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Welcome
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.
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2009 Summer Picnic & Board Meeting
Sunday, August 2, 2009
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MSAA Board of Directors

Announcements

Officers

Death:
Anna Janke Jokela, mother of Jeff Janke, passed away recently. Her funeral
was held on Friday, July 10 at St. Paul’s Lutheran Church in Perham, MN.
Please keep their family in your prayers.

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

Directors
Terms Expiring 2010
Romie Gessell
Ray Henry
Andrew Imholte

Stolen Items:
I’m looking for a little help in finding my 2094 Case w/ 790 Leon loader. It
was taken from my hay field sometime on Wed. night or Thurs. morning June
24/25. I have more details if you can help me. I farm between Fargo & Grand
Forks ND. Thank you for any help you can be. Randy Lemm, Hillsboro ND,
701.430.1536.
A gun shop in Glenwood was broken into over the weekend and several
firearms were stolen. The list with serial numbers is as follows:

Terms Expiring 2011
Samantha Ediger-Johnson
Kevin Hiller
Paul Witte

Terms Expiring 2012
Tony Elfelt
Rod Johnson
Lance Quam

MSAASupplement
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Publication Staff

Editorial BOARD
John Schultz
Les Stromberg
Frank Imholte

Walther SP22 .22 KL004397
Winchester SX3 cantilever slug 12g 11HMP06921
Marlin L.C. Smith O/U 20g 95800875
ATI GSG-5 carbine .22 A287363
Ithaca 66 12g 30894
S&W 1000 12g FC23860
Remington 11-87 12g PC864742
Remington 870 12g AB380220M
Ruger P95DC 9mm 31367166
S&W SW9VE(sigma) 9mm DSR5475
Hi-Pont JCP-L .40 X793762
Benelli Montefeltro 12g M658929
Remington SPR310 O/U 20g 082771752R
Ruger Single Six convertible w/pearl grips .22 26500837
DPMS Lo Pro Classic 5.56/.223 FH66008
Any persons with information about the firearms should contact Tom Bailey,
Jr. at 612.860.8800.

Design
Rock on Design
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A Minnesota Tax Recap

Auction Houses?
A Minnesota Tax Recap

John D. Schultz
President, MSAA
Schultz Auctioneers
Contact

D

oes an auction house that conducts auctions on a
weekly basis need to collect sales tax if selling for
non-business clients?
This is a hot topic in the State of Minnesota. As recently
as a few years ago, the Minnesota Department of Revenue
began to audit auction companies for compliance with
sales tax laws. The audits were not completed uniformly,
and different standards were applied. As a result, the
Minnesota State Auctioneers Association has had
numerous seminars on the topic. Even today, it continues
to be an often discussed topic. The question above was
most recently addressed to me in an email.

MSAASUPPLEMENT

I understand that if selling for a
business that would have charged
tax, I need to collect on their items.
However, it is unclear if I am selling
for people downsizing, left over
estate items for the deceased or
someone just cleaning house…
I am under the understanding
from the MSAA that tax MUST be
collected on this type of sale. Yet
the first response I received from
the state tells me I do not have to
collect sales tax.
There are two other auction houses
within 30 miles of mine and they are
not collecting tax. I am collecting
tax and this is creating a conflict
with my customers.
Minnesota has rules governing the
collection of sales tax. The particular
area that applies to auctions of
personal property is:
Minnesota Administrative
Rules 8130.5800 ISOLATED OR
OCCASIONAL SALES AND SALES
OF PERSONAL PROPERTY USED IN
TRADE OR BUSINESS.
The answer from the state is correct –
but only to a point. They are correct
that tax is generally not collected
in instances where you are selling
for that seller and only that seller
(an auction by their definition) not
at consignment auction. However,
regularly scheduled consignment
auctions are not considered
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auctions (I know it sounds crazy
– but that’s the law – see Rules
8130.5800 Subp. 10 B.), and are
instead considered consignment
auctions. As a result,
Subp 10 applies.
Subp. 10. Consignment sales and
consignment auctions.
A. For purposes of this part,
consignment sales are sales
in which a retailer maintains
a place of business where
tangible personal property
owned by others is sold by the
retailer in the normal course
of business. The retailer may
also sell property owned by the
retailer. A consignment sale is
not an auction, as defined in
subpart 8.
B. Consignment auctions are
events that are regularly
scheduled, are open to
members of the public to sell
their items, and are held at the
same location. Consignment
auctions are not selling events,
as provided under Minnesota
Statutes, section 297A.87.
Consignment auctions are
not auctions, as defined in
subpart 8.
C. The sale of items held in
inventory, taxable services, and
property primarily used in a
trade or business is generally

NEXT »
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A Minnesota Tax Recap
subject to tax, as provided in
Minnesota Statutes, section
297A.68, subdivision 25.
D. Consignment sales and
consignment auctions are
exempt from tax if:
(1) t he title to the property
passes directly from the
owner to the buyer;
(2) t he payment does not pass
through any accounts of the
retailer or auctioneer;
(3) t he retailer or auctioneer
does not carry insurance on
the property; and
ck Flow Chart
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If all four of the exceptions apply
at consignment auction, you are
not required to charge tax. If an
auctioneer fails to meet any of the
four, tax is required to be collected.
Of course, there are exemptions
that the buyer can have – and
most require them to have a tax
ID number, and all require them to
complete an exemption form.
To answer your question, if it is a
regularly scheduled consignment
auction, tax should be charged.
If it is a standalone auction for a
seller, tax is not required to be
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charged if it meets the exemption
explained in the correspondence
from the state. In fact, our company
has taken the collection one step
further, and collects sales tax on
all consignment auctions. We have
found the term ‘regularly scheduled’
to be unevenly applied, and find
it financially prudent to charge tax
on all consignment auctions rather
than risk an audit and assessment of
unpaid sales tax.
The rules concerning charging or
not charging sales tax will continue
to be a matter with which all
auctioneers need to take the time
to review and fully understand.
Simply because you’ve not charged
tax in the past is not a valid reason
to the Revenue division of the
State of Minnesota. One only
need ask around the association
to determine that sales tax audits
have become common. If you
haven’t been audited yet, and you
conduct auctions with multiple
sellers, rest assured that the audit
division of Minnesota Department
of Revenue is watching. Not only
does it behoove each auctioneer to
follow the rules concerning sales tax,
but it also benefits the public and
association when all parties conform
to the same set of rules. 
n

Check out our new MN Tax flow chart displayed
on the next page. You can also download a version
from the MSAA website documents section.

MSAASUPPLEMENT

« PREV

CONTENTS

NEXT »

FULL SCREEN

MSAASUPPLEMENT
« PREV
CONTENTS
NEXT »
FULL SCREEN

NO NEED
TO CHARGE
SALES TAX

NO

NO

Were any of the items
to be sold used in
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of business? (The
exception in the State
of MN is for farm sales.)

PLEASE NOTE:
If you only intend to solicit
items for one sale you may
be able to work around the
tax law, however if your sale
is a success and you wish
to conduct another it can be
considered reoccurring.

Single-Party Auction?

NO

YES

Will any inventory be sold?

YES

Is the company or the division
of the company going out of
business, AND are the assets of
the business being sold within a
12 month period?

YES

Does the owner retain
the right to accept or
reject an offer?

NO

Does the auctioneer carry
insurance on the property
(items) to be sold?

NO

Will payments pass
through an account of
the auctioneers?

YES

Will the title to the property
(items) pass directly from the
owner to the buyer?

YES

NO

NO

YES

YES

NO

YES

NO

CHARGE
SALES TAX

Will the auction be held on
a regular basis be it weekly,
monthly, or annually?

Will the auction be held on
a regular basis be it weekly,
monthly, or annually?

YES

Prospective clients came to
you without any solicitation
(i.e. advertisement,
or sales force).

Multi-Party Auction?

PLEASE NOTE: This flow chart is
only a representation of the MN
Tax law regarding auctions. This
should not be recognized as legal
advice or documentation.

You as the auctioneer solicit
(i.e. advertise, seek out
consignors) items for the
consignment auction.

You’re Having
an Auction

MSAA: Minnesota Tax Law – Quick Flow Chart
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Learning From the Experience of Others

Mentoring
Learning From the Experience of Others

Paul Witte
Director, MSAA
Contact

M

entoring has had a major impact on my
auctioneering career. The very definition of
a mentor is, “A wise and faithful counselor or
monitor.” I’m sure many of you know several people that
have influenced you over the years. These mentors might
be a family member, co-worker, Pastor, or friend.
I would like to focus on the people who have helped shape
my life in the auction business. One local auctioneer who
steered me towards the auction business was Alvin “Wimpy”
Miller. I never understood how he got nicknamed “Wimpy”
because he was a very large man, but it was at his suggestion
that I seek employment at a livestock auction barn. “This
is a tough, competitive business,” he said, “and working at
a sale barn would guarantee a steady paycheck.”

MSAASUPPLEMENT

In 1990, with the help and support
of my wife Tonya, my family,
and my friends, I received my
auctioneering degree at the World
Wide College of Auctioneering in
Mason City, Iowa. Later that year, I
was approached by Terry Sturm,
the manager of the Equity Co-op
Livestock Market in Sparta, WI. My
new job included auctioning off
the feeder pigs on Tuesdays and
weighing and clerking for sales
on Wednesdays.
For those of you that are just
starting out in the Auction
profession, take every opportunity
to gain as much experience as
you can from your mentors, and
remember to make the most of it.
With the knowledge that I gained
from both friends and fellow
auctioneers, I was able to expand
my job skills with a full-time position
at Equity Livestock. That included
daily contact with patrons and other
employees. The experience
was priceless!
With the move to Lake City, MN, I
took a job with Zumbrota Livestock,
owned and operated by Tom and
Gerry Webster. The hard, honest
work ethic from these brothers
when dealing with employees and
customers is instilled in me to this
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day. It was at that time I started
Witte Auction Service and was
contacted by local auctioneer, John
Houghton, from Plainview. We
conducted several auctions together
and it was John who invited me to
attend the MSAA convention, and I
haven’t missed one since.
As a contract auctioneer I have
worked for several other auctioneers
in the area, and I want to take this
opportunity to thank some of those
mentors who helped me along the
way. From the oldest, and still active
at 88 years old, Emery Henn, to Dick
and Todd Houghton, Casey and
Travis Klindworth, Keith Dicke, and
Larry Valek, I want to thank all of you
for giving me the chance to build a
successful career as an auctioneer!
With their help I learned to never
give up, never give up, never ever
give up!
I hope to see you at the summer
picnic on August 2nd and 3rd.
Any questions or comments are
welcomed by contacting me at
651.345.4538 or tpjjjj@mchsi.com. n
Just an update to a previous article I did on
TB infected cattle in MN: We are now in a
split state status, and no cattle are allowed
to transfer out of state without whole-herd
testing and a veterinarian‘s approval.
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Kevin & Dan Hiller
763-856-2453
khauction@sherbtel.net
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Don Wangen
763-360-5272
wangenauction@yahoo.com

Auction Clerk: Hiller Auction Service, Inc.
10785 261st Ave. • Zimmerman, MN 55398
1-800-889-3458 • www.hillerauction.com
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We're all in this Together

Business Practices
We’re all in this Together

Steve Proffitt
J.P. King Auction Company, Inc.
Contact

I

was speaking to a trade association several states from
home when a gentleman raised his hand.

“Mr. Proffitt, I’ve been very surprised at the acrimony
I’ve found to exist between competing auctioneers. I’ve
spoken with quite a few of them over the years and don’t
think I’ve ever heard one auctioneer say a good word about
another.”
Then he concluded with two troubling questions.
“Is this ill will amongst auctioneers universal? If it is, why
are so many auctioneers full of dislike for each other?”

MSAASUPPLEMENT

Why indeed? The gentleman had
hit upon one of the black secrets
of auctioneering. While I’m not
sure of the cause, I do know it’s
true. There’s an inordinate amount
of jealousy, resentment, ill will,
backbiting, and shoddy treatment
of competitors by auctioneers.
It’s sad and, like the questioner, I
wonder why.
There’s no doubt that auctioneering
is a hard, competitive, and intense
business – but it’s no more so than
many other businesses, so that’s
not an acceptable explanation. My
own experience has taught me
that there’s more to it than just
competition. The problem is rooted
in immature pettiness.
Over the years I’ve been engaged
to represent or consult with
auctioneers facing regulatory
complaints in various states. If
you don’t know it, let me share
another ugly secret with you: The
great majority of these complaints
originate not from disgruntled
members of the public but, rather,
from other auctioneers. That’s right
– it’s auctioneers who frequently file
regulatory complaints against fellow
auctioneers, or urge John Q. Citizen
to do so. And I’m not talking about
serious wrongdoing. I’m referring
to what’s often nothing more than
nonsense turned into the spear of a
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formal complaint just to harangue a
competitor. It’s shameful, but it’s a
practice that is alive and well within
an element of basement-dwelling
auctioneers.
Several years ago I wrote a tribute
to my late friend and colleague,
Carlton Hill, of Salem, Virginia.
Carlton was the opposite of the
petty blowfish that I’m referring
to here. He’d help any auctioneer,
anywhere, anytime. From giving
a newcomer encouragement and
a chance to call bids, to helping
a veteran move and set up an
auction, Carlton always had a
ready smile and willing hands for
fellow auctioneers. He never won
a championship for bid-calling or
received an auctioneering award.
Carlton was just a regular auctioneer
– but he was a world-class person.
Sadly, Carlton was just 48 when he
died from a heart attack. At the
moment of his death, he was doing
what he loved most – working on an
upcoming auction.
Soon after my tribute to Carlton
was published, four auctioneers
separately wrote me to relate how
Carlton had helped each of them
with auctions less than a month
before his passing. All four noted
that he had readily given them his
help and asked nothing in return.
That was Carlton.
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We're all in this Together

Low Priced FULL Color Printing
& Award Winning Design

The auction industry can never
be better than its practitioners. If
we tolerate illegal and unethical
practices in auctioneering, we’ll
have nothing more than the shady
reputation that’s been well earned
with the public through the bad
practices of the wrongdoers.
Likewise, if we fail to help and
support each other, we’ll never
realize the strength that a unified
group of professionals could
muster. While we can’t control
every practitioner, we can control
ourselves. If some auctioneers are
determined to poor mouth others,
let the rest of us resolve that we will
neither condone nor participate in
such sorry conduct. Instead, let’s
rise above pettiness and become
leaders in our industry and stand at
the forefront of all that is good in
auctioneering. Taking the high road
is always the right road.
Here are four suggestions how we
can set the example for leadership
and professionalism.
First, never talk badly about a
competitor to others. Like your
mama taught you, if you can’t say
something good about another
auctioneer, don’t say anything.

Quality Design from an Auction Professional
imms79@gmail.com

MSAASUPPLEMENT

Second, if an auctioneer needs a
helping hand, give it. There’s an old
saying goes: “What goes around
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comes around.” Give folks a boost
and good will come back to you.
Third, when you meet a new
auctioneer, go out of your way to
help that practitioner however you
can. You haven’t forgotten how
hard it was for you to get your start,
so help the beginner get over the
hump. You’ll never regret helping
someone else get ahead.
Fourth, never forget that we’re all
in this together. It’s our collective
industry and our collective future.
What hurts one of us hurts all of us.
My friend, Carlton Hill, was an
auctioneer’s auctioneer. He set an
example through good deeds that
we should all emulate. So what
are you waiting for? Get going!
Some auctioneer right now needs a
helping hand … your hand.
n
Steve Proffitt is general counsel of J. P. King
Auction Company, Inc. 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
Copyright
October 9, 2008
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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.

�����������
MSAASUPPLEMENT
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763.689.1981

The Argus Shopper

• 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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Eating for the Health of It

What’s for Dinner?
Eating for the Health of It

Vice-President, MSAA Auxilary
Resource Training & Solutions
Contact

A

s your auction calendar ebb and flows, so to is your
routine for eating. If your food choices have been
weighing you down, now is the time to make a
change. Eating for the health of it includes the following
Top Ten Tips:
1.	Eat 5 a day for better health
Making fruits and vegetables
part of your daily diet can help
eliminate some of junk food that
has crept into your diet. Substitute
fruits or vegetables for some of
those empty caloried food when
you are hungry.

2.	Make smoothies to
encourage a healthier
eating plan
Fruits, vegetables and dairy
products are all healthy options
to boost your daily dietary plan.
You may even try something you
wouldn’t eat solo!

MSAASUPPLEMENT
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3. Portion control

7. Brown bag it for lunch

You need to know serving sizes,
read labels and portion your food
when eating out. Even though
“Supersize” is a mantra for many, it
shouldn’t be yours. Choose smaller
sizes when ordering and share what
you are eating.

The healthy meals and snacks you
have at home can be easily made
part of your daily lunch.

4.	Use smaller plates at home

Peggy Imholte

|

It will look like you are eating
more when your smaller plate is
full of food.
5.	Know the power of the
Food Pyramid
Plan your eating with the food
pyramid. Using it as a guide for
portions and servings, record
what you eat for a week. How
do you compare with the
recommendations? What changes
do you need to make or are you
on the right track? Check out
www.mypyramid.gov for a
personalized plan.
6.	Eat a healthy breakfast
Breakfast eaters learn better and are
less tempted to snack during the
day. Many times those snack choices
are less than desirable compared
to breakfast selections. Include two
servings of fruit for a great start.
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Besides offering a balanced diet,
it is less expensive than going out
to eat.
8.	Choose vending machine
foods carefully
There are healthier options in these
machines-juice, water, pretzels,
baked chips, animal crackers.
Some even offer fruits, salads and
sandwiches that are healthy.
9. Fast Food Choices
Consider the lower priced
sandwiches as healthier choices.
Go as plain as you can with the
dressings or off to the side.
10. Be a wise grocery shopper
Remember to read labels, purchase
natural rainbow of foods, make a
list, and shop alone. It takes a lot of
work to read the labels and make
these decisions for you and possibly
your family.
Now enjoy the benefits of healthier
eating as you participate in your
auction routine in a healthier,
active lifestyle!
n
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Visit our award-winning web site at
www.KurtJohnsonAuctioneering.com

Here to educate, motivate, entertain and benefit our clients.

MSAASUPPLEMENT
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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?

MSAASUPPLEMENT

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

MSAASUPPLEMENT

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, 2009

|

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, 2009

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: Grace Fladeboe
Committee Members: Rosi Przybilla & Sara Fahey

Address:
City:

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

Zip Code:

MSAASUPPLEMENT

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.

MSAASUPPLEMENT

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

