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WHY AUCTION FLEX?

~ « Established Market Leader
« Best Customer Service

« True Windows Software

« Basic or Advanced

L CICHEE e« Easiest to Learn

« No Modules
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Auction Management Software
(Lotted e Non-Lotted e Multi-Parcel e Internet)

www.auctionflex.com

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

« Consigned & purchased inventory

* Inventory management with bar-coding
 QuickBooks export

« Bulk image import / auto-assign

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

- Absentee bids / phone bids

« Advanced phone bid scheduler

« Buyer deposits

 Auction presenter (slideshow)

« Auctioneer's screen

* Invoicing / cashiering

 Discounts / surcharges

« Straight sales

« Advanced mailing list builders
 Bulk e-mail

« Auction export

 Trust account tracking
 AuctionZip upload

And much, much, more...

, more auctioneers trus

rs in 2008 than all other com




Your auctions

When you post your real
estate auctions on the NAA
Auction Calendar, your
Ructioneer ,yctions also appear on
the first and only AUCTION-ONLY

Multiple Listing Service.

Try it today and let your sellers know
their properties are listed on
AUCTIONMLS.com.

LIST TODAY

AUCTIONMLS.COM

IONEERS

" %No'Setup/:Design Fee |
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_PVC Post Kit - $84.88 i tatcaps

-800-843-7446

www.1800TheSign.com

v 24 Hoﬂrf‘il':mﬁfaroun:d_ Time
+:Next Day Delivery Available';

T

-‘_UPS Shipping,
< from $15 /

¥ ", \

o

Increase your revenue with
our Multi-Par Bidding
System

e  Show which bit
displaying a colorized plat

e Show what amountsnon eading bidders
must bid to reclaim the lead using our new
“To Lead” column!

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

e Sell farmland, subdivision lots, timber, ,
warehouse space, condominiums, etc.!

e Free technical support & no annual fees!

Will work alongside your existing clerking

software!

812-963-5616 ¢ www.multi-par.com
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NAA Staff

ADMINISTRATION

CHIEF EXECUTIVE OFFICER
Hannes Combest, CAE (ext. 13)

hcombest@auctioneers.org

DEPUTY EXECUTIVE DIRECTOR
Chris Longly (ext. 31)

clongly@auctioneers.org

CONFERENCE AND SHOW MANAGER

Joyce Peterson (ext. 16)
joyce@auctioneers.org

ACCOUNTING

#

The official }h_ﬁj;h{::;;;ii'ﬁifj}i'] of the National Auctioneers Association

DIRECTOR OF FINANCE & ADMINISTRATIVE SERVICES

Rhonda Truitt (ext. 12)

reruitt@auctioneers.org

SENIOR ACCOUNTING COORDINATOR
Ruth Richardson (ext. 35)

rrichardson@auctioneers.org

ACCOUNTING CLERK
Carol Bond (ext. 34)

cbond@auctioneers.org

MEMBERSHIP

MEMBERSHIP SPECIALIST
Heather Rempe (ext. 15)

hrempe@auctioneers.org

MEMBERSHIP SPECIALIST
Ashley Moyer (ext. 29)

amoyer@auctioneers.org

PUBLICATIONS

DIRECTOR OF PUBLICATIONS
Steve Baska (ext. 18)

steve@auctioneers.org

ASSOCIATE EDITOR/GRAPHIC DESIGNER

Ryan Putnam (ext. 30)
ryan@auctioneers.org

EDUCATION
DIRECTOR OF EDUCATION

Dr. Harlan Rimmerman (ext. 19)
hrimmerman@auctioneers.org

EDUCATION COORDINATOR
Lois Zielinski (ext. 28)
|zielinski@auctioneers.org

"NAA Board of Directors

20038-2009

OFFICERS
PRESIDENT

(208) 699-7474

randy@rasnw.com

PRESIDENT-ELECT
Scott Musser, CAI, BAS
(509) 735-4278

ssmusser@mbauction.com

VICE PRESIDENT
B. Mark Rogers, CAl, AARE
(336) 789-2926 x.109

bmrogers@rogersrealty.com

TREASURER
Kurt Kiefer
(701) 365-1000

| kurtkiefer@aol.com

CHAIRMAN OF THE BOARD
Thomas L. Williams, CAI
- (918)369-0472

Randy A. Wells, CAL, AARE, BAS, CES, GPPA

 tommy.williams@williamsauction.com

Scott H. Shuman, CAI
(970) 454-2062

S5CO tt@Wﬁ'StChﬁS[ﬁI’*gI‘O up.com

CHIEF EXECUTIVE OFFICER
Hannes Combest, CAE
(913) 541-8084 ext.13

hcombest@auctioneers.org

DIRECTORS
~ TERMS EXPIRING 2009

 Weston Anson

(858) 454-9091

Christie King, CAI, AARE, BAS
(256) 390-0085
cking@ckingbenefits.com

H. John Kramer, CAI, AARE
(937) 456-1101

john@kramerauctions.com

Darron ]. Meares, CAI, MPPA
(864) 947-2000

darron. meares@mearesauctions.com

" Lance Walker, CAL BAS, CES
(901) 384-9992

lance@WalkerAuctions.com

TERMS EXPIRING 2010
Paul C. Behr, CAI
(303) 680-1885
paulc.behr@comcast.net

William L. Head, CAI, AARE,
BAS, CES

(601) 991-2111
whead55946@aol.com

EDUCATION INSTITUTE CHAIRMAN

Monte W. Lowderman, CAI
(309) 833-5543

monte@lowderman.com

Jay D. Nitz, CAI
(402) 727-8800
jaynitz@omni-tech.net

TERMS EXPIRING 2011
Randy S. Burdette, CAI, CES
(304) 445-2897

auctioneerrandy@gmail.com

].J. Dower, CAI, AARE
(423) 569-7922
jjdower@highland.net

Dennis R. Jackson, CAI, AARE,
CES

(317} 797-2117
jdjackson587@aol.com

Richard Shawn Terrel, CAI, AARE
(580) 747-6068

sterrel@unitedcountry.com

EX OFFICIO DIRECTOR
Kurt M. Aumann, CAL ATS
(217) 563-2523

kurt@aumannauctions.com

EDITOR
Steve Baska
steve@auctioneers.org

ASSOCIATE EDITOR / LAYOUT
Ryan Putnam
ryan@auctioneers.org

AUCTIONEER MAGAZINE
EDITORIAL BOARD

Stephen Karbelk, CAI, AARE
(CHAIRMAN)
Rob Doyle, CAI, CES

Lisa Gay, CAl
Ryan George

Dave Kessler

Deb Weidenhamer, CAI

NAA Advertising and Trade Show

representation provided by
Fox Associates of Chicago, IL.

For information about advertising in
Auctioneer and any NAA publications,
contact one of the offices below:
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FOX ASSOCIATES, INC. FOX ASSOCIATES, INC.
116 West Kinzie Street 315 W. 9th Street,
Chicago, IL 60654 Suite 1009
312-644-3888 Los Angeles, CA 90015
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National Auctioneers
Foundation

Board of Trustees
2008-2009

OFFICERS

PRESIDENT

Kip Toner, BAS
(206) 282-9050
kip.ceo@KTBA.net

PRESIDENT ELECT
Rob Doyle, CAI, CES
(845) 635-3169

hikertwo@aol.com

VICE PRESIDENT

Chuck Bohn CAI, GPPA
(303) 680-1319
chbohn®aol.com

CHAIRMAN OF THE BOARD
Terry Dunning, CAI, MPPA
(847) 741-3483

tpdunning@aol.com

TRUSTEES

TERMS EXPIRING 2009
Barbara Bonnette, CAI, AARE, GPPA
(318) 443-6614

Email: barbara@bonnetteauctions.com

John Roebuck, CAI, AARE
(901) 761-0428 ext.111

john@roebuckauctions.com

T. Joseph Tarpley, CAI
(800) 241-7591
jtarpley@jltodd.com

TERMS EXPIRING 2010

J. Craig King, CAI, AARE
(256) 546-5217
craig@jpking.com

Benny Fisher, Jr., CAI
(954) 942-0917

benny@fisherauction.com

Larry Theurer, CAI, GPPA
(620) 326-7315

larry@theurer.net

TERMS EXPIRING 2011
Marvin Henderson
(225) 686-2252

belinda@hendersonauctions.com

Dennis Kruse, CAl
(260) 927-9999

senatorkruse@gmail.com

Thomas Rowell, CAI, AARE
(229) 985-8388
trowell@rowellauctions.com

NAA BOARD REPRESENTATIVES

NAA PRESIDENT ELECT
Scott Musser, CAI, BAS
(509) 735-4278

SSHlUSSEI'@H]bElUCtiOH.CDm

NAA TREASURER
Kurt Kiefer

(701) 365-1000
kurtkiefer@aol.com

EXECUTIVE DIRECTOR
Carol R. Jorgenson

(913) 541-8084 ext.17

cjorgenson@auctioneers.org

MUSEUM CURATOR
Lynn M. Ward
(913) 541-8084 ext. 21

lynn@auctioneers.org

NAA Auxiliary

Board of Directors
2008-2009

OFFICERS

PRESIDENT
Barbara Fisher
(954) 461-0971

benny@fisherauction.com

PRESIDENT ELECT
Deidre B. Rogers
(336) 789-2926 ext. 104

deidre@rogersrealty.com

VICE PRESIDENT

Susan Hinson
(731) 267-5281

rhinson@mindspring.com

SECRETARY/TREASURER
Ramona King

(828) 684-4273/ (828) 684-6828
ramonaking@bellsouth.net

CHAIRMAN OF THE BOARD
Annette Wells, CAI, BAS

~ (208) 771-0404

annette@rasnw.com

HISTORIAN

Sandy Bauermeister

' (260) 493-6109

bauermeister@earthlink.net

DIRECTORS

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, BAS, CES
(630) 556-3648

kbward@mchsi.com

TERMS ENDING IN 2010
Darla Haynes

(405) 376-2928
haynesgg@aol.com

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

- Terri Walker, CAI, BAS, CES
- (901) 384-9992

terri@walkerauctions.com

TERMS ENDING IN 2011

Lori Jones

- (972) 395-0049

info@texasauctionacademy.com

Lucinda Terrel
(816) 873-0239

Irterrel@hotmail.com
Susan Rogers Holder
(336) 786-7905

susan@rogersrealty.com

NAA ADVERTISING NOTICE TO READERS

Auctioneer accepts advertisements from a variety of sources, but makes no independent investigation or verification of any claim or

statement contained in the advertisements.

NAA Education

Institute Trustees
2008-2009

CHAIRMAN
Scott Shuman, CAI
(970) 454-2062

SCD[I@W&S[ChBStE{' -group.com

VicE CHAIRMAN
Kurt Aumann, CAI, ATS
(217) 563-2523

kurt@aumannauctions.com

TRUSTEES

TERMS EXPIRING 2009
Renee Jones, CAI, AARE, BAS, CES
(940) 665-1898

renee@npsolutions.com

Jack L. Christy, CAl, BAS, CES, MPPA
(317) 784-0000
info@christys.com

TERMS EXPIRING 2010
Scott Shuman, CAI
(970) 454-2062

scott@westchester-group.com

Kurt Aumann, CAI, ATS
(217) 563-2523

kurt@aumannauctions.com

TERMS EXPIRING 2011
Barbara Bonnette, CAI, AARE, GPPA
(318) 443-6614

barbara@bonnetteauctions.com

Mark Shear, CAI, AARE, CES, MPPA
(508) 753-3989

mshear@bermanauctions.com

TERMS EXPIRING 2012
Steven Hunt, CAI, AARE, GPPA
(970) 245-1185

steve@theauctionteam.com

Eugene Klingaman, CAI
(260) 244-7606

gene@schraderauction.com

NAA BOARD REPRESENTATIVE |

NAA VICE PRESIDENT
B. Mark Rogers, CAI, AARE
(336) 789-2926 x.109

bmrogers@rogersrealty.com

NAA TREASURER
Kurt Kiefer

(701) 365-1000
kurtkiefer@aol.com

Inclusion of advertisements 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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Please complete
all five sections of

R e S R A i e

Nat1onal Auctloneers Assoc1at10n
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STANDARD MEMBERSHIP TYPES

PLICAT ION

T e S T, S L A o Va8 A Ay B e b A 0 o B e e e A N N D B A ol ot B R St b R S S A Pt Tt PR B

thls fOT‘m AFFILIATE Individuals who are not Auctioneers, but who are involved in auction or auction-related business whith the $500
purpose to provide good and services to Auctioneers and the public.
T l ASSOCIATE Employees of Active Members who are not Auctioneers. Auction-related professionals representing the real §225
0 a’pp yfor meim- estate, finance and legal industries should apply for Associate membership.
be rShlp n the VIRTUAL Virtual member is an active auctioneer receiving all correspondence through on-line and electronic formats. $225
NAA, choose one LIFE $5,000

($1,000 every 5 months)

of these applica-
tion methods:

REGULAR

An active Auctioneer that subscribes to the NAA Code of

Ethics and embraces the NAA Mission and Vision.

$300 (1 year)
$535 (2 year)
$725 (3 year)

B Complete this form,
provide credit card
information, then FAX

RETIREL)

Any active member who 1s 65 years or older and conducts 12 or fewer auctions per year.

RELATIONSHIP-BASED MEMBERSHIP TYPES

$175

to (913) 894-5281 [ MEMBER + An Active member and his/her spouse, significant other, or partner that subscribes to the NAA Code of $450)

‘ SPOLISE Ethics and embraces the NAA Mission and Vision. )
B Complete this form, e
then MAIL with check L] SUPPORT TEAM Auction Support Staft (such as clerks, cashiers and ringmen)of an active NAA member. $125

OPTIONAL FEES

or money order to

NAA Membershi : . - o : ;
: P L] AUXILIARY Any person who has reached the age of 18 shall be entitled to join the Auxiliary upon recommendation ot any 425
8880 Ballentine MEMBERSHIP current NAA member or NAA Auxliary member. |
Overland Park, KS 66214 : wra
L] NAF A voluntary donation to further support the National Auctioneers Foundation. 350
] PAC The Auction PAC is the political giving arm of the NAA. Contributions to the Auction PAC must be made
separate from membership dues. Only personal checks and checks from LLCs are accepted. Incorporated
businesses are prohibited by law trom contributing to the Auction PAC.
TOTAL AMOUNT DUE I B
[ ] Check Enclosed (U.S. dollars drawn on U.S. Bank) Credit
First Name Middle Last L] Cash (please do not send cash through the mail) Debit
Nickname - B - ~ : : ;
Credit/Debit Card Information
5 T . = e [1] AMEX L] MC L[] VISA [ ] DISCOVER
Company Name
Address Credit Card # R pr._ Date month/ }'_t-_:ﬂr
City N State . Zj_P Card Holder Name (Print) = _
Phone : E Fax ~ Signature - _ -
E-mail a B _ Date Submitted _ - Promotional Code

Web Address

E AUCTION SPECIALTIES

E PERSONAL INFORMATION

[ ] Check here if you think you have been an NAA member before or are a member of
your state association.

[ ] Female

[ ] Male

Number ot years in the auction profession Year of birth

Sp(}usc’s Name

Name of auction school attended if applicable

Retferred by or your sponsor (optional)

[List State Association memberships

It is recommended that you indicate your specialties.
This information is available on the NAA Web site where the public

is able to do a search by specialty. You may choose UP TO FIVE.

G
[]
[ ]
[]
[]
[]
[]
=
[ ]
[ ]
[]
[]
[]

Antiques & Collectibles Industrial & Manufacturing
Appraisal Intellectual Property

Art & Galleries [Laboratory & Pharmaceutical
Automobiles & Transportation Liquidation & Asset Recovery
Benetit & Charity [Logging & Forestry

Business Liquidations Media

Carnivals & Amusement Parks Numismatist

Collector Cars & Vintage
Equipment

Computers & Electronics
Estate & Personal Property
Farm & Ranch
Government & Municipal
Heavy Equipment

Ofttice & Business Equipment
Real Estate, Commercial

Real Estate, ILand

Real Estate, Residential
Restaurant & Food Industry
Trucks & Trailers

BN NG R S

By completing and submitting this form, I hereby make application for membership in the National Auctioneers Association. If accepted, I will abide by its by-laws, support its objectives, comply with the NAA's code of ethics and pay the estab-
lished dues.—Contributions or gifts to National Auctioneers Association are not tax deductible as charitable contributions for income tax purposes. However, they may be tax deductible as ordinary and necessary business expenses subject to

restrictions imposed as a result of association lobbying activities. National Auctioneers Association estimates that the nondeductible portion of your dues paid this year
cation, member agrees to abide by NAA Code of Ethics which can be found at http://www.auctioneers.org/aboutNAA/ethics.ctm.

- the portion which is allocable to lobbying - is 7%. —Upon submitting appli-
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' THE GROWING TEAM OF A RC PARTNERS

IVE RBEST-IN-CLASS AUCTION SERVICES

.......

«

Williams & Williams’ national recognition and
marketing presence combined with our local

expertise enables us to deliver positive results to

._-.I'.*,.I- -ﬂf"

the customer. It is an honor to be an ARC
member and | look forward to our continued

success for many years. D),

Vincent H. Gepp

Palm Harbor, FL
Premier Auction Group, Inc.

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

WILLIAMS & WILLIAMS

Real estate sales that are open, honest and result in real value.

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




Many “firsts” for NAA

New partnerships and events are leading progress.

Two years ago this
July your board
asked

members to

Ouk

provide the
president the
ability to appoint a
non-NAA member

By Randy Wells, CAl, tor

AARE, BAS, CES, GPPA, appointment  to
NAA President our board. This

action passed by a very narrow margin. But

one-year

as they say, “A win is a win.” Because |
appointed Weston Anson from ABI
(American Bankruptcy Institute), NAA
now has a partnership agreement that
allowed, among other things, NAA to set
up a booth at ABI’s 27th Annual Spring
Convention held a few weeks ago in
National Harbor, MD. For the first time,
NAA co-hosted with ABI a panel
discussion, highlighting why bankruptcy
attorneys should hire an NAA Auctioneer.

This was a great opportunity for NAA and

['he organization is stronger and

[ would like to thank my co-chairs Steven
Karbelk, CAI, AARE from NAA and
Daryl Martin from ABI for the great work
they did to make this panel a reality.
“Thank you” also goes out to the panel

participants: ~ David  Fiegel  from
Golndustry; Cathy Rae Hershcopt of

headed in a good direction

10
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Cooley Godward Kronish LLP; and,
Moderator Gary Jacobson from Herold

and Haines. All of you did a fantastic job.

In addition to the conference events, ABI
and NAA are working on providing
content to each of the organization’s publi-
cations. All of this is designed to ensure
that those involved in bankruptcy
proceedings understand that you, as the
Auctioneer, provide a valuable service to
them.

Also at this conference Chris Longly, our
Deputy Executive Director at NAA, and |

WWW.AUCTIONEERS.ORG



from the president

met some great people representing a large group of Chapter 7 attorneys
who would also like to work with NAA and set up at our annual Conference
and Show. Another first and another win for NAA. Some of our members
will benefit, and are benefiting directly, from these contacts by making more
contacts and booking more auctions.

In February we had another first, and that was our Auction Schools
Symposium, which proved to be very beneficial for all attendees. Auction
school owners and NAA were able to identify our strengths and weaknesses
so we would be able to find additional ways that NAA can be a better
partner with auction schools and find how auction schools can help NAA

recruit new members. All auction schools in attendance wished to make this
an annual event. Another “win win,” while we are “movin’ forward.”

Our State Leadership Symposium went very well this year and personally 1
feel it was the best one we've ever hosted. We also invited state association
managers (another first). Along with our state leaders, this was greatly appre-

ciated and will help guide NAA in the future.

We also have a first with our new partnership with ASAE, the American
Society of Association Executives. In mid-April, NAA member Sherry
Truhlar, BAS, and CEO Hannes Combest, CAE, participated in an event
called “Springtime.” More than 4,000 meeting planners from local,
regional, national and international associations headquartered in
Washington, D.C. attended this event. During the program, participants
were able to demonstrate their support for one of ASAE’s strategic initia-
tives. As a token of appreciation for their support, participants were given
play money that could be used in an auction, conducted by Sherry. In
exchange for Sherry’s services, NAA was able to staff a table and talk about
how organizations can be more successtul by hiring a benefit Auctioneer.
Thank you, Sherry, for your contributions. There will be more work
conducted this summer with ASAE — again, members will benefit because
this will result in increased business.

As you know, when [ became president I told you we were going to
“Strategize, Organize and Prioritize.” That became increasingly important
as we found ourselves in a difficult financial situation. However, because the
board and staff were able to do this, NAA, for the first time in more than
eight years, ended the year with a surplus ot $246,097 for the seven-month
year. The surplus was managed by a combination of cutting unprofitable
programs, staff reductions, benefit reductions, fixed overhead reductions
and careful management of association assets. We still have a negative net
asset position, which we hope to erase during the 2009 fiscal year. The
complete audit and financial information for NAA's 2008 year is on the
NAA homepage (another first for the organization).

We didn’t plan to have all of these “firsts” this year, but we were committed
to “Movin’ Forward.” By doing so, the organization is stronger and headed
in a good direction. We've got a lot of work to do but we do it because we
know that you — we — will ultimately benefit. We are working to make sure
that auctions are the preferred method of sale in all segments of the
economy — that’s our vision. And we continue “Movin" Forward.”

Enjoy each day,

Great Merchandise
Large Profits. ..

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

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

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

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

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

Call Today to Order or Information

Prestige Prints & Collectibles
229 W. Crogan Street
Lawrenceville, Georgia 30045
1-866-694-9228
678-387-1946
larry@prestigeprints.com
for Complete Catalog/Pricing

Going once, Going twice...SOLD!

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

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

Visit our website below or call us at 574-214-7534, to get your
hands on this easy-to-use CD-ROM.

® Bachman
orms Auction Forms

uction 108 West Michigan Street
achman LaGrange, Indiana 46761

Doun't Wait Until the Hammer Falls 574-214-7534
www.BachmanAuctionForms.com

Don’t Wait Until the Hammer Falls

WWW.AUCTIONEERS.ORG
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Have you heard what members are saying?

1o you want to sav

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

NAA’ discounted health insurance

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

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

Discounted Errors and Omission insurance

“I had been paying $1,275 in annual premiums for E&O insurance. When NAA began offering discounted E&XO
insurance as a benefit, | signed up and am now paying only $225 in annual premiums. That represents $1,050 in
savings, or 3 Y2 years in annual dues, saved each year!”

Harry E. Mullis, CES
Reidsville, North Carolina

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

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

NAA's new E & O Insurance Program is the first of its kind that will cover your business for general
auctioneering, appraisals and real estate. This new program is not only unique in its coverage and offering,

but also in the extremely attractive pricing. For details go to www.auctioneers.org, click on the link -
“Association and Membership” (on left side of the screen), then read “Business Building Benefits”™ in the box ~
on the left side of the next page. j T ..

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

Listed by Event

MAY

Real Estate Summit
Atlanta, GA ..., May 18-19

JULY

Accredited Auctioneer Real Estate
Pverland Park. Kb osmnanmsamnnes July 8-13
Graduate Personal Property Appraiser

(VENANG PaTK, KO s July 9-13

Auction Technology Specialist

Overland Park, KS................ccoooieine. July 10-13

Benefit Auctioneer Specialist

Overland Park, KS...........ccooviiiiinnnnnen, July 11-13

Certified Estate Specialist

venand Park, K8...snmnmuwmomons July 11-13

Appraiser as Expert Witness in the Courts

OVerant Park; KS susnsummsivessumemsssr July 13

AUGUST

Certified Estate Specialist

Portland, OR ..........coooiiiii August 17-19

Accredited Auctioneer Real Estate

e i b T o | ——— August 23-28

Graduate Personal Property Appraiser

o0 =i (o T o R —— August 24-28

Appraiser as Expert Witness in the Courts

Portland, OR ... August 28

SEPTEMBER

Auction Technology Specialist

10 g1}, VAP —— September 21-23
OCTOBER

Benefit Auctioneer Specialist

Atlanta, GA........coooii, October 19-21

15-hour USPAP

Stateline, NV ......oovoiiiiiiiie, October 20-21

NOVEMBER

Auction Technology Specialist

SouthBend, IN.........ccovieninnannnn. November 3-5

DECEMBER

Accredited Auctioneer Real Estate

Las Vegas, NV ..., December 6-11
Graduate Personal Property Appraiser

Las Vegas, NV .......cooevervneenennnn, December 7-11
Appraiser as Expert Witness in the Courts
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CAI 2009

Great education, networking and
$10,000 raised for a worthy cause

By Jack Christy, CAIL BAS, CES, MPPA

Every year the Certified Auctioneers
Institute Committee strives to make the
CAI week of education in March an
outstanding event for those who attend.
This year was no exception. Nearly 200
Auctioneers attended the opening brunch
on Sunday as all three classes, the CAI
committee, instructors, the NAA board of
directors, Education Institute Trustees,

past CAIl graduates and other guests
helped kicked off the week.

A highlight of the Sunday brunch is the

announcement of the Rose Award for the

outstanding Auction Summary from Class
[II. This years winner was Tim Kruse,
CAI, BAS, of Auburn, IN. The winner of
the Pat Massart Award for the outstanding
proposal from Class II went to Braden

MAY 2009 AUCTIONEER

McCurdy from Wichita, KS. Another
award presented was the Outstanding
Faculty Award to J. Chris Pracht, CAlI,
AARE, CES from Anderson, SC.

Sunday afternoon kicked off the classes,
and throughout the week students were
instructed by some of the finest from the
auction profession, as well as college
instructors from Indiana University and
other colleges.

Not all of the time is spent hitting the
books. Sunday evening was spent at
“Casino Night” where Class I won the
prize for the largest amount of winnings.
Of course, the money was not real, but the
thrill of watching the cards fall and wheels
spin provided a great evening of
camaraderie and fun.

Monday evening was another get-together

for all three classes as roundtable discus-
sions were held to discuss how to weather
the current bad economy.

Wednesday night was a highlight of the
week as Class II held a Fun Auction. This
year a special Fund-A-Need was held to
provide money for the family of the late
Auctioneer Michael Vinecki of Gaylord,
MI, who died at 40 and left a wife and four
children. The Fund-A-Need and buyer’s
premium from the auction raised over
$10,000 for the family. It was Auctioneers
helping Auctioneers.

On Friday, at the culminating meeting for

all three classes, Peter Gehres, CAI, CES,
of Hillard, OH., Class III was presented
the Pat Massart Scholarship  for
outstanding leadership during his three
years at CAl. The award was especially
important this year as it was the first CAI
in many years that matriarch Pat Massart
was not with us. She died of cancer
recently. We all miss her, but remember all
the wonderful times we had with Pat.

Every day after classes, the CAI committee
gets together to review classes from that
day as well as discuss comments from
students, with a goal to make the next CAI
even better. The classes this year had many
positive suggestions and many of those will
be incorporated next year. I want to thank
committee members Marc Geyer, CAl,
AARE, BAS, CES, who will be serving as
the next CAI chair, Traci Ayers-Dower,
CAIL, AARE; Christie King, CAI, AARE,
BAS; David Hudgins, CAI, AARE; Terri
Walker, CAI, BAS, CES; and Steve Hunt,
CAI, AARE, GPPA, for all their hard work

and efforts. You would be amazed at how

many hours there folks provide to help
CAL

Next year’s CAI will be held March 21-26.
[f you have never been to CAl, then this
needs to be your year. Start planning now!

WWW.AUCTIONEERS.ORG




Braden McCurdy, right, gets
P. Massart award, class |i
Adviser David Hudgins, CAl,
AARE.

Pl B

Tim Kruse, CAl, BAS, receved Rose Award from Christie King, CAl, AARE, BAS,
Class Il advisor.

Chris Pracht, CAl, AARE, CES, received the distinquished faculty award. Dennis Kruse, CAl, and Doyne Leonard, CAl, AARE, two members of the charter class.

Jack Christy, CAl, BAS, CES, MPPA; gets Delta Award, Mark Geyer, CAl, AARE, BAS, CES, Barbara Bonnette, CAl, AARE, GPPA; David Hudgins, CAl, AARE; Tirhani Mabunda,
chair 2010. AARE.

Class Il marketing
presentation discussions.

WWW.AUCTIONEERS.ORG MAY 2009 AUCTIONEER 15
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Dan McQuiston teaches class 1 Casino Night was fun at CAl 2009

Joseph Mast, CAl, AARE; Joff Van Reenen, Jason Miller and David A. Kaufman at Fun Auction

4

Sunday brunch in an auditorium

Class Il in their
CAl presentations

Class 1 listens to a
presentation
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2009
CAl

Class 11

Class 111
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Blogging from

NAA’s chief executive officer
describes her first visit to CAI

The following are excepts from the blog
written by Hannes Combest, CAE, NAA's
Chief Executive Ofticer, during the week-
long CAI program held in March in
Bloomington, IN. Combest continues her
on an infrequent basis at

blog
http://hannescombest.blogspot.com.

MARCH 20, 2009

“CAI -- ever since [ started working at
NAA, I heard about CAI "It's so great. It's
a time to bond. [ really became a better
Auctioneer attending CAL" Yeah, yeah,
yeah. So Harlan (Rimmerman, Director of
Education) and Lois (Zelinski, Education
Coordinator) have put me to work -- I'm
serving as staft support for Class 1.

MARCH 21, 2009

CAI is the Certified Auctioneer Institute.
[t is a class that 1s held one week for three
years at Indiana University. As many of
you know -- [ question everything. So ['m
here to learn! Is it really as good as they say
1t 1s? starts
tomorrow. One of the things I hear is that

The official curriculum

CAI is about the people you meet -- the
people who will be your new friends and
the people who will be your business
colleagues for years to come.

MARCH 22, 2009

Okay, so I'm finally beginning to get it
This morning I went down to the
Mezzanine level and I saw dozens and

dozens and
dozens and...

(you get the
point) of

Jack Christy, CAl,
BAS, CES, GPPA,
right, and his
mother, left, visit
with Mark
Beacom

Auctioneers, milling about,
talking,  laughing and
hugging! How cool! T got
caught up in it! [ wanted to
find all of the Green Tags
(the Year I students) I could
and introduce myselt and
say hey! 1 found a whole
bunch of ladies who are in Class I this year
and Traci (Ayers Dower, Class [ Advisor)
found some as well! I also had saw lots of
reconnecting that was going on -- in fact
Dennis Kruse reconnected with one of his
classmates from the Charter Class of CAI -

- Dennis tells me he has been a member of

NAA since 1964. ['m impressed!

MARCH 23, 2009

David Hart, CAI, AARE (Year [ instructor
for Ethics) can keep the attention if he
talks about paint drying! That's what one
person told me. Interesting that we think
about ethics and paint drying in the same
sentence! I did enjoy David's presentation
-- I learned a lot (which is good because I
deal with grievances a LOT!). In the
meantime, | loved one quote I picked up
from David this morning: There is never a
wrong time to do the right thing.

MARCH 24, 2009

“We cannot build what we want to build.
We cannot produce what we want to
produce. We cannot do what we want to
do. We need to do what our customers
want!” —That is just a nugget from
listening to teacher Dan McQuiston on a
dreary Tuesday morning in Bloomington.
Dan is teaching marketing and he just used
the example of Coke and New Coke. New
Coke was a bust because they didn't ask
their consumer -- wow! I'm learning so
much...The best part about being here are
the people. I'm learning so much from our
classmates... We have great stories here too.
And different perspectives. I had one

student come up yesterday after our first

Ladies group, from left: Jennifer Sexton, Amanda McCarter, Cindy
Soltis-Stroud, Kim Ward, Susan Rogers-Holder, Deidre Rogers, Ruthie
Taylor, Traci Ayers-Dower, CAl, AARE.

speaker's presentation. Our speaker made a
statement about doing benefit auctions for
this a benefit
Auctioneer and told me he was going to

free -- student was
start selling real estate for free! He won't
but his point hit home with me in a way

that none other had! By golly, I think I'm
finally tiguring this out.

MARCH 26, 2009

We started yesterday with an hour-long
drive to Christy's of Indiana. Jack
specializes in personal property -- he and
his team clean out four houses a week
(whether they be estates or divorces or
relocation, etc.) and brings the goods to his
auction house where he holds a weekly
sale. It is quite an operation -- one where
he brings in the whole family...We drove
back with box lunches in hand and
listened to Jere Day yesterday afternoon
talking about auction proposals.

Last night was the Fun Auction. Class II
did a wonderful job of putting this

together and they raised more than

$26,000 ($8,000 with the Fund-A-Need -
- Michael Venicki's family will be the

recipient). This group reminds me of golf
course superintendents -- they take care of
each other...] have been blessed to work
for two organizations whose members
really care. This warms my heart more
than you can know. So we are at our last
full day of CAI This morning we are
talking accounting and this afternoon we

Aaron Traffas

technology. It's been a good week -- one

have about

talking

where ['ve learned a lot.

WWW.AUCTIONEERS.ORG



The Auction Industry
Software Authorlty

Online or in person...

On the road or at home...

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

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

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

CUS puts it all together for the professional auctioneer!

o

B
aiEsa s 1

BEA

.....

B Our clients speak louder than words

6 CUS busmess systems WWW.(US.com

1580 Sawgrass Corporate Parkway e Suite 130 * Sunrise, FL 33323 ¢ 954-680-6545 ¢ info@cus.com
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Legal Questions

Can buyer cancel due to homeowners

0| Kurt R. Bachman is an attorney and licensed Auctioneer
{  from LaGrange, IN. He can be reached at 260-463-4949

or krbachman@beersmallers.com.

Kurt R. Bachman and Beers Mallers Backs ¢ Salin, LLP

appreciate the opportunity to review and answer legal
questions that will be of interest to Auctioneers. The
answers to these questions are designed to provide infor-
mation of general interest to the public and are not
intended to offer legal advice about specific situations or problems. Kurt R

Bachman and Beers Mallers Backs ¢ Salin, LLP do not intend to create an

attorney-client relationship by offering this information, and anyones review of
the information shall not be deemed to create such a relationship. You should
consult a lawyer if you have a legal matter requiring attention. Kurt R.

Bachman and Beers Mallers Backs & Salin, LLP also advise that any infor-

mation you send to Auctioneer shall not be deemed secure or confidential.

Please visit one of our offices to ensure complete confidentiality

Kurt R. Bachman

We recently sold a home in a subdivision  loophole to get out of the binding
at public auction. We disclosed the auction contract.
salient facts about the homeowner’s

What is your opinion about recourse

association dues and had the documents . . . ° . | :
in this situation? Is this a huge loophole

available for review prior to the auction.

The high bidder signed the auction
contract and tendered his $25,000
deposit. Two days after the auction we

that exists every time we
conduct an auction for a
home in a subdivision?

Linda J. Staples, AARE,
CAl GRI
Richmond, VA

received notification via fax and email
that he was wanting to cancel the

contract and get his deposit back based

on information contained in the ANSWER: Unless a real estate transaction

homeown;le-r asspelaion documents. He ;01 . fraud, misrepresentation, or
was unwilling to articulate the problem
he had with the documents and I am

certain he was actually experiencing

mutual mistake, the purchase agreement
(“contract”) is not generally subject to

rescission. Federal law does not generally

buyer’s remorse and using the legislated recognize a three (3) day right to rescind a

three-day document review period as a

association info?

contract to purchase real estate. There
may be some confusion between the laws
that govern the refinancing of a borrower’s
primary residence and the purchase of a

primary residence. Under the Truth in
Lending Act, lending institutions are
required to make certain disclosures to
borrowers when they are refinancing their
primary residence. After the disclosures

have been made to borrowers, lending
institutions are required to wait three (3)
days before funding the loan so the
borrowers can review the terms of the
mortgage loan. During the three (3) day

rescission period, borrowers have the right

to notify the lender that they are canceling
the loan. However, the three (3) day
rescission period applies only to borrowers
refinancing their primary residence and
does not apply to a contract (or mortgages)
for the initial purchase of real estate.

While federal law does not recognize a
three (3) day right to rescind a contract, a
contract between a buyer and seller could
incorporate conditions which may permit
the parties to terminate or rescind it.
Rescission is a remedy that is available if
the parties cannot perform because of a
failure of a condition or a mutual mistake.
Contract law allows parties to include
special provisions in an agreement to
protect their interests. For example, a
buyer may expressly provide in a contract
that the sale is subject to his or her ability
to obtain financing and a satisfactory
home inspection, flood plain certification,
survey, and title insurance. If an express

MAY 2009 AUCTIONEER
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condition cannot be satisfied, then the contract may be terminated or
rescinded as provided in the contract. The purpose of rescission is to
terminate the contract and restore the status quo. For example, if a buyer
enters a contract and makes a deposit of $1,000 for the purchase of a home,
but the survey reveals an incurable defect (where an acceptable survey is a
condition of the sale), then the buyer would be able to terminate the contract
and recover the earnest money. The remedy seeks to place the parties in the
same position they were in prior to entering the contract—the seller has the
property and the buyer receives his or her earnest money payment.

In addition, state law may permit rescission of a contract for a different
reason. In the present question, it appears that Virginia law permits a buyer
to rescind a contract during a legislated three (3) day document review
period.  Generally, covenant restrictions and information about
homeowners™ associations are on file in the local Recorder’s office. Since
these documents are public records, available for inspection by potential
buyers, they ordinarily would not be a valid basis for terminating or
rescinding a contract. The Commonwealth of Virginia may have established
a three (3) day document inspection period for real estate contracts due to
specific reasons or policies in Virginia. Auctioneers in the Commonwealth
of Virginia may want to research this provision to determine whether the
document review period applies to auctions or can be waived by a buyer (or
otherwise limited). The general rule recognized in most states, however, is
that purchase agreements cannot be terminated or rescinded, unless there has
been a failure of a condition stated in the contract or another legal basis (e.g.
fraud, misrepresentation, or mutual mistake). When a buyer cites a general
problem as the basis to cancel or rescind a contract, an Auctioneer should
request a detailed written description of the problem and consult with an

attorney licensed in the state in which the property is located.

WHAT IN THE UCC GUIDES REAL ESTATE AUCTIONS?

There are four paragraphs in the Uniform Commercial Code -- Article 2,
Part 3, 328 (2-328) -- that outline the general obligations
and construction of contracts that guide Auctioneers, but
these do not appear to apply to real property. So, what
guides the Auctioneer in selling real property?

Richard Berman
Nashua, NH

ANSWER: Unlike the sale of goods, which is governed by Article 2 of the
Uniform Commercial Code (“UCC”), the sale of real estate is not governed
by a single or uniform body of laws. Because real estate is not portable or
moveable, real estate remains under the jurisdiction of the state in which it
is located. Consequently, there has not been a successful effort to unify the
laws of all the states regarding the sale of real estate. Real estate law is unique
to each state. In addition, each state has its own set of laws governing the
Auctioneer profession.  Although certain federal laws (i.e., Real Estate
Settlement Procedures Act, Truth in Lending Act, etc.) apply to real estate
transactions, state law will primarily govern the sale of real property.

[n contrast, the portable nature of goods required the states to adopt Article
2 of the UCC. Prior to the adoption of the UCC, each state had its own
laws governing the sale of goods. This became problematic during the
middle of the 20th century as mass production, transportation and

WWW.AUCTIONEERS.ORG

nationwide commerce involved goods from several states. The competing
states laws slowed interstate commerce, created confusion, and often
resulted in litigation. Today, each state, except for Louisiana, has adopted a

version of Article 2 of the UCC.

Similar to the UCC, the National Auctioneers Association and National
Auctioneer License Law Officials Association endorsed the Uniform Auction
and Auctioneer Licensing Act (“UAALA”) in an effort to provide a more
uniform set of laws for the auction profession across the country. UAALA
applies to Auctioneers generally, including those who sell real estate. Beyond
providing that Auctioneers can call real estate auctions, UAALA does not

address the sale of real estate. The Uniform Land Transfer Act of 1975
(“ULTA”) relates to the sale of real estate. Section 2-328 of the UCC and
Section 2-207 of ULTA both relate to sale by auction and mirror each other.
Although UAALA and ULTA have not been widely adopted, they may be

helptul for courts and legislators to consider.

The UCC is comprised of 11 different Articles. These articles address the

following topics: Article 1 — General Provisions; Article 2 — Sales; Article 2A
— Leases; Article 3 — Negotiable Instruments; Article 4 — Bank Deposits;
Article 4A — Fund Transfers; Article 5 — Letters of Credit; Article 6 — Bulk
Sales; Article 7 — Warehouse Receipts, Bills of Lading and Other Documents
of Title; Article 8 — Investment Securities; and Article 9- Secured
Transactions. The UCC generally does not apply to the sale of real property.

(But, there are some provisions in Article 9 relating to fixtures and security
interests.) The specific section of the UCC referred to in this question is in
Article 2, which is titled “Sales.” The four (4) paragraphs referenced in 2-
328 specifically mention the term goods. The term “goods” is a defined term
that generally includes personal property, at least for the purposes of this
column. Although the provisions of 2-328 UCC is not controlling in real
property sales, some courts have applied its provisions to the sale of real
estate by analogy.

The compilation of several fields of state law represents the body of laws that
guides real estate sales. First, Auctioneers are generally licensed by a state
agency. This means that licensed Auctioneers have satistied the educational
and ethical requirements required by the state licensing body. Second, state
law concerning contracts (formation, requirements, interpretation) plays a
role in the sale of real estate. From the acceptance of the auction contract to
the bidder registration agreement and the purchase agreement, contract law
determines the authority of the Auctioneer and his or her responsibilities.

—

['hird, real estate law applies to the actual conveyance of the real estate from

the buyer to the seller. Issues relating to deeds, liens, title insurance,
recording, disclosures and real estate taxes fall within the broad category of
real estate law. The combination of a state’s licensing laws, contract law and
real estate law are the laws that generally guide Auctioneers selling real
property. Because each state has its own unique laws governing these issues,

there is not a central body of laws that guides Auctioneers selling real estate.

Although real estate law does not have a counterpart to the UCC,
Auctioneers can become familiar with the various laws in their respective
states that affect the sale of real estate. Because of the important role real
estate has in each state, it is highly unlikely that a uniform set of laws will be
adopted to govern the sale of real estate. But, advances in technology may
have a larger influence on real estate law than can be presently foreseen. The
UCC is not controlling law in real estate transactions, but it is an important
reference to judges confronted with real estate issues.

_ legal questions
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Effective 1deas

Creative advertising helps Auctioneer get attention

Auctioneer Brent Voorheis, CAI, CES, of

Harrisburg, MO conducts auctions of real
estate, antiques, and estates. But one of his

“VOTE” RON EVANS
FOR NAA VP 2009

IN OVERLAND PARK

hobbies is working in Adobe Indesign and
Photoshop to come up with eye-catching
promotional adseces for his business.

The “Wolt in Sheeps Clothing” adver-

tisement on this page recently won the Best

Auctioneer W. Ronald Evans

ENDORSED BY
THE AUCTIONEERS ASSOCIATION THE MARYLAND
THE FELLOWSHIP OF CHRISTIAN AUCTIONEERS ASSOCIATION
FRIENDS AND FAMILIES OF NAA

“Committed, Dedicated, Experienced, and Qualified”
RON EVANS, CAIl, AARE, BAS, CES

Life Member of the NAA Since 1981
NAA Director 1987-1991; 2004-2007
Member of the Finance Committee 2006-2007
NAA Foundation Contributor
CAl - Liaison in Washington, D.C. 1987 to Present
Member of the Maryland Auctioneers Association
NAA Representative before the U.S. Congress
Past Chair of NAA Real Estate Council
Past Vice Chair NAA Government Relations &
Public Affairs Committee
Past Chair the NAA Government Relations
Public Affairs Committee 2005-2006

*k*kk

United States
Presidential Appointee

To Government Services
Administration (GSA)

GSA-Small Business Advisory
Committee Member—
2003 to Present

Will continue the fight to keep
the Auction Method of Marketmg
Working for All Members..

| am asking for your vote, on July 16th 2009!
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Alictio®
Promotional

Ad in the
2 0 0 9
Auction
Marketing
Contest of
the Missouri
Professional
Auctioneers
Association.

How did Voorheis come up with
this idea? “Living on a farm in the
country, we have all heard about a
wolf in sheep's clothing,” he said.
“My grandfather used to talk
about that. Country people have
country sayings and when you
hear them as a child you think
the saying doesn't make any
sense, but now I'm repeating
those sayings to my kids and

grandkids.”

Voorheis  says  someone
emailed the photo to him and
then he worked in Adobe
Photoshop to design the
promotional ad. ~ He  has

not published or distributed

the ad yert,

There‘ s on_jl one auctwn*method ”0

'-'ju

Be ware o f Imzta to rsigs

¥ o " 5‘-\_.,‘1 % 3 *u,'
Brent 73 37¢593 Cell 573 393 3939
RIESST3: s7¢s9s7573 28975987

810877 North Route J, Hdl‘n\hurg 'rIU 63256-9730

"".ﬂl-t ‘i‘?? 449 6160 ='E mull hl‘t nt@ voorhei isauction.c 4:?1
_{"-?;.t:._‘__._*. A : ey 4 g 3
A

but said “I plan to have postcards printed. [ also have

it available at auctions to be picked up by auction goers.”

Voorhelis t
relate to tl

they had t

hinks is an effective piece because “Most everyone can
he ‘wolf in sheep's clothing’ and can remember when

he wool pulled over their eyes,. he said.

Also pictured here is Voorheis' business card with images that play

on the theme of rolling property into cash.

Do ou

Call the Asse Con version S e

emrwi s

) Property Rolled into C
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World Wide College of Auctioneering’s class of Feb. 2009 was a diverse group from around the nation. The school in Mason City, IA was founded in 1933
by the legendary Auctioneer Col. Joe Reisch. Over 35,000 successful Auctioneer training school graduates have been through the school and sometimes
referred to it as Mason City Auction School.

* Member Wyommg Auctmneers Assoc, - o e
. .‘retm"w)’ommg Auctioneers Assoc |

“I am asking
for your Support :

LEARN AUCTIONEERING FROM
CHAMPION AUCTIONEERS

Texas, .
S _ 5 uction
. ihh Academy
v m :; - A : - . ‘-""' |
Llfﬁ Member NAA e e o el b e At the Texas Auction Academy, you get the benetits of learning

trom champion Auctioneers as well as leading experts in the

Auction Industry.

B
NNNNN

S Texas
- Past Champ:onAuctloﬁeer WyommgAuctmneérsAssoc . AMERICAS AUCTION AUCtlon

. Past IAC Judge

ACADEMY Academy

- oﬁowner Untted Country ‘Musser Bros lnc . : i .' In Association with United Country” Auction Services
. A Real Estate &Auctlon Company Sl e P.O. BOx 803503 m DALLAS, TEXAS m 75380-3503 m p. 972-387-4200
108 Profesmonal Auctloneer since |972 it o i Bl ey o info@texasauctionacademy.com

° L!CenSEd Real EstateAgent since 1974 e WWW. TEXASAUCTIONACADEMY.COM

www mbau Ctlon ,Com Py Texas Workforce Commission Approved

WWW.AUCTIONEERS.ORG

MAY 2009 AUCTIONEER

23



24

MAY 2009 AUCTIONEER

All hail the auction clerk!

Clerks face at least three major challenges

Steve Proffitt is
general counsel of |. I
King Auction
Company, Inc.
(www.jpking.com).
He is also an
Auctioneer and
instructor at
Mendenhall School of
Auctioneering in
High Point, NC and
Reppert School of
Auctioneering in
Auburn, IN. He welcomes questions from
readers about auctions and auctioneering.
Readers’ communications may be edited and
revised. M. Proffitt will answer selected
questions, but cannot provide /Dersmdf answers.
His answers do not represent legal advice or the

By Steve Proffitt

formation of an attorney-client relationship and

readers should seek advice from their own
attorneys on all matters. Please submit questions
to sproffitt@jpking.com or clo J. I King Auction
Company, Inc. 108 Fountain Avenue, Gadsden,
Al 35901.

Essential to the success of every auction,
but almost invisible and rarely recognized,
is the Auctioneer’s right-hand person: the
clerk. Auctioneers receive accolades and
sometimes win trophies, but none of them
will succeed in business without a

competent and dependable clerk. The

The Auctioneer may be the center
of attention, but the clerk is at the

question is “Do they fully appreciate all the
clerk does?” Let’s consider that role.

The clerk performs an essential function in
an auction. It’s the clerk who records the
identification of the highest bidder for
each lot the Auctioneer sells, plus the
amount of the winning bid. The
documentation created forms the written
record of the auction and 1s the foundation
for every sale transaction. This means the
clerk fills in the variables for each contract
for sale an Auctioneer makes with a bidder
and on behalf of a seller. Accurately
recording this information is a challenge
and a clerk must be smart, a great listener,
good with numbers, precise, and possessed
with unwavering concentration to do it.

“Sold to bidder 17 for $100!” So what’s so

hard about recording a bidder number and
sale price on a sheet or into a computer?
Nothing if you have just this one entry to
make and all the time you need to make it;
but that’s far from a clerk’s situation in a
fast-moving, multi-lot auction. Instead, a
clerk faces three major challenges during
an auction. Let’s examine them.

center of the auction.

ACCURACY

The clerk’s first challenge is accuracy.
Everything the clerk does involves
numbers — many numbers! The clerk has
to know the number of the lot being
offered, listen to the bids the Auctioneer
cries, recognize the number of the highest
bidder, and catch the amount of that bid.
Then the clerk must correctly record it all.

“Sold to bidder 29 for $200. Bidder 29 ...
$200.” Thoughttul Auctioneers help their
clerks by calling the number of the
winning bidder and amount of the high
bid twice. This repetition can really assist
the clerk, especially considering the
rapidity with which the numbers come. An
Auctioneer who sells one lot a minute
would generate 60 transactions an hour for
the clerk to handle, each requiring the
clerk to record the lot number (or
description of the item), highest bidders
and

Auctioneers sell at twice that speed and the

number, sale amount.  Some
clerk must work accordingly. In the typical
personal property auction, a clerk is
probably recording 60 to 90 transactions
an hour. Selling at that rate for six hours

means the clerk would handle 360 to 540

sales.

Have you ever transposed a number? It’s
easy to do and especially when working
rapidly. Imagine the hundreds of chances
that a clerk has to make a transposition
error during an auction. It would be
simple to mistakenly reverse “buyer 25 for

$75” to “buyer 75 for $25,” or reverse

WWW.AUCTIONEERS.ORG



buyer “27” to be “72.” No one is perfect and
mistakes happen, but clerks can't afford to make
them — and Auctioneers can'’t afford to have clerks

who make many.

FOCUS

The clerk’s second challenge is focus. An
Auctioneer’s mind works in single focus and the
clerk’s must, too. The Auctioneer knows what
bidder and amount are involved with the current
lot. The clerk must know the same. When the
Auctioneer closes the sale and dumps this infor-
mation from her brain, she has no written record
to fall back on for that transaction. Most
Auctioneers couldn’t tell you the buyer and
amount if you go back past the previous lot, and
some couldn’t recall the last lot. This is why the
clerk must stay focused throughout and make a

careful, written record of every sale.

Auctioneers hate to have anyone ask the clerk a
question during an auction and rightly so. The
clerk can’t afford to lose focus to listen to and
answer a bidder’s question. Thats not the clerk’s
job. Nevertheless, they are often interrupted. The
best clerks take it in stride and never lose focus on
the Auctioneer.

STAMINA

The third challenge for the clerk is stamina.
Auctions typically run long, with many going six
hours or more. A clerk must have the physical
strength and mental toughness to operate in this
rapid-fire environment for an extended period.
While the Auctioneer calls the bids, the clerk sits
quietly to the side, like a dutiful sentry, precisely
recording the information for each sale. Its a
tough job that requires extraordinary people to do
it well. Any Auctioneer who wants to better

understand the unique abilities that a good clerk

must possess should clerk an auction for a fellow
Auctioneer. Just sitting quietly during an auction
would drive most Auctioneers batty, but no one
has to do much of this work to realize the heavy
burden that comes with it.

CONCLUSION

The Auctioneer may be the center of attention,
but the clerk is at the center of the auction. To
appreciate a clerk’s value, imagine a cashier at the
close of a 500-lot auction with a checkout line a
block long asking an Auctioneer to recall to
whom each lot was sold and for how much. That
information can only be found in the clerks
carefully-prepared, written record. A good clerk is
an indispensable asset to an Auctioneer. If you
haven't expressed your gratitude recently to your
There’s no time

clerk, like the old saying goes ..."
like the present.”

' ﬁIntroducmg our newest Auctloneer g
Insurance Pollcy, startmg at $575 il

| Includes e
- $2,000, 000 habﬂlty h;rmt
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' Extension 136, Amy or asmith@ermunro.com
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A virtual museum
NAA/NAF taking steps toward a virtual museum of

historical auction artitacts to view anytime via computer

[magine being able
to view and read
about  anything
and  everything

known historically

the auction

industry anytime

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

you wanted and at
no cost. Wouldn't
it be exciting if this
free historical information could be
retrieved instantly and from the comfort of

your home or office?

How about the ability to find images and
information pertaining to your great
grandfather, an Auctioneer? Would refer-
encing historical information on successtul
real estate auctions in your area allow you
to book more real estate auctions? Where
and how did the buyers premium
originate! Benefit/fundraising auctions in

the 1800s? When and why did the “Free

Lunch” end at farm auctions?

The National Auctioneers Association
(NAA) Virtual Museum project being
funded by the National Auctioneers
Foundation (NAF) through donations from
NAA/NAF members from the Capital
Campaign will be a great resource and the
answer to the questions posed and many
more queries that will come over time.

The goal of having a virtual museum is to

about all facets of

Book cover “Going, Going, Gone!”

make available, online, a searchable
database of all known auction related
historical artifacts and documents with
images and descriptions that can be
accessed worldwide, 24/7. Once the design
is completed and the software platform is
put into place, all those having contribu-
tions will be able to start entering their

data and images.

One of the assumptions that was made
leading up to the virtual museum concept
was Major owners of Auction related
artifacts do not want to physically part

Please support the virtual museum

project. If we do not save our history
and present it for the world to see,
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no one else will.
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Horse auction poster “Old Glory”

with them. However, they would be
willing to donate the use of descriptions
and images of their artifacts to the
National Auctioneers Foundation to be
available on the virtual museum to be

shared by all.”

The major owners of auction-related

historical memorabilia include state
Auctioneer associations, auction schools,
the National Auctioneer’s Museum, major
auction firms and Auctioneers as well as
other museums, individuals, collector
clubs and more. One of the components of
the design of the virtual museum will be
the ability for all stakeholder/contributors
to enter their own artifacts into the
database easily, securely and on their own
timetables. Therefore, it is being designed
to be user friendly for both the donors and

those searching for data and images.

There will be "tields" for each item that

will be entered to the database to allow for
the best possible "drill down" sorts. Users

WWW.AUCTIONEERS.ORG




will be able to find items
in a broad category as well
as narrow their search to a
very specific single item.

The

collect all the necessary

donor form will

information to allow for
efficient sorting. Each
artifact being added to the
database by the "donor”
shall have a “unique
identifying

which would be automat-

number”

ically assigned by the
software. The entry of

information would

encompass filling in all
pertinent data “fields,”

New Yorker cover of loading auction purchases.

such as the artifact date,

equipment, estates, farms,
fish, furs, fruit, glassware,
grass, household, horses,
land, livestock, machinery,
pigs, produce, real estate,
shells, shoes, short horns,
slaves,

sponges, stamps,

street Auctions, timber,
tobacco, wagons, weapons
and so much more. It is
hoped that the auction

industry will embrace the

collecting of these historical
artifacts in support of the
virtual museum  project.
Please support the virtual
museum project. If we do
not save our history and

present it for the world to

Drawing of The Specious Orator.

category, type, origin,  see, no one else will.

country, state, province, Auctioneers name, auction company, location, N . : ,
& P " ’ piy Do you have historical items pertaining to Auctioneers of the auction method or

marketing? If so, please consider donating them to the National Auctioneers
Museum. Contact museum curator Lynn Ward for more information at
lynn@auctioneers.org, or ar (913) 541-8084 (ext. 17), fax: (913) 894-5281, or
by mail at 8880 Ballentine, Overland Park, KS 66214. Rob Doyle can be reached

ownership, donor registration - identifier and artifact detailed description.
Even the detailed description will be subject to “word sorts.”

At this juncture allow me to connect to another project that dovetails well
with the virtual museum. My wife, Sue, and I own a company named

United Country Absolute Auctions & Realty, Inc. (UCAAR). Since 1946,
the auction facility currently known as the United Country - Absolute
Auction Center 45 South Ave., Pleasant Valley, has amassed a large
collection of auction-related historical artifacts and ephemera. The
collection is being photographed and cataloged with the intent to donate
the data and images to the NAF to be part of the virtual museum project.

All the items that have been photographed and cataloged will be sold at
auction with 20 percent of the proceeds being donated to the NAF to help
fund the virtual museum. By the time you are reading this, approximately
500 artifacts will have been sold of the estimated 3,500 items in the
collection. This year, while the NAA is celebrating its 60th Anniversary,
UCAAR will conduct a series of auctions. All items are guaranteed to be
100 percent original unless noted otherwise. Each lot sold will be tagged
in gold with a label that will provide provenance. The label reads:
"Celebrate Auction History A Unique Historical Item From UCAAR

Collection AARauction.com'.

In addition, the purchaser of each lot will be recorded on a spreadsheet
accompanying the description of each lot sold. UCAAR's intention is to
supply the purchaser’s contact info to the NAF with any items that are
accepted into the virtual museum’s database. Therefore, purchasers will be
credited with ownership within the virtual museum.

at hikertwo@aol.com.

Beauthcung Written
Press Releases

Ken Hall will write your story in the
editor-friendly journalistic sty/e.
Specializing in auction houses.

Use the press to boost your business!

The first offering was primarily small easy to ship paper items: The ephemera - Trade publications

included postcards, trade cards, catalogs, letters, receipts, and more related to - Key internet sites

all aspects of Auctioneering from automobiles and books to slaves and ,

tobacco. Future offerings include advertisements, articles, books, booklets, - Local and reg onal press

blotters, broadsides, business cards, canes, catalogs, documents, engravings,
envelopes, flags, flyers, gavels, hammers, handbills, hats, letterheads,
magazines, matchbooks, novelties, paintings, photographs, postcards, posters,
prints, programs, records, rulers, tokens, trade cards and more.

These items will cover the fields of antiques, art, auction schools, automo-
biles, bankruptcy, benefits, cattle, clothing, coins, commercial liquidations,

Inquire via e-mail - xmasken@aol.com

e One flat fee, no hidden charges
e Pre-sale; post-sale; think pieces
e Guaranteed story placement

e \Write, submit, track, clip

e Three-pronged distribution

e Samples, references on request

A press release is a smart comPonent of

a well-rounded marketing strategy.

WWW.AUCTIONEERS.ORG

MAY 2009 AUCTIONEER

2K



il
gt
L5

i
s

w. kant

pa

/_M:_____:.,_..m___::
| .:..==
_“..___ ._.,“m~

-...




The eBay Alternative Is Here.

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

Live Auctions to a proven platform for Antique & Collectible

live auctions, we've got you covered.
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Marketing sites

By Steve Baska, editor

They are the hottest new websites getting lots
of attention and traffic: Facebook, Twitter,
LinkedIn and others. Theyre called “social
networking” sites because they connect
people in a networking style where you (and
they) post comments and information that
everyone in your network can read, like an
online discussion forum or bulletin board.

Sure, at first it sounds like only a social club,
like teenagers chatting with friends, but social websites are turning into
valuable places to find auction sellers and buyers, NAA members say.

Consider the example of Auctioneer Joe Phillips of Fort Gratiotr, MI. “I've
been on Facebook for six months,” said the president of the Michigan State
Auctioneers Association. “I started on there at first thinking it was a place to
find sellers, but it switched to a place to find customers, and that surprised

e me. ['ve got 25 to 30 new buyers that are consistently
~ coming to my auctions after they found me through
my Facebook business page. And the pages are free to
set up, so why not try it?”

You can set up a “personal” page on
www.Facebook.com to promote yourself, or a

“business” page to promote your business (Phillips has

both. NAA has a Facebook business page giving
details about NAA and a network of people who have

Joe Phillips

joined that page.)

30

SOCla
networ

MAY 2009 AUCTIONEER

[n fact, the Michigan association will present its first-ever seminar called
“Facebook for Auctioneers’ next month at its summer convention, where

Auctioneer Peter Gehres, CAI, CES, will discuss Facebook and other social
networking sites.

Phillips estimates that 10 percent of Auctioneers in Michigan are on social
networking sites, and no more than 20 percent nationwide. He explains
why: “There are three groups of Auctioneers: First are those resistant to new
technology and websites; second are those fearful that their identity infor-
mation may be stolen if it is posted, but there are safeguards; and third, those
who think social networks are dumb, something not useful for business,
only for socializing.”

But before we give more details and examples about the varied social
network sites, let’s hear comments by two veteran Auctioneers about social
neworking sites.

NAA President-Elect Scott Musser, CAI, BAS, sums up his view this way:

WWW.AUCTIONEERS.ORG




“You have to be willing to experiment with new marketing opportunities
today. Play with it and see for yourself. Does it bring you business? See if
there is an application for you.”

Stephen Karbelk, CAI, AARE, a commercial real estate Auctioneer from
Tulsa, OK, said “You should have some type of social network strategy. It
certainly does not need to be a full-time employee working on these sites,
but if you have decided not to be out there at all on social sites, that is a
mistake.”

FOUND ON FACEBOOK

Auctioneer Rafe Dixon, CES, of Sumter, SC, recently joined Facebook at
the suggestion of another NAA member who was his adviser in the Certified
Auctioneer Institute. Dixon has reaped several varied
business benefits from his page.

“I joined Facebook at the suggestion of Traci Ayers-
Dower, CAI, AARE, who was my CAI class advisor.
[ had always thought that Facebook was really the
kids’ domain, but when Traci asked, I went ahead and
joined (much to the horror of my high school and

college-aged kids!). A few days later, I was contacted

by a high school classmate that I had not seen in

Rafe Dixon, CES

many years. He set up a Facebook page for our school
class. It sort of snowballed from there, and other friends
and acquaintances are now “Facebook Friends”.

In the four months since I joined, I have received one direct auction
inquiry from an old contact, with Facebook being used as the initial method
of contact, which really caught me oft guard. I went for the initial meeting
the next day; it turned out to be really too small for an onsite auction, but
you never know that until you follow up on that initial call. The really neat
part about that call was it turned out that one of the tamily members that I
met on this call is the Probate Court Judge in that county, so [ really had a
great opportunity to make a key contact and have a great discussion about
estate auctions in a very different context than [ normally would have.”

Dixon added “I've also reconnected with classmates that I havent seen in
10, 20, or more years, that did not know what I did for a living, but through
Facebook they know now! Our parents are all in their 70s and 80s now, and
my generation is really thinking about their parents’ situations and estates.

e got 25 to 30 new
buyers that are consistently
coming to my auctions after

they found me through my

Facebook business page,”

said Auctioneer Joe Phillips.

WWW.AUCTIONEERS.ORG

These classmates, that are scattered all over the country, now know a CES
Auctioneer back home. I've had several conversations with several of them,
and I think they will lead to some nice estate auctions in the future.

Facebook has become a fun way to network for me, and a way to let friends
and associates, that otherwise I'd probably not have contact with, know
what 'm doing. So far, it's been a way to keep my name and my work in
front of a big audience of future prospects. Simply putting a posting of
“Wow, we had a great auction today!” or “Busy, Busy....2 auctions to work
this coming weekend!” has drawn comments and questions. It’s a great way
to get the opportunity to tell the auction story to someone that really wants
to hear it!”

MYSPACE AND THE OLDER SET

MySpace is the same concept as Facebook, a place to create your own
webpage of profiles and postings by friends. But, some Auctioneers (and
especially many young people) say Facebook has surpassed MySpace.com as
a popular and useful social networking site. User numbers bear that out
with 175 million people on Facebook and 130 million on MySpace.

Phillips said “I don't see the privacy or protections on MySpace that there
are available on Facebook. Facebook just seems more secure to me.”

But many stll post on MySpace. Actor Kirk Douglas, 92, was recently
featured on the cover of USA TODAY newspaper in a story about older
people using social sites. Douglas said he updates his MySpace page weekly.

The USA TODAY story also noted how adult use of social network sites is
booming. About 33 percent of adult Internet users have a profile now on a
social neworking site, up from 8 percent in 2005, according to a Pew
[nternet study. Facebook is seeing the most growth in among users 30 years
and older. MySpace reports a surge among users 55 and over with the
average user spending 204 minutes per month on the site, reported the
newspaper.

LINKEDIN GAVE HER AN AUCTION
Auctioneer Deb Weidenhamer, CAI, of Phoenix, AZ booked an auction

directly from her connections made on www.linkedin.com.

“I did get a referral through LinkedIn that resulted in an auction. Its also a
good place to get leads on people to hire for your auction firm,” she said.

LinkedIn is simlar to Facebook in that you post a profile of your personal
information and then email “invitations” or “introductions” to other people
to come join your network.

Ryan George, a marketing consultant to Auctioneers, said of LinkedIn:
“LinkedIn.com is great for obtaining great recommendations and positive
reviews of your work. The way the site operates, it encourages those quotes
that you can use in other company promotions. But because the content
doesn't change as often as Facebook (let alone, Twitter), people spend a lot
less time over there. It's more of a business card bowl or bulletin board at
a Chamber of Commerce event. It's more professional and less personal
than other sites, but it creates a safe entry layer for professional online
relationships.”

The LinkedIn website also gives you advice on how to build useful
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Facebook connects people in a networking style
where you (and they) post comments and infor-
mation that everyone in your network can read,
like an online discussion forum or bulletin board.

Login

Introductions should only be used with

»

networks. The website state “When it comes to building your network, it is
all about the quality of the connections and not about the quantity of
connections. Your network should be centered on quality of knowledge,
resources, skills and advocacy that LinkedIn can help unlock. “Invitations”
are a great option to ask people join your network. When sending invita-
tions, ensure that you know and trust the person you are extending the
[nvitation to. This is generally someone you have worked with, collaborated
on projects with or maybe attended school with. These will be people that
can recommend you to others and will become your first degree connec-
tions. LinkedIn provides the Build Your Network feature on your homepage
to help you build your network of connections. This feature helps you
identify and send invitations to colleagues and classmates as well as contacts
from your address books that may already be using LinkedIn....”

“Introductions’ are a good option to reach out to people that you may not
know directly. Introductions use a shared (mutual) connection to introduce
two members. When reaching out to another member via an Introduction,
ensure that you review that member's profile closely. The 'Contact Settings'
found at the bottom of the member profile shows the circumstances under
which they are receptive to outside contacts. Introductions allow members
to send contact information and a personal message as to why you would
like to be introduced. Once the information is exchanged, they can proceed
to call or email each other outside of the LinkedIn network. Review the
module on the right hand side of the member's profile that tells you how
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Wired

Hicholas Carr, Author and
Teohnologisi
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Twitter.com is like an instant message service where you post a short message about what
you are doing at that exact moment.
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members within your 2nd degree....

Auctioneer Karbelk said of LinkedIn: “I

recently re-connected with ex-clients

through LinkedIn. Two good clients who

[ did business with and had lost contact, it was good to re-establish with
them.”

HOW TWEET IT IS!

Twitter.com is like an instant message service where you post a short
message about what you are doing at that exact moment. This enables
people to “follow” you through the day, if they are interested. A “tweet” is a
single posting, such as “I am at the auction house now.” Tweets must be
under 140 characters in length and can be sent via mobile texting, instant
message, or the web.

Aaron Traffas, CAI, ATS, CES, of Manhattan, KS recently started a website
that lists all Auctioneers are on Twitter. He has at least 23 Auctioneers listed.

“I'm really having fun learning about how to interact with Twitter,” he said
on a posting on the NAA discussion forum.

Ryan George said “I look at Facebook and Twitter not for sales leads but to
enrich the professional relationships I already have with clients, prospects,
and industry peers. Right now, I track with almost 30 of these folks and
have created a separate friends list for this segment of my greater circle of
online "friends" (520+). Longevity of my accounts is heavily tied to the
strength of relationships.”

YOUTUBE’S VIDEO SOCIAL NETWORKING / MARKETING

When you connect to potential sellers and buyers on social network sites,

some will want to see you in action conducting an auction. Many
Auctioneers have chosen to post their videos on www.youtube.com instead

of on their own websites. The postings are free, easy to load, easy for the ¢
public to find, and do not take up space on your own website. It's good
marketing and an extension of your social networking.

To see video examples, search for “auctions” in the search box in the top of 9
the youtube homepage. An example is videos by Auctioneer Robert Mayo,

ATS who has posted videos of himself conducting real estate auctions. The

videos have been seen by clients and by a new Auctioneer in Australia who

came to visit Mayo to learn more about the American method of
conducting auctions.
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Auctioneers is not being

used by many auction firms
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