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First, thank you to everyone who reached out to me 
after seeing the August issue of Auctioneer! The 
honor is mine and I am very excited about what 

we are going to be doing during the rest of my term! 
But let me be very clear—whatever happens will be the 
result of a team effort!

I learned a long time ago that it takes a team to get 
things accomplished—that is never more evident than 
at NAA. As the Board begins its strategic planning 
process, we start with getting input from the various 
committees and task forces. We sift through all of that 
information and we discuss where we can put our 
resources to the most effective use.

Should we start a membership campaign? Should 
we simply focus on developing new programs for our 
members and hope if “we build it, they will come?” 
Should we focus on making the programs we have 
better? If I were to ask you these questions, you may 
answer—well, yes to all of them! The Board must 
identify where can we put what resources we have 
in place that will more quickly advance our vision of 
ensuring that NAA members are the preferred auction 
professionals used in the marketplace.

Anyone who has ever accomplished anything of 
significance has this one quality: They have vision. 
What is vision? Vision is the ability to see beyond what 
you can see in the present in order to see a mental 
image of what the future could be like.

You’ve probably heard the story of the man who 
stood beside the widow of Walt Disney at the opening 
of one of their grandest parks and he sighed and said, 
“Oh, how I wish Walt could see this.” 

To which his widow replied, “He did, that’s why 
it’s here.” 

What you see before there is anything to be seen 
powerfully impacts what will be seen in the future. 
Now, this can be negative or it can be positive. You 
can envision a disaster, failure or a mess. And, most 
likely, that’s exactly what you will experience. Or you 
can envision your dream in all of its grandest scale 
and let that vision guide you (and those around you) 
toward its completion. 

Soon it will be time for us to head to Washington, 
D.C., for our Day on the Hill. This event has grown 
in importance. After the Supreme Court decision on 

the Remote Sales Tax issue, we began a phase where 
we try to keep up with the changing legislation within 
the states. Now, both chambers of Congress have 
written legislation that will help control the retroactive 
collection of sales tax. I’m excited to be able to take 
something concrete into my visits with our federal 
delegation and ask for help! This is an issue that will 
impact almost all of us in this organization—and 
the NAA has continued to provide education and 
information in a variety of ways to our members.

We are working to grow the industry through our 
implementation of a group for young people between 
the ages of 10 and 18. Check out NAA NextGen on 
auctioneers.org/NextGen and help us spread the word 
by introducing your kids or grandkids.

So, we have a lot going on. Our IAC and IJAC 
champions represent the leadership in our industry. 
Check out their profiles starting on page 20. We 
are excited about our future—just as we are excited 
and want to honor our traditions. The Hall of Fame 
inducted four important people in July and you can 
read about their profiles starting on page 28.

It’s a great time to be in the auction industry—and 
in the NAA! v

#theauctionlifethegoodlife

Vision for the future

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

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

FROM THE PRESIDENT

http://auctioneers.org/NextGen
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DESIGNATION LANDING PAGES

Along with the new digital badging pilot, 
the NAA has created landing pages to 
help the general public better understand 
the importance of the association’s 
professional designations.

Please take time to look over pages 
related to your own designations and 
make sure they accurately represent the 
questions you receive from potential 
clients. Any clarifications can be sent to 
communications@auctioneers.org.

Send any client testimonials referencing 
your professionalism relevant to your 
designation to communications@
aucitoneers.org

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

JOIN THE COMMUNITY

EMAIL NEWSLETTERS

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

DIGITAL 
EDITION 

AVAILABLE!

youtube.com/naaauctioneers

National Auctioneers Association

NAA NEXTGEN
We have a whole new website section just for students! Access 
resources and more information at auctioneers.org/nextgen.
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2019/2020 
Education 
Events

auctioneers.org/events
education@auctioneers.org
913-541-8084

Dec. 1-7
Designation Academy
Las Vegas, NV
• AARE
• AMM
• BAS
• CAS
• GPPA
• ICAP
• Real Estate Workshop
• USPAP 15

Feb. 24-25
Online Marketing Summit  
Louisville, KY

March 22-26
Certified Auctioneers Institute 
Bloomington, IN

Registration 
open!

Registration 
opens Nov.

Registration 
open!

http://auctioneers.org/events


Designation Academy is your one-stop-shop for all 
things CAS, AMM, GPPA, BAS, AARE, ICAP and 
USPAP. Not familiar with those acronyms? 
The NAA provides its members with a 
diverse range of professional designations, 
specifically built to help auction professionals 
specialize their skill sets. 

This year, the academy will feature a new class 
on effective auction selling—that is, selling your auction. 
Taught by Spanky Assiter, CAI, AARE; and Scott Shuman, CAI, 
you’ll learn to identify target markets, set sales goals, prospect, close deals 
and much more!

The event also features a real estate workshop. What does the new 
economy expect of the auction community? Join the discussion and set 
yourself up for ongoing real estate auction success.

Registration deadline for the academy is Nov. 1, 2019, and you’ll 
need to book your hotel by Nov. 8 for the best prices. 

Course audits are also available for anyone looking to brush 
up on a specific area of expertise. 

Special note: Since Designation Academy travel 
crosses over with post-Thanksgiving travel, attendees are 
encouraged to book travel plans early.

Find out everything you need to know about designations 
at auctioneers.org/designations, or give the NAA a call at 

913-563-8084.

The NAA’s new digital 
badging pilot kicked off last 
month and you’re probably 
seeing some awarded badges 
popping up in social media and 
professional profiles. 

This partnership with 
BadgeCert allows 
designation holders 
to promote their 
hard-earned 
professional 
achievements. 

The BadgeCert 
platform facilitates 
the recording, 
issuing, storing and 
sharing of digital badges 
to legitimize NAA designations to 
the public, clients, colleagues and 
employers.

Visit auctioneers.org/digitalbadge 
for more info.
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News

Your Association at Work

Digital badges are 
still available for 
pilot program

Designation Academy will feature 
new sales class and real estate 
workshop

The real estate 
workshop will 

bring some 
great advanced 

education 
focusing 

on the new 
economy and 

strategies that 
real estate 

professionals 
can employ 

to face a 
changing 
market.

Phil Gableman, CAI, 
AMM, GPPA, chair of EI 

Trustees

“

” 

Education, advocacy and technical content from the NAA

don’t forget 
designation 

renewals and 
CE credits are 
due Sept. 30!

Auto Auction iSeries
Sign up now at auctioneers.

org/events for our free 30-minute 
webinar on Oct. 2. This iSeries 
will focus on breaking into the 
auto auction business.

Board enters strategic planning mode
The 2019-2020 NAA Board of Directors met Aug. 19-20, 2019, at NAA 

headquarters in Overland Park, Kansas, to discuss strategic planning for 
the future. The 
Board identified 
a number of 
initiatives 
to research 
and take into 
its October 
meeting. 

http://auctioneers.org/designations
http://auctioneers.org/digitalbadge
www.auctioneers.org
http://auctioneers.org/events
http://auctioneers.org/events


2019/2020 SCHEDULE

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

http://auctioneers.org/iseries
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News

In 2017, the National Auctioneers 
Association (NAA) began working with 
the National Future Farmers of America 
(FFA) Organization to develop a program 
for students that would relate to the auction 
business, according to Scott Shuman, CAI, 
past president of NAA. This program is called 
the Supervised Agricultural Experience (SAE) 
and focuses on giving students real-world 
experience in the auction industry. 

“There are so many learning opportunities 
related to the auction business,” Shuman 
said. “A strong base of auctioneers are also 
FFA members, or their students or their 
children are FFA members. We developed a 
program that starts with a video of possible 
job opportunities or career opportunities … 
once a student shows interest in that, we’ve got 
a curriculum that we’ve put together that will 

help that student develop throughout their 
high school career, and hopefully someday 
enter the auction profession.” 

The program introduces students, typically 
freshmen in high school, to various parts 
of the auction profession. The goal of the 
program is for the student to choose a type 
of auction or role within the auction business 
that interests them and gain experience 
throughout their high school career. 

“SAE gives you a project to where, when 
you graduate, a lot of people will already have 
a going business,” Shuman said. “The student 
will already have experienced some sort of 
success either in business or in a livestock 
enterprise. There are hundreds of things a 
student can choose from. As a freshman, one 
of the things the agriculture instructor will do 
is try to open their eyes.”

Gracie Corso, 16, has been around the 
auction business since a young age, as her 
dad, Matt Corso, CAI, CES, has worked with 
MarkNet Alliance and online auctions. She 
started her SAE project working with her dad. 

“My agriculture teacher wanted me to do 
SAE because there’s not a lot of people who 
have this SAE in auction,” Corso said.

Corso has developed clerking skills helping 
her dad at auction, checking people out, and 
writing down bid numbers and items’ sold 
prices. She also goes along with her dad to 
meetings to take notes and learn about the 
business. From her experience with SAE, 
Corso said she now wants to be an auctioneer 
when she grows up. 

“I want to be an auctioneer now. I’ve 
never really been interested in it until 
I started this project,” Corso said. “I’m 

12      AUCTIONEERS.ORG

NAA helps develop Supervised Agricultural Experience for auction through FFA
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basically learning the different types of 
auctions because there’s so many that you 
can do. And I think that’s why I wasn’t 
interested in it before, because the auctions 
I was going to weren’t my type. I’m learning 
the different methods of auctioning, the 
different types of auctions … and also the 
basic auction skills that you have to have.”

This is what Shuman said is the goal for 
students going through the program. 

“SAE is going to raise awareness for the 
auction profession,” Shuman said. “Students 
are learning about the auction industry 
starting at a young age, and those will be our 
future buyers and sellers. It’s continuously 
trying to put out the power of auction 

to as many people as we can. It’s nothing 
but positive for future buyers, sellers or 
potential auctioneers.” 

When a student enters the SAE program, 
they are given the opportunity to explore 
many different options and tailor the program 
to their interests. 

“Students will have real-life experiences and 
an understanding of the auction profession,” 
Shuman said. “They’ll be able to work directly 
with auctioneers, understand auctioneers—
how auctioneers value different assets, 
different marketing avenues, and different 
ways to sell auctions to the public.”

The SAE program allows students 
interested in any aspect or asset group of the 

auction profession to explore and discover 
new opportunities. 

“I would say to just start small and work 
your way up,” Corso said. “You have to go to 
different auctions and try different things to 
know what you’ll like in the auction business.”

To learn more about the auction SAE, visit the 
Students page of auctioneers.org.

http://reppertschool.com
http://auctioneers.org


Iowa
Josh (JJ) Wise, 34, of Klemme, Iowa, was 

awarded the title “Iowa State Champion 
Auctioneer” on August 13. Wise is a long-time 
member of the Iowa Auctioneers Association 
and participates in nearly 300 auctions a year. 
Wise currently owns and operates JJ Wise 

Auctioneering, is a 
licensed real estate 
agent for Landproz, and 
a contract auctioneer 
for automobile sales. 
He grew up in Manly, 
Iowa, a population of 
less than 1,300. Wise 
graduated from the 
World Wide College 
of Auctioneering in 
Mason City when 
he was only 11 years 
old. Growing up in 
the family business 
he found a love for 
the auction method 

of marketing. In 2014, he took over the 
company his mother and father founded, Wise 
Auction Service, now operating as JJ Wise 
Auctioneering. Wise also competed in the 
2019 World Automobile Auction Contest in 
Charleston, South Carolina, and was the 2018 
Iowa State Reserve Champion Auctioneer.

The contest was held under normal 
auction conditions and was free for fairgoers 
to watch. The public was encouraged 
to participate. Eighteen professional 
auctioneers from the Midwest competed 
for the title and a cash prize of $1,000. To 
qualify for this prestigious annual event, 
contestants must compete in a preliminary 
auctioneering contest in February during 
the annual IAA convention.

Highlights
•	 JJ Wise – Bid calling champion
•	 Dylan Webb – Bid calling runner-up
•	 Justin Steward – Bid calling first runner-up
•	 Joe Bair – Bid calling second runner up
•	 Chad Shepard – Bid calling third 

runner-up
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News

State Watch

Oklahoma
The Oklahoma State Auctioneers Association 

held its Summer Conference in August. The 
conference featured a contestants panel with 
Cody Shelley, World Auto Auction Champion 
and Mile High Bid Calling Champion; Morgan 
Hopson, CAI, 2019 IAC Champion and Texas 
State Champion; Cadence Richeson, 2019 OSAA 
Rookie Champion; Tony Wisely, CAI, BAS, 
OSAA Pro Bid Calling Champion and KAA 
Champion; Zachary Vierheller, CAI, OSAA and 
IAC competitor; and Barrett Bray, CAI, AMM, 
BAS, 2018 OSAA Pro Bid Calling Champion 
and 2018 IAC Champion.

Iowa State Champion Auctioneer JJ Wise. 

From left to right: Cody Shelley; Morgan 
Hopson, CAI; Cadence Richeson; Tony 

Wisely, CAI, BAS; Zachary Vierheller, CAI; 
and Barret Bray, CAI, AMM, BAS.

www.auctioneers.org
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Illinois
Congratulations to the 2019 Illinois State 

Auctioneer Champion, Matt Hart, Bill Burke, 
CAI, first runner-up, and Joe Orwig, second 
runner-up.

Submit your news
Do you have state news to 
share with the NAA’s auction 
professional community? 
Submit your news online at 
auctioneers.org/statenews.From left to right: Joe Orwig, Matt Hart, and Bill Burke, CAI. 

http://americasauctionacademy.com
http://auctioneers.org/statenews
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News

Licensing has been a contentious issue 
for years, with 24 states requiring licenses 
to conduct auctions (some with extensive 
requirements) and the remainder without an 
auctioneer license.

Last spring, the Tennessee General 
Assembly approved a revision to their 
auctioneer license law that would have added 
electronic to the definition of auction and 
updated several other statues. The law was to 
have taken effect on July 1.

However, in June, Will McLemore from 
McLemore Auction Company; Aaron McKee 
from PurpleWave, Inc.; and the Interstate 
Auction Association filed suit against the 
members of the Tennessee Auctioneer 
Commission. The case moved quickly 
through the legal system, and on July 23, the 
United States District Court for the Middle 
District of Tennessee Nashville Division 
issued a temporary injunction on the newly 
revised law. As a result, the State is prohibited 
from applying Tennessee’s auctioneering laws 
and licenses to “electronic” exchanges, or 
online auction websites, until the court can 
hold a trial.

Background
The statute, including the auction 

definition update, was written with the 
recommendations of a task force appointed 
by the Tennessee Auctioneer Commission. 
The licensure of online auctions has been 
an ongoing discussion in the state since 
2006 when the commission exempted “fixed 
price or timed listings that allow bidding 
on an Internet website but that does not 
constitute a simulcast of a live auction.” This 
exemption placed online auctions outside the 
Commission’s auction licensing jurisdiction.

In 2016, the commission proposed a rule 
that would have excluded extended-time 
auctions from the exemption. Tennessee’s 
Joint Government Operations Committee 
rejected the proposed rule. The issue was 
raised again in 2018 with the formation of the 
aforementioned task force. 

In its mission to modernize auction laws 
and study online auction licensure, the task 
force examined three years of complaint 
data, which showed 11 complaints for online 
auctions; three of those complaints referred to 
extended-time auctions. 

Accordingly, the task force recommended 
that the word “electronic” be added to the 
definition of auction as part of its suggested 
revisions. The resulting bill would have 
made it unlawful for any person to “act as, 
advertise as, or represent to be an auctioneer 
without holding a valid license issued by the 
commission.” The proposed legislation also 
narrowed the previous exemption for online 
timed listings to exclude extended-time 
auctions, requiring extended-time auctions to 
be licensed.

Plaintiff argument
Finding two constitutional issues (free 

speech and interstate commerce) with the 
proposed law, Will McLemore, CAI, and 
Aaron McKee, CAI, AARE, AMM, along with 
the Interstate Auction Association, filed a 
lawsuit in opposition on June 26, 2019. 

The plaintiffs argued that auctioneering 
is “occupational speech”—speech made by 
a professional—which is protected under 
the First Amendment. The case states that 
the license applies to websites based on the 
content, speaker and medium—all modes of 

Tennessee auction law in question

State Watch

www.auctioneers.org


communication—and therefore, infringes 
on free speech.

The case also addresses the burden on 
interstate commerce. According to the 
complaint, the law “licenses a well-established 
and reliable means of e-Commerce, the 
embodiment of interstate commerce, even as it 
exempted many businesses based on arbitrary 
bidding characteristics.” The plaintiffs claim 
this violates the Commerce Clause of the 
United States Constitution because the 
new law would be placing a barrier against 
interstate trade as online auctions are likely to 
have a significant number of customers across 
state borders. 

Defendant argument
The recommendation to add “electronic” 

exchanges to the definition of auction was 

made in “recognizing the growth of online 
auctions as the future of the industry and 
providing consumers the ability to seek 
recourse through (the Tennessee Auctioneer 
Commission) rather than hiring an attorney 
and seeking legal action.”

According to the background of the case, 
some members of the task force publicly stated 
that “online auctions needed to be regulated 
because it was a growing model for auctions 
and they needed to be licensed if other auction 
businesses did.”

In regard to the interstate implications 
of the statute, the State argues that it would 
be imposing a licensing requirement only 
on auctioneers who conduct extended-time 
online auctions when physically located in the 
State of Tennessee.

Current status
The judge’s opinion published July 23, 2019, 

points to the unconstitutionality of undue 
burdens on interstate commerce.

The court declined to adopt the State’s 
narrow construction of the statutory language 
at issue. According to the current language 
of the statute, a non-resident auctioneer 
conducting an extended-time online auction 
could reasonably understand the law requires 
him or her to be licensed with the Tennessee 
Auctioneer Commission since his or her 
website could reach Tennessee residents. 

At the time of publication, there had been 
no date set for the court to reconvene to 
discuss this matter further. v
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There are a number of steps that auctioneers should 
generally take to contractually obligate a buyer to 
pay the buyer’s premium and place them in the 

best position to enforce and collect it. The safest path 
to allow for imposition and collection of the buyer’s 
premium is generally as follows: (1) get authorization 
from the seller to charge a buyer’s premium; (2) 
the signed auction contract should include certain 
provisions for the buyer’s premium (including the 
percentage or fee); (3) include in all advertisements 
the amount of the buyer’s premium; (4) post in writing 
at the registration desk, in a visible place, the amount 
of the buyer’s premium; (5) announce and explain the 
buyer’s premium prior to the beginning of the auction; 
and (6) require bidders to register for the auction and 
sign a bidder’s registration agreement with provisions 
of the buyer’s premium.

Before going into more detail, it is important to 
define the term buyer’s premium. The NAA defines 
it as “[a]n advertised percentage of the high bid or 
flat fee added to the high bid to determine the total 
contract price to be paid by the buyer.” If the highest 
bid is $100 and there is a 10 percent buyer’s premium, 
for example, the invoice to the bidder would be $110. 
A buyer’s premium shifts the burden for payment of 
the auctioneer’s services from the seller to the buyer 
at an auction. Some jurisdictions refer to the buyer’s 
premium as the buyer’s fee. The use of a buyer’s 
premium is generally accepted as an alternative 
method of paying the auctioneer for his or her services. 
Some states have considered legislation that would 
prohibit auctioneers from charging a buyer’s premium. 
But, I have not heard about any states adopting that 
type of legislation.

In a fairly recent case, an auction company brought 
a lawsuit against a successful bidder after the he 
refused to pay the buyer’s premium. The trial court 
ruled in favor of the auctioneer and said the buyer 
had to pay the premium, but the buyer appealed. The 
auction was to sell tracts of land with improvements. 

The first tract was 50 acres with an equine facility on it. 
The successful bidder bid $355,000. Afterward, there 
was a dispute over whether the bidder was required 
to pay the buyer’s premium. The auctioneer had a 
brochure it used to advertise the auction that clearly 
stated there was a 10% buyer’s premium. At the trial, 
an audio recording of the auction was played. The 
auctioneer began the auction with an explanation 
of how the auction would proceed and that the 
successful bidder would pay a 10% buyer’s premium, 
which would be added to the final bid price for the 
total purchase price. The opinion also stated that the 
successful bidder “registered to bid and was given a 
bidder number and some written materials.” However, 
there was no reference to a registration agreement or 
the materials later in the case. The Court of Appeals of 
Louisiana found that these actions were sufficient to 
comply with Louisiana’s requirements relating to the 
buyer’s fee. (La.R.S. 37:3124(C) (2015).) The Louisiana 
statute used the term “buyer’s fee” instead of “buyer’s 
premium” but the use of a different term did not 
create a problem. The Court explained: “We cannot 
say that the difference between La.R.S. 37:3124’s use 
of the term ‘buyer’s fee’ is so different from the term 
Buyer’s Premium that an educated man … would not 
understand the meaning of the term. … if he did have 
any question about the meaning of the term Buyers 
Premium, he could have asked [the Auctioneer] to 
explain the term before the auction began.” 

The auctioneer was successful in the above 
referenced case, but only after years of expensive 
litigation without having a written bidder’s registration 
agreement. The best practice is to have a clearly drafted 
registration agreement with specific language about 
the buyer’s premium. This reduces the likelihood 
of disputes or litigation over the requirement to 
pay the buyer’s premium (or any other terms). The 
primary purpose of the registration agreement is to 
memorialize the terms of the auction and get the 
bidders to agree to them in writing. The registration 

Kurt Bachman 
Attorney and licensed
auctioneer from
LaGrange, IN

Business Practices

Buyer’s premiums

INSIGHTS

Question: What should auctioneers do to charge and collect the 
buyer’s premium?
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agreement should be drafted by a licensed attorney 
who is familiar with how auctions work and the 
requirements of the applicable jurisdiction. The terms 
of the registration agreement should be consistent 
with the auction contract and the provisions relating 
to the buyer’s premium. Each bidder should be 
required to register and agree to the terms in the 
bidder registration agreement. A bidder who did not 
register, but was otherwise the successful bidder, could 
potentially refuse to pay (or at least challenge the 
payment of) the buyer’s premium. 

The use of the buyer’s premium is fairly common 
in the auction industry. Auctioneers generally should 
take appropriate steps to reduce the likelihood of 

disputes or litigation relating to the buyer’s 
premium. Following best practices and 
having bidders sign a written bidders 
registration agreement also increases the 
likelihood that a court, in the event of 
litigation, would require the buyer the pay 
the buyer’s premium. v

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

Kurt R. Bachman and Beers Mallers Backs 
& Salin LLP appreciate the opportunity 
to review and answer legal questions 
that will be of interest to auctioneers. 

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

http://ermunro.com
mailto:krbachman@beersmallers.com
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From the trenches 
to the trophy
Trey Morris finds victory through 
finding himself
By James Myers
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Hurricane warnings may have put NAA members on alert in New 
Orleans at the Conference & Show in July, but this year’s International 
Auctioneer Championship men’s division winner Trey Morris, CAI, 

BAS, CAS, had a storm of his own during last year’s competition. It was 
jarring at the time but served as the conduit to reach new levels.

Morris, of Murray, Kentucky, is no stranger to making it to the IAC 
finals going back to 2014. Going into the 2018 competition, he came in 
well-prepared, confident, and felt like he’d performed solidly, but his name 
slowly dropped down the leader board. The last auctioneer competing that 
day knocked him off. His four-year streak as a finalist had ended.

“It was gut-wrenching,” said Morris, having spent a year preparing for 
the competition. “I allowed it to light a new fire in my belly—go back 
and work harder than I’ve ever worked in my life.”

It was a humbling experience that forced him to delve deeper into 
his craft. In retrospect, Morris realized he wasn’t ready to be the IAC 
champion last year.

“I really wasn’t being authentic to myself,” he explained. “I was trying 
to be a past champion. This past year—eating that humble pie, it was 
an opportunity for me to kind of peel back 
some layers and be more authentic and true 
to myself. I showed up this year and I knew all 
I could ever be was myself, so I had fun that 
day. I just had a blast.”

Waking up the next morning and seeing 
the trophy in the hotel room, Morris said he 
realized it wasn’t just a dream.

Humble Beginnings
At a very young age, Morris and his father 

Ricky attended horse auctions every first 
and third Saturday of the month. Morris was 
“infatuated” with the auctions; while other 
kids his age were playing, and largely not 
paying attention to the auction action, he was 
glued to his seat, taking it all in. 

In his mid-teenage years, Ricky asked 
his son if he would like to go to a goat 
sale—something they’d never done. His 
dad had a trick up his sleeve, because the 
auctioneer that day, Larry Clark, a friend 
of Ricky’s, feigned a coughing attack and 
urged young Morris to come up to the auction block to assist him. 
Ricky handed his son a bottle of water urged him to “help Larry 
out—he’s struggling.” Wide-eyed, he reluctantly walked up and gave 
the auctioneer a bottle of water and in exchange was handed the 
microphone. For the first time, he made a sale at auction.

“Dad said that’s the day the fire was lit,” Morris said.

Stepping Up
Morris graduated college in 2006 and took a job as an internet 

technician, then in agronomy sales (selling seed and fertilizer to 
farmers), but on the side, he worked any available position he could find 
in the auction industry. 

“I guess you could say in the beginning I was working two jobs,” 
Morris said, “because I was doing something that was pretty steady in 
terms of income, but I was in the trenches trying to figure out a way to 
make it in the auction business as well.”

By 2012, Morris got the nerve to enter the Kentucky Auctioneers 
Association State Auctioneering Championship, and he won. 

“That’s really what kind of helped show me I was doing what I was 
supposed to do,” he said. “It solidified my purpose.”

In 2014, Morris landed a big gig as a block announcer for Barrett-
Jackson, the “world’s greatest collector car auctions.” It wasn’t until 2017 
that Morris made auctioneering his full-time career. He credits the 
NAA’s CAI program, which he graduated from in March of that year, for 
helping in make the jump.

Ambassadorship 
Morris’s schedule is going to tighten up even more now that he’s a 

nationwide ambassador for the NAA following his IAC win (as of early 
August, he’d taken 38 business flights). He already works around 50 non-
profit auctions a year, but he’s excited to be part of the St. Jude Children’s 
Research Hospital Toy Auction in November, an event he’s worked in the 
past and has an emotional connection to.

Morris worries he’ll come off sounding cliché, but he’s serious when 
he says what he’s really looking forward to as an IAC ambassador is 
giving back to the NAA.

“Going and meeting people, new or old,” he says, “I want to give them 
hope. Hope that they can go and get in the trenches and be just like 
me—they are just like me. I want to get more members and continue to 
carry the torch just like other champions have done before me. Those 
people have poured so much into me and into my life, and they’ve got 
fingerprints on my trophy. I hope I can put fingerprints on a future 
champion’s trophy.”

As for future IAC competitions, Morris said that with each additional 
year of winners being crowned, the one thing that continues to evolve 
is the connection NAA members have with each other. It’s something 
he experienced on a deep level at the IAC breakfast the morning after 
the competition, with past champions, people he has looked up to for so 
long, making him feel he’s one of them and offering advice about being 
an ambassador.

“I really believe that the camaraderie is more deeply engrained and 
has deeper roots every year it happens,” he said. v

James Myers is a freelance writer in Oregon.

“I showed up this 
year and I knew all 
I could ever be was 
myself, so I had fun 
that day.”
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From performer 
to champion
Morgan Hopson’s IAC run spanned 
years of dedication to professional 
and self-improvement
By James Myers

“Winning the IAC is an exceptional honor. It’s an honor 
and responsibility that won’t be taken lightly and one 
that I will cherish for the rest of my life.”
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Morgan Hopson has had a stellar year. She launched a winning 
streak in June in her home state of Texas where she took 
top honors at the 2019 Texas Auctioneer Association (TAA) 

Championship Contest. That victory gave her that extra boost of 
confidence to come in strong at the NAA Conference & Show in 
New Orleans where she was crowned the International Auctioneer 
Championship (IAC) winner in the women’s division.

A first-generation auctioneer, Hopson was actually on a musical 
journey before the auction bug bit her. Playing violin since the age of 
two and a half, she was accustomed to performing and majored in music 
at Texas Christian University, graduating in 2011. 

“The adrenaline of being on stage and the way you hope to engage and 
evoke emotion from your audience,” Hopson said of auctioneering, “is 
no different from the emotional experience you face as a musician.”

The path to becoming a professional auctioneer was sparked shortly 
before graduating from Texas Christian University. Craig Buford, a family 
friend and lifetime mentor, had approached her about joining his team at 
United Country Buford Resources Real Estate & Auction. Hopson, who 
also earned a degree in business with a concentration in marketing, agreed 
to join the team as a marketing specialist. Having no former experience in 
the auction industry, she enrolled in auction school at the Texas Auction 
Academy to learn more about the business. Shortly after, she got her 
auctioneers license and real estate licenses for Texas and Oklahoma.

“Having dedicated so much of my life to performance, something 
about the auction industry intrigued me,” she said, explaining how her 
original plan involved continuing a career in the music industry. “The 
discipline required to perfect your craft, the dedication of practice and 
preparation that’s involved to perform and deliver at the highest level – 
becoming an auctioneer seemed like a natural fit.” 

Her first competition was at the TAA championship in 2015. She 
was a spectator at IAC competitions in previous years and revered the 
contestants, so she said she thought she’d 
“dip my toe in the water” in the Texas 
competition. After encouragement from 
former IAC champions, she entered the 
IAC that same year.

“I decided I would put myself out 
there and be a little vulnerable,” she 
said, “and hopefully help me grow 
personally and professionally.”

A couple of years ago, on a mission 
to improve her skills, Hopson traveled 
to Arkansas and enlisted the tutelage of 
1990 IAC champion Neal Davis, who 
dissected her chant.

“He’s been a huge influence in my 
chant and the way I sound,” Hopson 
said. “Every day you just strive to make 
improvements to your chant. Whether 
you’re at a real estate auction or benefit 
auction, you’re constantly making 
tweaks and adjustments so the audience 
is responsive.”

After two years of failing to make the 
IAC finals, Hopson took second runner 
up in 2017, followed by a first runner 
up performance in 2018. At this year’s 
Conference & Show, standing on the 
stage with the other finalists, she didn’t 

hear her chant as the runner up positions were announced, and her 
heart started racing. And then came the surreal moment that many IAC 
champions describe.

“Hearing my name called and my chant come over the speakers – that 
was a special moment to me,” she said, adding that she had to pinch 
herself for a couple of days after the competition. “Winning the IAC is 
an exceptional honor. It’s an honor and responsibility that won’t be taken 
lightly and one that I will cherish for the rest of my life.”

Being champion didn’t happen by accident—Hopson said she spent 
the last couple of years “being intentional in my life.” The auction 
industry presents something new every day – new challenges that can 
test a person. She dug in and worked hard at self-improvement. 

“In turn, being more comfortable in my own skin and just being able to 
be on stage and be able to present my best self really paid off,” she said.

She’s reticent to take too much credit for her successes in 
auctioneering. For example, three years ago, in preparation for the IAC, 
she took Tim Luke’s interpersonal communications class offered by the 
NAA, which she said changed her life by giving her a new perspective 
and insight into communicating more effectively on stage.

“The NAA provides us with exceptional education,” she said, “but 
more importantly they afford us opportunities to network and connect 
with auction professionals around the world.”

By attending Conference & Show and various NAA designation 
courses, and having the privilege of being a state ambassador, Hopson 
said she’s had the opportunity to connect and learn from some of the 
best and brightest auctioneers in the industry. 

“Without the NAA,” Hopson said, “I wouldn’t be where I am today, 
and I’m exceptionally grateful for all of the experiences and education 
provided to me.” 

Winning the IAC comes with responsibilities, and it’s something Hopson 
treasures even more than being the champion. She’s particularly excited 

to reach out to the next generation of 
auctioneers who will be the future of the 
industry. In fact, she’s speaking at her 
hometown junior high school’s career day 
where she will present the students with 
information about the auction industry, 
the various communities of practice 
within the industry, and hope to teach 
them that there is a place in the auction 
business for everyone, from bid calling to 
marketing to auction coordinating and 
anything in between.

“I’m really looking forward to pouring 
into our members,” Hopson said. “The 
auction industry is extremely unique 
because your peers and competitors 
are constantly rooting for your success, 
lifting you up and encouraging you to 
reach your fullest potential. As a first-
generation auctioneer, I’ve experienced 
that first hand. There is so much to learn 
from other auctioneers and I’m excited 
to engage with members throughout the 
country while attending various state 
conventions and NAA events.”  v

James Myers is a freelance writer in 
Oregon.
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This year, 10 young auctioneers competed in the International 
Junior Auctioneer Championship (IJAC) at the 2019 
International Auctioneer Conference & Show in New Orleans. 

Tyce Freije, 18, of Clayton, Indiana, was crowned the 2019 
International Junior Auctioneer Champion.

As a fourth-generation auctioneer, Freije said he has been around 
auctions all his life, and knew he wanted to be an auctioneer since he 
started working for the family business, Freije & Freije Auctioneers. 

“I have always been around auctions…of all kinds, really,” Freije 
said. “I’m fourth-generation, and I’ve always wanted to fulfill my 
grandfather’s and father’s footsteps.” 

Freije said in addition to working with his family business, he has 
worked auctions in Ohio. He first competed in IJAC in 2015, when 
he won 3rd place, and again in 2016 when he won 2nd. 

“It’s been a goal of mine to win the IJAC since I started attending 
Conference & Show,” Freije said. “My dad has competed, so it was, 
again, following in his footsteps.”

When preparing for the competition, Freije said the key is getting 
his chant down. In addition to practicing his chant, Freije said his 
father helps him prepare for the interview question and being in-the-
know about the industry. Freije’s father, Richard “TJ” Freije, was the 
2016 International Auctioneer Champion in the men’s division. 

“Competition is a reoccurring thing in my family, whether it’s 
racing my sister to the car or our show pigs or these championships,” 
Freije said. 

Hearing his name announced as the winner as a surreal experience. 
“It was a lot of overwhelming emotion that I didn’t really process at 

the time,” he said.

Freije said the win could not have come at a 
better time, since he was able to promote the win 
at the following week’s County Fair where Freije’s 
family showed pigs. He said he had also gained 
attention through local papers, on social media 
and within his school. 

As the 2019 IJAC champion, Freije will 
serve as the National Auctioneer Association’s 
(NAA) junior ambassador for young auction 
professionals until July 2020. Freije said he looks 
forward to being the ambassador and being able 
to reach out to other auctioneers and auction 
professionals in the industry. 

“In all honesty, the NAA is far more than just 
this championship,” Freije said. “Networking 
and making relationships mean everything. I 
really see the NAA as a family I get to catch up 
with every year.” v

In his family’s 
footsteps
2019 IJAC Champion Tyce Freije is a 
fourth-generation auctioneer

“The NAA is far 
more than just 

this championship. 
Networking and 

making relationships 
mean everything.”
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Jason Winter, CAI, AARE, 
AMM, CES
President
West Central Auction Co.
816-884-1987
jason.winter@
westcentralauctionco.com

Terri Walker, CAI, BAS, CES
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Walker Auctions
901-322-2139
terri@walkerauctions.com

Tim Mast, CAI, AARE
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Tranzon Asset Advisors
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tmast@tranzon.com

Craig King, CAI, AARE
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Director
Rocky Mountain Estate Brokers, 
Inc.
Whitley Auction
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Alpenglow Benefit Auctions
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RES Auction Services
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Grafe Auction Co.
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And the Inductees a re
This year’s list of NAA Hall of Fame inductees includes auctioneers 
from across the country. But no matter where they make their 
home, they call the National Auctioneers Association family.
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From 1979-1981, Merle Booker, CAI, GPPA, 
was a mortgage lender for Tippett Land & 
Mortgage Co. as a representative for Connecticut 
General Life Insurance. He has participated, 
operated and later owned Booker Auction Co. 
from 1975 to present. Following 30 years of 
auction successes, in 2006 Merle completed the 
Eltopia marketing facility just north of Pasco, 
WA, where the company is headquartered, and 
his progeny have assumed the day-to-day auction 
coordination operations.

He credits CAI with changing his life, “I 
think most of you know, or you can see, that the 
auction business has been my life,” he said. “I’ve 
told many people I wouldn’t be here without the 
NAA and the friendship and people that I’ve met 
along the way.”

When his son Austin was about six months 
old, he and his wife Judy loaded up into his dad’s 
Cadillac with their daughters Camille and Alesha 
to go to Minneapolis where they attended their 
first NAA auction convention. v

“It was the most sharing and giving group. I was appalled,” 
Booker joked. And that’s how the bug bit him.

“It is very humbling and very rewarding to stand up here and 
be recognized by this group of professional auctioneers,” he said 
in his acceptance speech. “Because again, it is all about family, 
and you helped me build mine.” 

Dave Huisman, CAI, is the President of Huisman 
Auctions, Inc., and is a second-generation auctioneer. 
He took over the family business from his late 
father, Edmond Huisman, who founded the business 
in 1964. He is a lifetime member of the National 
Auctioneers Association and has served on the 
Board of Directors and president of the National 
Auctioneers Foundation. His wife Sharon is a 
member of the Auxiliary Hall of Fame. Dave is a past 
president of California State Auctioneers Association, 
and currently serves on its board of directors. 

He went to auction school at the age of 17 and then 
started full-time with the family business working on 
equipment, industrial, secured party, bankruptcy, FF&E, 
and municipal and business liquidation auctions.

“The auction business has been my life, I love it, I 
love the NAA,” Huisman said during his speech. v



As a girl, Christie King, CAI, AMM, BAS, spent hours with horses, 
becoming a competitive rider, but a job offer from her father with a $.12 
raise convinced her to join the auction business with her family.

“As I was getting into the business I always looked up to Craig and 
dad and Scott; they were my mentors,” King said. “To me, they were 
what success was.”

Christie is the founder of C King Benefit Auctions, launching the 

company in 2007 after working in her family business, J. P. 
King Auction Company, for 30 years. Her auctioneer company 
has raised millions of dollars for women, children, medical 
foundations, animals and other nonprofits all over the country. 

A fourth-generation auctioneer, Christie has earned 
CAI, AMM and BAS designations from the NAA. She is a 
past president of the Alabama Auctioneer’s Association, the 

1995 Alabama Grand Champion Auctioneer and was the first female 
inducted into the Alabama Auctioneers Hall of Fame. In 2011, she 
became the first female and first Alabamian elected president of the 
National Auctioneers Association, still serves on committees, and was 
the chair of the NAA’s St. Jude Committee. 

“She tends to break through glass ceilings,” said her brother 
Craig King, CAI, AARE, “not because there is a glass ceiling, but 
because she works to excel in everything she takes on. She does 
that with passion, dedication and commitment, with a lot of time 
and a lot of hard work.” 

Through those glass ceilings, King started to make her own way in 
the auction industry. 

“When I started my own business and I was on the Board, I 
started finding me,” King said in her acceptance speech. “And a lot of 
that is because of you—the confidence ya’ll have given me. You’re my 
family, you’ve helped me find who I am.”

In 1992, King attended her first NAA convention, and she 
remembered sitting in the audience, looking up at the table of people 
who influenced her at the time. 

“I remember watching them up here and it wasn’t even a dream 
that I would be a part of it,” she said. “I’m honored to be a part of your 
group. I took a job—it wasn’t a career—I took a job not knowing where 
it would go. ... Dream. Set goals. Make them big.” v

The late J. Scott King, CAI, AARE, AMM, 
spent decades in the real estate industry, quickly 
becoming one of the top producers in the country. 
A fourth-generation real estate auctioneer, he was 
instrumental in pioneering luxury property auctions 
for high-net-worth clients. At different points in 
his career, he was a recruiter and trainer, director of 
brand management and marketing campaigns, and 
was responsible for strategic growth. He served on 
the NAA Board of Directors and was a sought-after 
instructor NAA education, also receiving the CAI 
Distinguished Faculty Award. 

“He made significant changes to the delivery of our processes by 
teaching, sharing and eventually leading our profession to a better, 
more professional role and responsibility,” said Tom Saturley, CAI.

He was the third of four children in a family of ambitious and 
successful entrepreneurs. 

“His immediate family was always top of mind,” said Saturley during 
the 2019 Conference & Show President’s Gala. “He would consider 
everyone in this room family. No one in this room, no one streaming 

online, in this association, in this great profession is without the great 
influence of our great inductee.” 

His wife Kim King accepted the honor on his behalf.
“I wasn’t involved in the industry a lot,” she said in her speech, “but 

I spent decades as a sounding board for Scott, his ideas, his dreams, 
his thoughts, his plans. He loved the auction industry. But something I 
observed about him: He loved what he could do for people through the 
industry. It wasn’t the industry he loved, it was the people he loved.” v
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Cong ratulations
2019 NAA Auxiliary Scholarship Winners

Joseph Ferra ro
Arlington Heights, Illinois
Son of John & Tracy Ferraro
Auxiliary member: Grandmother Patricia Ranft

Calli McCa rtan
Stewartville, Minnesota
Daughter of Paul & Carol McCartan
Auxiliary member: Father Paul McCartan

Piper Rasmussen
Fremont, Nebraska
Daughter of Ray & Jenny Rasmussen
Auxiliary member; Mother Jenny Rasmussen

Emma McKee
Wamego, Kansas
Daughter of Aaron & Suzy McKee
Auxiliary member: Father Aaron McKee

Calee Pineda
Eagleville, Tennessee
Daughter of Justin & Christin Bryant
Auxiliary member: Grandmother Lani Stallings

Walker Shuman
Eaton, Colorado
Son of Scott & Krista Shuman
Auxiliary member: Mother Krista Shuman

Kelsey Sutton
Flandreau, South Dakota
Daughter of Chuck & Val Sutton
Auxiliary member: Mother Val Sutton
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C.D. ‘Butch’ Booker
Merle Booker, CAI, GPPA
Kathy Crawford, CAI, CES
Gordon Greene, AARE
C.P. Terry Dunning, CAI, 

MPPA
Scott Miedema 
Sid Miedema, Jr., CAI
Jason Miller, CAI
Marcy Pompei
Scott Robertson, CAI, BAS
Dean Smith
Gail Alderfer
Sanford L. Alderfer, CAI, 

MPPA
Saralyn Alderfer-Nyce
Travis Augustin, GPPA
Kathy Baber, CAI
Wade Baer, CAI, AMM
Johnel Beland, CAI, CES
Nick Bennett, CAI, BAS
Barbara Bonnette, CAI, 

AARE, GPPA
Camille Booker, CAI, CES
Merle Booker, CAI, GPPA
Trisha Brauer, CAI, BAS
James R. Cash, II
Jack Christy, CAI, BAS, 

CES, MPPA
Lon Clemmer, CAI, AARE, 

CES, MPPA
Hannes Combest, FASAE, 

CAE
Donald B. Cotton, CAI, 

CES
Shawn Dostie, CAI
J.J. Dower, CAI, AARE, 

AMM, CES
Traci Dower, CAI, AARE
William Ferguson, CAI
Benny Fisher, CAI
Mike Fisher, CAI, AARE, 

ATS, BAS
Ford Brothers 
John Fowler, CAI, AARE, 

AMM, CES
Jenn Gableman, CAI, ATS
Phil Gableman, CAI, AMM, 

GPPA

Peter Gehres, CAI, CAS, 
CES

Casey Giddings, CAI
Brooke Gillespie
Joseph Gribbins, BAS, CES
Kim Hagen, CAI, AARE, 

AMM, CES
Jerry Hall, CAI, GPPA
Don Hamit, CAI
Russell Harmeyer, CAI, 

AARE, AMM, CAS
Marjorie Hartman, AMM
Jeffrey Henderson 
Rick Hinson, CAI, GPPA
Sherman Hostetter, CAI, 

AARE, BAS, CES, GPPA
David Huisman, CAI
Dennis Jackson, CAI, 

AARE, CES
B.J. Jennings, CAI, BAS
Susan Johnson, CAI, 

AARE, BAS, CES
Mike Jones, CAI, BAS, 

GPPA
Stanley Jones, CAI, AMM, 

BAS
Thomas Jordan, CAI, 

AARE, AMM, CES, MPPA
Joseph Joyner, CAI, AARE, 

BAS, CES
Christie King, CAI, AMM, 

BAS
J. Craig King, CAI, AARE
Joshua Kirby
Jean Kirchner, CAI, AMM, 

BAS
Brigitte Kruse, GPPA
Ruth Lind, CAI, BAS, GPPA
Tim Luke, CAI, BAS, MPPA
Jenny Markham-Gehl, BAS
Robin Marshall
James R. Mason
Damien Massart, CAI, 

AMM, BAS, GPPA
Joseph Mast, CAI
Timothy Mast, CAI, AARE
Robert Mayo, CAI, AARE, 

AMM, GPPA
Paul J. McCartan
McCurdy Family

William McLemore, CAI
Darron Meares, CAI, BAS, 

MPPA
Scott Mihalic, CAI
Jeff Morris, CAI, AARE
Harold Musser, CAI, AARE, 

AMM
Scott Musser, CAI, AMM
John Nicholls, CAI, AARE, 

AMM
Nitz Family
Kathy Packard, CAI
Taylor Pavlock, GPPA
January Pearce
Larry Pearce, Jr., AARE, 

ATS, CES, GPPA
Phillip Pierceall, CAI, BAS
Chris Pracht, CAI, AARE, 

CES
Daniel Pruitt, CAI
Joshua Puffenbarger
Charlotte Pyle, CAI, AARE
Carl Radde, CAI
Deena Radde
Pat Ranft
Rich Ranft, CAI, AARE, 

AMM, GPPA
Ronald Rhoden, CAI, BAS
Jeremy Robinson, CAI, 

AMM, CAS
John Roebuck, CAI, AARE
Deidre Rogers, CAI, BAS
Mark Rogers, CAI, AARE,
Yve Rojas, CAI, BAS
Beth Rose, CAI, AARE, 

AMM
Sara Rose Bytnar, CAI, 

AARE, AMM, BAS
Jason Roske, CAI
John Rowell, AARE, ATS, 

GPPA
Thomas Rowell, CAI, AARE
Barb Ruhter
Randy Ruhter
Ryan Samuelson, AMM
Ambra Sanner, AMM
Thomas Saturley, CAI
Isaac Schultz
John Schultz, AMM
Michael Schultz, CAI

William Sheridan, CAI, 
AARE, GPPA

Eric Smeltzer, AMM
David Stafford
Scott Steffes, CAI, CES
William Stephenson, CAI, 

AARE, CES
Bradley Stoecker, AMM, 

CES
Greg Strahm, BAS, CES
Chuck Sutton
Val Sutton
Elizabeth Swicegood
Lewis Swicegood
T. Kyle Swicegood, CAI, 

BAS, GPPA
Cissy Tabor, CAI, BAS
Larry Theurer, CAI, GPPA
Sherry Theurer
Cammy Theurer McComb, 

AMM
David Thompson, BAS
Wayne D.Thorn
Jeffery Trice
Lance Walker, CAI, BAS, 

CES
Terri Walker, CAI, BAS, 

CES
David Warren
Dave Webb, AMM, BAS, 

GPPA
Charles Whitley, CES
David Whitley, CAI, CES
James Willard, CAI, AMM
Andrew Wilson, CAI, CES
Grover Wilson, CAI, AARE, 

AMM, CES
Jason Winter, CAI, AARE, 

AMM, CES
Kirk Witcher
Katherine Woodcock, 

AARE, AMM, CES
Brad Wooley, CAI
Lynne Zink, CAI, BAS, CES

PASS IT FORWARD DONORS Thank You!
This year’s pledges helped The National Auctioneers Foundation 
raise more than $100,446!
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Sara Adams, CAI, AMM, 
GPPA

Sanford Alderfer, CAI, 
MPPA

Robert Almodovar, AMM, 
GPPA

Regina Andrijeski 
Amy Assiter, CAI
Zan Aufderheide, BAS
Kurt Aumann, CAI, ATS, 

CES
William Austin, AMM
Jason Aversa, AMM
Wade Baer, CAI, AMM
Chad Bailey 
Paul Behr, CAI, BAS
Nick Bennett, CAI, BAS
Linford Berry, AMM, CAS
Darren Bok, CAI, CAS
Barbara Bonnette, CAI, 

AARE, GPPA
Cotton Booker 
Merle Booker, CAI, GPPA
Camille Booker, CAI, CES
Kevin Borger 
David Bradshaw, CAI, 

AARE, AMM
Mike Brandly, CAI, AARE, 

CAS
Trisha Brauer, CAI, BAS
Barrett Bray, CAI, AMM, 

BAS
Patrick Doc Breen, BAS, 

CAS
Jason Buher, CAI, GPPA
Ailie Byers, CAI, AMM, 

BAS
Carelle Carter 
Ray Caruso 
James Cash 
Michael Chambers, CAI, 

CAS
Jimmie Coffey, CAI, AARE, 

AMM, BAS
Dalton Collins 
Steven Cooney 
Gracie Corso 
Matt Corso, CAI, CES
Dean Crownover, BAS
Justin Croy 
Robert Dann, CAI
Susan Doyle 
Tiffany Earnest, AMM
Bobby D. Ehlert, CAI, 

AMM, BAS

Bryce Elemond, CAI, BAS
Stephen Ellis 
Rodney Elson, CAI, GPPA
Claire Eskew-Reynolds 
Louis Fisher, CAI
Mike Fisher, CAI, AARE, 

ATS, BAS
Craig Fleming, CAI, ATS, 

CES
James Ford, CAI, CES
Richard Freije, CAI
Philip Gableman, CAI, 

AMM, GPPA
Kevin Gann, CAI
Peter Gehres, CAI, CAS, 

CES
John Genovese, CAI, CES
John Genovese, CAI, 

AMM, BAS
David Gilmore, CAI, AARE
Santo Grasso 
Gordon Greene, AARE
Phil Grosh, CAI, BAS
Lynel Gullidge 
Daniel Gutierrez, AMM
Kim Hagen, CAI, AARE, 

AMM, CES
Bryce Hansen, CAI
Larry Harb 
Russell Harmeyer, CAI, 

AARE, AMM, CAS
Martin Higgenbotham, 

CAI, AARE, CES
Russell Hilk, CAI, AMM, 

GPPA
Jarrod Hines 
Susan Hinson 
Danny Hooper, BAS
Morgan Hopson, CAI
Matthew Hostetter, CAI, 

CAS, CES
Sherman Hostetter, CAI, 

AARE, BAS, CES
David Huisman, CAI
Matthew Hurley, CAI, 

AARE
Gregory Hurst, CAI
Andrew Imholte, AMM, 

BAS
Peggy Imholte 
Katie Imholte Gabriel, BAS
Nelson Jay, BAS
Susan Johnson, CAI, 

AARE, BAS, CES
Chad Johnson, CAI, BAS

Connie Johnson, CAI, BAS
Angela Johnson 
Lori Jones 
Mike Jones, CAI, BAS, 

GPPA
Scott Jones, CAI, BAS
Renee Jones 
Tom Jordan, CAI, AARE, 

AMM, CES

Joseph Joyner, CAI, AARE, 
BAS, CES

Chelsea Kearns, AMM
Tim Keller, CAI, AMM, 

BAS, CES
TiWanna Kenney, BAS
J. Craig King, CAI, AARE
Christie King, CAI, AMM, 

BAS
J. K. Kinsey, CAI, AMM
Frank Kitchen, BAS
Ori Klein 
Eugene Klingaman, CAI
Jonathan Kraft 
Suzanne Krainock, CAI, 

BAS
Doak Lambert, CAS
Wendy Lambert, BAS
Rusty Lane, CAI
Stephen LaRaviere 
Jonathan Larsen, CAI, BAS
Michelle LeBlanc Leckert, 

CAI
Lori Lemons-Campbell, 

CAI, GPPA
Jacquelyn Lemons-

Shillingburg, CAI, AMM
Naomi Lewis, BAS
T. Randolph Ligon, CAI, 

BAS, CES
William Lilly, CAI
Ruth Lind, CAI, BAS, GPPA
Kenny Lindsay 
James Logan, CAI, CES, 

GPPA
Chris Logan, CAI, CES
Tim Luke, CAI, BAS, MPPA
Megan Mahn Miller, MPPA
Nancy Manning 
Laura Mantle, CAI, CAS
Jenny Markham-Gehl, BAS
Misty Marquam, BAS
Adam Marshall 
Ken Mason, CAI

Damien Massart, CAI, 
AMM, BAS, GPPA

Timothy Mast, CAI, AARE
Joseph Mast, CAI
Robert Mayo, CAI, AARE, 

AMM, GPPA
Shannon Mays, CAI, AARE, 

BAS
Lonny McCurdy, AARE
Braden McCurdy, CAI, 

AARE, AMM
Megan McCurdy Niedens, 

CAI, BAS
Stacey McCurnin 
Aaron McKee, CAI, AARE, 

AMM
Pam McKissick, CAI
Keith McLane, BAS
William McLemore, CAI
David McMurrer 
Hope Meares 
Darron Meares, CAI, BAS, 

MPPA
Yi Mei, BAS
Jennifer Mensler-

Gableman, CAI, ATS
Ben Meyer, CAI
George Michak 
Austin Miedema 
Sid Miedema, CAI
Scott Miedema 
Scott Mihalic, CAI
Rick Miller 
Carol Miller, CAI, BAS
Jason Miller, CAI
Tammy Miller, CAI, AARE, 

BAS
Jeff Morris, CAI, AARE
Richard Morris, CAI, BAS, 

CAS
Tyler Mounce, AMM
Lenny Mullin, BAS
Scott Musser, CAI, AMM
Shelley Musser, AMM
Daniel Newman, BAS
John Nicholls, CAI, AARE, 

AMM
Charles Nicholls, CAS
Jay Nitz, CAI, MPPA
Courtney Nitz-Mensik, CAI
Anne Nouri, CAI, AARE, 

BAS, GPPA
Kathy Packard, CAI
Carol Parker, BAS
Michael Parker, BAS

2018-2019 VOLUNTEERS Thank You!
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Matthew Parker, BAS
John Payne, CAI, AARE, 

CES
Larry Pearce, AARE, ATS, 

CES, GPPA
Andrew Pearce, CAI, ATS
Phillip Pierceall, CAI, BAS
Nichole Pirro 
Jeffery Pittman, CAI, AMM
Marcy Pompei 
Michael Powers 
Chris Pracht, CAI, AARE, 

CES
O. J. Pratt, CAI
Joshua Puffenbarger 
Charlotte Pyle, CAI, AARE
Carl Radde, CAI
Richard Ranft, CAI, AARE, 

AMM, GPPA
Christopher Rasmus, CAI
Patrick Rasmus, CAI, ATS
Erik Rasmus, CAI, AMM
Jodi Reynolds, CAI
Michael Riggins, CAS
Scott Robertson, CAI, BAS
Jeremy Robinson, CAI, 

AMM, CAS
Deidre Rogers, CAI, BAS
Dustin Rogers, CAI, CAS
Britni Rogers, AMM
Yve Rojas, CAI, BAS
Beth Rose, CAI, AARE, 

AMM
Sara Rose Bytnar, CAI, 

AARE, AMM, BAS
Jason Roske, CAI
Britney Ross, AMM
Deborah Roth-Bush, AMM, 

BAS
Thomas Rowell, CAI, AARE
Barbara Ruhter 
Ambra Sanner, AMM
Thomas Saturley, CAI
Mark Schroeder, CAI, BAS, 

CES
Billie Jo Schultz, CAI, AMM
John Schultz, AMM
Isaac Schultz 
Shannon Schur, CAI, BAS, 

GPPA
Richard Schur, CAI, AMM, 

BAS, MPPA
Dennis Sewell, CAI, CES
Doug Sheridan, CAI, ATS
William Sheridan, CAI, 

AARE, GPPA
Seth Shipley, CAI, BAS
Scott Shuman, CAI
Krista Shuman, AMM

Manson Slik, CAI, AARE, 
CES

Jonathan Smith, AMM
Scott Steffes, CAI, CES
Bradley Stoecker, AMM, 

CES
J. Meryl Stoltzfus 
Casey Stoneman-

Roberson, AMM
Greg Strahm, BAS, CES
Kelly Strauss, CAI
Jason Stribling, GPPA
T. Kyle Swicegood, CAI, 

BAS, GPPA
Jenelle Taylor, CAI, BAS
R. Shawn Terrel, CAI, AARE
Lucinda Terrel 
Cammy Theurer McComb, 

AMM
Wayne Thorn 
Aaron Traffas, CAI, ATS, 

CES
Sherry Truhlar, CAI, BAS
Michael Upp, BAS
Joff Van Reenen 
Yvette VanDerBrink, CAI
Christopher Vaughan 
Justin Vondenhuevel, CAI, 

AARE, CES
Terri Walker, CAI, BAS, 

CES
Lance Walker, CAI, BAS, 

CES
David Warren 
Brent Wears, CAI, AARE, 

ATS, CES
Emily Wears Kroul, CAI, 

ATS, BAS
Courtney Jo Weaver 
Dave Webb, AMM, BAS, 

GPPA
David Whitaker, CAI
Brad White, CAI
David Whitley, CAI, CES
Alexandra Whitley 
Andrew Wilson, CAI, CES
Jason Winter, CAI, AARE, 

AMM, CES
Michael Witten 
Jennie Wolff, AMM
Brad Wooley, CAI, AMM
Penny Worley, CAI
Andrew Yoder, CAI
Lisa York, CAI, AMM, CES
Stanly Young, BAS
Mark Younger 
Lynne Zink, CAI, BAS, CES

http://stjude.org/naa
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Herbert Albrecht, 
CAI, GPPA

C. Sherman Allen
Spanky Assiter, CAI, 

AARE
Kurt M. Aumann, 

CAI, ATS, CES
Haskel Ayers
Keith W. Babb, CAI, 

AARE, GPPA
Kurt R. Bachman
Jonathan R. Baker, 

CAI, CES
Stephen A. Barr, CAI, 

CES
Denis A. Barrett, CAS
Rene Bates
Michelle R. Bates
Glenn B. Bazen
George Blackhall
Chuck Bohn, CAI, 

GPPA
Kenneth J. 

Bonnigson, CAI, 
CES

Burl L. Booker
C.D. ‘Butch’ Booker
Merle D. Booker, CAI, 

GPPA
William R. Borden
Ronald A. Bradeen, 

CAI
Mike Brandly, CAI, 

AARE, CAS
Gerald (Jerry) W. 

Bukovitz
Robert C. Burkheimer
David Buttermore
Jane Campbell-

Chambliss, CAI, 
AARE, CES, MPPA

Justin P. Clark, ATS
V. Peter Clark
Richard E. Cobb, CAI, 

AARE, CES
Rhett D. Cobb
James G. Cochran
George A. Collias
Earl E. Cornwell, Jr., 

CAI
Ted T. Cucuro, CAI, 

AARE, BAS
Marvin Cundiff
Dale Danner
Gordon K. Davis
Sandra J. Dennison
H. Fred Dietrich, III
Randy Disselkoen

J.J. Dower, CAI, 
AARE, AMM, CES

Bill Downs, CAI, 
GPPA

Robert A. Doyle, CAI, 
CES

Susan A. Doyle
Adam Dunn
C.P. Terry Dunning, 

CAI, MPPA
Dennis C. Eberhart
Michael J. Espe
W. Ronald Evans, 

CAI, AARE, BAS, 
CES

Ronald W. Faison
Jack Fife, CAI, AARE
Danny R. Ford, CAI, 

CES
Sammy L. Ford, CAI
James Devin Ford, 

CAI, CES
John M. Fowler, CAI, 

AARE, AMM, CES
John Freund
Elvie J. Frey, Sr., CAI
Larry W. Garner, Sr.
Robert J. Garner
Richard H. Garvin
Derek H. 

Gerstenschlager
Robert Hagedorn
Kim Hagen, CAI, 

AARE, AMM, CES
David S. Handelman
Bryce Hansen, CAI
Roger D. Hansen, 

CAI
H. Skinner Hardy
Kevin W. Hartley
T. Eddie Haynes, CAI, 

AARE
LaDon Henslin
Allen Henslin
Martin E. 

Higgenbotham, 
CAI, AARE, CES

Robert J. Hodson
Tracy Holland
Dan D. Hoover
Sherman Hostetter, 

Jr., CAI, AARE, 
BAS, CES

Matthew Hostetter, 
CAI, CAS, CES

Ashlee Paige 
Hostetter Johnston, 
CAI, BAS

Kylee K. Hostetter 
Reeder

Todd Houghton
Richard E. Houghton
David W. Huisman, 

CAI
Christopher Huisman
Frank B. Imholte, CAI, 

AARE, CES
Cliff-Ed Irvin, CAI
Jimmy M. Johnson, 

CAI, BAS
James W. Johnson, 

III, CAI, AARE, CES
Kurt R. Johnson, CAI, 

BAS
Mike Jones, CAI, 

BAS, GPPA
Renee Jones
Stefan P. Keenan, 

CAI, AARE
Steven P. Keenan, 

CAI, GPPA
Richard T. Kiko, Jr.
Kent L. Kleiman
Scott Kolb, CAI, CES
H. John Kramer, CAI, 

AARE, CES
Dennis K. Kruse, CAI
John M. Kruse, MPPA
Dennis Matthew 

Kruse
William B. Kurtz, CAI
Randy A. Land
Maynard Lehman
Harv Levin, CAI, 

AARE
Jo Lockhart, CAI, CES
Monte W. 

Lowderman, CAI
O.C. Mangold, CAI, 

AARE, CES
Terry R. Marguth
John Markus
Robin Marshall
Clair L. Martin
Stephen J. Martin
A. Van Massey
Shannon K. Mays, 

CAI, AARE, BAS
Scott E. McCarter, 

CAI
James E. McMasters
Wayne Mendenhall
Joseph A. Merkel
Paul M. Metzger
Boyd Michael

Hugh B. Miller, CAI, 
AARE, CES

Frederick A. 
Millspaugh

Wilbur C. Mull, CAI, 
AARE, CES

John G. Muncy
Rick L. Musick
Merton E. Musser, 

CAI, AARE, AMM, 
BAS

Harold R. Musser, 
CAI, AARE, AMM

Randall Musser
Scott Musser, CAI, 

AMM
Edward N. Nelson
David Nicolls
Jay D. Nitz, CAI, 

MPPA
Calvin D. Ogren
Troy Orr
Clifford Orr
Darron D. Orr
Larry D. Otten
Paul D. Pegelow
Bert L. Penfield
Robert E. Penfield
Jim Pennington
Thomas M. Perillo
John Peterson
Frank T. Pietrzak
James B. Pitts
Chris Pracht, IV, CAI, 

AARE, CES
Gary D. Rader
William H. Retcher, Sr.
Gregory J. Rice
John Roebuck, CAI, 

AARE
Frank Roering
R. Bracky Rogers, 

CAI, CES
Bracky Mark Rogers, 

CAI, AARE, AMM
Pamela K. Rose, CAI, 

AARE
S. David Roush
Randy Ruhter
Stephen H. Schofield, 

CAI, BAS
Matthew A. Schultz
Shannon Schur, CAI, 

BAS, GPPA
Seth J. Seever
Jim F. Severson

Donald L. Shearer, 
CAI, AARE, BAS, 
CES

Gordon W. Shelton
Chad A. Shepard
Cliff Shuler
Barry S. Slosberg
Ronnie D. Snorgrass
Harry Stampler
Robert Steffes, CAI, 

GPPA
William F. Stepp, III, 

CAI, AARE, CES
Jeff Stokes
Jeff Storm, CAI
Melissa Storment
Robert Storment
Charles A. Sutton
Timothy D. Sweeney
Jeff L. Sweeney
Jodi Lynn Sweeney-

Egeland
T. Joseph Tarpley, 

CAI
Matt Thornton
John L. Todd
Kip Toner, BAS
Richard C. Tracy
Ken Travis
Sherry Truhlar, CAI, 

BAS
Leroy Van Dyke
Steve Van Gordon, 

CAI, AARE, GPPA
Gary Van Hill
Don R. Wallick
Brent Wears, CAI, 

AARE, ATS, CES
Randy A. Wells, CAI, 

AARE, BAS, CES
John Wells, CAI
Kevin Wendt, CAI
Philip Wesel
Wayne Wheat
Sandra White, CAI, 

GPPA
C. Perry Wiggins, Jr., 

CAI, AARE
Jack A. Wilkerson
Thomas L. Williams, 

CAI
Joe R. Wilson, CAI
Danny Woofter
Erlyn Young
Scott Younkin, CAI
James E. Younkins
Joseph L. Zieman
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COMMUNITIES OF PRACTICE

It all started with a cartoon. A political 
poke at trade wars and the plight of 
distressed farmers, depicting an auctioneer 

as someone profiting from the suffering of 
others. Members of the National Auctioneers 
Association (NAA) set down their collective 
gavel and threw up the red flag saying, “Wait a 
minute … that’s not us.” 

The antiquated caricature that auctioneers 
are, as a matter of course, donning cowboy 
hats and strutting into a farm auction to allay 
distressed assets only to ride off into the sunset 
with fistfuls of cash does a disservice to the 
auction industry. 

At the NAA, 34 percent of members have 
identified farm, livestock and ranch sales as 
part of their business.

“There’s not an auctioneer I know that 
is trying to capitalize on a downturn in the 
farming market to make money,” said David 
Whitaker, CAI, owner of Whitaker Marketing 
Group, Auctions and Real Estate in Iowa. 
“It’s an auctioneer’s fiduciary responsibility to 

make the most money for others, in whatever 
scenario that is.”

It’s no secret that the scenario for farmers 
in 2019 hasn’t been pretty. The United States 
Department of Agriculture (USDA) July Crop 
Production report forecast corn down four 
percent and soybeans down 19 percent from 
2018. Corn production overall has been slowly 
declining since 2016, and while soybeans had 
been rising steadily, the crop took a sharp 
downturn from last year. 

There are many reasons for these shifts from 
tariffs to torrential downpours. Most major news 
outlets are talking about political relations with 
China and how it is affecting farmers. China is, 
after all, the United States’ biggest exporter of 
soybeans. Mother Nature did not play nice this 
year, either. Massive amounts of rain fell in April 
through July of 2019, bringing corn and soybean 
planting in the Midwest to a record-setting slow 
start, according to USDA reports.

Despite the weather, farmers rallied, and 
corn production is still forecast to be the fifth 

highest production on record for the United 
States. The question now is whether or not it 
has a place to go.

“With inflation and everything factored 
in, these guys have a real hard time making 
money when corn gets below $3-$3.50 a 
bushel,” said Doak Lambert, CAS, owner of 
Lambert Auction Co. in Texas. “And that’s 
what the future indicates is going to happen. 
They could be sitting there with silos full of 
corn that they harvested off of $15,000/acre 
land and the CPAs and mathematicians will 
eventually say, ‘Wait, this does not work.’”

According to Whitaker, it’s the farmers 
who are still counting on banks for operating 
money who could be hurting the most. Banks 
managing balance sheets keep a tight watch on 
the market value of crops, livestock and land, 
meaning a farmer’s actual equity can change 
from year to year.

“Let’s say a farmer borrowed a million dollars 
to bring in a crop and he does everything right, 
but then the weather or the trade situation with 

To farmers, with love
The auctioneer/farmer relationship 
is deeply rooted in mutual respect
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China or whatever comes into play,” Lambert 
said. “Now all of a sudden, that crop that he 
hoped was going to be worth $1.5 million is 
now worth $700,000 and he’s $300,000 in the 
red. If he doesn’t have income or capital from 
somewhere else, he’s in trouble. And when this 
happens en masse, then you have this panic.”

But contrary to some news outlets, not all 
farmers are struggling. Large family farms 
working 3,000 to 12,000 acres, are weathering 
the changes well, according to Whitaker. This 
is in part due to diversification.

“They might sell seed, help move 
equipment, broker grain, have hog or turkey 
buildings,” he said. “And so, they have more of 
a marginal way to make money.”

Dairy in distress?
Conducting business at the mercy of the 

weather—and the markets—is nothing new 
to farmers. But dairy farmers in particular 
have seen a steady decline over the past few 

years. While milk production has increased 15 
percent over a 10-year period according to the 
USDA (it leveled out between 2018 and 2019), 
gross income from milk has dropped more 
than $5 billion since 2013. 

“Farmers are used to swings. They’re used 
to good years and bad years, but the market 
for milk has been too low for too long,” said 
Jim Gavin of Gavin Bros. Auctioneers in 
Wisconsin. “There’s certainly been some 
bankruptcies. A lot of longtime established 
farmers are losing their equity in their farm.”

Plant-based milk products have had a 
noticeable effect on the dairy industry, and 
dairy farming is notoriously very hard work. 
With decreasing profit margins, it’s no wonder 
many dairy farmers are getting out of the 
business. But that doesn’t necessarily mean 
they’re leaving farming altogether.

“When all these variables are hitting, I 
can see why farmers would just throw up 
their hands and go, ‘Ah, we’ve got some land 

and we’ve got some resources, let’s just do 
something else with it that’s higher margin,’” 
Lambert said. “We’ve seen declines, especially 
with the small family farmer who can’t really 
compete with the big corporate farmer who 
has the capital and the economies of scale to 
make it work on a pretty low margin product.”

Changes and consolidation in dairy 
farming have certainly been felt in the 
auction industry. 

“There used to be a lot more farms 
around, and you’d have an auction and all the 
neighbors would come. Everybody would 
buy; maybe one farmer would buy two or 
three cows,” Gavin said. “Now, you see smaller 
crowds and people buying bigger farms. You’re 
selling a hundred-plus cows to one guy.”

This increase in activity doesn’t 
necessarily equate to bigger profits for 
auction professionals.

“We’ve had more dairy sales this year than 
we’ve had in the last several years,” Gavin 

said. “But prices aren’t what they were 
years ago either.”

Change in the landscape
While crop and dairy markets have 

seen declines, auctioneers report that 
land values in rural areas have been fairly 
steady. And that’s likely due to a shift in 
who is buying the land.

“Iowa State University says that 82 
percent of farms in Iowa are paid for free 
and clear,” Whitaker said. “And that’s the 
number one reason I think prices are 
still staying strong. There’s a lot of money 
out there and buyers waiting for the 
opportunity to expand their operation.”

In Iowa, where a property’s Corn 
Suitability Rating (CSR) determines its 
value—and also in Wisconsin—there 
are some trends in land sales. On the 
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high end, the best normally tillable, cash crop 
land, is selling at auction to well-established 
neighbors growing their portfolio, or to 
investors looking for a rate of return.

“Mark Twain said, ‘Buy land, they ain’t 
making any more of it,’ and farmers will buy 
land because then they have assets they can 
always sell,” Whitaker said.

In the medium grade ground, buyers are 
harder to come by, but the ones who are out 
there tend to live close to the properties and 
often understand that even though it has a 
lower rating, it still produces very good crops. 
Values on medium ground in Iowa have seen a 
slight decline in the past 12 months. 

It’s a similar story in Wisconsin. “Prime 
farmland is still selling very well,” Gavin said. 
“Getting good prices for the mediocre or poor 
farmland is difficult. And when it does sell, it’s 
at a discounted price.”

When it comes to determining the right 
price and method of sale for a property, 
auctioneers are experts.

“If you know the price you want, you list 
it, because money is your motivator. And 
you wait for somebody to come up with that 
amount of money,” Whitaker said. “If you’re 
ready to see what the market will bear and 
what somebody is willing to give, then you 
take it to auction. I see a lot more people at the 
middle range listing properties and not taking 
them to auction.”

Low-end land is a deceptive title to non-
farmers who might view pasture, timber or 
recreational land as actually very valuable. But 

when your cash is made literally in the ground, 
low-end land is not going to return the same 
investment. Buyers in this market are investors 
using retirement funds or cash, hunters or 
people buying land to build a house. 

“The stock market has done so well recently 
that people have said, ‘Maybe I should 
diversify a little bit and put money in real 
property—something I can see and walk out 
on versus buying a stock that has a paper 
value, and could be worth more tomorrow 
or nothing tomorrow,’” said Scott Shuman, 

CAI, partner and auctioneer for Hall and Hall 
Auctions in Colorado.

The future
Small family farms—which is an entirely 

relative term, but typically in the hundreds 
of acres range—are not likely to continue 
in the future as they have in the past. As an 
older generation moves on and a younger 
generation disconnects from rural America, 
more farm land will be consolidated to larger 
and larger operations. 

“If family farms are going to stay, then it has 
to be profitable for the kids to stay at home,” 
Whitaker said. “Well, 200 acres is not enough 
to be a farm anymore. I can’t make enough 
money to support my whole family with 200 
acres. So, you either have to get bigger and 
grow, or you’re going to sell out and somebody 
bigger is going to take over.”

In Wisconsin, Gavin feels the same: 
“Hopefully, the markets will turn around here 
and these guys will get a fair share to make it 
again. We need to see more young farmers, 
but the cost of entry is so high, and that’s a real 
barrier to entry for young guys who maybe 
didn’t have that family farm growing up.”

Those potential farmers may have a difficult 
time at auction in bidding wars against the 
buying power of bigger operations. It’s just one 
part of a constant adaptation to the changes in 
the way business is done.

“We’ve been talking about this in the office 
and at the auctioneers convention for a while 
now…” Gavin said, “…what we’re going to do 
when all these family farms are gone. We’ve 
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seen change, but I don’t know what the future 
is going to hold. It’s changed our clientele; it’s 
just a totally different ballgame.”

Common ground
If auctioneers are sailing on a ship of public 

misperception in their cowboy hats, farmers 
are hoisting the main sail right along with 
them in their overalls. They both suffer from 
the fact that the general public knows little 
about what they actually do.

“Farmers are very, very educated 
individuals,” Whitaker said. “They have to 
be stock brokers, mechanics, carpenters, 
tech guys scouting crops with drones and 
thermal imaging, accountants and welders. 
They wear a lot of hats, and it’s the same 
for auctioneers. We’re entrepreneurs, 
entertainers, marketers and salesmen, and 
we have to keep up with technology.”

Auctioneers and farmers have deeply rooted 
relationships built over more than a century. If 
anyone has a front-row seat to the plight of the 
farm community, it’s probably an auctioneer, 
and he or she is poised and ready to offer 
professional assistance when needed.

There’s a lot of trust that goes into it,” Gavin 
said. “They value our opinion and what we think 
they can do to get them out of a tough situation. 
Or, if they do decide to sell, we know the best 
time to do it and the best way to do it. It’s a 
trusting relationship that you earn over time.”

Does an auctioneer profit from some of 
these transactions? Of course. But it’s not 
without a massive level of respect for the job 
and people before them, as well as a watchful 
eye on the future.

“We preach that the auction method of 
marketing is the quickest, fastest way to turn 
your assets into cash. And so yeah, we do 
benefit,” Lambert said, “but many auctioneers 
are in the ag production business ourselves. 
I’ve got cattle, so I’m experiencing the same 
pains that my customers are. I just happen to 
offer a service, that yes it may profit in the short 
term, but we don’t want to delete our long-term 
prospects. If we disperse all our customers this 
year and next year, we don’t have any customers 
in year three or four or five, and then we’re on 
the bottom of the cycle.”

Building a bridge of understanding between 
rural communities and the general public will 

take work. The National Auctioneers Association 
is committed to promoting the message that its 
members are educated, ethical and professional. 
And they’re big fans of farmers.

“Farmers are the lifeblood of every 
community,” Shuman said. “I think there has 
to be some real education as to the importance 
of agriculture and the importance of farmers 
to our societies. For us, strictly in the auction 
business they are the lifeblood, they are 
entrepreneurial, and they will get out and 
they’ll come bid on properties. And we need 
those bidders. They also become our sellers. 
We need those sellers. They’re what makes our 
economy happen.”

Despite the difficult year some farmers 
are having, they’re not alone. Auctioneers 
and farmers share two big things in 
common: resiliency and resourcefulness. 
Regardless of what the future holds, they 
will operate hand-in-hand. Because the 
auction method works in the good times 
and in the bad. Cowboy hat or not. v

Some photos courtesy of David Whitaker, CAI. 
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The National Auctioneers Association’s 
State Leadership Conference facilitated 
some useful solution circles last 

February, including one on communications. 
While the focus was on how associations can 
effectively reach members, there are certainly 
tie-ins with how auction professionals reach 
their customers. 

In many ways paper and traditional mail 
still play a vital role in auction marketing 
and communications. The NAA’s Marketing 
Competition tells us as much. However, the 
Digital Age has been upon us for nearly 50 years, 
and it may be time to integrate some newer 
technologies alongside the tried and true.

One method of communications that 
has picked up steam in the past few years is 
texting. Businesses now have the ability to 
utilize text messaging to connect with their 
customers. Human attention span is now less 
than a goldfish. We live constant on-the-go 
lifestyles and receive floods of emails around 
every turn. Email is becoming an increasingly 
more difficult way to reach people. That’s not 
to say email doesn’t work, but reaching people 

immediately via the device in the palm of their 
hand definitely takes less effort. Some research 
suggests that 95 percent of text messages are 
read within five minutes.

Message management
The purpose, of course, with text messaging 

apps is to send and receive messages. And 
there are a myriad of operations in these apps, 
from creating and modifying messages to 
sending and deleting them. Users also have 
the ability to send bulk messages to different 
groups of people. 

Automation
Communications can eat up a lot of the 

work day, so any chance to automate tasks 
will ultimately lead to more time for other 
important business. With texting, automated 
alerts or reminders can be sent to hundreds 
or thousands of contacts at the same time. 
This feature also allows businesses to respond 
to queries automatically. Say you want 
to promote an auction. You can create a 
keyword and when someone texts you that 

The text 
revolution

Faster, better communication 
may help increase customer 

engagement

COMMUNITIES OF PRACTICE
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keyword, they receive an automated response 
about said auction. 

Your customers have a lot of questions and 
the quicker you can answer them, the better.

Number collection
With a standalone kiosk, collecting 

numbers from your customers at auction 
is easy. All they have to do is input their 
number and they’ll automatically be entered 
into your default contact list. They’ll also 
receive that automated welcome message 
you set up. 

Best practices
If you’re new to text marketing for your 

business, there are a few things to keep in 
mind for this form of communication.

1.	 You must have someone’s permission 
before you send them a text message. 
No one wants to come across as 
spamming people, so make sure they 
want to hear from you by having them 
opt-in to the service.

2.	 Let people know exactly what they’re 
signing up for when subscribing. 
Example: “Thanks for signing up for 
auction alerts from XYZ Auction.”

3.	 Don’t blow up their phone. Two to six 
text messages a month is sufficient in 
most cases. In your intro text, you can 
make this clear by saying, “Receive up 
to 4 msgs/month.”

4.	 Also include any disclaimers like, “Msg 
& Data rates may apply.” (This is just a 
one-time message when 
they sign up.

5.	 Allow subscribers to opt-
out any time. Example: 
“Txt ‘STOP’ to cancel.”

6.	 Text during business 
hours.

7.	 Use shorthand sparingly, 
if at all.

8.	 Utilize text marketing 
for your most valuable 
messages. If someone 
allows you to text them 

from your business, make sure it’s worth 
their time. Make them feel like a VIP, 
because they are!

With all of these features, it’s easy to see 
the value of text message management to the 
auction industry, but is the industry ready? v

To learn more about how this service can 
help grow your business, visit the NAA’s text 
marketing affiliate Rushmore Marketing at 
rushmoremarketingservices.com. 
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Luxury vs. traditional real estate auctions
Braden McCurdy talks best practices to reach a higher level of transaction

by James Myers
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The definition of luxury or premiere property differs wildly depending 
on location. For example, the median home value in San Francisco, 
California, is $1.3 million while the average price in Minneapolis 

is just north of $265,000. For Braden McCurdy, CAI, AARE, AMM, an 
auctioneer based in Witchita, Kansas, any property valued at more than 
$350,000 will be listed in his company’s “premiere property division.”

McCurdy, CEO of McCurdy Auctions, weighed in on how his 
company approaches luxury property vs. traditional real estate and 
touched on ways auctioneers can attract more luxury property owners to 
use the auction method of selling.

In McCurdy’s south-central Kansas home base, where the median 
home value is $148,500, they’re seeing an uptick in luxury property 
coming to auction. Part of that is due to the market, but more 
importantly, McCurdy and his crew are proactive in pulling in more 
luxury property sellers to the auction method.

First and foremost, McCurdy recommends that real estate auctioneers 
“understand and know the entire realtor process in and out, front to 
back, top to bottom. Know every tool and know every resource.”

One of those resources is the multiple list service, or MLS, which 

includes data on properties from hundreds of databases. McCurdy said 
his company has gone from capturing one to two percent of the listings 
in his area to seven percent, and it is due in large part to what they 
learned about the marketplace from the data in the MLS.

“If you’re going to compete with (traditional) realtors,” he said, “you’ve 
got to know those processes in and out and you’ve got to see the data.”

Another tool to use is the power of networking. McCurdy recommends 
getting involved in the community by taking part in events related to the 
chamber of commerce, Rotary and Boy Scouts, among many others.

“Being involved in those community organizations gives the visibility 
so you can continue to be the leader in your market,” he said.

To attract more luxury sellers, McCurdy recommends networking on 
a higher level by getting involved in the local bar association, leadership 
summits, forecast summits and economic summits. Charity auctions are 
also a great place to network, as philanthropic community leaders are 
often in attendance.

“Those are all places to go and be seen and network,” he said, “because 
the community leaders are the ones that have the premiere homes.”

Major distinctions
McCurdy said one of the major differences between traditional and 

luxury real estate deals is that they spend more time assessing luxury 
sellers’ profiles, getting to know all about their goals and objectives so 
they can create a thorough marketing campaign. 

Luxury sellers also care a lot about image/appearance, which is why 
in their marketing content they stay away from words such as “distress,” 
“fire sale,” “problem” or “liquidation,” which are frequently used in 
traditional sales. 

“They want to know that you’re going to be alongside them protecting 
their reputation,” he said. “We’ve tried to build a little bit of a culture 
in our marketplace relative to these homes that are premier and in-
demand. They deserve an event.”

Another difference is in the way they market property in their 
premiere division. For example, when Mike Pompeo, a Wichita 
native, was called upon to serve as director of the Central Intelligence 
Agency in 2017, McCurdy’s company handled the auction of his 
home. They developed a marketing campaign, prepping “every inch 
and detail” of it, getting it approved and signed off on. Every detail is 
accounted for, “so when you get to auction day, the curtain comes up 
and you get results.”

This level of planning is what more and more luxury sellers have 
come to expect.

“They expect white glove service throughout the entire process,” he 
said. “Part of our mission is continuous quality improvement, how we 
refine those processes and how we step up and raise the bar to deliver 
these luxury campaigns in our marketplace.” v

James Myers is a freelance writer in Oregon.

“We’ve tried to build a little bit 
of a culture in our marketplace 
relative to these homes that are 

premier and in-demand. They 
deserve an event.”

http://worldwidecollegeofauctioneering.com


46      AUCTIONEERS.ORG

What sparked your interest in becoming 
an auction professional? 

The ability to help people in a way that had 
never been realized before. 

What road did you take to get there? 
I attended auction school at McLennan 

Community College in the Spring of 2015. 
I still had no clue what was what so I found 
the NAA and joined. Once I received all of 
my materials, I learned about the Benefit 
Auction Summit and immediately decided I 
HAD to attend. I made sure that I registered 
for the Designation Academy. Talk about a 
game changer. My classmates are now some 
of my closest friends and confidants. We are a 

network that supports and uplifts one another. 
I also leveraged my local community. I 

contacted three benefit auctioneers in Austin, 
Texas, and invited them to lunch. We met and 
talked—they answered all my questions. It was 
a great starting point and it was a way of letting 
them know I was willing to support in any way. 

My second auction came from one of those 
auctioneers. They had a smaller budget and 
great need. It was excellent practice. 

Were there any challenges you faced? 
The biggest challenge was finding a true 

mentor—someone to walk you through every 
step of the processes and show you that you’re 
doing it right. 

I come from a military and corporate 
background. There is a protocol and standard 
operating procedure for EVERYTHING. 
There isn’t one to become an auctioneer/
entrepreneur. I craved order and procedure. 

When I couldn’t find the mentorship, 
I created the processes myself. I googled, 
researched and learned from my mistakes. 

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

Absolutely! I had the “Google perception.” 
When you Google search an auctioneer it 
takes two to three pages to see a woman or a 
person of color.

However, once I became an active 
auctioneer and participated in the 
numerous events of the Texas and national 
associations, I realized how incredibly rich 
the industry is. We have an abundance of 
women, people of all races, orientations, 
cultures and religions. Many auctioneers are 
first generation—that blew my mind. We 

FACES OF NAA
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also have a huge number of entrepreneurs—
most of us work for ourselves, that’s an 
additional dimension of it’s own. 

It makes me wonder why the world doesn’t 
know what I do now.  

Why do you love what you do? 
I have the pleasure of touching the lives 

of people that I will never meet. I get to 
do work that is factually selfless and yet 
extremely personal. 

I can work where I want, travel often, meet 
people who are altruistic, survivors, fighters 
and advocates for others.  

Best of all, I am entrusted to stand in front 
of an audience of people and inspire them to 
join an organization on the path to betterment 
of the world. The look in their eyes, the pride 
and power they have raising their paddles 
inspire me. Every. Single. Time. 

I also love instructing future auctioneers 
at McClennan Community College. 
Coaching is my jam. Having a group of 
people wanting to enter the industry keeps 
me so excited.

Then, getting the call post-exam that 
they passed—it like I’m a proud mom of an 
honor student.

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

Relevancy is in the ability to evolve. Increase 
professional learning. Don’t be afraid to 
interact with non-auction professionals. Ask 
questions to make you a better professional and 
entrepreneur. Then you have the ability to pivot 
and create new solutions as the world changes. 

How has the NAA helped you become a 
better auction professional? 

I knew zilch about the auction industry, and 
the things I thought I knew were so minor in 
the grand scheme. I don’t have to talk fast and 
I don’t need a gavel. LOL 

I learned I need a professional community, 
resources to learn from, the many different 
ways I can grow my business, and that 
industry learning is essential to any 
professional. The NAA has kept me involved. 

Everything they ask of me, I try to say yes—
not for them, rather for me. It’s an opportunity 
to learn—because I choose to make it one.  

As a member of the Emerging Markets 
Task Force for the NAA, what has been 
done recently and what is coming up that 
you’re excited about?

The Emerging Markets Task Force is all 
about opening the doors toward sustainability 
within the industry. We MUST touch new 
markets to grow. That includes clients and new 
auction professionals. 

We are addressing that question of perception. 
Why didn’t I know and why doesn’t the world 
know how rich the industry is? Because we didn’t 
tell the story, and we’re working on that.

I’m excited about the future of marketing 
and what we (NAA) share about auctioneers 
and our community—who we are and what we 
represent. Everyone. v

Find out more about Astounding 
Auctions & Fundraising Strategies at 
astoundingauctions.com.

http://astoundingauctions.com
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When and how did your business start?
BidWrangler began in 2014 when Tim Peters, 

a real estate auctioneer, wanted his bidders to 
be able to bid from their smart phones into his 
live auctions. From the beginning, the thought 
was, “let’s engage bidders wherever they are, 
and we’ll never miss a bid.” 

The problem was that everything he found 
entailed lugging lots of equipment into the field. 
And the experience for bidders wasn’t much 
better. Bidding on a computer was nothing new, 
but there was no elegant solution that allowed 
bidders to bid on their smart phones. 

So, he contacted Andy Harbick, a friend of his 
who had decades of industry experience building 
software for Amazon and Rosetta Stone. Tim 
knew he and Andy would make an excellent 
team solving problems for auctioneers.

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

We saw a need for a truly mobile-first 
bidding platform. It seemed that the most 
logical way to engage bidders was through 
a device that most of them were already 
carrying in their pockets. It was important to 
build a bidding platform that not only worked 
on mobile, but leveraged technology such 
as push notifications and real-time bidding 
to deliver an easy and enjoyable bidding 
experience. And of course, delivering that 
experience to bidders translates into better 
sales for our customers. 

Since day one of our first Conference & 
Show, we’ve heard from auctioneers about 
their concern over data ownership. From our 
inception, we have maintained that auction 
companies should possess control of their 
data. You acquired it. You own it. Our job is to 
protect that data. We feel as strongly about this 
as our clients do, and as the industry grows 
and develops, it has become an important 
aspect of our platform.  

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

We hope that each one of our customers 
views us not just as a software provider, but 
as a team of auction industry professionals 
who are passionate about helping them grow 
their business. We have a set of 10 core values 
that we use to establish vision for our team. 
The very first one of those values is “Treat 
customers like teammates and help them 
succeed.” We truly want each of our clients to 
succeed in business and in life, and we value 
their trust and partnership with us. 

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

Another one of our core values is to “be a 
generous listener.” We love listening to our 
customers—especially when we hear about 
how much BidWrangler has helped them 
grow their company. Sometimes it can also 
be challenging. For instance, customers may 
tell us about something they wish we did 
differently, or a new feature they would really 
like to see us build. That kind of listening 
involves patience and empathy. But either way, 
listening to our customers and learning from 
their ideas and successes is what has made us 
the platform that we are today.

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

We are working with our customers to 
gradually roll out a brand-new bidding 
interface. It is the result of more than a year of 
work to upgrade and improve our platform. It 

has fantastic live video and audio capabilities, 
and faster ways for bidders to navigate 
through auctions.

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

Engaging bidders is about knowing who wants 
to buy what. With that in mind, we are investing 
in the future of data analytics. Do you know 
what actions bidders take when they go to your 
website? Do you know where your marketing 
dollars are best spent? The future is in the data. 
And with BidWrangler, that data belongs to you; 
we help you use it and make sense of it. 

Another one of our mantras is “be curious 
and embrace change,” which means we are 
always working to improve our platform and 
think creatively about how we can use new 
technology to better serve our customers. 

How has the NAA helped your business 
grow?

BidWrangler is eternally indebted to the 
NAA. In the early days of our business, we built 
our platform by listening to NAA members, 
finding out what mattered to them, and 
delivering those solutions. We knew that if 
we attended any NAA event, we would meet 
auctioneers who are making a difference in 
the industry. We especially look forward to 
Conference & Show each year. We love to spend 
time with our customers, meet new auctioneers, 
and we really value the opportunity to exchange 
thoughts and ideas. v

Find out more at bidwrangler.com.

http://bidwrangler.com
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The Super Auction, an auction collaboration 
between #NAAPros David Helmer, CAI, 
CES, GPPA; Peter Gehres, CAI, CAS, CES; 

Kenny Lindsay; Brian Braun, CAI, AARE, 
GPPA; Laura Mantle, CAI, CAS; Brad Stoecker, 
AMM, CES; and Mathias Donat, CES; recently 
held their biannual auction in Ann Arbor, 
Michigan. Now in its 11th year, this edition of 
The Super Auction featured a large collection 
of gold and silver coins. Highlights included an 

1890 Carson City GSA Morgan silver dollar 
with box and paperwork for $2,640, and an 1875 
three-cent Nickel Graded MS 66 for $907.50. 

“What made this auction special was this 
estate collection, which had been undisturbed 
in a safe deposit box for over 35 years. It 
is a joy to sell a truly fresh-to-the-market 
collection at an absolute, well-publicized 
auction,” Helmer said. “This collector was 
buying back when gold was $200-$300 an 
ounce. His family was eager to sell and had 
confidence in the transparency of the auction.”

“This collection was a time capsule and it 
was a joy to have a live auction with enthusiastic 
bidders from around the Midwest,” said Gehres, 
who sold the 250 lots in two hours. “Everyone 
had fun, the auction crew was a well-oiled 
machine and the sellers saw their collection sell 
for retail prices.”

The Super Auction also 
featured collections of 
collectible vintage lunch 
boxes, antique banks and 
metal toys, art pottery, 
advertising and a large 
collection of first edition 
and signed Teddy Roosevelt 
books and memorabilia 
with more than 2,500 lots 
in total selling in four 
auction rings. v

INDUSTRY

Super Auction continues successful run

Tree designed by famous Hallmark 
artist sells for $32,000 

On Aug. 10, 2019, Trisha Brauer, CAI, BAS, conducted an auction of one-of-a-kind Hallmark 
Keepsake Ornaments and specialty Christmas trees. One tree was truly magical as it was 
designed by famous Hallmark artist, Ken Crow. Before Ken’s tree was auctioned, he gave a 

heartfelt speech reflecting on his 40-year career at Hallmark. Ken will soon be retiring, or as he likes 
to put it, graduating. The hammer price for his tree was $32,000 with proceeds going to Boys & Girls 
Club of Kansas City.” v

www.auctioneers.org
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educational programs you can access anytime, anywhere. 

Online Education Center

Find resources for your community of practice

auctioneers.org/educationcenter

Conference & Show 
Expect presentations and 
panel recordings from our  
latest Conference & Show.

  

Microlearning
Just have a few minutes? 
Bite-sized microlearning

 sessions offer great advice in a 
short amount of time. 
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Struggling with a specific 

aspect of your business? Let 
other members’ first-hand 

experience help!
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$31 million at Mecum Harrisburg 2019 marks 
30 percent one-year growth in overall sales

WALWORTH, Wis. – Aug. 7, 2019 – Mecum’s recent auction in 
Harrisburg, Pennsylvania, held July 31-Aug. 3, at the Pennsylvania 
Farm Show Complex, saw overall sales totals exceed $31.1 million 

as more than 70 percent of all 1,301 offered vehicles hammered sold. The 
solid lineup of rare and desirable collector cars helped propel Harrisburg 
2019 sales to a more than $7 million increase over 2018 for an astonishing 30 
percent one-year growth in revenue.

Populated almost entirely by vehicles from the headlining Todd 
Werner Collection of vintage race cars, the top 10 sellers list includes 
a heavy concentration of iron from both Plymouth and Dodge. 
The highest-selling car proved to be the 1970 AHRA GT1 World 
Championship-winning 1970 Plymouth Hemi Cuda in its distinctive 
red, white and blue Sox & Martin livery (Lot S102), which sold for 
$429,000. The close runner-up was the 1971 NASCAR Grand National 
Championship Winner, the 1971 Plymouth Road Runner Richard Petty 
NASCAR (Lot S100), which collected a total of $412,500.

More than a dozen private collections were offered in Harrisburg, and all 
garnered lots of attention with sales to match. The Todd Werner Collection 
saw a full 95 percent of the 43-car collection hammer sold in Harrisburg, 
while The Skook Collection, The Jerry Lyndon Corvette Collection, The 
Champaign Auto Collection and the Special Early Bird Offering all achieved 
100 percent sell-through rates and combined sales totals in the millions.

Highlighted by their six-figure sales and positions in the top 10, other 
significant vehicles to note include the modern, supercharged 2005 Ford GT 
(Lot S75.1) that brought $324,500 and a SAAC Concours Division-winning 
1967 Shelby GT500 Fastback (Lot S93) that achieved a $275,000 sale.

Road Art offerings in Harrisburg were nearly as plentiful as the cars, and 
total sales of the more than 1,000 available items reached nearly $1.5 million. 
The Road Art segment sales were topped by a rare and desirable Wayne 491-
F Greek Roman Column 5-gallon gas pump (Lot K53) restored in Polly Gas 
livery that sold for $29,500, followed closely by an 11-foot 1940s or ‘50s Ford 
Dealership double-sided porcelain sign (Lot K40) that brought $28,320.

The complete top 10 collector-car sales at the Mecum Harrisburg 2019 
auction include:
1.	 1970 Plymouth Hemi Cuda Sox & Martin Drag Car (Lot S102) at 

$429,000
2.	 1971 Plymouth Road Runner Richard Petty NASCAR (Lost S100) at 

$412,500
3.	 2005 Ford GT (Lot S75.1) at $324,500
4.	 1967 Shelby GT500 Fastback (Lot S93) at $275,000
5.	 1969 Chevrolet Yenko Camaro (Lot S121) at $258,500
6.	 1965 Plymouth Belvedere A/FX Sox & Martin “Paper Tiger Too” (Lot 

S103) at $220,000
7.	 1968 Plymouth Barracuda B029 Sox & Martin “Boycott” (Lot S104) at 

$220,000
8.	 1964 Dodge 330 Hemi-Charger Dick Landy A/FX (Lot S109) at 

$220,000
9.	 1968 Dodge Dart LO23 Dick Landy Super Stock (Lot S110) at $220,000
10.	1970 Plymouth Hemi Cuda (Lot S101) at $214,500 v

www.auctioneers.org
www.auctioneers.org


	 SEPTEMBER 2019      53

MONROVIA, CA – Moran’s Traditional 
Collector auction lit up the summer 
auction season with a fine selection 

of decorative items, furniture and fine art. 
Steadfast silver, unique armor, and quality 
furnishings appealed to seasoned and novice 
collectors alike. Moran’s will hold their next 
Traditional Collector auction in October, 
which is quickly filling up with more fine 
consignments. 

The Traditional Collector featured an 
exciting collection of antique arms and 
armor consigned from a single collection. 
A 16th century German cuirassier suit of 
armor with a beautifully etched breastplate 
inspired a bidding war when it hit the block, 

surpassing its $15,000-25,000 estimate to 
sell to a determined phone bidder for 

$31,250 (PHOTO 1) (all prices realized 
include Moran’s 25% buyer’s premium). 
An English officer’s light cavalry saber 
with a distinctive curved blade set with 
a lion’s head handle brought $1,000. A 
Continental rapier was one of the most 
popular items on preview leading up 
to the auction and sold for $2,812.50 
(PHOTO 2). A second suit of armor 
marched past its $8,000-12,000 estimate 
to bring $16,250. 

Those looking to add to their next dinner 
party found plenty of tempting options at 
the auction. Moran’s was pleased to offer 
several lots of Royal Danica porcelain, 
including a set of demitasse cups that brought 
$3,750. A rare porcelain dinner service in the 
“Paradise Maroon” pattern from Royal Crown 
Derby soared past its $1,000-2,000 estimate 
to sell for $5,937.50 (PHOTO 3). A stunning 
and hard to find chocolate service in the 
“Adam” pattern by San Francisco’s Shreve & 
Co. sold for $1,125, far above its conservative 
$400-600 estimate. An exquisite Whiting & 
Co. “Lily” flatware service was one of the most 
highly anticipated lots in the sale, selling to a 
determined phone bidder for $3,437.50. 

European furnishings brought out 
collectors to the auction as well. A beautifully 
made Spanish desk dating to the 18th 
century caused a bidding war among two 
floor bidders, with one winning out at 

$5,000. Several English and Irish buckets 
consigned from an Orange County collection 
inspired strong interest before the auction. A 
gorgeous pair of Irish peat buckets surpassed 
their $800-1,200 estimate to bring $5,625 
(PHOTO 4). A pair of Continental pricket 
sticks caused a bidding war when they hit the 
block and sold for $4,062.50. 

French works of art performed strongly 
during the day. A Marcel Dyf vase with 
flowers rendered in the artist’s imitable style 
sailed past its $3,000-5,000 estimate to bring 
$8,125 (PHOTO 5). A gorgeous Pierre Puvis 
de Chavannes pastel portrait of a young 
woman caused a stir when it hit the block. 
A determined phone bidder won out and 
took the lot home for $13,750 (PHOTO 6). 
An orientalist painting from a follower of 
Frederick Arthur Bridgman was one of the 
most popular lots in the preview and sold for 
$6,875 at the auction.  v

Moran’s July Traditional Collector auction was filled with 
décor and works of art from Europe’s finest artisans

Lot #128, A pair of Irish Regency 
mahogany and brass peat buckets, price 
realized: $5,625

Lot #28, 
A German cuirassier suit of 
armor, price realized: $31,250

Lot #35, A Continental rapier, price realized: $2812.50

Lot #208, A Royal Crown Derby “Paradise 
Maroon” porcelain service, price realized: 
$5,937.
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Website bids lead charge in $8.5 million June 
firearms auction

Rock Island Auction Company’s 2019 June 
Regional Auction was nothing short of 
an exciting and well-attended four day 

event. With over 5,000 lots up for grabs, the 
in-person, phone, and online bidders were fast 
acting when a lot they wanted came across the 
podium. The pace of bidding this weekend was 
speedy, averaging around 140 lots an hour!

Our website traffic for the auction was 
bustling and over 22,000 sealed bids were 
placed before the auction ended. Thousands of 
people from all around the world participated 
in the auction via telephone, RIAC Live, and 
of course the large number of sealed bids. It all 
resulted in a sale that achieved $8.5 million in 
four gun-filled days.

One main highlights of the sale was the array 
of gorgeous Henry rifles. The top selling of the 
bunch was a U.S. contract Henry Lever Action 
rifle that had documented use in the 97th 
Indiana Infantry regiment during the Civil War. 
Given the manufactured date of some where 
between 1862 and 1863, the rifle most likely 
saw use in the siege of Vicksburg, the Battle of 
Chattanooga, and possible in Sherman’s March 
to the Sea. The historic piece reached a price 
realized of $25,875.

The varied Colt revolver selection in this 
auction was another high point of the sale. 
One of the most outstanding was a Colt special 
order first generation SAA revolver with 
detailed factory engraving. Accompanied by 
its factory letter, the stunning blue barrel and 
original ivory grips made this Colt revolver 
stand out from the crowd. The beauty exceeded 
its estimate with a realized price of $20,700. v

www.auctioneers.org


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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Auction School Graduates
INDUSTRY

The Ohio Auction School
The August graduating class from The Ohio Auction School included 19 students 

from Ohio, West Virginia, New York, Indiana and Florida. Graduates were: Dillan 
Binegar; James Blue, Jr.; John Burnau; Uriah Cade; Kenneth David; Eric Duncan; 
Timothy Feasel; Lesa Beeson Hart; Joel Jenkins; Pedro Guzman Medrano; Andrew 
Miller; Andrew Mitakides; Aaron Peters; Stephanie Prock; Adam Schmucker; 
Benjamin Troyer; Shane Tyler; Nicole Wolfe; and David Wyeth, Jr.

Submit your own auction school graduates!
 
We love all the fresh faces we see coming from auction schools around the country. Don’t forget to submit your 
graduate photos, along with names and any other statistics NAA members might like to know. Send them to 
communications@auctioneers.org.

www.auctioneers.org
http://auctioneer.naaa.com
mailto:communications@auctioneers.org
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Members

California
Carrie Cunningham
19701 Elmcrest Ln. 
Huntington Beach, CA 
92646-3123 
Carrie@carrielive.com

Adam Dunn
ZRG Medical
4650 North Ave. 
Oceanside, CA 92056-3591 
adunn@zrgmedical.com
(760) 438-8835

Kylee Merlot Kiesow
Benevent
1115 Fairview Ave. 
San Jose, CA 95125-3413
Kylee@kiesows.com
(408) 978-1863

Colorado
Robert E. Gash
18151 Kiser Creek Rd. 
Cedaredge, CO 81413 
coloradocountrybroker.com
rob@coloradocountrybroker.
com
(970) 986-2955

Florida
Barbara Langston
Auctions By B Langston’s
1485 Glendale Rd. E 
Jacksonville, FL 32216-2882 
blaajg@aol.com
(904) 642-1003

Mason Williams
6126 Atlantic Blvd. 
Jacksonville, FL 32211 
masonbwilliams10@
gmail.com
(904) 945-6203

Angeline Grogan
6126 Atlantic Blvd. 
Jacksonville, FL 32211 
angie.grogan@gmail.com
(904) 707-9110

Illinois
Michael Crawford
Amarillo Auctioneer Inc.
5225 E. 9000 N. Rd. 
Manteno, IL 60950 
(815) 468-8393

Indiana
James D. McGonigal
696 W. Main St. 
Danville, IN 46122 
pickermac290@gmail.com
(239) 645-7166

Iowa
Rylie Jo Behr
5312 Mortensen Rd. 
Ames, IA 50014 
ryliebehr@gmail.com
(515) 729-1971

Dan J. Niemeier
Stalcup Ag Service
P.O. Box 6 1705 N. Lake Ave.
Storm Lake, IA 50588 
danniemeier@gmail.com
(712) 229-7131

Jordan L. Hansen
2188 Heather Ave. 
Latimer, IA 50452 
minn.vikings13@gmail.com

Kansas
Jayger T. Carson
11418 198th Rd. 
Holton, KS 66436 
cowboyghost10@gmail.com
(785) 851-7365

Benjamin E. Yoder
331 E. 7th St. 
Garnett, KS 66032 
bjyoder921@gmail.com
(319) 559-8990

Louisiana
Conner Paul Guinn
515 13th St. 
Jennings, LA 70546 
connerguinn98@gmail.com
(337) 329-4251

Maryland
David Braun
7708 Greenspring Ave. 
Baltimore, MD 21208 
david@braundavid.com
(443) 633-7800

Massachusetts
Scott Miles
AuctionZip.Com
38 Everett Street 
Allston, MA 02134 
smiles@invaluable.com
(617) 746-9826

Minnesota
Josh Knudtson
Woller Equipment Inc
4054 50th Ave. 
Swanville, MN 56382-4001 
wollerequipment.com
dieselknudt@gmail.com
(320) 573-2341

Missouri
Thomas R. Crabtree
Crabtree Auction Service
1205 Miller St. 
Bethany, MO 64424 
jjbond@qrm.net
(660) 425-7300

Paul E. Jones
11411 S. Alley Jackson Rd. 
Grain Valley, MO 64029 
pauljonesf43@att.net

Nebraska
Diane Duren
Nebraska Auctioneers 
Association
P.O. Box 150 
Rising City, NE 68658 
dduren@
nebraskaauctioneers.com
(402) 367-9767

New Members

“I would like to 
learn as much 
about the auction 
industry as 
possible and earn 
a few different 
designations, 
particularly BAS, 
AARE and CAI. 
I also joined to 
make connections 
with auctioneers 
from all over 
the nation and 
experiences from 
all over. Thank 
you for letting me 
be a part of this 
industry!”
Jordon Hansen
Latimer, IA

mailto:Carrie@carrielive.com
mailto:adunn@zrgmedical.com
mailto:Kylee@kiesows.com
http://coloradocountrybroker.com
mailto:rob@coloradocountrybroker.com
mailto:rob@coloradocountrybroker.com
mailto:blaajg@aol.com
http://gmail.com
mailto:angie.grogan@gmail.com
mailto:pickermac290@gmail.com
mailto:ryliebehr@gmail.com
mailto:danniemeier@gmail.com
mailto:minn.vikings13@gmail.com
mailto:cowboyghost10@gmail.com
mailto:bjyoder921@gmail.com
mailto:connerguinn98@gmail.com
mailto:david@braundavid.com
mailto:smiles@invaluable.com
http://wollerequipment.com
mailto:dieselknudt@gmail.com
mailto:jjbond@qrm.net
mailto:pauljonesf43@att.net
http://nebraskaauctioneers.com


58      AUCTIONEERS.ORG

Members

Judy A. Merten
2693 State Highway 39 
Albion, NE 68620 
jamerten@frontier.com

Logan W. Dibbern
18310 Dove Hill Rd. 
Riverdale, NE 68870 
logandibbern@gmail.com
(308) 440-7020

New Jersey
Paul R. Florez
Hunt Auctioneers
333 River St. #1101 
Hoboken, NJ 07030 
florez.paul@gmail.com
(973) 204-9703

New York
Gina DeMeo
1565 12th St. 
West Babylon, NY 
11704-3634 
thisnthatcollectibles99@
gmail.com

North Carolina
Kyle Ramsey
Ramsey Auction’s
P.O. Box 95 
Marshall, NC 28753-0095 
kgramsey84@yahoo.com
(828) 713-4671

Ronald K. Helderman
The Swicegood Group
854 Valley Rd., Suite 100 
Mocksville, NC 27028 
theswicegoodgroup.com
ronhelderman@hotmail.com
(336) 816-5453

South Dakota
Shane T. McCloud
M&R Auctions LLC
44740 211th St. 
Lake Preston, SD 57249 
mrauctionsLLC.com
shane.mccloud@hotmail.com
(605) 870-0670

Samuel R. McCloud
M&R Auctions LLC
P.O. Box 155 
Hoven, SD 57450 
mrauctionsllc.com
smccloud65@hotmail.com

Tennessee
Michael Woodard
122 Bradford Hill Rd. N 
Brush Creek, TN 38547 
soldbywoody@gmail.com
(615) 489-2134 cell

Texas
Harold Dean Eason
9212 Kelly Ln. 
Alvarado, TX 76009 
ECC_HDE@yahoo.com
(817) 964 9814

Leonard D. Marchbanks
11830 Verona Ct. 
Frisco, TX 75035 
wheelchaulk@icloud.com
(806) 679-2895

Ashlyn Michelle Tutor
2312A FM 980 
Huntsville, TX 77320
ashlyn_tutor@yahoo.com
(512) 332-6182 cell

Melissa Marie Voigt
179 Possum Way 
Bastrop, TX 78602 
melissavoigtcsr@gmail.com
(512) 332-6171

Preston DeWayne Calhoun
130 Inman Drive 
Hutto, TX 78634 
pdcalhoun1117@gmail.com
(512) 554-2342 cell

Kenisha A. Schuster
9517 China Rose Dr. 
Austin, TX 78724 
kenisha.schuster@gmail.com
(254) 842-4126 cell

Lane Thomas Marbach
1253 FM 446 
Victoria, TX 77905 
lanemarbach@gmail.com
(361) 935-3211

Terry Don Doonan
301 Hill Ln. 
Trophy Club, TX 76262 
tdoonan4297@yahoo.com
(972) 816-1036

Sue Michele Hanks
26 Largo 
Hitchcock, TX 77563 
suzihanks@mac.com
(832) 443-7588

Jerrett V. Lamb
JVL Investments, LLC
P.O. Box 63412 
Pipe Creek, TX 78063 
jvlrealestate.com
jv.lamb@jvlinvestments.com
(830) 815-1000

Jefre Craig Outlaw
OJC Global, LLC
3300 Bee Caves Rd #650-155 
Austin, TX 78746 
outlaw@theoutlawlist.com
(512) 698-0918

Barbara R. Bass
1606 Jeb Stuart Dr. 
Tyler, TX 75703 
bass@gmpcpa.com
(903) 521-9664

Thomas E. West
930 E. Ebony 
Harlingen, TX 78550 
info@trunkfullofjunk.com
(956) 453-6522

Gina Ann Aguilar
1500 Stonecrest Dr. 
Richardson, TX 75081 
gklakamp@gmail.com
(214) 532-8579

Thomas Wayne Harvey, Jr.
8305 FM 421 
Kountze, TX 77625 
wharvey07@gmail.com
(409) 656-9982 cell

“I joined the 
NAA to grow and 
network within 
the Auctioneer 
industry. I hope to 
gain connections 
and mentors that 
will help me grow 
my auctioneering 
career.”
Ashlyn Tutor
College Station, TX
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Kimberly Joyce Ross
Alta Terra Realty & Auction, LLC
1875 NE 17th St. 
Paris, TX 75460 
realtorparistx.com
kim.ross@altaterrarealty.com
(903) 491-6797 cell

Rebecca Michele Biggs
5609 FM 1569 
Farmersville, TX 75442-7993 
rebeccagypsybiggs@
outlook.com
(903) 461-4699
 
Virginia
Jacob R. Bernstein
The Voice of DC
8605 Aponi Rd. 
Vienna, VA 22180 
thevocieofdc.com
rick@thevoiceofdc.com

Washington
Lauren Stephenson
Auctions By Lauren
4125 232nd Ave. SE 
Sammamish, WA 98075-9292 
info@auctionsbylauren.com
(425) 243-3038

Allison Shahan Shahan
YEP Auction Service
720 E. Fairhaven Ave. 
P.O. Box 1263
Burlington, WA 98233-0680 
allisonshahan@gmail.com
(360) 333-4001

Jerrald M. Kasinger
1329 W. Paradise Rd. 
Spokane, WA 99224 
cpt.cavemanjerry@gmail.com
(509) 951-3014

Wisconsin
Brian A. Brock
W722 County Rd. X 
Berlin, WI 54923 
BrockJr69@yahoo.com

Charles Seyfort
W441 County Road HH 
Mondovi, WI 54755-7823 
cseyforth@hotmail.com
(715) 797-4871

Canada
Jeremy W. Friesen
152 Downing Close 
Red Deer, AB T4R 3J9 
Canada
chewdawg@telus.net
(403) 506-3294

Ruairi McSorley
Co. Derry, Ireland
ruairimcsorley@hotmail.com
+44 7469 195709

Thomas L. Rose
Pro Auction CTD.
50 St Annes Ave. 
Bristol,  BS31 ZEH 
United Kingdom
Tom@proauction.ltd.uk
07375574891

info@cus.com • 954.680.6545

The Auction Industry
Software Authority

For 30 Years
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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.

MASTER PERSONAL PROPERTY APPRAISER

Uniform Standards of Professional Appraisal Practice

Auction Marketing Management
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CAS
Matthew Parker, BAS 

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

Don’t forget!
Designation renewals and CE 

credits are due Sept. 30, 2019.

6
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Russell R. Abbott, CAI, 
GPPA

Van M. Adkisson
Abdulrahman Saleh Alsaif
Stephen E. Andrews
Tim Assiter
Travis J. Augustin, GPPA
Vince C. Bachmann
Rose Backs
Brad Barr
Brett L. Baugh
Larry W. Benton, Jr.
Lonnie Bickford
Randy L. Birdwhistell, CAI, 

AARE, CES
Thomas C. Blackmon, Jr.
Thomas J. Bradley, CAI
Charlie Ellis Bradshaw, Jr., 

GPPA
Kenn S. Brause, CES
Barrett Bray, CAI, AMM, 

BAS
Ron Browne
Bernard J. Brzostek, CAI
Jon Budler
Mark P. Buleziuk
Harry N. Burgess, CAI, 

GPPA
Bill Burke, CAI
Anthony Carson Cade
Brad Campen
Scott Andrew Carnz
Jack L. Christy, CAI, BAS, 

CES, MPPA
Steven N. Chupp
Chad Coe, BAS
Steven Robert Cole
Edward M. Colson
Gary J. Connors
Nicole Cowan
Jimmy Crabtree
Allen K. Craven, BAS
Thomas Duane Crawford, 

BAS
Justin James Croy
Jonathan Paul Cuticelli
Steve Dance, CAI
Gina DeMeo
Adam Dunn
John L. Durham, CAI
Carla R. Eaton
Roger D. Entz, CAI

Allen W. Entz
Don Erler, CAI, AARE
Melissa Anne Falls
Thomas J. Farner
Mark L. Ferry
David A. Fiegel, CAI
David P. Fitzgerald, BAS
Larry Forsberg, GPPA
George S. Foster, III, CAI
George Franco, AMM, 

BAS
Robbie J. Franklin
Kenneth Everett Freeman
Thomas A. Freije
Rodney I. Friedland, AARE, 

CES
Stella Friedland, AARE, 

CES
Andrew C. Gabehart
Vern A. Gannon, CAI
Robert J. Gavin, CAI
Kyle Geurkink, AMM
Brian L. Gilbert
Gayle Gleason
James M. Goetz
Heidi Googe
Jeffery E. Gouker
Kenneth G. Grady, Sr.
James Andrew Graves
Daniel Franklin Gray, III
Mike Grigg, AARE, BAS
Angeline Grogan
Billy Hagan, CAI, AMM
Catherine A. Hall Keys, 

CAI, AARE, GPPA
Renate H. Hambrook
Mallory Hampton
Jason Hanks, CAI, GPPA
J. T. Hansford
Andrew Harbick
Leo Harts
Randy L. Harvey
Tony Heinze
Scott Heise, AARE
Suki Hilger
James B. Hogan
Edward A. Hogan
Jennifer Ann Holliday, CAI
Duane E. Hronik
Janine Huisman, CAI, 

AMM, BAS, GPPA
Danny Irvin

Connie J.M. Johnson, CAI, 
BAS

Janelle Karas
Kevin W. Kauffmann
Clayton Merrill Keck
Kenneth G. Ketner
Kylee Merlot Kiesow
Russell T. Kiko, Jr., CAI
Kenneth W. Kincaide
Edward B. Knight
Josh Knudtson
Alecia M. Kraupie
Barbara Langston
Grant A. Lanier, CAI, CES
Marty Lee Lannom
Danny J. Lawler
Michael James Lewis
Cookie Lockhart, CAI, CES, 

GPPA
Bart Long
Anne Marie Luthro, BAS
Richard B. Maltz, CAI, CES
Timothy W. Mast, CAI, 

AARE
Ruth Anne Mast
Adam Mattes
Arkady Matusowsky
Frank E. McCullough
Brad McGovern
C. E. McKee
John B. McMurry
Forres L. Meadows, CAI, 

ATS, BAS
Yi Mei, BAS
Lloyd Michael, Jr.
Larry Michalitsch
Austin Miedema
Scott Miles
Carlyle G. Millard, CAI, 

AARE
Rick Miller
Carol Miller, CAI, BAS
Kenneth R. Miller, Jr.
Jason L. Miller, CAI
Guillermo Miralles
Deceatur B. Mitchell
Randall B. Moyer
Brandon R. Neely
Stephen A. Ness, CAI
Robert Theron Newbill
Wade Davis Newbill
Hunter Louis Newbill

Allan Newman
Edward Newton
John Nutt
Kelly Nutt
Donald D. Oberfoell
Richard W. Opfer, Jr., CAI, 

AARE
William M. Parman
Dan Pate
Taylor Marie Pavlock, GPPA
Kevin Perry
Bruce Pickering
Phillip L. Pierceall, CAI, 

BAS
Matthew C. Price, AMM
Kyle Ramsey
Karl D. Reynolds, CAI, CES
Paul D. Rice, CES
Michael A. Roe, CAI, CES, 

GPPA
George Roman, III
Michael A. Salvadore, Jr., 

MPPA
Will O. Sanders
John Saugey, CAI
Jan Schultz
Billie Jo Schultz, CAI, AMM
Mark William Schustrin
Richard Schwade
Joey Seals, CAI
Vince Serrano
Charles Seyforth
Allison Shahan Shahan
Alston Shipley
Jayson L. Shobe
Leigh Ann Smalley-Ward
Kevin S. Smallwood
Larniecia “Nominee” 

Smith, BAS
Sidney M. Smyth, CAI, 

AARE
Dave Sommers, AARE
Karen L. Sorbo
Andrew J. Spagnolo
Maximillian M. Spann, Jr.
Lawrence J. Spellman, III
Ed Spencer
James R. St. Jean
Steven E. Stanton
Lauren Stephenson
Cindy Stephenson
Greg A. Storey, AARE

Doug Stovesand
Rob Strickland, AARE
Michael L. Sweat
Elizabeth S. Swicegood
James I. Swigert
Martin Szarek
Lucinda Terrel
Tony Thomas
James D. Towns
Patrick J. Tully, BAS
Ronald E. Turner
Curtis B. Waite
Jennifer A. Warmack
Paulette M. Waters
Wendy Webb
Cody Westbrook
Andrew R. White
Charles J. White, CAI
Mason Williams
Brent J. Wilson, CAI
Daniel Scot Wilson
Katherine F. Woodcock, 

AARE, AMM, CES
Brad W. Wooley, CAI, 

AMM
Morris Lynn Yoder
Tim Yoder
Timothy W. Yount
Eric Zettlemoyer

Membership Renewals Thank You!
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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

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

NAA Ambassadors

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

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

South Africa
Joff Van Reenen
+27828021366
joff@highstreetauctions.com
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Gary Boyd, 73, of Albemarle, passed away Aug. 9, 2019, 
at Hope Medical Center in Albemarle, North Carolina.

Gary is a well-known auctioneer in North Carolina. 
He was president of the North Carolina Auctioneers 
Licensing Board. Gary is a Hall of Fame member and past 
president of  the North Carolina Auctioneers Association. 
He is the grandson of the Buster Boyd Bridge namesake 
located in Mecklenburg County. Gary enjoyed working 
with his cattle and farming.

Survivors include wife, Wanda Boyd, of Albemarle; 
daughter, Leslie Boyd DiMaio of Columbia Falls, MT; 
sister, Bonnie Maready of Greensboro; brother, Stanley 
Boyd of Asheville; and several nieces and nephews.

In lieu of flowers, memorials may be made to St. Martin’s 
Lutheran Church, 16592 St. Martin Road, Albemarle, NC 
28001 c/o Gary Boyd.
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InMemory

John Gary Boyd, Jr.

B. J. “Sonny” Childs, 78, of Macon, Georgia 
passed away Aug. 14, 2019. After graduating 
from Willingham High School, Childs served 
in the United States Air Force during the 
Vietnam Era and was stationed in Okinawa, 
Japan. He was a graduate of the Certified 
Auctioneers Institute. 

He began his career at T. Lynne Davis 
Auction Company in 1965. He joined 
Hudson Marshall Auction Company in 
1973 and continued there until 2001. Most 
recently, Childs was the owner of Heart of 
Georgia Auction Company, as well as, a 
partner with Grant Auction Company. Childs 
was a former member of Tattnall Square 
Baptist Church and served on the Board 
of Tattnall Square Academy. He was also 
a member of the Rutland Masonic Lodge 
and Scottish Rite, Georgia Auctioneers 
Association, where he served as president, 
a member of the National Auctioneer 
Association, and was elected into Georgia 
Auctioneer Hall of Fame 2005. 

Childs is survived by his son, Marc Childs 
of Macon; sisters, Peggy C. Pritchard and 
Dianne (Lynn) Molton, both of Macon; several 
nieces and nephews; and several great nieces 
and nephews. 

In lieu of flowers, memorial contributions 
may be made to The Methodist Home for 
Children and Youth, 304 Pierce Avenue, 
Macon, GA 31204.

B.J. “Sonny” Childs
The world lost a patriot on Aug. 19, 2019, 

when Marvin L. "Sarge" Fisher passed away. 
He was born in Ashton, South Dakota, on 
March 8, 1929, and joined the United States 
Army in 1946. After serving in the Korean 
Conflict, he was stationed at Fort McClellan, 
Alabama, where he was Command Sergeant 
Major at the young age of 26. Many honors 
were bestowed upon him for leadership, 
courage in battle and uncommon valor. He 
was named Soldier of the Year in 1955. His 
military career flourished and continued, 
including a tour in Vietnam, until 1971 when 

he retired. In 2014, he was inducted into the 
Patriots Hall of Honor in Gadsden, Alabama.

During his command at Fort McClellan, he 
met the love of his life, Lillian "Dink" Battle (also 
known as Shug). It was love at first sight, and 
after a whirlwind romance, they married. Over 
their 65 years together, they set an example of 
true and absolute love and commitment. Sarge 
was not one to do anything halfway.

He and his son, Mike, opened Fisher 
Industrial Services in 1986, and it became an 
Inc 500 Company for three successive years. 
He taught his family the meaning of hard 
work, dedication to their dreams and how to 
enjoy life to the fullest, which he did for as 
long as he could. When his beloved Shug died, 
his life lost its luster, but his memories did not.

He was preceded in death by his parents and 
siblings; and his loving wife, Lillian Fisher.

He is survived by his son, Mike Fisher, 
CAI, AARE, ATS, BAS, GPPA, (Cindy); 
his daughter, Pattye Woodall (Bruce); his 
granddaughter, Jordan Mynatt; his grandson, 
Justin Fisher, ATS, CES, GPPA; his great-
grandson, Tristan Sarge Fisher; his sister-in-
law, Nan Kidd; as well as many loving nieces, 
nephews and all of his Woodall grandchildren.

Marvin “Sarge” Fisher
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NAA Board of Directors

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

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

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

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

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

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

Foundation Board of 
Trustees

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

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

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

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

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

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

Auxiliary Board of Trustees

Officers
Chair 
Britni Rogers, AMM
(336) 528-0511
britni@rogersrealty.com
Vice Chair 
Susan Hinson
(260) 645-0205
sjfhinson@gmail.com
Past Chair 
Krista Shuman, AMM
(970) 978-5928
krista@hallandhall.com
Executive Secretary 
Lucinda Terrel
(816) 830-7001
lrterrel@hotmail.com

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

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

Education Institute Trustees

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

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

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

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

NAA Representative
NAA Vice President
Terri Walker, CAI, BAS, CES
(901) 322-2139
terri@walkerauctions.com
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To advertise: Contact Adam Kenne (913) 563-5421
akenne@auctioneers.org
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NAA HISTORY

50 years later
September 1969: Stamps make their  
mark in history

Fifty years ago, H.R. Harmer, Inc. in New York sold the 
famous 24-cent air mail invert stamp for $31,000. The 
buyer was “a 34-year-old businessman who has been 

collecting since the age of eight and always wanted to own a 
copy of that stamp.” The same stamp sold for half the price 
just five years earlier.

Today, the record for the top price for a single stamp is held 
by the One-Cent Magenta from British Guiana, according to 
a New York Times article. The stamp sold for $9.5 million in 
2014. The buyer of the stamp was not identified. v

www.auctioneers.org
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MAJOR AUCTION 
SOFTWARE

I N C R E A S E 
S A L E S
Auction professionals who accept credit cards 
get a reported 15%-30% in greater gross receipts

C R E D I T  C A R D  P R O G R A M

NO MONTHLY FEES | NO STATEMENT FEES | NO SETUP FEES | 1.67% DISCOUNT RATE

WORKS WITH 
ALL SMART 
PHONES

INCLUDES  
PREMIERE  
SERVICE

Log on to www.auctioneers.org (members only) to learn more 
about this exciting program and sign up today!
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