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Welcome

Contents

Thanks for taking the time to read the official web
publication of the Minnesota State Auctioneers Association.
We take pride in our association and are excited to provide
this supplement, to assist our members in gaining a greater
understanding of their benefits, and the auctioneering
profession as a whole.

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

Announcements

Officers

Summer Picnic, Seminar and Biannual Meeting

3

Date: Monday, July 28th

Chris Fahey, President
Matthew Schultz, Vice President
Frank Imholte, Executive Vice President
Lowell Gilbertson, Executive Vice President Emeritus
Rod Johnson, Immediate Past President

Location: 	Fahey Auction Complex – 2910 9 th St. East, Glencoe, MN 55336
(located on the Southeast end of Glencoe on the frontage road
for Hwy 212)
Schedule:

Directors

9:00 a.m.	Reps from the State of MN to talk about MN State
Sales and Use tax. John Weiser
10:30 a.m. Break (cookie, coffee, pitcher of water)

Terms Expiring 2015

10:45 a.m.	“Then and Now” presented by Jim Fahey and
Matt Schultz

Greg Christian
Dave Thompson
Tammy Tisland

12:00 p.m. Lunch

Terms Expiring 2016
Austin Bachmann
Allen Henslin
Shelley Weinzetl

Lodging:

Terms Expiring 2017

1:00 p.m.

Board Meetings

2:30 p.m.

Tour of Fahey Sales Complex

 uper 8 of Glencoe (cheaper to make your own reservations
S
online than to block rooms)
Baylor Regional Park (Norwood Young America)

Scott Gillespie
Jeremy Schafer
Bridget Siler

MSAASupplement
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Also hotels in Hutchinson and Belle Plaine.

Obituary

|

MSAA member Cary Aasness’ father passed away on June 13th. Please keep
the Aasness family in your prayers.

Publication Staff

MSAA member and Hall of Fame auctioneer Bill Klassen’s father, Jacob (JD)
Klassen, passed away July 1st.

Editorial BOARD
Rod Johnson
Frank Imholte
Chris Fahey

Design
Rock on Design
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From the Desk of the President

Greetings Fellow MSAA Members

opportunity to catch up with friends
and fellow MSAA members. I hope
to see all of you in attendance!

From the Desk of the President

If you are planning on arriving
Sunday night, please stop by the
Fahey Sales Auction Complex for
a bonfire and a night of fellowship.
Please keep in mind that this
night of fellowship is not a MSAAsponsored event; therefore, please
consider bringing any snacks or
beverages that you may desire
for yourself. For those of you
wanting to stay within the Glencoe
area, there is a variety of options
available to you:

Chris Fahey
President, MSAA
Fahey Sales
Contact

Y

ou and your family are invited to the MSAA summer
picnic which will be held on July 28th at the Fahey
Sales Auction Complex in Glencoe, Minnesota. The
State of Minnesota will be joining us in the morning to
share information on Sales and Use tax. I am compiling a
list of questions that fellow members may have in regards
to this tax.

1. Super 8 (Glencoe) – Better deals
can be found by registering
your room online. To contact
the location by phone, call
1-320-864-6191.

In addition, a review of the auction
industry’s past and present will
also be presented by Jim Fahey
and Matt Schultz. After the catered
picnic-style lunch of BBQ pork
sandwiches, the bi-annual meeting
will be held in the afternoon.
This day is always something I
look forward to as it provides an
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2. Baylor Regional Park (Norwood
Young America) – Tents and
RVs are welcomed. Outdoor
activities such as hiking paths,
fishing, and an astronomical
observatory are on location. To
contact the location by phone,
call 1-952-466-5250.
3. The community of Hutchinson is
approximately 15 miles away and
additional hotel locations are
available there.

|
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The annual MSAA Conference
and Show will take place January
8-10, 2015. This year’s location
is the DoubleTree by Hilton
in Bloomington, Minnesota.
Again, this yearly event is full
of professional development
opportunities in addition to being
an excellent source of networking.
You are highly encouraged to
make reservations now; remember
to state that you are a member
of the MSAA when making your
reservations. Block reservations for
the conference are being held until
December 14, 2014. Spouses and
family members are welcome to
attend as there are always events
scheduled for everybody. Please
make your room reservations
soon by using this link to get our
discounted room rate: https://
resweb.passkey.com/go/MSAA2015
In closing, I would like to take
an additional moment to thank
everyone for their prayers and
support while I continue to recover
from my accident. I have said it
before and will say it again, “The
MSAA is like one big family. When
someone is in need, there are
always people who step in to help.”
Your kind thoughts and actions are
greatly appreciated and will not
be forgotten.
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Item Removal Before Auction Day

A Scary Thought

will be. Some bidders travel long
distances to bid for certain items
they want. While they can accept
being outbid by a competitor, these
bidders often react angrily when
denied the opportunity to bid at
all because the seller withdrew the
piece from the auction.

Item Removal Before Auction Day

When bidders get upset,
auctioneers get upset. There are
two reasons for this.

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

First, agitated bidders will direct
their anger at “the face” of the
auction – the auctioneer. The fact
that it was the seller, and not the
auctioneer, who removed the lot(s)
will not immunize the auctioneer
from being targeted.

I

t has happened to you. Every auctioneer has been
victimized. It is a scary thought that you might be
hit again.
“I know the auction starts in 30 minutes, but my
family wants me to remove the tall-case clock
from the sale.”
“Remove” – one of the most fearful words an
auctioneer can hear. The thought of an auction
lot being withdrawn from an auction by a seller
blazes fear into the hearts of auctioneers, and
especially if it is an important one that has been
advertised and is expected to attract keen
interest from bidders.
Unhappy bidders
When a seller removes a significant piece from an
auction, bidders are going to be unhappy. They
want the chance to buy it. The more desirable the
lot is the sharper the thorn of bidder displeasure

Second, removal is a pocketbook
issue for auctioneers. What
cannot be sold will generate no
selling commission and that hits
auctioneers where it hurts most …
in their wallets!
Contract terms
Some auctioneers try to counter the
threat of removal by inserting terms
in their contracts with sellers that
preclude withdrawal. This tactic has
almost no value beyond bluff. This
is because auctioneers don’t give
sellers orders – they take orders
from sellers.
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Auctioneers are agents who work
under the direction and control of
sellers. The property in question
belongs to the seller and whether
to sell it is the seller’s decision.
Trying to force your “boss” to do
what he or she does not want to do
is not only unwise, it can trigger a
lot of animosity and even retaliatory
claims against the auctioneer.
Commission demands
Likewise, an auctioneer’s demand
that a seller pay the auctioneer a
commission on a removed lot is
usually hollow. Auction contracts
do not often include a term to
address such a situation and trying
to do so could be very challenging
since some formula would have to
be devised to value a removed item
in order to calculate a commission
owed for it. An auctioneer couldn’t
leave an item’s value to speculation
and carry the day in a court of law.
Additionally, auctioneers must
recognize that any commission
gained from threatening or
bullying a seller would be far offset
by the hard feelings that would
inevitably result.
Eight steps
Auctioneers have a legitimate
interest in trying to maintain
the integrity of their auctions by
keeping advertised pieces in these

Item Removal Before Auction Day
events. There are many waffling
sellers and grabby relatives who
would pick a sale to pieces before
it is ever held, given free rein to
do so. Considering this, what can
auctioneers do about the removal
issue? Here are eight steps that can
eliminate or reduce this threat.
First, an auctioneer cannot just
sign anyone to an auction contract
and expect a successful sale. Many
prospective sellers are unsuited
for auction due to issues with their
personalities, assets, circumstances,
or expectations. Auctioneers
should carefully screen each
prospect to weed out those who
would be more trouble than worth.
Second, when a seller removes
an auction lot from an auction, it
is indicative of indecision and
uncertainty about the auction
process. Auctioneers should
carefully educate their sellers on
all aspects of auctions. Auction
marketing is a unique form of
selling that is foreign to many
people. It is an auctioneer’s duty to
explain what he/she does, how this
is done, how the process benefits
the seller, and what the seller can
reasonably expect from the auction.
Third, some auctioneers push
sellers too hard towards auction.
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Salesmanship is important, but it is
more important to determine that a
prospect genuinely wants to sell at
auction. This is particularly true for
a seller who is new to auctions, as
well as those dealing with difficult
circumstances (i.e., death in family,
financial stress, business failure,
health problems, need to downsize,
divorce, etc.). An auction is not
suitable for every seller, every asset,
and every circumstance.
Fourth, some auctioneers fail to
explain the importance of the
marketing plan to their sellers. Such
a seller then lacks an understanding
of why it is important to the success
of the auction that no advertised
piece be withdrawn.
Fifth, auctioneers make a mistake
when they do not identify
sellers who have items with
unique emotional value or family
attachment. The idea of selling
at auction is stress-filled for some
sellers and there are frequently
powerful forces working behind the
scenes that may pull a seller away
from an auction.
Sixth, auctioneers ask for trouble
when they do not directly address
the removal issue with their
sellers. This should be done
when the auctioneer first meets

Item Removal Before Auction Day
with a prospect to discuss an
auction, and again when the
auction contract is signed. Some
auctioneers do not raise the issue
for fear that might encourage
the very result they want to
avoid. However, it is far better
to broach the issue and reach
a clear understanding with a
seller in advance of advertising
an auction, as opposed to being
unexpectedly hit with removal
just before the bidding starts.
Seventh, auctioneers also err
when they fail to stay in close
contact with their sellers during
the auction cycle. This spans
the time from execution of the
auction contract through final
settlement of the sales made.
Failure to communicate regularly
with a seller can create silence
that is a fertile ground from which
anxiety and doubt can spring
and flourish. These vines can
flower into the decision to remove
items from an auction for fear
their perceived value will not be
realized during bidding.
Eighth, notwithstanding the
difficulty of valuing a removed
item to allow for a commission
calculation to be made, as
noted above, there is a different
approach that an auctioneer can

take. This course will be most
effective if limited as described.
One alternative would apply
to lots on which the seller had
established “reserve” amounts.
The auction contract could
provide that the seller would pay
the auctioneer a commission
calculated on the respective
reserve amount for each
lot removed.
The other option would involve
designating one or several “star”
lots for commission protection.
These would be lots that have
high appeal to bidders and
represent substantial, anticipated
commissions for the auctioneer
– particularly if they weighed
heavily in the auctioneer’s
decision to undertake the auction.
The auction contract could
identify these lots and assign an
amount for “liquidated damages”
for the removal of each such
lot from the auction. Below is
a sample contract provision for
this. [Note: Seek the advice of
your attorney before using this
strategy or contract term.]

Property. Should Seller breach
this Agreement by postponing
or canceling the Auction, or
withdrawing any of the Property,
for any reason not caused by
Auctioneer, Seller will immediately
pay Auctioneer a reasonable
sum to advertise notice of the
postponement, cancellation,
or withdrawal. Seller further
agrees that any postponement
or cancellation of the Auction, or
withdrawal of any of the Property,
would adversely affect Auctioneer’s
business and cause Auctioneer
to suffer damages that would be
impracticable or impossible to
ascertain. After due consideration
of all relevant factors, the Parties
agree that, in such instance, fair
and reasonable compensation
for Auctioneer would be for Seller
to immediately pay Auctioneer
liquidated damages, as set out in
the schedule of subject lots below.
These liquidated damages are an
integral part of the Parties’ dealings
and this Agreement and constitute
reasonable damages for Auctioneer
and are not a penalty against Seller.

Postponement, Cancellation,
or Withdrawal. Seller will
not postpone or cancel the
Auction, or withdraw any of the
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[A schedule listing the subject
lots and corresponding amount of
liquidated damages for each one
should immediately follow.]
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Conclusion
Auctioneers should occupy the
role of trusted professionals with
sellers. Sellers are influenced by
uncertainty and fear, as well as by
the advice (wanted or not) which
they receive from spouses, children,
relatives, friends, co-workers,
neighbors, acquaintances, and
other advisors. Lawyers, physicians,
and other professionals know this
and handle their clients accordingly.
Auctioneers should do the same.
A seller will recognize an auctioneer
as a professional when the
auctioneer shows sincere interest
in the seller, exercises sound
judgment, and maintains the close
contact that the seller’s confidence
requires. Where this relationship
exists, the threat of lot removal will
be vastly reduced.
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
April 15, 2014

All Eyes on Louisville, Kentucky

|

NAA 2014 Conference & Show
All Eyes on Louisville, Kentucky

Below: Some MSAA members gather for a photo at the Conference & Show

Above: IAC Women’s Division finalists on stage including MSAA board
member Tammy Tisland.
Below: IAC Men’s Division finalists on stage including MSAA members Scott
Mihalic and Paul McCartan.
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Expert Negotiations

Don't Leave Money on the Table

Negotiation Tip:
Don’t Leave Money on the Table

These strategies are only available
in negotiations over an extended
time period.
But in many situations, the
negotiations are characterized by
bargaining that takes place in just
a few minutes. Retail purchases, in
person or on the phone, are typical
examples. How can we apply
pressure to our opponents in these
‘short timeframe’ negotiations?

John Hamilton, DREI
www.GoodNegotiator.com
Contact

P

erhaps the most agonizing feeling a negotiator
ever gets is when they later realize that they
“left money on the table.”

If that’s not a familiar phrase to you, it means that you didn’t
get the best deal possible because your opponent would have
made additional concessions had you pressed for them.

As simple as it sounds, you ask
them a question that (almost) forces
them to show how badly they want
the deal and also prompts them
to communicate their best (or an
improved) offer.
Two questions need to become part
of our short timeframe negotiations:
The first is the familiar ‘crunch’ tactic
where we respond to a proposal
with the famous “Is that the best
you can do?”

In other words, you put money ‘on the table’ (into the deal) that
you didn’t need to.

Very few words are as effective in
cutting through the posturing and
bringing out a better offer. It’s a
rare situation where this tactic
won’t work.

We’d be surprised if we only knew how often we left money
on the table and just never knew about it. Good negotiators
have a number of available strategies to put pressure on their
opponent and get them to share how ‘negotiable’ they are.
Some are high pressure and high risk, like ‘walking out’ of
the negotiations to holding firm to a very aggressive position.

The second possibility is a bit softer
whereby we seem to be asking
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for help in reaching an agreement.
You’ve probably heard this one too.
“I can’t possibly agree to that figure.
What do we need to do to put this
deal together?”
Notice you’ve communicated two
things very quickly. You clearly said
you won’t accept their last proposal.
You also asked them to identify and
verbalize a proposal you’d both
likely agree to.
Such a request is typically
followed by a concession worthy
of serious consideration.
Creative negotiators can probably
come up with additional questions
or techniques to prompt their
opponent to willingly make
a concession.
The one you choose is not as
important as the fact that you
have a technique ready for
immediate use.
Even in the rare event that you
don’t get a concession (and the
latest proposal is one you can live
with) you at least know that you
didn’t “leave money on the table.”

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: 

■■

11

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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MSAA Auxiliary Hall of Fame Nomination
Qualifications for Nominees:
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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

MSAASUPPLEMENT
July 2014

|

Issue 70

Forms

|

14

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:

Scholarships for $1500 each (subject to change) from the
MSAA and MSAA Auxiliary
Deadline: November 1

(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.

Address: 
City:

State:

Zip Code: 

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

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

High School Graduated from:

Year: 

Absolute Deadline – Must be postmarked by November 1

Zip Code: 

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

Address: 
City:

State:

3.	ESSAY: Be unique and creative! Please state what you’ve learned from
your experience in the auction profession and 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.

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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