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Thomas W. Saturley
CAl, NAA President

National Auctioneers
Association President
Thomas W. Saturley,
CAl, joined NAA in 1991.
He served two terms
on the NAA Board of
Directors as Presidential
Appointee before
being elected as Vice
President in 2013. Prior
to that, Saturley served
one term as a Director
beginning in 2002, and
was awarded the NAA
President’s Award of
Distinction in 2003.
Also, he served on the
Board of Governors for
the Auction Marketing
Institute.

Saturley is President

of both the NAA

and Tranzon Auction
Properties. He has an
extensive background in
law, real estate, auction
marketing and business
management. He makes
his home in Portland,
Maine, with his family.
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Get to know your candidates,

and vote!

As a “card carrying” member of the NAA, this is
one of the most important issues of Auctioneer
you will read during the year. On pages 24-

31, you will find questions and answers to the
candidates seeking election to Vice President,
Treasurer and Director of the NAA.

Collectively, we belong to an association that

is charged with helping us in our business -
providing information and education on a
myriad of topics in various ways. We belong to
an association that advocates on issues that may
impact your business in the federal congressional
or regulatory arenas. We belong to an association
that promotes auction professionals to other
professionals who seek ways to dispose of their
assets.

Our association, like any association, can only
achieve greatness by electing great leaders. And,
here’s what's special about the NAA: We still elect
our leaders through an old-fashioned democratic
process.

Last fall, the Board approved a change in the
election process. In the past, if you wanted to
vote by absentee ballot, you had to first request
a ballot and then have it sent by the U.S. Post
Office to your address, complete it and send it
back to the NAA Headquarters using the U.S.
Post Office.

Well, welcome to the 21st century.

Today, you can go to auctioneers.org, download
a ballot and return it to NAA headquarters in a
sealed envelope. You still need your name and
member number on the outside of the envelope
in order to validate your ballot, but the process is
now much simpler.

Something else new we have added this year

are videos of the candidates answering two
questions: 1) What is the one thing you want
NAA members to know about you? 2) At the end

www.auctioneers.org

of your term, what would you have liked to have
accomplished?

The videos are posted on auctioneers.org. Please
take the time to view them.

More than a popularity
contest

Elections are more than just popularity contests.
This election will determine which candidates
take office and lead the NAA into the future.

So please, I encourage you to learn whatever
you can about the candidates to make sure they
represent the direction you believe the NAA
should be taking.

Read the interviews in Auctioneer, watch the
videos and if you are unable to join us in person
this July, download the absentee ballot so that
your opinion will count. On-site ballots will

be available Wednesday, July 15, at the Annual
Business Meeting in Addison, Texas.

And, one more change: The ballot distribution
desk will close 30 minutes after the scheduled
start of the Annual Business Meeting. We hope
that this will allow the Election Committee more
time to begin counting absentee ballots and thus
reduce the amount of time we spend anxiously
waiting to hear who the winners are.

We need your help.

Send in an absentee ballot, or vote in person
- whichever method is best for you. Please,
educate yourself on what the candidates are

saying and vote.

The future of the NAA depends on you.

T o g;&%
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NAA Board okays Advocacy,
Promotion Committees’ structure

Committees show strong early progress in forming future steps.

By NAA Staff

P l AASs three strategic initiatives are off and running.

At its annual Spring meeting, the NAA Board of Directors
approved the structure for two new committees that will oversee
the advocacy and promotions efforts of the organization; the
Education Institute Trustees oversees the third initiative —
education.

David Whitley, CAI, CES, chair of the Advocacy Committee, and
Tim Mast, CAI, chair of the Promotions Committee, submitted
recommendations from their respective committees to formalize
these committees and a work plan from each group.
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The NAA Board of Directors unanimously approved these
recommendations.

Both committees will have six members, with each member
serving a three-year term and two members rotating off each year.
A chair will be appointed for each committee. The committees
will be appointed by the President of the NAA Board of Directors
and affirmed by the Executive Committee.

The Advocacy Committee recommended three steps be addressed
in 2015:

1) Launch education for NAA membership on advocacy and begin
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to build relationships with political influencers;

2) Research and identify issues for inclusion in a legislative
agenda;

3) Create process to maintain awareness of federal and state issues
pertinent to the auction industry.

The Committee will begin formulating plans for a Day on the Hill
in Washington, D.C., potentially to be held in the fall of 2015.

The Promotions Committee recommended several educational
tactics as well, educating members on how to educate the public
about NAA and designations, etc.

In addition, it recommended that tools be developed such as
press release templates to be used by members who attend various
NAA programs. The committee believes content must be created
and housed on the NAA website to help promote themselves as

a NAA member, thus creating a stronger brand presence in the
marketplace.

Tom Saturley, CAIL president of the NAA Board of Director
said the entire Board was pleased with the progress made by the
committees chaired by Whitley and Mast.

“If NAA is to be successful in the future, it is critical that we
embrace these two new initiatives — advocacy and promotions,”
he said. “These committees have created ways to complete tasks
keeping in mind that they must be sustainable and within our
financial resources.”

In other action, the Board approved recommendations from the
Data Task Force, chaired by Scott Shuman, CAI. The Task Force
was charged to review recommendations made by a consulting
group, McKinley Advisors to determine what data NAA should
be collecting. The Task Force recommended that NAA staff
focus on collecting information about the NAA membership in
order to assist efforts needed by the Advocacy and Promotions
Committees.

“While we all wish we could collect industry data and asset
specific data,” Shuman said, “at this point, it is not within our
financial parameters to do so. But, we can collect information
about our membership to support the efforts of the other two
groups.”

The Board also approved a recommendation from President Tom
Saturley to create a task force to review and revise the NAA Code
of Ethics. The Code last was rewritten in 2008 but subsequent

revisions have made it disjointed. As the Promotions Committee
begins their efforts to the public, Saturley said it is important that

we have a Code that provides substance to the public.

In other action, the Board directed staft to distribute a call for
speakers that will be included in an NAA Endorsed Speaker’s
Database to be available for states to use. Staff plans to have this
database available by the end of the year.

Several recommendations made by the Education Institute
Trustees were discussed during the meeting as well.

The meeting was attended by all NAA Board of Directors and all
candidates up for election.

“The fact that these candidates would use their own money and
time to attend this meeting in Overland Park, Kansas, speaks
highly of them and their commitment to the NAA,” Saturley said.
“We are fortunate to have such great candidates”
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Winter named EIl Trustees Chair; Coffey, Jordan join as Trustees

By NAA Staff

At its April meeting, the NAA Board of Directors confirmed the
appointment of Jimmie Dean Coffey, CAI, AARE, ATS, BAS, CES,
MPPA, and Tom Jordan, CAI, AARE, ATS, CES, MPPA, to the
Education Institute Trustees.

According to Will McLemore, chair of the Education Institute Trustees
for 2014-2015, these were the top two candidates recommended to Vice
President Spanky Assiter, CAI, AARE, who then recommended them to
the Trustees.

“Both of the individuals exemplify the success that NAA education
provides a person,” McLemore said. “Both have all the designations that
NAA offers, have successful businesses and will be great additions to the
current Trustees.”

Coffey and Jordan will begin their roles in July.
Also at its March meeting, the Education Institute Trustees elected

Jason Winter, CAI, AARE to chair their group beginning in July. Peter
Gebhres, CAI, CES will assist him as vice-chair.

WENDY
LAMBERT, BAS

Texas Auction Academy Graduate!

2014
INTERNATIONAL
AUCTIONEER
CHAMPION

2013 Texas State Champion Auctioneer
2008 Texas Auction Academy Graduate

Texas, . Learn Auctioneering from
UCLION  ehampion Ructioneers

Academy~

— '~ and Industry Leaders!

972-387-4200 | www.TexasAuctionAcademy.com
info@texasauctionacademy.com

Texas Workforce Commission Approved
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BIDDING ON YOUR FUTURE

By Nancy Hull Rigdon, contributor

Several NAA members believe a -healthy

lifestyle is essential for survival in the

auction industry.

thanks to a drastic lifestyle change, inspiration from fellow Auctioneers, her treadmill, “House of

Christie King, CAI, AARE, BAS, commands an auction these days with a newfound confidence,
Cards” on Netflix, wearable technology and a phone app.

King has lost 60 pounds and five dresses sizes in the past year - a feat that’s led to remarkable
personal and professional changes.

“My attitude and self-confidence has totally transformed for the best, which gives me a whole new
and improved stage presence,” King says.

A healthy lifestyle, she says, is essential for survival in the auction industry.

EXERCISE

“Being active and eating right helps your mental attitude and physical body, plus, Auctioneers are not
known to retire. Everyone says they’ll be an Auctioneer until the day they die, so we better be taking
care of ourselves so that we can do the profession we love — not just for us, but for our families, too,”
she says.

King’s journey began in March 2014. Then, while at her heaviest, she saw Susan Johnson, BAS, CES,
and was inspired by her recent weight loss. A couple of months later, King met with NAA CEO
Hannes Combest, CAE, and was motivated by her weight loss as well. She followed in Combest’s
footsteps by buying a Fitbit and downloading the MyFitnessPal app to track her exercise and calories.
Then, she made the decision to begin a healthier lifestyle and figured out a plan.

10 MAY 2015 Auctioneer www.auctioneers.org
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As Auctioneers, we make our
Five days a week, she woke up at 5 a.m. to walk on her . .
treadmill for a little less than an hour while watching Netflix money with our bodies and
shons such as “Hoqse of C%lrds” on her phone. She also started 44 voices, and if wedon't
making smarter eating choices.

take care of ourselves, we're
She was accountable to her Fitbit and app as well as to her

colleagues. Lynn Zink, CAIL BAS, CES, often checked in on not going to have longe‘"‘ty'

King’s progress, and several months after King had 1ost 10 === = oo oo oo e e e
pounds per month, Si Harbottle,
CAL told her that she had inspired
him to make healthier choices.

King’s now maintaining weight,
and she’s thinking about starting
a Facebook page where NAA
members could encourage each
other to make healthy habits.

“As we say, ‘Auctioneers helping
Auctioneers,” she says.

Darron Meares, CAI, BAS, MPPA,
has maintained an active lifestyle
his whole life. He’s an obstacle
course runner, eats right, and

for the past three years, he’s been

Kristine Fladeboe-Duininck (above) and Darron Meares
are among a growing sect of NAA members who are
making exercise and nutrition an essential part of their
professional life.

12 MAY 2015 Auctioneer www.auctioneers.org
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dedicated to the high-intensity interval training craze known
as CrossFit.

“Pve always thrived on the stress, variety, challenge and
problem solving of auctioneering, and that’s also exactly how
I'd describe CrossFit,” Meares says.

At 43, his doctor says he has the blood pressure of a
20-year-old, and he knows that his physical health ups his
auctioneering stamina, eases stress, lowers the chance of injury
while working and also puts him at low risk of having to back
out of auctioneering commitments due to health issues.

“As Auctioneers, we make our money with our bodies and our
voices, and if we don’t take care of ourselves, we're not going
to have longevity;” he says. “My body has to stay a well-oiled
machine for my future, and I do my best to fuel the machine
every day”

Kristine Fladeboe-Duininck, BAS, completed her second
Boston Marathon last month, and she’s addicted to the benefits

of distance running.

“It keeps my heart and soul and mind fresh,” she says.

Her father’s battle with heart disease as well as her own desire
to encourage her children to be healthy have kept her going,
and she stresses that she wants other auction professionals to
experience the health benefits that she has realized.

“I love this industry;” she says. “I love the people in this
industry, and I want them to know that with a little bit of
time most days - even just 15 minutes, and it doesn’t have to
be running - you can feel like a million bucks and become
stronger and healthier for your clients and your family and
yourself”

Auctioneers must make themselves a high priority in order to
be healthy, Fladeboe-Duininck says.

“In this industry, we sometimes give others all our heart, and
then we come in last, and I want my fellow Auctioneers to
know the importance of taking care of themselves,” she says.

She continues, “I try in life to choose joy. When I take the time
for myself and get those natural endorphins from exercise, it
becomes easier to choose joy, and I want my fellow Auctioneers
to have an easy time choosing joy.”

We are so JBlessed by those who have paved the way.

I'will keep paving because from everyone who has been given much, much will be required.

"

John Nicholls for NAA Vice President 2015

Download a ballot beginning on May 1st at john4naavp.com
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NAA dominates World Automobile
Auctioneers Championship

Members took the top four spots and made up 60 percent

of the finalists group.

By Curtis Kitchen, editor

Bobby D. Ehlert topped a highly competitive field at the World Automobile Auctioneers Championship in Las Vegas.

opportunity. That certainly holds true for National

Auctioneers Association members who recently were
“lucky” while taking the 2015 World Automobile Auctioneers
Championship by storm on April 17.

I uck, it’s said, is the combination of preparation meeting

Competing at Manheim Nevada in Las Vegas, Bobby D.
Ehlert, BAS, of Phoenix, Arizona, won the highly sought-
after title, followed by Michael Chambers, of Atkinson,
New Hampshire, T] Freije, of Clayton, Indiana, and Heath
Spracklen, of Pana, Illinois.

The foursome emerged after NAA members claimed nine of
15 finalist spots that were decided among a total field of 75.

In other words, what a great, proud day as NAA members
delivered a monumental statement through proving their
MAY 2015
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ability to sell effectively in a live environment.

“What an honor to stand with my friends and auctioneer
family on that stage!” Ehlert wrote in a Facebook comment
following the event that featured a field of 75 competitors.

The WAAC was founded in 1989 and was purchased by

NAA Past President Paul C. Behr in 2005. Behr’s efforts in
continuing to build the championship event have been evident
through growing presence and production, and they were
honored at this year’s event as he was given the “Champion of
Champions” trophy, along with a Champion’s ring.

Next year’s event will be held at Manheim Pennsylvania.
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BUSINESS PRACTICES

By Carl Carter, APR

Carl Carter is
President of
NewMediaRules
Communications,
which has provided
public relations
and marketing
communications
services to auction
companies throughout
the U.S. since 1994.
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Internet public
shaming can destroy
your business

By Carl Carter, APR

ou know the story, or some version of
-1 it. In the wake of the controversy over

a new state law, a TV reporter asked a
pizza store co-owner a hypothetical question that
had nothing to do with the restaurant. Video of
answer went viral on the Internet and millions
pointed to it in outrage. It became so bad that the
business had to close, at least for a while.

Here’s the scary part: such episodes are becoming
more common and affecting every kind of
institution from international corporations to
cities to mom-and-pop businesses. As far as I
know, we haven’t seen high-profile social media
campaigns against any auction companies, but
given the public nature of what we do, it may be
just a matter of time.

Until the last couple of years, 've worried about
this type of risk mainly in the context of news
media. That risk still exists, but now a public
shaming campaign can occur in minutes with no
help at all from media.

Keep in mind that there are people who have

a vested interest in creating a scandal for your
business — or mine, or anyone’s. Most media web
sites make money by selling ads, and that means
they need lots of traffic. Nothing boosts a site’s
numbers like a good outrage.

To make matters worse, it’s very difficult to
predict what will go viral and make a business
the subject of public shame. And once it happens,
the damage can be difficult - perhaps even
impossible - to clean up.

Here are a few situations that could put you at risk:
Security. Now and then, you need security at

an auction. Sometimes, there’s a dispute and a
possibility that an ex-spouse, partner or family

www.auctioneers.org

member might show up and try to disrupt the
scene. If somebody posts a video of your guard
cursing and tossing somebody out the door,
you've got a major risk on your hands. Make sure
anybody working for you upholds your standards
for discreet, polite behavior.

Disgruntled Buyer or Seller. Now and then,
things go wrong, and somebody wants to extract
some revenge. Unfortunately, viral videos have
been around a while, and people have figured
out how to make one of their own. If you find
yourself with somebody in your face screaming
that you've done them wrong, assume they have
somebody making a video of the whole thing.
Your best bet is to say something like “we’ll talk
after you cool off;” turn your back, and find a
place to get out of sight of whoever is pointing a
camera at you.

Ofthand conversations by auction staff. For
years, I've warned clients to be careful what they
say when they might be overheard. The walls
have always had ears, and now they have cameras
too. A racist joke, a disrespectful comment
about the seller (or a bidder), or a prediction

of the outcome of an auction can all bite you.
Make sure everyone working for you - clerical
staff, bid assistants and anybody else - keeps

it professional, whether they think anybody’s
listening or not.

Injudicious social media postings. Plenty has
been written about the dangers of inflammatory
posting, especially on Facebook or Twitter. A

lot of careers have been ended by a single tweet
(though I'm not aware of any that have benefitted
much by one). Realistically, this is a bigger
problem if you're famous, but your posts can

still badly hurt you. Most of the standard advice

is good - stay away from politics, sex, race and
other hot topics. Never post when you’re angry, or
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when you've been drinking.

Skeletons in your closet. Many — probably most — people have
episodes in their lives they’re not especially proud of. A DUI, a
bankruptcy, a lawsuit or a nasty divorce are common examples.
Many of these leave breadcrumbs in public records that an angry
associate, buyer or seller can obtain and post, and there’s very little
you can do about it. About the best advice I can give is to manage
your life and relationships in such a way that you don’t have people
out there seeking to harm you.

Finally, it's important to understand that you have little or no legal
protection in the case of a public shaming campaign against you.
Libel and privacy laws evolved for a pre-Internet world in which
there was no instant sharing of inflammatory content. You might
feel better if you threaten to sue somebody, but all the legal cards
are stacked against you.

Carl Carter, APR, president of NewMediaRules, has provided
public relations and communications services to auction companies
nationwide for 20 years. Email him at carl@newmediarules.com. <

_'*
% tripnd

B ripad

7240 Bishurp Bosd. Polaed, OH dd3 18

Ll Saless PoriableSeand com

Keep in mind that there
are people who havea
vested interest in creating
a scandal for your
business - or mine, or
anyone’s.
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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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Animal language

is no bull

Question:

| attend livestock auctions and hear Auctioneers talk

about the traits that make the animal being sold a good animal to
buy. Is there liability for such statements?

Answer: Possibly, it depends on words used and the context of the sale. When
Auctioneers call a sale, they usually discuss each item being sold. Auctioneers
are selling the lots being auctioned, so it is important to discuss the positive
qualities of the item. Auctioneers highlight the features of the lot being sold to
help bidders determine the value of the lot. In addition, the chant is designed to
have a rhythm and musical qualities. The chant is to get bidders excited and keep
them interested in the sale. A certain amount of puffery is expected, however,
Auctioneers should exercise caution. As discussed in the March 2014 column,

the words used at an auction can create a warranty for the seller. In addition,
Auctioneers should carefully avoid making any false or misleading statements.

Article 2 of the Uniform Commercial Code
governs the sale of “goods.” The term “goods” is
defined to mean “all things (including specially
manufactured goods) which are movable at the
time of identification to the contract for sale
other than the money in which the price is to be
paid, investment securities and things in action.
‘Goods’ also includes the unborn young of
animals and growing crops and other identified
things attached to realty as described in the
section on goods to be severed from realty” UCC
§ 2-105. Courts generally treat the sale of animals
and livestock as “goods” within the meaning of
the UCC. Therefore, the UCC provisions and
standards apply.

The line between pufling and misrepresentation
occurs when an Auctioneer knows (or should
know) that a statement is not truthful. It is
probably safe for an Auctioneer to state “T expect
this horse to someday win the Kentucky Derby;’
because it is giving an opinion and everyone
knows it is practically impossible to predict

such an accomplishment. This statement is

www.auctioneers.org

puffery. However, compare that statement to

an Auctioneer stating “his father is a Kentucky
Derby winner.” The Auctioneer should know
whether the horse’s father won the Kentucky
Derby—it is something important that can be
verified. A bidder who heard the statement may
reasonably rely on that representation and submit
a bid based on it. If it is later learned that the
horse was not the offspring of a Kentucky Derby
winner, then the Auctioneer could be held liable
for misrepresentation or fraud.

Generally, the representations made by
Auctioneers are based on the information
provided to them by the seller. The seller

is familiar with the qualities, pedigree, age,

and characteristics of the animal that make

it desirable to own. When an Auctioneer is
engaged to sell an animal, the owner will provide
a description of the lineage, breed, gender,
gestation, age and other traits to the Auctioneer.
To protect the Auctioneer, the seller’s description
should be in writing and made a part of the
auction contract. Otherwise, the Auctioneer is
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The final contract for saleis
between the seller and the

taking some risks. At some auctions, the Auctioneer will hand
the microphone to the seller and allow him or her to describe
the animal.

Under the NAA Code of Ethics, “Members owe the buyer ...
the duties of honesty, integrity and fair dealing at all times.”
Art. 2. In addition, the Code of Ethics provides, “Members
shall not misrepresent or conceal material facts” Art. 9.
Auctioneers should take the high roads and follow these
ethical standards established in the industry. Auctioneers
should seek to avoid placing themselves into situations where
someone can assert a claim for fraud or misrepresentation.

The final contract for sale is between the seller and the
buyer. If the buyer is dissatisfied with the animal purchased,
however, he or she could assert a claim against the seller and/
or the Auctioneer. If the buyer files a lawsuit, he or she is
likely to name both the seller and Auctioneer as defendants.
If that occurs, the Auctioneer can introduce into evidence
the auction contract with the seller’s written description

of the animal. In the situation where the seller made the
actual representations about the animal, the Auctioneer

can introduce the recording of the auction. The auction
contract and the recording of the auction would be evidence
that could be used to show the Auctioneer relied on the
seller’s representations and did not participate in fraud or
misrepresentation.

In conclusion, Auctioneers should consider obtaining specific
representations about a lot, if any, in writing to protect
themselves. In addition, Auctioneers should think about
handing the microphone to the seller to allow him or her

to describe the lot. There are questions about when, if ever,
an Auctioneer has a duty to do some due diligence to verify
important representations instead of relying on the seller’s
representations. This issue will be analyzed next month. «

Support

the kids of St. Jude
by participating in

Auction for Hope.

In the spring of 2014, Liam was found to suffer from a rare brain
tumor called ATRT. For weeks leading up to the diagnosis, Liam
would get sick in the mornings. His parents, Joe and Cassie, took
him repeatedly to the pediatrician, who believed Liam had a virus.
Then one night, when Liam was inconsolable, his parents took
him to the local emergency room. “When we told them Liam’s
symptoms, they knew something was wrong,” Cassie recalled.
Within a day, Liam’s family learned he had a brain tumor
identified as ATRT.

After surgery to remove the tumor, Liam’s family turned to
St. Jude Children’s Research Hospital® for his continuing
care, which included chemotherapy, a second brain surgery
and proton beam radiation therapy.

Families never receive a hill from St. Jude for treatment, travel,
housing or food—~because all a family should worry about is
helping their child live. “Because we didn’t have to worry about
housing or medical costs, we were able to be together as a
family,” Cassie said. “There are so many things we didn’t have
to worry about. We could focus on Liam and his well-being.”

Liam is now finished with treatment and visits St. Jude for
regular checkups. He’s a loving, laid back toddler who loves
to watch TV and eat popcorn. He also likes to play with his toy
cars and try to figure out how things work.

Sponsored by:

Liam
atage 2
Ohio
& ATRT

St. Jude Children's
) Research Hospital
stjude.org/naa

Finding

en.

www.auctioneers.org — Auctioneer MAY 2015 21


www.auctioneers.org
http://stjude.org/naa

BUSINESS PRACTICES

Steve Proffitt

Steve Proffitt is
general counsel of
J. P. King Auction
Company, Inc. (www.
jpking.com). He is
also an Auctioneer
and instructor at
Mendenhall School
of Auctioneering

in High Point, N.C,,
and Reppert School
of Auctioneering

in Indiana. He
welcomes questions
from readers

about auctions

and auctioneering.
Readers’
communications
may be edited and
revised. Proffitt will
answer selected
questions, but he
cannot provide
personal answers.
His answers do

not represent

legal advice or

the formation of

an attorney-client
relationship and
readers should seek
advice from their
own attorneys on
all matters. Please
submit questions
to sproffitt@jpking.
com or c/o J. P. King
Auction Company,
Inc., 108 Fountain
Avenue, Gadsden, AL
35901.
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Watch the tape

ichard Milhous Nixon - thirty-seventh
RPresident of the United States (1969-74).

Elected to serve two terms, Nixon never
finished the second. Facing the conflagration
of the Watergate scandal, and incontrovertible
evidence of his involvement, Nixon became the
first president (only to date) to resign the nation’s
highest office. As events unfolded, the name
“Nixon” became forever linked with “taping” —
using voice recorders to secretly capture private

conversations. Ironically, it was Nixon’s own
words that proved his undoing.

Backdrop

In early 1971, the Secret Service installed a
hidden taping system in certain areas of the
White House, including the Oval Office and
Cabinet Room, plus the Old Executive Office
Building and at Camp David. Telephones that
Nixon would ordinarily use were also “tapped”
for taping his conversations. The system was
sophisticated and voice-activated to operate only
when he was present in a “bugged” area. This was
possible through its linkage with the “Presidential
Locator,” a device the Secret Service used to track
Nixon’s location within the White House.

All of this was done at Nixon’s direction. The
president was enamored with recording his
conversations, both for personal use and as an
historical record, but he didn’t originate the
concept. Franklin Roosevelt first launched taping
within the White House and every successor, up
to Nixon, followed suit, as has every president
who followed him. The surreptitious, voice-
activation aspects of Nixon’s system is what set it
apart from those used by other chief executives.

Big reveal

Alexander Butterfield was an aide to the
president who was called to testify before the
Senate Watergate Committee in July 1973. It was
Butterfield who revealed the existence of Nixon’s
extensive taping system. The information hit like
a sunburst and quickly set the stage for a major
constitutional battle between the Senate and

the president, in the former’s quest to subpoena
copies of certain tapes.
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Nixon cited executive privilege and refused to
provide the recordings. After several bruising and
very public battles, the Senate prevailed. The tapes
came to light and the conversations they held
ensnared Nixon in the scandal and helped bring
down his presidency.

Guess who?

So aside from presidents, guess who else is a
fervent fan of taping? Auctioneers. They routinely
record their most important business dealings —
the auctions they conduct. The idea is to avoid
disputes with bidders about who purchased a
given lot and for how much money.

Auctioneers typically come to embrace taping

in one of two ways. Many are taught it during
their instruction in auctioneering school. Others
get the taping bug when they hear of peers and
competitors doing it.

Like Nixon

Whenever I'm speaking to auctioneers or
teaching an auctioneering class and the topic of
taping comes up, I ask for a show of hands to see
which participants think the practice is a good
one. Every hand will be thrust into the air. That’s
when I throw in this line:

“You're right. Taping is a great idea ... just ask
President Nixon.”

The audience reaction is always the same. The
once-confident faces before me suddenly reflect
unpleasant surprise. An uncomfortable murmur
will spread across the room, as attendees whisper
about a threat they never considered. This is
where I drive my point home.

Legal bliss

“If you want to make a lawyer very happy,” I add,
“just find one who's suing an auctioneer about

an auction and tell the lawyer to demand a copy
of the tape recording of the event. The lawyer’s
initial look of puzzlement will quickly give way to
a broad grin, once you explain the auctioneer will
likely have a tape, because many routinely record
their auctions.”
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I've been involved in a number of legal cases where tapes of
auctions played a significant role. Depending upon what the
contents held, the lawyers on one side or the other were always
overjoyed to get hold of a tape. By the way, you would be amazed
at what some tapes include.

Think!

Auctioneers should think carefully about everything they do
and contemplate all facets of a practice, before simply putting it
into use. Smart businesspeople vet every policy, procedure, and
practice and don’t operate by copycatting the other guy. That
would be foolish. Just because someone else (even everyone else)
does something doesn’t make it the right thing to do. The same
applies to taping, so let’s look at the pros and cons involved with
this practice.

Rewards

The reward of taping is that the auctioneer will create a complete
and lasting record of what occurs. Better yet, the record will be
made in real time and include the actors’ exact words, as spoken
in their voices. As mentioned, this can prove which bidders
bought what lots and for how much money. The goal is to
prevent disputes and quickly solve any that might arise in favor
of the seller and auctioneer.

A tape would also include the terms of auction which would be
given at the outset of the event. The terms are what define the
contracts for sale subsequently made between the seller and

buyers, so nothing in an auction is more important. Having these

announcements made clearly, completely, and correctly, with a
record of this in the auctioneer’s own words, is invaluable.

Risks

Unfortunately, many auctioneers see nothing but a positive side
to taping. That’s just half the story. There is also a downside
which poses a threat to both auctioneers and their sellers. This
risk needs to be considered, too.

The danger that lurks within taping is that a concrete record

will be created of everything that occurs during an auction.

This could become a real problem for an auctioneer who makes
a mistake on a significant point such as: (a) the omission or
misstatement of a critical term for the auction; (b) incorrectly
announcing a sale of a reserved lot; (c) failing to comply with the
terms for an offering, etc. That tape could be used by a claimant’s
lawyer as a weapon to turn the auctioneer’s spoken words, in his
or her voice, against the auctioneer and seller. The evidentiary
power of such a tape with a judge and jurors cannot be
overstated and could be the deciding factor in a case’s outcome.

Bad idea?

So does this mean auctioneers should not tape their auctions?

No, it doesn’t. It emphasizes that auctioneers should fully
understand the practice and its possible consequences. When an
auctioneer thinks the taping issue through, it will be apparent
that there’s a lot more involved than simply turning on a recorder
and calling bids.

No blinking

Since a tape doesn’t blink and captures everything it “hears,” it
is incumbent upon an auctioneer to always speak thoughtfully
and carefully. Scripting much of what will be said, outside of the
bid-calling, is a sound approach to orchestrating correctness. As
the old adage teaches: “If you're going to do it, do it right”” There
is no room for failure in an auction of a seller’s valuable assets.

Conclusion

A tape must always be clear evidence of an auctioneer’s
compliance with all applicable law and ethical precepts. A
recording that reflects error or wrongdoing can turn into a
double-edged sword, and no auctioneer wants to be attacked
with a weapon the auctioneer created and handed to an
adversary. The easy way to avoid this is by doing everything
correctly and engraving all of that on a tape. This is the mark of a
professional. <

Cary M. Aasness
Candidate for NAA Director

o INTEGRITY
e COMMITMENT
e TRUST

* Multiple Past NAA Committee
Member; honored to have
been IAC 25th Anniversary
Committee Chairman

« State and National Speaker on Auction Industry Topics including
“Power Selling” featuring Bid Calling and Positive Attitude/
Thinking, Plus Real Estate Auctions and Auction Preparation

» Honored to have presented Seminars in Several States across
the United States and Canada

* Endorsed Member of the Minnesota, North Dakota and
Oklahoma Auctioneers Associations

* Focused, Hard Working, Caring and Energetic Mentor within
the Auction Industry
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We ask this year’s candidates for
their views in five questions.




NAA VICE PRESIDENT CANDIDATES

John Nicholls, AARE

Auctioneer magazine: What spurred your
decision to run for a position on the NAA
Board?

JN: The auction industry has been the sole source of
provision for me and my family for my entire life. There is
nothing that I could do that could adequately repay what
this amazing profession has done for me. After my three
years on the Board of Directors, the Vice Presidency is a
natural outflow for all the blessings that have been bestowed
on me by this industry and the members of the NAA.

AM: NAA put forth Pathways to 2020 a few
years ago. In your mind, what role will that
document play in NAA’s direction over the
coming years?

JN: It was my privilege to be on the Board of Directors when
this initiative was set forth, and I know firsthand the large
amount of time, effort and energy that was put in to making
this a reality. Our present and past leadership should be
applauded for sticking to the plan of providing education,
advocacy and promotion to our membership, and I look

forward to continuing to carry the torch. The Pathways to
2020 is the NAA game plan for the next several years. “You
don’t plan to fail, you fail to plan,” and with this important
initiative in place, failure is not an option.

AM: What is the best way an NAA member
can ensure they get the most out of their
membership?

JN: ENGAGE. The NAA, as with most organizations, is
what you put into it. It is not beneficial to sit back and

say “enrich me” My family, my staff and I have benefited
greatly by getting involved, meeting new people, and taking
advantage of the large amount of offerings the NAA presents
to its members. Your membership needs to be viewed like

a bank: in order to make withdrawals, you must make
deposits.

AM: How can the NAA best continue to
grow and/or maintain relevance within the
auction industry?

JN: By making as our primary goal for the members to be
the biggest and best cheerleaders for the NAA. We must sing
the praises and benefits of our association every chance we
get. We must invite Auctioneers and auction professionals
in our scope of influence to join us in the biggest and best
trade association representing the auction industry.

AM: How do you view the current climate
for the auction industry? Is it good or bad?
Is the future bright or not? Etc.

JN: The auction industry is not just alive and well, it is
thriving! We will continue to hear about auction firms
having banner years and setting sales records for many
years to come. Whether your business is breaking records
or just in its infancy, the NAA is valuable and relevant for
all. Progressive buyers and sellers are seeing the benefits of
competitive bidding. Auctions are being lauded in our mass
media. The future is bright, and there is no end in sight!
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Terri Walker, CAIl, BAS, CES

Auctioneer magazine: What spurred your
decision to run for a position on the NAA
Board?

TW: With over 30 years in the auction industry, I feel I've
gained the experience that would allow me to serve each and
every member of the NAA. During serving three years on
the board, I saw firsthand strong leadership’s importance. My
direct involvement with NAA and the Auxiliary has given
me the chance to see the need for supporting each and every
auction professional: those new in the industry and those who
have been in the industry for many years. I believe my direct
involvement with CAT has helped me realize the possibilities
for our industry through education. My years of experience
and involvement with the NAA prove I have a passion to
serve every auction professional who wants to see a better
auction industry.

AM: NAA put forth Pathways to 2020 a few
years ago. In your mind, what role will that
document play in NAA’s direction over the
coming years?

TW: Pathways to 2020 will keep our main focus on three
areas of importance: education, promotion and advocacy.
The next few years, this document will continue to improve
the auction professional by providing the latest educational
opportunities, promoting the NAA auction professional and
by giving a voice that is heard and supported. The strategies
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and goals of this document have been put together to serve
the auction professional. I am excited about the challenge of
implementing these goals. If elected, I am prepared to work
with the committees, the NAA Board and staff to see these
goals are met.

AM: What is the best way an NAA member
can ensure they get the most out of their
membership?

TW: The best way to get the most from your NAA
membership is to take advantage of all NAA has to offer.
Reading the Auctioneer magazine is a perfect way to start.
Obtaining educational designations will open doors for
learning new trends and networking with like-minded
individuals. Volunteering to serve on committees will also
give auction professionals opportunities to take advantage of
their membership. One of the best things I did after becoming
an Auctioneer was to get involved with the NAA. It is never
too late.

AM: How can the NAA best continue to
grow and/or maintain relevance within the
auction industry?

TW: The Pathways to 2020 is designed to help the NAA to
grow and maintain relevance within the auction industry.
The NAA must promote itself through trade associations that
are affiliated with our industry, state associations, auction
schools and the news media. The NAA should continue to
provide top-quality education to the auction professional and
continue to educate the public to hire an NAA Auctioneer.

AM: How do you view the current climate for
the auction industry? Is it good or bad? Is
the future bright or not? Etc.

TW: The current climate is very good. It’s an exciting time

to be a part of the NAA. We are fortunate to be able to work
in an industry that has the opportunity to help people solve
problems, entertain audiences at fundraisers, embrace the
Internet through online auctions, and be able to work with
different generations. We can sell items in person or by photo.
We can sell items quickly and, by marketing correctly, get
the highest amount an item is worth. We have knowledge on
many items and have the ability to find information when we
don’t have that knowledge. Today’s auction professional is a
wealth of knowledge, answer to a problem and a tool to raise
funds. I am proud to be an Auctioneer.
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Devin Ford, CAI, CES

Auctioneer magazine: What spurred your
decision to run for a position on the NAA
Board?

DF: I am about to complete my three-year term on the NAA
Board of Directors, and I have thoroughly enjoyed this
opportunity to serve our members! I am proud of the hard work
and accomplishments of our board and our members, and 'm
excited about the direction in which our association is headed.
During my time on the Board, I've been privileged to observe
the service of two wonderful Treasurers, Chris Pracht and Kurt
Kiefer. I have been inspired by their impact as a voting member
of the Board of Directors, member of the Executive Committee
and financial leader for NAA as well as other areas of impact.
This office is very important. It would be an honor and pleasure
to serve NAA as Treasurer.

AM: NAA put forth Pathways to 2020 a few
years ago. In your mind, what role will that
document play in NAA’s direction over the
coming years?

DF: Every great organization needs direction, a framework

to set its goals, and to measure its achievement of those goals.
Pathways to 2020 is that directional document for NAA. It is the
“meat on the bones” of the “skeleton” of our mission, vision and
policies. Pathways provides goals and strategies to achieve these
established goals. These goals and strategies are founded in our
mission and vision as an association and governed by our by-
laws and core policies. It is a flexible document in that it can be

adapted to implement new priorities and strategies.

AM: What is the best way an NAA member
can ensure they get the most out of their
membership?

DEF: The fundamental way to get the most from NAA
membership is to make a commitment to be involved in the
association and honor that commitment! I know it has been
stated to the point of cliché, but you really do get out of NAA
what you put into it. As a member, it would be a shame to

fail to take advantage of the tools for success NAA provides.
Networking, modeling, advice from auction icons, education,
promotion, advocacy, friendships, professional growth and so
many more benefits are available for members who become
involved. As an association, we are stronger when our members
share their wisdom, experience, successes and failures by
becoming actively involved!

AM: How can the NAA best continue to grow
and/or maintain relevance within the auction
industry?

DF: NAA has identified three key areas on which to focus our
efforts to not only maintain but gain relevance to our members
and our industry. They are education, promotion and advocacy.
We must be diligent and visionary in these three areas. Member
involvement will be a key ingredient in maximizing our
relevance with our limited resources. As Treasurer, I will also
be focused on keeping a healthy financial status and vision.

Our relevance as an association would be greatly threatened by
financial troubles.

AM: How do you view the current climate for
the auction industry? Is it good or bad? Is the
future bright or not?

DF: I am very excited about the current climate for our industry,
and I am confident our future is very bright. The amount of assets
sold at auction annually shows healthy growth. The popularity
of our powerful method of marketing continues to grow. New
technologies are introducing more and more consumers to
auctions. Innovative and hard-working NAA Auctioneers

are poised for great success. One of the greatest threats to

our industry is demographic. The median age for auction
professionals is much higher than most professions. We need to
focus efforts on attracting young people to our great profession.
The possibilities for young NAA Auctioneers are amazing! Its a
great time to be an Auctioneer!
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Cary Aasness

Auctioneer
magazine:
What spurred
your decision
to run for

a position

on the NAA
Board?

CA: I've put a great
deal of thought into it. I truly believe in the NAA, and I believe
in what it has done, and can do, for the Auction Professional.
I've always been, and continue to be, spurred on by my desire

to improve, along with my desire to help others improve and
develop as professionals. It’s critical to discover resources needed
to help with that development.

My involvement within the NAA has been a defining point in
creating who I am and no doubt impacted my career pathway
in many positive ways. I put a great deal of value in that.
Recognizing need, then discovering value and resources are
all critical in the advancement and sustainment of the NAA
Auctioneer in a changing industry.

AM: NAA put forth Pathways to 2020 a few
years ago. In your mind, what role will that
document play in NAA’s direction over the
coming years?

CA: I believe greatly, Critical. Technology, and, yes, with it
methodology, have come front-row center, and offer options

for use discovery for consumers, and sellers alike, this effects
marketplace. So enters Pathway to 2020, and the importance of
education, recognition of both continued and advanced advocacy,
and promotion for today’s Auctioneer. It’s critical in the ability

to compete and be relevant. In my mind, Pathways to 2020 put
forth a statement; NAA leadership recognized, put a plan in place,
showed willingness to make the statement that these new market
demands are being thought about, and with that resources are
becoming available. Consistent innovation and vibrancy is key for
sustainment, advancement and the future of NAA Auctioneers
and auction industry in general.

AM: What is the best way an NAA member
can ensure they get the most out of their
membership?
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CA: Mostly by being active and engaging. Attending Conference
and Show. Taking advantage of education and designation
opportunities, developing friendships that highlight networking
and mentorship, or maybe the high powered IAC; all help us
recognize self-improvement, the need for it, and a very valid
reason to belong. So much available for the NAA member today
just a click or contact away. Many resources are available today
for every member, but truly I believe it’s, again, engagement

that counts. We all need to look at what fits, how it benefits our
industry and how it will affect all of our futures as Auctioneers.
Get involved. I believe each member will find value; and a new or
renewed excitement for themselves as an Auctioneer.

AM: How can the NAA best continue to grow
and/or maintain relevance within the auction
industry?

CA: Leadership has been working to plan and provide
groundwork for changes within the industry. Providing
education, becoming better advocates and greater promoters for
what the NAA Professional Auctioneer represents, to recognize
the need and value of membership today; all help sustain, retain
and add growth. All are critical. Much excitement and energy
has been geared toward auctions lately, especially television
media-wise. There is great opportunity for NAA to drive that
momentum toward the curiosity the nation and world has for
auction and Auctioneers. Everyone needs to recognize first
where we are going as an industry, where we need to be, and
continue work to address these needs in a changing marketplace,
and to give relevance to “Why be a NAA Auctioneer.”

AM: How do you view the current climate for
the auction industry? Is it good or bad? Is the
future bright or not? Etc.

CA: Certainly, we live in an ever-changing climate with a
consumer convenience-driven global market. Again, I believe
it’s been driven mainly by the advancement of information,
instant availability and buying habits of the buying and selling
public alike, combined with various options of methodology
and engagement, all driven by marketplace convenience. For
us, greater options for exposure and discovery; for them, more
option availability.

I truly believe there are great opportunities today. I'm
encouraged and excited about the future for the NAA
Professional Auctioneer. It's with absolute certainty the critical
importance though, to maintain passion, attitude, adaptation
and enhancement of our professional abilities to maintain

and sustain durability, along with the vibrancy needed for the
changing marketplace, not only today, but well into the future.
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Matt Corso, CAIl, CES

Auctioneer
magazine:
What spurred
your decision
to run for a
position on the
NAA Board?

MC: It came down
to the opportunity
to give back to an association that gives so much to its members.
The NAA provides its members services at such a small cost, so it
seems only fitting to try and repay that in some way. Also, so many
members have helped me; I want the opportunity to help and
serve them.

AM: NAA put forth Pathways to 2020 a few
years ago. In your mind, what role will that
document play in NAA’s direction over the
coming years?

MC: I think the Pathways to 2020 document is great and is key to
the continued success of the NAA. It helps keep the NAA and the
board on track. No one is working on his or her own agenda, but
all are engaged working toward how to achieve common goals
over the next several years.

AM: What is the best way an NAA member
can ensure they get the most out of their
membership?

MC: Be involved. There are many great opportunities available for
education and networking, some of which come at no cost. These
events and web series are invaluable and can help anyone at any
level grow his or her business.

AM: How can the NAA best continue to grow
and/or maintain relevance within the auction
industry?

MC: Following the path of the three-legged stool will be key for
the NAA to grow and maintain relevance. Education, promotion
and advocacy all play a huge role in everyone’s business and giving
equal time and relevance to each of these is key.

AM: How do you view the current climate for
the auction industry? Is it good or bad? Is the
future bright or not? Etc.

MC: I feel like the future of the auction industry is bright. I do
believe that in order for Auctioneers and auction companies
to be successful in the future, they will need to stay current on
technology trends and also work on solid business practices.
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Will McLemore, CAI

Auctioneer
magazine:
What spurred
your decision
to run for a
position on the
NAA Board?

WM: I have invested
my time and efforts
since 2009 to make the NAA more effective. I want to continue
to serve the NAA as a Director. I believe I can represent the NAA
membership well because:

1. My unique work history gives me a great perspective on the
auction business as a whole; 2. I can apply my experience and
background to offer guidance to the NAA as its membership
faces great technological change; and, 3. My experience in
Internet only auctions is crucial at this juncture.

The auction business has been good to me and my family and I
feel a desire and an obligation to pay it forward.

AM: NAA put forth Pathways to 2020 a few
years ago. In your mind, what role will that
document play in NAA’s direction over the
coming years?

WM: The Pathways document is a wonderful framework for
translating the desires and objectives of the Board into reality. It
ensures fidelity to our long-term objectives to educate, advocate
and promote. It holds the leadership accountable. I know from
personal experience that the Pathways document has been useful
in allocating limited resources and informing decision making
over the past few years, and I expect it to continue to assist in
those processes.

I am particularly interested in seeing the Board meet the
membership goals outlined in the Pathways document. I believe
it will take a concerted effort in education, advocacy and
promotion to grow the membership. The Pathways document
will help us make strategic plans and hold ourselves accountable.

AM: What is the best way an NAA member
can ensure they get the most out of their
membership?

MAY 2015 Auctioneer www.auctioneers.org

WM: Members should: 1. Attend Conference and Show; 2.
Participate in as many of the NAAs educational offerings as their
time and finances will permit; and, 3. Make an effort to get to
know other members running similar businesses in different
areas of the country.

Conference and Show is the best venue for the interchange

of ideas about the auction business. The NAA’s educational
programs are first class. This specialized education developed
for auction professionals can’t be found elsewhere. Members

will find the curriculum and the camaraderie to be excellent.
Members are willing to share. That's one of the best things about
this business. There aren’t many of us, and being a NAA member
makes us a part of close-knit family of professionals.

AM: How can the NAA best continue to grow
and/or maintain relevance within the auction
industry?

WM: We'll grow membership when our value proposition is
compelling and well-promoted. It's going to take great execution
of the strategic plan for education, advocacy and promotions to
get there. Fortunately, membership is 100-percent measurable.

I suspect there are pools of potential members selling assets at
online only auction. They need to be involved because they are
solving problems using competitive bidding, the same thing
NAA members do every day. Contract Auctioneers may also
benefit greatly from NAA membership. In light of industry
trends, bid callers may have an interest in diversifying their
income streams. The NAA offers programs that would be helpful
for both groups, though we have not seen participation by these
groups commensurate with the opportunities on offer.

AM: How do you view the current climate for
the auction industry? Is it good or bad? Is the
future bright or not? Etc.

WM: The future of the auction industry is bright. 'm optimistic
about the growth prospects for nearly every market segment
NAA members serve.

Benefit auctions are one of the fastest-growing segments of the
business and are changing the face of fundraising for thousands
of deserving clients. Real estate Auctioneers are poised to

benefit from a period of stability following one of the most
challenging in history. Industrial and agricultural Auctioneers
are using technology to gain market efficiencies. Their businesses
will grow faster than the larger market at the expense of used
inventory dealer sales and private sales. Those focusing on

estate settlements are just beginning to oversee the largest
intergenerational transfer of wealth in the history of the world.
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Rich Schur, CAIl, BAS, MPPA

Auctioneer
magazine:
What spurred
your decision
to run for a
position on the
NAA Board?

RS: I finished my
three-year term on
the Board of Directors last year, and frankly, I feel like I have
more to accomplish. The Board has been making tremendous
progress toward our three goals of Education, Advocacy, and
Promotion. These are important tasks, and I'm proud to have
been involved in these forward-thinking decisions.

But, the work is far from done. We have set the direction, and
now we need to continue to add substance and content. There are
scores of tasks yet to be completed, and lots of decisions yet to be
made. We must invest our limited resources wisely for the benefit
of all members. 'm asking the members to vote for me so I can
continue to help guide these critical elements.

AM: NAA put forth Pathways to 2020 a few
years ago. In your mind, what role will that
document play in NAA’s direction over the
coming years?

RS: The greatest benefit of the Pathways to 2020 wasn’t necessarily
the content of the report, but what the process did for the NAA.
This forward-thinking research forced the Board and the staft to
be more proactive and start planning for the future, both near and
far. It has caused in-depth discussion and debate. It has spurred
fact and research-based decisions.

I'm sure that Pathways to 2020 won't be our last foray into
planning for the future. It is a foundational document that has led
to living, breathing results. The Board has become much more
efficient and effective because we are looking toward the future.
The Pathways document serves to keep the Board grounded in
relevant discussions and in being proactive rather than reactive.

AM: What is the best way an NAA member
can ensure they get the most out of their
membership?

RS: Each member likely needs or wants something different from
their membership. There is no “one size fits all” answer, but I feel
the Board has a responsibility to ensure there are a variety of
benefits that fit the many unique needs of the members. That might
mean education opportunities; perhaps tools and templates for
marketing their services and skills; maybe it means being able to
turn to the NAA for support with legislation that could affect them.

The first step for members to ensure they are getting the most
for their membership investment is to study the NAA site a little
and become familiar with all we offer. We can’t be all things to all
people, but we have something that will benefit every member.

AM: How can the NAA best continue to grow
and/or maintain relevance within the auction
industry?

RS: The best way to maintain and increase relevance within

the industry is to stay in touch with those who are leading the
industry on a daily basis. Though not every Auctioneer is a
member of the NAA, the NAA has members on the forefront of
every industry sector. The Board needs to continuously reach out
and communicate with these auction professionals.

We need to monitor and participate in industry-related social
media. I think it’s critical that the Board continues to have
regular conversations about recruiting different members from a
variety of business and industry backgrounds to serve on various
committees and task forces. In short, we need to make sure we
are part of the conversation, rather than just listening to the
conversation.

AM: How do you view the current climate for
the auction industry? Is it good or bad? Is the
future bright or not? Etc.

RS: I think the future is incredibly bright for the auction industry.
While there are always peaks and valleys in the business cycle, it’s
different for each sector that we serve.

The real estate and benefit auction sectors are expanding. Online
auctions are becoming increasingly more common. The media
and popular culture seems to be embracing our industry more
frequently. People are becoming more comfortable with auctions.

These are all good things. Some of the changes the future will
likely bring are heavily affected by technology, and like it or not,
our industry will need to embrace the more rapid changes in
auction-related technology. As we learn to embrace, we'll learn to
adapt and adopt, and we will solidify our future as we do.
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‘““Everyone was right -
CAIl changed my life.”

The full, new CAI curriculum has raised the program’s elite
status even higher.

By Nancy Hull Rigdon, contributor
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uctioneers returned from this year’s CAI program with

Aa renewed passion for the industry and the tools to turn
their energy into success.

“CAI was like an auctioneering rebirth for me. I feel like my

career has really only just begun,” says Bobby D. Ehlert, BAS,

who completed CAI I this year and also just won the 2015 World

Automobile Auctioneers Championship.

After 15 years as an Auctioneer, Ehlert signed up for CAI after
hearing from colleagues that the three-year educational program
would change his life. Ehlert says one of the greatest benefits of
his first one-week class was how well his class’s project aligned
with his own work. The project sparked an idea he plans to
implement in his own business, and he believes a big, positive
change will follow.

Nearly 150 students made up the 2015 CAl roster between all
three levels.

In addition, he was inspired by lessons learned from instructors,
and networking with classmates has already led to partnership
plans.

“Everyone was right — CAI truly changed my life,” he says.
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This year marked the first time the NAA was able to run the full,
new CAI curriculum in each class.

“We feel like we have a handle on a program that, instead of
being an assortment of excellent standalone classes, is one that
functions as a cohesive unit,” says Aaron Ensminger, NAA
Director of Education. “Each year builds on the next to give
our CAI students a fuller picture of exactly what success in
the auction industry entails””

Carl Gilbert completed CAI II this year and says the
relationships he’s made with his classmates have been an
invaluable asset. He’s currently going through a significant
professional transition - buying out his parents’ business. He's
grown close to three of his CAI classmates who are enduring
similar transitions.

“We all have been leaning on each other and sharing ideas,”
he says.

This year’s courses, including on human resources and
strategic business planning, were very helpful to Gilbert at
this point in his career.

“The CAI classes are excellent,” Gilbert says. “And, the
friendships you make will last a lifetime and bring mentors that
will help you throughout your career”

After completing CAI IIT this year, Amy Whistle, CAL, wishes
CAIT had a fourth year because she hated to say goodbye to her
classmates. Luckily for her, there’s Conference & Show every
year, plus she’ll see several of her CAI classmates this summer
when they come to help her with a three-day personal property
show in June.

The CAI classroom aspect has given Whistle the confidence and
knowledge she needs to grow her business from mostly on-the-
ground real estate sales to incorporate online auctions as well,
she says.

The support system her class developed in the past three years
has played an important role in her classmates’ lives.

“Several class members went through some pretty traumatic
personal events, and the sense of brotherhood and sisterhood

found in CAI really helped people in their times of need,” she says.

Whistle says she’s felt fired up about auctioneering ever since
returning from CAL

“I feel like I can take on the world and that I've got a bunch of
superheroes — my classmates - right here with me,” she says.

“I know I'm not going to retire with millions in the bank, but I
know I have a whole family of Auctioneers that will back me up
and be there for me in good times and bad times.”
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Why CAI?

Q2 What is the highest level of formal
education that you have completed?

Answered: 78 Skipped: 1

Some High
School

High School
DiplomalGED

Some College

Associates'
Degree

Bachelor's
Degree

Some Graduate
school

Masters' Degree

Doctoral Degree

0% 0% 20% 30% 40% 50% 60% 70% 80% 90% 100%

some High School 0.00%

High School D'lplomaIGED 10.26%
29.

Some College 9.49%

Associates' Degree

Bachelor's Degree 9.74%

12.82%
39.

Some Graduate School

Masters' Degree
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C&S welcome party to feature
Grammy band, other celebrities

Asleep at the Wheel will perform in
Addison for NAA members’ ) A8

welcome. NN\
\KVIONAL AUCTIONEERS ASSOCIa7sgy

Ul\lt htihi\lw £
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By James Myers, contributor

et ready for a Texas-sized welcome to the 2015
Conference & Show. This year’s welcome party will
include big food and big entertainment - all from

a venue whose owner has served barbecue on the White
House Lawn.

Eddie Deen’s Ranch in downtown Dallas (shown right)
will host the welcome party for the 66th International
Auctioneer Conference and Show at 6 p.m. on Tuesday,
July 14. Seating is limited, so get your tickets as soon as
possible. The featured entertainment, provided by United
Country and Texas Auction Academy, is Grammy Award-

Story continued on page 37...
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winning western-swing, boogie and roots-music outfit Asleep at  honoring their four decades of commitment to creating and
the Wheel. performing music.

If Eddie Deen’s name sounds familiar, it might be because Deen A complimentary shuttle will be provided from the

has catered massive events, including the opening ceremonies InterContinental Dallas Hotel. For more information about
for the newly elected President George W. Bush, three inaugural =~ Eddie Deen’s Ranch, visit www.eddiedeansranch.com. Go to
balls in Washington D.C., numerous gubernatorial events http://www.conferenceandshow.com for all other Conference
at the Texas Statehouse, and Winter Olympics events. Deen and Show information.#

also provided meals to more than 100,000 people during the
Hurricane Katrina disaster and cleanup.

Mike Jones, CAI, BAS, GPPA, is a Texas native and NAA Hall of AU CT I 0 N To P P E RS

Fame member. He’s excited to have NAA members swoop into
his state this summer and get a feel for the Lone State State. The
welcome party venue, a place he’s has worked numerous events
over the years, has the appearance of an old western town,
complete with storefronts and a jail. Jones said it’s like “stepping
back in time?”

o Bullding Quality Avctlon Toppers Since 1985 _ iy
Attendees also should keep an eye out for Texas celebrities.
. N . . . Cail Lamgi Auchionesrs for a quotal
Jones is keeping tight-lipped about who is coming to the party, 2 ﬂ 2 3 9 3 l F .| HF'
but did mention one - actor Burton Gilliam, a Dallas native 3 -274-35

known for roles in “Blazing Saddles,” “Honeymoon in Vegas,” Ta view Inventory visit Lampifuction.com & Click on Auction Equipment
“Back to the Future Part ITI” “Fletch,” and “Paper Moon.”

“Texas is known for hospitality,” Jones said. “We'll roll out the
red carpet. Between the hospitality and good Texas barbecue m% w ‘M
and a variety of other things, they’ll have a great time “ﬂﬁi] mm]
{;nlel:s s)aid 01115e ile llelarned t}}:atzzgil;héon,f Texas (a.k(.laé}Il\Iortil1 "ﬁ, come @ m ham plon
allas) would play host to the onference an ow, he
reached out to Asleep at the Wheel’s agency to attempt booking (Monduy gTuesday Sgl¥ednesday, m 225,2312015)
the band for the welcome party. 21/ Wmm (diport)lColorade

) ) . ) . ) DAYS] Do You Want to Improve Your Bid Calling?
The band is actually going to be on tour in California during the Do Better in Your Next Competition/Contest?
NAA event, but is making a special detour back to Texas for the Learn From The Clhamijpiens)
party.

“Asleep at the Wheel is quintessential Texas,” Jones said, adding
that he encourages attendees to wear their western boots and
cowboy hats to the party. “They define Texas and they’re going
to be a good fit for this venue. For this (NAA) demographic, this h
isa great band” JillMarie Wiles Shannon Mays Barbara Bonnette Amy Assiter Paul C. Behr

International International 3-Time
Champion Auctioneer Champion Auctioneer Champion Auctioneer Champion Auctioneer World Champion Auctio

The band has appeared on the popular live music television

show “Austin City Limits” and was voted by “Rolling Stone” 130KYeary)

as the best country & western band in 1977. They’ve grown il $1,495

ac'customed to being nom?n.ated for Grammys and have toured @Iﬂﬁﬂaﬂ@ﬂmm t‘(’)":ﬁ;’:ﬁ;:;:“:‘f;;

with everyone from the Dixie Chicks to Bob Dylan. ReservelYougSeatsloday! " AT ;:::stz:sbg:rr::
] is for you!

Willie Nelson fans will fondly recall a collaborative effort from i)

2009 - an album calle.d “Willie & The Whee'l,” which also earned .il World Wide College of Auctioneering

them a Grammy nomination for Best Americana Album. For More Information Call

That same year, the American Music Association honored the Sinee 7633

band with the Lifetime Achievement Award in Performance, www.worldwidecoll egeofau ctioneerin g.com
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With keen leadership and an easy style, Bob Bloomer did

education requirement.

y James Myers, contributor

-

when Bob Bloomer, CAI, passed away. Auctioneers

may not know it today, but Certified Auctioneers
Institute education requirements they must attain are in no
small part due to Bloomer’s work more than 20 years ago.

The auction industry lost a valuable asset late last year

Steve Schofield, CAI, BAS, was a CAI candidate when he met
Bloomer many years ago.

“He actually became a mentor of mine,” Schofield said. “Just
a great human being; salt-of-the-earth kind of guy. He would
help you out any way he could”

They developed a friendship that deepened when Schofield
was named to the CAI Board of Governors in 1986, two years
before Bloomer would be named president of the CAL

“We wanted to say ‘well, if the real estate industry should have
MAY 2015
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groundbreaking work that led to today’s CAIl continuing

>

continuing education, the auction industry should have it,
Schofield said.

When asked if there was any resistance to this ideology, which
today has manifested in a requirement of completing 24 hours
of continuing education every three years, Schofield lets loose
a quick laugh, “of course,” he said. “The biggest resistance was
to the continuing education requirement. He did his country
lawyer thing and got it passed.”

Bloomer’s leadership abilities were apparent as an
undergraduate at Washburn University, in Topeka, Kansas,
where he was a charter member and president of Tau Kappa
Epsilon.

He earned his law degree in 1973 from Washburn Law
School and joined a local firm. He was married that same
year to Shelley Depp Greenwood, also a lawyer. They opened
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their own firm in Osborne, Kan. Fellow Auctioneers attest to
Bloomer’s commitment as an “absolute family man” who would
always take gingerbread cookies back to his daughters in Kansas
after a CAI meeting in Indiana.

A person who can speak volumes about Bloomer’s “country
lawyer thing” is Stephen Martin, who helped design the CAI
education certification and was the default director over the first
10 years of the program.

“He had a very depreciating manner in terms of acting almost as
a small town hick,” Martin said, adding that he was anything but.
Bloomer might have worn a hat and boots, Martin said, but he
also knew how to wear the suit.

“Bob was one of the guys in the back of the room, and you would
see the light bulbs going oft,” he said of Bloomer’s first year at
CAL

Schofield also speaks highly of Bloomer’s intellectual capabilities.
“He was at an intelligence level that was above and beyond the
rest of the population,” Schofield said, “but he wasn’t the kind of
individual who would flaunt it or show it

On top of his law practice, Bloomer also had his real estate
broker’s license and his own Auctioneering business — Auction
One Inc. He went on to serve as the president of the Kansas
Auctioneer’s Association in 1987.

Despite his leadership roles, Schofield said Bloomer also did
plenty of work for industry on his own time.

“He was one of those guys in the background and did so much
for the auction industry;” Schofield said. “Twenty years removed,
and it seems like nobody knows.

“His footprint is there and we are better Auctioneers for that”

Those who knew Bloomer will recall that business wasn't the
only thing on his mind - he also had a deep love for barbecuing
and competed in barbecue contests, often earning ribbons and
trophies. The person who lit the fire under that passion was Bill
Yonce, CAL who served on the CAI board with Bloomer.

Yonce invited the Bloomer family to his home in South Carolina
years ago where he served up a pot of grits, country sausage,
chicken and ribs from his barbecue grill.

“Bob went haywire over that thing;” Yonce said of his barbecue
rig. “He measured my grill then went back and had one made ...
he thought it was the greatest thing since sliced bread”

They shared a passion for barbecue, but they also saw eye-to-eye
on education.

“That was our focus,” he said of their time on the board together.
“We realized that it had to come to pass. We had good leadership
in those days, and he was a key player. He was smart — very
much a credit to the whole program”

Ann Wood became the first executive vice president of the CAI
and Bloomer was on the committee that hired her. She fondly
recalls Bloomer’s ability to use his experiences to push the CAI
forward.

“He loved the auction industry and the CAI program,” Wood
said. “He was a humble man who doted on his family. The
auction industry benefitted greatly from his willingness to share
his expertise””

Another instance that proved Bloomer’s ability to communicate
came after a jet engine blew out over the Atlantic Ocean, halfway
between the U.S. and the U.K. Martin, Bloomer and about 40
Auctioneers were on their way to England for an institute-
sponsored study tour. The British Airways pilot announced

that theyd be turning back to Boston. Upon arrival at 1:30 a.m.,
Bloomer began making arrangements for the next day.

The next morning, the group gathered in the hotel lobby to
restart their trip to England. Bloomer looked over the revised
itinerary and assured the group they were going to have a great
day. In front of everyone, Bloomer presented Martin with a small
metal sign hed purchased in the gift shop during the wee hours
that said, “Happiness is Having a Plan B.” The sign remains on
Martin’s desk to this day.

“He just calmed everybody down with his Will Rogers sense of
humor,” Martin said. +

e
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2015 FAME

nomination form

Name of Nominee:
Residence Address:
City: State: Zip Code:

Phone Number:

State Association of Nominee:

BUSINESS INFORMATION

Name of Firm:

Position in Firm: Number of Associates or Partners in Business:

Business Address:

City: State: Zip Code:

Phone Number:

PERSONAL AND FAMILY INFORMATION

Spouse's Name:

Does spouse participate in the auction profession? O Yes O No

If yes, explain how:

Children:

Name: Age:
Name: Age:
Name: Age:
Name: Age:

Does spouse participate in the NAA Auxiliary? 0O Yes O No

Does spouse participate in the State Axiliary? O Yes O No

GENERAL PERSONAL 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?: %.
How long has the nominee been a member of the NAA?: years.

Has the nominee specialized in any particular field(s) of auctioneering? O Yes O No

If yes, what field(s)?:
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List educational background of the nominee, including offices held, current and past:

List regular auctions conducted, if any, and/or any special individual auctions conducted that brought atten-

tion and credit to the auction professional:

List at least three individuals, who have worked with the nominee or who have knowledge of the nominee's

worthiness in being considered for this award, whom the Hall of Fame Committee may contact:

Name: Contact Info:
Name: Contact Info:
Name: Contact Info:
Name: Contact Info:

Previous recipients of the NAA Hall of Fame Award have established general qualifications which they think
each nominee should possess or have shown. Please reflect your personal assessment of the nominee with
respect to: Honesty; High Ethical Standards; Willingness to Share with Others; Standing in His or Her commu-

nity; State and National Association; and Contributions to the NAA and the Auction Profession:

Nominations must be postmarked no later that June 5, 2015. Mail nomination form to:

NAA Hall of Fame Committee
c/o National Auctioneers Association
8880 Ballentine
Overland Park, Kansas 66214

Submitted by (please print):

Residence Address:

City: State: Zip Code:

Phone Number:

Nomination recommended by (State Association):
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Leaning on family

NAA members and the auction industry came through in a big
way for one of their peers after a fire.

By Sarah Bahari, contributor

Donations like these collected at CAl poured in from NAA members who wanted to support Kristie Sours Brown after a huge fire.

an ultrasound technician in 2013, she felt hopeless. GPPA certification. Immediately after, she joined the National
Auctioneers Association and started her own business, Bearfoot
Pondering her next move, Brown recalled being mesmerized asa  Enterprises, which handles auctions and personal property

When Kristie Sours Brown was laid oft from her jobas  North Carolina. Then, she traveled to Indianapolis to earn her

child attending auctions with her grandparents. appraisals.
“I had an opportunity to do something new with my life, and Finally, Brown felt she had fulfilled a lifelong dream of starting a
I decided to take it;” said Brown, of Bentonville, Virginia. “I new business.

decided to become an Auctioneer.”
Recently, however, her life was upended for a second time.

So, Brown attended Menden Hall School of Auctioneering in
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On March 16 of this year, Brown was returning home from work
in the evening when she and her son noticed smoke wafting from
the house. Her 15-year-old son called 911 while Brown ran into
the house to try to find her dogs.

Just 11 minutes later, the entire house and all belongings were
gone. Fire investigators think the blaze was caused by faulty
electric wiring.

Stunned, Brown did not know what to do.

“You are in a total fog. It's surreal,” she said. “Everything is gone.
You literally just have the clothes on your back and whatever
happened to be in your car. There are still days I think I must have
dreamt this”

Word of Brown’s ordeal spread quickly on social media and the
auctioneering community. Auctioneers across the country sent
Brown clothes, cash and gift cards. The Virginia Auctioneers
Association offered to help Brown replace her PA system,
which was destroyed in the fire, so she could continue to work.
Instructors and participants at CAI, which was meeting in
Indianapolis, began a collection and sent money and gift cards.

The list of Auctioneers who contributed is too long to name
everyone, Brown said, adding that she is especially thankful for
Brian Shafer, of West Virginia; Ruth Lind (GPPA) of Maine; Aaron
Dowell, of Towa; Rich (CAI BAS, MPPA) and Shannon Schur
(CAI BAS, GPPA) of Colorado; Rob (CAI, AARE, ATS, BAS,
CES, GPPA) and Tina (CES) Weiman, of Missouri; Michael (CAI,
AARE, BAS, CES, GPPA) and Rachel Hoffman, of Ohio; and
Wendy Lambert (BAS), of Texas.

“Ever since I became an Auctioneer, everyone has been so helpful,”
Brown said. “Whenever I had a question, people would reach out
and lend a hand. It’s Auctioneers helping Auctioneers”

But Brown said she never expected this sort of outpouring of
support.

“I was overwhelmed. I was getting messages and phone calls and
letters from all over the country;” she said. “T have learned that once
you become an Auctioneer, you become part of a big family” <

“I was overwhelmed. |
was getting messages
and phone calls and
letters from all over the
country. I have learned
that once you become
an Auctioneer, you

become part of a big

family.”

— Kristie Sours Brown, GPPA
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Mecum Houston achieves above $25M

Recent event shows healthy
supply and demand among
enthusiasts.

WALWORTH, Wis. - The Mecum Houston 2015 auction held in
mid-April was an enormous success with 645 vehicles sold of the
total 934 offered for a pronounced 70-percent sell-through rate
and $25,285,163 in total sales.

With the top 10 sales in Houston populated by a healthy mix

of pre-war classics, muscle cars from the Golden Era, as well as
representations from several other prominent categories, the
cars spoke for themselves: the market is thriving. With the near-
1,000-car lineup, Mecum’s annual Houston auction continues
to keep the pulse of the collector-car market and serves as an
excellent representation of today’s healthy supply and demand
among even the widest array of enthusiasts.

Top sales included a half-million-dollar modified Duesenberg
(Lot S92.1) and a $480,000 Plymouth Hemi Superbird (Lot
$105). In addition to those, a 2006 Ford GT Heritage Edition
(Lot S115.1) with just 13 miles on the odometer hammered at
$475,000 and a 1906 Packard S Touring (Lot S108.1), one of
just three known to exist, brought $300,000. Two 1969 Boss 429
Fastbacks (Lots S93 and S138) also gaveled in the top 10 selling
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for $262,500 and $200,000, respectively, and a highly optioned
1989 Porsche 911 Speedster (Lot S102) with just 20,790 miles
came in at a strong $225,000.

The complete top 10 sales at the Mecum Houston 2015 auction
(amounts reflect hammer prices):

1932 Duesenberg Model ] Phaeton (Lot $92.1) at $500,000
1970 Plymouth Hemi Superbird (Lot S105) at $480,000

2006 Ford GT Heritage Edition (Lot S115.1) at $475,000
1906 Packard S Touring (Lot S108.1) at $300,000

1910 Peerless Model 27 (Lot S121.1) at $275,000

1969 Ford Mustang Boss 429 Fastback (Lot F93) at $262,500
1989 Porsche 911 Speedster (Lot S102) at $225,000

1964 Chevrolet Corvette Tanker (Lot S117) at $220,000

1969 Ford Mustang Boss 429 Fastback (Lot S138) at $200,000
10. 1957 Chevrolet Bel Air Convertible (Lot S110.1) at $180,000

¥ ® N T e » =
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Chinese 6-inch vase hits

nearly $60,000

31,000 21,700

BOYNTON BEACH, Fla. - An impressive and striking Chinese
late Qing Dynasty-period carved multi-color jadeite figural
cabbage vase, 6 % inches tall and perched on a reticulated fitted
wooden base, sold for $59,520 at a Fine Decorative Arts & Estate
Jewelry Auction held April 11 by Elite Decorative Arts.

The vase was the top lot in an auction that saw 422 lots come up
for bid and grossed $325,000. Chinese jade and Tiffany jewelry
pieces were the undisputed stars of the sale, with the top 13 jade
lots accounting for over $175,000 of the gross. A standing room-
only crowd of about 150 people packed the gallery. Online bids
poured in via LiveAuctioneers.com and Invaluable.com.

“From 2000-2010 jade prices increased tenfold,” said Scott
Cieckiewicz of Elite Decorative Arts. “Although the market is
beginning to stabilize, there is still very high demand. There are
several factors taken into consideration when placing a value
on jade items - color, translucency, clarity, texture, cut, size and
weight. These fine jade carvings sold for prices that reflected
their quality”

The cabbage vase was wonderfully carved, to depict cabbage with
horse radish, pumpkins, vines with leaves, a grasshopper, worms,
a butterfly and a fly. Color-wise it was visually arresting, with
lovely natural mottled white, gem quality apple green, spinach
and russet tones throughout. The base measured two inches
high. The vase last sold at Sotheby’s in New York, in the 1970s.

The top-selling Tiffany jewelry lot was a dazzling 18kt white
gold 32-carat aquamarine and diamond ring, set with numerous
additional round cut diamonds. It slipped onto a new finger

for $8,773. Runner-up was a Schlumberger Tiffany & Co. 18kt
yellow gold floral brooch pendant featuring round-cut sapphires,
seven round cut emeralds and a round cabochon emerald
($8,470).

The second top lot of the
sale was a large Chinese
early Qing Dynasty white
He Tian jade figural floral
vase, with beautiful even
white tone throughout, 9 %
inches tall and on a wooden
base ($31,000). In third
place was a Chinese Qing
Dynasty white He Tian
covered vessel, having a figural
lotus blossom and cranes
design, white with russet
suffusions, 4 % inches tall
($21,700).

Antique Chinese teapots are
a big hit with collectors. A
stunning early Qing Dynasty
teapot with a high relief
design showing trees and rock
formations, even white tone in
color and 4 % inches tall on
a fitted wooden base, soared
to $15,730. Also, a Qing
Dynasty green jadeite
figural lotus blossoms
and lily pad teapot with
figural ducks finial to
the cover, 5 % inches
tall, made $9,300.

Chinese vases also
did well. A Qing Dynasty carved
white He Tian jade figural vase
depicting a phoenix with pine
tree and flowering branches, 7
inches tall, even white in tone and on a carved wood base, rose
to $8,773; and a Qing Dynasty Gu form vase with ribbed design,
etched archaic leaves and Chih Lung dragons with key meander
patterns, 9 % inches tall, topped out at $5,203.

59,520

An exquisitely carved Chinese early Qing Dynasty fully
reticulated oval plaque, depicting foo lions with lotus blossoms,
3 inches by 2 ¥ inches, fetched $7,440; and a Chinese early Qing
Dynasty hand-carved white He Tian jade figural Ruyi scepter
garment hook with raised figural Chih Lung dragons design and
a carved Yin-Yang symbol to verso, 5 % inches long, hit $7,130.
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Rough Riders saddle earns smooth
selling price

N
Spring is a magical time of year when everything
becomes more active, and it turns out that the bidders
at Rock Island Auction Company’s April Premiere
Firearms Auction also grew more restless with the
increased levels of sunshine.

The competition was as spirited as ever as bidding
wars seemed to break out hourly. At the end of three
exciting days filled with beautiful firearms, collectors
had won over $11.6 million of items to place in their
collections.

“This is perhaps the most well-balanced sale of every
= 1 i major collecting genre I can recall to date,” said
Wrﬁl-l 1 M! ¥ Director of Auction Services Kevin Hogan. “There
L4 ‘_ *'"'F"—_" # was a true collaboration of consignments that ranged

. from one gun family heirlooms to massive collections
- e a
- put together over decades”

BONDS
& INSURANCE

Unbeatable service and competitive
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) 877-376-8676
CO PANY Bonds Insurance
Extension 146, Stevi or sdell@ermunro.com Extension 157, Greg or gmagnus@ermunro.com
Licensed in all 50 states Extension 128, Diane or dseitz@ermunro.com
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National Auctioneers Association

46 MAY 2015 Auctioneer www.auctioneers.org


www.auctioneers.org
www.ermunro.com

SUCCESS STORIES

NETWORKING

The well-rounded nature of the auction also meant that no one
knew which item would be the next to spark the next barrage of
bids. Such action began early and often, starting with the 20th lot
of the entire auction . Lot 20 was a rare Winchester Model 70 with
a Mannlicher stock that blew past its $900 low estimate on the way
to realize $3,750. Lot 336, a one-of-a-kind, Nettleton inspected,
Colt Cavalry Model Single Action Army with marks for the U.S.
Interior Department also smashed its $14,000 estimate by selling
for $31,625.

The day was spotted with such overachievers, but as the auction
began to finish for the day, the action grew even hotter. Lot 817
carried a World War II Soviet Tula SVT-40 sniper rifle that, despite
its $1,300 estimate, would not be had for less than $3,750. Not long
after, two Randall knives in lot 903 sliced their $1,200 estimate and
achieved $3,500. Whether it was Winchesters, bronzes, knives,
military weapons, or the High Standard revolvers found in lots 925
& 926, high bids came from all angles and no one knew where they
would come from next.

Day 2 was an absolutely monster day at auction by any standard and
nearly as mixed as Day 1. High prices were achieved by Colts, U.S.
Military arms, shotguns and revolvers. The biggest battle of the day
took place over lot 1934, a first-year production Colt Python serial
#170. Bids climbed outside of the typical range for a Python as two
phone bidders squared off. With each increased bid, the auction
hall grew louder and louder with chatter and incredulous laughter,
before erupting in cheers as the coveted snake gun reached its final
price of $17,250.

Speaking of Colts, the beautiful little Paterson in lot 1093,
currently the earliest known factory engraved Colt, packed more
than a pint-sized punch when it sold for $414,000. The M1 Garand
bearing serial number 7 in lot 1631 also caused quite a stir in
the auction hall. Estimated at $30,000 - $50,000, two determined
bidders drove the price skyward, much to the delight of those

in attendance, before reaching a pinnacle of $97,750. In the
interest of brevity let us also report that sporting shotguns, like
the Parker Brothers model in lot 1760 and the Winchesters in lot
1778 were very well received as a whole, as were Colt Lightning
and Thunderer revolvers and the ample selection of Browning
Olympian Grade sporting rifles.

A historic saddle presented to Teddy Roosevelt in lot 1295 found a
new home when one lucky collector surpasses the low estimate by
over 250 percent and paid $51,750 for the privilege of adding it to

what is certainly an outstanding collection.

The day would end with a bang, when the phone bank began to
noisily buzz and more Colt Pythons began to cross the block.
Angelo Bee engraved versions in lots 1932 & 1931 were snatched
up for $8,050 and $7,475 respectively. A 1958 production Python
in lot 1936 also achieved $7,475 and over two dozen achieved
more than $3,000. It was a great way to end the auction day.

The final day of the 2015 April Premiere Auction had a lot to live

up to after the first two days. Thankfully, it had the right guns to do
it and the weekend ended in spectacular fashion. Early in the day,
a Colt Bisley Flattop Target Model in lot 3197, chambered in the
scarce .32 Colt, raised some pulses when the bids for its ownership
more than doubled its low estimate before selling at $51,750.

EXCEPTIONAL

AUCTION COMPANIES

NEED SUPER
ASSISTANTS

ASKHOW

SATELLITE PROLINK
CAN SERVEYOU

OUR CLIENTS AND
THEIR CLIENTS SUCCEED

e CALL 800-510-5465

www.SATELLITEPROLINK.com

#1 Choice for Marketing Services within the Auction Industry
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Convert the Unbelievers

Data can help focus an
advertising message so that

it speaks to the heart of a
consumer who may not have
otherwise been willing to listen.

There’s another good, underused way to spur business growth.

By Ryan George

ne of the biggest catalysts for growth across all business

sizes has been the proliferation of consumer data. This

is why so many stores and fast food restaurants give you
deals to use their scannable MVP cards.

That is how online retailers can suggest related purchases. And,
that’s how Target has gotten so good at demographic predictions
that they were able to surmise a female teenager was pregnant
before her parents knew.

Data is king. It instructs business decisions and marketing
choices. It can make advertising more effective and—just as
important—more efficient.

Advertising firms and in-house marketers have leveraged
all sorts of audience tracking statistics to better target and
communicate with prospective customers. The auction industry
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is all over the spectrum on this from: (1) bid callers guessing on
a gut feeling; to (2) Auctioneers with anecdotal impressions; to
(3) firms knowing which exact Tweet brought someone to the
bidding page of a particular lot.

On the aggregate, we are slowly getting better at getting in the
heads of those who buy and sell at our auctions.

One thing we've yet to crack is how to get in the heads of those
who don’t consider auction as a viable marketplace for what they
want to buy or a valuable marketing tool for what they want to
sell. I've seen attempts at advertising to these unbelievers range
from futile to comical. The problem is that believers talk about
what they believe with the assumption that unbelievers are
starting from the same values, concerns, and perspectives.

This isn’t exclusive to the business world.
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Organized religion and its constituents often have the same issue.  culture, business practices, and auction terms to remedy those
Much of the time, the converted group struggles to communicate — stigmas and barriers. You might lose some of your faithful. You
in appropriate, attractive ways to the secular marketplace of will definitely lose time and money—at least in the beginning.
ideas. One of the many exceptions to that might lend some You might be criticized by your peers.
insight for the auction industry.

At the same time, you might build an organization that becomes
A couple decades ago, my pastor had a conversation with a a model that others study for their own growth strategies. %
professional ethnographer who was consulting at one of our
area’s local nuclear engineering firms. The University of
Virginia consultant had been hired to identify subcultures
within the company in the process of recommending é‘l

improvements for company productivity. — -,
112 o (| SCHOOL of

That conversation led to my pastor creating a similar study 31 AUCTIONEERING
for his thesis on the way to his doctorate. For more than
a year, he studied the culture of the local unchurched and The Auction Business School

routinely interviewed multiple secularly-minded adults
from various walks of life, asking questions about what they
didn’t like about the concept of church or their past church
experiences. He learned a lot.

Educating Auctioneers Since 1921

e ——

""\..,__M_ .
Then came the hard part: making changes in his church held in Indianapolis, Indiana ) '
to reflect what he had learned. After casting the vision

for these changes, 75 percent of his friends and family in School.com 3

the assembly left the church. The logistics got harder. The
preparation and execution required more time and more

energy.

What was left of his comfortable country church became the
seeds of a church that now welcomes up to 4,000 people a q’ O T E
weekend across four services—in an area with hundreds of other

churches in the phone book. A church with limited influence
and impact became a place where unchurched people try the
church experience and where the convinced affect social justice
and evangelism literally around the globe.

Back to the auction world , where one of the questions I regularly
field is, “Where do I find more sellers or buyers?”

I usually reply, “Where do you find your current buyers or
sellers?” Finding common denominators in your current
customers and extrapolating that to other similar people is a Ready oo Serve Fou
good first step. :
The next step is approaching those who aren’t sold on auctions.
(By the way, that’s probably a majority of our culture.) This
process includes interviewing our friends, family, and social
connections—asking them what their perception of auctions

is and what they liked or disliked about any auctions they’ve /)7
experienced. Inviting honest feedback is the easy part; not <,

g 0
rebutting that feedback is harder. [COI’ SOfOrr\aa ‘G

The hardest part, though, is making changes in our company
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Auctioneer also spent time in National

Guard Reserve

Max Larry Coleman, 77, passed away on Saturday, April 4, 2015
at Clapp’s Nursing Center.

Max was a native of Guilford County, North Carolina. He

was born Sept. 3, 1937. He was a member of the National
Auctioneers Association and Auctioneer’s Association of North
Carolina. He ran an ice cream route for Guilford Dairy, was the
owner of Southeast Curb Market, Pleasant Garden Texaco, Max
Market, Max L. Coleman Wrecker Service, Daytona Pit Stop and
Action Auctions, Inc. which is still operated by his wife, Terri.

He was also a member of the National Guard Reserve.

He was preceded in death by his parents, Ostus Noah Coleman
and Lottie Clark Coleman, and two sisters, Audrey Coleman
Wood and Carolyn Dawn Coleman Hester.

Max is survived by his wife, Terri Joyce Coleman; a son, Larry
Coleman (Cheryl), of Greensboro; two daughters, Melissa
Sawyer (Scott), of Liberty, and Rebecca Shives, of Greensboro;
grandchildren and great grandchildren.

Active member was also award-winning artist

Luana Marina Rhodes, 30, of Caldwell, Texas, went to be with
her Lord on April 8, 2015.

Luana was born on Nov. 27, 1984. She graduated from Caldwell
High School in Caldwell. She will be missed by her loving
mother, Myla Luana, and stepfather, Mario Aguilar, and her twin
sons, Zach and Daniel Zacariaz.

Luana was an active member of the National Auctioneers

Association. She was a talented award-winning artist with

an impressive portfolio. She was also an avid reader. She was

a loving mother and enjoyed her time spent with the twins.

She had a beautiful smile and was loved by many. Luana

leaves behind her twin sons; brothers, Aaron and Kyle Kovar;
stepbrother, Alexander Aguilar; grandparents, Harry and Wanda
Comber; uncles, Marlon Rhodes and Gregory Comber and a
large extended family.

Auctioneer got excited about every

auction he had

Terry G. Wilkey, 61, of El Paso died at 8:25 p.m. Friday (April
10, 2015) at his residence with his family by his side.

Terry was born Aug. 29, 1953, at Camp Lejeune, N.C,, the son
of Lawrence “Gene” and Ruth Lucille Kessinger Wilkey. He
married DeLois Fever on June 7, 1975, in El Paso.

Terry was a member of the El Paso United Methodist Church.
He graduated from Reisch Auction School in August of

1974. He was a member of the Illinois State Auctioneers
Association where he was a past president and the 2004

ISAA Auctioneer Bid Calling Champion. He was a Certified
Auctioneer Institute graduate and an Accredited Auctioneer of
Real Estate Graduate. He was also a top 15 finalist in the 2005
International Auctioneer Contest. Terry was an Auctioneer for
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40 years around central Illinois.

Terry loved being an Auctioneer and got excited about every
auction he sold. He knew someone everywhere he went. He
did many benefit auctions, but the Flanagan FFA and the Salem
Boys Home were two of his favorites each year.

Terry’s wife survives along with three daughters, Molly Wilkey
and Hayley (Sean) Tibbs, both of El Paso, and Leslie (Ty)
Gimbel, of Whitestown, Ind.; four brothers, Tom (Karen), Tim
(Pam), Trent (Mary) and Troy (Annette) Wilkey, all of El Paso;
one sister, Teann (Donald) Downen, Secor; one granddaughter,
Teagan; and one grandson, Cael Tibbs. He was preceded in
death by his parents.
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Member found
auction through
family farm

Charles M. “Chuck” Pearson, 56, of rural Pontiac, Illinois,
passed away Friday, April 10, 2015 at OSF St. Francis
Medical Center in Peoria.

Chuck was born March 6, 1959, in Pontiac, Illinois, a
son of Eldon and Hope (Greenman) Pearson. Survivors
include: three brothers: James (Carine) Pearson of Ft.
Collins, Colorado; Thomas (Linda) Pearson of De Pere,
Wisconsin; and Larry (Lynda) Pearson of Mill Valley,
California; one niece and four nephews, and four great
nieces and one great nephew. Chuck was preceded in
death by his parents.

He grew up on a purebred Holstein and grain farm

in Central Illinois where his family produced many
nationally recognized animals. Being around the livestock
industry and farm auctions he got the itch to become an
Auctioneer which he followed through on in 1995.

He has had a rapid growth in his business, Pearson
Auction Company, and is associated with his business
partner Terry Wilkey, who is an Illinois Auctioneers
Association Hall of Fame member, past president of the
ISAA, and a past bid calling champion. He graduated
from the Missouri Auction School in 1995.

Chuck was a field representative for the Holstein
Association covering the southern third of Minnesota.
He worked for Country Mutual Insurance Company
in Bloomington as a Loss Control Representative,
Commercial Account Underwriter and District
Underwriter.

He was a member of National and Illinois State
Auctioneers Associations, District 4 Chairman of the
Illinois State Auctioneers Association, and a state-
approved instructor for Auctioneer continuing education
for license renewal in the states of Illinois and Wisconsin
He also served on many other local, regional and state-
level boards.

REMEMBER ...

Please help us remember those NAA
members who have positively impacted their

friends, family and industry. Send information

to publications@auctioneers.org.
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Arkansas

Lisa Michelle Owens

P.O. Box 153

Maysville, AR 72747
Imowens1128@gmail.com
(918) 529-8685

Arizona

Sean R. Hanafi

The USAuction Co.
7831 W. Flynn Ln.
Glendale, AZ 85303
Seanafi@gmail.com
602.628.1391

Florida

Dale Barger

6309 Donegal Drive
Orlando, FL 32819
dbarger@assetiqllc.com

Michael Mitchell

Mitchell’s Auctions

15409 Arabian Way
Montverde, FL 34756
www.mitchellsauctions.com
mike@mitchellsauctions.com
(352) 638-4668

Jeremy Rubinoft

Auction Packages

20801 Biscayne Blvd #407
Miami, FL 33180
www.auctionpackages.com
jeremy@auctionpackages.com
(305) 951-0686

lllinois

John Robert Wolz
GRS Auction Services
4249 Hanover Rd.
Columbia, IL 62236
www.grsauctions.com
john@grsauctions.com
(618) 939-4010

Indiana

Nicholas E. Fifer

1854 Pinelook Ct
New Haven, IN 46774

nick.fifer@gmail.com
(260) 403-7402

Lavern O. Lehman

Ideal Innovations LLC
16482 CR 18

Goshen, IN 46528
lavern@lehmansons.com
(574) 534-5558

Matt Scalf

Don Smock Auction Company
6531 S. State Rd. 13

Pendleton, IN 46064
www.dsaauctions.com
matt@dsaauctions.com

(765) 778-9277

lowa

Kurt Schade

1230 Warrior Lane
Waukee, IA 50263
kurt.schade@gmail.com
(515) 208-0757

Massachusetts
Mike Ferrigno

Surplus Solutions LLC
1250 Airport Rd

Fall River, MA 02720
http://www.ssllc.com
mike@ssllc.com

(508) 646-2744

Minnesota

Brad N. Larsen

200 Fifth Ave SE
Sleepy Eye, MN 56270
larsenbn@hotmail.com

Todd J. Whiting

Todd Whiting Auctioneer
8411 Miltona-Carlos Rd NE
Carlos, MN 56319
twhiting7879@gmail.com
(320) 766-2200

Mississippi
Cecil Jackson Rea
4916 West Madison Street

Flora, MS 39071
reaboy26@gmail.com
(601) 562-2281

Missouri

Keith M. Kramer

K&K Services

43535 Horn Hill Road
Richmond, MO 64085
(816) 776-2847

Marla Elizabeth Oglesby

Atterberry Auction & Realty Co
7912 1-70 Dr. SE

Columbia, MO 65201
www.atterberryauction.com
marlao@atterberryauction.com
(573) 474-9295

Montana

Kenneth Ray Fredericks
4944 Hesper Rd.
Billings, MT 59106
(406) 697-6886

Gene A. Meier

Blueline Auction & Appraisals
P O Box 33 2683 Hwy 191 N
Lewistown, MT 59457
gmier@midrivers.com

(406) 366-4363

New Mexico

Marcy Pompei

1604 C De Baca #B

Santa Fe, NM 87505
marcypompei@comcast.net
(505) 670-2705

New York

Mike Cody

William Kent, Inc.

P.O. Box 58

Stafford, NY 14143
williamkentinc.com
mike@williamkentinc.com
(585) 343-5449

Michael Lee DeRosa
6926 Owasco Road
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Joseph Sheehan

/ joined the
NAA to further
my career as

an Auctioneer
through
professionalism,
education and
comradeship
with my fellow

NAA members.”

Joseph Sheehan
Palmerton, Pa.
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NETWORKING

NEW MEMBERS

Auburn, NY 13021
www.michaelderosasealedbid-
auctions.com
michaelderosa@theinternatio-
nalexchange.com

(315) 406-7355

Richard John Klisiewicz, III
Auctions International Inc
11167 Big Tree Rd

East Aurora, NY 14052
www.auctionsinternational.com
rich@auctionsinternational.com
(800) 536-1401

North Carolina
Joseph T. Buie, Jr.

P J Upscale Resale

109 Jennifer Ct.
Morehead City, NC 28597
(336) 247-3127

Martin Legger
445 Hocutt Farm Drive

ANY SPOT

ﬁBluetootW

Clayton, NC 27527
martinlegger@gmail.com
(919) 607-7593

Jeftrey Taylor Nethercutt, IT
Taylor Auction Group, LLC
131 Tricia Ct.

Thomasville, NC 27360
bnethercutt21 @gmail.com
(336) 561-8151

Michael D. Ollison

476 Shotwell Rd., Ste. 102-284
Clayton, NC 27520
jloauctions@nc.rr.com
(919)223-7600

David J. Scruggs

O I West, LLC

402 Carolina Circle
Winston Salem, NC 27104
www.orglnsight.com
DJScruggs@orglnsight.com
(336) 722-9041

SYSTEMS TO COVER Small GROUPS
OR LARGE CROWDS

Oregon

Zach Fink

278 North 3rd Street
Williamsburg, OH 45176
zfink@assetigllc.com

Shawn J. Wilkinson
Auction Sales Co.
1402 US Hwy. 197
The Dalles, OR 97058
ezferrier@gmail.com
(541) 993-9259

Pennsylvania
Joseph William Sheehan
Sheehan Auction Services
431 Lehigh Ave.

Palmerton, PA 18071
www.sheehanauctionservices.
com
sheehanauctions@gmail.com
(484) 224-6334

Easy to Transport
Perfect for Voice and Music

Wirelessly Connect Multiple Speakers

Michael T. Wilson

P O Box 478 344 Valleybrook
Rd

Chester Heights, PA 19017
www.wilsonsauction.net
info@wilsonsauction.net
(610) 358-9515

Tennessee
David M. Simpson

303 W. Main St.
McMinnville, TN 37110
www.dmsimpson.com

dmsimpson@blomand.net

Texas

Dirk Van Reenen, Sr.

USA Land and Ranch

P.O. Box 3913

Amarillo, TX 79116
dirk@usalandandranch.com
(806) 346-3583

TRAVELER +v1o

ABININCEUSIVEIBATRIERYAOEERATEDIWIRELCESSISEEAKERS

°
°
¢ Multiple Mic and Music Player Options
°
°

Battery or AC Powered

Seezus atsthe
{" f;‘ri‘ri'r\’“ [’ﬁ y
%O: SSHW o

. TX sJuLy 14-18> - L. 2t

Booth 11 ).

Multiple configurations to choose from. ‘ <>
Call (:J0) =3 52)=7/7/5' to build yours! i

www.galaxyaudio.com

Transmit your
voice wirelessly

Family Owned
Since 1977

GALAXY
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NETWORKING

Virginia

Joshua Bowman Barfield

Zeb B Barfield Inc Proffessional
Auction Sales

3890 Captains Corridor
Greenbackville, VA 23356
http://www.zebsauctions.com
vabidcaller151@gmail.com
(443) 880-6012

John Henry Flick, III
Steadfast Auctions, LLC

98 Creasy Town Ln.

Bremo Bluft, VA 23022
www.steadfastauctions.com
john@steadfastauctions.com
(434) 842-2002

Ricky Gordon Weeks
P.O. Box 4

Sealston, VA 22547
(540) 287-8035

Washington

David Orace Kelly

Community Auctioneer

West Seattle

Seattle, WA 98106
www.communityauctioneer.com
communityauctioneer@gmail.
com

(206) 290-8212

Wisconsin

Craig Russell Ulberg

Craigs Auctions & Appraisal
Services

W 3970 Mitchell Rd.

Eau Claire, WI 54701
jerryandrewsauction.com
craigs_antiques@hotmail.com
(715) 456-3872

Canada

Jan De Leeuw

36037 Rq Rd. 274

Red Deer County, AB T4G 0M5
Canada
poplarfirewood@hotmail.com
(403) 227-1702

Kevin Gibson

Gibson Auction Service
P.O.Box 17

Rosedale, BC VOX 1X0 Canada
gibsonliveauction@gmail.com
(604) 300-2190

Nigeria

Ayodeji Akinso, CES
Destakin and Company Ltd
G.P.O. Box 37196

Dugbe, Ibadan Nigeria
http://www.destakin.com
deji.akinso@destakin.com

Chigbo Walter Ndubisi, CES
Willy Angel Marine Concept
33 Borno Crescent

Apapa, Lagos Nigeria
http://www.willyangel.ng.com
nosaholdingl @yahoo.com
2348033083966

Tejohun Daniel Olufemi
Tejmodern Associates

2 Majek Kemo Crescent Off
Housing Estate Rd.
Abeokuta, Ogun Nigeria
dtejohun@yahoo.com
2348035793566

Oluwarotimi Oladiran Adedeji,
CES

Property Plannet Ltd.

Suite 87, 2nd Flr., Kingsway Bldg.
51/52 Marina, Lagos Nigeria
http://www.propertyplannet.com
rotdej@gmail.com

07057770077

Arinze Chibuike Akubue, CES
Akubue Global Link Limited
Plot SP 532/537 APO Mechanic
Village FCT FCT, Abuja Nigeria
akubuearinze@gmail.com

Orishabiyi Olutoye Alabi, CES
Dawd Associates Limited
Plot 136 Alake Onile Ere Cres-

cent Gbagada, Lagos 100254
Nigeria
dawoassociates@gmail.com
2348023123065 (cell)

Oyediran Adeyeye Felix, CES
Powerex Ltd.

Plot 932A Omole Phase 2 Ikeja,
Lagos 23401 Nigeria
sunolix@gmail.com
2348023132482

Osita Chukwudozie Elvis Nwag-
bo, CES

Elcon International Agency
Limited

B5/B6 AC Harmony Line Ug-
wuagba Obosi, Anambra Nigeria

Osita Nwagbo, CES

/| joined the
NAA to acquire
the latest

osytainbiz@yahoo.com
2348034634274

Obafemi William Ogundare, CES
Obafemi Ogundare & Company
96/102 Broad St., 8th Floor Lagos
Island, Lagos Nigeria

auction skills
and enhance

femiogundare2000@yahoo.com /1) @uCtion

2348023026988 . .
business in
Ajayi Ayomide Olujimi, CES
Silverline Services Ltd.

7 Victor Masi Close Jabi Abuja Osita Nwagbo, CES
Abuja Federal Captial Ter. Nigeria Obosi, Anambra, Nigeria
ayomide.ajayi@yahoo.com

2348035525692

Nigeria.”

Giwa Moses Tunde, CES
Ganritz Property Ltd.

No 5 Akuro Close Ibadan Oyo
Nigeria
giwapastormoses@gmail.com
2348137885872
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NETWORKING SCHOOLS

Reppert reaping what it sews

School’s famous garden hoe has helped plant auction
industry’s next-generation seeds since 1921.

By Sarah Bahari, contributor

The Reppert school has trained
auction professionals since 1921.

S Every graduate of Reppert Auction School sells the
. same item - a simple garden hoe.
Purchased in 1921 at a local hardware store, Fred Reppert, founder of the school, thought
selling the hoe would be a good way to give the students real-world practice.

“This hoe has been sold thousands of times by some pretty well-known Auctioneers,” said
Reppert School of Auctioneering President Melissa Davis, who took over the school in
2011. “Everyone who comes and goes sells the famous Reppert hoe”

Blending such tradition with valuable business instruction, the Reppert school has
educated thousands of students since it opened nearly a century ago in Decatur, Indiana.
Now housed at Christy’s Auction Gallery in Indianapolis, Reppert is the country’s second-
oldest auction college.

“We focus on making sure our students understand the auction business. We want them to
go out into the business world and succeed,” said Davis, CAI, AARE, BAS. “By time they
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SCHOOLS

leave here, they have a good, well-rounded education.”

Reppert offers four sessions a year, in March, June, August
and December, and classes are capped at 50 students.

Instruction includes lessons on niche auctions, law and
ethics, marketing and advertising, appraisals and bid calling,
among other topics, Davis said. Students attend class 11
hours per day for 10 days.

“We joke that it is similar to receiving information with a
fire hose,” Davis said. “There is a lot of information handed
out over the 10-day period”

Future Auctioneers get a behind-the-scenes glimpse of a
large weekly, market-style auction run by Christy’s Auction
Gallery, and many have the opportunity to sell before a
crowd of 400 to 1,000 attendees.

Students come from across the country and several
countries, beginning at age 16, the youngest Reppert
accepts.

“We are seeing a trend of students coming in younger

and younger,” Davis said. “Kids now have grown up with
auctions. They understand the auction method of marketing
and have seen the success of sites like eBay””

AUCTION SCHOOLS!

A team of about 30 instructors include past International
Auctioneer Champions, college professors, area attorneys
and Hall of Fame members, Davis said, providing students
with a wide range of practical business knowledge.

Reppert also offers continuing education courses and
seminars in personal property identification, online auctions
and bid calling.

Social media helps graduates of the school stay in touch and
create valuable networks, she added.

Notable alumni include Leroy Van Dyke, country music
singer best known for “The Auctioneer;” Darren Julien,
Auctioneer to celebrities; Greg Rice, 1996 IAC champion;
Megan Niedens, 2013 IAC champion; Camille Booker, 2011
IAC champion; and Johnna Wells, 2005 IAC champion.

Also, C.B. Drake, who graduated in Reppert’s first ever

class in 1921, went on to serve as President of the National
Auctioneers Association and started one of the country’s
first automobile auctions; and Guy Pettit, who graduated in
the first graduating class, was inducted into the Hall of Fame
in 1963. ¢

Ohio Auction School

The most recent class to graduate from the
Ohio Auction School marked a benchmark

15th anniversary for the institution. The class
consisted of students from Florida, Indiana,
New York, Ohio and Pennsylvania. The school is
located in Groveport, Ohio.

Send your class graduation high-resolution photos and cutline information

(class size, graduation dates, states represented and names) to:
publications@auctioneers.org.

Note: Cutline information will be included only as space provides.
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COMMITMENT.

David P. Ackel

Paul D. Adams, CAI

Bill Allen

Thomas J. Amenta

Leslie Stanley Angles

David A. Bambeck

Wayne Bancroft

David M. Barber

Fred A. Barck

Larry Batton, GPPA

Halie K. Behr, BAS

Benny A. Bell, ATS

Bobby Bennett

William Vaughn Benton, Jr.

Leslie Erick Berdal

William Nathan Bering, Jr.

Russell Berning

Tom D. Berry

Gwyn Besner, CAI, AARE

Larry Bickford

C.M. “Tad” Bickley, CAI

Justin Wayne Biesheuvel

Dennis L. Biliske

Michael C. Bleisch

Xiomara Ydalia Bonnet

Timothy M. Bowers

Gina Boyleston

John Brazle

Gwen C. Bryant, CAI, AARE, CES, GPPA

Terry Bryant

Kevin P. Bunte, CAI

Phil T. Burleson

Jerry W. Casteel

Isadore M. Chait

Jared R. Chambers, BAS, GPPA

Chad A. Cheek

Nicholas P. Clark

Jimmie Dean Coffey, CAI, AARE, ATS, BAS,
CES, MPPA

Nicholas A. Cole, CES

James W. Comly, CAI

James H. Cooper, GPPA

Joseph A. Cooper, CAI

Karin A. Costa, ATS, CES

Dean T. Crownover, BAS

Brian Kent Curless

Louis M. Dakil

George A. Daniel, CAI

Tony Deloache, CAI

MAY 2015 Auctioneer www.auctioneers.org

Montie Desai

Michael E Dilliard

Enrico E DiMattia, AARE

Walter B. Dobbins

Larry E. Downs

Donald Ray Dukes, Sr.

Joseph P. Durham, CAI

Dwight E. Dyer

Thomas Gill Eaves

Melanie G. Eifling, BAS

Mark Euton

Roger D. Farley

Gary L. Fernau, CAI

Manuel Fonseca

Harold Arthur Foster, GPPA

Randall Ralph Fragodt

Dale E Fulk, CAI

Tony M. Furr

Samuel Furrow, CAI

Erich Emil Gabriel

Thomas Gagliardi, Jr.

Ryan George

Michael D. Gerlach, CAI, ATS

W. Mark Gesch, CES

Marc A. Geyer, CAI, AARE, BAS, CES, GPPA

John E. Gokey, CES

Gary M. Goldsmith, CAI, CES, MPPA

Loy D. Gooszen, CAI

Barry E Gordon, CAI, AARE, CES

Susanna Elizabeth Grobler, CAI, AARE, ATS,
BAS, CES, GPPA

Dennis Guidice

Kelly Hagen, AARE

William R. Hall, CAI, AARE

Gregory Hallgren

John C. Hamblin

Rolland R. Hannam

Gregory J. Harelson, AARE

Dodie D. Hart, CES

Richard Hart, CAL BAS, GPPA

Robert C. Hart, CAI, ATS

Bob Harty

Raymond D. Hartzell

Richard M. Hartzell

Jillian E. Harvey

Donald L. Hazlett

Jason Michael Henning

Rudolf Herbst

Joseph A. Herr, CAI, AARE

for renewing your membership with NAA!

Lyle Hopkins

T. Lance Hotchkiss, GPPA
Steven Hunt, CAI, AARE, GPPA
Arden C. Jackson

Timothy N. Jennings

Junius F. Johnson, Jr., ATS

Rod Johnson, BAS

Thomas C. Jordan, CAI, AARE, ATS, CES, MPPA

Darren C. Julien
Stephen Karbelk, CAI, AARE
Andy Scott Keller

Adam Kirsch

Kaija L. Kokesh

Michael J. Koons, CAI
Roger E. Koons, CAI
Ray Krakowski, GPPA
Arthur I. Kravetz

Brad Allen LaChapelle
Maddison D. Lake

James O. Landis

Mickey Lapp, CAI
Sanford G. Leaman
Kerry D. Lenhart
Dwayne Leslie

David Levy, CAI, AARE
Tan M. Liebgott

T. Randolph Ligon, CAL BAS, CES
Thomas J. Lindsay, CAI
Thomas M. Lindsay, CAI
Gary A. Littrel

Scott Lonkart

Jeftrey L. Luggen

Cathy L. MacPherson
Megan R. Mahn Miller, GPPA
Larry Makowski, CAI, AARE, CES
Linda Makowski

Bob L. Manning, CAI
Curt Marshall

Murray McCandless
Aaron McColm
Suzanne McKee

Josh McKinley

Pam McKissick, CAI
David P. Meyers, GPPA
Heidi Miller

Timothy P. Miller

Mike Mitchell

Hunter B. Morris

Brent Murdoch, CAI
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Earl R. Musick, CAI

Kyle Steven Musick

Timothy H. Narhi, CAI, CES, GPPA

David W. Nelson

Toby W. Neverett

Robert George Nieto

Courtney A. Nitz-Mensik, CAI

Martin Nolan

Matt David Oakes

Jeff Oberling, CAI, AARE

Maxine O’Brien

Randy H. Owen

Wayne Pagel, CAI, AARE, CES,
GPPA

Rodger Paisley, CAI, GPPA

Walter E. Partridge, BAS

John L. Payne, CAI, AARE, CES

R. Dal Payne

Rich A. Penn

Timothy Peters

Scott L. Pinson

Steve Pitzer

Robert E. Quillen

Paul Ramirez

Patricia Ranft

Richard D. Ranft, CAI, AARE, GPPA

Shane Ratliff

Lowell Rau

Jodi K. Reynolds, CAI

Pete E. Richardson

Shad T. Ridenour, CAI

Dennis D. Ridgeway

Amon Ringemann

Todd Robertson

Jay W. Romine

Jason R. Roske

C. Randolph Ruby

Barbara Ruhter

Abagail L. Schmid

Jason J. Schneider

Mark G. Schroeder, CAI, BAS, CES

Kenny Schum, CAI

J. Kent Scott

Jodi Lashae Seaver

Robert J. Sevick, CAI, GPPA

Jeffrey D. Shedden

Leroy Shoop

Krista Shuman

Scott H. Shuman, CAI

Andrew James Sichting

Jim Simpson

Douglas B. Sinclair, CAI, AARE,
GPPA

Edward E. Smith

Kenneth Snider

Cindy L. Soltis-Stroud, CAIL BAS

Eddie L. Stamper

Mary N. Staples, BAS, CES

Robert S. Stewart, Jr.

Alfred T. Stone

Kelly D. Strauss

Don W. Streeper, BAS

Rick D. Stroud, CAI, BAS
Tim Stuart, CAI

Mike Suggs

Bruce E. Sutter

Andrew J. Suvar

Glenn Sweeney, CES, GPPA
Mark A. Sypherd, CAI
Nevin E. Tasto

Gerard Thibodeaux

Wayne D. Thorn

Toney C. Thornhill, BAS
Jim E. Thorpe, GPPA

John S. Thorpe, BAS, CES
Tom L. Travis

Dennis A. Turmon

Neal Van De Ree

Connie L. Waddell, BAS
Thomas A. Wade, CES, GPPA
Carol T. Wagenson

Daniel Walsh, BAS

Michael C. Walters, CAI

Jim Ware

Kenneth Harold Warner, I11
David E. Warren

Gregory L. Weaver, CAI
David T. Webb

Delma L. Webb

Robert M. Weiman, CAI, CES
Rob Weisberg

Wayne A. Weishaar

Philip R. Weiss

David Lee Wesely

Nathan S. Weyenberg

Mark Whalen

Michael C. Whalen

Ed Wheaton

Scott White

Beverly Wiggins, AARE
JillMarie S. Wiles, CAI, BAS
R. C. Wiley, CAI

Mark E. Williams, CES
Mary A. Williams

Sam Williamson, CAI, AARE, GPPA
Brian L. Wolfsohn

Mike Workman

Marvin D. Yeaman, CAI
Gerald Zimmer
Christopher G. Zydowicz, GPPA

¢. CUS business systems
. o v
The Auctlon Industry

Software Authority
For 30 Years

= e M ]'.:
.III. “

info@cus.com * 954680 GEA5"

, Fellowship of Christian
Auctioneers International

Join US In Serving Christ!

Care packages sent to

deployed troops (call us with your soldier’s address).
Memorials made to Gideons when an auctioneer goes
to be with the Lord. Get well cards sent. Participation

in State & National Conventions.
— Supports Israel! —

Be sure and check out our Prayer Request & Praise
Report Forum. Check out our website at www.fcai.org
www.facebook.com/Christianauctioneers

FCAI has these items available:

Pins: $3 each, 2 for $5

Caps: $15.00

Mugs: $12.50

T-Shirts: S-X1 $12.50, 2XL $14.50

For Prayer requests or more information, contact:
Joseph Joyner @ 757-478-9630
or auctionsbyjoe@cox.net
Alvin Kaddatz @ 254-582-3000
or akaddatz@yahoo.com

May God Bless You & Keep You
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NETWORKING NEW DESIGNATIONS

CONGRATULATIONS!

NAA Designations earned:
March 2015

ATS

Bud Blinick, AARE e Junius Johnson

BAS

Tim Luke, MPPA « Toney Thornhill « Ron Rhoden « Greg Strahm

CES

Olukoya Abiodun « Arinze Akubue « Wilfred Chinagorom e Osita Nwago « Godwin
Ikpeekhai « Oladiran Adedeji o Ajayi Olujimi « Giwa Tunde « William Ogundare «
Ovyediran Adeyeye » Chigbo Ndubisi « Akinso Ayodeji e Tejohun Olufemi « Rafiu Abass

GPPA

Wanda Soler-Comber « Brent Winecoff « Kurt Coffman « Mark Bisch « Myron Curtis e
Kimberly Hemingway ¢ Lynne Wicker

l% f—ﬂ'.rs Ebenelit @

AT TP ST WPy certified estate specialist

EARN YOUR DESIGNATION!

Check out the Education Calendar for upcoming NAA education opportunities. You can
also visit the full education calendar on the NAA website at www.auctioneers.org/

education-calendar.
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NATIONAL AUCTIONEERS ASSOCIATION

EDUCATION CALENDAR

. - 1 'l L A . - - l- .
Addlson ﬁx@s In’rerConhnen’roI Dollos o,el =18,

I;.‘ .ﬂ o . ‘I’:_, 1‘- .

Regls’rro’rlon Opens March 3rd, 2015 Train The Trainer ¢ July 12-14
AARE ¢ July 12-14 BAS ¢ July 12-14
ATS ¢ July 14-18 CES ¢ July 12-14
Interpersonal Communications for Auction Professionals e July 12-12
USPAP (15hr) « July 12-13 USPAP (7hr Update) » July 14

BENEFIT AUCTION SUMMIT

New Orleans, Louisiana ¢ Hilton French Quarter - September 13-15, 2015

BENEFIT AUCTIONEER SPECIALIST

Colorado ¢ TBD - October 5-7, 2015

ACTION TECHNOLOGY SPECIALIST

Wisconsin ® TBD - November 2-4, 2015

ACCREDITED AUCTIONEER REAL ESTATE

Ohio * TBD -November 22-24, 2015

DESIGNATION ACADEMY

Las Vegas, Nevada ¢ Bally's Hotel & Casino - December 6-12, 2015

note that the information above is subject to change as events approach. This calendar will be updated as information becomes available.
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NETWORKING FILLER WORDS

PAGE “As Auctioneers, we make our money with our bodies and our voices, and if we don’t
1 3 take care of ourselves, we’re not going to have longevity.”

Darron Meares, CAl, BAS, MPPA
Meares Auction Group
Pelzer, South Carolina

PAGE “Texasis known for hospitality. We’ll roll out the red carpet. Between the hospitality
3 7 and good Texas barbecue and a variety of other things, they’ll have a great time.”

Mike Jones, CAIl, BAS, GPPA
United Country Auction Services
Dallas, Texas

PAGE "/ have learned that once you become an Auctioneer, you become part of a big family.”

4 3 Kristie Sours Brown

Bearfoot Enterprises

Bentonville, Virginia

JAANOIUINIDRTIEN : | Ko 1 of

o Morgan Hopson was honored with the Pat Massart Award at the
Certified Auctioneers Institute (CAI) in Bloomington, Ind., Sunday,
March 23. The Pat Massart Award, named in honor of the late National
Auctioneers Association (NAA) Hall of Fame member, is given each
year to the CAI student with the best auction proposal. Hopson was
selected out of 50 other students to take this year’s honor.

o An April 14 sale of six Indiana farms owned by Morgan Foods
attracted a crowd of approximately 140 - including 84 registered bidders
- and resulted in the sale of all of the properties for a total 0£$7,061,000.
Schrader Real Estate and Auction Company marketed the property
and managed the auction.

o United Country Auction Services President Mike Jones conducted
' the live auction at the Live Big Benefit for Cancer Support Community
Morgan Hopson (right) receives the Pat Massart North Texas Wednesday, April 8. The event took place at the new

:"A"aRr: from NAA Auxiliary Chair Traci Dower, CAl, Nebraska Furniture Mart — only one of four locations in the U.S. - in

Colony, Texas. “It was a pleasure to act as the professional Auctioneer for
this event and to have United Country Auction Services be selected as
the auction company partner of choice to work with Mr. Warren Buffett
to raise funds for Cancer Community Support North Texas and in opening Nebraska Furniture Mart — Texas, now the Nation’s
Largest Furniture Store,” Jones said.
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FILLER WORDS NETWORKING

MEMBERS’ CORNER

A lady, her ring, and two-
plus decades...

Here’s a crazy story as last month, NAA member Sarah Shafer saw a class ring
among jewelry lots to be auctioned at one of her sales. She decided to buy the
ring and then located the person whose name was engraved on the inside.
After a few weeks of searching through Facebook, the woman was contacted
through a mutual friend.

The woman was able to describe the ring in detail despite not seeing it for more
than 20 years.

She explained to Shafer that she had planned to give the ring to her boyfriend
decades ago, and that she would still go ahead and give it to him now as she
had married him and was still with him. A nice aside to the story: the ring
looked exactly as the woman had remembered it with no wear.

The photo shows the lady and her long-lost ring.

Turning Bidders Into Buyers
_m_ for more than 45 Years!

We invite you to partner with us! Call now to discuss co-brokering opportunies.

A\

REO

Residential
Commercial Atlanta Dallas
HudsonMarshall.com HudsonAndMarshall.com
Land 800.841.9400 800.441.9401
=Ei=d
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INCREASE
SALES

Auction professionals who accept credit cards
get a reported in greater gross receipts

NO MONTHLY FEES | NO STATEMENT FEES | NO SETUP FEES | 1.67% DISCOUNT RATE

COMPATIBLE WITH
MAJOR AUCTION
SOFTWARE

I.D

WORKS WITH
ALL SMART
PHONES

= o
'\ INCLUDES
® O PREMIERE
-
SERVICE
Log on to www.auctioneers.org to learn more

about this exciting program and sign up today!
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Want to advertise in Auctioneer?
Contact: Kari Preston
(913) 563-5421

kpreston@auctioneers.org
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J

AUCTION SCHOOL
GREENVILLE, SC

4 Terms Per Year
800-689-5654 or 864-444-1321
Southeastern School of

Auctioneering
www.SSAuctioneering.info

Haul Your Auction Podium

In Your Car
« Large and small collapsable Podiums to choose from.
« New Ultra Lite Podium, weighing 62 pounds,
olds up in 62 seconds,
«Haul it in your 1962 Sedan.

Mention this ad before the end of this month
and ask for your FREE GIFT.

Yoder Bros Portable Auction
Podiums

Ph. 260-768-8007ext 2
info@auctionpodiums.com

See Videos * www.auctionpodiums.com
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Advertising
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863-648-2914

art@hyper-graphics.com 4 hyper-graphics.com

Saving You iz Dur Business

, design
development
photography
copywriting

communications

illumoscommunications.com
a creative collaborative for small businesses

EXCEPTIONAL AUCTION COMPAN'ES
NEED SUPER ASSISTANTS

= ASKHOW

SATELLITE PROLINK mrf
CAN SERVE YOU A

{
b
800-510-5465 www.SATELLITEPROLINK.con

~

¢, # Lands of America-

#1in Rural Real Estate Online

Market your Land Auctions on
the Site Land Buyers Prefer.
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jpeterson@auctioneers.org
Administrative Assistant/

Project Manager

Susan Geren
(913) 563-5438
sgeren@auctioneers.org

Accounting
Director of Finance &
Administrative Services
Rhonda Truitt
(913) 563-5422
rtruitt@auctioneers.org
Accounting Associate
Ruth Richardson
(913) 563-5435
rrichardson@auctioneers.org
Accounting Associate
Carol Bond
(913) 563-5434
cbond@auctioneers.org

Membership
Membership Specialist
Heather Rempe
(913) 563-5425
hrempe@auctioneers.org

Brandi McGrath Kong
(913) 563-5429
bmcgrath@auctioneers.org
Membership Assistnat
Angela Carvalho
(913) 563-5420
acarvalho@auctioneers.org
Education
Director of Education
Aaron Ensminger
(913) 563-5426
aensminger@auctioneers.org
NAF Administrator &
NAA Education
Program Specialist
Lois Zielinski
(913) 563-5428
|zielinski@auctioneers.org
Education Coordinator
Kerry Boydstun
(913) 563-5432
kboydstun@auctioneers.org

Publications
Director of Publications
& Trade Show
Curtis Kitchen
(913) 563-5424
ckitchen@auctioneers.org
Web Developer
Sean Morelli
(913) 563-5430
smorelli@auctioneers.org
Marketing & Sales
Coordinator

(" NAA STAFF )

Membership Projects Specialist
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NAA Board of Directors
2014-2015

Officers
President
Tom Saturley, CAI
(207) 775-4300
tsaturley@tranzon.com

Vice President
Spanky Assiter, CAl, AARE
(806) 655-3900
spanky@assiter.com
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jcpracht@aol.com
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Chief Executive Officer
Hannes Combest, CAE
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Directors
Terms expiring 2015
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Darron J. Meares, CAl,
BAS, MPPA
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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 adver-
tisements. Inclusion of advertisements should not be interpreted as an endorsement by the National Auctioneers Association or Auctioneer of any product or service
offered through the advertisement program. The NAA and Auctioneer encourage you to investigate companies before doing business with them. Furthermore, Auction-
eer is designed to provide information of general interest to Auctioneers. The reader’s use of any information in this publication is voluntary and within the control and
discretion of the reader. Finally, the NAA does not mediate disagreements that may arise between buyers and advertisers
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NAA Director of Education Aaron Ensminger recently visited a local first-grade class
to teach the children about the auction method of marketing and the NAA.

While we're sad to report there is no video evidence of his performance, Ensminger’s
bid-calling demonstration and exercise with the kids left quite the impression,
apparently. Several first-graders made thank-you cards that reference how much they
wanted to become an Auctioneer because they liked how fast they talked.

Way to go, Aaron!

#buildthatbrandloyalty
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UnlteJ Country Auctlon Serwces the natlon s largest integrated auction
and traditional real estate company - and the Texas Auction Academy

INVITE YOU 10 A SIAR-STUDDED 1EXAS PARIY!

TUESDAY, JULY 14 «,+.cc.y <« 6 PM

Eddie Deen’s Ranch, 944 South Lamar Street, Dallas, TX

Parking is limited. Free shuttles available from the InterContinental Hotel.

In celebration of our eight-year anniversary, United Country
Auction Services - in conjunction with the Texas Auction Academy
- are proud to provide your evening'’s entertainment for the official
NAA Conference & Show Welcome Party: nine-time Grammy
winners Ray Benson and Asleep at the Wheel!

Visit ConferenceAndShow.com for general NAA Welcome Party
information and checkout UnitedCountryNAAEvents.com for
more information about the evening's special appearances and
opportunities for giveaways. Don’t forget to stop by our booth
located at 4 and 5 for a giveaway drawing each day at 2 PM.

NAA WE CAN'T WAIT 10 SIT YOU THERE!

fﬁg Contact us for more information
uctioneer

about joining our global network.

800-444-5044
Auctions@UnitedCountry.com

SPECIAL APPEARANCE

and photo opportunities with
2 Burton Gilliam, star of Blazing Saddles
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