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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

y\Y4 AMPLIVOX- ““DIGITAL AUDIO

PORTABLE SOUND SYSTEMS
WWW.AMPLI.COM 1-800-267-5486 TRAVEL PARTNER
DIGITAL RECORDER PLAYER WITH wrrH REMOTE CONTROL

| SD CARD SLOT FOR UP TO
32 HOURS OF RECORDING

B Model SW915 W 250 Watts,
Audience Size 7,500 B Built-in Digital
UHF 8 channel wireless Il Wired XLR
mic B Built-in Digital CD/CDR/CDRW/
MP3 disc player with pitch control A"

Optional Digital Player/Recorder AV PRRENER
Digital pre amp M USB input M SPL

126dB M Mute M Reverb / Echo . | _—

B Talk-over (Ducking) - Automatic —
reduction of music when mic is used B
Voice/Music Button ® AC Power cord
and rechargeable batteries for up to

10 hours of run time M Molded plastic
enclosure with tripod mount, wheels &
retractable handle M Weight 35 Ibs.

REMOTE CONTROL
Unique feature lets you adjust master |
and individual volume controls, mixer, AR e

FUTURE EXPANSION SLOT
& 88 MIC, CD, TAFE, OR DITITAL PLAYERE

FOR WIRELESRS

WIRELESS HALF-MILE HAILER

Reach Crowds up to 5,000!

Direct and control the auction. The Half-Mile
Hailer lets you see and be seen! 50 watt
stereo amplifier - Wireless kit SW630 includes
two tripods, extra horn speaker, rugged rolling
case and wireless lapel and headset mic with
body pack transmitter.
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reverb/echo, mute and talk-over ETEmmmTRaTm T
functions, from any location in room up % —— e
to 30 ft. as the unit has sensors on all Made In USA

four sides. LIMITED 6 YEAR
WARRANTY
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Auction Management Software
(Lotted e Non-Lotted e Multi-Parcel ¢ Internet)
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Auction Flex is the 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.

RF MODEM CLERKING

<@ Up to 20 Miles ®>

e Superior to Wi-Fi re

_'.i, e USB or A/C Powered

Easy or Advanced Modes

WIRELESS HANDHELD
CLERKING T T — |

Multi-Parcel
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7% INTEGRATED INTERNET BIDDING ON YOUR WEBSITE
N AND WWW.BIDOPIA COM

1 Click to Upload Your Auction, 1 Click to Download Your Bids
Absentee Bidding or Internet Only Auction (Not Live Broadcasting)
, Optionally Collect Authenticated Credit Card Information

= I _ums Public Bids or Sealed Bids (Affects Minimum Bid Amount)

T A & " B Fixed Ending Time or Dynamic Ending Extension

= . " Flat Fee Per Unique Bid, Not a Percentage of Successful Bids
" No Bids = No Fees, Completely Risk Free Way to Get Started
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7 E Silver Springs Bivd #200 at Phone: (352) 624-2791
Ocala, FL 34470 - Fax: (352) 368-9735
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NAA Staff

ADMINISTRATION

CHIEF EXECUTIVE OFFICER
Robert A. Shively, CAE(ext. 11)
bob@auctioneers.org

EXECUTIVE SERVICES MANAGER

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

DIRECTOR OF CONFERENCE & SHOW
Carrie Stricker(ext. 14)
carrie@auctioneers.org

TECHNICAL AND CREATIVE SERVICES MANAGER

Leanna Sisson(ext. 29)
sisson@auctioneers.org

PUBLIC AFFAIRS MANAGER
Chris Longly(ext. 31)

clongly@auctioneers.org

ACCOUNTING

FINANCE MANAGER
Rhonda Truitt(ext. 12)

rtruitt@auctioneers.org

SENIOR ACCOUNTING COORDINATOR
Judy Hennessy(ext. 35)

jhennessy@auctioneers.org

ACOCUNTING CLERK
Carol Bond(ext. 34)

cbond@auctioneers.org

MEMBERSHIP

MANAGING DIRECTOR, MEMBER PROGRAMS
Ashley Herman(ext. 13)

aherman@auctioneers.org
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NAA Board of Directors

2007-2006

OFFICERS

PRESIDENT
Thomas L. Williams, CAI
- (918)369-0472

. tommy.williams@williamsauction.com

" PRESIDENT-ELECT

(208) 699-7474

randy@rasnw.com

VICE PRESIDENT
Scott Musser, BAS

(509) 735-4278

ssmusser@mbauction.com

' TREASURER
B. Mark Rogers, CAl, AARE
(336) 789-2926 x.109

bm ngEI‘S@IOgEI’SI’ﬁRll’Y.COm

CHAIRMAN OF THE BOARD

(517) 676-9800

bill@sheridanauctionservice.com

CHIEF EXECUTIVE OFFICER
- Robert A. Shively, CAE, BAS
(913) 541-8084 ext.11

bob@auctioneers.org

DIRECTORS

TERMS EXPIRING 2008

James E. Littlejohn, CAI, AARE,
BAS, CES

- (260) 925-2796

- jflictlejohn@sbeglobal.net

SR. COORDINATOR MEMBER SOLUTIONS & BOARD LIAISON

Heather Rempe(ext. 15)

hrcmpe@auctioneers.org

SR. MANAGER, STATE ASSOCIATION SERVICES
Trisha Klosterman(ext. 32)
tklosterman@auctioneers.org

STATE ASSOCIATION EXECUTIVE SERVICES MANAGER
Sandra Bunten(ext. 39)

sbunten@aucﬂoneers.org

STATE ASSOCIATION EXECUTIVE SERVICES MANAGER
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

SR. MANAGER CORPORATE SALES
Wendy Dellinger(ext. 20)
wdellinger@auctioneers.org

CONTINUING EDUCATION
DIRECTOR OF EDUCATION

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

EDUCATION COORDINATOR
Lois Zielinski(ext. 28)

lzielinski@auctiﬂneers.org

John Reddish, CAI
(479) 750-7217

- reddishauctions@cox.net

Jett Stokes, CAI
(253) 925-9650

jett@stokesauctiongroup.com

Jay E. Ziegler, CAl, AARE
(717) 533-4267

info@zieglerauctiﬂn.com

Rob Whitsit
(770) 304-3355

rwhitsit@rbauction.com

~ TERMS EXPIRING 2009

- Christie King, CAI, AARE
- (256) 390-0085

- ckking@ckingbenefits.com

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

john@kramerauctions.com

Darron J. Meares, GPPA
(864) 947-2000

darron.meares@mearesauctions.com

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

lance@WalkerAuctions.com
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Randy A. Wells, CAI, AARE, BAS, CES, GPPA

William L. Sheridan, CAI, AARE, GPPA

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

Monte W. Lowderman
(309) 833-5543

monte@lowderman.com

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

EX OFFICIO DIRECTOR
Renee Jones, CAI, BAS, CES
(940) 665-1898

renee@npsolutions.com

EDITOR
Steve Baska
steve@auctioneers.org

ASSOCIATE EDITOR / LAYOUT
Ryan Putnam
ryan@auctioneers.org ,,

ADVERTISING
Wendy Dellinger

advertising@auctioneers.org

GRAPHICS COORDINATOR
[.eanna Sisson
lsisson@auctioneers.org

AUCTIONEER MAGAZINE
EDITORIAL BOARD
Stephen Karbelk, CAI, AARE (chair) “
Rob Doyle, CAI, CES
Deb Weidenhamer, CAI

THE OFFICIAL PUBLICATION OF THE “
National Auctioneers Association

8880 Ballentine St. NAA
Overland Park, KS 66214-1900 @g

Phone (913) 541-8084 Auctioneer

The magazine is published at the first of the month, with
12 issues annually. Auctioneer is a means of exchanging
ideas that will serve to promote the Auctioneer and the
auction method of marketing,

Periodicals Postage Rate (USPS 019-504) is paid at
Shawnee Mission, KS and at an additional mailing office.

POSTMASTER: Send address changes to Auctioneer I
magazine (NAA), 8880 Ballentine St., Overland Park, KS
66214-1900.

Copyright 2008 by the National Auctioneers Association.

Materials may not be reproduced without permission.
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National Auctioneers
Foundation Board of

Trustees
2007-2008

OFFICERS

PRESIDENT

Terry Dunning, CAI, GPPA

(847) 741-3483

tpdunning@aol.com (term expiring 2009)

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

VICE PRESIDENT

Rob Doyle, CAI, CES
(845) 635-3169
hikertwo@aol.com

TRUSTEES

TERM EXPIRING 2008

Chuck Bohn, CAI, GPPA - Treasurer
(303) 340-2422

cfbohn@aol.com

Marty Higgenbotham, CAI
(863) 644-6681

auction@higgenbotham.com

Chris Pracht, CAI, AARE, CES
(864) 226-7941
jepracht@aol.com

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
jrarpley@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

NAA PRESIDENT ELECT
Randy A. Wells, CAI, AARE, BAS, CES, GPPA
(208) 699-7474

randy@rasnw.com

NAA TREASURER
B. Mark Rogers, CAI, AARE
(336) 789-2926 x109

bmrogers@rogersrealty.com

EXECUTIVE DIRECTOR
Carol R. Jorgenson
(913) 541-8084 ext.17

cjorgenson@auctioneers.org

DIRECTOR OF DEVELOPMENT

Dave Hanneman
(913) 541-8084 ext. 26

dhanneman@auctioneers.org

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

lynn@auctioneers.org

'NAA Auxiliary

'Board of Directors

2007-2008

OFFICERS
PRESIDENT

Annette Wells - President
(208) 771-0404

dIl HEHE@ mrauction.com

~ PRESIDENT ELECT
 Barbara Fisher

(954) 461-0971

benny@fisherauction.com

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

deidre@rogersrealty.com

SECRETARY/TREASURER
Ramona King
(828) 684-4273/ (828) 684-6828

ramonaking@bellsouth.net

- HISTORIAN

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

DIRECTORS

TERMS ENDING IN 2008
Lois Daniel

| (434) 577-2971

~ danielauction@telpage.net

- Susan Hinson

(731) 267-5281

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

TERMS ENDING IN 2010
Darla Haynes

(405) 376-2928
haynesgg@aol.com

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

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

terri@walkerauctions.com

NAA Education

Institute Trustees
2007-2008

(CHAIRMAN
Renee Jones, CAI, BAS, CES
(940) 665-1898

renee@npsolutinns.com

VicE CHAIRMAN

Jack L. Christy, CAI, BAS, CES, GPPA
(317) 784-0000

info@christys.com

TRUSTEES

TERMS EXPIRING 2008

Jere Daye 11, CAI, AARE, GPPA-M
(800) 433-1694
jeredaye@bellsouth.net

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

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

renee@npsolutions.com

Jack L. Christy; CAL, BAS, CES, GPPA
(317) 784-0000

info@christys.com

TERMS EXPIRING 2010
Scott Shuman, CAI
(217) 352-6078

scott@westchester-group.com

Kurt Aumann, CAI
(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, GPPA
(508) 753-2549

mshear@barmanauctions.com

NAA BOARD REPRESENTATIVE

Scott Musser, BAS
(509) 735-4278

ssmusser@mbauction. coIm

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.

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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Mailbox

[et the NAA and fellow

members know how you feel.

NAA MEMBERS

When one Auctioneer helps another

Dear NAA friends,

Five months ago, I had open heart surgery. A very touching thing not want a job; I want to help a fellow Auctioneer. Mail the check to Pat
happened to me I would like everyone to know about. Kelley.”

[ work at an auto auction in McAlester, Oklahoma. When I had heart What a wonderful thing to do.

surgery, an Auctioneer named Whitey Mason went to my auto auction in
McAlester and offered his services while I was healing up. He worked in
my place, but when it came time to get his check, Mr. Mason said "I do

[ was, and am still, touched by the good deed of Mr Mason. He is a great

Auctioneer and a great man.

Auctioneer Pat Kelley
Grove, OK

We want to hear from you! Send letters and questions to
Auctioneer, 8880 Ballentine, Overland Park, KS 66412

or email to publications@auctioneers.org

———
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“We have used Williams & Williams since 1994 to sell

farm equipment and property throughout Colorado and
Nebraska and have had very good results. They’re well
organized, and there is a broad range of what they can
do and what they have to work with. When my family

needed to sell, I told them the best way to go is to call
Williams & Williams.

[ recommend them because of the way they handle

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

e

JEAN WIESCAMP

OWNER/OPERATOR, QUARTER-CIRCLE ] RANCH

WILLIAMS & WILLIAMS

worldwide real estate auction
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By Thomas L. Williams, CAl

E.ssential Vision

Structuring the business model tor the long haul

Structuring  our
and

charges in a

businesses

manner that will
be sustainable for
the long pull is our
most critical
business decision.
The main street of
NAAPresident  America is littered
with
that suffered or are suffering from short-

businesses

term vision. Long-term business vision 1s
essential, not optional. Compare the
business giants K-Mart and Wal-Mart;
their
identical. I think the key to their success,

business models were almost

or lack thereof, was their long-term vision.

Businesses succeed only when they add
more value to the marketplace than they
take away. Sellers have many options for
disposing of their goods. The vendor that
can deliver the greatest net to the seller will
prove successful for the long pull. When a
new entrepreneur enters the marketplace
delivering better net results for the client,
your business model is doomed. Your alter-
native will be to shut down or reinvent
your approach to meet the competition.

Your ability to

become more
efficient and hence
more competitive In
your auction delivery
systems from
marketing to day-of-
sale activities is crucial. Price does dictate
success when the client is paying the price.
Wal-Mart delivered similar goods for less
than the competition. I'm not telling you
to cut commissions; I'm telling you to be
aware that competition will be coming
from every direction, putting pressure on
pricing structures. Those that ignore
change and its aftect will wake up finding
the train has left the station and they are

not on It.

A seller’s cost of doing business is easily
calculated. It is the gross sales minus all
charges, which gives them the net taken to
the bank. It is not complicated. s that cost
reasonable?  Would you like to write the
same check to have similar services
performed for you? These are simple
questions that must have a resounding
“ves” for you to have long-range success.
When the answer is "no” you are on a
dangerous non-sustainable path. Think of

0 one has the ideal roadmap for you.
Only you know your ideal path.”

10
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Join the next online president’s chat

May 6, 2008, 7:00 p.m. Central

the major corporations that lost sight of
this simple principle that are either closed
today or in trouble. Some of the business
giants of our day fall in this group. The fact
that you want or need more money isn't a
factor for the seller.

Possibly the greatest pitfall for an auction
entrepreneur is the windfall sale where

and

profitable. However, careful examination

everything seemed easy very
of the situation points to elements of
extreme good luck that led to the huge
success. This example is very much like the
first-time gambler that hits the jackpot. It
looks easy, and bolstered with false confi-
dence, the player loses it all back and then
some. The normal expected factors usually
operating in the marketplace might have
taken a day off in this rare instance. When
normal expected market conditions

prevail, happy often turns to sad.

When viewed with hindsight the current
fad or majority idea can prove oft course.
Look at the big three
automakers. Did they follow the wrong

American

path? It appears so. Were they sure they
were right? Of course. Our industry is
undergoing change by the minute.

» continued on 63
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We have offered true, standards based wireless auctions to
the market for more than S years, and we continue to be the
leader in proven, powerful, and reliable solutions.

Recognizes your handwriting and
sends tickets immediately back to
cashier. Clerk inventoried or
non-inventoried items. Review &

e change tickets. A fully functional
M. Lase Of Use clerking system in the palm of

[ntuitive, easy to learn \ Youhand

license scan based can clerk, register and cashier.
registration .

Blazingly fast ' e i All units can be wireless.
All

m. Online Auctions

100% Windows software Completely integrated - one clerk can do

both regular and online bidding.

One button mvoicing & .
settlements Catalogs uploaded automatically

Does absentee bids, live 0n11ne blddlng
and timed auctions. -

m,. Support

. Just some of our Features:
Best anywhere - ask our clients

m. Vehicle Module -
After hours auction support M Multl-Tract AUCtIOIlS

Over 50 years combined ' , ", Catalog Shde Show
computer experience. o Cellular Credlt fard Pr¢

25 Years in business. . ”“' L1cense Scanmng
o Complete lailing/E
info@fourthwave.net

RO 640 W. Maxwell Street Suite #130 ® Lexington, Kentucky 40508
A Fourth Wave; LLc

8359.243.9920 e info@fourthwave.net ® www.fourthwave.net




Good Questions

What have you changed your mind about? Why?

What have you changed your mind about?
Why?

Each year, dozens of the world’s leading
thinkers answer a provocative question on

the EDGE Foundation web site.

The Edge Foundation, Inc., was estab-

lished in 1988 as an outgrowth of a group
known as The Reality Club. Its informal

membership includes some of the most

Chief Executive Officer
Robert A. Shively, CAE

WOIKS OUt o the NAA interesting minds in the world. Edge
Headquarters in Overland ,
park KS. Heis  Pegan the last week in December, 1996 as
committed to the NAA  an email to about 50 people. In 2006,
and its members and will - Edee, which celebrates “the third culture,”
keep you updated on the

e had more than five million individual
organization’s progress : :
users sessions.

The mandate of Edge Foundation is to promote inquiry into and
discussion of the intellectual, philosophical, artistic, and literary
issues, as well as to work for the intellectual and social
achievement of society.

THE EDGE ANNUAL QUESTION FOR 2008:
WHAT HAVE YOU CHANGED YOUR
MIND ABOUT? WHY?

When thinking changes your mind, that’s philosophy.
When God changes your mind, that’s faith.
When facts change your mind, that’s science.

Science is based on evidence. What happens when the data
changes? How have scientific findings or arguments changed your
mind?

12
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THE EDGE ANNUAL QUESTION FOR 2007:
WHAT ARE YOU OPTIMISTIC
ABOUT? WHY?

As an activity, as a state of mind, science is fundamentally

optimistic. Science tigures out how things work and thus can
make them work better. Much of the news is either good news or
news that can be made good, thanks to ever deepening knowledge
and ever more efficient and powerful tools and techniques.
Science, on its frontiers, poses more and ever better questions.

This website has become one of my favorites (www.edge.org) and
[ would strongly urge you to take a look at some of the really
insightful responses to the questions posed. It really provides great
insight and proactive thinking and ideas.

And spend a few minutes thinking about (and answering) the

) 7 .M

questions yourself!

WWW.AUCTIONEERS.ORG



NAA NAA Education
Institute

gy

‘Auctioneer

Listed by Event

The NAA Education Institute provides Auctioneers
‘'with the information they need to be more
successful. From designation and certificate
programs to Conference & Show and specialized
seminars,

a wide array of educational opportunities abound
for those willing to invest in their own success.

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

The Appraiser as Expert Witness in the Courts

April 22, 2008 - Gaithersburg, MD
~ July 11, 2008 ___ Nashville, TN
USPAP |
~ April 23-24, 2008 Gaithersburg, MD

Designation Classes ._. ' DON I T KICK

Agg'zrg dited Auctioneer Real Estate

~ April 19-24, 2008 Gaithersburg, MD ( : U R B A P P E AL
| Auction Technology Specialist _
- April 13-16, 2008 . Overland Park, KS _

. 0 - | Avoid kicking curb appeal to the curb by giving your
MWM - . auction brochures the rich color and alluring clarity
- July 6-8, 2008 Nashville, TN that they deserve. Our new 10-color KBA Rapida 105

.. ' | | perfecting press at Auction X-Press can do just that,

... | . | and it's eco-friendly to boot. The KBA also prints full
CES Certified Estate Specialist s el coverage multi-page brochures on lighter weight

| JUIY 6'8= 2008 ... & Nashville, TN . ] paper than its predecessors, giving it quite a bit of
. § T . curb appeal of its own.
: QEEAGr A 2k Pers n IPI'O e .:ZIA . ralser - : Contact Auction X-Press today to help your potential
April 19-22, 2008  Gaithersburg, MD buyers find what they are looking for.

July 6-8 and 11, 2008 Nashville, TN

1.800.999.6311 e auctionxpress.com

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

Check the NAA website
for changes and additions.

AUCTION X-PRESS

DESIGN = PRINT = MAIL
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Opportunity of a lifetime

Career section is new member benefit

A new section called
“Auction Career
Opportunities’
debuts in this issue of
Auctioneer magazine
and will become, |
believe, one of the
premier benefits to

NAA members ever

Ashley Herman is

| NAA's managing i
director of member
programs  The section features

small advertisements
by auction companies seeking employees,
and ads from individuals seeking work in
the auction industry. Matching companies
with the right auction staffers can, indeed,
become the opportunity of a lifetime for
the individual and the company.

NAA has helped with job connections in
varied ways over the last several years,
including on the discussion forum on
NAA’s website and in occasional advertise-
ments placed throughout the magazine,
but never in recent years has there been
one highly-visible page in the magazine
dedicated to this purpose. Until now. See
page 78 of this issue.

[ urge you to participate in this new service
if you are seeking workers or seeking a job
for yourself. This new page is not restricted
to only Auctioneers. It has separate
categories also for Clerks/Cashiers,

Ringmen, Other, “Available for Hire”, and

Auction Schools.

Here are details for how
to place your ad:

* The deadline for NAA to receive your ad
is 5 p.m. on May 5 to be listed in the

APRIL 2008 AUCTIONEER

......

Epiic.

June 1 issue. This will be the section’s
regular deadline: ads must be received
on the 5th day of each month, for the
ad to run in the following month’s
ISSue.

* Send to NAA the exact wording you
desire in your ad. The limit is 300
characters (a character 1s a letter or
word, but not counting spaces in
between). This is about 50 words
maximum.

* The price is $150 for a 1/16 page ad 1n
Auctioneer (This is the only size
available). Your purchase of the
magazine ad space includes a free
listing on NAAs website Career
section for 30 days (the same period
the ad runs in the magazine). NAA
does not offer career ads on the
website only.

* Ads will be text format only. No graphics,
no company logos, no ready-made
ads can be accepted for this special

No special

section. formatting

TR

requests are available. These will be

simple uniform text ads.

* Auction schools that are currently
running display ads in the magazine
will get a free listing under the
Auction Schools section on the

Career Opportunities page in the

months they run their display adver-

tiIsements.

* Career ads will not be included in the
advertiser index of the magazine.

Ads can be submitted by email, fax or mail.
Send your text for the ad to NAA’s Sr.
Manager Corporate Sales Wendy Dellinger
at advertising@auctioneers.org, or fax to
her at (913) 894-5281, or mail to her at
NAA, 8880 Ballentine, Overland Park,
KS. 66214.

Tell her exact wording you want (to the
limits mentioned above) and which
months you want the ad to run.

Join NAA in making this new section a
great success.

WWW.AUCTIONEERS.ORG
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The NAA Auction PAC would like to
recognize the following members

Bryce’s Story

Six-year old Bryce reminds us all of the importance

of St. Jude Children’s Research Hopsital

On Saturday, April
19, 2008,
g Auctioneers across
the

nation will
celebrate a day
dedicated to their
age-old profession

and take time away

Chris Longly is NAA's  from their hectic

Public Affairs Manager ¢ -hedules to give
back to the communities they live and
work in, and to show their appreciation by

volunteering their services to charity.

Many NAA members will embrace this

for their generous support!

James R. Kiko - Canton, OH

Rob Friedman - Irvin, CA

Martin Higgenbotham, CAl - Lakeland, FL
Pete E. Richardson - Willards, MD
Fred Burow - Great Falls, MT |

Dave Webb - Stillwell, KS ;
‘Randy Wells, CAl, AARE, BAS, GP

Linda Staples, CAl, AARE - Richmond, VA
John W. Stone Ill, CES - Nellysford, VA

James Glines - S_anta_ Maria, CA

Frank Trunzo, CAI - Plant-ICi'ty., FL
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PA, CES - ’Po.st Falls, ID

special occasion and dedicate themselves to
helping raise donations for St. Jude
Children’s Research Hospital, a cause that
until recently I had never fully appreciated,
nor comprehended the magnitude of its
importance. A recent email and the recol-
lection of a smile of a certain six-year old

boy changed it all for me.

As many members are aware, each year the
NAA and the International Auctioneer
Championship winners host the annual St.
Jude Toy Auction. It is an exciting event,
filled with fun and joy as patients are given
a brief respite from their day-to-day treat-

ments of chemotherapy,
radiation and other treatments
to participate In an auction
where every patient wins a toy.
While it is only for a short
period of time, the toys,
donated by the NAA, provide
each patient with a fun and
entertaining distraction that is

much earned and deserved.

The Toy Auction a few
months ago was my first
experience both as a visitor of
a children’s hospital, as well as
being exposed to children

facing some of the harshest
and most painful diseases.
However, when I reflect on the
faces I saw in the audience that
day, [ do not recall expressions
of sadness or pain, but rather
faces full of life, energy and
happiness.

patient drew the attention of

One particular

every NAA member present

that day. Bryce was the first child to show
up at the auction that morning. Dragging
his mother down the auditorium hallway
by her hand, Bryce eagerly took his seat
front and center. His eyes were lit up with
excitement and his little feet kicked with
impatience as he waited for the start of the

auction. Bid paddle in hand, the little boy

pointed out to his mother the toys lined up
before him. He was determined to win and
take home a Lego toy set that had caught
his attention and interest.

As the bidding began, Bryce sat quietly in
his seat as patients began bidding on dolls,
Gameboys, and board games. He knew his
time would soon come when his toy would
come up for bid. When the toy was
brought forward, the six-year old boy who
had lost his hair from chemo treatments
raised his bid paddle to the sky, stretching
as far as his little arms could reach so that
the Auctioneer would know he was there.
[AC Women’s champion Denise Shearin,
knowing Bryce passionate interest in the
particular toy, scanned the audience for
final bids, but she knew Bryce would
spend every cent of his play money to win

the prize. And he did buy it. Sold! Bryce

raced from his seat, grabbing the box with

his toy which was half his size and rushed
to his mother to show her his prize.
Together the two smiled and laughed as
they opened the box to see the toy. With a
smile from ear to ear, Bryce graciously
thanked Denise and Christie King for his
wonderful toy. A
thoughtful thank you, from a little boy

new sweet and

» continued on page 53
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| Workmg together

Working couples must understand
their strengths and weaknesses

When a couple
works together it is
important that they
understand  their
strengths and
weaknesses.

[ance and I have

not only been

Auctioneer Terri Walker,

BAS and her husband ~ P3tTeCrS W
Lance Walker, CAl, BAS, ~marriage, we work
CES operate Walker  together daily. The
Auctions of Memphis, TN. .. ction  business
allows many

couples to spend time at work with one
another, as well as an opportunity for
parents to work with their children.

With all this working together it is
important to understand each individual’s
strengths and weaknesses. It is also
important that each individual accepts their
strengths as well as their weaknesses. This
does not mean that we let the head of the
household determine which is which.

As individuals we know what we enjoy
doing and what we are successtul at doing.
Use this to determine the role you should
play in your company. | once heard that
“Understanding is knowing what to do;
wisdom is knowing what to do next; virtue
is actually doing it.”

None of this can be accomplished until we
realize what we should do and by under-
standing what we do well gives us the key to
our first step.

All men have limitations as well as special
talents. Trying to find your special talent
sometimes is more challenging than you
may think. One of the problems in
finding our special strengths is spending
too much time trying to do an activity
that is not in our strength area. Steve
Donitrecz once said “Most people feel

habit  they are

they don’t have
time because by

doing the wrong
thing”.

Not only have we
developed a habit
of doing the
wrong thing but
we are usually
frustrated in doing
that wrong thing.
By focusing on
our special talents
we would be
happier and more
productive.

[ love working
with people and
being in the center
of activity. Lance
knows it is not safe
to keep me in the
office. By being in
the office daily I would find time to have
conversations on the phone and visit with
other office workers, or plan a party for the
end of the week. Therefore no work would
get done by me. He, however, can stay
focused on the task at hand. We both know
certain business activities will get accom-

plished by me and others by him.
[ have more of the “Tigger mentality and I

often refer to Lance as ‘Eeyore'. Tigger is
busy and having fun; Eeyore is often
complaining about what may go wrong, but
is staying focused on what needs to get

accomplished. Eeyore does get things done
by the end of the day and Tigger had a great

day and hopetully has gotten something
accomplished.

Zig Ziglar said: “Success is one thing you
cant pay for. You buy it on the installment
plan and make payments every day.”

When [ think of this quote, I cant help but
realize that I need to enjoy my day-to-day
installments as I climb that ladder to success.
By first realizing my strengths and focusing
on them, I can enjoy the climb and the
benefits of success.

is more challenging than you may think.

[rying to find your special talent sometimes
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A season to grow

Full slate of April classes available to NAA members

Apr.il is the first
full

spring, a

month  of
time
when flowers and
their
process.

April is also a

trees  start

growth

month when the
NAA Education

[nstitute is offering

Dr. Harlan Rimmerman
Director of Education

a number of classes
to help you continue your growth process.

The first class being offered is the charter
class of our newest designation — ATS -

Auction Technology Specialist. The dates

are April 13-16 and the class will be held at
the NAA Headquarters building in
Overland Park, KS. This four-day course
will teach you about today’s technology
and how to use it to improve your
business. Major topics include lead gener-
ation and prospecting, digital photography
and video, image hosting, types of auctions
and their technology needs, enterprise
integration and building an online
community.

A pre-requisite of the class is to take the
two free online courses: The Internet and
the World Wide Web, and Digital
Lifestyles. These free courses are offered to
any member, but must be completed
before attending the ATS classes. The
courses can be found on the NAA website
under Education. Completed certificates
need to be presented with your class regis-

tration which can also be found online.

After completing the four-day live course,
you will be required to have two online
auctions -- one static and one live -- and
submit a report. Once approved, you will
be awarded the ATS designation.

Immediately following the ATS course, we
will be offering AARE - Accredited
Auctioneer of Real Estate, GPPA -
Graduate Personal Property Appraiser, The
Appraiser As Expert Witness and USPAP -
Uniform Standards
Appraisal Practice. All of these courses will

be held from April 19-24 at Gaithersburg,

of Professional

If you want to learn to become an

18
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appraiser, now is the time.

MD, right outside of Washington D.C.

The AARE class will be held for six consec-
utive days: AARE 100 from April 19-20,
AARE 200 from April 21-22 and AARE
300 from April 23-24. The GPPA class
will be held from April 19-22. The 22nd
is the last day of the GPPA class, which is
also the Appraiser As Expert Witness Class.
This class completes GPPA or can be taken

as a standalone. The USPAP class will be
held April 23-24.

Both the AARE and GPPA designations
require a report to be turned in after the
completion of the classes. AARE and

GPPA also have an annual designation fee

of $50. each.

For further information, please go to
www.auctioneers.org/education or call the

Education Institute office at (913) 541-
8084, extension 19 or 28.

WWW.AUCTIONEERS.ORG



Our company utilizes Proxibid for two very important reasons: A-1 customer service and ongoing research and development (R&D). In
today's Internet world you have to stay on top of changes in the market and Proxibid is alwv vays on the cutting edge of R&D... and the
customer service we receive is second-to-none. That says a lot in the high paced world of i“*ﬂm&:t auctions!

Darron Meares, MBA, GPPA-M, Meares Auction Gmup

Vith all of the other ¢ r*:lirs-p i-“'}%f“”‘r“zs;?%!i auction companies out there, my decision to use Proxibid *‘a ne from ;)E:H'S(I}i""i.i“ii experience with your
' it was O -Ji 1 “;t ing. | never received such great service from anyone is a very long time. Your professional a|, proach to the
i g rarely seen in the business world. The Proxibid team has proven to me to be driven by the sheer desire
s never been a time when | could not reach someone at Proxibid and my que stions were always answered whether it
| ght, on the wee nﬁ \d or early in the day. | highly recommend your company to ar ly ne that IS se rious about the online selling
business. %“affnﬂai to you io the staff at Proxibid for all that you have done, and contin e to do, for myself and my company. | will continue
to promote your company to anyone | can. Please feel free to pass on my name and phone number to anyone who may have a question

about i“ji"if}l;r;lijx{_J and the @, line method of doing g business.
Kevin L. Holt, Holt & Associates, LLC Auctioneers

’roxibid has been all we hoped for. As a result our clients love it, our bids have dramatically increased (by some 200%) and more and
more collectors are logging in at every auction..
Stuart Holbrook, President, Theriault’s

We, too M)t_ﬂr_'i like to express our thanks to you for the wonderful \ O US Yr*'u customer service fi{‘f}rtﬁf'l"’t:.ﬁi IS
alw uw leasant, helpful and the utmost pmimdmmn Our a f{:JuHi m uﬂdC}Li’ }| . an addition: ﬁi nember of our team. He Is
lways ixelpmq USWItH more etfectiveand efficieantways to do hUsSIness. Wﬁ have reai; M f;wja. flltjud 4 1% gross revenue ~r en we
snduct Proxibid Ve atictions Vs . atiaditional atction: \We lookforwaithto a longand Phos f‘Ja,IOLi’&; DLSINESS ra.;..riatimamp Wwith Proxibid.

H@n and Bonnie Jackson; The Auction Marketpiace

/e at J. J. Kane AUGligfi€ers recogiiizeésine |nterfiElas a criliCat DisaesO e o U CtiOINRGtU STEYSUIEKEN e haS CRose iomartner with Proxibid
as our pre ferred pr@vigigrof live auBliBifWebcasiSy FIOxibigd Olers the Dest Servioe ahnd suppol t' 1:’1 the zmm%f Ya loNngUliEER 8o ro ?k,r;a,-wna,
staff that is dedicat@@i@haking eveiye@aline evERESHECCSSSIINT Nell CORifithnentietsing *“} OSE Up-10= Sdate technol r‘}gi 8 has he Ipe
us reach a broader®@tidience, in-tuFEREIBINg ouFaEctioN"BESIAess o grow:

Steve Anderson, JJ Kane Auctioneers

Whether we are auctioning reai@Staie or peSanaipropanty FIOXIDiGks expertiseiitlive onlifié Bidding Rasproven to be invaluable to our
business. Proxibid is a true partR@iiihringifig Our augiionsiciReitenct, flOfBIoviding BUSIOMerrS8Mite and support to our bidders to

providing marketing assistance, WweKROWWEEAN coulitOnF roxibIgRigreRsuraetiie Best posSitiEon|ing@xXBerience In the industry.
Rich Ranft, Auctioneer, URitéd Country Beloit Adctioneers

The professional auction companies t@@@fecognize tHEGibbal PSSO assEiaikelng: Stitcessiuldiigns provide gloml marketing
services to their clients. We at Comly Ali€liSheers expe@t St laiemeat atiction piatform and marketir ngieant to provide immediate responses
to both ourselves and our online customeEpase.

Proxibid is that company and has exceeded our expectations. Proxibid personalizes their relationship with our office staff and assigns one

account manager that learns and understands the needs of our company. They recognize that they are an extension of our firm every time

we work together. They continually provide unparalleled support and service. Proxibid is correct when they state “we have the best human
capital and resources available.”

Stephen E. Comly, President, Comly Auctioneers & Appraisers

I'm excitedly looking forward to our being able to post all of our auto auctions and other specialty events on Proxibid.
OJ Pratt, Pacific Auction Companies

would like to take this op Qf‘?”u*“‘ﬂ y o say ‘Lndr Ik you for }H%!‘HT&H“P vith our auction on March 13th, 2007. You made everythir “}f_; from *-:ﬂttl"ig
up the account, to u:,nj,:wmg ne :“‘E,‘:Tﬂt”}] o the pre-sale jitters/doubt, and the confusion of sale day wgﬂ* a new process flow very easily
and smoothly. The online portion of our a.;cu N was very new to our f“umf:a”a 1y as well as to a great majority '“’-I our s:“mtumr—*: base. |t
p}rcn.-‘idﬁ“f us ﬁltﬂ much (*f“d*’“$ exposure i‘u (Zl stomers we could never have hoped to reach any other way. Although we had a few people
who had trouble LA{AH m tf’sr{;n 1 the process, most were easily resolved over the phone. Judging by the mtf’a,.«:af g number of catalogue
views we experienced T Lair: Is well utilized worldwide. f‘\g N, thank you, Stephanie, Angie, md Proxibid for your assistance and
profess oinﬁim*n which *’s#“ p{,d to make our sale the success that it was.
Chris Becker, Service Manager, Elmira Farm Service - Mount Forest

sionalism and expertise in the auction inaustry cannot
m catalog creation to bidders who need help logging on,

P}T{J}HD!EJ F !'k‘j-.\_ 1{‘_1;;2} Siﬂ;lj'fuf]ﬁgl (‘\;1 » -(13’?]{,‘1: :3{'"'?1; .-""'{1‘} :’“H :}u;‘j:}rﬁg-i ..quiﬁ r\r"rl"‘t"‘*"‘n'“’"}";*lﬁ }\,, rjfeﬁ =
ife

be matched. With Proxibid, | can rest assured that all 2 1spects of my auction,
will be handled by a true professional.

Scott Hall, Haﬁ’ﬁ Auction Company

Proxibid would like to thank our 1000+ participating auctioneers for making 2007 our best year ever! We will now raise our glasses and
make a toast to celebrate our auctioneers and the art of auctioneering. Wishing you all the very best this National Auctioneers Day, April
19, 2008.

The Proxibid Team

|

Live webcast auctions | www.proxibid.com | toll-free 877 505 7770 | sales@proxibid.com




Specialty Auctions

[s an Auctioneer considered an art dealer?

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

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

problems. Kurt R. Bachman and Beers Mallers Backs ¢

Kurt R. Bachman ~ Salin, LLP do not intend to create an attorney-client
relationship by offering this information, and anyone's review of the z'nﬁ)f—
mation 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 conffi-
dential. Please visit one of our offices to ensure confidentiality

We're a small traveling auction company
with a higher proportion of art than other
items. We have consigned pieces from
various  quarters including artists
themselves, some dealers and pieces we've
picked up from estates. We also usually have
a small quantity of furniture and home

accessories, and often, a small showcase
with new, used, and/or estate jewelry.

We don't know a whole lot about art and
don't regard ourselves as art dealers. If we
pickup art from an estate, it doesn't
usually come with a certificate. According
to the law in most states an art dealer has
to provide a full Certificate of
Authenticity; it appears that to state the
medium and origin of the signature is not
sufficient, most states require an art
dealer to provide dates, edition dates, and
considerably more information than we
have available to us.

1. As auctioneers, are we regarded as art

dealers?

20
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2. How does one go about authenticating
a piece of art without running up the
costs (on a piece that Christies is probably
not interested in). We realize that we
probably should request full certificates
from anyone consigning art, but this isn't
always possible. We would appreciate any

clarification you could provide.

Sue Milchman
Chatsworth, CA

ANSWER: Whether an Auctioneer selling art is
considered an “art dealer” will depend on
which state the Auctioneer is selling art.
Several states have enacted laws that expressly
define “art dealer’. States such as Illinois,
Massachusetts and Ohio, have adopted a
relatively universal definition of the term “art
dealer”. In those states, the term “art dealer”
is defined as “a person engaged in the
business of selling works of art, other than a
person exclusively engaged in the business of
selling goods at public auction.”

This language removes Auctioneers from

the definition of art dealer, unless the
Auctioneer sells his or her own works of art
as well. However, other states, such as
Texas, define an art dealer as a person in the
business of selling works of art. Yet other
states, such as Florida, specifically include
Auctioneers in their definition of an art
dealer. In Florida, the term art dealer
includes an auctioneer who sells works of
art, rare maps, rare documents, or rare
prints at public auction as well as the

auctioneer’s consignor or principal.

Finally, some jurisdictions have not adopted
a definition for art dealer. Since the
definition of an art dealer varies from state to
state, whether the Auctioneer is an art dealer
will depend on where the sale is taking place

and the applicable law. It is advisable to
contact an attorney licensed to practice in
the state where the auction will occur to
clarify whether an Auctioneer selling art
would be considered an “art dealer.”

Authenticating a work of art is a technical
process usually conducted by an expert.
Because art authentication is such a highly
specialized profession, it can be expensive
with hourly rates exceeding several hundred
dollars and daily rates in the thousands of
dollars. If a seller engages an Auctioneer to
auction works of art, the authentication
expense should be discussed and disclosed
with the seller.

The seller will generally inform the
Auctioneer whether he or she believes a
panting is an original. If the seller is
confident that a painting is an original, he
or she can warrant that fact to the
Auctioneer and may be willing to provide a
warranty at the auction. If the seller is
uncertain, obtaining a Certificate of
Authenticity will provide a conclusive

WWW.AUCTIONEERS.ORG



_legal questions

answer and help the seller establish the reserve price.

Since the seller benefits from the Certificate, he or she should be responsible for the expenses
associated with authenticating. The last thing an Auctioneer wants to do is incur the expense of
authenticating a work of art only to discover that the cost of authenticating exceeds the value.

If the seller is not willing to pay for the costs of authenticating the work or warrant the items authen-
ticity, the Auctioneer should be skeptical about the seller’s claim that the artwork is original. In this
situation, an Auctioneer should be cautious in how he or she describes an art work. Auctioneers should

be careful not to create an unintentional warranty and should include a disclaimer in the bidder’s regis-

tration.

WAS THIS AN ETHICAL PRACTICE?

[ had an auction and I asked a good Auctioneer friend to serve as ringman. We had only one item
to sell: real estate. When the top bidder bid his highest price (less than $50,000), I took a break
and talked to my seller. During this time, my ring man talked to the top bidder.

The ringman coached the high bidder with the idea that if he would bid $2,500 more than his
last top bid that he would automatically get the property once I resumed the auction. My ringman
told me what he had promised and said that the top bidder was ready to top his high bid by the

$2,500.

[ thought this strange because someone else might be ready to make the next increment in
bidding, which would out-bid the that top bidder. I called for the next increment and nobody,
including the top bidder, said anything. I looked at the top bidder and asked him if he wanted
to top his bid and he said, "Yes". He raised his own bid with no competition from anyone else.
[ called two more times for another bid and this top bidder obviously had the high bid. I
declared the auction sold. My question is: Is this ethical to tell someone bidding that if they offer
a certain bid, they will automatically get the property?

In this case it all seemed to work out. The top bidder never questioned this practice.

Dave Lash
Rockville, IN

ANSWER: Telling a bidder at an auction that raising his or her bid a certain increment will result with
him or her being the successful bidder is not a smart or ethical practice. Although things worked out
in this instance, this question raises some issues that should be addressed.

During a brief break in the bidding at the auction, a ringman approached the high bidder and
informed him that if he increased his bid by $2,500.00, then he would “automatically” get the
property. It does not appear the ring man communicated with the Auctioneer or the seller in order

to obtain the necessary authorization to make such a representation. Thus, the ring man probably
did not have the authority to make such a representation.

What would have happened had someone else bid on the property after the bidder increased his bid
$2,500? The bidder would have been very upset. The bidder would think that the ring man lied to
him or her, because the bidder increased the bid but was not the purchaser of the property. The
Auctioneer’s fiduciary duty to the seller requires that he or she make the effort to get the highest
price. No one knows whether another individual may bid on the property. The ring man’s statement

would create unreasonable expectations for the bidder.

Where a bidder is informed that he or she will automatically get the subject property by increasing

his or her bid by a certain amount, and the bidder is not the ultimate purchaser, he or she may sue PRI NTWORKS

the Auctioneer, seller and ring man for misrepresentation and fraud. If the ringman is an employee
of the Auctioneer, the ring man’s statement to the bidder could have bound the seller to sell the Dengﬂ ‘ Pf’in’[iﬂg I Maihﬂg
property. (In addition, the bidder could argue that the Auctioneer ratified the ring man’s statement Complete Marketing for the Auction Industry

by continuing with the sale after being informed of the discussion. The better approach may have
been to discuss the issue with the high bidder immediately and clarify it.) If the ring man is an

independent contractor, the Auctioneer may not be liable for the ring man's statement. The ringman, 617 Excelsior Street ® Rome, GA 30165-2341

Toll-Free: 866-799-MAIL (6245) ® Fax: 706-234-3768

however, may be held responsible for his or her own statement.
www.goprintworks.com

» continued on page 23
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Welcome Aboard

Full time Executive Director hired

The

Auctioneers

National

Foundation Board
of Trustees 1s

pleased to
welcome  Carol
Jorgenson as
NAF’s new
Carol Jorgenson  Executive Director.
Carol  graduated

summa cum laude from Northeastern
State University in Tahlequah, OK, where
she earned a bachelor’s degree in finance.
As a recent transplant from Tulsa, OK to
the Kansas City area, she joins the NAF
team with an extensive background in

both and

management.

association foundation

Carol began her association management
im 1989 with The National

Association of Legal Secretaries. She

Carcer

continued to expand her association
management skills and knowledge as a
staff member of the American Association
of Petroleum Geologists before returning
to NALS as their foundation’s Executive
Director.

As the NAF Executive Director, and only

full-time employee, Carol’s responsibilities
the administration and

of all NAF projects,

programs, initiatives and events. She will

encompass
management

serve as the primary member contact for
NAEF, maintain all donor and recognition
records, manage all accounting functions,
arrange Board meetings and assist with
planning special foundation events.

In addition she will work closely with the
NAF Board on issues such as Board devel-
opment, training, strategic planning and
budget preparation. She will prepare
timely and accurate reports and will
provide knowledgeable review and analysis
of monthly financial statements. Carol will
also act as staff liaison to each of the NAF
commuittees.

She will perpetuate the momentum of the
[nvesting in our Future funding initiative
by monitoring and encouraging pledge
fulfillment and managing fund distri-
bution. She, along with the board, is
committed to ensuring the continued
financial health and well being of the
foundation by actively supporting all other
foundation fundraising campaigns and
contribution opportunities; and will
peruse and investigate other sources and

means of generating revenue for

foundation funded programs and services.

As the National Auctioneers Foundation

continues its transformation toward
becoming a major funding mechanism for
NAA programs, we look forward to the
exciting progress and changes ahead. We
are confident that Carol’s experience and
expertise will help us uphold the NAF
Mission to provide funding to advance and
enrich the auction community. And we are
committed to achieving the NAF Vision to
support and perpetuate the auction
method of marketing by funding research,

education and public relations.

Please join me in welcoming Carol to our
extensive auction community. Be sure to

stop by the NAF booth (with your
checkbook in hand) at the 2008
Conference and Show in Nashville, TN to

meet and welcome Carol in person.

LA Tasey M

Terry Dunning, CAI, GPPA
NAF President

An Open Letter to NAA members regarding International Ringman Contest

From: Marty Higgenbotham, CAI, National

Auctioneers Foundation Trustee
Dear Fellow Auctioneers:

As we all prepare to attend and make reservations
for the 59th International Auctioneers Conference
and Show in Nashville, TN this July, I have been
checking the list of things I am working on for the
big event. I have volunteered to help the
National Auctioneers Foundation raise adver-
tising donations for the International Ringman
Contest, to be held on Wednesday evening,
These are donations of advertising space that are
sold during this contest.
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This is perhaps the easiest thing that any of us
can do. We simply ask the people who we
purchase our business advertising from, to
invest a few inches of advertising for our
industry and profession, to benefit the National
Auctioneers Foundation. Not only will it give
the donor some very good visibility for their
business, but we are giving them an opportunity
to be part of a nationally-recognized contest.

Please get your advertising secured as soon as

possible as we need to have it solidified by no

later than June 1, so we can catalogue it for the
contest.

If you need any help from me, don't hesitate to
contact me directly (marty@higgenbotham.com
or cell phone 863-640-6890) or contact the
National Auctioneers Foundation new
Executive Director Carol Jorgenson at the NAA
Headquarters (cjorgenson@auctioneers.org or

913-541-8084 ext. 17)

Thank you for your help with this important
fundraising project!

arty Higgenbotham, CAI
NAF Trustee

WWW.AUCTIONEERS.ORG



« continued from page 21

IS BUYER’S PREMIUM A
COMMISSION
WITHOUT REPRESENTATION?

Regarding the Buyer’s Premium at real estate
auctions: Some people say the buyer is paying a
"premium" in the form of a percentage or
"commission”, and they are not being represented
by an agent. Some say that if this is fully disclosed,
it is perfectly legal. Is it? Has this ever been
challenged by a disgruntled buyer, and if so, what
precedent was set by it?

Trish Hoglander
Lake Forest, CA

ANsweR: The use of a buyer’s premium, in and of itself,
does not require representation of the bidder by an
agent. People pay premiums without representation
everyday in business. Essentially, a buyers premium is a
fee paid by the buyer for the privilege of submitting the
successful bid at an auction. In the context of a real estate
auction, the successful bidder is paying a premium in
addition to the actual bid price. The use of the buyers

premium in the auction setting shifts the obligation to
pay the Auctioneer’s fees from the seller to the buyer.

The buyer’s premium is usually a term negotiated
between the seller and the Auctioneer and is part of
the auction contract. When the buyers premium is

used, the Auctioneer must disclose it in his or her
advertisements, sale bills and announcements. It is
also recommended that Auctioneers provide
disclosure of the buyer’s premium in the bidder’s
registration agreement. In some states, an
Auctioneer’s failure to properly disclose the use of a

buyer’s premium can result in disciplinary action.

Sellers should realize that bidders at auctions with a
buyer’s premium may factor the buyers premium
into their bid price. For example, it an Auctioneer is
conducting an auction with a 10% buyer’s premium,
and the value of a parcel of property being sold is
$100,000.00, and the successful bidder submits a bid
of $100,000.00, then the bidder will need to bring
$110,000.00 to the closing. In other words, the
buyer paid $10,000.00 more than the property was
worth. In some circumstances, in auctions with
buyer’s premiums, the buyer may not submit a bid
for the value of the property because of the premium.

In those situations, bidders may already factor in the
10% buyer’s premium into their actual bid price. In
the example above, a bidder at an auction with a
buyer’s premium may only bid $90,000 because the
bidder realizes that he/she will have an additional
$9,000 added to their actual bid price. If bidders are
factoring in the buyer’s premium, the actual bid price
plus the buyer’s premium will be close to the actual
value of the property.

The disclosure of the buyer’s premium will give the

_ legal questions

bidders an opportunity to consider how much they are
willing to pay for a parcel of real estate. The distinction
between the buyers premium and the traditional
commission is who is responsible for payment. At an
auction with a buyers premium, the successtul bidder
pays for all or part of the Auctioneer’s commission and
the buyer will need to bring additional cash to the
closing in order to pay this obligation. At an auction
without a buyers premium, the seller will pay the
agreed upon commission to the Auctioneer in the
traditional manner.

The use of a buyer’s premium is a generally accepted
practice. Even though the high bidder may be paying for
the Auctioneer’s commission, the Auctioneer represents
the seller. (The Auctioneer cannot represent the bidder at

the same time, because it would create a conflict of
interest.) If a bidder desires to be represented during an
auction with a buyers premium, they can engage the

services of another Auctioneer, broker, or attorney to

represent them during the submission of their bid.

The fact that the successful bidder is not represented
in the sale does not appear to be a basis to invalidate his
or her bid. Unless the Auctioneer fails to properly
disclose the buyer’s premium, the successful bidder is
responsible for paying the premium as a term of regis-

tering and submitting bids at the auction.

Kurt R. Bachman is an attorney and licensed auctioneer from
LaGrange, IN. He can be reached at (260) 463-4949 or

krbachman@beersmallers.com

You can learn the secrets to a GREAT Bid Call!!

Discover what it takes to be a CHAMPION Auctioneer and be
MORE SUCCESSFUL and MORE PROFESSIONAL in the auction business.

\
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The Auction Industry
Software Authorlty

Online or in person...

On the road or at home...

Large auction or small...

Whatever you sell and wherever you are...
CUS has the right system for you!

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

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

CUS puts it all together for the professional auctioneer!
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President’s Chat

How can you convince a seller to accept

a bid lower than they desire?

One of the questions posed NAA President Thomas Williams, CAI, in his

March “Online Chat with the President” was “How can you convince a seller to
accept a bid lower than he desires, in an auction subject to seller confirmation?”

Williams said the key is that “This discussion needs to be at the very

beginning of your dealing with the client. You have to explain that a seller
must have reasonable expectations, and that the auction method only gives
a true reflection of the marketplace at one point in time. The price is driven
entirely by the product. The product may be very popular, average, or below-
average popularity... Also, tell the seller that the longer he holds the

property, the more expensive it is for him. Every 30 days the seller’s costs go
up 1.5 percent. So if it’s a house he has a $100,000 ofter on today, he will
have to add 1.5 percent on that price next month to stay even with the price
offer he has today.”

Q: PLEASE UPDATE US ON THE SEARCH FOR A NEW
CHIEF EXECUTIVE OFFICER, SINCE BOB SHIVELY WILL BE
LEAVING IN AUGUST.

A: The NAA board’s executive committee received 65 applicants for the job.
The quality of applicants exceeded our wildest expectations. We narrowed
the field to 12 and then to four. These final four will be interviewed in
person when the board meets in Seattle, WA April 20-22. Also attending that
meeting with the president of the National Auctioneers Foundation and the
president of the Auxiliary to the NAA. Now we'll just have to figure out
which of the four is the best of the best.

Q: WHAT IS THIS PARTNERSHIP BETWEEN NAA AND USA
TODAY?

A: USA Today has a new section each Friday called “"Auction Mart” that
features ads for real estate auctions. This gives the entire auction world a
tremendous amount of exposure. The banner at the top of this section has
the NAA name and our website and the www.auctionmls.com website. This
will drive many people to the MLS site. And, it doesn’t cost you anything to
ost on that website. The website is a tremendous opportunity also. It will
develop a worldwide audience for Auctioneers and our potential buyers.

Q: HOW ARE PLANS SHAPING UP FOR CONFERENCE AND
SHOW TO BE HELD IN NASHVILLE, TN THIS JULY?

A: Very well. The registrations and hotel reservations are coming in well. The
educational opportunities are great and there will be a variety of tours. I will
also mention that Memphis, TN is not far from Nashville, and I encourage
our people to visit St. Jude Children’s Research Hospital in Nashville. The
hospital is the official charity of NAA and going there to tour the buildings

is a life-changing experience.

You can easily listen to all the questions and answers discussed in past

WWW.AUCTIONEERS.ORG

President’s Chats by visiting www.auctioneers.org. Go to Members Only
section, log in with your ID and password, then look in middle-right are of
page for “Member News” section and click on date of the “President’s Chat
Archives” you wish to hear.

To join the next President’s Chat, all NAA members with email addresses
will receive an email, early in the day of the chat, with instructions on how
to log in. In the middle of that email message is a live link called “Click here
at 6:45 p.m to join the chat”....” link and it takes you directly into the chat.
You would then need to hit the “join” button and enter your first and last
name and e-mail address. You will also have to download software prior to

the link so you can view the streaming video.

An easy method is also to listen by telephone, but persons listening by
telephone cannot pose questions due to technological limitations. To listen
by telephone, call 1-303-928-3281. When the automated voice answers, it
will say “Welcome to Conference Depot. Enter the room number of the
conference you wish to join.” Then punch in 5418085 and the pound sign.

World Wide
College of
Auctioneering

Since 1933 Mason City, Iowa

Do You Know Someone Who
Wishes to Become An Auctioneer?

Come To World Wide

We’ll make Them Auctioneers

“I 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.worldwidecolle eofauctioneerin
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IRC

[nternational Ringman Championship recognizes the
important role of ringmen

Ringmen play a
vital role and have
significant impact
on the success of

The

National

an auctlon.

Auctioneers

Association S
Carrie Stricker is director  excited to
of Conference and Show recognize  their

W TEEARR efforts and reward

them for a job well done.

With overwhelming response from its
debut in 2007, the International Ringman
Championship (IRC) will be back for a
second year at the 59th International
Auctioneers Conference and Show.

The IRC will take place in conjunction
with the National Auctioneers Foundation
Benefit Auction on Wednesday, July 9, at
the Renaissance Nashville Hotel. The top
ringman will be awarded a $5,000 cash
prize, a championship trophy, and champi-
onship ring sponsored by the Professional
Ringmen’s Institute,

Ringman contestants will be judged on
their professionalism, performance, and
the crowd and the

Auctioneer. The contest entry deadline is
May 30, 2008, at 5 p.m. (central time).

interaction with

To support the National Auctioneers
Foundation (NAF), we encourage all
Conference and Show attendees to donate
an auction item to the International
Ringman Championship. All proceeds
from the event go directly to the NAE A

The IRC will take place on

Wednesday, July 9, at the
Renaissance Nashville Hotel
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Angie Meier is the 2007 IRC champion.

succinct amount of time will be available
for the select few who still enjoy selling
their own auction item during the benefit
auction portion of the evening, directly
following the IRC contest.

The IRC Contestant entry form and the
NAF Benefit Auction donation form are
available on NAA’s Conference and Show
website at
www.auctioneers.org/conference2008 and
can also be accessed by using the new Fax
on Demand option. Simply call (619)
491-2944, enter your information, and the
forms will be faxed directly to you.
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Talking
the Talk

From TV news
anchor to
Auctioneer, Bill
Menish tackles a
new profession

Story reprinted with permission from Ranch and Coast
magazine

Betty Bottor bought some butter but she said this
butter’s bitter. If 1 put this bitter butter in my
batter it will make my batter bitter. So she bought
a bit of better butter, put it in her bitter batter,
made her bitter batter better. So it's better Betty
Bottor bought a bit of better butter.

Bill Menish’s face brightens with impish delight
as he delivers these lines without skipping a beat.
Sitting in front of a crackling fireplace in the
living room of his Poway home, near San Diego,

CA. The morning news anchor for NBC 7/39

finishes the tongue-twister with a satisfied grin.

“Betty Bottor” is just one of the alliterated chants
that Menish practiced during his time at auction-
eering school. He also learned how to work the
audience, always keep his cool on stage, and bring in the big bids.

He wasnt honing the auctioneer’s craft as part of another
memorable story for the morning news. On February 29, Menish
left his position at NBC to pursue a new career as a professional
auctioneer, a significant leap on a most appropriate day.

Getting into auctioneering was a happy accident, says Menish.
“T'd been emceeing for ten years. When I was a reporter, nobody
cared, but as soon as [ became an anchor, people wanted me to

28
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Bill Menish

emcee their events. Eventually somebody said, ‘Hey, will you also
be our auctioneer?’”

Menish grew up in the Midwest, going to auto auctions with his
dad, so he knew what auctioneers sounded like: fast and smooth-
talking. When the first nonprofit asked him to lend his charisma
and oratory skills behind the auctioneer’s podium, he warned that
he wasn't very good. But he kept at it, and organizations kept

asking him back.

——
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Three years ago, Menish auctioneered Scripps Cancer Centers Scripps
Spinoff with an Orange County auctioneer named Chuck Dreyer. The two
helped bump the fundraiser’s yield from $750,000 to $1.3 million. Dreyer
told Menish hed missed his true calling, but Menish — still passionate
about his longtime career in journalism — took it as a compliment and
little more.

Then, as fate would have it, the National Auctioneers Association held its
convention in San Diego this past summer. Menish called them up to
express his interest and they encouraged him to come on by.

The auctioneers at the convention, says Menish, “were the nicest, most
giving and caring and embracing and card-handing-out people that I've
ever met in my life, even more so than television news!”

From there, Menish did things in reverse order, signing up for an intensive
course in benefit auctioneering before receiving any general training.

“I was the only one in there who couldn talk fast,” he recalls. “But I
learned so much about how I could benefit nonprofits during this three-
day session. [ walked out of there convinced that Chuck Dreyer was right:
[ either had a dual calling or I had missed my calling. Because I knew that
[ wanted to do this.”

Menish completed satellite courses through. the Worldwide Auctioneering
College — a school known for turning out champion auctioneers. Now
that he had solid skills, it was time to make a tough decision.

As a journalist, Menish couldn take paid auctioneering jobs because it
would represent a conflict of interest. But as a morning anchor at a major
station, a career pinnacle in local broadcast news, he didnt have much
room to grow professionally without leaving San Diego, where he and his
family — wife Dorothy and daughters Kylie and Madison — are happily
settled. (Menish also took into account the fact that for years he’s been
waking up every morning at 2:30 a.m.)

He decided to pursue his missed calling.

Menish since has launched his own auctioneering firm, employing
freelance auctioneers when there’s more demand than he can meet on his
own. He’s also working closely with his wife, who runs a video production
company, to create innovative presentations for fundraisers. For example,
he recently auctioned oft a ride behind the rear steering wheel of a fire
truck, and to generate interest showed a video of a woman whooping with
glee as she turned the wheel on a gleaming red rig.

It all adds up to big dollars for worthy organizations, and for Menish — a
tongue-twisting heckuva good time.

Story by AnnaMaria Stephens, photo by Kristy Ann Mann.
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Your Keys to
Auction Success

e Rapid Turnaround Print Marketing
For postcards, auction brochures, flyers, or company
literature—we get the word out—fast!/

e Custom Design
Specific to each auction—machinery, heavy
equipment, art and antiques, real estate, farm
equipment, and more!

e Mailing & Shipping Services

We can direct mail to your customers or ship anywhere.

e Any Quantity
We offer digital short-run print options as well as
traditional offset for longer runs.

¢ [nternet Services
Full service in-house Web programming, design,
and development.

Regional Sales Manager

Bruce Hindrichs
brucehindrichs @ industrialpublishing.com
888.431.3046

Division Manager

Steve Holden

steveholden @industrialpublishing.com
800.823.9118

 INDUSTRIAL NAA
PUBLISHING, INC. &=

2895 CHAD DRIVE - EUGENE, OREGON 97408
800.929.2800 « FAX: 541.342.3011 » www.industrialpublishing.com
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Some auction items pose special
dangers for Auctioneers and [/ _

any items that sellers want sold at auction «_

Story by editor Steve Baska _
s pose dangers and special challenges for

Auctioneers and their staffs. These so-called "Red

Flag" items should raise concerns as soon as you learn about them.

.
These items can be especially tricky, complicated, or even illegal to sell. You have
to consider special state or federal laws that apply, ethical situations and conflicts among

the parties involved, and even the impact on your reputation (for example, you may be the target of negative press
coverage for selling Nazi or Klu Klux Klan items in your community).

To find out which items ring warning bells for Auctioneers, NAA send an email blast to all members asking for their
input. This story shares their replies with you. We asked for comments on items for all types of auctions, except real
estate. That includes estate and consignment auctions, art and antiques, autos, benefit auctions, coin, commercial and
industrial equipment auctions and others.

Our email said examples can include: ivory, endangered animal species (e.g. bald eagles), military medals (regulated by
Federal law), pharmaceuticals, firearms and ammunition, specific types of artwork, personal items such as love letters or
boudoir photos that may embarrass family members in an estate auction, and more.

This story is not intended to provide a full explanation of how to handle the auctioning of dangerous items in every
state. Law often varies by state and by federal agendy. Always consult experts in your state. This story gives NAA
member feedback, intended as a guide for your own research. Letters are edited for space and readability.
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Stuffed birds and animals

Where I live, in Kentucky, it is illegal to sell a mounted/stufted
bird/fowl. I also wonder about old mounts from early 1900s of legally
taken animals on the endangered (or extinct) species list.

However, I see mounted birds (pheasants and quails) oftered for sale
through magazines and other trade publications. I know some persons
who have a mounted red-tail hawk, a screech owl and a great-horned
owl that are old mounts, "pre-ban". [ would like to know what the
rights are to own or sell or even give-away.

[ could see the following scenario: A person might put his in will an
order to liquidate his estate solely to his children, and his children "by
invitation" are the only persons permitted to bid. Said person may have
been quite a hunter or may have raised fighting roosters (if in a state
permitting such) or award winning chickens or ducks, parrot/parakeet,
etc., and had such mounted. Several of the children might want to
"purchase” a prize mount.

[n this event: Can a private auction be conducted of these
mounted/stuffed birds/fowl? Could they be sold in Kentucky (as is non-
public auction)? Can they be sold period?. What if the auction were
conducted in a state that permitted the sale of stuffed/mounted
birds/towl. Could an heir from Kentucky purchase and bring "home"?

Liquor: license needed?

Perhaps the most common red flag item we see at estate sales is liquor.
When selling liquor at any auction, I have often heard that the
Auctioneer was selling the cabinet, and the contents were being given to
the buyer of the cabinet. I do not know if this is okay, but this seems to
be the way it is handled often.

Neal VanDeRee
Auctio nMdg@aof. com
Venice, FL

We do not sell any bottles (even collector's bottles) if they have liquor in
them. Watch out for old bottles that have homemade wines etc. in
them. The Feds don't let you sell any liquor, even homemade wine is
not allowed to be sold without a liquor license. If the seller does not
want to dump out the liquor, we do not sell the bottles. Most of the
time the seller will have already opened the bottle and they will allow us
to dump the contents and sell the bottles.

James L. Johnston
Madison, MO

FOR MORE INFORMATION:

In the Auction Law magazine sent to you with last month’s issue of
Auctioneer, attorney Kurt Bachman writes that “First state and

Craig A. Stanfield ~ federal law may require that an Auctioneer be licensed or have a

Kentucky

Many people are unaware that most migratory waterfowl mounts are
illegal to sell. So a seemingly harmless mount of a goose is illegal to sell.

We once sold two early 1900s Rhino heads which were legal to sell as

long as they were not transported across the state line by the buyer.

O] Pratt
Pacific Auction Companies

FOR MORE INFORMATION:

Talk to an attorney or bar association in your state for specific laws.
Call your state legislature and ask for the appropriate legal agency.

Also Lianne McLeod, DVM advises regarding laws of sellmg
exotic pets, “Do not rely on information you
find on the Internet, as sometimes infor-
mation is out of date or incomplete,

and local laws (e.g. city by-laws) may

supercede wider (e.g. state, provincial,

federal) laws.

Providing advice in this area gets very
difficult because of the lack of consis-
tency in laws...Some states have strict
laws over exotic pets; some have none).
The next level to check is federal
(country wide). In the US a United
States Department of Agriculture
(USDA) license might be required so

contact the nearest USDA office,” she
advises on www.about.com.

WWW.AUCTIONEERS.ORG

permit to sell alcohol or liquor. Whether is license is required usually
depends on whether an Auctioneer is simply conducting an estate
auction or regularly engaged in the business of selling beers, wines,
distilled spirits, or other alcoholic beverages. The federal agencies
involved in enforcing federal laws are the Bureau of Alcohol,
Tobacco, Firearms and Explosives (AFT) and the Alcohol and
Tobacco Tax Bureau (TTB).”

He adds that “Before an Auctioneer sells any decanters filled with
original liguor, he or she should generally disclaim the quality of the

contents. Even with seal intact, the liquor may not be of the quality
the bidders expect.” To see the full text of Bachman’s column about

liquor, see page 112 of the Auction Law magazine you
received,

Another resource is to contact your
state Alcohol Beverage Control
Board, a division of your state
government, for most current
laws in your state.

» continued

__ coverstory
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comPUte ¥S: Wh at’ S excepted, because ALL titled Items must be sold with the title and the

person that is buying the item get's a copy of the title before the auction

on the ha rd drIVe? house can process it. Once you are a Class D Broker you are required by

law to do all the paper work processing from the customer through the

[f the computer is functioning, then that means that it still has its hard

drive. What is on that hard drive? Could it be personal information Secretary of State.

belonging to the owner/seller or in a business liquidation auction All of these things in combination can pose a danger to any auction

perhaps personal information belonging to that business’ customers or company. If you are selling more then four vehicles in
clients. Even if that hard drive is "wiped clean”, which can be expensive your calendar year without a license and the state finds

if done by a computer technician, can information still be recovered by a  ou, they will come down on the owner of the auction
skilled technician? But then if the hard drive is removed, the computer  house with fines and penalties. If you are a Broker you
Wlll not fUﬂCtiOﬂ '&fld it Wl” SE‘” FOf COﬂSidefably IeSS. Sl.lbjﬁ(:t yourself to customers being able to ﬁle |

Joe Gribbins complaints and the state coming in to follow-up (even if
Auctioneer/Broker.

e they are unfounded). If there is an auction company like
Louisville, KY

us, we are a smaller auction company, we had to set up a
whole new department to handle the title and regis-

Computers with questionable or personal content on hard drives is a red

flag. It is always best to advise the client to remove the hard drive, as tration department.

merely removing the files is not a complete solution. My personal advice for selling these items is make sure

Robert Mayo, CAI" vy have your license. Also, find someone knowl-
Kansas City, MO

edgeable in the title or registration department. Call the
state, they offer classes to dealers on a regular basis and
they have great information. Start early on applying for

VGhiCleS: aUto bro ke r,s Iicense may your license since it does take some time for everything
be n eeded to come together. e

The sale of titled Ve.hic.les,/ vessels/ ORVs are red ﬂags. We were notified Wyne Bioncrofi. Auction Service
from the state of Michigan (each state may be different) that we needed Buckley, MI
a Class D Auto Brokers License if we were selling more then four

vehicles within a 12 month period.....note that I didn't say calendar FOR MORE INFORMATION:

year, because in the small print of the Secretary of State it is stated that

Contact your state’s Department of Motor Vehicle
website and go to the occupational license section.
[t's a long process to get your Class D License and can take up to six The California State government’'s DMV site says, for
months. As of 1992 all ORV's in the state of Michigan are titled and are  instance, “Welcome to the DMV Online
to be sold with the title, it gets a little tricky when they come from other  Occupational License Information System. Changes
states ie: Illinois, Indiana etc. where they are not required to be titled. to Occupational Licensing information are updated
daily This system offers information for these
business categories: ATV School, Dismantler,
Distributor, Driving School, Lessor-Retailer,
... Vehicle Dealer (including
Autobroker).”

it's a 12 month period from when you sell your first vehicle.

This item 1s a very BIG Red Flag for our
auction company, and should be for any
Michigan Auction company that

sells vehicles. The first thing
with being a class D broker

and taking in cars on

If needed, call the DMV
office to clarify if you

_ need a state licence, or
=\ also ask an attorney.

consignment, 1s making
sure that the person selling
the titled item is the same

person on the title, if they |
don't have a title or the title Y \ s o
Is in someone else's name it .
must be taken care of prior to the
sale. NO application for title can be
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Military
medals: federal

laws have been
unclear

One category that concerns me are military
medals. We show these to family members,

owners or executors before they are put up for public
auction. Most auctioneers that handle estates and normal household
auctions find these items put away in trunks, dresser drawers and various
other places. We have a lot of military memorabilia collectors in our area
and many of these items are worth a considerable amount of money.

Are we supposed to destroy them, turn them over the governmental
authorities or just how do we handle them. If proper disclosure of the
discovery of these items is given to the sellers and permission is given
from to sell those items, why is it illegal to sell them? What type of
penalties can be given to auction companies than unknowingly sell these
items? We need some type of guidelines and other information to keep

us out of trouble.
Jim Folger
Williamsfield, IL

BACKGROUND:

The April 2007 Auctioneer Magazine featured a story from

Antique Week that said “A new federal law designed to preserve the
integrity of war medals and decorations has created chaos within the
colleting field of militaria. Auction house owners are confused by the
law also, causing some to cancel auctions.

Many collectors, dealers and historians believe the Stolen Valor Act,
signed in to law on Dec. 21, makes it illegal to sell, purchase or even
advertise any military decoration or medal....Congressional
lawmakers tried to craft a law to stop imposters from posing as
military veterans and heroes, including when imposter wear
uniforms and medals they purchase. But the language in the law 1s
unclear, and some top collectors and dealers are not taking any
chances on selling medals.”

For the latest information and interpretation of laws affecting
military medals, contact an attorney in your area who can research
federal and state laws in your region.

Firearms

Some Auctioneers and/or state associations suggest we can auction for an
estate without an ATF (Fed Bureau of Alcohol, Tobacco, and Fireams)
License, some say we cant. We've found a very simple solution that
eliminates the question entirely. For any estate auction in which we have
any short guns, more than one or two long guns, or any other

questionable weapon, we simply call a local licensed firearms dealer in
advance and invite them into the sale. In return for handling
background checks and transportation / transfer of firearms from the
estate to the buyers, the buyers agree to pay a small fee (usually $25 in
our case) to the invited dealer at their store for the background checks
and transfer paperwork. (We state all this in the catalog listing, and
announce prior to the sale, so all buyers are clear about this before

bidding.)

A dealer is usually happy to participate because: they love looking at
guns, the added exposure for their name, and the added in-store

business when the buyers come to pick up their purchases. In my
opinion this has never adversely affected bidding, as just like a buyer’s

premium, its all part of the fun of attending an auction and getting to

name your own purchase price.
David Staples, CAI-CES-15A
Licensed VA ¢ NC Auctioneer

A red flag for us here in Pennsylvania is dealing with estate firearms that
are not considered antique (after 1898). While we are a licensed FFL
holder, in our state there are two issues that pose a danger to our
licensing.

The first 1s that while we as auctioneers need to be licensed to sell
firearms on our premises and, of course, complete all associated required
federal and state paperwork; however, if the auction is onsite then the
Auctioneer is not responsible for making sure the paperwork is
completed, and no license is required. This creates confusion for all
members of the auction community, and frustration for those of us who
do have a facility and must make sure that we complete everything to
the letter of the law.

The second issue related to firearms happens when they come from an
estate and perhaps a bank trust officer or attorney is the executor. If the
firearm is not sold (perhaps it hasn’t met a reserve) then paperwork must
be completed before the gun is released back to the estate. Yet, the trust
officer or attorney is not the actual owner nor do they desire to take
possession of the gun, but legally the firearm cannot be released without
paperwork. In each case, we make sure that we thoroughly explain the

legality of selling firearms. We have also tried to educate our clientele
about buying and selling firearms. We have ended up using this as a

marketing tool.
Heather Fowler
Gateway Gallery Auction

The one thing that should be carefully considered selling at auction
would be firearms. We have a federal firearms license, so it is not a
problem for us. We are always sure where they come from because this

1s a small town.
Ralph E McClernan

» continued
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Firearms license, or a Permit to Carry to purchase shotguns or long
rifles, just handguns. We do require the buyer to provide one of those to
purchase any firearm. We run into some, but not much resistance to
this policy.
Byron L. Menke
[reynor, IA

FOR MORE INFORMATION:

Consult the Auction Law magazine sent to you with last month’s
issue of Auctioneer. In this special issue, see pages 67-68 for legal
columns about firearms’ licensing and laws. In those columns,
attorney Kurt Bachman writes “Sales of firemarms is a particularly
complex area of auction law, primarily due to the high level of
governmental control..” A question is addressed to him asking that
“If an Auctioneer only occasionally offers firearms at a consignment
auction, does he need to have a federal firearms license?” (A
situation faced by many Auctioneers).

Bachman answers that a key component considered in whether you
need a license is if you take “possession” of the firearms in your
auction. He answers that “Even if you do not take physical possession
of the firearms, you may be found to have some type of constructive
possession. You should contact an attorney licensed in (your state) to
discuss your obligations under all applicable federal and state laws
before selling any type of firearms. In order to protect yourself, you
should obtain a federal firearms license or engage the services of a
licensed dealer to ensure compliance with the law and to complete
the transaction.”

Auctioneers should also be aware that they can contact their regional
office of the Alcobol, Tobacco and Firearms for information. A list of
the offices is available at www.atf.gov.

Family photos, memorabilia,

As the prior auctioneer for the State of
California, County of Sacramento - Public
Administrator's Office. I can recall one
particular auction of a warehoused estate
that I was selling. Our team was very
diligent about previewing and taking
inventory of boxed lots that frequently
contained unique family memorabilia. At

this particular auction I recall pulling the
boxed lot off the podium when it was brought to my attention that such
items existed in that box. Immediately following the auction, a woman
came to me in tears and related how her uncle had the only know

familial images of her family... the ones we pulled off the block. She,
being quite poor, was able to reclaim these items from the County and

keep them where they belonged: in the family's possession.
Nicholas Varzos

Exclusively Auctions, Inc

Adult magazines are a red flag. Although they sell well, and I have sold
boxes of Playboy magazines to a local priest at auction, we did have a
complaint once about a box of vintage Playboy magazines from an
online bidder. We no longer offer those items online. And, the box is
still in one of our safes. You might also mention adult videos. We have
sold out many video stores, but these adult videos did not pose a

problem. We sold the adult videos in a separate ring.
Joe Soderholm

SUGGESTED SOLUTION:

“Personal items and photos are always turned over to family
members or executors for their permission to sell them. Some of these
items do have some pretty good value,” said Auctioneer Jim Folger, of

Williamsfield, 11.

Chemicals

Chemicals, such as herbicides, pesticides and
insecticides that we run into with farm
auctions are red tlags. Our new policy is,
because we don't have a pesticide or appli-
cator’s license, we won't sell these bulk
quantity items. However, these items can be
purchased at the local hardware, Wal-Mart, HomeDepot, or Menards in
small quantities for home and garden use, so we are concerned about

whether or not those small quantities are allowed.

Byron L. Menke
Treynor, IA

FOR MORE INFORMATION:

Contact your state’s Department of Health Services or look for a
section on its website that reads “chemical laws,” or “rules and
regulations.” The Texas Department of Health Services website, for
example, says that “A person may not sell an abusable volatile
chemical at retail unless the person or the person's employer holds, at
the time of the sale, a volatile chemical sales permit for the location
of the sale... To be eligible for the issuance or renewal of a volatile
chemical sales permit, a person must (1) hold a sales tax permit that
has been issued to the person;(2) complete and return to the
department an application as required by the department; and (3)
pay to the department the application fee.

Another resource is your state auctioneer licensing board, a division
of your state government.

—————
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Nazi and KKK items

I, like most auctioneers, am asked from time to time to sell sensitive

items that may stir passions. Ku Klux Klan memorabilia and Nazi
military collectibles are two items that fall into this category, and which
have presented me with several decisions to make.

As a former history teacher, I believe these kinds of items belong in
public auctions and should not simply be relegated to museums. I often
announce that such pieces must be viewed in their historical context,
and are not being displayed and sold to “glorify the cause”, but rather to
educate — and help us remember. Both KKK and Nazi memorabilia
strike sensitive nerves, but I believe those ignorant of history are
condemned to repeat it! Stuff squirreled away in a museum for
academia often doesn’t have the impact for discussion of items displayed

in a public forum like an auction.
Jack Hamblin

Pennsylvania

Nazi memorabilia and black memorabilia or collectibles items can be
offensive to many people and it is important to represent them in their

proper historical context.
Robert Mayo, CAI
Kansas City, MO

Items at benefit auctions

At charity/benefit auctions it is quite common to see lovely baskets of
wine and cheese being offered. In New Hampshire you need a  permit
to sell alcoholic beverages. There is also the danger of an underage
winning bidder. I warn my clients to get a permit for selling alcohol
and check the ID of the winner before handing over the basket.

My advise is caution and be aware of local laws.
Richard Berman
Nashua, NH

At a charity auction, many organizations would like to offer a
cute and cuddly puppy. At least in the State of Texas (and
maybe several other places) it is illegal to sell a dog or any

animal unless the owner of the building/establishment
gives their personal approval. In other words, if
you are doing a charity ball at the Hilton, the

beforehand. Other possible problems with offering animals is the
concern about who will purchase the animal and many animal groups
have a problem with this. If you are doing an auction at the school or
church etc., best to have someone personally responsible for the animal
that will check up on the family and the pup for several months after-

wards. ..
Linda Welsh, AARE, BAS, CES, GPPA,
Linda Welsh Auction & Realty Group

A big concern at benefit auctions is puppies! Have the bidders been pre-
qualified? How? Have they had the pet in their home for a test week
already? Are they current or former pet owners? How drunk is the
bidder? What procedures are in place to check on the pet post-auction?
What procedures are in place to remove the pet from an inappropriate
buyer? How much will the pet be handled-often excessively-the night of
auction? Not to mention the ethical questions of selling a pet from a
breeder when millions of pets are euthanized, or the possible negative
publicity or even picketing by the local Humane Society. I know other

auctioneers who think adding a puppy to a charity auction is great, but
to me it says RED FLAG! Fur coats have some similar concerns: how
the animal pelt was obtained, (bred to die for fashion?), outside chance
of protest or negative publicity, and inappropriateness for the crowd (try
selling a full-length mink in Florida!)

Jenelle Taylor

A benefit auction red flag is when an organization presents items to be
sold in the live auction that are “donated” with a wholesale

contingency and minimum bid condition. In this

» continued on page 44

owner of the Hilton (not the manager or the
charity organization) must OK the sale
: #j_:,.
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NAA News

Stay in touch with
the latest news from

NAA Headquarters

PUBLICATIONS
New live auction
book by NAA

available at 40%
discount

A new book that became available in
bookstores nationwide April 7 gives
detailed information for buyers and sellers
on how to succeed at auction. 7The
Complete Idiots Guide To Live Auctions,
written by the National Auctioneers
Association, explains in simple terms the
auction procedures, bidding strategies,
types of auctions and other details that
auction attendees, buyers and sellers want
to know to be successful.

NAA members can purchase the book at a
40 percent discount off the $16.95 retail
price by ordering from the publisher’s
website at  www.idiotsguide.com. When
ordering (“adding your cart,” on the

website), the prompts will direct you to
enter your special members-only code. At
that point enter NAA40 to get your 40%
discount. NAA expects many members
will want to buy multiple copies to have
available for the public in auction
company offices and other sites.

The book is also available in all major
bookstores, on Amazon.com and other
outlets, but the 40% discount is only
available on the Idiot’s Guide website. The
book is another in the highly-successful
series Idiot's guides that explains business

and personal topics in
step-by-step manner so
beginners can under-
stand and so veterans

can learn updated
information.
The book includes

stories and advice from
many NAA members.
The text was reviewed
by a committee of
veteran NAA members
before publication.

Then book

insider  stories

contains

from
Auctioneers on how auction work. The
3000-page book has 22 chapters. Chapter
] tells how live auctions differ from other
sales and what draws bidders to auctions.
Chapter 2 tells the myths and misconcep-
tions that still exist about auctions, such as
“All auctioneers talk fast.” Chapter 3
explains the roles of Auctioneers, ringmen,

clerks, bidders and all people at auctions.
Chapter 4 describes the auction settings,
from an auction house and barn to outside
locations. Chapter 5 explains how to find
auctions and decide to attend, including
details on catalogs and previews.

Chapter 6 explains how live auctions work,
from registering at the door to under-
standing the Terms and Conditions, to
bidding and final checkout and item
pickup. Chapter 7, highlights technology
at live auctions today, including big video
screens, live Internet broadcasts, and live

.-1'4% o

’ ;w The National Auctioneers Association
| i= www.auctioneers.org

A must-have resource
for buyers and sellers—
from opening bid
to final sale

The Complete Idiot’s Guide to Live Auctions

cameras at auto auctions. Many auction
enthusiasts will turn right to chapter 8 of
the book to find out how to bid. This
chapter explains the several types of live
bids, how to be sure of the quantity you are
bidding on, house rules of bidding, the
strategies of bidding, how to read your
competition, how bid in synch with the
ringman and Auctioneer, and how to
determine how much you should bid.

Part two describes how to buy successfully
at each major type of auction (art and
Antiques, Personal Property, Estate, Real
Estate, charity, Automobile auctions, farm
and livestock auctions. Part three tells how
sellers can be successful, from evaluating
an auctioneer to singing a contract and
following through auction day. The book
also includes a glossary of auction terms,
resources (organizations, websites, publica-
tions) and sample forms (bidder regis-
tration card, consignment form).
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MEMBERSHIP
2008 Membership Directory also

available on NAA website

The 2008 NAA Annual
2000 Membership Directory is

? MEMBERSHIP
DIRECTORY

THE WORLD'S
| ARGEST ASSOCIATION OF
\UCTION PROFESSIONALS

'

bagged with this issue of

Auctioneer magazine, but

members should also know
that the most current version
of this directory can also be

1 -S054 ¥ B1-504-0251

found on

NAA - WWW.auctioneers.or

e oy ' s
eI A|l contact information in

the printed directly was
d current as of February 4,
The 2008 NAA Membership Directory

when the data was sent to the
printer to allow adequate
time for all preparation, printing and proofreading. Members who have
changed their contact information after Feb. 4 will see that reflected in

the directory listings on the NAA website.

NAA urges all members to make sure their address, phone numbers and
other contact information is accurate in the NAA database so that the
NAA annual membership directory contains your accurate information.
To check this, you can look on the NAA website and change your infor-
mation 24 hours a day. In case your information has some outdated
sections, you can change them in the required fields. The change will be
reflected by the next business day. You can personally change your
address, phone numbers, specialties and other details, but your name and
company name are locked from external access. If you wish to change
your name or company name, please call the NAA Member Services
Department at 913-541-8084, extension 15, and a stafter will change
those details quickly.

To change your information online, log on to www.auctioneers.org Go
to the Members Only section and fill in user name and password. If you
do not have a user name and password be sure and click on the link that

reads, "If you are a NEW member, a FIRST TIME user OR you do not

have a username/password, please sign up here.” Once you are in, you

will go to edit your membership information.

We encourage and appreciate your feedback in helping to make next
years Membership Directory even better.

BOARD OF DIRECTORS
Results of NAA board meeting

Results of motions that are voted upon at NAAs Board of Directors
meetings are published to keep the membership informed of issues of
importance. The following two motions were voted upon at the January
23 special board of directors meeting.

Approval of restructuring and repositioning of NAA for the tuture.

» continued on page 40

1011 N. FRONT
BOX 316
HUMESTON, IOWA
50123

| STANDARD FEATURES
| « complete slide-out unit with
vinyl flooring
o |+ 28”x84” double sliding windows
, B SSS— with lift out safety glass
SEp——— e | built-in amplifier with double
R - S microphone hookup and volume
control

« comes complete with one micro-
ShOWI] 1S our basm Auctlon Topper phone and four built-in speakers

By mounting this unit on your pickup, « interior completely paneled
you have the advantage of a self-contained  and finished

auction booth with sound system.

s o o i i T —— B e

» two large rear windows
| « two 12 volt receptacles

» 36” cab-over storage
compartment with locks
~ | and carpet bottom

| o full length wrap around
d counter on each side

-+ passport cab window
'« painted aluminum exterior

|« 5 interior and 3 exterior
L 12 volt lights

G b« full set of running lights
OPTIONS AVAILABLE

800-433_4159 U forced air furnace with

thermostat and automatic ignition
. . (no pilot light) and 30# LP tank

kesinc@iowatelecom.net . ;jj;jogen Lights

www.auctiontrailers.com - Additional 12 volt receptacles

Live audio &
Online silen:
Complete

Runs on your W
Unlimited auctic
No per auctior

No per auctnon '

ALREADY HAVE A WEB SITE?

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

Iater er take it all and have the st
~ auction web site ava:lable

LUJOHNS ENTERPRISES

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

ww.Bidder @
Central.con
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As an NAA member, you already know
the importance and value of education.

Now you can enjoy the freedom to

update your skills and earn valuable CE

credits when you want, where you want.

Now, you and your staff can enjoy
UNLIMITED ACCESS to NAA's ever-
growing library of seminars, webinars,
recordings of NAA Conference & Show
education sessions and International
Auctioneer Championships for only
$185 per year (Non-members $285).
That's less than a $.51 cents a day!

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

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

Fial e ki

ATLANTA REAL ESTATE
SEMINAR

Getting Started Right
Basics of Commercial Real Estate

Ethics, Professionalism, and Legal
Issues for Real Estate Auctioneers

Working with Sellers
Working with Traditional Bankers

Overview — Real Estate Auction
Technology

Tools for Successful Auctions

Successful 21st Century Real
Estate Auction Marketing

Legal Issues

Marketing

Types of Auction Properties |, I, Ill
Environmental Issues

CHICAGO REAL ESTATE
SEMINAR

The Ever Changing World of Real
Estate Auctions

Churches, Jails and Goldmines
Residential Sales

Qualifying Prospects — Selling
your Service/Walking Away

Real Estate Auction Proposal
Basics

Promotion and Sale of
Commercial Real Estate

Bankruptcies and Foreclosures
Growing your Business

ANTIQUES &
COLLECTABLES AND
APPRAISALS

Furniture Recognition
Appraisals

BENEFIT AUCTIONS

Setting Up and Getting Benefit
Auctions 2006 and 2007

Pump Up your Benefit Auction
Profit!

BID CALLING

The Care of your Voice

Vocal Techniques for the
Dynamic Auctioneer

Learn From the Champions — IAC
Winners talk about Bid Calling

BUSINESS

Valuing Your Business

Getting Started in the Auction
Business 2007

Advanced 1031
Selling the Auction
Environmental Issues 2007

Bring in More Business with
POWER Growth Strategies

Auction Day Customer Service
Are You Making Money
Working with Bankers

How to Create an Auction
Summary Report for the Seller

The Seven Irrefutable Rules of
Business Growth

The 10 “Ts” of Customer
Acquisition and Retention

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

Auctioneering Industry
eBay — Friend or Foe?

Great Ideas for Retired (or
Close) Auctioneers

Records and Trust Accounts

NAF Session — Understanding
Seller Styles

General Session 2006

CLERKING/CASHIERING
Cashiering Tricks and Tips

DESIGNATION SEMINARS

CAl Special Session with Dick
Ruhe

Using the GPPA Template and
the GE Asset Manager Program

GOVERNMENT
RELATIONS

Government Relations

INDUSTRY
FORUMS/DISCUSSIONS

Conversations with Dick Ruhe

Online Panel and Roundtable
Discussion

Great Ideas Forum
Auction Houses-Panel Discussion

LEADERSHIP

Leadership Institute —
Commanding Leadership in
Times of Change

Leadership Institute — Off-the-
Chart Leadership Results

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

LEGAL

Tips and Strategies to Avoid
Legal Claims

The Auctioneer’s Bible — Article
2 of The Uniform Commercial

Code
Ethics 2006 and 2007

Federal Laws Pertaining to
Auctions

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

LICENSING

Licensing Made Easier 2006 and
2007

Regular NALLOA Meeting 2006

MARKETING
The Best Affordable Technology
and Marketing 2007

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

Relating, Not Translating: How to
Market to US Latinos

Advertising

The Best Affordable Technology
and Marketing 2006

) n ars
YTI ME!

o

PERSONAL &
PROFESSIONAL
DEVELOPMENT

Staying Positive in a Negative
World

Human Relations and Stress
Stand Out

REAL ESTATE

Real Estate Auctions in South
Africa

Changing Real Estate Markets

Pitfalls Real Estate Auctioneers
Must Know and Avoid

Predictable Questions asked by
Real Estate Sellers and Buyers

Real Estate Auctions — A 21st
Century Vision

Mock Multi Parcel Auction
Auctions in South Africa

Ten Questions All Real Estate
Auctioneers will be Asked to
Answer

Selling Farm Land

Introduction to Multiple Tract
Estate Auctions

The Condo Boom — Pre-
Construction Auctions

RINGMAN TRAINING

Ringman Training Seminar

TECHNOLOGY

Innovation and Great Ideas in
Technology to Improve your
Auctions

Using Microsoft Office for your
Business

The Best Affordable Technology
and Marketing 2007

The Best Affordable Technology
and Marketing 2006

Technology 101

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

R

smns _Cuirently Available:
7 Real Estate Seminar — Chicago,

To register for the NAA Learning Center mail or fax to: NAA Education Institute, 8880 Ballentine, Overland Park, KS 66214
Phone: 888-541-8084 ext. 19,23 or 28  Fax: 913-894-5281 Email: education@auctioneers.org  Web: visit www.auctioneers.org

O NAA Members $185  © Non-members $285

MEMBER NUMBER: PAYMENT INFORMATION

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

FIRM NAME:

— CREDIT CARD NUMBER:

ERAITES EXPIRATION DATE:

CITY/STATE/ZIP
CARD HOLDER'S NAME (PLEASE PRINT)

E-MAIL:

WEB SITE: CARD HOLDER'S SIGNATURE:
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» continued from page 37

(1) MOTION: The NAA Executive
Committee will work with the Education
Institute Trustees with the principle of
developing a Board of Directors consisting
of the current NAA Board of Directors and
the Education Institute Trustees to be
elected by the membership and where all
staff report to one CEO.

Proposed by Rob Whitsit. Motion passed

unanimously.
(2) MOTION

The NAA Executive Committee is given
full authority to move forward in
contracting with an executive search firm
to begin identification of a replacement for
our current CEO .

Proposed by William L. Head, CAI,
AARE, BAS, CES. Motion passed unani-

mously.

(Details on the status of the CEO search
are described in the President’s Chat story
on page 25.)

MEMBERS IN THE NEWS
Megan McCurdy

Auctioneer Megan McCurdy, of Wichita,

KS was featured in WomenFocus magazine
recently. The story explained that she
works in the family business, McCurdy
Auction Service, founded by her dad
Lonny. She says it surprises most people
that she is an auctioneer in a male
dominated field. “I don’t usually hear

*A¢ a child of an auctioneer you are often
referred to as an auction brat,” she said. "My
brothers and | joke that we learned at a young
age that child labor laws do not apply to chil:
dren of auctioneers. As soon we were able o
work, we did a littie bit of everything.”

in the male-dominated business of auctioneer-
ing McCurdy is definitely a rarity. According 1o
the National Auctioneers Assoclation, 93% of
all auctioneers are male and only 1% are under
the age of 24. McCurdy, whose nickname is
“The Lady Auctioneer,” was born in 1983, mak-
ing her more unusual than some of the items
she salls.

McCurdy says it surprises most people that 8
she's an auctioneer “l don't usually hear people #
vocalize that | wasn't what they were expecting,
I but | can usually feel it,” she explained. "1 think ___5_51_;_ 4
age factors in on the expectations as well. Most — SEEEEE
} peaple don't come to a real estate auction
thinking they are going to have
a 24-year-old lady sell them
a house.”

a career in the family busi-
ness “I always knew what
my dad did was unigue,
but | never really
wanted anything to

But being the only
female real estate
auctioneer in the
area does have
some advantages.
McCurdy Auction
Serviceparticipates
; in  many benefit
" auctions throughout
the year. “Most
' people have never
' heard a female auctioneer
I so thev find it fascinating. |

do with it for my own
future,” she sald.” In
college | was work-
ing as many hours
as | could in the office
and began gelting
pretty involved. | started
to realize that | kind of en-
joyed the auction business. it
was something that had become

Megan McCurdy is featured in WomenFocus

magazine.

people vocalize that I wasn't what they were
expecting, but I can usually feel it,” she said
in the story. “I think age factors in on the
expectations as well. Most people don’t come
to a real estate auction thinking they are
going to have a 24-yerar-old lady sell them a
house.”

McCurdy said that “Most people have never
heard a female Auctioneer, so they find it
fascinating. I even has some benefit (organi-
zations) that ask specifically for me because I
am a female. I have been asked to do
auctions for women’s organizations such as
the American Business Women’s Association

and the National Ovarian Cancer
Coalition.”

McCurdy said she did not intend to go in to
the tamily business until she was in college
and was working in the family auction
business’ office and realized she enjoyed the
business and did want that to end. So she
obtained her real estate license in 2005 and
attended auction school.

ol Bob Humpal, cramer of the Fort Atkinson hay auction, markets a load of hay during a recent sale. Hompal says lis
.. | hay supplies have brought interest from buyers from as far away as Tennesses and Georgia. PHOTO JOSIPH L MU

| Livestock farmers feel
- sting of rising hay prices

Meanwhile, duiry farmen
Brian Dougherty of Wankoi
struggling with higher produ
cosis as prices for the hay m
w feed thewr cows have n
doubled from year-earlier ey

“You can find hay, but
are going 0 have o pay
s in pretty high demand,

e HAY PAGE |

Bob Humpal’s hay auction is featured.

business last month had never
been beper at his hay auction in
Fort Atkinson, with calls coming
in from buyers as far away as
Tennessse and CGeorgia looking
for good quality hay.

“We keep geiting more and
more customers and more hay

_+ | BY TERESA BJORK

5 prives. for com
and soybeans have
soared 1o historic
highs over the lasi
"1 18 months, lowa hay prices have
i followed the same upward trend.

“| creating both winners and losers  coming in. When the (hay) price 15
%1 in farm country. good, you get & jol of hay coming
Auctiopeer Bob Humpal said  in,” Humpal said.

MEMBERS IN THE NEWS
Bob Humpal

Owner of the Fort Atkinson (Iowa) hay
auction, Bob Humpal, was featured in a
front page story of the Spokeman newspaper
recently with a photo showing him
conducting the hay auction. Humpal says
limited hay supplies have brought interest
from buyers in Tennessee and Georgia.

(49 #
We keep getting more and more customers
and more hay coming in,” he said in the

story. “ When the hay price is good, you get
a lot of hay coming in. Iowa hay prices have
continued upward, just as corn and soybean
prices have over the last 18 months.
Humpal said prices for small, square bales of
high quality hay climbed as high as $250 per
ton in December, up about $100 a ton from
a year earlier. Weather and high-priced corn
are driving factors.

High hay prices have become a burden for
horse owners, especially those on a fixed
income. The story also said that it is
unlikely that farmers will increase their hay
acreage in 2008 even with the growing
demand and higher prices. Prices for hay
seed have risen nearly 50 percent from last
year, further discouraging an increase in
acres planted.

AUCTION CAREERS
Don’t miss the new
Career Section on
page /8

A new section called “Auction Career
Opportunities” debuts this month in the
magazine on page 78, and on the NAA
website, with job ads from companies
seeking employees and from individuals

seeking jobs. The deadline for the NAA to

receive advertisements is 5:00 p.m. CST

on the 5th day of each month for adver-
tisements to appear in the coming month's
edition. Categories include: Auctioneers,

Clerks/Cashiers,  Ringmen,  Other,
Available for Hire, and Auction Schools.

To submit advertisements:

*Send the NAA the exact wording you
desire in your
Advertisements are limited to 300

advertisement.

characters (a character is a letter or
word and does not include spacing).
Generally this is approximately 50
words.

* The price is $150 for a 1/16 page adver-
tisement (only size available). Your
purchase of the magazine adver-
tisement space includes a free listing
on NAA's Career website section for

30 days.

* NAA does not offer website only career
advertisements.

* Ads will be text format only. No graphics,

WWW.AUCTIONEERS.ORG
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company logos, or ready-made advertisements will be accepted for this
new section. The advertisements will be simple, uniform text advertise-

ments.

* Auction schools that are currently running display ads in the magazine will
get a free listing under the Auction Schools section on the Auction

Career Opportunities page in the months they run their display adver-
tisements.

* Career advertisements will not be recognized in the advertiser index

Advertisements can be submitted by e-mail, fax, or mail to Wendy Dellinger,
NAA Senior Manager - Corporate Sales at advertising@auctioneers.org, or
send faxes to (913) 894-5281. Text can be mailed to Wendy at 8880
Ballentine, Overland Park, KS 66214. Please include specific instructions
including the months which you wish to place your advertisement.

AUCTION BLOG
Wall Street Journal starts auction
blog, NAA members can submit info

on luxury homes

The Wall Street Journal and the NAA recently partnered to start a blog
highlighting million dollar homes being auctioned. The blog (a commentary

Interested in joining

one of the most
successful teams
in the industry?

style article) appears on www.wsj.com and features million dollar homes up
for auction or sold at auction since November 15, 2007.

NAA members with upcoming million dollar residential real estate auctions,
or recently held successful auctions are encouraged to notify the NAA for
consideration of the Wall Street Journal blog. The Wall Street Journal
developed the blog to market to their general readers. An average W3]
subscriber has an average household net worth of $2,489,200 and average
investments of $2,004,600.

This is a wonderful opportunity for members to capture the attention of
prospective bidders at "no cost” to sellers on a global scale.

To be considered for the Wall Street Journal blog, send the following infor-

mation to wsjauctions@auctioneers.org.

Please contact:

Dwight Toney
281.639.7653

*High-Quality Photos (Maximum of three photos)

- *Property Details (i.e. bedrooms, bathrooms, etc.)
*Location
*Auction Date
*Interesting Information About the Property
*Auction Company Information (including website)

*Property Website

MLS

Auction MLS website is growing
NAA recently launched a multiple listing service (MLS) designed specifically

for real estate auctions. As consumer interest in auctions grows, CONSUMErs

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

www.iranzon.com

are turning to auctions to buy and sell real estate. The newly launched
website, www.naarealestateauctions.com, provides consumers with up-to-
date information on real estate auctions taking place in their area.

» continued on page 57
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A - COME EARLY AND STAY LATE!
F We invite you to experience for yourself what makes Nashville special.
& It’s a city that resonates with life and vibrates to the beat of every kind of
song. It's a town that sizzles with American music, Southern hospitality,

unbelievable cuisine and a boundless spectrum of nightlife.
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HEAR THE MUSIC WHERE MUSIC LIVES
— We're proud of the title “Music City"—
nowhere else can

as Americana, country, rockabilly, jazz, blyes.
classical, gospel and ro

and club showcases a3 d

ifferent songwriter waiting
for the next big break.

HIT THE HALL — visjt the Country Music Hall
of Fame and Museum. Choose from over 100
top hits and burn your own CD. Music prevails

in Music City! You will see Permanent and changing
exhibits devoted to musical legends teaturing original
costumes, instruments, interactive exhibits, etc.

RIDE THEROW — Visit historic RCA Studio

B by taking a trolley tour of Music Row to the
famous recording studio where Elvis recorded
over 200 songs. Roy Orbison, Dolly Parton, Eddy
Arnold and many more recorded classic hits here. Not

surprisingly, the heartbeat of Music City is driven by
music—from country to classical.

VISIT THE HOME OF THE GREEK GODS —
In Nashville’s Centennial Park, you'll find the
world’s only full-scale reproduction of the
Parthenon in Athens, Greece. The Parthenon houses an
art gallery and museum as well as Athena Parthenos—at

almost 42 feet in height, it's the tallest indoor sculpture
in the Western world.

TAKEIN A SONGWRITERS-IN-THE-ROUND
SHOW — jt's simple. It's classic. It's uniquely
Nashville. In a city of working musicians
and songwriters there’s no better way to hear the
music. Typically called a “writers night,” several
singer/songwriters sit on stage accompanied only

by a microphone, a guitar and their immense talent.

These shows can be found in small, intimate clubs
like the famed Bluebird Café.

you hear such diverse sounds

ck ‘'n’ roll. Every honky tonk

KICK UP YOUR B0OOTS — At the Wildhorse

Saloon, they serve Up country that kicks! Take
a break from line dancing to enjoy the famous
Bar-B-Q. Daily lessons are free for those adventurous
enough to scoot onto the dance floor. Country’s
brightest stars often perform here, too.

VISIT THERYMAN AUDITORIUM — Sure,
it’s the “Mother Church of Country Music,” but
artists such as Jon Bon Jovi and Tony Bennett
regularly perform on its legendary stage. The world’s
greatest stars have performed at the Ryman, from
Caruso to Cash. Record your own classic song at the
Ryman Recording Studio and take a daytime tour. The
Ryman is open daily from 9 a.m. until 4 p.m.

TAKE A TIMELESS JOURNEY — The stars

of the Grand Ole Opry perform every Friday
and Saturday night. With over 80 years under its
belt, the Opry shows no signs of slowing down. It's the

world’s longest-running broadcast and features today’s
top stars along with country music legends.

SALUTE — Three U S, Presidents called
Tennessee home-Andrew Jackson, James K.
Polk and Andrew Johnson. You can revisit the
Past at The Hermitage, Home of President Andrew
Jackson. Polk is buried on the grounds of the historic
State Capitol building in downtown Nashville.

VISIT HONKY TONK HIGHWAY

— Tootsie’s Orchid Lounge, Legends Corner,

Second Fiddle, The Stage, Bluegrass Inn and
Robert’s Western World are al| experts at serving up

cool longnecks and hot country music. You never know
who you'll see in these Lower Broadway clubs in the
shadow of the Ryman. Willie Nelson, Kris Kristofferson,
Roger Miller, Terri Clark, BR5-49 and countless others
all began their careers on Honky Tonk Highway.
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» continued on page 44

arrangement the “donor” agrees to give the item with a condition that Why exactly does it pose a danger? Using the example of the boat: The
the organization can give the item with a condition that the organization bidder’s high bid amount is $20,000 and he thinks 100% is going to the
can keep any amount over a wholesale or set price. This arrangement organization that he supports, when in all actuality he only donated
usually shows up with organizations who wanted to have a luxury/high $5,000. Supporters become agitated and feel deceived when they find
end item in the Live Auction but no potential donor to gift the item out that the boat dealer was not actually a donor as listed in the catalog,
100%. Dealers or agents usually offer Auto, Boat, ATV’s, Art, Jewelry, but actually a “consignor”. The bidder’s motivation was to give to the
Sports Memorabilia, Vacations, etc. Example: A boat dealer “donates” a  organization’s mission and $15,000 left the room.

boat valued at $25,000 and the arrangement is that the organization can
keep anything over the bid amount of $15,000. The dealer is listed in

the catalog as the donor but the boat is really on loan until it sells. If the
boat sells then the organization pays the boat dealer $15,000. If the boat

For whatever reason, what happens if the high bidder wants to return
the boat and the dealer has already been paid the $15,000? The organi-
zation may have to pay for extras such as the delivery/pickup expenses.
[f any damage occurs while the organization is in possession they can be

does not meet the $15,000 minimum bid then it can be returned to the .
Teal held liable.
ealer.

What is your advice for selling this item? The committee needs to
evaluate the pros and cons of accepting this kind of arrangement. Is full
disclosure in the best interest of the organization and the audiences
motivation to give? If possible find an underwriter for the item and list
them as the donor with 100% of the bid going to the organization.
Give the boat dealer exposure at the event in front of all the organiza-
tions prime supporters in exchange for their arrangement.

If underwriting is not possible, disclose the arrangement in the catalog
while given the dealer acknowledgement for their support. With the
item description include: “Any bid over the amount of $15,000 will be
donated to the XYZ Organization”. Discourage “shill bidding” or
appointing a “designated bidder” from the committee.

Ask the boat dealer to have a promotion on their location advertising
the support for and relationship between them and the organization. A
percentage of any boat sold during the promotion time will be gifted to
the organization. In exchange for the promotion, exposure is given at

the auction event in front of all the organizations prime supporters.

To avoid complications and misunderstandings the organization should
document the arrangement in contractual terms so both parties know
their responsibilities. How to handle warranties, service contracts, and
any other add on items or post-sale expenses must be discussed. The
organization should consult a legal and tax professionals for specifics
details, and know their state licensing laws as well.

Auctioneers should have a contract written specifically for benetit
auctions. Protocol for items with minimum bids, reserves, consignment

terms or wholesale contingency’s should be included.
JillMarie Wiles, CAI, BAS
Beneficial Auction Services

Full disclosure to the audience about consignment items in a benefit
auction is critical because guests at a benefit auction assume 100% of
their bids go to the organization. This is such a strong assumption that
some bidders are surprised to learn that some of the auction items
revenue has to be used to pay for the food, the band or other expenses
not covered by the admissions revenue plus underwriting revenue.
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There are, however, consignment items that are right for a benefit
auction. If the consignment price is low when compared to the retail
value of the item, and if there is full disclosure that some of the top
bid amount will be paid out to the supplier of the item, then this

item could be very good for the benefit auction. Let’s take for y s @ I

A=

example the cruise line that provides a $4,000 seven day cruise to

the benetit auction and asks to be paid $700 if the cruise sells at the y

benefit auction. There is plenty of room between the payout amount
of $700 and the retail value of $4,000 for the item to sell at the benefit
auction and make good money for the organization. There are several
items like that available to benefit auctions. My firm has a list of about
200 items like that. But JillMarie is right. You have to offer the item
subject to a reserve price (to be sure the top bid amount exceeds the
payout amount) and, again, the disclosure that some of the top bid
amount will be paid out for the item is important.

Another item to be very careful about is a professional services item that
is very personal. One time a group [ was working with insisted the
group had a great item for their benefit auction and the group wanted to
offer it as a surprise at the auction. I should have known better. In the
middle of the live auction, they handed me a card for the surprise item:
$5,000 worth of psychiatric care! Of course, had I offered that item as
is, there would have been no takers, so [ said, “How many people know
someone who needs this item?” Several hands went up and I was able to
sell the item! On the other hand, I have sold a $5,000 complete set of

orthodontic services for over value.

Another item to watch for is an items that requires the buyer to pay
more money to claim or use the item. Example: the contribution of a
portion of a residential real estate commission. But here’s one I do like: a

$2,500 discount on the purchase of any vehicle on the car dealer’s lot.
Kip Toner
Seattle, WA

Lists of varied items

Some of the major red flag items that come to mind are items with no
clear ownership (i.e.; Divorce cases, Partnership splits, Third party sales,
etc...), collections of unusual items where the owner is still emotionally
attached. Native American artifacts and State of Federal artifacts/antiq-
uities. (Protected Birds of Prey Feathers, excavated artifacts, etc...),
firearms, especially fully automatic, and reloading supplies such as gun
powder.

Anything with potentially hazardous materials. (Fluid in tanks or barrels,

Asbestos, molds, etc...)
Roger Stockwell

roger @primetimeauctions.com

Jewelry and coins are red flag items. Those items are small and easily
stolen. Also, selling any items that may be stolen would compromise
your good name and reputation. The auction business is based on trust
and honesty. If that is compromised it is hard to repair, right or not.

WWW.AUCTIONEERS.ORG

My
advice
on selling
any of these ¢
items 1S to |
document who it
was bought from
and have them sign
saying that they own it
and have the right to sell it.
We always get a copy of their
driver's license with a picture of
the item and have them sign. It is

hard do know who the bad guys are.

They seem to be smarter than the good
guys!

[ have always stayed on the safe side of the fence by telling a customer
'T'll sell everything except those items." Sometimes this doesn't sit well
with the seller, but "When in doubt, leave it out.” If the customer says
okay, then sell everything but the red flag items. After the sale is over we
can alert your company so you may put out an alert to all other
Auctioneers and contact the NAA so they can put out an even larger

alert. Screen your sellers.

Ralph E McClernan
cackel01 @bellsouth.net]

Police evidence items have also proved to be Interesting in our business.
We once received a delivery from a local police department only to find
the drugs crystal meth and crack cocaine in one of the boxes! We called

them and they came and picked it up but would I have been a drug

dealer if I had sold the items?
O] Pratt
Pacific Auction Companies

[ never sell a U.S. tlag or family Bibles. Maybe it is just an ethical thing

with me.
Cookie Lockhart
Steamboat Springs, CO
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State Association News

State news from coast to coast

IOWA
lowa Auctioneers
Association elects
new officers

The Iowa Auctioneers
Association met Febl-3
Moines
elected Bob Humpal,
President, Carl Jackson
as president-elect, and

in Des and

Darrell Cannon as vice president. Guest
speakers were Brian Rigby, William
Sheridan and Herb Burns. Larry Seaas was
inducted in to the Hall of Fame. Twenty
bid calling contestants advanced to the
[owa State Fair contestants finals, to be

held August 12,

contestants.

from

among 30

NORTH CAROLINA
North Carolina
elects officers at

convention
The

Assoclation

Auctioneers
of North

Carolina held its annual

convention in January in
NC with
about 163 people attending. Newly elected
officers include Chairman of the Board
Betty O’Neal, President Bryan Blinson,
President-elect Gary Boyd, Vice President
Jesse Meeks, and directors Dale Folk and
Walter House.

Greensboro,

[van Broadwell was inducted in to the Hall
of Fame. AANC members were awarded
with advertising contest plaques. Dustin
Rogers was named bid calling champion.
Ivan Broadwell received second place, and

John Loy, Jr received third place out of 13

contestants.
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MISSISSIPPI
Larry Sims named
Mississippi’s bid

calling champion

Larry Sims was named bid calling

champion of the Mississippi Auctioneers
Association during its convention In
January in Jackson, MS. Justin Edens was
named rookie bid calling champion.
people  attended  the

convention, which featured a fun auction

that raised $740.

Twenty-six

Inducted in the Hall of fame were Kline
Ozborne, Meadow, Perry and Champ

Sellers.  Newly elected officers include

President Benny Taylor and Vice President
Kelly Hogue.

MINNESOTA
Minnesota
association names

bid calling champion
The

Auctioneers Assoclation
held 1ts
convention In January

with about 180 people

Minnesota

annual

attending  events  In
Minneapolis, MN. Jolene Kokela Veo was
named bid calling champion. Paul
McCartan was reserve champion. Ashley
Hyan was rookie champion.

Newly elected officers include President
Joey Raney, Vice President John Schultz,
and directors Paul Witte, Kevin Hiller and
Samantha Ediger Johnson. A real estate
Marty
Higgenbotham.. Emily Burt was inducted
in to the Auxiliary Hall of Fame. Herb
Weber and Frank Imholt were inducted in
the MSAA Hall of Fame.

seminar was presented by

KENTUCKY
Kentucky meeting

d SUCCESS
Kentucky

Auctioneers
Assoclation
features fast talkers, big
hats and friends By

Johnson

meeting

Delanna
Editor's note: Delanna Johnson is
daughter of Auctioneer Hayden Johnson.
Reprinted with permission from the

Lebanon, KY Enterprise newspaper.

Auction: a publicly held sale at which
property or goods are sold to the highest
bidder. The earliest auctions recorded were
the Babylonian wedding auctions in 500
B.C. Annually, women were sold for the
purpose of marriage. Today, auctions are a
part of the American way of life. They fill the
buying and selling needs of thousands of
people. Organizations like the Kentucky
Auctioneers Association (KAA), were formed
to fill and support the needs of the individual
Auctioneers. The KAA has been around since
1957. Kentucky's
Aauctioneers and their families come together
for an annual business meeting, continuing
education and fellowship. Seminars about
risk management, using technology for multi-
track auctions and Computers 101 are

offered.

Every  February,

A local Auctioneer representing The
Lancaster Agency, Tom Brahm, enjoyed
himself at the convention. "It was very inter-
esting, very educating and I had a lot of fun,”
he said. "I will be returning for the
convention next year and hope to win the bid
calling contest!" After a day of seminars,
everyone joins together for a dinner and the
annual bid calling contest and fun auction.
This year was the 51st Annual KAA
convention. After the dinner is what they call
a bid-calling contest. Theres a junior
division, which includes the apprentice
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SHAWN TERREL

CAI, AARE

auctioneers who must work under a licensed auctioneer. For example, Brahm

competed in the junior division as an apprentice of Hayden Johnson representing CANDIDA TE FOR
I'he Lancaster Agency. Then the licensed Auctioneers compete in the senior division NAA BOoARD OF DIRECTORS

for the title of champion of bid callers. Johnson is a licensed auctioneer however he
could not compete in the senior division because Johnson is a on the KAA board of *

_ . il , . _ *Devoted husband and father
directors. After the contest the auctioneers participate in the fun auction to raise O L R T

mﬂn@/ﬁ rSt. j ude and the KAA. o *Vice President of United Coumry@

. _ _ _ o Auction Services, Kansas City, MO
Lommy Williams, the president of the National Auctioneers Association, traveled $Past Dresidentamd Diirectarof the

from Tulsa, OK, to attend the KAA convention in Bowling Green. Williams is an | -~ Oklahoma State Auctioneers Association
advocate of Aauctioneers and auctioneering. "The main reason anyone would want o & | *Active Member of the

. I . — : >4 National Auctioneers Association
to go to an auction is its just plain fun,” Williams said. "They go to hear the i e

; . - , " * Active Member of the
Auctioneer, to buy items and to socialize with others. O i e s

*2007 Oklahoma State Ch:lmpinn Auctioneer

Williams has been interested in auctions since he was a child. "I went to auctions : | o
* Texas Auction Academ}? Instructor, Dallas, TX

as a boy, when I was 11 years old," he said. "I knew exactly that I was going to be “Clivor 20 years service avan Instructor with
an auctioneer.” Williams got his license when he was 16 and has been in the auction the Oklahoma Army National Guard
business since 1963. He sold cattle and livestock full-time, but now sells real estate
as well. He's also full of advice for upcoming auctioneers.

"My best advice would have to be go and find the most successful Auctioneer in your
) & ﬁ f J It is my goal to leverage my experiences, professional skills and abilities

to better promote the auction industry and to advance the causes of
Sunday of the convention, more seminars and classes are given. Everyone usually the National Auctioneers Association and it’s members.

takes a trip to an area attraction. This year the association traveled to the National Your vote would be greatly appreciated.
Corvette Museum. After the trip, everyone goes back to the hotel and gets ready for
the Sunday night banquet. During the banquet a dinner is served, awards and
scholarships are presented and the new board members and the new president are
sworn in. After the banquet is dismissed there is one more seminar on Monday and

area and work under him. Let him mentor you to success,” Williams said.  On

the convention is over. Fibel‘glaSS, IIldl.lStl‘ial, Qllality BUilt

From wedding auctions to cattle auctions, in some way all the Auctioneers can come Cashier Trailers & Auction TOppel'S
together and participate and do what they do best. The fast talkers of Kentucky help

make an extremely huge market possible and help change lives in some ways.

"I'm proud to be a member of the Premier Association of Professional Auctioneers of
Kentucky and to serve on the board of directors," Johnson said. "I'm also proud to e A8 boaltlae
promote the auction method of marketing." Eetahe 0 el & W

. e Professmnally des:gned -, .
Send in your state association news for | god wsiomizedtoyour B mmmll L% |

-~ publication in this section specifications. High end

NAA urges state association leaders to send news of your group’s activities to qUﬂhfy with pr ofessional
Auctioneer magazine for publication in this section dedicated to state associa- appearance at affordab[e pri(es

tions. More than just your convention news is welcomed. If you have a new | .o our 30 years of Rv experience work for you. ™

program, successful seminars, members in need, partnerships with other associ-

ations, concerns about license laws in your state, or any other auction-related Www,kunthuStomW'com fOH -Up auction

news, please send it by email or mail to NAA. Email to steve@auctioneers.org, POdIUIII)
or send to Editor Steve Baska at 8880 Ballentine, Overland Park, KS 66214.

Photos are also welcome. As much will be printed as space allows. Kuntl"y KuStOm Rv LLC

NAA values state associations highly and has a page on the NAA website PO Box 182 e LAGRANGE, IN 46761

dedicated to state association information. To view this, g0 (0

www.auctioneers.org, and on the home page click on the link at bottom left PH: 260-768-7026 KFAx: 260-768-7085

that says “Affiliated organizations,” then on the next page click on link at
bottom that says “State Association Information.” www.usedauctionequipment.com

e — — e ———————— e T e e e R e e T T e T e e S A e S AT R KT St —
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%2 Professional RiNgMEN's INSTITUTE
Teaching Skills to Make Every Auction a Better One!

' www.ProRingmen.com

Give Your Auction Business the Gift
that will Last a Lifetime...GUARANTEED!

Training at the Professional Ringmen’s Institute

| PRI Training will Improve the Results of ANY Auction

(5008 Terms | PROFEssional RiNngMEeN's INsTITUTE
May 8-10 123 Johnstown Dr. Rogersville, MO 65742

| ask for your support !

Candldate for NAA Director 2003
s Randy Burdette, CAl, CES
& aammmRiverben d USA Alderson, WV
BN Fu1]1 time auctioneer/broker
' |United Country Riverbend, past
Exe.Dir. WV Auctioneers AssocC.
|lEndorsed by the WVAA Board,
Member of,NAA,6WVAA,VAA, PAA
and Fellowship of Christian%éé
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Nov. 13-15 1.888.274.6477 Fax: 417.753.7654 |

Auction Supply Co.
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Great for Any Auction! Make Big Profits!

10,000 Jewelry items available at

www.midtowncloseout.com
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A time of loss

Bereavement etiquette in the
workplace

By Colleen A. Rickenbacher, CMP, CSEP, CPC

When an employee has a death in the family, it can impact the workplace
and is sometimes hard to know how to comfort the co-worker. People
generally send a sympathy card or flowers to a funeral, but others feel
uncomfortable seeing this person and knowing what to say or do.

Susan unexpectedly lost her husband after he suffered a heart attack. He left
behind his wife of 27 years and three grown children. As a colleague, friend
or neighbor, what can you do in this situation to express your own grief and
sympathy? How do you help Susan and her family? If you were in the same
situation, what would you do?

CARDS AND DONATIONS

* Depending on your relationship with the family, at the very least, you
should send a sympathy card as soon as possible. Write a brief note
telling what Sam meant to you. A short personal remembrance, or even
a funny story or a time together will help the family treasure your
friendship and possibly even help them smile during this difficult

situation.

* Identify yourself on the card and always include a legible return address.
This will help if the family would like to send you a thank you card or
note. Susan will appreciate your card but may have no idea who you are
or what your relationship is to Sam or the family.

* Even if time has passed and you are just hearing of the passing of Sam, you
should still contact the family or send a card. If more than four to six
months have passed, send a "thinking of you" card instead of a
sympathy card.

FLOWERS, FOOD AND GIFTS

* Flowers: Do you send them, if so, what kind? Are there any alternatives?
Flowers are beautiful but can also be very sad. Fresh flowers die within
three to seven days and a lot of people relate those back to the death of
their loved one. Also, they need to tend to them or they will die even
sooner. Consider potted plants instead. Potted plants can live a much
longer life and provide a good memory to the recipient.

* There are also blankets or tapestries available in some areas, with artwork
of an angel or religious scene. These make not only beautiful presents,
but can be displayed at the funeral home or church on an easel, to be
taken home by the family later. These throws can serve as a beautitul
reminder of the loved one. Check with your florist for these blankets
Or tapestries.

* Masses or flowers for the church, money given to the church or other
organizations or charities, and money given to the family is always

» continued on page 62
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dpecialty auctions highlight

April coverage

Jets skis, boats, furniture, farm
equipment, video game items, farm
toys and toy trains are featured

Specialty auctions of jets skis and boats, furniture, farm equipment,
video game items, farm toys and collectible toy trains are featured on
broadcasts this month on the Auction Network at
network.com.

WWw.auction-

The jetski and boat auction at Newcom Auctions in Wichita, KS is one
of the largest in the country, and is held weekly. While at this company,
Auction Network reporters will also film an Auction Royalty interview
with NAA Hall of Fame member Rex Newcom that will air.

See the list of April programming below for additional auctions. An
unusual new feature will be coverage of the ins and outs of becoming
a professional ringman, in filming that occurred at the Professional
Ringmanss Institute in Springfield, MO with founder Brian Rigby. See

ringman students learn how to catch bids, use hand signals and more.

i

LADY. YYoU DONT
HA\E TO BID ONLINE

HEN YOURE AT
“pl\ LINE Auctﬂzrﬁw!

i

Cartoon idea by Stephen Karbelk, CAl, AARE / Cartoon illustration by Bob Bliss

Auction Network’s

Auction Network Schedule: April 2008

Date Auction Auction Company

April 13 Jetski and boat auction Newcom Auctions

April 13 Furniture liquidation auction Ayers Auction April

April 13 Outback Farm equipment auction Musser Bros.

April 20 Video game auction Super Autions

April 20 Ringman school Prof. Ringman Instit.

April 20 Profile of Rex Newcom Newcom Auctions
Ao et 16 April 27 Farm Toy and Truck auction Aumann Auctions
Network is an April 27 Collectible Toy Train auction Stout Auctions
entertainment April 27 Profile of Stephen Schofield Centennial Auctions

plattorm where
buyers  meet

sellers and those on the sidelines are mesmerized and entertained.
Unlike static shopping channels, Auction Network's programming is
colorful, active and interactive--the first 24/7 programmed network

dedicated to all things auction.

The Network provides evergreen, live auction and interactive
programming 24/7 via an Internet-delivered "television" channel that
includes both a full-time, real-time feed of set-schedule programming
as well as additional content on demand, and consumer interfaces with

auctions and auction companies al|owing them to become aware of
auctions around the

world and to buy online,

on location or via mobile
devices. The interactive
environment allows users
to watch others bid live
or join live auction
bidding

wherever they are.

interactively

Auction Network has a
team of strong executives

‘ with significant enter-
_____ tainment and television
experience in the auction
industry. The network's

executive team includes

\ CEO and Founder, Pam

McKissick; General

Manager, Fontana

Fitzwilson: Vice

President of Business

| Development, Toby
DeWeese; Vice President

of Operations, Doug

Turner; and  Scott

_I Withers, VP

Programming.

e — e e T e T e e T e T
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Milestones
Richard T. Kiko, Sr. celebrates 50 years of auctioneering

Richard T. Kiko,
SE.,

of Canton,

OH, celebrates
50th  year of
auctioneering this
year. Richard 1is

part of the Kiko
Auction  Family
and is currently
President, Broker,
and Stockholder of Richard T. Kiko
Agency, Inc., Realtors and sits on the
board of Russ Kiko Associates, Inc.,

Auctioneer, where he is also a stockholder.

Richard T. Kiko, Sr.

Richard was born and raised in Stark
County. He grew up working with his
father and brothers on their 238-acre dairy
farm and at auctions. In 1958 Richard
obtained his auctioneering license from the
State of Ohio. Richard has been a licensed
real estate agent since 1961 and in 1969
started Richard T. Kiko Agency, Inc.,
which is the sister company to Russ Kiko
Associates Inc., allowing the companies to
be pioneers in real estate at auction.
Richard has dedicated his career to
marketing real estate and personal
property at absolute auction.

Giving back to the community has always
been a priority. Richard has been a Canton
Rotarian, a member and past Director of
the Stark County Board of Realtors, a
member and Director of the East Central
Ohio Pilots Association, a President and

of the

Director Ohio Auctioneers

APRIL 2008 AUCTIONEER

Association, a director
of the  National
Auctioneers Association
and has been affiliated
with many other clubs
and organizations over
the past 50 years.
Richard has been
inducted into the Halls
of Fame of the Ohio
Auctioneers Assoclation

the

Auctioneers

and National
Association, and was
granted the Emeritus
Member status from
the Stark County Board

of Realtors.

Richard and his wife,

Patricia, of 44 years are
the parents of eight
children, grandparents
of 17, and great-grand-
parents of one. Six of

Richard’s children

currently work side by side with their
father on a daily basis and are carrying on
the proud tradition started by their grand-

father. When asked about Richard, his son
Richard T. Kiko, Jr. stated, “He is truly
devoted to helping people achieve their
goals in Northeast Ohio and around the
country. Many have experienced his
generosity as an interested buyer or seller

and knows he (Richard, Sr.) is always

willing to offer an appropriate story or

£

Richard T. Kiko, Sr,, right, and son Peter catch bids at an auction.

experience as advice or guidance. His
wisdom and passion are matched by few
and admired by many.”

When not on the auction block or out
selling real estate Richard enjoys spending
time with his wife, collecting antique cars,
fishing, and especially flying his vintage
Cessna 182 from the airstrip on his farm
where he has lived and raised his family for

over 39 years.

e —— e ————————— e
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40 years in business for Nicholls group

Nicholls Auction Marketing Group, of
-redericksburg, VA, is celebrating 40 years in
pusiness this year

Successiul
& e
e Bk, Tharlie Niskills, amarmidl e Hiin | A t F
196;; a?ttere;raduaaiiisg frltjmo Rsei;;iriuczl;l ;rcr}rllogi u c lO n lrm S

(now World Wide College of Auctioneering) in ®
Mason City, 1A,” John Nicholls said. “He and my u S e

Mom, Jean, worked side by side selling anything

and everything as he built up his reputation for the auCtion SOf ware
honesty, ethics, and hard work. I can remember "
many nights doing my homework in a strange most Copled by 0 ther vendor S.

Charles Nicholls  house (that we would be selling on Saturday) while
my parents washed dishes and polished furniture in

the next room. In fact, my sister was almost born at an auction, with my Celeb rating 25 years

mother's water breaking just as we were finishing the final check out tabula-

tions. She was a trooper and got home in time to change clothes and get to of leadership, innovation, and
the hospital just in time.” . o
R RS support of the auction industry.

Many years and fond memories have passed since those days for the family.
“Our company has evolved into an accelerated marketing specializing in
real estate and equipment. Over the last twenty

See why experience matters.

years we have adopted all of the latest technology

that it takes to make you successtul and competitive Call us tOday at

in the fast paced mult-million dollar market of

been blessed beyond measure since our humble . )
beginnings in 1968, and I feel extremely fortunate SucceSSful AllCthll Firms

John Nicholls  to have the privilege to have had a phenomenal

template to build upon. We have a world class USG SOLD 11 Support

auction team, and without them our success would not be possible.”

today. I came into the business full time in 1990

after finishing graduate school, and took over the
presidency of the company last year. Our firm has

John Nicholls oversees all day to day "SOLD 11 ON-UNE

MAKES THE BEST
| AUCTION SOFTWARE
SUPPORT EVEN BETTER."

operations of the company. He is a

graduate of Bob Jones University in

Greenville, SC, with a BA in Psychology
and a MS in Personnel Services. In 1990,
John graduated from the World Wide

College of Auctioneering in Mason City, NICHQE’E’% Why? Because they
lowa. John currently conducts over 250 Auction Marketing G are too busy with their
auctions per year for Fortune 500 PRihiEn sERvice SiNGE 15¢ ‘i business to become
' companies and is a licensed realtor. John is computer experts too!
the 1990 Virginia Auctioneers Association Rookie of the Year, 1994 | |
Virginia State Champion Auctioneer, 2003 Virginia Auctioneer of the Year, On-line SOLD II support techs work on your

2003 World Automobile Auctioneer Champion (Nashville, TN), and computer as thOllgh they were in your office.
2006-07 NAA Men’s Division Champion of the International Auctioneer’s They can diagnose and cure problems load
p

Championship (Orlando, FL). ‘
ampionship (Oriando, FL) updates, or even backup your data while you

John represented the auction profession on the TODAY Show, at the attend to business.

National Association of Realtors Convention, at St. Judes Children’s

Research Hospital, several state associations, multiple news publications, Successful companies get it done right_ They
and on a real estate auction consulting trip to South Africa. He is also one call the SOLD II experts for hands-on support.

of the Auctioneers at the prestigious Barrett-Jackson Collector Car Auction.

These multi-million dollar auctions are held twice a year in Scottsdale, AZ,
and West Palm Beach, FL. His company’s website is at www.nicholl- 8 0 0—4 8 7—6 53 2

sauction.com.
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dold American!
Tobacco Auctioneer Speed Riggs

was known nationwide for 30 years

By Lynn M. Ward, Curator,

National AuctioneersMuseum

1937,  the
president of the American

In late

Company,
George Washington Hill,

Jr., was looking for a new

Tobacco

advertising twist for their
brand of
cigarettes *Lucky Strike.”
He was attracted to the

of the

Auctioneer and considered using it in his adver-

leading

Speed Riggs

sound tobacco
tising campaign. He had heard of a young tobacco
Auctioneer in North Carolina who was supposed
to the best and especially the best sounding.

Hill chartered a train from New York
to the Liberty Warehouse in
Durham, NC to this

Auctioneer. He tried to inconspic-

hear

uously blend with the crowd so
that he might listen to this
Auctioneer perform without
the pressure of knowing
that a tobacco company
president was there in

the warehouse. After
listening just a few
minutes, Hill knew

that this
Auctioneer’s
chant would be
part of a

brilliant adver-

tising campaign for
Lucky Strike cigarettes.

The “Sold

American!” was the way many people came to

sound of the words
know tobacco Auctioneer L.A. “Speed” Riggs
from Durham, NC after he signed a 20-year
renewable contract to become “The Voice of
Lucky Strike” for the American Tobacco
Company. The son of a tobacco and produce
farmer, Speed frequently went to tobacco auctions

52
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and heard the Auctioneers at work. At age 18,
with only a sixth-grade education, he reportedly
became the worlds youngest
tobacco Auctioneer. He earned
the nickname “Speed,” as his
quick, rhythmic chant helped
him sell piles of tobacco quicker
than his colleagues.

His chant on the radio show
“Your Lucky Strike Hit Parade,”
which debuted on December
28th, 1937, introduced the

tobacco Auctioneer to a

nationwide audience. For many people in the

United States, this was their first introduction to

the tobacco trade, a way of life not well known

outside of the Flue-Cured and Burley belts.

“Speed” Riggs was immensely popular with his
steady  yet

rapid hypnotic monotone

chant. He would always end his
tobacco Auctioneer’s chant with
his trademark “Sold American!,”
which became a household phrase for

more than 30 years. His radio and early

electronic advertising for the tobacco
industry.

Lucky Strike also used auction paintings and
auctioneers 1n advertising in popular magazines
like Life and Better Homes & Gardens in the
1930s and 40s. Some of the Auctioneers featured
were Dewey Huffine, Billie Branch, and Earl
Forbes.

television career ended with the ban of

- Above: Lucky Strike
classic advertisement

Left: Riggs on opening
shot of Lucky Strike
commercial

Below: Lucky Strike
cigarette box

The National Auctioneers Museum is collecting
historical documents, advertising, recordings, and
photos of tobacco Auctioneers and tobacco
auctions. Please help us collect this fascinating
part of auction history.

“He always ended his tobacco
Auctioneers chant with his
trademark ‘Sold American.

)

Visit the National Auctioneers Museum’s
booth during the 59th International
Auctioneers Conference and Show in
Nashville, TN this July to listen to L.A. “Speed”
Riggs and other great tobacco Auctioneers.
This year the museum has put together a
packet of Tobacco Auctioneer material of
videos, recordings, and photograph reproduc-
tions from the museum for you to purchase.
The packets cost $100 and there are a limited
number of 100 available. The packet will first
be available during the Conference and Show
and afterwards by mail order.

WWW.AUCTIONEERS.ORG



« continued from page 38

who would normally be found playing outside, wrestling with his brother,
or joining his father on hunts, but instead was indoors, fighting Wilms

disease which had invaded his body.
Looking back at that day and recalling the faces of children in that packed

auditorium, we who were there cannot forget Bryce's face. We all believed in
him that he was a fighter and would eventually make it home safe and sound.
Unfortunately, the cancer that he had fought in the past but had returned and
had spread. At the age of six years old, Bryce’s small body could no longer keep
up the tight. He passed away on Valentines Day, February 14, 2008.

While there are many sad stories such as Bryce’s, there are countless stories
of hope, healing and recovery. It is with this knowledge and the lasting
impression of my meeting with Bryce that has left on me impassioned to
help carry the torch for St. Jude Children’s Research Hospital. I hope 1t will
impassion others and encourage them to join and support this important
cause. St. Jude is an amazing charity that truly saves lives. Not only a world
leader in cancer research, St. Jude is a hospital with an open-door and more

importantly an open-heart. No child is denied treatment. No parent is
asked to pay what they cannot afford. St. Jude is a hospital that embodies
the famous words of its founder, Danny Thomas, “No child should die in

the dawn of life.”

NAA and St. Jude developed the “Auction for Hope™ program in 2007 to
provide members with easy access to the tools and resources necessary to help
them raise donations to continue their ground breaking work. Members who
register their events on the Auction for Hope website will receive a kit
including templates for donation solicitation letters, thank you letters, press
releases and additional material on St. Jude and its partnership with the NAA.
St. Jude will also include with the kit special bid paddles made specifically for

NAA auctions as well as a popular auction item, St. Jude ties.

Please join the cause and visit www.auctionforhope.org and sign-up to host
a St. Jude Auction event in your community. Help tell Bryce’s story, the
story of children in your community who have won and lost the battle with
cancer, and help make a difference in the life of a child.

Congratulations to the top St. Jude Fundraisers (June 2007 - March 2008)

$4,761.00
$2,275.00
$2,050.00
$2,000.00
$1,425.75
$1,137.50
$1,034.00
$1,000.00
$950.00
$900.00
$800.00
$735.00

Green Bay, Wi
Dallas, TX
Gadsden, AL
Athens, TN
Chillicothe, OH
Kansas City, MO
Alderson, WV
Fredericksburg, VA
Wild Rose, WI
Eaton, OH
Solon, IA
Annapolis, MD

United Country Massart Auctioneers Inc.
Hudson & Marshall of Texas, Inc.

J.P. King Auction Company

Danny E. Ratcliff Auction & Realty, LLC

T &S Auction Service

United Country Auction Services

United Country Riverbend USA LLC
Maxey Auction Services

Wild Rose Auction & Realty Company Inc.
Kramer & Kramer Inc.

Wears Auctioneering Inc.

Robert H. Campbell and Associates LLC

$36,773.00
$4,561.25
$1,922.50

Mendenhall School of Auctioneering
Texas Auction Academy

World Wide College of Auctioneering

St. Jude Children's
Research Hospital

ALSAC * Danny Thomas, Founder

Finding cures. Saving children.

$10,425.54
$1,162.75
$1,000.00

Michigan State Auctioneers Association
Colorado Auctioneers Association
Kansas Auctioneers Association
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possible disasters?

By Douglas Charney

Think about all the things you could lose in
something as common as a house

fire: Your tax returns, your passport, your birth
certificate, your computer, your check book, your
bank statements, your credit cards, your insurance
paperwork, and even your cash. But without all
these things, how will pay your bills, buy food

and clothing, or even rebuild your finances and
your life?

While no one wants to believe that disaster will
happen to them, your odds are actually higher
than you think. According to the National Safety
Council, the average person has a 1 in 1,167
chance of being involved in a fire, and a 1 in
3,421 chance of being involved in some sort of
natural disaster, such as an earthquake, flood,
hurricane, etc. Therefore, if you've always
believed that something bad will never happen to
you, it's time to think again.

So how do you protect your personal and
financial information from natural disasters,
home fires, or even terrorist attacks? The answer is
by disaster-proofing your personal finances before
a disaster strikes. Here are 10 sure-fire ways to
keep your financial and personal information safe.

1. PURCHASE A HOME SAFE

Every household needs a home safe that can
withstand temperatures up to 1700 degrees.

54

Keeping financial
and personal
records safe

Are your financial records and
personal information safe from
hurricanes, floods, fires and other

Keep the safe bolted to the floor in your
basement or on the ground floor level so it
doesn't fall through the floor during a fire or
get carried off by burglars.

2. OPEN A SAFETY DEPOSIT BOX AT
AN OUT-OF-TOWN BANK

Many people who have a safety deposit box
simply use one at their local neighborhood
bank. A better approach is to use a bank
that's out-of-town.

This way if a disaster strikes that affects your
entire town or city, such as a flood, your
safety deposit box has a lower chance of
being affected by the same disaster. Since
many banks offer free or reduced fees on
safety deposit boxes for their current
customers, you can use the same bank that
holds your accounts, just a different out-of-
town branch.

3. CREATE A FINANCIAL DISASTER KIT

Gather all the documents you keep in your
home safe, wallet, and safety deposit box and
make two photocopies of everything.
Include all the account numbers of your
credit cards, bank accounts, retirement
accounts, insurance policies, and brokerage
accounts. Also include any work-related
items, such as pay stubs and employee
benefit information. Keep one copy of these

APRIL 2008 AUCTIONEER

papers in your home safe, and keep the other
copy in your safety deposit box. By having
this information in multiple safe places, you
can have quick access to it no matter what

happens.
4. HAVE AN EMERGENCY CASH FUND

Save at least three months' worth of income
for emergencies. Realize that you don't have
to save this amount of money overnight. It
will take some time for you to accumulate
three months' worth of income. Start small,
with perhaps $50 a week, and build the
account slowly. Should a disaster happen
before you have a full three months' worth
of income saved, remember that some
money is better than no money. Make sure
you have quick access to these funds via an
ATM or debit card, or with checks that are
separate from your regular checking

account. Keep this ATM card or check book

in your financial disaster kit.

5. KEEP CASH OR TRAVELER'S
CHECKS ON HAND

Many people no longer keep cash in their
wallet or in their home because of debit and
credit cards, which they view as safer.
However, should a disaster strike that wipes
out electricity and closes the banks, how will
you purchase basic necessities? At the very
least, have $100 per person in your

WWW.AUCTIONEERS.ORG



household available as cash or in the form of traveler's checks. Keep 10. BACK-UP YOUR BACK-UPS

this money in your home safe. This way you have some immediate |
Make a copy of all your financial records, documents, deeds, and

funds to hold you over until the power is back on or the banks re- - e | . _ _
your financial disaster kit. Then send this packet of information to

Llen a trusted relative or friend who lives in another part of the country.
6. HAVE AN EMERGENCY CREDIT CARD Instruct this person to keep your packet in a safe place, such as a
home safe or safety deposit box. This is your final layer of
Keep one credit card account empty and save it just for emergency protection, as even if a disaster affects a large geographic area, your
use. Get the bank to issue two credit cards for this account, one in information is still safe somewhere else in the country.

your name and one in your spouse's name or another family
member. Keep one card in your home safe and the other in your

safety deposit box. Do not store this card in your wallet. If you do, Peace of Mind During Stressful Times
you may be tempted to use it and won't have the credit available

should you need it during a disaster. While these 10 steps may seem extreme, consider how "stuck” you'd feel
if you lost everything and had no proof of your assets, no access to your
7. BACK-UP YOUR COMPUTER REGULARLY insurance paperwork, and no money for immediate needs. Realize that

Since many people claim that they store their entire life on their protecting your personal and financial information is one the smartest

hi d for th d.
computer, make sure you back-up your computer every day. You things you can do to prepare for the unexpecte
have a number of options for data back-up. Some people prefer to

use a CD, USB data SfiCk; or tapc drive. In this case, you have to Author Douglm Charney, a Senior Vice President-Investments with Wachovia Securities in

remember to keep the back—up with you or in a safe place. Another Harrisburg, PA. Wachovia Securities, LLC, Member NYSE & SIPC, is a separate nonblank
5 affiliate of Wachovia Corporation. C2007 Wachovia Securities, LLC..
option is to use one of the many Internet-based data back-up

systems that are available for a monthly fee. This way you don't have
to physically store anything or remember to grab any files. They're
all waiting for you online should you ever
need them. Whatever back-up method you

choose, practice restoring your back-up so J .J . Dower, CAI, AARE

you know what to do should the need arise.

8. MAKE AN INVENTORY OF
YOUR HOME FURNISHINGS
AND VALUABLES

This inventory should be in photo or video

format. Keep a physical copy of the photos
or videos, put a copy on your computer's
hard drive, and keep a back-up copy on CD
or DVD and store it either in your home
safe or in your safety deposit box. Include
copies of purchase receipts for large items,
such as televisions, computers, expensive
jewelry or artwork, and furniture suites.

9. REVIEW YOUR  Part of an Auction Family ¢ NAA Life Member

INSURANCE POLICIES e CAI & AARE Certified * Auctioneer & Broker for 22 years
e Partner, Hack Ayers Auction & Real Estate
« Marknet Alliance Member
 TAA Past President & Hall of Fame Member
 Married for 23 years with 2 daughters

Pull out your home and auto insurance
policies and see if they need any updating.
Make sure that your replacement values for
your home or cars are not too low. This is

also a good time to consider purchasing * Regular Conference & Show Attendee

disability insurance, which will protect you

and enable you to generate income should I would like to take this opportunity to invite you to my home
you become disabled during a disaster. state of Tennessee for the NAA Conference & Show.

EET g e T e i e e ——— S e e e S s EETTE
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_auction photos

Bidders surround a Loan Max car at the Bryan

B 1. {5;4 e i‘f
ST =R
21. The auction runs through about 100 car _ |

Buchanan Auto Auction in Montvale, VA, Feb
Iy pmm

title loan repossessions each month. (AP E°§ |
Photo/Steve Helber) | . ok

gl
.

gl

This image above, provided by Heritage Auction Galleries
shows a 1794 large cent. About the size of a modern quarter-
dollar, this 1794-dated penny with tiny stars engraved around
the back rim was sold for $632,500 by Heritage Auction
Galleries of Dallas, TX Feb. 15. Owned by Burbank, CA
aerospace industry executive, Walter J. Husak, it was part of
a $10.7 million auction of 300 of his early American pennies.
(AP Photo/Heritage Auction Galleries)

Chicago Cubs hall-of-famer Ernie
Banks, center, tours the trading floors
of the CBOE, March 3, 2008, in Chicago.
(AP Photo/Chicago Board Options
Exchange, Brian Kersey)

A triceratops skeleton is displayed at Christies
auction house in Paris, March 7. The four-legged
triceratops, which dates back between 65 and
67 million years, measures 7.5 metres in length
and bears a large bony frill and three horns IS
expected to fetch $736,000 dollars at the April
16th Christie's auction.(AP Photo/Remy de Ia
Mauviniere)
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» continued from 41

Consumers can utilize the website to view residential, commercial, agricul-
tural, and time share real estate scheduled to be sold at auction. "The
creation of the NAA Real Estate Auction MLS provides consumers with a
convenient approach to researching upcoming auctions,” said NAA
president Tommy Williams, CAL

[n addition to traditional marketing campaigns promoting upcoming auctions,
Auctioneers and their clients now have the ability to market their sale to a larger
audience of prospective bidders. Residential real estate auction is the fastest
growing segment of the auction industry. Between 2003 and 20006, gross
revenue of residential real estate sold at auction increased 39%.

MEMBERSHIP
A reminder, for spouses
and auction staffs

NAA reminds its members that two new membership classifications were
added recently: one is called “Regular Member and Spouse™ and the other is
called “Auction Support Team.” These new categories were added to
recognize the highly valuable role that spouses and auction staft play in the
auction industry, and NAA wishes to bring them in to a more active role in
NAA and to serve them better.

The “Member and Spouse” classification is for an active Auctioneer and his/her
spouse, significant other or partner that subscribes to the NAA Code of Ethics
and embraces its mission and vision. The cost is proposed to be $450 per year.
The current cost for a regular active Auctioneer is $300, so for an additional
$150 the spouse can be added as a member with voting rights on association
issues. The spouse will be a full member, recognizing their contributions to the
auction business, and be able to get all NAA member discounted rates. Also,

$25 of the $450 fee will go to the NAA Auxiliary.

The “Auction Support Team” classification is for auction support staft of an
active NAA member. This includes clerks, cashiers and ringmen. The
proposed cost of this membership is $125 per year. Persons joining under
this classification will be a non-voting member who receives a quarterly
newsletter, to begin in July 2008, that will have informative stories specifi-
cally about auction staff issues. These members will not receive other NAA
publications, but will be able to purchase NAA services and products at
member prices, and will be provided an annual webinar at no charge. This
Internet seminar will focus on information or training for auction staft.

OBITUARIES
Frank Speal, Jr.

HILLIARD, FL - Veteran Florida Auctioneer and antique dealer Frank
Speal, Jr., 65, of Frank's Antiques died February 17 and Baptist Medical
Center in Jacksonville, FL. Born in Latrobe, PA, Speal moved to Hilliard,
Florida in his teens in the 1950s.

After graduating from high school he traveled the East Coast as far north as
Brimfield searching for interesting knives and advertising material to sell in
flea markets. On one of his trips he met Barbara Woods of Daytona Beach
and invited her back to Hilliard. She and Speal were married in 1972 and

opened their retail antiques business in Hilliard in 1973.

While maintaining his retail business, Speal began his auction career in
1977, enrolling in the Mendenhall Scholl of Auctioneering in High Point,
NC. He eventually built his own auction facility in Hilliard and conducted
regular events there, usually on the first Sunday of every month as well as
in North Carolina.

Speal was recognized as an expert in country store merchandise and antique
advertising material, especially petroliana, bringing a pleasant mix of fresh
merchandise, good fun and honesty to the business.

He is survived by his wife Barbara Ann Speal, daughters Hether McMannes
and Kellie Heinemann, son Steven Speal; and two grandchildren Sarah
Tripp and Kevin Boyhan.

Visitation was Tuesday, February 19 in the chapel of Callahan Funeral
Home. Mass of Christian burial was held Wednesday, February 20 at Our
Lady of Consolation with Fr. Ralph Besendorfer officiating. Internment
was in Oakwood Cemetery in Hilliard. Arrangements by Callahan Funeral

Home, Inc. Ellis L. McAninch.k Jr. L.ED.

Robert McWhirter

Auctioneer Robert McWhirter, of Baxter, lowa died recently. He was an
Auctioneer and machinery dealer. He owned and operated B and M
Auction, Chariton Farm Machinery Auction, and McWhirter Implement.
He was a member of the Newton Elks Lodge, and the Auctioneer associa-
tions of lowa, Wisconsin and California. Memorials are welcome to the

Hospice of Jasper County or the Baxter School Playground Fund.
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By Gary Bradt

[t's easy to talk about changes in personal
lives or business or government, but
actually making change happen is not.
How many times have we seen politicians
from mayor to President run on a platform
of change only to be stymied by the forces
of the status quo once in office? In organi-
zations, new leaders promising change
arrive with great fanfare and panache.
Speeches are made and initiatives begun,
only to inevitably fade into impotent
obscurity when those leaders
move on and the status quo
returns. At least until the next
leader arrives touting the
New Big Idea, when the cycle

repeats.

[n truth, driving sustainable
change requires persistence,
skill and hard work. Armed
with a strategy and an under-
standing of what it takes to
make change stick, you can
be successful. Below are five
things you need to know and
do to lead sustainable change.

1. Address resistance before it occurs. It's
predictable: The people asking you to
lead them through change will be the
very ones who will fight and resist
you every step of the way, so
challenge them before you start. Ask
them to predict where the strongest

APRIL 2008 AUCTIONEER

Five ways to
make change

take hold

Leading sustainable change requires leaders
who care, followers who believe and a

commitment from both to persevere.

pockets of resistance will most likely
lie, and what they'll do to help you
overcome those challenges. Let them
know you'll likely need to make
unpopular decisions, whether it's
letting people go or shutting down a
plant, or ending a legacy product or
service.

Gauge their reactions, and ask how
they'll specifically support you when
resistance hits. If you don't like or
don't trust the answers you hear,

reconsider accepting the position, or
at least go into it with your eyes wide
open, knowing better the challenges

that lie ahead.

2. Leaders don't change organizations,

people do. Your job isn't to personally

change anything, but rather to inspire
those who can: the receptionist who
greets your customers; the sales
support staft who handles their
complaints; the engineer who designs

the products, and the salespeople who

interact with the customers who use
them; they are the true agents of
change. It's your job to show them
why they should. You do this by
continually sharing and reinforcing
an uplifting message and vision of a

“In truth, driving sustainable changes
requires persistence, skill and hard
work. Armed with a strategy and and
understanding of what it takes to make
change stick, you can be successful”

future that's worth waiting for, and
worth fighting for. People will make
ongoing effect
sustainable change; if they can see the

sacrifices  to

reward is worth the effort. It's your
primary job to make that connection
for them.

WWW.AUCTIONEERS.ORG
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3. Stay close to your friends. Stay closer to your enemies. Abraham Lincoln

populated his cabinet with political enemies. He knew that it was easier
to influence his detractors from close range than to deal with their
potshots from afar. Similarly, when Franklin D. Roosevelt was preparing
the United States for war, he invited the input and participation of
business leaders who loathed him and despised his policies. He knew that
without their sacrifice and support, America could never produce the
weapons and means necessary to defeat her enemies. Therefore, invite
everyone to participate in the change process. Failing this, resistance
generated by your strongest detractors will gradually erode any positive
effects you may otherwise achieve.

4. Get comfortable with being uncomfortable. The old saying "Better the

devil you know than the devil you don't" is both cogent and wise. Even
if circumstances are less than ideal, many people are slow to change for
fear of the unknown. Just like the soreness that a first trip back to the
gym will predictably produce, so too will change produce some doubts
and discomfort at first. Therefore it's important to normalize these
feelings.

[Predicting they will occur will help people interpret them as a sign of
progress when they do. Finally, reassure your followers that, just like
muscles eventually adapt and get stronger in response to increased loads,

so too will people gradually become stronger and more comfortable as
they adapt to the newness of change.

5. Be honest, especially with yourself. It's easy to articulate changes you'd like

to see happen (personally losing ten pounds, say, or gaining ten percent
market share on the professional side) but change comes at a price: it
requires time, effort and often, sacrifice. Many change efforts fail because
the leaders were never one hundred percent committed to them in the
first place; or, if they were, they did not get others fully on board (per our
first four points above). Therefore it's vital that you truly believe in and
want the change you're about to lead. It can't just be something that
scems like a good idea, or worse, the latest trend everyone else is
embracing. Begin by taking a look in the mirror: if you don't passion-
ately want to make this change happen, no one else will either.

A final word: Leading sustainable change requires leaders who care, followers
who believe, and a commitment from both to persevere; for if your cause is
great, so too the rewards.

Author Dr. Gary Bradt is a prominent speaker and writer on change and leadership. His book, The
Ring in the Rubble: Dig Through Change and Find Your Next Golden Opportunity was published
by McGraw-Hill in 2007. You can reach him at BradtLeadership@Triad.rr.com or visit

www. GaryBradt.com.
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appreciated and easy to do. The funeral home is always a good starting
point for direction on what the family might like or need. They are
generally informed of all of the family's wishes. Ask the director for
help, as this makes it easier and less stresstul on the family to have to
explain or provide the details.

* Food for the family: Yes, but spread it out. Too many times the family
receives so much food initially that they have to give it away or throw
it away. Consider providing food that they can freeze or provide them
with dinner at a later point. Usually as time passes, it is easier for the
family to talk with you and even remember times you spent together.

* Do not rush the family. It they don't want to change their voicemail that
still has Sam leaving the message, let them decide when they are ready.
[f they don't want to come to dinner with you, then just wait. There
does reach a time they do need to start moving on with their life, but
initially it is best to give them their space. If they need or want you,
they will call.Periodic checking with them to come by for a visit or
offering to help is great, but don't take it personally if they retuse.
Everyone has their own time and way of handling their loss.

HANDLING A PERSONAL LOSS

* Consult your funeral home director for help and assistance. The shock of
your loss may make it difficult, to say the least, when it comes to organ-
izing and preparing for this situation. The funeral home will be able to
help you with any of your immediate and ongoing concerns.

* If you are trying to establish charitable funds or a trust fund, they can easily
be created by calling your bank or the charitable recipient (American
Heart Association, Ronald McDonald House, etc.). Ask the organi-
zation for immediate notification of the person/company and their
donation. This will enable you to send a thank you note to them as soon
as possible. Your funeral home director can also be of assistance in setting

up these funds.

* The need to write thank you notes may be the last thing on your mind after
a loss. It can be a daunting task, but also a therapeutic one. Thank you
notes should be sent for all items that money was spent by the sender,
including any monetary contributions or donations, charitable gifts,
flowers, masses, church services or meals.

* Thank you cards can be obtained from the funeral home and generally
include a nicely printed message inside. These are great, but always add
a handwritten note in addition to the pre-printed message. Then sign
your name and reference from the "Family of Sam Jones."

* When you are ready to return to your work and people ask how you are
doing you can share as little or as much as you like. Know your tolerance
level and how far you can go without emotion taking over your conver-
sation. You can even tell them that you would rather wait a little longer.
They will understand.

* Don't confuse concern with being nosy. Some people truly want to help and
the only way they know is to call, e-mail or send you notes. Appreciate
their gestures.

Author Colleen A. Rickenbacher is a business etiquette expert and author of "Be on Your Best
Business Bebavior," and the forthcoming, "Be on Your Best Cultural Behavior." She helps clients
stand out by improving manners, image and communication skills. For information on her speaking
training or books, visit: www.colleenrickenbacher.com or call 214-341-1677.
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» PRESIDENT, continued from page 10

Auction venues and practices that held promise yesterday
disappear today. The good news is that for every door that closes,
two will open Best of all, you get to choose the door that fits you,
where your passion and expertise exists.

The Auctioneers in for the long haul know their business and the
product they handle. They know current market trends and all
the factors that affect product value. They dont survive on hype;
rather it is the professionalism that can be delivered each and
every time that sets them apart.

Successful auction businesses are not measured by the last
commission check. That is only one of many factors, and is well
down the list. Number one, by far, will be a successtul report card
from the client. Every service was delivered as expected and on
time. The charges seemed fair, appropriate and, most importantly,
exactly as understood on listing day. No surprises, such as the
client saying “You told me I would incur no cost. [ see a charge to
the buyer. I'm sure that had affect on my net.”

CALL THE AUTHORITIES!

For more than 40 years, Hudson and Marshall, Inc.

Your clients and consumers will be your judge and jury. Research
shows fun is the number one reason people attend auctions. Are
your auctions fun? Are you keeping your sellers and buyers needs
uppermost in your decision making process? Negative thoughts
destroy us, positive ones uplift us. Be sure your auctions generate
positive karma.

The greatest opportunity offered by the auction profession is the
ability to chart one’s own course, to pursue our dreams as
individual entrepreneurs. No one has the ideal road map for you.
Only you know your ideal path. The ability to chart your course
and control your destiny highlights the uniqueness of every
auction marketer. You are the decision maker and your ultimate
success rests solely on your decisions.

Until next time, give life and your auction the very best you have
to offer every minute of every day.

has been America’s Auction Authority.

WAl

HUDSON &
MARSHALL

National Marketing Center
Atlanta, Georgia

1-800-841-9400

Visit our web sites at www.hudsonmarshall.com

AUCTION
MARKETING

Southwest Office
Dallas, Texas

1-800-441-9401

or www.hudsonandmarshall.com
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Success Stories

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

West Palm Beach
Fine Art and Antiques
sale sells 25% online

WEST PALM BEACH, FL - A Vero Beach estate
provided plenty of action for the 555 regis-
tered bidders who participated in the
February 25 sale at Auction Gallery of the
Palm Beaches in West Palm Beach, FL.
The sale attracted an unusually high
amount of online activity through

the

quality and volume of the inventory

LiveAuctioneers.com because of

according to auction owner Brian Kogan.
The 100 inhouse registered bidders were
joined by 455 who signed up though
LiveAuctioneers.com along with 80 phone
and absentee bidders. Overall, 25 percent
of the 372 lot inventory was won by online

bidders.

Art led the way to the top lot in the form
of an oil on canvas board, 16 by 20 inches,
from American painter Guy Carleton
Wiggins (1883-1962). His Impressionist
painting of an urban snow scene entitled
“Fifth Ave” sold to a local collector in the
room for $28,080 including the buyer’s

(est $20,000/$30,000).
Following close behind was an original

premium

painting in acrylic and ink by Joan Miro
(Spanish 1893-1983) which was included
in the book “MIRO LITHOGRAPHS II,”
preface by Raymond Gueneau, Leon
Amiel publisher, New York 1975. The
signed work and the copy of the book sold
in the room for $24,750. A 17.5-inch
diameter disk, bronze with verdigris
patina, signed by Alexander Archipenko
(American 1881-1964) featuring Russian
peasant figures was a protest work
inscribed with a Ukranian poem referring

to Stalin. Estimated at $10,000/$15,000,

This pair of George HI walnut Iris Chippendale chairs in good condition
doubled their $6,000/$8,000 estimate by bringing $16,380.

it sold on the floor for $23,400.

Other works of art included an oil on
canvas in the manner of Jean Marc Nattier

(French 1685-1766). “Mother and Child
with Dog” was a 49% by 38in 19th
century paining in a gilded frame.
Estimated at $2,000/$3,000, it closed at
$8,482 and a Spanish School oil on canvas,
“Portrait of an Officer,” circa 1800,
estimated at $1,000-$1,500,
hammered down to an Internet bidder for

$6,710.

It was

Both period and reproduction furniture
was strong. A set of four walnut George I11
[rish Chippendale chairs had some old
restorations but generally were in very
good condition. They found a new home

with a floor bidder for $16,380 (est
$6,000/$8,000). Need a table for those

chairs? Along came a George III mahogany

triple pedestal dining table with a

satinwood crossbanded top, oval ends and
vase shape standards raised on downswept
reeded legs ending in brass caps and
castors, circa 1800. The 89in by 41in table
with two 20%in extension leaves closed at
$8,190 (est $4,000/$6,000). A George III
style mahogany tall case clock, American
circa 1880 with a movement stamped
twice *Walter Durfee, Providence R .1.,” a
hood with broken pediment and a dial
signed by Henry A. Turner & Co, Boston,

estimated at $5,000/$8,000, sold for
$9,360.

Louis XVI 20th century reproductions
were popular. A French Louis XVI style
bureau plat with gilt bronze mounts and
frieze brought $2,808, well above the
$1,200/$1,600 estimate. A French Louis
XVI chest, circa 1900, with four long
drawers raised on short circular legs sold

for $2,574 (est $500/$700) and a French
Louis XVI gilt bronze mounted mahogany

WWW.AUCTIONEERS.ORG



game table, circa 1910, 44%2 by 25%in, went for $2,223 (est $800/$1,200). commercial hub for modern contemporary art from the region,” said

Fancy lighting was in heavy demand. A pair of Empire style gilt and Matthew Girling, Bonhams; Chief Executive Europe & Middle East.

patinated bronze figural six light candelabra, French 19th century, each cast ~ “We're firmly committed to the region and Bonhams is now here to stay.We
a semi-nude Grecian female holding aloft a vase issuing candle arms, feel this is definitely the start of something big. With the support of our

39%in high, raised on a gilt marble mounted plinth, estimated at  partners, the Al Tajir family, we now look forward to further building our
$3,000/$5,000, had extremely heavy phone bidding but sold in the room  business in the Middle East.”

for $11,700. A rare pair of George III cut glass two light sconces, English ~ Bonhams'’ Top Ten items in this auction:
circa 1775, with a provenance from Shreve, Crump & Low of Boston,

roared over the estimate of $500/$800 to close at $4,914. For more infor- 1-- $1,048,000 -- Farhad Moshiri (Iran, b.1963) Eshgh (Love)

mation %bout the gallery, visit the m{el.)site at httR://W.agopb.com. The 9 8504 000 Charles Hosseln. Zenderondi [ean, 5.1937) Wiicliled
Gallery is located at 1609 South Dixie Hwy, Suite 5, West Palm Beach,

Florida 33401. 3--$480,000 -- Parviz Tanavoli (Iran, b.1937) Poet and the Bird
4--$456,000 -- Francis Newton Souza (India, b.1924-2002) The Elder

BENEFIT AUCTION 5—-$498,000 -- Ahmed Moustafa (Egypt, b. 1943) The Transcendental
Mansions of the Moon

Auctl?neer do_nates Service to 6--$360,000 -- Ahmed Moustafa (Egypt, b.1943) The Attributes of Divine
Washington high school Perfection

Auctioneer J.R Wikane recently donated his time and auction skills to 7--$3306,000 -- Gulgee (Pakistan, b.1926-2007) Polo Player

conduct an auction at Mount Rainier Lutheran High, in Tacoma, WA to . S,
’ ’ 8--$336,000 -- d Selim (Irag, b.1919-1961) Y M d his Wif
benefit kids unable to buy choir robes and sports equipment. Wikane. of JR - SUPRGIS NS AP SR T UL OONL N S Wm

Wikane Enterprises, Inc. raised over $44,000 (with a total item value of only 9--$336,000 -- Charles Hossein Zenderoudi (Iran, b.1937) Untitled
$15,000). 10--$336,000 -- Mohammed Ehsai (Iran, b. 1939) Zekre Allah

“The money has had a huge impact on the lives of our kids. We now have
beautiful choir robes and sports uniforms for all our kids. JR is a wonderful

example of a gifted Auctioneer truly dedicated to serving his local » continued on page 79
community,” said , Karla Benedetti, Mount Rainier Lutheran High School.

INTERNATIONAL
Bonham’s breaks three

world records at Middle | &g .
East Auction

DUBAI, UNITED ARAB EMERITS - Bonhams, the UK- | &
headquartered international fine art auction
house established since 1793, broke three world
records at its inaugural Middle East art auction | Ny
in Dubai, United Arab Emirates. The auction 40 o] INVESTOR'S BUSINESS DAILY
achieved total sales of over $13 million, almost .- rs

Reach Your Buyers

in print & online

& bizjournals

three times the expected result, with 94 percent

of lots sold.

The auction witnessed the first Middle East artist
to achieve an auction sale of over $1 million with

[ranian Farhad Moshiri’s Swarovski crystals and
glitter on canvas ‘Eshgh’ (Love), a sale which also
wrote Moshiri into record books as the highest
achieving Iranian artist at auction.

Breaking the world record for an auctioned Wltll Satellite ProLink' S :
Pakistani work of art, Gulgee's "Polo Player” sold T COll tract rates'

for $336,000 — more than four times the reserve.

“This is an unbelievable result for our first

IR 800-510-LINK (5465) www.SatelliteProLink.com
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Action Snowcase

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

Launch date: USA TODAY has 2 daily national circulation of over 2.2 million

Friday’ March 14’ 2008 e 4.4 million own a principle residence

e 3.6 million have a household income of $100,000+
NAA discounts: e 2.9 million have a household asset value of $1,000,000+
15% off of 1-3 scheduled insertions * 1.8 million own real estate in addition to primary residence

25% off of 4 or more scheduled insertions e 2.0 million have a total real estate value of $500,000+

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

To reserve your ad space or for questions, please contact:
Kathy Armengol, Account Executive, Real Estate Auctions
karmengo@usatoday.com | 703.854.5936
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Auction, music and NASCAR

Charity auction in Nashville raises over $250,000

Auctioneer Dustin Rogers, of Mt. Airy, NC recently conducted a charity ~ The first two Sprint Sound & Speed Presented by SunTrust events drew an
auction in Nashville, TN at the 2008 Sprint Sound & Speed Presented by estimated 25,000 fans and raised more than $500,000 for its designated
SunTrust festival, raising $250,000 for the Victory Junction Gang Camp  charities, Victory Junction Gang Camp and the Country Music Hall of
and the Country Music Hall of Fame. The festival brings together fans of ~ Fame and Museum.

country music and NASCAR racing for autograph

sessions, concerts and the charity auction.

“We felt the auction was a huge success. Their goal
for the auction was $150,000, but we did well over
it!,” Rogers said. “Some of the high selling lots were
Kevin Harvick's #29 Race car from last season, which
sold for $80,000 plus donations from several
celebrities and corporations to total $150,000!
Richard Petty's cowboy hat sold for $12,500, Big
Kenny from Big & Rich's motorcycle sold for
$24,000 and a guitar signed by Willie Nelson, Merle
Haggard and Ray Price sold for $17,000.”

Many of the Rogers family and crew from Rogers

Realty & Auction worked the auction. Some of the

celebr ify attendees were: From country music, Bucky From left are Deidre Rogers, race driver Kyle Petty, Dustin Rogers, Reed
Covington, Craig Morgan, Danielle Peck, Jason Michael Carroll, Josh Sorenson and Craig Morgan.

Gracin, Josh Turner, Julie Roberts, Trace Adkins, and more. From Nascar:

Aric Almirola, Brad Coleman, Clint Bowyer, David Stremme, Jamie

McMurray, Dave Blaney, Kyle Petty, Richard Petty, Max Angelelli, Michael lo be th € Best...Learn f rom th 4 B est. /

Waltrip, Reed Sorenson, Ryan Newman. Others were Richard Childress of 3
Richard Childress Racing, Ray Evernham of Gillett Evernham Motorsports, | )7 |
Hollywood Yates aka Wolf on American Gladiators, Earl Bentz founder of

Triton Boats, George Flanigen of Deaton Flanigen Productions.

This was the third year the festival was held to bring together stars of
country music and NASCAR. It included a concert extravaganza headlined

by Grammy-winning recording artist Alan Jackson, with special guests
Taylor Swift and Jason Michael Carroll, and other top country music

YOUR SUCCESS

where they got up-close-and-personal with NASCAR and country music ~ Reppert School of Auctioneering is on of the oldest and most respected

performers at Nashville’s Sommet Center.

Fans of country music and racing had two blockbuster events on Saturday,

Jan. 12 in the Sommet Center: the annual Backstage Garage Pass festivities,

- names in auctioneering education. Our instructors’ knowledge is

stars for autographs, story-telling and question-answer sessions, and the 9% nusinable to the siiceessof your ductioneering career. While attending

concert at 8 p.m. headlined by Jackson and special guests Swift and Carroll. ~ our full two week auctioneering course, you will be involved in the
. _ , ~ live auctmneerlng experience. Our 30 experienced auctioneering
Among the NASCAR celebrities were Richard Petty (seven-time NASCAR ~ professionals will give you insight into auction business, auction law,
Cup Series champion and the winningest driver in series history), Kyle Petty ~ real estate, advertising, marketing and nimy othergf™u. /" s, #ge
(third-generation NASCAR competitor, eight-time winner and founder of When setting goals for your career, Reppert’s is where to turn.

. - : SR Our goal 1s to help you to be prepared as an auctioneer business
the Victory Junction Gang Camp along with his wife, Patty), Darrell  professional. Let Reppert School of Auctioneering help you . d.

W:almE (thr.ee—tu-ne NASCAR Cup Series champion, third-winningest Claasss Beid ot Kruse Abiibn Paksbutirn dale.
driver in series history, and current member of the NASCAR broadcast ‘ April, August, October and December.

team on the FOX network), Ryan Newman (nicknamed “Rocketman” for
his penchant for winning pole positions with regularity as driver of the No.

12 Alltel Dodge for Per}ske Racing; 12-time Cup Series winner) and Jamie REPPERT :f'mlhggﬂlﬂe .
McMurray (current driver of the No. 26 Crown Royal Ford for Roush | |
Fenway Racing, won July’s Pepsi 400 at Daytona). www.reppertschool.com 260-927-9999

PO Box 6, Auburn, IN 46706  Dennis Kruse, President

WWW.AUCTIONEERS.ORG APRIL2008 AUCTIONEER 69




Perfect
presentations

Seven sins of auction
item presenters

By John Brodt

Working closely with Auctioneers are the presenters, who not only bring
items to the auction block and hold them up for clear viewing, but they
also often hand the item to the winning bidder.

Presenters have their own personalities: some are all business and some have
tremendous humor. Auctioneers should pay attention to all aspects of their
presenters, who represent the auction company to the crowd.

Let’s begin with something that should be obvious, but is sometimes not:

bathe and be presentable to a crowd. One auction house [ have visited had
two of the presenters were so bad in these areas that I had

commented to my girfriend that one must have just been under his

— truck changing the oil before he arrived at the auction house. She
h ———— didn't think either one had taken a bath for the last week. There i
such a simple solution: Shower, find a bathtub or even skinny-dip

— in the nearest lake. Brush your teeth, comb your hair and put on

clean clothes before heading to the auction.

Secondly, dress in an appropriate manner. Many presenters arrive
"""" ready to put in an honest day’s work, but you cannot tell. They have
worn flannel shirts with sleeves ripped off that really do not do
much more than allow everybody to see them armpit to beltline

when they lift something up.

Presenters will stand out much better when dressed in company
logo ware. T-shirts, polo shirts, sweatshirts or windbreakers with the
auction company name lets the bidders know exactly who is
working the auction and who to ask for help instead of bothering
the auctioneer or clerk. If logo clothing is not readily available, then
at least be similar in the same color shirts, jackets or hats.

Thirdly, the presenter must know the plan of the Auctioneer and
follow it. One time [ saw that an Auctioneer had furniture to his
right and two tables of great glassware, pottery and ‘smalls’ to his
left. He announced he wanted two furniture items, then two smalls as the sale
order. It lasted for two cycles, after that the small items were forgotten. All
presenters brought up was the furniture. What do you think the bidders thought,

Top: Presenter Loretta is ready with the next item, working closely with
Auctioneer Tim Cousineau of Blue Star Auction of Wixom, MI. When Cousineau
announces the current item sold, there is no delay in the presenter moving to

the next item. All the presenters wore similar blue shirts. especially those who had their eye on something on the smalls table?

Stanton Auction over 50 years ago. He shows how to safely present firearms When the presenters are working a section of the auction that the bidder is not
by a firm grip, pointed away, and the features easily seen by the bidders. interested in, they will take a break, get something to eat or visit. When that table
Under the Stanton hat, he has a smile that shows he is enjoying the auction

t00 the bidder has been watching comes up in order, they will be there, hand on the

bid card and their heart racing.

Fourth, be ready to present your item, think ahead. How does it look when it is
a presenter’s turn, and he has nothing in hand? Too many times I have seen the
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presenter having to stop, scan the table, pick an item, read
the lot info and then present to the bidders. This delay at
auction creates dead time and kills the Auctioneer’s motion,
action and momentum,

Keep thinking an item or two ahead. At the best auctions the

|iaaa
L
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presenters know the order, know which presenter they follow

]
=
g
=
=
| B9
i
f

and head for their next item as soon as they present the
winner with the one in hand. Even on a two or three-man
crew, looking that item or two ahead will find everything
runs smoother and can be more relaxed.

Ever go to an auction and see the presenter show and
announce the item, to the Auctioneer? One Auctioneer, with
a big grin on his face, said “Show it to the bidders, they are
the ones buying.”

Fifth, raise that item up so people can see, and see clearly.
Watch where your hands are, items presented to the bidders
should not have a big hand in front blocking a clear view, get
the hands to the back and sides. Have a clear area, don't let

people crowd you, block others and walk it across the entire

front. It certainly is okay to go into the audience and show Presenter Greg Tuttle, from Lets Talk Auction, Mio, MI, has a
big grin on his face with the two electric yard flower

: : ; : decorations as Auctioneer Donna Tuttle is calling the bids.
in front of the Auctioneer cleared and out of the way so you avoid running The items may not bring much, but Greg gives them the

an interested party, or meet half way and return to the front. Get that table

into it or having to gyrate around it. Talk it up to the bidders, standing same respect as every other item to cross the block.
sideways if you half to so both the audience, auctioneer and the clerk clearly
know what you have.

Sixth, do not pound on the items. One auction house I know had a presenter

that had to slap or pound on everything. “We have an antique parlor table
here” he would state and then ‘BANG, BANG, BANG’ on it with his hand. I_
[ often wondered if he would break something. Why did he do 12 He

thought it would bring more attention to the item and raise the bids.

Realistically, it told me that he had no respect for the item and it cannot be
worth much based on the chance of breaking it, if he didn’t break it just now.

7 CLEARLY- the emerging
provider of auction software

T S solutions!

Don't pound on the items. Show respect for the consignor and the bidders

by giving everybody a clear view and announce it in a voice that can be heard
and understood.

Seventh, and certainly not the least, is to SMILE! I have taken many pictures

with the item held high, maybe even on an elevated platform, giving the “SIMPLIFYING YOUR AUCTION PROCESS
bidders a great view. However, the presenter looks bored as can be, or even DOESN’T HAVE TO COST YOU THOUSANDS”!!
worse, unhappy and like he would rather be doing something else. Save that A TASS software solution is everything you need to track your

auctions electronically and economically. The flexibility of TASS is

look for when you are out of the spotlight. If the presenter looks like they i ._
unique in that you can adapt the program so many different ways.

' don’t care about the item, or the auction, how do you think the bidders will NOW OFFERING! TASS now offers the ability to process credit
soon feel? card transactions directly from within the checkout screen for your
. 1 . ; : bidders. NO ACCESS to a phone line? No worries! With TASS’
Put that smile on when the bidders see you. Dr. I?awd Song, a plastic Sev: peocessing progzam you, cen “maptue® fhe informmtion
: surgeon and assistant professor at the University of Chicago hospitals, recon- batch transmit once you get back to the auction office. Call a TASS
structs faces. Song believes that frowning takes more effort than smiling. It rep today for a free demo.
appears that smiling is easier and because people like the easy way, they smile
- : *User Friendly/Windows based * Automated email capability
more and the smile muscles are in better shape. *Manage muliple auction +Wireless or LAN ready
o * : *
So, presenters, get ready for the auction, dress up, announce what you have, ST R GO0 0. SR G S bR oredatabass
make sure everybody sees it, respect it and make your smile infectious.
Because when the bidders catch your smile and are happy you know which
way the bids will be heading and help make for one happy auctioneer and For more information, go to www.tass-software.com
Weriter John Brodt has been an auction presenter and a close observer at auctions.
L T - |
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ARKANSAS

Danny Ray McGrew

United Country Hometown Realtors
208 Hwy 70 W., Glenwood, AR 71943
dps71913@yahoo.com, (870) 356-5101

CALIFORNIA

Robert M. Shea
27 Birdie Ln., Coto De Caza, CA 92679
949-689-5545

FLORIDA

Sherri Dasilva

Bobby V Goods Inc.

5201 SW 9th St., Plantation, FL 33317
bobbyvgoods@earthlink.net

(954) 801-8104

Marta A. Correa
13415 SW 99 Ct Miami, FL 33176

Miami, FL 33176, martacorrea@aol.com

(305) 255-9909

Brett K. Meisenheimer

725 Flamingo Dr., Fort Lauderdale, FL 33301
BYAZ]@aol.com

(954) 540-1314

Roland R. St. Louis, Jr.
300 Sevilla Ave. Ste 201
Coral Gables, FL. 33134

rstlouis@u-consult.net

(305) 444-2363

James E. Hill
1505 1JS 27 § Lake Placid; FL. 33852
james@floridascenicrealty.com

(863) 699-1950

Dudley Brown

7136 Ashland Glen
Lakewood Ranch, FL. 34202

dudley@luxuryauctionsint.com

(941) 228-2144

Roy C. Strickland, Jr.
1201 Hwy 19 South Palatka, FL 32177
Palatka, FL. 32177

roy_strickland@yahoo.com
(386) 328-8919

James Todd
AuctionTree
224 Murcia Dr. #108, Jupiter, FL 33458

info@auctiontreebroker.com
www.auctiontreebroker.com, (800) 430-0960

Cory Mara
Augbay Inc.
364 Crescent Blvd St.

St. Augustine, FL 32095

corymara/@yahoo.com

(904) 814-2366

GEORGIA

Stacey Mauck
Mauck Auction, Inc.

1273 Redemption Dr., Lawrenceville, GA 30045
maucks@bellsouth.net, (678) 878-7357

Troy C. Meek
3661 Rocky Ford Terr., Gainesville, GA 30506

troy@troymeek.com, www.troymeek.com

(770) 540-7721

ILLINOIS
Thomas R. Jurs

Jurs Auctions
PO. Box 552, Huntley, IL 60142

tom@tomjurs.com, Www.tomjurs.com

(847) 669-3440

Joanna A. Van Der Vant
Major Enterprises, Inc.
8035 N. Milwaukee Ave #2

Niles, IL. 60714, joanna@majoronline.com
www.majoronline.com, (847) 268-3380

INDIANA

Robert E. Dimmett
Dimmett Auction Service

1444 White Road, Boonville, IN 47601
redimmett@aol.com, (812) 897-1747

IOWA

Jason J. Smith
Smith Auction Marketing Company
1900 Hillside Ave., Mondamin, IA 51557

Jason@gowithjason.com
www.gowithjason.com, (402) 250-1006

Brian J. Tompkins
Wears Auctioneering, Inc.
605 Kingston Dr., Solon, A 52333

W.wearsauctioneering.com

(319) 624-5075

Emily R. Wears

Wears Auctioneering, Inc.

1826 Mehattey Bdg. Rd. NE

Solon, 1A 52333
emilywears@live.com, (319) 624-3779

Larry R. Crow
Crow Auction Service
1103 Main, Guthrie Center, IA 50115

lJ CTOW@HﬁtiHS.HEI, WWW.crowauction.com

(641) 740-0450

Donald Elvin Wagner
Wagner-Prunty Auctions

Box 435 Humeston, 1A 50123
(641) 870-0212

Christopher Mason

Mason Auction Co.

2433 Jackson Ave., Early, IA 50535
masochr@bvu.edu

(712) 273-5200

Grant Schultz

Luxuron Group

PO. Box 205, Cedar Falls, IA 50613
grant-schultz@hotmail.com, (319) 830-9700

Larry O. Griggs

Remax West Auction Service

17450 Meredith Drive, Clive, IA 50325
tgriggs@prairieinet.net, (515) 987-1945

Burton A. Prunty

Wagner Prunty Auctions
2805 95th St., Allerton, IA 50008
blpauc@grm.net, (641) 873-4262

KENTUCKY
David Meade

[rvin Group Realtors-Auctioneers
31 Public Square, Lancaster, KY 40444
dmeade@irvingroup.com

www.irvingroup.com, (859) 339-8030

H.E. "Beaver" Corder 11

Corder Auction & Realty

PO Box 4007, W. Somerset, KY 42564
beaver@cordermail.com, (606) 305-4848

MASSACHUSETTS
Brian J. Miller

Hometown Realtors and Auctioneers, LLC
15 Summer St., Kingston, MA 02364
hometownrealtorsandauctioneers@gmial.com
www.hometownrealtorsandauctioneers.com

(781) 585-1538
MINNESOTA

Steve Dale Hussong
1026 4th Ave SE, Rochester, MN 55904

shussong@charter.net, (507) 254-4393

MISSOURI

Herbert E. Austin
RR 1 Box 171B, Queen City, MO 63561
austinauctions@marktwain.net, (660) 949-3000

Tamara Mechelle Rufener

United Country-Missouri Land and Home
1119 South Missouri, Suite B

Macon, MO 63552

tamarar@missourilandandhome.com

www.molandauctions.com, (660) 676-6676

MISSISSIPPI

John K. Rea
Rea Brothers' Mid-South Auction
P O. Box 97509 Pearl, MS 39110

jrea@rbmsa.com, www.rbmsa.com

(601) 956-2700

NORTH CAROLINA

Mazie H. Flewwellin

Auction Company Of Wilmington

2143 Echo Lane Wilmington, NC 28403
acwauctions@bellsouth.net
www.acwauctions.com, (910) 262-1565
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Nathan R. Sowers

D.R.S. Inc.

PO. Box 147 Advance, NC 27006
Advance, NC 27006, natesgrill@aol.com
www.drsauction.com, (336) 998-7251

Mary Jo Brubaker
PO. Box 93 Banner Elk, NC 28604

bubbabru@worldnet.att.net
(828) 783-8131

Allen L. Todd
A L Todd Auctions

408 Oaklawn Rd., Winston Salem, NC 27107

toddauctions@bellsouth.net, (336) 813-3905

Jeftrey E. Creech
2512 Castleberry Rd., Clayton, NC 27527
Clayton, NC 27527, (919) 553-8154

NEBRASKA
Johnny Paiz, Jr.

Ritchie Bros. Auctioneers (America) Inc.
4000 Pine Lake Rd., Lincoln, NE 68516
www.rbauction.com, (402) 421-3631

David D. Nicholson

Ritchie Bros. Auctioneers (America) Inc.
4000 Pine Lake Rd., Lincoln, NE 68516
www.rbauction.com (402) 421-3631

Dana Kaufman
Proxibid, Inc
11171 Mill Valley Road, Omaha, NE 68154

Gregory S. Fuqua
4000 Pine Lake Rd., Lincoln, NE 68516

www.rbauction.com, (402) 421-3631

Patrick J. Hicks

Ritchie Bros. Auctioneers (America) Inc.
4000 Pine Lake Rd., Lincoln, NE 68516
www.rbauction.com, (402) 421-3631

Alan D. McVicker
Ritchie Bros. Auctioneers (America) Inc.
4000 Pine Lake Rd., Lincoln, NE 68516

www.rbauction.com

(402) 421-3631

Kevin L. Perry
Ritchie Bros. Auctioneers (America) Inc.

4000 Pine Lake Rd., Lincoln, NE 68516
www.rbauction.com, (402) 421-3631

NEW MEXICO

Cody Walker Morrow

United Country Mesa Real Estate
2105 Hwy 530 Loop P O Box 732
Logan, NM 88426 |
cmorrow(811@aol.com
www.unitedcountry.com/logannm

(575) 487-2910
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Megan LoPresti

Purple Wave Auction

5853 S Carson St., Carson City, NV 89701
megan.lopresti@purplewave.com

www.purplewave.com, (775) 761-1447

Vincent |J. LoPresti
Purple Wave Auction

5853 S Carson St., Carson City, NV 89701

vince.lopresti@purplewave.com, (775) 232-1940

OHIO

William D. Fergus, Jr.

Conkle, Ellis, Fergus & MacDowell LLC
250 Civic Center Dr Ste 650

Columbus, OH 43215, www.cefmlaw.com

Cindi Schillig
31 E Blenkner, Columbus, OH 43215

schilligc@mail.com

Ron L. Kreis

6995 Dresden/adamsville Rd.
Adamsville, OH 43802
rtkreis@hughes.net, (740) 796-5242

OKLAHOMA
Marey A. Hill

Hill Auction Service

Rt 1 Box 32 S Coffeyville, OK 74072
martyhill00@yahoo.com, (918) 440-9537

Rick Meftord
Mefford Appraisals
Rt 1 Box 181A, Gould, OK 73544

rmefford@sw01.net, www.rickmefford.com

(580) 512-9909

Pegoy S. Moran
PO. Box 254, Apache, OK 730006

pmoran@pldi.net, (580) 588-3732

PENNSYLVANIA

Jettrey E Kratz
774 Quarry Road, Harleysville, PA 19438
jeftreytkratz@aol.com, (215) 721-4700

Joshua Kratz

Jeftrey F Kratz Auctions

415 East Broad St., Souderton, PA 19438
joshua_kratz@hotmail.com, (215) 721-4727

SOUTH CAROLINA

James Brian Hope

Brian Hope Auction Company

PO. Box 431, Ninety Six, SC 29666
bhope96@yahoo.com, (864) 377-1479

www.brianhopeauctionco.com

Tyson Bernthal

Bernthal Auction Group

2845 August R2, Johns Island, SC 29455
Tyson@bernthalrealestate.com

(843) 708-0989

TENNESSEE

Amber L. Ingerson
Century 21 Mid-State Auction Co.

1300B Hillsboro Blvd., Manchester, TN 37355

amberw@realtracs.com, (931) 723-4324

Roy S. Denney
Crye-Leike Realtors

1285 N Mt. Juliet Rd., Mount Juliet, TN 37122

rdenney@realtracs.com, (615) 754-8999

Darin E. Hasty
Bob Parks Auction

212 Riverbend Rd., Shelbyville, TN 37160

dhasty@realtracs.com, (931) 684-4000

TEXAS

Jodi Cashae Amaya
Vaughan Auction Group, LLC

7509 Euclid Dr., Rowlett, TX 75089
jodiamaya@verizon.net, (972) 475-5113

James W. Diggs

1900 Granada Rd., Fort Worth, TX 76116

diggshomes@usa.net, (817) 737-6324
Jacqueline E Mijol

27 Creekside Dr., Trophy Club, TX 76262

jmijol7@yahoo.com, (682) 429-2558

Ryan Perry Brewer

Brewer Auction Services

17900 Tradewind St., Canyon, TX 79015
ryan2sequin@yahoo.com, (806) 679-2383

Josephine M. Davenport

Coventry Square Auctions

3333 Suffork Dr, Suite 202
Fort Worth, TX 76133, Ddvnpr@aol.com

WWW.coventryaquareauctions.com

(817) 922-8004

Daniel Seltzer
4520 Hartford Drive Plano, TX 75093

danielseltzer@hotmail.com

(214) 440-1376

Wesley Alex Ingram
8920 Elm Drake Ln., Humble, TX 77338

wesleyalex@live.com, (281) 645-4334

Ricky Dan Holland

7409 Tunbridge North

North Richland Hills, TX 76180
rictex48@yahoo.com, (214) 587-6770

Ron J. Canada
Oak Tree Dealers Auction
691 Rebecca, Spring Branch, TX 78070

rcanada@oaktreeda.com

www.oaktreeda.com, (210) 590-8877

Cindy L. Soltis-Stroud

Eagle Auctions

102 Sunrise Drive, Boerne, TX 78006
(210) 380-1587
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Rose M. Bryan
Bryan Realty
14505 Shoredale Ln., Farmers Branch, TX 75234

rmarie@airmail.net, www.rosebryan.net

(214) 232-2736

Janet G. Rose
707 Williamsburg Dr., Ennis, TX 75119
esorf@aol.com, (972) 878-4022

Nicholas Wilson
809 14th., Canyon, TX 79015
njwilson87@hotmail.com, (806) 679-6231

UTAH

Ryan Wright

The Wright Team Real Estate Professionals
1078 E 3300 S., Salt Lake City, UT 841006
hwright@mywrighthome.com
www.mywrighthome.com, (801) 487-8226
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Jason Bowers

Ballard Real Estate
530 E Stuart Dr., Galax, VA 24333

jason-bowers@comcast.net
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Robin Stephen
Remax Castle Gate Realty
1409 Wenonah Ave., Pearisburg, VA 24134

robin@robinstephen.com

www.robinstephen.com, (540) 921-2200

Christine Corbin

Corbin Appraisal Services

3805 Foxfield Court, Richmond, VA 23233
corbinappraisals@verizon.net, (804) 385-7537

George R. House
Classic Firearms

80 S First Colonial Rd.
Virginia Beach, VA 23454, (757) 425-2827

N Wayne Ramsey, Jr.
Dawson Ford Garbee Auctions
4407 Boonsboro Rd., Lynchburg, VA 24503

wayne@dawsonfordgarbee.com

(434) 841-2797
Robert D. Caughey, Jr.

Dawson Ford Garbee Auction
104 Cimarron Rd., Forest, VA 24551
fvfd5548@yahoo.com, (434) 546-0740

Warren W. Shindle

1520 Layden Cove Way

Virginia Beach, VA 23454
wwshindle@hotmail.com, (757) 412-0877

Robert E. Dawson
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152 Grimes Rd., Centralia, WA 98531
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Www.thatsellerfeller.com

(360) 330-5233

WISCONSIN
Jeft Borchardt
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Career Opportunities

AUCTIONEERS

AUCTION SCHOOLS

Progressive INC 500 company seeks talented
auctioneers with ability to sell in a live and
Internet environment. Full-time and contract
positions are available based out of our Southwest
location. New graduates and those with raw
talent are welcome to apply. Please send cover
letter, resume, a .wav file & a digital photo to
Jacque@auctionAN Dappraise.com

Mendenhall School Of Auctioneering
Forrest Mendenhall
PO. Box 7344
High Point, NC 27264
(888) 833-0316
336) 887-1107 Fax

rienauction@aol.com

heep://www.mendenhallschool.com

Join the J.P. King Team

Join the ].PKing Team. We have the experience
and resources to help you open new doors. We
are looking for professionals who are ready to earn
big commissions that come with the sale of high-
value properties. Visit us online at
www.jpking.com, click on Sales Opportunities or

call Brynley King @ 256.439.0196.

Reppert School Of Auctioneering
Dennis Kruse
P. O. Box 6
Auburn, IN 46706
(260) 927-9999
(260) 927-9990 Fax
dkkruse@skyenet.net
heep:/lwww.reppertschool.com

_ e

Twenty One Years in Business Auctioneer needs a
Full ime Agent for Booking California
Commercial, Industrial & Machinery Auctions.
Call Col Tom 408-839-1304

World Wide College Of Auctioneering

Paul C. Behr, CAI

PO. Box 949
Mason City, IA 50402-0949
(800) 423-5242
(641) 423-3067 Fax
paulc.behr@comcast.net

hetp://www.worldwidecollegeofauctioneering.com

Williams & Williams
(www.williamsauction.com), the Nation’s leading
Real Estate Auction firm, is secking a Land
Specialist, for Commercial Real Estate. Join a fast

paced Company that has doubled in profitability
ever year for the past four years!
Experience with land planning issues, such as
subdivision process, access, road building, and
utilities are a must. Overnight and multi-day
travel will be required.

E-mail your resume to hr@williamsauction.com.
Competitive compensation & benefits in a
dynamic environment.

EOE

Professional Ringmen’s Institute
Brian Rigby
PO. Box 14170
Springfield, MO 65814
(888) 874-6477 - (417) 753-7654 Fax
brian@proringmen.com
htep://www.proringmen.com

2008 Terms: May 8-10, Nov. 13-15

Texas Auction Academy
Mike Jones, CAI, GPPA
P.O. Box 803503 I
Dallas, TX 75380
(972) 387-4200
(972) 387-2597 Fax

info@texasauctionacademy.com

http:)lr [ wWww.tex asauctiﬂnac;:.ldemy.cmn

S

Williams & Williams
(www.williamsauction.com), the Nation’s leading
Real Estate Auction firm, is looking for an
Auction Manager, for Commercial Real Estate.
Join a fast paced Company that has doubled in
profitability every year for the past four years!
Active Real Estate License with requirements to
obtain additional licenses as necessary. Must have
ability to evaluate any type of property and make

recommendations for auction.

E-mail your resume to hr@williamsauction.com.
Competitive compensation & benefits in a
dynamic environment.

EOE
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AVAILABLE FOR HIRE

CLERKS / CASHIERS

This new section runs monthly in the magazine and on the NAA
website. NAA believes this new addition will become a premier site
for individuals to connect for auction employment opportunities.
The deadline for the NAA to receive advertisements is 5:00 p.m.
CST on the 5th day of each month for advertisements to appear in

the coming month's edition. Categories: Auctioneers,

Clerks/Cashiers, Ringmen, Other, Available for Hire, and Auction
Schools.

Additional Information on submitting advertisements:

Send the NAA the exact wording you desire in your advertisement.
Advertisements are limited to 300 characters (a character is a
letter or word and does not include spacing). Generally this is
approximately 50 words.

The price is $150 for a 1/16 page advertisement (only size available).
Your purchase of the magazine advertisement space includes a
free listing on NAA's Career website section for 30 days.

NAA does not offer website only career advertisements.

Ads will be text format only. No graphics, company logos, or ready-
made advertisements will be accepted for this new section.
The advertisements will be simple, uniform text advertise-
ments.

Auction schools that are currently running display ads in the
magazine will get a free listing under the Auction Schools
section on the Auction Career Opportunities page in the
months they run their display advertisements.

Career advertisements will not be recognized in the advertiser index,
near the back of the magazine.

Advertisements can be submitted by e-mail, fax, or mail. Please send
advertisement text to Wendy Dellinger, NAA Senior Manager
- Corporate Sales at advertising@auctioneers.org, or send faxes
to (913) 894-5281. Text can be mailed to Wendy's attention
at 8880 Ballentine, Overland Park, KS 66214. Please include
specific instructions including the months which you wish to
place your advertisement.

Join the NAA in making the new Auction Career Opportunities
section a success by ordering your advertisement today!

WWW.AUCTIONEERS.ORG




<« SUCCESS STORIES continued from page 65

Ritchie Bros. attracts global buyers,

sets site record in Fort Worth
VANCOUVER - Ritchie Bros. Auctioneers (NYSE and TSX: RBA), the world's

largest industrial auctioneer, demonstrated its strength in different geographic
regions under varying market conditions last month by conducting multi-
million dollar unreserved industrial auctions in Fort Worth, TX, and Dubai,
United Arab Emirates. The unreserved public auction at the Company's
permanent auction site in Fort Worth on March 5-7, 2008 generated $57
million in gross auction proceeds - a new site record.

The unreserved auction at the Company's auction site in Dubai's Jebel Ali
Free Zone on March 3 - 5 generated $26 million in gross auction proceeds.
The Fr. Worth auction attracted more than 3,100 registered bidders from
39 countries, including 47 U.S. states and 10 Canadian provinces - another
new site record. Bidders from outside the United States purchased more
than $19 million of equipment (33 percent of the total gross auction
proceeds). "We had a great sale, with strong prices across the board and a
number of new Fort Worth site records," said David Hobbs, Ritchie Bros.
Division Manager. "There has been a lot of talk about the economic
challenges we're facing here in the U.S., but due to the fact that we reach a
global audience of interested buyers, many from economies where demand
for equipment is high, we can help our consignors sell their machines for
better prices than they might achieve by selling locally.”

The auction also set new internet bidding records for the Ritchie Bros. Fort
Worth site, with a record number of e-bidders (more than 1,100)
purchasing a record amount of equipment using the Company's real-time
internet bidding service, rbauctionBid-Live - almost US$14 million worth.

More than 600 people from 49 countries registered to bid in the unreserved
Ritchie Bros. auction in Dubai, United Arab Emirates on March 3-5 - a record
number of bidders for that site. The auction featured more than 1,800 trans-
portation and industrial equipment items from over 230 consignors - another
new site record - and generated more than $26 million in gross auction
proceeds. Over $16 million of equipment - representing 60 percent of the total
gross auction proceeds - was sold to out-of-country bidders.

"The auction went exceptionally well, with good returns on virtually every
type of machine in the sale,” said Steve Barritt, Ritchie Bros. Area Manager.
"We sold equipment for a record number of consignors, and also attracted
a record number of bidders to this auction. We had a great selection of used
and unused equipment in the auction and the participation of a large inter-
national bidding audience, both on site and over the internet, helped us sell
our consignors' equipment for global fair market value. It was a win-win
situation for buyers and sellers.”

Among the successful bidders who participated in the Dubai auction: an
Internet bidder from Portugal who bought a Caterpillar 966G wheel loader
for $190,000; an onsite bidder from Singapore who purchased two wheel
loaders and a motor grader; and an internet bidder from Papua New Guinea
who purchased two 2006 motor graders.

Established in 1958, Ritchie Bros. is the world's largest auctioneer of industrial
equipment, operating through over 110 locations in more than 25 countries
around the world. The company sells, through unreserved publicauctions, a
broad range of used and unused-industrial assets, includingequipment, trucks
and other assets utilized in the construction, transportation, material handling,
mining, forestry, petroleum, marine, real estate, and agricultural industries.
The company maintains a web site atwww.rbauction.com.
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cyberfips

A more specialized
search engine

TRICK#1 PEOPLE DETECTIVE EXTRAORDINAIRE
HTTP://PIPL.COM/

Have you ever done a people search on conventional search engines where you ended up feeling short
changed? Maybe it's because you missed the good stuff you will find with a deep or "invisible” web
search.

This great place searches that deep web with its huge repository of underlying content, such as

documents in online databases that general-purpose web crawlers don't reach. This invisible web
By John Peckham  content is estimated to contain 500 times that of the surface web, yet has remained mostly untapped
due to the limitations of traditional search engines.

This specialized search tool is designed to reach the higher-quality information including personal profiles, public records and
other people-related documents that are stored in databases that are invisible to conventional search engines. Find out what
they know about you. And yes -- it's on the house.

TRICK #2 SWITCH TASKS WITH EASE
HTTP://WWW.NTWIND.COM/SOFTWARE/TASKSWITCHXPHTML

We're sure you know the old "Alt + Tab" trick to switch between tasks while computing. It's a handy tool, but is kind of like
flying blind. Here's a mini-program that gives you advanced task management functions that pick up where the Windows
Alt+Tab switcher leaves off.

This neat tool gives you a visual presentation of where you are while also enhancing your experience by displaying a thumbnail
preview of the application that you are about to switch to. It also has a helpful management capability that allows you to
quickly close or minimize applications and their groups.

GREAT PLACE #1 SEE THE WORLD YOUR WAY WITH VIRTUAL KARTH
HTTP://MAPS.LIVE.COM

Google got out in front with its stellar mapping programs but the competition is heating up with Microsoft's Virtual Earth.
[n addition to traditional mapping technology, this great place offers aerials, hybrid combinations (a combination of aerial and
mapping), birds eye views (in a high resolution from a low altitude and at various angles, allowing property "fly-overs”), 3-D
building views and, in beta, street level videos.

What's neat about this is the promise that, with Google and Microsoft competing in the mapping world, the beneficiaries will
be those of us to whom there is great value and future promise in these programs.

GREAT PLACE #2 ENERGY SAVINGS FROM UNCLE SAM

HTTP://WWW.EERE.ENERGY.GOV/CONSUMER/YOUR_HOME/

Your home sits there using energy day and night. Energy keeps you warm in the winter and cool in the summer. It provides
you with light, hot water, and runs all of your appliances and home electronics.

Here's a great place where you can learn how to use the energy in your home more efficiently. The savings potential is
enormous and all of the tips and tricks you'll ever need are right here in one place. Use this information wisely. You paid for
this site --- complements of your tax dollars and Uncle Sam.

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 oftice 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
www.REcyber.com/reintelligence/cybertips.html. StoneAge readers can obtain information on Society membership by calling 888-344-0027. Copyright (c) 2008. RECS.
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PROGRAMS

Get Sold On St. Jude Kids

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 the
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 18, 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. Ringmen 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 $5,000 cash prize, a trophy
and a ring, sponsored by the Professional
Ringman'’s Institute, will go to the champion
of the IRC. 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. Entry forms, along with the
rules and regulations are included on the
Conference and Show website at
www.auctioneers.org/conference2008. -

President’s Award of Distinction

~ NAA’s Web site, www.auctloneers org, Prowdes fast and convenlent access
~ to people, practices, ideas, and resources. Your member account allows you

~ to connect online with colleagues and stay in touch wath what is
. fhappenmg m the mdustry and professnon | - |

Government Relations

Travel Services

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:
CAl, AARE, ATS, BAS, CES, GPPA and GPPA-M.
Visit www.auctioneers.org to learn more
about NAA's business-boosting programs, or

e-mail us: education@auctioneers.org. Phone:

913-541-8084 (extension 23 and 28).

SERVICES

Auction Calendar

Members are allowed to post their auctions
on the NAA Auction Calendar on its web
site—www.auctioneers.org. NAA's site
receives over 4 million hits per month and
increases the exposure of member auctions.

NAA Credit Card Program & Free
Check Recovery

Save on processing rates when accepting
credit card payments from your sellers for

their purchases. Cashless Commerce now has

a very low rate of 1.67 percent available to
all NAA members. Call Cardmaster Solutions
at 866-324-2273.

Discount Advertising Rates

Reach the buyers with Important
Publications. Use your exclusive auction

advertising programs. Your NAA membership

entitles you to discounted advertising rates
with USA TODAY, Investor's Business Daily,
and The Network of City Business Journals.
Other contracts available on request. 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 ext. 25 or log on to
www.auctioneers.org for more information
or to sign up.

Free Web Site Development
& Hosting

Members can individualize information
about themselves and their company as well
as post all of their auctions. This free web site
development also includes free web hosting
service. To take advantage of this service log
on to www.auctioneers.org. With $75
domain name registration.

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.

NAA Insurance Plus Program
(Health, E&QO, and Licensing
Bonds)

NAA is able to offer solutions that can
provide you, your loved ones and your
company with the right balance of care and
service based on your personal preference,
needs and budget. Programs available
nationwide! Act now by calling 913- 754-
7800.

Learning Center

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.The 2007
Conference and Show educational seminars
are available. And, two of the sessions from
2006, and two from 2007, are available on
video. By joining the NAA Learning Center for
$185 per year, you can download all of the
sessions and receive CE credits. For details
log on to www.auctioneers.org or call 913-
541-8084, ext. 23,28 or 15.

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 913-541-8084,
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.

The lowest available member rates for
travel—Guaranteed! NAA Travel handles all
of the annual Conference and Show and
Winter Seminar arrangements. This service is
free and can be used for all your business or
pleasure travel needs. Call NAA Travel at 877-
363-9378.

PRODUCTS

Books

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
913-541-8084, ext. 28; 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 miscellaneous promotional items that
members can purchase at very attractive
prices. Log on to www.auctioneers.org for
available products or 866-305-7622.

Newsletter - Auction Advantage

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. 1.

Opportunity Kit

To request an Auctioneer or Auction World
Opportunity Kit, please call 913-541-8084,
ext. 20; fax:913-894-5281; or e-mail:
wdellinger@auctioneers.org. To learn more
about the benefits of advertising.

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 with 17
questions like "How did you learn about this
auction?" 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 913-541-8084, ext.
15,

01/08
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DON'T FORGET NATIONAL AUCTIONEERS DAY TO
HELP ST. JUDE OR ANOTHER CHARITY?!

m NAA members worldwide will celebrate

National
Auctioneers

communities they serve by volunteering their services to charity,”
said NAA President and Bixby, OK Auctioneer Tommy Williams,
CAI “Whether it is hosting an Auction for Hope benefit auction

National Auctioneers Day Saturday, April
19, 2008 by holding benetit auctions, or
selling individual items at their regular
auctions, to help St. Jude Children’s
Research Hospital or other charities.

“National Auctioneers Day 1is when
Auctioneers express their gratitude to the

for patients of St. Jude Children’s Research Hospital, or helping a
local charity or high school with its fundraising drive; National
Auctioneers Day is a day when Auctioneers give back and give

thanks.”

NAA members are encouraged promote their companies and the
industry this month by sending news releases to media in your

Public notices for a real estate auction are fixed to the
window and front door of a townhouse in Alexandria,
Va., Wednesday, March 12, 2008. (AP Photo/Haraz N.

Ghanbari)

area explaining about National Auctioneers Day and your help for
charities in your area. The NAA website, www.auctioneers.org,
has tips on dealing with the media, sample press releases and other
resources. Click on Public Relations or Member Media Center.

NAA WANTS YOUR NEWS

Auctioneer magazine and its sister publication, Auction World
newspaper, are your publications. NAA’s publications department
wants to get news and photographs of your successtul auctions, as
well as your letters and other feedback. Your news and photos can
be featured in the Success Stories, Association News and other
sections of our publications. The staff is usually able to print every
news release and photo that is received. If you had special items
that sold well, a benefit sale, a new method or product you tried
that was successful, new members of your staff, or any other news
you believe will promote your business and be of interest to NAA
members, please send it by email or mail service to NAA. Email to

steve@auctioneers.org, or send to Editor Steve Baska at 8880
Ballentine, Overland Park, KS. 66214.
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BUYERS ON DUTY 24/7
CALL: 310-280-7341
EMAIL: WHOLESALE@BIDZ.COM
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‘Best Decision We've Ever Made”

United
ountry-

Auction Serwces

www.ucauctionservices.com

“Joining United Country® is the single best business decision we have made.
Since joining in March 2007 our business doubled in nine months. The
Gross Sales Volume increased from $10 million dollars in 2006 to over $23
million dollars in 2007 through our affiliation with United Country® and

hard A4 OI']L

“With the assistance of United Country®s proprietary marketmg programs-. .

access to confidential buyers, national web site, home warranty ngram,;__::_:__.é_:.i:_.;.::_
mortgage program, and the ability to network with over 700 ofﬁces across

the U.S., we have taken our company to the next level.

“I have been amazed by the number of prospective buyers and sellersthat 5
have found us through the United Country® program. United C1::>1umtr}'r"~‘?J
understands the needs of today’s real estate auctioneers. The folks at the
home office have proven themselves reliable when we needed their assistance
and they have helped to grow our company mto a iﬂi tate operatmn.

Troy D. Lippard, CAI
President:

United Country -
Lippard Auctioneers, Inc.
Serving AR, CO,

KS, MO, OK &TX

PUT UNITED COUNTRYOAUCTION SERVICES
el T_O WORK FOR YOU

Lippard Auctioneers, Inc.
(866)874-7100

www.lippardauctions.com
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