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AUCTIONEERS ARE TRAINED HERE!!!! 
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LEARN FROM THE PROS AND LEARN MORE ABOUT 
AUCTIONS THAN YOU EVER THOUGHT POSSIBLE 

CONTROL YOUR AUCTIONI 
WITH AMPLIVOX PORTABLE SOUND SYSTEMS 

AMPLIVOX® 
PORTABLE SOUND SYSTEMS 
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RF MODEM CLERKING HAS ARRIVED! 

< - Up to 20 Miles - > 

Auction Flex is the de facto market leader in auction management software for Windows. 

Started in 2000, Auction Flex has quickly established a reputation for providing 

powerful, flexible software and unmatched customer service. 

Download a free trial from www.auctionflex.com and see what you•ve been missing. 

Easy Mode 

Acdve Aini• n 

I 1 1 - MyAsl~ ... Auclon l'lm: ---------· -------~] 

_ ,] 

WIRELESS HANDHELD 

CLERKING 

7 E Silver Springs Blvd #200 
Ocala, FL 34470 

www.auctioneers.org 
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BUYER CHECK-IN 

1. Scan drivers license 

2. Capture image 

3. Print bidder card 

4. Nextl 

IWS 
Integrated intemet •bsentee 

bidding on your websitel 

1 click to uplo•d your •uction 

1 click to download your bids 

Seamless & E•sy 
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Advanced Mode 

Multi-Parcel 
Capabilities Tool 
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S *41 U 05, 000 

6 19S SU 7. ~00 

Phone: (352) 624-2791 
Fax: (352) 368-9735 
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Professionally designed and customized 
to your specifications. High end quality with 

professional appearance at affordable prices. 
Let our 30 years of Rv experience work for you . 
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Kiefer Auction 
Supply, of Fergus 
Falls, MN, sup­
plied the bidding 
paddles that 
were featured on 
the cover photo­
graph of last 
month's 
Auctioneer. NAA 
thanks Kiefer for 
that assistance. 

The Kiefer com-

Jlc-nc1lf t11dMHI 
~~c:;: 

, .. , ........ 

pany, and Kieferauctionsupply.com, is a national 
leader in custom printed bid paddles, auction 
paddles, silent auction bid sheets, clerk sheets 
and every item you need for a successful auc­
tion. The company manufactures many of the 
auctioneer products at its company, helping 
keep prices lower. 

The company is run by Auctioneers, so they 
understand the needs of Auctioneers and auc­
tion clerks. The firm is also celebrating 25 years 
in business. 

Here is the contact information for Kiefer 
Auction Supply: Email: customerservice@kiefer­
auctionsupply.com; Phone: 218-736-7000; Fax: 
218-736-7474; mailing address: 417 Stanton, 
Fergus Falls, MN 56537. 
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Organizing A Shnt Auction 
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lt.e Leedino Supp~er of Auction Supplies 8L Bidder Peddles 

Check out our new Silent 

Auction Products! New Charity 

and Silent Auction products are 

being added to our site 

everyday! 

Welcome to K1eferauctlgnsyooly.com. 
your IUdion supply heedquert.Nlll 
we are the nation• s le Ider in custom 
printed bid peddles, auction peddles, 
silent auction bid sheets, deli< sti.eu 
end every item you need for e 
successful euction. 
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FLEA MARKET 
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Bilingual Auctioneer brings buyers ...................................... 36 
I I • b • • • 46 ts Just a a1t1ng tactic ................................................................ . 
They ca me to say good bye ........................................................ 62 

.. I .. 
· Among the large auction operations in the 

world, Shipshewana Auction Inc. stands in a unique position and uses several successful business 
practices that auction ftrms of any size can learn from. The small town of Shipshewana, IN, the 
town swells from its permanent population of 5 50 to serve hundreds of thousands of visitors each 
year that visit this special auction complex. 

Photos by Steve Baska and courtesy of Shipshewana Auction Inc. 
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Real estate auctions in South Africa 
Dear NAA members: 

I and my wife, D Byers, CAI recently visited South Africa where we met with NAA mem­

ber Alon Kowen and other principals of Auction Alliance, the largest auction firm in South 

Africa. The have branches in Cape Town, Durban, Johannesburg and other strategically 

located cities throughout the country. In addition, they have international branches in North 

America, Australia, Europe and Asia. The firm is growing explosively with a 1 OOo/o increase 

in sales between 2004 and 2005. Last year they conducted over 1,200 auctions. The compa­

ny projected that, by the end of 2006, it would have sales of 2 billion Rand, which converts 

to altn6>st $300 million. By any evaluation, this is a big 

company on the cutting edge of our industry. 
At NAA's 2006 International Auctioneers 

Conference and Show in July, four representatives 

from Auction Alliance gave a sweeping overview of 

their marketplace and what they're doing to be at the 

top of their game. At the conference my wife and I 

met those four representatives: Alon Kowen, Kim 

Faclier, Joey Burke and ]off van Reenen. It took all of 

30 seconds to develop a friendship with these folks 

and plan business and social visits during our travels. 

If you missed the Auction Alliance presentation in 

Orlando and you sell real estate at auction, do your­

self a favor and buy the recording of their seminar. 

The most jaw dropping business method they use is 

the collection of their commission on auction day 

from the buyer. Many of their techniques are similar to 

ours and many are different. 
Unfortunately, we didn't see an auction as none were being conducted during the short 

time we were in Johannesburg or Cape Town. Auction Alliance will be represented at the 

2007 Conference & Show in San Diego. Say ''hello" since having their success rub off on 

you would be a very good thing. 
South Africa is a diverse and beautiful country well worth visiting. We took a photo safari 

to shoot pictures of the big five: lion, rhino, elephant, leopard and cape buffalo and small 

game of all types. Our visit was completed when we watched whales while driving along the 

ocean to the Cape of Good Hope. D had a close encounter with a lion cub. He latched him­

self to her before being gently removed by the game ranger. Other highlights include being 

surrounded by a herd of elephants and visiting a local Zulu school and family. 
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Stephen H. Schofield, CAI, AA.RE, CES, 

Effingham, NH 

NAA advertising notice to readers 
Auctioneer accepts advertisements from a variety of sources, but makes no independent investiga­

tion or verification of any claim or statement contained in the advertisements. Inclusion of adver­

tisements should not be interpreted as an endorsement by the National Auctioneers Association or 

Auctioneer of any product or service offered through the advertisement program. The NAA and 

Auctioneer encourage you to investigate companies before doing business with them. 

Furthermore, Auctioneer is designed to provide information of general interest to Auctioneers. 

The reader's use of any information in this publication is voluntary and within the control and 

discretion of the reader. 

Finally, the NAA does not mediate disagreements that may arise between buyers and advertisers. 
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4 TESTIMONIALS 
6 ASERIES 

TOMMY WOODS 
REAL ESTATE INVESTOR 

"I was having difficulty selling a property. We'd owned it forever, 

and after my father's death, it was never developed. I heard 

about Williams & Williams from a friend of mine who had 

successfully auctioned property with them, so I picked up the 

phone and called them. 

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 

WILLIAMS & WILLIAMS 
real esta t e auction & b ro k era g e 

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." 

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

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

Generation W They know our auctions deliver more efficient, transparent and value-added real estate transactions ... every 

time, for every customer we service. More and more people are discovering the phenomenon of real estate auctions, and the 

results reaffirm what we have always believed. Bigger thinking leads to bigger possibilities. A new generation of real estate 

services is here, and Williams & Williams is leading the way. 

worthwhile I win win I worldwide I Williams & Williams 

wllllamsauction . com 800.801 . 8003 
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• Whether you use a single computer to run a small farm auction 
or a 30-user network for a large construction equipment auction, 

CUS has the right system for you. 

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

• Whether your client is the estate of John Smith or an agency of Uncle Sam, 
CUS has the right system for you. 

When over 1200 auction firms use CUS every day, to sell any type of asset, in every corner 
of the globe, you know that CUS has the right system for you, too! 

-Windows software with all of the features of our popular DOS system ... and so much more! 
-One-click upload to your online auction with pictures 
- Fully integrated contact and mail management with email 
-The most powerful inventory management software in the industry 

OUR CLIENTS SPEAK LOUDER THAN WORDS 
1580 Sawgrass Corporate Parkway • Suite 130 • Sunrise, FL 33323 

95.4-680-6545 • email: info@cus.com •website: www.cus.com 
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BY William L. Sheridan, CAI, AARE, GPPA 
NAA PRESIDENT 

n November my wife Sally and I attended a strate­
gic planning retreat of the NAA Auxiliary held in 
Sevierville TN. What a great weekend! 

The NAA Auxiliary is the best kept secret of the 
auction industry. For years the Auxiliary has been a 
great support group of NAA, composed mostly of 

spouses and family members of NAA Auctioneers. 
In July 2006 in Orlando, FL the NAA Auxiliary revised its 

vision and mission statement. In my opinion this revision has 
very clearly defined the turf that this group of auction mar­
keting supporters wants to play ball on. 

The new vision statement is: The Auxiliary is the source for 
promotion and advancement of the auction team in partner­
ship with professional Auctioneers. 

The new mission statement is: To embrace the entire auc­
tion team; to maintain high ethical standards; and to serve as 
a catalyst, creating educational and networking opportunities 
associated with the auction method of marketing. 

Last year your NAA board of directors and state leaders 
adopted a revision of NAA's mission and vision statement to 
reflect the broader scope of the present day auction marketing 
industry. The revision of the NAA Auxiliary mission and 
vision statement brings the auxiliary in sync with NAA. 

More importantly is that the Auxiliary is passionate about 
being responsive to our changing industry. What Sally and I 
witnessed in Sevierville in November was a very well organ­
ized group of Auxiliary members that are dedicated to helping 
make our auction industry better through teamwork. The 
auction team is the core of this group's dedication and pas­
sion. They spent two days under the very able direction of 
Traci Ayers Dower CAI, identifying the needs of the auction 
industry team, and then outlining the direction that this 
organization will take to support those needs. 

In the wrap-up session this group identified several needs 
that they felt they could effectively address. They also set out 
some very worthy and aggressive goals for their coming year. 
I believe that the most important and impressive thing that I 
learned at this retreat was that the NAA Auxilary is a team 

that is working hard to support the auction industry 12 
months of the year, not just the second week of July every year 
at NAA's annual Conference and Show. I would like to pub­
licly thank Glenda and Charlie Johnson for making Oak 
Haven Resort available for this event. Also and more impor­
tantly for hosting a beautiful meal at their home in Sevierville, 
TN. 

Change on NAA board 
On another topic, I brought to our board meeting in 

October the idea that I would like to see some related indus­
try representation on our NAA board of directors. If we are to 
continue growing in the world economy we should be 
exposed to world business leaders. 

Many large associations and corporations have outside lead­
ers serve on their boards to expose the group to a wider range 
of industry ideas. Last summer I was invited to serve one term 
on the board of directors of NAR. While I am flattered by this 
show of support of NAA by NAR, I will be very attentive at 
the NAR board meetings to see if there are any functions of 
NAR that might have some sort of value to bring to NAA. 

I am convinced that it would be very valuable to NAA to 
have some outside input on our board. I am not sure that it 
always needs to be a member of NAR, because there are a lot 
of related industry leaders that could bring a lot to the table 
as well, including bankers, lawyers, escrow agents, appraisers, 
accountants and surveyors, to name a few. 

The relationship that has been kindled this year between 
NAA and NAR will be good for NAA members. I truly 
believe that we have put the NAA brand in front of the real 
estate industry. On the same token, as your president I am 
dedicated to putting the NAA brand in front of a lot of relat­
ed industries. 

10 Auctioneer January 2007 www.auctioneers.org 
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NAA Education Institute 
Listed by Event 

NAA Winter Symposium 
January 21-24, 2007 
Copper Mountain Conference Center 
Copper Mountain, CO 

NAA Winter Seminar 
February 11-14, 2007 
Embassy Suites, Reid Park 
Tucson, AZ 

Real Estate Seminar 
April 16-17, 2007 
Chicago, IL 

Certificate Courses 

Expert Witness In the Courts 
January 14-15, 2007 
October, 2007 

Charleston, SC 
Denver, CO 

Designation Classes 

AARE Accredited Auctioneer. Real Estate 

AARE 100 
February 3-4, 2007 
February 18-19, 2007 
April 29-30, 2007 
July, 2007 
November, 2007 

AARE 200 
February 20-21, 2007 
May 1-2, 2007 
July, 2007 
November, 2007 

AARE 300 
February 22-23, 2007' 
May 3-4, 2007 
July, 2007 
November, 2007 

Lansing, Ml 
Hudson,WI 
NAA Headqtrs. 
San Diego, CA 
Atlanta, GA 

Hudson, WI 
NAA Headqtrs. 
San Diego, CA 
Atlanta, GA 

Hudson, WI 
NAA Headqtrs. 
San Diego, CA 
Atlanta, GA 

Benefit Auction Specialist 
March 31-April 3, 2007 
July 12-14, 2007 

CES Certified Estate Specialist 
January 17-19, 2007 
April, 2007 
June 12-14, 2007 
July, 2007 
October 8-10, 2007 

CAI Certified Auctioneers Institute 
March 18-23, 2007 

Cincinnati, OH 
San Diego, CA 

Tampa, FL 
Seattle, WA 
Concord, NC 
San Diego, CA 
NAA Headqtrs. 

Bloomington, IN 

GPPA Graduate Personal Property Appraiser 

101 Basic Appraisal Writing & Research 
February 26-27, 2007 San Antonio, TX 
July 13-14, 2007 San Diego, CA 
September 17-18, 2007 NAA Headqtrs. 
December, 2007 Tucson, AZ 

201 Small Business Evaluation 
February 28-March 1, 2007 
July 15-16, 2007 
September 19-20, 2007 

San Antonio, TX 
San Diego, CA 
NAA Headqtrs. 

301 Antigues & Residential Contents 
September 19-20, 2007 NAA Headqtrs. 
December, 2007 Tucson, AZ 

301 Manufacturing/Process Eguipment 
September 19-20, 2007 NAA Headqtrs. 
December, 2007 Tucson AZ 

. ' 

301 Construction/Agricultural Eguipment 
September 19-20, 2007 NAA Headqtrs. 
December, 2007 Tucson AZ 

' 

USPAP Certification Class 
November, 2007 Greensboro, NC 

Are you interested in bringing NAA Education to your area? Call 888.541.8084, Ext. 28 
Check the NAA website for changes and additions. 
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ave ou set ew ' ears 

CHIEF EXECUTIVE OFFICER ROBERT A. SHIVELY, CAE, WORKS OUT OF 

THE NAA HEADQUARTERS IN OVERLAND PARK, KS. HE IS COMMITTED 

TO THE NAA AND ITS MEMBERS AND WILL KEEP YOU UPDATED ON THE 

ORGANIZATION'S PROGRESS. 

any of us make New Year's resolutions, but few of us 

keep them. 

In their article "If at First You Don't Succeed," 

Janet Polivy and C. P. Herman cite statistics that: 

• 250/o of New Year's resolutions are aban-

doned in the first 15 weeks; 

tion to develop your own plan. We tend to be much more suc­

cessful following through on plans we make than ones others 

make for us. 

We at NAA and around the auction industry have been talk-

ing much lately about changes occurring 

•The average number of times a New Years' 

resolution is made is 1 O; 
• Those who manage to make a resolution 

that lasts for six months or more have often 

tried five or six times before finally succeed-

Toma e 
success ul 

now in the industry and about changes 

expected in the future. We are studying how 

to help Auctioneers successfully make 

changes in their businesses. We don't want 

you to fail when implementing change in 

technology, customer service and other busi-• 
• 
1ng; zesty e or • 

ness p ract1ces. 

• • Many New Year's resolutions are for health 

related goals. uszness 
We know that most change is hard, 

whether it is in personal lives or business. 

Change carries with it the chance of failure, 

stress, hard work and other challenges. No 

wonder we'd often rather stay in our current 

situation. But, conversely, sometimes we 

want change because we can foresee a big 

benefit ahead, a better life, if only we can 

successfully negotiate through the change. 

This is where the preparation for the change 

But what is a resolution. I suggest that the 

three most important elements of a good res­

olution are goals, goals, and goals! 

Setting the right goal is everything. Too 

often we set our expectations too high. The 

result is it is harder to meet them. This in 

turn can lead to increased discouragement, 

which can lead to less motivation in the 

future. 

• 

• 
process comes 1n. 

• Most of us who need to make changes in 

our lives to improve a particular area are not 

yet ready to make those changes. To make 
commitment. 

So, in this new month of the new year, why 

not approach resolutions and change in a 

much more effective way than most people 

do? By focusing on preparation, realistic process and effective 

follow-through. 
successful lifestyle or business changes requires knowledge, 

time, and commitment. Leaping in to change before doing the 

necessary preparation is another recipe for failure. Rather than 

expecting ourselves to make a change right away, we can instead 

learn about what we need to. do to make a successful change. 

Set a goal to explore your need to make a change; get the facts, 

find out what action steps are necessary, realistically assess the 

potential obstacles for making these changes. Use this informa-

To be successful, set appropriate expectations, learn what you 

need to be successful, focus on what you want to do, and have 

a great New Year! 

www.auctioneers.org Auctioneer January 2007 13 
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New education contest unveiled for 2007 Conference and Show 
By John Dixon, CAI, CCIM 

For the past two years, the NAA Education Institute Conference and Show Committee has sponsored the 

Auctioneer Makeover Contest. The past winners enjoyed their prizes and benefited as a result of the 

Makeover Contest. 
But for 2007, the committee has created a new contest that will create 12 winners as opposed to just one 

or two. The new Education Advancement Award Contest will present you with the opportunity to win edu­
cation leading to a designation. You may enter to win CAI, AARE, CES, GPPA, Auction Benefit Specialist, 

the "E" Auctioneer designations. This contest will provide you with the opportunity to expand your edu­

cation level and hopefully lead you into new frontiers of the auction business. 
A new entry form is being created and will be available soon. You may enter as often as you like, but may 

only win one of the prize packages. 
The winners will receive free tuition for that specific course. A panel from the Conference and Show com­

mittee will judge the entries and the winners will be announced at the San Diego Conference and Show. 

The CAI winner will receive year one of CAI. 
If you have any questions, please contact Dr. Harlan Rimmerman, Director of Education at hrimmer­

man@auctioneers.org, or (888) 541-8084, extension 19. 

New online course among education offerings 

Here are some upcoming events from the NAA Education Institute: 

• New On-line Education Courses: 

NAA EDUCATION INSTITUTE TRUSTEES 

Two new courses are being offered on NAA On-line education. The first is "CREATING 

THE COMPANY MANUAL," in which you will learn what needs to be included in your 

company manual. The second course is: "E-MARKETING," a course that will help you as 

you venture into the world of auctioneering and technology. These courses as well as many 

other courses are available at the NAA website under On-Line Learning. Jane , CAI, f>.AAE, GPPA, CES 
-chairman 
(410) 263-5808 
info@campbellauctions.com 

Kurt Aumann, CAI - vice chairman 
(217) 563-2523 
kurt@aumannauctions.com 

Trustees 
Terms expjrina 2007.· 
Jane Campbell-Chambliss, CAI, f>.AAE, GPPA. CES 

Mark L. Manley, CAI, AARE, GPPA, CES 
(800) 323-8388 
mmanley@rowellauctions.com 

Terms expiring 2008: 
Jere Daye II, CAI, AARE, GPPA 
(800) 433-1694 
jeredaye@corbydaye.com 

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

Terms exDirlng 2009: 
Renee Jones, CAI, CES 
(940) 665-5664 
renee@npsolutlons.com 

Jack L. Christy, CAI, GPPA, CES 
(317) 784-0000 
info@christys.com 

Terms exoiring 2010: 
Scott Shuman, CAI 
(217) 352-6078 
scott@westchester-group.com 

Kurt Aumann, CAI - vice chairman 

NAA Board Representative . 
Randy A. Wells, CAI, AARE, GPPA, CES 
(208) 699-7474 
rwells@tranzon.com 
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• Benefit Auction Specialist Designation Course 
This new designation course will have its charter class in Seattle on January 28-30. Due 

to the high demand, the class filled up quickly. Another BAS has been scheduled for March 

31- April 3 in Cincinnati, at the historic Vernon Hotel. The course includes attending a ben­

efit auction. 

• Winter Symposium 
If you like learning from some of the industry leaders and winter sports, this venue is for 

you. Held at Copper Mountain, CO, on January 21-24, the program speakers include: 

Aaron McKee, Steve Schofield, Paul Sobwick, Dennis Jackson, Renee Jones and Ryan 

George. Winter activities include skiing, snowboarding, tubing, cross-country skiing, snow­

shoeing and snowmobiling. Special discount lift passes are available. 

• Winter Seminar 
How about three days in warm, beautiful Tucson, AZ? Join us for the Winter Seminar on 

Feb. 11-14. Speakers include Larry Mersereau on marketing, Robert Morris, Jr. on technol­

ogy, and a panel discussion on on-line auctions. You can also participate in a golf tourna­

ment on Sunday, take tours, and participate in the annual PAC auction. Many exhibitors will 

also be there. 

• Other Classes 
MRE- Hudson, WI, February 18-23 (Hudson is a short distance from Minneapolis.) 

GPPA - San Antonio, February 26-March 1 (Hotel is on the Riverwalk.) 

CAI - Indiana University, March 18-23. 

Real Estate Seminar - Chicago, April 16-1 7 Learn from the industry leaders. 

You can register on-line at our website, or call the Education Office at: (888) 541-8084, 

ext. 23 or 28. If your state association is interested in sponsoring an NAA Education 

Insti tu ti on class, please give us a call. 
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e want to take this opportunity to thank you for being part of the NAA fam­
ily. Without your support, we could not continue to facilitate the vital con­
nections our association needs to move towards the growing trends. As a 

member of our worldwide community, you ARE making a difference. 
Start the new year in a special way by helping a fellow Auctioneer who could benefit 

greatly from membership in NAA. What better way to give to someone who has "every­
thing" but hungers for the connection to our family, or someone who is concerned 
about the future of our industry. It's perfect for someone whose curiosity leads them into 
the desire to have more education, or just about anyone that wants to connect with the 
lifeblood of our industry network. The more voices we have coming together the more 
we will be heard by the public. 

The NAA will connect your family members, support staff, realtors, attorneys, and 
bankers to the latest insights on on-line auctions, real estate auctions, and cutting edge 
marketing ideas. They'll learn to bridge traditional live auctions with cost saving on-line 
solutions. They'll keep current with the latest books, articles, and media that are shap­
ing our world. Most importantly, they'll become connected to a global community of 
marketing pioneers, each contributing in their own way to 
the emergence of a new era of the traditional "auction 
method of marketing." 

Call us with details at (913) 541-8084, x 15, and we will 
mail them a "NAA gift of membership card." For even faster 
response you can order online at www.auctioneers.org. 

"I gave the gift of membership one year and it was the most 
rewarding thing I could have done for all of us involved. I 
learned of an Auctioneer that had major medical issues, had 
a young family to feed, and were at a time in their lives (I am 
sure we have all been there), and all I could think about was 
how I can help boost them with their auction business. They 
couldn't thank me enough because their NAA membership 
was one of the things that they would have had to let go. 

They are still going strong in the auction business now and 
are still always grateful to me whenever we see them at the 
state association meetings. And you know what? I have never 
missed the money that it took to sponsor them, but it makes 
me feel good every time I see them to this day and know that 
I may have contributed in a small way to their continued suc­
cess. The best part was telling this story to my son and the 
look he had on his face." 

Roger Hansen, Hansen & Young Auctioneers 
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DAVID HANNEMAN IS THE NATIONAL 

AUCTIONEERS FOUNDATION 

DEVELOPMENT DIRECTOR 

Dear friends, 
The National Auctioneers Foundation (NAF) is one of the best-kept secrets in the 

auction industry. I know that this statement sounds cliche; however, nothing could 

better describe the NAF. Many of the National Auctioneer Association members 

know the foundation exists, but its purpose and value to some is still unclear. To 

some of our friends, the foundation has been viewed as merely a support mechanism 

for the Hall of History, but the foundation is emerging as an exciting, innovative 

catalyst to the auction industry through its support of leading-edge research and 

education initiatives for NAA members. 
I thought it appropriate to share my thoughts on NAF since I have recently joined 

the foundation team as Director of Development. For more than two decades, I 

have helped organizations such as NAF fulfill their missions, visions and purposes 

through thoughtful and strategic development and communications programs. 

The National Auctioneers Foundation will expand its role in these areas during 

the next several years due in part to the success of the Investing in Our Future cam­

paign. Through the effort, the foundation has raised a portion of the required 

resources to enhance its support for historic preservation, education and research. I 

note that the monies secured to date represent only a "portion" of the required 

resources because this national initiative is not complete. In the coming months, it 

is my aim to challenge all NAA leaders, members and supporters to become a part 

of this historic achievement by pledging their support. 
As we fast-forward in time, my vision for the foundation is a simple one - to be 

the primary source of support for innovative programs and ideas that promote pos­

itive results within the auction industry. 

To accomplish this, my aim is to focus on five core goals: 
1. To support the NAA as the main repository for information that pre­

serves, promotes and drives the auction industry; 
2. To generate the necessary resources to fund quality education and 

research offerings that enhance the value of NAA member services; 

3. To communicate the foundation's value to the entire auction community; 

4. To involve more NAA members in foundation activities; and 

5. To be a prudent steward of the resources entrusted to the foundation. 

By achieving these goals, NAF will fulfill its mission and better serve NAA mem­

bers as an agent of positive change within the auction industry. Success will be 

dependant upon the generosity and support from individuals who share a commit-

continued on 23 
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CARRIE STRICKER IS 

NAA'S DIRECTOR OF 
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SHOW 

18 

ls a. te~t ~a. to a.tten 
et 

200 

' When you receive your Conference and Show brochure with next month's 
issue of Auctioneer, make sure you check out the newest addition to the reg­
istration form. 

Along with the Full Pack, Super Saver 1 and Super Saver 2 registration 
options, you'll also see the new "Conference and Show on a Shoestring 
Budget package." 

NAA has done all the legwork for you. The Conference and Show on a 
Shoestring Budget package includes everything you need for an amazing con­
ference experience. It is one-stop shopping. With a rate of $1,250 per per­
son, 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 Town and Country Resort in San Diego 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. 
• Lunches on the trade show floor. 

For even better value, members signing up for the Conference and Show 
on a Shoestring Budget package can register a spouse, family member, friend, 
or colleague with the Companion Rate package. This $750 package provides 
your companion with a Super Saver 2 registration package, airfare, airport 
transportation, trade show access, trade show lunches, and a fabulous 
Conference and Show experience. 

Once you sign up for the Conference and Show on a Shoestring Budget 
package, NAA Travel will contact you to help you with your airline reserva­
tions and hotel accommodations. 
To be eligible for this 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 per Shoestring Budget package pur­
chased. 

Accommodations are for a standard room and roundtrip airline tickets are 
for a one-leg trip to/from San Diego from anywhere in the continental 
United States. 
Take advantage of this great comprehensive package and experience premier 

educational programs, inspiring speakers, unique networking opportunities, 
and the most comprehensive tradeshow in the auction industry at NAA's 
58th International Auctioneers Conference and Show. 
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n November a shift in the political landscape took place as voters turned out 
in unprecedented numbers to cast their vote for the 110th Congress. The 
Democratic Party took control of both the House of Representatives and the 

Senate. 
The new legislative session began on January 4th. Are you ready to build relation­

ships and advocate on behalf of your profession with your newly-elected officials? 
Taking a proactive approach to building relationships with the newly-elected 

110th Congress and educating them about the industry is easy. The time you spend 
getting to know them and educating them about the industry is invaluable and can 
mean better business practices for you. 

What can you do to educate and build relationships with your newly-elected offi­
cials? It is easier than you might think. The most important and beneficial task you 
can do is to meet directly with your lawmakers. This unique opportunity is vital 
because it allows you to communicate the impact and the role the auction industry 
has on the economy. 

By personally meeting with your elected officials, you establish a line of commu­
nication that might not previously been there. This lets the officials know that you 
and the NAA are resources to help them on legislation that might impact the auc­

tion industry. 
Besides meeting with your elected officials, the NAA provides several tools to help 

you learn about the new Congress and tips on what you can do to inform Congress 
about the auction industry. Some suggestions are listed below. 
• Read about your Elected Officials: Visit the NMs Auction Action Center's 
Elected Officials section to learn more about your new and incumbent elected offi­
cials. Read up on their backgrounds, where they stand on various issues, and see 
what committees they sit on. 
• Monitor Congress' votes: Sign-up for Vote Monitor in the NMs Auction Action 
Center. This tool allows you to track how your elected officials vote on issues once they 
take office. Select "Mega Vote" at the bottom of the Auction Action Center's page . 
• Invite them to your auction: Invite your newly-elected officials to one of your auc­
tions. This will give them the opportunity to see what takes place at an auction. 
•Add them to your mailing list: Be sure to add your elected officials' (both federal 
and state) to your mailing list. This will keep them informed· of what is taking place 
in their district, and they might be interested in attending one of your auctions. 

When Auctioneers take time to talk with lawmakers and build personal relation­
ships, the auction industry and auctioneering profession benefits. These personal 

Auctioneer January 2007 www.auctioneers.org 

... 



relationships are vital to protecting the 

interests of the auction industry; especial­

ly when legislation and regulations are 

introduced that directly affect your job. 

By joining together, we have the 

opportunity to create positive change 

for the auction industry. 
For more detailed information about 

how you can better educate and estab­

lish a relationship with your Members 

of Congress, contact Erica R. Brown, 

Public Affairs Manager at (888) 541-

8084, ext. 31 or ebrown@auctioneers.org. 

To locate the NAA's Auction Action 

Center, log into the NAA's website 

www.auctio.neers.org and select 
"Government Relations" on the left 

side. Click on the '~uction Action 

Center" link once you land on the 

Government Relations homepage. 

Type in your zip code in the "Congress 

and President" section for federal elect­

ed officials and select your correspon­

ding state to see a list of your state elect­

ed officials. 

www.auctioneers.org 
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• Wife, Carrie, and son, Rhett. 

• 25 years of service to the auction industry. 

•Co-owner/Partner in family auction business. 

•BS degree from Western IL University in 1990. 

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

•Life member of the NAA. 

• Certified Auctioneers Institute candidate. 

•Member of NAA Fun Auction Committee - 3 years. 

•Member of NAA Long Range Planning Committee. 

•IL State Auctioneers Assoc. Board Member. 

• 2006 /AC Finalist. 

• Church Elder. 

• Past VP National Jr. Polled Hereford Board. 

• 4-H Club Congress distinction. 

•National qualifier 4-H public speaking & demo. contest. 

• FFA State Farmer degree. 

• Member of Masonic Lodge. 

, •Proudly supported by the IL State Auctioneers Assoc. 
'-------~~~-~~~ 
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SHARON HIISMAN, OF 

GALT, CA, IS PRESIDENT 

OF THE AUXILIARY TO 

THE NAA. 
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s a high school teacher, I almost physically cringe when I hear one of my 
students say that they are not going to continue their education because of 
the cost. · 

I agree with them that higher education is expensive, but I do everything I can to 
try to help them understand that the cost is worth the time, effort and money that 
they will spend. While their focus is primarily on the cost, my goal is to show stu­
dents the value of education. 

Today's working professionals readily recognize not only the value of education, 
but also the benefits of continuing education. Professional Auctioneers are no excep­
tion. The NAA Education Institute provides an incredible array of seminars and 
symposiums, certificate courses and designation classes throughout the year for pro­
fessional Auctioneers at every 
level of experience and expert-
ise. The accumulated value of 
this continuing education is 
apparent with the rising level 
of professionalism throughout 
the auction industry. 

As the Auctioneer's profes­
sionalism increases, so must 
the professionalism of his 
en tire auction team. Because 
the majority of our member­
ship is comprised of auction 
team partners, the Auxiliary to 
the NAA actively supports and 
encourages continuing educa­
tion for members. Now is the 
time for Auxiliary members to 
take advantage of the many 
educational opportunities 
offered. 

oul mem ers s 
consider is the 
Auction 
A • • 

mznzstrator 
Certi icate roram. 

One such program that Auxiliary members should consider is the Auction 
Administrator Certificate Program. This program was designed by the NAA 
Education Institute specifically for auction staffers. 

At the coming 58th International Auctioneers Conference and Show in San 
Diego, CA in July 2007, two seminars will be presented by Auxiliary members that 
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deal directly with auction team member issues. Barbara 

Ruhter will be covering the topic of clerking and cashiering, 
and Annette Wells and Jane Aumann will discuss auction day 
procedures. 

These are just a few of the many continuing education class­
es that are available to Auxiliary members. Just as I do with 
my high school students, I want to remind you of the value of 
education. You may believe that you already know all there is 
to know about the seminar topics mentioned above. I some­
times feel that way when attending the annual teacher's con-

. ference. However, I love the classes or seminars when some­
one teaches me how to do something that I am already doing 
better or more efficiently. I love the innovative ideas that help 
me to teach more effectively. I love the little inside tips that 
come from experienced professionals. Most of all, I love the 
opportunity that classes and seminars allow me to make per­
sonal connections with other educators. 

Do not let anything -- cost, time, effort or attitude -- keep 

you from raising your personal level of professionalism in the 
auction industry. Continuing education will be a valuable key 
to your success! 

ment to enhancing the auction profession. There are many 
ways to participate in foundation activities and you must 

decide what is right for you. Giving opportunities include: 

• Year-end appeal sent out in December, which pro­
vides critical funding for priority projects; 
• ''Investing in our Future'', which is producing 
pledged resources to conduct vital initiatives in the 
coming years; and 
• Special events and activities conducted throughout 
the year that support specific programs and services. 

Listed on page 17 are several contributors who have already 
stepped forward in support of "Investing in our Future." 

These critical gifts will support our agenda for many years to 
come. On behalf of the NAF board, I thank them for their 

• commitment to our success. 

Thank you all and have a blessed and prosperous new year! 

David Hanneman 
NAF Development Director 
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KURT R. BACHMAN IS 

AN ATTORNEY AND 

LICENSED 

AUCTIONEER FROM 

LAGRANGE, IN. HE CAN 

BE REACHED AT 

(260) 463-4949 OR 

KRBACHMAN@ 

BEERSMALLERS.COM 

Advice in this column 
Kurt R. Bachman and Beers 
Mallers Backs & Salin, LLP appre­
ciate the opportunity to review and 
answer legal questions that will be 
of interest to Auctioneers. The 
answers to the questions are 
designed to provide information of 
general interest to the public and 
is not intended to offer legal 
advice about specific situations or 
problems. Kurt R. Bachman and 
Beers Mallers Backs & Salin, LLP 
do not intend to create an attor­
ney-client relationship by offering 
this information, and anyone's 
review of the information should 
not be deemed to create such a 
relationship. You should consult a 
lawyer if you have a legal matter 
requiring attention. 

Kurt R. Bachman and Beers 
Mallers Backs & Salin, LLP also 
advise that any information you 
send to Auctioneer shall not be 
deemed secure or confidential. 
Please visit one of our offices to 

I 

ensure confidentiality. 
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Meaning of reserve auction and opening bids 
In California, where I live, there is no auction license law, only a requirement for 

an Auctioneer bond, which for about $300 to $400 can be obtained by anyone. 
Due to the real estate slump here, a lot of real estate agents are advertising them­

selves as Auctioneers with or without the Auctioneer bond. The terminology they 

are using seems very misleading. As an example: 
*Absolute Auction (subject to lender approval in small print) 
*Sold To Highest Bidder (reserve auction in small print) 
*Opening Bid $150,000 -- Listed at $300,000 (Reserve Auction in small print.) 

I am particularly interested in knowing your opinion is about the "Reserve 

Auction" versus "Minimum Bid Auction." Per the Glossary of Auction Terms on the 

National Auctioneers Association's website, an Opening Bid is "The lowest accept­
able amount at which the bidding must commence." In ·this case, where the 

Auctioneer is saying this is a reserve auction, is the wording "Opening Bid" indicat­
ing that this is the "minimum" acceptable amount?" 

The Auctioneer would not indicate any minimum on the reserve auction and said 

that the "Opening Bid" is just were they were starting the bidding and had nothing 

to do with a "minimum" since it was a reserve auction. I see this as misleading buy­
ers to come because the "Opening Bids" where around half of what the list price was 

(these properties were all listed on the MLS) and according to the Auctioneer there 

were no minimums set on the reserve auction. Please clarify the usage of these terms. 

Leslie Cary 
NorCal Auctions, California 

Answer: The NAA Code of Ethics defines an "absolute auction" as "an auction 

where the property is sold to the highest qualified bidder with no limiting condi­

tions or amount." The term "reserve auction" is defined as "an auction in which the 

seller retains the right to establish a minimum price, to accept or decline any and all 

bids or to withdraw the property at any time prior to the announcement of the com­
pletion of the sale by the Auctioneer." The language used in an auction advertise­

ment is important. Two of the advertisements raise a concern. 
The first advertisement referenced, ''Absolute Auction (subject to lender 

approval)," is unethical and misleading. There is no such thing as a hybrid absolute 

auction or an absolute auction subject to the approval of the lender or anyone else. 

The sale is either absolute or not. There is no middle ground. This type of sale 

would be misleading to a buyer and is unethical. In these instances, an aggrieved 

buyer may file an action seeking specific performance by the seller. 
The "Sold to Highest Bidder" language could result in the conversion of the auc­

tion to an absolute auction - particularly if the "reserve auction" notice is not con­
spicuous. Auctioneers should avoid language that would indicate that the property 

must be sold to the highest bidder. There have been cases where Auctioneers inad­

vertently converted an auction with reserve to an absolute auction by using language 

that suggested the sale was an absolute auction. Carefully selecting the language you 

use in an advertisement will help avoid costly litigation. 
I am not as concerned about the "Opening Bid $150,000 - Listed at $300,000" 

advertisement. This advertisement simply states that the property has been listed at 

$300,000 and that the Auctioneer will begin bidding at $150,000. The advertise­

ment does not contain language that implies it is an absolute auction or that it is 
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anything other than a reserve auction. 
In a reserve auction the Auctioneer has complete discretion 

to decide where to begin the auction. There are two schools of 
thought on this issue. Some Auctioneers prefer to begin bid­
ding at the reserve price while other Auctioneers prefer to 
begin bidding below the reserve price in an effort to gain 
momentum and exceed the reserve price. The opening bid 
does not have to be the reserve price. An Auctioneer can start 
the bidding at, above, or below the reserve price. 

It is also important to remember that an Auctioneer has 
obligations to his or her client. Auctioneers, as the seller's 
agent, are bound to act on behalf of the seller as authorized by 
the auction contract. Auctioneers also have a fiduciary duty to 
act on behalf of the seller. So, an Auctioneer would not have 
the authority to advertise the sale as absolute when the seller 
wants to conduct a reserve auction. 

Auctioneers should consider their obligations to their client 
and to the public before advertising a sale. 

Storage auctions regulations 
Many storage companies have their managers conduct stor­

age unit auctions, some every month for multiple locations. 
This seems to be a violation of state auction laws. 

If this isn't, is it okay for an Auctioneer to buy the storage 
units and resell the items at a weekly auction in their auction 

center? I think many Auctioneers could supplement their 
income doing storage auctions for storage companies. I know 
the storage company managers are doing storage auctions in 
Indiana, Illinois and Ohio. 

I'm in Michigan and we don't have an auction law, so this 
doesn't affect me. But I've given members of my CAI class 
information about this. In Illinois, two companies each have 

over 40 locations, that's many auctions not being done by 
Auctioneers. 

Wayne Blair, CAI 
Blair auction and Appraisal LLC., 
Michigan 

Answer: A majority of states do require Auctioneers to be 
licensed in order to conduct lawful auctions. Most, if not all, 

of these licensing laws have a few exceptions to the licensing 
requirement. The five most common exceptions to the licens­

ing requirement include the following: (1) any auction con­
ducted by or on behalf of a· charitable organization; (2) any 

individual who offers his or her own goods at auction; (3) an 

continued 
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auction conducted by or under the direction of any public 
authority; ( 4) an auction conducted by or on behalf of a per­
son appointed by judicial order or decree; and (5) any sale 
required by law to be an auction. These laws usually do not 
have an exception for storage companies - so these auctions 
depending on state law, may need to be conducted by licensed 
Auctioneers. 

I also agree that many Auctioneers could obtain additional 
business by expanding to do storage auctions for storage com­
panies. While storage auctions present new opportunities, 
they also present new risks. Auctioneers should conduct some 
due diligence and learn more about storage auctions before 
making the jump. 

Foreclosure auctions 
There have always been many foreclosure auctions where I 

live, in Hawaii. All seem to be conducted by lawyers or 
Realtors, virtually never by Auctioneers. These auctions could 
be done so much better by a professional Auctioneer, in my 
opinion. How do we get the law to require Auctioneers to be 
involved or hired? 

Joe Teipel 
Hawaii 

Answer: It would be difficult to change the law to require a 
licensed Auctioneer to conduct all foreclosure auctions. I 
think you would end up fighting the local bar associations and 
Realtors in Hawaii to change the law. As I mentioned above, 
most states have exceptions to the licensing requirements for 
sales made under the direction of the court. A foreclosure 
action usually results in a judicially ordered sale of the prop­
erty that generally falls within one of the exceptions. 

In order to ensure that the foreclosure auctions are conduct­
ed by licensed Auctioneers, existing law would need to be 
modified. Auctioneers in Hawaii would need to make sure 
that there is no exception to the licensing requirement for 
sales made under the direction of the court. Hawaii 
Auctioneers may also seek to insert a requirement for foreclo­
sure auctions to be conducted by a properly licensed 
Auctioneer. 

If you are serious about your desire to change the law, then 
you should start by locating other Auctioneers in Hawaii that 
support the change. You should also contact the Hawaii 

, 

Auctioneers Association to see if they would be willing to sup­
port the change. After you have gathered support for the pro­
posed amendments, you should write to and contact key leg­
islators. A member of the Hawaii House of Representatives or 
Senate will be required to sponsor any proposed legislation. 
You may also want to write a letter to Governor Linda Lingle 
to determine whether she would support the change. 

Is appraisal of fair market value required? 
I have always heard that divorce cases require appraisals to 

be done in fair market value, but I have spent some time look­
ing for a reference to such a rule and I can't seem to find any­
thing except other appraisers stating it as fact. Can you pro­
vide a legitimate reference to such a rule? 

Chad Ehli 
Cascade Auctions 

Answer: The legal procedures for obtaining a divorce and 
property settlement vary in each state. I generally do not han­
dle any divorces cases. I have had an opportunity, however, to 
discuss this issue with other members of Beers Mallers Backs 
& Salin who do handle divorces and obtain some general 
information for you. 

In Indiana, for example, there is generally no requirement 
for personal or real property to be appraised. The Court, how­
ever, is required to divide the property in a just and reasonable 
manner. The Court may divide the property among the 
spouses in any of the following manners: ( 1) division of the 
property in kind; (2) setting the property or parts of the prop­
erty over to one of the spouses and requiring either spouse to 
pay an amount, either in gross or in installments, that is just 
and proper; (3) ordering the sale of the property under such 
conditions as the court prescribes and dividing the proceeds of 
the sale; or ( 4) ordering the distribution of benefits that are 
payable after the dissolution of marriage, by setting aside to 
either of the parties a percentage of those payments either by 
assignment or in kind at the time of receipt. 

A party to a dissolution proceeding in Indiana would gen­
erally engage the services of an appraiser when there is a valid 
dispute over the value of property. Auctioneers should contact 
an attorney licensed in their jurisdiction to determine whether 
state law requires an appraisal and determine whether there 
are any special procedure when selling property in a divorce. 
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TAKE A BREAK AND CALL OUR PROMOTION SPECIALISTS. NOT ONLY CAN THEY GET YOU 

NATIONAL COVERAGE IN "ANTIQUE TRADER" - BUT THEY CAN ALSO PULL A SCHEDULE 

TOGETHER FOR "ANTIQUE TRADER'S COLLECTOR PRICE GUIDE" - "THE ANTIQUE 

JOURNAL FOR THE WEST COAST" - "ANTIQUE & COLLECTABLES MONTHLY" - AS WELL 

AS OUR SOUTHERN BELLE "ANTIQUE REVIEW:' 

CALL & ASK FOR MORE DETAILS ABOUT OUR "PICNIC PACKAGE". 

1-888-457-1873 

A MEMBER OF THE KRAUSE PUBLICATIONS FAMILY. 
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That's exactly what our exciting new service is about - delivering 
more bidders and higher hammer prices to every sale. Building 
on top of an already robust technology platform, NAALive Gold 
goes beyond a standard online broadcasting service to give you 
maximum exposure for your auctions. 
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Of America 



mong the large auction operations in the 

world, Shipshewana Auction Inc. stands 

in a unique position and uses several 

successful business practices that 

auction firms of any size can learn 

from. 
Consider the complex that owners Kevin Lambright 

and his brother Keith Lambright run: an indoor week­

ly consignment auction with up to 12 Auctioneers sell­

ing at the same time each Wednesday, an outdoor flea 

market with hundreds of booths operating May 

through October, two weekly livestock auctions, a 

weekly hay auction; a hotel to serve visitors, a restau­

rant, and a separate antique gallery to sell antiques by 

retail. 
With this complex at the center of the small town of 

Shipshewana, IN, the town swells from its permanent 

population of 550 to serve hundreds of thousands of 

visitors each year. In the heart of Amish and 

Mennonite country, the town also has 95 specialty shops 

featuring handcrafted furniture, clothing and baked goods. 

In the center of town is the Shipshewana auction center, 

with 137 employees in winter and up to 310 in summer. 

And overseeing the operation is Kevin Lambright, 48, pres­

ident of Shipshewana Auction Inc. Brother Keith, 51, is vice 

president and is the Auctioneer of the livestock and hay auc-
• tions. 
When Auctioneer magazine visited the Wednesday auction 

of Miscellaneous sand Antique items last month, six 

Auctioneers were selling a vari-

ety of antique furniture, toys 

and other items as attendees 

stood in close circles around the 

Auctioneers in different corners 

of the large auction barn, an 

80' by 200' enclosed facility, 

heated in the winter and 

opened in summer to allow 

breezes in. 
Lambright explained what 

draws hundreds of buyers and 

sellers each week, even in the 

cold Indiana winter. 
cc Dealers find us to be a good 

outlet for estates they buy. They 

are able to sell their items and 

get a check within 60 minutes. 

They really like that fast serv­

ice. People want their money 

fast. A high percentage of our 

continued 

Above: Auctioneer Harvey Lambright has sold at 
Shipshewana for 51 years. 

Below: Arial view of the Shipshewana auction barn. 

Opposite: Kevin Lambright, right, is president of 
Shipshewana Auction Inc. His brother, Keith, left, is vice 
president . 
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Keith Lambright, above, conducts hay auctions each 
Wednesday and livestock auctions, below, on Wednesdays 
and Fridays. 

consigners are dealers from Illinois, Ohio, Michigan, Indiana, 
Missouri and Arkansas. Some are families selling an estate." 

And, many of the buyers are also dealers searching for items 
for their antique stores or booths in antique malls. But atten­
dees also include families, couples and individual tourists 
coming to town for the thrill of attending a busy auction. 

"We sell mission style furniture, glassware, pottery, tins, 
almost everything," Lambright said. "We have family friend­
ly merchandise. I reject things with nudity and some things 
that are alcohol related. I'm not bashful about that." 

And a strong ethic of treating buyers and sellers complete­
ly honesty is at the core of the Lambright operation. 

"You can shear a sheep every year, but you can only skin 
them once," he said. "If you cheat someone, they won't come 
back to do business with you. We want to treat people right 
in everyrhing we do." 

He's also blunt and honest about merchandise people want 
to sell. 

"If we take a garage sale load, I tell people nicely that there 
is a $25 dump fee because we feel some things won't sell." 

Connected to that is the company's mission statement: "To 
bring together sellers and buyers in an efficient operation in a 
high volume market; and to ensure mutual satisfaction of all 
parties in transactions that will promote an enjoyable visit to 
Shipshewana." 

Lambright also discussed the company's supporting values, 
including a reverence for God, he said. 

"We do monthly and weekly (staff) meetings where we talk 
about our mission statement and our desire to strive for excel­
lence," he said. 

Auctioneers are paid a set amount to work the day, plus earn 
tips from the consigners, and get good exposure to potential 
clients. 

"Some of our Auctioneers get auctions from the contacts 
they meet here," Lambright said. 

The longest-serving Auctioneer at Shipshewana is Harvey 
Lambright, CAI, AA.RE, GPPA, CES, who has been selling 
there for 51 years. 

"It was my first job out of Reppert School of Auctioneering, 
and I'm still here!," He said as we walked out on the auction 
floor moments before selling. 

Harvey Lambright (who is not directly related to Kevin or 
Keith) said he believes the company is so successful because 
"It has a history of being built up, of working to get enough 
people to bring and sell items, and the practice of paying sell­
ers within 30 to 60 minutes has been very successful," he said. 

• 
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Lambright, president of NAA in 1978-79, said he has seen ' 
changes in prices and merchandise over the years. 

"Cut glass prices are down now. The younger generation is 
not buying it now. Some furniture is down also, but oak sells 
well. We've got a good variety of merchandise here and we're 
always trying to get good quality items all the time." 

www.auctioneers.org 



Dealer comments 
Ziggy Ziegler, an antique dealer from Detroit, comes almost 

180 miles every week to Shipshewana to sell. As he stood 
beside his square area of items, he commended the auction 

• 
operation. 

"I drop off merchandise on Tuesday and get my money an 
hour after my section sells on Wednesday. Anybody who does­
n't come here to Shipshewana is missing it! There is different 
merchandise each week. One dealer brought a 28-foot trailer. 
Another dealer had so much it took one Auctioneer from 8 
a.m. to 4 p.m. one day to sell just that dealer's items." 

Marilyn Hedges, a dealer from Grand Rapids, MI, said "I 
come looking for Indian items. I like the thrill of the hunt to 

find things here." 
Dave Berens, of Massillon, OH, a dealer and Auctioneer, 

worked as ringman in his area as Auctioneer Dawn Wilfong 

sold his items. 
"I like the live impulse buying that occurs here by the 

crowd," Berens said. "I sold an O'henry candy sign today for 
$325, a pretty good price. Like anywhere, prices vary. The 
market for antique toys, for example, is lower now because the 
buyers are dying off. But I really support Shipshewana. I like 
to get my check soon after I'm done and I drive straight to the 
Shipshewana bank and cash it." 

Berens said he never picks items out of his collection to place 

on eBay, or other online sites to sell, unless they are highly 
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unusual and very likely to sell higher than he can get at 
Shipshewana. He does not want the hassles of postings and 

the delays in getting paid, he said. 
On this day, an antique toy fire truck sold for $27.50 at 

Shipshewana. A wood carving sold for $45. Antique furniture 

dressers sold for $400 to about $800. 
Non-dealer attendees said they also enjoyed the auction. 

"We're farmers from Angola," said two older men from the 
nearby town. "We're just here looking and to meet a friend." 

Children of attendees also wandered from section to section, 
looking at toys and learning about furniture from parents 
describing different styles to the children. Amish persons are 
not a big part of the buyer base for the antique auction, but 
they are vital to the livestock and hay auctions. 

"Any we employ many of the Amish people in our restau­
rant and housekeeping positions. They are hardworking, won­
derful people," Lambright said. 

Building on the past, looking to future 
Kevin Lambright attributes the success of the Shipshewana 

company to good decisions made by earlier owners who built 
the company, but admits he also pays attention to detail, tries 
to make good decisions daily, and is a dreamer with visions for 
the company's future. Kevin has a high school degree, but did 
not attend college or auction school; and instead has focused 

continued 
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Kevin Lambright, in his office. 

••••••••• --r.:• •• ,..._. calendar tour groups 
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The business office. 

on hard work, good business relationships and growing the business with 
solid practices. 

The company does most clerking manually, but rapidly and efficiently, 
and he is considering implementing computerized clerking. The firm 
does not create a catalog for its weekly auctions, but does produce cata­

logs for specialty auctions. The company's website (at 
http://www.tradingplaceamerica.com/) describes the compa­
ny's many facets. 

Lambright says his next project this year will be to try to 
do a live Internet broadcast of some items in the weekly 
Wednesday auction to offer bidding live to people around the 
world. 

"I like to dream and try new things, so let's try the next day 
online auction. Sellers will bring in furniture by 2 p.m. 
Tuesdays so we have time to shoot photos and post the items 
on our 'website. Then at 10 a.m. Wednesday we'll have the 
furniture auction with an absolute section (no minimum 
price) that we'll broadcast live to take bids online and on the 
floor, and the furniture will sell to the highest bidder. Some 
people tell me this won't work because there's not much time 
for interested buyers to look up (comparable) values. But 
there is not time in the live auction now." 

The live broadcast of some parts of the antiques and miscellaneous auc­
tion will bring in new customers and greater exposure, he says. 

"It will reach people who have never been here and will increase their 
interest in coming to Shipshewana. It will help our tourism," Lambright 

said. 

RVS directions area info contact us 
In fact, Lambright feels 

that eBay and other online 
auction sites have not hurt 
the volume of business at 
Shipshewana because some 
dealers may sell items on 

eBay. The weekly auction still grosses hundreds of thousands of dollars 
each week. 

"I don't think eBay has hurt our live auction at all. Sellers want their 
money quick and know they get it here. We had one case where an 
art print sold here for about $6,300 and then sold a short time later 
on eBay for about $63,000, but that was the best advertising we 
could have. People think they can come here and find something 
like that ·to turn around and sell for more." 

Lambright says online auctions will not replace live auctions. 
"People continue to enjoy live auctions as a social gathering. 

Although that aspect is not as strong as in the old days, people are 
still intrigued and enjoy that, so the live auction will continue." 

Lambright also plans to improve the flea market by adding more 

• 

shaded areas to keep people out of the sun. ' 

Livestock auctions 
The Wednesdsay miscellaneous and antiques auction is augment­

ed by the 10 a.m sale of hay each Wednesday. A row of trailers of 
hay is lined up outside the auction barn as Keith Lambright walks 
the row of trailers selling each group by the ton. He moves quick­
ly and smoothly through the row as the crowd gathers around. 
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At 11 a.m. he sells feeder pigs in his auction 

barn, seated above the ring as groups of pigs 
move in and out of the arena. At 12:30 he sells 

feeder cattle; followed by the 2:30 sale of sheep, 

lambs and goats; and the 4 p.m. sale of cattle. 
A horse auction each Friday begins with tack 

at 9 a.m., loose horses at 10:30, driving horses at 

11 a.m., and then saddle horses and ponies at 

noon. 
There are two special sales held each ·year on 

Good Friday and the day after Thanksgiving. 
These are large sales, more than 500 horses, with 

tack and ponies sold also. Barns behind the live­

stock auction arena house the horses brought in 

on Thursdays. 

History of the company 
The phenomena of the Shipshewana auction 

began small in 1922 when George Curtis sold 

six pigs, seven cows and several cattle at his home in the first 

auction there. 
"Then he began selling livestock and few fenceposts out of 

the back of a wagon, and it spun off from there and kept 

evolving," Lambright said. In 1926 Curtis build a barn at the 

site to hold auctions in. 
In 1946, Curtis sold the business to Fred Lambright (grand­

father of Kevin and Keith), who built a new barn on the pres­

ent location and sold livestock. In 1947 the flea market 

was operating and sellers continued to sell out of their car 

trunks. 
In 1961 the business was bought by Fred's nephew, 

Walter Shrock. In 1981, the company was bought by 
Robert Lambright (Fred's son) and Robert's sons, Kevin 

and Keith. In 1992 Robert Lambright passed away, and 

the sons became the owners. 
In 1997, Kevin built the hotel across the street, the 

Farmstead Inn, which now includes 154 rooms, a confer­

ence center and indoor swimming pool. 

"It was part of my dream," he said. "People were stay­

ing in Angola and other cities nearby. I thought 'Why 
aren't they staying here?" 

In 1998 he built a 31 ,000-square-foot antique gallery 
built next door to Farmstead Inn. 

The Shipshewana auction continues as one of the most 

unique and multi-faceted auction complexes in the world. 

For more information on this business and the town of 

Shipshewana, visit these websites: http://www. trading­

placeamerica.com, http://www.shipshewana.com/ . 

• 

Story by Steve Raska, editor. Photos by Steve Raska and 

some provided courtesy of Shipshewana Auction Inc. 
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Horse-drawn buggies of Amish attendees are parked. 

Furniture is an important part of the operation. , 
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By Billie Shelton 

Auctioneer Curtis Paige has the 
answer for everyone who has ever 
wondered why foreign language 
classes are important in school, or to 
those parents who have inquired of 
their college student, "What are you 
ever going to be able to do with a 
degree in Spanish?" 

His reply? Become an Auctioneer. 
For several years, Paige, of Fort 

Wayne, IN, has been calling auto 
auctions in English and Spanish in Fort Wayne and nearby 
Gas City. He enjoys it and readily admits the idea of becom­
ing an Auctioneer, and a bilingual Auctioneer, never crossed 

SHOW EVERYTHING 

Our virtual tours and websites can help you showcase 
your properties, homes, the contents inside a home, 
or anything else-before the auction even starts. 

Get more information or view some sample tours at 
www.justsnooping.com/auctioneer or call us at 
(509)926-7665. 
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his radar screen as he considered 
• 

career options. 
"I didn't have a clue what I really 

wanted to do, even though I had 
some college business administration 
courses," said Curtis, 29. 

Most of his education in Spanish 
took place on the streets as he was 
growing up, rather than in the class­
room. 

"I worked for a car dealership for 
several years and got into going to the auctions. Then it 
became interesting how the business worked. So when I got 
the opportunity four years ago to actually work with the com: 
pany in Gas City in the ring translating, that's how I got start­
ed doing this." 

Although working as a bilingual Auctioneer is what Paige 
calls "a continuing educational process," after several years of 
doing bilingual auctions for Care Auto Auction in Gas City 
and Fort Wayne Vehicle Auction he enrolled in Reppert's 
Auction School in Auburn, IN in 2004. 

Paige, who has been around cars all his life, got his start in 
the ring calling what's known as reruns, the vehicles that go 
across the auction block a second time. He also did plenty of 
personal property auctions in Indiana and Ohio to work on 
translating English and Spanish while auctioning. Now that 
he has several years of experience behind him, Paige can auc­
tion in both languages at the same time, switching back and 
forth between the two, or can call an auction entirely in 
Spanish or English. 

"I have to look out there and see what types of buyers I 
have," he explains about how he decides which language to 
use. He can call bids in either Spanish or English. 

''At first you can trip over your words, but after some time it 
becomes routine," he says of what it's like to do an auction in 
more than one language. 

What reaction does this young Auctioneer get from his skills 
in the ring? "It's a good thing. The Hispanics love it. Many of 
them come to stand at the side of the ring where I am during 
an auction," he said. "It makes them feel more comfortable 
and relaxed with a bilingual Auctioneer or ringman who can 
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speak their language. Being bilingual 

has helped me connect better, to com­

municate more with the customers. I 

try to make them feel as comfortable as 

I can, so speaking the same language is 

one way to do that. 

More buyers 
"More buyers come when they know 

someone is there who can translate and 

can tell them when there's a problem 

with the car," Paige said, noting that 

Hispanics don't seem concerned about 

what race he is or why he speaks 

Spanish with enough fluency to auc­

tion. "Whether you're an American or 

100 percent Spanish doesn't matter as 

long as you can translate for them 

what's going on." 

As an African-American, Paige said 

he has not been subjected to discrimi­

nation in his work, even though he has 

never met another African-American 

Auctioneer in his state. 

"But the door is open and the oppor­

tunity is there," he says. "It would be a 

good thing. We have all kinds of buyers 

at an auction, from age 20 to 70 or 80 
years old." 

Page said that other Auctioneers have 

helped him. "It feels very good to have 

them helping and encouraging me. All 

of these individuals have mentored me 

and helped bring me to where I am 

today. I think discrimination is another 

term for uneducated." 

What counts is being confident in 

what you do, according to Paige. 

"In any profession, no matter what 

race you are, you just have to be good 

and know your stuff," he said. 

When he started bilingual auctioning, 

other Auctioneers flocked around him 

to see if they could understand. 

Sometimes Paige observes other 

Auctioneers who are intimidated by his 

skill, yet "I don't want to push anyone 

out," he said. "I'll help anyone who 

comes to me wanting to learn more 

about bilingual auctioning. I don't dis-

www.auctioneers.org 
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Paige has been working in the field 

long enough that he believes it would 

be beneficial for more Auctioneers to 

learn to auction in Spanish. 

Five year_s from now 

"There's just a huge, huge market for 

Spanish buyers out there. I can see it 

within five or ten years all auctioneers 

should be chanting in English and 

Spanish," he observes. "I would say out 

of all buyers at auctions about one-third 

are Hispanic. It's going to be something 

Auctioneers may be forced to do by the 

company they work for or by someone 

who wants to replace them." 

Other professions already see such a 

need, according to Paige. "Just about 

any real estate company I know of has 

someone there who can translate, and I 

can see that happening within five to 10 

years for auctioneers." 

Being a professional Auctioneer has 

meant a more professional lifestyle for 

Paige, who toys with the idea of one day 

opening a school to teach others to do 

what he does in the auction ring. But 

until then, he'll keep honing his com­

munication skills with all of his cus-

tomers. 

"I try to make the Hispanics feel as 

comfortable as I can, but I do the same 

with anyone who is at an auction. I like 

to go in early before a sale so I can get 

to know who the buyers are. I try to go 

beyond the call, listen, and help them 

out as much as I can. I make myself 

available to the buyers." 

Freelance writer Billie Shelton, of 
Stanhope, IA, has written features on 
many Auctioneers. Photo courtesy of 
Curtis Paige. 

>- Visionary in the Auction Industry 
>- Past President and Chairman of the Board for the 

California State Auctioneers Association 
> 15+ years experience in the Auction Industry 
>CAI Class II in '07 
> Owner of Pacific Auction Exchange, Inc. 

''My goal is to increase membership and involvement 
to the National Auctioneers Association through our 
Franchise Network of Strategic Partners'' 
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business anniversaries 

Curran Miller Auction/Realty celebrates 70 Year 
Anniversary; Hugh Miller celebrates 50 years 

Curran Miller Auction/Realty, a family-owned company in 

Evansville, IN is celebrating 70 years in business. Coinciding 

with the 70 years, Hugh Miller, the son of founding father 

and company namesake Curran, is also celebrating his 50th 

anniversary as an Auctioneer. 

Curran Miller founded the company in 1936, forging a liv­

ing for his family in the wake of the great depression. When 

Curran Miller retired over 30 years ago, Hugh took over the 

business. Regularly working in his father's auctions since he 

was eight and obtaining his Auctioneer's license at 14, Hugh 

has seen the company expand from auctioneering local farm 

equipment in the 1930s to currently using proprietary 

Freedom Tract(TM) auction technology to help sell over a bil­

lion dollars in land across Southern Indiana and the Tri-State 

region and throughout the United States. 
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Hugh works alongside his two daugh­

ters, Wendy and Stephanie, bringing 
another generation of family into the 

auctioneering tradition. Curran Miller 

Auction/Realty employs 8 full-time 

employees who plan and conduct real 
estate, farm land, farm machinery, 

estate, and personal property auctions 

for its private and corporate clients, as 

well as benefit auctions for non-profit 

"It is exciting to be part of the auction business and to see its 

evolution into a high-tech industry," says Hugh Miller, CEO, 

Curran Miller Auction/Realty. "We've never shied away from 

change if it's in the best interest of our customers. For example, 
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users. Visit our website today! 

*User Friendly/Windows Based *Speed up bidder check-in/out 
*Record and store bidder/client info *Manage multiple auctions 
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*Automatic email function *Bad check database 
*Wireless network function *Track expenses by Client 

For more info go to www.tass-software.com or call 
866-609-3994 
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we developed software for our Freedom 

Tract Auction Method to sell multiple 

tracts of land at public auction. This 

method ensures that potential buyers 

have a fair opportunity to purchase the 

land they want and guarantees that sellers 
receive a fair price. Auctioneering comes 

down to helping people. That's why my 
father started this business, and that is 

still our goal today." 

Understanding the needs of buyers 

and sellers and helping the local com­

munity is what moves Hugh to be the 

best Auctioneer he can. He has served as 

president of the National Auctioneers 

Association, the Indiana Auctioneers 

Association, and the Auction 

Marketing Institute. He has also been 

inducted into the Hall of Fame for both 

the Indiana and National Auctioneers 

Associations. Hugh has performed hun­

dreds of fundraising auctions and his 

compassion for people, especially his 

love of family, is one of the qualities 

commented on the most when the 

Miller name is mentioned to those who 

have worked with the company. 

"When I talk about the company, I 

often say that we strive to render a serv­

ice that is pleasing to both the buyer 
and the seller," said Miller. "I like to 

think that we are fulfilling that commit­

ment with a highly trained and com­

mitted team of professionals." 

Curran Miller Auction/Realty applies 

the hard working tenets of the Corn 

Belt to each client. For 70 years, the 

people in this region have relied on the 

Miller family to get the most from their 

endeavors. To learn more about Curran 

Miller Auction/Realty, please visit 

www.curranmiller.com or call (812) 

474-6100. 

www.auctioneers.org 
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At least three types of Internet auctions 
used by Auctioneers with success 
By Aaron Traffas, CES, of Purple Wave Auction, Inc. 

We've all heard of Internet auctions, online bidding or 

streaming auctions in some form. NAA has made the very 

laudable decision to provide unbiased, educational informa­

tion to members to promote a greater understanding of the 

different Internet auction technologies available to 

Auctioneers today. 
I feel it is important to differentiate between the various 

types of Internet bidding currently being used. In this article, 

I briefly describe the differences in the types of auctions. Also, 

Zeljko Stefanovic from Live Global Bid, Inc. will discuss the 

mechanics and positive aspects of real-time bidding, and Steve 

Johnson from AuctionZip.com will discuss the benefits and 

requirements of pre-auction bidding. 

I see three main types of auctions with Internet bidding in 

use today: real-time Internet auctions, Internet only auctions 

and auctions with pre-auction Internet bidding. I have used 

all three types with success. 
1--Real-time Internet auctions 

Also called "live online" or "streaming" auctions, the 

method involves buyers located off-site at their computers 

being able to listen to, and perhaps watch, the auction and bid 

in real time, meaning as it happens. A connection to the 

Internet is required at the auction location to implement the 

Internet bids. Some companies provide a service where they 

will have someone implement the bids from the auction over 

the phone to accommodate those auctions where an Internet 

connection is not available at the auction location. 

2--lnternet-only auctions 
While these are sometimes referred to as "static" or "eBay 

style" auctions, most Internet-only auctions are neither. I cer­

tainly wouldn't consider any auction "static" and, while eBay 

auctions are certainly Internet-only auctions, most Internet­

only auctions used by Auctioneers today are different from eBay 

in several important ways. eBay listings take a significant 

amount of time to create and they all end at a fixed time, allow­

ing buyers to bid at the last moment and "snipe" the item. I 

know that if I'm selling to a live crowd and someone bids, I 

won't say "sold" until I'm sure nobody else is going to bid. 

Many Internet-only auctions have an automatic extension 

feature to simulate this aspect of a live auction, keeping the 

item open for bidding for a specified time after the last bid has 

been placed. Another feature of many Internet-only auctions 

is the ability to stagger the ending of the items so they don't 

all end at the same time, providing buyers interested in sever-

A live streaming webcast of this condominium auction in 
Steamboat, CO, last year was done by these Proxibid 
staffers on laptops. 

al items the opportunity to bid on all they wish. 

3--Pre-auction, Internet bidding 
How many of you accept absentee bids? While all Internet 

bids are absentee bids by definition, the concept of pre-auc­

tion Internet bidding is very analogous to accepting an absen­

tee bid form at any auction. Unlike real-time bidding, which 

accepts Internet bids up until the item is sold, pre-auction 

bidding closes before the auction begins. Buyers give you their 

maximum bids on the items, and the computer provides a 

current price and the winning buyer's maximum price. These 

bids are implemented against the auction crowd. 

• Hybrid auction types 
There are auction methods that do not fall completely into the 

categories listed above. For example, we were recently involved 

in an auction which was both real-time and Internet only. The 

items were shown on the local television station and the bidding 

was all done over the Internet during the auction. There was no 

live crowd, but the interaction between the Auctioneer and the 

bidders was present until the items were sold. 

Not every type of auction is applicable to every situation and 

the benefits and detriments of each have to be weighed when 

discussing options with a potential client. As the technology 
continues to evolve, we will see the lines between the different 

types of auctions continue to blur. 

Details on Real-time Internet Bidding: live 
cameras, audio and bidding (the auto auc­
tion example) 
By Zeljko Stefanovic, Live Global Bid, Inc. 

There are varying degrees of streaming technologies. I'd like to 

explain the differences in the technologies that are currently used 

in the marketplace. Coming from the wholesale automobile 

industry, my experiences will be skewed to this environment. 

Nevertheless, this is a market that posts and sells millions of 

vehicles yearly using one streaming technology or another. 
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Nowhere has the advent of live streaming auctions been 
more accepted than in the wholesale auto auction industry 
where more than 80°/o of all wholesale auctions use one form 
of streaming or another. It is also said that in some cases close 
to 700/o of vehicles in an auction sale have been sold to online 
or offsite bidders. That is certainly not the norm for online 
sales; however, it is not unusual to sell between 10 and 150/o 
of vehicles to online bidders. Thus, live streaming has become 
an invaluable tool to dealers and auctions. 

In the past a dealer would have to leave his business for 
hours or days if he is attending several different auctions. Live 
Internet auctions have allowed him the luxury to make most 
of his inventory purchases without ever leaving his office. He 
can now make his inventory purchases with the click of a 
mouse. There is no need to contend with security at airports 
or crowds at the auction. 

Streaming technologies have allowed the dealer to be placed 
right in the lane. He gets a bird's eye view from a camera locat­
ed in the lane and he can hear all of the action as live audio con­
nected directly to the Auctioneer's microphone is coming 
through his computer speakers. The Auctioneer, on the other 
hand, knows who is logged in, what their credit limits are, how 
long they have been in the sale, as well as a variety of other 
reports all available to the Auctioneer in real time. The bidder 
knows how much money he has left, how much money he has 
spent, and how many vehicles, tractors or D 1 ORs he has bought. 
More information is now available to both the Auctioneer and 
the bidder than ever before. Then how does this all work? 

It all begins at the auction house. A proper Internet connec­
tion is needed in order to have any type streaming solution. 
The size of the connection needed will depend on the quality 
of transmission. In most cases, as a general rule, the better 
quality broadcast you wish to have, the more bandwidth you 
will need at the auction house. 

A streamer is, in most cases, needed at the auction facility -
the audio from the Auctioneer's microphone as well as the video 
from a camera that is located either on the auction floor or the 
auction lane is also connected. This media is then sent to either 
a data centre where servers are located or it is encoded and sent 
directly to the end users. Either method works; however, if 
streaming directly from the auction house to end users, the con­
nection required will depend on how many users are planning 
on attending. The larger the number of users, the larger the con­
nection will have to be. This is not as much of a problem if the 
servers are at a data centre, as bandwidth is much easier to get. 

Once the audio and video are sent to the server and 
streamed to the Internet, users or bidders log into the sale via 
a bidding client. Again there are varying degrees of sophistica­
tion and complexities when it comes to this technology. There 

are Java applets, .NET, Flash controls as well as ActiveX con­
trols. All work very well in delivering rich media directly to -
the users desktop. 

Users must look at quality and delay. The better technolo­
gies deliver a very high quality audio feed - almost CD quali­
ty, and a TV quality video signal. Fifteen frames per second or 
higher should be the measuring stick. As long as the buffers 
are kept to less than a second for audio and video it should 
appear to be almost transparent and should put the bidder 
right on the auction floor. If the delay falls below the one sec­
ond mark, it may cause confusion at the auction house, as 
bids may come in too late to be counted. 

Pre-sale catalogues should be available, regardless of the com­
modity the auction house is selling. Since all purchasing deci­
sions in a live streaming auction are made relatively quickly, a 
catalogue containing as much information about the items as 
is possible will help with the sale. 

In the auto industry, in order to provide a comfort level for 
users, it takes a minimum of 6 images to assist in the selling 
process of a certified pre-owned vehicle and it can take up to 
12 images for a used vehicle. In most cases a very detailed con­
dition report is generated by the auction house. This condi­
tion report goes as far as measuring remaining tread on the 
tires. In these types of sales it is not uncommon for the online 
bidder to have a better and more detailed view of the vehicle 
than if he was actually at the auction. 

Details on Pre-auction Internet bidding 
By Steve Johnson, AuctionZip.com 

Pre-auction Internet bidding simply merges the age-old 
"absentee bid" with the power of the Internet. This type of 
Internet auction allows the Auctioneer to take competing 
online bids up to a predetermined date and time. Some 
Auctioneers will close the bidding hours before the live auc­
tion, while many close the bidding the day before. The 
Auctioneer takes the list of winning online bidders and exe­
cutes their bids against the live auction crowd. 

Although it lacks some of the bells and whistles of real-time 
Internet auctions (streaming audio, streaming video, live bid­
ding), pre-auction bidding has many advantages over the real­
time method. 
• Strong early bidding-- While bidders participating in real­
time Internet auctions often wait to place their bids, pre-auc­
tion Internet bidding forces the auction buyers to place their 
strongest or maximum bid right up front. A well advertised auc­
tion with pre-auction bidding will often have strong competing 

continued on 61 
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Important questions to ask Internet Auction Service Providers 

By Bruce Hoberman, of Proxibid 

The Internet and "live" webcast auctions are here to stay. 

In 1998 a couple of young men started a business providing 

Auctioneers the chance to expand their auctions to a global 
audience by utilizing the Internet. LiveBid, along with anoth­

er start up, LeftBid, began to pioneer the fledgling industry now 
known as the IASP (Internet Auction Service Providers). 

These firms faced a number of prob­
lems, including trying to convince 
Auctioneers to embrace this new tech­
nology and offer "live online bidding" to 
their customers. Although neither of 
these companies survived the start-up 
phase of their business, they launched a 
new industry, and their initial work sur­
vives today in the form of a half a dozen 

current IASPs. Hoberman 
Today, probably everyone in the auc­

tion business is keenly aware of the 
Internet and its potential impact on their business. Some peo­

ple quickly embraced this new tool (early adopters) and those 

who discount it completely (laggards). However, it is those in 

the middle (early/late majority) who will ultimately determine 
the fate of this budding industry. The question is not whether 

the Internet is here to stay, but how quickly can one take advan­

tage of this new option. 
The Internet offers a great opportunity to expand your busi­

ness from a local or regional presence to a global presence. Soon 
consigners will expect Auctioneers to offer a presence on the 

Internet. More importantly, there are already millions and mil­

lions of daily users of the Internet, who are ready to participate 
in your auctions now! 

Live online bidding allows a consumer to attend a "virtual" 

auction, simply by using a computer with an Internet connec­

tion and Web browser. Bidders can now participate in any 
broadcasted auction with the same advantages they would have 

if they were sitting on the auction floor during the sale. Live 

real-time bidding allows online bidders to send their bids to the 

auction floor via the Internet as if the bidder were at the auc­
tion in person. An Auctioneers' assistant is onsite to accept the 

bid an.d to relay the information to the auctioneer. 

Before you begin to participate in the online auction business 

there are several issues to consider. Most importantly, ask 

"What do I expect from offering my auction online?" 

Setting reasonable expectations and goals for yourself will help 

in evaluating and improving your online auctions. Other 

important questions you need to be asking are: "Will I increase 
participation in my auction?" "Will bringing more bidders to 
my auction increase revenue and profitability?" "Will it help as 

a sales tool in bringing more consigners?" "Will it help me over­
come the limitations of a remote location?" "Will it create new 
efficiencies in my business?" "Do I need to stay in the forefront 

of technology changes?" "Will it help maintain or create a 
competitive advantage?" 

It is important to understand the commitment of time and 
energy needed to add a live webcast to your existing auction 

business. The Internet is an extension of your live auction, and 
needs as much attention as the live event. 

You have to market the online auction along with the live 
auction. However, you will need additional time to achieve 

success online. Set earlier deadlines and start the process soon­

er than you normally would. In the same way that your bid­
ders need to know the location of your auction, online bidders 

need to know the location of your webcast. Including this 

information in all of your collateral material takes some time 

and attention, but it d.oes not add any additional cost to your 

efforts. If you are not already using them, consider advertising 

your sale on the radio and in newspapers. In the early stages of 
developing your online business, your existing customers can 

become your best online bidders. 
Those existing customers who cannot attend the live auction 

already know you and your business. They are much less like­

ly to have concerns about who you are and how you conduct 

business than a bidder who has never attended one of your auc­

tions. Additionally, your are providing your customers with an 

opportunity to attend your auction even if their schedule pre­

vents them from being on site. Doing more business with exist­

ing customers is one of the important features of hosting your 

auction online. 

Internet-specific terms 
Be sure to include Internet specific terms and conditions, 

because they will be different than those for the live bidders. 

This is an area where you can prevent many of the problems 

associated with remote bidders. It is always best to solve poten­

tial problems before they happen. 
Look to see what agreements other auction houses have used. 

Be concise, complete and thorough and you'll eliminate prob­

lems before they occur. Receiving payment from an Internet 
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buyer is always a concern when holding your initial auctions 

online. The following is an example of payment terms used by 
an auction house for the online bidder: 

Internet bidders rely heavily on photographs and descriptions. 
You must be to the point, honest and accurate. Because the 

Internet bidder cannot physically attend the auction, photo­

graphs and descriptions may be the most important component 
of your online auction. The sooner you get photographs and · 
descriptions posted online the better your chances of success. 

Ideally three weeks is the best lead time for posting a catalog 
and images, but at least a week should be the minimum. 

If the circumstances of your auction prevent you from post­
ing 100°/o of your lots online in a timely fashion, then post what 
you can as soon as you can. Keep in mind that your online cat­

alog is the closest your Internet bidders will get to the products 

you're selling. The quality of your pictures and descriptions are 
the key factors in gaining credibility with your online bidders. 

Additionally, your online catalog is an important marketing 
tool for your live bidders as well. Your online catalog is acces­
sible twenty four hours a day, seven days a week. Your live bid­

ders can shop and inspect your goods online along with the 

Internet bidder. Building your Internet catalog takes time and 

manpower, be prepared. 
Obviously, Internet bidders with winning bids are not on sight 

to pay for and collect their goods. You will need to notify them of 

what they won and then receive payment before sending them 

their goods. You will need to be prepared to pack and ship goods 
or as an alternative you can outsource this project to a company 

whose sole job is packing and shipping. Mail Boxes Etc., Fed Ex, 

InterMoveGlobal, the US Postal System, DHL and UPS are a few 
of the national companies involved in this business. 

Keep in mind that Internet buyers expect to pay shipping and 
handling charges and outsourcing this part of your Internet 

business may be the simplest and most efficient method avail­

able to you. In either case, this is an area that will require more 
time and work on your part. Also, post a "terms of shipping" 

agreement as posted for Internet buyers. 

Picking the right IASP 
Picking the right company is important. There are a number 

of questions you will need to ask potential web cast providers. 

Talk to your peers in the business who have already engaged in 

Internet auctions. Ask them the about the strengths and weak­

nesses of their current provider, especially with regard to on-
• 

going support. 
The following is a partial list of questions you should ask all of 

the potential providers before y~u decide who to do business with. 

• How long have you been in business? 

• How many auction houses are you currently doing business 

with? 

• Do you have a list of references I can check? 

• What kind of customer support do you provide? 

• Do you offer audio and video as part of your broadcast? 

• Do you provide back end administrative tools? What are 

they? 

• Are your back end tools compatible with existing clerking 
systems? 

• Do you have an advertising and marketing budget? 

• Will you help me advertise my auctions? 

• How successful have you been and how do you measure that 
success? 

Also you can ask: Do you offer training?, What is your back­
ground in the auction industry?, When was the last time you 
made improvements to the software and how often do improve­

ments occur?, What distinguishes you from your competitors? 
What features do you offer to the bidders? Does your system 

handle group lots, such as, choice lotting, all for one and proxy 
bidding? Does your system offer auction sale specific registra­
tion? How much do your services cost? What are your terms? Is 

your software proprietary? Do you own it? Are there any ques­
tions I haven't asked that I should? 

Be patient 
As with any new endeavor, you need to be patient. Your first 

online auction may not meet your expectations. It may take 

two or three auctions before you begin to see results. Keep 

notes and demand that both your organization and the IASP 
you're working with continue to improve with each new auc­

tion. Market, market and market some more. 

The Internet will not only open your auction to a global mar­

ket, but it will provide access to your event to a much wider 
audience on a local level as well. There are literally thousands 

and thousands of potential customers in your own backyard. 

Use the newspaper, the radio and even television if you can. Be 

creative and open minded about new ways to reach potential 
customers. It's always easier and less expensive to reach the local 

bidders than a national or even international audience. 
The auction business' future will look very different than what 

it looks like today. Change is underway; The geographic bound­

aries that defined the business in the past are disappearing. Don't 

find yourself standing on the corner watching the world pass you 

by. Your competitors aren't standing still and neither should you. 

Bruce Hoberman, CEO of Proxibid, has over 30 years expe­
rience with start-up companies, having started his first compa­
ny at the age of 23. He is a graduate of the University of 
Nebraska and the OPM program at the Harvard Business 
School. Bruce currently serves on the board of directors of the 
Buckle BKE/NYSE and MSL a privately held VAR with offices 
in eight major markets throughout the United States. 
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a 
new et ica c 

so ute auction: · 

By Stephen Karbelk, CAI, AARE 

Over the past few years, our industry has dealt with the 

abuse of the "absolute" auction when some Auctioneers adver­

tise property for an absolute auction but then try to solicit 

acceptable bids before the auction or cancel the sale with real­

ly no intent of conducting a truly absolute auction. 

We have even seen Auctioneers run 

an advertisement saying absolute auc­

tion, but with very fine print under­

neath saying "with minimum." 

In response, NAA recently published 

a position paper to address this issue to 

help our industry self-regulate to avoid 

these deceptive practices. Also, several 

states enacted laws to further regulate 

the use of absolute auctions so public Karbelk 

attendees are not victims of fraudulent 

advertising and unprofessional conduct. Fortunately, all of 

these regulating actions appear to have raised the bar on how 

our industry conducts absolute auctions. 

Now we have a new ethical challenge among us -- the use of 

the advertised "opening bid. "This tactic is when an 

Auctioneer advertises an auction as having an opening bid, 

implying the property will be sold above that opening bid, but 

the opening bid is so low it has the effect of appearing like an 

absolute auction, meaning it is so low it would sell for more 

anyway, like a property worth $95,000 with an opening bid 

of $1 ,000. 

~ America's Largest Supplier 
to Auctioneers 

4 I 7 W Stanton 
Fergus Falls, MN 56537 

(Free Catalog) 
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When you read an auction advertisement that says 

"Openi11g Bid: $1,000", the advertisement clearly implies to 

the potential buyer that the seller will sell the property at or 

above $1,000. To the general public, the term opening bid 

equates to the minimum acceptable bid when the reality is 

that the advertised opening bid is not the minimum accept­

able bid but, just some really low number advertised by the 

Auctioneer to entice buyers to show up at the auction by giv­

ing the false impression that there is a chance the property 

could sell at the advertised low opening bid price. 

The defense of this tactic is that the written terms and con­

ditions of the auction state that the seller reserves the right to 

reject the high bid. But, as real estate auction professionals, 

we need to ask ourselves if it is ethical to advertise a price that 

the Auctioneer knows is just .a bait price and not really the 

minimum acceptable price. 

Given that the purpose of having a low "opening bid" is to 

just get the buyers to the auction, with no authority or inten­

tion to sell the property at that price, the traits of dishonesty 

and deception are clearly present. 

Suggesting the ''Suggested range'' 
By no means is it unethical for an Auctioneer to suggest a 

price range or suggest a realistic starting price when advertis­

ing an auction. Many Auctioneers use the Suggested Opening 

Bid to give buyers pricing guidance. These techniques work 

especially well with unique properties that are difficult to 

value. By simply having the clarifying word "Suggested" along 

with "Opening Bid," the prima facie message to the consumer 

in the auction advertisement is that the opening bid amount 

is not the guaranteed sales price or the minimum bid, but just 

the Auctioneer's suggested starting price only. 

The other reason why the suggested opening bid can be used 

is because it correlates to the market value of the property. For 

instance, you may see a suggested opening bid of $350,000 

for a property that has an anticipated sales price of $500,000. 

By suggesting this opening bid, it lets the buyers know where 

the Auctioneer would like to start the bidding but in no way 

implies the property will be sold to the highest bidder above 

that price because the price is only suggested. A buyer does 

not have to read through the fine print in the terms and con-
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The opening bid is not the 
mini1num a ceptable bid but, 

ditions to know what is meant 

by the Auctioneer. 

In this same example, if the 

Auctioneer advertises the auc­

tion with "Opening Bid: 

$100,000" but knows the prop­

erty can not sell for less than 

$500,000, the public is not 

being given a true picture in the 

advertising and it is not an accu­

rate representation to the pub­

lic. This tactic may draw more 

just a low number advertised by 
the Auctioneer to entice buyers 
to show up at th auction by 
giving the false im res ion that 
there is a chance the pro · erty 

the entire real estate auction 

industry, which hurts all of us. 

The real estate auction indus­

try has a great opportunity to 

increase its marketshare vis-a-vis· 

traditional brokerage thanks to 

a consumer population that is 

more comfortable using auc­

tions and is under more time 

pressure in every aspect of their 

lives, including selling their 

ould sell at the advertised ow 
opening bid price. 

buyers to the auction, but it does so with misleading marketing 

and under false pretenses. 

The opening bid tactic distorts the use of a legitimate disclosed 

minimum bid. With the minimum bid auction, the Auctioneer 

has the authority to sell the property to the highest bidder at or 

above the disclosed minimum bid. The purpose of the mini­

mum bid strategy is to let the bidders know at what price the 

seller will definitely sell the property at the auction. If posi­

tioned correctly, a disclosed minimum bid can create demand 

for the property and generate an exciting 

and successful auction. The key distinc­

tion, though, is that the disclosed mini­

mum bid is a legally binding unilateral 

offer from the seller to the prospective 

bidders. It is not a bait "opening" price 

but a real price. 

Pushing the boundaries 

property. Now is the time for 

the real estate auction industry to clean up its act and deal with 

the public honestly and not to invent new tactics that will ulti­

mately lead to public mistrust in the auction process. 

Stephen Karbelk, CAI, AA.RE is the Regional President of 

Tranzon Fox for the Greater Washington/Baltimore region. 

Mr. Karbelk specializes in selling commercial and residential 

real estate at auction. He holds a real estate license and auc­

tioneers license in multiple states. 

'J 
We've got you covered! • 

We all should know the difference 

between an absolute auction and a 

reserve auction. But some Auctioneers 

are pushing the boundaries of our indus­

try standards by inventing new market­

ing phrases with deceptive implied mar­

keting messages that fall in a purgatory 

between the generally accepted auction 

types with their advertised opening bids 

that are so low that the seller would not 

even think about selling it anywhere 

close to it. 

NAA Member Discount Rates in Major Publications. 

If you use this baiting tactic, keep in 

mind that it will not take long for the 

public to figure out that the deceptive 

use of an "Opening Bid" tactic is just 

that. They will stop coming to your 

firm's auctions and it will lower their 

perception of the quality and ethics of 
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• success stories 

Successful multi-parcel sale done 
with two systems combined 

In August 2006 NAA member (and past NAA director) Al 
Thompson, CAI, owner and president of Marketing 
Resources Inc., from West Hamlin, WV hired Gordon 
Auctioneers & Realty Inc., from Ontario, Canada to sell 685 
acres of recreational land in Ontario. 

Thompson and seven other partners purchased the land six 
years ago as a recreational hunting property. Thompson chose 
Gordon Auctioneers and Realty Inc., the principals of which 
include Barry Gordon, CAI, AARE, CES, Manson Slik, CAI, 
AARE and Alicia Gordon, CAI, GPPA. Barry Gordon is a 
Past President of the Auction Marketing Institute and , 

Manson Slik is a current AARE designation instructor for the 
NAA Education Institute. 

Based on the remote location of the property and potential­
ly broad interest from afar, Barry and Manson agreed the best 
auction format to conduct the sale was their FaxBid™ 

Auction System. Manson Slik defines a real estate auction as 
simply "The firm and time defined sale of real estate by com­
petitive bid." Slik says "How you achieve that definition is 
irrelevant. We've developed an auction system that provides 
added benefits to our sellers and buyers, and it has broadened 
the appeal of auction to the marketplace". 

Al Thompson can now testify to that. Al had never heard 
of a FaxBid™ Auction before, but he liked what he heard and 
had confidence in Gordon's track record of developing and 
successfully using the system 

Slik, the architect of the FaxBid system, says that only the 
top three bidders become eligible to participate in the second 

phase of the auction, which forces bidders to place very high 
opening bids, in order not to miss the opportunity to bid on 
the property. The 2nd phase of the auction is all conducted 

by fax, telephone and tape recorded telephone conversation 
when needed. Once the top three bidders are identified, they 
challenge and defend their bids by a minimum bid increment 

and the whole process is typically completed within two or 
three hours. 

Slik says that conducting a FaxBid Auction is definitely more 

complicated than conducting a live auction, but the added pen­
efits to buyers and sellers outweigh the added work and compli­

cations of using the system. Slik says the most complicated 
FaxBid auction he has ever conducted was when he combined 

his system with the now well known Multi-Par bidding system 

and sold 7 properties by FaxBid/ Multi-Par Auction. Slik says 
they have conducted other FaxBid/ Multi-Par auctions, but 
never with more than seven properties. 

The 685 acres located in Barry's Bay Ontario, owned by 
NAA member Al Thompson and his partners drew 14 FaxBid 

bids. After 3 hours of bidding (which equated into seven bid 
challenges) the high bidder emerged to be John McKenzie, 
CAI and NAA member from London, Ontario. The FaxBid 
Auction system was also foreign to John McKenzie, but he 
appreciated not having to make the six hour trek to the prop­
erty to bid on it, and because he was bidding with partners, 
the extra time between bids allowed him to consult with his 
partners before advancing bids. The property was offered by 
FaxBid Auction with a $150,000 published minimum bid. 
The fin~ selling price was $266,200. 

Gordon Auctioneers & Realty Inc. was established in 1957 
and will be celebrating their 50th Anniversary in 2007. 
Gordon's is Canada's leading real estate auction firm and now 
offer about 40°/o of all properties by FaxBid Auction. 

Record set at Santa Fe Art Auction 
When the gavel came down on Richard D. Thomas' oil 

painting of three horses "Back To The Barn," it signaled the 
end of another record breaking Santa Fe (New Mexico) Art 
Auction. The 13 annual event, held at the Eldorado Hotel, 

attracted hundreds to bid on the 262 lots, which fetched a 
total of $2.6 million. 

The highest price was paid for Birgen Sandzen's impression­
istic landscape 'Autumn Symphony' which, after furious bid­
ding, sold for $492,800 to a phone bidder. The sale, which far 

exceeded the estimated price of $200,000 to $300,000, was 
greeted by uproarious applause. The figure is the highest price 
ever paid for a work by the esteemed Swedish artist. The sell­
er explained the reason for parting with the storied work was 

that upon his death it would be impossible to divide the 
painting equally amongst his six children. Clearly cash is eas­

ier to divide than canvas. 
Among the other auction highlights were the sale of two 

works by Frank Tenney Johnson. His study of two cowboys, 
"Visiting Cowmen," sold for $268,000 following a lively bat­

tle between two phone bidders. Johnson was inspired to paint 
cowboy life following a trip West on a commission by Field 
And Stream magazine, and went on to illustrate a series of 

Zane Grey books. Johnson's distinctive use of light is captured 
perfectly on 'Coming Up The Trail', which went under the 

hammer for $143,000. 
One of the most fascinating stories from this year's SFAA 

centers on Maynard Dixon's haunting landscape "Arizona 

Autumn." A journalist for a small paper in Colorado saw the 
painting in his local thrift store for $5.99. He went home and, 

out of curiosity, did a Google search of Maynard Dixon, and 
found he was one a well-known artist. He bought the paint­

ing for $5.99 and it sold at this auction for $7 4,000. 

50 Auctioneer January 2007 www.auctioneers.org 



Auctioneer Don Bates, of Cincinnati, 
OH, recently conducted one of the largest 
military item auctions in the East. 

Bates was appointed by a federal court as 
Auctioneer to liquidate the collection fore­
closed on by a Pittsburgh, PA bank. The 
owner had planned to establish a museum, 
but was unable to bring that fruition. 

"I hired a salvage crew that pulled trail­
ers of these items out of the woods 
(where they had been stored). Each trail­
er was unloaded and we found they were 
full of mold. We wore gloves and masks. 
The bills began to add up. We had a 
$55,000 budget in hopes of return of 
$250,000. As each trailer was taken to 
the site, it was unpacked and cataloged. 
The smell was so great we sprayed and 
ran fans 24 hours a day." 

Bates said he had sleepless nights with 
concern that he was ready for auction. 

"We had the correct amount of people, 

proper notice to the news media, and 
two preview days. People started coming 
in a week early from all over the country 

to inspect items. They came in from 15 
states," he said. 

As auction day arrived, Bates began the 
auction by reading the terms and condi­

tions. At that moment, a deputy appeared 
and handed Bates papers to read. 

"It was an injunction to stop the sale 

at $75,000. I was to turn the balance 
over to the former owner," he said. "The 

buyers were great and understood what 
had happened. On the second day we 
reached the magic goal. Every time I was 
off the block I begged the owner to let 
me continue and all I got was 'no'." 

On the third day of the sale we sold 

$17 ,000, but the main buyers did not 

come back, so we ended up with 
$92,000," he said. "Finally I was called 

to testify in court on the $55,00 I spent. 

My favorite judge on the bench took 
care of it all in a few minutes. The last 

$23,000 was paid to the bank with an 
additional charge of $16,000 for a defi­

ciency charge." 

www.auctioneers.org 
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Hi hli ht items included: 
Japanese pilot fly suit -- $3,600 
German helmets -- $300 to $700 
WWII helmets -- $75 each 
Bayonets per dozen -- $500 
Flame thrower -- $2,300 
Nazi flags -- $375 
German uniforms -- $375 
Mess kits -- $120 

• 
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Above: Big ammunition is held high. 

Left: Don Bates sells at the auction. 
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'~~ PRofESsioNAL RiNGMEN' s INsTiTUTE 
1~~ ~ 
l":i Q'~ Teacliing Skills to Make Every Auction a Better 01ie! 

~ ~ www.ProRingmen.com 
~ 

When You're SERIOUS About Your AUcnON CAREER 

Your Natural Sequence For Success begins with PRI 

PRI Training will Improve the Results of ANY Auction 

Your Instructors are Professlonals 
They are Champions with the Experience 
and Instructional Effectiveness to make 
this one of the Most Rewarding Training 
Opportunities of your Auction Career! 

Improve the Skllls You Already Have 
Whether you 're just beginning or want to 

Improve your skills, You Will Benefit 
from the training you receive regardless 

of the type of Auctions you work! 

FACT: Almost all Successful Auctioneers began their careers as Ringmen 
Experienced Auctioneers agree that a Good Ringman makes a Better Auctioneer. 

FACT: Auctioneer 8c Rlngmen Communication Is Fundamental 8c Essential 
We Train A u ction eers to Communicate Effecti ve ly with their Ringmen. 

FACT: Many Auctions are only as Successful as the ability of their Rlngmen 
i A good Ringman can contribute as much to an Auction's success as the Auctioneer. 

6 'I' FACT: Demand has Never Been Greater for Professional Ringmen 
Many of your Professional Instructors work 4 to 6 Auctions Every Week! 

The Professional Ringmen's Institute is Dedicated to the Training 
And Development of Skills used by Professional Rlngmen 

"This will be one of the Best Investments of your Auction Career!" · 
"Because of the effective training PRI candidates receive, many are now working 

Auctions and earning more in a WEEK than they used to earn in a MONTH!" 

2007TERMS 
February 15th - 18th 
July- NAA Annual 
Conference & Show 

Enroll Now/ 

I • ~<> Fe:ss i <> '°"~L l'<i '°"" q IVI E9'"" 's 19'"" s-.-i-.-lll.JTE 

201 S . Marshall S t ., Suite C Rogersville, MO 65742 
1 .888.274.647 7 Fax: 417. 7 53. 7 654 

SERViNG Tl-tE AucrioN INdUSTRY wirli A CoMMiTMENT TO PRofessioNAlisM & INTEqRhyf 
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Former Sotheby's furniture specialist 
Sebastian Clarke joins LiveAuctioneers 

NEW YORK -- LiveAuctioneers.com has announced the 

addition of Sebastian Clarke to its staff, in the role of vice 

president of business development. . 

Clarke, formerly a specialist in the European Furniture 

department at Sotheby's, hails from a family of art experts, 

including both his parents. During his tenure at Sotheby's, 

Clarke had the opportunity to work on such sales as Versace 

New York, the collection of Laurence S. Rockefeller, the 

Estate of Geoffrey Beene, and the celebrated collections of 

Lily and Edmund J. Safra - a sale that totaled nearly $50 mil­

lion, a record for a Decorative Arts sale in New York. 

After moving to the United States from the United 

Kingdom, Clarke immersed himself in the fine art and auc­

tion world as an apprentice restorer and art handler at the 

renowned Manhattan studio of Simon Parkes Art 

Conservation. Clarke then spent three years with C. G. Sloan 

& Co. in Rockville, MD, where he eventually moved into the 

role of chief registrar for the company. Clarke also served as 

an assistant manager at Gore Dean Antiques in Washington, 

D.C., where he oversaw sales of 18th-century Continental 

Furniture and Decorative Arts. Before moving to Sotheby's, 

Clark joined Doyle New York, where he served first as a jun­

ior cataloger, then as a General Furniture and Decorative Arts 

appraiser. Over the past 5 years, Clarke also has added "auc­

tioneer" to his list of achievements, and continues to provide 

his services for charity and benefit events. 

"There is no better time to join the team at 

LiveAuctioneers," said Clarke. "As live Internet bidding has 

evolved into a recognized and feasible option around the 

world, LiveAuctioneers has continued to grow and flourish. 

The recent signing of its 500th auction-house client is a testa­

ment to a bright future. I look forward to the opportunity to 

make significant contributions to the company by utilizing 

the skills I have developed over the years." 

"The addition of Sebastian Clarke to our staff is sure to be 

a key to our continued growth and success," said Julian R. 

Ellison, CEO of LiveAuctioneers LLC. "He will focus on the 

cultivation of art and antique markets both at home and 

abroad, and develop innovative programs to serve the fine art 

and auction world." 

Artfact to Acquire Invaluable Group Ltd. 
Boston, MA - Artfact, LLC, a leading supplier of marketing 

services, databases, and software to traditional antiques and 

fine art auction houses will acquire Invaluable Group Limited 

under a definitive stock purchase agreement signed by the 

controlling shareholders of both companies. 

Artfact, based in Newton, MA and Invaluable, based on the 

Isle of Wight in England, manage the world's largest databas­

es of auction results aggregated from over 1,000 international 

antiques and fine art auction houses. The combined auction 

results database will have more than 50 million records for art, 

antiques, and collectibles with an aggregate sales total exceed­

ing $100 billion, and includes the unabridged catalogue lot 

entries a~ originally researched and written by auction house 

experts. In addition to auction houses that use the archival 

database to research and price objects for sale, Artfact and 

Invaluable offer their database services to more than 50,000 

collectors, dealers, galleries, libraries, museums, 

appraisers/valuers, insurance companies and others interested 

in art, antiques, and collectibles. 

Adam Kirsch, Chairman and CEO of Artfact, stated, "The 

acquisition of Invaluable is a logical step following our merg­

er with RFC Systems last February. Invaluable's strong brand 

and experienced team in the United Kingdom will supple­

ment Artfact's presence. Artfact already provides enterprise 

software systems and support for some of the leading auction 

houses in Europe like Spink, Artcurial, Galerie Koller, 

Gorringes, Lyon & Turnbull, and Tajan to name a few. 

By combining Artfact's and Invaluable's auction results 

databases, subscribers to both companies' services will benefit 

1 " great y. " . . . . 
Rod Funston, President of Artfact, added, This acquisition 

greatly enhances Artfact's marketing and sales efforts in th~ 

United Kingdom and the rest of Europe due to Invaluables 

18-plus years providing more than 200 of the most respected 

auction houses in the U.K. with marketing and database serv­

ices. Invaluable's relationships with these auction houses pro­

vide Artfact with significant growth opportunities for its auc­

tion house enterprise software, marketing services including 

eBay Live Auctions e-commerce, and database services." 

Both Artfact and Invaluable are privately held. Other terms 

of the transaction were not disclosed. The Artfact database of 

more than 20 million unabridged auction results includes full 

descriptions and provenance. The database contains the full 

range of fine art, decorative art, and other objects sold by 

more than 1,000 traditional auction houses. 

Auction houses use the Artfact database to research, catalogue, 

and appraise objects prior to auction, and its website, 

www.artfact.com, provides auction houses with a marketing 

channel to publicize upcoming auctions and completed auc­

tion results to more than 50,000 subscribers and millions of 

occasional users. 
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Auctionpay honored as Privately Held 
Company of the Year 

Portland, OR -- Auctionpay, a leader in fundraising software 

and service solutions for the nonprofit community, received 

the Privately Held Company of the Year award at the 2006 

Technology Awards Dinner held on November 16. 

The Cascade Pacific Council hosts this annual event, which 

recognizes the accomplishments of Northwest companies and 

executives who demonstrate leadership and innovation in the 

technology field, as well as its contribution to the company1 s 

industry and to society. Auctionpay received the award for its 

dedication to the success of nonprofits with easy-to-learn, 

cost-effective technology solutions and for its experienced 

team of industry-knowledgeable professionals. 

''This prestigious award and recognition is a direct result of 

the hard work of our employees. Everyone at Auctionpay is 

100 percent committed to helping nonprofits succeed at their 

fundraising events," said Steve Sterba, Auctionpay's CEO and 

President. 
Through its sponsorships and donations, the Technology 

Awards Program benefits co-educational programs of Learning 

for Life<serving more than 13,000 young men and women in the 

Portland area with career exploration and in-school enrichment 

programs to help them reach their full potential. 

Auctionpay, headquartered in Portland, OR with satellite 

offices around the country, is dedicated to helping the non­

profit community automate and improve benefit event 

fundraising. Additional company contact is Marta George, 

Auctionpay, (503) 597-0345, mgeorge@auctionpay.com. 

SOLD II announces ProvenBenefit for 
benefit auctions 
Proven Software, Inc., the makers of the SOLD II profession­

al auction software, has released ProvenBenefit software for 

benefit and fund raising auctions. It is available as an Internet 

service as well as licensed software loaded to the user's com­

puter. Details can be obtained at www.ProvenBenefit.org. 

ProvenBenefit can assist the benefit Auctioneer to change 

one-shot auctions into yearly repeat revenue sources. Anyone 

who has done a fund raiser knows the stress and burnout of 

volunteers and staff that can occur. Even after a very success­

ful event, these clients are unlikely to repeat the effort anytime 

soon. ProvenBenefit is designed to relieve that stress offering 

routine and systematic solutions to the entire process. Auction 

firms whose clients use ProvenBenefit are much more likely to 

be repeat clients adding to the Auctioneer's revenue stream 

each year. 

The underlying auction engine for ProvenBenefit is the 

same as for SOLDII. Mark Matt, marketing manager of 

Proven Software, Inc., said "Professional Auctioneers and con­

sultants have been looking for a fundraising auction product 

that they can have the same faith in as they have in SOLDII. 

They want to arrive at their client's auction knowing there 

won't be unnecessary problems or slow downs. ProvenBenefit 

provides the SOLDII level of reliability and capability that 

Auctioneers worldwide have come to expect and rely on." 

Specialty fundraising capabilities (i.e.: committee organiza­

tion, item and sponsor solicitation, event registration and pay­

ment, silent auction tables and sheets, banquet seating assign­

ments, Express-Checkout, and more) have been added to the 

familiar SOLD II auction programs. ProvenBenefit walks the 

client through every step: from the planning stage to the after­

auction event follow ups. Carl Barning, president of Proven 

Software commented: "To design ProvenBenefit, we did 

exhaustive interviews of auction fund-raising professionals 

(Auctioneers and consultants who specialize in fund-raising) 

as well as fund raising executives. Our staff also has had sig­

nificant experience doing these auctions, literally hundreds 

such auctions overall. This background made it easy to inter­

pret and supplement the input of the experts. The result is a 

simple to use package that also fits the comprehensive needs 

of the most demanding fundraising organization. " 
ProvenBenefit.net, the software as a service via the Internet, 

is especially useful to volunteers. It enables all users author­

ized by the organization to enter or research data from their 

homes or office without disrupting staff This model creates a 

more coordinated process for all phases leading to the event. 

It can spread out the work load and minimize the pressures on 

staff and key volunteers while at the same time maintaining 

completely current information. Consulting Auctioneers may 

also access the same data. 
When is the right time for the fund raiser to begin using 

ProvenBenefit? Mark Matt answered: "The ideal timing is 9 

months to a year prior of the auction, but any point in the 

process, one year, one month, or even one week, will help the 

success of the event. More importantly, using the programs 

now will spill over to the next event giving the fund raising 

organization the continuity it needs the 'next time around' 

Because they have a blueprint for their fundraising auction, 

important data from prior events, and simple tools for each 

step, ProvenBenefit clients are more likely to include auctions 

as a line item in their yearly budgets." 

If you would like to partner with ProvenBenefit to enhance 

the ·auction revenue of your benefit auction clients, call 

Proven Software at 800-487-6532 or email info@provenben­

efit.org. 

www.auctioneers.org Auctioneer January 2007 53 



NEW YORK 
Ninety seven attend convention 

The New York State Auctioneers Association, Inc. had 97 
~ 

attendees at its Nov. 12 convention in Syracuse, NY. Jerry 
LeClar won the men's bid calling contest. Laurie Bostwick won 

the women's divison. 
Dale Lambrecht was inducted in the state's Hall of Fame. 

Matthew Manasse was named Auctioneer of the Year. Newly­
elected officers include President Brian Burke, President elect 

Jerry LeClar; vice president Scott Perry; and directors Ed 

Holhouser, Kevin Radica, and John Gokey. 

Group at the MSAA All Star Auction to benefit St. Jude's 
Children's Research Hospital. 

MICHIGAN 
$3,200 raised for St. Jude. 

Saline, MI - Auctioneers and auction-goers around Michigan 

gathered for the first MSAAAll Star Auction to benefit St. Jude's 

Children's Research 

Hospital on October 3. 
Members of the Michigan 

State Auctioneers 
Association sponsored a 
complimentary meal and 
showcased some of 
Michigan's best 
Auctioneers to raise over 

$3,200 for St. Jude 
Children's Research 

Hospital. The Michigan 

State Auctioneers 

MSAA president David 
Helmer at podium. 

ichigan Si 
Auctio\ters 
Associat\on 

St. Jude Childrelis 
Research Hospital 

\ ! s ~( • V.ttllr ilro•H· fou•ilitr 

Association generously made a pledge to St. Jude to raise 

$25,000 over the next two years. This event has put the total 

raised to well over $12,000 in the first year. 

Attendees also enjoyed a presentation on Amish auctions con­

ducted by Willis Yoder of Yoder Brothers Auction Service. The 

main event was the auction for St. Jude kids. Auctioneers 

donated several items that helped bring the auction to a success. 

Highlights included one-of-a-kind blankets that were made by 

the kids at St. Jude Children's Research Hospital. The items 

were sold by members of the Michigan State Auctioneers 

Association, including members of the board of directors, 

MSAA Bid Calling Champions, MSAA Hall of Famers and 

NAA President Bill Sheridan, CAI, AARE, GPPA, of Mason, 

MI. 
MSAA President and event host David Helmer said "This 

event was a great time to showcase Auctioneers in Michigan and 

raise money for the kids who so badly need it. St. Jude treats so 

many kids with catastrophic diseases and never asks for a dime 

from family's in need. It's a pleasure to be part of an organiza­

tion that supports such a worthy cause." 

MSAA Auctioneers raise money all year long by selling items 

at their auctions for St. Jude, putting out collect~on jars, donat­

ing their time and much more. 
The next major fundraiser event sponsored by the MSAA is at 

their annual conference, which will be held at the Radisson 

Hotel Lansing, during the President's banquet on February 2. 
To learn more about the MSMs contribution to St. Jude, or 

to make a contribution of money or items to auction, you may 

contact the MSAA at (616) 785-8288. 

With approximately 400 members, the Michigan State 

Auctioneers Association is one of the leaders in the industry. 
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CALIFORNIA 
Auction infomercial begins airing 

Auctioneer Jim Pennington, of Bakersfield, CA, has begun 
broadcasting a new infomercial titled: "Get Rich Go Auction! 

Multi-disc and Book Set," which gives a glimpse at the live 
• 

auction process. 
The 30-minute infomercial showcases what it takes to become 

an Auctioneer, how to parti~ipate in an auction, and in-depth 
information about the hottest auction sector: real estate. 

Former NM President, Mike Jones, CAI, GPPA of Dallas, 

TX, said, "This type of exposure will be a boost to our indus­

try. Today we have to take new steps to reach out to our mar­

kets, and this is a great way to do it." 
Pennington offers the DVD/CD set for sale from his website, 

www.penningtonauctioneers.com, or by calling (800) 396-9067. 

Pennington is the son and grandson of Auctioneers. He 

presided over his first equipment auction at age 16 and was 

the 2000 International Livestock Auctioneering Champion in 

Calgary, Canada. He is a past president of the California State 

Auctioneers Association, and in 1999 he founded Pacific 

w GllT Bltos. 

Jim Pennington has begun broadcasting a new 
infomercial titled "Get Rich Go Auction." 

Auction Exchange, Inc., a real estate auction franchise compa­
ny, which continues to sell franchises that hold live auctions 

of Real Estate properties throughout the United States. Since 
1997 Pennington has been President and instructor of the 

World Champion College of Auctioneering, which holds auc-

tion training courses twice a year in Bakersfield, CA, and 

focuses on bid calling. 
If you are interested in learning new ways to promote your 

business and the auction industry, visit the NM's PR Toolkit 

located in the Members Only section of www.auctioneers.org. 

Best Wishes 
for the New Year 

AUCT10N££R~ 
Great reputation Great f ollow1ng 

Great location 
Great consignor base 

Great lease 
Great set up 

Over 14,000+ SQ feet with gallery lighting Auctions with over 
600 people in house specialising in Antiques and Collctibles. 

Market appraised at 1.2 Million No reasonable offer refused. 
FOR INFORMATION CAI.I.: 

1-480-226-1790 1-480-655-1800 
Ask for S£otl 

www.auctioneers.org Auctioneer January 2007 

Scott Musser 
Candidate for NAA Vice President 

2001 IAC Champion 
NAA Director • 2001-2004 

NAA Treasurer • 2005-2007 

55 



WASHINGTON 
Auctioneer /appraiser 
opens new gallery 

Auctioneer and appraiser Mike Odell, of Edmonds, WA, 
has opened a new antique gallery and auction house at 529 
Dayton Street in Edmonds. 

Operated by Gayle Szalay and Mike Odell, ISA, GPPA, 
CES, the new gallery features retail sales of antiques, col­
lectibles and furniture, as well as handling liquidations of all 
kinds of other merchandise. The first sale was a liquidation of 
imported pottery, and bathroom fixtures. 

The new gallery showroom pairs with a 10,000-sq.ft. ware­
house currently selling a broad range of items through vari­
ous Internet venues such as www.tradermick.com, and on 
eBay under the name "tradermicksgallery." Most of the retail 
store's inventory is available on the Internet, and live auctions 
are on eBay Live in conjunction with iCollector, a live 
Internet service provider. 

Auctioneer and appraiser Mike Odell opened this new antique 
gallery and auction house in Edmonds, WA. 

journal newspapers, is the Senior Auctioneer and Appraiser. 

Mike Odell, a licensed Auctioneer and accredited Appraiser 
who writes monthly columns for Auction World and the 

Gayle Szalay handles retail sales, estate sales and auction man­
agement. 
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PRINTING, INC. 

Call to receive our 

free product catalog 

1-800-272-5548 
Columbus, Nebraska 

perform@megavision.com 

Call now for a free catalog 

972-387-4200 
fax 972-387-2597 

'~merica's 
Auction 
Academy'' 

Mailing: Box 803503 • Dallas, TX 75380 
4230 LBJ Freeway, Ste. 111 

Dallas, TX 75244 
Texas Workforce Commission Approved 

'Mike Jones, CAI, Owner 
www .texasauctionacademy.com 
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AUCTIONEER 
BONDS 

LICENSE & PERMIT BONDS 
SINGLE SALE BONDS 

BANKRUPTCY BONDS 
AUTO DEALER BONDS 

CONTRACT BONDS 
PERFORMANCE BONDS 

SBA BONDS 
ALL OTHER AUCTIONEER BONDS 

**LOWEST AVAILABLE PREMIUMS** 

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

For a quote/application, please call 
Clark Fitz-Hugh or Cappy Kehoe at: 

1-800-7 49-6404 
FAX: 1-504-581-1876 

or write: 

INTERNATIONAL SURETIES, LTD. 
210 Baronne Street, Suite 1700 

New Orleans, LA 70112 
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Two new c?~tes~s are especially generating excite- jl ; 

ment and ant1c1pat1on. · 1 ~·11A' ~ 

The International Ringman Championship (IRC) ~ ~ 
and the International Junior Auctioneer 11

1 1
.1 

Championship have been developed by the National ~I~: 
~uctioneers Asso~iation ~s part of its ne~ mis~io~ to j 1~·1 
involve all constituents 1n the competitive b1dd1ng I iJ 
industry. 

The IRC contest will evaluate ringmen jn the fol- ' · 
lowing areas: crowd interaction; performance; com­
munication and relaying bids to the Auctioneer; 
appearance and communication and interaction 11 

with other ringmen. 
The IRC winner will receive a trophy, a ring and 

be featured in a national promotional video to air on 
cable networks. Five finalists will be selected for the 
contest and will serve as the ringmen for the 
International Auctioneer Championship contest on 

Friday. 
NM will also launch a new junior-level auction­

eer contest at the conference. The junior champi­
onship will be open to youth 12 to 21. The champi­
on will receive $1,000, a trophy and complimentary 
registration into the adult section of the 
International Auctioneer Championship once the 
champion meets the minimum age requirement for 
the competition. NM <;ncourages youth to enter the 
auction profession and hopes this contest will spark 

. . . .. 
an interest 1n auct1oneer1ng. 

OBITUARIES 

Peter A"1et 'D~ 
Peter Angel DeSantis Jr., Thomasville, GA, died Tuesday, 

Dec. 5 at his home. Born June 4, 1943, in Thomasville, he 
was a son of Peter Angel DeSantis Sr. and Hazel Stapleton 
DeSantis both of whom preceded him in death. In August of 
2003, he married Vicki Umphries DeSantis. He had lived in 
Thomasville all his life. He owned and operated DeSantis 
Auction Company and Auctioneer Training Center Inc. He 
was a world renowned tobacco Auctioneer and had auctioned 
tobacco for more than 30 years. He was also very active in the 
real estate market. He was a member of NM and a graduate 
of Thomas County Central High School and John Marshall 
Law School in Atlanta. Survivors include his wife, Vicki 
Umphries DeSantis of Thomasville; a son, Peter Angel 
DeSantis III of Tallahassee, FL; and a stepson, Nick Cashwell 
of Thomasville. 

continued on 59 
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Auctioneer Pamela Rose, of Maumee, OH (third from 
right) and her sister Beth Rose, second from right, met 
the Rolling Stones rock band (with lead singer Mick 
Jagger, far right) recently backstage before their concert 
in London, England, where they played to 80,000 people 
in Twikenham Stadium. Pamela Rose had conducted a 
school fundraising benefit auction in Dayton, OH where 
she sold opportunities to attend the concert and meet 
the band. At that auction, the concert promoter invited 
Rose to attend the concert. 

+ Licensed Auctioneer in + Served on the NAA 
Technology Committee 

+ Gulf Coast Recovery 
Volunteer 1983 

+ NAA Life Member + Served on NAA Board of + Young Life of Surry County 
+ Holds the AARE and CAI Directors + Mount Airy Rotary Club -

Designations + Served on NAA Long Paul Harris Fellow ·~,i; 

+ Holds the CCIM and GRI Range Planning Committee + Habitat for Humanity 
Designations + Served on NAA Auction + Shepherd's House , 

+ Chairman of the NAA Real Extravaganza Committee + Mount Airy Chamber of 
Commerce Estate Council in 1991- + Served on NAA Finance 

1992 Committee 

+ Served on the NAA + Active member of First + President of North Surry 
Election Committee Baptist Church where he High School Foundation 

, ·· + Served on the NAA serves as a Sunday School 
Governmental Affairs teacher and served as past + Ducks Unlimited 
Committee church moderator and + Conducts fund raising 

deacon auctions in the community 

+ Surry Arts Council 
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From left, Oliver Wright, Jr., Chad Horton, and NAA 
Board member Darron Meares, GPPA were part of the 
November 2006 class of Southeastern School of 
Auctioneering. 

Chad Horton of Inman, SC was elected president of 
the class and Oliver Wright, Jr. was elected as 
Secretary!Treasurer. Oliver is also a new member of 
NAA and the South Carolina Auctioneers Association. 

Students from South Carolina, North Carolina and 
Georgia attended the week-long school to prepare 
themselves for the auction industry and their respec­
tive state exams. Subjects studied included auction 
law, marketing, online auction methods, computerized 
clerking and cashiering, livestock auctions, automo­
bile auctions and many other topic areas of the profes­
sion. 

Field trips included a benefit auction for the 
Anderson County Arts Council, local livestock auction 
and an automobile auction which included an in-depth 
tour of the auto auction segment hosted by Henry 
Stanley of Anderson, SC. 

Former NAA president John Roebuck, CAI, AARE, center, 
hosted a special dinner when NAA officials visited nearbly 
St. Jude Children's Research Hospital. From left are: IAC 
champion John Nicholls, his wife Lisa; William Sheridan, 
CAI, AARE, GPPA, his wife Sally; Glenda Roebuck; NAA CEO 
Robert Shively, his wife Candy; Erica Brown, NAA's Public 
Affairs manager; and IAC champion Barbara Bonnett, CAI, 
GPPA. 

Auctioneer January 2007 www.auctioneers.org 

' 

• 

• 



' 

Edmond Allen Huisman, of Galt, CA, died Nov. 11, 2006, 
in a local hospital of natural causes. He was 78 and served on 
the NAA board of directors in the 1980s. 

H e was born May 19, 1928, in Hillsdale, WI, and has lived 
in Galt since 1952. He is survived by his daughter, Sandy Ellis 
of Oregon; sons, Wayne Huisman of Redding, Ca, David 
Huisman, James Huisman, and John Huisman, all of Galt; 13 
grandchildren and three great-grandchildren. 

Ed began his auction business in 1964 after attending 
Western College of Auctioneering in Billings, MT. During his 
career, he conducted farm auctions, business liquidations, as 
well as light construction and industrial auctions. He was one 
of several California Auctioneers that were instrumental in 
forming the California Auctioneers Association in the late 
1960s. 

He served in all of the officer positions and was on the board 
of directors for many years. He enjoyed hunting, and was 
known for his old tractor and one cylinder engine collecting. 

Sinae 19 33 

World Wide 
College of 

Auctioneering 
Mason City, Iowa 

Do You Know Someone Who 
Wishes to Become An Auctioneer? 

Come To World Wide 

75 years/35,000 Auctioneers 
''Come train with the 

Che pions'' 

' 

Dale Ackerman 65, Auctioneer of Salmon, ID passed away 
Nov. 3, 2006 in Kansas City from a sudden illness he came 
down with while visiting his mother in Ottawa, KS. Dale had 
been an auctioneer for 26 years and graduated from the 
Missouri Auction School. He owned and operated Ack's 
Auction & Trading Post since 1980. He is survived by his 
wife, Sharon Ackerman. 

NAA wants your news 
NAA's publications department wants to get news 

and photographs of your successful auctions, as well as 
your letters and other feedback. Your news and photos 
can be featured in the Success Stories, Association 
News and other sections of our publications. Please 
send items by email or mail service to NAA. Email to 
steve@auctioneers.org, or send to Editor Steve Baska at 
8880 Ballentine, Overland Park, KS. 66214. 

llJ SOLD II® 
Auctioneer ,~~ f the Month 111 I 

MIKE VENDETTI 
FUND RAISING AUCTIONEER 

"Find something you like to do so \Vell you'll do it for nothing, then 
do it so \vell you get paid to do it." Leroy Van Dyke, auctioneer and 
\Vorld class entertainer. 

Mike Vendetti, auctioneer and 2004 CSAA bid calling champion, 
has been a professional auctioneer since 1989, and Leroy's quote says 
it for Mike. He no\V specializes as a benefit/fund raising auctioneer. 

Al Auction Service \Vas founded by Mike Vendetti in 1989 to 
provide auction service in the San Jose, CA area. Al Auction Service initially focused 
on estate and antique auctions, liquidating numerous estates in the Northern California. 
In 1997 \Ve branched into auto auctions, and no\V auction up to 200 impounded and 
donated vehicles per \Veek. 

From the beginning, Al has provided auctioneer services to non-profits and 
charities. As demand for skilled professional fund raisers and consultants has increased 
so has Mike's involvement \Vith fund raising. Mike recently formed a separate division, 
Al BENEFIT AUCTIONS, to do fund raising consultation and benefit auctions. Al 
Benefit Auctions has dedicated both staff and equipment to become premier charity 
auctioneers. 

Learn more about Mike's Benefit Auction Business at 
www .soldli.com 

-~ » D. 
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2007 
Wln-eer Symposium 

Copper Conference 
Cen•er & Lodalna 

Copper Noun•aln, Colorado 
Sunday, January 21 

4:30 p.m.- 6:30 p.m. 
''Fiascos & Disasters" 

Steve Schofield, CAI, AARE, CES 
6:30 p.m. 
Reception 

Monday, January 22 
6:30 a.m. 8:30 a.m. 

''Emerging Trends in Auction Technology'' 
Aaron McKee, CAI, AARE 

4:30 p.m. 6:30 p.m. 
"Marketing Yourself and Your Auction Company" 

Renee Jones, CAI, CES 

Tuesday, January 2 i 
6:30 a.m.- 8:30 a.m. 

''Creative Methods to Market Real Estate'' 
Paul Sobwick, CAI, AARE, CES 

4:30 p.m.- 6:30 p.m. 
''Is It a Painting or a Print?" 

Dennis Jackson, CAI, AARE, CES 
6:30 p.m. 

Fun Auction/Reception 

Wednesday, January 24 
6:30 a.m.- 8:30 a.m. 

''Adapting to the Bidding Public" Ryan George 

Discounted liH and ski tickets will be available 

As well as che oucscandina 
educacional sessions, enjoy 
Che ...• 

Skiin9 
Snowboard ins 
Tu bins 
Snowshoe Hikes 
Slei9h Rides 
Fine Dinin9 
Shoppin9 
Snowmobile Tours 
Dos Sleddins 
Athletic Club 
Ice Skatin9 

NAA Registration Fee 
$375 for Members $425 for Non-Members 

Guest Registration $50 

- --

To register or for more information, contact: NAA Education Institute, 8880 Ballentine, Overland Park, KS 66214 · 888-
541-8084 ext. 28 · Fax: 913-894-5281 · education@auctioneers.org or visit www.auctioneers.org 
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Cancellation Policy: No refund less than 30 days from event; 30 days or more from event, full refund minus $25 
administration fee 
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bids. These competing bids make the live event more efficient, 

because they give the Auctioneer a higher starting point, instead 

of being forced to the lowest possible starting bid by live bidders. 

Auction buyers also have the advantage of not having to watch 

the live auction to place their bid, allowing them to place bids 

on auctions they are unable to attend or even watch. 

• Affordability-- Offering pre-auction Internet bidding is 

effective, yet very inexpensive. There are many companies that 

offer this service, but overall the price is far less then conduct­

ing an auction with live streaming audio and video. The low 

cost allows auctioneers to use this method on any type of auc­

tion regardless of how big or small. 

• Internet connection -- While Internet technology is con­

stantly improving by leaps and bounds, anyone who has 

surfed the Net has experienced technical difficulties at one 

time or another. Pre-auction bidding does not require an 

Internet connection during the actual auction. Not only does 

this prevent your auction and Internet bidding from being 

impacted by a service outage; it also allows Auctioneers to use 

this type of bidding in any event regardless of location and 

Internet availability. There are many cases where Internet serv­

ice would not be available at an on-site auction; Internet pre­

auction bidding is the perfect solution! 

• 
nn 

ordable, PrQJien Com 

Live real ti 
Live audio & 
Online silent 
Complete 

ALREADY HAVE A WEB SITE? 
Let LUJOHNS add the tools you need 

to bring more bids for more profits. 

Choose what you need now and add more 
later or take it all and have the most powerful 

auction web site available. 

ers 
n 

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

•••. Bidder W 
Central.com 

• Successful pre-auction Internet bidding -- With pre-auc­

tion Internet bidding, you are asking your bidders to give you 

their highest possible bid for the items you are offering. These 

bidders will not have the benefit of being able to inspect the 

item or ask you questions in real time. Because of this, the 

quality of your catalog is extremely important. 

Each item you are offering should be clearly photographed. 

Showing multiple views and including photographs of damage 

and flaws will make sure that your bidders are not unpleasantly 

surprised and will also give them the confidence they need to bid 

strongly. Also include a detailed description of each item, includ­

ing an accurate condition report and measurements where need­

ed. A detailed description and quality photos will not only 

increase the bids, but it will also save you time by eliminating 

repetitive questions from interested bidders. 

• Building your online following -- Just as you did not build 

your traditional auction business over night, you must also 

work to build your online presence. By consistently offering 

online bidding in conjunction with quality photos and 

descriptions, you will be able to build a following of loyal 

online bidders. Pre-auction Internet bidding is the perfect 

method to build that online following because it is affordable 

and flexible enough to be used at every auction you hold . 

Reppert School of Auctioneering is one of the oldest and most respected 
names in auctioneering education. Our instructors' knowledge is 
invaluable to the success of your auctioneering career. While attending 
our full two week auctioneering course, you will be involved in the 
live auctioneering experience. Our 30 experienced auctioneering 
professionals will give you insight into auction business, auction law, 
real estate, advertising, marketing and many others. 

When setting goals for your career, Reppert's is where to turn. 
Our goal is to help you to be prepared as an auctioneer business 
professional. Let Reppert School of Auctioneering help you succeed. 

Classes held at Kruse Auction Park, Auburn, Indiana, 
April, August, October and December. 

SCHOOL OF 
AUalONEERING 

www.reppertschool.com 260-927-9999 
PO Box 6, Auburn, IN 46706 Dennis Kruse, President 
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By Auctioneer Lyn Liechty, Adrian, MI 

D C Club was a dark little beergarden, not much to look at. 
Area old-timers believe it had been in operation since the 
1930s and was possibly the oldest such establishment in 
Lenawee County (Michigan). 

Many called it just a friendly little bar. It had a seating 
capacity of only 49 people, the floor was uneven, and the 
smoke stained ceiling and walls were covered with signatures, 
love notes and graffiti. 

There was an aura of nostalgia and a bit of sadness in the air 
when earlier this year about 200 people gathered for a salvage 
and contents auction. They came to bid, buy, reminisce and 
say good-bye. 

The owners had called me to ask about doing a salvage auc­
tion. The property had been sold and the bar was scheduled 
for demolition. I remember driving over with some doubts 
and misgivings. There was nothing about the place that would 
lead one to believe an auction would work. After all, most of 
the good stuff, i.e., pool table, game machines etc had been 
leased and would not be part of an auction. What was left? A 
small, aging building with little to offer except worn out 
tables, chairs, bar stools, beer glasses, kitchen equipment, two 
toilets and a urinal. Who would possibly be interested in this _ 
auction? I wasn't surprised to learn the owners had similar 
concerns, as they wished to have an auction, but with a very 
conservative advertising budget. 

It was obvious to me they were afraid the expenses might be 
greater than monies realized from an auction. Still, there were 
items there they didn't need, but the owners wanted as little as 
possible to end up at the landfill. We all knew that if nothing 
else, the place was packed with memories. 

We met, talked about an auction, took a tour of the bar, 
made a list, signed a contract, and booked the auction. I had 
hoped we could draw a crowd of perhaps 50 people, and with 
a selection of beer signs included; perhaps we could gross a 
couple of thousand dollars. Dare I imagine grossing three 
thousand? That thought was quickly dismissed. I would be 
lucky to pay the expenses. 

The weeks leading up to the auction proved to be a stress­
ful time for the owners, patrons, and me. Many loyal cus­
tomers felt as though they should be given a souvenir in 
exchange for all of their years of loyalty. Others tried to buy 
their treasures prior to the auction. The owner realized there 
was no fair way of doing that and told everyone who asked 
that they would have to attend the auction. They had a good­
bye party the last night the bar was open for business. The 

• • 
• 

Club was packed and the crowd was in the mood for a wild 
and raucous night and they drank and partied until closing 
time. A few decided they had a right to help themselves to 
some items of interest. The bar mirrors and signs had previ­
ously been removed for safekeeping, so two of the locals 
decided to walk out with a small neon clock. 

Someone also decided to destroy the brand new auction 
sign placed adjacent to the parking area. It was probably not 
as good as stealing a souvenir, but perhaps there was some 
sense of gratification from their vandalism. The bartender on 
duty had to literally force his customers out the door at clos­
ing time, only to lock up and discover someone had stolen his 
tips for the night. As crazy as it was, we would soon learn it 
was just a mild prelude to what was yet to come. 

Auction day 
I arrived at the D C Club mid-morning on auction day. I like 

to arrive early, just to ensure the final set up goes smoothly. 
Most items were stacked neatly on tables and left in the tavern, 
while small items of lesser value were placed outside on tables. 

My help was at a minimum, so I decided to stick with the 
plan we had and hold the bulk of the auction inside. Odds 
and ends were outside with a few nice large items that would 
entice the crowd to come outside. My plan was to start the 
auction with the tables outdoors, work around the building 
selling what salvage I could, and then get everyone inside 
before it got too dark. Not that it mattered, because even 
though the door was propped open, it was quite dark in the 
bar. I had thought the crowd outside was large and didn't real­
ize most of the bidders had been patiently waiting inside. 

It took just minutes until the bar area was so crowded no 
one was able to move. Sort of like packing sardines in a can! 
I was about to learn that it didn't matter what took place out­
side; inside we were about to embark on one of the craziest, 
intense, and most exciting auctions ever. 

I stood up on a small stand I had built for this purpose, with 
a table filled with various items in front of me. Completely 
encircled by wall-to-wall people, I talked to the crowd for a 
few minutes while my eyes became adjusted to the dark con­
ditions. Gradually I could see most of the bidders. I got my 
wife's attention and told her there was an item that had been 
left in the beer cooler that we had overlooked. I asked her to 
pull it out and advise me as to whether or not anyone would 
have any interest in it. Rebecca reached in the cooler, pulled 
the item in question out, and turned around with a large grin 
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on her face, a card and small bouquet of flowers clutched 

tightly in her hands. Smiling faces and applause is such a won­

derful way to start an auction! 

You wouldn't think an auction could work in such dark and 

crowded conditions, but did it ever. When an auction gets this 

exciting and the bidding gets this spirited, an Auctioneer gets 

a natural high that no drug or drink could ever duplicate . 

Have you ever seen those little plastic baskets they put the 

cheeseburgers in? I had put a group of those in a box expect­

ing to get two or three dollars. The buyers thought so too. My 

eyes had become accustomed to the dark and I could see the 

amazed look on the bidder's faces when I dropped the ham­

mer at $20! There were more surprises. Boxes of beer glasses. 

No names, nothing that made them special. I expected per­

haps $5 dollars a box. The prices averaged out at over $20 per 

box. Plastic beer banners ranged between $12.50 to $17.50 

apiece. These were not the exceptions. The entire auction 

went that way. 
Deep fryers, cookware, paper towels, cleaning supplies; it 

didn't seem to matter what was held up. About the only things 

we could not sell were the two toilets and a single urinal! The 

bidding was fast, spirited, and intensely crazy. Beer signs and 

bar mirrors sold just as well, although I was not quite as sur­

prised. I expected strong prices from those items. We walked 

quickly through the bar, selling all desired salvage items, such 

as lights, coolers, compressers, then moved into the kitchen 

with the crowd following close behind. The place was still 

packed and I was soon to learn the bidders had been waiting 

patiently for the $210 stainless steel table and the soon to be 

$470 dollar ice machine. 
Suddenly, we were at the last item and this auction was over 

as quickly as it had started. It took just scant minutes for the 

crowd to disappear with their purchases, leaving behind a 

quiet, suddenly lonely place. I was overwhelmed with such an 

eerie sense of loneliness, in spite of a strong sense of satisfac­

tion from knowing we had just tripled our pre-auction expec-
• 

tat1ons. 
I have conducted hundreds of auctions over the years, many 

of which have been unusual and in less than desirable condi­

tions. I don't think I have ever been involved in any auction 

quite like this one. Too many people. Too small of a space. 

Too dark. Logic and common sense told me there were few 

items of value or interest in this auction. Logic and common 

sense had nothing to do with this auction. Psychology, emo­

tions and the need for some 200 people to come and celebrate 

the passing of this tiny tavern made this auction such a suc­

cess! 

(This story and others by Lyn can be found by visiting his 
website. www.lynliechty.com) 

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

has been America's Auction Authority. 

National Marketing Center 
Atlanta, Georgia 

1-800-841-9400 

---AUCTION--­
MARKETING 

Southwest Office 
Dallas, Texas 

1-800-441-9401 

Visit our· web sites at .hudsonmarshall.com 
or .hudsonandmarshall.com 
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Mike Jones' job may be first in nation 

Seeing an opportunity to help pop­
ularize real estate auctions in America 
on a large scale, Mike Jones, CAI, 
GPPA, of Dallas, TX has taken a 
newly-created job as president of 
United Country Auction Services, a 
new division of United Country Real 
Estate. 

• res1 
• • • 1v1s1on 

"'·· l -- \ 

The job may be the first in a nation­
al real estate company that is hiring a 
full time Auctioneer to move a large 
percentage of its properties to auction. 
The company's CEO, Dan Duffy, pre­
dicts that up to 50 percent of his firm's 
listings may be selling by auction in 
five to 10 years. He and Jones say they 
are reacting to the growing trend of 
more real estate sold by auction. 

From left, Dan Duffy, CEO of United Country; Mike Jones, CAI, GPPA, president 
of United Country Auction Services; and Louis Frances, president of United 
Country Real Estate. 

Duffy said "We see the vision about 
real estate auctions. Selling real estate 
by auction is a trend that's underway, and we are uniquely 
positioned with rural real estate for a perfect fit to sell by auc-
. " ti on. 

Jones said "If you're progressive and have watched the fig­
ures NAA has gathered about increasing real estate auctions, 
you know that real estate is important to our auction future." 

United Country Real Estate, based in Kansas City, MO, has 
600 franchise offices nationwide with 3,400 affiliates. The 
company's revenues have grown at 20 percent per year for the 
last five years. The firm specializes in marketing properties in 
small towns and rural areas, including acreage, country 
homes, recreational cabins, retirement property, waterfront 
properties, farms and ranches, luxury estates and other real 
estate. 

Jones, president of NAA in 2004-2005, has operated his 
own auction firm, MJ Auction Group, for 28 years, specializ­
ing in real estate (60 percent of his recent business), industri­
al equipment and other auctions. Jones will reduce and 
change the structure of that company, with details to come 
later. He will conduct some benefit auctions, but the bulk of 

his time is now in the full-time position with United Country. 
Jones has an office in Kansas City, and he and his wife, Lori, 
will spend time in Kansas City and Dallas, where he will con­
tinue to operate Texas Auction Academy classes several times 

each year. 
"In fact, I'll be bringing United Country franchisees to 

attend auction school at Texas Auction Academy," he said. 
Jones plans to create a national network of real estate 

Auctioneers within the United Country company, and to have 

brokers also work with NAA Auctioneers. 
"Today Auctioneers are a very fragmented group. Our goal 

with United Country Auction Services is to create the ulti­
mate coast to coast network for real estate 'Auctioneers," he 
said. "United Country's 80 year history and their dedication 
to helping people live the American Dream through home, 
land and business ownership made my decision to join the 
United Country family easy. The culture at United Country is 
consistent with my own beliefs and their commitment to be 
supportive and involved with the NAA and our members is 

. . " exc1t1ng. 
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Jones said his life has been very connected to Kansas City, 

where he attended Missouri Auction School. "I left here 28 

years ago (after auction school) to pursue my Auctioneer 

career, worked selling franchise stores for KC based Western 

Auto for over 20 years, returned to the city on a regular basis 

for seven years while serving on the NAA board and now as 

President of United Country Auction Services my life has 

come full circle. It's a very exciting time. I just completed six 

days of comprehensive meetings with our Divisional and 

Regional vice presidents and they are pumped up and ready to 

make United Country a major force in real estate auctions in 

the United States." 

Through a major marketing campaign, auctions by United 

County will become a major brand in the marketplace, Jones 

said. With more farms and ranches selling nationwide, and 

small towns reducing as more people move to larger cities, the 

future is strong for United Country and auctions, he said. 

Jones said he believes other national real estate companies have 

not taken a major step toward auctions because they do not 

understand auctions and have had success with traditional listings. 

"On the other hand, United Country has leadership that 

understands what we are trying to do with auctions," he said. 

CEO likes auctions 
United Country CEO Dan Duffy says he's sold on real 

estate auctions. Duffy, who has a background in technology, 

observed firsthand real estate auctions work well in Australia 

in recent years and he worked with Auctioneers in the U.S. 

when he took the company Ubid public. 

Duffy said rural residents have long been accustomed to 

buying and selling at varied types of auctions, so they will be 

open to selling real estate by auction . 

"We are at crossroads of technology, auction and real estate," 

adding that he plans to conduct webcasts of real estate auc­

tions. "There are great opportunities in the future to serve 

buyers and sellers. Auctions provide great transparency and a 

right price for property." 

Duffy joined joined United Country in February 2006 to 

support the rapid growth of the United Country system. He 

is responsible for the establishment and execution of a long­

term strategy to deliver competitive advantage to United 

Country franchisee partners. Prior to joining United Country, 

he was CEO of Microsoft's "2005 Global Partner of the Year" 

and largest North American Microsoft Business Solutions 

partner with over 20 offices. Prior to that he was chief devel­

opment and financial officer of an on-line business-to-busi­

ness exchange serving the auction and brokerage market for 

industrial equipment. 

Duffy foreesees auctions being a boost to United County's 

growth. 

"I believe we could sell 50 percent of our properties by auction 

in the next five to 10 years," he said. "United Country sold $2.5 

billion in real estate last year with 20,000 properties." 

He foresees eBay Real Estate (the still-small volume section 

of eBay that is selling real estate online) as a competitor and a 

partner. "It's yet to be determined if we will post properties on 

eBay or other online platforms, but I believe we will compete 

with eBay and we will find ways to partner with them." 

Duffy says that the largest national real estate companies 

have not embraced auctions because "They have been bogged 

down with private treaty that has worked well for them, and 

they have not wanted to invest time and money into a process 

they do not understand. They are looking at their earnings per 

share and stock price. We are looking at how to best serve 

buyers and sellers." 

Duffy began to talk with Jones about joining United 

Country earlier this year after Duffy heard about Jones' lead­

ership in NAA, the industry and Texas Auction Academy. 

"Mike is a person of stature within the auction industry and 

he has the expertise we were looking for," Duffy said. 

Jones will also work with Lou Francis, President of United 

Country Real Estate, who has spent his entire 33-year real 

estate career with United. He became President of United in 

1986 and a Director of First Horizon in 1990 at the time of 

its incorporation and subsequent purchase of United National 

Real Estate. He and three partners purchased the organization 

and renamed it United Country Real Estate. Much of United 

Country's success has occurred since 1997 when they intro­

duced the United Country franchise program. 

Jones said he is excited to take on his new challenges. 

"I think the United Country brand will be the dominant 

force in the marketplace within 12 to 24 months, and that's 

why I'm here," he said. "I don't take leaving my own compa­

ny lightly at all. But I think I've found the right fit here." 

Story by Steve Baska, editor. 
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The NAA Education Institute Presents: 

THE 
MARCH 18 - 23 , 200 7 

• • 
uc zoneers 

Special discount for new candidates 

in the March 2007 CERTIFIED 

AUCTIONEERS INSTITUTE 
Having a CAI professional designation is increasingly important. 

Designation holders have the knowledge and skills to provide the 

highest quality skills to all types of clients. The designation indicates to 

attorneys, trust officers, real estate professionals and others that you are 

an astute business person with the highest professional standards. 

New enrollees may enroll in the next CAI Class I, to be held in March 

2007 and save $100 off the price they would pay after January 1, 2007. 

995 if you sign up by that date by sending in the form on the back of 

this sheet. 

The price will go up to $1,095 after January 1. This price increase for 

2007 does not apply to current students already set to attend Class II 

or Class III (the final class to earn CAI.) New students enrolling in 

Class I must make a $250 non-refundable deposit to hold their spot in 

the class. So sign up today to take advantage of the savings and start 

on the road to getting the highest professional designation in the 

auction industry. 

How the Institute Works 
You will be housed at the Indiana Memorial Union at Indiana 

University, a full-service hotel and the world's largest campus union 

building. Once you are accepted into CAI, you will take one course 

each year beginning with Course I. After successfully completing all 

three courses, you will be eligible for the CAI designation. 

' -
AUC ffONEER 

Eligibility 
• Two or more years of full-time experience as a practicing 

auctioneer (defined as "a person whom the seller engages to direct, 

conduct, or be responsible for a sale by auction.") 

• Must be least 21 years of age 

• Must have a high school diploma or GED 

• Have experience conducting ten (1 O) auctions 

OR 
• Graduated from approved auction school 

• Completed Auction Manager course 

• One ( 1) year of experience 

• Have experience conducting ten (IO) auctions 

• Must have a high school diploma or GED 

Maintaining the CAI Designation 
Maintaining the CAI designation requires upkeep of designation fees 

and 24 hours of continuing education every three years. When you are 

accepted into Course I, you will begin a series of three one-week 

courses leading to your CAI designation. Here is just a sample of some 

of the material covered in Course I: 

• Using technology to enhance your business 

• Marketing your firm for increased profits 

• Understanding legal, financial, and accounting principles needed 

to run an auction firm 

• Developing communication skills to help you win more clients 

• Learning the most effective methods of selling residential real 

estate and personal property at auction 

Courses II and III develop these topics even more fully, as well as other 

critical areas such as advertising, public relations, business ethics, 

liquidations, and selling agricultural and commercial properties. 

Your most effective method of preparing to 

succeed in the auction industry. 

www.auctioneers.org 
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Marsha Wolak 
4121 Wake Ave., Sarasota, FL 34241 
saasotadiva@aol.com 

IOWA 
Clair Elsbury 
1026 N Fillmore, Mason City, IA 50401 
(641) 422-0239, clairsauction@hotmail.com 

ILLINOIS 
Johnson Cornwell 
2573 E 1850th St., Mendon, IL 62351 
217-938-4115 

Paul Dembowski 
Dembowski Auction Service 
5035 E 1600 North Rd., Flanagan, IL 61740 
(815) 796-7577, (815) 796-7576 
pvteye@hotmail.com 

Michael Killen 
Killen Auction Service Inc. 
9303 N University St., Peoria, IL 61614 
(309) 693-8202 

Rhiannon Killen 
Killen Auction Service Inc. 
8202 N University St., Peoria, IL 61614 
(309) 692-8202, utOpia @earthlink.net 

IN DIANA 
J.D. Faulk 
RR 1 Box 373, Worthington, IN 47471 
(812) 875-2928, mlfaulk@epowerc.net 

Craig Sloan 
365 Clark St., Roanoke, IN 46783 
(260) 399-6179 
craig msloa n@auctionsolutionsinternational.com 

KANSAS 
Rick Stricker 
32222 W 89th Street, De Soto, KS 66018 
(913) 707-1045, 
rickstricker@hotmail.com 

KENTUCKY 
Craig Astor 
Century 21 Realty Group Hagan 
5167 N L&N Turnpike, Hodgenville, KY 427 48 
(502) 827-1982, kyminuteman@msn.com 

LOUISIANA 
Fred Armand 
27520 Heritge Lane, Springfield, LA 70462 
(225) 278-6506, 
fred_armand_51 @hotmail.com 

Todd Cloinger 
925 Sligo Rd., Bossier City, LA 71112 
(318) 453-8889 

Kathy Coleman 
200 Pleasant Dr., Alexandria, LA 71303 
(318) 448-9051, (318) 561-2448 
kcoleman@safetywarehouse.net 

Laverne Stuchel 
Yank and Associates 
P.O. Box 83, Berwick, LA 70342, 
(985) 384-8522, (985) 518-9668, 
yank@teche.net 

MASSACHUSETTS 
Clifford Carroll 
The Carroll Company 
109 Pawkannuket Dr., Bass River, MA 2664 
(508) 771 -2000, (508) 775-8383 
cape.cod@comcast.net 

www.auctioneers.org 

Carl Greenler 
198 Locust St #201, Lynn, MA 1904 
(781) 593-3942, (781) 854-4655 

Arthur Jovellas 
Vestport Inc. 
9 Bellevue St., Medford, MA 2155 
(617) 799-6928, (781) 396-2404 
art@vestport.com, www/vestport.com 

Dana Robinson 
14 Starbird Avenue, Roslindale, MA 2131 
(617) 325-0087 

Jeanne Warrick 
8 Institute Rd., North Grafton, MA 1536 
(508) 839-3383, (508) 839-5421 
worrickmj@aol.com 

MARYLAND 
Robert Gatchel 
Executive Auction Group 
2288 W. Pulaski Hwy., North East, MD 21904 
(443) 827-8023, (443) 927-8900 
i nfo@ExecutiveAuctionGroup.com 
www.ExecutiveAuctionGroup.com 

MAINE 
Gilbert Reed 
Western Maine Auctions Inc. 
128 Weld Rd., Wilton, ME 4294, 
(207) 645-5146, (207) 645-5149, 
ncwinc@verizon.net 

MICHIGAN 
Joey Stone 
Detroit Auto Auction 
600 Will Carleton Rd., Carleton, Ml 48117 
(734) 654-7093, (734) 654-7150 
danstone2@cox.com 

MINNESOTA 
Angela Boone 
Auction Options, LLC 
8 Pine Tree Drive #150, Saint Paul, MN 55112 
(612) 296-6900, (651) 203-1830 
angela@thereoteam.com 

Colleen Johnson 
P.O. Box 234, Saint Francis, MN 55070 
(763) 753-0105, (763) 647-7991 
colleen@wdemail.com 
www.colleenjohnson.com 

Brent Millsap 
221 Fillmore St NE, Minneapolis, MN 55418 
(612) 220-1605, (612) 789-3848 
bigocea n@helloworld.com 

Melva Shon blom 
10222 Mississippi Blvd NW 
Coon Rapids, MN 55433, 
(763) 421-8941, (763) 421-0523, 
melva@melvashonblom.com 
www.melvashonblom.com 

MISSOURI 
Robin Anderson 
Barks Auction Service, LLC 
355 County Rd. 318, 
Jackson, MO 63755 
(573) 339-7224, (573) 243-9944 
robinbarks61 @yahoo.com 

Larry Clines 
Rt 1 Box 189A, 
Crane, MO 65633 
(417) 723-5344, 
clinesequipment@gmail.com 
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Robert Hooten 
125 Capetti Dr., Crane, MO 65633 
(417) 880-4348 cell, (417) 723-8116 
hooten 5fa rms@yahoo.com 

MISSISSIPPI 
Christine Whitton 
305 Clinton Blvd., Clinton, MS 39056 
(601) 278-4230, antiquedealerl @aol.com 

NORTH CAROLINA 
C Bryan Kirk 
8732 Poole Rd., Knightdale, NC 27545 
(919) 291-4350, 
kirkfarms@bellsouth.net 

Ethan Raynor 
1721 West Buckhill Rd., Burlington, NC 27215 
(336) 584-5160, ethanhca@aol.com 

Ryan Raynor 
2224 Mathis Trail, Burlington, NC 27215 
(917) 270-8050, (336) 584-3383 
ryan@hcaaauctions.com 

Gary Smith 
Coastal Carolina Real Estate & Auction 
141 Salter Path Rd., 
Pine Knoll Shores, NC 28512 
(252) 342-7325, (252) 247-7325 
realtorgarysmith@bizec.rr.com 

Ronald Whaley 
325 Cassell St., 
Winston Salem, NC 27107 
(336) 785-0627, (336) 785-0635 

NEW JERSEY 
Jarnail Singh 
Singhar Truck Repair 
117 Poplar St., Carteret, NJ 7008 
(732) 850-2859, (732) 969-1396 
amarjeet1256@hotmail.com 

NEW YORK 
Robin Cook-Mervis 
4517 Marlboro Pl, Vestal, NY 13850 
(607) 759-9657, (607) 785-5653 
rcookmervis@stny.rr.com 

OHIO 
Jeffrey Prinz 
Homestead Auctions 
6825 Wales Ave NW, Canton, OH 44720 
(330) 966-0854, (330) 966-0835 
hauction@earthlink.net 
www.homesteadauctions.net 

OKLAHOMA 
Kevin Hal brook 
Paradise Valley Auction Co. 
P.O. Box 826, Elgin, OK 73538 
(580) 704-8190, kholbrook@hotmail.com 

Dean Williams 
Williams & Williams 
7666 E. 61 st Street Suite 135, Tulsa, OK 7 4133 
(918) 250-2012, (918) 250-1916 
dean.williams@williamsauction.com 
www.williamsauction.com 
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OREGON 
Stan Clifford 
2600 Gable Rd #6, Saint Helens, OR 97051 
(360) 852-0130, (888) 222-4180 
srclifford@hotmail.com 
www.homesofswwashington.com 

PENNSYLVANIA 
Jenny Pennay 
Pennay & Son Auctioneers 
RR 2 Box 16A, Kingsley, PA 18826 
(570) 289-0877, (570) 289-4321 
jpennay2@msn.com 

Frederick Siegfried 
21 Princess Ave, Lancaster, PA 17601 
(717) 464-5867, siegfriedauction@comcast.net 

SOUTH CAROLINA 
William Laughridge 
Manheim's Darlington Auto Auction 
1111 Harry Byrd Hwy, Darlington, SC 29532 
matt.laughridge@manheim.com 

Robert Lesser 
610 Lucky Run, Latta, SC 29565 
(843) 752-6365, robert.t.lesser@usps.gov 

Oliver Wright 
693 Taylor Pond Rd., Dorchester, SC 29437 
(843) 462-2591 

SOUTH DAKOTA 
Lucas Lentsch 
42482 Golf View Drive, Britton, SD 57430 
(605) 237-8942 

TENNESSEE 
Calvin Pa rt on 
1178 Butch Bayless Ln, 
Seymour, TN 37865 
(865) 984-2383, calvin.parton@century21.com 

Gregory Stotts 
4527 Ernie Dr., Memphis, TN 38116 
(901) 332-3530, gstotts@bellsouth.com 

Jeffery Trice 
Charles Woodard and Associates Inc. 
2527 Ewell Elliott Rd., 
Springfield, TN 37172 
(615) 384-0691, j.trice@worldnet.att.net 

TEXAS 
Jennifer Anderson 
Noonday Tractor & Auctions 
1190 Ramsay Dr., 
Lucas, TX 7 5002 
(214) 801-5041, (972) 727-5107 
j ka i nvestments@dfwa i r.net 

Alex Bagdasaryants 
3807 Strattford Dr. 
Frisco, TX 75035 
(214) 384-8423, arushunter@yahoo.com 

Richard Bost 
1510 W North Loop Blvd #1037 
Austin, TX 78756 
(512) 323-5567, andrew@dollar-day.com 
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Socar Chatman-Thomas 
Elegant Homes By Auction 
P.O. Box 162283, Austin, TX 78716 
(512) 784-7150 
socarsellshomes@austin.rr.com 
www.eleganthomesbyauction.com 

Michael Cook 
1021 Lindsey Circle, 
Belton, TX 76513 
(254) 716-2963 

David Drake 
P.O. Box 27, 
Trinity, TX 75862 
(936) 594-8248 

Debbie Gallaway 
8448 Wheelock Hall Rd., 
Hearne, TX 77859 
(979) 589-350, debgallaway@evl.net 

Gregory Goree 
3312 Royal Lane, Dallas, TX 75229 
(214) 837-9614, (214) 366-4567 
ggoree@sbcglobal.net 

Bobby Mabery 
7815 Contrary Creek, Granbury, TX 76048 
(817) 573-9705, bmabery@hoodcounty.com 

Roger Mills 
50 Evergreen Dr., Wichita Falls, TX 76308 
(940) 882-9716, (940) 855-7533 
rkskmills@yahoo.com 

Maudie Salmon 
Alpha Texas Realty 
1504 Forest St., Georgetown, TX 78626 
(512) 869-8444, maudiesalmon@msn.com 
www. ma ud iesa I mon .com 

A Harland Strother 
Old Town Auction Co. 
P.O. Box 581, Silsbee, TX 77656 
(409) 385-0059, harbigbass@aol.com 

Timothy Thomas 
400 Gresham, Smithville, TX 78957 
(718) 216-4069, (512) 653-9416 
wyethsnook@aol.com 

VIRGINIA 
Brian Broughman 
Walker Commercial Services Inc. 
2826 Dell Ave NE, Roanoke, VA 24012 
(540) 537-0473, brian@walker-inc.com 

Richard Digiovanna 
Re/Max Allegiance/Superior Real Estate Services 
P.O. Box 503, Occoquan, VA 22125 
(703) 690-1891, richd@isellvirginia.com 
www.lsellVirginia.com 

Matthew Earle 
West End Antiques Mall 
2004 Staples Mill Rd., Richmond, VA 23230 
(804) 335-7898, (804) 359-4411 
earlesp432@yahoo.com 

Jennifer Fain 
261 South Fork Loop, Stuart, VA 24171 
(276) 694-7853, jfain@yahoo.com 

Richard Graves 
7116 Don Rd., Mineral, VA 23117 
(540) 854-4865, glenngraves@juno.com 

George Hardy 
Virginia Premier Realty & Auction 
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P.O. Box 428, Amelia Court House, VA 23002 
(804) 561-0269, (804) 561-1332 
ohardy@earthlink.net 

Richard Nappi 
Dominion Exchange Auctions LLC 
214 Ft. Collier Rd., Winchester, VA 22603 
(540) 450-2737, (540) 723-4257 
richa rd@dexautions.com 

Hunter Raines 
3312 Mine Road, 
Fredericksburg, VA 22408 
(540) 898-8048, hunterraines@hotmail.com 

Doug Sinclair 
Sinclair & Associates Inc 
2620 Old Gun Rd, W., 
Midlothian, VA 23113 
(804) 423-5162, (804) 794-4975 
d.b.sinclair@comcast.net 

John Wedding 
8170 Linda Lane, 
King George, VA 22485 
info@mightybargainhunter.com 

James Wells 
2333 Melrose Rd., 
Harrisonburg, VA 22802 
(540) 833-4391, (540) 833-6290 

VERMONT 
Mary Anne Lukas 
Southern Vermont Auction Gallery LLC 
134 Depot St., 
Danby, VT 5739 
(802) 867-5560, 
southernvtauction@adelphia.net 

Mark Putnam 
Southern Vermont Auction 
P.O. Box 130, 
Dorset, VT 5251 
(802) 362-3363, (802) 362-3372 
newredbarn@adelphia.net 

WASHINGTON 
Dawnessa Garrison-Smart 
11839 4th Ave S., 
Seattle, WA 98168 
(206) 920-3296, 
electricwanda@msn.com 

Meghan Toner 
Kip Toner Benefit Auctions 
1218 Bigelow Avenue N., 
Seattle, WA 98109 

WISCONSIN 
Shontina Gladney 
S M Gladney Auctions 
N 61 W 14357 Brookside Dr 
Menomonee Falls, WI 53051 
(414) 406-3431, (262) 293-3267 
shontina@reintegrity.com 
www.shontinasellshomes.com 

Terrence Purcell 
36611 57th, 
Burlington, WI 53105 
(262) 607-0060 

WEST VIRGINIA 
Gary Rowe 
Rowe Auction Company 
111 Sanger St., 
Oak Hill, WV 25901 
(304) 573-0309, 
pcameron2533@charter.net 
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National Auctioneers Foundation 2007 
Upcoming state association events ... 
Jan. 5-7: Colorado Auctioneers Assoc., Denver, CO 

1 2 3 4 5 6 Jan. 10-13: Pennsylvania Auctioneers Assoc., Harrisburg, PA 
Jan. 12-13: Wyoming Auctioneers Assoc., Casper, WY 

7 8 9 10 11 12 13 Jan. 12-13: South Carolina Auctioneers Assoc., Charleston, SC 
Jan. 12-14: Virginia Auctioneers Assoc., Blacksburg, VA 

14 15 16 17 18 19 20 
Jan. 13-15: Maine Auctioneers Assoc., Rockport, ME 
Jan. 18-20: Ohio Auctioneers Assoc., Dublin, OH 
Jan. 18-20: Arkansas Auctioneers Assoc., Hot Springs, OH 

21 22 23 24 25 26 27 Jan. 19-20: Auctioneers Assoc. of North Carolina, Greensboro, NC 
Jan. 19-20: Idaho Assoc. of Professional Auctioneers, Pocatello, ID 

28 29 30 31 Jan. 25-27: Wisconsin Auctioneers Assoc., Wisconsin Dells, WI 
Jan. 26-27: Montana Auctioneers Assoc., Lewistown, MT 
Jan. 31- Feb. 4: Michigan State Auctioneers Assoc., Lansing, Ml 

For assistance or t olace an order call 866-331-011 
chain 

Leather 
A7012 

--- ·~-=- Sandwich 
Briefcase 

#7011 
,...,., •• flil4' - .. 

~;;;· ,u,.,,, ... .,..,,, ....,.,..,..,,. ., ... : -=-I Bill Hat 
,..,..,.._ 
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Aucnoneer 

www.auctioneers.org 

Mini 
Gavel 

Moog 

Kensington 
Writing Pad 2008 

To. pla~an order call 866-331-0112 or 
Log on at www.auctioneers.org 

and look for us in the Members Only Area! 
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INTERNET TRICKS AND GREAT PLACES 

TRICK #1: ANTI-VIRUS SOLUTION FOR TIGHTWADS 
http://free.grisoft.com/ doc/avg-anti-virus-free/lng/us/tpl/v5 

Tired of anti-virus programs that are integrated into bloated security suites that bog down your 

system and frequently conflict with your other programs? If so you should check out these folks 

who offer a highly respected anti-virus program that overcomes these problems and is enjoyed 

by millions of users worldwide. 

This anti-virus program is easy to use and provides regular and automatic virus definition 

updates. In addition you get real time protection of files and e-mails and can use either sched­

uled or manual testing. And guess what -- all of these features are included in the version these 

nice folks will give you to use without any time restriction --- and without any cost. 

TRICK#2: EASY PHISHING TEST 
When you get one of those legitimate looking e-mails asking you to update your account, the 

ones that look like they're coming form from Citibank, eBay or PayPal for example, be sure to 

take a close look because the sender may be getting ready to empty your bank account. 

Here's an easy way to check out these realistic looking messages and show if they are bogus (as most 

of them are) or legit. Hover your mouse over the link in the suspected e-mail. After a second or two, 

your browser or e-mail software will show you the real link you'd be clicking. For example, the link 

in a recent "Citibank" Phishing e-mail looked like this: http://www.citibank.com/?q----. By hover­

ing over it, the actual URL was revealed to be: http://www.citibankonline.com:check-WC----. 

Just remember that no legitimate company will e-mail you an unsolicited request for your pass­

word or other confidential financial account information. If you receive this type of e-mail you 

should strongly suspect that the sender wants to clean out your bank account. 

GREAT PLACE #1: GET OFF THOSE MAILING LISTS 
1-888-SOPTOUT (1-888-567-8688) 

You need to know that credit bureaus often create lists containing the names and complete con­

tact information of consumers with good credit, and then sell them to telemarketers and direct­

mail marketers. If you are getting more than your share of unsolicited mail -- especially those 

credit card offers that you have to shred -- there's a good chance that this is where the junk is 

coming from. The Associated Credit Bureaus (the big four) have created l-888-50PTOUT 

(888-567-8688) where you can call to remove your information from the marketing lists and 

pre-approved credit offer lists sold to third parties. 

The automated voice system will ask you to enter your phone number and other personal infor­

mation including your Social Security number. They need that information to properly locate 

your record. If you are squeamish about supplying this information to an automated system, you 

can call each of the four major credit bureaus individually and speak with a human being to 

accomplish the removal. This is a move that will save you a lot of shredding. 

GREAT PLACE #2: SCRUB - ERASE - REMOVE 
http://www.heidi.ie/ eraser/ 
Think you've removed a file from your computer when you "delete" it? Wrong! When you sim­

ply delete a file you only hide it until someone with evil intent goes digging. 

Here's a good utility to have on hand when you really want to get rid of a file containing sen­

sitive information, the kind identity thieves thrive on. You can also use this utility when you get 

a new computer, have transferred the content you need and discover that, even if you format 

your existing hard drive, your valuable information still lurks there ready to be ripped off. 

This program is a security tool that allows you to completely remove sensitive data from your 

hard drive by overwriting it several times with carefully selected patterns. 

Copies of all previous "Real Estate CyberT ips" columns complete with all direct links are available at www.REcyber.com/reintelligence/cyber­
tips.htm. Jack Peckham is the Executive Director of the Real Estate Cyberspace Society and can be reached by E-mail at bostonjack@earth­

link.net. T he Society's worldwide web office is open 24 hours a day at www.REcyber.com. Direct links for each of the tricks and places here 

or in any previous Real Estate CyberTips Columns are available at www.REcyber.com/reintelligence/cybertips.html. StoneAge readers can 
obtain information on Society membership by calling 888-344-0027. Copyright (c) 2007 . RECS. 
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NAA Membership and Meetings 
For meeting registration, membership applications, and changes to your 
membership record, contact the NAA Member Service Department by phone: 
913-541-8084 or 888-541-8084, ext. 15; fax: 913-894-5281; or e-mail: 
info@auctioneers.org. 

PROGRAMS=-====--.;,,;.~====== 
Get Sold On St. Jude Kids 
NAA members have raised over $3 million 
to help children since 1999. Opportunities 
to participate by members vary from 
donating a percent of auction proceeds to 
holding a "special" fundraising auction for 
the St. Jude children. St. Jude has 
developed special marketing support kits 
that can be obtained by contacting St. Jude 
at 800-457-2444 or visit the St. Jude 
Volunteer Service Center website 
at www.vscs.org 

International Auctioneer 
Championship 
NAA hosts the largest bid-calling 
championship in the world each July during 
the annual Conference and Show. 
Participants can register beginning in 
February through the Conference and Show 
registration process. Th is contest has both a 
men's and women's division and awards a 
trophy and ring. A promotional video will 
also be aired nationwide and feature the 

. 
winners. 

International Junior Auctioneer 
Championship 
The NAA's youngest Auctioneers compete 
in a bid calling contest in front of a live 
audience each July during the annual 
Conference and Show. Open to youth 
age 12 to 21 , the IJAC Champion will win 
$1000, a trophy and complimentary 
registration into the adult division of the 
International Auctioneer Championship 
once the winner meets the minimum age 
requirement for the IAC. 

International Ringman 
Championship 
Professional Ringman to be featured in 
NAA's Ringman Competition.Ringman 
play a vital role and have significant 
impact on the success of an auction. NAA 
is eager to recognize their efforts and 
reward them for a job well done. A trophy 
and a championship ring will go to the 
champion of the IRC, sponsored by the 
Professional Ringman's Institute. A 
promotional video will also be aired 
nationwide and feature the winner. 

National Auctioneers Day 
On the third Saturday in April, National 
Auctioneers Day is designated to recognize 
the creative efforts of Auctioneers and the 
benefits of the auction method of 
marketing. For more information about 
National Auctioneers Day see the March 
issue of Auctioneer. 

NAA Marketing Competition 
NAA has developed a special awards 
program to recognize the creative efforts of 
Auctioneers. The award presentations take 
place during the annual Conference and 
Show in July. Call for entries along with the 
rules and regulations are included in the 
Conference and Show brochure that is sent 

with the February magazine. This was 
formerly called the Photography, Advertising 
and Auction of the Year contest. 

President's Award of Distinction 
The President's Award of Distinction is 
awarded to an Auctioneer for his or her 
contributions to the industry and 
profession. This prestigious award is given 
during the annual Conference and Show in 
July. The NAA President, along with the NAA 
board of directors, make this selection. 

NAA Education Institute 
The NAA is dedicated to providing 
professional development opportunities for 
the auction industry. Members enjoy 
discounts on all educational events, 
seminars and our designation and 
certificate programs. Designation programs 
include: CAI, AARE, GPPA and CES. Visit 
www.auctioneers.org to learn more about 
NAA's business-boosting programs, ore­
mail us: education@auctioneers.org. Phone: 
888-541 -8084 (extension 23 and 28). 

Online Education 
Earn continuing education credits by taking 
auction-related classes at home. NAA Online, 
in partnership with the Nashville Auction 
School, provides six classes, with more 
planned in the future. Price is $95 for NAA 
members. For details call 931 -455-5840. 

SERVICES;;;;:;;;-----::====~ 
Auction Calendar 
Members are allowed to post their auctions 
on the NAA Auction Calendar on its web 
site- www.auctioneers.org. NAA's site 
receives over 4 million hits per month and 
increases the exposure of member auctions. 

NAA Credit Card Program & Free 
Check Recovery 
Save on processing rates when accepting 
credit card payments from your sellers for 
their purchases. Cashless Commerce now 
has a very low rate of 1. 67 percent available 
to all NAA members. Call Cardmaster 
Solutions at 866-324-2273. 

Discount Advertising Rates 
Reach the buyers with Important 
Publications. Use your exclusive auction 
advertising programs. Your NAA 
membership entitles you to discounted 
advertising rates with USA TODAY, Wall 
Street Journal, Investor's Business Daily, and 
The Network of City Business Journals. For 
more information call 800-510-5465. 

Discussion Forum 
Allows members to share information 
online in a quick and easy manner. Any 
question that you have pertaining to the 
auction profession can be easily addressed 
by other members of the association. Check 
this frequently, as many topics are discussed 
on this forum. Call NAA Web Services at 913-
541 -8084 or 888-541-8084 ext. 25 or log on 
to www.auctioneers.org for more 
information or to sign up. 

Access NAA Online 
NAA's Web site, www.auctioneers.org, provides fast and convenient access to 
people, practices, ideas, and resources. Your member account allows you to 
connect online with colleagues and stay in touch with what is happening in the 
industry and profession. NAA's Web site is innovative and easy to navigate. 

Errors & Omission Insurance 
Protection against claims for financial loss. 
Call PRO Insurance Managers at www.pro4.us, 
816-941 -0030, or 1-877-CALL-PRO (225-5776). 

Free Web Site Development 
& Hosting 
Members can individualize information 
about themselves and their company as 
well as post all of their auctions. This free 
web site development also includes free 
web hosting service. To take advantage of 
this service log on to www.auctioneers.org. 
With $75 domain name registration. 

Government Relations 
The Government Relations program tracks 
federal and state legislation impacting the 
auction industry and notifies you to take 
action on issues when appropriate. Through 
the Auction Action Network (AAN), you 
have the opportunity to sign up to become 
a member of NAA's government relations 
network to present a united voice on issues 
affecting the profession. For more 
information contact Erica Brown, Public 
Affairs Manager at ebrown@auctioneers.org . 

Health Insurance 
Program provides excellent coverage 
options at affordable prices to members, 
families and employees. Options for both 
individual and group coverage with "A" 
rated (highest available) carriers. Call PRO 
Insurance Managers at www.pro4.us, 816-
941-0030, or 1-877-CALL-PRO (225-5776). 

NAALive.com 
NAALive.com provides members live web 
casts of on-site auctions, allowing you to 
attract bidders worldwide for $125 fee & a 
1.5°/0 commission for items sold. To take 
advantage of this service by loggin on to 
www.NAALive.com or call 877-456-LIVE. 

Office Products and Supplies 
Purchase office products and supplies that 
you use every day in your business with 
discounts up to 80°/o off current retail. Call 
toll free to order your catalog. Next day 
shipping of order is free. To take advantage 
of this service log on to www.auctioneers.org 
or ca 11 866-606-4601 , ext. 318. 

Prescript ion Drug Prag ram 
Program is free to members, families and 
employees and provides a discount 
pharmacy card that provides overall savings 
of more than 20 percent. Call 888-541-8084, 
ext. 15; fax: 913-894-5281; or e-mail: 
info@auctioneers.org for your pharmacy 
card today. Help line 888-229-5383. 

State License Laws Guide 
Guide covering principal requirements in 
each jurisdiction to assist members with 
questions on individual state requirements. 
Log on to the members only section of 
www.auctioneers.org for more information. 

Travel Services 
The lowest available member rates for 
travel-Guaranteed! NAA Travel handles all 

of the annual Conference and Show and 
Winter Seminar arrangements. This service 
is free and can be used for all your business 
or pleasure travel needs. Call NAA Travel at 
877-363-9378. 

~RODUCT~S~===~==== 
Audio CDs 
Audio CDs of the recorded NAA Educational 
Conference sessions can be purchased by 
e-mail: craigm@cmcgc.com or calling 800-
747-8069; fax: 818-957-0876. For a complete 
listing of available sessions, log on to 
www.auctioneers.org. 

Books 
This comprehensive 92-page legal guide, 
Waiting for the Hammer to Fall, A General 
Overview of Auction Law by Kurt R. 
Bachman, provides up-to-date information 
on issues Auctioneers encounter in their 
course of business. For more information 
call 888-541-8084, ext. 28; fax: 913-894-
5281 ; or e-mail : info@auctioneers.org. 

Membership Directory 
This directory provides an up-to-date listing 
of all members and their contact 
information. This is updated annually and is 
published and sent to all members in April. 
For up to the minute membershi.P directory, 
log on to www.auctioneers.org. 

Merchandise 
NAA provides a great selection of apparel 
and miscellaneous promotional items that 
members can purchase at very attractive 
prices. Log on to www.auctioneers.org for 
available products or 866-331 -0112. 

Newsletter 
Have the four-page Auction Advantage 
newsletter sent to a list of your customers four 
times a year for only 45 cents per mailing per 
customer. The newsletter is customized with 
your photo and company contact information. 
NAA creates and mails the newsletter. For 
details call 913-541-8084, ext. 15. 

Opportunity Kit 
To request an Auctioneer or Auction World 
Opportunity Kit, please call 913-541 -8084 or 
888-541-8084, ext. 20; fax: 913-894-5281 ; or 
e-mail: wdellinger@auctioneers.org. To learn 
more about the benefits of advertising 
please call 913-541-8084 ext. 20. 

Buyers Guide 
We have collected information from those 
companies who have developed products 
and/or services with the auction company 
in mind. 

Customer Survey Card 
NAA provides to you customer survey cards, 
which you can give to customers at your 
auction to get their feedback with 17 
questions like "How did you learn about th is 
auction?" The results can be used to 
improve your business. Send the cards to 
NAA and get a detailed report back. An 
order form can be downloaded from the 
NAA website, or call member services at 
888-541-8084, ext. 15. 
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Auctioneer Marty Higginbotham, of Lakeland, FL, conducted an auc­
tion of Sinclair gas station locations in this auction in Overland Park, 
KS in December. The auction was held at a hotel next to the NAA 
headquarters, so many NAA staffers attended the auction. 

Reppert School of Auctioneering, in Auburn, IN, had 
seven female students in this class held during 
December. NAA Chairman Dennis K. Kruse, CAI, is 
speaking to the group. 

Important seminars: 
Don't miss these two seminars in coming weeks. The NM 

Winter Symposium will be held at Copper Mountain, CO, 
on January 21-24. Program speakers include: Aaron McKee, 
Steve Schofield, Paul Sobwick, Dennis Jackson, Renee Jones 
and Ryan George. Winter activities include skiing, snow­
boarding, tubing, cross-country skiing, snowshoeing and 

. snowmobiling. Special discount lift passes are available. 
NM's Winter Seminar will feature three days in warm, 

beautiful Tucson, AZ on Feb. 11-14. Speakers include Larry 
Mersereau on marketing, Robert Morris, Jr. on technology, 

NAA Quick Poll 
(taken from www.auctioneers.org} 

Do you make more purchases if credit 
cards are accepted at an auction? 

No 
28o/o 

Yes 
72°/o 

and a panel discussion on on-line auctions. You can also par­
ticipate in a golf tournament on Sunday, take tours, and par­
ticipate in the annual PAC auction. Many exhibitors will also 
be there. 

Post your auctions 
If you are not posting your Auctions on the NM website 

you are missing out on a huge opportunity for potential bid­
ders. NM sends out more than 60,000 Auction Alert requests 
in two days to consumers interested in items posted on NM's 
Auction Calendar listings! 

The Auction Alert tool is a valuable service for auction vet­
erans or those merely curious to find out about upcoming 
auctions from our almost 6,000 members. Consumers regis­
ter as a user, pick the parameters for their auction search cri­
teria and sit back and wait. As NM members enter sales that 
meet their established criteria, those consumers will receive an 
updated list of auctions, with links to those sales that meet 
their criteria every morning in their email box. 

To post your auction on the NM Website, simply login to 
the Members Only section of www.auctioneers.org and click 
on "Add or Update Auction." It will take. you through the 
process step-by-step. Once you have entered your auction, 
click save! Auction Alert will provide potential buyers for your 
auction at no marketing cost to you or your seller! Don't miss 
out on this great opportunity to market your auction. 
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Buy from B'dz, 
LARGEST JEWELRY AUCTION, 90 DAYS OF FREE SHIPPING, FAST & SECURE, 
AUCTIONS START AT $1, YOU SET THE PRICE ... 

... are just some of the reasons why jewelers and store 
owners are using Bidz.com to restock their inventory, 
save time, and maximize profits. 

_e w 'th B'dz, 
THE ONLY INTERACTIVE ONLINE AUCTION WANTS TO SAVE YOU TIME ... 

... is why manufacturers and merchants are partnering with 
Bidz.com to move their inventory faster. Sell your inventory 
through us for top-tier returns and use the time to go 
deep-sea fishing in the Bahamas instead . 

. 
Bidz.com NEW AUCTIONS EVERY 5 SECONDS 
Call 310 - 280 - 7341 or e-mail wholesale@bidz.com . 
Use promo code auctioneer10 upon registration to receive free shipping. 



out the Door in 24/ 

4x8 Sign & Frame. ------

Bidder Getter: 

WWW tranzon.com 

tran7.!0n HAGEN 

UPS Shipping 
frOm $15. 
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