
NOVEMBER 2017  The official publication of the National Auctioneers Association

COVER I NAA magazine wins 2 platinums, gold in national competition!

ALSO INSIDE:

I    How an #NAAPro overcame 
effects of stroke with his 
chant

I    ATF official says Bureau wants 
to shed its secretive label with 
auction professionals

I    NAA pledges new $500,000 
commitment with St. Jude

Honors won in 2017 
make 11 awards in the 
past four years for NAA 
members' magazine. pg. 30

PLATINUM! 

page 46



http://AuctionTime.com


http://AuctionFlex.com


4     NOVEMBER 2017      Auctioneer     www.auctioneers.org

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

Scott H. Shuman, CAI
NAA President

National Auctioneers 
Association President Scott 
H. Shuman, CAI, is a partner 
and Auctioneer for Hall and 
Hall Auctions. He has more 
than 31 years of auction 
experience after attending 
auction school in 1986 and 
opening an auction firm 
shortly thereafter.  

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

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

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

It has been a great couple of months serving as 
your president for the NAA Board of Directors. 
Last month, I posted on Facebook that I am 

so excited about everything happening with NAA 
right now. That excitement continues and increases 
as the Board continued its work during the fall 
Board meeting.

We are working hard to find out about our 
members. In September, more than 400 of you 
participated in a survey that we conducted about 
membership. Two weeks later, more than 300 of 
you participated in a survey about education. In 
early October, the Board discussed the results of 
these two surveys and realized that a lot of what we 
learned underscores the importance of what we are 
currently doing. 

It also showed me that we have a long way to go. We 
have a membership with a diverse set of needs and 
requests. We have individuals who are straight out 
of auction school, looking for tools and templates 
that will help get their business started. We also have 
individuals who are well settled into their career 
that may be thinking about their next business 
transition – how to continue to grow that business – 
or conversely, how can I sell my business?

A few days after the Board meeting concluded, 
more than 330 of you finished up the survey 
campaign by giving us your thoughts regarding 
NAA Communications. Trust me, we will read 
every word of that survey as well. 

Your Board wants to make NAA an organization 
that will provide you the information and tools 
you need to be successful in your business. We are 
talking about the priorities we need to accomplish 
during 2018, which is only weeks away (hard to 
believe, but true). And as much as we would like 
to accomplish everything on our list, we are still a 
small organization with limited resources.

What this means is, it is important to think about 
things we can do that will help us achieve our 
vision more quickly (ensuring that our members 
are the preferred auction professionals used in the 
marketplace). In order for us to continue, we need 
people who will help us be strategic, who can listen 
to the membership and help us communicate what 
we are doing and why.

This year, you will have the opportunity to elect 
two new Board members and a person to sit as 
Vice President. These positions are critical and in 
the December/January issue of Auctioneer, you 
will find the application to submit. There are three 
qualifications: Be a member for three consistent 
years; be a member of a NAA committee or task 
force; and have CAI or take the Leadership class. 

Why do we have qualifications? We need people 
who understand NAA, who understand the 
diversity of thoughts that exist in this organization 
and who understand what their responsibility is as 
a leader. 

And, we need people who are excited about the 
direction that NAA is headed. You don’t have to 
agree with everything the Board has directed, but 
we need people who aren’t afraid to speak up, who 
are solution providers, and who can help always 
steer this great organization into a place of success. 

Help us with this journey. Look in December for 
both a summary on the surveys and the application 
for Board positions. Think now about what you 
could bring to the table for the Board and how 
you can help guide this great organization towards 
success. 

It starts with understanding what is happening 
currently. Check out pages 6-7 to see what the 
Board is talking about now and to read the 
proposed revisions to the NAA Code of Ethics and 
the NAA Bylaws.

You are excited and passionate about NAA. I see it 
in your social media comments and hear it when 
I have the opportunity to speak with you. Let’s use 
your excitement and mine, and let’s together build 
the future of NAA! 

Looking forward to serving with you … and the 
chant goes on!

Use your passion and help build NAA

www.auctioneers.org
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At its October meeting, the NAA Board of Directors 
reviewed proposed recommendations made by the 
Governance Committee to the NAA Bylaws and NAA 

Code of Ethics.

The changes, which are being posted for member review, are as 
follows (the sidebar outlines the revisions through the use of the 
strikeout and underlining method):

Code of Ethics

All recommendations apply to the Procedure for Grievance 
Against the Code of Ethics: 

In paragraph four, including the following statement allows 
for the person who the Grievance Committee has found 
guilty to have a hearing with the Board and a pre-hearing 
conference to discuss the charge and recommended penalty.

The revisions in paragraph six expand the types of discipline 
that the Board can make.

NAA Bylaws

The Board accepted the Governance Committee’s 
recommendation for Article II: Membership (4) Vote.  The 
revisions will allow electronic as well as paper ballots in the 
election.

In another action, the Board has asked that staff distribute a 
Request for Proposal to various online voting platform providers 
to see if this is something that should be considered for NAA 
elections.

In Article XII: Committees (2), the Board is reviewing the 
feasibility of changing the name of the Nominating Committee to 
the Candidate Review Committee.  The Governance Committee 
recommended this change to more accurately reflect the title of 
what this committee’s responsibilities are: not to nominate but to 
review the credentials. Candidates may still run if they meet the 
qualifications set out in the bylaws and apply by March 1 even if 
they do not meet the standards set out by the Candidate Review 
Committee.

In addition, the Candidate Review Committee will vet all 
candidates’ credentials and will now be able to endorse up to 
THREE (previously two) candidates per position.  So, for the 2018 
election, the Committee will be able to endorse three candidates 
for vice president and six candidates for the two Board positions.  
The Board increased the number of candidates in order to allow 
the membership more options on its ballots.

Also, in Article XII: Committees (5) Promotions and (6) 
Advocacy, changes are being proposed that detail the composition 
of these two committees.

In other actions, the Board reversed its decision not to announce 
the vote totals in the annual meeting; individual vote totals will be 
announced in 2018.

The Board also created a committee on Cyber Security issues 
and charged it with the following: creating and maintaining a 
self-assessment for NAA members regarding cyber issues within 
the auction industry and working with the Education Institute 
Trustees on ways to integrate this topic into the NAA education 
curriculum. v

NAA Board reviews proposed 
recommendations to Bylaws, Code of Ethics
The proposed changes come from the Governance Committee 
and are posted for member review.
By NAA Staff

www.auctioneers.org
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National Auctioneers Association  
Bylaws Proposed Revisions 
Article II - Membership

1. Vote.  All members in good standing are eligible to vote in the annual meeting and 
in any special meeting either in person or by absentee ballot.  Elections for the Board 
and its officers will be held at the annual meeting.  

If a member in good standing will not be able to attend the annual meeting, they may 
obtain a ballot. Ballots must be received at the NAA Headquarters at the stated date 
10 days prior to the annual meeting. Return envelopes must contain an individual’s 
name and member number in order to be valid.

Article XII - Committees

1. Executive Committee. The Executive Committee shall be comprised of the 
Chairman of the Board, President, Vice President; and Treasurer of the NAA Board 
of Directors, and the Chief Executive Officer. The Executive Committee is responsible 
for ensuring the CEO is appropriately managing the daily operations of the organiza-
tion and the Executive Committee shall review all fiscal policies and procedures for 
the NAA. Except as limited by law and by the NAA Bylaws, the Executive Committee 
shall exercise the oversight powers and authority of the Board of Directors when the 
Board of Directors is not in session. In addition, the Executive Committee shall serve 
as the Grievance Committee. All official actions of the Executive Committee shall be 
reported to the Board of Directors at its succeeding meeting. 

2. Nominating Committee.  Candidate Review Committee. The Chairman of the 
Board, subject to the approval of the Board of Directors, shall appoint a Nominating 
Committee Candidate Review Committee, the members of which shall serve for 
one (1) year or until their successors are appointed and qualified. The Nominiting 
Committee Candidate Review Committee will consist of the Chairman of the Board, 
the President, the Representative to the Board from the National Auctioneers Foun-
dation, the chair of the Education Institute Trustees and a member leader from a state 
association.  In those instances where the designee is a candidate, the Chairman will 
appoint another member from that representative body. They will be responsible to:

• Work with the Board to identify the optimal Board matrix based on the 
   strengths and needs of the Board (including the need for diversity as defined 
   by the organization).
• Screen candidates’ eligibility and assess qualifications for service.
• Recommend up to two (2) three (3) nominations for each vacancy.

Nominations from the membership for Association positions must be submitted to 
the Association headquarters office on or before March 1 of each year for the election 
at the annual meeting.  Members who are not recommended by the Nominating 
Committee Candidate Review Committee may still run for office as long as the 
deadline date is met.

5.  Promotions Committee: The President, subject to the approval of 80% of the Di-
rectors present at a meeting of the Board of Directors, shall appoint a Board member 
to chair this Committee and two members and two (2) Committee members each 
year a committee consisting of six (6) members plus a Chair and Vice Chair from the 
Board. Committee members shall serve staggered terms of three (3) years or until 
their successors are appointed and qualified so that two (2) Committee members shall 
be appointed each year. A representative from the Executive Committee shall serve as 
an additional member during his or her term. The Promotions Committee shall make 
recommendations to the Board of Directors regarding promotional activities for 
NAA, marketing the auction professional and the organization as necessary.

6. Advocacy Committee: The President, subject to the approval of 80% of the Di-
rectors present at a meeting of the Board of Directors, shall appoint a Board member 
to chair this Committee and two members and two (2) Committee members each 
year a committee consisting of six (6) members plus a Chair and Vice Chair from the 
Board. Committee members shall serve staggered terms of three (3) years or until 
their successors are appointed and qualified so that two (2) Committee members shall 
be appointed each year. A representative from the Executive Committee shall serve 
as an additional member during his or her term. The Committee will develop and 
recommend to the Board of Directors an annual public policy strategy and agenda 
that will address legislative and regulatory issues.

8.  Standing Committees. The President, subject to the approval of the Board of Di-
rectors, shall appoint the following Standing Committees, the members of which shall 
serve for one (1) year or until their successors are appointed and qualified:
(a) Grievance committee
(b) Audit Committee
(c) Human Resource Audit Committee

National Auctioneers Association  
Code of Ethics Proposed Revisions
PROCEDURE FOR GRIEVANCE AGAINT THE CODE OF ETHICS

Paragraph 4:  The Grievance Committee may a) seek more information; b) find no 
grievance; or, c) find a grievance and make a recommendation of discipline to the 
NAA Board of Directors.  The CEO will communicate the Committee’s decision to 
the accused Member. If the Complaint Committee makes a recommendation of a 
grievance to the NAA Board, the accused Member will be given the opportunity to 
come before the Board to present his/her case. If a member requests a hearing of the 
Board they will be encouraged to attend a pre-hearing conference with their chosen 
counsel, legal counsel for the NA and the Grievance Committee the day preceding the 
Board hearing.  This conference provides all parties the opportunity for discussion of 
the charge and recommended penalty. 

Paragraph 6:  The Board may a) seek more information; b) find no grievance; c) 
accept the Grievance Committee’s recommendation and determine the appropriate 
discipline, which could include but is not limited to: a public letter of reprimand, a 
private letter of caution, suspension or expulsion, preventing them from obtaining or 
using professional designations, voting or holding office for the time period they are 
not a member. The decision shall be conveyed to the Member by certified mail within 
21 days of the completion of the Board meeting.  The accuser will be notified of the 
Board’s decision at the conclusion of the process.

See the full NAA Bylaws and Code of Ethics at 
auctioneers.org/naa-financials-and-governance. 
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Source: http://www.50states.com/facts

WASHINGTON and IDAHO

For the first time ever, the Northwest Auctioneer 
Convention was held as the Washington Auctioneer 
and Idaho Auctioneer Associations teamed up to 
present the event, Oct. 8-9, in Boise, Idaho. 

The combined effort resulted in 66 attendees, 
who gathered to hear NAA Hall of Famer Marty 
Higgenbotham, CAI, AARE, CES, present as a 
featured speaker. Along with Higgenbotham, 2017 
NAA IAC Women’s Division Champion Sara Rose 
Bytnar, CAI, AARE, AMM, also shared knowledge 
as the NAA speaker. Results of the convention’s 
election: President – RL Heaverlo; 1st Vice President 
– Chantel Kimball, CAI; 2nd Vice President – Rose 
Backs; Treasurer – Lynel Gullidge. 

Washington produces more 

apples than any other state in 

the union. 

Perched at 9,500 feet on Trinity 

Mountain is the highest fire 

lookout in the Boise (Idaho) 

National Forest.  

www.auctioneers.org
http://www.50states.com/facts
http://afford@hotmail.ca
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In front of a packed room during the annual NAA 
Auxiliary Luncheon and auction event held during the 
NAA International Auctioneers Conference and Show, in 

Columbus, Ohio, Barb Ruhter and Judy Bohn became the newest 
inductees into the Auxiliary Hall of Fame.

Each presented emotional thank-yous to their family, friends 
and many other individuals who had supported them and their 
valuable efforts in and around the Auxiliary, the NAA, and the 
auction industry. 

Through their and others’ efforts and kindness, the Auxiliary 
continues to serve as a crucial provider of scholarship money. 

Through 2016, the Auxiliary had provided more than $115,000 
in scholarships to the children and grandchildren of its 
members. It continued that tradition again in 2017 and plans are 
to do so again in 2018 as well.

The Auxiliary to the National Auctioneers Association was 
founded on July 13, 1951, in Decatur, Illinois. Presently, 
the Auxiliary’s primary goals are to support the National 
Auctioneers Association, help educate the members of the 
Auxiliary, and to provide annual educational scholarships for its 
members’ children and grandchildren. Visit naaauxiliary.org for 
more information.v

NAA Auxiliary continues Hall of 
Fame greatness with Ruhter, Bohn
Barb Ruhter and Judy Bohn were honored this past summer 
as the newest inductees into the Auxiliary’s hallowed hall.

Barb Ruhter (left) and Judy Bohn 
display their plaques after their 
induction into the NAA Auxiliary 
Hall of Fame.

www.auctioneers.org
http://naaauxiliary.org
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What auction professionals 
can learn from beer
The beer industry has poured a pathway for increased market 
share and better branding.
By Nancy Hull Rigdon, contributor

Auctioneers can turn to beer to grow their businesses – no 
drinking required. Really, it’s true – just ask Nelson Jay, 
BAS.

Before his career as a benefit Auctioneer, Jay spent 20 years 
working in the beer industry, including at Redhook brewery, as 
well as in marketing. 

“As I was building my auctioneering business, I kept coming 
back to all these things the beer industry does that we, as 
Auctioneers, can learn from to achieve greater success,” Jay said.

For instance, brewers gain market share through branding, 
marketing activities and consumer engagement including 
promotional partnerships. These same opportunities exist for 
Auctioneers – it’s just a matter of taking advantage of them to 
grow your business, he said.

The current boom of the beer industry makes it an industry 
worthy of emulation, Jay said, citing data showing the number of 
breweries in America has recently topped 4,000, just shy of the 
historical high 4,131 breweries recorded in 1873.

He boils down the brewery-like road to auction success to three 
key takeaways:

1. Brand development is crucial. 

Jay stressed that to attract a following, you must create an 
identify to follow.

To start, ask yourself some questions: Who are you? What do 
you want to be? How do you help customers?

From there, hone in on two, maybe one, answer. The answers, he 
said, may be strikingly similar to those of beer brands.

“Will your brand focus on mass appeal? Low cost? Premium? 
Trusted? Better than others?” he asked.

He also stressed to always circle back to authenticity and 
consistency.

“Brand your business and express your own personal brand 
through networking interactions,” he said.

2. Claim your digital space now. 

Don’t waste time in setting up your social media pages and other 
online presence. 

“This will help grow your online search results and establish you 
as a modern enterprise,” Jay said.

The research, he said, speaks volumes. For instance, he 
highlighted two crucial facts: 1) Next to referrals, the most likely 
way prospective customers and clients will find you is online; 
and 2) Consistent brand message and online identify will help 
drive search results.

Even if you aren’t active on social media, go ahead and nab your 
space so it’s there when you’re ready, he said.

Tie in your branding, and make sure your logo, general 
information, images and colors are consistent with other 
materials and messaging.

www.auctioneers.org
www.auctioneers.org


 www.auctioneers.org     Auctioneer     NOVEMBER 2017      13

F E AT U R E

3. Partnerships can add value 
to what you deliver to clients/
customers. 

By definition, a promotional partnership, Jay said, is an 
opportunity for two or more entities to come together to 
enhance each individual organization’s position by offering more 
combined value than any one individual organization may be 
able to deliver. The ideal partnership should benefit the client or 
customer as well as each party participating in the partnership.

To begin, Jay recommended brainstorming partner prospects. 
Then, ask yourself, What do they do really well? And then, think 
about how that may benefit you and what you could offer in 
return.

As you explore partnerships, don’t get too caught up in what’s in 
it for you, he cautioned.

“Think about what is in it for the other half of partnerships,” he 
said. “Remember – helping others will help you grow.” v

BRAND DEVELOPMENT: 4-STEP PLAN

1. Hone in on the 1 or 2 things you most  
want to be

2. Spend time to develop a brand position 
that really reflects who you are and what 
you company is all about

3. Share with people who you know and  
trust for feedback

4. Once refined, claim your digital space!

4 THINGS YOU NEED TO CREATE YOUR 
DIGITAL FOOTPRINT

1. Profile picture

2. Company logo

3. Modified logo for social media

4. “About Us” brand statement

 - Source: Nelson Jay, BAS

www.auctioneers.org
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NAA AMBASSADORS
Alabama
Christie King, CAI, 
AMM, BAS
Gadsden
(256) 467-6414
cking@ckingbenefits.com

Alaska, Hawaii
John Genovese, III, AMM, BAS
Kapaa, Hawaii
(808) 634-2300
col.johnjohn@malamaauctions.
com

Arizona
Bobby D. Ehlert, CAI, 
AMM, BAS
Phoenix
(480) 212-6916
bobby@calltoauction.com

Arkansas
Brad W. Wooley, CAI, AMM
North Little Rock
(501) 940-3979
bradwooley@bidwooley.com

California, 
Nevada
Christopher Vaughan, 
AARE, AMM
Escondido, Calif.
(858) 382-6030
NationalAuctionTeam@gmail.
com

Colorado, Utah, 
New Mexico
Bryce Alan Elemond, BAS
Aurora, Colo.
(720) 229-5832
affordableauctioneering@
gmail.com

Connecticut, 
Delaware, 
Massachusetts, 
New Hampshire, 
Vermont
Michael J. Chambers, CAS
Atkinson, N.H.
(603) 770-5180
chambersauctions@gmail.com

Florida
Robert Patrick Almodovar, 
AMM, GPPA
Hollywood
(954) 821-8905
robert@stamplerauctions.com

Georgia
Patty Brown, GPPA
Fayetteville
(678) 815-5687
patty@redbellyrooster.com

Idaho
Rodney Elson, CAI, GPPA
New Plymouth
(208) 278-1772
rod@rodelson.com

Illinois 
Jodi K. Reynolds, CAI
Nokomis
(217) 563-2523
jodi@aumannauctions.com

Indiana
Russell Harmeyer, CAI
Richmond
(765) 561-1671
rdharmeyer@netzero.net

Iowa
Ryan R. Reed, CAI
Ottumwa
(641) 777-8348
ryan.r@jeffmartinauctioneers.
com

Kansas
Daniel Gutierrez
Wichita
(620) 937-1488
danielg@mccurdyauction.com

Kentucky
Matt Ford, CAI, AMM
Somerset
(606) 271-1691 (cell)
matt@fordbrothersinc.com

Maine
Ruth L. Lind, CAI, BAS, GPPA
Stockton Springs
(207) 751-1430
moxielady@me.com

Maryland
Lynne Zink, CAI, BAS, CES
Joppa
(410) 852-6925
lynne@lynnezink.com

Michigan
Sheila Howe
East Lansing
(517) 204-4553
sheila.epicauctions1@gmail.
com

Minnesota
Isaac Michael Schultz
Upsala
(320) 232-0855
isaac@schultzauctioneers.com

Mississippi, 
Louisiana 
Courtney Jo Weaver
Forest, Miss.
(601) 469-2705
courtney@
cwauctionsandrealty.com

Missouri
Jeffery S Pittman, CAI
Rosendale
(816) 262-8753
pittmanauctions@live.com

Montana 
James E. Logan, CAI, 
CES, GPPA
Clyde Park
(406) 686-4728
loganauction@yahoo.com

Chris Logan, CAI, CES
Clyde Park
(406) 686-4728
loganauction@yahoo.com

Nebraska
Courtney A. Nitz-Mensik, CAI
Fremont
(402) 727-8800
courtney@nitzauctions.com

New Jersey
Robert Dann, CAI, AARE
Ambler, Pa.
(908) 735-9191
rdann@maxspann.com

New York
Jennifer A. Mensler, CAI, ATS
Pleasant Valley
(845) 635-3169 x102
jennifer@aarauctions.com

North Carolina, 
South Carolina
T. Randolph Ligon, CAI, 
BAS, CES
Rock Hill, S.C.
(803) 323-8146
randyligon@theligoncompany.
com

North Dakota, 
South Dakota
Jonathan R. Larsen, CAI, BAS
Sioux Falls, S.D.
(605) 376-7102
jonathan@larsenauctioneering.
com
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Who I am: 
Christie King, CAI, AMM, BAS

Who I represent: 
C King Benefit Auctions, LLC

Where I’m from: 
Gadsden, Alabama

Q: What about your membership in 
NAA do you value?
The networking opportunity is worth every pen-
ny of my membership. The NAA is my extended 
family.

Ambassador Spotlight

 www.auctioneers.org     Auctioneer    NOVEMBER 2017      15

Ohio
Susan L. Johnson, CAI, 
BAS, CES
Guilford, Ind.
(513) 403-6734
bidcaller@etczone.com

Laura M. Mantle, CAI, CAS
Gahanna
(614) 332-7335
laura@lmauctioneer.com

Oklahoma
Morgan E. Hopson, CAI
Oklahoma City
(903) 271-9933
mhopson@bufordresources.
com

Pennsylvania
Mike Keller, CAI
Manheim
(717) 898-2836
mike@kellerauctioneers.com

Texas
Jacquelyn Lemons-
Shillingburg, CAI, AMM
Tomball
(281) 357-4977
jackie@lemonsauctioneers.com

Phillip L. Pierceall, CAI, BAS
Plano
(972) 800-6524
ppierceall@gmail.com

Virginia
Anne Nouri, AARE, 
BAS, GPPA
McLean
(703) 889-8949
anneauctioneer@gmail.com

Washington, 
Oregon
Camille J. Booker, CAI, CES
Eltopia, Wash.
(509) 297-9292
camille@bookerauction.com

West Virginia
Andrew Yoder, Jr., CAI
Bridgeport
(304) 931-1185
jryoderauctioneer@yahoo.com

Wisconsin
Damien R. Massart, CAI, 
AMM, BAS, GPPA
Green Bay
(920) 468-1113
damien@massartauctioneers.
com

Wyoming
Brent Wears, CAI, AARE, 
ATS, CES
Solon, Iowa
(319) 624-3779
brent@wearsauctioneering.com
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mailto:ppierceall@gmail.com
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Are you leaving money in 
your skills bag? 
There is value in your knowledge of resources, brokering of 
deals between parties and other areas. Here are a few places 
to look for that non-sale income.
By NAA Staff

Auctioneers can follow a few simple steps to maximize 
their non-sale revenue. In fact, doing so might be easier 
than they think.

Becoming an appraiser is one way for Auctioneers to bump 
their business revenue, and auction professionals can enhance 
their appraisal skillset through the Graduate Personal Property 
Appraiser designation. The program is designed to give 
Auctioneers more skill and acumen in appraising personal 
property. 

And, it might even help quell a common fear among auction 
professionals who are afraid the effort to expand their offering 
won’t see a return.

“If you are apprehensive about becoming an appraiser because 
you will not find work, you are not alone,” said Sara Adams, 
AMM, GPPA, a Connecticut-based Auctioneer and appraiser. “I 
was afraid of some of the same things.”

Initially, appraising equipment or pieces within an auction 
professional’s given specialty will help build that part of their 
business. Eventually, a person can explore a move into other 
areas.

“Start with a focus on your specialty,” Adams said. “Diversity will 
come in time.”

NAA networking and cross-channel 
self-promotion

Auctioneers should not be afraid to reach out to their colleagues 
in the National Auctioneers Association when they need 
assistance in appraisals. The NAA offers a valuable resource — 
thousands of people with a wealth of expertise.

Also, advertising your appraisal business on your bidding web 
site is a great way to reach potential clients, as today’s buyers 
could be tomorrow’s sellers.

To find and connect with new appraisal clients, consider joining 
your local Chamber of Commerce to meet bankers and loan 
officers. Before they can offer loans, banks frequently need to 
appraise a client’s collateral. At that point, you’ll be ready to 
handle the request from top to bottom.

“Banks deal with businesses wanting to take out loans constantly. 
They are not afraid to pay my fees,” Adams said. “Because they 
understand the value of the work I do, they don’t question or 
complain about my prices. Their expectations are realistic for me 
in terms of time frame.”

To brainstorm additional revenue streams, Auctioneers can 
again turn to their NAA connections. Finding a peer who works 
in a similar specialty in a different market could be an excellent 
resource to exchange ideas.

Put a price on it

Next, identify services you already provide but have not 
monetized. For example, Adams said she provides removal 
services from her warehouse for a fee, while also selling or 
renting equipment such as dollies and ratchet straps.

Consider working with a truck rental company or getting paid 
for referrals.

“It’s good to think of your first-time buyer,” Adams said. “You 
are their solution, their one-stop solution. If you can provide a 
service and you’re not sending them somewhere else, it’s making 
their experience a lot better.”

www.auctioneers.org
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World Wide College of 
      Auctioneering   

World Wide College of Auctioneering
For More Information Call 1-800-423-5242

www.worldwidecollegeofauctioneering.com

30 students Age 25 & Under
(50 Total in Class)  

Attended The June 2017 Class at  
World Wide College of Auctioneering

“The Future of the Auction Profession”

“Where Champions Are Made”
 Since 1933

107432_Age 25 Ad.indd   1 6/30/17   3:02 PM

This content first appeared as part 
of the NAA iSeries webinar program. 
NAA members can check out the full 
iSeries archive, along with information 
on upcoming iSeries events, at 
auctioneers.org/iseries.

Auctioneers can even look to their own physical space for revenue. 
Unused warehouse space could be turned into rental storage space.

Offering cleaning and repair services for equipment also can 
generate revenue. Adams, who specializes in restaurant equipment, 
said refrigerator repair services have been a boon for her business, 
both in revenue and client satisfaction. 

Each refrigerator comes guaranteed, which has instilled confidence 
in buyers.

“Remember that your work, your knowledge of resources and 
your brokering of deals for buyers and sellers is valuable for other 
people,” Adams said. “Please remember that everything you do is 
worth being paid for.” v

www.auctioneers.org
http://worldwidecollegeofauctioneering.com
http://auctioneers.org/iseries
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OVERLAND PARK, Kan. (Oct. 26, 2017) – As a mark of 
its continued pledge to support the fight against childhood 
cancer, the National Auctioneers Association has announced its 
newest fundraising pledge for its philanthropic partner, St. Jude 
Children’s Research Hospital®.

According to the partnership, the NAA will use its best efforts to 
raise $500,000 for St. Jude over a five-year period that began July 
1, 2016, and will end June 30, 2021. The funds raised through 
this pledge will be used by St. Jude for research and treatment 
of children from across the country and around the world who 
are battling cancer and other life-threatening diseases. The 
partnership also helps ensure families never receive a bill from 
St. Jude for treatment, travel, housing or food – because all a 
family should worry about is helping their child live.

In return for its efforts and continued recognition of St. Jude as a 
national philanthropic partner, NAA will be recognized through 

the naming of a fifth-floor conference room at the Danny 
Thomas Research Center on the hospital campus in Memphis, 
Tennessee.

“For more than 20 years, NAA and St. Jude Children’s Research 
Hospital have partnered in their philanthropic effort,” said NAA 
CEO Hannes Combest, CAE. “NAA members have graciously 
and passionately provided their unique fundraising tools, 
including their auction talents, as a means for supporting the 
children of St. Jude. We are extremely pleased to continue the 
tradition of partnership between NAA and St. Jude.”

In all, NAA has raised and donated more than $5 million for St. 
Jude through its partnership, now in its 22nd year. In addition 
to those efforts, the NAA hosts the NAA Toy Auction every 
November at St. Jude. Patients and their families are taught a 
few tongue twisters and a couple of facts about auctions before 
they “bid” on donated children’s items, such as toys, clothes, 

NAA announces new 
five-year, $500,000 
commitment with St. 
Jude Children’s Research 
Hospital®
The partnership highlights NAA’s pledge 
to help St. Jude end childhood cancer.
By NAA Staff

www.auctioneers.org
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electronics, etc. This year, the NAA Toy Auction was held 
Thursday, Nov. 2.

“We are grateful for the generous partnership we share with 
the National Auctioneers Association, and the toy auction is 
something we look forward to every year at St. Jude Children’s 
Research Hospital,” said Richard C. Shadyac, Jr., President and 
CEO of ALSAC, the fundraising and awareness organization for 
St. Jude. “Thanks to their caring hearts, the bidding experience 
designed for our children is not only educational but also gives 
patient families an opportunity to have fun in the midst of one of 
the most trying times of their lives.”

For more information about the NAA “Auction For Hope” 
program for St. Jude, visit stjude.org/naa. For more about the 
NAA, contact (913) 541-8084 or visit auctioneers.org.

St. Jude Children’s Research Hospital is leading the way the world 
understands, treats and defeats childhood cancer and other life-
threatening diseases. Treatments invented at St. Jude have helped 
push the overall childhood cancer survival rate from 20 percent to 
more than 80 percent since it opened more than 50 years ago, and 
St. Jude won’t stop working until no child dies from cancer. For 
more information about St. Jude, visit stjude.org. v

“NAA members have graciously and passionately provided their unique 
fundraising tools, including their auction talents, as a means for 

supporting the children of St. Jude.

For more than 20 years, St. Jude and NAA have worked together to 
provide a memorable experience for St. Jude children and NAA  
members alike. For members, that includes shopping for each event.

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

Kurt Bachman 
Attorney and licensed
Auctioneer from
LaGrange, Ind.
He can be reached at
(260) 463-4949 or
krbachman@
beersmallers.com.

Terms and authenticity 
of goods
Does your contract deal with unauthorized 
replica and counterfeit goods?

Answer: It depends on what is being sold and your business. The sale of 
unauthorized replica and counterfeit goods is illegal. Counterfeiting is a form of 
trademark infringement. It’s the act of making or selling lookalike goods or services 
bearing fake trademarks. The sale of counterfeit goods could have an impact on 
the Auctioneer, Auctioneer’s reputation, and the Auctioneer’s business. Therefore, 
specific issues relating to authenticity should be evaluated to determine whether 
they should be addressed in the auction contract. 

Question: What terms should Auctioneers consider including in 
their auction contract regarding the authenticity of goods?

www.auctioneers.org
beersmallers.com
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First, who are your sellers and bidders? There is a broad range 
of approaches to this issue. I have worked with Auctioneers 
who require each seller to represent and warrant the 

authenticity of the goods that will be sold. I have also worked 
with Auctioneers who do not require each seller to represent 
and warrant the authenticity of the goods that will be sold. Some 
Auctioneers require certain goods to be reviewed by an expert 
to verify authenticity and/or grading. Other Auctioneers do not 
require goods to be evaluated and/or graded by an expert. From 
my perspective, the best practice is to (at least) require the seller 
to represent and warrant that the goods are authentic. Auctioneers 
should exercise caution before agreeing to help a seller who is not 
sure of the authenticity of his or her goods and unwilling to find 
out. This policy helps protect your bidders from purchasing illegal 
merchandise, protects your reputation, and helps intellectual 
property rights owners protect their rights. 

Second, what should an Auctioneer do when there is a dispute 
regarding the authenticity of an item? If the seller states that Lot 
16 is authentic and the buyer says that it is not, the Auctioneer 
may find himself or herself in the middle. Both parties could be 
demanding the money from the Auctioneer. In addition, there 
may be statutory or administrative requirements that Auctioneers 
pay the seller within a specific period of time. Is there an exception 
when there is a dispute regarding the authenticity of specific 
goods? In some situations, it may be appropriate for an Auctioneer 
to file an interpleader action.  An interpleader action is a lawsuit 
to compel two or more parties to litigate a dispute. An Auctioneer, 
for example, could file an interpleader action naming both the 
seller and the buyer to have them fight out the authenticity issue. 
This type of action is often used by a party who holds the property 
of another, but does not know who is entitled to it. 

Third, if an Auctioneer takes possession of goods to have them 
evaluated and graded by an expert, who chooses the expert? Who 
covers the costs of the expert’s evaluation? Who bears the risk of 
loss if the goods are damaged or destroyed? What happens if it 
is not authentic? Who is responsible for the cost of shipping the 
items to the expert for evaluation? What happens if the item is 
destroyed while traveling to or from the expert to the Auctioneer? 
Is there insurance on the goods? If so, is it the seller’s insurance 
or the Auctioneer’s? What is the insured value of the goods? The 
auction contract should answer these key questions.

Authenticity issues are coming up more frequently. It is not just 
for art auctions anymore. Comic books, sports memorabilia, 
autographs and other goods can also be evaluated for authenticity 
and graded. The best practice is to include specific terms in 
the auction contract to address these issues. Including specific 
terms related to these issues in the auction contract reduces the 
likelihood of dispute and costly litigation. v

COMPATIBLE WITH 

MAJOR AUCTION 

SOFTWARE

Auction professionals who accept 

credit cards get a reported 15%-30% 

in greater gross receipts

I N C R E A S E 
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INCLUDES  

PREMIERE  

SERVICE
Log on to www.auctioneers.org 
(members only) to learn more about this 
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With nearly one-third of its members holding 
designations, it is safe to say NAA membership has 
embraced designations and continuing education. 

Did you know, however, that only about 20 percent of 
everyone who takes a designation course actually obtains the 
designation? In other words, nearly 80 percent of those who take 
a designation course don’t finish the last few follow-up steps to 
officially attain the designation!

With that in mind, the Education Institute Trustees have decided 
to enlist those who already have their designations to help grow 
that number, and beginning in November will be looking for 
volunteers to fill a new key role: Designation Mentor. 

Positioned as a cross between a class advisor and designation 

ambassador, Designation Mentors will begin promoting an 
upcoming designation class and talking about their own 
experience. Then, after the class for a period of 18-24 months, 
Designation Mentors will check in with attendees at intervals 
to offer assistance, see how the person’s reports and summaries 
are coming, and refer candidates to resources and NAA staff for 
help.

The program, according to NAA Education Institute Trustee 
Beth Rose, CAI, AARE, AMM, is built to help clear those final 
hurdles, however short or tall they may be.

“We’re excited to be able to provide some help to people who 
want to get their designation but have a hard time getting 
the work done,” Rose said, “whether that’s through a deeper 
understanding or … motivation issues,” she added with a smile.

New NAA Designation Mentors 
program to help members 
The program aims at helping attendees clear those final 
hurdles to earning their designation.
By NAA Staff

Statistics say only 20 percent of those in a class such as this one will go on to actually obtain the designation. NAA's new 
Designation Mentors program aims at increasing that number. 

www.auctioneers.org
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NAA Director of Education Aaron Ensminger agreed.

“One of the top four or five calls I get is from someone who just 
wants to get involved,” Ensminger said. “The experience of a 
designation is a special one, from taking the course to preparing 
all the post work. 

“I’m glad we have a way for people to get involved, and more 
importantly, get involved in an area they care about.”

What's it take to be a Mentor?

So, what’s required to be a Designation Mentor? It is simple: 
Hold the designation for which you’d like to be a mentor, and 
be prepared to be responsible for about 30 potential designation 
holders. 

NAA will ask you to work to promote the designation through 
your own social media and network. Then, you will find out 
whom you’ll be serving as a designation mentor. After that, you 
will contact individuals at specific intervals.

To be considered, visit auctioneers.org/volunteers and complete 
the volunteer form. Mentor selections will be made as needed, 
depending on how many attendees are at course offerings.

For more information about the program, email education@
auctioneers.org. v

So, what’s required to be a Designation Mentor? It is 
simple: Hold the designation for which you’d like to be a 
mentor, and be prepared to be responsible for about 30 
potential designation holders. 

www.auctioneers.org
http://auctioneers.org/volunteers
mailto:education@auctioneers.org
mailto:education@auctioneers.org
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Ruhter Auction & Realty 
celebrates golden anniversary
Leaning into and accepting change paved the way 
for Randy and Barb Ruhter to grow their large, now 
golden, auction company. 
By NAA Staff

Ruhter Auction, now in its 50th 
year, was started by Randy and 
Barb Ruhter (above). The  
business has kept its live and 
online crowds large through 
the years by embracing change. 
That strategy and attitude has 
been awarded many times, 
including Randy's induction into 
the Nebraska Auctioneers Hall 
of Fame (left) and the NAA Hall 
of Fame in 2008.
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Now Scheduling 2017 Classes
Call or Go Online Today for Registration
Tuition: $1,295.00. All sessions are 10 days

• Interaction with over 30 instructors per session
• Learn cutting edge auction technology
• Class sizes less than 50 students

(317) 300-1075 • ReppertSchool.com

To Be The Best . . .
  . . . Learn From the Best.
Launch Your Auction Career Today!

Few first-generation auction businesses can boast having 
made it to the 50-year mark. This year Ruhter Auction 
& Realty claims the distinction of reaching that golden 

milestone.

“We’d like to think we were smart, but I think we were pretty 
lucky, too,” says Randy Ruhter, the company’s founder. 
“Whenever you can stay in the same business for 50 years 
and work in a small community like we have, it just means 
you’ve done things right. It’s a proud moment.”

In the five decades since Randy started in the auction 
business alongside his wife, Barb, Ruhter Auction & Realty 
grew into one of the largest full-service auction and real 
estate companies serving Hastings, Nebraska, and the 
surrounding area. It all started with Randy conducting sales 
on choice farmland and auctioning personal property while 
Barb oversaw administrative needs. She developed many of 
the company’s best practices still in use.

The Ruhters leaned into change, leading to the company’s 
diversity and increased online presence. They have 20 
employees and work across several divisions, including 
real estate sales via auction or traditional listing, residential 
property management, and farm management.

Throughout it all, they’ve remained family oriented with 
a mission to provide client-focused service and forward 
thinking. It’s this innovation that Randy believes kept 
Ruhter Auction and Realty in business for half a century and 
counting.

“Back in the 1980s and 90s, we started seeing technology 
become available that we knew would fit into the auction 
business,” Ruhter said. “We were one of the first auction 
companies in the Midwest to have a working website. People 
were scrambling to try and catch up to what we were doing.”

Embracing change continued to play a role in the 
Ruhter success in the late 90s. Seeing a need for greater 
professionalism, the company fully automated their cashier 
and clerking system, including wireless data entry. They 
were ahead of the curve once again.

“Five or six years ago, we saw how social media could be 
used in the auction business,” Ruhter said. “At that point, 
I started thinking, ‘Am I bringing the right needs to the 
company?’ I thought we’ve kept up, but I’m in my seventies 
now, and I don’t think I’m technologically savvy enough to 
keep up with what’s coming next.”

With that outlook, Randy and Barb decided to pass the 
torch to co-owners Travis Augustin and Ryan Samuelson, 
who purchased the business from them in 2014. With over 
25 years between them working for the Ruhters, Travis and 
Ryan were both longtime employees who had expressed 
interest in expanding their stake in the company. Much 
of the company’s day-to-day operations continued after 
the transition except now Travis and Ryan now handle all 
administrative and leadership responsibilities, said Randy.

“Randy and Barb were extremely innovative through their 
careers, and we just want to keep that up,” Travis said. “I can’t 
predict the next 10-20 years, but we can stay on the cutting 
edge. That’s our goal.”

At 72, Randy said he identifies with Auctioneers who may 
also find themselves in the predicament of aging in an 
industry that’s constantly changing. Things have certainly 
transformed from when the Hall of Fame honoree called 
auctions from a hood-mounted speaker on a pickup in 1967.

“Being a bid-caller, I hated to see the shift to online auctions, 
but that’s the future that’s taking over. If you’re not equipped 
to handle it, you need to be prepared to turn things over to 
someone who can. I’ve seen Auctioneers forced out of the 
business because they refused to embrace change,” Ruhter 
said.

Ruhter Auction and Realty also celebrated Barb’s induction 
into the NAA Auxiliary Hall of Fame this year. Furthering 
the auxiliary’s education and outreach efforts is a cause close 
to Barb’s heart.

“The National Auxiliary is very meaningful to me,” she said. 
“I had to start at ground zero to learn everything there was 
to learn to apply to our business. Education and networking 
are vital, and the Auxiliary offers support to members — 
especially first-generation Auctioneers.” v

www.auctioneers.org
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Let iSeries helP
you find your next
great idea

iSERIES ARCHIVES 
 

From business planning and Facebook marketing to prospecting 
clients and doing appraisals, we’ve made the complete iSeries 

archives available on demand to NAA members.

ABOUT
iSERIES

As an auction professional, you know firsthand 
the importance of helping your client meet their goals. 

Now, it’s your turn! With webinars and white papers covering 
general and industry-specific topics, iSeries is there to help you 
develop your business and hone your auction craft. Best of all - 
the program is free and convenient to all NAA members!

w w w w . a u c t i o n e e r s . o r g / i S e r i e s s u p p o r t @ a u c t i o n e e r s . o r g

§ August 2, 2017
How to Get People to Pay for Your Services

§ October 4, 2017
Maximize Your Non-Sale Revenue

§ November 1, 2017
Personal & Cyber Security (White Paper)

§ December 6, 2017
Your Online Auctions Are Terrible

§ February 1, 2018
Profiling & Targeting Customers, Part 1

§ March 14, 2018
Profiling & Targeting Customers, Part II

§ April 4, 2018
Building Your Commercial Real Estate Business

§ June 4, 2018
How to Get Hired
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AMM
Don Alexander, GPPA

Stephanie Huisman, GPPA
Brad Wooley, CAI

BAS
Stan Jones, CAI

Patrick Tully

CES
Walt Dinda, AMM, BAS

GPPA
Courtney Monroe

CONGRATULATIONS!
NAA Designations earned: 

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

MASTER PERSONAL PROPERTY APPRAISER
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For all of the event planning that auction professionals do 
day-in and day-out, there is another extremely important 
bit of planning that often gets pushed to the side in lieu of 

going after the next auction.

Financial planning, including building sufficient retirement 
funds, rarely stays top of mind. This might be especially true for 
someone who is in his or her prime and money is good. But, it 
also applies to someone who might be new to the industry and 
is stretching every dollar. And, it even should resonate with 
someone in the middle of that spectrum – the person who is 

carving out a solid living and just doesn’t see the need for such 
planning because they love what they do and will continue to 
work at auctions until the end. 

Fact is, it doesn’t matter if you’re young or old, new or a veteran, 
an independent contract Auctioneer, a business owner (or both), 
a bid caller or someone else working in an auction company, 
financial planning is necessary for everyone.

“If you fail to plan, you plan to fail,” said Louise Short, Senior 
Partner and Financial Advisor for KHP Capital. “But also, [it is 

Understanding all 
of the places your 
money goes month-
to-month is a great 
first step to setting 
financial goals and 
becoming a wealth 
builder.
By NAA Staff

Financial planning for auction 
professionals: ‘Fail to plan, plan to fail’

Louise Short (left) says a long-term 
financial plan for an auction professional 
should involve steps of 3-5 years in order 
to account for life changes.

www.auctioneers.org
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important] because we want to become wealth builders.”

Short, who has presented to NAA members in the past, holds 
three core beliefs about financial planning.

1) Financial planning uncovers the unknown.  In what Short 
calls “discovery,” those she has advised in the past often find 
hidden expenses or other ways money is being spent needlessly. 
These expenses are buried away or forgotten, but yet they 
account for monthly or annual expenses that add up and take 
away from someone’s ability to build wealth.

“It’s like peeling an onion,” Short said. “You peel it back, and you 
see more and more. Then you get to the heart, and you can find 
solutions.”

2) The process empowers you to stay on course. Having a 
financial plan empowers a person through their knowing and 
understanding everything financially that is happening in their 
life. Having this knowledge, Short said, leads to a person feeling 
more empowered to stay the course. This is key because Short 
also said 75 percent of a person’s end result, when it comes to 
wealth building, is due to his or her ability to stay on track. 

3) Financial plans should be dynamic. Everyone knows life 
changes and takes different turns – sometimes when they are 
unexpected. And, your financial plan should be able to withstand 
those instances.

“A lot of times, someone will give you this wonderful plan, it’s in 
a wonderful [package], and then it goes on the shelf and no one 
looks at again,” Short said. “Yes, it is important to know the end 
goal, but you need to be breaking it out into a 3-5 year timeframe 
because life changes.

“Life morphs and evolves, so your plan should morph and 
evolve. It’s very important to keep it dynamic.” v

This article was an excerpt from a 
presentation given at the 2017 NAA 
International Auctioneers Conference 
and Show. Want even more tips on this 
topic? Full audio of the presentation is 
available in the NAA Knowledge Center 
at auctioneers.org/knowledgecenter. 

Yes, it is important 

to know the end goal, 

but you need to be 

breaking it out into 

a 3-5 year timeframe 

because life changes.

$

www.auctioneers.org
http://mendenhallschool.com
http://auctioneers.org/knowledgecenter


tra·di·tion
/trə'diSH(ə)n/
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1. Auctioneer magazine, the official publication of the 
National Auctioneers Association, winning Platinum or Gold 
recognition in the MarCom Competition 11 times since 2014.
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While more brands and agencies are spending or 
planning to spend increased amounts on social 
marketing, many are still doing so without knowing 

exactly how to measure the return on their investments.

That’s according to “The State of Social Marketing – 2017 annual 
report,” a robust debrief released earlier this year from social 
analytics firm Simply Measured. The report surveyed results from 
more than 2,700 social media marketing professionals from 111 
countries.

By more than a 25 percent margin, measuring ROI was deemed 

the top social media challenge across the board. At 58.7 
percent, brand and agency social media professionals combined 
tabbed ROI as their biggest issue. This marked a 2.3-percent 
improvement over 2016. The next issue shouldn’t be much of a 
surprise as 33.6 percent said the second largest issue is tying social 
to business goals. Securing enough budget and resources for 
social activities was third, at 25.9 percent

“Measuring ROI is a constant challenge for marketers, year after 
year,” the report said. “The results of the year’s survey prove again 
that few marketers feel confident quantifying revenue driven by 
social media efforts.

The 2017 State of Social 
 Marketing report 
ROI is a top challenge. Brands aren’t trying to make their social 
activity work with conversion goals. And influencer marketing 
appears poised to take off widespread in response to brands’ 
social marketing needing to rise above clutter.
By Curtis Kitchen, NAA Director of Communications

www.auctioneers.org
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“Between brands and agencies, only 14.8 percent claimed 
to be able to quantify the revenue gained from social media 
marketing. However, this is a 5.4 percent increase from the 
2016 survey, when only 9.4 percent of marketers reported they 
could quantify revenue generated from social.”

The increase, even if slight, is encouraging as it points to better 
understanding of the real goal of social marketing, which is to 
positively affect the bottom line.

Paid social 

Return on investment is growingly crucial because more 
marketers are spending more money at the outset. This 
includes auction professionals who understand that organic 
reach no longer should be trusted to deliver marketing 
messages on its own.

“Within the first quarter of 2017, Facebook Instagram, Twitter, 
LinkedIn, Snapchat, and Pinterest saw a 61.5 percent increase 
in paid media spend, according to new research from 4C 
Insights,” the report said.

Considering that social media users across all networks grew 
by 20 percent within the last year – including Facebook, which 
now reports 2 billion active users and 1.32 billion daily active 
users – using paid social to directly reach target groups is now 
a necessity, mostly.

A split exists between brands and agencies, however. 

While 59.1 percent of agencies said paid advertising is “very 
important” in their overall social strategy (which makes sense 
when considering agencies in general must prove their efforts 
to clients), just 38.6 percent of brands, which may or may not 
have to report their efforts, said the same. Additionally, 22.6 
percent of brands said paid advertising holds no importance.

Part of that divide may come from a lack of understanding 
how paid social (and social overall) fits with other areas of 
engagement like web traffic.

“Overall, 45.3 percent of [combined – agencies and brands] 
marketers said paid social is a very important part of their 
social strategy,” the report said, “yet there seems to be a large 
number of marketers who aren’t connecting back to web traffic 
or conversion goals.”

When asked “Do you have web traffic and conversion goals for 
social media?” a large 68.4 percent of marketers reported not 
establishing deliberate goals for both traffic and conversion, or 
none at all. 

“In the last year…”

Instagram grew 50 percent 
to more than 600 million 
monthly active users.

90.3% of marketers are 
spending most of their social 
budgets on Facebook.

According to Adweek, 85% 
of users feel more connected 
to businesses after following 
them on Twitter, and 72% of 
brand followers are likely to 
purchase in the future.

www.auctioneers.org
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This is noteworthy when eMarketer predicted a 26.3-percent 
increase on spending for social media ads.

Influencer marketing

In the September 2016 issue of Auctioneer, many months ahead 
of Simply Measured’s report, we took a good look at influencer 
marketing in a piece called “What is Influencer Marketing?”  
Two steps were given in order to find influencers relevant to  
your brand.

The first tip was to look on specific platforms to see who is talking 
about your brand or industry.

“Look for users who: 1) have large audiences; 2) post frequently; 
and 3) post original ideas and conversations that relate to the 
content and brand you would like to spread,” the article said.

So, coming back to today, Simply Measured asked which factors 
make up an ideal influencer. “Reach” and “Expertise in That Field/
Industry” were the heavy favorites, with “Content Type” a strong 
third. In other words, marketers around the world are using 
Auctioneer’s advice. 

Not only are they looking for influencers the right way, the 
majority understand the power that comes with a solid influencer 
strategy.

“Over half (52.7 percent) of brands say that they either agree or 
strongly agree that influencers are vital to the success of social,” 
the report said. On the other side, 23.4 percent of brands said they 
disagree or strongly disagree that influencers are essential to their 
social strategy.

“Influencer marketing is one of the hottest social marketing 
topics this year,” Simply Measured said. eMarketer said 84 percent 
of marketers were planning to launch at least one influencer 
campaign in 2017. v

What social marketing trends 
or tools did you try in 2017 
or are thinking about doing 
in 2018? Tell us on Facebook 
at facebook.com/groups/
naaauctioneers.

www.auctioneers.org
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In the November 1967 issue of Auctioneer, in 
the front of the magazine on page 5, a short 
but powerful message was shared with all 

NAA members in an article titled “The Company 
We Keep.”

“One of the big differences between adding 
members and keeping them is that a small 
committee can normally do the first – but the 
second is everybody’s job,” the article said. “How 
you treat a new member when you meet him may 
cause him to remain in the organization – or else 
to lose interest and eventually drop out.”

50 years later, NAA membership has evolved 
(and thankfully so!) to include “her” in there 
along with “him.” We appreciate that (or should). 
Also, we know these words to be just as true 
and important today as NAA forges ahead and 
aims to serve the needs an increasingly diverse 
pool of buyers, sellers, and future NAA auction 
professionals.

“Don’t abandon this responsibility to officers and 
directors,” the article said. “It’s the men who sit 
near him at meetings, or around the same table 
at luncheon or dinner, who really make up the 
association in [the new member’s] mind.”

The piece wrapped with a rule.

“For all associations, including ours, the wise 
rule is: Every member get a member – and every 
member help to keep him!” 

Indeed, 50-year-old story. Indeed. v

A wise rule still applies

50 years   
later: 

www.auctioneers.org


The ATF wants to 
shed its secretive 
label and help 
industries, 
including 
auction, 
understand 
what is needed 
to lawfully sell 
firearms.
By NAA Staff

WHAT YOU 
N E E D  T O 
KNOW 

about 
selling 
firearms
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After years of operating in a behind-the-scenes  fashion, 
the Bureau of Alcohol, Tobacco, Firearms and Explosives 
(ATF) wants to shed its mystique. 

As part of changing that secretive, sometimes negative image, 
it has taken a communicative stance regarding federal laws that 
pertain to firearms and is encouraging positive relationships 
with industries it comes into contact with, including the auction 
industry.

“Over the years, we’ve been behind the curtains in D.C.,” said 
Curtis Gilbert, Deputy Assistant Director. “What we’re trying 
to do with these talks is to hopefully break down the wall that’s 
between us and you.”

Gilbert joined the ATF as an inspector in 1988 before moving 
into supervision and outreach. He now works out of Washington 
D.C.’s Enforcement Program Services, where he’s been tasked 
with getting to know the independent dealers, big businesses, 
and others in the firearm industry the bureau is regulating.

“The boogeyman image is gone. We want to have some 
communication so you feel like you can contact us and ask 
questions without thinking you’re going to get into trouble,” he said.

Gilbert has presented to and answered questions from NAA 
members in the past, including about the Federal Firearms 
License (FFL). Below is a selection of those questions and 
answers that have been edited for space and clarity. (NAA 
members can keep up-to-date on the latest firearms regulations 
conversation by visiting atf.gov or by contacting local or regional 
authorities.)

Do I need a license to sell firearms?

Federal law requires that persons who are engaged in the 

business of dealing in firearms be licensed by the ATF. The 
penalty for dealing firearms without a license is up to five years 
in prison, a fine of up to $250,000 or both. As a general rule, you 
will need an FFL if you repetitively buy and sell firearms with the 
principal motive of making a profit.

How do I apply?

Visit the ATF’s website to request a firearms application package. 
You’ll want to apply for the FFL prior to conducting any sales as 
a firearms dealer or Auctioneer at any consignment-type sales as 
it can take at least 30 days to receive approval.

Can a licensee conduct background 
checks and transfer firearms on 
behalf of an unlicensed Auctioneer?

Generally, no. Most auctions do not qualify as a gun show or 
qualifying event and therefore a licensee would not be permitted 
to conduct business away from the licensed premises.

If a licensed Auctioneer is making 
sales of firearms, where may those 
sales be made?

In a consignment auction, firearms may be displayed at an 
auction site away from the Auctioneer’s licensed premises. 
Sales of the firearms can be agreed upon at that location, but 
the firearms must be returned to the Auctioneer’s licensed 
premises prior to transfer. The simultaneous sale and delivery 
of the auctioned firearms away from the licensed premises 
would violate the law, i.e., engaging in business at an unlicensed 
location.

However, if the Auctioneer is assisting an estate in disposing of 
firearms, the estate is the seller of the firearms and the estate is 

Federal law requires that persons who are engaged in the 
business of dealing in firearms be licensed by the ATF. firearms

www.auctioneers.org
http://atf.gov
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in control and possession of the firearms. In this situation, the 
firearms may be sold by the estate at the auction site.

Does an Auctioneer who is involved 
in firearms sales need a dealer’s 
license?

There are two types of auctions: estate–type auctions and 
consignment auctions.

In estate–type auctions, the articles to be auctioned (including 
firearms) are being sold by the executor of the estate of an 
individual. The firearms belong to and are possessed by the 
executor. The firearms are controlled by the estate, and the sales 
of firearms are being made by the estate. The Auctioneer is acting 
as an agent of the executor and assisting the executor in finding 
buyers for the firearms. In these cases, the Auctioneer does 
not meet the definition of engaging in business as a dealer in 
firearms and would not need a license. An Auctioneer who does 
have a license may perform this function away from his or her 
licensed premises.

In consignment–type auctions, an auctioneer often takes 
possession of firearms in advance of the auction. These 
firearms are generally inventoried, evaluated, and tagged for 
identification. The firearms belong to individuals who have 
entered into a consignment agreement with the Auctioneer 
giving that Auctioneer authority to sell the firearms. The 
Auctioneer therefore has possession and control of the firearms. 
Under these circumstances, an Auctioneer would generally need 
a license.

If you aren’t sure if a license is needed in a particular 
consignment auction situation, contact your local ATF office. v

firearms

www.auctioneers.org


2017-2018 Public Policy Agenda
Presented by the National Auctioneers Association

The National Auctioneers Association is committed to representing members in 
Washington, D.C. The NAA advocates that its members be the preferred auction 

professionals used in the marketplace.

Government Assets
The National Auctioneers Association advocates for the privatization of the sale of 
government assets at auction using NAA Auction Professionals.

Firearms
The NAA advocates for the legal sale of firearms at auctions, following regulations fairly 
developed and clearly communicated by the U.S. Bureau of Alcohol, Tobacco, Firearms 
and Explosives. 

Small Business Operations
The NAA advocates for less regulation and legislation on issues impacting small business, 
including but not limited to:
     •  Health Care
     •  Tax Reform and Simplification
     •  Employment Classification
     •  Standard Occupational Classification

Professional Licensing 
The National Auctioneers Association advocates for states’ rights to regulate professional 
auctioneers, including online-only auction professionals and companies. The NAA shall 
be a resource to educate state associations and legislators and will govern its members 
through the NAA Code of Ethics. 

In addition to these issues, the NAA will continue to monitor:
     •  Ivory Regulations
     •  Court-Ordered Sales by Auction

To learn more about the NAA, visit www.auctioneers.org or call (913) 541-8084.
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On the      road again

The only thing larger than the amount of miles a livestock 
Auctioneer might rack up in a year? The amount of syllables 
they burn through on the mic. 

By Martha Hollida Garrett

www.auctioneers.org
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On the      road again

Purebred livestock sales can include production sales of 
females and bulls, while many operations also hold stand-
alone or cooperative bull sales. 

It is traditionally the biggest day of the year for cattlemen, as it 
is their pay day. With the pressure to generate dollars so high, 
cattlemen often select a particular Auctioneer to help accomplish 
their monetary goals.

With their services in demand, these auction professionals drive 
state to state or hop on an airplane to get to the next sale on 
time. It’s a lifestyle captured in Willie Nelson’s “On The Road 
Again,” which could easily be the theme song of purebred cattle 
Auctioneers everywhere (and many outside the industry also).

NAA member Doak Lambert, CAS, from Decatur, Texas, 
is one of those well-traveled and successful purebred cattle 
Auctioneers. Lambert sells cattle of several breeds in many states 
and estimates that annually he puts over 50,000 miles on his 
personal vehicle while flying in excess of 150,000 miles. Those 
numbers don’t reflect the rent car miles and the times he jumps 
in with others, who are headed to the same sale. 

“If I can drive to a sale in six hours or less, I usually drive,” 
Lambert said. “But that’s only one part of the formula, as I have 
to look at where I have to be the day before and the next day, 
plus plane schedules, so that doesn’t always hold.”

By far, Lambert’s busiest day of the week for cattle sales is 
Saturday. But, he can be found selling cattle on any day of the 

week, especially in the prime spring and fall sale seasons. Plus, in 
Texas, there are many sales connected to each of the major stock 
shows from January to March. 

Lambert has sold at many of these sales for consecutive years, 
and his customers, as well as the ringmen who work the sales, 
have become close friends and family. He knows the towns well 
– to the point that even though he’s not home, it feels a little like 
home almost everywhere he goes.

A look at Lambert’s calendar for the third weekend of this past 
October found him in Central Texas on Friday for a Hereford 
bull sale, in Northeast Mississippi on Saturday for a Brangus 
bull sale, and then in Kansas City, Missouri, on Sunday for the 
American Royal Livestock Show Market Sale. 

“All of those would fit my six hours or about and I drive guide – 
if they were the only sale I had that weekend. But because they’re 
back-to-back, I’ll leave home Friday and drive to the first sale 
and afterwards drive to DFW Airport, which is about an hour 
from home. From there, I’ll fly to Mississippi Friday night, then 
fly to Kansas City Saturday night and fly back home Sunday 
night,” he describes. 

If you think that sounds hectic, then map Lambert’s first 
weekend of this month. 

“I’ll fly to Manhattan, Kansas, on Thursday night, sell an Angus 
bull sale that starts at noon on Friday in nearby Wamego,” 
Lambert said. “That will end about 2:30 p.m., and I’ll go to the 

NAA member and former NAA Presidential Appointee Doak 
Lambert, CAS, sells purebred cattle auctions across the  
United States and travels more than 200,000 miles annually.

 “It’s important to stay 
connected when you’re 
on the road, and I’m 
fortunate to have a family 
who understand and 
support the demands of 
the profession I love.”
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nearby small airport and catch a private plane back to Batesville, 
Arkansas, to sell Brangus females at 5:30 p.m. and Brangus bulls 
on the following day. 

“From there, I’ll jump in a car with the video sales representative. 
We’ll drive to Louisiana on Sunday for another Brangus bull sale 
on Monday. Then we will drive back to DFW Airport Monday 
night and I’ll get my car and go home.”

While those two weekends are on the extreme side of the travel 
schedule, many weeks have multiple sales in locations with lots 
of windshield time in between. He spends far more time “on the 
road” than selling. He has, on occasion, hired someone to drive 
him from sale to sale when it required an all-night drive.

He coordinates all his own travel and says that two or three 
times a year he forgets to book a motel. “Invariably, it will 
happen that there will be no rooms in a town for whatever 
reason and I have had to resort to sleeping in the car on a 
couple of occasions,” he said.

As you might suspect, coffee helps get him down the road. 
“I look for Starbucks, or [QuikTrip] and Love stations often 
between sales,” Lambert said. “I don’t really have a food that 
I rely on, but I can’t drive through the Czech influenced town 
of West, Texas on I-35, without stopping at one of the kolache 
stores. A jalapeno, cheese, sausage kolache and a cup of coffee 
can make the road seem shorter,” he said.

Weather of course is always a concern, as well as extreme traffic 
issues, but Lambert has only missed one cattle sale in his career.

“I missed a Gelbvieh sale in North Dakota. The sale was on a 
Saturday and I was set to be on one of the first flights out of 
DFW on Friday a.m.,” Lambert said. “It was snowing between 

DFW and North Dakota and flights kept changing, getting 
pushed back and cancelled. I exhausted all airline schedules, 
and, by that time, I couldn’t drive it either because of time and 
weather. They were able to locate another Auctioneer,” he said.

Lambert, who has been calling “Sold!” on some of the most 
valuable genetics in the cattle business for 30 years, fully realizes 
the trust placed in him by his customers. He strives to always be 
at his best for each auction as the cattle selling that day represent 
years of mating decisions, as well as a large investment of time 
and resources. And Lambert knows that payday only comes once 
or twice a year for seed stock operations, so his best is needed for 
each lot. 

He also strives to be the best for his family when he is at home 
and events are planned and celebrated around his sale schedule 
as much as possible. Lambert and his wife, Wendy, BAS, also an 
Auctioneer and NAA member, are parents to D.P. and Sydney, 
who are students at Texas A&M University, and Denton, a 
sophomore in high school.

“The down side to this profession is the time away from home 
and the events you miss. I’ve always tried to spend one on one 
time with each of my kids as often as possible, while Wendy 
and I are committed to a weekly date night,” Lambert said. “It’s 
important to stay connected when you’re on the road, and I’m 
fortunate to have a family who understand and support the 
demands of the profession I love.”

With all of that on the table, Lambert’s auctioneering life lines up 
with the lyrics of Willie’s famous song.

“Just can’t wait to get on the road again. The life I love is makin’ 
music with my friends, and I can’t wait to get on the road 
again.”v
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AUCTION REHAB

NAA member Kent Anderson 
suffered a heart attack and 
stroke in 2006. Developing 
a bid call helped him regain 
his speech and launch a new 
career.

By James Myers, contributor

www.auctioneers.org
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Kent Anderson refers to the years between 2006-2009 as 
his “Regarding Henry” years, which is a reference to a 
Harrison Ford movie where the title character survives 

a shooting only to face overwhelming physical challenges, 
including regaining his speech and mobility. 

In late July of 2006, Anderson’s world took a drastic turn after a 
heart attack landed the then 43-year-old on an operating table. 

“I had read enough about heart attacks to know that minutes 
mattered,” Anderson said of moments that night when he 
realized the crushing weight on his chest could only be one 
thing. “But it couldn’t be a heart attack – I was only 43 years old! 
I threw on my clothes and drove myself to the hospital, running 
red lights and screaming in agony all the way there.”

Yes, he regrets having driven himself to the hospital in such a 
state, and if he had to do it again he would call an ambulance. 
However, he got to the closest hospital in time for the staff to 
get him stabilized and load him into a helicopter for a flight to a 
larger hospital where he would undergo an operation to insert a 
stent.

“Unfortunately,” he said, “during the operation a blood clot came 
loose and caused a massive stroke. I could not talk, walk, write 
my name or feed myself. My mind was still sharp but I had no 
way to communicate those thoughts – I could not speak or write 
down a thought.”

Anderson said that for someone who earned a living by 
effectively communicating with other professionals, he had 
entered a “psychological prison without bars.”

“Being employed in regulatory and legal most of my adult 
life was spent talking and engaging others, changing minds, 
crafting and ‘wordsmithing’ documents,” he said. “Semantics are 
important to me – convincing others about company initiatives 
as a paid lobbyist or affecting regulatory tariff changes. My 
conversations with lawyers and public officials were paramount 
to my success. I like nothing better than a sharp repartee back 
and forth.”

Prior to this world-altering event, Anderson had a successful 
career as a regulator and lobbyist for AT&T in Las Vegas, which 
is where the Ohio-native went to college. One of his favorite 
hobbies was to attend auctions where, on weekends, he’d look 

www.auctioneers.org
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• Heart Disease (including Coronary Heart Disease, 
Hypertension, and Stroke) remains to be the No. 1 
cause of death in the US.

• Coronary heart disease accounts for 1 in 7 deaths in the 
US, killing over 360,000 people a year.

• About 790,000 people in the US have heart attacks 
each year.

• Average age at the first heart attack is 65.3 years for 
males and 71.8 years for females.

• Approximately every 40 seconds, an American will 
have a heart attack.

• The estimated direct and indirect cost of heart disease 
in 2012 to 2013 (average annual): $199.6 billion.

• Heart attacks ($11.5 billion) and Coronary Heart Disease 
($10.4 billion) were 2 of the 10 most expensive hospital 
principal discharge diagnoses.

• Between 2013-2030, medical costs of Coronary Heart 
Disease are projected to increase by about 100 
percent.

• Someone in the US has a stroke about once every 40 
seconds.

• Stroke accounts for 1 of every 20 deaths in the US.

• Stroke kills someone in the US about every 4 minutes.

• When considered separately from other cardiovascular 
diseases, stroke ranks No. 5 among all cause of death 
in the US, killing nearly 133,000 people a year.

• From 2004-2014, stroke death rate decreased 28.7 
percent, and the actual number of stroke deaths 
declined 11.3 percent.

• Each year, about 795,000 people experience a new or 
recurrent stroke. Approximately 610,000 of these are 
first attacks, and 185,000 are recurrent attacks.

• Stroke is a leading cause of serious long-term disability 
in the US.

• In 2013, worldwide prevalence of stroke was 25.7 
million, with 10.3 million people having a first stroke.

• Stroke was the second-leading global cause of death 
behind heart disease in 2013, accounting for 11.8 
percent of total deaths worldwide.

Information from the American Heart Association

  The FACTS about STROKE and HEART DISEASE

www.auctioneers.org
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F E AT U R EF E AT U R E

for deals on antiques. He became such a regular that the auction 
company employees got to know him, eventually convincing him 
to assist with auctions as a part-time weekend job. He enjoyed 
the hands-on work and saw it as an outlet for the “mental 
anxiety” that came with writing tariffs and legal briefs in his 9-5 
job.

Speech is often the most noticeable sign that one has suffered 
a stroke, and that was very much Anderson’s issue during the 
first couple years in recovery. However, about a year into it, 
while visiting with his family, they recognized how fast he was 
recovering and the topic of getting back into the workforce came 
up. What would he do?

“They all said, ‘you should be an Auctioneer,’” he said.

For a man with slurred speech, it would seem a cruel joke 
to suggest a career where having a smooth chant is all but 
mandatory. However, six months after that suggestion, still 
frail and underweight, Anderson enrolled in Reppert School of 
Auctioneering in Indiana where third and fourth-generation 
Auctioneers were among his classmates. 

He hoped that learning the bid call would improve his speech, 
and he needed a goal to chase.

“If you have a goal and a dream,” he said, “you have forward 
momentum.”

It wasn’t easy. In fact …

“I was terrible at it … this was my first foray into this industry 
and I had a slur at the time, so I was simply awful,” Anderson 
said. Yet, he enjoyed the experience of auction school and began 
thinking about it as a full-time job.

After Reppert, Anderson was home in Las Vegas, constantly 
practicing his chant, finding that the exercises really worked 
the muscles that affected his speech and improved the “mouth 
drop” common with stroke survivors. After six months of these 
exercises, his slur was drastically reduced.

“Will the auction chant be a panacea for every stroke victim 
experiencing stoke slur?” Anderson asked. “I cannot say. But I 
can say without a doubt that the auction business gave me back 
my confidence, my pride and self –esteem, and for that reason, 
the auction business will always have a special place in my heart 
and be the silver lining from 2006. 

“The amazing industry leaders I have met and the knowledge 
gained is icing on the cake. I consider myself dually blessed.”

Anderson, known by many in the trade as the “bow tie 
appraiser,” is the owner of Maple Leaf Appraisals, LLC and is 
now based out of Dallas, Texas. A personal property appraisal 
and auction firm, he specializes in attorney-referred litigated 
appraisals and professional testimony. 

He’s worked with major corporations, celebrities, politicians and 
even a billionaire.

In conversation, you can’t detect any abnormality in his speech, 
quite the opposite. He is also quick to point out that he doesn’t 
want to come off as a victim. Rather, he said he wants to share his 
story and give others “encouragement to keep fighting the good 
fight.”

Anderson recommends that for anyone interested in the auction 
industry, observe the “80/20 rule,” which says “once you’re 
80-percent ready, jump,” he said. “Go work for someone. Don’t 
wait until you’re 100 percent ready, because you’ll never convince 
yourself to do it. 

“You’ll figure out the rest as you go along. Don’t be afraid to fail – 
even billionaires have failed.”

Anderson is also eager to give back. He’s looking for opportunities 
to serve on volunteer boards that can utilize his expertise. Who 
knows – maybe you’ll see him leading a session at a future NAA 
International Auctioneers Conference & Show. v
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Let Port wine put you 
on the “nice ”  list

Are your buyers and sellers (or you?) 

looking for that holiday winner? 

Port wine might be your answer.

By Mark Solomon

Belem Tower, also known as the 
Tower of St. Vincent, looks over 
the port in Lisbon, Portugal. 
Port wine is simply a wine made 
from Portuguese grapes that 
has been fortified with brandy.

www.auctioneers.org
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It is almost the time for cozy fires, Christmas lights, 
Hanukkah menorahs and holiday cards. And if your 
auction attendees happen to enjoy wine, it is also the 

time to have a nice bottle of Port.

Port has a snobby reputation as an after-dinner drink 
consumed by gentlemen in the parlors of their elegant 
residential estates. This is unfortunate because it is a 
wonderful sipping beverage that truly almost any adult can 
enjoy. 

Port is merely a wine made from Portuguese grapes that 
has been fortified with brandy. Because this wine is both 
rich and sweet, it is often served after-dinner as a digestif 
paired with desserts such a cheeseboard, nuts or chocolate. 

Interestingly, port is more of a British invention than a 
Portuguese one. While many areas of France are terrific 
places to grow the grapes that go into beautiful wines, 
England has never been as fortunate. With this in mind, 
during the wars with France in the 17th and 18th centuries, 
the fine wine drinkers of Britain were required to find new 
countries from which to purchase their wines. 

Obtaining wines from Portugal seemed to make the most 
sense. However, a large proportion of the wine barrels 
would spoil during the lengthy voyage home to England. 
Fortunately, it was discovered that when Portuguese wines 
were fortified with additional alcohol from brandy, many 
more barrels could withstand the harsh trip. The earliest 
known shipment of fortified wine being transported from 
the coastal town of Oporto, Portugal to England took place 
in roughly 1678.

Types of Port

There are several varieties of Port, including red, white, 
rosé and barrel-aged. While much of the port we find in 
supermarkets is of mediocre quality, there are many fine 
Ports that are highly treasured for sipping. These can cost 
from $30 to hundreds of dollars per bottle. 

Vintage Port is at the top of the list in terms of price, aging 
potential and prestige.  This port is made only from the 

best grapes and exclusively in the years that have been 
“declared” to be outstanding. Further, vintage Port is 
produced by the Port wine houses of Portugal only a few 
times per decade. 

Since these wines are so young and undeveloped upon 
release, they are usually stored away in cool cellars by 
collectors for years until they mellow and age into their full 
drinking potential.

Finding better wine at auction

For many customers, bidding for the first time at a wine 
and port auction can seem like an intimidating process. 
Prior to becoming the Fine Wine Director for Leland Little 
Auctions, in Hillsborough, North Carolina, I myself was an 
ordinary wine drinker.

Then, however, I eventually began attending auctions and 
soon realized that by purchasing Port at auction, I was able 
to find many of the better and older vintages (e.g., 1963, 
1977 & 1985) that one simply could not find locally. And, 
more importantly, I discovered that I was able to purchase 
some of my favorite bottles of Port at a much better value.  

So, during this holiday season, share the Port wine news 
with your buyers and sellers. It will make for something 
and be sure to put you on many peoples’ “nice” list. v

Wine auctions 
continue to show 
strong growth, 
with U.S. sales up 
9.4 percent ($30.3 
million) in the 
third quarter as 
compared to 2016. – 
WineSpectator.com

www.auctioneers.org
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TEXAS AUCTION 
ACADEMY

The September class of the Texas Auction Academy 
concluded with 27 graduates completing the 
8-day intensive course, which trains students on all 
mandatory topics to meet their state’s educational 
requirements to obtain an Auctioneer license. This is 
the first Texas Auction Academy class to include an 
international student from Nigeria, who joined other 
students representing Mississippi, Louisiana, and Texas.

www.auctioneers.org
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   Internet Auction Methods • Dec. 10             Expert Witness • Dec. 11-12 
Interpersonal Communications for Auction Professionals • Dec. 13-14

         USPAP (15-Hour) • Dec. 15-16        USPAP (7-Hour) • Dec. 10

DESIGNATION ACADEMY EDUCATION SCHEDULE
AMM • Dec. 11-13 BAS • Dec. 14-16AARE • Dec. 10-12 

CAS • Dec. 10-11                         CES • Dec. 14-16                  GPPA • Dec. 10-14

Designation Academy
Las Vegas, NV  • The Linq Hotel & Casino •  December, 10-16, 2017

                                                                                                   Specific Dates for Classes Below

 Auction Marketing Management (AMM)
Richmond, VA  • Hilton Short Pump Hotel • January 9-11, 2018       Wichita, KS  •  DoubleTree by Hilton •  January 23-25, 2018

Uniform Standards of Professional
Appraisal Practice 
 Cleveland, OH  • Cowan's • January 11-13, 2018

N A T I O N A L  A U C T I O N E E R S  A S S O C I A T I O N  

EDUCATION CALENDAR 
               

    
                                                    

Uniform Standards of Professional
Appraisal Practice 

 
Portland, ME  • Clarion Hotel •  November 18, 2017 

Real Estate Workshop • Dec. 13
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Arizona
Brenda Lee Sherwood
6809 Cheney Ranch Loop 
Show Low, AZ 85901 
brendaleesherwood@gmail.
com
(928) 243-0202

Subyn Novelle Wadsworth
14003 N. 99th Way 
Scottsdale, AZ 85260 
www.subynwadsworth.com
subyn@subynwadsworth.
com
(602) 549-2077

Arkansas
Logan James Hartbank
922 E. Chelsea Dr. 
San Tan Valley, AR 85140 
lhartbank@yahoo.com
(307) 851-5499

California
Akram Awad
Fairmont Gold Trading
650 S. Hill St. Booth D-6
Los Angeles, CA 90014 
prestigejewelers08@gmail.
com
(323) 218-9694

Colorado
James D. Head
HS Direct Auction Solutions
P.O. Box 853 
Niwot, CO 80544 
hsdirect@comcast.net
(720) 347-9332

Lee  McBride
1530 Chapman Lane 
Longmont, CO 80501 
mcleemcbride@comcast.net
(303) 809-2107

Georgia
Joseph Minick Lanier
South Auction & Realty
4 Forest Pines Drive 

Statesboro, GA 30458 
joe@southauctiongroup.com
(912) 531-7007

Illinois
Timothy Maurice Hurt
11319 S. Sawyer Ave. 
Chicago, IL 60655 
timhurt525@gmail.com
(708) 638-9909

Missouri
Jesse  Loomis
Bid4Assets, Inc.
8757 Georgia Ave., Ste 520 
Silver Spring, MD 20910 
jloomis@bid4assets.com
(301) 650-9195

Nebraska
Stacy  Tracy
Taylor & Martin Inc.
P.O. Box 349 
Fremont, NE 68025 
www.taylorandmartin.com
stracy@taylorandmartin.com
(402) 721-4500

New York
Patrick  Dolan
P.O. Box 1506 
Monticello, NY 12701 
atlanticequipment.com
mail@patdolan.com
(845) 807-8727

Ohio
Cory  Miley
4815 County Road 31 
Galion, OH 44833 
ifofnco@gmail.com
(419) 295-3435

Oklahoma
Lauren Ansley Edwards
11492 N. 50th St. E. 
Wagoner, OK 74467 
lansley97edwards@gmail.
com
(918) 499-0799

Tennessee
Gregory Allen Carpenter
Franklin Harrison
P.O. Box 34343 
Memphis, TN 38184 
gcarpenter@gmail.com
(650) 319-5107

Texas
Philip Al Bivens
4208 Greenwood Rd. 
Weatherford, TX 76088 
p_bivens@hotmail.com
(405) 249-8567

Charles  Countryman
Cloverfield Machinery LLC
3872 State Hwy. 64 #353 
Tyler, TX 75704 
www.cloverfieldmachinery.
com
charles@cloverfield
machinery.com
(903) 707-0317

Mark Kevin Crawford
1555 Desiree St. 
Canyon Lake, TX 78133 
mkcrawford@auctioncry.net
(830) 214-4960

Louis Allen Epstein
Best Entertainers
8831 Bintliff Dr. 
Houston, TX 77074 
www.bestentertainers.com
le@bestentertainers.com
(832) 368-5654

Brad  Fry
Brad Fry Enterprises
230 Bull Rider Rd. Unit A 
Lubbock, TX 79404 
www.bradfryent.com
brad@bradfryent.com
(806) 252-1397

Jim  Gregory
2705 31st St. 
Lubbock, TX 79410 

I am excited to 
be part of the 
Auctioneer world 
and part of NAA.  
Many of my 
colleagues speak 
highly of NAA 
and what it has to 
offer. Having the 
ability to network, 
receive up-to-date 
information from 
the magazine and 
online, and have 
an abundance 
of educational 
opportunities are 
just some of the 
many assets that 
NAA has to offer.”

Mark Clifford
Cincinnati, Ohio

Mark Clifford

N E W  M E M B E R S
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As a new auction 
business owner 
and Auctioneer, 
I look forward to 
learning from the 
members of NAA. 
Excited to be a 
new member! ”

Mary Dees
Orland, Fla.

Mary Dees

me@jimgregory.net
(806) 598-9400

Bret Wright Johnston
2 Windridge Drive 
Beeville, TX 78102 
bretjohnston@hotmail.com
(361) 362-7572

Ashlee Rae Luna
6004 Corsica Way 
Plano, TX 75024 
ashleerluna@gmail.com
(972) 730-6024

William  Maier
P.O. Box 125 
Van, TX 75790 
auctionmaier@gmail.com
(719) 469-6666

Dustin Alan Neighbors
1900 Live Oak Circle 
Azle, TX 76020 
dustin_neighbors@outlook.
com
(432) 803-4110

Kimberly Marie Neighbors
1900 Live Oak Circle 
Azle, TX 76020 
funlanluck@gmail.com
(432) 741-2067

L.A.  Neighbors
1900 Live Oak Circle 
Azle, TX 76020 
lan@citypipe.com
(432) 385-8588

Christina  Pace
12100 Schuster Rd. 
Round Top, TX 78954 
cmdpace@gmail.com
(361) 212-4573

Martin A. Pessink
U.S.V. LLC
14328 CR 3104 
Gladewater, TX 75647 

usventures@outlook.com
(903) 987-4671

Harold  Smithson, Jr.
P.O. Box 380 
Como, TX 75483 
macsmithson075@gmail.com
(903) 335-9474

Carla  Swenson
United Country Swenson 
Auctioneers, Inc.
900 RR 620 S. Suite C101 
PMB 200 
Austin, TX 78734 
cswenson999@gmail.com
(512) 422-1298

Virginia
Jordan  Estes
7502 Bowie Road 
King George, VA 22485 
estesJ995@gmail.com
(540) 376-2440

Amber  Puffenbarger
Allied Auctions Online
1056 Mount Solon Rd. 
Mount Solon, VA 22843 
amberpuff@gmail.com
(540) 421-5007

Washington
Nick  Hanson
James G. Murphy Company
P.O. Box 82160 
Kenmore, WA 98028 
www.murphyauction.com
kris@murphyauction.com
(425) 486-1246

Wyoming
Colton Bo Kraft
VRK Auctions
2230 Pennsylvia Blvd 
Green River, WY 82935 
cltnkraft@gmail.com
(307) 871-2063

Canada
Darren  Murphy
Murphy Auction Service
162 Sawdust Rd. 
Shediac Cape, NB E4P3K1
Canada
www.murphyauctionservices.
com
silverado621@hotmail.com
(506) 961-9985

Mexico
Marcela Davila Diez-
Gutierrez
Lago Catemaco #2152 K-402 
Jardines
Guadalajara, Jalisco ZC 
44210 
Mexico
marcela.davila10@gmail.com
523331767187

Nigeria
Chief William Friday 
Onakpoma
Certified Institute of 
Auctioneers, Nigeria
16 Dipe-Olu Street Off Allen 
Roundabout 
Ikeja, Lagos 234 
Nigeria
ciauctioneers@yahoo.com

South Africa
Arkady  Matusowsky
Kristal Auctions
Plot 100 Zandfontein 
C/O Van Der Hoff & 
Pretoria 0043 
South Africa
www.kristalauctions.com
auctioneer@kristalauctions.
com
+27825774439
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French clocks and select furniture 
lead in California

MONROVIA, Calif. – Following the uncertainty caused by 
extreme weather seen throughout the southern United States, 
Moran’s was cautious heading into its Sept. 12th Traditional 
Collector auction. 

Happily, however, the excellent selection of property featured in 
the catalogue brought out the buyers from all over the country 
and beyond, who cast bids online, by telephone and in person 
throughout the 3.5-hour event. 

The sale achieved a respectable sell-through rate of 75 percent 
overall. French clocks in particular saw intense bidder 
competition; the two highest-grossing lots of the evening were 
monumentally scaled mantel clock and garniture sets consigned 
from private Southern California collections. 

A three-piece Louis XVI-style gilt-bronze mantel clock and 

garniture by 19th-century Parisian maker Charpentier & 
Compagnie comprising a clock and pair of candelabra was 
brought to the block with a $30,000-$40,000 estimate. 

Consigned from a private Beverly Hills, California, collection, 
each piece in the set featured well-modeled winged putti-form 
bases and inspired multiple telephone and absentee bidders 
to vie for the lot; a telephone bidder proved successful, paying 
$36,000. Assigned a $20,000-$30,000 pre-sale estimate, a Japy 
Freres et Cie Louis XVI-style mantel clock and garniture, this 
example also featuring putti figures modeled in the round, found 
a buyer for a very respectable $24,000.

Select pieces of well-made French furniture earned exceptional 
prices at Moran’s September auction; a Louis XV-style kingwood 
and satinwood gilt bronze-mounted commode by Parisian 
cabinetmaker François Linke consigned from a private Los 

$36,000
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Angeles collection inspired competition between a host of 
bidders participating from the floor, online and via left bid; after 
some back and forth, the commode earned a price realized of 
$22,800 (est.: $20,000-$30,000).  

A hard-to-find king-size gilt-bronze mahogany bed frame in the 
Louis XVI style was offered with a conservative $3,000-$4,000 
estimate; owing to the rarity of its size and the quality of its 
craftsmanship, the bed achieved an exceptional $11,250 price 
realized thanks to multiple participants casting their bids via 
the Liveauctioneers platform. Large-scale decorative object of 
many kinds were decidedly in favor throughout the evening; 
a remarkable figurative gilt-bronze torchière base, modeled in 
the form of a courting couple and raised on a faux marble base 
was presented with a $3,000-$5,000 estimate. After a number 
of fruitless searches for a signature on the well-modeled piece, 
Moran’s was unable to attribute it to a maker. Despite this, the 
single torchière achieved a stunning $9,600 selling price. 

Shortly after, a large-scale Dutch silver epergne dating to 1873 
captured the attention of the crowd; telephone lines were full 
for bidding on the lot, which featured three tiers of cut-crystal 
bowls and finely rendered silver flowers and foliage (price 
realized: $6,875; est.: $4,000-$6,000). Measuring nearly three 
feet tall, a pair of silvered bronze putti-motif candelabra was 
expected to bring between $4,000 and $6,000; enthusiastic 
floor bidders pushed the final selling price up to $6,600. One 
dark-horse highlight for the evening came in the form of two 
very large crystal chandeliers consigned from a Beverly Hills 
collection; featuring a widening frame adorned with fruit 

$22,800

$4,200

$8,125

$9,600 $1,875
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HARRISBURG, Pa. – Bidders were out in force for luxury 
goods at Cordier’s Aug. 13 Antique and Fine Art Auction. The 
sale, which included both live and online bidding, featured lots 
ranging from mid-century modern furniture to fine jewelry. 

At $16,000, a 14K 2.16-carat diamond solitaire ring was the 
top lot of the sale. Fierce competition between two bidders in 
the room drove up both the price and the tension before the 
hammer finally fell.  Jewelry made a strong showing overall, with 
an Art Deco 2.58 CTW diamond and platinum brooch selling 
for $4,100, while a man’s Rolex Oyster Perpetual Datejust Turn-
O-Graph brought $3,000. 

Continuing a trend toward the indulgent, a gorgeous floating 
arm sectional by Edward Wormley for Dunbar sold for $8,000 
to an online bidder. Wormley (American, 1907-1997) was a 
longstanding designer for Dunbar and had work featured in the 
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and leaf-form drops of clear and variously colored crystal, the 
handsome pair was sold for $11,400, just within the $10,000-
$15,000 pre-sale estimate. Select Chinese objects did well at 
the block, including an intriguing and sumptuously carved 
hardwood figure of Guanyin riding on the back of a spotted deer. 

Despite some condition issues, the antique carving was popular 
with floor bidders, selling for $1,200 (estimate: $400-$600). 
A richly carved Chinese hardwood cabinet featuring deeply 
carved dragon-motif doors in addition to a highly detailed crest, 
apron and legs also proved attractive to floor bidders who had 
previewed in person. Originally assigned a conservative $1,500-
$2,000 estimate, the cabinet brought $6,000 at the block. An 
intriguing set of seven enameled silver Chinese boxes decorated 
with flowers, birds and butterflies threw online bidders into a 
frenzy; due to multiple absentee bids cast online, the lot opened 
at $6,500, well over the $2,500 to $3,500 estimate, and closed 
shortly thereafter (price realized: $8,125). 

Continental works of art saw solid results throughout the 
evening; a charming, richly illustrative oil painting of a family in 
an interior with pet pigeons by Italian artist Jules Zermati (1880-
1920) earned $4,200, well within the $3,000-$5,000 estimate. 
The subject of a hearty bidding war between multiple telephone 
bidders and a determine floor bidder, “Virgin Crowned by 
One Angel”, an original engraving by German artist Albrecht 

Durer (1471-1528) carrying provenance from the Vincent Price 
Collection, brought $4,800, over the $2,000-$3000 estimate. 

One surprising highlight came in the form of a 19th-century 
Continental school painting of a well-dressed nobleman praying 
as putti bring him eternal blessings; the unsigned work achieved 
a $2,280 selling price (est.: $1,000-$1,500). 

Additional highlights across all categories include: 
• A sweet bronze sculpture by Joseph Gustave Cheret (1838-

1897 French) depicting a young girl slumbering while her pet 
cat playfully bats at a lock of her hair was popular with floor 
bidders, earning $8,400 (est.: $3,000-$5,000). 

• An elaborately decorated gilt-bronze German gothic-style 
cartel clock achieved a $3,600 price realized after competition 
between online and floor bidders (est.: $2,000-$3,000). 

• A highly detailed marble sculpture by Italian master sculptor 
Guglielmo Pugi (c. 1870-1915 Italian), depicting a beautiful 
maiden wearing a laurel crown, was a hot-ticket item online, 
bringing $1,875, well over the conservative $600-900 estimate. 

• Always a collector favorite, two KPM plaques were put on 
offer, including a rectangular plaque after Baron Cuno von 
bodenhausen (1852-1931 German) titled “The Blind Nydia”; 
the plaque hammered for $2,760, thanks to a collector bidding 
via telephone (est.: $1,500-$2,500).  v

Fine jewelry, high-end furniture 
woo bidders in Pennsylvania

$16,000

www.auctioneers.org
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Good Design Exhibitions staged by the Museum of Modern Art 
between 1950 and 1955. 

“We’re still seeing very strong prices in mid-century modern 
furniture,” said Ellen Miller, Cordier’s director of catalog and 
specialty auctions. According to Miller, “The strong, clean lines 
of mid-century continue to be popular with both designers and 
collectors.”

Bidders did not just favor modernity, however. An 1800’s 
Sheraton Castle Top Tall Case Clock sold for $1,500, while a late 
19th century KPM porcelain plaque of Queen Louise signed 
“Wagner” brought $4,400. 

Several vintage vehicles drove across the block, including a 1963 
Studebaker Avanti, which hammered down at $9,500. A 1987 
Maserati BiTurbo Si sold for $6,000. 

A large, single-owner collection of African masks and carvings 
stood out among the ethnographic items, particularly a Dwayne 
Simeon Hok-Hok mask, which brought $1,500. Simeon, born 
1960 of Likwata, Haida, and Squamish ancestry, is a native 
master carver in the North West Coast tradition.

The sale was the third of four Antique and Fine Art Auctions to 
be held by Cordier in 2017. The quarterly sales attract bidders 
internationally. More about the company can be found at 
CordierAuction.com

$9,500
$8,000

$4,400 $3,000

$6,000

$4,100

$1,500

www.auctioneers.org
http://CordierAuction.com
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St. Jude patient Isaac, age 4,  
juvenile myelomonocytic leukemia

Isaac loves his older siblings. And when 
he came to St. Jude Children’s Research 
Hospital® the day after his 3rd birthday 
for treatment of juvenile myelomonocytic 
leukemia, his own big sister was able to offer 
hope for his cure. She became Isaac’s donor 
for a bone marrow transplant in October 2016. 

Isaac has now returned home to his family. 
Families never receive a bill from St. Jude 
for treatment, travel, housing or food. His 
mom said, “St. Jude becomes a part of 
you; it becomes a part of who you are and 
your experience. It’s been a life-changing 
experience in the most humbling of ways.”

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

Single tract 
of Kentucky 
farmland 
cultivates nearly 
$1.5 million at 
auction
Union County, Ky. – Kurtz Auction & Realty Company once again 
harvested a massive real estate crop as it recently conducted a 
single-tract sale worth nearly $1.5 million near Morganfield.

One tract with 255.5 acres of mostly second bottom land – located 
a mile south of the Ohio River (eight miles west of Morganfield) – 
was purchased by auction for $1,443,575, or $5,650 per acre. The 
acreage had no improvements, and coal, oil and other mineral 
rights were previously reserved. 

The tract was purchased by an areas farm family partnership. v

www.auctioneers.org
http://stjude.org/naa
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Brent T. Semple, CAI, 
AARE, CES

Jeff  Harvey, CAI
James D. Gill, CAI
Jan T. Bendis, CAI, ATS, 

CES, GPPA
Randy S. Burdette, CAI, 

CES
Barkley  Barnard
Jeffrey  Boston
Brian  Testo
Gerald E. Burke
Ronald G. Dunnington, 

CAI, AARE, CES
David J. McMurrer
Dale A. Folsom
William R. Forbes, Jr., 

CAI, BAS
David M. Reed, CAI, 

GPPA
Kaja J. Veilleux
Ronald R. Hanway
Jolene  Jokela-Veo
David B. Canning, CAI
Gregory J. Christian, CAI
Robert  Levy
Stuart L. Medow, CAI
Lester T. Miller
Randall B. Moyer
Tasabah T. Malone, CAI
David P. Fitzgerald, BAS
David R. Hudgins, CAI, 

AARE
Paul J. Klote, BAS
Franklin J. Wilkerson
Wayne M. Wilson, CAI
Larry W. Pearce, Jr., 

AARE, ATS, CES
Gary M. Berry
Doug  Hampton
Mickey I. Duckett, CAI, 

AARE, CES, MPPA
J. Craig  King, CAI, 

AARE
Toney C. Thornhill, CAI, 

BAS
William T. McLemore, 

CAI
Jeff  Marshall
Grant A. Lanier, CAI, 

CES
David N. Muirhead
Christine  Dudley
David Allan Ordon
Edward A. Donahue, 

AARE, CES

James G. Carlson
Bradley K. Smith, CAI, 

AARE
Mike  Archibeque
Jerry L. Stichter, CAI, 

CES
Loren M. Seifert
Jason C. Lamoreaux
Troy A. Wilde, AARE
Thomas J. Weitbrecht, II
Matthew J. Lee
John Albert Ball
Michael R. Garrison
Wesley Richard Pace, 

MPPA
Michael Dean Kinney, 

BAS
Lawayne G. Weaver
Andy James O'Hanlon, 

CAI
Robin L. Williams, CES, 

GPPA
Yves  Legault, GPPA
Bill  Pace
Ronald Benjamin 

Zigmund
Gary Wayne Rogers
Murray  Wise
Jackson Frederick 

Hegerfeld
Bruce Alan Wold, CAI, 

AARE, CES
John Lee Genovese, Jr., 

CAI, CES
Gerald A. Andrews, CAI, 

CES
Damian Duke Domingue
Donald Thomas Stuart
Michael Kevin Ross, 

CAI, CES
Bryce Alan Elemond, 

BAS
Earl D. Heard, III, CAI, 

AARE, CES, GPPA
Martin  Claire
Ben R. Price
Kenneth Everett Freeman
Karleen  Talbott
Carson Wayne Day
Patty M. Brunn, BAS
Robert Patrick 

Almodovar, AMM, 
GPPA

William Wallace Britain
Jason Taylor Little
Lynel  Gullidge

Dave J. Esdohr
David  Farmer, CAI
Mike H. Kent
Rachelle R. Repine
Guy  Michon
Randal L. Ehli, CAI, 

GPPA
Clayton Merrill Keck
Michael  Faith, BAS
Jeff W. Green
Debbie  Scheer
Joseph B. Gould
Youness  Bakr
Jerry Ray Payne, Jr.
Anthony Lee Young
Akram  Awad
Theodore W. Fleisner
James A. Behm, CAI, 

CES
John W. Block
Tim  Foley, III, CAI, 

AARE, CES
Nelson E. Aumann, CAI, 

AARE, CES
Brent  Robbins
William  Mannion
Robert L. Alexander
Jim  Roth
Bob  Lasswell
Thomas M. McInnis, 

CAI, AARE
Phillip L. Pierceall, CAI, 

BAS
Richard  Schotts, Jr.
John A. Whalen
Robert  Poole, GPPA
Gregory J. Littlejohn, 

CES, MPPA
Milford  Yoder
Glen K. Thompson
Tiffeny R. Cook
David J. Meares, CAI, 

GPPA
Wade G. West
Matt J. Holiday, CAI, 

BAS
Jade R. Montrie, CAI, 

CES
Barbara K. Durnil
Patricia  Zulkowski, 

GPPA
Jim  Huff
Raymond W. Bauman, 

CAI, CES
Debra  Nelson, CAI
Jack W. Kiko

Jenelle L. Taylor, CAI, 
BAS

Phyllis  Coffey, CAI, 
AMM, BAS

Walter J. Driggers, CAI, 
AARE

Martha M. Boyle
Marvin L. Crawford, Jr.
Patrick B. Haggerty
John A. Robinson
Peter D. Husak, BAS
Robert M. Biggar
Bryan F. Kinsley
Jeff B. Tebow, CAI
Jacob  Barth
Mike S. Girard, CAI
Seth  Fallon
Paul M. Roesch, CAI, 

AARE, ATS, BAS
Stuart E. Beduhn
Kenneth Raymond Lane, 

GPPA
Reginald D. Buck, Sr., 

GPPA
Michael Davis Brooks, 

GPPA
Jay G. Staser
Samantha Saturley 

Kelley, CAI, ATS
Michael A. Roosevelt, 

GPPA
John D. Bottero, CAI, 

AARE, GPPA
Stephan Joseph Allard
Steven Robert Cole
Zack  Krone, BAS
Amy  Nikolaisen
Dan  Dotson
Rick  Barker, CES
Gary M. Campbell
Raymond Lee Griffiths
Stephen Michael Vaughn, 

GPPA
Tammy  Greenwell
Jillian E. Harvey
Logan  Thomas, CAI, 

BAS
Darren L. Diess, BAS
James Cody Coffey, 

AMM
Oscar  Guerrero, BAS
Robert L. Hall
David  Lewis
C. Shields Jones, Jr., 

AMM
Dan  Dalley

Elizabeth  Owens
Jeffrey Morrill Craig, II
Shelley  Lumm, BAS
John H. Lumm
Robert L. Barmore, Jr.
Spencer Dale Bartlett
Jessica K'Leigh Heard
Greg P. Mergen
Dave  Lovegrove, AMM
Frances  Fripp, BAS
Larniecia  Smith
Adam  Capes
Russ  Brown
Daniel  Campbell, AMM, 

BAS
Donna M. Klein
Ron  Keith
Aaron  Lee
Diane L. Bendis, ATS, 

CES, GPPA
John  Malone, CAI
Deborah A. Buck, GPPA
Missy  Heard, AMM
B.G.  Dunnington, CAI
Michael R. Charnego, 

CAI
Richard E. Linde
Virgil E. Thomas
Earl S. MacIlwain
Howard W. Visscher
Edward J. Rogers
Richard C. Berman
William G. Harter, CES
Fredrick H. Smith, CAI, 

CES, MPPA
Richard J. Keenan

THANK YOU 
for Your Renewals!

www.auctioneers.org
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What’s the deal with public speaking? Comedian Jerry 
Seinfeld once joked that more people would rather be 
in the casket than giving the eulogy at a funeral.

This doesn’t always ring true for Auctioneers. In fact, more than 
a few believe they are automatically good at public speaking since 
they have no trouble commanding a microphone at a sale. Others 

think they can get in front of an audience and improvise an entire 
presentation. 

It’s this type of thinking that sets up those individuals for failure.

“Don’t confuse lack of fear with ability and effectiveness. I am 
not scared of singing, but I do not have a recording contract,” 

Using public 
speaking to grow 
your business

Educate audiences or be entertaining, but don’t use the 
moment to push potential clients into purchasing your services.
By NAA Staff

www.auctioneers.org
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said Trisha Brauer, CAI, BAS. “Just because you aren’t scared of 
something doesn’t mean you are good at something.”

With the right training and preparation, you can master public 
speaking. There are few skills that have the potential to bring 
more opportunity to your business than the ability to speak 
and present well. Brauer knows firsthand as she employed 
these strategies to jump head first into the industry. Doing so 
effectively established her reputation as a leader and grew her list 
of clients from nothing. Within two years, she quit her corporate 
job, began providing auction solutions full time, and now 
conducts about 50 auctions per year for a select group of clients.

“The reality is the general public does not understand much of 
what we do accurately. There are a lot of misconceptions out 
there,” Brauer said. “By being able to speak publicly, you start 
breaking down barriers and proactively educating people about 
auctioneers.”

Once people understand what you do, they may hire you to solve 
their problems. 

Public speaking lends credibility to you as the speaker and allows 
you to build rapport with those in the audience. The potential 
clients you can nurture are endless.

Training and preparation

It begins with training and preparation. Choose a subject you 
are excited about and make it the angle for your workshops, 
presentations, and speeches. Then, practice. Audiences can tell 
when a speaker is unorganized or improvising, so an auction 
professional must be prepared. Try to wing it during a speaking 
engagement and you instantly lose credibility.

“I gave a speech that was 3 minutes and 8 seconds. I spent 40 
hours writing and practicing that speech,” Brauer said.

The NAA’s Interpersonal Communications class with Tim 
Luke, CAI, BAS, MPPA, is an in-demand option for those 
seeking formal training on public speaking and media training. 

Community colleges in your area are also affordable sources for 
classes.

Once you’ve obtained the training, put together your topics and 
plan accordingly. While doing so, be sure to tailor your message 
to each audience. Educational opportunities are the best source 
for speaking engagements, as it can be difficult for people who 
form meetings to find educational speakers. 

Homeowner associations, city council meetings, church groups, 
school clubs, professional associations, and the media are just 
some occasions for public speaking. Webinar and podcast hosts 
are similarly looking for speakers to bring on their shows. 

People are thirsty for knowledge.

“There are 18,000 registered nonprofits in the Kansas City area. 
I started going to their meetings,” Brauer explains. “I listened 

to their problems and offered solutions. I was able to take my 
benefit business from zero to a full schedule in 18 months. 
The number one reason I was able to do this is because I was 
speaking at seminars.”

Once speaking engagements planned, it’s important to remember 
not to be a salesperson. Teach the audience something. Educate 
them or be entertaining, but don’t use the moment to push 
potential clients into purchasing your services. There’s nothing 
that turns off people more than high-pressure sales tactics.

Instead, ask the event’s organizer for a contact list of with the 
audience’s information. Try to get names, phone numbers, and 
email addresses for personalized follow-up messages. Have 
plenty of business cards on hand during the event and position 
yourself as a person who can provide solutions. Capitalize on 
those connections with your follow-up plan. 

That’s how you get the phone to ring and gain more business. v

Public speaking lends credibility to you as the speaker and 
allows you to build rapport with those in the audience. The 

potential clients you can nurture are endless.

www.auctioneers.org


64    NOVEMBER 2017      Auctioneer     www.auctioneers.org

N E T W O R K I N G F I L L E R  W O R D S

P A G E

38
“Over the years, we’ve been behind the curtains in D.C. What we’re trying to do with 
these talks is to hopefully break down the wall that’s between us and you.”
Curtis Gilbert, The Bureau of Alcohol, Tobacco, Firearms and Explosives Deputy Assistant Director
Washington, D.C.

AROUND the BLOCK

• Heralded as The Man, The Myth, The Legend, by Texas based 
USVET.fund, NAA member C. Ivan Stoltzfus, CAI, Honey 
Brook, Pennsylvania, was a featured guest at a veterans 
fundraiser auction with fellow NAA member Myers 
Jackson and DIY Network channel’s Texas Flip and Move 
stars the Snow sisters.

 Stoltzfus is known for driving his Johnabilt 1948 tractor 
across country for America for Wounded Heroes from 
Honey Brook to South Florida, Texas, California, Oregon, 
Washington and then back home to Honey Brook.

• NAA Hall of Fame member Leroy Van Dyke’s 1956 hit 

song “Auctioneer” is the featured track for a new Subway 
advertising campaign. Van Dyke wrote the song in 1953 
while serving in the U.S. Army in Korea. The song originally 
sold one million records in three months.

• Stars packed into Rogers Arena in Vancouver, B.C., on 
Oct. 21 for the David Foster Foundation 30th Anniversary 
Miracle Gala and Concert. It was a gold-star night for the 
organization, which raised a record $10.2 million for non-
medical expenses of families with children getting organ 
transplants. NAA member Jeff Stokes, of Edgewood, 
Washington, led the sale and said it was “the most I’ve ever 
raised at a charity auction.”

IN THE RING

P A G E

25
“Whenever you can stay in the same business for 50 years and work in a small 
community like we have, it just means you’ve done things right. It’s a proud moment.”
Randy Ruhter
Ruhter Auction & Realty, Inc.
Hastings, Nebraska

“I can say without a doubt that the auction business gave me back my confidence, 
my pride and self –esteem, and for that reason, the auction business will always have 
a special place in my heart and be the silver lining from 2006.” 
Kent Anderson, GPPA
Maple Leaf Appraisals LLC
Dallas, Texas

P A G E

49

Join, Like, and SHARE 
the NAA Facebook page!

www.auctioneers.org
http://USVET.fund
http://facebook.com
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MEMBERS‘ CORNER

What's old is new … and awesome
At the same time as launching a new website in 

November, J.P. King Auction Company relocated its 
headquarters, in Gadsden, Alabama, to a more than 

100-year-old historically restored building.

In December 2016, Craig King, CEO & President of J.P. 
King Auction Co., with his wife Cindy, purchased and began 
restoration efforts of 414 Broad Street, located in the heart of 
the Downtown Gadsden Alabama Historic District, which is 

listed in the National Register of Historic Districts. J.P. King 
corporate offices will occupy the first floor, and the second 
floor has been repurposed for three luxury loft apartments.

“My granddad Leslie C. King, who was president of J.P. King 
Auction Company from 1939-1961, had offices on Broad 
Street. To support growth, we decided to return to downtown 
and retain the architectural character of an historic building,” 
said Craig King. v

www.auctioneers.org
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Coming up in December/January ...

Comic books, communication strategy, an auto Auctioneers roundtable, and building a success-
ful business plan. All of that and more is on tap for the next issue of Auctioneer as we dive into 
loads of NAA content and get you ready for 2018.

Estate Auction Company 
for Sale Due to 

Retirement. 
Garrisonauctioneers.com

ONE OF A KIND
14K yellow gold with 18K gold nuggets on flanks. 
Total 2.25-carat brilliant cut diamonds. All matched 
GIA color and SL 1-2 clarity. Total gold weight 29.7 
grams, size 13. Never worn.
 jseverson1944@yahoo.com  $12,000

10K yellow gold .50 carat brilliant cut diamonds 
with GL A grade G-H color, VS-1 clarity. Gold weight 

17 grams, size 12-1/2. Has been worn.
 jseverson1944@yahoo.com  $5,000
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National Auctioneers 
Foundation Board of 
Trustees 2017-2018

Officers
President

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

mike@United-SCS.com 

Vice President
David W. Huisman, CAI

(209) 745-4390
 david@huismanauction.com 

Immediate Past President
J.J. Dower, CAI, AARE, 

AMM, CES
(423) 569-7922

jjdower@ayersauctionrealty.com 

Treasurer
William L. Sheridan, CAI, 

AARE, GPPA
(517) 676-9800

bill@sheridanauctionservice.com  

Trustees
Terms expiring 2018

John Dixon, CAI
 (770) 425-1141

 john@johndixon.com 
Lonny McCurdy, AARE

(316) 683-0612
lmccurdy@mccurdyauction.com 

Scott Steffes, CAI, CES
(701) 237-9173

scott.steffes@steffesgroup.com 

Trustees
Terms expiring 2019

Barbara Bonnette, CAI, 
AARE, GPPA

(318) 443-6614
barbara@bonnetteauctions.com 
Christie King, CAI, AMM, BAS

(256) 467-6414
cking@ckingbenefits.com

Lance Walker, CAI, BAS, CES
(901) 322-2139

lance@WalkerAuctions.com

Trustees
Terms expiring 2020
Jay D. Nitz CAI, MPPA

(402) 727-8800
 jaynitz@omni-tech.net 

Scott Robertson, CAI, BAS
(239) 246-2139

scott@thevoe.com 
Kim Hagen, AMM
(770) 838-0552

kim@hrgsold.com 

NAA Board Representative
NAA Past President

John S. Nicholls, AARE, AMM
(540) 220-8848

john@nichollsauction.com

Executive Director
Hannes Combest, CAE, 

(913) 563-5413
hcombest@auctioneers.org

Foundation Staff
Lois Zielinski, Administrator

(913) 563-5427
lzielinski@auctioneers.org

NAA Auxiliary Board of 
Trustees 2017-2018

Officers
Chair 

Terri Walker 
(901) 413-9738

terri@walkerauctions.com

Vice Chair 
Krista Shuman

( 970) 978-5928
krista@hallandhall.com

Past Chair 
Debra Brock

(316) 641-0748
djbrock2@cox.net

Secretary 
Britni Rogers

(336) 528-0511
britni@rogersrealty.com

Executive Secretary 
Lucinda Terrel
(816) 830-7001

lrterrel@hotmail.com

Trustees 
Kay Kruse

(260) 645-0205
kaykruse@gmail.com

Angela Johnson
(352) 672-2038

johnsonsix1994@gmail.com
Hannes Combest, CAE

(91) 541-8084 ext 13
hcombest@auctioneers.org

Member at Large 
Peg Imholte

(320) 250-1200 
peggyimholte@gmail.com

NAA Education Institute  
Trustees 2017-2018

Officers
Chair 

Janine Huisman, CAI, ATS,
BAS, GPPA

(209) 745-4390
janine@huismanauction.com 

Vice Chair
Thomas C. Jordan, CAI, AARE,

ATS, CES, MPPA 
(919) 832-8005

bid007@nc.rr.com

Trustees
 Through July 2018

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

(812) 822-3200
jcoffey@unitedcountryin.com

Trustees
Through July 2019

Beth Rose, CAI, AARE
(419) 534-6223

beth@bethroseauction.com 
Philip Gableman, CAI,

ATS, GPPA
(845) 635-3169 x100

Philipg103@gmail.com

Trustees
Through July 2020

Sherman Hostetter, CAI, 
AARE, BAS, CES, GPPA 

(724) 847-1887
sherm@sherm.biz 

Wendy Lambert, BAS 
(817) 946-2114 

NAA Representative
Tim Mast, CAi, AARE

(731) 934-4331
tmast@tranzon.com 
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