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WHY AUCTION FLEX?

« Established market leader

* Unparalleled customer service
* True windows software

* Free 30-day trial

| N | * Rent or purchase
. - -"‘ « Easiest to learn
* No modules

AUCTION TYPES

i weme - S WA 0 BenemtllE L E « Catalogued without internet bidding
supenorieawiry .. . . Catalogued with internet absentee bidding
ISB or A/IC Powered = EEEEEFTELTE R GRTTEYG EISLDVIRIR I
... . * Non-catalogued single or multi-consignor

| | s | « Multi-parcel with map & grid leaderboards
. | | FEATURES
. . | _ - Easy or advanced modes
| : | * Drivers license quick check-in
| .  Clerking (split / group / choice / pass-out)
* RF modem clerking with 1 mile range
* Wireless handheld clerking with 1,000 foot range
S ormen. « Consigned & purchased inventory with cost tracking
SFLEX W * Inventory management with bar-coding
i | « Auction export with automatic image renaming
; * QuickBooks consignor checks export
« Bulk image import / auto-assign
_: ' « Consignor expenses (flat / pro-rated / etc.)
. | « Multi-level conditional buyer charges
e * Buy backs with seaarate schedules

« Consignor deductions

« Absentee bids / phone bids

« Advanced phone bid scheduler
» Advanced mailing list builders

« AuctionZip upload
 Self check-in kiosk
* Buyer deposits
« Straight sales
* Bulk e-mail Pt
And much, much more...
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CONFIDENCE.

CONFIDENCE.

That is what Auction Flex

brings to your business.

Confidence that you are running the
| _ best software with the best support
ever created for the auction industry.
Confidence that Auction Flex will help
you provide a professional experience
to your bidders and consignors.
Confidence that Auction Flex gives
you an edge over your competitors.

On auction day, more auctioneers
trust Auction Flex than any other system.

Download a free 30-day trial from
www.auctionflex.com
and discover the difference.
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1-800-843-7446

www.1800TheSign.com

TIONEERS

Your auctions may
already be listed!

Increase your revenue with
ur Multi-Par Bidding
System software!

e Show which bldders are Ieading by
dnsplaymg a cclorized plat map!
When you POSt JuRk real e Show what amounts non-leading bidders
estate auctions on the NAA must bid to reclaim the lead using our new
s Auction Calendar, your “To Lead” column!
Auctioneer .., tions also appear on | e Change bid method (per acre or in total) in
the middle of an auction!
- |
the ﬁ_rSt al}d ?nly AUFTION ONLY | e Sell farmland, subdivision lots, timber, I
Multiple Listing Service. warehouse space, condominiums, etc.! |
e Free technical support & no annual fees!
Tl‘y it today and let your sellers know e Will work alongside your existing clerking
: " . software!
their properties are listed on e Windows Vista compatible!
AUCTIONMLS.com.

LIST TODAY

AUCTIONMLS.COM

4 ° AUGUST2009 AUCTIONEER WWW.AUCTIONEERS.ORG



- table of contents

The ofticial publication of the National Auctioneers Association

AUGUST 2009 VOLUME 61 NUMBER 8

Features

12 MORPACE AUCTION INDUSTRY SURVEY

20 MEMBER PROFILE - ALLEN ENTZ

26 CONFERENCE AND SHOW REPORT

30 NAA PRESIDENT SCOTT MUSSER

46 NEW MEMBER BENEFIT - AUCTION HANDBOOK
54 NAA MARKETING COMPETITION WINNERS

Columns Reader Services

10 From the President 8 Membership Application

14 Education Institute 28 Conference and Show
Sponsors

16 Legal Questions

18 Auction Law 44 Education Institute Events

03 New Members
06 Advertiser Index

Sections
24 Success Stories
36 NAA News Briefs

_ On the cover
37 Auction Schools
38 NAA Member News

From the small town of Cody, WY where he

grew up, to the far lands of northern Ireland and

40 State News Europe wheni: he travels every fevi.r weeks to
conduct auctions, New NAA President Scott
42 In the Industry Musser has carried on his family tradition of

auctioneering with a passion and a remarkable
adaptability in changing economic times.

Cover story begins on page 30.

WWW.AUCTIONEERS.ORG AUGUST 2009 AUCTIONEER 5




Tational Auctioneers Association

The otticial publication of the ]

NAA Statt NAA Board of Directors EDITOR
2009-201( | Steve Baska
ADMINISTRATION W3-2010 | .
steve@auctioneers.org
CHIEF EXECUTIVE OFFICER " OFFICERS
S — [ ASSOCIATE EDITOR / LAYOUT
combest@auctioneers.org
DEPUTY EXECUTIVE DIRECTOR DGOt USSR AL, B9 : anfgizcgléiiﬁ -
Chris Longly (ext. 31) (509) 545-3821 by das
clongly@auctioneers.org ssmusser@mbauction.com .
CONFERENCE AND SHOW MANAGER PRESIDENT-ELECT
Joyce Peterson (ext. 10) ? l\é/I)ark R;geré, C;:)Ié AARE AUCTIONEER MAGAZINE
joyce@auctioneers.or 336) /89-2926 x:1
o ° bmrogers@rogersrealty.com , EDITORIAL BOARD
ACCOUNTING VICE PRESIDENT Stephen Karbelk, CAI, AARE
Christie King, CAI, AARE, BAS
DIRECTOR OF FINANCE & ADMINISTRATIVE SERVICES gy A (CHAIRMAN)
Rho_nda T““_tt (ext. 12) cking@ckingbenefits.com Rob DOyl‘i?, CAI, CES
rtruitt@auctioneers.org e Gl | Lisa G C AT
SENIOR ACCOUNTING COORDINATOR St e S
Rluth Richardson .(ext. 35) (701) 365-1000 | Ryan Geor ge
rrichardson@auctioneers.org birtlsets@aol ot | Dave Kessler
ACCOUNTING CLERK CHAIRMAN OF THE BOARD | Deb Weidenhamer, CAI
Carol Bond (ext. 34) " Randy A. Wells, CAI, AARE, BAS, CES, GPPA
CbOHd@&uCtiOﬂ&EI‘S.OI‘g " (208) 699_7474
~ randy@rasnw.com
MEMBERSHIP EDUCATION INSTITUTE CHAIRMAN NAA Advertising and Trade Show
MEMBERSHIP SPECIALIST Ftl ciTan; CAladalo representation provided by
Heather Rempe (ext. 15) (217) 563-2523 : ;
hrempe@auctioneers.org kurt@aumannauctions.com Fox Associates of Chicago, IL.
MEMBERSHIP SPECIALIST CHIEF EXECUTIVE OFFICER
Ashley Moyer (ext. 29) Hannes Combest, CAE For information about advertising in
amoyer@auctioneers.org (913) 54]'8084_ ext.13 g A
combest@auctloneers.urg Auctmneer and any NAA publlcatlons,
PUBLICATIONS B contact one of the offices below:
DIRECTOR OF PUBLICATIONS - DIRECTORS A S
Steve Baska (ext. 18) | 280) 747-6063 Fox-Chicago Fox-Los Angeles
I R—— TERMS EXPIRING 2010 sterrel@unitedcountry.com | 8 _ |
Ot Paul C. Behr, CAI FOX ASSOCIATES, INC.  FOX ASSOCIATES, INC.
ASSOCIATE EDITOR/GRAPHIC DESIGNER (303) 680-1885 TERMS EXPIRING 2012 116 West Kinzie Street 315 W. 9th Street,
Ryan Putnam (ext. 30) paulc.behr@comcast.net Merle D. Booker, CAI, GPPA Chicige, 11 60654 Suite 1009
ryan@auctioneers.org L (509) 488-3331 | L s . g L
‘ William L. Head, CAI, AARE, booker@bookerauction.com 312-644-3888 Los Angeh:s, CA 90015
BAS, CES | ‘AX: 312-644-8718 213-228-1250
EDUCATION (601) 991-2111 Robert W. Mayo, CAL, AARE, ATS il oesiaamtin ']:f-f\(. -’:g] 31 (31(7 7469
head55946@aol. (816) 361-2600 | ke
DIRECTOR OF_EDUCATION e woneom robert@auctionbymayo.com Fox-Detroit
Dr. Harlan Rimmerman (ext. 19) Monte W. Lowderman, CAI AP D - Fox-New York
hrimmerman@auctioneers.org | (309) 833-5543 Harold R. Musser, CAI FOX ASSOCIATES, INC. OX-INEW 10r
307) 587-2131 6765 Woodbank Dr FOX ASSOCIATES, INC.
EDUCATION COORDINATOR | mafiteElowdennan.com e - i ' , S
Lois Zielinski (ext. 28) | Jay D. Nitz, CAI hrmusser@mbauction.com Bloomfield Hills, MI 347 Fitth Ave., Suite 1101
Izielinski@auctioneers.org (402) 727-8800 NAF REPRESENTATIVE 48301 New York, NY 10016-
jaynitz@omni-tech.net 8%;‘)31; 488};22(;“, GPPA 248-626-0511 5010
andy S. Burdette, : | AX: 212-779-1928
(304) 445-2897 El VICE CHAIR | ¢
auctioneerrandy@gmail.com ?;;(t)[) igﬂ%fgzm fg}i ?:IS??:?A]E\ INC
D AR Ccicpopon | [
i dower@highland net PRESIDENTIAL APPOINTEE Marietta, GA 30062
| e 2T, Tosfiers, PO, AR b Calhoon 770-977-3225
e LSS Gl FAX: (800) 699-5475
(317) 797-2117 PR
jdjackson587@aol.com

THE OFFICIAL PUBLICATION OF THE The magazine is published at the first of the month, with 12 issues annually.
National Auctioneers Association Auctioneer is a means of exchanging ideas that will serve to promote the Auctioneer and the auction method of marketing,
8880 Ballentine St. §~ Periodicals Postage Rate (USPS 019-504) is paid at Shawnee Mission, KS and at an additional mailing office.

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

Overland Park, KS 66214-1900

Phone (913) 541-8084 Copyright © 2009 by the National Auctioneers Association. i AR

Fax (913) 894-5281 | . » SA GN
Materials may not be reproduced without permission. - & Kids

W-auctioneerS-Org ASBOCIATION PUBLICATIONS
info@auctioneers.org

fl
f

b AUGUST 2009 AUCTIONEER WWW.AUCTIONEERS.ORG



National Auctioneers

Foundation

Board of Trustees

2009-2010

OFFICERS

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

hikertwo@aol.com

PRESIDENT ELECT
Chuck Bohn CAI, GPPA
(303) 680-1319
chbohn@3ao0l.com

VICE PRESIDENT
Benny Fisher, Jr., CAl
(954) 942-0917

benny@fisherauction.com

CHAIRMAN OF THE BOARD
Kip Toner, BAS

(206) 282-9050
kip.ceco@KTBA.net

TRUSTEES

TERMS EXPIRING 2010

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

Randy Ruther
(402) 463-85065

randy@rutherauction.com

Larry Theurer, CAIl, GPPA
(620) 326-7315
larry@theurer.net

TERMS EXPIRING 2011

Marvin Henderson
(225) 686-2252

belinda@hendersonauctions.com

Dennis Kruse, CAI
(260) 927-9999

senatorkruse@gmail.com

Thomas Rowell, CAI, AARE
(229) 985-8388

trowell@rowellauctions.com

TERMS EXPIRING 2012
Sanford L. Alderfer, CAI
(215) 393-3020

sandy@alderfercompany.com

Barbara Bonnette, CAl, AARE, GPPA

(318) 443-6614

barbara@bonnetteauctions.com

David G. Helmer, CES, GPPA
(734) 368-1733
dghelmer@verizon.net

NAA BOARD REPRESENTATIVES

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

bmrogers@rogersrealty.com

NAA TREASURER
Kurt Kiefer

(701) 365-1000
kurtkiefer@aol.com

EXECUTIVE DIRECTOR

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

cjorgenson@auctioneers.org

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

lynn@auctioneers.org

NAA Auxiliary NAA Education

Board of Trustees

Institute Trustees

2009-2010 2000-2010

OFFICERS CHAIRMAN
Kurt Aumann, CAI, ATS

CHAIRMAN ; ;

Deidre B. Rogers 1({217%)563—2523 |

(336) 789-2926 ext. 104 | urt@aumannauctions.com

deidre@rogersrealty.com |

VICE CHAIRMAN yICE CHAIEMAN

Susan Hinson cott Shuman, C

(731) 267-5281 (970) 454-2062

rhinson@mindspring.com scott@westchester-group.com

SECRETARY

Darla Haynes TRUSTEES

(405) 376-2928 TERMS EXPIRING 2010

haynesgg@aol.com Scott Shuman, CAI

TREASURER (970) 454-2062

Ramona Kin scott@westchester-group.com

(828) 684*4273/ (828) 684-6828 1 Klll't AU.I'I'IB.I'IH, CA[, ATS

ramonaking@bellsouth.net (217) 563-2523

CHAIRMAN OF THE BOARD kurt@aumannauctions.com

Barbara Fisher

it Sl TERMS EXPIRING 2011

benny@fisherauction.com Barbara Bonnette, CAI, AARE, GPPA
(318) 443-6614

Eﬂgﬂﬂml barbara@bonnetteauctions.com

(816) 873-0239 Mark Shear, CAl, AARE, CES, MPPA

Irterrel@hotmail.com (508) 753-3989
mshear@bermanauctions.com

BL{ IE{SIEC(IJ(;I; e TERMS EXPIRING 2012

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

steve@theauctionteam.com

(843) 844-2770 / (843) 538-2276

jgbauction@lowcountry.com

~ Kim Ward, BAS, CES

Teresa Christy

' (317) 885-9044 / (317) 784-0000 Eugene Klingaman, CAI

(260) 244-7606

info@christys.com .
vy gene@schraderauction.com

(630) 556-3648

kbward@mchsi.com TERMS EXPIRING 2013
Vicki Nit | Michael Fine, CAI, AARE
o  (312) 323-4333
(402) 727-8800 |
" : mfine@sheldongood.com
jaynitz@omni-tech.com
Terri Walker, CAI, BAS, CES Aaron Traffas, CAI, ATS, CES
- (901) 384-9992 (785) 537-5057
- terri@walkerauctions.com aaron@auctioneertech.com
ot s - NAA BOARD REPRESENTATIVES

(972) 395-0049

info@texasauctionacademy.com

NAA VICE PRESIDENT
Susan Holder Christie King, CAI, AARE, BAS
(336) 786-7905 (256) 390-0085
| susan@rogersrealty.com cking@ckingbenetits.com
| Anette Wells, CAI BAS
(208) 771-0404 QAA TIgEIf-’\SURER
annette@rasnw.com urt Kiefer

- (701) 365-1000
| kurtkiefer@aol.com

NAA ADVERTISING NOTICE TO READERS

Auctioneer accepts advertisements from a variety of sources, but makes no independent investigation or verification of any claim or
statement contained in the advertisements.

Inclusion of advertisements should not be interpreted as an endorsement by the National Auctioneers Association or Auctioneer of any
product or service offered through the advertisement program. The NAA and Auctioneer encourage you to investigate companies before
doing business with them.
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Please complete
all five sections of
this form.

To apply for mem-
bership in the

NAA, choose one
of these applica-

tion methods:

B Complete this form,
provide credit card
information, then FAX
to (913) 894-5281

B Complete this form,
then MAIL with check

or money ordet to
NAA Membership

8880 Ballentine
Overland Park, KS 66214

N U L AT, mn Ll

MEMBERSHIP APPLICATION

Natlonal Auctloneers Assoaatlon

e e o A3 O AR A o B A o A A Y A0 30 B T A B A AT A e A e e B P L T 3 A 0 S0 D

n PLEASE CHECK ONE. Membership in NAA is open to individuals, not companies.
STANDARD MEMBERSHIP TYPES

L] AFFILIATE Individuals who are not Auctioneers, but who are involved in auction or auction-related business whith the $500
purpose to provide good and services to Auctioneers and the public.
[ ] ASSOCIATE Employees of Active Members who are not Auctioneers. Auction-related professionals representing the real §225
estate, finance and legal industries should apply for Associate membership. |
VIRTUAL Virtual member 1s an active auctioneer receiving all correspondence through on-line and electronic formats. $225
e —— » = =

LI REGULAR An active Auctioneer that subscribes to the NAA Code of $300 (1 year)

$535 (2 year)

Ethics and embraces the NAA Mission and Vision. $725 (3 year)
RETIRED Any active member who is 65 years or older and conducts 12 or fewer auctions per year. $175
RELATIONSHIP-BASED MEMBERSHIP TYPES
MEMBER + An Active member and his/her spouse, significant other, or partner that subscribes to the NAA Code of $450
SPOUSE Ethics and embraces the NAA Mission and Vision.
LI SUPPORT TEAM Auction Support Staft (such as clerks, cashiers and ringmen)of an active NAA member. $125

OPTIONAL FEES

AUXILIARY Any person who has reached the age of 18 shall be entitled to join the Auxiliary upon recommendation of any 425
MEMBERSHIP current NAA member or NAA Auxliary member.
NAF A voluntary donation to further support the National Auctioneers Foundation. $50
[1 PAC The Auction PAC 1s the political giving arm of the NAA. Contributions to the Auction PAC must be made
separate from membership dues. Only personal checks and checks from LLCs are accepted. Incorporated
businesses are prohibited by law from contributing to the Auction PAC.

TOTAL AMOUNT DUE | $

ﬂ MEMBERSHIP INFORMATION ﬂ PERSONAL INFORMATION

First Name - Middle

Nickn: 11’1‘lt

Company Name

Address

C ltﬂ,

L] Check Enclosed (U.S. dollars drawn on U.S. Bank) Credit

[Last [] Cash (please do not send cash through the mail) | Debit

Credit/Debit Card Information

Phone

E-mail

Web Address

- R [] AMEX 1 MC [1 VISA [ DISCOVER
o Credit Card # S Exp. Date month/year
State - Zip | Card Holder Name (Print) - -
Fax N Signﬁfufc : -
Date Submitted | : Promotional Code

B AUCTION SPECIALTIES

ﬂ PERSONAL INFORMATION It is recommended that you indicate your specialties.

This information is available on the NAA Web site where the public

[] Check here if you think you have been an NAA member before or are a member of is able to do a search by specialty. You may choose UP TO FIVE.

your state association.

] Male Ll Female

Number of \c"qu n th{: ’1L1Ct1(}f1 pmthamn

Spouse’s Name

Name of auction school attended if 1pplmf1hlL

Reterred ln or your sponsor ((}ptumqu

[.ist State Association memberships

Antiques & Collectibles Industrial & Manutacturing
Appraisal Intellectual Property
Art & Galleries [.aboratory & Pharmaceutical
Year of birth Automobiles & Transportation Liquidation & Asset Recovery
Benefit & Charity Logging & Forestry
_ : Business Liquidations Media
Carnivals & Amusement Parks Numismatist

Office & Business Equipment
Real Estate, Commercial

Real Estate, Land

Real Estate, Residential
Restaurant & Food Industry
Trucks & Trailers

Collector Cars & Vintage
Equipment

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

0 0 T 1 1 0 O 0 0 O O 8 O
EFEGal AR e TR

By completing and submitting this form, I hereby make application for membership in the National Auctioneers Association. If accepted, I will abide by its by-laws, support its objectives, comply with the NAA's code of ethics and pay the estab-
lished dues.—Contributions or gifts to National Auctioneers Association are not tax deductible as charitable contributions for income tax purposes. However, they may be tax deductible as ordinary and necessary business expenses subject to
restrictions imposed as a result of association lobbying activities. National Auctioneers Association estimates that the nondeductible portion of your dues paid this year - the portion which is allocable to lobbying - is 7%. —Upon submitting appli-
cation, member agrees to abide by NAA Code of Ethics which can be found at http://www.auctioneers.org/aboutNAA/ethics.cfm. s M i 7
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You come across some
pretty impressive finds.
W We're one of them.

o

TTHI A
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Art Deco china cabinet

www.theupsstore.com/freight

Don’t worry, we make packing and shipping easy.

No matter how heavy, awkward, fragile or delicate, the Certified Packing

Experts at The UPS Store® will help make sure your find arrives on time and
intact. And with over 4,400 locations, you can ship from wherever you are. When
it comes to the packing and shipping, let us handle it — after all, that’s our thing.

UPS NEXT DAY AIR® « UPS 2ND DAY AIR® « INTERNATIONAL « UPS GROUND

Mail Boxes Etc., Inc. is a UPS® company. The UPS Store® locations are independently owned and operated by franchisees of Mail Boxes Etc., Inc. in the USA and by its
master licensee and its franchisees in Canada. Copyright © 2009 Mail Boxes Etc., Inc.
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Time for a renewed focus

A new year builds upon past success.

off to

4% )]

ncéw

We're
another

NAA

Conference

year.
and
Show 1s over and
it's time to roll up
our sleeves and put

all of those great
ideas to work in

By Scott Musser, CAl,
BAS,
NAA President

our businesses. It’s
also time for NAA
to begin with a
renewed focus on serving its members.

Thanks in large part to the leadership of

our immediate past presidents Randy

Wells, CAI, AARE, BAS, CES, GPPA, and
Tommy Williams, CAI, NAA is now
poised to embark on a path of progress
into the future. NAA is very fortunate to
have had the right people in the right place
at the right time as a lot of heavy lifting has
been done over the past two years, and you
and [ are going to be the beneficiaries of
those efforts.

Our industry is at a crossroads like never
before. Technology is flattening the world,

wreaking havoc in established market-
places and business models. Our choices
are really quite simple. We either adapt to
and leverage technology as it comes our
way, or ignore it and face the conse-
quences. Technology is not the be all and
end all to the auction business, but its
effects will be felt and it will change the
way we conduct our business. What level
we adapt to is an individual choice.

From the book “Outliers,” biologists often
talk about the ecology of an organism. The
book says “The tallest oak in the forest is
the tallest not just because it grew from the
hardiest acorn; it 1s the tallest also because
no other trees blocked its sunlight, the soil
around it was deep and rich, no rabbit
chewed through its bark as a sapling, and
no lumberjack cut it down before it
matured.”

This short paragraph embodies much of
the mission that [ would like to have your
National Auctioneers Association focus on
this year.

[ believe that in order for NAA to succeed
and grow, our members need to succeed

NAA needs to be the catalyst for you in

IMProving your business operation.

AUGUST 2009 AUCTIONEER

and grow. NAA needs to be the catalyst for
you in improving your business operation.
We need to provide the education, tools
and resources that you need to be more
professional, more productive and more

profitable.
Recently, past president Wells and I

appointed a panel unlike any other, to
examine NAA inside out and upside down,
leaving no stone unturned. We have

charged this panel with the task of helping

to determine the future of NAA. What is
NAA doing that we should not be doing?
What is NAA not doing that we should be
doing? What is NAA doing that we should
be doing better? Who does the NAA
serve? What should NAA do in the future

to remain relevant today? These are all
important questions with even more
important answers. [hese answers are
going to help guide NAA now and into the

future.

[ look forward to engaging with you this
coming year in our quest to ensure that

NAA and the NAA Auctioneer have a
bright future.

i/’ W(wffcf

Scott Musser

WWW.AUCTIONEERS.ORG



The Auction Industry
Software Authorlty

Online or in person...

On the road or at home...

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

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

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

CUS puts it all together for the professional auctioneer?!

bur clien spéak louder than words

¢eis) CUS business systems ~ www.cus.com

1580 Sawgrass Corporate Parkway e Suite 130 e Sunrise, FL 33323 ¢ 954-680-6545 ¢ info@cus.com
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uction Industry Holds Strong in 2008 with

268.5 BILLION IN SALES

Value Of Goods Sold At Auction (In Billions)

$195.3 E
$203.2 X

$217.2
$240.2 I

$257.2 B 18
$270.7 AL —_— ,
$268.4 [EINE

.....

i

aaaaa

In 2008, the gross revenue from the live-auction

industry remained unchanged when compared to
2007. Approximately $268.4 billion was sold at

live-auction in 2008, a decrease of slightly less than
1% compared to 2007.

Residential real estate 47.7%

Land and agricultural real estate 36.8%

Commercial and industrial real estate 31.3%

Charity 21.8%

Commercial and industrial machinery & equipment 19.7%

In 2008, the fastest growing sectors of the live-auction
Art, antiques & collectibles 10.8%

Intellectual property 7.9% -

Agricultural machinery and equipment 7% -

industry were agricultural and machinery and
equipment auctions (1.9%) and residential

real estate (1.1%). Three sectors of the industry
Automobiles 5.8%

witnessed significant decreases last year, most

Livestock 0.6% I likcly the result of a poorly pc‘rforming ¢cconomy:

Personal property -2.7% l Art, antiques and collectibles (-9.3%),
ﬁks

Auctioneer automobiles (-5.4%), and personal property (-5.1%).

12 AUGUST 2009 AUCTIONEER WWW.AUCTIONEERS.ORG



Gross Sales Revenue (in billion) by Auction Specialty — 2003 to 2008

Art, antiques & collectibles $12.4

Automotive $83.1

REAL ESTATE AUCTIONS IN 2008

For six consecutive years, gross revenue from

Agricultural machinery & equipment $18.5

residential and land/agricultural real estate auctions

Commercial and industrial machinery and equipment $12.7 increased. Sixty-three percent of survey respondents

reported either an increase in gross revenue or no

change in gross revenue from residential real estate

auctions compared to 2007. It is estimated that

Livestock $17.2
ivestock 3 approximately $58.6 billion in real estate was sold at

live-auction in the United States last year.

Land and agricultural real estate $26

In 2008, the average number of live
_ auctions conducted by NAA members
Commercial and industrial real estate $15.5 .15/ decreased to 49, from 53 in 2007.

Residential real estate $17.1 The National Auctioneers Association industry

research survey is compiled by Morpace, Inc., an
internationally recognized market research firm.
There is a small difference between gross sales

Personal property $9.2
receipts (aggregate) for 2008 and combined total

revenue for specific auction segments (disaggregate).
50.2

$0.2 The survey asked members to estimate changes

Intellectual property $0.2 233

' §0.2
$0.2

in their cumulative gross sales receipts for 2008

compared to 2007. Members’ estimates for specific

auction categories were slightly less than their

Charity $16.3 percent estimates for total annual sales growth.

The auction industry research report is conducted with the financial support of the National Auctioneers
Foundation. The National Auctioneers Foundation provides financial support to advance the auction method

of marketing by funding research, education and public relations programs. Headquartered in Overland Park,

Kansas, the National Auctioneers Foundation also maintains the National Auctioneers Museum.

Visit www.auctioneersfoundation.org to learn more about NAE Foundation Auctioneer
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Education desi

onations

More than letters after your name; they represent
education to improve business

By Harlan Rimmerman, Ph.D, NAAs
Director of Education

Every day there are stories, articles, emails
about a way to earn a new designation and
get some letters after your name. There are
even ads to obtain a masters degree or a
doctorate by simply sending in your check.
[t seems like everyone is coming up with a
method to get your money and give you a
paper certificate in return.

The NAA Education Institute now offers
six designations — CAI, AARE, ATS, BAS,
CES, GPPA/MPPA. The big difterence —
you have to not only earn these designa-
tions, but you will also gain expertise and
knowledge in your chosen area of study.
The NAA Education Institute has set high
standards for these designations and
continues on a regular basis to upgrade all
of the course work. Here are details on
each of the designations.

CAl -  The
C eIt i f 1 & d. _—ﬂ:_m .... é

Auctioneers | &= v

AUCTIONEER

Institute will be
celebrating its 34th

year next March.

Held every year at
[ndiana University in March, CAI is a

program to provide the tools and resources

through best practices that Auctioneers
need to position their company for
growth. This week-long program (one
week each March for three years) provides
presenters from both the auction and

AUGUST 2009 AUCTIONEER

academic arenas. CAI is a three-year
commitment to excellence. Every year the
CAI Committee meets daily after each
session and reviews what transpired that
day. Immediately after the conclusion of
CAl, the committee again meets to review
the entire week and start on the next
session of CAI. Decisions for the next year
are based on the evaluations of instructors,
with students and
generated by committee members. The

discussions ideas

goal is to make CAI better every year.

AARE --

Accredited | s
' [— = B e

Auctioneer of | =——————0x

Real Estate.
One of the
fastest-growing segments in today’s auction
market is real estate. The current recession,
the ever-increasing amount of foreclosures,
the new $8,000 first-time homeowner’s
buyer’s credit has caused not only turmoil
and reaction in the residential real estate
market, but also on the commercial
market. The National Association of
Realtors is predicting that very soon, a
large percentage of real estate sold in the
United States will be by auction. The
AARE course -- a full six day course --
takes you through the steps required to
learn about the best way to sell real estate
by auction. The course is divided into
three two sections. Days one and two
provide instruction in how to get started in
the real estate auction business, how to

market and develop your firm and how to

work with both sellers and buyers. The
second two days are devoted to financial
aspects of both residential and commercial
real estate. You will be provided with a
financial calculator as the instructor takes
you through practicums in dealing with
cap rates, ROI and other investment situa-
tions. The final two days are the capstone
project of the class. During this class, you
are assigned a group which has the respon-
sibility of taking a current listing and
doing a proposal to present to a
prospective client. The final project is
presented to the class.

ATS -
Technology

Auction

Specialist. Started

AUCTION TECHNDLOGY SPECIALIST

just two years ago,
the newest of the
designations offers three days of intense
training into the current world of
technology. Want to create a webpage?
Want to do an online auction? Want to
learn about the most current developments
in technology? Then this course is for you.
ATS was designed to help those Auctioneers
who want to move forward in their business
using current technology. The course took
nearly two years to develop and is one
course that is changed after every class to
ensure that the newest technologies and
information are included and ready for the
next class. Current instructors Aaron

Traffas, CAL ATS, CES, and Robert Mayo,
CAl, AARE, ATS, always receive very high

marks for their instruction.

T ———————
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AUCTIONEER SPECIALIST

Auctioneer

Specialist.

Four years ago a group of NAA members
who specialize in benefit auctions came to
an Education Institute meeting and
suggested that we offer a designation for
benefit auctions. From that start, the BAS
course has become one of the most popular
of the current designation classes. Benetit
auctions are one of the fastest growing
segments of the auction profession. What
used to be a “free” service is now a leading
money-producer for Auctioneers. During
the three days of instruction, led by some
of the nations top benefit Auctioneers,
students learn how to gain entrance into
this fast-growing field. They learn about
setting up a business, promoting that
business, setting up the auction, using a
silent and live auction in harmony, learn
how many items to sell per minute and
many other aspects of benefit auctions.

CES - Certified

Estate Specialist. q;s
The Baby

certified estate specialist

Boomers are

retiring and the

rush is on to downsize or to decide what to
do with their possessions. The CES class
places you in a position to work with those
who are moving to retirement community
or just want to make sure their personal
property is handled in the correct manner,
Also, what about those who have to handle
an estate for a relative or friend? How can

an Auctioneer serve them to help procure
the best advantage for the family? The CES
class teaches those who are in these
positions how to use the services of an
Auctioneer, and as an Auctioneer, how to
develop this facet of your business.

GPPA/MPPA -

Graduate Personal
PiEd P ety
Appraiser/Master
Personal Property
Appraiser.  With

the explosive

popularity of the

Antiques Roadshow program, more and
more people want to know what their
possessions are worth. Or, they may want
an appraisal because of insurance, or
perhaps they own an original artifact and
need to know the value. How about the
family that recently suffered the loss of a
parent and needs to know the value of the
estate? Appraisals of personal property are
a critical element in todays economy.
Many people need to know what they can
get for liquid assets in case of an
emergency. The appraisal field continues
to grow and the GPPA class can teach you
how to be part of this field. The five-day
GPPA course is an extensive learning
program that also includes a full-day
course about being an expert witness. You
will also learn about USPAP -- the
Uniform Standards of Professional
Appraisal Practices --created by the

Appraisal Foundation. NAA and GPPA are
recognized by the Appraisal Foundation.

Appraising can be a very treacherous
journey. It is dangerous to be asked what
something is worth, and then deliver an
opinion without doing due diligence. We
have all heard the war stories of something
being sold only to find out later that the
item was worth ten or 100 times more
than the original sale price. This course
will teach you how to find the value of
those items, as well as writing a USPAP
compliant report for your client. The NAA
Education Institute has also created a
template that can be used for your
appraisals once you obtain the designation.
For those who continue with additional
classes and add experience, those
individuals may apply to the GPPA
Oversight Committee to gain the MPPA
designation.

A designation given by the NAA
Education Institute tells your client or
potential customer that you are knowl-
edgeable about your field. Designations are
not just letters after your name, they
represent education, an outstanding
learning opportunity and experience that
provides you with the opportunity to grow
and develop your auction business. Every
designation has a committee that continu-
ously reviews and rewrites the designa-
tions. All courses are up-to-date with the
latest information. An NAA Education
[nstitute designation is one to be proud of
to place behind your name.

For a complete list of NAA Education
Institute events, see the calendar on

page 44.

Great for Any Auction! Make Big Profits!

Jewelry Closeout items! e 10k 14Kk
Sterling! e Believe it or not!

Auction Supply Co.

America’s Largest Supplier

2 Carat ; ] carat 10k
to Auctioneers Diamg;lld 1000°s Diamond
of 1items it :
417 W Stanton Bracelet up to Solitaire Ring
~ Fergus Falls, MN 56537 $39 90% off $99

($300 value) ($1000 value)

(Free Catalog)
(218) 736-7000_!

www.midtowncloseout.com @ 801-322-3085
Visit our website ® 53 W. Truman Ave, SLC, UT 84115
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Legal Questions

Can [ charge sales tax on a buyers premium?

Kurt R. Bachman

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

or krbachman@beersmallers.com.

Kurt R. Bachman and Beers Mallers Baaés ¢~ Salin, LLP

appreciate the opportunity to review and answer legal
questions that will be of interest to Auctioneers. The
answers to these questions are designed to provide infor-

mation of general interest to the public and are not
intended to offer legal advice about specific situations or problems. Kurt R.
Bachman and Beers Mallers Backs ¢ Salin, LLP do not intend to create an

attorney-client relationship by offering this z’nﬁrmdrz'on, and anyones review af
the information shall not be deemed to create such a relationship. You should

consult a lawyer if you have a legal matter requiring attention. Kurt R.
Bachman and Beers Mallers Backs ¢ Salin, LLD also advise that any infor-
mation you send to Auctioneer shall not be deemed secure or confidential.
Please visit one of our offices to ensure complete confidentiality.

[s there confusion with sales tax and
buyer’s premium? Is it legal to charge the
customer sales tax on a buyer’s premium
in Texas? Some states are charging sales
tax on top of a buyer’s premium. What is
right or wrong?

David Lee
Cedar Park, TX

ANSWER: Each state administers its own
unique and generally complicated tax
system. While no two states have exactly
the same taxing schemes, many states
recognize some form of sales tax or gross
retail income tax. A sales tax is a
consumption tax charged on transactions
for certain goods and services. The tax is
usually set as a percentage by the
government charging the tax. The tax can
be included in the price or added at the
point of sale. Retail merchants, which may
include Auctioneers, are generally respon-
sible for collecting the sales taxes and
remitting the taxes to the state. Merchants
generally do not have a choice on whether
to collect the sales tax, instead, they are

required by law to collect and pay the

raxes.

As mentioned above, each states taxing
scheme is unique. Some states only impose
sales tax on the sale of goods. Some states
impose a sales tax on goods and certain

In the State of Maryland, for

example, janitorial, cleaning services, and

services.

other services are subject to its sales tax.
Whether sales tax will be imposed on the

buyer’s premium will depend upon the
specific rules and decisions in each state.
Since the tax laws change frequently, there
is no uniform list or guide regarding each
jurisdiction’s imposition of sales tax on the
buyer’s premium. In order to make sure
Auctioneers collect and pay the correct
amount of sales tax, they should contact
their taxing authority (e.g. Department of
Revenue, Comptrollers, etc.) or seek legal
advice for a definitive answer. I am not
licensed in the State of Texas and am
unable to comment on the laws in that
jurisdiction. Auctioneers should contact
an attorney licensed in their state to recerve
a legal opinion if one is necessary.

One argument Auctioneers frequently

make regarding the imposition of sales tax
on the buyer’s premium is that it amounts
to “double” taxation. The buyer’s premium
is usually paid to the Auctioneer as
compensation for his or her services. So,
the buyer’s premium is income to the
Auctioneer subject to state and federal
income taxes. If the buyers premium is
subject to sales tax, the same money is
being taxed twice. It is being taxed once
under the sales tax and again as income to
the Auctioneer. While it is true that the
same money is being taxed twice, it
generally will not make the tax unlawtul.
First, these are two different types of taxes.
Second, the taxes are paid by different
individuals. The buyers will pay the appli-
cable sales taxes and the Auctioneer will
pay his or her income taxes. So, this
argument 1s generally not effective in
opposing the imposition of the sales tax.

Instead, Auctioneers should make sure the
applicable taxing authority is following the

law and applying the tax uniformly. The
tax laws cannot be applied in such a way to
single out and tax Auctioneers unfairly. In
some jurisdictions, whether the buyer’s
premium is subject to the sales tax could
depend upon the nature of the buyer’s
premium. In other words, is the buyers
premium properly included in the amount
of the “sale” or “purchase price?” If the
auction contract does not specify how the
buyer’s premium is to be applied, it will
generally be considered money that
belongs to the seller. In that sense, it may
be considered part of the purchase price
and subject to the sales tax. But, when the
auction contract provides that the buyer’s
premium is to be paid to the Auctioneer as
compensation for services, then perhaps
the buyers premium should not be,
considered part of the sale or purchase
price. In the state of Texas, it may be
appropriate to seek the opinion of the
Texas Comptroller of Public Accounts on
these issues.
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CAN QUIT CLAIM DEEDS BE AUCTIONED ONLINE?

A new client is asking me to have an online auction of 200 quit claim
deeds on homes located in six different states. If in the terms and condi-
tions it is stated that it is the responsibility of the bidder-buyer to do
their due diligence on monetary amounts owed and other possible
owners of each quit claim deed before bidding, can a licensed Auctioneer
auction quit claim deeds online? What possible legal issues can arise
against the Auctioneer?

Matt Green AARE, CES,
Boca Raton, FL

ANSWER: This proposed sale raises several issues. Before agreeing to conduct
this type of auction, Auctioneers should consider the sellers motives,
conduct some due diligence, consider the applicable licensing requirements,
examine the title to at least some of the properties, and carefully consider the
reserve amounts.

There are three basic types of deeds: (1) a warranty deed, (2) a special warranty
deed, and (3) a quit claim deed. In a warranty deed, the seller generally promises
the buyer that he or she is the owner of the property, there are no encumbrances
on the property, the buyer has a right to quiet enjoyment, and he or she will
make title good if there is a problem with the title. A special warranty deed
promises the buyer that the seller received title to the property and that the
property was not encumbered during the time he or she owned the property. A
quit claim deed simply conveys whatever interest the seller has in property to
the buyer without any promises to the buyer. These deeds are designed to serve

different purposes, but all of them are capable of conveying title in real estate
from one party to another. A quit claim deed, however, does not protect the
buyer as much as the general warranty deed or special warranty deed. A quit
claim deed does not even promise that the seller has any ownership interest in
the real property. A quit claim deed simply conveys whatever interest a seller
may possess, if any, to a buyer.

Although it 1s possible, and perfectly legal, for an individual to convey
property by quit claim deed, it is usually used in limited circumstances.
Before agreeing to this type of sale, however, Auctioneers have a duty to
inquire about the circumstances surrounding such a large portfolio of real
estate and conveying title to the properties via quit claim deeds. Auctioneers
should ask how the seller obtained title to the real estate and the reasons for
conveying the properties by quit claim deeds. As stated above, there is
nothing illegal about conveying property by quit claim deed. The problem is
that the Auctioneers must do some due diligence and cannot ignore issues
that should be sending up warning flags. Unless the Auctioneer can review
title work, survey, or similar documents, the Auctioneer has no way of
knowing whether the seller actually owns any interest in any of the
properties. Consequently, an Auctioneer may be calling for bids on behalf
of a seller who does not own the properties described on the quit claim
deeds. The Auctioneer’s failure to inquire (or to inquire thoroughly) would
create a risk for liability. A seller who holds good title does not generally have
a valid reason to dispose of the property by quit claim deed in an Internet
auction. (Usually, a quit claim deed is used in estate planning or for trans-
ferring real estate between family members.)

At the very least, before conducting this type of sale Auctioneers should
investigate to make sure the seller actually owns the properties. An
Auctioneer 1s required to do some due diligence, even when putting buyers
on notice that they must be responsible for themselves. Without some
documentation providing assurance from the seller that he or she owns the
properties, an Auctioneer could unknowingly be participating in fraud. If it

turns out that the seller does not have an interest in any of the real estate, the
Auctioneer could be implicated in fraudulent activity. The question will be
what did the Auctioneer know or should have known about the seller’s
interest in the properties? In strange situations like this Auctioneers are
required to ask some questions. The failure to investigate the sale could
expose Auctioneers to liability.

In regards to other legal issues that arise, since the properties are located in six
different states, there are potentially twelve different licenses necessary to lawfully
conduct the sale. Each state could potentially require an Auctioneer’s and real
estate broker’s license. Complying with the licensing laws, advertising issues, and
other requirements for each jurisdiction could be difficult. The question was
phrased to sound like the quit claim deeds are being sold. But, supposedly, an
interest in real estate is being sold—not just a piece of paper. So, there could also
be complex issues regarding which state’s laws will govern the auction. Each state
will have a special interest in governing real estate transactions for property
within its borders. An Auctioneer would need a carefully drafted auction contract
and registration agreement to address some of these issues.

[n addition, the question did not state whether the properties would be sold
at a reserve auction or auction without reserve. It appears that this may be a
situation where the seller wants to sell the property at an auction without
reserve. Lhat is the impression from the language used in the question
stating that the buyer would have to “do their due diligence on monetary
amounts owed ... ." If the seller has any mortgages on the real estate, there
should be a reserve in place to make sure the property is not sold for less than
the amount owed on the property. From a practical standpoint, properties
being sold via a quit claim deed are likely to receive lower bids than the same
property would receive if it were conveyed via a general warranty deed or
special warranty deed.
The lower bid price is
the result of the

additional risk, whether

actual or perceived, the

> o S L S L S

Thank you

for visiting
our booth during the

buyer is taking to
purchase the property.
Without an adequate

|
|

reserve, the auction will

GOth (nternatlonal
“Auctioneers

invite  disputes and

litigation regarding the

i S;j;; Conference and Show
assessments  (unpaid
e bils, o a1 W€ 100k forwar d

to serving your
antiques and
collectibles
advertising needs.

Ile ctors Kouthal

Sherry Wilmot
319-472-4763

taxes on the properties.

When Auctioneers are
approached to auction
such a large portfolio
of real estate and to
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The legal statute for auctions

An explanation of the Uniform Commercial
Code section that regulates auction procedures

Steve Proffitt is
general counsel of J. P
King Auction
Company, Inc.
(www.jpking.com).
He 15 also an
Auctioneer and
instructor at
Mendenhall School of
Auctioneering in
High Point, NC and
Reppert School of
Auctioneering in
Auburn, IN. He welcomes questions from
readers about auctions and auctioneering.
Readers’ communications may be edited and
revised. Mr. Proffitt will answer selected
questions, but cannot provide personal answers.
His answers do not represent legal advice or the
formation of an attorney-client relationship and
readers should seek advice from their own
attorneys on all matters. Please submit questions
to sproffitt@jpking.com or clo |. P King Auction
Company, Inc. 108 Fountain Avenue, Gadsden,
AL 35901,

By Steve Proffitt

Article 2 of the Uniform Commercial
Code contains 104 statutes that provide
the rules for numerous aspects of selling.
These statutes are the nuts and bolts of all

by and

otherwise. One statute stands out because

commercial sales, auction
it deals exclusively with auctions — section
2-328. It’s particularly important for
Auctioneers to have a good working
knowledge of this statute and the rules 1t
contains. Here it is below in its entirety of
four paragraphs. Then we will explain

important parts of it.

(1) In a sale by auction if goods are put up in
lots each lot is the subject of a separate sale.

(2) A sale by auction is complete when the
auctioneer so announces by the fall of the
hammer or in other customary manner.
Where a bid is made while the hammer is
falling in acceptance of a prior bid the
auctioneer may in his discretion reopen the
bidding or declare the goods sold under the
bid on which the hammer was falling

(3) Such a sale is

with reserve unless
the goods are in
explicit terms put
up without reserve.
In an auction with
the
auctioneer  may
withdraw the goods
at any time until
he announces
completion of the
sale. In an auction

FTESEFTE

without  reserve,

after the auctioneer
calls for bids on an
article or lot, that
article or lot cannot
be withdrawn unless no bid is made within a
reasonable time. In either case a bidder may
retract his bid wuntil the auctioneer's
announcement of completion of the sale, but
a bidder's retraction does not revive any

previous bid.

(4) If the auctioneer knowingly receives a bid
on the seller's bebalf or the seller makes or
procures such a bid, and notice has not been
given that liberty for such bidding is reserved,
the buyer may at his option avoid the sale or
take the goods at the price of the last good
faith bid prior to the completion of the sale.

This subsection shall not apply to any bid at
a forced sale.

Let’s examine what the statute says, both
explicitly and implicitly, by breaking down
its four paragraphs starting with the first:
“In a sale by auction if goods are put up in
lots each lot is the subject of a separate
sale.” While this sounds simple enough,
the rule directly and indirectly addresses
some important auctioneering issues. A set
of dining room furniture including a table,
six chairs, and china cabinet will serve as

our inventory.

The first issue would be who is entitled to

group the set's pieces into “lots’ of
whatever composition for the auction.
The answer is the seller or Auctioneer
establishes the lots. The statute includes no
requirement for defining lots in any certain
way, so this implicitly makes composition
a matter of discretion. Once a lot has been
established, it will be offered for sale
separately and each lot sold will be the
subject of a separate contract for sale. This
means what happens on “lot no. 1" does
not bleed into and affect the oftering or
sale of “lot no. 2.”

A second issue is whether the seller or
Auctioneer can change the composition of
a lot once established. The answer is yes —
to a point. A lot can be changed until
bidding begins for it. Once that boundary
has been crossed, a lot cannot be freely
altered by the Auctioneer or seller.

We'll see when we get to paragraph (3) of
the statute that the Auctioneer retains a lot
of control over a lot offered in an auction
with reserve. This includes withdrawing
the lot prior to selling it. Consequently,
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such a lot could be withdrawn after bidding has
begun, reconfigured, and then offered a second
time in the auction.

The ability to withdraw and reconfigure a lot
once the bidding has started does not exist in an
auction without reserve (i.e., an absolute auction).
With the first bid made, an unreserved lot is no
longer open to alteration because, as we'll see in
considering paragraph (3), such a lot cannot be
withdrawn from the auction. The courts have
ruled that the terms of auction represent the
seller’s offer to sell in an auction without reserve.
So a bidder’s bid for a lot is an acceptance of the
seller’s offer which cuts off the seller’s right to alter
the offering by changing the lot'’s composition. An
exception would exist where the terms of auction
explicitly provide for alteration, as when the
auction method known as high-bidder’s choice
(see below) is employed.

Smart Auctioneers establish lots in a manner
designed to maximize selling prices. They also use
different offering techniques for this purpose.
Paragraph (1) includes no prohibition against this
and four offering techniques are common.

FOUR TECHNIQUES
The first is a “straight” offering. This is what an

Auctioneer does when each lot is offered on its
own and sold, or passed, on the basis of the
bidding for that lot alone. A second technique is
a “two-way  offering. This type of offering is
often used where an Auctioneer has a group of
similar items that might be desirable to some
bidders as individual pieces, but maybe wanted by
other bidders in their entirety. The dining set is a
good example. Some may want only the china
cabinet or the table and chairs, while others may
desire the entire set. By using two rounds of
bidding and offering the furniture individually in
one round and “holding” the highest bids for the
separate pieces so that total can be compared to
the amount of the highest bid for the entire set in
another round (“two-ways”), the Auctioneer
appeals to what all bidders want and this can drive
bids higher. The set will ultimately sell whichever
of the two ways produces the highest overall price
for the set.

A third approach is a “times the money” offering,.
The Auctioneer could offer the dining set’s six

chairs all in one lot for what is called “one money”
(highest bid takes them all), or have bidders bid
on one chair with the highest bid being multi-
plied by the number of chairs (six) to determine
the lot’s selling price — so six times the highest bid
would equal the selling price.

Finally, there is also an offering technique that
involves a “variable lot” as defined by the highest
bidder. This technique is called “high bidder’s
choice” and it is frequently used when an
Auctioneer has multiple pieces of like kind and
quality to sell. These items are offered simultane-
ously in a “variable lot” for which bidders
compete to gain control. The highest bidder gets
control of the “variable lot” and has the right to
choose any one piece within the offering for the
amount of the high bid, plus select one or more
other pieces from the offering by paying the
amount of the high bid for each additional piece
chosen. The lot is variable because the highest
bidder defines its composition.

That’s a brief look at paragraph (1) of section 2-
328. Next time we'll consider paragraph (2) and

examine two very important rules.
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Recovery

Auctioneer/tiretighter rebounds from

accident that took the life of his fire chief

By J.]. De Simone

[.J. De Simone is a Ph.D. student at the
Um'wmﬁy of Wisconsin — Madison, and is
an intern at NAA headquarters.

For as long as he can remember, NAA
member Allen Entz, of United Country
Entz Auction & Realty, has wanted to be a
firefighter and positively contribute to his

hometown of Hydro, OK.

“Growing up, | remember working with
the fire chiet (a family friend) during the
summers; hed get an emergency page and
leave in a rush,” Entz said. “I thought it
was neat that hed go and help people when
they needed him the most and be able to
do the most good during those times.”

With that memory in mind, Entz began
serving as a volunteer firefighter in early
2008 and has received his EMT Basic
Certification and is a Captain on the
department. After a year-and-a-half as a
the Entz  had

responded to many calls; some were

volunteer on force,

serious, many were not.

“There are many similarities
between work as a firefighter

At 10:30 a.m. on Monday, March 23, the
28-year-old was hard at work at his family’s
auction and real estate business, United
Country Entz
Auction & Realty.
Then, he received a
page saying he was
needed

ately to check out a

immedi-

potential grain bin
fire at the Hydro
Coop.

Allen Entz

This type of call,
which could come
at any minute, Is not an inconvenience to
Entz; rather, he enjoys receiving them. “I
don't do it for any type of glory,” Entz said.
“In a small community, of which I'm
fortunate to live in, it’s nice to be able to
do this and give back. Helping when

others need it most is what’s important.”

But this call that went to the 10 volunteer
firefighters on the force proved to be
anything but typical. When Entz and his
fellow firefighters arrived at the station,
they quickly geared up and were at the
scene within minutes. In Hydro, which is

and Auctioneer,” Entz said.

AUGUST 2009 AUCTIONEER

60 miles west of Oklahoma City, the sirens
could be heard throughout the entire
town. The grain bin, Entz said, seemed
innocuous; no visible flames or smoke
were present. So, he and a partner climbed
up the side of the bin to get a better look
at the inside, which was one-third full with
soybeans. [t was the same thing inside — no
flames or smoke.

As a precaution, Entz and his partner went
into the bin to spray water on a portion of
the wall that was believed to be hot and
check on the health status of the worker
who was still in the bin. The worker was
safely helped out of the bin and the pair of
firefighters

hotsport.

began to spray the suspected

“We started to switch out firefighters so
wed avoid fatigue,” Entz said. “On our
way up the ladder, my partner fell and
broke his back. I went back in with my
chief to assess his injuries and begin a
rescue effort with the fellow firefighters in
the bin — there was still not any smoke. It
appeared to not be any more dangerous
than a typical bin.”

What the group of firefighters, who went
back into the silo to check on the very
injured colleague, did not realize (nor
could they have known) was that
extremely high levels of carbon monoxide
fumes were being emitted from an
unknown source deep within the bin. The
length of time Entz and the three
tirefighters, including the injured partner,
spent in the bin proved to be dangerous.

WWW.AUCTIONEERS.ORG



“We all passed out around the same time,
but fortunately, we radioed for help and
gave our location inside the bin first,” Entz
said. Entz and his team were pulled out ot a
hole cut through the side of the silo. He
regained consciousness in an ambulance
soon after being taken out of the toxic bin.
He woke to his best friend, registered nurse,

fellow firefighter and E.M.T., Dennis Ward,

providing treatment to him.

Entzs injuries were not life-threatening, and
he was released from the hospital the next
day following treatment. Unfortunately,
Chief Nolan Schmidt, who had inspired
Entz to join the force, died of smoke
inhalation and carbon monoxide poisoning.

The firefighter who broke his back is doing

well and expected to make a full recovery.

“The people that saved my life that day are

fellow firefighters and medical workers,”

Entz said. “I've known them and have worked with them all for a long time.
I've always enjoyed giving help, but now I've received it. That makes me
want to do it more because I know the difference it makes; life or death.”

But this horrifying experience did not deter Entz from maintaining his
involvement with the Hydro Fire Department. In fact, he did not even take
a day off — he was right back in the swing of things the next day working as

Going once, Going twice...SOLD!

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

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

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

Bachman
Auction Forms

108 West Michigan Street
LaGrange, Indiana 46761

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

Don’t Wait Until the Hammer Falls

Allen Entz shows his young newphews how to operate a firehose. Cody
Chisum is on left, and Wyatt Chisum is on the right.

336-887-11 65 =

2 336-887-1107 fax

a firetighter and an Auctioneer.

r f.; e When he’s not donning the firefighter
yellows, Entz works at his family’s business,
United Country Entz Auction & Realty. In
his day job, Entz does a large portion of the
computer-related tasks associated with the
business and is in charge of advertising and
marketing. Every once in a while, Entz said
he does some auctioneering on sale days.

Entz said he has seen the Internet become
an increasingly important component of

T e e
R o T o

the auctioneering industry.

“Some of our auctions are streamed through
Proxibid,” Entz said. “It brought a complete
new group of potential customers wed
never have known. It allows us to get more
people to see us and get our products in
front of them.” In all, Entz said although it
might not seem apparent, working as an
Auctioneer is extraordinarily similar to

working as a volunteer firefighter.

“There are many similarities between work as a firefighter and Auctioneer,”
Entz said. “The main (similarity) is donating your time and services to your
community, either by putting out fires, providing medical treatment, or
doing charity and benefit auctions. I guess it comes down to helping others
as much as possible whether you think you have the time or not.”

\OUR focus is on...

PROFESSIONALISM QUALITY
and EXPERTISE.

:We also carry a full ]me of auctioneer’s
- equipment and supplies at discount prices for

auctioneers. Call for a brochure and prmes

CLASSES HELD FEBRUARY, JUNE,
' ~ AUGUST AND NOVEMBER
CHAMPION AUCTIONEERS
- - ARE INSTRUCTORS

WWQ mendenhal[school com

AMERICAS TOP QUALITY AUCTION SCHOOL
e 1962 o T |

__member profile
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NAA Online Mentoring & Networking

Are you using this special NAA
program? Why not?

Many Auctioneers and their staffs are using the NAA Online Mentoring and Networking Forum (also called the Discussion

Forum) to ask questions and find great ideas to increase profits.

As a membership benefit, you can participate in Online Mentoring at www.auctioneers.org, and read what your peers are

saying about auction trends, best business practices, technology, real estate, licensing and other issues.

NAA member Kenny Lindsay, CAL of Livonia, MI, says the Forum saves him money and makes him money. He said:

"The NAA Online Networking & Mentoring Forum has been a tremendous asset to our auction company. This resource has
enabled us to connect and network with fellow professional Auctioneers throughout the USA and abroad. I credit the online
forum for my success early in my auction career. I have made the online forum a daily routine for nearly seven years to learn,
brainstorm ideas and assist fellow Auctioneers. The bottom line: The NAA online forum has both saved and made our
company money, from avoiding certain situations, to partnering with fellow Auctioneers. One of these partnerships alone paid

our NAA dues for five years!"

Many NAA members log on every morning for a few minutes to get their daily dose of auction advice and inspiration from

peers. Log in and join them!

HERE ARE THE STEPS TO READ THE FORUM AND POST YOUR OWN QUESTIONS OR REPLIES:

|—Go to www.auctioneers.org;

2--On right side of that page, click on the link that says “NAA Members Section.”

3—LEnter your NAA member ID and password in the boxes. If, you do not know your ID and password, call NAA member
services at 913-541-8084, extension 19, and ask for them.

4—On next page, look on top for link that says “Online Networking and Mentoring (Discussion Forums). Click the “GO”

button there.

5—The next page to appear shows the discussion categories to choose from, including General Discussion, 2008 NAA
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Elections, Tech Talk; Vendor, Product and Service Provider Reviews,
Favorite Presidential Candidates, and more.

6—Pick one, such as General Discussion, and click on those words,
which are an active link that will take you immediately to that discussion.

7/—On next page you will see the individual “subjects”. These are the
questions and comments posted by members. Pick one that interests you,
such as “Colorado Auction License,” posted by Dean Smith. Click on
those words.

8—On the next page, you see a string of posted messages, a kind of
running discussion, with each post commenting on the one or more
above it.

9—To add your own comment, hit the “reply” button at the top or
bottom of the screen, and then fill out the empty box, and then hit the
button “post.”

10—DBe sure to observe the forum rules, including no rude language,
personal attacks, commercial promotions. Also, while the NAA
encourages members to help each other build their business, please
refrain from posting specific figures or percentage rates as the postings
may be in violation of Federal Antitrust Statutes (Sherman Antitrust

Act).
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Business For Sale
Endless opportunities, room for
expansion

___________

S Rdd Lad

Bloomfield Livestock Auction Farm & Flea Market

A successfully operating full service

Livestock Auction Farm & Flea Market since 1944.
The Livestock Auction has been owned and operated
by a sole proprietor, Pete Howes, since 1984, owners are looking to retire.

Need job security? Be your own boss, own your own business while interest
rates are down!

The Livestock Auction is held weekly, every Monday. Other special auctions

are held throughout the year along with a monthly Horse Auction held on the

third Saturday of every month. The livestock building consists of a Restaurant

that seats approximately 35 customers (open while the auctions are being held),

office, store room, livestock auction arena that seats approximately 150, pens and stalls that
house various livestock, and many updates have been completed.

A 60 x 120 Horse Auction Arena houses folding metal/fiberglass bleachers and free

standing wooden bleachers which seats approximately 550 auction goers, office,

concession stand and coolers. A quarter mile wrap-around horse drag track packed with
asphalt grindings and gravel is in place to show off the fancy buggy horses during the

auction.

Newly remodeled in March of 2008 is the 20,000 sq. ft. Farm & Flea Market building with ample
parking. The Farm & Flea Market is open year round on Mondays & Thursdays and with endless
possibilities and space for consignment auctions.

The two livestock auction arenas, Flea market and restaurant are all located on 52.20 acres.
Tillable ground is currently being leased to local farmer. Other possible miscellaneous income
includes cell phone tower lease income and gas well lease.

More information: Pete Howes 440-272-5489 or 440-477-4027
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Success Stories

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

Lamp and glass auction grosses
$1.8 million

The James D. Julia, Inc. lamp and glass auction on June 19-20 was
filled with art glass treasures and row after row of spectacular
colorful lamps. The company was busy for six months gathering
one of the finest groupings the firm has ever offered. The
company felt the gross of approximately $1.8 million is a
tremendous feat in today’s economy.

A top seller was a Tittany clematis lamp with flared shade and
featured pastel flowers over a mottled amber background with a
band of geometric panels around the bottom perimeter. The piece

brought $69,000 within a presale estimate of $65,000-75,000.
The grand selection of Tiffany leaded lamps also included an

impressive leaded shade with mottled translucent green tiled
background with an elaborate Tyler scroll pattern across the entire
top half. Seeing very active bidding, it finished above its $10,000-
15,000 estimate at $17,250.

A Tiftany Studios 12-light lily lamp featured a bronze lily pad
base from which a cluster of long stems emerge and terminate in
brilliant iridescent shades. It approached the midway point of its
presale estimate, selling for $37,375. An exceptional green linen
fold table lamp in which the glass panels look like stretched fabric
sold for $23,000 against a $20,000-25,000 estimate. And a
wonderful Colonial leaded lamp in warm yellow, which when
tlluminated reveals dark internal mottling that contrasts beauti-
fully with the lighter background. The piece sold within its
$20,000-25,000 estimate for $20,700.

Complementing the fine array of Tiffany were examples by other
astounding makers such as a lively Duffner & Kimberly Louis XV
leaded lamp. With intricate floral design and cast brass overlay
extending from its permanent high relief heat cap and resting on
its original matching base, the lamp exudes extravagance at its
finest and sold for $47,150 (est. $45,000-55,000) a price worthy
of its appeal. A rare Pairpoint Puffy White Owl lamp, only the
seventh known to exist on the planet, is considered to be the more
desirable of the two versions created (the other is brown). The
base consists of an elaborate heavy cast full bodied owl perched on
a branch. Its glass shade is in the form of an owl in flight whose
head is affixed with piercing yellow paperweight eyes. This piece
saw much attention and several phone bids to swoop past its

$15,000-25,000 pre-auction to sell for $42,550. Other highlights

This Clematis Tiffany lamp sold for $69,000.

included a Handel reverse painted lamp depicting exotic birds
tlicting among the peonies. The vibrant colors and most realistic
rendering helped push the lamp to a selling price of $13,800
against a $9,000-12,000 estimate. Even a contemporary lamp
artists work saw active participation and a strong price. World
renowned Tiffany expert Paul Crist's massive spider mum table

lamp in a broad palette of cool rich colors and intricate lead work
sold for $17,250 against an estimate of $12,000-15,000.

[n addition to the lighting was an expansive selection of art glass
including works by Tiftany, Steuben, Quezal, Lalique, and others.
This session was highlighted by a magnificent and large Tiffany
vase with wheel carved and cameo decoration as well as padded
white poppies. Condition, quality, and rarity meant a selling price
of $37,375, exceeding expectations of $25,000-35,000. A lovely
18" Jack in the Pulpit vase with bright gold favrile finish and
brilliant iridescence from top to bottom sold for $17,250 against
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an estimate of
$15,000 -
20,000. A
stunning flower
form vase with a
heavily ruftled
top flowing
from  vibrant
orange to a
green  pulled
feather stem was
a sleeper,
bringing
$12,075, more
than tripling its
$4,000-6,000
estimate. A rare
and seldom seen
Tiffany cameo
vase consisting
of a clam broth
iridescent
background
decorated with
yellow tlowers

sold for $11,500

This Jack-in-the-Pulpit vase sold for $17,250. (est.  $10,000-
15,000) and a

mammoth

Tiffany trumpet vase in deep crimson red brought $7,475 (est.
$5,000-7,000).

A select grouping of Steuben included two fantastic Frederick
Carder era pieces. Considered very innovative for the time and
rather sought after today, Carder’s early works for Steuben are true
works of art. A gorgeous Steuben green aurene pulled feather vase
was a must have for several bidders. It eventually went to the one
willing to pay $15,225, ignoring an estimate of $7,000-10,000. A
scarce 13” Tyrian vase transitioning from blue to sea foam green
iridescence with leaf and vine decoration boasted the size, color,
and iridescence to make this the one of the best examples
available. It sold for $10,925 within expectations of $10,000-
15,000. Other Steuben included an iridescent gold aurene vase
with pulled peacock feather decoration over a calcite background,

which sold for $11,500, beating out an estimate of $7,000-10,000

Of the Victorian glass, a Mount Washington lava glass vase with
colorful slashes on an obsidian background sold for $4,887 against
expectations of $2,000-4,000. A Mount Washington Royal

Flemish cracker jar with a silver portrait coin of Nero on the front
brought a solid $3,450, tripling its $1,000-1,500 estimate.

For the last eight months, Jim Julia has advocated, “These are
times of great opportunity, and astute buyers will stay vigilant and

involved in the market. For the first time in the last eight years,

there are fabulous buying opportunities. For more information,

contact their offices at 207-453-7125. James D. Julia, Inc., PO.
Box 830, Dept. PR, Fairfield, ME 04937. Email: info@jamesd-

julia.com.

Online-only real estate auction
attracts 65 bidders from 11
states

Anderson Auctions USA, of Destin, FL, recently conducted an
online-only real estate auction that the company believes is the
first of that kind in its area. The auction, held June 3 to 17, had
eight properties to sell. The auction drew over 50 registered

bidders, 65 bids placed on all eight properties, one property sold

prior to aution, three properties sold at the conclusion of the

auction, four properties received offers currently pending bids

From Florida, Georgia, Mississippi, Alabama, Tennessee, Texas,

Oklahoma, Illinois, Indiana, Minnesota and Wisconsin.

The company explains the
bidding process on its website. It
says: “ You must first have a regis-
tered account in order to place a
Request to Bid. After registering
an online bidder account, sign in
at the log in screen with the
registered email and password .
Once logged in, a “"Request to
Bid” button will be listed with
every upcoming auction on the
online auctions page. Find the
auction that you want to bid at
and click on the "Request to
Bid” button. After you have
requested to bid, a screen will
notify you of your pending bid
request. The screen will say "Bid
Request Pending” and also
present the auction terms and
conditions for that sale.Your bid
request has now been sent to the
auction house for review. In the
meantime, your approval status
will be displayed in the sale
listing of the auction for which
you have submitted a bid

p

request. .. ’
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Look your best for
less with Bowdon
image apparel,
suits and blazers.

e Buy factory direct clothing |
for men and women.

e (Can be embroidered
with your logo.

® Create your own look that shows

your professionalism.

o Call us for a catalog.

Bowdon Clothing
800-937-7242

Bowdon Suits, Blazers, & Pants |
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_Conference and Show report _ _ - _

Conference and Show 2009

calling champions, music contest, education
networking were highlights of annual event -

With the theme and feel of a family reunion, NAAs 60th International ~ Three veteran Auctioneers were inducted into the NAA Hall of Fame:
Auctioneers Conference and Show was a great success in Overland Park, KS ~ Marvin E. Alexander, CAI, of Martin, TN; Larry Latham, CAl, of Las Vegas,
from July 13 to 18. NV; and Stephen D. Lewis, of Morehead, KY.

Over 1,000 attendees enjoyed contests, education seminars, a trade show A highlight entertainment event occurred when brothers Daniel Kruse and
and networking in the largest auction conference in the world. Tim Kruse, of Auburn, IN, won the Auction Idol contest, a music contest in

NAA member and director Shawn Terrel, CAI, AARE, of Kansas City, MO
said afterward “What a great Conference and Show in Kansas City! I had an
outstanding time spending time with all of my auction family at the NAA  The NAA membership also voted for new officers of the association. 2009-

which NAA members sang or played instruments and were evaluated on

their skill.

Conference and Show...Over the years some of my closest friends I have met 2010 election results:

;hrough the IF\TAAFan(El CP;I. II(:1 1S trully. lan hon(_i;r to be zsszcmte.d ;wth SL.lCh President: Scott Musser, CAIL BAS - Pasco, WA
ine group of professionals and a privilege to learn and share information 4 o hro Rogers, CAI, AARE - Mt. Airy, NC

that will make us all stronger in our chosen profession.” Vice presidene: Christie King, CAL AARE, BAS - Glensoe, AL
While the September issue of Auctioneer will provide much more coverage of ~ Treasurer: Kurt Kiefer, Fargo, ND

conference photos and stories, this page gives the highlight results. More  Director: Robert Mayo, CAI, AARE, ATS - Kansas City, MO
coverage was not possible in this issue due to press deadlines. The  Director: Harold Musser, CAI - Cody, WY

International Auctioneers Championship was won by Kevin Borger, of  Director: Merle Booker, CAI, GPPA - Eltopia, WA
Hutchinson, KS; and Terri Walker, CAI, BAS, CES, of Memphis, TN. The  Appointed Director: Joe Calhoun - Kansas City, MO

International Junior Auctioneers Championship was won by Justin Schultis,

Full results are available on www.auctioneers.org, and will be explained with

18, of Fairbury, NE. The International Ringman’s Championship was won
by Mark Younger, of Maryville, MO.

profile feature stories in next month’s magazine.

Brothers
Daniel Kruse,
left, and Tim
Kruse, center,
won the
Auction ldol
Contest.
Lance Walker,
CAl, BAS, CES,
was emcee.

L.
2009 IAC Men’s Champion 2009 Womens [AC Champion
Kevin Borger Terri Walker

2009 IRC

Champion | x

miLﬁW? 2009 NAA Hall of Fame inductees, from left, Marvin E. Alexander, CAl;
‘t{{j;ﬁwqr Stephen D. Lewis, and Larry Latham, CAl.

26  AUGUST2009 AUCTIONEER WWW.AUCTIONEERS.ORG



QrIererCe arlc HOW

An eye-opening experience
Auctioneers at Conference impress young worker
with their “honesty, dignity and thoughtfulness.”

By Iara Truitt
NAA Intern

When [ first received word that I was going to be the summer intern for the
National Auctioneers Association, I figured it would be just like any other oftice
job. I expected to make phone calls, become an email whiz, and make friends

with the copy machine. However, | was naive to think that perfecting the art of
data entry would be my only take-away from my summer spent in the office.

Much of my focus this summer was spent on handling
tasks for the International Auctioneer Championship
and the International Ringman Championship
contests. The contestants received many emails and
calls from me over the summer. Talking on the phone
to Auctioneers was one thing, but meeting everyone
face-to-face at the 60th International Auctioneers
Conference and Show was something else.

Tara Truitt will be a junior
this year at the University
of Kansas.

Before Conference and Show, I had never been to an
auction before. [ picked up on a few things around the
office to get an idea about what auctions consisted of,
but I was no where close to understanding how profes-
sional, organized, and fast-paced they truly are. When I started meeting
members on the first day of the conference, I was very impressed with the
respect and pride every Auctioneer shared for the business. I had the honor of
speaking to each IAC finalist individually before their interview in the contest.
Those 22 people from all over the country were on fire for the association and
it was great to see such passion living in the industry.

To sum up the auctioneering profession in three words, I would have to say
honest, dignified, and thoughtful. From what I've seen, honesty is what helps
build the foundation of a great auction business and industry. The quality of

leadership and the accountability level are just some ingredients that make this a
dignified profession. The way people greet fellow members and the compassion
that is shown to families in times of trouble exemplifies how thoughttul the
Auctioneer family is as a whole.

So what will I take away from my time at the NAA? More than I could have
ever imagined possible. I am an interior design major with a leadership minor.
At the beginning of the summer I thought this job would bring no benefits to

my college education, but I was highly mistaken. Conference and Show was like-

a one-week crash course on leadership for me in the professional world.
Observing the NAA Board of Directors, the president and past president work,
taught me so much about leadership and eftectively working in a large organi-
zation. At the end of the Fall, T plan to run for president of my sorority and,
without a doubt, my time here has been the best mentor I could ask for. I have
learned how to work with a diverse group of individuals, problem solving on
the spot, and the incredible rewards from accomplishing goals together.

For those who did not attend Conference and Show, I highly encourage you to
attend in 2010 in Greensboro, NC. No price can be put on the fellowship and
networking that takes place during that week. The entire association is only
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brought together once a year and that time should include every member. I am
not positive what my plans are for next summer as far as interning and studying

abroad go, but if T am in the country you can count on seeing me in Greensboro

working for all of you again; that is how much I enjoyed my week with all of you.

A few people asked me if I, as the outsider looking in, saw any improvements
that could be made or had any suggestions. I know one thing that you can
never over-do is staff appreciation. The group of people that come to the
office every day here in Overland Park are some of the most dedicated groups
[ have come across. The staff is behind every success that the NAA reaches,
behind every event the NAA runs, and behind every improvement that is
made. There is a lot of behind-the-scenes work that is not seen by the
members; so appreciate your staff, do not hesitate to show your appreciation
to them for all they strive to accomplish for you. A quick thank you email
(or a box of cookies!) most definitely does the trick. It is not about how you
demonstrate appreciation, but about showing that you notice their efforts.

Reflecting on my summer, [ can tell you that I have been blessed to gain so
much more from this time than I ever imagined possible. Thank you to the
staff for all you have taught me, you all are wonderful. Here’s to seeing
everyone at auctions in the future! God Bless.

ON BEHALF OF

Christie King

CAIL AARE, BAS

Thank
You!

For electing me Vice
President of the NAA

In my campaign for Vice President of the
NAA, | was overwhelmed with the support |

received. Thank you to the Alabama,
Georgia, South Carolina, Colorado, Arizona
and Indiana Auctioneers Associations for
you endorsements. I'd also like to thank each
of you who voted for me. Naturally, | couldn’t
have done it without you. Lastly, I'd like to
thank the NAA for such a tremendous
opportunity. | look forward to serving you as
your vice president!

AUGUST 2009 AUCTIONEER

21




The Auction Marketing Solution
www _ SatelliteProlink.com

CAl Celebration Breakfast

Satellite ProLink
www.satelliteprolink.com

First-Timers and Mentors

Breakfast

NAA Credit Card Program
www.auctioneers.org
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www.goprintworks.com
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Conference & Show Brochure

PrintWorks a Bulk Mail Plus Co.
www.bulkmailplus.com

‘)

WILLIAMS & WILLIAMS
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WworigGiwice real estate auctior

Trade Show Lunches

Williams & Williams
www.williamsauction.com

Wii games
Christie King, CAl, AARE, BAS
Candidate for NAA Vice President
www.votechristieking.com
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Conferenc

1-800-THE-SIGN

Conference and Show Signage
1-800-The-Sign.com
www.800thesign.com

IAC, JAC, and IRC Competition Clerking

Auction Flex
www.auctionflex.com

TODAY.

usatoday.com

NAA Marketing Competition Awards

Reception

USA Today
www.usatoday.com

OLLEY’S
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IAC and IRC Contestant Programs

Holley's Printing
www.holleysprinting.c om

A

HUDSON &
VARSHALL

Badge Holders, Hotel Key Cards

Hudson & Marshall
www.hudsonandmarshall.com
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Opening Night Event
Missouri Professional Auctioneers

Association
www.moauctioneers.org

Kansas Auctioneers Association
www.kansasauctioneers.com

Auctioneers
Foundation

Opening Session
National Auctioneers Foundation
www.auctioneers.org

I

AUCTION X-PRESS

DESIGN » PRINT = MAIL

IAC, IJAC, and IRC Item Catalogs

Auction X-Press
www.auctionxpress.com

Cyber Café

W. Ronald Evans, CAl, AARE, BAS, CES
Candidate for NAA Vice President

@) MARKNET ALLIANCE

THE AUCTION MARKETING NETWORK

CAl Reception

MarkNet Alliance
www.marknetalliance.com
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Two 1ssues advance

Absentee voting and hotel room issues

acted upon by the NAA board

The NAA Board of Directors will end
several years of debate in October if the

board continues to support an action it
initiated to revise the bylaws to allow
absentee voting by members. The board also
agreed on a solution to a Conference and
Show problem that has financially plagued
NAA for years. Both actions were the result
of the board meeting held prior to annual
conference in July in Overland Park, KS.

For several years, NAA members
throughout the country have discussed
whether to change the current voting
policy, which requires a member to be
physically present at the business meeting
of the annual Conference in order to vote
for new NAA officers. The issue was
complicated and feelings were strong on all
sides: some thought that a person who
cared enough to vote should be required to
attend the annual business meeting and
hear candidate speeches before voting,
Other people believed that members
should not be required to attend a meeting
to cast their vote — their membership
provided them the right (and responsi-
bility) to cast their vote, regardless if they
could attend the conference.

Last Fall, the board decided to allow

members at the annual meeting to vote on
the debate’s final outcome. Equity
concerns again were raised from those not
able to attend the annual meeting: Some
people asked “Would there be any
mechanism to provide representation from
those not in attendance at the annual
meeting to voice their support of absentee
voting?” In April the board identified a
better mechanism to gather feedback from
the membership: a survey of all members.
In June, an electronic survey was
distributed to all virtual members and a
survey was included in the June issue of
Auctioneer to fax back to NAA
headquarters. Although the fax was to have
been returned by July 1, an extension was
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granted because of a delay in distribution
of the magazine.

Approximately seven percent of the
members responded and most supported
some form of absentee ballots. This
response was provided to the board at the
pre-conference meeting during their
discussion on this issue. A process below
was proposed as a solution:

e Members who wish to vote in the annual
election must notify headquarters by
June 1.

e Ballots will be distributed (to those who
have notified headquarters) immedi-

ately after June 1.

e Ballots must be returned to headquarters
by July 1.

e Unopened ballots will be given to the
Election Committee.

¢ Members who vote by absentee ballot
will NOT be able to vote in the

annual meeting.

A more detailed process will be submitted
for consideration at the Fall board

meeting, to be held in October at NAA

headquarters.

The board also approved a solution to a

Y fieac..
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problem that has caused financial issues for
NAA historically. As part of the conference
process, hotel rooms are blocked for
conference participants. [f NAA blocks too
many rooms or if people reserve rooms and
then cancel them, NAA is tinancially
responsible for them. This year, for example,
NAA paid approximately $30,000 in
attrition fees for rooms that were blocked
and then cancelled, causing NAA to fall
under the contracted numbers. As a result,
the NAA directors approved a process that
would require members to pay a $150
deposit for every room reserved. A cancel-
lation date will be announced and
conference participants who cancel their
rooms after that date will forfeit their
deposit. If they attend the conference and
stay at the reserved hotel, the deposit will be
applied to their hotel bill.

“We hope that this will not inconvenience
too many members,” Scott Musser, CAI,
BAS, president of NAA, said. “However,
the price of doing nothing is too great. We
have to look out for the welfare of the
whole organization.”

A summary of the full board meeting is
posted on the Members Only side of
www.auctioneers.org under the heading
“Board Information.”

AUGUST 2009 AUCTIONEER

29




__cover story

30

Carrying on the tamily business across the world

NAA President

Scott Musser.,

By Steve Baska, editor

From the small town of
Cody, WY where he grew
up, to the far lands of
northern Ireland and
Europe where he travels
every few weeks to
conduct auctions, Scott
Musser has carried on his
family ~ tradition  of
auctioneering  with a
passion and a remarkable
adaptability in changing

economic times.

NAA’s new president from
Kennewick, WA says that
being an Auctioneer is the Scott SE”iF’ig at a farm auction
only profession he has
ever wanted to pursue,

and he has made his dreams come true. With specialties in the agri-
business and commercial industrial auctions, he has also led his
company in recent years into a growing focus on real estate and charity
auctions as the slowdown in farm auctions continues across America.

“We know the auction industry is changing in many ways today,”
Musser says. “Auctioneers have to be more flexible today than ever
before to make their business model successful, and our company is
trying do to that, not only in the types of auctions we do, but also in
the technology we employ and by attempting to keep auctions relevant
to engage with younger generations for the future.”

In fact, one of Musser’s many goals for NAA during the next year is to
help members understand the challenges facing their changing industry
(see sidebar story describing each of his goals).

SMALL TOWN CHILDHOOD

Musser is the youngest of four brothers and one sister who grew up in
Cody, WY. Their parents, Bob and Lillian Musser, conducted their first
farm auction nearby in February of 1957. Soon thereatter, Bob was
conducting multiple auctions per week all over the Big Horn Basin.
Scott and his siblings were helping with all types of auction duties from
set-up to holding up items for the crowd to see.

“I grew up in the business and loved everything about it,” Musser said.
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“People would come to a farm sale or estate sale for
the whole day to socialize. There were wagons
heaped high with stuft that dad would sell as mom
clerked. Some group would serve lunch and
everybody enjoyed it. Dad would market an
auction by printing 200 sale bills and posting them
at cofteeshops and sale barns. I remember one
March he did 26 auctions in that month. But that
was a different time. Today people are not there to
socialize. They won't let us stop for lunch. They are
there to buy something and move on.”

When Musser was 12 he went to Western College
of Auctioneering, eager to learn the chant and
become an Auctioneer. He continued to work in
the family business through high school and then,
at 19, set out for Santa Cruz, CA where he worked
as a bid caller at a Thursday night auction. In 1984
he went with his dad to an auction in Kennewick,
WA and met his future wife, Teresa, there where she
was waiting tables. Musser moved there and bought out an auction
company from Auctioneer Corrin Rathburn. In 1985 he married Teresa
and they decided to move to Seattle.

“I was ambitious and was going to set the city on fire, but everywhere
[ went all I heard
about was
Auctioneer James
G. Murphy and I
ended up going to
work for him in
their real estate
a uctilion
department,” he

said. “He has a
great  company,

but I felt like a
country boy living
in the big city.” So
he and TTeresa
moved back to
Kennewick n

1986 and have

been there ever
since. Nine-year-old Scott sells with dad, Bob.
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From left, brothers Randy, Merton, Scott and Harold.

Musser continues to love farm and ranch auctions, and real
estate auctions, but his recent love is also a new charity
auction company he and his wife Teresa formed called
CharityChant.com. “We started doing black tie events for
schools, hospitals and private foundations. These range
from $40,000 to $200,000 and we help the client with
everything, including the live audience development.”
Musser said he enjoys helping groups raise money for
worthy causes, and he enjoys the festive atmosphere of
charity auctions.

A third leg of his work is European auctions. “This began
nine years ago as a byproduct of my [AC competition when
[ was second runner up. I got noticed by man who runs
Euro Auctions in Ireland, which sells industrial and

construction equipment in Ireland, Germany and England.
MUSSER BROTHERS AND SCOTT’S COMPANY They already had European buyers and an Irish Auctioneer.

But the Irish dont do the auction chant. They ask for bids, but don'
Meanwhile, Scott’s brothers were building their own auction businesses  chant for it. The Irish and English are slower and don’t banter back and

in different cities where they operate today: Merton is in Billings, MT;  forth. So I was hired to bring the American style. I sell construction
Randy in is Twin Falls, ID; and

Harold is in Cody, WY.

Scott says “While our businesses are

hree separate entites, we also work Auctioneers have to be more flexible today than
together and have operating agree-

ments, a commen websice and ocher —— ppop hefore to make their business model successful.”

shared resources. We work together
often and it is great to be able to call
in reinforcements for an auction.”

Musser says his dad, who now lives in

a retirement center, taught the sons to operate a lean company. ~We equipment there, in English, and I've learned the different currencies.

only have about 10 people full time in the whole company. We also hire currency conversions show up on a board. The auctions are held in

a lot of part-time and contract help for auctions. a large tent. I've learned to say the bid numbers in German also.”

Musser says the travel and cultural differences have been interesting.
“I've made friends in Italy, Sweden, Germany, the Netherlands and

many other places in Europe. It has been great.”

Right: Scott and

on ke atn | AN NSRS B |\ 1ypicAL DAY
auction in England. [ EEEE.EE SRy ™ =
For Musser there is no typical workday, but that's the way he likes

Below: A collage 7

with Scott and
ringmen from his

“One day [ will be talking to a client to set up a scheduled auction
European auctions.

and the next I'll be making a presentation to a banker. I love that
flexibility of our business model. Another day I may take my
son Wyatt, who is 10, to a baseball game and the next day I
may work until 9 PM.”

= Musser says he thinks a lot about the future of the auction

. industry. “The challenge is now more to keep options open
and to reach the young generation. They are not going to
, | P come to auctions unless we reach out to them. My company
e o | i is trying online only auctions. I think in five years that 50
T SO M a percent of auctions will be online only. It is simply very

e e 7 B . £ 3 a
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Scott selling at a charity
auction

convenient for buyers  before I leap.” But taking risks is a good thing, he says, and is reminded
and sellers. I know of a memorable auction he conducted years ago. “It was for a wealthy

people are concerned man in our area who had a 5,000 square foot cabin. He was ready to '
that online auctions sell it for $430,000. I told him if I couldnt get $500,000, I would do
take the live Auctioneer  the auction for free. I brought in my brothers and rented a hall. The
out of the equation. absolute auction ended up drawing 1,000 people. The house and real :
But there will always be  estate sold for $572,000 and the personal property for $88,000.”
* B l:ace tor T 1 Experimenting with new technology and marketing is also a passion for
Auctioneer. You cannot . .
Musser. He encourages NAA members to try out the new social media
replace the . . :
_ websites, such as Facebook and Twitter. “Try them and see what has
showmanship of the L . .
_ , advantages for you. Twitter is like a virtual coffee shop. From a business
live Auctioneer. As a - .
_ standpoint, if you want to have people follow you to auction or
former IAC champion . ; s .
. , something this may be usetul. You have to be willing to experiment.
myself, it is troubling Wi j
_ Play with it and see what works for you.
to me to see fewer live
auctions, but we have FLYING
to face reality that live
auctions will be fewer, but one place they will stay is in the benefic ~ Another passion is flying airplanes. Musser is an instrument-rated,
SiEtET e multi-engine pilot who owns two airplanes: a two-seater bush plane
Musser says his strength as a
businessman is that he acts
fast and delivers. “And 1
. « . .
P S . The challenge is now more to keep options open and to
sometimes | fail to look
reach the young generation. 1hey are
70t gOZﬂg L0 come 10 auctions %7/2[(?55
»
we reach out to them.
and a six passenger Cessna Turbo. He uses them to go to auctions, visit
clients and for recreation.
“Three of the four brothers are private pilots. We use our airplanes a
lot to travel back and forth to the auction sites and between the
offices.” he said. “If I drive to Cody it's a 12 hour drive for me, but
only three-and-a-half hours by air. The airplanes are really time
machines.”
The love of airplanes began when Scott was growing up on the farm in
Cody. “Our farm was right in line with the flight approach path to the "
local airport, so the airplanes would come right over us and I loved
watching them. When my brother Merton was 16 he look lessons and
[ thought that would be neat, so I started taking lessons at 21. I'd fly 7

off and on because you find that it costs more than you anticipate, but
in 1997 I got more serious and bought a plane. Now I've got 1,400
hours of flight time and I find it's an important tool to get around.” |

His favorite recreational flight destination is the Frank Church
Wilderness in Idaho. “I can be there in 30 minutes and it is pristine
wilderness where 1 can sit on a creek bank or go fishing or hiking to

Scott with his Husky.

S P e ————— e EE——
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In the cockpit of his Husky airplane.

get away from it all. There are a lot of fly-in events there where people
come in for two or three days and go to difterent air strips and meet for
breakfast, for example. I get there about four or five times each summer
for a day trip. Golf used to be my hobby, but when I have four hours
free now, I love to fly, to go up and smash bugs.”

A LIFE OF INVOLVEMENT: NAA, STATE AND CIVIC
GROUPS

Musser’s involvement in NAA begins in attending his first NAA
convention about 1975 in
Boston, MA as a youth.
“Our family made it a two
week trip. We visited three
or four Auctioneers in the
Northeast states on that trip.
the
convention being in awe of
the very successtul NAA
Auctioneers, including Terry

[ remember at

Dunning, Chuck
Cumberlin  and  Marty
Higgenbotham.”

In the 1980s he attended
several NAA conventions,
including 1988 in
Kansas City when he
competed in the first
I[International
Auctioneers
Competition. Then in
1996  he

attending

began
the
convention every year.
“I remember from the
carliest years hearing
that NAA’s convention was one of the few conven-
tions where you can feel comfortable bringing the
whole family because there is family-friendly
content,” he said. “And it certainly is like a big
reunion where people come to see old friends and
make new friends. It is still that way, but now there
s also an emphasis on business networking. More
business is conducted at the conference. I've picked
up business and I've referred a lot of business to
other people I've met at Conference and Show.”

[n the 1990s Musser was heavily involved in service
to the Washington Auctioneers Association. He
spent six years on its board of directors and was president. "It was a
great learning experience for leadership,” he said. “I encourage everyone
to be involved in their state association so they can help peers and our
industry on the state level. You can affect the shaping of your state laws,
as one example.”

==
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Being an Auctioneer 1n
Washington State and the
Northwest has its
unique challenges, Musser

owI

said. “Here, our uniqueness
is that the large population
centers are a long way away.
There are a lot of miles
between auction sites, so we
have to be good at adver-
tising and marketing to get
the right people to our
auctions. 1his area 1s not as
densely populated as Ohio,

so we have to

Above: Scott in his office with sons, adjust for that in

Josh, center, and Jake. . ting. »
Left: Scott and Teresa work an
auction.

After his service to
his state associ-

Below: Excited faces at a charity ation, Musser
auction. turned his
attention to

serving NAA. He ran for
an NAA director position
in 2001, the same year he
won the men’s division of

the JAC. He served on the
board from 2001 to 2004,
and then as treasurer from
2005 to 2007. In 2007 he
ran for vice president and
won. He then served as
president-elect and now
as president.

“It’s

progression to gain experience and see how the executive committee

good

been a

operates,” he said. “Serving as treasurer also was helpful because you
work more closely with the finances and help determine how to pay for
all the great things we need to do.”

» continued

AUGUST 2009 AUCTIONEER

33



Throughout the next year Musser
will communicate his goals to
members through his column in
Auctioneer and in personal contacts,
he said. “I will do all I can to better
NAA and its membership every day.
Every decision I make is predicated
upon the Rotarian 4-way test: s it
the truth? Is it fair to all? Will 1t
build goodwill and better friend-
ships? Will it be beneticial to all

concerned?”

Musser has also been active in local
civic groups. He is past president of
Tri-Cities Area  Chamber of
Commerce, a board member of United Way, and a past director of
various CIVIC organizations.

FAMILY

With all his involvements in the auction industry and civic organiza-
tions, Musser’s focus is most importantly on his immediate family,
which includes wife Teresa and four children. “Teresa is a great partner
and a great team player for
our business,” he said. “She
helps with accounting and
computers at our auctions,
and especially with our
benefit auction business she
has been working with
clients on audience and item
development.”

Teresa also has owned a retail

gift shop in Kennewick for

about 15 years called

“Gadgets and Goodies.” “She has eight
employees and sells kitchen items and gives cooking classes,” Musser
said.

Their four children have helped with the family auctions since the
children were small.

The oldest son, Jake, 22, is married to Kayla and has lived in Boise, ID
for three years. He works as a load broker for trucking companies
nationwide, putting together the loads that trucks haul. Jake also
remains active in auctions by doing five to seven charity auctions of his
own each year in the Boise area, and he works for his dad at some
auctions.

Son Josh, 19, sometimes helps as a ringman at the family auctions, but
s in a two-year training program to become an electrician. “That’s his
goal,” Scott says. Daughter Jacqueline, 15, will be a sophomore in high
school this Fall. “She often helps mom with oftice work at our
auctions,  he said.

Youngest son, Wyatt, 10, will be a fifth grader this Fall and loves

34
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Jake, Kayla (Jake’s wife), Wyatt, Scott, Teresa and Jacqueline near their home.

football. “He also

helps us around the
auctions and wants
to work the ring,”
Musser said.

In a family-oriented
industry like
auctions, IS It
Important to
Musser that his
children join the
family  business?
“Only if they have a
passion for it,” he
said. “I love what [
do, and [ just want them to love what they do. I'm not going to push
them, but nothing would make me happier than if some of them do
come into the business.”

Musser also remains close to his parents. His father lives in a retirement
center in Billings and receives care for Alzheimer’s disease. “Physically
he is fine, and he remembers things that happened 50 years ago, but not
what happened today, and he does not recognize some of his children,

[ grew up in the business and loved everything
about it,” Musser said. “People would come to a farm
sale or estate sale for the whole day to socialize.”

but we are gratetul that he seems happy,” Musser said. “My mom lives
nearby in Billings by herself and has many good friends and family
there. And in summer she has a big garden and tlowers. That's where
she spends her hours in summertime, outside in her garden.”

SUMMARY

Musser seems well-positioned to lead NAA through changing times as
he will draw upon his experiences in varied auction niches and on

NAA’s board.

NAA Past President Randy Wells, CAI, AARE, BAS, CES, GPPA, said
of Musser: “When Ricky Skaggs entered the country music scene,

country music was suffering. People thought his type of country music
would further decimate it. What happened was the opposite — country
music sales soared. Scott Musser will do the same thing with NAA. As
he came from an auction family, he will remember and respect
tradition, but his knowledge and experience with technology will help
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move NAA into its future.”

NAA Past President Tommy Williams, CAI, said of Musser: “When my
wife Trudy and I attended our first NAA convention we happened to sit
in front of the Musser family. We have been friends ever since. I can think
of no family that represents the heart and soul of the auction industry
more than the Mussers. Scott is recognized as one of the world’s leading
Auctioneers, without question one of the outstanding bid callers in the
industry. Scott has always been on the leading edge of technology,
especially as it applies to the auction industry. When I have a technology
question of any sort, Scott is my first call. His expertise is always freely
given and right on target. His recent experience moving through the NAA
officer chair positions, and his history as a past treasurer, have prepared
him for the task at hand. He brings the broadest base of experience
possible to the presidency. [ remember vividly it was Scott that raised the
red flag indicating we needed a thorough and in-depth look at our
financial situation. This is an example of the courageous and thoughtful
leadership we will experience under Scott.”

Williams added that “I consider this year and those immediately following
the most critical in the history of NAA. The world is in the midst of radical
change on every front. Auction possibilities have never been greater.
Success demands the latest auction technology available coupled with years
of proven auction experience. No-one blends these two requirements
better than Scott Musser. Life is simple: Give every moment of every day
the best you have to offer. Circumstances will always be in a constant state
of change; no moment is exactly like the last. It is the responsibility of
every member to help Scott move this great association forward. Analyze
the circumstances, find the best and most practical solution, then unite
and move forward enthusiastically to accomplish the defined goal. We are
fortunate to have a superb leader guiding the NAA ship; it is our duty to
assist him by giving him our best eftort.”

Musser believes strongly in NAA's auction education and showed that
commitment when he received the CAI and BAS designations in the last
few years. “Continuing auction education is more important than ever in
this era of industry changes and the growing importance of profession-
alism,” he said.

Musser also will be an advocate for opening up NAA to people in different
categories of the auction industry, to reach beyond the traditional bid
callers, while still valuing and serving the bid caller. “There are many
people entering the auction marketing profession. NAA needs to embrace
these people and assist them in becoming more professional and more
effective. In doing so, NAA will become a stronger organization and we
will all learn from each other. We cannot put our head in the sand and
think the world will not notice.”

Despite the current challenges to the industry and NAA, Musser sees a
bright future for both and is eager to help lead them there. “More people
will be exposed to the auction method of marketing in the future. Real
estate will continue to be the fastest growing segment of the auction
industry,” he said. “And, NAA needs to be positioned to be the go-to
association for all professionals practicing the auction method of
marketing. I think we will get there, and we must be ready, willing and
able to adapt and adjust to stay relevant.”
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Scott Musser’s goals
for NAAin 2009-2010

1—Educate our members and improve our educational
offerings and delivery methods.
In order to succeed in any business endeavor, one must
do all they can to stay abreast of current trends in tools,
application and knowledge. NAA needs to be the corner-
stone of education for the auction industry. We need to
work on making our educational offerings affordable and
accessible to all.

2—Create a way for members to collaborate virtually and
share resources.

NAA Auctioneers contain a collective wealth of wisdom
and knowledge. For years, our NAA Forums have been a
wonderful tool, enabling the sharing of thoughts and
ideas among NAA Auctioneers. We need to build up this
and encourage and enable greater collaboration
amongst our members. | envision creating tools and
resources that are available to all NAA members via
www.auctioneers.org. Imagine if we could capture and
store information about advertisers and vendors to
Auctioneers. Doing an auction outside of your area? Log
in to www.auctioneers.org and find out the best adver-
tising outlets and resources for your auction; all shared
amongst America's top Auctioneers.

3—Create benefits and opportunities for all
Auctioneers: aspiring to retiring.

NAA needs to cater to all professional Auctioneers,
regardless of their level of experience. We need to
engender the spirit of community and enable our
aspiring Auctioneers to learn from the retiring
Auctioneers.

4—Help our members embrace technology.

Never in the history of our industry have we been faced
with the impact of technological change that we're
seeing today. NAA needs to ensure that NAA Auctioneers
are ready, willing and able to accept today's challenges
like never before.

_cover story
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It’s always a pleasure to see
good friends at the

NAA Conference & Show. NAA and National

Thanks for@topping by the | Agssociation of

& | REALTORs leadership
P>\ | discusses tuture of the
B 1 two groups in Washington

[n April 2007, NAA set out to create a working relationship with the
National Association of Realtors (NAR), led by past NAA president Bill
Sheridan, CAI, AARE, and past NAR president Pat Vredevoogd Combs.
On May 14, 2009, the two groups met again, this
time in Washington D.C., to continue the collabo-

ration. Present at the meeting were Sheridan (who
now serves as the NAR Auction Forum Chairman);

NAA President Randy Wells; CAI, AARE, BAS,
CES, GPPA; NAR President Chas McMillan; NAR
President-Elect Vicki Cox-Golder; and NAR Vice

President of Business Specialties Marc Gould.

L <N A Bill Sheridan, CAl, Aage Given that many members of the NAA also share
Steve Holden dy Tc dual membership with NAR, the attendees
discussed many components about how to
strengthen mutually beneficial ties between the two organizations. The
dialogue that occurred at the meeting resulted in three action points. First,
the representatives of the two groups concluded that member Auctioneer
firms should be able to enter all auction properties in their local Multiple
Listing Service (MLS). This most likely will produce higher attendance at
real estate auctions. However, given that many MLS boards are operated by
different service providers, this action will take some time to execute. The
NAR MLS committee is working on solutions to this problem.

Quick Service
Auction Printing

We can print any size, any quantit
P y rany q yr In the mid-1990s, the NAR Auction Committee was phased out for various

and mail anywhere! reasons. However, NAR President McMillan agreed with Sheridan and
Wells that this program must be reinstated. The NAR is currently looking
at ways to re-launch the program.

Finally, NAR President-Elect Cox-Golder decreed that the collaboration
between the NAA and NAR would continue during her presidency and into
the future. The group also discussed NAR’s relationship with Fannie Mae
and Freddie Mac, the streamlining of educational resources, NAA/NAR
members being able to publish articles in the monthly magazines of both
organizations, and NAA and NAR members consulting in the sale of real
estate.

Give us a call today to get started
on your next auction brochure.
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Sheridan said the meeting was very significant to the membership of the
NAA as the auction method continues to gain prominence in real estate
sales. “For the first-time ever an organization like the REALTORSs, with over
one million members worldwide, recognizes that the NAA is truly the voice
of the auction industry,” Sheridan said.
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Nigerian Auctioneer attends Mendenhall school

King Alfred Diete-Spiff, president of the Nigerian Association of Auctioneers, recently
attended the June class of Mendenhall School of Auctioneering in High Point, NC. Nigeria 1s
an African state. King Alfred is from Port Harcourt, River State, Nigeria, and is group
chairman/managing director of The BZD Group, Nigeria LTD.

Forrest A. Mendenhall, CAI, AARE, right, of the school, said “King Alfred is a very interesting

and highly educated person. His son Price Emmanuel Diete-Spift , who lives in Fort Worth,
TX also attended the June class with his father. This was a unique experience for both of these
men, as well as the entire staff at Mendenhall School of Auctioneering.”

Texas Auction

Academy

June 2009 graduates of the
Texas Auction Academy
included 39 students from
across the U.S. including
Florida, Missourt,

:

Sl b g |

Nebraska, Louisiana,

Tennessee, Oklahoma,

Washington, Arkansas and

MENDENHALL
SCHOOL OF

AUCTIONEERING

TERM
| JUNE 2009 |

¥
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ARE YOUR INSTRUCTORS
High Point, North Carolina

NAA WANTS YOUR AUCTION SCHOOL NEWS

Auctioneer magazine is your publication. NAA’s publications department
wants to get news and photographs of your successtul auction school events,
graduates and programs. We are usually able to print every photo and news

Mendenhall School of

Auctioneering

The Mendenhall School of Auctioneering class of
June 2009 in High Point, NC had students from
11 states and Africa. The Mendenhall School of
Auctioneering was founded in 1962 by Forrest
Mendenhall and his brother, who retired from the
auction school in 1971. In 1975 Forrest
Mendenhall built an entirely new facility specially

designed for an auction school. In 1978 an
additional classroom of 4,000 square feet was built.
In 1985 a 7,200 square-foot auction gallery was
added for student training, bringing the total
facility to over 17,000 square feet.

release received. Please send information by email or mail service to NAA.
Email to steve@auctioneers.org, or send to Editor Steve Baska at 8880

Ballentine, Overland Park, KS. 66214.
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_nhaa member news

ALREADY HAVE A WEB SITE?

Auctioneer Tabb

honored by Chamber

of Commerce

Cordell Tabb, of Hodges Auction

Company in Elizabethtown, KY, was
recently honored as Small Business Person
of the Year by the Elizabethtown/Hardin
County Chamber of Commerce. Tabb was
recognized  for
being a full-time
Auctioneer  for
nearly 40 years and
running a
company that has
been actively
operating  since
1937.
His

NEwspapcr, the

Cordell Tabb

hometown

News Enterprise, wrote a story about the

honor and quoted Tabb as saying about the
chant: “You have to have your own style. It
just takes a lot of practice to learn to roll
the numbers as they say. It’s like riding a

bicycle: Once you get it, you get it.”

Tabb joined Hodges Auction in 1969 and
was made a partner. When Henry Hodges
died in 1982, Tabb took over the business.
"I promised him that I'd keep the name of

the business as long as I had it,” Tabb said.

Tabb, 68, worked with Hodges for about
12 years before Hodges died.

“I had a lot of experience in 12 years,”
Tabb said. “He was doing five auctions a

week back then. Hed do farm sales and

night sales. You learned a lot.”

Tabb said now he will hold one or two
auctions a week. He has been joined in the

business by a son, Philip Tabb. Philip has

been involved for about nine years. Cordell
said he still enjoys what he does and
doesn’t plan to retire anytime soon.

Shobe named
Runner-Up World
Champion Livestock

Auctioneer

NAA member Kyle J. Shobe, 26, sales
associate with United Country — Shobe
&  Realty of

Auction

Live audio
Online silent auct
Complete clerking

clto

No per auction fees
No per auction c@
24 hour support

Let LUJOHNS add the tools you need

to
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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.

LUJOHNS ENTERPRISES

800 243-4420 _
413 443-2500 ww.Bidder @
INFO@LUJOHNS.COM Central.con

Unlimited auctions

Lewistown, MT, was named
runner-up world champion at
the Livestock Marketing
Association’s 46th Annual
World Livestock Auctioneer
Championship in June at the

contest held in Fergus Falls,
MN. He was also named the

Audrey K. Banks “Rookie of
the Year” as the highest-

scoring first-time entrant to

make the semi-finals.

“1 was surprised to make the
finals, and I certainly didnt
think I had a chance to make
the top three,” he said. The
winner was 1y Thompson, of
Billings, MT, who competed
for 12 years and won $5,000.
The reserve world champion
was Tom Frey, ot Creston, IA.
Shobe placed third out of the

33 contestants.

Shobe was sponsored by the
Lewistown Livestock Auction,
owned by Lyle and Jan Allen
of Lewistown, MT. As part of
the awards, Shobe earned cash

prizes, a custom belt buckle, a crystal gavel
and a windbreaker. The championship is
held at an actual sale each year to spotlight
competitive livestock marketing and the
Auctioneer's
continuing  vital
role in  that
process. Six judges
the
finalists on vocal
clarity and quality,
talent at keeping
the sale moving,
bid-catching
and by

answering the question, “Would I hire this

score semi-

Kyle Shobe

ability,

Auctioneer?” A portion of the contestant’s
score is determined by a pre-contest
interview, where he or she is judged on
several criteria, including clarity of
expression/articulation, knowledge of, and
the ability to act as a spokesman for the
livestock marketing sector.

Jayson Shobe, owner/broker of United
Country — Shobe Auction & Realty, said “I
couldn’t be more proud of Kyle. He 1s an
asset to our team, offering not only
impressive Auctioneer skills to our buyers
and sellers, but also outstanding marketing
and customer service skills.”

United Country — Shobe Auction &
Realty can be contacted by phone at 406-

538-5125; by

jayson@shobeauction-realty.com, or

e-mail at

online at www.shobeauction-realty.com.

Remembering a great
NAA Auctioneer

Auctioneer Matt Hostetter, CES, of Beaver
Falls, PA, sent the following email to NAA
about the Auctioneer Chuck
Cumberlin, a former NAA president and
NAA Hall of Fame member who died May
] (Cumberlin’s obituary was in the June
issue of Auctioneer).

late

“During my life, I have come to notice
that true friendship is a sacred gift — a gift
that no one or nothing can take away, not
even death. The memories that Chuck
Cumberlin have left behind will always be
embedded in my mind. Working with
Chuck for the past handful of years at the
Yoder & Frey’s annual sale and spending
time with Chuck at the annual NAA

conventions has taught me invaluable

WWW.AUCTIONEERS.ORG
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Meares’ client wins US Open

Auctioneer Darron Meares, CAl, BAS, MPPA, in center, stands with Lucas Glover, left,
winner of the 2009 U.S. Open golf tournament, and pro golfer Charles Warren at the
Clemson University driving range, which Meares helps raise money for. Meares, of
Pelzer, SC, conducts the Tiger Golf Gathering each year, which raised $130,000 this
year for the Clemson University golf team and South Carolina Junior Golf

k.

nstruction B
Trucks Ang

AU’CT’!G’”NEERB

800 842- v

The late Chuck Cumberlin, left, with Matt Hostetter.

knowledge. Learning from the auction industry’s greatest shaped me into a
better person in every degree. His expertise, profound knowledge and old
school humor are among the many things that will continue to live on. And
if there is one thing I learned from Chuck, it’s that friendship isn't just
something that happens — it's an unbreakable bond that lasts even atter our
time here is gone. To a great friend, who will be missed dearly.”

“Every man passes his life in the search after
friendship.” - Ralph Waldo bﬁ’”@@g’ﬁ(}r’?

To see videos of Chuck auctioning, visit youtube.com and type in Chuck
Cumberlin.

CLEARLY- the emerging
provider of auction software
solutions!

“SIMPLIFYING YOUR AUCTION PROCESS
DOESN’T HAVE TO COST YOU THOUSANDS™!!

A TASS software solution is everything you need to track your
auctions electronically and economically. The flexibility of TASS is
unique in that you can adapt the program so many different ways.
NOW OFFERING! TASS now offers the ability to process credit
card transactions directly from within the checkout screen for your
bidders. NO ACCESS to a phone line? No worries! With TASS’
new processing program, you can ‘“capture” the information and
batch transmit once you get back to the auction office. Call a TASS

rep today for a free demo.

*User Friendly/Windows based
*Manage multiple auction
*Instant calculation of sales totals

* Automated email capability
*Wireless or LAN ready
*Bad check database

For more information, go to www.tass-software.com
Or call 866-609-3994

LEARN AUCTIONEERING FROM
CHAMPION AUCTIONEERS

Texas .
uction

Academy

AND TOP BUSINESS LEADERS |

At the Texas Auction Academy, you get the benetits of learning

from champion Auctioneers as well as leading experts in the

Texas

uction
Academy

Auction Industry.

AMERICAS AUCTION
ACADEMY

In Association with leth_I Country”® Auction Services

P.O. Box 803503 m DALLAS, TEXAS m 75380-3503 m P. 972-387-4200
info@texasauctionacademy.com

WWW. TEXASAUCTIONACADEMY.COM

Texas Workforce Commission Approved
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State Association News

News from Auctioneer groups across the country

Jasper Jones, CAl, holds his Humanitarian award.

Tennessee honors

Jasper Jones
Jasper Jones, CAI, of Cordova, TN, is the

first recipient of the Humanitarian Award
from the Tennessee Auctioneers Association.
The award, for outstanding service and
dedication to the auction industry, was
presented during the TAA summer
convention June 6 in Nashville, TN.

Jones graduated from the Certified Auctioneers
[nstitute in 2007 and, at 85, became the oldest
graduate. Now, at 86, he says “During all of my
years in the auction business, I didnt go to
work, I went to have fun.”

While presenting the award, TAA
President Tommy Anderson said “The
winner of the award must maintain
honesty and integrity in their professional
dealings. But just as importantly, must
continually conduct themselves in their
associations with their fellow man with
compassion, empathy and humor.”

Jones served in World War II in the Army

Air Force in Atrica, Sicily, Italy and Trinidad.
He then started the Jasper Transfer and
Storage Company in Jackson, TN and later

moved the business to Memphis. He later

took a job with Delta Auction Company
and, two years later, purchased a half inter-
ested in Delta. Two years after that he
become owner and president. It became a

40

highly-successful business liquidating stock
and furnishings of businesses, estate sales
and real estate sales. His wife of 65 years
assisted him in the business, as did his
daughter, Carolyn Crumpton.

Jones attributes much of his success to his
association with TAA. He is a TAA Hall of
Fame member. He conducted auctions in
42 states and British Honduras. A
highlight auction was a 2,000-acre banana
plantation in British Honduras and the
sale of a 76,000-acre ranch in Texas. His
sale that captured the most interest was the

sale of the Peabody Hotel in the 1060s. He
remained president of Delta Auction Co.

until 2004, when he sold the company to
Roebuck Auction Company. He remains
as a consultant and agent.

(Story provided by Imogene Tisdale, sister
of Jasper Jones)

Florida association
convention held

Cabins in the woods were an enjoyable new
setting for the Florida Auctioneers
Associations summer conference held in

Meeting the Governor

June at Silver River State Park in Ocala.
About 30 people attended.

FAA member Manny Pesco said “What

made this get-together so great was the
absence of the noise and clamor of a tradi-
tional hotel. The natural surroundings and
the lack of Internet and television was
extremely soothing to the psyche. This was a
back-to-nature experience which was very
reasonable in cost. The cabins were very
comfortable and super clean. The decor was

all wood, with a well equipped kitchen.”

Education speakers also made the
conference good. “All our speakers were
well versed in their topics. Chris Fisher
gave a tech program on how to get more
out of the Internet which we all learned
from. Kris Kennedy from Auction Flex was
a real hit. Their new updates speaks
volumes to their dedication to the
industry.  Jenelle Taylor gave an
outstanding presentation on how to make
money at Benefit Auctions,” Pesco said.
“And Len Freeman served up some of the
best food ever eaten out in the woods.
Without a doubt this was one of our best
summer conference ever.”

Indiana Auctioneers Association officials met with Gov. Mitch Daniels at the
[ndiana State House on April 17 when he signed a proclamation proclaiming the
third Saturday of April as National Auctioneers Day for the State of Indiana.
Pictured from left are Jim Lestinsky, 2009 IAA President; Jonathan Kratt; Jimmie
Dean Coffey, 2008 IAA President; Phil Deckard; Kathy Baber, IAA Executive
Director; Brent Markley; Gov. Mitch Daniels; Aaron Wilson; Carol Bonham;

Andrew Wilson; Sara Minor; and Tom Freije.

AUGUST 2009 AUCTIONEER
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Wyoming association
has busy year, officer
reports auctions
prices are good

Early this year the Wyoming Auctioneers
held a

convention and named Dan Gay, of

Association successful annual

Buftalo, as champion bid caller. Gay won
$250 and a silver trophy belt buckle.
“Every Auctioneer tries to improve his
business and quality of what he does, and
it is a great honor to be named state
champion,” he was quoted as saying in the
Sheridan Press newspaper.

The five contestants in his competition
were judged on poise, clarity, rhythm,
appearance, speed and eye contact. At the
convention, more than 200 items were
auctioned and a People’s Choice award
given to Auctioneer Larry Brannian, of
Buftalo. Brannian sat atop a horse named

Gray Boy inside the Sheridan Holiday Inn
as he sold the horse. A black Labrador

puppy was also sold.

The association’s board also met in June

when it voted to give five scholarships to

youth, including the Dave Addy memorial
Fund scholarship of $500. The recipients
will be notified this Fall.

Kurt Campbell, BAS, president elect of the

association, also reported in the group’s
July newsletter that auctions are doing well

“The

Auciton

Spring  Thaw
that
equipment is still strong with a large atten-

in  Wyoming.
Consignment showed
dance and strong prices on nearly all
equipment,” he wrote. “(And) we just
finished our Hay & Harvest auction and it
proved the market is holding on with a
good supply of equipment buyers and
sellers...We all need to
keep a close eye on real
estate sales in our area.
With  tight

restrictions and a good

lending

supply of homes, there
may be more oppor-
tunity for Auctioneers
to assist in the
marketing of these

properties.”

Dan Gay is the 2009
Wyoming Bid Calling

Champion.

Larry Brannian sat
atop Gray Boy as he

sold the horse at the
Wyoming convention.

CALL THE AUTHORITIES!

For more than 40 years, Hudson and Marshall, Inc.
has been America’s Auction Authority.

National Marketing Center
Atlanta, Georgia

1-800-841-9400

HUDSON &
MARSHALL

AUCGTION
MARKETING

Southwest Office
Dallas, Texas

1-800-441-9401

Visit our web sites at www.hudsonmarshall.com
or www.hudsonandmarshall.com
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In the Industry

News and notes from the auction industry.

Kennedy Wilson

Auction Group

appoints Jeff Condon

opment. Condon
| the
rapidly

s jolning
group’s
growing business
development

team.

as vice president,
business

development

The Kennedy Wilson Auction Group, of
Beverly Hills, CA has appointed Jeftrey

Condon as vice president, business devel-

ballroom

World Wide
College of
Auctioneering

Mason City, Iowa

Since 1 033

Do You Know Someone Who
Wishes to Become An Auctioneer?

Come To World Wide

We’ll make Them Auctioneers

' “I Guarantee It”

Paul C. Behr, President

75 years/35,000 Auctioneers
“Come train with the
Champions”

Call: 1-800-423-5242 for free information
www.worldwidecollegeofauctioneering.com
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company conducts

site-to-site,
on-line

The

style,
and

Jeffrey Condon

auctions
for all types of real estate.

“We couldnt be more pleased that Jett

decided to join our growing
Southern

California,” said  Rhett

Winchell, NAA member and
president of the Auction

team here 1In

Group. “Jeft comes to us from
Zetabid, a residential real
estate marketing company,
where he was a senior
consultant spearheading the
management  of  issues
pertaining to REO 1nventory,
marketing, and performance
analysis. He also managed
business development activ-
ities for major financial insti-
tutions and assisted clients in
optimizing disposition
strategies for distressed real
estate.”

Condon will be focusing on
bank owned properties and the
disposition ~ of  scattered
portfolios. Condon said he

was excited to be joining the

Kennedy Wilson team. “The
Auction Group is currently
expanding its reach and I look
forward to the opportunity to
be part of that dynamic team,”

said Condon. “Our services solve many of
the issues facing today’s financial institu-
tions and real estate investors, and in this
challenging  economic  environment

Kennedy Wilson's business development
team is offering unique solutions.”

Condon graduated with a BA in
Economics from Stanford University and
an MBA from the University of Southern
California’s Marshall School of Business.
Prior to his position at Zetabid, he worked
at Cisco Systems, IBM, and founded

MBAinteract, an Internet software firm.

Founded in 1977, Kennedy Wilson 1s a
real estate services and investment firm
headquartered in Beverly Hills, CA, with
20 offices throughout the U.S. and Japan.
[t seeks opportunities in partnership with
clients in pursuit of above-market investor
returns and higher real estate values.
Kennedy Wilson Auction Group has been
a leading force in the auction industry
since 1977. Since inception, the Kennedy
Wilson Auction Group has conducted
many successful auctions of condo-
miniums and single-family  homes
throughout the United States, Europe and
Asia. Visit www.kennedywilson.com for

more information.

Anderson Auctions
Inc. organizes into
new company

Anderson Auctions, Inc., of Destin, FL,
has organized a new company which will
focus on a complete bundle of real estate-
related services designed to meet the needs
and challenges of today’s market. Effective
immediately, AndersonRealtyUSA will

AUGUST 2009 AUCTIONEER
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B

- under your feet

offer expanded professional services for sellers, banks, buyers and the
court system.

The company will offer a broad range of solutions to some of the most
common problems facing real estate markets throughout Florida and
across the country. Included are:

® Real Estate Sales Services including Multiple Listings, locally,
throughout Florida and anywhere in the world

® Accelerated Sale of Real Estate for immediate contracts and rapid
closings*

® Worldwide Internet Marketing and Sales

® Valuation Services with Certified Real Estate Appraisers on statt

® Asset Management acting as Contractors, Developers and Successor
Developers

® Expert Witness for Real Estate-related proceedings

® Receivership Services acting as Court or Bank-appointed Receiver to When it comes to marketing auctions,
preserve property valuation and position

nobody’s faster than Auction X-Press.
T Ben Anderson, president of Our service, quick turnaround and

W‘ ANDERSON
N/

AndersonRealtyUSA,  said
“The Real Estate industry is

AT N RAORY N  coing through some pretty sales brochures you need to move even

tough  times  right  now. the biggest items — fast.
However, there are some

positive signs on the horizon, 1. 800. 999 . 631 1

so we intend to broaden our focus rather than narrow it. Given current

market conditions, we believe there are inherent advantages to offering an auctio nxpress.com

array of client-centered services, bundled and tailored to fit the most

cutting-edge technology give you the

common needs, not only of sellers and buyers, but also banks and other
lending institutions. We have no crystal ball for the tuture of the market,
but we do offer real solutions to real problems.”

, The company also has hired Ashleigh Anderson as part of the sales team
for Northwest Florida to concentrate on sales efforts from Ft. Walton
Beach to Panama City. She will specialize in guiding potential buyers to
desirable properties throughout the Florida panhandle. A native of Ft.
Walton Beach and a 2004 graduate of the University of Florida with a

sychology degree, Ashleigh has been teaching at Choctawhatchee High

[S)c}}flool %r tghe past ﬁgve years.  For more information about AU CT I 0 N X"' P R E SS
AndersonRealtyUSA  call  850-654-5300 or wvisit the website DESIGN « PRINT « MAIL
AndersonRealtyUSA.com.
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Upcoming Education Programs

Listed by Event
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Auctioneer

SEPTEMBER

Auction Technology Specialist
Phoenix, AZ........ccccooremrverermnnne.. September 21-23

OCTOBER
Benefit Auctioneer Specialist
Alamta. GA .o
15-hour USPAP
Stateline, NV ...,

October 19-21

October 20-21

NOVEMBER

Auction Technology Specialist

Plymouth, IN...............ccooee November 3-5

DECEMBER

Accredited Auctioneer Real Estate

Las Vegas, NV December 6-11
Certified Estate Specialist

Las Vegas, NV December 7-9
Graduate Personal Property Appraiser

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

Las Vegas, NV wmmimsmasswisess December 11
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After attending the 60th International Auctioneers Conference and Show,
NAA wants you to TAKE IT HOME WITH YOU!

Access over 95 hours of Conference Content (as released for inclusion) on Digital
Media - whenever you want it - Captured live and available to you online via the

NAA Online Knowledge Center!

$395

for members Includes access to previous NAA Conferences and seminars!

$495 Unlimited access!

non-members

Experience the complete NAA Annual Conference at your leisure!!! Now you can view the

Conference sessions online long after you have left Overland Park — as they were delivered, in multi-
media with synchronized slides and much more. Download MP3 files for portable listening as well!

For more information, visit www.softconference.com/naa
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New Member Benefit!

NAA Auction Handbook

NAA has created a color brochure for consumers that explains basics
about auctions. It is reprinted on the following pages here for you to
review and order copies. Use it to promote your business and the
auction industry.

100 High Gloss, Full-Color Brochures

$60 (Price includes shipping and handling

Call Ashley Moyer at (913) 541-8084 ext. 2
or e-mail amoyer@auctioneers.org to order
brochures for your business.
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Auctions have existed for more than 2,000 years and continue

to grow in popularity every year. An auction occurs when

consumers gather physically, or online, to buy an item by bidding

against each other until the highest oftered price is reached.

The History of Auctions

Records handed down from ancient Greeks document auctions
occurring as far back as 500 B.C. At this time, women were
auctioned off as wives. In Rome, around the time of Christ,
auctions were popular for family estates and the selling of war
plunder. One of the most significant historical auctions occurred
in 193 A.D. when the entire Roman Empire was put on the

auction block by the Praetorian Guard.

American auctions date back to the Pilgrims’ arrival on
America’s eastern shores in the 1600s and continued in
popularity during colonization with the sale of crops, imports,
livestock, tools, slaves and entire farms. Colonels during the

American Civil War were the only people allowed to auction war

WWW.AUCTIONEERS.ORG

plunder and today many auctioneers carry the title of “Colonel”.
Auction schools started in the early 1900s in the United States.
The Great Depression created many opportunities for
auctioneers as their services were needed to liquidate the assets

of individuals and businesses hurt by the economy.

As time has gone by, auctions have become more and more
popular as a means to sell goods and assets. Technology
has changed the face of auctions from the days where
auctioneers would stand before an audience and call an
auction, to today’s auctions where computers, cell phones,

and fax machines are utilized daily.

AUGUST 2009 AUCTIONEER
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the AUCTION

option

Whether you're selling sentimental prized possessions or looking to buy

one-of-a-kind treasures, an auction is just the place to make things happen.

Contrary to what some might view as complicated and time consuming,

a fast-paced auction is one of the most efficient ways of converting your property
or assets into immediate cash. With the combination of pre-sale marketing and
the auctioneer’s attention-getting chant, you could have enthusiastic, attentive

buyers aggressively competing to purchase your property.

If you've never attended an auction, you're missing out on a great time!
Auctions are exciting and most importantly, auctions are fun! Auctions exhilarate
and captivate everyone, from the opening call of “Would you bid?” to the sound

of the gavel slamming down and the ringing of “Sold!".

Everywhere you turn at an auction, there’s a thrill in the air as potential buyers
find something they want and set out to successfully bid against others who

want the same thing. Auctions bring out the competitive nature in all of us!

Industry Overview

Today’s auction industry is broad and diverse and ranges from art and antiques,
to real estate and automobile auctions. Professional auctioneers sell on average

a quarter-trillion dollars in goods and assets every year in the United States.

Agricultural machinery & equipment

Art, antiques & collectibles

Automobiles

Benefit

Commercial and industrial machinery & equipment
Commercial and industrial real estate

Estates

Intellectual property

Land and agricultural real estate

Livestock

Personal property

Residential real estate

Everywhere you turn at an auction, there’s
a thrill in the air as potential buyers find
something they want and set

out to successfully bid against

others who want the same thing.
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Auctlon

ANSWERS

The Complete Idiot’s Guide to Live Auctions
Excerpts from The Complete Idiot’s Guide to Live Auctions,

a publication authored by the National Auctioneers Association.

Absentee Bid

A procedure which allows a bidder to participate in the bidding
process without being physically present. Generally, a bidder
submits an offer on an item prior to the auction. Absentee bids
are usually handled under an established set of guidelines by the
auctioneer or their representative. The particular rules and

procedures of absentee bids are unique to each auction company.

Absolute Auction (Auction Without Reserve)
An auction where the property is sold to the highest qualified

bidder with no limiting conditions or amount.

HAS |Sﬂ'

Selling the property without warranties as to the condition and/
or the fitness of the property for a particular use. Buyers are solely
responsible for examining and judging the property for their own

protection. Otherwise known as “As Is, Where Is”.

WWW.AUCTIONEERS.ORG

s lee ,..,..
Au‘t’trons “

Auction Listing Agreement
A contract executed by the auctioneer and the seller which autho-
rizes the auctioneer to conduct the auction and sets out the terms

of the agreement and the rights and responsibilities of each party.

Auction With Reserve
(Subject to Seller Confirmation)

An auction in which the seller or his agent reserves the right to
accept or decline any and all bids. A minimum acceptable price
may or may not be disclosed and the seller reserves the right to

accept or decline any bid within a specified time.

Ballroom Auction
An auction of one or more properties conducted in a meeting

room facility.

Bidder's Choice

A method of sale whereby the successful high bidder wins the
right to choose a property or properties from a grouping of
similar or like-kind properties. After the high bidder's selection,
the property is deleted from the group, and the second round of
bidding commences, with the high bidder in round two choosing

a property, which is then deleted from the group and so on, until

all properties are sold.

AUGUST 2009 AUCTIONEER
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Bidder Package

The package of information and instructions pertaining to the
property to be sold at an auction event obtained by prospective

bidders at an auction.

Buyer’s Premium

A percentage added on to the high bid. Buyer premiums are

used by many auction houses as a way of spreading the cost of the
event with the people who benefit most from the opportunity

to purchase; the buyer. It is an amount added to the high bid in
addition to the high bid and payable by the buyer.

Caveat Emptor
Latin term meaning “let the buyer beware.” A legal maxim stating
that the buyer takes the risk regarding quality or condition of the

property purchased, unless protected by warranty.

Minimum Bid Auction
An auction in which the auctioneer will accept bids at or above a
disclosed price. The minimum price is always stated in the

brochure and advertisements and is announced at the auctions.

30
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Opening Bid
The lowest acceptable amount at which the bidding must

commence.

Terms and Conditions

“Terms and Conditions” are the printed rules and format of
the auction. Terms and conditions outline the type of auction,
the commission structure of auction, and any other pertinent
information. The terms of each auction vary and difter between

auction companies.

Ringman

The “ringman” is a member of the auction team who works

with bidders throughout the auction. A “ringman” is generally
recognized as the person in the crowd yelling and flashing hand
signals to the auctioneer when a bid has been made. This individual

works the auction “ring”, hence the name “ringman’.

Withdrawal

Failure to reach the reserve price or insufficient bidding.
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There’s an excitement about a live auction that makes it a special event that draws people again

and again. People attend out of curiosity about what unique or interesting items are for sale. There’s
even more curiosity among bidders when it comes to the prices obtained at auction. Auctions are

a social event and while people attend to find great deals, many walk away making new friends.
Auctions are also a great educational opportunity to learn about art, autos, furniture, and every type
of property sold, by talking to other attendees, sellers and auctioneers. You learn about values,

construction of items, collection practices and much more when you attend an auction.

¢ Understand the basic types of auctions: absolute, reserve,
____ and subject to seller confirmation.
® Arrive early and register for the auction. Certain auctions

(i.e. real estate) may require a cashier’s check or other payment

o in advance of the auction to qualify you to bid in the auction.

® Always read the Terms and Conditions sheet handed to you at
registration because you are bound by them if you bid. Also
inspect items you are interested in buying because when you
buy at auction you typically buy “as is” which means if you bid

and win, you now own and cannot return the item.

Bhie. . R

® Bid in sync with the chant. You should be listening closely and

following the increaseing bids. Remember: Filler words in the

chant are used to remind buyers of the last bid number and give

buyers time to consider their next bid.
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. %= lsee If you are considering an auction
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for your personal or business assets, consider the following tips.

¢® Whether it be real estate, art, or automobiles, select an auctioneer with experience in your particular type of sale.
@ Ask for references and attend one of their auctions and learn about auctions firsthand.

@ Take an active role in the marketing and advertising of your assets.

¢ Always consider hiring an NAA auctioneer. NAA member auctioneers are at the top of their field in the auction business.
Members are professionals well versed in the psychology of selling. Their education, experience and networking capabilities

stimulate competition among bidders, securing you the highest price per sale.



the ARI of
_auctioneering

Contrary to popular belief, the key to being a successtul auctioneer is not the

speed of their chant, but rather their ability to market and promote their

auctions. Auctioneers are entrepreneurs who excel in marketing and advertising.
The primary role of an auctioneer is to develop a marketing campaign to promote
the sale of their client’s assets and attract bidders to their auction. Many auctioneers
are also appraisers and experts in their field of sales (i.e. art, antiques, etc.).

As appraisers, auctioneers help their clients evaluate the value of their assets.

Auction School

Before becoming an auctioneer, you should consider attending auction school.
There are auction schools and programs throughout the United States that provide
students with the training and education needed to exceed in the auction profession.
In addition to learning the art of bid calling, the auction school provides students
with training on marketing their services and sales, as well as provide students with

training on starting and operating an auction business.

Visit the National Auctioneers Association website at W.auctioneers.org to learn

more about auction schools and the profession.

Continuing education is important in any career, that is why the NAA offers

a variety of educational programs and designations for professional auctioneers.

Certihied Auctioneers Institute

Accredited Auctioneer Real Estate

Auction Technology Specialist
Benefit Auctioneer Specialist
Certified Estate Specialist

Graduate Personal Property Appraiser

Master Personal Property Appraiser
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‘about the |
National Auctioneers
Association

Headquartered in Overland Park, Kansas, the National Auctioneers

Association (NAA) represents the interests of auctioneers in the
United States, Canada and across the world. The NAA is the world’s

largest professional society of auction professionals. Members of the
NAA abide by a strict Code of Ethics.
Founded in 1949, the mission of the NAA is to promotethe ¢ S8
auction method of marketing and enhancing the professionalism
of its members through education and technology. The NAA
represents a range of auction professionals servicing a variety of
industries. The association provides its members with educational
programs and resources to help them advance themselves as

professional auctioneers.

To learn more about the NAA, or to find an auction or NAA

auctioneer, visit www.auctioneers.org.

NAA Mission Statement
To promote the professionalism of Auctioneers and auctions through education and technology

The National Auctioneers Association (NAA) will unify and

lead the auction and competitive bidding industries so they

o SR

will be increasingly utilized as the preferred method of sale for

personal and real property in all segments of the economy.

Auctioneer

National Auctioneers Association

8880 Ballentine, Overland Park, KS 66214 | Phone (913) 541-8084 | Fax (913) 894-5281

info@auctioneers.org | www.auctioneers.org
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2009 NAA Marketing

Competition Winners

Over 1,000 entries submitted in this year's competition

[n this section of the magazine the NAA
presents a selection of winners in this year’s
Marketing Competition. More than 1,000
entries were submitted this year, evidence
that many NAA Auctioneers value both
the competition and input they receive
when competing. Winning a Marketing
Competition is an honor and members
proudly display their winning plaques
within their offices and highlight their

winnings in business promotions and
prospectuses. [his year’s competition was
the second year that it was presented in

partnership with USA TODAY.

The look of auction advertising and
marketing has changed substantially over
the years, and the NAA contest provides
members with a look at the most current
and creative formats being used by auction
companies today.

and consumer friendly image. The entries
had very useful features, were easy to
navigate and would be an attractive tool

for any buyer.”

"[ was overwhelmed by the amount entries
that came in this year! It was great to see
the quality of work that was coming from
NAA members. The thought and effort
put into every piece really stood out,” said
Kathy Armengol, USA TODAY Auction
Showcase Advertising Account Executive
and Marketing Competition judge. “From
the auto and real estate divisions, to the
farm machinery and equipment auctions,
everyone had their unique way of
their
reaching their target audiences through

showcasing merchandise and
many different avenues. In an industry

where the way that you market and where

you market your auction can truly
determine your success, it was refreshing to
see that NAA members get it and do it very
well!"

The 2009 NAA Marketing Competition
Grand Champion was Rex Schrader, CAI
of Schrader Real Estate & Auction Co. in
Columbia City, Ind. Scott Oglesby, AARE
of United Country — Oglesby & Company
Auctioneers of Bartow, Fla. won Auction
of the Year. Winning Best of Show in the
Photography Division was Rick Williams
of Schrader Real Estate & Auction Co.
Rex Schrader, CAI, also won Best of Show
in the Advertising/Public Relations
category. All winners were recognized July
16 during the Marketing Competition
Reception at this years Conference &

Show.

The entry deadline is May 1st every
year and entries are judged by a panel
of marketing and advertising profes-
sionals whose backgrounds range from
photography, design, print and multi-
media. Judging criteria includes
creativity, effectiveness, clarity, visual
appeal and more. The competition is

comprised of over 100 categories in
three Photography,
Advertising/Public  Relations and
Auction of the Year. The categories

divisions:

focus on a myriad of promotional

programs and pieces, including
newspaper/magazine  advertising,
website, television commercial,

auction appraisal, and more.

“This year’s entries excelled in
creativity and capturing the attention
of the audience,” said Carmen Reed,
Graphic Designer and Marketing

Competition judge. “The web page

Best of Show, Photography Division
Rick Williams, Schrader Real Estate & Auction Co.,

entries were a great example of a

category presenting a very professional Columbia City, IN
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Business Promotion, Company Brochure

Jeff Jourdan, Roebuck Auctions of Florida, Destin, FL
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Auction Printed Materials, Multi-Color, Farm Real Estate

TUESDAY  NOVEMBER 1
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A Magnificent Country Estate set agamst the Blue Ridge and Shenandoah Mountain Ranges

SN

Offe red-in Four Parc els _4

~KESWICK, VIRGINTA

Minutes from Charlottésville, VA
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Dewey Jacobs, CAl, AARE, Albert Burney Inc., Gadsden, AL

Auction Printed Materials, Multi-Color, Farm Machinery and Equipment

Scott Musser, CAI, BAS, Musser Brothers Auction, Pasco, WA
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How Do | Sell my Property in Today’s Markef

Are you one of the many property owners in Florida who just can't seem to get your property

sold? Have you fried listing your property only to see it languish for weeks, months, or even year
Have you had prospects say they were inferested, but just couldn’t get them to write an offer?
If it seemns you've fried everything to sell your property without success, please allow me to offe
you another option - auction.

Auction enables you to sell your property swiftly and within a competitive arena designed to
generate the current market's best offer. Even if you've never considered auction in the past.
have past experience with other auction companies - especially if either of these applies to yq

- | hope you will continue reading to learn all the ways in which Roebuck Auctions may offer thi
ROEB“CK solution you are looking for.

; -v;"«; *;.-*-:_.ﬂ B A . » #
UC'"ONS JCTION MIGHT BE FOR YOU -

Zack Housley, Broker Associate [ \‘ou want to sell your property for the best price within the sho:rrasf time.
Direct Number: 850-502-1502

stick@voabuckouciions.com * You are worried your property will languish on the market as it's value declines
Office: 850-654-6000  Your cash reserves are bemg wiped out by mounting carrying costs.
34086 Emerald Coast Pkwy.

Destin. Florida 32541 « You want fo free up cupﬁai for other investments, or just want fo get out from un
www.roebuckauctions.com o Wwﬂ-ﬁu--kmw with certainty the date on which your property will sell.

4 silwps

Tuesday, February 12 « 11am

Regional Office: 509.735.4278 or www.mbauction.com
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1rst CLASS MAIL

United Postcards, Multi-Color
Ountry L Cammy Theurer-McComb, Theurer Auction/Realty, LLC, Wellington, KS
S W

PAID
KOKOMO,IN
PERMIT#154

Finished Luxury Home Sites Nestled in the Auction Services

Freserve af Loneiree Theurer Auction/Realty, LLC H_ﬁfmf;j“;s

Be f‘l’hOUd; CO | : i | Foothills Premier Properties, LLC 671523953
Permit-Ready Lots in an Exclusive “One-of-a-Kind” Community at the

Gateway to the Colorado Rocky Mountains

Property Locahion:
Located North of State H'ﬂ'}," 54 near Intersection af {:GL."‘-':" Rd 21 and 'f.'_r:;n_ar'-?:-.-'

Rd 10. Abuts the southwest corner ot Lonetree Reservoir
Exclusive 160 acre nature preserve

Offering 22 of original 31 finished single-family lots
2% Acre Lot Size

Auction Printed Materials, Multi-Color, Automobiles
Rich Penn, Rich Penn Auctions, Waterloo, [A

e 220 CHD/ 110 HP inline straight 8 eviinder e

® 5 speed manual transmission

e [Jual side mounts

- "n."'-'il'l' W ||"|':::-

This restored classic automobile won Junior 1st Place AACA in

AT A l o i i 1 16031 Ti'e Foulls T pep—— il el
| i i [ 4 1 | ] " LI 1 L2 | | ¥ 1Y |} elf b X Y
1 Hl and Senor sl |].1| In | it s 1 | restored and re |||_-

to drive & enjoy

FOl.t-}'I.da-tiOf_ll e
& AUCTION

Wednesday, April 29, 2009 - 7:00 p.m.
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T A Auction Printed Materials, Multi-Color, Benefits

wunieion oo, SE5-COCH0557Y —=IHite el e L 5 .
FSC mintiiess Andrew Imholte, BAS, Black Diamond Auctions, St. Cloud, MN
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Auction Printed Materials, Multi-Color, C & I Machinery and Equipment
James G. Cochran, Cochran Auctioneers and Associates, Boonsboro, MD

'3 ADJACENT PROPERTIES IN MEXICO BEACH

TOUCAN'S RESTAURANT & BAR, GULF FRONT LOT & LUXURY BEACH HOME & LOT
THURSDAY, MARCH 12, NOON -~ 812 HIGHWAY 98, MEXICO BEACH, FL

Auction Printed Materials, Multi-Color, Business Liquidations
Jeff Jourdan, Roebuck Auctions, Destin, FL
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Auction Printed Materials, Multi-Color, C & I Real Estate
Warren A. Ward, AARE, Albert Burney Inc., Gadsden, AL

SATURDAY, OCTOBER 18TH

ABSOLUTE AUCTION

> B L L HikE G A HD L ES S =

KERNVILLE, CALIFORNIA

o T L= Y

K ern nnﬂr' ( A1 w “I=ronrid.eccr nﬂ-

"‘"'.-'!"Ff"!# P

20+ RIVERFRONT ACRES WITHIN THE SEQUOIA NATIONAL FOREST
Nestled in the floor of the Kern River Valley surrounded by 9000 ft mountain peaks!
Privacy, Seclusion, and yet conveniently located within a booming market place.
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of the day. Bring a Priend and plan to spend Saturday at this b
antique and collectible auction® Caterer on site with great food
NOTE: We expect to complete the auction by Saturday evening

; n-ut_ mmnnmm Sumlq)' aﬁmmm at 100 pm.
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INSIDE THIS ISSUE:

John Roebuck,
Founder of Roebuck
Auctions Inducted into
the National Auctioneers
Association Hall of Fame

Six Weeks to a Successful
Real Estate Auction

Internet Auctions and
Digital Marketing Driving
More People to Attend
Live Auctions

High Demand for
Real Estate Auction
Services Leads to
Roebuck’s expansion

Roebuck Wins Three Top
Awards at 2008 NAA
Marketing Competition

Panama City
“Aerotropolis” to Bring
Economic Development
& Growth: Flights into

the New International
Airport Scheduled to
Begin May 2010

Pancho Villa's & Calamity
Jane's Guns & a Sword
Sold at Auction

John Roebuck, Founder of Roebuck Auctions,
Inducted into the National Auctioneers

FIRST CLASS MAR
VA POSTAGE

PAID

PERMIT %0 §
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Association Hall of Fame

The National Auctioneers As-
sociation (NAA) inducted John
Roebuck, Founder of Roebuck
Auctions, into the Hall of Fame ot
the 59th Infernational Auctioneers
Conference in Nashville on July 12,
2008. With just over 100 inductees
to date since the NAA began this
revered progrom in 1961, itisa
true testament fo the significant
contributions John has made to the
auction indusiry.

Each year, the NAA, the world's
largest professional Auctioneers
association, accepts nominations
for its Hall of Fame. Criteria for
recognition include: Contributions
made to the auction profession,

involvement with the NAA, involve-

ment in slale Auctioneers associahons,
and community involvement/ activities.

As the son of a Mississippi Delia

Chris Camp (Left), Owner and Jeff Jourdan (Right),
VP of Marketing for the Roebuck Auctions, Florida division,
along with several family members and friends surprised
John by being in attendance for this prestigious honor.

sharecropper, John Roebuck has
triumphed over adversity and challenges. A natural born sales
tlent, John was first introduced to the auction industry as

a feenager and hod a desire to pursue the profession in the fu-
ture. Years later after exploring other avenues, John aftended
the Missouri Auction School in 1981

John resicles in Memphis with his wife of twenty-seven years,
Glenda, and they have four children, five grandchildren, and
three great-grandchildren. Over the years John Roebuck has
grown his initial small personal property auction company to
a global real estate auction firm with operations in Memphis,
TN and Destin, FL. John has held numerous leadership
posifions within the NAA and the National Auctioneers
Foundation, including 515t president of the NAA. One of his
most notable achievements as president was the pariner-
ship developed with St. Jude Children’s Research Hospital in
Memphis. Thanks to John's leadership and vision over

$3 million in donations has been raised for the charity by the
NAA and its members.

Chris Camp, Owner of Roebuck Auctions Florida Division
said, “the pioneering efforts of John have not only shaped
the auction industry but created a dynamic environment for
the Roebuck Auctions team fo excel and become leaders
themselves.” With one of the most influential figures in the
industry paving the way, it is clear why Roebuck Auctions is
one of the nations premier auction firms.

Roebuck Auctions is a full service real estale auction-
marketing firm, with offices in Destin, FL and Memphis, TN,
Real estate is the fastest growing segment of the $300 Billion
auction indusiry. Roebuck Auctions has been conducting
real estate auctions throughout the United States for over

35 years.

Business Promotion, Business Newsletter

Jeff Jourdan, Roebuck Auctions of Florida, Destin, FL
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Auction Printed Materials, Multi-Color, General Household/Estate Liquidation
Walter L. House, CAI, AARE, CES, House Auction Company, Inc., Marshallberg, NC
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Auction Printed Materials, Multi-Color, Antiques
James C. Cochran, Cochran Auctioneers & Associates, Boonsboro, MD
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State Associations, Magazine, Multi-Color
Indiana Auctioneers Association

A Word From
Our President

IAA Auxiliary Gives
to Rupert’s Kids

. Cabinet Brings
Stay the Course ' it $27,000

Auction Printed Materials, Multi-Color, Livestock
Doug Sheridan, CAI, Sheridan Realty & Auction Service, Mason, MI
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Catalogs, C&I Machinery and Equipment
Charles Ruby, Wolfe Auctions, Inc., Frederick, MD
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The eBay Alternative Is Here.

Whether you're just starting out with opening your auction floor
to the Internet, or looking for a seamless transition from eBay
Live Auctions to a proven platform for Antique & Collectible
live auctions, we've got you covered.

| - - '
—— Bid Live

AUCTION INFO

apy  AUCTION ITEMS LIST

1 : Sampls Lot
2 : Sampee Lot
3 Sample Lot
4 : Sampie Lot

5 : San e Lot

6 Sampe Lot

sl e — CoLLART

ot o R —— ardigues & Collechbles
0 : Sample Lot > PLACE BiD
LOT GROUPING BIDDING
11 : Sample Grouped Lot
12 : Saeple Grouped Lot

¢~ Live Online Auction - Windows Interne! Explorer

LOT({S) CURRENTLY OPEN FOR :

I I.

1] : Sample Grouped Lot
14 : Sample Groupad Lot

15 : Sample Lot 'W/Quantit .., u'ly s Lot 1

HCH BID

ASKING:

16 : Sample Lot WiQuandit .,

15 : Sampio Lot

20 : Sample Lot

Oty in Lot
Rt & il

BIDDER INTEREST: RBA

10.00

Qty in Lo

Oty n Lot- 1

Administer
Your
Auction

oty in Lot 1

Lotd

Sarrgre Lot

* Robust, reliable and full-featured real-time bidding
technology in development and use for 9 years.

e Over 4500 auctions broadcasting over $1 billion in
auctions and $58,000,000 sold online.

* Available customized branding for integration with your
website.

CALL

-866-313-0123

WWW.ICOllector.com
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McKaylee was

Support

kids of St. Jude
participating In

Auction for Hope.

a fussy baby. At first, her doctor thought

she had acid reflux. But nothing seemed to bring the baby
relief. Then, when McKaylee was just 7 months old, a CT

scan showed s

he had fluid on the brain. Her parents were

relieved because this condition could explain McKaylee's

that would dral
McKaylee felt.

the tumor was

last for approxi
so grateful for

fussiness. Doctors scheduled a surgery to insert a shunt

n the fluid and relieve the pressure
But just before McKaylee went into

surgery, an MRI revealed a brain tumor. A biopsy revealed

actually a rare and aggressive malignant

tumor called anaplastic astrocytoma. Just days after
McKaylee’s first birthday, her family was at St. Jude
Children’s Research Hospital®. McKaylee started
chemotherapy treatment immediately. Her protocol will

mately 15 months. McKaylee's family is

he people who help support St. Jude. Not

having to worry about the costs associated with
McKaylee’s care has allowed her family to focus on

their precious McKaylee. McKaylee loves to lavish her

| baby dolls with

delights in making ‘food’ for her fami

Kisses and hugs, and she adores her

older brother. McKaylee has a play kitchen at home and
| V.

Sponsored by:

McKaylee
1 year old

ildren’s

brain tumor

E2009 ALSAC/St. Jude Ch

£ St. Jude Children’s
Research Hospital

ALSAC * Danny Thomas
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Nebraska association
elects new officers

The Nebraska Auctioneers Association held its summer convention in June in
Hastings with about 175 people attending. New officers elected include
President Russ Moravec, President-elect Bruce McDowell, Vice President
Kelly Kliewer, and board members Travis Augustin, Todd Borgmeyer and
Shayne Fili. Ora Adler is executive oftice and outgoing president.

Kyle Schow was named Auctioneer of the Year. Jack Nitz, CAI, was inducted
in the state Hall of Fame. Delores Nitz and Iola Egle were inducted in the
Auxiliary’s Hall of Fame. Scholarships went to Justin Schultis and Christopher
Reimers.

Ora Adler also said about the convention “One of our highlights was getting
our Foundation formed and up and running. Another highlight was having
Butch Booker and Cary Aasness presented seminars Saturday afternoon and
Sunday morning. they were very well received. We had music Sunday
morning from my local church we wrapped up the convention after the noon
luncheon with the swearing in of a new slate of officers and presenting our
auction bill winners. A great time was had by everyone.”

Louisiana association
names bid call winners

The Louisiana Auctioneers Association held its summer convention June 6 in
Alexandria with 56 people attending, Kenneth Boudreaux was named bid
calling champion and Matt Pedersen was named reserve champion from
among 11 contestants. Newly elected officers include President James Sims,
Vice President Bradley Mutz, Secretary/Treasurer Nell Stuard, and directors
Wiley Collins, James Summers, James D. Towns and Lloyd Henderson.

Continuing education included roundtable discussions led by Jere Daye II,
CAI, AARE, MPPA, on appraisials; Penny Mutz, on real estate; Marvin
Henderson, on heavy equipment; Dennis Jackson on bid calling, psychology
and niche marketing, fine arts and antiques; and Anna Edwards, licensing

board attorney, on examining absolute auctions and estate sales.

State Auctioneer association
upcoming events

AUGUST .
2—Kansas East Regional Auctioneer Competition, Abilene, KS.

3-- Ohio Auctioneers Association summer seminar, Reynoldsburg, OH
4-- Ohio Auctioneers Association bid call contest, Ohio State Fair

16—Texas Auctioneers Association continuing education, San

Antonio, TX
SEPTEMBER

no events reported

OCTOBER

22-24--California State Auctioneers Association annual convention,

South Lake Tahoe

e

WWW.AUCTIONEERS.ORG



ALABAMA

Chad Curvin
American Auctioneers, LLC
1033 W Main St., Centre, AL 35960

WWWw.ane fiCHH-&UCtiOHﬁﬁI’S .COIMm

(256) 927-5263

ARIZONA

Josh D. Levine

J. Levine Auction & Appraisal, LLC
2200 Scottsdale Rd, Suite C
Scottsdale, AZ 85257

www.jlevines.com

levine01@rcn.com, 480-496-2212

CALIFORNIA

Jay Weinberg

Trend Investments-estate Sellers

1195 Industrial Ave., Escondido, CA 92029
www.trendestatessellers.com
sales@trendestatesellers.com

(760) 562-4954

CONNECTICUT

Mark I. Tobias

New England Toy & Train Exchange
110-112 Beaver Brook Rd.
Danbury, CT 06810

www.newenglandtoytrainexchange.com
newenglandtrain@comcast.net

(203) 730-1404
FLORIDA

Steve Norrito

1545 N W 12th St., Homestead, FL 33030
www.southdayproperty.com
steve.norrito@centry21.com

(786) 255-4747

GEORGIA

Lawayne G. Weaver |
338 Miller Rd., Montezuma, GA 3106

hopecrest@juno.com

(478) 244-0021

Carlton Jones
Rowell Auctions Inc
P O Box 3428, Moultrie, GA 31776

cjones@rowellauctions.com

(229) 985-8388

James Eric Vaughn
Eric Vaughn Auctions

1407 Irene Ct, Mcdonough, GA 30252

jericvaughn@yahoo.com

(770) 377-9008

LOUISIANA
Ann Blackwell

Blackwell Auctioneering Services
1614 E Bell Road, Amite, LA 70422
ablackwell@155.com

985-517-0894

Kent J. Dauzat

Kent Dauzat Auctions, LLC

1550 Hwy 453, Marksville, LA 71351
www.kentdauzaauctions.com
kdauctions@bellsouth.net

318-253-6363

Welcome new members!

Jo Ellen Dauzat

Kent Dauzat Auctions, LLC

1550 Hwy 453, Marksville, LA 71351
318-253-6363

Bonnie N. Barberot

1990 Possum Hollow Rd
Slidell, LA 70458
bonniebarberot@yahoo.com

985-516-3456
MARYLAND

Cherri Cox-Stewart
1501 Dew Dr
Bowie, MD 20721

ccoxstewart@hotmail.com

(301) 580-84406

Experienced Team

Proven Systems

Trusted Results

S

www SateliteProlink.com

The Auction Marketing Solution

Traditional and Evolving Media * NAA Discounts
Professional Graphics * Complete Accounting

AVIERICAN
MARKETING

ASSOCIATION

NAA

o

Auctioneer
info @satelliteprolink.com 800-510-LINK (5465)

FLORIDA
AUCTIONEERS
ASSOCIATION

WWW.AUCTIONEERS.ORG
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_hew members

\ #£'d Bid Cards

A\ Glerking Sheets

George E. Mitchell

Auction America

7109 Antock Place

Upper Marlboro, MD 20772
gem@mris.com, (240) 463-0195

Andrew Rhea
7111 Sundays Ln., Frederick, MD 21702
badadrew@comcast.net, (240) 446-8039

MISSOURI

Christie Lynn Hatman

Rockhouse 6, LLC
909 Porter Wagoner Blvd.
West Plains, MO 65775

www.au(:tionzip.com

auctioneerptt@yahoo.com, (417) 280-6937
MONTANA

Annie Adel Strommen
802 § Cottage Grove
Miles City, MT 59301

annieadels@hotmail.com

NORTH CAROLINA

Ana Cecilia Mantilla
11331 Celandine Ct
Charlotte, NC 28213

anacmantilla45@aol.cm

(704) 499-2461

Kristin E. Legare
S & K Wholesale

1854 Old Highway 64 W
Lexington, NC 27292

sandkwholesale1@yahoo.com

(757) 652-1615

Dennis Lewis White

335 S Academy St

Mooresville, NC 28115
dennisw300@aol.com, (704) 641-1257

CRFORMANCE

1-800-272-5548 _
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Lot Tags /
Lot Stickers ,
www.AuctionBidCards.com 4

Cathy R. Fagan

C K Fagan Auctions
119 Heritage Creek Dr
Hickory, NC 28601

crktagan@gmail.com

(828) 446-7139

John C. Kline

V and JK Management
317 Nottingham Dir.
Chapel Hill, NC 27517

discoveredtreasures@gmail.com

(919) 559-7561

NEW HAMPSHIRE

Russell Abbott

Atlantic Traders

253 Dover Rd., Chichester, NH 03258
atlanticauctioncompany.com
russ@atlanticauctioncompany.com

(603) 798-5700
NEW JERSEY

Janet Walters

Fast Safe and Easy, LLC

522 4th Street, Atco, NJ 08004
www.fseauctions.com
info@fseauctions.com

609-332-7747

OHIO

Christopher Michael Stevens
3544 E Union Rd

Dorset, OH 44032

chris.stevens67@yahoo.com

(440) 361-0353

PENNSYLVANIA

Bruce A. Best

1524 Glenwood Dr., Bethlehem, PA 18015
oswald73@aol.com

(484) 995-9542

David Silverman

875 Westminer St
West Chester, PA 19382

dvd.silverman@gmail.com

(610) 429-5419

Herbert G. Shellenberger
1461 Main St
Bethlehem, PA 18018
hgshell@aol.com

(610) 691-2148

Ben E. Detweller

79 Fairview Rd
Turbotville, PA 17772
(570) 437-4023

Benuel L. Fisher, Jr.

Benuel Fisher Auctions

2816 B N Cherry Ln., Ronks, PA 17572
keywood@ptd.net

(717) 687-5622

Rich J. Coccodrilli, Jr.
Legacy Auction & Appraisal, LLC
4 E Forest Drive, Saylorsburg, PA 18353

yourlegacy@verizon.net

(570) 688-9555

SOUTH CAROLINA

Clyde W. Rector

Wham Auctions

4949 Wade Hampton Blvd

Taylors, SC 29687
clyde@whamauctions.com, (864) 304-5350

John Shelton Langdon

Beverage Industries Corporation

One Beverage Place, Cheraw, SC 29520
www.beverageindustries.com
john@beverageindustries.com

843-921-0548

Collapsible
Podium

Aluminum Frame
Fast & easy set-up

Willis Yoder
Shipshewana, IN
Ph.866-900-8839 ext.6

See Video at:
www.auctionpodiums.com

WWW.AUCTIONEERS.ORG



SOUTH DAKOTA Daniel W. Giu VIRGINIA
Justin Dean Dan Giu, Auctioneer Joan W. Daniel
Dean/Edwards & Associates LLC 1006 5 Austin Ave 131 Clarendon Circle, Danville, VA 24541
40942 234th St., Artesian, SD 57314 Georgetown, TX 78626 jmwdaniel@comcast.net
www.sdauctions.com eaglerug@msn.com (434) 251-4256
justin@santel.net, (605) 999-4239 >12-930-1001
Michael Paul Zarpas

TENNESSEE Charles R. Barry Global Auction Co., Inc.
Will O. Sanders 6724 Pebble Beach Dr 208 E Plume St Ste 333
Bill Collier Realty & Auction Company Plano, TX 75093 Norfolk, VA 23510
198 S. Clydeton Rd., Waverly, TN 37185  chazbarry@gmail.com www.globalauctionco.com
www.bcollier-realtyauction.com (214) 930-2343 m.zarpas@globalrei.com
sanderwi@realtracs.com, 931-296-2766 (757) 622-6009

Mark Naugle
TEXAS Bankcard Associates WASHINGTON
Elizabeth M. Drake 4316 W Vickery Blvd Jacob Barth
Trinity Auction Gallery Fort Worth, TX 76107 213 Beech St., Moses Lake, WA 98837
P O Box 27, Trinity, TX 75862 www.bankcardassociates.com jacob@yarbro.com, (509) 765-6869
www.trinityauctiongallery.com mark@bankcardassociates.com
tag5859@windstream,net (817) 654-4777 NIGERIA, AFRICA
(936) 594-0812 King Alfred Diete-Spift

Emmanuel A. Diete-spift BZB Group NIG Ltd
Tim W. Dramberger Spift Production 6 Opokuma St.
Dramberger Auctioneer Services 7558 Bryce Canyon Dr W Port Harcourt Old Gra,
14231 Sylvia Dr., Cypress, TX 77429 Fort Worth, TX 76137 RiverState, Nigeria
dramberger@comcast.net emmanuelspift@gmail.com bsbgroup@yahoo.com
(281) 660-7705 (817) 300-7307 0112348033099228

Bonds & Insurance
Competitive Pr/ces - Unbeatab/e Service

Intro_ducing our newest Auctioneer
Insurance Policy, starting at $575.”

| Includes:
~©$2,000,000 hablhty hmlt

o Free addltlonal msured ......
e No audit o | | _ —
e Coverage for money on and off your premises . | P e G x
o C0n51gnment for property of others ~ Wealso offer Errors & Omissions

« Available in AL, AR, CT, DC, DE, FL, GA, IA, IL, IN, MA, MD, ME, MI, Insuran.ce and Bonds for Iiealtorsf |

NC, ND, NH, MN NE, NJ, NY, OH, PA, RI, SC, SD, TN, VA, VT and WI. Auctioneers and Appraisers.
877-3 76 8676
' Insurance ,'
ExtenSIon 157 Greg or gmagnus@ermunro com Gareun |
' e e e Roude ey | | v |
Extensu)n 136, Amy or asmlth@ermunro COM.. = 0 i e émcg ]885
ExtenSIon 128, Diane or dseltz@ermunro com Sleedd il = Llcensed in all 50 sates _ e
| V'sﬂ us atwwwermunro com SEsal L Member Natlonal Auctloneers Assocsat;on gy
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to our Advertisers

1-800-The-Sign.com f ell Owship !
B Watch for more photos of
B NAA members enjoying the
Jetman fucton Forms 2009 Conference and Show in
in next month’s 1ssue.

.
ol Fun, food and

Auction Flex

Auction X-Press

Bloomfield Livestock
Bowden Clothing
Collectors’ Journal

CUS Business Systems
E.R. Munro

Hudson & Marshall, Inc. Mayberry TV deputy
Barney Fife (tribute
performer David
Browning) joked with
NAA member Mike
Jones, CAl, of Kansas
City, MO during the
conference. Browning
performed during the

NAA Auxiliary’s events.

Kiefer Auction Supply Co.
ChristieKing, CAl, AARE, BAS,

LuJohns Enterprises/Bidder Central.com

Mendenhall School of Auctioneering
Midtown Closeout
Multi Par Bidding System

Performance Printing

Quick Service Auction Printing Doris Todd, left, and
Marge Gaule enjoy

Satellite ProLink Inc. M [OoHgEs
during the NAA

. Auxiliary’s
Symmetric Software ——

TASS
Texas Auction Academy

United Country Auction Services

USA Today

World Wide College of Auctioneering

NAA
members
enjoyed a
buffet line
of good
food.

Yoder Bros. Portable Podiums
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Alction Snowcase

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

Member discount also applicable to online opportunities,
USA TODAY’s International Edition, and Real Estate
Features (Close to Home and Life on Vacation)

Auct:on Showcase m;:m,mmmmw# | USA TODAY has a daily national circulation of over 2.2 million
e SR gy 4.4 m?llion own a principle reﬁidence
Dtertps 2000_+ Homes === e 3.6 million have a household income of $100,000+
R ”i%m&:;‘?wmr* s = * 2.9 million have a household asset value of $1,000,000+
e e 1.8 million own real estate in addition to primary residence
e 2.0 million have a total real estate value of $500,000+

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

To reserve your ad space or for questions, please contact:
Kathy Armengol, Account Executive
karmengo@usatoday.com | 703.854.5936
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" SChank You

B
ol g

United Country thanks all of our friends from the NAA who attend.ed our celebration in __
honor of the 60th Anniversary of the National Auctioneers Association Conference & Show!

®

Visit UCAuctionServices.com __
to view photos from the big event.

1-800-444-5044
CAuctionServices.com

Find Your Freedom® e
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