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Thanks for taking the time to read the official web 
publication of the Minnesota State Auctioneers Association. 
We take pride in our association and are excited to provide 
this supplement, to assist our members in gaining a greater 
understanding of their benefits, and the auctioneering 
profession as a whole.

Upcoming Events

Viewing Instructions
After the first issue it was brought to our attention that some 
sections may be too small to read easily. A quick way to 
remedy this is to go up into your VIEW menu at the top of 
your screen and scroll down to zoom, or even turn on the 
“View at Full Screen” option. These are just a few of the 
simpler options available. Plus, don’t forget you can also 
print the document.
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2011 summer picnic & Board meeting
Sunday, July 31, 2011

 ■ Family Picnic and Camping Activities
Monday, August 1, 2011

 ■ Golf, Town Hall Meeting, Seminar & Business Meeting
Imholte Ranch, St. Cloud, Minnesota

2012 msAA conference & show
 ■ Minnesota State Champion  
Auctioneer Contest

Thursday, January 26—Saturday, January 28, 2012 
Marriott Southwest, Minnetonka, Minnesota

 ■ Training Sessions
 ■ Networking
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Announcements

MSAASupplement | Publication Staff

MSAA Board of Directors
offIcers

Andrew Imholte, President 
Mark Rime, Vice President 
Frank Imholte, Executive Vice President 
Lowell Gilbertson, Executive Vice President Emeritus 
Les Stromberg, Immediate Past President 

dIrectors
Terms Expiring 2012

Tony Elfelt 
Rod Johnson 
Lance Quam 

Terms Expiring 2013
Austin Bachmann 
Chris Fahey 
Bret Walters 

Terms Expiring 2014
Bryce Hansen 
Theresa Larson 
Matthew Schultz 

edItorIAl BoArd

Andrew Imholte 
Mark Rime 
Frank Imholte 

desIgN

Rock on Design 

death

Andrew J. “Andy” Imholte, age 93, of St. Cloud, who passed away on 
Friday, July 1, 2011 was laid to rest on Thursday, July 7 at the Minnesota 
State Veterans Cemetery in Little Falls with Military Honors. Andy was born 
on October 3, 1917 in Clear Lake, Minnesota. He Served Honorably in the 
United States Marine Corps during WWII. Andy married Elaine Sauter on 
September 12, 1946 in Fairmount, North Dakota. He was a member of the 
Black Diamond Auctions Team, Waite Park American Legion Silver Star 
Post #428, and both St. Joseph’s and St. Michael’s Catholic Churches. 
Andy enjoyed playing cards, woodworking, fishing, listening to music, and 
especially visiting with people. He had a wonderful sense of humor and was 
enjoyed by family and friends. Andy was father to Frank Imholte, Executive 
Vice President and Hall of Fame Member of the MSAA, and grandfather to 
MSAA members Andy Imholte, President and Joe Imholte.

stolen
A customer in Princeton had a boat motor and trailer stolen out of his 
yard Sunday, June 26. It is a 2002 Alumacraft Tournament Pro with a 90hp 
Yamaha 4-stroke tiller. The boat serial number is ACBX5496A202 and the 
motor number is 61PL1016798. He asked if we could put the word out to our 
members on the long shot that the thief would try to sell it at an auction 
somewhere.

Thank You, 
Kevin Hiller

mailto:andy@solditatauction.com
mailto:rimeauctioneering@gmail.com
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mailto:Lowell@gilbertson.com
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mailto:andrew@rockondesign.com
http://www.twitter.com/MNauctioneers
http://www.facebook.com/pages/Minnesota-State-Auctioneers-Association/139340309461158
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NAA 2011
Awarding Excellence in Orlando

Two at the top MSAA member Paul C. Behr giving his speech for the 
office of NAA Vice President (left); MSAA member John Schultz giving 
his speech for the office of NAA Director (right).

Going once, going twice MSAA Executive Vice President Frank Imholte 
accepting a marketing award from the NAA on behalf of the MSAA for its 
digital magazine (top); MSAA members Andrew Imholte, Frank Imholte, and 
Cary Aasness, each with marketing awards won in the NAA & USA Today 
2011 Marketing Contest (above).
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Social networking MSAA 
members and spouses 
enjoying dinner Friday 
night at the International 
Auctioneer Championship 
(above); Connie Johnson 
speaking with NAA CEO 
Hannes Combest (left).

Chantastic MSAA member and 2011 IAC Men’s Division Finalist Paul 
McCartan wowing the crowd with his chant.
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High fidelity MSAA 
member Kurt Johnson 
accepting the honor of being 
named the inaugural Chuck 
Cumberland Sportsmanship 
Award recipient (above); 
MSAA members Connie, 
Hanna, and Kurt Johnson 
pose for a photo after Kurt 
receives the inaugural Chuck 
Cumberland Sportsmanship 
Award (left).

Represent MSAA member and 2010 Women’s Division IAC champion 
Kristine Fladeboe-Duininck brings up her family as she thanks both the NAA 
and the MSAA for the opportunity to represent the auction profession.
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I hope this issue finds you all well. After a long winter 
and cool, damp spring it seems as though summer is 
finally here. Now we can complain about the heat and 

humidity!

Due to the slow economy, many 
auction companies have had to 
look at the services they provide 
and explore new ways to increase 
their revenue. I will point out a few 
techniques that I have used or seen 
in other auction companies. I am 
sure you have used some of these 
before, but some may be new or 
not apply to your company. 

To net your seller the top dollar 
for their property, it is helpful to 
have the items looking clean and 
respectful. This can mean anything 
from washing the equipment before 
a sale in order to get it looking 
its best, to detailing the inside. 
Washing windows, wiping off years 
of dust on the dash, vacuuming out 
the floor, and so on will all help with 
the appearance of the item that is 
being sold. 

I am sure we have all seen how 
much less an item brings when it 
doesn’t start. Replacing a battery, 
changing the oil, or something as 
simple as making sure it has fuel or 
gas can all bring top dollar for an 
item. 

During the slow times throughout 
the year, your company can 
even offer services to customers 
who aren’t planning to have an 

auction but just want a clean line 
of equipment. By offering power-
washing services to others, you can 
increase your revenue. 

Tidying services can also be offered 
for real estate. With the abundance 
of foreclosed properties, many 
banks are looking for clean-up 
crews. This can be an additional 
service you provide to increase 
your revenue. You may even get a 
listing out of providing the service. 
Remember, doing a job well will 
often lead to more jobs in the 
future.

Some companies have their own 
trucks and trailers to haul the set-up 
equipment from job site to job site. 
When those trailers are not in use at 
job sites, they can be used to make 
extra money by hauling equipment 
for others. Many times there are 
buyers or sellers who don’t have the 
means to haul their own stuff. Why 
not have your equipment pay for 
itself?

When the equipment you use to 
set-up actions like skid-steers and 
loaders aren’t being used on one of 
your jobs, you can rent them out to 
make some extra money. There are 
companies and people out there 
that are looking to rent a piece of 

chris fahey
Director, MSAA

Fahey Sales Agency

Contact  

Ways to Increase Revenue in 
Your Business

Make Money off Yourself

mailto:chrisfahey@faheysales.com
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equipment for an event or project. 
These are short-term commitments 
that you can usually make fall into 
your schedule.

You can use your equipment to 
do snow removal. Last year, many 
home owners were sick of shoveling 
snow in December. You can take 
advantage of the weather and 
increase your revenue by offering 
such services.

If you own your own building which 
houses your business, you can talk 
your neighbors into hiring you to 
plow their parking lot when you do 
your own. Your equipment is there 
anyway so you may as well make 
good use out of it.

Maybe your office building can 
be divided into different office 
spaces. By having other businesses 
rent your space, you can increase 
not only your revenue, but also 
the amount of traffic that comes 
through your door which will 
hopefully turn into more job 
opportunities.

If your company has different 
storage buildings, you can try 
to de-clutter and make room for 
storage space to rent out. There are 
always people looking for a place 
to store their boat or camper in 
the winter and snowmobiles in the 
summer. Why not have your extra 
space increase your revenue?

Don’t forget that there are auction 
companies in the state that need 
help with an auction or two during 
the year. You can offer your talents 
and make some extra money while 
doing so.

The best place to connect with 
other great auctioneers is at the 
MSAA Summer Picnic! Make your 
plans now to attend the picnic 
which is being held August 1st at 
the Imholte Ranch in St. Cloud. 
Come a day early to partake in the 
motorcycle run, golf, trap shooting, 
and paintball game! Bring your 
equipment and have some fun.  
I look forward to re-connecting  
with all the wonderful members  
of the MSAA! ■

“Why not have your extra space 
increase your revenue?”
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Andy Imholte
President, MSAA 

Black Diamond Auctions

Contact  

Time for an Upgrade?
Don’t Let Progress Pass You By

As a child, and even a teenager, I hated change. I was 
very comfortable in routine and would often shy 
away from something new when the dependable 

embrace of the familiar was available. However, when I left 
for college I found myself taking chances. So much had 
changed from living at home that I had to take chances 
and see change for what it really was . . . opportunity.

Too often the idea of change 
scares us; we live by the old 
mantra, “if it ain’t broke, don’t fix 
it.” However, I caution everyone 
that this line of thinking can lead 
down a dangerous road, one where 
business owners find their product 
or service obsolete and their 
clients lost to a more progressive 
competitor.

There are many examples of this 
error in business planning, but it 
is most evident in the technology 
sector. Thirteen years ago I sat 
down in front of my first design 
program in college. I was young 
and had much to learn, but at the 
time QuarkXPress was the industry 
standard. For years they had been 
on the forefront of digital layout 
for print publishing. It was the start 
of a 10-year relationship with that 
program that would span college, 
eight jobs, and countless freelance 
projects. As time went on, I learned 
how to work quickly and efficiently 
within this great product. It became 
comfortable and familiar, which is 
a good thing since working quickly 
can benefit a designer financially.

However, in the ten years I worked 
in the program, only two or three 
new versions were released. The 
real frustration was in that time 
span very few features were 

improved or added to make their 
product better. Who could blame 
them? They had the industry 
standard. Designers and print 
shops all over the world preferred 
their product. Why change 
something everyone loved? 
The question, however, is, “did 
everyone love it?” Perhaps it was 
popular because it was familiar. It 
was the first quality digital layout 
program that could be learned 
by people who did not grow up 
with computers. There was a 
strength in its simplicity. While 
there were limitations, the users 
often accepted them because they 
thought, “it’s still better than what 
we were doing before.” 

However, over the past 10–15 years, 
young professionals have been 
entering the workplace who are not 
only familiar with technology, but 
they can also tell the difference 
between good technology and 
bad. Products that do not evolve 
with the constant changes in the 
business world do not have the 
shelf life they once had. It was this 
mindset that prepared me for a 
major change in my work flow three 
years ago.

For a couple of years I had heard 
about a great new digital layout 
program by Adobe called InDesign. 

mailto:andy@solditatauction.com
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“Has the auction 
industry changed? 

YES!”

would take its own article . . . one 
that would only be interesting to 
a few design geeks. On top of 
that, the integration of interactive 
technology has allowed for me to 
increase my publishing knowledge 
beyond print and into PDFs and 
even Flash content. 

With those lessons in hand, take 
some time to look at your own 
operations and begin to ask 
questions. Break down your 
business and its many facets like: 
website, online bidding, clerking 
software, mailing lists, and much 
more. Consider the last ten years 
and ask yourself, “has the auction 
industry changed?” It shouldn’t 
take long for you to respond with 
a strong YES! Online auctions 
have become a daily consideration 
when speaking with clients. Also, 
the bidders who used to come 
and enjoy a day at an auction 
are starting to enjoy sitting at 
home and bidding. From an 
advertising standpoint, newspaper 
subscriptions are down, so how do 
we get the word out instead? What 

about social media? These are the 
questions we should be asking 
for the sake of our clients and our 
customer’s experience.

In a world where your computer or 
phone are obsolete the moment 
you step out of the store, we 
need to take time to analyze 
our businesses and see where 
improvements can be made. Clients 
are knowledgeable and very often 
a good deal or great service can 
set you apart. However, if we shy 
away from change, we might find 
our clients going down the road to 
a competitor who has found a new 
way to do the same job we do...but 
better. 

To close, I will quote a more recent 
version of the old adage I shared 
earlier. This adaptation is by the 
Canadian comedian Red Green: 

“If it ain’t broke, you ain’t tryin.” 
There is unintended wisdom in 
his statement. Take a look at your 
business and try to poke some 
holes in your system. Don’t be 
afraid to upgrade. ■

I had tried InDesign a few years 
earlier and was not happy with 
it. I longed for my comfortable 
and familiar QuarkXPress blanket. 
However, I was doing some job 
searching and I soon realized 
many employers required InDesign 
knowledge of their applicants. I 
purchased a copy and started 
digging in. Adobe also publishes 
Photoshop and Illustrator. 
These two applications were as 
much a part of my work flow as 
QuarkXPress was, so I was happy  
to see how InDesign worked so well 
with the other Adobe products.  
I soon found myself immersed 
in my new application. InDesign 
had found a way to fix many of 
the problems I just accepted in 
QuarkXPress. They also started 
to explore new areas of design 
including digital publishing. 

What was the result? I’m fond 
of saying, “I used QuarkXPress 
for ten years; after ten months 
with Adobe InDesign . . . I never 
want to go back.” To go into the 
improvements over QuarkXPress 
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steven proffitt
J.P. King Auction Company, Inc.

Contact  

I love old black and white movies, especially the horror 
classics. Have you ever noticed that these films are 
never set in the daytime in an open field? That’s because 

you could see everything and there would be no place for 
Frankenstein to hide and scare anyone. 

When you think about it, auctions 
and horror movies have something 
in common. What would scare us 
in the dark is not so frightening in 
bright light. In auctions, the light 
of full disclosure erases threat and 
fear.   

With my work and family, I have a 
pretty hectic schedule. But one 
thing I always make time for is to 
read fellow columnist, George 
Richards. I have the highest regard 
for Richards and the principles of 
honesty and fair dealing that he 
always espouses.

Several years ago, I learned the 
phrase “house packing” from an 
article Richards wrote. Since then, 
I’ve written several times about this 
threat that lurks in the shadows of 
some auctions. Here’s how Richards 
described this treachery:

“For those of you without an 
understanding of (house packing), 
the following explanation is offered. 
An auction is booked which may 
include a residence and furnishings. 
To make the auction seem more 
important, additional items are 
added to the auction such as 
antique furniture, artwork, sports 
memorabilia, jewelry, or similar 
items. The picture is painted in 
advertising these items belong to 

an estate, came from an important 
home, or once belonged to a 
famous person. In many cases, 
the added inventory is really new 
reproduction furniture, copies 
of famous bronzes or artwork, or 
mass-produced memorabilia. An 
uninformed public will come to 
the ‘packed home’ and see all of 
this merchandise displayed and 
be impressed with the apparent 
importance of this auction. In truth, 
maybe only a few of the items on 
display belong to the estate or the 
real owner of the property.”

Tammy and I have attended 
several “packed” sales. I particularly 
remember one that was described 
by a friend as a “big auction” at 
a “fancy home” in a “very pricey 
neighborhood.” The newspaper 
advertisement hyped it as 
an “important sale” of “a large 
estate” and showed a picture 
of a substantial house that was 
obviously intended to represent 
the home of the seller. The list of 
items was impressive and included 
fine furniture, lamps, oriental rugs, 
jewelry, and collectibles. I’ll briefly 
describe what we found when we 
accompanied our friend, Mary, to 
this auction.

The neighborhood was indeed 
impressive. Half-million-dollar-plus 

WHAT ARE WE  
WAITING FOR?

It’s Time to Keep it Honest

mailto:sproffitt@jpking.com


MSAASUPPLEMENT
July 2011 | Issue 34

It’s Time to Keep it Honest  |  16

houses rose from the patchwork of 
large lots, and this auction was at 
one of the most impressive places 
in sight.

The auctioneer started by offering 
a print. I knew there was trouble 
when the price climbed to $110 and, 
suddenly, the auctioneer couldn’t 
find his bid . . . or backup bidder . . . 
or the bidder before that . . . or any 
bidder. In fact, he had to drop back 
to $75 to get any real bid, and that’s 
where he quickly sold the print.

Next the auctioneer offered a 
man’s wristwatch “new and in the 
box.” He got a top bid of $45 and 
announced he had four more just 
like it. All were new and in the box.

“Who else wants a new watch for 
$45?” he asked. 

Several people did and the 
auctioneer passed the watches out, 
as the clerk recorded their numbers.

“I guess the fellow that lived here 
liked to have a lot of spare watches,” 
I said tongue in cheek.

Then a Tiffany-style lamp sold 
for around $200, followed by 
a “Remington” bronze for about 
$300. “Those original Tiffany 
and Remington pieces sure have 

dropped in price,” I said with a 
chuckle to anyone listening.

Then the auctioneer moved on to 
some “exquisite oriental rugs.”

While Tammy stood with Mary, I 
went inside and toured the house. I 
learned several interesting things.

First, this contemporary house 
still contained its contemporary 
furnishings. Meanwhile the furniture 
in the auction was Chippendale 
mahogany (veneer) – can you 
say “Indonesia?” It was obvious 
to anyone who could recognize 
this scam that this junk had never 
furnished this fine home.

Second, the sale included a dining-
room table and matching chairs 
(also Indonesian). When I walked 
through the house, I found the 
dining room still contained a 
contemporary suite of furniture – 
and it wasn’t for sale. How many 
sets of dining room furniture could 
these folks have had? 

Third, there were a number of 
framed prints in the sale. Curiously, 
the interior walls revealed no 
empty picture hangers. My favorite 
was a beautiful color shot of four 
bleach-blonde “ladies” wearing 
only string thongs, as they sat 

“How many sets of dining room furniture 
could these folks have had?”
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astride motor scooters at some 
beach. The picture was shot from 
the rear (nice visual!). I wondered 
whether the executive who had 
lived here had this gem hanging 
in his entrance hall or living room? 
There were many examples where 
the merchandise didn’t match the 
surroundings.

I returned to the auction to find the 
auctioneer offering a “fine fireplace 
set with andirons.” The only 
fireplace in the house had gas logs.

My wife, Sherlock Tammy, asked a 
neighbor where this stuff had come 
from?

“That auctioneer hauled it all in here 
earlier this week,” she said. “The 
people who lived here wouldn’t 
have had this junk,” she added with 
obvious contempt.

Nothing had been advertised 
or announced to alert the public 
that this was a “packed” auction. 
Indeed, the house was the 
backdrop to a three-act drama that 
was being played by the auction 
company—I call it, “Snook ‘em, 
hook ‘em, and crook ‘em.” 

 Mary had only been to a few 
auctions and was naïve about such 
shenanigans. She was shocked 

when I explained what was taking 
place. Her response was, “That’s 
disgraceful!” 

Yes, it was. Mary added that her 
auction days were over, because 
she didn’t want to be tricked and 
cheated. Knowing what I do about 
auctions, how could I assure her 
that wouldn’t happen at some other 
sale? I couldn’t, because it happens 
at too many sales.

In an era when many auctioneers 
worry about the business they’re 
losing to eBay, it seems the industry 
should do all it can to attract 
the general public by ensuring 
a secure buying experience. But 
before we can do that, we must 
act aggressively to purge crooked 
auctioneers who practice house 
packing and other forms of fraud. 
When are we going to start? ■

Steve Proffitt is general counsel of J. P. King 
Auction Company, Inc. (www.jpking.com) 
in Gadsden, AL. He is also an auctioneer 
and instructor at both Reppert School of 
Auctioneering in Auburn, IN and Mendenhall 
School of Auctioneering in High Point, NC. 
This information does not represent legal 
advice or the formation of an attorney-client 
relationship and readers should seek the 
advice of their own attorneys on all legal 
issues. Mr. Proffitt may be contacted by 
email at sproffitt@jpking.com. 

John Stephen Proffitt III 
© March 2, 2011

“Snook ’em, hook ’em, and crook ’em”

mailto:sproffitt@jpking.com
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John Hamilton, dreI
www.GoodNegotiator.com

Contact 

Retreat Negotiations
Negotiation Tip

In a perfect world, we would only have to negotiate 
when we have all the leverage and our opponents 
are desperate for the deal. Reality tells us that 

this situation rarely occurs. Unrealistic expectations 
become some of the biggest mistakes negotiators can 
make. 

Good negotiators recognize that to put a deal together they 
will have to make concessions, give up some items and retreat 
from positions they would like to hold on to. Becoming adept 
at retreat negotiations can become an enhanced skill that few 
master, let alone consider. 

“Retreat with honor” was the strategy of the Nixon 
administration back during the final days of the Vietnam war. 
Frankly it was a laudable strategy except that both President 
Nixon and the Vietnam war were so unpopular that a common 

sense exit strategy became another 
war casualty. 

Is there a place in our negotiations 
to retreat with honor? 

Good negotiators think there is. 
They recognize that pre-negotiation 
planning includes the building of a 
‘retreat strategy.’ 

This retreat strategy includes the 
identification of two key things. 

First, good negotiators identify 
items, elements, and positions 
that are likely to come up during a 
negotiation upon which they could 
comfortably make concessions. 
While some may call it a retreat, 
good negotiators find it honorable 
and profitable. 

It keeps the bargaining going, 
encourages concessions from our 
opponent, and leads more quickly 
to a good deal settlement. 

Second, good negotiators 
recognize the critical importance 
of allowing their negotiating 
opponent to experience a ‘win’ 
or realize a concession from their 
opponent (you). 

We all know that negotiations are 
a ‘give and take’ exercise. Few 

agreements are achieved when we 
do all the ‘taking’ and do none of 
the ‘giving.’

Good negotiators use the question, 
“What could make this work for you?” 
It encourages one’s opponent to 
verbalize a request, think that a 
concession is forthcoming, and 
remain positively engaged in the 
negotiations. 

If you could concede just 20% 
of what you wanted in order to 
achieve 80%, would that be a good 
deal for you? Of course it would. 
And better yet, your opponent 
would walk away feeling much 
better about the transaction. 

The core message of retreat 
negotiations is simply this . . . 
Don’t confine your pre-negotiating 
preparation to identifying only what 
you want from your opponent. 

Expand that preparation to include 
items you know your opponent 
might be seeking from you and that 
you might be willing to concede. 

Good negotiators put as much 
effort into identifying concessions 
they could make as they do to the 
concessions they demand. ■

http://www.GoodNegotiator.com 
mailto:john%40jhseminars.com?subject=
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To submit this form, fill out then print a copy and attach any  
extra requirements.

Return with payment to:

minnesota state Auctioneers Association 
c/o Frank Imholte, Executive Vice President 
8160 County Road 138, St. Cloud, MN 56301

Our Association is an organization of licensed auctioneers. With the support 
of its membership, the association works to promote the auction profession. 
We are governed by an annually-elected president, vice-president, 
secretary/treasurer, and nine board members. These board members serve 
in revolving three year terms. All past officers and directors comprise an 
advisory committee.

membership Benefits
 ■ Multiple educational seminars on topics pertinent to auctioneering, 
marketing, appraising, government regulations, small business growth & 
management, and cultural enrichment

 ■ Complimentary subscription to The Minnesota Auctioneer, the official 
membership publication with news and informative articles from around 
the state

 ■ Combined legislative influence as membership grows
 ■ Policing body to maintain ethical practice and thus reputation for the 
industry as a whole in our state

 ■ Mentoring and problem solving with other auctioneers
 ■ Voting privileges in annual business meeting
 ■ Permission to use the MSAA logo in advertising and compete in  
marketing competitions

 ■ Updated directory of all MSAA members

Any auctioneer with a current license is welcome to join. New applicants  
become members by submitting a completed membership application 
(right) with proper payment. 

Members must pledge to be faithful to all buyers and sellers. Members are 
also expected to show loyalty to the organization by actively participating  
in state activities and events.

Annual dues only $100  
(Include dues check for $100 in envelope with this application.)

 New Membership

 Membership Renewal

 Membership Reinstatement

Name:  

Company Name:  

Address:  

City:   State:   Zip Code:  

County:   MN License Number:  

Email:  

Work Phone:  

Home Phone:  

Cell Phone:  

Signature of Applicant:  

 Auxiliary dues - $5.00

Spouse Name:  

Membership is from January 1 to December 31. Members who join after 
October 1 will receive membership for the remainder of the current year and 
the entire following year. All members are expected to act in a professional 
manner and conduct an ethical business.

Questions? Call Toll Free! 800-440-9398

MSAA Membership Application
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To submit this form, fill out then print a copy and attach any extra requirements.

return to:

Lowell Gilbertson, MSAA Hall of Fame Committee  
2661 Oak Hills Dr. SW, Rochester, MN 55902 

Nominations must be postmarked no later than July 1 of the year preceding 
the presentation of the Hall of Fame Award. Mail nomination to:  
Lowell Gilbertson, Hall of Fame Committee. 

Name of Nominee:  

Residence Address:  

Phone:  

Business Information: 

Name of Firm:  

Position:  

Number of Associates or Partners in Business:  

Business Address:  

Phone:  

Personal and Family Information:

Name of Spouse:  

Does spouse participate in the Auction profession?   Yes  No

If yes, explain:  

Is spouse a member of the MSAA Auxiliary?   Yes  No

Give names and ages of children:  

  

general professional Information: 

How long has the Nominee been involved in the auction business?

  

What percentage of the Nominee’s time is actively spent in the auction 
business?  

  

How long has the Nominee been a member of the MSAA?

  

Has the Nominee specialized in any particular field of Auctioneering?

  

List educational background of the Nominee. (Include offices held, current 
and past): 

1)  

2)  

3)  

List regular auctions conducted, if any, and/or special individual auctions 
conducted which have brought attention and credit to the profession of 
auctioneering. 

1)  

2)  

List at least three individuals who have worked with the Nominee or who 
have knowledge of the Nominee’s worthiness of being considered for this 
award, whom the Hall of Fame Committee may contact: 

1)  

2)  

3)  

Previous recipients of the MSAA Hall of Fame Award have established some  
general qualifications which they feel each Nominee should possess or have  
shown. Please reflect your personal assessment of the Nominee with 
respect to: HONESTY, HIGH ETHICAL STANDARDS, WILLINGNESS TO 
SHARE WITH OTHERS, STANDING IN HIS OR HER COMMUNITY, AND 
MASS CONTRIBUTIONS TO THE AUCTION PROFESSION. 

Narration: (Attach separate sheet.) 

Submitted by:  

Address:  

Phone:  

MSAA Hall of Fame Nomination
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To submit this form, fill out then print a copy and attach any extra requirements.

return to:

Deb Ediger, Committee Chairperson  
218 W. Main, Belle Plaine, MN 56011 
952.873.2292 or 952.873.6972

Qualifications for Nominees:
 ■ Spouse must be a member in good standing in the MSAA  
(or past member if widowed).

 ■ A member of the MSAA Auxiliary with recent or previous  
active participation.

 ■ Participation in a related business to the auctioneering profession.
 ■ Active in community, church, charitable or volunteer organizations.

Name:  

Address:  

City:   State:   Zip Code:  

Phone:  

Name of Spouse:  

Business Name:  

Business Address:  

City:   State:   Zip Code:  

Business Phone:  

(Attach separate sheets if necessary.)

Auxiliary Participation: 
1)  

2)  

3)  

4)  

5)  

Community Activities: 
1)  

2)  

3)  

4)  

5)  

Personal Comments: (Attach separate sheet.) 

Please include as much detail as possible on all areas. Nominations must be 
postmarked no later than August 1 of the year preceding the presentation 
of the Hall of Fame Award.



MSAASUPPLEMENT
July 2011 | Issue 34

Annual Scholarship Application

Annual Scholarship Application  |  22

two scholarships of $1,200.00 each (subject to change)  
 from the msAA & msAA Auxiliary 
one scholarship of $1,200.00 (subject to change)  
 “vi and orlin cordes memorial scholarship” 
deadline: November 1, 2011

Date:  

Name    Age:  

Address:  

City:   State:   Zip Code:  

Telephone:   Date of Birth:  

Relationship to ACTIVE MSAA or Auxiliary Member:

 Child  Grandchild  Niece  Nephew  Auctioneer Spouse 

An Active Member means he/she should attend MSAA Conventions on a 
regular basis and be interested/involved in promoting the MSAA/Auxiliary 
auction profession. Must be a member of the MSAA or Auxiliary for three 
consecutive years. 

Name of Relative:  

Address:  

City:   State:   Zip Code:  

NOTE:  Only one scholarship per candidate. If unsuccessful in your application one year,  
please reapply. 

High School Graduated from:    Year:  

Address:  

City:   State:   Zip Code:  

Name of College or University of enrollment:  

Address:  

City:   State:   Zip Code:  

cHecKlIst 

1. Scholastic Information – GPA:  

(If senior in high school or current college full-time student. Need not be official.)

2.  Honors or Community Involvement: 

(List any or all school, community, club, sports and academic activities) 

a)  

b)  

c)  

d)  

e)  

3.  ESSAY: Be unique and creative! Please state what you’ve learned from 
your experience in the auction profession and/or what you would do 
with the scholarship funds. The essay needs to be completed without 
including any names or business names that would identify the applicant 
or their active MSAA member. (this is important because the 
scholarship committee is presented the essay with this information 
removed so the identity of the applicant is not revealed to them. the 
committee is judging the content of the essay while avoiding any 
prejudice by the inclusion of names.) Please complete on a separate 
page, sign and ATTACH ESSAY TO THIS APPLICATION FORM. 

4.  Please attach a copy of the letter of acceptance or proof of enrollment in 
your school of higher education (required if applying for the MSAA or Vi 
and Orlin Cordes scholarship). 

5.  Current letter of recommendation is required for ALL scholarship 
applicants.

Absolute deadline – must be postmarked by November 1, 2011

Relative of winner will be notified before the annual convention. Winner and MSAA Auxiliary 
member relative are encouraged to attend the Saturday evening President’s Banquet at the 
annual Minnesota State Auctioneers Convention.

To submit this form, fill out then print a copy and attach any extra requirements.

return to:

Peggy Imholte 
8158 Co. Rd. 138, St. Cloud, MN 56301

Scholarship Committee: Alice Goelz (chair), LuAnn Finnila, and Sara Fahey
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