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Proactive advocacy

hope this column finds you well and your auction

business gearing up for a great spring and summer of

auctions!

I want to start by saying thank you for being an NAA
member. We appreciate you and are here for you! In the
last issue we, focused on the awesome Board members
and leaders serving the NAA and its members. In this
issue of Auctioneer magazine, I wanted to shine the
spotlight on the hardworking dedicated staff at the
National Auctioneers Association headquarters in
Overland Park, Kansas, to show how it all takes place for
our organization to thrive.

I would like to start at the top with Aaron Ensminger,
CEO, and say how fortunate we are to have Aaron back
and at the helm of the NAA. His background, tireless
work ethic and passion for education has produced great
results in our educational offerings for both the auction
entrepreneur and their support staff.

I can tell you firsthand that the NAA staff plays a
vital role in the success of our association, in everything
from organizing events and managing our finances
to providing valuable resources and support for our
members. In this issue, we will be highlighting some
of the ways in which Aaron and the NAA staff work
to make our organization great and keep it running
smoothly and efficiently.

We will also be highlighting some of the upcoming
events and opportunities available to our members,
including the annual Conference & Show. Whether
you're a seasoned pro or just starting out, there’s
something for everyone in Oklahoma City, and we
encourage you to register and participate.

At the heart of it all, the NAA is a community
of auctioneers and industry professionals who are
passionate about what we do. We are dedicated to
providing our members with the support, resources,
and education they need to succeed, and we couldn’t
do it without the support of our members. As President
of the NAA, I want to personally encourage you to
renew your membership if you haven't already, and to
register for our upcoming events. Your participation not
only benefits you personally, but helps strengthen our
industry as a whole.

One thing our staff can not do for us is establish a
relationship with our political leaders in our hometown
areas. That is why I want to personally invite you to
our Day on the Hill April 23-24, in Washington, D.C.
Advocacy is one of the most important things the NAA
membership can do to protect our great profession.
Technology has and will continue to shape our
profession, especially with the advent of ChatGPT and

other Al tools. Just look at the changes in the Auction
profession since the turn of the century in 2000—more
is coming! However, what can drastically change

our industry is the intervention of government laws,
regulations and restrictions affecting our profession.

We need to be vigilant and proactive and not reactive
when possible. Get to know the political people in your
area on the national, state and local levels and have a
personal relationship with them. It is not a matter of
whether will we need those relationships to protect our
profession, but when! Unfortunately, most politicians
don’t understand what we do or the problems we face
unless you let them know. Our recently formed PAC
and political watchdog group are our first great steps
in that direction. The NAA cant do it all: we need you
(our membership) and your personal relationships
with politicians in your area. If you are not sure what
or how to begin or how to improve your political
relationships, we will teach you how to approach and
establish a working relationship with your senators and
representatives.

So join us as we explore the many ways in which the
NAA staff helps our organization, and learn more about
the upcoming events and opportunities available to you
as a member. %

FROM THE PRESIDENT

Sherman Hostetter, Jr.,
CAl, AARE, BAS, CES,
GPPA

NAA President

Sherman Hostetter is the
President and CEO of
Hostetter Auctioneers.
He is a past president of
the Auction Marketing
Institute, past president
of the Pennsylvania
Auctioneers Association,
a Board member for the
National Auctioneers
Foundation, two-time
Board member for the
NAA, and past instructor
for the Accredited
Auctioneer Real Estate
designation. He is also

a 2015 inductee into the
NAA Hall of Fame.
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National Auctioneers Foundation Scholarship
Application

The information provided on this form will be used by the National Auctioneers
Foundation.

What scholarship are you applying for?

Select items

If other, which event?

Other NAA event

Personal/Contact Information:

Full Name *

First Name Last Name

Address *

Street Address

Apply for NAA education scholarships all year long!
Through generous donations from people like you, the National Auctioneers Foundation
funds scholarships for NAA educational events. The application process has changed, as
mentioned in the last issue of Auctioneer. Now, there is one easy-to-use form to apply for
any available scholarship throughout the year. This means no more missing the application
window. Apply at any time for any event. Find the updated application form now at
auctioneersfoundation.org/about-scholarships.

Auctioneer Volume 75 Issue 3 April/May 2023 (ISSN 1070-0137) is published the first week of December, February, April, June, August and October by the National
Auctioneers Association, 8880 Ballentine St., Overland Park, KS, 66214-1900. There are six issues printed annually. Auctioneer is a means of

exchanging ideas that will serve to promote the auction professional and the auction method of marketing. The views expressed by columnists do not
necessarily reflect the opinions of the National Auctioneers Association. Periodicals postage paid at Kansas City, MO, and additional mailing offices (USPS
019-504). POSTMASTER: Send address changes to auctioneer magazine (NAA), 8880 Ballentine St., Overland Park, KS 66214-1900. Copyright © 2023 by the
National Auctioneers Association. Materials may not be reproduced without permission.
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@Ng News

Your Association at Work

2023 NAA Board of Directors candidates

announced

The following candidates have been recommended by the Candidate

Review Committee:

For Vice President:
. John Schultz, AMM

Candidate for Treasurer:
. Ailie Byers, CAI, AMM, BAS

For Director:

. Wade Baer, CAI, AMM

. T. Kyle Swicegood, CAI,
AARE, BAS, GPPA

2023 Candidate Review Committee

Sherman Hostetter, CAI, AARE, BAS, CES, GPPA
(President)
Beth Rose, CAI, AARE, AMM (Board Chair)

Mike Fisher, CAL, AARE, AMM, BAS, CES, GPPA

(Former EI Trustees Chair)

Scott Mihalic, CAI (Foundation Representative)
Bryce Hansen, CAI (State Representative)

NAA to form Political Action Committee

As the industry’s interface
with government entities
continues to increase, the
National Auctioneers Association
is forming a Political Action

Committee (PAC) to help with
advocacy issues. Look for more
information on this strategic
Borad initiatiave to come at
Conference & Show.

volunteer
appreciation

WORKSHOP
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Volunteer Appreciation Workshop back, back,
back again for year two

All of the work of the National
Auctioneers Association doesn’t
happen without volunteers. This
year were hoping to celebrate
as many of you as possible,
so we're adding the Volunteer
Appreciation Workshop as a

pre-con to Conference & Show in
Oklahoma City.

Plan to come in a tad early and
join us for a workshop made just
for you. More info coming soon.

Community
Conversations in 2023

The Community Committee
has been hard at work on virtual
networking conversations for
2023. Here’s what’s coming up
this year:

e April 20 | Firearms: Discuss
the complex sale of firearms.

e May 1| Auction Schools:
Auction schools are an
important pipeline for the
NAA and we want to hear
from you!

e May9 | Fundraising &
Benefit Auctioneers:
Generate and share ideas
with other fundraising
professionals.

e  May 17 | New Members:
See who else is new here
and make important
connections!

15eries
Upcoming monthly

Dozens and dozens of people
have already checked out the
return of a revamped iSeries.
Here’s a look at what's coming
up next:
e  May 3| Blending
Business and Benefits:
The Value Proposition of
Professional Auctioneers

o June 7| Get-Real
Mindset: A Practical
Approach to Winning
Employees
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YEARLY PLANNER

January

April
ISERIES
COMMUNITY
CONVERSATIONS:
STATE LEADERS
FIREARMS

DAY ON THE HILL

July
ISERIES

COMMUNITY CONVERSATION:

NEW MEMBERS

VOLUNTEER APPRECIATION

WORKSHOP

CONFERENCE & SHOW
OKLAHOMA CITY, OK

October

ISERIES

February

May
ISERIES

NATIONAL AUCTIONEERS

WEEK & DAY

COMMUNITY
CONVERSATIONS:
NEW MEMBERS

AUCTION SCHOOLS

FUNDRAISING

August
ISERIES

BENEFIT AUCTION SUMMIT

CHARLESTON, SC

November

ISERIES

auctioneers.org/events

March
June
ISERIES
September
ISERIES

December
ISERIES

DESIGNATION ACADEMY
LAS VEGAS, NV



voluniteer
appreciafion

WORKSHOP

FREE NAA VOLUNTEER EVENT

If you've served on a:
Task force
Committee
Board

If you've served as a/an:
Ambassador
Volunteer speaker

WE WANT TO SEE YOU THERE!

Eligibility: Volunteered in the last three years, or have three years
volunteering completed

TUESDAY, JULY 18 | OKLAHOMA CITY | OMNI HOTEL
RIGHT BEFORE THE 74TH INTERNATIONAL
AUCTIONEERS CONFERENCE & SHOW




COMMUNITY

CONVERSATIONS

APRIL 12: STATE ASSOCIATION LEADERS (INVITE ONLY)
APRIL 20: FIREARMS

MAY 1: AUCTION SCHOOLS

MAY 9: FUNDRAISING AND BENEFIT AUCTIONS

MAY 17: NEW MEMBERS

auctioneers.org/naa/community



News from Nigeria
The Certified institute of
Auctioneers, Nigeria governing

board has approved College of
Auctioneers as a basic training
school in Nigeria to help
potential auctioneers in starting
their careers.

New NAA
designation holders

Congratulations to the following
recent designation earners:

Auction Marketing Management
(AMM)

. Keanuu Eraso
o Jill Hostad

Benefit Auction Specialist (BAS)

D Wendy Grimm, AMM
B Justin Wall, AARE

Certified Estate Specialist (CES)

o Richard Frandsen

o  Shannon Schur, CAI BAS,
GPPA

Graduate Personal Property
Appraiser (GPPA)

e Margaret Cece
. Chris Fisher, CAI CES
«  Rhonda Fisher

NAA Mission

NAA serves auction entrepreneurs
with services provided based on

Carl Radde inducted

into Minnesota HOF

Aligned Asset Group
President, Carl Radde, was
inducted into the Minnesota

State Auctioneers Association
Hall of Fame in January 2023.

This prestigious honor is
reserved for those who have
demonstrated honesty, high
ethical standards, a willingness
to share with others, and a high
standing in their community and
the Minnesota State Auctioneers
Association (MSAA).

The Hall of Fame started in
1987 and has fewer than 80
inductees; MSAA has hundreds
of members throughout the state.

New inductees are selected
by current Hall of Fame
members and enshrined in
the Hall of Fame during a
special presentation held at the
President’s Banquet at the annual
Conference and Show.

Have industry news? Send us
your press releases and images at
communications@auctioneers.org.

NAA Vision

four cornerstones: promotions,
advocacy, education, and
community.

12 AUCTIONEERS.ORG

NAA will be the voice of the
auction profession.
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Texas Lone Star Open
Names Grand Champion

When the final gavel fell at
the 6th Annual Texas Lone Star
Open Bidding (TLSO) Contest,
Trey Gallaway, Belton, Texas, was

named the 2023 grand champion.

The event, held in conjunction
with the Fort Worth Stock Show
and Rodeo, Fort Worth, Texas,
on Jan. 29 drew a standing room
crowd and lots of active bidding.

Gallaway received a $10,000
cash prize, a trophy saddle
donated by Tony Langdon
Auction Properties and a trophy
belt buckle. He was the 2022
reserve champion prior to
winning this year’s title.

He was one of 23 contestants,
featuring men and women, plus
a bi-lingual contestant from New
Mexico, Michigan, Oklahoma,
Kansas, Alabama and Texas.

The five finalists included
Gallaway, followed by Wade Leist

i\

Bidding Contest

from Michigan, who was named
the reserve champion; Sixto

Paiz, New Mexico, in third; Kyle
Dykes, Texas, in fourth place and
Jarod Hamm, Texas in fifth.

“We appreciate all the
contestants who competed and
really showcased the auction
method of marketing, as well as
their individual skills. The contest
is made possible by our sponsors
and the Fort Worth Stock Show
and Rodeo. We plan to be back
in Fort Worth the last Sunday of
January in 2024 to name our next
champion,” said Troy Robinett,
TAA president and co-founder of
the contest.

Have industry news? Send us
your press releases and images at
communications@auctioneers.org.

NAA Cornerstones

Promotions
Advocacy
Community
Education
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Did you know the Auction Advocate has been
downloaded 8,300+ times. Do you know what
you're missing?

Marketing for the Future

Featuring Brooke Gillespie, AMM, content marketing lead at
Steffes Group; and, JD Miller, digital marketing executive at Jeff
Martin Auctioneers.

L
— A U GT I 0 N Family Dynamics in the Auction Industry
Featuring Frank Imholte, CAl, AARE, CES, Andy Imholte, AMM,
A D‘IU GATE BAS, Joe Imholte, Bryce Hansen, CAl, and Chase Hansen.
The podcast where we're all in.

LISTEN AT auctionadvocate.buzzsprout.com

oul the Door jn 241

L A T-800-THE SJG/_V%

NEW AUCTION

TOPPERS J PVC Post Kit - $124.88 i fa caps
N 1-800-843-7446

www.1800TheSign.com

ELECTRICAL INVERTER
Convert your trucks power to 110V

DURABUILT ROOF
Resistant to tree limb damage

GELCOAT EXTERIOR
Durable, dent, and damage resistant

ALUMINUM STRUCTURE
Light weight and water resistant

FLAT FRONT OR CAE OVER
¢ SHORT OR LONG BOX TO FIT YOUR
TRUCK

. Phone: 260-593-2208
© Website: kuntrykustomrv.com
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S5 News

State Watch

Pennsylvania

The Pennsylvania Auctioneers Association
held its 75th Conference and Trade Show Jan.
10-13. Daniel Trace was inducted into the

Hall of Fame. Kimberly Douglass was named
Auctioneer of the Year.

Election Results
. President: Lon Clemmer, CAI, AARE,
CES, MPPA
o President-Elect: Thomas Saylor
o Vice President: Michael Calvert
o Treasurer: Robert Ensminger
o  Immediate Past President: Jamie Shearer

Competition Results
. Champion: Brian Burke, II
«  Runner-up: Shawn Carbaugh
o Rookie: Spencer Karns
o Top Female Competitor: Dana Balsamo
o Champion of Champions: J. Meryl
Stoltzfus
o Champion runner-up: John Stauffer
o Champion third place: Patrick Morgan

14 AUCTIONEERS.ORG
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Michigan

The Michigan Auctioneers Association held its annual Conference
Feb. 1-3 in Mt. Pleasant, Michigan. Chuck Ranney raised $633 for St.
Jude Children’s Research Hospital singing karaoke with Jordan and
Jeremy Miedema. Ray Tosch was inducted into the Hall of Fame.

Competition Results:
«  Auctioneer Champion: Ridge Bollheimer
o st Runner-up: Darby Walton
o 2nd Runner-up: Colt Johnson
«  Ringman Champion: Ridge Bollheimer
o st Runner-up: Brad Stoecker
«  2nd Runner-up: Greg Holiday

Board of Directors:
o  President: Noah Smith
. Vice President: Mathias Donat
«  Secretary/Treasurer: Lynnae Osborne
o Chairman of the Board: Jordan Miedema
. Directors: Jason Clark, Phillip Currie, Sid Michael, Jeremy
Miedema, Tim Tobey

MICHIGAN
AUCTIONEER

W AUCTIoy

Q‘&gﬁmnﬁ,? CHAMPIONSHIP

CAI EXPERIENGE

CURRENTLY IN 5TH YEAR SERVING
VICE CHAIR 2018-2019

CHAIR 2019-2020

GHAIR 2020-2021

VICE CHAIR/ADVISOR 2021-2022
CHAIR 2022-2023

El TRUSTEE EXPERIENCE

CURRENTLY IN FOURTH YEAR

3-YEAR TRUSTEE TERM 2018-2021

CHAIR TERM 2022-2023

PRESENTLY SERVING ON BOARD AS El CHAIR

T. KYLE SWICEGOOQD, CAl, BAS, GPPA
FOR NAA BOARD OF DIRECTORS

FOUNDER AND LEAD AUCTIONEER,
THE SWICEGOOD GROUP, INC. 2012 NC BID CALLING CHAMPION éi‘
Auctioneer

AUCTIONEER

APRIL/MAY 2023
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NAA

S News

North Carolina

The Auctioneers Association

of North Carolina held its annual

Convention and Contests Jan. 21, 2023.

Competition Results:

Grand Champion: Bucky
Hathcock

Reserve Grand Champion:
Augustus Hartness

First Runner-up Grand
Champion: Mike Hutchens
Rookie Champion: Randy Yost
Rookie Reserve Champion:
Wade Messina

Rookie First Runner-up: Jon
Canupp

Board of Directors:

President: Kelly Williams
President Elect: David Bailey
Vice President: Michael Parker,
BAS

Treasurer/Secretary: Matthew
Price, CAI, AMM, CES
Chairman of the Board: Rick
Lashmit

Directors: Susan Holder,
Russell Aycock, Ricky Higgins,
Kelly Nicholas, Bill O’Neal,
GPPA, and Jimmie Johnson,
CAI AARE, CES

Montana

The Montana Auctioneer Association held
its annual convention Jan. 20-21 in Polson,
Montana. The association also voted on a new
logo, the first since the 1970s.

Competition Results:
o Champion: Cole Morrison
o 1st Runner Up: Daniel Yoder
«  2nd Runner Up: Brian Young.

Board of Directors:

Nick Bennett, Wade Affleck, Merton Musser,
CAI, Tucker Markovich, Reed Tobol, Brian
Young, Blaine Ophus, Hannah Busby, Jonathan
Kinsey, and Cole Morrison.

Idaho

The 2022 Northwest Auctioneer Convention
was held Oct. 2-3 in Boise, Idaho. Matt and Rose
Backs were inducted into the Idaho Association
of Professional Auctioneers Hall of Fame.

Competition Results:

Auctioneer and Ringman Champion:

Luke Nolte

Auctioneer Champion: Luke Nolte

16 AUCTIONEERS.ORG
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Kentucky

The Kentucky Auctioneers Association held
it’s annual convention on Jan. 21, 2023. Lifetime
Achievement was awarded to Sam Ford, CAI,
and 2023 Hall of Fame inductees were Steve
Henry, CES, and Tim Haley, CAI, CES.

Election Results

o President: Willie Baker, CAI, AMM

o President Elect: Geral Wells, CAI

o Vice President: Will Gregory

o Director Expiring 2024: Davin Smith
(Immediate Past President), David
Asher, George Coomer, Wayne Long,
CAIL AMM, CES

o Director Expiring 2025: Lloyd
Ferguson, CAI Tyler Mounce, AMM,
Michael Dale Harris

«  Director Expiring 2026: Caitlin
Wardlow, CES, Alex Popplewell

Competition Results

o Junior Division Runner Up: Adler
Puckett

o Champion: Wesson Burton

o Apprentice Division 2nd Runner Uo:
Corbin Cowles

«  1st Runner Up: Hunter Ashley

o Champion: Luke Wood

«  Ringman Division Runner Up: Brad
“Bones” Harris

«  Champion: Dustin Mallory

o Women’s Division Champion: Deonica
Asbery

o Professional Division 2nd Runner Up:
Joshua Jasper

o Reserve Champio:Alex Popplewell

«  Champion: Rylan Shea

APRIL/MAY 2023
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S News

What does the NAA staff do for you?

5 % Accounting
NAF/LYSC

donations

35%

Membership/

Designation
Renewal

processing

30%

Other financial
procedures

35%

Event
registration
processing

40%
Content
creation/

design

17%

Customer service

Membership

15%

5 O/ Website
(] management
Volunteer

management

60%

Member
communication
and management

()
8%
Affiliate
programs

10%

Community
activities

18 AUCTIONEERS.ORG

25%

Designation
management

Communications/
Marketing

()
°%
Strategic
planning

Education

25%

Volunteer
management

60%

Education program/
event management
and marketing

15%

Volunteer/contractor
management

Meetings

()
50%
In-person meetings

and events

production

15%
Customer/
client

relations
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Guess who?

Get to know NAA staff a little better by guessing which photo is
from their office. The winner will receive some sweet NAA swag!

Wi D i
m

HERE,

somewhere
»

% INSIDE OF A DOG,

i

|
Ll

i
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INSIGHTS

Kurt Bachman
Attorney and licensed
auctioneer from
LaGrange, Indiana

20 AUCTIONEERS.ORG

Business Practices

Bankruptcy law and auctions

Question: In light of the current national economic situation, what are some of the
essentials that auctioneers need to know ahout bankruptcy law as it relates to the

auction method of marketing?

here are three primary areas of bankruptcy law

that auctioneers should learn about relative to

the auction method of marketing. Bankruptcy is
a legal proceeding initiated when a person, married
couple, or business is unable to repay outstanding
debts and obligations. It offers a fresh start for honest,
but unfortunate debtors, who can no longer afford to
pay their bills. The goal of bankruptcy law is to provide
an orderly process for creditors to assert claims and
to liquidate any non-exempt assets of the debtor. The
three key main points that auctioneers should be aware
of are the (1) how a bankruptcy is started; (2) the
automatic stay; and, (3) the bankruptcy estate.

How is a bankruptcy started?

In most of the cases, the debtor (the person, married
couple, or business declaring bankruptcy) files a
voluntary petition with the United States Bankruptcy
Court. In most cases, a voluntary bankruptcy petition
is filed to obtain protection from creditors. There is,
however, another route into bankruptcy court; it is
known as an involuntary bankruptcy. Involuntary
bankruptcy is a legal proceeding where creditors seek
to force a business, married couple, or individual
into bankruptcy. This is rare, but may be appropriate
when creditors think an individual, married couple, or
business is engaging in fraud, intentionally trying to
waste assets, or otherwise improperly seeking to avoid
the payment of debts.

Auctioneers can have customers who end up
filing a bankruptcy petition or could be a creditor
of an individual or business that seeks bankruptcy
protection. According to different sources, there
was an increase of bankruptcy filings in January and
February of 2023.

What is the automatic stay?

The automatic stay is built into the Bankruptcy
Code to make sure there is an orderly process for
examining assets, liquidating non-exempt assets, and
paying creditors. The minute an individual, married
couple, or person files a petition for bankruptcy,
federal law imposes an order (the automatic stay)
prohibiting creditors from taking additional collection
actions without the Bankruptcy Court’s knowledge
and consent. The automatic stay temporarily halts

most lawsuits, collection activities, foreclosures, and
other similar collection efforts. There can be severe
consequences if a creditor violates the automatic stay.
The automatic stay is intended to give the debtor some
breathing room. There are some limits and exceptions,
however, to the automatic stay.

How long does the automatic stay last? The automatic
stay typically lasts until a bankruptcy case is closed or
dismissed, or until a discharge is granted—meaning
the debt is forgiven—or a discharge is denied. The
Bankruptcy Court does have the authority to terminate
the automatic stay earlier is there is good cause.

How does the automatic stay affect auctions? The
automatic stay would stop foreclosure auctions,
receiver auctions, tax sales, or other types of auctions
where the property is being sold in an effort to collect
a debt. In addition, if a buyer or seller fails to pay
money owed to an auctioneer and subsequently files
bankruptcy, the automatic stay would stop any type of
collection activities.

What is the bankruptcy estate?

Whenever an individual, married couple, or
business files a petition for bankruptcy, a bankruptcy
estate is automatically created. The bankruptcy estate
generally consists of the property or assets that the
business, individual, or individuals filing bankruptcy
own. There are some exceptions, but most of the
assets, including real, personal, and intellectual
property owned by the debtor are included in the
bankruptcy estate. For a married couple, the assets
include everything they own or have an interest in,
such as cars, household furnishings, electronics such
as computers and televisions, clothing, jewelry, cash,
bank accounts, pensions, retirement accounts, and
real property. For a business, the assets could include
(for example) inventory, equipment, leases, accounts
receivable, contract rights, websites, domain names,
real estate and just about anything else it owns.

Why does it matter to the auctioneer? Let’s consider
a hypothetical situation. A business approaches an
auctioneer to schedule an auction. It can be a sale of
specific assets of the business or a complete liquidation
of the business. If that business ends up in bankruptcy
court prior to the auction, either from a voluntary or
an involuntary petition, the property of the business
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is part of the bankruptcy estate and cannot be sold
without the court’s approval. If it is a Chapter 7 or
Chapter 13 bankruptcy, the most common types of
bankruptcy, there will be a trustee appointed to the
case that will be involved in determining what assets (if
any) are sold and the disposition of the sale proceeds.

Auctioneers should be aware of bankruptcy issues;
there are a lot of opportunity in this area. Auctioneers
can help businesses liquidate assets in an effort 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.

help it avoid bankruptcy. Auctioneers also frequently
Contact Kurt Bachman:

(260) 463-4949
krbachman@beersmallers.com

work with Bankruptcy Courts and Bankruptcy
Trustees to sell assets of individuals or businesses in
bankruptcy. These bankruptcy concepts are important
to avoid violating the Bankruptcy Code. There can be
significant consequences for violating the Bankruptcy
Code. Auctioneers should seek the advice from a
licensed auction law-bankruptcy attorney when a
bankruptcy issue arises, and develop a strategic plan to
properly address these issues prior to proceeding. %

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
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What spurred your decision to run for the
office of NAA vice president?

My decision to run for the office of NAA
vice president was spurred by my deep passion
for the mission of the National Auctioneers
Association and my desire to contribute my
skills, experience, and knowledge to help guide
the organization and make critical decisions
that align with its goals and objectives.

Having served in various capacities within the
NAA and the Minnesota State Auctioneers
Association, I can effectively serve as vice
president and promote the auction profession.

What is the most pressing issue for the
auction industry?

The most pressing issue for the auction
industry is adapting to the rapidly changing
technological landscape and embracing
digital advancements. As technology evolves,
the auction industry must stay ahead of the
curve to remain competitive and relevant.
This involves investing in online platforms,
incorporating data-driven marketing strategies,
and providing education and resources to
members to help them navigate the digital
world and capitalize on new opportunities.

What specific initiatives would you like
to see included as the NAA looks to 2030
and beyond?

As the NAA looks to 2030 and beyond,

John Schultz, AMM

I would like to see the following initiatives
included:

A stronger focus on technology and digital
solutions, with the development of user-
friendly online platforms and tools that cater to
the needs of auction professionals and clients.

Enhanced education and training
programs to help members stay current with
industry trends, regulatory changes, and
technological advancements.

Greater collaboration and partnerships
with other industry organizations, educational
institutions, and technology providers to foster
innovation and develop new solutions for the
auction industry.

Expansion of outreach and marketing
efforts to increase public awareness of the
benefits of the auction method of marketing
and to attract new talent to the profession.

Continued emphasis on diversity and
inclusion to ensure that the NAA represents
and supports auction professionals from all
backgrounds and perspectives.

How do you view the current climate of the
auction industry?

The current climate of the auction industry
is dynamic and evolving, with significant
potential for growth and innovation. While
technological disruption and economic
fluctuations exist, the auction industry has
proven its resilience and adaptability. By
embracing change and focusing on continuous
improvement, the industry can seize new

Candidate for Vice President

opportunities and maintain relevance in an
increasingly competitive marketplace.

Why did you join the NAA initially and
what can a member do to get the most
out of their membership?

I initially joined the NAA to connect with
fellow professionals, stay informed about
the latest industry trends, and gain access to
valuable educational resources and networking
opportunities. To get the most out of their
NAA membership, members should actively
participate in NAA events and programs, take
advantage of the educational offerings, engage
with fellow members through networking
opportunities, and consider volunteering
for committees or leadership roles. By
being proactive and involved, members can
maximize the benefits of their membership
and contribute to the growth and success of
the auction industry.



T. Kyle Swicegood, CAl, AARE, BAS, GPPA

Candidate for Director

What spurred your decision to run for the
office of NAA director?

My career has been transformed by my
involvement with the NAA. As someone who
is always seeking new challenges, I was drawn
to the NAAs mission to support and nurture
auction entrepreneurs. Through my various
roles as Chair of the CAI program, Chair
of the Education Institute Trustees, and my
current pursuit of a director seat, I have been
able to tap into the powerful synergy between
my entrepreneurial spirit and the values of
the NAA. The organization has given me an
invaluable platform to grow and develop my
skills as an auctioneer and expand my business
in ways I never thought possible.

Beyond the tangible benefits, my
involvement with the NAA has allowed me
to connect with a diverse and passionate
community of auctioneers who share my love
for this craft. Through these relationships, I
have gained unique insights and perspectives
to become a better auctioneer and
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entrepreneur. Looking back, I am grateful for
the opportunities the NAA provided me and
the impact it has had on my career.

As Ilook to the future, [ am committed to
giving back to the NAA and helping others
benefit from the organization, as I have. I
am excited about the prospect of fostering
the growth of auction entrepreneurs and to
expand the reach of this craft. I believe that
by working together, we can create a vibrant
and thriving community that will support and
inspire the next generation of auctioneers.

What is the most pressing issue for the
auction industry?

The world of auctioneering is evolving
rapidly, and with it comes a host of new
challenges and opportunities. As a member
of our association, I believe one of the most
pressing issues we face today is the need to
foster and promote the distinctiveness of
the auction entrepreneur. In order to stay
competitive in an increasingly crowded

marketplace, we must continue to emphasize
the unique skills and qualities that set us apart
from other businesses. At the same time,

we must also grapple with the revolutionary
technological thrust reshaping our industry.
As we navigate this new landscape, it is
crucial that we understand the concept of
whose “marketplace” we operate in and

take steps to build our own brand identity,
establish data ownership, and create our
own marketplaces. By embracing these best
practices and continuing to promote the
auction entrepreneur, we can ensure that our
association remains at the forefront of this
dynamic and exciting industry.

What specific initiatives would you like
to see included as the NAA looks to 2030
and beyond?

As a member of our association, I am
always on the lookout for initiatives that can
help us stay ahead of the curve and grow our
membership base. That’s why I am particularly
excited about the auction staff training program
the Education Institute has been working on.
This program promises to deliver a range of
offerings tailored specifically to support staff
and to help our member companies thrive in
today’s fast-paced auction marketplace. With its
potential to boost the strength and growth of
our member companies, this initiative has the
power to transform our association and create
new opportunities for us all.

In addition to the education program,
I also believe that it’s time to overhaul
auctioneers.org. While it has served us well
over the years, I believe there is always room
for improvement when it comes to user
experience. By taking steps to refine and
enhance the website, we can create a more
intuitive and engaging platform that will make
it easier for members to connect with one
another, access resources, and stay up to date
with the latest news and developments in our
industry. With these initiatives and more, I am
confident our association will continue to lead
the way in fostering the growth and success of
the contemporary auction entrepreneur.

How do you view the current climate of
the auction industry?

The auction industry is one that is both
strong and rapidly evolving, and recent
economic changes have only underscored its
importance. As we look to the future, I am
convinced that the auction method of selling
assets will be more important than ever. With
its efficiency, transparency, and flexibility,
the auction model is uniquely suited to help
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businesses adapt and thrive in an increasingly
dynamic marketplace.

As a member of the NAA, I have experienced
firsthand the many benefits our association
has to offer. Not only has it provided me with
valuable networking opportunities and industry
insights, but it has also given me access to
a community of like-minded professionals
dedicated to helping one another succeed.
Through initiatives the Education Institute
offers, we are building a culture of mutual
support and collaboration that is second to
none in our industry. This year alone has
provided me with multiple leads and closed
deals. Members are taking to heart the axiom,
AHA: auctioneers helping auctioneers.

Looking ahead, I am excited to see how the
auction industry continues to evolve, and I am
confident the NAA will remain at the forefront of
this transformation. For anyone looking to stay
ahead of the curve and succeed in this dynamic
and exciting industry, I believe membership in
our association is truly a no-brainer.

Why did you join the NAA initially and
what can a member do to get the most
out of their membership?

The advice we receive from those who have
come before us can often be the key to unlocking
our greatest potential. In 2009, as I was
finishing up my auction school class, I had the
opportunity to ask then Senator Dennis Kruse,
CALI what his advice would be for someone just
starting out in this industry. Without hesitation,
he told me to get involved in the NAA.

Taking his words to heart, I joined the
association that very month and began
immersing myself in all it had to offer. I
attended the following year’s Conference
& Show, and the experience was truly
transformative. It opened doors that I never
even knew existed and set me on a path
toward success that I never could have
achieved on my own.

Looking back on that experience, I am struck
by how much it shaped not only my career
but also my family’s. My wife and children are
now members of the NAA, and they, too, are
benefitting from the same opportunities once
pointed out to me by Senator Kruse. For that,

I am forever grateful, and I feel a deep sense of
indebtedness to him and to the association as a
whole. That’s why I am passionate about passing
on the same kind of leadership and mentorship
I received to the next generation of auctioneers.
By getting involved in the NAA and sharing our
knowledge and experience with others, we can
create a community of professionals that is truly
second to none.

Wade Baer, CAl, AMM

Candidate for Director

What spurred your decision to run for
the office of NAA director?

To run for NAA Director was something
that I would occasionally think about over
the last few years with no real time frame
involved. However, starting in January
2022, I was approached by several of those
in leadership urging me to consider the
possibility of running for the board. Over
the past year I debated on whether or not
the timing was right and talked it over with
not only my family and friends but also
several respected auction professionals. I
had one question for all of those who urged
me to run, "why Wade Baer?". There was
a clear answer every time and as the year
went on it was clear that my presence on the
board was not only requested but I could
see where I could make a difference. I am
not one to run for a board or a committee
just to say that I am on it or to carry a title.
There must be a need for the skills that I
possess and at this time I can see that need
and am ready to fill it.

What is the most pressing issue for the
auction industry?

Corporate consolidation. We are seeing
more and more large companies, inside and
outside of the auction industry, continue to
consolidate and form partnerships. While
this makes them stronger it is also a limiting
factor on competition in the independent
marketplace. Ibelieve that the NAA needs to
continue to advocate for free enterprise and

support our auction entrepreneurs with the
tools and education they need to compete in
the current marketplace.

What specific initiatives would you like
to see included as the NAA looks to
2030 and beyond?

My skill set mostly lies in the realm of
advocacy. It is no secret that I am of the
opinion that the advocacy cornerstone has
been, at times, almost forgotten, or treated
as though it is not as important. Butitisa
cornerstone, and to those who understand
the importance of advocacy and, if handled
properly, what positive effects could come
from it, they know that advocacy has the
potential to move the needle the most into
the future of the auction industry. As the
current Advocacy Committee Chairman, we
are starting to set the wheels in motion for
some programs that, if given the attention
necessary, will be programs that will have a
large impact on the auction industry and the
NAA into the future.

How do you view the current climate of
the auction industry?

The auction industry is stronger than
ever and the opportunities for growth into
the future is great. We are experiencing
the largest shift of generational wealth in
history and auctioneers are placed right
in the middle. Also, with the rise of new
technologies like ChatGPT and generative
AT technology it makes me excited to see
where this industry is headed and where it
will be in 10 years.

Why did you join the NAA initially and
what can a member do to get the most
out of their membership?

I was a member of the NAA out of
auction school for a period of a few years
on the direction of my mentor and oldest
brother Ken. I left my membership because
I was too young and naive to see what was
available to me. In 2011, after becoming
re-engaged with the Ohio Auctioneers
Association, I became a member again as.
At that time I was re-energizing my career
and starting to focus on the growth of our
company. I was told to look to the NAA
for a higher level of education, and that is
exactly what I found. While the education
drew me in, the relationships that I built
and the growing passion for the industry is
what made me stay.
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Auctioneer PAGE 1

Name of Nominee
Residence Address

City ‘ State ’ Lip 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?  Cyes Ino
Ifyes, please explain:

Number of Children
Do any participate in the auction profession?  Clyes [no
Ifyes, 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?  [3yes L3 no
Ifyes, 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 CAl, Conference &
Show, designation classes, summits, seminars; etc.:
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Auctioneer PAGE 2

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
¢/0 National Auctioneers Association
8380 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 Lip

Phone




Join the NAA in bringing the auction industry to Capitol Hill!



Note: This is a free event; however, we ask that you register so that we can have an
accurate count for food and heverage orders. Register at auctioneers.org/dayonthehill

Sunday, April 23 Monday, April 24
The NAA will be hosting a workshop through our advocacy agenda Schedule meetings with your elected Senators and Representatives in
titled: How to Conduct Your Meeting. Washington, D.C. for Monday, April 24, 2023.
We also encourage you to invite your congressmen/congresswomen and
their staff to the NAA reception during your meeting(s).
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Briefly list three areas of the auction industry that
AI will affect most.
This is primarily based on the horizon or timeline used. We will look

out to a 10-year horizon during the presentation and interactively to
determine what is possible, plausible, and probable.

There will be a separation of those adopting the technology and those
that resist the technology. Using multiple megatrends, areas that are
likely to move to the forefront are in appraisal and long-term pricing
models, AI generated items, and auction design.

What are some misconceptions about AI?

One primary misconception in 2023 is that current Al systems are
true intelligence. They are powerful and the computing power generally
exceeds what can be done by a human brain. But we are still in an age of
“hybrid intelligence” meaning it requires human involvement to ensure
it is appropriate. We have to learn to “co-work” with these systems.

What kind of data is required to train AI models for
use in auctions, and how can this data be obtained?

Training of Al systems vary based on sophistication and the intended
outcome. Many data problems are due to the fact that the systems are
trained on whatever data is available. It may or may not be accurate. It may
or may not be biased. Some systems need large data sets, small data sets,
zero shots (or no data). There are many types of data that are of interest,
such as location, timing, sequence, etc. But the data sought for the systems
is in behavior, decisions, and actions of those bidding to use in real time.

How can employees be trained to work effectively
with AI and leverage its capabilities to drive
business growth?

Training is a means of “decentralizing” knowledge within an
organization and “upskilling” employees. We now need to give knowledge
to everyone, not just IT professionals. One of the biggest areas is in how to
use the Al systems with prompts or becoming a prompt “engineer”

How can Al be integrated with existing systems and
processes in my business?

Al is being integrated with everything right now, this includes Microsoft,
Google, Salesforce, Amazon, etc. Most of the major platforms have or
will have Al integrated in the next few years. The real question is one of
contract language and accessible use for employees. The question is more of,
“When is it appropriate?” and, “When is it not appropriate?”

Keynote Speaker

CEO of Future Point of View

Hart Brown is an author, technologist, futurist, and executive.
His dynamic, engaging, thought-provoking, and entertaining
presentations include live demonstrations and audience
participation with unique collaboration tools called Immersyv.
He remains a trusted advisor to some of the largest companies in
the world and more than 50 governments in the areas of artificial
intelligence (Al), digital communications, quantum computing,
and internet of things (IoT).

Ready Your Future, Amplify
your Business: AI Opportunities on
the Horizon
Over the past 6 months we have seen an explosion of generative
Artificial Intelligence (AI) products, like ChatGPT and DALL-E,
and it took only weeks for some of them to be integrated into
business applications. If that is any indication of how quickly
technology can create change, the next 10 years will feel like a true
‘age of entanglement” between technology and business. How do
we harvest these tools and use them to create profit amplification?
Can we find a virtuous cycle to increase our businesses every year
using these technologies? Join us for this interactive session to
answer these questions and more with futurist, technologist, and
executive Hart Brown, CEO of Future Point of View.

What are the costs associated with implementing
Al in a business, and how can people ensure a good
return on investment?

Most of the current costs involve the costs of managing the data.
Those will gradually come down. In order to identify ROI, there are
three primary factors—increased efficiency in operations, ability to grow
the business, and the risk that the AI presents.

What kind of tasks or processes can Al help
automate or streamline in a business?

There are countless examples of where and how these systems are
creating impacts. Just a few examples include: Content creation, data
analysis, human capital management, customer relationships, pricing,
forecasting, inventory, new market identification, payment processes,
shipping, driving, insurance and loans.

What do you see as the future of Al and how will it
continue to evolve?

For most people, Al started commercially in 2022 and has already
improved significantly in the last 6 months. The challenges are with data
and computing power.

The systems need more data. Therefore, Al Part 2 will grow with more
Internet of Things (IoT) from now through 2024. Then it will need more
computing power. This will be solved from 2025 to 2026 as quantum
computing becomes commercially available. At that time, the systems
will be able to handle more data. Part 3 will then start with haptics
becoming available about 2026 and 2027 and we will see 6G in 2030
when even more devices can be connected.

Qusstions gor Vhis QA were generated using A/.
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More than 120 professional marketers descended upon Nashville, Feb.
20-21, to engage with the best digital auction marketing content all year.
The sold-out event featured education on everything from GA4 to AL

Sponsors
1-800-THE-SIGN
Auction Technology Group
Auctioneer Software
Event.Gives
MarkNet Alliance
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Blending bu
The value proposition of

by James Myers

ooking to improve your benefit auction

business? Take some pointers from a

guy who leads a company that earns
seven figures a year and much, much more
for his clients.

Heath Hale is known in many circles as
the “cowboy auctioneer,” which is also the
name of his company. Auctioneering is the
family business, so he has it in his blood, but
he remembers the auction that infused him
with passion—it was the first legit charity
auction he worked and he fondly recalls the
hugs and cheers, the tears of joy and the
feeling that he had truly made a difference
in the lives of others.

“That night changed my life and my
perspective on auctioneering,” he said. “It also
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auctioneers

changed my definition of success.”

For most auctioneers, one of the most
common ways of defining success is in
terms of their value. Hale said if you create
value for your client and your bidders, you
create value for yourself.

Valuing the client

Getting asked back year after year as the
auctioneer for what might be a charity’s
biggest night of fundraising means you’re
doing something right. But to get to that point,
you have to prove that you value the client.

Hale says there are numerous ways benefit
auctioneers can prove they value the clients,
but one that makes the biggest difference is
consulting. His company insists on having

a point of contact with the client—someone
who is a decision-maker his company can
consult with set the path of the event in
motion.

During consultation calls, Hale and his
team will offer guidance that ultimately
leads to higher value packages to be
auctioned and one or two consignment
auctions that will be strategically placed in
the auction to gain up to five times their
worth. The consultation over the course of
however many months a charity needs to
plan will include discussion about the run of
the show and how to make it a memorable
event.

But before the first discussion, Hale values
the client by learning as much as he can about
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the organization and their mission. When that
first conversation takes place, the client knows
he is serious and committed.

“I talk to them and can tell them why I'm
passionate about what they do,” he said.

By the time he hits the stage, his passion is
evident and he becomes an ambassador for
that charity, so the emotion is genuinely felt by
the audience and potential bidders.

Valuing the hidder

Cowboy Auctions has up to seven spotters
on the floor during an event, and they play a
huge part in bringing value to the bidder. For
example, when someone wins a package, they
interact enthusiastically with them, maybe
even throw a high five in there, but more
importantly, they let the winner know they’ve
just made a positive impact on the charity’s
mission.

Throughout a benefit auction, Hale’s team
will project “impact slides,” which are stats
and figures related to what the previous years’
benefit auctions have done to help people.

These slides resonate with the audience and
they begin to understand their value.

Hale will drop what he calls “one liners” on the
mic when a package is sold, giving a heartfelt and
personalized thank you to the winner. He also
approaches each of them following the event to
further extend his gratitude for what they have
done for the charity.

Value yourself

Charities can shell out a lot of money
for their benefit auctions. The caterer, valet
parking, event organizer, audio/visual
professional, bar service—they all cost the
charity. The only entity making money for the
charity that night is the auction company.

“We bring in way more money than we
cost,” Hale said, adding that auctioneers need
to accept the value they bring to the process.

Hale says he struggles, like all benefit
auctioneers, with anxiety about raising his
rate or his quote and perhaps losing out to
an auctioneer that under-prices him. But
he says everyone needs to take a moment

to prioritize their importance, their worth
and their business. But sometimes the client
needs proof of your value.

Hale recommends putting together a Power
Point that lists every service you bring to an
auction, from your consultation services to your
highly experienced spotters working the crowd.
Let them know that you can help brainstorm
to get higher value packages. You can even ask
them to attend one of your auctions so you
can see how entertaining, professional and
successful your events can be.

“That makes you more valuable and that’s
really the only chance we have to beating
out the person who ‘costs less,” he said. “We
understand that the person who costs less ends
up costing them much more” <

This article was adapted from a 2022 Benefit
Auction Summit session. Watch for an
upcoming community conversation on this
topic in the next two months.

James Myers is a freelance writer in Oregon.
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s a former president of two Fortune 500

companies, Harry Campbell has had

an incredibly unique view into what
makes a good leader and how to motivate
employees. The organizations he’s been
involved with have employed between 25
and 3,500 people. In the early 1990s while
working at Proctor & Gamble he had the
opportunity to have Sam Walton, founder
of Walmart, as a mentor. To say he’s had
some valuable insights about employee
relationships and what makes a company
successful is an understatement.

And while no auction company can boast

a payroll of 3,500 employees (Ritchie Bros.
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Get-real mindset
A practical approach to winning employees

by James Myers

comes close), there are lessons to be learned
about managing even a handful of people,
because as Campbell said, “the issues are all
about people”

“People hire people,” he said. “People fire
people. People leave companies because of
people. People join companies because of
people. It’s all about that”

Now retired, the former senior executive
stays busy on speaking tours where he
addresses the topic of leadership. His talk at
2022’s NAA convention was titled, “Get Real:

A Practical Approach to Winning Employees,”

which draws from information in his books,

“Get-Real Culture” and “Get-Real Leadership”

Attracting employees

One of the tenants of Campbell’s
leadership ethos regards being an “attractor,”
which is “the person you want to walk down
the hall with. You might not even know their
name, but they are a person who has a good
vibe to them.”

Attractors have a variety of positive
attributes, one of which is that they and
very open to sharing so employees can
see that you're human. Campbell says the
“don’t let them see you sweat” saying is
meant to convey the importance of hiding
vulnerabilities, but that’s actually not a
valuable commodity in a leader.
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“Sharing is an amazing thing,” he said. “It’s
not easy. Vulnerability is a hugely important
point in regard to being an attractor because
people are more attracted to people who will
say, ‘oh, man I suck at that”

Part of sharing is asking questions and
opinions of employees. It's something he
would see Walton do daily when hed get out
from behind his desk and say, “let’s take a
walk” Hed approach employees, learn their
names if he didn’t already know them, and ask
if they needed anything.

“One way to support employees is to
get them involved and engaged,” he said,
“because if they are involved and engaged,
they are much less likely to disengage. I
don’t care if you've got 18 employees or
1,800, your front line employees are the ones
who know stuft”

Which is why he take issue with the
common phrase in business that the “customer
comes first”

“Team first, customers second,” he said.
“Customers are important, I get it, but it is team
first. ’'m going to get the right people with the
right tools and the right job because they’re the
ones who take care of customers”

Hire smart

Anyone familiar with Campbell’s career,
especially as a speaker, will know about his “7
words” credo describing someone’s “personal
branding” The gist of it is that before hiring
or promoting someone, Campbell will send
voicemails to several people familiar with
the candidate asking for them to return
the call with seven words that describe the
candidate. This also works for a company as a
whole where people with experience with the
company are asked to give seven words that
describes what they think the company is.

“I go to the ends of the earth to find out what
their personal brand is,” Campbell said, adding
that he will find people not listed as references.
“I gather those and look at them. You get words
that are a pattern. I will hire the person that has
what I consider a personal brand that is more
optimistic, open and team oriented”

On-boarding over orientation
Orientation is often a part of a new
employee’s first interactions with a new
employer, but it can’'t be confused with on-
boarding. Orientation is where healthcare
documents are signed, benefit packages are

explained and credentials doled out. While
that’s important, Campbell said it pales in
comparison to on-boarding, which is the
process through which an employee learns
about the company culture and develops an
understanding of what the auction company
stands for.

“Make them feel like they’re part of
something bigger than they are—not like
they’re just working on a task, but that they are
a part of something,” he said. “They’re much
more productive because they feel like they are
needed, wanted and things are working?”

Recognition is also vital in the company
culture of successful organizations. When
an employee goes above and beyond, they
need to be recognized, whether it’s a sincere
acknowledgment from leadership a small gift or
a promotion—no good deed should be ignored.

“You can’t believe how powerful that is,”
Campbell said. “It is hugely important to
individuals” %

This article was adapted from a 2022
Conference & Show session. Watch for an
upcoming community conversation on this
topic in the next two months.
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The age of
influence

How auctioneers can use
social media to build influence

nfluence through social media is an

extension of the same influence that

has existed for centuries. Cambridge
dictionary defines influence as the power
to have an effect on people or things.

What makes an influencer influential?
They perform/speak on TV, in movies,
radio, magazines, or at large events. The
newer influencers are those that publish
content, such as YouTube, podcasts,
blogs, and social media.

“You can’t build a following or build
influence on social media without
publishing content,” said Neal Schaffer,
fractional CMO at multiple companies,
author of Maximize Your Social and The
Age of Influence, and host of the podcast
Your Digital Marketing Coach.

“Anybody can publish content,”
he said. “Before [social media], we had to
buy ad space. We can create content easily;
all we need is a smartphone to publish on
social media. And therefore, media does not
influence us as much as it used to. New people
and new media influence us as much as old
media used to back in the day”

Those who publish content yield influence.
Neil described what he calls the 90-9-1 rule:
that the internet is 1 percent creators, 9
percent commenters, and 90 percent viewers.

“Ninety percent of us social media users, I
would argue, are not even publishing content;”
Neil said, “we’re not even engaging; we’re
just looking. The 9 percent of us are liking,
commenting, engaging. Only 1 percent are
creating content. So, 1 out of 100 is posting
content consistently. Those are the people that,
over time, gain visibility to their content and
begin to build influence”

But Neil said having lots of followers don’t
have an effect.

“If you only have 10 followers, but
they act upon your advice when you say
something, you have influence,” he said. “So,
if you can influence one more person today
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than you did yesterday, you've increased

your influence.”

People buy from people they know, like,
and trust.

“Social media doesn’t change anything,” he
said. “When you publish content, it gives you
the ability to be known because people search
hashtags, scroll through feeds, find your reel,
and there’s a bit of trust that goes in when you're
consistent and respond to their comments.
There’s a likability feature when they jive with
what you're saying, that you build this likability
and a new type of influence that will feed into
your business over time””

The more your audience trusts you, the
more you can influence them to take action

“In order to get people to trust you, you
need to publish content; and you need to get
them to like you as well,” he said.

The cycle looks something like this:

e You can’t have influence unless people

trust you

o You can't build trust if people don’t

like you

o You can't get people to like you if they

don’'t know you

. Social media builds the know, content
builds the like, and authenticity builds
the trust

Build a digital mind share of search, social,
and email.

“We are a digital-first society, especially
post-covid,” Neil said. “People are consuming
content digitally; a lot of it is through search
engines, which is why SEO is as important as
ever. Email is also important; some email is
becoming SMS text, and some is becoming
Facebook Messenger’s WhatsApp. Whether
you like or hate social, it is where people
consume content today. So you want to have
all three of these going (search, social, and
email) to engage people wherever they are” %

This article was adapted from a Conference &
Show session.
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A 7-step strategy to help you build your influence

1. FIND YOUR NICHE

“If you specialize in auctions for a certain industry, that's
your niche,” Neil said. “The niche helps you build influence
because you begin to be known for something outside of
being an auctioneer.” What do you want to be known for
(outside of being an auctioneer) that you can talk about on
social and attract clients? What are you good at? What do
you love to do? What do people ask you for help on? How
can you help people? What are you passionate enough
about to talk about for years?

2. DEVELOP YOUR PERSONAL BRAND

You create emotional attachment through your brand.

You are what you post, whether it's personal passions,
professional strengths, or differentiators. Place keywords
you want in your bio and the content you publish. Post what
might differentiate you in content or visuals from similar
people in the market.

3. CHOOSE YOUR CONTENT FORMAT/SOCIAL
NETWORKS

Everybody consumes information differently: text (blog),
video (YouTube), shortform video (TikTok/Instagram), photo
(Instagram/social media), audio (podcast/radio) You don't
need to be everywhere. Focus on the big three: Facebook
(#1 Gen X/Boomers); Instagram (#1 Millennials); LinkedIn (#1
B2B/professionals).

4. PUBLISH CONTENT FOR INFLUENCE

Influencers publish content and build community by being
active on social media. Your niche and your work are two
different types of content. Keep your feed diversified with
personal content to yield more engagement for your business
content. Niche content shows your subject matter expertise,
indirectly promotes your company, speaks to potential
customers and partners and indirectly sells your product.
Personal content shows your human side, promotes your
personal brand, speaks to your broader network, sells your
authentic self, and gets broader engagement giving your
niche content more visibility.

5. ONLY PUBLISH QUALITY CONTENT

Digital influence is not about being loud—it's not about
frequency. It's about quality, authenticity, and relevance.
Treat every post like a love letter. Every post should
somehow deepen a relationship with your followers.

6. ENGAGE WITH YOUR FOLLOWERS

Social media amplifies but doesn’t necessarily accelerate;

it still takes time to build relationships. You want to “show
up” in their notifications. It's the first thing people do when
they get online. Find people in your sphere of influence

by uploading known contacts to social media, utilize local
hashtag searches, keyword searches, profiles searches, local
establishment check-ins, people that follow you, people
who engage with those who follow you. Then, start liking,
commenting, sharing and following content.

7.COLLABORATE WITH OTHER INFLUENCERS
Influencers give you credibility and help cross-pollinate
audiences. Identify the influencers in your community:
Active social media users, trusted professionals, community
leaders, local businesses, nonprofits, schools, and media.
Engage and bring them further down the funnel of social
media relationships.
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Erin Kienzle

What sparked your interest in hecoming
an auction professional?

I work in TV and host a lifestyle show on the
ABC affiliate in Charleston, South Carolina.
My co-host, Tom Crawford of Ultimate Benefit
Auctions, is also an auctioneer, and he was kind
enough to invite me to fundraising auctions
years ago. I started out simply describing the
items from stage, and was wowed at how you
could raise so much money so quickly.

What road did you take to get there?

I went to the Southeastern School of
Auctioneering in 2018. I remember walking
in on day one thinking, “What am I doing
here?!” However, I met so many amazing
people and was inspired by how many paths
you can take in the auction industry. I never
in a million years thought I'd be an auctioneer,
but it’s always wonderful how life can take you
in unexpected directions.

Were there any challenges you faced?
I struggled to gain confidence. Not only
am [ the only female benefit auctioneer in
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town, but since 'm on TV, I
had a difficult time getting
people to take me seriously.
They assumed I was at an
event because 'm on TV.

I can’t tell you how many
times I've had to say, “No,
I'm a licensed auctioneer and
this is my business.”

Has your perception of the
auction industry changed
since you started? How?

Yes! I am blown away by
the amazing people in the
industry, the businesses
they’ve created and the
success they have.

Why do you love what you
do?

How many people can
say they change lives on the
weekends? I spend months
consulting with my clients,
and I cherish that moment
when I leave the stage and
we hug or high-five because
we just met or exceeded the
fundraising goal.

What do you think is the biggest thing (or
things) auction professionals can do to
stay relevant?

Continuing education! I love learning
and I'm always open to trying something
new. So many events become stale, so I love
that I have a network of auctioneers where
I can ask questions and get feedback. 'm

also very data-driven and constantly study
the psychology of giving. 'm always reading
books on marketing, copywriting, sales, etc.
and I love when my clients aren’t afraid to try
new strategies.

How has the NAA helped you hecome a
hetter auction professional?

Before I joined the NAA, I honestly
thought I was done with auctions. I have
four kids, a full-time job and another
online coaching business, I didn’t have
time for auctions to be a main career
focus. But when I joined the NAA and met
other professionals it’s like I came alive.
Everything changed. I saw their business
structure, their innovative ideas, and
for the first time I saw women running
auction companies, doing incredible
things. I received so much support and
encouragement that I finally saw how my
business could truly grow and the difference
I could make. I've also learned to scale my
company. I now offer emcee services, bid
assistants, videography and copywriting.

What do you love about this point in your
career?

I love that I can do something that helps
others. I'm serving non-profits who are truly
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create trust and build authority. I teach business

owners how to make easy videos in a way that
—l = is authentic, comfortable, yet strategic. It’s like

b magic seeing my students transform in front of
the camera. They relax, learn to have fun and
are wowed at the business that comes in when
they start using video.

And my non-profit clients can tell you that
video is my specialty. I work very closely with
them to make sure their video before the fund-
a-need is perfect. Sometimes a few small edits
and shifts to the storytelling can make a huge
difference in the amount of money they raise.

Learn more about Erin Kienzle at:
thatauctionlady.com

making a change in this world. For example,

I recently helped a non-profit raise money
for female artisans. The women were walking
3 hours to get their kids to school, and then
they would sit in the hot Columbian sun and
work on their crafts. The money we raised
not only built them a shelter, but made it

so they could train other women. Now they
have an entire community of women who
are working and earning good money to feed
their families.

What did last year in particular teach you
professionally and personally?

Last year I learned so much about
community. I purposely surround myself
with people who are better than me, who
can teach me, and can help me grow. I joined
a mastermind of female entrepreneurs that
helped to scale my business and increase my
confidence.

You took the Benefit Auction Specialist
course from the NAA last December. What
was your experience like?

It changed my life. Sounds dramatic, I
know. But I have no other words. Not only did
I fine-tune my auction strategies, but I learned
the business side of auctions. Since leaving
class, I have tripled my auction business and
I have met so many life-long friends and
professionals that are only a text away. I've
never met a community that was so supportive
of one another.

You have a large Instagram following
coaching people about videos/reels. How
can the auction industry and auctioneers
capitalize on this type of content?

If you want to be seen on social media, you

need to be making videos. It’s the fastest way to
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Q&A

Leya Simmons

I~ petter

When and how did your business start?

BetterUnite began in 2017, a couple of years
after I had an experience as a board member
with a small nonprofit that needed to raise
money but had no staff, infrastructure or
funds for the software required to do it well.
I complained about this to my co-founder, a
software architect with Microsoft Dynamics
(CRM) who had expertise in fintech. As a
result, he created BetterUnite to solve my
problem. We then continued building for
the following two years and rounded out the
“super app” idea—pulling all of the software
nonprofits need into a single platform.

The other piece that bothered me about the
software I had used for nonprofits I worked
for as development director was they seemed
“dumbed down” or less than their enterprise
counterparts. I wanted to democratize access
to nonprofit software and remove financial
barriers, and at the same time, have the very
best tech available that would stay abreast
of the latest possible
innovations in each module.

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

We saw a need for nonprofit
event software that was
accessible from a funding
standpoint as well as easy to
use from the guest and admin
side. The auction tools available
to end users (bidders/guests)
typically required downloading
an app or creating an account.

WATER
$50 provides ane mo

We wanted to create a frictionless e

and easy experience for those

supporting nonprofits.
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nth of clean water for

We also were very early in launching a virtual
event tool for nonprofits during the COVID era.
We worked with auctioneers to perfect the live
auction experience and built-in collaboration.
Because we have in-house developers, we can be
responsive to our products.

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

Success! For both! Our goal for BetterUnite
is to be the single nonprofit juggernaut of
software—the only place a nonprofit would
turn for any software needed for their
organization. We want to make the work of
nonprofit staff (fundraising, events, volunteer
management—whatever) easier and reduce
error and redundancy. We see that as a big way
to save money and resources for nonprofits.

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

I am the type that can get excited about other
people’s passion projects, so I am ideal to speak
with nonprofit organizations about how they
are going to support their missions. I've also
spent many years in the nonprofit
space as development director,
executive director, board
member, and event manager.

I love getting to flex those
muscles when I can consult or
brainstorm with clients about
how to raise money or better
serve their organizations.

Is there anything new

you're particularly excited
about this year?

BetterUnite has in-house

dev, and we have consistently
built in collaboration

S with our customers and

organizations, so every year

has brought many different

things I get excited about.

Right now, I would highlight our AI module
and our launch of BetterInsights—wealth

screening and donor insights built into the
BetterUnite account. Our AI module has some
cool event-specific features, including alerting
the organization if their highest donors to last
year’s event have not yet bought tickets to this
year’s event and other cool things like that.

What'’s on the horizon in the next few years?
We continue to grow and learn from our
organizations, allowing that to be our guiding
principle and north star. We have hired
additional account managers to further our
efforts at KYC (know your customer) and be able
to provide proactive support to organizations.
We will also expand our admin app functionality
and innovate around the in-event experience.

How has the NAA helped your business
grow?

Our first time at the BAS/NAA conference
in 2022 was beautiful —we met many great
auctioneers who have already begun using
BetterUnite with their clients and at their
events. I look forward to leaning into these
mutually beneficial relationships and learning
from auctioneers what they want to see in an
ideal auction/event software solution. We've
already created a few pieces of tech in the
past 3-4 months in response to feedback or
requests from BAS auctioneers, and I look
forward to that continuing.

Learn more about BetterUnite at:
betterunite.com
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New Members

Ryan Adams

Adams Auction & Real Estate
(608) 513-9343
ryan543@yahoo.com
adams-sales.com

Gays Mills, WI

Seth Adams

Adams Auction & Real Estate
(608) 412-0550
seth@adams-sales.com
adams-sales.com

Prairie Du Chien, WI

Dylan Andrews

Hansen Auction Group

(715) 383-5444

dylan@
hansenauctiongroup.com

hansenauctiongroup.com

Prairie Farm, WI

Riley Bacich

Apexx Auctions

(970) 216-5093
riley@apexxauctions.com
apexxauctions.com
Grand Junction, CO

Clay Bixby

(308) 282-1039
cybixby@gmail.com
Ellsworth, NE

Michele Bowling

606 Real Estate & Auctions
(606) 782-0488
bowlingsells@gmail.com
606salesevents.com
Ewing, KY

Justin Brice

Brice Is Right Auctions
(970) 370-4374
justinbrice1977@icloud.com
Orchard, CO

Brian Cauthen
(850) 510-5517
brianlcauthen@gmail.com
Greenville, SC

Justin Coughlin

Coughlin’s Auctions

(586) 850-6812
justin@coughlinestatesales.com
Clinton Township, Ml

Kathryn Dandria

Auctions 4U2 LLC

(614) 589-7840
auctionsforyoutoo@gmail.com
auctionohio.com
Worthington, OH

Art Darnell

Honey Locust Farms, LLC
(859) 356-2253
honeylocustfarms@gmail.com
honeylocustfarms.com
Morning View, KY

Ethan Davis

Hilltop Acres

(501) 288-3041
hilltopacresauction@gmail.com
Romance, AR

Blayton Duncan

Seven Hills Auctions
(229) 454-0186
blayton@7hauctions.com
Moultrie, GA

Jacquilynn Engler
Superior Auction LCC
englersac@gmail.com
superiorauction.net
Marinette, WI

Earl Feese

(620) 629-3479
earl_feese@yahoo.com
Mustang, OK

William Flora

Rocking F Auctions Group
979-583-8282
wrflora86@gmail.com
rfauctiongroup.com
Dayton, TX

Ethan Futrell

Optimal Auction Group
(270) 227-3558
ethanfutrell@gmail.com
Almo, KY

Evan Gallo

Bear Auctions

(330) 314-0613
evan.gallo@baerauctions.com
Canfield, OH

Douglas Gill

(864) 494-6134
dgill@gilldrilling.com
Spartanburg, SC

Laurie Gillespie

Menish Productions
(502) 432-4211
Lmgillespie4@gmail.com
Greenville, IN

Nichole Glynn

Bob’s Auction Service, Inc.
(920) 210-5278
nichole@colbob.com
colbob.com

Columbus, WI

Kristy Gottfried

Ohio Real Estate Auctions
(419) 294-4366
kristy@wmsohio.com
wmsohio.com

Upper Sandusky, OH

Stacey Greb

Stacey Greb Auctioneer

(580) 678-0662

staceygrebrealestate@
gmail.com

Mangum, OK

Clayton Greene

Rowell Auctions

(229) 891-8584
cgreene@rowellauctions.com
rowellauctions.com

Moultrie, GA

Brina Gross

Gross Auction Co.

(810) 639-2612
kids24fun@yahoo.com
elmergrossandsons.com
Montrose, Ml

Jacob Grossnicklaus
(405) 320-4170
jgrossnicklaus@pldi.net
Chickasha, OK

Tobey Hadley, Sr.

Bar H Auction Service
(918) 330-7350
wfdchief01@yahoo.com
Tahlequah, OK

Jeffrey Haines

Haines and Associates
Auctioneers

(517) 398-3668

hainesold@gmail.com

Haines-Sold.com

Camden, Ml

John Harpenau

Mohawk Machinery

(513) 771-1952
jharp@mohawkmachinery.com
Cincinnati, OH

Devon Heacock
Devon Heacock Realtor
Auctioneer LCC
(740) 341-6553
heacock23@gmail.com
Cardington, OH

Stacie Hewitt

Wardlow Auctions Inc.
(502) 489-5515
stacie@wardlowauc.com
wardlowauc.com
Louisville, KY

Joshua Houston

(931) 212-6679
jsethhouston@gmail.com
Bell Buckle, TN

Collin Howard

Howard Auctioneers

(740) 803-0472
collin@howardauctions.com
howardauctions.com
Ashley, OH

Bill Hudson

BSC America

(410) 803-4177
bill.hudson@bscamerica.com
Belcamp, MD
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S New Members

Brice Huntington

Auction Associates Inc.

(920) 748-3002

brice@
auctionassociatesinc.com

auctionassociatesinc.com

Bonduel, WI

Claire Jansen

Noel Auctioneers and Real
Estate Advisors

(502) 754-4516

Claire@NoelAuctioneers.com

Nicholasville, KY

Tanner Jenkins

Diamon J Auction Co

(409) 617-2012
tanner.jenkins90@gmail.com
Orange, TX

Roger Johnson
Johnson Auctioneers
(812) 576-0157
rogerj@etczone.com
JohnsonSellsdyou.com
Guilford, IN

David Kent

William Kent Inc.

(585) 739-5609
david@williamkentinc.com
Stafford, NY

Emmanuel Kirby

Ford Brothers, Inc.

(859) 985-9809
logan@fordbrothersinc.com
fordbrothersinc.com

Berea, KY

Christopher Link

(214) 796-0703
thelinkco@sbcglobal.net
RealtyBid.com
Richardson, TX

Robert Loderbauer
Robert J. Loderbauer

Auctioneer & Estates LLC
(920) 730-0292
loderbauerauction@

sbcglobal.net
loderbauerauction.com
Appleton, WI

Kevin Loftin
281-750-9972
kjloftin@hotmail.com
Buna, TX

Christopher Luther
Luther Bros Auction Co.
(910) 367-8302
chris@chrisluther.com
LutherBros.com
Wilmington, NC

Shawn Massey

Masco Equipment LLC

(903) 348-2496
shawn@mascoequipment.com
mascoequipment.com
Sulphur Springs, TX

Ethan Merrill

Merrill's Auctioneers &
Appraisers

(802) 878-2625

ethan@merrillsauction.com

Williston, VT

Maureen Miller

Estate Auction Experts

(313) 600-8355
millermaureen55@gmail.com
EstateAuctionExperts.com
Northville, Ml

Andrew Molencamp
Hansen Auction Group
(608) 636-5239
amolencamp23@gmail.com
hansenauctiongroup.com
Monticello, WI

Stephen Muncy

Muncy & Associates
(937) 733-3013
stephen@muncysells.com
muncysells.com

New Lebanon, OH

Kristie Perkey

(580) 243-8738
greatplainsrealtor@gmail.com
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Aaron Pitts
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Gracee Poorman

GP AG Services, LLC
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Somerset, OH

Blake Repshire

Cellhouse Auctions

(719) 431-3859
cellhouseauctions@gmail.com
cellhouseauctions.com
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Kristina Rodzenska
krodzevska@gmail.com
Columbus, OH

Aleksandar Rodzevski
rodzevski@sbcglobal.net
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Nathan Sheridan

Sheridan & Associates, LLC
(937) 766-2300
sheridan.nathanb@gmail.com
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Beavercreek, OH

Matthew Simpson
msimpson0405@yahoo.com
Texarkana, AR

Stacey Stricker

United Country Exploration
Realty

(580) 225-3699

staceycarnes@yahoo.com

staceycarnes.com

Elk City, OK

Burl Stricker

United Country Exploration
Realty

(580) 225-3699

burlraystricker@gmail.com

unitedcountryok.com

Elk City, OK

Brett Taylor

Seven Hills Auctions
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brett@7hauctions.com
7hauctions.com
Norman Park, GA

Justin Terry
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jterrybizz@gmail.com
Mc Leod, TX

Adam Thompson
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thompson.adam1988@
gmail.com
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Dylan Webb
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dreamdirt.com
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INDUSTRY

Auction School Graduates

America’s Auction Academy

| Norman Park, GA; Chris Luther,
Wilmington, NC. (Row 2) Joel Leake,
Sulpur Springs, TX; Shawn Massey,
Sulphur Springs, TX; William Tell
Kincaid, Rockwood, PA; Wes White,
Cleveland, TX; Burke Zimmerman,
Rowlett, TX; Earl Feese, Mustang,
OK; Tony Porras, Parker, CO; Blayton
Duncan, Moultrie, GA; Ron Beggan,
Ireland; James Brodrick, Dallas, TX;
(Row 3) Billy Slaton, Bogata, TX;
Jackie Hatcher, Antlers, OK; Tanner
Jenkins, Orange, TX; Kevin Loftin,
Buna, TX; Burl Stricker, Elk City,

—— R ‘ OK; Roy Flora, Dayton, TX; Adam

\uction 238 ; Thompson, Watonga, OK; Joshua

) .\cudcmy\ ”J & Buscher, Chico, TX; Caleb Norwood,

i — Cunningham, TX.

January 2023 graduates: (Front row) Baltimore, MD; Stacey Greb, Mangum, Instructors: Mike Jones, School
Clint Hunter, Fair Grove, MO; Matt OK; Stacey Stricker, Elk City, OK; President/Director; John Schultz,
Simpson, Texarkana, AR; Christopher Kristie Perkey, Elk City, OK; Justin Instructor; and Lori Jones, School VP/
Link, Richardson, TX; Portia Bagley, Terry, McLeod, TX; Brett Taylor, Administrator.

Western College of Auctioneering

4 WESTERN COL
gt AUCTIONEE

— R
WESTERN COLLEGE
of AUCTIONEERING

Graduating Class
2023

yww.AuctionSchools.com

(Front row) Dale Aerni, Albany OR; Nathanael Gartzke, Weyers Cave, VA; Alex Veon, Purvis, MS; Nichole Glynn, Waunakee, WI;
Crystal Durham, Purvis, MS; Wyatt Erdmann, Barnesville, MN; Greg Mengarelli, Prescott, AZ. (Second row) Clay Bixby, Ellsworth,
NE; Marshall Nestor, Belington, WV; Justin Seifert, Minot, ND; David Long, Walsh, AB; Roger Weber, Sayner, WI; Mathew
Hagedorn, Twin Bridges, MT; Dave Austin, Billings, MT; Dean Eshelman, Crystal City, MO. (Third row) Grady Larson, Sidney, MT;
Bo Marek, Caldwell, ID; Jonathan Epperson, Galax, VA; Tyler Speck, Chehalis, WA; Michael Drotzmann, Yankton, SD; Brad Resch,
Veteran, AB; Chris Colgan, Poplar, MT; Colton Heffern, lola, KS; Joel Sewell, Lewistown, MT; Trent Johnson, Fort Scott, KS.

Instructors: Nick Bennett, Hannah Busby, Pat Busby, Rusty Trzpuc, David Whitaker
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George Foster, IV

/i

George Sanford Foster, IV

passed away peacefully on the
morning of March 6, 2023, at
Hyder Family Hospice House in
Dover, New Hampshire. After a
courageous battle with advanced
pancreatic cancer, George passed
surrounded by family and
eternal love.

George was born in
Ogdensburg, New York, on Nov.
22,1970, to Jeanne and George
S. Foster III. He graduated
from Pembroke Academy in
Pembroke, New Hampshire, in
1989 then spent time studying
at the UNH Whittemore School
of Business and Economics. In his early adulthood, George jumped into
restaurant management which lead him to connect with many restaurant
lovers and owners from New Hampshire’s Seacoast (Hampton Beach) to
the Florida Gulf Coast (St. Pete Beach and Clearwater). George’s love for
antiques, natural intelligence and drive for learning led him to pursue
a lifelong career in appraisals and antiques. He found enjoyment in his
work and traveled frequently to network with many auctioneers, dealers,
and museums nationwide. More importantly, the friendships that he
made during this work have been lifelong and are everlasting.

A gregarious, big-hearted, and tenacious soul, George found great
joy in all things outdoors. As a young man, he was an active member
of the Boy Scouts. Many community service projects and mentoring
of younger scouts led George to achieve his Life Scout rank. During
his summers, George could most always be found soaking in the sun
at Seabrook beach, exploring New Hampshire’s woodlands with his
hiking boots and kayak, and motorcycling throughout New England. At
winter’s turn, George loved snowmobiling and downhill skiing as well as

Submit obituaries

traveling to Florida to explore St. Pete Beach, where he had spent his last
three winters snow birding with Diane. To say that George loved “good”
craft beer, in addition to the camaraderie and laughs available at local
watering holes, is an understatement. All that were fortunate enough

to be connected to George can attest that he was an amazing cook,

lover of live music, golf enthusiast, and could be caught wearing shorts
year-round. His strong and generous nature made him an exceptional
support system for all close friends, family, and loved ones. He loved

his children, Logan and Isabella Foster, dearly and made great efforts to
always share with them knowledge, love, and the joys of his life.

He is survived by his life partner Diane Stratton, father George S.
Foster III, mother Jeanne Foster, sister Holly Foster Allen, brother-in-
law Mo Allen, and two children Logan and Isabella Foster in addition to
many, many dear friends who are revered as family members.

At this time, there are no formal services planned. However, a
celebration to commemorate George’s fruitful life will be upcoming and
announced later this spring.

In lieu of flowers, any donations may be made to the Lustgarten
Foundation, a research-driven private funder that works to make
pancreatic cancer a curable disease (lustgarten.org), and the Hyder
Family Hospice House, in Dover, New Hampshire, the facility that so
warmly and respectfully cared for George in the final stages of his illness
(friendsofhyderfamilyhospicehouse.org). We ask that all donations be
made in memory of George S. Foster IV.

Obituaries may be submitted to communications@auctioneers.org.

Submissions may be edited for length. Hi-resolution photos and
information about NAA and industry involvement appreciated.
Editors will do their best to locate photos if none are submitted.
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NAA Board of Directors

Officers

President

Sherman Hostetter,
CAl, AARE, BAS,
CES, GPPA

(724) 847-1887

sherm@sherm.biz

Vice President

Lance Walker, CAl,
BAS, CES

(901) 322-2139

lance@
walkerauctions.com

Treasurer

Ailie Byers, CAl, AMM,
BAS

(603) 356-5765

ailie@alpenglow
benefits.com

Chairman of the Board

Beth Rose, CAl, AARE,
AMM

(419) 534-6223

beth@
bethroseauction.com

Chief Executive Officer
Aaron Ensminger, CAE
(913) 563-5423
aensminger@
auctioneers.org

Directors

Term expiring 2023
Trisha Brauer, CAl, BAS
(913) 481-8280
trisha@takingbids

fundraising.com

Philip Gableman, CAI,
AMM, GPPA

(845) 635-3169

philipg103@gmail.com
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Term expiring 2024
Jay Cash, BAS, CES
(615) 785-8982
jaycash@me.com

Morgan Hopson, CAI
(903) 271-9933
mhopson@

bufordresources.com

Term expiring 2025

Mike Fisher, CAl,
AARE, AMM, BAS,
CES, GPPA

(256) 413-0555

mikefisher@
redfieldgroup.com

Joff Van Reenen, CAl,
AARE

+27116842707

joff@

highstreetauctions.com

Chair of Education

Institute Trustees

T. Kyle Swicegood, CAI,
BAS, GPPA

(336) 751-4444

tkyleswicegood@
gmail.com

Foundation
Representative

Scott Mihalic, CAIl

(440) 796-4739
scottmihalicgmail.com

Presidential Appointee

Chris Rasmus, CAl,
AMM

(703) 768-9000

c.rasmus@rasmus.com

NAA Cornerstone Committees

Education
Institute Trustees

Chair

T. Kyle Swicegood, CAl,
BAS, GPPA

(336) 751-4444

tkyleswicegood@
gmail.com

Vice Chair

Erik Rasmus, CAl, AMM
(703) 768-9000
erikrasmus@rasmus.com

EC Liaison

Lance Walker, CAl,
BAS, CES

(901) 322-2139

lance@
walkerauctions.com

Community
Committee

Chair

Morgan Hopson, CAI
(903) 271-9933
mhopson@

bufordresources.com

Vice Chair

Peter Gehres, CAl,
CAS, CES

(614) 306-1435

petergehres@gmail.com

EC Liaison

Beth Rose, CAl, AARE,
AMM

(419) 534-6223

beth@

bethroseauction.com

Promotions
Committee

Chair

John Schultz, AMM
(612) 432-4015
john@grafeauction.com

Vice Chair

Braden McCurdy, CAI,
AARE, AMM

(316) 867-3600

bmccurdy@
mccurdyauction.com

EC Liaison

Ailie Byers, CAl, AMM,
BAS

(603) 356-5765

ailie@alpenglow
benefits.com

Advocacy
Committee

Chair

Wade Baer, CAl, AMM
(330) 424-2705
wade@baerauctions.com

EC Liaison

Sherman Hostetter,
CAl, AARE, BAS,
CES, GPPA

(724) 847-1887

sherm@sherm.biz
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Foundation Board of Trustees

Officers

President

Sid Miedema, Jr., CAI
(616) 538-0367
sid@1800lastbid.com

Vice President

Scott Mihalic, CAI

(440) 796-4739
scottmihalic@gmail.com

Immediate Past

President

Jennifer Gableman,
CAl, ATS

(845) 635-3169 x102

jennifer@aarauctions.com

Treasurer

David Hart, CAl, AARE
(229) 985-8388
dhart@rowellauctions.com

Trustees

Terms expiring 2023

Merle D. Booker, CAI,
GPPA

(509) 297-9292

merle@
bookerauction.com

Ruth Lind, CAl, AARE,
BAS, GPPA

(207) 751-1430

moxielady@me.com

Megan McCurdy
Niedens, CAl, BAS

(316) 683-0612

megan@mccurdy
auction.com

Terms expiring 2024
Judd Grafe

(800) 328-5920
judd@grafeauction.com
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Bracky Mark Rogers,
CAl, AARE, AMM

(336) 789-2926 x109

bmrogers@
rogersrealty.com

Michael Upp
(866) 540-4993
mupp@mitchstuart.com

Terms expiring 2025

Barrett Bray, CAl,
AMM, BAS

(405) 888-5366

barrett@bidbray.com

Tim Mast, CAIl, AARE
(731) 610-5436
tmast@tranzon.com

Terri Walker, CAl, BAS,
CES
(901) 322-2139

terri@walkerauctions.com

NAA Board

Representative

Beth Rose, CAl, AARE,
AMM

(419) 534-6223

beth@

bethroseauction.com

Executive

Director

Aaron Ensminger, CAE

(913) 563-5423

aensminger@
auctioneers.org

Foundation

Administrator
Rebekah Ferguson
(913) 563-5431
rferguson@auctioneers.org
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$1,260 $1,409 $9,400

Problem 1 of 10

There are 9 acres of land for sale and you have the winning bid of
$1,400 per acre. How much money did you spend?

9 x $1,400 =

Need help?  u)

 querion

Total Wallet
$0

Auction Commission 10%

$12,600

What is an | N
acre? } ' ,' 4
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Our auctioneers have raised millions of dollars conducting some of this
country’s most high-profile & important charity auctions.

United Country is committed to supporting causes on both the local & national
levels. We invest in & nurture the communities we serve all across the nation.
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