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As I sit at my desk and write this column, I’m looking at the business plan the NAA Board of Directors approved.  I know NAA’s mission by heart:  promote the professionalism of Auctioneers and auctions through education and technology. 
During the past year, staff used those words as a guide to determine the programs and services on which we should focus.  We are enhancing the quantity and quality of our education experiences.  All programs are currently undergoing a curriculum review and the Education Institute Trustees will be prioritizing which programs will be rewritten first.  We implemented a new webinar series called Industry Insights (all sessions are included within the dues you pay – no additional costs!), and we now offer a free monthly download of an educational session that has been offered at one of our previous conferences.
We are designing two new websites: one for consumers and a separate one for members.  The one for members will contain tools and resources that have never been offered before.  More information will be available by the time we get to Greensboro, N.C., for our Conference and Show.
Speaking of…registration opens March 1 and you’ll see that the schedule is shorter.  We surveyed attendees and, of those who couldn’t attend last year, a common request – make it shorter!  So you will now be able to come in on Tuesday and leave Saturday afternoon and NOT MISS A THING!

So we are working on what our mission tells us to be.


But what does the Board want us to become?  What is NAA’s preferred future?


Our vision statement is longer, and I haven’t committed it to memory word for word, but I know its direction and I know what it means.  Simply stated:  NAA should unify and lead the auction and competitive bidding industries to be the preferred method of sale for personal and real property in all segments of the economy.


Wow!


That’s a lofty goal, and if we are to achieve it, we must develop a strong plan.  Our first objective in making this a reality is to grow our membership.  All of you know by now that NAA has lost members.  When I started at NAA, we had more than 4,600 members and now we are down to less than 4,200.  As you read this, our staff is conducting a survey of those people who left NAA during the past year to find out their reasons why.  Early results tell us what most of us assumed: it’s the economy.


I read state association newsletters. I read the NAA Member Forum.  I look at the NAA Facebook page.  I try to understand what is happening with our members.  And I know that many of you are hurting.  I’ve had long-time members tell me that 2009 was the hardest year they have had to endure.  And when they make the decision about renewing their NAA membership, what used to be a “no-brainer” decision now takes thought and planning to make a $300 commitment.  

Unlike our friends with the National Association of Realtors, we don’t have a mandatory tool or resource like the MLS that requires you to be a member.  And as a result, we also don’t have the millions of dollars in resources they have to create an advertising campaign to market Auctions as the preferred method of sale.  


What we do have are Auctioneers – people who are in our network, people who are willing to share their ideas with you, people who have undergone the same trials and tribulations you have and made it through.  

You have that through your state association, and we don’t want to take that away.  However, if you agree that we need one national body to help the consumer understand that auctions are the preferred method of sale, then we need you and your membership.  There is strength in numbers.


Participate in your state association; don’t let that membership lapse and if you are an NAA member – thank you.  You are helping make the vision become a reality.  And if you are not a member – consider it.  There is strength in numbers and for us to help make auctions the preferred method of sale, well, we need you all.


In the next few months, we’ll be talking about other ways we are promoting you and promoting auctions.  It may not come in a fancy television ad, but each and every day there are stories in media around the world about auctions.  Some of them happen and some of them happen with lots of planning.  But without you, they won’t happen at all.


You are needed to help make auctions the preferred method of sale.  You, your memberships, the states and NAA – we can make quite a team if we all move in the same direction!

