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

Inside an NAA Board 
meeting

First, can I say again how much I am thor-
oughly enjoying being your president for 
2013-2014. 

Now, October continued being very busy with 
the NAA Board meeting in Overland Park, 
Kan. Here’s a little insight into how the Board 
works. On Sunday afternoon, I met with the 
rest of the Executive Committee (this includes 
past president J. J. Dower, CAI, AARE, ATS, 
vice president Tom Saturley, CAI, treasurer 
Chris Pracht, CAI, CES, and David Whit-
ley, CAI, CES, who serves as the chair of the 
Education Institute Trustees). We met with 
NAA CEO Hannes Combest for a final prepara-
tion and to run through all of the materials we 
would provide to the Board (all 120+ pages!). 
Then, we had dinner with the rest of the Board 
— at least those who made it to Overland Park 
in time for dinner.

On Monday, we started the meeting at 8 a.m., 
and we didn’t stop until after 5 p.m. I talked last 
month about our desire to have a multi-year 
business plan. During this meeting, we dis-
cussed this plan, and we hope to approve it dur-
ing a conference call in December. We listened 
to reports from various committees, including 
the HR Audit Committee (I’ll explain that one 
in a minute), the Nominating Committee and 
the Conference and Show Oversight Commit-
tee, as well as the Education Institute Trustees, 
the Foundation and the NAA Treasurer. This 
ensures that we are kept current on what the 
entire NAA community is doing. All of this, 
with questions and answers, took almost all of 
Monday morning!

Also at this meeting, we reviewed and ap-
proved the NAA Team Member Handbook. 
This provided the Board the opportunity to see 
how staff is managed. The HR Audit Commit-
tee worked with Hannes on this document and, 
after approving the revisions to the document, 
Hannes communicates it to her staff. It is 
important that we, as Board members, under-
stand what the culture is that staff must live 
within. After all, they constitute 38 percent of 
our budget! So, we want to make sure they are 
well-served because they serve us well! That is 

what the HR Audit Committee is all about. This 
year, we will have an outside firm review our 
HR processes and make sure that we comply 
with all federal and state regulations. We hope 
that the audit will take place during the first 
quarter of 2014. 

I won’t go through all of the items we discussed 
— you can read about it on page 6. But, what 
I am here to tell you is that we do discuss. You 
won’t see that in the Board summary that is 
posted — we only post outcomes. That is on 
the advice of our legal counsel who tells us that 
the Board’s fiduciary responsibility — the Duty 
of Loyalty — is to discuss items and then to 
be of one decision. That is important, and so 
we discuss items, vote and then print only our 
outcomes. 

The NAA Board is a working board, but we are 
a team that helps and supports each other and 
staff. That’s what I was handed as president, and 
that’s what I intend to hand Tom when I leave 
in July. As a team, we don’t always agree, but 
we have respect for each other and a genuine 
regard for every person who serves.

So, as you can see, I am thoroughly enjoying 
being president of your NAA Board. And, I 
hope that by showing you a little of the “be-
hind the scenes” at the Board meeting, you will 
understand how NAA is governed. The Board 
is not a private club. We are not excluders. We 
are a team of people who want to do the best we 
can for you. 

Check out our work and if you have questions, 
we post our names, telephone numbers and 
email addresses in every issue of Auctioneer. 
Use these to contact us.

And, if you are interested in joining this special 
group, the Call for Candidates process is out-
lined on page 27. I would highly encourage you 
to consider it — you will have a great time! I 
know I am!
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NAA Board looks toward 2020

Ensuring that the National Auc-
tioneers Association continues to 
be relevant to auction profession-
als now and in the future was the 

focus of the Fall Board of Directors meet-
ing held in October at the NAA Headquar-
ters, in Overland Park, Kan.

During the two-day meeting, Oct. 14-15, 
the Board discussed a multi-year business 
plan that will lead the organization toward 
2020.  Called “The Pathway to Vision 
2020,” this document outlines the plan that 
supports the newly approved mission and 
vision:

•  The mission of NAA is to provide critical 
resources to auction professionals that 
will enhance their skill and success.

•  The vision of NAA is that NAA mem-
bers will be the preferred auction profes-
sionals used in the marketplace.

According to Paul C. Behr, CAI, BAS, 
president of the NAA Board of Directors, 
the plan prioritizes various activities that 
will help the organization move towards 
accomplishing the vision.

"We have been talking about the multi-
year business plan for more than a year," 

Behr said.  "But, we have been talk-
ing about the future for the last three 
years.  This plan will help us ensure that 
NAA will be relevant into the next decade."

The plan will be reviewed and potentially 
approved at the December conference call 
and then communicated to the member-
ship.

The Board of Directors also approved a 
Business Continuity plan.  This plan details 
how the headquarters will respond and 
continue to provide member services in 
the face of a natural or business disaster. 
The plan also includes a CEO Succession 
plan, detailing the process of what happens 
if there is a planned or emergency depar-
ture by the CEO.

Behr noted that all businesses should have 
a Business Continuity plan, and that the 
Board’s plan will be widely communicated 
to all in the leadership position.

The Board received reports from treasurer 
Chris Pracht, CAI, AARE, CES, indicating 
that the organization continues in strong 
financial position.  Additionally, the Board 
received reports from the HR Audit Com-
mittee (noting that an audit of the person-

nel policies and procedures will occur in 
the first quarter of 2014) and from the 
Nominating Committee.  

Revisions to the staff ’s Team Member 
Handbook were approved during the 
meeting as was a Publications Policy that 
details the parameters under which staff 
should operate in publishing Auctioneer 
magazine.  

Revenue figures were reviewed and ap-
proved for 2014.  According to the Board’s 
financial policy, staff is responsible for hav-
ing these figures approved prior to devel-
oping an expense budget for the organiza-
tion.  Staff will now take the priorities that 
the Board identified in its discussion of the 
business plan and developed the appropri-
ate budget to be reviewed in December.

According to Behr, the Board is working 
extremely well together and understands 
the mission and vision they wish to see 
for the organization.  The Board holds 
conference calls between meetings and will 
be holding one in December to review the 
staff ’s proposed budget and the Pathways 
to 2020. v

F E AT U R E

The 2013-14 NAA Board of Directors (from left to right): Jimmy Dean Coffee (CAI, AARE, BAS, CES, GPPA), Director; Scott Shuman 

(CAI), Director; Charlotte Pyle, Presidential Appointee; Joseph Mast (CAI), Director; Rich Schur (CAI, BAS, MPPA), Director; James 

Devin Ford (CAI, CES), Director; Hannes Combest (CAE), Chief Executive Officer; (front row) Tom Saturley (CAI), Vice President; 

Chris Pracht (CAI, AARE, CES), Treasurer; Paul C. Behr (CAI, BAS), President; J.J. Dower (CAI, AARE, ATS), Past President; David P. 

Whitley (CAI, CES), Chair of Education Institute Trustees; Terri Walker (CAI, BAS, CES), Director. Photo by Peterson's Portrait Gallery
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F E AT U R E

By Sarah Bahari
contributing writer

Providing the only opportunity to focus 
solely on auction industry education with 
a group of learners all doing the same, the 
annual National Auctioneers Association 
Designation Academy is set.

Boasting six designation courses of study, 
the Academy, which runs Dec. 8-14, in 
Las Vegas, quickly opens the door for 
auction professionals to add invaluable 
industry skills. For example, a personal 
property Auctioneer can earn his or her 
Benefit Auction Specialist designation. Or, 
Auctioneers can become appraisers, which 
may open the door to additional revenue 
streams.
            
Currently, over one-third of all NAA mem-
bers carry at least one designation, which 
help build professionalism and credibility 
among Auctioneers, according to Aaron 
Ensminger, NAA Director of Education. 
Continuing education is a requirement of 
all the designations, and another benefit 
is that one of the easiest ways to get CEs is 
for an auction professional to audit his or 
her own designation, or earn a new one.

“A designation shows that not only are 
Auctioneers committed to their specialty, 
but they are also committed to keeping up 
with the profession and furthering their 
education,” Ensminger said. “A client will 
know that an Auctioneer knows how to 
run an auction, but is also informed of the 
latest trends and technology.” 

New this year, the Academy also will offer 
a one-day class for instructors titled “Train 
the Trainer,” which aims to further prepare 
teachers and ensure the highest quality of 
education.

“We want to be sure our instructors are 
teaching auctioneering principles as effec-

tively as possible,” Ensminger said.

Typically, 100 to 125 students attend the 
Academy, where an intensive format 
makes it possible to complete multiple 
designations in little time. Ensminger said 
focusing solely on education eliminates 
distractions. 

“At the Academy, we are dedicated to 
focusing all of our time and energy to the 
classroom,” he said. “There are no planned 
auctions or keynote speakers. There is not 
the same social aspect of Conference & 
Show. Education is our top priority.”

In the past, AARE and CES designations 
have long been the 
most popular, but 
BAS is gaining mo-
mentum, Ensminger 
said. Additionally, this 
will be the last op-
portunity for at least a 
year that Auctioneers 
can obtain certifica-
tions in AARE and 
GPPA.

Held at the New York 
New York Hotel & 
Casino in Las Vegas, 
the Academy also 
gives Auctioneers 
plenty of time for 
fun and recreation. 
If gambling is not of 
interest, the National 
Finals Rodeo will be 
running the same 
time.

“You can’t go wrong 
with Las Vegas,” 
Ensminger said. “Our 
members always enjoy 
the venue.” v

The NAA Designation Academy 
focuses solely on education.

Serious business
NAA DESIGNATIONS
Accredited Auctioneer of Real Estate 
(AARE): Created to provide Auctioneers with 
education and advanced training in the selling 
of real estate at auction.

Auction Technology Specialist (ATS): 
Provides training in today’s technology, as well 
as instruction on how to use technology to 
improve a business.

Benefit Auctioneer Specialist (BAS): Helps 
Auctioneers learn to plan and conduct benefit 
auctions and establish a successful and profit-
able benefit auction business.

Certified Estate Specialist (CES): Provides 
Auctioneers with custom education in conduct-
ing personal property estate auctions.

Graduate Personal Property Appraiser 
(GPPA): Enhances appraisal skills and knowl-
edge, teaching students the responsibilities of 
being an appraiser.

Uniform Standards of Professional Ap-
praisal Practice (USPAP): A government des-
ignation that creates standards for professional 
appraisal practice.

table of contents
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By Nancy Hull Rigdon
contributing writer

A s Graduate Personal Property Appraiser instructor 
Tim Luke puts it, the GPPA program makes  
Auctioneers more well-rounded.

“It’s all about enhancing the Auctioneer overall as a pro-
fessional,” Luke, MPPA, says of the course’s benefits for 
individuals who work primarily as Auctioneers.

The course attracts both those working strictly as auction 
appraisers and Auctioneers looking to gain expertise in 
appraising that will benefit their daily business as well as 
open the door to a secondary career. Those daily benefits, 
Luke says, are the greatest rewards.

The course gives Auctioneers the appraising tools they 
need to not only produce professional appraisal reports, 

but also effectively make day-to-day Auctioneer decisions 
such as deciding between selling an item or ordering an 
appraisal for it, he says.

“If we are Auctioneers, we are essentially already apprais-
ing every day,” Luke says. “GPPA gives you more informa-
tion to make you a better Auctioneer.”

Luke teaches the course with Rich Schur, CAI, BAS, 
MPPA, who says the revenue enhancement aspect of the 
course remains key, Schur says. 

“When you are an Auctioneer and you auction items for 
a customer, sooner or later, that customer will have items 
they need appraised. And, you want to be able to fill both 
roles,” Schur says. “An Auctioneer who attains the GPPA 
designation is able to offer an additional service to cus-
tomers, which brings business back to the Auctioneer.” 

Second
nature

Graduate Personal Property Appraisal skills 
benefit both the Auctioneer and the seller.

Auction	professionals	

who	develop	appraisal	

skills	not	only	enhance	

their	professional	

stature,	they	may	also	

open	an	additional	

revenue	stream.

table of contents
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F E AT U R E

Bid Calling The Auctioneer Chant Ringwork & Bid SpottingImprove Your Presentation SkillsBusiness Practices ● FundamentalsPublic SpeakingProfessionalism & Ethics

972-387-4200 │ TexasAuctionAcademy.com

Learn Auctioneering From America’s Top
Industry Leaders and Champion Auctioneers

                 TOMORROW’S 
CHAMPIONS...TODAY!

School Director, Mike Jones; 
School Vice President & 
Administrator, Lori Jones

Texas Workforce 
Commission Approved

Texas
uctionA Academy

In Association with United Country®Auction Services

sm

HAVE         WHILE LEARNING 
THE ART OF AUCTIONEERING.

FUNFUN

TEACHINGTEACHING

info@texasauctionacademy.com

Auctioneer Kristie Brown, GPPA, completed the course 
in July and said the program has benefitted her business 
in many ways. She owns Bearfoot Enterprises in Ben-
tonville, Va., and now has the appraising knowledge to 
recommend that a client sell an item in a market outside 
her rural area when appropriate.

“I can stand out from the Auctioneers in my area now 
because I know how to send my clients to the right area so 
that they can get more money for their items,” Brown says.

In addition, she’s already landed auction jobs with clients 
she originally worked with on the appraisal side.

“The GPPA program has been invaluable for me and my 
business,” she says.

The NAA created the GPPA professional 
designation to provide Auctioneers 
with appraisal education. The program 
teaches students the responsibilities of 
being an appraiser and provides them 
advanced training in Uniform Stan-
dards of Professional Appraisal Practice 
(USPAP) guidelines. Students must 
complete 35 hours of classroom train-
ing, and the next course will be held at 
the NAA Designation Academy in  
Las Vegas, Nev., Dec. 9-14.

Last year, Luke and Schur re-
vamped the program so that stu-
dents gain significant appraising 
experience during the course in 
addition to learning how to best 
compile appraisal reports.

“Students start appraising im-
mediately — it doesn’t matter if 
it’s a table or a chair. The approach 
is, ‘Hey, you’re an appraiser now. 
Let’s get to appraising.’ This isn’t 
a week of classroom lectures and 
slides,” Luke says.

That approach, in the past, has led 
to opportunities like the one for 
students who attended the course 
at the JW Marriott in Indianapo-
lis. The group went on a hotel tour 
with the building’s engineering 
director. In the basement, they 

appraised machines. During a previous Las Vegas 
course, an auction company allowed the class to 
appraise its collectables and memorabilia.

“We’re trying to keep the program fresh, while also 
maintaining the high standards of appraisal writing,” 
Luke says.

Schur emphasizes the comprehensive aspect of the 
course. Schur specializes in appraising machinery, while 
Luke specializes in appraising fine arts and collectibles. 

“We don’t just teach you about the items you appraise. A 
machine guy probably won’t walk out of here an expert 
on appraising fine art, but he will at least feel comfortable 
enough to ask the right questions,” Schur says.

The program, Schur says, is definitely fun. Students refer 
to the energetic teaching duo as “Tim & Rich.” The classes 
bond, and once a course concludes, the students stay 
connected through a closed-group GPPA Facebook page, 
where they exchange professional questions and answers.

“The class is a good time — something you’ll remember 
for the rest of your life,” Schur says. v

Ed. Note — According to the page’s description, the GPPA 
Forum Facebook page is “by and for GPPA designees of 
the National Auctioneer Association, and those who have 
completed their training within the past year and have 
their designation pending.” It can be found by searching 
for “GPPA Forum” on Facebook. As was mentioned in 
the article, the next GPPA course will be held at the NAA 
Designation Academy, Dec. 9-14, in Las Vegas.

“Students start 

appraising 

immediately 

— it doesn’t 

matter if it’s a 

table or a chair. 

The approach 

is, ‘Hey, you’re 

an appraiser 

now. Let’s get 

to appraising.’ 

This isn’t a week 

of classroom 

lectures and 

slides.”

Tim Luke, MPPA
TreasureQuest Appraisal 

Group, Inc.

Hobe Sound, Fla.
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CALL FOR PRESENTATIONS
The National Auctioneers Association  

invites you to share expertise and experience with your colleagues.

2014 Conference & Show
Louisville, KY
July 8-12, 2014

Deadline: Submissions are due on or before December 1, 2013  
to Aaron Ensminger: aensminger@auctioneers.org.

ProgrAmming FoCuS

We welcome topics of all areas related to the auction profession.

AuDiEnCE

Educational sessions can range in audience size from 50 to 100 and audience skill levels vary as much as the 
diverse membership. 

PrESEntAtion SElECtion

All presentation proposals received on or before December 1, 2013 will be reviewed by the NAA Conference & 
Show Education Committee.  Selection will be determined on appropriateness and interest of topic; level of 
content; comprehensiveness of session objectives; and expertise of presenter.  The NAA Education Institute 
reserves the right to make recommendations for revisions of content within proposals prior to acceptance.  
Participation as a presenter is by invitation only after review of the proposal. Presenters will be notified only of 
their acceptance.  

ComPEnSAtion/rEimburSEmEnt

All presenters must register for the Conference & Show.  Presenters selected for sessions are given complimen-
tary registration for Conference & Show.

rESPonSibilitiES

All presenters are required to submit their final presentation to NAA 60 business days prior to the conference 
for publication on the NAA website, or for a post-conference CD (if offered).  These materials, as well as hand-
outs, are always requested by our attendees who need to reference presentations prior, during and after the 
conference to enhance their education.

nAA’S non-CommErCiAl PoliCy

Participants in NAA programs are seeking valuable educational sessions and are always critical of present-
ers or sessions that are self-promotional.  NAA policy therefore obliges presenters may not use a conference 
session for commercial sales pitches, self-promotion or unwarranted criticism of a competitor.  Presentations 
should only advance the educational process; sales pitches do not and are, therefore, not acceptable.  Speakers 
are not permitted to distribute company promotional literature, brochures or sales materials in any form to 
attendees during their session. 

table of contents
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B U S I N E S S  P R A C T I C E S

Carl Carter is President 

of NewMediaRules 

Communications, which 

has provided public 

relations and marketing 

communications 

services to auction 

companies throughout 

the U.S. since 1994.

By Carl Carter, APR

Bag the buck
Relax during the holidays, but 
also use the time to tune up 
your communications.

We're moving into the holiday sea-
son, and that means the phones 
are going quiet at many auction 

companies. Sellers and prospects are starting 
to take time off for holidays, so fewer folks are 
around to make decisions and review contracts. 
Besides, it's deer season. Why bang your head 
against a wall when there's 10-point buck to be 
had? 

So, sure, you've earned a vacation. Take it. In a 
few days, though, you'll be back, and the phone 
still won't be ringing. Then what? Here's an 
idea: Take an inventory of your entire commu-
nications program. 

How long have you had that logo, anyway? 
What are the colors in it? Does it communicate 
what your business today is about? Sure, your 
granddaddy drew it up himself, and it is part 
of your heritage. Your sellers and your mother 
assure you that it suits you perfectly. 

But, what about the impression it makes on 
those who aren't your sellers yet? The ones who 
don't know about your granddaddy and years 
of tradition, but who filter through prospective 
Auctioneers based on superficial things like 
colors or the design of your website? Or the 
ones who have assets they wouldn't think to sell 
at auction unless you got their attention. 

And, what about that website anyway? It was 
the envy of all your hunting buddies when 
you rolled it out in 2002. You have an award to 
prove it … somewhere in the back in a filing 
cabinet. Why mess with a good thing? The 
copy on the “about us” page is tried and true. 
So is the text on your corporate brochure. Why 
wouldn't it be? It says the same thing. “We're 
efficient,” you remind folks. “By the way, how 
do you like that Flash graphic we put on every 
page? And every auction page has a button you 
can click to get a PDF of the brochure.” 

Stop! You realize, don’t you, that those mil-
lions of iPads don't support Flash? Android 
tablet users generally can't see your Flash 
movies either, unless they're the geeky folks 
who have figured out a way around the de-
faults. Even then, they haven’t, either, because 
Flash has been in decline for years, and most 
geeks are focused on HTML5. 

“Oh, but there are those PDFs, and we can 
email them. Did I mention we can email 
them?”

Good for you. Sure, it's a 20-year-old format, 
but most machines can see them by launching 
a separate application or plug-in and waiting 
for it to load. Still, why make your prospective 
seller or buyer go to all that trouble just to see 
something that in most cases just duplicates the 
web page he or she is already looking at? Don't 
you think it strikes him funny that you didn't 
even remove the upside-down mailing panel?

“But wait,” you assure yourself. “It's really the 
proposals that generate the business.” Yes! All 
that other stuff is just fluff. 

Great, so how do those proposals look? When 
did you last revisit all that content you plop 
into each one just to make it thicker? Who said 
thicker is better anyway? And, you're still us-
ing that comb binder you got for $80 at Office 
Depot like 20 years ago? Really? 

It's nice and quiet. The phone won't start run-
ning you ragged for a few more weeks. You've 
already dropped off that buck at the taxider-
mist, and the freezer is full. Gather your com-
munications folks around and say, “Is this the 
best we can do?” 

If you do, you might have a lot more to cel-
ebrate when next deer season comes around. v

table of contents
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By NAA staff

The National Auctioneers Associa-
tion Auxiliary Trustees met at the 
end of September in Gatlinburg, 

Tenn., for their annual Long-Range Plan-
ning meeting. In addition to the Trustees, 
Auxiliary Hall of Fame member Ramona 
King and NAA Board of Directors Presi-
dent Paul C. Behr, CAI, BAS, and his wife, 
Suzanne, attended the meeting.

"This is the first meeting I have attended," 
Behr said. "I had no idea of the impact 
that this group makes on NAA, not only 
with the scholarships they provide to the 
children of Auxiliary members but also to 
the NAA Education."

The agenda had several items, including 
the revision of the Operational Manual. 
Past chairwoman Cindy Soltis-Stroud, 
CAI, BAS, and Trustee Annette McCurdy 
submitted recommendations for the Op-
erational Manual, intended to document 
practices followed by the Auxiliary and 
leadership job responsibilities. The manual 
will be reviewed annually, and make the 
transition from leader to leader easier.

As part of the Operational Manual, the 
Trustees discussed record keeping. Hannes 
Combest, CAE, and one of the ex officio 
non-voting Trustees, noted that NAA 
legal counsel had advised the NAA Board 
to produce only the outcomes from the 
meeting. Minutes should not include the 
discussion on the particular topic. This 
is different than what has been produced 
historically at the Auxiliary business meet-
ing. The Trustees agreed that this informa-
tion must be communicated to Auxiliary 
members in order to keep within the legal 
advice provided.

The Trustees also approved a 2014 budget. 
The Auxiliary operates on an annual bud-
get, much of which is distributed through 
the Scholarship Program. The Trustees also 
agreed to include funds within this fiscal 
year to purchase a trip package to donate 

to the Foundation’s Online Auction. In 
addition, the Trustees allocated money 
to sponsor educational programs at CAI 
and at the NAA International Auctioneers 
Conference and Show.

The Trustees also reviewed the Scholar-
ship Process. The Auxiliary has distributed 
$94,000 in scholarship funds to date. This 
year, the Auxiliary anticipates surpassing 
the $100,000 mark and celebrating this 
achievement at the Scholarship Luncheon 
and Fun Auction. 

Auxiliary scholarship applicants must 
adhere to the following criteria:

•  A child/stepchild or a grandchild/step-
grandchild of an Auxiliary Member with 
continuous membership since January 
1, 2009.

•  Candidates applying must be graduating 
from an accredited high school and have 
been accepted into a qualified college or 
university undergraduate study program 
or a school of technology; or candidates 
must have completed the past year at 
a qualified college or university or a 
school of technology. (Undergraduate).

•  Candidates can apply for this program 

more than once, but can only be award-
ed the Auxiliary Scholarship one time.

•  Auxiliary Scholarship Applications will 
be distributed by “Request Only” from 
November 1, 2013 thru January 15, 
2014. They must be return postmarked 
by Feb. 15, 2014.

•  Those interested in applying for an 
Auxiliary scholarship may request an of-
ficial application through Teresa Christy, 
either by email (Teresa@christys.com), 
or by phone (317-784-0000).

NAA Auxiliary chair and host of the 
Long-Range Planning meeting, Kim Ward, 
CAI, BAS, CES, noted the meeting is an 
opportunity to not only conduct necessary 
business and brainstorm new ideas.

In addition to Ward, the Trustees include:
Lori Jones, past chair; Traci Ayers Dower, 
CAI, vice chair; Annette McCurdy, 
secretary; Lucinda Terrel, historian and 
administrative manager; Susan Hinson, 
past chair; Cindy Soltis-Stroud, past chair; 
Debra Brock; Teresa Christie; Angela 
Johnson

For more information on the Auxiliary, visit 
www.naaauxiliary.org. v

F E AT U R E

NAA Auxiliary Trustees hold 
Long Range Planning meeting

(from left to right) Rick Stroud, CAI, BAS, Cindy Soltis-Stroud, CAI, BAS, Rick Hinson, 

CAI, past chair Susan Hinson, chairwoman Kim Ward, CAI and Brian Ward, CAI.  

Submitted Photo
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N E T W O R K I N G

TrusTees musT meeT The  
following requiremenTs:
•	Have an NAA designation (CAI, AARE, ATS, BAS, CES, GPPA 

or MPPA)

•	Submit	a	letter	confirming	a	commitment	to	serve

•	Attend the International Auctioneers Conference and Show

TrusTee candidaTes should  
be aware ThaT:
•	Trustees are required to participate in monthly conference 

calls and attend four (4) face-to-face meetings each year (one 
of which takes place at Conference and Show).

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

•	The	NAA	Vice	President	makes	the	final	recommendation	of	
candidates to the NAA Board for approval

•	Only two (2) Trustees will be appointed

•	Terms are three (3) years

•	Trustees may not serve two consecutive terms and may not 
serve concurrently on the NAA Board, other than the NAA 
Vice President and the Chair of the Trustees

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

•	Trustees may not teach in seminar or deisgnation programs 

during their tenure.

candidaTes musT submiT all of 
The following by 5 p.m. cenTral 
on feb. 17, 2014:
1. A signed letter of intent to seek a trustee position

2. A brief response (75 words) for each of eight questions 
listed below

3. A color photograph of yourself

4. The	following	profile	information:

•	Number of years in the auction profession

•	Number of years as an NAA member

•	Work history

•	Education

•	Prior volunteer activities

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

please answer each of The  
following quesTions wiTh 75 
words or fewer:
1. Why do you wish to serve on the NAA Education Institute 

Trustees?

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

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

4. What is your vision for the education of an auction profes-
sional?

5. How has advanced education affected your success in the 
auction industry?

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

7. In your opinion, how can auction education through the 
NAA enhance the auction professional's image, skills, suc-
cess and satisfaction?

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

naa educaTion insTiTuTe  
TrusTee candidaTe requiremenTs

Please remember that we need all information by 5 p.m. Central time on Feb. 17, 2014.  
Please email the requested information to: education@auctioneers.org

NAA members and designation holders who wish to be considered for a position of Trustee for the 
NAA Education Institute in 2014 must submit information declaring their interest by Feb. 17, 2014.

Two (2) new Trustees will join the Education Institute as of the 2014 Conference and Show in Louis-
ville. Terms are for three (3) years, and Trustees are expected to take a very active role in the plan-
ning and implementation of education efforts of the NAA. EI Trustees plan the educational activi-
ties of the NAA, including designation programs such as CAI, AARE, ATS, BAS, CES, GPPA and 
MPPA, summits and educational offerings at Conference and Show.
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Steve Proffitt

Steve Proffitt is 
general counsel of 
J. P. King Auction 
Company, Inc. (www.
jpking.com). He is 
also an Auctioneer 
and instructor at 
Mendenhall School 
of Auctioneering 
in High Point, N.C., 
and Reppert School 
of Auctioneering 
in Indiana. He 
welcomes questions 
from readers 
about auctions 
and auctioneering. 
Readers’ 
communications may 
be edited and revised. 
Proffitt will answer 
selected questions, 
but he cannot provide 
personal answers. 
His answers do not 
represent legal advice 
or the formation of 
an attorney-client 
relationship and 
readers should seek 
advice from their 
own attorneys on 
all matters. Please 
submit questions 
to sproffitt@jpking.
com or c/o J. P. King 
Auction Company, 
Inc., 108 Fountain 
Avenue, Gadsden, AL 
35901.

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

An Auctioneer contacted me, and he 
was plenty upset. A woman had at-
tended his last auction and left him 
a harsh message. She accused him of 

using a shill bidder. The Auctioneer vigorously 
denied it and wanted advice on how to respond. 
The woman’s allegation was that he had com-
mitted fraud, which is a very serious charge. 

What would you do if faced with this problem? 
An issue of this sort needs a response that is 
thoughtfully prepared and carefully delivered. 
The next several steps will help accomplish this. 
 
Snapshot  

If someone lodges a serious complaint against 
you, try and steer the complainant into com-
mitting the allegation to writing, such as a 
note, email or letter. While that can be easier 
said than done, it’s an important objective. You 
want such a complaint in writing so you have it 
sealed off and can address it as a “snapshot” — a 
picture where the facts and issues are fixed. You 
want to avoid having to deal with a “motion 
picture” where facts and issues are subject to 
change at the whim of the complainant. Where 
a complaint remains fluid, the chances are good 
it will morph into something different as you 
try to respond to it, so do all you reasonably 
can to nail it down at the outset.

When you can’t get the complaint in writing, 
seek as much detail from the complainant as 
you can obtain and make careful notes. Act 
like a news reporter and ask questions that will 
reveal the “who, what, where, when, why and 
how” of the matter. Repeat the facts back to the 
complainant to ensure you have a full under-
standing. Then promptly commit what you 
learned to a detailed, written record. 

A letter

Just like you want the complaint to come to you 

in writing, your response to the complainant 
should be written. There are four reasons for 
this. 

First, you want to document the complaint you 
received and restate all of the facts and issues 
to fix them in place and create a lasting record. 
This sets the table for your reply. 

Second, you want to give a detailed and com-
prehensive written answer that will become 
part of the record. The written words you use, 
and the thoughts you convey, will remain un-
changed and survive so long as the document 
that contains them does. Your written message 
will be exactly the same no matter who reads 
it, or when, and it will not be susceptible to 
easy alteration, misrepresentation, vagaries of 
the mind or other distortions. Also, every copy 
made of your answer will be valuable insurance 
for its survival. 

Third, the act of sitting down and thinking a 
matter through to commit it to writing will 
cause you to remember points and see nuances 
that you might otherwise have missed in a hur-
ried oral reply. Writing allows you to craft your 
reply in an organized and persuasive manner 
that will best fit your view of the matter. 

Fourth, this is a unique opportunity for you to 
create a contemporaneous business record that 
could become valuable evidence in either a sub-
sequent legal action or regulatory review of the 
matter. The opportunity for evidence creation 
exists before the legal or regulatory process 
begins, so time is of the essence. 

When a significant complaint is made in a 
business setting, the best form for a reply is 
often a letter. Even if you intend to deliver your 
answer orally, follow that immediately with a 
written confirmation to confirm what you said. 
The importance of a clear, complete and correct 
written record cannot be overstated. 

When someone accuses you, 
stand your ground, professionally.

How to push back

table of contents
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The response
 
A serious matter warrants the time and 
effort required for a suitable reply. Think 
carefully about what you want to say and 
outline your points. State everything in 
clear and compact language. This is your 
first and best opportunity to take charge 
of the matter, state your position on it and 
set the direction and tone for how it will 
proceed.       

Avoid speculating about facts you don’t 
know. When you state something as a 
fact and it’s wrong, the error can severely 
dilute the strength and credibility of your 
message. Stick with what you know to 
be true and, if there is need to venture 
further, make it clear that this area remains 
uncertain.

Use reason and logic in your reply instead 
of emotion. A good business letter should 
be a thoughtful communication and not 
an angry or petty missive. You’re never 
going to cool down a matter or persuade 
someone to your point of view by using an 
emotional tone and making inappropriate 
statements.

Make the best presentation of your posi-
tion that you can and do it persuasively, 
but don’t become argumentative. Analysis 
and reason are the best means for achiev-
ing a persuasive and convincing presenta-
tion of your points.  

Address your letter to the complainant, 
but never lose sight of the fact that it might 
ultimately be read by a much broader audi-
ence. A smart writer will draft this type 
of letter so it can be understood not just 
by the complainant, but by everyone with 
whom the complainant might share it. You 
never know where your letter might be 
circulated, but lawyers and other advisers 
to the complainant are likely prospects, as 
are a spouse, adult children, other relatives, 
friends, neighbors, colleagues and co-
workers. A good letter that persuaded any 
of these other readers to your point of view 
might cause them to do the same with the 
complainant.     

So how should you respond to a person 
who has accused you of using a shill bid-
der, or some similar act of wrongdoing?

Hardball

There are times to be nice, times to be 
diplomatic, times to be conciliatory and 
times to be low key. When someone ac-
cuses you of criminal wrongdoing, and you 
are innocent, that charge fits none of these 
times. Instead, a hardball accusation often 
requires a hardball response. Anything 
less would fail to express your indignation 
with the allegation and determination to 
meet it head-on. Strong does not mean 
out-of-control anger. You should remain 
professional in every regard at all times 
because professionalism is always credible, 
persuasive and the right course.  

A challenge 

Over the years, I’ve advised clients to meet 
charges like this with a steely challenge. 
The next two paragraphs are something 
you should consider including in a reply 
letter to a complainant who does what was 
done to the Auctioneer who contacted me.  
 
“You called my office and left a message 
accusing me of us-
ing a shill bidder 
in my last auction. 
The use of a shill is 
fraud, and fraud is a 
serious crime. Your 
charge is untrue, and 
I emphatically deny 
it. I conducted this 
auction in a legal and 
ethical manner. If 
a fraud was com-
mitted by anyone, it 
occurred without my 
knowledge, partici-
pation or consent. I 
have never allowed 
such conduct in any 
of my business deal-
ings and never would. 

“If you believe that 
I did anything that 
amounted to a fraud 
or other crime while 
conducting an auc-
tion, you should 
immediately send me 
the full details of your 
accusation in writ-
ing, along with any 

evidence that you think supports it. I will 
then investigate the allegation and respond 
to it. I do not take this matter lightly and 
will vigorously defend my good reputation 
against any false accusation and the harm 
that could cause.”        

Conclusion

By including such a challenge in your reply 
letter, you make it clear that you take the 
matter seriously and will address it ac-
cordingly. What’s more, you have created a 
permanent record of your unequivocal de-
nial of wrongdoing, which you can show to 
anyone should the need to do so ever arise. 

In my experience, the vast majority of 
these complainants melt like ice in July’s 
heat once a respondent lays down a hard 
challenge. That would yield a valuable 
result for you — the victory of truth over 
a spurious accusation. If you are ever ac-
cused of wrongdoing and are innocent, be 
quick to stand up, speak boldly, and show 
strength and resolve. And, at all times, 
remain professional. v
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Kurt R. Bachman and 
Beers Mallers Backs 
& Salin LLP appreci-
ate the opportunity 
to review and answer 
legal questions that will 
be of interest to Auc-
tioneers. The answers 
to these questions are 
designed to provide 
information of general 
interest to the public 
and are not intended to 
offer legal advice about 
specific situations or 
problems. Kurt R. Bach-
man and Beers Mallers 
Backs & Salin LLP do 
not intend to create an 
attorney-client rela-
tionship by offering 
this information, and 
anyone’s review of the 
information shall not 
be deemed to create 
such a relationship. You 
should consult a law-
yer if you have a legal 
matter requiring at-
tention. Kurt R. Bach-
man and Beers Mallers 
Backs & Salin LLP also 
advise that any infor-
mation you send to an 
Auctioneer shall not 
be deemed secure or 
confidential. Please 
visit one of our offices 
to ensure complete 
confidentiality.

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

Every state has adopted some version 
of the statute of frauds. The statute 
of frauds requires certain types of 
contracts to be in writing. One type 

of contract that must comply with the statute 
of frauds is the conveyance of real estate. At 
a traditional auction, successful bidders are 
physically present and will execute the pur-
chase agreement after the fall of the hammer. 
The execution of a purchase agreement (the 
writing usually does not need to be a purchase 
agreement) satisfies the statute of frauds re-
quirements. In instances where successful bid-
ders submit bids via the Internet, the issue is 
more complex. If an Auctioneer wants to have 
original signatures on the purchase agree-
ment, the distance will slow down the process. 
Another option is to use electronic signatures, 
such as facsimile, e-mail, or other electronic 
signature. Forty-seven states, the District of 
Columbia, Puerto Rico and the Virgin Islands 
have adopted the Uniform Electronic Trans-
actions Act (UETA). Under UETA, the term 
“electronic signature” means “an electronic 
sound, symbol, or process attached to or 

logically associated with an electronic record 
and executed or adopted by a person with the 
intent to sign the electronic record.” Illinois, 
New York and Washington have not adopted 
UETA, but have other statutes pertaining to 
electronic transactions. It is important to be 
familiar with the requirements of the appro-
priate jurisdiction and to make sure there is a 
writing that states the essential terms and that 
has been signed by both parties. 

An additional legal matter is whether the 
successful bidder is subject to the personal 
jurisdiction. Personal jurisdiction refers to a 
state’s authority over a person to make legal 
determinations and rulings that are binding 
on the individual or business. It examines the 
individual’s activities or conduct within the 
state. At an on-site auction, bidders physically 
attend the auction and bid in person. Their 
presence at the auction, participation and en-
try into the purchase agreement at the auction 
site generally subjects them to the personal 
jurisdiction of the state where the property is 
located. If litigation is necessary relating to the 

Auctioning real estate 
in a virtual landscape

Answer: Whenever Auctioneers consider selling real estate, there are several issues to evalu-
ate. What interest is held by the seller and will be conveyed to the buyer? What type of deed will 
be used to convey that interest? There are also licensing issues to consider. Auctioneers who sell 
real estate must make sure they are properly licensed to do so in the appropriate jurisdiction and 
should follow the applicable requirements. There are several other issues that should be considered 
as well, such as: the type of auction, environmental, inspection, survey, title, water and zoning. The 
issues that will have to be addressed will depend, in part, on the value of the real estate, its location 
and its intended use. There will be different issues to consider for selling real estate for agricultural, 
commercial, industrial or residential purposes. These issues are common when selling real estate in 
the traditional fashion. For conducting real estate auctions via the Internet, when the Auctioneer 
is properly licensed, there are additional considerations. Two of these issues are complying with the 
statute of frauds and personal jurisdiction questions. 

Question:	During the past year, I have seen several auctions on the Inter-
net. In fact, I have begun using the Internet to promote all of my auctions. 
Recently, I started auctioning personal property on the Internet, and I would 
like to look into auctioning real estate on the Internet as well. Is there any 
reason that I cannot conduct an Internet auction to sell real estate? What are 
some legal issues I need to consider?

table of contents



Auctioneer      NOVEMBER 2013      17www.auctioneers.org

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

Turning Bidders Into Buyers
for more than 45 Years!

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

Dallas

HudsonAndMarshall.com

800.441.9401

Atlanta

HudsonMarshall.com

800.841.9400

REO

Residential

Commercial

Land

Auctioneers Magazine Apr 4:Layout 1 4/6/2012 12:15 PM Page 1

auction, both parties would generally 
be subject to personal jurisdiction in 
the state where the auction was con-
ducted and the property is located. In 
Internet auctions, the issue of personal 
jurisdiction is more complex.
 
California or Indiana

Consider this hypothetical: If an 
Auctioneer sells real estate located in 
Indiana to a California resident who 
submitted the bid via the Internet, there 
could be issues of personal jurisdic-
tion. If the California resident changes 
his or her mind and refuses to close 
on the sale, the seller could seek to sue 
him or her for damages in Indiana. 
Can an Indiana court exercise personal 
jurisdiction over a California resident, 
who may have never been to Indiana, 
relating to the sale? Or, what if the Cali-
fornia resident sues the seller in a Cali-
fornia court? Will the California court 
have personal jurisdiction over the 
seller of the real estate? In order to ana-
lyze this issue, we would have to exam-

ine the contacts the California resident 
has with Indiana and the contacts the 
Indiana seller has with California. An 
individual may be subject to personal 
jurisdiction in another state when there 
are sufficient minimum contacts or the 
individual avails himself or herself of 
the laws or privileges of the state.  

In the example above, there could have 
been a bidder’s registration agreement 
with specific clauses to address the is-
sue. For example, the Auctioneer could 
have included a provision that Indiana 
law will govern all disputes (a choice 
of law clause) and that any litigation 
would take place in Indiana (a forum 
selection clause). Auctioneers can 
include provisions in bidder registra-
tion agreements that state something 
similar to the following: “The bidder 
acknowledges, agrees, and consents 
to personal jurisdiction in the State of 
Indiana for any and all purposes related 
to the sale and purchase of the subject 
property.” There could also be more 
specific venue clauses. These clauses 

are added to contracts to make them 
easier and less expensive to enforce. If 
the successful bidder is from another 
country, however, it could change the 
analysis. In the above example, imagine 
the bidder is from China and has never 
been to the United States. International 
law may have an impact on the results. 
If the seller sued and obtained a judg-
ment in Indiana, and the buyer is not 
present in Indiana and has no assets in 
Indiana, it may be difficult and expen-
sive to collect on the judgment. 

There are some unique issues to 
consider before selling real estate via 
Internet auctions. This article does not 
address all of the potential legal issues 
surrounding the sale of real estate via 
the Internet. Rather, this article focuses 
on the issues of statute of frauds and 
personal jurisdiction. Auctioneers 
should discuss these issues with an at-
torney and consider including specific 
clauses to minimize the related risk. v
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MANAGING 
the taBoo
Drugs, weapons, even bodies. 
You found something 
illegal or dangerous. 
Now what?

By James Myers
contributing wrtier

R
ichard Kruse, president of United 
Country Gryphon Realty & Auc-
tion Group, works estate sales 
in the inner city of Columbus, 

Ohio, which often turn up what he once 
called surprises: Small amounts of drugs, 
stashes of pornography and firearms that 
may or may not have been used in a crime. 

In fact, it’s actually more of a surprise now 
if something unusual doesn’t surface.

About five years ago, his company was 
engaged by a bankruptcy trustee to sell 
off a single-family home and its contents. 
They went through all the drawers and 
the pockets of the clothes and found small 
amounts of a powdery substance.

“No matter where we turned,” Kruse said, 

“we started finding more and more and 
more of it.

Kruse left for a couple of hours to take care 
of business elsewhere. When he returned, 
his team had found enough of the crystal 
substance to fill a sugar bowl.

The Columbus Police Department was 

continued »

F E AT U R E
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called in. They tested it and confirmed what 
Kruse and his team already believed was meth-
amphetamine. He doesn’t remember how much 
it weighed, but police estimated its street value 
at $15,000 (which was more than what the 
property was worth) and took it away. 

Kruse later learned the meth-addicted resident 
of the home was also somewhat senile.

He’d apparently buy his meth, hide it, forget 
about it and buy more.

Kruse hasn’t come across a stash like that since 
then, but he continues to turn over to the police 
the guns he finds in distressed properties.

“I didn’t want to be in the position where we 
might be handling a firearm that was used in 
a crime,” said Kruse, who is licensed to sell 
firearms.

That story raises a critical question for auction 

professionals: What should you do if faced with a 
potentially unlawful and/or dangerous item?

Commander Janice Rothganger, of the St. 
Joseph Police Department, in St. Joseph, Mo., 
has been on the force long enough to know that 
“hazardous things can come up in very strange 
and unexpected places.” The first thing an auc-
tion professional needs to think about when 
they encounter these items is their safety and 
the safety of those around them, she said.

For example, chemicals, like those related to the 
manufacture of methamphetamine, can make 
one “very sick, very quickly.”

“If it’s something illegal or dangerous,” Roth-
ganger said, “get away from it.”

The next action to take is to shut off access to 
the area. Let everyone working the auction 
know not to go near the potential danger. In-
stead, evacuate the structure and call police.
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Auction professionals having the misfortune to discover a body 
(there are plenty of stories highlighting such occurrences) should be 
certain not to touch anything. Instead, vacate the area and call po-
lice. The reason, Rothganger said, is that contaminating a potential 
crime scene makes detectives’ jobs a lot harder later on.

Weaponry is also a concern.

It’s becoming more common for Auctioneers to discover explosives 
at estate sales, particularly those of veterans. This might become a 
more frequent occurrence now as an increasing number of estate 
sales involve those of Vietnam War veterans.

Robert Weiman, CAI, AARE, BAS, CES, GPPA, of Mound City Auc-
tions, in St. Louis, Mo., worked an estate sale a couple of years ago 
in his hometown of St. Louis for the family of a gentleman who had 
been moved to a nursing home. His team busily unwrapped items 
stored in a box when they made a most unexpected discovery.

“It was Waterford Crystal, Waterford Crystal, Waterford Crystal, 
grenade,” he said.

One of the auction workers carefully handed it over to Weiman who 
noticed a liquid seeping out the top. They later learned the liquid was 
nitroglycerine, an extremely unstable compound that explodes easily.

He called the police. The responding officer believed the grenade to 

"It's becoming more common 
for Auctioneers to discover 
explosives at estate sales, 
particularly those of veterans. 
This might become a more 
frequent occurrence now as 
an increasing number of estate 
sales involve those of Vietnam 
War veterans."

continued »

Weapons	of	all	kinds	have	been	

discovered	by	auction	professionals,	

including	the	cannonballs,	shown	here,	

that	Robert	Weiman,	CAI,	AARE,	BAS,	

CES,	GPPA,	and	his	staff	uncovered	

during	a	routine	visit	before	an	estate	

sale.	Submitted	Photo
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www.ReppertSchool.com
317.300.1075

Picture Your Family’s Legacy 
in Auctioneering

Your family deserves the best.  
Your business calls for the best.

Your clients want the best. 
 Reppert has been offering the best since 1921.

An Auction Business Education
That Prepares You for Action...and Success!

In order to offer the best training, space is limited. 
Reserve a spot today and start adding more pictures 
in your family’s auctioneering album.  

Visit our website for our 
course offering schedule.

be real, so he called his sergeant. Eventually, the bomb squad was 
called in followed by the fire department.

“They were very unfriendly,” Weiman said of the serious law 
enforcement agents who asked sternly what he was doing with a 
World War II-era Mk 2 defensive hand grenade. They didn’t real-
ize he was just preparing an auction. 

The bomb squad became more animated when they swept the 
property and found cannonballs.

“They started yelling ‘cannonballs!’ and evacuated everyone to the 
street,” Weiman said.

Only one of the cannonballs was packed with explosives, which, 
along with the grenade, was carted off by the bomb squad and 
detonated.

Weiman has also come across blasting caps, fuses and other ex-
plosives in his auctions. He’s had enough experiences to warrant a 
presentation on the subject, which he delivered in 2012 to auction 
professionals at the National Auctioneers Association Internation-
al Auctioneers Conference and Show in Spokane, Wash.

His advice when finding a grenade? 

“Don’t pull the pin! Don’t mess with it! Set it down. Better yet, 
don’t pick it up!” And of course: “Do not sell it. Do not, do not, do 
not!”

The auction industry is always going to be one of discovery. But, 
when the discovery turns hazardous, make certain to follow Roth-
ganger’s advice, and think safety first. v

"Don't pull the pin! Don't mess with it! Set it down. 
Better yet, don't pick it up!" And of course: "Do not 

sell it. Do not, do not, do not!"
Robert Weiman, CAI, AARE, BAS, CES, GPPA

Mound City Auctions

St. Louis, Mo.

Along with 

cannonballs, this 

World War II-era 

Mk 2 defensive 

grenade was found 

among items 

being readied for 

an estate sale. 

Submitted Photo
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Dr. Robert 

Baker’s life 

mission is 

to promote 

and auction a 

colorist artist’s 

works.

By Nancy Hull Rigdon
contributing writer

The Auctioneer known affectionately as “Dr. Bob” has found his life 
purpose — all because of a personal tragedy, he says.

Later this year, neurosurgeon-turned-Auctioneer Dr. Robert Baker, CAI, 
AARE, CES, MPPA, expects to publish a book on the late Matthew Troyan, 
a Holocaust survivor and colorist painter.

“Troyan transmuted a horror into beauty, and his story gives you hope in 
the face of very dire conditions. He proved that the human spirit can rise 
above all and thrive,” Baker says of his forthcoming book, “A Date With A 
Monster: The Life and Works of Matthew Troyan, A Tribute to the Human 
Spirit.”

The journey officially began in 2009 when Troyan’s widow, Mitzi Troyan, 
called Baker, owner of Circa Something art gallery and Go Green Antiques 
& Auctions in Bellport, N.Y. She wanted Baker to sell her late husband’s 
paintings. The call that summer day came exactly one year after Baker 

M E M B E R  P R O F I L E

Dr. Robert Baker's life 

direction changed after a 

phone call from Mitzi Troyan, 

who wanted Baker to sell 

her late husband's paintings. 

Submitted Photo
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endured a near-death experience that left him certain he was 
destined for something greater.

“My dedication to Troyan is providential,” he says. “I was chosen 
to write his story and champion his cause.”

Twenty-two years ago, Baker decided he was done with the medi-
cal profession and retired at age 47. He and his wife, Carla, sold 
the medical corporation they owned and anonymously donated 
nearly all the proceeds to charity.

“We saved a little for Dunkin’ Donuts, of course,” he quips.

He had no idea what to do next, but a childhood memory on the 
Coney Island Boardwalk in Brooklyn, N.Y., kept playing in his 
mind.

“I was 10, and there was this Auctioneer holding up this vase as 
all these people surrounded him to bid. He seemed to sing a bid,” 
Baker says. “It sounds like an inconsequential event, but the ham 
in me always held on to it.”

He headed to the Missouri Auction School, and, in 1990, he 
become an Auctioneer. As a longtime collector of fine art, turning 
his hobby into an occupation has been a fulfilling experience. 
He serves as master appraiser of art for the business, and his 
daughter, Aimee Baker, serves as his business partner and auction 
manager while specializing in pearls and fine estate jewelry.

In 2008, he was hospitalized for more than a month with a seri-
ous infection that resulted from undiagnosed kidney stones. His 
condition was grave. Vital organs shut down. To prepare for his 
passing, his family sold the auction house they had at the time.

Surprisingly, however, he came out of it.

He emerged knowing he was called to a new purpose, he says. A 
year later, while sitting in the Troyan home in Connecticut, he 
says he realized that mission. Matthew Troyan had passed away in 
2007 at age 94, and Mitzi Troyan told Baker of her late husband’s 
harrowing holocaust experience, where he escaped execution at 
least three times. Baker also learned of Troyan’s fine art studies 
in Europe, which included a class with Pablo Picasso. Troyan’s 
paintings, which weave modern schools of art with raw emotions, 
struck Baker.

“I got goose bumps looking at his work. I thought, ‘I am in the 
presence of a master,’” Baker says.

From that moment on, Baker has poured his energy into pro-
moting the work and life of Troyan. While the late artist’s work 
was not well known prior to his death, Baker’s efforts as agent of 
Troyan’s estate have led to an exhibition of Troyan’s work at the 
National Arts Club in New York City and the mayor of New York 
City declaring Dec. 21, 2011, as Matthew Troyan Day. Troyan’s 
paintings used to sell for a few thousand dollars. Now, Baker says 
he sells some pieces for up to $150,000. 

Looking forward, Baker hopes the book furthers Troyan’s posthu-
mous reach.

“This has been an incredible journey, but there’s still much work 
to do,” he says.

For more information on Baker’s efforts with Troyan’s work, see 
troyanremembers.com. v

“Troyan transmuted a horror into beauty, and his story gives 
you hope in the face of very dire conditions. He proved that 
the human spirit can rise above all and thrive.”
Dr. Robert Baker, CAI, AARE, CES, MPPA
Circa Something art gallery and Go Green Antiques & Auctions 

Bellport, N.Y.

M E M B E R  P R O F I L E
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Nominees sought for 
NAA Board
By NAA staff

The National Auctioneers Asso-
ciation Nominating Committee is 
seeking leadership-minded, pas-

sionate members to run for vice president 
and two Board positions in 2014. 

According to NAA vice president Tom 
Saturley, CAI, the committee is specifically 
looking to identify Board members who 
possess knowledge about human resource 
issues and technology, particularly related 
to social media. Saturley noted that these 
skills are necessary to replace because 
current Board members terms will be 
complete, and the Board as a whole needs 
to have these skills represented. 

Saturley noted that the Nominating Com-
mittee has already reviewed the candi-
dates’ process and that it is outlined on the 
next page. He stressed that although these 
are skills that the Board needs, they are not 
the only qualifications a person needs to 
serve. The specific qualifications are out-
lined on the candidates’ process as well. 

No candidates are being sought for trea-
surer as this position serves a two-year 
term. Chris Pracht, CAI, AARE, CES was 
elected to that position in July 2013 and 
will serve until July 2015.

Saturley said that the Nominating Com-
mittee wanted to announce the nominat-
ing process earlier this year so that people 
could begin to determine if they were 
interested. Applications for candidacy will 
be accepted through 5 p.m. central time on 
Feb. 28. From March 1 through March 14, 
candidates will be interviewed, and recom-
mendations from the committee will be 
made public by the end of March. Accord-
ing to NAA Bylaws, if a candidate is not 
endorsed by the Nominating Committee, 
they may still run for office if they notify 
the committee by April 1.

Saturley said that he and the rest of the 
Nominating Committee would be glad to 
entertain questions about the election pro-
cess or about what is required to serve on 
the Board. The names and email addresses 
of the Committee are below this article.

Saturley emphasized that interested people 
should not wait to be approached by the 
Nominating Committee.

“It is very important to have people on 
the Board who have the time to commit 
and the passion for the job in addition to 
the specific skills we need,” Saturley said. 
“NAA is at a critical point in our history. 
We are looking into exciting ventures, and 
we need leaders who are willing to be a 
part of a great team.” v

The Nominating  

Committee includes:

Tom Saturley
CAI, Chairman 

tsaturley@tranzon.com

J. J. Dower
CAI, AARE, ATS 

jj@marknetalliance.com

David P. Whitley
CAI, CES 

david@Whitleyauction.com

Thomas W. Rowell
CAI, AARE

Trowell@rowellauctions.com

Steve Cherry
CAI, CES 

stevecherry@progressiveauction-

group.com

N E W S

Three positions for the NAA Board of Directors will open in 2014. Ultimately, a vice presi-

dent and two directors will be elected in Louisville next July at Conference and Show.

table of contents
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board of direcTors  
direcTor/officer requiremenTs

•	Vice President Tom Saturley, CAI, Chairman 

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

•	Chairman of the Education Institute Trustees David 
Whitley, CAI, CES

•	National Auctioneers Foundation Vice President 
Tommy Rowell, CAI, AARE

•	Steve Cherry, CAI, CES, Director of the Kentucky  
Auctioneers Association

An	NAA	member	who	wishes	to	be	elected	as	an	Officer	or	Director	of	the	association	at	the	65th	
International Auctioneers Conference and Show in Louisville, Kentucky, in July, must announce his 
or her candidacy by 5 p.m. Central time on February 28, 2014.

naa posiTions available

vice president: One-year term. Will ascend to the presidency the next year. Must have served a full term on 
the Board of Directors, Education Institute Trustees, AMI Board of Governors, National Auctioneers Foundation Trust-
ees or NAA Auxiliary.

directors: Two are elected to three-year terms.

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

Complete position descriptions for 
Vice President or Director can be ob-
tained by emailing NAA CEO Hannes 
Combest, CAE, at  
hcombest@auctioneers.org.
The application process is outlined 
at www.auctioneers.org. It also can 
be obtained by sending an email to 
Combest.

Once an NAA member has reviewed 
the aforementioned information, he 
or	she	may	run	for	election	by	first	
submitting a letter of intent answering 
these	questions:

•	Why are you interested in serving?

•	How many years have you been a 

member of the NAA?

•	What committees have you served 
on?

•	What have you learned from serving 
on a volunteer board, if applicable?

•	What state Auctioneer association(s) 
do you belong to?

Candidates must then submit two 
to three sentences indicating how 
they demonstrate the characteristics 
of each of the competencies of the 
“Characteristics and Attributes of an 
Ideal NAA Board Member,” which can 
be obtained by request to Combest. 
They also must provide the Commit-
tee three references and a profes-

sional photo of themselves.

After the Nominating Committee 
receives the above information, it will 
then interview the candidates and 
nominate up to two candidates for 
each position.

Candidates	will	be	notified	if	they	are	
being nominated by March 18.  
Candidates who are not nominated 
by the Committee but still choose 
to run must notify the Committee of 
their intentions by April 1 in order to 
appear on the ballot.
Contact hcombest@auctioneers.org 
for questions.

applicaTion process

2013 nominaTing commiTTee

N E T W O R K I N G
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business,
personal

nothing

just

Believing 

"personal" and 

"business" are 

separate in 

social media is 

dangerous.
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By Curtis Kitchen
editor

It’s nothing personal, just business.

How many times in your life have you either heard 
or told this to someone? It’s a common phrase — a 
perfectly acceptable one for the longest time — that 
implies the basis for a particular decision. When 
we hear this, we are led to believe all emotions 
were removed; all personal thoughts about a client, 
a product or a relationship were erased. It was just 
factual, numerical … “business.”

What that phrase has hammered home is the idea 
that a defined separation exists between the two, 

and perhaps it did at one time. However, it also 
could be argued that there really was never a sepa-
ration, and social media marketing — through its 
instant feedback and cross-branding potential — 
has brought that side to light. 

Every status update, every “like,” ev-
ery tweet, every published comment, 
uploaded photo and video helps 
shape you and your company’s brand 
for the general public. Facebook and 
Twitter aren’t just another way for 
you to be the two-dimensional face 
of your business; that was what old 
print ads did. Instead, these outlets 
are your face, voice and thoughts 
all together, and they have reversed 
once industry-standard thoughts like 
“it’s nothing personal, just business.” 
Today, it is:

It’s nothing business, just personal.

You, and your business, have never 
been so personally accessible. In 
times when sales can be a little thin, 
that can be a great thing. You don’t 
have to fight for limited advertis-
ing space, and you don’t have to 
adhere to someone else’s schedule or 
advertising policies. But, if you don’t 
understand the responsibility that 
comes with such an unfiltered, high-
visibility platform, consequences can 
be dire.

Amy’s Baking  
Company

Take the infamous Amy’s Baking 
Company example from May of this 
year, for instance.

After suffering a massive public rela-
tions blow on “Kitchen Nightmares,” 
hosted by Gordon Ramsay, own-
ers Amy and Samy Bouzaglo used 
their Facebook account to address 
critics who had watched Ramsay walk out of the 
restaurant following several terrible, recorded acts 

"every status 

update, every 

“like,” every 

tweet, every 

published 

comment, photo 

and video helps 

shape you and 

your company’s 

brand for the 

general public."

continued »

When it comes to social media and posting 

online, what you post affects your brand 

every time you press enter.
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Ian
age 6
Mexico
medulloblastoma

One night, 5-year-old Ian woke up suddenly and hugged his mom 
hard. “Mom, you know what?” he said. “God just came to me, and 
he told me that I have to go. It’s time for me to go to heaven.”

She told him, “No, only old people go to heaven.” 

Ian replied, “No, there are lots of kids who go, too.”

Ian’s mom dreaded to think what could have caused her happy, 
active boy to say such a disturbing thing. True, Ian had been losing 
his balance a lot, but the doctor suspected the cause was flat feet. 

Now, Ian’s mother felt that something was wrong and pushed for  
Ian to receive an MRI. The scan revealed a brain tumor known  
as medulloblastoma.

A relative who donates money to St. Jude Children’s Research 
Hospital® called Ian’s mom and told her about St. Jude. “This  
place treats children from all over the world,” the relative said. 

Ian’s family, who lived in Mexico, uprooted their lives and moved 
thousands of miles from home in order to bring Ian to St. Jude, 
because St. Jude has the largest pediatric brain tumor research 
program in the country and the world’s best survival rates. One 
thing Ian’s family didn’t have to worry about was how to pay for it. 
“We’re thankful that no family ever receives a bill from St. Jude,” 
said Ian’s mom. “It’s a blessing we don’t have to think about  
money, and we’re still getting the best treatment.” 

Following radiation therapy and chemotherapy, Ian is doing well. 
Soon, he and his family will return home to Mexico. They will visit  
St. Jude every three months for checkups. 

Support  
the kids of St. Jude  
by participating in  

Auction for Hope.

Sponsored by:
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(including pocketing staff tips and fighting with waiting custom-
ers) committed by the Bouzaglos. Over multiple Facebook status 
updates, they cussed; they threatened; they claimed their accounts 
had been hacked; and, they quickly lost an uncountable number 
of future consumers. 

This is an extreme example, to be sure, and the Bouzaglos used 
their company Facebook account, which is an obvious faux pas. 
But, step back just a little bit and consider this: What if it had 
been a personal account, instead of the company one, for Amy or 
Samy? Would that have changed the message’s devastating effects 
for the company’s brand? Of course it wouldn’t. 

Now, with that thought process in mind, think about how easily 
potential customers and clients make that same connection with 
your messages. Your “personal” is your “business,” regardless if 
you attempt to disclaim it. It doesn’t have to be a poor reaction to 
bad exposure like the Bouzaglos. It could be a public client dis-
pute, a religious or politically-charged statement, a risqué attempt 
at humor with your “inside” friends, a wild party, risky behaviors 
or situations, etc.

That isn’t a bad thing. Sometimes, when used correctly, outside-
the-norm images and thoughts can help build rapport with your 
clients. They can see you as less stuffy and more “human.” That 
line has to be carefully walked upon, however, and a little bit of 
human goes a long way.

Ask these three questions

Ultimately, every time you are about to hit “send” or “publish,” sit 
back from your keyboard or phone, take a breath and consider 
these three checkpoints:

1) Is the message I’m about to send something that may lead to 
unnecessary negative feelings toward me, my business and 
my company’s brand?

2) If the message causes ill will toward me and my company, 
what effects could that have for people who depend on my 
brand, i.e. employees, business partners, etc. 

3) Am I willing to spend the time and energy necessary to 
rectify situations that arise because of my message, even if 
it was perceived incorrectly outside of my control?

Use these questions each time you post, and chances are you will 
have done what’s necessary to keep your personal messages aimed 
toward supporting your brand and business goals. v
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Crosslines sets fundraising record

O n Sept. 28, Crosslines hosted its 10th annual Gala 
fundraiser. Dave Webb, BAS, GPPA, of Stillwell, 
Kan., has been the host Auctioneer for the past eight 

years.  This year, Webb invited 2013 IJAC Champion Halie 
Behr, of Ames, Iowa, and new NAA member Jeff Garber, of 
Lincoln, Mo., to assist. With their help and effort, the Gala 
exceeded the organization’s expectations and set a record for 
funds raised.

For 50 years, Crosslines has sought to fulfill its mission of 
answering community problems by looking for solutions and 
working with communities to tackle them. The organization 

has created a legacy of programs that have positively impacted 
the lives of thousands of needy people in the Kansas City area 
by supporting a network of businesses, churches and individ-
uals, which have, in turn, provided a daily source of assistance 
for at-risk families, the elderly and individuals.

Some examples of the support they provide include: $192,631 
for utility and rent assistance, 47,690 hot lunches to those 
in need, 2907 hot showers, 504 families assisted through the 
Christmas store and more than 716 new backpacks filled with 
school supplies to students. v

Reigning IJAC Champion Halie Behr (left) and event host Auctioneer Dave Webb seek bids during a record-setting night at the 

10th annual Gala fundraiser for Crosslines, an organization that provides money and services to those in need. Submitted Photo
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McLean Ranch sells for 
nearly $16.8 million

Amarillo developer George Chapman's 16,000-acre 
McLean Ranch sold for $16,797,000 in an auction that 
drew 109 bidders and lasted for more than four hours 

during the Sept. 13 sale. 

“The auction was everything we could have asked for. Mr. Chap-
man is happy, the lenders are happy, and 19 buyers who now own 
parts of the ranch are happy,” said Spanky Assiter, chairman and 
founder of Amarillo-based Assiter Auctioneers, which marketed 
the property and conducted the auction. 

Bidding moved at a brisk pace from the outset, as Assiter took 
bids on the 43 individual tracts, then opened the auction for bid-
ders to make offers on combinations of tracts. 

Reuben Hancock, attorney for Chapman, said he was pleased with 
the outcome. “The entire auction crew did an exceptional job,” he 
said.

Assiter said the auction answered numerous questions about the 
land and its future. 

“When we opened up for bidding, nobody knew what the land 
would bring, whether it would all go to one big bidder or sell to a 
larger number of smaller bidders. But ultimately, it turned out that 
a number of different folks wanted parts of this land for grazing, 
recreation and probably other uses. That's how an auction works,” 
said Assiter.

The ranch, widely known for its game and fishing, includes areas 
with mature trees, pasture land and irrigated tillable land. It has 
more than five miles of creeks and six lakes.

“One thing we found today is that this is a great time to be selling 
Texas land, and there's no better way to sell it than in a well-pro-
moted auction, so I think maybe some others with land and other 
real estate they've considered selling will take note,” said Assiter. v

Bidders look on during the sale of the McLean Ranch, which re-

sulted in 19 buyers owning a piece of the property. Submitted Photo
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Rare 1940 Beacon Ethyl sign 
nets $55,000

A rare Beacon Ethyl Gasoline single-sided porcelain sign 
with a die-cut lighthouse-shaped design, made around 
1940 and in remarkable condition (rated 9 on a scale of 

1 to 10), gaveled for $55,000 at a Fall Petroliana & Automobilia 
Auction held Oct. 17-18 by Matthews Auctions, LLC, based in 

Nokomis, Ill. The sign was easily the top lot of the auction.

The two-day event was held in Peotone, Ill., prior to the start of the 
popular Chicagoland Petroleum & Advertising Show held twice 
a year, always in Peotone. The action kicked off on Thursday eve-
ning, Oct. 17, with 200 lots of petroliana (gas station collectibles) 
and automobilia. Another 450 lots came up for bid on Friday, Oct. 
18. More than 200 people attended in person.

More than 350 people bid online, through Proxibid.com, while 30 
more bidders each bid by phone and through absentee (left) bidding.

An exceedingly rare Rickenbacker Authorized Flat Rate Service 
double-sided porcelain sign rated near-mint at 9+, showing the 
Rickenbacker firm’s iconic logo, topped out at $38,500.
 
A scarce double-sided porcelain die-cut sign for Rand McNally 
Official Hotel, rated 9, knocked down at $29,700. The sign was the 
most common of the five types produced, and was probably made 
in the 1920s.
 
A Wyeth Tires single-sided porcelain curved shield-shaped sign, 
rated near-mint at 9+, breezed to $34,100.

A Mohawk Gasoline single-sided tombstone-shaped neon sign 
mounted on a can, rated 9, fetched $30,800; and an Oilzum Motor 
Oils (“The Cream of Pure Pennsylvania Oil”) double-sided porce-
lain sign with logo, rated 9 and 8.75, went to a determined bidder 
for $27,500.

Other items of note: 

A set of five Weed (tire) Chains signs and displays were sold as 
single lots. One was a metal counter-top display with contents 
(chains, pliers, bags and more), in overall good condition. It 
brought $8250. Also, a Mother Penn Motor Oil single-sided por-
celain neon sign with logo, mounted on an original can, rated 9, 
changed hands for $16,500.

A Peerless Stages Bus Depot double-sided porcelain shield-
shaped sign, with great gloss and color, hammered for $33,000; 
and a Dodge Service double-sided porcelain sign with early “DB” 
(Dodge Brothers) logo, rated 8.75, went to a new owner for $7150.

A Saxon Motor Car double-sided porcelain sign, rated 9 on one 
side and 8.9 on the other, garnered $19,800; and a Cadillac double-
sided porcelain oval sign with crest logo, rated 9, with clean fields 
and very nice gloss and color, rose to $17,600.

Finally, a Paragon Motor Oil double-sided porcelain sign hit 
$16,500; and an original Auburn Sales & Service porcelain flange  
sign, rated 9.5, made $14,800. v
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Property demand fuels 
Georgia auctions

T hree late-October John Dixon & Associ-
ates auctions in four days attracted large 
fields of bidders and resulted in com-

bined sales of just over $6 million. 

The sales in the Georgia cities of Atlanta, 
Montgomery and Orlando featured approxi-
mately 120 bank-owned properties, according 
to John Dixon, CAI, president of the auction 
company. 

"Demand is growing stronger across the board 
as real estate investors, individuals, builders 
and others continue to acquire the proper-
ties that will provide them opportunities and 
income in the years ahead. Whether we were 
selling offices, residential land, houses or other 
property types, we saw active bidding each day, 
on practically every asset," said Dixon. 

Combined, the events attracted 96 live bidders 
and 250 online bidders, with approximately 
half the properties selling to bidders who 
listened to live feeds of the auction and bid via 
the Internet. "With three events in three differ-
ent states in four days, there were some bidders 
who couldn't be at every event in person. The 
Internet bidding allowed them to hear every-
thing that was going on, interact with a bid as-
sistant, and purchase properties just as if they 
were in the room," said Dixon.

The company plans to build off its recent suc-
cess with another large auction on Nov. 12, 
which will include approximately 80 bank-
owned properties in north Georgia, North 
Carolina, Tennessee and Alabama. v
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N E T W O R K I N GA U C T I O N  S C H O O L S

The most recent graduating class from the Kentucky Auction Academy boasted 22 men and women from four states. The Academy 

is located in Bowling Green, Ky. Submitted Photo
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Long-time Idaho Auctioneer 
wore many hats
John Elwin Spaulding, 74, passed away October 14, 

2013 in Indian Valley, Idaho.

John was born April 11, 1939 at New London, Wisc., to 
Willard and Retta Spaulding, He spent many hours at the 
family farm in Hancock, Wisc. He reached Eagle scout 
and was a member of the rifle club. 

Spaulding won awards from the NRA and other organiza-
tions. He enlisted in the United States Coast Guard upon 
graduation from high school in 1957, and his tour of duty 
included Hawaii, Japan and Greenland. In 1963, he mar-
ried Colleen Hodges, and they had two children, Tim and 
Jeanine. In 1965, John joined the International Union of 
Operating Engineers. 

He was a member of the Idaho Association of Professional 
Auctioneers.

John has been a cowboy, a logger, a rancher, a veterinary 
student, a heavy equipment operator, and, most recently, 
an Auctioneer. John's career made it possible for the 
family to get to know the entire state of Idaho, western 
Montana, Wyoming, Utah, eastern Oregon, Washington 
and Nevada.

John is survived by his wife, son, Tim Spaulding, daugh-
ter, Jeanine (Darren) Coriell, and two grandchildren; a 
brother, sister and numerous nieces and nephews. v

NAA, Ohio hall-of-famer Kiko 
hosted BBBS event for 35 years 

R ichard T. 'Dick' Kiko, Sr., age 73, passed away on Oct. 
19 after a sudden illness. He was a life resident of 

Canton, 1958 graduate of Canton South High School, and 
was a graduate of both the Missouri Auction School and 
the Indiana University Certified Auctioneers Institute. He 
established the Kiko Agency in 1969 and was a second 
generation co-owner of Kiko Auctioneers; founded in 

1945. Dick was an inductee in both the Ohio and National 
Auctioneer's Association Hall of Fames, past president of 
the Ohio Auctioneer's Association, former commissioner 
on the Ohio Auctioneer's Commission and a Lifetime 
Achievement Award recipient of the Stark County As-
sociation of Realtors. 

Dick was a member of Little Flower Catholic Church, 
Canton Council No. 341 Knights of Columbus, Lincoln 
Continental Owner's Club — Ohio Valley Chapter, Rotary 
Club of Canton, and was a Paul Harris Fellow recipient. 
He was a licensed pilot and member of the East Central 
Ohio Pilot's Association and the International and Ohio 
Flying Farmers. Dick and his family had hosted for 35 
consecutive years the Big Brothers and Big Sisters Fall Hay 
Ride. He was also active in many other organizations.

Kiko is survived by his wife of 52 years, Patricia (Trbov-
ich) Kiko; eight children; 19 grandchildren; three great-
grandchildren; three sisters and two brothers-in-law; and 
eight brothers and six sisters-in-law. He was preceded 
in death by his parents, Russell and Colletta Kiko and a 
brother, William Kiko. v
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Alabama

Arthur Cole
Cole Properties & Auction Inc.
1580 Sparkman Dr., Ste. 102 
Huntsville, AL 35816 
www.coleauction.com
beaucole@msn.com
(256) 837-0701

California

Darren L. Diess
41731 Tylman 
Temecula, CA 91792 
Dldiess@yahoo.com
(619) 990-8871

Diana Gangel
Little Johns Auction Service
1201 W Katella Ave. 
Orange, CA 92867 
littlejohnsauctionservice.com
jrg2005@cox.net
(714) 939-1170

John Robert Gangel
Little Johns Auction Service
1201 W Katella Ave. 
Orange, CA 92867 
littlejohnsauctionservice.com
jrg2005@cox.net
(714) 939-1170

Travis Regalo
Charity Auction Experts
1809 San Gabrial Dr. 
Hughson, CA 95326 
www.charityauctionexperts.com
tregalo.sae@gmail.com
(209) 947-2091

Colorado

Linda M. Bauer
5210 Allison St. #2 
Arvada, CO 80002 
lindab2000@yahoo.com
(303) 909-2042

Allen Lee DeBelly
22425 Hwy. 52 
Hudson, CO 80642 
appledumplinranch@rtabb.net
(303) 547-0018

Bryce Alan Elemond
Bryce a Elemond Auctioneer
4084 S Crystal Circle #104 
Aurora, CO 80014 
belemond1@yahoo.com
(720) 229-5832

Brad Allen LaChapelle
Integrity Auctions of Colorado. 
Ltd.
18531 E Tanforan Pl.
Centennial, CO 80015
(303) 257-9530
sgtchappyusmc@yahoo.com

Kevin John Mitchell
679 Anthracite Dr. 
Fruita, CO 81521 
kevinjohnm@hotmail.com
(970) 589-7101

Charles Edward Ormesher
10700 E Dartmouth Ave. #FF-
201 
Denver, CO 80014 
tedormesher@comcast.net
(303) 478-1361

Florida

Raymond John Baxter
RCR Auction Company
102 Lee Ave. 
Interlachen, FL 32148 
RCRAuction@yahoo.com
(386) 213-0302

Richard Clark Blackford
Mighty Thrifty LLC
807 S Venice Blvd. 
Venice, FL 34293 
admin@medgo.com
(941) 492-4110

Trayor Reid Lesnock
Platinum Luxury Auctions
201 South Biscayne Blvd., 28th 
Floor 
Miami, FL 33131 
www.platinumluxuryauctions.
com
tlesnock@platinumluxuryauc-
tions.com
(305) 744-5220

Cathy Marshall, GPPA
Fisher Auction Company
1624 SE First St. 
Pompano Beach, FL 33060 
cathy@fisherauction.com
(754) 220-4119

Yaohua Yang
Far East Auction
3017 S W 142 Ave. 
Miramar, FL 33027 
ewivst@yahoo.com
(954) 608-1668

Indiana

Steven T. Clapp
Crossroads Auction & Apprais-
al Services
1504 N McKinley Avenue 
Rensselaer, IN 47978 
crossroadsauctionandapprais-
alservices.com
a.steinkamp@yahoo.com
(219) 866-3057

Kansas

Ron Keith
25706 W 73rd St. 
Shawnee Mission, KS 66227 
rkeith25.win@gmail.com
(913) 238-6900

The members 

are so 

gracious with 

their time, 

knowledge, 

and talents.  I 

am extremely 

passionate 

about this 

industry and 

joining the 

association 

will help 

develop my 

career and 

allow me the 

opportunity to 

give back.”

Justin Anderle
Shiner, Texas

Anderle
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Candy Shively, BAS
P O Box 1832 
Topeka, KS 66601 
cshively3@gmail.com
(785) 224-6971

Massachusetts

Steven F. Smoot
Sector 3G, Inc.
P O Box 120-245 
Boston, MA 02112 
www.sector3G.com
smoot@smootlaw.com
(617) 345-9600

Minnesota

Frank Aiello, GPPA
Auction Masters and Appraisals
410 Groveland Ave. #1401 
Minneapolis, MN 55403 
www.auctionmasters.com
frankjaiello@gmail.com
(763) 226-9318

Robert Cary Sparrow
Victory Coin Exchange, LLC
1650 West End Blvd., Suite 100 
St. Louis Park, MN 55416 
victorycoinexchange.com
cary.sparrow@victorycoinex-
change.com
(800) 742-5069

Nebraska

Kenny E. Hendren
1427 17th St. 
Mitchell, NE 69357 
hendren56@hotmail.com
(308) 641-1290

New Mexico

Stuart Mark Davenport
Davenport's Antiques, Collecti-
biles, Sales & Auctions
5321 Isabella Court 
Las Cruces, NM 88012 
stuport@gmail.com
(505) 301-4909

Ohio

Randy Lamar Rue
RMR Auctions LLC.
31 W. Main St.
Wilmington, OH 45177 
www.rmrauctions.com
rmrauctions@yahoo.com
(740) 497-9884

Oklahoma

John Albert Ball
Ball Auction Service
1501 N. Hwy. 18 
Chandler, OK 74834 
www.ballauctionservice.com
johnaball@sbcglobal.net
(405) 258-1511

B. Tom Strickland
33873 Cyclone Hollow Lane 
Wagoner, OK 74467 
tom@247oilfield.com
(918) 695-2000
Vernon Joseph Tennill
3351 W Charter Oak Rd. 
Edmond, OK 73034 
rtennill@yahoo.com
(405) 388-8774

Glen Earl Troyer
8750 W 640 Rd. 
Chouteau, OK 74337 
glentroyer@yahoo.com
(918) 864-0939

Oregon

Patrick Charles Siver
GEvents, LLC
1815 SW Terra Linda St 
Beaverton, OR 97005 
www.geventsllc.com
patrick@geventsllc.com
(503) 807-0960

George Wesley Tavera
P.O. Box 564 
Gaston, OR 97119 
tavera44@gmail.com
(503) 913-5945

Pennsylvania

Patricia Zulkowski, GPPA
Abbey Road Antiques
129 Trotters Lea Ln. 
Chadds Ford, PA 19317 
abbeyroadantiques.net
usstew77@aol.com
(610) 361-1037

South Carolina

Rachel J. Smith, CAI
Carolina Auction Team
P.O. Box 4125 
Spartanburg, SC 29305 
www.carolinaauction.com
racheljsmith@carolinaauction.
com
(864) 597-0784

Tennessee

Kevin Ross
Delozier Realty & Auction
215 Ellis Ave. 
Maryville, TN 37804 
k2024k@yahoo.com
(865) 712-2736

It's always 

great to have 

a network of 

peers like the 

NAA, and I've 

learned that 

the auction 

industry is 

more like a big 

family. I'm so 

excited about 

my future in 

the auction 

industry!”

Kate Phillips
Dallas, Texas

Phillips

table of contents



42      NOVEMBER 2013      Auctioneer www.auctioneers.orgwww.auctioneers.org

N E T W O R K I N G

New members compiled by 

Brandi McGrath

Texas

Rudy Baeza
2249 RM 788 
Plainview, TX 79072 
baeza5051@gmail.com
(806) 685-0308

Erica JoVan Black
America Can Cars for Kids
1534 Montreal Lane 
Glenn Heights, TX 75154 
eblack@carsforkids.org
(817) 524-9171

Jackie D. Black
Purple Wave
P.O. Box 472 
Canyon, TX 79015 
jackie.black@purplewave.com
(806) 681-0488

Quinn Bledsoe
4112 W Vickery 
Fort Worth, TX 76107 
eskimo@sbcglobal.net
(817) 984-1333

David T. Coleman, CAI
Coleman and Patterson
P.O. Box 995 
Madisonville, TX 77864 
www.txpropertyauction.com
david@colemanandpatterson.com
(936) 661-3411

Caleb Ryan Davis
Davis Auctioneers
1610 N IH 35 #1012A 
San Marcos, TX 78666 
calebryandavis@yahoo.com
(817) 995-0987

David Wayne Ehlers
720 FM 1317 
Tahoka, TX 79373 
dehlers1965@yahoo.com
(806) 548-4795

Barbara Hobson-Whiting
Whiting Auctioneer Services
181 State Highway 21 W 
Cedar Creek, TX 78612 
www.whitingauctioneerservices.
com
info@whitingauctioneerservices.
com
(512) 431-5682

Robert O. Jackson
7747 Los Gatos Dr. 
Dallas, TX 75232 
robertjacksonauctioneer@gmail.
com
(972) 768-6779

Richard G. Morton
6409 College Ave. 
Amarillo, TX 79109 
radbubs@suddenlink.net
(806) 672-5121

Steve Nordseth
FUN!
4539 Gus Thomasson Rd. 
Mesquite, TX 75150 
www.auctionpinball.com
funsuperstore@gmail.com
(972) 488-9622

Martin H. Pigg
7251 FM 841 
Lufkin, TX 75901 
martypigg@hotmail.com
(972) 832-8840

Jennifer J. Real
14777 Creighton Rd. 
Conroe, TX 77302 
jreal1@peoplepc.com
(936) 499-7173

Taylor Brooke Real
14777 Creighton Rd. 
Conroe, TX 77302 
realedgyextras@yahoo.com
(832) 797-9622
Logan Mark Thomas
15219 Stuebner Airline, Ste. 48 
Houston, TX 77069 
logan.thomas@give-smart.net
(713) 702-3666
Wisconsin

Earleen M. Weaver, GPPA
Al Rose Auction & Realty
6910 Powderhouse Rd. 
Cheyenne, WY 82009 
eweave_2000@yahoo.com
(307) 635-1957

Mexico

Ivan Salgado Rodriguez
Vespertinas # 1-16 Col. Unidad 
Independencia - Del. Magdalena 
Cont.
Mexico City, Mexico,  10100 
Mexico
ivansalgado89@gmail.com
52 0155 46231683

WWW.LLAUCTIONS.COM919.644.1243

Rare & Fine Wine Auction Department
Working nationwide to bring fine

wine collections to auction.
Dedicated Wine Director 8,000 Bottle Wine Cellar International Reach. .

Leland Little, CAI, NAA - leland@llauctions.com

NCFL#7452
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“A designation shows not only are Auctioneers committed to their specialty, but they 
are also committed to keeping up with the profession and furthering their education.” 

Aaron Ensminger
Director of Education for National Auctioneers Association

Overland Park, Kan.

"Don't pull the pin! Don't mess with it! Set it down. Better yet, don't pick it up!" And of 
course: "Do not sell it. Do not, do not, do not!"

Robert Weiman, CAI, AARE, BAS, CES, GPPA
Mound City Auctions

St. Louis, Mo.

“My dedication to Troyan is providential. I was chosen to write his story and champion 
his cause.”

Dr. Robert Baker, CAI, AARE, CES, MPPA
Circa Something art gallery and Go Green Antiques & Auctions

Bellport, N.Y.

P A G E
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NAA member helps event exceed goal by 20 percent

K ristine Fladeboe Duininick, BAS, of Spicer, Minn., recently re-
turned from a trip to Hong Kong, where she helped raise $1.5 

million for the poor in the Phillipines through an auction put on 
by International Care Ministries. The Oct. 10 auction entertained 

approximately 1000 people, and online bidders checked in from 
12 different countries. In all, the event raised 20 percent more than 
the event organizers’ goal. v
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AROUND the bLOcK

N E T W O R K I N G

Proposed Ohio bill would prevent law 
enforcement from destroying firearms

A ccording to a story on nbc4i.com, after Marion, Ohio, 
police sold seized firearms at auction, the sale has 
brought on both debate and a proposed law regarding 

whether such items should instead be destroyed. 

Ohio House Bill 210 is still in the Transportation and Public Safety 
Committee at the Statehouse and has heard only sponsor testi-
mony so far. The proposed bill would eliminate the authority for a 
law enforcement agency to destroy unclaimed or forfeited firearms 
or dangerous ordnance.

The bill states police can keep firearm suited to their work, but if 
the firearm is suitable for sporting or collection in a museum, it 
must be auctioned to the highest bidder. If it does not fit either of 
these, it has to be sold to a federally licensed firearms dealer ac-
cording to the law.

While some are in favor of the law, citing potential revenue 
sources, the union that represents 8500 officers throughout Ohio 

said it would be a bad law.

"What we are opposed to is the loss of local control here," said Mi-
chael Weisman, Director of Government Affairs for the State FOP. 
"The local agencies should be able to make that decision on their 
own, not be mandated by the state to sell those guns," he said.

Seized firearms can only be sold to a person who can legally own 
it.

Columbus, Ohio, Mayor Michael Coleman also opposes the bill. 

"This is an outrageous proposal!" he said. It would remove the 
authority of police officers to do the right thing by getting rid of 
guns used in crimes," Coleman said. "Instead, our police would be 
required to put those guns back on the street."

To see the entire report, visit: http://www.nbc4i.com/sto-
ry/23772182/destroy-or-auction-seized-guns-from-crimes.  v

Are agents needed at auctions?

A ppearing in an Oct. 21 Wall Street 
Journal online story that dis-
cussed whether bidders should 

have an agent or other pro represent them 
at auctions, National Auctioneers Associa-
tion member Sandy Alderfer, CAI, MPPA, 
of Hatfield, Pa., shared his thoughts.

“In my opinion, you do not need an agent 
to represent you,” Alderfer said.

Still, the article indicated, if a bidder feels 
the need to hire a buyer agent, then there 
should be certain expectations in place. 
Those should include: The agent will run 
comps on different properties so you can 
determine which houses merit your atten-
tion; and he or she can act as a check on 
you should you get carried away with “auc-
tion fever” and be tempted to overbid. 

Also, the piece said, potential bidders also 
should consider hiring a good general con-
tractor to examine houses with you before 
the auction in order to assess any potential 
hidden fix-it costs.

You can read the entire story here: http://
stream.wsj.com/story/latest-headlines/SS-
2-63399/SS-2-359705/. v

table of contents



	 MeMbership	ApplicAtion
Please complete all four 

sections of this form.

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

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

2 MEMBERSHIP INFORMATION (Please Print)

3 METHOD OF PAYMENT 
(PLEASE CHECK ONE)

4 AUCTION SPECIALITIES
It is recommended that you indicate your specialities. This information is available on the 
NAA web site where the public can search by speciality. You may choose up to FIVE.

 $TOTAL AMOUNT DUE

 
___________________________________________________________________
First                 Middle                 Last

___________________________________________________________________
Nickname

___________________________________________________________________
Company Name

___________________________________________________________________
Address 

___________________________________________________________________
City           State      Zip

___________________________________________________________________
Phone    Fax

___________________________________________________________________
E-Mail    

___________________________________________________________________
Website
 

 Check here if you are a previous NAA member.        Male        Female

Number of Years in Industry _______________  Year of Birth _________________

___________________________________________________________________
Highest Level of Education Completed    

___________________________________________________________________
Name of auction school attended if applicable   

___________________________________________________________________
Referred By (Optional)

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

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

By completing and submitting this form, I hereby make application for membership in the National Auctioneers Association. If accepted, I will abide by its laws, support its bylaws, support its objectives, comply with the NAA’s code of ethics and pay the 
established dues. — Contributions or gifts to National Auctioneers Association are not tax deductible as charitable contributions for income tax purposes. Upon submitting application, member agrees to abide by NAA Code of Ethics.

MEMBERSHIP TYPES

 

An active auction professional that subscribes to the NAA Code of Ethics and embraces the NAA  
Mission and Vision. 

RECEIVE PRINTED MAGAZINE.

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

RECEIVE DIGITAL MAGAZINE ONLY.
 $275 (1 Year)
 $490 (2 Year)
 $660 (3 Year)

 SPOUSE

An active member can add his/her significant other for an additional fee. Spouse members subscribe to the 
NAA Code of Ethics and embrace the NAA Mission and Vision. (Includes Auxiliary membership for spouse 
for one year.)  Spouse’s Name (Required): ____________________________________________________

$150

OPTIONAL FEES

 NATIONAL AUCTIONEERS 
FOUNDATION DONATION

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

$50
donation

 MEMBERSHIP NAA 
AUXILIARY*

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

$25 
per member

MEMBER

Payment in Full (One Payment Total):     Check     Credit

Payment Plan 
(Three Payments Total - See Reverse):    Check     Credit

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

________________________________________________________________
Card Holder Name (Print)                        Card Sec. Code (CVV)

________________________________________________________________
Signature
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NAA Payment Plan

Mission
The National Auctioneers Association exists to provide 
critical resources to auction professionals that will 
constantly enhance their skills and success.

Vision
National Auctioneers Association members will be the 
preferred auction professionals used in the marketplace.

These are just a few of the outstanding benefits of NAA 
membership. For a complete list of member benefits, visit 
our website.

www.auctioneers.org

Be part of the National Auctioneers Association and stay 
on a budget when you choose the NAA Payment Plan, 
which allows you to spread your membership dues over 
three consecutive months.

Membership - Printed Magazine ($300)
$100/month for three consecutive months
Membership - Digital Magazine ($275)

$92 for first and second months; $91 for third month
Member and Spouse Membership ($450)
$150/month for three consecutive months

Installment Payments by Credit Card: I understand the 
terms and conditions of the payment plan and authorize 
the NAA to automatically apply payment to my credit 
card on the 25th of each month (three consecutive 
months). 
Installment Payments By Check: All payments by check 
must be received by the 25th of each month (three 
consecutive months). 

*PLEASE NOTE: FAILURE TO MAKE THREE 
CONSECUTIVE MONTHLY PAYMENTS WILL RESULT 
IN THE CANCELLATION OF YOUR NAA MEMBERSHIP.

Return completed form to the National Auctioneers 
Association by email to accounting@auctioneers.org, fax 
to (913) 894-5281 or mail to 8880 Ballentine, Overland 
Park, KS 66214. 

NAA Member Benefit Highlights

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

NAAAuction.com                     
Built specifically for the consumer, 
this website provides the public with 
information and education about 
the profession and industry, and 
connects buyers and sellers with NAA 
Auctioneers and their auctions.

NAA Logo                      
Promote your membership in the 
NAA by using the association logo 
on your website, business cards, 
advertisements, letterhead and more! 

Constant Contact                    
NAA Auctioneers receive a discount 
when they use Constant Contact, 
an e-mail marketing provider. 
Communicate easily and efficiently 
with your clients, announce your next 
auction to everyone in your e-mail 
database list and save money! Get a 
60-day free trial for up to 100 e-mail 
addresses. After that, pre-pay and 
get a discount of up to 25% off! Get 
started by visiting  
naa.constantcontact.com!

Auctioneer magazine                 
Stay tuned to current news and trends 
impacting the auction industry and 
profession. This full-color magazine is 
produced monthly for NAA members.

Auction E-News                  
Get up-to-date on events, education 
and news at the NAA with this free 
members-only e-newsletter delivered 
to your inbox on the second and 
fourth Wednesday of each month.

NAA Media Directories                     
NAA Auctioneers have access to media 
directories for all 50 states. Access 
these online directories at www.
auctioneers.org/directories.

Online Mentoring and 
Networking Forum                                        
Share information with fellow 
members and ask questions about 
the auction profession when you 
participate in the NAA’s members-only 
forum. Check back frequently as many 
topics are discussed on this very active 
forum. Call NAA Member Services 
at (913) 541-8084 or log on to www.
auctioneers.org for more information.

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

NAA Education Institute                   
The NAA is dedicated to providing 
professional development 
opportunities for the auction 
industry. Members enjoy discounts 
on all educational events, seminars, 
designation and certification 
programs. Designation programs 
include: CAI, AARE, ATS, BAS, CES, 
GPPA and MPPA. Learn more at www.
auctioneers.org or e-mail education@
auctioneers.org. 

Buyers’ Guide                  
The NAA has collected information 
from those companies who have 
developed products and/or services 
with the auction company in mind at 
www.auctioneers.org.

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

NAA Knowledge Center                       
Watch or download previous 
Conference & Show educational 
seminars, past IAC competitions and 
other NAA educational sessions. Each 
month, NAA members have access 
to a free seminar from a previous 
Conference and Show. Individual, track 
or all-access passes are available.

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

Publications                   
“Waiting For the Hammer to Fall - A 
Guide for Auctioneers” and “Auction 
Law” by Kurt R. Bachman and Joshua 
A. Burkhardt provide legal guidance 
and up-to-date information on issues 
Auctioneers encounter in their course 
of business. 



conference and Show
Louisville, Kentucky • Galt House Hotel • July 8-12, 2014

DESIGNATION AcADEmY
Las Vegas, Nevada • New York New York Hotel & Casino • December 8-14, 2013

INTERNET ONLY AUcTION SUmmIT: REAL ESTATE
Atlanta, Georgia • Georgian Terrace Hotel • February 11-12, 2014

cERTIfIED AUcTIONEERS INSTITUTE
Bloomington, Indiana • Indiana University • March 23-27,  2014

BENEfIT AUcTION SUmmIT
Location to be announced• September 2014

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

E D U c A T I O N  c A L E N D A R

Please note that the information above is subject to change as events approach. This calendar will be updated as information becomes available.
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CASH	FOR		
INVENTORY
Need new consumer goods, 
paper, art, craft, sewing, etc. 
Manufacturers, warehouses, 
distributors. Confidential.
We buy truckloads...FAST! 
Anywhere in USA. Kurt 
Kiefer, Fergus Falls, MN 
(218) 233-0000
www.thecloseoutchannel.com
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Administration
Chief Executive Offi cer

Hannes Combest, CAE
(913) 563-5423

hcombest@auctioneers.org
Conference and 
Show Manager

Joyce Peterson
(913) 563-5439

jpeterson@auctioneers.org
Administrative Assistant/

Project Manager
Susan Geren

(913) 563-5438

sgeren@auctioneers.org

Accounting
Director of Finance & 

Administrative Services

Rhonda Truitt
(913) 563-5422

rtruitt@auctioneers.org

Accounting Associate

Ruth Richardson
(913) 563-5435

rrichardson@auctioneers.org

Accounting Associate

Carol Bond
(913) 563-5434

cbond@auctioneers.org

Membership
Membership Specialist

Heather Rempe
(913) 563-5425

hrempe@auctioneers.org
Membership Projects Specialist

Brandi McGrath
(913) 563-5429

bmcgrath@auctioneers.org

Education
Director of Education

Aaron Ensminger
(913) 563-5426

aensminger@auctioneers.org
NAF Administrator &

NAA Education 
Program Specialist

Lois Zielinski
(913) 563-5428

lzielinski@auctioneers.org
Education Coordinator

Tara Truitt
(913) 563-5432

ttruitt@auctioneers.org

Publications
Director of Publications 

& Trade Show

Curtis Kitchen
(913) 563-5424

ckitchen@auctioneers.org

Designer

Nathan Brunzie
(913) 563-5430

nbrunzie@auctioneers.org
Marketing & Sales Coordinator

Kari Preston
(913) 563-5421

kpreston@auctioneers.org

NAA Board of Directors 
2013-2014

Offi cers

President
Paul C. Behr, CAI, BAS

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

Vice President
Tom Saturley, CAI
(207) 775-4300

tsaturley@tranzon.com

Treasurer
Chris Pracht, CAI, AARE, CES

(800) 877-3044
jcpracht@aol.com

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

(423) 569-7922
jjdower@marknetalliance.com

Education Institute 
Chairman

David Whitley, CAI, CES
(970) 454-1010

david@whitleyauction.com

Chief Executive Offi cer
Hannes Combest, CAE

(913) 563-5423
hcombest@auctioneers.org

Directors

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

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

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

rich@success-auctions.com

Terms expiring 2015
Devin Ford, CAI, CES

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

(901) 322-2139
terri@walkerauctions.com

Terms expiring 2016
Joseph M. Mast, CAI

(330) 674-7610
mast@reshowcase.com
Scott H. Shuman, CAI

(970) 716-2120
Scott@HallandHall.com

NAF Representative
Tommy Rowell, CAI, AARE

(229) 985-8388
trowell@rowellauctions.com

Presidential Appointee
Charlotte Pyle

(304) 592-6000 x 505
ccaachar@aol.com

National Auctioneers 
Foundation Board of 
Trustees 2013-2014

Offi cers

President
Sandy Alderfer, CAI, MPPA

(215) 393-3020
sandy@alderferauction.com

Vice President
Tommy Rowell, CAI, AARE

(229) 985-8388
trowell@rowellauctions.com

Chairman of the Board
Randy Ruhter

(402) 463-8565
randy@ruhterauction.com

Finance Chairman
William L. Sheridan, CAI, 

AARE, GPPA
(517) 676-9800

bill@sheridanauctionservice.com

Trustees

Terms expiring 2014
Sherman Hostetter Jr. CAI, 

AARE, CES, GPPA
(724) 847-1887

auction2@verizon.net
Marvin Henderson

(225) 686-2252

marvin@hendersonauctions.com

Homer Nicholson, CAI, 
AARE, CES

(580) 767-1236

nicholsonauction@cableone.net

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

john@johndixon.com
Lonn McCurdy, AARE

(316) 683-0612
lmccurdy@mccurdyauction.com

Randy Wells, CAI, AARE, 
BAS, CES, GPPA
(208) 699-7474

randy@rasnw.com

Terms expiring 2016
David W. Huisman, CAI

(209) 745-4390
huisman@huismanauction.com

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

mikejones@unitedcountry.com

NAA Board Representative

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

(423) 569-7922
jjdower@highland.net

NAF Staff

Executive Director
Hannes Combest, CAE

(913) 563-5423
hcombest@auctioneers.org

Foundation Administrator

Lois Zielinski
(913) 563-5428

lzielinski@auctioneers.org

NAA Auxiliary Board of 
Trustees 2013-2014

Offi cers

Chairwoman
Kim Ward

(423) 528-4043
kim@wardauction.net 

Vice Chairwoman
Traci Ayers-Dower

(423) 912-1122
tracidower@aol.com

Secretary
Annette McCurdy

(316) 683-0612
amccurdy@mccurdyauction.com

Immediate Past Chair
Cindy Soltis-Stroud, CAI, BAS

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

Past Chair
Lori Jones

(972) 395-0049
info@texasauctionacademy.com

Historian
Lucinda Terrel
(816) 873-0239

lrterrel@hotmail.com

Trustees
Hannes Combest, CAE

(913) 563-5423
hcombest@auctioneers.org

Debra Brock
(316) 641-0748

djbrock2@cox.net
Angela Johnson
(352) 490-9160

aqj3and1@gmail.com

Member at Large
Susan Hinson
(731) 267-5281

sjfhinson@gmail.com

NAA Education Institute 
Trustees 2013-2014

Offi cers

Chairman
David Whitley, CAI, CES

(970) 454-1010
david@whitleyauctions.com

Vice Chairman
William McLemore, CAI

(615) 517-7675
will@mclemoreauction.com

Trustees

Terms expiring 2014
Marc Geyer, CAI, AARE, 

BAS, CES
(602) 722-7028

geyerma@gmail.com
David Whitley, CAI, CES

(970) 454-1010
david@whitleyauctions.com

Terms expiring 2015
JillMarie Wiles, CAI, BAS

(503) 263-4747
JillMarie@JillMarieWiles.com

William McLemore, CAI
(615) 517-7675

will@mclemoreauction.com

Terms expiring 2016
Darron Meares, CAI, 

BAS, MPPA
(864) 444-5361

darron.meares@mearesauctions.com

Jason Winter, CAI, 
AARE, CES

(816) 884-5487
jasonbwinter@me.com

Terms expiring 2017
Robert S. Weiman

(314) 680-8598
rob@moundcityauctions.com

Peter Gehres
(614) 308-1435

petergehres@gmail.com

NAA Board Representative

NAA Vice President
Tom Saturley, CAI
(207) 775-4300

tsaturley@tranzon.com

Education Staff

Director of Education
Aaron Ensminger
(913) 563-5426

aensminger@auctioneers.org

Education Coordinator

Tara Truitt
(913) 563-5432

ttruitt@auctioneers.org

Education Program Specialist

Lois Zielinski
(913) 563-5428

lzielinski@auctioneers.org

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

8880 Ballentine St.
Overland Park, KS 66214-1900
Phone: (913) 541-8084  Fax: (913) 894-5281  
www.auctioneers.org

NAA advertising notice to readers
Auctioneer accepts advertisements from a variety of sources but makes no independent investigation or verifi cation of any claim or statement contained in the adver-
tisements. Inclusion of advertisements should not be interpreted as an endorsement by the National Auctioneers Association or Auctioneer of any product or service 
offered through the advertisement program. The NAA and Auctioneer encourage you to investigate companies before doing business with them. Furthermore, Auction-
eer is designed to provide information of general interest to Auctioneers. The reader’s use of any information in this publication is voluntary and within the control and 
discretion of the reader. Finally, the NAA does not mediate disagreements that may arise between buyers and advertisers



Auction ShowcASe
USA TODAY and the National Auctioneers Association offer a weekly advertising feature that  
allows you to reach your target audience on a National or Regional scale.

ReSeRve AD SpAce TODAY
1-800-397-0070  |  auctions@russelljohns.com

Sources: 2012 Mendelsohn Affluent Survey, adults 18 or older, HHI $100,000 or more; September 2012 ABc publisher’s Statement (print copies only)

RegionAl
nAtionAl

uSA toDAY is the go-to news source  
for real estate investors and online  
auction purchasers .

NAA MeMBeRS 

SAVe 30%

3.7MM have a HHI of $100,000+

1.2 MM have a net worth of $1 million+

20% are online auction purchasers

1.6MM own real estate in addition to  
primary residence

MiDweSt ciRculAtion
334,000

South 
ciRculAtion
402,000

eASt
ciRculAtion
426,000

weSt  
ciRculAtion
462,000

30% oFF  
NAA MeMBeRS

http://www.nafonlineauction.com
http://www.usatoday.com
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JoinUCAuctionServices.com | 800-444-5044

Join the Winning Team
• Over $500 million in auction sales in 2012
• Ranked #1 by the Land Report in their special report,  
 “America’s Top Auction Houses”
• Recipient of multiple NAA National Marketing Awards
• United Country is ranked #2 of all Real Estate    
 Franchises in the U.S. by Franchise Business Review   
 and listed as one of the top companies in the nation   
 for Franchisee Satisfaction Awards
• 21% of United Country’s total revenue is derived    
 from auctions

With unmatched support and a 
track record that speaks for itself, 
United Country Auction Services 
knows what it takes to reach the 

winner’s circle. Join us today.

http://joinucauctionservices.com
http://joinucauctionservices.com

