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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.

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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MSAA Board of Directors

Announcements

Officers

Deaths
Darold Daudt of Longville, MN, and past MSAA member and auctioneer,
passed away the weekend of July 25. Darold had been fighting a
courageous battle with cancer for nearly a year. The funeral was held on
Tuesday, July 27 at Salem Lutheran Church in Longville, MN.

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

Terms Expiring 2011
Samantha Ediger-Johnson
Kevin Hiller
Paul Witte

Terms Expiring 2012
Tony Elfelt
Rod Johnson
Lance Quam
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Bill Siemers, past MSAA member, passed away the weekend of August 1. He
was the father of MSAA Past President Mitchell Siemers and past president
Gordon Siemers brother. The funeral was held on Thursday, August 6.
Orin J. Wangen, father of MSAA member Donny Wagen, of rural Albert Lea,
passed away Friday, August 7, 2009. The funeral was held Tuesday August
11, 2009 at Oakland Lutheran Church.

Romie Gessell
Ray Henry
Andrew Imholte

MSAASupplement

3

Publication Staff

Editorial BOARD
John Schultz
Les Stromberg
Frank Imholte

Design
Rock on Design
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Congratulations
The Minnesota State
Auctioneers Association would
like to welcome the next
generation of auctioneers
who recently graduated from
the World Wide College of
Auctioneering: (Left to right)
Hannah Johnson, daughter of
Kurt & Connie Johnson; Isaac
Schultz, son of Mike & Jan Schultz; Cassie Kokesh, daughter of Kaija & Brian
Kokesh and grand daughter of Steve & Carol Reinhart.
Announcements?
Do you have an announcement or thank you to pass along to our
membership? This space is reserved for items of note each month for our
membership to know. If you have any announcement to post, please send
them to Frank Imholte. frank@solditatauction.com
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Lessons Learned Along the Way

Real Estate on Auction
Lessons Learned Along the Way

Les Stromberg
MSAA Vice President
Stromberg Auctioneering, LLC
Contact

H

ello fellow MSAA members! I’d like to pass along
some things that I have learned along the way
about Real Estate Auctions. They are not a means
of last resort as some people may think. Auctions bring
the market to the sellers in a short period of time. With
realistic expectations from the seller, the right advertising,
and the right property, a successful auction is going
to happen.
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Realistic Expectations (price)

The Right Property

We don’t know what the last bid will
be, but we must advise our sellers
what to expect. This is not easy in
a declining market. It must have a
low enough (if not absolute) reserve
to create excitement. Some of my
auctioneer friends are advertising
the reserve and some are not. I
cannot tell you how to run your
auctions, but I see some merit in
using full disclosure with potential
buyers to spread the news of the
sale to potential buyers. Make sure
you have agreement from your
sellers in the contract.

They should be clean!!! We
pressure wash equipment, paint
trucks and tractors, detail the
interiors, but don’t clean the
cobwebs from the basement. If your
budget allows, clean the carpets,
walls, light fixtures, cupboards, and
bathrooms. Make it look inviting to
all potential buyers.

Advertising is key to creating public
excitement for the auction. An
auction of real estate brings all the
attention to the property you are
selling instead of just being one
of many properties available on
the general market. Newspapers,
advertisements, internet, radio,
flyers, and direct mailing are some
ideas. Make sure your budget allows
you to reach all possible buyers.
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Disclose. Disclose. Disclose. An
informed buyer is a better bidder. In
this day and age you must know if
meth or something else was made
on the premises. A simple phone
call to local law enforcement will
allow you to find out. Investigate
what you can about well and
sewers, but remember that property
disclosures must be filled out by the
seller, not the auctioneer.
This might seem basic to a lot of
auctioneers, but I have learned from
some mistakes that I have made
and I hope this might help someone
just starting out. And don’t be afraid
to ask for help.
n
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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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2009 MSAA Summer Picnic Recap

Fun, Family & Fellowship
2009 MSAA Summer Picnic Recap

I

t was amazing how quickly the month of August came
knocking at our door. With back to school sales and
the autumn football season soon underway, the end
of summer is not far off. However, one summer tradition
from days gone by was revived this year…the MSAA
Summer Picnic! For the past few years the summer business
meeting has been relegated to a single day event focusing
on business and education.
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However, this year President John
Schultz wanted to put “family” back
into our annual get-together. As
word of camping and bonfires
spread through the association, it
was clear that many people were
excited to enjoy some food, fun,
and fellowship.
It began on Saturday, August 1,
2009 when many of the Fahey clan
descended upon the Imholte Ranch
in St. Cloud, Minnesota. Executive
Vice President Frank Imholte and
his family were kind enough to
offer to host in lieu of having the
entire association stay at President
Schultz’s Albany apartment. As
the evening progressed, other
auctioneers joined the festivities
and prepared for all the fun that
Sunday had in store!
President Schultz joined camp on
Sunday and was greeted with a
crown, cape, and welcome sign
outside of his “presidential suite.”
As early afternoon rolled around
large RVs and campers were rolling
in two at a time. It became clear that
Frank was going to need to request
stimulus money to pay his August
electric bill. The afternoon began
with trap shooting and a few rounds
of Annie Oakley. Anyone who
wanted to try their hand at shooting
got a chance that afternoon. For
those who were looking for a
greater adrenaline rush, the late
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2009 MSAA Summer Picnic Recap
afternoon included a few rounds
of paintball on the farm. All
who participated brought back
war stories to share around the
campfire. As the sun began to fall
in the sky and more auctioneers
arrived, another competitive
round of trap was shot. Finally
after so many exciting activities
during the day, many gathered
around the campfire for s’mores
and “auction trivia.” It was a
great day for the members of the
association to have fun
and fellowship.

Monday morning began with
our yearly auditing committee
meeting, followed by a brief
informal board meeting and
open town hall meeting for all
in attendance. The main event
for the morning was an excellent
presentation by Molly Robertson
from Southern Minnesota on
maximizing technology and
the internet. (A summary of her
presentation is included in this
issue of the MSAA Supplement)
For lunch, we were treated
to a marvelous spread, the
centerpiece of which was 75

MSAASUPPLEMENT

pounds of beef roast that had been
slow cooking on a spit by Wally
and Bob Laumeyer all morning. It
was unanimously agreed to be
one of the best meals ever served
at an MSAA summer picnic. After
lunch, the business meeting
was called to order. Topics such
as finances, the foundation, our
lobbyist, publications, and life
memberships were all discussed.
However, the highlight of the
meeting was when reigning
MSAA Champion Auctioneer, Paul
McCarten, auctioned off the first of
5 limited edition 60th Anniversary
belt buckles to Matthew Schultz
for $1,500. With only 4 remaining
buckles, all eyes were scanning
the room to see their competition
for buying one at the 2010 MSAA
Conference and Show in
Duluth, Minnesota.
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As members said their goodbyes
mid-afternoon, many were grateful
for the time and friendships shared.
A tradition was reborn and some
are already looking forward to the
summer of 2010.
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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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MSAA Summer Educational Seminar Outline

Today’s Technology &
Marketing Tools
MSAA Summer Educational Seminar Outline

makes you special in the way you
work with them.
n This step is very important and
it is the foundation for creating
a strong, interactive Internet
marketing strategy that will
attract and communicate with
your website visitors.
Step 3:

Broker, CRS, e-PRO, GRI
Contact

Simple Steps to Creating
an Effective Internet
Marketing Plan
Step1:
Make a list of all the websites and
technology products you have.
n If you start with organizing a
list of all your technology tools,
then you can make notes by
each one, indicating if you use
it or why you haven’t used it.
n If some of these tools carry
monthly fees, think seriously
about how long it might take
to get them implemented into
your marketing strategy

Step 2:
Analyze and evaluate where your
business came from last year.
Ask yourself questions and write
down your answers.
•

How many buyers were new
home buyers?
• How many sellers did I work
with last year?
• Where did they live?
• How did they find me?
• What is the profile of my
average buyer/seller?
n By analyzing your answers to
these questions, you’ll uncover
trends on the type of clients
you are attracting and what

MSAASUPPLEMENT
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n Interestingly, the more you
specialize, the more market
share you will gain.
n Make sure your website has
customized content that speaks
directly to your online visitor.
n You want your website to be alive
and conversational!
Foundation and Research is Key

Define your core specialization from
the evaluation.

Molly Robertson

|

n The more you specialize in your
marketing, the more you will be
considered the expert.
n For example: Let’s say you
work in new home construction.
Instead of specializing in the
entire new home market, you
may find that the people you
relate to well are first time home
buyers.
n Being a “New Home Specialist
for First Time Home Buyers” will
bring more credibility with those
in that target market.
Step 4:
Build or enhance your website to
reflect your specialization.
n Another term often used here is
“Target Marketing.”
n You may be thinking to yourself,
“I will lose business by not
offering everything!”
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For a successful Internet
Marketing Campaign, you
must have the vision of what
you want to provide to
your client.
• The first step to a successful
plan is to evaluate your
business, research
your competition, and
understand what your
target market wants.
• Strategies such as competitive
analysis or even keywords
searches for search engines
all play a role in your plan.
• Proper research is
crucial to a successful
marketing campaign.
Do you Agree or Disagree?
If your website doesn’t appear
within the first 30 search results, you
lose approximately 80% of your
potential customers!
Answer: DISAGREE
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MSAA Summer Educational Seminar Outline
Marketing Tip
Your website needs to collaborate
with all other avenues of your
marketing such as:
•

Magazine and print
advertising
• Farming campaigns
• Logo design
These three avenues help to
create an online marketing
strategy that is consistent and will
create effective branding.

Four Components That
Create A Powerful
Marketing Strategy
Branding
CREATE a secondary brand that
complements your personal
brand. This brand should reflect
your target market to attract,
connect, and communicate the
wants/needs of the consumer.
This will also lead to creating
a strong exit strategy for
your business.
PUSH Your Brand! Bring your
brand to life in all your marketing
channels, especially your website.
Have elements of your brand
dispersed throughout your
website to convey the sense of
the brand. This can be done

|

through compelling copy, icon
elements, and animation.

for their situation. This means NOT
linking out to other websites.

companies, IDX searches, home
feedback, etc.

REFRESH your marketing
materials. Your listing and buying
books may have great information
but your brand needs to be
streamlined into these pieces.

INVESTIGATE to find out if you can
have an IDX (Home Search tool
through your MLS) in your site which
brands you as the agent of contact
on all listings.

Search Engine Marketing

CONSISTENCY in all areas of your
marketing channels shows your
presentation and positioning. Your
postcards, business cards, listing
brochures, and email stationery
need to smash your brand.

ASK your IDX vendor if they can
provide you advanced coding
links to show properties for sale
by specifics like price range,
neighborhood, or property type
(golf, luxury, condo, new home, etc).
The more you can manipulate the
code, the better!

COMMUNICATE with clients
using branded email stationery!
You send out personal messages
every day. Let your brand
come through with your email
communication which also
provides traffic to your website.
Web Marketing
INVEST in a unique domain
name that reflects your target
market. This will create an
exit strategy for your business
and work in complement to
your personal brand.
Ex: MinnesotaLakeHomes.com.
COMMUNICATE to your target
market by eliminating “Cookie
Cutter” pages and adding custom
content pages focused on their
needs. The more personalized
the content, the more the visitor
will believe you are the expert

MSAASUPPLEMENT

PLACE these coded links
throughout many sections of the
site. For example, make sure to
include a link on a community page
to see homes specifically in that
community.
COMBINE your content from your
presentation materials. Content
from your listing books and buyer
books can be great information for
your website. Turn them into FREE
reports and ask the visitor to sign in
to see your custom article, or your
customized marketing plan. This is
great fair trade and a great way to
build rapport with your visitor!
INTEGRATE all your existing
tools effectively through all your
marketing channels. Tools such as
e-neighborhoods, lead generating
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RANKING in the search engines is
propelled through strong content in
your website. You must add custom
content to your site reflecting your
target market.
OPTIMIZE your existing site with
targeted keywords, code and linking
strategy.
BUILD A BLOG website in
conjunction with your existing
website to increase positioning on
the search engines. You must be
willing to add content regularly to
the site, such as articles and listings.
Measuring, Monitoring and
Tracking Results
CREATE a list of all the technology
tools you pay for on a monthly or
yearly basis. Make notes by each
one indicating if you use it or why
you have not.
INTEGRATE all existing tools
effectively through all of your
marketing channels. Use tools
such as e-neighborhoods, home
feedback, real pro systems, IDX, and
more to streamline the systems.
MONITOR your systems monthly.
Keep your systems moving forward.
www.google.com/analytics

NEXT »

FULL SCREEN

MSAA Summer Educational Seminar Outline
HIRE a professional to keep you
abreast of technologies and tools
and how to maximize them into
your systems.
www.prostepmarketing.com
What’s Your Strategy for
Success?
1. Are you satisfied with
your website?
2. Does your internet advertising
produce an acceptable return?
3. Can you keep up-to-date with
all the real estate technology
products and services to stay
on the cutting edge?
4. Finally, how do all of these
components fit together within
the context of your budget?

build a series of different
real estate-related
marketing e-mails.
n You then set up a time delay
from one to the other for
delivery, apply the campaign
to a contact e-mail list, and
the rest happens automatically
over days, weeks, months,
or even years.
www.sharperagent.com
Me? A Spammer?
n You could get blacklisted if you
aren’t mindful.
n If you receive 50 e-mails a day
and half are spam, you lose
12.7 hours of productive work a
year deleting unwanted spam!
E-mail Filters

Succeed with e-mail drip
Marketing
Email Drip Campaigns
n E-mail drip campaigns consist
of a series of e-mails sent to a
contact e-mail list over time …
thus the “drip” reference.
n We drip out e-mails over time
to keep our name and Web
site in the minds of our
contact list.
n A good drip system, software,
or service will allow you to

n As spam, viruses, and worms
clog computer mailboxes,
both users and Internet service
providers are finding more
effective ways to combat
unwanted e-mail.
n What if your carefully crafted
e-newsletter to prospects
is being filtered out along
with the instant weight-loss
tips and ads for low-cost
pharmaceuticals?
n Before you panic, try these tips
to keep your message from
being junked:
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Be sure your audience
wants to receive your
communications.
• Use opt-in sign-ups where
prospects must actively sign
up at your site to receive
a newsletter.
• You can even set up a double
opt-in, where you send a
confirmation e-mail to new
subscribers letting them
know they’ll be receiving
your newsletter.
• Provide an opt-out option at
the bottom of your newsletter,
on your website, and on
any paper forms you use to
register new prospects.
• To ensure that recipients who
want your message don’t get
it kicked out by their spam
filter, encourage them to add
you to their address books
and contact lists.
• Be sure vendors and
cooperating brokerages put
your e-mail address on their
company’s spam filter “white
list” of e-mail addresses
they’ll accept.
• Structure your electronic
correspondence to avoid
rejection by today’s
sophisticated spam filters.
n Many Internet service providers’
filters rank an e-mail or
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e-newsletter by assigning weight
to three characteristics:
1. Content
a. Since filters can reject e-mail
on the basis of its number of
trigger words and phrases,
neither the subject line nor
the body should contain
such words such as free,
maximize, guaranteed, profit,
or amazing.
b. Even the too frequent use of
such real estate-specific terms
such as mortgage or interest
rate could get noticed.
c. Avoid overusing punctuation,
capitalization, exclamation
points, dollar signs, currency
values, and special characters
in all parts of the e-mail, as
well as in attachments.
2. Blacklists
a. Unfortunately, ISP blacklists
work on the assumption that
once you’re reported as a
spammer, you’re guilty until
you prove yourself innocent.
b. If you get blacklisted, contact
your ISP and explain your
situation. (This is where your
opt-in strategy can come
in handy.)
c. Before sending out your first
newsletter, ask your ISP what
sets off its spam alarms.
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3. Volume
a. ISPs use volume-based
filters, which stop
transmissions if they exceed
a certain bandwidth or
number of messages
per second.
b. Your ISP will notice if
you send more than 100
e-mails; it could decide you
should be blacklisted. Use
an e-mail management
program, which allows you
to phase the delivery of
large e-mail lists.
n Run a test … before sending
a new or significantly changed
newsletter. To do so, set up
e-mail accounts at several
providers, including America
Online, MSN, and Hotmail.
Then send yourself copies of
the newsletter to see whether
it’s rejected. You may need
to tweak the content of your
communication for
better results.
Keep it Legal!
1. The CAN-SPAM Act requires
that all commercial e-mail
messages have clear and
accurate header information,
an originating e-mail address,
and accurate domain names.

2. If e-mail is intended as
advertising or promotion, it
must indicate so.
3. Business-related promotional
e-mail must provide a “clear
and conspicuous” way for
recipients to opt-out, and
the sender must honor those
requests within 10 days.
4. Senders must provide their
physical postal address in the
e-mail copy.
5. CAN-SPAM provides for both
civil and criminal penalties,
including fines, imprisonment,
and forfeiture of property.

Text Messaging and
Podcasts as Listing
Tools

Text Messaging
1. Text messaging is an increasingly
popular alternative to e-mail
that lets users send or receive
condensed written messages
to and from a cell phone or
smart phone.
2. Several service providers offer
products tailored to real estate
that allow potential buyers to
request information from their
wireless handheld device and
receive an instant response with
details on the home.
3. Current providers of this
service include:
a. Cell Signs from QWASI Inc.
cellsigns.com
•

Text Messaging and Podcasts
n Use these communication
tools to promote your listings
to the growing legion of home
buyers and sellers using the
new media.
•

•

Agents who convince sellers
that they’ll do the most to
market a home usually get
the listing.
That could mean pulling
out all the marketing stops:
open houses, flyers, ads,
virtual tours—and even text
messaging and podcasts.

MSAASUPPLEMENT

•

•

When a potential buyer
enters the property’s ID
code featured on the
sign, the service responds
with a brief description of
the home, photos, price,
contact information, and
the opportunity to connect
directly to the salesperson or
schedule a showing.
The service also notifies the
real estate professional with
contact information for each
prospect accessing
the service.
You can pay monthly for
the service or buy the signs
in bulk.
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b. House4Cell from Cellit, LLC
www.House4Cell.com
n Provides a code that interested
buyers can enter to receive
property information via text
message. Meanwhile, the
prospective buyers’ contact
information is forwarded to the
listing agent.
n Pricing varies depending on the
number of codes. All packages
include unlimited inquiries.
Podcasts
1. The term itself was spawned by
the surging popularity of Apple
Computer Inc.’s iPod. A podcast
is any type of audio file that can
be delivered to iPods, portable
MP3 music players, or computers
for playback.
a. For real estate purposes,
podcasts are a new take on
the audio narration already
offered by some virtual tours.
b. As with audio narration,
prospects can play back
the podcast while viewing
property information online.
c. They also can download the
file to their iPod or other MP3
player for playback later or
while viewing the property.
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2. Current providers
a. A la mode, a technology
developer for the real
estate industry, offers free
podcasting of listings to
current users of its Agent
XSitesWeb site services.
www.AgentXSites.com
•

•

•

•

With this new feature,
practitioners can record
and upload an audio
description of a listing.
This audio file is then
included with other listing
information on
the website.
Potential buyers can click
a screen icon to play the
file or download it to their
portable music player.
Buyers also can subscribe to
a service that automatically
updates their portable
players with new podcasts
of listings.
The company expects to
announce a video version
of the service soon for
iPods equipped with videoplayback capabilities.

b. RealEstateShows.com is a
video podcast solution.
•

•

This option allows
subscribers to create a
video podcast from digital
photos of the home.
The file can be viewed
on the iPod screen or
displayed on a TV monitor
connected to the device.

•

You can create an unlimited
number of videos for an
annual fee.

Should You Add These Services
1. Both text messaging and
portable music players have
already proven their appeal,
especially among younger
consumers, and have the
potential to become standard
tools for real estate marketing.
2. Employing them now could
demonstrate to sellers that
you’re equipped with all the
latest technological options to
market a home—which could
make all the difference when
sellers decide who gets
the listing.

Great Ways to Invest in
Technology
Under $300

n Go wireless with a WiFi network
or Bluetooth equipment at home
or in a small office.
n Invest in portable storage
solutions such as a hard drive or
a USB flash drive so your data is
always backed up.
n Subscribe to web-based fax
services to receive important
documents anywhere.
n Secure your systems.
Firewall, antispyware, and
antivirus software protect
hardware against theft and
unauthorized access.
n Extend the warranty for hardware
with a service plan.
Under $1000
n Subscribe to wireless data or
WiFi services so you’re always
accessible and within reach of
the web.
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n Buy a mobile printer so you can
print in the field.
n Upgrade to a new digital camera
to take advantage of advances in
features, image sensors,
and optics.
n Purchase a smart phone for
all-in-one portability for your
mobile communication and
information needs.
Under $1500
n Replace your computer with one
of the latest notebooks, tablet
PCs, or desktops that have a
faster processor, more memory,
and a bigger hard drive.
n Add a GPS to your vehicle for
turn-by-turn directions on
the road.

n Upgrade your cell phone
with mobile e-mail or camera
phone capabilities.
n Buy a multifunction ink-jet
printer to save space and
stretch your budget.
n Buy a basic PDA so that
essential contact and schedule
information is always available.
n Increase the RAM on your
desktop or notebook PC for
more power.
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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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2009 NAA
Conference & Show
Photo Recap

Above: MSAA representatives visit the
NAA Headquarters and Museum. (Left
to right: Andy & Jessica Imholte, John
Schultz, Peggy & Frank Imholte, Steve
Reinhardt, Cary Aasness, Jan & Mike
Schultz, Matt Schultz
Right: Steve Reinhardt points to
his and wife Carol’s contribution
on a plaque at the NAA’s National
Headquarters.

MSAASUPPLEMENT

Above: The NAA Foundation Museum
was filled with mementos and pieces of
history recognizing Minnesota’s rich auction
heritage.
Above-Right: The B.J. Coates cane was on
display after being dontated many years
ago by MN Hall of Fame member Martin
Lampi.
Right: MSAA member and Foundation
Trustee, Judd Grafe, presents a very
informative educational seminar on business
liquidation.
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Above: MSAA Members gather for breakfast one
morning during the trip to Overland Park, KS.
Education may not be the only reason to attend
the NAA Conference and Show. The International
Auctioneer Championship brought competitors from
around the world.
Right-Above: MSAA members Paul McCarten, Rod
Johnson, and Troy Orr represent Minnesota by making
the final 15 in the men’s division of the IAC.
Right: MSAA member Kristine Fladeboe-Dunick
represent Minnesota by making the final 7 in the
women’s division of the IAC.
Far-Right: Many competed but new member of the
MSAA, Issac Schultz, brought home the hardware
as the reserve champion in the International Junior
Auctioneer Championship.
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A Message from NAA Leadership

The Goals of a New President
A Message from NAA Leadership

Scott Musser
President, NAA
Musser Bros. Auctions
Contact

S

cott Musser, CAI, BAS is beginning his term as
president of the National Auctioneers Association.
The goals he has for his presidency will help continue
to move the NAA toward its vision of “unifying and
leading the auction and competitive bidding industries
to be the preferred method of sale for personal and real
property in all segments of the economy.”

That’s because Musser believes
in the business plan process
established by the Board in the fall
of 2008. At that time, the Board
adopted the vision statement
above, as well as its new mission,
“promoting the professionalism of
Auctioneers and Auctions through
education and technology.”
The Board also adopted objectives
that will lead the direction of the
organization during the 2009
fiscal year. Musser’s goals for his
presidency fully support these
objectives.
Education and technology are two
of Musser’s passions, and as such
form two of the four of his goals:
1. E
 ducate our members and
improve our education
offerings and delivery methods
2. C
 reate a way for members
to collaborate virtually, share
resources
3. C
 reate benefits and
opportunities for all auctioneers
– aspiring to retiring
4. H
 elp our members embrace
technology
Musser understands that the
way to accomplish these goals
is to continue to strengthen the
partnership between the local state
associations and the NAA. For
example, the NAA and the Trustees
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must continue to find ways to make
education affordable, accessible,
and convenient. As such, the NAA is
investigating ways to begin offering
webinars – a series of live interactive
educational programs that will last
60 to 90 minutes and are offered
over the internet. These programs
will be recorded and offered
through an archive.
Many of these programs may qualify
for state continuing education
credits, but the NAA doesn’t have
the resources to apply for all states.
As such, the states could work to
make sure that these programs
qualify for CE credit as an incentive
for their members. That provides
members value for their state
membership and for their national
membership. The webinars also
help members understand what
technology can do for them –
another of Musser’s goals.
Musser’s hands-on approach is
most visible through his work with
the Technology Committee as they
create a new site that focuses on
consumer interest in finding items,
auctions, and Auctioneers. The site
will focus on helping consumers
use the Auction Calendar. Once
completed, the NAA will begin to
market this site more intentionally.
But Musser encourages people not
to wait to use the Auction Calendar.
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“It’s a tool that is now available
on auctioneers.org,” he said.
“Consumers are already using it and
if you don’t have your inventory
listed by item, you are missing out
on a potential sale or on bigger
proceeds for your sale.”
To use this tool, go to auctioneer.
org and log onto the members’
site and follow the instructions on
how to input your inventory into
this system. If you have difficulties,
please call membership at 913-5418084.

“

Working with the states, we can have
more hands and feet on the ground and
we need to take advantage of that. We need
to work together if auctioneers are going to
benefit. I’m convinced now that we can.

A new member website is also on
the docket for 2009/10. Musser said
one of the biggest features that he
wants with this new site is a way for
auctioneers to electronically help
auctioneers by sharing documents
they use to improve their business.
Musser said he hopes to see the
new member website up in late fall.
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Musser said it is his goal as
president to bridge the auction
profession. He knows that there are
people who believe that the NAA
has lost its way with the traditional
bid caller. As an IAC champion,
he knows the importance of bid
calling. But he also understands
that technology has changed the
business, and that there can be a
blend between the old and the new.
Musser’s four goals will form the
priorities within the organization.
They fit within the business plan
adopted by the Board and will
require assistance from the state
associations to be successful.
“Working with the states, we
can have more hands and feet
on the ground and we need to
take advantage of that,” he said.
“We need to work together if
auctioneers are going to benefit. I’m
convinced now that we can.”

”
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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
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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, 2009
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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:
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MSAA Membership Application

MSAA Membership
Benefits of Membership and Application
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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

