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Providing easily accessible, relevant
content is a priority for the NAA

hat are we talking about when we say
Communities of Practice or CoP?

This is a question that arises periodically. We
have attempted to communicate to members what the
Communities of Practice are, but questions still linger.

To put it succinctly, Communities of Practice
provide a road map to quickly identify NAA content
that is most relevant to you. Many of us specialize
in specific types of assets that we sell at auction.
Therefore, some content is more relevant to us than
others. If you specialize in everything, that is fine,
too—you have access to all the content the NAA
provides. The point is, we want everyone to be able
to pinpoint the subject of any content—whether it’s a
class, webinar or article—at a glance.

We are always looking to improve our services, so
we have studied our membership. If we can provide
relevant information in consumable pieces, then it’s
more likely that all the content the NAA provides
will be utilized and valued. We believe this is a
needed service that will assist you in becoming more
successful, efficient and profitable.

We identified five Communities of Practice that we
now categorize content in: Personal and Commercial
Assets (PCA), Benefit Auctions (BA), Marketing and
Management (MM), Contract (CO) and Real Estate
(RE). As an added resource this month, take a look at
page 30 to see how these Communities of Practice can
help you map your time better at the Conference &
Show in New Orleans.

As always, this whole issue is dedicated to providing
ideas and tools to help you take your business to
the next level of profitability. Erin Shipps, our new
director of publications, has been exploring how some
companies are finding opportunities to reach new
markets by providing language assistance to clients and
customers whose first language may not be English.
Check out the story about bi-lingual auctioneers on
page 38.

One of the privileges I have had during my time
on the Board was the opportunity to attend the NAA
Toy Auction for patients at St. Jude. St. Jude is a very
special place, but at times it tears at your heart—
particularly if you are a parent yourself, as I am. These
children are at St. Jude because they are ill, and as

a parent, I can't imagine the anguish many of these
parents find themselves in watching their children
suffer. Because of my background—growing up in a
home where our primary language was Pennsylvania
Dutch (a dialect of German), and having become
fluent in Spanish living in South America—for the past
two years I have had the privilege of helping patients
and their parents better understand what was going
on and make them more comfortable by using both of
these languages.

While the above example didn’t make my business
more profitable, it is an example of being able to assist
people in understanding and being more at ease with
the auction process. I like to say that uncomfortable
and confused bidders are not bidders at all; they are
spectators at best.

Other issues explored in this issue are: how to
address a new generation of home buyers, and what
impact Uber, Lyft and others are having on the car
auction industry.

Check it all out! I think you’ll be glad you did!

-
////,/x
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PS. And if you haven't done so yet, don't forget
to register for Conference & Show. Early bird
registration deadline? May 15, 2019! It's coming
up soon!

FROM THE PRESIDENT

V-

Tim W. Mast, CAl, AARE

NAA President

Tim W. Mast is executive
vice president at
Tranzon Asset Advisors.
He has served as

NAA Ambassador for
Tennessee and was
elected to the NAA

Board in 2014.
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CONFERENCE & SHOW

Rt
* Your Potential %ﬁﬁ“‘: Website: The website is now live!
Head on over to conferenceandshow.com

for the latest on this year's event.

70th International Auctioneers Conference and Show

EMAIL NEWSLETTERS

Auction eNews monthly newsletter

Relevant, important news from the NAA as well as the auction
industry. Subscriptions are available at auctioneers.org > Content
and Tools > NAA Publications > Auction eNews

Community of Practice newsletter BA

Are you receiving our e-mail newsletters targeted to your RE
specific area of expertise? Update your member profile
today at auctioneers.org. Login under Member Area, then
select your community (or communities) of practice to
receive monthly info especially for you!
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THE MOST TRUSTED WAY TO

RAISE MONEY FOR CHARITY

PROMOTIONAL VIDEOS

Did you know the NAA developed a whole series of videos that you can use
to promote the auction method of selling? Find them at auctioneers.org >
Content & Tools > PR Toolkit > Promotional Videos.
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Hilton New Orleans Riverside

Celebrating 70 Years of Auction Excellence

REGISTRATION IS NOW OPEN

Book your hotel reservation at the Hilton New Orleans Riverside Hotel and
register for Conference at ConferenceAndShow.com.

AVAILABLE SCHOLARSHIPS:
Five Conference and One AMM scholarship One CES scholarship

Show schola rships Includes registration and two nights Includes registration and two nights
hotel accommodations at the Hilton hotel accommodations at the Hilton

Includes registration with meals and
four nights hotel accommodations
at the Hilton

For more information and to apply, visit auctioneersfoundation.org.

Deadline is May 15.
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@Ng News

Your Association at Work

Education, advocacy and technical content from the NAA

Updates to the
Remote Sellers Sales

Tax Informational
Guide

We've constantly got our eye on the
ever-changing landscape of remote
seller sales tax. Since we published
this informational guide, there
have been many important updates
at the state level.

Make sure you are well-
informed and don’t miss
pertinent regulations for your
business by checking back often
at auctioneers.org/auction-tax.
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Pre-Conference
Education includes
CES designation

Personal asset auction professionals
sometimes cross markets into real
estate auctions because the home
that houses the stuff is seen as more
valuable. But what if the stuff could
make money?

The National Auctioneers
Association’s Certified Estate
Specialist (CES) program is
designed to help professional
auctioneers understand how
to properly conduct and deal
with the settling of estates. The
course also educates professional
auctioneers on working with
family members and dealing with
lawyers and accountants.

This designation is open
to NAA members and non-
members. New instructor
Justin Vondenheuvel actually
earned this designation while
his membership was lapsed in
2009, and it sparked a renewed
investment in the NAA.

HOTEL RoOMS
ARE STILL
AVAILABLE

FoR PRE/POST

(oNFEREN(E

EPV(ATION!

o S

certified estate specialist

“I'had the opportunity to meet
Jack Christy, Sr., who was teaching
the course,” Vondenheuvel said.

“I then began to implement some
of the things that were taught and
later that very year, using those
tools, my business grew to the
point my wife and I were able to
take it full-time”

Now he hopes his experience
will be helpful for others.

“When the opportunity
presented itself to be part of the
CES designation team, I jumped at
it in hopes that I would possibly be

DEADLINE
45 MAY 151

Conference & Show scholarships available!

Established in 2015, the
National Auctioneers Foundation
Conference & Show scholarships
award attendees with Pre-
conference and Conference
opportunities. Potential
scholarship applicants are judged
on the completeness and quality

of their application and their
references. Preference is given to
individuals who earn a majority
of their income from the auction
industry and/or who work full-
time in the industry.

For more information, visit
auctioneersfoundation.org.

Using those
tools, my
business

grew to the

point my wife

and | were
able to take
it full-time.

Justin Vondenheuvel,
CAl, AARE, CES

able to have an impact on someone
else’s business the way Jack, Sr., did
for us,” he said.

Not all designations are available
at Pre/Post Conference Education
this year. We look forward
to seeing you at Designation
Academy in December!

For more information, visit
conferenceandshow.com.

Marketing webinar

Sign up now for our free,
30-minute webinar on May 1
about email marketing. You’ll
learn the basics of creating and
delivering email campaigns that
get measurable results! Visit
auctioneers.org > Education >
Upcoming Events.



NATIONAL AUCTIONEERS ASSOCIATION

2013 EDUGATION EVENTS

For the full calendar of events,
visit the website:

http://bit.ly/NAAeventscalendar

Registration open now!

Registration open now!

Registration opens Registration opens
May 1 August 1

NM (913) 541-8084 NAA Education
3& education@auctioneers.org Department

Auctioneer



@Néi News

Certified Auctioneers Institute advanced three more classes of auction professionals in March

or the 43rd time, some of the top auction

professionals met in Bloomington, IN,
for the industry’s top program: NAAs
Certified Auctioneers Institute (CAI).

Designed to help anyone build and grow

an auction business, CAI is an intensive

three-year program held one week per year

at Indiana University. The curriculum is
designed first to give learners exposure to
different asset classes in year one, then to
learn business practices in year two, and
finally, to set strategy for their business in
year three.

Additionally, there is work that happens
between each year, such as completing an

During CALI class two also learns how to
conduct a benefit auction as a class. With the

theme “Vision Beyond 2020,” attendees
enjoyed a masquerade theme and a
New Orleans-inspired menu while
raising money for Lion’s Club, The NAA
Foundation and NAA Education.
Between class two and three, learners
create a business plan for their current
business and receive feedback from
NAA staft. Class three’s capstone project
is a presentation and questioning of
that plan by industry leaders. This
year, students were examined by NAA
Hall of Famer and Past President

Trustee and CAI Committee Vice Chair Kyle
Swicegood, CAI, BAA, GPPA.

auction proposal, which is reviewed by CAI Tom Saturley, CAI; Past EI Chair and
NAA Director Will McLemore, CAI;
Current NAA Vice President and Past
EI Chair and Trustee Jason Winter, CAI,

AARE, AMM, CES; and, Current EI

staff for clarity and presentation. The program
awards the Pat Massart Award for the most

Former NAA Director of Education Aaron
Ensminger received the Distinguished Faculty
Award.

outstanding proposal for the year, and this
year’s winner was Jacob Barth.

12 AUCTIONEERS.ORG



Education, advocacy and technical content from the NAA

Based on that examination, the Rose at least two years in the auction industry, and be
Award is presented to the student the able to provide three references, including one For more information on Certified
reviewers deem best prepared and erudite who holds the CAI designation and one who is Auctioneers Institute, visit auctioneers.org/
. . . . , . NAA/Education/CAl.
in presenting his or her plan, and this year’s an NAA member. We look forward to seeing
Rose Award winner was Barrett Bray, CAI, you at CAI next year! <
AMM, BAS.

Bray also won the Pat
Massart Leadership Award,
an award presented by
his class to the learner
who demonstrated the
most leadership qualities
throughout the class’ time

at CAL
CAI will be back in
Bloomington March 22-26,
2020. To apply for admission Barrett Bray, CAl, AMM, BAS received the Rose Award and the Pat Jacob Barth received the
to CAL you must be 21, have  Massart Scholarship Award. Pat Massart Award.
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World Wide College
of Auctioneering

Mason City, lowa

Since 1933

“The finest education for
the auction profession.”

V4 4

85 Years of Training
Successful Auctioneers

40,000 Graduates

World Champions & Leading
Auctioneer Instructors

Experience the Difference

PVC Post Kit - $9988 with flat caps)

1-800-843-7446

www.1 800TheSign.com

2019 Dates
June 15-23, 2019

September 7-15, 2019
(Held in Denver, Colorado)

November 16-24, 2019

“World’s Largest Auction School”

Come train u’zth the Champions/!
641-423-5242
1-800-423-5242

www.worldwidecollegeofauctioneering.com
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@Ng News

State Watch

§TATE OF TENNESSEE

Tennessee Senator Delores Gresham, NAA President Tim
Mast, CAl, AARE, and Ruth Anne Mast

Tennessee Auctioneers Association members with Lobbyist Addison Dower Russell

Tennessee

The Tennessee Auctioneers Association hosted its Day on the Hill, where NAA President

Tim Mast, CAI, AARE, was presented with a resolution from the Tennessee legislature and
Governor Lee honoring and commending his leadership at the NAA, in the state of Tennessee
and in the auction industry.

crowned in the bid-calling contest.

lowa

Jan. 31 - Feb. 3, the Iowa Auctioneers Election results

« David Whitaker, CAI - President

« Ryan Read - Vice President

« Rod Backes, CAI, AMM - Director
e Leon Martin — Director

o Corey Fraise, CAI - Director

Association hosted 89 attendees at its annual
convention. Speakers Joseph Mast, CAI, Peter
Gehres, CAI, CAS, CES, and Chris Rasmus,
CALI, taught about the auction industry.
Twenty bid callers and seven rookies were

14 AUCTIONEERS.ORG

Georgia

Stephen Burton of Quitman, broker/
auctioneer of United Country Real Estate,
Property and Auction in Gainesville, FL, was
recently elected chairman of the Georgia
Auctioneers Commission. As chairman,
Burton will be one of six appointed members
to help establish and administer standards for
licensing of auction companies, auctioneers
and auction schools, according to commission
officials. They also evaluate applicants for
licensure, issue and renew licenses, and
enforce all requirements for licensure,
including any disciplinary action necessary.

Michigan

On Jan. 31-Feb. 1, 2019, the Michigan
Auctioneers Association held its annual
conference in Mount Pleasant, MI. During
the conference, NAA member Frank Leist,
CAI, AARE, received the honor of being
inducted into the Michigan Auctioneers
Hall of Fame. A bid-calling championship
was also held with 12 contestants, including
five finalists. Winner Billy Peyton previously
won the 2017 Ohio Auctioneers Association
Junior Auctioneer Championship and the
GoToAuction.com Midwest Auctioneer
Championship in 2018. For the past two
years Peyton was ranked in the top 15
finalists in the International Auctioneers
Championship. Ringman Champion Bob
Howe, CAI previously served on the CAI
Board of Governors.

Highlights

« Billy Peyton - Bid calling champion

o Samuel Baer - Bid calling first runner up

« Jason Clark - Bid calling second
runner up

» Bob Howe, CAI - Ringman champion

o+ Mathias Donat, CES - Ringman first
runner up

o Kelly Merryman - Ringman second
runner up



West Virginia

The West Virginia Auctioneers Association
held its annual convention Feb. 15-16, 2019, in
Roanoke, WV, with 90 in attendance.

Election results

o John Spiker - President

o Andrew Yoder, CAI - President Elect
o Mark Mazzie - 2nd Vice President

o Teresa Kee — Executive Director

Additional highlights

» Ben Morgan -Bid calling champion

« Linford Berry, AMM, CAS - Rookie
champion

Texas

The Texas Auctioneers Association hosted its
Day on the Hill in Austin on March 27, 2019.
Items and information were distributed to all
offices and TAA representatives educated the
capitol on auctioneering.

Texas
Auctioneers
Association
members
participating in
Day on the Hill

Submit your news

Do you have state news to
share with the NAA's auction
professional community? Send
it to eshipps@auctioneers.org.
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MEMBER NEWS

Thiel family recognized for 100 years in the
auction industry

ork ethic, community
involvement and teamwork
has carried the Thiel family

of Thiel Real Estate and Thiel &
Thiel Auctions in Chilton, WI,
into a century in the auction

Td be involved with
the auction. It was
always the intrigue

of what’s around the
corner, what’s the next
item, what’s the next

industry. The State of Wisconsin thing we’re going to
find or unveil as we
do setups”

Family members

recently issued a Certificate of
Commendation to the Thiel family

in recognition of 100 years in the
auction industry. This is in addition growing up around
to the U.S. House of Representatives auctions for multiple

reading this significant milestone generations has

into Congressional record in
Washington DC.

The legacy began with Andrew

“Colonel A.]” Thiel in 1919
when he conducted his first
auction at a box lunch social.
Third-generation auctioneer
Jerry Thiel remembers
seeing his grandfather
conducting auctions. He said
his grandfather was the best
auctioneer the Thiel family
has had, and that he used
some methods that were
unheard of in those days.

In the 1920s Andrew Thiel
used his own airplane and
airstrip at the back of his
house to travel to auctions
throughout Wisconsin and
the Midwest, Jerry said. At the
family farm he had an old Soo
Line train coach in the yard
that was called the Railroad
Coach Bar, as well as a filling

Hard work isn’t

all it takes for
a husiness to
thrive for 100

years. Jerry and

Kendall both
emphasized
involvement

in their
community.

moment that something
terrible had happened.
Andrew’s son, Randy
Thiel, joined the family
business in 1946 and
worked until 2004
when he retired at the
age of 81, leaving the
business to Jerry and his

grandson, Kendall Thiel.

Many members
of the Thiel family
grew up helping with

contributed to a deep

sense of work ethic,

Kendall said.

From Andrew
hustling to book more
auctions in the 1920s
all the way to the young
family members helping
set up the auctions today,
the Thiels know that the
work they put into their
auctions is rewarding.

“I think it establishes good work ethic in
their minds. It sure did for me,” Kendall said.
“It definitely shows them that you've got to be
working if you're going to be in this industry”

But hard work isn't all it takes for a business
to thrive for 100 years. Jerry and Kendall both
emphasized involvement in their community.

In fact, Jerry was recently inducted as the
Citizen of the Year in Chilton, W1, partially due
to him conducting 30-50 benefit auction per
year for no charge.

Kendall said the good reputation in the
community that preceded him affects the

station with a building shaped like an airplane, the auction business. But for both Jerry and business today.

and a brat stand. Kendall the “auction bug” stuck. “We see a lot of returns of the same family

According to a local newspaper article, “I think the auction business has always farms and I get a lot of, ‘Oh, your grandfather

Andrew Thiel would fly his airplane above a been something very unique to me,” Kendall or great grandfather did my grandfather’s

gathering of people and drop a dummy out of said. “Even in college I wasn’t sure if I'd auction, so were going to hire you guys to do

the plane, leaving some people thinking for a pursue the real estate end but I always knew this auction,” Kendall said.

16  AUCTIONEERS.ORG



In 100 years, the Thiel family has seen many shifts in culture and the
economy, which gives them perspective and credibility in their business.

“We've seen the highs and we've seen the lows. You have to adjust for
whatever the situation is,” Jerry said. “It’s just a cycle is what it is. You have to
bear with it and be ready for it

When Thiels witnessed shifts in prices of acreage, especially in their
immediate area, they were one of the first groups in the area to push real
estate auctions to see where the true value in farmland was going. And in
turn, they set records in four of their neighboring counties in northeast
Wisconsin for record amounts per acre.

So what is the secret to the Thiel family’s success? Staying involved in not
only local community, but also expanding community through associations.

Kendall, 2015 Wisconsin Ringman Champion and president of the
Wisconsin Auctioneers Association, said he attributes much of his personal
success to the invaluable relationships he has made through both his state
and national auctioneers associations.

“I'm calling them about items and helping them out on deals and they’re
helping me out on stuff;” Kendall said. “It’s a true benefit to have, and I think
that’s the only way you move forward, is you keep connected. We're all small
business people. The networking is incredible and well worth the time and
effort you put into it”

With a rich legacy behind them and a bright future ahead, both Jerry
Thiel and Kendall Thiel are proud to be a part of the family legacy and to be
able to pass it down to those who come next.%*

NAA Member Demographics

i

83% male
17% female

*1% unknown

Years in the
industry

*23%
unknown

Age Group
30s

| 30s |
| 50-54 |
|

20s.
<20-

*17% unknown

Education
| evel

22%

bachelor's degree

15%

some college

e
e
Generation
27% first
8% second

3% third
1% fourth

*61% unknown

14%

did not attend

college
7%

post-graduate

degree
5%

associate’s
degree
1% trade school

1% some grad level
*36% unknown

Current as of April 14, 2019
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MEMBER NEWS

48 new graduates receive NAA memberships
thanks to generous donation

here can be a lot of

unknowns when youre

WORLD WIDE COLLEGE OF AUCTIONEERING
MASON CITY, IOWA - USA
February 2019 Class

just starting out in the
auction industry. However,

“The Finest Education in the Auction Profession”:

for 48 auctioneers fresh into World % Usrgest Auction)School

the business, one more thing
can be checked off their list
thanks to a family’s generous
donation.

Steve Ashley, owner of
S & S Classic cars and four
other businesses in south
central Kentucky, and his wife
Serenna Ashley donated NAA memberships to
all 48 graduates of the class of 2019 at World
Wide College of Auctioneering,

Ashley’s 16-year-old son, who has been
interested in auctioneering most of his life,
was in the class.

“There was just a lot of really good people
there;” Ashley said. “Some of them couldn’t
afford to do it. At first, we decided to do 10 of
them. Then all of them got so excited that 10
people would actually do it, so then my wife

and I discussed it and just did them all”

Ashley is not an auctioneer himself, but he
said he works with auctioneers, especially in
his classic car business.

“You can just notice a difference in NAA
members,” Ashley said. “They’re professionals.”

He said he’s happy that his son is pursuing a
career in the auction industry.

Ashley saw the memberships as a way for
his son and the other graduates to not only
compete in the International Auctioneer

Championship, but also to boost their careers.

“I just know it'll put them in the position to
be around the people who have already been
down that road, and they can learn from those
people. You can't learn from someone if you're
not around them. There’s a lot of good people
that belong to that (association)”

Ashley said he thinks it’s important to invest
in young people entering the industry.

“We've got to prepare this younger
generation coming up,” Ashley said.$*

Members’ daughter visits St. Jud

lex Whitley, daughter of David

P. Whitley, CAI, CES, and

Casey Giddings, CAL is vice
president of Tri Delta sorority at

the University of Wyoming. The

National Auctioneers Association
and Tri Delta are big supporters

of St. Jude Children’s Research
Hospital. Last December, Alex had
an opportunity to volunteer at the
St. Jude Memphis Marathon and got
a tour of the hospital.

18 AUCTIONEERS.ORG

“This place truly is where
miracles happen, and the
experience changed my life,”
Alex said. “One of the special
parts of St. Jude for me is that
it is a common ground for the
National Auctioneers Association
and Tri Delta; getting to see the
name ‘National Auctioneers
Association’ on the Donor wall

was heartwarming.”
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2019 NAA election candidate
endorsements announced

Two candidates run uncontested, while NAA Board approves new electronic

absentee voting method

he NAA Candidate Review Committee endorsed

Ta total of six candidates for four positions,
including vice president (uncontested),

treasurer (uncontested), and two director seats (four

candidates).

The following candidates will be running for
election at the Annual Meeting, July 19, at the 70th
International Auctioneers Conference & Show in New
Orleans. Vice President: Terri Walker, CAIL BAS, CES;
Treasurer: Craig King, CAI, AARE; Director: Peter D.
Gehres, CAI, CAS, CES; Larry “Chip” Pearce, AARE,
ATS, CES, GPPA; Phillip Pierceall, CAL BAS; and,
John Schultz, AMM.

The review committee includes: Scott H. Shuman,
CAI (Chair); Tim Mast, CAI, AARE; Tom Jordan,
CAI AARE, AMM, CES (Chair, Education Institute
Trustees); Jay Nitz, CAI, MPPA; and Sue Doyle
(representing state associations).

New Absentee Voting Method

In 2011, NAA Members first experienced absentee
ballots, and since that time they have been requesting a
way to vote electronically. As a result, in April, during
their spring meeting at NAA Headquarters, the NAA
Board approved the following process to be used in the
2019 election.

Absentee voting will begin at 10 a.m. CT on May 1;
it will close at 4 p.m. CT on July 1.

Members who wish to vote absentee may either vote
electronically through the Members Only area on the
NAA website or they may download a ballot and send
it in to NAA Headquarters following the instructions
provided on the ballot form. Regardless of how they
vote, members who vote absentee must include their
member number on either the prescribed place on the
electronic ballot or on the outside of the envelope they
use to send in their paper ballot (with the paper ballot,
a member must also include their member name).

All NAA members may vote. However, the only votes
that will be counted on July 11 will be those submitted
by members whose membership is active on that date.

Members who vote absentee using a paper ballot
form will be allowed to cancel their absentee ballot
and re-vote at Conference & Show by providing proof
of their member number to the Election Committee.
The paper ballots will be retrieved and destroyed

before being counted or before a new ballot packet is
given to the member.

Members who vote absentee using the electronic
online process will NOT be allowed to cancel their
absentee ballot onsite and re-vote.

Members may only vote once. If a person votes more
than once electronically, or once electronically and
then uses a paper ballot, both of the member’s votes
will be disqualified.

Paper ballots will still be used on site at Conference
& Show. As in the past, members must show
identification and their membership number to the
election officials staffing the ballot process to obtain a
ballot packet.

In the case of a tie, only members who cast a ballot
at Conference & Show will be allowed to vote in any
second or subsequent round of voting.

Absentee ballots will be sent digitally to
elections@auctioneers.org

On July 2, the Elections Commiittee chair and the
CEO will prepare a list of all members who have
submitted absentee ballots either electronically or by
paper ballot, with each such person’s membership
number field, and check on each such member’s
current membership status. If a person’s membership
is no longer active or if a person did not provide their
membership number, that person’s name and vote will
be highlighted on the list.

Staff will notify members who have voted by
absentee ballot but whose membership status is not
current that their vote will be invalidated if their
membership is not brought current by noon on July 10.

On July 11, the list will be provided to the Chair of
the Elections Committee. The Committee will recheck
the highlighted votes to determine membership status
and the votes of any members who are still not active
will be removed. The Committee will also check to see
if there are double entries of member numbers; if so,
both votes will be removed.

Absentee votes will be tallied after the ballot
desk is closed and will be added to the votes cast in
person by ballot at Conference & Show before the
results are announced.

For any questions about the absentee voting process,
please contact elections@auctioneers.org, or Brent
Wears at brent@wearsauctioneering.com.org. <
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Kurt Bachman
Attorney and licensed
auctioneer from
LaGrange, IN

Have a legal
question?

Submit it to eshipps@
auctioneers.org
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Business Practices

The importance of bidder registration

Question: What if a successful bidder at an auction did not
register? Is there a valid contract? What should an auctioneer do?

t depends on the specific facts. In order to be legally
I binding, a contract generally requires four elements: (1)

an offer, (2) an acceptance, (3) mutual assent and (4)
consideration. When these four elements come together,
a binding contract is formed. When a bidder does not
register, there can be questions about the validity of the
contract—such as, whether the bidder agreed to essential
terms of the sale. There can also be questions about the
terms of the contract.

The registration process and agreement are an
important part of the auction. It becomes part of the
final sales contract between the seller and buyer. The
registration agreement protects the auctioneer, auction
company and the seller. The registration process
establishes specific terms of the sales contract. When
bidders register, they should show their driver’s license or
another form of identity, provide contact information and
execute a document containing the terms of the sale. By
executing the registration agreement, the bidder accepts
the terms and conditions of the sale, and agrees to be
bound by them. The terms and conditions set forth in the
registration form should supplement and complement
any terms announced by the auctioneer prior to the sale.
After registering for the sale, the bidder should be given a
bid card and bid number.

The primary purpose of the registration agreement
is to memorialize the terms of the auction and get the
bidders to agree to them in writing. This reduces the
likelihood of disputes over certain terms. The registration
agreement should be drafted by a licensed attorney who
is familiar with how auctions work. The terms of the
registration agreement should be kept consistent with
the auction contract and drafted in a manner to protect
the auctioneer and his or her business. In addition, this
registration process will help the auctioneer determine
those bidders who are serious about bidding at the
auction. If an individual does not intend to bid, he or she
may not even register. The registration process will also
help an auctioneer verify the identity of the bidders, learn

about his or her bidders and obtain contact information.

The registration form should request the bidder’s
full name, address, work and home telephone number,
company’s name (if any), driver’s license number and
e-mail address. Some individuals may want to request
the bidder’s date of birth and social security number. This
information is helpful for attempting to collect debts and
locating an individual. However, requesting the bidder’s
date of birth and social security number may discourage
and prevent some individuals from registering and
participating in the auction. If an auctioneer requests
a bidder’s date of birth and social security number, the
auctioneer or auction company now has sensitive data
and it becomes important to adequately protect and
safeguard that information.

Auctioneers should have a policy or procedure to make
sure everyone registers for the auction. After a bidder
registers, the bidder should be given a bid number and/
or bid card. The auctioneer should then only accept bids
from registered bidders. If an individual wants to bid at
an auction but has not registered, give him or her some
time to register and make a bid. This is particularly true
for big ticket items where a deposit or letter of credit may
be required.

If someone is not registered but makes the highest bid,
the auctioneer or ring man should take prompt action to
determine why the individual is not a registered bidder.
If the lack of registration was a mere oversight (someone
walked in with a crowd and did not know he or she was
required to register), then the bidder can correct the
problem by promptly completing the registration process.
If the bidder refuses to register and sign the registration
agreement, then the bidder should not be permitted to
participate in the auction. Someone may not register
because he or she is not able (or willing) to produce valid
identification. Others may refuse to register because they
do not agree with the terms and conditions of the auction.

I am not aware of any cases where this issue has been
specifically addressed. There is an argument that if the



terms were posted and announced prior to the auction,
the bidder is still bound by the terms of the auction. But,
there are some questions about that and no guarantee. A
bidder who did not register but was the successful bidder,
could refuse to pay the buyer’s premium or comply with
the terms in some other manner. The best practice is to
require all bidders to register for an auction. Registration
should be a clear requirement for participation in the
auction. It should be a “condition precedent”” In contract
law, a condition precedent is an event which must occur,
unless its non-occurrence is waived or excused, before
performance under a contract becomes due, i.e., before
any contractual duty exists.

Auctioneers generally should not accept a bid from
someone who has not registered for the auction. If an
auctioneer inadvertently does accept a bid from someone
who is not registered for the auction, there could be
questions about whether there is a valid contract and/
or the terms of the contract. Having registration for the
auction as a clear condition precedent helps protect the
auctioneer and seller. %

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

Kurt R. Bachman and Beers Mallers Backs & Salin
LLP appreciate the opportunity to review and

answer legal questions that will be of interest to
auctioneers. The answers to these questions are

designed to provide information of general interest
to the public and are not intended to offer legal
advice about specific situations or problems. Kurt

R. Bachman and Beers Mallers Backs & Salin LLP do
not intend to create an attorney-client relationship
by offering this information, and anyone’s review of
the information shall not be deemed to create such a
relationship. You should consult a lawyer if you have
a legal matter requiring attention. Kurt R. Bachman
and Beers Mallers Backs & Salin LLP also advise that
any information you send to Auctioneer shall not be
deemed secure or confidential. Please visit one of our
offices to ensure complete confidentiality.
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#NAAPro!

If you have ideas for
next year’s National

Auctioneers Week
activities, send them to
eshipps@auctioneers.org
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National Auctioneers Week

Utilize these marketing tools to grow

your business

ational Auctioneers Day is the first Saturday in

May (May 4 this year), and the week leading up

to that day is known as National Auctioneers
Week. NAA members traditionally take part in a
week-long promotional campaign that highlights their
community involvement, as well as educating buyers,
sellers, and the general public about the auction
method and what it means for auction professionals to
be an #NAAPro.

Starting April 29, 2019, here’s what you can do and
why you should do it:

April 29: Logo Monday

On the first day of the week, you can overlay your
Facebook profile picture with a frame (see, above
left) created by the NAA. If you don’t want to do that,
you can always change your photo to the NAA logo.
Adding a frame to your picture changes up the routine,
possibly causing more people to take a second look
at you, and once they do, they’ll see that you're a true
professional in your field. Belonging to an organization
that helps support and grow the industry in and of
itself shows your passion for what you do.

AUCT

Total Wallet
$19,670

Auction Commission 12%

Problem 1 of 10

YYou spent $472 on this lot of antiques. There were 8 antiques in
this lot. What was the average price of each antique?

472+ 8= 3
$ — Get Paid

Noodhoip? W)

April 30: Teach ‘em Tuesday

Part of showing how much you care about the
industry is in how you treat future generations. The
NAA’s Auction Adventures game was developed to
raise children’s awareness of how auctions work.
Promoting the game and using that opportunity

to share what you would teach future auction
professionals is a great way to show your dedication to
the industry’s longevity.

RECENT NAA ADVOCAGY Q

FOR THE AUCTION INDUSTRY
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May 1: Walk the Talk Wednesday

This year the NAA is creating infographics
about its advocacy efforts, which make it easy to
pass along the important work the association is
doing for the industry. As an NAA member, you’re
already a part of real change happening for auction
professionals. Now is the time to show it off! And
don’t forget to tag your elected officials. Increasing
awareness for the industry increases the likelihood
that someone will choose the auction method for
their needs.
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May 2: Banner Success Thursday

In this issue and the March issue of Auctioneer, the

ﬂllﬂll(lllﬂﬂl’

NAA has included a handy banner that you can use
to interact with your clients. Take a few minutes with
satisfied customers to snap a photo—or better yet a
quick video—of them holding the banner. Then, share
it to your audience and share what being an NAA
member means to you, as well as why people should
hire a #NAAPro. When someone checks out your
business page for the first time and they see happy,
satisfied customers and clients, and an auctioneer
backed by a national organization, they’ll be more

likely to want to be one of those happy, satisfied people.

May 3: Philanthropy Friday

Some businesses have seen huge success in recent
years by attaching their charitable works to every
purchase made by their customers. The fact is, people
are already shopping, but if they can also do good in
the world while shopping, that’s a win-win for them.
Showcasing what you do for charity is something
you should be doing all year because it shows your
investment in the community and the greater good
overall. But you can also make the most out of the
good that you do by promoting it—not it a way
that is attention seeking, but in a way that tells your
audience there’s so much more to what you do as an
auction professional.

May 4: Celebration
Saturday

It's National Auctioneers Day!
And there’s no better way to
celebrate than to thank the clients
and customers who allow you to
get up every day and do what you
love. Businesses would not exist

=

without people who buy in. So, the
NAA will create the “Thank you” graphic, and all you
have to do is share it, invite clients to connect with you,
and continue to grow your business with gratitude.

The NAA put a lot of proactive thought into the
very best ways to promote and grow your business by
participating in National Auctioneers Week. But now
it’s up to you. These are great ideas for a particular
week, but they’re good ideas to keep in mind all year
long. Keep asking yourself how you can be proactive
and interactive, and stay present and relevant, to
cultivate a successful business. %

Clients &
Customers

Thank you!

National Auctione
Week 2019 e

L

#AuctionsWork #NAAPro
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The Auction Sales:
Developing Your
Personal Brand iSeries
webinar was hosted by
Craig Fleming on March
13, 2019.
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iSeries Recap

Developing your personal hrand

he term “personal brand” seems to be thrown
around a lot lately, but what exactly is it, and how
can you use it to your advantage?

Craig Fleming, CAI, ATS, CES, said in the March
iSeries that your personal brand is a combination
of several factors. It is your reputation, defined by
your character. It is also the way others remember
you through your actions, your expertise and the
emotional connections you make.

For example, Willie Nelson and his hair and bandana
is recognizable because of his unique and strong
personal brand, Fleming said, and you can develop your
personal brand with these principals in mind, too.

First, you must define who you are. But, be authentic
in identifying the characteristics that make you, you!
Fleming gave a few questions to ask yourself:

» What makes you unique and memorable?

» What are you known for?

» What makes you different?

» What are you an expert in?

» What can you be best in the world at?

Auctioneers can have an upper hand in this.

“As a professional auctioneer you are already a very
memorable person,” Fleming said. “Your chant makes
you unique, and that fact alone helps you stand out”

However, when you're looking to stand out in the
auction world, you should ask yourself what your
specialty or area of expertise is. Fleming said your
answer can’t be “everything,” as this will diminish
your credibility instantly.

What can you do that few others know how to do?
You have a unique set of experiences, life experiences
and personal traits that create the foundation for
determining your niche in the auction industry.

“The point here is you have to be differentiating
yourself from everyone else;” Fleming said. “If you’re
just like everyone else in your market, you're a
commodity, and you look the same to the customer. If
your target determines nothing special about you, it’s
easy for the customer to pass you by”

Fleming suggests developing a tagline to go with
your brand—something people can easily remember
and associate with you. Find words to help define who
you are, he said. Keep it simple (two to four words).

Another way to increase your personal brand

presence, Fleming said, is through advertising on
billboards. It can be effective for placing your name
and face in people’s minds.

However, it is important to know to which people
you want to become visible.

“Personal branding is not about being famous; it’s
about being selectively famous,” Fleming said. “It
means knowing who needs to know you and being
visible to them.”

Once you have developed your brand, you must
maintain it in order for it to be effective. The best way
to do this is to remain consistent in the message you
have defined for yourself.

As far as standing out as an auctioneer, Fleming said
the NAA offers several professional designations that
you can earn to help differentiate you from the crowd.
Use these designations as well as your connections
with associations to build your credibility.

“It says to your client, ‘T abide by a code of ethics,
take pride in my work and continue to educate myself
so I can serve you better,” Fleming said.

Finally, take an active role in your internet
presence. What do people find when they Google
search you? Or can they find you when they search
for you? Fleming suggests investing in help from a
search engine optimization specialist.

“You need to be on the front page of Google,”
Fleming said. “Find an SEO person and let them help
you get there. It is worth every dime you pay them.

Social media can be a great tool to build your
brand as well. Find groups of like-minded people
and join them. Be an active member and make
yourself memorable to the communities you
associate yourself with.

When it comes to branding, it takes a
combination of factors to build your personal brand.
The formula is different for each person. Remember
that you are the message. Share that message with
others, and people will remember you for what
makes you unique. %*

To see more from this iSeries, visit auctioneers.org
> Education > iSeries.



® ontinuing on with our Conference & Show sneak peek this month, we are
taking a look at a few things. First, we hear directly from our International

¥ Auctioneer Championship winners from 2018. They're talking about
what winning has done for their careers, and what the competition means for the
auction industry.
Next, is a new feature this year. The team at NAA puts a lot of effort into serving
each Community of Practice to the best of its ability. Part of that is making
sure every area of auctioneering has something to look forward to each day of
Conference. Check out our timeline and decide how to best utilize your CoP path.
Lastly, we're digging into some of this year’s education highlights. Education is
highly touted as one of the biggest benefits of Conference & Show, and we are sure
you will walk away from these sessions (and others) with something to benefit
your auction career.
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How has winning the NAA IAC provided opportunities for you?
Being the JAC Champion this year has offered me a lot of new
opportunities. I've been able to travel for the NAA as a representative to
St. Jude and see first hand how our fundraising efforts are being put to
work there. I also have been asked to speak at many state conventions
and have greatly enjoyed that experience; not only did I get to meet a lot
of new auctioneers all over the country, but I was able to promote the
IAC and the NAA as an ambassador. I have been able to see the NAA
from new eyes, which helps me to better understand our organization
and why being a member is so important!

What has happened that you didn’t expect?

I have competed for many years but honestly did not know what to
expect. I have enjoyed the entire experience so far, and I think being

a part of the hall of champions will continue to be rewarding in the
years to come. I was surprised to be asked to so many conferences this
winter—it’s a great feeling when different states reach out to ask you to
come and present to their organization.

What advice would you give to first-time contestants?

Be yourself. Have fun. Do your best. Too many people put too much
pressure on themselves and on winning. Whether you’re competing
for the first time or the 10th, I think that being truly genuinely yourself
will be the most rewarding trophy you can win, and if you walk off the
stage feeling that you've done your absolute best, then it doesn't really
matter whether the judges pick you as the winner. First timers—do not
be intimidated by the “veterans” Everyone was once a first timer, and
there’s no disadvantage to not having competed for years!

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

Passion for the auction industry; the potential to be a great ambassador
for the NAA; and a genuine, humble, charismatic personality.

What does the IAC mean to the auction industry?

The IAC is the pinnacle of bid-calling and the auction chant, which is
what our industry is known for throughout the world. The bid call is
the most recognizable and unique aspect of our industry, and the IAC
exemplifies the very best.

BARRETT BI

How has winning the NAA -,
IAC provided opportunities '

for you? i St.Jude Welcomes
Winning the IAC has provided '
opportunities that I couldn’t &
have imagined, and in more
ways than I would have
expected. Beyond doors opening
for potential employment,

my favorite experiences have
been traveling to different state
association conventions and
having the opportunity to meet
and build friendships with fellow
auctioneers across the United
States. I also have appreciated
the chance to become more
familiar with the NAA as a
whole. Through the orientation
process, I've learned more about
the different committees that
work for the betterment of our
industry, the benefits available to
our membership, and I've seen
the hard work of our leadership
as they pour themselves into this association family.

What has happened that you didn’t expect?
I didn't expect to build so many friendships from t
in 2018. I've had fun keeping in touch and spendir
contestants whom I didn’t know before the IAC b
the end of the day and when I left Jacksonville, FL.

What advice would you give to first-time cont
First, be yourself and have fun. The judges will be
presenting truth or putting on a show. Second, get
contestants. It’s easy to get caught up in competiti
who walks across that stage will be there to enco
you on, and they’ll become long lasting friends if
up. Third, understand the point system of the co
practicing early. You'll only get one chance a year
the ring, so be sure that you're as prepared as poss

What do you think are the three most import
are looking for?
Poise, communication and talent. In any competitio:
looking for someone who is comfortable being them
communicate honestly and effectively. Beyond that,
yourself as a professional with experience and stron

What does the IAC mean to the auction indus
A lot. The IAC is the Super Bowl for auctioneers.
and the end cap of our annual Conference & Sho
window from the outside in for what a wonderful
we have. It gives an opportunity for auctioneers to
to learn from one another for the benefit of the inc



COMMUNITIES OF PRACTICE
THROUGH CONFERENCE & SHOW

€7 ou asked, we listened. You can now find

sessions relevant to your Community
(or Communities) of Practice
throughout Conference (and Pre-Conference).
; We know your time is l’1m1ted andv:?luable Pre-Conference wed“eSday
uring Conference, so we've created this
handy breakdown to follow Communities of
Practice through each day.

Start planning your days now to get the * Facebook

most out of your experience in New Orleans! Targ etmg
e Delegation -

Impromtu Session
e Growing Your
Business in the
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Record Your
Auction!
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Precious Metals
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N\
Emerging Markets N
Panel
Learning Lab:
Google AdWords
Creating a
Marketing Plan
Teen Leadership
and Communication
Workshop

IAC Champions
Session

The Art & Science
of Working the
Auction Ring
Transitions into
Auto Auctioneering

/
/

Saturday

Antique Signs &
Advertising: Real
vs. Reproduction
Sales Tax
How to Make
Money in Personal
Property e Fundraising in
Rural Areas
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Hire Smart
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Learning Lab:
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Marketing

/
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C&S EDUCATION

FIND THE RIGHT
PIECE OF THE Markets Pane
PUZZLE FOR YOU

elebrating our 70th annual Conference & Show in New Orleans also

means enjoying a week jam-packed with education events. This year,

the NAA has its eye on Communities of Practice, working diligently
to make sure everyone has an opportunity to learn more about their
community and whats trending. From new Learning Labs to Impromptu
Sessions, this year’s conference education is sure to quench your thirst for
knowledge in “The Big Easy!”

On Wednesday, attendees get
an in-depth look with Jason

Roske, CAL as he dives deep

into the world of Facebook

Targeting. As we all know (and
loathe, perhaps), the metrics
and analytics behind Facebook’s
algorithms seem to change daily. It
can be frustrating to keep up. Jason
breaks it down to show you
how to manage the changes,
track your data, and target your
audience for a better client and
user experience. Bring your
questions and come prepared
to walk away with tools to use
for your business.

Facebook
Targeting

Prospecting
Panel

Speaking of prospects, what
about those markets with
which you are unfamiliar?
On Thursday, TiWanna
Kenney, BAS; Meggie Mei,
BAS; Daniel Gutierrez; and
Sara Adams, CAI, AMM,
GPPA, are getting down

to business in this panel
discussion all about new and
emerging markets. You’ll
gain insight into what to
look for, how to hire people
to attract new business, how
to approach new clients, and
the resources you need to
not only gain, but keep them
as clients. This diverse panel
of experts will discuss their
experiences with expansion
and growth in business and
as individuals.

AUCTIONEERS.ORG

We all know we need new business, but how do we go about getting it? On Wednesday afternoon, join

a legendary panel of NAA pros as they discuss Prospecting for New Business. Craig King, CAI, AARE;
Kurt Aumann, CAI, ATS, CES; and Jimmy Dean Coffey, CAI, AARE, AMM, BAS, CES, MPPA, will talk
about how they operate, chase leads and make the most of their time and resources.



Transitions
into Auto
Auctioneering

If you've ever
been interested
in competing in

IAC sI:han_npions ﬁ;ﬁiﬁuond
essio
n Championship,

or if you're just
curious about
their experience,
stop by our JAC
Champs session

on Thursday afternoon.

Join Barrett Bray, CAI, AMM, BAS and
Emily Wears Kroul, CAI, ATS, BAS, to learn
more about answering interview questions,
maintaining poise, selling unseen items, and
what to expect as you go through the process
step by step—from turning in your form to
competing in the finals.

Are you a Benefit
Auctioneer who
is challenged

by raising the
money an
organization
needs in under-
resourced areas?
Round out the
week and make
the most of your
time at Conference with a Saturday morning
session before you head back home. Michael
Parker, BAS, and Stan Young, BAS, are going to
discuss fundraising in underserved areas from
9-10:30 a.m. (right before the Foundation’s annual
Children’s Toy Auction). Find out how these
veteran auctioneers handle this challenge and
what steps you can take next time youre working
in a rural community.

Fundraising in
Rural Areas

As a contract auctioneer,
how do you make the
transition from just
starting out to becoming
a highly sought-after
auto auctioneer? Michael
Riggins, CAS; TJ Freije;
Chad Bailey; and Laura
Mantle, CAI, CAS, will
discuss on Thursday
how they got

to where they
are now, what

it takes to work
auto auctions,
and how you
can start your
journey to work
for some of the
greats!

Conference & Show
Exhibitor List

1-800-The-Sign.com
Anchor Audio
APRO
Auctioneer Software
Auctioneerlnsurance.com
AuctionLook
AuctionZip.com
Basinger Audio Systems
BidWrangler LLC
Blue River Digital
Currency
CUS Business Systems
E Title Agency
E.R. Munro and Company
Fellowship Of Christian Auctioneers
International, Inc.
Galaxy Audio
Global Auction Guide.com
GoToAuction.com
Greater Giving/Auctionpay
Kiefer Auction Companies
Land.com
Level
LiveAuctioneers
MarkNet Alliance
NextLot, Inc.
Performance Printing
Proxibid, Inc.
Sandhills Publishing/Auction Time
Shearer Printing Service
Tractor Zoom
TSYS Merchant Solutions

W2 Auction Solutions

Exhibitor list is current as of April 12, 2019.
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NEXT ISSUE

In May, we'll explore the trade show
floor and get in depth with our |
candidates in an election profile.
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The largest
generation In
the workforce

What can young professionals

bring to the auction industry?
By James Myers

36 AUCTIONEERS.ORG

few years ago, young professionals

surpassed other generations as the
largest group in the workforce,

according to Pew Research. Companies are
finding that they can benefit from what this
generation brings to the table.

For the auction industry, this crop of
23 to 38-year-olds is eager to dive into the
industry, bring new skillsets and actively seek
out opportunities for employment. These are
the up and coming auctioneers that Laura
Mantle, CAI, CAS, an instructor at Ohio
Auction School, sees on a regular basis.

“Young auction professionals are the
future of the auction industry;” said Mantle,
who got her start as a 10-year-old, clerking,
cashiering and setting up auctions for her
family’s business before becoming a contract
auctioneer working in three states. She said
as more and more young auctioneers bring
“enthusiasm and ideas into our industry;,”
auctioneering will continue to evolve.

Young auctioneers, she said, are more
willing to takes risks to figure out what will

work for the industry; they’re not set on
particular ways of doing business and don't
feel that “we should do things a certain way
just because we always have”

Rather, they’re more likely to venture into
the unknown, she said, whether it’s bringing
in new technology, establishing new avenues
of how and what to sell at auction, or seeking
out new marketing methods.

Robert Almodovar, AMM, GPPA, himself
a young auctioneer, said his generation sees
the value of good communication and uses
their knowledge of technology to build
relationships with new audiences that may
have been out of reach in the past.

“Communication requires multitasking
nowadays,” he said, adding that his
generation communicates telephonically
and through email, but they’re also
using applications such as WhatsApp to
communicate with international clients.
Where communication tools are concerned,
Almodovar said, “we have very little trouble
handling ourselves”



Employers and employees in this generation are finding mutual
benefits in learning from one another. Young professionals are eager
to build their credibility through hard work and experience, and
employers are looking for ways to evolve and keep up with where
technology is taking business.

Because of the technological environment many young
professionals grew up around, they tend to have a technological
savviness that can adapt to the constant changes of technology and
how it relates to business.

“I was able to learn from my employer,” Almodovar said, “and
they would learn simultaneously from my knowledge of technology
and how it can be applied to the auction business.”

Mantle said a majority of young professionals begin as contract
auctioneers, finding work with established auction companies rather
than venturing out on their own right away.

“However, this doesn’t mean they are limiting themselves to only
one type of auction,” she said. “It’s not unusual for auctioneers in my
age group to sell real estate at auction, ring (or sell) at car auctions,
sell household goods, antiques and collectibles at a consignment
auction, and conducting benefit auctions, etc”

Almodovar said his generation of auctioneers is adaptable and
hungry for knowledge so they can grow within the industry. For
example, he said he never shied away from asking “why, why, why”
of his employers.

For Joel Lemley, this new generation of auctioneers injects a bit
of freshness to his workforce at Lemley Auction Services. Lemley,
who got his start in the auction industry before recent graduates of
auction schools were even born said, “When you get old like me,
(the company) needs a fresh face occasionally to bring some energy
into your business”

Almodovar said young professional are looking for employers
(like Lemley) who are accepting of the latest crop of auctioneers and
have long-term goals for their development.

He said his generation is looking for mentors who can not only
teach the ropes of the auction business, but also how to balance the
hustling lifestyle of an auction professional.

Lemley said young auctioneers have a lot to grasp as they enter
the industry and learn all the ins and outs. For example, they have
to be knowledgeable of state and local laws, tax laws, banking and
association issues that affect the auction industry, to name a few.

But young professionals are eager to take it on and build a
career for themselves—and there’s no better way to learn than to
experience it firsthand.

“You've got to find somebody who will let you work and let you
learn,” he said.

When seeking out an employer, Mantle advises young auction
professionals to look for the one that is comfortable being on the
cutting edge of modern auctioneering and is welcoming of new
ideas and input.

“Because of the evolution of the auction business,” she said, “an
open mind and the willingness to be somewhat of a risk taker is
essential for any company to ensure their long-term future as a
successful auction company.”

And as far as employers looking for ways to grow, hiring young
professionals can be a way to not only bring new perspective to your
business, but it can also be a way to take part in teaching the next
generation of auction professionals. %

James Myers is a freelance writer in Oregon.

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

“You never think you're going to be a cancer mom, but it
happens in aninstant,” said June’s mother. “It can happen
to anybody.”

Not even little children are safe from cancer. Four-year-old
June will undergo two-and-a-half years of chemotherapy
for her acute lymphoblastic leukemia. But fortunately,

St. Jude Children’s Research Hospital® is there for her.
Thanks to St. Jude supporters, families never receive a bill
from St. Jude for treatment, travel, housing or food.

June is “full of fun, happy all the time,” said her mom. “She
pushes a doll stroller around the inpatient floor, just happy.”

June
4yearsold
acute lymphoblastic leukemia

St.Jude Children’s
Research Hospital

Finding cures. Saving children.
ALSAC + DANNY THOMAS, FOUNDER

Auctioneer

stjude.org/naa

8 ALSAC/St. Jude Children’s Research Hospital (38462)
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Opening Doors with Language

Auctioneers speaking multiple languages find career success

By Nancy Hull Rigdon

Oferta

uctioneers fluent in two—or even
A three—languages use words including

“tremendous” and “game-changing” to
describe how their skills impact business.

These NAA members didn't sit down one day
and decide to learn a new language. Instead, a
series of circumstances opened doors.

For Wayne Wheat, his trigger circumstance
was driving 1,200 miles a week for auctions.
He decided to learn Spanish while driving.

“In any profession, you want to continue to
grow and improve your skill set. I realized that
if Ilearned to sell in Spanish, I would have
additional opportunities to help buyers and
sellers that may not understand an English-
only auction,” Wheat said.

38 AUCTIONEERS.ORG

He’s based in College Station, TX, and came
to that conclusion through his experience
with Latino real estate customers in Texas,
Arizona, California and Florida. Now that he’s
bilingual, he has a process for determining
what languages to speak while selling: He
surveys the crowd at registration and during
opening announcements to figure out demand
for Spanish bid-calling.

“Buyers feel much more comfortable with
their bids if they understand the language.
And the additional bidding activity benefits
the seller as well,” Wheat says.

His dual language skills have led to business
opportunities. An auction in a southern
California hotel ballroom served as the

Bieten

beginning of a successful domino effect. He
was auctioning about 300 homes, and he sold
one in Spanish. His performance caught the
attention of the FDIC, and he was selected

to auction 500 homes in Puerto Rico. While
selling in Spanish in Puerto Rico, a seller asked
him to conduct an auction in Barcelona. He’s
auctioneered in Puerto Rico and Barcelona
many times now. He’s also learning Portuguese
to further his international reach.

“The takeaway is that by using my time
wisely while traveling, I developed a skill that
has led to some big opportunities and not-so-
bad paychecks,” he said.

The defining moment for Kelly Nicholas,
GPPA, occurred during her first NAA event.



She had the opportunity to witness
Stan and Lou Ann Riley Young sell.

“He was calling bids, and she was
signing bids. Her hands were flying
just as fast as he was speaking. It was
a beautiful dance that made a lasting
impression,” Nicholas said. She’s an
auctioneer with Lifetime Auctions and
Estate Services in Raleigh,NC

Fast forward to the day a deaf
family walked into her auction
house. The communication barrier
was frustrating.

“I remembered my experience with Mrs.
Young and was determined to include this
family;” Nicholas said.

She focused her free time on learning to
count in American Sign Language. When the
family returned to the auction house, she did
her best to put her new sign language skills
to work. She laughs recalling that auction: “I
totally failed in keeping my hands up with my
mouth, and I probably said things with my
hands equivalent to a toddler talking”

But it was the effort that counted.

“That family knew I was trying to make

them feel welcome, and that small act of
inclusiveness turned them into loyal clients,
and more importantly, lifelong members of my
auction family,” Nicholas said.

Born in China, Meggie Mei’s, BAS, first
language was Japanese. She also speaks
Mandarin. When she moved to the United
States, she was fixated on learning English to
succeed in American auctioneering. Once she
conquered that goal, her next language-related
opportunity came into view.

“I realized that due to cultural and language
barriers, there were so many misconceptions

within Asian culture about American
culture as well as misconceptions
within American culture about Asian
culture,” Mei said. She owns Mei
Auctions in Dallas.

Mei now serves as a cultural
translator of sorts. For example, she
led an NAA Conference & Show
session on understanding Asian
business culture. And she’s educating
Asian buyers and sellers on the ins
and outs of American auctions.

She’s incorporated these skills into
her business plan. The mission statement for
her company reads: “To be the leading auction
broker service on a global scale. To be the
bridge builder between auction industry in
the United States and the auction industry in
Southeast Asia”

Mei added, “I didn’t set out to be a
translator, although now that 'm doing it, I see
how big of a need there is for this. 'm glad I
can help fill the need”” %

Nancy Hull Rigdon is a freelance writer in
Colorado.
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Auto auctions: Along for the ride sharing

Are ride hailing services making a dent in the auto auction industry?

By James Myers

eople have more options today in how
Pthey arrive at a destination, thanks to

ride sharing and ride hailing services. It’s
impacting car ownership, which in turn has
an effect on how auctioneers working in the
automobile industry approach their work.

For example, according to a Pew Research
Center survey, 36 percent of adults say they
use ride-hailing services. Does this mean
Americans are buying fewer automobiles?
That’s true for Millennials: According to an
Ohio State University study, car ownership
dropped 30 percent between 2007 and 2014.

Another aspect impacting car ownership
involves the rate at which adults are becoming
licensed drivers. While the United States has
one of the highest percentages of licensed
drivers in the world, fewer people are choosing

40 AUCTIONEERS.ORG

to get their license, especially those in the 16-
to 44-year-old cohort, licenses for which have
consistently declined since 1983, according to
a study by Car Group.

Then there’s the University of Michigan’s
“Monitoring the Future” survey, which shows
that the number of high school seniors with a
driver’s license dropped from 85.3 percent in
1996 to 71.5 percent in 2015, which represents
a record low. The explanation for the decline
has been placed on a number of factors, from
helicopter parents who do all the driving,
to social media’s role in keeping people
connected, and ride hailing services such as
Lyft and Uber.

Some television news personalities have
gone so far as to claim that ride sharing—such
as Zipcar, Car2Go and ReachNow—ride

hailing, rising interest rates and other factors
create an ominous future for the automobile
industry. However, the numbers that
auctioneers see at their auctions simply don’t
support the fear mongering.

Auctioneers see the shift

Linford Berry, CAS, AMM, owner of
Mountain Valley Auction Group, said there is
an obvious shift taking place, and it’s probably
still developing. The shift is a movement away
from personal ownership of vehicles and
toward leasing vehicles or utilizing ride hailing
services and subscription services.

“People are still moving around,” he said,
“going from point A to point B. And total
miles traveled haven't gone down in this
country, it’s just—who’s doing the driving”



Linford said despite this preference in
ground travel, the volume of cars he’s moving
hasn’'t changed.

“The fleet markets have had to adjust,” he said,
“because the types of vehicles being sold, taxi
services for example, are not really distinct from
the regular automobiles that people are driving
around. That’s one change that has occurred and
I'm not sure it’s a negative or a positive, it’s just a
way the fleet vehicles are bought and sold.”

Rental cars at auction

Toya McLeod, CEO at Continental
Auctioneers Inc., has witnessed first hand how
the ride-hailing industry has reshaped the way
traveling auctioneers (such as himself), car
buyers and sellers get around.

Before Uber and Lyft grew into prominence,
McLeod would rent a car upon reaching his
destination. This allowed him some autonomy,
and he didn't have to rely on shuttle services
from the auction company. These shuttle
services have also largely been discontinued,
he said, as it’s more economical to choose ride
hailing services.

“Now I never rent a car;” he said. “I just
grab an Uber”

Rental car companies are finding a
new market in renting their cars to people
driving for Uber and Lyft, and they’re buying
these cars at auction. McLeod has worked
auctions where representatives from rental
car companies bid on many used cars at a
single auction, and it’s “made the market a lot
stronger;” he said.

“Those cars will have to be remarketed and
reconditioned,” he said of rental cars, “and the
auctions will get a lot of business from that?”

Positive numbers despite change

Chad Bailey, president of the National
Auto Auction Association, said industry
data from 2015 to 2017 (2018 numbers
aren’t yet available) show that business
is actually getting better. Projected gross
units sold in 2015 totaled $90.9 billion,
but jumped to $105.6 billion in 2017. The
projected units sold grew from 9,346 in 2015
to 10,014 in 2017.

“Despite all the ride sharing and all this
stuff;’ Bailey said, “our market and industry is
as strong as ever! Used cars are coming into
the lanes in big numbers and projections are
not changing”

Bailey said where auctioneers are
concerned, navigating through the changes
in the way people travel should not be
alarming. He’s not seeing any short-term
concerns about auctioneers losing their
jobs or that they should feel the need to
downsize their operation.

“Having said that,” Bailey began,
“auctioneers need to be diversified and have
their eggs in many baskets. I am very fortunate
at my auction to have world champions such
as Joseph Mast, Andy White, and Peter Gehres
on my staff. I also have auctioneers that sell
many things and have options”

While the way people move around is
quantifiably shifting, it seems the auto auction
industry is shifting in tandem. If auctioneers
can diversify and continue to adapt, changes
like these will not significantly change the
landscape of selling cars at auction. %*

James Myers is a freelance writer in Oregon.
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Millennials &

home buying
|s this frugal bunch finally ready

to buy?
By Nancy Hull Rigdon
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illennials aren’t known for settling
down. We've seen this with marriage,

jobs and, historically, home buying. But

with housing prices expected to level out, new
first-time homebuyer incentives and promises
of swift mortgage application processes, could
things turn around? Is 2019 going to go down
as the year of the millennial home buyer?

We queried a few real estate auctioneers to
find out.

Max Spann, President of Max Spann Real
Estate & Auction Company, said the answer
could be “yes”—if the real estate industry caters
to their wants and needs. As one example, he
points to the urban versus suburban decision.

“We know millennials prefer urban
locations to the suburbs. They want locations
that are amenable to walking and biking, near
thriving downtowns and near mass transit.
And they don’t want the costs and headaches
of home maintenance. If we can give them
great options there, they’ll buy;” Spann says.

-
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The term millennial typically refers to
the generation of people born from the
early 1980s to the mid-1990s. Today, they range
in age from early 20s to late 30s. Spann thinks
their housing preferences may change with time.

“As millennials age, will they find suburban
areas more attractive?” Spann asked. “That
remains up in the air”

He adds: “Anecdotally, we are seeing some
millennials reconsider the suburbs now
because in some cities the urban areas have
gotten so expensive. Millennials are known for
decisiveness. So they either will or they won’t”

Millennials represent less than one-third of
home-buyers, according to a 2018 Millennial
Homeownership Report from the Urban
Institute. The commitment of homeownership
has been known to steer them toward
renting. Aside from Spann, the other real
estate auctioneers we queried said they aren’t
noticing factors one way or the other that could
potentially alter the statistics anytime soon.



But let’s dig into the habits and tendencies of millennials a bit. The LA
Times called millennials “the best educated and most diverse population
of young people in U.S. history” They are unusually optimistic, especially
considering their career trajectories were affected by the 2008 recession,
and they tend to be weighed down by student loan debt. These factors
have made millennials a frugal and resourceful bunch, which in turn

makes them somewhat “risk-averse” when it comes to finances.

This group is getting married and having families later, which means

they rent longer, delay home buying, and in some cases skip
the typical starter homes. Millennials have finally seen a

shift in income for the better in the past few years, but the
traditional housing market can be competitive, so they may
be more open by nature to look at alternative methods of
buying a home. Considering their need for financial security,
passive income through investment properties may also be an
attraction into the real estate auction realm.

There are some concrete ways real estate auction
professionals can reach millennials.

Technology is key to the answer, Spann said.

“Millennials are much more receptive to online bidding
versus live events. If we can make the online buying experience
simple and easy, then auctions will become more and more
appealing to millennials,” he said.

This group is getting
married and having
families later, which
means they rent longer,
delay home buying, and in
some cases skip starter
homes.

Nailing the technology side is, of course, just one part of the home-
buying equation.

“The auctioneers that can marry ease of use from a transaction
standpoint with the ideal product type—we're talking the most desirable
types of homes—can have tremendous success with millennial home-
buyers,” Spann said.

Nancy Hull Rigdon is a freelance writer in Colorado.
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1. What sparked your interest in
becoming an auction professional?

My inspiration came from a hospital in
Southampton, NY. Eight years ago, a friend asked
if I could serve as the auctioneer at a bra auction
for a women’s cancer benefit. Local artists had
made incredible bras that would be modeled by
survivors and models, then auctioned off to a
supportive crowd. At that time, I'd never done
an auction in my life. However, my mother’s best
friend died of breast cancer. And, the mayor of
my hometown of Dixon, IA, was Bruce Dahms,
a famous local auctioneer. I grew up studying
Bruce and even assisted him at a few events.

He was such an incredible auctioneer and
personality that his chant left an indelible mark.
When it came time for the bra auction, I simply
channeled Bruce. Our goal was 5k—we raised
15k that year and 30k the next year.
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' Lucas Hunt, BAS

2. What road did you take to get
there?

My career began in the Hamptons. I volunteered
and worked as a benefit auctioneer for various
local non-profit organizations for three years,
and then moved to New York City in the fall of
2014. The city was a whole new ballgame. There
I met the legendary CK Swett and Charles Antin,
both former Christie’s auctioneers who had
become gala benefit auctioneers on their own.
They helped me land a life-changing job for The
Estate Auction of The Most Interesting Man in
the World. This was a marketing campaign by
the beer company Dos Equis and lead me on an
8 city national tour performing before crowds of
up to $1,500. It was my big break—an auction
show of sorts. (It was) a real auction with fake
money of real items from a fake person’s estate.
ILOVED IT. There was music and dancing and

performers—we called it the auction show. But
here’s the thing, for eight weeks straight I was
rehearsing live auctions with a team. It got me in
shape. And right after the Dos Equis tour, I went
straight to Worldwide College of Auctioneering
in Mason City, IA. My teachers were JillMarie
Wiles, Kurt Johnson, Trisha Brauer, (and)
Anthony Lopez, just to name a few! Paul C. Behr
is an amazing steward of our profession, and
runs an incredible institution with Vicky Ginder.
One month later, I took the BAS course with
JillMarie Wiles and Lance Walker (Fast Talker)
at Conference and Show in Grand Rapids, MI.
Sherry Truhlar was also a big influence on my
early decision to become an auctioneer. Jenelle
Taylor helped me take my business to the next
level, and working with Kathy Kingston, “The
Queen of Fundraising,” has shown me new
worlds of growth. In short, my road has been a
shared path of success with fellow auctioneers,



or as we say AHA!—Auctioneers Helping
Auctioneers.

3. Were there any challenges you
faced?

Yes, not being a part of the Christie’s and
Sotheby’s elite in New York City at first felt like
an obstacle. It has sense become a virtue. And
I think learning to be and accept yourself on
stage and off stage is crucial. I've worked with
an incredible acting coach for the past few years
who helps me to understand that what we do is
for ourselves, but the ripple effect we can have
in the lives of others is WHY we should be
doing it to the best of our ability every time we
take that microphone in our hands.

4. Has your perception of the
auction industry changed since
you started? If so, how?

Not really. I have more and more respect for
people who are different than me and do things
differently. If anything, I've sought a diversity

of influences, and (I) am most impressed with
individuals who find their own special way of
expressing themselves. Being an auctioneer is
like being an artist. You must practice and hone
your craft. Perfection is impossible. The industry
itself is too vast for my comprehension; however,
I'm grateful every day to everyone in our
profession. We are so fortunate to be auctioneers!

5. Why do you love what you do?

So many reasons. The attention, hahaha.
Helping others. Every time I get the chance
to fundraise, I know that the greatest impact
we can have in our lives is to help improve
the lives of others. Happiness is not a given
that we should expect life to hand over to us
in time. Rather, it’s a gift we receive when we
give of ourselves. This is the reason why I love
auctioneering and auctioneers—we are in a
position to give so much.

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

Auction professionals can keep an open

mind and heart and dedicate themselves to
empathetic learning, which means, caring
about what other people are going through in
their lives. Help other auctioneers. Continue
to study and practice and learn. Look for ways
to grow in our personal and professional lives

that will, in turn, serve our communities. And
mentor. I wouldn’t be here if it weren’t for
those who came before me.

1. How has the NAA helped
you hecome a better auction
professional?

Through education programs like the BAS
designation. By bringing together the smartest,
most ambitious group of auctioneers possible
every year at Conference & Show. By serving
as a body of integrity, responsibility and
values.

8. When and why did you decide to
become a writer?

Now we are taking a turn into
the sublime! Growing up in a
small town in Iowa, I was always
amazed by the great silence
around us at all times. The fields,
the woods, the wind—all these
elements of nature put a spell on
me as a child in the countryside.
When I could first use language,
I wondered what the world
around us would say if it had a
voice? As a young man in college
at the University of Iowa in Iowa
City, I was exposed to poetry
and poets for the first time. Like
auctioneers, their influence was
impossible for me to ignore. I loved listening
to poetry readings, which lead to my first
experimentations at home. “Can I do that?”
was my first thought as a writer.

When was your first book
published and what does the
future hold?

My first book was published in Austin, TX,

in 2006! My next book came in 2011 from a
small publisher in the Hamptons. Then in 2016,
Thane & Prose of New York put out IOWA, the
first of a five-book series of poems about places.
Towa is very much about rural life, and there
are a couple of poems that have auctioneers

in them! This year, the second book in the
series, HAMPTONS, will publish. There is a
poem about crashing a benefit in there, kind

of like wedding crashers, except the non-profit
version. This book is about summer, leisure and
a way of life that was new to me. My next book
is NEW YORK, and will be about living in the
big city for the past few years.

Is there any tie to auctioneering in
your hooks?

I have a lot of names for auctioneering.
Number rapping. Fancy panhandling. And
yes, there is a tie in to it in my books. Poets
and auctioneers both exist to give a voice to
those who have no voice or cannot be heard.
As a benefit auctioneer, I strive to represent
the underserved in our society. As a poet, I
strive to express the beauty of life in a world
of suffering. Recently, I wrote my first poem
specifically about a benefit auction at the Plaza
Hotel in New York. It’s called Galamites.

Has branching out into another
field helped your auction career?

Yes. Poetry came first in my life. Poetry,
literature, music, theater, dance and art.
Culture informs my humanity as a poet and
auctioneer. Without the freedom of language
and expression, our corporate lives would be
empty of meaning. As people who champion
the democratic values of inclusion, diversity
and security, it’s crucial to remember that all
voices matter. Even our economic ambitions
depend upon the recognition of the needs

of others, in addition to our own. I think
poetry is a way to listen to people who are
different than us and a way to learn how to
understand how attractive and powerful it

is to be different. It's something we all have
in common and brings people together. So
yes, poetry has helped me become a more
compassionate auctioneer. %*

Find out more about Hunt’s books at
lucashunt.com.
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1. When and how did your business
start?

Tractor Zoom was created in 2017, as a way
for farmers to easily search for and find farm
equipment at auction. Kyle McMahon (CEO),
was trying to find a Kinze 3600 for the 2017
planting season and was surprised to find out
how difficult it was to easily search the internet
for planters going to auction. Tractor Zoom
was built on the feedback of hundreds of
farmers that wanted an easier way to connect
with auction companies and browse their farm
equipment inventory.

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

The online listing
services for
auctioneers weren't
easily searchable and
could be cumbersome
for equipment buyers
to navigate. Sites

that hosted digitally
scanned sale bills
weren't easily findable
and searchable for
farmers. Tractor
Zoom was built so
that auctioneers can
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Tractor Zoom

Kyle McMahon, founder/CEO

easily upload their auction inventory onto

our marketplace, and have it viewed by a very
specific audience: people looking to make farm
machinery purchases at auction.

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

We're a farmer-first service aiming to connect
a farmer/equipment buyer with all farm
machinery on auction. They prefer the auction
method, so we work with our auctioneer
partners to list their sales for free. Base posting
is free as we never want a farmer to miss out

on that specific piece he may be looking for.
The benefit for our auctioneer partners is that
we introduce them to a very targeted niche of
buyer; users are only on Tractor Zoom to find
farm machinery on auction. Ultimately, we're
bringing new bidders and buyers to sales they
may not typically know about.

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

The auctioneer community is full of hard
working, salt of the earth folks. We can relate
and love the fact that this group feels like

Jeremy Hewitt, director of customer success



one big family. We have a real passion for

the auction industry, and we want to make it
easier for auction professionals to reach more
bidders and keep growing their businesses.
Our team thrives off success stories from
either auctioneers telling us we brought them
buyers, or farmers telling us they never knew
so many auctions existed and they are finding
the equipment their operation needs.

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

We're excited to keep growing our
geographical footprint into other agricultural
regions outside of the Corn Belt. We're also
really excited about our newly launched
advertising platform, Preferred Partners.
Preferred Partners is a value-add to the farmer

as we allow lenders and insurance agents to

advertise their services in the context of a
farmer looking to make a purchasing decision.
What's best, it allows us to continue to keep
base posting free for our auctioneer partners.

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

The short answer is growth and expansion
to bring our users more value. Every farmer
needs a semi-truck to haul grain and most
farmers have bull dozers and excavators for
pulling drainage tile and building terraces.
This means you’ll see Tractor Zoom evolve
and include other heavy equipment markets
and possible a multi-national brand. What’s
great about this industry is we get to hear
our customers (auctioneers and bidders) tell

us things theyd love to have. When we get
enough requests from them we build more
software to solve more problems!

1. How has the NAA helped your
business grow?

NAA has been invaluable in connecting us
with auctioneers across the country. Through
NAA events and conferences were able to
meet our current and potential customers
face-to-face, spend some time getting to know
them, and get their feedback on Tractor Zoom
and how we can continue to add value to their
sales. %

Learn more about Tractor Zoom at
tractorzoom.com.
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Mecum’s $39 Million Auction in Arizona Smashes
First-Year Event Record

ALWORTH, Wis. — March 22,

2019 - Mecum Auctions’ inaugural

PhoenixeGlendale collector-car
auction was held this past weekend, March
14-17, at State Farm Stadium in Glendale,
Arizona, and the staggering results achieved
were unprecedented. As more than 1,300
vehicles crossed the auction block in just
four days, sales totals for the Phoenix-area
auction rapidly climbed to more than $39
million, an unbelievable 85-percent increase
over Mecum’s previous record total for an
inaugural event.

An event that was originally intended to

span just two days and feature 600 collector

cars quickly doubled in size as news of
Mecum coming to Arizona spread. Throngs
of enthusiasts flocked to State Farm Stadium
to take part in the action, and the quality of
consignments was as great as the quantity,
presenting everything from entry-level to
investment-grade vehicles among a wide
variety of makes, models and vintage. The
auction’s top three highest-dollar sales
demonstrate that diversity well, with the
No. 1 spot claimed by a factory 4-speed

and Super Track Pak-equipped 1970 Dodge
Hemi Challenger R/T Convertible (Lot
$101) that demanded a final sale price of
$1.43 million. Following was a stunning

1932 Duesenberg Model ] Rollston Torpedo
Berline (Lot S123) that sold for $880,000
and a contrasting 2011 Ferrari 599 GTO
(Lot S71) that brought $770,000.

“State Farm Stadium was an incredible
facility to work with and provides a wonderful
foundation for growth,” Mecum CEO Dave
Magers said. “We're also thrilled that the City
of Glendale and Mayor Jerry Weiers proved
to be natural and valued partners in the
promotion of this great event and that our
visions for Mecum’s growth in Arizona are in
total alignment. We have bold plans for future
successes like this, and we can hardly wait for
our 2020 return”

AUCTIONEERS.ORG
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The private sale of a 2016 Ferrari LaFerrari
Aperta took place off the block at the Phoenix
auction, adding $5.5 million to overall totals,
and Mecum’s Bid Goes On department is
continuing to finalize post-auction sales that
will contribute to the impressive $39 million
already achieved.

The complete top 10 collector-car sales at
the Mecum Phoenix 2019 auction include:

1. 1970 Dodge Hemi Challenger R/T

Convertible (Lot S101) at $1,430,000

. 1932 Duesenberg Model ] Rollston

Torpedo Berline (Lot S123) at $880,000

. 2011 Ferrari 599 GTO (Lot S71) at

$770,000

. 1970 Plymouth Superbird (Lot F164) at

$357,500

. 1969 Chevrolet Yenko Camaro (Lot

F140) at $231,000

. 1967 Ford Mustang Fastback (Lot

S144) at $225,500

. 1969 Ford Mustang Boss 429 Fastback

) ) =)

>~

o ) =) =

(Lot S80.1) at $209,000

8. 2009 Rolls-Royce Phantom Drophead
Coupe (Lot S192.1) at $195,250

9. 1962 Chevrolet Corvette Convertible
(Lot S110) at $187,000

10. 1989 Ferrari Testarossa (Lot S76.1) at
$181,500 <
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Ritchie Bros. sees record attendance for USS$S56+ million
auction in Fort Worth, TX

ORT WORTH, TX (March 14, 2019) —
FRitChie Bros’ Fort Worth auction site

set a new bidder record during its first
auction of the year this week, attracting close
to 7,200 people to participate in its US$56+
million auction.

More than 4,800 items from 670+ owners

were sold in the two-day event (March 12 - 13).

Approximately 88 percent of the assets were
purchased by U.S. buyers, including 44 percent
purchased by buyers from Texas. International
buyers from such countries as Mexico,
Malaysia, and Australia purchased 12 percent
of the equipment. Online buyers purchased 64
percent of the assets.

“We are pleased with our Fort Worth
auction this week, attracting 38 percent more
bidders year over year,” said Neal Black,
Regional Sales Manager, Ritchie Bros. “Texas
continues to be a robust market for Ritchie
Bros., where consignors and buyers look to
us as a destination of choice to help manage

their fleets, whether through our live onsite

auctions in Fort Worth and Houston or our

online solutions through IronPlanet and

Marketplace-E”

Mr. Black continues, “In fact, we have an
IronPlanet online auction this week with
more than 130 items from Texas sellers. Our
next onsite auctions in Texas will be in April
(Houston) and May (Fort Worth)”

Equipment highlights in the Fort Worth
auction included 440+ truck tractors, 190+
aerial work platforms, 150+ excavators, 95+
loader backhoes, 90+ skid steers, 65+ flatbed
trucks, 50+ wheel loaders, 45+ telehandlers,
40+ dump trucks, 30+ dozers, 25 motor
graders, and more. All items were sold without
minimum bids or reserve prices.

Specific sales highlights:

o Two 2011 Caterpillar 725 5,000-gallon
6x6 water wagons sold for a combined
US$300,000

o A 2011 Caterpillar 980K wheel loader

sold for US$237,500

e A 2008 Grove TMS900E 90-ton
8x4x4 hydraulic truck crane sold for
US$195,000

o A 2013 Hagie STS10 90-ft 4x4 sprayer
sold for US$160,000

o A 2013 Peterbilt 367 10x6x4 w/ QMC
70100R 25-ton boom truck sold for
US$135,000

AUCTION QUICK FACTS: FORT
WORTH, TX (March 2019)

o Total gross transactional value —
US$56+ million

« Amount sold to online bidders -
US$35+ million (64 percent)

o Total registered bidders (in person and
online) - close to 7,200

o Registered online bidders - 5,600+

« Total lots sold - 4,800+

o Number of sellers — 670+

Moran’s Traditional Gollector auction realized strong
prices for European furnishings and fine art

Lot 190, A pair of kingwood marquetry
commodes, price realized: $21,760

50 AUCTIONEERS.ORG

ONROVIA, CA - Moran’s first
M Traditional Collector auction of the

year achieved strong prices across the
board for fine art and objects sourced from
Southern California estates as collectors vied
for rare examples of fine French furniture and
masterworks of European art. If this trend
continues, Moran’s next Traditional Collector
auction in July is sure to perform just as well.

A pair of kingwood marquetry commodes

with stunning gilt-bronze mounts was one of
the most beautiful pairs of commodes Moran’s
has auctioned in recent memory. The pieces
soared above their $5000-7000 estimate to sell
for $21,760 (all prices include Moran’s 25%
buyer’s premium). A French Louis XV-style
gilt-bronze vitrine with a door lock signed by



Ct. Linke sold comfortably above its $3000-5000
estimate for $6,250. A stunning pair of French
Empire fauteuils de bureau were one of the most
highly anticipated items leading into the auction.
The chairs, after a design by Napoleon’s throne
maker Frangois-Honoré-Georges Jacob-Desmalte
for the palace of Napoleon’s brother Jérome
Bonaparte, King of Westphalia, sold to a happy
buyer for $40,625 (est.: $2000-3000).

Fine Art and objects from Europe achieved
strong prices realized during the sale. The auction
opened with a bang when a stunning biblical
painting attributed to Pieter Bruegel the Elder car
to the block. The second lot of the day sailed well
past its $4000-6000 estimate to sell for $37,500. A
beautiful autumn floral still life from German arti
Adelheid Dietrich was one of the top lots of the
auction, selling for $34,375 to a lucky floor bidder
(est.: $15,000-20,000). A silver gilt and enamel icc
of the Mother of God, Joy of All Who Sorrow fro:
famed maker Ivan Khlebnikov sold well above
its $3000-5000 estimate for $14,843. An Evgeni
Alexandrovich Lanceray bronze sculpture of a be:
charmed previewers leading into the sale, selling
just above its $3000-4000 estimate for $4,687.

Paintings from the Americas also tipped the
scales on Sunday. A painting of a lady punting with
a basket of flowers by Peruvian artist Albert Lynch
was one of Moran’s favorite works in the sale. It
proved to be a bidder favorite as well when it sold
above its $15,000-$20,000 estimate for $22,500. The
coveted status of top lot at the auction belonged to
an Antonio Nicolo Gasparo Jacobsen to a painting
of the tugboat “E Heipershausen” on open waters.
The ship sailed past its $3000-5000 estimate to sell
for $46,875. <

Lot 208, A pair

of French Empire
mahogany and gilt
bronze-mounted
fauteuils de bureau,
price realized: $40,625

Lot 2, Attributed to
Pieter (The Elder)
Bruegel (17th Century
Flemish), “Abraham and
the Three Strangers,”
price realized: $37,500

EHEIPERSIADSTN

Lot 301, Adelheid Dietrich (1827-1891 German),
Autumn flowers, 1880, price realized: $34,375

Lot 189, Albert Lynch (1851-1912 Peruvian), A lady
punting, price realized: $22,500

Lot 261, Antonio Nicolo Gasparo Jacobsen
(1850-1921 West Hoboken, NJ), The tugboat
“E Heipershausen” on open waters, 1891, price
realized: $46,875
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Fine Art Drives Strong
Results at Thomaston Place
Winter Auction

v -n-‘u a.-
R

HOMASTON, ME: A diverse and

enticing selection of artwork attracted

frenzied bidding from a worldwide
audience at Thomaston Place Auction
Galleries Winter sale on March 1, 2 & 3.

Thomaston Place Auctioneer and President
Kaja Veilleux said: “I am delighted with the
results from our first major auction of 2019.
The major artwork was stellar, and objects
across virtually all categories performed well”

“Sunset in Crimea”, a luminist oil on canvas
harbor scene painting by 19th Century
Russian artist Ivan Aivazovsky (1817-1900),
brought $132,000 after a battle between
telephone and internet bidders.

The sale produced a new auction record for
a work by Dahlov Ipcar (ME/VT, 1917-2017).
Determined bidders pushed her charming
painting of two cats, titled “Encounter”, to a
final sales price of $21,060.

A graphite drawing by renowned New
England artist Winslow Homer (MA/

ME, 1836-1910), “Portrait of John Murray
Brown” (of Boston publishers Little, Brown
& Little), also fetched $21,060; and a lovely
oil on canvas painting by Le Pho (France/
Vietnam, 1907-2001) captivated multiple
players and ultimately sold for $18,720. And,
strong interest in Waldo Peirce’s famous
work, “Nude in the Hay”, pushed its selling
price to $16,380.

Several Chinese items also generated fierce
bidding competition, including: two early blue
and white porcelain bowls, one with interior
unglazed stacking band and the other with
Phoenix bird decoration, that rocketed to a
final selling price of $23,400; a Ming Dynasty
gilded bronze figure of seated Shakyamuni
Buddha that achieved $21,060; and a red
lacquered carved seat Guanyin figure on
lotus platform above a multi-tiered stand that
brought $12,870.

The auction presented a variety of hotly
contested small items of value, including: a
Patek Philippe gent’s wristwatch with 18K gold
head and original black band that realized
$18,000; a rare Gold Rush era compact push
dagger by Michael Price of San Francisco that
raised $13,200; a four-piece Josef Hoffmann
Wiener Werkstatte silver tea set that raised
$12,870; and a Tiffany & Company platinum
ladies ring set with a 1.25 carat Columbian
emerald flanked by round brilliant cut
diamonds that brought $9,000.



Two Tiffany Studios lamps generated strong Stroud that reached
prices, including a table lamp with Acorn pattern $7,020.
leaded shade and bronze “Four Virtues” base that Attached photos:
sold for $17,550, and a bronze Scarab desk lamp 1. Ivan AivaZOVSky
with iridescent green and purple luster Favrile glass (Russia, 1817-
shade that fetched $15,210. 1900) 1853 oil
Stand-outs from the antique furniture collection on canvas work
were a Sheraton mahogany sideboard attributed to depicting a sunset
the shop of John & Thomas Seymour that brought in Crimea
$14,040 and a pair of boldly carved Queen Anne 2. “Encounter”, an oil on canvas work by Dahlov
mahogany lyre back armchairs that reached $11,115. Ipcar (ME/VT, 1917-2017) that raised a new
Several examples of contemporary hand crafted world record price for this artist
furniture that also attracted spirited bidding included: 3. Ming Dynasty gilded bronze figure of seated
an Eldred Wheeler tiger maple Chippendale style Shakyamuni Buddha
secretary that sold for $8,775; a tiger maple highboy 4. Rare Gold Rush era compact push dagger by
by Eldred Wheeler that reached $7,605; and a set of Michael Price of San Francisco
eight D.R. Dimes Windsor chairs that brought $5,100. 5. Josef Hoffmann Weiner Werkstatte Austrian
Other high flying lots included: a late 19th Century silver tea service
palace size West Anatolian Ushak carpet that sold 6. Tiffany table lamp with Acorn pattern shade
for $21,060; a 1930s era Temperance themed hooked 7. Sheraton mahogany sideboard attributed to
rug that raised $8,400; a 5th Century Nolan Italian the shop of John & Thomas Seymour 8
amphora form vase that brought $8,190; and an 8. 1930s era Temperance themed hooked rug
English William ITI lantern clock by Holloway of that brought $8,400 <
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and Show, designation classes, summits, seminars; etc.:
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STATE ASSOCIATION ACTIVITY

List state association involvement, offices held, etc.:

COMMUNITY INVOLVEMENT

List any notable community activities:

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

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

NAA Hall of Fame Committee

c/o National Auctioneers Association
8880 Ballentine

Overland Park, KS 66214

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

Submitted by (please print)

Address

City State Zip

Phone




INDUSTRY

Auction School Graduates

America’s ;\
Auction | | e
Academy TR

The January 2019 graduating
class from America’s Auction
Academy included students
from 10 states.

First row (I-r): Jimmie Dean
Coffey, instructor, Mike

Brandly, instructor, Kimberly

JANUARY
2019
DALLAS, TX

Grennan (Missouri), Sandra
Brown (Texas), Laura Reutter
(Texas), Teresa Tong (Texas),
Scott Swenson, instructor,

and Donovan Tinsley, guest

speaker.

James Mills (Arizona), Will Pahl (Texas), Third row (I-r): Rylan Shea (Texas), Robert
Second row (I-r): Mike Jones, school Jake Hubbell (Colorado), Lucas Baldridge Welch, Jr. (Texas), Michael Shannon (Texas),
director, Kelly Kirby (Tennessee), Todd (Texas), Skip Domingos (Texas), Rodney Brad Bell (Texas), David Lopez, Jr. (Texas),
Ahrens (Texas), Kye Bond (Mississippi), Hamby (Missouri), and Lori Jones, school Matthew Lopez (Texas), Trent Jones (Texas),
Ben Pedersen (Louisiana), Allen Lu (Texas), administrator. Tyler Rife (Arizona), Bill Burgan (Texas).

Southeastern School of
Auctioneering

The Southeastern School of Auctioneering
graduated eight new auctioneers at the
February 2019 class. The new auctioneers
were from South Carolina, Georgia and
Pennsylvania. This year marks the 36th year
for the Southeastern School of Auctioneering.

Back row (I-r): Lola Whitworth, school
director, Bruce Bartz (South Carolina), Dakota
Bolin (South Carolina), George Scranton
A (South Carolina), Tanner Mooney (Georgia),

: ] James Glover (Pennsylvania), and Larry

/ Aictionee Meares, president.

’neering

Front row (I-r): Edward Venticinque (South
Carolina), Jared McGuftee (South Carolina),
and Angela Rowland (Georgia).

Tyler Weaver, Nathan Bice and Heath Stark.
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S Members

New Members

Arizona

Tyler E. Rife

520 North Loquat Ave.
Tucson, AZ 85710
tyler.rife.5050@gmail.com
(520) 282-3028

Michael Sullivan

Asset Auction Company
900 Adair Dr.

Chino Valley, AZ 86832
mikes@rangewe.com
(602) 751-1151

California

Howard B. Hunt

3647 S. George Winshenlton
Blvd.

Yuba City, CA 95993
huntscustomsprayinc@
gmail.com

(530) 933-4771

James Ressler

Luxe West

1535 West Rosecrans Ave.
Gardena, CA 90249
jim@luxewestinc.com
(347) 819-7240

Michael D. Skibbe, V
Truly Blessed Liquidation
Service's

518 S. Orange Ave.

El Cajon, CA 92020-5113
Mdskibbe33@gmail.com
(619) 807-3235

Colorado

Jake D. Hubbell

United Country Colorado
Brokers & Auctioneers
37280 Grandview Mesa Rd.
Crawford, CO 81415

rockymountainranchbroker.com

jakedhubbell@gmail.com
(970) 250-9396

Florida

Josh Beatty

Auction Flex/HiBid
1308 SE 25th Loop
Ocala, FL 34471
auctionflex.com
josh@auctionflex.com
(352) 406-4324

Hannah Busby

Busby Auction Group
1318 W. Carmen St.
Tampa, FL 33606
busbyauctiongroup.com
hannahbuzzz7@gmail.com
(406) 599-7919

Peter F. Planes Il

Luxe Auctioneers Inc.

P.O. Box 2755

Palm Beach, FL 33480
LuxeAuctioneers.com
pplanes@LuxeJewels.com
(561) 425-7000

S.A. Titus

KiN Innovations, LLC

P.O. Box 1942

Lynn Haven, FL 32444
satitus@kininnovations.com

Idaho

Andy Atkinson
Atkinson Real Estate
Marketing

5820 S. Hollyhock Way
Boise, ID 83716
aa@axe20.org

(208) 861-2581

James Hammer

Auction Depot LLC

6055 N. Government Way
Ste. 4

Coeur D Alene, ID
83815-9251
james@auctiondepot.net

lllinois

Blake B. Canning

Canning Auctions LLC

2049 B.U.S. Hwy. 13
Murphysboro, IL 62966
canningauctions.com
blake@canningauctions.com
(618) 648-2311

Heidi Cyrus

MarkNet Alliance
20114 ILRt. 16
Nokomis, IL 62075
heidi_cyrus@yahoo.com
(217) 820-0164

Hayden E. Geisler
Geisler Auctioneering
26998 Quirk Ln.
Medora, IL 62063
hgeisler@wmnobbe.com
(217) 248-4045

George L. Ohnemus, llI
1202 Margaret Street
Pekin, IL 61554
gohnemus@gmail.com

Indiana

John C. Beck

Becks Furniture and Antique
2333 Valley Creek EIn
Indianapolis, IN 46229
johnb@becksfurniture.com
(317) 796-2159

Kathy Frost
Halderman-Harmga Real
Estate Services

116 E. 7th St.

Rushville, IN 46173
cglass7@yahoo.com
(765) 541-0304

lowa

Brittany M. Peiffer
22952 280 Ave.
Harper, IA 52231

“l joined the NAA
as a valuable tool
in networking
and marketing in
future projects.
Having worked
with United
Country’s
Strategic

Client Services
division, | saw

the importance

in having an
auctioneer’s
license, education
in the world of
real estate, and
expanding my
expertise to help
clients.”

Jake Hubbell
Crawford, Colo.
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S Members

Kansas

Lewis P. Bolinger
Bolinger Barnyard and
Auction Service

9489 Kingman Rd.
Ozawkie, KS 66070
bolinger_barnyard@
centurylink.net

(785) 691-7233

Stephen Gray

Kairos Wholesale LLC.

301 S. Main St.

McPherson, KS 67460-4831
kairoswholesale@gmail.com
(620) 480-2679

Maryland

Jordan L. Gregory
Associated Auctioneers &
Appraisers

405 Corroll Ave.

Mount Airy, MD 21771
gregorysauctions.com
info@gregorysauctions.com
(401) 489-7200

Nevin Tasto

1434 East Deep Run Road
Westminster, MD 21158
dixieandnevin@comcast.net

Max J. Wolf

2132 Lake Drive
Pasadena, MD 21122
maxwolffpsu@gmail.com

Massachusetts
Megan N. Force

Force’s Time Capsule

14 Abbott Ave.

Leominster, MA 01453
auctions.forcestimecapsule.
com
meganhockey0?209@gmail.
com

(978) 570-8764

Michigan

Jason D. Marsh

J Marsh Auctions and Estate
Sales

5163 N. Lake Sanford Rd.
Sanford, M| 48657
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jmarshauctionsand
estatesales.com
jmarsh357@gmail.com
(989) 615-2170

Minnesota

David A. Berg

Auctions & Liquidations Equal
Cash, LLC

P.O. Box 4957

St. Paul, MN 55101-6957
auctionsequalcash@gmail.com

Lauren O. Lenarz

Fahey Sales Auctioneers &
Appraisers

2910 9th St. E.

Glencoe, MN 55336
laurenlenarz@faheysales.com
(612) 414-7179

Mississippi

Destin K. Bond

226 Pine Burr Rd.
Lumberton, MS 39455
SpinningKFarm@aol.com
(601) 325-3079

Missouri

Kimberly S. Grennan

United Country Missouri
Ozarks Realty Inc.

1140 Susan Dr.

West Plains, MO 65775
westplainsunitedcountry.com
kimberlygrennan@
unitedcountry.com

(417) 293-7277

Rodney L. Hamby Jr.
United Country Missouri
Ozarks Realty Inc.

2864 St. Rt. 14

West Plains, MO 65775
rlhj77@hotmail.com
(417) 293-7393

David H. Hollenberg
14183 Hwy. D
Thompson, MO 65285
david@ktis.net

Scott A. Kuntz
Scotty’s Auction Service
28189 Log Branch Lake Rd.

Macon, MO 63552
scottysauctionservice.com
scottysauctionservice@gmail.
com

(573) 356-4405

Caleb P. Marquette
Marquette Auction Services
1400 Paris Rd.

Mexico, MO 65265
marquetteauctionsservices.com

caleb_marquette@yahoo.com
(573) 721-1106

Laredo Stevens

Stevens Auction Service LLC
1365 Spur Dr.

Marshfield, MO 65706-2311
stevensauctionservice.com
Stevelar22@gmail.com

Montana

Steven M. Goedert
Stevegoedert.Com

1610 Carter Creek Rd.
Dillon, MT 59725
SteveGoedert.com
bidcaller0O6@hotmail.com
(406) 270-3060

Daniel R. Miller

Kootenai Auction Service
280 Whitetail Dr.
Rexford, MT 59930
drwjmiller@yahoo.com
(406) 291-0414

Daniel R. Yoder

7210 W. Kootenai Rd.
Rexford, MT 59930
danyoder015@gmail.com
(406) 889-5211

North Carolina
Kandyce K. Ellis

312 Heidinger Dr.

Cary, NC 27511
kandyceellis@gmail.com
(919) 423-1072

Nebraska

Lucas Taylor Luckey

1130 E. 53rd St.
Columbus, NE 68601-9612
lucastluckey@gmail.com
(402) 910-0373

Nevada

Robert Green

1094 Tiller Drive

Incline Village, NV 89451
rbixbyg@gmail.com

New York

Daniel Calmes

2103 Barnes Rd.
Walworth, NY 14568-9598
dcalmes74@gmail.com
(585) 315-0815

Ohio

India R. Miller

Auctions on 309

10470 Spencerville Road
Spencerville, OH 45887

miller_india@yahoo.com
(419) 236-9120

Lance R. Miller

Lance Miller & Company
5185 Heritage Dr.
Nashport, OH 43830
lancemillercompany.com
auctioneer@lancemiller

company.com
(740) 819-8838

Timothy R. Mourer, Il

8338 Brick Church Rd.
Cambridge, OH 43725
Timmy_Mourer@yahoo.com

John K. Ruckman

The Ruckman Group
18911 Bone Road

Mount Vernon, OH 43050
jtruck1112@gmail.com
(740) 393-2879

Nathan B. Sheridan
Sheridan & Associates
200 Parkview Ln.
Cedarville, OH 45314
nates7597@gmail.com
(937) 766-2300

Oklahoma

Dale D. Chupp
Chupps Auction Co.
8464 W. 580 Rd.
Inola, OK 74036



“I joined the NAA
to be a part of
something larger
than myself. |
look forward to
working with

the organization
to further the
auction profession
as a whole.”

Nathan Sheridan
Cedarville, Ohio

chuppsauction.com
dmchupp92@gmail.com
(918) 630-0495

Josh Devereaux

Devereaux Auction Service
P.O. Box 248

Glenpool, OK 74033
devereauxauction.com
josh@devereauxauction.com
(405) 481-5559

Larin David Wiens
Lippard Auctioneers Inc.
2707 W. Cherokee Ave.
Enid, OK 73703-5149
lwiens87@gmail.com

Pennsylvania

Charles T. Kindlimann Jr.
Interstate Auction Svcs LLC
92 Industrial Park Rd.
Muncy, PA 17756
chadrdairy@aol.com

(570) 935-0376

Thomas B. Marquette
Marquette’s Auction
Marketing

551 McConnell Prky.
Hughesville, PA 17737
marquetteauctions.com
auctiontommy@comcast.net
(570) 916-6903

John A. Welch

Hunyady Auction Company
1440 Cowpath Road
Hatfield, PA 19440
jwelch@hunyady.com

(215) 361-92099

Kimberly S. Wiggers

Tristate Auction Services LLC
470 Plank Rd.

Corry, PA 16407
tristateauctionservices.com
tristateauctionservicesllc@
yahoo.com

(814) 964-4548

South Dakota
Cy J. Naber

35610 182 Street
Miller, SD 57362
cynaber@icloud.com
(605) 392-2317

Tennessee

John D. Case

Case Antiques, Inc

4310 Papermill Dr.
Knoxville, TN 37909
jdcase@caseantiques.com
(865) 558-3033

Kelly N. Kirby

Blackwell Realty and Auction
941 B. Gale Ln.

Nashville, TN 37204
kellykirbysold@gmail.com
(615) 587-0453

Travis L. Phillips, Jr.

Pro Team Auction Company
LLC

1715 Garden Village Dr.
White Pine, TN 37890
proteamauction.com
travis@proteambid.com

Texas

Sandra M. Brown

715 Rusty Leaf Ln.
Houston, TX 77090
rodessiab9@outlook.com
(832) 724-6098

Steven T. Jones

14511 White Tail Ave.
Amarillo, TX 79124
stjones1971@gmail.com
(806) 690-7790

Matthew D. Lopez, Jr.
D&B Equipment

2602 Soaring Eagle Dr.
Amarillo, TX 79103
mattlopez310@yahoo.com
(806) 292-4894

Matthew. D. Lopez, Sr.

D and B Equipment

1006 Canyon St.

Plainview, TX 79072
matthew.lopez@walmart.com
(806) 292-2120

William D. Pahl

Xome.com

15777 Quorum Dr, Apt. 1349
Addison, TX 75001
wilhelmpahl@gmail.com
(405) 620-4447

Laura L. Reutter

600 S. Main

Burnet, TX 78611
reutterlaura@gmail.com
(512) 820-4508

Michael C. Shannon

157 Cherry Oak Lane
Montgomery, TX 77316
mikes. 1stchoiceaa@gmail.
com

(281) 682-8368

Utah

Timothy K. Young

Young Sons Auction

2832 W. 1000 N
Roosevelt, UT 84066
youngsonsauction@gmail.
com

(435) 823-0713

Wisconsin

Jill E. Shaffer

Hansen Auction Group

N 2887 Evergreen Ln.
Appleton, WI 54913
Jill@HansenAuctionGroup.
com

(920) 980-8255

Matt H. Zimmerman

Diamond Z Auction Services
N10038 County Road M
Thorp, WI 54771
Diamond2Ranch2@gmail.com
(715) 512-0500

Wyoming

Payton L. Kraft

VRK Auctions

2230 Pennsylvania Blvd.
Green River, WY 82935
vrkauctions.com
payton_lanae@hotmail.com
(406) 480-0955

Canada

William T. Case

Great West Auction Company
556 Simcoe Street, Box 744
Watford, ON NOM 250
Canada
greatwestauctions.com
cases@execulink.com

(519) 490-4533

Nigeria

Olufemi Abedayo Adebayo
Main Auction House

1, Continental Way, Magodo
Gra

Ikeja, Lagos Nigeria
adebayox2@yahoo.com
+2348023013187

Olufunke O. Adebayo

Main Auction House

1, Continental Way, Off Cmd
Road

Lagos, Lagos Nigeria
bisiadebayo2018@gmail.com
+2348096177777
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S Members

New NAA Designations Earned

AMM
Ty Patton
Jonathan Smith
John Fowler, CAIl, AARE, CES
Liz Wood
Casey Stoneman-Roberson
Braden McCurdy, CAI, AARE

BAS
Seth Weiner
Monica Kibbe
Pat Desmond

GPPA
Karin Costa, AMM, CES

@©

P

Earn your
designation

The NAA provides its members
with a diverse range of
professional designation
courses specifically built to help
auctioneers specialize while
expanding their professional
knowledge.

Check out the Education

Calendar on page 55 for

upcoming NAA education
opportunities.

You can also visit the full
education calendar on the NAA
website at: auctioneers.org >
Education > Upcoming Events.
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Accredited Auctioneer Real Estate

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

A\
§

Auction Marketing Management

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

shenefit

AUCTIONEER SPECIALIST

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

AUCTIONEER

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

CASH

CONTRAGT AUCTION SPECIALIST

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

@

certified estate specialist

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

GPPA

Graduate Personal Property Appraiser

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

MPPA

MASTER PERSONAL PROPERTY APPRAISER

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

USPAP

Uniform Standards of Professional Appraisal Practice

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



Membership Renewals

Joshua D. Abner, CAI

Anna M. Aja

Ronalea Allen, AMM

Karl Joseph Anderson

A. Curtis Andrew

Dana J. Arvidson

George R. Badeen

William Baker

Barry Baker, CA|,
AARE, CES

Roderick C. Baldwin,
CAl, AARE

Jon K. Barber, CAl

David M. Barber, CAl

Fred A. Barck

Floyd T. Barnes

Daniel Allen Barry,
CAl

Jason A. Bates

Larry Batton, GPPA

James D. Bayman

Ty Beahm, BAS

Nichol Beahm, BAS

Timothy L. Beck, CES

Brian D. Beckort, CAl,
AARE

Linford Berry, AMM,
CAS

Brandon W. Berry

Gwyn Besner, CA|,
AARE

Roderick Jason
Betteridge

Larry Bickford

Justin Wayne
Biesheuvel

Dennis L. Biliske

Charles Billig

Chris Bohr

Vaughn Dakota
Borchers

Omar P. Bounds,
AARE

John Glen Bowman

Silas Wayne Bowman

Maureen Boyd, GPPA

John Boyd, CA|,
GPPA

Bruce R. Brock

Jeffrey A. Burchard,
CAl

Dwight D. Butler, CES

Armando L.
Camarena

Christopher Wade
Capps

Bradley T. Cecil

Michael J. Chambers,
CAl, CAS

Jeremy B. Clark,
GPPA

Jimmie Dean Coffey,
CAl, AARE, AMM,
BAS

Brian T. Cooper, CAl,
ATS, CES, GPPA

Donda N. Cordova

Keith Couch

Jamison Crouch

Bob L. Cunningham

Brian Kent Curless

Shaun Dalton

Brian Davis

Dena R. Davis

Cody Dawson, BAS

Eli Detweiler, Jr., CAl

Timothy H. Dietz

Rodney C.
Dimmerling

Matthew Allen
Donahoo

Sean Donnelly, ATS

Joseph P. Durham,
CAl

William F. Durham

Rachel Elaine
Dymond

Tiffany Dawn Earnest,
AMM

Todd Eugene
Easterday

Jarod S. Edwards

Merlin Wayne Eicher

Taryn English

Sherri J. Enroth

Jeff A. Finke

Dave Finnila

William J. Fischer

Kristine A. Fladeboe-
Duinick, BAS

John Damon Folmar

Harrell J. Friend, CES,
GPPA

Samuel Furrow, CAl

Paul Gableman

Trey Gallaway

Lorraine Sachs Garcia,
CAl, AMM, CES

Terrill A. Garmon, CAl

Benjamin S. Gates

David R. Gatewood,
CES, MPPA

Jacob Marshall Gay,
GPPA

Michael D. Gerlach,
CAl, ATS

Jordan Gilkerson, CAl

Brooke Lauren
Gillespie

Curtis Paul Gillespie

Vicky Ginder

Luiz Gonzaga

Ben Gonzales, BAS

R. Johan Graham,
CAl

Robert G. Haley, Jr.

Robert C. Hart, CAl,
AMM

Dodie D. Hart, CES

Paul S. Hatfield

Jason Hayne

David Heath

RL Heaverlo

Michael Heitmann

Chris Hillseth

John J. Hines, CAl,
AARE, GPPA

Thomas J. Hirchak, Ill,
CAl, AARE, GPPA

Thomas J. Hirchak,
Jr., CAl, MPPA

Justin Holmberg

Steven W. Holt

Kevin L. Holt, AMM,
CES, GPPA

T. G. Horst

Donald L. Horton,
CAl

Julian E. Howell, lll,
CAl, AARE

Pete Howes

Justin Roy Huckabay

Karen L. Huelsman,
CAl

Dennis J. Huggins

Stephen J. Hummel

John C. Jardine

Val Jark

James Gregory
Jeffries

Evette Jimenez Ortiz

Craig Wayne Johnson

Richard Dwayne
Johnson

Danny Kirk Jones

Scott Jones, CAIl, BAS

John B. Jones, GPPA

Ronald Dean Jones,
Jr., CAl

Tom C. Jordan, IV,
CAl, AARE, AMM,
CES

Karen C. Jordan

Andrew John Josund

Yvonne M. Karn

Heather Kaspar, CAl,
BAS

Dylan M. Kauffman

Dana Kaufman

Mike Keller, CAl

Charles Keller

Doug Kerkhoff

Derek Keys

Adam Kielsmeier

Jean Kirchner, CAl,
AMM, BAS

Richard John
Klisiewicz, lIl, AMM

James R. Kloster,
GPPA

Gregory Kenneth
Klug, Sr.

Michael J. Koons

Roger E. Koons

Randall G. Koster

Curt Kramer

William T. Kroeger

Lydia Lynnette Lamp

Josh M. Larson

Jay S. Lawyer

William Charles Lee,

Trrir W

1, CAl

Donny F. Lee

Roger Legleiter

Emilio Lemeni, CAl,
GPPA

Dennis Levario

T. Randolph Ligon,
CAl, BAS, CES

Tim Lile, CAl

Larry J. Linkous

James E. Logan, CAl,
CES, GPPA

Chris Logan, CA|,
CES

Chuck Maggard

Michael Mahoney,
BAS

Anthony C. Mangini

Richard L. Manley,
CAl, AARE

Justin J. Manning,
CAl, AARE

Laura M. Mantle, CA|,
CAS

Newell C. Marsh

Curt Marshall

Larry Marshall

Charles Robert
Marshall

Paul Z. Martin, Jr.

Joseph E. Mast

Cris Jay Mast

Robert McDowell, I,
BAS

David Lewis
McDowell

John C. Michalski

Tammy Ann Miller,
CAl, AARE, BAS

Kara C. Miller

John R. Modica

Eric J. Monahan, CAl

Don Montgomery

Patrick Kent Morgan

Richard Trey Morris,
CAl, BAS, CAS

LeeAnn E. Moss, CAl

Trent Mumm

Bradley S. Mutz,
GPPA

Mike Namoff, BAS

Timothy H. Narhi,
CAl, CES, GPPA

Clayton Jeffrey Neal

Stephen Nelson

Charles Nicholls, CAS

Robert A. Olson

Gerald Joe Orwig

Lonny Ray Papp, CAI

Carol Ward Parker

Ty Patton

Elliot M. Paul, CAl

Rich A. Penn

Jeffery Todd
Pennington

Nichole A. Pirro

Kelly Pleasants

La Verle Pounds

Gabriel J. Prado

Malcolm E. Price

Michael C. Purcell

Travis Ryan Radtke

Susan L. Rasmus, CAl

Christopher R.
Rasmus, CAI

Patrick Rasmus, CAl,
ATS

Lowell Rau

Paul Reagan

Floyd Brent Reid

Delmar Rheinheimer

Howard C. Richmond,
CAl

Shad T. Ridenour, CAl

Tanner Roberts

Todd Robertson

Paula Robnett

Eulalia S. Rodriguez,
ATS

Michael L. Rogers,
CAl, AARE, CES

Gary Wayne Rogers

Kyle Rosen

Britney Ross, AMM

Deborah |. Roth-Bush,
AMM, BAS

David Runte, CAl,
GPPA

Kelly E. Russell, CAl,
BAS, CES

John J. Rutt, |l

Paul E. Saperstein

Thomas W. Saturley,
CAl

Brandon Keith
Savage

Wilhelm P. Sawatzky

Nathaniel M. Scalf,
AARE, AMM,
GPPA

Michael John Seibold

Merle D. Sharick

Robert M. Shaylor

Harry Shirikchian

Leroy Shoop

Freddie Silveria

Larry M. Sims

Samantha J. Smock,
AMM

Jim Snider, CAl

Stephen M. Sommers

Mark Sorenson

David Spear

Gayle M. Stallings,
CAl, BAS

Daniel Stanavage

Jeffrey Stein

Deanna L. Stockwell

Greg Strahm, BAS,
CES

Don R. Sweeting

Jennifer Lynn
Swerdlick

Lance Patrick Swigert,

CAl

Becky A. Tarlton

Larry L. Teasdale

Jay W. Temchack

Jonathan L. Temme

R. Shawn Terrel, CAl,
AARE

Gerard Thibodeaux

Kenneth F. Thomsen

Gerard S. Trimboli

Kevin J. Van
Hollebeke, BAS

Yvette VanDerBrink,
CAl

Ron A. Victor, CAl

Karla S. Vinson, BAS,
CES

Greg Voss

Paul J. Wagner

Andrew Blake
Wagner

Jerry Wallace, CAl,
AARE, CES

Emily R. Wears Kroul,
CAl, ATS, BAS

William W. Weaver

Earleen M. Weaver,
GPPA

Robert M. Weiman,
CAl

Jeffrey S. Weinberg,
CES

Wayne A. Weishaar

Brent Wellings

Annette Wells, CAl,
BAS

Mark West, BAS,
GPPA

Amy S. Whistle, CAI

Brett White

Michael Paul
Whitfield, CAl,
CES, GPPA

Todd J. Whiting

Kenneth Brett Wilcox

James Willard, CAll,
AMM

Sarah Willsey, AMM

Spencer Ross Wilson

Joshua J. Wise

Kirk Witcher

Frederick W. Wolff

Brian L. Wolfsohn

Wayne Yoder, CAl

Gideon Yutzy

Richard H. Zuber, Il
CAl, CES
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Forrest Mendenhall
Hall of Fame Member

Forrest Arnold Mendenhall passed away
on March 31, after a long courageous battle
with cancer. He was 87 years old.

Forrest was born on Dec. 4, 1931, at the
house on his parent’s dairy farm on Prospect
Street in High Point, to the late Verna
Mae Stone Mendenhall and Robert Reid
Mendenhall. He studied business at High
Point College. While there, in 1953 he got a
call from Col. Fred Matthews, an auctioneer
in Hertford, NC, to come work for him. He
told Fred that he was going to auction school
first. He went to the Reppert Auction School
in December of 1953. After he got out of
auction school he began selling automobiles
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and livestock every
Tuesday and Thursday
for Fred. He lived
with Fred Matthews
and his family from
Monday to Friday for
4 years. Forrest often
said his experience
with Fred Matthews
was the best education
he could have ever
gotten, and he did
not receive a diploma
for it.

Forrest started
the Mendenhall
Auction Co. in
1956. At the time
he was working 7-9
automobile auctions
every week in New
York, New Jersey,
Ohio, Pennsylvania,
Virginia, etc. Forrest
would travel more
than 100,000 miles
a year for 6 years.
Every Friday on his
way home he would
stop by Corn Oil
Company to have his
oil changed. Forrest
and his brother started the High Point Auto
Auction in February 1960. Many remember
that opening day, the highway and local
roads were so backed up with traffic trying
to get to the auction, the local police were
called in to direct traffic. It was the largest
auto auction east of the Mississippi. Forrest
and his brother then started the Mendenhall
School of Auctioneering in 1962. In
1970, Forrest bought out his brother and
continued on with the auction school. In
1975, he built a permanent facility for the
school, which remains strong today. More
than 8,000 students from all 50 states and 17
foreign countries have graduated from the

auction school. The students, just prior to
graduating, hold an auction under Forrest’s
supervision for the St. Jude Children’s
Research Hospital. More than $400,000+ has
been raised to date.
Forrest was a Life member of both the
Auctioneers Association of North Carolina
and the National Auctioneers Association.
He was inducted into the Hall of Fame of
both associations. He was the first recipient
of the Bernie Hart Auctioneer Award and
a Warren Young Fellow by the National
Auto Auction Association. He received
many other awards for his dedication to the
auction industry. He sat on the boards of
many associations.
He is survived by his wife of 54 wonderful
years, Betty Jo Turner Mendenhall;
daughter, Julie Mendenhall; son, Wayne
Mendenhall; his grandson, Johnathan
Mendenhall; sister, Valeria Mendenhall
Thayer and a host of nieces and nephews.
In lieu of flowers, memorials in Forrest’s
memory may be made to:
o Springfield Friends Meeting: 555
East Springfield Road, High Point,
NC 27263

o Hospice of the Piedmont: 1801
Westchester Drive High Point, NC
27262; hospiceofthepiedmont.org

. St. Jude Children’s Research Hospital,
501 St. Jude Place, Memphis TN,
38105; donors@stjude.org.



NAA Ambassadors

Alabama

Christie King, CAl, AMM, BAS
(256) 467-6414
cking@ckingbenefits.com

Alaska

John Genovese, lll, AMM, BAS
(808) 634-2300

col.johnjohn@
malamaauctions.com

Arizona

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

Arkansas

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

California

Christopher Vaughan, CAl,
AARE, AMM

(858) 382-6030
NationalAuctionTeam@gmail.com

Colorado

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

Connecticut

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

Delaware

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

Florida

Robert Patrick Almodovar,
AMM, GPPA

(954) 821-8905
robert@stamplerauctions.com

Georgia

Rusty Lane, CAl

(478) 455-1861
rusty@southauctiongroup.com
Hawaii

John Genovese, lll, AMM, BAS
(808) 634-2300

col.johnjohn@
malamaauctions.com

Idaho

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

lllinois

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

Indiana

Russell Harmeyer, CAl, AARE,
AMM

(765) 561-1671
rdharmeyer@netzero.net

lowa

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

Kansas

Daniel Gutierrez

(620) 937-1488
danielg@mccurdyauction.com

Kentucky

Richard Trey Morris, CAl, BAS,
CAS

(270) 705-4388
trey@morrisauctioneers.com

Louisiana

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

Maine

Ruth Ludwig Lind, CAl, BAS,
GPPA

(207) 751-1430
moxielady@me.com

Maryland

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

Massachusetts

Nichole A. Pirro

508-331-6254
pirroauctionservices@gmail.com

Michigan

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

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

Mississippi

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

Missouri

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

Montana

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

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

Nebraska

Adam Marshall

(308) 440-1923
adam@adammarshallauction.com

Nevada

Christopher Vaughan, CAl,
AARE, AMM

(858) 382-6030
NationalAuctionTeam@gmail.com

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

New Jersey

Robert Dann, CAl, AARE
(908) 735-9191
rdann@maxspann.com

New Mexico

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

New York

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

North Carolina

T. Randolph Ligon, CAl,
BAS, CES

(803) 323-8146
randyligon@
theligoncompany.com

North Dakota

Ben A. Meyer, CAI

(605) 352-5597
meyerauctions@hotmail.com
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Ohio

Laura M. Mantle, CAIl, CAS
(614) 332-7335
laura.mantle@yahoo.com

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

Oklahoma

Morgan E. Hopson, CAl

(903) 271-9933
mhopson@bufordresources.com

Oregon

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

Pennsylvania

Phil Grosh, CAl, BAS

(717) 268-0020
philgrosh@jenningsauction.com

Rhode Island

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

South Carolina

T. Randolph Ligon, CAl, BAS,
CES

(803) 323-8146

randyligon@
theligoncompany.com

South Dakota

Ben A. Meyer, CAI

(605) 352-5597
meyerauctions@hotmail.com

Tennessee

Jeremy D. Robinson, CAl,
AMM, CAS

(615) 633-8071
Jeremy@SoldByRobinson.com

Texas

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

Jacquelyn Lemons-Shillingburg,
CAl, AMM

(281) 357-4977
jackie@lemonsauctioneers.com

Utah

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

Vermont

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

Virginia

Anne Nouri, CAl, AARE, BAS,
GPPA

(703) 889-8949

Anne@Prime
AuctionSolutions.com

Washington

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

West Virginia

Andrew Yoder, Jr., CAl

(304) 931-1185
jryoderauctioneer@yahoo.com

Wisconsin

Damien R. Massart, CAl, AMM,
BAS, GPPA

(920) 468-1113
damien@massartauctioneers.com

Wyoming

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

South Africa

Joff Van Reenen
+27828021366
joff@highstreetauctions.com

Ambassador Spotlight

Bob Dann,
CAl

What ahout your membership
in NAA do you value?

| value the friendships and
contacts | have made at NAA.

All the Auctioneers | have had

the pleasure of working with

from the Benefit Auctioneers to
the Real Estate Specialists are
hardworking, fun loving and passionate about our great auction
profession.

Shelley Musser,
AMM

What about your NAA
membership do you value most?

The education, the seminars, the
friendships, and the support from
both peers and the NAA staff have
been truly invaluable to me!

64  AUCTIONEERS.ORG



Association Index

NAA Board of Directors
2018-2019

Officers

President

Tim Mast, CAl, AARE

(731) 610-5436

tmast@tranzon.com

Vice President

Jason Winter, CAl, AARE, AMM, CES
(816) 884-1987
jasonbwinter@me.com

Treasurer

Thomas W. Rowell, CAIl, AARE
(229) 985-8388
trowell@rowellauctions.com

Chair of Education Institute Trustees
Tom Jordan, CAl, AARE, AMM, CES
(919) 832-8005

Bid00O7@nc.rr.com

Past President

Scott H. Shuman, CAI

(970) 716-2120
scott@hallandhall.com

Chief Executive Officer

Hannes Combest, FASAE, CAE
(913) 563-5423
hcombest@auctioneers.org
Foundation Representative

Jay Nitz, CAl, MPPA

(402) 727-8800
jaynitz@nitzauctions.com

Directors

Term expiring 2019

Matt Corso, CAl, CES
(888) 307-6545
matt@marknetalliance.com
Devin Ford, CAl, CES
(606) 878-7111
devin@fordbrothersinc.com

Directors

Term expiring 2020

Trisha Brauer, CAl, BAS

(913) 481-8280
trisha@takingbidsbenefitauctions.com
David Whitley, CAl, CES

(970) 454-1010
david@whitleyauction.com

Directors

Term expiring 2021

Ailie Byers, CAl, AMM, BAS
(603) 356-5765
ailie@alpenglowbenefits.com
Kelly Strauss, CAl

(540) 226-1279
Kdsauctioneers@gmail.com

Presidential Appointee
David Warren

(207) 774-4000
dwarren@verrilldana.com

National Auctioneers
Foundation Board of
Trustees 2018-2019

Officers

President

David W. Huisman, CAI
(209) 745-4390
david@huismanauction.com
Vice President

Jay D. Nitz CAI, MPPA
(402) 727-8800
jaynitz@nitzauctions.com

Immediate Past President
Mike Jones, CAIl, BAS, GPPA
(214) 906-5265
mjonesauctioneer@gmail.com

Treasurer

William L. Sheridan, CAl, AARE, GPPA
(517) 676-9800
bill@sheridanauctionservice.com

Trustees

Terms expiring 2019

Barbara Bonnette, CAl,
AARE, GPPA

(318) 443-6614
barbara@bonnetteauctions.com
Christie King, CAl, AMM, BAS
(256) 467-6414
cking@ckingbenefits.com
Lance Walker, CAI, BAS, CES
(901) 322-2139
lance@WalkerAuctions.com

Trustees

Terms expiring 2020

Merle D. Booker, CAl, GPPA
(509) 297-9292
merle@bookerauction.com
Scott Robertson, CAIl, BAS
(239) 246-2139
scott@thevoe.com

Kim Hagen, CAIl, AARE, AMM, CES
(770) 838-0552
kim@hrgsold.com

Trustees

Terms expiring 2021

Jennifer A. Gableman, CAI, ATS
(845) 635-3169 x102
jennifer@aarauctions.com
Scott Steffes, CAl, CES

(701) 237-9173
scott.steffes@steffesgroup.com
Sid Miedema, Jr., CAIl

(616) 538-0367
sid@1800lastbid.com

NAA Board Representative
NAA Past President

Scott H. Shuman, CAI
(970) 716-2120
Scott@HallandHall.com

Executive Director

Hannes Combest, FASAE, CAE
(913) 563-5413
hcombest@auctioneers.org

Foundation Staff

Lois Zielinski, Administrator
(?13) 563-5427
Izielinski@auctioneers.org

NAA Auxiliary Board of
Trustees 2018-2019

Officers

Chair

Krista Shuman, AMM
(970) 978-5928
krista@hallandhall.com
Vice Chair

Britni Rogers, AMM
(336) 528-0511
britni@rogersrealty.com
Past Chair

Terri Walker, CAl, BAS, CES
(901) 413-9738
terri@walkerauctions.com
Secretary

Peg Imholte

(320) 250-1200
peggyimholte@gmail.com
Executive Secretary
Lucinda Terrel

(816) 830-7001
Irterrel@hotmail.com

Trustees

Susan Hinson

(260) 645-0205
sjfhinson@gmail.com

Angela Q. Johnson

(352) 672-2038
director@floridaauctioneers.org
Nancy Manning
cashmanning2008@yahoo.com
Barbara Ruhter

(402) 461-4041
barb@ruhterauction.com
Hannes Combest, FASAE, CAE
(913) 541-8084 ext 13
hcombest@auctioneers.org

NAA Education Institute
Trustees 2018-2019

Officers

Chair

Thomas C. Jordan, CAl, AARE, ATS,
CES, MPPA

(919) 832-8005

bid007@nc.rr.com

Vice Chair

Philip Gableman, CAl, ATS, GPPA
(845) 635-3169 x100
Philipg103@gmail.com

Trustees

Terms expiring July 2019

Darron Meares, CAl, BAS, MPPA
(864) 642-2196
darronmeares@mearesauctions.com

Trustees

Terms expiring 2020

Beth Rose, CAl, AARE

(419) 534-6223
beth@bethroseauction.com

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

(724) 847-1887

sherm@sherm.biz

Trustees

Terms expiring July 2021

Matt Hurley, CAl, AARE

(717) 729-5501
matt@hurleyauctions.com

T. Kyle Swicegood, CAl, BAS, GPPA
(336) 751-4444
tkyleswicegood@gmail.com

NAA Representative

Jason Winter, CAl, AARE, AMM, CES
(816) 884-1987

jasonbwinter@me.com

Advertiser Index

1-800-The-Sign

America’s Auction Academy.
AuctionTime/Auction Flex.
Basinger Audio Systems

CUS Business Systems

E.R. Munro and Company..
Florida Auctioneer Academy
Galaxy Audio.........cccceunenee.

St. Jude Children’s Research Hospital 25
United Country AUCtiON SErViCes.....cceevueruerieruerierieneeieeneeseeneenne BC
USA TODALY ...ttt 21
World Wide College of Auctioneering 13

Want to advertise in Auctioneer?
Contact. Adam Kenne (913) 563-5421;
akenne@auctioneers.org

APRIL2019 65



66

NAA HISTORY

20

round this time 50 years ago, the NAA
published the list of 107 registrants

from the first official and exclusive
NAA convention July 13-15, 1950, in
Roanoke, VA.

Following is a list of those who attended
the 1950 convention as taken from the
registration roster. Whose names do you
recognize?

AUCTIONEERS.ORG

May 1969: First NAA convention attracts 10/

CALIFORNIA
Col. E.E. Young, Anaheim
ILLINOIS
Col. C. B. Drake, Decatur
Col. and Mrs. Jack Gordon, Chicago
Col. and Mrs. Walter Holford, Edwardsville
Col. and Mrs. Ray Hudson, Morrisonville
Col. and Mrs. Clifton Suydam, Fairview
Col and Mrs. Bert O. Vogeler, Franklin Grove
INDIANA
Col. Dale Beck, Noblesville
Col. R.C. Foland, Noblesville
Col. and Mrs. C. Laird Glover, Crawfordsville
Col. and Mrs. James Liechty, Berne
Col. H. W. Sigrist, Fort Wayne
IOWA
Col. Paul E Bockelman, Sioux City
Col. and Mrs. Theo H. Holland, Ottumwa
Col. and Mrs. Guy L. Pettit, Bloomfield
Col. John W. Rhodes, LeGrand
Col. and Mrs. Wendell Ritchie, Marathon
Col. and Mrs. Carl W. Setterberg, Burlington
MICHIGAN
Col. and Mrs. Henry E Wilber, Bronson
MINNESOTA

Col. Russel Davis, St. Peter

Col. Paul Leitz, Cyota

MISSOURI

Col. and Mrs. William McCracken &

daughter, St Louis
Col. Stanley Wasielewski, St. Louis
NEBRASKA
Col. C. Henry Rasmussen, St. Paul
Col. and Mrs. Adolph Zicht, Norfolk
NEW JERSEY
Col. and Mrs. B.G. Coats, Long Branch
Col. John Potts, North Branch
Col. Herbert VanPelt, Whitehouse Station
Col. and Mrs. Waton VanSciver, Burlington
NEW MEXICO
Col. Dennis L. Moss, Clovis
NEW YORK
Col. Fred Frost, Newark Valley
NORTH CAROLINA
Col. A.T. Baldree, Wilson
Col. Alston Clark, High Point
Col. Robert Mendednhall, High Point
Col. T.B. Palmer, West Jefferson
Col. D.R. Whitaker, High Point

Col. Odell Williams, High Point
NORTH DAKOTA

Col. EW. Sparrow, Washington

OHIO

Col. Ray Austin, Jefferson

Col. and Mrs. John Pfarr, Jr., Richwood
Col. and Mrs. Homer Pollock, Delphas
Col. Claude Wilson, Pleasant Plain

Col. and Mrs. Clyde Wilson, Marion
PENNSYLVANIA

Col. Tom Berry, West Newton

Col. and Mrs. Q.R. Chaffee, Towanda
Col. John E Culler, McConnellsburg
Col. and Mrs. Frank Dira, Latrobe

Col. William R. Guthrie, Glen Mills
Col. Ralph Horst, Marion

Col. CJ. Leiby, Allentown

Col. Sam Lyons, Saltsburg

Col. H.B. Mushrush, Franklin

Col. and Mrs. Lee Pillsbury, Bethlehem
Col. and Mrs. Hubert S. Post, Washington
Col and Mrs. Robert Post, Clarksville
Col. Wayne R. Posten, Stroudsburg
Col. and Mrs. Woodrow Roth, Emmaus
Col. Paul E. Sanger, Myerstown

Col. and Mrs. Charles Smith, Butler
Fol. George H. Wilson, Media

SOUTH CAROLINA

Col. H.D. Bruce, Greer

TENNESSEE

Col. J. Robert Hood, Lawrenceburg
Col. and Mrs. C. Fred Ramsay, Madison
VIRGINIA

Col. D. Frank Crim, Roanoke

Col. D.L. Donnell, Lynchburg

Col. W.O. Donnell, Lynchburg

Col. S.M. Francis, Roanoke

Col. C. Eli Holcomb, Roanoke

Col. and Mrs. Carl Hopkins, Lynchburg
Col. William Lockridge, Staunton

Col. D.W. Meador, Roanoke

Col. J.E. Neikirk, New Castle

Col. Charles R. Schoew, Lynchburg
Col. and Mrs. Foster G. Cheets, Roanoke
Col. and Mrs. Garland Sheets, Roanoke
Col. C.H. Vernon, Marion
WISCONSIN

Col. Babe Brunswell, Evansville ¢
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