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

Thomas W. Saturley
CAI, NAA President

National Auctioneers 
Association President 
Thomas W. Saturley, 
CAI, joined NAA in 1991. 
He served two terms 
on the NAA Board of 
Directors as Presidential 
Appointee before 
being elected as Vice 
President in 2013. Prior 
to that, Saturley served 
one term as a Director 
beginning in 2002, and 
was awarded the NAA 
President’s Award of 
Distinction in 2003. 
Also, he served on the 
Board of Governors for 
the Auction Marketing 
Institute.
 
Saturley is President 
of both the NAA 
and Tranzon Auction 
Properties. He has an 
extensive background in 
law, real estate, auction 
marketing and business 
management. He makes 
his home in Portland, 
Maine, with his family.

I support the National Auctioneers Foundation 
because I aim to be an Auctioneer Helping 
Auctioneers!

As a second-generation auction professional, 
I learned a lot from my father. And since 
becoming a full time auction professional in 
1990, I have been fortunate to have dozens 
of mentors, friends and colleagues who have 
taught me how to succeed in this ever-changing 
profession.

They taught me through hundreds of informal 
conversations, and they taught me in more 
formal environments such as CAI, various 
summits in which I have participated, and 
through more than 25 conference and shows. 
Without these people, my auction journey may 
not have been possible. It certainly would have 
been much more difficult.

So, in their honor, I give to the National 
Auctioneer Foundation. And, this March, I will 
pledge 5 percent of the commissions from one of 
my auctions to be given to the Foundation. I do 
so because the Foundation helps me give back. 

Our Association is blessed with the work of the 
Foundation and its leadership. The Foundation’s 
mission – to provide scholarships to current 
and future members so they are able to obtain 
the same kind of formal training I received – is 
crucial to the continued success of our beloved 
industry and Association.

And, it will begin this year with scholarships 
made available for members who have never 
attended an NAA Conference and Show. What 
a great way for me to honor those who have 
helped me.

I now ask you to reflect on who has helped you 
in this business. Think about them, reach out 

to them, and thank them in person if possible. 
Honor their willingness to help you by paying 
it forward and helping someone else experience 
the same.

The details of this campaign can be found 
on page 22. The final amount raised will be 
announced on April 17 at the World Auto 
Auctioneer Championship in Las Vegas 
(incidentally, the day BEFORE National 
Auctioneers Day). 

At that event, two cars will be sold – one donated 
by Tim Adams from Alliance Auto Auction in 
Dallas, Texas, and one by NAA member Dean 
Gunter, of Mile High Car Company in Colorado 
Springs, Colorado. The proceeds from those 
sales will then be given to the Foundation. These 
gentlemen know the value of education in this 
industry, and every one of us salutes them for 
that recognition.

So please, follow Tim and Dean’s lead and the 
lead of those serving in leadership positions. 
Join me in paying it forward and let’s keep this 
industry strong. Commit your pledge to the 
Foundation today. 

Finally, read “The Logo: Branding’s front line” 
on page 10. The NAA logo can help you market 
your business. If you don’t have the NAA logo 
on your marketing materials, add it. As you 
read on the cover, you represent the logo, and it 
represents you. Strength through numbers will 
help us all be successful.

From my house to your house … let’s all 
make March the perfect lead-in to April and 
National Auctioneers Day! Thank you for your 
membership. Thank you for your contributions. 
And, thank you for your service to our industry. 

Help me pay it forward

www.auctioneers.org
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Sleek, sharp, and ready to push the NAA into the public 
Internet sphere more than ever before, the brand new 
auctioneers.org has launched!

While still loaded with an ever-growing set of members-
only resources, the new site, soft launched in January, is now 
built with search engine optimization in its framework – 

something the prior site didn’t have. Because of the upgrade, 
the new site will consistently rank higher in search engines 
such as Google and Bing. This increased exposure will help 
NAA continue to serve members in accomplishing the 
Association’s vision statement:

“National Auctioneers Association members will be the 

Ready … Set … SEO!
The NAA did a web home makeover, with SEO and mobile-
friendly capabilities ready to serve both the NAA member 
and general public.

Auctioneers.org has a 
much sharper look and 
feel after a complete 
design overhaul. The 
homepage (shown 
here) welcomes 
members and the 
general public alike, 
while members retain 
their own benefits 
space as well (see 
image on page 7).

www.auctioneers.org
auctioneers.org
Auctioneers.org
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The site is designed 
to be mobile friendly 
as well, meaning NAA 
news, information 
and tools are readily 
available at home, the 
office or, perhaps most 
importantly in some 
cases, in the field.

preferred auction professionals used in the marketplace.”

The increased exposure also means that NAA members 
will want to update their bio information with all current 
designations, experience and other relevant information. The 
designation information is especially important because the 
“Find an Auctioneer” function now includes search capability by 
designation.

The site is designed to be mobile friendly as well, meaning NAA 
news, information and tools are readily available at home, the 
office or, perhaps most importantly in some cases, in the field.

Auctioneers.org also continues to provide an auction calendar 
where members are able to post their upcoming sales, and all 
users can search for upcoming events by keywords, auction dates, 
geographically, company or category.

Redesigning and re-launching auctioneers.org was identified as a 
key priority by the NAA Board of Directors through the Pathways 
to 2020 multi-year business plan. The priority’s specifics can be 
found in the 2014 Annual Report Summary on the home page.

NAA members can check out the new auctioneers.org in its 
entirety by visiting the URL and logging in. If any log-in issue or 
other challenge exists, please contact techsupport@auctioneers.
org, or call 913-541-8084. v

www.auctioneers.org
http://1800thesign.com
Auctioneers.org
auctioneers.org
auctioneers.org
mailto:techsupport@auctioneers.org
mailto:techsupport@auctioneers.org
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FREDERICKSBURG, Va. – At its recent 57th Virginia 
Auctioneers Association (VAA) educational convention, held in 
Charlottesville, Va., the association selected Kelly D. Strauss to 
serve as President. 

In comments made to the VAA, Strauss thanked the VAA 
Officer team and members for their support and encouraged 
all Auctioneers in the state to participate in the VAA and the 
National Auctioneers Association.

A graduate of the Worldwide College of Auctioneering in Mason 
City, Iowa, Strauss has most recently represented the Virginia 
auction industry serving as the VAA President-Elect.

The VAA represents Auctioneers in the Commonwealth of 
Virginia and celebrated over five decades of service at this year’s 
conference.

Strauss elected VAA President

LEWISTON, Mont. – A record-breaking attendance and highest 
bid-calling championship participation in years were just a few 
highlights from the Montana Auctioneers Association (MAA) 
Convention held Jan. 30-31, at the Yogo Inn in Lewiston.

A Director from the National Auctioneers Association Board of 
Directors, Devin Ford, CAI, CES, was the featured speaker.  

This year’s state Bid Calling Championship Contest had the 
highest participation in years with 20 contestants in the Pro 
Division and eight contestants in the Rookie Division, all of 
whom competed in front of about 200 onlookers at the Lewistown 
fairgrounds.

NAA member Merton Musser, CAI, AARE, ATS, BAS, MPPA, 
took first place in the Professional Division of the Bid Calling 
Championships. Jacob Yoder was First Runner Up, with J.K. 
Kinsey finishing Second Runner up.  Jerry Collins earned 2015 
Rookie Bid Call Champion.

The state also held its annual election. Those results form the 
following current board: president – Brian Young; vice president 
– Kevin Hill; treasurer – Merton Musser; past president – Kyle 
Shobe; director – J.K. Kinsey; director – Nick Bennett; director – 
Jacob Yoder; director – Robert Toavs; director – Robert McDowell 
III, BAS; director – Ted Odle.

Montana sets convention 
attendance record

FARGO, N.D. – NAA member Dennis Biliske and the late Lester 
Van Beek were inducted into the North Dakota Auctioneers 
Association Hall of Fame as part of the NDAA annual state 
convention.

More than 60 people attended the convention event, which also 
saw a new bid-calling champion crowned and a new state board 
take shape. Attendees also took in a presentation from NAA 
Director Tim Mast, CAI, AARE.

Emerging from a field of 12 contestants, Cody Aasness won the 
2015 bid-calling title. Aasness finished ahead of Glynn Trautman 
II and Brent Ulmer. 

The results of the annual election form the following current 
board: president – John Kuchera; vice president – Troy Orr; 
secretary/treasurer – Ken Thomsen; director – Kelly Klein; 
director – Dennis Biliske; past president – Cliff Sanders.

Biliske, Van Beek enter N. Dakota 
Hall of Fame

ANKENY, Iowa – NAA member Carl Jackson, AARE, was 
enshrined into the Iowa Auctioneers Association Hall of Fame 
in an induction ceremony held during the Iowa Auctioneers 
Association state convention, Feb. 6-8.

More than 160 people were in attendance at the event, which saw 
a group of 29 competitors vie for the right to make the Top 20 and 
move on to the state bid-calling finals to be held at the Iowa State 
Fair in August. 

Jackson enshrined in Iowa

www.auctioneers.org
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BOISE, Idaho – The Idaho Association of Professional 
Auctioneers honored a new Hall of Fame member and awarded a 
scholarship during its state convention held Jan. 9-10 in Boise.

A group of 20 attendees saw Aiden Wheeler inducted into the 
Hall, and Kaelyn Tucker was named the 2015 recipient of the 
Dusty Benjamin Scholarship award. 

In addition to those honors, NAA member Tanner Beymer 

was crowned Idaho bid-calling champion, topping a field of 11 
contestants. Paul Adams, CAI, finished as reserve champion, with 
Patrick Serfried taking top rookie honors, and Rod Elson, CAI, 
GPPA, being named top Northwest Ringperson.

The state also held its annual election, with those results forming 
the following current board: president – Rod Elson; vice president 
– Roger Stockwell; director – Tanner Hernandez; director – Tate 
Heinzerling; director – Max Christensen, GPPA.

JACKSON, Miss. – The Mississippi Auctioneers Association 
gathered for its annual state convention on Jan. 30, 2015, marking 
the event with key talks, the state’s bid-calling championship, and 
officer elections.

Kevin Glidewell took the 2015 bid-calling title, topping a 
competitive group. Attendees also used the remaining time wisely 

as they took part in general round table discussions that shed light 
on pressing topics for those present and beyond.

The state election results form the following current board: 
president – William Head, ATS, BAS, GPPA; vice president – 
Kevin Glidewell; secretary – Courtney Weaver.

Elections held in Mississippi

The state also held its annual election, with the results forming the 
following current board: chairman – Chad Shepard; president – 

Jodi Sweeney-Egeland, CAI, BAS; president-elect – Martha Boyle; 
vice president – Chris Richard.

Beymer takes Idaho crown in Boise

Three join Wyoming 
Hall of Fame
CASPER, Wyo. – Three new members joined the Wyoming 
Auctioneers Association Hall of Fame during the state’s annual 
convention held Jan. 8-10 in Casper.

Rosie Weston, GPPA, Eva Brannian and Harold Musser, CAI, all 
were inducted into the state Hall, putting the latest feather into 
their stellar auction career caps.

Elsewhere, Justin Biesheuvel was crowned as Wyoming bid-
calling champion, with Rick Darcy and Kellen Lahaye finishing 
second and third, respectively.

NAA Education Institute Trustee Jason Winter, CAI, AARE, CES 
represented the national association, delivering a presentation to 
the group numbering nearly 40.

Also, the state held its annual election, with those results forming 
the following current board: president – William Weaver; 
president – elect – Justin Biesheuvel; secretary – Cristen Gay; 
treasurer – Shelley Musser; director – Rick Darcy; director – Tom 
Hupp; director – Mark Musser ; director – Jacob Gay; director – 
Brent Wears, CAI, AARE, ATS, CES; past president – Dan Gay.

www.auctioneers.org
http://worldwidecollegeofauctioneering.com


BRANDING

“We lean into brands we know and have experiences with, 
and it’s the logo that allows us to recognize the brand,” says 
Epsilon’s Janet Barker-Evans. The trick, of course, is that you 
have to use the logo so that the public learns to know it.
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BRANDING

The logo a company uses says way more than the 
words used in it. 

The graphics, colors, shapes, fonts and other intricacies that 
make a logo unique speak to the very nature of the person 
or organization behind the logo. This is just as true in the 
auction profession as it is in any industry.

“It’s as important for a brand to have a logo as it is for a 
person to have a face,” said Janet Barker-Evans, senior vice 
president and executive creative director for Epsilon, a 
company specializing in making connections between people 
and brands. “When faced with a choice of products, we lean 
into brands we know and have experiences with, and it’s the 
brand logo that allows us to recognize the brand.”

Branding’s front line
Consumers lean into brands they have experiences with. 
The logo allows them to recognize the brand.

By James Myers, contributor

THE LOGO:
BRANDING

www.auctioneers.org
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Barker-Evans said the logo itself is not what helps create an 
affinity for a brand or company – it’s the experiences people have 
with that organization and the things they’ve heard about them 
that are then associated with that logo.

“Human beings are visual,” she said. “When we see something we 
recognize, we can immediately feel an emotion that is tied to it.”

Florida-based Auctioneer Myers Jackson, CAI, AARE, ATS, 
CES was born into a unique name and realized early in his 
auctioneering career that his name was something he could 
capitalize on in his branding strategy. He appropriately chose to 
use his signature as his logo. He didn’t want a designer to choose 
a font or unique lettering to build his logo – he wanted to use his 
actual signature.

“It’s not only a business brand,” Jackson said, “it’s a personal 
brand … it’s immediately identifiable. Nobody has to wonder, 
‘what does this mean?’ They know who I am, and they know 
what I do immediately.”

Also a photographer, Jackson includes his logo on his photos, 
which helped to generate a lucrative business transaction when 
a client found his image online. In this instance, the client found 
Jackson through a Google image search while doing research on 
Auctioneers. They had no idea he existed until they found one of 
his images online. Had he not included his logo on that image, 
he might never have gotten that auction.

Jackson said before his company does any advertising, they look 
into logo placement – how it fits on photographs, blogs, and 
advertising material. Barker-Evans agrees that careful thought 
regarding the placement of logos is important.

“Nobody wants to be bombarded with your logo where it isn’t 
necessary,” she said. “But using it to reinforce your product 
or service in a way that is meaningful to your consumers is 
important.”

Another Auctioneer who realizes the importance of logos is 
NAA vice president Spanky Assiter, CAI, AARE. Assiter is 
also the lead Auctioneer for Barrett-Jackson, a company that 
strategically places its logo. 

He said the tactful use of a logo can’t be understated, regardless 
of whether you’re a small company settling into an appropriately 
themed logo, or if you’re Nike using the iconic swoosh.

As for the National Auctioneers Association logo’s meaning and 
power for members when they use it?

“I believe the NAA logo stands for honesty, integrity and 
character,” Assister said, adding that when branded with this 
logo, it “shows the public we are about integrity, education and 
striving to be the best we can in our profession.” v

NAA member Myers Jackson uses his signature for both 
his photography and auction business. Creating continuity 
increases brand awareness, which leads to comfort, which 
leads to business.

www.auctioneers.org
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It’s pretty obvious what this month’s issue 
of Auctioneer is all about — branding and 
the importance of logo usage.

As an NAA member, you are fully 
entitled to download and use the NAA 
logo throughout your business. Logos 
of all shapes and sizes are ready for 
download at auctioneers.org. Located 
in the PR Toolkit, you’ll find the size 
you need, whether for print or online.

Download and use the NAA logo. Be 
the brand!

BE THE BRAND! 
USE THE NAA LOGO!

www.auctioneers.org
http://portablesound.com
auctioneers.org
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The way we promote and/or market our business today, 
inside the auction industry and beyond, has a vastly 
different feel and look compared to the ancient history 

of five years ago, and speed is the culprit. Consumers, it is 
widely believed, are willing to give advertising about six 
seconds before they move on to the next link, post, story, etc. 

Six seconds.

While that’s enough to keep marketers and promoters up 
at night, the savvy ones in our midst are thankful to know 
that six seconds doesn’t apply across the board. If it did, 
there would be no place within our content marketing realm 
for such things as blogs, long-form thought leading, expert 
analysis, and the like.

Personally, the reader in me is also thankful for this. 
However, the consumer side of me also knows it enjoys 

sharp, 300-dpi images and six-second Vine videos as much 
as the next consumer. Consumers want quality, and they 
want it now. That rule applies whether you’re creating a print, 
radio or TV ad; engaging audiences through social media 
with witty banter; or even representing your brand the old-
fashioned way with a 30-second sales pitch and offering a 
(gasp!) human-to-human handshake.

Yes, when it comes to marketing and promotions these days, 
every single tip and tool has to have a purpose. And, every 
effort must be quality. The National Auctioneers Association 
understands these necessities and has offered “Promotion 
and Marketing Keys in Today’s Environment,” a white paper 
designed to explore methods now used in the marketing 
sphere – with content marketing getting the largest look.

We start with hand-to-hand prospecting because, yes, it still 
has, and always will have, a solid place in establishing the 
personal experience that marketers must create and connect 
to their brands. Then, because the promotions climate 
demands auction professionals reach outside their physical 
space in order to stay relevant, we will explore the concept of 
content marketing before diving in on how one should make 
sure their content marketing efforts are carried forth.

And finally, we take a look at how important quality imagery 
is and how a marketer can make sure their crafted message 
isn’t lost in a fuzzy mess. After all, you don’t want to lose a 
potential client due to immediate turn-off. 

Remember, consumers will give you about six seconds. 
You’ve got to make each one count.

Promotion and Marketing Keys  
in Today’s Environment

Presented by The National Auctioneers Association

Promotion and marketing 
keys in today’s environment
The newest white paper from NAA’s iSeries is available.

By Curtis Kitchen, editor

Visit www.auctioneers.org/
iSeries/download to get 
your copy of the paper.

www.auctioneers.org
www.auctioneers.org/iSeries/download
www.auctioneers.org/iSeries/download
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Kurt Bachman 
Attorney and licensed
Auctioneer from
LaGrange, Ind.
He can be reached at
(260) 463-4949 or
krbachman@
beersmallers.com.
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Kurt R. Bachman and 
Beers Mallers Backs & 
Salin LLP appreciate 
the opportunity to 
review and answer legal 
questions that will be of 
interest to Auctioneers. 
The answers to these 
questions are designed 
to provide information 
of general interest to 
the public and are not 
intended to offer legal 
advice about specific 
situations or problems. 
Kurt R. Bachman 
and Beers Mallers 
Backs & Salin LLP do 
not intend to create 
an attorney-client 
relationship by offering 
this information, and 
anyone’s review of the 
information shall not 
be deemed to create 
such a relationship. 
You should consult a 
lawyer if you have a 
legal matter requiring 
attention. Kurt R. 
Bachman and Beers 
Mallers Backs & Salin 
LLP also advise that any 
information you send 
to Auctioneer shall 
not be deemed secure 
or confidential. Please 
visit one of our offices 
to ensure complete 
confidentiality.

First, state and federal law generally require 
the court to have personal jurisdiction—
jurisdiction over the person—before it can 

enter a judgment against him or her. This concept 
generally means that a state may exercise its 
authority over a person through that state’s court 
system. If the person is not a resident in the state, 
then the law examines whether the person had 
“minimum contacts” with the state in order to be 
subject to that state’s jurisdiction. 

Minimum contacts may be made, for example, by 
visiting a state, soliciting business within a state, 
or contracting with persons within the state. If 
a person had sufficient contacts with the state, 
then he or she cannot successfully challenge the 
court’s jurisdiction. On the other hand, if a person 
does not have sufficient contacts with a state, then 
he or she generally would not be subject to its 
jurisdiction. However, an individual can agree to 
be subject to another state’s jurisdiction or waive 
the personal jurisdiction requirements. 

Second, the registration agreement is a necessary 
document for Auctioneers and can address many 
issues. Among the issues it can resolve is personal 
jurisdiction. It is not unusual for contracts (a 

registration agreement is a contract between 
the Auctioneer and the bidders) to contain a 
provision addressing personal jurisdiction. 
Auctioneers can include language in their 
registration agreements that all persons who sign 
the registration agreement agree to be subject 
to the personal jurisdiction of a particular state. 
It can state that bidders agree to be bound by 
the laws of the state and subject to the court’s 
jurisdiction. 

Third, a choice of venue provision should be 
included in the bidder registration agreement. 
This will allow the Auctioneer to elect a venue 
(usually a court in a specific county) in which 
all disputes concerning the bidder registration 
agreement shall be brought. This is an important 
provision because it can substantially reduce 
Auctioneers’ costs to bring suit against any 
persons (in-state or out of state) who fail to make 
payment. Unlike personal jurisdiction, a venue 
provision identifies the location and court where 
suit is proper. 

Fourth, Auctioneers can include an attorney’s fee 
clause that will allow them to request their legal 
fees and expenses as part of their damages. A 

How do I collect?
Question:    I have run into problems with some out-of-state bidders 
at my auctions who fail to pay for the goods purchased at the 
auction. Getting them to pay has been time consuming and costly. It 
has been explained to me that in order to collect from these people 
that I have to sue them in their state. What options do I have to 
collect from these people?

Answer: Collecting from out of state parties can sometimes be difficult. It appears 
that you have some bidders who think they have found a way to avoid paying for 
goods purchased at the auction. This should not occur often or with big ticket 
items. A few basics will help Auctioneers avoid or at least minimalize this issue.

beersmallers.com
www.auctioneers.org
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Aniya
age 5
Tennessee
pineoblastoma

Support  
the kids of St. Jude  
by participating in  

Auction for Hope.
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When Aniya was 3 years old, her mother, Angela, noticeda 
worrying change. Far from being her usual active and playful 
self, Aniya was lethargic and in pain.

“All she ever wanted to do was eat a little bit and go to sleep,” 
recalled Angela. “And she complained of headaches every day.”

Angela took her daughter to the local emergency room where 
a CT scan revealed a tumor in Aniya’s brain. The next day, 
they were transported to St. Jude, where we have the largest 
research-based pediatric brain tumor program in the country, 
and the world’s best survival rates for some of the most 
aggressive childhood cancers.

At St. Jude, doctors found Aniya suffered from a rare and 
dangerous brain tumor known as pineoblastoma. She underwent 
chemotherapy, radiation therapy and surgery to remove the 
tumor. And like all families at St. Jude, Aniya’s family never 
received a bill for treatment, travel, housing or food, because  
all a family should worry about is helping their child live.

“It really kept me at ease, knowing that I didn’t have to worry 
about having to pay for anything,” said Aniya’s mom. “It meant 
a lot to me to be able to focus on Aniya getting better.”

Now 5 years old, Aniya is cancer-free and back to being herself. 
“She’s been going to school, and she’s been mastering everything 
they have taught her,” said mom, Angela, with pride. “It just keeps 
a smile on my face every day to know that she feels better.”

15-VE-20101_NAA Feb POM Ad FY15.indd   1 2/5/15   3:56 PM

bidder who has breached the registration agreement may take a 
suit where he or she is liable for attorney fees more seriously.

Finally, after a judgment has been obtain by the Auctioneer, 
unless the bidder pays the judgment, the Auctioneer will need to 
domesticate that judgment in the state where the bidder resides. 
Domesticating a judgment means transferring the judgment from 
the court that entered the judgment to a court in the state where 
the bidder resides. 

When domesticating a judgment, the facts are not be re-litigated. 
Rather, the judgment will be transferred to the bidder’s state and 
the collection process can begin. The domestication and collection 
of a judgment on an out of state bidder will require an attorney 
licensed in the bidder’s state. However, an Auctioneer generally 
will not be required to travel to the bidder’s state to participate in 
the collection process and the actions of the attorney retained in 
the bidder’s state should be fairly minor. 

By adding specific provisions addressing these issues to the bidder 
registration agreement, Auctioneers can reduce their expenses 
and minimize interruptions. In most situations, the witnesses and 
documents will be located where the auction took place. So, it is 
appropriate to have the litigation there. 

On a practical note, Auctioneers should also think about their 
policies and how they handle goods sold at an auction. Can you 
collect payment when they take possession of the goods or before 
they leave the auction site? Addressing these issues now will avoid 
headaches and frustration later. v

On a practical note, Auctioneers 
should also think about their 
policies and how they handle 
goods sold at an auction.

www.auctioneers.org
http://stjude.org/naa
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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.
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When I graduated from college, Daddy 
sat down and gave me some advice for 
a successful life: 

“Every time something hurts you, causes you pain 
or loss, or sets you back, go look in the mirror. 
99.9 percent of the time, you’ll be looking at the 
person who’s responsible for it.” 

Daddy’s advice was right back then and holds true 
today. Almost every time something goes wrong 
or damages you in any way, it’s almost a given that 
you had the main hand in it. You did it to yourself 
or set yourself up for it happen. We’ve all been 
there many times. The key is to learn from your 
mistakes and not repeat them.

A mistake that a lot of Auctioneers make over 
and again is to take on sellers no one should have 
accepted – to do auctions no one should want – to 
run risks no one should incur – to lose money no 
one should give away.

Looking back

Years back, I was assisting a young Auctioneer 
who lived nearby and asked me to help him with a 
sale. The auction was conducted on a raw fall day, 
and an early overcast had turned into steady rain. 
Worse yet, the auction was outdoors and without 
any shelter. Not being dressed for a duck hunt, I 
was as miserable as the next person.

The Auctioneer was selling the contents of some 
old sheds scattered across the back of a woman’s 
rural property. The sheds hadn’t been opened 
for more than 20 years. The woman had no idea 
what was in them, and her goal was to see them 
emptied so she could take have them taken down 
and clean up that part of her property. 

This was not a treasure trove. It was more akin to 
a rat’s nest and even the stuff that could be sold 
wasn’t much. I’m talking yard-sale junk and less, 
with a decent piece occurring far less frequently 
than the new streams of rainwater finding their 
way down my back.

Shoestring budget

Everything about the auction was on a shoestring 
– a small one. Aside from the Auctioneer and 
me alternating calling the bids, and his wife 

doing both the clerking and cashiering under an 
umbrella, two helpers were halfheartedly digging 
stuff out of the sheds and sorting the “maybe 
sellable” from pure trash. This hadn’t been done 
before the auction because there was no money 
to pay anyone to do it and nowhere else to store 
anything. There was a large and mostly-empty 
barn nearby, but the woman wouldn’t let the 
Auctioneer use it.  

The seller was into everything that was being 
pulled from the sheds. You would have 
thought she was a busy bee presiding over the 
deaccessioning of a museum’s collection. The 
woman would instruct the helpers to take some of 
the better items to the barn (the one we couldn’t 
use), so they wouldn’t be sold. Meanwhile, she 
carefully watched what each of the next-to-
nothing pieces brought from the few bidders 
present. 

She was one of those delightful sellers who 
regularly complained to the Auctioneer about low 
selling prices. The prices didn’t surprise me a bit 
because junk is never going to bring more than 
what people will pay for junk – which, by the way, 
is never very much. I did learn that folks pay even 
less for junk when it’s wet junk.

As I painfully watched this young fellow clean this 
woman’s sheds out and pay her for the privilege of 
doing it, he leaned over and said, “This is so much 
fun, I’d do it for free.” 

The frightening part was he meant it. 

I replied, “Well, maybe you can make that deal 
next time, because free would be far better than 
this. Today, you’re paying for all of your fun.” 

And he was. 

The Auctioneer might not have known it, but it 
would have been clear to any thinking person 
that he was paying out of pocket to conduct 
this miserable event. This fact was underscored 
when he told me that he had paid for all of the 
advertising, the help (his wife and I worked for 
free – at least I did!), and even the toilet. I guess 
that explained why there was just one. Near the 
end, the seller reminded the Auctioneer that he 
would have to return the next day to clean up the 
site and repair any ruts that vehicles had left in her 

Mirror, mirror

www.auctioneers.org
www.jpking.com
www.jpking.com
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field, due to the rainy conditions. 

Did I mention he was getting a plum commission? Yep, a full 10 
percent. By my calculation, ten percent on junk works out to be 
… JUNK! But that’s on a dry day, and this wasn’t. 

This is an extreme example. But, there are many variations of this 
story to be found on the auction spectrum that runs the gamut 
of bad sellers, bad assets and bad circumstances, and always ends 
with bad results. The bottom line is that a lot of Auctioneers get 
themselves into messes like this. The question is why. Why would 
any Auctioneer want this debacle and the problems, frustrations, 
risk and certain loss that accompany sellers and events of this 
sort? Why would any Auctioneer abuse himself by working 
under such circumstances and conditions – and for nothing? 

Bad path 

The answer is because the Auctioneer wasn’t thinking, and 
that’s a path to certain trouble. This auction was flawed on 
every level: (a) difficult seller; (b) poor quality and quantity of 
goods; (c) bare-bones marketing; (d) inadequate facilities and 
staff; (e) miserable conditions; and (f) unworkable financial 

arrangements. It showed the Auctioneer did not understand 
sound business principles like estimating costs and applying a 
reasonable markup when quoting a seller a commission rate, 
or the concepts of profit and loss, or the need to actually make 
money when doing business in order to stay in business, or the 
need to protect one’s image and reputation. 

No Auctioneer should have accepted this seller, and no good 
came from this auction. The Auctioneer lost money and did 
nothing to improve his image and reputation in the area where 
he worked. He could not have come away from this mud hole 
thinking more of his abilities, and neither did anyone else. 

Smart Auctioneers are in business to do good business and make 
good money from it. If they cannot do that, they are not going to 
be in business long. 

Every prospective seller is not a good candidate for auction. 
Many are not. Probably most are not. Auctioneers need to 
exercise close scrutiny to select good sellers, lest they end up 
stuck with bad ones like this fellow. If that happens, they will 
have done it to themselves … just like Daddy said. v

www.auctioneers.org
http://ermunro.com
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Carl Carter, APR, 
is in his 20th year 
of providing public 
relations and 
communications 
services to auction 
professionals. He 
is president of 
NewMediaRules 
Communications and 
blogs regularly at 
newmediarules.net.

By Carl Carter, APR

Find an ‘it’ and make it 
your own

About a week before Christmas, I spent the 
afternoon in a board meeting with my 
friend Mitch, a superb public relations 

professional who challenged the entire board with 
this statement: “Whatever you do this next year, 
make it your own.” 

A few days later, Mitch died of a sudden heart 
attack at the age of 47. But, on his way out, he left 
us with a treasure I want to pass on. 

Make it your own. 

That’s great advice as we move into the spring, 
when many auction companies are shaking off 
the usual winter slowdown and making decisions 
about how they’re going to make a living in the 
coming year. Do we go after the same markets? 
Should we re-brand the company? Do we focus 

locally or nationally? Do we ditch print advertising 
and go all-digital? Should we focus on live or 
online auctions? 

If there are any across-the-board answers to those 
questions, I don’t know what they are. I know 
Auctioneers who do very well in almost every 
conceivable corner of the market. 

Some focus on big real estate properties. Others 
on smaller deals close to home. Others find 
success selling machinery, cars, livestock or art. 
Some do live auctions exclusively. Others have 
gone 100-percent online. Some have stunning 
responsive web sites and brochures but never 
break out of the pack. Others muddle along with 
old, outdated web sites and materials but hit one 
home run after another. 

www.auctioneers.org
newmediarules.net
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But, if the winners have one thing in common, it is that they 
believe passionately in what they’re doing. Sometimes they can 
be downright stubborn about it. However they came to their 
current market position and way of doing things, they made it 
their own. 

So how can we/you do the same?

Know what “it” is. You can’t make something your own if you 
haven’t defined it. Here’s an exercise I find helpful: Look at the 
big picture of where your business comes from and how it comes 
to you. How do you conduct auctions? What do you sell? Try to 
explain that in a short sentence. That’s your business. It’s who you 
are. Make it your own. 

Commit fully to your marketing strategy. We talk market 
trends, best practices and what seems to be the best marketing 
strategy. Whatever yours is, you have to trust it – and yourself. 
You’ll do better with out-of-date tactics than you will with a 
half-hearted, tentative, “current” approach.

There are a lot of auction professionals making a living with 
photocopied flyers and signs pointing to their live auctions. 
Others do really well with the latest technology, following 
current trends. However you go about it, make it your own.

Believe in your personal brand. Mitch knew himself and 
never flinched from his image as a charismatic, dapper fellow 
with great hair, a penchant for bright bow ties, and a love of the 
limelight. It worked for him. 

That style wouldn’t work for someone like me – an older, 
paunchy, slow-talking bald guy with a southern accent. 
Whether you’re a “Colonel” with a perfectly trimmed goatee, a 
benefit specialist in formal attire, or a country boy in blue jeans, 
your best bet is to be yourself. To be sure, it’s always good to 
smooth off the rough edges, but you can do that without losing 
your own identity. Decide what you want to project personally 
or as a company and make it your own. 

Chart your own course. There’s nothing at all wrong with 
getting ideas from what others do. I do it all the time – reading, 
listening, going to conferences and quizzing others. I get a lot of 
good ideas that way. 

However, be careful not to copy a colleague or competitor just 

because he or she is having more success than you seem to be. 
For one thing, it’s bad form if you’re obvious about it. But, more 
than that, I find that my best ideas come when I unplug and let 
my mind wander. 

I’ve been known to leave the office and spend a couple of hours 
hiking through some woods along a creek near my home – well 
out of cell phone range – thinking about nothing in particular. 
That’s my way. You’ll know what works for you. And if you 
borrow an idea here and there, that’s okay too. Just make it your 
own. v

         Fellowship of Christian 
        Auctioneers International
 
    Join US In Serving Christ!

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

in State & National Conventions.

— Supports Israel!  —

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

www.facebook.com/Christianauctioneers

FCAI has these items available:
 Pins:  $3 each, 2 for $5
 Caps: $15.00
 Mugs: $12.50
 T-Shirts:  S-Xl $12.50, 2XL $14.50

For Prayer requests or more information, contact:
Joseph Joyner @ 757-478-9630 

or auctionsbyjoe@cox.net
Alvin Kaddatz @ 254-582-3000 

or akaddatz@yahoo.com

May God Bless You & Keep You
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N E W S

For the entire month of March, the National 
Auctioneers Foundation is engaging auction 
professionals in a fundraising campaign to 

support the Foundation’s mission to provide education 
to future generations of Auctioneers in order to build 
and grow professional auction businesses.

The call is for auction professionals to participate in 
the cause by choosing one auction their company is 
conducting in March and donating 5 percent of their 
gross commission from that sale to the Foundation for 
the support of education of Auctioneers in the industry. 
Auction professionals can also support the fundraising 
effort through a simple donation.

The innovative fundraiser is a new way for the 
Foundation to spotlight Auctioneers and demonstrate 
the value proposition offered by professional 
Auctioneers. 

That spotlight will be on a big stage in April, as the 
total amount raised will be presented in Las Vegas, 
Friday, April 17, during the 2015 World Automobile 
Auctioneers Championship – a partnership developed 
via NAA Past President Paul C. Behr, CAI, BAS.

Part of that total amount will be achieved on site, as two 
individuals – Dean Gunter, Owner of Mile High Car 
Co., in Colorado Springs, Colorado; and Tim Adams, 
CEO of Alliance Auto Auction, in Dallas, Texas – will 
donate two cars, valued at $5,000 each, to be auctioned.

“The National Auctioneers 
Foundation is an important 
organization that shares my 
commitment to the auction 
industry and is a valuable advocate 
for auctioneers everywhere,” 
Gunter said. “When Paul C. Behr 
spoke to me about this opportunity, 
I was excited to get involved.”

Behr’s pitch hit a perfect note for 
Gunter.

“Paul is someone I trust and 
respect. When he called me, I 

could tell this was a cause he truly believed in,” Gunter 
said. “The more he explained the need and the means 
to reach the need, the more his passion for this cause 

began to become my passion as well. 

“I was moved by his excitement and this tremendous 
opportunity to support a great organization.” 

Events and campaigns such as these are critical, 
according to Gunter.

“While we are focusing on our individual auctions, the 
NAA and the Foundation are supporting the auction 
profession on a much bigger scale. The protection and 
education they provide in order to ensure the long-term 
success of our industry is crucial.”

For Adams, his donation is about supporting those who 
support him.

“One of my favorite things about being in this business 
is the people. The Auctioneers and Ringmen are a fun 
group to work with!” Adams said. “Our Auctioneers 
give a lot to us each week, and I felt like this was a great 
opportunity to give something back.”

That desire to give back blends into Adams’ feel for 
auction in general.

“[The Foundation’s] impact is essential to help fund 
continued education and leadership development in 
the auction industry. Alliance is proud to kick off the 
fundraiser for the Foundation, and I am looking forward 
to being part of raising more support at the WAAC. “ 

Gunter agreed with how important the Foundation’s 
and NAA’s roles are within the industry.

“The work the NAA and the Foundation are doing is 
vital to the future of our industry through protecting, 
guiding, and educating our members,” Gunter said. 
“I have certainly benefited from the NAA and the 
Foundation and I know many other Auctioneers have as 
well, whether they are aware of it or not. 

“For the good of Auctioneers everywhere, I think 
it’s critical to support the NAA and the National 
Auctioneers Foundation.”

Join Dean and Tim. Help support auction’s future! Email 
Lois Zielinski (lzielinski@auctioneers.org), or call 913-
563-5427 to take part in the Foundation’s campaign.

Car donations to help drive 
Foundation fundraiser

Gunter

Adams

NAA members, you’re invited 
to the 2015 World Automobile 
Auctioneers Championship!

 — Friday, April 17, 2015  —

Manheim Nevada Auto Auction

Host Hotel: The Palms Hotel & 
Resort Las Vegas (Call 866-942-7770 

and ask for the WAAC room rate)

More information: 
www.autochampionship.com 

www.auctioneers.org
mailto:lzielinski@auctioneers.org
www.autochampionship.com


ATS
David Bell • Michael Gerlach, CAI • Jim Grant • Marie Jarvis • 
Pat Rasmus • Bill Summs • Grover Wilson • Kathy Woodcock

BAS
Joaquin Crame • Terry Metcalf • Carlette Metcalf • Anoush Nouri 

CES
Robert Anderson, CAI • Kip Blanchard • Laurie Bostwick • Roland Draper • 
Carrie Hessney • Joe Hessney • Randall Kirkes • Ken Main • David McGuire

• Stephanie Messier • Dale Schaetzke, CAI, AARE • Larry Warfel 

GPPA
David Drake • Elizabeth Drake, ATS • Jeanette Dunn • Joni May Hubbard • 

Lori Lemons-Campbell • Ruth Lind • TJ Sullivan • Steve Vaughn

MASTER PERSONAL PROPERTY APPRAISER Uniform Standards of Professional Appraisal Practice

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

CONGRATULATIONS!
NAA Designations earned: 

January 2015

Car donations to help drive 
Foundation fundraiser
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[Day,	  2015]	  

For	  Immediate	  Release	  

Contact:	  [Name]	  

[Organization]	  
[Phone	  Number]	  

[Email	  Address]	  

Auction Professionals	  “Sold”	  on	  National	  Aucti
oneers	  Day	  

[City,	   State]	   [Day,	   Date,	   Ye
ar]	   –	   The	   third	   Saturday	   in	   A

pril	   marks	   a	   special	   day	   in	   the	   l
ives	   of	   auction 

professionals	  —	  "National	  Auctioneers	  Day
."	  This	   special	  day	   is	   recog

nized	  by	  auction professionals	   as	  a	  

day	  to	  reflect	  back	  on	  one	  o
f	  history’s	  oldest	  profession

s	  and	  celebrate	  the	  industry
’s	  future.	  

The	  last	  bastion	  of	  the	  com
petitive	  free	  enterprise	  syst

em,	  the auction method of marketing	  and	  the	  age-old	   

profession	  of	  auctioneering
	  continues	  to	  grow	  every	  ye

ar.	  The most recent research indicated that	  about	  a	   

quarter-trillion	  dollars	  in	  go
ods	  and	  services	  are	  sold	  by	  auction professionals every	  year	  in	  the	  United	  St

ates.	  

Online	   or	   on	   the	   lawn,	   au
ctions	   continue	   to	   grow	   in

	   popularity	  with	   consumers.	   Bidders	   enjoy	   the	   thri
ll	   of	  

competition	  and	  the	  rush	  that	  c
omes	  with	  the	  chase	  for	  treasu

res.	  Auctions	  are	  the	  most	  fair, transparent	  and	   

efficient	  means	  of	  selling	  assets	  at true market value.	  Most	  importantly,	  consumers understand this and	   

regularly	  come	  back	  to	  auctions	  because	  
they	  are	  fun	  and	  entertaini

ng.	  

The	  National	  Auctioneers	  A
ssociation	  and	  its	  members	  encourage	  the	  public	  t

o	  enjoy	  Saturday,	  April	  18,	  

by	  attending	  an	  auction.	  To
	  learn	  more	  about	  auctions	  or	  to	  fin

d	  an	  auction	  or	  auctioneer	  n
ear	  you,	  visit	  

auctioneers.org.	  

-30-	  

About	  the	  National	  Auction
eers	  Association	  

The	  National	  Auctioneers	  A
ssociation	  represents	  thous

ands	  of	  auctioneers	  from	  the	  U.S.	  and	  across	  the	  

world.	  The	  NAA exists to	  provide critical resources to auction professionals that will enhance their skills 

and successes.	  NAA's vision is that its members will be the preferred auction professionals used in the 

marketplace. The Association's	  headquarters	  are	  in	  Over
land	  Park,	  Kan.,	  and	  it	  was	  founded	  in	  194

9.	   To	  

learn	  more	  about	  auctions	  or	  to	  fin
d	  an	  auction	  or	  Auctioneer,

	  please	  visit	  auctioneers.org.	  

Download, edit and distribute 
your release!



NATIONAL	  AUCTIONEERS	  DAYPROCLAMATION	  
National	  Auctioneers	  Day	  April	  18,	  2015	  

A	  PROCLAMATION	  

WHEREAS,	  auctioneering	  is	  one	  of	  history’s	  oldest	  professions,	  
WHEREAS,	  auctions	  are	  the	  last	  bastion	  of	  the	  competitive	  free	  enterprise	  system;	  WHEREAS,	  auctions	  continue	  to	  be	  the	  most	  fair, transparent and effective	  means	  of	  establishing	  fair	  market	  value.	  No	  

more.	  No	  less;	  

WHEREAS,	  auctioneers	  create	  a	  competitive	  marketplace	  and	  connect	  buyers	  with	  sellers	  wishing	  to	  sell	  their	  assets	  for	  

the	  highest	  dollar	  value;	  

WHEREAS,	  the	  National	  Auctioneers	  Association	  and	  its	  members	  strive	  to	  advance	  the	  auction	  method	  of	  marketing	  

and	  uphold	  the	  highest	  standards	  of	  professionalism	  in	  serving	  the	  American	  public;	  WHEREAS,	  auctioneers	  are	  proud	  business	  owners	  who	  support	  their	  communities;	  WHEREAS,	  a	  National	  Auctioneers	  Day	  has	  been	  observed	  for	  more	  than	  20	  years	  by	  state	  and	  local	  governments	  and	  

private	  organizations;	  

WHEREAS,	  the	  designation	  of	  National	  Auctioneers	  Day	  by	  the	  [City	  or	  state]	  will	  heighten	  the	  awareness	  of	  the	  public	  

of	  the	  contributions	  made	  by	  auctions	  and	  auctioneers	  to	  the	  history	  of	  our	  Nation	  and	  its	  economy;	  NOW,	  THEREFORE,	  I,	  [Official’s	  name	  and	  title]	  do	  hereby	  proclaim	  Saturday,	  April	  18,	  2015,	  as	  “National	  Auctioneers	  

Day”	  and	  call	  upon	  the	  community	  and	  partner	  organizations	  to	  celebrate	  with	  appropriate	  ceremonies	  to	  acknowledge	  

these	  efforts.	  

Date:	  

Signature:	  

 Get your release at 
auctioneers.org.

auctioneers.org
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STATES 
REQUIRING 
LICENSING*

While states may increasingly be shying away from 
Auctioneer licensing laws, auction professionals, as 
well as buyers and sellers, face pros and cons on both 

sides of the licensing issue.

“I see a trend of deregulating, where a lot of states are doing away 
with licensing,” says Melissa Davis, President of Reppert Auction 
School in Indianapolis, Indiana. “There can be concern about 
adding that license because there is a trend toward making it 
easier, not more difficult, for people to work.” 

Licensing laws widely vary throughout the country, and as Davis 
has noticed, unlicensed states tend to fall west of the Mississippi 
River, and more licensed states are typically found east of the 
Mississippi.

In Indiana, Auctioneers must hold a license by law. Overall, 
many active Auctioneers view the licensing law as positive for 

the industry, mostly because it holds Auctioneers accountable, 
Davis says.

“If an Auctioneer breaks the law or does not handle consumers 
correctly – they break a seller’s personal property, for instance – 
that Auctioneer is accountable to an attorney general and board 
of commission,” Davis says. 

In addition, licensed Indiana Auctioneers must report their 
revenue to the state for sales tax purposes.

“The licensing law keeps us honest,” Davis says.

She adds that part-time Auctioneers in Indiana can view the 
licensing law as an unnecessary burden.

Indiana’s auctioneering license is a four-year license, and 
licensing requirements include continuing education and a $70 

The auction license debate
Is there a right or wrong answer to how states view the 
license question?
By Nancy Hull Rigdon, contributor

www.auctioneers.org
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fee. License requirements vary from 
state to state, with some licensing states 
requiring an apprenticeship. The length 
of time a license is valid also varies. 

An interesting aspect to the licensing 
issue, Davis says, is that Reppert students 
from non-licensed states often attend 
the school so they can obtain an Indiana 
auctioneering license.

“They view it like a designation. They 
want to build that credibility with their 
customers,” she says.

Colorado is an unlicensed state, and the 
state’s auction leaders hope it stays that 
way, according to O.J. Pratt, President of 
the Colorado Auctioneers Association. 
Pratt facilitated a discussion on the 
topic about 18 months ago during the 
association’s annual convention.

“Overwhelmingly, our membership did 
not want to pursue creating a license,” 
Pratt says. “The main opinion from the 
conversation was, ‘We don’t need another 
state regulatory agency to deal with.’”

Colorado cities and counties do have 
various ordinances that Auctioneers must 
abide by, and Pratt says Auctioneers are 
accustomed to checking with the local 
rules.

He said that some of the arguments in 
favor of state licensing don’t always hold 
true in practice.

“Those hit-and-run auction people would 
still come in if we had a license law, and 
no one could ever catch them,” Pratt says.

In recent years, conversations 
surrounding licensing online Auctioneers 
have grown nationwide. Pratt says he’s 
of the opinion that licensing laws, or the 
lack of licensing laws, should view online 
and traditional auctions the same.

“If there is a licensing law, everyone that 
does work, no matter how you set the 
price, should have a license,” he says. 

“Whether it’s an estate sale on a property 
or an online-only auction, you’re still 
taking others’ possessions and selling 
them on their behalf. If one is licensed, 
the other should be licensed too.”

Which state’s rules should apply to online 
auctions can be a gray area.

“If I am in Colorado and am selling 
personal property in New Mexico, do you 
license where I am or where the items 
are? That’s a tough question,” Pratt says.

Joseph Hessney, President of the New 
York Auctioneers Association, agrees 
with Pratt.

“In a licensed state, an online Auctioneer 
should have to follow the rules just like 
any other Auctioneer,” he says.

New York has a hybrid licensing 
system. While there isn’t a blanket state 
law, multiple cities and counties have 
Auctioneer requirements, and some types 
of auctions require a license. Hessney says 
several years ago, there was a legislative 
push for a state licensing law, although 
the licensing talk has since quieted. 

“There was an effort to protect 
Auctioneers and the public from the fly-
by-the-night Auctioneer,” Hessney says.

However, he says the checks and balances 
that already exist offer protection. 
For instance, he points to the NYAA’s 
grievances process as well as the National 
Auctioneers Association’s code of ethics.

“We feel that between the NYAA and 
the NAA, there are already two really 
strong organizations looking over the 
Auctioneers,” he says.

For several years, the NAA published its 
License Law Summary every two years. 
Moving forward, it will be published 
annually, with the next edition due out in 
October 2015.v
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State
Auctioneer
License
Laws

Editor’s Note: The following update provides an 
overview of state laws that regulate auctions and 
Auctioneers. National Auctioneers Association staff 
members and the National Auctioneer License Law 
Officials Association (NALLOA) worked to compile 
this information. The NAA made every attempt to 
ensure this list was complete and timely as of August 
2013. NAA members should be aware that states 
change their laws periodically. Therefore, readers 
should consult their state, county and municipal 
offices for the most current and complete requirements 
and fees for any and all types of auctions. Additionally, 
many states require Auctioneers to have a license to 
sell real estate; these requirements can be obtained 
from the state’s real estate licensing body.

Alabama
License Required: Yes
Minimum Age: 18 for apprenticeship 
program; 19 for auction license
School/Apprenticeship Required: 
Yes. Education is required for one-
year apprenticeship but not required 
if the apprentice serves a two-year 
apprenticeship.
Bonding/Insurance Required: $10,000 
Licensure Period: Annually, expires 

September 30
Continuing Education Required: Yes, 
six hours on odd years. Licensees 65+ 
years are exempt.
Fees: Exam ($100) and License ($150)
Reciprocity: AR, FL, GA,  IL, IN, KY, 
LA, MS, NC, OH, PA, SC, TN, TX, VA, 
WV
State Association:  
www.alauctioneers.org

State Real Estate Contact:  
www.arec.alabama.gov
State Agency Contact:
Alabama State Board of Auctioneers
2777 Zelda Rd.
Montgomery, AL 36106
(334) 420-7235
www.auctioneer.state.al.us

Alaska
License Required: Municipalities may 
require permits, check for requirements. 
State Real Estate Contact:  
www.commerce.alaska.gov

State Agency Contact:
Alaska Division of Corporations, Busi-
ness and Professional Licensing
333 Willoughby Avenue, 9th Floor

Juneau, AK 99801-1770
 (907) 465-2550
www.dced.state.ak.us/occ

Arizona
License Required: Municipalities may 
require permit, check for requirements.
State Association:  
www.azauctioneers.org

State Real Estate Contact:  
www.re.state.az.us
State Agency Contact:
Arizona Department of Revenue

1600 W. Monroe 
Phoenix, AZ 85007-2650 
(602) 255-2060
www.azdor.gov

Arkansas
License Required: Yes
Minimum Age: 18 
School/Apprenticeship Required: No
Bonding/Insurance Required: $200 to 
Recovery Fund
Licensure Period: Annually, expires 
June 30
Continuing Education Required: Yes, 

six hours annually.
Fees: Exam ($100), Background Check 
($22) and License ($100)
Reciprocity: AL, FL, GA, IL, IN, KY, LA, 
MS, NC, OH, TN, TX, WI
State Association: 
www.arkansasauctioneers.org

State Real Estate Contact: 
www.arec.arkansas.gov
State Agency Contact:
Arkansas Auctioneers Licensing Board
101 East Capitol, Suite 112B
Little Rock, AR 72201
(501) 682-1156
www.aralb.com
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*Information courtesy 
of the NAA 2013 State 
License Laws. Members 
can download the entire 
summary and check their 
own state’s information 
at auctioneers.org/state-
license-laws.
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$1.35     BILLION

Reported sales* in 2014 by NAA mem-
bers with an Accredited Auctioneer of 
Real Estate (AARE) designation:

*Results per a survey conducted by the NAA that had an 18.79-percent response rate. Those who responded 
reported a total of 2,417 sales conducted in 2014. Earn your designation. Start by calling 913-541-8084.
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As an auction professional, 
everything you do – from 
your signage and social 

media posts, to your stage presence, 
to how your business handles buyers 
at checkout – says something about 
you, your brand and the auction 
profession. 

Taking stock in how you conduct 
your business can help you answer 
the question: Are you promoting the 

auction industry or promoting against it?

For most Auctioneers, the road to success is a growth process 
– making mistakes and learning from them; seeing what others 
have done right, what they’ve done wrong and processing the 
information for the good of your business and the industry. 

Two Auctioneers have offered their viewpoints on a couple of 
best practices. One focuses on the human touch and empathizing 
with buyers; the other on working extremely close with clients to 

bring a heightened level of success to the auction process.

Tim Keller, ATS, CES, was raised in an auction family, but that 
doesn’t necessarily mean the ability to immediately distinguish 
best practices is in his DNA. He’s been a licensed Auctioneer 
for nearly 30 years and, over that time, has picked up a number 
of techniques for improving the way he works. He relays those 
lessons to students in his classes about building experience. 

One way to approach how you can do a better job is determine 
who, or more appropriately, what your competition is, Keller 
said. He doesn’t believe an Auctioneer’s competition is other 
Auctioneers. Instead, the competition is battling against previous 
experiences people have at auctions they attended. Consumers 
see a poorly operated auction – Auctioneers collecting money 
in a shoebox, for example – and they’re going to have a less than 
stellar view of the industry. 

Buyers expect to see more technology in use, just like in any 
other industry, Keller said. Some Auctioneers are slow to 
change, but Keller believes they must understand that the 
professionalism of the Auctioneer is being measured against 

By James Myers, contributor

You are being watched
Everything you say and do speaks for, or against, your 
brand and the auction industry.

 Tim Keller (far left) and his Keller Auctioneers staff have worked to in-
crease positive interaction with buyers through the S.E.C.R.E.T. system – 
smile, empathize, care, react, eyes (eye contact), and thanks.

Keller

www.auctioneers.org
www.auctioneers.org
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commercial experiences customers have in other industries.

Not an “us vs. them”

Aside from improving technology, Keller said progress also 
involves attitude and positive, meaningful customer interaction.

“Some Auctioneers have a negative view of the buyer, like it’s us 
against them,” he said. “We’ve worked to reposition ourselves. 
When our buyers come to preview or pickup items, we try to 
make it fun.”

Interaction with the customer is the key component, Keller said, 
adding that everyone has their own set of issues they’re dealing 
with that deserves some empathy.

“We have buyers who come early and stay late just to interact and 
talk,” he said. “When they stay and share personal struggles with 
you, that means you’ve created a place for them to connect – it’s 
not just a transaction.”

To stay on this focus, Keller and team at Keller Auctioneers, in 
Lancaster, Pennsylvania, adhere to an acronym: S.E.C.R.E.T. – 
smile, empathize, care, react, eyes (make eye contact), thanks. 
Beyond Keller feeling a personal responsibility to make a 
human connection with buyers, the fact of the matter is that 
buyers sometimes become sellers, and when they have a positive 
interaction, they’ll know which auction company to ask for when 
it comes time to sell.

Understand the cause

In the benefit auction arena, the fun atmosphere is a must. 
However, Mark Schroeder, CAI, BAS, CES, has learned that in 
order to be successful with Auction Brio, LLC, in San Antonio, 
Texas, and represent his industry positively, he’s got to be deeply 
involved with his clients’ mission. Working with clients a year 
in advance is not unusual for his team as they attend as many 
organizational meetings with clients as they possibly can.

“If you work with the organization,” he said, “you can hit a grand 
slam.”

With benefit auctions focused on a specific mission, Schroeder 
said it’s important to fully understand the cause because you’re 
better able to make the audience comprehend that there truly 
is need. He worked an event last November for actress Eva 
Longoria that exemplifies how this attention to detail pays off. 

Longoria, who puts on an annual event to raise money for the 
mentally handicapped, wanted to see more success in the fund-a-
need segments of the auction. Schroeder worked with Longoria 
and her staff on some ideas, one of which made the actress 
more visible throughout the event. That idea ended up making 
Longoria’s organization more money in 20 minutes than all other 
previous fund-a-need attempts put together.

“When you give somebody a reason to give, they get it,” 
Schroeder said of embracing Longoria’s passion for her event.

Achieving those kinds of results can only happen when buyers, 
sellers and donors believe in the product they see in front 
of them, which goes back to root question: Are you doing 
everything you can to promote yourself and the industry in a 
positive light, or is what you’re doing telling people to go another 
direction? v

www.auctioneers.org
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Promotion and brand 
consistency matter
Your auction promotion can be your best company 
promotion.

By Ryan George

In my seminars and 
consulting sessions, I’ve 
regularly betrayed my 
graphic design industry 
by declaring that it’s 
more important to have 
consistent branding than 
creative advertising.

And, I’ve shot my personal 
livelihood in the foot by candidly 
admitting that in auction marketing, 
you’re better off paying for high-end 
photography than for premium page layout. So, 
you might think it’s ironic or incongruent that I also teach the 
various reasons that quality design matters in asset marketing.

Consistency and quality aren’t mutually exclusive, though.

Granted, consistent quality does cost more, but its return on 
investment has a much higher potential than inconsistent 
creativity or consistent mediocrity do.

Don’t take that from me. Take it from one of the most successful 
auction marketers in the county, a vice president of an auction 
company that regularly posts sales above $100 million per year. 
We were talking about his company’s direct mail strategy, and 
he hit me with one of the most important pair of sentences I’ve 
heard during my 15-year career.

“Ryan, we don’t make the fancy brochure to sell this auction,” he 
said. “We do it for the next one.”

He unpacked that a bit for me, and it has stuck with me ever 
since. The big idea was that an asset – with exposure to the right 
audience – will sell itself. But, potential sellers are looking at this 
campaign, and the campaigns of your competitors, to determine 
how they want their asset and auction to be marketed.

In other words, your auction promotion can be your best 
company promotion.

This concept was substantiated by 
a conversation with an Auctioneer 
from a much smaller auction 
company. He said that prospective 
sellers actually brought his old 
direct mails pieces to him and 
asked if their farm auction could 

be advertised like those shown in 
his past brochures.

See, if you have an amazing company 
video, but your ads are unreadable, sellers 

know your priorities are skewed. If you have die-
cut metal business cards, but your property information 

packets look disheveled, that sends a message, too. And, if you 
have a shiny, expensive pocket folder, but your brochures look 
like they were designed at a local copy center, sellers know that 
you take promoting yourself more seriously than promoting 
their assets.

Polling sellers will tell you how they found you and why they 
chose you. Spend your company promotion dollars wherever 
those answers lead. I wouldn’t be surprised that, in many cases, if 
not most, sellers will point to your auction marketing or auction 
event as their introduction to your brand and their eventual trust 
in that brand.

If that’s the case, spend a significant portion of your annual 
company promotion budget infusing value-added elements to 
your auction campaigns. Even if that’s not the case, I’d still spend 
the money on quality auction promotion because you don’t know 
what sellers you don’t have because of unfavorable impressions.

Before your next sales presentation, ask yourself if your auction 
advertising samples are on the same level as your company 
collateral. If not, know that other Auctioneers – maybe even your 
competitors – can say, “yes, mine are.” 

And, they’re probably pretty grateful that you have a disparity 
that shows sellers where your priorities are.
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HALL
2015  FAME
n o m i n a t i o n  f o r m

Name of Nominee: _________________________________________________________________________________

Residence Address: ________________________________________________________________________________

City: ____________________________________________  State: ________ Zip Code: ________________________

Phone Number: ____________________________________________________________________________________

State Association of Nominee: ______________________________________________________________________

BUSINESS INFORMATION

Name of Firm: _____________________________________________________________________________________

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

Business Address: _________________________________________________________________________________

City: ____________________________________________  State: ________ Zip Code: ________________________

Phone Number: ____________________________________________________________________________________

PERSONAL AND FAMILY INFORMATION

Spouse's Name: ___________________________________________________________________________________

Does spouse participate in the auction profession?     Yes  No

 If yes, explain how: ______________________________________________________________________________

Children:

Name: ____________________________________________________________________ Age: ___________________

Name: ____________________________________________________________________ Age: ___________________

Name: ____________________________________________________________________ Age: ___________________

Name: ____________________________________________________________________ Age: ___________________

Does spouse participate in the NAA Auxiliary?     Yes  No

Does spouse participate in the State Axiliary?     Yes  No

GENERAL PERSONAL INFORMATION

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

What percentage of the nominee's time is actively spent in the auction business?: _______________________%.

How long has the nominee been a member of the NAA?: __________________________________________years.

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

If yes, what field(s)?: _______________________________________________________________________________

www.auctioneers.org
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List educational background of the nominee, including offices held, current and past:

__________________________________________________________________________________________________

__________________________________________________________________________________________________

__________________________________________________________________________________________________

__________________________________________________________________________________________________

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

tion and credit to the auction professional:

__________________________________________________________________________________________________  

__________________________________________________________________________________________________

__________________________________________________________________________________________________

__________________________________________________________________________________________________

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

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

Name: ___________________________________  Contact Info: ____________________________________________

Name: ___________________________________  Contact Info: ____________________________________________

Name: ___________________________________  Contact Info: ____________________________________________

Name: ___________________________________  Contact Info: ____________________________________________

Previous recipients of the NAA Hall of Fame Award have established general qualifications which they think 

each nominee should possess or have shown. Please reflect your personal assessment of the nominee with 

respect to: Honesty; High Ethical Standards; Willingness to Share with Others; Standing in His or Her commu-

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

__________________________________________________________________________________________________

__________________________________________________________________________________________________

__________________________________________________________________________________________________

__________________________________________________________________________________________________

__________________________________________________________________________________________________

__________________________________________________________________________________________________

__________________________________________________________________________________________________

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

NAA Hall of Fame Committee
c/o National Auctioneers Association

8880 Ballentine
Overland Park, Kansas 66214

Submitted by (please print): _________________________________________________________________________

Residence Address: ________________________________________________________________________________

City: ____________________________________________  State: ________ Zip Code: ________________________

Phone Number: ____________________________________________________________________________________

Nomination recommended by (State Association): _____________________________________________________

NETWORK I NG

HALL
2015  FAME
n o m i n a t i o n  f o r m

Name of Nominee: _________________________________________________________________________________

Residence Address: ________________________________________________________________________________

City: ____________________________________________  State: ________ Zip Code: ________________________

Phone Number: ____________________________________________________________________________________

State Association of Nominee: ______________________________________________________________________

BUSINESS INFORMATION

Name of Firm: _____________________________________________________________________________________

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

Business Address: _________________________________________________________________________________

City: ____________________________________________  State: ________ Zip Code: ________________________

Phone Number: ____________________________________________________________________________________

PERSONAL AND FAMILY INFORMATION

Spouse's Name: ___________________________________________________________________________________

Does spouse participate in the auction profession?     Yes  No

 If yes, explain how: ______________________________________________________________________________

Children:

Name: ____________________________________________________________________ Age: ___________________

Name: ____________________________________________________________________ Age: ___________________

Name: ____________________________________________________________________ Age: ___________________

Name: ____________________________________________________________________ Age: ___________________

Does spouse participate in the NAA Auxiliary?     Yes  No

Does spouse participate in the State Axiliary?     Yes  No

GENERAL PERSONAL INFORMATION

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

What percentage of the nominee's time is actively spent in the auction business?: _______________________%.

How long has the nominee been a member of the NAA?: __________________________________________years.

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

If yes, what field(s)?: _______________________________________________________________________________
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Tom McInnis believes in a free market.

As an Auctioneer for 43 years, McInnis says a free market 
and strong economy are crucial for a successful career in the 
auction industry.

With that in mind, McInnis ran for and was elected to a seat 

in the North Carolina State Senate, where he hopes to build 
economic prosperity, improve job opportunities and boost 
education.

“Auctions and Auctioneers cannot be successful in an 
impoverished economy. We need prosperity to prosper,” says 
McInnis, of Rockingham, North Carolina. “When everyone 
has a job and is making money, people want to buy that 

Free market mantra
Tom McInnis is taking his message to the North Carolina 
State Senate

By Nancy Hull Rigdon, contributor

The North Carolina State Legislative building will 
serve as the site for NAA member Tom McInnis to 
deliver his message that “the free market needs to 
have the opportunity to operate with as much free-
dom and as little intervention as possible [because] 
Auctioneers, and the people we represent, are hurt 
by restrictive rules.”
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bigger home, a lake house, a farm. That’s not possible when people are 
living paycheck to paycheck.”

McInnis, CAI, AARE, has long been active in local politics and civic 
service, serving on the local school board, economic development council 
and planning and zoning committee. 

“I have always believed for those who have been blessed with greatness, 
great things are expected,” he says. “We owe it to our ancestors who fought 
for our country to keep the American dream alive.”

For McInnis, his dream began when he was just 13 years old. He attended 
a livestock auction at a local 4H club and fell in love with the fast pace and 
excitement. When he turned 16, he ordered a correspondence course and 
began practicing his chant in his family’s spare bedroom. And the morning 
after he graduated from high school, McInnis drove from North Carolina 
to Mason City, Iowa, to attend the Worldwide College of Auctioneering. 

Now 60, McInnis is chief operating officer for Iron Horse Auction 
Company, Inc., in Rockingham, which specializes in real estate and 
personal property auctions in North Carolina, South Carolina and 
southern Virginia. The company employs 15 full-time workers and about 
30 contractors.

“Getting people to entrust you with their lifelong worldly accumulation 
takes time and hard work,” he says. “We are now at the point where we have 
a lot of repeat business from clients and second and third generations of 
families.”

These days, McInnis says, a couple of challenges face the auction industry. 
First, keeping up with technology is a never-ending battle. 

“What works last week is out of date by tomorrow morning,” he says. 
“Technology is being transferred at such a fast rate that we have to 
constantly adapt.”

And second, he says, unnecessary regulation and cumbersome rules hinder 
Auctioneers. 

“The free market needs to have the opportunity to operate with as much 
freedom and as little intervention as possible,” he says. “Auctioneers, and 
the people we represent, are hurt by restrictive rules.”

Now prepared to turn his attention to the State Senate, McInnis says 
his auction experience will undoubtedly help him with some aspects of 
politics.

“Auctioneers are skilled at public speaking, and we lack fear speaking 
in front of a crowd,” he says. “We have to think on our feet, make fast 
decisions when we’re under the gun and use our common sense, all of 
which will help in the political arena.” v

Getting people to 
entrust you with 
their lifelong worldly 
accumulation takes 
time and hard work.
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If you’re looking for Tom Crawford before a big auction, 
be prepared to move quickly. 

He’s already mapping out the layout of the room, figuring 
out which guests are sitting at what tables, and getting a 
handle on how he’ll be able to work the crowd. He takes a 
competitive approach to every event, determined to surpass 
the organizer’s highest expectations. 

“What I like to see at the end of the evening,” Crawford, 

BAS, says, “is for the committee chair to walk up to me and 
go, ‘How in the world did you do that?’”

Crawford, a TV meteorologist in Charleston, South 
Carolina, for the past 24 years, became a licensed Auctioneer 
about six years ago. Since then, he’s worked to blend the 
training and experience he’s gained from both to become 
a successful Benefit Auctioneer Specialist. In the past 
year, Crawford has helped raise more than $12 million for 
more than 40 charity organizations in South Carolina and 

Sunny, with a high chance 
of success
Once a full-time TV weatherman, Tom Crawford now 
forecasts success for benefit auction clients.

By Pam Windsor

From clouds to cash: In the past 
year, Crawford has raised more 
than $12 million for more than 40 
charity organizations.

www.auctioneers.org


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

 www.auctioneers.org     Auctioneer     MARCH 2015      39

Crawford got his 
auction start by doing 
a live TV weather shot 
with another local 
Auctioneer. After a 
repeat performance 
the next year, he 
decided it was so much 
fun that he decided to 
get his auction license.

neighboring states.

He’s developed an approach that works and discovered much of 
what goes into securing big donations at an auction takes place 
long before he ever picks up the microphone.

“Getting up there and doing my auction is about 10 percent of 
what I do,” Crawford says. “The rest of it is in consulting and 
listening to what the people have to say about the event and their 
timeline.”

Abby Parks is the Development Events Coordinator for the 
Trident Technical College Foundation and just marked another 
successful fundraiser at the end of January with Crawford as 
the Auctioneer. She credits him with helping raise more than 
$600,000 over the past six years. She meets with him throughout 
the year to help with planning and says Crawford definitely does 
his homework before the big night.

“He looks over the guest list and knows who’s going to be here,” 
Parks says. “If there’s a certain donor for an auction package, he 
wants to know where they’re sitting and maintain a relationship 
with them.” 

And, when the auction begins, Crawford is ready for action. 

“He engages the crowd, he doesn’t leave a single dollar on 
the table, and he knows the packages,” Parks says. “He’s very 
informed and helps us get the best value.”

Crawford has several requirements in each contract that he 

believes help him raise the most money possible for every event. 
For example, he insists on a wireless microphone.

“If I’m approached by an organization, and they say, ‘We want 
you to get on stage behind the lectern and do your auctions up 
there,’” Crawford explains, “I say, ‘I’m not your guy. And I can tell 
you right now you’ve just lost between $5,000 and $10,000.’”

Crawford takes that approach because he thrives on getting close 
to the people.

“I’m down off the stage. I’m out in the audience,” Crawford says. 
“If I need to get down on one knee and hold a lady’s hand, I will 
get that $1,000,” he says, smiling.

He never thought about the auction profession until he did a live 
TV weather shot with a local Auctioneer. The next year, they had 
him do it again but asked that he become a little more involved 
in describing some of the auction items. He had so much fun 
that he decided to get his license. 

Since then, Crawford has seen the demand for his services grow 
so quickly that he’s now scaled back many of his TV weather 
duties. He enjoys auctioneering, the organizations he’s able to 
help, and the people associated with the auction industry.

“The Auctioneer family is the nicest group of people you’ll ever 
meet,” Crawford says. “They’re just great people.”

Learn more about Crawford at ultimatebenefitauctions.com.v

www.auctioneers.org
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Auctioneers don’t have to dread April 15. In fact, with 
proper knowledge and preparation, the tax filing 
deadline can come and go free of anxiety.

Mike Brandly, CAI, AARE, serves as executive director of The 
Ohio Auction School and often advises Auctioneers on common 
tax season questions. Most often, he says, the questions revolve 
around independent contractors hired by Auctioneers.

“It’s important to remember that if an Auctioneer hires an 
independent contractor – and yes, the ringman, clerk, cashier, 
truck driver and trash hauler are independent contractors – and 
the Auctioneer has paid that person $600 or more for the year, 
that Auctioneer owes that person a 1099,” Brandly says of the 
Internal Revenue Service form used to report self-employment 
income. 

Tax time and the 1099
When should Auctioneers send or receive the form? Should 
they handle their own taxes?

By Nancy Hull Rigdon, contributor
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He points out that the IRS refers to a 1099 as an “information 
return.”

“Sending a 1099 does not dictate that taxes are owed. It points 
out that there’s the possibility that taxes are owed,” Brandly says. 
“If you are on the fence on if you should send a 1099, it doesn’t 
hurt to send it.”

Similarly, if an Auctioneer has worked for someone else as, for 
example, a ringman or class instructor, that Auctioneer should 
receive a 1099 detailing the earnings.

“That’s old news – at least it should be old news,” Brandly says.

He says he’s increasingly hearing questions about navigating 
consignment at tax time.

“I keep getting asked, ‘If you run an auction house or 
consignment auction company, and you’re taking consignments 
or have an auction where you’re providing money as a payment 
to the consignor, do you owe them? Do you need to send them a 
1099 for receiving money from you?” Brandly says. 

In most Auctioneering situations, the answer is “no.”

“I don’t think we need to send 1099s to clients, particularly on 
the personal property side. I just don’t think it’s customary,” he 
says. “Now, if we’re talking about selling a house or something 
outside of personal property, the answer can change.”

Auctioneers also can wrestle with whether to tackle taxes on 
their own or hire a professional.

“The guiding principle, in my mind, is that if you are a sole 
proprietor, you could probably do your taxes on your own,” 
Brandly says. “At the point where you’re operating in a 
partnership, or an LLC, or a corporation, slide the job over to an 
accountant.”

The reason is two-fold.

“One, it’s about liability. If there’s a mistake, a professional is 
there to help you,” Brandly says. “I like to say that we don’t do 
our own dental work, so we shouldn’t do our own taxes.

“And, Auctioneers need to stay focused on the auction business. 
We should be spending our time marketing and selling, not tied 
up in taxes.” v
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HOBE SOUND, Fla. – A donation of a painting and 
sculpture by Iranian artist, Parviz Tanavoli, born 1937, was 
dropped off by a supporter of the Boys & Girls Club of Hobe 
Sound, Florida, in January of 2014. 

Renee Booth, Chief Development Officer for the non-profit, 
reached out to former HGTV “Cash in the Attic” appraiser 
and local resident Tim Luke, MPPA, for assistance. “The 
items were just dropped off and I immediately reached out 
to Tim for some advice on what to do with these pieces,” 
commented Ms. Booth. 

Luke, co-owner and President of TreasureQuest Group, Inc. 
and a former Director of Christie’s auction house in New 
York, New York, inspected the pieces, took photographs and 
researched the market for the artist’s work. It turned out 
pieces were selling well and the market was at Christie’s in 
Dubai. 

Luke reached out to his contacts at Christie’s and received 

pre-sale auction estimates for the sculpture – ($100,000-
$150,000) and for the painting ($60,000-$80,000). 

TreasureQuest Auctions was then hired to broker the sale on 
behalf of the non-profit. 

“Getting pieces into the proper market to realize the best 
price is our specialty,” commented Luke, who is also a 
member of the National Auctioneers Association.

The items were crated up, shipped to Christie’s in Dubai and 
sold at auction in October of 2014. The sculpture realized 
$221,000 and the painting $365,000, achieving a record price 
for the artist at auction. The prices quoted include Christie’s 
buyer’s premium. 

The proceeds from the sale were presented to the Boys & 
Girls Club by TreasureQuest Auctions in Ms. Booth’s office, 
where the entire saga began a year ago.

NAA member’s research skills 
pay off for Boys & Girls Club

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

NAA member and 
instructor Tim Luke 
(far right) put his 
research skills to 
work and turned 
an art donation to 
a local Boys & Girls 
Club into $586,000. 
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RUSSELLVILLE, Ark. – Richard Spear, CAI, owner of Spear 
Auctioneers, Inc., recently sold a commercial lot in Russellville at 
public auction for $742,500, which is believed to be a new local 
record.

The price, which includes a 10-percent Buyer’s Premium, was 

achieved Tuesday, Dec. 2, 2014. The auction was conducted at 
the Historic Train Depot, located in Russellville.

The lot was located in a prime commercial area and is believed 
to be the highest price paid for property sold at public auction in 
Russellville.

NAA member sets new local 
property sale record

Snow can’t keep bids low 
in Maine

THOMASTON, Maine – The Feb. 6-8 sale at Thomaston Place 
Auction Galleries brought strong, steady results across the three 
days, despite record-breaking snow that blanketed mid-coast 
Maine. 

Bidding, however, brought smiles to Thomaston Place 
staff and applause from live participants as it reached 
stratospheric levels for a circa 1900 Northwest Native 
American mask and a 19th Century redware pottery face jug.

The rare circa 1900 carved and polychrome painted 
Northwest mask was acquired in 1908 and descended 
through the consignor’s family. Most likely of Tlingit origin, 
it was in original, as-found condition with untouched 

surface patina. This piece attracted aggressive bidding from 
telephone and internet participants, and it blew past its 
$50,000 to $70,000 presale estimate and brought $112,100.

The unusual, mid-19th Century redware face jug with 
Albany slip glaze was consigned at a not-for-profit appraisal 
fundraiser event in Western Maine, and it came with details 
about its early ownership by a Morristown, New Jersey, family 
and was inscribed with the date of Oct. 5, 1844. This outstanding 
piece of American folk art ultimately fetched $21,275 after a 
frenzied bidding rally.  

“These results underscore the fact that if you have great stuff, 
people will find a way to bid on it – even in one of the toughest 
winters in history,” said owner and NAA Auctioneer Kaja 
Veilleux. 

$112,100
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Leading the art category was a lovely oil on canvas painting 
by Willard Leroy Metcalf (NY/MA, 1858-1925), “Grazing 
Sheep on the Coast of Maine, 1877”, that sold for $57,500. A 
marine painting depicting the Sloop Julia, New York Squadron 
Champion of the August 16, 1860 Regatta, attributed to Joseph 
B. Smith (NY/NJ, 1798-1876), brought $24,150. 

Other strong performers in the fine art category included: a circa 
1835 full length folk art portrait of a young girl holding a floral 
wreath that fetched $17,250; an oil on canvas painting depicting 
chicks and cherry baskets by Susan Catherine Waters (NY/
NJ, 1823-1900) that reached $9,487.50; a floral still life work by 
Danish artist Johan Laurentz Jensen (1800-1856) that brought 
$7,475; a large Hudson River landscape painting depicting a 
farm overlooking the river at sunset that sold for $6,900; and two 
Fernand Renard (France, 1912- ?) fruit still life paintings – one 
that brought $6,900 and the other, that sold for $5,750. 

“Sunset, 1972”, a signed and numbered serigraph on paper by 
Andy Warhol (NY/PA, 1928-1987), wowed the crowd when it 
achieved $34,500, against a presale estimate of $6,000 to $8,000.

From the world of antiquities, a Mayan relief carved stone panel 
depicting a priest bearing a serpent sold for $20,060, and a 12th 
Century French Romanesque carved stone icon of St. Peter 
enthroned holding the key to heaven surpassed its $8,000 to 
$10,000 presale estimate and brought $17,250. 

There was spirited bidding for a Tiffany counter balance desk 
lamp with swirled Favrile Damascene glass shade and bronze 
split arm base that ended at $11,500. 

Other noteworthy lots included: a Gustav Young engraved 1851 
Navy Colt revolver that sold for $10,620; a 1920s vintage 4-foot 
tall crystal chandelier with bronze armature that brought $7,475; 
and a Hudson Bay Native American coin silver gorget with 3 
suspended crosses of Lorraine that achieved $7,187.50.

A strong performer among the furniture offerings was an 
English oak, circa 1680, intricately carved and paneled wedding 
chest that fetched $6,555. It should be noted, however, that most 
period furniture continues to be a bargain for collectors and 
home decorators. 

$34,500

$11,500

$21,275

$6,555

$57,500
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PASADENA, Calif. – Presenting 
a catalog peppered with a 
number of pleasant surprises, 
Moran’s Feb. 17, 2015, Decorative 
Art Auction proved attractive 
for collectors across a number 
of specialties, including Modern 
decorative art enthusiasts, 
collectors of fine silver and those 
whose tastes run more towards 
traditional French furnishings, 
with sales running well over the 
half a million dollar mark. 

The 20,000sq-ft auction floor 
within the Pasadena Convention 
Center was simply packed 
to capacity with offerings; 
the catalogued session alone 
comprised 252 lots, with the 
Discovery auction offering an 
additional 200 pieces. 

Modern and contemporary 
prints earned excellent sale prices, including a color pouchoir on 
paper by Henri Matisse (1869-1954 French) from his “Jazz Suite”, 
dated 1947.  “La Nageuse Dans L’Aquarium (The Swimmer In 
The Aquarium)” carried an initial estimate of $10,000 to $15,000 
and found a buyer at the high estimate. 

After competitive bidding via telephone with every available line 
reserved, Roy Lichtenstein’s (1923-1997 New York, NY) “Best 
Buddies”, dated 1991, found a new home for $18,000 (within the 
estimate range of $12,000 to $18,000).

A private collector purchased both of the Mixographias by 
Mexican artist Rufino Tamayo (1899-1991) on offer in Tuesday’s 
auction, including “Pajaro Liberado (Freed Bird)”, which 
was assigned an estimate of $,3000 to $5,000 and exceeded 
expectations with a final price of $7,500. 

Echoing John Moran’s successful February 2013 auction, a set 
of three Isamu Noguchi “Rudder” stools and one table (models 
IN-22 and IN-20, respectively) were offered in this catalog, and 
exceeded expectations.

Hailing from a single-owner 
collection in Chicago, the set 
was purchased brand new 
directly from the Herman 
Miller Showroom in the 1950s. 
Evidently, the consignor’s 1950s 
investment paid off, as the stools 
each earned between $25,000 
and $27,500 hammer and the 
table brought a very respectable 
$17,000; the Noguchi lots 
earned a combined sum of over 
$110,000 including buyer’s 
premium.  

Decorative highlights 
included art glass, silver and 
bronzes.  One of the most 
notable examples was a Loetz 
iridescent art glass vase of 
unusual undulate form that sent 
collectors into a bit of a frenzy.  
Sent to the block early in the 
auction, the piece sold for an 

impressive $8400 to a determined telephone bidder, well over the 
quite conservative $400 to $600 estimate.

A handsome Tiffany & Co. sterling silver 
table vase from a private Pasadena collection 
went to a private collector for $4,500 
(estimate: $2,000 to $3,000). 

A two-piece lot of diminutive cold painted 
bronze female figures performed within 
expectation, ending up with an $1,800 
price tag (estimate: $1,000 to $2,000). 
Finally, a charming gilt bronze and white 
metal-mounted Dutch tortoiseshell 
box accompanied by a letter certifying 
its purchase via a 1929 auction at 
the Danish palace was offered with 
a $1,000 to $1500 estimate, selling 
online for $1,630. 

Diverse lots spur solid results 
in California

$18,000

$8,400
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Traditional Continental and French furniture and decorative arts were well 
represented in Moran’s Feb. 17 sale. A Regence-style gilt bronze-mounted vitrine 
cabinet with an impressive central Vernis Martin door, found to have one mount 
faintly stamped “PS” and therefore possibly by maker Paul Sormani (1817-1887 
Paris),  surpassed the conservative initial estimate and delighted the Pasadena 
area consignor by earning $60,000 at the auction block.

A pair of neoclassical torchieres with armor-clad figures supporting four-light 
standards garnered a fair amount of pre-sale interest; expected to find a buyer 
for between $3,000 to $5,000, the set earned $4,200. An impressive early 20th-
century Rococo-style carved giltwood marble top table sold to a floor bidder for 

$60,000

$9,600

$110,000
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just over the estimated $2,500 to $3,500 range, bringing $4,200. 

One of the most extraordinary lots offered in Tuesday’s sale 
was an intriguing Italian Renaissance automaton cabinet 
(informally named the “Mystery Cabinet”) offered for $6,000 
to $8,000 which earned just above the high ($9,600 including 
premium).

Dubbed an “engine d’esbattement” by French Renaissance 
contemporaries, the piece is a rather mild iteration of 
automatons commissioned by European Renaissance-era 
aristocrats meant to tease, embarrass and/or delight their 
guests. This particular cabinet calls into question the character 
a particular lady of the Rucellai family, who is revealed to be a 
devil when the viewer moves to expose her partially-obscured 
portrait. Facing competition from multiple online bidders, a 
telephone buyer proved successful in taking the oddity home.

Additional, slightly off-the-wall highlights included a Bacon 
Banjo Co. tenor banjo dated to circa 1930, which incited a 
fervor of online interest and sold for $1560 (estimate: $800 to 
$1,200). Shortly after, a Bolex H-16 REX-4 16mm film camera 
in excellent working condition realized $1,200 (estimate: $300 to 
$500). 

Select works of fine art did quite well, with the majority of the 
higher-earning works from California artists. A work by Emil J. 
Kosa Jr. (1903-1968 Los Angeles, CA) featuring a seated clown 
holding an accordion was one of a number of circus-themed 
artworks offered in Moran’s February auction. The off-beat 
portrait found a buyer for a very respectable $3500, well over the 
$1,000 to $2,000 estimate. 

A jewel-toned landscape by Carmel, CA painter Nell Walker 
Warner (1891-1970) from a Washington estate sold for $1,680, 
squarely within the $1,200 to $1,800 pre-auction estimate.

A large-scale oil on canvas by Los Angeles-born Frank Bowers 
(1905-1964) depicting buccaneers on a beach charmed quite a 
few bidders in attendance, one of whom was successful at $1,080. 
Capturing an unexpected vantage point from above Seattle’s 
iconic Space Needle, San Francisco watercolorist Jack Laycox’s 
(1921-1984) aptly titled composition “Space Needle” found a 
new home for $1,882 (estimate: $700 to $1,000).

$8,400
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Have you ever wondered what your best options are in 
dealing with a hostile individual at a sale? How about 
personal safety while out on a site visit?

NAA members who may not know the best way to keep 
themselves or their staff protected will have the chance to learn 
best safety methods this July at the NAA Conference and Show 
in Addison.

Members of Texas law enforcement will be on hand to present 
on a variety of topics related to an auction professional’s personal 
security, including: options that individuals may have when 
carrying large amounts of money; trespass law; basic personal 
safety while on a premises; basic traffic laws in reference to 
traveling to and from a property; and, dealing with possibly 
hostile individuals.

The session will also cover the hot-button item of conceal-and-
carry – including where a concealed carrier can and cannot 
carry a firearm, and when a person must present their Concealed 
Handgun License.

“My objective is that the audience comes away with an overall 
awareness of traffic safety as well as personal safety throughout 
the time that they drive out to the property until final evaluation 
of the property,” said Trooper Richard Standifer, who will be 
among the team of law enforcement members delivering the 
information. 

Standifer joined the Texas Department of Public Safety on 
September 31, 1999. Upon graduating the State Trooper 
Academy located in Austin Texas, he was assigned to the Texas 
Highway Patrol Service in Angleton Texas where he served for 
two years.

Trooper Standifer performed the duties of a highway patrolman 
which included enforcing various traffic laws, investigating traffic 
crashes, and detecting intoxicated drivers. Two years after being 
assigned to Angleton, Trooper Standifer transferred to Houston 
Texas where he was assigned to the Highway Patrol Service.

In March 2003, Trooper Standifer transferred to Vehicle 
Inspection Service where he performed several inspections 
at local vehicle inspection facilities as well as detecting motor 
vehicles with fraudulent inspection certificates affixed to the 
vehicle as well vehicles with missing or removed emission 
control components.

He also worked in undercover investigations leading up to the 
purchase of fraudulent inspection certificates and ultimately to 
the arrest of those criminals.

Trooper Standifer transferred to the position of Safety Education 
in February of 2007 and is still active in all aspects of Law 
Enforcement within the Texas Highway Patrol. v

Bidding on protection
Personal safety, conceal/carry, how to protect cash and more 
will be covered at Conference and Show.

www.auctioneers.org


Sanford A. Alderfer
Ashley Nicole Alexander
Staci Alexander
Hilda W. Allen
Scott A. Andreas
Daniel W. Andrews
James J. Aretha
Kathy J. Baber
Harry H. Bachman
Joseph Scotton Bahhur
Barry Baker, CAI, AARE, CES
Christopher A. Baker
Roderick C. Baldwin, CAI,  
   AARE
Norman F. Bartz
J. Paul Basinger, CAI, AARE
Brian D. Beckort, CAI, AARE
Reeder Don Behel, CAI, 
   AARE
Alex N. Belcher
Brian S. Bendele
Steve F. Berry
Roderick Jason Betteridge
Lori Ann Biechy
Thomas E. Bikle
Jeff Bockrath
Kimberly Daniel Bouchey
Scott H. Bowers, CAI
Jeffery M. Bowlin
John G. Boyd, Jr., CAI, CES
Mark E. Bradstreet, CAI
Travis Everett Breedlove
Tim Brewer
David W. Brooks, CAI, 
   AARE, CES
Michael Broughton, CAI
Thomas Broughton
Chris Brown
Scott D. Brown
Mary Jo Brubaker
Aspen Bryan
Andrew Bryant, GPPA
Craig Buford
Carol G. Burge
Thomas A. Burnison
Dwight D. Butler, CES
Elizabeth Plunkett Buttimer, 
   CES
Shirley W. Cagle, CES, GPPA
Carolee Camacho
Robert H. Campbell, II
Michael B. Carey, CAI
Ray Caruso
James R. Cash, II
David W. Catching
Dean Chapman
Phillip R. Christy, CAI, AARE
James A. Clayton
John H. Clements, GPPA
Chris Colson, CAI
William M. Colson

Andy Conser
Peter Costanzo, CAI
Donald B. Cotton, CES
T. Aron Cowman
DeLynn Cox
Thomas O. Cox
Lester Crandall
Chance Andrew Crawford
Chase Anderson Crawford
Doyle Dingman
Mark E. Dixon, III
Rafe Dixon, CAI, AARE, CES
William Everette Dixon
Troy Johnathon Donnelly
Curtis Wade Dosland
James T. Drury
William C. Dunn, CAI, CES
William F. Durham
Jarod S. Edwards
Doug Eichelberger
Geo Sterling Eisele
Timothy D. Ellis, CAI
Bradley K. Elting
Robert H. Ewald, CAI, AARE, 
   CES
Scott A. Feirn
Dale Fladeboe
Marianne E. Flannery
Corey D. Fraise, CAI
Lloyd Franks
Glenn Freeman
Mark A. Frey
Brian L. Gamble, CAI, GPPA
Larry Garafola
William J. Gardner, Jr.
George T. Garten
Dan Gay
Stacey A. Giulianti, Esq.
Jay Goldman
Joel M. Goldsmith
Rhonda Johan Graham
Milton E. Green, CES
Robert G. Grimsley
Elizabeth A. Halfhill
James L. Halfhill
James Lindsey Halfhill, jr
Kristin M. Halfhill Larimore
Steven G. Hall
Travis L. Hamele, CAI, 
   AARE, CES, GPPA
Suzanne M. Hanger, AARE
Michael P. Hanley
Barry Hansen, GPPA
Si Harbottle, CAI
Sam L. Hardy, Jr.
Justin Hargrave
Beverly P. Harper
Michael B. Harper, CAI, 
   AARE
Adrian B. Harris, GPPA
Scott L. Harris

Douglas A. Harritt, CAI
Brian R. Hasty
Jeff Hathorn, CAI
David Heath
Janet Henderson Cagley
John T. Henry, Jr., CAI, CES
Tanner Hernandez
Kevin Herron, CAI
William Edward Hesch, Jr.
Josh Hickey
John W. Hill
Marty A. Hill
Donald W. Hillis, CAI, CES
Robert E. Hogstrom
Kevin L. Holt, CES, GPPA
Pete Horton, CAI, CES
Carole Hoskyns, CAI, AARE
Stephanie Huisman
George C. Hunt
Michael Ouston Hutchens
Lane R. Hyett
Katherine T. Imholte, BAS
Brennin W. Jack
Lynn Jackson
Mark Jackson, CAI
Ricky D. James
John E. Japp
David Lee Jarchow
Pete E. Jenkinson
David Jewel
Bradford A. Johnston
John Johnston
Rollo A. Juckette
Travis Kaddatz, CAI
Allen D. Kahler, CAI
Charles R. Kaimann
Kurt Kaptein
Robert Thomas Kastner
Dana Kaufman
Andy S. Kaye
John D. Kiko, Jr.
Jean Kirchner
James R. Kloster, GPPA
Robbie L. Kobs
Curt Kramer
Edwin Lanford, Jr.
Mark Leineke
Larry J. Linkous
Brady Don Lippard
Roger A. Loth, CAI
Larry Edward Luzinski
Jesse P. Lyninger, Jr.
Doug Macon, CAI, AARE, 
   ATS
Joani Mangold, CAI, CES, 
   GPPA
Amy S. Martin
Joey Martin
James R. Mason
Charles D. Masterson
Steven Mathis

Daniel Matthews, CAI, GPPA
Mark T. Mattox
Paul D. May
Patrick S. McDonough, CAI
Robert McDowell, BAS
Jonna M. McGraw
Barry J. McLean
Jace L. Menezes
Terry Landis Metcalf
Ben A. Meyer
John R. Modica
Devin Moisan
Donald B. Monroe
Don Montgomery
Richard Trey Morris
Lawrence C. Mroczek
Joshua Michael Muffley
Yvette Mutz, GPPA
Stephen Nelson
William Newell, CAI
Homer L. Nicholson, CAI, 
   AARE, CES
Paul H. Nisly
Stephenie Renee Noble, ATS
Michael B. Nuzzo, CAI
Jim Odle
Kevin Oldham
Chad R. Olson
David Mark Omdahl
Bill Oswalt
Verlan Owens
Ralph F. Passonno, Jr., CAI, 
   AARE
Zac L. Patrick
Charles M. Pearson, BAS, 
   CES
Edward Bly Pepper
Armando Perera, GPPA
Jessica N. Perry
Scott B. Perry
Dan Pike, CAI, GPPA
Paul Playforth, CAI, AARE, 
   CES
Daniel K. Pletcher
Frederick M. Pollert, CAI
Sharon Pope
Charlotte Pyle
Steven Edward Rawlings
Douglas K. Renoud
Diane M. Riley
Shawn Ritchey, CAI
Carol M. Ritter Wright
DC Roberts
Eulalia S. Rodriguez, ATS
Deidre B. Rogers, CAI
Dayton Roller, CAI
Donald J. Rose, Jr.
Sheila Rosen-Schiff
Samantha Elaine Rowell, CAI
Kelly Russell, CAI, BAS, CES
Gary D. Ryther, CAI

Jessica Sharp
Robert J. Sheehan
Ed Shover, CAI
Jared Sipe, GPPA
Manson Slik, CAI, AARE, 
   CES
Ira Y. Smith, ATS
Jason J. Smith
Lee Smittendorf, CAI, AARE
Nicolas F. Smock, CAI, GPPA
Jim Snider, CAI
James Richard Staggs, Jr.
Gayle M. Stallings, CAI, BAS
Chris F. Stanton
Roger Stockwell
Jerry L. Stricker
Joshua Sugar
Daniel P. Sullivan
James F. Sullivan
Joseph R. Sullivan
T. Kyle Swicegood, CAI, BAS, 
   GPPA
Doug Taylor
Jonathan Hilton Terespolsky
Richard L. Theurer, CES, 
   GPPA
Robert P. Thomas, CAI, 
   AARE
Charles T. Thompson
John H. Turner, CES, GPPA
Milo Turner
LeeAnn Vande Kamp
James Vander Veen, AARE
Rami Varsha
J. David Villabona
Karla S. Vinson, BAS, CES
Brent Voorheis
Jeff Wallick
Leonard B. Walter, CAI, 
   AARE
Dennis Warfield
Dave L. Webb, BAS, GPPA
Charles L. Wehrly
Michael Weimer
Curtis H. Werner
Rob Whitsit
Charles E. Williams, Jr.
Suzanna Wolfe
Benjamin Joel Wood, CAI, 
   AARE
Jason Woody
Kerry L. Worsham, CAI, CES, 
   MPPA
Scott A. Wright, CAI
Ryan D. Yoder
Robert Young
Jane Ziehm, GPPA
Lori Zytkowicz

COMMITMENT.
Thank you for renewing your membership with NAA
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Michigan Hall of Famer 
was revered by all
Douglas John Heuker passed away unexpectedly January 30, 2015. He was born May 31, 
1969.

Doug, AARE, GPPA, was a devoted husband, building a real-life happily ever after with 
his wife, Erin (Dracht). He was intentional about spending time with his children, his wife, 
and his God, and also invested in his community and church as a school board member, 
coach, small group leader and praise team leader. 

Doug was a cherished son and grandson who became a man any parent would be proud 
of long ago and never stopped getting better. As a big brother, he paved the way for his 
younger siblings and provided an example few could match. He was always there in times 
of need, an unshakeable rock of support. Uncle Doug was adored by his many nephews 
and nieces, wrestling and tickling them until they – not he – had their fill. 

After graduating from Calvin College with a degree in accounting, Doug found his calling in Auctioneering. He was respected 
in every way by his peers. He had won the Michigan bid calling contest several years ago and was inducted into the Michigan 
Auctioneer’s Association Hall of Fame the night before he was called home.

Doug goes ahead of his beloved wife, Erin; his children, Melanie, Benjamin and Nickolas; parents, John and Donna (Winkel) Heuker; 
many siblings, his grandparents, an extended family through his marriage, as well as friends and coworkers.

Heuker

Former KAA president passes away
Osborne attorney Robert A. Bloomer, CAI, passed away Sunday, 
Dec. 28, 2014, at the age of 66, in his mountain home in Cuchara, 
Colorado. The only son of Lloyd C. Bloomer and Martha Arlene 
Hackorett, he was born Oct. 24, 1948, in Beloit.

Robert graduated from Osborne High School in 1966. He 
attended Washburn University, graduating with his degree 
in business. While in undergraduate school, he was a charter 
member and president of the Tau Kappa Epsilon fraternity and 
worked for Stauffer Publications in advertising. 

In 1973, Robert graduated from Washburn Law School and 
worked as an attorney for the law firm of Edson, Lewis, Porter 
and Haynes.

During law school, Robert met and fell in love with Shelley Depp 
Greenwood. They were married on Sept. 8, 1973, at the United 
Methodist Church in Hugoton.

He was a current member of the National Auctioneers 
Association, a licensed real estate broker and Auctioneer, 
owning Auction One Inc. and once serving as president of the 
Kansas Auctioneers Association. As an active member of the 
community, Robert served on the board of directors for Osborne 
Development Inc. and Downs National Bank.

As a faithful member of the United Methodist Church, Roberts 
served on the pastor parish relations committee and taught 
Sunday school. During the summer, he served on the board of 
trustees for the Cuchara Chapel in Colorado.

Robert is survived by his mother, Arlene Bloomer; his wife of 41 
years, Shelley D.G. Bloomer; his three daughters, Bethany (Jesse) 
Jacobs, of Osborne, Angie (Tommy) Steven, of Wichita, Celaine 
(John) Worden, of McPherson; and six grandchildren.

www.auctioneers.org


52      MARCH 2015      Auctioneer     www.auctioneers.org

N E T W O R K I N G I N  M E M O R Y

‘Amazing’ family woman 
co-founded long-time 
auction business
Mrs. Wanda Gammons Rogers, 78, of 324 Old Highway 601, Mount Airy, passed away Feb. 5, 2015, 
at the Joan and Howard Woltz Hospice Home in Dobson. She was born Feb. 16, 1936, in Surry 
County, the daughter of the late Ralph and Bernice Jessup Gammons. 

Wanda graduated from Flat Rock High School in 1954, and she married the love of her life, 
Raymond Bracky Rogers, in 1959. She was the co-founder of Rogers Realty and Auction Company, 
Inc., in 1964 and a devoted member of White Plains Friends Meeting. She was a long-time fixture 
with the National Auctioneers Association Auxiliary and entered the group’s Hall of Fame in 

Above all, she was an amazing wife, mother, grandmother, and great-grandmother. Mrs. Rogers is survived by her husband, 
Raymond Bracky Rogers, CAI, CES, of the home; a son and daughter-in-law, Bracky Mark, CAI, AARE, and Deidre Rogers, CAI, of 
Mount Airy; a daughter and son-in-law, Susan and Sam Holder of Mount Airy; her grandchildren, Dustin Bracky, CAI, and Britni 
Rogers, Deyton Shawn Rogers, and Samuel Bracky Holder, all of Mount Airy; her great-grandchildren; a special sister and brother-
in-law; three brothers and sisters-in-law; a sister-in-law and brother-in-law; and many special nieces, nephews, and other relatives. In 
addition to her parents, Mrs. Rogers was preceded in death by a great-grandson, Tyson Bracky Rogers.

Dax Gillium, BAS, CES, GPPA, passed away Feb. 6, 2015, 
surrounded by family.

Dax was a Past President of the Colorado Auctioneers 
Association, and the 2014 Honorary State Champion. He 
began his auction career by attending Worldwide College of 
Auctioneering and shared many laughs with industry friends 
and family after.

He had an amazing deep, rich, golden voice. He was an 
incredible piano player, and no matter what path or career he 
took in life, Dax made his mark by entertaining others and 

making folks happy. He was an incredibly talented Auctioneer 
as well. He had competed in the Colorado State Auctioneer 
Championships, and had placed in the finals.

He loved being an Auctioneer. It wasn’t a job or a career; it was 
a passion – a passion that showed through whenever he worked. 
He enjoyed his time serving on the Board, and was always 
encouraging to new and upcoming auctioneers. 

Dax had an ability to make people smile – to make them happy. 
Whether it was his music, his golden auction voice, or his 
(sometimes really bad) sense of humor, everyone loved Dax.

Auction was passion for Colorado 
Past President

Rogers

www.auctioneers.org


2015 marketing
COMPETITION

NATIONAL AUCTIONEERS ASSOCIATION’S

PRESENTED IN  
PARTNERSHIP WITH 

COMPETITION 
OPEN UNTIL 
APRIL 22, 2015

The Auction Marketing Campaign 
of the Year was awarded to Scott H. 
Shuman, CAI, Hall & Hall Auctions, 
Eaton, Colorado, for his company’s 
Hager Farm & Ranches Absolute 
Auction campaign, which helped 
lead to a $46+ million total sale and 
land price records being established 
in two counties.

Joff Van Reenen, CAI, AARE, 
(second from right) The High 
St. Auction Co., Johannesburg, 
South Africa, won “Best in 
Show — Advertising/PR” 
for his Property Real Estate 
Auction Brochure entry. 

James T. Pike, CAI, AARE, Key 
Auctioneers, Indianapolis, 
Indiana, took “Best in Show — 
Photography” for his entry titled 
“Front Page News.”
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Alaska
Jacob  Griswold
Last Frontier Auction 
and Sales
3206 North Van Horn Road 
Fairbanks, AK 99701 
lastfrontierauction.com
jgriswold14@gmail.com
(907) 590-0145

California
Brigitte Angela Kruse
GWS Auctions, LLC.
41841 Beacon Hill #E 
Palm Desert, CA 92211 
www.GWSauctions.Com
Gwsauctions@gmail.com
(760) 610-4175

Scott  Sorensen
Nationwide Auction Services
8700 Reseda Blvd 201C 
Norhtridge, CA 91324 
nationwideauctionservices.com
Scott@nationwideauctionservices.com
818 341-3300

Colorado
Michael Paul Whitfield
Whit Liquidations
P.O. Box 36052 
Denver, CO 80236 
www.whitliquidations.com
mike@whitliquidations.com
(720) 675-9448

Florida
Carrie  Casey
Stampler Auctions
16385 NW 112 Court 
Reddick, FL 32686 
info@stamplerauctions.com
(352) 591-0331

Idaho
Tanner J. Beymer
Beymer & Co. Auctions
2767 E 3400 N 
Twin Falls, ID 83301 
tjbeymer@gmail.com
(208) 731-9978

Kaelyn Nicole Tucker
2992 Acarrera Lane, Apt. 202 
Meridian, ID 83642 
kae.tuck@gmail.com
(208) 703-5638

Illinois
Bradley  Chandler
8745 Nike Rd. 
Red Bud, IL 62278 
byafarm.com
brad@buyafarm.com
(618) 791-3289

James M. Dresen
Dresen Auction Services
1515 Phelps St. 
Ottawa, IL 61350 
dresenauctions@att.net
(815) 431-9174

John  Leonard
Leonard Auction, Inc.
1765 Cortland Ct., Ste. D 
Addison, IL 60101 
www.leonardauction.com
john@leonardauction.com
(630) 495-0229

Indiana
Chris  Scheerer, GPPA
Scheerer McCulloch 
Auctioneers
210 W Park Dr. 
Huntington, IN 46750 
cscheerer@smauctioneers.com
(260) 356-4150

Timothy  Scheerer, GPPA
Scheerer McCulloch 
Auctioneers
210 W Park Dr. 
Huntington, IN 46750 
www.smauctioneers.com
jford@smauctioneers.com
(260) 356-4150

Iowa
Carrie  Fraise
Fraise Auction & Real Estate
P.O. Box 8 
New London, IA 52645 
auctions@fraiseauction.com
(319) 367-5744

Kansas
Sylvia J. McCombs
McCurdy Auction LLC
9629 E Kellogg Dr. 
Wichita, KS 67207 
mccurdyauction.com
smccombs@mccurdyauctins.com
(316) 683-0612

Michael  Phillips
RLS Auctions, LLC
2905 Bel Aire Dr. 
Emporia, KS 66801 
www.rlsauctions.com
mike@bidrls.com
(620) 208-6800

Missouri
Dan  Fisher
Grand Auctions LLC
923 E Bluff Dr. 
Springfield, MO 65803 
danconcretesigns@hotmail.com
(417) 496-2146
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On my path 
to becoming a 
great Benefit 
Auctioneer, I 
believe that 
NAA will be 
a great place 
to learn about 
the skills and 
tools I need and 
introduce me 
to great minds 
from whom I 
can continue to 
learn. ”
Zan Aufderheide
Indianapolis, Ind.

Nevada
Ronald Brian Chase
Nevada Public Auction
800 Margaret St., Ste. 2 
Pahrump, NV 89048 
www.auctionnv.com
info@auctionnv.com
(775) 751-4867

Jeffrey A. VanHoozer
Stellar Auctions
1423 Chestnut St. 
Trenton, MO 64683 
www.stellarauctions.net
jeffrey@stellarauctions.net
(660) 654-3958

New Hampshire
Kenneth P. Main, CES
121 Main St. 
New Ipswich, NH 03071 
main1905@gmail.com
(603) 438-9491

New Jersey
David K. Goldstein
Goldstein Auctions.com
122 56th St. 
West New York, NJ 07093 
www.goldsteinauctions.com
dg@davegoldstein.com
(917) 685-8834

New York
James G. Mead
Mead & Sons
4868 Route 38 
Owego, NY 13827 
www.earlyowego.com
jgmead@stny.rr.com
(607) 725-6833

James M. Mead
Mead & Sons
4868 Route 38 
Owego, NY 13827 
www.earlyowego.com
jmead2010@gmail.com
(607) 759-7728

Stephanie  Messier
Messier’s Auction Services
5570 Shed Rd 
Rome, NY 13440 
messiersauction@gmail.com
(315) 447-6440

Karen  Perry
Scott Perry & Company
2150 Liberty Dr., Ste 8 
Niagara Falls, NY 14304 
sperry2106@aol.com
(716) 283-7653

Ohio
Nick Joseph Defelice
Realestate Showcase
8025 Shreve Road 
Shreve, OH 44676 
nickd@reshowcase.com
(330) 464-1302

Ryan D. LePage
Peddicord Rice Auction 
Realty LTD
45887 S.R. 541 
Coshocton, OH 43812 
ryandlepage@gmail.com
(740) 627-0133

Victor Lee Marinello
Marinello Enterprises
2307 Canterbury Lane 
Wooster, OH 44691 
marinellovic@yahoo.com
(330) 465-8538

Ronald L. Matthews
11964 Beckenham Rd 
North Royalton, OH 44133 
ronmatthewsauctioneer@
yahoo.com
(440) 552-9354

Mark H. Otto
6889 Millhaugn Ave. NW 
Canal Fulton, OH 44614 
markhotto.com
mark@markhotto.com
(330) 807-4886

Oregon
Timari  Cox
Liska Auctioneers
3733  New Hope Rd. 
Grants Pass, OR 97527 
www.liska-auctioneers.com
timari@liska-auctioneers.com
541-450-2937

Lance A. Waugh
L.A.W. Auctions
P.O. Box 834 
The Dalles, OR 97058 
lwaugh1@gmail.com
(541) 980-2721

Pennsylvania
Brian Edward Burke, II
777 Overfield Rd 
Meshoppen, PA 18630 
(570) 362-1155

Curtis Allen Craig
Craig Auction Marketing, LLC
2415 Horseshoe Pike 
Annville, PA 17003 
ccraigauctioneer@gmail.com
(540) 421-4193

Rhode Island
Stuart H. Altman
Antique Acquisitions, LLC
17 Lauriston St. 
Providence, RI 02906 
Antiqueacquisitions.com
artsrcool@yahoo.com
(401) 331-7653

Zan Aufderheide

www.auctioneers.org
www.auctionnv.com
mailto:info@auctionnv.com
www.stellarauctions.net
mailto:jeffrey@stellarauctions.net
mailto:main1905@gmail.com
Auctions.com
www.goldsteinauctions.com
mailto:dg@davegoldstein.com
www.earlyowego.com
mailto:jgmead@stny.rr.com
www.earlyowego.com
mailto:jmead2010@gmail.com
mailto:messiersauction@gmail.com
mailto:sperry2106@aol.com
mailto:nickd@reshowcase.com
mailto:ryandlepage@gmail.com
mailto:marinellovic@yahoo.com
yahoo.com
markhotto.com
mailto:mark@markhotto.com
www.liska-auctioneers.com
liska-auctioneers.com
mailto:lwaugh1@gmail.com
mailto:ccraigauctioneer@gmail.com
Antiqueacquisitions.com
mailto:artsrcool@yahoo.com


56      MARCH 2015      Auctioneer     www.auctioneers.org

N E T W O R K I N G N E W  M E M B E R S

Texas
Robert L. Keys
The Last Frontier Auction Co.
P.O. Box 495 
Crockett, TX 75835 
www.lastfrontierauctions.com
lastfrontierauctions@yahoo.com
(936) 545-1197

Virginia
Charles Wesley Hudson
Hudson Auction Service
332 Woodman Rd. 
Rocky Mount, VA 24151 
hudsonauctionservice@gmail.com
(540) 483-8886

Jack Wesley Peoples, Jr.
Peoples Auction Co Inc
1505 Head of River Rd. 
Chesapeake, VA 23322 
www.peoplesauctionco.com
peoplesauction@aol.com
(757) 421-2525

Wyoming
Jennifer L. Forsberg
All Property Auctions
815 S Center 
Casper, WY 82601 
www.allpropertyauctions.net
jenniferforsberg2014@gmail.com
(307) 262-7491

Shelley E. Musser
Musser Bros., Inc.
1131 13th St., Ste. 101 
Cody, WY 82414 
www.abauction.com
shelley.musser@gmail.com
(307) 272-8951

Canada
Ross Wellington Annett
Annett Auction Services
Box 1952 
Brooks, AB T1R 1C7 Canada
www.tdown.ca
ross@tdown.ca
(403) 362-5252

Sandra  Mercer
On Your Behalf
4919 Lover Round Lake Rd 
Battersea, ON K0H 1H0 Canada

www.auctioneers.org
www.lastfrontierauctions.com
mailto:lastfrontierauctions@yahoo.com
mailto:hudsonauctionservice@gmail.com
www.peoplesauctionco.com
mailto:peoplesauction@aol.com
www.allpropertyauctions.net
mailto:jenniferforsberg2014@gmail.com
www.abauction.com
mailto:shelley.musser@gmail.com
www.tdown.ca
mailto:ross@tdown.ca
http://galaxyaudio.com


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.

www.auctioneers.org

Certified Auctioneers Institute
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Auction Management & Operations Summit
Tampa, FL • Doubletree Tampa-Westshore · February 24-25, 2015
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Date and Location: To Be Announced
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New Orleans, Louisiana • Hilton French Quarter · September 13-15, 2015

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.

www.auctioneers.org

Certified Auctioneers Institute
Bloomington, Indiana • Indiana University · March 22-26, 2015

Conference and Show
Addison, Texas • InterContinental Dallas Hotel • July 14-1 7, 2015

Auction Management & Operations Summit
Tampa, FL • Doubletree Tampa-Westshore · February 24-25, 2015

graduate personal property 
appraisal & uspap 15hr

Date and Location: To Be Announced

Benefit Auction Summit
New Orleans, Louisiana • Hilton French Quarter · September 13-15, 2015

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.

www.auctioneers.org

Certified Auctioneers Institute
Bloomington, Indiana • Indiana University · March 22-26, 2015

Conference and Show
Addison, Texas • InterContinental Dallas Hotel • July 14-1 7, 2015

Auction Management & Operations Summit
Tampa, FL • Doubletree Tampa-Westshore · February 24-25, 2015

graduate personal property 
appraisal & uspap 15hr

Date and Location: To Be Announced

Benefit Auction Summit
New Orleans, Louisiana • Hilton French Quarter · September 13-15, 2015



58      MARCH 2015      Auctioneer     www.auctioneers.org

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

A tailor-made education is the showpiece of Nashville 
Auction School. 

To provide the most comprehensive education, the school offers 
training for all levels of Auctioneers, from novices to longtime 
professionals. Nashville Auction School also provides state-
specific curriculum to help Auctioneers comply with any rules 
and regulations.

“If a student comes from 
Texas, we will instruct 
them on Texas auction 
law,” said Rhessa Hanson, 
the school’s executive 
director. “We go to great 
lengths to meet our 
students where they need 
to be met. 

“Every student receives 
the education he or she 
will need to be successful.”

Nashville Auction School was founded in 1964 by Buford Evans, 
who wanted to provide a quality auction education and raise the 
standards of the profession. In 1999, Wendell Hanson purchased 
the school with the commitment to continue Evans’ vision and 
mission. 

The school is student-centered, Rhessa Hanson said, boasting 
individualized curriculum, small class sizes and top-notch 
instructors.

Several programs are offered throughout the year. For beginners, 
Auctioneering 101 is offered three to four times a year and 
requires 85 hours over nine days. Average class size is 17 
students and does not exceed 24. 

For professionals who want to advance their careers, 
Fundamentals of Professional Auctioneering provides in-depth 

instruction throughout five sessions a year. The school also 
has added the only Automobile Auctioneer License Education 
program for public automobile Auctioneers offered in the 
country.

In 2002, the school developed the first online continuing 
education program for Auctioneers, eventually leasing the 
program to the National Auctioneers Association for all 

members to use. Today, 
Nashville Auction 
School is the only 
auction education 
provider in the country 
that requires continuing 
education in all 13 states 
that require it, Hanson 
said.

“In addition to providing 
basic education, we 
continue to look at ways 
we can really service 

professional Auctioneers in our industry,” Hanson said. “It is 
really important to us that we provide training for Auctioneers 
at every step of their career.”

In all courses, Hanson said, technology is a top area of 
instruction. 

“Technology is constantly changing, and our students have to 
learn to adapt,” she said. “We have a very technology-oriented 
curriculum and incorporate technology into everything we do.”

This year, the school is celebrating its 50th anniversary. In April, 
it will sponsor the “Relax, Refresh, Renew” Retreat in Nashville, 
along with an Advanced Auctioneering Summit. 

“We have a commitment and passion for auction education,” 
Hanson said. “We work really hard to make sure our product 
is useful and relevant, whether someone is just getting into the 
field or looking to advance.”

Showcase: Nashville    
Auction School  
State-specific curriculum keeps education relevant for   
school as it celebrates 50 years.
By Sarah Bahari, contributor

www.auctioneers.org
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WE BROADCAST

YOUR
AUCTIONS

NO COMMISSION
ON YOUR SALES !

LIVE VIDEO & AUCTION SIMULCAST

For a free demo call us at 
1-866-469-7575 

VORTEXAUCTION.COM

 “It is really important 

to us that we provide 

training for Auctioneers 

at every step of their 

career.”

Bryan Knox, CAI, GPPA; Barbara Bonnette, 
CAI, AARE, GPPA: Auctioneering 101 
graduates and IAC champions

Justin Ochs, CAI: Fundamentals of 
Professional Auctioneering graduate and 
IAC champion

Jenelle Taylor, CAI, BAS: NAS graduate 
2006; nationally recognized Benefit 
Auction trainer

Five NAS alumni currently serve in the 
Tennessee State House of Representatives: 

Andy Holt - Auctioneering 101 (2013) 

Dale Carr - Public Automobile Auctioneer 
Program (2008)

John Forgety - Auctioneering 101 (2008)

Judd Matheny - Auctioneering 101 (2008)

Marc Gravitt, CAI, AARE, GPPA - 
Auctioneering 101 (1990)

Famous Nashville 
Auction School alumni

www.auctioneers.org
http://vortexauction.com


 MeMbership ApplicAtion

Please complete all four 
sections of this form.

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

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; MUST BE PAID IN $USD)

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 
(US DOLLARS)

 
___________________________________________________________________
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)   

___________________________________________________________________
How did you hear about the NAA?

 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



NAA Payment Plan

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

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

Code of Ethics
The NAA Code of Ethics and its accompanying 
Standards of Practice guide members in the 
performance of their professional responsibilities 
and duties. Read the complete Code of Ethics at 
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. 

The NAA’s programs and benefits are designed to 
help you – the auction professional – promote and 
grow your company. Here’s how we can help:

Want to learn more about the auction business and take 
yours to the next level?
The NAA has the continuing education that can help make your 
company successful. From member pricing on any of the NAA’s 
seven designation courses to free iSeries webinars on an array 
of industry topics to archived sessions from past education events 
at NAAeducation.org, we’re dedicated to providing the best 
professional development opportunities for the auction industry. 

Maybe you’re looking for new ways to market your 
company and auctions!
Our online PR Toolkit at auctioneers.org includes access to the 
NAA Media Guide, state media directories, the NAA logo and 
customizable PowerPoint presentations. You can also customize 
your profile on the Find an Auctioneer online directory, where 
consumers can search for auction professionals by company, 
specialty, location and more! Add another resource to your 
marketing toolbox when you promote your clients’ auctions at no 
cost on the exclusive NAA Auction Calendar.

Want to stay up-to-date on the issues and trends 
impacting the auction industry?
The NAA has all the resources you need to stay tuned to the latest 
in auction information. Through content available exclusively 
in Auctioneer magazine, Auction E-News and online through 
Auctioneers.org, you’ll have award-winning news on legal issues, 
marketing, business trends, technology and more right at your 
fingertips.

And of course, everyone wants to keep the costs down 
and the bottom line low.
We offer members exclusive discounts on credit card processing 
with the NAA Credit Card Program; e-marketing solutions with 
Constant Contact; and regional and national advertising in  
publications including USA Today, Investor’s Buss Daily, The Wall 
Street Journal and the Network of City Business Journals. 

For a complete list of NAA benefits and programs, visit us online 
at www.auctioneers.org. For more information, contact Member 
Services at (913) 541-8084 or memberservices@auctioneers.org. 
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AROUND the BLOCK

•  Auctioneer Keith Babb, CAI, 
AARE, GPPA, of Monroe, 
Louisiana, has added to his 
legend by earning the 2015 
American Quarter Horse 
Association Racing Council 
Special Recognition Award.

 
 Babb, 70, was inducted into 

the National Auctioneers 
Association Hall of Fame in 
2004. In a release, Babb said 
he has retired from selling 
Quarter Horses after 40 years 
of conducting major race-bred 
auctions in the United States. 

• Jerry Collins, 33, of Pendroy, Montana, won the honor of 
Rookie Auctioneer of the Year at the Montana Auctioneers 
Association annual convention, Jan. 29-30, in Lewistown.

 Collins, who opened Collins Auction Service in March of 
2014, competed with seven other rookies in an auctioneering 
contest. A panel of three Lewistown community members, 
who were not Auctioneers but involved in the auction 
industry, judged the contestants’ auctioneering abilities.

 A graduate of the Western College of Auctioneering in 
Billings, Collins is a member of the state Auctioneers 
association and of the National Auctioneers Association.

• Peter Gehres, CAI, CES, won 
the 2015 Ohio Auctioneer 
Championship in January and 
will represent the state at the 
NAA International Auctioneer 
Championship during July’s 
Conference and Show in 
Dallas, Texas.

 Gehres bested 41 other 
contestants en route to 
winning the title in his ninth 
attempt, and he adds the Ohio 
crown to a trophy case that 
includes state championship 
from Michigan and Indiana.

 He is a current NAA Education Institute Trustee.

• David Canning CAI, of Murphysboro, Illinois, was 
inducted to the ISAA Hall of Fame Feb. 16, 2015, at the state’s 
annual conference and show.  Canning, a second-generation 

IN THE RING
P A G E

11
“When faced with a choice of products, we lean into brands we know and have 
experiences with, and it’s the brand logo that allows us to recognize the brand.”

Janet Barker-Evans
Senior Vice President / Executive Creative Director, Epsilon

“Some Auctioneers have a negative view of the buyer, like it’s us against them. We’ve 
worked to reposition ourselves.”

Tim Keller, CES
Keller Auctioneers
Lancaster, Pennsylvania

“Auctioneers need to stay focused on the auction business. We should be spending 
our time marketing and selling, not tied up in taxes.”

Mike Brandly, CAI, AARE
Executive Director, The Ohio Auction School
Groveport, Ohio

P A G E

31
P A G E

41

Babb

Gehres

www.auctioneers.org
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Whether you’re new to the industry or a time-tested veteran, this auction industry 
of ours always seems to have a few surprises up its sleeve. The last place you want 
to be caught unprepared is in the legal arena. 

Last fall, the NAA published “Legal Matters Within The Auction Industry,” a 
white paper that approaches several legal issues that auction professionals may 
face in their day-to-day business. The 18-page document was produced as part 
of the NAA iSeries – a year-long series of free webinars and white papers open 
to NAA members and the general public.

If you haven’t yet read the white paper or taken advantage of the free 
information produced within iSeries, archives are available to NAA members. 
Check all of it out at auctioneers.org/iseries. 

MEMBERS‘ CORNER

Legal questions?

Auctioneer, has been an ISAA member continuously for the 
past 30 years.  He served on the Board of Governors for six 
years before advancing through the chairs as Vice President, 

President-Elect, President and Past President.  He also served 
as chairman of the conference and the state championship 
contest committees.

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

www.auctioneers.org
auctioneers.org/iseries
http://hudsonmarshall.com
hudsonandmarshall.com


OPPORTUNITY KIT
NATIONAL AUCTIONEERS ASSOCIATION

2015

Get your message on the block!
 

Spreading your business message and brand 
is important, but having a sharp aim is 
mandatory in order for your efforts to work.

Let NAA’s creative marketing and advertising 
opportunities pinpoint prospective clients 
across print, digital and social platforms, as 
well in live settings.

The 2015 NAA 
Opportunity kit 

is out!

Email kpreston@auctioneers.org 
or call 913.541.8084 to start a 
pinpoint advertising program with 
NAA today!

ADVERTISERS!

mailto:kpreston%40auctioneers.org?subject=
mailto:kpreston@auctioneers.org
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communications

illumoscommunications.com

design
development
photography
copywriting

a creative collaborative for small businesses

AUCTION SCHOOL  
GREENVILLE, SC
4 Terms Per Year
800-689-5654 or 864-444-1321
Southeastern School of  
Auctioneering
www.SSAuctioneering.info

Haul Your Auction Podium 
In Your Car
• Large and small collapsable Podiums to choose from. 
• New Ultra Lite Podium, weighing 62 pounds, 
   olds up in 62 seconds,
• Haul it in your 1962 Sedan.
Mention this ad before the end of this month 
and ask for your FREE GIFT.
Yoder Bros Portable Auction 
Podiums
Ph. 260-768-8007ext 2
info@auctionpodiums.com
See Videos • www.auctionpodiums.com

Join, Like, and SHARE 
the NAA Facebook page! 

Be a part of your Association’s 
daily conversation, and share 

NAA with your industry contacts 
and clients!

www.auctioneers.org
mailto:kpreston@auctioneers.org
http://satelliteprolink.com
http://illumoscommunications.com
www.SSAuctioneering.info
mailto:info@auctionpodiums.com
www.auctionpodiums.com
http://facebook.com
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(423) 912-1122

tracidower@aol.com

Vice Chair
Angela Johnson
(352) 490-9160

aqj3and1@gmail.com

Trustees
Hannes Combest, CAE 

(913) 563-5413
hcombest@auctioneers.org

Sandy Bauermeister
(260) 493-9206

bauermeister@earthlink.net    
Debra Brock

(316) 733-1498
djbrock@cox.net 

Secretary
Annette McCurdy

(316) 683-0612
amccurdy@mccurdyauction.com

Immediate Past Chair
Kim Ward, CAI, BAS, CES

(423) 528-4043
kim@wardauction.net

Member at large 
Lori Jones

(214) 714-7696
info@texasauctionacademy.com

Administrative Manager
Lucinda Terrel
(816) 873-0239

 lrterrel@hotmail.com

NAA Education Institute  
Trustees 2014-2015

Officers
Chair 

William T. McLemore, CAI
(617) 517-7675

will@mclemoreauction.com

Vice Chair
JillMarie S. Wiles, CAI, BAS 

(503) 263-4747
JillMarie@JillMarieWiles.com

Trustees 
Through July 2016

Peter D. Gehres, CAI, CES
(614) 306-1435

petergehres@gmail.com

Through July 2015
Darron J. Meares, CAI,  

BAS, MPPA
864-947-2000

darron.meares@ 
mearesauctions.com

Jason Winter CAI, AARE, CES
(816) 884-1987

jasonbwinter@me.com
Robert S. Weiman, CAI, AARE, 

BAS CES, GPPA
(314) 680-8598

rob@moundcityauctions.com

Through July 2017
Janine Huisman, CAI, ATS, 

BAS, GPPA
(209) 745-4390

janine@huismanauction.com
Andy Imholte, ATS, BAS

(612) 799-7471
andy@solditatauction.com

NAA Representative
Spanky Assiter, CAI, AARE

(806) 655-3900
spanky@assiter.com

Education Staff

Director of Education
Aaron Ensminger
(913) 563-5426 

aensminger@auctioneers.org

Education Coordinator
Kerry Boydstun
(913) 563-5432

ttruitt@auctioneers.org

Education Program Specialist
Lois Zielinski

(913) 563-5428
lzielinski@auctioneers.org
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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

mailto:auctions%40russelljohns.com?subject=Auction%20Showcase


Visit UnitedLuxuryPropertyShowcase.com to browse our catalog.

Contact us today! 
Call 800-444-5044 
for more information 
about joining our 
global network.

United Country recently 
showcased our properties 
at the Luxury Properties 
Showcase in Shanghai – 
part of a multi-city tour 
through Beijing, Hong 
Kong and Guangzhou 
China. The tour through 
China is one of many 
continuing initiatives 
coordinating United PRD 
International resources to 
bring our affiliates’ property 
listings to the global 
market. Having already 
showcased properties 
in Dubai and London, 
we offer our auctioneers 
the opportunity for an 
unsurpassed global reach.

YOUR AUCTIONS AND PROPERTIES 
HAVE A NEW CONTINENT OF BUYERS

http://unitedluxurypropertyshowcase.com

