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Auction Flex is the de facto market leader in auction management software for Windows. 

Started in 2000, Auction Flex has quickly established a reputation for providing 

powerful, flexible software and unmatched customer service. 

Download a free trial from www.auctionflex.com and see what you've been missing. 
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1. Scan drivers license 

2. Capture image 

3. Print bidder card 
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bidding on your websltel 

1 click to upload your auction 

1 click to download your bids 

Seamless & Easy 
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Individuals honored at NAA's 58th International 
Auctioneers Conference and Show are featured on this month's special expanded cover. About 
1,500 Auctioneers from around the world attended the event. 
The photos include NAA's 2007 Hall of Fame inductees, Larry Theuerer, Cookie Lockhart, and 

Spanky Assiter. 2007 IAC winners, Denise Shearin and Bryan Knox. International Ringman 
Contest winner Angie Meier. International Junior Auctioneer Championship winner Trev 
Moravec. A11xiliary Hall of Fame inductees Judy Marshall and Velda Fannon. 

NAA President's Award of Distinction winners; Joe R. Wilson, Jane Campbell-Chambliss, 
Robert (Bob) Hamilton, and Pat Vredevoogd Combs. Details about all these events and individ­
uals are in the cover story. 

• Cover photos by Mat Mathews, Steve Baska, Ryan Putnam, and contributors. 
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Members embraced newcomers at conference 
Dear CEO Robert Shively, 

Even though the NM annual conference in San Diego in July was my 
first NM conference, I found the theme and content of the entire confer­
ence was so inspiring and educational; moreso because of the thoughtful 
choice of topics and speakers. Overall, the conference was a great experi­
ence ... ! am looking forward to the next one. 

The single most important thing I took with me was the amazing man­
ner in which NM members embrace each other, particularly us newcom­
ers. Maybe the size of the U.S. market makes it possible for NM member 
to share information and experience without the fear of strengthening com­
petition to their detriment. 

Everyone was accessible and always willing to assist - from President 
William Sheridan, to President-elect Tommy Williams, CEO Bob Shively, 
NM personnel and ordinary NM members. Before the conference I had 
the enriching experience at the Benefit Auction Specialist course that was 
conducted by Lance Walker. I also found it amazing that a benefit special­
ist like Kip Toner also attended the entire course. For me, such commit­
ment demonstrated the sharing culture of the NM family. The coopera­
tion between Lance and Kip during the course epitomized the NM spirit. 

Tirhani Mabunda 
South Africa 

NAA advertising notice to readers 
Auctioneer accepts advertisements from a variety of sources, but makes no independent investiga­

tion or verification of any claim or statement contained in the advertisements. Inclusion of adver­
tisements should not be interpreted as an endorsement by the National Auctioneers Association or 
Auctioneer of any product or service offered through the advertisement program. The NAA and 
Auctioneer encourage you to investigate companies before doing business with them. 

Furthermore, Auctioneer is designed to provide information of general interest to Auctioneers. 
The reader's use of any information in this publication is voluntary and within the control and 
discretion of the reader. 

Finally, the NAA does not mediate disagreements that may arise between buyers and advertisers. 
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~ 
Thomas L Walliamt, CAI 
(918)369.-0472, tommy.williams@williamsauction.com 

Dindo1-, 
Tei"" &piring 2008 
James R Uttlejohn, CAI, MRE, CES 
(260) 925-2796, Email: jflitdejohn@sbcglobal.net 

John Reddish, CAI 
(479) 750-7217~ reddishauctions@cox.net 

Jeff Stokes. CAI 
(253) 925-9650, Smail: ~kesauctiongroup.com 

Jay E. Ziegler, CAI~ .AARE 
(717) S»-U67, Email: info@zieglerauction.com 

~ '\l&U-, CAI, BAS, CES 
1001}'84,9992, Email: lancc@wallcerauctions.com 

Tnnu &,;,.;,,, 2010 
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William L. Head, CAI, MRE, BAS, CES 
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(309) 833-5543, Email: info@>lowdcrman.com 
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(~2) 727-8800, Email: jaynitL@>omni-tecb.net 

-}!A OJ/i#tJ Diw:tor 
Ran: J<>oell CAL BAS, CFS 
(940) 66~1898,, Email: renee@npsolutions.com 
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NAA members logged into a website on August 7 to 
pose questions to new NAA President Thomas 
Williams, CAI, in the association's first live online 
chat with a president. 

Participating members' names and questions 
appeared written on the right side of the webpage for 
all to see, and Williams appeared live on a web cam­
era in the left lower corner of the page. As he answered 
questions his voice was heard live by the participants. 

Participating member Kenny Lindsay said "I think 
this chat with the president is a spectacular idea and I 
can see this becoming a very popular feature with our 
membership." 

Williams said after the event "I think this went very 
well for our first event. I am here to help you, the 
members, and I want to thank you for this opportu-

·ry.,, . 
Ill . 

This Internet chat meeting can be joined from your 
office or home. A computer with speakers (for the 
audio) is required. The dates for the next chat events 
are: September 4, October 2, November 6, December 
4, and January 8 (the 1st falls on Tuesday so the chat 
was moved forward one week). 

One important issue Tommy Williams wants to dis­
cuss with members is how to handle change in the 
auction industry. Members .are encouraged to ask any 
questions they desire. 

The following are a sampling of questions and 
answers from the August 7 event. 

~o : · s 
l 9:01 : I . 
9:02~0 

.02'58 
1 . :03:57 . 

~--

Sitting before a web camera, NAA President Tommy Williams appeared 
on the left bottom corner of the computer screen as members' names 
and questions appeared on the right side. 

Question: Does the Internet help or hurt the auction industry? 
Answer: The Internet will be one of the greatest helps to the auc­
tion industry ever invented. We need to be tech savvy. Everyone 
will use it differently. Don't be afraid of it. Auctioneers will use it 
in different ways. 

Question: How can we get our auctions broadcast on the new 
Auction Network? (a cable TV network that will debut in the fall 
on the Internet in its first phase). 
Answer: I think we need to look at this like Fox News Network or 
other cable networks. You would run an ad on the network to 
point viewers to your auctions. Also, I understand there will also be 
a process by which the network chooses which auctions to film and 
broadcast, and more details on that will be made available later. 

Question: As a livestock Auctioneer, what does NAA have to offer 
me? 

Answe~: A~ctioneers in any category can benefit from NAA pro­
grams like insurance, credit card usage and other things you would 
n~t have access to as an individual. Networking is perhaps the best 
thing has to offer. 

Question: We can't post auctions on our local MLS service. Any 
suggestions on how we can change that? 
Answer: Walk in personally and have a face-to-face conversation 
with the person who runs the MLS. I know they want a list price 
for the property, but you can give a broad price range and explain 
that the listing is for an auction. I think most MLS system opera­
tors will find it beneficial to them to come up with a solution. 

continued on 77 
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harmonious, proactive organization providing pro­
gressive leadership and education for the member­
ship, industry ana consumer; the ·~ authorita­
tive voice for the auction method of maikcting. 

National Auctioneers Association 
8880 Ballentine 
Overland Park, KS 66214 
Member Service Line: (888) 541-8084 
Fax: (913) 894-5281 
email: infu@auctionecrs.org 
Web: www.auctioncers.org 

HEADQUARTERS STAFF 
(888) S41-8084 (ditect extension I listed) 

AJmininrlllion 
Chief &ecutivc Officer 
Robert A. Shively, CAE (ext. 11) 
bob@auctioncers.org 

ED"CUtive Services Manager 
Joyce Peterson (ext. 16) 
joyce@auctioncers.org 

Director of Conference & Show 
Carrie Stricker (ext. 14) 
carrie@auctioneers.org 

Technical and Creative Services Manager 
Leanna SW<>n (ext. 25) 
lsisson@auctioneers.org .. 

Public Affairs Manager 
Chris Longly (ext. 31) 
clongly@auctioneers.org 

.kcotmting_ 
Director of Accounting 
Janel Lamb (ext. 12) 
jlamb@auctioncers.org 

Accountant 
Judy Hennessy (ext. 35) 
jhennessy@auctioncers.org 

Carol Bond (ext. 34) 
cbond@auctionccrs.org 

Membership 
Director of Member and State Association Services 
Ashley Herman (ext. 13) 
aherman@auctioneers.org 

Membership Marketing Coordinator 
Heather Rempe (ext. 15) 
hrempc@auctioneers.org 

State Association Executive Services Manager 
Trisha Klosterman (ext. 32) 
tklosterman@auctioneers.org 

State Association Executive Services Manager 
Sandra Bunten (ext. 39) 
sbunten@auctioneers.org 

State Association Executive Services Manager 
Nicole Woodard (ext. 27) 
nwoodard@auctioncers.org 

Public4tions 
Director of Publications 
Steve Baska (ext. 18) 
steve@auctioncers.org 

Associate Editor/Graphic Designer 
Ryan Putnam (ext. 30) 
ryan@auctionecrs.org 

Corporllte kctnmts!Atlvmising 
Sales Account Manager 
Wendy Dellinger (ext. 20) 
wddlinger@auctioncers.org 

Continuing Etl1'Cl#ion 
Director of Education 
Dr. Harlan Rimmerman (ext. 19) 
hrimmerman@auctioneers.org 

F.ducation Coordinator 
Pamela Bray (ext. 23) 
pbray@auctionecrs.org 

Education Coordinator 
Lois Zielinski (ext. 28) 
lzielinski@auctioneers.org 

NAF Director of Development 
Dave Hanneman (ext. 26) 
dhanneman@auctioncers.org 
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2 TESTIMONIALS 
6 A SERIES 

JEAN WIESCAMP 
OWNER/OPERATOR, QYARTER-CIRCLE J RANCH 

WILLIAMS & WILLIAMS 

worldwide real estate auction 

uthentic. 

•' .· 
•• c. .~hi 

"We have used Williams & Willia.Ins since 1994 to sell farm equipment and property throughout Colorado and Nebraska and 
have had very good results. They're well organized, and there is a broad range of what they can do and what they have to work 
with. When my family needed to sell, I told them the best way to go is to call Williams & Williams. 

I recommend them because of the way they handle business. In a business partnership, I look for real honesty - for someone to 
tell me the way it is, not just what I want to hear ... authenticity. It seems like it's getting harder and harder to get that today. But 
with Williams & Williams, they tell you what to expect, what to do, and what they're going to do ... and that's what they do." 

\ 

For generations, we have pursued our vision of more efficient, transparent and value-added real estate sales. With every buyer, 
seller and trader we serve, this vision is growing. Our commitment to delivering progressive solutions has transformed countless 
client relationships into valuable partnerships. People are seeing the marketplace in a whole new way, and the results reaffirm 
what we have always believed. Bigger thinking leads to bigger possibilities. A new generation of real estate services is here, and 
we' re leading the way. 

worldwide I worthwhile I win win I VVilliams & VVilliams 
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NAA's Mission -- To Promote the Professionalism of Auctioneers and Auctions through 
Education and Technology. 

NAA's Vision -- Competitive bidding will be increasingly utilized as a method to sell all 
types of goods in all segments of the economy. The National Auctioneers Association 
(NAA) will unify and lead the competitive bidding industry to fulfill this vision . 
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BY Thomas L. Williams, CAI 
NAA PRESIDENT 

"Once you attend a Conference and Show your auction life will never be the same. " 
-Auctioneer Marty Higgenbotham, CAI 

arty made this statement above during 
his remarks at the opening of this 
year's NAA Conference and Show in 
San Diego in July. This statement 
made me pause and reflect, and 
prompted this article. I reflected on 

my 44-year auction career and instantly recognized the simple 
truth of these few words. 

I joined NAA in 1963, but failed to attend Conference and 
Show for all the typical reasons until 20 years ago. I have never 
missed one since. 

By anyone's standards I had a very successful, if not enviable, 
auction career established before that first conference. 
However my auction business changed radically for the better 
from that first conference onward. The friendships made, 
business contacts formulated, and endless ideas borrowed 
from hundreds of other successful Auctioneers not only 
changed my business, but also my life. 

The reasons for not attending are always the same simple 
excuses. The excuses serve us well because they let us avoid 
that most serious of all human endeavors, true commitment. 
Once we truly commit we always rise to and accomplish the 
task. We will put forth the effort; do the work to make it hap­
pen. That is the scary part; we now must live up to the com­
mitment or look in the mirror and say we failed ourselves. 
That is very serious, indeed. 

I am going to highlight a few things you would have a clear­
er understanding of if you had attended. Some would simply 
take more money to your bottom line, some would make your 
auction life more enjoyable, and some of the ideas presented 

could change the landscape of the auction industry as we 
know it today. However your biggest loss of all is the friend­
ships not made, relationships not enhanced and thoughts 
exchanged in the hallways that won't happen for you. 
• We have a new NAA website from top to bottom. It will 
make life better for each and every member in every facet of 
information exchange between NAA and the membership. It 
is a must for you to learn to use this superb tool; it is free and 
available to every member. Become familiar with the new bet­
ter than ever auction calendar, web site development and end­
less tools being offered making your auction life easier and 
more profitable. 
• The NAA Learning Center brings all of .this year's and last 
year's seminars to your computer on demand plus other spe­
cial bonus seminar features. You can fulfill a lifetime of con­
tinuing education requirements for the unbelievable cost of 
$185. Once you enroll you use the center at your pace on 
demand. It is also available to share with others in your com­
pany. 
• The unveiling of the "Auction Network" and its public rela­
tions possibilities for the world of auctions staggered the 
imagination of everyone. Many have believed the world is 
clamoring for auction information and stories, the network 
will make it available 24/7, and world-wide. 
• For those that sell real estate the new web site 
www.NAArealestateacutions.com could easily be the most 
important marketing tool in the history of real estate market­
ing for buyers, sellers and Auctioneers. If you sell real estate it 

continued on 78 
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NAA Education Institute 
Listed. by Event 

Winter Seminar 
December 9-11 , 2007 

Winter Symposium 
January 27-29, 2008 

Bloomington, IN 

Lake Tahoe, NV 

Designation Classes 

AARE Accredited Auctioneer. Real Estate 

AARE 100 
November 4-5, 2007 

AARE 200 
November 6-7, 2007 
AARE 300 
November 8-9, 2007 

Benefit Auctioneer Specialist 
October 6-9, 2007 
January 13-15, 2008 

CES Certified Estate Specialist 
October 8-10, 2007 
January 31-Feb. 2, 2008 

CAI Certified Auctioneers Institute 
March 16-21 , 2008 

San Antonio, TX 

San Antonio, TX 

San Antonio, TX 

Denver, CO 
Columbia, SC 

NAA Headqtrs. 
Charleston, WV 

Bloomington, IN 

GPPA Graduate Personal Property Appraiser 

101 Basic Appraisal Writing & Research 
September 16-17, 2007 NAA Headqtrs. 
December, 2007 Tucson, AZ. 

201 Personal Property Appraisal Valuation 
September 18-19, 2007 NAA Headqtrs. 

301 Antigues & Residential Contents 
September 20-21 , 2007 NM Headqtrs. 
December, 2007 Tucson, AZ. 

301 Manufacturing/Process Eguipment 
September 20-21 , 2007 NAA Headqtrs. 
December, 2007 Tucson, AZ. 

301 Construction/Agricultural Eguipment 
September 20-21 , 2007 NAA Headqtrs. 
December, 2007 Tucson, AZ. 

I 

Are you interested in bringing NAA Education to your area? Call 888.541 .8084, Ext. 28 
Check the NAA website for changes and additions. 

Auctioneer September 2007 www.auctioneers.org 
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CHIEF EXECUTIVE OFFICER ROBERT A. SHIVELY, CAE, WORKS OUT OF 

THE NAA HEADQUARTERS IN OVERLAND PARK, KS. HE IS COMMITTED 

TO THE NAA AND ITS MEMBERS AND WILL KEEP YOU UPDATED ON THE 

ORGANIZATION'S PROGRESS. 

ndividuals and organizations generally know that focus­
ing too much on the past can be limiting and that living 
in the present has many benefits. So we know how to 

handle past and present relatively well. 
It is the future that has people befuddled. When things seem 

to change at such a rapid pace, a reaction of confusion isn't all 

that surprising. 
But, while it might be very challenging to try to predict the 

short- or long-term future, it is not really a desirable option to 
make no choices, to create no plan for your future, or your 
business's future. Yet, this is increasingly the choice I find oth­

ers making. 
Many people "choose" not to make any choice because it is 

difficult, full of uncertainty and the possibility of making mis­
takes and failures. But, by choosing inaction, they float along 
and let other people's actions determine the way forward. 
These are followers, not leaders. 

That reminds me how songwriter Stephen Sondheim 
expressed the following lyrics in the song "Move On" from the 
musical "Sunday in the Park with George:" 

''Stop worrying where you 're going-­
Move on, 
If you can know where you 're going 
You 've gone, 
just keep moving on. 
I chose, and my world was shaken-­
So what? 
The choice may have been mistaken, 
The choosing was not, 
You have to move on." 

I am glad that NMs Board of Directors has the courage to 

make choices and lead the association in specific directions for 
future success. 

Last month in Auctioneer, NAA President Tommy Williams 
shared his vision for NAA and the goals that he has set for 
himself and the organization. He wrote that "No one knows 
the future; however, I think we can make intelligent calcula­
tions of what the future might hold. I feel there are two criti­
cal issues we must face individually and at NAA. How we deal 
with them possibly well dictate our success or failure. First 
and foremost we are embarking on the greatest opportunity in 
the history of competitive marketing. Those that adapt and 
understand the scope of this opportunity will prosper beyond 
their wildest dreams. The second is the change and innovation 

that is occurring in every aspect of our business and it is hap­
pening at light speed. The key is not to show fear or animos­
ity to change or innovation, but to embrace it, rising to the 
challenge it presents." 

What great advice! Whichever way you choose for your busi­
ness, be sure to embrace change. Maybe you want to venture 
more into real estate or benefit auctions or other specialties. 
Go forth with courage! 

While Tommy has only a year to build the road he has cho­
sen for NAA, the direction he has set will have lasting impli­

cations for the association -- much like the impact our current 
Chairman of the Board, Bill Sheridan, did last year during his 

Presidency in initiatives like the relationship building with the 
National Association of Realtors. 

President Williams is both a visionary and a builder and his 
enthusiasm, energy and passion for the industry, profession 

and especially NAA is contagious. 
Don't just sit back and enjoy the ride--GET INVOLVED in 

NMs future! You can be part of leading your industry, as well 
as your own businesss. 

www. auctioneers. org Auctioneer September 2007 13 
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Stop spending time searching .. .it's all here 

ASHLEY L. HERMAN IS 

NMS DIRECTOR OF 

MEMBER AND STATE 

ASSOCIATION SERVICES 

hatever you need to make your business 
profitable, we have it listed on the NAA 
Buyer's Guide. You have at your dispos­

al, and within a few mouse clicks, the first compre­
hensive auction industry Buyer's Guide. We have 
collected information from those companies that 
have products and/or services with the auction 
industry in mind. The Buyer's Guide is a quick ref­
erence to find products/services, such as auction soft­
ware, bond companies and Internet "Live" auction 
services as well as those companies that will help 
build your auction company. 

The NAA Buyer's 
Guide is a compre­
hensive resource 
directory of auction 
industry vendors 
and services aimed 
at helping your 
business run more 
smoothly and 

Cclnference & 
TredeShow 

Eax*ion& 
Dell..,,. 

Aaaocilllb1 & 
IAelN>erst• 

News& 
AdcSioiaa 

P\dc Relllticns 
Ce.lier 

AdYertiU1J & 
Promotions 

Go'Yernrneral 
Afftln& 
U::ensq . 

Mflsled 
Orgarmtio."lS 

• Need Health Insurance? You will find an afford­
able carrier here! • 

• Need a company to design your auction signage? 
You will find an appropriate vendor here. 

increase revenues. 

• Looking to expand your auction audience through live Internet bidding? Check out 
your options under Internet Live Auction Services. 
• Interested in taking credit cards as a form of payment at your auctions? See the list of 

companies under credit card processing. 
National Auctioneers Association -· ----- · - - - . - .., - t - -- •• 

To Promote Professionalism of Auctioneers and Auctions Through Education and Technology 

Buyers Gu_ide . . . . · . · · • · . · · ·· · · · · : 

You have, al ywr cisposal, and wit•• a few mouse cicts, the first c011ipl'ehensive auction industry Buyer•s Guide. We 
ha'1e ccle cted i"lfonnetion from those companin who have ~ products end/or services wlh the auction CClft1)8nY i"I 
mild. The Eklyer's Qide is a qlick reference to fi di iy proci.ds and ~s th8I can ~ you bald ywr auction coqieny. 

• Heed a companyto design and host yow company"• web slte1 You'I mc:t an appropriate vendor here. 
• Looldng f« audion contracts 1 See the 1st of ~ t.llder Auction ~les. 
• Looking to ease Into UM 21st Century wlda new clerking softw•e 1 Oleck ocJ ywr options t.llder Auction 

Sotw.e. 

Ne we can't offer recotnmenciatklos on a sriecifiC prodlact or ~, we can poi't you i"I the ~ directio.1. The Guide 
coruins a 1st of appropriate companies and thel' cortact i"lformetion. And whle yoJve s 11111 cted companies to ~ stref'91'81"1 
ywr hokf on the merket, ywr ~ wl stl be struggling to figwe ocJ who the ptayers ere. Wl8t coUd be better than ther? 

Company 
Product Category j .A.dv.:: rt1sm g 

App.1rtl 
Auction Equipment 
Auction Schools 
Auotion Softur• 
Auction Supplies 
Auction T opptrs 
Audio Systems 

Results per Page 10 ~ 

It\ Search I flY Reset J 

The NAA Buyer's Guide is aimed at helping 
your business run more smoothly and 
increase revenues. It's like a resource center 
for auction professionals. It might be com­
pared to a phone directory, but it's much 
more valuable because it's industry focused 
and provides a full description of each compa­
ny's products and services along with com­
plete company contact information. While 
we cannot offer recommendations on a spe­
cific product or service, we can point you in 
the right direction. 

Visit http://www.auctioneers.org/custom/directory/buyersguide/Default.aspx 
to learn more about NAA's Buyer's Guide. 

For your convenience, company website 
links are provided and easily accessible with a 
click of your mouse. Auctioneers can access it 
24-hours-a-day online through the NAA 
website, www.auctioneers.org. It is just one 
more way that the NAA is committed to pro­
viding valuable services to its membership. 

14 Auctioneer September 2007 www.auctioneers.org 
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s we head into the 2008 election cycle, I am reminded of my early experiences in 
politics. As a young boy I always enjoyed a good parade. I particularly enjoyed 
those parades spent walking beside my grandparents and their candidates of 

choice. 
To me, politics at that age was simple. My vote was based solely on the quality and 

quantity of candy I received from candidates. With miles of parades now behind me and 
having managed several federal and state campaigns personally, I can attest that while 
candy is important and even yard s_igns are essential, they won't win an election. The key 
factor in any successful campaign is simply, money. 

While we would like to believe candidates can be elected without large amounts of 
campaign contributions, the fact remains that any under-funded campaign is a troubled 
campaign. Campaigns are a costly venture. The bigger the office, the bigger the price tag. 
Advertising, direct-mail, polling, yard signs, bumper stickers, phone banks, etc. 
Campaigns for Congress today cost millions of dollars and state legislative seats can cost 
upwards of a million dollars. To compete and win, it is essential to fundraise. 
Fundraising for campaigns comes in many forms, the majority come from family and 
friends, but more importantly from Political Action Committees (PAC). 

While the term PAC may not be a familiar one, the fact is, PACs are what fuel the cam­
paigns of this country. Everywhere you look there are PACs. Most major organizations 
maintain a PAC. These organizations range from labor organizations (AFL-CIO), corpora­
tions (Wal-Mart), or associations (American Bankers Association). A Political Action 
Committee (PAC) is an organization that uses individual donations from multiple donors 
to contribute to various candidates on behalf of the sponsoring organization or business. 

The Auction PAC is the official political action committee of the NAA. 
Donations from NAA members to the Auction PAC are contributed to 

federal candidates who support and advocate for the auction industry in 
Washington. Auction PAC proceeds also help fund NMs annual legislative 

advocacy day in Washington, DC. Ultimately, the Auction PAC helps strength­
en the auction industry's voice and presence when facing positive and negative leg­

islation in the nation's Capitol. 
With 33 members of the U.S. Senate and 435 members of the U.S. House of 

Representatives up for re-election in 2008, it is crucial that we raise sufficient funds for 
the Auction PAC this year and help support our friends in Washington who support auc­
tions and hardworking people who represent the industry.· Whether your contribution 
is $50 or $500, every donation helps support candidates who support Auctioneers and 

our important industry. 
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Auxiliary awards scholarships 

he Auxiliary to the National Auctioneers Association awarded three scholarships at the 

58th International Auctioneers Conference and Show in San Diego, CA in July. The 

scholarships were presented to the recipients during the Auxiliary luncheon on 

Wednesday July 18. 

Congratulations to these 2007 winners! 

• Jacqueline Bohn of Bountiful, UT just completed her first 

year at the University of Utah in the Health Sciences field where 

she is working for a degree in Exercise Physiology. She received 

high academic awards in high school. She has been active in 

dance since the age of three. A life threatening accident in her 

sophomore year in high school helped her make her decision for 

her career. In making a complete recovery she gained the hope to 

assist other children to do things they could not because of a 

handicap thus pursuing a career in the field of orthotics and 

prosthesis. She is the daughter of Charles F. II and Beth Bohn 

and the granddaughter of Judy and Chuck Bohn. 

• Tara Pounds of Hutchinson, KS will be entering her first year 

at Missouri State University this fall. She graduated 5th in a class 

Judy Bohn, right, accepts 
the scholarship check 
from Sandy Bauermeister 
on behalf of her grand­
daughter Jacqueline Bohn. 

of 303. She says her goal is to help other people as much as she can by becoming a teacher at 

the elementary level for deaf and hard of hearing students. She wants to give students who are 

sometimes shunned by society a chance to be normal. She received many academic and music 

awards, has worked in church and community projects and assisted in the auction business. She 

is the daughter of La Verle and Denise Pounds. 

• Deyton Rogers of Mount Airy, NC has graduated from high school this year and will be 

entering the University of North Carolina at Chapel Hill in the fall. She was very active in cheer­

leading during her school years. She grew up in the auction business and has done nearly every­

Rogers 

thing except call bids. She feels education is the key to success and to 

prove it she has received the National Certification for Auction 

Administrators from NAA. Her dreams are to make a difference in soci­

ety and to share her success with others. To this end she is seeking a degree 

in accounting and law. She is the daughter of Mark and Deidre Rogers 

and the granddaughter of Bracky and Wanda Rogers. 

The Auxiliary Scholarship Program began in 1993. Funding for the pro­

gram comes from half of the proceeds from the Auxiliary Fun Auction 

that is held each year during the Auxiliary luncheon at the Conference, as 

well as proceeds from the sale of the prints by Joani Mangold entitled 

"The Unsung Hero." From these proceeds the NAA Auxiliary has awarded over $55,000 in 

scholarship funds to our children for our future tomorrow. 

The Auxiliary Scholarship Program will award three scholarships of $2,000 each at 

International Auctioneers Conference and Show in Nashville, TN in 2008. To receive a packet 

for 2008 you must be a member of the Auxiliary to the NAA for the past continuous five years. 

Contact Teresa Christy auxiliary scholarship chairperson at info@christys.com. Applications will 

be available December 1 with a return postmarked deadline of March 15. 

Congratulations to Jackie Bohn, Tara Pounds and Deyton Rogers for being the 2007 Auxiliary 

Scholarship winners. 
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BY SANDY BAUERMEISTER 

AND TERESA CHRISTY. 

NATIONAL AUCTIONEERS 
ASSOCIATION 2007-2008 
AUXILIARY BOARD OF DIRECTORS 

Annette Wells - President 
(208) 771-0404 
annette@mrauction.com 

Barbara Fisher - President Elect 
(954) 461-0971 
benny@fisherauction .com 

Deidre B. Rogers- Vice President 
(336) 789-2926 ext. 104 
deidre@rogersrealty.com 

Ramona King - Secretary/Treasurer 
(828) 684-4273/ (828) 684-6828 
ramonaking@bellsouth.net 

Glenda Mccarter Johnson - Historian 
(865) 453-8417 
gmjonsn@bellsouth.net 

Terms endin in 2008: 
Lois Daniel 
(434) 577-2971 
danielauction@telpage.net 

Susan Hinson 
(731) 664-1159 
rhinson@mindspring.com 

Nancy Manning 
(903) 883-0314 I (972)881-6004 
bandn@netportusa.com 

Terms endin in 2009: 
Lou Blocker 
(843) 844-2770 I (843) 538-2276 
jgbauction@lowcountry.com 

Teresa Christy 
(317) 885-9044 I (317) 784-0000 
info@christys.com 

Kim Ward 
(630) 556-3648 
kbward@mchsi.com 

Terms endin in 2010: 
Darla Haynes 
(405) 376-2928 
haynesgg@aol .com 

Vicki Nitz 
(402) 727-8800 
jaynitz@omni-tech.com 

Terri Walker, BAS. CES 
(901) 384-9992 
terri@walkerauctions.com 



education 

JOHN DIXON, CAI 

NAA EDUCATION INSTITUTE TRUSTEES 

Renee Jones, CAI, BAS, CES -chairman 
(940) 665-1898 
renee@npsolutions.com 

Jack L. Christy, CAI , BAS, CES, GPPA- vice 
chairman 
(317) 784-0000 
info@christys.com 

Trustees 
Terms expiring 2008: 
Jere Daye II, CAI, AARE, GPPA-M 
(800) 433-1694 
jeredaye@bellsouth.net 

John Dixon, CAI 
(770) 425-1141 
john@johndixon.com 

Terms eXQiring 2009: 
Renee Jones, CAI, BAS, CES - chairman 

Jack L. Christy, CAI, BAS, CES, GPPA - vice 
chairman 

Terms expiring 201 O: 
Scott Shuman, CAI 
(217) 352-6078 
scott@westchester-group.com 

Kurt Aumann, CAI 
(217) 563-2523 
kurt@aumannauctions.com 

Terms exoiring 2011: 
Barbara Bonnette, CAI, AARE, GPPA 
(318) 443-6614 
barbara@bonnetteauctions.com 

Mark Shear, CAI , AARE, CES, GPPA 
(508) 753-2549 
mshear@barmanauctions.com 

NAA Board Representative 
Scott Musser, BAS 
(509) 735-4278 
ssmusser@mbauction.com 
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he challenge each year at NAA's Conference and Show is to make the educa­
tion sessions better and stronger than the previous years. And, according to 
reviews and evaluations, the consensus seems to be that education was once 

again very successful at the conference held in July in San Diego, CA. 
Three of the designation classes were offered before the start of the Conference. 

The new Benefit Auctioneer Specialist had another capacity filled class. MRE -­
Accredited Auctioneer of Real Estate -- again had large numbers. The new revised 
GPPA -- Graduate Personal Property Appraiser -- was filled for both the 101 and 
201 classes. All of these designation classes are now switching to laptop classes 
rather than books. Participants will be given a flash drive rather than a textbook. 
This will enable us to do hotlinks right to the Internet and sites that will aid in the 
teaching of the designation courses. 

The Professional Ringman Institute (PRI) was also held before the start of 
Conference and Show. Taught by owner/director Brian Rigby in conjunction with 
the NM Education Institute, members were able to learn how to become profes­
sional ringman. 

Last year we introduced the Leadership Institute with the purpose of helping 
Auctioneers becomes strong leaders in their company or community. This year pro­
duced another strong program as Jeff Hansler and Lorna Riley presented to over 70 
Auctioneers on Tuesday before the official start. 

On Wednesday, another in the line of outstanding keynote presenters, Dr. Dick 
Ruhe had us sitting on the edge of our chairs as he spoke on how to handle change 
and make it work in a positive mode. Dr. Ruhe also presented at two sessions after 
the keynote. 

Wednesday afternoon through Saturday found sessions filled and sometimes over­
flowing. Topics from real estate, personal property, legal issues, care of the voice, 
marketing, ethics and many more were covered in these timely sessions. 

A new feature introduced was the NM Learning Center. Even if you did not 
attend Conference and Show, you can sign up for the Learning Center to hear all 
the sessions as well as last year's Conference and Show, the two Real Estate seminars 
and the webinar on marketing with Larry Mersereau. 

You can also see the International Auctioneers Championship. The NM Learning 
Center also allows you to obtain Continuing Education credit by listening to many 
of these sessions. For more information about this outstanding bargain ( $18 5 for 
members), please call the education office at 888.541.8084, extension 19, 23 or 28. 

The Conference and Show committee has been meeting as we plan the 2008 
Conference and Show in Nashville, TN. If you have any ideas or suggestions for 
education sessions, please contact the education office. Many thanks to committee 
members past and present -- Marc Geyer, Lynne Zink, Terry Howe, Christie King, 
Darron Mears and Denise Rinaldi. We hope to see you in Nashville, July 8-12, 
2008. 
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"We've Vlad other programs, but we came back '° 
'1le 1111•1 CJrecm Card Program because of superior 
service, fader vansac:Uons and bder ra'8L" 

Debbie Dimmerling 
erling Realty Be Auction 

Auctioneer 

Art Smith Auctioneers 

"B1•4y made It verq IUJ to swbch over '° Ula 
1111 senlce. WWI lU lower rates, we aped 
'° 1111 a lot of •oDIJ." 

Chris Roman 
George Roman Auctioneers 

What are you missing If you don't 
participate In the NAA Credit Cini 
Program? 
Once the connection between you and the buyer has 
been made, a credit card helps finalize the 
purchasing decision. 

~ ,. f1 \ 
In a recent NAA poll, 30% of all .. .l ~ 
respondents identified credit & 

~,, 
debit cards as their PREFERRED .. ~ 
method of payment at aucUon. , 1 1

, ~ , 
A~ you getting the maximum retums l -1 :J 
for your sellers? 

Discover what hundreds of NAA members already 
know ••• The NAA Credit Card Program helps increase your 
bottom llne. 

Thepmof? 
Auctioneers that take credit cards get a 
reported 15-30% In r gwoss receipts. 

With a 1.67'KI discount tats, you don't have to worry 
about hidden costs and other 

__....... 

~ ~:} :j unexpected fees. 

_, ~~ :.i:~ In addition to some of the 
I :.> :..> :J best rates In the nation, you 

_ :~:-t will get pre~iere pe~nalized 
~ :.> :J service. You will work with 

partners who share your dedication to 
your company and want to help you succeed. 

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



SARA SCHOENLE IS THE 

NATIONAL AUCTIONEERS 

FOUNDATION ADMINISTRATOR 

The National Auctioneers Foundation 
Celebrates its Capital Campaign success 

at Conference & Show in San Diego. 

his year's 58th International Auctioneers Conference & Show, held in San 

Diego, CA was an incredible event. The NAF capital campaign "Investing 
in Our Future" continued to culminate its active member phase and cele­

brated its success by hosting a special reception for all "Investing in Our Future" 

donors to recognize those who have aided in the development of the Foundation. 

Our goal is to raise funds to (1) Expand research that can assist members in nav­

igating the marketplace to position themselves for success, (2) Provide national pub­

lic relations to promote the benefits of the auction method of marketing, (3) To pre­

serve the rich history and tradition of auctioneering by building a state of the art 
interactive virtual museum that can be used as a marketing tool, (4) To help reno­

vate the NM headquarters. 
Thanks to those 

NM members who 
made donations to 
the NAF, the 
Foundation was able, 

• 
once again, to spon-
sor the opening ses­
sion speaker at 
Conference & Show, 
Dick Ruhe, Ph.D. , a 
business leader and 
successful author. 

Conference & 

Show attendees also 
had the opportunity 
to visit the National 
Auctioneers 
Museum's booth 

where they had the 
privilege to take a 
journey into the past 
by viewing a portion 
of the museum's 
great historical col­
lection on display. 

National Auctioneers Foundation Administrator, Sara 
Schoenle in the NAF booth. 
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Children's Auction is always the high­
light of the whole conference. The kids 
who participated in the auction were 
absolutely terrific. They had an oppor­
tunity to auction off items that were 
donated, to be a bid assistant or be a 
ring person. There is no .doubt many of 
these kids will be our Auctioneers of the 
future. 

Because of the many participants and 
the help from the current and past IAC 
champions, the Children's auction was 
a huge success. The auction brought in 
a gross total of $1,690. Thanks also to 
Yoder & Frey and some of the past IAC 
champions for sponsoring refreshments 
for this event. Thanks also to Robert 
and Melissa Storment for providing 
auction items for this event. 

IAC Women's Champion, Denise Shearin, 
CES, with participant, Shelly Holland at 
the NAF Children's Auction. 

IAC Men's Champion, Bryan Knox, 
with participant Matt Huisman at the 
NAF Children's Auction. 

I would also like to thank the NAP Board of Trustees for 
their hard work and enthusiasm. The board members travel at 

their own expense to oversee the business of the Foundation. 
Pictured below are the trustees for the 2007-2008 term. 

Seated, left to right, Chuck 
Bohn, CAI, GPPA; NAF 
Administrator, Sara Schoenle; 
Chris Pracht, CAI, AARE, CES 
and Marty Higgenbotham, CAI. 
Back row, left to right: Kip Toner, 
BAS; Rob Doyle, CAI, CES; Terry 
Dunning, CAI, GPPA; Larry 
Theurer, CAI, GPPA; John 
Roebuck, CAI, AARE; Benny 
Fisher, CAI and Mark Rogers, 
CAI, AARE. Not pictured, J. 
Craig King, CAI, AARE and 
Randy Wells, CAI, AARE, CES, 
GPPA. 

www.auctioneers.org Auctioneer September 2007 

The Foundation hosted a 
reception after the President's 
Gala for the Hall of Fame 
inductees, the NAA Auxiliary 
Hall of Fame inductees and the 
Diamond Gavel recipients. 

The Foundation extends its sin­
cere appreciation to J.L. Todd 
Auction Company for sponsor­
ing this well attended event. 
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to Auctioneers 
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KRBACHMAN@ 

BEERSMALLERS.COM 
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Advice in this column 
Kurt R. Bachman and Beers 
Mallers Backs & Salin, LLP 
appreciate the opportunity 
to review and answer legal 
questions that will be of 
interest to Auctioneers. The 
answers to the questions 
are designed to provide 
information of general 
interest to the public and is 
not intended to offer legal 
advice about specific situa­
tions or problems. Kurt R. 
Bachman and Beers 
Mallers Backs & Salin, LLP 
do not intend to create an 
attorney-client relationship 
by offering this informa­
tion, and anyone's review 
of the information should 
not be deemed to create 
such a relationship. You 
should consult a lawyer if 
you have a legal matter 
requiring attention. 

Kurt R. Bachman and 
Beers Mallers Backs & 
Salin, LLP also advise that 
any information you send to 
Auctioneer shall not be 
deemed secure or confiden­
tial. Please visit one of our 
offices to ensure confiden­
tiality. 

Auctioneers' duty to report sales to the state 
Missouri has a new law that requires individuals and business to report sales of vehi­

cles to the state capitol, Jefferson City, within 30 days. Do Auctioneers have any respon­
sibility to report sales for clients? 

John M. Campbell 
Higginsville, MO 

Answer: The duties of Auctioneers to their clients are generally defined in the contract 
between the seller and the Auctioneer. In addition to the contractual duties, Auctioneers 
also have a fiduciary duty as the agent of their clients, which requires Auctioneers to be 
absolutely loyal and to properly advise their clients. In some instances, state and federal 
law may impose further legal duties upon Auctioneers. The specific state statute in the 
question appears to require the seller to provide the Missouri Department of Revenue 
with a signed and completed Notice of Sale or Bill of Sale within 30 after the sale of a 
vehicle. 

If the Auctioneer agrees to notify the Department of the sale of a seller's automobile, 
then the Auctioneer is contractually required to notify the Department on behalf of the 
seller. The forms, however, require the seller to make certain acknowledgements con­
cerning the vehicle and sign the forms under penalties of perjury. Unless the Auctioneer 
is provided with signed forms at the time of consigning the vehicle, the Auctioneer may 
not have the ability to deliver signed forms to the Department. Not being able to deliv­
er signed forms to the Department may create a problem for the Auctioneer and the sell­
er. Rather than accepting the responsibility to provide notice on behalf of clients, 
Auctioneers may simply advise their clients of the procedures and timelines required by 
the Department. In order to effective advise clients, Auctioneers will want to familiar­
ize themselves with the Department's forms, deadlines and mailing address. 

If an Auctioneer decides to simply advise his or her clients of the obligation to report, 
he or she should explain the procedures and timelines required by the Department when 
selling vehicles for clients. In addition, the auction contract should be amended to show 
that the seller is obligated to report the sale of the vehicle. The auction contract could 
require the seller to represent and warrant that he or she is aware of the requirement and 
will file the report. Additional provisions requiring the seller to indemnify and hold the 
Auctioneer harmless for any damages, costs and expenses incurred, as a result of the fail­
ure to report the sale, should also be considered. 

Are they considered independent contractors? 
I'm a licensed real estate broker and also a licensed Auctioneer. I have three licensed 

real estate sales agents that hold their licenses under my brokerage. They each also hold 
associate Auctioneer licenses under my license, mostly for the credibility of being a 
licensed Auctioneer that helps distinguish them from other Realtors. Are these three peo­
ple still independent contractors or did they cross the line and might now be considered 
employees? They only sell real estate by auction and are compensated on a commission 
basis (similar to conventional real estate agents). I don't withhold taxes. They've signed 
independent contractor agreements with me. 

Auctioneer September 2007 

Linda Mardi 
Austin, TX 
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Answer: Whether the real estate agents would be considered 

independent contractors or employees is difficult to deter­

mine based on the contracts and licensing arrangements 

described. Whether an individual is considered an employee 

or an independent contractor, as a matter of law, is based on 

the facts and circumstances surrounding the working relation­

ship between the parties. 
An independent contractor is generally a person who has 

been engaged to complete certain work, actually performs and 
controls such work, uses their tools, materials and methods 

without significant oversight by the person engaging them to 
perform the work. Instead, an employee is managed and con­

trolled by the employer and uses the employer's tools to per­

form their work. The fact that agents have registered their real 

estate licenses under a certain broker's license and also regis­

tered their associate Auctioneer licenses under the same indi­
vidual's Auctioneer license is a factor that would be consid­

ered, but does not conclusively establish an employer-employ­

ee or principal-independent contractor relationship. 

Although parties may enter into independent contractor 

agreements, such agreements describe the parties' expectations 
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and obligations. These agreements will be considered, but are 

not binding on the courts. Most courts in the United States 

and the Internal Revenue Service will evaluate and examine 

the factual relationship between the parties. In fact, the IRS 

has developed a multi-factor test to determine whether or not 

individuals are employees or independent contractors. 

The emphasis of the question appears to be on the potential tax 
liability should these individuals be determined to be employees 

instead of independent contractors. The IRS has created a multi­

factor analytical framework in order to determine whether a 

worker is an employee or an independent contractor. 

First, the IRS inquires about the behavioral control of the 

worker. The behavioral aspects address issues such as the type of 

instruction given to the worker, whether the worker uses their 
own tools and materials. Second, the IRS inquires about the 

financial control of the worker. With respect to financial con­

trol, the IRS examines whether the worker was reimbursed for 

business expenses and the extent of the workers investment. 

In addition, the financial control also examines the extent the 

worker's service are available in the market place and the type of 

payment the worker receives, such as hourly wage or payment 

continued on 78 
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any of you got a chance to meet with our NAA 

Insurance Plus partners at NAA's annual 

Conference and Show in San Diego, CA in July. 

While numerous members are currently working 

with NAA Insurance Plus, in partnership with Benefit Design 

Group, for either their individual or company insurance 

needs, some of you may not have had the chance to check into 

this new and exciting program. 
At Conference and Show, NAA Insurance Plus representa­

tives spoke with hundreds of NAA members about what they 

were looking for to best suit their insurance needs. Health 

insurance was the number one concern! Most companies or 

individual Auctioneers either were not carrying coverage or 

were unhappy with their current coverage. NAA Insurance 

Plus has already worked with many of the NAA members 

across the country to assist them with this health insurance 

need. 
If you currently have insurance, chances are that you have 

not evaluated your coverage in a while. Let NAA Insurance 

Plus do this for you! Our partner, Benefit Design Group, is 

not tied to any insurance carrier, and thus can find the best 

deal for you. 
After gathering some information from you, they will work 

hard to find multiple plan types and carriers that fit your 

needs. Once the information is collected, they will review all 

of them with you so that you have the best plan suited for 

your particular needs. The NAA headquarters staff recently 

went through this process for its group health coverage. The 

staff found the process to be very helpful. We were shown new 

plan options that we had never seen and ended up saving 

money with the help of Benefit Design Group. We encourage 

all of you to try them. 
At Conference and Show, many members were also asking 

about other types of coverage such as life insurance, disability 

insurance and long-term care insurance. While you may have 

life insurance on your own, chances are that you have not 

taken advantage of the recent decline in rates. Most policies 

can be improved now. NAA Insurance Plus is able to fit any 

Auctioneer's insurance needs. 

Also, in the upcoming months, NAA Insurance Plus is excit­

ed that it will introduce a discounted bonds (for required 

states) and E + 0 (Errors and Omissions) and General 

Liability Program. This program will offer members discounts 

of up to 25 percent on these highly important coverages. 

No insurance question is too big or too small. Please feel free 

to call NAA Insurance Plus in partnership with Benefit 

Design Group at (913) 754-7800, with any insurance ques­

tions. Start the process of finding improved insurance cover­

age for you, your family and your auction company. 
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NAA leaders are studying how to create a new policy to 
enforce the association's Code of Ethics. 

Currently, when NAA gets complaints from the public or 
others about possible misconduct by an NAA member, there 
is no workable procedure in place to investigate and take 
action such as suspension or revocation of membership. NAA 
now refers complainants to their state boards of Auctioneer 
licensing or their county district attorney's office, which have 
staff and legal authority to investigate and prosecute business 
complaints. 

However, NAA officials are now considering appropriate 
actions the association can take. 

"One thing we are examining is an automatic policy in 
which, if there has been an action by a licensing state, or a 
conviction in a non-licensing state, then NAA could take 
automatic action such as a suspension or revocation of mem­
bership," said H. John Kramer, CAI, AARE, chairman of the 
new NAA Ethics Task Force committee. 

Kramer said NAA would also create a policy for handling 
smaller grievances that have not been addressed by those out­
side agencies. 

"Another issue, which we had a consensus on among the 
task force members, is that NAA will enforce auction activity 
only, and will not address issues of poor character or morali-

ty," Kramer said. 
When associations venture outside business enforcement 

issues, it may open the association wide to legal liabilities and 
litigation. 

"We do not want to put NAA in a position to be bankrupt­
ed by someone who wants to fight a Code of Ethics enforce­
ment action," he said. 

During coming months, the task force will examine the 
Code of Ethics for any possible changes, and will develop a 
"position paper" detailing NAA's official stance on the 
enforcement issue. 

"This. will be an ongoing process," Kramer said. 
The issue of grievance enforcement arose recently because 

some members and NAA leaders have encouraged stronger 
enforcement of ethical issues. NAA has issued position papers 
on the proper conduct of absolute auctions, and the need for 
state regulation of businesses selling property by Internet auc-

• t1ons. 
NAA's Code of Ethics lists the associations' expectations of 

member behavior toward clients, fellow Auctioneers and the 
public. By joining NAA, members agree to follow these guide­
lines and represent the industry with dignity and profession­
alism. An example is the first code requirement: "Members 
pledge to protect and promote the interest of the client." 

NAA President Tommy Williams, 
CAI said "If we have a Code of Ethics 
and Standards of Practice without 
proper enforcement, it truly is a paper 
tiger. We need to demand that all our 
members adhere to the Code of Ethics. 
All the committee members on this 
Code of Ethics task force are headed 
that direction, and it will take time as 
we phase this in slowly, but we will 
make it very clear to everyone that we 
require members to live up to our Code 
of Ethics." 

· t Ad Placement! Web Ad Placement! The task force does not currently see 
any need to change the Code of Ethics, 
which is considered quite comprehen­
sive, Kramer said. 

Newspapers, Magazines, 
Brochures & More ... 

Ask about your special 
. NAA Member rates! 

Search Engines, Emails, 
unique vendors & More ... 

All customized to 
target your Market! 

The Marketing Choice for Premier Real Estate Auction Firms 
Complete Project Management- We Save You Time! 

800-510-LINK (5465) • info@satelliteprolink.com 

The Task Force committee includes 
Stephen D. Lewis, former NAA treasur­
er; Robert Hamilton, Executive 
Director of the North Carolina 
Auctioneer Licensing Board; Steve 
Proffitt, attorney; William Z. Fox, CAI, 
former chairman of NAA ·Education 
Institute; and Tom Saturley, CAI. 

Story by editor Steve Baska. 
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CODE OF ETHICS National Auctioneers Association 
RESPONSIBILITIES TO CLIENTS AND CUSTOMERS 

Article I Members pledge to protect and promote the interests of the client. This obligation of absolute fidelity to the client's interests is primary but does not relieve members of their obligation 

to treat all parties to the transaction fairly. 

Article 2 Members must, in conducting an auction, deal with customers in a manner exhibiting the highest standards of professionalism and respect. Members owe the customer the duties of hon-

esty, integrity and fair dealing at all times. 

Article 3 Members should, co assure better service to the seller and to prevent misunderstandings, enter into written agreements or, at a minimum, clear oral agreements that set forth the specific 

terms and conditions of the engagement. 
Article 4 Members shall not accept compensation from any parry, other than the client, even if permitted by law, without the full knowledge of all the parties to the transaction. 

Article 5 Members shall provide the highest level of competent service in those fields in which members are customarily engaged. This competency is attained by education, training, study, prac-

tice and experience. Competence also includes the wisdom to recognize the limitations of that knowledge and when to seek the counsel, assistance or client referral appropriate for the circumstances. 

Article 6 Members shall not undertake to provide professional services where either they members of their immediate family members of their firm, or any entity in which they have an ownership 

interest has presently or contemplates an interest, without fust specifically disclosing such interest or contemplated interest. 

Article 7 Members shall not make a profit on expenditures made for their client without the client's prior knowledge and consent. 

Article 8 Members shall not engage in activities chat constitute the unauthorized practice of law and shall recommend that legal 

counsel be obtained when che interest of any parry to the transaction would be appropriately served. 

Article 9 Members shall keep monies coming into their possession in trust for other persons such as escrows, trust funds, client's monies and other similar items in a separate special account, in an 

appropriate financial institution. 
Article 10 Members shall not disclose any confidential client information without the client's specific consent except as required by appropriate legal authorities. 

RESPONSIBILITIES TO T HE PUBLIC 

Article 11 Members shall avoid misrepresentation or concealment of pertinent faces. There is an affirmative obligation to disclose adverse factors of which they have personal knowledge. 

Article 12 Members must be careful at all times co present a true picture in their advertising and representations to che public. Members shall ensure that all advertising includes the names and infor-

mation necessary for the public to contact the auctioneer or firm responsible for conducting the auction. 

Article 13 Members must participate in continuing education programs and should keep informed on all matters affecting the auction industry and their areas of specialization. 

Article 14 Members are duty bound at al l times to abide by the laws and regulations which govern che profession as well as chose which, if violated, would negatively affect their ability to present co 

the public an image of behavior that appropriately represents the professionalism of our industry. 

RESPONSIBILITIES TO T HE PROFESSION 

Article 15 Members should never publicly criticize a competitor using false or deceptive information. Where an opinion of a competitor's transaction is especially requested, it should be rendered in 

conformity with strict professional courtesy and dignity. 

Article 16 Members should willingly share with ocher members the lessons learned through experience and study to better che profession, members' business practices and how the profession is per­

ceived by society. Members shall be loyal to the NM; this includes active participation in educational, civic and charitable endeavors. 

Article 17 Members should conduct their business affairs so as to avoid disputes with ocher members. In an instance where a controversy between members arises, they should seek the assistance of 

the NM to arbitrate the controversy. 
Article 18 Members, having personal knowledge of an ace by another member that, in their opinion, is a material violation of the ethical principles of this Code shall treat the matter in accordance 

with the procedures of filing a grievance. 

Article 19 Members charged with unethical practice or who are asked to present evidence in any disciplinary proceeding or investiga•tion shall promptly and voluntarily place all pertinent facts and 

information before the appropriate body. 

CONGRATULATIONS 
Texas Auction Academy Graduates 

ANGIE MEIER 
2007 INTERNATIONAL 

RINGMAN CHAMPION 

DENISE 
SHEARIN, CES 
2007 INTERNATIONAL 

AUCTIONEER C HAMPION 

Texas • 
uct1on 

----........;.:AcademY. 
~ .. 

In Association with United Country Auction Services 

2645 LBJ FREEWAY • DALLAS, TEXAS • 75234 • P. 972-387-4200 
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Finally, secrets revealed. 

Would you like to know who the top two 
real estate auction companies in the 

country work for? Would you like to know 
how they sell over 1,000 properties each 

MONTH? 

The answer is Banks. 

Right now, we can show you 3,397 Banks 
holding $6,005, 784,000.00 in Other Real 

Estate Owned (REO). 

What are you waiting for? Visit 

www.hotwiredata.com 
and select your state to start selling 

bank owned property today. 
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A success ul show 
Nearly 1,400 Auctioneers from throughout the U.S., Canada, South Africa, New Zealand and Ireland made NMs 58th 

International Auctioneers Conference and Show a success. 
The conference, held in San Diego, CA offered more than 50 educational seminars, roundtable discussions, contests, 

marketing awards presentations, designation classes, a Town Hall-style meeting to discuss NM issues, a trade show and 
many more events. 

The International Auctioneer Championship (IAC) included 92 
Auctioneers competing for the men's and women's IAC titles through a 
series of interviews and a bid-calling contest. The male and female winners 
each took home $10,000 in prize money, a championship trophy and a 

• • signature ring. 
New contests included the International Ringman Championship and 

the International Junior Auctioneer Championship. At an awards lunch­
eon, honorees included winners in NMs 2007 Marketing Competition, 
and Gavel Award recipients. 

The President's Gala included a "passing of the gavel" ceremony for the 
new NM president and the new NM Auxiliary president. Also, the 2007 
Hall of Fame honorees were inducted. 

Keynote speaker of the opening session, business consultant Dick Ruhe, 
Ph.D. talked about the importance for 
Auctioneers and all business persons to adapt to 
change in their markets. His speech was spon­
sored by the National Auctioneers Foundation. 
Also speaking at the opening session was presi­
dent of the National Association of Realtors, 
Pat Vredevoogd Combs, who said the opportu­
nities for cooperation now between Realtors 
and Auctioneers is greater than ever before. 

At the start of the conference, attendees 
enjoyed the Opening Night Event with a buffet 
poolside at the Town and Country Resort. 
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Got and Fishin9 Tournaments 
The 2007 NAA Golf Championship was held at the Riverwalk Golf 

Club in San Diego, host of the PGA tour in the 1950s and 60s. A Deep 

Sea Fishing Excursion was held aboard the "Premier" of the H&M 

Landing fleet in the Pacific Ocean. 

The golf winners included: 
•Top team, with lowest score of 64: Barry Baker, CAI, AA.RE; Kevin P. 
Bunte, CAI; Bob Peterson, and Bob Dann, AA.RE. 
• Second place team, score 66: H. John Kramer, CAI, AA.RE; Jeffrey 

Hines, CAI; Jim Hofius and Shawn Terrel. 

• Third place team, score 69: Mike Jones, CAI, AA.RE, GPPA; R. Stan 

Hodges, Lonnie Troutman, JR; and Jeff Cates, CAI, AA.RE, CES. 

Longest drive winner was Rob Henke. Closest to the pin winner was 

Linda Welsh. 

Fishing tournament winners included: 
Biggest fish catch: Kevin Teets of Fairmont, WV, caught a large Yellowtail. 

Most fish caught: Kathy Coleman, of Alexandria, LA (and son Dylan) 

reeled in eight fish! 

Kevin Teets, 
left, shows 
off his award 
winning 
Yellowtail. 
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Jeff Cates, CAI, 
AARE, CES, of 
North Kansas 
City, MO, 
readies his 
swing on the 
golf course. 

The winning golf team included, from left,; 
Bob Dann, AARE; Bob Peterson, Kevin P. 
Bunte, CAI; and Barry Baker, CAI, AARE. 

The runner up golf team included, from 
left, Jim Hofius, Shawn Terrel, CAI; H. John 
Kramer, CAI, AARE; and Jeffrey Hines. 

Kevin Teets, 
left, and Kathy 
Coleman were 
the winners of 
the 2007 NAA 
Fishing 
Tournament. 
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Lar9est trade shoul in NAA historlJ. 

With 110 booths in which vendors showed their products to Auctioneers, the trade show at Conference 
and Show was the largest in NAA's history. 

The show in a new exhibit hall had wide aisles and drew strong attendance. Lunches were also served 
on the trade show floor for the first time to attendees who wish to eat 
lunch there. Many took advantage and enjoyed the networking in this 
special area. 

Many company representatives found this to be one of the best trade 
shows they ever attended. 

Dan Duffy, Chief Executive Officer of United Country Real Estate, 
said "I have been an exhibitor in a couple dozen trade shows over the 
past few years in the global technology and real estate market space in 
both the U.S. and Europe; and the NAA Conference and Show in San 
Diego for United Country Auction Services was, by far, the most effec­
tive on a personal and professional basis. The show provided an out­
standing environment to connect with our Affiliate Partners and other 
attendees. We are looking forward to the show next year in Nashville." 

Joe Petsick, COO of Proxibid, said "We had a great time at this year's 
Conference and Show. We were able to visit with many of our clients, as 
well as meet with many new NAA members. What we really find excit­

ing about our trip each year to Conference and Show is that we leave with more knowledge that we share 
with our customers throughout the year." 

Tim Kryszak, vice president of sales for Proxibid, said "Conference and Show allows us the opportuni­
ty to showcase our expertise to the industry. This year we were able to share company milestones and tech­
nology improvements with a vast and captive audience. We enjoyed meeting with and sharing our expe­

riences with the industry leaders in attendance at this year's 
show." 

Since 1947 

CTlON 
TRA1GHTt 
AHEAD 
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2007 
IA C contestants 
The men's finalists were: Tim Assiter, 

Floydada, TX; C.D. "Butch" Booker, Colfax, WA; 
Rowlan Hill, Goodyear, AZ; Jerry King, CAI, 
Fletcher, NC; Bryan Knox, Decathur, AL; Monte 
Lowderman, Macomb, IL; Joseph Mast, 
Millersburg, OH; Paul Mccartan, Spring Valley, 
MN; Craig Meier, Ennis, TX; Russ Moravec, David 
City, NE; Kevin O'Callaghan, Lincoln, CA; Troy 
Orr, Ypsilanto, ND; Paul Ramirez, Tucson, AZ; 
Kevin Teets, Fairmont, WV; Mark Younger, 
Maryville, MO. 

The women's finalists were: Camille Booker, 
Eltopia, WA; Anita Espey, Maryville, MO; Kristine 
Fladeboe-Duininck, Spicer, MN; Johan Graham, 
Apple Valley, CA; B.J. Jennings, CAI, York Have, 
PA; Denise Shearin, CES, Brandywine, MD; Terri 
Walker, BAS, CES, Memphis, TN. 

All contestants in alphabetical order: 
Paul Adams, Bandy Assiter, Tim Assiter, Marti 
Barajas, Camille Booker, C.D."Butch" Booker; 
Roy "Jay" Brewer Jr. CAI; Gwen C. Bryant, CAI, 
CES; Jake Cheechov, Wallace "Bruce" Colbert 
Ill, AARE, CES; Terrell Coleman, Ronald Wayne 
Colyer, Lee M. Danhauer, Colleen M. Dehler, 
Mark Drilling, Kristine Fladeboe-Duininck; 
Melanie G. Eifling, Casey Enlow, Anita Espey, 
Nick D. Fowler, Catherine "Casey" Giddings, 
CAI; Johan Graham, Robert Haley, Bryce 
Hansen, CAI; Michael Heitmann, David 
Helmer, GPPA, CES; Marvin A. Henderson, 
Doug Heuker, GPPA; Rowlan Hill, Otis "O.D." 
Holley, CAGA; Matthew Hostetter, CES; 
Sherman Hostetter, CAI, AARE, CES, GPPA; 
Oscar Jaramillo; B.J. Jennings, CAI; Rod 
Johnson, Jerry E. King, CAI; Kathy Kingston, 
CAI, BAS; Bryan Knox, Brian K. Kurdziolek, Tony 
Langdon, Saul Larner, PHO, LLM; Andrew John 
Liakos, Tim Lile, Jay Litchfield, Monte 
Lowderman, Tasabah Malone, CAI, CES; Brent 
A. Markley; Amy Martin, CES, Joel "Joey" 
Martin; Patti Baldini-Martin, CES; Joseph M. 
Mast, Bobby McAdams, Paul MaCartan, Brent 
McCall, Jane Mccready, Megan Mccurdy, 
Angie Meier; Craig D. Meier, Jason L. Miller, 
Matt Moravec, Russ F. Moravec, Marcus 
Morgan, Randy Moyer, CAI; Rick Musik, CAI, 
GPPA; Kevin O'Callaghan, Troy Orr, Paul 
Ramirez, Rusty Rhynalds, CAI; Norman H. 
Ropp, Karen Rose, Kevin T. Sain, Dan Samson, 
Denise Shearin, CES; Amberleigh Scheungrab, 
Mike Schultz, CAI; Darren Shumway, Robert T. 
Slawinksi, Art Smith CES; C. Ivan Stoltzfus, CAI; 
Theresa E. Taylor, CAI; Kevin Teets, Richard 
Shawn Terrel, CAI, AARE; Sherry Truhlar, GPPA, 
Donna Tuttle, Jolene Jokela-Veo, Paul Yoder, 
Wayne Yoder, Jr, Mark Younger, Terri Walker, 
BAS, CES; Tom Weitbrecht, Phillip D. Wesel, 
David Whitley, CAI, CES; Wallace "Woody" 
Woodruff. 
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International Auctioneer Championship 
From among 92 Auctioneers, these two were judged the 

best in the world on their bid-calling and interview skills. 

Winning the men's division IAC title was Bryan Knox, 

of Decathur, AL, while Denise Shearin, CES, of 

Brandywine, MD took the women's division IAC title. The 

two Auctioneers were crowned international bid-calling 

champions at the 2007 International Auctioneer 

Championship (IAC) in San Diego, CA. 

"I am blessed to be part of this industry with such friend­

ly and open people," Shearin said. 

Knox said he, too, was blessed, an appropriate comment 

from a man who is also a Christian pastor of the 

Cornerstone Church in Mt. Olive, AL. 

"I view myself as a full-time Auctioneer and a full-time 

pastor," he said. "For example, I sometimes visit a church 

member in the hospital and then stop nearby at the bank 

to talk with someone about an auction. I blend both 

" careers. 
Knox began his auction career in 1998 doing auto auc­

tions. In 1999 he began to pursue a career in real estate 

auctions that has proven rewarding. He was the 2001 

Alabama Bid Calling Champion. Knox said a key t~ his 

win in the IAC this year was to relax and treat it like a 

regular auction, focusing on clarity and good perform­

ance. He also regularly reads NM publications to stay 

informed on industry and association issues, which 

helped him in the interview question section of the con­

test, he said. 

Denise Shearin began her career as an Auctioneer after 

graduating from the Texas Auction Academy in March, 

2006. She auctions real estate throughout Maryland 

where she lives with her fiancee and their two-year-old 

daughter. Denise was finalist in the 2006 IAC and placed 

second in the 2006 Maryland bid calling championship. 

Shearin became interested in auctions after doing resi­

dential real estate investing on her own. She has worked 

as a contract auctioneer and is now building her own 

company, Tapesin Realty & Auction Solutions, LLC. She 

was drawn to auctions by the chant and excellent oppor­

tunities that the auction method presents to sellers, she 

said. 
To prepare for the IAC contest, Shearin said she kept 

informed on NM initiatives and news, and she 

focused on using the same clear and smooth chant 

she uses in everyday auctions. 

She also looks forward to speaking to state 

Auctioneer associations across the country during 

coming months. 

"I'm going to speak about three topics: negotiat­

ing with sellers in real estate auctions, and about 

how to act despite fear in business and in life, and 

how databases are used, since I have a technology 

background also," she said. 

Shearin and Knox each won $10,000 in cash, a 

championship trophy and ring. They will spend the 

coming year serving as ambassadors for the auction 

industry. 

Contestants were judged on the clarity, speed and 

rhythm of their chant, plus their appearance, poise, 

body language and eye contact with the crowd. 

After a day-long preliminary competition, the field 

of 92 was narrowed to seven women and 15 men 

finalists who once again showcased their bid-calling 

skills and underwent an interview process. 

The prestigious competition has been a highlight 

event of the International Auctioneers Association's 

Conference and Show for the past 20 years. The first 

IAC champion was Paul C. Behr, CAI, of Denver, 

CO in 1988. The IAC Women's Division began in 

1994 and was won by Marcy Goldring-Denburn, 

CAI, of Farmington, IL. 



International unior 
Auctioneer Championship 
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The first International Junior Auctioneer Championship was won by Trev Moravec, 19, of 
David City, NE. 

The IJAC was established by the NAA Board of Directors to provide a competitive setting 
for youth between 12 and 21. 

Moravec received a $1,000 cash prize, championship trophy, and complimentary registration 
into the adult division of the International Auctioneer Championship. Trev is an Auctioneer 
with the family business Moravec Auction Co. LLC. in David City. He also won the 2008 
Nebraska Auctioneers Association Bid Calling contest at the Adams County Fair in Hastings, 
NE. He was one of 35 contestants from Nebraska, Kansas and Iowa and was the youngest 
champion at 19 years old. 

Moravec is currently working two auto auctions each week: on Wednesdays as an Auctioneer 
in Lincoln, NE and Thursdays as a ringman in Omaha. He is also working in his family-owned 
auction business with his father and two brothers doing many types of sales. "I do auctioneer­
ing, clerking, everything," he said. 

Moravec graduated from World Wide College of Auctioneering three years ago. He wants to 
continue with the family business and gain experience. He says the new IJAC contest was a 
great idea to give youth 12 to 21 stage experience. 

"Working the Lincoln auto auction helped prepare me for the contest," he said. "I love doing 
the chant. The (IJAC) contest was good, and the competition was pretty tough. I hope more 
kids get in to it in coming years." 

First runner-up was Jonathan Kraft, 20, of Hobart, IN received a $500 cash prize. Second 
runner-up, Dustin Rogers, 21, of Mount Airy, NC 
received a cash prize of $250. All participants received a 
medallion and most importantly, an invaluable experi­
ence competing against other elite junior level 
Auctioneers. 
The competitors sold two items to the audience in each 

competition and were judged on their presentation, 
chant, voice quality, and body language. 

IJAC chairman Scott Musser, BAS said "The level of 
talent among these junior competitors was extremely 

high and we should be very proud of them." 
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International Rin9man Championship 
Sixteen talented contestants made NAA's first International Ringman Championship a 

highlight of the conference. 

NM officials decided to create the contest to recognize the important role ringmen play 

in the success of auctions. 
Five judges evaluated the contestants with the following cri­

teria: Crowd interaction - 20 point; performance - 20 points; 

relaying bids and communication with the Auctioneer - 25 

points; communication and interaction with other ringmen -

20 points; appearance and presence - 15 points, for a total of 

100 points. Judges were Keith Babb, Jack Lowderman, Patti 

Baldini Martin, Jim Pennington and Brian Rigby. 
This year's competition included auctioneer/" ringman" 

teams consisting of husbands and wives, fathers and sons, and 

competing siblings. 
Winner Angie Meier of Ennis, TX is a fourth generation 

Auctioneer and specializes in auto auctions. 

"Having grown up in the auto auction business, I have seen firsthand what it takes to run 

a successful auto auction company. I have been very fortunate to have seen how an Auctioneer 

conducts oneself, the auction ring, as well as the fiduciary responsiblities," she said. 

She operates Meier Auctioneers with her husband Craig. Angie and Craig met at the 2000 

International Auctioneers Conference and Show in Norfolk, VA. Angie and Craig were the 

recent winners of the World Automobile Auction Team. Craig was Angie's Auctioneer dur­

ing the IRC competition. 
The first runner-up in this year's competition was Delvin Heldermon of Sulphur, OK. 

DeRon Heldermon of Guthrie, OK was the second runner-up. Additional finalists in the 

IRC competition included: Bandy Assiter of Weatherford, TX and Santo "Sam" Grasso of 

Baltimore, MD. 
A key promoter of the event was Brian Rigby, founder and chairman of the Professional 

Ringman Institute, who said the level of talent exhibited by the ringman was very high . 



NAA Hallo Fame Inductees 

2007 Hall of Fame inductees were, from left, Larry 
Theurer, Cookie Lockhart and Spanky Assiter. 

Three leaders in the auction industry were 
honored with induction into the 2007 NM 
Hall of Fame in a ceremony during the 
President's Gala. 

Larry Theurer, Spanky Assiter and Cookie 
Lockhart were honored at the Saturday 
evening event at the Town and Country 
Resort & Convention Center. 

Tom "Spanky" Assiter, CAI - Fulfilling a 
childhood dream, Spanky Assiter not only 
became an Auctioneer, but a legend in the 
industry. Since founding the Amarillo, TX­
based Assiter & Assiter in 1983, Spanky has 
become one of the most sought after 
Auctioneers in the world. While his forte 
may be viewed as automobile auctions with 
12 years of sales at the Barret Jackson Classic 
Car Auction and extensive work with major 
automobile manufacturers, his selling expe­

rience also includes livestock, antiques and real estate. Committed to the future of the auction industry, 
Spanky has been a role model and mentor to his fellow Aauctioneers as an instructor at the World Wide 
College of Auctioneering, a member of the NM's Board of Directors, and Past-President and officer of 
the Texas Auctioneers Association. He won the International Auctioneers Championship in 1991. 

Cookie Lockhart, CAI, CES, GPPA, MRE - Known as the "The Nation's Leading Lady Auctioneer," 
Cookie is a pioneer of the auction industry. After completing auction school in 1963, the only woman out 
of a class of 126 men, Cookie joined her family's auction business, Lockhart Auction and Realty, which 
was established by her father, Si Lockhart, in 1932. Since becoming an auctioneer Cookie has handled 
thousands of auctions across the country. In recent years, Cookie has turned to real estate auctions as her 
specialty and has auction businesses in her hometown of Steamboat Springs, CO and Charleston, SC. 
Cookie can always be spotted wearing stylish Western attire, a cowboy hat, and her trademark glasses. 
Cookie has been a long-time advocate of the NM and is a former member of the Board of Directors. 

Larry Theurer, CAI, GPPA - An innovative leader, Larry helped lead the NM through its growth in 
2002 from 6,300 members to 7,000 members. As President of the NM, Larry helped create new incen­
tives and benefits for members including the expansion of the association's educational programs. Upon 
graduating from Reisch World Wide College of Auctioneering in 1976, Larry established Theurer 
Auction/Realty in Wellington, KS. Theurer became involved with the NM in 1978 and previous desig­
nations and leadership positions held within the industry include Past President of the Kansas Auctioneers 
Association and the Kansas Auctioneers Association's Hall of Fame. His family business conducts a wide 
range of auctions including: commercial and farm equipment, farm land, antiques and collectibles, restau­
rant equipment, office furnishings, and trucks and trailers. He is licensed in Kansas and Oklahoma as a 
real estate broker and a real estate property appraiser in Kansas. 

Each year NM accepts nominations for its Hall of Fame recognition. Criteria for the recognition 
include: Contributions made to the auction profession, involvement with the NM, involvement in state 
Auctioneers associations, and community involvement/ activities. 

The NM began this revered program in 1961 to bring visibility and pay tribute to longstanding mem­
bers who have made significant contributions to the auction industry. To date, more than 100 members 
have been inducted into the Hall of Fame. 
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President's Award o Distinction 
NAA honored four individuals of great importance to the auction industry with the 2007 

President's Award of Distinction during Conference and Show. 
This year's recipients were Joe R. Wilson, Jane Campbell-Chambliss, Robert A. Hamilton, 

and Pat Vredevoogd Combs. The President's Award of Distinction was created by the NAA's 
Board of Directors in 2002 and honors business leaders whose conduct has distinguished the 
profession and the association in the past two years. 

Wilson 

Campbell­
Chambliss 

Hamilton 

Vredevoogd 
Combs 

Joe R. Wilson, CAI - As chairman of the "Investing in Our Future" 
initiative, Joe has led the National Auctioneers Foundation in raising 
over $3 million to strengthen the association and the industry's future. 
A Past President of NAA, Joe is the president of Wilson Auctioneers in 
Hot Springs, AR. As President, Joe helped the organization grow by 10 
percent and expanded member benefits including health insurance and 
expanding the organization's auction calendar. Wilson is the Past 
President of the Arkansas Auctioneers Association, Past President of the 
National Auctioneers License Law Officials Association (NALLOA), 
and Past Chairman of the Arkansas Auctioneers Licensing Commission. 

Jane Campbell-Chambliss, CAI, AARE, CES, GPPA-M - A second 
generation Auctioneer, Jane is past chair of the NAA's Education 
Institute. As a representative to the Appraisal Foundation's advisory 
committee, Jane has provided input from the Auctioneer/appraiser per­
spective to one of the most prestigious appraisal organizations in the 
world as more and more auctioneers turn to becoming professional 
appraisers. A member of the NAA and the Auctioneers Association of 
Maryland, Inc., she has served in all elected posts including President. 
A partner in the firm Robert H. Campbell & Associates, LLC, this fam­
ily owned auction and appraisal business has been in operation since 
1946 and has offices in Annapolis and Chestertown, MD. 

Robert (Bob) Hamilton - As the Executive Director of the North 
Carolina Auctioneer Licensing Board, Bob has been a tremendous part­
ner to the NAA. In addition to his work administering and enforcing 
the state of North Carolina's auction laws, Bob was a key leader in the 
development of the Uniform License Law which establishes standard 
regulations for the industry. Bob is currently the President of the 
National Auctioneers License Law Officials Association (NALLOA). 

Pat Vredevoogd Combs, ABR, CRS, GRI, PMN - As the President 
of National Association of REALTORS, Pat leads America's largest pro­
fessional association with over 1.3 million members. Pat is the Vice 
President of Coldwell Bankers-AJS-Schmidt, the second largest real 
estate company in Michigan. Previous leadership positions include Past 
President of the Michigan Association of REALTORS®, President of 
the Women's Council of REALTORS®; and Chairman of the 
Michigan Real Estate Commission. Thanks in part to Pat's leadership, 
NAR and the NAA have developed a strong and positive relationship 
throughout her term as President. 
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Honored tJroups 
NAA owes its success to groups such as its past 

presidents, Hall of Fame members and women 
Auctioneers, pictured here. 

i'. 



Hosts o the Con erence 
The California State Auctioneers Association hosted the conference in San 

Diego, CA and was led by president Denise Rinaldi, CAI, of Lodi, CA. She 

was chair of the Conference and Show host committee. Many CSAA members 
worked varied events throughout the conference. 

The California State Auctioneers Association is an organization of 

Auctioneers established to promote professionalism, growth, and competency 

in the auction profession and to provide vision and leadership in our rapidly 

changing industry. 
CSAJ\s mission is to promote the advancement of the auction method of 

marketing through education, networking, community involvement and 

IClUST1'IAL I OOl 1 l!ft CW. 
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advocacy. Its vision statement is "To devel­

op a dynamic network of professional auc­
tion industry leaders who actively support 
the auction method of marketing." For 
more information visit www.CSAA.org. 

NAA Marketin9 Contest Winners 
The innovative marketing efforts of Auctioneers throughout the U.S. and other countries were recognized in cere­

monies during the 2007 conference. 
Grand Champion winner Randy Kincaid, CAI, GPPA, was among the many who accepted their awards at a lunch­

eon in their honor. 
The annual competition draws more than 900 entries in more than 80 cat­

egories with three divisions: photography, advertising/ public relations, and 

Auction of the Year. The categories focused on promotional pieces including 

newspaper and magazine advertising, member web site, television commer­

cial, auction appraisals, business newsletter, news releases and more. 



New o icers and directors 
President Thomas 
L. Williams, CAI, of 

Tulsa, OK, has been 
one of America's 
leading Angus cat­

tle Auctioneers for 
over 35 years. His 
company, Williams 
& Williams, now 
conducts real 

estate auctions throughout the nation and 
represents several of the nation's largest 

real estate investment and development 

companies. He is a graduate of Penn State 

University and Reppert's Auction School. 

He is a life member of his Masonic Lodge, 

Paul Harris Rotarian and life member 

American Angus Association. He served 

three terms on the National Auctioneers 

Foundation Board of Trustees. Tommy and 

his wife Trudy have three children and six 

grandchildren. 

President-elect 
Randy A. Wells, 
CAI, AARE, BAS, 
GPPA, CES, of Post 
Falls, ID is co-owner 
of MR Auction, 
Executive Vice 

President and 
owner of Tranzon 
Northwest and a 

licensed Realtor with Exit Realty Coeur 

d'Alene. He has conducted well over 1600 

auctions since 1985 including: estate, busi­

ness liquidation, automobile, benefit and 

real estate auctions. His firm Realty Auction 

Services has specialized in real estate auc­

tions since 1998 and in 2003 his company 

merged with Tranzon, a national auction 

firm that specializes in the sale of real 

estate. Randy and his wife Annette were 

awarded business of the year by the Post 

Falls Area Chamber of Commerce in 1999. 

He teaches several auction courses for NAA. 

He and Annette have two children. 

Vice-President 
Scott Musser, BAS, 
of Kennewick, WA 

is Managing 
Partner and 

Technology Officer 
for Musser Bros. 
Auctioneers. 
Musser Bros. main­

tains offices in 4 
northwestern states and conducts approx­

imately 60 agricultural and commercial 

auctions per year. Musser and his wife 

Teresa also conduct 20+ benefit auctions 

with their firm, CharityChant.com. Scott 

also provides auction services to Euro 

Auctions Ltd in Europe, conducting 10 auc­

tions per year in North Ireland, Germany 

and England. Scott is the past president of 

the Washington Auctioneers Association. 
He was named the 2001 International 

Auctioneer Champion and the 2002 World 

All Around Champion Auctioneer. Scott 

and his wife, Teresa, have four children. He 

is an active pilot and loves checking out 

the latest in technology. 

Treasurer B. Mark 
Rogers, CAI, AARE 
of Mt. Airy, NC is an 
Auctioneer-broker 
with Rogers Realty 
& Auction Co., Inc. a 
family business 
established in 
1964. Mark's spe­
cialty is real estate 
auctions. He is a former NAA Director and 

serves on the NAA Long Range Planning, 

Finance and Executive Committees. He has 

also served on the Technology, Election, 

Membership and Auction Extravaganza 

committees. He is a past president of the 

Auctioneers Association of North Carolina 

and is in its Hall of Fame. He is also a 

Realtor, works with Habitat for Humanity 

and a private foundation. Mark and his 

wife Deidre have a son, Dustin, and a 

daughter, Deyton. 

Director Paul C. 
Behr, CAI of 

Foxfield, CO is an 
auto auction spe­
cialist and owns 
World Wide 

College of 
Auctioneering. He 
also conducts char­
ity auctions, real 
estate, livestock and collector car auctions. 

He is active in the Colorado and Minnesota 

Auctioneer associations. Paul is also a 

Vietnam combat veteran and has a son, 

Matthew. 

Director William L. 
Head, CAI, AARE, 
BAS, CES of Flora, 

MS conducts auc­
tions of real estate, 

business liquida­
tions and estate 

sales. He is past 

president of the Mississippi Auctioneers 

Association and conducts over 50 auctions 
per year. He is on the board of directors of 

the Make A Wish Foundation and is a 

Mason and Shriner. He has two children: 

William and Zachary. 

Di rector Monte W. 
Lowderman, of 
Macomb, IL began 
working in auctions 
regularly in 1981. He 
conducts auctions 
of real estate, pure­
bred cattle, and runs 
the family-owned 
all-purpose auction 
business. He is an Auctioneer and commit­

tee member for community events and 

benefits, including the WIU Purple and Gold 

Gala and the Miss Macomb Pageant. He 

and his wife Carrie, have a son Rhett. 

Director Jay D. 
Nitz, CAI of 
Fremont, NE spe­
cializes in auctions 
of rea I estate, 
trucks, trailers, con­
struction equip­

ment and business 
liquidations. He 
graduated from 
Missouri Auction School in 1982. He also 

conducts fundraising auctions and is a 

member of the St. Matthews Lutheran 

Church. He conducts 70 to 80 auctions per 

year. Jay and his wife Vicki have two chil­

dren: Courtney and Justin. 

Ex Officio director 
Renee Jones, CAI, 
BAS, CES of 
Gainesville, TX is 
president of 
National Property 

Solutions, Inc. 
Renee is an 
International and 

State Champion 
Auctioneer. She is currently chairman of 

NAA's Education Institute. As a current 

member and past director of the National 

and Texas Auctioneers Associations, Renee 

promotes the Auction Method of 

Marketing to a broad number of industries 

and persons involved in asset manage­

ment and disposal. Renee has managed 

and called some of the largest auctions in 

the world, working on auction projects like 

Enron, Fleming Foods and C-Corp. 



Education Seminars 
and Desi9nation Classes 
A broad range of seminar topics were taught at the 2007 

Conference and Show, including technology, real estate auc­

tions, antiques and collectibles, and auction methods in 

South Africa. 
A new seminar on professional ringman skills was taught by 

Brian Rigby, founder of the Professional Ringman Institute. 

This three-day training provided skills to become an effective 

ringman, including how to work with buyers, use of hand sig­

nals, and how to communicate with the Auctioneer. 

To order a digital download or CD of seminars, join NAA's 

Learning Center. Details are on page 19 of this issue. 

The NAA Education Institute also offered many designa­

tion classes, including the AARE (Accredited Auctioneer 

Real Estate), Benefit Auctioneer Specialist (BAS), the GPPA 

(Graduate Personal Property Appraiser). 

Another important education format was roundtable dis­

cussions, where Auctioneers gathered to discuss one topic 

at each table. Real estate was a highly-popular topic among 

the roundtable audiences. 

-· ~-~ .. ~ .......... 
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AuxiliarlJ elects new directors, 
Inducts tuJo into Hall o Fame 

The Auxiliary to the NAA conducted officer elections, Hall of Fame inductions an 

annual meeting and other events during the 2007 Conference. 

New President Annette Wells, of Post Falls, ID took over from outgoing President 

Sharon Huisman during an exchange 

of the gavel at the NAA President's 

Gala. The women emphasized that 

the Auxiliary is in a new era of widen­

ing its mission and the group contin­

ues to grow in membership. 

New directors elected included 

Darla Haynes, Vicki Nitz and Terri 

Walker, BAS, CES. Barbara Fisher is 

president-elect, Diedre B. Rogers is 

vice president. Ramona King is secre­

tary/ treasurer. Glenda McCarter 

Johnson is historian. 
Inducted in to the Auxiliary's Hall 

Auxilary Hall of Fame inductees were, Judy 
Marshall, left, and Velda Fannon. 

of Fame were Judy Marshall, of Kearney, NE; and Velda Fannon, of Pennington Gap, 

VA. 

The Auxiliary was founded on July 13, 1951 in Decatur, IL. The Auxiliary provides 

camaraderie and educational opportunities for its members, and provides financial and 

• I 

• 

• 

moral support for NAA mem­

bers. The bylines define the 

group as helping promote the 

interest of all Auctioneers and to 

assist NAA in achieving its 

goals . 



First time attendees 
Many Auctioneers and staff from across the 

U.S. and world were first time attendees to the 

NAA conference. And, a new program matched 

these first timers with veteran attendees who 

advised the newcomers on which seminars to 

attend and how to network effectively. Having 

someone to show them the ropes and meet peo­

ple was highly valuable, the first-timers said. Prior 

to the conference the mentors and newcomers 

were sent each others' names, so they were able to 

connect verbally prior to a special breakfast at the 

conference where they met face-to-face. 
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President's Gala 
At the President's Gala on the last night 

of the conference, NAA's new president 
Thomas L. Williams, CAI made his first 
speech in that post after taking over from 
outgoing president, Bill Sheridan, CAI, 
AARE, GPPA. 

Williams spoke about the need to embrace 
changes in the industry and for every 
Auctioneer to seek the methods to be suc­
cessful and unique in his or her region and 
in today's auction markets. 

"Every Auctioneer is unique, just as every 
snowflake in a snowstorm is a different 

I 
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shape," he said. Every Auctioneer can likely develop successful methods 
through experience, education, innovation and networking, he said. 

"Use the benefits that NAA has to offer in helping you succeed," he 
said, pointing to education, conferences and networking. 

Williams said that his life is an example of how dreams 
of auction success can come true. 

With humble beginnings, he went on to become a lead­
ing Auctioneer of cattle in the United States, then expand­
ed to great success in real estate auctions while working 
with his son Dean. 

Williams said he and Dean sometimes disagreed on busi­
ness methods, but through that process of working togeth­
er, the elder Williams learned much. 

"You have to be open to ideas that seem very different to 
you," he said. ''And you may find that those are the best 
things you've ever tried." Williams added that he may 
develop a seminar on how fathers and sons can work 
together in the auction industry, since many family businesses face this 
• issue. 

Outgoing President Bill Sheridan said "The horizon of the auction 
industry has never been so bright. To be elected as president of 
NAA by my peers was a great honor." He said he tried to improve 
the branding of NAA Auctioneers and provide opportunities 
through NAA association with the National Association of 
Realtors. 

Also at the Gala plaques were given to outgoing directors W 
Ronald Evans, CAI, AARE, CES; John J. Hines, CAI, AARE; 
Thomas M. Mcinnis, CAI, AARE; and W Scott Swenson, CAI, 
GPPA. Also honored were retiring treasurer Scott Musser, BAS; 
retiring chairman Dennis K. Kruse, CAI; retiring president 
William L. Sheridan, CAI, AARE, GPPA; and retiring Education 
Institute Trustees Mark Manley, CAI, AARE, CES, GPPA, and 
Jane Campbell Chambliss, CAI, AARE, CES, GPPA. 

The Gala also featured a passing of the gavel from Auxiliary outgo­
ing president Sharon Huisman to incoming president Annette Wells, BAS. 

Wells and Huisman said the Auxiliary was making great strides by 
working with NAA on education for auction support staff, growing the 
membership of the Auxiliary and establishing a new website. 
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National Auctioneer Foundation et/ents 
The National Auctioneers Foundation sponsored several events at the conference including one to honor donors to the 

"Invest in Our Future" campaign. Representatives of the Minnesota, Ohio and Kentucky Auctioneer associations pre­
sented checks to the NAF for the campaign, which helps sponsor industry statistics research, public relations efforts, 
NAA headquarters renovation and other programs. 

NAF also sponsored a reception for the NAA Hall of Fame inductees and Diamond Gavel honorees. 
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Con erence and Show comments rom attendees 
1V anchor enjoyed meeting Auctioneers 

We had a lot of positive feedback on the interview seg­

ment (with IAC contestants). I personally had a very pos­

itive experience attending all the events and meeting so 

many wonderful people. 
I also wanted to offer myself as a resource in case you 

would ever need one. An insider's perspective may be 

helpful at times, and I wanted you to know I would be 

happy to help if I ever can. 

-Bill Menish, TV news anchor, 

NBC affiliate KNSD in San Diego 

(and new NAA member!) 

Trade Show exhibitor had great interest 
I just wanted to congratulate you on pulling together a 

great Conference and Show. I've been getting wonderful 

feedback and it sounds like this was the best show yet! 

Everyone here is very excited and is already looking for­

ward to next year's show. Can you do me a favor and let 

me know when you start planning for next year? I want 

to make sure we' re on top of booth space selection, hotel 
• 

reservations, etc. 

Congratulations, again! I know it's a lot of work to 

manage a large even and everyone here has rave reviews! 

-Dana Kaufman 

Director of Marketing 

Proxibid 

South African members: 
''C r: • al'' onrerence was exception 

Thank you once again Bob to you and your awesome 

team for another exceptional conference, lifelong friend­

ships, connections and more unforgetable memories! 

Take care and all the best; 

-Kim Faclier 

Auction Alliance, South Africa 

Thanks for all you and your team did for us, AGAIN !!! 

You truly surround yourself with awesome people, who 

not only put together an absolutely brilliant conference 

and show, but also know how to make us South African's 

feel special. We truly appreciate it! 

-Alon Kowen 

Auction Alliance, South Africa 

Seminar on Hispanics is ''best in 30 years'' 
Kelly Mcdonald's (Conference speaker about serving 

Hispanics at auction) presentation in San Diego was one 

of the best seminars I have been to over the last 30 years 

or so. We were in the personal 

property auction business for over 

30 years but sold to a firm from 

New Zealand in 2004. When we 

sold we were primarily selling used 

automobiles at "public auction" and 

had very few Hispanic buyers at our 

auction center (located some 20 
miles south of Portland, Oregon) in 

Van Gordon Canby, Oregon. We are located in 

an area that has always been depen­

dant on migrant workers to harvest 

the various products that are grown here and shipped 

world wide. I knew there were customers in that group of 

folks but for years thought that we would possibly lose our 

regular buyers if we had too many "Mexicans" at our auc-
• t1ons. 

Around 1997 we hired a couple of Mexican nationals 

with green cards to detail cars and maintain our facility. I 

needed to learn a little Spanish and they learned English 

from us. Any of them that wanted to learn English would 

come to work an hour early and we would teach them 

what we could. I was amazed at how fast they learned to 

speak English and would be able to identify tools and 

products that we routinely sold for our customers. The 

point of this note is to tell you what we did to gain the 

trust of these people and sell cars to them. 

We were required to attach "as-is" statements to all of the 

units in Spanish and we went further with all of the nor­

mal documents were translated to Spanish. We converted 

all of the "terms and conditions" to Spanish and had a CD 

produced where a young woman read the terms and con­

ditions word for word. We also had Lupe and Eduardo 

interpret down on the auction floor during the auction 

and encourage bidding. When we sold out, over 30o/o of 

our sales were to people who spoke no or very limited 

English. 
We did lose some, (local attendees) but didn't seem to 

miss them very much. Indecently, we had as many as 10 
Mexicans working for us at the peak in 2004 and they 

wanted to be identified as "Mexican Nationals" or just 

"Mexicans." Is there a problem with this moniker? 

-Steve Van Gordon , CAI, GPPA, AARE 

Canby, OR 
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Galle/ Club 2007 
The National Auctioneers Association's Gavel Competition (for recruiting new members) is comprised of NAA. 

board members, NAA members at large and also auction schools. The 2007 competition winners, honored at 
Conference and Show in July, proved the program had another successful year, with many new members recruited. 

Members at large 
Mike Jones, CAI, GPPA 
Paul Behr, CAI 
Forrest Mendenhall, CAI, AARE 
Susan Doyle, CAI 
Rhessa Deriso 
Chuck McAtee, AARE 
Tom Thornton 
David Arwood 
Kurt Aumann, CAI 
Ronald Coale, GPPA 
Harold Dodd 
Craig Dreiling 
Jerry Ellis 
Judd Graffe 
Gordon Greene 
Mike Grigg, AARE 
Floyd Harrison 

Board of directors 

35 
10 
9 
8 
2 
2 
2 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 

William Sheridan, CAI, AARE, GPPA 17 
Mark Manley, CAI, AARE, GPPA, CES 10 
Thomas Williams, CAI 8 
Darron Meares, GPPA 7 
Christie King, CAI, AARE 1 
James Littlejohn, CAI, AARE, CES 1 
Randy Wells, CAI, AARE, BAS, CES, GPPA 1 

Auction Schools 
Florida Auctioneer Academy 69 
Mendenhall School of Auctioneering 56 
Texas Auction Academy 54 
Reppert School of Auctioneering 34 
World Wide College of Auctioneering 33 
Continental Auctioneers School 17 
Yankee School of Auctioneering 11 
Nashville Auction School, LLC 10 
Western College of Auctioneering 9 
North Georgia School of Auctioneering 4 
Southeastern School of Auctioneering 4 
Missouri Auction School 3 
Bernie Pleasant's School of Auctioneering 1 

Richard Houghton, CAI 
Frank Imholte, CAI, AARE, CES 
Stephen Karbelk, CAI, AARE 
O.C. Mangold, AARE, CES 
George Martin 
Daniel Mastin 
Larry Meares, CAI, GPPA 
Jeffrey Messer, CAI, GPPA, CES 
Jim Pennington 
Bernie Pleasants 
Alfred Robinson 
B. Mark Rogers, CAI, AARE 
Roger Sanders 
Cammy Theurer McComb 
Mark Vail 
Jerry Wallace, CAI, AARE, CES 
Richard Werner 

OF A 

1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 
1 

WO~Ll7 ~ !NTE~NATIOHAL lHAMPION AUlTIONEE~ 

~'"'~ 
Let John show you his 
chant in many different 

and diverse settings 
from Livestock, 

Industrial Equipment, 
Farm and Ranch, Real Estat 

and Charity Events 
**Voice Control, Timing, 

communication, 
Working with Ring People, 
Clerks, and much more** 

Call 970-522-4906 or email chant@korreyauctions.com 
to order or for more information 

• A Pcwtioo from each saJe will be donated to SL Jude's Children Hospital. 

2007 49 



. 
·-. 
.. 
.. 
t: 
~. ., 
<· 

.I I 
: 

I 
' 

-~ ••.' 

Thanks to the ollou1in9 sponsors 
o the 58th International 

Auctioneers Con erence and Show 

Satellite •Utt1LINK).., 
The Auctioneers' Advertising Agency 

www.satelliteprolink.com 

CAI Celebration Breakfast 
Satellite Prolink 

www.satelliteprolink.com 

CAI Reception 
NAA Credit Card Program 

www.auctioneers.org 

Conference & Show Brochure 
PrintWorks a Bulk Mail Plus Co. 

www.bulkmailplus.com 

SouthData 
1 .. 1,11 .. ,111 .... ,llIN C 0 RP 0 RATED 

Conference & Show Notebook 
Southdata, Inc. 

www.southdata.com 

~~ INDUSTRIAL 
w PUBUSHING, INC. 

Conference and Show Program 
Industrial Publishing, Inc. 

www.industrialpublishing.com 

Conference and Show Signage 
1-800-The-Sign.com 

www.SOOthesign.com 

Cyber Cafe 
W. Ronald Evans, CAI, AARE, CES 

Candidate for NAA Vice President 

First-Timers and Mentors Breakfast 
Merv Hilpipre 

AUCTION X-PRESS 
DlSIGN • PRINT • MAIL 

IAC, IJAC, and IRC Competition Catalogs 
Auction X-Press 

www.auctionxpress.com 

IAC, IJAC, and IRC Competition Clerking 
Auction Flex 

www.auctionflex.com 

IAC Programs 
Holley's Printing 

www.holleysprinting.net 

Seminar Reference Guides 
Auction Events Media 

www.auctioneventsmedia.com 

_ ... ,,. ···-
NAF Hall of Fame/Diamond 
Gavel Honoree Reception 

J.L. Todd Auction Company 
www.jltodd.com 

Opening Night Event 
California State Auctioneers Association 

www.californiaauctioneers.org 

Opening Session 
National Auctioneers Foundation 

www.auctioneers.org 

CUnited 
ountry-

Auctio~ Servic-;; 

State of the Industry Breakfast 
Forum and Speaker 

United Country Auction Services 
• • www.ucauct1onserv1ces.com 

AUCTION X-PRESS 
DISION • PR I NT • MA IL 

Trading Card Autograph Hour 
Auction X-Press 

www.auctionxpress.com 



Heavy equipment specialist Auctioneer Marvin Henderson, 
of Livingston, LA celebrated 50 years in the industry and in 
marriage earlier this year. 

Henderson, 70, graduated from Reppert School of 
Auctioneering in spring 1957 and was married June 15 of 
that year to Audrey. Together they built a new auction com­
pany that today grosses $15 million to $20 million at each 
auction with sales of construction equipment and industrial 
equipment, making it one of the most successful auction 
firms in the country. 

Marvin's daughter Janet Cagley said their success seems 
especially significant now because, back in 1957, Marvin's 
new father-in-law said Marvin should "focus on getting a real 
job." But Marvin had a passion and talent for the auction 
business. He started doing general merchandise auctions and 
traveled the southeast doing car auctions for other auction 
firms. Not growing up in an auction family did not stop this 
high-energy entrepreneur from developing his own business. 

Heavy equipment became a part of his auction business and 
he kept growing its volume. Marvin was one of four 
Auctioneers in North America in the 1970s and 80s to pio­
neer the construction equipment auction specialty, and today 
he may be the only one of those four who is still calling his 
own auctions, Cagley said. 

"He is our main Auctioneer today," said Cagley, who now 
runs daily operations of Henderson Auctions with her broth­
er, Jeff. Their sister, Julie Henderson Duffy, is a nurse. Julie's 
husband Corey works in the family auction business. 

Marvin was a pioneer in other ways also. He was instrumen-

• • us1ness an marriage 
• 1st 

Marvin and Audrey Henderson 

tal in getting a law passed in Louisiana to allow the state's 
Department of Transportation to sell equipment by auction. 
He was a charter member of the Louisiana Auctioneers 
Association, and a founder of the Louisiana Auctioneer 
Licensing Board. He also was on his local school board for 10 
years and remains active in his church and political groups. 

He also has been an important supporter of NAA and 
recently pledged $50,000 to the "Investing in Qur Future" 
campaign that funds vital programs and projects. Marvin says 
he decided on that figure because he made $1,000 on his very 

first auction, and so he multiplied 
that by his 50 years in business to 
date. 

His daughter explains why he has 
been so successful. 

"He's not a showman, but more a 
master of his auction crowd. He 
knows the value of what he is selling 
and he gets top dollar for his clients. 
He is very people oriented and treats 
everyone the same," Cagley said. 

Audrey has been a steadying force 
by Marvin's side in business and life. 

<<She did the clerking, running the 

Marvin (holding 
cane) sells in his 
early years. 

continued 
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office and getting brochures out," said Cagley. "She continues 

working now on auction days. She has always been the detail 

person that dad needed because he is such a high energy per-
" son. 

Marvin and Audrey enjoyed a special trip last spring to 

South Africa with several other members of NAA. Four 

Auctioneers also on that trip said Marvin was a special part of 

that event. 
Spanky Assiter, CAI, said "I had never met Marvin before, 

but he was so helpful with advice he shared about his business 

during that trip. I learned many things and appreciated his 

generosity of sharing knowledge." 
John Nicholls said of Marvin "You could see the love he has 

for this profession and his love for his wife, for his children 

and grandchildren. He and Audrey are such genuine people." 

Nicholls added that he was impressed to learn that Marvin 

used to fly around the country while in demand as a heavy 

equipment auctioneer for varied firms. It was on one of these 

trips that he survived the crash of a small airplane. 
"He told us that by the grace of God he is still here," 

Nicholls said. 
Barbara Bonnette, CAI, AARE, 

GPPA, who was also on the trip and 
has known Marvin for many years, said 
"I have had the opportunity to partner 
on several endeavors with him. More 

than anything I know, he loves his pro­
fession. You can see it in his eyes when 

he is on the podium selling for hours 
on end." 

Henderson sells at a recent auction. 

meets a stranger. He is warm, outgoing and is never short of a 

joke to tell." 
NAA President Tommy Williams, CAI, who was on the 

South Africa trip said "Marvin brought an unbelievable 

wealth of knowledge about auctions to that trip, and told sto­

ries to everyone, including the South Africans. He thrives on 

storytelling and we all enjoyed it." 

Bonnette added that "Walking 

around his auction, it is contagious to 
see the rapport he has with his cus­
tomers, knowing them by name, treat­

ing them like family. Marvin has 
taught me a lot about this end of the 

Heavy equipment outside the 50-acre Henderson auction facility. 

industry. He is always willing to share his knowledge. There 

has never been a time that I have picked up the phone to call 

him that he didn't answer immediately and tell me what I 

needed to know. 
And she joked that "Traveling through Africa with him, I 

know he packs too many suit cases. I know Marvin never 

Auctioneers' group on their trip to South Africa. 

Williams added that "We enjoyed talking with Audrey also 

and can tell that she is an important part of the success for 

Marvin." 
Henderson Auctions' facility today covers 50 acres. It 

includes a large pavilion for customer seating for drive-

through auctions, concession and rest room facilities, cus-

tomer registration and lounge area, 
large equipment make-ready, 
including a mechanics' shop, weld­

ing and metal working, cleaning, 
sandblasting and painting areas. 

With some of their grandchil­

dren interested in becoming 
Auctioneers and joining the family 
business, the future looks bright 

for Henderson Auctions. 

Story by editor Steve Baska. 
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NAA publishes, on the following pages, a paper outlining 
the association's position that businesses selling property by 
Internet auctions should be licensed and regulated, just as 
traditional Auctioneers are regulated by their state govern­
ments for the protection of the public. 

The NAA contends that Internet auctions include many of 
the same elements as onsite auctions and, therefore should be 
regulated. 

Many state legislatures have recently debated the issue of 
Internet auction regulation, and some have chosen to exempt 
this business sector from regulation. 

"We have seen Louisiana and Maine pass laws exempting 
Internet Auctioneers from regulation, and there are similar 
bills pending in New Hampshire and Pennsylvania this year," 
said NAA Public Affairs Directo~ Chris Longly, who tracks 
the legislation. "Illinois, on the other hand, passed legislation 
enforcing these regulations. The NAA feels it is time to make 
our position known. 

Many Auctioneers are aware that eBay officials have opposed 
regulations by states, contending that eBay sales are not auc­
tions. However, Longly says, this is not solely an eBay issue. 

"This is a consumer safety issue. There are hundreds of 
Internet auction sites out there today, many behaving in 
unscrupulous ways. These regulations, if enacted, safeguard 
consumers and protect the image of the auction industry," he 
said. 
The NAA position paper states that 33 states currently 

require Auctioneers to be licensed by their states. NAA urges 
Internet Auctioneers to have training, pay in to a recovery 
fund for the public, and register with their state government 
as a means of accountability for who and where the 
Auctioneer does business. 

NAA does not recommend a specific type or amount of auc­
tion education. Details can be debated and discussed by each 
state legislature considering legislation reducing and increas­
ing regulations for Internet auction businesses. 

Internet auction fraud crimes are among the most preva­
lent types of Internet fraud today. The lack of regulation con­
tributes to this problem, and the NAA urges states to help 
reduce this problem by enacting laws requiring Internet auc­
tions businesses to register with state regulators. 

The Knoxville, TN News Sentinel recently quoted an eBay 
spokeman as saying that small businesses conducting eBay 

auctions "are not auctioneers, and therefore applying auction 
regulations to them is no different than it would be applying 
them to anybody doing business in Tennessee," said Hani 
Durzy of the California-based eBay. 

The Tennessee law requires storefront businesses that assist 
eBay sellers with marketing, pricing and shipping their wares 
to get a state auctioneering license. 

Part of the licensing requirement is a four-day course that 
teaches various aspects of the traditional auction business. 
Total cost, including course tuition and the licensing fee, is 
about $525. 

But advocates for online auction business say the industry is 
already self-regulated through the marketplace, and pushing 
laws intended to regulate traditional auctions could hurt small 
businesses. 
Ina Steiner, editor of Auctionbytes.com, a news Web site that 

exclusively covers the online auction industry, said some view 
laws like Tennessee's as a first step toward regulating the 
approximately 30,000 or so registered merchants who sell on 
eBay. 

But, Bobby Colson, a longtime Nashville Auctioneer and 
member of the Tennessee Auctioneering Commission, said in 
the story that state regulations provide an avenue for the pub­
lic if an auction business acts in bad faith, said. The require­
ments also lend integrity to the industry, which relies on con­
sumer confidence, he said. 

"I think it's just something that needs to be regulated," 
Colson said. "We want to protect the public and the indus-
try. " 

Great for Any Auction! Make Big Profits! 
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I. Introduction and Statement of Purpose 

The National Auctioneers Association (''NAA'') is a professional 
organization for practicing auctioneers, their associates, and auction 
businesses. The NAA was founded in 1948 and continues to grow. 
Today, it has approximately 6,000 members. The NAA promotes the 
auction method of marketing and strives to enhance the professionalism 
of its practitioners. The mission of the NAA is ''[t]o promote, increase and 
build the trustworthiness of the competitive bidding method of 
marketing, including: live, Internet, and sealed bids auctions[.]'' 

The NAA has been asked its opinion on the licensing of auctioneers 
who conduct Internet auctions. Auctioneer licensing has become 
prevalent over the past thirty years as a consumer protection issue. 
Currently thirty-three states, and the District of Columbia, require a 
license before an auctioneer can lawfully conduct auctions within the 
state. In addition, twelve states do not require a state license, but permit 
municipalities and political subdivisions to impose licensing 
requirements and regulations for auctioneers and the auction industry. 
Only the remaining five states do not generally impose any licensing 
requirements.1 

Technology is moving quickly and reshaping the auction industry 
as well as many other industries. The convergence of technology and 
auctioneers has lead to blurring what once was very defined and certain. 
Where a transaction occurs, where payment occurs, where the ''sale'' 
takes place have all become issues in Internet auctions. An auctioneer 
may be in one state, the buyer in another, and the property in yet 
another. The NAA recognizes there are regulatory and enforcement 
issues that still need to be determined. Despite these issues, Internet 
auctions continue to be a growing method of selling for auctioneers. 

Individuals who sell property via Internet auctions provide the 
same services that licensed auctioneers provide to their customers. 
These services include, placing the property on the Internet for sale, 
marketing the sale, collecting the proceeds from the buyer, delivering the 
goods to the buyer, and remitting the proceeds to the seller after 
payment of a fee or commission. There is no reason that these Internet 
auctions should not be licensed and regulated in the same manner as an 
auctioneer since they are essentially providing the same service to the 
public. The use of incremental price advances and a time certain ending 

1 The states which currently do not impose any licensing requirement at the state or 
municipal levels are: (1) Alaska, (2) California, (3) Oregon, (4) Utah, and (5) Wyoming. 

2 



of the sale would make the sale an auction the same as any other 
auction. 

Unlicensed and unregulated Internet auction companies pose a 
risk to consumers and should be held to the same standards as the 
auction profession. Auctioneers should not be held to a different 
standard simply because of the vehicle used to conduct the sale, 
regardless of how they are identified. 

II. Internet Auctions. 

The word auction comes from the root word ''auctio'' which literally 
means ''increase." The NAA Code of Ethics defines an auction as ''[a] 
method of selling property in a public forum through open and 
competitive bidding." In the Uniform Auction and Auctioneer Licensing 
Act (''UAALA'') the term ''auction'' is defined as ''the public sale of real or 
personal property, or both, in which the sale price of the property offered 
is increased by competitive bids until the highest bidder becomes the 
purchaser." UAALA § 1-104(c). Competitive bidding is an essential 
element of any auction sale. 

An Internet auction, where the final purchase price is determined 
by competitive bidding, is an auction. The fact that the sale takes place 
online, instead of being sold in person at a live auction, does not change 
the nature of the sale. Both sales use the competitive bidding process. 
Internet auctions where an individual is selling goods or property on 
behalf of another is, by definition, an auction and should be regulated. 

The term ''auctioneer'' is defined by the NAA Code of Ethics as 
''[t]he person (or firm) whom the seller engages to direct, conduct, or be 
responsible for a sale by auction. This person may or may not actually 
call or cry the auction." UAALA defines an auctioneer as ''an individual 
who engages in, or who by advertising or otherwise holds himself out as 
being available to engage in, the calling for, the recognition of, and the 
acceptance of competitive bids for the purchase of goods or real estate at 
an auction or otherwise engaging in the business of auctioneering." 
UAALA § 1-104(d). 

Most Internet auction sites specialize in person-to-person sales 
where individual sellers sell their goods or property directly to 
consumers. In these auctions, the seller - not the site - has the 
merchandise and the site usually will not take responsibility for any 
problems that may arise between buyer and sellers. Many sellers set a 
time limit on bidding and, in some cases, establish a ''reserve price'' - the 
lowest possible price the seller will accept for an item. When the bidding 
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closes at the scheduled time, the item is sold to the highest bidder. If no 
one bids at or above the reserve price, the auction closes without the 
item being sold. An Internet auction is an auction and the seller is 
responsible for conducting the sale. In other words, the seller is acting 
as the auctioneer. 

The NAA is not suggesting that these regulations should apply to 
individuals who sell their own goods on-line. The NAA is only concerned 
with individuals who act as auctioneers as a service for the public in 
return for the payment of a fee. When an individual or business sells 
property on behalf of a third-party, the seller, in exchange for the 
payment of a fee, the applicable licensing requirements should apply and 
the sale should be regulated as an auction. This would include, for 
example, individuals and businesses who take goods on consignment 
from a third-party for sale via an Internet auction website for a fee or 

• • comm1ss1on. 

III. The Prevalence of Fraud Perpetrated Via Internet Auctions. 

Internet auction fraud is a significant problem across the United 
States of America. Internet auctions are a haven for criminals and 
unscrupulous individuals. It is easy for sellers to list any item on-line for 
sale, even when the seller does not intend to sell, or even own, the goods 
or property. 

In 2000, a national database for Internet fraud and crime was 
established as a partnership between the Federal Bureau of Investigation 
and the National White Collar Crime Center. This database is to serve as 
a means to receive and process Internet related criminal complaints. 
This organization was originally known as the Internet Fraud Complaint 
Center (''IFCC''). In December 2003, its name was changed to Internet 
Crime Complaint Center (''IC3'') to better reflect the character of 
complaints received. IC3 publishes an annual report on complaints 
received and referred by it to law enforcement and regulatory agencies for 
appropriate action. To date, it has published annual reports for 2001 to 
2006.2 

The complaints received by IC3 are processed and made accessible 
to federal, state, and local law enforcement to support active 
investigations, trend analysis, and public outreach and awareness 
efforts. IC3 refers complaints involving Internet related crimes to federal, 

2 A copy of the "IC3 2006 Internet Crime Report" is attached for your review. The IC3 
Report analyzes data about cyber-crimes that took place between January 1, 2006 and 
December 31, ·2006. 
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state, and local law enforcement agencies around the country for further 
consideration. Between 2001 and 2006, Internet auction fraud was by 
far the most reported offense, as a percentage of the total referred 
complaints. 

Chart 1 compares the percentage of complaints categorized as 
Internet auction fraud with other frauds between the years 2001 and 
2006. While it appears that Internet auction fraud complaints were 
smaller than the other frauds in 2001 and 2002, in actuality, the 
percentage of complaints was significant. The other frauds category 
consists of the top five categories of complaints, excluding Internet 
auction fraud. The top five categories of other complaints changed a 
little each year, but consist of the following categories: ( 1) non-delivery of 
merchandise and/ or payment; (2) Nigerian letter fraud; (3) credit/ debit 
card fraud; (4) confidence fraud; (5) investment fraud; (6) business fraud; 
(7) identity theft; (8) check fraud; and (9) computer fraud. In fact, 
Internet auction fraud was the number one complaint for each year 
between 2001 and 2006. Plus, Chart 1 clearly shows that Internet 
auction fraud crimes exceeded the total complaints for the other top five 
categories between 2003 and 2006. 

CHART 1. 

Internet Auction Fraud v. Top Five Categories of 
Other Complaints 
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Table 1. 

Year Internet Auction Fraud Other Frauds 
2001 42.8 °/o 50.0 °/o 
2002 46.1 °/o 46.8 °/o 
2003 61.0 °/o 31.9 °/o 
2004 72.1 °/o 23.5 o/o 
2005 62.7 °/o 28.0 °/o 
2006 44.9 °/o . 33.7 °/o 

Chart 2 compares the median monetary loss for victims of Internet 
auction fraud between 2001 and 2006. Since the average of the losses 
suffered by victims would be sensitive to a small number of extremely 
high or extremely low loss complaints, IC3 determined the median 
monetary loss. The median is a more accurate method to use for the 
representation of the data. The median represents the SOth percentile, or 
mid-point, of the loss due to Internet auction fraud. 

In addition, Chart 2 and Table 2 show that between 2004 and 
2006 there has been an exponential increase of the median monetary 
loss caused by Internet auction fraud. In 2004, the median loss was 
$200.00. By 2006, however, the median monetary loss for victims of 
Internet auction fraud increased to $602.50, which is more than three 
times the median loss in 2004. The 2006 median monetary loss for 
Internet auction fraud is significantly higher than it has been over the 

• previous years. 

CHART 2. 

Internet Auction Fraud - Median 
Monetary Loss 
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TABLE 2. 

Year Median Moneta.1..z Loss 

2001 $395.00 

2002 $320.00 

2003 $314.00 

2004 $200.00 

2005 $385.00 

2006 $602.50 

In addition to the Internet auction fraud crimes reported to IC3, the 
Federal Trade Commission (FTC) receives thousand of fraud complaints 
each year. Among the thousands of complaints, those dealing with 
Internet auction fraud consistently rank near the top of the list. The FTC 
maintains the Consumer Sentinel database, similar to the IC3 database, 
for sharing information with law enforcement agencies and education. 

IV. Imposing a Licensing Requirement on Individuals and 
Businesses Who Sell Real or Personal Property via Internet 
Auctions as a Service for a Third Party. 

The primary purpose of Internet licensing laws is for protection of 
the public. The provisions of state law from several jurisdictions confirm 
and validate this purpose. For example, the Illinois General Assembly 
explained its legislative intent in the statutory provisions imposing the 
auctioneer licensing requirements. It provides: ''The General Assembly 
finds that Illinois does not have the ability, without legislation, to enter 
into reciprocal agreements with other states to allow residents of Illinois 
to practice auctioneering in· other states." 225 ILCS § 407 / 5-5. It 
further explains: ''This body further finds that, without legislation, 
Illinois does not have the ability to evaluate the competency of persons 
engaged in the auction business or to regulate this business for the 
protection of the public. Therefore, it is the purpose of this Act to license 
and regulate auctioneers." 225 ILCS § 407 / 5-5. The Louisiana Code has 
a similar provision. It provides: ''The Legislature of Louisiana declares 
that requiring the licensure of qualified auctioneers and auction houses 
is in the best interest of the citizens of this state." LSA-R.S. 37:3101(A). 
It further explains: ''The purpose of this Chapter is to require qualifying 
criteria in a presently unregulated occupational field in which 
unqualified, irresponsible, or unscrupulous individuals may injure the 
public." LSA-R.S. 37:3101(8). See also N.J.S.A. § 40:52-1 (permitting 
municipalities to ''make such regulations as the governing body of the 

7 



municipality shall deem necessary, to protect the public against fraud at 
public auction sales''). 

Imposing licensing requirements on individuals and business who 
conduct Internet auctions will reduce fraud and help protect consumers. 
The licensing requirements adopted by state law establish minimum 
standards to ensure that auctioneers and auction firms will have a 
certain amount of knowledge, skills, competence, and training. UAALA 
§§ 2-103, 2-203. In addition, as part of the licensing procedures, 
individuals and businesses are required to provide documentation and 
information about the business. Id. The disclosure of information to a 
regulatory body will discourage fraudulent and improper conduct. 
Furthermore, licensing laws generally require the posting of a bond or 
participation in a recovery fund for the protection of consumers. UAALA 
§ 6-101 et seq. If an individual is harmed by fraudulent or criminal 
actions, the victim can assert a claim against the bond or recovery fund. 
In this manner, the harm to an individual or business is minimized. 
Finally, licensing regulations generally prohibit fraudulent conduct and 
provide disciplinary procedures. UAALA § 5-101. These procedures 
permit the regulatory body to fine, reprimand, suspend, and otherwise 
discipline auctioneers for improper conduct. UAALA § 5-103. For 
offenses of a serious nature, the license can be even be revoked. 

V. Cone lusion. 

There are sound policy reasons for requiring a license for 
individuals and businesses who conduct Internet auctions. An 
individual who conducts an Internet auction is, by definition, an 
auctioneer. As an auctioneer, he or she should be required to obtain an 
auctioneer's license. More importantly, imposing licensing requirements 
on individuals and businesses who conduct Internet auctions will help 
reduce fraud and protect consumers. The data from both IC3 and the 
FTC show that Internet fraud complaints are significant. For IC3 , 

Internet auction fraud was the number one complaint each year between 
2001 and 2006. For the FTC, complaints relating to Internet auctions 
consistently rank near the top of the list. In addition, the median 
monetary loss for victims of Internet auction fraud has increased 
significantly over the years. In fact, between 2004 and 2006 the median 
monetary loss for victims of Internet auction fraud increased over 300 
percent. (See Chart 2.) 

Furthermore, there is no reason that these Internet auctions 
should not be licensed and regulated in the same manner as an 
auctioneer since they are essentially providing the same service to the 
public. For. these reasons, the NAA respectfully recommends states to 
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impose licensing requirements on Internet auctions in order to protect 
the consumers and the public. States should license and regulate 
Internet auctions in the same or similar manner as it does the traditional 
auctioneer and auction industry. 
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SOUTH DAKOTA EVENT PHOTOS 

Fox Brothers - from left to right: John Fox and his wife, Jean 
and Clara Mae Fox with husband, Darwin, enjoy the 
evening's activities that saw John and Darwin inducted into 
the South Dakota Auctioneers Association Hall of Fame. 

At left, Wayne Bessman, Madison, presents new SDAA 
President, Carl Schwab, Andover, with a briefcase in honor 
of Wayne's late brother, Warren. Each year the incoming 
president is presented with the briefcase to use during their 
year as head of the SDAA. 

SOUTH DAKOT 
South Dakota group 
celebrates 45th convention 

The South Dakota Auctioneers Association (SDAA) recent­
ly held its 45th Annual Convention in Rapid City, SD. Over 
100 Auctioneers from across the state attended the three day 

• meeting. 
The purpose of the annual convention is to gather members 

together for educational opportunities and to promote and 
celebrate the auction industry. 

This year's lineup included sessions presented by Judy Scully 

Val Luckett, right, Wessington Springs, was the winner of the 
first annual 11 People's Choice Auctioneer 11 during the South 
Dakota Auctioneer Association Convention Fun Auction. 
Then SDAA President, Jeff Storm, Custer, presented Luckett 
with the award. 

The SDAA Board of Directors for 2007-2008 is, left to right, 
Rich Krogstad, Spearfish, vice president; Riley Waltman, Box 
Elder, director; Bill Eckert, Okaton, director; Dale Nauman, 
Gettysburg, director; Randy Owen, Watertown, director; 
Ryan Wieman, Marion, director; Terry Haiar, Alexandria, pres­
ident-elect and Carl Schwab, Andover, president. Not pic­
tured is Dan Clark, Winner, director. 

of the Scully Group in Rapid City. Judy presented informa­
tion on Errors and Omissions Insurance. Les Kor, with 
Western Dakota Tech updated the attendees on computer 
technology and how it can be used to enhance and augment 
their auction business. Jeff Loomis with Grass Roots 
Adventures conducting a session on basic GPS and Land 

continued 
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Navigation techniques. 
Additionally, NAA President-elect Randy Wells, of Post 

Falls, ID, spent the weekend with the South Dakota group 
and led the group through a seminar titled "It's Your Attitude, 
Dude," in which he covered a variety of topics dealing with 
customer service and the auction industry. 

Throughout the weekend there were a variety of programs 
for the ladies, including a tour and lunch at Prairie Berry 
Winery in Hill City. A Fun Auction on Friday night let the 
Auctioneers showcase their talents and raise money for the 
association while garnering lots of laughs and plenty of photo 
opportunties. A new award was presented this year, the 
People's Choice Auctioneer. The inaugural winner was Val 
Luckett, Luckett Auction Service, Wessington Springs. 

During the annual meeting of the SDAA, a number of items 
were discussed, including information about the SDAA's sup­
port of the National Auctioneers Association and its various 
projects; the Bid Calling Contest and concurrent South 
Dakota 4-H Foundation Auction and allocation of funds for 
various activities of the SDAA. 

dincc 1933 

World Wide College 
of Auctioneering 
MASON CITY, IOWA 

Congratulates 

Larry Theurer 
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Cookie Lockhart 
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2007 

Spanky Assiter 
1975 Graduate 

NAA HALL OF FAME MEMBERS 
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I I 1-SU ~-423-5242 
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Election of directors and officers was the final item on the 
agenda for the business meeting. Carl Schwab, Andover, was 
elected to the office of president; Terry Haiar, Alexandria, will 

serve as president-elect and Rich Krogstad, Spearfish, will be 
the vice-president. Directors for the upcoming year include: 
Dan Clark, Winner; Dale Nauman, Gettysburg; Bill Eckert, 

Okaton; Randy Owen, Watertown; Ryan Wieman, Marion 
and Riley Waltman, Box Elder. Outgoing president, Jeff 
Storm, was commended for his service to the association. 

The highlight of the banquet was the induction of new 
members into the South Dakota Auctioneers Association Hall 
of Fame. Inductees are selected by their peers based on their 
service to and promotion of the auction industry, longevity in 
the industry and service to the organization. Inductees for 
2007 included John Fox of Iroquois, and Darwin Fox of 
DeSmet. These two brothers, doing business as Fox Auction 
Service, have been working in the auction industry since they 
graduated from the Reisch School of Auctioneering in Mason 
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CUS has the right system for you. 

When over 1200 auction firms use CUS every day, to sell any type of asset, in every corner 
of the globe, you know that CUS has the right system for you, too! 

-Windows software with all of the f eotures of our popular DOS system ... and so much more! 
-One-click upload to your online auction with pictures 
-Fully integrated contact and moil management with email 
-The most powerful inventory management software in the industry 

OUR CLIENTS SPEAK LOUDER THAN WORDS 
1580 Sowgross Corporate Parkway • Suite 130 • Sunrise, FL 33323 

954-680-6545 • email: info@cus.com •website: www.cus.com 
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Barry Baker, left, with Ohio State football coach Jim Tressel. 

Ohio Auctioneer raises nearly $500,000 
On July 30, Barry Baker Auctioneer of Xenia, Ohio did a ben­

efit Auction for Columbus Ronald McDonald House 

Charities. Co-Hosts of the Auction were Ohio State Football 

coach Jim Tressel and Previous College and Pro Basketball 

player Bill Hosket. The charity had a golf outing followed by 

a dinner, silent auction and live auction at the new Corazon 

Club in Dublin. The event raised approximately $500,000 for 

the charity. 

Anderson Auction team helps raise 
$80,900 for scholarships 

Destin, FL -- The Georgia Food Industry Association host­

ed a fundraising auction event on July 20 in the Magnolia 

Ballroom of the Baytowne Conference Center at the 

Sandestin Resort. The live auction, themed as a Margaritaville 

happening, raised almost $90,000 for the GFIA's education 

foundation scholarship program. The foundation awards 

scholarships to students in the industry. 

Auctioneer Chris Camp and the staff of Destin's Anderson 

Auctions, Inc. donated their time and went to work on a live­

ly crowd to raise scholarship funds. Auction items included 

airline tickets, trips, a private dinner for eight, an ad in the 

Atlanta Journal Constitution and a new Jeep Sahara. More 

than 750 attendees were treated to a gourmet buffet dinner 

and a live band from the Atlanta area. 

The airline tickets to the destination of choice and a trip to 

New York brought a total of $6,800. Two ads in the Atlanta 

Constitution brought a total of $50,000. Dinner for eight 

with wine tasting sold for $2, 100 and included the services of 

Chef Jon, an Atlanta area favorite, as the personal che( The 

last item sold was a Jeep Sahara valued at $25,000. It was auc­

tioned for $22,000. 
The Georgia Food Industry Association has awarded more 

than $700,000 in scholarships since the program's inception. 

Contributors to the evening's activities included Coca Cola, 

Pepsi, Budweiser, Coors, Publix and Kroger. 

Auctioneer Pauley helps St. Jude 
On April 27, Eddie Pauley, owner and Auctioneer of 

Regency Real Estate and Auction Company conducted an 

estate sale with proceeds benefiting the St. Jude's Children's 

Research Hospital in Memphis, TN. The Gary Lloyd Croy 

Estate sale in Princeton, WV had 279 registered bidders and 

raised $444, 401 for the hospital. Imogene Farley Hale, Croy's 

sister, served as the executrix of the estate. 

Jackson's art auction draws 844 bidders 
CEDAR FALLS, IA.-- Bidding reached record levels pro­

ducing total sales of over $3 million at Jackson's International 

July 17th and 18th auction in Cedar Falls, IA. 

"Our advertising was quite extensive both here in the states 

and overseas. It seems obvious that the main factors contribut­

ing to the strong European and Asian presence which in turn 

resulted in record breaking prices at this auction were our 

intense marketing campaign and of course the high quality 

and variety of merchandise," said President and CEO James 

L. Jackson. 
The auction featured items from various collections and 

estates, most notably from the Cyrus and Mildred Churchill 

estate, Rock Island, IL and the Donald Chester Bernstein 

estate, St. Louis, MO. Both the Churchill's and Don 

Bernstein were lifelong collectors and world travelers and 

while they never knew each other, their taste in antiques and 

art was amazingly similar in many ways. Both collections fea­

tured fine examples of Russian works, Asian works and 

European works. 
The auction attracted 844 bidders representing 47 states and 

33 countries. Session one opened with European paintings 

and bronzes beginning with an oil sketch by Dutch artist Isaac 

Israels that sold for $141,600 including 18o/o buyers premi­

um. That was followed by a rather charming little oil on panel 

interior scene by Armando G. Menocal measuring 14" x 10" 

continued on 79 
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The National Auctioneers Association industry growth 
study will begin its fifth year in 2008. A priority of the orga­
nization's leadership and research partners is to improve the 
membership response to both the quarterly and year-end sur­
veys. All NAA members receive an email invitation to partic­
ipate in these surveys. 

The industry growth study was first initiated in early 2004) 
when research partner MORPACE International interviewed 
1,338 Auctioneers. This broad cross-section includ~d both 
NAA and non-NAA members. Based on information collect­
ed, MORPACE was able to project total industry-wide sales, 
and provide sales revenue estimates for major aqction special-

• ties. 
The study also allowed MORPACE to estimate the percent 

of total industry sales attributable to NAA members. In sub­
sequent quarterlx updat~s, MORPACE has used this ratio to 
estimate growth in industry-wide revenue, using only NAA 
members' sales information. 

Confidence in most research studies is bolstered when a large 
number of respondents participate. This is particularly appli­
cable in the auction industry where a great deal of diversity 
exists in both Auctioneer operation size and type of. gooas 
sold. 

For year-end 2007 results, another comprehensive research 
study will be conducted that includes both NAA and non­
NAA members. A~ the ree5ent International Auctioneers 
Conference and Show in San Diego, MORPACE conducted 
a number of discussion groups to determine how to improve 
'NAA member participation in this study. Speculation oiffered 
on why response rares were not higher. 

Since small operations constitute a high percentage ofNANs 
membership, it was suggested that these companies might not 
be aware of how their revenue compares to the same quarter 
of the prior year. Timing of the survey invitation was also 
mentioned as an issue. Members may have good intentions to 
participate iri the survey, but the email invitation may arrive 
when Auctioneers are too busy to complete the task. 

Retired and contract Auctioneers receive email invitations, 
but have no information to share, according to one discussion 
group attendee. Response rates might not be perceived as low, 
if these two categories are considered. The discussion groups 
also surmised that members may not understand the survey's 
importance, and don't place a high prioritx on responding to 
the email presentation. 

Discussion group participants were asked for specific sugges­
tions to improve online survey responses. Several of the com­
ments related to format changes including altering the invita­
tion's subject line to better highlight the industry growth sur­
vey. Participants thought that 
including interesting facts from 
prior studies or providing a link 
to earlier reports might prompt 
greater participation. This 
information might include tes­
timonials from fellow 
Auctioneers on how survey 
results were used as a company 
marketing tool. 

One member suggested 
expanding the response options 
by including a copy of the sur­
vey as a ''tear-out" in the 
Auctioneer. Members could 
either fax or mail the results 
back. Several participants men­
tioned that response rates could 
improve if NAA consistently 

NAAis 

devising wags 
to h(!Jhl(!Jht 
the 011/ine 
invitation 

to capture 
members' 
interest. 

promoted tlie importance of the survey through its various 
publications. An emphasis on how the survey results ancl 
exposure in the media assisted NAA members could also 
• • • • increase part1c1pat1on. 

Based on these comments from discussion group partici­
pants, NAA is devising ways to highlight the online invitation 
to capture members' interest. We'll try to share with members 
the extensive media attention these annual apd quarterly 
results on industry growth receive, and how this exposure and 
the report information benefits the individual Auctioneer. · 
W€ will also make a point to be more diligent about inform­

ing members why their participation is so important. A large 
response rate is critical because it increases confidence in the 
results, and also provides the opportunity to expl0re activity 
within major auction specialty areas. 

When the email invitation to participate in the 3rd Quarter 
Survey is sent, you will notice format changes suggested by the 
discussion groups. Please take some time to review the invita­
tion and complete the survey. Relia.ble results about the 
growth of our industry are valuable to the media, the public, 
and of course, the NAA membership. 
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LiveAuctioneers launches new service 
On August 29 LiveAuctioneers.com launched the industry's 

most sophisticated streaming audio and visual technology, 

bringing the complete auction experience to bidders by 

enabling them to see and hear live auctions on their desktops 

in real time. eBay's 230 million users worldwide can meet 

Auctioneers face-to-face with this tenchnology. 

The Internet has broken down geographic barriers, allowing 

the auction industry to flourish, but online bidders have often 

been left in the dark -- until now. 

LiveAuctioneers.com is a premier destination for online par­

ticipation in top-quality auctions, hosting thousands of auc­

tions annually for 600 auction houses in 13 countries. 

Clients include: Sotheby' s, Phillips de Pury, Skinner, David 

Rago Auctions, John Moran Auctioneers, Cowan's, Garth's, 

N 

Neal Auction Company, Dumouchelles, Jackson's 

International, Alderfer Auction and many more of the finest 

auction houses in the world. 

Auction Sentry Deluxe Wins 2007 Peoples 
Choice Award 

Auction Sentry Software joined the ranks of Microsoft, 

Adobe and Corel it was awarded a 2007 Peoples Choice 

Award at the Software Industry Conference in Denver, 

Colorado. Their flagship software product Auction Sentry 

Deluxe was voted "Best Vertical Market Program or Utility". 

Users cast votes for the Peoples Choice Awards on web sites as 

CNet, PC World and Tucows. 
Auction Sentry Deluxe makes it easier than ever to find, track 

and win the auctions you want to win on 

eBay. Auction Sentry Deluxe will track 

all of your eBay auctions for you and 

Vice President 
2008 

place your bid just before the auction 

closes giving you the best chance of win­

ning - while you are away from your 

computer. 
Auction Sentry Deluxe will place your 

bid for you over your Internet connec­

tion just before the auction closes, giv­

ing you the last shot at the item you 

want to win and avoiding a "bidding 

war" that often starts when you bid 

early. This practice is called "sniping" 

and is the best way to win auctions at 

the lowest price. Auction Sentry 

Deluxe will synchronize your PC's 

internal clock with eBay's to ensure 

that your bids are placed exactly when 

you want them. 

I would appreciate 

your support 

in Nashville, Tennesse. 

,, 

Spanky Assiter, CAI 
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Auction Sentry Deluxe tracks all of 

your auctions for you displaying up-to­

the-minute information on each auc­

tion you are watching. Auction Sentry 

Deluxe will alert you whenever there is 

activity on any of the auctions you tell 

it to watch. If the program has been 

minimized it will pop up and display a 
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screen notifying you of the change. You can add auctions to 
watch one at a time or have Auction Sentry Deluxe sweep 
eBay and add all your auctions at once. The software's intu­
itive easy to use interface takes just minutes to master. Your 
auctions are organized and displayed in a color-coded grid to 
indicate whether you are the current high bidder, have been 
out-bid or have a snipe bid waiting to be placed. Details at 
www.Auction-Sentry.com. 

New PayPal service allows buyers to pay later 
PayPal, an eBay company, is now offering consumers online 

the service PayPal Pay Later, which allows allows merchants 
to offer promotional financing. Buyers that choose the pro­
motional offer can defer payments for purchases on partici­
pating merchant web sites, allowing them to shop now and 
pay later. 

The PayPal Pay Later service allows 
online merchants to offer a transaction­
al credit account with flexible financing 
options to buyers at check out - even if 
a buyer doesn't have a PayPal account. 
Financing options, such as no pay­
ments for 90 days, give merchants new 
and powerful ways to market to online 
shoppers. 

want and pay for it later - all with the peace of mind that they 
don't have to share credit card information over the Web." 

The PayPal Pay Later service is issued by GE Money Bank, 
one of the world's leading providers of consumer credit. 

"Smart, money managing consumers will find deferred pay­
ments to be an extremely easy way to buy what they really 
need or want now and plan out their payments in a way that 
best fits with their budget," said Margaret Keane, president 
and chief executive officer, GE Money - Retail Consumer 
Finance. "The new program is a great option for a total pur­
chase of $50 to $1,500, and we anticipate it will be a popular 
choice for larger ticket transactions and holiday shopping." 

PayPal's new deferred payment option is currently available 
to consumers and select merchants in the U.S. More infor­
mation about the company can be found at https://www.pay­
pal.com. 

Financing options and deferred pay­
ments have been proven to deliver 
increased sales and higher selling prices 
for merchants. According to a study 
conducted by Northstar Research 
Partners commissioned by PayPal, 56 
percent of PayPal users are more likely 
to purchase from a retail site if a PayPal 
deferred payment option is available. 

"The marketing battlefield of today 
is the Internet. Site Optimization, 
Research, Key Word Marketing, 
combined with Enhanced Landing 
Pages is where you need to be. 
Know how? Satellite does." 

- JereDaye 
CAI,AARE, GPPA, CAGA, MMB, RFSSI 

Board qfn-ustees, NationalAitetioneers Assn., • 
AARE Committee, Vice Chairman; GPPA Committee 

Nati.anal Sales Manager, Rowell Auctions 

"PayPal Pay Later makes offering 
PayPal even more attractive to mer­
chants because it gives them yet anoth­
er way to drive sales," said Stephanie 
Tilenius, vice president and general 
manager of PayPal Merchant Services. 
''And consumers get instant purchasing 
power because they can buy when they 

www.auctioneers.org 

The Marketing Choice for Premier Real Estate Auction Firms 
Complete Project Management- We Save You Time! 

800-510-LINK (5465) • info@satelliteprolink.com 
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City, IA in 1957. 
Established in 200 l, the SDM Hall of Fame now includes 

20 members who have all contributed greatly to the auction 
industry in South Dakota. 

The 46th Annual SDM Convention will be held June 5, 6 
and 7, 2008 in Aberdeen, SD. 

For more information about the South Dakota Auctioneers 
Association, contact them at ( 605) 923-4316 or visit their 
web site at: www.sdaa.net. 

NAA HEADQUARTERS 
NAA wants your news 
Auctioneer magazine and its sister publication, Auction World 

newspaper, are your publications. NM's publications depart­
ment 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, Association 
News and other sections of our publications. The staff is usu­
ally 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 mem­
bers of your staff, or any other news you believe will promote 
your business and be of interest to NM members, please send 
it by email or mail service to NM. Email to steve@auction­

eers.org, or send to Editor Steve Baska at 8880 Ballentine, 

Overland Park, KS. 66214. 

NAA establishes Auctioneer 
. 

magazine Editorial Board 
A new committee has been established to suggest improve­

ments to Auctioneer. 
This new editorial board includes chairman Stephen 

Karbelk, CAI, MRE, of Fairfax, VA; member Rob Doyle, 

CAI, of Pleasant Valley, NY; and member Deb Weidenhamer, 
CAI, of Phoenix, AZ. They will confer on a monthly confer­

ence call on ideas to improve all aspects of the magazine. NM 

members are also invited to submit input. Email your ideas to 
editor Steve Baska at steve@auctioneers.org. Auctioneer seeks 
to serve NM members by publishing stories that help mem­

bers improve their business operations and profitability, iden­
tify trends in the auction industry, and explain association­

related news, events and issues. 
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By Anne Houlihan 

Managing and motivating a diverse workforce can certainly 
be challenging. As more people from the youngest generation 
enter the workforce and work alongside the most senior 
employees, many managers are learning that a one-size-fits-all 
management style simply does not exist. 

The four generations now working side-by-side bring unique 
viewpoints to the table and let generation specific values guide 
their daily actions. Consider the following guidelines. 
1. Identify these four generations and their traits 
The first step to reducing conflict caused by generational dif­
ferences is to know which generation each of your employees 
fall into. The four generations are: 
• The Veterans, born between 1922 and 1946 
• The Baby Boomers, born between 1946 and 1964 
• Generation X, born between 1964 and 1980 
•The Millennials born between 1980 and 2000. 

Realize that each of these four generations grew up experi­
encing significantly different events that have shaped their values 
and their perception of work. For example, the Veterans went 
through World War II and grew up with a strict regimen. As 
such, quality, respect, and authority are important to them. 

Baby Boomers embraced the value of having to sacrifice to 
get ahead. All that sacrifice makes them very loyal. Generation 
X were the latchkey children who watched their Boomer par­
ents forge a new workplace. They were also the first genera­
tion to grow up with technology. As such, this generation 
cares more about productivity and less about the number of 
hours spent on the job. Millennials are a generation 
entrenched in technology. They are the consummate multi­
taskers and bore easily. 
2. Draw on the strengths of each generation. 

Once you know which of your employees fall into the vari­
ous generation groups, you can help them understand each 
other so they can focus on each other's strengths. Current 
research indicates that the majority of conflicts arise from the 
value differences of the age groups rather than the actual age 
difference itsel£ So it's more about "my values are the right 
ones and yours are not." For example, Veterans may think the 
"young kids" in the workplace are lazy, while the Millennials 
or Generation X' ers may think the Veterans and even Baby 
Boomers are too rigid. However, if all the generations are 
open-minded, they can learn much from each other. 
3. Adapt your management style for each generation. 

Leading four different generations often requires you to have 
four different management styles. For example, a Baby 
Boomer manager was managing a Millennial employee. Every 
day at 5 p.m. the employee finished his work for the day, shut 
down his computer, and headed home. Even though the 
employee was scheduled to leave work at 5 pm, and there were 

• ' 

no major projects or deadlines looming, the manager wanted 
to write up the employee for not staying later. The real prob­
lem was that the Baby Boomer manager valued long hours on 
the job, while the Millennial employee valued life balance. 
The point is that you can't manage according to your value 
system. Rather, you need to manage according to the employ­
ee's value system. 
4. Accept what you cannot change. 

No matter how hard you try, you cannot change the gener­
ations. Instead, acknowledge the validity of each generation's 
values and change how you motivate the different genera­
tions. That is, incorporate different motivational techniques 
into your management style. Find out what each person wants 
as a motivational incentive. Ask your employees what they 
find motivating and then offer that incentive. 

Author Anne Houlihan is President of Satori Seal where she 
tripled revenues in one year and increased profits 140% with 
her innovative budgeting and leadership techniques. For more 
information on her speaking and consulting, go to www.gold­
enkeyleadership.com or call (951) 235-5405. 

ANTIQUES FROM BRITAIN & EUROPE 
$1.50 to the£ 1 =is what I'm offering on the exchange rate. 

The banks rate is more like $1.90toa£1 maybe higher. 

Goodfellow antiques needs to stay in business which is exporting antiques, 
so we are offering all customers an exchange rate of a dollar fifty to the 
British pound. Prices are less now than they were ten years ago. We want · 
you to make money. To stay afloat in the export trade, to continue to create 
business I'm saying to all of you auctioneers and dealers out there: 

If for any reason any item of furniture selected for you in the load isn't up 
to your expectations - I will refund your money. 

We have been in this business for 38 years. Our customers will tell you 
themselves what they think of the quality and of the expert packing of clean 
pre 2nd world war Edwardian & Victorian 200 items of furniture. 

The load is insured; you can select from pictures; your shipment takes five 
weeks to arrive at your door; we assist you with a broker at the port of entry, 
delivery is to your warehouse and you pay the freight only when your 
shipment is in the USA. No agent's fees, no packing charges, just straight 
honest deals. 

Order your next 40ft. container of antiques and pay only $1.50 to the 
sterling pound. Take a good look at our new web site pictures of the varied 
selection you would have on your own container costing out from only 
$12,000 for profitable antiques, not reproduction and a money back 
guarantee. Select your own personal load now at: 

www.Goodfellowantiques.com 
Email me at g.goodfellow@btinternet.com 

Phone: 011 44 1745 870 699 
mobile: 011 44 0777 5748009 
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ALABAMA 
C Phillip Christopher . . 
John Stewart Auction Co. Dick Chittam Realty 
24175 Piney Creek Dr., Athens, AL 35613 
(256) 232-2733, 

William Faulkner 
Exclusive Sales Company 
2222 East Arbor Drive 
Huntsville, AL 35811 
(256) 536-8903, esac@hiwaay.net 
www.exclusive-sales.com 

Ed Hughes . 
United Country-Properties South, Inc. 
325 Ross Clark CR, Dothan, AL 36303 
(334) 793-0079, (334) 793-1777 
ehughes@propertiessouth.com 
www.propertiessouth.com 

Russell Johnson 
United Country Land (rafters 
10519-B Vaughn Rd., Pike Road, AL 36064 
(334) 277-6501, (334) 277-6502 
rjohnson@thelandcrafters.com 

Calep Lewis 
United Country Hometown Properties, LLC. 
p O Box 190402, Mo bi le, AL 36619 
(251) 295-8066, (866) 731-8169 
lewis@unitedpros.com 
www.UnitedPros.com 

ARKANSAS 
Caleb Taylor 
T & S Auction Service 
P.O. Box 55, Maynard, AR 72444 
(870) 647-8910, tscalebtaylor@yahoo.com 

ARIZONA 
Lou Sagar 
Auction Floor, Inc. 
P.O. Box 6216, Scottsdale, AZ 85261 
(480) 905-3178, (480) 905-3180 
jkacic@auctionfloor.com 

CALIFORNIA 
Tony Ballejos . 
Sea2theD Real Estate Auctions 
541 o La Palma Ave., La Palma, CA 90623 
(310) 750-7790, (714) 252-0040 
tony_ballejos@yahoo.com 

Cheryl Dove 
Pacific Auction Exchange 
P.O. Box 613, Loomis, CA 95650 
(916) 899-0186, calgoldhomes@yahoo.com 

Ted Golshanara 
Pacific Auction Exchange 
9039 Parachute Ct. 
Fair Oaks, CA 95628 
(916) 342-2818, (916) 966-8032 
i nfo@ta I ktoted.com, www.taIktoted.com 

Trish Hoglander 
Propertyauctionsusa.com 
P.O. Box 284 
Lake Forest, CA 92609 
(949) 892-8658 
trishsomebody@yahoo.com 
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Jackie Leonard 
Pacific Auction Exchange 
p O Box 1609, Oroville, CA 95965 
(530) 532-3300, (530) 871-1927 
jackie@jackieleonard.net 

Mehdi Maroufi 
Maroufi Fine Rugs and Antiques 
7629 Girara Ave. 
La Jolla, CA 9203 7 

Bill Menish 
14580 Kent Hill Way, Poway, CA 92064 
(858) 665-4098, billmenish@cox.net 
www.n bcsa nd iego.com/meetthenew­
stea m/1288038/ deta i I.html 

Donald Shearing . . . 
Nextgen Properties, Ind. Oba Pac1f1c Auction 
Exchange 
19404 Hollow Lane, Redding, CA 96002 
(530) 510-6090, (530) 222-4843 
dshea ri ng@shasta.com 

Gina Sleeman 
Omega 
PO Box 11216 
Whittier, CA 90603 

Richard Sleeman 
Omega 
PO Box 11216 
Whittier, CA 90603 

COLORADO 
Rick Bowen 
131 o Sapphire Ln., Longmont, CO 80504 
(303) 588-2737, rcabowen@comcast.net 

Christine Dickensheet 
Dickensheet & Assoc 
1501 w. Wesley Ave., Denver, CO 80223-4238 
(303) 934-8322, (303) 934-8252 
www.dickensheet.com 

CONNECTICUT 
Laura Ritter 
POM Estate Sales and Auctions 
60 Oakwood Ave., Waterbury, CT 6708 
(203) 241-8153, laurajeanr2003@yahoo.com 

FLORIDA 
Josie Aborlleile 
Realty Auctions Intl. LLC 
1990 Main St., Ste. 750 
Sarasota, FL 34236 
(941) 726-2400, (941) 748.-9~87 
josie@ejosie.com, www.eJos1e.com 

Richard Green 
Auction Online Real Estate LLC 
2641 E Oakland Park Blvd #4 
Fort Lauderdale, FL 33306 
(954) 289-2771, (954) 337-2672 
rg@auctiononlinerealestate.com 

Leslie Guillot 
Ritchie Bros Auctioneers 
3052 NE 103rd Ave 
Okeechobee, FL 3497 4 
(863) 763-8097, (863) 763-2075 
jguillot@rbauction.com 

Henry Robinson 
US Auction Realty 
2709 West Eddy Drive 
Tampa, FL 33614 
(813) 414-0980, (813) 354-3482 
mail@usauctionrealty.com 
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GEORGIA 
James Chancellor 
Hawkinsville Auction Gallery 
3948 Industrial Blvd 
Hawkinsville, GA 31036 
(478) 783-4343, (478) 892-8777 
sdcha nce@bel I south.net 

M. Jayne Fox . . 
Brunswick Estate and Auction Service 
3431 Post Road 
Hortense, GA 31543 
(912) 427-0038, (912) 530-8871 
ragsfox@adelphia.net 

Radford Fox 
Brunswick Estate & Auction Services 
3431 Post Road 
Hortense·, GA 31543 
(912) 282-6468, (912) 530-8871 
foxrad@gate.net 

IDAHO 
Albert Stewart 
1378 N Oak Creek Way 
Meridian, ID 83642 
(208) 888-3429, n2toys@hotmail.com 

ILLINOIS 
Thomas Fiero 
Bloomington Auction Gallery 
300 E. Grove Street 
Bloomington, IL 61701 
(309) 828-5533, (309) 829-2266 
tfiero@mindspring.com 
www.joyluke.com 

Bridget Ingram 
Pharis Moore Auctions 
211 Staley St., Carmi, IL 62821 
( 618) 382-7622, ( 618) 382-4942 
bravgirl34@yahoo.com 

Arthur Van Der Vant 
Major Enterprises, Inc. 
8035 N. Milwaukee Ave. #2 
Niles, IL 60714 
(847) 268-3379, (847) 268-3444 
art@majoronline.com 

Ryan Wankel 
Auction Ink 
853 W Superior, Jacksonville, IL 62650 
(217) 371-0981, ryanwankel@msn.com 

KANSAS 
Eric King 
Purple Wave Auction 
Manhattan, KS, 66502 
(415) 215-9687, eric-k-king@yahoo.com 

Ralph Mcleod 
211 Kellogg Ln 
Auburn, KS 66402 
(785) 249-5916, mcleod4@cox.net 

Alan VanNahmen 
Purple Wave Auction 
701 Enoch Lane 
Manhattan, KS 66502 
(785) 537-5057, (785) 539-5356 
a la n V@purplewave.com 

KENTUCKY 
John Ballard 
M-7 Properties & Auction 
p O Box 66, Nicholasville, KY 40340 
(859) 327-5921, . 
reti reda nd broke@hotma 1 I.com 
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LOUISIANA 
Brian Fourroux 
S 1 S Court St., Port Allen, LA 70767 
(22S) 346-0896, (22S) 383-4727 
bfourroux@aol.com 

Charles McMillin 
1423 N Beech St., Westlake, LA 70669 
(337) 488-4848, 
hal.mcmillin@levingston.com 

James Summers 
1033 S. River Rd., Denham Springs, LA 70726 
22S66SS1380,(22S)664-0766 
jimmy@lasalesinc.com 

MARYLAND 
Jeffery Shelton 
Beltway Auctions 
P.O. Box 448S4, Fort Washington, MD 20744 
(202) 34S-SOOO, (888) 292-4244 
beltwayauctions@aol.com 

MICHIGAN 
Mary Mishler 
M LM Realty LLC 
2SO Monroe NW #400, Grand Rapids, Ml 49S03 
(616) 942-9298, (866) 863-7SS2 
mary@mlmrealtyllc.com 
www. m Im rea ltyl I c.co m 

Trent Stowe 
First Empire Auction Group 
802 W Lake Lansing 
East Lansing, Ml 48823 
(S 17) 203-4814, (S 17) 203-481 S 
tastowe@comcast.net 

Steven Zieman 
Auction lnt'I Enterprises 
672S Daly Rd, #2S 1201 
West Bloomfield, Ml 4832S 
248-363-8038, ziemanint@aol.com 

MISSOURI 
Gregg Sellers 
Sellers Auction Service 
P.O. Box 22S, Montreal, MO 6SS91 
(S73) 346-S02S, (S73) 346-S02S 
g regg_sel lers@ca mden mo.org 

MONTANA 
Kayla Clark 
United Country Tri-West 
P 0 Box 3391, Missoula, MT S9806 
(406) 240-3363, (406) 37S-120S 
kayla@triwestre.com 

NORTH CAROLINA 
Joanne Christman 
A To Z Auction Services 
361 Palmer Street, Albemarle, NC 28001 
(704) 98S-1876, stories@vnet.net 

NEW HAMPSHIRE 
T Maggie Rose 
Classic Auction Service 
176 Porcupine Circle, Salem, NH 3079 
(603) 898-031 S, (603) 898-0377 
ClassicAuctionService@juno.com 
www.ClassicAuctionService.com 

NEW JERSEY 
Todd Cohan 
T Michael Auctions 
28S Davidson Ave Ste S04 
Somerset, NJ 8873 
(732) 469-1300 x 18, (732) 469-1333 
amarks@tmichaelauctions.com 

www.auctioneers.org 

Michael Lirones 
Gold Realty Auctions, LLC 
926 Haddonfield Rd, #111 
Cherry Hill, NJ 8108 
(21 S) S 10-9767, (21 S) 3S9-1986 
auctions@listwithgold.com 

NEW MEXICO 
Jill Cook 
6 Quemazon Place, Los Alamos, NM 87S44 
(SOS) 661-8202, 
jill@fundraisingsolutionsnm.com 
www.f u nd raising solution sn m .com 

OKLAHOMA 
Jim Halperin 
Auction Network 
7666 E 61 st St Ste SSO 
Tulsa, OK 7 4133 
(800) 872-6467, (214) 443-842S 
jim@HA.com 

Robert Merrill 
Auction Network 
7666 E 61 st St Ste SSO 
Tulsa, OK 7 4133 
(800) 872-6467, (214) 443-842S 
bluepanda@comcast.net 

Kelley Norwine 
Auction Network 
7666 E 61 st St Ste SSO 
Tulsa, OK 74133 
(800) 872-6467, (214) 443-842S 
KelleyN@HA.com 

Tava Smiley 
Auction Network 
7666 E 61 st St Ste SSO 
Tulsa, OK 74133 
(818) 703-6707, (818) 703-7197 
g len@synergy-mgmt.net 

PENNSYLVANIA 
Raymond Butchko 
Higinbotham Butchko Auction Service 
219 Dogwood Drive 
Dunbar, PA 1 S431 
(724) 628-3947, 
skibear@zoominternet.net 

SOUTH CAROLINA 
James Derrick 
300 Candi Lane 
Columbia, SC 29210 
(803) 779-4S03, 
info@jimmyderrick.com 

TEXAS 
Larry Carnes 
12 Winged Foot 
Conroe, TX 77304 
(936) 788-3409, carnes2@peoplepc.com 

D.A. Cisneros 
614 C S. Business l-3S 
New Braunfels, TX 78130 
(979) 2SS-4S 18, dtmS3S@yahoo.com 

Lou Fausak 
Legend Sales Inc. 
272S Green Oak Crt 
Highland Village, TX 7S077 
(972) 822-0066, 
lfausax@legendsales.com 

Samuel Foose 
8618 Bacardi Dr. 
Dallas, TX 7S238, (214) 341-0877 
samf@ha.com,www.ha.com 
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Edward Lewellen 
DS News 
689 Airport Freeway, Hurst, TX 760S3 
(817) S60-617S, (817) S60-619S 
ed.lewellen@mmgweb.com 
www.dsnews.com 

Matthew Pappas 
American Heritage Enterprises 
P 0 Box 100 
Ben Wheeler, TX 7S7S4 
(903) S90-0604, 
matt@american HE.com 

VIRGINIA 
Kathy Armengo 
USA Today 
79SO Jones Branch Rd 
Mc Lean, VA 2210.6 
703-8S4-S936, 
karmengo@usatoday.com 

WISCONSIN 
Wade Micoley 
Micoley & Co. 
2360 Dousman Street 
Green Bay, WI S43.03 
(920) 662-1000, 
wadem@micoley.com 

WYOMING 
Jason Claiborne 
Claiborne Auctioneers, LLC 
3236 E. Grand Ave. #I 
Laramie, WY 82070 
(800) 218-6861, (888) 210-8104 
jasonclaiborne@mac.com 

BRAZIL 
Fabio Zukerman 
Zukerman Leiloes 
Rua ltapicoru 471 AP 141 
Sao Paulo, SP Brazil 
+SS 11 38013004, same 
fabiozukerman@vol.com.BR 
www.lgilaodemotos.com.br 

CANADA 
Karl Werner 
Ritchie Bros. Auctioneers 
6SOO River Rd 
Richmond, BC V6X 46S 
(604) 273-7S64, (604) 270-6197 
kwerner@rbauction.com 

DENMARK 
Sharon Marcussen 
Ulnkkenburg Pleads #1 
Lyngby, 2800 
s-marcussen2003@yahoo.com 

VENEZUELA 
Maria Pinero 
Corporacion Price International CA 
Multicentro Empresarial Del Este. Edif. 
Libertador.NucedA.P-12of 124, Caracas 1060 
S8 412 726 2168, 
maria.pinero@priceintl.com.ve 
www.price.com. ve 
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Your c.'11s1on1 
/111pri111 H ero 

Your c11s1on1 
l n1pri111 Hero 

Your business card 

reproduced on front, 

full 2008 calendar on 

back; constructed of 

durable plastic. 

A calendar serves as a point of reference viewed countless times a day. It says something about us when we display it in our space - telling 

the world where we live, what we like, how we work, or what is meaningful to us. Careful targeting, clear messaging and long term visibility 

turn these beautiful, richly colored calendars into a high-impact low-cost advertising tool. We have a wide variety of stock options available. 

Visit the NEW NAA Merchandise Center online 
and order your Customized Calendars today! 

Call toll free 866.305.lNAA (7622) 

You can visit the Merchandise Center by clicking on the link at www.auctioneers.org. 

There are many other stock items available to select from, as well as made-to-order merchandise. 
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National Auctioneers Foundation 2007 

1 
Future sites of NAA Conference and Show 

• 

2 3 . 4 5 6 7 8 July, 7-12, 2008: Nashville Convention Center & Renaissance Hotel, Nashville, TN 

July, 13-18, 2009: Overland Park Convention Center, Overland Park, KS 

9 10 11 12 13 14 15 
July 2010: Indianapolis, IN 
July 2011: Orlando, FL 
July 2012: Spokane, WA 

16 17 18 19 20 21 22 

25 26 27 28 9 

president's online chat, continued from 7 

Question: What can we do to help you and NAA move forward in the coming 

months? 
Answer: I suggest each member could sign up one new member and introduce that 

person to NAA's education and to their own state Auctioneer association and to 

NAA's Conference and Show. That will be of tremendous help to that new member 

and that person, in turn, will bring new ideas to NAA. 

Question: How can Auctioneers build relationships with attorneys to gain them 

as clients? 
Answer: Find them and take them to lunch. Lay out what you can do to benefit that 

attorney. And be persistent. They may decline to meet with you at first, but later 

they will give you a chance. Be ready. 

Question: What is the greatest threat to the auction industry? 

Answer: It's the perception that auctions are not the first choice to sell properties. 

But we can turn that around. An example was the Jackie Kennedy estate. The peo­

ple in charge of the estate chose to sell by auction because they knew it would bring 

the highest value possible. We need to treat every auction in that way. 

To join the next event, on Sept. 4, all NAA members with email addresses will 

receive an email, early in the day of the chat, with instruction on how to log in. In 

the middle of that email message is a live link called ((Click here at 6:45 p.m to join 

the chat" link which takes you directly into the chat. You will then need to hit the 

"join" button and enter your first and last name and e-mail address. You will also 

have to download software prior to the link so you can view the streaming video. 

www.auctioneers.org Auctioneer September 2007 

For more 
Information Call 

1-800-272-5548 

Columbus, Nebraska 
perform@megavision.com 

For All of Your 
Auction Printing Needs 
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per job. Third, the IRS will evaluate the type of relation­
ship the business has with the worker. At this point in the 
analysis, the IRS will consider written contracts describing 
the type of relationship the parties intended to enter, as well 
as the benefits (insurance, vacation pay, pension plan, etc.), 
if any, the business provides the worker and the permanen­
cy of the work. 

Let's examine an obvious difference by comparing a gro­
cery store cashier and an Auctioneer under the above analy­
sis. Grocery store cashiers are usually managed and con­
trolled by the business and use the business's tools: cash reg­
isters and scanners. A grocery store cashier usually is pro­
vided with a checkout line, smock, and nametag to perform 
their duties. Grocery store cashiers are usually required to 
be at work by a certain time, answer to management and 
are required to follow company policies while at work. On 
the other hand, Auctioneers operate with more independ­
ence and meet with clients at all times of the day. 
Auctioneers usually provide their own automobiles, equip­
ment, are licensed professionals and set their own sched­
ules. 

Grocery store clerks are generally paid on an hourly basis. 
Once the grocery store clerk clocks in, he or she is being 
paid for the time they spend at the job. Auctioneers are paid 
a commission. This means an Auctioneer's payment is 
based on their success in selling real estate and merchandise 
at auction. Auctioneers usually control the progress of their 
work. 

Instead, a grocery store clerk does what they are instruct­
ed to do while at work. In other words, Auctioneers enjoy 
a certain amount of independence in carrying out their 
objectives in comparison to a grocery store clerk. The 
degree of control the person has over their work is often an 
important consideration for courts in determining whether 
there is an independent contractor or employee relation­
ship. 

In most instances, grocery store clerks are not likely to 
have a written contract with the grocery store. All 
Auctioneers should have a written and signed contract with 
the seller that defines the functions of the Auctioneer and 
the expectations of the seller. A contract will illustrate the 
intentions of the parties. Further, it will demonstrate that 
the Auctioneer is not a long-term employee because his or 
her services are to auction property on a certain date. In addi­
tion, a written contract will explain the terms under which 
the Auctioneer earns a commission, which will usually be a 
percentage of sale proceeds. 

While having an independent contractor agreement defines 
the parties' obligations and responsibilities, the factual analy­
sis will generally determine whether there is an employer-

is essential you make this your number one marketing tool. 
Long range possibilities for this site know no bounds. 
• The International Auctioneer Championship crowned 
two fabulous new NAA ambassadors. Denise Shearin and 
Bryan Cox. The new Junior International Auctioneer 
Championship crowned a very capable Trev Moravec. He 
could have been in the finals of 
the open division. This was a 
spotlight on those that are the 
future of our industry. 

The new International 
Ringmans Championship 
crowned the very enthusiastic 
Angie Meier, a young lady from 
Texas that runs on high octane! 

These events spotlight that spe­
cial talent of the Auctioneer that 
makes the world say '~uctions are 
Fun." These are the events that 
highlight that special ingredient 

REMEMBER 
TO VISIT 
WITHNAA'S 
PRESIDENT 
ON THE 
INTERNET 
THE FIRST 
TUESDAY OF 
EVERY 
MONTH AT 
7:00 P.M. C.S.T. 

the Aauctioneer brings to the world of marketing. It is found 
in the core of the individual human spirit, something that 
can't be duplicated by any system or machine. 

Please don't be among those that miss out next year at 
Conference and Show in Nashville. It takes two to make a 
handshake. NAA is offering its hand; please do your part and 
accept it. Commit today, remember that is the first step. 

Every journey begins with the first step; you will find the 
rest of the steps will automatically come one after the other. 

I would be remiss if I did not offer a very special thank you 
to my good friend Bill Sheridan, NMs immediate past pres­
ident, on behalf of each and every member. He is a special 
Auctioneer and gentleman that gave us unending commit­
ment and unwavering leadership throughout this past year. 

Until next time, give life and your auctions the very. best 
you have to offer every minute of every day. 

Tommy Williams 

employee or principal-independent contractor relationship. 
The factors discussed above offer insight as to how a court 
and/ or the IRS may review the facts of a relationship between 
a worker and company. For further explanation of the IRS 
multi-factor test, please visit the IRS website for an electronic 
version of Publication 15-A, at www.irs.gov/pub/irs­

pdf/pl 5a.pd£ 
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Thank you to our advertisers 

that sold to a European buyer for $27, 140 against a pre-sale 
estimate of $4-$7, 000. 

European sculpture was well represented with over 50 
bronzes and other sculptures being offered including a 13.2" 
study for Monolith, by Norwegian sculptor Gustave Vigeland 
(1869-1943) that sold to a Canadian buyer for $25,960. A 
38" Italian carved marble figure of an Odalisque sold to a 
German buyer for $8,850. A 15" model of Credo by Emanuel 
Fremiet set on an elaborate base sold for $7,670.00. An 
example of Turkish Horse by Antoine-Louis Barye measuring 
4.8 inches sold for $7,670.00 and Barye's Tiger Devouring a 
Gavail sold for $ 5, 192. 

By far the greatest excitement was created by the ferocious 
bidding on Russian works. The one piece that stole the show, 
was a 13 inch silver Faberge kovsh which carried a pre-sale 
estimate of $20-$25,000 and ending up selling for $147,500. 
A five-piece Russian silver samovar and tea set in the Pan 
Slavic style sold to a buyer from Moscow for $87,320. A 
diminutive 3-inch enamel icon of St. George by Ovchinnikov 
opened at $10,000 and battled back and forth between two 
phone bidders finally crossing the block at $73, 160- a record 
for such a piece. 

European works faired well too, as an example a carved 
wood triptych in the Neo-Gothic style containing three hand 
painted porcelain plaques of religious scenes and dated to 
circa 1890 sold for $18,880. A pair of 18th century carved 
ivory figures of St. John the Baptist and the Virgin and Child 
did $9,700. A Pope Pius XII worn zucchetto sold for $5,900. 
A group of three 19th century French gilt bronze freestanding 
reliquaries totaled $5,075. A pair of small 19th century carved 
ivory figures of Saints Constantine and Helen measuring just 
5.5 inches sold for $4,248. A 19th century French carved 
ivory plaque depicting French Royalty and measuring 4 inch­
es by 7 inches sold to a California buyer for $3,540. 

American paintings and sculpture sold next with a 9" x 22" 
Marvin Cone barn scene leading the way at $82,600. Another 
Cone, a still life with flowers, sold for $27,140. Two very 
small paintings by Levi Wells Prentice saw a good amount of 
interest. The first being a 6" x 9" painting of Spilled 
Raspberries that sold for $21,240, followed by a 4" x 1 O" 
landscape by Prentice that sold for $10,620. A 1 O" x 8" still 
life by C.P.Ream sold for $7,080. 

Other Asian works of interest include a group of 15 snuff 
bottles that sold for $15, 104. 00. A 20 inch carved marble 
relief depicting a Bodhisattva of Compassion that sold for 
$8,850 against an estimate of $800-$1,200. A 19th century 
Chinese blue and white porcelain figure of a Taoist worthy 
sold for $4,484.00. 

For questions on this auction 
Jackson's at (800) 665-67 43. 

• or past auctions contact 

1-800 The-Sign.com 

Amplivox Sound Systems 

Assiter, Spanky 

Auction Flex 

Bidz.com 

CUS Business Systems 

E. R. Munro 

Fourth Wave 

Goodfellows 

Hot Wire Data 
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Kiefer Auction Supply Co. 
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INTERNET TRICKS AND GREAT PLACES 

TRICK #1: VOICE MAIL SUPER TRICKS 
http://www.youmail.com 

Think of the possibilities if you could have different voice mail greetings for different callers to 

your cell phone. A very professional one for your boss or clients. A wild one for you crazy friend. 

How about "This line has been disconnected" for your ex-friends? . 

JOHN PECKHAM IS THE 

EXECUTIVE DIRECTOR 

FOR THE REAL ESTATE 

CYBERSPACE SOCIETY. 

IN THIS COLUMN IN 

AUCTIONEER, 

CNBC, the Chicago Sun-Times, New York Times and San Francisco Chronicle have featured this inter­

esting service that replaces your cellular voice mail with a significantly better voice mail system that 

includes a set of cool new features like personalized greetings for each caller, online voice mail access, and 

complete control over who can leave you a voice mail. 

If nothing else, this is worth a visit just to listen to some of the clever voice mail messages these 

folks have put together for the asking. And, this service is on the house. 

HE PROVIDES TIPS 

FOR USING 

TECHNOLOGY 
TRICK #2: RECOVERING DELETED FILES 
http://www.pandorarecovery.com/ 

IN THE BUSINESS 

WORLD. If you have ever accidentally deleted files from your recycle bin, stick around. Companies get rich from 

offering recovery service and/or expensive software to recover from our accidents. Now comes an 

undelete program that PC World Magazine rated "Very Good" that you can use to recover those delet­

ed files in the blink of an eye. When you read the help file you will find that there are a couple of tech­

nical issues to be aware of, but the program is relatively easy to navigate. 

80 

This is a good program to have available right after one of 

those "oops" moments. And, unlike the big expensive pack-

Why TASS? ages, this little gem is free. 

One price-Unlimited workstations 
One price for Tech Support 
Annual lease program 
Personal setup (250 miles) 
Wireless Clerking 
Windows based/easy to navigate 
24/7 Tech Support 
Economical 
Credit Card Processing 1. 7 5% 
*NOW with Multi-Par™!!!! 

TASS is designed by Auctioneers FOR Auctioneers 

*User Friendly/Windows based *Automated email capability 
*Manage multiple auction *Wireless or LAN ready 
*Instant calculation of sales totals *Bad check database 

Wireless Credit Card Processing NOW available 

For more infor1nation, go to www.tass-software.com 
Or call 866-609-3994 

GREAT PLACE #1: MICROSOFT'S TOP 
SECRET PROJECT 
http://link.brightcove.com/ services/ player/ 
bcpid932579976?bclid=9325530SO&bctid=9337 

Want to see the next level of computing? The folks at 

Popular Mechanics put together an extremely interesting 

video showing Microsoft's new "Milan" project. Here you 

will see a demonstration of Microsoft's new "Multi-Touch 

interface" that for now is built into a coffee-table design. 

You almost need to see the demo to appreciate how truly 

revolutionary this product is. You can upload files by simply 

placing a device - like a digital camera - on the table top. You 

can physically move files around with your hands. You can 

even enlarge or reduce the size of a photo image with the 

swipe of your fingers. Lots more and like they say - "You 

gotta see this to believe it." 

Copies of all previous "Real Estate CyberTips" columns complete with all direc~ link~ are available 
at www.REcyber.com/reintelligence/cybertips.htm. Jack Pec~am is the ~xecunve D1!ector of the 
Real Estate Cyberspace Society and can be reached by E-mail at bostonJack@~arthl_1nk.net . T he 
Society's worldwide web office is open 24 hours a day at www.REcyber.com . Direct links for each 
of the tricks and places here or in any previous Real Estate Cyber T ips Colu~ns. are avai~able at 
www.REcyber.com/reintelligence/cybertips.hrml. SroneAge readers can obtain 1nformanon on 
Society membership by calling 888-344-0027. Copyright (c) 2007. RECS. 
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Repairin your usiness re ationshi 
By Dr. Gary Bradt 

If you are in a relationship that's not working right now at work 
or home, the question is what are you going to do about it? 

Here's what you could do: I'm going to give you five tools; 
five ideas and steps on how to retrieve broken relationships at 
work and home. These tools will help you fix your relation­
ships, if you apply them to yourself Please note: You can't fix 
anyone else! If you want others to pick up these tools, then be 
a role model and pick them up first. 
1. Preventive maintenance: Treat those you know best like 

strangers. Often we treat perfect strangers better than we treat 
the people we live and work with everyday. Kind of crazy 
when you think about it, so here's the first tool to try: treat 
those you know best like strangers. That means being polite, 
regularly saying please and thank you, and perhaps biting 
your tongue occasionally. It means doing the little things that 
can make a big difference, like dressing nicely at home, not 
just at work; holding doors open; making eye contact; smil­

ing; and picking up after your self, instead of complaining 
about those who leave the kitchen or break room a mess. 

2. Swallow your pride and learn how to say 'I'm sorry.' For 
some of us, this one is hard to do. For all of us, it's incredibly 
important. Grievances, imagined or not, remain unresolved 
when we can't, or don't, chose to express remorse for our part 

in helping to create them. All manner of things may get in our 
way of saying we're sorry: ego; a need to be right; ignorance; 
and arrogance. 

3. Repeating your point won't get you heard, but listening to 
theirs will. Often, we scream at each other across the rubble that 

divides us, versus working to collectively remove it. We get so 
caught up in our need to justify our actions, prove others 
wrong, and to dazzle with our logic that we lose track of the 
outcome we are after - a stronger relationship. You already 
know your point of view. Repeating it over and over (or louder 

and louder) is not likely going to make others suddenly agree 
with you. In fact, just the opposite is more likely: They'll argue 

with you even if they agree with what you're saying! 

4. Figure out who wants it more and then let go. Usually, 
like a stream carving a canyon, it's the little things that wear 
relationships down over time. Whether its fights at home over 

a messy household, or fussing at work about keeping the 
break rooi:n or workstation tidy, these minor nuisances play a 
major role in decaying goodwill over time. When there is a 

disagreement about how to go about something, e.g. whether 
to fly or drive for vacation, whether to visit or call the client, 
go with the person who has the most energy over the issue. If 
it matters more to them than you, do it their way. Stop turn-

. 
ing pebbles into boulders. 

5. Have goals together and you'll grow together. 

Relationships are dynamic, moving, changing organisms, 

because people are. When we stop growing together, that's when 
we start dying together. It's easy to fall into relationship ruts. We 
assume we know everything there is to know about someone and 
we stop learning, or even paying attention, to who they are now. 
If they change or grow, we don't notice. If their skill set expands 
at work it's invisible to us. It's like being in relationship with a 
picture of a person, rather than with the person themselves. 
Having a purpose, a goal, a challenge you are pursuing together, 
will help maintain forward momentum in all of your relation­
ships. Setting goals and meeting challenges together renders rub­
ble as incidental. Pursuing mutual goals may even transform 
rubble into stepping-stones that lead to personal growth, 
enhanced mutual understanding and a shared sacrifice that may 
ultimately draw you closer together. 

Author Dr. Gary Bradt is one of today's most popular speakers 
on the leadership circuit, addressing corporate audiences around 
the world on the issue of change and success. Dr. Bradt s new 
book, "The Ring In the Rubble: Dig Through Change and Find 
Your Next Golden Opportunity, " is available in bookstores 
everywhere. For more information on Dr. Bradt s book or speak­
ing, please contact: www.ringintherubble.com. 

OCM Power Call 
' 

... Notification Calls Made Easy! 

• Automated Notifications 
• 

• Increase Your Attendance 

• Reduce Marketing Costs! 
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Have you always heard about CAI and wondered what Indiana University was like? Did 

you attend CAI? Would you like to revisit Indiana University and catch up with old 

friends? 

The NAA Winter Seminar is just the opportunity for you to do this and so much more. 

Seminar participants may choose to attend sessions in just one track or they may switch between. 

Human Resources Track: 

Making Practical Sense of Legal Compliance 
This session will assist managers with gaining an understanding of their responsibilities in legally dealing with 
sensitive human resource issues. 

Motivating & Engaging Your Employees 
This session is focused on the ongoing process involved in motivating and retaining employees. 

From Strategic Planning to Strategic Doing 
This highly interactive, idea-packed session will give participants new and fresh ideas for executing their 
strategic plans (i.e. mission, vision, and values for an organization). 

Improving Employee Performance 
One of the most difficult tasks managers face is motivating employees to improve performance. This session 
will provide participants with simple and proven techniques to help improve employee performance. 

Sessions conducted by Flashpoint Human Resources Consultants. 
You need more than good ideas. You need a plan to take your business strategies into reality. 

Flashpoint can show you how. 

Healthy Lifestyles Track: 

Walking the Line ... Balancing Your Life between family, work, and setting goals to reach your potential, 
presented by Christie King, CAI, AARE 

Diet, Stress Relief, Physical Fitness 
Various professors from the Health, Physical Education, and Recreational Sciences department of Indiana 
University, Bloomington, will present topics to help Auctioneers and their staffs maintain their health and 
relieve stress. 

The Winter Seminar will begin with registration and a reception on Sunday evening. Monday evening there 
will be a Fun Auction. All meals are included in the registration cost of $325 (early registration), $375 after 

November 10th. 

If you have any questions, or to register, please contact either Pam or Lois at the Education Institute, 
telephone 913.541.8084, ext. 23 or 28. Full registration details, and a registration form, will be included in the 

October Auctioneer. 

.. 



.. 

' 

.. 

NAA Membership and Meetings 
For meeting registration, membership applications, and changes to your 
membership record, contact the NAA Member Service Department by phone: 
913-541-8084 or 888-541-8084,ext. 15; fax: 913-894-5281; or -e-mail: 
info@auctioneers.org. 

St. Jude and NAA Partnership 
NAA members have raised nearly $4 million 
to help children since 1999. Opportunities 
for members to participate vary from 
donating a percent of auction proceeds to 
holding a "special" fundraising auction for 
St. Jude Children's Research Hospital. 

International Auctioneer 
Championship 
NAA hosts the largest bid-calling 
championship in the world each July during 
the annual Conference and Show. 
Participants can register beginning in 
February through the Conference and Show 
registration process. This contest has both a 
men's and women's division and awards a 
$10,000 cash prize, a trophy and ring. A 
promotional video will also be aired 
nationwide and feature the winners. 

International Junior Auctioneer 
Championship 
The NAA's youngest Auctioneers compete 
in a bid calling contest in front of a live 
audience each July during the annual 
Conference and Show. Open to youth 
age 12 to 21, the IJAC Champion will win 
$1000, a trophy and complimentary 
registration into the adult division of the 
International Auctioneer Championship 
once the winner meets the minimum age 
requirement for the IAC. 

-

International Ringman 
Championship 
Professional Ringman to be featured in 
NAA's Ringman Competition.Ringman 
play a vital role and have significant 
impact on the success of an auction. NAA 
is eager to recognize their efforts and 
reward them for a job well done. A trophy, 
a $5000 cash prize and a championship 
ring will go to the champion of the IRC, 
sponsored by the Professional Ringman's 
Institute. A promotional video will also be 
aired nationwide and feature the winner. 

National Auctioneers Day 
On the third Saturday in April, National 
Auctioneers Day is designated to recognize 
the creative efforts of Auctioneers and the 
benefits of the auction method of 
marketing. For more information about 
National Auctioneers Day see the March 
issue of Auctioneer. 

NAA Marketing Competition 
NAA has developed a special awards 
program to recognize the creative efforts of 
Auctioneers. The award presentations take 
place during the annual Conference and 
Show in July. Call for entries along with the 
rules and regulations are included in the 
Conference and Show brochure that is sent 
with the February magazine. This was 
formerly called the Photography, Advertising 
and Auction of the Year contest. 

President's Award of Distinction 
The President's Award of Distinction is · 
awarded to an Auctioneer for his or her 
contributions to the industry and 
profession. This prestigious award is given 
during the annual Conference and Show in 
July. The NAA President, along with the NAA 
board of directors, make this selection. 

NAA Education Institute 
The NAA is dedicated to providing 
professional development opportunities for 
the auction industry. Members enjoy 
discounts on all educational events, 
seminars and our designation and 
certificate programs. Designation programs 
include: CAI, AARE, GPPA and CES. Visit 
www.auctioneers.org to learn more about 
NAA's business-boosting programs, ore­
mail us: education@auctioneers.org. Phone: 
888-541 -8084 (extension 23 and 28). 

Online Education 
Earn continuing education credits by taking 
auction-related classes at home. NAA Online, 
in partnership with the Nashville Auction 
School, provides six classes, with more 
planned in the future. Price is $95 for NAA 
members. For details call 931-455-5840. 

SERVICES~=====­
Auction Calendar 
Members are allowed to post their auctions 
on the NAA Auction Calendar on its web 
site-www.auctioneers.org. NAA's site 
receives over 4 million hits per month and 
increases the exposure of member auctions. 

NAA Credit Card Program & Free 
Check Recovery 
Save on processing rates when accepting 
credit card payments from your sellers for 
their purchases. Cashless Commerce now 
has a very low rate of 1. 67 percent available 
to all NAA members. Call Cardmaster 
Solutions at 866-324-2273. 

Discount Advertising Rates 
Reach the buyers with Important 
Publications. Use your exclusive auction 
advertising programs. Your NAA 
membership entitles you to discounted 
advertising rates with USA TODAY, Investor's 
Business Daily, and The Network of City 
Business Journals. For more information call 
800-510-5465. 

Discussion Forum 
Allows members to share information online 
in a quick and easy manner. Questions you 
have pertaining to the auction profession 
can be easily addressed by other members 
of the association. Check this frequently, as 
many topics are discussed on this forum. Call 
NAA Web Services at 913-541 -8084 ext. 25 or 
log on to www.auctioneers.org for more 
information or to sign up. 

NAA FREE Website 
NAA members can receive a FREE two-page 
website through our partnership with 
AuctionZip.com. To take advantage of this 

Access NAA Online 
NAA's Web site, www.auctioneers.org, Provides fast and convenient access to 
people, practices, ideas, and resources. Your member account allows you to 
connect online with colleagues and stay in touch with what is happening 'in the 
industry and profession. NAA's Web site is innovative and easy to navigate. 

service, log on to www.auctioneers.org. 
Members who do not currently have a 
website, or a registered domain name (web 
address or URL), are required to establish 
and register a domain name. Domain 
registration is a standard process in 
creating a website and may be done 
through AuctionZip.com at $9.95 per year, 
or you may register your domain through 
any domain registrar you chose. 

Government Relations 
The Government Relations program tracks 
federal and state legislation impacting the 
auction industry and notifies you to take 
action on issues when appropriate. Through 
the Auction Action Network (AAN), you 
have the opportunity to sign up to become 

State License Laws Guide 
Guide covering principal requirements in 
each jurisdiction to assist members with 
questions on individual state requirements. 
Log on to the members only section of 
www.auctioneers.org for more information. 

Travel Services 
The lowest available member rates for 
travel-Guaranteed! NAA Travel handles all 
of the annual Conference and Show and 
Winter Seminar arrangements. This service 
is free and can be used for all your business 
or pleasure travel needs. Call NAA Travel at 
877-363-9378. 

a member of NAA's government relations Books 
network to present a united voice on issues ---------------
affecting the profession. The comprehensive 92-page legal guide, 

------. Waiting for the Hammer to Fall, A General 
Health Insurance - NAA Insurance Overview of Auction Law by Kurt R. 
Plus Program Bachman, provides up-to-date information 
NAA is able to offer solutions that can on issues Auctioneers encounter in their 

course of business. For more information provide you and your loved ones with the 
right balance of care and service based on call 913-541-8084, ext. 28; fax: 913-894-
your personal preference, needs and 5281; or e-mail: info@auctioneers.org. 

budget. Programs available nationwide! Membership Directory 
Affordable and comprehensive healthcare This directory provides an up-to-date listing 
solutions for you and your family. Act now of all members and their contact information. 
by calling 913-754-7800. This is updated annually and is published and 
Learning Center sent to all members in April. For up to the 
The NAA Education Institute now has minute membership directory, log on to 
available valuable seminars and Conference www.auctioneers.org. 
and Show educational programs as well as 
the International Auctioneers 
Championships (IAC) to download to your 
computer, MP3 player, or iPod. The 2007 
Conference and Show educational seminars 
are available. And, two of the sessions from 
2006, and two from 2007, are available on 
video. By joining the NAA Learning Center 
for $185 per year, you can download all of 
the sessions and receive CE credits. For 
details log on to www.auctioneers.org or 
call 888-541-8084, ext. 19, 23 or 28. 

NAALive.com 
NAALive.com provides members live web 
casts of on-site auctions, allowing you to 
attract bidders worldwide for $125 fee & a 
1.5°/o commission for items sold. To take 
advantage of this service by loggin on to 
www.NAALive.com or call 877-456-LIVE. 

Office Products and Supplies 
Purchase office products and supplies that 
you use every day in your business with 
discounts up to 80°/o off current retail. Call 
toll free to order your catalog. Next day 
shipping of order is free. To take advantage 
of this service log on to www.auctioneers.org 
or call 866-606-4601 , ext. 318. 

Prescription Drug Program 
Program is free to members, families and 
employees and provides a discount 
pharmacy card that provides overall savings 
of more than 20°/o. Call 913-541 -8084, ext. 15; 
or e-mail: info@auctioneers.org for your 
pharmacy card today. Help line 888-22,-5383. 

Merchandise 
NAA provides a great selection of apparel 
and promotional items that members can 
purchase at very attractive prices. Log on to 
www.auctioneers.org for available products 
or call (866) 305-7NAA (7622). 

Newsletter 
Have the four-page Auction Advantage 
newsletter sent to a list of your customers four 
times a year for only 45 cents per mailing per 
customer. The newsletter is customized with 
your photo and company contact information. 
NAA creates and mails the newsletter. For 
details call 913-541-8084, ext. 15. 

Opportunity Kit 
To request an Auctioneer or Auction World 
Opportunity Kit, or to learn more about the 
benefits of advertising please call 913-541-8084 
ext. 20 or e-mail: wdellinger@auctioneers.org. 

Buyers Guide 
We have collected information from those 
companies who have developed products 
and/or services with the auction company 
in mind. 

Customer Survey Card 
NAA provides to you customer survey cards, 
which you can give to customers at your 
auction to get their feedback. The results 
can be used to improve your business. Send 
the cards to NAA and get a detailed report 
back. An order form can be downloaded 
from the NAA website, or call member 
services at 888-541-8084, ext. 15. 
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Pennsylvania Auctioneers and family who attended the NAA Conference and Show in 
San Diego in July gathered there for a photo. 

Want quick access to a back copy? Visit the ''virtual versions'' of NAA's publications 

Back copies and current copies of Auctioneer magazine and 

Auction World newspaper are available for viewing on NM's 
website at www.auctioneers.org for the convenience of NM 
members. 

The publications appear 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 publi-

• 
cations: 
• Go to www.auctioneers.org 
• Click on the Members link on the right side. 

• Enter your username and password. 
• When the next window appears, click on the button on 

right side that says "Virtual Publications" 

• Click on button showing the name of the publication you 
wish to view. 

• Begin turning pages by placing your cursor on the upper 
right corner of the page and clicking once in that upper right 
area. 
• To read a page and make the text larger for easier reading, 

zoom in by clicking once anywhere on the page~ 
The virtual publications are exact replicas of the print 

ver-,sion, but with several electronic features that include: the 
virtual publications can be downloaded to your computer for 
offline reading; and there are hot links from editorial and 

advertisements right to the information you need (mean,ing 
that you click on an ad, for example, and you'll be directed to 

the advertiser's website.) 
Also, you can do an advanced search, and you can print out 

a hardcopy of that page. 
The convenience of this format is enjoyed by many NM 

members. You'll be able to store archived issues right on your 

computer. 
The virtual publications were created to serve all members 

and to enable a new classification of member - the Virtual 

Member who gets no paper correspondence (and no printed 
publications) from NM. All communication is electronic. 

There are no plans to eliminate the print versions of NM's 

publications. NM knows members enjoy the hard copy ver­
sion. The web versions are simply an additional format for 

you to utilize when desired. 
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• WE BUY DIRECTLY FROM MANUFACTURERS AN·D SELL STRAIGHT TO THE CONSUMER 

SELL TO US, WE'LL PAY YOU MORE ! 

BUYERS ON DUTY 24/7 
CALL: 310-280-7341 

EMAIL: WHOLESALE@BIDZ.COM 

• 

. com 



You DON'T NEED A BIGGER GAVEL. 

JUST A BIGGER NETWORK. 

'" 

• • 
If you want to put more bang in your business, 

call United Country Auction Services. We're the 

only national fL1ll service auction franchise, with 

over 3,500 professionals in more than 600 offi ces 

across the United States. Recognized by the 

.. 

• 

Wall Street Journal as one of the top 1 % of all 

C• 

• 
• 

franchise systems, and by ABC News as the experts in 

rural real estate, United Country has what it takes to help 

you make the most of every auction opportunity: 

• . ,., • • • • . . ... 
• • • • 

• Nationwide referral network, delivering more than $80 million of auction referral s to our 

franchisees this year alone 

• Industry-leading Web site, with over 800,000 visitors and 2 1 million page views per month 

• Industry's best national buyer database, featLtring more than 300,000 profiled names 

• National and local advertising of your auctions and capabilities 

• Comprehe nsive marketing services to assist you on the "must-win" proposals 

• N o-fee buyer leads from the home office 

• Auction planning and execution experti se provided by nationally renowned industry leaders, 

including past and current presidents, chairmen , directors and committee members of the 

National Auctioneers Association 

• Support staff of more than 80 professionals with experience in all business disciplines 

• Proven operating systems, auctioneer training, leading technology and field support 

• Strong national brand with more than 80 years experience bringing buyers and sellers of real 

estate together 

WHEN YOU'RE READY TO GROW YOUR AUCTION BUSINESS, 

PUT UNITED COUNTRY AUCTION SERVICES TO WORK FOR YOU. 

FIND YOUR FREEDOM 

800-444-5044 a 

Auctio~ Service& 
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