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Holding elections and member engagement are 
two of the things that make NAA such a strong 
organization. Over the years, we have developed 

a process aimed at ensuring that we have good quality 
candidates while leaving the decision of who leads our 
association in the capable hands of our members.

It all starts with members who are interested in 
NAA leadership deciding to step out and go for it. As 
a way to increase interest, the Governance Committee 
and the NAA Board of Directors also brainstorm 
about who would be good to recruit. The Governance 
Committee goes to work contacting people who are 
qualified, helps them understand the commitment 
and work that the various positions take, and answers 
their questions. If a potential candidate expresses 
interest, they are contacted by NAA staff and 
provided the written information corresponding with 
their office of interest.

After applications are submitted, the Candidate 
Review Committee reviews all applications 
and interviews each of the candidates (even if 
the position is uncontested) to ensure that the 
candidates understand what their responsibilities 
are, the seriousness of these positions and what is 
expected of each of them.  Candidates are asked 
about their knowledge of the NAA’s governance 
system and how they communicate with members. 
After these interviews, the Candidate Review 
Committee then makes a decision to endorse up to 
three candidates per position.  

Then it’s off to the races for the candidates. 
This year, as in years past, we will have absentee 

voting for individuals who may not be able to make 
it to the Annual Meeting held in conjunction with 
the International Auctioneers Conference and Show 
in New Orleans. That absentee ballot is counted 
along with those cast at the annual meeting. This 
voting process provides you, the NAA member, the 
opportunity to help shape the present and future NAA.

The absentee ballot process has changed a little; 
we have introduced a digital system for collecting 
votes — though the paper one still exists. (Check out 
the absentee voting information in the April issue.) 
But before you cast your vote, make sure you are 
informed on the candidates’ positions and visions 

for the organization. Interviews with all of the 
candidates can be found starting on page 20.

Please don’t miss this opportunity to be involved 
in your and my (OUR) NAA. I sometimes hear 
NAA referred to as “they.” But NAA should not be 
“they, them and their”—it should be “we, us and our.” 
Running for office and voting in our elections gives 
YOU the power to engage and determine the direction 
of our organization.

I look forward to seeing the hundreds of you 
who will be attending the International Auctioneers 
Conference and Show in New Orleans—the largest 
gathering of auction professionals in the world! 
Check out the preview stories about the conference 
on page 28.

And if you are not going this year, you can start 
making plans now to attend the 71st International 
Auctioneers Conference and Show in San Diego next 
year—July 14-18, 2020. I encourage you to book your 
auctions around those dates and join us—after all, 
why wouldn’t you? 

It’s election time at NAA!

Tim W. Mast, CAI, 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. 

FROM THE PRESIDENT
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Hilton New Orleans Riverside 

Celebrating 70 Years of Auction Excellence

 Take Me to  
      New Orleans!

REGISTRATION IS NOW OPEN
Book your hotel reservation at the Hilton New Orleans Riverside Hotel and  

register for Conference at ConferenceAndShow.com.

For more information and to apply, visit auctioneersfoundation.org.
Deadline is May 15.

Five Conference and 
Show scholarships

Includes registration with meals and 
four nights hotel accommodations 

at the Hilton

One AMM scholarship
Includes registration and two nights 
hotel accommodations at the Hilton

One CES scholarship
Includes registration and two nights 
hotel accommodations at the Hilton

AVAILABLE SCHOLARSHIPS:

Hilton New Orleans Riverside 

Celebrating 70 Years of Auction Excellence

 Take Me to  
      New Orleans!

REGISTRATION IS NOW OPEN
Book your hotel reservation at the Hilton New Orleans Riverside Hotel and  

register for Conference at ConferenceAndShow.com.

For more information and to apply, visit auctioneersfoundation.org.
Deadline is May 15.

Five Conference and 
Show scholarships

Includes registration with meals and 
four nights hotel accommodations 

at the Hilton

One AMM scholarship
Includes registration and two nights 
hotel accommodations at the Hilton

One CES scholarship
Includes registration and two nights 
hotel accommodations at the Hilton

AVAILABLE SCHOLARSHIPS:
IT’S NOT TOO LATE TO REGISTER!
Visit conferenceandshow.com for more information

CONSIDER DONATING AN ITEM FOR AUCTION AND APPETIZERS
Simply donate an item of your choice by completing the donation form online and return to  

Conference@auctioneers.org by June 24. The auction is limited to 50 items and to two hours. 
Acceptance is on a first come, first serve basis. Items must be delivered to the Donation Check-in 

located in Grand Ballroom D at the Hilton Hotel on Wednesday, July 10, between 11 am – 3pm. 

Proceeds from the NAA Auction & Appetizers event go to the National Auctioneers 
Association, a 501c6 organization. The 10 percent buyer’s premium goes to the 

National Auctioneers Foundation, a 501c3 organization, to support and further their 
mission of funding scholarships and educational programs.

http://conferenceandshow.com
mailto:Conference@auctioneers.org
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instagram.com/naaauctioneers

twitter.com/naaauctioneers

CONFERENCE & SHOW 

Website: Keep checking the schedule for 
changes and plan ahead for which sessions 
you’d like to attend.

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

JOIN THE COMMUNITY

EMAIL NEWSLETTERS

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

ELECTION INFO
All the info you need on the 
2019 elections are online at 
auctioneers.org/election. From 
candidate profiles to voting 
instructions onsite as well as 
absentee voting, you can find 
it all in the Member Area.

DIGITAL 
EDITION 

AVAILABLE!

youtube.com/naaauctioneers

National Auctioneers Association

2019/2020 SCHEDULE
Traditional v. Luxury Real Estate AuctionsAugust 7, 2019

Breaking into the Auto Auction BusinessOctober 2, 2019

Online Auction MarketingDecember 4, 2019

The Art of NegotiationFebruary 5, 2020

Building Your Bid Calling SkillsApril 1, 2020

Quieting the Benefit Auction CrowdJune 3, 2020

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

develop and grow your business.

Auctioneers.org/iSeries

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

Career-changing education in 30 minutes or less
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You spoke and we listened! New 
at Conference & Show this year, is 
a workshop just for teens focused 
on leadership and communication. 
Young attendees, age 12-18, will 
learn first-hand knowledge about 
starting a business and making 
smart decisions. 

The best news is that the 
workshop is free for teens, as long 
as teens are registered as a guest 
with a parent’s registration.

“I’m excited to bring our 
youth together for a fun, lively 
workshop where they’ll get the 
chance to network together 
and pickup new skills to better 
communicate,” said Sara Rose 
Bytnar, CAI, AARE, AMM, co-
instructor for the session.

Visit conferenceandshow.com 
for more information and to 
register.

The National Auctioneers Foundation: David Huisman, CAI; Jay Nitz, CAI, MPPA; Mike Jones, CAI, 
BAS, GPPA; William Sheridan, CAI, AARE, GPPA; Barbara Bonnette, CAI, AARE, GPPA; Christie 
King, CAI, AMM, BAS; Lance Walker, CAI, BAS, CES; Merle Booker, CAI, GPPA; Scott Robertson, 
CAI, BAS; Kim Hagen, CAI, AARE, AMM, CES; Jennifer Gableman, CAI, ATS; Scott Steffes, CAI, 
CES; Sid Miedema, Jr., CAI; Scott Shuman, CAI; Hannes Combest, FASAE, CAE; and Lois Zielinski. 

The Certified Auctioneers 
Institute (CAI) Committee met 
May 2-3 at NAA Headquarters 
to evaluate the CAI curriculum 
and plan for CAI 2020, March 
22-26 at the University of 
Indiana in Bloomington. 
For more info on CAI, visit 
auctioneers.org/cai. 
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News

Your Association at Work

New Teen Workshop

National Auctioneers Foundation
The National Auctioneers 
Foundation met May 6-7 for a 
strategic planning session. Tom 
Saturley, CAI, a past president of 
the NAA and 2017 inductee of 
the NAA Hall of Fame facilitated 
the session. The Foundation exists 
to support NAA by raising funds 

for scholarships and various NAA 
projects. A complete report of this 
meeting and their activities will 
be provided at the Foundation’s 
Annual Business Meeting on 
July 11, 2019, in New Orleans, 
as part of the 70th International 
Auctioneers Conference & Show.

CAI Committee

Without the 
financial 

support of 
the donors to 
the National 
Auctioneers 

Foundation, NAA 
would not have 

been able to 
accomplish all 
we need to do.

NAA CEO Hannes 
Combest, FASAE, CAE

“

” 

Education, advocacy and technical content from the NAA

Benefit webinar
Sign up now at auctioneers.org/
events for our free, 30-minute 
webinar on June 5 about benefit 
auction law. TiWanna Kenney, 
BAS, will discuss ways to prevent 
professional blunders and increase 
client loyalty with your knowledge.

apply for CAI or 
recommend to an 

NAA Pro!

Q CAI Committee members: Justin Vondenheuvel, CAI, AARE, 
CES; T. Kyle Swicegood, CAI, BAS, GPPA; Whitey Mason, CAI; 
Beth Rose, CAI, AARE, AMM; and Lisa York, CAI, AMM.

See full 

flyer on 

p. 29

Q

http://conferenceandshow.com
http://auctioneers.org/cai
www.auctioneers.org
http://auctioneers.org/events
http://auctioneers.org/events
http://auctioneers.org/DOH2019


New date!
Q

http://auctioneers.org/DOH2019


12   AUCTIONEERS.ORG

NAA Pros take their issues to Washington, D.C., this September

How often do you think about how the 
government’s decisions directly affect 
your auction business?

Advocacy may seem like an unrelatable and 
perhaps unapproachable topic to the everyday 
business person, busy with the workings of 
their business. But, now more than ever, it is 
important to not only know what is going 
on with regulations but also to voice your 
opinions on how they affect you and your 
business—because they do.

This Sept. 11-12, NAA is hosting its annual 
Day on the Hill where NAA members are 
invited to help advocate for the association’s 
most critical issues to legislative and 
regulatory officials in Washington, D.C. 

Braden McCurdy, CAI, AARE, AMM, CEO 
of McCurdy Auction, LLC, is a member of the 
NAA Advocacy Committee and has attended 
Day on the Hill for the last four years. He said 
the event is important for the future of the 
auction industry.

“Sharing our story is important because the 
auction industry touches absolutely everything,” 
McCurdy said. “(We’re) sharing that message 
and story and working to change that perception 

of auctions. In some markets, auction is a first 
choice, and then there’s some markets where 
it may not be. Growing the exposure for the 
industry—really communicating to leadership 
what all we do in the industry, what all we sell, 
and what all we do to help across America—is an 
important message.”

Every auctioneer has their own message to 
share because of their first-hand experience 
in the industry, and the NAA sets participants 
up for success at Day on the Hill by providing 
them with tools to represent themselves and 
the industry well. 

During the event, participants can attend 
Advocacy Training where NAA Advocacy 
leaders and staff share an overview of issues 
impacting the industry as well as tips for 
meeting with Congressional members and 
staff. Collateral material is also provided to 
attendees for their Hill meetings.

Ailie Byers, CAI, AMM, BAS, president of 
Alpenglow Benefit Auctions, is vice chair of the 
NAA Advocacy Committee and this September 
will be her second time at Day on the Hill, but 
she said she has had other experience with 
advocating for legislative issues in the past.

“It’s really straightforward and really easy, 
especially for anyone who is not a ‘public 
speaker’ or is nervous about meeting their 
representatives. All you need to do is shake 
their hand, give them a packet explaining what 
the NAA does, and just say, ‘Here’s what I care 
about, and here’s why it’s important.’” Byers 
said. “It does actually have an impact because 
they do remember those things.”

Byers said citizens can always go meet with 
their representatives on their own, but Day 
on the Hill facilitates an environment with a 
support structure, making it easy for a person 
with any amount of advocacy understanding to 
have a successful and productive experience.

According to NAA’s 2018-2019 Public Policy 
Agenda, some of this year’s talking points will 
be concerning interstate sales tax collection, 
government assets and small business 
operations. The 2018-2019 Public Policy 
Agenda can be found at bit.ly/NAA_Advocacy.

South Dakota v. Wayfair, Inc. continues to 
be a hot topic for the auction industry, and 
Byers said representatives are becoming more 
aware of the issue, which will set a different 
tone for this year’s conversations. 

News

Participants in 2018’s Day on the Hill.

www.auctioneers.org
http://bit.ly/NAA_Advocacy
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Education, advocacy and technical content from the NAA

“I think there’s a lot more traction on the 
issue, and I think in the next couple years it’s 
just going to get more and more,” Byers said. 
“This year it should be easier to have that 
conversation, and instead of saying that this 
is a potential impact, we can say, ‘Here are the 
actual impacts and how it’s actually affected 
my business and my tax income in your state.’”

But Day on the Hill does not just have to 
be about one-time conversations. McCurdy 
said these conversations have led to actual 
relationships, which created consistent lines of 
communication to discuss issues further.

“It’s really an opportunity to foster 
relationships with the folks who have 
influence over our country and having those 
contacts in place if you ever need them.” 
McCurdy said. “They want to know what 

you’re doing in the local small business and 
in their constituent base.”

Day on the Hill benefits the industry as a 
whole, but it also provides a new perspective 
on business for those who participate.

“It’s nice to have that time to step back and 
for everyone to be like, ‘Yes, there are things 
that I care about, either from the perspective 
of my company, or my state, or how I do 
business,” Byers said. “But there’s also these 
issues that affect all of us. And so collectively, 
we can have more of an impact.”

Making yourself knowledgeable and 
productively speaking up for issues is part of 
being a good citizen. 

Byers said that any NAA members who 
have the ability to come to Day on the 
Hill should come and be a part of positive 

change for the industry. She encourages 
NAA members to channel their passion and 
emotion into real conversations, and Day on 
the Hill is a great opportunity to do that.

“If anyone has ever sat down and thought 
to themselves, read the local, national or 
whatever paper and said, ‘Why are they doing 
that?’ Here’s your opportunity to talk to these 
people,” Byers said. “If you’re not going to take 
advantage of it, then, like my grandmother 
said, ‘If you’re not going to vote, you can’t 
complain, right?’” v

To learn more about Day on the Hill, visit 
auctioneers.org/DOH2019.

Are You Interested In
Becoming An Auctioneer?

If So, This Is Your
Opportunity!

Your Income Potential In The
Auction Business Is Unlimited...

Mendenhall School Of Auctioneering
Teaches You The Skills You Need.

• Open Your Own Auction Co.
• Be A Contract Auctioneer
• Establish A Family Business
• Work For A Established Auction Co.

The Choice Is Yours!

14 Of America’s 
Top Auctioneers & Instructors
The Best Training Facility In America

Since 1962
PO Box 7344 High Point, NC 27264

Phone: (336) 887-1165    Fax: (336) 887-1107
www.MendenhallSchool.com

2019
SCHEDULE
FEB. 2 - 10
JUNE 1 - 9
OCT. 5 - 13

Enroll Today
For The Class
Date Of Your

Choice.
Classes Fill
Rapidly. You
Could Save
$100.00 Call

For Information

http://auctioneers.org/DOH2019
http://mendenhallschool.com
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News

New York
Auctioneers from across the state convened 

Feb. 2-4, for the New York State Auctioneers 
Association annual convention. Throughout 
the weekend, Auctioneers were presented 
with dynamic and engaging educational 
seminars from industry leading auctioneers 
and presenters including Tammy Miller, CAI, 
AARE, BAS; Emily Wears Kroul, CAI, ATS, 
BAS; Forres Meadows, CAI, ATS, BAS; Ailie 

Byers, CAI, AMM, BAS; and Kathy Sherman 
of HR One. 

Election results
•  Phil Gableman, CAI, AMM, GPPA – 

President
• Todd Jantzi – Vice President
• Stephanie Messier – Treasurer
• Mark Whalen – Director
• Jim Hoyt – Director

Additional highlights
• Don Benz, III – Bid calling champion
• Brayden Webber – Reserve champion
• Terry Bradley – Hall of Fame
•  Phil Gableman – Auctioneer of the Year

State Watch

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

Delaware
As part of National Small Business Week 

(May 5-11), the Division of Small Business 
launched a competitive, matching grant 
program  
to assist Delaware entrepreneurs who want to 
grow their small businesses.

EDGE Grants (Encouraging 
Development, Growth & Expansion) are 
designed to help newer small businesses 
level the playing field with larger, more 
established companies by providing a 3-to-1 
match for each dollar the business spends on 
qualified expenses.

As many as 10 EDGE grants will be 

awarded in the first 
round of funding: 
five grants of up to 
$100,000 each for 
science/research-based 
businesses (STEM 
Class) and five grants 
of up to $50,000 each 
for all other businesses 
(Entrepreneur Class).

 Among other 
requirements, 
businesses eligible for 
EDGE must be less than 
five years old, with no 
more than 10 employees 
and be majority located 
in Delaware.

  EDGE Grant funds must be spent on 
expenses that will improve a business’s 
chances for long-term success and help it 
rise to the next level.

 Qualified expenses include:
• acquiring real estate for use in the business
• purchasing essential equipment
• investing in website design
• investing in marketing and advertising
• expenses related to prototyping a new  
 product

  The money for EDGE Grants comes from 
a federal government grant. Grant applications 
are available on the Delaware Division of 
Small Business website, delbiz.com, and are 
due June 14 for the first round of funding.

Illinois
The Illinois State Auctioneers Association 

held its annual convention Feb. 15-18, 2019, 
in Peoria, IL. A bid calling competition was 
held and all 11 contestants will go to the 
finals in August. Kara Miller was elected 
president, the second female president in 
ISAA history. 

Five new NAA members were sponsored, 
including Blake Canning, sponsored by 
the NAA, and Hayden Geisler, George 
Ohnemus II, Ben Ladage, and Josh Beatty, all 
sponsored by current NAA members:  Renee 
Jones, Tom Walsh, Cissy Tabor and Price 
Spraklen Company.

Election results
•  Kara Miller – President
• Bill Burke, CAI – President-Elect
• Joe Orwig – Secretary-Treasurer

www.auctioneers.org
mailto:eshipps@auctioneers.org
http://delbiz.com
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Kentucky
reSettled Life, a full-service move 

management and auction company, won the 
Start-Up Award at the Northern Kentucky 
Chamber of Commerce 2019 Business 
Impact Awards held last month. reSettled Life 
provides decluttering, downsizing, packing, 
professional auctions, moving services 
and more to seniors and baby boomers, 
who are transitioning to a smaller home, 
condo, assisted living facility or retirement 
community in the Northern Kentucky/
Cincinnati region.

Several of the area’s local businesses were 
honored at the event for their impact on the 
community through strong business practices, 
leadership, innovation and creativity. This 
year marks the largest response from local 

businesses, making it a true honor to have 
been selected to receive the awards.

reSettled Life got its start by Amy Wright, 
Owner and Principal Auctioneer. Grown from 
the need for this type of service in the area, 
Wright created a process for assisting clients 
with their transition to a more manageable 
space as they age. 

“Having our community recognize what 
we do is a big milestone for us. We pride 
ourselves on helping our clients transition 
more easily to their new living space, and we 
work hard to ensure that this process goes 
seamlessly. It can be a difficult situation that 
families have to go through, and we’re here 
to make it more manageable. The future is 
bright for us, and we’re looking forward to 
serving more of our community members in 
the future,” she explained.

Iowa
NAA member David Whitaker, CAI, of 

Whitaker Marketing Group, recently became 
an Accredited Land Consultant (ALC), and is 
now the only known person in the state of Iowa 
to hold both the Certified Auctioneers Institute 
(CAI) designation and ALC. ALC is certified by 
the REALTORS® Land Institute, an affiliate of 
the National Association of REALTORS®. 

http://galaxyaudio.com
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NAA NEWS

Kathy Packard, CAI, and Lynne Zink, CAI, BAS, 
CES, appointed as new EI Trustees
How did you get to where you are now in 
your career?

Packard: “I met my husband and started 
working for him part time, and just really 
loved the (auction) business. His business was 
growing, and I was working a nine-to-five 
job, and it’s like, ‘Well, why don’t you learn 
to become an auctioneer?’ I had been doing 
the paperwork and dealing with customers 
and contracts, and so that just evolved into a 
passion for the business. I started practicing, 
selling and then I got my license. Then I 
became very involved in our state association, 
and I’ve worked through all the chairs ... and 
then became involved in the NAA.”

Zink: “When I talk about myself, I always like 
to say I’m a wife, a mother and a grandmother. 
Family is everything to me. And as far as 
where I’ve gotten now, it started really with 
having a supportive husband.

“I was a full-time teacher ... and the state 
funded program was going to be losing their 
funding. My husband said, ‘That’s it, you’re 
going to auction school.’” And I said, ‘All right, 
you know, what do I have to lose?’ I was in my 
late 40s. So, I went to auction school, and when 
I came back, I joined my state association. 
At the state, members who were members of 
National [Auctioneers Association] came and 
started talking about opportunities that the 
NAA provides as well.

“So, I got involved and I made sure to get on 
committees, meet people, interact with people, 
and just to continue to grow and learn from 
others and the classes I was taking.”

Why did you want to become an EI Trustee?

Packard: “I really like the idea of having a 
hand in shaping the future of our industry, 
being able to service our membership, and 

working through that process to ensure the 
health and longevity of our profession—for 
myself, but also for the generations that are 
coming behind us.”

Zink: “I’ve always been involved with the 
NAA in some capacity and I got my degree 
in education—I just feel like it’s a good way 
to give back. It’s within my niche, you know, 
and I want to give back to an organization that 
helped me grow my own business.”

Why do you consider the EI Trustees 
important to NAA and the auction 
industry?

Packard: “If you’re in the NAA and you are 
searching and doing as much education 
to promote and advance yourself in your 
business, you are what the general public 
should be looking for.

“With NAA education, you can do whatever 
you want to do. There is enough education and 
enough professionals within the association 
that can guide that member in any area they 
want to go in.”

Zink: “If you think about what our mission 
is—providing critical resources to our 
membership—part of the critical resources 
has to do with our education, so that we can 
be the preferred (auction) professionals. I feel 
like this is what ties into meeting our mission 
and vision.”

What are you most looking forward to in 
NAA education?

Packard: “I’m excited about some of the 
positive changes that we’re going to discover 
by networking together. When you get a group 
of people from around the country that are 
professionals from different, diverse areas and 
different backgrounds, and to see that magic 

I’m excited about 
some of the 

positive changes 
that we’re going 
to discover by 

networking 
together.

Kathy Packard, CAI

“

” 

www.auctioneers.org


 MAY 2019      17

happen — I have seen that going through CAI 
and the magic that happens going through 
that three-year process, you kind of get it. I’m 
looking forward to that process that’s going to 
happen being a trustee.”

Zink: “The biggest part to me is going to be 
figuring out where there’s specific needs 
or things that are missing and find ways 
to address them. I’m really good at finding 

ways to incorporate interactive strategies 
within lesson plans to help people get 
hands-on learning and be a part of the 
learning experience.

“Because of my background and education, 
I’ve modeled how you incorporate different 
strategies so that the learner is involved. I 
want to make sure the learner is involved in 
the learning. The NAA is already doing that, 
but I might be able to come up with some 
new ideas.”

How has NAA education affected your 
career?

Packard: “The education, the networking, 
going to the CAI program, personally, has 
shaped my career and my business in such 
a positive manner. I went through the CAI 
education, and in year three, I knew exactly 
where my business was going to go. Being 
involved in NAA accelerated my business 
in my area and it made me a stronger 
professional.

“I was the 2018 Wisconsin Bid Calling 
Champion and also the third woman to have 
won that title in the state of Wisconsin.”

Zink: “NAA education and networking really 
helped me to become a full-time auctioneer 
within two years. And in 2012, I won the IAC.

“It gave me training and networking 
opportunities – starting with CAI and meeting 
the right people. It just really helped to 
catapult my career.” v

I want to make 
sure the learner 
is involved in the 

learning.
Lynne Zink, CAI, BAS, CES

“

” 
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Y es, there are several unique issues for auctioneers 
who sell motor vehicles to be aware of and 
address. Motion vehicle auctions has become 

specialized markets. Auctioneers who conduct motor 
vehicle auctions may sell trucks, cars, vans, engines, 
or other parts. There are, however, certain issues 
that should be kept in mind. In addition, there are 
specific federal and state laws that may be applicable to 
auctioneers who regularly sell motor vehicles.

First, auctioneers must be aware of the dealership 
licensing requirements in their jurisdiction and make 
sure that they comply. Each state has adopted some type 
of dealer licensing laws regulation the sale of new and 
used vehicles. Regulation of the business of buying and 
selling motor vehicles is for the purpose of preventing 
fraud and promoting the general welfare. The courts 
have allowed reasonable regulations to be imposed 
upon all dealers engaged in the business of buying or 
selling new or used vehicles. Some legislation requires 
licenses for the sale of new vehicles, used vehicles, or the 
wholesale sale of vehicles. Some states exempt licensed 
auctioneers from their motion vehicle dealer licensing 
laws. In addition, an auctioneer who only sells one 
or two vehicles a year may not be required to have a 
dealer’s license. A dealer’s license is generally required 
for businesses and individuals who regularly buy, sell 
or trade motor vehicles. Each jurisdiction has its own 
unique licensing law. Therefore, auctioneers must be 
aware of the dealer licensing laws in their state and take 
steps to ensure full compliance.

Second, auctioneers must be aware of the applicable 
odometer laws. In 1972, the United States Congress 
enacted the Federal Odometer Act in order to assist 
consumers in ascertaining value and condition of 
automobiles they may purchase. The purposes of 
the related regulations is to “provide purchasers of 
motor vehicles with odometer information to assist 
them in determining a vehicle’s condition and value 
by making the disclosure of the vehicle’s mileage a 

condition of title and by requiring lessees to disclose 
to their lessors the vehicles mileage at the time the 
lessors transfer the vehicles.” 49 C.F.R. § 580.2. Under 
the Federal Odometer Act, the transferor is required 
to provide written disclosure to the transferee of the 
actual mileage registered on the odometer. In fact, the 
written disclosure is required to be signed under the 
pains and penalties of perjury. auctioneers who sell 
motor vehicles (or want to sell motor vehicles) must 
learn the requirements related to the Federal Odometer 
Act and the related regulations and ensure compliance. 
Some states may also have laws prohibiting odometer 
tampering and requiring additional disclosures.

Third, auctioneers who sell motor vehicles must 
ensure that they are complying with the applicable record 
keeping requirements. Each state’s dealer licensing law 
will generally require certain records to be kept for a 
specific length of time. In addition to state law, federal 
law imposes additional requirements on auctioneers 
who sell motor vehicles. The applicable regulation states, 
in part, that “the purpose of this part is to preserve 
records that are needed for the proper investigation of 
possible violations of the Motor Vehicle Information 
and Cost Savings Act and any subsequent prosecutorial, 
adjudicative or other action.” 49 C.F.R. § 580.2. The 
regulations require: “Each auction company shall establish 
and retain at its primary place of business in an order that 
is appropriate to business requirements and that permits 
systematic retrieval, for five years following the date of 
sale of each motor vehicle, the following records: (a) The 
name of the most recent owner (other than the auction 
company); (b) The name of the buyer; (c) The vehicle 
identification number; and (d) The odometer reading on 
the date which the auction company took possession of 
the motor vehicle.” 49 C.F.R. § 580.9. Auctioneers should 
establish policies to comply with these record keeping 
requirements. 

Fourth, the auction contract should specify pertinent 
information about possession and responsibility for the 

Kurt Bachman 
Attorney and licensed
auctioneer from
LaGrange, IN

Business Practices

Legal issues in motor vehicle auctions

INSIGHTS

Question: Are there unique issues that auctioneers should be 
aware of for automobile auctions? If so, what types of issues are 
there?
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motor vehicle(s). These items include, for example, who 
is responsible for transporting the vehicle to the auction 
site (and related costs), costs related to any oil change or 
tune up, costs related to detailing or prepping the motor 
vehicle, responsibility for any minor or major repairs 
that need to be made, and insurance costs while at the 
auction site until the vehicle is transferred. The auction 
contract for a motor vehicle should address these issues, 
in addition to the usual terms, to avoid any disputes 
from arising later.

Fifth, auctioneers who regularly sell motor vehicles 
should learn and be aware of issues relating to the vehicles 
in order to avoid liability. This includes developing 
policies and procedures to address vehicle recalls, Carfax, 
pre-auction inspection and product liability issues.

In conclusion, there are unique and specific issues for 
auctioneers who sell motor vehicles. Auctioneers must be 
aware of the applicable law and ensure compliance. v

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

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

http://ermunro.com
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Terri Walker, CAI, BAS, CES 
Vice President
What spurred your decision to run for a position 
on the NAA board?
As I think about the reason I chose to run for the 
NAA VP position, I can’t help but recall my previous 
involvement with the leadership of NAA. I spent six 
years as a CAI Advisor and three years as an NAA 
Board member, and during this time I developed 
friendships and a special love for the NAA and the 
auction industry itself. These positions gave me an 
insight as to the desire the leadership this association 
has to really support us as auctioneers and members 
of the auction community. It instilled in me that same 
desire. I now do not want to stand back and watch 
others lead; I want to help lead. After being away from 
these leadership positions, I had several years to think 
about opportunities in which to serve, and I knew my 
desire was to lead as the NAA VP. I am very grateful 
for this opportunity.  
 
What is the most pressing issue for the auction 
industry?
Our ever-changing world, especially through 
technology, is moving lighting fast. A pressing issue for 
the auction industry is to keep up with our changing 
world. We can’t live by the same rules we once did. We 
must keep updating not only our phones but our lives 
and habits. As we are trying to make a living in the 
auction industry, the NAA can keep up with this ever-
changing world for us.
 
What specific initiative would you like to see 
included as the NAA looks to 2025 and beyond?
Why does 2025 sound so many years away? As 
an industry that is involved with selling, buying, 
marketing and even finding treasures, we have a 
doorway to allow auctions to be the main direction in 
disposing of all assets. The NAA has focused on this 

idea for years, and we now have more avenues using 
technology to highlight this focus. In thinking about 
a specific initiative, I would like to keep putting the 
NAA auctioneer and the NAA auction in front of the 
public, educating local and national communities on 
the fact that the auction method is a fair and logical 
way to sell assets.  
 
How do you view the current climate of the 
auction industry?
It appears the auctions are becoming more the “norm.” 
I feel auctions are chosen by the seller in hopes that the 
process will drive up the price, the buyer has a choice 
as to how much they want to spend. More people are 
also aware of the “time is of the essence” and “as is 
where is” condition. I am very confident of the current 
climate of the auction industry and am encouraged 
that its future is secure.   
 
Why did you join the NAA initially and what 
can a member do to get the most out of their 
membership? 
I joined NAA first as an auxiliary member. I was the 
spouse of an auctioneer. However, I also attended 
many classes and other meetings. This gave me 
an insight on the education, friendships, support, 
vacation destinations and networking opportunities 
of which an NAA member could take advantage. 
After auction school I realized the importance of 
continuing my education and staying on top of the 
latest trends in our industry. The best way to do that 
was to join NAA as a member. 

The more you invest in something the more you will 
appreciate it and use it. This idea is the same with 
an NAA membership. Investing time by attending 
Conference & Show, educational classes, iSeries and 
even Facebook conversations can grow a member’s 
company, support team and lifelong friendships. 
Investing yourself is the best way to get the most out of 
your membership. 
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J. Craig King, CAI, AARE
Treasurer
What spurred your decision to run for a position 
on the NAA board?

I am interested in serving as NAA treasurer because 
I have reached a point in my career and personal life 

that I have the time to dedicate to this extremely 
important position. I have previously served as 

a Financial VP (treasurer) and President 
of the Alabama Jaycees, an organization 

that had 5,000 members, and I am 
currently the Deacon over Finances 

for my church. I understand the 
balance of remaining fiscally 

responsible while taking 
carefully calculated risk to 
grow our association and 

address the changes in our 
industry. I think I have the 

needed abilities to guide 
leadership in this endeavor.

 
What is the most pressing 
issue for the auction 

industry?
I believe we must guard against 

outside influences that can bring 
disruption to our industry. These may 

be new regulations or new auction providers 
from outside the auction industry. Most 

importantly we must evolve and continue to adapt 
to meet the needs of our clients and customers in our 
rapidly involving industry.  
 

What specific initiative would you like to see 
included as the NAA looks to 2025 and beyond?

We must always work to identify who our future 
stakeholders are and what we can do to serve those 
potential members. When we have a clear direction 
on who we wish to serve, we must develop a plan to 
attract and retain those members. 

How do you view the current climate of the 
auction industry?
My view is our current climate in the auction industry 
remains challenging. Some segments of our industry 
are doing very well while others have not returned 
to the pre-recession levels of sales volume and 
profitability. Our industry is changing rapidly, and 
some within our industry have not found their spot in 
the new economy. Our industry has many talented and 
creative entrepreneurs and, as always, they will find a 
way to adjust and thrive. 
 
Why did you join the NAA initially and what 
can a member do to get the most out of their 
membership?
I joined NAA many years ago for the education. My 
dad taught me a lot about the auction business, but he 
always encouraged me to attend CAI, the NAA seminars 
and conventions to learn even more from others.

To get the most out of our association I would 
encourage members to get involved by attending 
Conference & Show along with the many fine 
designation programs and seminars NAA provides. 
This will provide them with educational programs, 
networking opportunities, and resources from the 
many great relationships members will establish and 
draw from when needed. 

www.auctioneers.org


Peter D. Gehres, CAI, CAS, 
CES
Director
What spurred your decision to run for a position 
on the NAA board?
It is the responsibility of each auctioneer and each 
generation of auctioneers to preserve, protect and 
promote the auction industry. Today we are the 
beneficiaries of past generations ,and it is our duty 
to pay it forward for those who will come after. 
Personally, as a believer in Jesus Christ, I am called 
to love the Lord and to show that love by serving 
my neighbor. This service comes in many forms 
and for our family. It includes service to our fellow 
auctioneers, auction professionals, and their families 
and businesses. Given my previous positions and 
experience in leadership of the Ohio, Michigan, 
Indiana, and national associations, the time is right to 
step up and serve on the NAA Board of Directors.

What is the most pressing issue for the auction 
industry?
One pressing issue is assets and sellers that are short-
circuiting the auction process and selling directly to 
the public, sometimes using an auction process, and 
often not. This is an issue because I strongly believe 
that a trained, educated and experienced auctioneer 
and auction company will achieve a higher price and 
offer a consistent process by building a transparent 
platform or market. Auctioneers and auction 
companies play a vital role in local and regional 
economies and should not be overlooked or cut out 
of the process.  

What specific initiative would you like to see 
included as the NAA looks to 2025 and beyond?
The NAA must stake out the position as the 
authoritative voice for the entire industry. We have 
many other associations that represent the auction 

of specific assets or represent the various states. 
These are valuable parts of our industry and each 
group should find in the NAA a partner dedicated 
to the unequivocal and unapologetic promotion 
of auctioneers, auction companies and the many 
professionals who make auctions work each and every 
day. The loudest and most consistent voice regarding 
the unified auction industry should be the NAA. By 
2025, every auctioneer, every auction professional, 
every auction company owner and everyone in our 
industry should know what the NAA is, whom the 
NAA serves and look to our association for clear 
messaging on the power and effectiveness of the 
auction method of sale. 

How do you view the current climate of the 
auction industry?
Auctions are fun, they are fast, and they are 
transparent. These are the forces moving all successful 
businesses in 2019. The climate is great for the 
industry, and there truly is plenty of business to go 
around. Auctions are never going away. They are too 
effective. However, auctioneers and auction companies 
can suffer and be marginalized without effective brand 
awareness, professionalism and determination. 

Why did you join the NAA initially and what 
can a member do to get the most out of their 
membership?
My mentor and sponsor, Mike Brandly, CAI, AARE, 
CAS, told me when I completed my auctioneer 
apprenticeship that if I wanted to become a true 
professional and achieve my full potential, joining 
the NAA was the next critical step. How right he was. 
My best friends are NAA auctioneers, my business 
partners and employers are NAA members, and my 
auction life is what it is because of the education and 
networking provided by the NAA. Auctions are a team 
sport, and there is no greater auction team and auction 
family than the NAA.
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Larry “Chip” Pearce, Jr., 
AARE, ATS, CES, GPPA
Director
What spurred your decision to run for a position 
on the NAA board?
I have been asked by several people in leadership 
positions to run for the board over the last few years. My 
answer has always been that I just did not have the time. 
I finally realized that my answer was not acceptable. It’s 
one thing to have a desire to want to serve on a board and 
quite another thing to get asked by those in leadership 
positions to serve. At some time, we must all give back. 
I don’t think that my company would be as successful 
without the NAA and its members. It’s simply time for me 
to step up and offer to give back to the organization that 
has help me to get to where I am today.

What is the most pressing issue for the auction 
industry?
Competition from those who used to serve our industry 
including trade publications who are now in the auction 
business. They relied on us to market our auctions on 
their websites and in their magazines, and now they 
compete directly against us! Also, we have increasing 
competition from companies and individuals outside 
our profession who are simply purchasing online 
software and now call themselves professionals.  

What specific initiative would you like to see 
included as the NAA looks to 2025 and beyond?
I would like for the NAA to be more inclusive of all NAA 
professionals and not just bid callers. I believe that the 
NAA can represent every facet of the industry, from 
contract auctioneers to online auctioneers. I am proud 
to be a professional bid caller and so are two of my sons. 
My daughter is not a bid caller, but she is a proud paying 
member of the NAA. So are several of my staff members. 
Early in my career, I was the face and voice of my auction 
company. In recent years, I have transitioned into 

conducting most of our auctions in an online format. I 
personally believe that my office manager, set up manager, 
photographer, cashiers and sales staff are just as important 
as the auctioneer. In many cases they are more important. 
If my sales staff does not perform, nothing else takes 
place, including paychecks. The industry has undergone 
some significant changes over the past 10 years. I am not 
so sure that the name National Auctioneers Association 
adequately represents our industry now. Perhaps we 
should consider “The National Association of Auction 
Professionals.” I know this can be controversial, but if we 
are to survive as an association, and remain relevant, we 
must be inclusive of ALL NAA paying members.  

How do you view the current climate of the 
auction industry? 
As far as selling and buying, the auction climate is 
doing well. My concern is that with the availability of 
new online bidding platforms and the soft stance that 
most states are taking with lack of regulations over 
those businesses, we will see more and more non-
professionals entering into the auction business. If they 
are not regulated and are not a member of the NAA, 
abiding by our code of ethics, auctions could take on a 
new, unattractive image—one that we can’t overcome!

Why did you join the NAA initially and what 
can a member do to get the most out of their 
membership?
I am a first-generation auctioneer and never had 
the opportunity to work for a family business or 
another firm. I found out quickly that I would need 
far more than a good chant if I was ever to be taken 
seriously. I joined the NAA to take advantage of the 
educational opportunities but quickly found out that 
the networking opportunities were just as important. 
If you are a new member or old member who has not 
been attending conference & show, you are missing 
out. You can’t just attend. You must meet new people, 
ask questions and exchange ideas. You will be amazed 
what can happen to your business when you meet like-
minded professionals.
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Phillip L. Pierceall, CAI, 
BAS
Director
What spurred your decision to run for a position 
on the NAA board? 
I am running because I feel like education needs to 
be a priority. I am running because I think there is 
no voice at the grassroots level, not because those 
auctioneers don’t have a voice (they do), they just don’t 
know how to use it. I am running because the NAA 
and the auctioneers that make up this great association 
have given so much to me. I now have the time and 
resources to be able to give back to you.

What is the most pressing issue for the auction 
industry?
EDUCATION! Period. Unlike other associations 
that have a product to sell or represent, we (the 
auctioneer) are the product of the NAA, and to 
make us better we need better education or, rather, 
education done differently. One size does not fit 
all—meaning we all learn differently and, we are all at 
different levels in the auction industry. An auctioneer 
who is in the first five years in business is not going to 
learn the same way as an auctioneer who has been in 
the auction industry for 10 years, and they won’t learn 
the same way as a 20-year industry veteran. If we can 
fix how we teach, we will grow as an association and 
we will retain more members.

What specific initiative would you like to see 
included as the NAA looks to 2025 and beyond?  
One of the initiatives I would like to see thought 
about is licensing laws. I have always thought that if 
you’re good and people hire you, you should be able 
to work anywhere that your client hires you to go. I, 
however, believe that licensing laws keep out those 
that necessarily are not good for our industry. A few 
states, Texas being one, are getting ready to do away 

with licensing. If this is 
the case, then we should 
have a set of checks and 
balances in place to see 
that our industry and 
the auctioneers in it are 
taken care of.

How do you view the 
current climate of the 
auction industry? 
I think the industry will be fine. 
There will always be a need for the 
auctioneer, and I think that the live 
auction will always remain a constant. I make 
my living behind a microphone and God Bless all 
of us that do. Technology in the auction industry is 
always changing, and we as auctioneers always have to 
be willing to embrace that change and adapt. As long 
as we can do that and put food on the table, we will 
be fine. Everything is for sale, and it is up to us to use 
the most efficient way to get that done. There is more 
opportunity now than ever before.

Why did you join the NAA initially and what 
can a member do to get the most out of their 
membership? 
I joined the NAA so that I could be around like-
minded members who want to network and 
promote the auction method of marketing. I joined 
because if you make a living in the auction industry 
you should give back to that which gives to you. I 
joined so that I can help grow our great association. 
How do you get the most out of your membership? 
The short answer is USE IT. Take advantage of 
everything the NAA has to offer. Now, how do you 
use it? If you have questions about how to use your 
membership, call me, call the NAA or call your state 
ambassador.
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John D. Schultz, AMM
Director
What spurred your decision to run for a position 
on the NAA board?
I have a firm belief that one should use his/her gifts and 
talents to serve others. As a recognized leader in auction 
marketing, auction education and auction advocacy, 
many organizations, companies and individuals have 
called upon me to lend expertise to them. It was during 
these moments that I realized how much I love to share 
my talents and knowledge with others. 

Starting in the early 2000s, I began my industry 
service by serving the Minnesota State Auctioneers 
Association including Director and President. Shortly 
thereafter, I started my service to the National 
Auctioneers Association including vice-chair of 
the Council on Future Practices, member of the 
Vision 2015 Task Force, member of the Technology 
Committee, member of the Futures Panel, member of 
the Audit Committee, member of the Conference and 
Show Education Committee, member of the Sales Tax 
Task Force, a charter webinar instructor, charter NAA 
Ambassador to Minnesota, multi-time Conference & 
Show seminar presenter, multi-time summit presenter, 
and Auction Marketing Management designation 
course writer and instructor.

This service to my state association and the 
national association is a passion that 
continues unabated to this day. 
My experience has shown 
me the importance of 
serving others. It 
is time for me to 
take the lessons 
I have learned 
and use that 
knowledge for 
the continued 
betterment 

of the National Auctioneers Association through 
service on the Board of Directors.

What is the most pressing issue for the auction 
industry?
While there are many pressing issues, the most 
pressing issue for the auction industry is increased 
government legislation, regulation and rules that 
unintentionally sweep up the auction industry. 

Take, for example, the South Dakota v. Wayfair decision 
of the Supreme Court of the United States. This 
sweeping legal decision on sales tax has now impacted 
auctioneers in all states and will continue to do so. 
Additional legislation on other topics such as licensure, 
sales tax and other business regulations continues to 
be advocated for at the state and national levels by 
uninterested parties to the auction industry. 

As a result, advocacy on behalf of our industry both at 
state and national levels is of paramount importance. 
Unfortunately for many, advocacy is a reaction to 
problems, rather than proactive. It is critical that 
advocacy becomes an active endeavor to ensure 
government legislation, regulation and rules have 
a positive impact on the industry and the industry 
impact is not an innocent unthought-of consequence.

What specific initiative would you like to see 
included as the NAA looks to 2025 and beyond?

The NAA has many initiatives it must consider 
as it looks to the future and 2025. The 

crucial initiative needs to be 
understanding the role education 

plays within our association 
and its impact on 

members and the 
association. Our 

current education 
model relies 

on members 
providing 
nearly all 

ELECTION

www.auctioneers.org
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educational opportunities to other members. While 
this model works, it, unfortunately, allows for our 
membership to grow only as bright as the brightest 
engaged auctioneers in the association. Moreover, in 
doing so, provides little to no educational value for 
the brightest auctioneers in the association. As you 
might imagine, this model creates a cycle by which 
members grow to become the brightest and then become 
disenfranchised with the educational offerings because 
their educational growth opportunities stagnate. As an 
association, we must look to incorporate educators from 
outside of the industry. The non-industry educators 
should be among the brightest within their field thus 
allowing our brightest members to remain engaged in 
learning from within the association and continue to 
grow and become even brighter.

Additionally, the current educational model provides 
primarily for in-the-room learning opportunities. While 
this is great for the members willing and able to travel 
to these opportunities, the vast majority of members are 
unwilling or unable to go to educational opportunities. 
We must look to develop a distance learning program 
that allows all members to participate in our best 
educational offerings regardless of location. 

Futhermore, the current educational model is a 
significant component of the financial model for 
the association. Educational revenues derive from 
Conference & Show, summits and designations. Unless 
membership continues to grow and turnover (which 
currently it seems we are stagnating), there is only 
a finite amount of members that will engage in the 
educational opportunities on a repeat basis. As a result, 
unless we can increase the level of education or the 
membership numbers, we will additionally negatively 
impact the association’s revenue model. 

How do you view the current climate of the 
auction industry?
The climate of the auction industry is ripe with 
opportunity. In a world with decreasing transparency 
and increasing division, the auction method of 
marketing offers a transparent, all-inclusive process 
by which consumers can purchase goods. However, 
auctions continue to have less and less exposure in 
the marketplace due to many factors including the 
urbanization of the United States, increased marketing 

pressure on consumers by more savvy marketers, and 
the diversification of the population. 

Revenues for companies that have embraced these 
changes and adapted marketing messages are 
experiencing significant growth. While this is fantastic 
for these companies, only a small portion of our 
membership has learned these marketing techniques 
or educated the public around their businesses.

The opportunity is now for the NAA to create a 
national promotional campaign that promotes the 
auction industry as a transparent, all-inclusive method 
of sale and buying. This promotion must be national 
and reach consumers with real reasons and benefits 
to consider auctions first. While grassroots campaigns 
have started and flourish in some areas, campaigns 
must speak to consumers and address their needs first 
and must be a top-down, nationwide campaign. The 
timing of this campaign is crucial. Waiting until 2025 
or beyond will only allow further degradation of the 
auction method of marketing and selling. 

Why did you join the NAA initially and what 
can a member do to get the most out of their 
membership?
I initially joined the NAA during my state association 
annual conference. A member of the NAA (Scott 
Musser) was speaking at the conference, and I recall 
him sitting next to me during the Fun Auction and 
imploring me to join and plug into the national 
association. This effort by the leadership of the NAA at 
the state conferences must continue to find, groom and 
enroll state members in the national association. 

Once a member, it is essential that members take 
advantage of the educational offerings of the NAA. One 
should attend summits, designations and conferences 
as much as possible. In between these events, members 
should take advantage of the NAA Online Education 
Center. While not widely known to members, this portal 
offers all the Conference & Show seminars from 2013 and 
forward. These are free to members and an excellent way 
to learn regularly. By plugging into educational offerings, 
members will increase their membership value. By 
attending events in person, members will maximize their 
membership value through the ability to network and 
build relationships with like-minded professionals.

MEET THE 
CANDIDATES

2019
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C&S PREVIEW

H
Preview

This month’s Conference & Show preview features a profile on our keynote 
speaker, Marilyn Sherman, who has spent years motivating and inspiring 
people to get out of their comfort zones. She was inducted to the National 

Speaker Association’s CPAE Speaker Hall of Fame—one of 182 members in the 
world who hold this designation. 

Also in this issue, we have a sneak peek at the trade show floor. Orient yourself 
to the floor plan, make note of which exhibitors you’d like to see and read why 
some of them think you should come to Conference & Show.

GKeynote 
SPeaker 
profile Gtrade show 

floor

in this issue

www.auctioneers.org


H Teen Leadership and  
Communication Workshop

In an age of social media, texting, gaming and ever changing technology its easy to lose the ability to 
communicate effectively - face to face or in front of your peers.  This workshop provides leadership 

development opportunities for teens.  You will gain first-hand knowledge about starting a business and making 
smart decisions.  You will also learn communication skills and how to listen, express, and connect for success, 
so you can leave a lasting impression and be engaged.  You’ll walk away with positive tools to resolve conflict. 

This workshop will be fun, exciting and a great way to connect with other teens at Conference & Show

THURSDAY
JULY 11TH

FROM
1:30-3:30PM

IDEAL FOR AGES
12-18 YEARS

GAIN FIRST HAND KNOWLEDGE ABOUT STARTING 
A BUSINESS & MAKING SMART DECISIONS

PRESENTED BY 
Sara Rose Bytnar | CAI, AARE, AMM

2017 International Auctioneer Champion | 2015 Florida State Auctioneer Champion 

Eli Troyer
2017 Michigan Bid Calling Champion | 2016 Ohio Junior Division

www.Auctioneers.org/CS2019
By May 15th

REGISTER AT

LOCATION: HILTON NEW ORLEANS RIVERSIDE | ROOM: CHURCHILL B2

National Auctioneers Association Conference & Show Presents 

http://auctioneers.org/CS2019
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Marilyn sherman 
seeks to help members move 
from coMfort zone to 
font-row seat

Looking to her summer speaking schedule, Marilyn Sherman is 
particularly excited to deliver the keynote presentation at this 
year’s NAA Conference & Show.

“I can’t wait to be around people with like minds and a singular 
focus—they’ll all be there to learn and grow,” Sherman said. “I enjoy that 
type of bonding environment. There’s a mentality of, ‘We’re all in this 
together. We’re not here to be selfish for the piece of the pie we want. 
We’re here to build a bigger pie together.’”

Plus, she’s drawn to the spirit of auctioneering.
“I know that NAA members believe in what 

they do. They’re doing amazing 
work, from raising money for 

important causes to helping 
people with their estates. 

I, too, believe in their 
cause,” she said.

As a speaker, 
Sherman is known for 

“motivating audiences 
to get out of their comfort 

zone and get a front-row seat 
in life.” She is the author of four 

motivational books including, “Is There 
A Hole In Your Bucket List?” “Whose Comfort Zone Are 

You In?” “Why Settle for the Balcony - How to get a Front-Row Seat in 
Life” and “Front-Row Service.”

Sherman was recently inducted to the National Speaker 
Association’s CPAE Speaker Hall of Fame. She is one of 182 members 
in the world who hold this designation. 

After starting her career in corporate America, Sherman grewto be 
a popular speaker for corporate and association markets that want 
their people to improve morale, teamwork, communication skills and 
ultimately, achieve more results. 

“I typically hear that when people walk out from listening to me 
speak, they are filled with hope and excitement and energy around doing 
more than they thought was possible for themselves,” she said. “For 
people who are successful and love to get energized and learn more and 
grow more, this presentation will get them reignited and recommitted. I 
intend for it to be like an infusion of inspiration.”

Sherman aims to deliver instantly actionable advice.
“My hope is that those in attendance leave ready to tackle the most 

challenging part of their businesses and their lives away from work,” she said. 
“If you have doubt in your personal life, that affects your work life – and vice 
versa. It’s about your whole existence, and I’m going to help people figure out 
why they’re stuck and how to get out and move forward.” v

Nancy Hull Rigdon is a freelance writer in Colorado.

For people who are successful ... this 
presentation will get them reignited and 
recommitted. I intend for it to be like an 

infusion of inspiration.

“

” 

By Nancy Hull Rigdon
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C&S TRADE SHOW
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BidWrangler
Our team looks forward to Conference & 
Show every year. Attendees should visit the 
trade show to meet our entire team and to 
learn more about the new user interface 
we’re unveiling this year. 

APRO.BID
We will be showcasing our bidding apps 
and marketing tools that connects your 
auctions to over 30 auction sites, national 
email campaigns, phone apps, and our 
Eventbrite and Google events function. 

E.R. Munro and Company
We exhibit at the Conference & Show 
because we feel the auction industry is 
being underserved by some insurance 
companies who do not understand the 
auction business.  

TractorZoom
We’re a farmer-first service and know how 
valuable the auction industry is to our 
users. We want to ensure, any way we 
can, that this method of transaction stays 
relevant and thrives for years to come!

MarkNet Alliance
We want to meet auction professionals 
interested growing their businesses and help 
determine if MarkNet Alliance is the right fit 
to help them achieve such goals. Our trade 
show booth also provides an opportunity 
for current MarkNet Alliance members to 
stop and talk to us about current projects, 
questions, ideas or extra training.

CUS, a BidPath Company
The NAA puts on something for everyone 
during the week, whether it be the 
exhibitors, educational sessions or 
networking events. 

Kiefer Auction Supply
Kiefer Auction Supply is among the most 
faithful, longest standing vendors to the 
auction industry and NAA Conference & 
Show. We consider it a privilege to have 
the chance to talk face-to-face with our 
longtime customers as well as those new to 
the NAA. 

www.auctioneers.org
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In June/July, we’ll take a look at what to 
know before you head to New Orleans, 
including food, attractions and fun!

Conference & Show 
Exhibitor List

Exhibitor list is current as of May 20, 2019.

1-800-The-Sign.com
Anchor Audio
APRO
Auctioneer Software
AuctioneerInsurance.com
AuctionLook
AuctionTime.com/Auction Flex
AuctionZip.com
Basinger Audio Systems
Bidspotter.com
BidWrangler LLC
Blue River Digital
Currency
CUS, a BidPath Company
E Title Agency
E.R. Munro and Company
Fellowship Of Christian 
Auctioneers International, Inc.
Galaxy Audio
Global Auction Guide.com
GoToAuction.com
Greater Giving/Auctionpay
Guitar Center Pro
HGA Fundraising
Kiefer Auction Companies
Land.com
Level
LiveAuctioneers
MarkNet Alliance
NextLot, Inc.
Performance Printing
Proxibid/Wavebid
S3 One Goal
Shearer Printing Service
Shipley’s Diamonds and 
Fine Jewelry
Shipping Saint Inc
Tractor Zoom
TSYS Merchant Solutions
W2 Auction Solutions

23
57
15

50-51
48
25

33-34, 42-47
32,35

26
40

12,13
52,53

29
38

2
28
64

41
54

55-56
4
1

39
49
14

17-18
58

30-31, 36-37
8
6

9-11, 19-22
59
63
24

61-62
27
16

7

Tech Bar
The Tech Bar is an interactive 
environment that provides hands-
on guidance and answers to your 
technology-related questions. Tech 
Bar session times and titles have been 
udpated on the website. Check them 
out now at conferenceandshow.com.

AuctionLook
Conference & Show is a wonderful way for us 
to reconnect with our clients in person. It is 
like a family reunion. 

Galaxy Audio 
Galaxy is most excited to exhibit due to the 
tremendous success we had at the 2018 
Jacksonville show. Auctioneers have the 
opportunity to demo products live. It gives 
Galaxy Audio the opportunity to meet face to 
face with our valued auctioneer partners!

GoToAuction.com
We exhibit because nothing captures the 
culture of the auction industry like NAA 
Conference & Show! Each year we form new 
alliances with other vendors and auctioneers. 

Shipping Saint
We are most excited about meeting new 
auction houses, meeting vendors in person 
like LiveAuctioneer, AuctionZip, Proxibid, 
BidWrangler, Etc.

AuctionZip
Auctioneers are at the core of our business 
and this is a great opportunity to join our 
colleagues in the industry, explore new ideas 
and trends, and come back inspired about 
our mission.

Proxibid
We are especially excited to show clients how 
feedback shared at last year’s conference 
turned into new features introduced 
throughout the year. Conference & Show 
provides an opportunity for our team to see 
what’s happening in the industry, and they 
always come back energized with new ideas 
for enhancing our products and services.

AuctionTime.com/Auction Flex
AuctionTime.com and Auction Flex are 
the leading service providers for online 
auctions and full-service auction management 
software. Conference & Show provides us the 
opportunity to connect with auctioneers so 
we can continue to evolve our technology in 
ways that move the industry forward.

http://The-Sign.com
http://AuctioneerInsurance.com
http://AuctionTime.com/Auction
http://AuctionZip.com
http://Bidspotter.com
http://Guide.com
http://GoToAuction.com
http://Land.com
http://conferenceandshow.com
http://GoToAuction.com
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Name of Nominee

Residence Address

City State Zip code

Phone

BUSINESS INFORMATION

Name of Firm

Position in Firm Number of Associates or Partners in Firm

Business Address

City State Zip code

Phone

PERSONAL AND FAMILY INFORMATION

Spouse’s Name

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

If yes, please explain:

Number of Children

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

If yes, please explain

PROFESSIONAL INFORMATION

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

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

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

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

If yes, please explain

State Association(s) of nominee

NAA ACTIVITY

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

2016 NAA HALL OF FAME NOMINATION FORM
PAGE 1

STATE ASSOCIATION ACTIVITY

List state association involvement, offices held, etc.:

COMMUNITY INVOLVEMENT

List any notable community activities:

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

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

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

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

Submitted by (please print) ___________________________________________________________________________________________________________________________________________________________________________

Address _______________________________________________________________________________________________________________________________________________________________________________________________________________

City__________________________________________________________________________________________________State______________________________________________________Zip ________________________________________________

Phone __________________________________________________________________________________________________________________________________________________________________________________________________________________

2016 NAA HALL OF FAME NOMINATION FORM
PAGE 2
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COMMUNITIES OF PRACTICE

Early in Lisa Taylor’s auction career, she 
handed out her business card without 
hesitation while working another 

auctioneer’s event.
“My benefactor wasn’t super happy with me. 

But I was simply naïve. I was not trying to pull 
anything,” said Taylor, CAI, BAS, GPPA.

Now the CEO of CalEstates in Berkeley, 
CA, Taylor’s experience navigating referral 
etiquette leads her to act much differently. She 
said the right move all depends on which one 
of two categories is at play. 

Here’s how she explained category No. 1: 
Another auctioneer recommends her for an 

event, and the referring auctioneer clearly 
communicates that he or she isn’t territorial of 
the client and does not expect a cut of the fee.

“In that situation, I will generally send them 
a thank you gift card, and from then on, the 
client and anything else that evolves from it 
is mine. I make sure that is mutually agreed 
upon,” Taylor said.

Category No. 2 involves a referral with 
strings attached, while category No. 1 does 
not—consider the first category the free and 
clear zone. When the person referring you 
makes it clear the client is his or her client, you 
know you’re in the second category, Taylor 

explained. In this situation, Taylor said she 
doesn’t consider anything up for grabs. “It’s not 
my client, period,” she said.

Clear communication on which category 
the work falls into is key, she stressed. Mutual 
understanding from the beginning prepares all 
involved for the scenarios that may occur. 

“If I’m doing an event for someone else, 
and a person attending comes up to me and 
says, ‘Loved you. Can I have your card?’ what 
happens next really depends on whether we’re 
talking about category No. 1 or 2. If it’s No. 
2, it depends on our specific agreement. If 
the referral said, ‘Hey, if anyone there wants 

Referral etiquette
If someone helps you book a job ... 
what do you owe them?
By Nancy Hull Rigdon

www.auctioneers.org
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RECORD OF LEADERSHIP
VOTE

Peter D. Gehres, CAI, CES, CAS

NAA DIRECTORFOR

PROMOTE THE MEMBERSHIP | PRESERVE OUR NAA | PROTECT THIS INDUSTRY

• Vice-Chair of Educational Institute 
• Decade of service on NAA Committees
• International Auctioneer Champion

• President
• Treasurer

• President & Treasurer 
• Foundation President
• Ohio Junior & Senior Champion

• Board of Directors
• Co-founder of Midwest Roundup
• Michigan Auctioneer & Ringman Champion

• Continuing Education Presenter
• Social Media Committee
• Indiana Champion Auctioneer

@pgauctioneer

you for their event, go for it’ then I will go for 
it. But, if the communication was, ‘Anything 
that comes to you at my event is mine,’ then 
that’s how it goes,” Taylor said.

What if a situation doesn’t seem to fall 
into either category? Kurt Johnson, CAI, 

BAS, has advice for making a good choice in 
gray areas.

“Put yourself in the other person’s business 
shoes. Think of the other person’s financial 
situation. If the roles were reversed, what 
decision would you want someone to make?” 

said Johnson. He’s President of Kurt 
Johnson Auctioneering in White Bear 
Lake, MN. “Be fair.”

If you do determine a referral fee 
is in order, he’s found 20 percent is 
standard. Give the person that referred 
you 20 percent of what you earn from 
the event. Then, he said, consider 
yourself 100 percent deserving of 
whatever work follows with the client.

Upfront communication can’t be 
stressed enough, he said. His contract 
with independent contractors is very 
clear on what belongs to the company. 
His thoroughness is based in part on 
getting burned in the past.

“You need to be proactive with the 
people you’re working with. Outline all 
of your expectations ahead of time—

you and everyone you work with will appreciate 
this approach down the road,” he said.

Nancy Hull Rigdon is a freelance writer in 
Colorado.

Outline all of your 
expectations ahead 
of time—you and 
everyone you work 
with will appreciate 
this approach down 

the road.
Kurt Johnson, CAI, BAS

“

” 
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COMMUNITIES OF PRACTICE

Navigating 
print & digital 

advertising 
choices

There’s a strategy for 
every business goal

By Nancy Hull Rigdon

The common question seems simple: Print 
advertising versus digital advertising—
what’s best?

It’s not that simple, say auction professionals 
with significant experience in the area. Instead, 
they say there’s a more productive question to 
ask: What are you trying accomplish in your 
auction business? When you have that answer, 
you can then evaluate all the options, from 
direct mail to billboards to paid social media 
content and online banner ads.

With your answer in mind, here are several 
pieces of applicable advice to help you select 
from the smorgasbord of advertising options 
spanning both print and digital.

We’ll start with some misconceptions. First 
up: the assumption that social media is only 
for younger audiences. 

“While that might be true for Snapchat, 
Instagram and Twitter, that’s not true for 
Facebook,” said Ryan George of auction 
marketing company Biplane Productions, Inc. 
“Research found more people 55 and older 
check Facebook than read a newspaper in the 
course of a week.

Another false assumption George hears is 
that rural communities aren’t on social media. 

“I get better efficiency in rural markets 
because I don’t have to compete against 
Fortune 500 advertising there. I’ve advertised 
a farm equipment auction in rural Kansas, 
where 98 percent of the traffic was mobile. 
We still get strong results from some farm 
newspapers in the Midwest, too. I’ve just 
learned to not make assumptions and to trust 
the data,” George said.

Same goes for industrial equipment, he 
said. Some of his best results for Facebook 
advertising have been with machine shops, 
food service equipment and heavy trucks. 

“We get strong bidders from direct mail 
on these campaigns, but both blue collar and 
middle management decision makers are on 
social media,” he said.

George stressed that you can’t approach 
digital media and print media the same. He 
said he often sees auctioneers missing this key 
detail. As just one example, he sometimes sees 
professionals wanting to include a website 
address in a clickable online banner ad, 
defeating the purpose of the ad.

“We have to adapt our messaging to 
the expectations of the audience of each 
platform. With short attention spans, we need 
to include only what the prospect needs to 
know to take the next step,” he said. “That 
next step is not coming to an auction; it’s 
getting them to your website, where you can 
make the next, more detailed pitch—and 
capture their data.”

Don’t expect what works today to work 
tomorrow, George cautions.

www.auctioneers.org
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“The uncomfortable truth is that 
successful advertisers will have to be 
constantly experimenting, measuring 
and adjusting the various media in our 
campaigns until retirement. If our marketing 
plans are the same a year from now as they 
are today, most likely we haven’t been doing 
our jobs,” he said.v

Nancy Hull Rigdon is a freelance writer in 
Colorado.

A bridge for the industry
With the National Auctioneers Association’s Marketing Competition completed this year, it’s a good time to 
evaluate auction marketing. Every year the competition sees a large volume of both print and digital marketing 
materials. While other industries may have seen declines in print marketing, it is clear that auctioneers still 
successfully utilize many forms of marketing. It is a unique challenge for an industry that continues to bridge old 
methods with new, championing the auction method into this century and beyond. The evolution of marketing may 
just hold the key. Peruse this year’s competition winners in the June/July issue or see them at Conference & Show.

Dear NAA Members,
I would appreciate your vote and support, and look forward to seeing 
you in New Orleans July 9th-13th at the NAA Conference and Show.
 –J. CRAIG KING, CAI, AARE

 
N A A  T R E A S U R E R

 Two-time 
past president 
of Alabama 
Auctioneers 
Association

 Alabama and 
NAA Hall of Fame 
recipient

 Past president of 
Auction Marketing 
Institute

 Past NAA Board of 
Directors

 Past Director of 
NAA Foundation

Vote Craig King for the Office of

CRAIG
KING 

CAI, AARE

http://reppertschool.com
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Cataloging best 
practices

Can cataloging items really make that big of a 
difference in your bottom line? We think, yes.

By James Myers

www.auctioneers.org
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To get maximum value on items sold in an online auction, close 
attention to cataloging is important. There are factors that 
come into play when trying to list efficiently for the buyer and 

make the most money for the seller, and utilizing best practices for 
cataloging can help to achieve that.

Jason Roske, CAI, owner of KC Auction Company, LLC, 
mainly works in antiques, art, jewelry and the estate liquidation 
genre of auctions. When cataloging items, he adheres to the 
following best practices:

1. Clear item titles
“When buyers are looking through hundreds of items, the titles 
need to be succinct and true.”

2. Select the right thumbnail/lead picture
“In association with the title, these two factors, if done correctly, 
will create valid interest in an object and garner more clicks.”

3. Shoot great pictures 
“Once the bidder actually clicks on the item, they will look at the 
pictures first. Quality photography will answer 90 percent of all 
questions a potential buyer will have.

4. Quality description 
“Basic information is crucial to instigating the correct bids.”

5. Product knowledge 
“This isn’t crucial, but it’s important. Buyers will pay more if they 
feel confident in the auctioneer/seller.”

Roske said another important decision auctioneers need 
to make is whether or not to sell like items individually or in 
lots. Furthermore, how many similar lots are too many to sell 
in one auction?

“As a general rule, we sell sets of items as a set,” Roske said. 
“Silver, china, crystal, etc., almost always sell as a set. The only 
deviation of that is if there is a particularly rare serving item in 
the set that has demand or interest from the buying public.”

Roske said they prefer to keep collections in as few auctions 
as possible. For example, they’re in the process of finishing up 
a jewelry collection that has been separated in three different 
auctions because there were three distinct areas of jewelry, one 
being top line items that would account for 80 percent of the 
value, and they chose to sell those first.

“That auction created a lot of buzz,” he said. “We had buyers 
from around the world. The second auction was nice but 
consisted of more middle line jewelry. The third auction consists 
of costume and fashion jewelry and loose gemstones. We 
separated them out to highlight each area specifically.”

As for lot size, that often depends on the total volume of items 
in the auction Roske is selling or whether it’s a single-owner 
collection, estate or consignment auction. He said single-
owner auctions tend to have more separation of items to be 
sold individually or in smaller-sized lots, because single-owner 
auctions drive a different mentality from buyers.
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“If the collection is interesting 
enough,” he said, “buyers will want to 
own something from that collection, so 
smaller lots make sense. Passion comes 
into play here.”

Consignment auctions, he said, 
usually involve working with upward 
of 30 sellers in a single auction, in 
which case they are more apt to 
combine items.

“The passion of items being fresh 
from a local estate are generally 
not as present in a consignment 
situation,” he said. “This means that 
buyers are more influenced by the 
asset as opposed to the story.”

Casey Guidings, CAI, works with 
Rocky Mountain Estate Brokers Inc. 
One of their main considerations in 
how they catalog is determined by 
value. For example, if they have five 
like items worth $5, they’re likely to put 
them all in one lot. Items estimated to 
be worth $25 or more will be split into different 
lots. Mass-market collectibles, such as Precious 
Moments, is a good example of this, she said.

“Harder to find, older figurines may be 
sold separately,” Guidings said, “while the 
more common figurines would get sold in 
small groups.”

“If it’s a series where somebody has one of the 
three total pieces in the series,” she said, “then 

our company philosophy is we’d split them apart, 
because they might want the second one in the 
set but they might have the other two.”

There is also the concern of putting too 
many like items in one auction. Guidings said 
if an auctioneer has 2,000 figurines or pieces 
of jewelry, putting them in one auction might 
flood the market and diminish the value of 
each one. Rather than selling all 2,000 items, 

Guidings said they would be more likely to sell 
maybe 100 at a time. 

Value also comes into play when 
considering large volumes of similar items. 
For example, Guidings said of lesser-quality 
collectibles, they might put them in the same 
group. For higher value items coming from 
a notable collection, they will try to sell the 
collection complete in one auction, selling 
much of the collection “piece meal.” For 
instance, if the collection contains a three-
piece series, “we would split the three pieces 
apart to attract the buyer who only needs one 
or two pieces in that series.”

Among the best practices they follow 
includes being as “organized as humanly 
possible.” Part of that organization, 
similar to what Roske mentioned, involves 
uploading photographs of the most valuable 
items first.

“We’ll try to get our best items up first and 
attract attention,” she said of their marketing 
approach to entice a larger group of bidders.

Her company also likes to focus on 
efficiency in cataloging, especially if there 
are many, many items up for auction. A 
two-person minimum, one person moving 
items and tagging them while another is 
taking photos, makes the process go much 
smoother. They also use AuctionFlex to assist 
in cataloging more effectively. v

James Myers is a freelance writer in Oregon. 
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How to land a 
tough seller
Dispel common myths with 
these proven strategies
By James Myers

Real estate auctioneers know that to sell 
property at auction is only half the battle—
they have to dispel myths that are deeply 

engrained in sellers’ minds. It becomes their job 
to convince sellers that the auction method isn’t 
the last resort of a desperate seller. It can actually 
be the best choice for moving property fast, 
efficiently and at a good price.

Kelly Strauss, CAI, a representative for 
Nicholls Auction Marketing Group, said one of 
the most common issues he encounters with 
potential sellers is that they believe auctions are 
only for foreclosures or distressed properties. 

“The best way to overcome this 
misperception is to share more of what 
the auction business is all about in today’s 
marketplace,” he said, “and to showcase 
previously sold properties and the story 
behind how the auction method provided 
success to the seller.”

In agreement is Mark Manley, CAI, AARE, 
AMM, CES, MPPA, president at Weeks 

Auction Group, Inc. While some auction 
properties are distressed, many more aren’t.

“We as auctioneers haven’t done a real good 
job of educating the buying public that auctions 
aren’t always distress sales,” he said, adding that 
when sellers choose the auction method, “they 
get the best exposure and the fullest exposure 
to the market in the shortest amount of time.”

Another pervasive myth is that auctions 
don’t bring fair market value and buyers are 
only looking for a “cheap deal,” said Strauss. 
He contends that in a competitive market, 
there is no limit to where the sale can go, and 
that’s one of the motivations for choosing 
the auction method. Even in a down market, 
working with auctioneers who professionally 
market a sale can be a huge advantage that will 
bring fair market value or beyond.

“We at Nicholls Marketing Group say that 
we create the market, not chase it,” he said.

An obstacle auctioneers face once they’ve 
gotten a seller on board with the auction 

I’m not sure I want to 
sell my property at 
auction—or at all!

Here’s our 
proven track 

record.
The auction 

method works.
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method is the unreasonable expectation in regard to what the sale 
will bring. Pam McKissick, CAI, former co-owner and CEO at 
Williams, Williams & McKissick Worldwide Real Estate Auction, 
refers to it as the “number in your head” obstacle. 

“That’s the number your home is definitely worth if only you 
could get someone to agree with you by writing you a check for 
that amount,” McKissick said. “Good auction sales people address 
valuation issues honestly, early and often.”

She said the unskilled sales approach is to remain silent and 
hope the seller will accept the high bid once they see how hard 
the auctioneers worked to market the sale. However, when the 
conversation about expectations never takes place, it allows the seller 
to believe that the auctioneer agrees with the number in their head.

“If you agree with his number, then you have to achieve it,” she 
said. “And if it’s an unachievable number, then you’re going to have 
a busted sale, an angry seller and a black mark on your auction 
company and the industry.”

Manley has had his share of these unreasonable expectations and 
has turned down auctions because of it, and for good reason. He said 
the common rule of thumb in the industry is that it takes 10 good 
auctions to overcome a bad one.

“We as auctioneers are doing our industry a disservice when we 
take auctions that we know can’t get sold,” he said.

Like traditional real estate agents, auctioneers can demonstrate 
what the market is actually going to bear through comparative 
market analysis. Manley said even with solid proof, some sellers are 
not convinced, but often come back several months later when they 
realize they were wrong.

Strauss has experienced the same thing.
“If the seller has unreasonable expectations,” he said, “sometimes 

you just have to walk away—but keep in touch. This can be the 
auction that comes back to you in the future. I have had this happen 
several times, and the sale was successful for the seller.”

Sentimentality is also an element that can get in the way of a 
successful auction. Buyers assign no value to a seller’s sentimental 
attachment to real estate. Manley has worked with farmers who have 
encountered economic distress and begin to consider selling, only to 
balk because of their attachment to the land/property.

“Of course they have a lot of sentimental attachment to it, and you 
have to sit down with them and say, ‘Look, let’s move forward with a 
sale while you’re still in control,’” he said.

Manley, Strauss and McKissick each stressed that a gentle hand is 
a requirement for all auctioneers dealing with sellers who are making 
decisions during emotionally trying times. McKissick advises to 
treat them with love and concern and to “go the extra mile for them.” 
Manley said the best option is to listen and be understanding of 
their situation, be empathetic and to say, “We’re ready when you are.” 
Though he’s experienced sellers who waited too long and rather than 
coming away with some equity, they were forced to foreclose.

“Relationships are key to every auction,” Strauss said. “You must 
let the property/home owner know that you are with them from 
the signing of the contract to the closing of the property. You hold 
the seller’s hand through the whole process, assuring them that they 
have made the right decision with the auction process and that you, 
the auction professional, will take care of all stress and worry.”

James Myers is a freelance writer in Oregon. 

http://americasauctionacademy.com
http://portablesound.com
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What sparked your interest in becoming 
an auction professional?  
I was inspired by a young charismatic 
auctioneer named Mark Weitz (1960-2018), 
who became my mentor. I had no prior 
exposure to the industry when I met him at 
17 years old and began helping him with his 
small company that he ran out of his father’s 
home office. The company was called Great 
American Exposition Sales, which later became 
Great American Auctioneers, and today Great 
American Group. On day five, I watched 
Mark, only seven years my senior, stand on a 
rolling ladder amidst a sea of people bidding 
frenetically on a warehouse full of dime store 
merchandise, and I couldn’t believe my eyes. He 
was a masterful auctioneer, then only 24, and 
would only get better and better over the years. 
I spent the next few months traveling with him, 
jumping from project to project, and quickly 
became hooked on the dynamic, ever-changing 
world of commercial and industrial auctions. 
I’ve never looked back. 

What road did you take to get there?  
I was fortunate to find a mentor at such a young 
age—and one that was so willing to teach me. 
But, in return, I had to work hard and give 
everything I had to learn the business. Over 
the next nine years, under Mark’s tutelage, I 
worked long hours, learned to lot sales, prepare 
marketing, walk deals, value assets and finally, 
to bid call. And when it came to bid calling, 
I practiced every chance I got. I sold to the 
telephone poles driving down the street and to 
the lift towers while skiing down a mountain. 
I knew that I had to be ready if I was given the 
chance to sell at an actual auction, especially if I 
wanted to get the next shot. 

Were there any challenges you faced?  
Nothing in business is without its challenges, 
and over 34 years I’ve had my fair share. 
One of the firsts was an unexpected business 
circumstance that forced an abrupt end to my 
relationship with Mark (though the relationship 
would resume about 15 years later). It was 
a very tough time of my life being all of 26 
years old with what felt like a short lifetime 
of experiences that applied to our very niche 
industry, and an uncertainty of what to do with 
them all. I spent a year as a freelance auctioneer, 
and then decided to sign up for the CAI 
designation program through the NAA. After 
the first one-week session in Bloomington, 
IN, I found the inspiration I needed and 
returned home to open up my own firm in 
1996, Remarketing Associates. The lesson I 
learned then, and time again, is the importance 

of looking forward in spite of setbacks, 
disappointments and failures. We’re in the event 
business, and many factors influence each deal’s 
success. If we let a failed deal or failed business 
relationship define us, it’s game over.

How has your perception of the auction 
industry changed? 
There’s no doubt I see the business through a 
whole new set of eyes than when I entered the 
industry 34 years ago. My perceptions, though, 
have evolved alongside many major shifts 
in the business as well. When I started, we 
manually clerked sales and tabulated invoices 
using an adding machine. Moblie phones were 
an expensive luxury (and the size of a toaster) 
and the World Wide Web did not yet exist. 
When a client wanted to sell something, we 
lined it up, tagged it and sold it. I would say 
that the auction business was somewhat one 
dimensional at the time. Now, given the online 
tools at our disposal, our global buyer reach, 
and the complex needs of our typical client, 
the first step we take is to determine the ideal 
disposition strategy for the situation. This 
often involves the use of different approaches 
to drive a competitive result—from sealed bid 
offerings, orderly sales, online auctions, etc.—
and may not involve any type of traditional 
auction whatsoever. The focus, instead, has 
become maximizing value given the time 
parameter and needs of the client... a far cry 
from the “line it up and sell It” mentality. 

Why do you love what you do? 
The business has provided so many 
opportunities for me to do what I enjoy—from 
traveling, to problem solving, to meeting 
people from all walks of life. I’ve had the 
opportunity to see inside amazing properties 
and experience the inner workings of 
intriguing businesses. I’ve also had the thrill of 
dropping the gavel on hundreds of thousands 
of lots, including $20 million pieces of real 
estate and million-dollar printing presses. 
I’ve also enjoyed helping many non-profit 
organizations raise millions of dollars, while 
feeding my personal passion—a love of music. 
I have had the good fortune of sharing the 
stage with performers like David Crosby, 
Jackson Browne, Billy Idol, Robby Krieger of 
the Doors, and many others. 

What do you think is the biggest thing (or 
things) auction professionals can do to 
stay relevant in the future?  
Think outside the box, embrace technology 
and stay focused on “the best solution for the 
client,” as opposed to doing things “the way it’s 

always been done.” I would also recommend 
getting to know your peers. Collaborating with 
competitors has broadened my horizons more 
than anything else… it’s also made me a lot of 
money. It’s truly amazing what an auctioneer 
selling a different asset class in a different part 
of the world can teach me about my business.

How has the NAA helped you become a 
better auction professional?  
Participating in the CAI program of the NAA 
was the single most important decision I made 
in my career. It opened my eyes to what I knew, 
what I could do and what I needed to learn. 
And, it introduced me to amazing people 
that would become teachers, collaborators, 
resources and actual business partners. The 
CAI program clarified for me that being an 
auctioneer is a true profession; it made me 
realize the importance of treating every client 
and every buyer with respect as my personal 
contribution to raising the profile of the 
auctioneer for the benefit of the industry. 

What are you most looking forward to in 
your move back to GA Global?  
Great American is not the same firm that 
I helped build so long ago. It has grown 
significantly, is now publicly owned and has 
become a tremendously diverse organization. 
We deliver more than 1,300 appraisals each 
year representing more than $85 billion 
of asset value, provide capital solutions to 
healthy and distressed companies, offer global 
advisory and investment banking services, 
and so much more. My return to the brand 
provides me tremendous opportunities 
to leverage these services and do so in 
partnership with my 30+ year colleague, 
Adam Alexander. Together, Adam and I share 
a vision of servicing and giving back to the 
auction industry in every possible way. We 
already partner with many NAA members on 
deals, and provide software solutions through 
our affiliated company, Bidpath. I look forward 
to finding new ways to collaborate within the 
NAA, with the power of the GA brand and 
resources behind me. v

Find out more about GA Global at 
gaglobl.com.

http://gaglobl.com


48      AUCTIONEERS.ORG

FACES OF NAA

When and how did your business start?
Wavebid was founded in 2011 in Minneapolis, 
Minnesota. Russ Hilk, a career auctioneer, 
partnered with Michael Long, a technology 
engineer, and the idea went from paper to 
production.

Was there a specific need you saw in 
the auction industry that prompted the 
business?
As an auctioneer conducting online auctions, 
I was frustrated at the lack of tools to help 

streamline the online auction process. There 
were plenty of bidding platforms but no one 
was building tools for auction companies to 
help make the cataloging process easier.

What do you hope you do for your clients/
customers?
Our goal has always been to make their 
lives a little happier and easier. The genesis 
of Wavebid is to make things simpler and 
faster. Our tools are built for auctioneers, not 
buyers or sellers. We remove annoying/time 

consuming steps in the cataloging, marketing 
and settlement process. The time saved for 
our clients can be used to do more auctions, 
grow the business, or even spend time with 
family and friends.

What do you love about working with your 
clients/customers?
We love the auction industry. Auctioneers are 
hard workers who solve unique problems on 
a daily basis. The best ones are amazing sales 
people, and it’s all done with an entrepreneurial 

Russ Hilk, 
CAI, AMM, 
GPPA –
Wavebid

Q&A
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spirit. We get a lot of energy and satisfaction 
when we interact with clients and learn how our 
tools are helping them to be more successful.
 
Is there anything new you’re particularly 
excited about this year?
Our acquisition by Proxibid is the biggest news 
from Wavebid this year. This acquisition enables 
us to continue to do what we do best—but faster, 
with access to more resources, and with a larger 
team of industry experts. We have also been 
able to expand our support hours and provide 
more onsite services while we continue to offer 
Wavebid to every auctioneer regardless of the 
bidding platform.

What’s on the horizon for the next few 
years?
Technology is becoming more and more 
important for every business, and auctioneers 
are no exception. We will continue to digest 
the tech trends and deploy them into the 
Wavebid software. In the near future, I see 
radical changes in the way payments are 
received and processed. I also believe the 
Supreme Court decision Wayfair v. South 

Dakota will have sweeping impacts with 
in the industry. Requiring a small business 
to manage thousands of potential tax rates 
and remit them to the proper authority is 
impossible without help. We plan on providing 
the solution so it’s not a burden for our users. 

How has the NAA helped your business 
grow?
Wavebid would not have grown as fast as we 
have without 
the NAA. 
The national 
conventions are 
the single best 
opportunity 
for any vendor 
looking to 
connect 
with auction 
professionals. 
With hundreds 
of auctioneers 
attending the 
trade show daily, 
there is no better 

place for great conversations, idea exchanges 
and sales. The educational opportunities are 
the best available for auction professionals. 
Over the years, we have sent multiple 
employees to various designation classes. 
This education allows employees to better 
understand the industry and address the 
current needs for our customers. v

Learn more at wavebid.com.

http://wavebid.com
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RM Auctions achieves best-ever results in Fort 
Lauderdale with $23.2 million sale total

FORT LAUDERDALE, Florida (1 April 
2019) – This past weekend, RM Auctions, 
a division of the RM Sotheby’s Group, 

held its annual Fort Lauderdale sale, achieving 
the best result in the event’s 17-year history. 
Total sales across the two-day auction reached 
more than $23.2 million, with more than 80 
percent of the 476 lots on offer finding new 
homes. RM Auctions also saw strong bidder 
attendance at the sale, with 24 countries 
represented by participants, and one third of 
bidders representing first-time RM Auctions 
clientele.

The Fort Lauderdale auction was led by 
a 600-mile 2015 Ferrari LaFerrari, finished 
in eye-catching Giallo Modena over a black 
and yellow interior. The hypercar reached a 
final price of $3,080,000 during the Saturday 
afternoon sale session before a packed auction 
room, becoming the most valuable 
car yet sold at the Fort Lauderdale 
event. Stealing the Friday spotlight 
was a highly desirable, matching-
numbers 1955 Mercedes-Benz 
300 SL Gullwing offered from 
significant celebrity ownership, 
which achieved a final $1,155,000 
to become the second highest sale 
of the weekend.

“We could not be happier with the results of 
our 17th Fort Lauderdale auction,” said Gord 
Duff, Global Head of Auctions, RM Sotheby’s 
Group, following the sale. “We achieved our 
strongest results to date, again with a smaller, 
higher quality group of cars, and we’re thrilled 
with the sell-through rate we secured for our 
valued clients. On top of the most valuable car 
ever sold at the event, we also saw continued 
lively bidding for special cars from private 
collections offered without reserve, with 
exceptional interest from clients participating 
remotely via the phone and internet as well.”

Additional highlights across the Fort 
Lauderdale auction included continued rising 
interest in modern and emerging collectibles. 
A 1998 Lamborghini Diablo SV Monterey 
Edition, the final example of just 20 built, sold 
for $258,500 following an extended bidding 

competition, exceeding its pre-sale estimate of 
$200,000-$225,000 (offered without reserve). 
A 2010 Ferrari California, presented in Grigio 
Alloy with Bordeaux Daytona-style seats, 
also offered without reserve, sold for a final 
$115,500, with a portion of proceeds to benefit 
The Boys & Girls Club of Broward County, 
an organization near and dear to the RM 
Auctions team.

A selection of cars offered from the much-
buzzed-about Youngtimer Collection also 
continued to draw tremendous interest in 
Fort Lauderdale, which many of the 19 lots 
exceeding pre-sale expectations. Highlights 
include a very well-preserved, 3,000-mile 1991 
Nissan 300ZX Twin Turbo, which reached a 
final $66,000 (est. $30/40k, offered without 
reserve) to set a new record for the model at 
auction. A six-speed 2009 Aston Martin DBS 
also smashed pre-sale estimates at $121,000 

(est. $80/100k), while a 1994 Bentley Touring 
Limousine reached $71,500 (est. $30/40k, 
offered without reserve). The remaining 85 
motor cars from the Youngtimer Collection 
will be offered at RM Sotheby’s upcoming 
inaugural German sale, set for 11-12 April at 
the Techno Classica Essen show.

Additional private collections offered 
without reserve also achieved strong results 

in Fort Lauderdale, with a 1953 Hudson 
Hornet Sedan offered from a Private Swiss 
Collection and formerly owned by Steve 
McQueen bringing $165,000 and a 1948 
Buick Roadmaster Convertible offered 
from the Richard L. Burdick Collection 
bringing $99,000 (est. $65/85k).

RM Auctions Fort Lauderdale sale also 
played host to RADwood at RM Auctions, 
the first-ever South Florida event for the 
car show that presents the best of the 80s 

and 90s automotive lifestyle. The event saw a 
curated group of cars at the Broward County 
Convention Center, including such rad rarities 
as a 3500-mile, six-speed 1998 Toyota Supra, a 
1986 Lamborghini “Downdraft” Countach, one 
of three in Rosso Speciale, a 1989 RUF RCT 
Evo, and a 1989 Mercedes-Benz 560 SEC AMG 
6.0 Wide-Body with a quad-cam motor and 
Recaro interior.

RM Auctions Fort Lauderdale 2019 Top Ten
• Lot 3094, 2015 Ferrari LaFerrari,  

$3,080,000
• Lot 1110A, 1955 Mercedes-Benz 300 SL 

Gullwing, $1,155,000
• Lot 3108, 2017 Ferrari F12tdf, $975,000
• Lot 3075, 1972 Ferrari 365 GTB/4 Daytona 

Berlinetta, $550,000
• Lot 3112, 2017 Lamborghini Aventador 

LP750-4 SV Coupe, $478,500
• Lot 3082, 2018 Porsche 911 Turbo S 

Exclusive Series, $350,000
• Lot 3130, 2018 Ferrari GTC4Lusso 70th 

Anniversary, $299,750
• Lot 1120, 2006 Ford GT, $286,000
• Lot 3087, 1998 Lamborghini Diablo SV 

Monterey Edition, $258,500
• Lot 3083, 2006 Ford GT, $255,750 v

INDUSTRY
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The “Googly” Eyed Doll sells for $22,800 at Alderfer Auction – 
Second highest selling doll auction in Alderfer Auction history

Hatfield, Pennsylvania – 
Emotions ran high at 
the April 3rd, as the last 

doll was sold for $22,800 at 
the Alderfer Auction highly 
anticipated Doll Auction. The 
buyer raised his bidder number 
passionately competing against 
online, phone and live bidders. 
He waited decades for this 
German “Googly” Eyed doll to 
come up for sale.

 This “Googly” Eyed dolled, 
named Virginia (“Ginny” for 
short), is an Oscar Hitt German character 
doll with stunning blue side glance eyes, a 
closed mouth and brown mohair wig. She 
was comprised of a bisque head, flange neck 
and pin joints. Ginny came dressed for the 
occasion with her five-piece cloth body 
adorned with antique cotton clothing. Ginny 
“somehow knew” to be prettily dressed for this 

special day of new ownership. 
 Other items from this sought-after 

collection from a well-known Lehigh Valley, 
PA dealer, were a pair of girl and boy Maggie 
Bessie dolls with a price tag of $13,200. 
The European dolls took front and center 
stage leading with lot 3426, a 17” female 
Van Rozen Doll France Depose, selling for 

$7,800. Following the trend was 
the 17” 6EJ, Emile Jumeau, lot 
3423, which sold for $5,100. Lot 
3409, a 14” 02033 BSW “Wendy” 
Doll Character sold for $5,400. A 
Lenci doll with original owner’s 
Lenci Child’s Dress sold for $3,300 
and the unique antique early Steiff 
blue mohair cat sold for $660. The 
American Artist, Dorothy Heizer, 
brought in a winning amount of 
$3,900 for her 10” “Dorothy Heizer” 
cloth sculpture doll, lot 3347.

 This was not only the 2nd 
highest selling doll auction in Alderfer 
Auction history, but also, an auction that 
satisfied collectors who yearned to complete 
their collections after years of waiting. v

On March 28, 2019, with over 400 register 
bidders in house and another 1,000 
bidders online, all eyes were on a Paul 

Evans free floating sculptured-front cabinet 
that was discovered in a Monmouth Beach 
Estate. The Bid open at $40,000 with several 
hands up into the air. The excitement was in the 
air like the starting gates at Monmouth Race 
Track, “And there OFF!” The bids quickly ran 
off to $70,00 when two bidders locked heads 
and came to a photo finish hammer price 
of $78,000, plus the 15% buyer’s premium. 
A roar of cheers came from the New Jersey 
Convention & Expo Center where Bodnar’s 
conducts their sales monthly.

Joe Bodnar remembered when he walked 
into the estate in September of 2018 and saw 
it hanging on the wall of the 17th floor condo 
overlooking the Atlantic Ocean. “When I walked 
around the corner and saw the sculpture, I 
immediately knew it was a Paul Evans piece. My 
gut reaction was it was about $20,000-$40,000,” 
he said. “However, after I went home and did 

some research, I discovered how important this 
piece was. Similar pieces at auction have reached 
six figures. This piece was a one of a kind, 
purchased from Paul Evan directly in 1974. 

“Despite its flaws of paint-loss, minor rust 
and some holes done to the back of the cabinet, 
it sold for a fair price,” Bodnar explained. “I have 
been conducting auctions for over 20 years 
and this is the most expensive single item we 
have ever sold! It was another milestone in my 
journey from a $2,000 grossing auction in a 
parking lot back in 1996 to today where we a 
running a significant professional auction firm 
with rare pieces.” 

Bodnar’s reminisced about a pair of urns he 
saved from the melting pot of a scrap yard back 

in 1998 that sold for $36,000, which was the 
prior record. “I have been chasing that record 
for 20 years!” he said. “Now I’ve got a new goal 
to hit, $100,000!”

Description in the catalog was: Rare Paul 
Evans sculpture front cabinet. Done in an 
enameled steel front that has been welded 
and sculpted into various shapes. Has four 
doors on the front that open to wood shelves. 
Has patchwork copper in the top, sides and 
bottom and a slate top. The interior has a 
reddish hue. Has a welded signature on the 
base of the right most side door and is dated 
1974. Is a beautiful example of Paul Evans 
work. Measures approx. 89” wide x 21 1/4” 
high x 18” deep. v

Bodnar’s auction sets personal record for selling price on a 
single item with a Paul Evans sculptured cabinet
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RIAC does it again! $1.67M sold in $20M gun auction

In the months that led up to it, the May 2019 
Premier Firearms Auction had shaped up 
to be an absolute colossus of an event. The 

Millikin Dragoon served as flagship and was 
flanked by powerful military vehicles, lifelong 
collections, pristine condition pieces, and 
inconceivable rarity in nearly every genre. 
It was an event absolutely jam-packed with 
exciting pieces collectors could not wait to get 
their hands on.

While 2018 was a record year for absentee 
bids with 118,000 received, already in 2019 
over 55,000 have been received after just 
two major auctions. We also saw record web 
traffic for this auction with 3.6 million catalog 
visits as well as record numbers of bidders, 
winners, and watchers using our RIAC Live 
software. Winning bidders could be found 
in all 50 states as well as 17 countries. To 
say participation is excellent would be an 
understatement, as more and more people 
find that high quality firearms continue to be a 
fantastic investment.

The excitement was rife in the air, evidenced 
by the outstanding results achieved yet again 
by Rock Island Auction Company. This time 
the realized total for the auction reached 
$20 million, a remarkable and appropriate 
outcome for an event positively alive with 
extraordinary firearms.

Day 1 wasted no 
time getting right into 
the thick of things. Lot 
number 8 offered the 
Millikin Dragoon to 
the collecting public. In 
and out of the world’s 
finest collections for the 
last century, it gave all 
in attendance a jump-
start when the bidding 
BEGAN at $900,000! 
After a back-and-forth 
battle for the right to 
own this extraordinary, 
artisan Colt, the bidding 
gradually slowed until 
only one remained. 
The Millikin Dragoon 
sold for $1,667,500 to 
an elated bidder who 
knew a true treasure 

when he saw one. Other exceptional results on 
Day 1 included an extremely rare Armstrong 
& Co. British Gatling gun that cranked out 
a $218,000 realized price, a Dance & Bros. 
Confederate revolver that bested its high 
estimate to find $195,000, and a stunning, 
cased Ames Manufacturing Co. Civil War 
presentation sword that also topped its high 
estimate and sailed to a $126,500 sale price.

 Those that assumed the second day would 
serve as a respite after such a boisterous first 
day were in for a surprise. Much like the day 
prior, the activities were off with a shot when 
a near-mint Colt Baby Paterson, offered in 
the eighth lot of the day, found an impressive 
$644,000 realized price. Around mid-day, 
massive military vehicles were started 
outside, the door were flung open wide, and 
the auction hall was filled with the powerful 
rumbling of tanks before these impressive 
items crossed the auction podium. The effect 
must have worked – the M47 Patton main 
battle tank rumbled to $322,000, the M16 half-
trackshot down a $97,750 realized price, and 
an outstanding 1957 Chevrolet Model 1503 
military staff car cruised to a $46,000 pay day.

German military items also gave enviable 
performances on Saturday. A presentation 
1902 Luger carbine, given from inventor 
Georg Luger to machine gun inventor Hiram 

Maxim, became the subject of an absolute 
bidding slugfest. With a low estimate of 
$35,000 the gold inlaid pistol astounded 
everyone in the auction hall as the bids 
climbed ever higher. When it was finished, 
the prized piece had exceeded its low estimate 
more than 12-fold with a $425,500 realized 
price and found a new collection to call home. 
Additionally, a factory engraved and chromed 
Walther PP, bearing Germanic pagan runes 
and an “HH” monogram attributed to vile SS 
Chief Heinrich Himmler, far surpassed its 
$250,000 high estimate before settling upon a 
$356,500 sale price. To list all the remarkable 
prices achieved on Saturday would require a 
small book! It was an incredible day at auction.

Sunday was anything but a day of rest for 
the excited bidders who had not yet won their 
desired collectibles.  Leading the way, again 
in the eighth lot of the day, was a stunning 
Winchester Model 1886 with 1 of 1,000-like 
engraving and platinum barrel bands that 
could not be had for less than $172,500. 
A rare Colt Walker, with its “B Company” 
markings, found $115,000, a scarce Singer 
M1911A1 pistol found $74,750 (in addition to 
one that sold on Day 2 for $115,000), and the 
classic beauty of a Winchester 1866 “flatside” 
carbine was properly appreciated to the tune 
of $92,000. However, the surprise of the day 
came in lot 3737 with a superb condition, 
1941-dated police Luger with two matching 
magazines, all bearing the serial number 3y. 
Initially given an estimate of $8,500 – $14,000 
it quickly left those figures in the lurch as 
the bidding quickly became heated. Mouths 
were left agape and astonished glances 
were exchanged before the enviable Luger 
settled at $63,250 – more than seven times 
its low estimate.As you can see, there wasn’t 
a moment to rest in this auction that was 
absolutely teeming with world-class firearms. 
From the very first lots to the final hours on 
the last day, gun collectors were given untold 
opportunities and they responded as such.  A 
hearty and sincere thank you is extended to all 
who helped make this event the large success 
it was: consignors, buyers, bidders, attendees, 
and our friends on social media who help 
share the photos, videos, and stories of these 
incredible arms. v

www.auctioneers.org
http://estimate.As
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EDMONTON, AB (May 6, 2019) – 
Last week, Ritchie Bros. sold 12,300+ 
equipment items and trucks for CA$207+ 

million (US$154+ million) during its massive 
five-day auction in Edmonton, AB.

A record 17,600+ bidders from 59 countries 
registered to participate in the April 30 – 
May 4, 2019 auction, including 13,500+ 
online bidders. Approximately 86 percent 
of the equipment in the auction was sold to 
Canadian buyers, with buyers from Alberta 
purchasing 52 percent, while international 
buyers from countries such as China, Poland, 
and the United Kingdom purchased 14 
percent of the equipment. Online bidders 
purchased approximately 65 percent of the 
equipment.

“We had a great live event in Edmonton 
last week, setting new company records for 
number of bidders and sellers,” said Brian 
Glenn, SVP, Head of Canadian Sales, Ritchie 
Bros. “Despite a long and challenging winter 
for many companies across Western Canada, 
we witnessed positive pricing across all 
equipment categories. Oilfield transportation 
was a big feature of the auction; supported 
by strong out-of-country participation, we 
delivered very solid returns for consignors. 
Core construction assets also performed well 
as Canadian companies continue to adjust to 
market conditions and upgrade their fleets. We 
would like to thank all the sellers and buyers 
participating in last week’s auction.”

Mr. Glenn continued, “On top of the 
12,300 plus items sold in our live event, we 
also sold several million-dollars-worth of 
assets through a special Edmonton online 
Marketplace-E event. With ‘Make Offer’ 
and ‘Buy Now’ formats this event gave our 
Canadian sellers additional controls over the 
selling price and process, while providing 
buyers even more equipment to choose from. 
Some big-ticket items already sold through the 
event include a 2011 Terex-Demag AC200-1 
all-terrain crane that sold for CA$820,000 
and two Junttan pile hammers that sold for 
CA$755,000 each.”

A record 1,500+ owners sold equipment 
in the Edmonton live auction, including a 
complete dispersal of 300+ assets for Harpoon 

Energy, a Red Deer, AB-based oilfield surface 
rental company.

“Ritchie Bros.’ Edmonton April auction is 
the best Canadian sale of the year and I’m 
very pleased with the results we achieved 
this week,” Dave Roberts, Owner of Harpoon 
Energy. “When you team good quality 
equipment with Ritchie Bros.’ extensive pool of 
customers, you are going get market value or 
better for your assets and cash in hand in three 
weeks. Ritchie Bros. makes it easy.”

Auction sales highlights included:
• A 2013 Mech 4000 ultra-heavy 

telescoping double drilling rig sold for 
CA$820,000

• A 2014 Western Star 4800TS T/A T/A 
with a Manitex 50255S boom truck 
sold for CA$425,000

• A 2012 Caterpillar 627H motor scraper 
sold for CA$420,000

• A 2011 Kenworth C500 T/A T/A 400-
in. WB bed truck sold for CA$365,000

• A 2012 Elrus M5585 closed circuit 
portable cone crushing plant sold for 
CA$355,000

• A 2017 Caterpillar 160M3 AWD motor 
grader sold for CA$345,000

• A 2013 Peterbilt 367 tri-drive hydro vac 
truck sold for CA$340,000

• A 2011 Caterpillar D6T LGP dozer 
sold for CA$325,000

• A 2013 Tigercat 870C feller buncher 
sold for CA$270,000

AUCTION QUICK FACTS: EDMONTON, AB 
(April 2019)
• Total gross transactional value – 

CA$207+ million (US$154+ million)
• Amount sold to online bidders – 

CA$134+ million (US$100+ million)
• Total registered bidders (in person 

and online) – 17,600+ *New Company 
record

• Registered online bidders – 13,500+ 
*New Company record

• Total lots sold – 12,300+ *New 
Canadian record

• Number of sellers – 1,500+ *New 
Company record
The special Edmonton Marketplace-E event, 

which started on April 16 and features many 
high-value items, is still ongoing. More than 
100 items are still available for purchase—visit 
ironplanet.com/mpe-edmonton for more 
info. In total there are currently more than 
4,300 items available for purchase through 
Marketplace-E. v

Ritchie Bros. sells 12,300+ items for CA$207+M in 
five-day Edmonton, AB auction

http://ironplanet.com/mpe-edmonton
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The 2019 Gone 
Farmin’ Spring 

Classic exceeds 
$5 million in 
overall sales WALWORTH, Wis. – April 5, 2019 

– Mecum Auctions Gone Farmin’ 
returned to the Mississippi Valley 

Fairgrounds in Davenport, Iowa, for the 2019 
Spring Classic auction this past weekend, 
March 28-30. Total sales from the two-day 
event soared to more than $5 million overall 
with 979 tractor and Road Art® lots crossing 
the block.

The tractors on offer achieved an impressive 
95-percent sell-through rate in front of a 
standing-room-only crowd of bidders and 
spectators. The excellent turnout made 
for strong bidding and resulted in healthy 
individual sale prices.

A trailblazer in the muscle-tractor market, 
a 1961 John Deere 8020 (Lot S20), nabbed 
the auction’s top honors with a sale price 
of $178,500; hailing from the Dave Haala 
Collection, the tractor boasts a Detroit Diesel, 
6-71 GM 2-cycle, 6-cylinder engine and a 
transmission with forward and two reverse 
gears. It packs a punch of power with its 
engine capable of pumping out more than 200 

HP. Following the 8020 among top sales was 
another from the Dave Haala Collection, this 
time a steel-wheeled sensation in the form 
of an Aultman and Taylor 30-60 (Lot S33); 
the stunning workhorse demanded $141,750. 
Dubbed the “King of Road Builders” because 
of its massive power, strong endurance and 
record-breaking economy, the 30-60 played an 
important role in building the infrastructure 
of the United States. 

The complete top 10 tractor sales at the 
2019 Gone Farmin’ Spring Classic include:
1. 1961 John Deere 8020 (Lot S20) at 

$178,500
2. Aultman and Taylor 30-60 (Lot S33) at 

$141,750
3. 2010 John Deere 8225 R (Lot S27) at 

$136,500
4. 1918 Waterloo Boy R (Lot F30) at 

$105,000
5. 1920 Waterloo Boy N (Lot F31) at 

$85,050
6. 1958 John Deere 620 Hi-Crop (Lot 

F106) at $84,000
7. 1914 Case 20-40 (Lot F42) at $77,175
8. 1969 International 826 Gold 

Demonstrator (Lot S234) at $50,400
9. 1974 Oliver 2255 FWA (Lot S26) at 

$46,200
10. 1988 John Deere 4450 FWA (Lot S32) 

at $46,200 v

www.auctioneers.org
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MONROVIA, CA – Moran’s first 
California & American Fine Art 
auction of the year realized solid 

prices across the board for works from the 
country’s leading artists. Moran’s will keep 
offering works from California and American 
painters throughout the year, culminating in 
their second California & American Fine Art 
auction in October.

Spring was in the air during the auction, 
with floral still lifes achieving some of the 
highest prices of the night. Interest in a 
beautiful still life from Alice Chittenden of 
California’s state flower, the golden poppy, 
was undoubtedly boosted by the fever pitch 
around this year’s super bloom. The poppies 
soared over their $4000-6000 estimate to 
sell for $17,500 (all prices realized include 
the 25% buyer’s premium). A stunning work 
from Pasadena artist Franz Bischoff of white 
roses in dappled sunlight sold for $50,000 at 
the block. A still life from Sierra Madre artist 
Vernon Jay Morse, beautifully capturing a 
vase of flowers sold for $3,125 to a lucky floor 
bidder.

Works from American artists performed 
strongly at the auction. A lush landscape of the 
Florida Everglades from Fort Pierce, FL artist 

Albert Ernest (Beanie) Backus sold above its 
$15,000-20,000 estimate for $25,000. A moody 
work from Canadian/American painter Jack 
Lorimer Gray completed while the artist was 
living in Maine was one of the most highly 
anticipated lots of the sale. The painting of 
a fisherman in his rowboat on choppy seas 
brought $31,250 at auction, above its $12,000-
18,000 estimate. A portrait of Frank Waters by 
Taos, NM-based artist Nicolai Fechin inspired 
a bidding war when it hit the block, selling 
well above its $5000-7000 for $12,500.

Works by California artists were among the 
most coveted of the sale. A stylized Laguna 
harbor watercolor from Claremont, CA artist 
Phil Latimer Dike brought $13,750, above 
its $8000-12,000 estimate. A Thomas Moran 
watercolor of El Capitan, one of the most 
iconic formations in Yosemite, inspired stiff 
competition when it hit the block. The buyer 
finally won out with a $10,625 bid.

Auction of firearms for noted 
outdoorsman’s estate draws over 1,000 bidders

COLUMBIA CITY, Ind., May 1, 2019 /
PRNewswire/ -- For decades, Dwight “Boob” 
Goble was widely known as a legendary 
marksman, trapshooter and collector of fine 
firearms. So when Schrader Real Estate and 

Auction Company offered more than 375 
firearms from the Goble estate’s collection, the 
response was beyond enthusiastic.

“Mr. Goble, who died in January, was 
well known and loved among shooters, 
outdoorsmen and collectors throughout the 
area, and we had a huge inventory, including 
rare guns and vintage ammunition, with more 
than 1,000 bidders in all for each of the two 
days,” said Schrader agent Phil Wolfe, who 
managed the event near Columbia City.

“We had 765 registered bidders online for 
the simulcast bidding, and the online bidders 
purchased 38 percent of the inventory. We had 
buyers in at least 25 different states, as well as 
one in Netherlands, who bought a Winchester 
1890 12-gauge pump. Everything sold, and 
believe it or not, there is a lot more to come as 
we continue to take this collection to auction,” 
said Wolfe.

One highlight didn’t even involve the sale 
of a firearm, but rather a rare Daisy BB gun. “A 
double barrel Daisy with the original box went 
for $800, which is just remarkable. We also had 
a very rare 4-gauge shotgun, and others from 
L.C. Smith, Parker Brothers and others,” said 
Wolfe. v

Moran’s California & American Fine Art Auction realized 
strong prices across the board



Kentucky Auction Academy
The graduating class from Kentucky Auction Academy, Bowling 
Green KY, included students from Kentucky, Indiana, Tennessee 
and California!  
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Florida Auctioneer Academy
The Florida Auctioneer Academy graduated a class of new auctioneers 
in April, including students from Florida and Louisiana. 

Attention Schools!
 

Send photos and graduate information to 
eshipps@auctioneers.org

www.auctioneers.org
http://auctioneers.org
http://worldwidecollegeofauctioneering.com
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susieknight.com
lassothecowgirl@yahoo.com
(303) 495-4869

Casey R. Panigue
Charlie Papa Auctions
4955 Spokane Way 
Colorado Springs, CO 80911 
casey.panique79@gmail.com
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Brandon Lynn Suarez
561 Park Terrace Dr. 
Twin Falls, ID 83301 
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darryl@
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Zach W. Rincker
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Indiana
Andrew Treesh
Treehouse Real Estate, Inc.
601 W. North St. 
Kendallville, IN 46755-2183 
treehousrealestate.com
andytreesh@hotmail.com
(260) 242-5500

Iowa
Doug C. Bryan
Bryan Auction Co.
101 Country Line Rd. E 
Oelwein, IA 50662 
bryanauctionco.com
doug@
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(319) 636-2002

Kelly D. Corder
33560 440th St. 
Unionville, IA 52594 
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Russell Leon Corder
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Unionville, IA 52594 
corderrussell@gmail.com
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24733 State Hwy. 2 
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gingerichjonas95@gmail.com
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Cole M. Scanlon
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colescanlon66@gmail.com
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Luke Stessman
Backes Auctioneers & Realty
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luke.stessman@gmail.com
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Larry David Treinen
Latimer Auction
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latimerauction.com
ldtreinen@comm1net.net
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Tyler Weaver
14111 Peach Ave. 
Bloomfield, IA 52537-7999 
tylerweaver22@hotmail.com
(660) 216-9735
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Cole Rich Ashley
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(859) 707-0282

Ethan B. Johnson
629 Stone Rd. 
Paris, KY 40361 
ethanbjohn11@icloud.com
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New Members

“In always 
searching for 
ways to improve 
our business, I 
decided to join 
the NAA to add 
another level of 
credibility. Little 
did I know, I was 
unlocking a huge 
network of helpful 
professionals as 
well as having 
access to endless 
resources and 
educational 
offerings. My 
biggest regret is 
not becoming a 
member years ago! 
Best $300 I ever 
spent!” 
Lance Miller
Nashport, OH
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Kearney, NE 68845-6557 
kpfeiffer95@gmail.com
(308) 379-7587

Brent J. Pribnow
1704 State Highway 91 
Albion, NE 68620 
bpribnow15@gmail.com
(402) 741-1247

David Stander
1430 Walnut St. 
Syracuse, NE 68446 
david@standerauctions.com
(402) 297-8853

New Jersey
Matthew Brower Brower
Key Date Coins
148 Route 73, Ste. 3 
Voorhees, NJ 08043-9514 
keydatecoins@yahoo.com
(856) 685-9848

Ohio
Brian L. Hyatt
59 England Dr. 
Eaton, OH 45320 
bhyatt016@gmail.com

“I joined the NAA 
out of a desire 
to deepen my 
knowledge base 
of the profession, 
and become 
acquainted with 
world’s best 
practices of the 
profession, as well 
as avail myself of 
the opportunities 
that may exist for 
strategic alliances 
given the trends in 
globalization.”
Olufunke Adebayo
Lagos, Nigeria

Members

www.auctioneers.org
http://gmail.com
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Dennis R. Osborne
Osborne TBD Holdings, LLC
P.O. Box 92 
Canal Winchester, OH 43110 
dennisb_osborne@yahoo.com
(614) 439-7982

Oklahoma
Jimmy Cross
Cross Livestock
10440 W. Highway 9 
Stigler, OK 74462 
crosslivestock.com
jimbob@crosslivestock.com
(918) 441-3313 (cell)

Courtney J. Gougler
6112 Willowridge Dr. 
Oklahoma City, OK 73122 
courtney.gougler@yahoo.com

Derek C. Lutz
6112 Willowridge Dr. 
Oklahoma City, OK 73122 
derek.lutz@yahoo.com
(405) 301-1435

Tyler J. Miller
56449 E. 180th Rd. 
Fairland, OK 74343 
tylerjmiller16@icloud.com
(918) 676-6621

Cade Richeson
United Country Heard 
Auction & R.E.
111 Berry 
Clinton, OK 73601 
heardauction.com
richesoncade@gmail.com
(817) 487-6559

Sam C. Stamper
8115 Ferguson Rd. 
Mounds, OK 74047 
sam.stamper@okstate.edu
(918) 527-2326

Oregon
Ava Stuart
358 NW 1st Ave., Suite 7 
Canby, OR 97013 
jillmariewiles.com
jillmarie@jillmariewiles.com
(208) 934-7009

Pennsylvania
Elijah D. Wolgemuth
863 Hartman Station Rd. 
Lancaster, PA 17601 
elijah.wolgemuth97@
gmail.com
(717) 271-9087

South Dakota
Nathan  Bice
P.O. Box 125 
Interior, SD 57750 
nathanbice@yahoo.com
(605) 433-5577

Tyson Lee McClain
304 W. 5th St. 
Volga, SD 57071 
t_man828@hotmail.com
(605) 695-4963 (Cell)

Robert  Taylor
28949 436th Ave. 
Menno, SD 57045 
randytaylorannouncer.com
drtaylor.randy@
gmail.com
(605) 431-6600

Tennessee
James Savage
1234 New Highway 68 
Sweetwater, TN 37874-
5154 
Seymour_K@
bellsouth.net 
(865) 376-7009

Texas
Rusty R. Durham
6720 28th St., Apt. 311 
Lubbock, TX 79407 
rustydurham@
hotmail.com
(806) 549-5272

Robert S. Kranz
1412 Choquette Dr. 
Austin, TX 78757 
robert.s.kranz@
gmail.com
(806) 557-8486

Veronica  Weaver
Lemons Auctioneers LLC
18810 Juergen Rd. 
Tomball, TX 77377 
onlinepros.com
Roni@onlinepros.com
(281) 357-4977

Virginia
Charles Alan Hines
Progressive Auction Company
10204 Slidingrock Drive 
Mechanicsville, VA 23116 
colahines@comcast.net
(540) 760-8955

David L. Schlechty
404 Hammond Lane 
Staunton, VA 24401 
adschlechty@hotmail.com
(540) 887-9890

Wisconsin
Tilon  Mast
Mast-Way Livestock 
Auction LLC
E799 1150th Ave. 
Downing, WI 54734-9445 
mastdorperfarm@gmail.com
(715) 702-1337

Jesse M. Wagler
16032 W. Stone Hill Rd. 
Hayward, WI 54843 
jessewagler87@gmail.com
(330) 312-2863 (Cell)

Canada
Blaine Gordon James Huston
211 14th 
Winkler, AB R6W 1T2 
Canada
hustonblaine@gmail.com
(204) 750-4206
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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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Members

MASTER PERSONAL PROPERTY APPRAISER

Uniform Standards of Professional Appraisal Practice

Auction Marketing Management
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AARE
Susan Johnson, CAI, BAS, CES

AMM
Kendra Cox

Danielle Foreman
Daniel Gutierrez
Melissa Mosher
Calvin Nelson

BAS
Emma Byfield
Reggie Rivers

New NAA Designations Earned

Earn your 
designation

t

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

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

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

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

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

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

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

While USPAP is not an NAA designation, 
it is offered at Designation Academy 
and Conference & Show, and USPAP 
compliancy is a part of the GPPA. 
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Must have been practicing full-time 
auctioneers for at least two years (prior 
to attending the institute), attend all 
three years of CAI with more than 120 
classroom hours, complete all special 
projects and complete 24 hours of 
continuing education every three years.

Congratulations

http://auctioneers.org
www.auctioneers.org
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Paul Adams, CAI
Philip Amaradio  
Amy Assiter, CAI
Steven Baldwin, CAI
Stephen Bartkus, CAI
Ross Barton III, CAI, 

AARE
Jason Bates  
Tyler Beal  
Nolan Bell  
William Benton, Jr. 
Donald Benz III 
Russell Berning  
Earl Boeko  
Destin Bond  
Omar Bounds, AARE
Richard Branch, CAI
Trisha Brauer, CAI, 

BAS
Hayden Brauer  
Justin Brazle  
Robert Brittain, CAI, 

AARE
Glen Brooks, CAI
Aaron Brown  
Ritchie Broyles  
Rick Bryant  
Kevin Bunte, CAI
Phil Burleson  
Ashton Burton  
Stephen Burton, Sr. 
Dwight Butler, CES
Rod Caborn  
Carl Carter, AMM
Jerry Casteel  
Jared Chambers, CAI, 

BAS, GPPA
Steve Cherry, CAI, 

CES
Douglas Chesley  
Jason Clark  
Jeremy Clark, GPPA
John Clements, GPPA
Jeremiah Collins, BAS
James Comly, CAI
Jerry “J.C.” Cordray, 

Sr. 
Cameron Crowell  
Dean Crownover, 

BAS
Louis Dakil  
George Daniel, CAI
K.C. Daniel  

Scott Daniels   
Jill Daviero, CAI
Jordan Deutz  
Marcela Diez-

Gutierrez  
Kirk Dove  
Larry Downs  
Norman 

DuMouchelle  
Dwight Dyer  
Mark Esber, AARE
P.J. Fanberg  
Victor Feijoo  
Douglas Fenbert  
Shayne Fili, CAI, BAS
Corey Fisher  
Joshua Fitzgerald  
Scott Freeman  
Tom Frey  
Lance Fullerton, CAI
Tony Furr  
Erich Gabriel  
Larry Garner, CAI, 

AARE
Douglas Garner, 

AMM, CES
David Gatewood,   

CES, MPPA
Matt Gehling  
Peter Gehres, CAI, 

CAS, CES
Gary Goldsmith, CAI, 

CES, MPPA
Barry Gordon, CAI, 

AARE, CES
Santo Grasso, Sr. 
Theresa Gravlin  
Stephen Grove  
Alex Grovenstein, CAI
Rick Grubaugh  
Adrian Grube  
William Hall, CAI, 

AARE
Mary Hartley  
Kam Hartstack, CAI
Kyle Hause, Jr. 
Michael Heitmann  
David Helmer, CAI, 

CES, GPPA
Mark Henderson  
Kevin Herron  
Ron Hickman  
Marty Hill  

Terry Hirchak, CAI, 
AARE

Raymond Holt  
Lyle Hopkins  
Dennis Huggins  
Dennis Jackson, CAI, 

AARE, CES
Terrance Jacobs  
Gregory Johnson,   

BAS
Patricia Johnson, BAS
Keith Jones  
Andrew Josund  
Chelsea Kearns,   

AMM
Sean Kelly  
Austin Kelly  
Kyle Kelso  
Randy Kincaid, CAI, 

GPPA
Kevin King  
J. K. Kinsey, CAI, 

AMM
Michael Knudsen,  

GPPA
Jonathan Kraft  
Brendan Kramer  
Alonzo LaBarr  
Brian Lacy  
Ben Ladage  
James Landis  
Jay Lawyer  
Olga Lemeni, AMM
Christopher Lemoine,  

CAI
Dwayne Leslie, AMM
Thomas Lindsay, Sr., 

CAI
Wayne Long, AMM
Scott Lonkart  
Jeffrey Luggen  
Ashlee Luna  
Linda Makowski  
Larry Makowski, CAI, 

AARE, CES
Anthony Mangini  
Joani Mangold, CAI, 

CES, GPPA
Sheri Manley, CAI, 

AMM
Misty Marquam, BAS
Damien Massart, CAI, 

AMM, BAS, GPPA

Robert Massart, CAI, 
AARE, CES, MPPA

Michelle Massart,  
CAI, AMM, BAS

Aaron McColm  
Suzanne McKee  
Barry McLean  
Darron Meares, CAI, 

BAS, MPPA
John Michalski  
Eric Monahan, CAI
Ronald Moore  
Patrick Morgan  
Hunter Morris, ATS
Louis Murad, BAS
Jake Musser  
Andrew Nash  
John Nelson  
Mari Neubauer  
Mari Neubauer  
John Nicholls, CAI, 

AARE, AMM
Lance Nichols  
Kendall Nisly  
Courtney Nitz-

Mensik, CAI
Jonathan Noel, CAI
Troy Novak  
Randy Owen  
Walter Partridge, BAS
R. Dal Payne  
Matthew Pedersen  
Matthew Pedersen  
Bryan Pence  
Timothy Peters, CAI
Timothy Pfister  
Sarah Pugh  
Martin Raml  
Richard Ranft, CAI, 

AARE, AMM, 
GPPA

Patricia Ranft  
Shane Ratliff, CAS
Jodi Reynolds, CAI
Dennis Ridgeway  
Jeff Riggle, CAI
Paula Robnett  
Gary Rogers  
Brenda Rose, BAS
Jeff Ruckert  
John Santiago  
James Sargent  
J. Kent Scott  

Walter Seidenglanz  
James Seneff  
Merle Sharick  
Jeffrey Shedden  
Curtis Shenk  
Candy Shively, CES, 

GPPA
Robert Shively, CES, 

GPPA
Leroy Shoop  
Scott Shuman, CAI
Krista Shuman, AMM
Larniecia Smith, BAS
Edward Smith  
Mark Sorenson  
Dustin Spencer  
David Stafford  
Dan Stall Jr., BAS
Shalon Steed  
Alfred Stone  
Kelly Strauss, CAI
Jason Stribling, GPPA
Lon Sturgeon  
Mike Suggs  
Bruce Sutter  
Andrew Suvar  
Lewis Tankersley  
Becky Tarlton  
Wayne Thorn  
Jim Thorpe  
E. Bruce Tingle  
Reed Tobol  
Kenneth Tromp  
Kevin Troutt, BAS
Harley Troyer  
Gordon Van Ash Jr. 
Christopher Vaughan  
Zachary Vierheller,   

CAI
Wendy Walsh  
Daniel Walsh, BAS
Michael Walters, CAI
Douglas Walton, CAI, 

CES
James Ward  
Charlie Watts II 
Courtney Jo Weaver  
Delma Webb  
James Wells  
Curtis Werner  
Alan Wessel  
Nathan Weyenberg  
Ed Wheaton  

Michael Whitfield,   
CAI, CES, GPPA

Garth Wilber, CAI, 
MPPA

JillMarie Wiles, CAI, 
BAS

David Williams  
Mark Williams  
William Willliams  
Marvin Yeaman, CAI
Lavern Yutzy, GPPA

Membership Renewals Thank You!



62      AUCTIONEERS.ORG

Members

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

Alaska
John Genovese, III, 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, CAI, 
AARE, AMM 
(858) 382-6030 
NationalAuctionTeam@gmail.com

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

NAA Ambassadors

Courtney Jo 
Weaver
Why did you join the NAA? 
I joined NAA when I won 
the drawing for a free 1-year 
membership during our state 
convention. I’ve heard many 
say those winners never 
return; but, I renewed my 
membership after I realized 
the invaluable friendships, 
business connections and 
educational opportunities I 
gained from being a member 
of this great organization. 
Lucky me!

Ambassador 
Spotlight

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

info@cus.com • 954.680.6545

The Auction Industry
Software Authority

For 30 Years

mailto:joff@highstreetauctions.com
http://lampiauction.com
mailto:info%40cus.com?subject=


Auction ShowcASe
USA TODAY and the National Auctioneers Association offer a weekly advertising feature that  
allows you to reach your target audience on a National or Regional scale.

ReSeRve AD SpAce TODAY
1-800-397-0070  |  auctions@russelljohns.com

Sources: 2012 Mendelsohn Affluent Survey, adults 18 or older, HHI $100,000 or more; September 2012 ABc publisher’s Statement (print copies only)

RegionAl
nAtionAl

uSA toDAY is the go-to news source  
for real estate investors and online  
auction purchasers .

NAA MeMBeRS 

SAVe 30%

3.7MM have a HHI of $100,000+

1.2 MM have a net worth of $1 million+

20% are online auction purchasers

1.6MM own real estate in addition to  
primary residence

MiDweSt ciRculAtion
334,000

South 
ciRculAtion
402,000

eASt
ciRculAtion
426,000

weSt  
ciRculAtion
462,000

30% oFF  
NAA MeMBeRS

mailto:auctions%40russelljohns.com?subject=
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NAA Board of Directors
2018-2019
Officers
President
Tim Mast, CAI, AARE
(731) 610-5436
tmast@tranzon.com
Vice President
Jason Winter, CAI, AARE, AMM, CES
(816) 884-1987
jasonbwinter@me.com
Treasurer
Thomas W. Rowell, CAI, AARE
(229) 985-8388
trowell@rowellauctions.com
Chair of Education Institute Trustees
Tom Jordan, CAI, AARE, AMM, CES
(919) 832-8005
Bid007@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, CAI, MPPA
(402) 727-8800
jaynitz@nitzauctions.com

Directors
Term expiring 2019
Matt Corso, CAI, CES
(888) 307-6545
matt@marknetalliance.com 
Devin Ford, CAI, CES
(606) 878-7111
devin@fordbrothersinc.com

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

Directors
Term expiring 2021
Ailie Byers, CAI, AMM, BAS
(603) 356-5765
ailie@alpenglowbenefits.com 
Kelly Strauss, CAI
(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, CAI, BAS, GPPA
(214) 906-5265
mjonesauctioneer@gmail.com 
 
Treasurer
William L. Sheridan, CAI, AARE, GPPA
(517) 676-9800
bill@sheridanauctionservice.com 

Trustees
Terms expiring 2019
Barbara Bonnette, CAI, 
AARE, GPPA
(318) 443-6614
barbara@bonnetteauctions.com 
Christie King, CAI, 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, CAI, GPPA
(509) 297-9292
merle@bookerauction.com 
Scott Robertson, CAI, BAS
(239) 246-2139
scott@thevoe.com 
Kim Hagen, CAI, AARE, AMM, CES
(770) 838-0552
kim@hrgsold.com 

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

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
(913) 563-5427
lzielinski@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, CAI, BAS, CES
(901) 413-9738
terri@walkerauctions.com
Secretary 
Peg Imholte
(320) 250-1200 
peggyimholte@gmail.com
Executive Secretary 
Lucinda Terrel
(816) 830-7001
lrterrel@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, CAI, AARE, ATS, 
CES, MPPA 
(919) 832-8005
bid007@nc.rr.com
Vice Chair
Philip Gableman, CAI, ATS, GPPA
(845) 635-3169 x100
Philipg103@gmail.com

Trustees
Terms expiring July 2019
Darron Meares, CAI, BAS, MPPA
(864) 642-2196
darronmeares@mearesauctions.com

Trustees
Terms expiring 2020
Beth Rose, CAI, AARE
(419) 534-6223
beth@bethroseauction.com 
Sherman Hostetter, CAI, AARE, BAS, 
CES, GPPA 
(724) 847-1887
sherm@sherm.biz 

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

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

Want to advertise in Auctioneer?
Contact Adam Kenne (913) 563-5421; 
akenne@auctioneers.org
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50 years later
June 1969: Conference schedule: then vs. now

Fifty years ago, the Auctioneer published 
its 1969 National Auctioneers 
Association Convention program. 

The convention, which marked the 20th 
anniversary of the NAA, was held in 
Roanoke, Virginia, at the Hotel Roanoke  
July 9-12, 1969.

Take a look at a portion of the 1969 
program in comparison to the current 
schedule for our 2019 Conference & Show at 
conferenceandshow.com. Do you notice any 
similar events from 1969 to now? v

www.auctioneers.org
http://conferenceandshow.com
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Auction Adventures 
is an educational math game for 
third through fifth graders that 
gives students a close look at how 
auctions work, and the many 
different opportunities within the 
auctioneering industry. 

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

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

• Encouraging feedback and a 
 positive message

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

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

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

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

Play the game at: myamericanfarm.org

http://myamericanfarm.org
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