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MSAA Road Trip to the 2013 NAA C&S
Auctioneers and the open road, what more do you need?
Registration closing soon!
Details on page 3
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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
If some sections have print that is too small for you to read
easily, go up into your VIEW menu at the top of your screen
and scroll down to ZOOM, or even click on the “View at Full
Screen/Full Screen Mode” option in the VIEW menu. You
can also print the document if you wish.
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Announcements

MSAA Board of Directors
Officers

Announcements

Our committee and lobbyist were able to get language inserted in the
bullion and coin sale bill to allow for auctioneers to sell private owner’s
collections too. This has not passed that I am aware.

Directors

Thirdly, the gun registration bill is still making it’s way through both houses
and we have to see what the end result will be for our membership. This,
too, is being followed by our legislative committee.

Terms Expiring 2014
Bryce Hansen
Theresa Larson
Matthew Schultz

NAA Conference & Show:
The MSAA had 37 members attend the NAA conference and show in
Spokane last year (wagon picture winter issue MN Auctioneer), and this year
we have a bus reserved to take up to 50 members and family to Indianapolis
from July 16th to the 20th. We will need at least 30 people to cover bus fee
at $200 each. We are working on the details with a loading at our farm (free
parking) and a pickup in the cities where we can find parking and maybe a
stop for our members and friends in Wisconsin too.

Terms Expiring 2015
Greg Christian
Dave Thompson
Tammy Tisland

Terms Expiring 2016
Austin Bachmann
Allen Henslin
Shelley Weinzetl

Details:
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Legislative Update:
Although nothing is finalized, it appears the sales tax on commissions and
business to business is not happening in Minnesota this year.

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

MSAASupplement
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Publication Staff

Editorial BOARD
Rod Johnson
Frank Imholte
Chris Fahey

■■

Leave Monday evening July 15th (or early on the 16th) and return
Saturday evening July 20th by motor coach.

■■

Kids under 16 paid for by the MSAA.

■■

Snacks, pop, and water provided by the MSAA.

■■

Sign up by May 1st and include a check for the trip. Checks will be
returned if not enough members sign up for trip.

(Sponsorships are available - work two auctions and get a free trip. Sponsors are needed! If
you need an auctioneer for a day, have we got a deal for you!)

Design
Rock on Design
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The Healing Power of Conversation

Communication or Lack
of Communication?
The Healing Power of Conversation

This winter we had a complaint
from an auction attendee who
attended an auction that was
conducted by two companies. He
sent the complaint, in writing, to our
president, Rod Johnson. Rod sent it
to Frank, and Frank forwarded it to
me. I read over the complaint and
looked into it further.

Mark Rime
Immediate Past President, MSAA
Rime Auctioneering
Contact

G

reetings to all MSAA members and your families.
Spring is upon us and hopefully you are all busy
with auctions. As a lot of you know, I spent 36
years with the Teamsters Union - 20 years as a business
agent, and the first 16 years as a UPS driver and Union
Steward. I was always stuck in the middle; I had a union
member who didn’t like something and I had an employer
who didn’t like something, so I was in the middle trying to
figure it out. Our Executive Vice President, Frank Imholte,
decided that it would be a good idea if I stayed on the
ethics committee.
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I called the gentlemen who wrote
the complaint and told him that
I was the past president of the
MSAA and had a concern over
his unpleasant experience. His
complaint was that he did not
have his driver’s license with him
to register for the auction, but he
did have a veterans ID card, fishing
license, and several other forms of
identification on him. The clerk that
registered the attendee informed
him that he would not be able to
purchase any vehicles without a
driver’s license. He told her that
it wasn’t true, and that he could
purchase the vehicle, but he could
not drive it. He told the clerk that
he could have it towed out. He
then stated to me that he thought
she was very rude to him. The clerk
proceeded to get the auctioneer
from our association who was
helping at the auction and they got
into a discussion about purchasing
a vehicle without showing your
driver’s license. The attendee was

|
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adamant about the fact that he
could purchase a vehicle without
needing his driver’s license. He
also told me that he wasn’t going
to purchase a vehicle, but other
items at the auction. The auctioneer
was adamant about the fact that
he couldn’t purchase a vehicle
without a driver’s license and asked
for his number back and told the
attendee to leave. The attendee
then said to me that if it was the
auction company’s policy that you
couldn’t purchase a vehicle without
a driver’s license, he would have
accepted that. But the auctioneer
never said that it was the company
policy (herein lies the lack of
communication). The attendee also
said that he’s uncomfortable giving
his driver’s license because of all
the personal information that is on
it. A lot of us now scan the licenses
and with the new push for identity
theft, it’s a concern of some people
to let us have all their information.
I thanked him for his time and
told him that I would get back to
him. I next called the auctioneer,
explained who I was, and asked
him if he was aware of the situation.
I told him what the attendee had
said and that if the auctioneer had
told him about the policy about not
being able to purchase a vehicle
without a driver’s license, the

The Healing Power of Conversation

“

Let’s all remember that
communication is important in
the auction business and lack of
communication could cost you
money down the road.

”
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attendee would have accepted it.
But he did not go to the auction
to purchase a vehicle, but instead
to purchase other things (lack of
communication and loss of money).
I also informed the auctioneer that
the attendee thought he had no
respect for his veteran’s status. The
auctioneer assured me that he had
all the respect in the world for our
country’s veterans. As it turned
out, the auction company that was
helping the MSAA auctioneer was
a company from another state and
that company was clerking the
auction.

that the attendee can come to any
of his auctions and register with his
Military ID. He was then informed
on why we need addresses and
phone numbers because from
time to time we have people who
don’t pay us. We ended up having
a nice conversation about auctions
and he asked for my website so he
could look at some of my upcoming
auctions. I thanked him for his
time and apologized on behalf of
the association for his unpleasant
experience. He thanked me for
taking the time to look into this and
explaining things.

I called the attendee back,
explained to him what I had found
out, and told him that the clerks for
the auction were from a different
state. The “you cannot purchase
a vehicle without a driver’s
license” rule may be the law in that
particular state. He understood
that, but then thought that they
should comply with Minnesota
law if doing business in this state.
Again, he said that he wasn’t there
to purchase a vehicle in the first
place. I informed him that the
auctioneer had all the respect in
the world for Military Veterans and
told him that we have a son that is
currently serving in the military. I
also told him that I had talked to
Frank Imholte and Frank told me

Let’s all remember that
communication is important in
the auction business and lack of
communication could cost you
money down the road. Also, I think
that it’s important to consider
that some people might have a
problem with us scanning their
driver’s license. This gentleman
thought that the auction company
had no right to know his personal
information, such as donor status.
We personally still do it the oldfashioned way and write down the
driver’s license number, address,
and phone number.
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In closing, have a great spring and
summer. See you at the summer
picnic on July 29th.

What are you Waiting For?

Conceive – Believe – Achieve
What Are You Waiting For?

Shelly Weinzetl
Director, MSAA
AllianceBid.com
Contact

I

am honored to be elected as a board member of the
MSAA and excited to play an important role in our
industry’s future. It was after the 2012 auctioneer’s
convention when my business partner, Rick Berens,
received the most distinguished honor of being inducted
into the Hall of Fame, that I think I truly realized what the
MSAA was really all about. I recall like yesterday, that first
day back at the office after the convention, and we were
hanging up Rick’s plaque. He was so humbled that he just
held onto it. I think he was still in disbelief of his receipt
of this award. We talked a lot about his involvement in the
MSAA and what a good group of people they were.
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I would have never thought that just
one year later I would be faced with
losing such a great man in my life.
When Rick said the MSAA was like
another family, he wasn’t kidding. I
have been amazed and blessed by
the outpouring of support since
Rick’s passing. He has touched
so many in such a positive way. I
have enjoyed hearing the stories
of how members met Rick or have
worked together. Rick was a very
humble man who looked at helping
and sharing his ideas with others
as just …something you do! I was
really blessed to have worked day
in and day out with Rick for the
past nine years. I have learned
so much and know that because
of him, certain morals and values
have been instilled in me as an
auctioneer. Now as I sit here writing
this with tears in my eyes, I am more
determined than ever to be like
him! I want to share what Rick has
taught me and want to help others
be successful in any way that I can.
He wanted me to run for a board
member position so you can only
imagine how proud I was to have
been elected! I want to share my
ideas because we all have the same
big goal and that is the success of
the auction industry itself.

|
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Rick believed in education. He
would say while on our auction
pitches, “ I am a member of the
AARE, CES, CAI, all that and a dollar
will get you a cup of coffee.” (again
that’s when he would go back to
being humble) But really, continuing
your education and staying on the
cutting edge of technology was
so important to Rick and I know
it is so important in our success
with the auction industry! I plan
on attending CAI and encourage
others that have not obtained this
designation to join me.
Another thing that is key to being
successful is setting goals and
having a business plan. When
December and January would
roll around we would work on
our business plan. Having a plan
and setting goals helps you to be
“proactive vs. reactive.” How are
you obtaining your business goals?
Are you sitting back waiting for the
phone to ring or being proactive
in making it ring? Goals are easier
achieved when you have a plan. I
specialize in Real Estate so I want
to share my plan and ideas with
you; maybe some of these ideas
will help you obtain more business.
For me, I like to first start with a

What are you Waiting For?
targeted group of sellers and
figure out a way I can help them
and get their business. In 2013
my focus is going to be on three
groups: For Sale By Owners,
Lenders, and Ag Land. For Sale
By Owners are often times hung
up on the commission amount,
which, with the auction method,

auction,” working hand-in-hand
with the lender and the current
owner prior to a foreclosure
(as we all know the foreclosure
process costs lenders a lot of
money and really hurts the
owners credit). This intermediate
step would not only bypass the
asset becoming REO, but also

“

In setting your goals...don’t forget about
networking. Join your local Chamber, etc.
People like to do business with those they
feel they know, like, and trust!

can be easily overcome by saying
that our fee is paid by the buyer
in the form of a buyer’s premium.
It’s all in how you look at it;
however, it does get us to the
kitchen table!
Secondly, another area that I’m
going to focus on is working with
lenders. I’m going to suggest we
have what I’d call a “short sale

”

reduce or eliminate the cost
associated with the foreclosure
process. It would also allow the
current owner the opportunity
to move on and start to rebuild
their credit. This type of auction
when marketed correctly would
attract a lot of buyers. We may
need to do some “educational
base” marketing to let the
public know that these short
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sale auction properties are worth
their time to check out. We have
motivated sellers and the lenders
are in a position to make a decision
in 48 or 72 hours. This will be key
as generally when a buyer hears
the word “short sale,” they are
anticipating a 3-6 month waiting
period just to find out it their offer
will be accepted or not. Buyers
today are looking to not only
take advantage of the buying
opportunities available, but also the
good interest rates. So this type of
auction in my opinion would be a
win-win!
Lastly, as we all know, agricultural
land has been and continues to be
a great item for auction especially
when one can incorporate the
multi-parcel method. Time and
time again this method has been
attributed to the success and high
prices set forth.
In setting your goals, whether it’s
the number of auctions you want
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to do in 2013, the amount of new
contacts you want to make, or the
dollar amount you’re going to
spend on branding your company,
don’t forget about networking. Join
your local Chamber, etc. People like
to do business with those they feel
they know, like, and trust!
These are the insights to my 2013
business plan. Once you have your
business plan you also need to have
the right mindset. I learned this
from Rick also!
Conceive – Believe – Achieve
Conceive your goals and write them
down. BELIEVE in yourself, your
company, and that you have fellow
MSAA family that are there to help
you be successful and you, too, will
ACHIEVE your goals! Make 2013
your best year ever! What Are You
Waiting For?
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Be who you are

Best long-term
communications strategy?
Be who you are

Carl Carter, APR
NewMediaRules.com
Contact

Y

ears ago, when there were still Volkswagen beetles on
the road, I saw one on which someone had installed a
Mercedes hood. It made me laugh, but the image has
stayed with me, because it strikes the balance we all need
as we brand and communicate ourselves and our businesses.
The guy wasn’t trying to be somebody he wasn’t. But he
was signaling the world that he intended to be something
bigger. I never actually met the owner, but I wouldn’t be
surprised if he ended up driving a real Mercedes.
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Most of us face tough choices in
communicating our businesses, but
my most reliable guide over the
years has been a bit of advice I got
from my dad as a kid: Be who you
are. We want to present our best
face to the world, but it still has to
be our face, or we may regret
it later.
It’s not an easy principle to follow.
We see a piece of business that
would really put us on the map, and
we worry that “who we are” won’t
be enough to get it. We’re tempted
to reinvent ourselves, even if that
means turning away from what’s
always worked. Don’t get me
wrong: I’m all for evolving, growing,
and updating our image. But I’ve
learned over time (sometimes the
hard way) that the best way to build
an identity is to make sure it reflects
the reality.
Here are a few checkpoints to
help you put the “Be who you are”
principle into practice:
Know who you are. Step back and
get the big picture to understand
what you do best, how you’re
perceived, what works for you
and what doesn’t. Being an SEC
football fan, I’ve enjoyed watching
the rivalry in recent years between
LSU Coach Les Miles and Alabama
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Coach Nick Saban. Between them,
they’ve won three out of the last
five national championships. But
their styles differ markedly. Miles
earned his nickname of the “Mad
Hatter” because he loves to run
trick plays and fake kicks. He’s good
at it, too. Saban, on the other hand,
has little patience with that sort of
thing. He’d rather have his guys run
straight at you, and when he tries
a gadget play, it frequently has a
tragic outcome. Two great coaches,
each doing what he does best, and
winning a lot of football games by
being who he is.
Check your alignment. Once
you have a handle on who you
are, assess whether you’re
communicating that or something
else entirely. (You may be
surprised.) Spread your brochure,
web site content, and other
marketing pieces out on a big table
and ask, “Is this me?” (I’ve even
been known to scatter them all
around the floor of a big room and
walk around until I was convinced I
had a handle on it.)
Don’t fake it. I’ve never seen a
company prosper over the long
run by misrepresenting itself. (I’ve
seen quite a few make a big splash
and vanish into thin air.) Folks do
some funny things to try to match

Be who you are
the swagger of a competitor. I’ve
seen them rent fancy cars (locally)
and hire temporary workers to look
busy when a prospect is coming
to visit. I even knew of one who
chartered an airplane just so he
could say he “flew private.” Give
your prospective seller a little credit.
If he sees through the fakery, you’re
probably dead in the water. On the
other hand, if you’re upfront about
your track record and resources, he
may be just wise enough to take
that into account.

“

If who you really are isn’t enough to sell
the prospect, he’s probably not going to be
happy with you anyway, and you’re better
off moving on to more fertile ground.

”

Don’t worry too much about your
competitor. Of all the mistakes I’ve
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Don’t let your reach exceed your
grasp. You don’t want to end up
looking like a cocker spaniel that’s
caught himself a truck, so don’t
promote capabilities you don’t
have. If you’re going after a piece
of work and you’re not really sure
you can pull it off, consider letting
somebody else have it. But if you’ve
done the homework and you’re
sure you’re up to the task, don’t be
afraid to step up in class and go
for it.
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seen — and made — one of the
easiest is to get off the playbook by
overreacting to what we perceive
as a competitor’s advantage.
When we do that, we’re letting the
competitor dictate the rules of the
game, and that’s a good way to
lose. Play your game, and let him
play his. If you’re better, you’ll win
more often than not.
Make a commitment. Expand
the “be who you are” principle to
your entire business, even beyond
your communication. If “flash and
dash” is your style, don’t try to be
the buttoned-down executive type.
By contrast, if your success comes
from low-key hard work, make
sure your brochures, web site, and
proposals reflect that. If who you
really are isn’t enough to sell the
prospect, he’s probably not going
to be happy with you anyway, and
you’re better off moving on to more
fertile ground.
Be who you are.
Originally published in December 2012
Auctioneer magazine

Popular Methods

Combating Theft at Auction
Popular Methods

Mike Brandly
Brandly & Associates, Inc.
Contact

R

andall comes home from an auction and tells his
neighbor, “Boy, I stole some things at the auction
today!” In other words, Randall thinks he got some
good deals…That’s not what we’re talking about today.

■■

Rather than talking about perceived theft, we’re talking
about actual theft. Theft at personal property auctions
basically comes in one (or more) of four forms:
1. Attendees steal items yet put up for auction
2. Attendees steal purchased items from other people
3. Buyers steal things they have “bought” by not
paying for them
4. Attendees steal monies collected from the auction
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■■

Enhanced registration. More
and more auctioneers are using
a thumb-print system, cameras,
and/or video at the registration
area. Attending bidders wishing
to be issued a bid card must
have a valid driver’s license or
other identification, provide a
phone number and acquiesce to
being video recorded, pictured,
and/or thumb-printed. Some
auctioneers are requiring a
valid credit card at registration,
allowing them to charge all
amounts assigned to each
bid number.
Monitored entrance. Some
auctioneers only allow entrance
into the auction after verifying
identification and/or meeting all
other registration requirements.
Nobody is permitted in until
they are allowed to enter by the
registration coordinator. This
requirement is applied to those
who wish to “just preview”
as well.
Onsite security. Many
auctioneers employ staff
charged with “watching”
attendees for possible theft.
Additionally, some auctioneers
hire armed uniformed police

11

officers to watch attendees as
well as deter criminal activity. A
police or sheriff vehicle sitting
out front or otherwise in plain
sight can alert potential thieves
of enhanced onsite security.

What do auctioneers do to combat
these types of crimes? Here’s some
methods we’re seeing…
■■

|

■■

Security systems. Some
auctioneers and auction houses
have installed and use security
cameras and video recording
devices. Along with these, many
auctioneers place these cameras
in plain sight (and signs denoting
such system are in use) to be as
much of a deterrent as a method
of catching thieves.

■■

Product placement. Many
auctioneers strategically place
certain items to discourage
theft. Jewelry and the like can
be locked in a display case,
small valuable items can be held
in a specific area with staff to
monitor, and entire areas can be
partitioned or arranged in order
to limit the number of attendees
previewing at any one time.

■■

Specific payment options. For
many years, auctions only
accepted cash and checks.
With widespread credit card
use, auctioneers then started to
accept credit cards and debit
cards. However, more recently,
some auctioneers no longer
accept checks and some are only

Popular Methods
accepting cash. These moves
are in response to bad checks,
credit card chargebacks, and
fraud. However, even cash can
be carefully counterfeited.
■■

Coordinated pickup. In this
system, each item that is sold
is moved to a secure area (or
secured in its area) where the
buyer can only take possession
by showing proof of payment
and proper identification. A
staff member matches the
printed paid invoice with the
buyer’s driver’s license and the
purchased items.

■■

■■

Exit verification. Some
auctioneers and auction houses
with discrete exit doors verify
items and buyers as they leave.
A staff member checks the
items against a printed receipt
or bid tickets ensuring no items
are leaving without proof
of payment.
Network alerts. As members
of various state auctioneer
associations, or as auctioneers
build relationships with other
auctioneers, many receive
emails, telephone calls or texts,
or other notifications that a thief
has struck at another auction
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— providing other auctioneer’s
names, addresses, descriptions,
items involved, etc.
■■

Filing charges. With confirmed
theft of material amounts, most
auctioneers are reporting
such thefts to authorities by
either filing police reports and/
or contacting county or city
prosecutor’s offices. Filing
charges and following through
on prosecutions facilitates
recovery of stolen items and/or
monies involved, and helps
keep those individuals from
striking again.
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While theft may be increasing at
personal property auctions, so
too are efforts to combat such
behavior.
Mike Brandly, Auctioneer, CAI, AARE has
been an auctioneer and certified appraiser
for over 30 years. His company’s auctions
are located at: Mike Brandly, Auctioneer,
Keller Williams Auctions and Goodwill
Columbus Car Auction. His Facebook page
is: www.facebook.com/mbauctioneer. He
serves as Adjunct Faculty at Columbus
State Community College and is Executive
Director of The Ohio Auction School.

Expert Negotiations

When to Walk Out of a Negotiation

Negotiating Tip
When to Walk Out of a Negotiation

Time Frame
The longer you anticipate the
negotiations to continue, the more
critical it is that you consider the
tactic of walking out.
For example, if you’re buying a
new blender at a local department
store, the negotiations will almost
always be short (as to time involved).
Walking out would be very hard to
incorporate into the mix.

John Hamilton, DREI

On the other hand if you’re buying
a new cell phone and a service
plan, that will likely (or should)
take a while. Lots more options,
alternatives, and even competing
vendors are under consideration
in that purchase. It only makes
sense that we would incorporate
a breaking off of the negotiations
and walking out when you’re close
to putting a deal together.

www.GoodNegotiator.com
Contact

I

n my last tip we discussed the affirmative strategy
of ‘walking out’ of a negotiation. We don’t do this
because we’re mad, frustrated, or trying to take
advantage of our opponent. We do this to prepare the
opportunity to get a better deal or perhaps confirm
that we’ve got the best deal possible.
I was gratified to get e-mail
responses from many who
see the benefits of walking
out. Many were wondering
if it was a strategy that can
(or should) be used in
every negotiation.
Let’s explore that concept
in depth.

There are two rules of thumb
we’d be wise to consider
when trying to determine if
we should walk out of
a negotiation.

Price Level
The more money involved in a
negotiation, the more critical it
is that you consider the tactic of
walking out.

Walking out typically only
works when negotiations
involve lots of time and/or
lots of money.
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Breaking off negotiations at a yard
sale where you want a ‘better deal’
on a $3 pitcher is obviously a waste
of energy.
Now if you’re buying or selling a car
or house (anything valued in the

|
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thousands), walking out is almost
mandatory at some stage.
While there is no exact dollar
threshold, a product or service for
$50 or even $100 seems to indicate
that walking out can be overkill.
But when hundreds of dollars are
involved, late term walking out
works wonders.
One last thought: some good
negotiators walk out when
negotiating for trivial items (the
$3 pitcher) just to send a message.
They could use it to set a precedent
knowing that they’ll be back
negotiating with that same party
over bigger, more expensive items.
Many of the responses to the last
tip asked how we can walk out
without insulting our opponent and
come back without appearing to be
desperate or caving in. The next tip
will include a number of techniques
to do that very thing....walk out with
the ability to come back later and
rejoin the negotiations.
In the meantime, remember that
good negotiators are prepared
to walk away when there is lots
of time and money involved in
the 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: 

■■

14

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

Spouse Email Address: 

■■

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

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

Questions? Call Toll Free! 800-440-9398

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:

The Scholarships of $1,200.00 (subject to change) will be from the
MSAA & MSAA Auxiliary
Deadline: November 1, 2013

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

a) 
b) 

Date: 

c) 

Name

Age: 

d) 

Address: 

e) 

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: 

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
scholarship).

Address: 
City:

State:

Zip Code: 

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

High School Graduated from:

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

Year: 

Absolute Deadline – Must be postmarked by November 1, 2013

Address: 
City:

State:

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.

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.

Zip Code: 

Name of College or University of enrollment: 

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

Address: 
City:

State:

Return to:

Zip Code: 

Deb Ediger, Committee Chairperson
218 W. Main St., Belle Plaine, MN 56011
Scholarship Committee: Peg Imholte (chair), Holly Hotovec, and LuAnn Finnila
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