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

Viewing Instructions
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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property Stolen:
The Benton County Sheriff’s Office, Foley, MN, is looking for assistance 
in locating 6-7 head of cattle taken sometime after February 15, 2015. The 
details are as follows:

Details of Incident: Complainant is missing up to 6 or 7 Black Angus bred 
heifers, approximately 3-5 years of age. One animal would stand out as 
being 8 or 9 years old and having white on her tail. All would have metal tags 
from the sales barn where the complainant originally purchased the cattle. 
Complainant used white, yellow, or red ear tags and the numbers would 
have numbers been below 100. Complainant also used green ear tags that 
were above 100.  

Possible suspects include:  
Cassandra Anderson of Foley, MN 
David Karst of Pierz, MN 
Ronald Karst of Pierz, MN

Any sales barn with similar or that have done business with the above 
three persons since mid-February, 2015, please contact the Benton County 
Sheriff’s Office at 320-968-7201.

Thank you for your assistance, 
Detective Jerome Kahl

assistance needed:
I’m interested in finding an auctioneer who deals in dolls. I have a large 
collection that I must sell.

Thanks for any help you can give me. 
Patricia 
pjlakeplace@frontiernet.net

http://www.twitter.com/MNauctioneers
http://www.facebook.com/pages/Minnesota-State-Auctioneers-Association/139340309461158
mailto:matt%40schultzauctioneers.com?subject=
mailto:greg%40auctionmasters.com?subject=
mailto:frank@solditatauction.com
mailto:Lowell@gilbertson.com
mailto:chrisfahey%40faheysales.com?subject=
mailto:tpjjjj@mchsi.com
mailto:austin_bachmann@hotmail.com
mailto:allen%40henslinauctions.com?subject=
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mailto:matt%40schultzauctioneers.com?subject=
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memorial Service:
Merridy Pike’s memorial service is set for May 8th at 11 a.m. in Princeton, 
Minnesota at Trinity Crossing. 

If anyone would like information on lodging, the suggested place to try is: 
the AmericInn Lodge and Suites of Princeton:

910 S Rum River Drive 
Princeton, MN 55371 
1-800-634-3444 
www.americinn.com

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

http://www.twitter.com/MNauctioneers
http://www.facebook.com/pages/Minnesota-State-Auctioneers-Association/139340309461158
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mailto:scottgillespie%40centurytel.net?subject=
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chris fahey
Immediate Past President, MSAA

Fahey Sales Agency, Inc.

Contact  

Looking Back
From the Desk of the Immediate Past President

As I reflect over the past year, writing my last article 
for the supplement, this overwhelming sense of 
pride fills me knowing that I have been able to give 

back to an association that has meant so much to me and 
my family throughout the years. Going back to when I was 
just a child, I can recall vivid memories of MSAA events. 
Most importantly, I can reflect upon the many personal 
friendships that have developed and still remain today. 
Especially this year, as I had a trainwreck of a year, it became 
apparent to me how much of a family our association truly 
is. Each of you, as an MSAA family, truly stepped in to help 
me and my family out when I/we needed it most.

Recently, I had an opportunity to 
see many of you at the conference 
which was held this past January 
at the Doubletree by Hilton in 
Bloomington; it was well attended!  
As a synopsis of the events, I would 
like to first applaud Mr. Matthew 
Schultz as assuming the role of 
MSAA President. In addition, I 
would like to also congratulate 
Mr. Greg Christian on his election 
to MSAA Vice President. This year 
we were once again fortunate to 
have had a stellar line-up of guest 
speakers. Our keynote speaker, 
Mr. Joe Schmit of KSTP Channel 
5, highlighted the importance of 
our silent impact. He stressed the 
magnitude of being aware of who 
we are and knowing that we are 
always impacting those around 
us whether we realize it or not. As 
he stated, “We make our biggest 
impressions when we are not trying 
to be impressive.” A huge thank 
you goes out to everybody who 
attended, but also to those who 
made the events possible! 

Over the past year the Minnesota 
State Auctioneers Association has 
continued to move in the right 
direction due to your ongoing and 
amazing support. As the MSAA 
Immediate Past President, I must 
tip my hat to those around me 
who have served on the board 
alongside me during the year. Also, 
to those who have provided their 
leadership and knowledge while 
serving on various committees, 
thank you for all that you have 
done! As the fourth member of the 
Fahey family to have assumed the 
position of MSAA President, I am 
humbled to have not only followed 
in the footsteps of my close family 
members, but also the footsteps of 
all past board members. There are 
many moving parts that make our 
association as strong as it is while 
it continues to grow in this ever-
changing industry.
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allen J. Henslin 
Director, MSAA 

Henslin Auctions, Inc.

Contact  

Doing Your Homework Before 
and After the Auction

Addressing Issues, Before they Become Issues

First of all, I would like to congratulate Chris and Sara 
Fahey for an excellent MSAA Conference and Show. 
There are so many details - large and small - to cover 

before, during, and after, and I think we all agree that it 
was another great weekend to learn and become better 
auction professionals. 

The agricultural economy is 
currently going through a shift of 
supply and demand. There is a 
huge surplus of late model farm 
equipment for sale right now 
both through live and online-
only auctions. This would include 
late model combines, tractors, 
planters, and sprayers. Commodity 
prices have settled back to a point 
where larger farmers are not in the 
position to make a big purchase or 
their shopping is not over because 
of years of active buying. 

As the agricultural market starts 
to make a change from record 
high prices on farm equipment 
to softening prices on late model 
equipment, this will make for 
financial changes and some 
challenges for your sellers. We 
always have to remember that 
auction professionals are at the 
forefront of changing markets and 
our sellers are usually not used 
to these changes as they do not 
see realized auction prices day 
in and day out. Coaching sellers 
and walking them through the 
live and online auction process 
cannot always be as smooth as one 
would hope for. So what does this 
mean for us? Maybe one or two 
more phone calls to coach them 
along if needed, an extra meeting 
before the auction, sales results 

from past sales to explain what 
the current market is doing, etc. 
Communication to sellers is now 
more important than ever. Sellers 
expectations may be higher than 
the current market will bear; past 
sales results to show sellers will 
be very helpful to show them the 
current market. If you are in need of 
a quick reference for past auction 
sales results, www.machinerypete.
com is an excellent source. I highly 
recommend this website as Greg 
Peterson from Rochester, MN tracks 
live and online auction results from 
all over the United States. You 
will have access to hundreds of 
thousands of auction sale results! 

It is also important for the seller to 
inform the auction company of any 
debt incurred and loan payoff totals. 
It is import to run a UCC Check 
(Uniform Commercial Code) for the 
seller before the auction. A UCC 
search can be completed through 
the State of Minnesota Secretary of 
State’s website.

Very few times will the seller not 
tell the entire truth, but “desperate 
times calls for desperate measures.” 
We have all heard of someone that 
would like the check written out to 
XYZ and that maybe isn’t the best 
way to settle the auction!

www.machinerypete.com
www.machinerypete.com
https://mblsportal.sos.state.mn.us/)
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Remember to not only search for 
the sellers personally, but also their 
business and/or farming operation. 
Example: Johnson Farms, Thorp, 
MN; Bill and Ann Johnson... Make 
sure to conduct two UCC searches 
for both names. During your search, 
if any current debtor is listed, the 
debtor may have a blanket lien on 
all assets or grains or on certain 
items that will be listed individually. 
The UCC search is important for  
not only farm equipment  
auctions, but also equipment  
consignment auctions. 

What should an auction company 
do if a dispute arises over who 
would get the certain proceeds of 
an auction item or items? Example: 
First Bank of Banks vs. John Deere 
Credit. If there is ever a dispute 
between two lending companies 
on ownership of assets, I highly 
recommend getting a hold of your 
company’s attorney and placing 
all funds into your attorney’s trust 
account, as well as providing your 
attorney the UCC search for review.

I couldn’t help but reflect on 
being a MSAA Board Member 
and looking at our current and 
past board members. We as 
an association are really well-
represented. Each of our members 
shares their thoughts and ideas to 
make our association better. If you 
know anyone that would like to be 
a part of the MSAA Board, please 
encourage them to run for the 
Board of Directors position! It is a 
decision that they will not regret! 

Also, if you know anyone that has 
any involvement with the auction 
profession, please encourage 
them to join the MSAA. Think of 
the ideas you take away from our 
summer picnics and Conference 
and Show seminars, as well as from 
general conversations with other 
members. The fee to become a 
MSAA member is, and will continue 
to be, one of the best investments 
of our lives!

See you all at the summer picnic!
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mike Brandly
Executive Director

Ohio Auction School

Contact  

So Tell Me About this  
Other Auctioneer

Your Chance to Represent the Profession

Sophie had never hired an auctioneer before. In fact, 
she’s never attended an auction. However, with the 
death of her father, Sophie asked around and was 

told to contact an auctioneer. So she did — in fact she 
contacted two.

Karl Miller, Auctioneer arrived at 
Sophie’s father’s home on Tuesday 
night. He sat down with Sophie and 
discussed her situation, and then 
toured the 14 room farm house 
commenting periodically on items 
in view — a nice Waterfall bedroom 
suite — a desirable 1950’s kitchen 
table and chairs — a wonderful old 
flat wall cabinet…and so forth.

After the preview, Karl and Sophie 
sat back down in the living room. 
Karl went over his suggestion for  
an onsite auction to be held in 
about three weeks. He went over  
all his fees and costs and his 
marketing plan.

Sophie was impressed with Karl 
and had only one question for him: 
What did he think of Ernie  
Klock, Auctioneer?

Ernie Klock had visited with Sophie 
at the farm house on Monday night. 
Sophie was impressed with Ernie’s 
plan for an onsite auction as well, 
but was curious if Karl could shed 
any light on Ernie and his operation.

In other words, “So tell me about 
this other auctioneer …”

Generally speaking, an auctioneer 
being asked about another is 
a great opportunity to speak 
favorably about the other 
auctioneer, while pointing out how 
his service or product differs (and is 
better) than his competition.

For example, Karl might say:

“Ernie is a great auctioneer and has 
a very successful business. In fact, 
when we need a second auctioneer, 
Ernie is the first name that comes 
to mind. However, we have a larger 
mailing list, more experienced 
staff, and a greater knowledge of 
antiques and collectibles than any 
auctioneer in this region — and we 
feel we are the best auctioneer  
for your auction.”

My friend Jill Marie Wiles offered 
some great thoughts on this type  
of situation:

“Diplomacy and tact is always a 
favorable choice when asked 
to rate your competitor. I love 
the saying “Strong and bitter 
words indicate a weak cause.” If 
someone doesn’t show up for an 
auction I address them privately 
but publicly I praise those who 
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did a good job. (Shannon, I 
admire you for making a  
better choice.)

If a client asks my opinion on a 
competitor I ask them why they 
are asking and then find a positive 
solution rather than spending 
time on bashing the person in 
question. If a fellow auctioneer 
calls me and asks my opinion 
on another auctioneer I am very 
reserved and use only my first 
hand experience, not the gossip 
or rumors that they might  
be hearing.

My focus is always to treat others 
the way I would want to be 
treated. If someone is making 
fun of another person or talking 
behind someone else’s back 
what makes you think you are 
so special? People like that lack 

discretion and if they will do it 
to someone else, they will most 
certainly do it to you. It works 
both ways. What you say about 
others says a lot about you.”

Any auctioneer in business for any 
time at all will be asked about a 
competitor. Auctioneers need to 
remember that such a question 
is an opportunity to showcase 
oneself in regard to their own 
competencies and capabilities  
as well as how they speak about 
their competition.

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. He serves as Adjunct Faculty 
at Hondros College of Business, Executive 
Director of The Ohio Auction School and 
Faculty at the Certified Auctioneers Institute 
held at Indiana University.
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Negotiation Tip
Avoid Single Issue Negotiations

I’d be speaking the obvious if I reminded you that 
negotiating is typically a matter of give and take, 
offer and counteroffer. We’ve all been there and 

done that.

What we might be missing out 
on is the ability to get the best 
deal possible because of how 
we might allow the negotiating 
issues to become limited. As the 
title of this tip shares, we should 
avoid negotiating over just one 
issue. Without planning, most 
negotiations default to that state.

One issue negotiating almost 
always - no, I’ll say ALWAYS 
produces - is a win-lose result. 
When there’s only one issue on 
the table, for one party to gain an 
advantage on that issue, the other 
party has to yield or make  
a concession.

On the other hand, if there are 
multiple issues, one party could 
gain on one while their opponent 
gains on another. Each party tends 
to be a hard bargainer on issues 
they value heavily, while they’re 
willing to make concessions on 
other issues they may not value  
so heavily.

That’s all theory, to this point, so 
how does one actually avoid single-
issue negotiating? It’s as simple as 
being alert to the benefit of having 
multiple issues and being creative 
in introducing multiple issues.

example
A fellow is out to purchase a new 
appliance. The one issue that’s 
most obvious is the price. Our 
fellow wants a low price. The store 
manager wants full price. A gain by 
one only is possible by a loss to the 
other. That’s win-lose at its core.

Our keen fellow recognizes that 
limiting the negotiations to just 
price is something to be avoided. 
So, as he drives to the store he 
diligently seeks to identify other 
issues to add to the discussions 
(negotiations). What would you 
suggest he consider?

Our fellow has identified a few, 
including:

1. Delivery of the new appliance 
(which might be an extra  
cost item).

2. The removal and disposal of  
the old appliance (another extra 
cost possibility).

3. Extended warranty (almost 
always an extra expense).

4. Purchasing another item  
at a significant discount  
(quantity discount).

John Hamilton, Drei
www.GoodNegotiator.com

Contact  

http://www.GoodNegotiator.com 
mailto:john%40jhseminars.com?subject=


MSAASUPPLEMENT
April 2015 | Issue 79

Avoid Single Issue Negotiations  |  12ExpErt NEgotiatioNs

There certainly can be others.

Now when the bargaining begins 
between our key fellow and the 
store manager, they’re not just 
negotiating price, but other 
items come into play. Without 
the other issues, the bargaining 
would proceed quite quickly to 
the highest price our fellow would 
pay and the lowest price the store 
manager would accept. It looks like 
they are heading to an impasse or a 
‘cave in’ very quickly.

Don’t forget that beyond the price 
and ancillary issues, our fellow 
can always ask for the ‘courtesy 
discount’ or ‘repeat customer 
discount’ (if that applies) and he 
can ask, “What do I have to do to 
get a better price on this item?” 
One is often surprised at what their 
opponent finds valuable and what 
they’d like from a customer.

Your time to add issues
So what’s your next negotiation 
going to be? Will it be a major 
purchase where extra issues might 
be easily identified? Or will it be a 
family negotiation with a teenager 
where you have to be creative to 
inject additional issues. 

Even if the extra issues don’t result 
in a major price concession by 
your opponent, at least you’re in a 
position to gain some other items 
of value and be assured that you 
did achieve the best deal possible. 
Isn’t that always our goal?

Whatever the situation, good 
negotiators know that limiting 
negotiations to one issue is a 
dangerous situation and creative 
efforts should be made to add 
other items to the bargaining list. 
Plan ahead and be creative as you 
Keep Negotiating.
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To submit this form, fill out then print a copy and attach any  
extra requirements.

Return with payment to:

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

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

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

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

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

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

 ■ Updated directory of all MSAA members

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

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

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

 New Membership

 Membership Renewal

 Membership Reinstatement

Name:  

Company Name:  

Address:  

City:   State:   Zip Code:  

County:   MN License Number:  

Email:  

Work Phone:  

Home Phone:  

Cell Phone:  

Signature of Applicant:  

 auxiliary Dues - $5.00

Spouse Name:  

Spouse Email Address:  

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

Questions? Call Toll Free! 800-440-9398

MSAA Membership Application

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

Return to:

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

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

Name of Nominee:  

Residence Address:  

Phone:  

Business information: 

Name of Firm:  

Position:  

Number of Associates or Partners in Business:  

Business Address:  

Phone:  

Personal and Family Information:

Name of Spouse:  

Does spouse participate in the Auction profession?   Yes  No

If yes, explain:  

Is spouse a member of the MSAA Auxiliary?   Yes  No

Give names and ages of children:  

  

general professional information: 

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

  

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

  

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

  

Has the Nominee specialized in any particular field of Auctioneering?

  

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

1)  

2)  

3)  

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

1)  

2)  

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

1)  

2)  

3)  

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

Narration: (Attach separate sheet.) 

Submitted by:  

Address:  

Phone:  

MSAA Hall of Fame Nomination

Forms  |  14
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To submit this form, fill out then print a copy and attach any extra requirements.

Return to:

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

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

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

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

Name:  

Address:  

City:   State:   Zip Code:  

Phone:  

Name of Spouse:  

Business Name:  

Business Address:  

City:   State:   Zip Code:  

Business Phone:  

(Attach separate sheets if necessary.)

Auxiliary Participation: 
1)  

2)  

3)  

4)  

5)  

Community Activities: 
1)  

2)  

3)  

4)  

5)  

Personal Comments: (Attach separate sheet.) 

Please include as much detail as possible on all areas. Nominations must be 
postmarked no later than August 1 of the year preceding the presentation 
of the Hall of Fame Award.
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To submit this form, fill out then print a copy and attach any extra requirements.

Return to:

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

Scholarship Committee: Conny Rime (chair), LuAnna Finnila, Anita Aasness

Scholarships for $1500 each (subject to change) from the  
 mSaa and mSaa auxiliary
Deadline: november 1

Date:  

Name    Age:  

Address:  

City:   State:   Zip Code:  

Telephone:   Date of Birth:  

Relationship to ACTIVE MSAA or Auxiliary Member:

 Child  Grandchild  Niece  Nephew  Auctioneer Spouse 

An Active Member means he/she should attend MSAA 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:  

Address:  

City:   State:   Zip Code:  

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

High School Graduated from:    Year:  

Address:  

City:   State:   Zip Code:  

Name of College or University of enrollment:  

Address:  

City:   State:   Zip Code:  

CHECKLIST 

1. Scholastic Information – GPA:  

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

2.  Honors or Community Involvement: 

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

a)  

b)  

c)  

d)  

e)  

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

4.  Please attach a copy of the letter of acceptance or proof of enrollment in 
your school of higher education. 

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

Absolute Deadline – Must be postmarked by November 1

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.
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