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FROM THE PRESIDENT

Scott H. Shuman, CAI
NAA President

National Auctioneers
Association President Scott

H. Shuman, CAl, is a partner |
i Congressional Record on Sept. 6, 2017, was

i reproduced in the November issue of Auctioneer

i and is framed and hanging at the NAA

| Headquarters in Overland Park, Kansas. We owe

{ Congressman Duncan and 2016 NAA Hall of Fame
i inductee Congressman Billy Long (R-MO), a lot of
i appreciation for making this happen.

and Auctioneer for Hall and
Hall Auctions. He has more
than 31 years of auction
experience after attending
auction school in 1986 and
opening an auction firm
shortly thereafter.

Scott is the 2014

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

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

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

ne of the most memorable things I
have been able to do in my tenure as
NAA President is to sit in the gallery

{ and listen to NAA member Congressman Jeff
Duncan (R-SC) read a proclamation on the House
i of Representatives floor that states National

i Auctioneers Day is the first Saturday in May and

i that the week prior is National Auctioneers Week.

i I was honored to hear this personally and know
i that we as auction professionals are being honored
i in this manner!

The proclamation that was entered into the

Now, it is up to us as NAA members to activate

i National Auctioneers Week! The Promotions

{ Committee met in January and has outlined

| activities for us to complete so that we can show

i our friends and family who we are and what we do.

i We are continuing with the same “theme” as we

| had last year - “Success with our #NAAPro” The

i blue banner we inserted into the magazine in 2017

i again will be included with your April issue of

| the magazine. (We heard you last year say it was

i difficult to tear out the banner without it being

{ damaged.) And for those of you who are reading

i Auctioneer online, we also have a way for everyone
i to download a banner (go to Thursday’s section at
auctioneers.org/national-auctioneers-week-toolkit).

i While we are keeping the same theme, the

{ Promotions Committee is looking to hit our

i external public audiences. The messages being

. developed are helping the public understand why

i they should use a professional to sell their assets -

i why they should use an #NAAPro. We know from
i our membership survey last fall that you want tools
i that you can use to grow your business. We agree

i and want you to have time to develop and initiate

| your own campaign along with NAA.

Time to activate National
Auctioneers Week!

That’s why all of this in the March issue. Read what
the Promotions Committee wants you to do April
30-May 5 (see pages 12-14). Start your plans now.
But don’t worry; we'll also remind you with a daily
email during National Auctioneers Week, just like
we have for the last two years.

We know you get busy. However, we also know

that you want to add business, which is something,
simply, we can’'t provide.. We can, however, give you
words to use and resources to help. And, that’s what
we are doing!

We will be talking about this at the State Leadership
Conference as well, helping your state association
leaders understand how they can use this week to
help their members grow their business. Many state
associations have calendars on their websites. If you
are a member of your state association (and you
should be!), make sure that you post your auctions
there. Make sure you are doing everything you can
to get the word out about your successes!

That’s what this week is all about - but it won't end

there. We are going to be sending you content that

you can use on your website — things that will help

answer questions your clients and customers have.

This content is being developed now and will begin
to be sent out after Conference and Show in July.

Speaking of Conference — plan NOW to attend

this event at the Hyatt in Jacksonville, Florida, July
17-21. Conference registration and housing opened
March 1 - and, trust me on this - you are going to
LOVE this location. Florida, yes, can be hot and a
little humid, perhaps. But, being on the river might
help cool things down, and the Hyatt is a beautiful
facility with great meeting space. It will be a place
you want to bring your family!

Lots happening with the NAA - and more to
come! But for now, start planning for National

Auctioneers Week: April 30 - May 5!

And the chant goes on!

www.auctioneers.org — Auctioneer MARCH 2018
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State watch

WYOMING

NAA member William “Bill” Weaver
was inducted to the Wyoming Hall of
Fame during the Wyoming Auctioneers
Association convention held Jan. 11-13
in Casper. Also during the event, NAA
members took the top two spots on the

bid-calling championship podium as Brent
Wears, CAIL, AARE, ATS, CES, finished in
first, followed by Harold Musser, CAI, AMM.

Results of the annual election:

President — Mark Musser, CAI, AMM;
President-elect - Jacob Gay; Secretary —
Christen Gay; Directors — Brent Wears,
Veldon Kraft
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NAA members and
U.S. Supreme Court
case South Dakota v.
Wayfair, Inc.

What is South Dakota v. Wayfair,
Inc.?

In March 2017, the State of South Dakota passed a law with
the intent to collect South Dakota sales tax on any taxable item
purchased outside the state if the buyer takes possession of the
purchased item within the border of South Dakota, i.e., has

the item shipped. This includes items purchased in person at
brick-and-mortar stores or auctions, as well as online at sites
like Amazon.com, Wayfair.com, or online auctions. This law
has been challenged, and the U.S. Supreme Court chose to hear
arguments.

Currently, a business must have a physical presence in a state
for that state to require said business to collect sales tax. This is
based on a ruling by the Supreme Court in Quill Corp. v. North
Dakota.

How does this affect you and the
auction industry?

Many auction companies currently have auctions with buyers
from out of state. If it stands, auction companies that do
business in South Dakota would be tasked with the enormous
burden of determining the applicable sales tax, collecting it, and
remitting it to the buyer’s local taxing jurisdiction. In March
2014, there were 9,998 tax jurisdictions.

Each time you sold an item to a buyer located in a different
state, youd need to determine the applicable sales tax, collect,
and then remit the tax to the buyer’s local taxing jurisdiction.
To do so, you will be required to hold a sales tax license in each
state in which buyers purchase items from you, and in most
cases a corresponding business license. By doing so, you will be
subject to that jurisdiction’s regulations and police powers.

Auctioneer www.auctioneers.org

More importantly, this case has many eyes on it. In fact, 25
other states have similar pending legislation. And, 35 states
filed a brief in this case in support of South Dakota.

What is NAA’s involvement?

In response, the National Auctioneers Association is working
as part of a coalition that believes this proposed legislation
would significantly and negatively impact the auction industry
and small businesses. The coalition is in the process of filing an
Amicus brief for the Supreme Court to consider.

We believe it is NA A’s responsibility to contribute and help
defend its members and the auction industry from such
potential hardships.

What is an Amicus brief? Why is
that important?

An Amicus brief is a legal document that advises the court of
relevant, additional information or arguments that the court
might wish to consider, including unforeseen ramifications.

HOW YOU CAN BE INVOLVED
Contact auctiontax.com through its website
contact form.

OR, SUBMIT YOUR QUESTIONS
You can submit questions to David Whitley, John

Schultz or Hannes Combest.

CALENDAR KEY DATES
April 2018: The Supreme Court will hear the case.
June 2018: Ruling expected.
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On Feb. 16, NAA President Scott H. Shuman,
CAl, released an official statement via
Facebook in response to the news that the
United State Supreme Court would be ruling
on “South Dakota v. Wayfair, Inc.”.

You can read his full statement below:

NAA members,

If you have not seen, heard, or read recently, the United States We believe it is NA A’s responsibility to contribute resources,
Supreme Court will be ruling on a case in a few months that including monetary, to help defend its members and the
could have a tremendous negative impact on the auction auction industry from such potential hardships.

industry.

Watch for more information in the coming weeks from NAA,
The Court is expected to have its ruling as quickly as June,ona  including updates, as the timeline progresses. Keep in mind the

case brought forth from South Dakota. general key times as well:

In March 2017, the State of South Dakota passed a law. This - April 2018: The Supreme Court will hear the case.

law allows South Dakota to collect sales tax on any taxable

item purchased outside of South Dakota if the buyer takes - June 2018: Ruling expected.

possession of the purchased item within the South Dakota

border, i.e. has the item shipped to them. This law has been In the meantime, also refer to www.auctiontax.com for an easy-
challenged, and the U.S. Supreme Court chose to hear to-follow, complete overview of all that has occurred to this
arguments. point. You also can submit questions to David Whitley, John

Schultz or Hannes Combest.
Many auction companies currently have auctions with buyers

from out of state. If it stands, auction companies that do We will provide updates as they become available.
business in South Dakota would be tasked with the enormous
burden of determining the applicable sales tax, collecting it, Scott H. Shuman, CAIL, NAA President

and remitting it to the buyer’s local taxing jurisdiction. In
March 2014, there were 9,998 tax jurisdictions.

More importantly, this case has many eyes on it. In fact, 25
other states have similar pending legislation. And, 35 states
filed a brief in this case in support of South Dakota.

This potentially affects all of us in the auction industry. That
point cannot be overstated.

In response, the National Auctioneers Association is working
as part of a coalition that believes this proposed legislation
would significantly and negatively impact the auction industry
and small businesses. The coalition is in the process of filing
an Amicus brief - a legal document that advises the court of
relevant, additional information or arguments that the court I
might wish to consider, including unforeseen ramifications. .

www.auctioneers.org — Auctioneer MARCH 2018 9
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asking for Q.
dime O3

The fundraising

lesson is to
learn how to ask
without asking.

By Emma Dougherty,
NAA Content Developer

eople give to people for things they care about.

“People don’t give to causes. They don't give to things.
They give to people.” says Kathy Kingston, CAI, BAS.

Asking without asking is an approach that can work well in
obtaining optimal donations for auction professionals who
struggle with confidence in this area.

Many Auctioneers have a phobia of asking for donations due to
multiple reasons. Some feel like they aren’t skilled, others feel like
they don’t know how to ask the right people and some simply
have a fear of rejection. But, according to Kingston, most people
do not realize that you can ask for anything, and most of the
time you can receive more than you expect.

When selling the idea of giving, the first sale is to yourself.
In order to sell something to another donor, you must first
understand why you are involved, why you have contributed
funds, and what impassions you personally about that cause.
Understanding this will help build a relationship with potential
donors.

10 MARCH 2018
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Building a relationship with donors is essential when it comes to
benefit auctions and there are multiple ways to do so.

Find a common interest that connects you to your donor’s
passion and then communicate the impact of their gift.
Remember that it’s not about you as an Auctioneer, it's about
what matters most to your supporters. When you know what
impassions a donor, that is when you get exponential giving.

When it comes to asking for contributions, use the “magic
question” says Kingston. The magic question is an extremely
effective way of asking donors:

“Would you be willing to consider (be specific) so that
(communicate impact)”. Then hold the silence.

Silence is golden

Holding the silence after asking is for donations is key. In

fact, one of the biggest mistakes you can make as a fundraiser

is not holding the silence long enough. Although it may be
uncomfortable, a fundraising Auctioneer must be willing to stay
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quiet - even for periods that can stretch to five or 10 minutes.

Why is this important? Just like in a negotiation, the first person to
say a number often loses. The client could be thinking about giving
more or less, how their funds are going to be used, or waiting to
see what other donors give. Give them the time to do this.

And, don't get discouraged if a donor is not willing to participate
during the event at that specific time. “No” often has various
meanings.

No is not a four-letter word

It is key to remember that objection often actually is a signal of
interest. Listen more to what the potential donor is saying and
ask if there is another dollar amount they would consider.

Regardless, communicating that you are thankful for their time
whether they donate or not is important and shows that they
matter to you as a donor. It can also encourage participation.

“The act of gratitude - immediate, true gratitude - is one of
the greatest predictors of long-term donor retention,” says
Kingston. Auctioneers are the first level of gratitude, we are
the second-to-last person to leave a benefit auction so take
that time to personally thank clients.

Show gratitude for their time no matter what and follow up
personally. Giving donors another future opportunity may
be the push they need to give.

Do good, feel good

There is a lot of neurological research on giving, part of
which has uncovered the “mimic effect” Donors buy into the
mimic effect in that when they see a bid card go up they are
encouraged to bid as well. This is because the act of giving
sets off hormonal responses that make people feel good.
People like to give, and giving feels good.

Proof of this comes from the University of Oregon, where
researchers used functional magnetic resonance imaging
to show which specific regions of the brain were activated
during an experiment on giving.

According to National Institutes of Health, “19 women
received $100 and were told they could keep whatever
money remained at the end of the session. They then lay in
an fMRI scanner for about an hour, while a computer screen
displayed a series of possible money transfers to a local food
bank. About half of the proposed transfers were voluntary
— participants could decide whether to accept or reject

the donation. In other cases, the proposed transfers were
required, similar to a tax.”

Receiving the money, seeing the money go to a good cause,
or deciding to donate money — all of them activate similar
pleasure-related centers deep in the brain.

Auction fundraisers can use these simple lessons and techniques
to engage with and inspire donors to give. To engage donors,
you have to be an expert in listening, asking questions,
communication impact, funding a need, and giving gratitude.
Doing all of these things can help you treat the moment as

an invite rather than an ask, which helps both the auction
professional and donors feel more confortable.

“It’s an honor to invite someone to give to a cause that
impassions them so that they can make a difference,” says
Kingston. %

This article was an excerpt from a presentation given
at the 2016 NAA International Auctioneers Conference
and Show. Want even more tips regarding this topic?

NAA members can access the full audio of this
presentation and many others in the NAA Knowledge
Center at auctioneers.org/knowledgecenter.
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NAA unveils ‘Success With Our
#NAAPro’ campaign calendar,

events ahead of National
Auctioneers Week (April 30-May 5)

Bu I I d I n g on mo mentu m Of the OVERLAND PARK, Kan. (Feb. 22, 2018) - The National

T Auctioneers Association has announced its plans for 2018’
p a St tWO ye ars ] t h e N at Iona I National Auctioneers Week (April 30-May 5). National
Auctioneers Association will Auctioneers Day is set for Saturday, May 5.
agda in encourage mem be rs The goal is to seize upon and continue the momentum
. . achieved by the “#auctionswork/#NAAPro” campaign in
to ce I e b rate t h elr CI Ien tS, 2016 and 2017’s “Success with our #NAAPro” initiative.
. . Those efforts saw an unprecedented engagement level from
commun |ty I ea d ers h | p [} members that resulted in more than three-quarters of a
. . million members of the general public seeing or hearing the
Vo I unteerism ; an d b usiness message that auctions work, especially when managed by an
successes. NAA auction professional.

“NAA members really have done amazing work the past two
years in taking the # AuctionsWork and #NAAPro messages
to their buyers, sellers, and social media audiences,”

said NAA President Scott H. Shuman, CAL “Every bit

of campaign success the NAA has had is a direct result

of those efforts, and we are looking forward to another

S - h successful National Auctioneers Week campaign as we
uccess Wlt Ou r again ask members to proudly participate and celebrate our
' communities and the solutions we provide within them.
#N AA P ro ] Where the original message was to highlight the
effectiveness of the auction method of marketing, members
now are being asked to focus their efforts and messages

- on highlighting their clients’ and customers’ successes.
- Members also will use Facebook and other social media to

Auctioneer show their commitment to their communities, to charitable

- o causes, and to their industry.
National Auctioneers Week oty

April 30 - May 5 The activities list employs an easy but comprehensive
promotional approach that involves press releases, video,
social media, and encouraging NAA members to take part
in advocacy efforts locally, regionally and nationally. (In

By NAA Staff

12 MARCH 2018 Auctioneer www.auctioneers.org
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The goal in 2018 during National Auctioners Week
is for NAA members to make each day's message
speak to the general public while discussing all that
goes into being an #NAAPro.

preparation for the week, members can get ready early by visiting

with their elected officials now and securing videos and images
that can be shared during National Auctioneers Week.)

The week, which will feature a daily encouragement and
reminder email from NAA leaders, will look like this:

"Logo Monday" - Post the NAA Logo as your social media
profile pic. Write a post about how excited you are that it is
National Auctioneers Week. Tag it with #AuctionsWork and
#NAAPro!

"Teach ‘em Tuesday" - Highlight your commitment to
continuing education as an NAA member and how your
commitment puts the “Pro” in #NAAPro! Also, if it applies to
you, take this opportunity to explain your designations. Tell
people what those letters behind your name mean!

"Walk The Talk Wednesday" — As an auction professional, you
are an advocate for your community in many ways. Posting
photos of you and your elected officials is always important, but
this year, you also can clearly explain your community advocacy
efforts and value through an NAA-supplied social media post!

"Banner Success Thursday" - Show your clients love! Post
photos and videos of your clients holding your "Success with
our #NAAPro!" sign. Social media post: #AuctionsWork when
facilitated by an #NAAPro!

"Philanthropy Friday" - Nearly every auction professional is
involved in his or her community’s philanthropic activities in
some way, and an NAA member’s time, effort, and fundraising
abilities are often sought after. Now, you can highlight your
involvement and bring awareness to the groups you help
throughout the year! Tag them in a post and tell your stories of
how #AuctionsWork for so many great causes.

"Celebration Saturday" - It's National Auctioneers Day! Let's
honor your clients and customers by sharing a heartfelt message
to them on your page. NAA will supply you with an example!
And, cap off your post with a call to action or invitation to

an upcoming auction, to do business, or to tour your auction
company. Open those doors!

For more information or questions, email communications@
auctioneers.org. <

Download schedules, banners, logos,
and get more information through the

National Auctioneers Week Toolkit! Visit:
http://www.auctioneers.org/national-
auctioneers-week-toolkit.

www.auctioneers.org — Auctioneer MARCH 2018 13
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NAA Director of Education Aaron Ensminger, CAE, (left) and Director of Communications Curtis
Kitchen, CAE, (right) earned their credential in December.

N AA St ff i r ASHINGTON, D.C. (Feb. 12, 2018) -
a pa ASAE has announced that Curtis Kitchen,
R National Auctioneers Association Director
e a r n s ce rt I fl e d of Communications, and Aaron Ensminger,

NAA Director of Education, have earned the Certified

- - Association Executive (CAE®) designation.
Assoc I a t I o n The CAE is the highest professional credential in the
E t = association industry.
xe c u Ive To be designated as a Certified Association Executive, an
- applicant must have a minimum of three years’ experience,
c re d e n t I a I complete a minimum of 100 hours of specialized

professional development, pass a stringent examination
in association management, and pledge to uphold a code

NAA Di rectors Aaron ofethics. To maintain the certification, individuals must

undertake ongoing professional development and activities

Ensmin er an d Curt IS inassociation and nonprofit management.
g
Kitc h en o bta In t h € More than 4,200 association professionals currently hold
. . . ’ the CAE credential. The CAE Program is accredited by the
association in d ust ry's National Commission for Certifying Agencies (NCCA).
h Ig h eSt p rOfeSS Iona I ASAE is a membership organization of 39,000 association
credential. executives and industry partners representing 9,300

organizations. Its members manage leading trade
associations, individual membership societies and voluntary

organizations across the United States and in nearly 50
countries around the world.

With support of the ASAE Foundation, a separate nonprofit
entity, ASAE is the premier source of learning, knowledge
and future-oriented research for the association and
nonprofit profession, and provides resources, education,
ideas, and advocacy to enhance the power and performance
of the association and nonprofit community. %
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Maximize ROI through online

best practices

Three keys can help you toward a winning online auction.

By Emma Dougherty, NAA Content Developer

inning online is about drive. Demanding quality,

using the right price, informing everyone, and using

the appropriate vehicles to success are three ways you
can ensure this.

“The internet buyer has changed over the years. Eight years

ago, when I started in this, you could throw one picture up and
people would be more than comfortable to buy something;” says
Craig Taylor, International Operations Manager for Proxibid.
“But today, it is just a different animal”

This progression of the online buyer is vital to tuning attention
to their growing needs.

When it comes to demanding quality, the three most important
aspects to focus on are high-quality photos of the product,
detailed descriptions, and search-friendly data.
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First, it is essential to take more than one photo when possible.
Highlight the features of the item and make sure you are
choosing the best photos to showcase what you are selling. Image
is everything, so make sure the camera is in focus and think
about the positioning. Don’t take pictures so close that the buyer
can't see everything you are selling, but also don’t take them too
far away where surroundings become a distraction.

Next, detailed descriptions are fundamental. Online buyers

do their research, and they find detailed descriptions valuable.
Provide the basics such as make, model and year, and then
expand on the highlights. Offer professional input or put a quote
from the consigner to make it personal. Using manufacture specs
and promotional materials can elicit trust in the buyer.

Then, make sure that everything you post online is search
friendly. Use keywords and be concise in your descriptions. This
will help search engines locate your item and populate buyer-
initiated searches.
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Make sure to list your product for an appropriate price.
Overpricing and including an abundance of small fees will easily
put off online buyers.

Online buyers compare prices significantly more than live
auction buyers, so research the reserves and make sure your
pricing is reasonable. If you are putting a reserve that mirrors
retail value, make sure that buyers can’t find that easily.

“You don’t have to be the cheapest. I've never said that, and

I never will,” says Taylor. “But, be able to have value for your
service, if you charge 25 percent to sell online, be able to have the
content to back that up”

Watch for the small and hidden fees when charging for loading,
storage, and shipping. Clients become untrusting when small
fees start to stack up.

“When someone is going through a purchasing process and they
see vague or unclear shipping information, they are 24 percent
more likely to abandon the purchase,” says Taylor.

“The Internet consumes information, they love it. Make sure
that your bidders have the ability to access your auctions, know
what’s coming up next, and see what you just did,” says Taylor.
That means putting information about your company, its sales,
and its successes on your website.

In the bigger picture, tie all of your advertising together. Make
sure that it is all one message driving to the same action.

“If you have one voice going out there and all of it is saying
the same thing, people are going to pay attention,” says Taylor.
“People are more likely to follow through if they’re being told
again and again and again”

A general rule of thumb is that people need to hear something
seven times before they can repeat the message. An audience
needs to hear your message seven times before they will buy at
your auction. Make sure that your in-house marketing takes this
advice into consideration.

Different products call for different selling methods.

Live auctions are great, but sometimes for a lower-price estate
or something small, it’s not the best option. Think about
selling online as a time-saving option. In a lot of cases, it is low
overhead and high turnover.

Plus, online buyers are a different kind of buyer. They are used to
just clicking “purchase,” so they get sucked into the high energy
of auctions.

Focus on these central ideas when preparing online auctions,
and you will be helping your client reach their desired goals. The
internet is no longer about slapping one picture on a website;
there is a whole campaign behind selling these items to online
buyers.

Focus on demanding quality, appropriate pricing, avidly
informing the audience, and using the right vehicles, and you're
on your way to a winning online auction. <
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CONGRATULATIONS!

NAA Designations earned:

NN

A A R E A M M Auction Marketing Management
Tammy Miller, Leland Little, CAI | Eb en f‘fif

CAI, BAS, CES ]Oe Waddell . AUCTIOMEEN SFECI&ALIMT
Russell Harmeyer, CAI o

CAS { /A
BAS Mitch Jordan

Ann Whitaker Perry Walden

CONTERCT AUCTION SPECIALEST

o

certified estate specialist

GPPA

Graduate Personal Property Appraiser

EARN YOUR DESIGNATION!

Check out the Education Calendar for upcoming NAA

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

MASTER PERSONAL PROPERTY APPRAISER

USPAP

Uniform Standards of Professional Appraisal Practice
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NATIONAL AUCTIHONEERS ASSOCI|IATION

EDUCATION CALENDAR

Personal and Commercial Assets Summit
Raleigh, North Carolina + Hilton Garden Inn = April 9-10, 2018

Certified Auctioneers Institute (CAl)
Bloomingion, IN - March 18-22, 2018

Contract Auctioneer Specialist (CAS)
Chicago, IL = May 2-3, 2018

Benefit Auction Summit
August 26-28, 2018

Women in the Auction Industry Designation Academy
Las Vegas, NV
NMovember 12-13, 2018 o ber 2:8-2018

CONFERENCE & SHOW EDUCATION SCHEDULE

AARE = July 1517  AMM = July 13-17 BAS = July 13-17  Internet Auction Methods - July 17

USPAP (15-Hour) = July 16-17  USPAP (7-Hour) = July 21
Interpersonal Communications for Auction Professionals = July 18-17  Train the Trainer = July 17

CAS = July 17-18 CES = July 15-17

Conference & Show: Jacksonville, FL « July 17-21, 2018

WL AUCTIONEET 5.0r i]
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First-ever Personal and Commercial Assets Summit
to feature Future of Online Auctions panel; session
on selling across state lines

l ﬂ RE=LIEA

A host of NAA and other experts will lead the information-
packed, two-day event in Raleigh, April 9-10.

By NAA Staff

non-real property of any kind, the first-ever NAA Personal
and Commercial Assets Summit will be in Raleigh,
North Carolina, April 9-10. Stuffed full of specifically targeted
topics, the summit also embodies NAA’s support for its growing
Communities of Practice (see sidebar).

F ocused on and built for the auction professional who sells

“Aside from some of the great sessions we've got (and, we've
got a lot of them), were really excited about what this summit
represents: a full-on commitment to the Communities of
Practice;” said NAA Director of Education Aaron Ensminger,
CAE. “When this initiative was introduced, we committed

to holding events for each community and this is the first
standalone event we've been able to hold for Personal and
Commercial Assets.

MARCH 2018
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“It's my hope that everyone who sells non-real property will find
something of interest here to help their business.”

Among the various topics, Kurt Aumann, CAI, ATS, CES,

will speak on managing the growth of your business, while
conducting a panel on the same topic. Also, The Future of Online
Auctions Panel - with Chris Rasmus, CAI, Matt Hurley, CAI,
AARE, and Sherm Hostetter, CAI, AARE, BAS, CES, GPPA -
will talk about how more personal property is being sold online,
how it changes almost daily, and what the future of online
auctions may look like.

Elsewhere, there is an abundance of auction alternatives in
personal property sales such as tag sales and donor management
providers. NAA member Kenny Lindsay will go over the pros
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Chris Rasmus (left image, standing) and Sherm
Hostetter (above) will discuss personal property's
online expansion as part of a "The Future of Online
Auctions” panel.

and cons of bringing competitors into your loop versus
staying away.

Another feature of this event will be discussion on multistate
sale tax and escrow with Rhessa Hanson, CAIL Hanson

will review how selling across state lines, either online or
otherwise, is lucrative but can also bring danger along with its
legalities.

Other topics: Lotting and sale order with Tim Pfister of Hilco;
Transitioning from one asset class to another; and Closing
Deals, with Kelly Strauss, CAI

The information-packed event will be held at the Hilton
Garden Inn in Raleigh, North Carolina. The cost for an NAA
member to attend is $490 before March 9 and $590 after that
date. For non-members, the cost is $790 before March 9 and
increases to $890 after. <

To register for the 2018 NAA PCA Summit,
visit auctioneers.org calendar and select

the event. There is also link to reserve a
hotel room at the bottom of that page.

How to choose your NAA
Community of Practice!

n order to plug in fully and reap the benefits

of hyper-targeted content and events, NAA

members should choose the Community of
Practice (or more than one!) that best applies to
them. (What's an NAA Community of Practice?
See below.)

To select the Community or Communities that fit
your need, do the following:

1) At auctioneers.org, go to “Member Area”
and then select the “"Member Profile” linkthe
member profile link in memlber area.

2) Loginif you are prompted. Otherwise, select
the “COP/Specialities” tab.

3) Under that tab, select the Community or
Communities of Practice that you want.

4) Once the box (or boxes) is checked, hit save at
the bottom left, and you're done!

4) For questions or more information, you can call
913-841-8084 or email support@auctioneers.
org to communicate with NAA Staff. Let them
know which Community or Communties you
would like to join, and they can assist youl!

NAA Communities of Practice

In 2017, NAA unveiled its five pillar Communities of
Practice: Benefit Auctioneer (BA); Contract (CO);
Marketing and Management (MM); Personal and
Commercial Assets (PCA); and Real Estate (RE).

Each community has specific, targeted education
and a designation program focused within them.
All now have content tagged and provided
specifically for them as well. Each sector also has,
on a rotational basis, a dedicated summit or event
such as the upcoming PCA Summit.

“It is NAA’s opportunity to help you get the
information you most need for your business to be
successful,” NAA CEO Hannes Combest, CAE, said
when the Communities were announced.

Take advantage of the information and event
opportunities that matter to your business most.
Make sure to log in and choose your Community of
Practice today!

www.auctioneers.org — Auctioneer MARCH 2018
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Kurt Bachman
Attorney and licensed
Auctioneer from
LaGrange, Ind.

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

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

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

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

not be deemed secure
or confidential. Please
visit one of our offices
to ensure complete
confidentiality.
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Why is South Dakota v.
Wayfair important to the
auction industry?

The Supreme Court case deals with who has
the authority to regulate interstate commerce

in the U.S.

Question: What is the South Dakota v. Wayfair, Inc. case? How will
this case potentially affect members of the NAA?

Answer: South Dakota v. Wayfair, Inc. is a case currently pending before the
United States Supreme Court. It relates to the nature of sales tax for purchases

made over the internet.

This case could affect Auctioneers who sell
goods on the internet as well as traditional live
Auctioneers who broadcast their auction over
the internet. South Dakota requests the Supreme
Court to abrogate its 1992 decision of Quill
Corp. v. North Dakota, which decided that under
the “dormant commerce clause” states may not
collect sales tax from businesses conducting sales
online unless those businesses have a physical
presence within their state or there is legislation
from the United States Congress authorizing the
states to collect taxes from others out-of-state.

A. What is this case about? South Dakota and
several states adopted legislation to challenge
the Quill decision. The legislation sought to
allow these states to collect sales tax from
out-of-state vendors in limited circumstances.
The specific legislation required vendors who
had sales of over $100,000 or more than 200
different transactions with residents of the

www.auctioneers.org

state to collect taxes. The Supreme Court
agreed to hear the case on January 12, 2018
and oral argument is scheduled for April. A
decision is expected by the end of the Court’s
term in June.

The case deals with who has the authority to
regulate interstate commerce in the United
States? The “dormant commerce clause”
refers to a constitutional principle that is
inferred from the Commerce Clause. The
Commerce Clause in Article 1, Section 8

of the Constitution of the United States
gives express authority to the United States
Congress “to regulate commerce with
foreign nations, and among the several
states, and with the Indian tribes” The
dormant commerce clause is the concept
that exclusive power to regulate interstate
commerce is granted to the United States
Congress through commerce clause, therefore
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the states do not have such authority. It prevents states from
having trade wars and passing legislation that improperly
discriminates against interstate commerce. For example,
could Ohio charge a higher tax on goods from other states in
order to encourage people to purchase goods from Ohio? The
dormant commerce clause limits the power individual states
to legislate on such matters. The dormant commerce clause is
not an express clause in the U.S. Constitution. It is, rather, a
doctrine developed by the U.S. Supreme Court.

. What are some of the arguments related to this issue? The
battle lines have been drawn, in part, based on big businesses
versus small businesses. South Dakota argues: “Today,
advances in computing have made it easy for retailers to
collect different States’ sales taxes. Implementing such
technology poses a minimal obstacle for companies, like
respondents here, that can instantly tailor their marketing
and overnight delivery of hundreds of thousands of products
to individual customers based on their IP addresses; these
companies can surely calculate sales tax from a zip code.

In fact, the record here shows that sales-tax collection is
now uncomplicated for large-scale internet retailers ... and
that asking today’s companies to undertake it when they do
substantial business with a State’s citizens imposes no undue
burden on interstate commerce.”

Wayfair, Inc. responds, in part, South Dakota “argues that
software developments make tax collection easier for remote
sellers. The truth is that sales tax collection has become
more complex as the number of tax jurisdictions has more
than doubled since 1992. Moreover, the integration of tax
collection software is extraordinarily expensive. ... If Quill
is overruled, the burdens will fall primarily on small and
medium-size companies whose access to a national market
will be stifled. Congress can address this issue in a balanced
and comprehensive manner through legislation.” In addition,
Wayftair points out “[t]he system of state and local sales
taxes in the United States is highly complex. There are 45
states, plus the District of Columbia, that have a sales tax,
and thousands of local taxing jurisdictions. This dizzying
array of jurisdictions results in thousands of different tax
rates, taxable and exempt products and services, exempt
purchasers, shipping tax treatment, specialized tax rule
(such as sales tax “holidays” and “thresholds” for different
products), statutory definitions, registration and reporting
regimes, record keeping requirements, and filing systems.

In addition to compliance burdens, companies are exposed
to potential audit by every state and locality with a self-
administered sale or use tax. Remote sellers are only shielded
from such inordinate burdens by Quill”

C. How will this case affect NAA members? That is uncertain
right now. The Court could decide not to address the main
issue. There are questions about whether the case is ripe and
whether it is appropriate to decide the issue. The Court then
has the option of following the Quill decision or changing
direction. If the Court decides not to uphold the Quill
case, it will have to give everyone some new standards or
parameters. While the legislation as drafted primarily affects
larger companies, the Court’s decision could open the door
to taxation of all sales over the internet. If the Court agrees
with South Dakota and allows states to require remote sellers
to collect sales tax, states could potentially adopt legislation
requiring all remote sellers to collect sales tax.

D. Who will this case affect? This decision is likely to have an
impact on a significant percentage of the NAA members. It
will have an impact on members who sell goods exclusively
on the internet. But, it will also have an impact on members
who have live auctions that are simultaneously broadcast over
the internet. It will also have an impact on those members
who occasionally sell goods via the internet. Depending on
the decision rendered, this case may also have an impact on
everyone who purchases goods via the internet.

The NAA is getting involved in the case to make sure its voice is
heard. The NAA plans to file an amicus brief (friend of the court
brief) with the United States Supreme Court. An amicus brief is
a legal document filed in appellate court cases by non-litigants
with a strong interest in the subject matter. The purpose of the
brief is to advise the court of relevant, additional information or
arguments that the Supreme Court might wish to consider. In
this case, the NAA wants to advise the Supreme Court of how
abrogating Quill will affect its members.

Stay tuned. <

To Be The Best . ..

. « « Learn From the Best.

Launch Your Auction Career Today!
« Interaction with over 30 instructors per session ¢ :

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

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

(260) 927-1234 * ReppertSchool.com
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The DO’s

and Don’ts «
of Public 77
Speaking

Three steps can ’
help you feel A
prepared and calm,
which are key to
effective public
speaking.

)

By Emma Dougherty,
NAA Content Developer

microphone when it comes time to call bids, and maybe

even entertain. But, how about when you are simply asked
to speak? Do you find yourself in a blind panic before a speaking
in front of an audience?

E ; ure, auction professionals are comfortable behind a

You’re not the only one.

Here are a few tips to ensure a smooth and successful
presentation experience.

“When you're in a comfortable environment, you're going to be
more confident in your presentation,” says NAA member Bill
Menish, CAI, AARE, BAS. To become more prepared and calm,
there are three basic steps you can follow: Show up prepared;
rehearse your materials; and, find some peace and quiet before
you come out on stage.

“Call it a moment of meditation before you get out there,” says
Menish, a 15-time Emmy Award winning broadcast journalist
turned Auctioneer. “I do the stretches. I do the vocal exercise.
But, one of the best things to do right before you walk out on
that stage is bring all that energy in so that when you get on stage
you can hit them with it”

The audience members’ energy and engagement mirrors yours
from the stage, so it is important to keep up the liveliness
throughout, even if “throughout” isn't all that long.

Auctioneer www.auctioneers.org

The average attention span of an adult is about 20 minutes, so

it becomes imperative to lead the audience in energy and keep
things efficiently paced. It is more effective to get the audience
excited and leave them asking questions and wanting more than
it is to drag a presentation out longer than their attention span.

So, how do you do that?
Get their attention

Pacing and eye contact are magnets for catching the audience’s
attention. Menish recommends getting rid of the script and
memorizing the key points so that you can exert all your focus
on the audience.

Sometimes, engaging the audience’s attention can be an even
bigger challenge for natural introverts, but that doesn’t make
it impossible. A few of the following tips can help you focus
throughout your presentation and keep audiences engaged:
Accentuate the positives

Know that the audience wants you to succeed

Focus on the things you are good at

Don't try to be something you are not

Know that your audience wants to listen to you

Give them a reason to listen

Let others do the talking, you don’t have to carry the whole
load
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More than stage presence

There is more to a great presentation than just stage presence.
What you are actually talking about is also a crucial part. When it
comes time to write your speech, remember that great writing is
rewriting.

“Rewriting is crucial. You'll get through that first [draft] nice and
quick. Then, go back and make it better. And then, go back and
make it better, and then go back and make it better again. That’s
how you get a great presentation that wows people,” says Menish.

None of that includes just stating facts and figures. Tell a story
that relates to what you are presenting. This will keep audiences
intrigued by what you are saying.

Breaking down the do’s and don’ts of public speaking can help
Auctioneers hone in on their strengths and what to focus on when
speaking to an audience.

Actual words aside, your first impression is the most valuable
mark you can make on a presentation. Take all things into
consideration such as clothing, voice, passion and confidence.

“Don't be fake but be strong” in your voice, Menish says. “Own
your story, [because] we all suck at being insincere.”

Learning how to become a better public speaker also improves
general communication skills. It creates better one-on-

one speaking abilities as well and increasing confidence in
conversation. These skills can be extremely valuable in many
aspects of your professional career, and mastering these will
increase your ability to not only speak publicly, but communicate
in general with ease. <

This article was an excerpt from a
presentation given at the 2016 NAA
International Auctioneers Conference and
Show. Want even more tips regarding

this topic? NAA members can access the
full audio of this presentation and many
others in the NAA Knowledge Center at
auctioneers.org/knowledgecenter.

~¢@s, CUS business sysl_ems

DO’S of Public Speaking

The middle should be full of good takeaways
Tie it all up with a bookend

v/ Have fun

v’ Make it fun for your audience

v/ Gauge your audience’s attention and interest
and adapt accordingly

v’ Have great visuals

v’ Make sure to have a beginning, middle, and
end

v’ Make the beginning great and attention
grabbing

v

v

DON’TS of Public Speaking

Make the process miserable

Say uh, um, etc.

Be boring

Talk over your crowd, make eye contact
Make it all about you

Although it is easier said than done, don’t be
nervous

Miss an opportunity to speak to a crowd

X X X X X X

x

R T

'i'ﬁe Auction Industry
Software Authority
For 30 Years

info@cus.com * 95476306545

Time to be Social.
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Custom Creation
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Data Proven Results
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SATELLITE PROLINK, INC.

WWW.SATELLITEPROLINK.com 800-510-5465

#1 Choice for Marketing Services within the Auction Industry

www.auctioneers.org — Auctioneer MARCH 2018


www.auctioneers.org
http://auctioneers.org/knowledgecenter
http://satelliteprolink.com
mailto:info%40cus.com?subject=March%202018%20Auctioneer

NETWORKING

Alabama

Christie King, CAI
AMM, BAS

Gadsden

(256) 467-6414
cking@ckingbenefits.com

Alaska, Hawaii

John Genovese, I1I, AMM, BAS
Kapaa, Hawaii

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

Arizona

Bobby D. Ehlert, CAI,
AMM, BAS

Phoenix

(480) 212-6916
bobby@calltoauction.com

Arkansas

Brad W. Wooley, CAI, AMM
North Little Rock

(501) 940-3979
bradwooley@bidwooley.com

California,
Nevada

Christopher Vaughan,

AARE, AMM

Escondido, Calif.

(858) 382-6030

National AuctionTeam@gmail.
com

Colorado, Utah,
New Mexico

Bryce Alan Elemond, BAS
Aurora, Colo.

(720) 229-5832
affordableauctioneering@
gmail.com
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Connecticut

Sara Adams, AMM, GPPA
Norwich

(860) 884-8930
sara@adams.bid

Delaware,

New Hampshire,
Vermont

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

(603) 770-5180
chambersauctions@gmail.com

Florida

Robert Patrick Almodovar,
AMM, GPPA

Hollywood

(954) 821-8905
robert@stamplerauctions.com

Georgia

Patty Brown, GPPA
Fayetteville

(678) 815-5687
patty@redbellyrooster.com

Idaho

Rodney Elson, CAI, GPPA
New Plymouth

(208) 278-1772
rod@rodelson.com

Illinois

Jodi K. Reynolds, CAI
Nokomis

(217) 563-2523
jodi@aumannauctions.com

Indiana

Russell Harmeyer, CAI
Richmond

(765) 561-1671
rdharmeyer@netzero.net

lowa

Ryan R. Reed, CAI

Ottumwa

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

www.auctioneers.org
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Kansas

Daniel Gutierrez

Wichita

(620) 937-1488
danielg@mccurdyauction.com

Kentucky

Matt Ford, CAI, AMM
Somerset

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

Maine

Ruth L. Lind, CAI BAS, GPPA
Stockton Springs

(207) 751-1430
moxielady@me.com

Maryland

Lynne Zink, CAI BAS, CES
Joppa

(410) 852-6925
lynne@lynnezink.com

Massachusetts
Nichole Pirro

Lunenburg

(508) 331-6254
pirroauctionservices@gmail.
com

Michigan

Sheila Howe

East Lansing

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

Minnesota

Isaac Michael Schultz

Upsala

(320) 232-0855
isaac@schultzauctioneers.com

Mississippi,
Louisiana
Courtney Jo Weaver
Forest, Miss.

(601) 469-2705
courtney@
cwauctionsandrealty.com

Missouri

Jeftery S Pittman, CAI
Rosendale

(816) 262-8753
pittmanauctions@live.com

Montana

James E. Logan, CAI,
CES, GPPA

Clyde Park

(406) 686-4728
loganauction@yahoo.com

Chris Logan, CAI, CES
Clyde Park

(406) 686-4728
loganauction@yahoo.com

Nebraska

Courtney A. Nitz-Mensik, CAI
Fremont

(402) 727-8800
courtney@nitzauctions.com

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

(908) 735-9191
rdann@maxspann.com

New York

Jennifer A. Mensler, CAI, ATS
Pleasant Valley

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

North Carolina,
South Carolina

T. Randolph Ligon, CAI,

BAS, CES

Rock Hill, S.C.

(803) 323-8146
randyligon@theligoncompany.
com

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

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

Susan L. Johnson, CAI,
BAS, CES

Guilford, Ind.

(513) 403-6734
bidcaller@etczone.com

Laura M. Mantle, CAI, CAS
Gahanna

(614) 332-7335
laura@lmauctioneer.com

Oklahoma
Morgan E. Hopson, CAI
Oklahoma City

(903) 271-9933

mhopson@bufordresources.

com

Pennsylvania

Mike Keller, CAI

Manheim

(717) 898-2836
mike@kellerauctioneers.com

Tennessee

Jeremy Robinson, CAI
Lafayette

(615) 633-8071
jeremy@SoldByRobinson.com

Texas

Jacquelyn Lemons-
Shillingburg, CAI, AMM
Tomball

(281) 357-4977
jackie@lemonsauctioneers.com

Phillip L. Pierceall, CAI, BAS
Plano

(972) 800-6524
ppierceall@gmail.com

Virginia

Anne Nouri, AARE,

BAS, GPPA

McLean

(703) 889-8949
anneauctioneer@gmail.com

Washington,
Oregon

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

(509) 297-9292
camille@bookerauction.com

West Virginia
Andrew Yoder, Jr., CAI
Bridgeport

(304) 931-1185
jryoderauctioneer@yahoo.com

Wisconsin

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

Green Bay

(920) 468-1113
damien@massartauctioneers.
com

Wyoming

Harold Musser, CAI, AMM
Cody

(307) 587-2131
Harold@mbauction.com

Ambassador Spotlight

John John Genovese

NAA Ambassadors often put a ton
of time and effort into promoting
NAA through regular outreach and
relationship building. Here’s a great
example, according to Hawaii NAA
Ambassador John John Genovese,
AMM, BAS, who seized opportunity
with NAA member Dan Newman
when he knocked...er...called!

“So, it was the coolest thing,”
Genovese said. “The night that
Dan signed up with the NAA,

Dan Newman

he was on vacation with his family on Kaua’i! He was looking through the website
and Auctioneer magazine in the condo they were staying, and he found the list of

ambassadors.

“He saw my name, saw my address, and called right away at 8:30 at night. We
talked for a while, and | got to go to lunch with him, his wife, two handsome young
boys, and his father-in-law. Dan is really cool, and it appears he will be joining us in
Jacksonville and taking BAS.”
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NETWORKING

The 2018 NAA Marketing Competition,
Presented in Partnership with USA Today,
now accepting entries

The contest’s top winners will receive their awards on stage at
the 2018 NAA Conference and Show. Entries will be accepted
until April 19.

USA Today representative Toussaint Hutchinson (right)
presents Casey Roberson (center) and Lonny McCurdy,
AARE, with the "Auction Marketing Campaign of the Year”
award on stage during the 2017 Conference and Show in
Columbus, Ohio.

National Auctioneers Association Marketing Competition,
presented in partnership with USA Today, is now open for
entries.

OVERLAND PARK, Kan. (March 1, 2018) — The 2018

The highly competitive contest, which featured more than 850

total entries and winners from 22 states in 2017, will uncover and
celebrate the best marketing pieces from NAA members over the
past 12 months. The very best, as selected by a panel of judges, will
earn “Best in Show” honors for Print, Digital and Photography. One
will win the coveted “Auction Marketing Campaign of the Year”
award.

Last year, the “Auction Marketing Campaign of the Year” was
awarded to Lonny McCurdy, AARE, of McCurdy Auction Co., in
Wichita, Kansas, for his company’s campaign to sell current CIA
Director Mike Pompeo’s Kansas residence.

Rich Penn, of Rich Penn Auctions, in Waterloo, Iowa, won “Best
in Show — Advertising & PR - Print” for the “Iowa Gas Auction”
catalog. Chad Rofters, of Concierge Auctions, LLC, in New York,
New York, received “Best in Show — Advertising & PR - Digital/
Social” for the “Instant Gavel App” promotional video. Nic Smock,
CAL GPPA, of Don Smock Auction Co., Inc., in Pendleton,
Indiana, took “Best in Show — Photography”, for the entry titled
“Follow Along”
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NETWORKING

All award recipients in the 2018 contest will be formally

recognized during the NAA Marketing Competition Awards

Reception in Jacksonville, Florida, during the 69th International

Auctioneers Conference and Show, July 17-21. All sub-category -
winners and second-place finishers will be presented with their L R
awards at that time.

Opverall, the annual NAA Marketing Competition, presented in

partnership with USA TODAY, continues its rise as the premier

contest for NAA members to showcase their marketing efforts.

The competition features 56 sub-categories in seven categories

across three divisions. Categories included but weren’t limited

to: Postcards, Brochures & Catalogs; Newspaper/Magazine Print

Advertising; Public Relations & Marketing; and Digital & Social %
Media.

The task of determining winners is given to a panel of marketing
and advertising professionals outside of the auction industry

who represent backgrounds in branding, promotion, media,
public relations and graphic design. Judging criteria included
considerations such as creativity, message, ad effectiveness, clarity
and visual appeal.

Nic Smock, CAIl, GPPA, (right) won the "Best in Show -
Photography” award in the 2017 NAA Marketing Competition

For more information or ions, email communication . ..
o @i LI O eSO, G 6 e OIS Presented in Partnership with USA Today.

auctioneers.org. <%

TRAVELER QUEST

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

= 150 Watt Amplifier CROWD
= Rechargeable COVERAGE
* Bullt-in MP3 Player 500+

® Built-in Handle

® Runs up o 244 Hours

Handheld or Headset
Mic System only

$299.99

FAMILY OWMNED
SINCE 1977

B00-369-TT6E

GalaxyAusdic. com
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NEWS

NAA CAS course to be held
ahead of World Auto Auctioneers

Championship

In just three days’ time, attendees can both attend an NAA
desighation course and also compete in a major competition

By Nancy Hull Rigdon, contributor

he CAS (Contract Auction Specialist) course enters its
I second year as an NAA designation in May - and it’s
strategically timed right before the World Automobile
Auctioneers Championship.

CAS takes place in Chicago on the Wednesday and Thursday
ahead of this year’s WAAC, May 2-3.

“We've made a real commitment to the contract auctioneering
community, and the World Automobile Auctioneers
Championship is one of the places where we can reach some
of the most influential members of this community,” says NAA
Director of Education Aaron Ensminger, CAE.

This year’s course is taught by two International Auctioneer
Champions: Peter Gehres, 2015 IAC Men's Division Champion,
and Dustin Rogers, 2017 IAC Men’s Division Champion.

The two-day lineup aims to take Auctioneers from successful
bidcallers to successful auction business owners, showing
them: 1) how to turn contract skills into a sustainable, thriving
business; and, 2) ensure Auctioneers protect their skills and
assets in the industry.

“Contract Auctioneers often rely on themselves and their own
skills to build and shape a business. However, there's a lot more
to it than that. There's planning, strategy, insurance and learning
to take this thing you can do well to another level so it can be a
business beyond you,” Ensminger says.

Rogers expands on that point and says the course he’s helping
teach is built to assist class attendees so that they can develop
their brand.

“While the course is primarily built for the Auctioneer that gets
paid to sell for someone else, it does offer something for every
business owner that has an auction business,” says Rogers, CAI,
CAS. “It goes far beyond helping Auctioneers increase contract
work or get into contract work.”

The lineup includes instruction and collaboration on how

to treat what contract Auctioneers do as a business, and the
session topics that apply to those throughout the auction
industry include marketing, sales, professionalism, and money
management, including tax and insurance implications.

“This course is part of an effort to raise the bar for every
Auctioneer making a living behind the mic,” Rogers says. “There
is no question that that there’s still a strong demand for people to
bid and participate in live auctions, and we’re doing all we can to
ensure Auctioneers are best prepared to continue to thrive with
live auctions well into the future”

Rogers is looking forward to the two days of fast-paced learning.

“I'm excited - I know I'll take something away from it,” he says.
“Everybody stops and takes time to share experiences and realize
that what’s working for one person may work for someone else.

“The interaction among attendees outside of the agenda can
bring so much value” <

HOW TO EARN YOUR CAS:

The requirements to register for CAS are standard: Pass the
prerequisite exam or hold another NAA designation. After
that, here’s what you could expect as you work toward your
CAS:

Register for the CAS class.

Before the class starts, attendees will receive a link to the
designation course and exam.

Attendees must pass the exam before the class begins.
Attend both days of the designation class.

After the class, to obtain the designation, candidates
must submit four evaluations from a contract auction.
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auctioneers, or vice versa?

Can realtors and brokers have a symbiotic relationship with

It is not a question some Auctioneers will consider, nor would
a realtor. However, given the changing landscape in today’s real
estate market, it is a partnership that has to be taken seriously
now more than ever.

Jason Winter, CAI, AARE, AMM, CES, has a unique position
on the matter as he graduated from World Wide College of
Auctioneering in 1993 and completed his pre-licensing real
estate sales education in 1996.

“Relations with realtors have been good and not so good,” said
Winter, who has been the owner/Auctioneer of West Central
Auction Company in Harrisonville, Missouri, since 1993 and a
real estate broker since 2006. “Realtors have a different mindset
... first and foremost, realtors are realtors and Auctioneers are
Auctioneers.”

The divide is quite apparent with some real estate professionals
whom Winter said will only use auction professionals as their
last resort. However, other realtors will jump on a chance to
work with Auctioneers to push a sale with which they need
assistance.

Auctioneer www.auctioneers.org

Climbing real
estate’s Mt. Ego

Auction professionals and
realtors both bring ego to
the table. Move past that by

tactfully showing auction is
the best method of sale.

By James Myers, contributor

Jason Winter says auction professionals have to be careful
not to step on the passion that realtors bring'with them:

“We all have kind of an ego,” Winter said of Auctioneers, realtors
and brokers. “We're salespeople, and we're excited about our sale.
When we book a contract, it gives you a kind of euphoria”

Winter said that ego is the biggest challenge Auctioneers and
realtors face in working together.

“We might think the broker is a bad guy because they don’t want
to give us any business,” Winter said. “They’ve got the same
feeling in their gut and their heart that we do when they list that
house. Why would they want to give that up, right?”

Auctioneers, Winter said, have to be careful not to step on that
passion as they approach realtors about collaborating. However,
the only way to “cross that bridge” is by educating realtors and
brokers, establish a relationship with them, and convey, tactfully,
information about the auction process, because in some cases, it’s
the best method.

Winter said during the Great Recession he read in a real estate
association publication something to the effect that “the auction
way is going to be the way to go” for selling real estate. However,
despite the fact that he would like to see more realtors working
with Auctioneers, not every property is going to be a good match
for the auction method.

“Not every seller can sell at auction,” he said.
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Finding allies

Realtors can be a big asset for Auctioneers, Winter said, because
they have “file cabinets” full of properties, and information about
past and current buyers and sellers. The task is to establish a
relationship with these realtors and let them know Auctioneers
aren't “monsters [or] huge evil people” who are going to take
their business away.

“A zero-percent commission is how much money?” Winter asked
rhetorically about situations where a realtor could still make

a commission by turning over a listing to an Auctioneer. “We
have similar goals out there. If we list an auction property, what's
our goal? Sell it/close it ... we have to come alongside our fellow
realtors and work with them and hope they work with us”

One of the barriers to the auction process is that realtors and
brokers work around an MLS listing price. The topic of reserve
prices came up during Winter’s presentation with one participant
asking if a reserve should ever be revealed.

Winter said revealing the reserve can be a problem. A buyer,
he said, might think the reserve is too high and not show up,

E FEATURE

missing out on a chance to make the purchase should the seller
agree to let it go for less than the reserve. Conversely, the buyer
might think the reserve is too low and believe there is something
wrong with the property.

“The challenge for the auction industry is that it's price based,” he
said of MLS listings, which is the norm for real estate agents. He
also said that a potential buyer who asks “what will you take for
that piece of real estate,” should be met with an answer of, “all I
can get”

“Don’t say any price,” Winter recommended when questioned
about reserves.%*

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

topic? NAA members can access the full
audio of this presentation and many others
at auctioneers.org/knowledgecenter.

auctioneer.naaa.come—w

Sign up‘.

Everyone is
Responsible
for Safety
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of stamps. The family members you are working with

You are preparing for an estate sale and find an old album
think the stamps could be worth something.

What should you do?

Steve Schofield, of Centennial Auctions in New Hampshire,
offers a few tips and suggestions for navigating a stamp sale.

“There is nothing easy in this profession, and there are curves
that will be thrown at you every day;” said Schofield, CAL BAS,
who has extensive experience in stamp and coin sales. “You
never know what you're going to find or what you're going to

»

see.

First, an Auctioneer must determine what he or she has in a
given piece. If they do not know, seeking the expertise of a
fellow professional is key. Conducting an auction the auction

professional does not understand is not fair to the customer,
Schofield said.

“It’s a really simple concept;” Schofield said. “If you walk in and
don’t think you’re qualified to sell this at an auction, walk away
or reach out to somebody who does these kinds of sales. Get a
partner”

Waning interest

Today, stamp-specific auctions are rare as knowledge and interest
in stamps have waned in recent years, Schofield said.

Customers who enjoy philately, the study of stamps, tend to be
members of the Greatest Generation or older Baby Boomers.
Younger people are not embarking on stamp collecting, causing
the hobby to dwindle.

Schofield said he prefers in-person sales and does not sell stamps
online.

“I want people on the floor;” he said. “We wouldn't fill our room
if we had an online sale”

At his stamp auctions, Schofield said he eventually widened
the aisles to accommodate for the large number of walkers and
wheelchairs for the aging customers.

“Stamps are absolutely a dying commodity;” Schofield said.
“There are young people in the Millennial generation who do not

even know what a lick-and-stick stamp is.”

Selling stamps as part of a larger personal property auction is
more than likely the best bet for sellers and customers.

Smells and mildew

Even then, Auctioneers must evaluate the condition of stamps.

A FEATURE

Paper absorbs smells, so if they have been in the home a smoker,
they are difficult to sell. Mildew is also common.

Some stamps have hinges, a small piece of transparent paper
coated with a mild adhesive that collectors use to mount the
stamp to the page of an album. Collectors favor stamps without
hinges, known as NH stamps.

To examine stamps, collectors and dealers will use tongs and
lighter fluid, which reveals any watermarks.

Stamp collectors are not known for deep pockets, said Schofield,
who suggests starting with a minimum opening bid of $25. They
would be willing to pay $300 for a $200 item but are afraid to bid
$2,000 for a $20,000 item.

Some buyers will ask Schofield to wait to cash a check, which
Schofield said he will do if he knows them well.

“But never, under any circumstances, accept a post-dated check
from a customer;” he said. “If something happens or they die
before the date of that check, you are out of luck”

For customers, it is important to do a proper inventory before
leaving their home, he said, but he always waits to catalog the
stamps, which can take hours.

Find an expert

If fellow Auctioneers come across some old stamps, he said, they
can call him for advice.

“Knowledge is king, plain and simple,” he said. “Be confident in
your abilities. Be sure you know what you're doing.”

Schofield recalled once finding a rare and valuable “Jenny” stamp
underneath a bed in someone’s home. Although the market is
small, he said, stamp collectors are passionate, and Auctioneers
should be prepared to find a hidden jewel.

“Stamp collecting is certainly a small niche. It's fun to find a
valuable stamp. That’s why we do it” %

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

topic? NAA members can access the full
audio of this presentation and many others
at auctioneers.org/knowledgecenter.
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rice, cost, and value all likely call to mind certain
P definitions. An appraiser’s understanding and definition of
these words is very specific and may vary from a common
definition.

An illustration: A person walks into an antique shop and finds
the perfect item only to look at the $15 price tag and suspect

the proprietor is a crazy person. The person surely will not pay
$15, but would the shop owner take $10, they wonder? This is an
illustration of price versus cost.

The asking price was $15, while the actual cost - the actual
amount of money the person has to spend to purchase the item
if the shop owner agrees to the negotiation - is $10. A price

is always negotiable. Cost is a fact; it is what a person actually
spends.

Another example is to think of a used car salesroom. The price
the dealer would like to get is emblazoned on the windshield of
each car. But you and [, and the dealer, know better. I suspect the
buyer will leave having paid a lower cost than the asking price.

Value, however, is an altogether different animal, and the
following must be stressed: value must be justified. For
appraisers, value is determined by the purpose of the valuation.
That means, yes, the value of an item can change based on what
the purpose of the valuation is.

Appraisal purpose affects value

Many factors can affect a value, and the purpose of an appraisal
assignment is the first thing an appraiser needs to understand
before beginning an appraisal. If the purpose of the appraisal is
to find a value for retail replacement, that value is likely going
to be much higher than if the purpose is for a liquidation value.
Next, in order to justify a value, the appraiser inspects the
property and considers factors affecting value. Those factors
can include but aren’t limited to condition, age, desirability,
provenance, use, etc.

Once an item’s characteristics are reviewed and understood,
then comparable sales of similar property are investigated in
the appropriate market, sales data is reviewed, anomalies are

A FEATURE

Understanding price, cost, and value

How an appraiser looks at each of those is sometimes

By Megan Mahn
Miller, MPPA

COST

' - "
. PGP

identified, and market trends are considered. All of this is

important for several reasons, including:

o As sellers and buyers, we are confronted with false or
unsubstantiated information.

o When you understand the concepts of price, cost, and value,
you bring clarity to the conversation.

« By asking the right questions, you will not only show yourself
as knowledgeable, you will also ensure that whether selling
or buying you have a transparent and intelligent conversation
about the transaction.

Consider the following statements:
“I was told this was worth $X.”

There are a few questions to ask about this statement. Who
provided the dollar figure? When did they provide it? Was the
item valued by a qualified appraiser using a specific approach to
value? If the item was desirable five years ago but did not hold its
value, then this statement is unfounded.

“I have seen this advertised for $X.”

As discussed earlier, a price is simply a figure, not a cost and
definitely not a value. The advertised price does not mean a
customer will pay it.

“I paid $X”

There are a number of reasons why a past purchase may have
lost its value. A good salesperson may have influenced the
purchase, or a desire to own something immediately at any price.
Additionally, changing tastes and technologies can make an
object obsolete.

Buyers and sellers need to give weight to each of the proceeding
statements; however, all that matters is what a person will pay at
present. Fully understanding price, cost, and value can lead to
smoother transactions, reduced disappointment, and appropriate
expectations for all parties.

Megan Mahn Miller is an NAA member, appraiser, and owner of a
consulting and appraisal business. %
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Want to be
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201 8NAA Marketing Gompetition
OFFICIAL RULES

AUCTION MARKETING CAMPAIGN OF
THE YEAR

Rules and Procedures

1. Entry Fee: All members will receive one
complimentary entry into the 2018 Marketing
Competition. Each subsequent entry must be
accompanied by a $10 entry fee. Failure to include
full payment will result in disqualification.

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

3. Submit one copy of the event materials.

4. Only auctions between 4/19/17 and 4/18/18 are
eligible.

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

6. All entries must be received at NAA Headquarters
(8880 Ballentine, Overland Park, KS 66214) no later
than 4 p.m. Central Time, on Wednesday, April 18,
2017.

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

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

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

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

PHOTOGRAPHY DIVISION

Rules and Procedures

1. Entry Fee: All members will receive one
complimentary entry into the 2018 Marketing
Competition. Each subsequent entry must be
accompanied by a $10 entry fee. Failure to include
full payment will result in disqualification.

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

3. Entries must be reflective of the auction industry
in some capacity and must have been created
between 4/19/17 and 4/18/18.
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4. All entries must be received at NAA Headquarters
(8880 Ballentine, Overland Park, KS 66214) no later
than 4 p.m. central time, on Wednesday, April 18,
2018.

5. Late entries will not be considered.

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

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

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

by judges.)

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

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

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

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

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

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

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

PRINT AND DIGITAL DIVISIONS

Rules and Procedures

1. Entry Fee: All members will receive one
complimentary entry into the 2018 Marketing
Competition. Each subsequent entry must be
accompanied by a $10 entry fee. Failure to include
full payment will result in disqualification.

2. Entries must be reflective of the auction industry
in some capacity and must have been created
between 4/19/17 and 4/18/18.

3. All entries must be received at NAA Headquarters
(8880 Ballentine, Overland Park, KS 66214) no later
than 4 p.m. central time, on Wednesday, April 18,
2018.

4. Late entries will not be considered.

www.auctioneers.org

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

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

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

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

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

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

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

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

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

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

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

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

Opens

March1, 2018
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eedless to say, much has changed over the past 50 years
with regard to how auction professionals conduct auctions.
But, that’s not to say everything has changed.

In fact, back in the March 1968 issue of Auctioneer, NAA member

Bill Podell, of Grand Rapids, Michigan, commented about the
importance of proper planning and pre-auction activity.

“Proper and complete preparation prior to sale day can make that
day the easiest one in liquidating plants,” he said.

That certainly holds true today just as much as it did then. No sale
just “happens,” as both live and online
auction professionals can tell you. There
are so many moving parts to an auction

that have to come together perfectly

to make an auction run smoothly, and
adequate (or superior) preparation is the
only way for that to happen.

Bill, who eventually became an NAA
Life Member, understood that at

the age of 36 (his age at the time of
the article), and he leveraged that
knowledge throughout his career.

He passed away in October 2016,
but his wisdom is something every

auction professional definitely can
carry forward.

jienie
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75 years of ="

Family-run Hartzell’s Auction gallery credits its longevity to
giving back, enjoying the work, and treating clients “as you
would your mother or grandmother.”

By James Myers, contributor

ot many auction companies can boast 75 years in
Nbusiness with the same family at the helm, but that’s

something Hartzell's Auction Gallery can tout, as 2018
marks that milestone for Hartzell family.

Melvin Hartzell was born and raised where his auction company
still resides today in Bangor, Pennsylvania. He got into the
auction industry part time at first, says grandson Raymond D.
Hartzell, but decide to get out of the livestock feed business and
into auctioneering full time.

Melvin’s son, Raymond M. Hartzell, also leaned into the industry
as a part timer, splitting his time between a printing job and
auctioneering before choosing to go full time in his father’s
company in 1962.

The company has conducted thousands of sales and has a
diversified knowledge of the antique auction and appraisal
industry. They conduct auctions on site, at their facilities in
Bangor and through gallery sales.

MARCH 2018 Auctioneer www.auctioneers.org
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Left: The Hartzell team
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Hartzell, like many multi-generational Auctioneers, has fond
memories of working the auctions. He was a runner during their
Friday night auctions back in the day (they now do Monday
auctions). In his senior year of high school, Hartzell had “work
study;” which allowed him to leave school around lunchtime and
go to the family business to work. It was also in his senior year
that his grandfather suffered a stroke, prompting Melvin to sell
him 25 percent of the company, bringing the third generation on
board full time in 1977.

It has truly been a family affair: Hartzell’s brother, Richard,
has been an Auctioneer, appraiser and real estate agent for the
company since 1983. His sister, Karen, has served as executive
assistant, clerk and cashier since 1989.

“How many people get to see their family every day?” said
Hartzell, whose son, John, joined the company in 2003, making
him the fourth generation to join the company. “Everybody
has their different ideas. Sometimes you have to merge them all
together”
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The evolving industry

Hartzell says that even though they’ve picked up more
prestigious auctions lately, particularly in big lots of ironwork,
they still run a lean operation with six employees.

“Everybody has more than one job they have to do,” he said of
the family business.

Asked what some of the biggest changes have been since he got
into the business, Hartzell immediately recalls a person who
passed away years ago, but was with the company at the very
beginning and into the next 40 years — Frank Shover.

He served as the company’s clerk, using two tablets when he
worked an auction. In one tablet, he logged the items being sold,
how much they sold for and who bought it. He kept a running
total of the sale as it went on. In the other tablet, he would keep
a list of all the buyers, their contact information and a tally of
everything each of them bought.

“To find somebody that could do all that and keep running
totals ...” Hartzell said, trailing off. “Now it’s all computerized.
He was our computer years ago. He was just one of those people
that was just a perfect gentlemen.”

Speaking of computers, Hartzell said the internet has been
another massive evolution in the way they do business. Years
ago, he said, the people at the auction would have been alerted
to it through local advertising.

“Rather than a 50-to-75-mile radius, it's worldwide,” he said of
the location of their buyers. “There aren’t many places we don’t
send stuft”

One of the company’s claims to fame is that they sold a painting
by an artist named Fern Coppedge for a world record price

for that artist. Coppedge lived and worked an hour-plus from
Bangor, though she had studied at art schools in Chicago,
Philadelphia and Manhattan. She won many awards for her
landscape impressionist work before her death in 1951.

The situation occurred when Hartzell’s father was asked to
appraise a number of items at a client’s house, one of which

was a painting above a couch that the owner didn’t think much
of and had even offered to give it away at one time to a family
member who rejected it. The Hartzells researched the painting
and found that it had an estimated value of around $70,000. The
owner decided he wanted to sell it, which the Hartzells did for
$73,000, making it a world record for that artist at that time.

Her work is still in demand and has sold for $300,000-plus
since the Hartzell sale, but the way the sale was handled is an
indication of how the Hartzells approach what they do.

“He raved about the job we did,” Hartzell said of the gentleman
who owned the painting. “That’s the key — personalized service.

The first sign

| for Hartzell's
company was
produced back

when phone
numbers were
three digits.

Treat the customer like you would your mother or grandmother”

Personalized service is important, but so is giving back to the
community. It's something that’s been part of every generation
of the business and it continues today with benefit auctions,

of which they do about 20 a year for area organizations. It’s
rewarding work that they know makes a difference in the lives of
people around them.

“This is just a fun business,” Hartzell said. “You meet a lot of
great people and you have to enjoy what you do, just like any
profession. If you don't enjoy it, youre not going to stay for 75
years and four generations.” <
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Linford Berry did auction

school as a life goal. His -
auction bucket is now

filling with 150+ auctions,

NAA education, and a

better business model.

Linford Berry attend-
ed NAA's AMM pro-
gram and saw instant
positive results in his
marketing efforts.
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n 2016, Linford Berry signed up for auction school with the
goal of knocking an item oft his bucket list. Two years later,
he’s worked more than 150 auctions in seven states and has

developed a great passion for auctioneering and the NAA.

“I have been a member of other associations through my other
business ventures, and I can say without a doubt the NAA is far
and away the best association I have ever been a part of;” says
Berry, who has attended courses for BAS, CAS, and AMM. “The
education I have received and the connections I have made
through the NAA have been very beneficial as a new auction
professional”

Berry has spent his career in the automotive industry. He owns
Mountain Valley Motors, a used car dealership and auto service
center near Harrisonburg, Virginia, and last year he added
Mountain Valley Auction Group, which specializes in live
simulcast auctions and online only auctions.

While he is new to auctioneering, he began considering the
career move in 2005. That'’s when he started attending wholesale
auto auctions as a dealer.

“I was blown away by the skill of the Auctioneers,” he says. “I had
never been around Auctioneers with that level of proficiency,
and I began to wonder if it was something that I could do”

His interest in auctioneering dates back to childhood.

“While I am a first-generation Auctioneer, I have been fascinated
by auctions most of my life;” Berry says.

The entrepreneurial spirit has also been a constant for him. He
was raised next door to his grandparents’ dairy farm, and his
parents grew produce for side income. After seeing his parents
and grandparents find self-employment success, he’s always been
self-employed himself.

With his current priority of growing his auction business, he’s
focusing on the public auto auction. Additionally, he’s planning
semi-annual equipment auctions in addition to auctions of
collections and other asset-specific auctions that work well in

a simulcast environment. For instance, his company recently
auctioned a large O-gauge model railroad collection with more
than 2,000 pieces.

Technology, digital marketing and the auction method of
marketing have always been critical to his automotive business
and auction business.

“When I started Mountain Valley Motors in 2005, our whole
business model revolved around selling cars on eBay. And while
eBay isn't an auction platform in the truest sense of the word, the
skills necessary to sell on eBay parallel what is necessary in our
current online auction experience, he says.

In January, Berry attended the NAA's AMM (Auction Marketing
Management) event in Richmond, Virginia.

“I knew that although I had picked up a lot of techniques and
understood a fair amount about the how and why of digital
marketing, there was a whole lot more that I didn't know. So
when I heard that AMM was coming to Virginia, I signed up
right away;” he says.

The decision paid dividends, as he says applying what he learned
at AMM to his work has allowed him to more effectively and
efficiently market his business. Additionally, he learned how to
track data.

“Specifically, I learned how to write and publish better content
and then how to target it in a more efficient way. The results were
almost instantaneous,” he says. “Traflic to our websites went up,
and costs per click and per engagement dropped. In the model
railroad auction that we just completed, I had posts with more
shares, likes, comments and website clicks than I ever even
thought possible”

He encourages Auctioneers considering the course to commit.

“AMM is one of the best investments you can make in your
business,” he says. “If you put into practice the principles
taught in AMM, your advertising costs will go down and your
effectiveness will go up. I promise you.” <

www.auctioneers.org  Auctioneer MARCH 2018

47



www.auctioneers.org

_the Pnsm ties _

HYATT REGENCY RIVERFRONT



!k

LET ISERTES HELP
YOU FIND YOURNEXT
GREAT IDEA

ABOUT use its apoit ol e

ISERIES

¢

As an auction professional, you know firsthand

the importance of helping your client meet their goals.

Now, it's your turn! With webinars and white papers covering

general and industry-specific topics, iSeries is there to help you

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

iISERIES ARCHIVES

From business planning and Facebook marketing to prospecting
clients and doing appraisals, we've made the complete iSeries
archives available on demand to NAA members.

wwww.auctioneers.orgl/iSeries



& 2018 NAA HALL OF FAME NOMINATION FORM

Ructioneer PAGE 1

Name of Nominee

Residence Address

City | state | Zip code
Phone

BUSINESS INFORMATION

Name of Firm

Position in Firm | Number of Associates or Partners in Firm

Business Address

City | State | Zip code

Phone

PERSONAL AND FAMILY INFORMATION

Spouse’s Name

Does spouse participate in the auction profession? [Jyes [no

If yes, please explain:

Number of Children

Do any participate in the auction profession? [Jyes [no

If yes, please explain

PROFESSIONAL INFORMATION

How long has the nominee been associated with the auction business? years.

What percentage of the nominee’s time is actively spent in the auction business? %

Number of years this nominee has been a member of NAA? years.

Does the nominee specialize in any particular field of auctioneering? [Jyes [no

If yes, please explain

State Association(s) of nominee

NAA ACTIVITY

List NAA involvement of the nominee, including — offices held, current and past; designations earned; committees; instructor at CAl, Conference
and Show, designation classes, summits, seminars; etc.:




PAGE 2

STATE ASSOCIATION ACTIVITY

List state association involvement, offices held, etc.:

COMMUNITY INVOLVEMENT

List any notable community activities:

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

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

NAA Hall of Fame Committee

c/o National Auctioneers Association
8880 Ballentine

Overland Park, KS 66214

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

Submitted by (please print]

Address

City State Zip

Phone




NETWORKING

SUCCESS STORIES

52

Basquiat, Warhol share spotlight
in private art collections and

estates event

$37,500
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Woodshed Art Auctions’ internet only fine art auction held
Feb. 1 were claimed by Jean-Michel Basquiat and Andy
Warhol.

FRANKLIN, Mass. - It’s fitting that the top two lots in

Not only were the two arguably the kings of the New York Pop
Art scene of the 1980s, they currently occupy first and second
place for most ever paid for an artwork by an American artist at
auction.

Warhol held the record for several years when his 1963 canvas
titled Silver Car Crash (Double Disaster) sold for $104.5 million
at an auction held in 2013 at Sotheby’s in New York. But in

May of last year, Basquiat’s enormous and powerful untitled
skull painting sold for a staggering $110.54 million, also thru
Sotheby’s. The buyer was the Japanese billionaire Yusaku
Maezawa.

Those nosebleed prices weren't attained in the Woodshed
auction, but they were respectable for attributions. The Basquiat,
coincidentally, was also an untitled skull, similar to its larger,
more famous cousin, but diminutive (12 inches by 22 inches,
unframed). The signed oil on canvas sold to a bidder in Greece
for $37,500. Basquiat died from a drug overdose in 1988. He was
only 27.

The Warhol was a gouache on paper of the iconic Apple
Macintosh logo, done around 1985 and signed front and back,
verso marked with reference numbers and framed. It was
possibly a color study for an Apple advertising commission. The
playful and vivid painting, 16 ¥ inches square, sold to a bidder in
China for $36,000. Warhol died following gallbladder surgery in
1987, at 58.

“Several websites for Apple fans spread the news about the
Warhol Apple Macintosh study, and to our pleasant surprise
many of the bidders on that piece bid on other lots too,”
remarked Bruce Wood of Woodshed Art Auctions. The Private
Art Collections & Estates Discoveries Auction consisted of
142 lots of modestly priced artworks from consignors in many
countries worldwide.
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Andy Warhol appeared more than once in the sale. A mixed
media (acrylic, silkscreen and ink) on paper of the famous Coca-
Cola Bottle, attributed to Warhol and signed front and back,

rose to $25,200. Also, an ink on buff-colored drawing paper
attributed to Warhol, revealing his quirky ongoing preoccupation
with ladies’ shoes in his earlier 1950s illustrations, topped out at
$9,600.

Finally, a mixed media painting on white mould-made paper
attributed to Warhol, depicting the actor Dennis Hopper,
pencil signed, 16 % inches by 11 % inches, unframed, fetched
$5,700. And who doesn’t love Banksy, the anonymous British
graffiti artist and political activist? A spray paint on cardboard
attributed to Banksy, titled go back to bed, signed in stencil,
realized $10,200.

An oil on canvas mounted onto board, signed by and attributed
to Jane Peterson (Am., 1876-1965), titled Boats in Gloucester
Harbor, in a frame, was the sale’s third top lot, selling for
$26,400. An abstract composition, gouache and graphite on
paper attributed to Stuart Davis (Am., 1892-1964), signed in

$36,000

graphite under the 18 inch by 25 % inch image, garnered $9,600.

An oil on canvas abstract black and white painting attributed

to Sam Francis (Am., 1923-1994), the profound Abstract
Expressionist, signed lower left, 22 ¥ inches by 21 inches framed,
breezed to $9,600. Also, an oil on canvas painting attributed to
Cuban artist Wifredo Lam (1902-1982), signed upper right and
verso, framed in a three-inch gold frame with black liner, sold
for $6,875.

Salvador Dali (Sp., 1904-1989) also made multiple appearances
in the sale. Artworks done in the manner of the irrepressible
Surrealist included an ink and gouache drawing on paper,
unframed, titled Figures in Landscape, signed front and back
($2,400, to a Belgian bidder); and an oil on linen canvas titled
Dream, unframed, 13 % inches by 11 % inches ($4,062, to a
Florida bidder).

A study for the painting La Pastorale attributed to Henri Matisse
(Fr., 1869-1954), the original of which was stolen by a lone thief
from the Musee d’Art Moderne in Paris in 2010, went for $4,200.
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Also, an unframed painting attributed to the Russian artist
Wassily Kandinsky (1866-1970), 8 inches by 10 inches, with a
COA from Gallery 64 in Belfast, Ireland, rose to $3,600.

An untitled oil and acrylic on paper attributed to Mark Rothko
(Am., 1903-1970), signed verso and measuring 14 inches by 11
inches, went to a determined bidder for $6,000. Guy Carleton
Wiggins (Am., 1883-1962), famous for his snowy New York City
streetscapes, was represented in the sale by an oil on paperboard
titled Washington Square Winter, signed and titled ($4,687).

An untitled painting attributed to the renowned American artist
Norman Rockwell (1894-1989), likely a work for an unpublished
story and capturing the poses, facial expressions and good-
natured humor that made him famous, realized $5,000; while

a watercolor and pencil on paper done in the manner of Agnes
Martin (1912-2004), titled Geometric Composition, made
$4,375.

An oil on canvas Interior Scene attributed to the noted African
American artist H.O. Tanner (1859-1937), signed lower right

$4,200

Have a success story
of your own?

Submit your press release

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

$6,000

and framed, 25% inches by 24% inches, sold to a bidder in
Tennessee for $3,750. Also, Study for a Woman Reading, an oil
on canvas attributed to the American post-impressionist painter
John Whorf (1903-1959), signed, commanded $1,140.

A tempera on paper signed and attributed to the Belgian artist
Georges Remi (1920-1983), who wrote under the pen name
Herge, brought $5,000. The work, titled Tintin and Milou
(Snowy), was for The Adventures of Tintin, the beloved children’s
series of 24 comic albums created by Herge. Also, an abstract oil
painting on paper attributed to Dutch artist Karel Appel (1921-
2006), signed upper right and in a white gold gilded frame, was
sold to a bidder in Portugal for $2,500. <
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ONROVIA, Calif. - John Moran Auctioneers rang
Min the new year with strong prices realized for quality

fine and decorative art in their Jan. 23rd Studio
Auctions.

With approachable price points under $2,000, the Studio
Auctions have proved to be popular with collectors looking for
quality on a budget.

The first sale of the day was the Studio Decorative Art auction,
filled with 290 lots of furniture, rugs, art glass, pottery, and
much more. Desirable art glass ruled the day as the auction
began with a selection of beautiful iridescent glass shades from
such makers as Quezal and Steuben. The second lot of the
auction, an early 20th-century pair of variegated green stripe
and white floral shades from Steuben, sailed past its $200 to
$400 estimate to hammer at $840.

Not to be outshone by American makers, French mainstay
Lalique realized strong prices for its classic designs throughout
the day. The company’s relief-decorated “Bacchus” vase sold well
beyond its $300 to $500 estimate, going home with one lucky
bidder for $1,376. Not all the attention went to art glass at the
auction; bronzes, including Mark Rossi’s sculpture depicting a
resting jackrabbit scratching his ear, earned respectable prices.
Rossi’s jackrabbit realized $3,900 at the block (estimate: $4,000-
$6,000).

Asian art objects were some of the most popular lots of the sale,
with several lots selling above the high estimate. A bright yellow
silk pleated apron with skillfully done embroidery of butterflies
and flowers inspired fierce bidding before realizing $720 at the
block (estimate: $300-$500). A lot of eight carved jade items
earned the status of top lot during the Studio Decorative Art
auction thanks to frenzied bidding from online, phone and floor
bidders, one of whom ultimately succeeded in taking home the
lot for $7800 (estimate $200-$400).
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Collectors of American and California fine art flocked to

the first Studio Fine Art auction of the year, resulting in CC

many lots in the auction realizing exceptional prices. The

first lot of the sale, a woodblock print of a figure paddling

an outrigger canoe under a warm yellow sky from artist »
Charles William Bartlett (1860-1940 Honolulu, HI) set

the tone for the strong sale by realizing $4,200 (estimate:

$1,200-$1,800).

(€8

From sun to snow, mountain landscapes once again >))
inspired strong interest from collectors. A Sydney

Laurence (1865-1940 Anchorage, Alaska) watercolor of a

craggy, snow-dusted mountain set against an evergreen

forest showed the strength of the artist’s market by selling

for $3,300 at the block (estimate: $1-500-$2,000). CC

For collectors of landscapes, none proved as inspiring as

the several works by California artist Albert De Rome

(1885-1959 Carmel, Calif.). The first of twenty artworks

by the artist in the sale, “Three Sisters, Monument Valley,

Navajo Hogan” shows oft De Rome’s strong composition »
skills, achieving a balance between the earthy tans of the

monuments and dwelling place with the delicate blues of

the cloudy sky. The landscape realized $480 at auction,

squarely within the $400-$600 estimate. 14¢

All of the twenty works sold at the sale but fans of De
Rome need not worry if they missed the Studio Art
Auction; more works by this notable talent will be offered
throughout the coming months.

»

Are you an active member of NAA and haven’t yet joined the
NAA Auction Professionals Facebook Group? Join us!

Head to www.facebook.com/naaauctioneers!



http://facebook.com/groups/naaauctioneers
http://facebook.com/groups/naaauctioneers
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Support the kids
of St. Jude by
participating in
Auction for Hope.

When four-year-old Shekinah was found

to suffer from a type of brain cancer called
medullioblastoma inearly 2017, her family
turned to St Jude Children's Research
Hosgital® for har reatmeant and care,
Families never recede a bill from 31, Jude
for treatment, travel, housing or food —
because we believe all they should wormy
about Is helping their child kv, "5t Juds is
a blessing,” said her dad, Jaimes. "It doesn’t
matter who you are or where come from,
=t Jude will 1ake care of vou.”

St FI.J-J;' i I'Ilhjl."L'l'l".
Besearch Hospilal

stjude.org/naa
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Female artists had a strong presence in the auction with more
than thirty artists represented. A group of Nell Brooker Mayhew
(1875-1940 Los Angeles, Calif.) woodblock prints of California
missions were popular with the online audience, selling for $4,062
(estimate: $1,000-$2,000). Several works by Orange County artist
Mary Zarbano (20th-century Fullerton, Calif.) sold well at the
Studio Fine Art Auction, with a monochromatic oil on paper of a
mother and child capturing the most attention.

The stark black background and figures outlined in white with
flushes of yellow and red highlights garnered strong interest before
the sale, ultimately hammering for $540, within the $500-$700
estimate. <

390 acres over 13 tracts
uses three rounds of
bidding in Georgia

ULLOCH CO., Ga. - NAA member Rusty Lane, of South
Auction and Realty, in Swainsboro, Georiga, recently
conducted a live auction of 309 acres in Bulloch County.

The property was offered in 13 tracts and as a whole.

“We used a unique format for our multi-par auction,” Lane said.
“We had three different rounds of bidding. After the first round
the cumulative high bids on individual tracts was $770,000.
During the second round the bids increased to $930,000. In the
third round the property was combined as a whole for a total of
$977,000”

i The approach was used with 38 registered bidders. %
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THANK YOU for Your Renewals!

Richard J. Adams,
GPPA

Norman Kenneth
Allen

Daniel W. Andrews

Ross Wellington
Annett

Kelly L. Aumann, CAI,
AARE, CES

Jason Aversa

Reno Babcock

Kathy J. Baber

Harry H. Bachman

Kenneth E. Baer

Joseph Scotton Bahhur

Chris Bair, GPPA

Barry Baker, CAI,
AARE, CES

Roderick C. Baldwin,
CAI AARE

David M. Barber, CAI

Christa Elyce Barlow

Floyd T. Barnes

Daniel Allen Barry,
CAI

J. Paul Basinger, CAI,
AARE

Jason A. Bates

Luman E. Beasley, CAI

Andrew David Beers

Alex N. Belcher, CAI

Vincent Bila

Chris Bohr

Vaughn Dakota
Borchers

Omar P. Bounds,
AARE

Gary D. Bowen

Brian T. Bradley, CES

Mark E. Bradstreet,
CAI

Travis Everett
Breedlove

Terrence L. Brick

Brian L. Brockman

David W. Brooks, CAI,
AARE, CES

Jeftrey Brown

Jamie Scott Brown

Dale Edward Buhman

Matthew J. Bullock

Joseph B. Burns, CAI,
AARE, CES

Dwight D. Butler, CES

Harry Byrnes

William E Cain

Ray Caruso

Phillip R. Christy,
CAI AARE

Chris Colson, CAI

Lester Crandall

Daniel De Villiers
Crous, CAI

Bernard A. Curvey

Shaun Dalton

Kim Hall Daniels

Rodney Darr

Dena R. Davis

Cody Dawson, BAS

Thomas J. DeCosmo

Jerry Wayne DeLozier,
CAI

Joseph Burnett Diehl

Wesley John Dietrich

Rafe Dixon, CAI,
AARE, CES

Sean Donnelly, ATS

Richard Dotta

Ronald J. Dover,
MPPA

Robert DuMouchelle

William C. Dunn,
CAI CES

William E Durham

Doug Eichelberger

Bradley K. Elting

Leon P. Esckelson

Becky Farniok

Alfred J. Finocchiaro

Arden L. Fitch, Sr.

Jeftrey A.
Fortenbaugh, CAS

Zachary Franks, CAI

Mark A. Frey

Dale E Fulk, CAI

Alex Fuselier

William J. Gardner, Jr.

Douglas A. Garner,
AMM, CES

Venia Q. Garrison

George T. Garten

Peter D. Gehres, CAI,
CAS, CES

Ryan George, AMM

Brooke Lauren
Gillespie

Curtis Paul Gillespie

David E. Gilmore,
CAI AARE

Jay Goldman

R. Johan Graham,
CAI

Theresa Marie Gravlin

Milton E. Green, CES,
GPPA

Robert G. Grimsley

Dean L. Gunter, BAS

Keith B. Gunter, CAI
GPPA

Mark T. Gustafson

James Lindsey Halfhill,
Jr.

Kristin M. Halfhill
Larimore

Travis L. Hamele, CAI,
AARE, CES, GPPA

Suzanne M. Hanger,
AARE

James J. Hannagan

Shawn Hansen

Si Harbottle, CAI

Russell Harmeyer,
CAI

Beverly P. Harper

Scott L. Harris

Adrian B. Harris,
GPPA

Douglas A. Harritt,
CAI CES

Dodie D. Hart, CES

Marjorie Hartman,
AMM

Brian R. Hasty

David Heath

Christopher James
Hedges

John P. Herrity

Glenn Hess

Josh Hickey

Donald W. Hillis, CAI,
CES

Thomas J. Hirchak, Jr.,
CAI, MPPA

Terry L. Hirchak, CAI,
AARE

Robert E. Hogstrom

Jeremiah Horst
Horning

Donald L. Horton,
CAI

Pete Horton, CAI,
CES

Terry Howe

Justin Roy Huckabay

Shannon A. Hunter

Michael Houston
Hutchens

Ricky D. James

John E. Japp

Val Jark

Paul M. Joseph, CAI,
GPPA

Rollo A. Juckette

Allen D. Kahler, CAI

Charles R. Kaimann

Kurt Kaptein

Robert Thomas
Kastner

William Kent

Eugene R. Kiko

John D. Kiko, Jr.

Jean Kirchner, AMM,
BAS

Bill Klassen

James R. Kloster,
GPPA

Gregory Kenneth
Klug, Sr.

Robbie L. Kobs

Curt Kramer

Brigitte Angela Kruse,
GPPA

Josh M. Larson

Darin Lawson, CAI,
BAS

William Charles Lee,
IIL, CAI

Kevin Mark Lehman

Mervin H. Lehman

Cole Limber

Larry J. Linkous

Teresa C. Long, AMM

Val A. Luckett

Terry R. Luecke

Jesse P. Lyninger, Jr.

Kathleen M. Mack

Paul L. Maglio

Eric Scott Marshall

Curt Marshall

Charles D. Masterson

Daniel K. Matthews,
CAI GPPA

James R. May, AARE

Jerald Ray McCown,
Jr.

Robert McDowell,
IIL, BAS

Ritchie M. McGinnis

Barry J. McLean

Sandra Mercer, GPPA

Terry Landis Metcalf,
BAS

Ben A. Meyer, CAI

Jr. Miller

John R. Modica

Devin Moisan

Donald B. Monroe

Don Montgomery

Jody Moore

Emma James
Morawski

LeeAnn E. Moss, CAI

Joshua Michael
Muftley, GPPA

Bradley Mutz, GPPA

Yvette Mutz, GPPA

Barton Joe Neely

Kurt J. Ness, CAI

Mari Neubauer

Joseph R. Newlove

Homer L. Nicholson,
CAI, AARE, CES

Wes Nickum

Ted Odle

Marla Elizabeth
Oglesby, AARE

Aaron Jacob Olson

Chad R. Olson

Kathy Jo Marie Otis,
AARE

Kathy J. Packard, CAI

Ty Patton

Kevin Perry

Kipp Lee Pfeiffer

Donald Joseph Pfeiffer

James K. Phillips,
AARE

Eddie Pickett

Dan Pike, CAI, GPPA

J.E. Ponder

Dewey A. Price

Justin Pye

Christopher R.
Rasmus, CAI

Susan L. Rasmus, CAI

Patrick Rasmus, CAI,
ATS

Richard Reese

James E. Regan, CAI,
AARE

Floyd Brent Reid

Steve Reinhardt

Ronald Charles
Reuwer

Tom B. Rhoads

Howard C. Richmond,
CAI

Shawn Ritchey, CAI

John A. Robillard, CAI

Eulalia S. Rodriguez,
ATS

Frederick A. Roenigk,
AARE

Deidre B. Rogers, CAI,
BAS

Jay W. Romine

Brenda M. Rose, BAS

Sheila Rosen-Schiff

Samantha Elaine
Rowell, CAI

Timothy Roy, MPPA

Gary D. Ryther, CAI

Samuel M. Sales

Ryan Joe Samuelson,
AMM

Justin James Sandefur

Dale W. Schaetzke,
CAI AARE, CES

Abagail L. Schmid,
CAI

Chris L. Schwartz,
AMM

Chad Shahan

Merle D. Sharick, BAS

Robert J. Sheehan

Marcus Eugene
Shively, GPPA

Rainelle Shockome

Eric J. Smeltzer

Ira Y. Smith, ATS

H. B. Smith, CAI

Catherine Ann Smith

Nicolas F. Smock, CAI,
GPPA

Kristie Lynn Sours
Brown, GPPA

Gary L. Spangle

James Richard Staggs,
Jr., CAI

Elizabeth Joy Stamm

John E. Steeves

Jeffrey Stein

Stuart P. Stein

Isaac H. Stoller

J. Meryl Stoltzfus

www.auctioneers.org  Auctioneer

Jerry L. Stricker
Scott Stump
Lon O. Sturgeon
Scott S. Swanson
Jennifer Swerdlick
Lance Patrick Swigert,
CAI
Cissy Lyn Tabor, BAS
Doug Taylor
Jonathan L. Temme
Kendall G. Terry
Tammy M. Tisland
Todd Alan Travis
Kenneth L. Tromp
Patrick J. Tully, BAS
Roger W. Turner, CAI,
AARE
Harold J. Unrein
Rami Varsha
Ron A. Victor, CAI
Zachary Jason
Vierheller
Frederick R. Vilsmeier
Scott W. Wall
Thomas Walsh, CAI
Leonard B. Walter
Douglas E. Walton,
CAI CES
Charlie Alvin Watts, 11
Dave L. Webb, BAS,
GPPA
Charles L. Wehrly
Michael Weimer
Kevin Weinsheimer
David M. Whitaker
Michael Paul
Whitfield, GPPA
Todd J. Whiting
Frederic L. Wiese, CAI
Scott J. Wiest
Garth Burdette Wilber,
CAIL MPPA
Kenneth Brett Wilcox
Richard A. Williams
Charles E. Williams, Jr.
Kim Williams
Charles David
Williams
Kelly R. Williams
Chad Wilson
Suzanna Wolfe
Thomas D. Wolfe,
CAI CES
Charles Joseph Wood
Amy Christine Wright
Scott A. Wright, CAI
Leroy Yoder
Jane Ziehm, GPPA
Greg Zielinski
Richard H. Zuber, III,
CAI CES
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CEREATHANTING CLARS
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TEXAS AUCTION ACADEMY

The most recent class of the Texas Auction Academy graduated 35 students from seven states, including: Arizona,
Colorado, Louisiana, Nebraska, New Mexico, Oklahoma, and Texas.

WESTERN
COLLEGE OF |- K 2 B
AUCTIONEERING |-~ ~RANANNES AR

The Western College of Auctioneering, in
Billings, Montana, gradated Class No. 244 in
February. Students represented Colorado, Idaho,
lowa, Montana, North Dakota, Oregon, South
Dakota, Utah, Washington, Wyoming, and British
Columbia (Canada).

d| WESTERN COLLEGE
o lll]ETI-I]IE.EﬁJ'II]

. LA RS

i.-nuluql img Chuss |
Fobrupry 2018

MENDENHALL
4 SCHOOL OF
4 AUCTIONEERING

Located in High Point, North Carolina, the Mendenhall
School of Auctioneering graduated its most recent
class in February 2018. The class contained 13
students from four states: New York, North Carolina,
Tennessee, and Virginia.
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Alaska

Daniel Ignacio M Newman
Alaska Premier Auctions and
Appraisals, LLC

1120 Huffman Rd.,

Ste. 24-422

Anchorage, AK 99515
alaskapremierauctions.com
dan@alaskapremierauctions.
com

(907) 720-2700

California

Chad Costa

NorCal Equipment

220 Standiford Avenue
Modesto, CA 95350
NorCalEquipment.com
Chad@NorCalEquipment.
com

(209) 765-2423

Chris Hillseth

Chris Hillseth Enterprises
16415 Ithida Ave.
Gardena, CA 90248
www.chrishillsethenter-
prises.com
chris@hillseth.com

(818) 495-3038

Maria Palma

Cal Auctions

4506 Federal Blvd
San Diego, CA 92102
info@studio-747.com
(619) 326-9690

Dennis Vest

Vestco Food Equipment
1220 Industrial Ave.
Escondido, CA 92029
dennis@vestco.net
(760) 747-1970

Colorado

Gary Adler

P.O. Box 631806

Highlands Ranch, CO 80130
www.proplayersassociation.
org

proplayersassociation@
gmail.com

(720) 327-9207

Tabitha K. Casteel

Top Dollar Realty & Auction
304 Zante Ct.

Lochbuie, CO 80603
tkcasteel@yahoo.com

(720) 933-9643

Georganne Marie Elemond
Affordable Auctioneering,
LLC

25800 E. Byers PL

Aurora, CO 80018
georgannemarie@gmail.com
(720) 369-9932

Lyle Alfred McSparren
Angels Auctions Estate
Services

727 Oak Drive
Durango, CO 81301
bigsparrenl@msn.com
(970) 903-9547

Graig William Meduesk
GT Auction

2220 Elm Ave.

Grand Junction, CO 81501
gtauctionandrealty@gmail.
com

(970) 629-9520

lllinois

Tucker Wood

15006 N. 500th St.

Brocton, IL 61917
tuckerwood.com
tuckerwood.taw@gmail.com
(217) 822-2386

Kansas

Jordan Biel

1109 Easter Ave.
Wakeeney, KS 67672
jbiel054@gmail.com
(785) 216-0716

Zachary Langford

515 S. 8th St.

Manhattan, KS 66502
zach@teknixsolutions.com

Kentucky

Tanner Roberts

Roberts Auctions

1547 Phelps Rd.

Benton, KY 42025
tanner.roberts@ymail.com
(270) 703-5348

Missouri

Greg Voss

Equip-bid Auctions
1501 W. 12th St.
Kansas City, MO 64101
www.equip-bid.com
greg@equip-bid.com
(913) 269-3159

Nebraska

Kay Reznicek

2711 D Rd.

Rising City, NE 68658
(402) 405-2931

Nevada

Sebastian Baerend

P.O. Box 6648

Incline Village, NV 89450
www.gate5capital.com
sebastianb@gate5capital.com
(415) 756-6353

www.auctioneers.org  Auctioneer

Jeff Noser

I've been buying

in auctions for
some time, but just
recently became a
licensed Auctioneer
and opened my own
auction company in
Brunswick, Georgia,
The Golden Isles
Public Auction &
Estate Services

Inc. | joined the
NAA to broaden
my professional
network and stay
up to date on the
national auction

scene”

Jeff Noser
Bruswick, Ga.

MARCH 2018

61


www.auctioneers.org
http://alaskapremierauctions.com
mailto:dan@alaskapremierauctions.com
mailto:dan@alaskapremierauctions.com
http://NorCalEquipment.com
mailto:Chad@NorCalEquipment.com
mailto:Chad@NorCalEquipment.com
http://www.chrishillsethenter
http://prises.com
mailto:chris@hillseth.com
http://studio-747.com
mailto:dennis@vestco.net
http://www.proplayersassociation.org
http://www.proplayersassociation.org
mailto:proplayersassociation@gmail.com
mailto:proplayersassociation@gmail.com
mailto:tkcasteel@yahoo.com
mailto:georgannemarie@gmail.com
mailto:bigsparren1@msn.com
mailto:gtauctionandrealty@gmail.com
mailto:gtauctionandrealty@gmail.com
http://tuckerwood.com
mailto:tuckerwood.taw@gmail.com
mailto:jbiel054@gmail.com
mailto:zach@teknixsolutions.com
mailto:tanner.roberts@ymail.com
http://www.equip-bid.com
http://equip-bid.com
http://www.gate5capital.com
mailto:sebastianb@gate5capital.com

NETWORKING

NEW MEMBERS

T il of el et i in ihe
SN ahesiny | Helorancen Moo

Balliy paowssssed Fol 4
iy huoghy g LitBsaies 1noas bbb §

T bl Roree comvbrads, for proiect

Binlt-in miodh

Samarnil 1 rungerer i e WIS DO AT S bR dY

Imrludes & WA ckens e

B77-638-5816
PortableSound.com

—=Basinger

...... Sy @ EeErT e

New Jersey

Liseley R. Zellweger
Antiques & Collectibles Mall
174 Rt.17 North

Rochelle Park, NJ 07662
www.antiquesmallnj.com
antiquesmallnj@gmail.com
(201) 880-9080

North Carolina
Christopher Alan Perryman
6144 Abergele Lane
Matthews, NC 28104
chperryman@yahoo.com
(704) 893-0787

Coleman T. Phifer

110 Cemetary St.
Cleveland, NC 27013
phifercoleman@gmail.com
(980) 223-9255

Donald D. Seipel

Seipel Auction Co.

884 Eupeptic Springs Rd.
Olin, NC 28660
www.seipelauction.com
cseipel@yadtel.net

(704) 539-5644

Ohio

Jerry Cordray, Sr.

152 Carmel Court
Thornville, OH 43076
Jerrycordray62@gmail.com
(740) 616-9576

Ray A. Yoder

232 1/2 Dover Rd. NW
Sugarcreek, OH 44681
yoderral987@yahoo.com
(330) 204-0110

BONDS
& INSURANCE

E. R. MUNRO

)
COMPANY

Licensed in all 50 states

Member,
National Auctioneers Association
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Unbeatable service and competitive
prices on the coverage you need.

D Liability Insurance

D Property Coverage

D Consignment Property

D Errors and Omissions

D Bonds to support your license

D Bankruptcy Court Auctioneer Bonds

We can place coverage in as little as 7 to 21 days
with a completed and signed application.

877-376-8676

Bonds Insurance
Ext. 146, Stevi or sdell@ermunro.com Ext. 157, Greg or gmagnus@ermunro.com
Ext. 152, Melissa or mbromley@ermunro.com

VISIT US AT WWW.ERMUNRO.COM
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South Dakota

Ben M. Stiegelmeier

P.O. Box 405

Selby, SD 57472
sheepherderben@gmail.com
(605) 850-1330

Tennessee

James Giles

Middle Tennessee Auctions
4075 Lake Road
Woodlawn, TN 37191
timgiles1940@aol.com
(931) 206-1390

Deveau Mishow

Hunt & Burrow

7443 Commons Blvd.
Chattanooga, TN 37421
www.huntandburrow.com
deveau@huntandburrow.
com

(423) 713-7700

Texas

Robertson Clayton Creamer
Rod Robertson
Enterprises,Inc.

3847 Parkdale St.

San Antonio, TX 78229
Robertson Creamer
clay@rodrobertson.com
(830) 719-9794

Virginia

Pete J. Elliott

Pete's Auction Service
482 Oneals Rd.
Madison, VA 22727
petesauctionservice@
yahoo.com

Johnathan Foltz

Foltz Auctions

1406 Belgravia Rd.
Edinburg, VA 22824
johnathan.foltz@gmail.com
(540) 339-1220

H. Daniel Lanier
3651 Grit Rd.

Hurt, VA 24563
daniel@wattsara.com
(434) 509-8530

Samuel C. Thomas, 111
Nicholls Auction Marketing
Group

1733 Highland Rd.
Fredericksburg, VA 22401
www.NichollsAuction.com
sam@nichollsauction.com
(540) 604-7032

Collin Watkins
Watts Auction Realty
Appraisal

7661 Wards Rd.
Rustburg, VA 24588
www.wattsara.com
collin@wattsara.com
(540) 525-6451

Washington
Jeffrey Fatora
Bidspotter, Inc.

7007 47th Ave. SW.
Seattle, WA 98136
jefffatora@gmail.com
(202) 621-3232

Wyoming

Felix N. Carrizales
Carrizales Equipment Inc.
P.O. Box 2014

Burlington, WY 82411
felix.carrizales@gmail.com
(307) 272-6801

Leora Kraft

VRK Auctions, LLC

703 Ash Ave.

Green River, WY 82935
www.vrkauctions.com
leorakraft@hotmail.com
(307) 870-6896

Canada

Howard Elliott Dascal

The Proxio Group Ltd.
3701 Boulevard St-Jean,
Suite A

Montreal, QC H9G 1X2
Canada
WWW.proxiogroup.com
auctions@proxiogroup.com
(514) 262-7727

www.auctioneers.org — Auctioneer

| joined the National
Auctioneer Association, on
behalf of @a complementary
membership that | won
from attending the
Massachusetts Auctioneer
Association Convention.
I’'m looking forward to
networking with other
Auctioneers throughout
the country and making
lifelong friendships during
the journey. I've heard so
many good stories on how
the National Auctioneer
Association helped

many fellow Auctioneers
with their career. | can
honestly say | am very
humbled to be a part of

a great organization of
professional auctioneers
and just can’t wait to see

what’s in store. ¥

Anthony Mangini

Worcester, Ma.
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FILLER WORDS

NETWORKING

PAGE “/f you have not seen, heard, or read recently, the United States Supreme Court will
be ruling on a case in a few months that could have a tremendous negative impact on
9 the auction industry.”
NAA President Scott H. Shuman, CAI
Opening words in a written statement to NAA members about “South Dakota v. Wayfair, Inc.

PAGE “Aside from some of the great sessions we’ve got (and, we’ve got a lot of them),
we’'re really excited about what this summit represents. a full-on commitment to the
2 2 Communities of Practice.”
Aaron Ensminger, CAE
NAA Director of Education, on the upcoming PCA Summit
Overland Park, Kansas

PAGE “You meet a lot of great people and you have to enjoy what you do, just like any
profession. If you don’t enjoy it, you’re not going to stay for 75 years and four

Z_ 5 generations.”

Melvin Hartzell

Hartzell's Auction Gallery
Bangor, Pennsylvania

o NAA Hall of Fame member Hack Ayers received the 2018

sReppert Auction School was Boy Scouts of America Campbell County Good Scout Award.

reacquired by the Auburn, Indiana- He has been owner and operator of Ayers Real Estate and

based Dennis Kruse family in Auction for more than 60 years.

September 2017. The school will

continue providing its core services o The 1973 pre-Apple job application belonging to Steve Jobs
of training Auctioneers, with an emphasis on running a was set to be sold at auction in mid-March. The document -
business, and will offer continuing education. a handwritten, one-page document - is full of errors.

“We are passionate about education, and auctions, as they

are the purest form of marketing and sale known and are a
foundation to the free market,” said new Reppert’s Owner and
President John Kruse.

o NAA CEO Hannes Combest, CAE, recently was featured
in an Associations Now article on microlearning. The piece
referenced NAA’s coming launch of a microlearning site, and
Combest said the project was the result of NAA continuing to
meet members’ needs.

“What we have to do in order to continue to be healthy [as

an organization] is make sure we’re paying attention to what
their needs are,” she said.
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Where do you read Auctioneer?

some of the places where they like to read their

Auctioneer magazine. Those places range from
offices, to airplane seats and car rides, and sometimes
from the beach!

F rom time to time, NAA members like to show

Here are a few other recent images showing members
and/or the magazine, including an office shot taken last
fall during NAA Day on the Hill. That office belongs

to U.S. Representative Billy Long (R-MO). Thanks,
Congressman!

How to become, and
remain, an Auto Auctioneer
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So, where do you normally like to read your magazine?
Shoot a quick scene with your magazine in the image
and send it to Communications@auctioneers.org! <

i
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ONE OF A KIND

14K yellow gold with 18K gold nuggets on flanks.

i : Total 2.25-carat brilliant cut diamonds. All matched
O T ¥ GIA color and SL 1-2 clarity. Total gold weight 29.7
= v L grams, size 13. Never worn.

jseverson1944@yahoo.com $12,000

10K yellow gold .50 carat brilliant cut diamonds

with GL A grade G-H color, VS-1 clarity. Gold weight ‘g%

17 grams, size 12-1/2. Has been worn.
jseverson1944@yahoo.com $5,000

Want to advertise in Auctioneer?
Contact: Adam Kenne
(913) 563-5421
akenne@auctioneers.org

_J

Coming up in April ...

We're only a few months away from NAA Conference and Show 2018! We'll take an in-depth

look at Jacksonville, Florida, so that you can start planning your (and maybe even your family's)
to-do list while attending Conference and Show. And, National Auctioneers Week (April 30-May
5) is quickly approaching. Be ready to participate!
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NAA advertising notice to readers
Auctioneer accepts advertisements from a variety of sources but makes no independent investigation or verification of any
claim or statement contained in the advertisements. 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, Auctioneer 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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What's ‘Yeuy SPECIALTY?

AUCTIONEERS, arm yourself with unique marketing tools and technology to take your auction business to
the next level. Take advantage of the nation’s leading suite of listing and sales tools for YOUR niche market!
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