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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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Announcements
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Rock on Design 

thank You

Thank you again for inviting me to join you for lunch at the Minnesota 
convention in January. I enjoyed meeting all of the auctioneers - what a 
group of very nice people. Thank you again for thinking of Gillette when you 
decided to hold a kids auction and raise money to support our work. I am 
honored that you would think of us. 

Margaret E. Perryman 
President/CEO 
Gillette Children’s Specialty Healthcare

get Well Soon

Joanne Laumeyer just had an operation for a tumor that was just located 
pressing against her brain. The surgery went well. As a past president and 
hall of fame member of the auxiliary on both a state and national level, she 
has given so much to our association. Please take time to say a prayer for 
her and send her a card.

Her mailing address is: 2547 SE 21st Place, Cape Coral, FL 33904

Announcements continued on next page
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deaths

Debi (Langlois) Theorin, wife of MSAA member Carl Theorin, 52, of Merrill, 
passed away Sunday, January 22, 2012 at her home surrounded by her 
family due to complications of Leukemia and a Bone Marrow Transplant. Her 
positive attitude toward everything in life was what she was known for and 
her influence on the people around her was remarkable. 

Beverly Lou Hull, wife of Dwane Hull, 60, of Austin, died Tuesday, Feb. 14, 
2012, at Saint Mary’s Hospital in Rochester. Over the years, she held various 
jobs including working for Hull Auction Services. Bev’s favorite activities 
included camping, campfires, horses, beaches, and traveling. She loved her 
flowers. Her pride and joy were her grandkids and their activities.

Darlene Elizabeth (Peters) McCartan, mother of MSAA member Paul 
McCartan, 84, of Rolfe, IA passed away Saturday, February 18, 2012. Funeral 
services were held February 23, 2012 at St. Margaret’s Catholic Church 
in Rolfe, IA. Darlene was a member of St. Margaret’s Ladies’ Society. She 
was lovingly known as ‘Grandma Dar’ by many children other than her own 
descendants. Darlene was also famous for sewing quilts, baking cookies, 
and pies. 

Genevieve “Gen” Wagner, age 82, died Friday, February 24, 2012. Funeral 
services were held Thursday, March 1, 2012, at 1:00 PM, at Trinity Lutheran 
Church in Blue Earth. Gen was married to Wayne Wagner. She was an 
integral part of the family auction business. She established the United 
Clerking Company which partnered with Wagner Company Auctioneers.

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

mailto:frank@solditatauction.com
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State of the Association Address
From the Desk of the President

Mark rime
President, MSAA

Rime Auctioneering

Contact  

Greetings to all members of the MSAA! Can you 
believe this winter that we are having?! As I look 
out my window I see more grass than snow. As a 

former snowmobile owner, I feel sorry for the many people 
who depend on winter to make a living, such as resort 
owners, snowmobile dealers, snow enthusiasts, and snow 
removal jobs. Think of the money that they are losing  
this winter! 

of the MSAA and President of 
the MSAA Auxiliary for the 2013 
Conference and Show! 

For those of you who are not 
familiar with us, Conny and I have 
four children and a family-run 
Auction Company. We do Live and 
Benefit Auctions and are moving 
forward to do online auctions  
as well.

Since 1989, we have attended each 
MSAA Conference and Show, with 
the exception of two, and we have 
always had a wonderful time! This 
brings me to something that I 
would like your help with: the other 
night I was sitting at my laptop 
looking at midwestauctions.com 
(can you imagine that–HAHA! me 
sitting at the laptop on a Saturday 
night!), and I noticed several 
auction companies that I have seen 
at the Conference and Show in the 
past who I have not seen now for 
a number of years. Do we need to 
change something?

Frank informed me that we have 
about 350 members in the MSAA 
and approximately 120 attended 
the last Conference and Show. 
Wouldn’t it be GREAT to get them 
all back! Your thoughts in achieving 
this goal for the current Board 

of Directors would be greatly 
appreciated. I know that we have 
different goals and objectives: 
some are doing live auctions, live 
and online; some of us are doing 
only online; and some are doing 
Benefit Auctions. We are going to 
try and tailor the 2013 Conference 
and Show to meet the needs  
of everyone.

In order to meet your needs,  
we would appreciate any 
suggestions and comments 
that you may want to address 
at the upcoming Conference 
and Show. Please send them to: 
rimeauctioneering@gmail.com.

As I said in January at the last 
Conference and Show: back in 
the 80’s, 90’s, and 2000’s we were 
driving down the same road only 
in different cars trying to get live 
auctions. Now we are driving 
down different roads trying to 
get auctions and there are more 
options now. Send us your thoughts 
on how to increase the participation 
at our next Conference and Show!

Respectfully, 
Mark and Conny Rime 
President and Auxiliary President 
763-434-5769

Conny and I would like to thank 
Andy and Jessica for the wonderful 
Conference and Show held at the 
Marriott in Minnetonka. We would 
like to thank all of you for your 
support in making us the President 

mailto:rimeauctioneering@gmail.com
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Bret Walters
MSAA Director

Grafe Auction Company

Contact  

Making a Great Sales Pitch
10 Simple Steps

I have been doing some research on how to make my 
sales pitches better when I speak with different clients 
by phone and email. I would like to share some different 

ideas and techniques that I have found can really work in 
the right situation.

1. Know your client. Extensively 
research your new client and 
familiarize yourself with their 
products and/or the equipment 
available for sale or purchase. 
It may be possible to make a 
contact within your network 
who has the expertise to help 
with your research. The more 
information you have acquired 
regarding the client’s company, 
the more it will enhance  
your sales pitch and quickly 
enable you to answer your  
client’s questions.

2. What are the clients 
expectations? What do they 
want to achieve by selling their 
products or equipment? Are 
the expectations achievable or 
do they need to be adjusted to 
meet a realistic outcome? 

3. How can we be a tool in helping 
the client achieve their goal? 
Many times we do not show or 
tell the client why our company 
is valuable to them in reaching 
their goal. Why are you the 
right person for the job? One 
of the biggest mistakes is 
not providing the client with 
information and services 
offered by your team.

4. Keep it short. You can email a 
sales pitch to a client, but keep 
it short and direct them to your 
website for more information. 
Many times our client does 
not have time to speak on the 
phone or have a face to face 
meeting. Therefore, make the 
email easy to read by directing 
them to the important points 
you want to make clear. This 
helps your client respond 
quickly with questions and you 
are able to resolve issues.

5. Be professional, but 
enthusiastic. Many times I have 
witnessed sales people being 
too casual with their pitch. A 
well-written email will reflect 
your professionalism. Do not 
be too conservative in what 
you are trying to convey to 
your client. Be enthusiastic 
about working with them; the 
enthusiasm will catch on.

6. Do not talk price or 
commissions. This can 
derail what you are trying to 
accomplish in your pitch for 
their business.

7. Say who you are, but do not 
brag. In a few sentences, 

mailto:bret%40grafeauction.com?subject=
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tell them your experiences 
and provide references. Do 
not oversell yourself or the 
company. It can end up bad for 
both parties’ expectations.

8. Provide a link to your website 
directing them to current and 
past work. Providing a video 
or other information on your 
website can make your sales 
pitch even better.

9. Follow-up. If you don’t hear 
back in a few days, send a 
polite email. If no response, 
wait a few more days and 
follow-up with another email. 

After waiting a few more days  
it may become apparent that 
your client is not interested.  
Be respectful.

10. Make multiple pitches. 
Sometimes the ultimate sales 
pitch consists of many different 
ideas and situations that can 
answer all the client’s questions. 

Many of these ideas have worked 
for me and others over the past 
couple of weeks. It never hurts to 
rethink your sales pitch to make it 
better and more successful.  
Good luck!
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NAA Designations
Advanced Auction Education

hannes combest
CEO, National Auctioneers Association

Contact  

One of the calls that I field the most is from people 
who are looking to find an auctioneer to dispose of 
a particular asset. They call the national or state 

association because they want someone who is credible. 
They want someone who knows how to get them the best 
money for their asset(s) and they believe that such a person 
would join their local or national association.

When I take such a call, I talk to 
them about what they should look 
for in an auctioneer – look at their 
references, look at their business, 
see how many auctions they have 
conducted, see what kind of assets 
the auction company is known to 
sell and much more. I also explain 
to them about the designations and 
what they are and what they mean.

I make sure that the potential 
client knows that the designations 
are not evidence that someone 
is better than someone else, 
but it is evidence that someone 
cared enough to take continuing 
education. Perhaps the most 
important function that the 
National Auctioneers Association 
provides is education and we do it 
in a variety of ways.

Every month, NAA members are 
provided a free 30-minute webcast 
to take at their own convenience. 
Topics include education on how 
to use various technologies such 
as Dropbox, Evernote, or business 
optimization and much, much more. 
NAA members also can participate 
in one-of-a-kind events like the 
Real Estate Summit that was held in 
February in Atlanta or the Benefit 

Auction Summit, which will be held 
in September in Denver.

And then there is CAI – the 
Certified Auctioneers Institute. 
This three-year program requires 
you to attend classes at Indiana 
University in Bloomington, Indiana 
for one week a year. Coursework 
is customized for the auction 
professional and the curriculum 
is designed to educate you to 
run your business more efficiently. 
Curriculum includes topics such 
as marketing, leadership, staffing, 
legal and ethical issues, and much, 
much more. The program is known 
throughout the auction industry for 
facilitating business relationships 
that last for decades.

There are other designation 
programs that focus on education 
for real estate (AARE), benefit 
auctions (BAS), personal property 
(CES), technology (ATS), and 
appraisals (GPPA).

And what do these designations 
mean to potential clients? It only 
means something if you use it as a 
marketing advantage – tell people 
what they mean, what you had to 
do to obtain those designations. 
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Don’t have a designation? Check 
out www.auctioneers.org – there 
is still time to register for CAI and 
all designation programs will be 
offered this year right before the 
conference in Spokane!

One final note – you probably have 
heard about the recommendations 
from the NAA Vision 2015 Task 
Force made to the NAA Board of 
Directors. These are outlined in the 
January issue of Auctioneer and 
at www.auctioneers.org (Member 
Resources/Download). These 

are recommendations only; no 
decisions have been made. The 
Board is in the process of gathering 
feedback from our members. Want 
to participate? Go to auctioneers.
org and read the Task Force’s 
proposal and then feel free to 
send me your thoughts about the 
proposed recommendations at 
hcombest@auctioneers.org.

In the meantime, as your auction 
season gears up – here’s to a very 
successful 2012!

http://www.auctioneers.org
http://www.auctioneers.org
mailto:hcombest%40auctioneers.org?subject=
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Our next Hall of Fame candidate could very well be 
my twin. This person truly believes in education 
as the cornerstone of the auction business. This 

candidate takes pride in our auction industry by showing 
other auctioneers what it takes to be an integral part of 
the business we all love. Continually, by coaching new 
auctioneers, this person has definitely ensured a successful 
future for the auction industry.

Our new inductee did not start 
life wanting to be an auctioneer. 
However, after attending an 
auction, he was hooked on the 
possibilities that existed marketing 
real and personal property. A first 
generation auctioneer, the best 
way to improve was by attending 
conferences both on the state and 
national level. Innovation was key  
to this business and to this day,  
a system to sell multi-parcel 
property has helped many of  
our membership.

This individual is a past president 
of the MSAA. He holds more 
designations than any member of 
the MSAA (including me). An avid 
sportsperson, he tends to spend 
any free day, week, or month 

hunting. By now, you may know that 
he is one of the smartest people 
you will meet this week, yet I’ve 
never had him tell me that; he just 
showed me over and over again 
like a good coach would do. He 
is also a team player, helping to 
make your auction the best it 
can be and always making you 
look good to your clients. If you 
have not guessed by now, our 
next candidate is best known for 

“forming alliances to best meet our 
client’s goals!” 

Please help me welcome to the 
stage, my best friend and twin 
brother (I think), Mr. Rick Berens, 
the MSAA 2012 Hall of  
Fame recipient.

2012 Hall of Fame Inductee
Rick Berens

(as presented by Frank Imholte)

Right: Hall of Fame  
inductee, Rick Berens.

Far Right: All MSAA Hall of Fame 
members in attendance at 2012 C&S.
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John hamilton, drei
www.GoodNegotiator.com

Contact  

Negotiation Tip
Mechanism: The Threat

Of all of the mechanisms we will review, I 
suspect few will make us more uncomfortable 
than the Threat Mechanism. We inherently 

dislike threats whether we receive them or give 
them. Threats are, however, part of negotiations 
regardless of our feelings toward them. Keep an open 
mind toward them for they are a part of every great 
negotiator’s array of tools. 

It is more about rewards withheld 
or opportunities lost. If you still 
find discomfort with the term 
threat, then substitute the word 
consequence. 

The threat or consequence 
mechanism for negotiators only 
works when it is a part of one’s 
overall strategy, when it is credible, 
and when one is fully prepared to 
fulfill that threat. 

Think of the situations where threats 
can be and are employed. To our 
children, “Do that again and we’re 
going home.” When children hear 
threats that they’ve heard before 
and know won’t be acted upon, 
the threat mechanism falls flat. 
Worse yet, failing to fulfill a threat 
actually weakens one’s position 
should additional negotiations or 
bargaining take place. It would 
actually be better to not make the 
threat then fail to fulfill it.

To a salesman, “We have purchased 
these from you for years, but if 
you can’t better that price, I’ll 
have to look elsewhere.” Threats 
can be effective when we think 
we are being taken for granted. 
Repeat customers often fall 
into that category. Taking our 
business elsewhere is an option 

that provides an effective threat. 
Remember, failing to follow through 
on that threat, if necessary, is a 
disastrous mistake. 

The framework for a threat is 
often, “If you don’t do _____ for 
me then I’ll have to ____.” Threats 
should be preplanned and carefully 
formulated before being injected 
into a negotiation. We might 
want to start by conveying threats 
that are low risk (to us) but that 
demonstrate to our commitment to 
follow through. The message sent 
by an executed threat will influence 
future negotiations to our benefit. 

One additional characteristic 
describe effective threats. That is 
consistency. Being hard, fast, and 
tough one time, then being soft 
and flexible another time erodes 
any positive impact of threats. 

Good negotiators aren’t 
threatening, they just employ 
threats and clearly communicate 
consequences in order to 
send messages, influence their 
opponents, and produce win- 
win results. 

You better KEEP Negotiating or 
else. (That’s a threat!)

Most people who shy away from 
the threat mechanism do so 
because they don’t understand 
what constitutes a threat. For 
negotiators, a threat isn’t about 
bullying or planning physical harm. 

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

Return with payment to:

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

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

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

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

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

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

 ■ Updated directory of all MSAA members

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

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

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

 New Membership

 Membership Renewal

 Membership Reinstatement

Name:  

Company Name:  

Address:  

City:   State:   Zip Code:  

County:   MN License Number:  

Email:  

Work Phone:  

Home Phone:  

Cell Phone:  

Signature of Applicant:  

 Auxiliary dues - $5.00

Spouse Name:  

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

Questions? Call Toll Free! 800-440-9398

MSAA Membership Application

Form  |  12
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To submit this form, fill out then print a copy and attach any extra requirements.

Return to:

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

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

Name of Nominee:  

Residence Address:  

Phone:  

Business information: 

Name of Firm:  

Position:  

Number of Associates or Partners in Business:  

Business Address:  

Phone:  

Personal and Family Information:

Name of Spouse:  

Does spouse participate in the Auction profession?   Yes  No

If yes, explain:  

Is spouse a member of the MSAA Auxiliary?   Yes  No

Give names and ages of children:  

  

general Professional information: 

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

  

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

  

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

  

Has the Nominee specialized in any particular field of Auctioneering?

  

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

1)  

2)  

3)  

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

1)  

2)  

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

1)  

2)  

3)  

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

Narration: (Attach separate sheet.) 

Submitted by:  

Address:  

Phone:  

MSAA Hall of Fame Nomination

Form  |  13
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To submit this form, fill out then print a copy and attach any extra requirements.

Return to:

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

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

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

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

Name:  

Address:  

City:   State:   Zip Code:  

Phone:  

Name of Spouse:  

Business Name:  

Business Address:  

City:   State:   Zip Code:  

Business Phone:  

(Attach separate sheets if necessary.)

Auxiliary Participation: 
1)  

2)  

3)  

4)  

5)  

Community Activities: 
1)  

2)  

3)  

4)  

5)  

Personal Comments: (Attach separate sheet.) 

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



MSAASUPPLEMENT
March 2012 | Issue 42

Annual Scholarship Application
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two Scholarships of $1,200.00 each (subject to change)  
 from the MSAA & MSAA Auxiliary 
one Scholarship of $1,200.00 (subject to change)  
 “Vi and orlin cordes Memorial Scholarship” 
deadline: november 1, 2011

Date:  

Name    Age:  

Address:  

City:   State:   Zip Code:  

Telephone:   Date of Birth:  

Relationship to ACTIVE MSAA or Auxiliary Member:

 Child  Grandchild  Niece  Nephew  Auctioneer Spouse 

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

Name of Relative:  

Address:  

City:   State:   Zip Code:  

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

High School Graduated from:    Year:  

Address:  

City:   State:   Zip Code:  

Name of College or University of enrollment:  

Address:  

City:   State:   Zip Code:  

CHECKLIST 

1. Scholastic Information – GPA:  

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

2.  Honors or Community Involvement: 

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

a)  

b)  

c)  

d)  

e)  

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

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

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

Absolute Deadline – Must be postmarked by November 1, 2012

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

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

Return to:

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

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


	State of the Association Address
	From the Desk of the President
	Mark Rime


	Making a Great Sales Pitch
	10 Simple Steps
	Bret Walters


	NAA Designations
	Advanced Auction Education
	Hannes Combest


	2012 Hall of Fame Inductee
	Rick Berens

	Negotiation Tip
	Mechanism: The Threat
	John Hamilton, DREI



	Next: 
	Page 1: Off
	Page 2: 
	Page 3: 
	Page 4: 
	Page 5: 
	Page 6: 
	Page 7: 
	Page 8: 
	Page 9: 
	Page 10: 
	Page 11: 

	Full Screen: 
	Page 1: Off
	Page 2: 
	Page 3: 
	Page 4: 
	Page 5: 
	Page 6: 
	Page 7: 
	Page 8: 
	Page 9: 
	Page 10: 
	Page 11: 

	Previous: 
	Page 2: Off
	Page 3: 
	Page 4: 
	Page 5: 
	Page 6: 
	Page 7: 
	Page 8: 
	Page 9: 
	Page 10: 
	Page 11: 

	Previous 2: 
	Page 12: Off
	Page 13: 
	Page 14: 
	Page 15: 

	Next 2: 
	Page 12: Off
	Page 13: 
	Page 14: 

	Full Screen 2: 
	Page 12: Off
	Page 13: 
	Page 14: 
	Page 15: 

	Mark Rime President: 
	Rod Johnson Vice President: 
	Frank Imholte Executive Vice President: 
	Lowell Gilbertson Executive Vice President Emeritus: 
	Andrew Imholte Immediate Past President: 
	Austin Bachmann: 
	Chris Fahey: 
	Bret Walters: 
	Bryce Hansen: 
	Theresa Larson: 
	Matthew Schultz: 
	Greg Christian: 
	Dave Thompson: 
	Tammy Tisland: 
	Mark Rime: 
	Rod Johnson: 
	Frank Imholte: 
	Rock on Design: 
	Contact: 
	Contact_2: 
	Contact_3: 
	Contact_4: 
	New Membership: Off
	Membership Renewal: Off
	Membership Reinstatement: Off
	Name: 
	Company Name: 
	Address: 
	City: 
	State: 
	Zip Code: 
	County: 
	MN License Number: 
	Email: 
	Work Phone: 
	Home Phone: 
	Cell Phone: 
	Auxiliary dues  500: Off
	Spouse Name: 
	Name of Nominee: 
	Residence Address: 
	Phone: 
	Name of Firm: 
	Position: 
	Number of Associates or Partners in Business: 
	Business Address: 
	Phone_2: 
	Name of Spouse: 
	Does spouse participate in the Auction profession: Off
	If yes explain: 
	Is spouse a member of the MSAA Auxiliary: Off
	Give names and ages of children: 
	undefined: 
	What percentage of the Nominees time is actively spent in the auction: 
	business: 
	How long has the Nominee been a member of the MSAA: 
	undefined_2: 
	List educational background of the Nominee Include offices held current: 
	1: 
	2: 
	3: 
	1_2: 
	2_2: 
	1_3: 
	2_3: 
	3_2: 
	Submitted by: 
	Address_2: 
	Phone_3: 
	Name_2: 
	Address_3: 
	City_2: 
	State_2: 
	Zip Code_2: 
	Phone_4: 
	Name of Spouse_2: 
	Business Name: 
	Business Address_2: 
	City_3: 
	State_3: 
	Zip Code_3: 
	Business Phone: 
	1_4: 
	2_4: 
	3_3: 
	4: 
	5: 
	1_5: 
	2_5: 
	3_4: 
	4_2: 
	5_2: 
	Date: 
	Name_3: 
	Age: 
	Address_4: 
	City_4: 
	State_4: 
	Zip Code_4: 
	Telephone: 
	Date of Birth: 
	Child: Off
	Grandchild: Off
	Niece: Off
	Nephew: Off
	Auctioneer Spouse: Off
	Name of Relative: 
	Address_5: 
	City_5: 
	State_5: 
	Zip Code_5: 
	High School Graduated from: 
	Year: 
	Address_6: 
	City_6: 
	State_6: 
	Zip Code_6: 
	Name of College or University of enrollment: 
	Address_7: 
	City_7: 
	State_7: 
	Zip Code_7: 
	1 Scholastic Information  GPA: 
	a: 
	b: 
	c: 
	d: 
	e: 


