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Mailbox

Let the NAA and fellow

members know how you feel.

NAA HEADQUARTERS

I’m proud to be a member of NAA
Dear Editor Steve Baska:

[ received the February issue of Auctioneer with the article in it about me
(Headline: "Antiques mall owner becomes Auctioneer to boost her business.)

The article is great. I am so pleased with it. Everything I wanted to say is in
there. Thank you so much for choosing to do a story about me. It is a great
honor to be featured in our national publication and I am very proud of it.
[ am proud to be a member of the NAA and the auction profession. Thanks
so much.

Anita Eades
Princeton, WV

CORRECTION

He advertises in AntiqueWeek

The cover story in the February 2008 issue of Auctioneer, regarding “Top
10 Dangers for Auctioneers,” contained a quote from NAA member Doug
Davies about where he advertises items that will be sold at auction. The
quote did not correctly reflect what Davies said. It should have stated that

he advertises almost every week in AntiqueWeek.

AntiqueWeek is an auction and collecting newspaper. It has the largest
circulation of any antiques and collectibles publication in the U.S. with
over 40,000 subscribers. Its complete issue is also available online each

week.

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

or email to publications@auctioneers.org

8
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“I'was having difficulty selling a property. After my father’s
death, it seemed like we had it forever. I heard about

Williams & Williams from a friend of mine who had |
successfully auctioned property with them, so I picked up
the phone and called them.

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

for. I bought three or four other tracts in the area over the

next few years and had great success with Williams & |
Williams. I would literally close on a property on Tuesday;
our auction would be Thursday, and I would make more  § |

money than if I had owned the property for years. It’s
actually pretty exciting.

Williams & Williams has a great vision for this business.

Auction is a very straightforward process, and that’s the  § |
way I like to do things. I try to associate myself with people
who provide good, reliable information that you can count  § |

on, and they’ve never let me down. With Williams &

Williams, auction is a very smooth operation.”

| TOMMY WOODS

REAL ESTATE INVESTOR

WILLIAMS & WILLIAMS

worldwide real estate auctior




_from the president

By Thomas L. Williams, CAl  to

State leadership

Why is NAA involved in state assoaatlon management?

The headline

above is  an
excellent question,
but the answers are
not what you may
think on  first
blush: that this is a
good way for NAA

make extra

NAA President money. That is

wrong!

We strive to make this endeavor revenue-
neutral, with no financial loss or gain for
NAA. Our goal is to provide the best service
(economically and efticiently) we can for our
customer, the state associations.

To explain the program briefly for those
NAA members unaware, NAA has four
employees who manage many services for
state Auctioneer associations that desired
to partner with NAA. These services
include convention planning, newsletter
production and other membership services
management.

Another thought some people may have is that
by being involved with state management,
NAA can control the state association and its
members. This is also wrong!

The last thing NAA desires is control over
the state or the individual member. In fact
the opposite is true. NAA should encourage

State Associations managed by NAA

Alabama
Arkansas
California
Colorado
Flroida
Georgia
Indiana

Kentucky (CEs only)
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Louisiana
Missouri
Montana
New Jersey
Oklahoma

Oregon

South Carolina
Tennessee

and

diversity
uniqueness in both
the
member. The
individuality of the
member as

state and the

championed by the

state association 1s the backbone of the
organization. Encouraging freedom of
expression while fostering an environment

for new and differing ideas should be NAA'

number one goal.

Then why are we offering state management
services? The strength of NAA or any associ-
ation starts with the individual member.
Participation in their state association will
raise their level of expertise and profession-
alism. Their tull potential will only be
realized when they are active in both their
state and national association.

The old adage “A chain is only as strong as
its weakest link” is absolutely true. We are
as strong as our weakest member. The
world will evaluate all auctions based on
their auction disappointments, on the
Auctioneer that didnt represent us well.

The casiest and best way to assist and

improve the individual Auctioneer is
through offered

mentoring and networking. As the state

state education,
association goes, so goes the world of
auctioneering for all of us.

State association management is natural
for NAA as many national programs are
worthwhile when done on the state level.
Once the model has been built, efficiency
and ease of duplication gives NAA the
opportunity to offer an array of services and
possibilities for a modest cost. Certainly
there are many benefits derived from the
close interaction between NAA staff and the
state members working together to achieve
their individual state goals.

Familiarity makes for better understanding

Join the next online president’s chat

April 1, 2008, 7:00 p.m. Central

and working relationships for all. In the
end it is the ambition and work ethic of
the individual state member that will

determine the ultimate level of success.

The only time NAA should be involved is
when the state feels the services offered are
needed and in their best interest. If a state
association would like to explore what
NAA offers, the state leaders should
request a proposal. I must emphasize
request, because NAA has been adamant in
not soliciting management business, only
offering our program when requested.

The state association should carefully
explore all management options available to
it. The management decision usually
dictates the success of the state association. |
must stress that each state must do what is in
their best interest after evaluating both the
needs and wishes of the membership.

There are many private management firms
and state management directors serving
their constituents superbly. The only place
NAA management fits is when an
individual state feels the need for it.
Unfortunately I feel there is a perception
that NAA wants to take over state
management. Nothing could be further
from the truth. States with satisfactory
management systems, fulfilling their needs
appropriately, should proceed as they have
in the past.

The goal at NAA never changes: it is to
enhance the value of the membership
while improving the perception of the
auction industry. We feel investing in our
state associations when needed is one of
our most Important 1nitiatives.

WWW.AUCTIONEERS.ORG
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USA TODAY and the National Auctioneers Association have partnered
to bring you a weekly advertising feature that allows you 10
reach your target audience on a or scale.

p— Launch date: USA TODAY has a daily national circulation of over 2.2 million
Friday, March 14, 2008 e 4.4 million own a principle residence
e 3.6 million have a household income of $100,000+
NAA discounts: e 2.9 million have a household asset value of $1,000,000+
15% off of 1-3 scheduled i ' * 1.8 million own real estate in addition to primary residence
25% off of 4 or more scheduled | i e 2.0 million have a total real estate value of $500,000+

Source: 2007 MMR, HHI $85k+ and 9/07 ABC Publisher’s Statement

To reserve your ad space or for questions, please contact: NAA %ﬂ
Kathy Armengol, Account Executive, Real Estate Auctions ~ mA
& Y

karmengo@usatoday.com | 703.854.5936 fuctioncer usatoday.com
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Back to the future

A reflection on my eight years at the helm of NAA

With a challenging
business
the
horizon for me to
begin this fall, I
like to
reflect on my past

new
position on

would

eight years at
NAA’s helm.

Chief Executive Officer
Robert A. Shively, CAE,

['m pleased with
our accomplishments over these eight years
since 2000, but I didn’t do 1t alone. In fact,
[ dont take any specific credit for
anything. For anything of any importance
to happen, it takes a whole lot of people to
make it go: the staff, the board of directors
the the
membership  to The

membership must become attracted to

allocating resources, and

embrace It.

ideas and programs, and get excited by
them. I think oftentimes the CEQO’s role is
overrated.

With my successes aside, | have made my
share of mistakes and have not been able to
please everyone. My “guidepost,” if you
will, in decision-making is to ask, first,
“What's in the best interest of the organi-
zation?”, then “What’s in the best interest
of the staft as a whole?” and, finally,
“What's in the best interest of the

individual?”

['ve always had a special place in my heart
for the Auctioneer. [ think I'm wired a lot
like they are—early to bed, early to rise,
straightforward. I connected with them
earlier in life when my wife Candy and I

were frequent visitors (and buyers) at
auctions across the country. During that
time [ spent a lot of time watching the sun
come up and the sun go down attending
auctions.

Many people have asked me what I am
most proud of at NAA, and the answer is
easy—the great staft that works hard each
and every day to help the members,
provide world class service and make this
great association even better. Those that

know the NAA staft know exactly what I

am talking about.

What will be my legacy at NAA? Well, 1

am confident everyone will have their own
individual opinion, and I thank President
Williams for his generous and kind words
last month in his Presidents article. My
response is very simple and can be best
summed up by an email I received from an
NAA member whom I am not sure if |
have every had the pleasure to meet or
know, but his words made me feel really
good. He wrote: “Because of Mr. Shively's
untiring effort and commitment, [ am
proud to be an Auctioneer.”

The old political adage — "Are you better
off today than you were before?” --
probably is a good acid test. There are
many more opportunities to pursue and
ideas to explore that the next CEO will
embark on and pursue. This association
has been blessed with great leadership that

has the best interest of the membership at

heart and I am confident that will not

change.

The last eight years have been an
absolutely incredible experience for me. I
have been blessed to work closely with
many of you during my tenure with NAA.
You have taught me and supported me in
ways | never dreamed possible. Stepping
out from the traditional approaches, you
have courageously chosen a different path
ultimately changed the auction
method of marketing as we know it today.

and

[ts been an amazing journey for me to be

part of.

You have conveyed upon me a spirit of
brotherhood which was unimaginable
when 1 accepted the position just after
convention in Norfolk, VA eight years ago.
Quite frankly, I'd never before experienced
such a display of camaraderie among
business competitors.

Now comes the time, though, for me to
step aside and let someone else lead this
great association. | believe a new leader will
see and embrace additional opportunities
to make the association even better.

Please accept my heartfelt thanks for your
friendship, candid advice, and your tireless
support. [ wish each of you continued
business success and much happiness.

00

-

Robert A. Shively, CAE works out of the NAA
Headquarters in Overland Park, KS. He is committed
to the NAA and its members and will keep you
updated on the organizations progress

“Because of Mr. Shivelys untiring effort and

commitment, [ am proud to be an Auctioneer.”
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NAA Education

— Institute

[ —— _
Auctioneer Listed by Event

> Toppers

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

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

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

CAIl Certified Auctioneers Institute

March 16-21, 2008 Bloomington, IN
The Appraiser as Expert Witness in the Courts
April 22, 2008 Gaithersburg, MD
July 11, 2008 Nashville, TN
USPAP
April 23-24, 2008 Gaithersburg, MD
Designation Classes | P AR by

Floor Plans

Today for a
Free Quote.

Accredited Auctioneer Real Estate
April 19-24, 2008 Gaithersburg, MD

Auction Technoloqgy Specialist
April 13-16, 2008 Overland Park, KS

Concesswn e
- ers .

Benefit Auctioneer Specialist
July 6-8, 2008 Nashville, TN

CES Certified Estate Specialist
July 6-8, 2008 Nashville, TN

GPPA Graduate Personal Property Appraiser
April 19-22, 2008 Gaithersburg, MD
July 6-8 and 11, 2008 Nashville, TN

9094 64th St NW
Annandale, MN 55302

Are you interested in bringing NAA Education - Tele: (320)274-5875
to your area? Call 913.541.8084, Ext. 28 ' 1-877-225-5526
Check the NAA website ? Fax: (320)274-5869

for changes and additions. ILamp1 EQuipmenT Inc) Equip@lampiauction.com
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daving time and money

Maximize your NAA services

We're fresh into the
new year and in
tradition many of us
have made a few
New Year’s resolu-
tions. These resolu-
tions might entail

something along the

Ashley Herman is
NAA's managing
director of member

lines of improving
your companies

orograms ~ marketing mix,
following up on
clients leads more promptly, prioritizing
job responsibilities, preparing presenta-
tions, etc. [t's now March...are you staying

on track with your New Year’s resolutions?

There is so much that we want to do and
yet there seems to be so little time to get
things done. Multi-tasking may seem like a
great solution to our overlapping priorities,
yet the reality is our plates are full and we
do not have enough time to do it all.
Many of us get the feeling of being “all
over the place,” because in our minds, we
are all over the place. With so many stimuli
flooding our brain, it's difficult to pay
attention to any single thing at one time.
Our wheels keep spinning; however, speed
and intention dont automatically bring
the finish line closer.

A possible solution to this madness,
maximize your NAA benefits! Time is
money, the old saying goes. So, when you
save time, often you'll be saving money.
Time management is big business today,
with a myriad of books, seminars and
consultants on how to manage your time
in business and your personal life.

NAAS varied services can save you time,
streamline your efforts and assist you in
becoming more successful. Or at the least,
aid you in accomplishing a few of your
New Year’s resolutions.

MARCH 2008 AUCTIONEER

For example, NAA has_, developed a new
providing

online
members the freedom to update their skills

Learning Center

when they want and where they want. The
NAA Learning Center provides you and
your staft unlimited access to NAA’s every
growing library of seminars, webinars,
recordings of NAA Conference and Show
education sessions and much more! This
valuable educational material can be
downloaded to your personal computer,
iPod or MP3 Player. Think of what you're
saving...the cost of new education alone
can be over $500, add in travel and hotel
expenses and the cost can be significant.
The NAA Learning Center has packaged
these educational opportunities into one
program valued at over $1,000!

Often Auctioneers have many projects like
these on their “To do” lists and we think
“If only I had a sample to follow; that
would save time and frustration.” Well,
that’s one of the many goals of your profes-
sional association: to provide these
valuable and time saving resources and
help wherever possible. This helps
the

overwhelmed,

feelings of  being

neutralize

scattered and  asking

questions like “Where do I start?” and
“How do I do this?”

Another example is NAAs new compre-
hensive E&O Insurance Program and
Licensing Bonds. It is the first of its kind
that will cover your business in general
auctioneering, appraisals and real estate in
one simple policy. This new program is not
only unique in its coverage, and offering,
but it is extremely affordable and
attractive. Better yet, the application and
affordable pricing is available to view on
NAA’s website, www.auctioneers.org. Sign
in as a member and click on NAA
Insurance Plus for additional information.

[f you will spend just a few minutes getting
to know the services NAA ofters, and look
at it in the light of the time they could save
you, you'll end up saving much more time
than the few initial minutes you invested.
Our services and programs are listed on the
NAA Resources page in the back of this
magazine, or looking on the NAA website.

Want another example? How about if you
want to start a new communication with
your regular customers to routinely remind
them of your firm and of the advantages of
the auction method. You could write your
own newsletter, but why do that? NAA
does that four times a year for you. It’s
called the Auction Advantage newsletter
and is mailed directly from our printer to
your customer list for only 45 cents per
customer, barely more than the cost of
postage. That customer gets in their hands
a four-page, full color newsletter with
positive auction stories and your photo,
logo and company contact information.

Another example is the discussion forum
on the NAA website. It’s a constructive and
essential tool for swapping information
with veteran Auctioneers who are glad to
give you advice and answer your questions.
They do it every day! You could try to
locate and call veteran Auctioneers across
the country, or you could post your
question on the NAA discussion forum
and watch the answers roll in from
colleagues across the U.S.

Posting your auctions on the Internet is a
final example that T'll offer. If you belong
to a state Auctioneers association and/or
the NAA, post your auction once and they
will be sent out to our many connected
locations. No need to post more than
once.

Save time. Save money. Save work. Use
your NAA services.

WWW.AUCTIONEERS.ORG
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On Capitol Hill

leader téstities before Congress ag

GSA property plan

On February 13,
2008, NAA
President Tommy
Williams,  CAI
testified before the
5 of

Representatives

House

Government

Chris Longly is NAA’S
Public Affairs Manager

Management,
Organization, and
Procurement Subcommuittee.

The subcommittee was called to discuss
H.R. 752 and the disposal of surplus Federal
personal property through the General
Services Administration (GSA). In April
2007, the GSA proposed a rule change
(FMR 102-38) as part of its eFAS initiative
which, it enacted, forces Federal agencies to
cease their internal disposal activities and
either move their surplus property sales to

GSAauction.gov, or apply to be a Federal
Asset Sales (FAS) Sales Center.

The NAA has been following this issue

since its introduction and has submitted
numerous comments challenging and
opposing the proposed rulemaking. If
enacted, the proposed rule will have a
chilling  eftect private
Auctioneers who currently assist Federal

on sector

agencies in the disposal of their surplus
property, as they will forced out of this
market. The NAA firmly believes that the

Federal government, its agencies and the

taxpayers are better served by using the
services of a professional Auctioneer, as
opposed to sales being handled by unqual-

ified, inexperienced agencies.

The following testimony was given by Mr.
Williams in opposition to the proposed
rule before members of the committee and

the GSA.

TESTIMONY

Chairman Towns, Ranking Member
Bilbray, and Members of the Committee,
my name is Tommy Williams and [ am the
president of the National Auctioneers
Association and co-founder of Williams &
Williams Auction Company in Tulsa,
Oklahoma. [ appreciate the opportunity to
speak before you today about our
opposition to the General Services
Administrations (GSA) proposed rule 41
CFR 102-38 governing the Federal Asset
Sales Initiative (eFAS) and the sale of

surplus government property.

The National Auctioneers Association
represents the interests of approximately

If GSAs proposed rule is enacted, agencies

will no longer be able to choose the best

option for their individual needs, thereby
eliminating the beneficial role of many

experienced, knowledgeable private

MARCH 2008 AUCTIONEER

auctioneers.

A1NSst

6,000 professional auctioneers who
conduct on-line and in-person auctions
throughout the United States and around

the world.

Auctioneers have been an effective and
efficient partner of government agencies
for years. These contracts have ranged
from selling surplus computers for state
agencies to the disposal of surplus vehicles
for Federal agencies. However, as [ will
describe later, it GSA's proposed rule is
enacted, agencies will no longer be able to
choose the best option for their individual
needs, thereby eliminating the beneficial
role of many experienced, knowledgeable
private auctioneers.

Let me first provide you with a couple of
NAA

membership to show how the Federal

stories from our nationwide
government, small business customers
around the country, and Federal taxpayers

have been well-served by our Auctioneers.

Before the GSA told the U.S. Forest Service
that private auctioneering options were no
longer allowed, Jerry King of Fletcher, North
Carolina and his family business managed
the sales of heavy equipment for the agency.
Prior to Jerry's work for the Forest Service,
the agency’s returns on their sales of surplus
property were only a fraction of the
property’s value. Thanks to Jerry's experience
selling vehicles and equipment and his
business’ extensive mailing list of over
70,000 prospective customers, Jerry was able
to double and even triple the returns for the

agency.

Jerry likes to tell the story of his first auction
for the Forest Service when he was inter-
rupted mid-way through the auction by the
agency's property manager who enthusiasti-
cally insisted that Jerry sign-on as their
permanent auctioneer. Jerry and his
employees had already doubled the returns of

» continued on page 70
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The other side of the gavel

Sale of my home at auction opened r

As an auction
employee and
board member of
the Michigan State
Auctioneers
Assoclation
Auxiliary, it wasnt
difficult for me to
imagine what it

Marsha Laya is First Vice
President of the Michigan
State Auctioneers
Association Auxiliary

might be like to sell
my personal
property at auction.

In addition, it has been a lifelong source of
pride for me to live “in the world, but not of
the world.” It seemed that sorting “want”
from “need” was never an issue. It was never
an issue until Glassman Smittendorf
Auctioneers accepted the challenge to sell
my home and personal property at auction.
Suddenly, “want” and “need” blurred. I
wanted all those treasures. | needed all those
memories preserved. Mostly, I wanted TOP
dollar for the real estate.

My home was not only a nest and
sanctuary, it was also my personal
“museum” where those treasures from
family, friends or travels were proudly
displayed. The house was also a part time
hobby. Through various projects, I learned
to restore woodwork, install dry wall,
replace a thermocouple, hang wallpaper
and install and maintain new landscaping
with the help of my close triend, Sue. But
it was time to downsize and move into our
newly purchased retirement cottage on a
small lake near Battle Creek. Something
had to be sold, and my house in St. Joseph
was the logical choice.

Correction

The December 2007 Auxiliary column
was printed with a photo and mention
of Teresa Christy as the author. This
was not correct. NAA Board member
Kim Ward wrote the article about
scholarships given by the Auxiliary.

Once the decision was made to sell my
“museum and sanctuary’, life became pure
hell for Lee Smittendorf. Not only was Lee
my Auctioneer, he is also my partner for
life. Fortunately, Lee has considerable
practice being patient with women in
general and with me in particular. He
endured my insanity while [ worried,
fretted and overextended myselt.

My doubts increased when 1 shared my
plans to sell at auction with friends not
necessarily acquainted with selling real
estate at auction. I was surprised and
shocked that the most common comments
went something like this: “Don’t you think
your property is worth more? Don't you
think you can sell it through a real estate
broker? Why would you want to sell at
auction and get less than what you could
negotiate conventionally?” Goodness! Is
this the attitude of the populace (NOTE:
this is fertile ground for creative adver-
tising)? | was certain that everyone who
came to the auction would expect to buy
my house for far less than it was worth.

[f these doubts were raging in my experi-
enced head, how do others endure and
prepare for an auction? Many of our
customers have never attended an auction.
They wander into the auction industry
with misty understandings and lofty
expectations. If a seasoned auction
employee can fly over the cookoos nest,
where does that leave our temporarily sane
customers? While nightly discussions in
our household would revolve around my
anxiety, doubts and anticipations, that
luxury is not available to our customers.

[t became painfully apparent that all those
phone calls and frequent visits Lee would
make to sellers were necessary. They give
new meaning to ‘customer satisfaction’.
Daily contact with Lee was therapy for my
jangled nerves. 1 found that I also needed
reassurance from the entire Glassman-
Smittendorf auction crew and they
delivered. They delivered not only prior to
auction day but the end results speak for

}?‘ CY@ S

themselves. Everything sold, even the real
estate.

Thank you to John senior, Laverne, John
junior and Jerry Glassman, Harold Howe
and Lee Smittendorf! I've had the privilege
of personally experiencing how you deliver
customer satisfaction. It is my hope that
this story simply reinforces what every
auctioneer already knows: patiently be
there to quickly answer even the most
ridiculous question and provide support
when doubts and anxieties arise.

A message from Annette Wells,
President of the NAA Auxiliary

In reaching out to our Auxiliary State Associations,
| asked Marsha Laya, a fellow NAA Auxiliary
member from Michigan, to allow us to reprint the
article, “From The Other Side of The Gavel” for this
issue of Auctioneer. It is reprinted here, and | hope
you enjoy reading it as much as | did.

NAA Auxiliary history was made recently when the
Michigan State Auctioneers Association asked that
our seminar, "Customer Service Pays Great
Dividends" be presented at their January
convention in Bay City. This was the first time any of
our Education seminars have been presented at a
state convention and | want to thank the MSAA for
allowing me to be a part of their program.

| met some outstanding board members at the
MSAA Auxiliary business meeting including: Mary
Joe Cole, Marsha Laya, Joyce Braun and Kim Narhi.
The passion they showed for their Auxiliary was not
only in the giving of their time, but also in their voice
and their heart. Thank you all for allowing me to
hear and feel that passion while you lead your
auxiliary into the future.

Wishing you all great success,

Annette

WWW.AUCTIONEERS.ORG
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New classes begin
Spring will be here soon and the NAA Education

[nstitute 1s ready to launch several new auction classes

The new Auction
Technology
Specialist class will

be presented on
April 13 to 16 at

N A A
headquarters, in
Overland  Park,

Dr. Harlan Rimmerman
Director of Education

KS. This is your

opportunity to be
in the charter class
of this new designation. And, even if you
do not take the course, you are welcome to
take the free online courses that are
required before taking the live ATS course.

Regardless if you plan to get the desig-
nation or just want to learn more about
technology, all you need to do is go to
www.auctioneers.org, click on “Education
and Designations,” then click on “Auction
Technology Specialist.” Then click on the
ATS courses: The Internet the World Wide
Web and Digital Lifestyles. These courses
are free and available to any NAA member.

I[f you plan to obtain the ATS designation,
you will need to pass both courses and
submit your completed certificates with
your class registration. Then, come join us
for the charter class of ATS. After
completing the four-day class, you will
then be required to pass the class exam and

submit documentation of both a static and
live auction. After obtaining the desig-
nation, you will need to submit proof of
24 hours of continuing education credit

every three years and pay the yearly desig-
nation dues.

Starting April 19, the Education Institute
will be offering AARE (Accredited

Auctioneer of Real Estate), GPPA
(Graduate Personal Property Appraiser),
The Appraiser As Expert Witness and
USPAP  (Uniform  Standards  of
Professional ~ Appraisal Practice) at

Gaithersburg, MD., just outside of
Washington, DC.

The AARE class will start on April 19 and

conclude on April 24. Learn how to sell
real estate using the auction method of
marketing. The GPPA class will also start

on April 19 and conclude on April 22. The
last day of this class is the Appraiser As

If you want to learn to become an

18

appraiser, now is the time.

MARCH 2008 AUCTIONEER

Expert Witness course, which may also be

taken as a stand alone one-day course.
Finally, on April 23 to 24, we will be
offering the 15 hour USPAP course. If you
want to learn to become an appraiser, now
is the time.

By attending both GPPA and the USPAP

courses you will fulfill your designation
requirements for GPPA. To complete
earning your GPPA designation, you will
need to turn in an appraisal after 90 days,
and then complete two additional
appraisals within two years.

AARE and GPPA designations both

require 24 hours of continuing education
credit every three years as well as paying
the yearly designation dues.

To register for any of these courses, go to
and  click

Education and Designations, then go to

WWW.EIUCKiOD@EI‘.OI‘g on

the designation course you wish to sign up

for. Or, call the Education office at: (913)
541-8084, extension 19, 23 or 28.

WWW.AUCTIONEERS.ORG
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2007 Auction Industry Growth :

Value of goods sold at auction
2002 = $195.3 billion
2003 = $203.2 billion
2004 = $217.2 billion
2005 = $240.2 billion
2006 = $257.2 billion
2007 = $270.7 billion

$240.2

A

AUCTION INDUSTRY GROWS 5.3% IN 2007

The live auction industrys revenue grew 5.3% translating into $270.7 billion and
is documented in this report produced by the National Auctioneers Association.

With an increase in all sectors of the real estate market and charity auctions,
public perception of auctions is changing and becoming the first choice for
people who want to sell and buy real and personal property.

For the fifth consecutive year, the auction industry showed
significant growth. This report shows this growth

overall and by sector. This report only measures
live auctions and does not include

online auction sales.

s
Auctioneer



APPROACH TO ESTIMATING INDUSTRY SALES

Prior to 2003, no extensive and professional data collection about auction

COMMERCIAL AND INDUSTRIAL
REAL ESTATE SALES CLIMBED

industry gross sales was available. NAA selected the internationally-known

market research firm, Morpace Inc., to create a survey tool and collect this

32.7% FROM 2003 TO 2007.

data from the live auction industry. A national sample of more than 1,300

interviews was conducted with auction firms. This sample included NAA

members, non-NAA members, and large companies that accounted for
significant market share in various auction specialty areas. Based on this comprehensive information, a model was

developed to project industry-wide sales.

Using the original 2003 sales relationships between NAA members and the industry, the Morpace model projects
industry-wide sales based primarily on data collected from NAA member interviews. Since 2004, industry-wide gross
sales receipts have been derived from quarterly interviews with NAA members and collecting year-end sales activity

of mega-firms within specific auction specialties.

In 2007, MORPACE conducted a total of 1,372 Internet interviews with NAA members. Members estimated changes

in their annual gross sales receipts from 2006 as well as within auction specialty areas. Data was also collected on

marketing and advertising spending as well as the number of total auctions conducted in 2007.

PERCENTAGE REVENUE GROWTH WITHIN AUCTION SEGMENTS

Percent Total Sales Growth 2003-2007 The fastest growing specialty auction segments since 2003
are real estate-related. The adjacent chart shows total

Residential real estate 46.6% R percentage change in gross sales for different auction

specialties from 2003-2007. Residential real estate

Land and agricultural real estate 36.3% _
Commercial and industrial real estate 32.7% _
charity 21.1% [

- Land and agricultural real estate grew 36.3%,

experienced the highest growth since 2003, increasing

46.6%. Gross sales of residential real estate rose from

$11.5 billion in 2003 to $16.9 billion in 2007.
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while commercial and industrial real estate climbed 32.7%

Commercial and industrial machinery & equipment 19.2% - from 2003 to 2007. The charity auction specialty

showed the fourth-fastest growth, rising 21.1%. Gross
Automobiles 11.2% -

sales from charity auctions advanced from $13.4 billion

Intellectual property 8.8% - to $16.2 billion in the 2003-2007 period.

e
s . "
Other 5_8% - The automotive sector represents the largest spemalry

category, accounting for about one-third of total

Agricultural machinery & equipment 5.1% .

industry-wide sales. The growth of total sales in this

Personal property 2.4% I sector has increased only 11.2% since 2003.

Online competitors might contribute to slower
Livestock 1.9% I

revenue growth in this segment.
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TAKING CREDIT CARDS? YOU SHOULD BE!

“We’ve tried other programs, but we came back to
the NAA’s Credit Card Program because of superior

service, faster transactions and better rates.”
D Debbie Dimmerling

saw a huge increase in sales a
~ very easy to get started.” |
¥ o0 Art Smith

= 8 mith Auctioneers

“Randy made it very easy to switch over to the

L

%

NAA service. With its lower rates, we expect
to save a lot of money.”

Chris Roman
George Roman Auctioneers

What are you missing if you don’t The proof?

participate in the NAA Credit Card Auctioneers that take credit cards get a
Program? reported 15-30% in greater gross receipts.

Once the connection between you and the buyer has With a 1.67% discount rate, you don’t have to worry

been made, a credit card helps finalize the about hidden costs and other

purchasing decision. - - 2 unexpected fees.

\
In a recent NAA poll, 30% of all ) —.y:):3 Inaddition to some of the
respondents identified credit & I D= best rates in the nation, you
debit cards as their PREFEF.tRED ) L ) - - 1:373 will get premiere personalized
method of payment at auction. \ “ > senice. You will work with
Are you getting the maximum returns ) partners who share your dedication to

for your sellers? our company and want to help you succeed.

Discover what hundreds of NAA members already Log on to www.auctioneers.org (members only) to learn
know.._.The NAA Credit Card Program helps INncrease your more about this exciting program and sign up today!
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Real Estate Auctions

Do Real Estate Auctions on
[nternet create legally-binding contracts?

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

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

intended to offer legal advice about specific situations or
problems. Kurt R. Bachman and Beers Mallers Backs o

Kurt R. Bachman ~ Salin, LLP do not intend to create an attorney-client

relationship by offering this information, and anyone's review of the infor-
mation should not be deemed to create such a relationship. You should
consult a lawyer if you have a legal matter requiring attention.

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

any information you send to Auctioneer shall not be deemed secure or confi-
dential. Please visit one of our offices to ensure conﬁdemialz'ty.

We at my law firm recently received
inquiries from Auctioneers
throughout the United States who would
like information on whether a binding

several

real estate contract can be created via the
[nternet, specifically by Internet auctions.

Advances in technology have created
auction sales where an Auctioneer is
selling real property in a state where the
is licensed, as both an
Auctioneer and a real estate broker, and

Auctioneer

bids are submitted from multiple states
via the Internet. As this situation

becomes more common, issues
concerning the enforceability of the terms
of the auction sale are often raised. We
have combined the various questions we
have received into the following question
for this month’s legal question: “Will a
licensed Auctioneer’s acceptance of an
electronic bid create a binding and

enforceable contract for the sale of the

property?”

ANSWER: Yes. A licensed Auctioneer’s
acceptance of an electronic bid will create

an enforceable contract for the sale of a lot.

A contract is a legally binding agreement
between two or more persons or parties.
In order to be legally binding a contract
requires four elements: (1) an offer, (2)
acceptance, (3) mutual assent, and (4)
consideration. When these four elements
come together a binding contract is
formed. At a reserve auction, the bidder
makes an offer and the Auctioneer can
accept the offer on behalf of the seller. The
general rule, especially with the sale of real
estate, is that the offer and acceptance
must be identical, which is referred to as

the © Under the

“mirror image” rule, the terms of the offer

mirror image rule.
and acceptance must be exactly the same.
Consider the following hypothetical
exchange. An individual is selling a parcel
of real estate at a reserve auction. A bidder

places a bid for “$200,000.00 conditioned

upon the seller including his or her boat.”
If the Auctioneer says “sold to the bidder
for $200,000.00 but without the boat,” a
contract has not been created. The offer
and acceptance did not mirror each other,
because there were different terms about
In the

context of an Internet auction, it 1is

the inclusion of the seller’s boat.

possible for parties to agree to the terms of
a contract for the sale of property and
combine the necessary elements to form a
contract. Therefore, a valid contract can

be formed over the Internet.

In response to the growth of Internet
the United States House of
Representatives  introduced
Resolution 1714 in order to “facilitate the
use of electronic records and signatures in

commerce,
House

interstate  and  foreign commerce.”
Congress then enacted the Electronic
Signatures in Global and National
Commerce Act, generally referred to as E-
Sign (the “Act”). The Act provides: In
general: Notwithstanding any statute,
regulation, or other rule of law . . . with
respect to any transaction in or affecting
interstate or foreign commerce - a
signature, contract, or other record relating
to such transaction may not be denied
legal effect, validity, or enforceability solely
because it i1s in electronic form; and a
contract relating to such transaction may
not be denied legal effect, validity, or
enforceability solely because an electronic
signature or electronic record was used in

its formation.

15 U.S.C. § 7001. The eftect of the Act is

to treat electronic documents and commu-
nications as the equivalent of written
and written

documents agreements.

Consequently, if two parties have formed a

WWW.AUCTIONEERS.ORG



contract for the sale of real estate via an
Internet auction, the information
contained in electronic format may qualify
as a written instrument to memorialize the
agreement.

In order to have an enforceable contract
for the sale of real property, there must be
a written instrument that complies with
the statute of frauds. Auctioneers need to
remember that under the statute of frauds,
the written instrument memorializing the
sale of real estate must include the names
of the parties, an adequate description of
the property being sold, the purchase price
and the signatures of the parties. The Act
defines an electronic signature as “an
electronic sound, symbol, or process,
attached to or logically associated with a
contract or other record executed or
adopted by a person with the intent to sign
the contract.” 15 U.S.C. § 7006. Simply
because the Act makes electronic infor-
mation equal to written documentation
does not mean that compliance with state
law is no longer necessary. The Act
permits an agreement to be memorialized
and signed electronically and treats
communications the same as a written
agreement.

A bid over the Internet is an electronic
communication that demonstrates a
bidder’s desire to enter into a binding
contract. If a bidder submits an electronic
bid, either by e-mail or by entering a bid
on Internet auction website, the act of
bidding has two consequences. First, the
bid is an offer to enter into a contract —
expresses the bidder’s assent to a contract.
Second, the electronic bid should memori-
alize the contract, if the bid is accepted. In
a traditional auction, however, the bidder
makes an undocumented bid - by raising
his or her bid card — to demonstrate his or
her desire to enter into a contract.
Afterwards, the successful bidder generally
enters a purchase agreement with the seller.
In a traditional auction, there is not a

WWW.AUCTIONEERS.ORG

paper or electronic trail that creates a
written contract through the act of
bidding. Rather, the bidder makes an
unwritten expression to the Auctioneer
demonstrating his or her asset to a
proposed contract, which is later reduced
to writing. In an Internet auction, the bid
is an electronic communication that is
equivalent to a written response. Thus, a
written instrument is usually created when
the bidder submits an electronic bid.

Congress passed the Act to promote inter-
state and foreign commerce through
electronic means. Consequently, the Act
deems electronic records to be the equiv-
alent of written records, which means an
electronic  offer and an electronic

FOR COMPLETE PROJECT MANAGEMENT

acceptance can form a legally binding
contract. The Act does contain some
specific exemptions, such as wills, codicils
and family law matters. 15 U.S.C. § 7003.
However, the Act does not exempt real
estate auctions or auctions generally. The
Act gives electronic communication and
transmissions the same affect as written
instruments and documents, which
permits individuals and businesses to
engage in commerce over the Internet.

Internet auctions may also raise issues of
personal jurisdiction governing the parties.
Personal jurisdiction is the authority of a
court to exercise 1ts power over parties to a
suit or legal proceeding. Internet auctions

» continued on page 71
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Thank you, Dara

Full time director hired

Sara Schoenle has
been a wonderful
friend of many
and
their families. Her

Auctioneers

assistance with the
Nation al

Auctioneers

Sara Schoenle

Foundation since
2001 and with the
Auction Marketing Institute for 15 years
prior to that have been invaluable. My wife
Pat and | had dinner with Sara the first

night of the first year she came to the NAA
convention and have loved her dearly since
then.

The NAF has progressed from a quiet and
small part of NAA to become an integral
partner with NAA. We have many
programs planned together for the future,
including the virtual museum, more study
tours, fundraising for NAA programs and
The NAF board has made the

decision to employ a full-time executive

others.

director for NAE and we will introduce

that new person to you in next month's
Auctioneer. Sara has been a part-time
director.

We are very grateful to Sara and appreciate
all she has accomplished for the
Auctioneers, and we wish she and her
family lots of love and happiness.

iy Lhica.

Terry Dunning, CAI, GPPA
NAF president

$483,579.74 received in 2007 donations. Thank you all!

The National Auctioneers Foundation is pleased to report $483,579.74 was received in donations from those
who made a payment towards their Funding Initiative pledge in 2007, as well as those who made a contribution

to our 2007 year-end appeal.

There are many worthy charitable organizations that are in need of your support. That’s why we, the National
Auctioneers board of trustees, are especially thankful for your donation in 2007 to the National Auctioneers

Foundation

To the list of following donors for 2007, please accept our sincere appreciation for your contribution and for your
support of the Foundation and the auction industry as a whole. Funds received will continue to be the impetus
for ongoing resource development aimed at meeting the needs of NAA members and the auction industry.

To learn more about ways to receive the tax benefits various gift plans can provide, log onto our website

www.auctioneersfoundation.org

Again, thank you for your generous donation.

MARCH 2008 AlLICTIONFER
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The National Auctioneers Foundation would like to thank the following 2007 donors:

Paul D. Adams, CAl

Herbert Albrecht, CAl, GPPA
Sanford L. Alderfer, CAl, GPPA-M
Marvin E. Alexander, CAl
Antique Week

Amy E. Assiter

Spanky Assiter, CAl

Auction Masters

Auctioneers Assoc. of NC

Kurt M. Aumann, CAl

Haskel Ayers

Keith W. Babb, CAl, AARE, GPPA
Stephen A. Barr, CAl

Thomas D. Bauermeister, CAl,
CES, GPPA

Raymond W. Bauman, CAl, CES
William D. Beck

Paul C. Behr, CAl

Nellie (Johnel) Beland, CAl, CES
Daniel M. Billig, CAl

Thomas C. Blackmon Jr.

Chuck Bohn, CAl, GPPA

Donna B. Bolton, CAl, CES, GPPA-M
Frank E. Bolton, CAl, GPPA, CES

Barbara Bonnette, CAl, AARE,
GPPA

Roy J. Brewer Jr., CAl

Kaye Bruscato

Nick Bruscato

Fred Burow

Virgil and Mary Jo Butts
CardMaster Solutions

Vicky L. Carlton, CES

Jeffrey Cates, CAl, AARE, CES

Jack L. Christy, BAS, CAl, CES,
GPPA-M

Ronald B. Coale, GPPA

Richard E. Cobb, CAl, AARE, CES
John E. Copelin

Kent W. Corbett

Kathy K. Crawford, CES

Charles F. Crump, CAl, AARE
Melissa L. Davis, AARE

T. Lynn Davis

Colleen Dehler

Gary A. Dehler

J.J. Dower, CAl, AARE

Robert A. Doyle, CAl, CES
Norman J. Du Mouchelle

Terry Dunning, CAl, GPPA-M
Timothy D. Ellis, CAI

Michael J. Espe

W. Ronald Evans, CAl, AARE, CES
Louis B. Fisher Jr., CAl

Kristine A. Fladeboe-Duininck
Randy L. Fleming

Tim Foley, lll, CAl, AARE, CES
Michael R. Forna

John M. Fowler, CAl, AARE, CES
Nick Fowler

Rachel Fowler

Kevin Frey

Mark A. Frey

Robert G. Frey

Jim Gall, CAI

Richard Garvin, CAl, GPPA, CES
Dean A. Gearhart Sr., GPPA
Ryan George

Derek H. Gerstenschlager
David E. Gilmore, CAl, AARE
James D. Glines

Steven L. Good, AARE

Gordon's Estate Services Ltd.,
Brokerage

Gordon J. Greene

Phil Grosh, CAI

Kim Hagen, CAl, AARE, CES

T. Eddie Haynes, CAl, AARE
Harold H. Helm II, CAl, AARE
Kenneth R. Henderson, CES
Martin E. Higgenbotham, CAl
Craig C. Hilpipre

Merv E. Hilpipre

John J. Hines, CAl, AARE, GPPA
Rick D. Hinson, CAl, GPPA
Waliter L. House, CAl, AARE, CES
Thomas R. Hunt, CAl

Carol A. Hunter, CAl

Norman E. Hunter, CAl

B.J. Jennings, CAl

James W. Johnson lll, CAl, AARE,
CES
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Vernell Johnson

Jolene Jokela-Veo

Jasper E. Jones, CAl

Mike Jones, CAl, GPPA
Kansas Auctioneers Assoc.
Kentucky Auctioneers Assoc.
Russ Kiko Assoc. Inc.

Randy Kincaid, CAl, GPPA

J. Craig King, CAl, AARE
Jerry E. King, CAl

Kathleen A. Kingston, CAl, BAS
Vern E. Koch, CES

Joseph M. Kozma, CAl, CES
H. John Kramer, CAl, AARE
Dennis K. Kruse, CAl

George M. Kurtz

William B. Kurtz, CAl

Harvey C. Lambright, AARE, CAl,
CES, GPPA-M

Keith Lambright
Kevin Lambright
Larry Latham, CAl
Jeffrey D. Levin
Stephen D. Lewis
Alan D. Loeser, GPPA
Jack Lowderman

Jerome J. Manning, CAl, AARE,
CES

Steve Marsh

Larry D. Martin

Hugh D. Matthews, CAI
Chuck McAtee, AARE

Keith McDaniel, CAl, GPPA
Fred McFarland, CAl, AARE
Thomas M. Mcinnis, CAl, AARE
Aaron McKee, CAl, AARE
Suzanne McKee

Pam McKissick

Darron J. Meares, GPPA
David J. Meares

Hope H. Meares

Larry J. Meares, CAl, GPPA
Dana Mecum

Frank D. Mecum

Scott Miedema

Sid Miedema Jr., CAI

Minnesota State Auctioneers
Association

Montana Auctioneers Association
Mark T. Motley, CAl, AARE
Wilbur C. Mull, CAl, AARE, CES
Harold R. Musser

Merton E. Musser, GPPA-M
Scott Musser, BAS

NA A Auxiliary

Jay D. Nitz, CAI

Bill Obenauf

John Occhi

Jake Ohlinger

John W. Omli, CAI

Dean H. Parker

William M. Parman

Walter E. Partridge, BAS

Eddie Pickett

Chris Pracht, CAl, AARE, CES
Mary Purselley

Richard D. Ranft, CAl, AARE,
GPPA

Shane Ratliff

Wylie Rittenhouse, CAl
Erin R. Roberts

John Roebuck, CAl, AARE
B. Mark Rogers, CAl, AARE
R. Bracky Rogers, CAl, CES
Pamela K. Rose, CAl, AARE
Thomas W. Rowell, CAl
Randy Ruhter

Lorraine Sachs, CAl
Satellite Prolink, Inc.
Amberleigh E. Scheungrab
Gene W. Schmit

Rex D. Schrader Il, CAl
Shannon Schur, CAl, BAS
Joseph). Shanley

Mark H. Shear, CAl, AARE, CES,
GPPA-M

Donald L. Shearer, CAl, GPPA,
CES

Denise K. Shearin, CES

William L. Sheridan, CAl, AARE,
GPPA

Robert A. Shively, BAS
Scott H. Shuman, CAl

#

James Slyman, CAl, AARE
H.B. (Barry) Smith, CAI

Max E. Spann Sr., CAl, AARE
Max M. Spann Jr.

Heath Spracklen

Scott Steffes, CAl, CES

Jeff Stokes, CAl

Melissa Storment

Robert Storment, CAl

Dennis A. Stouffer, CAl, AARE,
CES, GPPA-M

William C. Straley, CAl

W. Scott Swenson, CAl, GPPA
T. Joseph Tarpley, CAl

Larry Theurer, CAl, GPPA
Gerard Thibodeaux

J L Todd

Kip Toner, BAS

Ron Tosch

Frank Trunzo, CAl

Stan Vaught

Lance Walker, CAl, BAS, CES
Terri Walker, BAS, CES
Warren A. Ward

Brent Wears, CAl, AARE, CES
Dave L. Webb

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

Linda M. Welsh, BAS, CES, GPPA
Doug Westgate

Gary Wieman

Richard D. Wieman

Larry C. Wigton, CAl, AARE

G. Burdette Wilber, CAl, GPPA-M
James Wild

Dean Williams

Joe R. Wilson, CAl

Joel T. Wilson, AARE

Wisconsin Auctioneers
Association

James L. Woltz, CAl
Brad H. Wooley, CAl

World Wide College of
Auctioneering

Arthur Zetomer
Robert Zielsdorf
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The Auction Industry
Software Authorlty

Online or in person...
On the road or at home...
Large auction or small...
Whatever you sell and wherever you are...
CUS has the right system for you!

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

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

CUS puts it all together for the professional auctioneer?!

' Our clients speak louder than words

ws ) CUS business systems WWW.cUs.com

1580 Sawgrass Corporate Parkway e Suite 130 e Sunrise, FL 33323 ¢ 954-680-6545 e info@cus.c-om .
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One of the questions posed NAA President Thomas Williams, CAI, in his
February “Online Chat with the President” was “Will an economic recession
hinder or grow the auction industry?”

Williams said the public does not understand the auction industry’s
relationship to economic ups and downs.

“People say to us: ‘Economic times are bad, so that must help your auction
business.’ I tell them that the in times like this, the market is struggling to define
reality because the some parts of the economy are out of sync. Prices go down,
but it has nothing to do with the auction industry. I've seen the price of Angus
cows go from $1,000 per cow to $300 per cow, and it had nothing to do with
the auction industry. Auctions were only the medium of exchange. We don'
have anything to do with the economy being good or bad. We are in a time now

when opportunities are unlimited for the auction industry.”

You can listen to all the questions and answers discussed on the February
chat by visiting www.auctioneers.org. Go to Members Only section, log in
with your ID and password, then look in middle-right are of page for

“Member News” section and click on “2/9/2008-- President's Chat Archives
(February 2008)”. Here are some questions asked in that chat event.

® Which state conferences have you attended recently?
®  What are you looking forward to at this year's conference and show?
® How far away is the NAA from offering its first technology designation?

® What are you thoughts about the new look of the Auctioneer
Magazine?

What are options for registering it for Conference and Show?
Are we going to do a Lobby Day in Washington this year?

Do you know of any other issues coming down on Capitol Hill?
What are your thoughts about the new Morpace numbers?

Are we seeing an increasing In posting on the AuctionMLS?

What issue or project have you been most proud of in the first half of
your presidency and what issues or projects do you want to address in
the last half of your presidency?

® What do I need to do to run for a position on the Board of Directors?

Next Chat is April 1, 2008
at 8 p.m. Lastern

WWW.AUCTIONEERS.ORG
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To join the next President’s Chat, all NAA members with email addresses
will receive an email, early in the day of the chat, with instructions on how
to log in. In the middle of that email message is a live link called “Click here
at 6:45 p.m to join the chat”....”
You would then need to hit the “join” button and enter your first and last

link and it takes you directly into the chat.

name and e-mail address. You will also have to download software prior to
the link so you can view the streaming video.

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

CANDIDATE FOR

VICE PRESIDENT

NATIONAL AUCTIONEERS ASSOCIATION

2008, AT NASHVILLE, 1 ENNESSEE

B. MARK ROGERS
CAI, AARE

Having realized the possibility of being
installed as the NAA President in
Greensboro, N.C. in 2010, [ felt like that

would be a dream come true.

4+ NAA Treasurer

4+ NAA Life Member

4+ Holds the AARE and CAI Designations
4+ Holds the CCIM and GRI Designations

4+ Chairman of the NAA Real Estate
Council in 1991-1992

+ Served on the NAA Election Committee

Should I be elected vice president in 2008,

L 2 Ser\{ed on the_ NAA Governmental I PIEdge to continue Semng the

Affairs Committee association in a dual role as treasurer and
4+ Served on the NAA Technology

Committee VP
4+ Served on NAA Board of Directors
+ Member of NAA Long Range Planning ‘ ;

Committee Should our Board of Directors appoint an
4+ Served on NAA Auction Extravaganza

b 9 replace.menf: treasurer, I pledge my support
+ Member of NAA Finance Commitee  to the interim during the last year of my
4+ Served on Auction MLS Committee

treasurer term.

4+ Serving on NAF Finance Committee
4+ Serving on El Finance Committee

gl
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everything you need for an amazing

MARCH 2008 AUCTIONEER

Why knot?

Conference and Show on

a Shoestring Budget Package

Along with the
Full Pack, Super
Saver 1 and Super
Saver 2 registration
options, NAA also

offers the
Shoestring package
as a payment
Carrie Stricker is director ~ option for

of Conference and Show

_ attending the 59th
for the NAA

A n n u al
International Auctioneers Conference and

Show to be held in July in Nashville, TN.

The Shoestring package includes every-
thing you need for an amazing conference
experience. [t is one-stop shopping. With a
rate of $1,325 per person, you receive a
tremendous value for your money and
your Conference and Show experience is
paid for with one payment.

The shoestring budget package includes:

* Accommodations at the Renaissance
Nashville Hotel for four days/three
nights

* Roundtrip airfare from anywhere in the
continental United States

* Prepaid airport transportation

* Super Saver 2 Conference and Show
Registration

* Trade show access

L ) I !

* Lunches on the trade show floor

For even better value, members signing up
for the Shoestring package can register a
spouse, family member, friend, or
colleague with the Companion Rate
package. The $825 package provides your
companion(s) with a Super Saver 2 regis-
tration package, airfare, airport trans-
portation, trade show access, trade show
lunches, and a fabulous Conference and
Show experience. Hotel accommodations
are not included in the Companion Rate

package.

Once you sign up for the Shoestring
package, NAA Travel will contact you to
help you with your airline reservations and

hotel accommodations.

The Shoestring package includes

confference experience.

s

To be eligible for the Shoestring package,
you must be an NAA member. Members
and non-members are eligible for the
Companion Rate package. You can register
up to three people at the companion rate

pffI'

Accommodations are for a standard room

Shoestring  package purchased.
and roundtrip airline tickets are for a one-
leg trip to/from Nashville from anywhere
in the continental United States.

Take advantage of this great compre-
hensive package and experience premier
educational programs, inspiring speakers,
unique networking opportunities, and the
most comprehensive tradeshow in the
NAAs 59th

International Auctioneers Conference and

Show.

auction industry  at

For more information on the Shoestring
package including package regulations,

please see Registration Form C in the
Conference and Show Forms booklet or
visit the conference and show website at
www.auctioneers.org/conference2008.

WWW.AUCTIONEERS.ORG



. Find out what others already know Try LiveAuctionIT for 30 days If '

Computerize your auctions with

LiveAuctioniIT

from French’s Software

Give your auction business a competitive edge with LiveAuctionIT
auction management software.

FOR $495 YOU GET
> Multiuser Windows database software

THAT LETS YOU

Create a permanent bidder/ consignor database
Assign bidders from the database to an auction
Record sale of items real time during the sale

BUYER CHECKOUT WILL BE A BREEZE

Print buyer invoice showing all purchases
Invoice includes sales tax and buyer’s premium
Quickly and easily make changes directly from the invoice

TOO MANY FEATURES TO LIST HERE!
MANY REPORTS!

> See www.FrenchsSoftware.com for more information

Y Y ¥

VYV ¥V

Douglas Auctioneers uses LiveAuctionIT
www.DouglasAuctioneers.com
‘~TW|cet|me Auctions uses leeAuctloan

www TWIceTlme com

. _you’re not satisfied notify us within 30 days and we will refund your.:_'}j_f, '.
money - no questions. asked. =

__ Available online at www. FrenchsSoftware com L
. French’s Software, 1966 Map_l_e Street Suite 109, Contoocook, NH 03229 ..




Tune 1n!

Auction Network covers
exciting new auctions,
stories this month.

Many varied types of auctions will be broadcast this month on the
Auction Network at  www.auctionnetwork.com. An auto auction,
police department property auction, civil war relics auction, and
jewelry auction are among the highlights.

The network has production underway for many unique events

featuring live interactive auctions, pre-produced auctions, and
g pre-p

profiles of dynamic auction personalities.

Auction Network officials are also asking NAA members for news
about their upcoming auctions that could be featured on the
network.

"There are so many more stories out there and we're counting on

NAA members to tell us about them,” said Network CEO Pam
McKissick.

The first live and interactive auction on the network was held on
November 20. Viewers are seeing the auctions and learning the
stories behind the items being auctioned.

The Auction Network is an entertainment platform where buyers
meet sellers and those on the sidelines are mesmerized and enter-

Spanky Assiter, CAl, appears on Auction Networkl

tained. Unlike static shopping channels, Auction Network's
programming is colorful, active and interactive--the first 24/7
programmed network dedicated to all things auction.

The Network provides evergreen, live auction and interactive
programming 24/7 via an Internet-delivered "television” channel
that includes both a full-time, real-time feed of set-schedule
programming as well as additional content on demand, and
consumer interfaces with auctions and auction companies
allowing them to become aware of auctions around the world and
to buy online, on location or via mobile devices. The interactive
environment allows users to watch others bid live or join live
auction bidding interactively wherever they are.

Auction Network has a team of strong executives with significant
entertainment and television experience in the auction industry.
The network's executive team includes CEO and Founder, Pam
McKissick; General Manager, Fontana Fitzwilson; Vice President
of Business Development, Toby DeWeese; Vice President of
Operations, Doug Turner; and Scott Withers, VP Programming.

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

“BETTER BATTER THE BITTER BIDDER! )

Auction Network Schedule: March 2008

= Date Auction Auction Company
March 9 Kruse Auto Auction/Hawaii Kruse Auto Auction
March 9 Outback Farms Musser Brothers
March 9 Phoenix Police Auction Auction Systems
March 14-15 LIVE: Kruse Auto Auction/Texas Kruse Auto Auction

March 16 Civil War Auction Absolute Auctions
March 16 Cane Auction Sterling Auctions
March 16 Jewelry Liquidation Maltz Auction
March 23 Barkfest Bonhams
March 23 Auction Royalty: Robert Doyle
March23  Woody Auction Woody Auction
March 30 Long Island Repo Auction Maltz Auction
March 30 Hawaii Real Estate McLaine Auctions
March 30 Texas-Louisiana Miss Bull Bash Swing City Auction
Cartoon idea by Stephen Karbelk, CAl, AARE / Cartoon illustration by Bob Bliss
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Special
auction law
magazine

with this issue

NAA is pleased to provide to you, with this issue of Auctioneer, a special
magazine of auction law topics that can directly help you in your business.
We want to be sure you keep it and use it.

This special publication, bagged with Auctioneer, is a compilation of legal
columns published in the magazine from 2003 to 2008. We believe you
will find this extremely helpful in running your auction firm and avoiding
the legal and procedural problems that arise in today's business
environment.

The columns consist of a question asked by a reader (usually a practicing
Auctioneer) and an answer provided by attorney/licensed Auctioneer Kurt
Bachman, with the assistance of attorney Joshua A. Burkhart.

These questions are about pressing, real-life situations faced by
Auctioneers. The answers are given in simple language for the non-lawyer
to understand.

Auctioneers today know that they must be educated on the laws that
regulate their industry. This magazine will be one more tool to help you
achieve that. This is not meant to be a comprehensive explanation of the
law in these areas, but a guide to point you in the right direction.

The columns in this publication are grouped by subject and arranged

alphabetically.

For example, the first chapter is on Absentee Bids and answers questions
about responsibilities to the seller and when to start bidding. The second
chapter is on auction types (Absolute, Sealed Bid, Reserved) and answers
questions about procedures, seller obligations, beginning the bids,
cancelling an absolute auction, and owner confirmation.

The final chapter is a compilation of various topics, including laws
regulating taking photographs at auction, when to incorporate, unsolicited
faxes, the Sherman Anti-Trust Act, who owns an exterior mounted fan, and
others.

NAA President Tommy Williams, CAI, said “I hope you will read this

magazine closely and keep it as a legal resource for your business.”

Another legal resource you should be aware of, also published by NAA, s
called “Waiting For The Hammer To Fall,” A General Overview of Auction
Law. This booklet, written by Kurt Bachman in 2002, was sent to every
NAA member in the past and is sent to each new member when they join.

WWW.AUCTIONEERS.ORG

Successful
Auction Firms

use SOLD II®

the auction software
most copied by other vendors.

Celebrating 25 years
of leadership, innovation, and
support of the auction industry.

See why experience matters.
Call us today at

800-487-6532

Successful Auction Firms
Use SOLD II Support

7 "S0LD I1I ON-LINE
MAKES THE BEST
AUCTION SOFTWARE

SUPPORT EVEN BETTER.' C@)

Why? Because they
are too busy with their
business to become
computer experts too!

On-line SOLD II support techs work on your
computer as though they were in your office.
They can diagnose and cure problems, load
updates, or even backup your data while you
attend to business.

Successful companies get it done right. They
call the SOLD II experts for hands-on support.

800-487-6532
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Young bid call champion heeds the call to go in to

the farmly firm

Jodi Sweeney won the
2007 lowa Bid Calling
Contest.

By Billie Shelton

Jodi Sweeney, 21, has learned a valuable
lesson people older than her sometimes
never really accept: You can't always break
family ties.

That came as a surprise to this college
student who grew up in the family auction
business and thought she was headed away
from it. Her late grandfather, Ray

Sweeney, started Sweeney Auction Service

of Waukon, IA. in 1966. Since 1976 Jodi’s
dad, Jeff Sweeney, has been lead

Auctioneer.

Jodi said: “I've been coming to auctions
since [ was six, and by the time [ was 11, |

was clerking full time.

Sweeney is now in her third year at the
University of Northern lowa in Cedar
Falls, where she has a double major in real

estate and finance. Although she jokes that
the auction business was “a tamily ordeal,”
Jodi admits that she always liked it.

“But once [ got to college I didn't consider
doing it full time untl one day I got to
thinking it would be pretty cool to have

the third generation in the business,” she
admits.

When she brought up the idea to her dad,
“he said I ‘had to do it for myself,” Jodi
notes. So that’s just what she did, enrolling
in the World-Wide College of
Auctioneering in Mason City, IA, the

summer of 2000.

‘I went away for eight days and didn't tell
anyone about it, not even my friends,” says
Jodi of her decision to attend auction
school the summer she was 19. “I loved 1t
there! I graduated on a Sunday and called

“‘One day I got to thinking it would be
pretty cool to have the third generation
in the business,” said Jodi Sweeney
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my first sale on Tuesday.”

Now that college is back in session, Jodi
regularly makes the 80-mile trip home
from campus to help out with weekend
auctions for her family business that sells
households, antiques, collectibles, farm
equipment and machinery onsite and from
their auction house in northeast [owa. She
has also worked several auctions for a large
auction company in Waterloo, [A.

What' the reaction when auction-goers see
and hear this young female in charge of the
auction ringe

“People who know my family like to see
that third generation come in,” Jodi
“Lots of them think that’s really
neat. Lots of people havent seen many

dNSWCIS.

» 22
women Auctioneers.

this

Auctioneer 1n action at the lowa State Fair

You could have seen woman
last August, when Jodi competed against
the 20 best Auctioneers in the state in the
annual bid calling contest. Jodi, who
claims her main goal in entering was to get
some feedback on her chant, won grand
champion honors in the competition
sponsored by the lowa Auctioneer

Association.
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When Jodi was named the 2007 best bid caller in the state, it was a proud
moment for her family. It’s better to see your child excel than doing it
yourself, her dad claims. “I was proud to see her go on to auction school and

to succeed,” says Jeft Sweeney.

As for what she likes about calling bids, Jodi appreciates being able to control
the auction. “As an auctioneer, you get to be part of it,” she says. “Every
auction is different, with different items and buyers. It's always a cool

experience.”

But, she doesn’t always talk about being a champion bid caller with everyone
on campus.

“It’s not really the first thing I bring up,” she chuckles about her life as a
university student, “and it’s not something I do on the spot.”

Even though she understands already that a good Auctioneer is always
working on her chant, Jodi struggles with finding time to practice.

“I think my biggest challenge is practicing, keeping it up, and getting my
numbers right,” she relates. Even so, Jodi doesn’t practice around her
roommates. ‘I practice in the car or when 'm blow-drying my hair, and my

dad gives me tips on what I should work on,” she notes.

Another challenge as a young auctioneer is getting established, Jodi observes.
“Many who go to auction school think they can go back and start their own
business, but its a struggle to get established when there are other
auctioneers in the community. ’'m very fortunate to have this opportunity.”

Her dad agrees, adding, “I'm glad she'll have her education and can choose

LEARN AUCTIONEERING FROM
CHAMPION AUCTIONEERS

s B W
AL TIOUON
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GRADUATING CLASS
FEBRUARY 2007
Dallas. Texas

AND TOP BUSINESS LEADERS
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what field she gets into. In auctioning now, you have to specialize in
something.”

Already this champion Auctioneer is a lifetime member of the NAA. Jodi
appreciates the organization for the excellent networking opportunities it
offers, both around lowa and beyond. “I'll probably enter the womens
division in the International Auctioneers Championship next year,” she says

of another benefit of membership.

Jodi has an 18-year-old brother and a sister who's eight. Both work at
auctions. Jodi doesn’t plan to return home and to the Sweeney Auction
Service immediately on finishing her degree at UNI next year. “I don't just
want just to go back to Waukon,” she says. “'m keeping my options open
and testing for my real estate license.”

Jodi will be spending a semester of her senior year doing an internship in the
real estate division of a large insurance company based in Des Moines. If she
likes that and is offered a job after graduation, she just may stay on there for
awhile, she says. “I'm still putting my goals together,” she allows, “but I think
now I'd like to come back to northeast Iowa to sell real estate on auction and
in the market.”

[cs those family ties again, pulling her back to what she knows best. “T'll

probably always be around auctions,” she confesses. “It’s kind of in my

blood.”

As her dad puts it, “It’s nice being a family-oriented business. It’s nice our
kids enjoy it enough they might come back and work in it with us.”

Freelance writer Billie Shelton lives in Stanhope, IA.
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NAA members Kurt and Jane Aumann of
Nokomis, IL are hosting a new program
on the popular RFD-TV television
network called “Aumanns’ Album.”

The new show features antique tractor
collectors from across the country, antique
tractor auctions, farm toy auctions and
special events where collectors gather.

The Aumanns were approached by the
television network and the process to get
Aumanns Album as a new program on the
network took about a year of planning,
Kurt Aumann and executives at RED-TV
discussed content, show length, features
and production processes. After the initial
meeting, executives liked what they heard

Bonds & Insurance
Competitive Prices
Unbeatable Service

NY
since 1885

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

866-313-0429

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

phone: 412-281-0673 ® fax: 412-281-6195 ® bonds@ermunro.com
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Member National Auctioneers Association
and Member Pennsylvania Auctioneers Association
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and asked Aumanns to submit a half-hour
pilot program. After the airing of the pilot
in October 2007, more

followed and Aumanns were asked to sign

discussion

on for 13 original episodes of Aumanns’

Album, which will run in two prime time

slots.

“This was such an incredible opportunity
for us. We are excited about putting
together great new programming for RED-
TV,” explained Kurt Aumann. “In our
business we are exposed to so many inter-

esting people with great stories.”

The Aumanns are responsible for content
and production of the upcoming shows
and work with a production company

.....

~ 140,000
<_members!
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hg _hlghly targeted audience of
st buyers in a point of purchase mode.

based out of Springtield, IL.

“We do it all, but our favorite part is
visiting with collectors. We love to hear the
stories about their hobbies and tractors.
That really is what our show s all about.
The content about our auctions just tops
everything off!,” added Jane Aumann.

Aumanns Album appears on RED-TV on
Thursdays at 7 p.m. CST and then again
on Sundays at 8 pm CST. RED-TV is the
nation's first 24-hour television network
dedicated to serving the needs and interests
of rural America and agriculture and is
viewed in over 30 million households.

RFD-TV can be found on Channel 379
on DirectTV and Channel 231 on DISH

Have Hi-Tech Equipment?
_  Laboratory, Medical, Test Equipment
""__,_;gSemlconductor. Process & Industrial
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Network plus other cable providers. George  Schaaf  of
Frankfort, Illinois. They

sold Mr. Schaaf’s

collection  this  past

Kurt and Jane Aumann have been involved
with the agricultural field their entire lives.
Jane graduated from the University of
[llinois with a degree in agricultural
communications, and Kurt published an

September, and a rare
1913  Case  30-60
Tractor sold for
$400,000.

antique tractor magazine, The Belt Pulley,
for over 15 years and has become a
nationally recognized Auctioneer. “That auction was a

highlight.  We  had
bidders from 26 states
and five foreign

Kurt is CEO of Aumann Auctions, Inc.
and grew up in his family’s auction

business. Locally, they specialize in farm ,

: . . . countries, set a world

and residential real estate auctions using _

. record, and it was our

the most advanced sales and marketing ‘

. first filming for
methods in the area. The firm also travels

Aumanns Album,” said

o . Kurt.
farm toy and memorabilia auctions. They Kurt and Jane Aumann

have had auctions from California to  Kurt and Jane will soon be

the country conducting antique tractor,

Virginia, and have set world record prices  traveling to Iowa and

for antique tractors. Michigan to film more episodes of Jane served as NAA Auxiliary President
Aumanns Album. Kurt, a life member of  2005-2006. To contact them about the
the NAA, currently serves on the show you can email them at
Education Institute Trustee Board and  info@aumannsalbum.com.

One of the featured collectors on their
pilot episode of Aumanns Aumann was

R
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These are the times

This time around, the real estate
inventory boom really matters

By Stephen Karbelk, CAI, AARE

With daily financial reporting exacerbating
the credit crunch, the “illiquidity turmoil”
devaluing sophisticated financial invest-
ments, and the plight of millions of
homeowners with negative home equity,
the wave of motivated real estate sellers is
here and now. The last time we had so
much real estate inventory to sell from
lenders, investors, and homeowners alike
was from 1989 to 1995 during the
Resolution Trust Corporation (RTC) era.

“Oh, those were the times,” as many
Auctioneers may say. Just land a Standard
Asset Management and Disposition
Agreement or get connected with the right
contracts ofticer and you were on your way
to selling hundreds, even thousands, of
properties from government-controlled
savings and loans. Many of us were doing
deals then, but after the party was over, real
estate auctions quickly went back into the
world of negative impressions and the
method of last resort it had before Charles
Keating first made the news.

During the RTC days, the public quickly
became aware of how auctions worked.

We

seminars, held large ballroom auction

educated buyers with evening

events, and gave
thousands of
Americans  the
opportunity  to
get a great deal on
a piece of the
American Dream.
Many of us credit
the RTC for

elevating  our
industry into the

public

since

national
psyche
auctions were a [
preferred  sales (0F. &
method. While TN LT N
that may be true,
what it did not do
IS sustaln our
business at that

level in the post-

RTC era.

Very few
Auctioneers are
doing the same or
more volume of business today than they
were during the RTC days. For instance, if
your business sold $15 million of real

1995, and

continued to grow 15% a year, which is a

estate In your business

[ encourage you to think about how you
can improve your business to show off the
real estate auction process so when this
housing cycle starts its upswing, sellers will

still be calling Auctioneers.
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very reasonable growth rate for a small
business, you would be selling $106.135
million in real estate in 2008. My guess is
that only a small fraction of the companies
from 1995 have sustained that growth.
Even with the rise in housing prices to help
reach that sales level, many still fall short.
This means that very few auction
companies have grown their businesses
over the past 20 years. All they did was stay
in business while waiting for the next wave

of RT'C-like days.
Those RTC-like days are back again but in

a very different way. There is no single
government agency that doles out the
auction contracts. Instead, there are
hundreds of lenders, tens of thousands of
investors, and millions of homeowners
that will be hiring Auctioneers to sell their
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real estate. There will be obscurely-named private equity funds and newly-
created loan servicers with asset managers that still dont know what RTC
stands for, all wanting to learn how Auctioneers can solve their problems.

While the RTC days helped us gain public awareness about auctions, this
ttme will allow us to show how real estate auctions are now a mainstream
sales method. But only if we all can do it right.

Whether you are new to real estate auctions, or you have stayed in business
since the earlier days, you need to ask yourself: “Are in the business for the
mission or for the commission?” If you are in it for both, welcome. But if
you have a short term mindset eager to squeak a few extra dollars of profit
out of your company for the exclusive purpose of taking advantage of today’s
market conditions, you are not doing any of us in the auction industry any
favors.

To take auctions from being the novel story in the Wall Street Journal to an
everyday, Main Street experience, we all need to do it right, including:

* Transparency — Auctions need to be as transparent as possible. Buyers do
not like to see all sorts of hidden hand signals and coded yelps from bid
spotters acting like used car salesmen. They want an Auctioneer that
gives everybody the chance to bid with courteous but energetic
ringmen interacting with the crowd. Let the market set the auction
prices. The sellers will respect the process and buyers will respond with
their active bidding.

* Disclosure — Auctions are still tainted with the infamous caveat emptor
mentality that discourages the buyers from bidding. This often leaves
us with the bottom fishing investors competing over who will steal the
property. We need to move beyond that image and raise the level of
property disclosure, agency disclosure and ethical disclosure to a point
where any buyer, anywhere will want to attend and bid at a real estate
auction.

This means that you have the required signed Federal Lead Based Paint
forms in your property information package, have the Homeowners
Association documents available at the previews and auction, and even
consider offering the buyer a One Year Homeowners Warranty through a
third party warranty service, like HMS. It requires more effort, but the
returns pay oft in short-term and long-term.

* Rethink the Buyers Premium — While Auctioneers have varied opinions
about whether the Buyers Premium “works,” one thing is for certain, it
does not “work” for buyers. The problem is that the Buyers Premium is
constantly changing among different companies, and even with the
same company on different auctions. Sometimes it is 10 percent, then
5 percent, then 7.5, and then there is an extra percentage if you bid

online, and then another percentage if you use a credit card. Imagine if

you went to the shopping mall and every purchase you made at various
stores had a different sales tax. [ venture to say you would walk right
out of that mall and never go back. So what does the buyer do when
they read auction terms with all sorts of buyer’s premiums...they walk
away!

Bidding can be stresstul enough for any buyer. But when Auctioneers put a

layer of substantial, variable fees on top of a process designed to compel
buyers to make impulsive buying decisions, and hoping the buyer forgets
about the imposed fees during the heat of the auction so the fee “works,” the
transparency of the auction process has vanished. Even if the buyer followed
through on a deal where they felt taken advantage of, they would not have
anything good to say about auctions for the rest of their lives except for
“watch out”. The less transparent the auction process, the less buyers and
sellers will participate in the process. While some of you may passionately
disagree with me, you can’t argue with the simplicity and transparency of the
“your bid 1s your price” concept.

We all need to enjoy the financial benefits of this economy while also laying
the foundation to enjoy every economy to follow. I encourage you to think
about how you can improve your business to show off the real estate auction
process so when this housing cycle starts its upswing, sellers will still be
calling Auctioneers, and buyers will still be attending auctions, because we
all branded auctions from a novelty process to a common process.

Build your business around this mission, and if you do, the commission will
follow.

Auctioneer Stephen Karbelk, CAI, AARE, is Vice President of Farms ¢ Ranches, Commercial, and
Premiere Residential Properties division of Williams & Williams, a real estate auction firm in

Tulsa, OK. He is also chairman of rf?e Auctioneer magazine Editorial Board.

SHAWN TERREL

CAI, AARE

CANDIDATE FOR
NAA BOARD OF DIRECTORS

*Devoted husband and father
*Professional Auctioneer for over 13 years
*Vice President of United (:(}untr}f@
Auction Services, Kansas City, MO
*Past President and Director of the
Oklahoma State Auctioneers Association
* Active Member of the
National Auctioneers Association
* Active Member of the
Oklahoma State Auctioneers Association
*2007 Oklahoma State Champion Auctioneer
* Texas Auction Academy Instructor, Dallas, TX

*Qver 20 years service as an Instructor with

the Oklahoma Army National Guard

It is my goal to leverage my experiences, professional skills and abilities
to better promote the auction industry and to advance the causes of
the National Auctioneers Association and it’s members.

Your vote would be greatly appreciated.
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“Auctioneers and their clients now have
the ability to market their sale to a larger

www. auctionmls.com

NAA launches MLS-Style listing service

NAA has unveiled a new website with a
Multiple Listing Service-style list of real
estate auction properties for sale by NAA
members.

The

www.auctionmls.com, and members are

website address is
encouraged to use this free service to post
all real estate properties going to auction.

NAA members are also encouraged to
promote www.auctionmls.com to all their
customers. Let buyers, sellers and attendees
know that, for the first time, there is a
great website to search quickly and
accurately for homes and other real estate
going to auction!

NAA’s launch of www.auctionmls.com
comes at a time when NAA is promoting
real estate in a huge way with a marketing
partnership with USA Today newspaper.
Readers of USA Today will see auction real
estate ads under an NAA banner, and they
will information  at
the
www.auctionmls.com. Viewership of new
MLS site is expected to boom with the
high visibility and circulation provided by

USA Today!

seek  more

WWww.auctioneers.org and

Because many traditional MLS listing
services today do not allow postings of real
estate offered at auction, a niche is wide
open for NAA to launch this new service

and help the public find real estate to buy.

NAA urges all members to use this site as
one more way to help brand your business
and grow your real estate success.

audience of prospective bidders,” said NAA
President Tommy Williams.
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NAA President Thomas L. Williams, CAI
said "The the

www.auctionmls.com provides consumers

creation of

with a convenient approach to researching
upcoming auctions. In addition to tradi-
tional marketing campaigns promoting
upcoming auctions, Auctioneers and their
clients now have the ability to market their
sale to a larger audience of prospective

bidders."

Former NAA President Mike Jones, CAl,
GPPA said "We anticipate this will be a
highly-popular website for the public, and
we will market it to the public. With real
estate auctions booming and more people
doing searches on the Internet for
properties, there is a void for an auction
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MLS listing and NAA is going to fill it. I urge all NAA members

to post their properties on this new listing service."

The initial cost of design and launch of this new website is being

generously underwritten by Mike Jones, CAI, GPPA; Thomas
Williams, CAL; B Mark Rogers, CAI, AARE, CCIM; Jim
Pennington, Rex Schrader, ].L. Todd; Joe R. Wilson, CAI; and
John Roebuck, CAI, AARE.

Traditional MLS lists are offered across the U.S. by real estate
groups in probably every vicinity. An example of a traditional
nationwide listing is www.homelistings-usa.com, which has a
large yellow map of the U.S. If you click on any individual state,
you ll be directed to a search of homes for sale in that state, and
you can then click on links of individual cities. Within this site,
you can search by clicking buttons for "new homes" or "foreclo-
sures, but there is no auction listing.

Many consumers are well-aware of MLS services, and do their
own searching on MLS lists on the Internet. They also find that
many MLS listings within their cities are not comprehensive for
all brokers in that community. But some areas try to overcome
this. An example is the MLS listing ot Greater Cincinatti, Inc,
which says on its website that it has a "broker reciprocity program
in which participating brokers publish the listings of all other

participating brokers on their company website."

[n recent years NAA has watched closely to MLS situations across
the country, and the lawsuits filed by the U.S. Department of
Justice in its attempt to stop alleged anti-competitive practices in
real estate listings. Among the actions taken, the Justice
department filed lawsuits against some state commissions and is
investigating the National Association of Realtors for alleged
locking out competitors from real estate listings.

When you visit www.auctionmls.com, you may see at the top of

your Internet browser that your are redirected to
www.naarealestateauctions.com. This is only a technical
direction. You are at the right address where the public is looking

for homes at auction.

As consumer interest 1n auctions keeps growing, CONsSumers will
turn to auctions to buy and sell real estate. The newly launched

website will provide them with up-to-date information on real
estate auctions taking place in their area. Consumers can use the
website to view residential, commercial, agricultural, and time
share real estate scheduled to be sold at auction.

NAA will promote www.auctionmls.com and help the public
understand that real estate at auction is the fastest growing
segment of the auction industry. Be part of this new effort to
promote real estate auctions and reap the benefits for your own
company by communicating to your customers the benefits of
this great new resource!

NAA

g REAL ESTATE AUCTIONS
™ 553 p11 110N SOLD AT AUCTION IN 2006

.. Residential b e

Home FAQ'S

QUICK SEARCH Keaywor gory Within iles o
or See Upcorming Auctions l [.I'-i." .:'_]I l __""'J - Mot

¢ FEATURED PROPERTIES!

Welcome to the only real estate
website listing real estate auctions in
a multiple listing style format.

This service by the National Auctioneers
Asscciation allows you to search by
categories for many types of real estate
set to be auctioned soon.

How the MLS website works

Posting your auctions on www.auctionmls.com and
fully using the site is easy. Here are details.

The website allows the public to search by
categories for many types of real estate set to be
auctioned soon. They can search for a home by
state, number of bedrooms, acreage and other
factors.

The NAA MLS is part of your NAA membership, so
you pay zero monthly fees and zero commissions to
participate in the service.

Features include:

* No listing price required (Many traditional MLS
sites charge fees)

* Unlimited photos (for external links)

* Upload and attach supporting documents and
flyers

* Automatically link to your existing web page
* Archive auctions indefinitely

Just log-in to the NAA Members page and start
using this service. Also, when you post your
auctions on the NAA Auction Calendar, they
automatically go to the www.auctionmls.com.

If you are posting your auctions on one of NAA’s
auction calendar partners, those postings are
being sent to NAA without the real estate specific
information like the number of bedrooms or
acreage. For best results, post auctions on the NAA
site so your detailed information will be sent out to
partner calendars, as well as be posted on
www.auctionmis.com.
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Florida real estate controversy

38

A Florida real estate broker is conducting what she calls “home auctions™ on
her website in a format that has angered NAA members who have been
discussing the issue on the NAA discussion forum.

Broker Maureen E. Marcus of Sarasota, FL sells homes by urging bidders to
place the “lowest unique bid” in increments of one penny to $500. Each

bidder must pay $100 by credit card to place each bid. After 50,000 bids are
received on a home, the home is sold to the lowest bidder.

Her website explains that “There are many different types of auction
formats. Some examples might include high bid, low bid, sealed bid or open
bid. The difference between these formats is that the criteria to be a
successful bidder changes. In the lowest unique bid auction the criteria to be
a successful bidder is to have placed the lowest bid amount unmatched by
any other bidder at the close of the auction.”

NAA member and Chairman of the Florida Auction Commission, Fred
Deitrich III, when informed by NAA about this auction format, said “This
looks suspicious to me. This would fall under the authority of the Florida
Real Estate Commission to investigate, not under the Florida Auction
Commission. I am not a lawyer and cannot comment on whether this would
constitute fraud.”

MARCH 2008 AUCTIONEER

Three Day Auction Extravaganza

Living Estate of Robert E. ‘Bob’ Musser
Lifetime NAA Member « NAA Hall of Fame

Auctioneer « Rancher « Avid Collector

April 17th, 18th & 19th

Shrine Auditorium - Billings, Montana

Auction Highlights:

Model A Car * 138-pcs. English Wedgewood ¢ 153 Cast Iron Toys ¢ 250
Collector Books ¢ 20 Coffee Mills « 76 Crocks ¢ 48 Oil Lamps * 37 Traps
123 Western pcs. * 30 Guns ¢ 53 Art pcs. * 25 Bells « 94 Antique Furniture
pcs. * 155 Cast Iron Banks, Door Stops & Book Ends ¢ PLUS Cast Iron
Implement Seats, Clocks, Glassware, Butter Churns, Quilts, Slot Machine,
Tobacco Paraphernalia, Antique Tools & Much More. Over 1500 Lots!

For additional information call (406) 652-2266

al auction or illegal lottery?

This format angered NAA member Billy Burke, who has sold many

properties via the Internet.

Burke sent an email to Marcus listing his concerns, and she sent a reply back.
Those communications are reprinted below.

LETTER FROM BILLY BURKE TO THE BROKER:

Dear Maureen:

[ reviewed your website and it is very hard to even figure out what you are
offering.

Another Auctioneer sent me a link to your website through a private discussion
board and the consensus on our board discussion is this: You are operating an
illegal lottery; its not even close to any definition of the word “auction” or any

flavor of an auction; you appear to be a realtor in Florida trying to cash in on
the auction bandwagon.

[ sold my first property on the Internet in 1994 and designed my first Internet
auction system in 1996 and have a better understanding of online offerings than
most people.

» continued on page 56
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USA Today launches new
“Auction Mart”section in
partnership with NAA

With over $58.4 billion in real estate sold at
auction in 2007, more consumers are browsing

the auction ads in newspapers for upcoming real
estate auctions.

NAA has partnered with the nation’s largest daily
newspaper, USA Today, which now features an
“Auction Mart” section with ads promoting real
estate auctions. A banner above that section has

the NAA logo. This section debutes on March 14
(see ad on page 11 of this issue).

With the launch of USA Today’s“Auction Mart”
section, Auctioneers now have the opportunity to
publish their upcoming auctions every Friday in
its special auction section.

Members will soon be able to contact the USA
Today via its link in the “Members Section™ to
contact the publication to place ads nationally or

- BIDDING EVENT

Bidding storts November 132 on Realtyliid com

chon. Inc. ROCE 228129: Lanwer Artonc

FNRealtyBid.com &8

The NAA is the world's largest professional organization
representing the interests of Auctioneers.

To lsarn more about the NAA and view other real eslate auction listings visit:
www.auctionears.org and www.auctionmis.com
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regionally. With approximately 5.9 million daily
readers, members will be able to reach an
audience of readers who are actively engaged and
capable of buying and investing in real estate and
other goods and services offered by NAA
members. 3.59 million readers of USA Today
have a Household Income (HHI) of over

$100,000.

In addition to members receiving tremendous
exposure for their upcoming auctions, the USA
Today will also brand the NAA and the associ-
ation’s website through the weekly NAA "Auction
Mart” banner. A highlight of the “Auction Mart”

banner includes the promotion of both

www.auctioneers.com and NAA's newest site
www.auctionmls.com, the official multiple listing
service of the NAA and its members.

Additionally, USA Today will advertise each
month in Auctioneer and is now the official

sponsor of NAA's Marketing Contest. The publi-

cation will host the Marketing Contest winners

reception during Conference and Show, as well as
a booth on the trade show floor.

Ne\;v é.;éction to spotlight
auction employment

Starting in April, a new section called “Career
Opportunities” will debut in Auctioneer. The
section will be a central location for NAA
members to advertise specific job openings within
their companies. Most trade associations offer this
service since the best source of talent is with
fellow members.

This section will allow both display and line ads.

The deadline to submit ads is the first day of each
month, for the magazine issue of the following

month. For example, the deadline is May 1 to be
published in the June 1 issue.

Email your ad text to NAA’s advertising represen-
Wendy

wdellinger@auctioneers.org.

tative

Dellinger at

In addition to your Career Opportunities ad
being in the magazine, it will also be posted for 30
days on the NAA website in a free, public section,
so non-association members that are interested in
career opportunities within the auction industry
can search for available jobs.

For an additional $10 monthly fee, you can post
an anonymous Career Opportunities ad and the
NAA will provide an auctioneers.org email
address for a prospective candidate to submit their
resume through. The email will then be automat-
ically forwarded to the prospective employer.

Be part of this new service. Email your ad today.

» continued
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Dbh’t give up! Pickett
wins Missouri title
after 18 tries

Auctioneer

Eddie
Pickett recently won

the

Professional

Missourl

Auctioneers

Association’s  bid
calling  champion
£ ,,} COILCSE. Hf’.’ héld

Edjt iCkﬁ’[t competed 18 times,

or more, he said.

Although he was reserve champion and
had placed in the top six many times, the
top spot eluded him until this year. He had
been asked, Why do you continue? At age
65 he thought hed quit, but couldnt
throw away the entry blank when it arrived
in the mail, he said.

Eddie always felt he was personally
and the
experience was a confidence builder for
other difficult day-to-day auctions. With

the added format of an interview in front

challenged by the contests

of the audience, a new challenge was added
this year.

Eddie says one of the main enjoyments of
the contest is allowing the entrants to meet
other
Missouri’s contests have had many venues,

Auctioneers under pressure.
from tents in the mud to optimum selling
situations. The sound system and condi-

tions at the American Royal were the best,

he thinks.

Some of the more unusual items sold
during his 49-year career to date include a
pool hall, exotic birds and animals and a
mortuary. His low to high range of items
includes the all-time favorite Tupperware,
fruit jars and Avon up to cattle, machinery
and land. Antiques continue to be a
favorite field.

A recent change occurred when Eddie
obtained his real estate broker’s license, a
new career. His wife, Karen, has been
the background by
bookkeeping activities of the business. She

involved In

was also one of the people who said
enough is enough of this contest stuff, he
said. Eddie thinks all Auctioneers would
benefit from entering the bid-calling
contest some time in their career. Most

important is that being involved in the
MPAA and the NAA and other state
associations can provide education and
contacts that will help build a successtul

business, he added.

------

meet in Spokane, WA

The Auxiliary to the National Auctioneers
Spokane,

Association convened iIn
Washington recently for a two-day

strategic planning session.

Three years ago this 57-year-old organi-
zation met to define and refine its purpose,
mission and vision. Since then annual
long-range planning sessions have
occurred to ensure the Auxiliary is serving

its members and the NAA.

Auxiliary President Annette Wells from
Post Falls, Idaho invited current board
members and members at large to partic-
ipate in the two-day event. NAA President
Tommy Williams and his wite, Trudy also
participated in the event.

“To have the NAA President participate at
our strategic planning session was a great
asset. Tommy’s input guided our decisions

for the tuture of the Auxiliary,” explained
Wells.

Dan Jordan, who was recommended by
Gonzaga University's education coordi-
nator, facilitated the session. He opened
the session by presenting a very powerful
and motivating power point. He asked
each participant to think outside of the
box and to look at the big picture for the
Auxiliary.

---------------

“When members gather for such a meeting
it takes a strong start to get everyone
thinking about the reason why they are
gathered and what needs to be accom-
plished. Mr. Jordan started us off in the
right direction. We thoroughly enjoyed

him and he was a perfect fit for us,” added
Wells.

Auxiliary members evaluated key issues
affecting the organization at present and in
the years ahead. Significant topics
discussed were membership, education,
communication, fiscal responsibility and
the relationship between the Auxiliary and
the NAA. Once the core issues were estab-
lished, courses of action were determined
followed by the discussion on how to
recognize success of the goals set forth.

Some of the specific outcomes the
Auxiliary will be working on in the coming
year are increase communication with
members through the Auxiliary’s website,
re-structure the Auxiliary’s conference and
show schedule, formalize a relationship
with the EI Trustees, increase membership
and enhance the Auxiliary’s professional
perception.

“The Auxiliary has set many goals for
itself. The board is very determined to
work toward these goals and make this
organization even better for its members,”
added Wells. In addition to the strategic
planning session the 15-member group
enjoyed the beauty and hospitality of
Spokane.

The weekend event was hosted by the great
City of Spokane, along with Chad
Pederson from the Spokane Convention &
Visitors Bureau, the Double Tree Hotel,
The Historic Davenport Hotel, The Red

Lion River Park and the Spokane

Among the leaders at the meeting in Spokane were Auxiliary President Annette Wells, far left, and NAA

President Tommy Williams, CAl, third from left.
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Convention Center. “They each opened their
door for us and truly gave of their selves and
showed everyone what the people and the City
of Spokane is all about. The beauty of the
Northwest, the City of Spokane and its people
truly left an impression on everyone that was in
attendance,” explained Wells.

The Auxiliary was privileged to experience
Spokane and felt like they were able to see first-
hand the area before the 2012 National
Conference and Show. All members of the
strategic planning session were impressed with
the city’s hospitality and accommodations from
the hotels, restaurants and the convention
center.

“It is one of the most beautiful spots in America
and Northern Idaho is must see. We thought it
was one of the prettiest places we've ever visited
and loved every minute of it. I can’t imagine a
prettier, more convenient place to go for a
convention,” explained Ramona King, Auxiliary
Secretary- Treasurer.

Members who attended the strategic planning
session were Annette Wells, Tommy and Trudy
Williams, Barbara Fisher, Sharon Huisman,
Vicki Nitz, Lois Daniel, Nancy Manning, Teresa
Christy, Susan Hinson, Ramona King, Kim

Ward, Jane Aumann and Traci Ayers-Dower.

“Our strategic planning session was a successful
event. Now is the time to move forward with
those goals,” added Wells. For more infor-
mation about the Auxiliary to the National
Auctioneers Association visit their website at
www.naaauxiliary.org

NAA gets media
coverage for auction
Industry

Real estate auctions continue to be of key
interest to the media and general public,
judging from the many media calls to NAA
recently. California REALTOR and KVTA
radio host Ken Powell dedicated an entire
weekly segment to real estate auctions with
NAA President Tommy Williams as his special
guest. The Dow Jones and its publications
recently published its detailed story on the
erowth of the auction industry in 2007, empha-
sizing the positive year in real estate auctions
despite the nation facing a down housing

market. The article appeared in the Wall Street
Journal and highlighted the 2007 industry
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statistics, the unveiling of the NAA’
AuctionMLS.com and the launch of the
Auction Network.

After the publication of the Wall Street Journal
article, Fox Business ran a live segment with
former NAA president Marty Higgenbotham
on real estate auctions. CNN also ran statistics
on the growth of the auction industry on their
network.

As the media discusses the potential of a
recession, AntiqueWeek inquired about the
impact of a recession on antique and collectable
auctions.

Finally, with the start of the legislative sessions
around the country, the Pittsburg Tribune
contacted the NAA inquiring about the issue of
licensing online auction drop-oft businesses.
The Pennsylvania Auctioneers Association 1s
currently challenging proposed legislation that
exempts these businesses from the state’s auction
license law. The PAA has introduced legislation
amending their state auction license law to
incorporate an “Electronic Brokers License”
requirement.

Ohio Auctioneers
Association holds
winter convention

The Ohio Auctioneers Association had record
attendance at its convention held in January. A
Fun Auction raised over $16,000 (also a record)
for the general fund, Auxiliary, and the NAF.
Two members were inducted into the Hall of
Fame. A new slate of directors were installed.
There was top notch continuing education from

NAA officers Dennis Kruse, CAl, and Scott
Musser, BAS, and from John Niebel of Tuxedo

Training.

Held in Dublin, OH, about 300 auctioneers

and guests turned out for the event.

Doug Walton, left, 2007 Ohio Auctioneers Association president, passes the
gavel to Barry Baker, CAl, AARE, who is 2008 president.

Steve Andrews,
Hall of Fame
inductee

Dannie Hess,
Hall of Fame
inductee

Inducted into the Hall of

Fame were Stephen Andrews

of Wooster, OH and Dannie Hess of Sardinia,
OH.

The leadership for the OAA for the coming year
will include; President, Barry Baker, Xenia,
Ohio; President Elect, Chris Davis, Alexandria;
Vice President, Maggie Beckmeyer, Cincinnati;
Treasurer , Susan Johnson, Guilford, Indiana; At
Director, = Michael = Hoffman,
Pickerington; ~ Southeast  Directors,  Pat
Sheridan, Athens, and Larry Woods, Hilliard;
Northeast Directors, Theresa Blocher, Paris, and
Bill Stepp, Ashland; Southwest Directors, Mark

Euton, Cincinnati, and Northwest Directors,

Large

Ken Bonnigson, Clyde and Jade Montrie,
Toledo.

Under direction of the new president, Barry
Baker, the OAA will follow the theme “A Quest
The

Association will celebrate its 66th year as an
organization in 2008, and the board of directors
will focus their endeavors promoting the associ-

for Excellence.” Ohio Auctioneers

ation and the auction industry.

Beland to lead
Wisconsin association

as president
Johnel "Nellie" Beland, CAI, CES, CAGA of

Menomonie, MI. was installed as president of
the 400 member WAA at their January
conference in Wisconsin Dells. Beland is a
eraduate of Missouri Auction School and has an
associate degree in Supervisory Manager from
Northeast Wisconsin Technical College where
she was a high honors student.

As lead Auctioneer, she owns and operates

» continued
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Superior Auction & Appraisal, LLC,
especially successtul in selling real estate at
auction. She has pursued her auction
education by attending the Certified
Appraisers Guild of America and the
Auction Marketing Institute of Dallas, TX.
and she received her Certified Auction
[nstitute (CAI) designation in 20006 after
completing a three-year program at Indiana

University.

Randy Stockwell of Dorchester was named
president-elect; Ray Kuehl of Waunakee as
vice president, and David Koning of
Monroe as Treasurer.

New directors are Shirley Baumann, CES of
Madison, and Wayne Yoder of Wautoma.
Continuing board members include
Timothy A. Slack, CAI of Fennimore as past
president and directors Chad Glaze of
Merrill, Bryce Hansen, CAI of Prairie Farm,
Allen Martin of Franklin and Jerry Thiel of
Chilton. WAA Auxiliary officers are
President Julie (Randy) Gill of Shullsburg,
Vice President Sally (Bob) Hagemann of

Burlington, and  Secretary-Treasurer

Christine (Victor) Voigt of Reedsville.

Seeking continuing education units to fultill
their license renewal requirement and
upgrade their professionalism, there were
Auctioneers from across Wisconsin as well as
[owa, [llinois, and Minnesota. In addition to
workshops on ethics and professional
conduct, marketing and public relations;
identifying decoys, coins/currency and
antique jewelry; contract law; real estate,
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Internet and agriculture auctions, novice

Auctioneers could attend individual
coaching lessons by International Reserve

Champion Eli Detweiler, CAI of Ruffin, N.
Car.

Gene Schmit of Grafton and David A.
Schroud, CAI, GPPA, CES, AARE of Sun
Prairie achieved the association's highest
honor as they were inducted into the WAA
Hall of Fame. Tribute was paid to members
who had passed away in 2007: Myrna

Miller, widow of the late great Wimpy
Miller, of West Salem; Don Teasdale of

Shullsburg; and Harvey Woodward II of
Wausau.

Randy Filer, CAI of Davis, Ill. won the

second annual Ringman's Contest. From a
field of outstanding Auctioneers with
experience of three years or less, Randy
Warne of Livingston won the Novice of the
Year in a run-off of a three way tie with

Justin Dailey of Livingston and Rudy

Hershberger of Red Granite. David Gerlach,
ASA of Hartland was selected Oldtimer of
the Year. An approved provider of
continuing education for license renewal,
the Wisconsin Auctioneers Association is
recognized as one of the most viable state
associations in the nation. A full-time
Middleton office is administered by
Executive Director Maxine D. O'Brien and

her staff.

TOP LEFT: 2008 KAA Board of Directors (back row) Eric
Blomquist, Andy Conser, Aaron McKee and Dave Webb.
(front row) from left, Robert Haley, Jim Hollinger, Bob
McBride, Lance Fullerton, Ron Shivers and Dennis Wendt.

TOP RIGHT: Trudy and Tommy Williams and LaDonna
Schoen.

BOTTOM LEFT: 2008 KAA Auxiliary Board of Directors
(back row) Cindy Haley, Ann Conser, Viola Beatty, Debra
Brock. (front row) Stephanie Fisk, Cathy McBride, Jean
Oswalt, Holly Conser, Doris Shivers.
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Kansas Auctioneers
raise money for St.
Judes Hospital at
winter convention

The Kansas Auctioneer’s Association, Inc.
met in Salina at the Holiday Inn for their
annual winter education convention and
meeting. The attendees received real estate
continuing education, updated Kansas Real
Estate rules in addition to learning from
Stephen Profitt IIT about laws concerning all
types of auctions.

NAA President Tommy Williams, CAI,
provided real estate education and material
to help the new and veteran auctioneers
increase their business. On Friday evening
the attendees conducted the “Rookie/St.
Jude’s auction.” They raised $1,172.50 this
year for the children’s hospital. They also
sponsored Auctioneer Carl Inzerillo in the
St. Jude Bikeathon in Memphis. Rick
Stricker was selected “Rookie” of the year.

On Saturday the auction had everyone
listening to the chants of over 80
Auctioneers. They sold collectibles, toys,
jewelry, advertising and their auction
services to benefit scholarships, and youth
missions.

The awards and accolades were given on
Saturday night. Bill Oswalt, Little River was
inducted into the Hall of Fame and Allyn

Thompson, Solomon was given the Award

of Distinction. Robert Mayo, Belton, MO

= L moa
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was honored as the Kansas Bid Call Champion
for 2007-2008. Scholarships were presented to
Carissa Wendt and Tyler Nelson. Banquet enter-
tainment was provided by Alice Thompson,

Abilene on Friday and Sara Bland, Brookville on

Saturday evening.

The ofticers serving the Kansas Auctioneers for
the upcoming year are: President - Bob McBride,
Rock; President Elect - Dave Webb, Stilwell; Vice
President - Andy Conser; Secretary/Treasurer -
[LaDonna Schoen, Newton; Chairman of the
Board - Ron Shivers, Abilene; Directors - Eric
Blomquist, Assaria; Larry Frederick, S.
Coffeyville; Lance Fullerton, ElDorado; Kevin
Borger, Hutchinson; Jim Hollinger, Lyons; Aaron

McKee, Manhattan; Kevin Ediger, Windom;
Robert Haley, Valley Center; and Dennis Wend,
Park.

Serving the Kansas Auctioneers Auxiliary will be:
President - Cathy McBride, Rock; Vice President
- Ann Conser, Valley Center; Sec/Treas - Jean
Oswalt, Little River; Historian - Viola Beatty,
Lyndon; Directors - Debra Brock, Wichita; Holly
Conser, Valley Falls; Stephanie Fiske, Wichita;
Doris Shivers, Abilene; and Cindy Haley, Valley

Center.

Musick inducted into
Idaho Hall of Fame

The

Association of Professional
Auctioneers (IAPA) held its

convention on

Idaho

annual
January 18-19th this year at
the Red Lion Downtowner
in Boise, Idaho. Each year
the association recognizes an
individual who has been in

' h i f bstantial
Rick Musick the business for a substantia

Hall of Fame inductee  P¢T 10d of time and has made

a great contribution to the
auction industry. The 2008 Hall of Fame
Inductee was Rick Musick of Eagle, ID.
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[ronically, Rick has served on the IAPA Hall of

Fame committee for several years but was
unaware that he had been chosen as this year’s
recipient. He is the youngest Auctioneer to ever
be inducted in the Hall of Fame. At the IAPA’
formal banquet, close friend Steve Van Gordon
from Canby Oregon, surprised Rick by
presenting the opening induction speech. Many
of Ricks family, friends, and beloved auction
employees were <ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>