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Auction Management Software
(Lotted e Non-Lotted e Multi-Parcel e Internet)

www.auctionflex.com

« Catalogued, non-catalogued, internet & multi-parcel
 Clerking (split / group / choice / pass-out)
 Consigned & purchased inventory

* Inventory management with bar-coding

* QuickBooks export

« Bulk image import / auto-assign

« Consignor expenses (flat / pro-rated / etc.)
 Multi-level conditional buyer charges
- Buy backs with separate schedules
« Consignor deductions

- Absentee bids / phone bids

« Advanced phone bid scheduler
 Buyer deposits

 Auction presenter (slideshow)

» Auctioneer's screen

* Invoicing / cashiering

 Discounts / surcharges

» Straight sales

« Advanced mailing list builders
 Bulk e-mail

« Auction export

 Trust account tracking
 AuctionZip upload

And much, much, more...
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Increase your revenue with
our Multi-Par Bidding

Show which bidders

displaying a colorized plat

Show what émbt{l'nts'-_‘ﬁdﬁ#leading bidders
must bid to reclaim the lead using our new
“To Lead” column!

Change bid method (per acre or in total) in
the middle of an auction!

Sell farmland, subdivision lots, timber,
warehouse space, condominiums, etc.!
Free technical support & no annual fees!
Will work alongside your existing clerking
software!

Windows Vista compatible!

812-963-5616 ¢ www.multi-par.com
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Mailbox

Let the NAA and fellow

members know what you
think about any topic.

Proffitt column was outstanding
Dear NAA:

Steve Proffitt’s auction law column titled “Being the Best Auctioneer” (the
November 2008 issue of Auctioneer) was a winner and frontrunner for all
Auctioneers to read and carry out. The article included 10 essential elements

for  the

business.

auction

image of the profession in the eyes of the public by educating the members.

Being the best Auctioneer

i etements (o

[ am 85 years old and  This will have an enormous influence for the success of the profession for

have been a full time years to come.

The NAA, including its directors such as my son, H. John Kramer, CAl,
AARE, CES, make me feel so extraordinarily proud to say that I have been

Auctioneer since 1948.
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auction news. In my
opinion, this powerful
piece of writing is one
of Steve’s best and

includes the powertul

characteristics needed
to be the best of the

Auctioneers.

[ send my compli-

you are doing to promote the auction profession. You are upgrading the

Horace J. Kramer
Kramer & Kramer Inc.
Auctioneers, Realtors

Eaton, OH

(Editor’s note to readers: The article referenced by Mr. Kramer
can be viewed at www.auctioneers.org by clicking on the Members-Only section,
then the News and Publications section on the left side of the page, then the
Article Archives section toward bottom, and then opening the virtual issue of the
November 2008 Auctioneer. The article is on page 306.)
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JOIN THE GROWING TEAM OF AR PARTNERS
1O DELIVER BEST-IN-CLASS AUCTION SERVICES

({I joined ARC to expand my knowledge and
experience in the real estate auction
business. It has turned out to be one of the
best things | have ever done. The support
available through ARC for successful real

estate auctions has been great. »

Art Parker

Parker & Co. Real Estate & Auctioneers
Greeley, CO.

n )
A N

Auction Referral C:

The visibility and opportunity for real estate auction marketing methods has never been greater. Williams & Williams
is proud to be leading the charge to establish a nationwide network of professional real estate auctioneers and auction
companies for the purpose of sharing leads and resources to handle the growing number of auction needs throughout
the country. The Auction Referral Cooperative is dedicated to promoting auction through partnership and we invite

you to join ARC’s growing membership.

WILLIAMS & WILLIAMS

worldwide real estate auction

To learn more or to apply for membership please visit www.williamsauction.com/ARC 918.362.6525 heather.thurman@williamsauction.com
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Rumors and renewals

NAA ends 2008 with positive financial results; and it’s
time to renew your business relationships.

NAA is Movin’

Forward and we
have many things

to brag about.
Unfortunately, we
also have one myth

to dispel:

5 & 5 ket 1 p oy,

By Randy Wells, CAl,
AARE, BAS, CES, GPPA,
NAA President

Contrary to what
is being said by
some of our
members, I can assure you that NAA is not
going bankrupt. In fact, we believe we
ended the calendar year well in the black.
Those results will be posted on our website
and available in an upcoming issue of the
Auctioneer as soon as they are verified by
our year-end audit. Currently, you can go
to the homepage of our website at
www.auctioneers.org and click on the tab

that says “Public Financials” and you can

find 2006 and 2007 results.

Unfortunately, we lost members in 2008

and some of the loss can be attributed to
the rumor mill. NAA is financially solid
and our board is committed to trans-
parency. Check out the summary of our
meetings under the NAA Member Page —
board information. Please help us spread
the good news to not only those members

who left NAA, but to all of the new

members that NAA is proud to list on our

membership roster.

THE LOSS OF ONE OF OUR OWN

A tew short days before writing this
column, I saw this e-mail posted on the

NAA forum.

It is with a heavy heart that I send along this
note about the passing of my mom, Pat
Massart. She made the journey to heaven on
New Years Eve at 2:15 in the afternoon.

Details about the service will follow once

available.

[rying to squash a rumor is like

trying to unring a bell.”

-Shana Alexander

Pat was diagnosed with pancreatic cancer in
February 2007. Her final three goals were to
meet her newest grandbaby (Maddi was born
12-23-08), enjoy the Christmas Holiday
with family, and be here for her 4 1st wedding
anniversary on 12-30-08. She hit all three of
those goals and we enjoyed every second we
had with her. It is comforting to know she is
now cancer free and dancing in heaven. In
the good times and in the dﬁmk times we
take Pats advice and “remember to eat lots of
ice cream.” Savor the flavor, but savor and
remember those you are sharing the ice cream
with even more. When thinking of Pat, if you
should need a little pick-me-up, just give

yourself a “Pat” on the back in knowing she is

with us always.

Blessings,
Damien Massart, CAI, BAS, GPPA

[ read this post with great sadness, but also
with admiration. Pat will always be
someone special that my family and [ were
fortunate enough to know. I had the
privilege of serving on the AMI board and
the CAl committee with Pat. Her
immediate family meant the world to her,
but she always had time for her auction
family and would do whatever was needed
to be done to increase auction awareness
and education. Pat will be greatly missed,
but never forgotten by her auction family
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_ from the president

as they take a little time to reflect, relax and have some ice cream. She
will also be remembered and recognized annually at CAI when the Pat
Massart Award, for the best auction proposal, is presented on Day One
and when the Pat Massart Leadership Award is presented to someone
from class III on Friday at the conclusion of CAI each year. My
sincerest condolences to the entire Massart family and to all who knew

her.

BUSINESS RELATIONSHIPS

2009 is here and if you haven't already done so, it is time to re-establish
past business relationships, especially with those people who last year
were not Interested in having an auction. Many businesses or
individuals may not have been ready in the not-too-distant past to
think auction, but many things have changed in the past few months.
So take some time and try talking with them again.

It is also time to establish new contacts with buyers and sellers alike,
introducing them all to the benefits of the auction method of
marketing. One of the fastest ways that I know of to establish new

contacts is to take the CES (Certified Estate Specialist) designation
course offered by NAA Education Institute. That course will help teach
you to identify a sphere of influence that will help you establish more
contacts that will net you more auction business. As Kim Hagen, CAl,
AARE, CES, past AMI president and mentor, would constantly remind

me, booking more business is only a matter of SMP (See More People)

or STP (See The People). It takes a lot of “No’s” to get a “Yes”. The
next CES class will be offered February 23— 26 in Charleston, SC.

[t's  also a good time to conduct a SWOT
(Strengths/Weaknesses/ Opportunities and Threats) analysis on each of
your present clients. Identify which clients are profitable and which
ones may not be and which ones consume too much time for the return
you get. Then analyze the different possibilities of how you can provide
“value added” services to these clients through your business and what
opportunities you may be able to suggest to help increase the return for
both the buyer and seller.

STATES AND THEIR CONVENTIONS

And finally, this is the season that most state Auctioneer associations
have their winter conventions. Each of us should do our best to attend
our own state convention, but it is also a great networking opportunity
to attend other state conventions whenever possible. You will meet new
friends, have a great time, maybe add some CE credits and hopetully
take a little something home that will make your business more
profitable and your life a little easier. And frankly, isnt that what all of

us need?

And remember, “It’s Your Attitude Dude” in 2009.

Have a great day,

Going once, Going twice...SOLD!

Kurt R. Bachman, licensed Auctioneer
and co-author of Waiting for the Hammer
to Fall, knows that spending time and
hard-earned money on purchasing pads of
auction forms 1s a headache, and this 1s
why he formed Bachman Auction Forms.

For a one-time fee, an Auctioneer can own
a CD-Rom containing basic auction forms
needed to hold a successful auction. All
the Auctioneer needs to do 1s click on the
form he wants, and print the number of
copies he needs. Auctioneers no longer
have to spend their time and hard-earned
money on purchasing many pads of
various auctions formes.

® Visit our website
S below or call us at
uction 574-214-7534j to get
achman your hands on this
Don't Wait Until the Hammee Falls ~ €ASY-10-USE CD-ROM.

Bachman Auction Forms

108 West Michigan Street
LaGrange, Indiana 46761
574-214-7534
www.BachmanAuctionForms.com

Don’t Wait Until the Hammer Falls
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On fire for education

Virginia auction tamily is taking every
NAA education class available

By Steve Baska, editor

To say that Auctioneer Tom Giroux,
AARE, CES, of Virginia Beach, VA has a
passion for auction education may be an
understatement.

Since last July, Tom, 63, and his daughter o
Terrie Giroux, AARE, CES, have taken (or
signed up for) every NAA education class
available. They are finishing the course
work to secure their newest designations
and are charging forward toward new ones.

“Terrie (who runs the firm's computer

operations) and [ are scheduled to take the Bt D =
MPPA class this month and the CAI e e = F
program in March.” (See all abbreviation LS .
descriptions at the end of this article). o e - = N 1

:Hg f
11

Tom’s wife Sandra (who runs the office) SR &% ! —
has taken or will take the ATS, CES and | bt

GPPA classes and graduated from From left, Sandra, Tom and Terrie Giroux run Barrett Street Auction Company in Virginia Beach, VA.
Mendenhall School of Auctioneering last

November. She has also taken the USPAP  obtain the GPPA designation. Tom has ~ GPPA and other classes.

class (Uniform Standards of Professional also brought along a contract Auctioneer
Appraisal Practices), a requirement to on his team, Tom Perry, to take the AARE,

Why the passion? “I have been an
Auctioneer for 20 years and my auction
business  concentrated on  personal

« - 3 property until the last few years when I
] b d ve Zm m ed Zd t eb/ ben efi z— e d ﬁ 0 m began auctioning real estate,” he said.
“While I was very busy and making a good

t h e Se C [ds 5 65 by 7/'6(‘0 g n Z' Z Z. n g w b Z' C h living, I recognized that my marketing

proposals were not of the quality of other

Auctioneers who possessed some of the

customers to walk away from and ¥ iswsim oy

that I was not as technically-qualified or
equipped with the latest information that

bow to dcqul.re mo re reéll esz-dte) i’ some of my competitors had acquired.”

Giroux said “The NAA classes have given

5 d i d Yb m G i 7/'0 u x. me the tools to compete at the highest level
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of the profession. I immediately benefited from the classes by recognizing
which customers to walk away from and how to acquire more real estate,
including submitting proposals to bid on seven figure commercial properties
that [ have never been asked to bid on before.”

The bottom line was that Giroux knew his company’s bottom line was not
what it could be. “Often you don't realize youre not doing what you're
capable of,” he said. “I saw that my competitors were working less and
making more money. We've been a true estate auction company, doing at
least a once-a-month estate auction of everyday items, and I knew we could
do more and a better job.”

He urges all NAA members to consider taking the ftull range of NAA
education classes. “I have come to realize that all the education dovetails
together,” he said. “At first I didn’t think I'd benefit much from the BAS class
(Benefit Auction Specialist), but I find people are calling us up and asking
for help with benefit auctions, and the skills I leaned in BAS are very
important. Also I took the ATS (Auction Technology Specialist) class because
that was my weak point. The instructors were great and made sure everyone
in the class learned the skills. That class was the real surprise ‘sleeper’ in all
those ['ve taken.”

Perhaps the main benefit of auction education, Giroux said, is that “The
instructors paint a picture for you of where you have been and where your
business can go in the future. They say “This is the traditional way of doing
business, but here are the trends; here is what the future is. Often we
Auctioneers are so busy in keeping our immediate cash flow going that we
don’t take time to consider the future.”

Terrie, 36, supports that view. “We were kind of stuck in our old cycle. We
didn’t really grasp what was possible,” she said. “But each class has given us
cutting-edge tools. I run our website and the ATS class gave me tools and
skills to help drive people to our website.”

Sandra said about the education that “We found we thought we knew stuft
we really didn't know. The classes have been very beneficial in many ways.”

The Girouxs run Barrett Street Auction Company, one of the largest auction
houses in the Mid-Atlantic area. They handle onsite estate sales, estate tag
sales, onsite auctions or estate liquidations through their 20,000 square-foot
auction facility that seats 350. They serve Virginia, Maryland, Delaware,
Pennsylvania, Ohio, West Virginia and south through the Carolinas.

Even if you are a busy veteran Auctioneer like Tom, he encourages you to
take NAA classes. “I am a member of the gray hair club and, at my age, I
cannot afford to waste time, so that is why I have taken every class the NAA
offers,” he said “The overall quality of each course is far superior to what I
had anticipated.”

NAA offers the following designations: Certified
Auctioneer Institute (CAl); Auction Technology
Specialist (ATS); Accredited Auctioneer Real Estate
(AARE); Benefit Auctioneer Specialist (BAS);
Certified Estate Specialist (CES); Graduate Personal
Property Appraiser (GPPA) and Master Personal
Property Appraiser - (MPPA). For detailed descrip-
tions of these programs, visit www.auctioneers.org,
and click on the link “Education and Designations”
on the left side of the homepage. Or call Lois
Zielinski, Education Coordinator, at 913-541-8084
ext. 28, or Harlan Rimmerman, NAA Director of
Education, at 913-541-8084, ext. 19.

LiveAuctionlT

Simple - Reliable - Affordable

auction clerking software

e Easy to use
e Smooth recording
e Fast buyer checkout
e Multiuser but single price
e Easy on the budget at $495
Initial license fee $495. Annual fee for updates $100 after first year.
Call to try it online. You'll be glad you did!

603-748-9164 / 603-566-5495 '
French's Software - 1966 Maple Street, Ste. 109

Contoocook, NH 03229 - www.FrenchsSoftware.com
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Auxiliary expanding its role

More scholarships, education and networking
are among group's goals

By Steve Baska, editor
The NAA Auxiliary has been expanding its

role and activities in the last few years, and
2009 will reflect that effort in several ways.
This story is intended to update the NAA
membership on those plans and remind
members about the breadth of what the
Auxiliary is all about.

A primary accomplishment this year will
be for the Auxiliary to award six scholar-
ships to help youth fund part of their
college costs. Three scholarships of $2,000
each were awarded last year. The increase
to six is year was a goal of Auxiliary
President Barbara Fisher. “I want the
Auxiliary to be able to help more of our
children and grandchildren with their

educations,” she said.

The deadline for the scholarship appli-
cation is February 23. If you would like to
nominate a child or grandchild of an
Auxiliary member (who has had
continuous membership in the Auxiliary
since January 1, 2004) contact Elaine
Christian at (919) 876-0687; PO Box
41368, Raleigh, NC 27629 or email

Elaine at execman@att.net.

An incorrect phone number for
Elaine Christian was printed in
the January Auxiliary column
regarding Auxiliary scholar-
ships. The correct phone
number is (919) 876-0687.

The Auxiliary encourages any
qualified member to nominate
a child or grandchild for a
scholarship.

FEBRUARY 2009 AUCTIONEER

Although the Auxiliary
began on July 13, 1951, in
Decatur, IL as primarily a
networking and support
organization for wives of
Auctioneers, the group has
changed as times have
changed. Men have joined.
The college scholarship
program began. Seminars
are being conducted by
Auxiliary members to
educate support staft and
Auctioneers. A website for
the Auxiliary has been
established at www.naaaux-
iliary.org. A fundraising
Fun Auction held during
NAAs annual Conference

and Show has grown.

Fisher says “The

The 2008-2009 Auxiliary Board that attended the long range planning
meeting recently were, starting from right, ascending, Barbara Fisher,
President: Susan Hinson, Vice President; Susan Rogers Holder; Darla

Auxiliary’s primary goal is  Haynes, Lucinda Terrel; Annnette Wells, CAl, BAS, Chairman of the Board;
to support the National Ramona King, Secretary/Treasurer; Lori Jones; Teresa Christy; Deidre

Auctioneers Association

Rogers, President-Elect. Kim Ward is in blue blouse in the middle. Not

I b pictured are Sandy Bauermeister, Historian; Lou Blocker; Vicki Nitz and
and to help educate the 1o waier, car, BAS, CES.

members of the Auxiliary.”

She also points to the groups guiding
vision and mission statements as leading
the way toward expanded roles. The vision
statement is | he Auxiliary is the source
for promotion and advancement of the
auction team in partnership with profes-
sional  Auctioneers.” The mission
statement is | he mission of the Auxiliary
is to embrace the entire auction team, to
maintain high ethical standards, and to
serve as a catalyst, creating education and
networking opportunities associated with

the auction method of marketing.”

For example, in education, at this year’s
60th [nternational Auctioneers
Conference and Show in July in Overland

Park, KS, Auxiliary member Ruthie Taylor

will present a seminar titled “Trade Shows,

a Key Factor to Promoting your Business.”
The seminar will be held on Friday, July
17, from 10 a.m. to 11:30 a.m. Different
seminars have been presented in the past,
including seminars titled “Customer
Service” and “Cashiering Tricks and Tips”
that were geared toward the auction
support staff. They were written by and
taught by three Auxiliary members: Barb
Ruhter, Jane Aumann and Annette Wells,
CAI, BAS.

Because the Auxiliary members hold a
wealth of knowledge and experience in
support staff issues, it’s important they
share that knowledge with others,
members say.

Fisher also points to other recent projects

WWW.AUCTIONEERS.ORG



done to accomplish the Auxiliary’s goals. They include:

* Sponsored the annual Auxiliary Luncheon and Fun Auction at the

NAA Conterence and Show.
* Provided a professional speaker to address the needs and goals of

the Auxiliary membership at the annual Conference and Show.

e Established the Hall of Fame award to recognize outstanding
leadership and service within the Auxiliary membership.

* Provided funds to support NAA projects such as the “Investing

in Our Future” campaign.

The Auxiliary encourages young people to join and get involved.
“We would like more young members so we can benefit from their
input, friendships and perspectives on goals for the future,” Fisher

said. “It’s important for young people to be involved in all aspects of

the auction industry and NAA, including the Auxiliary.” Any person

who has reached the age of 18 is entitled to join the Auxiliary upon  During a long-range planning meeting with the Auxiliary, NAA President

recommendation of a member of NAA or a member of the Auxiliary ~ Randy Wells, CAL AARE,BAS,CES,GPPA, left, accepts a key to the city of

in good standing. The Auxiliary recently gained 23 new members Pompano Beach, FL from Mayor Lamar Fisher, GAl, AARE.

and is actively recruiting members daily.

The Auxiliary’s website has been a centralized place to promote a  to attend all of the Auxiliary functions.”

sense of community among members. A photo gallery of scrollin . : 5

 among PROO STELY 5 The Auxiliary members look forward to continuing to expand the

photos shows Auxiliary members at recent events. An awards e Y . .

. . L role and vision for the Auxiliary in supporting the auction
section shows Hall of Fame inductees, scholarship winners and

« ol . industry in the future.
others. A “good reading” page includes two recent books recom- Y

mended by Chairman of the Board Annette Wells. Those include
“All Business Is Show Business,” by Scott McKain (about
strategies for earning standing ovations from your customers and

i T e e

SRR e

your employees), and “Chocolates On the Pillow Arent Enough,” on* . e g
by Jonathan Tisch (about re-inventing the customer experience). SSTON M. OUIAT
“The website is an informative tool that can be used by all Vet e

Auxiliary members,” Wells said. The website also lists names and “ i
contact information for all officers of the Auxiliary. Visit the

website at www.naaauxiliary.rog.

Long range planning has also grown in importance for the
Auxiliary in the last few years. The board met last October for a
long range planning meeting 1n Pompano Beach, FL.

Fisher said “It was a jam packed weekend for the 11 board members,

one member at large and NAA President Randy Wells (CAIL, AARE,

BAS, CES, GPPA). Mayor Lamar Fisher, CAI, AARE, presented
both of us with keys to the City of Pompano Beach.”

At that meeting, some of the decisions included: the Auxiliary will
continue to work with the Education Institute; Auxiliary members
will wear a button advertising the Auxiliary at the NAA Conference
and Show; the Auxiliary booth at the conference will be placed close
to the NAA registration desk; Auxiliary members will be present at
the New Members breakfast at the Conference; there will be two

CLASSES HELI?J FEBRUARn ]UNE, | |

isince 1962

digital frames with Auxiliary photos playing all time at the ar at o “ AUGUST AND NOVEMBER
Conference; the attendance goal for the Auxiliary luncheon at the = ; ) _' ' CHAMPION AUCTIONEERS
2009 conference is 250. ' \ 4 Po, 5 | - v .ﬁ:. Sk -_7 g ARE INSTRUCTORS o |
“This will be a very important business meeting on Thursday, e o .www mendenhallschoal oM
after the speaker. We need everyone to be in attendance,” Fisher W s"M\/IERIC}’Q'S TOP Q_UALITY AUCT ION SCH“L”

said. “We are looking forward to an exciting time together. Plan

== B T I e e e e e e e iR e e R —— —
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Makin

NAA board o

Improvements

irectors changes the Code ot Ethics,

finances, committees, 2009 budget and objectives,

and policies.

Conference calls are part of the way of life
for the NAA board of directors. And a call

on December 18, 2008 was no exception.
The call began early that morning and
ended more than two-and-a-half hours
later. The formal summary of that call is
posted online on www.auctioneers.org,.
But here is the story behind the story.

The five main issues
discussed on that call were:

1) A change in the bylaws to
reflect a change in the Code
of Ethics.

2) A change in the bylaws to
reflect the change in the
fiscal year.

3) A change in the bylaws to
add two new standing
committees.

4) Approving the 2009
Business Plan and Budget.

5) Approving new policies
and procedures for the
board of directors.

The changes in the bylaws were noted in
the November issue of Auctioneer, a
requirement in order to provide NAA
members notice of the potential action to
revise the bylaws.

CODE OF ETHICS
The board revised the Code of Ethics in

the October Board meeting in order to
strengthen the penalties outlined it a
member was found to have violated the

Code of Ethics. During that time, a

FEBRUARY 2009 AUCTIONEER

recommendation was made from Daniel E
Church, NAA’s legal counsel, to add
private or public censure as part of the
penalties. The board voted to approve this
recommended change and thus revise the
bylaws as noted below (the change in red is
the addition the Board approved):

Article II, 10, c:
Reprimand, Expulsion, private or public

c) Suspension,

censure. A member may be suspended,
reprimanded, privately or publicly
censured or expelled from the Association
if he or she has been found to have violated
the Code of Ethics of the National
Auctioneers Association, the Articles of
[ncorporation or these Bylaws. No such
action shall be taken against any member
until the member shall have been given
written notice of the charges against him
or her and have been granted a hearing
before the board of directors regarding
such charges. The decision of the board of
directors in such regard shall be final.

FISCAL YEAR

In 2008, the board of directors determined
that a change in the fiscal year to be
aligned with the calendar year would
better reflect the true financial picture of
the organization. It also allows the organi-
zation more flexibility as the annual
Conference and Show, one of the top
revenue generation events for NAA, is held
mid-way through the year. The organi-
zation can make changes based on the
financial performance of this event. The
fiscal year was proposed to end on
December 31 each year. While the board
made this adjustment, the bylaws needed
to be adjusted as well.

STANDING COMMITTEES

Two new standing committees were added
to Article XII of the bylaws: the Audit

Committee and the Human Resources

WWW.AUCTIONEERS.ORG



Audit Both of these

committees will provide the Board more

Commuittee.

oversight in the organization,

The audit committee consists of the
treasurer, the past treasurer [F the treasurer
is new to the position, and three non-
board members. This committee will be
responsible for reviewing the financial
position of the organization. For 2008-09,
the audit committee is comprised of
treasurer Kurt Kiefer (who also serves as
chair), Terry Dunning, CAI, MPPA; B.
Mark Rogers, CAI, AARE and Sue Doyle,
CAL

The Human Resources Audit Committee
NAA Staff Member
Handbook on a bi-annual basis and will

will review the

serve as a review for the CEO’s policies and
practices regarding oversight of staff. For
2008-09, the HR Audit Committee is
chaired by Director Christie King, CAI,
AARE, BAS. Also serving on that
committee are Rob Whitsit, Treasurer Kurt
Kiefer and Director Shawn Terrel, CAl,
AARE.

APPROVAL OF 2009 BUSINESS
PLAN AND BUDGET

The business plan and budget was
presented to the board as recommended by
the Executive Committee. The budget
reflects an income of $3,064,500 and
expenses of the same (including a
$247,742 contribution to reserves and
continuing operations).

The budget supports a robust business
plan that outlines objectives for staft to use
in making progress towards NAA’ vision,
which is: The National Auctioneers
Association (NAA) will unify and lead the
auction and competitive bidding industries
so they will be increasing utilized as the
preferred method of sale for personal and
real property in all segments of the
economy.

The objectives include the
following:

1) Grow regular membership
by 100.

2) Determine a benchmark
number and then increase
the number of people who
take NAA education.

3) Operate in a financial
surplus each year.

4) Maintain annual
operating capital of
$250,000.

5) Restore life-member
funds by 12/31/09.

6) Create a reserve of
$650,000 by 12/31/2012.

7) Increase the number of
people coming to the NAA
website and the length of

time they stay.

8) Measure the effec-
tiveness of the strategic
partnerships.

WHY ARE THESE OBJECTIVES
IMPORTANT?

According to Randy Wells, CAI, AARE,
BAS, CES, GPPA, president of NAA’
board of directors, objectives provide staft
direction without the board having to
provide day-to-day operational support.

“These objectives clarify what is important
to the board,” Wells said. “Membership is

a critical component of this plan.

He noted that membership has tallen within
the last year from a high of more than 5,500.
“Within one year, we have lost almost 800

WWW.AUCTIONEERS.ORG

members in NAA,” he said. “It is important
to reach out to those individuals and try to
help them understand that we need them,
we want them and find out what we can do
to get them back.”

Jay Nitz, CAI, chairs the Membership
Committee. The committee is working on
several strategies to reach out to past
members. For example, if cost is the
predominant reason that a member is not
rejoining, NAA staff has developed a
payment plan option that allows the
individual to make three equal payments.
The membership committee and staff have

also made several personal phone calls to

reach out to members who may have
dropped their membership to find out
how NAA can best meet their needs.

Scott CAI, chair of the
Education Institute and a member of the

Shuman,

Executive Committee, said that education
remains a focal point for the board and
that is why increasing the number of
people taking education is an objective.

“Education is the most important benefit
that NAA offers members,” he said. “We
have asked staff to increase the number of
people who take education and there only
two ways they can do that: (1) improving
the quality of the program and (2)
increasing the awareness of the program. I
am confident they will be working on both
during the next year.”

Several of the objectives that were
approved by the board address ensuring
the future viability of NAAs financial
situation. During the transition fiscal year
that ended 12/31/08, NAA ended the year
with a positive surplus. Some of these
funds will be used to restore some of the
life member funds. The rest will be carried
over to use as operating funds for NAA.

“It is clearly our focus to ensure that NAA
is financially sound,” said Kiefer. “This will
Alow our staff to continue to offer the

» continued
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" -----as Well as our ®

_haa board actions

b))

programs and services that we are known to do.

Kiefer noted that having the life member funds be permanently designated as such
is important as they were originally designed to provide NAA ongoing support.

ADOPTION OF BOARD POLICY AND PROCEDURES

The board also discussed and approved several Executive Committee recom-
mendations regarding policies and procedures designed to ensure the
meetings run smoothly and efficiently. These policies include:

e All reports must be written and in the board book. The board members
have an obligation to thoroughly read these reports, come to the meeting
prepared with questions and comments about the report. The chair of the
committee only addresses the questions and comments about the report;
otherwise the report stands as written.

* The board book will be sent electronically seven days in advance of the
meeting. The board member must print his/her copy or have a computer
available to download the contents.

* No action items will be voted on during committee reports. Action items may
be identified during committee reports and chairs can request that the action
items be moved from discussion to action at the end of the action item list.

* The chairman of the board will use his prerogative to ensure that board members
do not duplicate comments or questions about an issue during the meeting.

e The board reiterates our commitment to Robert’s Rules of Order.

The Executive Committee also submitted a recommendation for discussion
that the board of directors currently has too many members. The committee
proposes that the board be reduced by one member per year for the next
three years. This action will require a change in the Articles of Incorporation
as well as the bylaws. The board will discuss the revision to the bylaws at the
April meeting. However, if the board passes this revision, the Articles of
[ncorporation must also be revised and that can only be done if a vote from
the membership supports this at the Annual Business meeting in July.

REPORTS

The board also discussed the Technology Committee’s decision to distribute
a request for proposal to revise NAA’s website. The current website attempts
to meet the needs of three targeted audiences: members, potential members
and consumers. As a result, the site is crowded with information and few
people can find the information they need on this site. The Technology
Committee recommends that the RFP be written in such a way that provides
two sites. The RFP was expected to be distributed in January and plans are
for designs to be ready for demonstration at the 60th International
Auctioneers Conference and Show in Overland Park in July

SUMMARY

Wells reiterated that the board is committed to ensuring that their meetings
are transparent. Often, the summary of the meeting doesn't provide the
insight into why the decisions are made. As a result, the board has directed
that this kind of communication be provided to members.

“As much as we try to communicate our intentions,” he noted, “sometimes
we don’t do it justice. That's why we encourage all of our members to not

but

assume they know our intention, to ask. Contact me at

randy@rasnw.com.
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Legal Questions

Advertising absolute with Auctloneer blddmg

from LaGrange, IN. He can be reached at 260-463-4949

or 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. 1he

answers to these questions are designed to provide infor-
rt R Bacman o ation 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 anyones 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, LLD also advise that any infor-

mation you send to Auctioneer shall not be deemed secure or confidential.
Please visit one of our offices to ensure complete confidentiality

[ am in Florida. Iwould and the Auctioneer actually intends to
like to know if it is legal ~ purchase the lot. In both instances, an
to advertise real estate as  Auctioneer should fully disclose that he or

"absolute auction” and she will be bidding to the bidders.
then announce that the However, at least one state prohibits an
Auctioneer will bid? Auctioneer from bidding at his or her own
. auctions.
Walt Dozier
Vero Beach, FL In an auction without reserve, an

Auctioneer generally cannot and should
not bid on property in the sale. (This is
true regardless of whether an Auctioneer
wants to bid on behalf of a seller or him or

ANSWER: In a reserve auction, an Auctioneer
generally can bid on a lot as the agent of a
seller as long as the seller gave him or her

authority to do so. In addition, an .
/ ’ herself.) An Auctioneer, as the agent of the

uctioneer can bid on property for himself seller, owes a fiduciary duty to the seller, A

or herself, provided that the seller consents

WWW.AUCTIONEERS.ORG

Kurt R. Bachman is an attorney and licensed Auctioneer

ﬁdu_ciary duty is the highest duty imposed
- by the law. An Auctioneer has a duty to

sell the property to maximize the proceeds
for the seller. An Auctioneer also has a duty
of loyalty to the seller. But, an Auctioneer
also has ethical duties and legal responsibil-
ities to the public.

The NAA Code of Ethics defines “absolute
auction” as, [a]n auction where the
property is sold to the highest qualified
bidder with no limiting conditions or
amount. The seller may not bid personally
or through an agent.” Under the law in
most jurisdictions and the NAA Code of
Ethics, Auctioneers are prohibited from
bidding for the seller at absolute auctions.
[n addition to the prohibition in the NAA’s
definition of “absolute auction,” the NAA
Code of Ethics includes an express prohi-
bition against encouraging a client to
market property as absolute and then
converting or canceling the auction.

Article 1, Standards of Practice 1.2 of the
NAA Code of Ethics states, “[t]he practice

of encouraging a client to market a
property as absolute when in actuality the
member has verbally promised to convert
the sale to an auction with reserve, or alter-
natively to cancel the sale if the marketing
campaign does not produce an opening
bid sufficient to satisfy the intended
reserve of the client, is strictly prohibited.”
Realistically, if the Auctioneer bids on

» continued
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behalf of the seller at an absolute auction, then the absolute auction now has
an artificial price (the Auctioneers bid), which has the same effect as
converting the absolute auction to a reserve auction.

Furthermore, advertising an auction as absolute and bidding at the sale is
inconsistent and could be construed as fraud or misrepresentation. At an
absolute auction, the Auctioneer steps into the shoes of the seller and makes
an offer to sell the property to the highest bidder with no reserve or limiting

conditions. The Auctioneer should not be able to make an offer to sell the
property and also be the same person accepting the offer to purchase the
property. Bidders could challenge the validity of the sale, allege fraud, and

raise ethical questions about the sale.

In addition to the ethical and legal issues described above, Auctioneers
should consider the potential consequences of attempting to bid on behalt
of the seller at an absolute auction. Even if the practice results in more
money for sellers initially, frequent bidders will learn or discover what is
happening. Once bidders learn that it is an Auctioneer’s practice to advertise
a sale as absolute and then bid at the auction, it may have a negative impact
on the Auctioneer’s reputation. Afterwards, bidders may elect not to attend
the auction or will only submit limited bids. Ultimately, such conduct will
have an impact on the Auctioneer’s reputation and negate the effectiveness
of advertising the property as being sold at an absolute auction.

The One and Only
World Champion
Ralph Wade DVD’/CD’s

Order Now

DVD $74.95 includes S & H
CD $24.95 includes S & H

We ship same day
www.worldwidecollegeofauctioneering.com

20

MUST A RESERVE PRICE BE ANNOUNCED?

Some years ago, the state of California enacted an
“Auction Commission” and the state’s laws said “All
auctions are considered reserve unless otherwise stated.”
So, the default auction was a reserve auction, with no
announcement being needed in the media.

The auction commission also required that all
Auctioneers reveal their reserve prices to any person
asking for such price “prior to the auction”. And, we were required to
have a printed copy of the reserve at the public clerk table as proof. But
then, a few years ago, the governor disbanded the Auction Commission,
and took their monies into the State General Fund.

My question is now, "Should or must a reserve be announced or made
available" under law in California or elsewhere? And is it, or should it
be, part of our NAA Code of Ethics that reserves be made available upon
demand?

Anastasios (Tommy) Nicholas Varzos
Zephyr Cove, NV

ANSWER: Generally, an Auctioneer does not have a duty to disclose the reserve
price to the bidding public. Remember, the Auctioneer is an agent for the
seller. The Auctioneer’s loyalty is to his or her client. According to Article 1
of the NAA Code of Ethics, “Members pledge to protect and promote the
interests of the client. This obligation of absolute fidelity to the clients
interests is primary, but does not relieve members of the obligation to treat
all parties to the transaction fairly.” However, treating all parties to the trans-
action fairly does not mean that the Auctioneer must reveal the reserve price
to a prospective bidder. The purpose of this section of the NAA Code of
Ethics is to establish that Auctioneers cannot treat a bidder unfairly. It is not
unfair to a bidder, if the Auctioneer does not disclose the reserve price. If the
reserve price is not disclosed to any bidders, then none of the bidders were
treated unfairly.

The majority of jurisdictions do not require an Auctioneer to disclose the
reserve amount. Each state and municipality may have its own laws and

regulations that govern reserve auctions. I am not licensed to practice law in
the state of California, and therefore, am unable to make specitic comments
about their laws. In order to be certain about the laws, you should contact a
licensed attorney from California.

Whether the NAA Code of Ethics should be revised to require members to
disclose the reserve amount is an interesting question that should be
considered by the NAA board of directors. Such disclosure is not common
or usually required. Unless state law requires an Auctioneer to make a
disclosure of the reserve price to bidders, or the seller authorizes the
Auctioneer to disclose the reserve price to bidders, an Auctioneer should not
disclose the reserve price to bidders. The Auctioneer’s duty of loyalty is to the
seller.

FEBRUARY 2009 AUCTIONEER
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- Plan your special day

[t’s time to plan a benefit auction and

promotions for National Auctioneers Day

National Auctioneers Day - Saturday,
April 18, 2009 — will be a day to celebrate
the auction industry and its practitioners,
as well as to help your community and
promote your business. It’s time to plan
what you can do to celebrate this special
day.

National Auctioneers Day is set aside by
the NAA board of directors annually to
draw attention to the auction method of
marketing. All NAA members are
encouraged to consider holding a benefit
auction to raise funds for St. Jude
Children’s Research Hospital (NAA's desig-
nated charity) or for a local charity in your
community. Or you can designate certain
items at a regular auction to benefit a
charity. Auctioneers have a long history
with St. Jude. Since 1996, NAA members
have raised more than $4 million for St.
Jude to help children who are battling life-

threatening illnesses.

NAA members are also asked to get media
attention for the day by having a National
Auctioneers Day proclamation signed by
your mayor or governor (See sample
proclamation on following page). Send the
proclamation (along with a letter) to the
official’s attention. If you want to be

present during the signing of the procla-
mation, note that in your letter. It you
attend the signing, don't forget to get a
photo and send the photo and copy of the
signed proclamation to your local
newspaper, to your state Auctioneers
association and to Auctioneer magazine.

National Auctioneers Day is also an ideal
time to promote your business by sending
a press release about the benefit  auction
you may be doing, or other charity work to
help your community (See the sample
press release on following pages).

HERE ARE ADDITIONAL WAYS
TO MARKET NATIONAL
AUCTIONEERS DAY

AND YOUR BUSINESS:

» Write an article for your local newspaper.
It can focus on your auction business,
the history of the auction industry or
the NAA’s comprehensive Industry
Research Study. The NAA website,
www.auctioneers.org, has a number
of speeches and presentations from
which you can glean ideas. Or
propose a monthly auction column to
your local newspaper.

* Create a giveaway item to distribute to
clients during the month of April.
Wrist bands are an example. Create
one with a catchy slogan, “Get in the
Action of an Auction” or “Sell it at
Auction.” Or order the more tradi-
tional giveaways such as refrigerator
magnets, sunglass cases, calculators or
mouse pads. Be sure to include the
NAA logo along with your company

name and contact information.

* Hold an amateur bid-calling contest for
local residents, or children. Work it in
with a regular auction (as a bonus for
a special client). It can be a two-hour
affair with contestants sounding off
by selling a few items. The grand
prize could be donated from a local
merchant (restaurant, travel agent or
grocery store). Hand out brochures
and business cards to promote your
business. It’s sure to generate media
coverage!

* Announce the day to your clients
through a letter or postcard. Use it as
a way to promote your upcoming
auctions in April. Don't forget to also

post

it on

your web site. A

simple statement, such as “April 18
has been designated as National
Auctioneers Day to pay tribute to
auction professionals and the services

they provide to the American public”
will do the trick.

e Visit a classroom and educate students
about the auction industry and what
it takes to become an Auctioneer. It
can tie into a career day, or stand on
its own as a special guest visit. Be sure
to give them a sampling of your bid-
calling, and let them give it a try. Give
them some background on the
history of auctions and tell them how
you got started in the industry. Pass
out brochures, magnets, pencils or
other giveaways they can take home.

Send us your stories and
photos of your events
held on National

Auctioneers Day.
Email to:
steve@auctioneers.org

WWW.AUCTIONEERS.ORG
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[Company Letterhead]

FOR IMMEDIATE RELEASE Contact:[Contact]
[Business Name}

[Phone #]

National Auctioneers Day
Saturday, April 18, 2009

[City, State] [Date] — The third Saturday of April marks a special day in the lives of
Auctioneers throughout the United States, National Auctioneers Day. [Name] and [Auction
Company] will join fellow Auctioneers and celebrate this annual event on Saturday, April 18,

2009.

One of America’s oldest trades and the last bastion of the competitive free enterprise system,
auctions and the age-old profession of auctioneering continue to grow. Auctions thrive in
today’s economy with approximately a quarter-trillion dollars in goods and assets sold
annually at live-auction in the United States.

Consumers enjoy the thrill of an auction. Auctions are an effective and efficient means of
turning assets into cash quickly. Most importantly, auctions are fun and entertaining,.
Auctioneers celebrate this annual event each year by volunteering in the community or
coordinating an auction for a charitable organization in their community.

“Quote about community and charity work of Auctioneer,” said [Name].

A 2004 study by Harris Interactive found the following facts about auctions:
-97% of attendees feel auctions are fun.

-92% have a tavorable impression of Auctioneers.

-75% of attendees bring the whole family when they attend an auction.
-Consumers will travel 1.3 hours to attend an auction.

[Information about the Auctioneer and auction company (e.g. years in business, specialty
areas of business, website, etc.]

From the avid weekend auction fan, to the first-time buyer, [Auction Company] encourages
consumers to join them at an auction and enjoy the experience.

#H#H
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National Auctioneers Day Proclamation

National
Auctioneers

National Auctioneers Day
Saturday, April 18, 2009

WHEREAS, the live-auction industry contributes approximately a quarter-

trillion dollars to the United States economy each year; and

WHEREAS, auctioneering is one America’s oldest trades; and

WHEREAS, auctions are the last bastion of the competitive free enterprise
system in America; and

WHEREAS, the National Auctioneers Association’s members strive to advance
the auction method of marketing; and

WHEREAS, the National Auctioneers Association seeks to establish and uphold

the highest standards of professionalism for its members in serving the American

public,

THEREFORE, I (NAME and TITLE) hereby proclaim Saturday, April 18,
2009 as National Auctioneers Day.

(Signature)

WWW.AUCTIONEERS.ORG FEBRUARY 2009 AUCTIONEER 23




Use the recession

While the economy is down, make your company
known for great service above all competitors

Ryan George is owner of BiPlane Productions
Inc. and a member of the Auctioneer Magazine
Editorial Committee. For more auction adver-
tising tips and trends like these, visit:
rytings.com/adverryting.htm.

By Ryan George

[ recently spoke with a real estate auction
coordinator (and broker) whose local
market took a hit before the national real
estate market slowed. In a geographic area
that two or three years earlier had seen
building moratoriums and upwards of
30% annual appreciation, home prices fell
at well-into double digit percentages. As a
result, roughly 50% of real estate agents in

his county did not renew their licenses.
The downturn got rid of half of his

competition In one year,

During a boom time, lots of people jump
into your competition pool, trying to glean
from the flux of business. In a recession,

Economic lulls can be a great time to
establish and even grow your brand—
your companys public perception—and

not just by attrition.
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your industry has to share fewer transac-

tions. The Darwinian nature of capitalism
tends to sift your weaker competition from
the herd. The buying public’s attention is
left to focus on the stronger players still in
the game, players like you.

Economic lulls can be a great time to
establish and even grow your brand—your
company’s public perception—and not
just by attrition. During a slump,
consumers grow more careful in their
purchasing decisions, as costs and mistakes
are more difficult to absorb. So, perceived
value grows in importance. The value
associated with your brand will separate
you from the pack faster during a recession
than in a boom period.

Here’s a vehicle example: six months into

WWW.AUCTIONEERS.ORG



2008, MINI Cooper sales rose 33.3%,
while BMW (MINI’s parent manufac-

turer) sales dropped 8.7%.

““The last three months have been the best
in our history as the significant structural
shift to small cars has brought into our
dealerships a diverse range of vehicle
owners that currently drive large cars,
SUVs and trucks. Our retailers tell us
these people recognize the combination of
efficiency, great dynamics and premium

values MINI provides and it allows them

to downsize their vehicle without
downsizing their aspirations,” said Jim

McDowell, Vice-President MINI USA.™

(Lest you doubt my objective research,
know that Honda—a manufacturer whose
lineup contains far fewer trucks and large
SUVs than their slumping competition’s
lines—saw their sales rise 8.5% domesti-

cally in the first half of 2008.**)

MINI Coopers prove more expensive than
cars of similar size and tuel economy. But
their value appears much higher due to
intentional selection of amenities and the
consistent, targeted marketing of the
brand (and the rising cost of gas).

So, 'm not telling you to charge less for
your services. My company, BiPlane
Productions, has consistently kept or
raised its fees every year; and its seen
increases to record levels in number of
auctions to advertise in 2007, then again in
2008. I've added actual value to the
services BiPlane offers and perceived value
through targeted presentation of BiPlaness
brand. That brand is reinforced with a
professional email blog, press releases,
phone consultations, NAA committee
volunteering, and hand-written notes to
clients and prospects.

Five tips for recession-proofing your brand

1. Simplify your message and visual impression.

2. Focus on client value rather than company information.

3. lllustrate your value with charts more than words.

4. Concentrate advertising on a smaller-but-targeted audience.
5. Reinforce your brand image with consistency.

You've just got to prove youre worth your
price—regardless of your price. In your
marketing materials, answer the questions
that prove your value, questions like:
“What do you do that’s different than your
industry’s standard?” and “What don't you

do that most of your professional peers are
wasting time, energy, and resources to
offer?” Tout your answers to both.

When you use customer quotations or
referral letters, choose the ones that speak
to specific benefits, not just general satis-
faction. Treat them like movies and restau-
rants do their critics’ reviews. Make your
company promotion as succinct as
possible. When customers are comparing
options, they want the comparison to be as
quick and easy as possible. So, replace
your paragraphs with visual images.

[llustrate your track record or services with
comparison charts and/or easy-to-read
graphs in your proposals and marketing
materials. Show the regions you serve
(towns, counties, and/or states) with a map,
not a list. If you have the data, illustrate
your company’s reach by exhibiting where
your bidders and web visitors call home.

While your competitors are cutting their
marketing, their presentation, and their
support staff, their brand recognition in

2 Carat Diamond Man’s 1 carat 10k
Diamond watch Diamond
Bracelet Several Styles | Solitaire Ring

$39 $99 $99
($300 value) ($800 value) ($1000 value)

www.midtowncloseout.com @ 801-322-3085
Visit our website ® 53 W. Truman Ave, SLC, UT 84115

Great for Any Auction! Make_Big Profits!

Jewelry Closeout items! e 10k 14Kk
Sterling! e Believe it or not!

the marketplace drops. That vacuum gives
you a place to extend your brand recog-
nition.

[f you must scale down your own company
promotion, direct it to a smaller, more
targeted public, cutting general, “shotgun-
style” ads, mailings, and web spots. Weed
or purge your mailing lists. Poll your
bidders to determine which media outlets
most often get in front of your target
audience. Simplify your advertising to just
one or two points, and unclutter your
advertising design to make it easier for

your message (and brand) to be remem-

bered.

Your dedication to a consistent, corporate
image will build residual advantage,
regardless of economic conditions. If you
can establish yourself as the value brand in
your market during a recession, you will
accelerate into the growth periods faster
than my own MINI Cooper does out of a
clover leat. Well, almost.

(* July 1, 2008. www.autonews24h.com,
“Auto News : Auto Industry : BMW : BMW
USA Reports June Sales”. ** July 29, 2008.
www.world. honda.com, “Honda Sets 10th
Straight All-Time Record for Worldwide
Auto Production in First Six Months”.)

Auction Supply Co.

America’s Largest Supplier
to Auctioneers

417 W Stanton
Fergus Falls, MN 56537

(Free Catalog)

(218) 736-7000 |

www.kieferauctionsupply.com
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NAA Member News

Virginia Auctioneer
becomes chairman of
state auction
regulatory board

LYNCHBURG, VA — Bill
Bryant, CAI, AARE,
GPPA, president of
the Counts Realty &
Auction Group, has
accepted the post of
chairman of the

board of Virginia’s

Auction Regulatory

Bill Bryant, CAl, AARE,
GPPA

Board.  Governor
Tim Kaine
appointed Bryant to the five-member
board in October of 2007. After serving
the first year of his four-year term, the
board unanimously voted Bryant their
chairman.

“This is a high honor for me,” said Bryant.
“I care so much about the state of the
industry across the commonwealth. To
have the opportunity to shape that; well,
its a responsibility with exciting
potential.”

Bryants auction firm employs four past
presidents of the Virginia Auctioneers
Association, a group that tries to improve
the professionalism of the industry
through continuing education and ethics
standards. “As a company, we are very
involved with the industry on the state
level, but this regulatory board
involvement allows us to influence how
the government interacts with us
Auctioneers,” said Bryant.

Bryant has been working at the auction
firm since 1982, becoming president in
1999. “I've learned a lot about the auction
process in Virginia. I have a lot of friends

amidst my competition,” he said. “I hope
to represent my company and even my
competitors well at this post.”

Counts Realty & Auction Group is one of
the largest auction companies in Virginia
with eight offices across the common-
wealth, conducting more than 60 auctions
per year, most of them real estate.
Specializing in land and multi-tract
auctions, Counts has conducted auctions
since 1964. More information about the
firm s available at

www.countsauction.com. Bill Bryant can
be reached at 800-780-2991.

Douglas P. Johnson
named broker of the
year in division of
Chicago Association
of Realtors

CHICAGO, IL — Douglas
P. Johnson, a partner
and Senior Vice
President of Sheldon

Good & Company
Auctions, LLC of

Chicago was
recently named
Broker of the Year of

Douglas P. Johnson  of Investment Sales
Diversified for the
CommercialForum, a division of the

Chicago Association of Realtors. The
awards were presented at the 2008
CommercialForum  Honors  Awards
Dinner at Trump International Tower. The
event, presented in part by the Wall Street
Journal, is the premiere awards program
for commercial real estate practitioners,
recognizing excellence in the commercial
and investment brokerage community.

Johnson said, “This is a highly-coveted
distinction and I am honored that the
judges recognized my achievements. I am
proud to represent Sheldon Good &
Company in such a positive way and to
have the opportunity to extend my auction
expertise through my affiliation with the
Chicago Association of Realtors and
CommercialForum.”

Gold Awards were granted in 12 categories
total, including Investment  Sales
[ndustrial/Commercial Redevelopment,
[nvestment Sales Broker Multi-Family,
[nvestment Sales Diversified, Investment
Sales Industrial, Investment Sales Office,
[nvestment Sales Retail, Leasing Industrial,
Leasing Office Owner Representative,
Leasing Office Tenant Representative,
Retail Leasing Owner Representative,
Retail Leasing Tenant Representative and

Rookie of the Year.

The awards program is open to all licensed
commercial and investment practitioners.
The criteria used for judging the awards
analyzes closed transactions activity of the
nominee from July 1, 2007 and June 30,
2008 and included the following
attributes: gross dollar volume, number of
transactions completed, impact on the
community, professionalism, ethics,
industry  involvement,  community
involvement, clients’ impressions and
peers impressions.

Johnson is a widely recognized expert on
the real estate auction and donates his time
to performing charity auctions around
Chicago. In the last year he has worked
with the American Diabetes Association,
Omni Youth Services, Center for Enriched
Living, Ezra-Habonim Niles Township
Jewish Congregation, Illinois PGA, Illinois
Hospitality Lodging Association and

others.
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OBITUARIES
Patricia L. Massart, CAl,

BAS, CES, GPPA

Auctioneer Patricia L.

Massart, 61, died on
December 31, 2008
surrounded by her family
and friends at her home in
Green Bay, WI after a
battle with
pancreatic cancer. Pat was

COUfﬂgEOUS

vice president of United
Country Massart
Auctioneers, Inc., where she was Auctioneer,

appraiser ’&Ild consultan o

Pat was born on March 4, 1947 in Green Bay. She
graduated from Preble High School in 1965 and
Bellin School of Radiology in 1967. Pat married
Robert “Bob” Massart on December 30, 1967. Pat
worked full time as an x-ray technician in Norfolk,
VA, Pensacola, FL. and Beaumont Clinic in Green
Bay for 15 years. In 1983 she graduated from
Reisch Auction College and joined her husband,

Robert, as an Auctioneer in their family business -

Massart Auctioneers, Inc. Pat graduated from the
Certified Auctioneers Institute in 1991 and became
a passionate advocate promoting the auction
industry. She was later elected to the Board of
Governors of the Certified Auctioneers Institute
where she served for six years. During that time the
Certified Auctioneers Institute changed its name to
The Auction Marketing Institute and became the
educational arm of the National Auctioneers
Association. Pat was a class advisor for the Auction
Marketing Institute influencing Auctioneers across
the country for the past 17 years.

[n recognition of her dedication and service, the Pat
Massart Leadership Award was created and the Pat
Massart Scholarship Fund was named in her honor.
To contribute to the scholarship fund, contact Carol
Jorgenson, executive director of the National
913-541-8084,

Auctioneers Foundation at

extension. 17.

Pat competed in the International Auctioneer Bid
Calling Contest for several years and in 1964 was
named Ist runner up in the competition. Pat was a
member of St. Bernard Parish for 21 years and the
Koinonia community making K-17 in 1986. Pat
also worked at many Koinonia retreats. She actively

supported the Barry-Bestul Endowment for
Catholic Education and Project Haiti. Pat made two
mission trips to Haiti where she helped support the
needs of impoverished Haitian children because they
held a special place in her heart.

Pat is survived by her husband of 41 years, Bob,
their four children and their spouses — Lara and Tim
Feldhausen, Damien and Michelle Massart, Tricia
and Broc Berge, Timothea and Dana Van Den
Heuvel; seven grandchildren; her parents — Louis
and Ethel Monfils; her brother and his wife — Marty
and Gina Monfils; mother-in-law — Evelyn Massart;
brother and sisters-in-law — Andy and Jane Massart,
Annette and Richard Coshenet, John and Diane
Massart; and several nieces and nephews. Pat was
preceeded in death by her granddaughter, Katherine
Feldhausen, and her father-in-law, Harris Massart.
A mass of Christian Burial was held at St. Bernard
Church. Entombment was in the Allouez Chapel
the Vince

Lombardi Cancer Center staff for their care and

Mausoleum. Pat’s family thanked

support over the past two years. As Pat wished, a
memorial fund has been established to support the
Fund Haiti.
available by  contacting
info@massartauctioneers.com.

Barry  Bestul and  Project

Information  is

Steven L. Good, AARE

Steven L. Good, chairman
and CEO of Sheldon Good
& Company Auctions
International, LLC, of
Chicago, died Jan. 5. Born
on November 16, 1956,
Good was an attorney whose
abilities led his firm to
become the largest real estate

auction company in the
nation, with more than 100 employees. He was a
sought-after speaker about real estate auctions, and
spoke at an NAA real estate seminar in April 2007.

He was the 2009 Chairman of the Realtors
Commercial Alliance (RCA), part of the National
Association of Realtors, and was past president of the
Chicago Association of Realtors. He was also

chairman of the board of John Marshall Law School
Center for Real Estate Law. Good also led a

committee to make recommendations to the Obama
administration regarding the challenging real estate
issues in today’s economy.

In 2003, Good authored a book entitled
“Churches, Jails and Goldmines: Mega Deals
From a Real Estate Maverick,” chronicling his
career as a real estate Auctioneer with all the
unique experiences — complete with dramatic and

WWW.AUCTIONEERS.ORG

often humorous tales. He was a prolific author in
Good donated

thousands of hours to many charitable organiza-

trade and academic circles.

tions and conducted charity auctions for the

Gateway  Green  Foundation,
Hospital

Healthcare Program and others across the

Chicago

Northwestern Prentice  Women’s

country.

Michael A. Fine, CCIM, CAI, AARE, Executive
Vice President of Sheldon Good & Company said,
“On January 5, 2009, the auction industry lost one
if its true icons with the passing of Steven Good.
Steve was a most talented and charismatic
individual, he loved his family, his career, and
helping others in a whole variety of ways. Steve's
knowledge and devotion to his profession demon-
strated his commitment in taking the auction
industry to a higher level and constantly giving back
to his industry, his schools and his community
throughout his life. Steve was not only an
Auctioneer and real estate broker, but he was also an
educator, public speaker, activist, writer, attorney,
philanthropist, volunteer, visionary and was always
there to lend a hand to so many worthwhile causes.
As a testament to Steve, we will honor him by
continuing to grow the seeds that he planted in so
many places.

For me and for countless others, Steve was a mentor

in launching and nurturing professional careers, but
above all else he was my friend. I am proud to be
part of the ownership of Sheldon Good &
Company so that [ can play a role in honoring Steve
by growing the company as we move forward. He
commanded a presence in a way few people can.
Steve said to me, on more than one occasion, that
he had a great life. When asked to serve his industry
he was always ready to help, teach or guide people
in their careers. Steve grew Sheldon Good &
Company into a professional business partnership
of which he was very proud. We look forward to
honoring Steve by continuing to grow Sheldon
Good & Company and continuing to give back to
the community and the industry as well. We are
committed to carry the torch that was so important
to Steve to create a strong relationship between the
National Association of Realtors and the National
Auctioneers Association for the benefit of educating

professionals and raising the awareness of the
auction as an viable marketing tool for real estate.

We mourn Steve’s passing and appreciate the
overwhelming response, offers support and
prayers we have received from Auctioneers and
others throughout the world. Our prayers and
support go out to Stevens wife, Jami, and
children, Scott, Logan and David, and also to
Steven'’s father, Sheldon Good, the founder of our
organization.”

FEBRUARY 2009 AUCTIONEER
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The eBay Alternative Is Here.

Whether you're just starting out with opening your auction floor
to the Internet, or looking for a seamless transition from eBay

Live Auctions to a proven platform for Antique & Collectible
live auctions, we've got you covered.
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Real estate Auctioneer Walter Driggers I1I, CAI, AARE, of Ocala, FL makes

a prediction that may surprise many traditional Auctioneers: “In two to four

years, the majority of auctions will be online only,” he says. “The format is
just so easy to collect bids and you do not have to take your sound
equipment to a site and so on. Ever since online auctions began maybe 10
years ago, it has just been a matter of time until the technology was ready for
Auctioneers to do online-only auctions.”

In the last five years, many Auctioneers have added live
Internet broadcasting of their onsite auctions (called
“webcasting”) to bring in more bidders while keeping the
live crowd setting, but the industry may now be entering
an even newer phase. This may be the era when the
number of live crowd auctions begins to steadily and
substantially decline, say some veterans and new
Auctioneers. These proponents of Internet-only auctions
say the advantages of this format are huge for every party
involved: higher prices for the seller, more money available

Walter Driggers Ill, CAl,
AARE

for advertising, more bidders brought to the auction,
lower participation costs for the bidders, and greater ease
of operation for the Auctioneer.

Auctioneer Will McLemore, CAI, of Nashville, TN explains: “With an
online-only auction, the bidder does not have transportation costs to get to
the onsite auction, and he does not lose travel time. That frees the bidders to
use that money to spend at the auction. And, an online-only auction allows
you to put more money into direct advertising because you do not have to

O line-only

itions: the

future?

Traditional Auctioneers
turn to Internet-only
format to serve sellers

By Steve Baska, editor

spend money on logistics such as food, chairs, tents, heaters, restrooms and
staff that serve people at an onsite auction.”

This July, Driggers and McLemore will conduct the first presentation about
online-only auctions ever held at an NAA conference. Their panel
discussion, titled “Auctions Without Bidcalling,” will be held from 3 to 4:30
p.m. on Friday, July 17 during the 60th International Auctioneers
Conference and Show in Overland Park, KS§, a
surburb of Kansas City. “We'll discuss case studies, the
ups and downs, and we'll answer questions from the
audience,” Driggers said.

McLemore, who previously worked for Sotheby’s and
Ritchie Bros. Auctioneers, opened his own auction firm
in 2006 and has focused on Internet-only auctions. “T've
done only one live onsite auction. That was a personal
property auction and we got about 25 percent lower
prices than if we had held it online only. I see live onsite

Will McLemore, CAl

auctions continuing to have a place in the auction
industry, but only for items valued at $1,000 or greater.
Some people will always want to see those assets in person. But the bottom line
is that, in most cases, a live crowd auction does not net the client more money,”

Auctioneer Darron Meares, CAI, MPPA, who teaches auction technology
seminars, says “There will always be room for all types of auctions. The
progressive Auctioneers are the ones that develop the best sales option for the
clients they are servicing. When we bring an auction to the table our crew
decides the best way to conduct the auction and the crowd we want to
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attract. In my opinion, the Auctioneer should
have more than one weapon in the arsenal when
competing in the current auction industry. A
well-developed inventory of sales methods will
separate one Auctioneer from another.”

Auctioneer Lisa L. Gay, CAl, of Dickinson, TX
says that, for her, shifting to online-only auctions
“has been like starting a whole new company.”
“We started conducting online-only auctions
about three years ago. We have sold estates, heavy
equipment, a mobile home, vehicles, you name
it...anything that can be sold live, can be sold on-
line. With the challenging economy, it has been a
blessing for us to be able to offer online auctions.
[t gets the items out in front of a larger pool of
bidders. We are booking three months out and it
shows no sign of slowing down. The sellers are
plentiful, and the online auctions are a way to
attract more buyers. We did 80 percent of our
auctions in 2008 online only. This year, we predict
that 90 percent will be online only.”

Veteran Auctioneer Rick Musick, CAI, GPPA, of

Eagle, ID is another believer in Internet-only auctions. He's been an NAA
member for 20 years and done scores of onsite auctions, but now much of
his focus is on his weekly online-only consignment auction held on
Tuesdays. It is a timed-bidding auction where bidding starts on the
Wednesday before the Tuesday 1 p.m. auction on his website. “We're getting
1.5 million hits a month on our website,” said Musick, who sells firearms,
vehicles and bankruptcy liquidation items, among others. “It only takes
three people to monitor our online-only auction, versus many more for
onsite. And with online-only, we don’t have to move items to a different
location. And a lot of strip malls do not allow auctions onsite. We are also
getting higher prices for firearms because of the wider audience.”

NAA recently interviewed several longtime successful Auctioneers experi-
enced in onsite and online auction procedures, asking them questions about
the Internet-only format. Their answers are below.

WHAT ARE THE CRITERIA THAT AUCTIONEERS SHOULD
APPLY TO DETERMINE IF AN AUCTION SHOULD BE
ONLINE ONLY, INSTEAD OF ONSITE?

AARON McKEE, CAI, AARE, oF PURPLE WAVE, INC. OF
MANHATTAN, K5 ---“Assets that are definable and valuable can be sold at

an Internet auction. Assets that can not be quantified or described before the
auction do not match the model well. Examples of items that are hard to
define or describe include quantities of miscellaneous merchandise that are
intertwined in different locations. Another time when a live auction is
required is when detailed clarification of the auction terms may change based
on how other lots in the auction perform like multi parcel real estate.”

JOHN D. SCHULTZ OF ALBANY, MN - “Primary consideration

should be given to the ability of the local market to consume the items
available at auction. Typically, the smaller the niche or local demand, the
more likely we are to use an online auction. Also, consideration needs to be
given to the additional time and expense needed to properly prepare an
online auction.”

“We did 80% of our auctions
in 2008 online only. This
year, we predict that 90%
will be online only,” said
Auctioneer Lisa Gay

RoB DoYLE, CAI, OF PLEASANT VALLEY, NY ----“We have been

doing online-only auctions for three years. We have sold complete contents

of homes, restaurants, small business liquidations, specialty collections,
antiques and collectibles, large single items, vehicles and real estate. Due to
the density of our area, we do very few onsite auctions. Parking is the main
issue. However, we can still conduct the auction online only with no one
going to the home except the successful bidder. Criteria: 1. Security of the
location: Once lotted you do not want items removed or moved from ot to
lot. 2. Motivation of the Seller: Need to make sure that the seller will release
items once sold. Again, items in our Auction Center we control, items in
someone else's location they control. What if they do not like the prices? 3.
Timeframe: We like to have items up for at least seven days for bidding, 10
is better. It will take at least a day onsite to catalog and photograph. You will
need a couple of days to collect payment and a day or two for removal. Total
time for system to empty home will be 10 to 15 days. 4. Space: If the
location is packed to the walls there is no room to work. Ideally, the items
are spaced out and look good in their setting. Often items will bring more if
still in the proper setting than if removed to another location.”

» continued
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DARRON MEARES —“There are really no definite criteria anymore. With

the advances in the software and applets involved with conducting online
auctions, they are easy to run almost anywhere. The main criteria, in my
opinion, would be moving the items and the cost-effectiveness of moving
them to a secure location with wired broadband access. The secondary
criteria would be the timing involved with getting the items catalogued,
photographed and inventoried to then be uploaded to the web for online
viewing.”

L1SA GAY — “The location is one key in determining

if an auction should be online only versus onsite. If you
are in a hard to get to location, with little or no parking,
or the home or business isnt going to accommodate a
large number of bidders, then an online only is usually
the better option. The type of merchandise is the other
key factor. Art, expensive glassware, tools and jewelry
sell great online. These items are easily shipped and

people are still paying good money for these types of

Lisa L. Gay, CAl

items. However, dont discredit the plain and ordinary
useful items as well. People are looking for ways to save
money when purchasing items that are functional; that side-by-side refrigerator
or washer and dryer might have a high bidder from 60 miles away. This person
probably wouldn't have spent the time to drive to a live auction, but saw what
they needed at a good price online.

There is something great about being able to sit in your pajamas and bid at
gg g your paj
auction! It doesn’t get any easier then that.”

WHAT PROPERTY WORKS BEST TO SELL ONLINE ONLY,
AND WHY?

ROB DOYLE -- “We have found all types of items sell well online only.

Reasons why include: 1. Cost savings. The seller saves on the cost of packing,
moving, unpacking. 2. Most items look better in their natural setting. 3.
Buyers can manage their money better by watching the progression of bids.
Example: If one chair is getting too high in price, they can move their
bidding to another chair. 4. Many items can be sold in place that would not
have been worth moving. Example: a pool table or upright piano located in
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Live auctions with crowds onsite, such as this one by Purple Wave, may
decline in number, some Auctioneers say.

the basement. 5. You can sell the rights to pick items from a

]
= N i s ey
b ’ o rid
T R S

crowded attic, barn or basement to reduce the cost of refuse
removal. 6. Only successful bidders go to the site, unlike yard
sales where many people attend and only a few bidders. The
online format allows many to bid and a few to pickup.”

Li1SA GAY —“Anything that you sell at a live auction can

successfully be sold online. Online auctions are a lot of work,
just a different type of work then setting up a live auction.
They present their own unique set of challenges. Descriptions
have to be accurate and photos are of the utmost importance.
You will need a very good digital camera, one that shows
markings on glassware, jewelry and pottery. If you list a 14
carat gold ring and can show a photo of the marking, people
are going to be more comfortable bidding. The benefits of
online only are huge: I don’t have to tell you that we are not
in the best of economies. The sellers are plentiful, money is
tight for a lot of people and they are looking around their
homes at what they can sell. We also have had people that are looking to get
rid of items that they are paying to store. They are looking at where they can
cut cost and paying to store itemsthey rarely use or need, gets them thinking
about selling these items at auction and getting some fast cash. The challenge
is to find the buyers for all of the merchandise that is flooding the market
right now.”

JOHN SCHULTZ —“I'm not convinced there is an asset class that wouldn’t

sell online well. However, I have experienced very good results conducting
online-only auctions of coins, and also grocery store liquidations. In
addition, I am aware from several other auction colleagues who have had
excellent results in the areas of industrial liquidations, and estates.”

AARON MCKEE —“Online auctions work best to sell equipment, vehicles,

and industrial assets because the assets are appropriate to a larger geographic

region (can be transported) and buyers for the assets have specifications that

help classify the assets.”

WHAT ARE THE ONLINE FORMATS AVAILABLE? (A REAL-
TIME LIVE BIDDING WITH THE AUCTIONEER STANDING AT
A PODIUM LIKE AT A LIVE-CROWD AUCTION? OR A TIMED
BIDDING OVER SEVERAL DAYS, IN AN EBAY-STYLE
AUCTION? WHAT OTHER FORMATS WORK WELL OR
BADLY?)

DARRON MEARES --—-“We have seen excellent results with both timed

and live formats. Our main focus is a hybrid auction that mixes the timed
format with the live format. We take timed pre-bids up to 45 minutes before
the live auction and then use those bids as starting bids during the live
auction. The pre-bidders have the option of bidding during the live auction
and advances their pre-bids from the timed auction. We had a bidder with a
declined credit card for $527.00 at a hybrid online auction (timed/live). We
took those same coins to the timed-only format for 10 days and wound up
selling them for $675.00. We use the timed auction for smaller consignment
lots, a few bank consignment vehicles, a tew lots of liquidation inventory or
a very small collection in between the larger hybrid auctions online.”

——
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JOHN SCHULTZ —“There are several widely

excepted formats, and a new format that we are
currently implementing with some of our auctions.

The formats: Online Only, Online Pre-Bidding Only,
Live Online, Live Online with Online Pre-Bidding,

and the newest format that we've been using Live

Online Only with Online Pre-Bidding.”

AARON MCKEE ---“Formats include: Timed

Auction: [tems close at a pre determined time (eBay)

John D. Schultz

[nternet Event: auction with automatic extension or
popcorn bidding where a group of assets are sold in one event at a given time
or items close in intervals like 1 item every minute or 1 item every 5 minutes
or 5 items every minute. C-Liquidation: events where assets are on site and
buyers can come to the auction, however the computer kiosks are the only
auction interface and the internet bidding platform is the Auctioneer.”

AARON TRAFFAS, CAIL, ATS,CES, ALSO OF PURPLE WAVE
AUCTION IN MANHATTAN, KS---“Real-time Internet bidding with an

Auctioneer doesn't work well, because it negates the benefits of the Internet-
only method, the ability of the automatic extension system to give a bidder
several minutes rather than several seconds to make up his mind to bid again
once he's been outbid. When we have a live event, sometimes we'll set up an
[nternet-only ring that is set to end while the live auction is going on. This
method gives us the ability to sell many more items to the same crowd
during the same period of time without the confusion of multiple bid callers.

ROB DOYLE --——-“We call our system Dynamic Online Only, as the lots

close sequentially in 20 second intervals, and the clock extends on each lot
that receives a bid in the last 20 seconds. The clock will continue to extend
as people bid on that lot. This system is the closest model to a live auction.
The bidding is not subject to "Sniper Bids" and the auction for each lot is
not over until everyone is done bidding.”

LiSA GAY -—-“We like the timed online-only auctions. We find that

people’s lives are so busy, that to drive out to attend a live auction and spend
several hours waiting for the few items they are interested in, just doesnt
work well for many people.

We also find that the 20s and 30s younger crowd didn't grow up going to
auctions, however, they are very comfortable buying items online. This has
enabled us to tap into a younger clientele that quite frankly, has more
expendable income right now.

WHAT ARE THE EXACT STEPS AND LOGISTICS TO SET UP
AN ONLINE-ONLY AUCTION?

DARRON MEARES --

1. Consign the items

2. Setup the parameters of the auction (i.e. Time, date, timed vs. hybrid,
terms and conditions)

3. Lot the items and develop the inventory

4. Photograph the items

5. Renumber or rename the photographs, if needed
6. Upload the catalog and photographs

7. Begin to take registrations

8. Watch the bidding progress for the duration of the timed auction
9. If timed/live, take the auction live and begin with the pre-bid amounts

10. Sell the items

LI1SA GAY ----“We went with customized software that could be tailored to

our needs. We set up a separate website, but it links from our main website.
We set up a secure online credit card processing with authorize.net (Randy
at NAA Cashless Commerce handled this for us), this allows us to invoice
on-line, they click a button to pay and viola...the money is in our account.
One area that you will need to rethink, is advertising. Depending on what
you are selling, you have to think nationwide. Craigslist, specialty trade
papers, nationwide antique publications are now a way to bring you more
buyers and more affordable then when you offered just live auctions. We are
finding the local newspaper in Houston Texas has drastically cut their circu-
lation and moved the auction section to a hard to find area of the newspaper.
We have focused our advertising dollars on national and specialty regional
newspapers and trade publications.”

ROB DOYLE ---“The Auctioneer needs to choose a software company. All

items need to be photographed and cataloged. We use a remote capture
digital camera connected directly to a laptop for photos and cataloging on
the same laptop in Excel Spreadsheet. We take up to 6 images per lot. We
give dimensions and note any markings as well as damage. The catalog is
uploaded to the website. Marketing and email blasts direct bidders to the
website and the catalog spiders out to other website to draw electronic

bidders back to the catalog.”

JOHN SCHULTZ —“1. Procurement of the items. 2. Detailed inventory

of the items. 3. Photographs of the items. 4. Upload inventory and photo
to online bidding software. 4. Advertisement of auction. 5. Approval of
bidders. 6. Preview of items (depending on asset class). 7. Monitoring
auction. 8. Close and invoicing of auction. 9. Collection of payment. 10.
Shipment or checkout of items. In addition, there is the "normal™ adver-

Aaron McKee, CAIl, AARE,
conducting a live
auction.

cover story
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tising and marketing of the items. There is also an increased request for  DARRON MEARES ----“We use MS Excel to develop the spreadsheet, MS

more information from interested buyers than a live auction.” Digital Photo Editor to clean up the pictures and the Proxibid applert to
duct the auction.”

RELATED TO THAT, WHAT SOFTWARE PROGRAMS DO YOU ~ ** ™ ™™

USE TO RUN THESE AUCTIONS? LISA GAY -—-“We use a company called ProAce, but are looking at a

different option that will have a bulk upload feature and allow us to use
ROB DOYLE —“We have used LuJohns.com/BidderCentral.com and streaming video as well.”

Proxibid.com. AuctionServices.com hosts the website and draws tremendous

traffic to our site, which then links to the other websites.” AARON TRAFFAS —*We use Maxanet by JBS Software.

A “SWOT” analysis of online-only auction format

Auctioneer Rob Doyle, CAl, recently did a SWOT analysis (strengths, weaknesses, opportunities, threats) of his Internet-only
format, which he calls Dynamic Online Only Auction. The results can be applicable to many online-only formats.

S.W.0.T. for Dynamic Online Only Auction:

Strengths: Weakness:

Quick turnover Sellers controlling the environment, and possibly the removal process
Time and labor paid for Selling items before the auction

Maximizing price without impacting bidders Not always a physical preview

Bidders can buy from home, only travel if successful Additional costs associated with doing previews

Security Pickup deadlines- bidders do not pickup on time or missing

Low cost Technology

Less handling, less breakage Distances might affect bidders buying

Less overhead People who do not own computers

Use of technology, spider technology Getting data from sellers to process at AAR

24/7 Preview and bidding People not knowing what we do, knowledge of our services

Funds are controlled by AAR

Leverage on decision making Opportunities:

Successful thus far Selling corporations and large businesses

Strong email list Converting existing contracts to Dynamic Online Auction
Knowledge and experience of lotting and cataloging Getting sellers to send us the information for us to process and upload
Technology- computers, cameras 1,2,3 step process

Controlled pickup environment- scheduled time and place Repeat business

Building and additional ability to bring items back for people to pickup for a fee Antique dealers, vehicle dealers, collectors

Sprinter EZ-Fast program

Different locations help build database Portal pages

Overall turnkey service Prepare the sellers for the total overall process

We can guarantee everything will sell if we lot it Exclusive contracts

Policing bidders, payments, and mailing lists Specialty collections- photographed and cataloged well in advance
Complete history of each sales lot

Commercially feasible- strong records of bidders on each lot Threats:

Website and portal pages Security of securing the items- Moving items or taking them out
Support staff while onsite Our commission will not be reduced due to mis-performance of the sellers
Recycling of assets - eBay

We can retain the data and information for a later time if need be Other online competitive systems

Flexibility Anxiety of sellers

NO negative haggling Yard sales and tag sales
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DO YOU FORESEE THE ONLINE-ONLY AUCTION FORMAT
GROWING IN THE FUTURE FOR MOST AUCTIONEERS, AND
THE LIVE-CROWD FORMAT SHRINKING, AND WHY?

JOHN SCHULTZ —“The online-only auction format will continue to

increase as the auction industry combats the smaller online-only companies
that are popping up across the country. Here in Minnesota, we have seen a
rapid expansion of online-only auctions. In fact, a large percentage of industrial
and commercial auctions in Minnesota are conducted online only. This trend
is starting to spread to motorsports, and antiques/collectibles. There will always
be a place for the “live-crowd” format. However, with the increased demand
on consumer’s time, the online only format or a variation will continue to grow.
Additionally, as margins within the auction industry tighten with the economy
and rising costs, the economical benefits of conducting online-only auctions
will also contribute to a shrinking of the “live-crowd” format auction.”

L.1SA GAY -—-“As much as I love the energy of live auctions. I do see the online

format growing for most auction companies. We will never stop doing live
auctions, but we are finding that the online bidders are now attending our live
auctions and our live auction bidders are slowly coming around and signing up to
bid on-line with us. The reason for the shrinking live auction attendance is not just
the economy. For many people time is as rare of a commodity as money. Their
children have soccer, baseball, music, dance etc etc. The typical young couple, in
this generation, simply doesn’t have the time to sit all day at a live auction. We have
to look at where the bidders are, and if they are sitting in front of a computer
screen at midnight, then we have to make sure we are there too.”

AARON TRAFFAS —“A

cataloged live auction takes “[,Z' Ue d%C Z' i 0 ﬂS

much more labor to conduct

than an Internet only auct'ion. As wo n ’Z- ever g 0

more and more Auctioneers
catalog auctions due to the

enormous benefits, they'll look ) way) bu[ 2 /]6’

for ways to save labor costs and
the reduction of overhead h v , E s [ Z b
associated with the live event will 5 Z wz e

shift the balance more towards

Internet-only - auctions.  Live no[l Ced b Ze) 7 sd Za/

auctions won't ever go away, but

the shift will be noticeable.” A d 7/, 0 n ﬁaﬁvd 5 i
SUMMARY

While Internet-only auctions are growing, it will remain vital for Auctioneers
to be able to determine which formats and venues best serve their seller for the
individual properties chosen for auction.

Auctioneer McLemore also emphasizes that just because he and others are moving
more toward Internet-only auctions, that does not mean they are abandoning the
role of a community Auctioneer. “In fact, we make it a point to operate as a real
Auctioneer in our local community. We answer our phones like a real company
and we allow live inspections of the property for sale,” he said.

Driggers, who will present the online-only seminar at NAAs Conference and
Show, urges Auctioneers to get comfortable with online auctions. “Watch some
of them online. Go register for some. Help yourself in getting comfortable. It
reminds me of the buyer’s premium issue when people, years ago, said they
would never use a buyer’s premium and it would never work in their areas, and
it has become standard business now for so many people. I think online-only
auctions will be the same.”
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Success Stories

Successful auctions are the goal of every Auctioneer.
Here are the reports of what worked and how well.

MULTI-ESTATE AUCTION
Silver and art help
achieve highest-
grossing auction for
Leland Little

company

HILLSBOROUGH, NC - A beautiful 72-piece
sterling silver service by the renowned
Mexican silversmith Hector Aguilar, in the
“Aztec” motif, sold for $41,400 at a two-
day, four-session multi-estate sale, dubbed
the “Historic Hillsborough Auction,” by
[eland Little Auction & Estate Sales, Ltd.
The sale was held at the firm's spacious
showroom in Hillsborough, NC. A large
number of online bidders also helped
achieve the success.

Aguilar's shop, Taller Borda, was known
for its high-quality and well-designed
sterling silver tlatware, hollowware, jewelry
and other objects. The service sold was
large and rare, with the incised bands,
scrolls and applied beads that exemplified
Aguilar's bold eye for design. It was also a
superlative example of mid-20th century
Mexican silver. It was the top seller of the
nearly 1,000 lots put up for bid in the

December auction.

“This was the biggest grossing sale to date
for our company, and a wonderful way to
conclude the year,” said Leland Little of
Leland Little Auction & Estate Sales, Ltd.
“We continue to attract national and inter-
national interest in our collections, and
will continue what has been a successful
partnership with LiveAuctioneers.com for

online bidding. We anticipate more great
sales in 2009.”

More than 1,000 bidders registered through
LiveAuctioneers.com, while around 900

pre-absentee and phone bids were recorded

@Eh'“ﬂ" i o

This oil on canvas painting by Emile Gruppe, titled Winter Brook, sold for $18,400.

prior to the sale. The in-house crowd was
about 200 people on Dec. 6 and between 75

and 100 people on Dec. 7. Following are
additional highlights.

Spectacular period furniture pieces were
offered in abundance. The stars of the
category were a rare North Carolina paint
decorated Rowan County blanket chest
(circa 1800), from the Yadkin River area
and having a six board poplar case with
dove-tailed construction ($36,800); and a
pair of classical card tables, having
mahogany veneers with gilt decoration
($13,800). A late 18th-century Southern
walnut corner cupboard, with one-piece
form and Southern yellow pine secondary,
brought $5,463; a 19th-century French
country trestle table with three-board
burled hardwood  rectangular  top
supported by two shaped legs realized
$4,830; and a 19th-century birch and

walnut Southern sugar chest with hinged

lid and bread board ends made $3,795.

This 72-piece Hector Aguilar Mexican sterling set
sold for $41,400.

FEBRUARY 2009 AUCTIONEER

Fine art, a staple at many Leland Little
Auction & Estate Sales, Ltd., quarterly
cataloged sales, commanded prices that
were within the estimates and, in some
cases, beyond. Highlights included: a
signed pastel on silk work by Elizabeth

—

WWW.AUCTIONEERS.ORG



O'Neill Verner, titled Jamie ($28,750); a
signed oil on canvas by Emile Gruppe,
titled Winter Brook ($18,400); a signed oil
on canvas by Harry Berman, titled
Pennsylvania Hills; an untitled canine

rendering by Roy Dean de Forest.

The auction featured the single-owner
photographia collection of Arnold Doren
and Caroline Cornish. Top earners
included a gelatin silver print by Andre
Kertesz, titled Chez Mondrian, signed and
dated 1926 in pencil en verso and in a
Kulicke frame ($6,325); and an untitled
gelatin silver print by Minor White, of
hands holding a bowl ($4,600). A pair of
Tiffany Studios bronze bookends (circa
1920), with Orientalist design of mythical
eriffin forms on either side of a medallion
profile (and bearing a resemblance to L.C.
Tiffany in his later years) achieved $6,900;
an antique Louis Vuitton monogram
steam trunk with classic flat top, reached
$3,680; and a pair of late 19th-century
Venetian glass wall sconces rose to $3,105.

The auction also featured the outstanding
coin collection of Dr. Hank Landon.
Highlights included a roll of 20 uncircu-
lated 1878 7TF Morgan silver dollars with
cameo surfaces ($4,255); a lot of 42 uncir-
culated Walking Liberty half dollars, dated
1934, 1935 and 1946-D (3,680); and a
1907 Liberty $20 Gold Double Eagle
coin, graded in NGC MS 61 condition
($1,035). .

To learn more about Leland Little Auction
& Estate Sales, Ltd, VISIt

www.LLauctions.com.
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REAL ESTATE

Multi-parcel system
helps Wigton auction

success in Ohio

When the owners of a 208-acre, three

This rare North Carolina
decorated Rowan County
blanket chest sold for
$36,800.

The sellers were very impressed and
pleased with the overall process and
commented how much they learned about

real estate auctions in a relatively short
period of time. The winning bidder with
Ohio connections was from the state of
Washington. Also this past fall, Wigton
sold a wedge-shaped 95 acre parcel of

farmland with only 100 feet of frontage for
$4.200 an acre. For further information on
these or upcoming auctions contact Larry
at Wigton Real Estate & Auction Co. at
740-362-0007 or

W.wigtonauctions.com.

» continued

generation farm recently decided to

liquidate their farm in north

central Ohio they chose Larry
Wigton, CAI, AARE of

Wigton Real Estate &
Auction Co., Ashley, OH.
The farm had been divided

into 17 parcels years prior, and
after discussing the advantages
of a real estate auction and the
multi parcel method of the
parcels with Wigton, they
were convinced to use the
auction marketing method.

With 33 registered bidders

and 80 people in attendance,
the initial opening rounds on

the parcels stopped at
$569,000. Using the Mulu-
Par Bidding System the
bidders chose their parcels and
the end result was a selling
price of $1.4 million ($6,700
per acre) with the entire 208
acres going to a single buyer.
The program was flawless.
The screen was a gymnasium
wall, the crowd and bidders
got positive comments about
how easily they were able to

follow the bidding procedure.

“AND TOP BUSINESS LEADERS

At the Texas Auction Academy, vou eet the benetits of learning
2 o o '

=

LEARN AUCTIONEERING FROM
CHAMPION AUCTIONEERS

from champion Auctioneers as well as leading experts in the

Texas

uction
Academy

Auction Industry.

AMERICAS AUCTION
ACADEMY

In Association with Uni ted Country® Auction Services

P.O. Box 803503 m DALLAS, TEXAS ®m 75380-3503 m p. 972-387-4200
info@texasauctionacademy.com

WWW.TEXASAUCTIONACADEMY.COM

Texas Workforce Commission Approved
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ART AUCTION
Nigerian art selling
high at Bonhams

Nigerian paintings brought stunning prices at
Bonhams™ Exploration Travel and Topographical
Pictures Sale in London in December. Lot 40, titled
Underwater Still Lite, by Benedict Cukwukadibia
Enwonwu M.B.E., sold for nearly 20 times its
estimate at $206,799. The owner had inherited the
picture from her aunt who was given it by the artist
in Nigeria. Speaking after the sale she said that she
was shocked and delighted by the result.

Bonhams has featured Nigerian Art for a year
now in its Topographical sales but has noticed a
steep rise in interest and prices for work by
Nigerian artists. Such is the interest in modern

Nigerian art that Giles Peppiatt has organized a
first sale of Contemporary African Art featuring
artists from at least six African countries, mostly
sub Saharan. Amongst the painting in this sale on
April 8 will be three more works by Enwonwu.

Peppiatt said the works of this artist and other
contemporary Atrican artists are being bought by
Europeans, Americans and South Africans.
Among these buyers is one South African

collector who has found the increasing price rises

CALL THE AUTHORITIES!

of South African art has forced him to start
collecting Nigerian artists. Sales of South African
art are held twice a year at Bonhams and achieve
world record prices. For more information please
contact Julian Roup at Bonhams’ press office or
send email to julian.roup@bonhams.com.

HEAVY EQUIPMENT AUCTION
Over 2,600 registered
for Ritchie Bros. auction

FORT WORTH, TX - More than 2,600 people from 37
countries registered to bid onsite and online at a

heavy equipment auction conducted by Ritchie
Bros. Auctioneers December 3 to 5. The firm
sold more than 2,800 items for the construction,
transportation, mining and other industries
during the three-day unreserved auction, gener-
ating gross auction proceeds in excess of $31
million. Bidders from outside Texas purchased
almost $17 million of equipment.

“The auction capped off a very good year at our
Fort Worth auction site,” said David Hobbs,
Ritchie Bros. Division Manager. “Prices are
remaining stable, despite the recent market
turbulence. We saw very active bidding at the

auction site as well as online. People weren't
sitting on their hands; they were eager to bid on
the equipment in the auction. It was also good to
see many new bidders participating in the auction
from all over the world.”

Cash Construction Co. of Pflugerville, TX sold
more than 30 heavy equipment items at the

unreserved auction, including wheel loaders,
motor graders, hydraulic excavators and loader
backhoes. "We've invested in a lot of equipment
over the past few years because we've been
extremely busy, but things have slowed down
considerably,” said Robert Pullen of Cash
Construction. "We decided to downsize and sell
some of our surplus equipment. Ritchie Bros. was
our first choice because they have a good name
and vast advertising. [ was a little nervous before
the auction because I expected prices to be soft in
the current market, but I was pleasantly
surprised; we did very well on auction day.”

Ritchie Bros.
completed the purchase of approximately 16

also announces that it has

acres of land near Tokyo, Japan, on which it
intends to develop a new permanent auction site.
This facility will be an important step in the
company's strategy to expand its presence in the
Asian market.

For more than 40 years, Hudson and Marshall, Inc.
has been America’s Auction Authority.

National Marketing Center
Atlanta, Georgia

1-800-841-9400

[l

DSON &
MARSHALL

HU

AUCTION
MARKETING

Southwest Office

Dallas, Texas

1-800-441-9401

Visit our web sites at www.hudsonmarshall.com
or www.hudsonandmarshall.com

FEBRUARY 2009 AUCTIONEER

WWW.AUCTIONEERS.ORG



Jacob Barth, left, 2008 International Junior Auctioneer Champion, of Moses Lake, WA joined
Mike Jones, CAl, GPPA, president of United Country Auction Services, on stage to raise
money for student scholarships at the 2008 FFA Alumni Auction held in Indianapolis. The
alumni auction was the grand finale of the weeklong convention that draws in excess of
24,000 people.

Mike Jones helps raise over
$198,000 for FFA at annual

alumni auction

KANSAS CITY, M0 — Mike Jones, CAI, GPPA, president of United Country '
Auction Services, presided over the Future Farmers of America’s Alumni When it comes to marketlng auctions,

Auction for the second year while United Country affiliates from across the nobody’s faster than Auction X-Press.
nation volunteered to donate their time to call bids and work the ring.

During the live auction, Jones invited Jacob Barth, 2008 International Our service, quick turnaround and

Junior Auctioneer Champion and FFA member from Moses Lake, WA to cutting-edge technology give you the
join him on stage to help call bids. Together they helped the total exceed sales brochures you need to move even
$198,000.

the biggest items — fast.

More than 54,000 members and guests from across the country assembled

in Indianapolis recently for the 81st National FFA Convention. Among 1.800.999.6311
those guests was United Country Real Estate, a major sponsor of the FFA .
and the primary sponsor of the group’s annual alumni auction. The FFA aUCtlonxP ress.com

Alumni Auction is the culmination of a year’s activities for its more than
47,300 active members. The event capped oft a memorable convention
with live, silent and online auctions. After last year’s record-breaking
results, this year’s auction was expected to raise $160,000 to benefit FFA
members with scholarships to the Washington Leadership Conference and
toward agricultural education degrees.

“The alumni auction was a huge success and through the hard work and
dedication of alumni members and supporters, those in the blue corduroy

will continue to develop into the leaders of tomorrow,” said Jones. In

ddition t ducting the FFA Alumni Auction, United Country’s chief
ix;:(:lulgse ?}f;‘?;r,ug;zg Dljffy, servz:l 2111 tll'll(; I;Tr;tior?zlﬂeFFAOUFI:::L?I;Z:H:H AU CT I o N x- P R E S S

DESIGN  PRINT » MAIL

Sponsors’ Board, and the company funds college scholarships through the
Foundation.
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Be my Valentine

Valentine’s Day historical cards teaturing
auction settings are hot collectibles

It s wonderful to
witness the auction
method of
marketing  being
utilized on vintage
Valentine cards. A
few of the colorful,
cutout cards are
hinged so that the

figures can move;

By Robert A. Doyle, CAl,
ISA, CES, CAGA

others have stands
on the back so that they could be placed
upright on a mantle or table. All the
Valentines boast neat sayings or poems.

that
manufactured with a short life span) were

Ephemera (paper items were
not meant to last long, and included items
such as calendars, trade cards, postcards,

catalogs, letters, broadsides and business

cards. They are highly-sought after today
as collectibles.

Traditionally, Valentine’s Day (February
14) has been celebrated by many not-for-
profit organizations for conducting
benefit, fundraising auctions. Some organ-
izations, such as the American Heart
Association, have conducted events with

both live and silent auction formats.

e
i
P

Who was Valentine? According to
www.history.com, one legend contends
that Valentine was a priest who lived
during the third century in Rome. When
Emperor Claudius II decided that single
men made better soldiers than those
with wives and families, he outlawed
marriage for young men. The priest
Valentine, realizing the injustice of
the decree, defied Claudius and
continued to perform marriages for
young When

Valentine's actions were

lovers 1n secret.

2

. L3

i e——

!
/

I

A. HART
AUCTIONEER,

_VALENTINE

sl "

A discovered, Claudius

ordered that he be put to
death. One story describes

that Valentine actually sent
first
greeting’ himself, while in

the “valentine

- — R
P s i “"“-n,......ﬂ-"" B
[ - i

-l

/| prison, to a girl who visited
during his
(- | confinement. Before his
death, it is alleged that he

wrote her a letter, which he

him

T

18
From  your

signed

e

.| Valentine,”
that is still in use today.

' | Although the truth behind

an expression

the Valentine legends is
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murky, the stories certainly emphasize his
appeal as a romantic figure.

The auction method of marketing is at the
“heart”
February.

of fundraising activities 1n

WWW.AUCTIONEERS.ORG



* donating them to the National Auctioneers Museum.
Contact museum curator Lynn Ward for more infor-
mation at lynn@auctioneers.org, or at (913) 541-8084
ext. 17), fax: (913) 984-5281, or by mail at 8880

Ballentine, Overland Park, KS 66214. Rob Doyle can be
reached at hikertwo@aol.com.
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Of character and contract

Case example of what to do when wrong

property is delivered to a greedy buyer

Steve Proffitt is
general counsel of J. P
King Auction
Company, Inc.
(www.jpking.com).
He is also an
Auctioneer and
instructor at
Mendenball School of
Auctioneering in
_ High Point, NC and
By Steve Proffitt Reppert School of
Auctioneering in
Auburn, IN. He welcomes questions from
readers about auctions and auctioneering.
Readers' communications may be edited and
revised. M. Proffitt will answer selected
questions, but cannot provide personal answers,
His answers do not represent legal advice or the
formation of an attorney-client relationship and
readers should seek advice from their own
attorneys on all matters. Please submit questions
to sproffitt@jpking.com or clo J. I? King Auction
Company, Inc. 108 Fountain Avenue, Gadsden,
AL 35901.

“Your reputation is who
people think you are. Your
character is who you really
are.”

This quote above is how my law school
professor in evidence class explained the
difference

between reputation and

character. It’s a valuable reminder that a
persons character might not match his
reputation, for better or worse.

An Auctioneer contacted me about a quilt
his firm had sold on an absentee bid to a
“knowledgeable dealer” he believed was
reputable. The quilt was in poor condition
and the Auctioneer announced that before

Every lot sold is the subject of a
separate sale and, therefore, a
separate contract for sale.

selling it. The next day the dealer came to

the auction house and a staff member
delivered the quilt to the dealer, who was a
woman. Unfortunately, she was given the
wrong item. She received a high-grade
quilt that had been sold to a telephone
bidder for ten times the price of the first
quilt of poor condition.

-

The Auctioneer promptly contacted the

dealer to explain the error. The
Auctioneer’s staff member had given her a
purchase receipt, along with the quilt. The
receipt correctly showed the lot number of
the quilt she had bought, its description,
and the purchase price she had paid. The
receipt proved the delivery error. The
woman replied she had reccived the item

FEBRUARY 2009 AUCTIONEER
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_auction law_

she was due and was keeping it (even though it was the wrong item).
The Auctioneer said there was no chance the dealer didn't know that
what she had bought was not what she got. He added she was merely

taking advantage of an error to cheat him. The Auctioneer then had
to rectify the matter with the telephone bidder who was supposed to
receive the better quilt.

This issue goes back to the lesson my professor taught: Some folks
have good reputations, but lack good character. When this happens,
society has seen only the shiny paint and not the rust underneath.
Money often leads weak people to do bad things and this is an
example. An eight-letter word holds the answer to the Auctioneer’s
problem: “contract.” A contract is the legal basis upon which all sales
are made, including sales at auction. Every lot sold is the subject of a
separate sale and, therefore, a separate contract for sale.

A valid contract for sale includes three essential elements: (a) an offer
to sell or buy made by one party to another, (b) an acceptance of that
offer by the other party, and (c) adequate consideration to bind the
agreement. Let’s apply these elements to understand the Auctioneer’s
situation.  We'll call the poor quality quilt “Lot 17 and the high
quality quilt “Lot 2.”

At the auction, the Auctioneer described Lot 1 and opened the
bidding. When the bids peaked at $95, the Auctioneer sold Lot 1 to
the dealer. Thereafter, the dealer paid the purchase price and was
given a quilt. The seller and the dealer each had rights and responsi-
bilities under their contract for sale for Lot 1, and no one but the
dealer had any ownership right to this quilt. Due to a mistake, the
dealer was not given the Lot 1 quilt. She was handed the Lot 2 quilt.

Lot 2 had been sold to a telephone buyer for $950. That buyer and
the seller also had a contract for sale with rights and responsibilities
regarding Lot 2, and no one but the second buyer was entitled to the
high-quality quilt. The dealer who bought Lot 1, but received Lot 2,
had no right to the Lot 2 quilt because she didn't buy it. To better see
this principle, suppose a buyer purchased a box lot in an auction for
$2 that was “Lot 10,” but was mistakenly given “Lot 101,” 2 $10,000
diamond ring. Anyone can see the buyer has no legal right to the
ring. The issue is the same with the quilts.

Here’s the key: Except for the existence of a valid contract for sale, the
dealer has no legal right to any auction lot: not Lot 1, not Lot 2, and
not any other lot. She was entitled to receive Lot 1 and own it only
because she made a valid contract for sale with the seller to purchase
it. The dealer had no contract for sale with the seller to buy Lot 2 and
the Auctioneer’s staff error in delivering the wrong quilt created no
right for her to possess or own it.

=

The Auctioneer was adamant that the dealer knew what she was
doing. I'm sure he’s right. Her actions were rooted in greed and
dishonesty. She would have acted quite differently had she purchased
Lot 2 (the high quality quilt) and been mistakenly given Lot 1 (the
poor quality quilt). Then she couldnt have made the switch fast

enough. People like this always deal on a one-way street, and that
street always runs their way.

[ advised the Auctioneer that this is a civil matter and should be
addressed as such by the seller of Lot 2. The court can award the seller
the return of the quilt and damages. How sad to see someone blacken
her reputation for so little. Bad character often reveals itself cheaply,
but the ultimate price will always be steep ... very steep!

“T'he entrepeneur
always searches for
change,

responds to it,

and exploits it as an
opportunity.”

ceesesesssesssssassssieter Drucker

For over 235 years,
SOLD II® has led the way

in positive change for the
auction industry.

Auction Leaders know that
SOLD II® provides the right
tools for postive improvements
to their organization.

SOLD II® has never

stood still! We continue our
positive innovations. That's

why so many others try to
copy SOLD II's capabilities.

800-487-6532
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to (913) 894-5281 MEMBER + An Active member and his/her spouse, significant other, or partner that subscribes to the NAA Code ot $450
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Overland Park, KS 66214
NAF A voluntary donation to further support the National Auctioneers Foundation. $50
PAC The Auction PAC is the political giving arm of the NAA. Contributions to the Auction PAC must be made
separate from membership dues. Only personal checks and checks from LLCs are accepted. Incorporated
businesses are prohibited by law from contributing to the Auction PAC.
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lished dues.—Contributions or gifts to National Auctioneers Association are not tax deductible as charitable contributions for income tax purposes. However, they may be tax deductible as ordinary and necessary business expenses subject to
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cation, member agrees to abide by NAA Code of Ethics which can be found at hetp://www.auctioneers.org/aboutNAA/ethics.ctm. 12007




You Can Make a Difference
in Membership!

Membership is an important part of the

NAA and we are asking for your help.

Do you know someone who would benefit
from joining the NAA? If so, all you have
to do is ask.

Every member is important and you can
make a difference by bringing in just one
new member. Share Auctioneer and the
adjoining membership application with
someone who is not a member and discuss
how NAA can help them grow profes-
sionally, or that they can make a ditterence
in the industry and their community, or
how many connections they can make
through the same association you belong
(0.

Great Merchandise
Large Profits. ..

You can also mention a new payment plan
that NAA has implemented to make it
financially easier to join. Instead of making
one payment, they can make three consec-
utive, equal monthly payments. For
example, if their membership category is
$300, they can make three consecutive
payments of $100, or if they choose a
virtual membership for $225, that would
be three payments of $75. Payments must
be made by the 25th of each month, for
three consecutive months, in order to
participate in the payment plan. A
statement will be sent at the end of each
month showing the balance due. They can

Prestige Prints & Collectibles
Ofters a Huge Assortment
of Quality Framed & Signed Jerseys, Balls,

Helmets, Music Guitars,
Movie Posters & TV Series Prints.

Original Works of Art, Original Oils,
Limited Edition Giclee Prints & Pastels.

Great 24% Lead Crystal Items: Carfes, Ships Decanters,

Glasses, Wine Stoppers, Barware, Vases
Supplier to More than 500
Live & Charity Auctions in 2007/08

Call Today to Order or Information

Prestige Prints & Collectibles
229 W. Crogan Street
Lawrenceville, Georgia 30045
1-866-694-9228
678-387-1946
larry@prestigeprints.com
for Complete Catalog/Pricing I
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either send in a check or credit card
payment each month, or they can give us
written authorization to run a credit card
each month.

And we don’t want you to forget that this
payment plan option was also created to
help you, our current members, succeed in
today’s market as well, so if you are inter-
ested please let us know.

If you do recruit a new member please
include your name on the application as
we want to recognize you. You are the
association and we appreciate all of your

efforts in helping the NAA grow!

Complete

Runs on your wek

Unlimited au

No per auction|

No per auction (
port

ALREADY HAVE A WEB SITE?

Let LUJOHNS add the tools you need
to bring more bids for more profits.

i

s

800 243-4420 .
413 443-2500 ww.Bidder @
INFO@LUJOHNS.COM Central con
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When ap

praisals are few

Diversity your work when business is down

By Mike Odell

Appraiser Mike Odell, CES, MPPA is a certified
appraiser, accredited by the International Society
of Appraisers, with particular expertise in
household evaluations, collectibles, equipment
and machinery, as well as commercial, industrial
and business appraisals. He can be reached at
modell@tradermick.com.

Economic times are tough. In fact, my
appraisal assignments have almost disap-
peared. The bulk of my appraisal business
is from banks that make Small Business
Administration loans, and that credit

market has just dried up. We don't get as
many insurance appraisals, because clients
have fewer resources available to spend on
insuring scheduled items.

The IRS still requires an appraisal for
charitable donations in excess of $5,000,
but donors are less generous in a tough
economy. Unfortunately, divorce is always
with us, but attorneys are less likely to
recommend the expense of an appraisal
until they can see absolutely no hope of
settlement otherwise.

Many appraisers [ know are finding work
hard to get at this time, so having diverse
streams of income, such as auctions, estate
sales, retail stores and appraisals can get

you through hard times.

s T

ERFORMANCE

'1-800-272-5548
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Lot Tags /
Lot Stickers /
www.AuctionBidCards.com 4

In addition to my
appraisal work, I have
an antique shop and

auction gallery in
Edmonds, WA, near
Seattle. My business
partner and [ are
planning events to
draw customers into

our store. Were going

to start with an
Appraisal Day,
offering a  verbal

opinion on potential
treasures for a fee of $5
per item. And our next
event will be a talk by
a gemologist on

vintage and antique jewelry, including a
verbal opinion of the value of jewelry
brought in by our customers. We also plan a
demonstration by a furniture refinisher, and
other events to keep customers coming

through the door.

At a few antique shows, I have noticed that

many dealers are now promoting
themselves as appraisers through education
at the Missouri Auction School. They are
taking the time and expense to learn new
skills to protect their businesses. Many
already are doing estate sales and tag sales,
as well as becoming eBay
Trading Assistants, listing items
for the general public, for a fee
or percentage. We may have to
offer more services and be more
competitive, and this may be a
good time to look into NAA
education to expand your
potential in a new market.
(Visit www.auctioneers.org to

see education programs.)

Some auctions in my area are
also

facing very  tough

challenges. I recently went to

an auction featuring Northwest Native

baskets and photographs. I got there early
so I would be assured of a good seat, as
there is always a big turnout for these
auctions. But not this time. I was sitting
three rows back with nobody in front of
me. In fact, the 20 attendees looked even
fewer surrounded by about 150 empty
chairs. I think all 20 people had come just
to look and, once the Auctioneer began,
prices were low. Baskets that usually would
have sold for $600 or more were selling for
$50 or less, and a few dealers got the
bargains of a lifetime.

A few days later, I participated in an
antique show. We took two booths, each
eight-by-ten feet, in order to help fill the
show, which was being put on by a
promoter who is a friend of mine. The
number of exhibitors was down by about
50 percent from the previous year.
Actually, we did pretty well at the show,
selling about 60 percent of the inventory
we had on display, but sales are generally
down all over, and retail sales are nearly all

at a discount. In our store, we have been

running a “half off” sale since about
Thanksgiving to get people into the store,

WWW.AUCTIONEERS.ORG



and those we have been able to attract have changed their buying patterns.
[n the past, we were selling items in the $75 to $100 range on average. Now
our customers are homing in on the $20 to $40 pieces.

Strangely enough, in view of that trend, our daily “take” has increased
somewhat. We're actually selling more items for less money and making more
income at the end of the day. It seems that people still want to buy, but
they're looking for bargains. Even Internet sales are down, although overseas
buyers are spending more than U.S. buyers.

Who knows where this economy will go? Before conditions improve, we
may even have to give away apples at auctions, like some of our predecessors
in the auction business in the 1900s.

State Auctioneer association
upcoming events

FEBRUARY

5-8: North Dakota Auctioneers Assoc. convention, Dickinson, ND.

6-8: Oklahoma State Auctioneers Assoc. convention, Oklahoma, City, OK.

L ¥
r %,
T

6-8: Iowa Auctioneers Assoc. convention, Des Moines, IA. | Your (”V(;”( .u
6-8: West Virginia Auctioneers Association convention, Roanoke, WV CashierIrailer

8: Oregon Auctioneers Assoc. convention, Portland, OR

13-15: Kentucky Auctioneers Assoc. convention, Louisville, KY

19: New Jersey State Auctioneers Assoc., general meeting, Bordentown, NJ.

20-22: Missouri Professional Auctioneers Assoc., Chesterfield, MO.

MARCH

2-6: California State Auctioneers Association cruise, Long Beach, CA

15: Indiana Auctioneers Association spring district 3 meeting, West
Lafayette, IN

Send us Your Floor Plans
Today for a Free Quote!

15-16: New York State Auctioneers Association, spring seminar, site to be
determined.

APRIL

28: California State Auctionees Assoc., legislative day, Sacramento, CA.

MAY
No events reported to NAA.

JUNE

7-9: Alabama Auctioneers Association convention, Orange Beach, AL

11-13: South Dakota Auctioneers Association convention, Mitchell, SD. VI/VI/V' I/ [_ /ﬂ ['/’ p [ E OU[P,—

12-14: Texas Auctioneers Association state convention, Kerrville TX

L ey e L B P

e e S E——

16-17: Michigan State Auctioneers Association summer conference, Port :ﬁ A nioag: dg?éh [ﬁ[{f ggg 02

Huron, MI.
Tele: (320)274-5875
1-877-225-5526

To be listed here, email your state association events to i Fax: (320)274-5869

’ o _ . :
steve@auctioneers.org info@lampiequipment.com

—_— s = e —
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Auction firm vs. bidder

Florida company wins court decision

against bidder who retused to pay

Randy Kincaid
Auction Company, of
Lakeland, FL, has
conducted liquida-
tions of business and
estate assets
throughout Florida
and Georgia for more
than 15 years.

By Randy Kincaid CAl,
GPPA

My company

recently won a
lawsuit against a bidder who refused to pay
after placing the high bid for a video game
machine at auction. NAA members may
find the situation and legal decision
relevant to them also.

At an auction liquidating coin-operated
video games in an amusement center, a
registered bidder won the bid on a Bally’s
Burgertime Mult Game for $900. With

buyer’s premium and sales tax the invoice

came to a total of $1,079.56.

The bidder had inspected and played the
game prior to bidding. He left the auction

and returned to pay at the conclusion of
the auction. The bidder again turned the
game machine on and found it had some
defect and wanted to rescind his bid. After
an auction company representative
pointed out to the bidder that he
purchased the game “as is” and had
inspected to his satisfaction, he was
obligated to pay and remove his purchase

from the site.

The bidder became abusive to the auction
company representative who was trying to
resolve the issue and the bidder then left.
Our auction company abandoned the
game back to the seller and deleted the sale
from the seller’s settlement statement. We
then sued the bidder in small claims court.
The bidder claimed that he did not receive
the game, and that he should not be
required to pay for it. The bidder also
argued that the auction company had
allowed people to play the game after the
auction before he had returned to pay for
it and pick it up.

Our firm successfully argued that

according to the Uniform Commercial
Code and Florida statutes that title to
merchandise passes on the fall of the

hammer, and it was the bidders

responsibility to pay for and remove

the machine.
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Our firm successfully argued that
according to the Uniform Commercial
Code and Florida statutes that title to
merchandise passes on the fall of the
hammer, and it was the bidder’s responsi-
bility to pay for and remove the machine.

When the bidder signed the registration
form he had acknowledged reading the

terms of sale that he was purchasing “as is”
and that it was his responsibility to inspect
before bidding. The terms also dictated
that removal was to be in the time frame
announced at the auction, and the auction
company was not responsible for items
missing, abandoned or damaged. Another
provision of the terms of sale forced the
case into the auction companys home
county instead of the county where the
merchandise was sold or the bidders
county of residence.

The judge took the arguments under
advisement and delayed decision on the
case. Two weeks later my company was
awarded a judgment in the full amount of
the invoice in addition to the costs of filing
the claim. The total amount of the

judgment was $1,283.56.

The outcome of this case amplifies the
importance of having written terms of sale
that are acknowledged in writing by the
bidder at registration. My company vigor-
ously pursues auction skips, bad checks,
and theft. I feel that as word gets out about
his strict adherence to the terms of sale,
post auction settlement problems are
minimized.

Every time a bidder skips, four parties lose.
The seller loses his opportunity to sell, the
Auctioneer loses commissions, the state
loses sales tax revenue, and the back up
bidder is denied a purchase that he could

have made.
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New law prohibits sale of child

products made of lead

Penalties possible for violators; resellers urged to read
government website about new lead limits.

WASHINGTON, D.C. - This month new require-
ments of the Consumer Product Safety
Improvement Act (CPSIA) take effect.
Manufacturers, importers and retailers are
expected to comply with the new
Congressionally-mandated laws. Beginning
February 10, 2009, children’s products are
not to be sold if they contain more than 600
parts per million (ppm) total lead. Certain
children’s products manufactured on or after
February 10, 2009 cannot be sold if they
contain more that 0.1% of certain specific
phthalates or if they fail to meet new
mandatory standards for toys.

Under the new law, children’s products with
more than 600 ppm total lead cannot
lawfully be sold in the United States on or
after February 10, 2009, even if they were
manufactured before that date. The total
lead limit drops to 300 ppm on August 14,
2009. The new law requires that domestic
manufacturers and importers certify that
children’s products made after February 10
meet all the new safety standards and the
lead ban. Sellers of used children’s products,
such as thrift stores and consignment stores,
are not required to certify that those
products meet the new lead limits, phtha-
lates standard or new toy standards.

The new safety law does not require
resellers to test children’s products in
inventory for compliance with the lead
limit before they are sold. However,
resellers cannot sell children’s products that
exceed the lead limit and therefore should
avoid products that are likely to have lead
content, unless they have testing or other
information to indicate the products being
sold have less than the new limit. Those
resellers that sell products in violation of
the new limits could face civil and/or
criminal penalties.

When the CPSIA was signed into law on
August 14, 2008, it became unlawful to

sell recalled products. All resellers should
check the CPSC Web site (www.cpsc.gov)
for information on recalled products
before taking into inventory or selling a
product. The selling of recalled products
also could carry civil and/or criminal
penalties. The agency intends to focus its
enforcement efforts on products of greatest
risk and largest exposure. While CPSC
expects every company to comply fully
with the new laws resellers should pay
special attention to certain product
categories. Among these are recalled
children’s products, particularly cribs and
play yards; children’s products that may

Experienced T'eam

contain lead, such as children’s jewelry and
painted wooden or metal toys; flimsily-
made toys that are easily breakable into
small parts; toys that lack the required age
warnings; and dolls and stuffed toys that
have buttons, eyes, noses or other small
parts that are not securely fastened and
could present a choking hazard for young

children.

The agency has underway a number of
rulemaking proposals intended to provide
guidance on the new lead limit require-
ments. Please visit the CPSC website at
www.cpsc.gov for more information.

Proven Systems

Trusted Results

www.SatelliteProlink.com
The Auction Marketing Solution

Traditional and Evolving Media * NAA Discounts
Professional Graphics * Complete Accounting
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In the Industry

News and notes from the auction industry.

United Country
Auction Services
teams with Colliers
International to
auction commercial
real estate

(KANSAS CITY, MO, AND BOSTON, MA) — United
Country Auction Services, a division of
United Country Real Estate, Inc. of
Kansas City, MO, has formed a strategic
alliance with Colliers International to
provide accelerated commercial real estate
transaction services to their respective
commercial real estate clients. Colliers
[nternational is a global affiliation of
independently-owned commercial real
estate firms. United Country Real Estate is
the largest integrated real estate and
auction company in the U.S.

Accelerated marketing of commercial real
estate involves setting a specific date for the
sale of an asset and completing a saturation
marketing effort to promote the asset for
sale at the pre-determined date.
Accelerated marketing events are generally

“Its likely that a large number of

commercial assets nationwide will

completed through the auction or sealed
bid process.

“It’s likely that a large number of
commercial assets nationwide will need to
be sold in the next 12 months, and
auctions are an ideal solution when seller
requirements dictate,” said Patrick Dutty,
chairman of Colliers’ National Retail
Group. “The auction event is an excellent
vehicle to expose an asset for sale to
motivated and capable buyers, establish
urgency through the date-certain aspect of
the process and obtain the best, most
transparent price for the seller through a
competitive bidding process. We believe
combining the resources of our two organ-
izations creates a unique opportunity for
clients to realize current market value in a

predictable time frame, so they can clean
out their balance sheets, adjust their
commercial real estate portfolios and turn
their attention back to their core business.”

While auctions have been utilized regularly
for unique luxury properties, farm and
ranch land, fine art and collector automo-
biles, their use in commercial real estate
transactions waned following the

Resolution Trust Corporation (RTC)

need to be sold in the next 12

months, and auctions are an ideal

solution,” said Patrick Duffy.
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disposition market of the late 1980s and
early 1990s. In recent years, however, the
expediency and effectiveness of this sales

and marketing method has reignited the
popularity of auctions in commercial real
estate sales. In 2007, $15.7 billion of
commercial and industrial real estate was
sold via the auction method of marketing.

Mike Jones, CAI, GPPA, president of
United Country Auction Services, said, “As
the nations largest integrated real estate
auction network with 675 offices, 4,000
agents and more than 140 dedicated, experi-
enced auction professionals, United
Country brings the support platform, accel-
erated marketing and auction expertise to
this effort. With 11,000 employees in 61
countries, Colliers brings first-tier local
commercial real estate expertise and global
marketing reach. We believe that this team
represents one of the most powerful asset-
disposition platforms ever assembled for
commercial real estate, and we are proud to
be working with Colliers to offer this
enhanced and differentiated solution to our
collective client base.”

Colliers’ alliance with United Country
Auction Services represents one of the
tools deployed for clients by Colliers Asset
Resolution Services, launched to respond
to the demands and needs of banks,
financial institutions and special servicers
amid a dramatically changing commercial
real estate marketplace.

Asset managers and investors who are
interested in learning more about the
accelerated commercial real estate assét
resolution services offered by Colliers and
United Country may contact either Patrick

Dufty at patrick.duffy@colliers.com or
Mike Jones at

mikejones@unitedcountry.com.
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USA TODAY and the National Auctioneers Association have partnered
to bring you a weekly advertising feature that allows you to reach your
target audience on a or scale.

011 oll0WGdok

Member discount also applicable to online opportunities,
USA TODAY’s International Edition, and Real Estate
Features (Close to Home and Life on Vacation)
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USA TODAY has a daily national circulation of over 2.2 million
e 4.4 million own a principle residence
e 3.6 million have a household income of $100,000+
e 2.9 million have a household asset value of $1,000,000+
e 1.8 million own real estate in addition to primary residence
e 2.0 million have a total real estate value of $500,000+

Source: 2007 MMR, HHI $85k+ and 9/07 ABC Publisher’s Statement

To reserve your ad space or for questions, please contact: NAA %ﬂ
Kathy Armengol, Account Executive ‘ MA

karmengo@usatoday.com | 703.854.5936
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Have you heard what members are saying?

Do you want to save money:

NAA insurance saves you money!
Listen to what these NAA members say:

NAA's discounted health insurance

“We use NAA Insurance and just last year we had a savings of over $5,000 for our group plan. You can pay for a
lot of memberships with that kind of savings!”

Richard D. Ranft, CAl, AARE, GPPA
Beloit, Wisconsin

Discounted Errors and Omission insurance

“I had been paying $1,275 in annual premiums for E&O insurance. When NAA began offering discounted E&O
insurance as a benefit, | signed up and am now paying only $225 in annual premiums. That represents $1,050 in
savings, or 3 "2 years in annual dues, saved each year!”

Harry E. Mullis, CES
Reidsville, North Carolina

NAA’s separate programs of health insurance and Errors and Omissions business insurance have saved many members more than
the cost of their membership in NAA. Savings vary for your individual personal and business situations, but it is well worth
your time to make comparisons with your current insurance plans. Many of the health insurance programs would not be

available to you on your own, so please call for details. Contact NAA Insurance Plus representatives, Brandon Scarborough and
Garrett French at (913) 754-7800.

NAA's new E & O Insurance Program is the first of its kind that will cover your business for general
auctioneering, appraisals and real estate. This new program is not only unique in its coverage and offering,
but also in the extremely attractive pricing. For details go to www.auctioneers.org, click on the link

“Association and Membership” (on left side of the screen), then read “Business Building Benefits” in the box ~
on the left side of the next page. .-

Don’t pass up savings that you could obtain by a few minutes of investigation today! Auctioneer




~ Register Today!

Conference registration is now officially open

Join us at our Family Reunion!

Mark your calendar now and register today
to attend NAAs 60th International
Auctioneers Conference and Show held
July 13-18, in Overland Park, KS, part of

the Greater Kansas City metro area.

Join the fun and excitement as we celebrate
60 years of NAA Auctioneers at our Family
Reunion. Be there as we pay tribute to
NAA's past, and plan for the future.

Have you, or a member you know, missed
a conference? You won't want to miss this
year’s conference. A special presentation is
planned that will highlight NAA’s rich
history and tradition during the Opening
Session. And, you just might see yourself,
or an old friend, on the big screen!

Reminisce the grand ole days of yesteryear
as we remember the 1956 Convention
when former President Harry Truman was
the guest of honor and when Albert C.
Dunning was inducted into the NAA Hall
of Fame in 1971. Share fond memories like
that of the dedication of the new NAA
executive office building in 1971 located
in Lincoln, NE. Learn something new by
perusing the National Auctioneers
Museum’s array of NAA historical and
memorable photos and artifacts of the past
60 years.

At conference this year, you will once again
experience innovative, informative and
engaging  education  sessions  and
networking opportunities suitable for all
levels of auction professionals.

Register today! The official Conference
and Show Brochure and Conference
Forms Booklet will provide you with all of

The 2009 Conference brochure

the information and forms you need to
register for conference, participate in the
contests, book hotel and travel arrange-
ments, sign up for designation classes and
play golf. It’s easy to register. Simply go to
www.auctioneers.org or complete the
paper forms and return them to NAA.
Also, don't forget to book your hotel and

WWW.AUCTIONEERS.ORG

travel arrangements by calling NAA Travel
at 877-363-9378 (203-772-0470 interna-
tional). Both the Conference Brochure and
Forms Booklet are included with this issue
of Auctioneer magazine.

We look forward to seeing you at the
reunion!

e e S I e T A e e e e ———
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Announce your candidacy

I (o1 office in 2009

NAA members who wish to be elected as an officer or director of the association at the 2009 International
Auctioneers Conference and Show in Overland Park, KS in July must announce their candidacy by March 1, 2009.

Candidates must submit ALL of the following by March 1, 2009

% A letter of intent to seek an ofticer or director’s position.

b A brief response (about 75 words) for each of seven

questions to be answered by all candidates. Each question
(listed below) should have a 75-word answer.

A high-resolution professional color photograph of yourself.

The following profile information: Marital status, children’s

names and ages, number of years in the profession, years as
an NAA member, previous work history, community
activities, hobbies/special interests, member of which state
association(s), number of auctions you conduct annually,
and your auction specialty.

Please send the information by email to hcombest@auctioneers.org or
by conventional mail to the attention of the NAA Candidate and

Review Committee, 8880 Ballentine, Overland Park, KS 66214 on or
before March 1, 2009.

A profile of each candidate, with their photograph and answers to the
following seven questions, will be published in the May issue of
Auctioneer, and will be available on the NAA web site. The profile is
intended to help members learn the candidates’ goals and views.

The seven questions are:

1. If elected, what would you recommend or do that would grow the

NAA membership during the next three years while you serve: Be
specific and results-oriented.

2. What auction and life experiences do you possess that will benefit

NAA and the membership by your serving on the board?
3. What are the top five goals that NAA should include in its Long-

Range Plan for the next five years? Briefly explain your answers.

4. What changes do you foresce in the profession in the next 5 to 10

years, and how can NAA be best positioned to address those changes?

5. Most members agree that changes in the industry over the past 10

years have been significant. Given that a growing number of profes-
sionals involved in the auction industry today are not traditional bid
callers, should NAA offer membership to those making auction
marketing their career?

6. In your opinion, how can NAA enhance the image of the

individual Auctioneer and the auction method of marketing?

/. Please explain what you see as your role, if elected to the board, and

how you will make a difference in NAA, versus the other candidates.

NAA Bylaws (as they pertain to the nominating process)

(1.) Candidate Information and Review Committee. The President, subject to the approval of the Board of
Directors, shall appoint a Candidate Information and Review Committee, the members of which shall serve
for one (1) year or until their successors are appointed and qualified. The Candidate Inf6rmation and Review
Committee shall be appointed prior to March 1 of each year and will review and validate nominations for
officer and director positions in the Association as follows: (2.) Nominations from the membership for
Association positions must be submitted to the Association headquarters office on or before March 1 of each
year for the election at the annual meeting in July. No further nominations shall be made after this date except
by the Candidate Information and Review Committee as hereafter provided.

(3.) The Candidate Information and Review Committee will interview, either in person or by telephone, each
candidate between March 1 and March 15 of each year to review the responsibilities of the position and the
suggested qualifications for the position. At the conclusion of the interviews, the Candidate Information and
Review Committee will summarize its interviews to be published for consideration by the entire membership.
(4.) In the event that sufficient nominations are not submitted to the Candidate Information and Review

Recommended guidelines

The NAA Candidate Information and Review Committee has
developed a set of recommended guidelines for potential candidates.
Candidates should know that these are the recommended qualifications
that candidates should possess, although these are not required. Any
NAA member may run for NAA offices. Suggested qualifications are:
Be an NAA member for a minimum of three years; be actively involved
at the staté level and possibly have held state-level oftice; regularly
attend NAA events, including Conference and Show; have a willingness
to provide time, talent and treasure during service to the board; and
embrace NAA’s Code of Ethics, mission and values.

Mandatory service of directors

The Candidate Information and Review Committee has developed a
list of requirements for service on the NAA board of directors.
Candidates should be aware that these items are mandatory for all
directors. Directors must: Attend scheduled NAA board meetings; attend
NAA’s annual Conference and Show; serve on NAA committees as
requested by the President; be knowledgeable of Roberts Rules of Order
(by which meetings are conducted); attend and provide educational
presentations at various state association conventions throughout the year,
as requested and available, as the official NAA representative; actively and
aggressively recruit new members for NAA; contribute editorial content
and articles for NAA publications as appropriate and when requested;
and regularly observe the NAA website’s discussion forums.

NAA Positions Available:

President-elect: Elected annually by vote of the membership. After
serving as president-elect, this person goes onto serve one year as
president and then one year as chairman of the board.

Vice president: Elected annually by a vote of the membership.
Directors: Four are elected to three-year terms by a vote of the membership.
Treasurer: Elected every two years by a vote of the membership.

2009 Candidate Information and Review Committee:
William L. Sheridan, CAl, AARE, GPPA (chair)

Dennis K. Kruse, CAl

Mike Jones, CAIl, GPPA

Larry Theurer, CAl, GPPA

Joe R.Wilson, CAI

Thomas L. Williams, CAl

Comnmittee to fill the slate of officers and directors to be elected at the annual meeting, the Candidate
Information and Review Committee shall solicit qualified candidates to fill the slate. In the event that a full
slate is prepared and a candidate subsequently withdraws or is otherwise disqualified, the Candidate
Information and Review Committee shall fill the slate. It shall be the specific responsibility of the Candidate
Information and Review Committee to present a full slate of nominees at each annual meeting. (5.) Election
and Term of Office. The elective officers of the corporation shall be elected at the annual meeting of the
membership. In order to be eligible to hold the office of President, President-elect, Vice President or Treasurer,
a member must have previously served a full term on the Board of Directors. The President-elect shall succeed
to the office of President if otherwise qualified and available to serve. All officers

shall serve for one (1) year or until successors are elected and qualify, except that the Treasurer shall serve for
two (2) years or until a successor is elected and qualifies.

(6.) Duties of Officer. The duties of the officers shall be such as their titles, by general usage, would indicate
and such as may be assigned.




NAA Treasurer position up for election;
form on adjacent page has details

NAA members who wish to be elected as an officer or director of the association at the 60th International Auctioneers Conference and
Show in Overland Park, KS in July must announce their candidacy by March 1, 2009.

The candidacy information on the adjacent page has details about how to apply. This page was published in the January issue of
Auctioneer, but did not include the position of treasurer, which will be elected this year. The revised information in this issue includes
text about the treasurer.

NAA wants your news

Auctioneer magazine is your publication. NAA’
publications’ department wants to get news and
photographs of your successful auctions, as well
as your letters and other feedback. Your news and

photos can be featured in the Success Stories and
other sections. The staff is usually able to print
every news release and photo that is received. If

you had special items that sold well, a benefit

sale, a new method or product you tried that was
successful, new members of your staft, or any
other news you believe will promote your
business and be of interest to NAA members,
please send it by email or mail service to NAA.
Email to steve@auctioneers.org, or send to Editor

Steve Baska at 8880 Ballentine, Overland Park,
KS. 66214.

Visit the virtual version AN -
of Auctioneer o el teassns | |

Auctioneer magazine is available for viewing on
NAAs website at www.auctioneers.org for the
convenience of NAA members. The publication

appears in full form, with advertisements in
place, just as you see them on the printed page.

Viewers are able to place their cursor on thee
upper right corner of a page and watch the page
“turn,” just as if you were turning a page by hand.

Here is how to access and read a copy of the
virtual publications:

® Go to www.auctioneers.org

® Click on the Members Only link on the right
side.

For 30 years m have muedtho mﬂdsmung for unique top quﬂﬂy :_} pmﬁt items for-eur aucﬁons - ~
quality at the lowest prices knowing that ﬂwaucﬂonmlgmm expects the same.
acka ; ﬂm oﬂ’ar mly eneofmh Mm to maximiz it

® Enter your username and password.

. ' qulek mtums
® When the next window appears, look on the =

right side to see the image of the cover of the
latest magazine issue.

® Click anywhere on that image of the cover and

it will open the virtual file of the magazine. e V| FOR A COMPLETE LISTING OF CURRENT OFFERS

OR CALL US FOR MORE INFORMATION AT

® Begin turning pages by placing your cursor on
the upper right corner of the page and clicking

once in that upper right area.
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As an NAA member, you already know

the importance and value of education.

Now you can enjoy the freedom to

update your skills and earn valuable CE

credits when you want, where you want.

Now, you and your staff can enjoy
UNLIMITED ACCESS to NAA's
ever-growing library of seminars,
webinars, recordings of NAA
Conference & Show educational
sessions and International
Auctioneer Championships..

Think of what you’re saving...The
cost of new education alone can be over
$500, add in travel and hotel expenses
and the costs can be significant.

The NAA Learning Center has packaged
these educational opportunities along
with the real estate seminars and other
valuable educational offerings into one
program, valued at over $1,000!

4 ki
PRI

ATLANTA REAL ESTATE
SEMINAR
Getting Started Right

Basics of Commercial Real Estate

Ethics, Professionalism, and Legal
Issues for Real Estate Auctioneers

Working with Sellers
Working with Traditional Bankers

Overview — Real Estate Auction
Technology

Tools for Successtul Auctions

Successful 21st Century Real
Estate Auction Marketing

Legal Issues

Marketing

Types of Auction Properties |, I, Il
Environmental Issues

CHICAGO REAL ESTATE
SEMINAR

The Ever Changing World of Real
Estate Auctions

Churches, Jails and Goldmines
Residential Sales

Qualifying Prospects — Selling
your Service/Walking Away

Real Estate Auction Proposal
Basics

Promotion and Sale of
Commercial Real Estate

Bankruptcies and Foreclosures
Growing your Business

ANTIQUES &
COLLECTABLES AND
APPRAISALS

Furniture Recognition
Appraisals

BENEFIT AUCTIONS
Setting Up and Getting Benefit

Auctions 2006 and 2007

Pump Up your Benefit Auction
Profit!

e
....
i

BID CALLING
The Care of your Voice

Vocal Techniques for the
Dynamic Auctioneer

Learn From the Champions — IAC
Winners talk about Bid Calling

BUSINESS

Valuing Your Business

Getting Started in the Auction
Business 2007

Advanced 1031
Selling the Auction
Environmental Issues 2007

Bring in More Business with
POWER Growth Strategies

Auction Day Customer Service
Are You Making Money
Working with Bankers

How to Create an Auction
Summary Report for the Seller

The Seven Irrefutable Rules of
Business Growth

The 10 “Ts" of Customer
Acquisition and Retention

The Future of Opportunity: A
20/20 Vision of the
Auctioneering Industry

eBay — Friend or Foe?

Great Ideas for Retired (or
Close) Auctioneers

Records and Trust Accounts

NAF Session — Understanding
Seller Styles

General Session 2006

CLERKING/CASHIERING
Cashiering Tricks and Tips

DESIGNATION SEMINARS
CAl Special Session with Dick
Ruhe

Using the GPPA Template and
the GE Asset Manager Program

GOVERNMENT
RELATIONS

Government Relations

iy

INDUSTRY
FORUMS/DISCUSSIONS

Conversations with Dick Ruhe

Online Panel and Roundtable
Discussion

Great Ideas Forum
Auction Houses-Panel Discussion

LEADERSHIP

Leadership Institute —
Commanding Leadership in
Times of Change

Leadership Institute — Off-the-
Chart Leadership Results

2007 Opening Session —
Keynote Presentation:
Leadership in a Time of Great
Change

LEGAL

Tips and Strategies to Avoid
Legal Claims

The Auctioneer's Bible — Article
2 of The Uniform Commercial
Code

Ethics 2006 and 2007

Federal Laws Pertaining to
Auctions

Federal Regulations Pertaining
to the Auction Business
Approved for Texas Law Credit

LICENSING
Licensing Made Easier 2006 and
2007

Regular NALLOA Meeting 2006

MARKETING
The Best Affordable Technology
and Marketing 2007

2007 State of the Industry
Breakfast/Forum and Speaker:
The Importance of the Hispanic
Market, Today and Manana

Relating, Not Translating: How to
Market to US Latinos

Advertising

The Best Affordable Technology
and Marketing 2006

minars
# ﬁ IYTIME!

e

PERSONAL &
PROFESSIONAL
DEVELOPMENT

Staying Positive in a Negative
World

Human Relations and Stress
Stand Out

REAL ESTATE
Real Estate Auctions in South
Africa

Changing Real Estate Markets

Pitfalls Real Estate Auctioneers
Must Know and Avoid

Predictable Questions asked by
Real Estate Sellers and Buyers

Real Estate Auctions — A 21st
Century Vision

Mock Multi Parcel Auction
Auctions in South Africa

Ten Questions All Real Estate
Auctioneers will be Asked to
Answer

Selling Farm Land

Introduction to Multiple Tract
Estate Auctions

The Condo Boom — Pre-
Construction Auctions

RINGMAN TRAINING

Ringman Training Seminar

TECHNOLOGY

Innovation and Great Ideas in
Technology to Improve your
Auctions

Using Microsoft Office for your
Business

The Best Affordable Technology
and Marketing 2007

The Best Affordable Technology
and Marketing 2006

Technology 101

Over 143 seminars and more than 228 hours of education and GROWING...




NAA Learning Center
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N R e Sessnons Currently Available:
The NAA Education Institute, through the NAA Learning Center, now has available © 2007 Real Estate Seminar — Chicago, IL

conference and show educational seminars, two real estate seminars, a webinar and

. . . Marketing Webinar featuring Larry Mersereau
several online courses. You can listen to these sessions on your computer or

download them to a CD, iPod, or MP3 player. Additional sessions will be added ':: All 2007-2008 NAA Conference

after the 2009 Conference and Show as well as additional seminars as they become & Show Educational Sessions
available. Several sessions have video and PowerPoint presentations, as well as 2007 International Auctioneers

handouts from the sessions. Championship (IAC)

All 2006 NAA Conference &

Enrolling makes access to educational sessions easy and gives you the control you ; _
Show Educational Sessions

need. As a subscriber you can share the education with co-workers, watch or listen

when you want, and even have the opportunity to obtain CEs from certain states. = 2006 International Auctioneers
- Championship (IAC)

. . : » 2005 Real Estate Seminar — Atlanta, GA
receive CE credits from approved states, expand your learning opportunities, and = . e
save time and money. This is not only an exceptional opportunity for you and your ,,._ac:_ess;jsemlmsl_l.t YEAR LONG!
staff, but the Learning Center is also an outstanding value created to save you time |
and money. 2008 International Auctioneers

By joining the NAA Learning Center, you can attend any or all of the sessions,

Championship (IAC)

To register for the NAA Learning Center mail or fax to: NAA Education Institute, 8880 Ballentine, Overland Park, KS 66214
Phone: 888-541-8084 ext. 19 or28  Fax: 913-894-5231 Email: education@auctioneers.org  Web: visit www.auctioneers.org

O NAA Members O Non-members

MEMBER NUMBER: PAYMENT INFORMATION

O CHECK ENCLOSED: MAKE PAYABLE TO NAA ...OR...
S CHARGE (MARK ONE) O AMERICAN EXPRESS O MASTER CARD O VISA O DISCOVER
FIRM NAME:

CREDIT CARD NUMBER:
PHONE:
FIRM ADDRESS: EXPIRATION DATE:
CITY/STATE/ZIP

CARD HOLDER'S NAME (PLEASE PRINT)
E-MAIL:

WEB SITE: CARD HOLDER'’S SIGNATURE:




NAA e
2= NAR Hall of Fame Nomination Form

Name of Nominee

Residence Address Phone ( )

City State Zip Code

State Association of Nominee

Business Information

Name of Firm Position in Firm

Number of Associates or Partners in Business

Business Address Phone ( )
City State Zip Code

Personal and Family Information

Spouse's Name

Does spouse participate in the auction profession? [1Yes [1No

[f yes, explain:

Children (include names and ages)

Age
Age
Age

Does spouse participate in the NAA Auxiliary? [1Yes [1No

Does spouse participate in the State Auxiliary? [1Yes [1No

General Professional Information

How long has the nominee been associated with auction business?

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

How long has the nominee been a member of NAA?

Has the nominee specialized in any particular field of auctioneering? [1Yes [L1No

If Yes, name:




NAA o
2= NAR Hall of Fame Nomination Form

List educational background of the nominee, including offices held current and past:

List regular auctions conducted, if any, and/or any special individual auctions conducted that brought
attention and credit to the auction profession:

List at least three individuals, who have worked with the nominee or who have knowledge of the nominees
worthiness in being considered for this award, whom the Hall of Fame Award Committee may contact:

Name Address
Name Address
Name Address

Previous recipients of the NAA Hall of Fame Award have established general qualifications which they
think each nominee should possess or have shown. Please reflect your personal assessment of the nominee
with respect to: Honesty; High Ethical Standards; Willingness to Share with Others; Standing in his or
her Community; State and National Association; and Contributions to NAA and the Auction Profession

Nominations must be postmarked no later than June 15, 2009. Mail nominations to:

NAA Hall of Fame Awards Committee
C/O National Auctioneers Association
8880 Ballentine
Overland Park, KS 66214

Submitted by (please print)
Residence Address Phone ( )
City State Zip Code

Nomination recommended by (state association)
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From
animals

to a pop star

Auction Network to feature
Art for Animals event and

singer Michael Jackson

auction

February means cold weather, but things are
heating up at Auction Network! This month
brought the 51st Annual Grammy Awards
Live Charity Auction, benefiting MusiCares.

Live from sunny Los Angeles on February 06,
this star-studded evening represented over
70 years of music history from early jazz
greats to rock n’ roll legends.

There was an amazing array of choices to
bid on. Auction Network viewers had the
opportunity to own a stage-played guitar
from David Bowie or Eric Clapton, or a
pair of sunglasses owned and worn by Roy
Orbison. There was also an extensive
collection of Rolling Stones and Beatles
memorabilia.

And the best part about this auction is that
it really helped others. MusiCares provides

financial assistance and addiction recovery

services for music
artists in  medical,
financial, or personal
crisis. Auction Network
viewers were a part of this important

auction by bidding on these one-of-a-kind

collectibles, and helping people in need.

Auction Network makes it easy for you to
place your bids early for any of our
auctions by logging onto www.auction-
network.com. It’s simple to register, and
its free! Check our website for more
exciting auctions coming up in the next
few weeks such as our Art For Animals
Auction to benefit zoos and aquariums
across America, or the big five-day Michael
Jackson “King of Pop” auction slated for
April 21. You can also find local listings in
your area where you can catch all the

Paintings by this penguin and parrot are among
items to he sold at the Art for Animals auction.

FEBRUARY 2009 AUCTIONEER

The Michael Jackson auction is
slated for April 21.

action
on TV, while you bid

live, real-time on the Internet.

While you are on our site at
auctionnetwork.com, remember we'll remind
you ahead of time of any auctions you have
registered for. We'll also confirm all your bids
you make prior to the auction, and even let
you know if youve been outbid. That way

you have a chance to bid again and possibly
win the item you have your eye on.

On the Auction Network site you can also

take a look at past auctions and the inter-
esting backstories surrounding the items
up for bid. And we provide historic sales
data on similar items you may be bidding
on. Auction Network is your one-stop
destination for all things
auction.

Whether you're looking for
fine wine, livestock, or
Hollywood  collectibles,
Auction Network has an
auction that will interest
you. We have a very busy
2009 lined up that will
bring a huge increase in the
number of live auctions you
can see at Auction Network.
[t's going to be a fun and
interesting year for both
sellers and buyers on Auction Network,

where you can watch, bid and win!

WWW.AUCTIONEERS.ORG
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The Auction Industry
Software Authorlty

Online or in person...

On the road or at home...

| Large auction or small...
Whatever you sell and wherever you are...
CUS has the right system for you! |

| More auction firms use CUS than any other system
to sell any type of asset in every corner of the world.

e Online and traditional auctions in one complete system
e Fully integrated contact and email management |
e The most powerful inventory management in the industry

CUS puts it all together for the professional auctioneer!

e
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¥ Our clients speak louder than words

I 6 CUS busmess systems WWW.cUS.com

1580 Sawgrass Corporate Parkway Smte 130 Sunnse FL 33323 954- 680 6545 mfo@cus com
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Avoid these six dangers to help

your company's strategic plan succeed

By Ron Price

Ron Price is the founder and CEO ::Z" Price

Associates, a company dedicated to elping
business leaders and entrepreneurs solve problems,
identify solutions and implement change in
strategy and performance. Ron s also the author
of ' Fmdmg Hidden Treasures," a series of essays
with action steps to aid readers in mining their
own inner talents. For more information, visit

www. Price-Associates.com or call 866-442-0556.

For any business, strategic planning is a
necessity. It's the key to looking to the
future and creating a direction inten-
tionally as opposed to simply reacting to
the marketplace.

But, surveys show that over 50 percent of
executives are dissatisfied with the results
they get from their strategic planning. So
while think strategic planning is necessary,
they don't fully realize the benefits they
were hoping to attain from it.

HERE ARE SIX REASONS WHY
MOST STRATEGIC PLANS FAIL.

1. Lack of focus. Often, people get lost in
the semantics of defining their vision,
mission, and values. They spend so much
time and effort trying to understand what
those terms mean and how they fit together
that by the time they have it all figured out,

they're mentally fatigued. As a consequence,
once they get to the actual plan creation and
implementation, they're just trying to get it
done. Their energy is drained and now
they're in survival mode, which is never a
good mindset for strategic planning.

2. Lack of energy/resources. Some people
run out of energy or resources before they
can get to a practical plan. For example,
one company got halfway through their
plan and then abandoned it. When asked
why, they said that they spent their entire
budget and ran out of money. So
sometimes strategic planning doesn't work

When strategic plans fail

because the company hasn't done the right
kind of allocation and alignment of
resources for a comprehensive process.

3. Lack of understanding. Other people
confuse strategic planning with operational
planning. That is, they focus on financial
numbers, looking at what the numbers were
for the past three years and then extrapo-
lating from that. As a result, the planning
becomes just a matter of establishing
financial targets and budgets into the future
rather than having a dynamic debate about
the larger strategic issues that could be
impacting the organization in the future.
These people neglect what has changed since
the last time they met, what's changing now,
and what might change in the future.
They're stuck in the accountant's mindset.
And while numbers are important, when
they dominate the planning process, they're
not being strategic.

4. Lack of accountability. Sometimes the
strategic planning process becomes too
political. There's too much turf protecting,
[t becomes a time when people have to give

reasons why their plan didn't work in the

past. That's when the blame game starts and
people become defensive. As a result, the
group cannot deal with the real issues at
hand. So no matter what plan they come up
with, they're not going to have the muscle to
execute on that plan because the bigger
issues are still pending. When the process
becomes too political and too driven by
special interest, then it breaks down.

5. Lack of follow up. Many times strategic
planning fails because even though the
actual plan is complete, there's little or no
follow up to ensure that the plan
executed. They get the plan created and in
a notebook, but they put it on the shelf
and never look at it again. The plan never
gets integrated throughout the organi-
zation.

6. Lack of flexibility. Finally, strategic
plans don't work because the circum-
stances change and the plan becomes
obsolete. It may have been a great plan at
the time it was created, but things change
in the environment. The fact is that the

FEBRUARY 2009 AUCTIONEER
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strategy can be right today but wrong
tomorrow because of external factors. So
for a strategic plan to work, you have to
somehow build into that process a
mechanism for reviewing and adapting the
plan as circumstances change.

PHASES TO SUCCESSFUL
STRATEGIC PLANNING.

1. The first phase is intuitive thinking, and
it has more of an emotional attachment to
it. This first phase answers the bigger
questions such as, "Why are we in
business? Who are our customers? What
do they want from us? What do they get
from us? What matters most to us? What
are the values that we want to drive the
way we do our business? Where do we see
our company going in the future?” These
are big picture, intuitive, and often
emotionally loaded questions. At the
beginning of the strategic planning process
people need the opportunity to deliber-
ately and thoughtfully think about how to
respond to those questions.

—
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2. The second phase is long-range
planning. Instead of being intuitive, it
becomes very analytical. It's about under-
standing such things as where your
company fits in the marketplace, what
your strengths are as an organization,
where your limitations are, and how you
relate to customers and competitors.

3. The third phase is operational planning,
This is when you get very practical and
specific. Based on your intuition and your
analysis, you now cover specific issues that
you uncovered. During this phase it's a
matter of understanding what you really

have the bandwidth to do, so you don't
over-commit yourself. For those things that
you do commit to, now is the time to
develop your plan for implementing and
executing on those issues with excellence,
which includes understanding who 1s
responsible for what, what guidelines they're
going to be functioning under, what
resources they're going to have available to
them, and what milestones or review points
you need to have along the way to make sure

w»‘@-&s‘e S ‘x- = S
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everyone is staying on schedule.

You need to establish how you'll change as
the external circumstances change, and
establish a clear understanding of what
consequences will be of failure or success.

CREATE YOUR FUTURE TODAY

Realize that you can't work on all three
planning phases at the same time.

Each phase builds upon the last to give you
the proper focus and mindset to make your
strategic planning successful. When you
think about strategic planning in phases
and as an ongoing process rather than an
event, you weave your strategy into the
organization's culture. And that's when
progress really happens-when your
strategic, long-range, and operational
planning are a normal part of the way the
business functions every day. Only then
can your company get the results that a
successful strategic plan delivers.

THIS HOUSE 15
SELLING “AS-15,
NOT "As-WAS

g
-2

i
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Compensation

insurance

_k
Auctioneer

BLUE YALLEY

INSURANCE AGENCY

The
HARTFORD

The Hartford has been in business over 195
years and has an A+ rating from A.M. Best.

Valley Insurance’s web
site at www.bvia.com.

NAA's new deviated Workers' Compensation insurance program  For SPeCifiC questions,
please contact

can cover your auctioneering business and is offered through
The Hartford Insurance Group.

“Deviated” means a better price is available than can
normally be obtained by other programs. Workers’
Compensation insurance covers expenses incurred by an
employee who is injured on the job, such as lost time and
medical expenses.

The NAA program is available for contract Auctioneers and any

company with one or more employees. The NAA encourages
auction company owners, managers and contract Auctioneers
to examine this new program.

When contract Auctioneers work for a client company today,
often the client will require the contract Auctioneer to carry
their own Workers' Compensation insurance.

States require employers to carry Workers' Compensation if
they have a certain number of employees, which varies by
state. Usually it is five or more, but in some hazardous
occupations it can be one employee.

If an employee is hurt on the job, the employee can sue your
company and you can end up paying much more than the
insurance premiums would have cost you.

Lea Rowland

(lea@bvia.com)
= T.J. Obringer
(ti@bvia.com)
= Pam Snyder
(pam@byvia.com)
or call Blue Valley
Insurance Agency at
(913) 451-0020.



| NM NAA Education Institute

Upcoming Education Programs

The NAA Education Institute provides Auctioneers with the information they need to be
more successful. From designation and certificate programs to Conference & Show and
specialized seminars, a wide array of educational opportunities abound for those

| willing to invest in their own success.

Visit the NAA website today for detailed class descriptions and registration information
for the programs listed below.

Appraiser As Expert Withess

CAIl Certified Auctioneers Institute April 24, 2009 Chicago, IL
March 22-27, 2009 Bloomington, IN July 13, 2009 Overland Park, KS
August 28, 2009 Portland, OR
December 11, 2009 Las Vegas, NV
Real Estate Seminar
May 18-19, 2009 Atlanta, GA Benefit Auctioneer Specialist
April, 2009 Seattle, WA
July 11-13, 2009 Overland Park, KS
Designation Classes October 19-21, 2009 Atlanta, GA
Accredited Auctioneer Real Estate Certified Estate Specialist
April 19-24, 2009 Chicago, IL February 23-25, 2009 Charleston, SC
July 8-13, 2009 Overland Park, KS July 11-13, 2009 Overland Park, KS
August 23-28, 2009 Portland, OR August 17-19, 2009 Portland, OR
December 6-11, 2009 Las Vegas, NV
Graduate Personal Property Appraiser
Auction Technology Specialist April 20-24, 2009 Chicago, IL
February 23-26, 2009 Charleston, SC July 9-13, 2009 Overland Park, KS
July 10-13, 2009 Overland Park, KS August 24-28, 2009 Portland, OR
September 21-24, 2009 Phoenix, AZ December 7-11, 2009 Las Vegas, NV

Graduate Personal Property Appraiser M&E
February 23-24, 2009 St. Louis, MO

Are you interested in bringing NAA Education to your area? Call 913.541.8084, ext. 28

Check the NAA website, www.auctioneers.org, for changes and additions.
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Satellite quorxg..

The Auctioneers' Advertising Agency

www.satelliteprolink.com

CAl Celebration Breakfast

Satellite ProLink
www.satelliteprolink.com

MY
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Auctioneer

First-Timers and Mentors

Breakfast

NAA Credit Card Program
www.auctioneers.org
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www.goprintworks.com

Conference & Show Brochure

PrintWorks a Bulk Mail Plus Co.
www.bulkmailplus.com
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WILLIAMS & WILLIAMS

worldwide real estate auction

Trade Show Lunches

Williams & Williams
www.williamsauction.com

1-800-THE-SIGN

Conference and Show Signage

1-800-The-Sign.com
www.800thesign.com

Auction

IAC, JAC, and IRC Competition Clerking

FEBRUARY 2009 AUCTIONEER

Auction Flex
www.auctionflex.com

SUSA

TODAY.

usatoday.com

NAA Marketing Competition Awards

Reception

USA Today
www.usatoday.com

dd

fectionsers Hssociatinm

AA
Opening Night Event

Missouri Professional Auctioneers
Association
www.moauctioneers.org

Kansas Auctioneers Association
www.kansasauctioneers.com

=

National
Auctioneers
Foundation

Opening Session
National Auctioneers Foundation
www.auctioneers.org

AUCTION X-PRESS

DESIGN = PRINT = MAIL

IAC, IJAC, and IRC Item Catalogs

Auction X-Press
www.auctionxpress.com

e —— = s T TS s ST —— e —
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On your best (business) behavior

Customer service behaviors that can boost your bottom line

By Joe lakash
Joe Takash is founder of Victory Consulting, and a

business consultant who specializes in management,
leadership and communications. He helps clients build
morale, results and profits through relationships. Visit

www.joetakash.com.

Your business behaviors can win you clients or
lose clients. Here are top behaviors that you
should apply with passion and consistency.

1. Make a great first impression: Start paying
attention to how people greet you. Do they
convey warmth and enthusiasm? Do they ask
questions and show interest in you? This is what
sets the tone for profitable relationships.

2. Be a name-learning machine: Ask people's
names. When you forget immediately, (which we
all do), ask again. Then create associations like
"Donna from Detroit" or "Stan the man.” Write
names down. Use them while speaking to people.

Eadn

e
e

Most of all, practice the name-game everywhere.
You'll get in great name shape.

3. Be a fantastic listener: Most people are lousy
isteners. Ask open-ended questions so you can
practice silence. Do not interrupt or tinish
peoples' sentences. Show nonverbal attentiveness.

Paraphrase what others said to show respect and
gain accurate understanding. Show emotional

support and empathy by trying to understand
their perspective. Most of all, be fully engaged.
Excellent listening is not just smart business, it
says a lot about your character.

4. Create common ground: This is when you and
others can relate to each other because of a shared
interest or experience. When people have things
in common, seeds of trust are planted, friend-
liness and comfort are accelerated. Get great at
asking questions that lead to sharing information
like, "So John, where are you from originally?”

"Did you do anything fun last weekend?"

5. Show constant appreciation: Send thank you
cards every week. Fact: If you don't send
handwritten thank you notes to customers or
clients who give you business (regularly!), you are
losing money. Taking time to show gratitude is
about class on a personal level and it creates a
bonding that shows concern on a professional
level.

6. Apologize and admit fault: Be willing to say,
"I'm sorry that I spoke to you like that” or "Team,
before we start this meeting, I need to admit fault
over how [ handled a client situation.”
Remember, your best relationships are not built.

They are rebuilt.

7. Be positively contagious: Use positive words,
choose to look for the best in others, walk with
confidence, speak with a genuine passion and
treat people with dignity. Your behaviors are what
count most. Play to win.

a growing

Interested in joining
one of the most
successful teams in the
auction industry?

PLEASE CONTACT:

Jett Levin at 804.241.9405 or
jlevin@tranzon.com

tranzon

Changing the way real estate is sold... one auction at a time.

w.tranzon.com

WWW.AUCTIONEERS.ORG
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_hew members

Welcome new members!

ARIZONA

Donna ]. Stowell
House of Minerals

3530 E. 4th Street, Tucson, AZ 85716
houseofminerals@aol.com, (520) 325-3254

Scott Anthony Johnson
4701 S Clarkson St
Englewood, CO 80113
skiscott@hotmail.com

(303) 912-6972

Jennifer A. Gunn

Rocky Mountain Ranch Land & Auction
P O Box 577, Divide, CO 80814
www.rockymountainrla.com
Danni@rockymountainrla.com

(719) 748-1391

FLORIDA
Ronald L. Schmidt

America's Premier Auctions
1819 S W Crawe Creek Ave
Palm City, FL 34990

palmcityemail@yahoo.com

(772) 286-1668

IOWA

Lawrence C. Gattey

Gaftey Auction Co

245 Par Dr., Dike, IA 50624
www.gaffeyauction.com
larry@gafteyauction.com

(319) 989-9311

Kelly D. Brockett

P O Box 117, Clarence, IA 52216
shadowkell5562@netins.net

(319) 721-2362

Christopher Lynn Richard
Richard Realty & Auction, Inc.
605 E Winfield Ave

Mount Pleasant, [A 52641

www.richardrealtyauction.com

chris@richardrealtyauction.com
(319) 385-2000

Reggie Fuller

Action Auction

1120 Reed St, Grinnell, IA 50112
actiongrinnell.com
regful@hotmail.com

(641)990-8249 Cell

ILLINOIS

James G. Sacla
Nite Equip & Auction
2388 Conger Rd., Pecatonica, IL 61063

W.jimsacla.com, jimsacla@aeroinc.net

(815) 218-4020

Boris Pjanic

575 W Madison #1706
Chicago, IL 60661
www.watchesandart.com

bppjanic@gmail.com
(312) 404-2722

INDIANA

Lincoln Crum

6413 Westwood Dr
Charlestown, IN 47111
www.auctionsrightnow.com
lincoln@auctionsrightnow.com

(812) 282-7600

KANSAS

Byron J. Bina

Bina Auction Service

2 E Main St., Herington, KS 67449
www.binaauction.net

bjbina@hotmail.com, (620) 338-6378
MARYLAND

[ graduated from The Texas Auction Amdemy in March of 2008 where a |
. : : S Catherine Norton
representative came in and discussed your organization. I was so new to the Bid 4 Assets, Inc.

business that I researched your website and found it to be a wonderful resource 8757 Georgia Ave Ste 1330
Silver Spring, MD 20910

www.bid4assets.com

chorton@bid4assets.com, (301) 562-3407

for me as a new Auctioneer. The education alone is amazing, let alone the
national recognition that comes with it. NAA even has a mentor

board which I will use. Overall, the education, programs and Ronald G. Barecll

Farrell Auctioneer/Westfield Farm
26689 Laurel Grove Rd.
Mechanicsville, MD 20659

rfarrell@md.metrocast.net

(301) 904-3402

publications are excellent! I specialize in real estate auctions (land,
ranch, residential and commercial) along with benefit auctions

and estates. [ look forward to utilizing all that NAA has to offer!

: T ‘11 Melvin Edward Richards
] 6’7?722]%7’ anni” Gunn M.E.R. Services Inc

Broker Owner/Appraiser/Auctioneer 17314 Croom Rd
Rocky Mountain Ranch Land ¢ Auction ~ Brandywine, MD 20613

. 4=
Divide, CO. L

WWW.AUCTIONEERS.ORG

70  FEBRUARY 2009 AUCTIONEER




I'm a returning member to NAA. I have been a member in the

past. [ returned to the association because my tradi-

Lincoln Crum, CAI
Auctioneer ¢ Broker

Auctions Right Now
Charlestown, IN

MINNESOTA
Curtis Michael Malecha

Malecha Auctioneering
36461 60th St

Janesville, MN 56048
malechaphoto@gmail.com

(507) 461-3313

Jennifer Tome

Angel Share Auctions

P O Box 46154
Plymouth, MN 55446

jenntome@yahoo.com

(612) 205-5220

MISSOURI

Brandon Roy Bruce
359 Hwy 32, Fair Play, MO 65649
bbruce@mfa-inc.com

(417) 399-2296

Billy Joe Bruce

203 Hwy 32, Fair Play, MO 65649
bbruce83@hotmail.com

(417) 399-4800

Gale Lynn Sweany
10586 220th St
Coftey, MO 64636
psweany@dishmail.net

(660) 533-2113

William E Merritt

Merritt Family Auctions

19197 St Hwy 413

Branson West, MO 65737
www.merrittfamilyauctions.com
merrittfamilyauctions@yahoo.com

(417) 527-7448

tional real estate business is going to be off in 2009
and 2010, and my real estate auction business should
be strong for the next few years. I sell real estate only
at public auction.

Caleb David Perkins

Perkins Premier Auction Company
P O Box 267

Unionville, MO 63565
www.perkinsauction.com
calebperkins@hotmail.com

(800) 940-2055

Louis Anthony Serrone
Block-Serrone Auction Services
700 W 47th St, Ste 200
Kansas City, MO 64112

Iserrone@blockandco.com

(913) 219-9924

NORTH CAROLINA

Eric Christopher Andrews

Realty World Carolina Properties
PO. Box 1400, Pittsboro, NC 27312
www.ericandrewsrealtor.com
eric@ericandrewsrealtor.com

(919) 545-9911

David Poe

Help-U-Sell Chatham Lee Realty &
Auction Co.

2567 Hawkins Ave

Sanford, NC 27330
www.chathamlee.helpusell.com
poeenterp@windstream.net

(919) 708-5464

Corrye Mingles Mulver

Triple M Consolidate Inc

P O Box 20111

Fayetteville, NC 28312

www. triplemconsolidated.com
gminges@msn.com

(910) 485-0764

WWW.AUCTIONEERS.ORG

Richard Steven Cook
8817 Red Tail Court
Charlotte, NC 28269

scook70@carolina.rr.com

(704) 608-6687

Mason §. Sexton

840 Walnut Hollow Rd
Brevard, NC 28712

sextonfamily@mtnwaves.net

(828) 883-2039

Janice B. Isenhour
2250 23rd St NE, Hickory, NC 28601
janice9947@embarqmail.com

(828) 234-9947

Raymond Duke Burns
2250 23rd St NE, Hickory, NC 28601

rayluke45@yahoo.com, (828) 448-7134

Christy Kimbro
Auctionfirst.com
240 Standish Dr., Chapel Hill, NC 27517

www.auctionfirst.com

ckimbro@fmrealty.com, (919) 619-7347

Ben Farrell

Auctionfirst.com

322 Burlage Circle

Chapel Hill, NC 27514
www.auctionfirst.com
benfarrellauction@yahoo.com

(919) 969-0066

Margaret Staley
Auctionfirst.com

207 Farmingdale Rd
Fuquay Varina, NC 27526
www.acutionfirst.com

ferngardenrealtyllc@yahoo.com
(919) 552-9428

T. Kyle Swicegood

The Swicegood Group, Inc
854 Valley Rd Ste 100

Mocksville, NC 27028
ww.kyleswicegood.com
email@kyleswicegood.com

(336) 751-4444

Ervin E. Ellington

444 Fox Creek Lane
Lexington, NC 27292

eellington2@triad.rr.com

(336) 210-3342

» continued
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« NEW MEMBERS continued

NORTH DAKOTA

Kelly Fischer
15301 41st St NE, Baldwin, ND 58521
kellyf@btinet.net, (701) 223-3484

NEBRASKA

Jeri M. Schaben
10406 Oak St., Omaha, NE 68124
jerischaben@cox.net, (402) 740-5666

Mike Nuss

Helberg & Nuss Auctions & Realty
1145 M St., Gering, NE 69341
www.helbergnussauction.com
mike@helbergnussauction.com

(308) 436-4056

LuAnn M. Fritz-Parsley
1950 N D St., Fremont, NE 68025-3030
basketsathome@msn.com, (402) 727-5795

NEW MEXICO

Charles Bennett

United Country Vista Nueva, Inc.
708 S Ave C., Portales, NM 88130

(575) 356-5616

NEVADA
Michael Dean Kinney

Moon Dance Auctioneering Services
1008 Hollow Bluff Ave.

North Las Vegas, NV 89031
gasolinealley@cox.net, (702) 371-7469

NEW YORK

Daniella Ohad Smith
255 W 88th St., New York, NY 10024

www.daniellaohad.com

daniellaohad@gmail.com, (917) 238-1065

Eric Kaufman

EAV Realty Corp/Belbilt Realty Partners
P O Box 539, Bedford, NY 10506
www.welbiltrealty.com, (914) 205-3129

ekaufman@welbiltrealty.com

OHIO
Todd M. Chamberlain

Fire Storm Auctions.com
3640 Cargo Rd., Vandalia, OH 45377

www.firestormauctions.com

gtc90789@aol.com, (866) 421-4658

OKLAHOMA

Buster Jene Brien
1206 Kansas St., Pawnee, OK 74058
bjb-unitedcountry@yahoo.com

(918) 799-9042

FEBRUARY 2009 AUCTIONEER

OREGON

Steve Myers
1678 NE Orenco Station Parkway
Hillsboro, OR 97124

steve@continuing-ed-online.com

(971) 222-8362

Jason Lynn Demicheli

1045 SE Albetine St., Hillsboro, OR 97123
jldemicheli@yahoo.com, (503) 975-9553

SOUTH CAROLINA

Stephen Dennis Cheeks

Cheeks Auction Company

2796 Columbia Hwy N; Aiken, SC 29860
www.cheeksauctionco.com
cheeksauctionco@aol.com

(803) 643-7900

SOUTH DAKOTA

Gregory Dennis Wiedebush

1008 Pebble Beach Dr., Clark, SD 57225
wiedebush@itctel.net, (605) 532-3939

TEXAS

Charles Massey

ELCO Auctions

2211 Estate Gate Dr
San Antonio, TX 78260

www.elcoauctions.com

clmassey@msn.com, (830) 438-70061

Larry Sbrusch
ComTex Auctions
17401 N FM 88, Weslaco, TX 78596

www.comexauctions@.com

Isbrusch@yahoo.com, (956) 533-6811

Robert Joseph Carpus

R & P Carpus Auctioneers

13324 CR 499, Normangee, TX 78771
carpus@aol.com, (972) 849-0755

Todd M. Mizer

Meier Auction & Realty

822 Armstrong Rd., Ennis, TX 75119
todd_mizer@yahoo.com, (616) 828-9275

Daye Proftit
7718 Pagewood Ln., Houston, TX 77063
dvp108@gmail.com

(713) 972-9394

John B. Pool

Meier Auction & Realty

P O Box 124, Bardwell, TX 75101
htwheel4u@yahoo.com

(214) 934-3299

Beau S. King
Sonbelt Estates & Auction
1718 State St., Houston, TX 77007

www.sonbeltlands.com

beausking@aol.com, (888) 774-5720

David G. Fuqua
Eagles Auction
409 Saddletree, New Braunfels, TX 78130

www.eaglesauction.com

davidfuqua@satx.rr.com, (830) 609-9009

VIRGINIA

Debra Parsons Buchanan

265 Station Dr., Martinsville, VA 24112
dbbuchanan@comcast.net, (276) 957-1394

Leigh C. Doyle
Dawson Ford Garbee Auction Company
18281 Old Forest Rd., Lynchburg, VA 24502

leighdoyle@verizon.net, (434) 455-4777

Bonnie J. Dattel

Barrett Street Auction

3428 Misty PL., Virginia Beach, VA 23452
dattelbj@evms.edu, (757) 631-2439

John C. Kandl
11795 Rogues Rd., Midland, VA 22728
jckandle@hotmail.com, (571) 275-9694

Anne Grindstaff
Grindstaff Auctions & Realty Inc.
PO. Box 265, Mechanicsville, VA 23111

WWW. grindstaffauctions.com
grindstaffauctions@comcast.net

(804) 730-0756

WISCONSIN
Dean Chapman

Chapman Associates

2610 Lake Shore Blvd
South Milwaukee, W1 53122
dchapman1@wi.rr.com, (414) 570-9700

WEST VIRGINIA

Janet L. Fisher
WYV Dept Of Agriculture
1900 Kanawha Blvd E, Charleston, WV 25305

www.wvagriculture.org

ifisher@ag.state.wv.us, (304) 558-3200

CANADA
ONTARIO

Bruce Robert Barr
411 First Ave N, Welland, ON L3C 5R3

trawmadawg@hotmail.com

(905) 735-9943
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BounceBack Professional Reminder

It's been 44 days since your last backup.

Would you like to launch a backup nhow?

Affordable ways

to back up your
computer hard
drive

Gregg Marshall, CPMR, CSP, is president of Rep Connection Inc. He can be reached
by e-mail at gmarshall@repconnection.com, or visit his LinkedIn profile at
hitp:/lwww.linkedin.com/inlgreggmarshall

100 million hard drives fail every year. I've had my share, including one on
Christmas Eve. When was the last time you backed up your computer hard
drive, meaning save all the information in a safe location where you could

retrieve it in case your computer's central storage space gets erased, damaged
or corrupted? Do you need to backup your laptop, your home desktop
computer, your work personal computer?

500 gigabyte external USB drives are selling for $99 to $129 on sale
(Amazon has one LaCie Desktop Hard Disk 301285U 500 GB USB 2.0
External Hard Drive). That's enough to back up a notebook and most
people’s desktop computers. A USB drive is a piece of hardware that inserts
into a USB port, a slot on the side or back of a computer.

My favorite backup software is CMS Products’ BounceBack Professional
($79, www.cmsproducts.com). While Windows has a built-in backup
program, BB Pro can create a backup drive that can be simply installed to
replace a failed drive (obviously you can’t put a 3.5-inch hard drive into a
notebook).

What I really like about BB Pro is it’s the ultimate “nagware.” You tell it
how often you want to back up and it will nag you to plug in that external
drive and do your backups.

So really, when was the last time you backed up?
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to our Advertisers

1-800-The-Sign.com

Auction Flex

Auction Network

Auction X-Press

Auctions in a Box

CUS Business Systems

E.R. Munro

French’s Software

Hudson & Marshall, Inc.

Kiefer Auction Supply Co.

Lampi Auction Equipment
Ludohns Enterprises/Bidder Central.com
Mendenhall School of Auctioneering
Mid-Town Closeout

Multi Par Bidding System
Performance Printing

Prestige Prints + Collectibles
Quick Service Auction Printing
Satellite ProLink Inc.

Sold ii / Proven Software

TASS

Texas Auction Academy

Tranzon

United Country Auction Services
USA Today

Williams & Williams

World Wide College of Auctioneering
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Accelerate auction Eroﬁts
W

New book quotes Auctioneers

o had their

revenues revved-up by business consultants

By Steve Baska, editor

Business consultants Joe Calhoon and
Bruce Jeffrey, both of Kansas City, MO,
have advised many auction company
owners in recent years on how to improve
their companies. At least two of those
auction firm success stories are included in
the new book “On the Same Page: How to

Engage Employees and  Accelerate
Growth,” by Calhoon and Jeftrey.

The authors outline their program for
success, called “PriorityAdvantage.” They
say the program is comprised of “four
distinct leadership practices that have been
developed in the crucible of growing,
entrepreneurial  business.” The four
elements are: PriorityPrinciples (seven
ideas to engage employees and accelerate
growth), PriorityPlanning (six elements of
a dynamic business growth plan),
PriorityAchievement (six keys to higher
achievement), and PriorityRenewal (five

accelerators of renewal).

While the details of each section are too
lengthy to cover in this review, they
include things like setting a company
vision, measuring objectives and providing
effective leadership. The authors present
their ideas in simple, persuasive language
and provide concrete examples of how the
ideas have worked in real companies. Here
are two auction company examples

explained in the book:

From the introduction---“Miedema

Companies (founded by Sid Miedema, Sr.,
Sid Miedema, Jr. CAI, and Scott Miedema
of Byron Center, MI) is a marketplace
leader providing traditional and online
auctions, as well as business liquidation
services. Before their team got on the same

FEBRUARY 2009 AUCTIONEER

New Book

Title: “On the Same Page: How to Engage Employees and Accelerate

Growth.”

Authors: Joe Calhoon and Bruce Jeffrey.
Publisher: Insight Publishing, Sevierville, TN.

Price: $19.95 for electronic version

$24.95 for hardback

at www.priorityadvantage.com

ONTHE |

SAME
PAGE

How to Engage Employees and Accelerate Growth

Joe Calhoon Bruce Jeffrey

page: employees were disengaged, revenue
growth was stagnant, profits were minimal,
the owners had become disenchanted.
Now they are on the same page. Within
two years, the company experienced a
dramatic turnaround: employee
engagement had measurably improved,
revenues were up more than 50 percent,
profits had increased dramatically (and
were being shared with the employees), the
owners were delighted with the progress
and their promising future.”

From page 25, Vision chapter---"During a
recent meeting, Joe Wilson (CAI),
President of Wilson Auctioneers (of Hot
Springs, AR), leaned back in his chair,

looked at the ceiling, and after a long pause
declared an inspired vision to his team.
You know what I really want us to
become?,” he asked. ‘T want us to be the
finest real estate auctioneers in Arkansas.
This is Joe's passion. It played to his
strengths, and it provided value to his
marketplace. The entire team resonated
with Joe’s vision. Then Joe involved his
team in achieving a detailed plan to make
that vision a reality. In the next year, the
team at Wilson Auctioneers in Hot
Springs, Arkansas doubled their revenues.”

For more information or to order the
book, go to www.priorityadvantage.com or

call 816-285-8144.

WWW.AUCTIONEERS.ORG



Stop spending time searching...

Its all here!

Financial Services LA M .
Whatever you need to make your business profitable, we have it listed on the
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Multimedia Services

NAA buyers Guide. The NAA Buyers Guide is a comprehensive resource
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business run more smoothly and increase revenues. It’s like a mini resource
NAA Member Benetits

POCTI S center for auction professionals. It might be compared to a phone directory,

but it’s much more valuable because it’s industry focused and provides a ful

Internet Audio Broadcasts

bR description of each company's products and services. For your convenience,

1 : - company web site links are provided at the click of a mouse. Auctioneers can
Auction Software . -
Internet “Live” Auction Services

i

ﬁ Packing and Shipping
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Audio Systems
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Signage

Bond Companies
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Management Software

Video Production Services
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Marketing Materials
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United WHAT DOES IT TAKE TO REALIZE YOUR PEAK PERFORMANCE?
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Comprehensive And Continual Training | Innovative Marketing | Unlimited Networking Opportunity | Cutting-Edge Technology
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United Country delivers training and networking opportunities designed to grow your business.
2008 United Country Auction Services Training and Networking Seminar

“United Country Auction Services “The United Country Auction Services “United Country Auction Services has “In what many call a ‘down year,’
assisted us to engage with a lending seminar was absolutely outstanding. the most powerful office building tools we are UP 400%! Thank you,
giant in America. United Country has Thanks to United Country for hosting I have ever seen, and truly represents United Country Auction Services!”
exceeded my expectations, and we are - a great educational & networking the word ‘Family ' to the fullest. United
Jjust getting started!” opportunity.” Country always makes me feel like [ David R. Hudgins
can do anything I set my mind to.” United Country - Hudgins
Christina Kotula Robert A. Doyle Fairview, TN
United Country - CAl ISA, CES, CAGA Bill Perkins
The Auction Realty Group . United Country - CAI, GPPA, REALTOR
Newport Beach, CA Absolute Auctions & Realty, Inc. United Country -
Pleasant Valley, NY Beloit Auction & Realty, Inc.
Beloit, WI

CALL UNITED COUNTRY AUCTION SERVICES TODAY

TO SEE IF AN OPPORTUNITY IN YOUR AREA STILL EXISTS.

1-800-444-5044
WWW.UCAUCTIONSERVICES.COM WWW.UNITEDCOUNTRY.COM

Find Your Freedom-
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