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professional auctioneers in the Commonwealth of Pennsylvania.
Members concerned with the development, promotion and
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President’s Message
Good day,
To all of my fellow PAA members, I would like to take this opportunity to say “thank you”. It has
been an honor and privilege to serve as your association president for these past (well, almost past) two years.
It is hard for me to believe how quickly time has flown by.
In two years, the network of members that I have had the opportunity to speak with has been truly
amazing. From my local associates to the friends I have made at the NAA level, it has been apparent that,
through good times and bad, the auction industry is alive and well. I do not anticipate any change in industry
momentum. From a quiet “status-quo” year in 2019, to the pandemic stricken 2020 year, the auction industry
has taken the ability to adapt to unfamiliar rules and regulations to a new level. As you are well aware, a lot of
businesses were not able to make that transition. We, on the other hand, were able to overcome barriers and
service the needs of our customers, both buyers and sellers.
Some auctioneers discovered new methods and utilized unique ideas in performing live auctions. Some found
the ingenuity to be able to adapt to online only auctions, an idea that had not before been considered. Our
industry has been able to combine technology and technique with safety and common sense in order to
survive.
In retrospect, the association experiences I have been part of have been humbling, to say the least. The
biggest example is how this association has built the Annual PAA Auctioneer Championship into one of the
largest attended and televised State Auctioneer Championships in the entire nation. Now being live-streamed
on Facebook, the audience has grown by thousands of viewers. So why is this accomplishment worthy of
mention? The mere exposure that is provided by this event is almost better than any print media
advertisement and on a much grander scale. It not only promotes the PAA, but spotlights the auction industry
as a whole. Every one of us advertise our auctions, but having that single event promotes our industry in a way
that seems to be a shining star for us, from a marketing standpoint.
In closing, these two years have been rewarding, challenging (at times), interesting, and most of all
educational. Each and every one of the Executive Committee members, Legislative Committee, the Chapter
Directors, and the Director Alternates, have all been outstanding to work with. I want to thank you for your
time, input and your dedication at each of the meetings. Although our membership numbers are not what
they once were, the PAA continues to be one of the most respected associations in the auction industry. We
will continue to serve our members with diligence, comprehension, and a watchful eye that will keep the
auction profession on a positive steady course for years to come. Please stay healthy and safe.
With sincere wishes of continued success to everyone!
Thank you,
Jeff Pennington, Auctioneer
2019-2020 PAA President
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Tax ReducƟon Strategies
By Larry Oxenham,
American Society for Asset Protec on

Americans pay more in taxes each year than they spend
on food, clothing, and housing combined, so reducing
your taxes to the legal minimum can greatly increase your
ability to build wealth. Judge Learned Hand said,
“Anyone may so arrange his affairs that his taxes shall be
as low as possible; he is not bound to choose that pattern
which will best pay the treasury; there is not even a
patriotic duty to increase one’s taxes.” Supreme Court
Justice Sutherland declared, “The legal right of a taxpayer
to decrease his taxes or to altogether avoid them by
means which the law permits cannot be doubted.” Here
are five strategies to reduce your taxes to the legal
minimum.
Strategy #1 - Create Non-Taxable Income
The IRS allows you to rent out your home for up to
fourteen days each year without having to declare the rent
as income. When a business partner or client comes into
town and stays at your home, you can charge your
corporation rent for the room. You can also have a
company party or trainings at your home and rent your
home to your corporation for the day. The corporation
deducts the rental expense, and you enjoy the rental
income tax free.
Strategy #2 - Spread Income
If you are in a federal tax bracket higher than 15%, you
may be able to reduce your taxes by setting up a Nevada
C corporation and have up to $50,000 of your income
flow to this corporation. Nevada has no state income tax
and has a federal tax rate of 15% on the first $50,000 of
taxable income. Your corporation can retain these
earnings so you are not double taxed. If you had a
personal marginal federal income tax rate of 28% and a
state income tax rate of 7%, you would pay $17,500 in
federal and state income tax on this $50,000. If, however,
this $50,000 flowed to a Nevada C corporation, you may
only pay the federal corporate tax rate of 15% (depending
on the activity of the corporation), or $7,500, saving you
$10,000 in taxes.

Another application of this strategy is to spread income to
children in lower tax brackets. Instead of paying your
children’s expenses directly with after-tax dollars, hire
your children and pay them for the work they do and have
your children pay for their own clothes, food, school, etc.
from the money they earn. You can deduct the wages as a
business expense, and your children will pay taxes at their
lower tax bracket.
Strategy #3 - Maximize Deductions
There are thousands of items that are allowed as business
expenses. You want to make sure as many expenses as
possible are deducted as business expenses. Expenses you
may not be taking full advantage of as a business
deduction are your medical expenses. Within a sole
proprietorship or an S corporation, there is a limit on the
medical expenses you can deduct. With the right
provisions in a C corporation, you can deduct all medical
insurance premiums and all out-of-pocket medical
expenses for co-pays, medications, first aid items, etc.
Strategy #4 - Defer Income
One way the IRS allows you to defer income is by
contributing to a retirement plan. A retirement plan that
works well for a business with no employees (you may
have another business with employees) is a Simplified
Employee Pension Individual Retirement Account (SEP
IRA). The IRS allows you to contribute 18.58% of net
profit (maximum of $50,000 per year) to your SEP IRA
for retirement. If you have $100,000 net profit in your
business, you would be able to contribute up to 18.587%,
or $18,587, to your retirement account. You would get to
deduct the contribution, saving you thousands in federal
and state taxes. Thus, money goes into your SEP IRA taxfree and grows tax-free. SEP IRA funds are taxed at
ordinary income tax rates when qualified withdrawals are
taken after 59.5 years of age.
Continued on next page...

5 Tax Reduction Strategies CONTINUED...

Strategy #5 - Proper Use of Entities

Medicare tax, the IRS requires that owner-employees of an
S corporation be paid a salary that is a “reasonable amount”
The tax rules are different for S corporations, C
for the work being performed.
corporations and Sole Proprietorships. You want to use the
entity or entities which require you to pay the least amount
of tax. For example, if you operate your business as a sole
Conclusion
proprietor, all profit (up to the taxable maximum) is subject
to Social Security and Medicare taxes. In an S corporation, As a result of people not using all the deductions and laws
profits are distributed through a K-1 and are not subject to available, billions of dollars are overpaid in taxes.
Social Security and Medicare taxes. Having your profits According to the IRS commissioner, millions of taxpayers
flow to you as K-1 income, instead of as profit from a sole are overpaying their taxes each year. Begin using these five
proprietorship, could save you thousands each year in strategies to avoid paying more than you are required in
Social Security and Medicare taxes.
taxes.
For example, if a sole proprietorship has a profit of
$100,000, a 15.3% tax (12.4% Social Security tax and
2.9% Medicare tax) would have to be paid on the entire
$100,000, totaling $15,300 ($100,000 x 15.3%). In
comparison, if an S corporation has a profit of $100,000
and you pay yourself a reasonable salary of $40,000, the
other $60,000 would flow to you as profit (K-1) and is not
subject to Social Security and Medicare taxes. You only
pay social security and Medicare tax on the $40,000 salary,
for a tax of $6,120 ($40,000 x 15.3%). In this scenario,
using an S corporation would save $9,180 ($15,300 $6,120) in taxes each year. While it would be nice to have
the whole $100,000 excluded from Social Security and
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Your Auction Connection in Print and Online
Welcome to Lancaster Farming!

Join the leading farming and auctions paper since 1955,
sent to 59,000 paid subscribers across the United States every Saturday.
The newspaper has four basic sections each week. Section A is breaking news,
commodity market reports and upcoming events. Section B is the family section
with the most comprehensive listings of auctions on the east coast, mailbox markets,
recipes, and 4-H and FFA news. Sections C and D are extensive listings of classiﬁed ads.

For more information about Lancaster Farming contact our Auction Specialist:
Shelley Ashcroft: 717-721-4453
SAshcroft@LancasterFarming.com

Your online equuipment and auction ﬁnder

Welcome to Lancaster Farming Locator!

Lancaster Farming Locator is the premiere online inventory of
Ag, Construction Equipment, Trucks, and Auctions. Check out
why your auctions need to be on Lancaster Farming Locator:
-ENHANCE YOUR COMPANY’S ONLINE PRESENCE
with a premium mini-website powered
by Lancaster Farming Locator
-EASY UPLOAD: Step by step directions on how
to get the maximum amount of views
- SEO BEST PRACTICES: We ensure buyers can
ﬁnd your listings quickly from any search engine

The

“What Ifs”

of Online AucƟons

With more than 40 million Americans participating in online
auctions on a yearly basis, it’s no wonder auctioneers are finding
online auctions an appealing prospect.
After posting photographs and
descriptions of auction items, an
auctioneer waits as the bidding begins.
Once a winner of an item is declared,
the auctioneer reaches out and obtains
the credit card information of the
auction winner. The payment clears and
the item is shipped to the winning
bidder or is held for pick up by the
winner.

How can Auctioneers
protect themselves
against “what if”
situations??

However, there are important “what ifs” to consider:
What if the winner decides the item is not what was
depicted in the photograph and description?
The winner of an online auction believed she was
purchasing an authentic movie theatre poster
from the movie Jaws and instead received a
print. The auctioneer believed it to be an
authentic item. Now the winner wants to sue
the auctioneer.
What if the item is damaged during shipping?
When the winner of a ceramic vase opened up the
package, she found the item damaged beyond
repair. She wants her money back and has gone
onto social media to complain about the
auctioneer.
What if the winner believes the auctioneer falsely
represented or falsely advertised the item, even if the
auctioneer did his or her best to describe and
photograph the item?
In February 2018, a New York artist sued an online
auctioneer company in federal court for
defamation alleging she lost at least one sale
because of misinformation. The artist said her
reputation was ruined when she was labeled as
the creator of the 1972 painting by the online
auctioneer who advertised the work with the

artist’s name and biography. The artist was 9
years old in 1972. The auctioneer denied any
wrongdoing.
What if the winner’s credit card information is
hacked from the auctioneer’s Web site?
According to statistics, only 35 percent of small to
medium-sized businesses are insured against a
cyberattack. Cyberattacks can also leave an
auctioneer’s computer system crippled or
corrupted and bring the entire business to a
complete standstill. It can result in massive
financial losses.

How can auctioneers protect themselves
against these “what if” situations that occur more and more
often and can inflict financial ruin?
General liability insurance provides protection against
false advertising, false representation and any
damage that occurs to items during shipping.
Errors and omissions insurance protects an auctioneer
and their company in the event a client alleges they
have suffered a financial loss as a result of an error
or an omission committed by the auctioneer in the
delivery of their professional services.
Cyber insurance protects an auctioneer’s business from
cybercrime and data breaches (customers’ personal
information, including their credit card
information).
E. R. Munro and Company’s insurance producer, Greg Magnus, can answer
any questions you may have about safeguarding your online auctioneer
business. Give him a call at 1-877-376-8676 or email him at
gmagnus@ermunro.com.
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2020, The Year of Transparency and
Perfect Vision,……or NOT!!!!!!!!
By Patrick K. Morgan
If you are like me, on January 1, 2020, you were excited
for a whole new year of opportunity and success. The most
recent previous years of my life experienced a lot of change,
both in work and personal life and relationships. 2020 was
what I believed was going to be a break out year for me with a
fresh new company, a strong young business partner, and many
associates. January started with our team attending the yearly
PAA Conference, meeting with friends and associates, learning
new stuff from the many informative seminars, and meeting
with the PAA’s numerous vendors and sponsors. We were also
honored to receive three coveted marketing awards for
advertising that we did in our first year of business.
From Harrisburg, PA, I headed to Scottsdale, Arizona
for a marathon, 8 day, classic car auction, and then back to the
routine of balancing weekly wholesale auto auctions and
continuing to build our real estate and online auction business.
I was also preparing for a much needed, and life changing hip
surgery in February. The surgery gave me an unwanted
opportunity to take a couple weeks off of the weekly auto
auctions, but gave me a chance to catch up on office work. I
returned to the weekly auction routine early in March. And
then, COVID-19 lockdowns happened and everything came to a
screeching halt.
The next couple months were filled with adjusting
business to comply with the governor’s executive orders, and
the “law” of the land. I, like many, sought financial assistances
through PPP loans and unemployment compensation, as well
as applying for a waiver to continue operating our new, young
online auction business. Our waiver request to conduct online
only auctions was denied by the governor’s office. So we tucked
in our wings and waited. At the same time, my position
changed with the PAA, and I found myself deeply involved in
leading the Legislative Committee. The PAA Board, Legislative
Committee, PAA Lobbyist, and Legal Counsel, stayed busy
making every effort to get auctioneers back to work, and to
keep members informed in the best way possible, during a time
met with lack of government clarity and direction. As the virus
spread decreased and the Governor’s office finally responded to
the multiple PAA requests, the PAA was informed that “Online
Auctions” were never considered “non-essential” and thus were
never not allowed to be conducted. I found this to be very
frustrating as I, and others, received the direction from the very
same office that we were denied a waiver to operate as others
received approval. But the relief of being able to get back into it
overrode that frustration, we fired up the engines and looked
forward and got to work.
Through this Pandemic lock down experience, we

were able to make adjustments to our already successful online
business protocol and operation. We were also faced with more
competition from auction companies that never conducted
online auctions that now had to in order to stay in business.
This competition did not weaken us, in fact when done well,
competition makes the profession stronger. Last year, before
virus, many local buyers resisted participating in online
auctions, saying stuff like “I will never buy online because I
hate computers, or I won’t pay a buyer’s premium, online
auctions aren’t real auctions”, and some auctioneers felt the
same. However, now in the thankfully waning months of 2020,
online auctions are a new life blood for many auction
companies. Live auctions have also strangely benefitted from
the pandemic reaction, as prices across the industry rose and
suddenly “Grandma’s wooden dresser” had value. Maybe it was
due to the amazing amount of government directed tax payer
money coming back into circulation through generous
unemployment or PPP programs, or because non-essential
employees had a lot of time on their hands, or because poor TV
programming and mind numbing COVID and election news
caused us to turn the boob tube off. Whatever the cause, I have
heard and witnessed a stronger market across the board from
real estate, machinery, classic and new/used cars, to include
everything right down to antiques and collectibles (except
Beanie Babies: BB’s are still dead, LOL).
In recent weeks, I have been blessed to get back to
some of my subcontract live auctions for large nationally
known companies. My take away is this: these companies have
taken COVID protocols serious and while the auctions look
different with social distancing, signage, masking, enhanced
online and phone bidding.……. live and hybrid auctions are
BOOMING!!!
Despite all the crap, negativity, sense of peril, loss of
business, and loss of life we have experienced in 2020,
Auctioneers and Auctions will prevail. The personality of
Auctioneers is one that is flexible and adaptive. Be that
Auctioneer - Adapt and Overcome.
I am writing this commentary on Friday the 13th
2020…..LORD HELP US ALL.

Patrick Morgan

online or in-person

REACH MORE BIDDERS!
Distributed through subscriptions,
shops, markets and auctions
Featuring:
Industry trends
Auctioneer directory
Calendar of events
Upcoming shows & auctions

Covering the marketplace
for antiques and auctions
for over 50 years!

Connect with us
/antiquesandauctionnews

1-800-800-1833
antiquesandauctionnews.net

Since 1959, Sanford Alderfer Real Estate has been a trusted
partner in our community - setting the standard for friendly and
personal service.
When it comes to your most valuable asset, call on the name you
can trust, Sanford Alderfer Real Estate.
Your solution for buying and selling residential, commercial
and investment properties.
A

Affiliate

www.AlderferRealEstate.com
2780 Shelly Road, Harleysville, PA 19438 ~ 215-723-1171

2021 PAA Advertising & Marketing Contest
Contest Rules:
1.
2.
3.
4.

5.

All subdivisions and categories are subject to change at the discretion
of the committee.
Only entries prepared and submitted by members in good standing in
the Pennsylvania Auctioneers Association will be judged in the
advertising contest.
Each individual category submission requires a $5 entry fee.
Checks are to be made out to “PAA”.
The auction advertising for a particular auction need not be dated, but
suitable documentation of the prior year (January 1 to December 31)
must be furnished, i.e., copy of the auction contract (commission
may be deleted) or a tear sheet from the newspaper showing the
auction ad and date on the paper, etc.
Three (3) copies of each advertising piece, clearly marked as to the
division in which it is to be judged, with the exception of Newspaper
and Website, are to be submitted along with the completed contest
entry form.
a.
For entries in Specialty Division Website, please submit
the full name of the website and the URL. Criteria for
Internet site: The site that is the easiest to navigate and
offers the most information while using no more than 6
clicks of the mouse. Other attributes that may be used in
judging include but are not limited to quality of content
(i.e., informative articles & strong ad copy); ease of
navigation and mobile friendly; use of rich media such as
video; user interactive elements (i.e. comments, surveys,
polls, online bidding, etc.); subscriptions and syndication
(i.e. email lists, SMS text lists, RSS feeds, etc.);

6.

7.
8.
9.
10.
11.
12.

13.
14.
15.
16.

integration with social media (i.e. Facebook, Twitter,
LinkedIn, etc.); and other innovative technical elements.
All contest entries must display the PAA logo or include the
statement that the auctioneer is a member of the PAA. This must
be printed directly on the advertising piece (except the Photography
division).
All contest entries must display a valid PA Auctioneer license #
and/or Auction Company # (except the Stationery and Photography
divisions).
All PAA members or firms may enter, but each member is limited to
one entry and one award per subdivision.
The date rule does not apply for all Specialty categories;
however, if content of entry is substantially unchanged and has
won in any prior year, the entry is not eligible.
Best of Show, which is strictly a judges’ award, is not to be entered
into other individual subdivisions.
Best of Show will be removed from competition with other entries.
Auctioneer's Choice will be chosen by the members and guests in
attendance at the PAA conference.
Entries will not be returned.
Judges will be impartial, outside judges may be obtained.
Entries must be postmarked by December 1 of the current year
and mailed to the advertising contest chairperson.
Failure to comply with any of the rules will cause the entry to be
ineligible for the contest.

PAA ADVERTISING CONTEST CATEGORIES
1.
ONE or TWO COLOR: (includes both internally & Professionally produced)
Residential/ Farm Real Estate
1-a
_______
Commercial/Industrial RE
1-b
_______
Personal Property/Estate (no RE)
1-c
_______
Commercial/Industrial (no RE)
1-d
_______
2.
MULTI-COLOR:
Residential/Farm Real Estate
Commercial/Industrial RE
Personal Property/Estate (no RE)
Commercial/Industrial (no RE)

Internally Produced
2-a
_______
2-b
_______
2-c
_______
2-d
_______

3.
SPECIALTY
Specialty Cataloged Auction
Auction Firm Promotional: Printed
Auction Firm Promotional: Digital
Website: URL: ________________________________
Business Facebook Page
Photography : Action/Auction
Photography: Still life (ex: best photo of items for auction)
PAA Video

Mail the completed
form, payment ($5
each entry) and 3
copies of all entries by
December 1, 2020, to:

Chuck Kindlimann
Northeast Director
92 Industrial Park Rd.
Muncy, PA 17756
chadrdairy@aol.com
cell 570-220-0163

Professionally Produced
2-e
______
2-f
______
2-g
______
2-h
______

3-A
3-B
3-C
3-D
3-E
3-F
3-G
3-H

_______
_______
_______
_______
_______
_______
_______
_______

ENTRY FEE: $5 PER ENTRY
*Please make checks out to “PAA” or pay
with credit card on PayPal by submitting
payment to info@paauctioneers.org (please
add 3%).

4.
AUCTIONEER’S CHOICE
Submit your best overall printed ad/promotional. You may submit a piece that you have also entered in another category.
*NOTE: Auctioneer’s Choice entries must be in print form (which excludes website, videos, photography, and certain Auction Firm Promotional items).
NAME _____________________________________ COMPANY ______________________________________________________ CHAPTER _________
ADDRESS _______________________________________________CITY ____________________________________

STATE ______ ZIP _________

PHONE _____________________________ CELL ______________________________ EMAIL _______________________________________________

Annual PAA Conference
& Trade Show
Rescheduled for

MAY 10-13, 2021
The Advertising & Marketing Contest deadline remains
December 1 and will be announced in January.
The Hall of Fame nominations deadline is April 30
and will be awarded in May.
The Auctioneer of the Year nomination deadline is
March 1 and will be awarded in May.
PA Auctioneer Competition will take place at the
conference location.
Annual Meeting and elections will take place in May.
Go to www.paauctioneers.org for more information

2021 PAA Annual Conference
Tentative Schedule
Monday, May 10
 9am-4:30pm Wavebid Training Session
 Evening Program
Tuesday, May 11
 8am-11:30am Educational sessions
 11:30am Luncheon
 1:00pm-3:30pm Educational sessions
 4:30pm-5:30 Dinner
 6:00pm Auctioneer Competition/Fun Auction
Wednesday, May 12
 7am Women's breakfast
 8:15am-11:45 Educational Sessions
 11:45am Luncheon
 12:30pm-2:30pm Educational Sessions
 2:30pm Annual Business Meeting
 5:00pm Banquet
Thursday, May 13
 8:00am-11:30am Educational Sessions
 11:30am Luncheon
 12:30pm-3:00pm Educational Sessions

Get to Know Us

A Comprehensive Auction Management Solution.

Join us for a day-long seminar
coming Monday, May 10th.
WHERE: PAA Convention

This session will cover beginning to advanced Wavebid information

DATE:

May 10th

and is open to current users as well as those considering Wavebid

TIME:

9-4:30 EST

for their inventory management and accounting needs.

Cataloging

Clerking

Accounting

Marketing

Auction Management Made Simple.
Wavebid offers an industry-leading suite of products designed to simplify Auction
Management. Integrations with multiple bidding platforms and credit card
gateways provide a seamless experience.

Register now at www.paauctioneers.org

Name: __________________________________
Address: ________________________________
________________________________
Phone: _______________________
___ $25 (minimum)
___ $50

**contributions from corpo‐
rations must be drawn on a
personal account.

___ $100
___ Other

Please send your check payable to “PAA PAC” to:
Tom Saylor, PAA PAC Treasurer
11393 Hill St.
Felton, PA 17322
For more information or questions, please contact:
Randy Betton, Chairman
Cell (724) 516‐5515
fourbettons@comcast.net

Political Actions Committee Application

PAC

Maximize the voice of the industry!
Every PA-licensed Auctioneer is encouraged to join. The PAC is an organization devoted to helping you with legal matters concerning your business. The PAA retains a
lobbyist to keep us informed on bills regarding auctioneers.

The PAC needs your support

Of almost 500

PAA members, less than 100 are PAC members.
The actions of the PAC benefit ALL in our industry, please consider joining the Political
Actions Committee and donating today.

Instantly get
your buyer’s
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T
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T
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Variable Data Printing
Using variable data with marketing mail increases mailing response rates.

MICHAEL

BID YOUR PRICE ON APRIL 12, 10AM

SIMON

BID YOUR PRICE ON APRIL 12, 10AM

EMMA

BID YOUR PRICE ON APRIL 12, 10AM

Personalized Names

Cost Effective
Affordable
Cutting Edge
The power to personalize a piece to a
recipient’s interests and buying habits
is unprecedented in print media.
Since we have only a couple seconds
to capture attention, it’s crucial to
make a first impression that stops the
recipient in their tracks. Variable data
printing increases a marketer’s chance
of doing that by creating a piece
tailored to each reader.
- Ryan George, Biplane Productions

Contact David Lovegrove
or Clayton Nix at Shearer
Printing today to learn how to
turn your data into dollars!

(765) 457-3274

MICHAEL

BID ONLINE NOW!

DON’T MISS OUT!

ENDS JUNE 23, 6PM

AUGUST 14, 12PM

SIMON

BID ONLINE NOW!

DON’T MISS OUT!

ENDS JUNE 23, 6PM

AUGUST 14, 12PM

EMMA

BID ONLINE NOW!

DON’T MISS OUT!

ENDS JUNE 23, 6PM

AUGUST 14, 12PM

Buyer Specific Assets

Name & Asset

Also ask us about our Digital
Auction Marketing services.
Search Engine
Optimization
Google,
Facebook,
Instagram
Advertising

Website
Design

Website
Traffic Analytics

DIGITAL
MARKETING
SERVICES

Email
Marketing

Promoting

Digital Ad
Campaigns
Social
Network

The Auction Professionals First Choice for Printing, Mailing and Digital Marketing
070720_Full Pg Ad V2.indd 1

www.shearerpos.com
7/7/20 3:16 PM

W
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PAA Auctioneer of the Year Award—2021
DEADLINE IS MARCH 1, 2021

Nomination Forms are accepted from any PAA Member in good standing and from Chapters.
Name of nominee _________________________________AU #- _________ Spouse’s Name _____________________________
Address _____________________________________________ City ________________________ State _____ Zip ________

Business/Auction Information
Name of firm _______________________________________________ Position in firm _________________________________
Business address ______________________________________ City ________________________ State ______ Zip _________
No. of associates/partners/employees _______ No. of years in auct. business ______ % of time spent in auct. bus. ___________
Any auction specialties? _________________________________________ Out-of-state auctioneer licenses? ________________
Other licenses (real estate, insurance, etc.) _________________________________________ # of apprentices sponsored ______
# of years as PAA member ______ NAA _______ Advanced designations ________________________________
What offices has nominee held in his/her chapter or the PAA? _______________________________________________________

Personal/Family Information
Names of children/ages, if applicable ___________________________________________________________________________
Any family members in auction business? _______________________________________________________________________
Educational background of nominee ___________________________________________________________________________
Accomplishments/memberships in community (church, clubs, etc.) ____________________________________________________
_________________________________________________________________________________________________________

Your personal assessment of the nominee with respect to outstanding contributions to the PAA and the auction

profession during the past year (remember—this is for the current year only, not a lifetime achievement award) which exemplify
honesty, high ethical standards, willingness to share with others, and a genuine devotion to and betterment of the auction industry
over the past 12 months.
_________________________________________________________________________________________________________
_________________________________________________________________________________________________________
_________________________________________________________________________________________________________
(use additional sheet if necessary—attach photo)

Submitted by: Name ________________________________________Phone (

) ______________________

Address ________________________________________ City ____________________ State ___ Zip _________
Email ___________________________________________

Send completed form to Auctioneer of Year
chapter in charge

Southeast Chapter
Mike Keller
1525 Oregon Pike, Suite 701, Lancaster, PA 17601
(717) 898-2836 Cell: (717) 725-2487
mike@HKKeller.com

***Deadline: MARCH 1, 2021

Give a copy of nomination
form, photo of nominee,
and written speech
delivered at banquet to:
Kim Douglass
PO Box 686
Gilbertsville PA 19525
(215) 679-3526
info@paauctioneers.org

before end of conference

PAA Hall of Fame Award - 2022 NOMINATION FORM
(Note: Nominations can only be accepted from those already in the Hall of Fame and one
nomination per Chapter; inductees are selected a year in advance)
Name of nominee __________________________________________________

Spouse’s Name _______________________________________

Address ___________________________________________________ City _________________________________ State _____ Zip ________

Business/Auction Information
Name of Company _______________________________________________________ Position in Company _________________________________
Business address ________________________________________________ City _______________________________ State ______ Zip _________
No. of associates/partners/employees _______ No. of years in auct. business ______ % of time spent in auct. bus. ____________
Any auction specialties? _____________________________________________ Out-of-state auctioneer licenses? ______________________________
Other licenses (real estate, insurance, etc.) ______________________________________________ # of apprentices sponsored ______
# of years as PAA member ______ NAA _______ CAI ________Other auct. organizations _________________________________________________
What offices has nominee held in the PAA? _______________________________________________________________________________________

Personal/Family Information (use additional sheet if necessary)
Names of children/ages _______________________________________________________________________________________________________
Any family members in auction business? _________________________________________________________________________________________
Educational background of nominee ______________________________________________________________________________________________
Accomplishments/memberships in community (church, clubs, etc.) ___________________________________________________
_________________________________________________________________________________________________________
Your personal assessment of the nominee with respect to honesty, high ethical standards, willingness to share with others, standing in his/her community,
outstanding contributions to the PAA and the auction profession over the past 25 years__________________
_________________________________________________________________________________________________________
_________________________________________________________________________________________________________
_________________________________________________________________________________________________________

Submitted by: Name ________________________Phone __________________ Email ______________________________________

PAA Guidelines for Hall of Fame Candidates
Nominees must be a licensed and bonded auctioneer in Pennsylvania for a minimum of 25 years and must have been a PAA member for 25 years.
Must currently be a PAA member in good standing.
Must be of good moral character.
Must also have participated in promotion of the PAA through having held an office, worked on a committee, or performed a service that furthered the PAA.
An out-of-state auctioneer member may also be considered if he or she meets all of the PAA guidelines.
This award may be given posthumously.
Each of the six PAA chapters shall be requested to submit a nominee each year.
Application forms shall be on current, pre-printed PAA Hall of Fame forms which are provided by the PAA Administrator or Hall of Fame Secretary to each chapter.
Applications must be accompanied by a photo of each candidate.
Personal assessment of each nominee shall be limited to both the space provided on the form, along with an additional 8-1/2” x 11” page with a 4” x 4” (or similar) photograph.
The Hall of Fame committee is comprised of all current Hall of Fame members, plus a president, secretary and two directors.
The application should be submitted to the Hall of Fame Committee before the
start of the next annual PAA conference.
Send completed form to Hall of Fame coordinator:
All Hall of Fame members attending the conference will meet at a designated
time and place to vote on the inductee(s) for the following year. Members may
James E. Lewis
vote for one but no more than two to receive this award in any one year.
557 Wyoming Ave.
The winner(s) will be kept in confidence by the members, in order that the winner
Wyoming, PA 18644
(s) is/are surprised when it is announced at the next year’s conference.
(570) 212-1615 cell
The PAA Administrator and the winner’s sponsor(s) will be informed of the winner’s name(s) promptly.
cjl123@verizon.net
All remaining names submitted will be placed in a pool for three years, then will
be removed if a winning vote has not been cast for them in that period.
Deadline: APRIL 30, 2021
The PAA Administrator will be in charge of overseeing and obtaining the award
(Inductees will be selected a year in advance)
plaque(s), unless requested otherwise by the committee.

8 Things I Cut
From Facebook Ads
to Improve Performance
By Ryan George of Biplane Productions
Last year, Facebook really did the auction industry a favor.
I don’t mean that sarcastically. It definitely helped me serve
auctioneers better. In July of 2019, Facebook drastically
reduced the amount of text that would fit into their ads
and would show on posts in user newsfeeds. Facebook’s
internal analytics showed that ads longer than their new
limits were less effective than those with short copy. So, it
forced advertisers to cut to the chase in a way they aren’t
required to do in direct mail, email, and newsprint. Those
restrictions made it easier for me to convince auctioneers
to cut superfluous copy for only the most important sales
copy.
Here’s a list of a few of the common items I regularly cut to
make room for what actually attracts consumers.

avoiding this word. But we don’t sell estates. We sell items.
Kill phrases like “an estate filled with” and use that space
to add more item or category mentions. On your website,
I’d replace “estate” with a substitute like “lifetime
collection” or just “collection” to keep those bots at bay
and let your personal property ads use the full gamut of
Facebook’s targeting tools.

“Real Estate”
If you have to tell someone the asset you just adequately
described is real estate, they aren’t a likely buyer. Even if
(1) you’re selling both real estate and personal property
and (2) the Venn diagram of the likely buyers of both is the
same, you should be advertising the real estate and

Seller Name
Unless the seller is (A) a
celebrity or (B) a vendor from
which our target audience
already purchases the items
you’re selling, your seller’s name
is not sales copy. Sure, a buyer
might pay more for a tractor
because they knew that specific
farmer always took care of his
stuff; but they don’t care about
the condition of a gravity wagon
unless they’re already interested
in a gravity wagon. That
minister or teacher or
veterinarian may be a beloved
member of your community, but
nobody outside of their family
will buy their three-bedroom
ranch because they owned it. Put
the seller name and even an
auctioneer’s note about them on
your website. But do that seller a favor, and get people to
that website first.

“Estate”
Facebook’s bots often flag this word to make ads comply
with their real estate restrictions. That alone is worth

equipment separately. If you’re advertising a business
liquidation in which the intellectual property, real estate,
and contents sell together, use “commercial building” or
“retail location” or “3,250±SF facility,” or “warehouse”
instead of “real estate.”
Continued on next page...

8 Things I Cut From Facebook Ads to Improve Performance CONTINUED...

“Only”
On the text below the photo, slideshow, or video in a
Facebook ad, every single character counts. Even if that
weren’t true, you don’t need the “only” in “online only
auction.” If it’s a simulcast auction, I use “Bid on-site or
online.” If the bidding happens exclusively online, the
absence of a mention of offline bidding says “only” for you.

“-“
I just straight refuse to hyphenate online to on-line for
clients. When you look at the Google Trends
comparison of the use of “online” vs “on-line,” you would
never use “on-line” ever again. It’s 2020, we’re all online.
Even people still using AOL email addresses.

Open House/Inspection Information
The date of an open house often influences when I schedule
ads to run, but I don’t mention previews & property tours
in the ads. People don’t care when they can view something
if they don’t first know what they want to view. Sell them
thoroughly on the assets, and get them to your website. If
they don’t have enough motivation to click to your website
for a few seconds, they don’t have the motivation to drive
to your inspection. If you want more people at your open
house, take better pictures and headlines, and then get that
better content in front of the right people. Trust the
interest of the buyer, and leverage it with actual sales
copy.

Auction Time
Whether you’re advertising an online or offline auction,
stop your Facebook ads before the auction ends. Then, you
don’t need to wedge the time into your ads. I could argue
that you don’t need the date at all (and I have clients who
agree with me), but I won’t die on that hill. An auction’s
opening or closing time is needed only by interested
parties, and every interested party should have visited your
website before registering to bid. “Now” is more important
and more effective than date or time. I’ve been told my
whole career that auctions create urgency. They absolutely
do. Ironically, auctioneers trust that urgency in their
auctions but not their auction advertising.

“Auction”
Dozens of auctioneers reach out to me every year to help
them get results for their Facebook ads and their auctions
like they see my clients get. I’ll tell you one of my secrets,
and you don’t have to hire me to benefit from it. I use the
word “auction” in less than half of my ads and in hardly any
of my ads that achieve cost per click below 9¢. I don’t hate
auctions. I just know that “bid now” is the closest thing
auctioneers have to ”buy now” in the fast-paced consumer

culture in which we live. Most of my best-performing ads
also use “Buy it at YOUR price!” as the bold headline below
the photo, slideshow, or video. We don’t sell auctions,
because people don’t buy auctions. They buy items.
After you get used to cutting these eight things from your
Facebook ads, I’d consider weaning most of these from
your other advertising—especially your outdoor signs and
classified newspaper ads. I’d edit most of these out of your
direct mail, too. The objective for every offline media you
create and distribute for an auction is the same as for
Facebook ads: get people to your website. That’s where we
can capture data. That’s where you can pull buyers into
your sales funnel, where you can learn about them in your
Google Analytics, where interested parties can trigger your
Facebook pixel for re-marketing and lookalike advertising.
Oh, and where they can bid or register to bid. Your website
has practically-infinite room for all the tertiary content
you’re currently trying to shoehorn into your advertising.
If I had to choose between my instinct and the billions of
advertising impressions that fed Facebook’s seismic shift in
available text space, I’m going to rely on the behemoth’s
deep and wide sampling of our buying culture. Advertisers
don’t make the rules. Consumers do. We advertisers either
break ourselves upon those rules or play within them for
more and better traffic to our auctions.
Biplane Productions exists to help you make bigger commissions by
driving more motivated buyers and sellers to your website—your
online marketplace. Biplane Productions has been helping auctioneers
with award-winning print design since 2002 and with efficient &
effective Facebook since 2014.
Ryan has taught at multiple state and national auctioneer
associations’ gatherings since 2005. He taught marketing from 2012 to
2017 at the Certified Auctioneers Institute. He co-wrote the
curriculum for and co-taught in the Auction Marketing Management
designation course from 2014-2018.
Ryan is a published nonfiction author, currently working on his
second book. You can read his non-auction dispatches over
at Explorience, a place where physical and spiritual adventures
collide. You can get a peek at his next book here. And his Everyday
Adventures podcast will be in your favorite podcast app autumn of
2020. Office phone: (434) 239-2024. Find me on Facebook, Twitter,
Instagram,
Pintrest, or
LinkedIn.

Auctions
are YOUR
Business
Auction Ads
are OUR
Business
We’ve been helping generations
of auctioneers advertise to
the right audience.
In print, online or mobile,
Farm and Dairy, is a leader in providing
marketing services to auctioneers.

Contact Dee or Jenn for
online, mobile and print ads:
auctions@farmanddairy.com

86%

of our
audience read
us for our
auctions
Household • Real Estate
Antique • Farm • Equipment
Commercial • Industrial & More

800-837-3419 | FarmandDairy.com

Member
The Pennsylvania Auctioneers Association is the only professional trade organization for auctioneers in the
Commonwealth of Pennsylvania. Education, consumer and member benefits, legislative issues, and new ideas
in the auction industry are the PAA’s hallmarks. As a professional resource, the PAA offers many benefits:

 Promotes members’ public image
 Fights for regulation and licensing to protect our industry
 Participation from a dynamic and supportive public affairs consultant to assist with legislative monitoring and initiatives
 Association legal counsel knowledgeable about auction law
 Active Political Action Committee to maintain ongoing positive relationships with
members of the PA General Assembly
 Continuing education for advanced auctioneer certifications and designations and to
maintain licensing in states with mandatory continuing education
 Professional annual auctioneer conference for education and a large trade show to stay
on the cutting edge of auction products, services and technology
 Discounted Annual Conference registration fees.
 Committee participation, networking opportunities and awards and recognition
 Live TV (Pennsylvania Cable Network) coverage of annual Auctioneer Competitions at
the PA State Farm Show
 Informative digital magazine, The Keystone Auctioneer
 FREE business card-size ad per member in one issue annually of The Keystone Auctioneer
 50% off advertising in the Keystone Auctioneer and Directory
 Annual digital membership directory and resource guide
 Active email account: info@paauctioneers.org
 Comprehensive web site www.paauctioneers.org in partnership with
www.BidWrangler.com
 Website Calendar through www.GoToAuctions.com where you can advertise your auctions to a worldwide audience

NEW Membership Application (January 1 through June 30) ‐ 6 Month
**This form is reserved for First‐time PAA member only The undersigned auctioneer, apprentice auctioneer, associate, or trade member
desires to become part of the PAA. Enclosed is payment for a six month portion of membership. June 30th of each year marks the end of a
membership year and renewal information will be distributed prior to that date. I hereby agree to abide by the By‐Laws, Constitution, Code of Ethics,
rules, and orders of the association and the findings of its regularly authorized officers, directors and committees. It is understood that if for any
reason membership in the said association is not approved upon consideration of this application and the recommendation of my sponsor,
membership will not be granted, and the total enclosed payment will be returned to me. Please refer to www.paauctioneers.org for the list of member
benefits.

SPONSOR INFORMATION: (Licensed auctioneer, apprentice, or auction company.)
I hereby certify that the above applicant is of good moral character and repute, and I recommend him/her/the entity for membership.
________________________________________
Printed name of sponsor (another PAA member)

______________________________________________
Signature of Sponsor

_________________________
Chapter membership of sponsor

APPLICANT INFORMATION:
________________________________________________________________________________________________
Full Name of Applicant including Designations
________________________________________________
Signature of Applicant

________________________
PA Auct. License #

________________________ ________________________________________________
Date
Business Name

___________________________________________________________________________________________________________________________
Address
City
State
Zip
County
_________________________ ________________________
Phone
Cell
_______________________
Year started auctioneering

________________________________________
Email

______________________________________
Other profession, if applicable

______________________________
Full‐ or part‐time in auction business

__________________________
Birthdate

____________________________________________
Website

_______________________________________________________________________________
Educational background (including auction school)

Have you ever been convicted of a felony? (circle one)
Examiners? (circle one) YES NO

YES

NO

Reprimanded/prosecuted by the PA State Board of Auctioneer

PREFERRED CHAPTER:

The Pennsylvania Auctioneers Association is comprised of six chapter organizations. If none is requested, you will be
assigned a chapter according to your location.

Central
CATEGORY:

Lehigh Valley

Northeast

LICENSED AUCTIONEER or COMPANY

($80)

Northwest

Southeast

ASSOCIATE ($42.50)

Southwest
TRADE ($100)

PAC MEMBERSHIP:

Use this opportunity to become a member of the PAA Political Action Committee. Add an extra amount to your dues for a voice
in PA government and to help keep legislation you can live with: _____ $25 (minimum amount) $ ________ (other)

PAYMENT OPTIONS: __Check/Money order __Paypal (send money to info@paauctioneers.org ‐please add 3%)

__Credit Card

□ Visa □ Master Card □ Discover $ ____________+ 3% Processing Fee ____________ = TOTAL $ ____________
Name (as it appears on card, printed) ______________________________________________________ sec code on reverse ________
Billing address & Zip Code (if different from above) ________________________________________________________________________________
Account # _____________________________________________ Exp. Date ___________
Signature _____________________________________
(“Membership investment in the PAA is not deductible as a charitable contribution but may be deducted as an ordinary and necessary business
expense. In compliance with Omnibus Budget Reconciliation Act of 1993, 10% of your membership investment is not deductible as a business expense
because it is allocable to lobbying expenditures.”)

Send completed form and payment to: Kimberly K. Douglass, Administrator,
PO Box 686, Gilbertsville, PA 19525; info@paauctioneers.org 215‐679‐3526

P@@ Co^_ of Prof_ssion[l Ethi]s
Relationship to Clients

Code of Professional Ethics Preamble
The Pennsylvania Auctioneer and Auction Licensing Act sets
forth the guidelines and requirements by which the Pennsylvania
Auctioneer may sell real estate and personal property at public
auction. The Pennsylvania Auctioneers Association PAA members are committed to support all provisions of the
licensing act and are committed to serve their customers, both buyers and sellers, with integrity and fair
dealing and actions that will serve to upgrade the image of the association and the auction industry.
Further, the goals of this association will be to improve professional relationships and to earn increased
public acceptance of the auction method. It is a fundamental belief of the Pennsylvania Auctioneers Association that our commitment to highly ethical and professional practices will strengthen our association and provide important visibility to our industry.
We intentionally welcome all auction professionals. We do this
for all persons, regardless of race, color, creed, religion, sex, age,
national origin or political affiliation. We endeavor to foster a
climate of inclusion with an environment where safety is valued,
people can feel cared for, and be given an opportunity to form
meaningful connections. We will include these same principles in
all dealings with clients, customers, and the general public.

Professional Relationships

The PAA Auctioneer shall be committed to competency in his
field of expertise and shall keep abreast of laws and regulations
which affect the type of real or personal property he is selling.
The PAA Auctioneer shall be committed to abide by
all the regulations and laws relating to his field of
endeavor.
The PAA Auctioneer shall keep abreast of the current
market values of the commodities he is selling in
order to provide the seller with accurate information
to make a proper decision.
The PAA Auctioneer shall require a written contract where the
terms and conditions are clearly stated, and where the terms and
conditions are reviewed and understood by the parties to the contract.
The PAA Auctioneer shall use his best efforts to properly advertise and promote the property being sold and represent accurately, clearly and fairly all property and merchandise being sold.
The PAA Auctioneer shall always expend his best efforts to
achieve the best possible results for his clients.
The PAA Auctioneer subscribes to the code of ethics enumerated
herein and agrees to be bound by this code of ethics.

Relationships to Public
The PAA Auctioneer shall be loyal to the PAA and will willingly
contribute his time and effort by serving the association as officer
The PAA Auctioneer shall be honest and forthright in all adverand committee member, and attend meetings and events schedtising and representation of property to be sold and shall disclose
uled by the association.
all known defects and conditions clearly and fairly.
The PAA Auctioneer shall actively encourage membership of
The PAA Auctioneer shall clearly spell out all the sales terms and
new auctioneers into the membership of the PAA.
responsibilities of the buyer and, if property is sold at “absolute
The PAA Auctioneer will willingly share his experience and ex- auction,” the sale shall be without limit, favor or reserve.
pertise with other members of the association, and all members
shall be committed to the improvement and results of the auction The PAA Auctioneer will not bid for or buy for himself any real
or personal property at an auction he is conducting or knowingly
industry, in addition to his own business.
use false bidders.
The PAA Auctioneer shall be committed to bringing buyer and
seller together in the most equitable and fair means possible and
will strive to uphold the highest level of ethical and moral practices.

P@@ History
The Pennsylvania Auctioneers Association was formed by a group of successful businessmen who knew that in
order to provide a better business environment for themselves and strengthen their share of the auction market, they
needed to work together. They invested in their futures by forming the PAA. Their purpose was to speak with one
voice to the auction industry across the Commonwealth of Pennsylvania, to the public, to governmental agencies, and to
others, and in the process obtain tools to help them make sound and profitable decisions in their auction businesses. For
70+ years, the PAA has been one of the best investments its members have made. The PAA has sought to establish and
continually improve the standard of education, ethics and performance of its members.

The

Keystone Auctioneer
The Pennsylvania Auctioneers Association
P.O. Box 686 Gilbertsville, PA 19525; 215.679.3526; info@paauctioneers.org; www.paauctioneers.org

