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Welcome
Thanks for taking the time to read the official web
publication of the MSAA. We 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.

Viewing Instructions
After the first issue it was brought to our attention that some
sections may be too small to read easily. Go to the VIEW
menu at the top of your screen and scroll down to zoom, or
on the “View at Full Screen” option. Don’t forget you can
also print the document.
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Upcoming Events
2009 Summer Picnic & Board Meeting

Ryan George

Imholte
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2009 MSAA Auxiliary Hall of Fame Inductee

Sunday, August 2, 2009
Family Picnic and Camping Activities
Monday, August 3, 2009
Town Hall Meeting, Seminar & Business Meeting
Imholte Ranch - St. Cloud, Minnesota

2009 Fall Board Meeting
Sunday, September 20, 2009
12:00 p.m. – 3:00 p.m.
Duluth, Minnesota
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MSAA Board of Directors

Announcements

Officers

Deaths:
Glenn Imholte, brother of MSAA Executive Vice President Frank Imholte, and
uncle of members Andrew and Joseph Imholte, was killed in a car accident
Wednesday, March 11. Glenn leaves behind a wife and 3 children, ages 13,
16, & 18.

John Schultz, President
Les Stromberg, Vice President
Frank Imholte, Executive Vice President
Lowel Gilbertson, Executive Vice President Emeritus
Joey Fahey, Immediate Past President

Directors

Stolen Items:

Terms Expiring 2010
Romie Gessell
Ray Henry
Andrew Imholte

Terms Expiring 2011
Samantha Ediger-Johnson
Kevin Hiller
Paul Witte

Terms Expiring 2012
Tony Elfelt
Rod Johnson
Lance Quam
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The mother of MSAA member Rick Berens passed away on March 21. The
funeral was held Monday, March 28 at St. Michael’s in Prior Lake.

Publication Staff

Editorial BOARD
John Schultz
Les Stromberg
Frank Imholte

Design

The MSAA has been notified of a check returned NSF by a buyer and we
have learned that he is headed to Minnesota or Illnois with his purchases.
We wanted to notify you that if Larry Strohl attempts to sell a JD 4430, SN:
033515R, he is not the owner of that tractor and does not have the legal
right to sell it. Thank you. If you have any questions, our office number is
509.765.6869. Thank you, Lisa Yarbro Barth.
Grand Opening:
Kevin & Deb Swanson are celebrating the Grand Opening of their new
auction facility in Ivanhoe on Saturday evening, April 18, and invite all of
you to join us. Supper will be served from 6 p.m.–8 p.m., with dancing and
socializing to follow from 8 p.m.–Midnight. The building is on the northeast
edge of our small town so it is easy to find! Please contact us if you have any
questions, 507-828-1620 or debbieswanson@hotmail.com.
Thank You:
Thank you to everyone for sending their love and support at this very
difficult time. I did not realize what an important part of our lives Glenn was
until now. Glenn was truly my best friend playing, drums with my brother
Paul and I for close to 40 years. He lived life to the fullest and leaves us with
two thoughts: “Don’t sweat the petty stuff, just pet the sweaty stuff” and
“Do Your Best.”
—Col Frank & Peg Imholte and Family

Rock on Design
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Do I Hear...

Anoka County Shopper
• Anoka • Blaine • Coon Rapids • Rogers

Reaching approx. 71,000 homes

763.421.4444

Scotsman

Rely on us to get the call out on
your next auction.

• Cambridge • Mora • North Branch

Reaching approx. 53,000 homes

763.689.1981

St. Croix Valley Peach
• Forest Lake • Taylor Falls • Wyoming

Reaching approx. 31,000 homes

Want to make sure your auction is well publicized?
Looking for consignments on upcoming sales?

651.464.4601

Star News Weekender
• Elk River • Becker • Ramsey

Reaching approx. 35,000 homes

763.441.3500

We can reach
more than
162,000 doorsteps
or target the area
you need.
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763.689.1981

The Argus Shopper
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• Caledonia • Spring Grove • Mabel
Reaching approx. 3,700 homes

507.724.3475

The Dairyland Peach
• Sauk Centre • St. Cloud • Paynesville

Reaching approx. 28,000 homes

320.352.6569

Town & Country Shopper
• Princeton • Milaca • Onamia

Reaching approx. 16,000 homes

763.389.1222

Morrison County Record
• Little Falls • Long Prairie • Pierz • Foley

Reaching approx. 23,000 homes

320.632.2345
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Lessons from MSAA Leadership

Looking Back
Lessons from MSAA Leadership

Joey Fahey
Immediate Past President, MSAA
Fahey Sales Agency, Inc.

A

s my duties on the Executive Committee wind
down, I now recognize that this has been a very
unique learning experience for me. Even though
I also sat on the Board of Directors for three years, I did
not quite know what to expect. I remember going into
interviews for the vice presidency and being asked “what
do you see for the MSAA in the future?” I answered the
question to the best of my ability at the time. Throughout
my term as vice president, that question was always in the
back of my mind.
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Now that I have had the great
opportunity to see the MSAA from
another perspective, it will always
be in the back of my mind. One of
the things that I have learned is that
every member of our association
will lend a hand, no questions
asked, when things need to get
done. Whether it was asking a past
president how conventions are
supposed to work or researching a
member’s specific questions that I
did not have expertise in, someone
was always there to assist. Another
thing that stood out is how our
past presidents have laid out the
foundation of the MSAA. I always
knew that the Past Presidents and
founding members were important,
but not until I had the opportunity
to lead the MSAA, did I fully
appreciate the vision and passion
that they stand for. They had the
foundation set, making my duties
as President much easier. Our
bylaws, which were enacted in the
late 60s, have been intact for many
years. With all of the changes in
the auction industry over the past
60 years, it is truly amazing to me
the vision the first members of this
organization must have had: they
all truly knew that the MSAA was
going to last for years to come. We
all know that each president in the
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past and future has or will leave a
mark on the MSAA and lead this
organization forward. My goal as
President of the MSAA was to lead
us into the future, to be fiscally
responsible, and to represent all of
you who have entrusted this duty to
me with honesty, commitment, and
loyalty. I truly believe that this is the
intention of all of the presidents
who have come before me and
those who will serve in the future.
It is not just one person who leads
the MSAA, it is all of us. It does
not matter whether you are from a
cattle, equipment, car, antique, real
estate or fundraising auctioneering
background, our goals are the
same. Our association is like a
family, we care about one another,
which makes all of us unique. In
closing, I thank each and everyone
of you for the opportunity to learn
with and lead the MSAA. We need
everyone’s input on matters in
order to keep the MSAA moving
forward. We need members to
serve on the Board of Directors and
the Executive Committee. Yes, it
is work, but the experiences, the
friendships, and the gratifications
that are personally fulfilled make it
all worthwhile. Remember in all that
you do “The Future is Now.”
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Visit our award-winning web site at
www.KurtJohnsonAuctioneering.com

Here to educate, motivate, entertain and benefit our clients.
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Standardization and Market Exposure

Growing the Business
Standardization and Market Exposure
Building the Dream: Part 2

Col. Ray Henry
Director, MSAA
I.R.A.Y. Auction

I

.R.A.Y. Auction, a family owned auctioneering
business from central Minnesota, is quickly becoming
one of the fastest growing Minnesota based auction
companies. I.R.A.Y. facilitates auctions for a variety of
business operations including construction, trucking,
mining, forestry, farming, and real estate. The company,
said to be on the fast-track in terms of business growth
and expansion, is just working the plan according to the
owners, Ray and Cheryl Henry. “To have a dream, you
have to have a plan,” says Ray. “If you have no plan, you
have no dream.”

To grow I.R.A.Y. to the next level,
Ray and Cheryl knew they needed
to prepare their company for
another phase of development.
They realized they had to put
together a system that would
allow them to run the business
as efficiently as possible. They
wanted to implement a way of
doing business that brought unique
elements to the company, improved
accuracy and saved time by
reducing duplication of efforts.
Their method was computerization.
Their goal was to stay focused by
standardizing business practices
and putting systems into place
that would allow their auctions to
run like clockwork. I.R.A.Y. initially
implemented the use of standard
auctioneering software for running
the operational aspects of the
company. However, the software
soon fell short of what they
wanted—total integration. So, they
hired a computer consultant who
customized a Windows based
clerking, billing and database
system that streamlined various
routine business tasks and linked all
aspects of their business. “Our main
objective was to minimize error. The
fewer times a person enters and
transfers data, the fewer mistakes,”
says Ray.
The database is two-fold, consisting
of clients (both buyers and sellers),
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and equipment or property to
be auctioned. The client side is
linked to client contracts, revenue
totals, sales notes, and a callback calendar creating a complete
reporting system. The equipment
database allows for data exports
to various types of marketing
templates. Equipment listings are
created and customized according
to the publication and layout format.
I.R.A.Y.’s internet bidding site can be
updated quickly and easily through
a simple data export, including item
descriptions and photos. They also
use this database export to print
“bidder books,” a printed version
of equipment to be auctioned
complete with description and
item number. This book makes it
easier for the customer to follow
the bidding process, making them a
more educated and satisfied buyer.
Along with automating their entire
operation, Ray and Cheryl also
created a better, more efficient
means of moving inventory through
the bidding process. They built
a drive-over viewing ramp for
vehicles and heavy equipment. This
elevated ramp allows customers
a better opportunity to view the
unit and see it in operation before
bidding. It also makes the bidding
process more efficient by keeping
the customers stationed in one area
instead of moving from one item
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Standardization and Market Exposure
to the next. “We also sticker each
item in the yard for easy customer
identification,” says Ray. “This helps
during the bidding process and also
when clients pick up their items. We
have fewer mix ups.”

“

A key component to building any business is to
surround yourself with people that can help you
build your plan, from your employees to your vendors
and consultants. Your success will be determined by
how well they help you implement your system. As
the owner, you need to learn to let go. Train your
employees well and trust them to work the system.

”
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“Another element to growing your
business is to change and evolve
along with it,” says Ray. He knew
they needed to enhance their
corporate identity by presenting a
more professional image, one that
would carry them through their next
growth phase. So, I.R.A.Y. updated
their logo for a more refined look.
Arrows are used in the graphic
along with their name to depict their
buyer-seller relationship. I.R.A.Y.
recently changed their tagline
from “Integrated Recovery Auction
Yard” to “Impressive Results All
Year.” Making this switch in their
tagline created an image identifier,
which is an easy way for their
customers to correlate between
image and performance. “In the
client’s eye, who you are and what
you do is portrayed by what you
say,” says Ray. In addition, I.R.A.Y.
is continuing to make revisions to
their online bidding system making
it easier to use. They are currently
working on adding real time audio
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and video, as well as adding more
options for online buyers.
“A key component to building any
business is to surround yourself with
people that can help you build your
plan, from your employees to your
vendors and consultants,” says Ray.
“Your success will be determined by
how well they help you implement
your system. As the owner, you
need to learn to let go. Train your
employees well and trust them to
work the system.”
It is this philosophy that drives Ray
and Cheryl’s business practices at
I.R.A.Y. Auction today. “The way the
company is run is a direct reflection
of the person running it,” says Ray.
I.R.A.Y. Auction is now making the
move toward streamlining their
business practices and setting
the stage for growth in a big way.
“Once you set up a systematic
approach to everything you do, it
is easy to duplicate that in a cookie
cutter sort of way,” says Ray. “If you
can cookie cut your system, you are
franchiseable, and locations/work
can be anywhere. This is the next
phase of our plan: transforming
I.R.A.Y. into a multi-billion dollar
company within the next five years.”
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Specialized Auction Marketing

Do Shotgun Advertising
Weddings Make Sense?
Specialized Auction Marketing

Ryan George
Owner, Biplane Production

W

ith the rising cost of postage, more and more
auctioneers are trying to bundle multiple auction
direct mailings into one postcard/brochure (or
one email). The shared cost efficiency allows for more
expanded marketing of each auction, but significant
drawbacks can balance those benefits. The answers to the
following key questions will tell you whether or not the
gains outweigh the losses.

Are these like-kind properties?
Being offered at auction is not
enough of a common denominator.
I opened my mailbox a few weeks
ago to a brochure with a trailer
park on the outside cover and a
mountain retreat home and luxury
golf course residence on the inside
spread. I’ve received another with
a NASCAR® collectibles sale on the
front and investment and historic
real estate properties hidden inside.
You will muddy your company brand
when your brochures have multiple
personality disorder.
Am I weakening the auction
spotlight?
One of the advantages the auction
method holds over a traditional
listing rests in the attention it
draws to individual offerings—be
it a single item or group of related
items. The closer your piece looks
to an ad or flier from an MLS firm,
the less advantage the auction
method’s advertising has. Singular
emphasis on the first impression
panels (the mailer and opposite
flap) are easier to read and more
likely to take the reader’s attention
to the inside of the piece.
Is my mailing list too generic?
If your mailing list makes separately
sending a tractor brochure and a
real estate postcard redundant (or
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a hog farm and a horse farm), it’s
time to segment your list(s). Some
people might be interested in more
than one type of property you sell,
but most will have only one or a few
interests. You create dissonance
in your prospects, when they
get mail from you which doesn’t
interest them. You can become the
auctioneer who cries, “Wolf!” And
that might lead them to not open
any mail they get from you. Plus,
you waste postage and printing on
non-prospects mixed in with the
interested. Split your lists; give web
visitors and auction-goers the ability
to sign up for specific categories or
lists, for both printed and electronic
mail. Then watch your return on
investment (ROI) rise.
Does this piece do all of the
auctions justice?
I get some brochures with several
weeks’ worth of auctions, and I
wonder if sellers are comfortable
with their property being advertised
for a week while the auctioneer’s
other clients get longer exposure.
Don’t hamstring an auction trying
to create budget space. An auction
inadequately exposed often leads
to an inadequate commission check.
People buy properties, not auctions.
Don’t rely on the sale method to
compensate for the deficiencies in
your marketing.

« PREV

CONTENTS

NEXT »

Specialized Auction Marketing

Low Priced FULL Color Printing
& Award Winning Design

“

”

Most auctioneers use the sale date
to determine what goes where
on a brochure or ad. If marked as
an auction calendar, this makes
sense. But calendars are meant
for organizing, not advertising.
Since everything can’t come first
on the calendar, priority becomes
an issue. What owns priority grabs
emphasis; what owns emphasis
grabs attention. Everything else,
by default, gets the leftovers. The
biggest draw should have the
best and/or biggest spot. If giving
prominence to one property over
another creates an enigma, give
each buffalo its own prairie; release
them separately.
Are there alternatives?

MSAASUPPLEMENT
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People buy properties, not auctions.
Don’t rely on the sale method to compensate
for the deficiencies in your marketing.
What’s the order of priority?

Quality Design from an Auction Professional
imms79@gmail.com

|

You can concentrate (and thereby
shrink) your mailing list by raising
the qualification standard—and
then send separate pieces to the
same, reduced list on back-to-back
days. You can send two smaller

pieces using the savings in printing
and design to offset some of the
postage. You can send separate
ads and emails and only combine
for the direct mailing. You can stuff
an individual brochure or postcard
inside another brochure—so that
the pieces are separate except for
mailing. You can use online printers
for short quantities but with postal
discounts achieved by inclusion in
their daily collective/mass mailings.
Separate mailings will further help
establish your brand if you sell
different kinds of items. The key
question is this: is what you’re about
to send targeted marketing? If
not, then what is your competitive
advantage? You may not always
need or want tailored advertising—
just the answers for your sellers as to
why you don’t.
Ryan George manages Biplane
Productions, an auction advertising
design agency working in 40 states.
He writes an advertising blog available at
www.AdverRyting.com and is a member of
Auctioneer magazine’s Editorial Board.
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2009 MSAA Auxiliary Hall of Fame Inductee

Peggy Imholte
2009 MSAA Auxiliary Hall of Fame Inductee
As introduced by Joannie Laumeyer

O

ur next candidate for the Auxiliary Hall of Fame
got her start selling homemade donuts, bread,
and rolls to earn some spending money. Much of
her early life was spent riding herd on her brothers and
sisters. Although a very shy person in school, she excelled
on organization skills to help her and her future husband
in their business. He has been heard to say, “I just love all
your suggestions to help me get organized.”
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This candidate was so driven, she
only went out with her future
husband because he was shipping
out in 60 days and it would not be
anything serious. Needless to say,
they did get together and after four
years they started a family and an
auction business in the same year.
As their family grew, this candidate
continued her education, getting
a masters degree while teaching
full time and raising young children.
Her husband attended three state
conventions before she had time to
attend and in 1984 attended her first
National Auctioneers Convention.
As they met auctioneers from all
over the country, she would ask
what they did. They all said they
were auctioneers and she would
ask, “what do you really do?” After
the fifth or sixth auctioneer said
that they only auctioned, she
realized there might be more to this
business than just a part-time job.
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Although she has held every office
in the Auxiliary over the years,
she is most proud of her work
with a group of ladies getting a
scholarship setup for auction family
members. From its meager start
of just one $100 scholarship to the
current three $1200 scholarships,
she feels the MSAA & Auxiliary are
providing a benefit to its members.
She also wrote out each office
so new members knew what was
expected when they were elected
to the board of the auxiliary.
The mother of five, health and
wellness coordinator, a parenting
educator, speaker, and business
partner in their family auction
business, Peg Imholte is our next
Hall of Fame recipient. She is
following in Donna’s footsteps
assisting Frank with the conference
and show and behind the scenes
work. Please join me in awarding our
Hall of Fame to Peggy Imholte.
Left: Peggy and
her family and
auction friends.
Right: Members
of the MSAA
Auxiliary Hall
of Fame in
attendance at the
2009 Conference
and Show.
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MSAA Membership Application

MSAA Membership
Benefits of Membership and Application

|

Form

Annual Dues Only $100
(Include dues check for $100 in envelope with this application.)
New Membership
Membership Renewal

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

Membership Reinstatement
Name:
Company Name:
Address:
City:
County:
Email:
Work Phone: (
Home Phone: (
Cell Phone: (
Signature of Applicant:

State:
Zip Code:
MN License Number:
)
)
)

• 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.
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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
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

MSAA Hall of Fame Nomination

MSAA Hall of Fame
Official Nomination Form
Nominations must be postmarked no later than June 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:

|

Form

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)

Phone:

2)

Business Information:

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:

Name of Firm:
Position:

1)

Number of Associates or Partners in Business:

2)

Business Address:

3)

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

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.)

Give names and ages of children:

Submitted by:

General Professional Information:

Address:

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?
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Phone:

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

MSAA Auxiliary Hall of Fame Nomination

MSAA Auxiliary Hall of Fame
Official Nomination Form

|

Form

(Attach separate sheets if necessary.)
Auxiliary Participation:
1)
2)

Qualifications for Nominees:

3)

• Spouse must be a member in good standing in the MSAA.
(Or past member if widowed).

4)

• 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.

5)
Community Activities:
1)
2)
3)

Name:

4)

Address:

5)
State:

City:

Zip Code:

Phone:

Personal Comments: (Attach separate sheet.)
(Please include as much detail as possible on all areas requested and send form by
June 1st, 2009.)

Name of Spouse:
Business Name:
Business Address:
City:

State:

Zip Code:

Business Phone:

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
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Annual Scholarship Application

Annual Scholarship Application
Official Application Form
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, 2008
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Form

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, academic)
1)
2)
3)
4)
5)
6)

Date:
Name:

Age:

Address:
City:
Telephone: (

State:
)

Zip Code:

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 3 consecutive years.
Name of Relative:

7)
3. ESSAY: Please state your interest in the auction profession, history and association
with the auction business or any experience you have had in the auction profession (set-up, clerk, manager, publicity, etc.) and/or why you would like the chance
to attend auction school. Please complete on 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.

Address:

Absolute Deadline – Must be postmarked by November 1, 2008

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

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

Year:

High School Graduated from:

Return to:

Address:
City:

State:

Zip Code:

Name of College or University of enrollment:
State:

Alice Goelz
31349 Co. Hwy. 11, Franklin, MN 55333
Scholarship Committee Chairperson: Rosi Przybilla
Committee Members: Grace Fladeboe & Sara Fahey

Address:
City:

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

Zip Code:
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