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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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Announcements
birthday

There is going to be a celebration of Abner Jacobson’s 90th birthday on 
Sunday, June 14 from 2-4:30 p.m. at Our Redeemer’s Lutheran Church in 
Benson. All are invited to celebrate.

thank You

The MSAA just received a thank you for the flowers the MSAA and Auxiliary 
sent to the Merridy Pike memorial service. Over a dozen MSAA members 
and Vice president Greg Christian represented the MSAA along with many 
friends that came together to remember Merridy. Uncle Wally wanted to 
share the advice, remember to stop and smell the roses.

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
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=
mailto:michelle%40alliancebid.com?subject=
mailto:scottgillespie%40centurytel.net?subject=
mailto:lifetimeholsteins%40gmail.com?subject=
mailto:bridgetsiler%40gmail.com?subject=
mailto:kswanson%40wilsonobrien.com?subject=
mailto:iauctionitall%40gmail.com?subject=
mailto:leeann%40twinpinesauction.com?subject=
mailto:frank%40solditatauction.com?subject=
mailto:matt%40schultzauctioneers.com?subject=
mailto:frank@solditatauction.com
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greg christian
Vice President, MSAA

AuctionMasters.com

Contact 

Helpful Quotes
Thoughts from the Vice President

There are thoughts and sayings that we pick up  
in life that keep coming to us and keep us on track. 
Throughout my life I have made lists of things 

that moved or motivated me. Here are some that keep  
popping up:

“Do what you dread.” 

You know, like calling that unhappy 
client or customer, doing exercises, 
or saying, “sorry.” It’s hard to find 
one tougher than that, but getting 
in the habit of doing it soon  
saves energy.

“Pretend you are enjoying it”

One way to look at this one is to 
visualize yourself with the signed 
contract or other goal. Another is 
literally pretending you are enjoying 
something and before long you 
and the people around you are, 
too. Tom Sawyer proved it works. 
Sometimes, when I am in a funk I 
get in front of the mirror and say, 

“Hot dog I get to go to work today.” 
Next thing, I am smiling and ready 
to go get ‘em. 

“Treat people like it is the last time 
you will ever see them.”

It’s hard to do sometimes. Maya 
Angelou summed it up best when 
she said, “I’ve learned that people 
will forget what you said, people 
will forget what you did, but people 
will never forget how you made 
them feel.” It feels good leaving any 

parting, knowing you don’t have 
to go back and fix what you said or 
just feel bad about it until the next 
time you see them or don’t.

“People are where they are  
because that is exactly where  
they really want to be - whether 
they will admit that or not.”  

–Earl Nightingale

This one often comes to mind. I 
heard this on a 78 record when I 
was around 11 years old. It was a 
tough pill to swallow when it was 
time to do the chores. It still is when 
I acknowledge how the mess I may 
be in was created. The thousands 
of decisions we make every day 
determine what we are doing now. 
Even in times of tragedy, you put 
your energies where you feel they 
are most needed. 

“Shut up and sell.” --Don Sheehan

This is magic. There have been 
times the contract has been signed 
in 10 minutes or less with me only 
saying, “sign here.” It is about 
finding their needs and creating a 
vision of having the project done 
with ease.
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“Stand up and go to the door.” 

We all run into people who never 
stop talking and need an escape. 
Departure can be a challenge. This 
process has saved me many an hour. 
Stand up and walk to the door; 
they will follow still talking. If you 
are in your office, open the door, 
say “good bye,” and close and lock 
the door. If you are in their office or 
home, don’t get stuck at the door. I 
have spent many a minute with my 
hand on the doorknob dreaming 
of freedom. Turn the knob, open 
the door, walk through and close 
it. Walk briskly to your car without 
looking back.

Book an auction today.



MSAASUPPLEMENT
May 2015 | Issue 80

Do the Math  |  6

ryan george
Biplane Productions

Contact 

The Magic Formula for 
More Efficient Advertising

Do the Math

For years I’ve been saying that there’s no silver bullet 
in auction advertising. I’ve taught in my seminars 
that there’s no Ronco “Set it, and forget it” strategy, 

because the one constant in marketing is that there are  
few constants.

It’s time, though, that I come clean.

There is a foundational formula that 
applies to all auction advertising, 
including yours. Using it can 
transform your sales pitches and 
seller proposals, your media spends, 
and overall budgets. The number in 
its answer trumps all the numbers 
in your Google Analytics, Facebook 
Insights, and MailChimp reports.

Very, very few auction companies 
that I’ve consulted are using this 
formula, but the ones who are have 
a competitive advantage over the 
ones who aren’t.

I’m talking about cost Per bidder 
Per Medium.

Knowing your generic cost per 
bidder would be interesting—
discovering how much it costs you 
on average to get a consumer to 
register to bid; but it wouldn’t be 
much in the way of actionable data. 
Knowing how much it costs you 
per bidder per medium, though, 
goes beyond interesting. That 

knowledge is incredible  
marketing power.

The basic formula is below.

Now, repeat that for every medium 
or every media category you use 
in your advertising: signs, direct 
mail, newsprint, paid search, social 
media, public relations, etc. Save 
that information, and repeat this 
process every auction. After a few 
months, you should start to see 
patterns on the aggregate. You’ll 
discover that some media are less 
efficient than other ones.

If you sell more than one type of 
asset or the same asset in more 
than one geographic area, you may 
want (1) a larger set of samples or 
(2) separate spreadsheets for  
each market.

Once you get enough of a sample 
size collected, you can use it to 
start adjusting your budgets to 
favor the most efficient source 
of customers. For example, if 
Facebook costs you $5 to acquire 

(medium spend)

(buyers from that medium) 
= cost per buyer
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“buyer.” If you want to know how 
much you spent per buyer, the 
formula looks like this:

The formula is simple, but the data 
collection tends to be the hard part 
for auctioneers. The spend side 
of the equation should be easy to 
capture, since you already have 
invoices and probably a formula-
driven Excel budget. You can add 
a couple columns to that budget to 
do this math for you and then link 
to those result fields in a master 
spreadsheet.

Then, all you have left is asking 
bidders where they saw or heard 
about the auction. (It’s okay if 
they choose more than one.) You 
can poll them at on-site auctions, 
and you can create a toggle-list 
question for those who register 
to bid online. Using some tools 
currently taught in the Auction 
Technology Specialist designation 
curriculum, you can even track 
online bidders passively from their 

first interaction with your online 
AND offline media all the way to the 
bidding page.

If this seems like a lot of work, 
think about how much more work 
this information could help you 
book. Imagine if you and another 
auction company were vying for the 
same auction, but you alone could 
show the seller exactly where they 
can spend their money the most 
efficiently. Do you think you’d look 
a step ahead of your competition 
with a summary from the past year’s 
advertising effectiveness in their 
asset and geography markets?

That’s a rhetorical question.

It will probably take you six to 12 
months to build reliable statistics. 
So, you’ll want to start as soon as 
possible. Don’t wait. I can name 
auction companies with more than 
a year’s head start on you.

a bidder, and newsprint costs you 
$50 in bidder acquisition, then 
you can start shrinking the size or 
frequency of ads to send money 
over to social media.

You can have hundreds of people 
click to your website from your 
email blast or thousands from social 
media. If the only people who show 
up at your auction are the ones who 
saw the sign, though, that traffic is 
empty. If your YouTube video went 
viral or your phones have been 
ringing off the hook from a press 
release that’s hit all of the local 
news, but most of your bidders all 
brought your direct mail piece to 
the auction, then the buzz didn’t 
bring you buyers.

buyers trump traffic.

Speaking of buyers, you can take 
this formula one step further to 
separate the tire kickers from the 
paying customers. In the formula, 
you can replace “bidder” with 
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Negotiating Tip:
Power of Investment

Power is crucial to a negotiator. The sources of 
power are more plentiful than most imagine. 
Obviously, not all sources are applicable in 

every situation, but knowing more about them can 
prove very effective. That is certainly the case with 
the Power of Investment.

the Power of investment, simply 
stated, holds that the more time 
one invests in a negotiation, 
the more likely they will make 
concessions.

Can I say that again? The Power 
of Investment states that the 
more time one invests in a 
negotiation, the more likely they 
will make concessions.

Good negotiators can use the 
Power of Investment two ways:

the first way is as a strategy to 
achieve concessions from one’s 
opponent. 
Concessions are typically hard to 
come by early in a negotiation. They 
come easier when the bargaining or 
discussion phase takes a substantial 
amount of time (hours, days,  
weeks, etc.) 

Its success stems from a party 
saying to themselves, “I’ve been 
working on this deal for a long time. 
I need to have something to show 
for my efforts (investment of time).” 
Silly as it sounds, many will grant 
a concession just to have a result, 
even if it is contrary to what they 
would normally do. 

Strategy: Get your opponent 
to invest more time. (Ask more 

questions, seek explanations of 
positions, etc.)

the second way to use the Power 
of investment is to recognize that 
it works on us, too. 
We have to be on guard to not 
make concessions, agree to deals, 
or strike a bargain just because we 
have been working on it for a long 
time. A bad deal is a bad deal no 
matter how long or no matter what 
the investment has been. 

Strategy: Don’t agree to a deal just 
because you have a lot invested 
in it. 

We all like to have something 
to show for our efforts, but not 
something that we would regret 
later. How many times have we 
looked back and asked ourselves, 

“What was I thinking?” 

Maintain an exit strategy for  
use no matter how long you’ve 
been negotiating. 

Remember, good negotiators 
know that the Power of Investment 
has the potential to work for us or 
against us.

Tap that power as you  
KEEP Negotiating.

John Hamilton, drei
www.GoodNegotiator.com

Contact 

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

Rick Berens may not have known exactly what he 
wanted to do when he walked through those high 
school doors the last time, but what he knew for 

certain and what he had was a drive to succeed. 

Coming from a large family with 
parents who worked hard their 
entire lives just to provide the 
basics, Rick was no stranger to hard 
work and taking the lead. Tenacity, 
drive, curiosity, zeal, and passion all 
describe what helped bring Rick the 
success and amazing life he led.

His leadership skills started early by 
helping his siblings while growing 
up. He enlisted in the US Army 
and served two years, stationed 
in Nuremberg, Germany. Shortly 
after being discharged, he earned 
his instrument rated pilot license 
and a degree in real estate. In 
between selling real estate, he 
started attending auctions in 
the surrounding area. He quickly 
caught the bug and combined two 
of his passions - selling real estate 
and auctions...The rest is history.

His outside-the-box way of thinking 
and continuing to learn included 
attending seminars, and purchasing 
tapes/CDs and listening as he 
travelled from auction to auction on 
the drive to our cabin in Montana, 
and when on the long drive to each 
hunting trip. He made a career 
of learning and sharing what he 
learned with anyone interested. For 
several years he taught the auction 
method of marketing real estate for 
one of the nation’s top accredited 
real estate schools. As his wife, I can 
attest to his drive to succeed and 

“fire in the belly” for success. I am 
proud to contribute to his legacy by 
providing the MN Auctioneers with 
a scholarship in his name. 

Spring is here, enjoy the months 
ahead. The best is yet to come! It 
seems appropriate to close with 
the…what are you waiting for? 

scholarship instructions are on page 17
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RE: Minnesota State Auctioneers Association Member 
For consideration of your support and vote for NAA Director

Dear Association Member and Valued Auction Industry Friend,

In my journey through life and my professional career, I truly feel blessed. 
Blessed in that I can say that many have impacted my career not only 
as an auctioneer, but also shaped me as a person, and many probably 
without even realizing it. Throughout that journey, and my 30 years in the 
auction industry, I’ve learned a great deal from so many, and along with 
it the privilege of making and developing those many special auctioneer 
friendships along the way. I know many of those friendships will continue 
for a lifetime. That’s how I view my Minnesota Association members, as my 
extended auction family, and I truly treasure my ties to each of you. I feel 
privileged to have been a member since 1986, privileged and honored to 
have had the opportunity to serve as a past president of our Association in 
2001, to represent our Association as the MN Champion Auctioneer in 1992, 
to attend and present seminars, to glean and share auction knowledge 
amongst so many successful auctioneers, again honing and developing our 
skills, and building lifelong networking opportunities and friendships. I’m 
proud and honored for those opportunities, and to be a fellow professional 
in the Auction industry. Again, I believe not only my professional career, 
but my life as well, forever has - and will continue to be - shaped each day 
by your friendships, the experiences we’ve shared together, and what we 
continue to share on into the future.

To each member: those who are NAA members, your consideration and 
valued support in my intention and endeavor to get elected to the National 
Auctioneers Association Board of Directors position is of great importance 
to me. It is a position I consider an honor, an opportunity, and a privilege; 
and one that carries with it a large obligation to the entire membership and 
body of the NAA. I am ready and prepared for the challenge.

The election will take place this summer during the NAA Conference and 
Show held in Addison, Texas, July 14-18, 2015. I hope you all can make plans 
to attend, and I humbly and professionally ask for and seek your vote. If you 
cannot, your vote can still be counted in the form of an absentee ballot, 
which is available and found on the NAA website at auctioneers.org. Your 

Letter to Association Members
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vote is of importance, and this is a great way to participate if you cannot 
attend, yet let your voice be heard. If you currently are not a member of the 
NAA, or are considering it, I would be happy to discuss anytime the many 
opportunities and advantages of being an NAA member, and what it has 
done for me as a Professional Auctioneer. 

As for my position and views: I believe for us, as auctioneers, it’s very 
important to find and discover opportunities, application, and value for 
the membership and dues we pay out. Things we truly can use on a daily 
basis for individual improvement and business growth alike. I truly believe in 
the NAA, and that it is, and can very much be, that platform for us to keep 
ourselves sharp and on top of our game as professional auctioneers. I’ve 
learned firsthand, and experienced personally, that NAA can provide that 
platform, and combined with hard work, perseverance, and determination, 
we can hone our skills, continue to sharpen that edge, reach our goals, 
and in turn become the very best we possibly can be. I’ve learned also that 
leadership is not about a title or a designation only. It’s also about impact, 
influence, and inspiration. I’m committed, experienced, and prepared to 
work hard to carry that torch for each of you, and the many other NAA 
auction professionals like yourselves. I will diligently strive to discover and 
seek ways to keep the auctioneer promoted and at the cutting edge of the 
market place, and continue to prepare opportunities for ourselves not only 
for today, but also on into the future as well. As an NAA leader, I believe it’s 
very important to be an auction advocate to the buying and selling public, 
as well an active voice for all members, and to make sure each decision is 
made with consideration for the advancement of the auction industry, the 
NAA, and its members alike. Going forward, with your help, with the right 
leadership, education, innovation and hard work, we can keep the auction 
industry a vibrant first choice solution for the nation, and, yes, the world 
alike. 

If you have questions or at any time would like to discuss my background, 
thoughts, views, or intentions with regards to the NAA Board Member 
position, please feel free to contact me. Your consideration and vote is of 
great importance, and I feel blessed to be an Auctioneer. I again humbly 
and professionally ask for your vote for NAA Board of Directors.

Cary M. Aasness 
Proud NAA Member
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cary M. Aasness international & World champion Auctioneer
Owner, Pres/CEO and Lead Auctioneer

United Country Aasness Auctioneers Auctions & Real estate

Specialize in Real Estate, Equipment and Specialty Auctions

Contract Equipment and Fundraiser Auctioneer

Auctioneer since 1985/Conducted & Sold over 6,000 Auctions including: 

  Real Estate, Tractors/Equipment, Auto’s, Firearms, Specialty, Livestock, 
Antiques & Personal Property and Fundraiser/Benefit

Accomplishments
  2005 International Champion Auctioneer, (IAC Men’s Division), won in 

Pittsburgh, PA

 1999 North Dakota State Champion Auctioneer

 1997 & 2000 Rsv/Rup World All-Around Champion Auctioneer

 1992 Minnesota State Champion Auctioneer

 2001 President Minnesota State Auctioneers Association

 Multiple National & State Marketing Award Winner

 Championship Judge on National and State Level

  National and State Speaker and Instructor on Bid Calling, Positive 
Thinking, Real Estate Auctions and other Auction Industry Topics
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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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To submit this form, fill out then print a copy and attach any extra requirements.

Return to:

Rick Berens Scholarship 
c/o Sara Fahey 
661 E. Forest Street 
Belle Plaine, MN 56011

Scholarship Committee: Renee Berens and Anita Aasness 

Funds available will be determined from the proceeds of the  
rick berens scholarship Fund. 
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 
 Employee

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 (3) 
consecutive years. 

Name of Relative:  

Address:  

City:   State:   Zip Code:  

NOTE:  Only one scholarship per candidate. If unsuccessful in your application one year, please 
re-apply.  If no qualified recipients apply, there will not be a Rick Berens Scholarship 
award that year.

Name of College or University of enrollment:  

Address:  

City:   State:   Zip Code:  

CHECKLIST 

1. Complete and attach the Official Applicant Form.

2.  Submit 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. Please complete on separate page, sign, and 
ATTACH ESSAY TO THIS APPLICATION FORM. 

3.  Attach a letter of recommendation from a current, active MSAA member. 
This is required for ALL scholarship applicants. 

4.  Use this scholarship toward tuition at an auction school.

Absolute Deadline – Must be postmarked by November 1

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