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Register now and make connections
at the 2019 Conference & Show

ou will notice that this month’s packet containing

auctioneer magazine is a little heavier than

normal. That’s because registration information
for the 70th International Auctioneers Conference &
Show is included!

I always start getting excited when I see the
Conference & Show materials coming out. This year
will be my 17th year attending—by many people’s
standard, I'm just getting started! But whenever anyone
asks me if they should go, my answer is standard—
absolutely, why wouldn’t ya?

I always get the same answers: The cost is too high. I
don’t know anyone. I don’t have time. I don’t think I can
learn anything I don’t already know. The list goes on ...

But here’s what I know: For me, the cost of not
going is too high. If you don't go, you will miss out
on hundreds of potential connections that can—and
will—end up as business for you. Will it fall in your
lap? No. You have to work to make connections, but
NAA is providing the opportunity for you to network
and make those connections.

For many people, connections happen on the golf
course—it’s where people get to talk and really know
each other. NAA has the Welcome Party. This year’s
opening event promises to be a lot of fun and will be
held on a Mississippi Riverboat. There will be a small
gaming area and fun entertainment. There will also
be plenty of opportunity to catch up with friends,
make new ones and network in the air-conditioned
cabin or the open upper deck. Prefer dry land? There
will be an opportunity to dine and spend some time
before we set sail.

If you are unable to join us for the Welcome Party,
the following three days are packed with educational
and networking opportunities. And if you can’t learn
something from some of the experts coming in to
conduct Learning Labs, or the panels that are available,
I would be really surprised! Educational sessions have
been designed with two primary things in mind: How
can we help you grow your business; or, how can we
help you be more efficient and better at what you do?
Quite simply, we want to help you keep or put more
money in your pocket.

Still not convinced? How about the fact that the
NAA offers the largest selection of vendors and

exhibitors in one place at one time within the auction
industry? From technology and supply vendors to
franchise and support companies—you will be able
to look around and compare services, products and
prices. The leaders in the industry choose Conference
& Show as their preferred venue to showcase their
products and services.

But wait, there’s more—and this is, perhaps, the
best of all—you will meet hundreds of people who,
like you, are passionate about the auction industry.
It is difficult to quantify the value of being with so
many industry leaders, many of whom are likely to
become some of your closest friends. I haven’t found
anything quite like it!

So shake out that packet that your auctioneer
magazine came in and see what you need to do
to make your trip to New Orleans for the 70th
International Auctioneers Conference & Show
happen. Don’t wait; NAA has a limited block of rooms
available, so call or go online at conferenceandshow.
com and make your reservation. Commit to your
attendance and book your auctions around this event.

And, the next time someone asks you why they
should attend the Conference & Show, you can grin
and answer “Well... why wouldn't ya?”

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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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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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

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

@ Auction eNews monthly newsletter

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!

THE MOST TRUSTED WAY TO . THE MOST TRUSTED WAY TO

_SELL REALESTATE * -

E .

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.

Auctioneer issue 3 MARCH 2019 (ISSN 1070-0137) is published the first of every month, with the exception of combined issues in June/July and December/
January, which are published in mid-June and mid-December, respectively, by the National Auctioneers Association, 8880 Ballentine St., Overland Park, KS,
66214-1900. There are 10 issues printed annually. Auctioneer is a means of exchanging ideas that will serve to promote the auction professional and the auction
method of marketing. The views expressed by columnists do not necessarily reflect the opinions of the National Auctioneers Association. Periodicals postage
paid at Kansas City, MO, and additional mailing offices (USPS 019-504). POSTMASTER: Send address changes to auctioneer magazine (NAA), 8880 Ballentine St.,
Overland Park, KS 66214-1900. Copyright © 2019 by the National Auctioneers Association. Materials may not be reproduced without permission.
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@Ng News

Your Association at Work

Education, advocacy and technical content from the NAA

auctieneer

.{/

Welcome to the new
auctioneer

As an auction professional, you

take on new challenges every day.
You innovate. You evolve.

We recognize that in order
to bring you the most relevant,
engaging content, while keeping
you up to date on the latest from the
NAA, auctioneer had to evolve, too.

You will see many of the same
elements you are used to in
this month’s magazine; they’ve
just been given a user-friendly,
consistency-driven facelift.

Because of the new order and
flow, going forward you will easily
be able to reference whatever parts
of the magazine you love most.

As we've looked back at issues
of the magazine from 50 years go,
we were inspired by the auctioneer
logo from 1969. That style, with its
charming lowercase letters and tiny
“the” attached to the “a,” led us to
our new logo. We find it classic, as
well as memorable, and we hope
you do, too.

We're also introducing the
section you see here, called Your
Association at Work, in an effort
to show you that we’re here for
one reason: You.

10  AUCTIONEERS.ORG

State Leadership Conference

In early March, 68 state auction
association leaders from 23 states
convened in Kansas City for the
State Leadership Conference.

Attendees heard presentations
from National Auctioneers
Association CEO Hannes
Combest, FASAE, CAE, and
NAA President Tim Mast,

CAI AARE, on developing and
managing an exceptional board;
and Aaron Traffas, CAI, ATS,
CES, on association technology.
The conference also featured
solution circles focused on
recruitment, retention, young
professionals, and member
communications and benefits.

CCESS

WITH OUR

HNAAPYO

—n
Rncuonees

TEAR ME oy/T!
(oN P-34)

National Auctioneers Week

National Auctioneers Week is
April 29 - May 4. Find the full
schedule of how you can help
promote the auction industry on
the previous page.

For Thursday, May 2, were
asking you to post photos with
your clients and customers holding

the “Success with our #NAAPro”
banner. So, you'll want to get
started taking those photos now.

You will find the banner on
pages 34-35, conveniently located
in the center of the magazine,
which makes it easy to pull out
and take with you.

State auction association
leaders from 23 states
attended the State
Leadership Conference
March 4-5 in Kansas City.

We need
to have
hoards make
the tough
decisions and

be leaders,
not operate
out of fear.

Tim Keller, CAl, AMM,
CES, Pennsylvania,
during solution circles

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.

Correction

Wes Nickum, Billie Jo Schultz,
and Larnecia Smith’s names were
misspelled in the February issue.
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NAA publishes Remote Seller
Sales Tax Informational Guide

In February, the National Auctioneers
Association released the Remote Seller Sales
Tax Informational Guide detailing state-by-
state considerations for auction professionals to
comply with new sales tax laws and regulations.
The following is an excerpt from that guide.

As a result of the June 2018 decision from the
Supreme Court of the United States in the case
of South Dakota v. Wayfair et als., many states
now collect sales tax on taxable items purchased
from outside its state even if the seller does not
maintain a physical place of business in the
state where items are being shipped. State and
even local sales taxes can be assessed on items
purchased from traditional retailers or from
remote sellers, including auction companies,
that ship or deliver outside their home states.

While the Supreme Court’s Wayfair
decision changed 50 years of precedent
by removing the requirement of physical
presence in sales tax collection, it did not
change the requirement that there be a
“nexus” (sometimes referred to as “economic
nexus”) between the remote seller and
the state where products are shipped in
interstate transactions. States and local
taxing jurisdictions seeking to capitalize
on the Wayfair decision have enacted a
variety of diverse and inconsistent laws with
differing thresholds. The Streamlined Sales

12  AUCTIONEERS.ORG

Certified Service Providers

The Streamlined Sales Tax Governing Board has also curated a list of
Certified Service Providers who are equipped to help businesses with
sales tax compliance. CSPs can perform sales and use tax functions on
the behalf of sellers, allowing businesses to outsource many of their
tax administration needs. You can learn more about these providers
and see a list of Frequently Asked Questions at
streamlinedsalestax.org/certified-service-providers.

As of January 2019, these CSPs included:

e Accurate Tax — accuratetax.com | (866) 400-2444

e Avalara — avalara.com | (877) 780-4848

¢ Exactor — quickbooks.intuit.com/sales-tax | (800) 851-8226
® Sovos — sovos.com | (866) 890-3970

¢ TaxCloud — taxcloud.net | (206) 452-1686

e Taxify by Sovos — taxify.co | (860) 532-0829




Education, advocacy and technical content from the NAA

Tax Governing Board is a group whose aim
is to “simplify and modernize sales and use
tax administration in order to substantially
reduce the burden of tax compliance.” It
defines a remote seller as one that generally
“sells products or services for delivery into
a state in which that seller does not have a
physical presence or other legal requirement
to be registered other than because they
exceed the state’s economic nexus threshold”
The sheer number of new and different laws
passed by many states in the wake of the
Supreme Court decision last year means
that many auction companies will now be
required to collect and remit sales tax as they
exceed these thresholds.

On our website, we have provided an
informational guide that covers, in brief,

some things auction professionals should
know and consider in order to comply with
these new sales tax laws and regulations. It
does not fully cover these laws and should
be used as an informational resource only.
The National Auctioneers Association
encourages members to do their full due
diligence by reviewing this informational
guide, doing additional research as needed
and seeking professional tax assistance to
ensure they are meeting all local, state and
federal laws and regulations.

For more information and resources on
remote seller sales tax collection, visit
auctioneers.org > Advocacy > South Dakota
v. Wayfair.

2

Working for you!

From informative how-to
articles to tips for planning
your next federal, state or local
meeting, the National
Auctioneers Association has
many resources to help you
take advocacy to the next
level. Visit auctioneers.org and
click on the Advocacy tab for
more information.

Awtornon
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TEXAS AUCTION ACADEMY

gLt America’s
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Academy""

Dallas, Texas

Former/y Texas Auction Academy

- Recognized as the Leader in Teaching “General Basic Auctioneering” to Future Auctioneers
« Instructors are Champion Auctioneers and Industry Leaders
« Limited class sizes to ensure an optimal classroom experience
« Graduates include International, World and State Auctioneering Champions
- Conveniently located in Dallas/Fort Worth, Texas — Just minutes from both DFW and Love Field Airports
« United Real Estate Group Strategic Partner

out the Door in 24)

1-800-THESIGN.

PVC Post Kit - $9988 with flat caps)

1-800-843-7446

www.1 800TheSign.com

« States requiring additional hours available upon request
« Texas Workforce Commission Approved

The Auctioneer Chant « Salesmanship + Ethics and Professionalism « Bidder Psychology + How to Operate An Auction Company
The Voice + Auction Contracts « Sale Preparation « Online Auctions and Auction Technology - Auto Auctions - Real Estate Auctions
+ Selling Firearms « Antique Gallery and Auction House Operations
Farrmand Livestock + Benefit and Fundraising Auctions + Bankruptcy and Government Sales « Marketing and Advertising including
Social Media + Appraisals - How to Prepare For Your State Test, Professional Associations and so much more!
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¥ AmericasAuctionAcademy.com « 972-387-4200

Podium from $59 |
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State Watch

From left to right: Montana Bid-calling Champion Steven Goedert, 1st Runner-up
Robert McDowell lll, 2nd Runner-up Jayson Shobe, Rookie Champion Daniel Yoder

Montana

The Montana Auctioneers Association held a
state convention Jan. 25-26. A major highlight
of the convention was Tim Mast, CAI, AARE,
speaking on “5 Keys to Successful Auctions” and
“Sales & Negotiating”” He was very approachable
and helpful during the networking opportunities,
which really benefited the attendees.

In the marketing competition, Montana
Auction Company won the Color Brochure/
Poster category. Kinsey Auction Service won
four categories: Postcard, Black & White Ad,
Company Booklet and Website.

Election results

« Kevin Hiller - President

« Nicolas Bennett - Vice President

e Merton Musser, CAI, AARE, AMM, BAS,
MPPA - Treasurer

o Robert McDowell III, BAS - Director

« Reed Tobol - Director

Bid-calling contest results

« Steven Goedert — 2019 Bid-calling
Champion

o Robert McDowell III - 1st Runner-up

« Jayson Shobe - 2nd Runner-up

o Daniel Yoder - Rookie Champion

North Dakota

The North Dakota Auctioneers Association
held its annual convention Jan. 31-Feb. 2, with
64 in attendance.

Highlights
o Andrew Jossund - Bid-calling Champion

14 AUCTIONEERS.ORG

Election results

« CIliff Sanders - President

o Glenn Trautman IT - Vice President
o Scott Erickson - Secretary Treasurer
 Dale Haugen - Director

o Mike Ostrem - Director

o Terry Moe - Director

The Virginia Auctioneers Association state
convention Jan. 11-12 included 120 attendees.

Election results

« Tony Wilson, President

o Clyde “Fred” Wilson, ATS - President Elect
o Josh Puffenbarger - Vice President

o Glenn Graves - Treasurer

o Brian Damewood - Chairman

« Wendy Grimm, AMM - Director

o Amberleigh Wankel - Director

Additional Highlights

o Kelly Strauss, CAI - Auctioneer of the Year

o Ernie Rogers, CAI, AARE, CES, and Cathy
Cole - Hall of Fame inductees

« Harold Entsminger, Jr. - Jake Horney
Memorial

o Sam Thomas - Bid-calling contest, Rookie
winner

o Spencer Williams - Bid-calling contest,
Ringman winner

Wyoming

The Wyoming Auctioneers Association held
its state convention Jan. 10-12. A big highlight
of the event was the speaker - reigning IAC
Champion Emily Wears Kroul.

Election results

« Deb Gay - Director

« Larry Forsberg, GPPA - Director
(re-elected)

« Jim Cooper, GPPA - Director

o Shelley Musser, AMM - Treasurer
(re-elected)

Bid-calling contest results

o Rick Darcy - 1st place

o Justin Biesheuvel - 2nd place and
People’s Choice

« Jacob Gay, GPPA - 3rd place



Minnesota

The Minnesota State Auctioneers Association
attracted more than 150 attendees for its state

convention Jan. 16-19.

Election results

o Dave Thompson, BAS - President
o Tammy Tisland - Vice President
o Cody Aasness — Director

o Jolene Jokela-Veo — Director

« Kevin Maring - Director

Bid-calling contest results

o Scott Mihalic - 1st place

o Andrew Jossund - 2nd place

o Cody Aasness - 3rd place

o Shareif Eisa - 4th place

« Brooke Gillespie - 5th place

o Luke Schubert - Rookie Champion

Other awards

o Pat Ediger - Classic Auctioneer

o Bret Walters - Ring Person of the Year

o Sara Fahey - Auxiliary Hall of Famer

o LeeAnn Vande Kamp - MSAA Hall of
Famer

o Bill Harguth - MSAA Hall of Famer

o Frank Roering - Members Choice

Additional highlights
o A $2,000 donation will benefit the
President’s charity - Young Life

o Twenty-two Ist place plaques were awarded

in the marketing contest for Best of Show

Submit

your news

North Carolina

Jan. 18, 110 attendees visited the Auctioneers

Association of North Carolina’s annual
convention.

Election results

o Rick Lashmit - President

o Troy Hall, CAI - President Elect

o Dustin Rogers, CAI, CAS - First VP
o John Ley, Jr. - Secretary/Treasurer

Additional highlights
o Allen Todd - Bid-calling Champion

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

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

Legal options for auctions with

Feserves

Question: What happens when bids fail to meet the reserve at an
auction with reserve? Can a seller waive the reserve and accept a

bid below the reserve amount?

efore getting to the answer of these questions,
B it is important to remind auctioneers of the key

differences between auctions with reserves and
auctions without reserves.

In an auction with reserve, the seller, in placing
the property up for auction, is merely advising the
public of its willingness to entertain bids. Each bid
constitutes an offer, which the seller is not obligated
to accept. Conversely, in an auction without reserve—
also commonly known as an “absolute auction,”—the
seller, through its agent (the auctioneer) is deemed
to make an offer by virtue of putting the property
up for auction. Each bid made on the property is an
acceptance and therefore forms a contract, subject
only to the contingencies of a higher bid/acceptance
or the withdrawal of the bid made before the fall of the
hammer, i.e., the conclusion of the auction.

So, what happens when the bids fail to meet the
reserve at an auction with reserves? In an auction
with reserve, the seller reserves the right not to sell
the property and can withdraw the property from the
auction before acceptance of the highest bid. See UCC
2-328(3) (“In an auction with reserve the auctioneer
may withdraw the goods at any time until he
announces completion of the sale”). At an auction with
reserve, this generally means the seller may choose to
withdraw the property at any time before the fall of the
hammer. If the highest bid is too low the offer is not
accepted and no contract is formed.

In 2008, the Supreme Court of New Hampshire had
the opportunity to consider what happens after the
auction if the bids are less than the reserve and the seller
wants to complete the transaction. Foley v. Wheelock,
950 A.2d 178 (N.H. Sup. 2008). The essential facts of the
case are interesting. There were two owners of real estate
who decided they could not get along. One individual
filed a lawsuit requesting the court to partition the real

estate. Because they could not resolve their dispute, the
court ordered the property to be sold at a public auction
with a reserve of $179,000. The auction was advertised
and five qualified bidders participated. At the end of the
auction, the high bid was only $140,000. Despite the
reserve of $179,000, the trial court decided to accept the
bid and complete the sale. The other party objected and
later appealed.

The Supreme Court of New Hampshire affirmed the
decision of the trial court. It stated that the law generally
does not prevent “a seller, after having held an auction
‘with reserve’ at which the reserve price was not met,
from subsequently accepting a sub-reserve offer for
his property. In such circumstances, a sale may still be
consummated by the seller’s acceptance of an offer” It
continued, “In other words, while a seller who reserve
price has not been met at auction is under no further
obligation to complete the transaction, this does not
mean the seller cannot subsequently accept a sub-
reserve price” The reserve is established by the seller to
protect the seller, but the seller can waive the reserve.

The Supreme Court of New Hampshire explained:
“A reserve price is not an immovable minimum price
at which bidding must start; it acts only as a floor
below which bids need not be automatically accepted
by the seller” The reserve price limits the auctioneer’s
authority to accept a bid on behalf of the seller but
does not limit the seller’s authority to waive the reserve
and accept a bid below the reserve.

There are some issues relating to documentation and
authority auctioneers should consider. For example, the
best practice would be for any acceptance of a bid below
the reserve price to be in writing. Otherwise, if the seller
later denies accepting a bid below the reserve price, it
exposes an auctioneer to possible litigation. When the
seller is a trust, estate, corporation, or LLC, there could
be questions as to who has authority to make the decision



and sign the document
accepting a bid for less than the
reserve price. For corporations
and LLCs, is the resolution
granting authority broad
enough to include acceptance
of a price below the reserve?
Auctioneers should consider
these issues and adopt policies
and procedures to protect
themselves.

Auctioneers must be aware
of these issues. An auctioneer
does not have authority to
accept a bid that is less than the
reserve price set by the seller,
unless the seller specifically
waives the reserve and decides
to accept the highest bid. <
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INSIGHTS

The Internet Only
Auction Summit was held
February 25-26, 2019.

The cybersecurity panel from the Internet Only Auction Summit included (from left to right):

Internet Only Auction Summit

Cybersecurity

e Internet Only Auction Summit held in late
February in San Antonio hosted a wealth of
information for attendees interested in online

business. One topic that ties directly into actions
currently being taken by the NAAs Cybersecurity
Committee, was of course, cybersecurity. During the
Summit, panelist Scott Gartner from Steffes Auctions
recommended that people never use a hotel’s Wi-Fi, but
instead set up a VPN (Virtual Private Network).

Phil Gableman, CAI, AMM, GPPA, from Absolute
Auction and Realty, and chair of the Summit’s
committee, decided to see what would happen if he did
use it—on one personal and rarely used email account.
True to Gartner’s word, within 15 minutes Gableman
had been hacked and emails were going out to his
friends asking them to send “him” money. As you can
imagine, it wasn't Gableman asking for money but
someone using his email. Gableman knew what would
happen, so he performed his test in a very controlled

environment and nothing in his business was affected.

For many of the 108 attendees, Gartner’s
information was new, and wheels began turning.
The panelists in this session (including Gartner;
Aaron Traffas, CAI, ATS, CES, from Purple Wave,
Inc.; Will McLemore, CAI from McLemore
Auctions; and, Matt Corso, CAI, CES, CEO of
MarkNet Auctions) discussed how to make online
auctions more secure.

The panel discussed how they protect themselves
and their companies against some phishing schemes
and social engineering. Recommendations included
making sure that your company has a staff policy
manual outlining these scenarios, and if in fact a
staff member inadvertently opens an email that is
dangerous, what to do to mitigate its negative effects.

The panelists agreed that it is important for all
auction companies that conduct online auctions to
have cybersecurity insurance. This is simply a cost
of doing business, similar to ensuring that their
businesses are PCI compliant.

Will McLemore, CAl; Matt Corso, CAl, CES; Scott Gartner; and Aaron Traffas, CAl, ATS, CES.
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Traffas noted that he and Corso are on the Cybersecurity
committee for the NAA. Ori Klein from PropertyAuctions.
com and Larry Harb from IT Risk Managers are also on this
committee. Traffas said the committee is working on developing
a self-assessment for auction professionals to identify gaps within
their efforts to minimize cybersecurity issues. The group hopes
to have this assessment complete and to the general membership
before Conference & Show in July.

In addition, Corso said this committee is working on a set of
questions that auction professionals can provide their vendors
to ensure they are hiring the most well-equipped vendor to meet
their technology needs. When the first draft is complete, it will
be provided to the online bidding platforms that are supporting
NAA to obtain their feedback. The committee plans to have this
assessment also ready by Conference & Show. <

Committee members responsible for the content of this program
included Gableman as chair; Robert Mayo, CAl, AARE, AMM,
GPPA; Bryce Hanson, CAl; Larry “Chip” Pearce, AARE, ATS, CES;
Doug Sheridan, CAl, ATS; and Traffas.

Thank you to our event
sponsors!
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INSIGHTS

The Online Only in 2020
iSeries webinar was
hosted by Russ Hilk

on Feb. 6, 2019.

20 AUCTIONEERS.ORG

iSeries Recap

Online Only in 2020

es, we're only three months into 2019, but as far

as online technology is concerned, we need to be

looking at 2020. Russ Hilk, CAI, AMM, GPPA, is
a 15-year NAA member, owner of Fram Fram, a capital
equipment management company, and vice president
of business development at Proxibid. He recently led
an iSeries webinar on online only auctions.

While the focus of the discussion was on the future,
Hilk pointed out that auctioneers are far from late to
the game.

“Auctioneers were actually early adopters of
internet technology,” Hilk said. Ineed, Maxanet,
Proxibid, BidSpotter and others were all around before
Facebook, YouTube and Twitter.

Traditionally, there are two types of online auctions:
white label and portal auctions. White label takes place
on your website so all the traffic and marketing are
pointed toward your assets. Portal auctions include a
bunch of auctioneers sharing a marketplace.

In a white label auction, you photograph and
describe assets, select the number of lots that close
per minute, set bidding increments and the amount of
time you can extend bidding. In an online only portal,
or webcast, it’s a traditional simulcast auction, just
without a live audience. It gives the auctioneer more
control and can be a one-lot-at-a-time experience.

But there is a growing online technology that is a
hybrid of the two: a white label auction where that
inventory also exists in a marketplace.

“If you feel like you have a good buyer base, or you
want your marketing to point back to your business and
your brand, it's something you should consider;” Hilk said.

Hybrid webcasting puts the best of both worlds
together, he said.

“You close one lot at a time sequentially;” he said, “but
there’s an automatic timer. So each lot could be open
for six, 10 or 30 seconds; and if there’s not a bid, that lot
closes and the next lot is immediately in the ring”

An auctioneer can participate if they choose to—chant
along or interact, which is especially useful when the he
or she is an expert in the specific items being sold. They
can also hold an item open for an extra punch.

“This is a really interesting technology that I would
expect to see much broader adoption going forward,”
Hilk said.

Marketing will only grow and change in the future.

“In 1987, 30 lines in the Star Tribune may have cost
$300-$400,” Hilk said. “You can now market at the item

level with thousands of photos through social media
for the same price and reach thousands and thousands
of interested buyers.”

And to add to that, the marketing landscape has
exploded.

“In 2011 you had 150 marketing options on the
internet,” Hilk said. “Now it is more than 5,000.”

With all those options, auction professionals need to
measure where their buyers are coming from.

“When someone is paying their invoice ask them
how they heard about the sale and keep track,” Hilk
said. “The only thing you have to do is go back and
measure the cost of that marketing, how many bidders
you had and then figure out the cost per bidder. I
would encourage you to spend a percentage of every
marketing budget trying something new””

Hilk also suggested that the NAAs Auction Marketing
Management (AMM) designation is not to be missed.

“If you're serious about marketing your auctions—
and you should be—1I can’t recommend strongly
enough the AMM designation from the NAA,” Hilk
said. “It’s taught by true professionals and visionaries
who have their finger on the pulse of what’s working
because they’re doing auctions each and every day”

So what should you have on your radar for 20202

The first thing is American Disabilities Act (ADA)
compliance. From closed captioning for videos, to
alternative text for images, to compatibility of websites
with screen reader technology, the ADA movement is
moving online.

Next, the tax landscape has changed for online sales.
South Dakota vs. Wayfair is something you need to be
aware of.

Finally, check out some auctioneer driven portals.

“I'm starting to see more auctioneer-driven portals,”
Hilk said. “Like a marketplace, but where likeminded
auctioneers are coming together and creating their
own alliance to promote themselves and each other”

With all the options available for online only
auctions, the best advice for any auction professional is
to find the best technology partner for you.

“Only through talking to vendors and finding out
who best fit your needs can you be best positioned for
your company in 2020,” Hilk said. %

To see more from this iSeries, including Hilk's best
practices in 2020, visit auctioneers.org > Education
> jSeries.
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INSIGHTS

Why do credibility issues exist for auction professionals, and what
can be done to address them?

“Credibility is someone else’s idea of what | should be doing.”

ith a business model that deals with
Wnew clients and customers around

every turn, auctioneers are regularly
scrutinized for their credibility. While true
auction professionals know differently,
preconceived notions about the auction
community have tainted public opinion.
This issue persists, in part, because of a lack
of public knowledge about what auctioneers
really do.

“In the past, auctioneers were looked upon
as the person of last resort, to come in and
clean up assets that no one else really wanted
to deal with,” said Craig Fleming, CAIL, ATS,
CES, CEO of Tired Walls. “Our personal
branding was almost non-existent and media
coverage only focused on the fast-talking

—Paul Stanley

auctioneer. We had an image problem and
some people still believe that today”

Rebecca Solnit, author of 17 books and a
contributing editor for Harper’s Magazine,
calls credibility a “basic survival tool;” while
that idea rings true in many professions, it
is paramount for an auctioneer. So, knowing
questions of credibility exist—whether valid in
actuality or not—what can auctioneers do to
combat this everyday battle?

Show your values

In his presentation on Successful Business
Strategies, Tom Saturley, CAL interim CEO of
Trazon Auction Properties, says in order to be
a true auction professional, you should make

NAA offers keys to building authority

NAA networking, designations and education play essential roles in
credibility. But don't just take our word for it.

“Being an NAA member and
fully embracing its resources
has propelled our company's

image and brand, which has, in
turn, helped our credibility. As a
result, | am certain our company
wouldn’t be where it is today
without the NAA network.”
—Sara Rose Bytnar, CAl, AARE,
AMM

22 AUCTIONEERS.ORG

“Over the past several years, we
have seen a resurgence in our
association — a commitment to
help support each other through
education, sharing and legislative
commitment. | believe the NAA,
through their newly designed
education designations, is the first
step in helping to bring increased
credibility to the industry. As a
member of CAl, | also find this

customer satisfaction your top priority. He
said this can be accomplished through doing
more than expected, being true to your word,
communicating effectively, praising your peers
and sharing your knowledge with them, and
finally, keeping a smile on your face.

In other words, it’s one thing to say you
have values and another thing to show them.
Going out of your way to work ethics out loud
can be a huge factor in this industry. Or, as
Saturley puts it: “Ethics determine character;
character determines perception”

However, Rome wasn't built in a day and
character doesn’t magically appear to the
public overnight.

“In many cases it takes a lifetime of doing
what’s right in your community to earn people’s

designation helps to set a person
apart from the crowd. It says to the
general public: | care about you and
my business enough to stay up to
speed on the latest trends in the
world of auctioneering. Achieving
designations from the NAA will
give you the confidence and skills
to serve your clients in a more
professional way.”

—Craig Fleming, CAI, ATS, CES

“My association with other auction
professionals in the NAA has been
one of the keys to my success. | am




trust and loyalty;” Fleming said. “Be on time,
volunteer, raise your hand, do the work, follow
through and praise others each step of the way”

Know your product

Another credibility hurdle auctioneers face
is product knowledge and valuation. Hudgins
stressed that, at a very basic level, auction
professionals must know the product they are
selling and have some understanding of value.

Remember, angling yourself as an expert
when you are not hurts the credibility of the
industry as a whole. In a profession that can
come across as just “selling things,” nailing down
the basics of product knowledge actually takes
quite some time. The best results are achieved
through experience, education and research.
Dive in, immerse yourself, and become the
expert your clients and customers need.

“Continuing education is a must,” Hudgins
said. “Look for every opportunity to attend an
educational class, a conference, a meeting—
anywhere someone is sharing something of
importance to your business and profession.”

Connect with your audience

Branding and marketing are essential tools
for any business. With a multi-generational
audience, auctioneer professionals need to stay
up-to-date on current technologies that assist
their businesses. Understand that people today
don't buy the way people did 50 years go. If
you are struggling in this area, some members
suggest hiring tech- and social media-savvy
young professionals.

“One of the biggest credibility issues
auctioneers face is generational marketing.

constantly challenged by my peers
to not only maintain knowledge

of the market and technology,

but to share my experiences with
others. Today, the NAA offers more
educational opportunities than ever
before. | have taken advantage

of many of the vast educational
programs, conferences, summits and
designation programs. There is much
more for me to do, and | hope to see
many of my peers joining me. Being
a part of the NAA has been very

|

rewarding
—David Hudgins, CAIl, AARE

When you stand before a crowd at a

live auction, how many generations are
represented as bidders in the crowd? How

do you target those potential buyers? If your
current auction marketing strategy is based
on ‘spray and pray, you might be faced with a
credibility issue,” Hudgins said.

Understanding the psychology of your buyer
is also an important tool in regard to marketing.

“For some reason, consumers haven’t
connected the method of auction at a local
level to the same method that’s used to sell
high-dollar assets on a national stage,” said
Sara Rose Bytnar, CAI, AARE, AMM, partner,
auctioneer, broker of Beth Rose Real Estate
& Auctions. “But why is that? I see a massive
culture strategy gap. It all comes back to
branding. Auction buyers are emotional by
nature, so when auction professionals begin
to understand what motivates a buyer, they
can begin to build a culture around its driving
force. When culture is at the forefront of a
company’s brand strategy, credibility becomes
a byproduct of these efforts”

Despite credibility issues lurking around,
Fleming said he believes the professional
auctioneer is making a great comeback. As the
public experiences more true professionals
capable of selling assets efficiently (sometimes
with record-breaking results) and making
big impacts in fundraising for worthy causes,
perception is bound to change.

“People come to us in time of need, they
come to us for help, support and guidance.

It might be a recent passing of their parents,

a divorce, a bankruptcy, large medical bills
pilling up or a number of other life changing
events. If you have built your life and your
business on a solid foundation people will seek

“| display the NAA and Benefit
Auction Specialist logos on all
documents and communications from
my office. | wear this badge proudly. |
make it a point to educate my clients,
prospective clients and the fundraising
community at large about why | am an
NAA member, what a BAS designation
is and why it exists. This has created a
greater understanding of the auction
profession and an appreciation of
the attributes that differentiate a
credentialed, ethical, educated auction
professional.”

—Layne, The Auctionista, BAS

>

you out in their most trying times,” Fleming
said. “I believe the auction business is still one
of the best kept secrets in America”

Credibility begins with ethics. Read the
NAA's Code of Ethics at bit.ly/2EJ3ZLX or
auctioneers.org>About NAA>Code of Ethics.

Layne, The Auctionista, BAS

First-hand Experience

“In my profession as a

Benefit Auction Specialist, my
experience with credibility was
very challenging in the early
years. In Canada, in my area,
the term BAS was unheard of;
there was no language around
this and no data to support
investing in a professional
charity auctioneer to perform a
duty that had otherwise been
performed for free. Over time,
one client at a time, | built
strong, trusting relationships.

| brought critical and game-
changing knowledge to the
table. With integrity and loyalty,
| proved that | was 100 percent
‘on their team.’ Their brand
reputation and outcomes were
top-of-mind. The measurable
outcomes (revenue raised and
guest experience) built the
historical data that proved the
investment into BAS services
was valuable. With education,
lots of face-to-face meetings
and continued professional
development for myself, |
established strong relationships
and became a non-negotiable
asset to the client.”
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elcome to the National Auctioneer’s Association Conference & Show

preview. For the next several months, we’ll be diving in to elements of

the event, including education exploration, tips and tricks for first-
timers, IAC information, trade show showcase, fun to have outside of the event and
everything else you need to know before you meet us in New Orleans.

We hope this special section encourages you to attend the biggest education and
networking event for auction professionals, whether you're a first-timer (Check our
our First Timer’s Survival Guide in this issue!) or a veteran attendee. This issue also
showcases our new Learning Labs—a hands-on addition to the Conference that
is sure to help you run your business in the best way possible. After all, that’s what
we're here for—to help you succeed.

Without further ado, on with the show!
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By Nancy Hull Rigdon

Register now to get your metaphorical
hands dirty for your business

4 xperiential learning—learning by doing—is gaining popularity in
J educational settings. The performance boost for participants that

3 often follows drives the trend.

This summer, the NAA will bring this benefit to Conference & Show
attendees. Called Learning Labs, these hands-on, interactive sessions
for small groups will guide attendees through the process of doing or
creating something. While there isn’t a charge for the sessions, they
are limited to 25 attendees a session. Pre-registration and a ticket are
required to attend.

The idea for Learning Labs grew out of a Conference & Show
committee conversation. Committee Trustee Sherman Hostetter, Jr.,
CAI, AARE, GPPA, CES, explained:

“In a large group, unless you're the person asking questions, it can be
hard to learn certain topics. In a small group, you have the ability to drill
down deeper into a topic and share information among the group in a
really valuable way”

Plus, he said Learning Labs offer one-on-one training in addition to
the hands-on aspect.

“You're always looking for better, more in-depth education. And the
Learning Labs will be great for the new person and seasoned auctioneer
alike,” said Hostetter. He is president and CEO of Hostetter Auctioneers.

Here’s a look at what instructors have in store for their Learning Labs.

Bobby D Ehlert, CAl, AMM, BAS
Record Your Auction!

Q: Why are you excited about Learning Labs?

A% Tlove how bite-sized these courses are and that
attendees will be able to receive the information they’re looking for in an
efficient delivery.

Q: What do you think will be the most valuable part of your session?
A The ease of recording and utilizing video in your marketing and
data capture.

Q: Who is the ideal learner for your course?

A Someone who is intimidated with all of the video options that are
out there and not sure where to start. The learner will be able to walk
away with ideas to immediately implement to help their business.

Mike Fisher, CAl, AARE, ATS, BAS
Contracting & Terms of Real
Estate Contracts

Q: Why are you excited about Learning Labs?
A The Learning Labs will give us the opportunity, through class
participation, to share knowledge in a group setting and build
upon our experience. We will be taking the knowledge of everyone
attending to build better processes for everyone involved, and
they will be able to take something tangible away to immediately
implement in their business.

Q@: What do you think will be the most valuable part of your session?
A= We will focus on documents for real estate auctions, and that will
include listing agreements and purchase contracts—but we will also
discuss terms and conditions. We will take these agreements and build
upon them using the knowledge of each person in the class so that by the
end of the session, we will have documents with content that has been
proven effective through the experience of many auction professionals.

Q: Who is the ideal learner for your course?

A I think it really covers everyone from the beginner to the seasoned
professional. For the beginner, it will give them a starting point, and for
the seasoned real estate professional, hopefully they will walk away with
several ideas that they haven’t thought about before. That is the beauty
of the Learning Labs—combining the experiences of many to better our
industry as a whole.
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TiWanna Kenney, BAS
Creating a Fund-A-Need Pitch

Q: Why are you excited about Learning Labs?
A% Learning Labs will allow us to learn and apply the learnings
immediately. Tell, Show, Do—that’s the foundation of a positive learning
experience. Lecture is great in some settings. I truly feel this format will
be so much more impactful for our industry.

Q: What do you think will be the most valuable part of your session?
A% The instruction combined with feedback from our peers. We all
know that the better we are, the more we elevate our industry.

Q: Who is the ideal learner for your course?
A% Any auctioneer that is seeking to become more compelling with their
language, especially those who raise funds for non-profit organizations.

Tim Luke, CAI, BAS, MPPA
Managing Stress

Q: Why are you excited about Learning Labs?
A To me, the Learning Labs are all about the
takeaways—the information, strategies and techniques that people can
do right now to make a difference in their lives. It is always the little
tweaks we incorporate in our lives that make the biggest changes.

Q: What do you think will be the most valuable part of your session?
Az My course is called “Ways to Live a Better Life.” I want to provide
individuals with basic how-to and “try this” advice along with quick
fixes for everyday situations. The valuable part will be the information
on tackling the roadblocks in the participants’ lives that hold them back
from their best life. If it is stress, we'll go through how to deal with it. If it
is feeling overwhelmed, I'll provide a how-to on overcoming it.
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Q: Who is the ideal learner for your course?

A Participants ready to be challenged, open to making changes

and thirsting for self-awareness. Anyone who is feeling stressed,
overwhelmed, overworked, looking for life’s meaning or eager to make
some life changes make for an ideal learner for the course.

Billie Jo Schultz,

CAl, AMM
Google AdWords

Q: Why are you excited about Learning Labs?

A Pm excited to share the benefits of Google Ads and, through a
hands-on experience, show other auction professionals how they can use
it to promote their business and individual auction events.

Q: What do you think will be the most valuable part of your session?
A The hands-on approach is most definitely the valuable part of

this course. During the Learning Lab, we will be able to walk auction
professionals through the actual set-up of a Google Ads campaign.
This will provide them with the experience needed to do it themselves
in the future.

Q: Who is the ideal learner for your course?

A The auction professionals looking to further understand how Goo-
p g

gle Ads works and how to utilize it in their auction business.

John Schultz, AMM
Tracking Your Marketing

d
Q: Why are you excited about Learning Labs?

A 1t will give me as an educator an opportunity to teach a more
advanced topic in a classroom setting where the learners and I can
get hands-on with the topic rather than just conceptual.

Q: What do you think will be the most valuable part of your
session?

A% The ability for learners to walk away having taken the steps
necessary to implement the education.

Q: Who is the ideal learner for your course?

A An individual that uses Google Analytics as a part of
their marketing analysis, who is looking to take the analysis
to the next level with advanced analytics and tracking
features, including goal setting and tracking based on a
variety of factors such as device type, marketing type and
user type. %*

Register for Learning Labs at conferenceandshow.com.

Nancy Hull Rigdon is a freelance writer in Colorado.



C&S catapulted’ Mike
Witten’s career

By Nancy Hull Rigdon

& ntering Conference & Show (C&S) last year, Mike Witten was a
J few months into his auction career. His goals for the event included

3 learning how to get into contract auctioneering, improving his
chant and getting up the nerve to approach what he called “the YouTube
rock stars”—bid-calling champs hed watched and admired from afar.

The result? He shattered his own goals, and he attributes the
experience with setting him on the path that led to a celebrated first year
in auctioneering: Since C&S, he’s won championships in Missouri and
Iowa auctioneer association competitions. The connections he made at
those competitions and the NAA’s Conference & Show have grown his
contract career. =

“Without a doubt, attending the NAA’s Conference & Show catapulted
me to where I am today;” Witten said. His business is M/W Auctions in

Y Trenton, MO.

The Fun Auction at Conference & Show was pivotal for Witten.

“Want to get up and sell?” he was asked. Out of fear of failure, he
debated saying no.

“I decided there was no way I.was going to get that kind of
opportunity and not take it,” he said.

He sold old, classic issues of Auctioneer magazine.

“There was this.camera pointed at me, and I thought, Holy cow, this is
intense,” he said: '

Afterward, multiple members came to him to pay compliments and
asked for his business.card. He also received helpful critiques. One of
those conversationsled to him securing an upcoming contract auction
job on the East Coast.

“I'm going to New York this spring because I had the courage to get
up there,” he said.

From attending the NAAs International Auctioneer Championship
(IAC) competition and talking to other members, Witten learned what it

 takes to win bid ‘c'alling championships.
“Going in, 1 thought it was about having the best chant. But I
learned it is about bemg a great auctioneer and professional all
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Mike Witten (left) networking with fellow NAA members
Jennifer Gableman, CAl, ATS, and Courtney Jo Weaver at the
2018 Conference & Show.

around. It’s about who will represent the industry and the association
the best,” he said. ;

NAA members encouraged him to compete in state competitions
to gain experience, so he joined the Iowa and Missouri auctioneer
associations. He won the Iowa Rookie Bid-calling Championship. In
Missouri, he won the Ringman Championship and reached the final
four in the Bid-calling Championship. He now sits on the Missouri
Professional Auctioneer Association’s board.

“That was all because of what I learned from the NAA,” he said. “I
knew not to go up there and rattle. I thanked the people and the )udges
first and prioritized interview questions.”

He added, “Winning these competitions has kicked up the dust on

contract auctioneering. People watch me compete; and then we start
talking business” \

How did it go with those YouTube rock stars? He learned they were ‘
just as excited to talk to him as he was to talk to them. He was surprised
and grateful for all the advice they willingly passed along.

“I was viewing them as movie stars, but turns out, they’re not much
different than I am when you meet them,” he said.

Witten serves on the C&S committee this year, and he’s looking forward
to returning. During this year’s event, he plans to network as much as
possible and, again, stretch his comfort zone to further his career.

“Last year, the benefits of attending more than paid for my trip. And
I'm sure this year will be the same,” he said. o

Nancy Hull Rigdon is a freelance writer in Colorade:
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Top 10 things to be sure to

do at Conference & Show
(compiled from our super-scientific Facebook poll)

Plan out your day. You can‘t make it to everything.

Be selective of what you attend, and don't be afraid

to go elsewhere if the session is not what you

expected.

Get involved and volunteer: Try the election

committee or be a ringman for Auction & Appetizers

Bring a lot of business cards

Meet all the vendors; you will eventually need their

number.

Take a designation class at Pre/Post Conference

Education

Enter the IAC

Attend the Welcome Party

Go to the First Timer’s Breakfast

Network, network, network.

* Don't be shy, introduce yourself to as many people
as you can—multiple times.

® Ask an NAA staff member to introduce you to
someone.

* Know that some of the best conversations happen
in the hallways between sessions.

¢ Eat with people. Dine with your colleagues. Get
drinks with people you just met.

¢ Understand that many of the big names and people

who seem to know everyone are regular people,
people who have their own challenges and things
they want to improve. Ultimately, they want to
share their knowledge and help you. Just ask!

e Follow up with people you meet after the event.

* Finally, wear your first-timer badge and be prepared

to be adopted into the best family around!

) J
~

Q&A WITH A VETERAN

Bryce Elemond, CAIl, BAS

1. What made you come to
Conference & Show for the
first time?
| made a decision to attend
my first C&S in 2014 because
| knew that | would gain
lifelong friends and valuable
knowledge in the classes that | engaged in. |
started my career in 2013 and had not been a
member long enough to make up my mind to
attend my first year. | needed to work rather than
spend time away and spend money so early in my
career. After speaking to many other people in the
profession, | soon learned that | needed to make
time to attend so that | could take advantage of
what the NAA could offer me in the way of making
contacts that later turned out to be contract work
that really paid for my conference and more.

2. What makes you want to keep coming back?
| have been able to make many friends and grow
relationships that have provided me opportunities
to work with other professionals. The classes | sat
in on have also helped me conduct my business
with fewer mistakes by learning from others what
failed them or set them back.

3. What are the benefits for someone who hasn’t
attended before?

Social media give us great opportunities to meet,
follow and learn from professionals all across the
country. | have then been able to meet with them
face to face at Conference & Show, engaging in
personal and professional conversations that have
cultivated into work. That has given me the chance
to move faster through my business.

4. What are you looking forward to most for this
year's event?

| am excited to make my debut as a contestant

in the IAC this year. In the past, | felt | was not
seasoned enough to get up on the stage and
compete with some of the finest professionals in
the industry. | have since learned that in order to
get better | need to compete and gain confidence
and maturity by being on stage in front of my peers
(and the many that view online). Education is also

always at the front of my list, as | gain so much more
confidence in hearing how to make my profession
stronger, and also what | can do to help keep the
auction method alive and push the core values that
make our industry valuable to our customers.

~————
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Kelly Strauss, CAl

1. What made you come

to Conference & Show

for the first time?

| wanted to broaden

my auction experience,

meet and speak to other
auctioneers from across the country, and get
involved with the NAA.

2. What makes you want to keep coming
back?

Once you attend your first C&S you get
hooked and you don't want to miss anything.
| always look forward to renewing friendships
and relationships that | have made because
of the NAA and keeping up with our ever-
changing technology and education.

3. What are the benefits for someone who
hasn't attended before?

Education, forming relationships with other
auctioneers, getting immersed in the auction
profession, world and experience.

The standard of excellence in the
auction industry! References Nationwide!
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4. What are you looking forward to most for
this year's event?

New Orleans, fulfilling my first year on the
NAA Board, finding out what’s new in the
auction world, and what can | take home that
| can use in both my personal and professional
life. I'm looking forward to meeting first-time
attendees and helping them and their families
have an experience that makes them want to
get involved with NAA and come back to the
next C&S.

One final note: Get involved, Participate in
the Fun Auction. Enter the auctioneer contest.
Don't stand back, C&S is a once-in-a-year
opportunity for you to change your life.

NEXT ISSUE

In April we'll check out the IAC, learn

how to utilize Communities of Practice
throught Conference & Show, and take
a closer look at education.
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COMMUNITIES OF PRACTICE

Overcoming a
fear of public
speaking

Try these techniques next time
you face the fear of the mic

By James Myers

36 AUCTIONEERS.ORG

ome people have an intense fear of

clowns, while others are terrified of

flying or of small spaces. But one
common phobia that many people share is
a fear of public speaking—or glossophobia.
For auction professionals who are often put
in a position where they must speak in front
of a crowd, dealing with glossophobia in a
constructive manner is a must.

Tim Luke, CAI, BAS, MPPA, an auctioneer
with a background in antiques and
collectibles, fine arts and benefit auctions,
has appeared on HGTV, and as an expert on
Today, Oprah, The View and Good Morning
America, among others. Most importantly,
Luke has extensive knowledge in public
speaking and has great tips for helping people
who experience glossophobia.

“We’re talking about fear,” said Luke, who
has an acronym for two ways to approach

EE.A.R.: Forget Everything And Run, or
Face Everything And Rise.

Luke explains that the body’s reaction to
fear is not that different from its reaction to
excitement. Those who interpret the feeling
as fear are more likely to run, while those
perceiving it as excitement will rise to the
occasion.

“The choice is yours,” he said. “How many
times do we allow our body to make the
choice as opposed to our minds?”

If you've experienced anxiety in front of
a crowd you know the symptoms: fast heart
rate, sweaty palms, muscle tension, the urge
to flee the scene, dry mouth, shaking hands
and voice—the physiological response can
be dramatic.

Fortunately, Luke has several tips
that help presenters overcome those
physiological reactions while giving them
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COMMUNITIES OF PRACTICE

the tools to assist in presenting
their best selves so the
\‘ presentation will be a success.
e That initial fear that
speakers feel in the moments
leading up to facing the
audience is often followed
by a series of thoughts that
take the presenter into a “fear
spiral,” so Luke recommends
taking control by surveying the room:
Find five things you can see; four things
you can touch; three things you can hear;
two things you can smell and one thing you
can taste.
“What this does is called grounding,”

Luke explained. “You're getting out of

your head”

Breathing exercises also assist in
calming down the body and mind. Luke
recommends breathing in through the nose
while focusing on relaxing the body, and
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breathing out through the mouth while
smiling.

“The act of genuinely smiling changes
your body’s chemistry,” he said.

By grounding yourself, breathing and
smiling, you’re presenting your best self,
which is another step in being a good
presenter—you're focused not solely on
the content of your words, but how you
present them to the audience and are clearly
communicating a message.

Perception is also important, Luke
said, especially the ability to change your
perception of something you might find to
be negative, but then have the ability to see
the positive.

“Without change there is no progress,”
Luke said, adding that when we are open to
changing our perceptions, “that’s when the
magic happens, because youre not doing it

the exact same way—you'’re open to change.”

Don'’t be the victim of negative self talk.

People who do this will talk themselves into
fear, and they’ll spiral down instead of rise up.
“You’ll talk yourself into negativity and

fear, or you’ll talk yourself into success,
growth and the most incredible presentation
you've ever done,” he said.

Engaging the audience is important in
just about any public speaking situation,
but it is also a step in the right direction for
those who are feeling anxiety and need to
unlock the knees, take that first step forward
and breathe. It’s also a way to excite the
audience—even if you're engaging directly
with a select few people in the crowd—there
is a psychological effect that engagement has
on the crowd as a whole, and they feel more
involved.

Finally, it’s as true when you ask, “How
do you get to Carnegie Hall?” as it is when
you talk about how to succeed at public
speaking: practice, practice, practice.

“Whatever it is that is thrown at you,”

Luke said, “you’ll be able to react easily,
because you prepared”

Luke said that while these tips are a good
start, there is no “magic bullet” when it
comes to mastering public speaking and
overcoming fear. He recommends going
through the Interpersonal Communications
for Auction Professionals (ICAP) designation
(offered this year at Pre/Post Conference
Education), and getting involved with
Toastmasters International, an organization
that helps people practice public speaking,
improve communication skills and build
leadership skills. ¢

James Myers is a freelance writer in Oregon.
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COMMUNITIES OF PRACTICE

Contractor for Hire

Tips for contract auctioneers from those who've been around the block

By James Myers

hether you're fresh out of auction

school or have been slugging it out for

years and want to boost your business,
veterans of the auction industry have some
advice for contract auctioneers.

It's all about relationships

Doak Lambert, CAS, became an auctioneer
in 1988, struggling in the first few years to
get his name out there. He worked purebred
livestock auctions, but “wasn’t killing it yet.”
Hed been a member of the Texas Auctioneers
Association but had never gone to one of
the state conventions. He finally attended

40 AUCTIONEERS.ORG

one, traded business cards with many fellow
members, entered the competition and learned
that making it in the auction business required
establishing relationships.

“You've got to develop some relationships,”
Lambert said. “People have to have some
confidence in you that they know you can do
the job before they’re going to hire you as a
contract auctioneer”

It was because of that first convention, where
he met a gentleman from Houston, that he
evolved to sell more outside of livestock auctions.
He got a call inquiring if hed ever sold cars. The
answer was “nope.” But he tried out for the job,
and today, he’s doing six auto auctions a week.

“It started with that relationship with that
individual,” he said.

Most auctioneers will diligently practice
their chant and work to enhance their stage
presence, but to consistently land jobs, it takes
more than an impressive presence. That’s
something Kurt Johnson, CAIL BAS, can attest
to. He operates a successful benefit auction
company out of the Midwest and relies on a
large team of individuals who operate like a
well-oiled machine.

When he’s looking at individuals to hire,
he’s not necessarily looking for the auctioneers
lighting up the stage at competitions. In fact,
he’s seen some that have an excellent chant



and charisma. But for Johnson,
without the right character and
demeanor, it’s a no-go situation.

“Our approach is we want
to see people;” Johnson began,
“not just as auctioneers, but how
they behave as human beings,
how they handle themselves
at dinner, how they handle
themselves at night, with their
family, because we need to know
they are good people”

Furthermore, contract
auctioneers who are persistent
in their efforts to land a job
impress Johnson. For example,
if he’s approached once about
work and never hears from that
person again, he’s not going to
reach out to them.

“If you contact me twice, I'll
pay attention,” he said. “It’s the
twice and thrice without being
pushy (that matters)””

Face-to-face

interaction

Getting face time with people
is what works for Lambert, and
it's something he’s witnessed

younger auctioneers fail to our edge is n0t saVi“g We,re t00
take advantage of. He'l even big to take the little ones. It’s

drive around cattle lots with

potential employers to gain their ahout the ves—yes we Wi". No

confidence.

“Younger competitors arert matter what, we’ll help you.

willing to spend the time,

money and resources to go see

these people,” he said. “They’ve

got a beautiful chant, they’ve

won some contests, they’ve got

a big buckle and an ad in The

Cattleman Magazine and they don’t know
why their phone isn'’t ringing off the wall with
people trying hire them?”

Education and integrity

Successful contract auctioneers are also well
educated in their field. Lambert, for example,
nearly became a veterinarian after college and
always wanted to work with livestock. Jack
Christy, CAL BAS, CES, MPPA, looks for
auctioneers who “know value” And because

Kurt Johnson, CAl, BAS

they might be selling railroad equipment one

when mom dies, you're selling
the stuff that was very near and
dear to her”

No job too small

Johnson has learned from
some of his clients that his
competitors gave him the
reputation that he doesn’t
take “small” benefit auctions.
However, Johnson says his
willingness to say yes to an
auction that might only bring in
$4,000 is what has given him the
opportunity to work auctions
that rake in seven figures.

Saying “yes” to just about
any type of work is something
contract auctioneers can use
to gain experience, but also to
build a client base that one day
could be massively profitable.

“Our edge is not saying were
too big to take the little ones,”
he said. “It’s about the yes—yes
we will. No matter what, we'll
help you”

It's worked for Lambert,
as well. He'll work four-lane
auto auctions and 23-lane auto
auctions. Saying yes to work
on a consistent basis, visiting
people, no matter how far away,
to make a connection and see if
they have work—it’s what can
get you to the top of the call list
when someone needs help.

“If you’re known to be
available and have made
yourself known,” he said, “you’re
going to be front of the line

»

when that occurs.” %

day and guns the next or wild game the day
after, his company interviews individuals very
carefully to see how they might fit in—not just
as experts in their field, but as individuals who
can perform well under pressure in a hectic
auction situation.

“What catches my eye is somebody that
can sell,” Christy said, “and has the integrity
and the patience to work with people. We're
working with people who have personal
property with a lot of sentimental value—

James Myers is a freelance writer in Oregon.
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Appraisals for
the IRS

For donations and estates,
consider these factors for
the IRS

By James Myers

42 AUCTIONEERS.ORG

s an auctioneer, youre no stranger to

doing appraisals for your clients. But when

it comes to doing appraisals for donations
and estates that the IRS will scour over, you're
entering into a whole new level where every “1”
must be dotted and every “t” crossed.

For example, the IRS requires that
appraisers offer “clear, convincing and
compelling support of the value conclusion.”
This means you're providing all of your market
analysis and your scope of work that leads up
to your value conclusion.

Rich Schur, CAIL BAS, MPPA, an instructor
for the NAA’s Graduate Personal Property
Appraiser (GPPA) designation, said that
appraisers who are accustomed to doing
industrial appraisals might have a sentence or
two in their report about market trends and
market analysis, but for the IRS, you need to
be exhaustive in your documentation.

“What are the trends and what data do you
have to support it?” Schur said. “Because the

more you, in essence, overwhelm them with

all this data, the less they’re going to go, ‘Well, I
have questions’ Ultimately, we don’t want them
to question where we came from; they want to
follow our path and go, ‘Okay, that makes sense.”

Before you can jump into an appraiser’s
shoes, there are requirements that must be
met. The IRS requires that you have earned
an appraisal designation for a recognized
professional appraiser organization or have
met minimum education and experience
requirements. Furthermore, you have to
regularly prepare appraisals, for which
you are paid, and demonstrate verifiable
education and experience in valuing the type
of property being appraised, according to
treasury regulations.

Disqualifying factors include doing an
appraisal for family, friends or someone with
whom you have a close relationship, as this
can create a bias that will cause some red flags
to go up with the IRS.



The IRS requires that appraisers offer “clear, convincing and
compelling support of the value conclusion.”

Tim Luke, CAL BAS, MPPA, an instructor for the GPPA designation,

has a mantra in regard to keeping a comfortable distance from
appearing biased, and that’s to practice being “IIO:” Independent,
Impartial and Objective. Furthermore, the appraisal will have a section
that requires the appraiser to prove they’re qualified.

“If you can maintain that,” he said of being independent, impartial
and objective, “that’s what you want to showcase (in the appraisal).”

In regard to providing documentation on fair market values, Megan
Mahn Miller, MPPA, also an instructor for the GPPA designation,
sites the treasury regulation regarding fair market value that all
appraisers need to follow.

The auctioneer who earns a GPPA designation proves that they
are qualified as property appraisers who adhere to strict standards of
practice and code of ethics. This designation can be a clear indication to
potential clients that you have the knowledge, skills and talent to provide
an extremely thorough appraisal. For more information, visit the NAAs
GPPA designation site at auctioneers.org/naa/education/GPPA.%¢

James Myers is a freelance writer in Oregon.

“The fair market value is the price at which the property
would change hands between a willing buyer and a willing
seller;” she said, “neither being under any compulsion to buy or
sell and both having reasonable knowledge of relevant facts”

Luke points out that the second part of that regulation
addresses the fact that you have to pull your data from the
proper marketplace, because with personal property, there are
multiple levels of markets that must be considered.

Many of these appraisals will be related to non-cash charitable
donations. Miller says inspections of the items being donated are
important, and when she is working on one that will be reviewed
by the IRS, she will only make inspections in person—not via
photograph. Furthermore, if that item is a piece of art worth
$50,000 or more, it will trigger the IRS’s Art Advisory Board,
which will charge an appraisal fee of $1,500 per item. However,
the appraiser can choose to assume the risk and make the
appraisal on their own.

Some changes that went into effect last year will impact who
will be required to undergo an estate tax appraisal for the IRS,
which in turn impacts appraisers. Due to the tax overhaul bill,
which was signed into law December 2017, the amount of
money that is automatically exempt from federal estate taxes
doubled. That means individuals who have $11.2 million or
less in their estate, or for married couples with $22.4 million or
less, aren’t required to have their property appraised before it is
dispersed to heirs.

Luke said that the caveat to that is that many heirs will go ahead
with the appraisal to determine the actual value of the estate.

“They may not need the appraisal for the IRS,” Luke said, “but

they may need for equitable distribution amongst the heirs”
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FACES OF NAA

Dan Newman,

1. What sparked your interest in
becoming an auction professional?

The idea that I could own my own business—
and it incorporated many of the skills I already
possessed in terms of business development,
networking, sales and marketing—was very
appealing. I had always considered myself a bit

of a closet entrepreneur and was just waiting for
the right opportunity to break out. When I finally
took a real, serious look at the auction industry; it
just sort of clicked that I could develop something
brand new in my market out of an industry that
had been around for years. T had fresh blood and
insight into how things could evolve and grow

if given the right opportunity with technology,
networking and business sense—along with a
desire to just want to help people.
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Q&A

2. What road did you take to get
there?

T attended the Missouri Auction School to

get certified as an auctioneer and completed
training for the Certified Appraisers Guild of
America so that I could learn personal property
appraising. I also joined the NAA, earned my
BAS designation and plan on earning others
like AMM, CES, GPPA and eventually CAI

3. Were there any challenges you
faced?

Yes, building a business from scratch and
establishing all the systems and processes
to get things running smoothly is a never-

ending marathon. Bringing the right people
on board for my team and establishing

the key industry support partners for my
business, while still learning the industry,

is an exciting challenge. Working in my
business and on my business at the same
time is a fun balancing act. We have to
auction off estates and bid call/emcee
charity auctions to earn enough working
capital for the company, while also focusing
on investing in technologies and equipment
to build our brand and grow our audience
of buyers and sellers. We need to have the
right tools and assets in place so that when
opportunities present themselves, we can
take on that work. As the business owner, I
also have figure everything out from scratch:
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from hiring new people, to payroll and

time keeping, to insurance, to marketing,

to shipping logistics, to certifications for
myself and the business, to website and
social media implementations, to warehouse
facilities, to commercial fleet vehicles,

to business development and contract
negotiations, to HR and customer services
departments, to computer and phone system
technologies. The never-ending list goes on.

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

Yes, I got into it with a desire to just be a benefit
auctioneer specialist, and now my business

has evolved into charity fundraisers, estate
sales, business liquidations, personal property
appraisals and being a marketing professional.

5. Why do you love what you do?

Because it’s mine! No one was ever going to
hand me a business on a silver platter and
tell me good luck and to be on my way. So, I
finally realized that if I ever wanted to own
anything of value, I would have to go out
there and hustle and create it from nothing.
Everything we have done so far is in part
due to my efforts or the efforts of those that
I have brought on board. It feels good to

be able to help people through sometimes
tough situations in a way that they come
out better for it on the other side. Plus,

if I can learn new things every day, meet
and talk to new people, develop new skills
or opportunities for myself and those on
my team, or build new relationships, who
wouldn’t love that?!

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

Get your marketing right! There are thousands
of ways to cut/divide the marketing pie and a
million different pieces of the puzzle to try to
fit together and figure out for our companies’
messages. We as auction professionals need
to make sure the biggest slices of that pie are
proving effective for growing our companies
and capturing the right buyers and sellers.
All those pieces of the puzzle should form
the clearest picture possible in terms of broad
reach of targeted individuals, consistent
relevant messaging and engaging content for
our clients and customers.

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

The NAA has provided me with connections to
professionals that I need to learn from to better
improve my skills as an auctioneer and business
owner. It provides programs like the designation
courses and introduced me to companies with
resources to help grow my business—whether
through consignment travel packages for
fundraisers, online cataloging/clerking software
or mobile bidding platforms—which are all now
the lifeblood of my company, and how we do the
volume and type of work that we do. %

Dan Newman has been an NAA
member since January 2018. Contact
him at dan@alaskapremierauctions.com.
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here will always be a need for the live
Tauction experience, but most auction

houses have sought out a way to give
their sellers and buyers an online experience
that fits their needs. That’s something
Norman Finkelstein realized after three-plus
decades working with auctioneers at plant
machinery auctions, and he knew whom to
call to help him establish a valuable service—
his son. Scott Finkelstein grew up around the
auction industry but established himself in
a different industry, developing cutting-edge
business software.
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Vendor: NextLot

NextLot's auction software has been helping auctioneers for 12 years and counting
By James Myers

Based in Raleigh, NC, NextLot was
established in 2007 after about a year in
development. It has provided online solutions
for more than 21,000 auctions to date, selling
$20 billion-plus in assets.

“When the internet came around,’
Finkelstein said, “(my dad) noticed a need
to bring brick and mortar auctions online,
but to do it in a way that auctioneers could
retain their data and would be able to hold
auctions on their own sites, so they didn’t
have to share their most valuable asset with
their competitors.”

Finkelstein knew how to make software
easy to use for the average person, and with
his dad’s auction industry background,
they put their heads and skills together and
NextLot was born.

They started with a prototype, never
taking any outside money—just taking the
bootstrap approach. But they did take advice
from the people they knew in the industry.
They asked the question: What do auction
professionals want to see in an online
platform that could help them improve their
businesses?
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“We focus-grouped it and
showed it to a bunch of friends
in the industry and started
to get customers right away;’
Finkelstein said. “We worked
with auction companies to
tweak the product and develop
features that people thought
would be valuable”

One of the biggest
differences between NextLot
and competitors is that NextLot
is a privately branded auction
platform; the company doesn’t
list customers’ auctions side-
by-side with competitors on a
public platform. Rather, clients
use the platform to list their
auctions on their own websites.
This provides a branding
advantage because the site
platform is consistent with the
design of the client’s website.

“We like to let them do what
they do best,” Finkelstein said,
“which is go out and find assets

because phones couldn’t
accommodate it. Today, two-
thirds of our traffic comes off a
mobile device”

The evolution continues as
NextLot develops its platform
for people who want to build
their brand, have ownership of
valuable assets such as bidders
and their data, and desire to run
online auctions in a seamless
and intuitive way, giving bidders
a user experience they will truly
enjoy. Furthermore, NextLot
offers solutions that cover
bidding, accounting, clerking
and cataloging. Finkelstein said
they can build software solutions
for any aspect of the auction
process that the client needs.

“We've brought a lot of
innovations to the industry, and
we've been the first to do so,”
Finkelstein said. “We definitely
have seen that the speed of
technology has increased—we

and sell them, and allow us to Scott Finkelstein (left) and his father Norman Finkelstein are the stay ahead of the curve and

do what we do best, which is to
run the technology for them in
the background and take that
burden off their head”

Of course, much has changed since the
company launched, most notably the use of
mobile technology. Now, users spend more
time on the internet using their mobile phones
rather than laptops or desktops. NextLot
developers began designing a platform that

CEO and president of NextLot.

made their solution mobile responsive, which
led to NextLot becoming the first to offer
mobile bidding. The company also builds
branded mobile apps to assist clients in
enhancing brand identity.

“When we started,” Finkelstein noted,
“there was no such thing as mobile bidding

keep trying to push the industry
forward” %

Check out all that NextLot can do at
nextlot.com. Contact them at:
info@nextlot.com.

James Myers is a freelance writer in
Oregon.
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Mecum auctions starts 2019 with
$133.8 million in sales

ALWORTH, Wis.—Feb. 5,2019—
Mecum Auctions kicked off its year
with its highest-grossing month to date Ao .. I
this January. After the close of the company’s - 008
annual Kissimmee, Florida, auction and the : o W

28th annual Vintage and Antique Motorcycle Ly L zsadall

Auction in Las Vegas, total sales for January oy
2019 reached $133.8 million. In all, Mecum
offered a mind-boggling 7,517 lots of collector
cars, motorcycles and Road Art in January
with an amazing 6,267 hammering sold for an
83 percent sell-through rate.

Mecum’s annual auction in Kissimmee,
the largest collector-car auction in the world,
continues to grow each year. This year’s event,
held Jan. 3-13 at Osceola Heritage Park, saw
nearly 3,500 classic and collector cars cross the
auction block and 2,328 change hands for a 72
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percent sell-through rate and $107.5 million in
overall vehicle and Road Art sales.

Kissimmee 2019 saw the hammer fall
on the most valuable Mustang ever sold at
public auction. In a flurry of eager bidding,
the one-of-one 1967 Shelby GT500 Super
Snake’s(Lot F124) final sale price climbed to
a whopping $2.2 million. [Complete top 10
sales list below.]

Mecum’s Road Art division also had its
most prolific month to date for consignment
auctions with more than 4,000 items crossing
the auction block in January. Road Art in
Kissimmee featured 17 private collections
and a separate stage exclusively for auctioning
Road Art, and the Vegas event boasted a newly
discovered investment-grade estate of Indian
Motorcycle collectibles.

In all, the January Las Vegas motorcycle
auction this year reached an unprecedented
$26.3 million in overall motorcycle and Road
Art sales, an increase of 87 percent over the
previous record-setting 2018 auction. Held
Jan. 22-26 at the South Point Hotel and
Casino, the world’s largest motorcycle auction
achieved a 91-percent sell-through rate as
more than 1,340 motorcycles hammered sold.

Highlighted by Sweden’s MC Collection
of 230 masterpieces of motorcycle history,
the auction elicited excited and aggressive
bidding resulting in strong individual sales
across the board and a top 10 sales list of
exclusively six-figure sales.

The auction’s top two sellers were both of
the extremely rare Crocker brand; the first,
a1939 Crocker Big Tank (Lot F111) demanded
a jaw-dropping $704,000, while its little
brother, a 1937 Small Tank 61-25 (Lot S151)
reached a selling price of $423,500.

The complete top 10 collector-car sales at
the Mecum Kissimmee 2019 auction include:
1. 2014 Ferrari LaFerrari (Lot S114) at

$3,300,000
2. 1967 Shelby GT500 Super Snake (Lot

F124) at $2,200,000
3. The 1969 L88 Corvette Offering (Lot

F151) at $990,000
4. 1930 Duesenberg Model ] Torpedo

Phaeton (Lot S103) at $935,000
5. 1969 Chevrolet Camaro ZL1 (Lot S171)

at $495,000
6. 1954 Chrisman Bonneville Coupe (Lot

5149) at $484,000
7. 1966 Shelby GT350 Fastback (Lot

F101) at $440,000

8. 1955 Imperial Convertible (Lot F98) at
$418,000

9. 1963 Chevrolet Corvette Z06 (Lot
S174) at $396,000

10. 2005 Ford GT (Lot S224) at $352,000
The complete top 10 motorcycle sales at the

28th annual Vintage and Antique Motorcycle

Auction include:

1. 1939 Crocker Big Tank (Lot F111) at
$704,000

2. 1937 Crocker Small Tank 61-25 (Lot
S151) at $423,500

3. 1925 Brough Superior S5100 Alpine
Grand Sport (Lot F123) at $357,500

. 1912 Henderson Model A (Lot F115) at

$302,500

. 1975 Ducati 750SS Green Frame (Lot

S126) at $247,500

. 1925 BMW R37 (Lot F147) at $220,000
. 1913 Pierce T Four (Lot F135) at

$192,500

. 1992 Honda NR 750 (Lot F155) at

$181,500

. 1923 Ace Four Cylinder Sporting Solo

(Lot F118) at $176,000

10. 1915 Henderson Four Model D (Lot

F136) at $170,500 «¢
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Ritchie Bros. hits US$297+ million in
world’s largest equipment auction

RLANDO, FL, Feb. 25, 2019—A sea of
equipment stretched over the 220-acre
Ritchie Bros. auction site in Orlando,
FL last week as the company hosted its largest
auction ever. Over six days the company
sold a staggering 13,350+ assets for a record
US$297+ million—up seven percent from last
year’s US$278+ million total.

The massive selection of equipment attracted
more than 15,900 people from 88 countries—
setting a new site record—including 11,300+
bidders participating online in real time from
around the world. At the end of the six-day
event, approximately 84 percent of the assets
were purchased by buyers from outside Florida,
showcasing the auction’s wide appeal. U.S.
buyers purchased 85 percent of the equipment,
while international buyers from countries
such as Australia, China, Colombia, Germany;,
Nigeria, and the United Arab Emirates
purchased 15 percent. Online buyers purchased
approximately 49 percent of the equipment.
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“We had a great week in Orlando, helping
more than 1,150 companies sell their surplus
equipment to buyers from nearly every corner
of the world,” said Ravi Saligram, Chief
Executive Officer, Ritchie Bros. “Orlando
is the Super Bowl of auctions and our team
was prepared and performed tremendously,
helping us set multiple company records,
including our largest ever gross transactional
value (GTV) and the most equipment
we've sold in one auction in 60-plus years
of business. On Day Five alone we sold
approximately 2,300 items for more than
US$82 million—the largest single auction day
in our history!”

Ravi continued, “We achieved GTV of
US$297 million for the 13,350 items sold
in Orlando, representing growth of seven
percent in both GTV and lots sold versus
prior year, a positive indicator of loosening
supply. Our results reflected strong pricing
for premium construction assets with low

hours. Conversely, we witnessed pricing
pressure on assets with higher hours,
which indicates supply may have begun to
harmonize with demand. Transportation
assets, including over-the-road trucks and
vocational units, continue to achieve strong
prices. Importantly, I want to thank all our
consignors and buyers for their confidence
in us—and our employees who worked very
hard to make the auction a tremendous
success and add value for our customers.”
Conducting an auction of this size and
scope without incident epitomizes Ritchie
Bros. operational expertise. Equipment
highlights included 800+ excavators, 640+
compactors, 430+ loaders, 395 skid steers, 385
dozers, 210+ articulated dump trucks, 240+
dump trucks, 465+ aerial work platforms,
465+ truck tractors, and so much more. Every
single item was sold without minimum bids or
reserve prices. %



USDA New Jersey foreclosures fetch
$2.985 million in fall online only
auctions

2019 — Warner Real Estate &

Auction Company, a leader in the
accelerated marketing and disposition
of quality real estate, is pleased to
announce the results of the September
and October Online Only Absolute
Auctions of 57 New Jersey residential
foreclosures on behalf of USDA Rural
Development. The properties were
located in ten counties throughout New
Jersey and stretched from Sussex to Cape
May County.

A highly visible multi-faceted
marketing campaign produced more
than 2,806 inquiries, 143 registered
online bidders of which 122 actively
participated placing 2,352 total bids.
The terms and conditions of the auction
stipulated the successful buyer return
the executed contract along with the
required $5,000 deposit within 24
hours of the conclusion of the auction.
Firm President and auctioneer, Richard
Warner was pleased with results of the
online auction with the final prices
realized for the 57 properties totaling
$2,985,796.

The successful bidders purchased
the properties “as is” but with a deed
restriction in place which would be
released upon submission of a New
Jersey certificate of occupancy or a
certificate of compliance pursuant
to the New Jersey building subcode.
“Thanks for another great job for the
USDAY”, said Michael Mathews, Housing
Program Director, New Jersey State
Office, USDA- Rural Development. It
was a good day for both the USDA and
the buyers. USDA sold 57 residential
foreclosures in two time-certain online
only auction events which will eliminate
the carrying costs of these properties and
the buyers were able to bid their prices
and pick up some great deals. %

W OODSTOWN, NJ, February 1,

Y
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$8.9 million
for Rock Island
Auction Company’s
February regional
auction

ock Island

Auction

Company’s 2019
February Regional
Auction was nothing
short of a colossal four
day event. With nearly
10,000 guns offered
and over 5,100 lots up
for bid from February
14-17, RIAC felt the
Valentine’s Day love
with one of their best
Regional Auctions to
date.

Bidding before the
start of auction hit
astounding number
with around 30,000
sealed bids. From the
packed auction hall to
the numerous phone and online bidders, RIAC
had tens of thousands of bidders from around
the world battling for various items. Plus,
the auction hall capacity was nearly doubled
all weekend long with over 300 bidders
participating live online using RIAC Live.

Highlights include a “1 of 1,000” factory
inscribed Winchester Model 1873 rifle that
sold for $37,375. It was one of the 700 different
Winchester firearms for sale in during the
Regional Auction. Another rifle that fared
well was 65th Indiana Volunteer Infantry Civil
War Henry rifle which brought $25,875 on the
third day of auction. It was one of two well-
preserved New Haven Arms rifles that sold in
the auction.

For the wheel gun and Colt enthusiasts, a
beautiful pair of factory engraved and cased
Colt Model 1851 Navy revolvers stirred up
a bidding war, pushing the set’s sale price to
$25,875. From various Colts to numerous
Smith & Wessons, Rock Island Auction
Company had nearly 1,000 lots of revolvers
from dozens of manufacturers.

Collectors and shooters continue to respond
strongly to the ever-increasing quality of guns
available in the Regional Auctions. The $8.9
million figure achieved this February doubles
the results from the same auction six years
ago and also approaches the sales totals of the
company’s top end Premiere Auctions at that
same time. %*
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Auction School Graduates

MENDENHALL
SCHOOL OF
AUCTIONEERING
TERM

[ve8-2:10 2019

ARE YOUR INSTRUCTORS
High Point, North Carolina

x
WESTERN COLLEGE
of AUCTIONEERING

BILLINGS - MONTANA
—

Gradua‘ting Class
February 2019

www.AuctionSchools.com

Western College

M en d en h al I Western College of Auctioneering’s 247th class included students from Wyoming,

Idaho, Montana, Alabama, Washington, South Dakota, Texas, Illinois, Oregon,
Fifteen students from three states, including North Carolina, Nebraska, California, Oklahoma and Saskatchewan, Canada. Back row: Joel
Virginia and West Virginia, graduated the Mendenhall Nightingale, Kail Lichtenfeld, Howard Hunt, Cy Naber, Glenn Wiens, Michael
School of Auctioneering on Feb. 10, 2019. Graduates were: Jardine, and Quaid Ericsson. Second Row: Nick Bennett (WCA President), Billy
Overton Bennett, Riley Bergman, Clinton Brooks, Casey Peterson, Trey Ulmer, Tadd Mann, Rhett Musser, Zach Rincker, and Ray Granmoe
Conrad, Gregory Green, Joseph Perry Harris, Ronald (WCA Instructor). Front Row: Colter Klemm, Theodore Knutson, Dave Gandolfo,
McNally, Jr., George Metz, Jr., David Millard-Lowe, Chelsea Barry Sempsrott, Andy Atkinson, Bruce Butler, Jeremy Hamel and Cole Mettler.
Peoples, William Rice, Kendall Richardson, Elaine Shaw, Not pictured: Ed Earnest.

Elizabeth Tumbelekis and Alexander Winstead.

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

“The Finest Educationin the Auction Profession™
World’s Largest Auction School,

Lee Hormann, Jesse Johnson, Cole Ashley, Bryce McVicker, Brian

wo rI d w i d € c 0 I I eg € Of Au cti onee ri ng Cramer, Jerrick Miller, Sara Broers, JillMarie Wiles, Paul Behr, Vicky

The February 2019 graduating class from World Wide College of Ginder, Trisha Brauer, Dawn Stoltenberg, Jerry York, Tyler Morton,
Auctioneering consisted of students from 22 states and Canada. Luke Stessman and Jim Bob Cross. Back row: Randy Taylor, Darryl
Students raised $11,337.50 for St. Jude Children’s Research Hospital. Ferdinand, Cole Scanlon, Tyson McClain, Kipp Pfeiffer, Brent Pribnow,
Front row: Elijah Wolgemuth, John Moyer, Jonas Gingerich, Anthony Rusty Corder, Rusty Durham, Harrison Backer, Ty Milleson, Ethan
Glotfelty, Cody Noel, Maura Lynch, Lisa Rooney, Kelly Corder, Ava Johnson, Austin Johnson, Brandon Suarez, John Santiago, Jesse Wagler,
Stuart, Susie Knight, Tyler Miller, Robert Kranz, Brett Ulrici, Kenny Tyler Weaver, Nathan Bice and Heath Stark.

Pfeiffer, Tilon Mast and Blaine Huston. Second row: Ricky Flicek, Danny
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NATIONAL AUCTIONEERS ASSOCIATION

2019 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

(913) 541-8084 NAA Education

. education@auctioneers.org Department
Auctioneer
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New Members

Georgia

Norma Cloud

1114 Clover Hill Rd.
Valdosta, GA 31602-1208
Nbcloud@mediacombb.net

Linda H. Sorrow
Aberdeem Fine
Properties, Inc.

2011 Commerce Dr.
Peachtree City, GA 30269
www.AberdeemFP.com
Linda@AberdeemFP.com
(404) 587-1979

Russell L. Sorrow
Dogwood Auctions

2011 Commerce Dr.
Peachtree City, GA 30269
ageorgiaauctioneer@
gmail.com

(678) 978-2199

Eric Ward

Professional Auctioneer Inc.
1803 Canterbury Dr.
Valdosta, GA 31602
emwardjr@yahoo.com
(229) 242-5412

Indiana

Loren Beachy

Bright Star Realty and
Auctions, Inc.

614 Bristol Ave.
Middlebury, IN 46540-9505
lb@brightstarauctions.com
(574) 825-0704

Denise Lessow

United Country Coffey Realty
& Auction

P.O. Box 5096

Bloomington, IN 47407
unitedcountryin.com
dlessow@unitedcountryin.
com

(812) 340-0274
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Kansas

April Wiens

Wiens Auction/Realty LLC
669 E. 35th St. S
Wellington, KS 67152-8369
april@wiensauction.com
(316) 641-4899

Kentucky

George Coomer

VIP Auction Company
P.O. Box 1511

Danville, KY 40423-1511
coomergr@gmail.com

Massachusetts
Joseph Joe LaFrange

The Lab World Group

128 New Boston St.
Woburn, MA 01801-6202
https://www.
thelabworldgroup.com/
amanda@thelabworldgroup.
com

(617) 999-5746

Minnesota

Lori Lynn Campbell

Grafe Auction Company

405 N. Section Ave.

Spring Valley, MN 55975-1516
lori@grafeauction.com

(507) 272-8834

Kristina K. Ratcliff
Baroda Auction Realty
15260 St. Hwy. 109
Wells, MN 56097
2jayde@gmail.com
(307) 413-0451

New Hampshire

Susan Hennas

James R St. Jean Auctioneers
45 Exeter Rd.

Epping, NH 03042-2215
sue@jsjauctions.com

(603) 734-4348

North Carolina
Zachary Garry Allen

Allen’s Auctions

884 Rocky River Church Rd.
Polkton, NC 28135-8546
ALLENS-AUCTIONS.COM
zallen@allens-auctions.com

Lucinda C. Baucom

1506 Biggers Cemetery Rd.
Monroe, NC 28110
cbleenie03@yahoo.com

Douglas Caudle

Bowtie Estate Services

865 N. Center St.
Statesville, NC 28677-3222
d.caudle@bidbowtie.com
(704) 380-2014

Kathie Harris

Jerry Harris Realty and
Auction

1325 N. 2nd Ave.

Siler City, NC 27344
harriskathie6@gmail.com
(919) 498-4077

North Dakota

Conor Borud

Steffes Group Inc

2000 Main Ave. E

West Fargo, ND 58078-2210
conor.borud@steffesgroup.
com

(701) 237-9173

Scott Allen Gartner

Steffes Group Inc

3626 Fillmore St. S

Fargo, ND 58104-7557
scott.gartner@steffesgroup.
com

(701) 412-5294

“I have bheen in
the classic car
business all my
life and have
attended classic
car auctions
nationwide for
many years. |
joined the NAA

in order to stay
connected with
national members
and [be part of] an
organization that
reflects the ethical
character of the
industry, wherein

| can pass that
along throughout
my husiness
practices in my
classic car auction
husiness.”

Rick Duncan
Allen, Texas



New members, designations and in memory of those we've lost

Rodney Steffes

Steffes Group Inc

2000 Main Ave. E

West Fargo, ND 58078-2210
rodney.steffes@steffesgroup.
com

(701) 237-9173

Ohio

Matt Chapman
Cowan’s Auctions
6270 Este Ave.
Cincinnati, OH 45232
WWW.COWans.com
matt@cowans.com

(513) 871-1670

Shayne McCaslin

Hanna Commerical Real
Estate

1350 Euclid Ave., Ste. 700
Cleveland, OH 44115
www.hannacre.com
shaynemccaslin@hannacre.
com

(216) 839-2007

Chris Simons

Thompson Auctioneers, Inc.
309 S. Valley Rd.

Xenia, OH 45385
csimons@thompson
auctioneers.com

(937) 672-5556

Texas

Molly Arndt

P.O. Box 333

Bellville, TX 77418
switzer@switzerauction.net

Lucas B. Baldridge
Frisco Mint

111 Kingfisher Ln.
Kyle, TX 78640
friscomint.com
friscomint@live.com
(972) 310-9497

Brad Bell

3011 CR 1

Lamesa, TX 79331
campana3964@live.com

Randall L. Kirkes

United Auctioneers

P.O. Box 10504

Killeen, TX 76547
grassmasterO5@gmail.com
(254) 289-3216

Rudy A. Mayer

P.O. Box 387

Lincoln, TX 78948
Rosedebbie@aol.com
(979) 212-1515

Glenda Switzer

Switzer Auction Services
P.O. Box 333

Bellville, TX 77418
switzer@industryinet.com
(970) 865-5468

Robert L. Welch, Jr.

RLW Group LLC

2300 Inez Dr.

Arlington, TX 76013
Welch2300@sbcglobal.net
(817) 861-2786

Virginia

Jon Anderson

217 Cavalry Dr.

Winchester, VA 22602
Anderson.jon.w@gmail.com
(540) 729-9900

Linda Childress
Watts Auction
6935 Owens Road
Radford, VA 24141
skithlake@aol.com
(540) 392-7587

Joseph M. Foltz

1406 Belgravia Road
Edinburg, VA 22824
www.foltzAuction.com
joseph.foltz4020@gmail.com
(540) 335-1805

All-inclusive program - 10 days 90 hours

YOU CAN BE AN AUCTIONEER!

Quick-Start chant for ANY auction
Business, Law, Online Auction

2\ The School with RINGMASTER

Compare with any other school
then reserve your new career with us TODAY!
FLORIDAAUCTIONEERACADEMY

= 8930 S US Hwy. 1, Port St. Lucie, FL 34952
800.422.9155 www.f-a-a.com

-‘. =

The Auctlon Industry
' Software Authority |
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New NAA Designations Earned

AMM

Jacob Fragodt
Tyson Reed

BAS
Jeff Oberling

CAS

Russell Harmeyer

CES
David Bell

GPPA
John Jones
Candy Shively
Mark West

@©

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

Richard J. Adams,
GPPA
Hilda W. Allen
Jack Amlin
Daniel W. Andrews
Daniel W. Andrews
Ross Wellington
Annett
Scott Roy Bachmeier
Joseph Scotton
Bahhur
Chris Bair, GPPA
Viraf Baliwalla
Christa Elyce Barlow
Luis Alfredo Barthel
Alex N. Belcher
Joseph Benigno
Vincent Bila
Burton Blinick,
AARE, ATS
Frederick Peter
Bodnarus, CAl
Chris Bohr
Darren L. Bok, CAl,
CAS
Omar P. Bounds,
AARE
Gary D. Bowen
Brian T. Bradley, CES
Mark E. Bradstreet,
CAl
Charles E. Brobst
David W. Brooks,
CAl, AARE, CES
Chris Brown
Jeffrey Brown
Craig Buford
Dale Edward
Buhman
Joseph B. Burns,
CAl, AARE, CES
Dwight D. Butler,
CES
Carolee Camacho
Clide Cannon
Doug L. Carpenter,
CAl, AARE, BAS
Robert Carpenter
Nathan B. Cherry
Devon M. Chin
Wiley A. Collins
Chris Colson, CAl
Chelsea Copeland
Peter Costanzo, CAl
Donald B. Cotton,
CAl, CES
Sally Coughlin
Daniel De Villiers
Crous, CAl
Cade Curtis, BAS
Bernard A. Curvey

Willa Dailey

Kevin O'Neal Dalton

Kim Hall Daniels

Rick J. Darcy, Jr.

Charles Bruce
Darling

Rodney Darr

Howard Elliott
Dascal

Leonard A. Davis

Cody Dawson, BAS

Jerry Wayne
Delozier, CAl

Wesley John
Dietrich

Doyle Dingman

Mark E. Dixon, Ill

Rafe Dixon, CAl,
AARE, CES

James M. Dresen

Tim O. Dudley, CAl,
AARE

Robert
DuMouchelle

Greg Duncan

William C. Dunn,
CAl, CES

Katie Lappe
Eckhardt

John P. Economou,
CAl

Doug Eichelberger

Georganne Marie
Elemond

Anthony J. Emig,
CAl

Leon P. Esckelson

Robert H. Ewald,
CAl, AARE, CES

Becky Farniok, CAl

Russell Allen Farrin,
CAl

Arden L. Fitch, V

Dale Fladeboe

Jennifer L. Forsberg,
GPPA

Corey D. Fraise, CAl

Zachary Franks, CAl

Mark A. Frey

Alex Fuselier

Ed Garcia

William J. Gardner,
Jr.

David R. Gatewood,
CES, MPPA

Phillip L. Gauntt

Dan Gay

David E. Gilmore,
CAl, AARE

Loy D. Gooszen, CAl

Joseph F. Gordon

Jack F. Granger, CAl

Thomas Andrew
Grulke

Dean L. Gunter,
BAS, CAS

Tracy L. Hagen

Shawn R. Hagler

James Lindsey
Halfhill, Jr.

Kristin M. Halfhill
Larimore

Rod A. Halterman

Suzanne M. Hanger,
AARE

Jerome Hanson

Scott L. Harris

Adrian B. Harris,
GPPA

Douglas A. Harritt,
CAl, CES

Thomas J. Hayward,
V, CAl

Jeffrey A.
Henderson

Jeremiah D. Herbst

Tanner Hernandez

Staci J. Hernandez,
CAl

Glenn Hess

Josh Hickey

Mary Ann Hill

Jarrod Hines

Edward J. Hinton

Robert E. Hogstrom

Douglas Houser

Gary Hubbell

Dennis J. Huggins

Roger Hunker

Shannon A. Hunter

Carl J. Jackson,
AARE

Ryan S. Jordan

Paul M. Joseph, CA|,
GPPA

Michael A. Joyce

Rollo A. Juckette

Charles R. Kaimann

Frank C. Kaminski

Kurt Kaptein

John |. Karg

Robert Thomas
Kastner

Jason D. Kaye

William Kent

Justin Kyle Kerns

Justin Kyle Kerns

Lori Kiko

Rebecca G.
Kindergan

Robbie L. Kobs

Kaija L. Kokesh

Trrir W

Leora Kraft

Mark Krausz

Brigitte Angela
Kruse, GPPA

Rodney Laningham,
CAl

Amie S. Laughlin

Darin Lawson, CAll,
BAS

Rodney H. Lee, CA|,
AARE

Kevin Lehman,
AMM

Mark Leineke

Jeffrey M. Lentz

John Leonard

Wayne Lidster

Larry J. Linkous

Derek F. Long

Teresa C. Long,
AMM, CES

Blair Loveless, CAl

Cathy L.
MacPherson

Anthony C. Mangini

P. Douglas Marshall,
CAl

Charles D.
Masterson

Robert J. McBride,
Jr.

Stacey McCurnin

Jacob Anthony
McGennis

Ritchie M. McGinnis

Jace L. Menezes

Sandra Mercer,
GPPA

Terry Landis Metcalf,
BAS

John C. Michalski

John C. Michalski

Jr. Miller

Austin J. Miller

Terry D. Moe

Angie Moe

Devin Moisan

Eric J. Monahan,
CAl

Elizabeth Monarch,
CAl

Richard J.
Montgomery, CAl,
CES, MPPA

Charles L. Moyer

James P. Mulrooney

Ross J. Mulrooney

Barton Joe Neely

Kurt J. Ness, CAl

William Frank
Newton

Kelly Leigh Nicholas,
GPPA

Thomas J. Noonan

Jeff Noser

Jeff L. Oberling,
CAl, AARE, BAS

Ted Odle

Marla Elizabeth
Oglesby, AARE

Aaron Jacob Olson

David Mark Omdahl

Shane Ophus,
GPPA

Kathy Jo Marie Otis,
AARE

Kathy J. Packard,
CAl

Thomas Lee
Patterson, CAl

Chelsea Peoples

Kipp Lee Pfeiffer

Donald Joseph
Pfeiffer

John Pfeiffer, Jr.

Gregg Pickens

Eddie Pickett

Dan Pike, CAl,
GPPA

Daniel P. Reeder

Richard Reese

Floyd Brent Reid

Steve Reinhardt

Howard C.
Richmond, CAl

Tanner Roberts

Ron A. Rogge

Jay W. Romine

Donald J. Rose, Jr.,
CAl

Brian Rowley

Joyce Z. Ruth, CAl,
CES

Samuel M. Sales

Matthew P.
Sandmann

Walter M. Schieffer,
Jr.

Gerald C. Scott

Merle D. Sharick

Cody Shelley

Ed Shover, CAl

Manson L. Slik, CAll,
AARE, CES

Eric J. Smeltzer,
AMM

H. B. Smith, CAI

Nicolas F. Smock,
CAl, AARE, AMM,
GPPA

Brian C. Sparling

James Richard
Staggs, Jr., CAl

John F. Steeves

|saac H. Stoller

J. Meryl Stoltzfus

Casey Leigh
Stoneman-
Roberson

Daniel P. Sullivan

Joseph R. Sullivan

Justin M. Swisher

Cissy Lyn Tabor, CAl,
BAS

Becky A. Tarlton

Doug Taylor

Roy Teitsworth

George W. Thagard,
CAl

Kendall W. Thiel

Tammy M. Tisland

Harold J. Unrein

Dirk Van Reenen, Sr.

Vandalyn J.
VanMeter

Rami Varsha

Dennis Vest

Subyn Novelle
Wadsworth

Thomas Walsh, CAl

Leonard B. Walter

Adrian Walters

Warren A. Ward,
CAl, AARE

Jim Ware

Dennis Warfield,
CAl

Gladys M. Webb,
CAl, AMM

Charles L. Wehrly

Michael Weimer

David Lee Wesely

David M. Whitaker,

CAl
Scott J. Wiest
Charles E. Williams,
Jr.
Richard A. Williams
David L. Wilson,
CAl, AARE

Tucker Wood

Mark Woodling,
AARE

Amy Christine
Wright

Leroy Yoder

Ray A. Yoder

Daniel A. Zumwalt
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Harvey C. Lambright
Past NAA President

Past AMI President

Hall of Fame Member

Harvey C. Lambright, 87, of Howe, IN, died
Feb. 17, 2019, at Parkview Noble Hospital in
Kendallville, IN. He was born on Sept. 23, 1931,
in LaGrange County, IN, to Charles William
and Elizabeth (Eash) Lambright. On Oct. 14,
1956, in Brighton, IN, he married Patricia “Pat”
M. Lewis, who preceded him in death in 2015.
Harvey served in the United States Navy
from 1951 until his discharge in 1955. He
then began his career as an auctioneer
after graduating from Repperts School of
Auctioneering in Decatur, IN. It was at this
time that he formed a partnership with his
father-in-law and Lewis and Lambright
Auction and Real Estate firm began. In 1972,
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he and his wife formed the corporation of

Lewis and Lambright, Inc. Auctioneers and
Realtors. He held the designations of GRI,
CAIL CREA, SCAP, AARE, and M-CES. Every
Wednesday, for the past 64 years, Harvey had
worked at the Shipshewana Antique Auctions.
A member of several organizations, he
served as president of the Indiana Auctioneers
Association in 1970, the National Auctioneers
Association in 1979, and the Northeastern
Indiana Board of Realtors in 1972. He was on
the Indiana Auctioneer Commission for 16 years
serving as the Chairman for three of those years,
honored in 1970 by the Northeastern Indiana
Board of Realtors as the Realtor of the Year,
inducted in 1982 into the Indiana Auctioneers
Association Hall of Fame and in 1984 into the
National Auctioneers Association Hall of Fame.
Memorials may be made to the LaGrange
County Community Foundation for the Chase
Scott Memorial Fund.

Rufus Hansford

Kentucky Auctioneering Legend Rufus
Hansford of Campbellsville, KY, passed
away Feb. 20, 2019. Rufus was a Past
President of the Kentucky Auctioneers
Association, KAA Hall of Fame Member,
and KAA Lifetime Achievement Award
recipient. In addition, he was a Kentucky
State Champion Auctioneer and a World
Tobacco Auctioneering Champion.

The son of a farmer and real estate
speculator, he had professed early on that he
wanted to be a truck driver. His father could
see his path leading to auctioneering as Rufus
was mimicking the auctioneers as early as age
five. On Fridays at Jacktown Elementary, he
held an auction featuring the lost pens and
pencils and his talents grew until he began
to win state FFA contests at the state fair as
a teenager in 1957. Only two weeks into a
summer job as the pull boy for American
Tobacco Company in South Carolina, Rufus
filled in for an ill auctioneer. In 1959, he
began employment as an auctioneer with
Kessler & Cowherd Auction & Real Estate
Company. In 1970, he founded the Hansford
Auction & Real Estate Company.

Expressions of sympathy requested to be
donations to Hosparus of Green River and may
be made at Parrott & Ramsey Funeral home.



Marvin A. Henderson
Hall of Fame Member

Marvin A. Henderson, 82, passed away in
his home in Livingston, on Feb. 20, 2019.
He was a native of Frost, and graduate of
Baton Rouge High School. Immediately
after marrying his sweetheart Audrey
McMorris Henderson in 1957, he left
for Reppert School of Auctioneering.
Upon returning from auctioneer school,
Marvin founded Henderson Auctions,
creating not only a life for himself, but
for many in his community and for
generations to come.

He joined the National Auctioneers
Association in 1957 and remained an
active member for 62 years. He was a
Louisiana Auctioneers Hall of Fame
inductee and was inducted into the
National Auctioneers Hall of Fame in
2012. He served nine years as a member of the
National Auctioneers Association Foundation.
The auction community was family to him
and he helped many young auctioneers begin
their career, even those that he knew would
eventually become his competition.

Much earlier in his life he was elected to

serve his community on the Livingston Parish
School Board where he served from 1966-
1976. He proudly served his country in the U.
S. Army Reserve and was a charter member
of Oakview Baptist Church in Livingston. He
was an entrepreneur and philanthropist who
helped raise more than a million dollars for

local charities and hundreds of thousands
for St. Jude Children’s Research Hospital. He
was always willing to help others and was
everyone’s friend.

In lieu of flowers donations may be made to
St. Jude Children’s Research Hospital.

Gary W. Cain

Gary W. Cain, 81, of East Springfield, OH,
passed away peacefully on Feb. 4, 2019, at
Trinity West Hospital in Steubenville.

He was a 1955 graduate of Springfield High
School and immediately following graduation,
pursued his dream of receiving his Certified
Auctioneers license. He went on to become
a licensed realtor and started Gary W. Cain
Realtors and Auctioneers in 1967, servicing
Ohio, West Virginia and Pennsylvania.
Following in his footsteps, both his son and
grandson went on to become licensed realtors
and joined the family business.

Throughout his career he served as
President of the Steubenville Board of

Realtors; Ohio Association of Realtors District
2 Vice President and led several committees;
and President of the Ohio Auctioneers
Association in 1975. His success in business
led him to be the recipient of many prestigious
honors, including Realtor of the Year for

the Steubenville Board of Realtors multiples
times; Distinguished Service Award for the
Ohio Association of Realtors; inducted into
the Ohio Auctioneers Hall of Fame in 1993;
Jefferson County Chamber of Commerce
Businessperson of the Year 2008 and Lifetime
Achievement Award recipient 2015; and
inducted into the East Central Association of
Realtors Hall of Fame in 2018.
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Beverly Wiggins

Beverly Wiggins passed away Feb., 19,
2019, at her home near Ringwood,
OK. She and Perry Wiggins were
married in Enid on Dec. 8, 1961, and
just celebrated their 58th wedding
anniversary. She attended auction
school with Perry in December 1962.
They opened an office in Enid in
1972 and Beverly became the general
manager of their auction business and
continued in that capacity until her
health forced her retirement in 2012.
Beverly was a good business
manager, especially skilled in designing
auction advertising, winning many state and
national awards for brochure design. She was
the national chair person for the auxiliary of
the National Auctioneers Association for their
annual convention in Oklahoma City in 1998.
In 2009 she was inducted into the Oklahoma

State Auctioneers Association Hall of Fame,
becoming the first and, to date, the only lady
to receive that honor.

Memorials may be made to Free Home
Cemetery, the Ringwood Education
Foundation, First Baptist Church of Lahoma
or the charity of your choice through the
funeral home.

Charles Randolph
“Randy” Ruby

Charles Randolph “Randy” Ruby, aka Mr. Wolfe,
of Rocky Ridge, MD, died at home surrounded
by his loving family, on Nov. 17, 2018, following
a brief illness with Acute Myeloid Leukemia. He
was born on May 14, 1954 in Frederick to the
late Harry “Ruben” and Louise (Johnson) Ruby.
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He received his auctioneer’s license from the
Missouri Auctioneer School in Kansas in 1970
and later graduated from Damascus High School
in 1972.

In 1970, he began his auctioneering
career with Trout’s Auctioneers. In 1985, he
purchased Wolfe Industrial Auctions and
became the president and sole owner, where
he worked up until his illness.

Randy belonged to numerous organizations,
including the Frederick Farm Bureau, National
Auctioneers Association, MD Association of
Appraisers, Thurmont/ Emmitsburg Grange,
Thurmont Community FFA Alumni, Rocky
Ridge 4-H Club, and Friends of Frederick
County 4-H Program.

In lieu of flowers, memorial contributions in
Randy’s name may be made to The Thurmont-
Emmitsburg Community Show Improvement
Fund, c/o Rodman Myers, 15727 Smith Rd.,
Thurmont, MD 21788 or to the Rocky Ridge
4H Club Memorial Fund, c/o Brenda Seiss,
215 Eyler Rd., Thurmont, MD 21788.

Timothy “Tim” Barkley
Timothy “Tim” o - oy
Barkley of New
Concord passed

away peacefully
in his home on
Dec. 21, 2018;
he was 59 years
old. Tim was
an amazing
father and
husband. He was a huge Buckeye fan, and
loved watching football, auctioneering,
playing horseshoes, and planning his dream
retirement. He was a New Concord Volunteer
Firefighter for 10 years, and worked at OSU in
the IT Dept.

Thomas Clark
Blackmon, Sr.

Thomas Clark
Blackmon, Sr.,
passed away at
the age of 78 on
Feb. 11, 2019,
after a long battle
with Lewy Body
Disease. He
died at home,

; surrounded by
family, friends and his devoted caregivers.

In 1969, Tom took over Blackmon Auctions
and expanded his father’s seasonal business,
begun in 1938, into an internationally
renowned auction company. Over fifty years
later, loyal customers still attend the auctions,
hoping to hear Tom sing “Waltz Across Texas””
The Blackmon Auctions legacy continues
today under the ownership of Thomas
Blackmon, Jr.

In lieu of flowers, donations can be made to
the Pulaski County Humane Society, Arkansas
Hospice, and the Friendly Chapel Church of
the Nazarene in North Little Rock.



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

Arkansas

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

California

Christopher Vaughan, CAl,
AARE, AMM

(858) 382-6030
NationalAuctionTeam@gmail.com

Colorado

Bryce Alan Elemond, CAIl, 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, CAl, 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, CAl
(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, CAl, 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, CAl, CAS
(603) 770-5180
chambersauctions@gmail.com

New Jersey

Robert Dann, CAl, AARE
(?08) 735-9191
rdann@maxspann.com

New Mexico

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

New York

Jennifer A. Gableman, CAl, 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

Ohio

Laura M. Mantle, CAl, 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
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NAA Ambassadors

Pennsylvania

Phil Grosh, CAI, BAS

(717) 268-0020
philgrosh@jenningsauction.com

Rhode Island

Michael J. Chambers, CAl, 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

Trey Morris

Why did you join the National
Auctioneers Association?

As a first-generation auctioneer
| knew it was very important to
learn and network with industry
leaders. Every mentor and idol
that I've ever had in the auction
business is deeply rooted in the
NAA.

Describe one of your best experiences with the NAA.
I've traveled coast to coast, overseas, been on
national TV, met some of my closest friends, and had
more opportunities than | deserve! | can't tell you my
best experience but | can tell you that the common
denominator for them all is the NAA!

What about your membership in NAA do you value?
| deeply value the relationships above all.

Photo credit: Myers Jackson
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Vermont

Michael J. Chambers, CAIl, 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

r

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

Jodi Reynolds

Why did you join the

National Auctioneers
Association?

| joined the NAA to surround my-
self with professional people who
are engaged in their business
and adhere to a unified code of

ethics.

Describe one of your hest experiences with the NAA.
Receiving the Rose Award in my CAIl Class

What about your NAA membership do you value most?
The tools and the resources | have available to me if |

need them

Why did you become an auctioneer?

I’'m not an auctioneer, I'm an auction professional. | found
this is the best platform to provide the public with an
open and transparent marketplace.



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
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NAA HISTORY
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April 1969:

NAA celebrates 20 years of progress

Society of Auctioneers.

excellence as the NAA! ¢

When auctioneers and their families
gather at the Hotel Roanoke in
Roanoke, Va., July 10-11-12 they will
be celebrating the 20th Anniversary of
the National Auctioneers Association as
well as the 20th Annual Convention of
the NAA. Before continuing with this
resume we will offer a short explanation
of why the 1969 convention will be the
20th and not the 25th anniversary as
some of the veteran members will think.

In August of 1949 the National
Auctioneers Association came into be-
ing. It resulted when the officers and
directors of the National Society of
Auctioneers met in Pittsburgh, for the
purpose of reorganizing that five year
old body. It is reported that all were
present except the Secretary, J. A.
McClintock, of St. Louis.

Foster Sheets, Roanoke, Va., had
been elected Ist Vice President of the
N.S.of A. at the July meeting of that
organization. J. Albert Ferguson of
North Dakota, had been elected Presi-
dent. It was N. S. of A. Policy to elect
officers in July but they would not take
office until the following January 1. Mr.
Ferguson passed away before the Pitts-
burgh meeting so Mr. Sheets was named
as the first president of the National
Auctioneers Association. His brother,
Garland Sheets was drafted as the first
Secretary.

In visiting with Garland Sheets at the
firginia Auctioneers Convention, last
cember your current Secxelary was
d in with many of the details of that
year of the NAA: No records nor
of members of the N. S. of A.
 ever obtained. Notices were sent to
joneers throughout the country, re-
ting they mail the annual dues fee
10.00 to the Roanoke office. From
linutes of the 1951 Roanoke con-

ab! 0"")’ er t“ “omY ition the Secretary’s report was
fe hegnt d over @ Nat nal @ recorded as follows:
are reve n the Appointed temporary secretary the

se have © 14th of August, 1949, Unable to
secure records of former organi-

zation. Received approximately

ifty years ago, the National Auctioneer’s Association was gearing up for its 20th Annual
Convention and 20th anniversary of the association since its 1949 conception.

The convention was to be held at the Hotel Roanoke in Roanoke, VA, which was a
significant location from the time period when the NAA was born out of the former National

Roanoke was home to the first president of the NAA, Foster Sheets, and the location of the
NAA’s 1950 convention. Roanoke was also the location of the NAA headquarters in 1950.
The 1969 article (shown below) looks back at the first year of the NAA.
“No records nor roster of members of the N. S. of A. was ever obtained. Notices were sent to
auctioneers throughout the country, requesting they mail the annual dues fee of
$10.00 to the Roanoke office;,” the article states.
This month, 50 years later, the NAA is gearing up for the 70th International
Auctioneers Conference & Show coming up in July.
Just as the NAA in 1969 had reason to celebrate 20 years in existence, we
are excited now to celebrate our 70th year serving our members. We invite
you to join us in New Orleans, July 9-13, as we recognize 70 years of auction

20 Years Of Progress

240 new members (some came in
through state organizations and
might have been members before.)
The Treasurer’s report at that same

meeting gave receipts as $1,442.00 and

disbursements of $1,145.87. The year’s
disbursements would pay for the print-
ing and mailing of onc monthly issue of

THE AUCTIONEER today.

To continue the history of the
former N. S. of A., they apparently held
four conventions as the Roanoke con-
vention in 1950 was billed as the Fifth
Annual. Two of these were in St. Louis,
and one each in Asbury Park, N. J_, and
Sioux City, Ia. The N. S. of A. had five
different Presidents covering its approxi-
mately five years of existance, namely,
Bud Cutter of Oklahoma, Jack Gordan
of Tllinois, Bill McCracken of St. Louis,
and B. G. Coats of New Jersey.

Choosing Roanoke for this 20th
Annual Convention would seem to be an
ideal selection. There will be some in
attendance, including the Sheets
Brothers, who will be able to see the
growth and accomplishments of the first
20 years of the NAA. In 1969 we will
also be returning to the same Hotel
which housed that first convention.
There no doubt have been some changes
in the Hotel but probably not the con-
trast that we will show the Hotel in our
own 20 years of progress.

In the next few issues of THE AUC-
TIONEER we will be bringing you more
past history of the NAA over its first
twenty year span, including the names
of the registrants at that first convention
in 1950.

We believe we have something to
celebrate and we hope that all the mem-
bers will join us in Roanoke, July 10-12,
1969, for this 20th Anmversary
celebration.

XXX}

It was as helpful as throwing a
drowning man both ends of a rope.

Arthur “Bugs” Baer

IN UNITY THERE IS STRENGTH
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NATION'S LARGEST INTEGRATED
REAL ESTATE & AUCTION COMPANY

e  Over 600 million in auction sales in 2018
e QOver b billion in auction sales over the past decade
e 3,500 auctions annually

e Hundreds of thousands of acres sold at auction

With a heritage dating back to 1925, United Country Auction Services is the partner of choice
for marketing land, commercial and residential properties, luxury property and asset sales.

With excel e recognized by the Wall Street Journal as one of the top 1% performers, no

ONLINE AUCTIONS
LIVE AUCTIONS
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PERSONAL PROPERTY AUCTIONS
EQUIPMENT AUCTIONS
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