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Grit is passion and perseverance for long-term 
and meaningful goals. It is the ability to persist 
in something you feel passionate about and 

persevere when you face obstacles.

As I write this, California, Illinois, Missouri and 
New York have asked their residents to shelter in place. 
The Kansas Governor has called school off for the rest 
of the school year and in my own state of Missouri, the 
Governor announced that the number of positive cases 
confirmed in the state is 48. 

Many of us in our industry are seeing our businesses 
challenged due to local, state or national guidelines. 
For the first time in almost 40 years CAI was canceled. 
So, what are we learning about our industry, about our 
business, about our way of life?

I’m not sure we know yet what the lessons are for 
us to learn but I am confident that we will come out of 
this pandemic stronger than when we came into it.

On March 18, NAA sent out a survey about the state 
of the auction industry. Who knew that the following 
day, states would begin to close their borders or that 
the President would issue a ban on international 
travel? It is changing daily, and as I write this, I just 
wonder what will happen in two more days, much less 
in two or three weeks when you actually read this.

I see how people are on Facebook sharing resources 
on how to continue their businesses while working 
remotely. I see how quickly NAA responded with 
a resource page on our website (auctioneers.org/
covid19) to help auction businesses survive. I see how 
kind people are being and how people are reading 
more. Maybe this is the lesson we all need to learn ...

It is important for us all to stop what we are doing 
sometimes, reassess, learn different ways of conducting 
business and move on.

Prior to the pandemic, the auction industry seemed 
to be in a good place, but was it? We didn’t have data 
to suggest otherwise. As NAA members respond to 
our survey, we are seeing how people are being affected 
through the pandemic—and my guess is that we will 
see more in future surveys. 

We still whave battles to fight. NAA has been on 

the forefront of fighting on the Remote Sellers Sales 
Tax issue (due to the decisions made by the U.S. 
Supreme Court in South Dakota v Wayfair). We have 
maintained a web page of resources you can use on 
the website (auctioneers.org/advocacy/Remote-Sellers.
org). And we have continued to send Richard Barton, 
the CEO of Zillow letters to change their mobile site 
about how auctions are posted. See page 12 for more 
information about our advocacy efforts.

NAA is learning how to conduct business differently 
as well. We have offered lots of online education 
through iSeries and through past Conference & Show 
recordings. But we are looking at how to facilitate 
things differently and communicate what you need, 
when you need it. We want to be a resource to you … 
even though times are different.

What about Conference and Show? Today I don’t 
know. That may be different by the time you read this 
… who knows. But decisions will be made with you 
in mind—just like we considered the health of the 
students and faculty at CAI. 

So, keep in touch with us through our Facebook 
group—NAA Auction Professionals—if you aren’t in 
that group, request it and we’ll get you included if your 
membership is active.

Stay safe, keep healthy and remember that 
#theauctionlifeisthegoodlife!

We’ll get through this together! v

Stronger together

Jason Winter, CAI, 
AARE, AMM, CES
NAA President

Jason Winter is owner 
and auctioneer at 
West Central Auction 
Company and broker at 
Century 21 West Central 
Real Estate. He spent 
years on the Education 
Institute Trustees before 
becoming chair. He was 
elected to the Board in 
2016 and elected vice 
president in 2018. 

FROM THE PRESIDENT
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CONFERENCE WEBSITE

The place for all things 
Conference & Show related, 
conferenceandshow.com, is now 
live and filled with highlights, hotel 
and city information, registration, 
conference schedule, exhibitor 
information and more. 

Visit conferenceandshow.com 
today!

Community of Practice newsletter
Are you receiving our e-mail newsletters targeted 
to your specific area of expertise? Update your 
member profile today at auctioneers.org. Log in 
under Member Area, then select your community 
(or communities) of practice to receive monthly 
info especially for you!

JOIN THE COMMUNITY

EMAIL NEWSLETTERS

V
Auction eNews monthly newsletter
Relevant, important news from the NAA as well as the auction 
industry. Subscriptions are available at auctioneers.org/subscribe.

DIGITAL 
EDITION 

AVAILABLE!

youtube.com/naaauctioneers

National Auctioneers Association

NAA STUDENT MATERIALS
Did you know that in addition to our new NextGen section of 
the website, we also have links to useful resources to education 
the next generation of auctioneers? From middle school 
curriculum to a comic book and auction craft, you’ll find it all 
now under the Students tab at auctioneers.org.w

updated icons!
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because auctioneers come 
in many forms



As we were finishing this 
issue of the magazine, we 
were also releasing our first 
State of the Auctoin Industry 
Amid COVID-19 Report, the 
first of at least three reports 
we will distribute.

The survey is full of 
graphs and analysis of the 
auction industry as of March 
18, 2020, useful in making 
decisions for your business. 

This effort was made 
possible by your survey 
responses, and we appreciate 
your continued participation 
in future surveys so that we 
can continue building our 
voice of authority within the 
auction industry.

Find this report and other 
information on our website 
at auctioneers.org/covid19.

COVID-19 has disrupted 
normal life and business as we 
have known it. In response, the 
NAA published a letter from 
President Jason Winter, CAI, 
AARE, AMM, CES, encouraging 
the industry to keep government 
regulations in mind when 
deciding whether or not to 
continue holding live auctions.
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News

Your Association at Work: COVID-19 Update

NAA releases 
statement on 
COVID-19

Education, advocacy and technical content from the NAA

 

 
March 20, 2020 
 
To our valued members and the auction industry: 

 
The COVID-19 pandemic has thrust us all into unprecedented times and affected the auction 

industry suddenly, and to an extent we could not have imagined.  

 
The limitations to travel and face-to-face gatherings have halted or slowed many in the 

industry, including contractors who work all around the world, fundraisers who rely on large 

events, and live auctioneers everywhere. We know that many of you have experienced 

innumerable cancellations and postponements, and that the road ahead is uncertain and 

frustrating. 
 
The National Auctioneers Association encourages all auction professionals to follow the health 

and safety guidelines outlined by the Centers for Disease Control and Prevention, as well as 

national and local government. This includes staying home if you are sick, avoiding social 

gatherings of more than 10 people, working from home when possible, and practicing good 

hygiene. Make your decisions on whether to hold your auction with these recommendations in 

mind. To mitigate the spread of this virus it is critical that you follow those guidelines. 

 
If you have decided to move your auctions online or to live simulcast as an alternative, we work 

with many vendors who can help establish or increase this type of business for you. Also 

remember that you can schedule pickup of sold items, when applicable, to avoid gatherings. 

 
We will be here for you, as an informational and educational resource, as a listening ear, and as 

an encouragement. We have created a web page at auctioneers.org/covid19 with helpful links 

to web pages and articles relevant to the auction industry. This will be updated continuously.  

 
We also recommend connecting with auctioneer communities on social media, where 

auctioneers are helping auctioneers – AHA! 

 
And as a reminder, please take time to fill out the survey we sent via email. It will help us 

provide more helpful resources and better serve you during this time.  

 
Sincerely, 
NAA President Jason Winter, CAI, AARE, AMM, CES 

 
 

In conjunction with The State 
of the Auction Industry Amid 
COVID-19 Report, NAA will 
be hosting webinars around 
specific industry topics to help 
you and your business navigate 
this difficult time. If you have a 
topic in mind, please reach out 
to kfranz@auctioneers.org.

State of the Auction Industry Report

Currently, the 
long-term effects 

to the auction 
industry are 

unknown. But 
as the public’s 
traditional way 

of life is in 
upheaval, it might 

be the perfect 
opportunity to 
prove that the 

auction method 
of marketing 
works in any 

economy—if we 
choose to adapt.

NAA State of the Auction 
Industry Amid COVID-19

NAA COVID-19 
resource web page

Check out auctioneers.org/
covid-19 for information, 
resources for your business 
and ways to connect with 
your fellow auctioneers. Let 
us know what else you need 
by reaching out to eshipps@
auctioneers.org.

COVID-19 
Webinars

http://auctioneers.org/covid19
www.auctioneers.org
mailto:kfranz%40auctioneers.org?subject=
mailto:eshipps%40auctioneers.org?subject=
mailto:eshipps%40auctioneers.org?subject=
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News

Advocacy: The NAA representing the auction industry

In August 2012, then members of the 
National Auctioneers Association Board of 
Directors met in Chicago to discuss the future 
of the organization. The NAA had emerged 
from tough financial times, and as a result, the 
Board was looking ahead.

During discussions, then Presidential-
appointee Tom Saturley, CAI, introduced his 
vision for NAA by comparing the organization 
to a “three-legged stool.” The symbolism 
showed NAA as the seat that is supported by 
educational efforts for those in the auction 
industry, promotion of NAA members, 
and advocacy for the industry. The Board 
adopted a new mission statement (NAA 
exists to provide critical resources to auction 
professionals that will enhance their skills 
and successes.) and a new vision statement 
(NAA members will be the preferred auction 
professionals used in the marketplace.). The 
three-legged stool became the strategic 
initiatives or the way NAA conducts business.

NAA operates with a limited budget (e.g., in 
2019, the association collected approximately 
$2.4 million in revenue). Committees were 
tasked in each of these strategic initiatives to 
determine how NAA could effectively conduct 

business in a sustained manner. Promotional 
efforts were established, including National 
Auctioneers Week; educational classes were 
updated; Day on the Hill and other events 
were started by the Advocacy Committee.

In the last several years, NAA’s reception 
at Day on the Hill has grown from having 
not only NAA members and Congressional 
Representatives, the Honorable Billy Long 
from Missouri and the Honorable Jeff Duncan 
from South Carolina, but also numerous 
additional Congressional representatives 

Ailie F. Byers, CAI, AMM, BAS, Chair of the 
NAA Advocacy Committee, noted that these 
relationships having been carefully fostered 
over the last few years, resulting in the NAA 
being known by those outside the industry. 

“NAA’s efforts have included sending 
letters to the representatives of members 
who appear in Auctioneer, congratulatory 
and introductory letters to new members of 
Congress, in addition to the advocacy work 
discussed in this article,” Byers said.

Just two years ago, in January 2018, NAA 
found itself at the forefront of an advocacy effort 
within the auction industry. The case of South 
Dakota v Wayfair, regarding the method of 

determining who is responsible for the collection 
of state sales tax, gave the NAA a chance to 
advocate at a national level for our industry. 
The NAA’s leadership, in union with state 
auctioneers’ associations, filed an amicus brief 
on behalf of Wayfair. However, the U.S. Supreme 
Court ruled in favor of the state government of 
South Dakota. As a result, the overwhelming 
majority of states now have laws asserting 
businesses that sell items to out-of-state buyers 
must collect sales tax in the state in which the 
asset is received. Due to varying state regulations 
and a myriad of compliance issues concerning 
threshold triggers and what is taxable, the NAA 
has advocated for federal intervention regarding 
tax retroactivity, reasonable thresholds, and 
other requirements in collecting and remitting 
these taxes. Due to these efforts, the NAA and its 
members have been called upon by journalists, 
Senate committees, as well as policy groups to 
help advance the case for these actions. 

NAA staff and leadership are also keeping 
a close eye on a case being heard in the New 
Jersey appellate court, requiring a three-day 
waiting period before sellers can close on a 
real estate sale in order to allow the buyer’s 
attorney to review the proposed contracts—
as opposed to closing the sale with the fall of 
the hammer.

In other matters, NAA has been advocating 
for Zillow to repair their listing service so that 
auctions can be listed without being defined as 
foreclosures. This has been a two-year effort with 
success shown on the desktop version for Zillow, 
but at the time of this writing, not on the mobile 
site. Despite the delay, the NAA continues to 
request that Zillow update its systems for fairness 
on behalf of the 3,500 members as well as 
auction professionals who are not members. 

“NAA commits to advocating for not just 
our members but for the thousands of auction 
professionals across the country,” Byers said. 
“That is just one of the many reasons I am a 
member of NAA and a member of the Board.” v

For more information about NAA’s advocacy 
efforts, visit auctioneers.org.

www.auctioneers.org
http://auctioneers.org
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National Auctioneers week 
is later this month! While we 
realize this is not a great time 
for anyone in the country, we 
do have a chance to prove to 
the public that the auction 
method of marketing works no 
matter what else is going on in 
the market. 

While National Auctioneers 
Week will be different than 
it has been in the past, you 
can still put up that #NAAPro profile frame 
and tell all your friends and community how 
proud you are to be an auctioneer. 

We are still working on some graphics that 
will help you tell your story. You may have 

noticed our ads in the magazine showcasing 
the different forms auctioneers take. We will 
continue that effort by providing imagery and 
messaging that help people understand what 
you do, no matter which assets you market.

Every day during the week we will cover 
a different asset, mostly based on our 
communities of practice. Keep your eyes 
on our Facebook page and in the NAA 
Professionals Group for more information.

2020 National 
Auctioneers Week National 

Auctioneers 
Week

April 27 - 
May 2, 2020

because auctioneers come 
in many forms

National 
Auctioneers 

Week
April 27 - 

May 2, 2020
because auctioneers come 

in many forms

National 
Auctioneers 

Week

April 27 - 
May 2, 2020

because auctioneers come 
in many forms

http://worldwidecollegeofauctioneering.com
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News

The NAA Candidate Review Committee 
(CRC) endorsed a total of five candidates 
for three positions, including vice president 
(uncontested), and two director seats (four 
candidates).

The following candidates will be running 
for election at the Annual Meeting, July 16, at 
the 70th International Auctioneers Conference 
& Show in New Orleans. Vice President: Beth 
Rose, CAI, AARE, AMM; Director: Kathy 
Baber, CAI; Trisha Brauer, CAI, BAS; Philip 
Gableman, CAI, AMM, GPPA; and Penny 
Worley, CAI.

Two other candidates applied but did not 
receive the endorsement from the CRC. 
According to the NAA Bylaws Article XIII.2 
(insert the link), these two individuals may 
still run without the CRC’s endorsement.

According to Tim Mast, Chairman of 
the 2020 Candidate Review Committee, the 
Committee interviewed six candidates for two 
Director positions and determined that the 
competencies that were needed on the board 
were best filled by the four endorsed candidates.

“We appreciate all of the candidates who 
applied, but it is the job of the CRC to endorse 
up to three candidates for each position. There 
are two positions available for director and the 
committee selected the candidates it believes 
best represented the competencies required 
for these positions,” Mast said. “We are happy 
that we had such a great candidate for Vice 
President in Beth.”

According to NAA Bylaws, the Candidate 
Review Committee is charged with screening 
candidates’ eligibility and assessing 
qualifications for service. According to the 
Bylaws Article XIII 2. ...Members who are 
not recommended by the Candidate Review 
Committee may still run for office as long as 
the deadline date is met. 

At press time, no candidates had officially 
requested to be listed.

Absentee ballots will be distributed to all 
active members in May and the final election 
will occur during the annual meeting at the 
International Auctioneers Conference and 
Show in San Diego on July 16, 2020. v

NAA announces 2020 election candidate endorsements

CANDIDATE FOR VICE PRESIDENT
Beth Rose, CAI, AARE, AMM

CANDIDATES FOR DIRECTOR (TWO POSITIONS ARE OPEN)

Penny Worley, CAI

Kathy Baber, CAI

Trisha Brauer, CAI, BAS

Philip Gableman, CAI, AMM, GPPA

THE CANDIDATE REVIEW COMMITTEE 
CONSISTS OF:

Chairman of the Board 
Tim Mast, CAI, AARE
President 
Jason Winter, CAI, AARE, AMM, CES
Representative of the Education 
Institute of Trustees
Sherman Hostetter, CAI, AARE, 
BAS, CES
Representative from the 
Foundation
Cristie King, CAI, AMM, BAS
State Representative 
Randy Wells, CAI, AARE, BAS, CES

www.auctioneers.org
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News

March 2-3, the NAA’s State 
Leadership Conference hosted 
67 state association board 
members, and gave them the 
opportunity to network and to 
discuss the different issues facing 
the auction industry and our 
associations. 

The conference focused on a 
variety of topics: developing a 
member mentorship program, 

tips and tricks for membership 
recruitment and retainment, 
and ways to improve state 
conferences.

State Leadership Conference 
was sponsored by: 

•	 1-800-THE-SIGN
•	 AuctionLook
•	 Tractor Zoom

State Leadership 
Conference provides 
resources for state 
associations

Digital Marketing 
Summit a huge hit 
with attendees

The NAA’s first summit 
devoted entirely to digital 
marketing included 94 attendees.

Keynote Speaker Garry Grant, 
SEO, Inc., captivated the crowd 
with a look into company website 
performance. He also donated 
two website audits raising 
$10,000 for the Foundation.

Other topics included Google 
and Facebook advertising, 
segmenting your audience, data 
analyzation and marketing online 

auctions in the new decade.
Digital Marketing Summit was 

sponsored by: 
•	 1-800-THE-SIGN
•	 Auction Flex
•	 AuctionTime.com
•	 Basinger Audio Systems

•	 Global AMS
•	 Poor Jellyfish Marketing 

Agency

•	 Proxibid
•	 Wavebid

AMM Rewrite Committee plans new AMM 
and AMM Next

The AMM Rewrite 
Committee (John Schultz, 
AMM, Billie Jo Schultz, CAI, 
AMM, Sara Rose Bytnar, CAI, 
AARE, AMM, BAS, Jason 
Roske, CAI, and Robert Mayo, 
CAI, AARE, AMM, GPPA) met 
together on March 10-11 at 
NAA headquarters to revamp 
the AMM class and create a new 
AMM Next class. 

AMM Next will be ready 
for Conference & Show in July 

and is being designed for those 
who already have their AMM 
(or ATS) designation and want 
to implement cutting edge, 
advanced marketing strategies 
and best practices. AMM will be 
ready for Designation Academy 
in December and is designed 
for professionals who want to 
improve their marketing skills 
and practices for stronger 
impact and better results.

www.auctioneers.org




Name of Nominee

Residence Address

City State Zip code

Phone

BUSINESS INFORMATION

Name of Firm

Position in Firm Number of Associates or Partners in Firm

Business Address

City State Zip code

Phone

PERSONAL AND FAMILY INFORMATION

Spouse’s Name

Does spouse participate in the auction profession?    n yes     n no

If yes, please explain:

Number of Children

Do any participate in the auction profession?    n yes    n no

If yes, please explain

PROFESSIONAL INFORMATION

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

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

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

Does the nominee specialize in any particular field of auctioneering?    n yes    n no

If yes, please explain

State Association(s) of nominee

NAA ACTIVITY

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

2016 NAA HALL OF FAME NOMINATION FORM
PAGE 1

2020



STATE ASSOCIATION ACTIVITY

List state association involvement, offices held, etc.:

COMMUNITY INVOLVEMENT

List any notable community activities:

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

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

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

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

Submitted by (please print) ___________________________________________________________________________________________________________________________________________________________________________

Address _______________________________________________________________________________________________________________________________________________________________________________________________________________

City__________________________________________________________________________________________________State______________________________________________________Zip ________________________________________________

Phone __________________________________________________________________________________________________________________________________________________________________________________________________________________

2016 NAA HALL OF FAME NOMINATION FORM
PAGE 2
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Virginia
Auctioneers from across the state of 

Virginia convened in Leesburg on Jan. 10-11, 
2020, for the Virginia Auctioneers Association 
(VAA) annual conference. 

The Jake Horney Memorial was awarded 
to Fred Wilson of Hampton, Virginia, the 
Auctioneer of the Year was awarded to Kervin 
Yoder of Stuarts Draft, Virginia, and the Hall 
of Fame was awarded to Jerome Clark formally 
of Mechanicsville, Virginia.

Highlights of this year’s conference 
included the, annual Trade Show with 16 
industry vendors, the Virginia Auctioneers 
Ringman Contest and Championship, 
Auction Marketing Awards, the annual 
Awards Dinner, Presidential Luncheon and 
the election of the Board of Directors. 

This year the VAA was honored to have Anne 
Nouri, CAI, AARE, BAS, GPPA, Ailie Byers, 
CAI, AMM, BAS, Billie Jo Schultz, CAI, AMM, 

and Ambra Walker, AMM, covering the topics 
of Sales Tax (Wayfair vs South Dakota), Google, 
Coins and Stamps. 

Election results:
•	 Fred Wilson – President
•	 Josh Puffenbarger – Vice-president
•	 Kathy Woodcock, AARE, AMM, CES – 	
	 Treasurer
•	 Brad Austin – Director
•	 Kervin Yoder – Director

Competition results: 
•	 Stephen LaRaviere – 2020 Virginia 		
	 Champion
•	 Chip Jones – Ringman Champion

Kentucky
The 63rd Annual Convention of the 

Kentucky Auctioneers Association, Inc, 
was held in Bowling Green, Kentucky, Feb. 
7-9, 2020. John Schultz, AMM, National 
Auctioneers Association director, represented 
the NAA and presented at the convention.

102 members and 24 guests registered for the 
convention, plus a number of non-members 
attended continuing education classes offered 
on Thursday and Friday prior to the Saturday 
opening. The Kentucky Cabinet for Public 
Protection, Kentucky Board of Auctioneers 
sponsored a three-hour presentation by auction 
law expert George Michak, which was open to 
the public without charge. 

Long time KAA Board member and Lifetime 
Achievement Award recipient Doyle Wilson, 
Country Boy Realty and Auction, Gamaliel, 
Kentucky, was named to the KAA Hall of Fame, 
and James ‘Jimmy’ Willard, CAI, AMM, H Barry 
Smith Co, Shelbyville, Kentucky, was presented 
the Lifetime Achievement Award. Immediate 
Past President Russell Mills, Mills Auction and 
Realty, Scottsville, Kentucky, was recognized for 
his outstanding service to the KAA Board of 
Directors with the Executive Director’s Special 
Award. Matt Ford, CAI, AMM, Ford Brothers 

Inc, Somerset, Kentucky, was named Auctioneer 
of the Year. The winners of the 18 categories 
of advertising and promotion were presented 
recognition awards by the contest sponsor, the 
Bowling Green Daily News. 

The KAA announced it will sponsor the 
Second Annual Battle of the Bluegrass Bid 
Calling Championship on Aug. 22, 2020, at 
the Blue Grass Stockyard and Marketplace, 

Lexington, Kentucky. The prize money was 
once again set at $10,000 with $5,000 going to 
the winner.

Election results:
•	 Shaun Logsdon – President
•	 John Wayne Kessler – President-Elect
•	 Davin Smith – Vice-President

Competition results: 
•	 Will Gregory – 2020 Kentucky State 
Champion Auctioneer
•	 Seth Hembree – First Runner-up
•	 Tyler Mounce, AMM – Apprentice Division 	
	 Winner
•	 Tammy Wells – Female Division Winner
•	 Kourtney Ashby – First Runner-up 		
	 Apprentice and Female Divisions
•	 Davin Smith – Ring Person Winner

News

State Watch

www.auctioneers.org
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Arkansas
Each year the Arkansas Auctioneers 

Association chooses an individual for the 
prestigious title of the AAA Hall of Fame 
Inductee. This year, Kenneth Witcher and Ken 
Warner were selected for this honor.

Advertising contest winners include Color 
Brochure: Bid Last & Win, Black & White 
Brochure: Bid Last & Win, Color Sale Bill: 
Border Town Auctions, Black and White Sale 
Bill: Bid Last & Win, Photography: Bid Last 
& Win, Postcard: Bid Last & Win, Stationary: 
Bid Last & Win, Newspaper: Bid Last & Win, 
Website: Witcher Auctions, Social Media Page: 
Witcher Auctions.

Competition results:
•	 Ben Witcher – 2020 Junior Bid Calling 	
	 Champion
•	 Henry Witcher – Junior Runner-up

•	 Ryan Dean – Rookier Bid Calling Champion
•	 Benjamin Bevins – Rookie Runner- up
•	 Jayson Snider – 2020 Ringman Champion
•	 Dennis Huggins – Ringman Runner-up
•	 �Tony Wisely, CAI, BAS – 2020 Pro Bid 

Calling Champion
•	 Whitey Mason, CAI – Pro Runner-up
•	 �Junior Staggs, CAI – 2020 Champion of 

Champions Winner
•	 Neal Davis – Champions Runner-up

Oklahoma
The Oklahoma State Auctioneers 

Association presented the Eddie 
Haynes Scholarship to a first-time 
attendee. This was awarded to Willy 
Sawatzky. Shawn Terrel, CAI, AARE, 
was the 2020 inductee to the OSAA 
Hall of Fame.

2020 OSAA Board members 
include: Buck Hutchens, Barrett Bray, 
CAI, AMM, BAS, Matt Sandmann, 
Rick Miller and Zach Vierheller, CAI.

Competition results:
•	 Tyler Bell – 2020 Junior Bid Calling 		
	 Champion
•	 TW Davis – Junior Runner-up

•	 Ryan Dean – 2020 Rookie Bid Calling 	
	 Champion
•	 Courtney Gougler – Rookie Runner-up
•	 Dennis Huggins – 2020 Ringman Champion
•	 Cade Richeson – Ringman Runner-up
•	 Cody Shelley – 2020 Pro Bid Calling Champion

•	 Dennis Huggins – Pro Runner-up
•	 Arlyn Imel – Champion of Champions Winner
•	 Carlin Hooten – Champion Runner-up

Advertising contest winners:
•	 Color Brochure: Heard Auction & Real Estate
•	 Black & White Brochure: Smith & Co.
•	 Color Sale Bill: Heard Auction & Real Estate
•	 Black & White Sale Bill: Smith & Co.
•	 Photography: Heard Auction & Real Estate
•	 Post Card: Wiggins Auctioneers
•	 Stationary: Wiggins Auctioneers
•	 Newspaper: Wiggins Auctioneers
•	 Website: Wiggins Auctioneers
•	 Social Media: Heard Auction & Real Estate
•	 Commercial Video: Lippard Auctioneers
•	 Radio Spot: Lippard Auctioneers

Montana
The Montana Auctioneers Association 

held its annual convention Jan. 24-25, 2020, 

in Billings, Montana, with 65 in total 
attendance. Merton Musser, CAI, AARE, 
AMM, BAS, MPPA, was inducted into the 
MAA Hall of Fame.

Election results:
•	J.K. Kinsey, CAI, AMM – President
•	Nick Bennett, CAI, BAS – Vice-president
•	Merton Musser – Treasurer
•	Wade Afleck – Director
•	Brian Young – Director

Competition results:
•	 Dan Goss – Pro Champion
•	 Cole Morrison – Rookie Champion

Florida
Hugh Fred 

Dietrich, III, a 
life member of 
the NAA, was 
inducted into 
the Florida 
Agricultural 
Hall of Fame 
on Feb. 11, 
2020. Fred has 
been actively engaged in Florida’s agricultural 
industry throughout his life. The Flying D 
Ranch is known for its champion cattle, herd 
management and land stewardship.
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Missouri
The Missouri Professional Auctioneers 

Association held its 2020 Winter Conference, 
Feb. 14-16, 2020, in Springfield, Missouri.

Competition results:
•	 Mike Witten – 2020 MPAA Bid Calling 	
	 Champion
•	 Carter Haslag – 2020 Rookie Champion
•	 Heath Downing – 2020 Ringman Champion

Election results: 
•	 Ed Warden – President
•	 Toney Thornhill, CAI, BAS – President-elect
•	 Jocelyn Winter, BAS – Vice-president
•	 Mike Easterly – Immediate Past President
•	 Chad Shepard – Director
•	 Jayson Snider – Director

Submit your post-event news online at
auctioneers.org/statenews

Ohio
Auctioneers from across the state of Ohio 

convened in Columbus Jan. 3-4, 2020, for 
the Ohio Auctioneers Association (OAA) 
annual conference. 

Russell T. Kiko, Jr., CAI, of Salem, Ohio, was 
inducted into this year’s Hall of Fame class. 

Highlights of this year’s conference 
included the, annual Trade Show with over a 

dozen industry 
vendors, the 
Ohio Auctioneers 
Championship, 
Auction 
Marketing 
Awards, the 
Hall of Fame 
Induction, 
Presidential 
Luncheon and 
the election of 
the Board of 
Directors. 

Throughout the weekend, auctioneers 
were presented with dynamic and engaging 
educational seminars from industry leading 
auctioneers and presenters sponsored by the 
Ohio Auctioneers Commission/Department 
of Agriculture. This year the OAA was 
honored to have Trey Morris, 2019 IAC 
Champion, Mike Brandly, Steve Chupp, 
Chris Rasmus, Doug Alt, and Anne Nouri. 
With Chad Willett as the Keynote Speaker. 

Competition results:
•	 Billy Peyton – 2020 Ohio Senior Division 	
	 Champion
•	 Brad McGovern – 2020 Ohio Junior 		
	 Champion

Election results:
•	 Wade Baer, CAI, AMM – President
•	 Seth Andrews, CAI – Vice-president
•	 Karen Huelsman, CAI – Treasurer
•	 Rudy Kiko – Director
•	 Brad McGovern – Director
•	 Darby Walton – Director

New York
New York auctioneers convened in 

Albany Feb. 15-17 for the New York State 
Auctioneers Association annual convention. 

John and Jean Gokey of North Hudson, 
NY were inducted into this year’s Hall of 
Fame class. James Mason of Fillmore, NY was 
awarded Auctioneer of the Year. 

Highlights of this year’s convention 
included the Hall of Fame and Auctioneer 
of the Year Awards, the Bid Calling 
Championship, Fun Auction, Marketing 
Awards, the election of the Board of Directors 
and the Presidential Banquet. 

Throughout the weekend, auctioneers 
were presented with dynamic and engaging 
educational seminars from industry leading 
Auctioneers and presenters including Greg 
Magnus of ER Munro; Morgan Hopson, CAI, 
2019 IAC Chamion; Aaron Traffas, CAI, ATS, 
CES, and Helen Rothburg, PhD. 

Competition results:
•	 Brayden Webber – 2020 NYSAA Bid Calling 	
	 Champion
•	 Carrie Hessney-Doran, CAI, AMM, CES – 	
	 Reserve Champion
•	 Sam Kapur – Rookie Champion

Election results:
•	 Todd Jantzi – President
•	 Randy Moyer – Vice-president
•	 Donald Benz – Director
•	 Jennifer Gableman, CAI, ATS – Director

www.auctioneers.org
http://auctioneers.org/statenews
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TO SPEAK WITH BRIGITTE KRUSE YOU MAY CALL: (702) 580-3364 OR EMAIL: BRIGITTE@GWSAUCTIONS.COM

VOTE FOR 

FOR 2020 NAA BOARD 
OF DIRECTORS

BRIGITTE 
KRUSE 

Mission:
• I will help enhance the overall member experience and 
add more value to our memberships. This includes: 
o Adding more resources to our trade show and NAA events 
o Seeking out corporate sponsorships to help make our trade show 
and/or events more affordable for our members, as well as their families.

•• I will advocate for our members and listen to their ideas, needs and 
concerns

• Increase member benefits by creating more revenue and offering 
member incentives to help absorb some current costs for our most loyal 
members.

• Showcase all of our members to create marketable 
content for Socials

•• Focus on involving our families, more activities for our children and 
more ways to include our spouses. I believe we need to support our 
loved ones they way they support us.

• Increase new membership

About Brigitte Kruse:
FFifth-generation auctioneer Brigitte Kruse is the co-founder of GWS 
Auctions, which specializes in high-profile, celebrity-owned assets and 
memorabilia, Royal family estates, fine jewelry and Runway Fashion 
Show Couture Auctions. She has represented 16 Royal family collections 
at auction and works with some of the biggest name celebrities on a 
regular basis. She has been around the auction industry her entire life 
and was trained in business by her grandfather who had an office in the 
EmpiEmpire State Building and specialized in commodity auctions, 
specifically rail cars of oil and heavy equipment. This is where she 
learned about innovation and to be a quick thinker at a very young age.

A self-made success, Brigitte Kruse and her husband started their 
company out of their garage in 2009. Brigitte makes 100% of her living 
in the auction industry. Brigitte is married to her husband Mike Sislyan 
and they have three children together. Kruse manages a network of 
buyers and sellers all over the globe. Brigitte Kruse is the first woman 
auctioneer to set a Guinness World Record and was the first auctioneer 
to be Knighted by the Royal Family and received the title of 
“Ambassador o“Ambassador of the Arts” due to her expanding on her talents as an 
auctioneer and learning to bid call in five languages. She also holds 
multiple auction records and has been featured in; Forbes, Fortune 
Magazine, Rolling Stone, Fox Business National News with Maria 
Bartiromo, CNN, NBC, ABC, CBS, Bloomberg, KTLA and Good Day LA. 
She is a master promoter and cares about showcasing the entire industry 
more than just herself. 

She believes that it is up to the auction industry to create relationships 
with the press and showcase what we do in the best light to instill the 
value of all auction professionals. Brigitte is a 4th generation NAA 
member and truly cares about our future. She also has children that 
aspire to be in this amazing industry. She cares about the industry 
thriving more than her own success and believes we as an industry 
are only as good as our weakest auctioneer. 

Qualifications:
• I started working auctions at the age of 4 and have worked in this business for over 33 years!
• I am a full-time Auctioneer and make 100% of my living in the Auction Business. 
• I am a fifth-generation Auctioneer with humble, first-generation beginnings 
• 2015-2016: Served as an ambassador for the NAA
• 2016-2016: Served on the Committee for the “Women in the Auction Industry Summit”
•• 2015-2019: President of Kruse Foundation - Auburn, Indiana
• 2016-Current: IAC Care Packages Program (Funded and Created by my husband and I)
• 2017-Current: Board member of Beverly Hills Design Institute
• 2017-Current: Member of Forbes Business Council
• 2017-Current: Forbes Business Council Los Angeles Chapter Member Benefits Contributor 

YOUR VOICE AT THE NAA
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There are a few items to distinguish and clarify in 
responding to the questions. Each item put up for 
sale at an auction is a separate sale and can create 

a separate contract. This is generally known as the “lot 
by lot” rule. It is based on the language of UCC Section 
2-328(1). This section provides: “In a sale by auction 
if goods are put up in lots each lot is the subject of 
a separate sale.” This means that certain lots may be 
sold with reserve and other lots may be sold without 
reserve. This does not mean that each item put up for 
sale is considered its own auction. The term auction is 
not a legal term of art and generally is defined a public 
sale in which goods or property are sold to the highest 
bidder. It would be unusual and fairly expensive to 
advertise each lot as its own separate auction. It is 
more common for a group of items to be collected 
together and advertised for sale as an auction.

The NAA Auction Glossary defines an “absolute 
auction” as “[a]n auction where the property is sold to 
the highest qualified bidder with no limiting conditions 
or amount. The seller may not bid personally or through 
an agent.” (Emphasis added.) In other words, the seller 
has undertaken to sell the property to the highest 
bidder, without any minimum or reserve that must be 
met to complete the sale or subsequent confirmation. 
The law generally categorizes an auction as either a 
reserve auction or an absolute auction.

Some states have specific requirements to advertise 
or sell real and personal property absolute. Ohio, for 
example, has adopted a specific provision. Certain 
conditions must be satisfied before an auction can be 
advertised as absolute. It specifically provides:

�(A) No person licensed under this chapter shall 
advertise, offer for sale, or sell real or personal 
property by absolute auction unless all of the 
following apply:

(1) One of the following applies:

�(a) Except for current tax obligations, 
easements, or restrictions of record of the 
seller, there are no liens or encumbrances on 
the property in favor of any other person.

�(b) Every holder of a lien or encumbrance, 
by execution of the auction contract or other 
written agreement provided to the auctioneer, 
agrees to the absolute auction without regard 
to the amount of the highest bid or to the 
identity of the highest bidder

�(c) A financially sound person, firm, trust, or 
estate, by execution of the auction contract or other 
written agreement provided to the auctioneer, 
guarantees the complete discharge and satisfaction 
of all liens and encumbrances, as applicable, 
immediately after the absolute auction or at the 
closing without regard to the amount of the highest 
bid or to the identity of the highest bidder.

�(2) The seller of the real or personal property at the 
time of advertising and at the time of the absolute 
auction has a bona fide intention to transfer ownership 
of the property to the highest bidder regardless of the 
amount of the highest bid and without reliance on any 
agreement that a particular bid or bid level be attained 
in order to transfer the property.

�(3) The auction contract requires that the auction be 
conducted as an absolute auction, specifies that the 
auction is not a reserve auction, and prohibits the 
seller or anyone acting on behalf of the seller to bid 
or participate in the bidding process of the auction.

Ohio Rev. Code Ann. § 4707.023(A). The statute 
goes on to state that this section does not prohibit: 
“The advertising of real or personal property to be sold 
by absolute auction and by reserve auction within the 

Kurt Bachman 
Attorney and licensed
auctioneer from
LaGrange, Indiana

Business Practices

Reserve vs absolute lots

INSIGHTS

Question: “As I understand things, each item in an online 
auction is considered its own auction. Lot 1 is an auction unto 
itself, Lot 2 is an auction unto itself, Lot 3, etc. If that is correct, 
does that change the way auctions can legally be advertised in 
regard to with or without reserve? For example, there is a 500-
lot auction and one lot has a reserve. Can the rest of the auction 
be advertised as absolute if that advertising does not refer to the 
single item with a reserve?”

Have a legal 
question?

 
Submit it to eshipps@ 

auctioneers.org

www.auctioneers.org
mailto:eshipps%40auctioneers.org?subject=
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same advertisement or for auction on the same date 
and at the same place, provided that the advertisement 
is not misleading and clearly identifies the property 
that is to be sold by absolute auction and the property 
that is to be sold by reserve auction.” Ohio Rev. Code 
Ann. § 4707.023(B)(3).

Other states have similar provisions. The intent of the 
law is to prohibit advertisements that would be misleading 
or confusing. So when there are lots being sold absolute 
and with reserve, the advertisement could potentially state 
that “several” or “many” lots are being sold absolute. If the 
majority of lots were being sold absolute, the advertisement 
could potentially state “most” or the “majority of” the lots 
are being sold absolute. In the specific hypothetical asked, 
there were 500 lots and only one lot had a reverse. In that 
type of situation, the advertisements could be written to 
state “practically all” or “almost all” of the lots are being sold 
absolute. A better and more accurate approach, would be 
for the advertisement to state “all lots, except Lot 500, will 
be sold absolute.”

Advertisements must be truthful and cannot be 
misleading or confusing. Auctioneers must check the law 
of their state to determine what specific requirements 
there are for advertising and selling goods and/or real 
property absolute. In online auction, one important factor 

that must be determined is which state’s law controls. It 
is important for that to be determined so the appropriate 
requirements can be analyzed. If Auctioneers have 
questions about these issues, they should get help from a 
licensed attorney. v

Contact Kurt Bachman: 
(260) 463-4949 
krbachman@beersmallers.com

Kurt R. Bachman and Beers Mallers Backs & Salin, 
LLP appreciate the opportunity to review and answer 
legal questions that will be of interest to Auctioneers. 
The answers to these questions are designed to 
provide information of general interest to the public 
and are not intended to offer legal advice about 
specific situations or problems. Kurt R. Bachman and 
Beers Mallers Backs & Salin, LLP do not intend to 
create an attorney-client relationship by offering this 
information, and anyone’s review of the information 
shall not be deemed to create such a relationship. 
You should consult a lawyer if you have a legal matter 
requiring attention.

Kurt R. Bachman and Beers Mallers Backs & Salin, LLP 
also advise that any information you send to Auctioneer 
shall not be deemed secure or confidential. Please visit 
one of our offices to ensure complete confidentiality.

http://ermunro.com
mailto:krbachman@beersmallers.com
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Many people love to go auctions because that’s 
where they find good deals. But where do 
auctioneers get their good deals? That’s where 

good negotiating comes in to play.
John Hamilton, experienced instructor and 

author on the art of negotiating, said negotiating is a 
critical skill to learn—especially for an auctioneer.

Chester L. Karass, well known author and 
negotiating seminar leader said, “In business as in 
life, you don’t get what you deserve—you get what 
you negotiate.” 

Because of American culture, Americans are 
typically not good negotiators because they don’t do 
it very often. Negotiating is generally only expected 
when you buy a car or house. Hamilton said that the 
U.S. is the home of the “one price store.” We’ll pay 
whatever the price is set, and we do not prioritize 
taking the time to get a good deal. 

However, Hamilton said that once you know 
how to negotiate, it may only require just one extra 
minute to make sure you’re getting the best deal.

When do you negotiate?
Hamilton says that anytime you take money or a 

credit card out of your wallet or purse, you have to ask 
yourself if this could be an opportunity to negotiate.

However, negotiating is not just about dollars and 
cents. Negotiating is needed when there are interests 
to placate, purposes to accomplish, differences to 
conciliate, or people to persuade.

Many times, these situations come up with our 
spouses, kids, neighbors and anyone else we come 
across in our everyday lives.

As far as negotiating with money, though, Hamilton 
encourages to use “The $100 Mandate.” If something 
costs a $100 or more, you should be negotiating.

How do you do it?
Everyone negotiates a little differently, but 

Hamilton said the practice can be broken into two 
basic steps he calls the “1-2 Punch”

The first punch is the “flinch.” This is your 
immediate reaction when the seller gives you the 
price. Once they tell you their expectation, they 
look for your reaction. If your reaction is calm, they 
think they’ll get the price they asked for. But if you 
flinch, this cues that the negotiation is on.

Each person’s flinch can be different depending 
on their personality. Hamilton encourages 
developing a signature flinch. What signal do you 
give when you don’t like what is being proposed? If 
you’re an animated person, your flinch is likely to 
be animated. If you’re lowkey, it could be something 
subtle, like a wrinkled brow.

Regardless of your flinching style, doing this 
opens the door to bargaining. Flinching shows that 
you’re not going to accept automatically. Flinching 
can even be done on the phone, fax or email. It takes 
some thought, but it can be done, Hamilton said.

The second step of the 1-2 Punch is the “crunch”–
asking them for a better deal. This is done before 
you offer the counteroffer, saying something like, “Is 
that the best you can do?”

Another version of the 1-2 Punch begins with the 
flinch but then goes into the tradeoff. This is where 
you offer a concession if they give you a concession 
back. You’re agreeing to what they want but asking 
them to throw in something that is valuable to you.

Negotiating is 90% verbal. Hamilton encourages 
practicing what you would say to certain situations. 
However, no one thing works every time, so learn to 
adapt, and just keep negotiating! v

To learn more, visit Hamilton’s website 
keepnegotiating.com. You can also receive the full 
instruction on negotiating from Hamilton at CAI I. 
Learn more about CAI at auctioneers.org/CAI.

To listen to this and other iSeries webinars, visit 
auctioneers.org/iSeries. 

iSeries Recap

Negotiating a good deal shouldn’t be 
up for bid

INSIGHTS

The Facebook iSeries 
webinar was hosted 
by John Hamilton, 
CAI instructor, on 
Feb. 5, 2020.

1

www.auctioneers.org
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Special Multi-Part iSeries: 
The State of the Auction Industry

Quieting the Benefit Auction Crowd

Career-changing education in 30 minutes or less

UPCOMING WEBINARS
April

June 3, 2020

We know your time is limited. That’s why we’ve designed iSeries for the auction professional
on-the-go. Give us just 30 minutes, and we’ll give you webinars dedicated to helping you

develop and grow your business.

Auctioneers.org/iSeries

Complete iSeries archives are available on demand as part of your NAA membership.

May 6, 2020 Building Your Bid Calling Skills

http://kuntrykustomrv.com
http://auctioneers.org/iseries
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campaign of the year

Yvette VanDerBrink
VanDerBrink Auctions

Behind the Scenes

Platinum 
Winners

Steve Bruere
Peoples Company

photography

Mark Motley
Motleys Asset Disposition Group

Auctioneer in Action

Jason Miller
Kaufman Realty & Auctions

Fun at Auction

Jeff Cates
Cates Auction Real Estate Co.

Creative Photography

www.auctioneers.org
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Curt Yoder
Kaufman Realty & Auctions

Auction Crowd

Jeff Cates
Cates Auction Real Estate Co.

Creative Photography

Jason Miller
Kaufman Realty & Auctions

Behind the Scenes

D. Anthony Kaufman
Kaufman Realty & Auctions

Auction Team

David Thornhill
Thornhill Real Estate & Auction

Auction Team

Travis Augustin
Ruhter Auction & Realty, Inc.

Creative Photography

Megan McCurdy Niedens
McCurdy Auction LLC

Buyer Excited About Purchase

Jason Miller
Kaufman Realty & Auctions

Auction Crowd

D. Anthony Kaufman
Kaufman Realty & Auctions

Behind the Scenes

Best in 
show
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Scott Musser
Trucks and Auction Auctions

Creative Photography

Brochures/Catalogs/Postcards

Vern Yoder
Kaufman Realty & Auctions

Behind the Scenes

Jeff Cates
Cates Auction Real Estate Co.

Creative Photography

D. Anthony Kaufman
Kaufman Realty & Auctions

Auction Crowd

Jeff Cates
Cates Auction Real Estate Co.

Sara Bytnar
Beth Rose Real Estate & 

Auctions

Lonny McCurdy
McCurdy Auction LLC

Roger Diehm
Schrader Real Estate & Auction

Jamie Shearer
Pook & Pook, Inc. Auctioneers 

and Appraisers

Marjorie Hartman
Hurley Auctions

Craig King
J.P. King Auction Company

Best in 
show

www.auctioneers.org
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Craig King
J.P. King Auction Company

Dennis Bennett
Schrader Real Estate & Auction

Jeff Cates
Cates Auction Real Estate Co.

Beth Rose
Beth Rose Real Estate & 

Auctions

Krista Shuman
Hall and Hall Auctions

Roger Diehm
Schrader Real Estate & Auction

Marjorie Hartman
Hurley Auctions

Kurt Aumann
Aumann Auctions, Inc.

Jerry Ehle
Schrader Real Estate & Auction

Krista Shuman
Hall and Hall Auctions
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Craig King
J.P. King Auction Company

Craig King
J.P. King Auction Company

Braden McCurdy
McCurdy Auction LLC

Beth Rose
Beth Rose Real Estate & 

Auctions

Krista Shuman
Hall and Hall Auctions

Jeff Cates
Cates Auction Real Estate Co.

Sara Bytnar
Beth Rose Real Estate & 

Auctions

Newspaper & Magazine Ads

David Bradshaw
Tranzon Driggers

Brent Wellings
Schrader Real Estate & Auction

www.auctioneers.org
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Megan McCurdy Niedens
McCurdy Auction LLC

Braden McCurdy
McCurdy Auction LLC

Jennifer Gableman
Absolute Auctions & Realty

Mark Motley
Motleys Asset Disposition Group

Andrew Wilson
William Wilson Auction & Realty

Lonny McCurdy
McCurdy Auction LLC

Eugene Klingaman
Schrader Real Estate & Auction

Craig King
J.P. King Auction Company

Complete 
List of 

Winners
View the list of all 
Platinum, Gold and 
Honorable Mention 

winners at 
auctioneers.org

http://auctioneers.org
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Email

Braden McCurdy
McCurdy Auction LLC

Lonny McCurdy
McCurdy Auction LLC

Company 
Brochure

Beth Rose
Beth Rose Real Estate & 

Auction Co.

Public 
Relations

David Bradshaw
Tranzon Driggers
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Social Media Bidder Card

Andy White
RES Auction Services

Jay Cash
James R. Cash Auctions

W
eb

si
te

Mark Motley
Motleys Asset 

Disposition Group

Anne Nouri
Prime Auction Solutions

Jeff Cates
Cates Auction Real Estate 

Company

Video

Andy White
RES Auction Services

Andy White
RES Auction Services

Michael Chambers
Chambers Auction Service LLC

Best in 
show

Best in 
show
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Changed my lifeHow IAC 

Winning the International Auctioneer Championship has been called 
a life-changing event, if you take advantage of all the opportunities 
offered to you. From the St. Jude Children’s Research Hospital 
toy auction, a chance to give back like you’ve probably never 
encountered, to personal growth through speaking engagements 
at the state and national level, and 
professional growth via the exposure 
you’ll receive, winning IAC can 
change your life. Will you 
take the next step in 
2020? 

Read on to see first-hand how 
Morgan Hopson, CAI, and Trey 
Morris, CAI, BAS, CAS, have spent 
the past nine months.

	 APRIL / MAY 2020 37



C O N F E R E N C E  &  S H O W  P R E V I E W

How has winning the NAA IAC provided opportunities for you?
To be honest, it didn’t take winning the IAC for opportunities to present 

themselves. Now I know that’s not the question, but I think it’s important 
for everyone to know and understand that you don’t have to win for there 
to be new and exciting opportunities. I’ve competed in the IAC since 
2014 and I can safely say that I have acquired new opportunities and new 
relationships every single year. Winning has helped fulfill a personal and 
career goal, and yes, it’s provided new and different opportunities. I have 
traveled to many different state associations for their annual conventions 
as the NAA representative, a speaker, a judge, and an ambassador for our 
great industry. All of which have helped me to better understand and 
appreciate our organization. This experience has shown me why being an 
involved and engaged member is so important to our industry. I have met 
so many great people and auctioneers from all walks of life and that has 
perhaps been the greatest opportunity. 

I value the friendships I have made through the NAA and IAC and all the 
opportunities that have and ever will be provided. 

What has happened that you didn’t expect?
That one day changed my life and I left New Orleans a different 

person. For me, it solidified that I had found my calling and was doing 
exactly what I was supposed to be doing, that I could do whatever I set 
my mind to; but to be honest, after the win, I didn’t expect to have so 

many “what’s next” 
feelings. I hadn’t put 
much thought into 

CAI, BAS, CASTrey Morris
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what would happen or what I would do after I won. It’s important to set 
goals and work hard toward them, it’s just as important to think about 
what you will do after you achieve them!

What advice would you give to first-time contestants?
Show the judges the real you, not someone you think they want to see 

or someone you think they want to hear. It took me years to peel back 
the layers and be my true, authentic self on that IAC stage. Contrary to 
what you may believe, it’s not always about what place you end up, the 
most important thing to take away from any contest is, what did you 
learn? Or perhaps, where can you continue to improve? In order to be 
the best, you have to compete against the best. Peter Gehres says and I 
100% agree, “entering is the hard part”. 

It’s easy to dwell on the mistakes you made or the fact that you 
didn’t place or make the finals like you had hoped, what’s most 
important is that you always find YOUR win. Finding your win 
means to establish and build off of what you did best. Don’t beat 
yourself up, instead celebrate what you did right and work on what 
you weren’t so happy with. Again, show the judges the best version of 
you that day. Don’t rush through your run, slow down, embrace the 
moment, and as hard as it sounds, HAVE FUN!!

What do you think are the three most important qualities judges 
are looking for?

1. Being genuine. Be Real (not a robot). Be Relatable. Be Yourself.
2. Relaxed, confident and humble all at the same time. 
3. �Passion for the industry and the potential to be a great ambassador 

for the NAA 

What does the IAC mean to the auction industry? 
The IAC is one of the most highly accredited contests in the world. 

It gives auctioneers a platform to showcase their talent, learn from 
others, and better themselves and the industry as a whole. For me, and 
many auctioneers, the past IAC champions are some of the people I’ve 
looked up to the most. I say it often, that’s where I found my Michael 
Jordan. Protecting the integrity of the IAC is important to the industry, 
it is highly coveted and is extremely guarded among ourselves. The IAC 
exemplifies the very best!

www.auctioneers.org
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How has winning the NAA IAC provided opportunities for you?
Winning the IAC has been a great steppingstone for my career, but more 

than that, it’s given me an opportunity to continue to build and promote the 
auction method of marketing and make an impact on other auctioneers. 
Serving as an ambassador for the NAA has allowed me to visit multiple state 
conventions, meet, and network with so many new people. The auction 
industry is extremely unique because your peers and competitors are 
constantly rooting for your success, lifting you up and encouraging you to 
reach your full potential. As a first-generation auctioneer, I’ve experienced 
that firsthand. There are so many people in this industry who have lifted me 
up and poured into me that I’m really excited to be given the opportunity 
to give back and do that for other members of our association and the next 
generation of auctioneers. Also, as an IAC Champion we are given the 
opportunity to visit St. Jude Children’s Research Hospital. Touring the St. 
Jude campus, seeing all of the incredible research taking place, and being 
given the opportunity to conduct the children’s auction, in which we were 
able to share our passion and bring a little bit of joy to the kids and families 
on campus, was a life changing experience.

What has happened that you didn’t expect? 
I didn’t expect all of the life-long friendships that I made while 

competing in the IAC for the last five years. Some of my closest friends 
in the auction industry, I met while sitting in the sequester room. I’ll 
forever be grateful for their support and the bond that we share. 

What advice would you give to first-time 
contestants?

Stay true to yourself and have fun! It’s easy to 
be in a room full of your peers and want to start 
making changes to your chant, intro, etc. as you’re 
listening to the contest. Be comfortable in your own 
skin and trust your preparation. The judges will 
notice your authenticity. Enjoy the moment! Win 
or lose, there’s so much to gain from competing 
in the IAC. We can learn from one another and 
it’s an opportunity to grow both personally and 
professionally and form lifelong friendships. Oh, 
and remember to smile!

What do you think are the three most 
important qualities judges are looking for?

The IAC is comprised of some of the most gifted 
and exemplary auctioneers in the world. Aside 
from talent, I believe the judges are looking for a 

CAI

Morgan 
Hopson

champion who is authentic and shows their heart on the stage. In my 
opinion they’re also looking for someone who shows a passion for our 
industry and will be a great ambassador for the NAA during their year 
as the current IAC Champion and for years to come. 

What does the IAC mean to the auction industry?
The IAC is one of the most highly coveted titles in our industry and 

being named an IAC Champion is an exceptional honor. In 

my opinion, the IAC is an opportunity for the auction industry to 
celebrate our trade while featuring the best auctioneers across the 
globe. The IAC gives contestants the opportunity to showcase their 
bid-call or chant, the most unique and well-known trait of our 
profession, while also having the privilege to educate others about 
the auction method of marketing during the interview portion of the 
contest. As a champion, the IAC is about continuing the work of the 
champions that came before me and paving the way for the future 
generations of auctioneers. It’s a responsibility that isn’t taken lightly 
and one that I’ll cherish for the rest of my life. 
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Sellers can get quite attached to the 
perceived value of what they’re 
unloading at auction. In fact, that 

perception can work against them getting 
results. This is also true when selling real 
estate at auction. In order to determine if 
you’re going to sell a property with a reserve 
price or as an “absolute” auction, meaning 
the bidding begins at zero dollars and the 
highest bidder takes the prize, you have to 
consider the seller’s goals, objectives and 
their risk tolerance. The property itself can 
also influence whether or not it should be 
sold absolute or with a reserve price.

Auctioneers can’t guarantee a closing price 
on an absolute auction, which can make 
risk averse sellers quite nervous, to say the 
least. However, it’s this perceived gamble 
that attracts the greed factor in buyers 

who believe they have a chance at getting 
a valuable property on the cheap. Yet with 
more bidders comes a higher chance of a 
bidding war, and that’s in the sellers best 
interest. But not everyone is ready to jump 
into an absolute auction with their property.

“As we deal in more of the luxury 
properties today,” said Craig King, CAI, 
AARE, president and CEO of J.P. King 
Auction Company, “sometimes it’s the only 
asset they have. It’s their retirement. They’re 
going to lay in bed every night worrying 
about this auction, and we tell them they’re 
probably not a good candidate for an absolute 
auction and we recommend a reserve auction 
in those cases.”

Rick Brock, CAI, CES, an auctioneer at 
the Kansas-based McCurdy Auction, LLC, 
said a decade ago, they didn’t do absolute 

auctions, partially due to the possibility 
of inclement weather putting a damper 
on outcomes. But given the track record 
of absolute auctions, his company today 
completes up to 70 percent of auctions 
using the absolute method. The decision to 
go absolute vs. reserve, as King stated, isn’t 
always based on the property—it’s based on 
the property owners.

“There are a lot of times where the 
property is a perfect candidate for an absolute 
auction,” Brock said, “but the seller just isn’t.” 

Brock recalls an auction where he and the 
seller had decided to go with the absolute 
method, but as he was getting up from the 
table, he heard the seller say, “I will not be 
able to sleep between now and the auction.” 

I said, ‘no, don’t do that to yourself. There 
is no reason to do that.’”

Reserve vs. absolute auction
by James Myers

www.auctioneers.org
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But there is also an education component 
that sellers have to clued in on, says Brock. 
His company keeps data on all their sales and 
have tracked various key process indicators, 
including the number of bidders at reserve 
sales vs. absolute sales. One that stands out 
in his mind is a property where the owners 
weren’t comfortable selling their home in an 
absolute auction, so they went with a reserve. 
The result of the reserve auction was no 
sale. Then, a year later, the owners put it up 
for auction again, only this time using the 
absolute auction method. The result is that 
they sold it for $100,000 more than what they 
were offered during the reserve auction the 
12 months earlier.

“A year to the day later they had twice the 
number of registered bidders,” Brock said. 
“That data helps buyers wrap their head 
around why is it that absolute works.”

To Publish or Not to Publish a Reserve
In situations where it’s decided that the 

absolute auction isn’t a viable one and that 

there will be a reserve price, the question 
becomes: should the reserve price be 
published or remain unpublished? Spanky 
Assiter, CAI, AARE, chairman and founder of 
Assiter Auctioneers, said his company never 
publishes reserves. He learned that lesson 
years ago when an auction for a piece of real 
estate had a published reserve price on it of $7 
million. He spoke with investors he thought 
might be interested in the property and they 
all showed up to the auction. When the sale 
opened, none of the potential investors would 
make an opening bid of $7 million.

“I finally went to one of the guys who was 
the best prospect and I said, ‘why won’t you 
open at $7 million?’ and he says, ‘if I don’t 
open at $7 million, I might buy it next week 
at $6.8 million or 6.5 million. I’m just going 
to wait and see, but I’ll give more than $7 
million if I have to today.’”

That experience put a “bad taste” in 
Assiter’s mouth and they’ve never published a 
reserve price since. 

“I’m not saying that it doesn’t work for 

some people or that it may not work in some 
instances,” Assiter noted, “but just because 
of that experience, we never use a published 
reserve, we always use unpublished reserves.”

Assister said they recommend to their 
sellers that if a reserve price is agreed upon, 
the seller should never disclose it to anyone. 
Furthermore, if a potential buyer calls about a 
reserve price, Assister said they will only say 
that the sale is “subject to owner confirmation.”

“’The owner has the right to accept or 
reject,’” he said, “’so please show up because 
they are very motivated to sell, and if they 
weren’t motivated to sell, we wouldn’t be 
here today.’” v

James Myers is a freelance writer in Oregon. 

This article was adapted from a 2019 
Conference & Show session. To hear it and 
other recordings, visit pathlms.com/naa.

http://portablesound.com
http://americasauctionacademy.com
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Auctioneers will often say they’re in the 
“people business,” which means if they’re 
good at their jobs, they know how to 

communicate effectively. Essentially, that’s what 
marketing is—communicating using the right 
content in the right mediums/channels. When 
auctioneers market themselves successfully, it is 
revealed in the number of people who show up 
to bid at their auctions. Rather than take a “spray 
and pray” approach to getting the word out 
through expensive and non-trackable marketing 
methods, smarter marketing practices can help 
auctioneers avoid making costly errors and make 
positive strides toward growing their business.

Daniel Pruitt, CAI, said he becomes “grossly 
ill to my stomach thinking about all the money 
that has been wasted by auctioneers over the 
last decade or so,” when it comes to how they 
spend their money on marketing. As the vice 
president of Ritchason Auctioneers, a Tennessee-
based auction company that specializes in heavy 
equipment, farm equipment, trucks and trailers, 
he decided to take stock in how they approached 
their marketing efforts.

“We looked at ourselves and we said, ‘we’re 
wasting a bunch of money, too,’” Pruitt said. 

As a member of the NAA, Pruitt said he 
and his wife, Nicole, office manager at the 
company, used tools provided by the NAA 
in various education courses to make the 
necessary marketing “tweaks,” some of which 
allowed them to track their marketing spend 
so they could see what was working and what 
wasn’t effective. Some of the tweaking involved 
taking significant steps away from investing 
in newspaper and other print advertising in 
exchange for marketing tools that allow them 

to track traffic and gain more visibility in 
regard to where their leads were coming from. 

“We had to learn how to cast a bigger net,” 
Pruitt said.

The Influence of the Internet 
Most auctioneers can attest to the value 

of the internet in growing their businesses. 
For David Hudgins, CAI, a real estate broker 
who specializes in auction marketing, he is 
quick to name three significant causes for 
growth in his company: “Internet, internet, 
internet. Everything we do in our business I 
tethered to the internet.”

Hudgins has come full circle where the 
internet and auctioneering are concerned. 
About 15 years ago, he said putting the 
microphone down in exchange for relying on 
internet-based auctions just wasn’t in the cards 
for him, but that’s where he is today, relying 
on the internet-based auctions to reach out to 
more bidders, thereby pleasing his sellers. 

Hudgins said he can’t imagine not offering 
that medium to his sellers today. A prime 
example of how internet-based auction 
processes are working for him involves the 
family of a man who passed away, leaving 
a collection of thousands of Hot Wheels 
matchbox cars. They asked Hudgins, who was 
a friend of the deceased and the family, to take 
inventory of the cars and handle the auction.

“The traditional mindset would be (to 
market the auction on) billboards, newspapers 
ads, send out 10,000 post cards, maybe run 
some radio spots,” Hudgins said. “How many 
Hot Wheels car buyers do you think that 
would produce? You spray and pray, and you 
might get five Hot Wheels buyers.”

Instead of going the traditional marketing 
route, Hudgins and his crew began doing 
their research on the internet and making 
connections. 

“Whatever the asset is,” Hudgins began, 
“you can go to the internet and find people 
who are collecting it, buying it – some people 
are asking us to sell their Hot Wheels.”

They also took a more personalized approach 
by attending Hot Wheels conventions, meeting 
potential buyers, marketing themselves and 
networking among the right audience.

“These guys were like, ‘where can we get 
that?’” he said of potential buyers, eager to 
make online bids once the auction opened. 
“They were giving us their personal cell phone 
numbers. We went out and found that market.”

Hitting the Ground Running
NAA members who have earned their CAI 

designation are quick to practically testify to the 
value of the experience, which is often referred 
to in terms like “sisterhood and brotherhood.” 
For those unfamiliar with the CAI (Certified 

COMMUNITIES OF PRACTICE

Grow your
business
Is your business stalling and 
you don’t know why? Try these 
methods to push through the 
slump
by James Myers

www.auctioneers.org


	 APRIL / MAY 2020      43

Auctioneers Institute), it’s a three-year program 
offered at Indiana University in Bloomington for 
one week each year. The focus is on the business 
of auctioneering, planning and developing 
and the structure of a successful business. 
Auctioneers are eligible to take the certification 
after two years working in the industry.

To obtain the CAI designation, attendees 
must complete an auction proposal, work in 
committees for a CAI Benefit Auction, complete 
a business plan, and present it to their class and 
a team of examiners. It’s an intense course that 
yields a lot of positive results, making it a go-to 
resource for growing an auction business.

Lisa York, CAI, AMM, is a lead auctioneer 
for Adcock & Associates based in Sanford, N.C. 
She said when she joined the NAA in 2012, 
she was quickly presented information about 
the CAI course. Being one to dive in without 
reservation, she enrolled the moment she was 
eligible and said it “absolutely changed me.”

“I soaked it all in and wrote my proposal and 
I learned so much from the first year to third 

year that I became a Rose Award finalist my 
third year,” she said. “It’s been great for me and 
my career—it is a brotherhood, it is a family 
and I am privileged to know all of them.”

Kyle Swicegood, CCIM, GPPA, CAI, a North 
Carolina-based auctioneer, said attending his 
first NAA Conference & Show in 2009 changed 
his life due to meeting people who would help 
him grow into the auctioneer he is today. He 
was given the tools to step outside of his comfort 
zone and learn, create goals and put money back 
into himself through education, which he did 
when he enrolled in the CAI course.

“You will always remember the 
experiences you had at CAI,” he said. “It will 
change your life.” v

James Myers is a freelance writer in Oregon. 

This article was adapted from a 2019 
Conference & Show session. To hear it and 
other recordings, visit pathlms.com/naa.

http://auctioneer.naaa.com
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Pay attention to the flow of the entire event 
to host a fundraising auction that not 
only raises funds for your cause, but also 

wows guests.
“Treat your auction like a production,” said 

Scott Robertson, CAI, BAS, of Scott Robertson 
Auctioneers. He doesn’t see the auction as an 
auction, but instead as a fundraising event 
with an auction component. “When you start 
thinking about the fundraising event from 
the bigger picture, you’re going to be a better 
consultant,” he said.

Guests remember the whole experience of 
a benefit auction: Dressing up, eating good 
food, the drinks served, the camaraderie and 
the adrenaline-building excitement of bidding. 
“They don’t care if they lost the item most of 
the time,” said Carol Parker, BAS, senior event 
manager with Parker Benefit Auctions. “They 
don’t even really care a lot of times if they want 
it. They’re there for the fun of it.”

It’s your job to ensure the event runs so 
smoothly guests don’t even notice time 
passing. And they leave loving the experience.

To do that, you need to plan ahead and 
stick to the timeline. “The timeline is the most 
overlooked item at a fundraising auction,” 
Robertson said. Create a detailed timeline 
and ensure everyone has a copy, including AV, 
food service and the band or DJ.

Before the event starts
Train your volunteer spotters, clerks and 

runners an hour before the event. Lance 
Walker, CAI, BAS, CES, of Walker Auctions, 
prefers to give volunteer spotters wand lights. 
“They’re not professional ringmen,” he said. 
“They’re not good at ‘yepping’ and all that.” 
He instructs them to go stand by their bidder 
when they catch a bid and to turn their light 
on. “It’s easier for me to spot that bidder if 
there’s someone standing beside them. It also 

takes the pressure off of them,” he said. “So, 
I just say stand by your man until they tell 
you, ‘no’”.

He also challenges them to get their 
bidder to bid one more time using these two 
questions: ‘Do you still want it?’ and ‘Would 
you like to bid again?’

Walker gives volunteer clerks tips on what 
it sounds like when he’s about to say ‘sold’ so 
they’re ready, and he trains volunteer runners 
on how to show an item to ensure the auction 
goes smoothly.

When guests begin to arrive, first 
impressions matter. Train valet staff to thank 
guests for their support of the event as they 
open vehicle doors. This often-forgotten 
transition sets the tone of the event, especially 
for guests who were reluctant to attend. 
“When a couple attends a fundraising event, 
chances are one is a lot more motivated to be 
there than the other,” Robertson said. If the 
valet thanks them for attending, those people 
immediately feel more welcome.

As guests make their way into the venue, 
ensure they don’t feel lost or confused. Station 
multiple charity staff at the entrance to greet 
guests and tell them where to go next.

Make sure the check-in station is ready to 
go. “The most neglected part of an event is 
always going to be the check-in,” Parker said. 
“If there’s a huge line at the check-in, you have 
disgruntled people coming into the room and 
you don’t want that.”

Ask honorary chairs or other people with 
the charity to mingle with guests as the 
queue for the registration line gets longer. 
Conversation helps the wait time feel shorter.

Whether your staff handles the check-in or 
the charity mans the desk, make sure to consult 
them on the best way to do it beforehand. 
Parker recommends renaming the check-in to 
something more encompassing such as guest 
services or welcome center. “If guests have 
never been to an auction, this is the group that 
can teach them how to bid, explain where the 
drinks are and give them information about 

From start to finish
Show flow makes the difference between a benefit auction that stands out or falls flat  
by Kirsten Hudson

www.auctioneers.org
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anything else during the event. But they can’t do it if they’re not 
trained,” she said. She recommends training volunteers running the 
check-in two to three hours before the event.

As well, help the charity understand the best design for a check-
in, the space requirements (usually three feet of space for every 
person working) and the equipment needs. One worker for every 
100 guests plus one extra is a safe bet. “It’s always better to have 
more,” Parker said. She also said to be selective of the volunteers. 
“You don’t want a curmudgeon. You want a warm loving person 
that can shake hands and hug,” she said.

After check-in, comes a critical moment: the first drink. When 
guests have their first drink in hand, they finally feel settled and 
comfortable. Ensure they can easily get their first drink either 
with servers passing trays of beverages or ample bartenders at 
the bar. During this time, don’t force guests into a line to get their 
photo taken and avoid raffle tickets. “You’re planning on raising a 
$200,000 event and you’ve got somebody in there getting in your 
face hitting you up for $20 bucks before you’ve even had your first 
drink. It sets the wrong tone,” Robertson said.

Plan to staff enough bartenders during this initial rush. As guests 
get drinks and view the silent auction, the auctioneer should be 
working the room. Robertson recommends limiting the cocktail 
hour to one hour if the silent auction uses electronic bidding and 
an hour and a half if paper and pencil are used. “People don’t need 
more time in a silent auction; they need a deadline,” he said.

When the cocktail hours wraps up, consider closing the bar 
briefly to encourage guests to take their seats.

During the event
The right transitions during the live auction and appeal will keep 

people engaged. To start, ensure you or someone else who can settle 
a crowd, quiets the audience before introducing the speaker. Other 
methods to quiet the audience include playing a welcome video, 
starting up the band, playing a patriotic song or using the voice of 
god method to count down the minutes to start.

Whether you do the special appeal or the live auction first is your 
call. But Robertson suggests ensuring food service is out of the 
room before the special appeal. “If I’m doing a special appeal, there 
shouldn’t be any movement in the room,” he said.

Then, start the live auction off with a bang. “You need to come 
out pumped up, fired up and ready to go,” he said. 

After the event
When the auction portion of the night ends, it’s not over. The 

check-out can leave a lasting impression on attendees—good or 
bad. “At the end of the night, people want to get out the door,” 
Parker said. “They have children at home. They’re tired. They’re 
done when the doors are closed.”

Do everything you can to keep lines short. Have plenty of 
computer stations open. Encourage board members to mingle 
with people as they move through the queue. Ensure someone 
says, ‘thank you’ as guests go out the door. “People decide if they’re 
coming to your fundraising event next year as they’re driving home 
that night,” Robertson said.

You want check-out lines to run smoothly, so your guests leave 
feeling happy, satisfied, relaxed and connected. “If the guests came 
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in and left happy, they’ll think about volunteering, donating or returning to 
next year’s event,” Parker said. v

Kirsten Hudson is a freelance writer in Missouri who grew up running tickets 
at her dad’s auctions. 

This article was adapted from a 2019 Conference & Show session. To hear it 
and other recordings, visit pathlms.com/naa.
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As an auction professional, you know 
what you do—and how you do it—
better than anyone else. But running an 

auction business as a one-man or one-woman 
show doesn’t work. You hired employees 
because you can’t do it all. That’s when it’s 
time to delegate.

“Auction company owners tend to have 
a hard time delegating because it’s hard to 
trust people,” said Jennifer Gableman, CAI, 
ATS, office manager and real property tax 
auction coordinator at Absolute Auction & 
Realty, Inc. “You can’t just trust people, but 
you do have to give them a shot. Watch them 
from a distance to see how they do when you 
delegate to them.”

Gableman manages eight employees in the 
company’s office, which posts the auctions, 
handles all customer service calls and emails 

and oversees the day-to-day of running the 
business. “I am the fastest person at doing 
any process in our office,” she said. “So, I 
had to accept that when employees are being 
trained on doing it, they’re never going to do 
it the same way I do it.”

It’s tempting to do tasks yourself because 
you know you’ll complete them faster and 
better than a new hire. But if you never 
assign responsibility to others, you’ll lose 
more of your time and defeat the purpose 
of hiring employees in the first place. “The 
more you take back, the worse it will be,” 
Gableman said.

Training your employees
When it comes to training employees, 

put in the time. “Sometimes there’s no time, 
especially in the auction industry,” Gableman 

said. “You hire someone and then you book 
this big auction and there’s no downtime, but 
in order to train them, you have to put the 
effort in. You have to make it work.”

Gableman said she tries to disperse the 
workload among other employees when 
asking an employee to take on training a 
new hire. “Because the work still needs to 
get done and it’s really hard to do both at the 
same time,” she said.

She has trained all types of employees 
with varying personalities, including 
introverts and extroverts, and recognizes 
that people learn differently. “Some people 
learn by doing it. Others learn by reading 
how to do it, by seeing someone do it or 
by trying it,” she said. “If a process isn’t 
clicking, I have to try a different way. 
Sometimes I have to try them all.”

The art of delegating
When you can’t do it all, it’s time to delegate
by Kirsten Hudson
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As you train the employee, you’ll get a better idea about how they 
learn best. And some employees take longer to learn than others. “ 
I can see someone do it and I can do it,” Gableman said. “I’ve found 
that’s very unique.”

Creating written instructions
Absolute Auction & Realty streamlined its training by creating 

step-by-step instructions for all work processes. Every process or 
procedure—from how to post an auction to how to email a buyer—
is detailed in its own Microsoft Word document and saved on the 
organization’s server for any employee to access. 

After 14 years in her role, Gableman knows the auction company’s 
processes by heart. “I was there when the process was created. I 
helped invent the process,” she said. But she realizes her employees 
don’t have that same background knowledge and need guidance.

With detailed instructions employees can reference whenever they 
need to, the company has found training goes faster and employees 
learn better. “I can have a staff member that’s totally new to the auction 
industry posting auctions within a week,” Gableman said. “We can have 
up to 10 auctions a day to post and they can range from one lot to 300 
lots. So, I need them to be able to post an auction in 30 minutes and 
they can only do that if they know it like the back of their hand.”

She said the typical training process includes providing written 
instructions, sitting down with the employee and talking through 
the process, showing the employee how to do the process and then 
requiring the employee to do the process five times in a row. “If there 
are five auctions to post, you’re going to post them all in a row,” she 
said. “Because repeating tends to help.”

“Organizing goes hand-in-hand with delegating,” Gableman said. “The 
more I can hand to them in a written form, the more I can delegate.”

She recommends testing the instructions on someone who has no 
knowledge of the process to ensure they’re well-written and easy to 
understand. Every employee also receives a checklist they can follow 
to ensure they’ve completed all the steps of a process. It provides a 
good reminder about the process but in a condensed form.

“When it’s busy and you’re posting five auctions in a day, you’re 
going to forget to do something if it’s not in a checklist in front of 
you,” Gableman said.

Phone scripts and email templates
Consider creating phone scripts and email templates for employees 

to follow. Not all employees know how to craft a well-written email 
that exudes positive customer service. So, draft it for them and ask 
employees to use these templates when emailing customers. Create 
versions for both buyers and sellers. Make them as detailed as you 
need to and create templates for all the common situations you can 
think of.

Also, draft phone scripts for employees who aren’t naturally 
good talkers. Scripts can help employees remember what to say and 
reduce the chance they’ll get flustered on the phone. Gableman said 
Absolute Auction & Realty has scripts for new bidder calls, balance 
due payments and more.

“It’s harder to delegate phone calls,” Gableman said. “You have to 
have the personality.” She said scripting helps employees who are 
more shy feel more comfortable on the phone.

Continuing the process
Even after training employees, watch for their strengths and 

weaknesses. Pay attention to what they’re good at and delegate those 
tasks to them.

“I find that it works out better to delegate and give them a responsibility, but 
watch,” Gableman said. If the employee goes out to do an auction, it’s up to the 
owner or manager to watch how they perform. “If you leave them alone for 
a couple hours with tasks, do they complete them? Or, are half the things not 
done because you know they were probably sitting on their phone” she said. 

In the office, Gableman makes sure all employees are cross-trained on 
one another’s duties. So anyone can fill in if needed. “Every single person 
in the office knows how to post an auction. They know how to deal with a 
customer on the phone. They know every step in the office,” she said.

She also ensures employees understand what’s expected of them by 
providing a daily written to-do list that details the priority of the various 
tasks. “There’s no confusion about who does what or what priority order 
to do it in,” she said. “That list is a day’s work, so if they can’t get through 
that list, it’s telling us there’s a problem.” v

Kirsten Hudson is a freelance writer in Missouri who grew up running 
tickets at her dad’s auctions. 

This article was adapted from a 2019 Conference & Show session.
To hear it and other recordings, visit pathlms.com/naa.

http://f-a-a.com
http://lampiauction.com
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Auctioneers wear a lot of hats, and for 
Patrick Breen, BAS, CAS, philanthropist and 
veterinarian are two of them. 

On Nov. 9, Breen was awarded the 2019 
Professional Association of Therapeutic 
Horsemanship, International, Veterinarian of 
the Year award for his philanthropic work in 
the therapeutic horsemanship industry.

In additional to running his auction 
business, Breen has been a veterinarian at 
ROCK (Ride On Center for Kids), a nonprofit 
organization that provides equine-assisted 
activities and therapies to children, adults, 
and veterans with physical, cognitive and 
emotional challenges, for 18 years. He also 
serves on ROCK’s Board of Directors as Vice 
President and volunteers as ROCK’s official 
auctioneer, raising money at their events.

Breen also guest lectures in equine-assisted 
activities and therapies (EAAT) classes at 

Texas A&M University, helping to educate 
future generations about the importance of 
the horse-human connection. 

Breen said he is passionate about 
therapeutic horsemanship, and he has 
witnessed it “help clients with every 
conceivable diagnosis of mind and body.”

“Equine therapy works because the 
movement of the horse is considered 
frequent, symmetrical, rhythmical, bilateral 
and cyclical,” Breen said. “There is something 
special about equine facilitated therapy that 
no other therapy can mimic.”

Breen said he has seen this therapy change 
people’s lives, including veterans and first-
responders struggling with PTSD.

Receiving the Veterinarian of the Year 
award from PATH was the pinnacle of Breen’s 
veterinary career, he said. 

“Receiving this award was a humbling 

experience. I’m honored to represent equine 
veterinarians and ROCK with this award,” 
Breen said. “I must acknowledge the EAAT 
horses. They change people’s lives. I’ve 
witnessed the miracles that occur. Lives are 
improved, and in some cases, lives are saved 
because of those horses.”

Breen said he hopes to inspire others to 
volunteer at an equine therapy center, even if 
they don’t have any experience in horsemanship. 

As far as being both a veterinarian and an 
auctioneer, Breen said both professions boil 
down to problem solving and helping others.

“Auctioneers and veterinarians are both 
problem solvers,” Breen said. “For the 
veterinarian, it may be a medical problem, a 
surgical problem, a herd health problem, or 
a zoonotic disease problem.

“For auctioneers, it is helping a family 
with an estate, a nonprofit with a fundraiser, 

or turning real assets into cash 
in the best possible way to help 
the seller. It doesn’t matter if 
those assets are real estate, 
automobiles, farm machinery, 
industrial equipment or business 
liquidation, we are still helping 
the sellers to solve problems. I’m 
a Benefit Auction Specialist and 
a Contract Auction Specialist, 
so I’m able to use my auctioneer 
training and experienced along 
with my past veterinary practice 
business experience to help 
clients and auctioneer employers 
navigate through decisions, 
relationships, & procurements to 
achieve their goals.” v

Doc Breen
Recognized as PATH, Intl., 
2019 Veterinarian of the Year
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When and how did your business start?
Maxanet started in 1997 and is recognized 

throughout the auction world as one of the first 
to provide a powerful online auction software 
platform running securely in the cloud. 

Was there a specific need you saw in 
the auction industry that prompted the 
business?

As an auctioneer with programming 
experience, the founder saw the need to 
provide an online solution that could be 
managed by small to large auction businesses. 
Over the past 23 years, Maxanet has 
facilitated billions of online bids. In 2019 
Maxanet was acquired by Fullsteam, allowing 
the company to bring-in new technologies 
and integrated credit card processing.

What do you hope you do for your clients/
customers?

Our goal is to provide an industry leading 
online auction software platform with secure 
credit card processing, regardless of the size 
of their business. We have clients across 
the USA and the world who depend upon 
Maxanet to help them process thousands of 
bids and transactions in real-time. Online is 
“anytime” so our software has to perform day 
in and day out, whether it’s a family auction 
house, or a multi-million-dollar business.

What do you love about working with your 
clients/customers?

We love the people! Our clients are salt-
of-the earth, they work hard and care for 
their customers. We never take our clients 

for granted and work hard to under promise 
and over deliver.

Is there anything new you’re particularly 
excited about this year?

Yes, Maxanet Next, which is a complete 
ground up rebuild of our legacy software that’s 
been in the market for over 20 years. The past 
year we’ve been talking and listening to our 
clients on the changes they needed and wanted 
to see with Maxanet. We’re excited to launch 
Maxanet Next for not only our current clients, 
but also a new generation of online auctioneers 
who need a state-of-the-art platform.

What’s on the horizon for the next few 
years?

We will be launching new solutions that will 
bring the latest technology to our auctioneer 
clients. With the launch of Maxanet Next 
including our integrated credit card processing 
solution, we believe we’re a great position to 
bring new revenue sources and opportunities 
to our clients. In addition, will be moving into 
other areas of business, including non-profit 
and charity auctions. We’ll provide programs 
and solutions for the smallest family business 
to those who need enterprise solutions.

How has the NAA helped your business 
grow?

We’re excited to be back as an active member 
with NAA as we support the NAA’s mission of 
education and collaboration. Our team will be 
in San Diego, prepared to interact with fellow 
NAA members, and show them how Maxanet 
Next can help their businesses. v

Q&A Maxanet,
Kevin Weinhoeft

FACES OF NAA
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Jay Cash, Murfreesboro, Tennessee, and 
Jonathan Kraft, Valparaiso, Indiana, 
recently conducted the business 

liquidation of Jim’s Coin Services where they 
discovered Confederate States of America 
Bills, type 1, 2, 3 and 4. Very few are known 
to exist.

Despite having online bidding, the bills 
sold to an on-site buyer who traveled 900+ 
miles from Louisiana on day five of Kraft’s 
Annual Anniversary Auction for $42,500. v

Kraft’s Annual 
Anniversary 
Auction Sells 
Bills for $42,500

INDUSTRY

Auction Raises 
Funds for
Georgia College

T ifton, GA (April 26, 2020) - Abraham 
Baldwin Agricultural Collage School 
of Agriculture and Natural Resources, 

Tifton, Georgia, and the SANR Alumni 
Council recently unveiled a commissioned 

mural capturing the academic programs, 
activities, and people of the school, titled 
South Georgia Roots. 

The event was well attended and capped 
off with a fund-raising auction of signed 
and numbered limited-edition canvas 
reproductions of the mural. 

Georgia auctioneer and NAA member, 
Steve Sellers, conducted the fund-raising 
auction, with proceeds going toward student 

scholarships and faculty/staff development. 
“Bidding was enthusiastic, and we sold 

several canvas reproductions, with the 
signed/number 1 reproduction selling for 
$1,200,” Sellers said. “It was a fun night and 
a great cause.”

Abraham Baldwin Agricultural Collage 
is a four-year public college with schools of 
education in Agriculture, Natural Resources, 
Nursing, Business and Arts & Sciences. v

Ritchie Bros. sells US$237+ million of 
equipment in six-day Orlando auction

ORLANDO, FL, Feb. 24, 2020 /CNW/ - 
Ritchie Bros. held its premiere global 
auction in Orlando, Florida, last 

week, selling more than 13,500 equipment 
items and trucks for US$237+ million. The 
six-day sale set a new company record for 
attendees, registering a staggering 18,100 
people from 85 countries.

Fifty-three percent of the equipment in 
the Feb. 17 – 22, 2020, Orlando auction was 
sold to online buyers and approximately 
81 percent was sold to out-of-state buyers, 
from as far away as Australia, Belgium, 
China, India, Poland, and the United Arab 
Emirates. Purchases through the company’s 
mobile application were up 104% from the 
same auction in 2019.

For the first time in Orlando, Ritchie 

Bros. used its online PriorityBid 
technology, allowing bidders to place online 
proxy bids on items ahead of the auction. 
More than 32,000 PriorityBids were made 
ahead of the auction and approximately 
53% of items had a bid ahead of the event. 
A 2006 Peterbilt 379 sleeper truck tractor 
had more than 225 PriorityBids and ended 
up selling for US$85,000.

Equipment was sold for more than 1,200 
consignors—setting a new Orlando site 
record. Highlights in the auction included 
740+ truck tractors, 730+ excavators, 
390+ skid steer loaders, 380+ compactors, 
290+ wheel loaders, 280+ dozers, 150+ 
articulated dump trucks, and more. All 
items were sold without minimum bids or 
reserve prices. v
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Moran’s Traditional Collector 
auction realized strong prices
for fresh-to-market collections

MONROVIA, CA – Moran’s 
December 15th Traditional Collector 
auction was a resounding success 

with strong prices achieved for items 
consigned from several important 
Southern California collections. From 
music boxes to Chinese objects to 
vehicles, Moran’s Traditional Collector 
auction brought out buyers from around 
the world vying for the fresh-to-market 
finds. Moran’s next Traditional Collector 
auction in Spring 2020 is sure to be 
another hit with buyers with a strong 
selection already slated for auction.

Moran’s presentation of the Ralph and 
Gloria Schack music box collection 
charmed buyers at Sunday’s event. 
An M. Welte & Sohn style 3 “Cottage” 
orchestrion was the top lot of the 
auction with a determined phone bidder 
taking home the rare machine for $237,500 
(all prices realized include Moran’s 25% buyer’s 
premium). A gorgeous music box by famed 
maker Charles Bruguier caused a stir when it 
hit the block, flying over its high estimate 
to bring $28,750. A wonderful Mermod 
Freres swiss music box on cabinet sold 
to a determined floor bidder for $40,000.

Works from the Kelton Foundation 
collection resonated with buyers across 
the globe. A beautifully made teapot 
by Lao Yan Qing He made of silver 
with a gold handle caused a bidding 
war when it hit the block, selling to 
an online bidder for $13,750. An 
American-made quadrant backstaff by 
John Dupee was one of several nautical 
instruments in the auction and sold 
for $8,750. A ship portrait by Antonio 
Jacobsen is a gorgeous work by the 
artist and was snapped up by a phone 
bidder for $10,000. 

Moran’s was pleased to include 
fine selections of decorative art 
and vehicles consigned from local 
Southern California estates. Two Buccellati 
sterling silver and agate tazzas made a charming 
addition to the sale and sold for $3,750. A 

wonderfully made Italian marquetry commode 
stole the hearts of everyone on preview and 
brought $4,062 at the block. An amazing 1961 

Mercedes-Benz 190SL turned heads at the 
preview and zoomed to an astounding $118,750 
price at the block. v

Lot 202, A Lao Yan Qing He 
silver and gold teapot, price 

realized: $13,750

Lot 74, A Mermod Freres 
Swiss cylinder music box, 
price realized: $40,000

Lot 68, An M. Welte & Söhne style 
3 “Cottage” orchestrion, price 
realized: $237,500

Lot 10, Two Buccellati sterling silver and 
agate tazzas, price realized: $3,750

Lot 52, A 1961 Mercedes-Benz 190SL 
convertible, price realized: $118,750
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Bruneau & Co.’s 
January 4th 
Auction Featured 
Antique
Historical 
Telephones from a 
Telephone Museum 

CRANSTON, R.I. – Antique historical 
telephones and other collectibles from 
the early days of phone communication, 

all from the Pennsylvania chapter of the 
Telephone Pioneers of America Museum, 
fetched nice high prices at a New Year’s Estate 
Fine Art, Antiques & Collectibles Auction held 
January 4th by Bruneau & Co. Auctioneers, 
online and in the Cranston showroom. 

Some of the top-selling lots from the 
category included the following:

• �A group of four early horn transmitter 
telephone reproductions, marked 
“Historical Replica Reproduced by Bell 
Telephone Laboratories”, made in the 20th 
century from wood and metal, the largest 
of which measured 7.5 inches by 10.5 
inches ($15,000).

• �A 19th century mahogany telephone 
switchboard box, made in the United 
States by an unidentified company but an 

interesting piece nonetheless, overall 
12.75 inches by 11.25 inches, made 
from wood and metal and with no 
apparent signs of damage ($13,750).

• �A pair of 19th century diminutive Bell 
wall mount telephones, both black 
painted wood cased phones with glass 
transmitters by Maxim New York, 
marked “American Bell Company” 
around the transmitter and the sides of 
both marked “July 11, 1893” ($8,750).

• �A group of six 19th century butter 
stamp telephone receivers, including 
five solid colored receivers of simple 
design and one black receiver with 
carved decorative flower patterns 

Group of six 19th century butter 
stamp telephone receivers, including 
five solid colored receivers of simple 
design and one black receiver with 
carved decorative flower patterns 
($7,500).

1985 Rolls Royce 
Silver Spirit car 
with just 35,000 
original miles on 
the odometer, 
perfectly 
maintained, with 
an ivory colored 
interior with the 
finest burl wood 
inlays ($13,750).

Abstract bronze grey spirit 
sculpture by Joel Perlman (N.Y., 
b. 1943), geometric form with a 

pierced design, 42 inches tall by 
25 inches wide ($7,500).
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One lot consisting of two 19th century square 
transmitter telephone boxes, including one box 
marked “Blake Transmitter 320644 Edison Carbon 
Telephone” on the front ($7,500).

around the earpiece, with one piece 
marked “Property of Bell Telephone Co.” 
($7,500).

• �One lot consisting of two 19th century 
square transmitter telephone boxes, 
including one box marked “Blake 
Transmitter 320644 Edison Carbon 
Telephone” on the front and the other, 
unidentified transmitter having a decorative 
mount and receiver holder ($7,500).

The auction got off to a roaring start with the 
very first lot, a 1985 Rolls Royce Silver Spirit car 
with just 35,000 miles on the odometer. The full-
size, British-made sedan was a full-size luxury 
Rolls that had been perfectly maintained. The car 
boasted an ivory colored interior with the finest 
burl wood inlays, with all service records, title 
and registration. It sped off the lot for $13,750.

The sale featured a fine selection of 
listed artist paintings, etchings and prints; 
a collection of Austrian and Bohemian art 
glass and figural lamps from a Long Island, 
New York collection; a great single-owner 
collection of Japanese robes; a nice selection of 
Asian arts; and five rare 18th and 19th century 
Rhode Island and Massachusetts almanacs.

Also offered were sterling silver chalices and 
estate sterling lots, jewelry and sculptures. Online 
bidding was provided by LiveAuctioneers.
com, Invaluable.com, Bidsquare.com and 

bidLIVE.Bruneauandco.com, plus the mobile 
app “Bruneau & Co.” on iTunes or GooglePlay. 
Following are additional highlights from the sale. 
Prices quoted include the buyer’s premium.

The fine art category was led by a 
watercolor painting by Maqbool Fida 
Hussain (India/England, 1913-2011), dubbed 
“the Picasso of India”. The Cubist figural work 
depicted two blue horses galloping beneath 
a monochromatic sky with a purple sun. The 
framed 2002 painting was signed “Hussain” 

Group of four early horn 
transmitter telephone 
reproductions, marked 
“Historical Replica 
Reproduced by Bell 
Telephone Laboratories”, 
made in the 20th century 
($15,000).

lower right and measured 19.5 inches by 16.5 
inches (sight). It sold for $13,750.

An abstract bronze grey spirit sculpture 
by Joel Perlman (N.Y., b. 1943), geometric 
form with a pierced design, 42 inches tall by 
25 inches wide, went to a determined bidder 
for $7,500. Joel Perlman is well known for 
his abstract shape sculptures. His work has 
been exhibited at the Whitney Museum 
of American Art and the Metropolitan 
Museum of Art, both in New York. v

(above) 19th century mahogany 
telephone switchboard box, made in 
the United States by an unidentified 
company but an interesting piece 
nonetheless, overall 12 ¾ inches by 11 
¼ inches ($13,750).

(left) Watercolor painting by Maqbool 
Fida Hussain (India/England, 1913-2011), 
“the Picasso of India”, a Cubist figural 
rendering depicting two galloping blue 
horses ($13,750).
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WESTPORT, Conn. – Eager bidders 
gave a tip of the top hat to Abraham 
Lincoln in University Archives’ 

online auction held Jan. 16. Several 
historically significant lots pertaining to 
Honest Abe were offered in the sale, with 
two of them combining for $250,000. In 
all, 281 lots came up for bid in an auction 
that grossed nearly $900,000, including the 
buyer’s premium.

The sale’s top earner was a copy of the 
book The Miscellaneous Works of Oliver 
Goldsmith, by American author Washington 
Irving, with an ownership signature by 
Lincoln ($175,000). The book, which was 
formative to Lincoln’s views on slavery, had 
been given to him by his brother-in-law, 
Ninian W. Edwards. Lincoln later presented it 
to his law partner, with an inscription.

The runner-up lot was also Lincoln related: 
a carte de visite photograph of the president, 
signed by him (as “A. Lincoln”) and PSA 
graded Gem Mint 10 ($75,000). The photo 
had been found in the personal photo album 
(included in the lot) of the wife of Colonel 
Benjamin Rosson, whom Lincoln had 
personally thanked in his “Lincoln Log” in 
1864 for service during the Civil War.

University Archives is always seeking 
quality consignments or items for outright 
purchase. The firm’s next online-only auction 
is slated for Wednesday, Feb. 26, with a 10:30 
am EST start time. Up to 100 percent cash 
advances are available for great items valued 
from $5,000 to $5 million.

Anyone who has a single item or a 
collection that may be a fit for a future 
University Archives auction may call Mr. 
Reznikoff at 203-454-0111, or email him at 
john@universityarchives.com. 

The auction was packed with unique 
relics, photos, autographs, books and 
ephemera, to include 55 of the 56 

Two items relating to Abraham 
Lincoln – a signed photograph 
and a signed, inscribed book –
bring a combined $250,000 in 
an online auction

Copy of the book The Miscellaneous Works 
of Oliver Goldsmith, by the famed American 
author Washington Irving, with an ownership 
signature by Abraham Lincoln ($175,000).

Document from the 2nd 
Congress, boldly signed 
by Thomas Jefferson, 
regarding a lighthouse 
at Cape Fear, framed 
and signed (in print) by 
Washington and Adams 
($10,625).

Document signed by Arthur 
Middleton, one of the signers of 
the Declaration of Independence, 
written in Philadelphia and dated 
May 20, 1782, very rare ($40,625).

Declaration of Independence signers (all 
except Button Gwinnett), plus presidential 
items (high-ticket Lincoln, Jefferson, 
Washington, Teddy Roosevelt, Richard 
Nixon and FDR).

Also offered were literary items (including 
five lots of Hemingway), music (the Beatles, 

Elvis Presley, Jimi Hendrix and others), 
entertainment (Marilyn Monroe, Harry 
Houdini and others), and science (to include 
Edison, Einstein and Freud, with a special 
emphasis on psychology). v
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Three-piece matador outfit sold to Ernest 
Hemingway by legendary Spanish bullfighter 

Antonio Ordonez.Hemingway later gifted it to 
his best friend, A.E. Hotchner ($13,750).

Abraham Lincoln signed carte de visite, PSA/DNA encapsulated 
and graded Gem Mint 10, after an Alexander Gardner portrait, 
signed by Lincoln circa August 1864 ($75,000).

Presentation copy of Addresses of Franklin D. 
Roosevelt and Winston Churchill — a war dated 
book given to First Lady Eleanor Roosevelt and 
inscribed by FDR ($34,375).

One-page 
letter signed 
by George 
Washington, 
written in 1791 
and regarding 
Mount Vernon 
and its crops 
but also talking 
about one of 
his slaves, Davy 
Gray ($15,000).

16th century printing of Petrus Lombardus’s Sentences, 
with a panel-stamped calf displaying the arms of King 
Henry VIII and his Queen Katherine of Aragon ($11,000).



Auction School Graduates
INDUSTRY

World Wide College of Auctioneering
The February 2020 graduating class from World Wide College of 

Auctioneering included students from 13 states. Front row: Sara Broers, 
Mitchell Medrano, Aaron Komowski, Erin Williams, Troy Martin, Kirk 
Hamilton, Halie Behr, BAS, and Paul C. Behr, CAI, BAS.  

Second row: Craig Meier, Angie Meier, Curtis Kluver, Matthew 
Anderson, Jon Martin, Jacob Waters, Matthew St. John, Kevin Brooks, 
Jr., Jared Miller, Lori Jones, and Mike Jones, CAI, BAS, GPPA. Back row: 
Edwin Martin, Dean Harr, Kyle Lynn, Johnny Payne, Jordan Mehlhaff, 
Tom Ahrens, and Brian Barinsky.

Don’t forget to submit your graduate photos, along with names and 
any other statistics NAA members might like to know. Send them to 
communications@auctioneers.org.Submit your graduates!
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Western College of 
Auctioneering

The 250th class from Western College of Auctioneering 
graduated in February 2020. Front row: Lane Foxwell, 
Edgerton, Alberta; Marnie Keller, Bethesda, Maryland; 
Rachel Hiester, Manhattan, Montana; and Rita Beier-
Braman, Silver Spring, Maryland. Second row: J.K. Kinsey, 
CAI, AMM, instructor; Howard Lichter, Portland, Oregon; 
Austin Schmitz, Malone, Wisconsin; Corey Oeklaus, 
Beavercreek, Oregon; Dave Leu, Issaquah, Washington; 
Pare Abbott, Chichester, New Hampshire; and Nick 
Bennett, CAI, BAS, president. Back row: Kevin Taylor, 
Glasgow, Montana; Dustin Christenson, Port Orchard, 
Washington; Brock Sutfin, Lakeview, Oregon; Jericho 
Holder, Soper, Oklahoma; Kyle Evans, Lemoore, California; 
and Kelly Clarke, Lumsden, Saskatchewan. 
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Members

The NAA provides its members 
with a diverse range of 

professional designation 
courses specifically built to help 

auctioneers specialize while 
expanding their professional 

knowledge. 

Check out the Education 
Calendar on page 55 for 

upcoming NAA education 
opportunities. 

You can also visit the full 
education calendar on the NAA 
website at: auctioneers.org > 

Education > Upcoming Events.

MASTER PERSONAL PROPERTY APPRAISER

Uniform Standards of Professional Appraisal Practice

Auction Marketing Management

AMM
Willie Baker

Todd Keefover
Jeremy Piatt, CAI

AARE
Tim Elliott

Troy Lippard, CAI

CAS
Rebecca Biggs

GPPA
Billy Hagan, CAI, AMM

Neil Redmond
Ron Young, AMM

Scott Haley

New NAA Designations Earned

Earn your 
designation

t

Requires 32 classroom hours, a detailed 
written auction summary report, proof 
of at least 10 real estate auctions, and 
24 hours of continuing education every 
three years.

Requires 24 classroom hours, 
completion of a custom auction 
summary report based on knowledge 
from the designation course, and 24 
hours of continuing education every 
three years.

Requires 21 classroom hours, a detailed 
written auction summary report, proof 
of at least six benefit auctions and 24 
hours of continuing education every 
three years.

Must pass the prerequisite exam or hold 
another NAA Designation, complete the 
course in its entirety, and submit four 
evaluations from a contract auction.

Requires 21 classroom hours and 
completion of 24 hours of continuing 
education every three years.

Requires completion of 35 classroom 
hours, a detailed written appraisal 
report and proof of at least two 
affidavits of appraisals.

MPPA designees specialize in one or 
more of the following areas: antiques & 
estates, plant machinery & equipment, 
construction & agricultural equipment 
or small business valuation. Must 
already be credentialed with the GPPA.

While USPAP is not an NAA designation, 
it is offered at Designation Academy 
and Conference & Show, and USPAP 
compliancy is a part of the GPPA. 

Must have been practicing full-time 
auctioneers for at least two years (prior 
to attending the institute), attend all 
three years of CAI with more than 120 
classroom hours, complete all special 
projects and complete 24 hours of 
continuing education every three years.
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Members

Thomas Ahrens
thomasja2016@gmail.com
Roy, WA

Tariq Al-mutawakil 
The Palm Group LLC
(949) 763-9949
info@thepalmgrp.com
thepalmgrp.com
Lake Forest, CA

Matthew Anderson
anderson9119@gmail.com
Webb, IA

Samuel Baer
sbaerauctioneer@gmail.com
Galion, OH

Dana Balsamo
dana@materialpleasures.com
Princeton, NJ

Brian Barinsky
(712) 253-2241 
dadofoneaj@yahoo.com 
Hawarden, IA

Robert Barker 
jigsawranch@gmail.com
Keosauqua, IA

John Berner 
Wavebid
402-505-7770 
John.Berner@Wavebid.com
Savage, MN 

Bonnie Bice 
(903) 930-4230
mom2pacen@aol.com 
Jefferson, TX

Jessica Boulter 
Leist Auctioneers 
leistauctioneers@gmail.com
michiganauction.com
Elmira, MI

Blake Box 
Aztec Realty 
(956) 668-8790 
blakejbox@aztecre.com 
McAllen, TX

Brett Breckling 
Breckling Auctions Inc. 
(501) 672-9945 
lbreckling@gmail.com
brecklingauctions.com 
Benton, AR

Clifton Brister 
Brister Auctions LLC 
(318) 995-5991
maverickeqmt@bellsouth.net
Colfax, LA

Landyn Butler
landynmbutlerauctioneer
gmail.com 
Portage, OH

Imran Chaudhry 
Tekyard LLC 
(952) 657-7977 
smumtaz@tekyard.com 
Ellicott City, MD

Ronald Coggin II
nolemedic95@gmail.com
Jacksonville, FL

Dawson Cowen 
325-450-1054 
dawson.cowen@yahoo.co
San Angelo, TX

D. MichaelCoyle 
D. Michael Coyle- Attorney
At Law 
(270) 737-9088 
dmcoyle@kerricklaw.com 
Elizabethtown, KY 

Gerald Dalton
geralddalton11@gmail.com
Thornville, OH

John Dalton 
jdaltonauctions@yahoo.com
Thornville, OH 

Roger Diehm 
Schrader Real Estate &
Auction Co., Inc. 
(260) 244-7606
roger@schraderauction.com
Schraderauction.Com
Columbia City, IN

Natalie Dietz 
Get A Bid Auctions 
(832) 535-9878 
nat@getabidauctions.com
getabidauctions.com 
Katy, TX

Josh Dixon 
Rich Dixon Auction Services
(417) 217-9627
josh_dixon@hotmail.com
Houston, MO

Rick Dixon 
Rick Dixon Auction Service
(417) 967-6604 
info@rickdixonauctions.com
rickdixonauctions.com 
Raymondville, MO 

New Members
Blake Donen 
BK Auctions 
(805) 250-9000 
info@bkauctions.com 
Westlake Village, CA

Shannan DuShane 
Auctioneer Softwar
(866) 773-2638 
shannan@auctioneersoftwar.com
AuctioneerSoftware.com
Grandville, MI

Eric Dyess 
Permian International Auctions
(432) 694-2018
ericdyess@gmail.com 
Midland, TX 

Adam Ebersole 
Nevin B. Rentzel, Auctioneer
(717) 818-4149
ebby1163@live.com
rentzelauctions.com 
East Berlin, PA 

Jerrett Flesher 
Wagner Auctioneering & Real
Estate 
flesher2014@gmail.com 
Farmland, IN 

Megan Force 
Force’s Time Capsule 
(978) 342-0500
forcestimecapsule@yahoo.com 
Leominster, MA

Jeremy Freer 
JTF Consulting Group 
(623) 910-0526 
jtfreer@icloud.com 
Scottsdale, AZ

Nathan Guilford 
Liquidate Az 
(480) 415-9869 
auction@liquidateaz.com
Maricopa, AZ

Halley Hale 
Auction Section 
(205) 799-6933 
hhale@auctionsection.com 
Houston, TX 

Mark Hammond Sr. 
Hammond & Company 
(918) 900-0290 
mark@interactiveappraisals.com
interactiveappraisals.com
Tulsa, OK 

James Hanson 
Bid City Auction Company
(920) 988-4137
BidCityAuctions@gmail.com
Oshkosh, WI

Curtis Hardin 
Midwest Auction Services 
(573) 289-3998 
curtishardin@hotmail.com 
Hallsville, MO

Kenny Hartley 
Granger Thagard &
Associates, Inc. 
(205) 585-0847 
kenny@GTAuctions.com 
Birmingham, AL

Mitch Helman 
Auctiontime/HiBid/
EquipmentFacts/AuctionFlex 
(402) 458-4506 
mitch@auctiontime.com 
Lincoln, NE

Kevin Herron 
Herron Auction & Realty 
(270) 826-6216
herronauctionrealty@gmail.com 
Henderson, KY 

Harold Hicks 
Hicks Auction Company 
(336) 354-6986
hicksauctionco@yahoo.com
bid2success.com 
Boonville, NC  

Jacob Hills 
Elite Auction Service 
(608) 228-9051
jacobhills2004@gmail.com
Ridgeway, WI 

Isabell Hillseth 
Chris Hillseth Enterprises 
(818) 495-3038 
isabell@chrishillsethenterprises
.com 
Azusa, CA  

Barton Hoblit 
(937) 459-8268 
hobs2846@gmail.com
Arcanum, OH 

Timothy Hollinger 
Alderfer Auction 
(215) 393-3000 
tim@alderferauction.com 
alderferauction.com 
Hatfield, PA  
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Carlin Hooten 
(417) 847-2622 
hootenauction@gmail.com
Cassville, MO  

Sean Ison 
sison711989@yahoo.com
Cushing, OK  

Bryson Johnson 
Prime Time Auctions, Inc. 
(208) 232-4912 
bryson@primetimeauctions.com
Pocatello, ID  

Zachary Johnson 
The Swicegood Group, Inc
Auctions & Real Estate
zach@zachsoldit.com
ready2bid.com 
Hiddenite, NC  

Thomas Johnston 
(970) 858-9901
tcjohnstonauctioneer@gmail.com
Fruita, CO  

Steven Jones 
USA Land and Ranch Auction 

Services 
(806) 690-7790 
trent@usalandandranch.com
Amarillo, TX  

Colton Kiko 
Kiko Auctioneers 
(330) 614-2478 
coltonkiko@kikocompany.com
Malvern, OH  

Aaron Kornowski 
aaron.kornowski@gmail.com
Green Bay, WI  

Les Longenecker 
Les Longenecker Auctioneers
(484) 256-1323 
les.longenecker
privategarden.org 
Bernville, PA  

Kyle Lynn 
(573) 721-6382
kdlynn11@gmail.com
Simpsonville, KY  

Ron Mader 
rmader4@gmail.com 
Fremont, WI 
Wilmer Martin 
Beiler Campbell Auctioneers &
Realtors 
wilmermartin80@gmail.com
New Holland, PA  

Jon Martin 
Trader Jon’s 
jonspirit@me.com 
Chillicothe, MO  

Troy Martin 
(740) 600-0954 
mtryo9899@gmail.com 
Bainbridge, OH  

Maile Masada 
(808) 268-2322 
maile@mailemasada.com
Makawao, HI  

Morgan McArthur 
Jawsmith Enterprises 
(414) 588-4450 
morgan@morganmc.com 
New Berlin, WI
Calli McCartan 
callimccartan@gmail.com
Stewartville, MN  

Mark McCracken 
Rittenhouse Auction Co., LLC
calmark77@yahoo.com
Vanderbilt, PA  

Mitchell Medrano 
mitchell_medrano@yahoo.com
mitchellmedrano.com 
San Diego, CA  

Jordan Mehlhaff 
(605) 284-2744 
jmehlhaff_06@hotmail.com
Eureka, SD  

Aaron Miller 
Hand M Auction Services LLC
(320) 249-2304 
aaron.s.miller.mil@gmail.com 
hmauctionservices.com
Royalton, MN

John Montgomery 
Montesello Homes 
(817) 475-8535 
jem72@montesellohomes.com 
montesellohomes.com 
Lillian, TX  

Cameron Morris 
Weeks Auction Group, Inc.
(229) 881-7643
cameron@bidweeks.com
WeeksAuctionGroup.com
Moultrie, GA  

Chas Ophus 
(701) 580-2152 
chasophus87@gmail.com
Watford City, ND  

David Owenby 
David@Thompson-Williams.com
Sevierville, TN  

Aaron Owens 
(405) 229-2973 
Wheatland, OK  

Daniel Pentz 
A.P. Natoli & Company
Auctioneers, LLC 
(609) 693-6899 
apnatolico@verizon.net
theauctioneersgroup.com 
Lanoka Harbor, NJ 

Jennifer Pentz 
A.P. Natoli & Company
Auctioneers, LLC 
(609) 693-6899 
apnatolico@verizon.net
theauctioneersgroup.com
Lanoka Harbor, NJ  

Aaron Peters 
(419) 604-8093
petersfamilyfarms@icloud.com 
Elida, OH  

Maxine Puckett 
(719) 290-7047
maxinepuckett17@gmail.com
Colorado Springs, CO  

Van Richardson 
Lost Treasures East Texas 
(806) 670-4701
richardsonvan@hotmail.com
Arp, TX  

Robin Roquemore 
Apex Auctions
(281) 808-3862
apexrestaurantsupply@
yahoo.com
apexrestaurantsupply.com
Alvin, TX  

Jesse Ross 
Ross Auctions and Estate Services 
jdr5024@gmail.com
rossauctionservice.com
Kershaw, SC  

Hailey Schmidling 
Marquam Auction Agency, LLC
(971) 401-3324
schmidlinghailey@gmail.com
Portland, OR 

David Skidmore 
Open Road Auctions 
(281) 992-7026 
dgskid1@msn.com
Friendswood, TX 

Thomas Stewart 
Long Auction Co., LLC 
(859) 986-5431 
longauction.com 
Richmond, KY 

Jackie Stewart 
Logan Auction Co., LLC 
(859) 544-2254 
jstewart@kiusa.com 
longauction.com 
Richmond, KY  

Lijuan Tang 
LA Auction Depot LLC 
(818) 665-3863 
laauctiondepot@gmail.com
laauctiondepot.com 
Burbank, CA 

Juliette Vara 
(619) 929-4484 
julietteuf@yahoo.com 
Nashville, TN  

Jennifer Vogel 
McMullen Auctioneers 
(218) 686-4009 
jen.mcmullen1@yahoo.com
mcmullensales.com 
Plummer, MN  

Cheyenne Webb 
Lippard Auctioneers, Inc. 
(580) 237-7174 
marketing@lippardauctions.

com
lippardauctions.com 
Enid, OK  

Gale Williams 
gale.d.williams@gmail.com 
Milwaukie, OR  

Erin Williams 
(618) 303-4657 
erinwilliams142@gmail.com 
Brighton, IL  

Brad Young 
United Country Heartland 

Realty & Auction 
(270) 202-5397 
bradkyoungrealtor@outlook.

com 
bradyoungrealtor.com 
Oakland, KY  

Marvin Zimmerman 
Diamond Z Auction Services 
(715) 721-0657 
diamondzranch2@gmail.com 
Thorp, WI 



Joshua Abner, CAI
Richard Adams, GPPA
Anna Aja 
Tariq Al-mutawakil 
Zachary Allen 
Hilda Allen 
Ronalea Allen, AMM
Tom Allman 
A. Curtis Andrew 
Daniel Andrews 
Ross Annett 
Andy Atkinson 
Kelly Aumann, CAI, 

AARE, CES
Reno Babcock 
Harry Bachman 
Austin Bachmann 
Rodney Backes, CAI, 

AMM
George Badeen 
Samuel Baer 
Kenneth Baer 
Gary Bailey, AARE, 

GPPA
William Baker, AMM
Barry Baker, CAI, AARE, 

CES
Roderick Baldwin, CAI, 

AARE
Jon Barber, CAI
Dale Barger 
Christa Barlow, CAI
Floyd Barnes 
Daniel Barry, CAI
Jason Bates 
James Bayman 
Ty Beahm 
Nichol Beahm 
John Bearrows 
John Beck 
Brian Beckort, CAI, 

AARE
Alex Belcher 
William Benton 
John Berner 
Brandon Berry 
Linford Berry, AMM, 

CAS
Gwyn Besner, CAI, 

AARE
Bonnie Bice 
Larry Bickford 
Vincent Bila 
Charles Billig 
Burton Blinick, AARE, 

ATS

Jeff Bockrath 
Chris Bohr 
Jessica Booth 
Vaughn Borchers 
Omar Bounds, AARE
Gary Bowen 
Silas Bowman 
Maureen Boyd, GPPA
John Boyd, CAI, GPPA
Martha Boyle 
Gina Boyleston, CAI, 

AMM
Brian Bradley, CES
Mark Bradstreet, CAI
Bruce Brock 
Rick Brock, CAI, CES
Mary Brubaker 
Reginald Buck, GPPA
Craig Buford 
Dale Buhman 
Molly Bull, BAS
Jeffrey Burchard, CAI
Chelsea Burns 
Joseph Burns, CAI
Ashton Burton 
Harry Byrnes 
Carolee Camacho 
Lori Campbell 
Jarred Campbell 
Robert Campbell 
Jon Carr 
Paul Carroccio 
Ray Caruso 
Rita Castrucci 
James Cates 
Bradley Cecil 
Imran Chaudhry 
Dale Chupp 
Wiley Collins 
Dalton Collins 
Chris Colson, CAI
Maverick Commins 
Peter Costanzo, CAI
Donald Cotton, CAI, 

CES
Keith Couch 
Neil Courtney 
Lester Crandall 
Stan Crooks 
Jamison Crouch 
Bernard Curvey 
Kevin Dalton 
Richard Dalton 
Rick Darcy 
Charles Darling 
Rodney Darr 

Luther Davis, CAI, BAS
Leonard Davis 
Dena Davis 
Cody Dawson, BAS
Brian DeBolt 
Nick Defelice 
Jerry DeLozier, CAI
Eli Detweiler, CAI
Jordan Deutz 
Joseph Diehl 
Wesley Dietrich 
Enrico DiMattia, AARE
Doyle Dingman 
Mark Dixon 
Rafe Dixon, CAI, AARE, 

CES
William Dixon 
Jason Dolph 
Andrew Donen 
Sean Donnelly, ATS
Richard Dotta 
Kirk Dove 
Ronald Dover, MPPA
James Dresen 
Tim Dudley, CAI, AARE
Robert DuMouchelle 
Jeanette Dunn, GPPA
Todd Easterday 
Andrew Eckert, CAI
John Economou, CAI
Jarod Edwards 
Jay Edwards, AARE
Doug Eichelberger 
Melanie Eifling, BAS
Georganne Elemond 
Mark Esber, AARE
Leon Esckelson 
Becky Farniok, CAI
Douglas Fenbert 
William Ferguson, CAI
William Fischer, CAI, 

GPPA
Louis Fisher, CAI
Mitzi Fisher, CAI
Arden Fitch 
Dale Fladeboe 
Kristine Fladeboe-

Duininck, BAS
Jerrett Flesher 
John Folmar 
Megan Force 
Jacob Fragodt, AMM
Nathan Fragodt 
Corey Fraise, CAI
Zachary Franks 
Mark Frazier 

Jeremy Freer 
Mark Frey 
Lee Frisendahl, CAI
Samuel Furrow, CAI
Alex Fuselier 
Erich Gabriel 
Trey Gallaway 
William Gardner 
Terrill Garmon, CAI
Douglas Garner, AMM, 

CES
Benjamin Gates 
James Gavin 
Jacob Gay, GPPA
Michael Gerlach, CAI, 

ATS
James Gibson 
Brooke Gillespie 
Curtis Gillespie 
David Gilmore, CAI, 

AARE
Ronal Gingerich 
Dave Goldstein 
Joseph Gordon 
R. Johan Graham, CAI
Jack Granger 
Santo Grasso 
Brent Graves 
Milton Green, CES, 

GPPA
Robert Green 
Nathan Guilford 
Dean Gunter, BAS, CAS
Tracy Hagen 
Halley Hale 
James Halfhill 
James Halfhill, CAI
Kristin Halfhill Larimore, 

CAI
Troy Hall 
William Hall, CAI, AARE
Travis Hamele, CAI, 

AARE, CES, GPPA
James Hammer 
Suzanne Hanger, AARE
Michael Harper, CAI, 

AARE
Beverly Harper 
Adrian Harris, GPPA
Scott Harris 
Douglas Harritt, CAI, 

CES
David Hart, CAI, AARE
Robert Hart, CAI, AMM
Kenny Hartley 
Dawn Hash, AMM

Kenneth Hassinger 
Paul Hatfield 
Kyle Hause 
Jeffrey Hayes 
Jason Hayne 
Donald Hazlett 
David Heath 
RL Heaverlo 
Mitch Helman 
Susan Hennas 
John Henry, CAI, CES
Jeremiah Herbst 
Tanner Hernandez 
Staci Hernandez, CAI
John Herrity 
William Hesch 
Josh Hickey 
Harold Hicks 
Russell Hilk 
James Hill 
Donald Hillis, CAI, CES
Christopher Hillseth 
Isabell Hillseth 
John Hines, CAI, AARE, 

GPPA
Terry Hirchak, CAI, 

AARE
Thomas Hirchak, CAI, 

MPPA
Thomas Hirchak, CAI, 

AARE, GPPA
Robert Hogstrom 
Justin Holmberg 
Steven Holt 
Kevin Holt, AMM, CES, 

GPPA
T. Horst 
Donald Horton, CAI
Pete Horton, CAI, CES
Julian Howell, CAI, 

AARE
Gary Hubbell 
Karen Huelsman, CAI
Katie Imholte Gabriel, 

BAS
Carl Jackson, AARE
Val Jark 
James Jeffries 
David Jewel 
Bryson Johnson 
Don Johnson 
Danny Jones 
C. Jones, AMM
Scott Jones, CAI, BAS
Michael Joyce 
Rollo Juckette 

Membership Renewals Thank You!

Members
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Charles Kaimann 
Dylan Kallemeyn 
Frank Kaminski 
Kurt Kaptein 
Heather Kaspar 
Dana Kaufman 
Jason Kaye 
Chelsea Kearns, AMM
Kyle Kelso 
Mark Kennedy 
William Kent 
Doug Kerkhoff 
Justin Kerns 
Derek Keys 
John Kiko 
Lori Kiko 
Randy Kincaid, CAI, 

GPPA
Rebecca Kindergan 
Christie King, CAI, 

AMM, BAS
Kevin King 
Kelly Kirby 
Jean Kirchner, CAI, 

AMM, BAS
Richard Klisiewicz, AMM
Gregory Klug 
Michael Koons 
Roger Koons 
Randall Koster 
Leora Kraft 
Brendan Kramer 
Curt Kramer 
Keith Kramer 
Scott Kuntz 
Lydia Lamp 
Edwin Lanford 
Rodney Laningham, CAI
Mickey Lapp, CAI
Amie Laughlin 
Darin Lawson, CAI, BAS
Jay Lawyer 
Rodney Lee, CAI, AARE
Kevin Lehman, AMM
Emilio Lemeni, CAI, 

GPPA
Olga Lemeni, AMM
Jeffrey Lentz 
Dennis Levario 
T. Randolph Ligon, CAI, 

BAS, CES
Tim Lile, CAI
Larry Linkous 
Michael Locati 
Teresa Long, AMM, CES
Blair Loveless, CAI
Val Luckett 
Terry Luecke 
Cathy MacPherson 
Chuck Maggard 
Anthony Mangini 
Richard Manley, CAI, 

AARE
Justin Manning, CAI, 

AARE
Vernon Mariman 
Newell Marsh 

P. Douglas Marshall, CAI
Curt Marshall 
Paul Martin 
Robert Massart, CAI, 

AARE, CES, MPPA
Jon Mast, CAI
Joseph Mast 
Cris Mast 
Charles Masterson 
Daniel Matthews, CAI, 

GPPA
Robert McBride 
Calli McCartan 
Shayne McCaslin 
Robert McDowell, BAS, 

CAS
Jacob McGennis 
Ritchie McGinnis 
John McInnis, CAI
John McKenzie, CAI
David McLaughlin 
Mark McNamee 
James Mead 
Darron Meares, CAI, 

BAS, MPPA
Nick Medina 
Bob Melvin 
Jace Menezes 
Terry Metcalf, BAS
Carl Miceli 
Craig Miley, CAI
Lance Miller 
India Miller 
Tyler Miller 
Jr. Miller 
Jerick Miller 
Tammy Miller, CAI, 

AARE, BAS
Kara Miller 
Kurt Mingerink 
Angie Moe 
Devin Moisan 
Eric Monahan, CAI
Donald Monroe 
Don Montgomery 
Patrick Morgan 
Cameron Morris 
LeeAnn Moss, CAI
Lawrence Mroczek 
Colin Murphy, CAI, 

GPPA
Forrest Musser 
Bradley Mutz, GPPA
Timothy Narhi, CAI, 

CES, GPPA
Barton Neely 
Kurt Ness, CAI
William Newell, CAI
Kelly Nicholas, GPPA
Charles Nicholls, CAS
John Nichols 
Homer Nicholson, CAI, 

AARE, CES
Wes Nickum, BAS
Jonathan Noel, CAI
Thomas Noonan 
Michael Nuzzo, CAI

Kevin O’Callaghan 
Pat O’Connor 
Jeff Oberling, CAI, 

AARE, BAS
Ted Odle 
Trent Offutt 
Marla Oglesby, AARE
Col. Jeffrey Olin 
Aaron Olson 
David Omdahl 
Shane Ophus, GPPA
Kathy Jo Otis, AARE
Matthew Parker, BAS, 

CAS
Ty Patton, AMM
Elliot Paul, CAI
Rich Penn 
Jennifer Pentz 
Chelsea Peoples 
Donald Pfeiffer 
Travis Phillips 
Gregg Pickens 
Dan Pike, CAI, GPPA
Peter Planes II 
J.E. Ponder 
La Verle Pounds 
Malcolm Price 
Gary Pronschinske 
Maxine Puckett 
Joe Ross Pyle 
Charlotte Pyle, CAI, 

AARE
Deena Radde, 
Jeffrey Raines CAI, 

AARE, GPPA
Susan Rasmus, CAI
Christopher Rasmus, CAI
Patrick Rasmus, CAI, ATS
Shane Ratliff, CAS
Lowell Rau 
Paul Reagan 
Richard Reese 
Delmar Rheinheimer 
Howard Richmond, CAI
Shad Ridenour, CAI
Tanner Roberts 
Todd Robertson 
Eulalia Rodriguez, ATS
Deidre Rogers, CAI, BAS
Dayton Roller, CAI
Donald Rose, CAI
Jesse Ross 
Brian Rowley 
David Rowton 
John Ruckman 
Joshua Rush 
Kelly Russell, CAI, BAS, 

CES
John Rutt 
Jason Rzepniewski, 

GPPA
Lorraine Sachs Garcia, 

CAI, AMM, BAS, CES
Samuel Sales 
Thomas Saturley, CAI
James Savage 
Nathaniel Scalf, AARE, 

AMM, GPPA
Walter Schieffer 
David Schlechty 
Hailey Schmidling 
Chris Schwartz, CAI, 

AMM
David Searles 
Michael Seibold 
Patrick Shanahan 
Merle Sharick 
Robert Shaylor 
Robert Sheehan 
Cody Shelley 
Curtis Shenk 
Harry Shirikchian 
Marcus Shively, GPPA
Rainelle Shockome, CAI, 

BAS
Ed Shover, CAI
Aaron Siefker 
Freddie Silveria, BAS
Chris Simons 
Larry Sims 
Lucas Skinner 
Manson Slik, CAI, AARE, 

CES
Eric Smeltzer, AMM
Ira Smith, ATS
H. Smith, CAI
Nicolas Smock, CAI, 

AARE, AMM, GPPA
Samantha Smock, AMM
Jim Snider, CAI
Stephen Sommers 
David Spear 
Dustin Spencer 
James Staggs, CAI
Dan Stall, BAS
Gayle Stallings, CAI, 

BAS
Daniel Stanavage 
Stuart Stein 
Brent Stephens, CAI
Laredo Stevens 
Deanna Stockwell 
J. Meryl Stoltzfus 
Rachael Storey 
Jerry Stricker 
Lon Sturgeon 
Mike Suggs 
Andrew Suvar 
Lance Swigert, CAI
Justin Swisher 
Lewis Tankersley 
Becky Tarlton 
Nevin Tasto 
Jayton Tautfest 
Doug Taylor 
Roy Teitsworth 
Jay Temchack 
Boyd Temple, CAI, 

AARE
R. Shawn Terrel, CAI, 

AARE
George Thagard, CAI
Gerard Thibodeaux 
David Thornhill 

Chip Thornton 
Tammy Tisland 
Gerard Trimboli 
Kevin Troutt, BAS
Harley Troyer 
Harold Unrein 
Erin Van Evera-Welch, 

GPPA
Dirk Van Reenen 
Dennis Vest 
Donald Wagner 
Jerry Wallace, CAI, 

AARE, CES
Wendy Walsh 
Thomas Walsh, CAI
Leonard Walter 
Adrian Walters 
Darby Walton 
Jim Ware 
Dennis Warfield, CAI
Jamie Watts 
Emily Wears Kroul, CAI, 

ATS, BAS
Veronica Weaver, AMM
Earleen Weaver, GPPA
Dave Webb, AMM, BAS, 

GPPA
Cheyenne Webb 
Charles Wehrly 
Michael Weimer 
Jeffrey Weinberg, CES
John Welch 
Robert Welch 
Brent Wellings 
Annette Wells, CAI, BAS
Curtis Werner 
David Wesely 
Mark West, GPPA
Amy Whistle, CAI
David Whitaker, CAI
Michael Whitfield, CAI, 

CES, GPPA
Todd Whiting 
Frederic Wiese, CAI
Scott Wiest 
Kimberly Wiggers 
Kenneth Wilcox 
JillMarie Wiles 
James Willard, CAI, 

AMM
Mark Williams 
Charles Williams 
David Wilson, CAI, 

AARE
Joshua Wise 
Max Wolf 
Frederick Wolff 
Jason Woody 
Scott Wright, CAI
Amy Wright 
Daniel Yoder 
Leroy Yoder 
Vernon Yoder 
Wayne Yoder, CAI
Greg Zielinski 
Richard Zuber, CAI, CES
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Members

Alabama
Wayne Thorn
(334) 324-5721
wdtcol1@aol.com

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

Dan Newman, BAS
(907) 570-7050
dan@alaskapremierauctions.com

Arizona
John Payne, CAI, AARE, CES 
(480) 422-6800 
john@UnitedCountryAZ.com

Arkansas
Brad W. Wooley, CAI, AMM 
(501) 940-3979 
brad@wooleyauctioneers.com

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

Connecticut
Sara E. Adams, CAI, AMM, GPPA 
(860) 884-8930 
sara@adams.bid

Delaware
Sara E. Adams, CAI, AMM, GPPA 
(860) 884-8930 
sara@adams.bid

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

Georgia
Rusty Lane, CAI 
(478) 455-1861 
rusty@southauctiongroup.com

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

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

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

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

Iowa
David M. Whitaker, CAI 
(515) 460-8585 
info@wmgauction.com 

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

Kentucky
Richard Trey Morris, CAI, BAS, 
CAS 
(270) 705-4388 
trey@morrisauctioneers.com

Louisiana
Courtney Jo Weaver 
(601) 469-2705 
courtney@cwauctionsand
realty.com

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

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

Massachusetts
Nichole A. Pirro 
508-331-6254 
pirroauctionservices@gmail.com

Michigan
Kenny A. Lindsay, CAI 
(734) 223-3277 
productionline@msn.com

Minnesota
Carl J. Radde, CAI 
(612) 741-7188 
Carl@Corporate
AuctionGroup.com

Mississippi
Courtney Jo Weaver 
(601) 469-2705 
courtney@cwauctionsand
realty.com

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

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

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

Nebraska
Adam Marshall 
(308) 440-1923 
adam@adammarshallauction.com

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

New Hampshire
Michael J. Chambers, CAI, CAS 
(603) 770-5180 
chambersauctions@gmail.com

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

New Mexico
Bryce Alan Elemond, CAI, BAS 
(720) 229-5832 
affordableauctioneering@
gmail.com

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

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

North Dakota
Ben A. Meyer, CAI 
(605) 352-5597 
meyerauctions@hotmail.com

NAA Ambassadors
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Ohio
Laura M. Mantle, CAI, CAS 
(614) 332-7335 
laura.mantle@yahoo.com

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

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

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

Pennsylvania
Phil Grosh, CAI, BAS 
(717) 268-0020 
philgrosh@jenningsauction.com

Rhode Island
Michael J. Chambers, CAI, CAS 
(603) 770-5180 
chambersauctions@gmail.com

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

South Dakota
Ben A. Meyer, CAI 
(605) 352-5597 
meyerauctions@hotmail.com

Tennessee
Jeremy D. Robinson, CAI, 
AMM, CAS 
(615) 633-8071 
Jeremy@SoldByRobinson.com

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

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

Utah
Bryce Alan Elemond, CAI, BAS 
(720) 229-5832 
affordable
auctioneering@gmail.com

Vermont
Michael J. Chambers, CAI, CAS 
(603) 770-5180 
chambersauctions@gmail.com

Virginia
Anne Nouri, CAI, AARE, BAS, 
GPPA 
(703) 889-8949 
Anne@Prime
AuctionSolutions.com

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

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

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

Wyoming
Shelley E. Musser, AMM 
(307) 587-2131 
semusser
@mbauction.com

South Africa
Joff Van Reenen
+27828021366
joff@highstreetauctions.com
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Members

Kathleen Kingston 

Kathleen Ann Kingston, 66, passed away 
peacefully in Orlando, Florida, on Jan. 30, 
2020, while on a business trip. She was born 
on Oct. 19, 1953, in Montclair, New Jersey.

She earned a bachelor’s degree in biology 
from Upsala College and a Master of Arts 
in education from St. Louis University. In 
1986, she graduated from Missouri Auction 
School. After a career in higher education 
leadership at St. Louis University and public 
service in the City of Anchorage, Kathy 
poured her heart and soul into the Kingston 
Auction Company, making her life-long 
passion central in her life. For more than 28 
years, Kathy helped non-profit organizations 
across the country to maximize the impact 
of their work, raising millions of dollars for 
their missions.

In lieu of flowers, memorials may be made 
to the Kingston Fund, a donor-advised fund of 
the Cape Code Foundation, created by Kathy 
in 2006 in loving memory of her parents 
William and Winifred Kingston, with an 
emphasis on helping children and families. 
For more information: kingstonauction.com/
about-us/the-kingston-fund.

InMemory

René Bates
Life Member 

René Bates was born 
on July 10, 1942, in New 
Hope, Texas. Seventy-seven 
years later, he passed away 
peacefully at his home in 
McKinney, only 10 miles from where 
he was born, but worlds apart in so 
many ways. 

René lived a life that most of 
us can only imagine. The son of a 
sharecropper, he came of age under 
harsh circumstances usually only 
found in books and movies. Growing 
up in rural Texas in the 1940s was 
not an easy life. His stories of picking 
cotton alongside his father (and 
getting in trouble for loading his sacks 
with stones), of trips to town in a buggy, and 
barely having the means to get by, helped to 
define his strong work ethic, deep sense of 
ambition and drive to succeed. 

René was the first in his family to go to 
college and earned his bachelor’s degree and 
master’s degree in Education from East Texas 
State University in Commerce. He married 
Sheryl Lynn Darcey on July 10, 2002, in 
McKinney, Texas. 

Among the many hats he wore, René was 
a schoolteacher, a rodeo clown, pick-up man 
and producer, a cowboy-for-hire, a ranch 
manager and general rabble-rouser. He 
piloted, then crashed and walked away from 
an airplane that he had no license to fly (as 
the FAA noted in their resulting Cease and 
Desist letter). He briefly took up skydiving, 
and he hasn’t been legally allowed to enter 
Mexico since the mid-1970s for reasons he’d 
rather us not disclose. He was a successful 
land broker, a rancher and he raised Texas 
longhorns for well over 30 years.

And of course, he was an auctioneer.
He began his career by auctioning 

livestock in the mid-1960s, and officially 
established René Bates Auctioneers in 1966. 
He began calling on cities and counties 
to help assist in their disposal of surplus 
assets, a move that launched his company’s 
increasing success throughout the 1970s and 
1980s. René Bates Auctioneers was an early 
adopter of internet sales, and in 1997 became 
the country’s first municipal online auction 
company while never losing the “boots on the 
ground” business practices that defined René 
Bates Auctioneers from the beginning.

René was a member of the Texas and 
Southwestern Cattle Raisers Association; 
a life member of the National Auctioneers 
Association; a member of the Texas Auctioneers 
Association. In 2011, he was formally inducted 
into the Texas Auctioneers Hall of Fame. 

If you’ve ever been out to the house, you 
know he was more colorful than his kitchen, 
and that’s saying something. He was a larger-
than-life husband, father, and friend, and 
his legacy will live on through the love of 
his family and the enduring success of his 
business. Texas has lost one of its last true 
cowboys, and he will be genuinely missed.
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NAA Board of Directors

Officers
President
Jason Winter, CAI, AARE, AMM, 
CES
(816) 884-1987
jasonbwinter@me.com
Vice President
Terri Walker, CAI, BAS, CES
(901) 685-9090
terri@walkerauctions.com
Treasurer
J. Craig King, CAI, AARE
(256) 439-0173
cking@jpking.com
Chairman of the Board
Tim Mast, CAI, AARE
(731) 610-5436
tmast@tranzon.com
Chief Executive Officer
Hannes Combest, FASAE, CAE
(913) 563-5423
hcombest@auctioneers.org

Chair of Education Institute 
Trustees
Philip Gableman, CAI, AMM, 
GPPA
(845) 635-3169
philipg103@gmail.com
Foundation Representative
Christie King, CAI, AMM, BAS
(256) 467-6414
cking@ckingbenefits.com

Directors
Term expiring 2020
Trisha Brauer, CAI, BAS
(913) 481-8280
trisha@takingbidsbenefitauctions.
com
David Whitley, CAI, CES
(970) 454-1010
david@whitleyauction.com

Term expiring 2021
Ailie Byers, CAI, AMM, BAS
(603) 356-5765
ailie@alpenglowbenefits.com 
Kelly Strauss, CAI
(540) 226-1279
Kdsauctioneers@gmail.com

Term expiring 2022
Peter Gehres, CAI, CAS, CES
(614) 306-1435
petergehres@gmail.com
John Schultz, AMM
(612) 432-4015
john@grafeauction.com

Presidential Appointee
David Warren
(207) 774-4000
dwarren@verrilldana.com 

Foundation Board of 
Trustees

Officers
President
Jay D. Nitz CAI, MPPA
(402) 727-8800
jaynitz@nitzauctions.com
Vice President
Christie King, CAI, AMM, BAS
(256) 467-6414
cking@ckingbenefits.com
Immediate Past President
David W. Huisman, CAI
(209) 745-4390
david@huismanauction.com
Treasurer
William L. Sheridan, CAI, AARE, 
GPPA
(517) 676-9800
bill@sheridanauctionservice.com 

Trustees
Terms expiring 2020
Merle D. Booker, CAI, GPPA
(509) 297-9292
merle@bookerauction.com 
Scott Robertson, CAI, BAS
(239) 246-2139
scott@thevoe.com 
Kim Hagen, CAI, AARE, AMM, 
CES
(770) 838-0552
kim@hrgsold.com 

Terms expiring 2021
Jennifer A. Gableman, CAI, ATS
(845) 635-3169 x102
 jennifer@aarauctions.com 
Scott Steffes, CAI, CES
(701) 237-9173
scott.steffes@steffesgroup.com
Sid Miedema, Jr., CAI
(616) 538-0367
sid@1800lastbid.com 

Terms expiring 2022
Damien Massart, CAI, AMM, 
BAS, GPPA
(920) 468-1113
damien@massartauctioneers.com
Joseph Mast, CAI
(608) 293-4662
joseph@resauctions.com
Scott Mihalic, CAI
(440) 796-4739
scottmihalic@gmail.com

NAA Board Representative
NAA Chairman of the Board
Tim Mast, CAI, AARE
(731) 610-5436
tmast@tranzon.com
Executive Director
Hannes Combest, FASAE, CAE
(913) 563-5413
hcombest@auctioneers.org

Foundation Staff
Lois Zielinski, Administrator
(913) 563-5427
lzielinski@auctioneers.org

Auxiliary Board of Trustees

Officers
Chair 
Krista Shuman, AMM
(970) 978-5928
krista@hallandhall.com
Vice Chair 
Susan Hinson
(260) 645-0205
sjfhinson@gmail.com
Executive Secretary 
Lucinda Terrel
(816) 830-7001
lrterrel@hotmail.com

Trustees 
Peg Imholte
(320) 250-1200 
peggyimholte@gmail.com
Hannes Combest, FASAE, CAE
(913) 541-8084 ext 13
hcombest@auctioneers.org

Scholarship Chairs
Nancy Manning 
cashmanning2008@yahoo.com
Sharon Huisman
(209) 745-4390
raschein@hotmail.com

Education Institute Trustees

Officers
Chair 
Philip Gableman, CAI, ATS, GPPA
(845) 635-3169 x100
Philipg103@gmail.com
Vice Chair
Beth Rose, CAI, AARE, AMM
(419) 534-6223
beth@bethroseauction.com

Trustees
Terms expiring 2020
Sherman Hostetter, CAI, AARE, 
BAS, CES, GPPA 
(724) 847-1887
sherm@sherm.biz 

Terms expiring July 2021
Mike Fisher, CAI, AARE, ATS, BAS
(256) 413-0555
mikefisher@redfieldgroup.com
T. Kyle Swicegood, CAI, BAS, 
GPPA 
(336) 751-4444
tkyleswicegood@gmail.com

Terms expiring July 2022
Kathy Packard, CAI
(715) 610-7999
kathy@northcentralsales.com
Lynne Zink, CAI, BAS, CES
(410) 852-6925
lynne@lynnezink.com

NAA Representative
NAA Vice President
Terri Walker, CAI, BAS, CES
(901) 322-2139
terri@walkerauctions.com
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NAA HISTORY

50 years later
Swine auctions break records

Fifty years ago, the Auctioneer published a small article 
commemorating the first auction of swine in modern 
times to total over $100,000. The San Antonio, Texas, 

auction in the southwestern Duroc Congress sold 221 
animals in the sale. 

In addition to this record-breaking moment, the sale 
established 16 more record prices.

“The top selling boar brought $7,700, the top gilt, $3,300 and 
the ten selling boars averaged $3,253 each,” the article stated.

As of August 2019, the record for gross receipts was 
at the Washington Fair Market Hog auction. This sale 
totaled 184 hogs and brought in $255,014, according an 
article from eMissourian.com. v
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Auction Adventures 
is an educational math game for 
third through fifth graders that 
gives students a close look at how 
auctions work, and the many 
different opportunities within the 
auctioneering industry. 

Game Features
• Real-world math problems relating 
 to auction activities

• Five challenging difficulty levels 
 geared for third through fifth  
 grade math comprehension

• Encouraging feedback and a 
 positive message

• Helpful clicks throughout the 
 game to help students learn about 
 terminology within the auction 
 industry

• NAA-branded educational video 
 pop-ups given by NAA members

• At the end of all levels, players can 
 watch and listen to bid calls from 
 accomplished auctioneers

Corresponding Lesson Plan
The American Farm Bureau’s fifth-
grade lesson plan will help students 
enhance English Language Arts 
skills as they read profiles of real 
auctioneers and communicate about 
the different types of auctions 
highlighted.

Play the game at: myamericanfarm.org

http://myamericanfarm.org


http://joinucauctionservices.com

