State Leadership Conference 

Wednesday, February 23-24, 2011
Embassy Suites-Kansas City Airport
Attendees

Eric Morgan-Alabama

Gaylen McGee-Arkansas

Van Erwin-Arkansas

Lynne Zink, CAI, CES-Maryland

Todd Good-California

Megan LoPresti-Nevada

Richard Schur, CAI, BAS-Colorado

Lance Nichols-Colorado

Stan Crooks-Florida

Myers Jackson-Georgia

Staci Hernandez-Idaho

Gerald “Joe” Orwig-Illinois

Maxine O’Brien-Illinois & Wisconsin

Sara Minor, CAI, GPPA-Indiana

Andrew Wilson, CAI, CES-Indiana
Kathy Baber-Indiana

R.J. Brinkmeyer-Iowa

Burton Prunty-Iowa

Lance Fullerton-Kansas

LaDonna Schoen-Kansas & Missouri

Robert Alexander, CAI-Kentucky

Sean Paine-Massachusetts

Timothy Narhi, CAI, CES, GPPA-Michigan

Frank Imholte, CAI, AARE, CES-Minnesota

Andy Imholte, BAS-Minnesota

Les Stromberg-Minnesota

John Schultz-Minnesota

Susan Hinson-NAA Auxiliary

B. Mark Rogers, CAI, AARE-NAA Board

Kurt Kiefer-NAA Board

Barbara Bonnette, CAI, AARE, GPPA-NAA Board

Dennis Jackson, CAI, AARE, CES-NAA Board

Richard Shawn Terrel, CAI, AARE-NAA Board

Kelly Kliewer-Nebraska

Becky Kliewer-Nebraska

Jeffrey Temme-Nebraska

Michael Barber, CAI, AARE, CES, GPPA-North Carolina

William Stepp, CAI, CES-Ohio

Jeff Crissup-Oklahoma

Debbie Crissup-Oklahoma

T. Randolph Ligon, CAI, BAS, CES-South Carolina

Scott McCarter, CAI-Tennessee

Robert Hageman-Wisconsin

Kurt Campbell, BAS, Wyoming

NAA Staff
Hannes Combest, CAE
Chris Longly

Michael Avery

Bryan Scribner

Rhonda Truitt

Joyce Peterson

Heather Rempe

Brandi McGrath
Planning and Organizing Your Board
Biggest Challenge as New President

1. Conference and Meetings

· Hosting national conference

· Getting attendance at conferences and meetings

· Making conferences family-oriented

2. Membership

· Declining membership

· Retaining membership

· Building members’ participation

· “Competing” with NAA for members

3. Board Service 

· Getting members to volunteer and serve

· Keeping directors engaged
· Managing the board and its diverse opinions

· Maintaining progressive changes as new members come onto the board

Familiarizing the Board
1. Have written job descriptions, including fiduciary responsibilities

2. Know mission and vision statements
3. Read Articles of Incorporation, Bylaws and Code of Ethics

· Board presidents have a legal responsibility to ensure these are upheld

Functions of a Board

1. Link between association and members

a. Maintain lines of open communication

b. Stay updated on what is going on all over the state and not just in your own backyard

2. Authorize programs
3. Oversee the budget

4. Work with ED to direct general operations

Fiduciary Responsibilities

1. Duty of Care

a. Be an ACTIVE PARTICIPANT
2. Duty of Loyalty

a. Ambassador for your association

b. Promote the association in a positive manner, adhering to its mission and vision
3. Duty of Obedience

a. Legal responsibilities

i. Be prepared for board meetings, review minutes and review all materials.

ii. Members have grounds to sue if these are not carried out.

b. What you don’t know can hurt you

                              Includes: Code of Ethics, Conflict of Interest, Anti-Trust, Whistleblower Policy, 

c.  Confidentiality of Board Meetings/Executive Sessions
i. Protects their ability to openly discuss without hiding the outcome

ii. Executive Sessions can protect members’ privacy  when issues need to be discussed

iii. Reports/Minutes c an state the outcomes without including all the discussion notes; remembers that minutes and recordings can be misinterpreted and subpoenaed 

Strategic Business Planning

1. Form the Board around this plan

2. Work closely with president/president-elect so that there is continuity in the leadership

3. Keep goals realistic and so that they align with the mission and vision statement
4. Elements include Measurable objectives; strategies; quarterly priorities

5. Remember committees work under the board and should not act independently

Board Meetings

1. Work with exec for meeting prep

2. Mission, vision and strategic plan form agenda

3. Develop clear agenda and ask for input 
4. Keep to agenda as much as possible

5. Limit interruptions from cell phones, time delays, quiet side conversations

6. Don’t stifle disagreement and give everyone a chance to talk

7. Minutes: Time, location, participants and outcomes
Additional Tips for Your Presidency

In addition to those highlighted in the presentation, conference participants added:
1. Board retreat before first board meeting (after election)

2. Town hall meeting in addition to annual meeting

a. Still hear open-floor comments but keep annual meeting shorter

3. Pre-annual meeting/past presidents meeting

a. Keep people and past leaders informed 

4. Use “unfinished business” not “old business” in meetings 

a. Reduces members bringing up situations and topics that happened in the past and have since been resolved.
Open Discussion: Recruitment and Retention

Recruitment Ideas from Group-if there is a * this idea was repeated at least once
1. Offer free NAA membership and free trip to state convention*
2. Meet at license board

3. Get more benefits*
4. New market is online auctions, other associations, growth of industry

5. Reduce dues rate for new members*

a. First year

b. 50% discount

6. Expand/consolidate geographical areas

7. Can’t be built on auction school supply because of overall quality

8. Reinvent current association to meet actual needs
9. Visit auction schools. Make presentation on state association membership*
10. Telethon to non-members, licensees: family and staff
11. Specialty auctioneers that as a group are not engaged

12. Personal dinner invites

13. Real estate and ancillary groups

14. Non-members are invited to district meetings 

15. New auctioneer lists are provided by auction schools and are contacted

16. CE opportunities are offered on the district level and all auctioneers are included

17. CE for members is a reduced rate over non-members

18. Access to knowledge/networking

19. Market in new markets

20. Stay abreast

21. New auctioneer scholarships to convention/education*
22. Recruit NAA members who aren’t state members*
23. Give scholarships for post secondary education to family members of association members*
24. Create alliance with auction schools for their list*
25. Compare state members with AuctionZip members

26. Personal phone calls*
27. Direct contact-go to their auctions /office*
28. Define association value proposition

a. Then relay it to non-members

29. Award for member who recruits the most

30. Promotional booth

31. Bid calling contests

32. Regular meetings

33. Educational opportunities*
34. 1st year sponsorships

35. State license list

36. Show member benefits on website

37. Approach new prospects with correct mindset

a. Ethics in practices

38. Technology and cutting edge ideas

39. Regional “Tupperware” parties

40. Encourage members to use logo in their ads

41. Host NAA Conference & Show or NAA education

42. Mail out postcard to non-members

43. Realtor auctioneers/trade auctioneers-Set up at their conferences

44. Realtor and auction CE credits offered at convention

45. Survey auction schools

46. Scholarships for family members

47. Bulk mailing to all auctioneers

a. Meetings and social events

48. New members in directory that are mailed to lawyers

49. Government representative

50. Free meal to introduce new members to association

51. E-mail blast*
52. Centers of influence/ambassadors

53. Free associate membership

54. Brochure to all licensees

Retention Ideas from Group-if there is a * this idea was repeated at least once
1. Phone contact*
2. Billing statement/invoice

3. Presentation at CE programs

4. Make convention fun

5. Survey membership *
6. Express benefits*
7. Now

a. Committee work

i. Bid calling competition 

ii. Conference

b. Board members

i. Meet new members

c. Scavenger hunt for new members

i. Past President, etc. 

d. Mentorship program*
e. Telethon

8. New Ideas

a. Duck tape

b. Magazine spotlight of new members*
c. Free NAA membership

9. Bid calling contest
a. Qualify at conference

10. Committee involvement*
11. New member recognition

a. Badges

b. First to eat at events

12. Ask members for ideas and incorporate those ideas

13. Personal visits to other auctioneers

14. Discounted rates for events and education

15. Electronic communications with paper back up

16. Offer auction listings as a free service

17. Take meetings and CE to the membership

18. Stay in “personal” contact with members*
19. Vouchers for education for new members*
20. Social networking*
21. Make it/keep it fun

a. Keep burden low

22. Educational

23. Easy

24. Recognition

a. Veterans

b. Past-Presidents

c. Champions

d. Hall of Fame

25. Red dots-stars

26. Email contact/postcard mailer

27. New member orientation

28. Enhanced education

29. Follow-up communication with new members

30. Member engagement

31. Ask members to participate

a. Committees

b. Board

c. Special projects

32. Make conventions more family friendly*
33. Incentives*
a. Awards create excitement to win

i. Advertising

ii. Most productive

iii. Best recruiter

34. Contests*
a. Bid calling

b. Rookie

c. Ringman

35. Member benefits

a. Advertise auctions on state website, etc.

b. Press release service
36. Affinity Programs

a. Discount/benefit program

i. Bank or credit card available

1. Discount fees

b. Association gets a commission

i. SC receiving around $150 per month

c. Give value back to members

37. Directors randomly called members

38. Promoting logo

a. Full ad in magazine

b. Names of every auctioneer-Shame non members into joining

39. Educational/informative speakers
40. Area meetings meet new members, yearly

41. Quarterly dinner

42. Free educational seminar

43. Rebranding

44. Magazine content

45. Internet/web refresh-resource

46. Board visibility/accessibility/networking

47. Updating by-laws/governance

Open Discussion
Helpful Tips from Group:

1. Survey auction schools

a. Average age

b. What happens after graduation

2. Sponsor/apprenticeship program

3. Know your competition

4. Lobby for licensing online competitors

a. Accountability

5. Create a needed resource

6. Social media tutors

7. State management co-op

8. Get NAA education at state convention

9. Community Events

a. Example: 5th grade auction

10. Recruit younger auctioneers

11. National campaign 

12. Young auctioneers group

13. Educate all auctioneers about online auctions

14. General technology training for auctioneers

15. Training starts in auction school

16. Make membership to NAA and states affordable to younger auctioneers

17. “Green”

18. Be entertaining-get the crowd into it

19. Start using credit cards

20. NAR 30 under 30

21. Training before marketing/slogan

22. States need to bring in education opportunities

23. Defend industry

a. Bring in and educate 

24. Integrate old and new

25. Commission based membership

26. Younger people do a lot of online buying

About the State Leadership Conference:

Likes

1. Brain storming

2. Bad Speaker Segue

3. Redesigning Schedule

4. Stats

5. Open forum

Dislikes

1. More discussion time needed

2. Norm-Bad Speaker

Wants

1. Updated numbers and stats for each year

a. Follow-up with Michigan State survey

2. Ethics 

a. How to protect the consumer

i. Code of Ethics

3. Bring in state directors

4. Email states now about this conference

a. Who would benefit most President-Elect or President, etc.

5. Seek sponsors

6. State survey-State data

a. Customized to state

b. Same questions for each state

i. State members

ii. Non-members

7. Don’t let momentum end after this conference! Ideas to keep discussion going

a. Conference call

b. Get together at NAA Conference & Show

c. Forum

d. Facebook group

8. Best Practices

