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This is the month I start giving myself permission 
to get excited about an event that’s been a part of 
my life for almost as long as I can remember—

Conference & Show.
This is an extra special Conference & Show for me 

for so many reasons. One incredibly exciting part of this 
year’s event is the fact that we’ll have the Benefit Auction 
Summit right there with us, happening at the same time! 
I’m so excited to get to bring this community to San 
Diego and for everyone to learn from those who might 
not normally attend Conference & Show.

Another reason I’m excited? San Diego! I’ve been 
to a lot of places, but until I first visited our hotel, the 
Town & Country, I had (somehow) never been to San 
Diego! I’m thrilled to be in such a vibrant city, with 
everything it has to offer, from the beaches to the USS 
Midway museum and the nightlife in the Gaslamp 
District—and it’s all on the transit line right next to the 
hotel. And speaking of the hotel ... some of you may 
remember our last convention in San Diego at the Town 
& Country. Believe me when I tell you that you haven’t 
seen this Town & Country! The entire hotel has not 
only been remodeled, but reinvented. It’s now a campus 
style resort, in every sense of the word. From pools to 
restaurants to the impeccable grounds—when you walk 
out of sessions, you’ll be able to really relax with all the 
new friends you’ll make.

And let’s talk about the education. In addition to 
the world-class education sponsored by the National 
Auctioneers Foundation, there are so many other 
opportunities, beginning with a special half-day 
workshop from Coach Burt on Tuesday, July 26th. With 
a very special registration cost, you can’t afford not to 
learn how to become a Person of Influence. And if you 
can’t decide whether to attend Conference & Show or 
the Benefit Auction Summit? Grab the All Access Pass, 
which will not only let you attend sessions in person 
for either event, but will also give you access to the 
recordings from each after the fact.

Bring your problems! Why? Because some of the 
most world class vendors in our industry will be in one 
place to show you new solutions to the challenges you 
face every day. From technology to clerking to support 
services, you’ll be able to learn what’s new and compare 

programs in a way you’ve never been able to before.
Of course, I can’t talk about Conference & Show 

without talking about the connections you’ll make. 
From the open-air welcome party to the atmosphere 
around the International Auctioneer Championship 
on Friday, you’ll meet people from all over the country 
working in every specialty in our industry. You’ll 
learn new ways of doing what you do, make business 
connections, and maybe even sign a few deals. And 
you’ll surely make new friends. I can truly say that some 
of my best and closest friendships began in the sessions 
and hallways of Conference & Show.

And finally, something that’s dear to my heart: IAC 
and IAC Live! are going to be amazing this year!  If 
you’ve ever thought about competing, this is the year to 
DO IT! The IAC Committee is working hard to bring 
some exciting new ideas to fruition. Have questions 
about IAC? Your Champions Laura Mantle, CAI, CAS, 
and Nick Bennett, CAI, AMM, BAS, would love to hear 
from you. It will be one of the best experiences of your 
San Diego trip.  

As the country begins to open back up and settle 
into a different sort of normalcy, I have to tell you—I’m 
excited to see everyone. We’ll be in one of the greatest 
conference cities with some of the greatest people. How 
can you afford not to join us? Take one of the best steps 
you can take for your career and join us in San Diego.

Hop online, make your travel plans, and head to 
conferenceandshow.com to get registered today. We’ve 
got a limited number if hotel rooms, and if you’re 
reading this ... I can’t wait to meet you. v

I can’t wait to meet you
Beth Rose, CAI, AARE, 
AMM
NAA President

Beth Rose is the founder, 
owner and auctioneer at 
Beth Rose Real Estate 
& Auctions. She is a 
Rose award recipient, 
Volunteer of the Year 
award recipient, 2016 
International Auctioneer 
Champion, and 2016 
National Auction 
Marketing Campaign of 
the Year award winner. 
Beth has served the NAA 
on the Education Institute 
Trustees, as chair of CAI 
and IAC, vice chair of the 
Governance Committee, 
and chair of the Real 
Estate Workshop.

FROM THE PRESIDENT



Look for the helpers.
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May 2-7, 2022



 APRIL / MAY 2022      5

AUCTION

BENEF IT

SUMMIT

2022

San Diego, California
July 26-28

AUCTIONEERS.ORG/BENEFITSUMMIT



6      AUCTIONEERS.ORG

INSIGHTS

22  Business Practices  
 Reducing liability

42  Faces of NAA  
 Shane McCarrell, CES

43  Faces of NAA  
 EDPS

auctioneer OFFICIAL PUBLICATION

APRIL/MAY 2022
AUCTIONEERS.ORG

FEATURES

Hall of Fame 
Nomination Form

Conference & Show 
Preview
Keynote & Schedule

CAI Recap
Back in Bloomington

COMMUNITIES OF 
PRACTICE

PERSONAL & 
COMMERCIAL 
ASSETS
Move management

MARKETING & 
MANAGEMENT
Better brochures 
and catalogs

DEPARTMENTS

3  President’s Column
10 Association at Work
12  NAA News
16  State News
44  New Members
46  Auction Schools
47 In Memory
48 Board/Index
50  50 Years Later

20
36

38

Your 
brochures 

and catalogs 
represent 

your 
business, 

but they also 
represent 

the auction 
industry as a 

whole.

“

”

38

32

34

www.auctioneers.org
http://auctioneers.org


 APRIL / MAY 2022      7



8      AUCTIONEERS.ORG

auctioneer
Published by the 

8880 Ballentine St.
Overland Park, KS 66214-1900

P: (913) 541-8084 | F: (913) 894-5281

Chief Executive Officer
Aaron Ensminger, CAE

 aensminger@auctioneers.org
(913) 563-5423

Membership and Database Coordinator
Brian Christiansen | bchristiansen@auctioneers.org

Director of Finance & Administrative Services
Jordan Crupper | jcrupper@auctioneers.org

Administrative Assistant
Bekah Ferguson | rferguson@auctioneers.org

Director of Education
Kristina Franz | kfranz@auctioneers.org

Sales & Trade Show Manager
Adam Kenne | akenne@auctioneers.org

Manager of Membership & Volunteer Management
Daisha Kimbrough | dkimbrough@auctioneers.org

Marketing & Communications Coordinator
Arturo Mendoza | amendoza@auctioneers.org

Meetings Manager
Joyce Peterson | jpeterson@auctioneers.org

Accounting Coordinator
Genny O’Niones | goniones@auctioneers.org

Director of Marketing & Communications
Erin Shipps | eshipps@auctioneers.org

Education Specialist
Brooke Thomsen | bthomsen@auctioneers.org

Programs Administrator
Jennifer Vossman, CMP | jvossman@auctioneers.org

National Auctioneers Foundation Administrator
Lois Zielinski | lzielinski@auctioneers.org

ONLINE

Auctioneer Volume 74 Issue 3 April/May 2022 (ISSN 1070-0137) is published the first week of December, February, April, June, August and October by the National 
Auctioneers Association, 8880 Ballentine St., Overland Park, KS, 66214-1900. There are six issues printed annually. Auctioneer is a means of 
exchanging ideas that will serve to promote the auction professional and the auction method of marketing. The views expressed by columnists do not 
necessarily reflect the opinions of the National Auctioneers Association. Periodicals postage paid at Kansas City, MO, and additional mailing offices (USPS 
019-504). POSTMASTER: Send address changes to auctioneer magazine (NAA), 8880 Ballentine St., Overland Park, KS 66214-1900. Copyright © 2022 by the 
National Auctioneers Association. Materials may not be reproduced without permission.

at auctioneers.org m
facebook.com/naaauctioneers
facebook.com/auctionswork

instagram.com/naaauctioneers

twitter.com/naaauctioneers

JOIN THE COMMUNITY

DIGITAL 
EDITION 

AVAILABLE!

youtube.com/naaauctioneers

National Auctioneers Association

CONFERENCE AND SHOW WEBSITE NOW LIVE! 

We’re so ready to see you all in San Diego! Check out conferenceandshow.
com for all the information you need about this year’s event.

www.auctioneers.org
mailto:hcombest@auctioneers.org
mailto:rtruitt@auctioneers.org
mailto:kfranz@auctioneers.org
mailto:akenne@auctioneers.org
mailto:akenne@auctioneers.org
mailto:jpeterson@auctioneers.org
mailto:eshipps@auctioneers.org
mailto:kfranz@auctioneers.org
mailto:lzielinski@auctioneers.org
http://auctioneers.org
http://facebook.com/naaauctioneers
http://instagram.com/naaauctioneers
http://twitter.com/naaauctioneers
http://youtube.com/naaauctioneers


state
licensing

Guide
auctioneers.org  >  advocacy  >  state licensing law summary



On March 9, 2022, the 
Chronicle in Centralia, 
Washington, published 
a letter to the editor 
sent by the NAA in 
regard to the way it had 
portrayed auctions and 
auction houses. 

A week and a half 
prior, the publication 
ran an article 
about the local 
police department 
selling seized and 
unclaimed property 

via eBay instead of utilizing 
local auction houses and 
auctioneers. The article 
referred to brick-and-

mortar auction houses as less 
than transparent and just wanting 
to “hawk goods.” 

The NAA responded by 
pointing out that modern 
auction houses are fast, fun, 
transparent, and reach both local 
and national audiences through 
online auctions. And these local 
auctions also work for those who 
might have limited or no online 
access, or have difficulty with the 
bidding process.

Police Chief Stacy Denham 
was quoted in the original article 
describing eBay as an “unbiased” 
marketplace, to which the NAA 
responded that eBay is not by any 
definition a true auction. eBay 
in fact favors those with sniping 
tools and cuts bidding off without 
realizing true market value. 

The NAA’s letter emphasized 
the fact that modern auction 
software allows bidding to extend 
and for anyone to participate. 

Read the full letter to the editor 
at: bit.ly/NAACentraliaLetter.

And, help the NAA advocate 
for you by letting us know when 
you see articles we can respond to 
in your local paper and beyond.

The following candidates have been recommended by the Candidate 
Review Committee:

For Vice President:    
• Peter Gehres, CAI, CAS, CES
• Lance Walker, CAI, BAS, CES

For Director:  
• Mike Fisher, CAI, AARE, AMM, BAS, CES, GPPA
• Shawn Hagler
• Joff Van Reenen, CAI, AARE
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News

Your Association at Work

2022 NAA Board of Directors candidates 
announced

The Candidate 
Review 

Committee is 
excited for a 

great election 
year. Contested 
elections show 
how passionate 
our members 

are about 
making a 

difference! We 
wish the best 
of luck to all 
candidates.
Beth Rose, NAA 

President

“

” 

Letter to the editor 
published in Centralia

NEW VOTING 
INFORMATION

The NAA Board 
approved a new 
guideline for 2022. 

The time frame for 
voting will be shorter 
than in years past. 
Voting will begin on 
July 27, 2022, at 1 pm 
and will close July 28, 
2022 at 9:30 am. 

Digital ballots will be 
emailed to current 
members.

More info: 
auctioneers.org/
election

Beth Rose, CAI, AMM, AARE (President)
Jason Winter, CAI, AARE, AMM, CES (Past President)

T. Kyle Swicegood, CAI, BAS, GPPA (EI Chair)
Sid Miedema, CAI (Foundation Vice President)

Tim Keller, CAI, AMM, BAS, CES (State representative)

2022 CANDIDATE REVIEW COMMITTEE

www.auctioneers.org
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News

NAA Mission
NAA serves auction entrepreneurs 
with services provided based on four 
cornerstones: promotions, advocacy, 
education, and community.

NAA Vision
NAA will be the voice of the 
auction profession.

NAA Cornerstones
Promotions
Advocacy
Community
Education

IAC Champions Nick Bennett, CAI, 
AMM, BAS, and Laura Mantle, CAI, CAS, 
spent some time in Tennessee raising 
money for St. Jude Children’s Research 
Hospital on March 29. 

The pair was unable to attend the 
traditional Toy Auction at St. Jude 
because of hospital restrictions for 
COVID-19, but that doesn’t stop 
champions. 

2019 IAC Champion Trey Morris 
invited our current champs to 
Chattanooga to participate in Heart 
Strings for Hope. 

“Heart Strings for Hope is hosted by 
the number one country station in the 
country, US101, and some huge names 
have shared that stage to support St. Jude,” 
Morris said. 

“Since the current IAC champions 
could not visit the hospital in person 
last year, I thought this was the perfect 
opportunity to extend to Nick and Laura 
to take the stage and still benefit St. Jude.”

The lineup of musicians at 
this year’s event included Kelley 
Lovelace, Priscilla Block, Lee Brice 
(pictured below), Chase Rice, and 
Justin Moore.

“It was an honor to have the 
opportunity to work with two fellow 
IAC Champions raising money for 
such an incredible cause that is near 
and dear to all of us at the NAA,” 
Mantle said.

The auction portion of this event 
included selling stools and guitars 
used by the artists. 

“What a fun experience and a 
highlight of our year!” Bennett said. 
“The opportunity to stand on the 
same stage as such amazing vocal 
talent and sell the items they used 
to fans so eager to bid was awesome. 
And all to support St. Jude!”

In all, five stools, two guitars and 
three posters signed by all artists 
were auctioned.

IAC Champions help raise money for St. Jude Children’s Research Hospital

www.auctioneers.org
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Speaking of IAC Champions, have you listened to the 
latest episode of The Auction Advocate titled, Why you 
should compete in IAC? 

184 people listened 
to 2021 Champions Nick Bennett and Laura Mantle’s episode in the 
first week! That puts the current episode in the top four performing 
Auction Advocate podcasts ever during their first week out.

That’s 184 potential IAC contestants who are ahead of the game. Topics 
include: tips for competition, preparation tactics, judging criteria, 
camaraderie and life as a champion. Tune in now and get ready for IAC 
2022 in San Diego!

LISTEN AT
auctionadvocate.buzzsprout.com
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News

This May, the NAA will be sending out a 
survey to collect industry data for an annual 
auction industry report. 

The survey will be anonymous and it 
is crucial that we have as much member 
participation as possible. 

This survey will cover questions like:
• How much money did you raise for 

nonprofits in 2021?
• What were your company’s gross sales 

in 2021?
• In which state/province do you 

conduct the majority of your business?
• How many of your auctions were 

hybrid, live and online only in 2021?
• How many successful buyers did you 

have in 2021?

• How many total registered bidders did 
you have in 2021?

• How many fundraising events did you 
hold in 2021?

This data is so critical to the NAA being 
the voice of the auction profession. We 
are consistently asked for information 
from media outlets, other associations 
and organizations, etc. about the auction 
industry. The forthcoming industry survey 
will help us answer those questions, help 
advocacy efforts, and increase the presence 
and awareness of the auction industry. 

In mid-April be on the lookout for initial 
communications about the survey and what 
preliminary information we need from each 
member company.

PROMOTIONS
Auction industry survey coming from NAA

EDUCATION
EI Trustees announce 
2022-2023 selections

DAY ON THE HILL
APRIL 26-27
AUCTIONEERS.ORG/DAYONTHEHILL

Register!

Vice Chair 
Erik Rasmus, CAI, 
AMM

Trustee 
Carol Miller, CAI, 
BAS

Chair 
T. Kyle Swicegood, 
CAI, BAS, GPPA

Trustee 
Billie Jo Schultz, 
CAI, AMM

www.auctioneers.org
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How long have you been at the NAA? 
4.5 years
 

What hobbies do you like to do in your 
spare time?  

Traveling, spin classes, exploring KC —and 
other cities—to experience new restaurants, 
bars, museums, parks, art studios, shows and 
whatever the city has to offer!

What’s a fun fact about you? 
I lived in Las Vegas before moving back to 

KC. In Vegas I learned how to fly trapeze.
 

What would you like members to know 
about what you do? 

From meeting planning to strategic 
partnerships with our solution providers, 
providing creative, engaging and meaningful 
experiences/opportunities is the core of my 
position and decisions. Never hesitate to give 
me a shout with ideas, feedback, or questions. 
It’s always great to hear from our members!  

 
What do you love about auctions? 

The fast paced and energetic atmosphere 
along with the variety depending on the type 
of auction—always a different experience!

  
What do you love about working with NAA 
vendors? 

Learning about all of the different areas of 
the industry and the varying backgrounds of 
our membership. It amazes me how much this 
group is willing to help one another —AHA— 
and not view each other as competition.

Meet the NAA staff: Meetings Department

Joyce Peterson
Meetings Manager

Adam Kenne
Sales and Trade Show Manager

New department alert! The newly formed meetings department is set to create great events!

Jennifer Vossman
Programs Administrator

How long have you been at the NAA? 
I started working for NAA in March 

2021 part-time, to help with C&S, and then 
transitioned full-time into the accounting 
department.

 
What hobbies do you like to do in your 
spare time?  

I love puzzles, kayaking, shooting guns, the 
outdoors and wine tasting.
What’s a fun fact about you? 

I am a sea turtle lover from my scuba diving 
experiences.

 
What would you like members to know 
about what you do? 

I am available if you need help registering 
for an event, paying your dues, updating your 
membership information or to just say, Hi!

 
What do you love about auctions? 

I love watching the auctioneer's energetic 
personalities come alive!

  
What do you love about working with NAA 
members? 

Everyone has a story!

How long have you been at the NAA? 
21 years. I KNOW! I was only 16 when I 

started. ;)
 

What hobbies do you like to do in your 
spare time?  

Play cards, yoga, and when the weather is 
fair, hiking, walking and gardening.

What’s a fun fact about you? 
I start decorating my home for Christmas 

the day after Halloween.
 

What would you like members to know 
about what you do? 

When planning future meetings, we really 
do use the post-event survey data to make 
future improvements. We listen and we care.

 
What do you love about auctions? 

The excitement of the bidding process.
  

What do you love about working with NAA 
members? 

I love hearing about their life stories, 
whether it be personal, professional, or both.
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Oklahoma
The Oklahoma State Auctioneers 

Association held its event Feb. 10-13, 2022, in 
Oklahoma City, Oklahoma. 

Election Results:
• Zach Vierheller
• JB Robison Jr.
• President - Matt Sandmann,
• Rick Miller
• Dennis Huggins

Competition Results
• Rookie Champion - Kyle Kilgore
• Ringman Champion - Matt Sandmann
• Pro Champion - Josh Phelps

News

State Watch

Montana
The Montana Auctioneers Association held its 

annual convention in Lewistown, Montana, Jan. 
28-29, 2022. Featured speakers included John 
Schultz, AMM, Billie Jo Schultz, CAI, AMM, and 
Nick Bennett, CAI, AMM, BAS. Jayson Shobe 
was inducted into the Montana Hall of Fame. 
Attendees also enjoyed a tour of the Lewistown 
Livestock Auction, owned by Kyle Shobe.

Election results:
• President - Nick Bennett, CAI, AMM, 

BAS
• Vice President - Wade Affleck
• Treasurer - Merton Musser, CAI, 

AARE, BAS
• Director - Blaine Ophus
• Director - Cole Morrison 
• Director - Tucker Markovich

Competition results:
• Rookie Champion - Colton Young
• 2nd Runner Up -Brian Young
• 1st Runner Up - Jeff Jedlicka
• 2022 Champ - Myron Yoder

Clockwise from top left: Oklahoma State Auctioneers Association Board of Directors;  
Ringman Reserve Champion Jennifer Queen and Champion Matt Sandman; Rookie 
Champion Kyle Kilgore and Reserve Rookie Champion Zack Gadberry; and Champion 
Josh Phelps and Reserve Champion Dennis Huggins.

Clockwise from top left: Hall of Fame Inductee Jayson Shobe; Bid Calling Champion 
Myron Yoder; Rookie Champion Colton Young; and the Lewistown Livestock Auction.

www.auctioneers.org
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Michigan
The MAA Annual Conference was 

held Jan. 26-28, 2022 in Mt. Pleasant, 
Michigan. Kenny Lindsay was inducted 
into the Hall of Fame.

Election Results: 
• President - Jordan Miedema
• Vice President - Noah Smith
• Chairman of the Board - Brad 

Stoecker
• Secretary/Treasurer - Lynnae 

Osborne
• Director -Jason Clark
• Director - Mathias Donat
• Director - Sid Michael
• Director - Jeremy Miedema
• Director - Tim Tobey Competition Results: 

• Michigan Auctioneer Champion: 
Jordan Miedema

• Michigan Ringman Champion: 
Mathias Donat

From left: Hall of Fame Inductee Kenny Lindsay, Auctioneer Champion Jordan Miedema, 
and Ringman Champion Mathias Donat.

Kentucky
The Kentucky Auctioneers Association 

held its event Jan 20-23, 2022, in Lexington, 
Kentucky. Danny Irvin was awarded the 
Lifetime Achievement Award. Hall of Fame 
inductees were Steve Cherry and Rick Wardlow.

Election Results:
• President - Davin Smith
• Vice-President - Willie Baker
• President Elect - Geral Wells
• Immediate Past President - John 

Wayne Kessler
• Director - Caitlin Wardlow 
• Director - Lloyd Ferguson
• Director - Tyler Mounce
• Director - David Asher
• Director - George Coomer
• Director - Will Gregory
• Director - Alex Popplewell
• Director - Wayne Long

Competition Results:
• Ringman - Alex Popplewell
• Apprentice - Joshua Jasper
• Pro - Seth Hembree
• Champion of Champions - Jeff Geralds 

Clockwise from top left: Hall of 
Fame Inductees Steve Cherry and Rick 
Wardlow; Pro Champion Seth Hebree; 
Champion of Champions Jeff Geralds; 
Ringman Champion Alex Popplewell 
and Reserve Champion Dustin Mallory; 
Apprentice Champion Joshua Jasper,  
and Reserve Champion Hunter Ashley.
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News

State Watch

Submit news: auctioneers.org/statenews

Maryland
The Auctioneers Association of Maryland 

(AAM) held its annual conference and bid 
calling contest in Ocean City, Maryland on 
January 21-22, 2022.  The Maryland Association 
also was host to the first annual Mid Atlantic Bid 
Calling Championship which included a field 
of 15 auctioneers from Maryland, Pennsylvania, 
Delaware, Virginia and West Virginia.

Competition results:
• Maryland Champion: Jason Farrell
• Maryland second place: Zachary 

Younker
• Maryland third place: Benjamin Roes
• Mid-Atlantic Champion: Linford Berry
• Mid-Atlantic second place: Jason 

Farrell
• Mid-Atlantic third place: Katelyn 

Callahan

Virginia
The Virginia Auctioneers Association held 

its annnual convention Jan. 14-15, 2022, in 
Roanoke, Virginia. Barry Cole was inducted 
innto the hall of fame. Grover “Tony” Wilson, 
CAI, AARE, AMM, CES, was awarded 
Virginia Auctioneer of the Year.

Election results:
• Josh Puffenbarger, CAI, President
• Billy Dixon, Vice President
• Kathy Woodcock, AARE, AMM, CES, 

Treasurer
• Stephen LaRaviere
• Cody Manspile

Competition results: 
• VAA Champion: Cody Manspile
• VAA Rookie: Marcus Showalter
• VAA Ringman: Marcus Showalter

Kansas
The Kansas Winter Convention was held on 

Jan. 15, 2022, with fun auction, rookie contest, 
awards, and board election.

Awards included: Robert McBride, Hall 
of Fame; David Johnson, Award of Support; 
Braden McCurdy, Award of Distinction; Alex 
Miller, New Auctioneer Scholarship recipient.

Election results:
• Jason Schneider - Vice President
• Yve Rojas - Director
• John Kisner - Director
• Isaac Klingman - Director

They join: 
• Braden McCurdy - President
• Titus Yutzy - President-Elect
• Tom Lindsay - Chairman of the Board
• Ross Daniels - Director
• Josh Miller - Director
• Nathan Glessner - Director
• Arlin Eicher - Director

Competition Results
• Rookie Contest - Alex Miller

Above from top: Award of Distinction 
recipient, Braden McCurdy; Award of  
Support recipient, David Johnson; and 
Hall of Fame Inductee Robert Mcbride.

Nebraska
The Nebraska Auctioneers Association 

conducted their annual Mid-Winter Real 
Estate Class and Seminar on Jan. 22, 2022. 

Presenters included Dede Mau, Paul 
Gibson, Tim Keigher, Randy Ruhter, Miles 
Marshall, and Regina Andrijeski. 

www.auctioneers.org
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Hundreds of auctioneers
have enjoyed the always reliable, SM5 sound

system from Basinger.

Call or Text Rich today
He’s here to help

Packages starting at

SM-5 by Sound Projections

Built-in Bluetooth Player

Up to 2 Wireless Built-In

Full Range Speaker System

Hand-Built in the USA

Georgia
The Georgia Auctioneers Association held 

its event Jan. 30, 2022, in Rome, Georgia.

Election Results:
• John McMurtry
• Rick Sammons
• Taylor Osborn
• Tim Yoder
• Joe Dempsey
• JT Rowell
• Joe Lanier
• Bo Benton
• George Franco
• Elton Baldy

Competition Results:
• Rookie Champion: Kevin Brooks
• Pro Champion: Chris Pinard
• Ringman Champion: Taylor Osborn Clockwise from top left: Georgia Auctioneers Association Board of Directors; 

Rookie Champion Kevin Brooks; Ringman Champion Taylor Osborn; and Pro 
Champion Chris Pinard.

To be the Best
Learn From the Best.

Launch Your Auction Career Today!
Tuition: $1,995 All sessions are 10 days

(260) 927-1234

ReppertSchool.com

Interaction with over 30 instructors per session

Learn cutting edge auction technology

Class sizes less than 50 students

http://portablesound.com
http://reppertschool.com
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The most important legal matter to address is to 
implement and use good contracts in the auction 
business. The key contracts include both the 

auction contract and the bidder’s registration agreement. 
In order to have good contracts, auctioneers should 
work with an experienced auction law attorney to 
prepare the contracts, review them periodically, and 
make any necessary adjustments. 

The second important legal matter to address is to 
secure a proper liability insurance to be available in the 
event of a claim. 

The third important legal matter to address is to make 
sure you know what you are selling and to follow the 
best practices in the industry.

The auction contract
A good auction contract will establish the terms of 

the relationship between the seller and the auctioneer. 
This is such an important document that several states 
have laws requiring a written auction contract. It should 
clearly state key terms such as what the auctioneer 
is authorized to sell, when the auction will be held, 
whether there is a reserve on any of the lots, and 
what compensation will be paid to the auctioneer. An 
auctioneer should have a written contract with every 
seller in order to protect himself or herself, even when it 
is not required. The contract should be written in plain 
English to make it as understandable as possible. 

If the auctioneer intends to charge a buyer’s premium, 
the auction contract must specifically authorize the 
auctioneer to charge a buyer’s premium. It should also 
state the specific percentage the buyer’s premium will be. 
The auction contract should also be clear that the buyer’s 
premium is to be paid to the auctioneer. If the contract 
is not clear about these items, the auctioneer should 
be surprised to learn that he/she was not permitted to 
charge the premium, charged a premium that is too 
high, or that the funds must be paid to the seller.

Other key terms relate to the duties and obligations 
of the seller and auctioneer. The following issues should 
be clarified in the contract: (1) what are the auctioneer’s 
responsibilities; (2) is the auctioneer inspecting, 
cleaning, or grading the lots; (3) will the auctioneer be 
responsible for picking up, transporting, or delivering 
the lots; (4) what are the seller’s responsibilities; (5) is 
the seller or auctioneer required to insure the goods or 
real estate to protect the lots from damage; and, (6) if 

the seller is making any representations and warranties 
regarding the lots.

Other miscellaneous terms that should be included 
in the auction contract relate to the following: (1) what 
are the acceptable methods of payment (i.e., are checks 
and credit allowed); (2) who is responsible for damage 
to the property; (3) what law governs; (4) how or 
where will disputes be resolved; (5) will the auctioneer 
be reimbursed for expenses; and, (6) in the event of a 
breach, what damages are recoverable. 

The bidder’s registration agreement
In addition to the auction contract, auctioneers 

should carefully consider and prepare the terms of the 
sales contract. The sales contract is the final contract 
between the seller and the buyer. It covers the terms 
of the auction and the sale of lots to a buyer. A key 
document which helps establish the terms of the sale is 
what we refer to as the bidder registration agreement. 
This is another document that auctioneers should 
use to protect themselves. Auctioneers should use 
the registration agreement to establish the terms and 
conditions of the sale. By executing the registration 
agreement, the bidder accepts the terms and conditions 
of the sale and agrees to be bound by them. The 
terms should supplement and complement any terms 
announced by the auctioneer prior to the sale. These 
terms should be drafted in a manner to help protect the 
auctioneer and his or her business.

The registration contract could include such 
provisions addressing the following matters: (1) are any 
deposits required; (2) what are the acceptable form of 
payment; (3) what is the bidding method; (4) how will 
bidding errors be resolved; (5) what are the terms for 
payment; (6) what are the payment terms; (7) is there 
a buyer’s premium; (8) disclaimers of warranties; (9) 
dispute resolution procedures; (10) governing law; and, 
(11) other provisions.

Insurance
Auctioneers should also secure excellent liability 

insurance coverages. Insurance will help with claims in 
two primary ways. First, it will pay for an attorney to 
help defend the claim. Second, it helps shift the risk of a 
loss from the auctioneer or the business to the insurance 
company (unless there is an applicable exclusion). There 
are two primary types of policies auctioneers should 

Kurt Bachman 
Attorney and licensed
auctioneer from
LaGrange, Indiana

Business Practices

Reducing liability

INSIGHTS

Question: What are the most important legal issues for an auctioneer to address to reduce 
the likelihood of liability?

www.auctioneers.org
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Licensed in all 50 states
Member, 

National Auctioneers Association

BONDS&INSURANCE
THE COVERAGE YOU NEED:

w Liability Insurance w
w Property Coverage w

w Cyber Liability Coverage w     
w Consignment Property w
w Errors and Omissions w

w Employment Practices Liability w

w Bonds to support your License w
w Bankruptcy Court Auctioneer Bonds w

We can place coverage in as little as 3 days

877-376-8676
Press 2 for Bonds or email bonds@ermunro.com

Press 157 for Insurance or email gmagnus@ermunro.com

WWW.ERMUNRO.COM

consider acquiring. The first type of policy that every 
business should have is a general commercial liability 
policy. It helps protect your business from claims that 
it caused: (1) bodily injury to someone else (slips and 
falls); and, (2) property damage to another person’s 
belongings. The second type of policy that auctioneers 
should consider is a professional liability insurance policy. 
A professional liability insurance helps cover lawsuits 
claiming that you made a mistake in the services you 
provided. This type of insurance is also known as errors 
and omissions (E&O) insurance. This type of insurance 
helps an auctioneer pay for expenses that can come up 
where someone alleges that an auctioneer negligently 
performed his or her professional duties. 

Other types of insurance may also be required or 
important to consider. This could include, for example, 
commercial property insurance, worker’s compensation 
insurance, or commercial crime insurance. It is 
important to speak to an experienced commercial 
insurance broker familiar with the auction method of 
marketing for insurance advice tailored to your unique 
circumstance. A broker would be able to discuss and 
recommend the appropriate types of insurance and the 
appropriate amounts for the insurance.

In conclusion, auctioneers should strive to 
minimize their liability and risk by working with an 
experienced auction law attorney to prepare and review 
the contracts, particularly the auction contract and 

the bidder’s registration agreement, and by having 
appropriate insurance coverages. We will discuss 
knowing what you sell and following best practices in a 
future article. v

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.

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

http://ermunro.com
mailto:krbachman@beersmallers.com
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campaign of the year

Platinum 
Winners

Steve Bruere
Peoples Company

Garst Absolute 
Farmland Auction

Krista Shuman
Hall & Hall

Rex D. Schrader, II
Schrader Real Estate & 

Auction Co.

campaign of the year Runner Up

campaign of the year second Runner Up

Braden McCurdy
McCurdy Real Estate & Auctions

www.auctioneers.org
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Anthony Kaufman
Kaufman Realty & Auctions

Behind the Scenes Jeff Martin
Jeff Martin Auctioneers

Auction Team

photography

Sheri Manley
Weeks Auction Group

Behind the Scenes

Rick Brock
McCurdy Real Estate & Auctions

Real Estate

Best in 
show

Gregg Pickens
Metzger Property Services

Auctioneer in Action

Jeff Martin
Jeff Martin Auctioneers

Fun at Auction

newspaper/magazine ads

Phillip K. Brown
Trophy Properties and Auction

Phillip K. Brown
Trophy Properties and Auction

J. Craig King
J.P. King



Postcards

Beth Rose
Beth Rose Real Estate & 

Auctions

Justin Manning
J.J. Manning Auctioneers

Steve Bruere
Peoples Company

Jeff Martin
Jeff Martin Auctioneers

Justin Manning
J.J. Manning Auctioneers

Megan McCurdy Niedens
McCurdy Real Estate & Auctions

Tim Keller
H.K. Keller

Jerry Ehle
Schrader Real Estate & 

Auction Co.

Beth Rose
Beth Rose Real Estate & 

Auctions

Best in 
show

radio ads

Ruth Rowe Campbell
Rowe Realty Auctions & Appraisal

DigginForDeals.com

View the full list of all Platinum, Gold and Honorable Mention 
winners at auctioneers.org.

Best in 
show



Videos

Jeff Cates
Cates Auction & Realty Co

Best in 
show

Anthony Kaufman
Kaufman Realty & Auctions

Mark Manley
Weeks Auction Group
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Rick Brock
McCurdy Real Estate & 

Auctions

Tim Keller
H.K. Keller

Jay Cash
James R. Cash II Auctions & 

Real Estate

J. Craig King
J.P King

brochures & Catalogs

Brent Wellings
Schrader Real Estate & 

Auction Co.
Steve Bruere

Peoples Company

Brent Wellings
Schrader Real Estate & 

Auction Co.

Austin Booker
Booker Auction

Anthony Kaufman 
Kaufman Realty & Auctions

www.auctioneers.org
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Krista Shuman
Hall & Hall

Jeff Martin
Jeff Martin Auctioneers

(two awards, one solid, one
cut-out version)

Jeff Cates
Cates Auction & Realty Co

Jason Miller
Kaufman Realty & Auctions

Krista Shuman
Hall & Hall

J. Craig King
J.P King

Jeff Martin
Jeff Martin Auctioneers

Best in 
show

Megan McCurdy Niedens
McCurdy Real Estate & Auctions

social media campaign

Rick Brock
McCurdy Real Estate & Auctions
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social media presence

Company promotions

Freddie Silveria
FSA AuctionsLonny McCurdy

McCurdy Real Estate & Auctions

Behind the
Scenes Videos

Created 60 second post auction Behind
the Scenes videos using the photographer
hired. These videos were a huge marketing
technique that made FSA stand out and
show an interesting perspective never
seen before with virtual benefit auctions.

*Double click video to left to watch now or scan QR code
*More example videos listed in additional resources

18

Rick Brock
McCurdy Real Estate & Auctions

Megan McCurdy Niedens
McCurdy Real Estate & Auctions

Braden McCurdy
McCurdy Real Estate & Auctions

websites

Jeff Cates
Cates Auction & Realty Co

RetreatSedalia.com

Beth Rose
Beth Rose Real Estate & Auctions

Braden McCurdy
McCurdy Real Estate & 
Auctions

Best in 
show

Best in 
show

www.auctioneers.org


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

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

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

RegionAl
nAtionAl

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

NAA MeMBeRS 

SAVe 30%

3.7MM have a HHI of $100,000+

1.2 MM have a net worth of $1 million+

20% are online auction purchasers

1.6MM own real estate in addition to  
primary residence

MiDweSt ciRculAtion
334,000

South 
ciRculAtion
402,000

eASt
ciRculAtion
426,000

weSt  
ciRculAtion
462,000

30% oFF  
NAA MeMBeRS
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Keynote Speaker

F L I P  T H E  S W I T C H

C O A C H  M I C H E A L  B U R T
Based on Coach Micheal Burt’s forthcoming book, this 
former championship women’s basketball coach and 
coach to some of the top auctioneers in the country 
will activate a drive deep inside of you he refers to as 
“prey drive.” This is an instinct to see something with 
the eyes or in the mind and have the persistence and 
intensity to pursue it. Coach Burt, the leading authority 
in the world, will find the activator that opens your 
mind to new possibility and expands you in new ways 
that can be a game changer for you. Combining his 
deep intensity, contagious confidence, and unique 
methodology Coach Burt will challenge you to think, 
go deeper in your hopes and dreams, and to play at 
a higher level. Coach Burt believes “Everybody needs 
a coach in life.” Get ready to be coached like never 
before.

www.auctioneers.org
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Tuesday
2 - 6 p.m. Registration  
2 - 5 p.m. Tech Central
5:30 - 7:30 p.m. Welcome Party 
  
Wednesday
8 a.m. - 4 p.m. Registration
8 a.m. - 5 p.m. Tech Central
9 - 10 a.m. First Timers Orientation 
9 - 10 a.m. Coffee and Conversation 
10 a.m. - 12 p.m. LYSC Brunch/Auction 
10 a.m. - 12 p.m. Managing & Retaining Employees

10 a.m. - 12 p.m. Search Engine Optimization
10 a.m. - 12 p.m. TikTok & Video Marketing  

10 a.m. - 12 p.m. NextGen “Teen” Workshop 

10 a.m. - 5 p.m. Trade Show 
11 - 11:45 a.m. Meet the Candidates 
12 - 1 p.m. Benefit Auction Summit Lunch

1 - 2:30 p.m. General Session | Keynote
3 - 4 p.m. Town Hall 
3 - 4 p.m. The Age of the Influencer
3 - 4 p.m. Commercial, Yellow Iron, 
 Equipment Trends 
3 - 4 p.m. IAC Champs Interview Coaching  

 Workshop
4 - 4:30 p.m. IJAC Orientation 
5 - 6:30 p.m. International Jr. Auctioneer 

Championship Town and Country Ballroom

Thursday
7 - 8 a.m. CAI Celebration Breakfast 
7:30 - 9:30 a.m. Election Information Desk 
8 a.m. - 5 p.m. Registration 
8:30 - 10:30 a.m. NAA and The Foundation Annual  

 Business Meetings 
10:30 a.m. - 5 p.m. Trade Show 
11:30 a.m. - 1 p.m. Women Auction Pros Lunch
11:30 a.m. - 1 p.m. El Trustees Lunch 
1 - 2 p.m. Econominc Trends in Real 
Estate  
1 - 2 p.m. Marketing Firearms 
1 - 2 p.m. Marketing Your Business Value

2:30 - 4:30 p.m. Lead Magnets & Digital Marketing

2:30 - 4:30 p.m. The Future of Real Estate
2:30 - 4:30 p.m. Marketing, Branding & 
 Getting Hired
6 - 9 p.m. President’s Gala/HOF 
 Awards Banquet
8:30 - 9:30 p.m. Presidential/HOF Reception 

Friday
7:30 - 9:30 a.m. NAF BOD Meeting (Private Event)

8 a.m. - 12 p.m. Registration 
8 a.m. - 4 p.m. NAA Information Booth 
8 a.m. - 5 p.m. International Auctioneer 
 Championship
9 a.m. - 12 p.m. Trade Show 
9 - 10 a.m. Psychology of Marketing 
9 - 10 a.m. Building Client Retention
9 - 10 a.m. NALLOA: My 10 Years as an  

 Expert Witness 
10:30 - 11:30 a.m. Auctioning When it’s too Slow 

 for the Market
10:30 - 11:30 a.m. Sponsorship Opportunities in   

 Fundraising 
10:30 - 11:30 a.m. Advanced Auction Technology:  

 NFTs & the Metaverse  

12:00 - 1 p.m. Presidents Lunch 
12:00 - 1 p.m. LYSC PP/HOF Lunch 
1 - 2 p.m. Multi-par Auctions 
1 - 2 p.m. Gamification in Fundraising 

1 - 2 p.m. TBD 
2 - 4 p.m. NAA Hall of Fame Committee

2 - 4 p.m. Legacy Youth Scholarship   

 Committee 
2:30 - 3:30 p.m. Great Ideas in Marketing   

 Management  
2:30 - 3:30 p.m. Great Ideas in Real Estate  

2:30 - 3:30 p.m. Great Ideas in Personal &   

 Commercial Assets
6 - 9 p.m. IJAC and IAC: Finals 

Saturday
8:30 - 9:30 a.m. IAC Breakfast of Champions 

10 - 11 a.m. The Don Shearer Children’s   

 Auction

 Preliminary Schedule
(subject to change)

Register at 
CONFERENCEANDSHOW.COM
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Back to bloomington
For the Certified Auctioneers Institute 

Class of 2022, getting to the steps at Indiana 
University in Bloomington, Indiana, was 
an adventure. What is typically a three-year 
intensive auction business program turned into 
four years and a delayed and virtual year two. 
The Class of 2022 began in March 2019 on the 
traditional campus in Bloomington. However, 
when the pandemic hit only weeks before CAI 
in 2020, the NAA Board made the very difficult 
decision to cancel CAI that year, meaning the 
Class of 2021 then became the Class of 2022. In 
2021, with the pandemic still making in-person 
meetings extremely difficult, CAI was held 
virtually for the first time. But everyone was 
ready to get back to Bloomington.

Fortunately, 2022 was the year to bring it 
all back and the NAA congratulates the CAI 
Class of 2022 on your accomplishments, your 
perseverance and your dedication. You’ve truly 
had a unique CAI experience. 

In addition, Class II was supposed to begin 
their journey in 2020, but instead started in 

2021 virtually and this year was their first time 
stepping into Bloomington.

In all, NAA welcomed more than 90 
learners back to the hallowed halls of Indiana 
University for the highest designation 
offered by NAA. In addition to the annual 
presentation of business plans and proposals, 
Class II’s hybrid benefit auction project raised 
more than $70,000, including $28,000 for the 
National Auctioneers Foundation.

The reviews for CAI continue to be industry 
leading, and the networks formed at the annual, 
three-year program are second to none. 

Important Dates:
CAI 2023: March 27-31

And for the 707 CAI 
designation holders—2023 
will also be a CAI Next year! 
Don’t miss it!

CAI Class III

www.auctioneers.org
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CAI Class I

CAI Class II

Willie Baker, CAI, AMM, was awarded 
the Pat Massart Leadership Award 
(voted by Class III).

Zach Johnson received the Pat Massart 
Award for Best Auction Proposal.

Loren Beachy received the Rose Award 
for Best Business Plan.

CAI award 
recipients
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Aging Americans are seeking out move 
managers to assist them in big life 
changes —auctioneers could fill that role

Roughly 10,000 people turn 65 every 
day. Baby Boomers, comprising roughly 
40 percent of the population in the U.S., 
are aging into their golden years, and just 
as they’ve been the catalyst for a variety of 
trends throughout their lives, they’re driving 
multi-billion-dollar growth in the move 
management industry, and it could impact 
auctioneers in a positive way.

Jennifer Picket, associated executive 
director of the National Association of 

COMMUNITIES OF PRACTICE

Booming moves
Aging Americans are seeking out move managers to assist 

them in big life changes—auctioneers could fill that role

www.auctioneers.org
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Senior & Specialty Move Managers, describes 
move management as assisting families with the 
emotional and physical aspects of relocation. 

“Making a move at any age is difficult and 
stressful,” Picket said. “Recognizing and managing 
the stress of relocating older adults is the hallmark 
of the National Association of Senior and Specialty 
Move Managers.”

Getting into this industry requires a “profound 
commitment to connecting with older adults and 
a desire to perform meaningful work,” Picket said. 
But the people dipping their toes into this industry 
come from a variety of specialties, as their 
backgrounds include social work, psychology, 
gerontology, nursing, real estate, estate planning 
and even auctioneering.

Any auctioneer with experience helping 
families sell estates can attest to the emotional toll 
the process can take on a family, most of whom 
are experiencing a big life change, whether it’s 
handling the assets of a deceased loved one or 
helping a parent or grandparent downsize and 
move, in some cases to an assisted care facility. 

“If illness or death precipitates the move,” 
Picket said, “the family is likely already drained, 
both emotionally and physically. They need 
help. Senior move managers have the abilities 
to fill these gaps an facilitate the transition for 
everyone involved.”

Picket said around 60 percent of seniors say 
they have more things than they need. Almost 30 
percent of them acknowledge they’ve been told 
they need to downsize and around 75 percent say 
the number of things they own has made them 
somewhat or very reluctant to move. This is where 
auctioneers can use their abilities to jump in and 
help out while creating a new revenue stream.

If you’re thinking about adding move 
management to your list of qualifications, 
consider the many areas this applies. Picket said 
the business models include estate sales/auctions, 

professional organizers, real estate, home stagers, home health care, 
elder law and interior design, among others.

Senior move management professionals often find themselves in 
a position to help clients develop an overall move strategy, which 
could involve organizing, sorting and downsizing possessions. They 
even assist clients in organizing photographs. Auctioneers are already 
professionals at one major component of move management in that 
they arrange for the profitable disposal of unwanted items. 

However, auctioneers looking to expand into more move 
management services can also get involved in interviewing, scheduling 
and overseeing movers, arranging shipments or storage, offer 
professional packing services or supervise the packing and help clients 
unpack and settle into a new living arrangement. 

Auctioneers can also step outside of their usual auction zone 
and provide a variety of services for seniors, such as waste removal, 
shopping, senior escort services, assist with selecting a realtor or prepare 
a home to be placed on the market.

And while the industry is called “senior move management,” not all 
professionals in this field assist with helping seniors relocate. Rather, 
they provide services related to “aging in place,” which could involve 
organizing and decluttering the household so it’s easier for the senior(s) 
to manage. Home safety and home modifications are also areas where 
seniors need assistance and could be a revenue stream for auctioneers 
looking to branch out. 

For auctioneers not already involved in real estate or managing estate 
sales, potential clients can come from a variety of sources. Having 
resources at funeral homes, churches, adult day care and senior centers 
are great sources. Hospital and rehabilitation discharge planners, elder 
law attorneys, non-medical home health agencies and aging life care 
professionals can also be sources for clients. v

This article was excerpted from a 2021 Digital Marketing Summit 
session. The full session is free on demand at pathlms.com/naa.
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Create better print marketing
Take your brochures and catalogs to the next level with a few simple ideas

Digital marketing has solidified its place 
in the world; but, if there's anything our 
annual Marketing Competition tells us, 

it’s that print marketing is still very much alive 
and well in the auction industry.

Every year our biggest category for 
submissions is by far brochures and catalogs. 
We pile stacks and stacks of them along our 

ridiculously large board room table and put 
the judges through their paces scoring each 
and every one.

Each entry for brochures and catalogs 
is scored against 13 criteria. After years of 
watching judges and tallying scores, we’ve 
amassed a few tips for reaching that coveted 
platinum award level.

Fonts
Fonts are a big deal. Like, a really big deal. 

Pull out a piece of print marketing you’ve sent 
out. How many different fonts are there? If 
there’s more than two, you’re doing something 
wrong. All you need to effectively market an 
auction is two fonts. Really! These fonts should 
be complementary but contrasting. Think of 

COMMUNITIES OF PRACTICE

www.auctioneers.org
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St. Jude patient 
Riku

Bring your 
passion to 

our mission.

Join us in our lifesaving 
mission: Finding cures.

Saving children.®
Volunteer or create a 

fundraiser for kids like 
Riku at stjude.org/naa.

©2019 ALSAC/St. Jude Children’s Research Hospital (42267)

a scripty font with a bold sans serif font, or a serif body copy with a 
blocky headline. Pick fonts based on the feeling you want to evoke 
in the person looking at your marketing. Do you want them to take 
this auction very seriously? Use a classic or traditional font. Do you 
want them to feel that it’s more fun and collectible? Use a retro or 
modern font. Is the auction very nostalgic? Use a font that resembles 
the period from which you are selling. But let those stand-out fonts 
be the only font that stands out. Your secondary font should be easy 
to read but not jump out at the viewer.  

Think about standardizing your font sizes as well. This is ultimately 
part of your brand. What size is your body copy? Make it consistent 
throughout the whole piece. What size is your headline? Your 
secondary headlines? Think of it like website design with your H1, 
H2, H3 styles built in. Having all different sizes of text makes your 
design muddy.

Font placement is also important. Placing a font directly over a 
photo is only a good idea if it's a very blocky, bold font. Otherwise 
it will get lost. If you do need to place text over a photo, try adding 
a box underneath to give the font something to stand out against. 
Always  consider whether text absolutely needs to be on a photo or if 
you could put it elsewhere. Photos are showing off your product and 
the last thing you want to do is detract from the product.

We also need to talk about shadows. For text, shadows are a last 
resort. If you've tried everything else and still need 
to make text stand out against the background, add 
a shadow that is only bold enough to accomplish 
the goal, not make the font harder to read or 
“vibrate” to the eye. 

In the end, you want your text to enhance the 
marketing, not make it too busy. Really break it down 
to what absolutely needs to be said, and also consider 
what you could lead the reader to on your website. 
For instance, do you need to physically list every 
item in a huge farm auction, or can you stick to the 
most sought-after and send people to your website 
for more? If they’re hooked by what you do tell them 
about in print, they’re highly likely to follow through 
and go to your website. Especially if you’re dealing 
with repeat buyers, train them in how you want them 
to consume the information.

Finally, if you are an auctioneer who specializes 
in one thing, like real estate, try choosing fonts that 
represent your brand instead of the item. If you have 
repeat customers, they can easily recognize your 
marketing simply because of the fonts you use. 

Graphics
Professional marketing should never, for any reason, 

include photos and graphics that are not hi-resolution. 
Are your images pixelated? They’re probably too small. 
For print, photos and graphics need to be 300dpi, which 
means what appears to be a large photo at 72dpi, might 
not be so large when it’s converted to hi-resolution.

Clear and crisp graphics and photos show your 
viewers that not only are the products high-quality, but 
so is your business. 

In general, you can let your photos tell the story. 
But be sure of the story you want to tell. Are you 
selling a ton of collectibles and you want to include 
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them all in one four-page brochure? Give the 
pages some structure and order, otherwise 
all the hard work of taking the photos and 
putting them in the marketing could be lost 
when someone is too overwhelmed to know 
where to start. If there is no order, they might 
not start looking at all.

Design and layout
You’ll see in this year’s Marketing 

Competition platinum winners that the best 
designs are simple designs. Design is not about 
getting as much information as possible onto 
a few pages. Design is about guiding your 
viewer through a story. Pick up that piece of 
marketing you pulled out earlier. What is the 
first thing your eyes see? That should be the 
most important piece of information you want 
them to gain at first glance. Is it? 

Grabbing attention is half the battle 
in marketing. Your story begins with the 
first thing the eyes see. Is it a beautiful or 
memorable photo? Is it the word auction big 
and bold? Is it a font that conveys the nostalgia 
or feel of the auction items? This is the element 
of your design that demands someone view it. 
To use a fishing analogy, this is the lure. Bright 
and shiny on the line.

But what if nothing stands out? What if your 
eyes don’t know where to go? Then your viewer 
will be overwhelmed and will likely not engage 
with your marketing materials. 

Once you have your audience’s attention, 
you really need to start telling the story. What 
do you want to tell them first? This is a prime 
opportunity to tell viewers what is so special 
about the item(s) you are selling. But keep it 
brief. This is your first bite. 

Now, you want to keep their attention. 
Where can their eyes go next for even more 
information? If they’re still looking at your 
marketing they like what they’ve seen so far. 
This is the opportunity to give them more details 
about the item(s) for sale and the auction itself. 
Don’t go full-on terms and conditions just yet 
but make sure they know the most important 
legal items. Again, keep it brief. They know the 
bait is tasty now, and worth the bite.

Once you’ve given all the relevant 
information in brief form, the last step is to 
get them to take action. And many times you 
literally have to spell out what action you want 
them to take next. Do you want them to mark 
their calendar? Do you want them to go to your 
website to preview the auction? Do you want 
them to register to bid? Do you invite them to 
a physical preview/inspection? Do you want 

www.auctioneers.org


them to sign up for am email list? Whatever that action is, make it clear 
and leave it until the end. This is the hook to reel them in. 

In the grand scheme of layout and design, you want each page to tell a 
continuous story through text, photos, graphics, etc. You very literally want 
to think about taking their eyes from one part of the page to the next, and 
then on to the next page, and the next. One way to start this process is by 
making a list of all the information you want to put in a catalog or brochure. 
Cut out one-third of that information. Then, make a priority list from the 
most important on down. 

Think about what differentiates you from competitors outside the 
auction industry. It’s probably the word auction. Is that your top priority 
item? Could be. 

Think about what you personally care about as a consumer. Use that 
information to educate your list. 

Your list is also determined by the caliber of information you have. 
Do you have awesome photos? Feature them. Do you have purely 
informational photos? Play up the fonts and graphics.

Once you have selected the order of priority items, it’s time to lay them 
out in that order. But that does not just mean in page order, it means in 
order of how the eyes see them. 

When laying out print materials, one of the most important things 
to remember is to simplify. It’s not just messaging that needs to be 
simplified—it’s all the elements on the page. For example, if you pick up 
that marketing material again, do you have a photo with an overlaid 
box, and that box has a shadow? On top of that box is there colored 
text with a different colored outline and also a shadow under the text? 
It’s difficult to even explain in text, imagine your eyes looking at it. 

You do not need all of those elements. Make the font so it stands on 
its own, or make a simple element under it to add contrast. Don’t add 
six elements just because you can. Outlined letters can also look dated, 
so it’s just best to avoid them unless it’s a specific stylistic choice. 

Simple elements can be carried through designs to add 
repetition and cohesion to your entire marketing piece, or even 
your entire brand. 

Only add elements that enhance the story you are telling. Remove 
the ones that add nothing to the story. And, ensure that however many 
elements you have, they are complementary, not competing.

Now let’s talk about colors. We want you to hear very loud 
and clear that you do not need to use bright neon yellow in your 
marketing. When marketing competition judges see bright yellow, 
it tells them that you don’t know how to make elements stand out, 
so you just make them all bright. Garish yellow is doing nothing for 
your marketing but making it look outdated. 

You can go two ways with colors—choose colors that represent 
your brand, or choose colors that complement the marketing piece 
and the items being sold. If you choose brand colors, these need to 
be consistent across all your marketing platforms. If you choose to 
make colors match the auction items, just be sure that your logo and 
business branding still stand out prominently. After all, you want 
them to remember and recognize your name. 

Next we want you to think about space. No, not Jupiter and Saturn, 
and whatever is beyond that. Think about adding open space to your  
marketing. If you remember nothing else from this article, remember 

that you do not have to fill every available space with information. In 
fact, we highly discourage it. Leave space around the edges, leave space 
between elements. Make that space consistent. Running text too close to 
photos or other text is not eye-appealing. It is eye-discouraging. 

Along with this, consider alignment in everything you design or 
have designed. Elements that are misaligned are a definite eyesore and 
completely unneccesary!

Interaction
We’ve talked about giving your audience an action to take, but the last 

idea we want you to consider if the physical interaction with your piece 
of marketing. We do not take brochure and catalog submissions digitally 
because often, the paper itself is part of the appeal.

Some brochures and catalogs that come into our office for the 
Marketing Competition feature paper so soft, you can’t stop touching it. 
Others have interesting cut-outs, embossing or debossing. Talk to your 
printer to view all the options available. While they cost a bit more, they 
are a true level-up for your marketing game.

Your brochures and catalogs represent your business, but they also 
represent the auction industry as a whole. Making small changes 
to modernize your print marketing fights against stereotypes and 
increases the legitimacy of the auction industry and the auction 
method of marketing. v

 APRIL / MAY 2022      41



42      AUCTIONEERS.ORG

What sparked your interest in becoming 
an auction professional?

After the military I was using local auctions 
as a way to buy and sell items for supplemental 
income. The more I attended auctions the more 
I became interested in the process, and I found 
myself spending many hours at auctions. I 
quickly realized that the chant of an auctioneer 
was very similar to military cadence. The 
similarities of the chant combined with the fast-
paced environment made me feel at home. 

 
What road did you take to get there? 

I attended Nashville Auction School in 2012 
and served a two-year apprenticeship. I went 
on to open a local auction firm and conducted 
about 60 simulcast auctions in my first year. 
Over the next few years, I conducted weekly 
auctions while working 14–16 hour days trying 
to build our brand. Late in year 3, I was invited 
to the Tennessee Auctioneers Association 
(TAA) annual conference. The TAA conference 
truly changed the trajectory of my auction 
career. During conversations with other auction 
professionals, I realized there was a network 
of fellow professionals willing to assist and 
support me. Just a few short years later, I joined 
a thriving local auction company (Phillip 

Traylor Auctions & Land) and since then I have 
been a part of more than 100 auctions a year.    

Were there any challenges you faced? 
Many of the challenges I faced were self-

induced. When I first started in the auction 
business, I was reluctant to ask for help and 
wanted to do things my way.  

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

Yes, my initial perception was that the 
auction industry was a transactional business. It 
did not take me long to realize that the auction 
industry is a business built on relationships. 

 
Why do you love what you do? 

The reason I love the auction business 
is because no two days are the same. I get 
the honor to meet with people all over the 
country and help them put together a strategy 
to accomplish a goal. I treat each of these 
opportunities like I treated missions in the 
Marine Corps. There is nothing more important 
than accomplishing the mission at hand while 
protecting the people that have entrusted me. 

In the auction business it is very 
easy for me to relate my military 
training to each situation. The 
seller is a part of my team, their 
plan is our mission and together 
we create and execute a strategy to 
accomplish our mission. 

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

Auction professionals 
must continue to evolve, 
adapt, overcome and educate 
themselves. For our profession 

to stay relevant in the future they must track 
and identify consumer trends. If you have 30 
years in the industry and have always done 
things the same exact way, I would say you 
have 1 year of experience 30 times. Ultimately, 
you have to decide whether you want to stay 
comfortable or stay relevant. 

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

The NAA has provided me with the 
opportunity to connect with the most successful 
auctioneers in the world. The NAA continues to 
offer education that is relevant and techniques 
that help us provide better services to our clients. 

 
What do you love about this point in your 
career? 

At this point in my career I am thankful 
that I am positioned to help new auction 
entrepreneurs. There is no way I could have 
achieved what I have to this point without the 
help of so many other auction professionals. 
I love the fact that I am in a position to teach 
and mentor other auction professionals. 

 
You recently purchased Nashville Auction 
School along with NAA member Jason Deel. 
What do you hope to do with the school?

Jason and Natalie are perfect partners for 
Amanda and me at Nashville Auction School 
(NAS). Combined, our families have over 40 
years of service to this country and we want 
to bring that same dedication to service to the 
auction industry. As first generation auctioneers, 
this industry has welcomed us with open arms 
and provides for our families daily. As a father 
of six, I want this industry to continue to thrive 
and offer opportunities for all of our children. 
Our families made the decision to accept this 
opportunity at NAS to ensure we can have 
a direct impact on the future of the auction 
industry. We plan to continue the legacy of NAS 
while expanding the curriculum and staff. 

 
What are you looking forward to in 2022? 

2022 has already been an epic year and we 
are just through the first quarter. I am looking 
forward to expanding the VIP license renewal 
program at Nashville Auction School, continuing 
to provide strategic solutions to my clients and of 
course ... C&S in sunny San Diego.

For more information on Shane, visit 
ptauctionteam.com.

FACES OF NAA

Q&A
Shane McCarrell, CES

www.auctioneers.org
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 When and how did your business start? 
EDPS was started in the fall of 2003 in 

New Philadelphia, Ohio. I had spent the last 
few years working for GE Capital on the 
card issuing side of the businesses working 
with manufacture sponsored independent 
business owners. We did not do the bankcard 
processing, but we did get to see 

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

I saw a missing link in educational 
components of the industry. I believed and 
still believe that by educating business owners 
on how to best utilize this service and manage 
the expenses we would not only gain clients 
but keep them.

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

EDPS exists to challenge the status quo in the 
merchant processing industry and empower 
business owners through industry education. 

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

We love developing relationships, being 
a trusted resource and establishing a long-
term partnership with our clients. This is 
a marathon, not a sprint. Businesses need 
dependable, trusted, long-term service 
providers and EDPS thrives on delivering.

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

  We are excited about our new cash discount 
service called SimpFee. This is a completely 
compliant program designed to eliminate 
virtually all your monthly processing fees. 

 
What’s on the horizon?

We see the continued evolution of 
technology playing a key role in the payment 
processing space. The other big thing we are 
keeping our eyes on is cryptocurrency and 
how it will enter the commerce landscape. 
There are a lot of opinions on this topic, and 
we are just staying close to the developments 

and will be ready and able when and if it 
becomes reality.

How does the NAA help your business grow? 
We have been working with auctioneers 

throughout our 19-year existence. The 
business owners in this space are incredibly 
loyal and dedicated to their profession. 
We enjoy a special relationship with our 
auctioneer clients and look forward to meeting 
many more over the coming months.

Learn more at goedps.com.

Q&A
FACES OF NAA



44      AUCTIONEERS.ORG

Members

Daren Ray Anderson
Big D Auctions, Inc.
danderson@bigdauctions.com
bigdauctions.com 
Hartford, SD

Heather Boiten 
W Yoder Auction, LLC
info@yodersold.com
Wautoma, WI

Trae Dudley 
Dudley Resources  
traedudley@
 dudleyresources.com
dudleyresources.com
Henrico, VA

Kathleen Fadigan 
katfadigan@hotmail.com
Philadelphia, PA

Adrian Forder-McGee 
Asset Auctions Ltd 
adymac846@gmail.com
Nottinghamshire, UK

Cristen L. Gay 
Brannian Auction
shellcreekclerking@gmail.com
brannianauction.com 
Buffalo, WY

Kevin Lawrence Grabau 
Spring Valley Sales & Auction
klgrabau@gmail.com 
Preston, MN

Michael Grimm 
Poor Jellyfish 
michael@poorjellyfish.com
poorjellyfish.com 
Gasburg, VA

Troy Albin Henry 
B.R.A.D Software 
troy007henry@gmail.com
Foley, MN

Tom Lyons 
Coastal Downsizing 
info@coastaldownsizing.com
coastaldownsizing.com 
Chesapeake, VA

JD Miller 
Jeff Martin Auctioneers, Inc.
jd@jeffmartinauctioneers.com
Pelzer, SC

Zechariah James Owens
Brannian Auction
zecowens@yahoo.com
Buffalo, WY

Rylan Shea 
6S Auction Co.
6sauctionco@gmail.com
Bowling Green, KY

Ian A. Waller 
3W Auctions 
3wauctions@gmail.com
Dupont, IN

Neville Whittle 
Hit Auction, LLC
amsurfengl@gmail.com
Irwin, PA

Evie Wilkinson 
Auction Sales Co., LLC 
auctionsalesco@gmail.com
auctionsalesco.com
The Dalles, OR

Les Beyer 
Les Beyer, Auctioneer 
lesbeyerauctioneer@gmail.com
lesbeyerauctioneer.com
Hellertown, PA

Josh O’Brien 
O’Brien Retail Services
jobrien
 @obrienretailservices.com
Green River, WY

Marcus Alan Showalter 
marcushowalter99@gmail.com
Bridgewater, VA

Benjamin Z. Roes 
bzroes@gmail.com
Jarrettsville, MD

Adele L. Callahan 
callahanauctions@aol.com
Pequea, PA

Jessica Ann Merkle 
jessicamerkle@gmail.com
Lothian, MD

Diana Lynn Green
Jordynsattic@gmail.com  

   
Richard Henderson
rich.henderson2@aol.com
Rustburg, VA

Marvin Rodes 
countryrodesauctions
 @gmail.com  
Mc Gaheysville, VA

Frank Belfiore
Pregressive Auction Co.
frankoldcars20@gmail.com
progressiveauctionsva.com
Hampton, VA

David Tremmel 
tremmelauctionservice
 @aol.com
Alum Bank, PA

Kore Fisher 
Fisher Auctions 
korefisher@gmail.com 
Strasburg, PA

Spenser Karns
S.D. Karns Auction Service
sdk5057@yahoo.com
sdkarnsauctions.com
Claysburg, PA

Paul Timothy Anderson 
Aligned Asset Group 
paul@alignedassetgroup.com
alignedassetgroup.com 
Young America, MN

Hawie Fanberg Birhanu 
hawieb4032@gmail.com 
Big Lake, MN

David C. Bryant 
Bryant Auction & Real Estate
cbryantauctionrealestate
 @gmail.com 
Florence, SC

Glen Earl Bullard
bootsnbarbie@gmail.com
Aledo, TX

New Members

As a relative newcomer 
to state associations in 
Oklahoma, Arkansas, 
and Kansas, I amassed 
a tremendous network 
of new friends and 
colleagues, all of 
whom urged me 
toward the NAA for 
further education 
and networking. In 
addition to the benefits 
that come with NAA 
membership, I view 
active membership in 
our national association 
as the pre-eminent 
way to both advocate 
for the auction 
industry at the highest 
levels and give of my 
skills, education, and 
professional experience 
for the benefit of other 
auction professionals.

Josh Phelps

I really wanted to 
elevate my auction 
resources and learn 
from all that the NAA 
has to offer!

Paul Kreuger

www.auctioneers.org
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Corey Preston Cooley
cprestoncooley@gmail.com
Dallas, TX

Eric Phillip Daw  
edaw84@gmail.com 
Porter, TX

Steven Anthony De Luna
stevendeluna33@yahoo.com
Van Alstyne, TX

Preston Porter Donahew
prestondonahew@gmail.com
Azle, TX
Monty E. Edwards 
M. Edwards Realty & Land 
monty@medwardsland.com
medwardsrealty.com 
Sudan, TX

Myles Britt Eglevsky
Swisher Auctions
myles.eglevsky@gmail.com 
Fredericksburg, VA

Daniel E. Gross 
Gross Auction Co. 
dzckgross@hotmail.com
elmergrossandsons.com
Montrose, MI

Shelbey Joan Hendrickx
Aligned Asset Group
shelbey
 @alignedassetgroup.com
alignedassetgroup.com
Montrose, MN

Paul Kreuger 
Auction Masters 
Paultk05@gmail.com
Anoka, MN

Jean Henri Diago Lhuillier
jhltheceo@gmail.com
Millbrae, CA

Sidney B. Michael
Michael Auction & Realty 

Service LLC
stksbm@yahoo.com
michael-auctions.com
Hillsdale, MI

Josh Miller  
josh@hansen-auction.com
Beloit, KS

Charles Joshua Phelps
c.josh.phelps@gmail.com
Oklahoma City, OK

Emily Sue Radde 
Aligned Asset Group
emily@alignedassetgroup.com
Waconia, MN

Pete Setian  
psetian@hotmail.com
Ennis, TX

Ashley Shelley 
Platinum Horse Sales
office@platinumhorsesales.com
platinumhorsesales.com
Burleson, TX

John P. Slaughter 
Bid Y’all Auction & Realty LLC
Sold@BidYall.com
bidyall.com
Roebuck, SC

Doug Stovall 
Hay’s Auctions & Appraisals
dstovall@haysauction.com
Louisville, KY

Todd Weist  
tweist@weistholdings.com 
Nashville, TN

George Lester Wiley
Mossy Oak Properties of Texas
georgelwiley@yahoo.com
Sanger, TX

Steve Worrell 
Info@draperauctions.com
Draper, VA

Dale Leslie Zempel
Zempel’s Auction Service
barb@zempelauction.com
Fergus Falls, MN

Nicholas W. Zerr
Ag Team Auctions 
n_zerr@hotmail.com
Gove, KS
Blaine Alan Ophus 
Ophus Auction Co. 
blaineophus@yahoo.com
ophusauctions.com 
Big Sandy, MT

Jennifer Ann Queen
Wisely Benifit Auction Services
jennifer@jenqueen.com
Perry, OK

ONLINE

EDUCATION

CENTER

PATHLMS.COM/NAA

NATIONAL AUCTIONEERS ASSOCIATION

CONFERENCE,  DESIGNATIONS,  ISERIES,
MICROLEARNING,  SUMMITS



Auction School Graduates

INDUSTRY

Western College of Auctioneering

The pre-licensing course held at Western College of 
Auctioneering included: First row: Nick Bennett, WCA President; 
Jenna Golden, Palm Desert, CA; Katya Peterson, Bozeman, 
MT; Shannon Tyra, Byron, WY; Heather Folston, Lander, WY; 
D’Ann Nelson, Lander, WY; Tomy Parker, Ronan, MT; Pat Busby, 
Instructor. Second row: Bill Milliken, South Portland, ME; 
Matt  Armbruster, Sterling, CO; Willy Pesanti, Butte, MT; Sam 
Bennett, Raphine, VA; Rob Walsh, Big Stone City, SD; Larry 
Wilson, Bismark, ND; Rusty Trzpuc, Livingston, MT; Keith Parks, 
Cottonwood, ID; Champ Edmunsd, Darby, MT. Third row: Ryan 
Brosh, Lubbock, TX; Lem Robinson, Billings, MT; Chad Chance, 
Pilow Point, TX; Jory Boote, Binford, ND; Chance Glass, Hebron, 
ND; Zec Owens, Buffalo, WY; Tye Taylor, Kalispell, MT. 

The January graduating class from America’s Auction 
Academy included: Row one: Scott Swenson, Instructor, 
Lakeway, TX; Lori Jones, School Administrator, Dallas, TX; 
Nikki Griffith, Eureka Springs, AR; Brittany Franklin, Houston, 
TX; Kate Weber, Azle, TX;  Mike Jones, School Director, 
Dallas, TX. Row two: Preston Donahew, Azle, TX; Nickolas 
Zerr, Gove, KS; Myles Eglevsky, Fredericksburg, VA; Kevin 
Kohn, Livingston, TX; Steven De Luna, Van Alstyn, TX; Jeff 
Griffith, Eureka Springs, AR; Pete Setian, Ennis, TX. Row three: 
Glen Bullard, Aledo, TX; George Wiley, Sanger, TX; Denton 
Lambert, Decatur, TX; Logan McFarland, Norwich, KS; Monty 
Edwards, Sudan, TX; Todd Weist, Nashville, TN; Eric Daw, 
Porter, TX; Dan Gross, Montrose, MI; Preston Cooley, Dallas, 
TX; Tommy Smith, Warren, TX; Samuel Pitts, Westphalia, KS.

America’s Auction Academy

Florida Auctioneer Academy

Recent graduates from the Florida Auctioneer Academy include: 
Michael Harte, Susan Mills-Bender, Kendall Nickerson, Craig 
George, Nicholas Gregory Tucker, Jeffrey Miller, Steven Michael 
Hood, TJ Shea, and Darren Mark.

Kentucky Auction Academy

Graduates from four states recently completed their 80 hr course 
from the Kentucky Auction Academy. Top Row: Instructor Steve 
Henry, Joseph Gresham, Paul Jenkins, Dan Stokes, Mark Haney, 
Richard Gloyd, Colton Haycraft, and Instructor Steve Cherry .
Bottom row: Barry Huber, Trae Tillett, Travis Robinson, Susan 
Robertson, Bret Martin, and Rick Meyer.
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InMemory

Members

Ronald “R.C.” Wiley
Ronald Craig “R.C.” Wiley of Rockdale passed 

away Feb. 19, 2022, at the age of 74 years.
He was born in Houston, to Nolan Wiley and 

Gladys LaNell Brock Wiley on Dec. 10, 1947.
He was preceded in death by his parents; 

maternal grandparents, John Henry and Della 
Brock; paternal grandparents, John and Gertie 
Wiley; and his brother, Nolie B Wiley.

He is survived by his devoted partner of 
many years, Charlotte Zannelli; his children, 
Karen (David) Wiley Mclamb, Jan Wiley and 
partner Damon “Bigun” Burlin, Jennifer Zanelli 
and partner Sharon Cohen, and Christopher 
Zannelli; his grandchildren, Granger Lee 
Armentrout, Jackson and William Mclamb, 
Sorrel Coyle and husband Mitchell, Rider Burlin 
and fiance Courtlyn Patranella, Isabel Burlin; 
and a great-grandchild, Hallie Ann Coyle.

Ronnie lived and worked in Rockdale 
most of his life.

Fascinated at a very young age by the 
auctioneers in the local livestock barns, he 
would often hitchhike to Oscar Heller’s cattle 
auction in Lexington. Seeing the frequent 
and ceaseless interest and excitement on this 
kid’s face as he watched auction after auction, 
auctioneer Jack Simonton began to help 
Ronnie work on projecting his voice, rolling 
his numbers and developing his own unique 
auctioneer’s “rattle.” When he was just 12 years 
old, Mr. Heller started letting him practice by 
selling the cattle resales at the end of the day. 
Ronnie was hooked.

He graduated from the Reisch American 
School of Auctioneering in Mason City, Iowa, in 
the summer of 1966 when he was 18 years old.

With hard work and a lot of support from 
family and friends, he grew Wiley Auction Co. 

into something he 
could be proud of.

He has been a 
member of the 
Texas Auctioneers 
Association since 
1972 and held 
numerous positions 
in TAA and the 
National Auctioneers 
Association. He 
was awarded Texas 
Grand Champion 
Auctioneer and was voted into the Texas 
Auctioneers Hall of Fame.

In lieu of flowers, the family has asked that 
friends please consider a donation in Ronnie’s 
name to the American Lung Association.

Gary Potter
Gary Allen Potter, 81 of Arkansas City 

died Feb. 5, 2022, at the South Central Kansas 
Medical Center.

Gary was born March 15, 1940, to Maurice 
Lee and Elsie Irene (Danner) Potter. He 
graduated from Arkansas City High School 
in 1958. He attended auctioneer school upon 
graduation and began his lifelong career as an 
auctioneer. He married Clarice “Ginger” Potter 
in 1962 in Arkansas City where the couple 
made their home for 50 years. Gary owned 
and operated Blackwell Livestock Auction for 
13 years and Gary Potter Auctioneer Service 
for 62 years. He also managed and leased 
the Newkirk Sale Barn. Throughout his long 
auctioneering career, Gary has sold cattle 
and livestock, farms, ranches, real estate and 
countless estates. He also auctioned many 
benefit auctions for various local and state 
organizations, which led the City of Arkansas 
City to honor him with Gary Potter Day.

Throughout his career, Gary served the 
auction industry in multiple ways. He was 
the President of the Oklahoma Livestock 
Marketing Association in 2004 and served in 
other leadership roles from 1998 to 2016. In 

appreciation for that service, he was awarded 
a lifetime achievement award by the OLMA 
in 2019. He was also active in the Kansas 
Auctioneers Association, serving as President 
in 1989. He was Kansas Auctioneer of the Year 
in 1990 and was inducted into the Kansas 
Auctioneer Hall of Fame in 2001. In 2012, 
the Blackwell Livestock Auction was awarded 
the Oklahoma Beef Quality Assurance 
Marketeer Award. In addition, he was active in 
announcing and promoting the sport of rodeo. 
He was also a member of the Midian Shrine.

Gary is survived by his daughter, Dr. 
Tami Pullins (Pepper) of Ponca City, OK; 
son, Grady (Kandy) Potter of Maple City; 
five grandchildren, sister, Sharon (Martin) 
Casebolt of Pawhuska, OK, and companion, 
Delores Pudden of Arkansas City. He was 
preceded in death by his parents and wife.

The family has established a memorial with 
the Justin’s Cowboy Crisis Fund. Contributions 
may be made through the funeral home www.
rindt-erdman.com.



48 AUCTIONEERS.ORG

Association Index

Officers
President
Beth Rose, CAI, AARE, 
AMM
(419) 534-6223
beth@
 bethroseauction.com

Vice President
Sherman Hostetter, 
CAI, AARE, BAS, CES, 
GPPA 
(724) 847-1887
sherm@sherm.biz

Treasurer
Ailie Byers, CAI, AMM, 
BAS
(603) 356-5765
ailie@alpenglow
 benefits.com 

Chairman of the Board
Terri Walker, CAI, BAS, 
CES
(901) 685-9090
terri@walkerauctions.com

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

Directors
Term expiring 2022
Peter Gehres, CAI, 
CAS, CES
(614) 306-1435
petergehres@gmail.com

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

Term expiring 2023
Trisha Brauer, CAI, BAS
(913) 481-8280
trisha@takingbids
 fundraising.com

Philip Gableman, CAI, 
AMM, GPPA
(845) 635-3169
philipg103@gmail.com

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

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

Chair of Education 
Institute Trustees
Mike Fisher, CAI, AARE, 
ATS, BAS, CES, GPPA 
(256) 413-0555
mikefisher@
 redfieldgroup.com 

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

Presidential Appointee
Richard Kiko, Jr.
(330) 453-9187 ext. 105
dkiko@kikocompany.com

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

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

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

Treasurer
William L. Sheridan, 
CAI, AARE, GPPA
(517) 676-9800
bill@sheridanauction
 service.com 

Trustees
Terms expiring 2022
Damien Massart, CAI, 
AMM, BAS, GPPA
(920) 468-1113
damien@massart
 auctioneers. com

Joseph Mast, CAI
(608) 293-4662
joseph@resauctions.com

Scott Mihalic, CAI
(440) 796-4739
scottmihalic@gmail.com

Terms expiring 2023
Merle D. Booker, CAI, 
GPPA
(509) 297-9292
merle@
 bookerauction.com 

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

Megan McCurdy 
Niedens, CAI, BAS
(316) 683-0612
megan@mccurdyauc-
tion.com

Terms expiring 2024
Judd Grafe
(800) 328-5920
judd@grafeauction.com

Bracky Mark Rogers, 
CAI, AARE, AMM
(336) 789-2926 x109
bmrogers@
 rogersrealty.com

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

NAA Board 
Representative
NAA Chairman of the 
Board
Terri Walker, CAI, BAS, 
CES
(901) 685-9090
terri@walkerauctions.com

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

Legacy Youth 
Scholarship Committee 
Representative
Susan Hinson
(731) 267-5281
sjfhinson@gmail.com

NAA Board of Directors Foundation Board of Trustees

www.auctioneers.org
mailto:beth@bethroseauction.com
mailto:beth@bethroseauction.com
mailto:sherm@sherm.biz
mailto:ailie@alpenglowbenefits.com
mailto:ailie@alpenglowbenefits.com
mailto:terri@walkerauctions.com
mailto:hcombest@auctioneers.org
mailto:hcombest@auctioneers.org
mailto:petergehres@gmail.com
mailto:john@grafeauction.com
mailto:trisha@takingbidsbenefitauctions.com
mailto:trisha@takingbidsbenefitauctions.com
mailto:philipg103@gmail.com
mailto:sid@1800lastbid.com
mailto:jennifer@aarauctions.com
mailto:sid@1800lastbid.com
mailto:cking@ckingbenefits.com
mailto:cking@ckingbenefits.com
mailto:bill@sheridanauctionservice.com
mailto:bill@sheridanauctionservice.com
mailto:damien@massartauctioneers.com
mailto:damien@massartauctioneers.com
mailto:joseph@resauctions.com
mailto:scottmihalic@gmail.com
mailto:merle@bookerauction.com
mailto:merle@bookerauction.com
mailto:terri@walkerauctions.com
mailto:hcombest@auctioneers.org
mailto:hcombest@auctioneers.org


 APRIL / MAY 2022     49

To advertise: Contact Adam Kenne (913) 563-5421 akenne@auctioneers.org

Advertiser Index
1-800-The-Sign  .........................................................................................................................13
Basinger Audio Systems ...........................................................................................................19
Bidpath ......................................................................................................................................13
E.R. Munro and Company .........................................................................................................23
Genie Rocket ...............................................................................................................................7
Kiefer Auction Supply ...............................................................................................................37
Lampi .........................................................................................................................................41
Reppert School of Auctioneering .............................................................................................19
St. Jude Children’s Research Hospital ......................................................................................39
United Country Auction Services .............................................................................................BC
USA Today .................................................................................................................................31

Officers
Chair 
Mike Fisher, CAI, AARE, ATS, BAS
(256) 413-0555
mikefisher@redfieldgroup.com

Vice Chair
Kathy Packard, CAI
(715) 610-7999
kathy@northcentralsales.com

Trustees
Terms expiring July 2022
Lynne Zink, CAI, BAS, CES
(410) 852-6925
lynne@lynnezink.com

Terms expiring July 2023
Anne Nouri, CAI, AARE, BAS, 
GPPA
(703) 889-8949
Anne@PrimeAuctionSolutions.com

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

Terms expiring July 2024
Trey Morris, CAI, BAS, CAS
(270) 705-4388
trey@morrisauctioneers.com

Sara Rose Bytnar, CAI, AARE, 
AMM, BAS
(239) 213-8685
sara@bethroseauction.com

NAA Representative
NAA Vice President
Sherman Hostetter, CAI, AARE, 
BAS, CES, GPPA 
(724) 847-1887
sherm@sherm.biz

Education Institute Trustees

mailto:akenne@auctioneers.org
mailto:mikefisher@redfieldgroup.com
mailto:kathy@northcentralsales.com
mailto:lynne@lynnezink.com
mailto:sherm@sherm.biz


50 years later
National Auctioneers Week 1972
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NAA HISTORY

Fifty years ago, in 1972, the Governor of Kansas signed a 
proclamation declaring April 2 - 8, 1972, National Auctioneers 
Week. Pictured with the Governor are Jack Littlejohn, Roy Wood, 
Rex Newcom and Dick Brewer. The NAA also received copies of 
signed proclamations from the Governors of Hawaii and Alabama 
during this time. Since then, National Auctioneers Week has been 
standardized to be held the week leading up to the first Saturday 
in May. This year, it will be commemorated May 2 -7.

www.auctioneers.org
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