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Conference and Show was excellent

Dear CEO Bob Shively,

What a great Conference 8 Show NAA just had in July. We really enjoyed ourselves. The organ-
ization for the classes, banquets and auctions were well planned. We are a small auction company
and got into the auction business late in life. We owe what knowledge we have acquired to the

NAA. My husband Bob and I have, in turn, been able to make our niche in this exciting business.
Bob & Claueda Barks

Jackson, MO

Dear CEO Bob Shively,

Thank You, Bob. I appreciate being able to count on the prompt response of you and your staft.
I feel it has made a great difference in the way the NAA is running. I heard many good comments
at Conference & Show.

NAA Director Sue Doyle, CAI, ISA
Pleasant Valley, NY

Dear Executive Assistant Joyce Noll,

It certainly was a pleasure to meet you in person in Orlando at the NAA Conference and Show.
You were so helpful to an old country boy that doesn't travel much and especially to large confer-
ences like that. I was so impressed and had such a good time that I sure am planning on going
next year, if at all possible. I'm sure you know that it is people like you and your staft that make
people like me want to come back along with all of the knowledge and information that is avail-
able.

Jim Folger
Williamstield, IL

Dear NAA Membership Director Wendy Stewart Chattin,

[t was nice it was to meet you at the conference, and to thank you for convincing me that I need-
ed to renew my NAA membership. By attending the Cconference I realized that NAA
membership DOES offer more than a magazine, even if much of what else is oftered does not
apply to me (insurance, etc. supplied by company from which I retired).

[ have never felt so good at a conference of strangers and after a few days it seemed that nobody
was a stranger any longer. After struggling alone as a "one man company" for a few years I now
feel like I'm a part of something much larger again with friends and peers who are ready and will-
ing to help when they can. Please pass along to the appropriate people that the plan to offer "free”
conference attendance to new or renewed members was a GREAT idea for maintaining member-
ship. Yes, I'll renew again next year and am already making plans to see you in San Antonio...if
not in New Orleans. Thanks again.

Robert Foster
Baton Rouge, LA

Commendations for auctioneer
Dear NAA magazine,

[ am writing to tell you about an excellent experience I had with one of your member auction-
eers. | recently bid on some items in an auction conducted by auctioneer Lyn Liechty of Adrian,
Michigan. From the beginning he was extremely helpful, honest, and efficient. I have frankly never
run across an auctioneer who has been more helpful. The entire bidding experience from begin-
ning to end was a pleasure and I can only hope that other members of your society can provide a
similar service. Just thought you should know.

Douglas Arbittier
MD

6 Auctioneer September 2002
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NAA PRESIDENT

y now, | am confident that you're aware NAA's
Conference and Show in Orlando, Florida in
July was an outstanding success and set many
new records. Not only did we have a record
high 1,752 attendees from all over the world -
including Australia, England, The Netherlands,
South Africa and Canada, to name a few - but, more impor-
tantly, NAA had a record 158 first-time attendees. The annu-
al growth of this event will be directly related to the number
of first-time attendees. We all know, as history indicates, that
once a member attends and experiences their first Conference
and Show, they will continue to participate in this "must
attend” event every year thereafter.

These first timers, during a jammed-packed welcoming
luncheon held in their honor, expressed how helpful and
enjoyable the conference seminars were to them and how
these events helped the first timers gain new insights and
information to build their businesses. These new attendees
also expressed the benefits and ease of meeting other auction-
eers in informal settings and the sharing of both knowledge
and information that in most professions and businesses are
"trade secrets."

In fact, one first-timer, who is just starting in the auction
business and had not yet conducted an auction, got his first
auction commitment from a client he met through a contact
at Conference and Show. This new auctioneer made the deal
in halls of the hotel, in between attending seminars. He was
ecstatic, and he said making that deal alone made the trip to
Conference worth the effort. That's an example of how NAA
members help each other. If you know of someone in anoth-
er area of the county who needs an auctioneer, refer him to an
NAA member in that area! That favor may come back to you
in the future.

www.auctioneers.org

from the president

A Conference and

Show to remember

BY LARRY THEURER, CAIl, GPPA

In Orlando, the stage was set for these Conference accom-
plishments - one of the greatest venues; cost-effective pack-
ages for attendees, more quality educational offerings by
NAA than ever before and a state association (Florida) that
welcomed NAA and its members with open arms.

The Florida Auctioneers Association and its members did
an outstanding job in supporting NAA and making every-
thing come off without a hitch. The Welcoming Party on
Tuesday evening was exciting and fun and will be long
remembered. And, of course, a special thanks to Don Shearer,
CAI, GPPA, our Convention Chair. Only those that have
held this position in the past can truly understand the work
and involvement that is required. Don made it truly a magi-
cal experience-it must be his Disney background!

[ also cannot overstated the importance of the general net-
working that went on at Conference and Show. From break-
fast discussions to late night talks, auctioneers connected with
each other one-on-one and in small groups as they traded
business advice and, yes, emotional support to fellow business
owners in our profession. Making these connections makes us
more savvy and keeps up our spirits all year long! We truly are
like a family.

And now it is time to begin planning for our next
Conference and Show in San Antonio, Texas, July 7-12,
2003. NAA will again be planning increased educational and
networking opportunities for attendees. While in Florida,
members were already talking about how good the
Conference in San Antonio will be with the famous attrac-
tions of the Alamo and RiverWalk so close to the convention
site.

These plans, in such good cities and for good Conference
events, give NAA members something to look forward for
many months. So begin planning for San Antonio.

2.
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treasurer’s report

NAA TREASURER
STEPHEN D. LEWIS,
MOREHEAD, KY.,

I5 THE PRESIDENT

OF C. ROGER LEWIS
AGENCY INC,,
A 43-YEAR OLD FAMILY
AUGCTION, REAL ESTATE
AND INSURANCE
BUSINESS WITH TWO
OFFICES AND
THIRTEEN EMPLOYEES:.
HE IS THE PRINCIPAL
AUCTIONEER AND
PRINCIPAL BROKER
RESPONSIBLE FOR DAY-
TO-DAY OPERATIONS,
SPECIALIZING IN-REAL
ESTATEAUCTIONS, BUT
IS ACTIVE IN ALL'TYPES
OF AUCTIONS.

10

Three issues to address with NAA membership
regarding annual Conference and Show

uring the recent Conference and Show in Orlando, Fla. three issues arose
that I felt would be appropriate to formally address to the membership.

Hotel rates

The first is regarding the hotel rates that NAA secures for conference sites. As
many of you know, NAA contracts for the Conference and Show at least five years
in advance of the event. This means, in the most recent situation, that NAA initi-
ated contracts for the 2002 event in 1997.

In order to guarantee a reasonable and acceptable rate for NAA members, NAA
negotiates the future rate based on the current rate structure and projected increas-
es by the hotel. In most situations, this works to the advantage of both NAA and
the membership. Sometimes if a hotel has "unsold” room nights available during a
major convention, they might offer those rooms at a lower rate than the convention
rate just to fill the hotel.

In addition, NAA this year effected by the September 11 terrorism tragedy. The
travel industry and hotels have struggled with the near term drop off and have low-
ered existing rates. NAA attempted to renegotiate its contracts with these hotels, but
the hotels had no incentive to agree to a reduction since we had a legally binding
contract and were obligated for the rooms guaranteed whether they were occupied
by NAA members or not. NAA did meet its guarantee for Orlando and did not
receive any financial penalties.

NAA must book future sites in this manner and obligate its attendees in order to

receive the necessary meeting space requirements. Also, I want you to understand
and be assured that neither NAA nor

NAA Travel "add on" fees to the rates.

[ do not believe that future hotel rates
will be an issue at future venues. There
is always a possibility that someone
may get a better rate. It's kind of like
the airlines and the different levels of
pricing for seats; They have a few
super-saver seats and then it goes up
from there.

Please be assured that NAA is doing
everything it can to benetit the mem-

ber and reduce the overall costs associated with Conference and Show.

Automated phone system
The second issue is that several members commented about the Board of

Auctioneer September 2002 www.auctioneers.org
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OCTOBER 2 -5, 2002

To be held in conjunction with the
Auctioneers Association of Canada (AAofC) Annual Convention

Best Western Hospitality Inn Hotel

135 Southland Dr. SE (corner Southland Dr. & Macleod Trail),
Calgary, Alberta Canada

For room reservations call the hotel direct

PHONE: 1 (877) 278-5050, FAX:1 (403) 278-5050

Room rate: $60.00 US, $95.00 Cdn.

e it e T R, S T e R T T T W T i

DNESDAY, OCTOBER 2

Noon - 6 PM
5-8 PM

Registration
Welcome Reception

URSDAY, OCTOBER 3

8 -10 AM
8:30 AM

8:45 - 10 AM
8:45-10 AM
10-10:30 AM
10:30 — Noon
10:30 — Noon
10:30 — Noon
Noon -1 PM
1-2:30 PM
1-2:30 PM

1 -2:30 PM
2:30 - 2:45 PM
2:45 - 4:15 PM
2:45 - 4:15 PM
2:45 - 4:15 PM

4:30 PM
6:00 PM

Registration

Welcome by Barrie Jung — President of AAofC and Larry Theurer, CAI, GPPA - NAA President
Legal Issues Iorthe AUNCHOIIBOT .« v.v v o v s s ok 5 5o 5 55,5 i € 80000 08 Presenter: Andrew Camman LL.B.
Howto Build a Winning &uction Proposal : seiswiseswms s wissns i Presenter: Joe R. Wilson,CAI
Coffee Break and Trade Show Exhibits

Legal Issues for the Auctioneer (cont.) ...........cocovvunnen. Presenter: Andrew Camman LL.B.
How to Build a Winning Auction Proposal (cont) «:.siessmsmssmsn Presenter: Joe R. Wilson, CAI
Am I from Mars and Everyone Else from Venus? ............. Presenter: Barbara Richards,ICCA
Lunch and Trade Show Exhibits

Servicing Your Clients through Technology .............. ... .. ... .... Presenter: Scott Musser
Personal Property Appraisals as Primary

anid Secondary SOiitees OF INCOTRE i s v v s bw we s oo vk Presenter: Larry A. McCool
Working Outside Your Country and Canadian / US Border Issues ... .. Presenter: Kevin Zemp LL.B.
Coffee Break and Trade Show Exhibits

Servicing Your Clients through Techmology (Gant) «:sssweswssaswimsywis Presenter: Scott Musser
Karketing the Uougiiil s sewpsmew ssmypuigismses e pmyes pysmws e Presenter: Norm Moore.
Body Language - Two Way Communication ..................... Presenter: William Kurtz,CAI

Bus Leaves for Heritage Park. Conducted tour up to 6:00 PM
BBQ Supper and FUN AUCTION in the tent at Heritage Park.

IDAY, OCTOBER 4

7:30 - 8:30 AM
8:30 - 10 AM
8:30 - 10 AM

10-10:30 AM
10.30 - Noon
10:30 — Noon
Noon - 1 PM

1 -2:30 PM
1-2:30 PM
1.30 -2.30 PM
2:30 -3 PM
3-4:30 PM
3-4:30 PM
5:00 PM

Breakfast Roundtable Discussions “Good Ideas”

Getting Started In-the Real Estate BUSHIESS w1 svavms vy m snmyw ya Presenter: William Kurtz, CAL
e I o 0 5150 A S B S M A Y Presenter: Gordon Elliott
Coffee Break and Trade Show Exhibits

Wellness i the New MBI .. . o o 5 5 5 5 8 5 8 5508 580 4018 L0805 s 5mi Presenter: Kelly Minisofer
Magic Formula of Compelling Marketing Communication .......... Presenter: Larry Mersereau
Lunch

Mediation and Arbitration - The ONLY waytoGo .................. Presenter: Lou Faber, LL.B.
Eye Catching Visual Techniques for Marketing Sizzle ............... Presenter: Larry Mersereau

AAofC Directors Meeting

Coffee Break and Trade Show Exhibits

Designing Direct Mail Pieces WIth WOW . ..cvvivvvnnenencrmsnaennns Presenter: Larry Merserau
AAofC AGM - Nominations and Elections — Frank Hall, Past President

Free Evening

TURDAY, OCTOBER 5

7:30-8:30 AM
8:30-10 AM

9 - Noon
10-10:30 AM
10:30 - Noon
10:30 - Noon
Noon

1-5PM
6 — Midnight

Breakfast Roundtable Discussions (Good Ideas)

Honw 1o Start Yo O Web 8108 .« 5 eoms ma v s 808 5 S e m s 5e ) @ ma ve Presenter: Shaun McMickle
Antique Road Show (at competition auction site)

Coffee Break and Trade Show Exhibits

Making Your Web Site Work forYou ......... ... ... it Presenter: Shaun McMickle
Bid Calling Techniques (at competition auction site) . . .Presenters: AAof C Past and Present Winners
Contestants pre-competition meeting for All Round World Championship

(at competition auction site)

All Round World Championship Auction Contest (at competition auction site)

President’s Banquet, Awards, and Entertainment

FALL SEMINA




Legal Issues for the Auctioneer

Andrew Camman LL.B.

Polishuk, Camman, and Steel, Attorneys at Law,

London, Ontario
You will learn legalities concerning contractual issues
and labor management for your auction firm.

This seminar is also a study section for the Canadian
auctioneers enrolled in the Institute of Certified
Canadian Auctioneers (ICCA)

Andrew, a senior partner in his law firm, practices
labour and employment law, civil and personal injury
litigation. He is a member of the Canadian and
Middlesex Bar Associations, Advocates Society, and the
Ontario and American Trial Lawyers Associations.
Andrew is a regular instructor for the AAofCs ICCA
Course. Additionally, he has lectured at the Law Society
of Upper Canada, the University of Toronto, and the
University of London, Ontario. Presently, he is enrolled
in the Masters of Law program at Osgoode Hall.

How to Build a Winning Auction Proposal
Joe R. Wilson, CAI
Wilson Auctioneers, Inc., Hot Springs, AR
In the words of Joe R. Wilson, the National Auctioneers
Association 2001-02 President, “A client may interview
several auctioneers and forget most of what each one
said. However, if your business presents the client a
well-written proposal you become the most likely
candidate to receive the sale because most auction-
eers do not write proposals.” In this three-hour
workshop you will receive hands-on practice in how
to write a “winning” proposal that will earn you the
business.
e[ earn components of a great proposal
*Using a case study, work with a team to develop
a proposal
*Teams will present proposals to the session
participants. Participants will vote on which team
won the business
Joe R. Wilson, CAI is a second-generation auctioneer
and has been in the professional auction business since
1961. His firm, Wilson Auctioneers, Inc. conducts about
125 auctions annually and since 1961 has literally sold
hundreds of millions of dollars worth of farmland and
other assets at public auction. The firm also conducts a
variety of benefit auctions for charities such as St. Jude
Children’s Research Hospital. Joe is the NAA 2001-02
president and is past president of the Arkansas
Auctioneers Association. In 1989, Gov. Bill Clinton
appointed Wilson to the Arkansas Auctioneers License
Law Commission. He was re-appointed to that body for
a five-year term in 1992 and again in 1999, and has
served as Chairman of the Board. Additionally, he has
served as president of the National Auctioneer License
Law Officials Association

Am I from Mars and Everyone Else from Venus?
Barbara Richards, ICCA
A Touch of Class Auctioneers and Appraisal
Services, Barrie, ON
Why doesn't that person understand me? Am [ the only
one who thinks this way? Why does he behave so aloof?
Have you ever asked questions like these when
interacting with a family member, co-worker, customer,
or consignor? In this interactive, hands on, fun work-
shop designed for auctioneers, employees and family
members you will discover how to improve your
interpersonal relationships as you understand that
there are four distinct behavior styles. Each style has a
predictable pattern of conduct and emotions and a
unique ways of thinking, feeling and acting. You will:
*Discover your own behavior style and why you

communicate and act as you do
eUnderstand the styles of others in your
relationship circle
Learn to appreciate the special needs and values
of other persons
*Discover how to adapt your behavior to another’s
style so you can communicate more effectively.
Barbara is a certified Behavior Styles Workshop
presenter. Her reputation for providing educational
workshops with humor, energy and enthusiasm that
result in significant positive changes in peoples’ lives
has been earned through years of presentation experi-
ence in the corporate, service, and small business
sectors. She has twice won the Auctioneers Association
of Canada World Champion -Women's Auctioneer
award. Additionally, she is a charter graduate of the
ICCA and a past president of the AAofC.

Servicing Your Client through Technology

Scott Musser

Musser Bros. Auctioneers, Kennewick, WA
In this three-hour in depth seminar your presenter
will share existing technologies that will enable you
to service your auctioneering business clients with
efficiency and ease. You will examine video auctions,
desktop publishing, desktop video, presentations,
and also touch on some technologies that are on the
leading edge.

Scott Musser is managing partner and chief
technology officer of Musser Bros. Auctioneers. Located
in Kennewick, Washington the second-generation
family firm specializes in agribusiness and commercial
auctions. The firm conducts about 100 sales per year
and maintains offices in the four northwestern states of
Wyoming, Montana, Washington and Idaho. Founded
in 1956 by Robert and Lillian Musser, the firm has
evolved into the largest agricultural auction company
in the northwest. Scott also serves as chief auctioneer
and US coordinator for URO Auctions, based in
Drumore, North Ireland. In this capacity, Musser
conducts approximately eight large industrial auctions
per year in Europe. At the 2001 NAA Conference and
Show in Boise, ID Musser not only was elected to the
NAA Board of Directors, but he also won the
International Auctioneer Championship, Men's
Division. He is the 2002 President of the Washington
Auctioneers Association and has served on their Board
of Directors for five years.

Personal Property Appraisals as Primary and
Secondary Sources of Income

Larry A. McCool

McCool and Associates, Madison, MS
Adding personal property appraisal skill to your
auction service offers many benefits including
additional auction business, additional income,
filling a void needed by some of your current clients,
flexible scheduling and utilizing non-productive time.
In this workshop you will learn more about this
saleable commodity including the mechanics of the
appraising business, ethics, business contacts, client
lists, research and information development, as well
as how to get started and where to get education and
certification.

Larry A. McCool is a first-generation auctioneer.
With many more than 1,800 auctions and 25 years
of experience, McCool has built his auction firm into
one of the most respected and successful firms in the
southern United States. McCool specializes in on-site
auctions including real estate, fine arts, antiques,
personal collections, commercial, business, industrial
and asset recovery. He was elected president of the

Mississippi Auctioneers Association for successive terms
in 1993, 1994, and 9995. He was appointed by the
Mississippi governor to serve on his states first License
Law Commission and was elected and served as
chairman of the Mississippi Auctioneers Commission
for three successive terms. Larry was elected Vice
President of the NAA at the 2001 Conference and Show
in Boise, ID. He attended the University of Mississippi
and Mississippi College and holds a Bachelor of
Science degree.

Working Outside Your Country and Canadian /
US Border Issues

Kevin Zemp, LL.B.

Bennett Jones LLP, Calgary AB
You will learn of the USA and Canadian laws
regarding cross border entry and exchange of
auctioneers and staff to perform clerical, computer,
and ring person duties. Learn:

*Canada’s Human Resource Development
regulations and their relationship to the
[mmigration laws.

*Green Card requirements of both countries and
an explanation of why we are so regulated

eLicensing requirements of Canada, the provinces,
the USA, and the US states

*Canada’s laws and regulations for the Goods and
Services Tax and the Provincial Sales Tax

Kevin Zemp is a partner in Bennett Jones LLE a

leading North American legal firm. He is in charge

of the firm'’s Immigration Department dealing
exclusively with cross border issues. Zemp is licensed in
Canada and the USA and serves as the National
Executive of the Canadian Bar Association dealing
with cross border matters.

Marketing the Unusual

Norm Moore

Moore’s Auction Ltd., Alder Flats, Alberta
Drawing on over a decade of experiences in auction-
ing elk and bison, your presenter will provide a
blueprint you can follow to develop a solid business
selling any product that that others circumvent. You
will learn the joys and pitfalls of walking the road less
traveled to auction the unusual.

Norm Moore’s family firm has conducted sales
of elk and/or bison (buffalo) in most Canadian
Provinces, several states of the U.S. as well as in New
Zealand. Their specialized livestock centre in Alberta is
rated by others to be the “Cadillac of the Industry”
drawing buyers and sellers from across North America.
Norm has received many tokens of recognition includ-
ing Distinguished Service Award-Alberta Auctioneers
Assoc., Member of the Year Award-North American Elk
Breeders Assoc., Myrt Lenton Memorial Award-
Canadian Bison Assoc. He was Chairman of the
International Bison Conference in 2000 which hosted
1300 delegates from around the world, and is Past
President of Auctioneers Association of Alberta.

Body Language - Two Way Communication

William B. Kurtz, CIA

Kurtz Auction and Realty Co.,

Owensboro, Kentucky
To the public the auctioneer is like an actor on-stage.
[t's not only your words and the way you say them, but
also it's how you act, move, and carry yourself that will
attract and hold your audience’s attention and build
your credibility. After attending this unique session
you will be able to read and exhibit body
language to your advantage. Discover:
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treasurer’s report

Directors' decision to eliminate the telephone receptionist
position at NAA Headquarters in favor of an automated
phone system. While this did result in annual savings of
$30,000, it was not the only reason for the change.

When we had the NAA telephone receptionist, the recep-
tionist was only able to answer about one-third (33 percent)
of the incoming calls while the remainder went to the auto-
mated system. Quite frankly, as you have experienced in your
own business, to have a person to simply answer the tele-
phone and transfer the caller is not cost-effective, especially
given the limited number of calls that were actually being
directly answered.

Along with this change comes the commitment from NAA
staff to return your call promptly, should it be necessary to
leave a voice mail message, generally within the same business
day.

Life Membership cost

Finally, some members expressed interest in securing an
NAA Life Membership for the prior investment cost of
$2,000, and have asked to do so since NAA did not give an

advance notice of the change. Mark your calendars... e —
For some reason, when NAA changed its dues investment Pack your bags... * &
structure in 2000 it failed to increase the Life Membership Don't miss... | b——

portion. Then, as was published in Auctioneer, the NAA
The NAA 2002 Fall Seminar

Board of Directors increased the investment to $3,000 dur-
ing the special January 2002 meeting.

in Calgary, Alberta, Canada
October 2-5,2002

The Board of Directors actually discussed the possibility of
offering a window of opportunity for members to purchase a
Life Membership under the $2,000 structure and decided not
to do so due to the cost of servicing a member.

It actually costs NAA more than $200 per member to serv-
ice that member annually and to extend the offer would not
make financial sense for the association in the long run. As

such, the Board has decided not to offer a grace period for the
$2,000 membership fee.

l\t/[any oé tile dec1s10rzis zour BOf:ll'd fnafc‘ie thl? Il)ast year ?Ef::ll:e Educational Seminars
not easy, t t -
> but were needed to maintain financial responsibili Breakfast Roundtable Discussion Groups
ty. I encourage you, as always, to contact me directly at any- S | Guest Speak
time to further discuss these questions or any others that you pecial Gu PO
might have. Fun Auction & BBQ
The Board wants to ensure that you are fully informed and All-Around World Competition Bid Calling
to answer any concerns or issues that are on your mind. Great Local Interest Tours for Daily Excursions

Just to name a fewlll

Treasurer Steve Lewis can be reached at 606-784-4168,
or email him at sdlew @mis.net.
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auxiliary

Auxiliary awards scholarships

By Jane Aumann

he Auxiliary to the National Auctioneers Association awarded two scholarships
at the 53rd International Auctioneers Conference & Show in Orlando, Fla. The
scholarships were presented to the recipients during the Auxiliary luncheon on
Friday, July 19. |
Each recipient received a check for $2,000 to further her educa-
tion. The 2002 scholarship program originally planned for two
$1,000 scholarships, but because of the generous donation of
$2,000 from the National Auctioneers Foundation, the Auxiliary
was able to increase its scholarship money this year. The Auxiliary is
grateful to the NAF for its support of this worthwhile program and
assured NAF that its money went to two deserving candidates.
One of the 2002 Auxiliary Scholarship recipients was Cynthia M.
Cole of Goodland, Kan. Cynthia will be a senior at Baylor
University in Waco, Texas, this fall. She just completed a semester
abroad at the University of Maastricht. Cynthia is majoring in Social
Work and hopes to work with children and adolescents. One of her
goals is to earn a masters degree in social work. She believes that hard
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work and dedication will help her reach her goals. Cynthia is the
_*"‘*#-@E'WW daughter of Charlene Cole and the late Curtis Cole.

The other 2002 Auxiliary scholarship recipient was Jill C.
Seelhoefer of Sullivan, Illinois. Jill will be a freshman at Eastern
[llinois University in Charleston, Illinois. Jill has been accepted into
the University Honors Program. She will major in biology with a
pre-med emphasis and a minor in music. She explained "I firmly

Above; Jane
Aumann presents

a $2000 scholar-
ship check to Jill
Seelhoefer of
Sullivan, lll. Jill
will be a freshman
at Eastern lllinois
University.

Right; Cynthia M.
Cole of
Goodland,Kan.
was the winner of
a $2000 scholar-
ship from the NAA
Auxiliary. Cynthia
will be a senior at
Baylor University
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believe there is a connection between music and healing and hope
that I may find a way to tie my fondest interests into a successful
career and ultimately a rewarding life." Jill is the daughter ot Leroy

and Debbie Seelhoefer and the granddaughter of Bill and Marge
Gaule.

The Auxiliary Scholarship Program began in 1993. Since that time
the Auxiliary has awarded $33,220 in scholarship funds to 18 stu-
dents. The funding for the Scholarship Program comes from half of
the proceeds from the Auxiliary Fun Auction held each year during
the Auxiliary luncheon. Funding for the program will also come
from the sale of prints by Joani Mangold entitled "Unsung Heros."

The 2003 Scholarship Program will award two $2,000 scholar-

ships. Applications will be mailed to Auxiliary members in early

January. The deadline is March 1, 2003.

Jane Aumann and her husband, Kurt, operate Aumann Auctions of

Nokomis, Ill., which conducts personal property and real estate auctions.
The company has conducted about 3,500 auctions.

www.auctioneers.org
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T'he word is out:
INAA membership has significant value

CHIEF EXECUTIVE OFFICER ROBERT A. SHIVELY, CAE, WORKS OUT OF THE NAA
HEADQUARTERS IN OVERLAND PARK, KAN. HE IS COMMITTED TO THE NAA AND

[TS MEMBERS AND WILL KEEP YOU UPDATED ON THE ORGANIZATION’S PROGRESS.

t is extremely rewarding to be part of the largest NAA
I Conference and Show in the history of the association.

It is also exciting to see the NAA membership finally
surpass the 6,000 milestone to nearly 6,400 members. While
both of these achievements are significant in themselves, the
underlying reasons that we attained both of these accom-
plishments are even more
important.

As I have said before, if the
value is clear the decision is
easy. The NAA Board of
Directors has focused on devel-
oping a menu of membership
programs and services that are
unparalleled for most associa-
tions in today's world.

If an NAA member is not
receiving at least $500 in real
savings for their $150 member-
ship investment, than they are
simply not taking the time to take advantage of the programs
and services offered by the association. There are a significant
number of members today that are enjoying substantially
more in savings than $500, and you should be as well. The
two new programs launched in July alone - Errors and
Omissions Insurance and Free Web Site Design and Hosting
- should save the average member more than $1,000 annual-
ly. If you don't understand these programs or want to learn
more on how to take advantage of them, please contact either
the NAA membership department or myself.

Due to the fact that existing NAA members are realizing the
true value oftered by the association, and non-NAA members
are seeing the value as well, the membership of NAA is grow-
ing. Even more importantly, current NAA members are
spreading the word and encouraging other non-member auc-
tioneers to join. NAA experienced more participation in
membership recruitment this past year by the general mem-
bership than ever before in its history. This type of continued

www.auctioneers.org

“If an NAA member is not receiving
at least $500 in real savings for
their $150 membership investment,
than they are simply not taking

the time to take advantage of the
programs and services.”

participation and involvement by members will strengthen
and grow NAA. That grassroots effort is critical to our con-
tinued success.

The growth of the Conference and Show is again due to the
Board of Directors' focus on education. There is no doubt
that the Orlando venue was very attractive and, as a matter of
fact, it is the num-
ber one meeting
destination 1n the
world today.
However, without
the strong educa-
tional  program-
ming, networking
opportunities and
tradeshow, we

could not have set a

record.
Education is the
cornerstone of

NAA. As such, during the Pre-Conference Board of Directors
meeting in Orlando, the Board approved the hiring of the
Franklin Covey organization as NAA's educational consult-
ant. This move signals an even greater opportunity to better
understand the educational requirements of our members and
provide an even higher level of educational programming.
With this commitment by the NAA Board of Directors to
continue to increase membership value through new pro-
grams and services, and to strengthen the educational offer-
ings provided by the association, both of these milestones of
membership and Conference and Show attendance should
continue to be broken year after year. After all, the word is out

- NAA membership has significant value - SPREAD THE

) g 00

Auctioneer September 2002 13



national auctioneers foundation

Keynote speaker, Hattie Bryant was a success
at the 2002 International Conference & Show

i he word "spectacular” cannot begin to describe this year's Conference &
15 THE NATIONAL Show. Due to those who made donations to the National Auctioneers
AUCTIONEERS ) 5 & ' "
g———— Foundation and to those who participated in the 2002 NAF Calendar proj-
PR ect, the Foundation was able to, once again, co-sponsor the opening session speak-

er at the NAA Conference & Show in Orlando, Fla. Hattie Bryant, host of a nation-
wide weekly television show about small businesses, was a dynamic speaker who left

you with plentiful ideas to implement into your business.

For the third year, the NAF calendar project was a success. There are a few remain-
ing months of the NAF calendar available as well as individual dates. This is not

only an opportunity to wish your loved ones a happy birthday or anniversary with

a printed announcement on this calendar, or announce an auction or state con-
vention to over 6,000 NAA members, but it is also an opportunity to help support

Pictured are: Ashley Malone, on stage; Clayton Becker,
center; Issac Deffenbaugh, left. Also pictured are: Jill
Doherty, the new 2002-2003 IAC champion and Mike Garner
with the Florida Auctioneers Association.

the Foundation.

Because the Foundation is a 501 (C-3) organi-
zation, you are allowed to deduct the expense on
your taxes. The new low cost for a half-day ad is
$100, a 50% savings from last year or you can
purchase the whole day for $200.

Call NAF at 1-888-541-8084, extension 17, to
request an ad placement form, or visit our Web
site at www.Foundation-NAA.org tofill out the
order form located on the home page.

The final date to purchase your day ad, a month
ad or the cover, is September 30th.

Just as a reminder, each member of the associa-
tion will receive a calendar. I would like to thank
all of you who participated in the 2003 NAF
Calendar project.

The National Auctioneers Foundation's pur-
poses are to preserve the past and enlighten the
future through education.

If you didn't attend this year's Children's
Auction, you missed the highlight of the whole
conference. The kids that participated in the auc-
tion were absolutely remarkable.

They had an opportunity to auction off items
that were donated, to be a bid assistant or be a
ring person as you can see pictured in the photo

14 Auctioneer September 2002 www.auctioneers.org



with this column. There i1s no doubt
many of these kids will be our auction-
eers of the future. Each child also had
his or her picture taken with our unex-
pected guest "Mickey Mouse." Because
of the many participants, and the help
Florida

Association and from past IAC cham-

from  the Auctioneers
pions, the Children's Auction was a
huge success. The auction brought in a
total of $2,867.50. The proceeds from
this event will be used for children's
activities at future conferences.

[ would also like to thank the NAF
Board of Trustees for their hard work
and enthusiasm. These Board members
travel at their own expense to oversee
the business of the Foundation. Those
members elected for the 2002-2003
term are:

Jim Murphy, President, Edmonds,
Washington; Donald L. Shearer, CAI,
GPPA, Vice-President, Kissimmee,
Florida; Robin Marshall, Treasurer,
Elm Creek, Nebraska; Richard
Keenan, CAI, AARE, trustee,
Portland, Maine; Jack Nitz, CAI,
trustee, Fremont, Nebraska; Kip Toner,

trustee, Seattle, Washington; Ronald
Faison, CAI, GPPA, trustee, Zubulon,

North Carolina; Robert E Steffes, CAl,
GPPA, trustee, Fargo, North Dakota;
Marty Higgenbotham, CAI, trustee,
Lakeland, Florida; JillMarie Wiles,
CAI trustee, Canby, Oregon; Tommy
Williams, CAI, trustee, Tulsa,
Oklahoma and Sara Schoenle, NAF

Administrator.

www.auctioneers.org
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You can also
support your
Foundation by
auctioning off
its new print.

PLEASE BE
SURE

AND VISIT
OUR

NEW WEBSITE:

www. Foundation-

NAA.org

Jewelry Shipping,
Black Tools, Packaging,
Lights Archival

Loupes
“The Single Source for Antiqueholics” ;

(770) 924-8528 (888) 202-1029
Fax (770) 924-5991

Electronic
Pocket Scales

Gold Testers
Electronic & Acid

ORDER ON THE INTERNET!

http://www.antiquesupply.com
Email: catalog@antiquesupply.com

VISA = Mastercard = Discover
American Express = PayPal

, : Jewelry  Diamond,
One stop SZ"PI:‘_"gﬂ;" tge — Pads, Trays, Moissanite  Jewelry
and antique trade. Tags, Labels Testers Display

CALL FOR FREE CATALOG!
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Short Rails,
Furniture
Kotton Simichrome, Nevr-Dull, Convex Bands,
Klenser Briwax Other Polish Formby’s Glass Steel Wool
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Expensive coin sold at auction
NEW YORK (AP) - A gold coin that never had a chance to

be spent has proved to be worth a lot more than its $20 face
value. The 1933 Double Eagle was sold at the Sotheby's auc-
tion for $7.59 million.

“It is now, as of this evening, the most valuable coin in the
world,” said Henrietta Holsman Fore, director of the U.S.
Mint. The coin, which had vanished for decades until under-

»

cover Secret Service agents recovered it, was sold by the gov-
ernment to an anonymous bidder. Thousands of Double
Eagles were minted in 1933 but were not circulated because
President Franklin Roosevelt took the nation off the gold
standard.

The 1933 Double Eagles, featuring a standing Liberty on
one side and an eagle on the reverse, were ordered melted
down in 1937. Two were given to the Smithsonian
Institution and several others vanished - stolen in an inside
job, according to the Mint.

The theft wasn't discovered until 1944, the Mint says. Nine

coins were recovered but one - still considered stolen proper-
ty - ended up in the collection of Egypt's King Farouk.

The coin disappeared in the 1950s and surfaced again in
1996 when British coin dealer Stephen Fenton tried selling it
to undercover Secret Service agents in New York.

ILLINOIS

Crackdown on Internet fraud
CHICAGO (AP) - Barbara Milligan had always been skepti-

cal of magazine ads that offered hundreds of dollars a week
for stuffing envelopes. But when she saw a professional-look-
ing Web site promising the same thing, she took the bait and
sent in $40. In return, she said, she got a box of fliers she was

supposed to post to solicit more people for the company.
Milligan eventually got her money back, but many others
do not, federal and state law enforcement officials warned
recently as they announced the first 19 cases filed since the
February creation of a Midwest task force on Internet fraud.
“With relative ease, the crafty Internet scammer can use an
online pseudonym, assume another identity or operate in

GALL THE AUTHORITIES!

For over 30 years, Hudson and Marshall Inc.
has been Amerlca S Auctlon Authorlty

HUDSON&MARSHALL

National Marketing Center
Atlanta, Georgia
1-800-841-9400

AUCTIONEERS

Visit our web site at www.hudsonmarshall.com

S-outhwest Office

Dallas, Texas
1-800-441-9401
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complete anonymity while cowering
behind their computer screens,” said
Tom Brady of the U.S. Postal
Inspection Service.

The inspection service is one of five
federal agencies, 10 state attorneys gen-
eral and 11 state and local law enforce-
ment agencies that make up the Federal
Trade Commission's Midwest Netforce
Internet Fraud Initiative.

The agencies share a database and
work together to track Internet scams
across the region. The civil and crimi-
nal cases filed by task force members
include Internet auction fraud, fake
businesses, work-at-home schemes and
deceptive online securities trading in

[llinois, Michigan, Minnesota,
Missouri, South  Dakota and
Wisconsin.

SOUTH DAKOTA

One-room school
bought at auction to
preserve local

education history

ESTELLINE, S.D. (AP) - A one-room
country school that formerly sat near
here was bought recently at acution for
$250. During the early part of the cen-
tury, the building served students in
grades one through eight. After school
reorganization, the building was con-
verted into a town hall.

Recently retired Estelline business
manager Marge Warborg and elemen-
tary principal Sharon Delzer led the
effort to bring a piece of school history
to the home of the district's current
students. “This was once part of the
Estelline School District,” Delzer said
while looking around the building,
which is being remodeled. “It's part of
the school's heritage.”

But bringing the heritage back almost
never came to be. They looked for

www.auctioneers.org

money and a building to buy. Warborg
admitted they had nearly abandoned
the dream until a friend at a track meet
last year informed them of an auction
of the facility.

With all of $250, they headed for the

auction and bought it.

We bring bidders DIRECT to the LIVE auction floor
and provide auctioneers with SOLID tools
for webcasting their auctions around the globe!

We offer:

- Auctioneer Tools created by auctioneers
- Audio-LIVE via the Internet

- Easy bidder registration

- Painless post-auction reconciliation

- No software installation

- Superior support and service

- Proven results
- Stability

Warborg and Delzer have memories
of the time these old school houses dot-
ted the South Dakota landscape. The

building will now be a museum.

“We plan to take some of the classes
over there, and people have been very
good about donating old items.”

- Automated email notification of events & winner notification

- You run the software or we can
- Affordability!! Best rates offered ANYWHERE by ANYONE!
- Over 150 successful webcasts since March 2001!

Contact us today!

sales@bidspotter.com
or call toll-free in the US: 1-866-597-BIDS (2437)

International: 1-260-348-BIDS (2437)

www.bidspotter.com
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~success stories

Real Estate auction on Kentucky lake grosses $6.8 million

PARIS, TN- 8,500 acres of waterfront and timber land sold
to 52 buyers during an eight-hour marathon sale, held at
Paris Landing State Park northeast of Paris, TN. Buyers from
15 states emerged from the 230 registered bidders in a crowd
of almost 700 to make the winning bids.

The sale was conducted by Woltz/Schrader, an auction
partnership that specializes in multiple-tract sales of large
land holdings. Schrader Auction Co. of Columbia City, IN,
and Woltz & Associates of Roanoke, VA, have previously
joined forces to sell thousands of acres in the Southeast, with
single auctions grossing as much as $17.4 million.

While many tracts were bought individually, as many as 25
tracts sold in combination to a single buyer. Schrader has
developed what it calls the M3 system, which allows open
bidding on any and all tracts throughout the entirety of the
auction, giving equal opportunity to the investors and the
local home builders. Jim Woltz of Woltz & Associates said,
"We try to engineer these large boundaries so that there is
something for everyone.” Rex Schrader, the property's auc-
tioneer and principal of Schrader Auction Company, said,
"The demand for land has increased dramatically this year.
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Due to current market conditions, people are interested in
land as an investment over stock, bonds, and certificates of
deposit.”

Preschool auction raises $12,000

Auctioneer J. Gary McClain raised more than $12,000
at auction recently for the Mt. Hood Preschool Parent
Co-op, a non-profit organization in the rural communi-
ties of Hoodland Corridor in Welches, OR. The money
raised will go directly to the coming school year's operat-
ing budget to be used to maintain a quality program,
update a classroom, buy supplies and other needs.
McClain, whose primary business is as a criminal defense
attorney in Milwaukie, OR, attended the Missouri
Auction School. He has donated his time to the Mrt.
Hood Preschool auction each year. This year he kept
more than 100 bidders enthusiastic about items up for
bids in the oral auction. A silent auction also had 200
items sold, including a Timberline Ski Area family season
pass, a weeklong trip to Hawaii, snowboards, golf pack-
ages and other items.

WorldWide
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Auctioneering

Mason City, lowa

The finest education in the
Auction profession since 1933
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in public
Stane

Shane Radiiff
Worid & international Champion
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World Wide College Instructor

“Come Train with the Champions”
Experience the difference

visit our website at

www. worldwidecollegeofauctioneering.com
or call 1-800-423-5242 for a complimentary catalog

2002 Classes August & November
2003 classes 4 terms to fit you

“We’ll save a seat for YOU!”
Ask about our 1/2 price tuition special ?
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NAA insurance plans being well received
What | learned at Conference and Show in Orlando

1)) ecause NAA's Conference and Show in

Orlando in July was the first NAA
£ Conference I've attended, I was intent
on finding out as much as possible from atten-

dees so that I could take this information back

home and see if I could tailor even further the
insurance coverage | offer to members.

[ thought insurance people talked fast, but, I
learned that there's no way in the world that I
can talk as fast as most auctioneers! Issues that
are important to you are the same things that
are important to the overall success of any ben-
efit program and are, in most cases, already a
built-in feature of the plans we ofter.

The Health, Lifte, Long Term Care, Dental

and Vision insurance programs offered by NAA

are being well received. The premiums are com-
petitive with current plans and coverages are
many times broader than other plans. Your
association did not decide to form a "group
insurance plan” to insure everyone, and that
actually was a positive move. Members are
offered both individual and family plans, or
small group plans. Contrary to popular beliet,
individual plans are less expensive than group.
Group plans for your business are available and
can provide better coverage in two areas, for
pre-existing conditions and for maternity. Log
onto our Web site or call on us for no obligation
quotations for either, or both types.

Health care coverage in this country is the best
available worldwide, but it's not inexpensive.
PRO Insurance Managers - as an independent
broker, and your advocate - is committed to
providing you with a variety of plans, through a
variety of the highest rated insurance compa-

nies. When you request a quote, we "shop" all
of the available carriers in your state and report
back the very best in short order. We represent
virtually all plans and thoroughly research those
that offer top notch plans, service and claims
handling. The plans that we send from your
request, are the best available and not necessar-
ily the cheapest, however they can be tailored to
lower premiums to desired levels.

Also oftered "standard" is our time to educate

www.auctioneers.org

and inform about the plans offered. I tell peo-
ple that I don't sell insurance (which is really
not true) but rather, I give you all of the infor-
mation that and with that you can make an
informed decision. The fact that thousands
have opted to go with PRO Insurance's pro-
grams 1s a testament to the quality and reputa-
tion that we have cultivated for over 50 years.
On the newest offering of Professional
Liability and Errors and Omissions coverage,
we learned that a good number of members, do
not now carry this valuable coverage. This could
prove to be a big mistake. The fact is, with care-
ful practices in place, you may never have need
for this coverage to come into play. However,
every day you face the possibility of loss, or
claim by someone who may believe that you are
responsible for their perceived loss. That unfor-
tunately is becoming a more prevalent theme in
our country. If you think you've been wronged
- sue! After all, someone with deeper pockets
surely can pay the cost to "right the wrong."
Insurance coverage is often the only way of
protecting yourself against situations like these.
[nsurance is simply a transter of the potential
for financial loss to an insurance company at a
reasonable price. We are making changes to this
just announced program to hopefully make pre-
miums and coverage more accessible to the
majority of members. This is the only way to
ensure the long term success of any program.
You need to have good participation, and with
that you will reap many benefits. More num-
bers mean greater buying power and better
numbers to the insurance company, this can be
used to help keep rates flexible in the future.
Don't go unprotected any longer. If you have
current coverage or simply want to check out
the newest of benefits brought to you exclusive-

ly through the NAA, contact PRO Insurance
toll free at 877-CALL-PRO or 800-821-7383
or call the association offices toll free at 888-
541-8084 or log onto our Web site at www.auc-
tioneers.org and click the insurance link to
obtain rates, application forms and to find out
more. Don't delay. Check it out today!
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KANSAS
Parade honors auctioneers

Bing Carter stands on the Kansas Auctioneers Assoc. float
to chant.

Honoring auctioneers was the theme of the Johnson
County Fair Parade in Gardner, Ks, a suburb of Kansas City,
on August 10. Many floats in this annual parade bore signs
related to auctions. The grand marshall was auctioneer L.H.

Don’t walk away
from auction iome.

Some auction companies pass up

local industrial and commercial A~
auction opportunities simply .
because the job is too big or is
not in their everyday line of
business. You don't have to

be one of them. You can
capitalize on the income
opportunity with a call to
Schneider Industries.

We're willing to supplement your
capabilities by handling a piece of
the auction; or, handle the whole
auction on a turnkey basis with

a portion of the profits going to you.

Schneider Industries specializes in maximizing value of surplus
equipment for companies of all sizes.

To discuss our special services for auction companies, call
Bill Hazlewood at 314-854-9141. Or write him at the address below.

CLIENTS INCLUDE:
General Mills., Inc., Dial Corp., Arch Coal, Pea Ridge Iron Ore

Schneider Industries, Inc.

COMPLETE INVESTMENT RECOVERY SERVICES
7777 Bonhomme Ave., Ste. 1400, St. Louis, MO 63105
314-854-9141 + www.schneiderind.com
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The Pioneer 4-H Club displayed the concept of a country
auction.

"Bing" Carter, of Gardner, a 1993 inductee of the NAA Hall

of Fame. "This is a real honor to be the grand marshall,”
Carter said, who is well-known in the area and has been the
announcer for the fair for many years. Several Midwest auc-
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tioneers, and the
Kansas Auctioneer
Association, had
floats in the parade.
The idea to have
the theme be about
auctioneers was gen-
erated by the parade
chairman, Dell
Sawyer. "Bing has
been doing auctions

Lindsay Auction Service of Shawnee, KS
promoted its service with a float.

around here for a
long time, so we
wanted to honor
him, and auctioneers,” Sawyer said. Bing
Carter began his auction career at age 33 when
he graduated from Reppert School of
Auctioneering. He has sold cattle, household
auctions and other types. He has sold in 28
states and Australia. Following the parade,

gy

Partners heldJuly 15-20,2002 in Orlando, FL.

Carter was auctioneer at a livestock auction of

4-H entries in the county fair. Awards Banquet

www.jltodd.com

Hospital
www.stjude.org

JAC and Fun Auction
BidSpotter.com
www.bidspotter.com

AuctionExec
www.auctionexec.com

Conference and Show

Program
IP Koke
www.ipkoke.com

The Jerry Stricker family of Gardner, KS
stands beside their vehicle with audio
equipment that is used at their auction
barn.

Opening Night Events

St. Jude Children's Research

BidTampaBay.com
www.BidTampaBay.com

Florida Auctioneers
Association
www.flauctioneers.org

J.P. King Auction
Company, Inc.
www.jpking.com

Cyber Cafe
Proxibid, Inc.
www.proxibid.com

Bing Carter rode in the parade in the com-
fort of a horse-drawn carrige.
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Members of the Kansas Auctioneers Association
created a colorful float.

The following groups generously
supported the NAA and the 53rd
International Conference and Show

President's Gala

J.L. Todd Auction Company Texas Auctioneers Association

www.texasauctioneers.org

Refreshment Breaks
DoveBid, Inc.
www.dovebid.com

HRH and Hanover Insurance

www.hrh.com

Technology Summit
AuctionServices.com
www.auctionservices.com

Breakfast Roundtable

Discussion
AntiqueWeek
www.antiqgueweek.com

NAA Travel

Innovative Auctioneer

Sessions
eBay Live Auctions and
Kruse International
www.ebayliveauctions.com
www.kruseinternational.com

Opening Session
National Auctioneers
Foundation
www.auctioneers.org
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New auctioneer triumpns over
100 degree heat at auction

Rick Holtman of Liberty, Mo., conducts an auction from the
courthouse steps in July.
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It's has been a hot summer across America, and NAA auc-
tioneer Rick Holtman stood on the courthouse steps in
Liberty, Mo., northeast of Kansas City, as the temperature hit
100 in late July as he sold chairs in the Third Annual Liberty
Arts Crawl and Garden Chair Auction. "This was great expo-
sure for a newcomer to he auction world," Holtman told
Auctioneer. "It was 111 degrees heat index, and somewhere
between the temperature and my nerves it felt like 140
degrees." The auction, which raised $3,000 for the Northland
Arts Coalition, was comprised of used chairs that people
found at garage sales and then decorated with fabric or paint
into stylish works of art. Some had red fabric hearts on them,
while others bore bright multicolored designs. One chair
brought $295, while others brought $100 and higher.

Holtman has just committed to renting a building in late
September to do his first consignment sale. "I have people
who heard me auctioneering at an auction house last month
and want to commit some items for sale at my auction.
Another lady has me doing her auction in early September in
Slater, Mo. WOW!"

Auctioneer wishes good luck to Holtman and other new auc-
tioneers.

www.jbssoftware.com
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Association presents continuing
education program

The Illinois Auction Institute (IAI), a division of the Illinois
State Auctioneers Association, Inc., is offering an ongoing
program of continuing education for Illinois auctioneer
license renewal.

The courses, approved by the Illinois Office of Banks and
Real Estate Auction Division, have been presented to sold out
crowds.

[SAA members enjoy a discounted fee because the program
is supported, in part, by their annual dues. Nonmembers are
asked to share the cost of the program by paying a surcharge.
Preregistration and advance payment is necessary to guaran-
tee a seat.

The CE program is chaired by Terry Dunning, CAI, and
coordinated by ISAA Executive Director Maxine O'Brien. An
aggressive agenda of courses is slated for the next year, offer-
ing participants the opportunity to acquire the 12 credits
(three mandatory and three elective) necessary for license

association news

renewal by August 31, 2003.

In addition to seminars at various locations throughout the
state, courses will be offered at the Fall Convention
November 3-5 at the Chancellor Inn, Champaign-Urbana
and over the Internet.

[AI invites NAA, AMI, other state associations, and auc-
tion schools to inquire about partnering to provide this valu-
able service to all Illinois licensees. Inquiries should be direct-

ed to the ISAA/IAI office at 608-836-3817.

FLORIDA
NALLOA chooses new officers

The National Auctioneer License Law Officials Association

has chosen new ofticers for 2002/2003.

"At the NAA Conference and Show in Orlando, several per-
sons inquired as to how they could locate us, and it was sug-
gested that our oftfices and address be listed in your monthly

magazine, said Barbara Schoen, executive secretary.

The ofticers are: President Robert H. Hamilton, 1001
Navaho Drive, Suite 105, Raleigh, NC 27609; Vice President
Kam Remsen, PO. Box 5088, Jackson, MS. 39296-5088/
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Executive Secretary/Treasurer Barbara Schoen, NALLOA
Headquarters, 7107 McKenna Court, Louisville, KY 40291,
phone 502-239-6772.

INDIANA
Collector car auctions are hot

Auctioneers are benefiting from the rising demand for col-
lector cars of the 1950s and 60s.

The trend has drawn national attention, including a story
in the Money section of USA Today with the headline
"Rekindled nostalgia fuels red-hot sales (of collector cars) as
stocks plummet.”

Dennis Kruse, president of Kruse Auctioneers, which spe-
cializes in collector cars in Auburn, Indiana, says the stock
market is a strong factor. "People are removing a portion of
their investment in stocks and putting that money into some-
thing they can see and enjoy and that holds value. The 35- to
55-year-olds are buying cars of the 1950s and 60s, including
Corvettes, Thunderbirds and Mustangs. I'd say prices are up
about 10 percent. And these cars hold that value. If you buy

Got a Collection?

More than 10 of anything is a collection.  [5 3™

Collections can be hard to sell. -

The seller is an expert, but they

don't know the first thing about
marketing. It took the seller years
to accumulate and they want you
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Thane M. Grooms
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one today at $20,000, you should be able to sell it next year
for $22,000," he said.

Kruse said collector car auctioneers are making more money
from the trend and that there is a potential for auctioneers -
who have no collector car experience - to get into this field.
"] recommend they have an annual event in their area, and
have it include a collector car auction, a car show, maybe a
swap meet or other events that can draw local attention, he
said. "Build up this type of event and I believe they can be
successful.”

NAA HEADQUARTERS
NAA Limited Edition Glass Block

NAA has commissioned a limited edition of 500 artfully-
designed glass blocks that are for sale to NAA members.

One side of the block has the NAA logo and the words

"Proud Member" inscribed on it. The other side has the
American flag, in color. The block is 7 inches by 7 inches,
and makes a great display in your office.

MULTI-PAR>" Bidding System

Version 4 is Here!

The first and the best is better than ever! Micro Consultants is
pleased to announce Version 4, the newest version of the
MULTI-PARS Bidding System. Version 4 adds dozens of new
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projecting of up to twenty "place" boards, and much more!
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" adds more dollars to the bottom line for the sellers and more
commissions for us.” Chris Pracht Auctioneers
Chris Pracht, CAl AARE

"The MULTI-PAR Bidding System has enabled us to build a successful farm
land business. It's a dependable system. ...outstanding service!”
Greg Parrott

"We couldn't have done it without your system!”
Jim Littlejohn, CAl, AARE

Micro Consultants
2811 Rexing Road « Wadesville, Indiana 47638
812-963-5616 www.Multi-Par.com
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The price is $95, plus $12 for shipping and handling. To
order, send a check for $107 to NAA headquarters, 8880
Ballentine, Overland Park, KS 66214. Please include your
name, mailing address and any other shipping information
needed for the block to reach you by mail.

Please allow four to six weeks for production and shipping.
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National Auctioneers Association

53rd Annual Conference and Show
July 15-20,2002
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Top: The Hilton Walt Disney World Resort in
Orlando, home of the 2002 Conference and
Show.

Middle: Keynote speaker Hattie Bryant.

Bottom: NAA members enjoying the show.

NAA's 2002 Conference and Show in Orlando, Fla. broke many
records for types of attendance at an NAA annual conference and for
trade show exhibitor numbers. With 1,752 attendees and 82
exhibitors, the event was the largest event for auctioneers in the world.
A record 74 non-members and 221 first-time attendee members also
took advantage of the increased number of seminars, the trade show,
networking, International Auctioneer Championship, fun auctions,
awards banquets and other events that made the week in Orlando so
special.

"We are particularly glad to see so many first time attendees because
we know that if they come once to Conference and Show, they will

return many times, said President Larry Theurer, CAI, GPPA. NAA's
Chief Executive Officer Robert A. Shively, CAE, emphasized that
new attendees are truly "the future of the Conference” and will help it
grOw.

In the opening speech of the Conference, presented in partnership
with the National Auctioneers Foundation, small business consultant
Hattie Bryant said that small business owners, including so many auc-
tioneers, should be proud that they are the backbone of the American
economy and are the embodiment of the American dream of free-
dom. "We are now past the dot-bomb period when so many Internet
startup companies took wild risks. As small business owners we take

calculated risks. I'm glad that the old values are new again,” she said.

[n the opening two days of the Conference, many attendees enjoyed
a golf tournament, a deep sea fishing trip, tours of local attractions
such as the Kennedy Space Center, and an Opening Night dinner at
the Arabian Nights dinner show, in which highly-trained horses dis-
played skills in a play with a theme of an Arabian wedding. Opening
Night events were presented in partnership with BidTampBay.com,

Florida Auctioneers Association, and J.P. King Auction Co, Inc.
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| Slxty—four contestants played in the 2002 NAA Golf Champlonshlp at the
Disney Osprey Ridge Golf Course.

~ First place honors in the two-man division went to Matthew Kruse and
Sherman Hostetter Jr. Second place went to Jeft Owen and Charles
- Montgomery. First place for the four-man team went to Sherman Hostetter Jr.,
Matthew Hostetter, Matthew Kruse, and Darin Lawson. Second place for the
four-man team went to Jeff Owen, Charles Montgomery, Craig King and Greg
Spakes.

The Osprey Ridge Golf Club is located in the Walt Disney World resort.

~ About 65 fishermen, including many youth and spouses of NAA auctioneers,
boarded a deep sea fishing boat about 60 miles from Orlando to enjoy a day of
~ casting their lines into the shimmering Atlantic Ocean. Almost everyone caught
~some type of fish, including several three-foot-long sharks, but the prize for
Biggest Catch of the Day went to Merton Musser, of Billings, Mont., who
caught a 30 pound Red Grouper. "It didn't fight very much, but it was heavy to
pull up," Musser said.
' Adding to the excitement was s the fact that Musser's big catch was nabbed only
minutes after the boat stopped and fishing began. Musser set a lofty goal for the
entire day of fishing as everyone tried to beat the size of his heavy red catch.

Hundreds of attendees enjoyed a night at the unusual Orlando-area dinner the-
ater "Arabian Nights," which served a steak-and-chicken dinner while visitors
watched dozens of horses perform in a play about an Arabian wedding.

2002 NAA Golf champions

Sherman Hostetter, Matt Hostetter, Sherman Hostetter, left, and Matthew
Matthew Kruse and Darin Lawson Kruse, right, finished first in the two-man

finished first in the four-man division. division.

Jeff Owen, Greg Spakes, Charles Jeff Owen, left, and Charles Montgomery,

Montgomery and Craig King finished ri_gr.\t,_ finished second in the two-man
second in the four-man division. division.
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Top, A beautiful day to golf at the
Osprey Ridge Golf Course.

Middle: Merton Musser holds his
winning catch.

Bottom: Arabian Nights dinner show.
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2002 IAC contestants

Male finalists:

Jimmy Blocker of Walterboro, SC; CD "Butch"
Booker of Colfax, WA, Brent Earlywine of Auburn, IN;
Larry Gilmore of Garden City, KS; Merv Hilpipre of
Waterloo, |IA; Doug Heuker of Grandville, MI; Ed
King of Farwell, MI; Bruce McDowell of Trumbull, NE;
Rick Music of Eagle, |ID; Merton Musser of Billings,
MT; Troy Orr of Ypsilanti, ND; Willlam Sheridan of
Mason, MI; Art Smith of Cedar Springs, Ml ;W. Scott
Swenson of Austin, TX; Frank Trunzo of Plant City,
FL.

Female finalists

Barbara Bonnette of Alexandria, LA; Darlene Davis
of Emmett, ID; June Delair of Constableville, NY; Jill
Doherty of Bay Shore, NY; Vickie Lynn Somers of
Pilot Point, TX.

Preliminary contestants:

Carry Aasness of Dalton, MN; John Ash of Deltona,
FL; Matthew Backs of Hayden, ID; Bill Billingsley, of
Mineral VA; Larry Brannian of Buffalo, WY, Travis
Breedlove of Madison, GA; Roy Brewer Jr. of Hilliard,
FL; David Carnahan of Shelocta, PA; Gary D.
Cooper of Fayetteville, AR; Chris Davis of
Alexandria, OH; H. Fred Dietrich Ill of Orlando, FL;;
Randy Filer of Davis, IL; Jim Glines of Santa Maria,
CA; Rhonda Johan Graham of Apple Valley, CA;
John Grange of Denton, TX; Doug Hahn of Watseka,
IL; Pete Horton of Huntsville, AL; Bob Hughes of
Rocky Comfort, MD; Frank Jacquier of Southwick,
MA:; Michael Jacquier of Southwick, MA; B.J.
Jennings of York Haven, PA. Levi Jordan of Phoenix,
AZ: Don King of Medon, TN; Jerry King of Fletcher,
NC; Tony Langdon of Plano, TX; Angel Lopez of
Eagle Lake, MN; Patti Baldini-Martin  of
Hendersonville, TN; Van Massey of Fayetteville, TN;;
Craig Meier of Ennis TX; Mike Mensendiek of
Columbus, IN; Sara Elizabeth Monarch of Louisville,
KY; Wilbur Mull of Athens, GA. Dan Pegelow of
Fredericksburg, VA.;Carl Radde of Minneapolis, MN;
Paul Ramirez of Tucson, AZ; Ernest Rogers of
Richmond, VA: William "Butch" Rounsifer of Ft.
Myers, FL; David Sale of Radford, VA; Michael
Shultz of Swanville, MN; Paul Showers of Mullica,
NJ;; Joe Soderholdm of Maple Plain, MN; Barry
Stewart of Rogersville, AL; Jeff Stokes of Edgewood,
WA; Donnie Stumpff of Cassville, Mo; Sam Taylor of
Tacoma, WA;; Jolene Jokela Veo of Park Rapids,
MN; Bonnie Vukonich of McKinleyvile, CA; Rande
Walker of Springdale, AR; Terri Walker of Memphis,
TN; Tony A. Watson of Jasper, GA; Dawn Wilfong of
Goshen, IN; David Williams of Denton, TX; Penny
Worley of Hamilton, OH; Chuck Yarbro Jr. of Moses
Lake, WA,; Marvin "Shorty" Yeaman of Rosenburg,
TX; Dave Yearsley of Landenberg, PA; and Kevin
Thompson of Rogersville, MO.
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| 'and farm machmej_@

the champlonshtp and that I could be a good ambassador fot the NAA

~ because of ‘my experlence as a boatd member of NAA . he sald . worked'; .
hard to prepare. I lost some Wetght b worked on my vmce and hstened toi"
tapes of former champions.”" . . -- .

Jill Doherty
and William
L. Sheridan
hold their
‘trophies
after -
B winnlng the
| .2002 IAC

Wllham L Shertdan CAI of Mason, Mi., and ]111 Doherty, of Ba.y Shore,: | -

New York, captured their divisions of the 2002 International Auctloneer .

- Championship, that was presented in partnership with Bidspetter com and
- AuctionExec. The winners took home the prizes of $5 OOO a vehlcle lease -

' '_package worth $5,000, a trophy and championship ring.

Doherty said the vxctory was sweet because she had competed in the can- .

test since it began in 1988 and she suggested to officials in 1992 that the
| I:"'contest be split into men's and - women's divisions (whlch occurred in 1994)
" just felt that women seunded dtfferent than men, SO we should have out{_{; .
- own category and it could be a shewcase for women because pec)ple oftenf-.;
~ assume we are the wife, clerk or assxstant to the auctmneer she said.

Doherty entered the auction prefesston 20 years ago at the 1 urgmg of her;.”’-'

father who was a restaurant eqmpment auctioneer. She spemahzes in munic-
~ ipal equipment, such as police cars and dump trucks She ptepared for the
~ contest b}r domg cardtovascular workouts and preparmg for mterwew ques-—._
-"--?"-tlons | .. . _ | . ._

 Bill Shendan began in’ the busmess m 1975 and does hvesteck real estate
auctions. " had 9 dream last year : that 1 wanted to win

Sheridan and Doherty said they 100k forward to promotmg the auctlo.n.'

“method and NAA in media interviews and trips to state auctioneers associa-
‘tion conventions in the coming months. "I look forward to telling the pub-

lic that the auction open-cry method is still the best way to determine fair
market value," Sheridan said. First runners up in the contest this year were

Bruce McDowell, of Trumbull, NE , and Darlene Davis of Emmett Id.
Second runners up were C. D "Butch” Booker. of Colfax, Wa and ]une

Delair of Constablevﬂle NY

IAC judges were Ralph Zettlemoyer, Ma.rty Higgmbotham, Maxme Bryant,

: ::Sherrl Theurer, Blll Lzlly, ]oel VVilson and Steve Van Gordon _
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Record amount raised
again in FunAuction

More than $107,000 was raised by donations to NAA's
Fun Auction during the 2002 Conference and Show, surpass-
ing last year's record of about $103,000. The auction was
presented in partnership with Bidspotter.com and
AuctionExec.

Artwork and vacation trips comprised most of the high sell-
ing items this year. The highest selling item, for $3,000, was
a Grand Slam Tiger Woods signed print bought by Matthew
Manasse of Mel Manasse & Son Auctions, and donated by
John Roebuck and Associates.

The second highest selling items were two packages each of

one-week stays in a three-bedroom executive home. Each

package sold for $2,600. One was purchased by Randal Ehli
of Able Auctions, and the other by Thomas Williams of

Williams & Williams.

Other high selling items included:

. The 8-day 7-night stay in Eluthera, Bahamas, bought for

$2,500 by Susan A. Doyle of Pleasant Valley, New York.

. Two trips, each a three-day quail hunting trip bought for
$2,250. One was purchased by Lawrence Bennett of
Bennett Realty & Auction Co., and the other by Jan Rice
of Peddicord Rice Auction Realty.

. A guitar autographed by county singer Alan Jackson was

purchased for $1,500 by Maxine O'Brien of the

Wisconsin Auctioneers Assoclation.

Four Suite Tickets for the 2003 Indy 500 race bought for

$1,250 by Shirley Hines of Hines Auction Service.

~ Many smaller items were purchased as well. Several hats and
jackets with logos of the New York Fire Department and New
York Police Department were sold for $130 each. A Blue

Elegance McCaw print was sold for $15. Several Disney-

related items were sold, including a Disney print that sold for

$40.

Photo captions - from top:

The stage and floor were filled during the Fun Auction.
Ringmen kept busy.

A Mexican buffet was enjoyed before the auction.
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Photo captions - from top:

Halll of Fame inductees, from
left, Robin Marshall, D.L.
Booker and Byron Dilgard.

Forrest Mendenhall, left,
accepts a plaque from Joe R.
Wilson.

Larry McCool, right, accepts
a plague from Joe R. Wilson.

Michael Jacquier accepts a
plaque from NAA Menbership
Director Wendy Stewart
Chaffin.

Awards honor Hall 'of Fame inductees and others

At the annual Awards Banquet and other points throughout Conference and Show, several

NAA members received special awards. The Awards Banquet was presented in partnership
with J.L. Todd Auction Company and St. Jude Children's Research Hospital.

Three long-time auctioneers were honored with induction into NAA's Hall of Fame.

Robin Marshall, of Elm Creek, NE is a principal of Marshall Land Brokers and Auctioneers.
"This honor means a lot to me," he said from the podium while accepting the award. Marshall
specializes in farm equipment and agticultural land auctions. Marshall served seven years on
the Board of Directors of the National Auctioneers Association and was elected as president
for the 1995-1996 term. Robin and his wife Judy have three sons and eleven grandchildren..

D. L. Booker, of Connell, Wa., served in World War II and earned the Bronze Star, Purple
Heart and Good Conduct medals. In 1946 he returned to America to do farming and then
attended Ft. Smith Auction School in 1957. He began doing livestock auctions and later
added farm equipment auctions to his schedule. Booker said that, besides auctions, his four
sons and his wife are the prides of his life.

Byron Dilgard, CAI of Ashland, Ohio, has operated auctions of antiques, estates, real estate
for many years in Ohio. He is a past NAA director and has been a member of the Ashland
Board of Realtors, the Lions Club, Masonic bodies and his county regional planning body. He
and his wife, Ginnie, have two children.

2001-2002 President Joe R. Wilson, CAI awarded Larry McCool and Forrest Mendenhall

with a new award - The President's Award of Distinction - for their contributions to the
industry and for being inspirations to the NAA membership.

"Larry McCool has been an inspiration to us all during the last year in his fight against lung
cancer,” Wilson said. McCool, who was diagnosed in Sept. 2001, has fought his battle with
Christian faith, traditional medicine and alternative therapies while speaking to many civic
and auctioneer groups about his effort. He is a first-generation auctioneer who held his first
auction in 1976. He specializes in on-site auctions, including real estate, fine arts, antiques,
personal collections, commercial, business, industrial and asset recovery. An NAA director
since 1998 and now President-elect, McCool has built his auction firm into one of the most
respected and successful firms in the South. He has held auctions in 11 states and Canada.

Forrest Mendenhall, owner of Mendenhall School of Auctioneering in High Point, N.C. has
been an asset to the industry through many years of providing high quality instruction to
thousands of aspiring auctioneers since he founded his school in 1962. Mendenall, who began
in the auto auction business in 1953 and has also conducted auctions of farms, real estates and
business liquidations. "Forrest has also been an inspiration because he beat cancer too,"
President Wilson said.

Many NAA members were honored with prizes in the annual advertising and photo con-
test. Michael Jacquier of Southwick, MA took the stage to accept the honor of Best of Show
photograph. His photo of brother Frank and father Phil showed well the scene of a family auc-
tion, said judges of the contest.
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Auxiliary elects new directors,
inducts two into Hall of Fame

The Auxilary to the NAA was busy at Conference and Show
with officer elections, Hall of Fame inductions, a Fun
Auction, annual meeting and other events.

New President Lynda Dickenson of Castlewood, Va. took
the gavel from Past President Joanie Mangold of Wickenburg,
AZ. "We have a great group of directors and much to do in
the next year," said Dickenson.

Mangold said, as former president, she would miss the clos-
er contact with Auxiliary members across the country, but she
will stay active. Mangold unveiled her new painting,
"Unsung Heros," during a ceremony at Conference and
Show. Copies of prints are being sold for $25 each to raise
funds for Auxilary programs.

New directors are Annette Wells, Judy Marshall, Glenda
McCarter Johnson and Marilyn Van Gordon, who also serves
as historian.

Inducted into the Auxiliary Hall of Fame were Pat Kiko and
Pat Zettlemoyer. Kiko, of Canton, Ohio, has worked in the
auction business for many years with her husband, Dick. In
1958 they bought Globe Auction Co. and operated it for 10
years before moving on to other auction ventures. She now
enjoys spending time with her children and grandchildren.

Pat Zettlemoyer, of Fogelville, Pa, has helped operate
Zettlemoyer Auction Company, LLC with her husband
Ralph, who founded the firm in 1955. They were later joined
by son Sherwood "Woody" and grandson Eric. Currently all
three generations of the Zettlemoyer family are working in
the business.

The Auxiliary works in conjunction with the NAA in mak-
ing the public see the auctioneer as a professional, and the
Auxiliary offers educational assistance and support to help
auctioneers project his image. The group seeks members from
within the auction industry to "maintain the high ideals and
goals that have been set for the NAA Auxiliary,” the group's
publications state.

Photo captions - from top:

The 2002-2003 Auxiliary Board of Directors
Joani Mangold unveils her painting.
Hall of Fame inductees Pat 2ettlemoyer, left and Pat Kiko.

Mary Grace Felosa sits at the booth

NAAA meetings were enjoyed by all.
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Four new dlI‘ﬁCtOI‘S to NAA S bﬂard a.nd three new af*ﬁcers were .
chosen by electmn of the membershlp durmg the annual bus1-—-: o

ness meetmg in the ba.llroom of the Hllton

New- zﬁcer: and divectors

New director H.
Fred Dietrich Ill, of
Orlando, Fla. spe-
cializes in auctions
of purebred live-
stock, real estate
and government
merchandise. He
has been an NAA
member for 25
years and is chair of the NAA Ag Council.He
is the chairman of the Florida Board of
Auctioneers,and was the 1989 Florida state
bid calling champion. He conducts from 25
to 100 auctions annually. Dietrich is also
president of the National Polled Santa
Gertrudis Cattle Association.

New director
Susan A. Doyle,
CAl, ISA of
Pleasant  Valley,
New York has been
in the business 20
years and conducts
auctions of person-
al property, real
estate and
antiques.She does about 55 auctions a year
and is principal Real Estate broker and pres-
ident of Absolute Auction & Realty, Inc. She
is a certified appraiser and auctioneer. A
graduate of the International Auction
School, Doyle is a past President of the New
York State Auctioneers Association and has
served on the NYSAA board for more than 6
years.

New director
Thomas W.
Saturley, CAIl of
Portland, ME. s
president of
Auction Properties
and conducts real
estate and Dbusi-
ness liquidation
auctions. He is a
practicing attorney in Maine and New

2

Hampshire and was in the active practice of
representing clients in complicated real
estate development and lending transac-
tions. He has been an NAA member since
1991 and in the auction business since
1991. He is currently licensed to sell real
estate and conduct auctions in Maine, New
Hampshire, Massachusetts and Vermont.

New director
Tommy Williams,
CAl of Tulsa, OK,
has conducted
more than 7,000
auctions in 48
states and Canada.
He graduated from
Reppert's Auction
School in 1956. He
obtained a B.S.
degree from Penn State University and
formed, with his wife Trudy and other part-
ners, the Lowderman & Williams auction
company in lllinois. Tommy and Trudy then
moved to Tulsa, OK in 1985 and formed
Williams & Williams auction company with
their son Dean. The firm is a leading real
estate auction company. Tommy has also
been a nationally-known Angus cattle auc-
tioneer since 1963.

Ex-officio director
Kim Hagen, CAl,
AARE of Carrollton,
GA. has a strong
agricultural busi-
ness background.
His  professional
auction experience
began in 1991
when he entered
the auction profes-
sion as a full time career. He conducts resi-
dential, industrial, commercial, agricultural
and resort property auctions in eight states.
Hagen is also President of the Board of
Governor's for Auction Marketing Institute
and will follow with a term as Chairman of
the Board.

| "Auc'tio_neer .Sépt'er.nber 2002
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The three new officers are:

President  Larry
Theurer, CAl,
GPPA, of

Wellington, Kan is
owner of Theurer
Auction/Realty and
has experience in
many types of auc-
tions, including
equipment, live-
stock, real estate and office furnishings. He
is past president of his state auctioneers
association and is active in the Wellington
Rotary Club and his area Chamber of
Commerce.

President Elect
Larry A. McCool, of
Madison, Ms, has
more than 25 year
experience as an
auctioneer. He has
held auctions in 11
states and Canada.
He specializes in
on-site auctions of
real estate, fine art,
antiques and personal collections.He is also
former president of his state auctioneers
association.

Vice president
Mike Jones, CAl of
Dallas, TX, has been
an NAA member
since 1979 and has
worked 27 years in
the auction busi-
ness. He specializes
in industrial, real
estate, estates and
fund raising auc-
tions. He is chairman of the Texas Licensing
and Regulatory Board and is involved with
his local Chambers of Commerce, Boys and
Girls Clubs, FFA and other groups.

- www.auctioneers.org




Educational seminars, on topics from
using technology to security and humor
in business, were highly-attended at the
2002 Conference and Show.

~ The "Technology Summit" classes,
presented in partnership with Auction
Services, gave attendees detailed infor-
mation on types of computers, software,
handheld organizers and other items
used in auction businesses today. In a
seminar on Auction Security, presenter
Mike Jones said he hired Wells Fargo to
transport his money, and he hires state
troopers to provide security at the doors
of his auctions. "Security is very impor-
tant and [ charge the costs to the seller,”
he said.

An Auction Law seminar presented by
attorney/auctioneer Stephen Proffitt
was a huge hit. Attendee Merton
Musser said "This legal advice is very
important to learn because, as auction-
eers, we have legal exposure every day
~we do an auction.”

[n the Innovative Auctioneer Sessions,
presented in partnership with eBay Live
Auctions and Kruse International,
attendees learned tips on everything
from using various equipment to how
to do marketing and get into new auc-
tion niches.

Many state auctioneer associations
were well-represented by dozens of
members attending Conference and
Show. Among the largest groups were

the host association, Florida, as well as

Tennessee, Ohio, Pennsylvania, Photo captions - from top left:
Indiana, Texas and others. Every phOtO John Dixon, CAl, presents Financial Planning for Auction Companies

of state groups will be published in
Auctioneer as soon as space allows.

Stephen Proffitt spoke on Auction Law

The Florida Auctioneers Association members at Conference and Show

TheTexas Auctioneers Association members pose at Conference and Show
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NAF print sells for $3,750,
Children’s auction is success

Two special events of the National Auctioneer Foundation
made this Conference and Show memorable for Foundation
members and all attendees. A special print of an American
flag with an auctioneer standing in front of it sold during the
International Auctioneer Champions for $3,750. The print,
named "Proudly We Stand,” was purchased by Richard and
Sandy Keenan, of South Portland, ME. after being donated
to the NAF by the James G. Murphy family of Seattle, Wash.
Proceeds from the sale will be used to fulfill the NAF's mis-
sion to promote educational opportunities to the auction
industry and maintain the Museum of History.

The other event was the spirited Children's Auction, which
raised $2,867.50 to be used for children's activities at future
conferences. Children stood on stage with microphones to
sell many items to a large crowd in a Hilton hotel meeting
room. Adults coached the youth on how to announce the
bids, describe the items and close the sale. Near the end of the
auction, Disney's mascot, Mickey Mouse, appeared and
posed for pictures with many of the children and adults.

The National Auctioneers Association Foundation was
formed by the NAA to "develop, preserve and research the
history of the auction profession not only yesterday, but
today and tomorrow,” its Web site states. The NAF's objec-
tives are to maintain the National Auctioneers Museum; to
provide information and research facilities of the auction pro-

fession; to provide auctioneers, individuals, and companies
with an opportunity to contribute to the Foundation through
tax exempt donations and endowments; and to promote

NAA's goals and objectives through educational programs,

exhibits and the distribution of information.

Photo captions - from top:

James and Norma Murphy, left, stand
with Dick and Sandy Keenan.

The NAF board and staff

The NAF Children’s Auction was a success.
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NAA's Trade Show at the 2002 Conference and Show

brought a steady stream of visitors to a record-high 82

booths, where companies presented their auction-related

equipment and services to potential customers. Visitors
gathered bags full of company information and bought
merchandise from the floor.

Many vendors did hands-on demonstrations of audio
equipment, computer software and other items. There
were a large number of companies that created signs,
brochures and other printed materials that were popular.

"It was a good trade show with good traffic,” said Dana
Micucci, of New York City, author of the book "Best
Bids," which explains the bidding process. Micucci sold
copies and took orders for her book from her booth.

A new addition this year was to allow all first-time
Conference attendees to visit the Trade Show prior to its
opening. Exhibitors and the first-timers said the special
visit gave both groups time to get acquainted before the
larger crowds arrived. _

Another highlight was a live radio show broadcast from
the Artfact booth, where Gary Sohmers conducted his
live talk show “Calling all Collectors, "a show about
antiques and collectibles, co-hosted by Daniel Buck
Soules.

Refreshment tables, presented in partnership with
DoveBid, Inc., and HRH and Hanover Insurance, gave
visitors cookies, punch, muffins, bagels, coftee and tea to
enjoy.

Ken Maxwell of Proxibid, left, and John Economou of
LuJohns talk during the trade show.
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Photo captions - from top:
The trade show floor was booming with business

Tade Publishing booth was staffed by, from left, Thomas J.
Lynch, Tom Lynch and Paddy McDonald

Rich Basinger and Jay Basinger at their booth
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The 221 first-time attendees brought a strong energy to the
Conference as they attended a special luncheon in their
honor, the educational seminars, trade show and other events.

"This is an excellent show. I'm glad I came," said first-timer
Stephanie Spry, a new auctioneer from Lockport, NY, as she
stood in the Trade Show. Like other first timers, Spry said she

‘was drawn by the whole package of events.

In the luncheon, then NAA President Joe R. Wilson, CAI
told the first timers "These people here will become some of
your best friends. I came to my first Conference in 1978 and
['ve made best friends from those contacts.” He also suggest-
ed that new auctioneers visit the Discussion Board on NAA's
Web site (www.auctioneers.org) "It's a great way to be men-
tored by longtime auctioneers,” he said.

NAA members from South Africa, Netherlands, Canada,
England, Puerto Rico and New Zealand also attended
Conference and Show. The largest group, eight from South
Africa, said they were impressed to see such a large group of
auctioneers in one place. The South African Auctioneers
Association has 105 members and about 40 at their conven-
tions. |

"We came for the education classes and to see the new auc-
tion trends in America," said Heine Swanepoel, of Gordon s
Bay, South Africa.

John Green, of Leads, England said "This is my third time
at the NAA Conference. It's quite informative and I like the
friendships of the people here.” '

Johanna De Goede of Maastrich, Netherlands sald T'm
impressed at how big and how organized the NAA is. I like
how auctioneers here show cach other respect. I feel very
comfortable here.” |

Photo captions - from top:

(Top two photos) First timers Ilsten to |
Presment Larry Theurer

A group of auctioneers from South Africa
attended the Conference and Show

Johanne De Goede of The Netherlands
attended the Conference and Show

A buffet was enjoyed by first timers
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Women auctioneers of the NAA met for a luncheon that
showed the strength of their growing numbers and support.
"We had 40 last year at this luncheon and now we have 80,"
said organizer Barbara Easterhng Lassiter, who also keeps an
email list of 103 women auctioneers. We are very supportwe .
of each other.” |

The group also heard a speech by 2002 TAC Champlon Jill
Doherty, who encouraged the women to continue to stay in
touch with each other.

The Fellowship of Christian Auctioneers encouraged their
members during a meeting of their group. "It's good we can
come together without any divisions in Christ,” said auction-
eer O.C. Mangold, noting that members came from many
different denominations. Auctioneer Steve Thacker said "Our
attitude should be that God has blessed us. Let's share our
business cards with each other and stay in touch.”

Executives of state auctioneer associations traded ideas with
NAA officials during a lively meeting with Chairman Joe R.
Wilson. Among the issuses discussed was when it is appro-
priate for a state to hire a paid executive director. Jim Folger,
president of the Illinois Auctioneers Association, said his
membership numbers doubled in the year since he hired
Maxine O’Brien, who also directs the Wisconsin association.
"It has worked fantastic for us," Folger said. Many of the
executives also attended seminars a1med at growing their
membership numbers.

Photo captions - from top:
Women auctioneers luncheon

H. Fred Dietrich Il and O.C. Mangold speak to Christian
Auctioneers

State association executives shared ideas.
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Many attendees attended breakfast "roundtable” discus-
sions from 7 to 8:30 a.m. where they sat at a table to discuss
one topic with other auctioneers. Topics included marketing,
networking, insurance, image of the auctioneer and many
other issues.

NAA's Cybercafe, presented in partnership with Proxibid,
Inc, was a bank of six computers outside the Hilton ballroom
where many attendees checked email and showed each other
their Web pages. "This is a nice service by the NAA," said
John Green, of Leads, England, as he showed South African
attendees his Web page. Attendees also commented on the
helpfulness of NAA's Conference and Show printed program,
presented in partnership with IP Koke.

Outside the Trade Show, in a main hallway of the Hilton
Hotel, many booths of NAA-related organizations were set
up to assist their members and draw new members. NAA's
own membership booth was busy with members asking ques-
tions and buying clothing bearing NAA logos while NAA

staffers manned the

booth. Other booths
by NAF the NAA

Auxiliary, Auction
Marketing Institute,
varied state associa-
tions and other

groups lined this hall.

Convention Chairman
Don Shearer handled all
types of duties, includ-
ing hauling boxes.

Photo captions - from top left:
Marketing was the topic at this breakfast table
The Cyber Cafe was a popular spot

NAA’s membership booth, staffed by Wendy
Stewart Chaffin and Lexie Applebaum

Former NAA presidents pose for a photo together
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NAA's new president Larry Theurer, CAI, GPPA set the

agenda for his term in his address to attendees of the
President's Gala, a dinner event presented in partnership with
the Texas Auctioneeers Association.

"] will not present to this board a broad list of new pro-
grams and initiatives, but we will continue to build upon
those services in place. My first goal is to maintain or improve
upon the services and programs for our membership.
Member services are the lifeline of our association,” Theurer
said. He stressed that NAA will also help members under-
stand and utilize new technologies, and he challenged the
membership, the NAA staff and the Board of Directors to
help grow NAA's membership numbers.

"It is estimated there are 35,000 auctioneers in the United

States, thus we have a large number who either haven't been

told about our association, or have not realized the value of
belonging.”

Theurer also thanked his wife, Sherri, and his family for
their support.

Retiring President Joe R. Wilson and the four retiring direc-
tors also spoke to the crowd, expressing their appreciation for
the opportunity to service and expressing optimism for
NAA's growth and success. "After the Sept. 11th terrorist
attacks, many people cut back on business expenses, includ-

ing joining organizations, but NAA has reached a milestone
of more than 6,300 members,” said Retiring Director Bill
Sheridan, chairman of the membership committee. "This
Board of Directors recruited 530 new members recently. Our
future is strong.”

At the end of the evening, Tom "Spanky"” Assiter 11, CAl,
spoke the crowd to invite members to plan now to attend the
2003 Conference and Show in San Antonio, Tx. A group of
Hispanic musicians in colorful costumes came into the ball-
room playing music and an exciting video showing San

Auctioneer

Antonio's attractions was shown.

Photo captions - from top:

Sherri Theurer stood on the podium with husband Larry

The Dais included, from left, Joe Wilson, Susan Wilson,
Mike Jones and Renee Jones

James G. Murphy donated a print called “Proudly We
Stand”

The dinner event was well attended
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Congressman commends NAA
for raising auction professionalism

In the keynote speech of the closing session of the 2002
Conference and Show, U.S. Congressman Gil Gutknecht,
an auctioneer and Minnesota Republican, complimented
the NAA and auctioneers.

" I like the NAA because you are raising the level of pro-
fessionalism of auctioneers,” he said. "Auctioneers are the
ultimate salesmen. They negotiate price in public.”

Gutknecht, who conducted consignment auctions and
real estate auctions prior to his political career, still con-
ducts many charity auctions and has raised more than $2
million for groups like the Boy Scouts and Ducks
Unlimited. "There are only four reasons people do not buy
an item: They have no need, no money, no trust in the
salesperson or company, and no hurry. Auctions eliminate
the ‘no hurry’ factor. You know the item will sell at 1 p.m.
Saturday,” he said.

Gutknecht said auctioneers should continue to watch
proposed federal rules that would allow banks to enter the
real estate business and, ultimately, real estate auctions.
However, he does not believe there is enough support for
such rules to be passed. "I don't think it will ever see the
light of day,” he said.

After his speech, attendees enjoyed entertainment by
comedian/former pastor Dennis Swanberg, who blended
humor with a message about treating people well. "We
each have emotional tanks that need to be filled. For exam-

ple, there's a Love Tank and a Respect Tank. We should fill

these tanks of our loved ones with the things we say and

do," he said.

Photo captions - from top:

Congressman Gil Gutknecht

Dennis Swanberg-

The closing session drew a large crowd
Convention Chairman Don Shearer, left, receives an

award from President Joe R. Wilson for his hard work to
organize the convention.
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St. Jude Spotlight

$30,000 raised in one night at Conference and Show.
Goal of $430,000 set for the upcoming year.

Those who attended the awards
banquet in July at  NAA's
Conference and Show left the hall
that night touched by the story of
two-year-old St. Jude patient
Madison Marshall and her par-
ents, Nanci and Mike.

Their story brought tears to the

eyes of everyone who listened.
Madison, the niece of NAA mem-

ber Curt Marshall of Salina, KS,
was treated at St. Jude Children's
Research Hospital in Memphis,
TN for a form of eye cancer.

She now returns to the hospital
every six weeks for check ups.
Following the Marshall family's

NAA
Theurer

announced that all money raised

appearance, Incoming

President Larry
for the hospital in the coming year

would be donated

Madison.

St. Jude representative Barbara
Howell announced to the crowd that
the daily operating costs of St. Jude
would approach $1 million dollars per
day later this year. She then challenged
NAA's membership to raise $430,000
for the Get Sold for St. Jude program

for the coming fiscal year.

Outgoing NAA President Joe R.
Wilson, CAI auctioned a quilt that had
been made by a close friend of the
Marshall family. Mr. and Mrs. Richard
Kiko of Canton, OH purchased the
quilt with a $6,500 bid. Wilson had
previously purchased the quilt with a
$500 bid at the Kansas NAA State
Convention. Wilson also announced
that Danny Ford was pledging $1,000
to St. Jude for each of his three busi-
nesses. Inspired by Ford's gesture, Joe
Wilson also agreed to make the same
pledge. Joe excited the audience with a

www.auctioneers.org

in honor of

Madison Marshall and her parents Nanci and
Mike made an inspirational appearance at the
2002 NAA Conference and Show in Orlando

challenge to the entire group to also
make a pledge using the spirited
phrase, "Stand up for St. Jude!" More
than 20 other auctioneers accepted the
challenge.

Through the generosity of the
Energizer Corporation, St. Jude pro-
vided Disney Christmas ornaments to
those in attendance. Wilson encour-
aged everyone to donate $20 for his or
her ornaments. By the end of the
evening, the combination of activities

had raised approxi-

in supporting the hospital. It was
announced that Matt Ford of Ford
Brothers, Inc., Somerset, KY was
the winner.

In Matt's first attempt at coordi-
nating a Get Sold for St. Jude
event he raised more than $32,755
for the hospital. Matt's father,
Danny, accepted for him.

The NAA/St. Jude Spirit of
Hope was also announced. This
award will be presented each year
to the individual whose dedication
to the mission of St. Jude
Children's Research Hospital
stands as an example to other
members.

The NAA St. Jude Committee
chooses the recipient of the award.
This year, Jerry and Cathe McCoy

of Jerry McCoy Auctions, Modesto,
CA were announced as winners of the
award. The McCoys have raised more
than $38,000 for the hospital since
1997. They host two St. Jude events
per year, a fishing tackle show and auc-
tion and a Christmas benefit auction.
The awards banquet was a resound-
ing success, not only for St. Jude, but
also those in attendance who witnessed
the courage of a family caught in a bat-

tle for the life of their child.

mately $30,000 for
the hospital.

Two awards made
their debut at this
year's
The first was the St.
Jude Horizon Award.
The award will be

given to the individ-
ual each year that rais-
es the most nationally
in their first attempt
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This plaque thank-
ing NAA members
for their donations
to St. Jude was
placed in the hos-
pital on March 27.
The plaque was
presented by St.
Jude officials to
NAA officials when
the auctioneers vis-
ited the hospital
last November.
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naa web forum

(The following exchanges are taken from the Discussion Forum section of the NAA web site
at www.auctioneers.org. In this section, members "post" messages for anyone to see on the
discussion board, and anyone can respond by posting a reply. To participate in the discus-
sions, click on the Members Only button and then the Discussion Forum button.)

Absolute Auctions, divided ownership

Dear members,

I am seeking information on the subject of Divided Ownership- Absolute Auctions. Some
time ago I recall reading in the NAA magazine or possibly some other association, Code Of
Ethics Guidelines or Suggested Practices something about a policy on Absolute Auctions
and Divided Ownership. More specifically a question and possible legal issue has arisen with
a long-standing customer on this subject. The issue is as follows: Is it a fair business practice

- s . to allow a partner from a partnership to bid on items belonging to the partnership and ulti-

- mately purchase them and still entitle the auction an Absolute Auction? We have over the

. years viewed this as fair business and I am seeking suggestions from the NAA whether this
. question has ever been addressed.

Barrie Jung
Melfort, Saskatchewan, Canada

> h—— Dear Barrie,
- Yes, it is ethical and legal for a partner to bid as an individual at an absolute auction for the
partnership. It is advised for you to announce that the individual is planning on bidding, this
will relieve the other bidders thinking the individual is bidding on behalf of the partnership.
Kentucky Auctioneer Commission has enacted a rule that spells out how to determine what is

an absolute auction. North Carolina and Arkansas have also addressed this issue.
Dennis K. Kruse, Auburn, Indiana

Free Web site details
Dear NAA,

I would also like some information on the web page feature that NAA is offering. Could

you folks at NAA post some info on the message board? I'll bet this is going to generate a

- lot of interest, especially those of us who have not established web sites.
eat for Galleri . Lyn Liechty Auctions

r...G

Dear Lyn,

Through our partnership with the AuctionServices.com in Roanoke, Va., each member who does
not currently have a web site can register their domain name and receive a two-page web site for
a nominal fee. Members can find a link on the NAA members-only section that will allow them
to register a domain name, pick a web site design and establish a web site. Initially, there is a §75
domain name registration fee. The fee is applied to registering your name with Network
Solutions/Verisign and setting up the record on Auction Services' servers. The monthly hosting fee,
normally $55 a month, has been waived. Under this benefit, you'll get a home page that has your
contact info, a section of auction-related news stories and the NAA QuickPoll, all updated on a
regular basis.

The second page is an auction calendar so you can advertise your sales on the web. Any sales
you post to your site will also appear on the NAA auction calendar. There are a couple benefits to
this program: No hosting fees, You own your domain name (web address), your sales bills appear
on a couple differnet sites, offering you a broader reach, the web site identifies you as profession-
al auctioneer and NAA member, and you get a web site at the fraction of the start-up cost. The
only additional cost is to you is annual domain name registration fee. You can register your
domain name for as long as 11 years at a time. If you decide you 've outgrown your free web site,
you can add pages and features either through Auction Services or another web design firm, at
18 - your expense.

Patrick Murphy
NAA Web Editor

42 Auctioneer September 2002 www.auctioneers.org



new auctioneer

CONFESSIONS OF A NEW GAL

Minor crisis with box lots sends rookie off the block

ver have one of those auction experiences when you feel like flinging the
cane right at that non-bidding loudmouth in the crowd?

As a new auctioneer, one recent evening [ stood on the block ready to
wrap up the sale with box lots. Thank goodness I could kick oft my shoes without
anyone seeing. It had been a long summer's night. It was almost time to go home.
[ pointed with the bamboo cane. "Right down here. Two boxes for number 77."

"No," said the ring boss. "We have three now for 77."

"OK, everybody. Choice of the three boxes. Let's go!” SHERRY BLAKELEY OF
BELOIT, WIS., GRADU-

ATED FROM WORLD
WIDE COLLEGE DF
AUCTIONEERING IN
FEB. 2002. SHE IS A REG-

One of the ring men, piped in, "Let's do number 129 instead.”
The ring boss nodded.

All right, gentlemen, I thought. I moved the cane left..

The ring boss changed his mind. " No, no, no."

"Hey, guys, listen to your auctioneer," I said. "We're right here! Right now! Choice ISTERED AUCTIONEER
of these boxes. Who'll give ten dollars? Start it. Ten-dollar-bid-ten.” AND WORKS FOR
"You have it wrong," a different voice said. When my boss, the head auctioneer, BELOIT AUCTION
speaks, everybody listens. The auction stopped. "Let me see the box chart.” SERVICE.

Sweat beads ran down my sides. My face flushed red. My headset rose with the
heat above my hair. I tossed the cane right to my boss.
Luckily, he caught it. r — —

I removed my headset and laid it near the clerk. I marched J
off the block. I heard my boss selling the box lots while I Don t make anOther—I
implored the refreshment stand girl to sneak back up on the m
block and retrieve my sandals. She kindly did so. Then I took ‘
the long way back through the parking lot to the front of the
auction house. At the office I helped cash out bidders until
everything wrapped up for the night.

After the auction I apologized to my boss. Even as that bam-
boo stick went arching through the air, I knew I had goofed.
Cane-tossing comes under the category of unprofessional
behavior. So does stomping barefoot off the auction block.

My boss encouraged me to take a deep breath during the |

next minor crisis and go on with the show. He even smiled.
"Did you see the way I caught the cane?” he asked.
Civilians think that auctioneering is all about speed. From
inside the ranks I've learned that we auctioneers have more
need of patience and alertness.

You folks who have paid your dues may not remember

owerMate

MOTORIZED STAIRCLIMBING HANDTRUCKS

when you caught on to that tI‘iCky combination. But take it Big Screen TV Gun Safes Vending Machines
Electric Organs Pianos Filing Cabinets
Major Appliances Drums Wood Stoves

made it in this business, you've got it! Auctioneers prove their PowerMate® Stairclimbing Handtrucks provide a very safe, cost

from one of the new kids on the auction block: If you've |
effective means to power heavy, awkward loads up and down

r 651llenf:e Al SNy sale. | stairs, on and off delivery vehicles, and in and out of buildings.
Now if I could just get some advice from the seasoned pro- Let PowerMate®do 100% of the lifting, not your back!
fessionals on how to cope with Microphone Hair, I'm sure Call for 1-800-697-6283
['d be a better auctioneer. At least, I'd be a better-looking video ! L P INTERNATIONAL INC.
. Tel: (519) 759-3292 Fax: (519) 759-3298
auctioneer. = e S =
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INSURANCE

Especially For g
Members of the

National Auctioneers Association

e Professional Liability (E&O) e Auctioneer License Bonds
e General Liability e SBA & FDIC
* Property e Bankruptcy Court
e Crime-Transportation and e Single Sale
Miscellaneous e Livestock Dealers
e Sales & Use Tax e Plus Other Miscellaneous Bonds

For Details Write or Call:
Hilb, Rogal & Hamilton of Atlanta ﬂ

200 Galleria Parkway NW Suite 1290
Atlanta, Georgia 30339

(800) 365-4022 or (770) 984-9345
Fax (770) 953-0895
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Develop your company
as an efficient “team”

Use core principles to guide employees

By Deborah G. Estes, Ed.D.

As businesses strive to deliver higher quality services, more
managers realize the importance of teamwork to accomplish
company goals. As a result, many business leaders place a
greater focus on building a productive team of employees.

But too many business leaders believe that a single day
retreat or an in-house training session will be the cure-all to
their teambuilding needs. What they fail to realize is that
developing a productive team of people requires more than a
single day motivational message. So, let's get to the core of
our company's teambuilding needs.

The solution is to develop norms by which companies oper-
ate. Without established norms, no company can succeed.
What are Your Company's "Norms"?

Norms are the standards or core principles that individuals
or groups agree to operate by while working together. When
your company's norms are in place, you will maximize pro-
ductivity and effectiveness in a positive setting and ensure
that every individual feels respected and valued. As the norms
take hold in your organization, your team members will take
on more responsibility and will work together to build com-
munity in the group. In the process, risk-taking and out-of-
the-box thinking will prevail.

Use the following norm-building process.

1. Allow employees to identify their own norms.

2. Since your employees are the lifeline of the organization,
they should personally identify which guiding principles are
most important to them.

3. Limit the list of norms to five or six. Implementing too
many norms will quickly overwhelm people and defeat the
whole teambuilding process, while utilizing too few norms
will make the process meaningless.

4. Reinforce the norms regularly. Effective norms embed
themselves into the company's culture.

5. Include the norms in your interviewing/training process.
6. Celebrate your company's norms and resulting success.
The Power of Norms

Norms are the essential elements for any team to excel in
today's business world. When your norms are in place, your
employees will have a set of unifying core principles that will
guide their actions and lead them to success. Encourage your
employees to establish norms today.

Deborah Estes, Ed.D is an international presenter of brain research and
shows us how to use recent findings to positively impact our lives. Dr. Estes
covers topics such as the basic biological functions of the brain, the paths of
memory, the many effects of emotions and stress, leadership, and more. She
can be reached at 903.892.0033 or through wwuw.estes-group.com.
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Coming soon...C-U-S Handheld and Windows versions!

® (atalogs, buyer registrations, clerking, billing, consignor reports, buyer aftendance and purchus S
® Runs in DOS, Windows 95, 98, 2000 & NT  Ask about getting started for

® Inventory management and sale history tracking fully infegrated with Auction S sfer
® Export data to any spreadsheet, word processor or HTML @ Import a file fo save data er

BULK E-MAIL MODU

From DoveBid fo Michael Fox fo Yoder & Frey Auctioneers, Inc.....From family owned businesses with 1 computer to lorge companies
with 50+ users....Over 1000 auctioneers use our software to grow their businesses....Start C-U-S'n with us and watch your business grow!

C-U-S Business Systems

OUR CLIENTS SPEAK LOUDER THAN WORDS

1580 Sawgrass Corporate Parkway ® Suite #130 ® Sunrise, FL 33323 © 954-680-6545
email: info@cus.com ® website: http://www.cus.com
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Evaluating art and antiques

If you teach newcomers about these items, they’ll bid more

uctions are a major source of art and antiques, which appeal to everyone from

the serious collector to the casual weekend shopper. Despite the weakened econ-

omy, you probably have found that these one-of-a-kind objects still generate sig-
nificant demand and that family heirlooms continue to find their way out of the closet
and onto the block.

Perhaps you have been wondering how to attract new buyers to your art and antiques
sales. It is no secret that the more knowledgeable the prospective buyer is about
American furniture, English ceramics, Old Master paintings, or whatever happens to
interest him the more comfortable he will feel bidding at auction. As part of your mar-
keting strategy you may want to develop a series of lectures or workshops for first-time
bidders about how to evaluate art and antiques for purchase.

You will, first of all, want to stress the importance of background research, which
includes consulting reference books, auction catalogues, and price guides; attending
auctions; and visiting museums and galleries to educate his eye. When consulting an
auction catalogue, for example, he should know the ditterence between lots described as
"Regency desk, first quarter 19th century” and "Regency desk” (which indicates later
alterations). When tracking sale prices at your auctions, he would want to know, for

example, why the Chippendale chest of drawers fetched a high price. Did it have a won-

marketingl

DANA MICUCCI IS A
JOURNALIST IN NEW
YORK CITY WHO SPE-
CIALIZES IN THE ARTS.
SHE IS THE AUTHOR
OF THE BOOK "BEST
BIDS: THE INSIDER'S
GUIDE TO BUYING AT
AUCTION.

derful patina and its original brasses intact?

Once the prospective buyer has chosen his object of desire based upon the informa-

tion and image in your catalogue, he should then inspect it
in person at your auction preview and ask questions of your
staff. He will want to evaluate the object's qualilty, authen-
ticity, rarity, condition, and provenance, all of which affect its
value. These criteria of connoisseurship should be applied to
any work of art or antique, according to the Art Dealer's

Association of America. Your new buyer also should know
that many dealers will accompany him to the preview and
even bid on his behalf for a small commission of the sale
price, thereby offering an added comfort level.

You will want to alert the prospective buyer to pay partic-
ular attention to condition when examining auction mer-
chandise at the preview, particularly if your catalogues do not
include condition information.

The most desirable art and antiques have remained as close
as possible to their original state, an important consideration
for would-be collectors. The prospective buyer also should
ask you for a written condition report, if available.

If your new buyer is interested in collecting, you may want
to advise him to buy the best objects he can afford, to con-
centrate on quality rather than quantity. He will not only
benefit from their likely increase in value but will undoubt-
edly have more success when trading-up to refine his collec-
tion in the future.

At the same time, you may also want to advise him not to
buy art and antiques purely as investments but rather because
he loves the objects. Otherwise he will run the risk of amass-
ing a mediocre collection.

www.auctioneers.org

without

being taken

“[Best Bids] demystifies the
[auction] process, arming
first-time bidders and enthusiasts
alike with vital information.” —Art & Antiques

“Comprehensive . . . informative.” —Antiques & Collecting

“The author’s acknowledgments at the beginning of this book
reads like a who's who of the antiques
business . . . newcomers to the world
gl of auctions can learn much from
53T;B;jni?r§;ttigﬁal this lively, readable text.”
Auctioneers —Maine Antique Digest

Look for Dana

Conference and

Show VIKING
STUDIO www.penguinputnam.com

Auctioneer September 2002 47




artnering for YOU!

To create a valuable new member benefit, the NAA is offering a FREE
web site and hosting service for our members through AuctionServices.com.

Every member can individualize information about themselves, and their company, as well as post all of their
auctions. In addition, the NAA will provide auction news and a “quick poll” that will appeal to the auction
consumer, as part of the web site.

STEP Sign In

¢ Click on the “Free Web Site” link in the NAA members-only section of the NAA web site.
e Sign in at the login screen with your NAA username and password.

STEP Register a Domain Name

* Type in a domain name of your choice (will be checked for availability/confirmation on the spot]

® F| out registrant/owner information

e Fill out billing information (valid credit card - $75.00 for 2-year registration and setup on AuctionServices.com servers)
* Sign up for your free email address (info@yourdomain. com{ |

Once the registration process is complete, you will receive confirmation by email, whlch will contain:

 Domain name reg:strahon confirmation |

e Alink to go to STEP 3 - .

® Instrucﬂons on using AuctionServices. com web-based email sysfem for your new email address

® Instructions on using fhe automated auction calendar

S'I'EP_ Choose a web site

- Following the link in your email, log in with your NAA user name and password.
# Choose your template - 7 "’preset” femplates -OR- 1 “U-Design-It" template (with choices of color and gavel graphic) .
o Fill in the appropriate information and the site is then live and ready to go.

“';__?__'--V'*_’W .'l'emplutes On-Line - http://www.auctionservices.com/templates

_:".'To set—up-y'dﬁr company web site today, and begin taking advantage of the free web hosting
"-§sem(:e, Iog on to the Membets-—Only Section of the NAA Web Site.

ACMEAuctionCo.com

ACMEAuctionCo.com "
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in the industry

New auction software

TNT computers is offering a new software, AuctioneerEasy, a comprehensive auction software created for
the professional auctioneer who wants to deliver the best and most cost-effective service to his or her clients.
Anyone who runs Windows can run the AuctioneerEasy tutorial and can be up to speed in a very short time.
The software cuts work loads in half delivering all the sale: bill writing, closing reports, and bidder checkout
information, all in clear, easy-to-read reports.

Clients can enter all sale items before the sale or have the clerk add them on the fly. AuctioneerEasy is a true
32-bit program written for Windows, not simply adapted to Windows like so many auction programs are.
The software works great for the onsite auction as well as for the auction barn. Being fully networkable,
AuctioneerEasy lets you use a LAN-based network or go wireless!

This product is offered by TNT Computers, 1217 R Street, Bedford, IN 47421. Phone: 1-812-275-3519,
Toll Free Sales Only: 1-800-860-8146, Fax: 1-812-275-5605, Email:

sales@AuctoneerEasy.com or tech@AuctioneerEasy.com

Collector car auctioneer Web site
DES MOINES, IOWA -- KG InterDev, LLC has launched an all-new Mecum Collector Car Auctioneer

web site (www.mecumauction.com). Mecum Auction is one of the nation's leading live auctioneers of vintage,
classic, sports and collector cars. The web site provides up to the minute information for the thousands of cars
listed for sale at over two-dozen live auctions held by Mecum across America. Mecum staff manages the site's
information through an advanced content management system.

Publishing detailed information, especially photographs, is essential for effectively promoting any car on-line
and to attract potential buyers to an upcoming auction. KG InterDev implemented a specially designed sys-
tem where scanned photos of the cars are uploaded to the web site and automatically processed and enhanced;
all without the need for staff members to be trained in image editing. The time and effort for updating con-

signment information has been dramatically reduced for
Mecum. "It used to take us a lot of time to get information
to the web site, especially the car photos”, said Dana Mecum,
president of Mecum Auction. "The KG InterDev team
looked at our office processes and helped us streamline the
whole thing. Now our staff can get full consignment infor-
mation published to the world in just a few minutes.’
Christian Gurney, managing director of KG InterDev said
"The key was to implement a solution that a wide-range of
office staff could operate without having to invest in a lot of
training in image editing. Our image processing solution,
coupled with an on-line database, has enabled Mecum to
really leverage the web for answering customer inquires and
build a loyal on-line following of buyers and sellers.”
Additional elements for the site will be unveiled in the
coming months. Special "Member Only" features will,
among other things, make it possible for potential buyers to
indicate their interest in particular types of collector cars.
When a car matching their interests is consigned, Mecum
will notify them. Marengo, Illinois-based Mecum Auction,
Inc. has been bringing together the buyers and sellers of col-
lector cars. Mecum hosts over two-dozen events across the
nation, bringing thousands of sports, classic, vintage racing,
muscle and collector cars to auction annually. For more infor-
mation, visit www.mecumauction.com or call (815) 568-

833883.

www.auctioneers.org

FORSAIL.E.

"Silver Mine"

Huntsville, Alabama
Surplus & Salvage Auction Business
Contracts with The Boeing Co-
Teledyne Brown Engineering - Huntsville
Hospital System - Excellent Commissions
Leased Bldg. -Fork Lifts - Complete Office

EXCELLENT OPPORTUNITY
FOR AN AGGRESSIVE AUCTION FAMILY -

REASON FOR SELLING -
"Tired Old Miner Retiring"

Check our web site www.exclusive-sales.com
EXCLUSIVE SALES AUCTION COMPANY
256-536-8903
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E\tiques

Wh

the difference?

Appraised value of antiques often far below sale price;
The problem is that more research is often needed

By George Michael

Often I am asked about the appraisals
seen on TV, such as on the "Antiques
Roadshow" show on Public Television
stations. Are the appraisals accurate?
Do they serve a good purpose? And can
one rely on the figures quoted?

That show has exposed us to a com-
bination of entertainment and wonder,
and those of us in the antiques and col-
lectibles trade often wonder at the orig-
ination of most of the prices quoted. If
some of us are in awe of the TV action,
think of what some of the new collec-
tors and dealers are experiencing.

There are lots of variables in
appraisals. One has but to look at an
auction catalog, where estimates are
posted of the value of the items pic-
tured. At a recent sale at Christies, a
Tittany mixed metal cream jug had
been estimated to sell at between

$8,000 to $12,000. It sold for
$33,460. A Federal period chair was
estimated at $50,000 to $80,000, and
sold for $207,500. What's going on
here? This is a logical question from the
collector who wants and needs good
advice when parting with such big
bucks. Who are the appraisers who esti-
mated the values for the auction house?
Can we attribute the prices to zealous
dealers and collectors who lose all sight
of value and bid on emotion? No one
knows the answer.

Some years ago, | was called in to
appraise a Chippendale slant top desk -
mahogany, definitely in period and
seemingly in fine condition. It was
bought at an auction in New York at a
respected auction house for $55,000. It
was block front - one of the rarities in
this form. I knew that it brought a low
price. What was wrong with it? This

50

required a look at the form, measure-
ments, color of wood, condition and
the multiple features which all of us
must examine. The brasses must be
right and all four legs must be alike.
The only item which T felt needed
examination was the width of the
breadboarded ends on the fall front.
This required a visit to the Museum of
Fine Arts in Boston to examine what |
telt would be the place to learn what a

fall front should look like. T found it

there. The desk in question had ends

which measured about 4 inches. In no
piece in the museum were they wider
than 2 1/2 inches. This is why the pro-
portion looked "oft" to me and I had
to examine a proper example to con-
firm it. How would an appraiser fared
with such an item on TV?

At another auction, some years ago 1n
Massachusetts, six Queen Anne side
chairs reputed to have been owned by
the famed silver maker, John Coney,

reached the block and sold for
$19,000. The wife of a buyer whom 1
knew thrived on this period, came by
and I asked if her husband had bought
them. She said, "No. He didn't even

bid on them.” She replied that "He

didn't like the baluster turnings on the
front round. They are not big enough.
Another half inch on them, and no one
else would have owned them."

[ talked with others about this,
remarking that the buyer most likely
would be stranded with them, as she
must have been buying for the same
final market - perhaps a museum. Five
years later, these chairs came back to
the same gallery and were put on the
block. They were knocked down at
$12,000 and were later sold privately
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after the auction for $11,500. This
meant the original buyer had $19,000
tied up for five years. The final selling
price indicated she had lost $7,500, less
something for a commission to the
auction house. All because of a half
inch on the balusters.

How would you have fared with one
of these chairs at a TV appraisal ses-
sion? No wonder that the many profes-
sionals in our field make no comment
when asked about the validity of what
happens on TV. Appraising antiques is
like a game - if you don't know the
rules, you can't play it very well.

AUCTIONEER
BONDS

LICENSE & PERMIT BONDS
SINGLE SALE BONDS
BANKRUPTCY BONDS
AUTO DEALER BONDS
CONTRACT BONDS
PERFORMANCE BONDS
SBA BONDS
ALL OTHER AUCTIONEER BONDS

*LOWEST AVAILABLE PREMIUMS**

INTERNATIONAL SURETIES has
developed a program for auctioneers that
reduces the cost of bonding throughout the
United States. All bonds are issued by an “A”
rated bonding company and will be processed
the same day we receive your payment and
application.

For a quote/application, please call
Clark Fitz-Hugh or Cappy Kehoe at:
1-800-749-6404
FAX : 1-504-581-1876

or write:

INTERNATIONAL SURETIES, LTD.
210 Baronne Street, Suite 1700

New Orleans, LA 70112

www.auctioneers.org



Antique Trader

The Best Source for Antique Auctions

ARE YouU LOOKING FOR:
Local Buyers

National Buyers

Bidders on your website
Absentee Bidders
“"New Buyers”

Do You NEED:
Increased bid competition

il s ey hin

Buyers for unusual items ==
Increased sales for you
and your customers

CALL US FIRST

Call to find out about our other specialty publications,
extensive antiques and collectibles books, or to ask about
our multiple publication advertising opportunities.

Antique Trader and Krause Publications is a proud supporter of NAA.

Visit us at
Iquetrader.com

~ Antique Trader is a

Antique Trader. 800-480-0114 ~ Krause Publication




How do you negotiate with clients?

Here's how to achieve a win-win situation for both parties

By Al Auger

Many businesspeople underestimate the importance of
negotiation. Rather than prepare, plan, and brush up on their
negotiation skills, they opt to "wing it" through the negotia-
tion and rush to the bottom line. Such an approach results in
unfavorable outcomes for both parties.

When negotiating, all business people must remember that
everything they want is currently in the hands of someone
else. Whether you're buying or selling property, or protes-
sional services, the other person has the money you want or
the property itself. Therefore, the key to getting what you
want from the other party is mastering the art of making oth-
ers happy in a way that's agreeable to all. That's what negoti-
ation is all about.

[f you want to leave your next negotiation meeting with
more favorable results, enhanced credibility, and a more thor-
ough knowledge of the other party, put the tollowing negoti-
ation strategies to work. The more time you spend in prepa-
ration, the easier your negotiation will be.

1. Know What You Want and What You Will Accept

Prior to any negotiation, clearly define all the terms that
you are willing to accept and the conditions under which you
will accept them. Keep these terms specific, yet be flexible to
changes. Once you have a clear definition of your essential
terms, you can progress your negotiating strategy from there,
knowing that the negotiation will better your position and
terms. When you neglect this step, you often enter negotia-
tions with a sense of indifference. The other party will sense
your uncertainty and won't take you or your contract
demands seriously. State you position upfront.

2. Make a Realistic Offer

There are both good and bad ways to achieve the terms you
want in negotiation. Some business people think coming in
with a ridiculous lowball ofter is the best strategy. They hope
that by presenting an extremely low offer, the other party will
negotiate to raise the offer while bringing the original asking
price or terms down. This is a miserable way to negotiate, as
it alienates the party receiving the lowball offer and insults
them. Instead, build a reputation of being a fair player.
Consistently giving unrealistic offers makes you appear less
than honorable.

3. Listen to the Other Party's Feedback

As the other party responds to your contract requests, ask
questions and listen to the answers. Some great questions to
ask are: "What are your concerns with these requests?"

"Which areas do you feel are unreasonable and why?" Asking
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and listening are important because you will always get what
you want if you allow the other party to do the talking. All
you have to do is sit back and listen. The other party will
always hand you the keys to getting the transaction done. You
simply have to act on what they say.

4. Don't Make it a Price Negotiation

Today's business world is very impatient. We try to get to
the bottom line much too quickly. However, when price
becomes the only issue, you limit your negotiation options
and give the other party the impression that "This is my best
offer; take it or leave it." To avoid this, be sure to stress other
important factors during your negotiation, such as war-
ranties, follow-up, delivery dates, and any other items that are
important to the deal. When people understand all that they
are getting for the money, the final price won't be so much of
an 1ssue.

5. Rely on Yourself; Not on Luck

Regardless of what happens during a negotiation session,
luck has absolutely no bearing on the outcome. Luck is sim-

Announcmg

1s K. Kruse

anli date for NAA Vice President 2003

iy

www.auctioneers.org



ply the moment when opportunity and preparation meet. If
you take your time and master the art of data gathering, of
knowing your client prior to negotiating, and of conducting
objective risk analysis, then you will always close the deal to
best meet everyone's needs.

6. Be a Problem Solver

People instinctively move towards things that give them
pleasure and away from the things that cause them pain. As
such, the person you are negotiating with wants to take
actions that result in happiness, as do you. If you are gaining
pleasure from the negotiation but your terms are causing pain
to the other party, it is going to be a frustrating negotiation,
and you are probably not going to get what you want.
Therefore, you must uncover what pleasure the other party
wants to gain as a result of your transaction. If you encounter
indifference, then it's time to walk away, because you will
spin your wheels forever. Outright opposition is better, as it
tells you exactly where the pleasure and pain are and how to
make the deal happen. At that point, try a tradeoft play,
where you offer a concession. You can now solve the other
person's problem while you get what you want.

7. Observe Body Language

Watching the movements of the other party can disclose a
great deal about the words that they say. For example, if they
are unable to look at you when they are talking, then they

could be hiding
- All-In- One

| something.  If
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PLEASE PRBNT O4 BARLY

they are fidget-

Tt

Teshaspihonun MG

-l

el R e —
Tae Status € R T Tax Aot NG, oo

Vhal & did wous e aboud for Fathion s

BIDDING NUMBER

. Yaur Iqa;. :'nfamatien and terms
:' . Back slde pﬂﬂtlﬂg .

AL. : . .

PO.Box 1494
Columbus, NE 688602
FAX (402) 562-6816

1 -00-272-5548

E-mail: perform(@megavision.com

www.auctioneers.org
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Office: 315.682.7197 x142

thauction(@aol.com * www.thbauction.com

@ Prudential

100 East Seneca Street « Manlius, NY 13104

ing in the chair, they could be very uncomfortable. If they sit
back and fold their arms, they could be tuning you out. If
they are sitting forward on the edge of their chair, they may
be eager to hear more. You can also use your body language
to communicate to your partner in a transaction.

8. Believe in Co-Authorship to Win

One of the best strategies for negotiating is to get everyone
involved in authorship of the contract together. To start a
negotiation by saying, "This is our standard contract and we
must use it," sets up a tough negotiation session. A better
approach is to offer to start with your standard contract to get
things going and then allow for a follow-up discussion on any
changes the other party wishes to make. Also, during negoti-
ations it's often advantageous to offer something to the other
party so you can build trust. Failure to get everyone's input
upfront may kill the deal at the starting block.

Negotiation should never be a negative experience. When
you brush up on some specific negotiation skills, you can
make any negotiation session a productive experience that
Negotiate

wisely today so you and your company can get the best con-

enables you to get what you want more often.

tract every time.

Al Auger is an expert in commercial real estate developing, invest-
ing, and financing. He consults with companies and individuals to
help them locate, finance, permit and develop commercial proper-
ties. He is the author of an upcoming book that is a step-by-step
guide to the essentials of commercial real estate. He can be reached

at (407) 304-4717 or at www.alauger.com.

eam up with
us today!
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All Inclusive
DOS « WINDOWS * NETWORK
Free Demo Disk

For information call

800-874-0084

CAIL AARE

VISA
E

GAM SYSTEMS INC.

Fax: 315.682.8914

- Computer Clerk Software
P.O. Box 2377

First PI'OPG“WS Cedar Park, Tx 78630

www: Istproperties.com
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For complete plan
information and to
request an immediate
quote and application
contract, log on to
www.auctioneers.org
and go to the Members

Only section, or call

PRO Insurance

877-CALL-PRO
877-225-5776) or

1-800-821-7383.

Plan benetits shown
are available in most
states. NAA Insurance
Plus is administere

by PRO Insurance

Managers, Inc.

A
Auctioneer

Introducing a new program for NAA members:

PROFESSIONAL
LIABILITY ERRORS & OMISSIONS

The National Auctioneers Association — Through Its Endorsed Insurance broker -
PRO Insurance Managers, has arranged for a broad, customized program of insurance
protection for your Professional Liability and Errors & Omissions.

In a recent survey of members, Professional Liability (E&O) ranked amongst the
highest needed benefit that could be provided by your association. We listened and
now have increased member benefit options to include this new program.

The insurance carrier is rated “A Excellent” by A.M. Best Co. the industry’s
recognized rating authority.

Multiple Coverage Levels Available

50,000/$50,000,
100,000/$100,000,
250,000/$500,000,
500,000/$1,000,000,
1,000,000/$2,000,000,

L B B L L

on Request




Basics of marketing are still eftective
Try these simple things to build your client list

By Tammy Dodderidge

Whether you're new to the auction industry or a seasoned
veteran, marketing your company to the public should be an
integral part of your work. And, it helps to periodically see if
you're doing the basics, which continue to prove effective for
auctioneers seeking to build business.

Here are a few marketing tips from the National

Auctioneers Association that you might try:

e Volunteer some of your time: Offer your services at
church auctions, school auctions and to other organizations
that might need an auctioneer. It will give them a taste of
your talent and will help get your name out. Most organiza-
tions will list your name in their program.

e Maintain membership in professional organizations.
State and national organizations help you grow professional-
ly through educational programs and are a great networking
tool. Attend every meeting.

e Buy into advertising. Advertising comes in many forms.

“Siate of the Art”

COMPLETE TURN KEY
AUCTION COMPLEX

IFor Sale By Owner !

HOCKMAN AUCTIONS, well known for successfully selling high-quality antiques and collunbles
I for over a decade, has recmtiy directed all interest to sel ly Ing rea% estate at auction, and has chosen to

sell, with options, this beautiful, “State of the Art” Auction Complex. Seller will
I oo

szgu a non-compete 5year auction facility clause'
“‘ Martmsbur -

~ Near Beautiful

.......

Seatmg for
Hundreds!!!

co-O"

: MINUTES FROM I-81
Only 30 Minutes from Winchester, VA, Hagerstown, MD,
Frederick, MD, Leesburg, VA, Only 90 Minutes from
Washington, DC and Balimore, MD.

AUCTION
FACILITY:

Built new in 1995 -
Approx. 8,300 Sq. Ft. /- Metal over Frame Building

2 Lg. Parking Areas * Security System ¢+ 3-Zone Heating &
AC Units + Computer Systems ¢ High Quality PA System &
Wireless Headset * 2 & 3 Man Computer Auction Carts
wiTrolley System « 1995 F350 Power Stroke Diesel 4-Door
Dually Truck ¢ (2) 1995 Custom-Made Big Valley Trailers
Lg. Storage Building Approx. 20'x40’

SPECTACULAR MOUNTAIN VIEWS! MANY EXTRAS!!!

Situated on Approx. Call Owner/Seller Don Hockman for More Info

4.3+/- Acre Tract. 800-404-85 1 5

Other Options Available Visit Our Website for Details & More
OP I PPROWICRITA] X,  Spectacular Color Photos! M

(RESE v ww.HOCKMANAUCTION.com

SELLER RESERVES THE RIGHT TO REJECT ANY OR ALL OFFERS.

3 BR, 2 Bath, Dining Rm, Family
Rm, Lg Kitchen, oyers, Attic,
artial Basemenr &
Screened Back Porch

www.auctioneers.org

Along with television and radio ads, newspapers of all sizes
need advertisers. You also can buy into a special sections
being developed by the newspaper to partner with other
organizations. Check advertising opportunities with your
church, telephone company and others.

e Support a cause. The NAA and its members have part-
nered with St. Jude Children's Research Hospital for the past
six years, raising more than $2 million to help children with
catastrophic childhood diseases. Join in the effort. Local
media often give recognition to organizations and businesses
who support charities.

e Give to your community. Make your business known
through your involvement in your community. Head up a
committee or attend community events. Don't forget little
league teams who are always are looking for sponsors and
they'll print your name on their uniforms.

NAA Office Phone Directory
(888) 541-8084

Robert A. Shively, CAE
Executive Office -- Extension 11

Joyce Noll _
Executive Office -- Extension 16

Angela Hammrich
Accounting and Administrative Services -- Extension 12

Carol Bond
Accounting -- Extension 26

Steve Baska -
Auctloneer magazine and AUCtIOﬂ World publscat;on - Extensum 18

Ryan Putnam e
Auctloneer magazme and Auctlon World pubhcatlon - Extenslon ab

Patrick Murphy
NAA web site -- Extensxon 9

Carrle Strlcker -
Special Prolects Exhablt Sales & Spensorships -- Extensnon 14

Wendy Delhnger . '
- Adverhsmg, Exhibit Sales & Sponscrsmps -- Extensuon 20

Betsy Conrad |
 Education, Conference and Show, Winter Semmar - Extenmon 23

Wendy Stewart Chaffin
Membership -- Extension 13

Lynn Ward
Museum -- Extension 17

Sara Schoenle
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association calendar

September

sunday monday tuesday wednesday thursday friday saturday

| Bunte Auction Services
Anniversary of -
Ist auction

Looking Ahead...

Oct. 2-5 NAA Fall Seminar, Calgary, Alberta, Canada
Oct. 4 Missouri Professional Auctioneers Assoc. Fall Convention, Hannibal, MO

Nov. 1-3 Indiana Auctioneers Assoc. Convention, Ft. Wayne, IN

Nov. 14 California State Auctioneers Assoc. Convention, Las Vegas, NV
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association calendar

October

sunday monday tuesday wednesday thursday friday saturda

Missouri Professional
Auctioneers Assoc. Fall
Convention

Hannibal, MO

NAA Fall Seminar
Calgary, Alberta,
Canada
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Ew members

ACTIVE MEMBERS

Alaska

Joseph Campbell

Fairbanks Auction Company, L.L.C.
P.O.Box 75049, Fairbanks, AK 99707
(907) 452-2837,
campbelj@alaska.net
www.fairbanksauction.com

Alabama

Steve Butler

Holland Realty & Auction, INC

5161 S.Rd 92,Rogersville, AL 35652
(256) 247-0700, (256) 247-7653
holland@hollandrealty.com
www.hollandrealty.com

Mike Kumke

Perimeter Auctioneers

156 Poplar Drive, Meridianville, AL 35759
(256) 828-1669, (256) 828-1930
mike@perimeterauctioneer.com

Arkansas

Calvin Buice

Nashville Stockyards/Stockyards Auction Co
PO Box 806

Nashville, AR 71852

(870) 845-5081, (870) 845-5083

Timothy Dunn

Dunn's Auction Service

1612 N. 5th, Fort Smith, AR 72902
(479) 782-4497,(479) 783-2041
dunnsangels@aol.com

Mark Hodnett

Hodnett Auction Co

PO Box 1006, Hampton, AR 71744
(870) 798-4162, (870) 798-4795

Mark Huddleston

Huddleston Auction Service
PO Box 58, Genoa, AR 71840
(870) 772-6796, (903) 575-9293

Dale Jackson

Dale Jackson Auctioneers

1764 Shouse Ford Road, Amity, AR 71921
(501) 627-5766,
dale@dalejacksonauctioneers.com
www.dalejacksonauctioneers.com

Bobby Main

1594 Hatcher Road, Springdale, AR 72764
(479) 751-0659, (479) 751-4676
bmain@coxinternet.com
www.bobbymain.com

John Payton

Payton Auction Service

5965 Center Ridge, Wilburn, AR 72179
(501) 362-5815,(501) 362-3237

John Saugey

Saugey's Inc.

3725 Lakeshore Dr., N. Little Rock, AR 72116
(501) 812-4700, (501) 812-4450
saugeyinc@aol.com

Jewel Shank

Midwest Auction

PO Box 1373, Waldron, AR 72958
(479) 367-4217,

mwa@ipa.net

S8

Larry Starbuck

Larry Starbuck Auctions

1523 Helton St., Siloam Springs, AR 72761
(479) 238-3520, (479) 524-3386
|dstarbuck@cox-internet.com

John Swint

Swint Auctions

3215 Londonderry Rd., Fort Smith, AR 72908
(479) 646-8914,

swintauctions@aol.com

Paula White

PJS Auto & Auction Co., Inc

PO Box 36, Dardanelle, AR 72834
(479) 229-2340, (479) 229-2208
pjsauto@cswnet.com

Arizona

Gerald Clark

Payaz, Inc.

1413 N. Sunset Dr., Payson, AZ 85541
(918) 472-1129,(918) 472-4342
sunset@cybertails.com

John Rood

Auction Time Auctions

15206 E. Mustang Dr

Fountain Hills, AZ 85268

(480) 837-5691, (480) 837-5304
johnlonna@aol.com

Rod Winwood

Aucton Systems Auctioneers & Appraisers
3729 Wintergreen Way, Avondale, AZ 85323
(602) 252-4842,(602) 275-8548
rod@auctonANDappraise.com
www.autionANDappraise.com

California

Silvano Digenova

Tangible Asset Galleries

3444 Via Lido, Newport Beach, CA 92663
sil@tagz.com, www.tagz.com

Ronald Gillio

1103 State Street

Santa Barbara, CA 93101

(805) 963-1345, (805) 962-6659
rigillio@gte.net, www.longbeachexpo.com

Pamela Howard

The Auction House and Paine Auction
Services

14960 Twin Cities Rd., Herald, CA 95638
(209) 748-2114,phoward@smud.org
www.theaucshunhouse.com

Michael Karon

M.P.K. Auctioneers

21755 Ventura Boulevard #424
Woodland Hills, CA 91364
(818) 667-6967, (818) 346-6606

Lucy Lewand

Healdsburg Classics

211 North St., Healdsburg, CA 95448
(707) 433-4315,(707) 433-8130
lucyluv@aol.com

Jacqueline Marie

For What It's Worth $

PO Box 852, Morro Bay, CA 93443
(805) 770-9648, (805) 772-9648
jmarieapp@aol.com
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Ken Thompson

226 Figmond Ave., Snelling, CA 95369
(209) 563-0083, (209) 563-9402
ksthompson@elite.net

District of Columbia
Asad Haroon

Liquidation.Com

2131 K Street NW 4th Floor
Washington, DC 20037

(202) 467-6868, (202) 467-5475
asad.haroon@liquidation.com
www.liquidation.com

Delaware

“Andrew O'Neal

Jos.C O'Neal and Sons Auctioneers & App.
11112 Laurel Road, Laurel, DE 19956

(302) 875-5261,(302) 875-3696
ajo111@yahoo.com
www.onealsauction.com

Joseph O'Neal

11112 Laurel Road, Laurel, DE 19956
(302) 875-5261,(302) 875-3696
www.onealauction.com

Florida

Bill Betts

Auction Exec

6394 Gun Club Rd.,W Palm Beach, FL 33415
(561) 656-4822, (561) 656-4822
billbetts@bcsdinc.com

Chris Dudley

Dudleys' Auction

1259 ElImwood Dr., Inverness, FL 34450
(352) 637-9588, (352) 637-0310

Kenneth Frey

Frey's Auctions

15208 Bahia Ct., Fort Myers, FL 33908
(941) 454-5580,
freyline@sanibelconnection.com

~ www.sanibelconnection.com

Chris Hood

Auction Exec.

2925 S. Fed Hwy., Delray Beach, FL 33483
(561) 278-8996,

David Jesmer

Ron Rennick Real Estate Auctions,Inc.
1516 7th St., Vero Beach, FL 32962
(772) 778-2976,(772) 778-2182

R. C.Kirk

R. C.Kirk Auction Company

203 N Brown Ave., Titusville, FL 32796
(321) 258-4545,(321) 269-4980

Jacqueline Lorito

6400 South Pine Ave.

Ocala, FL 34480
352-629-3234,352-629-4526

John Lorito
6400 South Pine Ave., Ocala, FL 34480

352-629-3234,352-629-4526
nycomdr@aol.com

Sandy Nank
Dudleys' Auction
1259 Elmwood Dr., Inverness, FL 34450

(352) 637-9588, (352) 637-0310

www.auctioneers.org



{ow to listen to what your customers/clients are
aying and convey that you understand through
rour body language

low to present body language that reinforces the
vords you say

{ow to be a student of body language so you can
yecome the best communicator you can be
Villiam B. Kurtz, CAl entered the family auction
1ess immediately after graduating from Kentucky
eyan College in Owensboro, KY in 1963 with a BA
story, and has been president of Kurtz Auction
Realty Co. since 1964. He was president of the
nshoro Board of Realtors and was named Realtor
e Year, and served the Kentucky Auctioneers
iation as a member of their Board and then as
dent in 1994. Additionally, Bill was elected to the
offices of Vice President, President, and Chairman
e Board.

ng Started in the Real Estate Auction Business
/illiam B. Kurtz, CIA

urtz Auction and Realty Co.,

)wensboro, Kentucky

ther you are a new auctioneer or a seasoned
>ssional wanting to break into the real estate
on business, this practical session is for you.
presenter will share experiences about the
10ds he used to maintain a success ratio of 98 -
rcent on the sale of 300 real estate parcels per
Upon completing this program you will know
to:

repare - to launch a real estate business that will
yroduce a good income

[arget - the right kind of properties and sellers
or those critical early auctions

>rospect - to obtain additional auctions from the
nost reliable and successful sources

sell — a higher percentage of real estate by
knowing how to communicate price to sellers
and buyers

tive marketing
ordon Elliott
algary, AB
Program TBA)

ness in the New Millennium

elly Minisofer

-rasswood Auctions and Affiliated Appraisers,
askatoon, Saskatchewan

heathcare system concerns, prescription drug
-prescribing, and the relationship between the
ngineered foods and nutritional deficiencies,
1ess is more important than ever before. Kelly
liscuss rebuilding your immune system and
1itaining a higher level of energy and well-being
ugh nutrition and natural medicine. Learn

vers to these questions: How do I get rid of a

2 Why can I not lose weight? Why do my bones

- all the time? How can I cope with my days

n [ am so stressed? How do I get rid of my skin
lems? What can I do to lower my blood pressure
avoid a heart attack?

lelly has a strong passion for the auction business
ell as for wellness and alternative health

sures. In addition to owning his own auction
pany he has owned health food stores. He has a
yma in herbal medicine and is a guest on many
0 programs on the topic. He has a Bachelor of
1ce in Kinesiology, a Bachelor of Education, and is
rtified Personal Property Appraiser. Additionally,

Kelly is a past Canadian Champion Auctioneer and
Runner Up to the All Round World Champion - 1999.

The Magic Formula for Compelling
Marketing Communications

Larry Mersereau, CTC

PromoPower Presentations and Consulting,

Lumberton, Texas
Whether you create your own marketing communi-
cations or oversee a staff or agency that does them
for you, it's important to recognize what makes good
promotional copy work and to make sure you are
putting out effective messages. Selling is a sequential
process. Your message must be presented in the
order in which your prospective buyer wants to
receive it, or it’s lost. In this session, you'll learn that
sequence, and how to write compelling promotional
copy using “Larry’s Magic Formula for Persuasion’.
You'll see how simple, minor changes to your own
promo pieces can help you book more auctions and
draw bigger crowds of anxious buyers.

Larry Mersereau, consultant and author, has
helped thousands of organizations jump-start their
return on investment in advertising and promotion.
Educated at Drake University, Larry remains an avid
student of marketing and human psychology.

He's worked for large organizations and small ones, in
a broad variety of industries. Larry has owned several
of his own businesses and he states “Some have been
raging successes, while others have been...learning
experiences.” His mission is to share ideas he has
learned that will help you sidestep the pitfalls of
inefficient spending, and cut straight to successful
approaches in marketing, advertising and promotion.

Eye Catching Visual Techniques for Marketing Sizzle

Larry Mersereau, CTC

PromoPower Presentations and Consulting,

Lumberton, Texas
It’s easier for your prospective buyer to simply ignore
your advertisement or click to the next web site than
it is to struggle through distracting layouts and
cryptic typefaces. Brochures, mailers, web pages ...
even sales letters can be attractive and easy to read,
or ignored for their complexity. After this workshop
you'll easily recognize and correct the most common
design errors - costly errors even experienced mar-
keters and expensive advertising agencies make all
too often. You'll learn how to use pleasing graphic
design to capture your prospects’ attention, take
them by the hand, and walk them step-by-step
through your riveting communique.

Designing Direct Mail Pieces with Wow

Larry Mersereau, CTC

PromoPower Presentations and Consulting,

Lumberton, Texas
How many of your direct mail pieces get read, or
even opened? How many actually generate a
response? If yours is like most mailers more than
90% of your post cards, packages or self-mailers go
directly into the trash. All that postage and all that
paper ... let'’s save some trees today! Discover the
secrets top direct mail “creatives” use to draw readers
in, break through their skepticism, entice them to
read every word and motivate them to respond.
Direct mail is still the best way to place your message
directly into the hands of your best prospects.
This program will help you create pieces your
prospects will actually read and respond to.

Mediation and Arbitration - The ONLY way to Go

Lou Faber, LL.B.

Faber Gurevitch Bickman, Attorneys at Law,

Calgary, Alberta
Though sharing his experiences as a mediator, your
presenter will give you insight into how leading
disagreeing parties into settlement of their
differences through mediation and arbitration is
more cost effective, protects both parties, and often
leads to a stronger personal or business relationship.
Discover the role of the mediator, how they are
trained, and the difference between and strengths ot
arbitration vs. the pursuit of court settlements

As Senior Partner in his Calgary law firm, Lou is
a long time teacher of mediation and arbitration to
the Law Society, Better Business Bureaus, mediation
associations, and the public. He was an initiator to
bringing mediation into the Civil Courts in Alberta.
Lou is an active community volunteer and has served
as president and chairman of Calgary s largest
synagogue, the B'nai Brith, the Jewish National Fund,
the Alberta Arbitration Society, and the BBB of
Southern Alberta.

How To Start Your Own Web Site
Shaun McMikle
Technical Trainer/Systems Analyst, Micron
Technologies, Meridia, Idaho
“I know I need to establish a web site for my
auctioneering business, but what do I do? What do
I need to know? How do I begin?” If you have ever
asked yourself these questions then this session is
for you. At the end of this session you will have the
basic information you need to hire a vendor and
begin your web site development. Questions
answered include:
*What web design resources are available?
*What questions do I ask my web provider?
*What should my web site do for my business?
eWhat are the costs and return on my investment?
Shaun McMikle of Meridia, Idaho, received his
BBA as well as the Outstanding Student of the Year -
College of Business award, from Boise State University
in 1994. From 1993 to 1996 McMikle managed his
own computer consulting firm. Shaun was then hired

full-time by Idaho Transportation Department (o

work as the Acting Web Master — Senior Systems
Programmer from 1996 to 2001. In 2001, he left the
public sector and joined the Micron Technology team
(currently the world’s number two computer chip
manufacturer) as a Technical Trainer/Systems Analyst.
Additionally, since 1995 he has been an adjunctive
faculty member for Boise State University teaching
Information Systems, Production Management, and
Statistical Process Control.

== e

Making Your Web Site Work for You

Shaun McMikle

Technical Trainer/Systems Analyst,

Micron Technologies, Meridia, Idaho
Once you have established your web site how do
you maintain it, promote it, and solve business
problems? In this tricks-of-the-trade, intermediate
level session you will learn:

Low cost solutions to big web problems

*How to develop templates and standards that

ease development and browsing

*Uptime and advertising expectations

*How to enrich your site content




CONFERENCE REGISTRATION

Registration fee includes: Friday and Saturday breakfasts, Thursday and Friday lunch. Thursday BBQ and Fun Auction.
Saturday President’s dinner. Coffee breaks and all education sessions. Please book your own hotel.

There are three easy ways to register for the convention:
1. Register via the Internet at www.auctioneers.org
2. Fax (see number below) completed registration forms with credit card payment
[F YOU ARE FAXING, DO NOT MAIL THE ORIGINAL REGISTRATION FORM.
Faxed registration forms with credit card information will expedite your registration processing.
3. Mail completed registration form(s) with check or money order to the U.S. or Canadian addresses below.

You will receive a written confirmation mailed within 10 business days of receipt of registration form.

AAOFC MEMBERS - CANADA
AAofC fax: (403) 640-9916

AAofC Mailing Address:
AA of C Registration, Ste. 100, 5240 - 1A St. S.E,,
Calgary, Alberta, Canada T2H 1]1

NAA MEMBERS - UNITED STATES
NAA fax: (913) 894-5281

NAA Mailing Address:
(checks payable to NAA - U.S. dollars on U.S. Bank) |
NAA Registration, PO Box 413186, Kansas City, MO 64179-9877 |

Questions? Call toll-free 1-888-541-8084 Ext. 23 Questions? (403) 640-9915

Convention Fees: AAofC Members
(Canadian dollars)

To attend one day $125

Convention Fees: NAA Members
(U.S. dollars)

Member / Spouse/Sig. Other of Member
Before Sept 1, 2002  Sept 1 and after

%275 _ $325

Member / Spouse/Sig. Other of Member
Before Sept 1, 2002 Sept 1 and after

| $200 $250

Non Member / Spouse/Sig. Other Non-Member
Before Sept 1, 2002  Sept 1 and after

_ $350 R

Non Member / Spouse/Sig. Other Non-Member
Before Sept 1, 2002 Sept 1 and after
i e e 3300

TOURS
Tours contingent on minimum participant numbers.
Must be prepaid. No refunds will be given unless tour canceled due to lack of participation.

Thursday, October 3 Friday, October 4

8.30 AM - 5 PM 10 AM -4 PM
Banff National Park. Visit the Cave and Basin, have lunch Calgary Zoo, lunch, and a behind the scenes tour with
at the Banff Springs Hotel, tour and shop in the Banft town the curator at Glenbow Museum.
site. Tour Tunnel Mountain and Lake Minnewanka. Cost - $60.00 US. $85.00 Cdn. inclusive

(Conducted by a Registered Guide and Park Interpreter)
Cost - $85.00 US, $120.00 Cdn. inclusive

# of Tickets Total Cost # of Tickets Total Cost
CONFERENCE REGISTRATION TOTAL l:___—_l
Conference Registration $ Tours $ Grand Total $
NAA or AAofC Member # Email:

Member won Member Spouse / Sig. Other Name
ERAES T—— Check # (Checks payable to NAA - U.S. dollars on U.S. Bank)
Badge name:
(as you wish it to appear on your name badge.) Pay by credit card to expedite your registration processing.
Company: Master Card [JAmerican Express [1Visa [JDiscover
Mailing Address: Credit Card Number:
City/State/Zip Expiration Date:
Daytime Phone: Card Holder’s Name (please Print)
Fax Number: Card Holder’s Signature:

CANCELLATION requests must be in writing and received by September 1, 2002 to receive a refund. A $25 administrative fee will be
charge for all full/and or partial cancellations. After Sept. 1, 2002 NO refunds will be made.
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John Panapolis

Worldwide Auctions, Inc.

3860 Wellington Park

Palm Harbor, FL 34685

(727) 786-6626, (727) 443-6679

Georgia

Derrell Bennett

Peachstate Auction Group, Inc.
RT 2 Box 238B, Adel, GA 31620
(229) 896-4794, (229) 435-7510
dbennett@land2auction.com
www.land2auction.com

Julie Reuse

Hilda W Allen Real Estate, Inc.

RR 3 Box 419, Adel, GA 31620

(205) 222-5552, juliereuse@aol.com

lowa

Brian Hanson

Hanson Auctions

10928 307th Street, Macedonia, IA 51549
(712) 486-2683, jumprun466@aol.com
www.hansonauctions.com

Scott Jacobs
2375T Ave.,Villisca, IA 50864
(712) 826-2957, sjfarms@yahoo.com

Grant Schultz
13784 240th Street, Eldridge, IA 52748
(563) 285-2307

lllinois

Scott Bowers

Dunning's

326 River Bluff Rd., Elgin, IL 60120
(847) 420-9542, bluffriver@aol.com

Michael Cruz

Chicago Liquidators & Auctioneers, Inc.
317 Plainview Drive, Bolingbrook, IL 60440
(630) 759-0200, (630) 679-0800
chicagoliquidators@email.com

Dwight Knollenberg
Box 3, Mason City, IL 62664
(217) 482-5231

Rick Polhemus

Polhemus Auction Service

321 E Jefferson St., Tremont, IL 61568
(309) 925-3244, (309) 565-0745
rlpolhemus@yahoo.com
www.polhemusauctions.com

Paul Rogers

Inland Real Estate Auctions, Inc.

2901 Butterfield Rd., Oak Brook, IL 60523
(630) 954-4448, (630) 218-4901
rogers@inlandgroup.com
www.inlandresales.com

Kevin Swearingen
Polhemus Auction Service
3920 N. University Street, Peoria, IL 61614

kiswear@msn.com

Mark Bonham

Bonham Auction Gallery

4140 North Keystone Avenue
Indianapolis, IN 46205

(317) 377-1630,(317) 377-1631
Mark@Bonham Auctions.com
http: www.BonhamAuction.com

www.auctioneers.org

Kansas

Gregg Pfister

The Online Auction Company

5804 West 157th Place

Overland Park, KS 66223, (913) 526-8622,
theonlineauctioncompany@yahoo.com
www.theonlineauctioncompany.com

Scott Rustenhoven

Free State Auction Realty

236 Alabama, Lawrence, KS 66044
(785) 840-0120, scott@bigwig.com
http: freestateauction.com

Kentucky

Barbara Durni
Tranzon Durni
1108 A North Dixie

Elizabeth Town, KY 42701

(270) 769-0284, (270) 737-7695
bdurnil@tranzon.com, www.tranzon.com

Robert Logsdon

Erie Street Enterprises

1820 Shakertown Road
Harrodsburg, KY 40330

(859) 748-9558, eriest@searnet.com

Louisiana

John Matthews

159 Lister St., Shreveport, LA 71101
(318) 226-9097,(318) 868-0212
jmatthews@sport.rr.com

Charles Willis

Willis & Willis Inc.

PO Box 12662, Lake Charles, LA 70612
(337) 855-2830, (337) 855-2820
ceclwillis@yahoo.com

Massachusets

Jeanne Lovely

Auctions and Sales Unlimited

263 Pleasant Street, Marblehead, MA 1945
(781) 990-1078, (781) 990-1777
auctions@jeannelovely.com

Maryland

James Racine

Jim Racine Autcioneer

2741 Biggs Hwy., North East, MD 21901
(410) 658-9720, jracine@dol.net
www.racineauction.com

Michigan

Brian Scramlin

Schramlin Auciton Enterprises
10321 Oak Hill Rd., Holly, MI 48442
(248) 634-3558

Christine Stiltner

Leonard Young and Associates

920 Round Lake Rd., White Lake, MI 48386
(248) 563-8585,
christine@youngauctions.com
www.youngauctions.com

Minnesota

Charles Dunsmore

46705 Acacia Trail, Stanchfield, MN 55080
(763) 691-1315, relz77@hotmail.com

Steven Fausch

Top Dollar Auctions

1521 Southview Ct, Fairmont, MN 56031
(507) 235-5892

Auctioneer September 2002

new membersl
Bruce Johnson

9336 Nesbitt Rd., Bloomington, MN 55437
(612) 220-5253

Mark Rothfork
7069 100th Ave., Clear Lake, MN 55319
(612) 308-9034, (763) 441-5822

William Rothfork
44704 Blrch Hill Rd., Melrose, MN 56352
(320) 256-3938

Missouri

Jessy Pennington

Pennington Auction Service

8325 State Highway PP, Puxico, MO 63960
(573) 222-6972,(573) 222-9919

Mississippi

Jim Durham

Durham Auctions, Inc.
P.O.Box 333, Petal, MS 39465
(601)582-1932

Kenneth Patterson

PATTCO

300 Rutland Dr., Tupelo, MS 38804
(662) 844-3925, pattco@hotmail.com

Montana

Bill McCrea

Sewing Schools Of America

641 Nottingham Cir. #4, Billings, MT 59105
(406) 259-6262, (406) 259-6262

Thomas McKnight
P.O.Box 604, Dillon, MT 59725
(406) 683-2081, grizlbar1@earthlink.net

Netherlands

Myriam Diocaretz

Auctions-Maastricht

Bredestraat 23

Maastricht, 6211 HA

+31 (0)43 321 3095,+31 (0)43 325 9384

Marjolijn Kars

Auctions-Maastricht

Bredestraat 23

Maastricht, 6211 HA

+31 (0)43 321 3095,+31 (0)43 325 9384

North Carolina

Glenn Maxwell

C.D. Maxwell Auction

PO Box 1208, Fayetteville, NC 28302

Allan Merritt
4102 Leafmore St., Concord, NC 28027
(704) 793-9502, bidcaller5962@yahoo.com

North Dakota

Joey Weed
8807 42nd Street NE, Devils Lake, ND 58301

Nebraska

David Heltzel
407 E 14th, York, NE 68467

Nevada

Suat Gokmen

Celebrity Car Auction

4912 Tierra Del Sol, Las Vegas, NV 89103
(702) 739-0055, suat@loveautos.com
www.celebritycarauction.com
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Eew members

New York

Steven Zogg

A.V.Zogg Jr & Assoc

PO Box 707, McGraw, NY 13101-0707
(607) 753-0004

Ohio

Kathryn Schmid

3652 Pine Creek Ln.
Williamsburg, OH 45176

(513) 724-8442,(513) 724-8443
katy@schmidauctions.com
www.schmidauctions.com

Oklahoma

Michael Kimberlin

Kimberlin Auctions and Appraisals, LLC
1421 West 120th St., Jenks, OK 74037
(918) 955-2222,(918) 298-6067
info@kimberlinauctions.com
www.kimberlinauctions.com

Nathan Limore

Limore Auction Company

1207 Sassafrass, Stilwell, OK 74960

(918) 696-9188, nntdlimore@searchalot.com

Oregon

Troy Hill

57835 Godley Rd., Union, OR 97883
(541) 562-5127,(541) 562-5127
thhill@oregontrail.net

Eric Kalik

P.O.Box 2087, Wilsonville, OR 97070
(503) 625-9669, (503) 625-4694
erickalik@aol.com

Pennsylvania

John Fry

PO Box 341, Ephrata, PA 17522
(717) 733-3606

John Hess

John M. Hess Auction Service, Inc.

1667 Ciderpress Rd., Manheim, PA 17545
(717) 733-8192,(717) 656-6011
johnjacyhess@juno.com, hess-auction.com

Zach Meck

Hess Auction Service

275 Creamery Road, Denver, PA 17517
(717) 336-2631, meck@supernet.com

Dennis Wolgemuth

Wolgemuth Auction

109 N. Maple Ave., Leola, PA 17540
(717)656-2947,(717)656-6011
wolgemuth_auct@juno.com
www.wolgemuth_auction.com

Puerto Rico

Jose Rios

P.O Box 1025, Anasco,PR 610
(787) 851-9232,(787) 255-5050
rsjrios@aol.com

South Carolina

S. Bruce

Kissimmee Auction Co.

218 Wingo Heights Rd., Spartanburg, SC 29303
(864) 583-2700, (864) 583-9400
kac407@aol.com

60

Matthew Holiday
2304 Bruce Ave., Spartanburg, SC 29302
(864) 266-0681, mattholiday@yahoo.com

South Dakota

Mitchell Pratt

Pratt Auction Services

45480 SD Hwy 22, Castlewood, SD 57223
(605) 793-9276, (605) 793-1305
broker81@yahoo.com

South Africa

Chico DaSilva

Aucor

PO Box 2929, Gauteng, S. Africa 1685
kimsantos@aucorr.com

Martin Dibowitz

P.O.Box 280 Eppindust

Cape Town, South Africa 7475
2721 53 44446, md@aucor.com

Alon Kowen
Auction Alliance
PO Box 15900, Cape Town, South Africa

Shannon Winterstein

Aucor
PO Box 2929, Gauteng, South Africa 1685

Tennessee

Mark Alexander

Alexander Auctions & Real Estate Sales
P.O.Box 129, Martin, TN 38237

(737) 587-4244,

Sid Goodwin

Southern Way Auction

2092 Fairview Blvd., Fairview, TN 37062
(615) 799-2800, southernwayauction.com

Texas

Jon Crouch

3130 Willowbend Rd.,,
Montgomery, TX 77356

(936) 582-2877, Jnc2cac@aol.com

Brady Hanson

Brady Hanson Auctioneers
P.O.Box 2175,

Dayton, TX 77535
936-334-6294, 936-258-3523

bradyhanson@hotmail.com

Ward Heid

Western Legacy Sales LLC.
6801 E.C.R. 405,

Alvarado, TX 76009

(817) 783-3432,(817) 783-3436

Utah

Gene Bennett
583 Upland Drive,
Tooele, UT 84074
(435) 882-4444

Washington

William Foote

BidSpotter.Com

16412 NE 105th PI,,

Redmond, WA 98052

(206) 972-7500, (707) 248-2481
bill@bidspotter.com
www.bidspotter.com
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William Gibbon

6717 NE243 Ave,
Vancouver, WA 98682
(360) 260-8055,
ouchnd@attbi.com

Jeffery Johnstonbaugh
BidSpotter.Com

11804 Trivier Trail SE
Port Orchard, WA 98367
(360) 551-7459,

Gary Tomsic

2128 Dodd Street

Blaine, WA 98230
(360) 332-4711,
grtomsic@aol.com

Wisconsin

William Betthauser

United Estates Public Auction Trust Co.
154 W.Wisconsin Ave., Ste 515
Milwaukee, WI 53203

(414) 223-5598, (414) 223-5598
wbretthauser@wi.rr.com
www.unitedestatesauction.com

B. Dean McElhattan
632 Avon St

La Crosse, WI 54603
(608) 785-2812,

Sandra Smith

PO Box 424
Weyauwega, Wl 54983
(920) 867-3352,
wegahere@wolfnet.net

Shane Westphal

232 Bonito St.

Walworth, WI 53184

(262) 275-2714,
walworth@genevaonline.com

West Virginia

Everett Thompson

Resource Marketing Inc.

RT 1 Box 380

West Hamlin, WV 25571

(304) 824-7132,(304) 824-2368
ethompson00@aol.com

http: www.rmiauctions.com

Wyoming

Bradon Eres

5510 Powderhouse Rd
Cheyenne, WY 82009
(307) 634-2363,

Nick Nichols

76 Martin Jensen Rd

Boulder, WY 82923

(307) 537-5647,(307) 537-5218
nickN25@hotmail.com

H. Pruitt

Auction Associates

1251 Maple Street

Wheatland, WY 82201

(307) 331-2174, (307) 322-3244
tpruitt_69@yahoo.com
frontier@communicomm.com

www.auctioneers.org



Communicate confidently in any situation

By Tom Leech

Powerful communicators are people who bring conflicting
factions together on a common course, who can win over cus-
tomers and bring in contracts. However, most people resist
communications skills development. They prefer that some-
one else routinely take the spotlight.

Such people could benefit by taking communications tips
from the master communicator himself, playwright William
Shakespeare. Though he lived over 400 years ago,
Shakespeare is still the undisputed leader of communication.
Here's what the Bard of Avon suggests:

1. Get into a positive state of mind
"For 'tis the mind that makes the body rich."
-Petruchio, Taming of the Shrew

Anxiety is usually self-generated. As your brain sends nega-
tive thoughts and raises a host of "what if's," your body
responds with physical symptoms, such as sweaty palms, but-
terflies in the stomach, and a stuttering speech. To counter
this, ask yourself, "What's the worst that will happen it I blow
it?" Usually it's less than what your mind has foretold. The
more positive you keep your thoughts, the better your com-
munications will be.

2. Review your basic personal values
"In thy face, [ see the map of honor, truth, and loyalty."

-Henry VI speaking, Part 2

You can take a variety of steps to improve your communi-
cations skills, but if your ethics are questionable, others will
size you up immediately as an unpleasant phony or someone
to avoid. Know what you stand for and then live by those
values in all that you say and do.

3. Check your image.
"He came ever in the rearward of the fashion."

-Henry IV, Part 2

Your appearance is the first impres-

sion people have of you. Others will
size you up based on your appearance
and will rarely give you a second
chance to alter that perception. This
does not mean that you have to spend
lavishly to upgrade your wardrobe. Just
create a positive 1mage.

4. Develop some warmth. Loosen up.
"Seldom he smiles, and smiles in such a
sort as if he mock'd himself.”
-Julius Caesar

People generally respond well to an

honest smile. If you wear a permanent

www.auctioneers.org

www.ebaystores.com/yeloroz

Specializing in 100% Guaranteed Natural Rare Russian Alexandrite.
Also Ruby, Sapphire, & Corundum of every color.

And Manufacture with Expert Craftsmanship in the
“lost wax process” a lost art. 750% Pure 18kt White, Bright Yellow,
& specializing in our signiture 18kt Rose Gold Vintage 1920's
Filigree Designs. Because we know how Personal Jewlery is,
we create Personal Heirlooms. Each arrives with a Pictured
Certificate of Authenticity & our 100% Satisfaction Guaranteed.

eBay Power Seller “YeloRoz"” over 700 Positive Feedbacks

Manufactured in Central Florida by Road-Show Auction 352-821-1718

sour expression, and don't seem to really care about others,
they are likely to avoid engaging with you.

5. Put brain in gear before mouth.
"Weigh st thy words before thou givest them breath. "
-Othello

Speak thoughtfully. Before speaking on a topic of some con-
cern and involving some risk, pause and review in your mind
what you are going to say about it. Or, if you have spouted
off and out came clearly the wrong statement, try to rectity it
immediately. Make a clarification, not an apology.

6. Work on your language skills
"Tis but a peevish boy; yet he talks well;... "
-As You Like It

Being able to use language well adds to your credibility and
encourages others to listen to what you have to say. Routinely
saying things like "uh," and "ya'know," or constantly mum-
bling, causes people not to listen. To enhance your speaking
skills, take a course in language or simply practice your speak-
ing skills with your colleagues and friends.

7. Watch your body language
"Tell me where is fancy bred,.. It is engendered in the eyes.”
-Merchant of Venice

Body language often has more of an impact on people that
the spoken word. When your words and your body actions
don't match, you confuse people and send signals that you're
insincere and not credible.

Thomas Leech is a nationally known presentations consultant, executive
and speech coach. His latest book is "Say It Like Shakespeare: How to Give
a Speech Like Hamlet, Persuade Like Henry V, and Other Secrets From the
World's Greatest Communicator” (McGraw-HillFor more information go
to: www.SayltLikeShakespeare.com.

i

We IMPORT only the finest Top Gem Quality

Mention you saw this ad in " Auction World" &
we'll give you a 5% discount. Also dealer discounts.

Yelorozy2k@aol.com

Joined NAA in 1987
State BPR# AU 101
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Auction Supply Co.

- America’s Largest Supplier
to Auctioneers

417 W Stanton
Fergus Falls, MN 56537

. PA gystems (Free Catalog)

e, (218) 736-7000

All-inclusive program - 10 daysE75

YOU CAN BE AN AUCTIONEER!

Quick-Start chant for ANY auction
Business, Law, Intern.et_

Antiques & Americana
with George Michael

45 television programs on 12 tapes, broadcast
originally on PBS-TV. Each is a half-hour with
top guests, covering furniture, glass, ceramics,
metals, painting and prints, toys and more. All
edited with introductions and endings removed.
Complete set, $150 plus $10 shipping.

Make check for $160 to:
Bayshore Mgmt Associates, P.O. Box
6057, Laconia, NH 03247-6057

George Michael—NAA member since 1951,
NAA Hall of Fame member since 1986.

NASHVILLE &&2¥i0N SCHOOL

Since 1964

936 N.-Jackson Street - Tullahoma, TN 37388

Call for a free catalog and visit our website
www.learntoauction.com

800-543-7061

PRO CLERK.,
Vark Star®

View & Download Trial Demo
www.biddersandbuyers.com/proclerk

The most cost-effective, easy-to-use
auction clerking software available.
Developed by a Professional Auctioneer and Clerk.

(800) 735-2562
Vamnk Star, Inc.
P.0. Box. 218 -- Calamus, Iowa 52729-0218

Rich Haas
Real Estate {—nt 507‘625'5595

Learn from the BEST!

Order your very own instructional tapes & CD’s featuring:
«# .  Ralph Wade, World Champlon Auctioneer.

Videos:
Y Howr 10 DO Mo $49.95 .
A true step by step instructional video.
#2 Actioneering My Way............... 39.99 .
Tune up your technique.

Please add $3.00 shipping & handling per tape
or ¢d-$6.00 shipping & handling for 2 or more.
To order, or for a free western wear catalog, call:

CD’s & Cassettes:
#3 Champions - hear the winning
chants from & world champions.

(cassette only) ’
#4 How To Do It-audio cassette or Lusms qm

#5 Auctioneering My Way-audio WESTERN STORES, INC.
cassette or CD 2601 North Main Street

Fort Worth,Texas 76106
CD-$14.99, Audio Cassettes-$9.99 1-800-725-7966

WWW.LUSKEYS.COM

1 Do not let yourAucttoneer

I education end. The world is

§l moving too fast and it’s a lot of
fun to move with it!

For free information and
catalog, write us or call:

ULy www.auctioneerschool.com

BN AUCTION SCHOOL |, eaiEsttsor
wieliaiiZed ©

{:}L;y Course OF REA.L ESTATE required'

PO. Box 346, Mankato, MN 56002

COLLECTIBLE CONSIGNMENTS

MERCHANDISERS

www._auctionmerch.com

AUCTION MERCHANDISERS
607 W. Barbara Drive, Tolono, IL 61880
Phone: (217) 493-7001 Fax: (217) 485-3792

ejfrahm @soltec.net I
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SCHOOL OF
AUCTIONEERING

SINCE 1921

REPPERT

“The World’s Leading Auctioneer Education Provider”

(260) 927-9999

www.repperts.com

" The “Bidder Geffer” is 1 0’ fall
| and requires no tools fo

. Iinstall. The upper post slides ' |
i up and down driving the lower iiﬁfﬁ- d sl i1
& post through the ground, roofs, - ' f-' -
§ rocks, even asphalt and it fits  FElFE S = = %A
| inyour car. Available options:
@. changeable veicro panel, full
| color photo's, maps, renderings. i

_1-688-842. 744‘:’--

'-...," ...................

-\_-._-..-\.,1._,-._.-..-...-..-_,_7\..-.-..,_.—.- e

ATTENTION +%%
AUCTIONEERS & ‘9’-
WHOLE SALEP<S: -

-----------------
e e e — i

Retails for $295 to $595!
Incredible 300% to 500%
Profit Margin! Best of all, once ~a W ,
you plug it in — i selis Hseli PR CDICT Sy
Used in International Casinos, these are "‘""?“'m-"-::.;:_;‘ TER e
authentic gaming machines with all the . '
bells, lights and sounds of Real Gasino
Action! Each machine accepts tokens or
quarters (where legal). When new, these _. v @
machines cost upwards of $3,500! prenrmy

A perfect product to add to your Auctions!

One of our auctions
clients sells $5,000 to .
$8,000 worth of product G ¢ ]

at each of his auctions! «g

A perfect product to
wholesale on the side
to your existing dealers
and customers.

We are North Amerma ’s argest Direct Wholesaler.
Call us today and Cash In. vin order only 1 pallet (16 machines)

Direct Gaming International * 714-441-2739 » www.skilistop.com

www.auctioneers.org

57)¢ CASSETTES AND TEXTBOOK
1-800-316-1236 | E

R T

Herb Wallace and Associates
Letcrosonics Sales and Service
7324 W. Maple St. 1 Wichita, KS 67209
(316) 524-1114

RED'S SPECIAL DEAL

Includes: |

Lectrosonic Long Ranger III Super Blaster

M175LS Transmitter W/Mute switch
HM 142V Headset
CH-40 Charger
Red's Special Case, with Tray to put yer stuft in!

We also have Tripods, Extension Speakers, Handheld Mics, Lavalier

Mics, add-on Second Channels,

and all accessories to meet your Public Address needs!
Certified service facility on call 365 days a year! ‘

BE HEARD WITH HERB!
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Call today to be in the next issue of
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Wendy Dellinger
(913) 541-8084 m ext. 20

AuctioneerClass.com

The Online Continuing Education Program for Auctioneers

enroll@ AuctioneerClass.com
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antiques & americana

Ship models

BY

GEORGE R et el .
NITEELATE I 'have always taught that; .Anthues IS Flke a game: nlf you
MERRIMACK, don't know the rules you will not play it very well." But,
N.H.

sometimes, the search for the rules can be frustrating. Witness
ship models - I have talked with serious collectors, dealers,

museum personnel and
others who are involved
with this subject and have
come away with no set
rules. For some objects,
age 1s important; others
demand quality of mate-
rials -others seek work-
manship; others feel aes-
thetic beauty in form is

most important. Color
and  decoration  are
important  to  some
objects. For some reason,
[ cannot find set rules for

the models - each must be
judged by itselt on the
basis of the collector's
opinions and desires.

We picture a typical

example, a three masted

schooner of the type that would have plied the oceans in the
19th century. Dimensions and proportions are superb - the
maker knew what such a ship would look like.

How can one improve on such a model? This is what I have
gleaned from the collectors. They like sails in place; it should
be genre with people and activity aboard deck; a flag should
be flying (preferably American); anchors should be hung; it is
important that the ship be named; some like a carved wood-
en figurehead; above all, they like them signed and dated by
the maker.

The latter is most important, as collecting is often done by
assembling the works of a maker - witness Rembrandt,
Renoir and others. The name of the ship assists in research to
determine when and where it was made and the oceans it
sailed and under which captains.

So, you can see that the model itself is but a catalyst for
research for its identity in addition to being an admired
object in the parlor. Those with no identity which can be
uncovered are always nice to look at, but those with a story,

command the big bucks.

Auctioneer September 2002 www.auctioneers.org




cyber tips )

INTERNET TRICKS AND GREAT PLACES

BY JOHN PECKHAM

TRICK#1 ZAP THE TELEMARKETERS!

http://www.mailwasher.net

In case you haven't noticed, there are a bunch of nasty viruses out there anxious
to chomp and chew your system if you let them! Here's neat one-two punch to help
head many of them off at the pass before they even get to your system.

Step #1. Set your e-mail program to limit the size of each incoming message. This
will keep larger messages and most messages with attachments on your provider's
server while allowing you see the beginning of the text without letting most of the
culprits onto your system. Step #2. Set up Mail Washer, a program that allows you
review and delete e-mail messages before they even reach your computer. Often you
can spot and zap virus-laden messages by their size and subject line. And you can
use this gem to trick spammers into thinking that your e-address is invalid. This tip

assumes that you have your anti-virus software up to date and running all the time.

TRICK#2 CHECK OUT ANY LAWYER
http://www.REcyber.com/cybertools.html

Every once in a while you may want to check out a lawyer. Maybe someone has
recommended a professional to handle a business question for you. Or maybe your
lawyer is in contact with an adversary's legal representative. Here's quick way to get
the lowdown on just about any lawyer with just a couple of clicks. Go to the Real
Estate CyberSpace Society's award winning "Top 25 E-Tools" and select "Lawyer
Locator". There you can get lots of background information including contact
information, bar affiliations, education and specialties. You can even check out the
counselor's birthday.

GREAT PLACE #1 SEARCH ENGINE COLOSSUS!

http://www.searchenginecolossus.com/

Ever need to search for information outside the USA? With members in 26 coun-
tries the Real Estate CyberSpace Society helps pave the way to networking support
worldwide by keeping members and their clients posted with information on all of
the tools available to assist in a smooth transaction. Hand in hand with that global
reach, here's a resource that reaches around the globe. This search engine colossus
provides links to search engines from 216 countries worldwide! Here you can con-
duct geographic centric web searches using your choice of language if you wish.

GREAT PLACE #2 IS THAT STORY TRUE?

http://www.snopes.com
Want to check out urban legends, common fallacies, misinformation, old wives’

tales, strange news stories, rumors or celebrity gossip? If your curiosity has taken
hold, here's a great source to help you either prove that the story is true-or not.

Copies of all previous “Real Estate CyberTips” columns complete with all direct links are available at www.REcyber.com/reintelli-
gence/cybertips.htm. Jack Peckham is the Executive Director of the Real Estate Cyberspace Society and can be reached by E-mail
at bostonjack@earthlink.net. The Society’s worldwide web office is open 24 hours a day at www.REcyber.com. Direct links for each
of the tricks and places here or in any previous Real Estate CyberTips Columns are available at www.REcyber.com/reintelli-
gence/cybertips.html. Stoneage readers can obtain information on Society membership by calling 888-344-0027. Copyright (c)
2001..RECS.
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parting thoughts

Until we meet again next month...

“Conference baby” cuts short dad's visit

Congratulations to new auctioneer Jim Durham and his wife Debra on the birth of
their daughter, Sydnee Rachelle Durham, on July 19, during NAA's Conference and
Show.

"l wanted to drop you a little note about what happened to me at the NAA
Convention in Orlando and brag a little about my future little auctioneer,” Jim said in
an email to NAA headquarters. " I grew up in the auction business, but have just
become an auctioneer and have gained interest in our state and national associations.

This year I was elected Vice President of the Mississippi Auctioneers Association and X
also attended the NAA Convention in Orlando. The convention was great. I was over- Sydnee Durham
whelmed! I started attending the educational seminars on Wednesday, July 17 and had
plans to stay until Sunday, July 21. At 3 a.m. Friday, July 19 my wife, Debra, phoned my room with the excit-
ing news that she had gone into labor and was on the way to the hospital to have our first baby. Needless to
say, but I was on the first a.m. flight to the house. Our little girl, Sydnee Rachelle Durham, was born Friday,
July 19, at 6:55 p.m. Before leaving for Orlando I knew that it could possibly happen in the middle of my
trip, but I was so eager to attend the convention I took a chance. The convention was great and I will be in
San Antonio, Tx next year for that Conference.” Signed -- Jim Durham, V.P., Durham Auctions, Inc.

In coming months' issues:

In October - Antique auctions are the cover story for October. Some auctioneers specialize in antiques, while
others make it a small part of their business. What are the pros and cons of doing antique auctions? How can
a new auctioneer enter this field? We will look at these topics, and more, in our cover story.

In November - The history of auctions, from the Roman Empire to today's high technology auctions, are
the topic of this cover story. We will examine how auctions have changed and we will highlight with photos
from NAA's National Auctioneer's Museum at NAA headquarters.

In December - NAA's Year in Review cover story will examine the many changes and accomplishments
experienced by NAA and its members during 2002.

Mystery photo

Who is this auctioneer?

In a new feature, we will occasionally publish on this page a "mystery photo" from NAA's past to see if
members can identify people or places in historical photos. This photo from about 1950 features an auction-
eer who likely worked with B.G. Coats, one of the founders of NAA, says Lynn M. Ward, curator of the
National Auctioneers Museum. But Lynn is not sure who he is. Can you help?

"This is one of my favorite photographs in the museum's archives," she said. "I think it's because the peo-
ple are packed in a small rustic room and the
auctioneer is taking bids on a wooden basket
of old miscellaneous stuff. The problem is,
the auctioneer has not been identified. I am
pretty sure that he worked with or for B.G.
Coats, one of the founders of NAA. If anyone
knows the identity of this auctioneer, please
let us know!"

Interested readers can email Lynn Ward at
lynn@auctioneers.org, or editor Steve Baska at
steve@auctioneers.org.
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Orlando, FL 2002: Winning is Contagious !!

Congratulations to:

e Willlam Sheridan and Jill Doherty - Winners of the 2002
International Auctioneer Championship.

e The NAA and its members for a record-breaking Fun Auction.

P
mMac

AE Made Simple was proud to sponsor the 2002 IAC Auctions and the Fun Auction. Through the use
of our software and the assistance of the NAA staff, clerking and check-out went quickly and smoothly.
AuctionExec Software would like to thank everyone that stopped by our booth. We value your expert
opinions and suggestions. With auctioneers on staff and a commitment to exceptional service, we are
striving to offer the best software package in the auction industry. The members of the NAA deserve
nothing but the best. We look forward to serving many of you in the near future.

We can't wait for next year's conference -
See you in San Antonio in 2003!

AE Made Simple - The Premier Live Auction Software for Windows
www.auctionexec.com
561.278.4231
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