
Focus on the Family! 
Roundup Your Family for the Midwest Auctioneers Roundup
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Get More Info & Register at 
www.MidwestAuctioneersRoundup.com

Featuring The Super Summer Slam Down 
Bid Calling Championship!

Tuesday, August 11, 2015
8:00 AM ~  Golf Outing

2:00 PM ~ Clay Shoot

Toledo Zoo Trips 

6:30 PM ~ Welcome Party, Fun Auction & Exhibits Open!
* Super Summer Slam Down Bid Calling Competition!

Wednesday, August 12, 2015
8:00 AM - 3:30 PM ~ Exhibits Open!

8:00 AM
John Adams

“Dale Carnegie Sales Training:  
Winning with Relationship Selling”

 11:30 AM Exhibitor/Sponsor Recognition Luncheon

12:30 PM 
�3�D�X�O���.�X�U�À�V���	���5�R�Q���2�O�O�L�V��

“Fish & Wildlife Laws that Affect the 
Auctioneer”

2:30 PM 
Richard T. Kiko, Jr

“Town Hall with Dick Kiko Jr: What it takes to be 
Successful in Today’s Auction Industry”

4:00 PM  ~  MAA & OAA Board of Directors Meetings

Hotel Info...
Holiday Inn French Quarter
US 20 @ I-75, Exit 193
10630 Fremont Pike, Perrysburg (Toledo), Ohio  43551
419-874-3111 * www.hifq.com

Hotel Reservations must be made BEFORE July 28, 2015
Single/Double Room Rates:  $89
*Please contact hotel for policies
**Prices do not include state & local taxes

Reservations...
For Reservations, Call 419-874-3111
Group Name:  Michigan Auctioneers Association
Room Block Cutoff: Reservations must be made 
before July 28, 2015.

Holiday Inn French Quarter is a unique New Orleans 
style hotel located in Perrysburg near Ohio Turnpike/I-75 
and downtown Toledo.

The French Quarter is NW Ohio’s premier special events 
headquarters for meetings, seminars, events, banquets, 
weddings and conferences.               

Holidome® recreation area featuring indoor and outdoor 
pools with fountain basketball, sauna, hot tub, billiards, 
foosball, ping pong. Fantastic for gatherings.

HIFQ is also home to J. Patrick’s Pub & Restaurant 
open for breakfast, lunch and dinner and weekend 
entertainment.

*All Times/Events are subject to change.



Welcome to the Midwest Auctioneers Roundup!
Dear Fellow Auctioneers,

 The Midwest Auctioneers Round Up continues 
to gain notoriety across the country and this year, it’s 
has catapulted itself to new and exciting heights!
 The Midwest Auctioneers Round Up will take place on August 11th and 12th in Perrysburg, 
Ohio.   While professional development is imperative to your success as a professional 
auctioneer, one critical component that cannot be overlooked is the focus on the family.
 Everything from the venue to the education and activities all center around your professional 
development as a professional auctioneer while spending quality time for one last family outing 
together before the kids head back to school.
 Perrysburg is abundant with unique places that are fun for the whole family including Bass 
Pro Shops which is right in the shadows of the Holiday Inn French Quarter along with the 
Imagination Station for hands on learning for the kids and you simply cannot overlook the rich 
�$�P�H�U�L�F�D�Q���K�L�V�W�R�U�\���L�Q���W�K�H���D�U�H�D���Z�L�W�K���)�R�U�W���0�H�L�J�V�������2�K�L�R�¶�V���:�D�U���R�I�������������E�D�W�W�O�H�¿�H�O�G���Z�K�L�F�K���L�V���O�R�D�G�H�G��

with artifacts and log forts.
 The Holiday Inn French Quarter Holidome®  recreation area is perfect for an affordable family escape.  Indoor and 
outdoor pools with fountain basketball, sauna, hot tub, billiards, foosball, ping pong and much more.
 On August 11th, professional auctioneers and their families have scheduled a day trip to the nationally famous, Toledo 
Zoo & Aquarium.  The Toledo Zoo is one of the world’s most complete zoos- it’s also the region’s top family destination!
 If golf is your game, then you need to be ready for your 8 a.m. tee time for the Midwest Auctioneers Round Up Annual 
Golf Tournament at Tanglewood Golf Club.  Don’t forget about your spouse, relative or friend!   Entry to the golf outing is 
open to everyone in your party.   Then at 2 p.m. special arrangements are made for you to participate in a clay shoot at 
Adams Conservation Club in Holland, Ohio.
 On the evening of the 11th, The Super Summer Slam Down Bid Calling Competition will take place!   Shared with great 
food and beverages, this competition is a family tradition of fellowship and watching some of the best auctioneers in the 
Midwest compete for the coveted trophy.
 In terms of professional development for the auctioneer, the 
following morning on August 12th will truly offer  the best trio of speakers 
in Midwest Auctioneers Round Up history!   
�� �:�H�� �D�U�H�� �K�R�Q�R�U�H�G�� �W�R�� �K�D�Y�H�� �-�R�K�Q���$�G�D�P�V���� �D�� �F�H�U�W�L�¿�H�G�� �'�D�O�H�� �&�D�U�Q�H�J�L�H��
Sales Training instructor to speak  on ‘Winning with Relationship 
Selling.’   To sum up the magnitude of this speaker, I’ll provide you 
with a quote from Beth Rose of Rose Auction Group who said, “John 
Adams has changed my life!” – that’s a pretty powerful testimony.
 Equally as exciting is procuring one of the most requested speakers 
in Round Up history – featuring 3rd generation auctioneer, Dick Kiko 
Jr. who presides over arguably the most successfully run auction 
companies in the nation.  His company conducts over 1,100 auctions 
annually.  Mr. Kiko will be speaking in a Town Hall format about ‘What 
it takes to be successful in the auction industry.’
 Finally, the Ohio Department of Fish & Wildlife will be hosting a 
seminar to discuss issues that affect the professional auctioneer.   If 
you deal in personal property, then this seminar is an absolute must to 
attend.
 The Midwest Auctioneers Round Up enables you to enhance 
your career as a professional auctioneer with your family at your side.  
�&�U�H�D�W�H�� �D�� �O�L�I�H�W�L�P�H�� �R�I�� �E�H�Q�H�¿�W�V�� �D�Q�G�� �P�H�P�R�U�L�H�V�� �D�Q�G�� �I�H�O�O�R�Z�V�K�L�S�� �Z�L�W�K�� �\�R�X�U��
peers and their families on August 11th & 12th.   Save the date. Grab 
your western gear and plan on a great time with friends and family.   
This is what it’s all about.

Sincerely,

Kenny Lindsay, Chairman of the Midwest Auctioneers Round Up 

Bring the Family!
Looking for Stuff to do in 

Perrysburg?  
Here are 12 Family Friendly 

& Fun Things to do!

Toledo Zoo1. 
Golf Outing2. 
Fishing3. 
Clay Shoot4. 
Bass Pro Shops5. 
Holiday Inn French Quarter Holidome6. 
Fort Meigs7. 
Super Summer Slam Down 8. 
Championship
Top Quality Education9. 
Networking & Fellowship10. 
Exhibits11. 
Fun!12. 

Want more info?  
Go to MidwestAuctioneersRoundup.com

www.MidwestAuctioneersRoundup.com



 What selling in more than 
one ring does is get the auction 
over more quickly. For example, 
if an auction has 1,500 lots, one 
auctioneer (one ring) may require 
upwards of 12 hours to sell all this, 
where two auctioneers selling at 
the same time (two rings) may only 
require 6 hours.
 Is it better to have a 12-hour 
auction with only one ring, and all 
the bidders in that one ring, or is 
it better to have two rings, each 
6 hours in length, and split those 

bidders up between the two rings? For that matter, is it even 
better to have three rings, each 4 hours in length, and split those 
bidders up between the three rings?
 We would contend that auction bidders are time-sensitive. 
Bidders have jobs, family, children to pick up from practice, meals 
to cook, sleep to get, and lives to live outside of attending an 
auction. We would also contend that a typical bidder is less likely 
to stay interested, and attentive at a 12-hour auction compared 
to a 6-hour auction.
 Based upon these theories, how would an auctioneer 
properly divide lots to allow for multiple rings? Given a typical 
estate auction, there are antiques, collectibles, glassware, 
�S�R�W�W�H�U�\�����V�L�O�Y�H�U�����I�X�U�Q�L�W�X�U�H�����W�R�R�O�V�����N�L�W�F�K�H�Q���L�W�H�P�V�����¿�U�H�D�U�P�V�����Y�H�K�L�F�O�H�V��
… all sorts of things.
�� �.�H�H�S�L�Q�J���L�Q���P�L�Q�G���W�K�D�W���P�R�V�W���E�L�G�G�H�U�V���F�R�P�H���W�R���E�X�\���I�D�L�U�O�\���V�S�H�F�L�¿�F��
items, such an auction could be divided into one ring of mostly 
�³�D�Q�W�L�T�X�H�V�� �D�Q�G�� �F�R�O�O�H�F�W�L�E�O�H�V�´�� �D�Q�G�� �W�K�H�� �R�W�K�H�U�� �P�R�U�H�� �W�K�H���³�¿�U�H�D�U�P�V����
vehicles, and tools,” and probably not have too many bidders 
interested in items in both rings.
 And, what if a bidder was interested, in our example, in both 
�D���S�D�U�W�L�F�X�O�D�U���¿�U�H�D�U�P���D�Q�G���V�R�P�H���D�Q�W�L�T�X�H���S�R�W�W�H�U�\�"���+�H���F�R�X�O�G���O�L�N�H�O�\��
leave an absentee bid on the pottery, and then bid himself on 
�W�K�H���¿�U�H�D�U�P�����D�O�W�H�U�Q�D�W�H�O�\�����K�H���F�R�X�O�G���H�Q�O�L�V�W���K�L�V���V�S�R�X�V�H���R�U���D���I�U�L�H�Q�G���W�R��
�E�L�G���I�R�U���K�L�P���R�Q���W�K�H���S�R�W�W�H�U�\�����Z�K�L�O�H���K�H���N�H�H�S�V���D�Q���H�\�H���R�Q���W�K�D�W���¿�U�H�D�U�P����
In other words, there are ample solutions for a bidder interested 
in items in more than one ring.

�^�Z�}�µ�o�������µ���Ÿ�}�v�����Œ�•���•���o�o���]�v���u�}�Œ�����š�Z���v���}�v�����Œ�]�v�P�M
by Mike Brandly, The �K�Z�]�}�����µ���Ÿ�}�v���^���Z�}�}�o

 Some auctioneers argue that if an auction is divided 
into multiple rings, that the bidding (the contention) will suffer 
�V�X�I�¿�F�L�H�Q�W�O�\���W�K�D�W���R�Q�H���U�L�Q�J���Z�R�X�O�G���K�D�Y�H���S�U�R�G�X�F�H�G���P�R�U�H���P�R�Q�H�\���I�R�U��
the client. However, this theory seems to leave out that after 8, 
9, or 10 hours, bidders will leave an auction, and prices suffer 
accordingly there too.
 For auctions that have like-items throughout, such as a 
�������������O�R�W���F�R�L�Q���D�X�F�W�L�R�Q�����W�K�H�Q���L�W���L�V���G�L�I�¿�F�X�O�W���W�R���G�L�Y�L�G�H���L�Q�W�R���P�R�U�H���W�K�D�Q��
one ring, as many of the same bidders will want to participate 
�¿�U�V�W���K�D�Q�G�� �L�Q�� �E�R�W�K�� �U�L�Q�J�V���� �,�Q�� �F�D�V�H�V�� �V�X�F�K�� �D�V�� �W�K�L�V���� �F�R�Q�V�L�G�H�U�D�W�L�R�Q�V��
may be given to types of coins (the 400 lots of Morgan Dollars 
could be sold in one ring, and all other coins sold in another ring) 
or maybe this auction should be divided into more than one day. 
We’ll take on discussing multiple day auctions in a future post.
 In discussing this with many auctioneers across the United 
States, a certain number keeps coming up in those conversations 
�²���¿�Y�H�����2�Q�H���D�X�F�W�L�R�Q�H�H�U���S�X�W���L�W���M�X�V�W���W�K�L�V���Z�D�\��
 “I sell in as many rings as I have to, to keep the auction 
under 5 hours — after 5 hours, they’re gone.”
 While I’m not convinced that 5 is the number, I’m not 
convinced it’s not either. I do think that bidders appreciate multiple 
rings because they can sooner bid on the item(s) they desire, 
and sooner get back home to be with their family, and prepare 
for the next day. As well, I think multiple rings may produce better 
results for a seller, because bidders are willing to stay active, 
interested, and motivated the entire auction.
 What does a ring require? Customarily, any auction ring 
has to have an auctioneer, at least one ringman, and one clerk. 
So, each ring requires 3 staff minimum. Too, as the number of 
rings increases, the busier the cashier area becomes as auction 
results are coming in to be recorded and totaled from several 
�G�L�U�H�F�W�L�R�Q�V�����W�K�X�V���R�Q�F�H���D�Q���D�X�F�W�L�R�Q���E�H�F�R�P�H�V���D���P�X�O�W�L�S�O�H���U�L�Q�J���D�X�F�W�L�R�Q����
additional cashiers may be needed as well. Multiple rings work 
�Z�H�O�O�����E�X�W���R�Q�O�\���L�I���V�X�I�¿�F�L�H�Q�W���V�W�D�I�I���D�U�H���D�Y�D�L�O�D�E�O�H���W�R���D�F�F�R�P�P�R�G�D�W�H���W�K�H��
additional tasks.
 Should auctioneers sell in more than one ring? I think so, to 
keep the auction from extending unnecessarily, and especially if 
there is a reasonable division of product, provisions for bidders 
�W�R���S�D�U�W�L�F�L�S�D�W�H���L�Q���W�K�H���P�X�O�W�L�S�O�H���U�L�Q�J�V�����D�Q�G���V�X�I�¿�F�L�H�Q�W���D�X�F�W�L�R�Q���V�W�D�I�I��

�0�L�N�H���%�U�D�Q�G�O�\�����$�X�F�W�L�R�Q�H�H�U�����&�$�,�����$�$�5�(���K�D�V���E�H�H�Q���D�Q���D�X�F�W�L�R�Q�H�H�U���D�Q�G���F�H�U�W�L�¿�H�G���D�S�S�U�D�L�V�H�U���I�R�U��
over 30 years. His company’s auctions are located at: Mike Brandly, Auctioneer, Keller 
Williams Auctions and Goodwill Columbus Car Auction. His Facebook page is: www.
facebook.com/mbauctioneer. He is Executive Director of The Ohio Auction School.
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The MAA has gone to 
great effort to provide you 
with a comprehensive 
guide for local auction 
regulations in Michigan. 
The Michigan Auctioneer 
Municipal License 
Guide was unveiled 
at the MAA Annual 
Conference.  Attendees 
�Z�H�U�H���S�U�H�V�H�Q�W�H�G���Z�L�W�K���À�D�V�K��
drives that contained a 
huge document detailing 
nearly 800 pages of local 
regulation and licensure 
in Michigan pertaining to 
the Auction Industry.  

This Guide is ONLY Available to Members of 
the Michigan Auctioneers Association!  To get 
the most recent copy, go to the MAA Website at 
FindMichiganAuctions.com, log into members only, 
and download the guide from the Legislative section.  

Have you downloaded your Michigan 
Auctioneer Municipal License Guide Yet?  

Log into Members Only on the Website and 
Download it TODAY!  

Not a Member?  Join Today!

www.FindMichiganAuctions.com

The Michigan Auctioneer 
Municipal License Guide 

Unveiled!



�D�]���Z�]�P���v���š�}���Z�}�•�š���E���������}�v�(���Œ���v�������̃ ���̂ �Z�}�Á���]�v���î�ì�í�ò

Are you Ready for NAA 2016?
MARK YOUR CALENDARS!

NAA is Coming Back to Michigan!

NAA’s 67th International Auctioneers 
Conference & Show

Devos Place Convention Center
Amway Grand Plaza Hotel

July 19-23, 2016
Grand Rapids, Michigan!



���v�������•�Ç�������À���v�š���P����by John Hamilton

If you look at pictures of business people of a decade or so ago, you would notice a big 
difference in dress and attire.  To say we’ve ‘gone casual’ would be an understatement.  I’ll 
admit that I’m personally uncomfortable with this today’s business attire.  I’m probably the odd 
man out in this trend, but I’ve found a silver lining.

That silver lining is that’s it’s really easy to dress more professional, more conservative and 
more powerful than it has ever been.  You’re probably with me on the ‘professional’ and 
‘conservative’ descriptions, but what about the ‘powerful’ adjective.  Let’s discuss that very 
aspect of our dress

It’s no surprise when I state that “how we look, appear or dress” forms the vast majority of our 
�¿�U�V�W���L�P�S�U�H�V�V�L�R�Q�������3�H�R�S�O�H���V�H�H���Z�K�D�W���Z�H���O�R�R�N���O�L�N�H���D�Q�G���G�U�D�Z���L�Q�V�W�D�Q�W���F�R�Q�F�O�X�V�L�R�Q�V���D�Q�G���I�R�U�P���L�Q�V�W�D�Q�W��
�S�H�U�F�H�S�W�L�R�Q�V���������$�P�R�Q�J���W�K�H�P���D�U�H���K�R�Z���F�R�Q�¿�G�H�Q�W���Z�H���D�U�H�����K�R�Z���Z�H�D�O�W�K�\���Z�H���D�U�H�����Z�K�D�W���S�U�R�I�H�V�V�L�R�Q��
we might be in, how educated we are and how we will be to deal with.   

So what’s that got to do with negotiating, getting our way and achieving ‘good deal’ results?  
Fasten your seat belts, here it comes.

�/�L�N�H���L�W���R�U���Q�R�W�����W�K�H���U�H�V�X�O�W�V���Z�H���F�D�Q���D�F�K�L�H�Y�H���G�X�U�L�Q�J���D���Q�H�J�R�W�L�D�W�L�R�Q���D�U�H���L�Q�À�X�H�Q�F�H�G���E�\���W�K�H���L�P�S�U�H�V�V�L�R�Q�V���S�H�U�F�H�S�W�L�R�Q�V���R�X�U���R�S�S�R�Q�H�Q�W��
has of us. 

If they see us as unprofessional, less skilled, less educated, less informed and of a lower standing, they’ll be more aggressive 
and more resolved to hold out for what they want when negotiating with us.  The contrary is also true.  If our dress and attire 
�V�H�Q�G���D���P�H�V�V�D�J�H���R�I���V�X�F�F�H�V�V�����F�R�Q�¿�G�H�Q�F�H���D�Q�G���H�Y�H�Q���V�O�L�J�K�W���V�X�S�H�U�L�R�U�L�W�\�����R�X�U���R�S�S�R�Q�H�Q�W���L�V���P�R�U�H���O�L�N�H�O�\���W�R���J�U�D�Q�W���F�R�Q�F�H�V�V�L�R�Q�V��

When you are about to enter into a negotiating circumstance (a meeting, a trip to a car dealer, an encounter with a vendor or 
a planning discussion) be the better dressed.  We can typically predict the attire and appearance of our opponet.  For us to 
match or, better yet, exceed their level of attire is easy to achieve.  Don’t go to their level.  Set and achieve your own - even 
at the risk of comments by our peers.

�:�L�O�O���D�W�W�L�U�H���D�O�R�Q�H���Z�L�Q���W�K�H���G�D�\���I�R�U���D���Q�H�J�R�W�L�D�W�R�U�"�����2�I���F�R�X�U�V�H���Q�R�W�������,�W���Z�L�O�O���K�R�Z�H�Y�H�U���L�Q�À�X�H�Q�F�H���S�U�R�F�H�H�G�L�Q�J�V�����L�P�S�U�H�V�V�L�R�Q�V�����U�H�V�S�H�F�W��
levels, credibiltiy and even concession patterns.

In this world of dressing down, casual and even sloppy attire, a negotiator can gain that inperceptaible edge with that easy 
point of difference  - their personal attire.  Don’t be the one to shrug off the importance of attire. 

Good negotiators routinely appear more professional than their opponents.



 For years, I’ve been 
saying that there’s no silver 
bullet in auction advertising. 
I’ve taught in my seminars 
that there’s no Ronco “Set 
it, and forget it” strategy, 
because the one constant in 
marketing is that there are 
few constants.
 It’s time, though, that I 
come clean.
 There is a foundational 
formula that applies to all 
auction advertising, including 
yours. Using it can transform 
your sales pitches & seller 
proposals, your media spends 
& overall budgets. The 
number in its answer trumps 

all the numbers in your Google Analytics, Facebook Insights, and 
Mail Chimp reports.
 Very, very few auction companies that I’ve consulted are using 
this formula, but the ones who are have a competitive advantage 
over the ones who aren’t.
 I’m talking about Cost Per Bidder Per Medium.
 Knowing your generic cost per bidder would be interesting—
discovering how much it costs you on average to get a consumer 
�W�R���U�H�J�L�V�W�H�U���W�R���E�L�G�����E�X�W���L�W���Z�R�X�O�G�Q�¶�W���E�H���P�X�F�K���L�Q���W�K�H���Z�D�\���R�I���D�F�W�L�R�Q�D�E�O�H��
data. Knowing how much it costs you per bidder per medium, 
though, goes beyond interesting. That knowledge is incredible 
marketing power.

Here’s the basic formula:  
(medium spend)/bidders from that medium) = Cost Per Bidder

 Now, repeat that for every medium or every media category 
you use in your advertising: signs, direct mail, newsprint, paid 
search, social media, public relations, etc. Save that information, 
and repeat this process every auction. After a few months, you 
should start to see patterns on the aggregate. You’ll discover that 
�V�R�P�H���P�H�G�L�D���D�U�H���O�H�V�V���H�I�¿�F�L�H�Q�W���W�K�D�Q���R�W�K�H�U���R�Q�H�V��
 If you sell more than one type of asset or the same asset in 
more than one geographic area, you may want (1) a larger set of 
samples or (2) separate spreadsheets for each market.
 Once you get enough of a sample size collected, you can use 
�L�W���W�R���V�W�D�U�W���D�G�M�X�V�W�L�Q�J���\�R�X�U���E�X�G�J�H�W�V���W�R���I�D�Y�R�U���W�K�H���P�R�V�W���H�I�¿�F�L�H�Q�W���V�R�X�U�F�H��
of customers. For example, if Facebook costs you $5 to acquire 

�d�Z�����D���P�]�����&�}�Œ�u�µ�o�����(�}�Œ���D�}�Œ�������8���]���v�š�������À���Œ�Ÿ�•�]�v�P by Ryan George

a bidder, and newsprint costs you $50 in bidder acquisition, then 
you can start shrinking the size or frequency of ads to send money 
over to social media.
 You can have hundreds of people click to your website from 
your email blast or thousands from social media. If the only people 
who show up at your auction are the ones who saw the sign, 
�W�K�R�X�J�K���� �W�K�D�W�� �W�U�D�I�¿�F�� �L�V�� �H�P�S�W�\���� �,�I�� �\�R�X�U�� �<�R�X�7�X�E�H�� �Y�L�G�H�R�� �Z�H�Q�W�� �Y�L�U�D�O�� �R�U��
your phones have been ringing off the hook from a press release 
that’s hit all of the local news, but most of your bidders all brought 
your direct mail piece to the auction, then the buzz didn’t bring you 
buyers.

�%�X�\�H�U�V���W�U�X�P�S���W�U�D�I�¿�F��

 Speaking of buyers, you can take this formula one step further 
to separate the tire kickers from the paying customers. In the 
formula, you can replace “bidder” with “buyer.” If you want to know 
how much you spent per buyer, the formula looks like this:

(medium spend)/buyers from that medium) = Cost Per Buyer

 The formula is simple, but the data collection tends to be the 
hard part for auctioneers. The spend side of the equation should 
be easy to capture, since you already have invoices and probably 
a formula-driven Excel budget. You can add a couple columns to 
that budget to do this math for you and then link to those result 
�¿�H�O�G�V���L�Q���D���P�D�V�W�H�U���V�S�U�H�D�G�V�K�H�H�W��
 Then, all you have left is asking bidders where they saw or 
heard about the auction. (It’s okay if they choose more than one.) 
You can poll them at on-site auctions, and you can create a toggle-
list question for those who register to bid online. Using some tools 
currently taught in the Auction Technology Specialist designation 
curriculum, you can even track online bidders passively from their 
�¿�U�V�W���L�Q�W�H�U�D�F�W�L�R�Q���Z�L�W�K���\�R�X�U���R�Q�O�L�Q�H���$�1�'�� �R�I�À�L�Q�H���P�H�G�L�D���D�O�O���W�K�H���Z�D�\�� �W�R��
the bidding page.
 If this seems like a lot of work, think about how much more 
work this information could help you book. Imagine if you and 
another auction company were vying for the same auction, but you 
alone could show the seller exactly where they can spend their 
�P�R�Q�H�\���W�K�H���P�R�V�W���H�I�¿�F�L�H�Q�W�O�\�����'�R���\�R�X���W�K�L�Q�N���\�R�X�¶�G���O�R�R�N���D���V�W�H�S���D�K�H�D�G���R�I��
your competition with a summary from the past year’s advertising 
effectiveness in their asset and geography markets?
 That’s a rhetorical question.
 It will probably take you six to 12 months to build reliable 
statistics. So, you’ll want to start as soon as possible. Don’t wait. 
I can name auction companies with more than a year’s head start 
on you.
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