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

Viewing Instructions

Back
4 Looking
From the Desk of the Immediate Past President
You Want to be an Auctioneer
5 So
It’s Harder than it Looks
Larry Mages

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.

Ways to Get Past the
7	Creative
Gatekeepers to Your Prospects
Thinking Around the Problem
Ryan George

Tip:
10	Negotiating
The Flinch
John Hamilton, DREI

MSAASUPPLEMENT
April 2016

|

Issue 91

|

2

Announcements

MSAA Board of Directors

Announcements

Officers

MSAA Day on the Hill

Greg Christian, President
Vince Bachmann, Vice President
Frank Imholte, Executive Vice President
Lowell Gilbertson, Executive Vice President Emeritus
Matthew Schultz, Immediate Past President

|

MSAA members met at Capitol Hill on Thursday, April 7th to meet with state
legislators. We are so grateful for everyone who took the time out of their
busy schedules to attend!
See cover photo for members in attendance.

Directors
Terms Expiring 2017

Announcements?

Scott Gillespie
Jeremy Schafer
Bridget Siler

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 2018
Kevin Swanson
Dave Thompson
Lee Ann Vande Kamp

Terms Expiring 2019
Kristine Fladeboe Duininck
Larry Mages
Paul McCartan
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From the Desk of the Immediate Past President

Looking Back

use them as a sounding board
as I worked through different
challenges; the strong board and
leadership of the committee chairs;
and lastly the amazing membership
that trusted me at the helm of this
great organization.

From the Desk of the Immediate Past President

Matthew Schultz
Immediate Past President, MSAA
Contact

I

t’s fourth and goal and the clock is winding down. You
have the ball and Conference and Show is tomorrow.
Whatever you do, don’t panic. You have spent the last
two years planning this event from the hotel to education.
You have surrounded yourself with strong, supportive people;
prepared Plan A, B, and C; something will go wrong (you
just don’t know what it will be) and most in attendance will
never know.
Having the title of Past President of
the MSAA is truly an honor that comes
with a number of lessons learned, but
first let me thank a few people that
helped me along the way. First, the
support and love of my wife, Vita, and
family; the guidance and wisdom of
past presidents that openly let me

Early in the planning year I sought
to provide the membership with the
best education that we could get
from the NAA. The only problem
was that I would have to wait until
July to figure that out, so I focused
on what else we were going to
have for education. I reached out
to our keynote speaker in January,
and again found out that I would
have to wait until July as he was
on the NAA speakers bureau until
then. I learned quickly that I would
have to be patient and wait until
I could select the right person to
be here for our membership. In
the end we had great people to
educate us: Will McLemore from
the NAA, John Schultz, and Darron
Meares rounded out the Auction
Professionals Education. We strived
to provide meaningful education
that not only was business-minded,
but also product mindful, and
hopefully those who attended
learned a few things.
The phone rings and Mr. Jones
is not happy that XYZ auctioneer
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has wronged them because of
something that has happened or
something that did not happen.
The interesting thing is that
whether or not the Auctioneer is a
member of the MSAA is irrelevant
to Mr. Jones. The fact that they
feel wronged is what matters. The
good news for the MSAA is that we
have a wonderful person who deals
with complaints and ethics issues
- Mark Rime. He is an asset that
handles issues with total anonymity
and listens to both sides. In the
leadership role of the MSAA it is a
great asset to have team member
who manages issues that come up
and handles them in a professional
manner. The lesson to be learned
here - whether it be from the MSAA
or in your own life or business - is
that there are always two sides
to every story and it is better to
leave the double barrel shotgun at
home and not going off blasting,
but listen to each side of the story
before passing judgement.
Special thanks to EVP Frank
Imholte, because without his
encouragement and guidance I
would not have had been able to
lead this great Association.
With Auctions in mind and success
to your future in the coming year.

It's Harder than it Looks

So You Want to be an Auctioneer
It’s Harder than it Looks

Larry Mages
Director, MSAA
Contact

P

eople spend years in expensive colleges only to
graduate and then, get a job. Becoming an auctioneer
only takes 10 days or so of formal schooling and for
another 20 bucks down at the courthouse, you’re in business.
Well, that was easy. Now people, come on and hire me. Of
course, we all know it’s hardly ever so easy. So what does
it really take to get people to trust us with their Dad and
Mom’s estate or selling someone’s million dollar farm. It’s
time to back up to, well, even before the beginning of your
auctioneer career.

Without even realizing it, we are
building a reputation of hard
work, trust, integrity, good social
skills, leadership, compassion,
confidentiality, and many other
ingredients that we associate with
people we want to do business with,
as we interact in our communities.
Just getting the auctioneer chant
down is a very small part of the
auctioneer business. Even though
the customer associates your chant
with you being an auctioneer, in
reality, it’s your reputation that will
get them to decide to hire you.
What you’ve done, even before you
got your auctioneer license, has a
huge impact on where you will go
with that license.
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What can you do to build your
reputation? Quit gossiping. Who
would hire a gossip to do their very
private business. Quit drinking. Oh,
an occasional social drink is fine,
but as Gordon Taylor of Worldwide
College Of Auctioneering once
said, “the more you drink, the
less business you will do.” Quit
complaining and laugh easily, as
people gravitate to fun positive
people. Get involved. Join your
local clubs and become a leader
in that club. Genuinely be a
promoter of that club without being
braggadocious about it. Being front
and center is fine, but be humble.

|
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Be a leader at your church and
school. People look up to leaders.
It may seem like no one’s paying
attention, but you are building a
reputation.
Promote yourself. You need to
budget a certain amount of money
to donate to good causes. Be smart
with your money. Just because
your newspaper thinks you should
sponsor a certain ad doesn’t mean
you should. Pick and choose where
you think you’ll get the most for
your dollar. Spending money on
signs that remind people that
you’re in business can be a good
way as signs can be used over and
over. You have to decide what
makes the most sense for your
type of business. Social media is
huge. Use it. Websites that are
easy to navigate and to the point
are essential. Of course there are
many more ways of promotion,
but the thing to remember is the
importance of people knowing
you’re out there and what you do.
The buzz about your business starts
the day you start in business. Word
of mouth will make you or break
you almost immediately. Do you act
professional? Do you return phone
calls promptly? Are people getting
their money’s worth? Not what you
think is their money‘s worth, but

It's Harder than it Looks
what do they think? Do you run
down other auction companies?
This only reflects bad on you. You
will come up in conversation, what
will be said about you? If the buzz is
bad, it’s very difficult to overcome.
Be 100% prepared the first day
you start in business and every day
thereafter.
You need to look successful, even
when you’re not. Who wants to
hire a failure? If you need a decent
vehicle, go get one. Your vehicle,
many times, is the first thing people
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see. On the other hand, don’t be
gaudy about acting successful,
even if you are very successful. No
one wants to hire an arrogant SOB.
Just like selling a CLEAN car is
important, it is also important that
your residence, your business, your
vehicle, and you are clean and neat.
There are many things to consider
and I’d be happy to visit with any
new auctioneer about them. None
of us are perfect. How we handle
ourselves day to day is what people
judge us on. Have Fun!

Thinking Around the Problem

Creative Ways to Get Past the
Gatekeepers to Your Prospects

My idea? Go to the property with
a trowel; scoop some of its dirt
into plastic storage bags; insert
an attention-grabbing, moistureresistant postcard into the dirt;
and mail the package to his top 25
prospects.

Thinking Around the Problem

The call to action: “Here’s some free
dirt from your next development
project. Name your price for the
rest of it now at [insert URL].”

Ryan George

What do you think the chances are
that the recipient visits that link?

Biplane Productions
Contact

L

ast year, one of my clients asked me for a creative
solution to attract major developers to a multimilliondollar auction. The property in question was a
large expanse of vacant land next to a huge highway and
surrounded by hundreds of homes in subdivisions. It was
one of those properties that could practically sell itself.

Effective advertising is
interruptive and disruptive. It
stops what the recipient is doing.
Then it changes their focus, even
if temporarily. We stand a better
chance of getting prospects to our
marketplace—our website—when
our advertising “interruption” shifts
the prospect’s focus and attention
to us, and away from their task at
hand.
Having been inundated with
various advertising media, savvy
consumers have become adept at
filtering ads—blurring them into the
background and mitigating their
disruption value. We’ve enlisted
SPAM filters, DVRs, remote controls,
station presets, banner ad blockers,
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and even monthly subscription fees
to keep us in our ad-free safe zone.
So, what is an advertiser to do? Well,
one of the best ways to circumvent
that consumer defense is the
element of surprise; and one of the
best vehicles for that is dimensional
mail. Dimensional mail typically
gets past the gatekeepers, even in
corporate settings. It furthermore
allows for a unique advertising
vehicle that is quite possibly
underused and unmatched by your
competitors.
It’s fairly easy to connect
the problems of sellers or
intermediaries with inexpensive
items like:
Ibuprofen
“We can alleviate your headache.”
Coffee Packet or Energy Shot
“Could your marketing use more
energy?”
Empty Plate
“Let us take some of the stress off
your plate.”
Toy Handcuffs
“Do you feel handcuffed by your
[situation]?”

Thinking Around the Problem
Socks
(mailed with one sock right-side-out
and the other inside-out)
“Does your vendor know [asset
category in question] marketing
inside and out?”
Unisom
“Carrying costs keeping you up
at night? We can help you sleep
easier.”
Gardening Gloves
(even better: sent dirty)
“We get our hands dirty so you
don’t have to.”
Oreo Cookies
“These should be the only OREOs
on your desk.”
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You get the idea.
This concept isn’t for mass
marketing. It isn’t for everyone on
your company’s mailing list. This is
for a few prospects at a time. I’d
recommend sending a series of
these per wave of prospects before
following up with a sales call and/
or email.
You still won’t “win ‘em all.” I’m not
promising an overnight marketing
success or some guaranteed silver
bullet; but I will leave you with a
thought to ponder: which would
you be most likely to open and
read: a generic sales letter or an
interesting package with a cleverlywritten tag line?
Do you suppose your prospects are
any different from you?
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Call 1-888-669-3981
or visit us online at
globalauctionguide.com
& auctionguy.com

Expert Negotiations

The Flinch

Negotiating Tip:
The Flinch

The type and style of the flinch can
and should be structured to match
the situation, your relationship
with your opponent, and with the
worthiness of the proposal.
Animated facial expressions can
be great flinches. A quick grimace.
A wince or pained look. A quick
audible gasp. A squint. A fast hand
to mouth. Eyes suddenly wide open
with eyebrows raised. There are
many others. Just watch your kids
for a display of great ones.

John Hamilton, DREI
www.GoodNegotiator.com
Contact

R

ealize this truth, negotiations don’t begin
until one party reacts to the proposal of
another. We know that all negotiations and
most human interactions involve someone making
a suggestion, an offer, or a proposal. The question
is, what’s the appropriate response? I’d suggest that
every offer or proposal should be ‘flinched’ by the
receiving party.

A spoken or verbal response
can communicate a flinch too.
Responses such as, “You’re not
serious, are you?” “Oh, wow!”
or “I couldn’t possibly agree to
that!” Good negotiators are always
expanding their menu of modest
and dramatic flinches. Why react to
a proposal with a flinch? Think of
it this way: if you didn’t flinch an
offer or proposal the other party
would immediately think that
they should have asked for more.
If a seller asked $1,000 for an item
and you, the buyer, just looked
calm and collected, it’s like you’re
approving their price. That’s not the
message you want to send if you’re
looking for a discount.
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On the other hand, a quick pained
face would communicate that you
think the price is too high and
make the seller feel uneasy. If, after
ponderous consideration, you did
accept the $1,000 figure because
you thought it a good price, the
seller would think that they were
lucky to get that and this turned out
to be a really ‘good deal’ for them.
Some people don’t or won’t
flinch even if a proposal warrants
one. These people think it’s
disingenuous or ‘play acting.’ I
disagree. Communicating a
negative reaction protects your
interests and keeps your opponent
from setting an anchor. Now don’t
go overboard and get too dramatic,
but with forethought and practice
everyone can develop their own
style of comfortable flinching.
Once you observe a few flinches
and offer a few yourself, you’ll
actually develop what I call a flinch
momentum.
Now progress to the next skill,
anticipating flinches, recognizing
flinches, and becoming effective at
a flinch counter or defense.
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: 

■■

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



MSAASUPPLEMENT
April 2016

|

Issue 91

Forms

MSAA Auxiliary Hall of Fame Nomination
Qualifications for Nominees:

|

13

(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: 

Sara Fahey, Committee Chairperson
661 E. Forest St. Belle Plaine, MN 56011, 952-873-2682
Scholarship Committee: Conny Rime (chair), LuAnna Finnila, Anita Aasness

MSAASUPPLEMENT
April 2016

|

Issue 91

Forms

|

15

Rick Berens Scholarship Application
Funds available will be determined from the proceeds of the
Rick Berens Scholarship Fund.
Deadline: November 1
CHECKLIST

Date: 
Name

1. Complete and attach the Official Applicant Form.

Age: 

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.

Address: 
City:

State:

Zip Code: 

Telephone:

Date of Birth: 

Relationship to ACTIVE MSAA or Auxiliary Member:
Child
Grandchild
Employee

Niece

Nephew

Auctioneer Spouse

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.

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: 

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.

Address: 
City:

State:

Zip Code: 

NOTE: O
 nly 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: 

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

Address: 
City:

Return to:

State:

Zip Code: 

Rick Berens Scholarship
c/o Sara Fahey
661 E. Forest Street
Belle Plaine, MN 56011
Scholarship Committee: Renee Berens and Anita Aasness
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