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AMERICA'S TOP
AUCTIONEERS ARE TRAINED HERE!M!

MENDENHALL SCHOOL OF
AUCTIONEERING
PO BOX 7344
HIGH POINT NC 27264

PHONE 888-833-0316 Fax 336-887-1107

WWW.MENDENHALLSCHOOL.COM
MENAUCTION@AOL.COM

START WITH A FIRM
FOUNDATION. CALL OR WRITE
TODAY, FOR A FREE CATALOG

LEARN FROM THE PROS AND LEARN MORE ABOUT
AUCTIONS THAN YOU EVER THOUGHT POSSIBLE

CONTROL YOUR AUCTION!
WITH AMPLIVOX PORTABLE SOUND SYSTEMS

WIRELESS HALF=MILE HAILER - MODEL SW610A
B 50 WATT AMPLIFIER
BUILT-IN WIRELESS RECEIVER
INCLUDES LAPEL AND HEADSET MICROPHONES
DUAL WIRELESS CAPABILITY WITH SECOND MIC KIT
WIRELESS HALF-MILE HAILER KIT AVAILABLE
INCLUDES SECOND SPEAKER, TRIPODS, CASE

WIRELESS TRAVEL AUDIO PRO - MODEL SW905
100 WATT AMPLIFIER
BUILT-IN 10O CHANNEL UHF WIRELESS RECEIVER
CHOOSE HEADSET, HANDHELD, OR LAPEL MIC
OPTIONAL SECOND BUILT-IN UHF RECEIVER
BUILT-IN TAPE RECORDER AND CD PLAYER

INTERNAL RECHARGEABLE BATTERIES & AC POWER

AV AMPLIVOX® . @ USTZ MADE IN THE USA M6 - YEAR WARRANTY

PORTABLE SOUND SYSTEMS LISTEB
917L
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Auchon

The Powerful Auction

Industry Software Solution
(Lotted - Non-Lotted - Multi-Parcel)
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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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Total: 3815,000
i1 #32 $12%,000
Z #85 3150,000
3 &5 §132,500
4 #11 3165, 000
5 M1 3105,000
6 #95 137,500

Integrated internet absentee
bidding on your websitel
1 click to upload your auction
1 click to download your bids
Seamliess & Easy

7 E Silver Springs Blvd #200 Y Phone: (352) 624-2791
Ocala, FL 34470 - Fax: (352) 368-9735
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Fiberglass, Industrial,

Quality Built Cashier
Trailers & Auction Toppers %“

We are bringing the Trailer & Topper!

Come see us at booth 105,107,109,111,113.

BASIC SIGN
Standard PVC post kit 75
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Next day delivery available

MULTI-PAR™
Bidding System
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Land Auction Coming Up?
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(Portable fold-up"

“It’s very . The only way

Professionally designed and customized simple to use z

[ and has worked multiple

to your specifications. High end quality with wellforus? AR [ors, tracts,

' ' o and parcels!
professional appearance at affordable prices. Joe Witson, A1 (SRR ind par

Let our 30 years of Rv experience work for you. NAA Past Pres.

...... et

i A odf Competitive Prices!
N e Sell up to 120 parcels at once!
FREE technical support!

No maintenance agreement
fees!

Sell farmland, subdivision

ots, timber, warehouse
Kuntry Kustom Rv LLC e o

PO Box 182 ¢ LAGRANGE. IN 46761 Lightening fast speed—even
s

for the largest auctions
Can now be used with TASS

PH: 260-768-7026 KFAax: 260-768-7085 clerking software!
WiLLIS YODER, CAl MANAGER 812.963.5616

www.multi-par.com
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Congressman glad to get auction information

Dear NAA Director Lance Walker, CAI, BAS, CES

Regarding NAA’s Lobby Day in Washington D.C. in May, thank you for taking
the time to share your support for the Community Choice in Real Estate Act, H.R.
111, introduced by Rep. Kanjorski (D-PA). You may be pleased to know that I am
a co-sponsor of H.R. 111.

The Community Choice in Real Estate Act will amend the Bank Holding
Company Act of 1956 and the Revised Statutes of the United States to prohibit
financial holding companies and national banks from engaging, directly or indirect-
ly, in real estate brokerage or real estate management activities. H.R. 111 is benefi-
cial to real estate agents and to homebuyers. The bill has been referred to the House
Committee on Financial Services. Over 250 Democratic and Republican co-spon-
sors have joined Rep. Kanjorski and me in supporting this bill. I will keep your
thoughts in mind when it comes to the floor.

[ hope that you will feel free to contact me at any time in the future to voice your
opinions on legislation before the House. I am very interested in hearing the views
of my constituents. If you would like to receive periodic Enews updates from my
office, please sign up on my website: www.cohen.house.gov.

-Steve Cohen, Member of U.S. Congress, (D-Tennessee)

Clarification

The cover story in the June issue of Auctioneer about the new “St. Jude Auction
for Hope” program contained a section about a benefit auction held April 10 by
the NAA staff, with proceeds going toward the St. Jude Auction for Hope pro-
gram.

The article did not mention that Sara Schoenle, administrator of the National
Auctioneers Foundation, helped with the auction as well. The NAA Publications
Department regrets the omission of her name in the story.

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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REAL ESTATE INVESTOR
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WILLIAMS & WILLIAMS

worldwide real estate auctior

§ ° a smooth
_¥! operation

Thursday, and I would make more money than if I had owned
the property for years. It’s actually pretty exciting.

“I was having difficulty selling a property. We'd owned it forever,
and after my father’s death, it was never developed. I heard
about Williams & Williams from a friend of mine who had
successfully auctioned property with them, so I picked up the
| phone and called them.

Williams & Williams has a great vision for this business. Auction '
is a very straightforward process, and that’s the way I like to do
things. I try to associate myself with people who provide good,

We went to auction... and got double what I was hoping for.

I bought three or four other tracts in the area over the next few
years and had great success with Williams & Williams. I would
literally close on a property on Tuesday, our auction would be

reliable information that you can count on, and they've never
let me down. With Williams & Williams, auction is a very

Z////ﬂ,%

smooth operation.”
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e I s e F e o SRS o g S R e e WY

New generations bring change, innovation and progress, and Generation W is no different. Our vision began decades ago,

but it is redefining the marketplace of today. By partnering with Williams & Williams, countless buyers and sellers have joined

Generation W. They know our auctions deliver more efficient, transparent and value-added real estate transactions... every
time, for every customer we service. More and more people are discovering the phenomenon of real estate auctions, 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 Williams & Williams is leading the way.

worthwhile | win win | worldwide | Williams & Williams

williamsauction.com 800.801.8003
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Online Education gives y

*Math 201
*Auctioneering Ethics
*[nternet Strategies
* Auction Administrator

*Auction Manager
*Care of the Voice

[ntro to GPPA
For more information call (931)455-5840

Or Visit www.auctioneers.org




CUS IS...Windows or DOS.

- «wOnline or in person.
. ..large auction or small.
~ ...0n the road or at home!

~ The Auction Industry
Software Authority

o Whether you use a single computer to run a small farm auction
or a 30-user network for a large construction equipment auction,
CUS has the right system for you.

o Whether you stay home in your own audtion center or have a dozen
auction teams traveling the world, CUS has the right system for you.

e Whether your client is the estate of John Smith or an agency of Unde Sam,
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, tool

- Windows software with all of the features of our popular DOS system. . .and so much more!
- One-click upload to your online auction with pictures

- Fully integrated contact and mail management with email

- The most powerful inventory management software in the industry

CUS Business Systems

OUR CLIENTS SPEAK LOUDER THAN WORDS
1580 Sawgrass Corporate Parkway ® Suite 130 ® Sunrise, FL 33323
954-680-6545 © email: info@cus.com ® website: www.cus.com




Eom the president

NAA PRESIDENT

s I write this final President’s Report I am reflect-
ing over the past year and how fast it has gone. It
1s a very bittersweet report because the year has
gone by so fast and I would have liked to have
more time to carry out my goals for the year.

Before I start to review my year as president |
would like to thank our staff in Overland Park, from the CEO

Bob Shively on down to every staff member. The staff of NAA
are very hard-working professionals that make NAA a great

organization for all members.

[ would also like to thank the board of directors of NAA for
the Executive Committee. Together we have rode for the NAA
brand very well.

As I began the year as your president, | identified a book
written by Jim Collins called “Riding for the Brand.” The sto-
ryline of “Riding for the Brand” is very beneficial to the
National Auctioneers Association today. The book is about a
cattleman who goes to the National Cattlemen’s Convention
and hears a speaker tell about the strategic planning and oper-

ating out of the box. When the main character comes home
to his ranch he begins doing things differently, not doing dif-
ferent things. The end result is rather than building a larger
cattle ranch, he develops a large worldwide feed corporation.

The significance of the story is that we, as Auctioneers, also
operate on a worldwide platform. I have continually tried to
create brand value for the NAA logo. I strived to create value
for the consumers of auction events using the NAA
Auctioneer. [ have tried to reach out to allied organizations
such as the National Association of Realtors, the Livestock
Marketing Association and the National Automotive Dealers
Association. By doing this I have tried to develop the answer
to the consumer question of how do I find a good, reputable
auction company. The answer to this is simple: Look for the
NAA branded auction company.

Through the course of this year we have rekindled our
strong relationship with St. Jude Children’s Research Hospital
by recognizing our contribution to St. Jude’s on National
Auctioneers Day. NAA also continues to provide the best auc-
tion education to our members. The Education Institute
Trustees have been very successtul at increasing enrollment in
CAI and delivering a great CAI designation package at

[ndiana University. Also the education trustees have launched
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Keep riding for the
brand worldwide

BY William L. Sheridan, CAIl, AARE, GPPA

the Benefit Auction Specialist program and developed an
Electronic Auctioneer Specialist program.

The state leadership conference continues to be a great train-
ing ground for future leaders of NAA. NAA had a booth at
the NAR trade show and were able to tell a lot of Realtors
about the value of selling real estate by auction.

[ would also like to compliment our 2006 IAC champions.
Barbara Bonnette and John Nichols have been great ambassa-
dors of the auction industry.

The NAA Auxiliary invited my wife, Sally, and I to their long
range planning session last fall in Tennessee and I was very
impressed with the progressive attitude of this segment of NAA.

[ must also thank the National Auctioneers Foundation for
their continuing support of the auction method of marketing
and NAA.

[ would personally like to thank all NAA members who
chose to make a contribution to “Investing in Our Future”
capital campaign. Through these contributions we have a new
and improved oftfice headquarters in Overland Park, KS. The
program also has channeled monies to help tfund the virtual
museum, research and public relations of NAA.

As I wrap up my year as president [ also would like to thank
all the state associations that have invited me to speak. I have
truly appreciated your state hospitality more than I can ever say.
[ have traveled from Maine to California and from Montana to
Arkansas and I have met some of the finest people in the world.

Most importantly I would like to thank my wite Sally for her
patience, perseverance and support of my year as president. Sally
has been a model first lady. I would also like to thank my son
Doug and my entire staft at Sheridan Realty and Auction
Company for operating my business in my absence.

[t has been my privilege to serve you the members of NAA
this last year and as I turn the gavel over to my successor,
Tommy Williams, I have no regrets because I did the very best
that I could do. I only pray that I have left the association a
little better than I received it through my leadership.

Sincerely,

William L. Sheridan

www.auctioneers.org



SouthData provides document
solutions that target the unique

printing needs of Auctioneers.

Services
* Printing
* Mailing Lists
*Design/Layout
* Mailing Services
e Electronic Proofing
«CD/DVD Duplication
» Custom Storefront Development
 Direct Marketing/Personalization

Let SouthData personalize
your documents.

southData, Call us Today at
£ 800.549.4722

4de”
x5941 or x5960

lIIII"IIIIIIIIIIl"INC ORPORATED

www.south
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BIDDERS
A AHEAD

Come see us
at Booth 207
In San Diego

Division Manager Regional Sales Manager

Steve Holden Bruce Hindrichs

steveholden @industrialpublishing.com  brucehindrichs @industrialpublishing.com
800.823.9118 888.431.3046

INDUSTRIAL NAA
PUBLISHING, INC. &=

2895 CHAD DRIVE - EUGENE, OREGON 97408
800.929.2800 « FAX: 541.342.3011 » www.industrialpublishing.com
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NAA Education Institute

Listed by Event

Professional Ringmen'’s Institute Training

July 15-17, 2007
Winter Seminar
December 9-11, 2007

Winter Symposium
January 27-29, 2008

Designation Classes

AARE Accredited Auctioneer, Real Estate

AARE 100 |
November 4-5, 2007

AARE 200

July 14-15, 2007
November 6-7, 2007
AARE 300

July 16-17, 2007
November 8-9, 2007

Benefit Auctioneer Specialist
July 12-14, 2007
October 6-9, 2007
January 13-15, 2008

CES Certified Estate Specialist

August 26-28, 2007
October 8-10, 2007
January 31-Feb. 2, 2008

CAl Certified Auctioneers Institute

March 16-21, 2008

San Diego, CA
Bloomington, IN

Lake Tahoe, NV

San Antonio, TX

San Diego, CA
San Antonio, TX

San Diego, CA
San Antonio, TX

San Diego, CA
Denver, CO
Columbia, SC

Sacramento, CA
NAA Headqtrs.
Charleston, WV

Bloomington, IN

GPPA Graduate Personal Property Appraiser

101 Basic Appraisal Writing & Research

July 13-14, 2007
August, 2007
September 16-17, 2007
December, 2007

San Diego, CA
New Hampshire
NAA Headqtrs.
Tucson, AZ

201 Personal Property Appraisal Valuation

July 15-16, 2007
August, 2007
September 18-19, 2007

San Diego, CA
New Hampshire
NAA Headqtrs.

301 Antiques & Residential Contents

September 20-21, 2007
December, 2007

NAA Headqtrs.
Tucson, AZ

301 Manufacturing/Process Equipment

September 20-21, 2007
December, 2007

NAA Headqtrs.
Tucson, AZ

301 Construction/Agricultural Equipment

September 20-21, 2007
December, 2007

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 July 2007

NAA Headqtrs.
Tucson, AZ

www.auctioneers.org



headquarters reportl

Auction Network is an
unprecedented opportunity
for our industry

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.

his is an exciting time for the auction industry. I join

Z with our NAA board of directors in an even greater

anticipation than perhaps ever before as we are near-

ing the launch of a new nationwide auction television net-

work. Our cover story in this issue tells the details about the

programs to be featured on the Auction Network, and the
steps and timetable for the rollout of this amazing project.

The Auction Network provides an opportunity for NAA to
do public relations on a scale that has
never presented itself before, and which
NAA could not buy by itself. But with
the partnerships created in forming this
new cable television network, I think
truly amazing and unprecedented
options will open to NAA and our
industry.

[ believe this partnership will reshape
the industry, the profession and NAA,
and will lead to greater awareness and
branding of NAA.

The NAA leadership wants to convey
to all members the power that this new
project holds for us all. A television net-
work like this, dedicated solely to auction programming 24
hours a day, will reach many millions of people every day.
They will see the live auctions, the feature stories about auc-
tioneers and support staff, and the educational programs
about how to participate in auctions. Consumers will respond
to the natural attraction of the auction process.

[ believe Auctioneers across America will see more people
attending auctions and more sellers interested specifically
because they watch this new network.

In fact, the stage is perfectly set for the booming success of

www.auctioneers.org

[ believe this
partnership will
reshape the industry,
the profession and
NAA, and will lead to

greater awareness and

branding of NAA.

Auctioneer July 2007

the Auction Network. Viewers already enjoy the classic auto
auction coverage on the Speed Channel. TV shows like “Cash
in the Attic” show snippets of auctions routinely, and the PBS
show “Antiques Roadshow” is a phenomenon that has driven
up interest in appraising and auctions.

An Auction Network makes perfect sense in today’s world
of specialty television networks, from the Home Shopping
Network to the Rural Life channel and so many others.

[ believe the Auction Network is
going to be great fun for NAA mem-
bers and the public. I encourage you to
begin spreading the word at your auc-
tions and on your websites about this
unprecedented project. Tell your atten-
dees to watch this network with their
children, family and friends to enjoy
our great industry and pick up tips for
being successtul in their auction pur-
chases and sales.

NAA will keep you informed as more
details of this network’s programming
become available in coming months.

[ know I sound extremely optimistic
and excited about the Auction Network, but I share this
enthusiasm with the entire NAA board of directors, and many
NAA members. I hope you'll catch this energy and help the

Auction Network along on what is sure to be a fantastic jour-

ney.
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treasurer’s report

SCOTT MUSSER, BAS,
OF KENNEWICK, WA,
IS NAA'S TREASURER

B. MARK ROGERS, CAlI,
AARE, IS THE INCOM-
ING TREASURER. HE
WILL TAKE OFFICE THIS
MONTH AT NAA'S 58TH
ANNUAL CONFERENCE
AND SHOW,

NAAS current

cost to provide
services to each

member is in

excess of $400.
[his far exceeds
the current $250

annual dues

per individual

member.
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A message from NAA’s Treasurer

NAA membership dues
Investment to increase

uring a recent Spring meeting of the NAA board of directors, the board spent

considerable time in discussing the association’s 2007-°08 budget require-

ments and sources of revenues available to fund those endeavors. After look-
ing at all options carefully, and making some cuts in expenses, the board decided that a
modest increase in member dues was necessary.

NAA has continued to build value in the membership investment by adding many
recent valuable initiatives, including:
® Annual State Leadership Conference, where leaders from all state Auctioneer associations
gather to share ideas and coordinate with NAA on improving the auction profession.
® Annual Member Think Tank/Strategic Planning Meetings
® An In-House Public Affairs Staff (Government Relations/Public Relations)
® A Washington D.C. Legislative Day, where NAA coordinates a lobbying day where
members meet their legislators on Capitol Hill to discuss auction issues.
® Strengthen Involvement with the National Association of Realtors and participation
in its annual convention.
® A major redesign of the NAA website to provide better service to members through
auction calendar improvements and other changes.

This is to name only a few recent changes. NAAs current cost to provide services to each
member is in excess of $400. This far exceeds the current $250 annual dues per individual
member. An increase of $50, to $300 per year is supported by the board.

In order to maintain as small an increase as possible the board has cut expenses and
some programs that while beneficial, may not be as high a priority. The board has also
had staft participate in the cuts and they have contributed as well.

Further, with the increase the board wanted to ensure a budgeted line item for addi-
tional contribution to reserves and projected the 2008-09 budget during the process.
While no contribution to reserves will take place during the 2007-°08 budget year (due
to the timing of increase and receipts of those revenues) the board has approved a
$100,000 contribution to the reserves for the 2008-'09 period and plans to make fur-
ther contributions in future years.

One of the main budget considerations was that in order to continue the NAA research
project with Morpace they require that the initial study be redone to confirm the model
that they are utilizing to project the quarterly and annual data. While in the future this
will be funded through the “Investing In the Future Initiative” when it is fully endowed
in the next five years, this need is immediate. I am confident that all members fully
understand the value of the research.

You should know that the NAA board of directors invited its next treasurer for the
2007-"10 term, B. Mark Rogers, CAI, AARE (Mark is running unopposed) to partici-
pate in the meeting and discussion. Mark agreed as well with the need to increase the
dues by $50, from the current $250 to $300.

This decision was not easily made and I want to assure you that your board looked at
every option and plan and supports this as the best course of action for the future.

Auctioneer july 200/ www.auctioneers.org



NAA incoming officials support,

explain the coming dues increase

NAA’s incoming ofticials, to be elected this month at NAA’s 58th annual
Conference and Show, say they support the coming dues increase as a necessary step
for the association to continue providing vital services to members.

President-elect Thomas L. Williams, CAI, said that “NAA has added new servic-
es that are extremely helpful to the auction industry, such as the state leadership
forum and our government relations program. These need to be funded. Currently
it takes $400 to serve each member, and $250 is charged in dues. We need to help
close that gap. This is not something that was decided lightly. It was after great con-
sideration.”Incoming President-elect Randy Wells, CAI, AARE, BAS, GPPA, said
NAA has had low dues compared to many other associations for a long time.

“My local Chamber of Commerce and the National Association of Realtors are just
two examples,” he said. “And many associations with higher dues don’t offer nearly
the range of services that NAA does. NAA is on course very well now with programs
like our government relations and collecting auction industry economic statistics
quarterly through the MORPACE report. We need the dues increase to continue
funding these important services. The NAA Board of Directors worked hard, with
a lot of thought and commitment to members, but still had to eliminate some pro-
grams to keep the dues increase to only $50.”

NAA’s next treasurer for the 2007-2010 term, B. Mark Rogers, CAI, AARE (Mark
is running unopposed in this month’s elections) said: “When we analyze the cost of
services to NAA members, there is a gap between dues billed and dues collected. We
found there were not any other choices than eliminating services or raising dues. We
felt that eliminating services was not what members want. ©

Rogers added that “NAA is very careful to put in place a budget each year and to
do everything possible to stick to that budget, but good ideas and opportunities
come up sometimes that are not budgeted. One of those was the NAA Lobby Day
in Washington D.C. that was held in May. It was of great value to our members and
our industry to go to Washington and talk to our legislators about keeping banks
from selling real estate. While some of our members who attended spent their own
money to get there, there was still costs from preparation, coordination of appoint-
ments and other expenses.”

Vice President candidates Ron Evans, CAI, AARE, CES; and Scott Musser, BAS,
also support the increase.

Evans said “We must especially maintain the Morpace report (gathering of auction
statistics quarterly) to increase knowledge of the public about the auction industry, and
to help NAA's marketing efforts on behalf of our industry,” he said. “Being a fiscal con-
servative, I understand all things must change. We must be prepared to pay the costs of
inflation. The costs of business goes up. Advancing is how we grow. In order to get what
you want, you have to help others get what they want.”

Musser said that a key concept is that NAA “continues to build value in the mem-
bership investment” that members make, through the many programs NAA creates.
These programs are aimed directly at helping members save money and make
money, and at protecting and promoting the auction method of marketing.

The planned dues increase of $50 will raise a full regular members dues to $300
per year.

www.auctioneers.org Auctioneer July 2007

Williams Wells
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NAA has
added new

services
that are
extremely
pelpful to
the auction
InAustry.
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Eem ber services

(-4 NAR FREE Website!
AMPROV g HIN(H

 ASHLEY HERMAN IS

MEMBER AND STATE %

ASSOCIATION SERVICES

Introducing NAA’'s NEW
Free Website Program

ts true! I'm pleased and excited to inform you of
this easy to use and affordable member benefit,
NAA’s new and improved Free Website Program.

HOt WiI‘e Data The NAA, the largest professional association dedicated to
Connecting Auctioneers to Assets the auction industry, and AuctionZip.com, the nation’s

largest directory of live auction listings, have teamed up to
Let us introduce you to hundreds of people in bring you a NEW and IMPROVED member benefit. Th_e
your state who own non-performing, surplus NAA has partnered with AuctionZip.com based on their

and distressed assets ability to create products and services that fit your specific
) needs.

_ _ In just over three years, AuctionZip.com has become the
"Jump Start Your Auction Business Today : s 5

with Hot Wire Data, and sign more auction
contracts tQmorrow!"

nation’s largest live auction website. Over 275,000 auction
listings have been posted at AuctionZip.com in the first
three years, including 125,000 last year alone.

Are you considering a Website for your auction compa-
ny? You've been thinking about creating a website but,
fyonal market? “just haven't got around to it.” You've already taken the
first step in becoming an NAA member. Now’s the time to
take the leap! Take advantage of this easy to use and free
program.

Are there old fashion paper directories collecting dust on your shelf? With a click of your mouse¢, you can list all of your
upcoming auctions, upload auction photos, and market
your company in the auction industry. Why settle for “off
Would you like to earn more commissions? the rack” web hosting and design programs when you can

Can you answerles £ any of thes

Do you want ate your loca

Do you hate cold'€glling for new. clier

Have you wasted money on chap, effective mailing lists?

Do you need to book more auctions?

have a custom-tailored Website that fits your specitic

_— " :
Now is time to take action! needs? Its a perfect fit!

www.hotwiredata.com

continued on 76
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NAA Education Institute
announces new Learning Center

he NAA Education Institute is proud to announce a new feature program,

the NAA Learning Center, that will be of great benefit to all members. You

can now download to your computer or mp3 player any conference session
from the 2006 NAA Conference and Show in Orlando, FL; either of the real estate
seminars held in Atlanta or Chicago; the Webinar featuring Larry Mersereau on
marketing; and the 2006 International Auctioneers Championship.

You will also be able to hear any of this year’s Conference and Show education ses-
sions soon after a session has been completed (the conference is from July 15-21).
Two of the sessions will also have video. The audio sessions will be complete with
the handout or PowerPoint presentation available.

There is more. Any member may go to the NAA Learning Center at any time, lis-
ten or watch a session, and, receive Continuing Education credits. At the end of the
session, you will be able to print out a certificate of your CE credit earned. We are
pleased to be working with Content Management, a firm specializing in these serv-
ices, on this project and to be able to bring to our members this new technology.

In case you missed last year’s Conference and Show, the Atlanta 2005 and Chicago
2007 Real Estate Seminars, or Larry Mersereau’s “How to Create Your Own POWE-
FUL Ads and Promo Pieces” Webinar, then this is your opportunity to view or hear
those sessions, as well as receive CE credit. If you were unable to attend this year's
Conference and Show or want to hear a session you might have missed if you did
attend, then the NAA Learning Center will allow you to attend.

If all of these programs were packaged together, the cost would be well over
$1,000, not including your travel expenses. By joining the NAA Learning Center,
at a yearly cost of $185, you can attend any or all of the above mentioned sessions,
receive CEs, expand your learning opportunities, and save time and money.

Another outstanding advantage is that you may share these sessions with co-work-
ers or employees. They will not be eligible for CEs, but are certainly welcome to lis-
ten in or watch any session from the Learning Center. Help provide your staff and
all of those working with you an excellent opportunity to learn about the auction
business.

This is not only an exceptional opportunity for you or your staff, but at $185 per

year, $285 per year for non-members, the Learning Center is also an outstanding
value.
The NAA Learning Center is another in the long list of benefits offered to mem-
bers. We hope you will sign up to take advantage of this opportunity. For more
information, contact the NAA Education Institute staff at (888) 541-8084, exten-
stons 19, 23, or 28.

Auctioneer |uly 2007 www.auctioneers.org
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of your earned CE credit.
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presentations.

Phone: 888-541-8084 ext. 19, 23 or 28 Fax: 913-894-5281

O NAA Members $185

ﬁ::
MEMBER NUMBER:
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o m B | o e
; .,"

The NAA Education Institute now has available valuable seminars and Conference and Show
educational programs as well as the International Auctioneers Championships (IAC) to download
to your computer, MP3 player, or iPod®. Additionally, you will be able to listen to 2007 Conference

and Show’s educational seminars soon after each session has been completed. Two of the sessions

for 2006, and two for 2007, will have video.

b-Sessions Currently Available:
All 2006 NAA Conference &

Show Educational Sessions

20006 International Auctioneers

2005 Real Estate Seminar — Atlanta, GA
2007 Real Estate Seminar — Chicago, IL

Marketing Webinar featuring Larry Mersereau

Members of the NAA Learning Center have the ability to listen and watch an education session AND
receive continuing education credits. At the end of each session, you will be able to print out a certificate

By joining the NAA Learning Center, at a yearly cost of $185 for NAA members and $285 per year for
non-members, you may attend any or all of the above sessions, receive CE credits, expand your

learning opportunities, and save time and money. This is not only an exceptional opportunity for you and
your staff, but the NAA Learning Center is also an outstanding value created to save you time and money.

Sign up today for the NAA Learning Center to receive access to recorded copies of seminar and video

To register for the NAA Learning Center mail or fax to: NAA Education Insti
Email: education@auctioneers.org

NAME:

FIRM NAME:

PHONE:

FIRM ADDRESS:

CITY/STATE/ZIP

E-MAIL:

WEB SITE:

.:';'-';'\'q..-,-. '''''''''
.-_I.-.n.|.l.|;:... Ty B s
A A D

______
''''''''
......

pComing Soon:
All 2007 NAA Conference & Show
Educational Sessions

2007 International Auctioneers
Championship (IAC)

...access seminars ALL YEAR LONG!

.ute, 888 aIIentine, Overland Park, KS 66214
Web: visit www.auctioneers.org
o Non-members $285

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

CREDIT CARD NUMBER:

EXPIRATION DATE:

CARD HOLDER'’S NAME (PLEASE PRINT)

CARD HOLDER'S SIGNATURE:




SARA SCHOENLE IS THE
NATIONAL AUCTIONEERS
FOUNDATION ADMINISTRATOR

NATIONAL AUCTIONEERS FOUNDATION
2006-2007 BOARD OF TRUSTEES

Martin E. Higgenbotham, CAl - President
(863) 644-6681
auction@higgenbotham.com

(term expiring 2008)

Sara Schoenle - Administrator
(913) 541-8084 ext.17
sara@auctioneers.org

Trustees

Term expiring 2007:
Haskel Ayers

(423) 562-4941
ayersbh@ccdi.net

J. Craig King, CAIl, AARE
(256) 546-8036
craig@jpking.com

Chris Pracht, CAl, AARE, CES
(846) 226-7941
jcpracht@aol.com

Scott Musser
(509) 735-4278
ssmusser@mbauction.com

Tommy Williams, CAl
(981) 369-0472
tommy@williamsauction.com

Chuck Bohn, C
(303) 340-2422
cfbohn@aol.com

Terms Expiring 2009:
Rob Doyle, CAl
(845) 635-3169
hikertwo@aol.com

Terry Dunning, CAl, GPPA - Pres. Elect
(847) 741-3483
tpdunning@aol.com

John Roebuck, CAIl, AARE
(901) 761-0428 ext.111
john@roebuckauctions.com

Kip Toner - Vice President
(206) 282-9050
Kip.ceo@KTBA.net

Museum Curator
Lynn M. Ward

(913) 541-8084 ext. 17
lynn@auctioneers.org

Director of Development
Dave Hanneman

(913) 541-8084 ext. 26
dhanneman@auctioneers.org

national auctioneers foundation

Come join us for
NAF 2007 Study Tour
to Seattle and Vancouver

he National Auctioneers Foundation hosted an exciting and successful 21-

day study tour to New Zealand and Australia in the Fall of 2006. We will be

hosting another study tour this year on October 23-31 to Seattle, WA and
Vancouver, British Columbia in Canada.

Some of the sites and auctions we have scheduled to visit are: South Seattle Auto
Auction, owned by Manheim; the prestigious Pilchuck Glass Benefit auction; James
G. Murphy’s Equipment Auction; Snoqualmie Falls, which is one of Washington's
most popular scenic attractions; a tour of Boehm’s Candy Kitchen, which is known
throughout the Northwest for their fabulous Swiss chocolates; United Flower
Growers auction in British Columbia, Canada; a scenic ferry ride over to Victoria to
Butchart Gardens to admire the floral splendors and enjoy High Tea at the famous
Empress Hotel; and attend a Salmon Bake at the Capilano Suspension Bridge.
These and more will be some of the highlights of our tour.

You need to know that:

(1) All Auctioneers and their spouse/guest are invited.

(2) The tour features quality hotels and comfortable coaches (buses).
(3) A delightful and knowledgeable tour guide will accompany us.
(4) You will be with, and get to know better, your fellow Auctioneers.
(5) It will be the most fun you will ever have on a “business trip.”

(6) Limited space is available, sign up early.

Plan now to participate in the 2007 Study Tour, which is designed to be educa-
tional and an experience of a lifetime.

To request additional information regarding the tour, call Sara at the NAF office
at (913) 541-8084 ext. 17 or email her at sara@auctioneers.org or go to our website
www.auctioneersfoundation.org and click on seminars and events.

If you were not able to join us on our last tour, take action today. The 2007 study
tour will produce wonderful memories that will last a lifetime and will be an oppor-
tunity you will not want to miss. Come join us on this exciting journey.

Simply fill out the registration form on the adjacent page and mail it to:

NAF; Attention: Sara
8880 Ballentine
Overland Park, KS 66214

or fax the registration form to:

(913) 894-5281 attention: Sara

www.auctioneersfoundation.org

Auctioneer July 2007 www.auctioneers.org
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Registration Form
Seattle, Washington &

Vancouver, Canada
October 23 - October 31, 2007

Accommodations for 8 nights in 3.5+ star hotels
7 breakfasts, 2 lunches and 2 dinners.
Visit to auto, benefit (glass), machinery, flower and antique auctions!
Tour the Wine Country; the famous Boehm’s Candy Kitchen, Snoqualmie Falls,
Butchart Gardens, Capilano Suspension Bridge & much, more...

Registration (per person)

$1865 per person. (Not included: airfare,
gratuities and extra meals)

$1810 per person if paid by check or money
order.

$700 single room supplement. $680 if paid
by check or money order

Please hold my space:

$300 deposit per person due by July 31, 2007

TOTAL

NAF reserves the right to cancel the tour
due to msufficient registration.

Registration is on a first come, first served basis.

Final payment is due August 31, 2007 to
reserve your place. Don’t be left out, register
today! Limited space is available.

All participants will be responsible in making
their own airline reservation to Seattle,
Washington and from Vancouver, Canada.

NOTE: FINAL PAYMENT DUE NO
LATER THAN: August 31, 2007

Check or money
order enclosed

Please register me:

Charge: MasterCard Visa

Discover American Express

Card#
Exp. Date:

Name on card:

Name

Guest/Spouse:
Address:

City/State/Zap:
Phone: ( )
FAX: ( )

Email:

Make check payable to NAF and send with
registration form to NAF, 8880 Ballentine,
Overland Park, KS 66214 or FAX credit
card registrations to (913) 894-5281.

Cancellation Policy: $150 is non-refundable
upon payment. If you cancel prior to the tour,
the following amounts will be refunded:

90 or more days tour cost - $150

89-61 days 75% of tour cost 1s refunded
45-60 days 50% of tour cost 1s refunded
Less than 45 davs ....No refund

X555 XXX X)

#




~ government relations

Free Press Releases!

ow that I have your attention with the headline above, yes, you will find
instructions in this edition of Auctioneer on how to send out your own press
releases through the Members Only section of the NAA’s website for free.

However, before you log on and press ‘Send’, it is important to review how to write an
eftective, eye-catching media release.

CHRIS LONGLY IS
NAA'S PULBIC AFFAIRS
MANAGER OVERSEEING

GOVERNMENT With the help of this new NAA media outreach tool and the following press release tips,
RELATIONS AND you no longer have to stress over the writing of these important PR tools or their cost.
PUBLIC RELATIONS When writing a press release, it is important to understand that your audience is first and

foremost the editor or the news director at your local newspaper, radio station or newspa-
per. Whether it 1s the morning commuter listening to the radio, someone browsing the
paper over the lunch hour, or a family watching the news over dinner, these media profes-

sionals are constantly focused on entertaining and educating their consumers.
Every day newsrooms are bombarded with endless amounts of press releases wishing
to educate and entertain these consumers,

all the while gaining exposure and increasing
their brand. As you can expect, the world is
filled with sound bites and brief excerpts,
which makes the world of press releases all the
more competitive. To pass the test of whether
your press release ends up in the hands of an eager
reporter looking for a story or in the trash depends
on your commitment to quality.
[ prefer to look at writing press releases as writing a
simple short story. With the short story I produce, my
goal is to attract the attention of an editor or reporter
who will be interested in the story and wish to learn more
by contacting me and finishing the story. The premise is

that a press release is in a sense a short story full of details
that needs to be lengthened. You already have an interesting
story, that is why you are sending a press release and telling
“your story” in the first place. Let’s just piece your story
together.
In any story you have characters, a location, a theme,
etc. The same goes for the “Five Ws” of journalism that
reporters use every day. They look for the who, what,
when, where, and why with every story. Where and
when is your auction taking place? Who is hold-
ing the auction? What is interesting about this
auction? Once you have answered your “Five
Ws”, you can begin writing your press
release.

continued on 71
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NAA'’s first Lobby Day on Capitol
Hill was a day to remember

By Lance Walker, CAI, BAS, CES

hirty years of marriage to the perfect mate is some-

thing to celebrate. I celebrated this milestone of

L marriage to my Auctioneer wife Terri in May by tak-

ing her and our two children to NAA Lobby Day in
Washington, DC.

Okay, maybe it is not what every woman would want, but we

actually had a great time and learned a lot about how our polit-
ical process works.

NAA Lobby Day -- also called “Auction Action on Capitol
Hill” -- was an opportunity for NAA Auctioneers to meet their

Congressmen and ask for their support for legislation or action
that could greatly affect the auction industry. NAA members introduce themselves before the start of
About 58 Auctioneers from California to Florida gathered at ~ the 2007 Auction Action on Capitol Hill training seminar in
the Hamilton Crown Plaza to learn from new NAA Public =~ Washington, D.C.
Affairs Manager Chris Longly (in charge of Government
Affairs) and a team of Capitol Hill experts on how we could
approach legislators on two important issues effecting
Auctioneers.

Auctioneers were first educated on House Bill 111/Senate Bill
413 called “Community Choice in Real Estate Act”. This act
would prohibit banks from engaging in real estate brokerage
and management. Obviously this could be a huge threat to
Auctioneers who sell real estate at auction. This bill would
quickly give a monopoly to banks and allow them an unfair
advantage in soliciting customers for whom they are providing
credit. It is essential that Congress maintains its current policy
separating banking and commerce. This act would stitle com-
petition and lead to fewer consumer options as well as increased

costs. Banks should remain in the financial business and allow

auctioneers and real estate professionals to continue marketing _ _Tennessee. U.S. Senator Bob Corkerf sec_ond from left,
joined NAA Director Lance Walker and his children Eric and

Caroline for a photo at the Capitol.

real estate.

The second was a proposed rule by the GSA to sell excess
property at their service centers as opposed to using independ-
ent contractors like Auctioneers. This would negatively affect many Auctioneers and no longer allow the
public to purchase this government property at public auctions conducted by qualified NAA members.

Terri and I met separately with staff members of Tennessee Senators Lamar Alexander, Bob Corker and

continued on next page
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Christopher Kush of Soapbox Consulting provided mem-
bers with an entertaining and informative look at how the
political process works in Washington, as well as how to
manage and structure their meetings with legislators.

Pennsylvania Auctioneers NAA Director Jay Ziegler, cen-
ter, and William Howze review their schedule of meetings at
the Capitol. Every participant met with both of their U.S.
Senators and their U.S. Representative.

Rep. Steve Cohen. Each office was eager to know our opin-
ions and very receptive of our being there. Representative
Cohen was already a co-sponsor of HB 111 so we wanted to
thank him for that. The two Senators had previously been
lobbied by NAR members and were aware of the issue. I do
think our presence made a difference and am certain that the
profession of auctioneering is now on their radar screen.
What we noticed was that prior to our appointments and

_Elect Monte Lowderman

e Wife, Carrie, and son, Rhett.

* Life member of the NAA.

8 « 2006 IAC Finalist.
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~ *4-HClub Congress distinction.
e s g

"o _ *National qualifier 4-H public speaking & demo. contest.

e °* FFA State Farmer degree.
@_ ~ * Member of Masonic Lodge.

-« Proudly supported by the IL State Auctioneers Assoc.

...watch your character, it’s your destiny.” - Monte Lowderman
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* 25 years of service to the auction industry.

* Co-owner/Partner in family auction business.

* BS degree from Western IL University in 1990.

* Graduate of MO Auction School at the age of 18.

* Certified Auctioneers Institute candidate.
* Member of NAA Fun Auction Committee - 3 years.
* Member of NAA Long Range Planning Committee.

B * /L State Auctioneers Assoc. Board Member.

' ;ﬁﬁi’,‘ hﬂtﬁ%ﬁ llteﬂ'ma ‘ﬁf_ * Past VP National Jr. Polled Hereford Board.
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immediately following each meeting there were other people
doing the same thing we were but on different issues. We real-
ized that our senators and representatives are constantly being
influenced one way or the other on issues that affect various
industries. This brought home the importance of NAA mem-
bers to be seen and heard on issues that affect our livelihood.
Surely, the banking industry has been trying to have the oppo-
site influence on our legislators. Unless we maintain contact
with our legislators they will not know
how to best represent us. Visits, letters,
phone calls, emails and donations are
what get legislators attention. I learned
that NAA members should participate
in all of the above.

Next year I better get my wife some
bling for our anniversary instead of a
trip to D.C. Hopefully Auction Action
on Capitol Hill will not fall on May 22
again. For the Walker family, it ended
up being a unique way to celebrate our
anniversary as well as learn a great deal
about how our system of government
works.

Our children will always remember
their special time exploring our nation’s
capitol with mom and dad. Terri and I
have that great memory as well and a
much better appreciation of how our
process of government works. The auc-
tion industry needs to have an active
part in this process. Make a commit-
ment to contact your representatives
concerning important legislation that
affects you. Next year, come to the
nation’s capitol and participate in
Auction Action on Capitol Hill.

www.auctioneers.org



Auxiliary’s new website will
help members keep in touch

auxiliary

AUXILIARY PRESIDENT SHARON
HUISMAN AND HER HUSBAND,
AUCTIONEER DAVE HUISMAN,

n a recent road trip in which I drove through many miles of the southwest-
ern Arizona desert, I could not help but notice how accustomed we have

become to “staying in touch.”

No matter how sparse the population or the vegetation, cell towers were almost
always within sight of the highway. People want to keep in touch, and those in the
auction profession know that keeping in touch is an essential part of conducting
business.

The Auxiliary has made keeping in touch with its membership a primary goal. At
the upcoming 58th International Auctioneers Conference and Show in San Diego,
CA the Auxiliary will be unveiling its new website. The new site will feature incom-
ing president Annette Wells, a calendar of events which will include upcoming state
auxiliary meetings and NAA seminars, and, as soon as they are announced, the 2007
Scholarship Award winners and the 2007 Hall of Fame inductees.

Information will be updated on a monthly
basis so members can look forward to reading

AZO ng wzt/? Z-he about the newly-elected Auxiliary officers and

directors. News and pictures from the 2007

nNeww UEeEe bS Z te) Conference and Show will also be featured in

the coming months. Be sure to stop by the

Z'}]e A%Xi [Zd}/‘y Auxiliary booth during the conterence so you

can personally see the new web site on a laptop

is also trying computer

Along with the new website, the Auxiliary is

' also trying to get the email addresses for its
Lo get the emall entire membership. We currently have only
addresses for

115 entive

approximately 400 email addresses out of a
membership of 1,700. Periodically, we like to
send out email blasts (short, quick reminders of
important dates or events) to the entire mem-
bership via email. If you have not already done

membership.

so, please take a moment to contact Executive
Management Resources at (919) 876-0687 or
by email to execman@att.net and add your email address to the Auxiliary list.
While we all enjoy and appreciate the time spent in fun and fellowship with our
peers at the annual NAA Conference and Show, for most of us the only time we
have together is that one short week of the year. Keeping in touch with our mem-
bership throughout the entire year is the goal of the Auxiliary. We are hoping that
the new website and the email blasts will move us closer to accomplishing our goal.
I look forward to seeing each and every one of you at the NAA conference in San

Diego!

www.auctioneers.org Auctioneer July 2007/

CAI LIVE IN GALI, CA.

NATIONAL AUCTIONEERS
ASSOCIATION 2006-2007
AUXILIARY BOARD OF DIRECTORS

Sharon Huisman - President
(209) 368-1532
raschein@hotmail.com

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

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

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

Glenda McCarter Johnson - Historian
(865) 453-8417
gmjonsn@belisouth.net

Terms ending in 2007:
Jane Aumann

(217) 594-2825 / (217) 563-2523
jane@aumannauctions.com

Sandy Bauermeister
(260) 493-9206
bauermeister@earthlink.net

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

Janet Shearer
(407) 847-3993
auction1@kua.net

Terms ending in 2008:
Lois Daniel

(434) 577-2971
danielauction@telpage.net

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

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

Terms ending in 2009:
Lou Blocker

(843) 844-2770 / (843) 538-2276
jgbauction@lowcountry.com

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

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




_ E’al questions

KURT R. BACHMAN IS
AN ATTORNEY AND
LICENSED
AUCTIONEER FROM
LAGRANGE, IN. HE
CAN BE REACHED AT
(260) 463-4949 OR
KRBACHMAN@
BEERSMALLERS.COM

Advice in this column

Kurt R. Bachman and Beers
Mallers Backs & Salin, LLP appre-
ciate 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
iIs not intended to offer legal
advice about specific situations or
problems. Kurt R. Bachman and
Beers Mallers Backs & Salin, LLP
do not intend to create an attor-
ney-client relationship by offering
this information, 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 confidential.
Please visit one of our offices to
ensure confidentiality.
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Buyer release of down payment

For the last 10 years we have required a non-refundable down payment at our real
estate auctions as part of the terms set forth by the seller and advertised prior to the
auction. Last year, for the first time, a property did not close as scheduled and, due
to some non-disclosed items, the buyer and sellers each secured attorneys.

The sellers finally empowered me to negotiate a division of the down payment,
and the sellers ended up retaining part and refunding the balance. This was the only
way the buyer would sign a cancellation of purchase agreement. My question is: Can
[ have the buyer sign a cancellation releasing the down payment at the auction that
can be recorded if they do not close in a timely manner?

Frank Imholte, CAI, AARE, CES
St. Cloud, MN.

Answer: A cancellation releasing the down payment (“mutual release”) is a form that is
generally signed by both parties when a purchase will not close as anticipated.
Executing a mutual release immediately after an auction of real estate may not be a good
business practice because it could send the wrong message to the buyer and seller.

For example, consider a successtul bidder agreeing to pay $500,000 for the pur-
chase of real estate. Both parties, at the time of sale, expect the sale to close as
agreed. If an Auctioneer asks the buyer to sign a mutual release after the execution
of the purchase agreement, the buyer may question the seller’s willingness to com-
plete the sale or infer that there is a problem. If the buyer executes a mutual release
at the same time as he or she signs the purchase agreement, the seller can unilater-
ally terminate the agreement at any time and pocket the down payment. Buyers
would generally resist signing the mutual release. Furthermore, if the seller is aware
that the Auctioneer obtained an executed mutual release from the buyer, the seller
may question the Auctioneer’s ability to complete the sale, which could interfere
with the relationship between the seller and the Auctioneer.

[n addition, the mutual release is normally drafted in such a way that it helps protect
the Auctioneer. When a bidder makes a down payment for the sale of real estate, the
Auctioneer usually will hold onto the proceeds as an escrow agent. When a real estate
sale does not close, both parties will usually end up demanding payment of the funds
held in escrow. The Auctioneer does not want to be in a position where he or she must
decide to whom to give the money. The mutual release requires the buyer and seller to
agree on the disposition of the down payment so the Auctioneer knows how to distrib-
ute the proceeds. If both parties refuse to sign the mutual release, the Auctioneer may
file a complaint with the local court naming both parties to the contract and paying the
money into the Court. This will usually allow the parties to fight over who should
receive the money, but keeps the Auctioneer out of it.

Auctioneers generally should not attempt to have a buyer sign the mutual release
immediately atter the execution of the purchase agreement. When the property does
not close and there is going to be a fight over the down payment, an Auctioneer
should contact an attorney for assistance in navigating the dispute. In general, the
mutual release should only be used when the transaction is not going to close and
the parties reach an agreement on the distribution of the proceeds.

Auctioneer July 2007 www.auctioneers.org




Can real estate agent disrupt an auction?

[ recently had two disturbing incidents in recent real estate
auctions that led to the following two related questions:
While doing my pre-auction announcements on a condo
unit, a real estate agent (and resident of the complex) inter-
rupted and stated to my registered bidders that, even if they
were the successful bidder, they may not be able to live in the
unit unless "approved" by the board as stated in the house
rules. She then stated to all present that we (the auction com-
pany and the owner of the condo) had no right to auction the
unit. At this point, two of the six bidders walked out.

Also, as treasurer of the condo board, she printed in the month-
ly newsletter that we (the auction company) had agreed not to sell
the unit for less than $500,000. My seller's reserve price was
below that and we never made any such agreement and further-
more, we never had any contact with anyone from the board.

Here are my two questions: Can some kind of legal action
be taken against her? And, can a condo board hold "approval”
authority over someone who legally buys a piece of real estate?

Boyd Allison, Jr.
Midlothian, VA

Answer: The actions of the real estate agent and condo board
at the time of the auction certainly raise a few potential legal
issues. It seems that there are a few potential claims you could
make against the agent and condo board. These claims may
include: (1) fraud; (2) misrepresentation; (3) tortuous inter-
ference with a contractual relationship; (4) and other poten-
tial claims. I suggest contacting an attorney licensed in your
state and discussing these issues with him or her.

Since the statements and representations of the real estate
agent relating to the reserve amount were false and her actions
prevented the sale from being successful, there may be a claim
for fraud or misrepresentation. Individuals are generally not
allowed to make false representations, which are relied upon,
and 1njure another party. The realtor said there was an agree-
ment to not sell the condo for less than $500,000. If this is an
untrue statement of fact, and the other elements required by
state law can be satisfied, there may be a valid claim.

In addition, once two parties enter into a valid contract, third
parties are generally prohibited from interfering with the per-
formance of either party’s obligations arising under the contract.
In this matter, the Auctioneer and the seller have a contract and
the real estate agent may have tortuously interfered with the
Auctioneerss ability to perform. In order to prevail on a claim for
tortuous interference with contract, a party must prove the fol-
lowing general requirements: (1) the existence of a valid con-
tract; (2) defendant’s knowledge of the contract; (3) defendant’s
intentional cause of the breach of that contract; and, (4) dam-
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legal questioﬂ

ages. Whether the real estate agent’s actions meet these require-

ments is an issue to address with an attorney.

The statement about the approval of the board being
required before the successful bidder can live in the condo-
minium is also a concern. Unfortunately, I have not had an
opportunity to review the condominium by-laws or restrictive
covenants (which are probably the house rules referred to by
the real estate agent). If the by-laws and restrictive covenants
do not require approval of the board, this statement may sup-
port the claim for fraud. If the house rules do require the
approval of the board, the issue becomes what is the criteria
for approval. Federal law prohibits housing discrimination on
the basis of race, origin, religion, ethnicity, nationality, and
sex. Any rules that deny the above classes housing opportuni-
ties may be void and unenforceable.

These types of provisions have been successtully challenged
in some instances. It depends upon what the house rules say.
If a successful buyer is not approved by the board, he or she
should seek legal counsel to review the rules of the condo-
minium board to determine whether they comply with feder-
al and state law and are enforceable.

continued on 78

Art Feller - Auctioneer - Cissna Park, IL

1939 Graduate of Reich Auction College in Austin, Minn.
Auction Career — 67 Years
Farm, Antique, Commercial, Real Estate

H HTS C AREER: Selling over 10,000 Actions.

Co-owner and auctioneer at livestock market auctions in

Cissna Park, Kankakee, El Paso, and Forest, IlI.
Auctioneered the large Eastern Illinois Machinery Auction.

Owner & operator of Feller Auction College in Kankakee, Il1.
Graduating many successful auctioneers throughout the U.S.

Applied for and received from U.S. Patent Office a patent for a

modern cashier system. Manufactured auction tops and cashier
offices which were sold throughout the U.S. and Canada.

Owner and editor of Auctioneer Chant newspaper developed to
advertise auction sales with a subscription list covering the Midwest.

The Livestock Auction Markets of America sponsored an auction
contest in California. He entered and placed 5th. For years he sold
buffalo for the U.S. government.

The Cissna Park Chamber of Commerce presented him with a
plaque for his contributions to agriculture.

Newsweek, CBS and Wall Street Journal interviewed him
for his views of agriculture in the Midwest.

He was inducted into the Illinois Auctioneer Hall of Fame.

DVD’s are now available of his last auction.
You can hear the chant of a prominent auctioneer.

Send $3.50 for DVD plus $1.64 Postage to:
Auctioneer Systems
PO Box 267, Cissna Park, 1L 60924
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Want the highest hammer

Go for Gold.

That’s exactly what our exciting new service is about - delivering
more bidders and higher hammer prices to every sale. Building

on top of an already robust technology platform, NAALive Gold

goes beyond a standard online broadcasting service to give you
maximum exposure for your auctions.

Contact us today to find out more!

1-877-456-LIVE

(5483)
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Exciting, entertaining, interactive, the Auction
Network means greater exposure for the auction
profession and marries the auction business with
the entertainment industry. For the creators of
the network, it was a natural combination and
one that could have far-reaching benefits for
Auctioneers nationwide.
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auction network

“97% of Americans attend an auction for the sheer entertainment,” says Network CEO and founder Pam McKissick.
“When you look at current television programming, you do not see any hit shows based on a subject nearly as
compelling. The network team we’ve assembled is a rare blend of talented people with strong television and
entertainment backgrounds who’ve been trained for years by great auction families.” McKissick is a natural fit
to lead this endeavor. She previously worked for the Walt Disney Company as Director of Creative Services for Walt
Disney World/Epcot Center as well as Vice President of Network Specials for the Disney Studios. She later served
as President and Chief Operating Officer of TV Guide Networks, a 56-million-household, ad-supported cable
network distributed across the United States via major cable operators. At TV Guide she oversaw all operations,
including research and marketing, ad sales, on-air programming, finance, product development and creative
services. Raised on a ranch with an interest in the auction business, she took her robust broadcasting and business
background to Williams & Williams where President/CEO Dean Williams brought her on board as that company’s

chief operating officer. McKissick is a member of NAA and in her third year of Certified Auction Institute (CAI).

.~ NAA President-Elect Tommy Williams




“I love being in the auction business,” says McKissick.
“T'd been around it all my life — owning horses, living
on a ranch, attending auctions as a kid, selling my
home at auction as an adult— but the chance to actually
work in the business has given me a greater appreciation
of the people in this industry — their integrity, their work
ethic, their tradition — and of the enormous potential
of this industry. This network can elevate auction in
America — become the tipping point for the auction
industry. It will deliver great programming, great deals,
great fun —whether you're buying, selling, just watching
or maybe even attending auction school as a wondertul
career choice.”

As she worked with Williams to develop a staff capable

of supporting the growing demands on the company’s

Auctioneers and services, McKissick began to notice
parallels between the auction business and the TV

e
y

i

I

s

T

programming business she had worked in previously.
As she explained to Auctioneer Magazine, “In both lines
of work you have a lot of pre-production — getting the
product ready to sell, getting contracts ready, finding
the right star/auction team — all as part of your work
to get ready for the big show, or day of sale. Instead of
network ratings after the show, you have sales and happy
customers to tell you if it was a hit.” These similarities
inspired McKissick to see that not only could the auction
business benefit from those with entertainment industry
experience, but also that the entertainment industry
was missing out on those in the auction profession.




But would others see the same potential? Why should
the entertainment industry invest in an auction
partnership? Perhaps without realizing it, they already
have. Auctions are the subject of 46.7 million books,
magazines and videos. This supply is driven by a public
demand also reflected in the 160 million internet auction
links online. Consumers seemingly have an insatiable
appetite for auctions. The auction industry totaled a
record $257 billion dollars in sales in 2006 and continues
to increase each year. 57% of consumers have attended
a live auction, and they spend an average of nearly
$1000 when doing so. 70 million people attend auctions
annually. These are the kinds of numbers that catch
the attention and imagination of entertainment industry
executives. Throw in studies that show 83% of auction
attendees believe they are a way to get good values and
75% involve their whole family when attending auctions

| knew immediately that the Auction Network would
be the p@f@@t ﬁf f 07 NAA.” Naa cEO Bob shively

and you've got a widely-popular, family-friendly subject
that appears to have been previously overlooked. Indeed,
with over 200 existing and emerging cable TV networks
in the US, none are dedicated to the topic of auctions.
Few auction programs currently exist on U.S. television,
and even fewer establish an emotional connection for
viewers. Yet digital networks in the United Kingdom and
Germany run over 100 daily live auctions, generating
millions of viewers and registered bidders monthly. Any
entertainment professional could see from these statistics
that a significant void exists in the area of auction
programming.

With this in mind, McKissick formed the Auction Network
as an independent company with herself as the chief

executive officer. She didn’t have to look far for the
network’s senior management either. Fontana Fitzwilson




spent 15 years with TV Guide, working as the Vice President
for Research. In that position she directed the domestic and
international research of TV Guide Television Group,
including the areas of brand equity and positioning,
programming, advertising, audience measurement, product
and marketing development. Fitzwilson distinguished herselt
in this career to the extent that she was viewed as an
entertainment industry leader in the field of corporate
research. Having gone on to serve as the Vice President for
Corporate Research and Strategic Development at Williams
& Williams, Fitzwilson brought an understanding of the
auction industry in addition to the components behind
successful television programming. McKissick brought her
on board at the Auction Network as General Manager.

With the idea and key management in place, Auction Network
executives sought the advice of NAA President-Elect Tommy
Williams. “T had long believed that NAA needed to launch
a television network. As soon as I heard about Auction
Network, I felt this could be the greatest public relations
opportunity in the history of the auction industry,” says
Williams. “It will reshape the way the world thinks of
auctions, like eBay has done. If the network does what I
believe it can, it will surpass eBay in its importance to our
industry.” Seeing this potential but refusing to take a financial
stake in the company because of his commitments to the
NAA, Williams recommended the network executives discuss
the idea further with NAA CEO Bob Shively.

“Just prior to my first meeting with Pam, the NAA Board of
Directors had approved the development of a television
program covering the International Auctioneer
Championship (IAC) and wanted to pursue the creation of
a weekly television program for NAA,” recounts Shively. “We
were still in the initial stages of investigation for both
programs when I had the opportunity to meet with Pam
and her team. It was uncanny how their concept fit with

auction network

Auction Network
Programming

fncus on the central theme of auctlen The Zauctmn -
netwerk will be ‘dayparted” to reach the apprepnate
audience at the rlght time of the day. You'll see
evth:ng from live, colorful, event-driven auctions
for high-end cars, yachts horses, cattle, luxury homes

- antigues, sports and movie memoramhé to emot:onally

charged auctions that sell the...qu’éﬁerback jersey after
the playoff game, the eelebh‘ty gown after the awards
show, or the guitar 'effer a music icons farewell tour.
Auction Network will feed consumers’ appetites for
the fun and entertainment of auctions with daily
features targeting buyers, collectors, and auction
enthusiasts at the local, national and international
level. “Behind the Scenes” and family programming
will round out the programming fare with “Biography”-
style shows about the unique lives of auctioneers,
fun Kids’ auctions and national auctioneer contests.

How Auctioneers
Can Participate

NAA affiliated Auctioneers will be featured in everything
from “How To” programming where they’ll explain
how to participate in auctions to civil war artifact
auctions where they’ll discuss the historical significance
of the items to be sold. If Auctioneers have an
upcoming auction they believe would make for good
viewing, they can contact the network’s head of
programming. In addition, ad time to promote specific
auctions and auction services in general, is available
for purchase.




Let’s Say A
Viewer Collects
Autographed
Boxing Gloves

or Even Buffalo
China.

They can go to the Auction

Network’s site and run a search for
“autographed boxing gloves” that
will give them the time and location
of autographed boxing glove
auctions in their area, and then bid
IN real time through the site. They
can also view archived footage of
previous auctions featuring auto-
graphed boxing gloves. There is no
limit to the range of items sold at
auction, and the network’s search
capability will reflect that. If auto-
graphed boxing gloves are not your
thing and you would like to search
for Buffalo China auctions and
broadcasts, the same capability
exists for you. The ability to bring
live auctions to a local crowd, as
well as a national or international
audience simultaneously, has

l tremendous benefits for the industry.

auction network

the board’s objectives, even surpassed them. I knew immediately the Auction
Network would be the perfect fit for NAA.”

Shively worked hand-in-hand with Auction Network executives to develop
a partnership agreement benefiting all parties involved. “The NAA Executive
Committee was first presented with the concept and warmly embraced the
idea and network,” says Shively. “It was brought to the entire Board at the
2007 Winter Seminar in Tucson and it passed unanimously.” The inherent
opportunity was obvious to those attending the board meeting, says NAA

Se your entire indusiry..




President Bill Sheridan. “Every once in a while an
opportunity comes along that can do wonders for your
business, or in this case your entire industry. Not only
will there be exposure for the NAA and its 6,500 members
— really for the entire auction profession — but it will be
carried out by true television industry veterans. The long-
term possible financial benefit for our membership was
also apparent as we heard the network team’s plans for
building it out as it grows. This is going to be a first-
class deal.”

Following the success of their partnership with the NAA,
the Auction Network began seeking other programming
partners. To date the network has established partnerships
with NAA, Aumann Auctions, Heritage Auction Company,
Keeneland Auction Company, Auction Systems Auctioneers

...................

& Appraisers, Inc. and discussions are underway with
other large auction houses. Auction Network program-
ming partners receive advertising and auction links
through the network’s internet television site, and in
turn agree to provide content to the network.

The Auction Network will debut online in October at
www.auctionnetwork.com, and will expand to cable and
satellite by 2008. The online component will not only
kick off the network’s multi-faceted website but will also
utilize the latest medium of mass communication:
internet television. Internet television is defined as
television delivered to personal computers, mobile devices,
set top boxes, and even your television — all via the




auction network
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internet. Typically, internet television sites offer various ~ The internet television marketplace is at a tipping point,
viewing modes: an interactive television schedule, video  with 22% of United States internet users watching video
on demand programming, archive and keyword search,  monthly or more frequently — and with the United States
the ability to download desired content and live events.  population now spending more time online than

The NAA and the Auction Network developed an agreement

that declares the Auction Network “the official and exclusive

broadcaster of the NAA and its members.” The network plans to

air regular “Ask the Experts” video bites featuring NAA members. The network also

Pam McKissick, Bill Sheridan and Bob Shively finalize
Auction Network agreement.

plans to broadcast the annual IAC Championship, and will provide free promotional air time to the NAA. Al

on-air talent will be NAA members.




o

watching traditional televisifi. Thedftemertelevisi
broadcast can be viewedd by simyllylogeing n to the
Auction Network's weDS " ' ¥ online
presence will enable VOTK ilude live 4
interactive bidding b h a ne

with cable programiming

liv@land interactive.

for all parties

e Peesident of Keeneland

Iihis j§inot just 2 single

by partnering with the

Bleetive piOEramming, we are not
_the dine programming

all thi fime but also to drive the

hbred horse business.”

)

%

d 16
tla

All this backgroun 38
Network’s greatest poféntialfoF
help bring auction ari@isucti

public perception, creatifig
in the same way people fol o. SpOrts igure
intends to facilitate the expostfigthe ath

needs as that perfect blend of exc Omme
world class entertainment in the United Stdiegyaad.

Auction Networt

‘. . L

gels to the forefrontor
figfor Auctioneg

ho

abroad. The Auction Network is like a sporting event




Inational auctioneers foundation

Investing in Our Future

Planned Giving to NAF - Ensuring Your Legacy

Determining how you want to be remembered after you're gone can be one of the most important deci-

DAVE HANNEMAN _ : . . . S

TS T KIAT sions you ma.ke. People often avoid the issue of death, but in the case of estate planning, it’s really about
IR R focusing on life. |
DEVELOPMENT You're no doubt proud of your accomplishments in life, no matter what they may be. Your children, your

business or your impact on others lives; these are the types of things that should be remembered.

Estate planning remains one of the ways you can protect yourself and your
loved ones. With the proper techniques and planning, you can help ensure that you're remembered for
the impact you had on your community and your profession. In the event of an accident or other med-
ical emergencies, you should be prepared.
The National Auctioneers Foundation relies on the generous support of people like you who take pride
in knowing that they have helped provide opportunities that ensure all young Auctioneers have the tools
to do what they do best: represent sellers through the auction method of marketing.

After providing for family and friends, many people like you who understand the joy of giving and the
benefits of estate planning, choose to leave an indelible mark on their industry through a planned gift. The

NAF is pleased to offer a Planned Giving Program that allows you to ensure your

legacy in the auction industry.
Planned gifts are within almost anyone’s reach and will help secure the future of
the industry that has been a defin-
ing aspect of your life.
The program has several benefits
to consider:
® You will likely be able to make a
much larger investment in the
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The NAF s

pleased to offer a
Planned Giving
Program that allows

Foundation than you imagined.

——— ® You can experience the pride
e Auctioneer Since 1976

* Co-Owner with wife Judy of family auction
company

¢ 19 Years NAA Member

and satisfaction that comes with
providing a major gift to a cause
you support.

5 Years NAA Membership Committee

« 10 Years Online Mentor at NAA Web Site

o Past President Auctioneer Association of NC
e Hall of Fame Auctioneers Association of NC

e 7 Years Editor of The North Carolina
Auctioneer

*BS of Nuclear Engineering NC State
University

*21 Years US Army Retired Lieutenant Colonel

*2 Tours Vietnam

o2 1/2 Years Fulda,
Germany Community Commander

40

® The Foundation can plan well
into the future to support the pro-
grams and projects that propel the
growth of the industry for future
generations.

® You may recelve numerous tax
benefits, including charitable

you to ensure your
legacy in the

auction industry.

deductions, lowered estate taxes and preferential treatment of capital gains tax.

In recognition of this sustaining dedication, the Foundation has formed The
Legacy Circle. As members of The Legacy Circle, you will be recognized by peers as
well as future generations as the most devoted supporters of the auction industry.

If you would like to speak with someone about the program, please contact the

NAF at (913) 541-8084, ext. 26.

Auctioneer july 2007
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The National Auctioneers Foundation

board of trusteees and the "Investing in our Future" National Advisory Board would like to thank all the contributors
who have supported our Funding Initiative. It is because of generous benefactors like you that the Foundation will have

the resources to continue its support of visionary programs and services. Thank you for "Investing in our Future."
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Frank Trunzo, CAI
Wenda Trunzo
Pat Vitilio, CAI
Lance Walker, CAI, CES, BAS
Terri Walker, CES
Warren A. Ward
Dave Webb
Deborah A. Weidenhamer, CAI
Randy A. Wells, CAI, AARE, GPPA, CES
Linda Welsh, GPPA, CES
Gary & Richard Wieman
G. Burdette Wilber, CAI, GPPA
James Wild
Thomas L. Williams, CAI
Joe R. Wilson, CAI
Wisconsin Auctioneers Association
Brad H. Wooley, CAI
World Wide College of Auctioneering
Jay E. Ziegler, CAI, AARE
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his summer, a new and
improved NAA website will
l[aunch at the 58th
International Auctioneers Conference

and Show in San Diego, CA. The new

website will incorporate content man-

agement technology as well as an
updated auction calendar to help the
members get the most from this NAA
member benetit.

For the past three years, www.auc-
tioneers.org evolved by adding features,
updating pages and trying to keep up
with the demands of NAA members
While the site
was mostly successful in satistying the
needs of its users, the NAA knew it
needed a more comprehensive solution.

and consumer Visitors.

“As technology has grown, so have
user expectations. What people expect-
ed from a website in 2002 is vastly dif-
ferent from what people expect in

2007,” said NAA president William L.
Sheridan, CAI, AARE, GPPA.

According to web experts, a full-scale
redesign and rebranding/repositioning
effort should occur every 24 to 36 months. The NAA's last
web redesign occurred in 2004.

“Our current site needed to be updated and changed with
the times. Through the years, our site became difticult to nav-
igate for the members and the public,” said Technology
Committee chair Jay Ziegler, CAI, AARE.

According to Ziegler, the main goal of the web redevelop-
ment project was to make the public side of the website more
consumer-oriented while providing members with a more
efficient experience.

One of the ways the new website will provide an improved
user experience is through integration of the site with the
NAA’s association management software. The software helps
staff maintain member records, financial transactions and
other essential functions of the NAA.

The previous version of the site did not connect with the
membership database. Instead, NAA staffers manually updat-
ed the database and hand entered event registration each day

which proved time consuming and labor intensive. The new
website directly integrates into the database enabling mem-
bers to seamlessly and securely maintain their information
and association related transactions.

“As technology changes, so does the demand from members
and consumers for new features, including enhanced navigation,
improved search functions, the ability to handle online registra-
tions for association events and educational programs,” said

www.auctioneers.org
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technology committee member Robert
Mayo, CAL.

Due to the sheer volume of information
contained within it, information was not
always updated in a timely manner. As of
May 2007, the site contained over 6,000
files in over 500 folders. With the major-
ity of content maintained by hand and

" much of it lefrover from the pre-2004
version of the website, the website con-
tained tremendous amount of dead
weight which NAA staft was unable
update or eliminate.

“I believe there is misconception
regarding the size of the NAA head-
quarters. The entire staff consists of
about 20 people with some dealing

exclusively with state associations,” said
Technical
Manager Leanna Morris, “We do our
best to keep content up to date, but
sometimes pages get missed.”

As part of the new website, NAA

implemented a new content manage-

and Creative Services

ment system. Instead of a single person
in charge of all NAA web content, each
department can maintain its information. Additionally, outdat-
ed information will either be automatically updated from the
association management software or eliminated from the site.

Improved auction calendar

“We must stay ahead of the curve; technology is so fast at
outdating itself, we must keep fresh content on our site,” said
Technology Committee vice-chair Darron Meares, GPPA.
“Just having the new look and feel of the site will drive our
members to the site and with the item-level searching and cal-
endar automation, members will have a reason to stay.”

Another feature of the new site is an improved auction cal-
endar. Users may continue to search for auctions and
Auctioneers as in previous version of the calendar. In order to
make the calendar more consumer friendly, users will also be
able to search for individual items within auctions. If a con-
sumer wants to find a “Telescopic Forklift,” he or she will be
able to search all of the auctions within the calendar for the
specific item.

“People are looking for an item, not an auction, said Mayo,
“If this new feature is implemented correctly and search engine
ranking optimized, this will increase exposure to our industry.”

Technology committee members expressed initial concerns
with the item-level search ability of the new auction calendar.

The benefit to the consumer would happen only if the calen-
continued
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dar could also offer increased convenience to the members.

[t the calendar required too much added effort or expense,
members would not use it. If members did not use it, neither
could consumers.

“As with any new venture, there is apprehension and fear of
change. Once all of the features of the new website are working
at full capacity, it will give Auctioneers yet another reason to be
members of the National Auctioneers Association,” said Meares.

In an effort to make the calendar easy to use and update,
members will be able to upload their existing auction catalogs
into the system using one of the compatible file types or they
can integrate their company’s auction calendars into the NAA
calendar. Either way, minimal extra effort will be required to
participate in the improved member benetit.

According to calendar developer and technology committee
member, John Economou, CAI, members can upload their
auction catalogs using a simple text file (CSV) or a standard
Microsoft Excel spreadsheet. If members already list auctions
on their companies websites, they can use the application
program interface (API) to automatically transfer the auctions
into the NAA’s auction calendar and NAA partners like
AuctionZip.com.

“The new partnership with AuctionZip will allow members
to create their own web presence and take some of the NAA
site ‘home’ with them,” said Meares. AuctionZip.com is also
the latest provider of NAA’s free website program.

The formation of new partnerships as well as the web devel-
opment project took place over the past 18 months. While the
NAA staff spearheaded the project, technology committee
members also offered input from a member’s perspective.

“The entire technology committee worked very hard with this
website,” said Ziegler, “We have an important project to deliver
in July and everyone is working hard to make this happen.”

As in any committee where members hold strong, often
opposing, opinions, the Technology committee debated many
aspects of the development. Overall, the disagreements fos-
tered debate and led to a stronger outcome.

“We may not have agreed on every point, but I feel that the
times our opinions differed were vastly outweighed by the times
everyone was moving the same direction and making great stride
to provide better and more services to the members,” said tech-
nology committee member Aaron Traffas, CES, “The new web-
site and especially the new calendar, will be much easier to use

and much less time consuming to operate.”

Additional web features will be added throughout the year
as members submit additional input into the website’s look,
In the end, the NAA website will be a
reflection of the association and its members.

“The new NAA website will reflect both who we are as an
association today, but will help us become the association we
want to be,” said Sheridan, “It reflects our mission, our values

feel and function.

and the future of the auction method.”
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Lodging Headquarters:
Radisson Hotel — (888) 566-5290

For Entry Form
Contact: Laura Reed — (601) 953-8130

Scoring On:
Bid Calling, Clanty, Crowd Communication,
Product Knowledge, Appearance

Six Judges, Scores Averaged. Judges From:
Vehicles, Livestock, Equipment & Antiques.

B10’s of Entries Received by August 3rd
Will Be Featured In Buyer’s Catalogs.

“It’s The World Championship, 3
| The Best Will Be There!” — Bob Reed, Director §

A National Performance Horse Association
(NPHA) Sponsored Event
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| A Certified Gemologist Will Be

' On Hand For This Open World
Championship. Total Payout

Based On Pro-Rata of Entries.

' Don’t Miss The World Championship!
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for your auction company?

You've been thinking about creating a Website but, “just haven’t got around to it.”
You've already taken the first step in becoming an NAA member.

Now’s the time to take the leap!
Take advantage of NAA's NEW Free Website program.

Auctioneer

Introducing
NAA’s
NEW FREE

List all of your upcoming auctions websrte
Upload auction photos P rog ram

Market your company in the auction industry

With a click of your mouse, you can:

It’s as easy as 1, 2, 3...
Go to www.auctioneers.org/membersonly and login as a member
1. Enter your AuctionZip username and password to link to your NAA’s Free Website Program
2. Select your Domain name '
3. Select a Website template
Once you have selected your Website template, enter your Website Information.

Go ahead. Give it a try.

Visit www.auctioneers.org/membersonly today!

Provided in Partnership with AuctionZip.com



will launch this summer a new
naa website with a Multiple Listing

Service-style catalog of real
estate auction properties for sale by NAA members. The
website address 1s www.NAArealestateauctions.com.

Through the new website, consumers will be able to
search listings for specific real estate related criteria. The
site will be yet another benefit designed to help bring pro-
fessional Auctioneers together with consumers at no addi-
tional fee or cost to the members.

“We anticipate this will be a highly-popular website for
the public, and we will appropriately market it to the
public. With real estate auctions
booming and more people search-
ing the Internet for properties,
there is a need for an auction MLS
and NAA 1s going to fill 1t,” said
NAA President Bill Sheridan, CAI,
AARE, GPPA. T urge all NAA

members to post their properties
on this new listing service.”

The Muluple Listing Service
(MLS) i1s a database that allows real
estate brokers to share information
about properties with other real =
estate brokers who will represent - p Ubhc’
potential buyers or will cooperate

with a listing broker in finding a

buyer for the property.

When real estate agents search
the MLS system and they can retrieve information about
all homes for sale in a given area or price range. The orig-
inal purpose of the MLS was efficient communication of
information to all participating brokers.

Many consumers already search MLS style systems on
the Internet. What many consumers do not realize is that
most MLS systems restrict membership and access to real
estate brokers/agents who are members of a local Board or
Association of REALTORS. An Auctioneer who chooses
to neither join NAR nor operate a business within NAR’s
rules, cannot join the MLS. Consequently, many MLS
are not comprehensive for all available properties in a
community. This policy was a disservice to both

“ We an tlctpate
| thls will be a
r-ﬁ_-_hlghly-popular
website for the -
- public, and we
_ will appropriatel y
 market it to the
- said NAA
_ President Bill
| f--Shendan. .

New MLS-style website caters to the
unique needs of real estate auctions

Auctioneers and consumers.

Another challenge to using traditional MLS-style sys-
tems was the requirement to input an “asking price”
which permitted users to search by the various prices.
This feature often did not apply to properties sold by auc-
tion as the “market value” could not be determined ahead

of time. As a result, many Auctioneers were unable to post
their real estate auctions on their local MLS.
“NAARealEstateAuctions.com was built in response to
members’ requests for an auction calendar that suited the spe-
cific needs of the real estate auction,” said NAA Director of
Member Services Ashley Herman, “We feel confident that the
new website will become the premiere
portal for real estate auction listings.”

The MLS model in use today dates
back to the 1960s when almost all
brokers involved in transactions rep-
resented the seller, either as the seller’s
agent or as the subagent of the listing
broker. The seller paid the listing
broker who, in turn, was responsible
for compensating the broker work-
ing with the buyer. In September
2005, the U.S. Department of
Justice filed an antitrust lawsuit
against NAR over its policy which
would have allowed brokers to
restrict properties from appearing on
certain real estate websites. The
antitrust suit also includes an NAR
rule excluding Internet only brokers from contributing in
the MLS. NAR has since revised its policies.

The initial cost of design and launch of this new website
is being generously underwritten by Mike Jones, CAl,
GPPA; Thomas Williams, CAI; B Mark Rogers, CAl,
AARE, CCIM; Jim Pennington, Rex Schrader, J.L. Todd,
CAI; Joe R. Wilson, CAI; and John Roebuck, CAI, AARE.

Details of the new website will be announced at NAA’s
58th International Auctioneers Conference and Show in
San Diego, CA this month. With the launch of the new
website, real estate auctions will no longer be posted on
www.auctioneers.org, but that site will still carry all other

types of auction listings.
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MJ 77 WHOLESALE

WWW. MJWHOLESALE.NET

FINE PREOWNED ROLEX WATCHES

MENS DAY DATE MENS DATEJUST LADIES DATEJUST
SUPER PRESIDENT TWO TONE SUPER PRESIDENT

FROM FROM

NEED A FEW THOUSAND MORE BIDDERS AT YOUR AUCTIONS?
OFFERTHEM AUTHENTIC ROLEX WATCHES!

OUR STAFF HAS OVER 200 YEARS IN COMBINED EXPERIENCE IMPORTING AND SELLING PREOWNED ROLEX

SELLING THE WELL KNOWN ROLEX BRAND AIDSTO: THE FACTS ABOUT MJ WHOLESALE:

Selling Rolex is one of the Strongest Marketing Tools Used by Auc- Our Preowned Watches are restored to “Showroom” condition and look
tioneers Today! brand new.

Selling Rolex creates Consistent Profit & Consistent Cash Flow Our Watches are Guaranteed Genuine & Come w/ a 1-Yr. Minimum
Warranty
Selling Rolex Aids to Establish Repeat Customers
' Our Watches come time-adjusted and serviced so they are trouble-free.
Rolex Watches Appraise for up to 4x the cost!
We have Consistent Availability allowing for repeat business

CALL US TODAY!

We have training and reference materials available and offer FREE strategic advice so you can get started!
1-888-574-1250 or visit www.mjwholesale.net (Retail available at www.melrosejewelers.com)

MJ Wholesale sells preowned watches. We are not affiliated with Rolex USA or Rolex International and do not sell new Rolex watches. We are the sole guarantor of our watches.
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NAA Marketing Competition
drew over 200 entries

The NAA’s 2007 Marketing Competition, an annual
contest to reward excellence in auction advertising and
photography, drew highly-professional creative entries this
year in their use of color, layout and other factors.

More than 900 entries were judged in more than 80 cate-
gories. There were three main divisions: Photography,
Advertising/Public Relations, and Auction of the Year. The
categories included promotional programs and pieces such as
newspaper/magazine advertising, member web site, television
commercial, auction appraisals, newsletters, and news release.

The Auction of the Year award went to Randy Kincaid,
CAI, GPPA, of Randy Kincaid Auction Company, of
Lakeland, FL. He also won the grand champion prize.

The Best of Show in photography was won by Tommy
Williams, CAI, of Williams & Williams Worldwide Real

Wit Reserve Bip
SATURDAY, NOVEMBER 17 2007

10 AM

FURNITURE ESTATE AI}TD
ANTIQUE INVENTORY U6 ReQuEsT

RecenT ProPErTY APPrRAISAL $60 MILLION

TerMs & CONDITIONS ARE ON OUR WEBSITE

WWW. STARTTHESHOW BE OR PHONE (310) 867-4840
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Estate Auction, of Tulsa, OK. The Best of Show in
Advertising/Public Relations was won by Rex D. Schrader,
of Schrader Real Estate & Auction Co., Inc., of Columbia
City, IN.

See photos of their entries on the following pages, and see
their full entry in person at a display of all winners at NAA’s
58th International Conference and Show in San Diego,

CAs July 15-21.

All

ing printing company experts and communications profes-
sionals. Judging criteria included creativity, effectiveness,
clarity, appeal, design, and use of color.

All winners will be recognized during an awards luncheon

entries were judged by a panel of professionals, includ-

at the conference in San Diego. A complete list of winners
is on pages 60 and 61 of this issue.

OR I\I()RE InrorMATION CGONTACT:

SAvur EFARNER PR 2[RV
(310) 867-4840 )
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Grand Champion and Auction of the Year
Randy Kincaid, CAl, GPPA, Lakeland, FL

AUCTION

Exotic Cars & Other Assets
Seized by the Federal Trade Commission
Saturday, June 24th 10am — 4620 Hale Ave, Tampa FL

Defendant: Peoples Credit LLC

Federal Trade Commission File # 032.3079
Civil Action # 8:03CV2353
Mark J. Bernet, Recetver
Buchanan Ingersol PC

__ _' Tﬁhble Farmland |
" _ PlattedLots ln Stilmlle

Auction of the Ye
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Kincaid Auction
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3809 E CR 542, Lakeland, FL 33801
www.kincaid.com (863) 666-1977

Results at a glance
Sales - $911,256. (before buyers premium)
Registered Live Bidders - 226  Registered Ebay Bidders — 412

Hits on the website — 9,908
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Best in Show - Advertising/PR Best in Show - Photography
Rex D. Schrac{er, Schrader Real Tommy Williams, CAl, Williams & Williams
Estate & Auction Co., Inc. Worldwide Real Estate, Tulsa, OK

Columbia City, IN
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Auction Printed Materials - Multi-color - Collectibles/Specialty
Melissa Storment, Super Auctions, Surfside, CA

Auction Printed Materials - Multi-color - Livestock
Ron Bradeen, CAl, Bradeen Auctions, Custer, SD

EXCLUSIVE GUEST LODGE AND DEVELOPMENT SITE

Midatlantic (.mm actors Auction
Frulh' .;f__?__Anrll 13 8: 30AM

W AUCTION
INRRVN T :

Frederick Fairgrounds, Frederick, MD
TRAVELING West on 170 Take E Patrick St. (Exit 56} to Fairgrounds.

Ronen Jackson, Auction Alliance VICING thutom 10, Jehe Mo et R IR RRORIRIR.  a Abccia
Cape Town, South Africa

Auction Printed Materials - Two color - C&| Real Estate
www.wolfeauctions.com

Auction Printed Materials - Multi-color - C&l Mach. & Epuip.
Josh Ruby, Wolfe Auctions, Inc., Frederick, MD
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ME Auctions - Columbia Basin Spring Classic - Auction Information
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Live Webcast info: How To Register * How To Bid * Bidding Strategies * Auction Types

AUCTION INFORMATION:

Columbia Basin Spring Classic

Auction Type: industrial/Commercial

Click Here To See Inventory

Auction Status: soLD

Auction Address:

Street: Pasco-Kahlotus Road
Auction City/StateiZip: Pasco, WA 98301

Auction Time: Tue, Fab 27, 2007 - 11:00 AM

Click here for directions

Preview Info:

Monday, Feb 26 and moming of auction.

Buyer Premium: Tax Rates:
internet - 2.000%

Credit Card - 3.000% .

Cash - 0.000%

Click here for auction ::_.*rm; & conditfons

Online Catalogs - Farm Mach. & Equip.
Scott Musser, BAS, Musser Brothers Auctions
Kennewick, WA

04/30/2007 01:05 P

AUCTIONEERS

Online Catalogs - Antiques
Rich Penn, Rich Penn Auctions, Waterloo, |IA

Ciinteis Boitsoriond
AUCTION

O Properties Across the US

]J”” [ .
prime :‘f-.lmnuirr'm/ !ruwh"m:x at auction prices!

300-257-4161

'[[|‘| '| {1100
il |ln|| 1f1| genbotham.com

Commerce One

Catalogs - C&l Real Estate
Martin Higgenbotham, CAI, Lakeland, FL

Central MD Truck & Equipment Aucﬂon
Saturday, May 12, 9am

Howard County Fairgrounds
(Baltimore Areq)

2210 Fairgrounds Road, West Friendship, MD 21794
Aftend LIVE or 8id ONL.tNE: |
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Catalogs - C&l Mach. & Equip.
Jay Ruby, Global Force Auction Group, Frederick, MD
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NAA MERCHANDISE
CENTER

NEW!' NAA MERCHANDISE CENTER

CAM, Inc. is proud to be the new Merchandise Center for the National Auctioneers Association. The exciting online
center will provide NAA Members with superior quality, products, service and selection. With the launch of the
new online NAA Merchandise Center, you will have access to a large selection of high quality apparel, gifts,
luggage, and so much more...all easily customizable with your company’s brand or with the NAA logo.
Look for the link at www.auctioneers.org!

Call 866.605.7NAA(7622)
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William J. Summs, CAl, AARE, CES, GPPA,
Atlantic Asset Management Group, Norfolk, VA

You Must
see This

- oy Line!
12 Miles Sfmiﬂa ﬁﬁ
Dover, Delaware

FARM & POTATO
JEQUIPMENTY _

= &£ .| . .-3'; : : e “: .-

_. Mareh 30 . 9am

Mmm

1. i | tl -
-|-.'.
il

Catalogs - Farm Mach./Equip.

INSURED

+ Big Changes in the Land

* 12,900,000 Hits in 2006
+ 1400 Acres in New York

le..ﬁktﬂﬂllrh

- sumgbmtnr

lﬂgﬁﬂdﬁm

WUS. mmnm

mm

| Emmasm
mm ﬂiml

o mma«m
~ +31Buyers Pay $12.7

=5 mmmm :

".-._tumomahucm“

D‘ﬂm

During the spring of 2006, many were very
concerned about the farmer's profit margins
being squeezed by higher input costs, higher
interest rates and lackluster commodity prices.
Some economists and land specialists were
predicting steady-to-lower land prices. The
land market had already softened in certain
areas.

During 2006, we had a cooling of the housing
market and a slowdown in residential lot
sales and in residential construction resuiting
in fewer 1031 Exchange Buyers rolling out of
land sold for development into the market for
farmland.

The offset to soft housing factors came from
roaring commodity markets in October when
the USDA surprised most everyone with its
crop projection estimates and forecast of
projected carryover stocks. USDA lowered
corn harvested acreage, lowered estimated
yields and lowered crop carryover estimates.
The U.8. corn ending stocks was lowered
again in the January 2007 report. Combine
these positive market reports with the media
biitz on the increase in the construction
of ethanol plants, and we have witnessed
production agricultural land getting a shot in
the arm throughout the Midwest.

In the current market, farmers are expanding
their role as the dominant buyer force in the
land market. Our Schrader sales reports on
production agricultural land since September
2006 are indicating prices have moved up
from 10% to 50% depending on quality and
location of the land. Production land prices
now reflect the stronger commodity prices
for cash grain and the futures.

State by state markets vary and areas within
each state vary as well. The location of

In the Land Market

ethanol plants Is one new variable affecting
local markets. The large number of ethanol
plants in lowa together with record yields has
jumped the land prices in much of that state.
Parts of lllinois had a huge bump in land
prices prior to 2006 due to the affect of 1031
Exchange Buyers from the Chicagoland area.
Many of these same areas in lllinois seem to
be holding steady on land prices currently.
In Michigan production agricultural land I8
steady-to-up 15% with some sales feeling
the affect of fewer investors during the down
cycle of the Michigan automotive industry.
In Indiana and Ohio, the above average
production land has seen prices increase in
the 10% to 50% range.

We have purposely emphasized production
land in earlier remarks. There is not
necessarily the same price lift in the non-
production land segments. When you study
the land sales that have been attracting
building site buyers and developers during
this last 5-year run, prices of these land
sales vary from steady to as much as 20%
off of the highs.

High quality recreational and hunting land is
still in strong demand, but marginal properties
have lost some strength as the buyers
with money have become more selective.
Recreational properties that have in the past
been supported by high-income employees
from the U.S. automotive plants have taken a
hit for obvious reasons, especially noticeable
in Michigan. It takes income to support the
hobbies, and as always, the location of the
real estate continues 1o be very important.

Change is inevitable and we are witnessing
some big changes in the land market.

Business Promotion - Business Newsletter
Rex D. Schrader, Schrader Real Estate & Auction Co.,
Inc., Columbia City, IN

SPRING 2007

Business Promotion, Company
Promotional Item

Richard T. Kiko, Jr., Russ Kiko &
Associates, Inc., Canton, OH

Arden Schrader, Schrader Real Estate &
Auction Co., Inc., Columbia City, IN
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We enjoyed another great

convention hosted at the Denver Four
Points Sheraton Hotel this year. From
the comments we received, everyone

was very pleased with the educational
and training programs. fim Odle and

his superior livestock team gave us

SRaUh Chat ot ok Pusblo Wesl, CO 81007 a great overview of selling via the Vo atpn

; Gareet Phone: 719-547-8118 b CAA President
T
PR sy g R Col: 710-252.3758 satellite internet systems. Barbara

Office; G70-245-1185 miked§gaiinauction com Richards, World Champion Woman's Auctioneer from

sievedtaiuctionbasm nal Dax G Ovntatio. Canadls anct il M Wide
4981 W, Tults Awe : . : ﬂeh Wﬂf id _
'“‘““’" Derver, CO 80236 College of Auctioneering presented an informative
6577 N. Windfeid Ave o T ey and well received program for auctioneering basics
Parioer, CO 80134 & 2 . &
Office 3,;1;",3_.“,?5?3 digilliumi@man. com called “ Auctioneer Bootcamp.” Scott Goodhue, the

Cak: 3050812653 R — mempen  ~000 World Champion Auto Auctioneer and Jonathan

NALCTEC@eol com __Rich Schur McGuire, the 2005 World Champion Ringman were both
ST \ll“ﬁ: rumérl ‘?;,ng Rga"gﬂ;;f' snow-bound Friday and could not get to the convention.
Focher Moustaln Bkl Biaters inc m&ﬁfﬁ?{ﬂﬁ%ﬂﬂ Scott called in and gid he would have his front end
E;‘:}:‘iﬁs‘;:\“ richisucress-auctions com loader h‘(ﬂ'klng all H.lght 30 that he could get there the
Ofics: ATD468.10% Jansits Karss next day. Teresa Taylor of Teresa Taylor and Associates

‘ i ok -1 e in South Lancaster, Ontario, Canada quickly agreed
Annual Business Meeting L S~ 4  Canada quickly ag

Pm w E;:g ey to switch places with Scott and present her program
: . . IND VICE PRESIDENT = iy a day ahead of schedule. Thanks Teresa for your
: Janabegiaaras com J J
Nominations and Election Bung Corpentec, CAl e e Bexibiity By the way Teise i s Caliion e
Grand Junction, CO 81501 1042 West Baplist Rd. #1785 Woman Auctioneer. Scott and Jonathan did come in

C o nt i n u i n q E d u c at i 0 n T;& ‘_ué;.};%;ss;!ﬁﬁ f‘wﬁ‘ﬁmgﬁﬁzﬂ on Saturday and presented an excellent program for

dearpanierdd @man oom i Cell: 30034240520 s improving bid C-'ul"iﬂh" and ring man skills.

F u n A u c t i 0 n Michols ?}_lgg:ﬂ“g; Scott Musser of Musser Brothers Auctioneering

Eaton. OO 80815 Prattevilie, CO 80651 in Kennewick, Washingtml'l is the current National
Homa: §70-886-2361 Home: 970-T37-0045 Auctioneers Association Treasurer and 2001
Cef: 970-302-6185 Celt: 303-709-3725 I % . : o .
tanichols@thinakmet. com shawnhaglerghotmai com nternational Champion Auctioneer. Scott represented
e e Mational Auctioneers Association at our convention
2 = 3 2 O 0 7 and presented two fine seminars which again were well received by everyone. Scott and his wife Teresa were
\J danua ry 1 1 ] great additions to our convention. John Korrey and Scott Forke hosted a seminar describing Richie Brothers
_ programs selling heavy equipment around the world. Richie Brothers is the world leader in selling heavy
Embas Sy Suites Hotels equipment by auction. The power point presentation and stories were well received. Jim Woltz and his team
- AR TS b T : . from Roanoke, Virginia presented a mock auction selling multi-parcel farm and timberland. It was a great
South Carolina Auctioneers Association ~ act v : . . g mu
A : o I , . * H istoric C harleston demonstration, but I believe Shannon Schur paid too much for her water rights.
337 Meeting Street

Charleston, South Carolina 29403

John and Marshall Woody and Marshall's family joined us from Douglas, Kansas. Woody Auctions is

Continued on page 2
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South Carolina Auctioneers Association \?Vzll?r::r?ri‘:ll;cet“;g‘:s: ﬂ(\:sg.omatlon
Larry Meares, Pelzer, SC ’ ’
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Members Attend International Auctioneers Conterence
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Login

NN Celebrating 50 Years

1

{ Username

Postcards - Multi Color [ r— 1957 - 2007

RObert Storment, CAI, SU per AUCtiOnS, SU I'fSide, CA - Eg;g‘ﬂ”ﬂ Weicome to the Auctioneers Association of Maryland official

website. The AAM was founded in 1957 and is dedicated to
raising professional standards and public awareness about
auctions and auctioneering

For more detalled information

¢ Support, maintain and improve the auction profession
please coniact

e Promote public knowledge of the auction profession
e Advocate high standards of ethical conduct in the
auction profession Gladys Ridge, Executive
Provide for civic and community service Secretary-Treasurer
Foster development of friendships and networking Phone: 301-898-9899
opportunities E-mail. info@mdauctioneers

- “ rege Lof2 Promote educational opportunities for each member

[

w Westchester Auctions uc

rrr———— THE LAND MARKETING AUTHORITY

Request info | Contact | (217) 352-6000

2007 Winter Conference in

Camhndge Highlights
" The 2007 conference was held
e January 1 1th _ 140 5t the Hyatt
&  Regency Chesapeake Bay

wa

ABOUT US
CURRENT AUCTIONS

RECENTLY SOLD

J.D. Cox - 2007 Maryland

State Bid Calling Champion
Congratulations to J.D. Cox of

L 1 T & Upper Marlboro, MD who earmed

N the title of 2007 Maryland State
Bid Calling Champion on October
22, 2006. This year’s competition
*was held at the <...

WHY AUCTION
OUR CLIENTS

CONTALCT US

ke & ity SOt $12,775,000
UPCOMING AUCTIONS
ABGUT US DEKALB COUNTY, ILLINOIS
oA N S 5 AR D O 893 ACRES - JUNE 7, 2007

bk WS w—ﬂ'm arud
Y Offered in 12 tracts this property has a variety of
features, from productive farmiand 1o tracts with

mm.mhmmm
meet your unique needs. [ more |

James Cochran Named 2006
http://www.mdauctioneers.org/ 4247200

RE NT FAST AHCTIDNS

'-u-u-lm

Inc. CEC and fons 2y W : i -_ COLORADO AND KANSAS - TWO AUCTIONS
4: be 3 guest on g Bedl to : e o 5,127 ACRES - MARCH B, 2007

m...,,..-,- e s R State Associations - State Association Website
'-t::-t-frﬁf’.-‘:ti"f E-:I:}n;:_l ’n -*rrmf‘ﬂrl.t i ) mm&.lz?mdhhﬂmm . . -
cating Oficer B B 2niCR oo has ecenty expurioncsa s _ Auctioneers Association of Maryland

Sgrcutirsl avestments fom T . the 2007 wheat crop. [ more |

ot peepacive. e il Lynne Zink, Bel Air, MD

CHEC vbed Wesich

= B

Wesichester Group | Regues! information | Conilact | (800} 607-6688

http://www.westchester-auctions.com/ 4/23/2007

Internet - Member website
Scott Shuman, CAl, Westchester Auctions, LLC,
Eaton, CO

Photography - Automobile Auction
Mark T. Motley, CAl, AARE, Motley’s
Auction & Realty Group

Richmond, VA
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A quarterly publication of the Missouri Professional Auctioneers Association for its members, advertisers and subscribers.

Photography - Buyer Excited About Purchase
Henry M. Stanley, Ill, CAl, AARE, GPPA, Chillicothe, OH
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State Associations - Magazine - One Color
Missouri Professional Auctioneers Association
Sandy Smith, Puxico, MO
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Auction Presentations - Auction Proposals
Lonnie McCurdy, AARE, McCurdy Auction Service,

Wichata, KS

Auction Presentations - Auction Summaries
Steve DuBrueler, AARE, CES, Auction Services Group,
Winchestter, VA
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m BOoARD OF DIRECTORS

Billy |. (Sonny) Childs
Heant of Ga. Auio Auction
5300 Hawiiasville Rd.
Macon, GA 31204-1281

THE BOARD
Murk Manley, CAL AARE, GPPA, CES
Rowell Auctions Inc.
PO Box 3428
Moulirie, CA 31776328

IMEECTOR 2009

David . Bedl

Visdon Equipment ind Auction
1943 Green Cir SE
Conyers, GA 30013-1928

{7761 841-0319

DIRECTOR 2009

Samuel C. Williamson, CAI AARE
Williamson Bros. Auction Co [nc
1957 W Broad 51

Altens, GA M08

{706} 5520506

Fax: (706 S48-37%4

Email: sam@samwillsnctioncom

Steven Mathis £

Stale Wide Realty & Auction
604 Kose Circle

Mashwille, GA 31689
239-386-2200

Fax: 279-386-4383

Email: smathis@friendlyctyaet

MRECTOR 2008
Ronald

Reagin
Rowell Auctions, Inc.
PO, Box 3423
Moultrie, GA 31776
129-985-8388
Fax X29-590-9567
Email: rreagin@mwellanctions.com
DIRECTOR 2007
Lowu Dempsey
Dempsey Auction Ca.
PO, 1341
Rome, GA 30142
Tig-191-0746
Fax: T06-291-1984
Email: ldempeeriidompseyanction com

DIRECTOR 2007

Uladia Taylor, CAL CES
Gold Key Brokers, Inc.

4555 Flat Shoals Hwy, 5161
Decatur, GA 300

A9 50859

Fax: 770-323-177%

Email: uladiz@betlsoulb.oet

EXECUTIVE SERVICES
A L. Herman
feniine

President’s Message

QOur association, our auc-
tioneers, our conventions, our
fellowship! What more could
an auctioneer in the State of
Georgia ask for? The Geor-
gia Auctioneers Association
recently held its 2007 Winter
Conference, and a great time
was had by all. The conference Travis Breediove
was held at the Ritz Carlton ~ ©AATesident
Lodge on beautiful Lake Oconee in Greensboro,
Georgia. Our attendance and fellowship were
tremendous. Our seminar speakers were out-
standing. We were entertained and educated by
speakers such as Stan Lawson, Attorney/Auction-
eer from Cleveland, Georgia; and Aaron McKee of
Purple Wave Auction Company from Manhattan,
Kansas. I would also like to congratulate all of
the participants in the annual bid-calling competi-
tion. The competition was a great success with
extremely good competitors. No wonder Georgia
is considered to have some of the best auctioneers
in the Nation.

The Association is now preparing for our Sum-
mer Conference to be held in August. Highlights
for the conference will be more educational semi-
nars, networking opportunities, the advertising
competition, and don’t forget the reverse-draw
fundraiser for a chance to win $5000. The As-
sociation and the Board of Directors are working
hard to provide you with excellent opportunities
at this conference, so please watch for the pre-con-
ference newsletter for more details, and plan on
attending.

I would like to close by saying I appreciate the
opportunity to serve as your President, and if I,
the Board, or the executive management can help
you in any way, please contact us at any time. We
are here to serve you!

State Associations - Newsletter - One Color
Georgia Auctioneers Association
Travis Breedlove, Covington, GA

Photography - Auctioneer in Action
Heather Marks, Russ Kiko & Associates, Inc.,

Canton, OH
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ENTER NOW SELL NOW! - _ "E s
SELL ¥OUR REAL ESTATE AT s = B s e B g

e 2k AT 4 2 b e : =
AUCTION WITH 1) MANNING : 2 S = e, .,
i 5 s Y VY R
3 SIGN UP NOW B Auction Calendar i ; PR

The Boston Globe

eater emisl R

& 1.800.521.01m

Forbes

Copyrigit © 2001-06: JIMaaning - All Rights Reserved
hame | bt ul | cootact s | [nks

Internet - Member website home page
Jerome J. Manning, CAl, AARE, CED, JJ
Manning Auctioneers, Yarmouth Port, MA

Photography - Collectibles/Specialty Auctions
Kim Popp, Super Auctions, Surfside, CA




Photography - Equipment Auction (Farm)
Buddy Updike, CAl, The Auction Man & Associates,
Mineral, VA

Photography - Wild Card
Robert Storment, CAl, Super Auctions, Surfside, CA

M IAA L § AR CAGMRS O 2004 Timpie 42° hopper e, 11R24.5 square bake, windrow Kit
Y . : pump 37 discharge. 40° 17 foad out e 5. gir ride. 2005 New ldea 3743 tandem &
Siio e o RSy o Loy b [ oncers R

| JD HX 15 Bat Wing mower 15 double altumn, air ride, rofl tarp gate, 16.SLx16.1 tires

Tommy Williams, CAI, Williams & o, wscalp ki SUOPTO, 1y of e * HomnoweSmme e g (R43 (Nh 0 e
JDMX 10 1,000 PTO, 3pt mount, 2 yrs. old lgﬁ -‘ﬁf‘“;hp 1'1:.;:; J:;::. alum, spring ride, roll tarp Notch 25" feeder wagon
HITH - (2) Christenson seed vacs, | has fauky by < HADE KAGger a2 2006 Neville 53, single drop spread {2} Nowch B bale trailers
Williams Worldwide Real Estate | I Vil beover ol ol o (YOS e s
? (2) Yetier 3546 totary hoes 46° flat fold SR s e ¥ (Zynets of Do sadklie tanks, 713 9000 1IR22 5 m;;r 5 ; (33 20° trough feeders
Tulsa, OK | 12) Tru-Ax no till grass drills, 10° & ¥ serics mounts, 2-250gal | 2005 Delta 32° 5 wheel trailer, 23400 Several E-Z mineral feeders
; - Brillion 10" packer, 3pt mount 1065 duat hift water rziler o plumbing GVW, beaver tail w/ ramps, tandem Several cattie gates of various size:

2008 13hp Honda hyd power unit SG———  ph 2005 Sovacr 24 alum 5* wheek |

i (operate drill fills) 2005 Chev 2500 HD, LS, Dura-Max, (23 2100gal poly tanks Svestock tmiler. 3 CommN. .ﬁdﬁ,' 1000 M h!d'\

' (2) Dagelman hyd rock picker w/ reels 6.6 diesel, 4 WD, automatic, under Hosda 5.50p \?‘f pump. wi B&B hose taadean Ak -l Iml i‘d sty mﬁ:n.g't:;a

. Lorenz 9 snow blower, hyd. spout, 30.000 miles. AM/FM CD player, 5*  roel, w/ 100" of 27 hose 16’ tandem axle trailer b teated ,m‘"“ e o et =
1.0 PTO whee! ball, pfw, p/l, air overloads Honda f‘l‘l{‘t gas motor (NEW) Starng 3
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Call Bob with any questions

AUCTION & e
REAL ESTATE Cell: 320-760-2006

SERVICE

' Your Farm Equipment
Auction Printed Materials - Multi Color - IELSDORF & Real Estate Specialis

. Terms: Cash or check. Nothing removed before settiement. St
Farm Mach./ Equ‘ made sale day take precedence over advertising. Titles will be

Robert Zielsdorf, Zielsdorf Auction& Real
Estate Service, Benson, MN




Commercial, Condominium,
and Lot Auctions

- ﬁo MMERC A can YOUR nexl
. Fan-draising Aaction
= ¢vent be YOUR best ever?

= Commercial Store
and Lots
370 North Adams Street
Saginaw, Michigan 48604
Time: 2:00 pm « Preview at 1:00 pm

CondominiumsandLots . = | .o o
Sm & 5942 Sh erman R ﬂld R e S s f;,,g.:*"-' ,5

p s, 1ime: 4:00 pm « Preview at 3:00 pm JEiin i

Auction Printed Materials - One Color - Collectibles/Specialty
Frank Trunzo, CAl, The Sentry Organization DBA Sentry
Benefit Auctioneers, Plant City, FL

Auction Printed Materials - One Color - C&| Real Estate
Pamela Rose, CAl, AARE, Pamela Rose Auction Co.,
LLC, Maumee, OH

CHANToF A(HAMPION

WORLP & INTERNATIONAL CHAMPION AUCLTIONEER

OHN KORKEY

LET JOHN SHOW YOU HIS CHANT
IN MANY PIFFERENT ANP PIVERSE SETTINGS
FROM LIVESTOLK, INPUSTRIAL EQUIPMENT,
FARM ANP RANCH, REAL ESTATE

ANP CHARITY EVENTS

*VOICE CONTROL, TIMING, COMMUNICATION,
WORKING WITH RING PEOPLE, CLERKS, ANP MUCH MORE™®

CALL 970-527-4906 OR EMAIL CHANT@KORREY AULTIONS.LOM
T0 ORPER OK FOR MOKE INFORMATION

* APORTION FROM EACH SALE WILL BE PONATEP TO 5T. JUPE'S CHILPREN HOSPITAL.

www.auctioneers.org Auctioneer July 2007
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A complete list of the 2007 NAA Marketing Competition winners:

Grand Champion
Randy Kincaid, CAl, GPPA, Randy Kincaid Auction Co., Lakeland, FL

Auction of the Year
Randy Kincaid, CAl, GPPA, Lakeland, FL

Best of Show Photography
Tommy Williams, CAl - Williams & Williams Worldwide Real
Estate Auction, Tulsa, OK

Best of Show Advertising/Public Relations
Rex D. Schrader - Schrader Real Estate & Auction Co., Inc.
Columbia City, IN

Photography Division Winners

Photography Division, Antique Auctions

Henry M. Stanley, Ill, CAl, AARE, GPPA, Stanley & Son, Inc.,
Chillicothe, OH

Photography Division, Auction Team/Bidder/Auction Crowd
Henry M. Stanley, Ill, CAl, AARE, GPPA, Chillicothe, OH
Photography Division, Auctioneer in Action

Heather Marks, Russ Kiko & Associates, Inc., Canton, OH
Photography Division, Automobile Auctions

Mark T. Motley, CAl, AARE, Motley’s Auction & Realty Group,
Richmond, VA

Photography Division, Buyer Excited About Purchase
Henry M. Stanley, Ill, CAl, AARE, GPPA, Chillicothe, OH
Photography Division, Collectibles/Specialty Auctions

Kim Popp, Super Auctions, Surfside, CA

Photography Division, Equipment Auctions (C & I)

Henry M. Stanley, Ill, CAl, AARE, GPPA, Chillicothe, OH
Photography Division, Equipment Auctions (Farm)

Buddy Updike, CAl, The Auction Man & Associates, Mineral, VA
Photography Division, Household/Estate Liquidations
Henry M. Stanley, lIl, CAl, AARE, GPPA, Chillicothe, OH
Photography Division, Livestock or Exotic Animal Auctions
Henry M. Stanley, IIl, CAl, AARE, GPPA, Chillicothe, OH
Photography Division, Real Estate Auctions

Tommy Williams, CAI, Tulsa, OK

Photography Division, Technology in Use During an Auction
Henry M. Stanley, lll, CAl, AARE, GPPA, Chillicothe, OH
Photography Division, Wild Card

Robert Storment, CAl, Super Auctions, Surfside, CA

Advertising/Public Relations Division Winners

Auction Printed Materials, One-Color, Antiques

Jerry W. Ehle, Schrader Real Estate & Auction Co., Inc.,
Columbia City, IN

Auction Printed Materials, One-Color, Automobiles

Terry D. Moore, James G. Murphy, Inc., Kenmore, WA

Auction Printed Materials, One-Color, Business Liquidations
Doug Sheridan, CAl, Sheridan Realty & Auction Co., Mason, Ml

Auction Printed Materials, One-Color, C & | Mach. and Equip.

Lonny McCurdy, AARE, McCurdy Auction Service, Wichita, KS
Auction Printed Materials, One-Color, C & | Real Estate
Pamela Rose, CAl, AARE, Pamela Rose Auction Company, LLC,
Maumee, OH

Auction Printed Materials, One-Color, Collectibles/Specialty
Frank Trunzo, CAl, The Sentry Organization DBA Sentry Benefit
Auctioneers, Plant City, FL

Auction Printed Materials, One-Color, Farm Mach. and Equip.

Rex D. Schrader, Columbia City, IN
Auction Printed Materials, One-Color, Farm Real Estate

Kevin Jordan, Schrader Real Estate & Auction Co., Inc.,
Columbia City, IN
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Auction Printed Materials, One-Color, Gen. Hshold/Est. Liqu.
Bill Sheridan, CAl, AARE, GPPA, Sheridan Realty & Auction Co.,
Mason, Mi

Auction Printed Materials, One-Color, Res. Real Estate

Jerry W. Ehle, Columbia City, IN

Auction Printed Materials, Two-Color, Antiques

Richard Theurer, CES, GPPA, Theurer Auction/Realty, Wellington, KS
Auction Printed Materials, Two-Color, Business Liquidations
Jay Nitz, CAl, Jack Nitz & Associates, Fremont, NE

Auction Printed Materials, Two-Color, C & | Mach. and Equip.
Sid Miedema, Jr., CAl, Miedema Auctioneering, Inc., Byron
Center, Ml

Auction Printed Materials, Two-Color, C & | Real Estate
Ronen Jackson, Auction Alliance, Cape Town, South Africa
Auction Printed Materials, Two-Color, Collectibles/Specialty
Sid Miedema, Jr., CAl, Byron Center, Ml

Auction Printed Materials, Two-Color, Farm Mach. and Equip.
Brad Horrall, Schrader Real Estate & Auction Co., Inc., Columbia
City, IN

Auction Printed Materials, Two-Color, Farm Real Estate
Jerry W. Ehle, Columbia City, IN

Auction Printed Materials, Two-Color, Gen. Hshold/Est. Liqu.
Noah Smith, CAl, CES, Art Smith Auctioneers, Cedar Springs, Ml
Auction Printed Materials, Two-Color, Residential Real Estate
Noah Smith, CAl, CES, Cedar Springs, M

Auction Printed Materials, Multi-Color, Antiques

Sanford Alderfer, Sanford Alderfer Companies, Hatfield, PA
Auction Printed Materials, Multi-Color, Automobiles

Mark T. Motley, CAl, AARE, Richmond, VA

Auction Printed Materials, Multi-Color, Business Liquidations
Martin Higgenbotham, CAIl, Higgenbotham Auctioneers
International, Inc., Lakeland, FL

Auction Printed Materials, Multi-Color, C & | Mach. and Equip.
Josh Ruby, Wolfe Auctions, Inc., Frederick, MD

Auction Printed Materials, Multi-Color, C & | Real Estate
Ronen Jackson, Cape Town, South Africa

Auction Printed Materials, Multi-Color, Collectibles/Specialty
Melissa Storment, Super Auctions, Surfside, CA

Auction Printed Materials, Multi-Color, Farm Mach. and Equip.
Robert Zielsdorf, Zielsdorf Auction & Real Estate Service, Benson, MN
Auction Printed Materials, Multi-Color, Farm Real Estate
Tommy Bone, The National Auction Group, Inc., Gadsden, AL
Auction Printed Materials, Multi-Color, Gen. Hshold/Est. Liq.
Pamela Rose, CAl, AARE, Maumee, OH

Auction Printed Materials, Multi-Color, Livestock

Ron Bradeen, CAl, Bradeen Auctions, Custer, SD

Auction Printed Materials, Multi-Color, Residential Real Est.
Max E. Spann, CAl, AARE, Max Spann Auction Co., Clinton, NJ
Catalogs, Antiques

Rich Penn, Rich Penn Auctions, Waterloo, |1A

Catalogs, C&l Machinery and Equipment

Jay Ruby, Global Force Auction Group, Frederick, MD

Catalogs, C&l Real Estate

Martin Higgenbotham, CAI, Lakeland, FL

Catalogs, Collectibles/Specialty

Sanford Alderfer, Hatfield, PA

Catalogs, Farm Machinery and Equipment

Arden Schrader, Schrader Real Estate & Auction Co., Inc.,
Columbia City, IN

Catalogs, Farm Real Estate

James Woltz, CAIl, Woltz & Associates, Inc., Roanoke, VA
Catalogs, Residential Real Estate

Martin Higgenbotham, CAl, Lakeland, FL

www.auctioneers.org



Online Catalogs, C&l Machinery and Equipment

Aaron McKee, CAl, AARE, Purple Wave Auction Inc., Manhattan, KS
Online Catalogs, Collectibles/Specialty

Sanford Alderfer, Hatfield, PA

Online Catalogs, Farm Machinery and Equipment

Scott Musser, BAS, Musser Brothers Auctions and Real Estate,
Kennewick, WA

Newspaper/Magazine Advertising

Newspaper/Magazine Advertising, One-Color
Heather Marks, Canton, OH
Newspaper/Magazine Advertising, Two-Color
Ronen Jackson, Cape Town, South Africa
Newspaper/Magazine Advertising, Multi-Color
Martin Higgenbotham, CAl, Lakeland, FL
Postcards, Multi-Color

Robert Storment, CAl, Surfside, CA

Business Promotion

Business Promotion, Business Newsletter

Rex D. Schrader, Columbia City, IN

Business Promotion, Business Stationery

William J. Summs, CAIl, AARE, CES, GPPA, Atlantic Asset
Management Group, Norfolk, VA

Business Promotion, Company Brochure

Aristotle Karas, CES, AJ Karas Auctioneers, LLC, Pagosa Springs, CO
Business Promotion, Company Promotional Item

Richard T. Kiko, Jr., Russ Kiko & Associates, Inc., Canton, OH
Business Promotion, News Release

Rich Penn, Waterloo, |IA

Business Promotion, Presentation Folder

Doug Sheridan, CAl, Mason, Ml

Broadcast AV

Broadcast/Audiovisual, AV/DVD Presentation

John Mickey Fowler, CAl, AARE, CES, Fowler Auction & Real
Estate Service, Inc., Toney, AL

Broadcast/Audiovisual, Radio Commercial

Terry D. Moore, Kenmore, WA

Broadcast/Audiovisual, Television Commercial

Sammy L. Ford, CAI, Ford Brothers, Inc., Mt. Vernon, KY

State Associations

State Associations, Conference/Convention Promotion
South Carolina Auctioneers Association

State Associations, Magazine, One-Color

Missouri Professional Auctioneers Association

State Associations, Magazine, Two-Color

Michigan State Auctioneers Association

State Associations, Magazine, Multi-Color

Indiana Auctioneers Association

State Associations, New Member Recruitment Brochure
Indiana Auctioneers Association

State Associations, Newsletter, One-Color

Georgia Auctioneers Association

State Associations, Newsletter, Two-Color

Colorado Auctioneers Association

State Associations, Newsletter, Multi-Color

Louisiana Auctioneers Association

State Associations, News Releases

Michigan State Auctioneers Association
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State Associations, State Association Web Site

Auctioneers Association of Maryland

State Associations, State Association Web Site Home Page
Michigan State Auctioneers Association

Internet

Internet, Member Web Site

Scott Shuman, CAIl, Westchester Auctions, LLC, Eaton, CO
Internet, Member Web Site Home Page

Jerome J. Manning, CAl, AARE, CES, JJ Manning Auctioneers,
Yarmouth Port, MA

Internet, Online-only Auction

Aaron McKee, CAIl, AARE, Manhattan, KS

Auction Presentations

Auction Presentations, Auction Appraisals

Ronen Jackson, Cape Town, South Africa

Auction Presentations, Auction Proposals

Lonnie McCurdy, AARE, Wichita, KS

Auction Presentations, Auction Summaries

Steve DuBrueler, AARE, CES, Auction Services Group,
Winchester, VA

Public Relations

Public Relations, Special Events
Ronen Jackson, Cape Town, South Africa
Public Relations, Speeches

Lonnie McCurdy, AARE, Wichita, KS

Bonds & Insurance
Competitive Prices
Unbeatable Service

E.R. MUNRO

\ COMPANY
since 1885

\ Licensed in 50 states. Call today for same-day service on
apprentice auctioneer, auctioneer, auction house and
auction company bonds.

| 866-313-0429

Have an insurance need? Ask for Greg at ext. 157.

phone: 412-281-0673 e fax: 412-281-6195 ® bonds@ermunro.com
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Vaughn Long, right, was named the World
Champion Automobile Ringman and congratulated
by Paul C. Behr, CAl.
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Championship gives away largest

purse In its history

The 2007 World Automobile Auctioneers Championship
was held at Colorado Auto Auction in Denver, CO on April
27-28. A purse of $62,250 went to the contestants, the largest
purse in the contest’s history. The contest also had the largest
field of contestants in its history, with 77 Auctioneers, 39
ringmen/ringwomen and 33 teams competing.

Craig Meier, of Ennis, TX, an NAA member, was named the
World Champion Automobile Auctioneer and won a trophy
and $15,000. He and his wife, Angie, also took the top prize
in team competitions, which included a $10,000 prize. She is
also an NAA member.

Vaughn Long, of Byers, CO, won the World Champion
Automobile Ringman title and a $5,000 check.

Championship President Paul C. Behr, CAI, said “The com-
petition was very close with some of the best Auctioneers and

ring people competing for the World Championship. We can
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Craig Meier, center, was named the World Champion Automobile
Auctioneer. His wife, Angie, is at right. Paul C. Behr, CAl, left, congrat-
ulated Meier.

be proud of our profession and people in it.”

Next year’s 20th anniversary championship will be held
April 25-26, 2008 at Greater Nevada Auto Auction in Las
Vegas. To receive an entry form, email Paul Behr at
paulcbehr@comcast.net.

NAA HEADQUARTERS

Special real estate focus in Legal
Questions column this month

The entire Legal Questions column in this month’s issue of
Auctioneer is about real estate auction questions. NAA does
not want you to miss this valuable information.

Real estate is the fastest growing category of all auction seg-
ments. Legal aspects of real estate auctions are extremely
important to the success of these business transactions.

We hope you benefit from this valuable advice from attorney
Kurt Bachman.

Story about real estate auctions

The National Association of Realtors magazine, called
Realtor, had a story in its June issue with the headline
“Adversary to Ally.” It explained in the first sentence that real
estate auctions have been gaining in popularity and saw “a
39.2 percent increase from 2002 to 2005..., according to a

www.auctioneers.org



special report published in 2006 by the National Auctioneers
Association.”

The story said “Auctions have always provided benefits to
the buyer and seller. The buyer has the opportunity to bid on
a property and often purchase it at a discounted price. Buyer’s
also have the comfort of seeing market value established at
the auction.”

The story was written by Tony A. Isbell, president and

CEO of Realty Bid International.
NAR and NAA have recently established a closer relationship

when NAA President William Sheridan, CAI, AARE, GPPA
started serving on the NAR board of directors and worked with

NAR ofticials to establish committees to study how Realtors
and Auctioneers can work cooperatively together.

NAA members |oin
MarkNet Alllance

A new auction alliance has recently been formed. The
MarkNet Alliance provides specially-developed auction man-

S PERFORMANCE

RINTING INC.§

Columbus, Nebraska |
(800) 272-5548

DIEGO

58th International Auctioneers
Conference & Show

Stop by Booth‘ 115
Trade Show: July 18-21

SIA

www.auctioneers.org

association newsl

Newspapers, Magazines,
Brochures & More...

Ask about your special
NAA Member rates!
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MarkNet Alliance website.

agement software that helps Auctioneers manage and grow
their businesses, as well as training, support and shared
resources among its member companies.

While the company is a franchise, in some ways it resembles

continued

*yith powerful coordinated

= Print & Weh Packages!

Web Ad Placement!
Search Engines, Emails,
unique vendors & More
All customized to

" The Marketing Choice for Premier Real Estate Auction Firms
. Complete Project Management - We Save You Time!
800-510-LINK (5465) ¢ info@ satelhteprohnk. com
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a cooperative. “Member companies keep their own identity,
but get expertise and new capabilities to make their business-
es better,” said Kurt Aumann. Members become fully inte-
grated with all other member companies, cross linking auc-
tions to each other’s websites. The management software also
enables members to refer auctions to each other while retain-
ing managerial control of the project via the software.

At its introduction, MarkNet has 14 members. “It provides
tools to empower you to grow your business and add agents.”
Aumann said. “It gives you the resources to bid larger jobs
with the depth of knowledge that is represented in the group.
[t helps small companies become part of something much big-
ger — a national network of Auctioneers.”

MarkNet’s website says that MarkNet is “a national mem-
ber-based network of auction companies. Our companies are
already successful auction professionals with proven track
records and thriving businesses. MarkNet allows companies to
grow their existing businesses through technology, network-
ing and educational and sales training.

The MarkNet model focuses on growing member compa-

Why TASS?

One price-Unlimited workstations
One price for Tech Support
Annual lease program

Personal setup (250 miles)

| TASS Wireless Clerking
Windows based/easy to navigate
24/7 Tech Support |
Economical -
Credit Card Processing 1.75%

*NOW with Multi-Par™!!!!

TASS 1s designed by Auctioneers FOR Auctioneers

*User Friendly/Windows based
*Manage multiple auction
*Instant calculation of sales totals

* Automated email capability
*Wireless or LAN ready
*Bad check database

Wireless Credit Card Processing NOW available

For more information, go to www.tass-software.com
Or call 866-609-3994
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nies and our tools allow them to be more efficient, have a
broader depth of expertise and help serve their clients with a
more complete and well rounded service than ever before.
Our revolutionary software allows our members to cooperate
with other member Auctioneers across the country and man-
age the process from their home office.”

Auctioneer Chris Pracht says the software helps auction
firms be more organized.

“This software does it for our team — it’s outstanding! Even
for a gray-haired guy like me,” he said.

Auctioneer J.J. Dower of Ayers Auction & Realty said about
MarkNet that “The opportunity to network with other auc-
tion companies to gain their expertise was a big draw for us.
Marketing is a main ingredient for success today, and
MarkNet has enabled our company to compete in state and
national markets. Our firm has been in business for 50 years,
but this is something we wanted to do, and it has been a big
help.”

For a list of current MarkNet members or more information
on how to join, go to www.MarkNetalliance.com.

CONGRATULATIONS

Texas Auction Academy Graduates

CRAIG MEIER

2007 WORLD AUTO AUCTION CHAMPION
And

CRAIG AND ANGIE MEIER

2007 WORLD AUTO AUCTION
TEAM COMPETITION CHAMPIONS

i Mg : #

in Association with United Country Auction Services

P.O. Box 803503 = DALLAS, TEXAS = 75380 = p. 972-387-4200
WWW.TEXASAUCTIONACADEMY.COM

Texas Workforce Commission Approved
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ARIZONA
Mangolds honored

donations to Navy crew

O.C. and Joani Mangold of Wickenburg, AZ
recently collected over 1,000 pounds of food,
clothing, books, toiletries and CDs for the
sailors of U.S. Navy Patrol Boat of Inshore Boat
Unit 15, which conducts anti-terrorism/ protec-

for

tion operations in the North Arabian Gulf. A very close friend,
DCCS Scott W. Martin, was a member of the crew of 40 sailors.

When the project was almost com-
plete, the problem was to determine
how to get the merchandise to the
sailors. The estimated cost by mail
or freight was over $900. While
attending a program in Phoenix, the
Mangolds met a person who told
them about Packages From Home, a
non-profit organization that would
send the items at no cost. Mangolds
delivered the collection to south
Phoenix and all of the items were then
packaged by volunteers of Packages
From Home and sent to Scott W.
Martin and his crew.

Scott Martin was home on leave and
during the May 24 mass at St.
Anthony’s church in Wickenburg he
and Father George Highberger called
the Mangolds to the front of the church.
Scott presented them with a flag and
certificate from the Inshore Boat Unit
15. The certificate read “Combat area
presentation flag.” This flag was proud-
ly flown onboard a U.S. Navy Patrol
Boat of Inshore Unit 15 conducting
Anti-Terrorism & Force Protection

operations in the North Arabian Gulf in

honor of O.C. and Joani Mangold at
the request of DCCS Scott W. Martin
this date 09 April 2007. It was signed by
Christopher PG. Briggs, LCDR, USN,
Commanding Officer and GMCM
Van Schuyver, CMC, IBU — 15. This
was the second tour in the Gulf for
Scott W. Martin,

The Mangolds proudly exhibit the flag

and certificate in their home.

www.auctioneers.org

Sailor Scott Martin, far left, honored O.C .
Mangold and his wife Joani during a mass
held by Father George Highberger, far right.

association newsl

This group of benefit
Auctioneers met recently as
the Benefit Auctioneer
Specialist designation curricu-
lum committee to make
improvements to that new des-
ignation program. They are, from
left, Lance Walker, CAl, BAS,
CES; Kurt Johnson, BAS; B. J.
Jennings, CAl; Annette Wells,
BAS; Randy Wells, CAl, AARE,
BAS, GPPA, CES; Johnna Wells;
and NAA’s Education Director
Harlan Rimmerman.

Chuck McAtee, AARE
For NAA Director

Chuck McAtee, AARE
For NAA Director

» Visionary in the Auction Industry
» Past President and Chairman of the Board for the
California State Auctioneers Association

» 15
» CAI Class II in ‘07

» Owner of Pacific Auction Exchange, Inc.

“My goal is to increase membership and involvement
to the National Auctioneers Association through our
Franchise Network of Strategic Partners”

years experience in the Auction Industry
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Online real estate auctions

Keracher

Auctioneer Career Opportunity staff to do an onsite auction, he said. The firm only takes list-
National Live Television

Do you have experience of jewelry, gems, coins, fine art, Keracher said he is also looking at how to partner with tra-
real estate; Smart, Honest, Hardworking? If so, we need you

¢Excellent Income Potential ~ #Fastest Growing Network Auctioneers are talking with him about options. Auctioneers

¢Performance Bonuses

¢Medical & Dental Available  ¢Dish Network & DirecTV “Now is the right time to expose our business model to the

America’s Auction Network TV public,” he said. _
789 34th Street North i T How does the firm make its money:

St. Petersburg, FLL 33713 “We charge $100 to list on our website. We don't participate in

1-800-269-9629
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Mike Keracher and Tony Isbell used to auction real estate onsite with a live crowd, but in 2001
decided to try selling online only. They saw a niche they believed would grow.

Their online real estate auction site www.RealtyBid.com, which sells only online, experienced 57%
more sales in 2006 than in 2005, and it keeps on growing.

Keracher, Executive Vice President, and Isbell, the CEO/President say they expect to triple their
business volume in the next two years.

In fact, they recently signed an agreement with Realogy Corportaion, parent company of Century
21, ERA, Coldwell Banker and other real estate firms, to enable RealtyBid to sell online for all of
Realogy’s 307,000 real estate agents.

“We have worked hard to establish ourselves as the premier Internet only auction site for real
estate, Keracher said.

RealtyBid, based in Gadsden, AL, calls itself “the nation's leader in online real estate auctions” and
has sold 5,000 properties since it was started in 2001. It sells properties obtained from banks. When
it decided to sell only online, the core client of bankers had to be convinced that selling online would
work, and they saw the success.

“We are happy we stayed the course,” Keracher said. “Our volume has steadily grown each year.
In 2006 we sold 1,258 properties. We started with about five core bank clients and now have over
20 tinancial institutional clients.”

What's the draw to selling online? “Buyers see the benefit of not having to leave the comfort of
their home to bid and buy. We encourage buyers to physically inspect the property by making an
appointment with the agent, and they do that. In fact, we had a female soldier in Iraq who bid on a
property in her hometown after her relatives had done the inspection.”

Selling online “definitely broadens the marketplace and the bidding pool,” he said.

Sellers like listing online because they do not have to send

ings from licensed real estate agents, to keep professionals
involved. All auctions are done with a reserve price.

ditional Auctioneers now to sell with him. More than a dozen

¢Exciting Work Environment who give listings also need to be licensed real estate agents.

the commission. And we charee a buver’s premium at closing.”
g yers p
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Other firms probably will jump in to compete with
RealtyBid, but Keracher said his advantage is having six years
experience and over $1 million invested in the process and
product.

The process works by having a two-day preview, 14 days of
active bidding, then on the 14th day at 7 p.m. CST the bid-
ding closes. If the reserve is met, the agent writes a contract.
If the reserve is not met, a negotiation period begins.

The firm’s website states “A growing contingent of real estate
agents and lenders have embraced RealtyBid.com as a valuable
selling tool, and thousands of buyers have found
RealtyBid.com to be an unparalleled vehicle for purchasing
property at discounted prices.”

The site has access to databases of more than 2.5 million real

SOLD I1°
Auctioneer of the Month

Billy Long
Springfield, MO

"When You Want it Done Right”s.

As a child. when most kids were at the swimming pool or playing outside,
Billy Long would ride his bike to auctions. By the age of 14 he knew he
wanted to be an auctioneer himself.

The dictionary defines innovate as to begin something new, introduce. Billy
is a true innovator always working to improve the auction industry. He
introduced the SOLD II wireless clerking program to his customers in
1992. After the initial shock of not receiving “those little tickets™ his
customers came to love the itemized print-out but most of all the speedy check
out process. More importantly the business community has come to rely on the
professional reports he provides at the end of auction day.

Billy’s newest brainchild, the Mega-Event Public Real Estate Auction,
draws a crowds of 550 or more bidders.

Billy's recent induction into the Missouri Auctioneer’s Hall Of Fame is
but the latest of his many fine accomplishments. SOLDII Auction
Software is very proud that Billy is our Auctioneer of the Month.

Learn more about Billy and his company at
www.soldii.com

SOL.D I1*

the leader in auction software since 1982

Email: info@soldii.com
Call: 800-487-6532
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Follow up story coming

In next month’s Auctioneer, a follow-up story on this topic of online real

estate auctions will examine the different ways that many NAA members
are selling real estate online. Some use it for low-end homes, some for
industrial properties and other situations. Tune in to the August issue!

estate buyers, RealtyBid.com has quickly become a major
advocate for the use of Internet technology as a means for
bringing real estate buyers and sellers together.

RealtyBid.com hosts bidding events for several classes of real
estate, including distinctive residences, condominiums,
ranches and land, luxury properties, commercial assets,
builder and developer events, international properties and
bank-owned assets.

The firm’s website states “The company utilizes technology
to make real estate transactions more fun, less cumbersome
and more cost effective for all parties. A primary goal of
RealtyBid.com is to continue to provide a vast number of
investment opportunities at discounted prices to real estate
buyers nationwide while positioning itself as an integral sales
tool for real estate associates looking to sell properties in an
accelerated timeframe.”

Story by Steve Baska

Runs on your web ¢
Unlimited auc
No per auctio

145 No per auction

-— i SUp .f't

ALREADY HAVE A WEB SITE?

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

LUJOHNS ENTERPRISES

800 243-4420
413 443-2500
INFO@LUJOHNS.COM

ww.Bidder @
Central.con
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Internet supports both auction formats

By Andy and Irene Kaufman

Today an auction can be conducted in several different ways.
There are the traditional on-site live floor auctions, absentee
auctions, reverse auctions, Dutch auctions and several varia-
tions on each.

The Internet can be used to collect bids for any of these auc-
tion methods. In this article we will discuss the differences
between the live floor auction and an absentee auction and
how the Internet can support and enhance both of these auc-
tions.

An absentee auction is an auction that is conducted remote-
ly, without a bidding room where people participate in the
bidding. Instead these auctions take place in a room with
phones, fax machines and computers.

In the old days before the Internet there would a bid board
on the wall where the bids (and up to bids) would be posted
so that each person handling a phone would have access to the
current bid information. To allow everyone the opportunity
to bid, these auctions would usually remain open until the
phone did not ring for a period of time, usually 10 to 30 min-
utes. By adding real time bidding via the Internet to absentee
auctions, most clients can watch the action on their comput-
er and do not need to call in every few minutes to check the
status of their bids.

This has allowed the Auctioneer more flexibility in the way
they choose to close the auction. For example, they can now
have each lot close when that lot has been inactive for 10 min-
utes, keeping only the active lots open.

Real time Internet bidding for absentee auctions has many
other advantages as well. One of the best advantages is that
the bidders can exam-
ine the bid status on all
the lots and look for
bargains, what is classi-
cally called "bottom
fishing". This will
increase the sell price of
many of the lots that
would otherwise not
sell or would sell for the
opening bid. A good
Internet auction service
will allow you to email
the invoices at the end
of the auction, so that

Auctioneer June 200/

you will get your money from the buyer sooner. An Internet
package should offer a variety of other email options as well:
email all bidders who have not bid, all bidders who are not the
high bidder on any lots, invoice reminders to late payers, all
bidders on a specific lot and more.

Live floor auctions need a set of functions similar to absen-
tee auctions, with additional features. The primary feature
they need is an interactive page that displays the lot that is
currently on the floor. The display must include the descrip-
tion, the current bid and whether the remote bidder is the
high bidder or not. Also, the amount that the remote bidder
will be bidding when the “Bid” button is clicked must be
clearly displayed. A picture on the page clarifies which lot is
currently on the floor. This page should also offer the bidder
the option of bumping the bid by entering any dollar amount
higher than the next minimum bid. Space for a message from
the auctioneer allows the auctioneer to contact the remote
bidders with important information.

Unlike static web pages, which the end user must “Refresh”
by clicking a button, the live auction lot web page must
update immediately when a bid is placed either by a remote
bidder or by the auction clerking station. The live auction lot
page will also re-display itself automatically when a lot closes,
automatically advancing to the next lot. This web page would
also automatically refresh when a message is sent from the
auctioneer. The Web browser “Refresh” button is not used in
the Live Internet auction.

Internet bidding packages

Internet bidding packages that are available in the current
market offer two distinct methods of accepting remote bids.
One method is to have the remote bidder's bid immediately
accepted by the computer, the other is to require the clerk to
click the accept button before the bid is accepted. The differ-
ence between the two methods can have a major impact on
how the bidding proceeds. In the first case, where the com-
puter immediately accepts the bid, the clerk will offer the bid
to the auctioneer. Remember, just because the computer has
accepted the bid does not mean that the auctioneer has
accepted it. The auctioneer can accept the bid from the clerk,
or can accept the bid from the floor. When the auctioneer
accepts the bid from the floor, the clerk must notify the
remote bidder that the bid is on the floor and that their bid

has not been accepted.

www.auctioneers.org



A robust Internet bidding system will
provide a “one-click” solution: I call this
the “take-bid-to-the-floor” button. The
clerk clicks this button and the remote
bidder is notified that they do not have
the high bid. The major advantage to hav-
ing the computer accept the remote bid is
that other remote bidders are immediate-
ly notified that the bid has increased and
that they must increase their bid in order
to win the lot. In other words this
method allows the remote bidders to raise
the bid several times in a few seconds.

The alternate method is where the

clerk accepts the bid from the remote
bidder only when the auctioneer recog-
nizes the clerk as the high bid. The problem with this system
is that other remote bidders cannot bid until the clerk accepts
or rejects the bid that is currently being oftered. This can
cause a backlog of bids and can create a confusion among the
remote bidders as to how much they are actually bidding or
whether their bid is being handled at all.

The bidder's interactive page should not include a place for
the bidder to ask the auctioneer a question. Once the lot is
open for bidding, it is too late for the bidder to be asking a
question. The question will interrupt the pace of the auction,
and remote bidders just like attendees have ample time to ask
questions prior to the start of the auction and should not be
encouraged to interrupt the auction.

The live floor auction will always close one lot at a time, usu-
ally in sequence. The software package you select must have the
flexibility to allow the auctioneer to skip lots and easily return to
them so that when there is a delay in bringing a lot to the floor,
the auction can proceed without causing a problem.

When a bidder is ready to leave a floor auction, the Internet
package must be ready to print the auction invoice. Remote
bidder's invoices should be available to mail immediately

upon ending the auction. Similarly consignor payment infor-
mation should be available at the end of the auction.
Another popular option today is to use the absentee auction

Auction Supply Co.

( America’s Largest Supplier
to Auctioneers

417 W Stanton
Fergus Falls, MN 56537 '

(Free Catalog)

(218) 736-7000

www.kieferauctionsupply.com
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An absentee auction
IS an auction that is
conducted remotely,
without a bidding room
where people participate
in the bidding. Instead
these auctions take
place in a room with
phones, fax machines
and computers.

[nternet package to display the online
catalog and to accept bids prior to the
auction. Some systems allow remote
bidders to actively bid against other
bidders during this “pre-bidding” peri-
od, while other systems only allow
blind bids (that are not competitively
bid). Any good package will allow leav-
ing an “up to” bid. Just before the tloor
auction starts, the auctioneer has the
option to close the Internet bidding
and print out a report that is used to
bid against the floor on behalf of
Internet bidders. Several auctioneers
prefer this because they feel it gives
them more control then just allowing
remote bidders to place bids.

As you can see, there are similarities between the absentee
auction and the live floor auction models. The best Internet
software packages merge the features of both into one pack-
age, providing the auctioneer with the ability to gather bids

before the auction, control bidding during the auction,
invoice immediately at the end of the auction, and obrtain
detailed information about all of the active Internet bidders.

Andy Kaufman and Irene Kaufman have over 60 years of
computer experience between them and are principals of Real
Time Auction Method, which provided its first computer auc-
tion package in 1982 and has been providing Internet
Bidding Solutions since 1996. The Internet Auction Package
supports interactive live floor bidding, pre-bidding for live
auctions and full absentee auction functionality. With over
100 customization options, the software can be easily tailored
to meet the requirements of most auctioneers. Flat rate pricing
(no commissions) leaves more profits for auctioneers and their
consignors. Personal service to each customer guarantees that
their custom Internet Auction Package supports their business
model. To try a live demonstration online or for more infor-
mation about the product features, please go to their web site
at http://www.rtam.com.

Great for Any Auction! Make Big Profits!
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Ethe industry

New company name

Deana McLendon Real Estate Sales, of Newberry FL has a

new name-- Auctions and Realty of America, Inc. Auctioneer
McLendon visitors to her
AuctionsandRealtyofAmerica.com.

invites new website:

Auction Flex Launches Bidopia.com

Sebae Data Solutions, Inc., the creators of Auction Flex, has
announced the launch of Bidopia.com, which allows bidders
to search and bid on auction lots uploaded from our cus-
tomers.

Auction Flex is complete auction management software for
live auctions including catalogued, non-catalogued, and
multi-parcel auctions. From a single click of the upload but-
ton within the Auction Flex software, customers can receive
bids through their own website, through the Auction Flex
website, and now, through the Bidopia.com website. Then,
when the Internet bidding has closed (prior to the auction), a

“ ..asuccessful auction
is the end result from a
sound marketing campaign,
the staff at SPL has driven

our business to the next level one sale at a time C TCT
SPLITODAY:

"

..they are true experts in their field!

The M arketlng Ch01ce for Premler Real Estate Auctlon F1rms ~
. Complete Project Management - We Save You Time!
800-510-LINK (5465) ¢ info@satelliteprolink.com

BwwwiSatelliteBiofink!comp
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- Dan Mahaney & Brian Whitesell
Luxury Real Estate Auctions =&
- Sanibel Island, FL « Indlanapohs, IN
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single click of the download button retrieves all the bidder
information, bids, and payment details, no matter what web-
site the bids were placed from. Simple and easy!

Promoting of Bidopia.com will be online and in national
publications. It 1s intended as a high traffic destination for
buyers to easily search across multiple catalogs by keyword or
category. The goal, by giving buyers a simple way to search
and bid on upcoming auction lots, is to provide our Auction
Flex customers with more qualified bidders, and subsequent-
ly, higher bids.

Note: The Auction Flex Internet Bidding platform is not a

live internet bidding solution. It can be used for pre-bidding
prior to the auction or for internet only auctions.

To learn more about the Auction Flex internet bidding solu-
tion, the Auction Flex software, or Bidopia.com, please con-
tact us at (352) 624-2791 or sales@auctionflex.com.

Sebae Data Solutions, Inc., 7 E Silver Springs Blvd #200,
Ocala, FL 34470, (352) 624-2791, www.auctionflex.com.

LTB Gordon’s Art Releases
2007 Fine Art Research

Products
LTB Gordon’s Art has published the

new editions of the Fine Art, Print and
Photography research products avail-
able for the discriminating Auctioneer
who needs the most comprehensive
information available to assist clients.
Because of LTB Gordon’s many years of
experience, their many products are
subscribed to by auction houses world-
wide in order to receive the most
defined and up-to-date information
available.

The new releases include one of the
most referred-to guides — the 2007/08
Davenport’s Art Reference and Price
Guide which now contains biographi-
cal and pricing information for over
300,000 international artists and is the
ultimate reference guide in one volume
when researching an artist. Released in
May 2007 (some 2006/07 editions are
still available). Also available is the
2007 Hislop’s Art Sales Index which

www.auctioneers.org



in the industﬂ

has long been the leading international refer-
ence guide covering oil paintings, works on
paper, drawings, miniatures, prints, photo-
graphs, and sculptures, with the online data-
base containing over 3-million records for
more than 230,000 artists.

Other titles include the 2007 Gordon’s Print
Price Annual. With almost 900,000 entries
on CD-ROM and in the online database, it is
the leading provider of international auction
results covering Old Master, Contemporary
and Modern prints (lithographs, etchings,

engravings), fine art posters, illustrated
books, and Picasso ceramics.

Gordon’s Print Price Annual is the leading
guide to fine print prices at auction and has
been for over 30 years. Also new for 2007 is
the Gordon’s Photography Price Annual
[nternational listing almost 215,000 entries
on CD-ROM and Online database. Gordon’s
Photography Price Annual is the only publi-
cation of its’ kind and is the leading guide to
Fine Photography Prices at auction. Most of
the LTB Gordon’s Art products are available
by online subscription, on CD-Rom, and in
Book format.

Also available in paperback from LTB
Gordon’s Art is the 2007 Hislop’s Pocket
Price Guide reporting summarized auction
prices for the UK market from calendar year
2006. This publication includes 31,090
works by 10,633 artists with all prices listed
in British pounds.

The 2007 Hislop’s Ofticial International Price
Guide To Fine Art — 2nd Edition lists summa-
rized auction prices for fine art from August
2005 through July 2006 and includes sale
prices of 158,000 works by over 28,000 artists
with the prices being listed in US dollars.

['TB Gordon’s Art, based in Phoenix, AZ, is
part of the LTB Media group which also pub-
lishes such periodicals as Art & Auction mag-
azine, Modern Painter, Gallery Guide and
Culture & Travel. |

For more information about any of these

products contact UT'B Gordon’s Art at (941)
721-9500.

www.auctioneers.org

government relations, continued from 22"

Press releases follow a general format. This format includes a release date
("For Immediate Release” is commonly used), contact information,
headline, date, “lead”, body, and “boilerplate.” Your headline should
summarize the purpose of your press release. The headline is one of the
most crucial elements of the press release because if it doesn't grasp the
attention of the reader (editor/reporter), it most likely will not move for-
ward.

The second most important piece of the press release is the “lead”. The
“lead” is the first paragraph of a press release that introduces the story to
the reader by addressing the “Five Ws”. Another way to look at the con-
tent of your press release is as an inverted pyramid. By placing the most
important issues of your press release in the very beginning in the “lead”,
you can then narrow your focus in the remainder of the body. Don't stress
over making your “lead” read like poetry. Stick to the facts of your story.
Remember a press release is a “teaser” for a reporter to pick up the story
idea and finish it

The body of the press release provides additional background and detail
to the Five Ws. Finally, there is the “boilerplate” or “tag”. The “boiler-
plate” tells the reader about who is sending the press release whether it is

an individual or business. In a sense, the “boilerplate” is a 3-4 sentence
biography of the author. To signify the end of a press release, symbols are
generally used such as “###” or “-30-.

The following are additional tips to will help you make your press
release a success! First and foremost, your press release should always be
short, concise and free of spelling errors. Nothing turns away reporters
quicker and reaches the trash can faster then a lengthy, spelling error-
filled press release. Spell check, grammar check, and spell check again.
Designate someone as the “proof reader” in your office.

Timing is also important when trying to gain the attention of the
media. Editors and news directors generally meet with their staff to plan
the day’s news coverage in the morning. Try to send press releases in the
morning so you make the list of news to be covered. Reporters are con-
tinually under the pressure of deadlines, so late press releases generally
end up in the trash.

For additional tips on writing a press release or examples of press releas-
es visit the PR Tool Kit section of the NAA website.
® Enter the Member Only homepage of the NAA website.
® Click on the Government Relations link in the left column
® Click on Auction Action Center link
® Click on Find Media Contacts under Policy Tools
® Enter ZIP code in Local Media
® Select your media (Limit of 5 per e-mail) and click “Compose

Message”

® Cut and paste text of press release into message box

® Enter your contact information

® Preview your message to verify the information is correct
® Send your message
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Eew members

ALABAMA

Jason Gantt

Ameri South Auctions, Inc.
P.O.Box 1663, Decatur, AL 35602
(256) 355-0721, (256) 350-9100

Michael Nance

Ameri South Auctions, Inc.

P O Box 1663, Decatur, AL 35602
(256) 355-0721, (256) 350-9100

ARKANSAS

Wade Washington

P O Box 2683, Hot Springs, AR 71914
(501) 617-3267,(501) 767-3839
wadewashington1971@yahoo.com

AUSTRALIA

Frank Lee

Ross's Auctioneers & Valuers
241 Railway Pde.

Maylands, AU 6052

08 9272 4644, franklee@rossauction.com.au

CALIFORNIA

Ty Beahm
1004 Thoroughbred PI., Norco, CA 92860
(909) 731-2423, auctionty@yahoo.com

Jarett Bramley

Bramley's Auctioneering

P.O.Box 653, Wrightwood, CA 92397
(760) 249-4916, (760) 249-5074

Mark Chaney

Pacific Auction Exchange

15530 Rockfield Blvd Ste A1
Irvine, CA 92618, (949) 723-7470
(949) 340-9843, mark@rgfs.net

Mark Fink

California Premier Auctions

2155 Verdugo Blvd #2071

Montrose, CA 91020

(213) 503-9464, markhfink@aol.com

Earl Graham

Standing Bar G Productions
9233 Deep Creek Rd.

Apple Valley, CA 92308

(760) 954-9964, (760) 240-6761
auctioneer.st@aol.com

Donna Hinton-Butcher

California Premier Auctions/PAX

3452 Elm Ave 201, Long Beach, CA 90807
(562) 508-1164,
donnahomeauction@yahoo.com

Mark Lascelles

Real Estate Professionals CMAC
230 Hartnell Ave.

Redding, CA 96002

(530) 224-6730, (530) 224-2833
mlascelles@repgmac.com

Stephen Nestel

Auction Pacific, LLC

PO.Box 11772

San Rafael, CA 94903

(415) 259-4601, sales@auctionpacific.com
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Dinh Nguyen

Prudential California Realty
1622 E.Capitol Expressway,

San Jose, CA 95121

(408) 270-3400, (408) 904-7700
brucedinh@yahoo.com

David Thompson

Pacific Auction Exchange

250 Cherry Lane Ste 107
Manteca, CA 95337

(209) 599-9600, (209) 599-1560
dave@davethompson.com

Richard Werner

California Premier Auctions

540 Weymouth Ct., Anaheim, CA 92807
(714) 392-5788, rvmjw@sbcglobal.net

Cassie Will
321 Noe St., #102, San Francisco,CA 94114
(415) 290-7808, vegascas1@yahoo.com

Chris Wood

Cal-Fed Auction Company

8823 Amigo Ave., Northridge, CA 91324
(209) 321-5338, (940) 234-3157
proauction1@msn.com

Carol Sue Young

Amy Lee Auctions

1484 Purson Lane, Lafayette, CA 94549
(925) 324-2372, jayasue@hotmail.com

CANADA

Ken Sheward

Larry Eller Auctions
7934 Mud Street
Grassie, ON LOR TMO
(905) 512-9048
ksheward@idirect.com

COLORADO

Darrell Wilkes

Builders Auction Company

12104 Desert Hills St. Parker, CO 80138
(720) 988-9723,
dwilkes@buildersauctioncompany.com

FLORIDA

Alexandra Arena-Gil

Auctions By Country, LLC/Real Estate Hunters. LLC
117 Oak Leaf Lane, Longwood, FL 32779
(407) 339-5757,(407) 339-5898
rehunters@yahoo.com

Joel Bartlett

Masterworks Inc.

3110 N.Ocean Blvd., Ste 1703
Fort Lauderdale, FL 33305
(888) 657-1885, (480) 287-9817
joel@eventdonations.com

Anthony Briscoe
1541 Lugo Ave., Miami, FL 33156
(305) 282-4549,

William Elrod

Elrod Auctions

P.O.Box 637, Penney Farms, FL 32079
(904) 529-9537,(904) 529-7762
elrodauctions@aol.com
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Ron Flynn

ByAuctionOnly, LLC

11501 Osprey Pointe Blvd.
Clermont, FL 34711, (352) 242-4631,
ron@americandreamcf.com
www.byauctiononly.com

James Jones
Kincaid Auction
3809 E.CR 542
Lakeland, FL 33801
(863) 666-1977
jjones230@aol.com

Paul J. Kelly Jr.

2468 Turnberry Dr.

Oviedo, FL 32765

(407) 782-3605, (407) 366-9092
pk714@yahoo.com

Mary Francis Nollman

Stephen P. Murray CAl Auctioneers & Lic.R.E.
Brokers

P O Box 985

Flagler Beach, FL 32136

(386) 852-3365

spmurray@bellsouth.net

Paul Robb

The Orlando Auction Gallery
612 Marshall St.

Altamonte Springs, FL 32701
(407) 339-7803
PRobb01234@yahoo.com

Leonardo Rodriguez

Trade-Team Electronic Corp.

5413 NW 72 St.

Miami, FL 33166

(305) 888-2780, (305) 888-2789
sales@trade-team.com, www.trade-team.net

Cherylyn Stopler

Florabama Auction Services

3559 South Hampton Way

Pace, FL 32571

(850) 995-7173, (850) 995-7170
cherylyn@florabamaauctions.com
www.florabamaauctions.com

Robert Welch

Realty Options Of the Florida Keys
88500 Overseas Hwy 228
Islamorada, FL 33070

(305) 619-7770, '
rwek@hotmail.com, www.keysoptions.com

ILLINOIS

Zachary Franks

1740 N Maplewood Ave #405
Chicago, IL 60647

(773) 278-0663
zakfranks@sbcglobal.net

INDIANA

Norman Dixon

Dixon & Dixon Auction Service, LLC
P.O.Box 533, Tell City, IN 47586
(812) 547-3721,(812) 547-3213
dixonsauctions@psci.net
www.dixonsauctions.com
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Sheila Gardner

17218 Tomahawk Trail
Plymouth, IN 46563

(574) 936-4311
fgsheilahdf@earthlink.net

Brent Markley

Markley's Triple M Auctions
4315 17 B Rd.

Tippecanoe, IN 46570

(574) 952-6572,(574) 342-8101

Charles Mills

6735W 100 N.

Warsaw, IN 46580

(574) 268-4881, (574) 858-2810
cmills@kconline.com

Bruce Voshell

5971 N 400 W.

Decatur, IN 46733-7500

(260) 701-5400, (260) 724-2999

bruce realtor@earthlink.net

Albert Wells

2119 S Calhoun St.

Fort Wayne, IN 46802

(260) 745-8093, (260) 744-3205
wellsauctioneers@msn.com

KANSAS

Jeremy Wiens

Theurer Auction

669 E 35th St.S

Wellington, KS 67152

(620) 326-7315, (620) 326-5357
jwiens@theurer.net, www.theurer.net

KENTUCKY

John W. Kessler

Kessler Auction & Realty Co.
304 E. Broadway
Campbellsville, KY 42719

(270) 465-7051,(270) 465-8177
jwk@kesslerauction.com
www.kesslerauction.com

MARYLAND

Michael Campanella

Chesapeake Auctioneers, LLC

1818 Pot Spring Road Ste 204
Timonium, MD 21093

(410) 560-0600, (410) 560-0600
mike@chesapeakeauctioneers.com
www.chesapeakeauctioneers.com

Michael Lewis

Lewis Auctions, LLC

14010 Old Frederick Rd., Rocky Ridge, MD
21778

(301) 271-4480, (301) 271-4483
mlewismas@aol.com

MICHIGAN

Michael J. Kennedy

Kennedy Auction Service

750 E Santee Hwy.

Charlotte, MI 48813

(517) 541-1395, mikedennedy965@msn.com

www.auctioneers.org

MINNESOTA

Bret Walters

Walters Auctioneering

825 Berg Blvd.

Stewartville, MN 55976

(800) 328-5520, (507) 346-2466
bret@grafeauction.com

MISSOURI

Bill Zobel

Zobel Auction Company

2214 B East 20th Street

Joplin, MO 64804

417-300-5750, bzobel55@yahoo.com

NEBRASKA

Mark Beacom

Auction Solutions LLC

9808 Military Rd.

Omaha, NE 68134

(4020 571-0393, (402) 571-5089
mark@yourauctionsolutions.com
www.yourauctionsolutions.com

Andrew Liakos

Proxibid, Inc.

11837 Miracle Hills Drive
Omaha, NE 68154

(402) 505-7770, (402) 505-7981
aliakos@proxibid.com

NEW YORK

Les Jansson

A1 Consultants

1111 Broad Hollow Rd #356
Farmingdale, NY 11735

(631) 577-0330,(631) 577-0333
tony_rovere@yahoo.com

Eric Monahan

Cash Realty & Auctions

1325 Main St.

Buffalo, NY 14209

(800) 424-2274,(716) 885-9162
repoguy74@aol.com
www.cashauction.com

OHIO

Karen Rose

Pamela Rose Auction Co
315 Cass St.

Maumee, OH 43537
(417) 534-6224

OKLAHOMA

Jeff Tebow

Heritage Place Inc.

2829 S MacArthur

Oklahoma City, OK 73128

(405) 682-4551, (405) 686-1267
jefftebow@heritageplace.com
www.heritageplace.com

OREGON

Annie Cernak

Stuart Realty Group Inc.

2578 SW 185th Ave.

Aloha, OR 97006

(503) 758-5084, (503) 263-7254
annie@stuartrealtygroupinc.com
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SOUTH CAROLINA

J. Kevin Miles

United Country-Strand Realty &
Development

763 N Main St.

North Myrtle Beach, SC 29582
(843) 663-2363

(843) 663-2364
kmilesO1@sc.rr.com

TENNESSEE

Wallace Woodruff

Daniel & Neese Realty & Auction
409 Dow Drive

Shelbyville, TN 37160

(931) 224-5374

(931) 684-6524
wwoodruff@realtracs.com

TEXAS

Bandy Assiter

Assiter & Associates
585 Harmony Road
Weatherford, TX 76087
(806) 632-5577
twotobasco@aol.com

Chidi Onuoha

3042 Richfield Ct.
Pearland, TX 77584
(832) 794-5711

(713) 436-7276
alcontile@yahoo.com

Robert Whitson

Accredited Auctioneer Services
12552 FM 2410

Belton, TX 76513

(254) 394-4100, (254) 699-0043
bwhitson@accreditedauctions.com

VIRGINIA

Thomas Adler

Williamsburg Auction Company
106 Edward Wyatt
Williamsburg, VA 23188

(757) 880-1607,(757) 220-5630

Hunter Phelan

Barrett Street Auction Center
2508 Johnston Ct.

Virginia Beach, VA 23454
(757) 681-0150
hphelan2@cox.net

WASHINGTON

Cynthia Schorno

Schorno Properties, LLC

18535 Cook Road SE

Yelm, WA 98597

(360) 400-9356, (360) 458-7549
yelmrealestate@comcast.net

WYOMING

Larry Forsberg

All Property Brokers

601 W Collins

Casper, WY 82601

(307) 237-7355,(307) 265-2679
larry_forsberg@excite.com
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member services, continued from 16

: AMPIS
[Eq Uipments Incy

- TopP ers

The new NAA free Website program offers program partic-

ipants:

e 8 Customizable Templates

e Ownership of Your Domain Name

* Direct Accessibility to NAA’s Auction Calendar
e Easy Transfer

Member’s who do not currently have a website, or a regis-
tered domain name (web address or URL), are required to
establish and register a domain name.

Domain registration is a standard process in creating a web-
site. This may be done through AuctionZip.com at $9.95 per
year, or you may register your domain through any domain
registrar you chose. At the end of the initial one-year period,
you will be contacted, by the Internet registrant, to renew
your domain name registration.

Once you have registered your web address, you will go
through the process of choosing your website’s look with one
of eight (8) standard templates. Each site will contain two (2)
pages.

* Page #1- Home Page

Your home page will include your contact information, an
T interactive Quick Poll and a News Section updated by the
' Send us Your | NAA.

. Floor Plans | * Page #2 - Auction Calendar
| deay for a | The second page is an auction calendar where you can
- Free luote! advertise your upcoming sales. Additionally, you have the
ability to upload unlimited photos. Once you post your auc-
P ————— tions to your personal website, they will appear on the NAA

oncession J— Auction Calendar as well.
T r aller S P Look at what youre saving! A $55 monthly fee is usually
. charged for hosting websites. For this NAA member benefit,
the monthly hosting fees have been waived, which ofters you
an annual savings of $660. This is a significant savings! You
may choose to retain your introductory website for as long as
youd like, add features to your online presentation (such as
image galleries, document loader or PDF’s through
, ,_ AuctionZip.com), or choose another hosting company. You
D i el e————————————————————— will only incur extra charges, if you upgrade your services or
MANANE AU US@IOHRACONYEY|  move your website

' o= | Discover how NAA’s new custom-designed free website pro-

9094 64th St. NW gram can improve the look and the bottom line of your auc-
Annandale, MN 5530z tion business. Reach millions of potential customers and spe-

Tele: (320)274-5875 cialized markets quickly and inexpensively, by using one of

1-877-225-5526 NAA’s valuable member benefits. Call (888) 541-8084 or visit

Fax: (320)274-5869 www.auctioneers.org/membersonly for more details and sign

JLAMP EQUIPMENT INC} Equip@lampiauction.com up today!
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Upcoming state association events...
July 6-8: Kansas Auctioneers Assoc., Abilene, KS

National Auctioneers Foundation

S M T w 1 F S

1 2 3 4 S 6 7

8 9 10 11 12 13 14
15 16 17 18 19 38 3}
22 23 24 25 26 27 28 | July 16-21,2007: Town & Country Resort & Convention Center, San Diego, CA

July, 7-12, 2008: Nashville Convention Center & Renaissance Hotel, Nashville, TN |

Future sites of NAA Conference and Show

| July, 13-18,2009: Overland Park Convention Center, Overland Park, KS

29 30 31 | July2010:TBA

| July2011:Orlando, FL

AUCTION INDUSTRY RESEARCH STUDY

The National Auctioneers Foundation has been proud to help fund the groundbreaking Auction
Industry Research Study, which was commissioned by NAA and conducted by MORPACE

International and Harris Interactive.

The results identified the gross revenue sales in each auction category, providing statistics for

the media and Auctioneers to show how vital the auction method of marketing is to the U.S.
'“';i.al‘:‘;;;.;i—"“ economy. NAF provided $200,000 in initial funding for this study and helps fund quarterly
uctioneers

foundation] U pd ates.

_THIS PROJECT POSITIONS NAA AS THE LEADING SPOKESA LDWIDE FOR THE AUCTION INDUSTRY

S
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CALL THE AUTHORITIES!

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

WAl

HUDSON &
MARSHALL

AUCTION
MARKETING

National Marketing Center Southwest Office
Atlanta, Georgia Dallas, Texas

1-800-841-9400 1-800-441-9401

Visit our. web sites at www.hudsonmarshall.com
or www.hudsonandmarshall.com
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legal questions, continued from 27

Real estate auction legal issues

I'm just getting started and plan to focus exclusively on real
estate auction sales, especially residential. I am a California
licensed real estate broker and Realtor, so I'm familiar with most
of the legal issues in that regard. What I would like to know are
the top 5 or 10 legal issues you encounter, or are concerned about,
in regards to real estate auctions and how to protect ourselves or
avoid them.

Craig Saxon
Santa Rosa, CA

Answer: There are several significant legal issues to consider in
real estate auctions. Obviously, selling real estate by auction
method is unique and has its own challenges and rewards.

Real estate auctions can be conducted either with reserve or with-
out reserve. The distinction between these two methods is crucial.
The Auctioneer, as the agent for the seller, must explain the risks
to the seller and to advertise the auction consistently. An auction
without reserve is an auction where the property is sold to the
highest qualified bidder with no limiting conditions or amount.
At an auction without reserve, the seller must understand that a

AuctlonSerwces com

NAL Newsletters ™

- -the nmuucts
1ools antl
services
that will \ _
nower your
company'in
the digital age.

\ 540 345.9811

7] Gustom Scripting

“Custom Weh Design

Automated Product Lists

Multiple Hosting Packages
Rutoinated Auction Calendar
Featured Em\alllnuctmn Marketing

\\\\R\j\ o
TUTnl [mall Management Software

Auction%'eers Join The NAL

http://nationalauctionlist.com/subscribe/
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successful bid may be substantially lower than the value of the
subject property. The advantage of an auction without reserve is
that it may draw more bidders to the auction because the seller is
committed to selling the property.

An auction with reserve is an auction in which the seller or his
agent reserves the right to accept or decline any and all bids. This
form of sale removes some of the seller’s risk because it gives the
seller more control over the sale of the property. Auctioneers need
to be caretul about the language used in advertising the sale. In
some cases, the language used in advertising the sale has convert-
ed an auction with reserve to an auction without reserve. When
auctioning real estate an Auctioneer must inform the seller of the
process, risks, and rewards associated with each type of auction.

In addition, disclosures play an important part in every real
estate auction. As the seller’s agent, an Auctioneer is required to

inform the seller of his obligations to disclose and to ensure com-
pliance. Failure of the Auctioneer to do so can result in costly lit-
igation and liability. The disclosures that Auctioneers need to be
considered include, but are not limited to, the following: (1) any
and all know defects, (2) lead base paint disclosure (if required),
and (3) state law usually requires disclosure of any defects known
to the seller concerning major home systems (roof, heater, air-con-

World Wide
College of
Auctioneering

Since 1933 Mason City, Iowa

Do You Know Someone Who
Wishes to Become An Auctioneer?

Come To World Wlde

We’ll make Them Auctioneers

“] Guarantee It”

Paul C. Behr, President

75 years/35,000 Auctioneers
“Come train with the
Champions”

Call: 1-800-423-5242 for free information
www.worldwidecollegeofauctioneering.com

www.auctioneers.org
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ditioner, etc.). Some states, including Indiana, require the disclo-

sure of underground tanks in certain commercial transactions.
The seller should disclose these items to comply with the law and
protect himself or herself from claims relating to them.

Also, Auctioneers should maintain good communication with
the seller. Sellers want information about the sale and understand
the process. Auctioneers are selling, in many instances, the family
home or the family farm so there may be some emotional attach-
ment. Failing to communicate with the seller (answering ques-
tions or advising sellers of their legal responsibilities) will usually
create problems and could result in costly litigation. Sellers can
become frustrated if they are not aware of the Auctioneer’s actions
concerning the marketing or advertisement of the property.

To avoid dealing with confusion or a frustrated seller, keep them
informed of the process and send them copies of the advertise-
ments published for the sale of their real estate. These simple steps
can help keep the Auctioneer and seller on good terms.

Furthermore, Auctioneers must know what they are selling. As
part of the due diligence for commercial or valuable real estate,
Auctioneers should consider having title work completed and a
survey prepared. The title work and survey can be extremely
important in advising your clients concerning the sale of their
property at auction. Title work will verify the seller’s ownership of
the property and reveal any liens on the real estate. The liens
which may be found during a title search include mortgages,
mechanic’s liens, judgments, and taxes. These items will usually
need to be paid at or before the closing.

A survey of the subject property will reveal any other encroach-
ments on the property and verify the acreage. Encroachments such
as easements, disputed property lines and floodways may influ-
ence the price of the property and the reserve amount. Auctioneers
should take steps to learn about these types of problems before
they become a dispute.

Finally, upon obtaining the highest bid for the real estate the
Auctioneer, or someone in his or her staft, should be prepared to
meet with the successful bidder immediately to have him or her
sign the real estate contract. A few months ago, a reader asked a
question about the statute of frauds and its application.
Specifically, the reader indicated that the successful bidder refused
to sign the purchase agreement after the sale and invoked the
statute of frauds as a defense (Statue of frauds is a legal doctrine
that requires the parties to certain transactions, such as real estate
transactions, be reduced to a written instrument, contain an ade-
quate description of the subject property and be signed by the
party against whom the writing is being enforced.)

Having the buyer and seller sign the purchase agreement help
ensure that they are willing to complete the transaction. It is impor-
tant to have the successful bidder sign as soon as possible to avoid any
time for second thoughts to change his or her mind.

These are a few of the most common problems and steps that can
be taken to avoid them. An Auctioneer, as the agent of the seller,
owes a fiduciary responsibility to the seller. Keeping the legal obliga-

tions in mind will help an Auctioneer avoid most legal problems.

www.auctioneers.org
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cyber tips

Ll

INTERNET TRICKS AND GREAT PLACES

TRICK #1: A BUTLERTO READ YOU THE NEWS

http://www.naturalreaders.com

JOHN PECKHAM IS THE How about a butler to read the news to you each morning? This software converts any
EXECUTIVE DIRECTOR text you highlight on the web into spoken words so you can listen to text instead of
FOR THE REAL ESTATE reading from the screen. And as long as this software is running all you need do is press
CYBERSPACE SQCIETY.

the program hot button on your keyboard to hear any selected text.

S S TR This neat little program can also read you your e-mail, your word documents - in short
AUCTIONEER, - ;

any text you can see on your screen in just about any program. It will also convert text
HE: PROVIDES T1P5 ; : ; : :
——— into an MP3 or WAV audio file, so you can listen later after downloading to your iPod
s e e (5 or burning it onto a CD. Good stuft and the price is right - it's free.

IN"THE BUSINESS

WORLD. GREAT PLACE #1: NEVER FORGET A THING

http://www.ohdontforget.com/

This is a simple and easy to use tool that really works. Just go to this great place, enter
your cell number and a text reminder. Then schedule the time you would like it deliv-
ered and your cell phone will alert you right on time.

You can set up birthday reminders for the rest of the year
and get your "to do" reminders right on schedule. You can
also use this little web service to remind others about an event
at a specific date and time. Its uses are only limited by your
Imagination.

The simplicity of this program will remind you of Google

hetks and there is no cost to use this one trick pony.

10 the Bank with Deposits!
D STATE-OF-THE-ART

iE, EL|MNARESI:(I?2§.5§SP:|%NNPEI¥S!_ GREAT PLACE #2: Find Local Events Fast

Offer your Clients the Convenience of Paying by | [ "WwWwW
Visa, MasterCard, Discover or American Express - http // .ZVEIltS.COI‘I‘l/

Attract New Customers, Improve Cash Flow Want to find out what's going on around town? Then this
PERpRT REE e - is a great place to start. You can search by date, zip code,
ANY CHECKING ACCOUNT! insert a mileage radius and select the type of event such as
Arts and Crafts, Community, Business and Tech, Dance,
Fairs and Festivals, Food and Dining, Music, Performing
Arts, Sports and Outdoors or Visual Arts.
In addition you can add your event and it will be picked up
here and at any applicable media partner where it will also
appear locally on the web and in print.

There are lots of additional bells and whistles here. Nice

rFESOUTICC.

Copies of all previous “Real Estate CyberTips” columns complete with all direct links are available
at www.REcyber.com/reintelligence/cybertips.htm. Jack Peckham is the Executive Director of the
Real Estate Cyberspace Society and can be reached by E-mail at bostonjack@earthlink.net. The
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 CyberTips Columns are available at
jistered ISO/MSP of Chase Paymentech www.REcyber.com/reintelligence/cybertips.html. StoneAge readers can obtain information on
, Guarantee Services by Global eTelecom Society membership by calling 888-344-0027. Copyright (c) 2007. RECS.
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~ NAA Membership and Meetmgs

~ Access NAA Online

For meetmg regtstratlon,, membershtp apphcatsons and changes to yeur
~ membership record, contact the NAA Member Service Department by phone
913-541-8084 or 888-541 8684 ext 15 fax 913-894 5281 or e—mall -

mfo@auctioneers org

PROGRAMS
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.

NAA Web srte www auct:eneers org, Prawdes fast and convenlent access to

. connect onlme WIth calleagues and stay m touch wnth what is happenlng in th'e_

. _--"-mdustry and pmfessron NAA’S Web Slte is mnovatwe and easy to navigate.

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: CAIl, AARE, GPPA and CES. Visit
www.auctioneers.org to learn more about
NAA’s business-boosting programs, or e-
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

AuctionZip.com.Choose between
customizable templates and individualize
information about yourself and your
company and post all of your auctions. To
take advantage of this 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

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.

PRODUCTS

Audio CDs

Audio CDs of the recorded NAA Educational
Conference sessions can be purchased by
e-mail: craigm@cmcgc.com or calling 800-
747-8069; fax: 818-957-0876. For a complete
listing of available sessions, log on to
www.auctioneers.org.

Books

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
a member of NAA's government relations
network to present a united voice on issues
affecting the profession.

Health Insurance - NAA Insurance
Plus Program

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. Any
question that 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 or 888-541-8084 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

NAA is able to offer solutions that can
provide you and your loved ones with the
right balance of care and service based on
your personal preference, needs and
budget. Programs available nationwide!
Affordable and comprehensive healthcare
solutions for you and your family. Act now
by calling (800) 292-3797!

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% 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% 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 percent. Call 888-541-8084,
ext. 15; fax: 913-894-5281; or e-mail:
info@auctioneers.org for your pharmacy
card today. Help line 888-229-5383.

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

This comprehensive 92-page legal guide,
Waiting for the Hammer to Fall, A General
Overview of Auction Law by Kurt R.
Bachman, provides up-to-date information
on issues Auctioneers encounter in their
course of business. For more information
call 888-541-8084, ext. 28; fax: 913-894-
5281; or e-mail:info@auctioneers.org.

Membership Directory

This directory provides an up-to-date listing
of all members and their contact information.
This is updated annually and is published and
sent to all members in April. For up to the
minute membership directory, log on to
www.auctioneers.org.

Merchandise

NAA provides a great selection of apparel
and promotional items that members can
purchase at very attractive and competitive
prices. Log on to www.auctioneers.org for
available products or call (866) 605-7NAA
(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, please call 913-541-8084 or
888-541-8084, ext. 20; fax:913-894-5281; or
e-mail: wdellinger@auctioneers.org.To learn
more about the benefits of advertising
please call 913-541-8084 ext. 20.

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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parting thoughts

Mat Mathews, who has been the official photographer
at NAA’s annual Conference and Show for three years and
met thousands of NAA members, suffered damage to his
studio building in severe flooding near downtown
Gainesville, TX in June.

His building was inundated by about four feet of water
throughout the structure. Much of his computer equip-
ment and studio finished work was lost. He has run his
business in its present location for the past 26 years.

Please join NAA in wishing Mat a successtul cleanup
and recovery. Anyone wishing to donate funds to Mat’s

In upcoming issues:

The August cover story in Auctioneer magazine will feature
new NAA President Thomas L. Williams, CAI, of Bixby, OK.
Williams™ company specializes in real estate, and has sold
more than 1,000 homes in a one month period recently.
Williams tells his goals for NAA in the coming year, and
reflects on his decades in the auction industry.

The September cover story will be highlights of the NAA 58th
Annual International Conference and Show in San Diego, CA.
Photos and text will recount results of the contests, seminars
and other events at the world’s largest gathering of Auctioneers,
ringmen, support staff, families and others.

Auction classes begin this fall
in special college degree

A college degree in auctioneering was established in recent
months for the first time in the United States through Tri-State

University, of Angola, IN. Students can begin the general educa-
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NAA photographer’s studio damaged in Texas flood

effort can contact him at Mathews Photography, 300
Lindsay, Gainesville, TX, 76240. His website is
www.mathewsphotographers.com.

Former NAA President Mike Jones, CAI, GPPA, of
Dallas, TX visited the flooded building recently and
encourages all interested NAA members to financially

help Mat recover from this devastating flood.
Mat believes he will be at NAA’s Conference and Show

this month in San Diego, CA, July 15-21, where he will
again shoot photos of many events, as well as portraits of
individuals and state Auctioneer groups.

tion classes now. Auction classes will first be offered this fall.

The program has been established by a partnership with the
National Auctioneers Association. The four-year program
leads to a Bachelor of Science in Business Administration with
a major 1n auctioneering.

“This has been a dream of the NAA board of directors and
of NAA’s Education Institute Trustees, both of which have
worked hard to make this a reality,” said Harlan Rimmerman,
NAA’s director of education.

Classes will be offered online and on campus at the Angola
North campus site. The university, established in 1884, also
has other sites, but the auctioneering major is available only at
that campus.

Dr. Jean Deller, dean of the university’s School of
Professional Studies, said “We were pleased to work with
Harlan Rimmerman and the NAA, that acted as an advisory
committee to develop this program. We believe that it will
meet the needs of the auctioneering community.”

For more information about the auction college degree at 'Iri-

State, call the School of Professional Studies at (260) 624-2420.

www.auctioneers.org
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YOU DON'T NEED A BIGGER GAVEL.
JUST A BIGGER NETWORK.

[f you want to put more bang in your business,

call United Country Auction Services. We're the

only national full service auction franchise, with

over 3,500 professionals in more than 600 othces

across the United States. Recognized by the

Wall Street Journal as one of the top 1% of all

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:

e Nationwide referral network, delivering more than $80 million of auction referrals to our
franchisees this year alone

e Industry-leading Web site, with over 800,000 visitors and 21 million page views per month

e [ndustry’s best national buyer database, featuring more than 300,000 profiled names

e National and local advertising of your auctions and capabilities

e Comprehensive marketing services to assist you on the “must-win” proposals

e No-fee buyer leads from the home otfice

e Auction planning and execution expertise provided by nationally renowned industry leaders,
including past and current presidents, chairmen, directors and committee members of the
National Auctioneers Association

e Support staff of more than 80 professionals with experience in all business disciplines

® Proven operating systems, auctioneer training, leading technology and field support

e 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 United

;g 800-444-5044 Ou.-lltz)i

Auctioneer Auction Services
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