How do the state associations fit with Essential NAA?
If you attended the National Auctioneers Association International Conference and Show you may have heard about E-ssential NAA.  We know that NAA members are essential to NAA (we couldn’t exist without them!), but is NAA essential to our members?  Probably not. 


Our hope is that in the next year or two or three, it will become so.  


NAA will accomplish this by determining what NAA members want and what they need to either grow their business or make them more efficient.  We know that if we can accomplish the latter two objectives (growing business or being more efficient), it means money in the pockets of our members – and that’s what will make NAA essential to them!


NAA will spend time and resources devoted to two major areas: 1) understanding what is happening in the auction industry and 2) ensuring that our organization can deliver the best possible results to our members.  
In order to understand what is happening in the auction industry, we will form the Council on Future Practices – this group will be expected to read about trends in the auction industry and talk to experts in those fields to determine how they will impact the auction industry.  They will deliver their thoughts to the NAA Board about the industry, who will then determine how to address the challenges identified by the Council on Future Practices.  This could be in the form of a new widget that needs to be developed, a new educational program that should be offered, or a new partnership with an organization that will strengthen our marketing efforts. 
NAA will focus on being flexible and able to change to meet the dynamics of the world around us.  However, one thing will not change – we must have a strong partnership with state associations.  
At the Conference and Show, then President Scott Musser, CAI, BAS and President-elect Mark Rogers, CAI, AARE and I visited with the executive directors of the state associations.  In that meeting we reiterated our commitment to work WITH the state associations in helping all of us be the best in the auction industry.  We do not need an industry that is fragmented – we need strong advocates for auctions on the local and the national level. 

NAA is not a large enough organization and doesn’t have the deep pockets necessary to mount a massive marketing campaign for auctions.  We rely on our partnerships and on NAA members. And we need to rely on state association members to help us communicate to the public why they should use auctions.  At the NAA level, we will make sure that relationships such as what we have with USA Today continue to flourish (USA Today gives preferred advertising rates to NAA members and aggregates them in one area called the Auction Showcase in their Tuesday and Friday editions).  We will make sure we keep an eye on what is happening in the industry and we will share that information with the state associations.


Working together we should be able to make Auctions E-ssential to the American public.  It will be at that point where we are all successful!

