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Welcome

Contents

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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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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Thursday, January 6 – Saturday, January 8, 2011
Holiday Inn, St. Cloud, Minnesota
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MSAA Board of Directors

Announcements

Officers

Announcements?

Les Stromberg, President
Andrew Imholte, Vice President
Frank Imholte, Executive Vice President
Lowell Gilbertson, Executive Vice President Emeritus
John Schultz, Immediate Past President

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

Directors
Terms Expiring 2011
Samantha Ediger-Johnson
Kevin Hiller
Paul Witte

Terms Expiring 2012
Tony Elfelt
Rod Johnson
Lance Quam

Terms Expiring 2013
Austin Bachmann
Chris Fahey
Bret Walters
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Publication Staff

Editorial BOARD
Les Stromberg
Andrew Imholte
Frank Imholte

Design
Rock on Design
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01.06.11 Thursday

Top-Notch Education

7:30 a.m.–5:00 p.m.	Registration
8:00 a.m.–3:00 p.m.	Vendor Setup
8:00 a.m.–12:00 p.m.	Real Estate: Fair housing and disclosure
Don Landwehr

2011 Conference and Show Schedule

8:00 a.m.–12:00 p.m.	Technology Summit
John Schultz and Andy Imholte
12:00 p.m.–12:45 p.m.	Lunch
12:45 p.m.–4:15 p.m.	Real Estate CE: Short sales and how auctioneers set
the value of real estate
Don Landwehr

W

ith 2011 right around the corner, it’s never
too early to start planning your next MSAA
Conference and Show. Take some time to survey
the many offerings available to you as a member. This
year the MSAA has been approved to provide continuing
education for NAA Designations (CAI, AARE, CES, BAS,
GPPA, ATS). Pack your bags and join us January 6–8 and
take one big step into the future.

12:45 p.m.–4:15 p.m.	Technology Summit
John Schultz and Andy Imholte
3:00 p.m.–5:00 p.m.	Contest Item Check-in
5:00 p.m.–5:30 p.m.	Contestant Rules Meeting
6:00 p.m.–9:00 p.m.	MN State Champion Auctioneer Contest
9:00 p.m.–Midnight	Champion Auctioneer Reception

01.07.11 Friday
7:00 a.m.–7:45 a.m.	Roundtable
7:45 a.m.–8:30 a.m.	Breakfast
8:30 a.m.–3:00 p.m.	Registration
9:00 a.m.–11:00 a.m.	Service with Shazaam, Keynote
Mark Mayberry
11:00 a.m.–12:00 p.m.	Marketing Contest Check-in
12:00 p.m.–1:00 p.m.	Lunch
1:00 p.m.–2:30 p.m.	Customer Service Seminar
Mark Mayberry
1:00 p.m.–2:30 p.m.	Bidcalling Seminar
Conference details are subject to change.
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2:45 p.m.–4:15 p.m.	Nomination Committee Interviews
2:45 p.m.–4:15 p.m.	Customer Service Seminar
Mark Mayberry
2:45 p.m.–4:15 p.m.	SWOT Analysis Seminar
Randy Wells
2:45 p.m.–4:15 p.m.	Fun Auction Item Check-In
4:30 p.m.–5:00 p.m.	Social
5:00 p.m.–6:00 p.m.	Recognition Banquet
5:00 p.m.–6:00 p.m.	Junior Auctioneer Dinner
6:00 p.m.–6:30 p.m.	Junior Auctioneer Showcase
6:30 p.m.–9:30 p.m.	Fun Auction

01.08.11 Saturday
7:30 a.m.–8:30 a.m.	Breakfast and Town Hall Meeting
8:30 a.m.–10:00 a.m.	Business Liquidation 101: Part 1
Judd Grafe
8:30 a.m.–10:00 a.m.	Real Estate Seminar
Randy Wells
10:15 a.m.–11:45 a.m.	Business Liquidation 101: Part 2
Judd Grafe
10:15 a.m.–11:45 a.m.	Marketing Wildcard Seminar
Andy Imholte, John Mindiola III, Johnathan Harsdorf
10:15 a.m.–11:45 a.m.	Becoming the Leader in You
Kristine Fladeboe-Duninick
12:00 p.m.–1:00 p.m.	Awards Luncheon
1:15 p.m.–3:15 p.m.	MSAA Bi-Annual Meeting/MSAF Board Meeting
1:15 p.m.–3:15 p.m.	Auxiliary Annual Meeting
6:00 p.m.–8:00 p.m.	President’s Banquet
8:00 p.m.–10:00 p.m.	Hall of Fame Reception
8:00 p.m.–Midnight	Live Music
Conference details are subject to change.
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Education You Can’t Miss

Conference and Show…Be There

In the past 27 years that I have been
an Auctioneer, I have witnessed
some huge changes. I started
without a PA system and found
out you can only shout for about 6
hours, and hope you don’t have to
sing in Church on Sunday. Banks
did most of the clerking. Set up,
cleaning, and selling was done by
the auctioneer. We worried about
the weather and everything else
you could think of. Now, we do
about 95% of our auctions online.
But we still worry, except not about
the weather, because we care about
the clients and what is in their best
interest.

Education You Can’t Miss

Les Stromberg
President, MSAA
StrombergAuctioneering.com
Contact

T

his will be the last article I write as President of the
MSAA. I have learned so much, and as the saying
goes, “who says you can’t teach an old dog new tricks.”
It has been my pleasure to serve you, the membership. I also
want to thank those who made it possible. First, thanks to
my family, as they have made it possible for me to put in the
extra time involved to serve three years on the board and
two years as an officer. Thank you MSAA board members
- who make all things possible. You have been great to work
with. Thank you Mr. President Elect, Andrew Imholte. You
have stepped up and made my life easier.

In the past five years the Board
has accepted challenges and
embraced change. We now have
a Lobbyist watching and listening
at the Capitol and keeping our
best interests in mind. We have
more challenges coming such as
online bidding. It is here to stay
MSAA members; how are we going
to adapt? This is an exciting time
for the auction industry. So again
I’d like to quote one of our Past
Presidents, Richard Berens, “It’s
your future, be there.” And the
future is the 2011 Conference
and Show at the Holiday Inn from
January 6–8, 2011, in St. Cloud,
Minnesota.
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We have great speakers lined up
such as my friend Randy Wells from
Idaho. He is a Past President of the
NAA, and a graduate of CAI, AARE,
BAS, CES, and GPPA. I am also very
pleased to have some of our own
members putting on seminars:
■■

John Schultz and Andy Imholte
will present a Technology
Summit. Like Andy said, “Les,
you need this—you better be
there.”

■■

Hannes Combest, Chief
Executive Officer for the NAA
will speak on the State of the
Industry.

■■

Our Key Note speaker, Mark
Mayberry, has spoken to and
energized audiences all across
the Nation.

■■

Judd Grafe of Grafe Auction
does Business Liquidations in all
50 States.

■■

Kristine Fladeboe-Duininck, Past
MSAA Auctioneer Champion
and 2010 International
Auctioneer Champion
sponsored by the National
Auctioneers Association.

I am very excited and pleased with
our speakers and I know you will be
too. A great big thank you to the
Membership for letting me serve
you. It has been my pleasure. See
you in St Cloud.
■

Old Fashioned Skills Required

Benefit Auctions
Old Fashioned Skills Required

Tony Elfelt
Director, MSAA
AAA Auction and Realty Company
Contact

M

ost of us are asked to do benefit auctions from
time to time. In fact, some members of our
association have even limited their business to
benefit auctions. Others volunteer their services from time
to time to help worthwhile organizations. I started out
volunteering my services too; however, I soon realized that
I was bringing in so much money for my clients, it really
wasn’t right for them not to compensate me.

|
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Your Fee

Your Client’s Expectations

So, for all but a few organizations
that have a special connection
with me, I started charging for my
services. After all, not everyone can
do what we do. If you can get on
stage and entertain your audience
while at the same time raise
buckets of money for your client,
you are a unique professional. You
have a special skill that others lack.
In fact, I bet there are more people
who can write a contract than those
who can get up on stage and do a
good job at a benefit auction. So,
I encourage you to charge a fair
amount for the services you provide.

As you can see in the contract,
it is important that you have
a discussion with your client
regarding what their expectations
are. Do they want you to attend
meetings and consult with them
in all phases of the event, or just
come in and sell some items?
Simple things such as: what time do
you need to arrive, will dinner be
provided, and what you should wear
are also covered in the contract, as
is whether you will be providing
a ringman. The contract cannot
address every possible item though,
so it will be up to you to initiate
discussions with your client about
such things as: the number of items
to be sold, how, when and whether
to do a Fund a Need, the order of
sale, and any other miscellaneous
tasks the client expects you to do.
Examples include: Heads and Tails,
announcing drawing winners and
silent auction closings, or even
being the event emcee.

Your Contract
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Once you have a commitment from
your client, you need to put it down
on paper. As a lawyer, I have found
that my contracts have been in a
constant state of change. Although
my secretary gets pretty frustrated
with me, I believe that each change
makes the contract better. I use
different contracts for different
types of auctions and the benefit
auction contract is the most basic
one of all.

Your Ringman
Most groups will offer to provide
spotters for you. I never turn those

Old Fashioned Skills Required

“

down; however, I also never count
on them to be of much help. Let’s
face it—normal folks don’t like
to draw attention to themselves
by standing and hollering in the
middle of a group of seated
people, especially those dressed
in elegant gowns and fancy suits.
A good ringman however, enjoys
the spotlight. They will stand on a
chair or sit on a lap if it will bring
in another bid. A good ringman is
not just a spotter; he is really more
of a pickpocket. If someone is on
the fence about bidding, a good
ringman will make sure you get your
bid. They are a professional who
deserves to be paid, so I encourage
you to persuade your clients that
the extra fee being charged for
the ringman will pay for itself many
times over.

A good ringman is not just
a spotter; he is really more of a
pickpocket.

”

Your Performance
Most important to your client (and
to you as well) will be the bottom
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line. Did you help them meet
and hopefully surpass their goal?
Most important to your audience,
however, will be whether you were
entertaining, fun, melodic, efficient,
and most of all whether you shared
a sincere desire to help their cause.
As the auction industry turns
more and more to online bidding,
benefit auctions are still one place
where the skills of old fashioned
bid calling are still required. So if
you like bid calling, benefits are
just the thing for you. Since the
money raised at benefits goes to
worthwhile causes, you also get
the added satisfaction of knowing
you helped accomplish something
important for other people.
■

MSAASUPPLEMENT
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Framework for Success

SWOT Analysis
Framework for Success

Randy Wells
Past President NAA
Realty Auction Services, LLC
Contact

I

am truly looking forward to seeing everyone at the
Minnesota State Conference and Show in January.
State conventions are a great time to see old friends,
make new ones, and experience one of the best auction
networking and educational opportunities available.
Remember, it is not just the educational opportunities
during the seminars, it’s the question and answer time
you can get during meals, the hallway talk and after hour
conversations you get from other experienced auctioneers
attending the convention.

On Friday, January 7th, I will
present one of my favorite
seminars on “S-W-O-T.” The
SWOT analysis is an extremely
useful tool for understanding and
decision-making for all sorts of
situations in life, in your business,
or for organizations such as MSAA
and The National Auctioneers
Association. S-W-O-T is an acronym
for Strengths, Weaknesses,
Opportunities and Threats. A
SWOT analysis will provide you with
a good framework for reviewing
strategy, position, and direction
for an individual or your Auction
Company. We will talk about how
you can use a SWOT analysis
for business planning, strategic
planning, competitor evaluation,
marketing, business, or maybe even
how it can help you have a little
better quality of life in everything
that you do. Whether you sell
Personal Property, Real Estate,
or do Benefit Auctions, a SWOT
analysis will help any auctioneer or
auction company become more
profitable.
Saturday’s presentation, “Real
Estate: The Good, The Bad and
the Ugly,” will be mainly about
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working with Realtors and how it
can be good, bad, or get pretty
ugly. What type of land mines have
we encountered and what could we
do in the future to alleviate or side
step the next land mine. This will
be a full class discussion so please
bring your best Real Estate Auction
story where you can get a “pat on
the back” for a good auction story,
a “new heart” for a heartbreaking
story, or maybe a new brain for that
new “great idea.”
Between now and Conference and
Show I would ask that anyone who
has any type of auction question, or
any question about NAA, to please
submit their questions to me in an
email so I can be sure to discuss
with you the three most interesting
questions submitted, possibly more
if time allows during the seminars
or during the NAA allotted time.
Please submit these questions to
randy@RealtyAuctionServices.com.
I hope to see you all at the MSAA
Conference and Show in January,
and please remember, attending
auctioneer conventions doesn’t
cost, it pays.
■

Lockstep and Reverse

Two Ways to do “Two-Ways”
Lockstep and Reverse

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

F

rom time to time, I receive a complaint from a bidder
about a “two-way” offering. Invariably, the bidder
lost what he wanted because the auctioneer used
this selling method and the bidder concluded it’s illegal or
unethical. These bidders always view the auction equation
from their own desire to buy low and never from the seller’s
desire to sell high. Such is the blinding power of financial
interest.

A two-way offering is a common
auctioneering technique. It’s
typically used where an auctioneer
has a group of similar items that
might be desirable to some bidders
as individual pieces and to others
as a whole set. A suite of furniture
is a good example. There may be
bidders who would like to buy the
furniture by the piece, as well as
other bidders who would prefer to
buy it together as one lot.
The auctioneer wants to find the
bidder(s) who will pay the most for
the pieces comprising a set. By
offering the set’s components in
two rounds of bidding (the pieces
individually and then the pieces in
aggregate), the auctioneer appeals
to all interested bidders. This “twoway” offering will find the top
selling price in the crowd for the set
and the auctioneer doesn’t have
to guess whether the pieces would
have fetched more individually or
collectively.
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Here’s how it works. Let’s assume
the auctioneer is going to use the
traditional two-way approach of
offering a set’s pieces individually
in the first round, followed by the
whole set as one lot in the second
round. The correct method in the
first round is to “recognize and
hold” the highest, respective bids

|
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on the individual pieces and not
declare anything to be “sold” at
this point. This is done until each of
the pieces comprising the set has
been exposed to bidding.
[Caveat: If an auctioneer declares
a piece to be “sold” during the first
round, a contract for sale will be
immediately formed between the
seller and the high bidder. This is a
fatal mistake for a two-way offering,
so auctioneers must be focused
and careful about what they do
and say.]
Once the first-round bidding has
been concluded, the auctioneer will
announce the total of the highest
bids on the individual pieces. A sale
of the pieces will be contingent on
the result of the second round of
bidding.
A bid above the total of the highest
bids in the first round would be
the starting point for bidding on
the whole set in the second round.
After the second round has been
concluded, the auctioneer will sell
the pieces, either individually to the
respective first-round high bidders,
or as an entire set to the highest
second-round bidder, dependent
upon which way generates the
greatest total selling price.

Lockstep and Reverse
Whole-set bidders who sit out the
first round of bidding are a problem
for the auctioneer. That’s because
they don’t participate at this stage.
Consequently, the price needed
to win the whole set in the second
round will be less than if additional
bidding had further increased the
individual-piece prices in the first
round. While sitting out the first
round is in the financial interest of
the whole-set bidders, it’s contrary
to the interest of the seller. So
what’s an auctioneer to do?
I love to learn from smart,
innovative people. I’m talking
about people who don’t walk in
lockstep with everyone else, but
have a vision and drive to do
things differently and better. One
of the best in auctioneering is
Fred Reger of Manassas, Virginia
(www.bid2own.com). Reger is a
true student of auctioneering who
analyzes every nuance to determine
what works best, when, and why.
He taught me a terrific strategy
for auctioning sets that is the
opposite of the customary manner
of breaking a set up and offering its
pieces individually in the first round,
and then putting it together and
offering it as one lot in the second
round. Here’s Reger’s reverse
strategy:

“

While sitting out the first round
is in the financial interest of the
whole-set bidders, it’s contrary to
the interest of the seller. So what’s
an auctioneer to do?

”
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To prevent the whole-set bidders
from sitting out the first round on
the individual pieces, Reger turns
the table by first offering the set
intact. This forces the whole-set
bidders to bid their top money at
the outset. Otherwise, they risk
losing the set to the individualpiece bidders in the second round.
Once Reger has established a high
bid for the whole set in the first
round, he breaks the set up and
offers its pieces individually. The
second-round bidders will know
what total the individual pieces
must reach in order for them to
win the bid from the top whole-set
bidder, and Reger regularly reminds
them as he moves from one piece
to the next.
Simultaneously, the top wholeset bidder is often forced into also
bidding on the pieces individually
in the second round. This happens
when this bidder wants to be
certain that he gets the piece(s) that
he wants most—one way or another.
Reger encourages the top bidders
in both rounds to voluntarily
increase their bids while the
bidding is open. So if a bidder
were high at $900 on a dining table,
Reger might ask the bidder if he

Lockstep and Reverse
would like to go to $1,000 before
closing the bidding on that item.
He reports some bidders will bid
against themselves to increase their
chance of ultimately winning the
pieces they want.
This reverse technique has worked
successfully for Reger for years and
he says he believes it consistently
achieves higher prices than the
traditional order of conducting a
two-way offering (i.e. individual
pieces followed by the whole set).
Auctioneers who have never tried
this approach should give it a turn.
A two-way offering is a marketing
tool auctioneers use to maximize
selling prices. These offerings pit
different bidders, with different
goals, against one another and
force them to compete. When fully
disclosed and properly executed, a

“

[Reger] says he believes it
consistently achieves higher prices
than the traditional order of
conducting a two-way offering.

”
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two-way offering is both legal and
ethical. For a seller, it’s also highly
desirable.
So long as auctioneers operate
within the law, they shouldn’t
hesitate to be innovative and
energetic in working to achieve top
dollar for sellers’ assets. That’s why
auctions are conducted. 
■
Steve Proffitt is general counsel of J. P. King
Auction Company, Inc. (www.jpking.com)
in Gadsden, AL. He is also an auctioneer
and instructor at both Reppert School of
Auctioneering in Auburn, IN and Mendenhall
School of Auctioneering in High Point, NC.
This information does not represent legal
advice or the formation of an attorney-client
relationship and readers should seek the
advice of their own attorneys on all legal
issues. Mr. Proffitt may be contacted by
email at sproffitt@jpking.com.
John Stephen Proffitt III
© February 10, 2010
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2011 MSAA C&S Registration Form
ADVANCED REGISTRATION DEADLINE: December 1, 2010

Per Person registration for Friday & Saturday	Price
Advanced Registration (postmarked before Dec. 1, 2010)

$200.00

Name: 

Normal Registration (postmarked before Dec. 15, 2010)

$250.00

On-site Registration

$300.00

Spouse or additional attendee’s name: 

Per person one day only (indicate day)

Address: 

Thursday

Friday

Advanced Registration (postmarked before Dec. 1, 2010)

$100.00

Normal Registration (postmarked before Dec. 15, 2010)

$125.00

Cell: 

On-site Registration

$150.00

Email address: 

Thursday Education Technology Seminar
(Lunch included/ticket event)

City:

State:

Zip Code: 

Phone: 

The Holiday Inn in St. Cloud has a group of rooms blocked through
Saturday, December 4, 2010. You must register separately with the hotel
for your rooms. We have a special rate of $89.95 per night plus taxes.
Call 1-320-253-9000 to reserve your room today.

Advanced Registration (postmarked before Dec. 1, 2010)

$50.00

Normal Registration (postmarked before Dec. 15, 2010)

$75.00

On-site Registration

Qty

Thursday Real Estate Seminar: How Auctioneers Set the Value of Real Estate
(Lunch included/ticket event)
Advanced Registration (postmarked before Dec. 1, 2010)

$50.00

Normal Registration (postmarked before Dec. 15, 2010)

$75.00

On-site Registration

$100.00

Total:

Please send a separate check for dues from registration if paid at
the same time.
Complete this form and send along with your check(s) to:
Frank Imholte, MSAA EVP
8160 CO RD 138
St Cloud, MN 56301
1-800-440-9398

MSAASUPPLEMENT
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$100.00

(Not Approved for Real Estate Continuing Education in Minnesota)
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Annual Dues Only $100

MSAA Membership Application

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

New Membership

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.

Name: 

Membership Benefits

City:

State:

County:

MN License Number: 

■■

■■

16

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 Renewal
Membership Reinstatement
Company Name: 
Address: 
Zip Code: 

Email: 
Work Phone: 
Home Phone: 
Cell Phone: 
Signature of Applicant: 

■■

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

Spouse Name: 

■■

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

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.

Auxiliary Dues - $5.00

Questions? Call Toll Free! 800-440-9398

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.

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

MSAASUPPLEMENT
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Has the Nominee specialized in any particular field of Auctioneering?

MSAA Hall of Fame Nomination



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

List educational background of the Nominee. (Include offices held, current
and past):
1) 
2) 
3) 

Residence Address: 
Business Information:

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

Name of Firm: 

1) 

Position: 

2) 

Number of Associates or Partners in Business: 

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:

Phone: 

Business Address: 
Phone: 

1) 

Personal and Family Information:

2) 

Name of Spouse: 
Does spouse participate in the Auction profession?

Yes

No

If yes, explain: 
Is spouse a member of the MSAA Auxiliary?

Yes

No

Give names and ages of children: 


3) 
Previous recipients of the MSAA Hall of Fame Award have established some
general qualifications which they feel each Nominee should possess or have
shown. Please reflect your personal assessment of the Nominee with
respect to: HONESTY, HIGH ETHICAL STANDARDS, WILLINGNESS TO
SHARE WITH OTHERS, STANDING IN HIS OR HER COMMUNITY, AND
MASS CONTRIBUTIONS TO THE AUCTION PROFESSION.

General Professional Information:

Narration: (Attach separate sheet.)

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

Submitted by: 



Address: 

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

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

How long has the Nominee been a member of the MSAA?
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(Attach separate sheets if necessary.)
Auxiliary Participation:
1) 
2) 

■■

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

3) 

■■

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

5) 

■■

Participation in a related business to the auctioneering profession.

■■

Active in community, church, charitable or volunteer organizations.

4) 
Community Activities:
1) 
2) 
3) 

Name: 

4) 

Address: 
City:

State:

5) 

Zip Code: 

Personal Comments: (Attach separate sheet.)

Phone: 

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

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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CHECKLIST

Annual Scholarship Application

1. Scholastic Information – GPA: 
(If senior in high school or current college full-time student. Need not be official.)

2.	Honors or Community Involvement:

Two Scholarships of $1,200.00 each (subject to change)
from the MSAA & MSAA Auxiliary
One Scholarship of $1,200.00 (subject to change)
“Vi and Orlin Cordes Memorial Scholarship”
Deadline: November 1, 2011

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

a) 
b) 
c) 
d) 

Date: 
Name

e) 

Age: 

f) 

Address: 
City:

State:

Telephone:

Date of Birth: 

g) 

Zip Code: 

Relationship to ACTIVE MSAA or Auxiliary Member:
Child

Grandchild

Niece

Nephew

Auctioneer Spouse

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

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.

Name of Relative: 
Address: 
City:

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.

State:

Absolute Deadline – Must be postmarked by November 1, 2011

Zip Code: 

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

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

High School Graduated from:

Year: 

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

Address: 
City:

State:

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

Zip Code: 

Name of College or University of enrollment: 
Address: 
City:

State:

Scholarship Committee Chairperson: Grace Fladeboe
Committee Members: Rosi Przybilla & Sara Fahey

Zip Code: 
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