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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.
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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

Conference Hotel Deadline:

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

Book your hotel for Conference and Show. The deadline is December 14,
2014 which is fast approaching! Click here, and register TODAY!

Obituary:

Directors

Long-time auctioneer, Col. Loren C. Norby, passed away early in the
morning on October 28, 2014. His visitation was Friday, October 31st with
the funeral on Saturday, November 1st at the Akkerman-Ingebrand Funeral
Home in Mora.

Terms Expiring 2015
Greg Christian
Dave Thompson
Tammy Tisland

Terms Expiring 2016

Announcements?

Austin Bachmann
Allen Henslin
Shelley Weinzetl

Do you have an announcement or thank you to pass along to our
membership? This space is reserved for items of note each month for our
membership to know. If you have any announcement to post, please send
them to Frank Imholte. frank@solditatauction.com

Terms Expiring 2017
Scott Gillespie
Jeremy Schafer
Bridget Siler
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2015 Conference and Show Schedule

Top-Notch Education

3:00 p.m.–4:30 p.m.

2015 Conference and Show Schedule

3:00 p.m.–4:30 p.m.	
You Never Know…So Break Out Your
Party Clothes!
Kristen Wheeler Highland

1.8.15 Thursday
8:00 a.m.–5:00 p.m.	
Registration
8:00 a.m.–3:00 p.m.	
Vendor Set-up
8:00 a.m.–5:00 p.m.	
Real Estate Continuing Education
Mike Brennan
12:00 p.m.–3:00 p.m.	Contest Item Check-In
5:00 p.m.–5:30 p.m.	
Contestant Rules Meeting

4:30 p.m.–5:30 p.m.

Social

5:30 p.m.–6:30 p.m.

Awards Banquet

5:30 p.m.–6:30 p.m.

Junior Auctioneer Dinner

6:30 p.m.–7:00 p.m.

Junior Auctioneer Showcase

7:00 p.m.–9:30 p.m.

Fun Auction

1.10.15 Saturday

6:00 p.m.–9:00 p.m.	
MN State Auctioneer Champion &
Rookie Contest

7:30 a.m.–8:30 a.m.

9:00 p.m.–Midnight	
Champion Auctioneer Reception

Breakfast

8:00 a.m.–9:00 a.m.

Marketing Contest Check-In

8:30 a.m.–3:00 p.m.

Registration

9:00 a.m.–10:30 a.m.

Silent Impact
Joe Schmidt

Breakfast and Town Hall Meeting

8:30 a.m.–10:00 a.m. How Google Research Can Make You Money
Rob Weiman

1.9.15 Friday
8:00 a.m.–9:00 a.m.

How to put Social Media to Work for Your
Auction Business
Rob Weiman

8:30 a.m.–10:00 a.m. Leading Your Business
Rich Schur
9:00 a.m.–10:30 a.m.	
Mixed Nuts
Family friendly Show with Balloon
Art & Glitter Tattoos
9:00 a.m.–11:30 a.m.	
Vendor Fair

10:30 a.m–11:00 a.m. Coffee Break/Book Signing

10:30 a.m.–12:00 p.m. L
 ights, Camera, Action!
Andy Imholte

11:00 a.m–12:00 p.m.	
Fast Talking Podcast Live

10:30 a.m.–12:00 p.m.	Personal Safety Consideration
Rich Schur

12:00 p.m.–1:00 p.m. Lunch
12:30 p.m.–2:00 p.m. Fun Auction Item Check-In

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

1:00 p.m.–2:30 p.m.	
Online Auction Marketing in 2015
Russ Hilk

1:30 p.m.–3:30 p.m.

MSAA Bi-Annual/MSAF Board Meeting

1:00 p.m.–2:30 p.m.

Communiction Beyond the Chant–Unspoken
Bid-Calling
Shannon Schur

1:30 p.m.–3:30 p.m.

Auxiliary Annual Meeting

5:00 p.m.–6:00 p.m.

Social

2:30 p.m.–3:00 p.m.

Coffee Break

6:00 p.m.–8:00 p.m.

President’s Banquet

2:45 p.m.–4:15 p.m.

Nomination Committee Interviews

8:00 p.m.–10:00 p.m. Hall of Fame Reception
8:30 p.m.–Midnight
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Changes in the Industry

The Future Was Yesterday
Changes in the Industry

Matt Schultz
Vice President, MSAA
Contact

T

he life lessons we learned through experience and
just plain growing up are truly what lie ahead for us
in our future. I say this with the caption that it was
“just yesterday,” I was starting out on my auction career at
the time and I didn’t even know it.
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It was the Spring of 1992 and
our family was selling off my
Grandfather’s estate. I had spent a
good deal of time setting up and
moving things in the few weeks
prior to the auction, putting in
long hours. The day of the auction
arrived, and I remember when it
came time to sell his Black Angus
bull. My Aunt had been selling,
but the emotion of the day had
caught up with her at that moment.
I was standing behind her and she
passed the mic out the topper
window to Dave Finala, who
sold the bull. The lesson learned
that day was the importance of
membership to a great association
like the MSAA and when you
needed someone, they were there
for you.
It was just yesterday that computers
were invading the Auction Clerking
scene in the mid to late 90’s and
MAXA was the proven choice
amongst many MSAA auctioneers.
Having a terminal and computer
was the “in” thing and learning
how to run it was pretty easy for a
young mind, but when it came to
running multiple rings you would
need more than just a sharp mind

|

5

- you needed the help of another
Auctioneer/Auction Company.
Many a time I have used MAXA with
many different Auction companies
and different configurations. Today
MAXA, ‘’The Work Horse,’’ has
taken a backseat to the new age
of Auction cataloging and clerking
software, like Auction Flex and
Wavebid to name a few. Since the
dawn of computerized clerking
there has been an MSAA member
that is the backbone of softwarebased clerking. The lesson learned
is know the software that you use as
a tool and use it well, and don’t be
afraid of change.
It was just yesterday that the
auction industry was taking a new
turn, and the Online Auction/
Simulcast Auction was introduced.
Everyone’s time has become
important, and the day and age
where they are willing to spend
all day at an Auction in some
parts of the state has changed.
What methods are you using to
engage them? Instant message?
Facebook? Instagram? Constant
Contact? Streaming live using an
online provider like Proxibid or Live
Auctioneers to simulcast auctions or

Changes in the Industry
K-bid for timed auctions? What are
the right tools in your technology
tool box to be successful today?
Today, Auctioneers sell to buyers
across the world because of the
internet. The lesson learned is
engage your buyers at a level they
want to be engaged at because it
is not you or I that compete against
each other, it is we that compete
against xyz.com and how fast can
I get the widget I am looking for. (I
give credit to my friend Jim Fahey
for that lesson.)
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It was just yesterday that I
was starting out as a young
auctioneer. Today I look back
and can confidently say I learned
that if I don’t know the answer,
somebody has been there before
and most likely that someone is an
MSAA member. There are more
educational opportunities than
one can dream about by being
a part of this great association,
because someone has been there
before and in most cases are just a
phone call away. I look forward to
seeing your smiling face in January.
Remember there is always time for
a cup a coffee...
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Letting the Professionals Go to Work

Building Your Business Team
Letting the Professionals Go to Work

Allen Henslin
Henslin Auctions, Inc.
Director, MSAA
Contact

O

ne of the most important things to realize in this
business is that you cannot build your company
or your business by yourself. It takes a team of
professionals to help efficiently get tasks completed in a
timely manner in order to make a successful auction happen.

The auction business is so unique
because as auctioneers we can
specialize in such a wide variety of
services provided and products
to sell. Whether it is taking care of
appraisals, listing the items to be
sold, picture taking, advertising,
online cataloging, cleaning
equipment, detailing and setting
up the auctions, to loading out the
items and settling the sale, it all
takes the right people in the
right places.
Building a great business team
takes time as it is important to
see how each person reacts and
works to everyday situations.
Auctioneers, clerks, setup crew,
printing companies, etc. all have
to be reliable every day. I think it
is important to call in an expert
auctioneer or auction team when
you are contracted to sell items you
may not have any knowledge of.
Having a knowledgeable auctioneer
fill in to help your team only makes
you and your team look
more professional.
When selling real estate, I would
much rather have an attorney
handle the real estate closing than
a closing company. It is easier when
the money is in the trust account
of the seller’s closing attorney and
tougher for the buyer to get their
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money back if they are having
buyer’s remorse. (Which we all
know never happens.)
We recently conducted a real
estate auction of six properties near
Green Lake/Spicer, MN. The open
houses went well and the day was
ideal for a great auction. We sold all
six properties plus newer staging
furniture and the sellers were
pleased with the results.
The sellers had chosen a closing
company to handle the real
estate closing for their properties
as this was part of a real estate
development and they had handled
closings for the sellers in the past.
There was a blanket mortgage on
all properties and in order for all
properties to receive clear title, all
properties had to close to clear
the mortgage.
The closing company and our
auction company was unaware
that many years back, one of
the investors/sellers had filed
bankruptcy. This information had
surfaced two days before closing.
The closing company had received
a fax from two different lenders
stating that if the closing company
closed out these properties, they
would be getting sued. So, the

Letting the Professionals Go to Work
closing company called all the
buyers (first) to inform them that
the closing was off because they
could not convey clear title, then
decided to call the buyer’s lenders
and sellers to convey the same
information. After all parties had
gone through the process of buying,
getting their papers in order,
appraisals completed and ready to
close…the deal was off!
None of this information that the
closing company had received
had shown up on the title search. I
smelled a rat!

“

I received a call from the buyers
and they were upset that I didn’t
know about these issues. The title
company calls to inform me that
the deal was off and they would be
returning all earnest money to the
buyers (Over $50,000) and I was just
a little upset to be the last to know.

Make sure the sellers are being
represented by knowledgeable
professionals that can handle the task!

”

I called the sellers and advised
them to get a good real estate
attorney and send a letter to the
closing company and lenders
immediately, that this issue would
be resolved in the near future. The
email that was sent out from the
attorney was sent in the morning

MSAASUPPLEMENT
November 2014

|

Issue 74

|

9

and we received two emails in the
afternoon from the lenders that
they were dropping all threats of
a lawsuit.
These two lenders didn’t have
a leg to stand on and we called
their bluff. The transaction closed
the next day because of the quick
action from the attorney. The
closing company punted and there
was no communication throughout
the process. I am not writing
this article to run down closing
companies, because I know there
are a lot of good closing companies
out there that handle a lot of real
estate transactions, but what I
want to convey is make sure the
sellers are being represented by
knowledgeable professionals that
can handle the task!
I am looking forward to seeing
a huge turnout at the MSAA
Conference and Show in January!
I hope everyone has a safe and
happy holiday season. Enjoy time
with your family!
Allen J. Henslin
Proud MSAA Member/
MSAA Board of Directors

A Brave New World

Auctioneers and Inbound Marketing
A Brave New World

Rob Weiman, CAI, GPPA, AARE, ATS, CES
NAA EI Trustee
Contact

I

t’s never been easy, but it used to be simple. You were
looking for new prospects as sellers, so you made a
postcard and sent it to all the lawyers, CPA’s, Nursing
Home Administrators, and Bankers in town. You had a
good auction coming up, so you sent out mailers, hung
sale bills, made some calls, sent an email, took out a big
newspaper ad, maybe bought a billboard, or a even ran a
radio ad. That was then, this is now. According to Voltier
Digital there are now over 200 million people on the FTC’s
Do Not Call list; 91% of people report that they have opted
out of an email list they once subscribed to; 86% of people
skip the commercials on TV (admit it, you do too); and
44% of direct mail is never opened. What’s an auctioneer
to do?

If you are like me, you grew up
with outbound marketing, walking
around singing jingles from
advertisers since you were a little
kid, “Davy, Davy Crocket, King of
the Wild Frontier!,” then you asked
your parents to buy you a coonskin
hat for Christmas. But that was
before they invented the VCR, the
DVD, the iPod, iPad, mp3s, HULU,
cable, and Netflix, all of which let
the user avoid commercials and
jingles like the plague. When I was
young I read the newspaper every
day (and so did my dad). When was
the last time you saw anyone under
30 reading a newspaper?
Welcome to the brave new world
of Inbound Marketing, where
you need to start thinking about
different ways to get people to
come to your website to hire you
or buy your stuff while you still can.
Here are five inbound marketing
tips you can apply to your auction
business this year:
Turn that sale bill into a
downloadable .pdf file and post it
on your website.
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Write a white paper (a 5 to 7 page
paper that explains an industry
trend, a challenge, or some aspect
of your auction business) and make
it available to someone who gives
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you their email address or phone
number so you can send them a
text message with auction alerts
(this is a new area of communication
that most auctioneers have not
moved into). Let’s say you sell
farm equipment at auction (I don’t
know the first thing about farm
equipment so this one is on you)
and you notice that people are
starting to buy the heck out of
smaller combines. This becomes a
good topic for a white paper. Why
do they want those tiny combines?
Find some stats or get a quote
from the CEO of the National
Association of Tiny Combine
Owners and enlighten the rest of
us. We want to know; we were just
talking about them at lunch.
Start a blog and start it now. Then
get in there and blog about your
keywords. In my upcoming class
at your State Association I will get
more into the idea of keywords
and keyword research but let’s just
dabble a bit here. Let’s say you
are an auctioneer that sells estates
and real estate. You might want to
blog consistently about nursing
homes, independent living and
such. Write a blog post on the 50
largest assisted living communities
in your state, or a blog post on
some innovative programs that are
happening at local assisted living

A Brave New World
centers. Install Evernote on your
phone and laptop and start a file
for future blog post ideas, so that
when an idea hits you, put it into
your phone or laptop.
Boost a post on Facebook or link
from other social media sites to
your website. Numbers don’t lie,
and the total numbers of the more
popular social media platforms
can’t be ignored: Facebook 1.3 billion, Twitter - 645 million,
LinkedIn - 300 million, Google+ 300 million. Your prospects are on
social media. A recent boosted
post on Facebook cost us $200. For
$200 in the St. Louis Post Dispatch
you get an ad the size of a postage
stamp that nobody sees. For $200
on Facebook I got an ad with as
many pictures as I wanted to ad
(in this case I used one montage
picture and 12 other photos). This
ad was seen by 33,706 people,
1,086 of whom engaged with it
or 18 cents per post engagement.
Engaged with it means they liked
the post, clicked on a picture,
or shared the post. The post
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produced several bidders and got
several people to like my business
Facebook page. According to
Facebook this ad received 1,486
clicks (including clicks on the
pictures). However, according to
Bitly.com it drove 352 people to my
website (many of whom were no
doubt new visitors).
You can use your Facebook
Analytics, coupled with your Bitly
Analytics on top of your Google
Analytics to show your seller or
yourself how well your Facebook
ad worked. In my case, Google said
I had 529 seasons on my landing
page for this auction over the
two day period of my Facebook
boosted post, with 277 people
coming directly from Facebook.
Not too bad, considering a $200
ad delivered 277 people to the
page where the auction is and from
which they could click to bid. That is
the power of inbound marketing.
See you soon,
Rob

Expert Negotiations

Precedent Power

Negotiating Tip:

People expect that what
happened to them the last time
will be occur again.
■■ If a discount was given before,
it’s expected again.

Precedent Power

■■

www.GoodNegotiator.com
Contact

I

f you’ve heard the phrase, “Been there, done that”
then you know we’re referring to a repeating
occurrence. When negotiating, are the results
influenced by the fact that we’ve negotiated with that
same party before? It surely does and it’s the basis for
the source of negotiating power known as ‘precedent’.

The second category is the
negotiation you’re likely to
repeat. It happens when the
likelihood of dealing with that
opponent is probably going
to occur in the future. Perhaps
not often, but it will happen.
An example of this would be
with a service person (plumber,
electrician, mechanic) that you
have confidence in and would
call on again if the need arises.
Oh, we could call on someone
else, but that past satisfactory
service causes us to seek to
repeat that experience with a
known quantity. Real estate
agents fall into this category. If
the previous service experience
was really good, a consumer (if
properly cultivated) is very likely
to use that agent again.

■■

The third, and often overlooked
category, is the relationship
negotiation. This situation,
while rare when compared to
the first two, involves inevitable
and frequent opportunity
to negotiate. An example of
this situation would be when
a salesperson is assigned a

If free shipping was included
with the last order, then free
shipping is expected again.

To be more specific, many
negotiating experts classify
negotiations into three distinct
categories:

MSAASUPPLEMENT
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■■

It’s often helpful to build one’s
negotiating strategy on the
circumstances encountered.

■■
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The first category is the one
time negotiation. It occurs
when it’s highly unlikely that one
will ever see, let alone negotiate,
with a specific opponent again.
An example would be when
negotiating a golf club purchase
in a resort in Hawaii. The odds
are slim you’ll ever make it back

12

to the islands, let alone visit
that pro shop or see that store
manager. To be sure, that’s a
one time opportunity.

It’s hard for a party to withdraw
or justify the withholding of a
better price or deal enhancement
if it was previously provided. So
how does the good negotiator
handle repetitive negotiating
circumstances? It’s all in building an
appropriate strategy.

John Hamilton, DREI

|

Expert Negotiations

Precedent Power
particular customer as one
of their accounts. They’ll see
them often and even have
responsibilities beyond simply
negotiating an order (or
re-order).
■■

Another example would be a
negotiation with a boss or a
subordinate. Negotiations here
are continual and ongoing.
Each experience builds and
relates to the previous one and influences subsequent
encounters.

Before you get too aggressive
or too accommodating in a
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negotiation, consider if this is
a one-time bargaining session
with this opponent or will you be
repeating this process again.
If it’s the latter, you better watch
your concessions because
the power of precedent will
almost force you to make those
concessions in the future.
Like successful chess players, good
negotiators are always planning
their next moves.
Keep Negotiating!

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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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
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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:

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 Conferences/
Meetings 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, Belle Plaine, MN 56011, 952.873.2292 or 952.873.6972
Scholarship Committee: Conny Rime (chair), LuAnna Finnila, Anita Aasness
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