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this supplement, to assist our members in gaining a greater
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Announcements

MSAA Board of Directors

Announcements

Officers

Get Well Soon:

Mark Rime, President
Rod Johnson, Vice President
Frank Imholte, Executive Vice President
Lowell Gilbertson, Executive Vice President Emeritus
Andrew Imholte, Immediate Past President

3

This is a message from MSAA Hall of Fame Member Rick Berens.
“My health is starting to fail and I’m getting very weak. I plan to attend the
convention and see everyone but if something should happen, please know
I’ll be there in spirit and wish everyone a great 2013. I hope it’s your best
year ever. I have so much appreciation and love for all my fellow auctioneers
and have really enjoyed being part of such an amazing group of friends.”

Directors
Terms Expiring 2013

PLEASE take time to say a prayer for him, he needs our prayers. If you would
like, you can also call him or text him a message at 612-910-1196. Renee
could use a few “I care about you too” messages as well: 612-910-1197. Rick
didn’t say that, we just know her heart is breaking too!

Austin Bachmann
Chris Fahey
Bret Walters

Terms Expiring 2014
Bryce Hansen
Theresa Larson
Matthew Schultz

Wisconsin Auctioneers Association Conference:
The Wisconsin Auctioneers Association invites you to attend our Winter
Conference which will be held in Wisconsin Dells at the Wintergreen Resort
on January 27, 28, 29, 2013. We are extending an invitation to all members
of an state auctioneers association to have the same registration fee as
Members of WI Auctioneers Association. This years speakers include
Christie King, Sam Richter, and Harry Campbell just to name a few. For
complete schedule and bios see the following link:
www.wisconsinauctioneers.org/2013-waa-winter-conference/

Terms Expiring 2015
Greg Christian
Dave Thompson
Tammy Tisland
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Publication Staff

Editorial BOARD

Please join us! For more information please feel free to visit our website or
feel free to contact our office at (608) 558-5041.

Mark Rime
Rod Johnson
Frank Imholte

Design
Rock on Design
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Announcements
Conference and Show Activities:
The Wine Sampling at B.B. Searle’s on Thursday, 1/17 from 1:30 to 4:00
p.m. and the Saturday morning Vendor Fair is for all Conference and Show
Attendees and the Auxiliary.
If you are planning on being at the Conference and Show the Thursday,
1/17/13 before 1:30 p.m. and would like to join me at B.B. Searle’s please
call me at 612-483-3715 by Friday, 1/11 to reserve your spot for only $10/per
person.
Also, please pass this email onto the Auxiliary Member.
To Auxiliary Member:
Please read my article in the latest Auctioneer’s Magazine. This article will
let you know the times of all events going on for the Auxiliary.
Please bring the following with you to the Conference and Show:
1. Donation or food item for our food shelf fund raiser for Catholic Charities
2. Bring an item to be auctioned off at the Fun Auction
3. A recipe(s) to be included in our upcoming cook book
4. Reserving your spot for the Wine Sampling Event on Thursday, 1/17/12
The Vendor Fair on Saturday, 1/19/13 from 10:00 to 12:00 at the Holiday Inn is
open to all Attendees!!!
This year’s Conference and Show will be educational, motivational and fun!
See You Soon!
Conny Rime
612-483-3715
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2013 Conference and Show Schedule

Top-Notch Education

1:00 p.m.–2:30 p.m.	Online Fraud Prevention and Risk Management
Jacqueline Glassman & Jason Nielsen of Proxibid
2:45 p.m.–4:15 p.m.	Nomination Committee Interviews

2013 Conference and Show Schedule

2:45 p.m.–4:15 p.m.	Real Estate Auctions
Benny Fisher

01.17.13 Thursday
7:30 a.m.–5:00 p.m.

Registration

8:00 a.m.–3:00 p.m.

Vendor Setup

2:45 p.m.–4:15 p.m.	Successful Online Marketing Strategies
for Auctioneers
Russ Hilk of Wavebid

8:00 a.m.–5:00 p.m.	Real Estate Continuing Education
Mike Brennen

4:30 p.m.–5:00 p.m.	Social

8:00 a.m.–5:00 p.m.	Advanced Negotiation Techniques
John Hamilton

5:00 p.m.–6:00 p.m.	Junior Auctioneer Dinner

3:00 p.m.–5:00 p.m.

|

5:00 p.m.–6:00 p.m.	Awards Banquet
6:00 p.m.–6:30 p.m.	Junior Auctioneer Showcase

Contest Item Check-In

6:30 p.m.–9:30 p.m.	Fun Auction

5:00 p.m.–5:30 p.m.	Contestant Rules Meeting

01.19.13 Saturday

6:00 p.m.–9:00 p.m.	MN State Champion Auctioneer Contest
9:00 p.m.–Midnight	Champion Auctioneer Reception

7:30 a.m.–8:30 a.m.	Breakfast and Town Hall Meeting

01.18.13 Friday

8:45 a.m.–10:15 a.m.	Humor in the Workplace; Busting Stress
Christie King

8:00 a.m.–9:00 a.m.	Breakfast

8:45 a.m.–10:15 a.m.	Best Practices, Products and Tools
for Online Auctioneers
Jacqueline Glassman & Jason Nielsen of Proxibid

8:00 a.m.–9:00 a.m.	Marketing Contest Check-In
8:30 a.m.–3:00 p.m.	Registration

10:30 a.m.–12:00 p.m.	Executing Better Live Auctions in 2013
Russ Hilk of Wavebid

9:00 a.m.–10:00 a.m.	The Theater of the Mind
Robert Priest
10:00 a.m.–11:00 a.m.	Mystery Guest from the NFL

12:00 p.m.–1:00 p.m.	Recognition Luncheon

11:00 a.m.–12:00 p.m.	NAA Hall of Fame member
Benny Fisher

1:15 p.m.–3:15 p.m.	MSAA Bi-Annual / MSAF Board Meeting
1:15 p.m.–3:15 p.m.	Auxiliary Annual Meeting

12:00 p.m.–1:00 p.m.	Lunch

6:00 p.m.–8:00 p.m.	President’s Banquet

12:30 p.m.–2:00 p.m.	Fun Auction item Check-In

8:00 p.m.–10:00 p.m.	Hall of Fame Reception

1:00 p.m.–2:30 p.m.	Benefit Auctions–
Five Ways to Increase the Revenue Over and
Above the Silent and Live Auctions
Christie King

8:00 p.m.–Midnight	Live Music, Stubborn Country
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There's Nothing Greater than a Volunteer

Giving Back

online auctions, and more. At the
annual Conference and Show it’s
always great to connect with other
auctioneers and get new ideas to
help us all in the auction profession.
My family and I attended our first
conference and show in 1989. Up
to this date, we have missed two
Conference and Shows because of
obligations with my other job, and
I think often about what I missed
out on by not being able to attend
those two conferences. My family
and I have many fond memories
and have made many new friends
through the MSAA. So if you
have never attended one of our
Conference and Shows, or haven’t
been to one in awhile, I would
encourage you to attend this year,
even if for only one day to see what
the MSAA is all about or just to
stop in and renew old friendships.

There’s Nothing Greater than a Volunteer

Mark Rime
President, MSAA
Rime Auctioneering
Contact

G

reetings to all MSAA Auctioneers and your
families. I hope you had a Merry Christmas and
Happy New Year! I’m sure a lot of you are gearing
up for the 2013 auction season and I can think of no better
way to kick off the new year by attending then MSAA
Annual Conference and Show, which will be held January
17-19th at the Holiday Inn in St. Cloud, MN.
Whatever your auction specialty
is, we will have something for
everyone. We have done our best
to bring speakers in to talk about
everything from motivational
to real estate and negotiation
techniques, benefit auctions,

Speaking of the MSAA, I remember
watching the movie Pearl Harbor
and I recall the part in the
movie where Colonel Doolittle
says, “There’s nothing greater
than a volunteer.” As most of
you know, the MSAA is run by
volunteers; every year we elect
a new Vice President and three
board members at the board
meeting, which will be held on
Saturday afternoon, January 19th.
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Please give some consideration to
becoming a board member of this
great association and give back to
the association what it has given to
all of us. We always need new faces
and new ideas as we move forward
into the future.
I often think of how the auction
business has changed since I
started in 1988, and quite frankly,
my company has not moved into
the computer age like it should
have. So I’m thrilled to have
Jacqueline Glassman Givens and
Jason Nielsen of Proxibid, and Russ
Hilk of Wavebid, speaking at the
Conference and Show. Russ has
told me personally that he will help
any MSAA member who wants to
start doing online auctions, which
looks like that is the wave of
the future.
So in closing, please give serious
thought to attending the annual
Conference and Show. I believe
we have a good lineup of speakers
to help in your auction business.
Also, give strong consideration
to running for a board position.
Remember there’s nothing greater
than a volunteer!
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TIPS AND TRICKS
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CrashPlan is a direct competitor to
Carbonite, Mozy, and Backblaze.
However, the wonder of CrashPlan
is that they separate their software
from their service.

BRANDING

CrashPlan Plus is the service. For
$3 per month, users can upload an
unlimited amount of personal data.
The low cost alone sets it ahead of
Mozy and Carbonite.
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Aaron Traffas

Controls are very easy to
understand and use. CrashPlan
assumes you want to backup the
data in your home directory. You
can easily adjust that setting and
specifically include or exclude
individual folders or files. You can
limit the upload and download
speeds based on time of day or
if you’re present or away from
your computer.

BRANDING

WWW

Let’s look at an example use case.
A large amount of data exists on
a file server at the office. I want to
automatically backup that data
locally and offsite. I purchase a
Drobo and a large external USB
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The CrashPlan software, however,
has the ability to backup not only
locally but also to a friend. The
CrashPlan software can be freely
downloaded and used without
a subscription.

SOLUTIONS

ast issue I posted my experiences with Carbonite and
Mozy and explained why they’re not a good option for
someone who wants an inexpensive, truly unlimited
and fast backup solution. Today, I’m going to explain the
solution I found with CrashPlan.
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CrashPlan is the Perfect Backup Solution
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drive. I configure the Drobo at the
office and connect it to the file
server. I take the large external
drive home and connect it to my
home PC. I install CrashPlan on
the file server and on my home
PC, telling the file server to backup
friends’ data to the Drobo and the
home PC to back up friends’ data
to the external hard drive.
I configure CrashPlan on the file
server to back up all the data
stored on the server to the Drobo
connected to it. This action creates
a second copy of my data that is
stored locally on a different type of
media – I’m making the case that
storing the data on a Drobo with
its drive redundancy is different
from storing it on a single drive. I
tell it to also back up the data to a
friend. It prompts for the friend’s
authorization code and I give it the
code from my computer at home. It
instantly begins copying the data
to both the Drobo and over the
Internet to the USB drive at home.
On the home computer, I tell it to
back up to a friend and provide
the code from the computer at the
office. It begins backing up any files
from home to the Drobo. If I stored
important information at home, I
could easily tell it to also backup to
the external drive in addition to the

CrashPlan is the Perfect Backup Solution
Drobo to satisfy the 3-2-1 practice
for my data at home.
I could also configure Crashplan
for my laptops and co-workers
by simply giving them the code
to back up to the Drobo. It’s
remarkably easy, and only the user
can restore the data. The security
theoretically makes it safe to back
up to a stranger, since you’re only
storing encrypted data on the
other machine.
I recently had the opportunity
to test this configuration. In my
configuration, I have my parents’
computer set to back up to my
media center. When their computer
crashed and they purchased
a replacement, I plugged the
replacement directly into the Drobo,
installed Crashplan and began the
restoration process directly, saving
the time of having to download the
restore files. A huge advantage to
CrashPlan is that it can recognize
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the data storage location both
locally and remotely. The initial
backup can be done locally and
then the drive can be moved to a
computer off site.
I’m much more fond of this backup
solution than using a commercial
service. While the initial cost of the
Drobo and the hard drive seems
high, factoring in the cost of paying
for backup subscriptions to several
PCs and laptops each month as well
as the enormous expense in the
event of a crash makes this solution
much more economically desirable
in my mind. Remaining in control
of the physical backup destination
may be more responsibility, but
if something bad ever happens,
the solution is to simply retrieve
the backup sets from the off-site
location, not spending months
downloading or spending a ton
of money. That piece of mind
is priceless.

Charging a Charge for a Charge

Paper or Plastic?

Now consider this excerpt from
a printed auction ad: “Three
percent added to all payments
by credit card.”

Charging a Charge for a Charge

It is terms such as these that trigger
letters to me like this: “Steve, my
wife and I attended an auction
and bought about $2,000 worth of
furniture. Imagine my surprise when
the auctioneer told me that I owed
an extra $60 if I wanted to use my
credit card to pay for my purchases.
Can an auctioneer legally assess
a surcharge to me for using my
credit card to pay for what I buy at
auction? I’ve never heard of such
a thing and think it’s ridiculous. I
sent this question to Visa and
MasterCard. Both companies wrote
me back and said the auctioneer
cannot make such a charge. Do
you agree?”

Steve Proffitt
General Counsel,
J. P. King Auction Company
Contact

T

he auction was about to begin and the auctioneer
was announcing all of the terms for the sale.
“Here’s a point I want to be perfectly
clear about,” the auctioneer started.
“If you want to pay for your purchase
with a credit card, that’s fine. We
take all the major cards. However,
your credit card company is going
to charge us when you use your
card to pay. The charge might
be about three percent of your
purchase price. We are going to
add three percent to the total of
your purchases to offset this cost to
us because we don’t want to pay for
you to use a credit card.”

The letter writer enclosed
copies of his letters to Visa and
MasterCard, plus their replies. This
is an interesting issue that some
auctioneers mishandle, so let’s get
straight on it now.
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Over the years, I have advised
a number of auctioneers on the
point of offsetting credit-card
charges from the card companies
when buyers charge purchases.
For passive auctioneers who
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merely absorb the cost, this is
a quick three-percent loss for
the auctioneer or seller merely
for allowing buyers to use this
payment option. Obviously, most
auctioneers do not want to foot this
cost or pass it on to their sellers, so
what should they do?
Visa and MasterCard both replied
to the letter writer by stating they
do not allow surcharges to be
assessed by merchants against
cardholders who pay for purchases
by credit card. It is important to
understand that this is not a rule of
federal or state law. This is a matter
of contract. The user contract
that merchants sign with the card
companies to accept credit cards
as payment prevent the merchants
from making these charges
to customers.
The rationale for the companies’
position turns on their financial
interest. The card companies want
to encourage cardholders to use
their credit cards as often as they
will. When the cardholders oblige,
the companies make money on
both ends – from the merchants
via the merchant fee and from the
cardholders on the interest and
other fees that they charge them.
The card companies do not want
anything to dampen usage of

Charging a Charge for a Charge
the cards. This would reduce the
companies’ income. They avoid
this by prohibiting merchants in the
user contracts from assessing any
financial charge or penalty against
cardholders who charge purchases.
Consequently, the terms given by
the two auctioneers quoted above
would be impermissible breaches
of the user contracts. Nevertheless,
like the old saying goes, “There’s
more than one way to skin a cat.”
Let’s see how we can skin a
card shark.
The letters that the card companies
sent the letter writer went on to
concede the obvious – there is no
prohibition against auctioneers and
other merchants offering buyers
a discount for using cash. So how
could this point help auctioneers
solve the credit-card acceptancefee problem? Please join me now in
a well-deserved round of applause
for … the buyer’s premium!
The ability to offer a discount for
cash is central to the solution.
Auctioneers can make a cash
discount work in their favor by tying
it to the buyer’s premium.

Here is an example of how that can
be done:
An auctioneer could charge
buyers a buyer’s premium of
whatever the card-acceptancefee amount would be (say three
percent) on all purchases, or add
the additional percentage points
to whatever buyer’s premium is
already scheduled to be charged
at the auction. Take the example
of an auction where the auctioneer
intends to charge a buyer’s
premium of ten percent on all
purchases. If a buyer used a credit
card and the acceptance-fee was
three percent, the terms of auction
could provide that all buyers would
pay a 13 percent buyer’s premium.
However, the auctioneer could add
that she would reduce the amount
of the buyer’s premium to ten
percent for those buyers who pay
for their purchases by cash or check.
This would not be an assessment
of a surcharge against cardholders
who paid for their purchases by
credit cards. Instead, it would be a
discount for those buyers who paid
by cash or check. There is nothing
wrong or illegal with charging a
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buyer’s premium in this manner, so
long as it is clearly disclosed in the
terms of the auction.
Remember, an auctioneer cannot
(without breaching the user
contract with the card companies)
assess a direct charge against a
buyer for using a credit card, but
she can levy a buyer’s premium
on all purchases. Likewise, the
auctioneer can reduce the amount
of the buyer’s premium by a stated
amount if the buyer pays by cash or
check. This is an easy solution for
the acceptance-fee problem. If you
are not already using the buyer’s
premium, this would be a good
introduction to this versatile and
very valuable marketing tool.
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 Mendenhall School of
Auctioneering in High Point, NC. This
information does not represent legal advice
or the formation of an attorney-client
relationship and readers should seek the
advice of their own attorneys on all legal
issues. Mr. Proffitt may be contacted by
email at sproffitt@jpking.com.
John Stephen Proffitt III
Copyright
January 7, 2012

An Auction of Memories

Member Stories

I was fascinated to hear his story
and thought you might enjoy
knowing it also.

An Auction of Memories

Paul C Behr
MSAA member since 1977
Contact

R

ecently, I traveled to Minnesota to help with an
antique highback, collectible saddle, and Western
memorabilia auction. A long-time Minnesota
auctioneer was liquidating his collection of some of the
finest old and collectible saddles to be found anywhere in
the country. This large, important auction took almost
12 hours to complete with bidders and buyers attending
from many states and Canada. As the day went forward,
I could not help but think of the remarkable career and
achievements of Auctioneer Wayne Pike, so I asked his
wonderful wife Merridy how he got to the top of the
auctioneering mountain.

Col. Pike is a second generation
auctioneer who started his career
working for his dad, Al, for $12.50
per sale (yes, they were called
sales in those days). He had grown
up and completed his schooling
in Princeton (MN), graduating in
1961. After graduation he served
our country in the US Navy.
Wayne attended auction school
in 1967 (the same school his dad
attended in 1936, and son Cory
attended in 2003). The Pike family
of auctioneers are now considered
Minnesota Auctioneer Royalty.
In 1968, Wayne and Merridy
were married and together they
attended their first Minnesota State
Auctioneers Convention and have
attended nearly every one since.
Wayne would later lead the MSAA
as president and was inducted
into its Hall of Fame, an honor also
achieved by his father (a true honor
and rarity for a father and son in
any profession). Some of you oldtimers may remember Al & his wife
Adah, attending the conventions.
Wayne has also been a longtime member of the National
Auctioneers Association.
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It is interesting that Wayne has
sold auctions all over the United
States, Canada, and even traveled
to the Philippines where his
services were in demand. Wayne
has sold everything from dirt to
diamonds, real estate to livestock
to automobiles, and so on, but in
recent years he has made his mark
conducting some of the largest and
most successful heavy equipment
auctions in the US, rivaling even
well-known Richie Bros. in size and
scope. He built his remarkable
business the old fashioned way,
one piece of machinery and one
satisfied customer at a time. From
that first auction, held on a small
lot with an old travel trailer for the
clerks, it has grown to 230 acres of a
state of the art auction facility with
a 50,000 sq. ft. building surrounded
by 4 miles of beautiful white fence.
The whole family, including wife
Merridy, daughter Carrie, and son
Cory, have worked hard to make it
the success they enjoy today.
At the finish of Wayne’s spectacular
auction, which was approximately
8 pm, I looked around, noticing
that many of Wayne and Merridy’s
auctioneer friends were still there,
including MSAA President and first
lady Mark and Conny Rime. The
Pike’s brought out the sandwiches,

An Auction of Memories
desserts, and beverages and
had some old-fashioned
hospitality and fellowship. A true
testament to the lifetime of two
extraordinary people.
Wayne is 69 years old and is going
as strong as ever and not slowing
down a bit. He and Merridy reside
in Princeton and also have a
beautiful home in Mesa, Arizona.
They love spending time with Carrie
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and Cory, have hosted numerous
foreign exchange students, and
have devoted their lives to the
auction profession. They have
pulled the wagon very well and
represented themselves, their
family, and the auction profession
to the highest degree. May I
suggest you take a few minutes to
call Wayne (612-390-9209 cell) or
Merridy (612-390-8346 cell) and tell
them JOB WELL DONE!

Expert Negotiations

The Fall Back Plan

Negotiation Tip
The Fall Back Plan

get to this spot, where they have
to make too many or too large a
concession, they have pre-planned
an exit strategy.

Good negotiators prepare in
advance and have a ‘fall back plan’
that often provides that win-win
result that others never enjoy.

If you’re frustrated by the limited
results you are achieving in your
negotiations, prepare more in
advance. Establish three positions.

Don’t get to a spot in negotiating
where you just have to take a
deal. Unrealistic expectations are
the downfall of too many when
bargaining.

1. Establish what you would really,
really want (best case) which is
the Aspired Position.

www.GoodNegotiator.com
Contact

Realistic negotiators prepare in
advance for the likelihood that their
first (aspired) proposal won’t be
accepted.

he three keys to successful negotiating are
preparation, preparation, and preparation.

They have established a scaled back
position (that is acceptable) which
is more likely to meet with their
opponent’s approval.
But great negotiators go one step
further; they know their limit, their
downside position or as some know
it - the ‘walk away’ position. If they
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Those that tinker and struggle at
negotiations tend to take stabs
at getting a good deal without
building a strategy up front.

John Hamilton, DREI

T
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2. Be ready with something more
realistic (from our opponent’s
point of view). That would be our
Acceptable Position.
3. And last, but not least, establish
your breakpoint, that Walk
Away Position, which would
prompt your breaking off the
negotiations.
Good negotiators anticipate and
prepare three positions that add
confidence and power to their
bargaining.

Forms
(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: 

■■

15

Annual Dues Only $100

MSAA Membership Application

■■

|

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
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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:

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

Lowell Gilbertson, MSAA Hall of Fame Committee
2661 Oak Hills Dr. SW, Rochester, MN 55902
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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 August 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, 2013

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

a) 
b) 
c) 
d) 

Date: 
Name

e) 

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:

Absolute Deadline – Must be postmarked by November 1, 2013

Year: 

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.

Address: 
City:

State:

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.

Zip Code: 

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

High School Graduated from:

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.

Zip Code: 

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

Name of College or University of enrollment: 

Return to:

Address: 
City:

State:

Conny Rime
4838 South Tri Oak Circle NE Wyoming, MN 55092

Zip Code: 

Scholarship Committee: Peg Imholte (chair), Holly Hotovec, and LuAnn Finnila
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