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As many of you know, I wasn’t born 
into an auction family. I married 
into one! I didn’t start my career 
with an objective of being a part of 

its auction company.

But when it became apparent this was where 
I was headed, I went to auction school. I am a 
proud graduate of the Mendenhall School of 
Auctioneering, which this year celebrates 50 
years of continued ownership by Betty and For-
rest Mendenhall, CAI, AARE. Congratulations 
to them both!

That started my auction education, but I didn’t 
stop there. I knew that I needed to understand 
the industry more thoroughly, and that’s why 
I joined the National Auctioneers Association 
and started attending its annual Conference 
and Show. I learned a lot, and I became more 
involved as the years went on. My CAI years 
were some of the best I experienced. The classes 
were great, and the networking was outstand-
ing. I met business associates at CAI that 
changed my life and my business.

Last year, I attended a Designation Academy 
and earned the Auction Technology Specialist 
designation. I spent three days learning how 
to incorporate new technologies to make my 
business more efficient. This wasn’t a technol-
ogy seminar. It was a fantastic business strategy 
class that happens to focus on the benefits of 
technology.

I had another enlightening experience last year 
as NAA Vice President when I served on the 
Education Institute. We spent time discussing 
NAA education of the future and how we could 
make our programs “world class.”

The group developed a plan to begin the rewrite 
of all seven NAA designations; however, we 
kept facing one common dilemma voiced by 
instructors and students alike. Students would 
comment that the classes were “too easy” or 
“too far above my head.” Instructors talked 

about the different levels of experience among 
students and how to engage them in one class-
room experience. An idea was born to develop 
an online program initially referred to as the 
Fundamentals Class. This program would take 
common content out of all of the programs 
and move it into an online program that would 
form the basis of curriculum.

New online program

The NAA is about to unveil that online pro-
gram! This year, students new to CAI will be 
required to take it. We aren’t trying to put 
hurdles in front of people. There will be a test, 
and if you have been in the industry for a while, 
you will be able to take the assessment and “test 
out” of the online program. The purpose is to 
offer a curriculum that is based on fundamental 
principles it takes to be a successful auction 
professional.

I couldn’t be where I am today without educa-
tion. There are almost 4,000 members in our 
association, and only about 1,400 have des-
ignations. A few members attend the classes 
but don’t care about having the designation 
abbreviations after their names, and that’s OK. 
The education is what is really important. I just 
know that having learned what I have over the 
past few years, I am proud of those designations 
that go after my name. I may even get more as 
time goes on!

Check out pages 20-21 in this month’s Auction-
eer. You’ll find out what is happening in educa-
tion. Also, make plans to attend a designation 
class in Las Vegas. That class might provide 
answers on how to improve your business!

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

National Auctioneers As-

sociation President J.J. 

Dower, CAI, AARE, ATS, 

became a member of 

the association in 1987. 

He earned his CAI des-

ignation in 1991 and was 

President of the Tennes-

see Auctioneers Asso-

ciation, in which he is a 

Hall of Fame member, in 

2001-02. Dower, a partner 

in LaFollette, Tenn.-based 

Ayers Auction & Realty — 

a MarkNet Alliance mem-

ber, also serves as CEO 

of MarkNet. His wife and 

business partner, Traci 

Ayers-Dower, CAI, AARE, 

and their two daughters, 

Addison Ayers-Dower 

and Alissa Dower, also are 

NAA members.

F R O M  T H E  P R E S I D E N T

The value of auction education
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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 situations or 
problems. Kurt R. Bach-
man and Beers Mallers 
Backs & Salin LLP do 
not intend to create an 
attorney-client rela-
tionship by offering 
this information, and 
anyone’s review of the 
information shall not 
be deemed to create 
such a relationship. You 
should consult a law-
yer if you have a legal 
matter requiring at-
tention. 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 
Attorney and 
licensed
Auctioneer from
LaGrange, Ind.
He can be reached at
(260) 463-4949 or
krbachman@
beersmallers.com.

B U S I N E S S  P R A C T I C E S

Auctioneer may choose to 
hand microphone to seller 
for statement of warranty

Does an Auctioneer have  
authority to make an express 
warranty for a seller? 

It depends generally upon the terms of the auc-
tion contract. Remember, an express warranty is 
a statement or promise made by a seller (or his or 
her agent) to a buyer that a property or good has 
certain characteristics and that representation 
may be relied upon by the buyer and becomes 
part of the bargain. Auctioneers are the agents 
of the sellers. Sellers give specific authority to 
Auctioneers in the auction contracts. In order to 
clearly establish the terms of the relationship and 
the scope of authority given to Auctioneers, and 
because it is required by law in some jurisdic-
tions, the auction contract should be in writing. 
By specifically stating the authority in writing, 
both sellers and Auctioneers should understand 
the extent of the authority given. 

Q U E S T I O N

A N S W E R
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B U S I N E S S  P R A C T I C E S

A seller can give an Auctioneer 
authority to make express war-
ranties or the seller can decide 
not to give the Auctioneer au-

thority to make express warranties. When 
an Auctioneer is authorized to make a 
specific warranty, then the seller will gen-
erally be bound by the warranty. When an 
Auctioneer makes a warranty he or she is 
not authorized to make, the Auctioneer 
will generally be responsible for the war-
ranty. The seller will not be responsible 
for the representation or warranty when 
the Auctioneer does not have authority to 
make the representation or warranty. 
Because of the potential liability for 
creating express warranties, Auctioneers 
should include provisions in their con-
tracts that specifically grant them author-
ity to make express warranties on behalf 
of sellers. While broad language may 
create the impression that Auctioneers 
have the authority, the better approach is 
to make the authority clear so both the 
seller and Auctioneer understand what 
the Auctioneer has the authority to do on 
the seller’s behalf.

Provision example

An example of a specific provision 
may state the following: “The seller has 
provided or will provide the Auctioneer 
with written statements concerning the 
condition of the goods being sold and the 
Auctioneer is authorized to communicate 
those statements publicly prior to and 
during the auction.” Another alterna-
tive, as long as the seller will be present, 
is to hand the microphone to the seller 
and allow him or her to personally make 
statements concerning the property being 
sold. This prevents the Auctioneer from 
making any expressions or giving any 
description concerning the property be-
ing sold. Some sellers, though, do not like 
this approach. 

It is important that Auctioneers recog-

nize the difference between an express 
warranty and puffing. Puffing is viewed 
as salesmanship and is an expression of 
opinion about the item(s) being sold. An 
Auctioneer’s or seller’s statements of opin-
ion about the goods being sold does not 
create an express warranty. Some com-
mon examples of puffing are “this tractor 
is in good condition” and “I would like a 
car like this.” These examples are expres-
sions of opinion that are not necessarily 
based on facts. Auctioneers should be 
careful because puffing in some situations 
can come very close to the line where an 
express warranty may be created. 

Creating an express warranty may result 
in a civil suit for damages incurred by the 
buyer who relied on 
the express warranty. 
An additional claim 
for fraud may also be 
included in the suit. 
Auctioneers should 
be very careful about 
their representa-
tions so they avoid 
making any express 
warranties or mis-
leading statements. 
For example, if an 
Auctioneer states 
that the product 
being sold “has 
never been used,” 
then he or she has 
created an express 
warranty concerning 
the condition of the 
item being sold. It is 
a statement of fact 
that a buyer may rely 
on in purchasing the 
property. 

In order to ensure 
Auctioneers are 
including provi-
sions in their auction 

contracts that include the proper lan-
guage, they should meet with an attorney 
licensed to practice in their state. Each 
state has its own laws regarding contracts, 
professional regulation and business prac-
tices, so a licensed attorney will be able to 
address any specific requirements a state 
may have concerning express warranties. 
Written auction contracts that contain 
specific provisions concerning Auction-
eers’ authority are proof of the extent and 
type of authority granted. Auctioneers 
should either obtain authority to make 
specific representations or avoid making 
representations that could be considered 
an express warranty, such as by handing 
the microphone to the seller. v

http://www.1800thesign.com
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Steve Proffitt

Steve Proffitt is general 
counsel of J. P. King 
Auction Company, Inc. 
(www.jpking.com). He 
is also an 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.

B U S I N E S S  P R A C T I C E S

Something called “contract”
Law gives all agreements same level 
of enforceability

Perhaps the most outstanding deficiency I have 
encountered in my years around auctions is the 
lack of understanding many people involved 
have about contracts. A lot of folks just don’t 
comprehend what a contract is or what it 
means. I have both witnessed and many times 
had reported to me errors that are pretty appall-
ing when it comes to basic contract principles 
and law. I am going to relate a story a reader 
shared with me to illustrate this point:

“Steve, about three weeks before an auction was 
to be held, I was at a lady’s house to pick up 
some things she was donating to our local mu-
seum. She was moving to another city. While 
there, she showed me an old billing statement 
my grandfather had given from his plumbing 
business. I offered her $20, and she sold me the 
paper.

“Later in the day, she called and said she 
needed the paper back, as it was listed in the 
auction bill and could not be sold. I told her 
I thought she had every right to sell it, as she 
was the owner. I got a copy of the auction bill, 
and it listed her as the owner of everything to 
be sold in the auction. She said she had called 
the Auctioneer and he told her the item must 
be returned, and I could come to the auction 
and buy it there. It was my position that I had 
bought the paper directly from the owner. She 
received what she considered a good price, and 
I got what I wanted.

“Subsequently, she sent me a check for $20 and 
again asked for the item back. I returned it to 
her, but I did not go to the auction. Was she not 
able to sell the piece, and could I not buy it like 
I thought I did?”

This is a simple matter made difficult by people 
who apparently know little or nothing about 

contracts. A contract is a legally binding agree-
ment made by two or more parties to do or 
not do some thing. It can be oral or written. A 
contract for sale has three legal elements: (a) an 
offer, (b) an acceptance and (c) consideration. 
Like a three-legged stool, all three elements 
must be satisfied to support the existence of a 
contract. The absence of any element means 
there is no enforceable agreement. So what did 
the reader and this lady have between them?

The lady represented she owned the piece of pa-
per. She wanted to sell it and was expecting to 
include it in an upcoming auction. The reader 
became interested in the piece when he learned 
it was a billing statement his grandfather had 
issued to a customer more than 100 years ago. 
He logically wanted it, and this gave the piece 
value for him. 

Binding agreement

The reader told the lady he would buy the paper 
from her for $20. This satisfied the first of the 
three legal elements for a contract for sale — an 
offer to buy. The lady decided she wanted the 
$20 in exchange for the paper and agreed to 
the sale. This satisfied the second legal element 
necessary for a contract — an acceptance of the 
offer. The reader handed her $20 and she gave 
him the paper. This satisfied the third and final 
element necessary to establish a contract for 
sale between the parties — the passing of con-
sideration (here, the money paid for the paper). 

Upon the exchange of the consideration, the 
man’s offer to buy and the lady’s agreement to 
sell immediately became a valid contract for 
sale. This means they had formed a binding 
agreement that the law would enforce.

Why would this lady think she could reverse a 
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contract for sale that she had voluntarily 
and lawfully made with the buyer? Why 
would an Auctioneer advise her to breach 
this contract? And why would the man 
allow the contract to be voided? The only 
answer I can come up with is (a) she did 
not understand what a contract meant, (b) 
neither did the Auctioneer comprehend it 
and (c) the man also did not understand it, 
or he did not care to enforce the contract 
that he had made with the lady. Whatever 
the case, this was another instance of 
someone acting like a contract is noth-
ing more than a whim subject to a party’s 
unilateral decision to change. It is not.

Most of us form contracts for sale every 
day and oftentimes for the most inciden-
tal things, from penny candy to a burger 

at lunch; but contracts also underlie our 
most important and valuable purchases, 
too — like cars and houses. The law gives 
them all the same level of enforceability, as 
defined by their respective terms. Noth-
ing gave this seller the right to void this 
contract and the reader should have stood 
his ground. As I have said many times, 
contracts for sale are not made for fun, 
practice or make believe. They are made 
for real and should be accorded the level of 
respect that the law gives them.
 
I do not know whether the lady had a con-
tract with the Auctioneer that she would 
not remove or dispose of anything sched-
uled for auction. If there was no agree-
ment, the Auctioneer’s position on her 
sale of the paper was meaningless. If she 

had such an agreement with the Auction-
eer, dependent upon the terms and their 
enforceability, she might owe the Auction-
eer a commission. However, even if there 
was an agreement, the Auctioneer had no 
legal right to instruct her to void a contract 
for sale that she had made with the buyer. 
The auction contract could not trump her 
contract for sale with the man. At best, the 
Auctioneer had a claim against the lady for 
his auction-contract rate of compensation, 
as calculated on a $20 pre-auction sale. 

People involved with contracts need to 
learn the basic, legal principles for these 
unions, understand what they mean and 
how they work and respect and abide by 
the legally enforceable agreements that 
result — and that includes Auctioneers. v

http://www.portablesound.com
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Stories from the heart
Benefit Auctioneer says trip will help her 
connect better with clients, contributors

By Sarah Bahari
contributing writer

he bus pulled up to the small military hospital in San Salvador at 6 a.m.

Auctioneer Gayle Stallings stared out her window and saw hundreds 
of people already standing in line. Mothers carried small babies. 

Older children waited quietly.

With no transportation, many families had walked for days from as 
far as Honduras, Nicaragua and Guatemala, in hopes of being chosen 
for surgery that would repair cleft lips and palates.

Stallings, CAI, BAS, owner of FUNauctions in Austin, Texas, tried to hold 
back tears.

“You realize immediately there’s no way we can help everybody,” Stallings 
says. “And you realize how much this means to these people, to have this 
opportunity.”

Gayle Stallings, CAI, BAS, traveled with 

Austin Smiles on a medical mission trip 

to El Salvador in June. The nonprofit, for 

which she conducts an annual fundraising 

auction, provides reconstructive surgery 

to children of central Texas and through-

out Central America. Stallings took the 

trip, in part, to gain a better understand-

ing of the organization’s mission. Photos by 

Kris Kennedy of Austin Smiles
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She joined Austin Smiles, a non-
profit that provides reconstructive 
surgery to children of central Texas 
and throughout Central America, 
on a medical mission trip in June 
to El Salvador. San Salvador is the 
country’s capital city.

Seeing it firsthand

Stallings, who specializes in benefit 
auctions for nonprofit organiza-
tions, has presided over Austin 
Smile’s annual fundraising auction 
since 2010. After last year’s auction, 
two physicians approached her and 
asked if she would be interested in 
seeing the group’s work firsthand.

“As an Auctioneer, it is very rare to 
see firsthand what a client organi-
zation does,” Stallings says. “I knew 
this would be such an incredible 
opportunity.”

For 25 years, Austin Smiles has 
performed nearly 5,000 reconstruc-
tive plastic surgeries, mostly cleft 
lip and palate repairs.

A cleft lip is an opening in the lip, 
and a cleft palate is an opening in the roof of the mouth. About one 
in 700 babies is born with the condition because parts of the face 
and mouth do not come together properly, according to Austin 
Smiles.

Cleft lips and palates can lead to feeding problems, speech difficul-
ties and repeated ear infections.

Stallings’ trip will help her effectively sell the organization’s mission, 
says Kendyl Richards, Executive Director for Austin Smiles.

“Unless you witness it, you really can’t understand what we do,” 
Richards says. “The transformation we see is indescribable. There 
is nothing like seeing the faces of these children and their families 
after surgery.”

Life changing

In San Salvador, Stallings set out to find stories and meet people. 
Every morning, she would grab two hand puppets and try to make 
children and families laugh and relax.

The auction professional spent most of her time in the recovery 
room, talking with families through a Spanish-language transla-
tor. She held the oxygen tube, transcribed information for nurses, 
comforted crying children and transported patients to the post-
operation hospital room.

continued ››

http://www.biddercentral.com
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But her favorite part was giving patients special gifts such as 
stuffed animals, baseball caps and soccer balls.

“Their faces just lit up,” Stallings says.

The organization repaired 52 cleft lips and palates in four days, 
working late every evening.

Stallings recalls sitting with one little boy who cried for his 
mother until he fell asleep on her chest. Even as her arms fell 
asleep, she did not dare to move. 

She met another woman who had lost all of her other children 
but had come to give her only child a shot at the surgery that 
would change his life.

“Some parents did not even recognize their children after surgery. 
Children would see themselves in the mirror for the first time,” 
Stallings says. “This was life changing for the kids and adults.”

New perspective

Richards, who has worked as director of Austin Smiles for 16 
years, says Stallings’ dedication to the organization is unique.

“She is a rock star. She gives 300 percent,” Richards says. “Never 
before have I seen someone to work so hard.”

Before becoming an Auctioneer in 2005, Stallings spent six years 
as Director of a nonprofit organization, where she developed an 
in-depth knowledge of nonprofit operations. The idea of becom-
ing an Auctioneer struck while conducting research on benefit 
auctions.

Auctioneering, she discovered, allowed her to combine two loves: 
nonprofits and storytelling. The trip with Austin Smiles will fur-
ther those storytelling abilities, she says.

“When I share stories, people will know they came from the heart. 
I think it will come across differently,” Stallings says. “I was part of 
this, and I’ll be able to connect on a different level.” v

http://www.hudsonandmarshall.com
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        • For day-definite ground delivery in 1-5 business days 
          to every U.S. business address in the contiguous U.S.
       

          FedEx Freight® Priority
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                •  Additional value-added services, including a 
                   no-fee money-back guarantee*. 
          FedEx Freight® Economy
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Only rare, trendy books 
catch collectors’ interests  
as preferences change
By Nancy Hull Rigdon
contributing writer

Rare books in top condition continue to 
break auction records while run-of-the-
mill books are increasingly hard to sell, ac-
cording to National Auctioneers Associa-
tion members.

“The book market in general is far from 
great, but if you have good, rare, high-
end items, they will bring really tip-top 
money,” says Philip Weiss, of Philip Weiss 
Auctions, Oceanside, N.Y.

Due in large part to the rising number of 
electronic books available online, there 
is an abundance of paper books on the 
market, which has hurt the overall book 
auction market, Weiss says.

High-end literature is another story. A 
signed, first-edition copy of J.D. Salinger’s 
“The Catcher in the Rye” in excellent 
condition is rare and can go for six figures 
at auction, Weiss says. And the top sales 
price for such a book continues to climb.

“The real collectors are still out there, but 
you have to get the quality of material they 
want,” Weiss says.

Cyclical market

The book market is trendy and cycli-
cal, which makes it tougher than many 
other auction specialties, Weiss says. For 
example, a signed, first-edition copy from 
J.K. Rowling’s “Harry Potter” series in 
good condition is considered a coveted 
jewel in the book market, Weiss says, and 
that certainly wasn’t the case 15 years ago.

Weiss handles estates, and the extensive 
book knowledge he began acquiring as 
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a child allows him to quickly estimate a 
book’s worth. More important than know-
ing what books are valuable, he says, is 
knowing what books aren’t valuable.

He says books with little to no value 
include “Reader’s Digest” books, “Ameri-
can Heritage” books, “Book of the Month” 
books and textbooks.

“Nine out of 10 books are not worth any 
money,” Weiss says.

Cultural shift

Chris Davis, of Auction Ohio, Columbus, 
Ohio, says that because of the downturn in 
the book auction market, his company has 
not had a significant book sale in at least 
a year.

Davis points to a cultural shift as the big-
gest reason for the market change.

“The baby boomers are pushing product to 
the next generation, and that next genera-

tion doesn’t really want it,” he says.

As he sees it, those younger than 40 are not 
avid collectors and prioritize function and 
cost over quality, leading to tougher times 
for antiques, including books.

Davis says he’s also seen the Internet’s 
negative effect on the book auction market.

“You think something’s rare, and then you 
get online and discover it is not so rare,” 
he says.

Comics

In the specialty book auction market of 
comic books, sales remain strong as the 
types of comics that sell well change with 
the times, says Rob M. Weiman, CAI, CES, 
of Mound City Auctions, Hazelwood, Mo.

The older baby boomers are the main 
collectors of Golden Age comic books 
— comics from the 1930s to early 1950s 
— and Weiman says as that generation 

continues to age, the market for those 
comics will contract.

At the same time, Weiman predicts the 
market for early Silver Age comics — com-
ics from 1959 to 1965 — will strengthen.

The business Weiman and his father run 
recently made a cost-cutting auction for-
mat change. Live previews are offered, and 
then all comics are sold in timed, online 
auctions.

He says his company is always willing to 
partner with other Auctioneers on comic 
book sales. 

He offers advice for Auctioneers who oc-
casionally run across comic books.

“If the cover price is 10 cents, 12 cents or 
15 cents, it’s probably worth paying atten-
tion to,” he says, adding that comics with 
those cover prices were printed between 
1936 and 1969. v

http://www.ermunro.com
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Attendees of 
annual summit 
put practical 
ideas to use
By Bryan Scribner
editor

Zack Krone missed the last hour of the Benefit Auction Summit.

It wasn’t because he had to rush back home. He didn’t have an 
auction, an appointment or a flight he had to catch.

Instead, he was on the phone with a benefit auction client — al-
ready putting to good use new skills and the ideas he had picked 
up from fellow National Auctioneers Association members Sept. 
23-25.

“I've never had such practical application in anything that I've 
ever learned from any classroom,” says Krone, of California Coast 
Auctions, San Clemente, Calif.

He says that in addition to being a wonderful networking experi-
ence, this year’s summit might have helped him book an auction 
or two.

From Jim Nye, BAS, and Kathy Kingston, CAI, BAS, he says he 
learned how to book and retain more clients and how to get more 
money from auction attendees. He also says he learned how to 
improve pre-auction planning through intense preparation with 
clients. 

Trainers also focused on presentation skills during the Denver 
summit.

NAA members say they got a lot of tips from Speech Pathologist 
Kathe Perez, of Exceptional Voice Inc., who taught voice control 
and care in “Your Voice is Your Personal Goldmine.”

In addition to Perez’ presentation, Barbie Doering, of W. Yoder 
Auction, Hubbard, Iowa, says ideas were effectively communicat-
ed during the Great Ideas Session, which was led by Kurt Johnson, 
CAI, BAS.

Two bid cards

An idea from the session she says she will implement in her auc-

tion business is the value of using two bid cards — one for the 
benefit auction and one for the fund-a-need portion.

“The sharing of knowledge was very good,” says Doering, a ring-
man who works with an Auctioneer who is starting to get more 
requests to conduct benefit auctions.

Like Krone, another attendee, Susan Johnson, BAS, CES, of  

continued ››

Kathy Kingston, CAI, BAS, coaches Zack Krone, of California 

Coast Auctions, San Clemente, Calif., on story telling at benefit 

auctions. Photos by Tara Truitt

N E W S
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Keshaun 
11 years old
acute myeloid leukemia

Before he got sick, Keshaun could often be found playing  
ball. He would either be on the baseball field, where he 
played right field, or, if it was winter, he’d be on the 
basketball court.

But in November 2011, Keshaun started to slow down.  
He grew increasingly more tired and he didn’t want to eat. 
His parents took him to the doctor, where tests revealed 
that Keshaun suffered from acute myeloid leukemia. His 
family was shocked. Arrangements were quickly made to 
send Keshaun to St. Jude Children’s Research Hospital®. 

At St. Jude, Keshaun underwent six rounds of 
chemotherapy. He handled his treatment much like he  
plays a game, with grace and determination. “We love  
St. Jude. It’s an indescribable place, beyond words,” said 
Keshaun’ mother. “We’re so grateful to God for sending  
us here.”

Keshaun is now done with treatment. He visits St. Jude  
for regular checkups and his cancer continues to remain  
in remission. He’s back to playing ball and he sings, too.  
It’s not unusual for him to break into song, his voice light, 
joyful and sincere.    

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

NPM-12478-NAA_September_POM_ad.indd   1 8/27/12   4:03 PM
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Congratulations   
Justin Ochs 

2012 International  
Auctioneer Champion 

From your fellow instructors  
and staff at 

Nashville Auction School, LLC 
www.learntoauction.com 

 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. 

Indiana University

Bloomington, INMARCH 17-21, 2013

cai@auctioneers.org (913) 563-5428www.auctioneers.org/education-calendar

CERTIFIED AUCTIONEERS INSTITUTE
CAI I

Advanced Technology for the 
Auction Industry

Speaker: Chris Rasmus, CAI

“This course will explore significant technologies 
including cloud computing, social media, web 
syndication, digital, wireless and new media commu-
nications, mobile, barcode and video technologies to 
supercharge your business for the 21st century.”

CAI II
Auction Industry 

Trends
Speaker: JJ Dower, CAI, AARE, ATS, and panel

"JJ Dower, CAI, AARE, ATS, President of the NAA, 
will lead a data driven session that will showcase 
trends in the industry, allowing CAI students to 
view the 'visible future' as they plot their auction 
careers."  - Michael Avery, Direction of Education

CAI II I
Where Do We Go From Here: 

Business Structuring
Speaker: Pam McKissick, CAI

“The auction company of the future has to begin 
re-inventing itself today: breaking the mold, 
standing for a new way of doing business, 
executing on the psychology of deal cutting and 
focusing on the end-game.”

Ta k e  a d v a n t a g e  o f  n e w  o r  u p d a t e d  c o u r s e s  d u r i n g  t h i s  y e a r ’s

Susan's Auction Service, Cincinnati, says 
she was already sharing an idea from the 
summit with one of her clients the day 
after the event, Sept. 26.

“I love the event,” she says. “I'm so glad the 
NAA created this advanced training for 
us.”

Sammy Hamblen, of Sammy Hamblen 
Auctioneers, Pierce, Colo., says he found 
a lot of value in an impromptu gathering 
that was led by JillMarie Wiles, CAI, BAS, 

and Renee Jones, CAI, AARE, BAS, CES.

The two auction professionals provided 
individualized critiques for Hamblen and 
other attendees who wanted help improv-
ing their benefit auction bid-calling skills.

Hamblen also says he learned from the 
summit how to improve his storytell-
ing when presenting a charity’s story to 
bidders. He says he was impressed by the 
enthusiasm of Trisha Brauer, BAS, who 
presented “Powerful Presentations: Get-

ting Attention on You & Away from their 
Phone!”

NAA members also were thankful to NAA 
Vice President Paul C. Behr, CAI, BAS, 
who played host to a Welcome Party at his 
home Sept. 23. 

They say it was an enjoyable barbecue 
— featuring horse-drawn carriage rides 
and ice cream — and a good way to start 
networking with fellow benefit auction 
professionals. v

N E W S

http://www.learntoauction.com
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Dear Fellow National Auctioneers Association member, 

Upon our return from 63rd Annual NAA Conference and Show in 
Spokane, I was moved to write a formal letter of appreciation for 
my recent induction into the NAA Hall of Fame.  

My sincere thank you to the members of the NAA Hall of Fame 
for this esteemed honor. I have been in awe of this group since 
I first joined our association upon graduating auction school in 
1978. 

Congratulations to my fellow inductees, Mr. Marvin Henderson, 
Mr. Sandy Alderfer and the family of Ms. Pat Massart. What a 
wonderful group of well deserving individuals that I am proud to 
call my friends.  

After being a member for almost 35 years and witnessing some 
great induction speeches, my dear friend Benny Fisher took his 
mastery of the English language and whimsical imagination to an 
all time high level. Never has a man given so little detail but told 
such a moving and telling story.  The Man of La Mancha will never 
have the same meaning for me. Thank you Benny and Barbara for 
the Lladro Don Quote figurine presented to us from your personal 
collection to commemorate the occasion. 

It was my grandparents Ted W. and Cleo Graham who took me 
to my first auctions, but it was my parents Charles and Yvonne 
Jones who helped me secure my first auction job in Houston and 
suggested I consider attending auction school, for that I will be 
eternally grateful. Upon returning from auction school we started 
Mike Jones Auctioneers and for almost twenty years worked side 
by side. I appreciate their hard work and support. My Mother has 
had many health challenges over the years, thankfully she was in 
attendance in Spokane and we are blessed to have her in our lives 
today.   

Being twelve years older than my sister Renee, meant we had 
a different kind of brother sister relationship. She was running 
tickets and clerking auctions at the age of nine. It was at the 
insistence of Dick Deweese, that I chaperon her to auction school 
in 1984. I’ve had a front row seat watching her excel as a great 
auctioneer and industry leader. 
   
No thank you would be complete without thanking NAA Hall 
of Fame member Mr. Joe E. Small who gave me my first auction 
position upon returning from auction school and for being my 
voice of reason. He and his lovely wife Joann remain two of our 
closest friends today.  

A special shout out to our friends with the Texas Auctioneers 
Association for their many years of support and the hundreds of 
other State Association members who helped elect me to the NAA 
Board of Directors back in 1999. Without all of you, none of this 
could have come to fruition. 

Thanks to everyone who ever taught or attended the Texas Auction 
Academy. Your support is immeasurable. Thank you to the other 
auction school owners for their friendships and for always playing 

fair in the sandbox and being classy competitors. I learned a long 
time ago, you raise your own standards when you help others raise 
theirs. 

Thank you to Mr. Dan Duffy and our team at United Country for 
supporting the NAA whenever I have requested it and for believing 
in the value of professional association membership. Our United 
Country auction affiliates support is never taken for granted and 
being a good corporate auction industry partner means a great deal 
to me.  

I would be remiss if I did not take special notice of the recent passing 
of a true auction industry legend, NAA Hall of Fame Member Mr. 
Ray Sims. We could all learn a lot from this gentle man who not 
only helped establish a unique style and method of sale but also 
left an indelible mark as being the prototypical auctioneer in our 
friend Leroy Van Dyke’s iconic song “The Auctioneer”. God bless 
Ray Sims and those who served and passed before him. 

Thank you to my daughter McKenzie for sharing her Dad with 
the world. You don’t understand it all now but hopefully you will 
someday.   

And I saved the best for last, in life as in love, the average person 
has challenges. Some of you know that I am a very average man. 
It is rare to find that special someone to shares your life who is 
selfless, giving, smart, hardworking, authentic and beautiful. My 
friend Steve Proffitt calls her “Ms. Texas”. I call her the “Redhead”. 
She changed my life forever for the better.   

I was amazed to learn that Lori carried the Hall of Fame secret 
with her daily for almost a year. She would do well to work for the 
CIA. So to my “Redhead” Lori Jones, I say thank you for everything 
you do, everything you’ve done and for being the great person you 
are. I love you very much. 

Unfortunately not everyone attended our Spokane event so I’m 
asking you to please block out July 16-20, 2013 now for next year’s 
NAA Conference & Show which will be held in Indianapolis. 

At the end of the day, our personal accolades and awards are 
directly related to our individual effort and other peoples support 
and belief in us. You will often hear me say, “90% of life is showing 
up”, I hope you will join us in Indianapolis next July. 

“Let’s Make It Happen!”

Mike Jones, CAI,GPPA, BAS
2012 NAA Hall of Fame

AN OPEN LETTER FROM MIKE JONES
TO THE MEMBERS OF THE NAA

PA I D  A D V E R T I S E M E N T

http://youtu.be/W7vomXhnqjA
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The new  
fundamentals 
course will serve 
as a prerequisite 
for all the  
designation 
courses going 
forward.”
Marc Geyer, CAI, AARE, BAS, CES
NAA Education Institute Trustees Chairman

NAA to offer new online  
education course
Auction fundamentals program  
has seven modules

Designation classes get  
significant overhaul

By NAA staff

The National Auctioneers Association plans 
to launch a new online educational course, 
“Fundamentals of the Auction Business: How to 
Market It, Brand It & Do It,” this fall.

The NAA Education Institute Trustees decided to create 
the new class following a comprehensive review of the 

association’s educa-
tional designations 
— Certified Auction-
eers Institute, Ac-
credited Auctioneer 
Real Estate, Auction 
Technology Specialist, 
Benefit Auctioneer 
Specialist, Certified 
Estate Specialist and 
Graduate Personal 
Property Appraiser.

The group de-
termined these 
programs offered 
redundant content 
that would more 
appropriately belong 
in a separate online 
learning platform. 
For the past several 
months, the NAA’s 
Director of Educa-
tion, Michael Avery, 

and the Trustees have been pulling this content out of the 
designation courses for the new fundamentals class.

Trustees Chairman Marc Geyer, CAI, AARE, BAS, CES, 
says the change allows the NAA to add new content to all 

of its designation courses.

“The new fundamentals course will serve as a prerequisite 
for all the designation courses going forward,” he says.

“Fundamentals of the Auction Business” is completely 
online. It includes an assessment that participants must 
pass in order to take any of the designation courses.

The online course has these seven modules:

•  Auction history and ethics
•  Business analysis and marketing
•  Prospecting
•  Negotiation skills
•  Contracts, legal and financial concerns
•  The auction process
•  Technology

An online assessment follows each module. Students 
must take and pass each of the seven modules to com-
plete the fundamentals class and become eligible for 
designation courses. Should a student fail a particular 
module, they will be allowed to re-take that assessment.

Designation improvements

Designation courses are now new or improved. The Edu-
cation Institute has added fresh content to keep each class 
packed with relevant and up-to-date business practices.

The Certified Estate Specialist designation, for example, 
now provides more training on senior transition planning 
from larger estates to smaller homes or assisted living, as 
well as the legal aspects of managing estates.

In Graduate Personal Property Appraiser, students im-
mediately get “into personal property appraising, having 
students appraise something on day one,” says GPPA co-
presenter and member of the designation’s rewrite team, 
Rich Schur, CAI, BAS, MPPA.

N E W S
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HEAVY-DUTY
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PrintedTAGS.com

IN STOCK and CUSTOM PRINTED Auction TAGS

IN STOCK and CUSTOM PRINTED TAGS

NAA designation holders can now audit 

any of the newly updated designation 

classes for $50 each at the Las Vegas 

Designation Academy on Dec. 9-15. Visit 

www.auctioneers.org/education-calendar 

to sign up for the event.

“Every time we run the class, we constantly tweak the content to keep 
it current and to meet the changing needs of our students,” he says.

Other notable changes to the designation courses include the fol-
lowing:

CAI –  The designation is now modeled after an executive 
master’s in business administration, focused toward the auction 
professional. It includes fully updated and cutting-edge business 
curriculum, as well as introductions into benefit auctions, real estate 
auctions and online-only auctions. It also features advanced training 
in communications, presentation skills, finance and marketing.

AARE –  The new AARE 100 will focus more on selling real 
estate at auction and building an advertising budget/plan for real 
estate auctions.
  
ATS –  The designation will now focus more on how auction pro-
fessionals can use technology to enhance their auction businesses.
 
GPPA – An updated course is more hands-on but still focuses 
on how to write a Uniform Standards of Professional Appraisal 
Practice compliant appraisal with new information suggested by 
the Appraisal Foundation (USPAP is not a designation class but is 
required to obtain the GPPA). 

“Every designation committee has worked tirelessly to make the 
classes relevant and world class,” says Avery, the NAA’s Director of 
Education.

NAA designation holders can now audit any of the newly updated 
designation classes for $50 each at the Las Vegas Designation Acad-
emy on Dec. 9-15. Those who hold their CAI designation can audit 
that program’s courses in March.

The NAA has not set a cost for the fundamentals course; however, 
the association has created it to be as affordable as possible. More 
details will be released in marketing materials and official NAA 
communications through the end of 2012.

Please e-mail questions to education@auctioneers.org or call  
(913) 563-5432. v

N E W S

http://www.printedtags.com
http://www.auctioneers.org/education-calendar
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secrets of  
SILENT AUCTIONS
Events help build attendance, increase prices 
and promote socialization among bidders

By Nancy Hull Rigdon
contributing writer

A
uctioneers who execute sound strategies at 
silent auctions often seem to find success 
before and after they use the sales method, 
according to National Auctioneers Associa-
tion members.

Take Frederick Walz’ creative approach, for example.

Members of his staff at Walz Auction Services LLC 
in South Haven, Minn., arrive an hour early to silent 
auctions. The employees set up participants with 
bid number cards that carry the auction company’s 
contact information, and they distribute material 
promoting the company’s services and upcoming 
sales.

Using the silent auctions — typically benefit auctions 
in Walz’ case — as a marketing opportunity has led 
to attendees hiring the company for sales ranging 
from real estate auctions to household auctions.

“You can’t buy an ad like that,” Walz says.

While Walz works the auctions to his advantage, 
he also uses technology to protect against fraud. To 
assign a bid number, Walz’ company scans a bidder’s 
driver’s license to collect details, including name and 
address.

“That way, if a winning bidder takes off or writes a 
bad check, the charity can turn around with a full 
record on the individual and find a way to get the 
payment,” Walz says.

Referee approach

Jack Hamblin, of Jack Hamblin 
Auctions in Swiftwater, Pa., has 
found success by taking what he 
calls a “referee” approach at bid-
board auctions.

He conducts this type of silent auction 
on a regular basis at two antique co-ops. 
During a set length of time — a month 
at one shop — bidders place bids any 
day during business hours, in pencil, on 
forms attached to each lot.

On the final day of the sale — the 
closing — Hamblin stands on a 
three-foot stool, where he doesn’t 
call, but makes announcements, 
directing bidders around the 
room to make final bids in each 
section. Occasionally he has to 
keep the crowd in line.

Hamblin says the auctions are well 
attended and have become a Sunday 
afternoon tradition for attendees. The 
format of the event can drive up prices, 
he says.

It’s often hard to predict which items will bring the 
big money.

“We once had an early lamp that wasn’t totally 
original, and it brought $900. I was astounded at the 
price,” Hamblin says.

F E AT U R E
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 International 
 

  
 

One of the most frequently asked questions relating to the topic 
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“It proves there are people with 
money to spend who frequent 
these events and who are trying 
to scope out something the av-
erage person might overlook.”

Michael Nuzzo, CAI, has real-
ized the importance of working 
closely with the organization 
putting on a benefit auction 
before the event.

To ensure strong prices at 
auction, he recommends never 
printing values of items before 
the sale and always having 
bid minimums. Since these 

auctions are almost always 
benefits, he recommends the 
organizations receive the items 
as donations.

Live follows silent

Nuzzo, of Strategic Auction 
Solutions LLC, New Haven, 
Conn., follows the silent auc-
tion with a live auction.

Knowing which items to pull 
from the silent auction to the 
live auction is key, he says. For 
instance, he says a basket of 
wine does well in a live format.

He’ll often begin the live por-
tion with a wine basket, as they 
typically are middle-of-the-
road-priced items at the auc-
tions. They attract competition 
and build excitement.

“If you can get the first three 
or four items going in the live 
portion to where people are en-
gaged early on, you can have a 
great live auction,” Nuzzo says.

The silent auction portion 
of the benefits are essential 
because of the socializing they 
bring, Nuzzo says. It is crucial 

to make sure the socializing 
revolves around the auction 
tables.

“I have seen waiters serve Hors 
d’oeuvres only in the silent auc-
tion area. 

"The idea was to keep people 
in that area rather than people 
go bid, then go get their food 
and forget about the auction,” 
Nuzzo says. 

“Those type of details may 
seem small, but they go a long 
way.” v

F E AT U R E
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By Carl Carter, APR

B U S I N E S S  P R A C T I C E S

Give your communications  
supersonic power with “SST”

About a decade ago, I issued a news 
release that was as close to a sure 
thing as they come. Big, champion-
ship golf course. Houses. Resort 

hotel. Big marina. Waterfront home sites.

I got the release approved, sent it to the report-
ers and waited for the phone to ring. 

And waited. And waited.

Impossible! How can a reporter see a release 
with that much stuff and not see a story in any 
of it? I retraced my steps and viewed it like I 
would have in my days as a newspaper editor. I 
eventually saw the problem: It was too much.

Journalists — like prospective bidders — are 
in a hurry, and they can't focus on more than 
one or two things at a time. I packed up my 
photos, maps and other information, hopped in 
the car and went to visit some reporters to talk 
specifics.

We ended up with great publicity. Stories ran 
in media statewide and on the Associated Press 
wire. But only because I got a do-over after 
bungling it the first time.

It was a mistake I see Auctioneers make all the 
time. I got so wrapped up in my own story, I 
forgot three principles that lead to results. To 
prevent the same mistake, I've since shortened 
those principles to “SST.”

It's easy to remember because like the original 
Concorde supersonic transport airplane, they 
can help you get where you need to be a lot 
faster.

The Concorde quit flying in 1999, but this kind 
of transport still works. To use it, force yourself 
to make everything you say simple, specific and 
targeted. It's harder than it looks, though.

Simple
Nothing matters more than this. If you ever 

catch yourself saying, "Well, it's hard to ex-
plain," stop right there. Go back and try again. 
Strip it down. If you absolutely have to talk 
about six things, at least find a way to weave 
them into a single story line. If you have to 
leave something out, do it. It's better to success-
fully communicate one thing than to miss the 
mark on a mishmash of stuff. There's power in 
simplicity.

Specific
Sometimes I want to scream when I see Auc-
tioneers' ads using vague terms when there's a 
perfectly good specific one. One that sends me 
into orbit is “residence.” I have no idea what a 
residence looks like. Is it a big mansion with 28 
bedrooms? A cottage by the sea? A condomini-
um? A student apartment? Nobody buys a resi-
dence! Often, this kind of mushy writing grows 
out of laziness and unwillingness to choose. It 
can be fatal to your ad — and your sale!

Targeted
If you don't have your reader in your mind, 
you're blowing it. If you're selling “something 
for everybody,” you're selling nothing to no-
body. Picture the most likely buyer and imagine 
you're meeting him for coffee. Now tell him 
about it. Simple as it sounds, this can give us 
fits. We're scared to death we'll “miss” some-
body.

But here's why it works: People like to “listen 
in.” And the more personal the conversation, 
the more they perk up. “Psst. Weren't you look-
ing for a Stickley sideboard? Take a look at this 
one.” Nobody can resist. So by targeting, you're 
not missing the others. You're getting more 
of them. And if they want what you're selling, 
they'll come and bid. (Here's a real-time ex-
ample: In my first draft, I said they'll “respond.” 
But what the heck does that mean? “Bid” is far 
more specific!)

Give the SST framework a try and let me know 
how it works. You can e-mail me at carl@new-
mediarules.com. v
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I N  M E M O R Y

By Bryan Scribner
editor

Longtime National Auctioneers Associa-
tion member Ray Sims was a gentle person 
who deeply cared for family, friends and all 
of those involved in the auction business, 
NAA members say.

“But he could grab a microphone at a sale 
and just take complete control of that 
crowd … not in an abrasive way … but he 
just had such a commanding presence on 
that sale block,” says Doak Lambert, who 
looked up to Sims as a mentor for many 
years.

Sims, the inspiration for well-known Auc-
tioneer song, “The Auctioneer,” died Sept. 
18. He was 90.

Lambert, of Lambert Auction Co. Inc., 
Coppell, Texas, says Sims’ coaching helped 
him understand how important speed was 
in conducting a cattle auction. The faster 
the chant, the more money an Auctioneer 
could expect to achieve for his customer, 
Sims told Lambert.

Lambert also says he remembers Sims as a 
gentleman who practiced his craft with a 
high level of professionalism. 

A friend of Sims for about 50 years, Bill 
Gaule, agrees with Lambert and adds that 
Sims was an excellent salesman as well as a 
fast and accurate bid caller.

“He left a stamp on the auction business 
that will be there forever,” Gaule says.
At one time, Gaule says Sims was con-
sidered the No. 1 cattle Auctioneer in the 
country. 

Had he been in the Army, Gaule says Sims 
would have been a four-star general.

“He thought before he said anything, and 
he meant what he said,” Gaule, of William 
L. Gaule Auction Service/Realtor, Cha-
tham, Ill., says. “He was one of the greatest 
Auctioneers ever.”

Industry leader

Sims became a member of the 
National Auctioneers Associa-
tion in 1955 and entered the 
association’s Hall of Fame in 
1990. He also served on its 
Board of Directors.

Doris Todd, wife of late NAA 
Hall of Fame member J.L. 
Todd, says her husband thought of Sims as 
one of the best NAA leaders of his time. 

“He has quite a legacy,” Todd, of J.L. Todd 
Auction Co., Rome, Ga., says. “He had 
such a great reputation in the business. So 
many people really looked up to him and 
tried to emulate him in their businesses.”

In a more than 45-year career, Sims was 
largely responsible for helping shape the 
modern cattle auction. He was one of the 
nation’s most prominent purebred cattle 
Auctioneers, as in the 1950s and 1960s he 
made the auctions fast-paced, efficient and 
exciting events.

When Sims began in the business, Auc-
tioneers sold 50 head of cattle in about 
four to five hours. Sims sold the same 
amount in about half the time.

Sims, of Raymore, Mo., conducted an esti-
mated 7,000 auctions in his career. He sold 
livestock in front of Presidents Harry S. 
Truman, Dwight D. Eisenhower and John 
F. Kennedy.

Award winner

For his contributions to the livestock 
industry, he was awarded the Saddle & 
Sirloin Club’s Portrait Award, one of the 
profession’s highest honors, during its 
North American International Livestock 
Exposition in Louisville, Ky., in 2010.

Sims was the first Auctioneer in more 
than 55 years to receive the award, which 
began in 1903 and is now located at the 
Kentucky State Fair and Exposition  

Center in Louisville.

Sims was the inspiration 
behind Leroy Van Dyke’s hit 
song, “The Auctioneer.” NAA 
Auctioneer Van Dyke, of 
Leroy Van Dyke Enterprises, 
Smithton, Mo., is Sims’ second 
cousin.

Sims is survived by his wife, 
Melva; children, Virginia Daye Sims and 
Tullis Ray Sims (Carla); step children, Lee 
Sankey (Susan), Chris Sankey (Sharee) and 
Hal Sankey (Ann); and one granddaughter, 
Hanna.

Memorial contributions may be made to 
the following:

•  Haiti Home of Hope, c/o Red Bridge 
Baptist Church, 4901 E. Red Bridge Rd., 
Kansas City, Mo., 64137

•  Child Evangelism Fellowship of the 
Greater Kansas City Area, P.O. Box 561, 
Grandview, Mo., 64030

•  Ray Sims Angus Scholarship Endowment 
Fund, c/o Angus Foundation, 3201 Fred-
erick Ave., St. Joseph, Mo., 64506. v

Livestock Auctioneer helped 
shape industry

Sims

N E T W O R K I N G

Minnesota Auctioneer 
was ambulance driver

National Auctioneers Association 
member Cleon Lange, 63, of Lange 
Appraisals & Auctions, Sanborn, 
Minn., died Sept. 9, according to his 
obituary.

In addition to being an Auctioneer, 
Lange was a farmer and seed corn 
dealer. He also drove an ambulance 
and school bus.

Memorials may be made to Pheas-
ants Forever, Ducks Unlimited or the 
Redwood Animal Shelter. Survivors 
are his wife, Diane; daughters, Shari 
and Kristi; sister, Lonnie Leske; and 
brother, Larry.
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FINANCE
A STARTUP

Entrepreneurs might be able to combine a 
variety of options to fund small businesses

By Sarah Bahari
contributing writer

Starting a new auction business can be hard but rewarding work, filled with 
countless hiccups and obstacles along the way.

But even the best business idea cannot succeed without a solid financing plan. 
Options abound for financing a startup, from traditional routes such as personal 
assets and bank loans to newer methods like microloans and crowd sourcing.

The following summarizes some of the most common options for financing your 
small business.

Using personal assets is the most common way 
people finance startups, says Dorothy Browning, 
Director of the Kansas Women’s Business Center, 
which helps women develop and execute business 
plans.

That can include home equity loans, personal sav-
ings or even credit cards. Each has advantages and 
drawbacks.

Home equity loans are based in the equity poten-
tial borrowers have in their home. They come with 
low interest rates and flexibility, which makes them 
an attractive option.

“The risk is you are putting your home on the line,” 
Browning says. “If things go south, you could lose 
your home.”

Some turn to personal savings or 401K plans, 
which experts say is a sound option if those ac-
counts are healthy. But they warn people should 
not drain their entire accounts. 

Credit cards also are a popular option, but busi-
ness experts urge borrowers to practice extreme 
caution. Roughly 44 percent of small businesses 
surveyed by the U.S. Small Business Administra-
tion say they used credit cards to finance their 
ventures.

“Credit cards are so easy. It’s like an invisible line of 
credit,” Browning says. “Some people can rack up 
a lot more debt than they plan to. But frankly, for a 
lot of people, it’s their only option to start a small 
business.”

HOW TO

PERSONAL ASSETS
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Next to personal assets, loans from friends and family are the most common method for funding a 
startup. These loans tend to be informal with no business plan, but Browning still recommends drawing 
up a contract.

“If you think you can show up and face everyone on Thanksgiving, friend and family loans are great,” she 
says. “Just make sure everyone is aware that most businesses do not turn profits for the first year or two.”

Traditional bank loans are a long shot for most startups, says Whitney Peake, an Assistant Professor of 
Business Management at the University of North Texas in Denton. Banks typically require collateral for 
loans, she says, pushing them out of reach for most new business owners.

“Startups are too risky for the majority of banks,” Peake says.

The Small Business Administration does offer banks and private institutions some loan guarantees, which 
means the agency will cover defaults in case of business failure.

New businesses can try to secure a micro loan, which is run by the Small Business Administration. 

Under this program, the SBA works with intermediaries, or nonprofit lenders around the country. The 
intermediaries receive money from the SBA. They use it to make small loans, no larger than $50,000, to 
businesses in their geographic area.

The average loan size is $13,000, according to the SBA, and interest rates vary between eight and 13 
percent.

FRIENDS & FAMILY

THE BANK

MICRO LOANS

continued ››
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Crowd funding, or social lending, is one of the newest 
and most creative ways to fund a startup, and business 
experts say the practice could help redefine small busi-
ness financing.

Websites like www.kickstarter.com, www.prosper.com and 
www.lendingclub.com allow entrepreneurs to list loan 
requests and details about their business plan. Investors 
can lend as little as $25. 

Projects posted on Kickstarter range from a musician’s 
first full-length album to technology inventions. One 
recent client received $15,000 from lenders for her high-
end cookie baking company, Browning says, and she sent 
investors samples of her product.

“This is the newest innovation and a great, low-risk way 
for entrepreneurs to secure funding,” Browning says.

Funding a small business can be challenging, so many 
people take a “layered” approach, which means money is 
brought in from several sources, Peake says.

“Perhaps a small business owner needing $100,000 
would use $50,000 in personal savings, $20,000 in loans 
from a local lender and $30,000 from family and friends.”

CROWD FUNDING

THE MIX

http://nash.cc
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Proceeds of New Jersey bid-calling  
contest go to support military

The New Jersey State Society of Auction-
eers has donated $2,385 to Operation 
Shoebox New Jersey following its 4th-

annual bid-calling contest, according to a 
news release.

The event took place at the TD Bank Ball-
park, which is the Bridgewater, N.J., home 
of the Atlantic League Somerset Patriots.

The donation represents the proceeds from 
the mid-August auction of sports memo-
rabilia and artwork by New Jersey sports 
artist James Fiorentino.

Joe Bodnar, GPPA, of Bodnar's Auction 
Sales, New Brunswick, N.J., won the bid-

calling contest. This was his second win in 
four years.

Auctioneers stood on top of the first-base 
dugout with bidders seated in front of 
them. The auction was shown live on the 
ballpark’s video screen in right field.

Harrie Copeland III, of Copeland Auction 
Co., Sergeantsville, N.J., was runner up.

Other National Auctioneers Association 
members in the contest were Alfred Finoc-
chiaro, of Alfred's Auctions Inc., Hight-
stown, N.J., and Robert Dann, CAI, AARE, 
of Max Spann Real Estate & Auction Co., 
Ambler, Pa.

Dann presented Bodnar with a commemo-
rative gavel in appreciation of Bodnar’s two 
years of serving as NJSSA President.

Operation Shoebox New Jersey sends care 
packages to U.S. military personnel based 
overseas. v

NAA Auctioneer takes top 
spot in Kansas contest

National Auctioneers Association member Jeff Crissup, of 
Wiggins Auctioneers, Helena, Okla., won the 21st Kansas 
Auctioneers Association Auctioneers Championship Con-
test, according to a news release.

The mid-September event took place during the 100th Kansas 
State Fair. Ten Auctioneers qualified for the competition at the 
group’s winter convention in January.

NAA Auctioneer Lenny Mullin, of Generations Real Estate, 
Lenexa, Kan., was Reserve Champion; and another NAA member, 

Aaron Traffas, CAI, ATS, CES, of Purple Wave Inc., Manhattan, 
Kan., took fifth.

Jeff Temme, of Covered Wagon, Petersburg, Neb., who also is an 
NAA member, was among the 10 finalists who competed on the 
Bretz Law Firm Arena Stage.

Each contestant was interviewed on stage and sold three items to 
the State Fair crowd. In addition to the interview, the judging cri-
teria included presentation, chant and effective auctioneering. v

S T A T E  A S S O C I A T I O N  N E W S

Jeff Crissup, of Wiggins Auction-

eers, Helena, Okla., won the Kansas 

Auctioneers Association bid-calling 

contest in mid-September. Lenny Mul-

lin, of Generations Real Estate, Lenexa, 

Kan., was Reserve Champion, and 

Aaron Traffas (right), CAI, ATS, CES, 

of Purple Wave Inc., Manhattan, Kan., 

took fifth. Below, the NAA's Director 

of Education, Michael Avery (left), and 

Rob Hart (right), of AmeriBid, Tulsa, 

Okla., judge the contest. 

Submitted photos

Joe Bodnar, GPPA, of Bodnar's Auction 

Sales, New Brunswick, N.J., won the New 

Jersey State Society of Auctioneers' 4th-

annual bid-calling contest in mid-August. 

Photo by Jamie Bodo Photography
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Bidders thirst for farmland in multiple 
tract auction

Halderman Real Estate Ser-
vices, Wabash, Ind., sold 303 

acres of productive farmland for 
$2.7 million July 23, according to 
a news release.

More than 100 bidders and 
spectators packed into the Rus-
siaville Lions Club. Two buyers 
paid $9,002 and $8,868 per acre 
for their respective pieces of the 
central Indiana farm.

The farm was divided into mul-
tiple tracts, allowing bidders the 
opportunity to bid on individual 
parcels of land, whole farm or 
any combination of tracts. 

Four tracts in Clinton County 
covered 265 acres of tillable 
land and 10 acres of woods. The 
remaining tract was made up of 
38 acres in Howard County. v

N E T W O R K I N G

Mansion owned by Archdiocese exceeds 
$4 million at auction

On Sept. 15, Max Spann 
Real Estate & Auction 
Co., Clinton, N.J., sold 

Villa St. Joseph by the Sea, a 
19-room beachfront mansion 
owned by the Archdiocese 
of Philadelphia, for more 
than $4.5 million, including 
a buyer’s premium, according 
to a news release.

The Ventnor, N.J., property 
went to new owners in an 
auction that lasted about 20 
minutes. There were a dozen 
bidders — with $100,000 ca-
shier’s checks required to bid 
— for the 9,800-square-foot 
mansion with 11 bedrooms 
and 11 baths.

During the preview period, 
more than 1,200 people at-
tended open houses. Nearly 
100 people registered for the 
auction.

The house also features 
numerous covered porches 
and decks with views of the 
ocean, beach and boardwalk. 

The Archdiocese owned the 
home since 1963 and had 
used it as a vacation retreat 
for elderly priests.

The half-acre property spans 
a full beach block with 125 
feet of beach frontage. v

S U C C E S S  S T O R I E S

Max Spann Sr., CAI, AARE, at Villa St. Joseph. Submitted photo 

Hall & Hall Auctions, Eaton, 
Colo., partnered with a 
Laramie, Wyo., real estate 

firm to sell 15 of 17 tracts of the 
Snowy Range Ranch for more 
than $10 million Aug. 23, ac-
cording to a news release.

About 50 registered bidders 
from four states participated in 
the sale. The tracts ranged from 
25 to 7,624 acres.

The ranch has four homes, a 
horse breeding facility, two 
hangars, a 2,200-foot landing 
strip, a concrete helicopter pad, 
updated barns, corrals, shipping 
facilities and other operational 
buildings. 

The property also features trout 
fishing and a large elk, deer and 
antelope population. v

Ranch gets more than $10 million

http://www.auctionandappraise.com
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Yes, it can be sweet when you have a successful auction.
But, it takes time and marketing dollars to reap the rewards.
For a successful and profitable auction, you’re relying on
weather, marketing, and customers.

Find out how you can capture the business
you’ve been missing.  Request our FREE
CMEA Preview Pak today!  You’ll be glad
that you did.

Toll Free (866) 632-2467 www.nebbinstitute.org

NEBB Institute is a respected leader in training,
certifying, and supporting Certified Machinery & Equipment
Appraiser’s (CMEA) coast-to-coast and worldwide.
We know that the CMEA professional credential is the
key to maximize earnings, expanding business, and
overcoming competition. Now is the time to Work
SMARTER rather than HARDER! 

Are You
Walking A
CASH FLOW

Tight Rope
Between
Auctions?

You Don’t Have To!

How do you make money between auctions?  You ought
to implement what other Auctioneer’s who have walked
in your shoes effectively and efficiently apply.  Actually,
it’s the perfect compliment:  Certified Machinery & 
Equipment Appraisal!

Certified Machinery & Equipment Appraisers
Coast-To-Coast And Worldwide

Brooch, modeled as a 
hand, gets applause

In its Aug. 28 fine jewelry sale, John Moran Auctioneers, Altadena, 
Calif., attracted nearly 500 online bidders and hundreds more floor 
bidders to 300 lots from private collections or estates, according to 
a news release.

An antique, silver-topped and gold diamond and pearl pendant 
brooch realized $2,700, while a gold Cartier brooch, modeled as a 
hand with a ruby manicure, brought $22,800 against an estimate of 
$2,000 to $3,000. The sale earned a round of applause from attendees.

A pair of French 1950s platinum and diamond ear pendants went to 
an online bidder for $13,200, above the estimate of $6,000 to $8,000.

Also, a Louis Vuitton suitcase in signature monogram canvas sold for 
$3,300, and a Hermes “Avalon” wool and cashmere blanket brought 
$1,100. v

$22,800 $2,700

$3,300

N E T W O R K I N G

http://www.nebbinstitute.org
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Heron painting flies to more 
than a quarter million dollars

$10,925

N E T W O R K I N G

Thomaston Place Auction Galleries, Thomaston, Maine, played 
host to a successful auction of artwork, Americana, estate 
jewelry, Russian antiques, Chinese items and Native American 
pieces Aug. 25-26, according to a news release. 

More than 200 bidders were on the floor, and more than 1,100 reg-
istered phone, absentee and Internet bidders from 31 countries took 
part in the auction. 

N.C. Wyeth’s oil on canvas painting, “The Great Blue Heron,” flew 
to the top of the results column, surpassing its $100,000 to $125,000 
presale estimate to sell for $253,000. 

Paintings created on Monhegan Island also were a key feature of the 
sale, and many examples delivered sale prices significantly higher 
than presale estimates, including “Happy Lobstering Ground” by 
Andrew George Winter, which sold for $54,050.
 
Modern art also attracted strong interest. “Femme Assise au Chi-
gnon,” a signed and numbered linocut print by Pablo Picasso, sold 
for $29,900.

There was aggressive bidding for several lots of imperial Russian 
objects. A set of six 19th-century clear glass goblets by the Imperial 
Glass Works of St. Petersburg sold for $21,850. Three fine pieces 
of medieval art also exceeded expectations. A limestone statue of 
a standing female saint with remnants of its original polychrome 
paint, most likely of French origin, brought $23,000.

Bidder interest in Chinese antiques was robust. A circa 1750 
Chinese Export gilt silver lidded box, identical in form to seven 
examples now in the Hermitage, sold for $10,925. v

http://www.hyper-graphics.com
http://www.reppertschool.com
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Mecum Auctions, Walworth, Wis., completed its 
second-annual Dallas Auction on Sept. 5-8 with 
total sales exceeding $31.5 million, according to 

a news release.

The four-day sale packed more than 1,200 vehicles into 
the Dallas Convention Center, with 808 vehicles getting 
a sell-through rate of nearly 70 percent.

In its second year, the sale doubled in size. The top five 
sales are as follows:

1. 1967 Chevrolet Corvette Convertible 427/435 HP at 
$285,000
2. 1969 Chevrolet Yenko Camaro at $240,000
3. 1967 Chevrolet Corvette Coupe 427/435 HP at 
$200,000
4. 2005 Ford GT at $187,500
5. 1969 Pontiac Trans Am Ram Air IV at $185,000 v

Cars sell big  
in Dallas

Major leaguer's  
former possessions  
top $40,000

Kaminski Auctions, Beverly, Mass., recently sold a World Se-
ries memorabilia collection once owned by former Major 
League Baseball player John “Stuffy” McInnis for $46,800, 
including a buyer’s premium, according to a news release.

The company achieved more than 10 times the presale estimate.

McInnis played for the Philadelphia Athletics, which with his 
help won the World Series in 1911 and 1913. He was traded to 
the Boston Red Sox and played with them from 1918 to 1921. 
He won his fourth World Series title in 1925 with the Pittsburgh 
Pirates.

Included at the auction was a gold pocket watch and a gold-filled 
pen knife, both of which were inscribed with the World Series 
logo from 1910, 1911 and 1913; a sterling silver presentation 
trophy; four photographs from the New York Giants vs. Chicago 
White Sox game in Liverpool, England; and a collection of vin-
tage programs, photographs and newspaper clippings. v

N E T W O R K I N G

$285,000

http://www.ameribid.com
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Philip Weiss Auctions, 
Oceanside, N.Y., 
recorded strong prices 

in a Sept. 13-15 auction 
that featured several items 
from The Beatles, accord-
ing to a news release.

The top lot was a painting 
done collaboratively by the 
band in 1966 in Japan. It 
fetched $155,250.

In their VIP suite in To-
kyo’s Hilton Hotel, the four 
rockers passed the time 
creating 30-inch-by-40-
inch “Images of a Woman.” 
Each Beatle decorated 
his quarter of the canvas with oil paints and watercolors, and the 
white center was signed by all the band members.

When done, the group presented the painting as a gift to Tetsua-
buro Shimoyama, the Beatles’ fan club President in Japan.

The painting was the headliner in a three-day event that saw 1,460 
lots come up for bid and grossed nearly $800,000. About 150 
people attended the auction, and about another 1,500 registered 
online.

Additional highlights include the following (with 13 percent buy-
ers’ premiums):

•  A 1964 photograph signed by all four of The Beatles, taken 
by Robert Whitaker and showing the group holding teacups, 
soared to $22,200.

•  An original watercolor collage painting by progressive rocker 
Frank Zappa, signed lower right “FZ” and depicting a man 

playing the drums with the words “Drum 
Shop” in the top right corner, garnered $10,925.

•  An original life preserver ring recovered the day after the 
sinking of the ocean liner Andrea Doria in 1956 hammered 
for $7,188. The Andrea Doria sank off the coast of Nantucket 
Island, Mass., when it collided with another ship, the MS Stock-
holm. To this day it is one of history’s most infamous maritime 
disasters.

•  A Bassett Lowke 3½-inch gauge model toy train of the unique 
Great Western Pacific class “Adamas” No. 60 and tender, 52 ½ 
inches long by 6 inches wide by 9 inches tall, chugged away for 
$4,255. v

Bid Calling The Auctioneer Chant Ringwork & Bid SpottingImprove Your Presentation SkillsBusiness Practices ● FundamentalsPublic SpeakingProfessionalism & Ethics
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Beatles painting rocks the auction

$7,188$155,250

$22,200

http://www.texasauctionacademy.com
http://www.kieferauctionsupply.com
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In September, the Mendenhall 
School of Auctioneering cel-
ebrated its 50th year, becom-
ing the oldest continuously 

owned and operated auction 
educational institution in North 
America, according to a news 
release.

National Auctioneers Associa-
tion member Forrest Menden-
hall, CAI, AARE, established 
the High Point, N.C., school 
bearing his name on his family’s 
farm half a century ago with an 
initial quartet of students who 
became the first of more than 
7,000 men and women who 
have gone through the school.

The school has attracted stu-
dents from around the world.

“My students learn that success 
in the auction business is a 
never-ending education about 
people, products, items and 
situation,” Mendenhall says in 
the release.

Over the decades, the school’s 

graduates have started auction 
companies or joined existing 
organizations, with many at-
taining national recognition in 
the industry as leaders, educa-
tors and highly accomplished 
Auctioneers.

“It (the school) provides a good 
basis to get started, a realistic 
preparation for the profession 
with a strong foundation of prac-
tical knowledge from an eager 
staff of instructors and legendary 
leader,” says former student and 
2012 International Auctioneer 
Championship winner Lynne 
Zink, CAI, BAS, CES.

In 50 years leading the school, 
Mendenhall assembled a cadre 
of accomplished instructors — 
some former students — who 
share his passion, integrity, 
ethics and the joy of fostering 
one of the oldest commercial 
professions in the world.

“Simply, Forrest demands 
excellence, pushing me to push 
my students and requiring all 

Mendenhall School 
of Auctioneering 
celebrates 50 years

N E T W O R K I N G A U C T I O N  S C H O O L S

Thirty-one people from 11 states graduated from the Mendenhall 

School of Auctioneering on Aug. 12. Submitted photo

http://www.cus.com


OCTOBER 2012   Auctioneer      39www.auctioneers.org

CONFERENCE AND SHOW   JULY 16-20, 2013

INDIANAPOLIS, INDIANA
AT THE JW MARRIOTT

t inyur l .com/8f6eomc

E A R L Y  B I R D  D E A D L I N E  I S

N O V E M B E R  9 t h

December 9-15, 2012
New York New York Casino, Las Vegas

education@auctioneers.org | (913) 563-5428 | www.auctioneers.org

N E T W O R K I N G

of us instructors to remain current and 
relevant,” says Instructor Kim Hagen, 
CAI, AARE, CES. “Not only do I teach, I 
learn thanks to Forrest whose breadth of 
experience showed me how to gain valu-
able insights for my business that I impart 
to my students needing to know about real 
estate auctioneering.”

With 50 years of awards, photographs of 
every class, testimonials, auction memo-

rabilia and mementos covering virtually 
every wall at the school, its comprehensive 
curriculum covers every aspect of auc-
tioneering: product knowledge, methods, 
techniques, procedures and law.

“When students are graduated, they have 
been thoroughly tested, adequately learn-
ing the basics to develop and enhance their 
careers,” Mendenhall says in the release.

NAA member Frank Hackett attended the 
school in 2010.

“Of all the training and schools I’ve attend-
ed, what I learned from Forrest has placed 
me above others, and I consider it the best 
I have experienced,” Hackett, Chief Execu-
tive Officer for the National Auto Auction 
Association, says. v

Forty-four people 

from 12 states and two 

people from Ontario, 

Canada, graduated  

from the Reppert 

School of Auctioneer-

ing on Aug. 12.  

Submitted photo

http://www.conferenceandshow.com
http://www.auctioneers.org/education-calendar
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N E T W O R K I N G F I L L E R  W O R D S

Auctioneer serves as Chairman three 
times for town's anniversary celebrations

Jack Hines, CAI, AARE, GPPA, of Hines 
Auction Service Inc., Ellsworth, Wis., was 

Chairman of his hometown's 150th anniver-
sary celebration, which came to an end July 4. 

Wisconsin State Senator Sheila Harsdorf 
presented Ellsworth's Hines with a plaque 
recognizing his volunteer contributions in the 
community. He was Chairman of the town's 

100th anniversary in 1962 and its 125th an-
niversary in 1987. 

Hines says the town will have to find someone 
else for the next anniversary.

Hines is pictured at right wearing a beard 
he grew for the celebration's beard-growing 
contest.

AARE
Eric Gabrielson, AARE
David Levy, CAI, AARE
Mark Mommsen, AARE
Justin Vondenhuevel, AARE, CES

ATS
J.J. Dower, CAI, AARE, ATS

BAS
Mike Hogan, BAS
Dan Kesten, BAS
Brent La Ponsey, BAS
Dan Stall Jr., BAS

GPPA
Robin Brabander, CES, GPPA

Rita Collins, GPPA
Jeff Koehler, CAI, AARE, GPPA
Barbara Masterson, CES, GPPA
Carl Naylor, GPPA
Marcus Shively, GPPA

MPPA
Emilie Daye, CES, MPPA

I N D U S T R Y  S P O T L I G H T

The NAA congratulates its new designation holders

Hines

The NAA represented its members 
Sept. 5-9 in Colorado Springs, 
Colo., at the National Association 
of Bankruptcy Trustees’ annual 
fall convention. Bryan Scribner, 
the NAA’s Director of Publications 
and Trade Show, pointed NABT 
members toward the NAA’s online 
membership database as a source 
to find Auctioneers. NAA members 
Oren Klein (left), of AuctionAdvisors, 
Montclair, N.J.; and Kent Henderson 
(right), of Henderson Auctions, 
Livingston, La., represented their 
respective companies.  
Photos by Bryan Scribner
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Find  
the  

NAA  
online www.facebook.com/NAAauctioneers  •  NAAnews.wordpress.com  •  www.twitter.com/NAAauctioneers  •  www.youtube.com/NAAauctioneers

I N  T H E  R I N G
“You realize immediately there’s no way we can help everybody. And you realize how 
much this means to these people, to have this opportunity.”

Gayle Stallings, CAI, BAS 

“The baby boomers are pushing product to the next generation, and that next genera-
tion doesn’t really want it."

Chris Davis 

“The new fundamentals course will serve as a prerequisite for all the designation cours-
es going forward.”

Marc Geyer, CAI, AARE, BAS, CES

“It proves there are people with money to spend who frequent these events and who 
are trying to scope out something the average person might overlook.”

Jack Hamblin

P A G E
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20
P A G E
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AROUND the BLOCK

A study from St. Jude Children’s Research 
Hospital published in the Sept. 10 online 
edition of the Journal of Clinical Oncol-
ogy shows that a technique called flow 
cytometry is the best way to find remain-
ing cancer cells in patients with acute 
myeloid leukemia (AML), according to a 
news release.

St. Jude led the effort to develop the test 

about 15 years ago. Flow cytometry can 
identify a single cancer cell among 1,000 
normal cells in bone marrow and is a 
much more precise tool than microscopic 
evaluation — a method that scientists have 
relied on for decades.

St. Jude has helped push overall survival 
rates for childhood cancer from 20 percent 
in 1962 to 80 percent today. At St. Jude, 

the survival rate for children with AML is 
about 71 percent.

To take part in St. Jude Auction for Hope 
and help the National Auctioneers Asso-
ciation reach its goal of raising $100,000 
this year, visit www.stjude.org/naa or 
e-mail bmcgrath@auctioneers.org.

St. Jude study shows technique is best way to find cancer cells

http://www.twitter.com/naaauctioneers
http://www.youtube.com/naaauctioneers
http://www.naanews.wordpress.com
http://www.facebook.com/naaauctioneers
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Colorado

Chris Eugene Pettit
1350 30th Lane 
Pueblo, CO 81006 
chris_pettit26@hotmail.com
(402) 990-1534

Florida

Bruce  Brandywine
Brandywine Liquidators
4630 Eagle Falls Place 
Tampa, FL 33619 
www.overstocknation.com
bruce@overstocknation.com
(813) 477-0376

Gene Allen Fry
Gene Fry Auction and Marketing Inc.
1601 Eagle Dr. 
Cantonment, FL 32533 
www.fryauction.com
genefry@bellsouth.net
(850) 384-5393

Albert B. Levy
A.B. Levy's
211 Worth Ave. 
Palm Beach, FL 33480 
www.ablevy.com
ablevy@me.com
(561) 835-9139

Hawaii

John  Genovese III
Malama Auctioneers
5189 Apelila 
Kapaa, HI 96746 
johnjohn@malamafs.com
(808) 639-1380

Illinois

Scott Raymond Oberto
4745 N Artesian Ave. #3 
Chicago, IL 60625 
theedredlord@gmail.com
(773) 332-6978

Robert M. Tuke
123 Eastwood Ave. 
Port Barrington, IL 60010 
robtukester@aol.com
(847) 373-2659

Indiana

Byron Neal Baldwin
7625 Honnen Dr. South 
Indianapolis, IN 46256 
radicon4@aol.com

Amy J. Beatty
Amy J. Beatty Valuations, LLC
450 W Oakdale Dr. 
Fort Wayne, IN 46807 
beattyx4@frontier.com
(260) 579-0232

James Isaac Hobbs
4192 N Marshall Rd. 
Marshall, IN 47859 
ikehobbs23@aol.com
(765) 597-2087

Thomas W. Kennedy
1420 E. Chicago St 
Valparaiso, IN 46383 
tkennedy2090@gmail.com
(219) 242-8350

Robert Paul Kisner
1325 Helms Dr. 
Wabash, IN 46992 
rkisner@cinergymetro.net
(260) 571-2484

N E T W O R K I N G

I joined the NAA to become part of an elite group of 
professionals who enjoy the fine art of auctioning, as 

well as to stay connected with the ever-changing environment 
to help advance my new second-phase-of-life career.”

Christine Warrington
Raleigh, N.C.

Warrington
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Brandywine

Being new to the industry, this is my go-to tool to learn 
how to further my education, stay up with current 

trends and business practices — and knowing that the NAA is 
managed by Auctioneers, I know my best interests are truly in 
mind.”

Bruce Brandywine
Tampa, Fla.

Missouri

Leslie P. Cole
203 Jeb St. 
Willard, MO 65781 
lcfarmsinc.@yahoo.com
(417) 967-6190

Joe R. Haines
17627 S Hwy. 39 
Stockton, MO 65785 
(417) 276-7914

Jeremy L. McBroom
1836 Niemann Dr. 
Cape Girardeau, MO 63701 
jeremy.mcbroom@gmail.com
(573) 837-4284

Nevada

Kenneth J. Chupinsky
1689 Ravanusa Dr. 
Henderson, NV 89052 
kchupinsky@aol.com
(702) 285-3261

New Mexico

Robert  Rosales
Rocking R Auctions
P.O. Box 6383 
Clovis, NM 88101
rockingRauctions.com
info@rockingrauctions.com
(575) 268-1779

North Carolina

Michael B. Dixon
1128 Briarmore Dr. 
Indian Trail, NC 28079 
mdixon102@carolina.rr.com
(704) 681-0511

Christine  Warrington
EvalStar
14409 Tavernier Knoll Lane 
Raleigh, NC 27603 
www.evalstar.com
christinewar1@gmail.com
(919) 368-5995

Stephen Darryll Wheeler
Stephen Wheeler Auctions
418 Dixie Trail 
Lumber Bridge, NC 28357 
www.stephenwheelerauctions.com
whlclipper@aol.com
(910) 273-6588

Oklahoma

Justin R. Choate
Wiggins Auctioneers LLC
6642 E 630 Rd. 
Hennessey, OK 73742-6666 
justinchoate5335@yahoo.com
(405) 853-5335

Pennsylvania

Matthew R. Martin
2184 West Route 897 
Denver, PA 17517 
www.thefarmfolk.com
mattmartin@thefarmfolk.com
(717) 629-6658

Edward Steven Porter
Porter Auction Group
3947 West Lincoln Hwy., Ste. 172 
Downingtown, PA 19335 
www.porterauctiongroup.com
porterauctiongroup@gmail.com
(484) 918-0070

continued »

N E T W O R K I N G
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South Carolina

Miller  Gaffney
Miller Gaffney Air Advisiory
1 LaVista Ct. 
Greenville, SC 29601 
www.millergaffney.com
mg@millergaffney.com
(888) 251-9994

Tenessee

Phillip Aaron Hopper
5225 Malibu Dr. 
Knoxville, TN 37918 
phillip@hopperlawncare.com
(865) 567-8435

Whitney R. Nicely
4316 SanJuan Lane 
Knoxville, TN 37914 
whitnicely@gmail.com
(865) 556-1635

Harvey Monroe Shuler III
1290 Russell Chapel Lane 
Savannah, TN 38372 
southernson64@gmail.com
(717) 636-4683

Texas

John  Caussey
4822 Kemp Blvd., Suite 500 
Wichita Falls, TX 76308 
jcaussey@ssiwf.com
(940) 322-8400

Terry W. Dickerson
Machinery Auctioneers
P.O. Box 618 
Castroville, TX 78009 
www.machineryauctioneers.com
terry@machineryauctioneers.com
(210) 363-4349

Ernie Lynn Gill
Gill Auctions
3127 Iron Stone 
San Antonio, TX 78230 
erniegill@mac.com
(210) 865-1843

Virginia

Matthew J. McCormick Bitrick
2357 Gardner Street 
Elliston, VA 24087 
mjmb@9mx.com
(540) 818-6614

Washington

John  Mayo
P.O. 2156 
White Salmon, WA 98672 
beholdthemayo@gmail.com
(541) 490-2209

Canada

Ontario

Robin A. Pridham
Pridham's Auction House
P.O. Box 179 
Vankleek Hill, ON K0B 1R0 
www.pridhams.ca
info@pridhams.ca
(613) 858-4278

I joined the NAA to bring a stamp of professionalism 
and class to my budding career. I hope to expand my 

knowledge, abilities and network with all the veteran and new 
Auctioneers. I am excited to be a part of the NAA and the his-
torical profession of Auctioneer and look forward to my future 
in it.”

Scott Oberto
Chicago

Oberto

New members compiled by Brandi McGrath
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•  5.8 million adults made purchases from an online auction 

in the last 6 months

Sources: September 2011 ABC Publisher’s Statement, 2011 Ipsos Mendelsohn Affl  uent Survey, 
HHI $100,000 or more, comScore December 2011

Auction Showcase
USA TODAY and the National Auctioneers Association have 

partnered to bring you a weekly advertising feature that allows you 
to reach your target audience on a National or Regional scale.

To reserve your ad space in USA TODAY’s Auction Showcase 
or for questions please contact:
Auctions@russelljohns.com | 1-800-397-0070

30% off 
Open rates for 

NAA members

WEST 
CIRCULATION

605,068
EAST 

CIRCULATION

364,733

MIDWEST 
CIRCULATION

364,092

SOUTH 
CIRCULATION

445,008

http://www.usatoday.com


	 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. 
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MarkNet Alliance continues to grow
with auction industry leaders

“When all of our 

companies get in a room companies get in a room 

together and openly share 

how they are conducting 

business and what is 

working to make money 

for them it can help 

change anyone’s 

business.”business.”

J.J. Dower
CEO MarkNet Alliance

www.marknetalliance.com | info@marknetalliance.com | 888-307-6545

M arkNet Alliance 
(www.marknetalliance.com) has 
continued to have strong growth 
in the auction industry expanding 
to 52 auction companies throu-

ghout the United States and South Africa.

The uniqueness of the growth of MarkNet is 
not just the number of companies, but rather 
the quality of companies that see the value in 
joining MarkNet.

MarkNet Alliance currently has nine members 
who have held the office of 

President of the National Auctioneers Association. There are also numerous 
members who currently serve or have served as Director on the NAA Board; 
several current or former Education Institute Trustees; National Auctioneers 
Foundation Board members; CAI committee members and many who are 
currently in or were formerly in state association leadership. There are also 
three NAA Auxiliary past presidents as members as well as one NAA Auxi-
liary Hall of Fame member.

MarkNet Alliance also boasts 10 past International Auctioneer Champions 
and four NAA Hall of Fame members.

“One of the great things about our group is the quality of the people 
involved,” said MarkNet Alliance CEO J.J. Dower. “When all of our compa-
nies get in a room together and openly share how they are conducting 
business and what is working to make money for them it can help change 
anyone’s business.”

MarkNet is constantly working on innovating new technology for its 
members and working everyday to help them attain new business.

“We are launching some great new products this year,” said MarkNet COO 
Matt Corso. “We have a fantastic group of members who share their ideas 
with us everyday and we are able to put those in to practice. Our new tech-
nology released this year will be like no other on the market. It will not only 
help members in their business, but will help them attain new business.”

Another reason that the MarkNet leadership attributes to their growth is the 
growth of their companies.

“We obviously have a tech focus, but we have really become a full backend “We obviously have a tech focus, but we have really become a full backend 
support system for our companies. We are doing whatever it takes from pro-
posals to help on auction day to make them successful and we are really 
seeing some exciting things happen,” said Dower. “Some companies have 
taken their web traffic from 4,000 unique visitors a month to 100,000 unique 
visitors a month, while others have experienced gross commissions more 
than doubling in one year’s time. To see companies achieve those levels of 
success makes our efforts well worth it.”success makes our efforts well worth it.”

http://www.marknetalliance.com
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denver

las vegas

nashville

indianapolis

chicago

BENEFIT AUCTION SUMMIT
DENVER, COLORADO
September 23-25, 2012

DESIGNATION ACADEMY
LAS VEGAS, NEVADA
December 9-15, 2012

INTERNET ONLY AUCTION 
SUMMIT
NASHVILLE, TENNESSEE
February 5-6, 2013

CERTIFIED AUCTIONEERS  
INSTITUTE
BLOOMINGTON, INDIANA
March 17-21, 2013

DESIGNATION ACADEMY
INDIANAPOLIS, INDIANA
July 10-15, 2013

CONFERENCE AND SHOW
INDIANAPOLIS, INDIANA
July 16-20, 2013

BENEFIT AUCTION SUMMIT
CHICAGO, ILLINOIS
September 15-17, 2013

DESIGNATION ACADEMY
LAS VEGAS, NEVADA
December 8-14, 2013

UPDATED



Administration
chief	Executive	Offi	cer

Hannes Combest, CAE
(913) 563-5423

hcombest@auctioneers.org
conference	and	
Show	Manager

Joyce Peterson
(913) 563-5439

jpeterson@auctioneers.org

Accounting
director	of	Finance	&	

Administrative	Services

Rhonda Truitt
(913) 563-5422

rtruitt@auctioneers.org

Accounting	Associate

Ruth Richardson
(913) 563-5435

rrichardson@auctioneers.org

Accounting	Associate

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
NAF	Administrator	&

NAA	Education	
Program	Specialist

Lois Zielinski
(913) 563-5428

lzielinski@auctioneers.org
Education	coordinator

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
Marketing	&	Sales	coordinator

Anna Lewis
(913) 563-5421

alewis@auctioneers.org

NAA Board of Directors 
2012-2013

Offi	cers

President
J. J. Dower, CAI, AARE

(423) 569-7922
jjdower@highland.net

Vice President
Paul C. Behr, CAI, BAS

(303) 680-1885
paulc.behr@comcast.net

Treasurer
Kurt Kiefer

(218) 736-7000
kurtkiefer@aol.com

Past President
Christie King, CAI, 

AARE, BAS
(256) 439-0113

cking@ckingbenefi ts.com

Education Institute 
Chairman

Marc Geyer, CAI, AARE, 
BAS, CES

(602) 722-7028
geyerma@gmail.com

Chief Executive Offi cer
Hannes Combest, CAE

(913) 563-5423
hcombest@auctioneers.org

directors

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

Terms expiring 2015
Devin Ford, CAI, CES

(606) 878-7111
Devin@fordbrothersing.com
Terri Walker, CAI, BAS, CES

(901) 322-2139
terri@walkerauctions.com

NAF Representative
Sandy Alderfer, CAI, MPPA

(215) 393-3000
sandy@alderferauction.com

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

tsaturley@tranzon.com

National Auctioneers 
Foundation Board of 
Trustees 2012-2013

Offi	cers

President
Randy Ruhter

(402) 463-8565
auctions@ruhterauction.com

Vice President
Sandy Alderfer, CAI, MPPA

(215) 393-3000
sandy@alderferauction.com

Chairman of the Board
Benny Fisher, CAI
(954) 942-0917

benny@fi sherauction.com

Finance Chairman
Tommy Rowell, CAI, AARE

(229) 985-8388
trowell@rowellauctions.com

Trustees

Terms expiring 2013
Jack Hines, CAI, AARE, GPPA

(715) 273-3377
hinesauction@sbcglobal.net

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

mikejones@unitedcountry.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

Marvin Henderson
(225) 686-2252

marvin@hendersonauctions.com

Terms expiring 2015
John Dixon, CAI
(770) 425-1141

john@johndixon.com
Lon McCurdy, AARE

(316) 683-0612
lonny@mccurdyauction.com

Randy Wells, CAI, AARE, 
BAS, CES, GPPA
(208) 699-7474
randy@rasnw.com

NAA	Board	Representative

NAA Treasurer
Kurt Kiefer

(218) 736-7000
kurtkiefer@aol.com

NAF	Staff

Executive Director
Hannes Combest, CAE

(913) 563-5423
hcombest@auctioneers.org

Foundation Administrator

Lois Zielinski
(913) 563-5428

lzielinski@auctioneers.org

NAA Auxiliary Board of 
Trustees 2012-2013

Offi	cers

Chairwoman
Cindy Soltis-Stroud, CAI, BAS

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

Vice Chairwoman
Kim Ward

(423) 528-4043
kim@wardauction.net

Past President
Lori Jones

(972) 395-0049
info@texasauctionacademy.com

Secretary
Phyllis Coffey, BAS
(812) 824-6000 x 17

pcoffey@jdcgroup.com

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

Scholarship Chairwoman
Kim Ward

(423) 528-4043
kim@wardauction.net

NAA Education Institute 
Trustees 2012-2013

Offi	cers

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 2013
Michael Fine, CAI, AARE

(312) 953-9534
michael@fi neandcompany.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

Terms expiring 2016
Darron Meares, CAI, 

BAS, MPPA
(864) 444-5361

darron.meares@mearesauctions.com

Jason Winter, CAI, 
AARE, CES

(816) 884-5487
jasonbwinter@me.com

NAA	Board	Representatives

NAA Vice President
Paul C. Behr, CAI, BAS

(303) 680-1885
paulc.behr@comcast.net

NAA Treasurer
Kurt Kiefer

(218) 736-7000
kurtkiefer@aol.com

NAA STAFF N AT I O N A L  AU C T I O N E E R S  A S S O C I AT I O N  I N D E X

8880 Ballentine St.
Overland Park, KS 66214-1900

Phone: (913) 541-8084  Fax: (913) 894-5281  
www.auctioneers.org

NAA advertising notice to readers
Auctioneer accepts advertisements from a variety of sources but makes no independent investigation or verifi cation of any claim or statement contained in the adver-
tisements. Inclusion of advertisements should not be interpreted as an endorsement by the National Auctioneers Association or Auctioneer of any product or service 
offered through the advertisement program. The NAA and Auctioneer encourage you to investigate companies before doing business with them. Furthermore, Auction-
eer is designed to provide information of general interest to Auctioneers. The reader’s use of any information in this publication is voluntary and within the control and 
discretion of the reader. Finally, the NAA does not mediate disagreements that may arise between buyers and advertisers
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AUCTION HOUSE / 
ANTIQUE MALL		
FOR	SALE:
Retiring owner.  Business-
es sold separate or jointly 
with real estate available. 
20,000 sq ft building 
plus attached 4,000 sq ft. 
auction under one roof. 
At major intersection in 
the Smoky Mountains of 
Western, NC. For infor-
mation call  
(828) 508-2724

NEEd		
AucTIONEER	
INSuRANcE? 
Call the Auctioneer  
Insurance Specialist
Larry Harb 
IT Risk Managers 
(517) 381-9909 
www.AuctioneerInsurance.com

M A R K E T P L A C E

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

TM

Privately Branded Online Auctions

Own Your Bidder Data!
919.361.1111

Sales@NextLot.com | www.NextLot.com

CLASSIFIEDS
thank you

AdVERTISERS

1-800-The-Sign .............................................7

AmeriBid ..................................................... 36

Auction Flex ..............................................IFC

Auction Systems Auctioneers 
and Appraisers .......................................... 33

Auction Time .............................................. 27

Basinger Audio Systems ............................9

CUS Business Systems ............................. 38

E.R. Munro and Company ........................ 15

Fellowship of Christian Auctioneers .... 23

Hall and Hall Auctions .............................. 18

Hudson and Marshall. ................................ 12

Hyper Graphics .......................................... 35

Kiefer Auction Supply .............................. 37

LuJohns Enterprises ................................... 11

Marknet Alliance ....................................... 48

Mendenhall School 
of Auctioneering ........................................ 17

Mike Jones ................................................... 19

Nashville Auction School ......................... 18

National Auction Supply House ............30

NEBB Institute ........................................... 34

PrintedTAGS ................................................ 21

Reppert School 
of Auctioneering ....................................... 35

Satellite ProLink ........................................30

St. Jude ........................................................ 17

Texas Auction Academy .......................... 37

United Country Auction Services..........BC

UPS ................................................................ 31

USA TODAY ................................................ 45

World Wide College  
of Auctioneering ....................................... 23

Want	to	advertise	in	Auctioneer?
contact:	 Anna	Lewis

 (913) 563-5421

 alewis@auctioneers.org

WANTEd
Ralph Wade 'Ralphie' 
Dolls. Paying top dollar 
regardless of condition
Also buying auction/auc-
tioneer memorabilia and 
collector items. 
(614) 306-1435 
petergehres@gmail.com 

Whatever cause is your passion—
Greater Giving solutions can help you be 
more effective in your fundraising efforts. 

Our technology and credit card processing solutions 
are designed exclusively for nonprofi ts and schools — 
enabling them to raise more funds with live and online 
auctions, sport tournaments, web-based donations, 
peer-to-peer campaigns and more.

Visit www.greatergiving.com 
or call 800-276-5992 to fi nd out more.

GG GA ad_final.indd   1 7/31/12   8:04:47 AM

Topo & BLM
Aerial & 3D
Real Estate

Land Ownership
Showing & Wall Maps

Combined Quads 
Travel & Tourism 
Virtual Fly-over

Oil & Gas 
Hunting
Fishing
Hiking

Debbie Homme
www.justmapit.net
deb@justmapit.net

406-861-8880

For all your custom
mapping needs

PRINTEDTAGS.COM
paper tags and attachments

custom printed, any size

tags@printedtags.com
937-609-2768

FOR SALE
Established Auc-
tion Site, 21 Acres, 
10,000 Sq. Ft. 
Building. Zoned for 
Auction Yard. 25 
mi. West of Min-
neapolis/St. Paul.
1.5 Million. Call Fred at (952) 446-1441.

AucTION		
TOPPER
FOR SALE:
Built in 2003 out of 2x4 
construction. Sliding 
windows, front flip up, 
32’’ rear door. Single roof 
piece and single side 
pieces, both use semi 
trailer material – heavier 
than standard aluminium 
siding. Fits 8’ beds. Width 
between wheel-well – 49’’. 
FOR MORE INFORMATION

email sarians@frontier.com  
or call (309) 208-8517

http://www.auctioneerinsurance.com
http://www.satelliteprolink.com
http://www.thecloseoutchannel.com
http://www.nextlot.com
http://www.greatergiving.com
http://www.justmapit.net
http://www.printedtags.com
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