CAI, Max Spann 
Real Estate & Auction Co., Clinton, 
N.J.

BrEAk

4 P.M.

Sponsor	presentations

4:30 P.M.

Cocktail	reception:	“Meet	Your	
Sponsors”

Feb. 8
8:30 A.M. – 4 P.M.,  
iNCLudiNg LuNCH

Terri	Murphy,	e-communications	
strategist,	real	estate	trainer	and	
entrepreneur

Four,	90-minute,	highly	interactive	
training	sessions	on	the	following	
topics:
•	 Developing	and	managing	strategic	

alliances

•	 Measuring	success	and	failure	in	the	

market

•	 Recruiting	top	performers

•	 Planning	for,	and	managing,	growth

•	 Increasing	sales	force	performance

Summit registration includes 
complimentary continental break-
fast, lunch and refreshment breaks 
each day. The special NAA rate for 
DoubleTree Hotel Atlanta Airport 
is $99 per night. This rate is only 
available until Jan. 23. Call (404) 
763-1600 to make your reserva-
tion. If you have questions, please 
contact Tara Truitt at (913) 563-
5432 or e-mail education@auc-
tioneers.org. Register at tinyurl.
com/3fv74et.

REAL ESTATE AUCTION SUMMIT

2012 Real Estate Auction Summit Schedule

continued »



REAL ESTATE AUCTION SUMMIT

His humorous, hands-on presentations will help auction 
professionals learn how to create value for their clients and 
drive people to respond favorably to their messaging, he says. 
He plans to present practical marketing tactics that will keep 
clients engaged on an ongoing basis.

Engagement is a key topic for the summit’s other featured 
trainer, Terri Murphy, e-communications strategist and entre-
preneur.

A real estate veteran with 28 years of experience, 
Murphy is a consultant to the National Asso-
ciation of Realtors and an author who recently 
penned a book with Donald Trump. She is a 
contributor for many national publications, and 
she has appeared as a guest on several national 
television news programs.

Murphy is Chief Information Officer for U.S. 
Learning Inc. and President of Terri Murphy 
Communications Inc.

She’s a proponent of creating long-term, mean-
ingful strategic partnerships through the use of electronic 
communications.

“Strategic relationships are built on mutual respect, admira-
tion and confidence,” she says. “Just asking people for referrals 
or just having your resources isn’t enough.”

Strategic relationships

During her Real Estate Auction Summit presentation, she 
says she will present auction professionals with a matrix that 
provides step-by-step instruction on identifying, engaging 
and creating relationships with new clients.

Online social networks can help salespeople build the trust 
necessary to foster current and future relationships; however, 
it’s still about people doing business with people, she says.

Therefore, it’s essential business owners understand that a 
simple Internet presence on social networks such as Face-
book, Twitter and LinkedIn is not enough. Salespeople must 
be active online, and they must know how to use these tools 
effectively.

Content, including video, must be relevant in order to create 
rich relationships with clients and increase profits. Murphy 
recommends marketing and editorial content with a purpose 
— auction professionals must convince social media followers 

to check back with them on a regular basis.

Then, using several social media tools, clients should all be 
invited to a central location: a blog-based website at which the 
“party,” as she calls it, is occurring. At this site, auction profes-
sionals should serve as expert resources that provide concise 
and relevant information, such as tips for buying or selling a 
home at auction in a turbulent market.

She says she plans to offer summit attendees resources and 
best practices for making the most of their social 
media efforts. Her training sessions will include 
examples of real-world success stories, actionable 
ideas and instruction on communications strate-
gies.

Murphy compares the opportunities in the auc-
tion market to those that retailers have during 
the holiday shopping season, in particular Black 
Friday.

“The basis for auctioning is competition,” she 
says. “That creates excitement. That creates a 

concern that you might not get what you want. You have to be 
able to create the energy around what you do.”

Interactive education 

In addition to presentations from Workman and Murphy, 
the Real Estate Auction Summit program includes panel 
discussions with some of the auction industry’s top real estate 
professionals.

Stephen Karbelk, CAI, AARE, of National Commercial 
Auctioneers, Tulsa, Okla., plans to moderate “Real Estate or 
Information Technology: Which Business Are You In?”

This session will help auction professionals better understand 
how to balance the demands of real estate businesses while 
they manage information technology at the same time. 

Another panel discussion, “From RFP to Closing the Deal on 
Complex Sales,” includes the following National Auctioneers 
Association members:

•  J. Craig King, CAI, AARE, of J.P. King Auction Co. Inc., 
Gadsden, Ala.

•  R.D. Schrader II, CAI, of Schrader Real Estate & Auction 
Co. Inc., Columbia City, Ind.

•  Max Spann Jr., CAI, of Max Spann Real Estate & Auction 
Co., Clinton, N.J. 

FEATURE

Murphy
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By Tom Burfield
contributing writer

I
f you plan to attend the 63rd Interna-
tional Auctioneers Conference and 
Show in Spokane, Wash., on July 17-
21 at the Spokane Convention Center, 
you’ll find there’s almost as much to 
do outside the conference as there is at 
the show itself.

Downtown Spokane is packed with attrac-
tions within walking distance of the two 
conference hotels — the DoubleTree and 
the Red Lion at the Park.

“We have a very walkable, safe downtown,” 
says Dana Haynes, Communications Di-
rector for Visit Spokane.

Walking distance

From the hotels, you can easily walk to at 
least 60 restaurants and 14 wine-tasting 
rooms, she says.

Both hotels are on the banks of the cascad-
ing Spokane River, which flows through 
downtown Spokane. You can enjoy a 
relaxing walk through the paved Centen-
nial Trail along the riverbank or take the 

SkyRide over Spokane Falls.

At 100-acre Riverfront Park, just a few 
steps from the hotels, you can ride on the 
100-year-old Looff carousel or visit the 
I-Max Theater.

Spokane is a major shopping hub, with 
a large downtown mall and numerous bou-
tiques, Haynes says.

And the city has a vibrant arts scene with 
a performing arts center and the North-
west Museum of Arts and Culture, where 
the “really fascinating” Smithsonian Dig 
It! The Secrets of Soil exhibit will be on 
display, Haynes says.

Hikers can walk along the 37-mile Centen-
nial Trail, which stretches from Riverfront 
Park into Idaho. And Riverside State Park’s 
hiking and biking trails are within 10 min-
utes of downtown.

Some NAA members say Spokane is simi-
lar to Boise, Idaho, in many ways.

Largest theme park

If you’re an amusement aficionado, consid-
er the Silverwood theme park, just north 
of Coeur d’Alene, Idaho, less than 50 miles 

Conference and Show site features wine tasting, 

several parks, shopping and many opportunities 

to enjoy the outdoors 
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FEATURE

from Spokane. It’s billed as the Pacific Northwest’s 
largest theme park and has more than 65 rides and 
attractions, with three roller coasters, including a 
vintage wooden ride and a water park, Haynes says.

Spokane is known for its superb wines, and guided 
tours are available of the 20 wineries in the region.

The weather should be just right during Conference 
and Show. The average high temperature during July 
is a comfortable 83 degrees.

The hotels are only a 10- to 15-minute drive from 
Spokane International Airport. Both hotels have 
courtesy shuttles available. A cab ride downtown 
costs about $20.

Easy travel

The airport is served by several major airlines, 
including Alaska, Delta, Frontier, Southwest, United 
and U.S. Airways. It has eight restaurants, free Wi-Fi 
and eight on-site rental car companies, says Todd 
Woodard, the airport’s Director of Business Devel-
opment and Public Affairs.

To make your stay extra enjoyable, a couple of 
Northwest Auctioneers are planning some special 
activities for visiting National Auctioneers Associa-
tion members.

At the Welcome Party, attendees will be treated to a 
Pacific Northwest barbecue hosted by Merle Booker, 
CAI, GPPA, of Booker Auction Co., Eltopia, Wash.

Booker and some of his agricultural clients, includ-
ing Easterday Farms, Brad Boersma Farms and 
Sunny Farms, plan to treat visitors to some “Pacific 
Northwest hospitality” in the form of barbecued 
beef, lamb and pork, along with a few surprises, 
Booker says.

Big prizes to highlight 
this year’s trade show

Don’t miss your opportunity to win big prizes and learn about the 

auction industry’s latest products and services during this year’s 

trade show. The 63rd annual International Auctioneers Conference and 

Show schedule features trade show time that does not compete with 

educational sessions, providing every attendee an opportunity to visit 

with vendors and participate in prize drawings.

Prize drawings

Similar to the past two years, prize drawings will again take place 

every day on the trade show floor. There will be several drawings 

Wednesday and Thursday beginning at 4:45 p.m.

On Friday, prizes ranging in value from $100 to $500 will be drawn 

about every 15 minutes, from 10:30 a.m. to 1 p.m. Conference and 

Show attendees must fill out an Exhibitor Stamp Card and turn it in to 

registration by 10 a.m. Friday to be included in that day’s drawing.

Don’t miss out on your opportunity to enter and win. It’s easy to 

participate!

TRADE SHOW HOURS
Wednesday, July 18 ..............................................................................10:30 a.m. - 5 p.m.
Thursday, July 19..................................................................................10:30 a.m. - 5 p.m.
Friday, July 20 ..............................................................................................9 a.m. - 2 p.m.

continued on Page 17 »
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NAA discounted rate  
$129 plus taxes
322 North Spokane Falls Ct.,  
Spokane, WA, 99201
www.doubletree.com 

•	 Conveniently connected to the 
Spokane Convention Center by a 
skywalk, great for those with  
limited mobility

•	 Complimentary airport shuttle
•	 Complimentary Internet in 

guestrooms
•	 Dining options: 

 » Shutters Café offers full breakfast 
for casual diners

 » For breakfast on the go, visit 
Shutters’ barista/bakery featuring 
Starbucks® coffee 

 » Spencer’s Steaks and Chops offers 
fine dining served in upscale ambi-
ance for lunch or dinner

 » In-room dining is available from 6 
a.m. – 10 p.m., Sunday-Thursday 
and 6 a.m. – 11 p.m. Friday  
and Saturday

•	 Spencer’s lounge, the perfect spot for 
smaller and/or private gatherings, 
is open during lunch and dinner 
hours and is equipped with a full 
bar stocked with local and regional 
wines, on tap and bottled beer, and 
fine spirits

•	 24-hour self-service business center
•	 Outdoor swimming pool
•	 Fitness center
•	 Self parking and valet service  

(fees required)
•	 Some of the conference ancillary 

events such as the Auxiliary events 
and the smaller private events/
luncheons will take place at the 
DoubleTree

Red Lion at the Park
DoubleTree By Hilton  
Spokane City Center

NAA discounted rate  
$89 plus taxes
303 West North River Dr.,  
Spokane, WA, 99201
www.spokaneredlionpark.com

•	 Short, scenic walk to Spokane  
Convention Center

•	 Complimentary airport shuttle
•	 Complimentary wireless internet in 

guestrooms and foyer
•	 Microwaves/refrigerators in all  

guest rooms 
•	 Dining options: 

 » Atrium Café & Deli offers casual 
dining breakfast, lunch and dinner. 
For meals on the go, the Atrium 
Café also offers a complete menu 
of healthy sandwiches, snacks and 
take-out delights

 » Roaring start breakfast buffet 
(children 10 and younger eat free 
with each adult)

 » In-room dining 6 a.m. – 11 p.m.
•	 Park Place lounge and deck offers 

fabulous seasonal drinks, light meals, 

 appetizers and snacks as well as live  
 entertainment, dancing and large- 
 screen televisions. The lounge accom 
 modates larger groups and is a perfect  
 spot for networking opportunities
•	 Business center
•	 Outdoor swimming lagoon with wa-

terfall and slide (in season) and year-
round indoor lap pool and whirlpool

•	 Complimentary fitness center  
and sauna

•	 Complimentary self parking - valet 
service available

•	 Easy access to Riverfront Park activi-
ties such as mini golf, IMAX theatre, 
Looff Carrousel, Spokane Falls Skyride, 
Pavillion Amusement Park rides, pony 
rides, tour train and more

Reservation (deadline is May 23) 
Contact NAA Travel to receive the NAA discounted group room rate at (877) 363-9378 (International callers:  
1 (203) 772-0470). Hotel reservation cutoff is May 23. Reservations and changes will be accepted on a space available 
basis only. Conference rates are subject to change at any time. 

Acknowledgement/Confirmation 
Each room reservation will be acknowledged in writing by NAA Travel.  Please allow three weeks after you submit your 
hotel reservation. Upon receipt of this acknowledgement: (1) Check the arrival and departure date for accuracy. (2) Check 
the confirmed hotel and room type listed (single, double, etc.). (3) Review the hotel’s cancellation and refund policy.

Cancellation/Changes 
PLEASE do not be a “NO-SHOW.”  All cancellations must be made with NAA Travel prior to July 1. NAA Travel will issue 
a cancellation number as proof of your cancelation. After July 1, all cancellations must be made directly with the hotel.  
Please write down the name of the person you speak to and the cancellation number.  Save this for future reference.

Confirmation number 
Hotel confirmation numbers are not available from NAA Travel.  NAA Travel will provide you an acknowledgement of your 
hotel reservation. Do not travel to Spokane without a written acknowledgement from NAA Travel.  

Travel
Call NAA Travel at 877-363-9378 
(203-722-0470 international) and ask 
them to research the lowest available 
airfare for your travel dates and times.  
NAA Travel is available 8:30 a.m. - 5:30 
p.m. EST Monday - Friday.

Car rental
Avis is the official car rental company 
for the NAA Conference and Show. 
To take advantage of these special 
discounted rates, contact NAA Travel at 
877-363-9378  8:30 a.m. to 5:30 p.m. 
EST  Monday – Friday. Or if you wish 
to book your Avis car rental with any 
other source, please use the discount 
code  AWD # T819900.

Conference and show  
HOTEL COMPARISON
Stay with us, and lunch is on us.
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The menu hasn’t been 
finalized, but Booker says 
one thing is certain: “It will 
be something more than 
just a hot dog or hamburg-
er you’d get at a restaurant.”

Country music

He’s also planning a tasting 
event with wines from 
three or four local wineries.

And some top-notch 
entertainment has been 
called in.

Scott Musser, CAI, BAS, of 
Musser Bros. Inc., Pasco, 
Wash., has booked an 
appearance by the Chris 

Ward Band.

The six-piece group spe-
cializes in classic country 
and classic rock and plans 
to perform at the Welcome 
Party barbecue.

Booker also is working on 
some additional activities 
for later in the week.

Rafting, golfing

He hopes to arrange a visit 
to Spokane’s DAA North-
west auto auction, and 
he’s planning a trip on the 
Snake River through Hell’s 
Canyon, North America’s 
deepest river gorge, on 

Sunday afternoon after 
Conference and Show.
“It’s a very historic, wild 
and scenic river,” he says.

Musser says golfers will en-
joy playing a round on the 
Coeur d’Alene Golf Course 
with its famous floating 
green.

There should be even more 
to do in Spokane than 
there was at Conference 
and Show in Boise, Idaho, 
Booker says.

“I’m excited about my auc-
tion family coming to see 
me,” he says. 

Stay with us, and 

lunch is on us!

Conference and Show registrants who stay 

at one of the event’s two host hotels, 

the Red Lion at the Park or the DoubleTree, will 

receive $45 in complimentary lunch vouchers. 

The vouchers are available only to Full Pack 

and Supersaver 1 registrants. Attendees can 

redeem these vouchers at any one of two 

designated food stations on the trade show 

floor from 11:30 a.m. to 1 p.m. Wednesday 

through Friday only. The vouchers will be 

included in registration packets.

http://www.xcira.com
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By Sarah Bahari
contributing writer

Jimmie Dean Coffey sauntered down the hallway of 
the Indiana University Memorial Union, inspect-
ing his basketball newly signed by the 1976 NCAA 
champion Indiana men’s basketball team.

A group of people stopped the boy and asked if he had 
any interest in selling his basketball. 

“Maybe, if the price is right,” Coffey, then 12, replied.

One of the men suggested an auction, and so they 
headed to the front of the Memorial Union and sold the 
basketball in an impromptu gathering. The ball went 
for $150, which to the 12-year-old boy in 1976 was like 
winning the lottery.

Coffey would eventually learn that group was the inau-
gural class of the Certified Auctioneers Institute, and 20 
years later, he would receive the same training.

Importance of education

Recently elected to the National Auctioneers Associa-
tion Board of Directors, Coffey, CAI, AARE, BAS, CES, 
GPPA, says he plans to stress the importance of auction 
education and training, such as CAI, during his tenure.

“The auction industry has come a long, long way in 
the past 35 years, since the onset of CAI,” Coffey says. 
“Before then, Auctioneers did not have much of an 
education platform.

“When we’re handling the estates or entire life savings 
of families, we should have good, solid educations and 
be held to high professional standards.”

Auction education 
began early for  
first-generation 
Auctioneer,  
Board member

MEMBER PROFILE

National Auctioneers Association Director Jimmie Dean 

Coffey, CAI, AARE, BAS, CES, GPPA, was first exposed to 

the auction profession when he was 12. In 1976, members 

of the inaugural class of the Certified Auctioneers Insti-

tute helped him sell a basketball at the Indiana Univer-

sity Memorial Union. In 1983, he graduated from auction 

school, and he has been focused on continuing his auc-

tion education ever since. File photo
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As Auctioneers face numerous challenges 
in the coming years, education will be 
even more important, says Coffey, of 
United Country — Coffey Realty & Auc-
tion in Bloomington, Ind.

Working in today’s economic climate con-
tinues to be difficult for Auctioneers, who 
must adjust the expectations of clients 
while remaining optimistic, he says. In 
addition, he says, effectively communicat-
ing through a variety of channels to reach 
people of different ages and generations 
will prove among the biggest challenges.

“We have people 
who still read news-
papers, people who 
read e-mails, people 
who read texts and 
nothing else, people 
who do social net-
working and people 
who have never 
touched that stuff,” 
he says. “It’s not 
like years ago when 
you put an ad in a 
newspaper, and it 
reached everyone.”

Jack Christy, of 
Christy’s of Indiana 
Inc. in Indianapo-
lis, says Coffey will 
provide a fresh 
perspective to the 
NAA Board.

“He is innovative and forward-thinking,” 
says Christy, CAI, BAS, CES, MPPA. “He 
can think inside and outside the box and 
come up with new ideas for marketing or 
running a business.”

Coffey will provide the Board with first-
hand knowledge on how to run a success-
ful business, says NAA Education Institute 
Chairman Marc Geyer.

“He has a passion for auctioneering, a lot 
of insight into the industry and a strong 
background in education,” says Geyer, 

CAI, AARE, BAS, CES, of Mesa, Ariz. 
“He’s very good at engaging people and 
bringing their ideas to the table.”

Paying the bills

As a first-generation Auctioneer, Coffey 
says he knows how difficult it is to start a 
business. After graduating from Reppert 
Auction School in 1983, Coffey had little 
luck convincing clients to trust a 20-some-
thing novice.

To pay the bills, he followed his father’s 
footsteps and took 
a job as a firefighter 
with the city of 
Bloomington, run-
ning auctions on the 
side. Coffey remains 
a firefighter today, 
working 24-hour 
shifts and devot-
ing the rest of the 
time to the auction 
company he co-owns 
with his wife, Phyllis.

As a young man, 
the NAA, Indiana 
Auctioneers As-
sociation and CAI 
were instrumental in 
helping Coffey build 
his business.

“I would not be 
where I am today 
without those three 

things,” he says. “I am very thankful and 
want to give back in any way I can.”

Coffey has already given back, more than 
he even realized for years. The man who 
bought his basketball in 1976 donated it 
to the CAI, and that same inaugural class 
sold it again for $1,500 to support the fol-
lowing year’s institute.

“Funny how things come full circle,” Cof-
fey says. “I was glad to know that basket-
ball did so much good.” 

Funny how 
things come full 
circle. I was glad 
to know that 
basketball did so 
much good.
Jimmy Dean Coffey, CAI, AARE, 
BAS, CES, GPPA
Coffey Realty & Auction 

Bloomington, Ind.

MEMBER PROFILE

http://www.satelliteprolinkcom
http://www.satelliteprolink.com


AA members and designation holders 
who wish to be considered for a position 

of  trustee for the NAA Education Institute 
in 2012 must submit information declaring 

their interest by March 1, 2012.

Two (2) new Trustees will join the Education 
Institute as of  the 2012 Conference and Show in 
Spokane, Wash. Terms are for four (4) years, and 
Trustees are expected to take a very active role in 
the planning and implementation of  education 
efforts of  the NAA. EI Trustees plan and lead the 
educational activities of  the NAA, from designa-
tion programs such as CAI, AARE, ATS, BAS, 
CES, GPPA and MPPA, to certificate programs, 
summits and educational offerings at Conference 
and Show.

Trustees must meet the following 
requirements:

 ■ Have an NAA designation (CAI, AARE, ATS, BAS, 
CES, GPPA or MPPA)

 ■ Be an active member of  the NAA for no less than five 
years

 ■ Submit a letter confirming a commitment to serve

Trustee candidates should be  
aware that:

 ■ Trustees are required to participate in monthly confer-
ence calls and attend three (3) face-to-face meeting each 
year (one of  which takes place at and Conference and 
Show).

 ■ EI Trustees recommend candidates for appointment to 
the NAA Vice President

 ■ The NAA Vice President makes the final recommenda-
tion of  candidates to the NAA Board for approval

 ■ Only two (2) Trustees will be appointed
 ■ Terms are four (4) years
 ■ Trustees may not serve two consecutive terms and may 

not serve concurrently on the NAA Board, other than 
the NAA Vice President and the Chair of  the Trustees

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

Candidates must submit ALL of the 
following by March 1, 2012:

1. A signed letter of  intent to seek a trustee position
2. A brief  response (75 words) for each of  eight questions 

listed below
3. A color photograph of  yourself
4. The following profile information:

 ■ Number of years in the auction profession
 ■ Number of years as an NAA member
 ■ Work history
 ■ Education
 ■ Prior volunteer activities

Candidate profiles will be reviewed by the Education Insti-
tute Trustees. The profile is intended to help Trustees and 
Board members learn more about the candidate and their 
respective goals and views.

Please answer each of the  
following questions with  
75 words or fewer:

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

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

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

4. What is your vision for the education of  an auc-
tion professional?

5. How has advanced education affected your suc-
cess in the auction industry?

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

7. In your opinion, how can auction education 
through the NAA enhance the image of  the auc-
tion professional and the auction method of  
marketing?

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

NAA Education Institute  
Trustee Candidate Requirements

Please remember that we need all information by March 1, 2012.  
Please e-mail the requested information to: education@auctioneers.org



BOARD OF DIRECTORS 
DIRECTOR, OFFICER REQUIREMENTS

Candidates must submit ALL of the 
following by March 1, 2012
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  the five questions. You have 

a total of  500 words to answer all five questions.

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

Questions:
1. What is your understanding of  the responsibilities of  

the Board of  Directors or the position of  Vice President 
(whichever office you seek)?  

2. Please explain what you see as your YOUR role, if  
elected to the Board or as Vice President, and how you 
will make a difference in the NAA.

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

4. Give us your feedback to the recommendations made by 
the NAA Vision 2015 Task Force (there are no right or 
wrong answers; this will illustrate your thought process). 

5. What else would you like the committee to know about you?

Please send the information by e-mail to Hannes 
Combest at hcombest@auctioneers.org on or be-
fore March 1, 2012.

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. Also, Vice President candidates must have 
served at least one term on the NAA Board of  Directors, 
NAA Education Institute Trustees, NAA Auxiliary Trustees 
or National Auctioneers Foundation Trustees. 

Mandatory service of Directors
Board responsibilities:
Expected to attend three scheduled face-to-face meetings, 
monthly conference calls and serve on committees as re-
quested by the President. Board members may be requested 
to attend and speak at various state association conventions 
as NAA representatives and attend social and other functions 
sponsored by the organization when schedules allow. In addi-
tion, it is expected Directors communicate the work of  the 
organization and show support for the NAA.

Vice President responsibilities:
Expected to attend three scheduled face-to-face meetings, 
monthly conference calls with the Board, weekly confer-
ence calls with the Executive Committee, the State Leader-
ship Conference, serve on the Education Institute Trustees 
and chair the Candidate Review Committee. In addition, 
the Vice President may be requested to attend and speak 
at other functions as the NAA representative in addition to 
their responsibilities as a Board member.

NAA positions available
Vice President: Elected annually by a vote of  the mem-
bership; will ascend to the presidency the next year.
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 email to 
Hannes Combest at hcombest@auctioneers.org.

2012 Candidate Review Committee: 
 ■ J. J. Dower, CAI, AARE, Chairman
 ■ Marc Geyer, CAI, AARE, BAS, GPPA
 ■ Christie King, CAI, AARE, BAS
 ■ B. Mark Rogers, CAI, AARE
 ■ Randy Ruhter

NAA members who wish to be elected as an Officer or Director of  the association at the 63rd International
Auctioneers Conference and Show in Spokane, Wash., in July must announce their candidacy by March 1, 2012.

NAA Bylaws (as they pertain to the nominating process)
Candidate Information and 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:
• 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).
• Screen candidates' eligibility and assess qualifications for service.

• Market volunteer opportunities to potential leaders.
• Define leadership development strategies.
• Oversee and monitor leadership development activities.

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 hereafter provided.
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Eighth of Angus Beef
42 to 48 pounds, frozen and ready to ship.

Wyoming ATV Trip
Two-day trip for two.

Half-Day Pheasant Hunt
At Clover Hollow Hunting Preserve, Lehigh Valley, Penn. 
Includes dog, dog handler, eight pheasant and cleaning.

Official Congressional Record of Sale of 
National Debt Signed by Rep. Billy Long 

Package of Antique Auction Advertisements

Tobacco Auction Advertisements

Honda Indy Grand Prix of Alabama
Two weekend passes to Billy's Sports Grill Club at the 2012 
Grand Prix, March 30 through April 1, Barber Motorsports 
Park.

NASCAR Race in Phoenix, Ariz.
Two tickets to Phoenix International Raceway, November 
2012.

Hell’s Canyon Boat Ride
Two certificates for ride following Conference and Show in 
Spokane, Wash.

Barrett-Jackson VIP Package
Passes for up to four people at any one of the four Barrett-
Jackson venues. A behind-the-scenes look while the 
SPEED TV cameras roll.

One-Hour Bid-Calling Instruction
One-on-one instruction with Bryan Knox, CAI, 2007 
International Auctioneer Championship winner, at 2012 
NAA Conference and Show.

Mayberry Trip and Tour
Tour of Mount Airy, N.C. (the fictional Mayberry). Includes 
guided fishing trip on Mitchell's River, squad car tour and 
visit to the Andy Griffith Show Museum. Country meal 
cooked on wood stove. Includes two nights lodging.

Lobster Dinner for Four
Includes four, 1-pound lobster and four pounds of steams.

$100 Fiorella's Jack Stack Barbecue Certificate
Includes pork spare ribs, pork burnt ends, hickory pit 
beans, cheesy corn bake, sauce and a rub. Serves six to 
eight. Ships anywhere in the continental U.S.

Three-Night Stay in Floating Cottage
The two-bedroom, floating cottage is on Norris Lake, 
LaFollette, Tenn. Use of MasterCraft boat included.

Tablonski Crystal Vase, Handmade in Poland

Wisconsin Dells Vacation Package
Vacation package for family of four to Wisconsin Dells, 
Wis., ranked in the top 10 of vacation destinations in the 
nation. Includes two nights lodging at Kalahari Resort; 
ticket to Bartlett Ski, Sky and Stage Show; Exploratory 
World; Upper Dells Boat Tour; World Famous Wisconsin 
Ducks; and Noah's Ark and Pirate's Cove.

Extravaganza
Online Fun Auction  

2 0 1 2  N a t i o n a l  Au c t i o n e e r s  Fo u n d a t i o n

J a n u a r y  1 9 - Fe b r u a r y  6 NAFOnlineAuction.com

Pa rt i a l  l i s t  o f  d o nat i o n s :

FEATURE

The NAF's online 
auction is one of 

just a few ways the 
group plans to raise 
money to support the 
industry and improve 
the educational  
programs offered by 
the National Auc-
tioneers Association. 
Please visit NAFOn-
lineAuction.com for 
more information and 
to download the  
donor form.

http://www.nafonlineauction.com
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Three-Night Stay Colorado Cabin
Linda's Cabin, a quiet getaway near Colorado Springs, 
Colo., and Eleven Mile Reservoir. Great fishing as well as 
many other wonderful Colorado outdoor activities.

Kentucky Wildcats Basketball Game
Two tickets to the March 1 Kentucky Wildcats vs. Georgia 
Bulldogs men's basketball game. 

Hawaii Island Retreat
Seven-night stay in a two-bedroom, two-bath condo on the 
beautiful island of Maui.

One-Hour Lunch with Dr. Ann Bastianelli
One-on-one time (business consultation) with Dr. 
Bastianelli of Indiana University’s Kelley School of Business.

Louisiana Swamp Country Tour  
plus New Orleans
A high-speed airboat gets you deep in the heart of bayou 
country. See gators, birds, historical locations and beautiful 
swamps. Trip includes tours of Oak Alley Plantation and 
New Orleans. Trip is for two people.

Toy Metal Truck (1920s-1930s)
Truck has trailer and six straw bales. Rare item in great 
condition.

20-inch Neon Clock
Hand-constructed in Pennsylvania with brass, 110-volt 
electrical movement, optical quality glass front spun 
aluminum bezel with powder-coated finish for durability 
and real neon.

Joe's Stone Crab Dinner for Four
Shipped fresh overnight. Ice cold and ready for cracking.

Signed 2010 Packers Football and Two 2012-2013 
Game Tickets
Football is from 2010 Super Bowl Champion Packers 
(signed by all players).

1993 Terry Redlin Numbered Print Titled 
“Harvest Moon Ball”
Size in matted frame is 29 inches by 42 inches.

African Wire and Bead-Work Giraffe and 
Elephant
Handmade in South Africa.

Optional Two-Day Duck Hunt or Two-Day 
Crappie and Brim Fishing Trip
Option 1: Duck hunt for two people for two-day hunt on or 
near Reelfoot Lake in Tennessee. Includes two-night stay 
in waterfront house. Option 2: Crappie and Brim Fishing 
Trip for two people on Reelfoot Lake. Three-night stay in 
waterfront house or waterfront house on Kentucky Lake.

Auction School Tuition
Full tuition for World Wide College of Auctioneering, plus 
two nights lodging.

Auction School Credit
$500 credit toward the tuition for any session of the 
Kentucky Auction Academy.

Auction School Tuition
Full tuition for one person to Texas Auction Academy.

Auction School Tuition
Full tuition for one person to Reppert Auction School.

Auction School Credit
$1,000 credit on tuition for upcoming pre-licensing term.

Full-Page Ad in Antiques and The Arts Weekly

One Morning, Guided Pheasant Hunt 
Includes upland bird dogs, one-night accommodations 
for two at hunting lodge, guns, ammunition, dinner and 
breakfast. Guide provided by Outdoor Obsessions, Downs, 
Kan.

Las Vegas Four-Night Stay in Five-Star Condo
Condo is three-bedroom, three-bath.

30-Hour Fundamentals of Professional 
Auctioneering Program Registration

Pat Massart Autographed Baseball

Limited Edition Leroy Van Dyke Poster, signed

1974 World Champion Auctioneer Ralph Wade 
Signed Gavel

Taste of New England
Gift includes strawberry balsamic dressing, farmhouse 
pancake and waffle mix, old farmhouse chutney, maple 
chipotle grille sauce, orange cranberry scone mix and 
Maine maple syrup, all from Maine’s famous Stonewall 
Kitchen.
 
Trip for two to San Antonio
Three days and two nights at the Hyatt Regency San 
Antonio, including the Super San Antonio Pass (land only). 
Visit famous landmarks and museums in this interesting 
city. The hotel overlooks the historic Alamo and is next to 
the Riverwalk.

and much, much more

Donations sent to the NAF as of early December. 

FEATURE
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By Tom Burfield
contributing writer

hanks to an onslaught of elec-
tronic gadgets and the Internet, 
it seems many people continue 
to turn away from traditional 
postage stamps for letters and 
other mailings. For the 20 

million or so philatelists in the 
U.S. alone, though, stamps are anything 
but passé, and that opens up a niche for 
Auctioneers.

Joe Hessney, of Hessney Auction Co., 
Geneva, N.Y., has included stamps in 

his monthly coin auctions for about 
four years. Stamps now take up 
about one-third of these auctions.

“We get as many people now for the stamps as we 
do for the coins,” he says.

Hessney had some previous familiarity with 
stamps, but he also relies on books and local col-

lectors to help evaluate collections.

Hessney has auctioned albums for as much as 
$2,000, and he has taken in as much as $800 for an 
individual stamp.

Early American stamps seem to attract the most 
attention, and no matter what stamp is on the auc-
tion block, “condition is a big thing,” he says.

Rare finds

There might be millions of unused stamps out 
there, but the number of truly valuable stamps is 
limited.

“About 99.9 percent are worthless,” says Jonathan 
Kraft, of Kraft Auctions, Valparaiso, Ind.

Even if you have a valuable stamp, you may not 
know it.

“It’s very difficult for anyone to know a lot about 
them outside of the guys who really collect them,” 
he says. “And that’s a very small market.”

Stamp auctions  
good niche for  
auction professionals  
who have time to learn
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 hallandhall.com

Hall and Hall Auctions

SCOTT SHUMAN
800.829.8747 • 970.716.2120

FARM AND RANCH/AUCTION SERVICES

W orking with auctioneers 
across the country.  Contact 

us to find out how we can work 
with you. We have offices located 
in MT, ID, WY, CO, KS & TX. 

OUR focus is on…
PROFESSIONALISM, QUALITY

and EXPERTISE.

CLASSES HELD FEBRUARY, JUNE,
AUGUST AND NOVEMBER

CHAMPION AUCTIONEERS
ARE INSTRUCTORS

www.mendenhallschool.com
“AMERICA’S TOP QUALITY AUCTION SCHOOL”

since 1962

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

336-887-1165
336-887-1107 fax

If you have just 10 people at a stamp auction, he says, “you really 
hit a home run.”

One indication of the potential value of a stamp collection is the 
value of other things that the owner collected. If he had a 

valuable coin collection, for example, his stamp collec-
tion might be equally valuable.

In determining the worth of a stamp, Kraft says, “It all 
comes down to how many are left,” not whose picture is 

on it.

One of the most valuable stamps is the “upside down Jenny,” 
a stamp printed in 1918 on which the image of an airplane 

was accidentally inverted. It can sell for more than $1 million.

Truly valuable stamps are not likely to be mounted in collector 
books or albums, Kraft says. Rather, they’ll probably be graded, 
placed on individual cards and accompanied by details about the 
stamp.

“That’s what a true stamp collector does,” he says.

Don’t get excited if you happen upon a stash of World War II-era 
stamps bearing Adolf Hitler’s countenance, he warns.

“The Germans made millions,” he says. “They’re not rare.”

For a stamp at auction, the most Kraft has brought in was about 
$300 for a Benjamin Franklin stamp from the 1880s.

Side job

Like many Auctioneers, Scott Andreas, partner with his wife, 
Denise, in Andreas & Associates LLC, Ankeny, Iowa, does not 
specialize in stamps, but the couple comes across them from time 
to time in estate auctions and includes them in auctions with col-
lectible coins and currency.

In late November, the couple was going through tubs of uncata-
loged stamps they obtained from an estate, and they planned to 
sell them in February.

“The first thing you do is get an overall assessment of what you are 
dealing with,” Andreas says.

It’s Denise’s job to prevent “Antique Roadshow” moments and let 
a $20,000 stamp slip by for $20.

“That’s my greatest fear,” she says.

She consults catalogs, books, local experts and the Internet to 
make sure that doesn’t happen.

Marketing tips

Hessney attracts buyers by posting his stamp catalog online and 
taking absentee and phone bids.

Stamps often sell decently online because it’s possible to scan 
them and allow buyers to see exactly what they’re buying, Kraft 
says.

“Each auction has its own marketing plan,” Denise Andreas says. 
She often advertises in specific stamp collectors’ journals, newslet-
ters, in e-mails to clubs and occasionally on websites.

In the end, the key to successful stamp auctions is good due dili-
gence, Scott Andreas says. 

http://www.hallandhall.com
http://www.mendenhallschool.com
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FEATURE

NAA President Christie 

King, CAI, AARE, BAS
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FEATURE

International Auctioneer Cham-

pionship winner Joseph Mast, 

CAI; Lance Walker, CAI, BAS, 

CES; and NAA Vice President 

J.J. Dower, CAI, AARE
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FEATURE

International Auctioneer 

Championship winner Camille 

Booker, CAI, CES
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Camille Booker, CAI, CES
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Joseph Mast, CAI
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Support  
the kids of St. Jude  
by participating in  

Auction for Hope.
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Konner 
7 years old
Louisiana
Burkitt lymphoma

Konner loved being outside from sun up to sun down, 
playing with his trucks, stomping in the dirt or kicking  
his football. But when Konner started to stay indoors  
and complain of frequent stomach aches, his parents 
knew something was wrong. Konner’s pediatrician 
ordered blood work and X-rays, but the tests didn’t show 
any abnormalities. When Konner began to feel worse, his 
parents took him to the emergency room. There, tests 
revealed a blockage in his abdomen, which led to the 
discovery of a mass. Konner underwent surgery and 
doctors sent a portion of the mass to pathology. The 
results were devastating: Konner suffered from Burkitt 
lymphoma, a type of non-Hodgkin lymphoma. He was 
referred to St. Jude Children’s Research Hospital® 
immediately. Konner’s treatment included five rounds  
of chemotherapy. He’s now finished with treatment and 
visits the hospital for regular checkups. Konner is back  
to playing outside and running around. He’s in first grade 
and a fan of football. When he grows up, he wants to play 
football for Louisiana State University. 

For more information about St. Jude and  
The Auction for Hope, visit www.stjude.org/naa.

12-NPM-09873 NAA Dec POM ad_v1.indd   1 12/1/11   8:44 AM

FEATURE

Participating in the 16th annual NAA Toy Auction for St. Jude 

Children's Research Hospital in Memphis, Tenn., were (bot-

tom row) NAA Deputy Executive Director Chris Longly; NAA 

CEO Hannes Combest, CAE; NAA President Christie King, 

CAI, AARE, BAS; Ruth Anne Mast; Traci Ayers-Dower, CAI, 

AARE; Marie Mast; Addison Ayers Dower; NAA Membership 

Coordinator Brandi McGrath; (top row) Mike Ray; Tim Mast, 

CAI, AARE; Camille Booker, CAI, CES; Joseph Mast, CAI; and 

NAA Vice President J.J. Dower, CAI, AARE. All photos courtesy 

St. Jude

http://www.stjude.com
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colleagues. The course is limited to 50 students with the CAI 

designation, and it will not be offered again until 2015.

Get advanced leadership training. avoid common  
mistakes. Get motivated for what the future holds.

CAI I
• Communications
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• Technology

• Human resources
• Auction law
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• Auction proposals 

and operations

CAI II
• Presentations
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technology
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• Marketing plans
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$7,150

NEWS

High-value personal property still 
popular among collectors, investors

Members find 
success in 
niche markets
By Bryan Scribner
editor

Rare, high-end pieces of personal 
property continue to sell well at 
auction as collectors look to invest 

in tangible items that could bring high 
returns, National Auctioneers Association 
members say.

“There are people out there that are driven 
buyers,” says Rich Penn of Rich Penn Auc-
tions, Waterloo, Iowa. “If you can’t identify 
them, inform them and covert them, 
you’re missing the market.”

That personal property market, for Penn, 
is in the antique and collectible side of 
the business. Some buyers are dodging 
high-risk or low-return investments and 
instead finding their money better spent at 
auction.

Plus, Penn says, his buyers find personal 
satisfaction in owning high-end collect-
ibles. Average personal property items are 
selling a little below value, and auction 
buyers avoid low-end or common items.

Penn conducts two to three auctions per 
year, and one to three estates might be in-

cluded in the auctions, which have 1,500 to 
2,000 lots. The three-day events get 1,200 
to 2,500 bidders, buyers of which are 50 
percent on site, 25 percent online and the 
remainder phone or absentee.

Rich Penn’s auction Nov. 4-6 featured 
country store, advertising, automobiles, 
petroliana, toys and gems. Bidders from 36 
countries participated in the event, accord-
ing to a news release.

A diamond ring sold for $69,000, includ-
ing buyer’s premium. Also, a 1956 Packard 
400 hardtop brought $50,600, and an 
ammunition “Christmas” box of Union 
Metallic Cartridge Co. shot shells sold for 
$7,150.

Since the company conducts only a few 
auctions per year, Penn says it must cover 
all marketing channels, including direct 
mail, Internet advertising, print advertis-
ing and catalog distribution. Rich Penn 
Auctions is booked through 2012.

“We’ll have a really strong year,” Penn says. 
“There’s a ton of money out there sitting on 
the sidelines. I think people are loosening 
up a bit. There’s still a lot of caution out 
there, but collectors are a different breed.”

Specialization

Dan Matthews, CAI, GPPA, also targets 
collectors for his personal property auc-
tions. He specializes in selling petroliana 
and automobilia.

Matthews recommends Auctioneers in the 
personal property market become special-
ists in certain niches. Auto-related items 
account for 95 percent of his business.

Collectible signs continue to go up in 
value, he says, and these investments might 
bring 3 percent to 10 percent returns. Like 
Penn, he says buyers are more willing to 
put their money toward the purchase of 
tangible items, forgoing the stock market 
and banks.

Matthews, of Matthews Auctions LLC, 
Nokomis, Ill., says most estate sale items 
are now about 50 percent below what they 
were worth a decade ago. Only the top 
10 percent to 20 percent of furniture is 
increasing in value.

He says the current downturn in personal 
property, particularly items from estate 
sales, began in about the mid-2000s.

Mike Brandly, CAI, AARE, of The Ohio 
Auction School, Groveport, Ohio, says the 
market for personal property is as good 
as it has always been. He attributes swings 
in demand for certain items to the ages of 
their collectors.

“There is always demand for personal 
property,” he says in an e-mail. “The only 
thing that changes year to year is the key 
area for demand, which is traceable to 
what people were exposed to when they 
were 6 to 13 years old.”

$15,400 $3,520
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For now, Matthews seems happy with his specialty, which he says 
has lined up business for him well into 2012. He conducted 15 auc-
tions in 2011 with 60 percent of the sales going to live bidders, 35 
percent going online and 5 percent sold over the phone.

At a Nov. 26 auction, Matthews Auctions got $15,400 for a Richfield 
Aviation Gasoline, 15-inch single lens in a high-profile metal globe 
body, according to a news release. The auction featured about 500 
lots and 100 bidders on site.

The auction’s second top lot was a road sign (historical marker) for 
the Santa Fe Trail, according to the release. The single-sided porce-
lain oval sign sold for $3,520.

Matthews says buyers and sellers continue to find him because of 
reputation and good word-of-mouth advertising. Clients appreciate 
his high level of expertise in petroliana and automobilia.

He markets his auctions through news releases and says he has 
found success in finding buyers and sellers through the Internet. His 
company ranks high in search-engine results.

“I am more optimistic than I was this time last year,” Matthews says. 
“Right now I’ve got more going on than I ever did last year. I have a 
sale in March that’s already full.” 

NEWS

http://www.texasauctionacademy.com
http://www.cus.com


[38] JANUARY 2012 | AUCTIONEER www.auctioneers.org

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

Transportation • Manufacturing • & MUCH MORE!

One of the Nation’s Leading Auction Firms Since 1957. 
Based in Livingston, Louisiana, Henderson Auctions pro-

vides complete auction services.

Types of auctions include:

HendersonAuctions

Appraisals • Guarantees • Complete Buy-outs 
Negotiable Commission Rates • Advances

www.hendersonauctions.com
225.686.2252Contact a Member of Our Staff

For More Information:

Auctions held at our all weather drive-through 
facility as well as locations around the country. 

http://www.hendersonauctions.com


Audrey McMorris Henderson 
March 5, 1939 - July 24, 2011

“For we know that if our earthly house of this tabernacle 
were dissolved, we have a building of God, 

an house not made with hands, eternal in the Heavens” 
2 Corinthians. 5:1
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By Bryan Scribner
editor

Steve Andrews believes 
in the next generation of 
Auctioneers.

As a fourth-generation pro-
fessional, he has passed his 
passion on to his son, Seth, and 
as a trainer for many apprentice 
Auctioneers throughout his 
career, he has extended that 
auction “family” to include 
some of today’s most successful 
auction professionals.

Those Auctioneers include last 
year’s International Auctioneer 
Championship winner Joseph 
Mast, CAI, and National Auc-
tioneers Association member 
Andy White. Mast and White 
are co-owners of Real Estate 
Showcase Auction Co., a com-
pany with five offices in Ohio.

Andrews, of Andrews Auction-
eers LLC, Wooster, 
Ohio, conducts auc-
tions for Showcase, as 
does his son, Seth, also 
of Wooster. Both are 
college graduates.

Steve Andrews' great 
grandfather, Fred, started 
his auction career in 
the late 1800s. About a 
decade into the next cen-
tury, Andrews’ grandfa-
ther, Walter, took up the 
family business.

Although Andrews' 
father decided on a different 
career path, his uncle, John, be-
came an Auctioneer in the mid-
1940s, following his service in 
World War II.

Andrews apprenticed under his 
uncle, and in 1971, he became 
the fourth generation to rep-
resent his family in the profes-
sion. Seth Andrews, 30, decided 
on the career path in 2007.

Top producer

Steve Andrews now specializes 
in real estate, farm machinery, 
antique, purebred horse and 
cattle auctions. He has been the 
“top producer” for Real Estate 
Showcase, according to the 
company, since he joined the 
firm in 2000.

Andrews says real estate has 
become the most profitable side 
of the auction business.

His auction firm also benefits 
from its location, as there are 
many Amish communities near 
Wooster. He says Amish buyers 
and sellers are big fans of live 
auctions, and therefore to Ohio, 

they bring three things: 
1) crowds of buyers; 2) 
many potential clients; 
and 3) a lot of com-
petition from other 
Auctioneers.

Andrews says he has 
built his auction career 
on trust and a solid 
reputation within his 
community. After more 
than 40 years in the 
industry, good rela-
tionships and word-
of-mouth advertising 
remain his best sources 

for maintaining and finding 
business.

Andrews and his son, Seth, 
say they strongly believe in the 

tradition of the bid-calling 
Auctioneer, and it’s some-
thing they’re not going to 
let fade away. They have, 
though, embraced online 
simulcasts of live auctions, 
and they are considering 
online-only platforms for 
some future auctions.

One more bid

Like his father, Seth 
Andrews says he likes 
to be among a crowd of 
auction goers. He enjoys 
the energy and excitement 
of heated bidding and 
in-person interaction. A 
computer mouse, after all, 
can’t pat a bidder on the back 
and ask for one more bid, he 
says.

In addition to work with his 
father and for Showcase, Seth 
conducts auto auctions in Ohio.

Both auction professionals say 
the NAA has played a signifi-
cant role in helping shape their 
careers. Steve Andrews says his 
membership, which began in 
1981, rapidly accelerated 
his business because of 
the contacts he made at 
association events.

Seth Andrews says he also 
has made key relationships 
as an NAA member.

They both have improved their 
auctioneering skills through 
competing in bid-calling com-
petitions, in particular those 
offered by the Ohio Auctioneers 
Association. Seth won the Ohio 
association’s junior bid-calling 
event in 2009. 

NETWORKING

All in the family
Fourth-generation Auctioneer 
fosters tradition, future Mid-1940s
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REAL ESTATE AUCTION SUMMIT

REAL ESTATE AUCTION SUMMIT

The special NAA rate of $99 per night is only available until Jan. 23. Call 
(404) 763-1600 or visit tinyurl.com/4y7h6fd to make your reservations.

DoubleTree Hotel at 
the Atlanta Airport

education@auctioneers.org   (913) 563-5432

February 7-8, 2012 | Atlanta

“Maximizing Productivity 
Through Better Technology” 
with international technology 
and sales expert Verl Workman, 
real estate agent, trainer and 
coach.

TRAINING Session

PANEL DISCUSSION

PANEL DISCUSSION

TRAINING Session

“Real Estate or Information Technology: 
Which Business Are You In?” Moderated by 
Stephen Karbelk, CAI, AARE, CEO & Founder 
of National Commercial Auctioneers.

Day one 8:30 a.m.-4:30 p.m. Day two 8:30 a.m.-4:00 p.m.

“The Critical Path to Doubling Your Sales 
in 2012: How to Become a ‘Freaking Sales 
Animal’” presented by Verl Workman.

“From RFP to Closing the Deal on Complex 
Sales” with J. Craig King, CAI, AARE, R.D. 
Schrader II, CAI, and Max Spann Jr., CAI.

Terri Murphy, 
e-communications 
strategist, real estate trainer 
and entrepreneur, plans 
to share her expertise 
as a featured presenter. 
An author of five books, 

columnist and consultant, Murphy 
is renowned for providing practical 
solutions for building successful 
businesses. The summit’s highly 
interactive, advanced training sessions 
will cover the following topics:

•	Developing and managing  
strategic alliances

•	Measuring success and failure  
in the market

•	Recruiting top performers
•	Strategic business planning

and more ...

TRAINING Session

A “Meet the Sponsors” cocktail reception will follow day one sessions.

Schedule is subject to change

http://tinyurl.com/3fv74et
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Steve Proffitt

Steve Proffitt is general 
counsel of J. P. King 

Auction Company, Inc. 
(www.jpking.com). He 
is also an Auctioneer 

and instructor at 
Mendenhall School 

of Auctioneering 
in High Point, N.C., 

and Reppert School 
of Auctioneering in 

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

King Auction Company, 
Inc., 108 Fountain 
Avenue, Gadsden,  

AL 35901.
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The cost of service
In some situations,  
it’s best to avoid  
the legal process  
and move on

n Auctioneer contacted me 
about an auction issue. The 
Auctioneer had sold an item 
in poor condition (Collect-
ible No. 1) to a dealer of 
such items. Unfortunately, a 

member of the Auctioneer’s staff errantly de-
livered a similar item (Collectible No. 2) to 
the dealer. The key difference was that Col-
lectible No. 2 was in excellent condition and 
worth several times the value of Collectible 
No. 1. When the Auctioneer contacted the 
dealer and explained the error, the dealer 
refused to return Collectible No. 2. The Auc-
tioneer’s paperwork, including descriptions 
and identifications of the respective lots, 
fully supported his position that an error 
had been made in delivery of the piece. The 
Auctioneer was upset and wanted my view 
of the matter.  

The answer turned on contract law. The sale 
was founded upon a contract that governed 
it. The Auctioneer had acted on behalf of the 
seller in forming a contract with the dealer 
for the sale of the poor quality Collectible 
No. 1. When the dealer received Collect-
ible No. 2, which was not the subject of the 
contract, the dealer got what the dealer had 
neither bid on nor bought. The dealer was 
entitled to what had been purchased — not 
less and not more. Anything different repre-

sented a mistake that was not part 
of the bargain for sale. It is a simple 
concept. If a customer goes to a 
jewelry store and purchases a $10 
glass paperweight, the customer 
is not entitled to keep a $10,000 
diamond ring that is mistakenly 
put into her bag.   

The Auctioneer filed suit against the dealer, 
seeking the return of Collectible No. 2. He 
wanted to be able to deliver the item to the 
buyer who had rightfully purchased it in the 
auction. The action was brought in a small 
claims court. A series of misadventures 
ensued. 

Waste of time, money

The Auctioneer wasted four trips to court 
only to see the case continued each time to a 
new date. On the fifth appearance, the Auc-
tioneer was diverted to an arbitrator who 
said the Auctioneer would not win the case 
if it went forward. The perplexed Auction-
eer responded by asking the arbitrator this 
question: “If the government issued me a tax 
refund for $350,000 when I was due $350, 
would I be entitled to keep it?” This question 
perfectly framed the issue. Unfortunately, 
the Auctioneer reported that it went right 
over the arbitrator’s head and he never saw 
the parallel. Unbelievable!  

When the Auctioneer was told that three 
more trips to court would be required, he 
disgustedly opted out of the legal process 
and, with gritted teeth, went to the dealer 
and bought the piece back. The Auctioneer 
then delivered Collectible No. 2 to its right-
ful purchaser. 

If you do not have to be involved with the courts, you do not want to be. Being 
right on the law is sometimes not enough. This case demonstrates that. Litigation 
is a human process, and mistakes are made. Some judges and court staffs are ex-
cellent, while others much less so. Every trial lawyer has won cases she expected 

to lose and lost cases she expected to win. It happens, and this story gives some insight into 

The Auctioneer’s unfortunate experience illuminates 
four points that might help others in a similar 
situation. They are as follows:
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how it can occur. This principle also applies to much larger cases 
in higher courts.          

When faced with an intractable legal process, the 
Auctioneer made a business decision. It was going 
to cost him more time and money to go forward 
and fight for what was right than to take another di-

rection and solve the problem. I am no fan of throwing money at 
every issue that comes along, but practicality and economy must 
be weighed in such matters. The Auctioneer had a problem that 
was not headed for resolution, so he changed gears and solved 
it. Fortunately, the amount of money involved was not so great 
that he could not handle it. While he spent money to rectify the 
issue, this enabled him to move beyond a negative legal battle and 
return to the positive side of his business and working to make 
money. It was a sound choice.

The Auctioneer should commit the key facts of 
this matter to a written record. This would be an 
unpleasant task, but it is important to do. Some 
aspect of this matter could come up again in an-

other context (e.g. legal, regulatory, public relations, etc.) and the 
Auctioneer ought to have a clear, complete and accurate record 
should he ever need to reference it.

The Auctioneer was cheated by the dealer. Focusing 
on that point, though, will do nothing but churn 
the Auctioneer’s stomach and further acidify an 
already unpleasant experience. The issue has been 
solved. The Auctioneer can move beyond it by con-

sidering this loss of money as a cost of doing business. While this 
will not reduce the out-of-pocket cash, it is a more positive way 
for the Auctioneer to view a bad situation and feel better about it.

Finally, auctioneering is a service business. Service comes in many 
forms and qualities — from awful to awesome. Consider every-
thing this Auctioneer did to serve his seller and buyer. He gave 
exemplary service and worked hard to do the right thing, even 
when it cost him a lot of time, aggravation and money. This was 
real customer service — platinum level! We should all aspire to 
provide the same. 

2011 NAA Magazine Ad 8-11_E. R. Munro  8/30/11  10:34 AM  Page 1

http://www.ermunro.com
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Kurt R. Bachman and 
Beers Mallers Backs 
& Salin LLP appreci-
ate the opportunity 

to review and answer 
legal questions that will 

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

designed to provide 
information of general 

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

tions or problems. Kurt 
R. Bachman and Beers 

Mallers Backs & Salin 
LLP do not intend to 

create an attorney-cli-
ent relationship by of-

fering this information, 
and anyone’s review of 

the information shall 
not be deemed to cre-

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

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

advise that any infor-
mation you send to an 

Auctioneer shall not 
be deemed secure or 

confidential. Please 
visit one of our offices 

to ensure complete 
confidentiality.

Kurt Bachman 
is an

attorney and 
licensed

Auctioneer from
LaGrange, Ind.

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

krbachman@
beersmallers.com.
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Selling short
Auctioneers must obtain lender,  
seller consent when selling foreclosures

Are there any special rules or requirements for 
handling short sales or auctions of real estate 
owned (REO) properties?

In regards to residential mortgages, a short sale occurs when a 
lender permits the sale of real estate that is subject to a mortgage 
for an amount less than the amount owed by the borrower. 
Lending institutions may consider properties for a short sale where 

there is a financial hardship or the property is in foreclosure. In general, the 
lender has the ability to authorize a short sale at any time before the sheriff’s 
sale or taking title to the real estate. While there are federal statutes and 
regulations that have an effect on short sales, such as the Secure and Fair 
Enforcement of Mortgage Licensing Act and Dodd-Frank Wall Street Reform 
and Consumer Protection Act, there are no special rules that govern the 
conduct of Auctioneers with regard to short sales. But, lending institutions 
have several laws governing them and may have special procedures or 
policies in place for short sales. 

With respect to short sales, if the property is 
in the foreclosure process, Auctioneers should 
remember that the lender needs to consent 
to the sale of the property. If the lender does 
not agree to have the property sold at a short 
sale, it can demand payment in full or refuse 
to release its mortgage lien. Most mortgage 
documentation contains a due-on-sale clause, 
which states that if the property is sold the 
full amount owed to the lender is due. So, the 
lender has the authority to decide whether to 
allow the property to be sold for an amount 
less than what is owed by the borrower.

In some instances, a lender may allow the 
property to be sold short, but seek to recover 
the deficiency (difference between the loan 
balance and the sale proceeds) from the bor-
rower. Therefore, Auctioneers who conduct 
short sales need to make sure the lender 
agrees with, and consents to, the sale. The best 
practice is to include specific provisions in the 
auction contract about what happens if the 
property sells for less than that amount owed 
and have the lender sign the auction contract.  

In addition, lenders may require borrowers to 
provide substantial documentation (i.e. bank 
statements, tax returns, pay stubs and a list of 
assets owned by the borrower, as well as other 
documents) to demonstrate why the lender 
should permit a short sale. Lenders may con-
sider economic hardship for reasons such as 
illness, divorce, loss of income or other situ-
ations. Although the borrower’s documents 
may indicate that he or she is experiencing a 
financial hardship, there is generally no legal 
requirement that lenders sell the property 
short due to the borrower’s circumstances. 
But, because of the potential for fraud or des-
perate sellers, Auctioneers should avoid mak-
ing statements about, or they should verify 
information about, the borrower’s financial 
situation. 

Watch for judgment liens
 
Furthermore, Auctioneers must carefully ex-
amine the title to the property before and after 
the auction. Auctioneers should ask about 
and be aware of all lawsuits pending against 
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the seller and the potential for judgment liens. If the seller is in 
financial distress and unable to make the mortgage payments, 
there may be other creditors who are not being paid as well. If a 
judgment lien attaches to the property, it could prevent the sale 
from closing.  

Property that has been through the foreclosure process or other-
wise obtained by the lender is part of the real estate owned (REO) 
by the lender. REO properties may be sold by traditional methods 
or the auction method of marketing. The manner and type of 
auction for REO properties will depend upon the lender’s policies, 
procedures and the regulations it is bound to follow. Lenders are 
generally not in the business of managing property and do not 
want to be in the business. Lenders do not want to be responsible 
for the costs related to maintaining the properties (e.g. mowing, 
property taxes, insurance, repairs, etc.). In addition, lenders are 
unable to loan the capital tied up in the REO properties.  

Property rights

Lenders are usually sophisticated and would be the seller for any 
REO properties. If a lender decides to sell REO property and 

engages an Auctioneer to do so, the borrower is not a party to 
the auction contract. The borrowers’ rights to the property have 
been extinguished either through the foreclosure process or by 
another method. There still may be issues between the borrower 
and the lender with respect to the deficiency, but those issues are 
independent of an Auctioneer’s services. The auction contract will 
be between the lender and the Auctioneer, and they are free to 
negotiate the contract terms.

In sum, Auctioneers who are engaged to conduct short sales or 
sell REO properties should develop a relationship with the lender. 
For short sales, the Auctioneer needs to obtain the seller’s and 
lender’s consent or authorization to conduct the sale. For REO 
sales, the Auctioneer needs to have the lender sign the auction 
contract to permit the sale. There is usually a tug-of-war between 
the use of absolute auctions and reserve auctions. As always, it is 
important to make sure the seller is aware of the risk associated 
with conducting an absolute auction. Before an Auctioneer enters 
into either of these types of contracts, it may be appropriate to 
discuss these issues with a licensed attorney. A little expense on 
the front end might avoid conflict and litigation costs after  
the sale. 

6851 Madison Ave. | Indianapolis, IN 46227 | 317.300.1075 | reppertschool.com
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By Bryan Scribner
editor

G
overnment regulations could 
exacerbate economic problems 
and continue to place strain on 
auction businesses in the coming 
years, according to “Give Me Five, 

Now Ten … Years Into the Future,” a white 
paper produced by the National Auc-
tioneers Association’s Council on Future 
Practices.

The paper focuses on trends its authors 
believe could have a significant effect 
on the auction business in the next five 
to 10 years. In addition to government 
regulations, these trends are economic 
uncertainty, the “freemium” concept and 
technology.

Government policies and procedures, in 
some cases, tend to work against the prin-
ciples of the auction method because they 
can be slow and arduous, the paper says. 
Auction professionals, on the other hand, 
bring liquidity to the marketplace, and 
auction transactions can lead to a chain 
reaction of additional sales that ultimately 
help the economy.

Council’s concerns

More specifically, the paper’s authors point 
out that auction businesses might encoun-

ter these regulatory roadblocks:

•  Smaller firms could continue to lose out 
on contracts, as governmental organiza-
tions have in the past favored only big 
auction companies or those with high 
amounts of capital

•  Some government agencies have stopped 
using auction companies because of law-
suits

•  There will likely continue to be no licens-
ing requirements for online-only auctions 
occurring in most states

•  Auction licensing fees will probably 
continue to increase, and government 
agencies might more diligently pursue rule 
violations as a source of additional income 
in certain states

•  Certification programs now make it more 
difficult to earn educational designations

•  Tax laws, particularly when it comes to 
sales tax, and health care policies could 
have significant negative effects on small 
businesses, a category under which most 
auction businesses fall

•  State governments will begin to view auc-
tion professionals as retailers and there-
fore require auction firms to follow more 
thorough accounting practices

In addition, government agencies sometimes 
choose to act as the auction companies, 
selling assets themselves, says Chris Longly, 
Deputy Executive Director for the NAA. 
The General Services Administration, for 
example, has GSAauctions.gov for federal 
surplus auctions.

Ultimately, government regulations also 
can affect buyers and sellers, changing their 
motives and actions in the marketplace, ac-
cording to the paper.

Present and former leaders of state Auction-
eer associations say government regulations 

FEATURE

Licensing, sales tax  
among concerns for  
auction professionals

National Auctioneers Association
Council on Future Practices
April 2011

Give Me Five, Now Ten...
Years Into the Future

When he began his term, Na-
tional Auctioneers Association 
President Mark Rogers, CAI, 

AARE, appointed members to the 11-per-
son Council on Future Practices. The 
group was asked to analyze current trends 
affecting the auction industry, and then to 
envision the industry's future.

Its methodology began with a review of 
more than 50 societal trends, as identified 

by the American Society of Association 
Executives publication, Designing Your 
Future. Council members identified about 
a dozen trends to research.

This paper is a summary of the Council's 
final discussions and recommendations. 
The paper is intended to give the NAA 
Auctioneer recommendations on how to 
develop his or her business to be successful 
in the future.

During its April meeting, the NAA Board 
of Directors unanimously endorsed the 
spirit of this paper and directed the Execu-
tive Committee to develop a plan to ensure 
the NAA was ready to accept the chal-
lenges of the future. A task group is now 
working on an outline of a plan that will 
be discussed during the Board's July 12 
meeting in Orlando, Fla. Auctioneer will 
continue to report on its findings in future 
issues.

The NAA printed “Give Me 

Five, Now Ten … Years Into 

the Future” in the June/July 

issue of Auctioneer, and it 

is available in the Member 

Resources section of www.

auctioneers.org. Click on the 

Downloads link to find it.

Regulatory  
roadblocks
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are a concern; however, most agree new 
laws, policies and mandates are to be 
expected as part of doing business.

New licensing laws

Last year’s President of the Alabama 
Auctioneers Association, John Stew-
art, says the group is working with the 
Alabama State Board of Auctioneers to 
get a new licensing law pushed through 
the legislature. 

Their first attempt at passing a new law, 
which addresses Internet auctions, was 
not successful, Stewart says, but the 
association and board plan to make 
another attempt in February.

Like in some other states, Alabama 
Auctioneers are pushing for a licensing 
law that regulates online-only auctions, 
proprietors of which are not required to 
obtain licenses. Online auction licens-
ing laws now exist in fewer than five 
states.

Stewart, of Dick Chittam Realty & John 
Stewart Auction Co., Athens, Ala., 
says the association and 
board have taken elements 
from New Hampshire’s 
auction law for Alabama’s 
legislation. Ideas from 
other states also are in the 
proposed law.

Ohio Auctioneers Associa-
tion President Bill Stepp, 
CAI, CES, also says his 
association plans to pursue 
the creation of a new law that addresses 
online auctions. He says people who 
run online-only auctions are not held 
to the same high standards as licensed 

Auctioneers in his state, and, 
as a result, consumers some-
times fall victim to dishonest 
business practices.

Stepp, of Dilgard & Associ-
ates, Ashland, Ohio, could 
not say when the Ohio asso-
ciation would start its work 
on pushing through a new 
auction law, as the associa-
tion is now dealing with a transporta-
tion bill that establishes a new licensing 
requirement in the sale of construction 
equipment.

Government bias

Alabama’s Stewart says he agrees with 
the Council on Future Practices’ asser-
tion that bigger auction firms are often 
the only ones that receive consideration 
for government contracts. 

He says government agencies, for ex-
ample housing authorities, should look 
toward local Auctioneers whenever 
possible.

“I couldn’t come to Kansas 
City and do the job that one 
of the local guys could do 
there,” Stewart says. “They 
know the territory, they 
know the property, they 
know the buyers.”

California State Auctioneers 
Association President Todd 
Good says, though, that big-
ger auction companies get 

the large government contracts because 
of their higher profiles. Government 
agencies can watch their actions more 
closely.

Good, of Accelerated 
Marketing Group, New-
port Beach, Calif., says 
the bigger firms can better 
handle potential litigation 
that auction participants 
might bring against them. 
Plus, bigger companies 
have the infrastructure 
and capital to run larger 
sales, he says.

National real estate auction firms can 
take on deals with no marketing money 
up front, and the majority of their 
inventory might be offered without 
reserve, Good says.

Internet auctions

As the Council on Future Practices’ 
paper points out, the ease at which en-
trepreneurs are able to enter the online 
auction world creates significant com-
petition in the marketplace. Good says 
the Internet allows business owners to 
sidestep myriad regulations because 
transactions take place online.

Good, though, says arms of the govern-
ment do not exist, are not going after 
violators or do not have the manpower 
to enforce certain laws or future legisla-
tion.

In addition, he says most auction 
licensing laws don’t “have any teeth.” 
Some fines or penalties might amount 
only to a slap on the wrist, especially 
when a small fine is levied against an 
auction firm conducting a multi-mil-
lion dollar sale.

Stepp

We as an industry should be doing a lot 
more public relations: ‘Why pay retail today 
when you can go to an auction?’”Todd good
Accelerated Marketing Group

Newport Beach, Calif.

Stewart

FEATURE

continued »
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California has no auction 
licensing law. Good says 
legislators won’t 
put a law in place 
because it is too 
costly and does 
not generate rev-
enue for the state.

Good says gov-
ernment regula-
tion in the form of 
new licensing laws 
is not an effective 
way to deal with 
competition coming from the 
Internet. Instead, Auctioneers 
who conduct what many peo-
ple might consider traditional 
auctions — live bid calling or 
live auctions with online simul-
cast bidding — should take a 
stance against online-only auc-
tions, many of which he says 
are turning into platforms for 
retail transactions.

“We as an industry should be 

doing a lot more public rela-
tions,” Good says. “‘Why pay 

retail today when 
you can go to an 
auction?’”

Government 
regulations are re-
ally about offering 
consumer protec-
tion, he says, and 
he doesn’t view the 
auction industry 
as being overregu-
lated. Government 

protections serve to provide 
buyers and sellers with a sense 
of confidence in the auction 
method.

Sales taxes

Federal, state and local govern-
ments also strive to bring in 
tax revenues, and in agreement 
with the white paper, that has 
some NAA members con-
cerned about what additional 

expenses legislators could im-
pose on their small businesses.
New sales taxes could play 
a significant role in helping 
municipalities rein in budget 
deficits.

Stewart says the rumor in Ala-
bama is sales taxes could be on 
the horizon for estate sales.

“If they start taxing what 
you’ve already paid taxes on … 
that’s double dipping,” he says.

Good says Internet sales are 
likely to be taxed in California. 
Those who deal in e-commerce 
should expect to start charging 
sales tax, he says.

“You buy something out of 
state, you bring it into state, 
there’s a tariff,” Good says. 
“That’s what that tax is. It’s a 
tariff because it’s not taxed 
in the state that it was made 
in. It’s taxed in the state that              

it’s used in.”

Michigan Auctioneers are 
regulated by the state on a 
voluntary basis. Michigan 
State Auctioneers Association 
President Tim Narhi, CAI, 
CES, GPPA, says government 
regulation hasn’t had much 
of an effect on him or fellow 
professionals in his state.

Narhi, of Tim Narhi Auction-
eer & Associates, Byron, Mich., 
says municipalities within 
the state, though, impose 
regulations such as auction and 
parking permits that can get 
burdensome.

Transportation bill

Similar to Narhi, Ohio’s Stepp 
says government regulation is 
not a big concern in his state. 
House Bill 114, the transporta-
tion bill, has consumed most of 
his presidency.

Good

http://www.hudsonandmarshallcom
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877.638.5816
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200 watt, battery/ac powered, 1 or 2 wireless, 
90 selectable frequencies, Shure wireless, 
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SM-4 Neo Portable Sound System w/ 350’ range
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 2 wireless & tripod ..................................... $2,985
 2nd speaker package ................................... $849

The Ohio legislature passed the transpor-
tation bill, signed by Gov. John Kasich, 
on March 30. The legislation established 
a new, five-year construction equipment 
auction license law effective June 29, 2011.

Later in the year, legislators and others 
admitted to a "misunderstanding" in the 
bill, and an amendment, House Bill 153, 
was created to fix its problems.

According to the Ohio Legislative Service 
Commission, as Bill 114 was written, a 
license would have been granted under 
these, and other, conditions:

The licensee must (1) maintain a primary 
permanent auction site in Ohio that is at 
least 90 acres in size and also must main-
tain more than 60,000 square feet of total 
facility space; (2) be engaged primarily in 
the business of selling large construction 
and transportation equipment at auction; 
and (3) receive more than $1 million in 
gross annual sales in Ohio.

Stepp says he and other Ohio Auctioneers 
were still working to clarify the new bill, 

No. 153, in mid-November, as it didn’t 
completely address concerns about the law.

Although the new legislation clarified 
some wording from the original bill, Stepp 
says it did not take away a provision that 
essentially allows only one auction com-
pany in Ohio to sell consigned vehicles 
during construction equipment auctions.

Stepp says the bill discourages competi-
tion, and therefore the state association is 
working to encourage legislators to make 
further changes to the 
law.

“This thing wasn’t 
intended to hurt us 
in any way,” Stepp 
says. “It was a bad bill 
that they (legislators) 
thought they could 
squeak through … 
but the repercussions 
are bigger than they 
thought.”

Like the Council 

on Future Practices, some Auctioneers 
say they are concerned about health care 
legislation.

In mid-April, President Obama signed a 
bill into law that repeals the 1099 report-
ing provision of the Patient Protection and 
Affordable Care Act.

The 1099 mandate would have forced busi-
ness owners to report all payments of more 
than $600. 

http://www.kieferauctionsupply.com
http://www.portablesound.com
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SUCCESS STORIES

Finalists in the Indiana Auctioneers As-

sociation's annual bid-calling competition 

included reserve champion Jimmie Dean 

Coffey, CAI, AARE, BAS, CES, GPPA, 

of Bloomington, Ind.; John Beechy of 

Nappanee, Ind.; 2011 Indiana Champion 

Auctioneer Peter D. Gehres, CAI, CES, of 

Hilliard, Ohio; and Jonathan Baker, CAI, 

CES, of Evansville, Ind. Submitted photo

Husband, wife become Hall of Famers

More than 300 Auctioneers and industry vendors 
convened in Indianapolis on Nov. 3-6 for the annual 
Indiana Auctioneers Association convention, according 

to a news release.

Peter D. Gehres, CAI, CES, of Hilliard, Ohio, won the annual 
bid-calling competition to become the 2011 Indiana Champion 
Auctioneer. He competed against 14 other Auctioneers, including 
reserve champion Jimmie Dean Coffey, CAI, AARE, BAS, CES, 
GPPA, of Bloomington, Ind.

This year was a first for the IAA, as the group inducted a husband 
and wife, Fred and Bonnie Robinson, North Vernon, Ind., into its 
IAA Hall of Fame and IAA Auxiliary Hall of Fame, respectively. 
The IAA Hall of Fame also welcomed Keith Jones of Arlington 
Heights, Ill.

During the convention, members earned continuing education 
credits and took part in a Children’s Auction, proceeds of which 

went to a scholarship fund and charity. The IAA recognized mem-
bers for marketing and advertising excellence through its Market-
ing Awards Reception.

IAA officers are as follows:

•  Chairwoman of the Board Sara Minor, CAI, GPPA, Madison, Ind.
•  President Andrew Wilson, CAI, CES, New Harmony, Ind.
•  President-elect Melissa Davis, CAI, AARE, BAS, Indianapolis
•  Vice President Tom Freije
•  Secretary/Treasurer Jonathan Kraft, Valparaiso, Ind.

Directors:

Jama Smith, BAS, Auburn, Ind.; Tim Kruse, CAI, BAS, Auburn; 
Greg Engstrom; Dennis Jackson, CAI, AARE, CES, Indianapolis; 
Ricky Baer, Mishawaka, Ind.; Aaron Wilson, CES, Evansville, Ind.; 
Bill Davis, Portland, Ind.; John Wells, Worthington, Ind.; Brian 
Beckort, CAI, AARE, Corydon, Ind. 

Auction is solution for 
Housing Authority
National Commercial Auctioneers, Tulsa, 
Okla., helped the Houston Housing Au-
thority unload all of the properties from its 
“scattered site home program” in an auc-
tion Nov. 12, according to a news release.

The Houston-based event attracted 800 
people, and National Commercial sold 174 
properties to an array of buyers, includ-
ing investors, individuals and nonprofit 
groups. 

The absolute auction brought more than $8 
million. 

Nebraska ranch gets 
$11.8 million
Hall & Hall Auctions, Eaton, Colo., got 
nearly $11.8 million for the more than 
40,000-acre Circle Cross Ranch in an ab-
solute auction Dec. 2, according to a news 
release.

Nestled in the Nebraska Sandhills, the 
Circle Cross Ranch is located along the 
Niobrara National Scenic River, about 20 

minutes southwest of Valentine, Neb. More 
than 300 bidders attended the auction. 

Mecum sets records in 
kansas City
Mecum Auctions ended its 2011 season 
with record sales, consignments and atten-
dance for its Dec. 1-3 auction at the Kansas 
City Convention Center in Kansas City, 
Mo., according to a news release.

More than 800 vehicles crossed the block 
with a 70 percent sell-through rate. 
Total sales topped $12.3 million, which         
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Paul C. Behr 
for

NAA Vice 
President

Commitment and Service to the NAA and the 
Auction Profession

•	 NAA Board of Directors
•	 CAI Board of Directors
•	 Minnesota State Auctioneers Assn. President
•	 World Automobile Auctioneers Championship 

President

Commitment to the Future
•	 Embracing Technology
•	 Training New Auctioneers

“I would appreciate your Vote”

comprises hammers of more than $11.6 
million and a 6 percent buyer’s premium 
on vehicles.
 
Mecum’s top seller was a 1969 Shelby 
GT500 convertible that went for $165,000.

Japanese urns  
are top sellers
Asian antiques sold 
well in a Nov. 5-6 
auction from Thom-
aston Place Auction 
Galleries, Thomaston, 
Maine, according to a 
news release.

A pair of Japanese Meiji Period bronze 
urns brought the highest price for the 
auction when Thomaston sold them 
for $80,500. Prices include a 15 percent 
buyer’s premium.

For art, bidding was intense for a group 
of three 18th century Mexican paintings 
attributed to Miguel Cabrera (1695-1768). 
They surpassed a presale estimate of 

$2,000 to $3,000 to achieve $37,375. 

Wristwatch times out  
at $21,000
Cordier Antiques & Auctions, Camp Hill, 
Pa., sold a 19th century Flemish carved 
ivory tankard for $16,000 during a Nov. 6 
auction, according to a news release.

Other highlights of the auction included 
an art deco Cartier diamond wristwatch 
that sold for $21,000 and a Chinese gilt 
screen that went for $10,000. 

rumley tractor muscles 
past $200,000

VanDerBrink Auctions, Hardwick, Minn., 
sold more than 100 vintage tractors at auc-
tion Aug. 19-20 in Corsica, S.D., according 
to a news release.

Nearly 1,000 bidders registered onsite, and 
there were 300 online registrants. Bidding 
came from three countries and 20 U.S. 
states.

A highlight of the auction was a Rumley 
Advanced Oil Pull Model E 30-60 tractor 
that went for $211,000. The company also 
sold a 1928 Whippette Sedan for $30,000, 
and a 1932 Plymouth Coupe hammered at 
$24,500.

Also in 2011, VanDerBrink had a success-
ful auction of collector vehicles, project 
vehicles and thousands of rare parts. The 
Greenwood, Neb., sale attracted bidders 
from Australia, England and more than 20 
states in the U.S.  

A 1908 Cadillac Model S sold for $36,000 
and a 1910 Model 16 Buick went for 
$51,000. 

$80,500

$211,000

NETWORKING

http://www.iowaauctioneers.org
http://www.facebook.com/paulcbehr
http://www.biddercentral.com
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AUCTION SCHOOLS

The September class of the Reppert School of Auctioneering is as 

follows: Back row — Craig Starr, Brian Burns, Scott Arnold, Bob Burns, 

Zack Witovet, Matt Wiseman. Middle row — Chris Tranter, Christopher 

Owens, Dana Hatton, Jake Maddux, Sabin Martin. Front row — Calvin 

Vickery, Victor Spencer, Nate Roll and the school’s President Melissa 

Davis. Submitted photo

The December class of the Reppert School of Auctioneering is as fol-

lows: Back row — Steve Williams, Kevin Sipe, John Harlan, Paul Steere, 

Carson Helminiak. Middle row — Michael Jackiewicz, Jason Keeker, 

Matt Heath, Barry Dinkel, Keith Koscak, Ed Smith, Tim Orr. Front row 

– Dean of Students Ron Chaffee, President Melissa Davis, Pamela 

Schmidt, Steve Shupperd, Ryan Kramer, Will McCutchan, Kathy Baber. 

Submitted photo

The September class of the World Wide College of Auctioneering had students from 15 states and two from Canada. Submitted photo

The November, inaugural graduating class of Auction-

eers & Appraisers Academy, Phoenix, Ariz., included 

Pat Chacon, Ken MacKenzie, James Murr, Matt Messner, 

Jessica Sharp and Lyle Wilde. The academy covered 40 

subjects and included field trips to livestock and auto 

auctions. Submitted photo

The Mendenhall School of Auctioneering had 23 stu-

dents from five states in its November graduating class. 

Submitted photo
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The November graduating class of 

the Texas Auction Academy had 

26 students from Texas, Oklahoma, 

Wisconsin, Virginia, Arkansas and 

New York. They are as follows: Bot-

tom row — Ashley Graves, Amarillo, 

Texas; Judy Marshall, Mountain View, 

Ark.; Debbie Llamas, Austin, Texas; 

Giovanna Trevizo, Dayton, Texas; 

Julie Begley, Atascosa, Texas. Row 

two – Instructor Scott Swenson, 

CAI, GPPA; Mark Thurman, Cop-

pell, Texas; Matt Muenchow, Marion, 

Texas; Michael Cooper, Fulshear, 

Texas; Cody Shelley, Comanche, 

Okla.; James “Chad” Polk, Hot 

Springs, Ark.; School Administra-

tor Lori Jones; School Director Mike 

Jones, CAI, BAS, GPPA. Row three 

— Ronald Marshall, Mountain View, 

Ark.; Frank “Rocky”Evans Jr., El 

Paso, Texas; Matt Gallimore, Floyd, 

Va.; Joseph Broadrick, Houston; 

Marty Griepentrog, Dalton, Wis.; 

John “Jack” Michael, Coldspring, 

Texas; Daniel Leach, Troy, N.Y.; 

Christopher Jobe, Corpus Christi, 

Texas; Instructor Montie Davis. Top 

row — Zac Patrick, Andrews, Texas; 

T. Chad Wilson, Wills Point, Texas; 

Kevin Reeves, Denison, Texas; Matt 

Armstrong, Paris, Texas; Chris Foster, 

Okarche, Okla.; Guadalupe Sosa Jr., 

Point Venture, Texas; Steve English, 

Nolanville, Texas; Terence J. Lamb, 

Tishomingo, Okla. Submitted photo

The November class of the World Wide College of Auctioneering had students from 19 states, Canada, Scotland, England and China. 

Submitted photo

The Carolina Auction Academy No-

vember graduating class is as follows: 

Seated — Norma Jean Scott and Tanya 

Torrance. First row – Chris “Pace” McMil-

lan, Pollyanna Bullard, Brandi Roy, Lisa 

Maneau, John Merritt, Don Andersen. 

Back row — Ronnie Reams, Cynthia Ty-

son, Robert Castelberry, Ronnie Cutler, 

CT Walker, Richard Gainey, Tim Pala-

dino, Aaron Maye. Submitted photo
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Arkansas

Ronald W. Marshall
Marshall Auctioneers, Inc.
351 Hayden Heights Rd
Mountain View, AR 72570
rwm001@suddenlinkmail.com
(870) 321-2112

California

Donnie M. Schwartz
Schwartz Fundraising Auction Co.
5434 Ygnacio Valley Rd. #20
Concord, CA 94521
www.schwartzauctionco.com
Schwartzcompany@gmail.com
(925) 872-9214

Colorado

Mike Frick
Cissy's Auction & Special Events
P.O. Box 266
Loma, CO 81524
rm2.llc@gmail.com
(970) 216-9988

Sean Mathew Hunt
Steve Hunt Auctions
P.O.  Box 4803
Grand Junction, CO 81502
stevehuntauctions.com
cerebropeo@yahoo.com
(702) 219-7761

Connecticutt

Scott A. Liscomb
A Family Heirloom, LLC
225 Pinney Street
Ellington, CT 06029
www.afamilyheirloom.com
sliscomb@yahoo.com
(860) 872-9100

Florida

David Bradshaw
Tranzon Driggers
One NE 1st Ave. Suite 301
Ocala, FL 34470
dbradshaw@tranzon.com
(352) 209-5555

Teresa Annette Brooks
1241 A South Military Trail
West Palm Beach, FL 33415
tbrks101@att.net
(561) 966-4653

Stacey A. Giulianti, Esq.
Tribal Art Hunter
3325 Water Oak St
Fort Lauderdale, FL 33312
www.tribalarthunter.com
stacey@tribalarthunter.com
(954) 683-4217

Ana M. Magluta
600 Northern Way #1202
Winter Springs, FL 32708
(407) 404-4025

Liliana Rodriguez
Citi Gold Auctions
1241 S. Military Trail
West Palm Beach, FL 33415
lilirguez@aol.com
(561) 236-7349

Georgia

Paul Brian Ikner
P.O. Box 523
Evans, GA 30809
paulikner@yahoo.com
(706) 699-1660

Idaho

Marjorie M. Johnston
Family and Friends LLC
486 E 11th St.
Idaho Falls, ID 83404
(208) 521-4718

Illinois

Andrew Raymond Davis
2940 10th Ave
Alexis, IL 61412
andrew.r.davis@us.army.mil
(309) 536-0761

Diana Peterson
ATG Auctions, Inc.
1 South Wacker Drive, 24th Floor
Chicago, IL 60606
dpeterson@atgf.com
(312) 752-1413

Indiana

Hunter Douglas Harritt
Harritt Group Inc
2507 Old Vincennes Rd
New Albany, IN 47150
www.harrittgroup.com
hharritt@indiana.edu
(812) 944-0217

Catherine Ellen Knebel
5802 W 200 N
Winamac, IN 46996
catknebel@yahoo.com
(574) 242-2712

Rojas

I joined the NAA to surround myself with individuals 
who share my new founded passion with the hope of 

gaining support, motivation and networking. Paul (C. Behr, 
CAI, BAS) said 'You need to join the NAA ... this is where you 
start.'

Yve Rojas
Kansas City, Mo.
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Iowa

Gregory M. Christy
Greg Christy Auctions
507 S 4th Ave W
Newton, IA 50208
www.gregchristyauctions.com
gregchristy@gmail.com
(641) 521-0998

Raymond E. Helmuth
Helmuth Auctions
13455 710th Ave
Zearing, IA 50278
www.helmuthequine.com
helmuthraymond@yahoo.com
(515) 460-9191

Shae Matthew McCabe
Martin Auction Service
2212 256th St
Fairfield, IA 52556
www.martinauctionservice.org
shaemccabe@hotmail.com
(641) 451-0621

Jerry J. Olson
4685 Vine Ave
Northwood, IA 50459
farmall@rconnect.com

Richard Peter Swain
SNS Auctions Inc.
110 East Cedar
Cherokee, IA 51012
swain338@gmail.com
(712) 229-1161

Michigan

David J. O'Bryant
Auction Michigan LLC
4393 Clay Avenue SW
Wyoming, MI 49548
auctionmichigan.com
david.obryant@auctionmichigan.com
(269) 501-4758

Minnesota

Rodney Martin Mursu
54831 Co Hwy 142
New York Mills, MN 56567
(218) 385-2067

Mississippi

Karen Crantford
Head Auctions
289 A Commerce Park Dr
Ridgeland, MS 39157
karencrantford@gmail.com
(601) 898-5233

Zachary Lee Head
Head Auctions
213 McRee St.
Clinton, MS 39056
www.headauctions.com
zachary@headauctions.com
(601) 259-1953

Missouri

Yve Rojas
1246 W 62nd St
Kansas City, MO 64113
yve@kc.rr.com
(816) 520-2454

Dave Weaver
Weaver Signature Coin &  
Currency Auction LLC
Box 131
Easton, MO 64443
weavercoinauction.com
weavercoin@yahoo.com
(816) 253-9182

North Dakota

Chuck L. Wiesz
Wiesz Auctions
1595 1st St. N
Carrington, ND 58421
jeepn4us@daktel.com
(701) 652-2941

Ohio

Sheila Beth Rosen-Schiff
Rosen & Company, Inc.
30405 Solon Rd Ste 6
Solon, OH 44139
bidrosen.com
srosen@bidrosen.com
(216) 990-1831

Oregon

Amy W. Shum
RE/MAX Equity Group
13812 SE Sierra Dr
Portland, OR 97015
amyshum@ccim.net
(503) 999-7878

Pennsylvania 

Jeffry Cadorette
28 Oakmomt Place
Media, PA 19063
cadorette@mediarealestate.com
(610) 891-0474

Coffey

I joined the NAA because of the benefits it offers ... it 
is a great organization with many ways to help me im-

prove myself, which in turn will help our company. I feel that 
the NAA will allow me to continuously get great education 
that will keep me on the leading edge of our ever-changing 
business.

Phyllis Coffey, BAS  
United Country — Coffey Realty & Auction

Bloomington, Ind.
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Dustin Curtis Jelliff
United Country Jelliff Auction Group, LLC
95 Longbow Lane
Tioga, PA 16946
www.jelliffauctions.com
bidhyer@gmail.com
(570) 418-0925

Edgar R. Jelliff
United Country Jelliff Auction Group, LLC
95 Longbow Lane
Tioga, PA 16946
www.jelliffauctions.com
bidhy@epix.net
(570) 835-4214

South Dakota

Jason D. Niemann
510 4th St SW
De Smet, SD 57231
jason_niemann@yahoo.com
(605) 651-1953

Texas

Michael R. Hale
11716 Northview Dr.
Aledo, TX 76008
mike.hale@oakfloorsupply.com
(817) 929-8708

Edward Christian Schmidt
Christian Schmidt Auction Company
1720 Grand Ave Pkwy
Pflugerville, TX 78660
echristianschmidt@gmail.com
(210) 379-4969

Washington

Nelson D. Jay
Gavelo Auctions, LLC
5917 59th Avenue NE
Seattle, WA 98105
www.gaveloauctions.com
nelson@gaveloauctions.com
(206) 419-0046

Jeff F. Lee
P.O. Box 53
Glenoma, WA 98330
shannondenisehome@yahoo.com
(360) 496-1884

Canada

Alberta

Shawn Hansen
Hansen Land Company Ltd
PO Box 6129/2nd Floor 309- 
1st Street Wes,
High River, AB 12345
www.hansenlandco.com
hansen@hansenlandco.com
(403) 652-1798

England

Robin Cuthbertson
Scottish Motor Auctions
120 Essington Way
Wolverhampton,  WVI 2NP
robin.cuthbertson@smag.co.uk
07768975538

Nigeria

Oluseye A. Morgan
Rihago Auction Limited
36 Probyn Street,  
Friends Colony Estate, Agungi,
Lagos, Nigeria
seyemorgan@gmail.com
(234) 803-3076 x530

Scotland

Paul Ruthven
Scottish Motor Auctions
37 Leishman Drive
Dunfermline Fife,  K4111 4DH
paul.ruthven@smag.co.uk
07525252435

Hill

I joined NAA for a couple of reasons: to get into an or-
ganization that moves forward, educates its members 

and builds a sense of unity within the community of its mem-
bers. I liked that I could feel a sense of belonging to a commu-
nity that wanted me to succeed ... I expect that (the NAA will) 
continue the excellence of staying ahead of the game, to keep 
us informed of changes and challenges that we as Auctioneers 
could face in our businesses. I expect education opportuni-
ties as well as networking and business building experiences. 
I guess what I am expecting is for the NAA to continue to be 
who they have always been and more.

Lee Hill
Lee’s Auctions

Quakertown, Penn.
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No matter what you sell, you 
have to tell people about it. 
That means we have to do 
something we call “writing.”

I wish we could do away with the word. 
It seems to either freeze our brains or 
inspire us to get clever. Both lead to bad 
writing that fails to sell.

The best writing tip I ever got came from 
my old city editor at The Birmingham 
News. I'd written a really clever story and 

was proud of it. It was full of fancy words and elaborate, well-
turned phrases. He glared at me over the desk and said, “Pretend 
I'm your mama. Now tell me what happened.”

I did. It sounded nothing like the story in his hand. (We still used 
paper in those days.)

“Good,” he said, “now go write that, and don't ever give me any 
(stuff) like that again.” 

Only he didn't say stuff. You get the idea. 

Few Auctioneers have had a mentor who knew how to write well. 
That leads to brochures, ads and websites that are confusing and 
lifeless. Here are some of the best principles I've learned. I promise 
they'll help you sell more.

Learn to love

Facts. Channel Dragnet's Joe Friday and stick with “Just the Facts, 
Ma'am.” With all due respect to the sales experts who tell you to 
“sell the sizzle,” just remember that the bidder's buying the steak. 
(He assumes it'll be sizzling.) What he wants to know is whether 
he's getting a ribeye or a sirloin and whether it's Prime or Choice.

Details. As you learn to stick to the facts and eliminate the fluff, 
use that space to give the reader more specifics. Instead of just 
saying a house has hardwood flooring, point out that it uses 
planks of two-inch-thick, six-inch-wide oak reclaimed from a 
colonial mansion.

Nouns and verbs. These are the guts of good writing. “We sold” is 
a complete sentence all by itself. Start with these and build around 
them.

Your reader. Be kind to him. Make his job easier. Never make 

him cut through a bunch of clutter to get to what he needs.

Bullets. The simple bullet frees you from the compulsion to write 
in complete sentences. It lets you cram a lot of details into a little 
space, without waste.

The delete button. Don't be afraid. I've wasted hundreds of hours 
trying to fix bad sentences when I needed to just start over. Just 
take a deep breath, highlight and delete. There. Now you're free to 
write something good.

Learn to hate

Passive voice. Never say, “the home was built” when you can say, 
“he built the home.” For starters, active sentences are more spe-
cific because they tell the reader who built the home. Active verbs 
keep people reading.
 
Adjectives. OK, they're a necessary evil. Just remember that 
worlds like beautiful, elegant and lovingly hand crafted are there 
mostly to make the seller happy. They rarely help sell anything be-
cause readers breeze past them looking for the stuff that actually 
tells them what you're selling.

Long sentences. I can't tell you how long is too long. Just set a 
tripwire in your brain that alerts you when you've gone a while 
without using the period key. You don't have to buy into the Twit-
ter limit of 140 characters, but keeping it in mind can actually 
help you set a rhythm.

Verbs derived from “to be.” You can't get away from words like 
is, are, am, was and were, but try to at least keep them corralled. 
Pairing them with “not” gets you extra points off. (Contractions 
like “can't” and “don't” seem OK. I have no idea why. They just 
do.)

Needless words. Make it a game to see how much you can cut 
out without actually removing any real information. My first draft 
tends to be much longer than the last one. 

We've all written bad stuff. It's OK. The blank screen in front of 
you is an invitation to do it better. 

Carl Carter, APR, is President of NewMediaRules Communications, 
which has provided Auctioneers with public relations, copywriting 
and design services since 1994. He offers free communications tips 
through his blog, www.newmediarules.net. E-mail him at carl@
newmediarules.com. 

Learn to love (and hate) the 
right things for copy that sells

By Carl Carter, APR
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	 MeMbership	ApplicAtion
Please complete all four 

sections of this form.

To apply for membership in the NAA, choose one of these application methods:
 Complete this form with credit card information and fax to (913) 894-5281
 Complete this form and return with payment to: NAA Membership, 8880 Ballentine,
     Overland Park, KS 66214

MEMBERSHIP TYPES All members except *ONLINE members will receive the print version of Auctioneer magazine. 

 REGULAR
An active Auctioneer that subscribes to the NAA Code of Ethics and embraces the NAA Mission and Vision. 
Voting Member (Printed Materials)

 $300 (1 Year)
 $535 (2 Years)
 $725 (3 Years)

 ONLINE
Online member is an active Auctioneer receiving all correspondence through online and electronic formats. 
Voting Member (*Digital Materials - Receives digital version of Auctioneer magazine) $275

 AFFILIATE
Individuals who are not Auctioneers but who are involved in auction or auction-related business with the 
purpose to provide goods and services to Auctioneers and the public. Non-Voting Member (Printed Materials) $500

 ASSOCIATE
Employees of Active Members who are not Auctioneers. Auction-related professionals representing the real 
estate, finance and legal industries should apply for Associate membership. Non-Voting Member (Printed 
Materials)

$225

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

$450

OPTIONAL FEES

 NATIONAL AUCTIONEERS 
FOUNDATION DONATION

The National Auctioneers Foundation is the fundraising partner of the NAA. Funds promote the auction 
profession and industry. Donations are tax deductible. $50

 MEMBERSHIP NAA 
AUXILIARY*

The Auxiliary is a source for the promotion and advancement of the auction team. Membership is open to 
regular, online and retired members and spouses only. One year membership per person. 
 Self    Spouse *Auxiliary Member’s Name (Must Complete): _____________________________________

$25 
per member

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

2 MEMBERSHIP INFORMATION (Please Print)

3 PAYMENT INFORMATION 

4 AUCTION SPECIALITIES
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.

 $TOTAL AMOUNT DUE

___________________________________________________________________
First                 Middle                 Last

___________________________________________________________________
Nickname

___________________________________________________________________
Company Name

___________________________________________________________________
Address 

___________________________________________________________________
City           State      Zip

___________________________________________________________________
Phone    Fax

___________________________________________________________________
E-Mail    

___________________________________________________________________
Web Site
 Check here if you are a previous member or a member of a state association.
 Male   Female

Number of Years in Industry _______________  Year of Birth _________________

___________________________________________________________________
Name of auction school attended if applicable   

___________________________________________________________________
Referred By (Optional)

 Check Enclosed ($USD)      Credit/Debit Card      

________________________________________________________________
Credit Card #         Exp. Date (MM/YY)

________________________________________________________________
Card Holder Name (Print)

________________________________________________________________
Signature

 Antiques & Collectibles
 Appraisals
 Art & Galleries
 Auto & Motorcycles
 Bankruptcy
 Benefit & Charity
 Boats & Water Sports
 Business  Liquidations & Office 
     Equipment
 Coins
 Collector Cars & Vintage Equipment
 Estate & Personal Property
 Farm, Ranch & Livestock

 Firearms
 Govt. Surplus Property & Seizures
 Heavy Equipment & Construction 
     Machinery
 Industrial & Manufacturing Equip.
 Intellectual Property
 Jewelry
 Real Estate, Commercial/Industrial
 Real Estate, Land
 Real Estate, Residential
 Off-Road & Recreational Vehicles
 Restaurant, Food & Spirits
 Trucks, Trailers & Transportation

By completing and submitting this form, I hereby make application for membership in the National Auctioneers Association. If accepted, I 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.

 Payment Plan
See Reverse



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

NAA Payment Plan

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

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 ($275)
$92 for first and second months; $91 for third month

Member and Spouse Membership ($450)
$150/month for three consecutive months

PLEASE CHECK ONE - REQUIRED
 Payment by Credit Card: By checking this box, I 
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). 
 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.

NAAAuction.com                     
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.

OfficeMax Discounts                    
This custom office supply program offers 
savings of 31% to 88% off more than 
25,000 products online, through the 
catalogue or at one of nearly 1,000 stores.

Shipping & Freight Discounts                    
Save up to 25% off Express, 12% off 
Ground and 70% off Freight when you 
ship with FedEx. Discounts of up to 70% 
off are also available on freight shipping 
with YRC and UPS.

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 get a discount of up to 25% off! Get 
started by visiting  
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.

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

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: 
CAI, 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.

NAA Credit Card Program
& Free Check Recovery                              
Save on processing rates when accepting
credit card payments from your sellers for
their purchases. 

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. 
Individual, track or all-access passes are 
available.

Discounted Advertising Rates               
Reach your target buyers thanks to the 
NAA’s exclusive auction advertising 
programs. Receive discounted 
advertising rates with USA TODAY, 
Investor’s BusinessDaily,The Wall Street 
Journal and TheNetwork of City Business 
Journals. Other contracts available on 
request. 

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. 

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. 

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. 



[60] JANUARY 2012 | AUCTIONEER www.auctioneers.org

By Sarah Bahari
contributing writer

Trying to sell a high-end home, luxury 
property or valuable piece of art? 

Start with professional-quality photogra-
phy and video, industry experts say. 

“People do judge a book by its cover,” says 
Bart Wilson, Chief Innovation Officer for 
VPiX, a Colorado-based company that 
specializes in virtual tours. “If you do not 
grab their attention and impress them 
right away, they’ll move on.”

Professional-quality photography pays 
off, studies have found. A 2010 analysis by 
Redfin, a Seattle brokerage firm, found that 
homes with professional photographs sold 
for $934 to $116,076 more than homes 
shot with basic point-and-shoot cameras.

Aerial photography, high-definition video 
and 360-degree virtual tours are among 
the top options available to Auctioneers 
seeking to market homes, properties or 
other items. 

One company, 3vTV, based in Jackson-
ville, Fla., is now traveling the country by 
plane and automobile capturing aerial and 
on-the-ground images, which Auctioneers 
and real estate professionals will be able to 
purchase, says Bo Zarn, Business Develop-
ment Director for the company.

How it works

For the aerial images, an airplane with 14 
cameras attached to the belly flies at an 
altitude of 1,500 feet, capturing panoramic 
views of commercial and residential 
properties. A street-level system uses eight 
cameras mounted on a vehicle’s roof rack 
to snap photos. The cameras collect hun-
dreds of images, which are strung together 
and essentially form a video.

“We’re sweeping the country,” says Zarn, a 

former real estate 
appraiser and 
National Auction-
eers Association 
member. “We’ll be 
everywhere except 
1600 Pennsylvania 
Avenue and Camp 
David.”

The database of 
images will help 
Auctioneers move 
millions of dollars 
in foreclosures 
and bank-owned 
properties, Zarn 
says, which would 
boost the sluggish 
national economy.

“We will not get out of this depressed 
economy until real estate turns around,” 
Zarn says. “And no group of people is bet-
ter suited to move property quickly and get 
this country moving forward.

“Auctioneers have the ability to get this 
country out of the financial quagmire.”

Budget conscious

If hiring a professional photographer is 
not within your budget, experts suggest 
investing in a high-end digital SLR camera, 
which typically has more manual settings 
and can achieve sharper, more focused 
images.

Once photos and video are taken, Auction-
eers must decide how and where to show 
them.

Many companies, including VPiX and 
3vTV, are developing smartphone applica-
tions that will display video and photo-
graphs of properties.

“A lot of people are using their iPhones, 
iPads and Droids instead of sitting down at 

a traditional computer,” says Wilson, with 
VPiX. “Many of our old virtual tours did 
not work on these new devices, so we have 
had to reinvent ourselves.”

At TourFactory, based in Spokane, Wash., 
clients can have their videos and photos 
sent to some 20 online portals, which 
makes it likely that more people will see 
the property, says David Gay, the com-
pany’s Vice President of Sales.

“We are a one-stop shop,” Gay says. “You 
will get the professional images and more 
eyes on your property.”

High-quality images of homes, properties 
and other items benefit buyers and sellers, 
professionals say. Sellers are not inundated 
with questions, and prospective buyers can 
learn just about everything they need to 
know. 

“There is a lot less buyer’s remorse going 
on,” Zarn says. “Interested buyers can 
zoom in to a photo and look at some-
thing as small as the hardware on kitchen 
cabinets. They know exactly what they’re 
getting themselves into.” 

Professional images might help move 
millions of dollars in foreclosures, 
bank-owned properties

REAL ESTATE AUCTION SUMMIT

February 7-8, 2012 | Atlanta, Georgia

NEWS



AUCTIONEER | JANUARY 2012 [61]www.auctioneers.org

 ■ On Oct. 21, the California 

Air Resources Board played 

host to a public hearing and 

approved amendments to the 

Transport Refrigeration Unit 

(TRU or reefer) regulation, says 

Rod Hill, Staff Air Pollution 

Specialist for the California Air 

Resources Board. The	Board's	

reefer	regulation	prohibits	the	

sale	of	noncompliant	reefers	

that	could	reasonably	be	ex-

pected	to	do	business	in	Cali-

fornia. This includes auction 

sales. The amendment requires 

the seller of a noncompliant 

unit to disclose to potential 

buyers from outside of Califor-

nia that the unit cannot legally 

operate in the state.

 ■ United Country — Realty 

Pioneers, Wellsboro, Penn., has 

joined forces with United Coun-

try — Jelliff Auction Group LLC, 

Tioga, Penn., according to a 

news release. The new venture 

will conduct business in Wells-

boro. The	company	will	serve	

the	real	estate	needs	of	Tioga,	

Bradford	and	Potter	coun-

ties, as well as the surrounding 

areas of northern Pennsylvania 

and western New York.

 ■ Real Estate auction com-

pany Fortna Auctioneers & 

Marketing Group, Annville, 

Penn., has established a new 

affiliation with Atlantic Proper-

ties International Inc., Fort 

Lauderdale, Fla., according to 

a news release. The	companies	

plan	to	place	their	first	batch	

of	real	estate	auctions	on	the	

block	in	early	February. The 

Florida operation will concen-

trate on beach and waterfront 

properties, condos, commer-

cial buildings, privately held 

property and bank portfolios. 

Through the partnership, the 

companies plan to increase 

sales to international buyers.

trending topics views replies

1 Real deal 132 2

2 Background music for video 81 5

3 Puppy at benefit auction 155 7

4 Poll: Why do Auctioneers leave the industry? 245 12

5 Government regulations 154 6

How have recent federal or state government regu-
lations affected your auction career or company?

FrOM THE FOruM www.auctioneers.org/forum

F I L L E RW O R D S

Members of the National Auctioneers Association represented the auction industry and asso-

ciation Nov. 11 during the National Association of Realtors' 2011 Conference & Expo in Anaheim, 

Calif. Auction forum participants were NAR member Gary Shea, of Shea Realtors, Butte, Mont.; 

NAA member and forum Chairman Randy Wells, CAI, AARE, BAS, CES, GPPA, of Realty Auction 

Services LLC, Post Falls, Idaho; NAA member Charlie Montgomery, AARE, of Comas Montgom-

ery Realty & Auction Co., Murfreesboro, Tenn.; and NAR member Leonard Ferrigno, of Advan-

tage Realty, Clarkston, Wash. Submitted photo

Compiled by Brandi McGrath

“We are in the process of drafting legislation in our state of Delaware to 
help license and regulate. It has been an ongoing challenge for the past 
year and a half here, but we are getting very close.”
Glenn Watson
Reagan Watson Auctions LLC
Milford, Del.

“I wouldn’t say recent regulations have affected our business but rather 
the opposite: absence of regulations has helped define our business. 
In Kansas, if you can count by 10, you can be an Auctioneer. The no-
tion that we need government regulation or definition would be as silly 
as legislating what a wheel is. Everyone knows what an auction is. This 
freedom of the West has allowed us to develop and practice what is 
best for people and for the market.”
Bill Fair, CAI, AARE
Bill Fair & Co
LeCompton, Kan.

NETWORKING

http://www.auctioneers.org/forum
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Fighting  
for relevance

Social 
media is 
a rapidly 
matur-

ing commu-
nication and 
networking 
tool. Sites such 
as Facebook, 
Twitter, 
YouTube and 
LinkedIn have 
cemented their 

place in our collective consciousness.

One basic question remains for Auc-
tioneers: How can we use these tools 
to market auctions, attract bidders and 
increase hammer prices? The answer to 
that question is in fact the larger ques-
tion: How will Auctioneers become 
relevant in the world of social media?
 
Relevance is fundamental to effectively 
building a following on social media 
platforms and, more importantly, 
directing that sphere of influence to 
view and bid on lots in an upcoming 
auction.

Increasing an auction company’s 
Facebook “likes” or Twitter “followers” 

seems to be the easiest and most un-
derstandable way build exposure, and it 
falls in line with a traditional marketing 
ideology.

Numbers have the power to be deceiv-
ing, though, and it is increasingly those 
users that regularly interact, comment, 
“like” and “retweet” that are the mar-
keting goldmine and will be far more 
valuable to an auction company. 

For Auctioneers and auction compa-
nies, there are four keys to building 
relevance.

No. 1: Be a consumer first

One must be engaged in social media 
and be a consumer first. The most 
relevant and interesting actors in the 
current social media sphere are also 
regular social media consumers.

There are software programs and 
services that will “manage” your com-
pany’s social media marketing. Some 
programs will automatically post to 
Facebook and Twitter pre-programmed 
information on a set schedule. As Ron 
Popeil, mass marketing guru, says, “Set 
it and forget it.” That might work for 

kitchen appliances, but most users will 
see right through such efforts.

Regularly look at Facebook, Twitter 
and other websites on your phone and 
desktop — those you hope to influence 
surely do the same. Follow other Auc-
tioneers, local businesses and industry 
thought leaders, and immerse yourself 
into the information stream.

Being a social media consumer will 
naturally lead you to relevant social 
media marketing. Further, as the land-
scape evolves, the active consumers are 
the early adopters. Finally, if you are 
not a consumer, you will most likely 
not effectively respond to the feedback 
and comments generated by your social 
media marketing efforts.

The only thing worse than not having 
“fans” or “followers” is ignoring those 
you have and their comments and feed-
back. The equivalent would be publish-
ing your phone number and not having 
a phone to answer the call.

Build content

Auctioneers operate on the leading 
edge of the market and are often the 

By Peter D.  
Gehres, CAI, CES

Social  
media:
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Follow us on: Like us on:

Save on e-mail  
marketing
The NAA's partnership with Con-
stant Contact provides members 
with significant discounts on e-mail 
marketing. Get your 20 percent to 
25 percent NAA discount at www.
auctioneers.org/constant-contact.

Save on freight
Through the NAA Shipping Pro-
gram, members can save up to 
70 percent on FedEx Freight and 
at least 70 percent on less-than-
truckload shipments of more than 
150 pounds through YRC and UPS. 

Go to www.auctioneers.org/mem-
ber-resources.

Save on shipping
Through the NAA Shipping Pro-
gram, members can save up to up 
to 26 percent on FedEx Express 
and 12 percent on FedEx Ground. 

Go to www.auctioneers.org/mem-
ber-resources.
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FIND	THE	
NAA	ONLINE

www.facebook.com/NAAauctioneers 
NAAnews.wordpress.com 
www.twitter.com/NAAauctioneers
www.youtube.com/NAAauctioneers

NETWORKING

first responders to changes in market 
conditions. Active Auctioneers have 
a keen sense of the micro and macro 
market trends and are a treasure trove 
of information.

Turning that information into mar-
ket reports, prices realized and other 
quantitative research has always been 
an effective tool for Auctioneers. Social 
media allows for instant dissemination 
of this information and ensures search-
ing for that information is equally 
expedient.

Take advantage of video as well as writ-
ten content. Video is a powerful form 
of communications, and for Auction-
eers, it offers the best way to showcase 
the performance art of a live auction.

Become a local, regional or product 
expert and liberally share that informa-
tion. Short of obtaining celebrity status, 
creating content is the primary method 
to build relevance and is fundamental 
to any social media campaign.
 
Walk the line

There is a thin line that all walk when 
looking to attract social media follow-
ers. The most effective social media 
campaigns and relevant content will 
be useless if Facebook users “hide,” 
“unsubscribe” or “unlike.”

Spamming the newsfeed with auction 
announcements, excessive comments 
and event or auction invites is almost 
guaranteed to erode social media fol-
lowing and can, in the course of a few 
days, render one completely irrelevant.

Posting auctions is important. Posting 
the same or similar content over and 
over again is counterproductive. Show 

restraint and control, and compare 
your posting schedule with that of 
other companies.

As a social media consumer you will 
see quickly what constitutes “too much 
information” and what is just right.

Traditional marketing

Adding social media links or logos 
to any and all other marketing efforts 
is effective in two regards: First, like 
websites and phone numbers, these 
logos direct traffic to your social media 
outlets. If you have been developing 
content on these portals, traditional 
and nontraditional marketing will com-
plement and extend your marketing 
dollar. Second, these links and logos 
are a signal your company embraces 
the new media. Though subtle, these 
signals are powerful in influencing 
younger decision makers.

The U.S. presidential campaigns of 
2012 will likely include social media 
integrated into billion-dollar marketing 
campaigns. Both sides of the isle and 
other interest groups will be driving 
voters to interact and engage on these 
portals. Develop a plan to build the 
visibility and relevance of your auction 
company to take advantage of this traf-
fic. If buyers and sellers do not find you 
and your auction company, they will 
surely find someone else.

Peter D. Gehres, CAI, CES, is an Auc-
tioneer, Realtor and professional speaker 
based in Columbus, Ohio. Gehres is the 
owner of Belhorn Auctions and Vice 
President of Auction Operations for 
United Country — Gryphon Realty & 
Auction Group. 

What you’ll find  
on the web

Find	the	NAA	
online

http://www.auctioneers.org/constant-contact
http://www.auctioneers.org/constant-contact
http://www.auctioneers.org/member-resources
http://www.auctioneers.org/member-resources
http://www.auctioneers.org/member-resources
http://www.auctioneers.org/member-resources
http://www.facebook.com/NAAauctioneers
http://NAAnews.wordpress.com
http://www.twitter.com/NAAauctioneers
http://www.youtube.com/NAAauctioneers
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T
he National 
Auctioneers As-
sociation Auxiliary 

plans to award up to three, 
$2,000 scholarships in July 
during the 63rd annual 

International Auctioneers Conference and Show in 
Spokane, Wash. The Auxiliary Scholarship Program 
assists its members’ children or grandchildren as they 
pursue higher education. This is the Auxiliary’s 20th 
year to provide the awards.

Eligibility requirements are as follows:

•  Must be a child/stepchild or a grandchild/step grand-

child of an Auxiliary member with continuous member-
ship since Jan. 1, 2007

•  Candidates applying must be graduating from an accred-
ited high school and have been accepted into a qualified 
college or university undergraduate study program or a 
school of technology; or, candidates must have com-
pleted the past year at a qualified college, university or 
school of technology (undergraduate)

•  Candidates can apply for this program more than once 
but can only be awarded the scholarship one time

•  Scholarship applications will be distributed by request 
only with a request deadline of Feb. 23

•  Packets are available Dec. 1 with a required completion 
packet return postmarked by March 15

 
To qualify for a scholarship packet, please e-mail Kim 
Ward, CAI, BAS, CES, at kim@wardauction.net or via 
mail at 1775 Fodderstack Mtn. Loop, Greeneville, TN, 
37745. Call with questions at (630) 740-5860.

Three Auxiliary  
scholarships  

available in 2012

Calling all scholars

January

6-7          »  Colorado Auctioneers  
 Association convention,  

 Denver

11-13  »  Pennsylvania Auctioneers  
 Association conference, 

 Harrisburg

12-14  »  Wyoming Auctioneers  
 Association convention, 

 Cody

13-14  »  Idaho Association of  
 Professional Auctioneers 

 convention,  
 Boise

13-15  »  Virginia Auctioneers  
 Association convention,  

 Charlottesville

14-16           »  Ohio Auctioneers  
 Association convention,  

 Dublin

15-16  »  New York State   
 Auctioneers  

 Association convention,  
 Utica

20-21  »  Auctioneers Association of  
 North Carolina convention, 

 Greensboro

22-24  »  Wisconsin Auctioneers  
 Association conference,  

 Wisconsin Dells

24-27  »  Michigan State   
 Auctioneers  

 Association conference,  
 Lansing

26-28  »  Minnesota State   
 Auctioneers  

 Association conference,  
 Minnetonka

26-29  »  Kansas Auctioneers  
 Association conference,  

 Wichita

27-29  »  Auctioneers Association of 
 Maryland conference,  

 Ocean City

27-29  »  South Carolina   
 Auctioneers 

 Association convention,  
 Greenville

February

3-5»  Oklahoma State   
 Auctioneers  

 Association convention,  
 Oklahoma City

10-12  »  Kentucky Auctioneers 
 Association convention, 

 Gilbertsville

11-13  »  Illinois State Auctioneers  
 Association conference,  

 Bloomington

24-26  »  West Virginia Auctioneers  
 Association convention,  

 Roanoke

March

2-4»  Missouri Professional  
 Auctioneers  

 Association  conference,  
 Jefferson City

State auctioneer aSSociation upcoming eventS

To have your state association events listed in Auctioneer or Auction Enews, e-mail information to bscribner@auctioneers.org.

NETWORKING
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New ultra light fold-down  
auction podium

• Weighs less than a bag of 
chicken feed. 

• Haul it in your car. 
• Unique gift for the first five to 

take action this month.
www.auctionpodiums.com		
Ph.	866-900-8839	ext.	8

CASH FOR  
INVENTORY
Need new consumer 
goods, paper, art, craft, 
sewing, etc. Manufactur-
ers, warehouses, distrib-
utors. Confidential.
We buy truckloads...
FAST! Anywhere in 
USA. Kurt Kiefer, Fergus 
Falls, MN 
(218) 233-0000
www.thecloseoutchannel.com

HAVE AN iTEM TO SELL Or JOB OPPOrTuNiTY?

The MarketPlace section is a new feature for 
Auctioneer reserved for your business and commer-
cial advertising needs. If you are interested in taking 
out an advertisement, please contact:

Anna Lewis 
alewis@auctioneers.org  

(913) 563-5421

NEED  
AUCTIONEER 
INSURANCE? 
Call the Auctioneer 
Insurance Specialist
Larry Harb 
IT Risk Managers 
(517) 381-9909 
www.AuctioneerInsurance.com

YOUR AD HERE

NAA MEMBErS CAN NOW SAVE  
up to	26	percent on FedEx Ex-

press, 12	percent	on FedEx Ground 
and 70	percent on FedEx Freight. 

gO TO:  
www.1800members.com/auctioneers

Let your auction reach the most dedicated 
enthusiasts of all types of antique 
equipment and farm collectibles! 
Contact Terri Keitel 800-678-5779

tkeitel@ogdenpubs.com 
www.FarmCollector.com

www.GasEngineMagazine.com

Design, Printing, Mailing 
– All Under One Roof!

Any size, Quantity & Mail Anywhere!

800.823.9118  |  800.382.1184

Visit Our New Website in January 2012
www.qsap.biz

QuickService

AUCTION
PRINTINGT r u s t  QSAP  f o r  ASAP

Thank You
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Hannes Combest, CAE
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Conference and  
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Rhonda Truitt
(913) 563-5422

rtruitt@auctioneers.org

Accounting Associate

Ruth Richardson
(913) 563-5435

rrichardson@auctioneers.org

Accounting Associate

Carol Bond
(913) 563-5434

cbond@auctioneers.org

Membership
Membership Specialist

Heather Rempe
(913) 563-5425

hrempe@auctioneers.org
Membership Coordinator

Brandi McGrath
(913) 563-5429

bmcgrath@auctioneers.org

Education
Director of Education

Michael Avery
(913) 563-5426

mavery@auctioneers.org

Education Coordinator

Lois Zielinski
(913) 563-5428

lzielinski@auctioneers.org
Education Intern

Tara Truitt
(913) 563-5432

ttruitt@auctioneers.org

Publications
Director of Publications  

and Trade Show

Bryan Scribner
(913) 563-5424

bscribner@auctioneers.org

Designer

Nathan Brunzie
(913) 563-5430

nbrunzie@auctioneers.org
Account Coordinator

Anna Lewis
(913) 563-5421

alewis@auctioneers.org

NAA Board of Directors  
2011-2012

Officers

President
Christie King, CAI,  

AARE, BAS
(256) 439-0113

cking@ckingbenefits.com

Vice President
J. J. Dower, CAI, AARE

(423) 569-7922
jjdower@highland.net

Treasurer
Kurt Kiefer

(218) 736-7000
kurtkiefer@aol.com

Past President
B. Mark Rogers, CAI, AARE

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

Education Institute  
Chairman

Marc Geyer, CAI, AARE,  
BAS, CES

(602) 722-7028
geyerma@gmail.com

Chief Executive Officer
Hannes Combest, CAE

(913) 563-5423
hcombest@auctioneers.org

Directors

Terms expiring 2012
Merle D. Booker, CAI, GPPA

(509) 488-3331
merle@bookerauction.com

Robert W. Mayo, CAI,  
AARE, ATS

(816) 361-2600
robert@auctionbymayo.com

Harold R. Musser, CAI
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hrmusser@mbauction.com

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

bryan@bckenterprises.com
John Nicholls

(540) 898-0971
john@nichollsauction.com

Terms expiring 2014
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NAF Representative
Randy Ruhter
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auctions@ruhterauction.com

Presidential Appointee
Tom Saturley, CAI
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Terms expiring 2012
Sanford L. Alderfer,  

CAI, MPPA
(215) 393-3000

sandy@alderferauction.com
Barbara Bonnette, CAI, 

AARE, GPPA
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barbara@bonnetteauctions.com

David G. Helmer, CAI,  
CES, GPPA

(734) 368-1733
DavidSHelmer@gmail.com

Terms expiring 2013
Jack Hines, CAI, AARE, GPPA

(715) 273-3377
hinesauction@sbcglobal.net

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

mikejones@unitedcountry.com

Randy Ruhter
(402) 463-8565

randy@ruhterauction.com

Terms expiring 2014
Sherman Hostetter Jr. CAI, 

AARE, CES, GPPA
(724) 847-1887

auction2@verizon.net
Homer Nicholson, AARE, CES

(580) 767-1236
nicholsonauction@cableone.net
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NAA Treasurer
Kurt Kiefer

(218) 736-7000
kurtkiefer@aol.com

NAF Staff
Hannes Combest, CAE

(913) 563-5423
hcombest@auctioneers.org

Foundation Administrator

Lois Zielinski
(913) 563-5428 

lzielinski@auctioneers.org

NAA Auxiliary Board of 
Trustees 2011-2012

Officers

Chairwoman
Lori Jones

(972) 395-0049
info@texasauctionacademy.com

Vice Chairwoman
Cindy Soltis-Stroud, CAI, BAS

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

Secretary
Phyllis Coffey

pcoffey@jdcgroup.com

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

shinson@mindspring.com

Historian
Lucinda Terrel
(816) 873-0239

lrterrel@hotmail.com

Directors
Hannes Combest, CAE

(913) 563-5423
hcombest@auctioneers.org

Sheila Jackson
(317) 797-2117

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

Annette McCurdy
(316) 683-0612

amccurdy@mccurdyauction.com

Deidre Rogers
(336) 789-2926

deidre@rogersrealty.com

Scholarship Chairwoman
Kim Ward

(423) 528-4043
kim@wardauction.net

NAA Education Institute 
Trustees 2011-2012

Officers

Chairman
Marc Geyer, CAI, AARE,  

BAS, CES
(602) 722-7028

geyerma@gmail.com

Vice Chairman
Aaron Traffas, CAI, ATS, CES

(785) 537-5057
aaron@auctioneertech.com

Trustees
Terms expiring 2012

Steven Hunt, CAI,  
AARE, GPPA

(970) 245-1185
steve@theauctionteam.com

Eugene Klingaman, CAI
(260) 244-7606

gene@schraderauction.com

Terms expiring 2013
Michael Fine, CAI, AARE

(312) 953-9534
michael@fineandcompany.com

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

aaron@auctioneertech.com

Terms expiring 2014
Marc Geyer, CAI, AARE, 

BAS, CES
(602) 722-7028

geyerma@gmail.com
David Whitley, CAI, CES

(970) 454-1010
david@whitleyauctions.com

Terms expiring 2015
William McLemore, CAI

(615) 517-7675
will@mclemoreauction.com

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

JillMarie@JillMarieWiles.com

NAA Board Representatives

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

(423) 569-7922
jjdower@highland.net

NAA Treasurer
Kurt Kiefer

(218) 736-7000
kurtkiefer@aol.com
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Administration
Chief Executive Officer

Hannes Combest, CAE
(913) 563-5423

hcombest@auctioneers.org

Deputy Executive Director

Chris Longly
(913) 563-5431

clongly@auctioneers.org
Conference and  
Show Manager

Joyce Peterson
(913) 563-5439

jpeterson@auctioneers.org

IT Administrator

Steven Jackson
(913) 563-5420

sjackson@auctioneers.org

Accounting
Director of Finance &  

Administrative Services

Rhonda Truitt
(913) 563-5422

rtruitt@auctioneers.org

Accounting Associate

Ruth Richardson
(913) 563-5435

rrichardson@auctioneers.org

Accounting Associate

Carol Bond
(913) 563-5434

cbond@auctioneers.org

Membership
Membership Specialist

Heather Rempe
(913) 563-5425

hrempe@auctioneers.org
Membership Coordinator

Brandi McGrath
(913) 563-5429

bmcgrath@auctioneers.org

Education
Director of Education

Michael Avery
(913) 563-5426

mavery@auctioneers.org

Education Coordinator

Lois Zielinski
(913) 563-5428

lzielinski@auctioneers.org
Education Intern

Tara Truitt
(913) 563-5432

ttruitt@auctioneers.org

Publications
Director of Publications  

and Trade Show

Bryan Scribner
(913) 563-5424

bscribner@auctioneers.org

Designer

Nathan Brunzie
(913) 563-5430

nbrunzie@auctioneers.org
Account Coordinator

Anna Lewis
(913) 563-5421

alewis@auctioneers.org

NAA Board of Directors  
2011-2012

Officers

President
Christie King, CAI,  

AARE, BAS
(256) 439-0113

cking@ckingbenefits.com

Vice President
J. J. Dower, CAI, AARE

(423) 569-7922
jjdower@highland.net

Treasurer
Kurt Kiefer

(218) 736-7000
kurtkiefer@aol.com

Past President
B. Mark Rogers, CAI, AARE

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

Education Institute  
Chairman

Marc Geyer, CAI, AARE,  
BAS, CES

(602) 722-7028
geyerma@gmail.com

Chief Executive Officer
Hannes Combest, CAE

(913) 563-5423
hcombest@auctioneers.org

Directors

Terms expiring 2012
Merle D. Booker, CAI, GPPA

(509) 488-3331
merle@bookerauction.com

Robert W. Mayo, CAI,  
AARE, ATS

(816) 361-2600
robert@auctionbymayo.com

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

hrmusser@mbauction.com

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

bryan@bckenterprises.com
John Nicholls

(540) 898-0971
john@nichollsauction.com

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

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

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

rich@success-auctions.com

NAF Representative
Randy Ruhter

(402) 463-8565
auctions@ruhterauction.com

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

tsaturley@tranzon.com

National Auctioneers  
Foundation Board of  
Trustees 2011-2012

Officers

President
Benny Fisher, CAI
(954) 942-0917

benny@fisherauction.com

Vice President
Randy Ruhter

(402) 463-8565
auctions@ruhterauction.com

Chairman of the Board
Chuck Bohn, CAI, GPPA

(303) 340-2422
cfbohn@aol.com

Trustees

Terms expiring 2012
Sanford L. Alderfer,  

CAI, MPPA
(215) 393-3000

sandy@alderferauction.com
Barbara Bonnette, CAI, 

AARE, GPPA
(318) 443-6614

barbara@bonnetteauctions.com

David G. Helmer, CAI,  
CES, GPPA

(734) 368-1733
DavidSHelmer@gmail.com

Terms expiring 2013
Jack Hines, CAI, AARE, GPPA

(715) 273-3377
hinesauction@sbcglobal.net

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

mikejones@unitedcountry.com

Randy Ruhter
(402) 463-8565

randy@ruhterauction.com

Terms expiring 2014
Sherman Hostetter Jr. CAI, 

AARE, CES, GPPA
(724) 847-1887

auction2@verizon.net
Homer Nicholson, AARE, CES

(580) 767-1236
nicholsonauction@cableone.net

NAA Board Representatives

NAA Treasurer
Kurt Kiefer

(218) 736-7000
kurtkiefer@aol.com

NAF Staff
Hannes Combest, CAE

(913) 563-5423
hcombest@auctioneers.org

Foundation Administrator

Lois Zielinski
(913) 563-5428 

lzielinski@auctioneers.org

NAA Auxiliary Board of 
Trustees 2011-2012

Officers

Chairwoman
Lori Jones

(972) 395-0049
info@texasauctionacademy.com

Vice Chairwoman
Cindy Soltis-Stroud, CAI, BAS

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

Secretary
Phyllis Coffey

pcoffey@jdcgroup.com

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

shinson@mindspring.com

Historian
Lucinda Terrel
(816) 873-0239

lrterrel@hotmail.com

Directors
Hannes Combest, CAE

(913) 563-5423
hcombest@auctioneers.org

Sheila Jackson
(317) 797-2117

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

Annette McCurdy
(316) 683-0612

amccurdy@mccurdyauction.com

Deidre Rogers
(336) 789-2926

deidre@rogersrealty.com

Scholarship Chairwoman
Kim Ward

(423) 528-4043
kim@wardauction.net

NAA Education Institute 
Trustees 2011-2012

Officers

Chairman
Marc Geyer, CAI, AARE,  

BAS, CES
(602) 722-7028

geyerma@gmail.com

Vice Chairman
Aaron Traffas, CAI, ATS, CES

(785) 537-5057
aaron@auctioneertech.com

Trustees
Terms expiring 2012

Steven Hunt, CAI,  
AARE, GPPA

(970) 245-1185
steve@theauctionteam.com

Eugene Klingaman, CAI
(260) 244-7606

gene@schraderauction.com

Terms expiring 2013
Michael Fine, CAI, AARE

(312) 953-9534
michael@fineandcompany.com

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

aaron@auctioneertech.com

Terms expiring 2014
Marc Geyer, CAI, AARE, 

BAS, CES
(602) 722-7028

geyerma@gmail.com
David Whitley, CAI, CES

(970) 454-1010
david@whitleyauctions.com

Terms expiring 2015
William McLemore, CAI

(615) 517-7675
will@mclemoreauction.com

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

JillMarie@JillMarieWiles.com

NAA Board Representatives

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

(423) 569-7922
jjdower@highland.net

NAA Treasurer
Kurt Kiefer

(218) 736-7000
kurtkiefer@aol.com
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nation’s largest 
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