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Hawkeye Auctioneer

Jeff Garber of Lincoln, Missouri was awarded 
the title Iowa Champion Auctioneer on 
Tuesday, August 14. Our top five finalists: 
Joeseph Bair of Elkhart - 3rd runner up; Dan 
Wilson of Redfield - 2nd runner up; Jeremy 
Garber of Lincoln, Missouri - 1st runner up, 
and J.J. Wise of Klemme is our 2018 IAA 
Reserve Champion. 

The money raised as part of the annual Iowa 
Champion Auctioneer Contest during the Iowa 
State Fair by the Iowa Auctioneer Association 
is donated to three children’s hospitals on an 
annual rotating basis. Hospitals include: Blank 
Children’s Hospital of Des Moines, University 
of Iowa Children’s Hospital in Iowa City, and St. 
Jude Children’s Research Hospital in the Twin 
Cities. Three local Lowe’s Home Improvement 
stores graciously donated Kobalt Tool items 
as the contest’s bidding merchandise. Their 
donations allow IAA to make the donations 
to these three charities. 

The contest was held under normal auction 
conditions. The contest was free for fair goers 
to watch and the public is encouraged to 
participate. 

Nineteen professional auctioneers from Iowa, 
Missouri, and Minnesota competed for the 

title of Iowa Champion Auctioneer and a cash 
prize of $1,000. To qualify for this prestigious 
annual event, contestants must compete 
in a preliminary auctioneering contest in 
February during the annual IAA convention. 

Also participating in the competition: 

• Russell Lamp, Letts

• Del Beyer, Boyden

• Zachary Laurie, Indianola

• Justin Brant, Glidden

• Rodney Perry, Moravia

• Curtis Dosland, Calamus

• Chad Shepard, Cedar Falls

• Heath Downing, Creston

• Mike Spoerl, Sherrill

• Justin Steward, Wyoming

• Tom Watters, Maquoketa

• Alan Good, Newton

• Craig Hilpipre, Cedar Falls

• Rod Johnson, Cannon Falls, Minnesota

Garber Named 2018 Iowa 

Champion Auctioneer at Iowa 

State Fair Competition!

2018 Offi  cers & 
Board Members

CHAIR OF THE BOARD: 
Chris Richard

chris.richard@steff esgroup.com
319-385-2000 | Mt. Pleasant, IA 52641

PRESIDENT: 
Matt McWhirter 

mcwhirterinc@gmail.com
319-931-6620 | Washington, IA 52353

PRESIDENT ELECT: 
David Whitaker 

amescattle@gmail.com
515-460-8585 | Ames, IA 50010

VICE PRESIDENT:
TJ DeMoss

tjdemoss2013@hotmail.com
641-799-2323 | Albia, IA 52531

EXECUTIVE ADMINISTRATOR: 
Joan O’Brien

joano@agribiz.org
515-262-8323 | Des Moines, IA 50309

THREE YEAR DIRECTORS
J.J. Wise

jjwiseracing@yahoo.com
641-420-7355 | Klemme, IA 50449

Del Beyer
dbeyer@mtcnet.net

712-348-2738 | Boyden, IA 51234

Justin Steward
coljjsteward@gmail.com

319-480-3726 | Wyoming, IA 52362

TWO YEAR DIRECTORS
Jason Hallberg

jason@halbergauction.com
515-460-0246 | Buff alo Center, IA 50424

Kam Hartstack
kamhartstack@hotmail.com

816-510-7859 | Clarinda, IA 51632

Justin R. Mason
masonfarms@gmail.com

712-660-6050 | Odebolt, IA 51458

ONE YEAR DIRECTORS
Jared Chambers

jared@peoplescompany.com
641-414-0234 | Corydon, IA 50060

Brian Tompkins
brian@wearsauctioneering.com
319-331-5230 | Solon, IA 52333

Daniel Wilson
danwilson2011@gmail.com

515-371-1151 | Redfi eld, IA 50233

2018 Iowa Champion Auctioneer 

Jeff  Garber from Lincoln, Missouri

Re-watch the 2018 Iowa Champion Auctioneer fi nals on the IAA Facebook

 page or search “auctioneer contest 2018” on iptv.org/fair
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Stress - That Six Letter Word

The 6 letter word that many of us can relate 
to. It may be a good reminder for some to get 
work done. To others, it may be a sign of other 
looming concerns. 

How do you react to stress? 

Just like our contestants did in August, 
standing in front of your peers, judges in an 
auction contest can lead to a severe amount 
of stress. 

How you react to stress and grow can be 
a great learning experience. What about 
heading into a presentation with a client? 
How many of you have run through every 

scenario? What if the client says no? What 
about the follow up phone call? What 
happens when the client says they went with 
your competition? 

Do Not Let the “NO’s” Deter You

Your level of activity in this business will 
dictate how often you have business. It is 
the mindset to get past the stress of hearing 
“NO”. Or getting past the stress of everyday 
that will make you succeed. How you can 
react to the level of stress and use it to your 
advantage. You either win the contract or 
you learn from it. 

Embrace the stress - because stress is always 
there. Stress at home, stress at school, stress 
in the auction industry. How you react to 
and manage your stress (especially during 
periods of high stress) is paramount for 
individual well-being and business survival. 
You may not be able to control your scenario, 
however you can most certainly control your 
reaction to it. 

IAA Member Usage of Logo

The IAA board of directors would like to 
remind the IAA membership that we have 
new branding! Thanks to our hard working 
volunteer board members - we were able to 
obtain great new branding. 

We encourage our members to use it on 
business cards, websites, email footers, and 
other electronic or printed materials. 

Great news! We put together a .zip folder for 
you to download with everything you need 
www.iowaauctioneers.org/membership. 

If you have questions please call the IAA offi  ce 
515-262-8323.

Social Media Profi les

The association has social profi les that give 
you updated information  on events, social 
gatherings, and more. Please follow/ like us at:

MATT MCWHIRTER - PRESIDENT’S MESSAGE

Flip Stress 
on Its Head
IF YOU CAN CONTROL YOUR REACTION, 
YOU CAN CONTROL YOUR WORLD. 

Other Areas of IAA Member Business

Matt McWhirter

2018 IAA President
McWhirter Auction Group
Washington, IA

Like us on Facebook
facebook.com/IowaAuctioneersAssociation

Follow us on Twitter
twitter.com/IAAuctioneers
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Two Little Words That Mean So Much

There are two words that come to my mind 
as I am writing my fi rst article as a three-
year director. Those two words are “Thank 
You”. Two powerful, thoughtful, and simple 
words that are rarely used in this ever-
changing world, but are well appreciated 
when received. 

I want reach out and say thank you to those 
who put their faith in me and had elected 
me to be a three-year director for the Iowa 
Auctioneers Association.

It Is A Learning Process

So far, it has been a learning process for 
a young auctioneer who is still somewhat 
“wet behind the ears” in the auction 
industry. As a “new guy” on the board, 
I have not been as vocal as I would like 
to be. I remember, a couple days after 
our long May meeting working on the 
association’s strategic plan, our president 
Matt McWhirter called me on a Wednesday 
night before an auction I work at. He had 
mentioned that I had been a little too 
quiet. When we hung up the phone, it hit 
me hard when I realized he was exactly 
right! I thought about what he had said 
and how I need to change.

Change Can Be Simple to Accomplish

Change can be simple to accomplish and 
the way to do it is in yourself! I’d like to start 
to change by being more vocal and ask: 

• What do you want your 
association to improve on? 

• Do you have convention ideas, 
promotional ideas, contest ideas, etc? 

As a director, I would like to hear from you. 
My email is: coljjtsteward@hotmail.com. 
Whether, you have a question, suggestion, 
or just want to catch up with what we are 
doing. Do not hesitate to call me or any of 
the board members. We are here for you!

The Title That Says It All

In conclusion, the title of my article reads, 
“I’m a Proud Iowa Auctioneer Member”, 
and I truly am a proud member of the Iowa 
Auctioneers Association, are you? 

Our association not only promotes the 
auction method of marketing, but promotes 
the use of professional auctioneers. We 
may compete on stage or out in the fi eld, 
but when we lay our heads down at night 
we are all in the auction industry. Let us 
come together, not only as professional 
auctioneers in the auction industry, but 
as friends to promote that the auction 
method is strong as ever.

Justin Steward

Three Year Director
Steward Auction Service
Wyoming, IA

JUSTIN STEWARD - I’M A PROUD IOWA AUCTIONEER MEMBER

I’m a Proud Iowa 
Auctioneer Member
TWO WORDS - THANK YOU!

FIND MORE PHOTOS ON FACEBOOK.COM/IOWAAUCTIONEERSASSOCIATION

2018 Iowa Champion Auctioneer Contest Photos - Find more at:

Facebook.com/IowaAuctioneersAssociation



Page | 4 FALL 2018

From all of the IAA board members, THANK 
YOU, to everyone who attended the 
free Ringman Class on Monday, August 
13th before the Iowa State Fair! Brian 
Rigby, Professional Rinman’s Institute, led 
us through the basics of being a good 
ringman and how to improve skills needed 
to be eff ective in the auction business.  
As an added value to our members, 
your association has been hosting these 
educational opportunities for 3 years now.  
If you have an idea for an educational 
session, please feel free to contact any one 
of the board members.  

I would like to congratulate Jeff  Garber of 
Lincoln, Missouri, on being crowned the 
2018 Iowa Champion Auctioneer. Jeff  has 
always been, and I am sure will continue 
to be, a great ambassador for the Iowa 
Auctioneer’s Association and the auction 
industry as a whole. In addition, fantastic 
job to the other 18 contestants at this 
year’s competition. You invested a lot of 
time and practice into your eff ort! Keep 
practicing, and join us in February for 
another preliminary bid calling contest at 
our annual convention.

Thank you to Joan O’Brien and her team 
for all their hard work and help she gave 
me these past few months. Many thanks 
to all my fellow board members for their 
assistance and advice in helping me 
coordinate the Auctioneer Contest Finals at 
the Iowa State Fair. 

Also, thank you to the local Lowe’s Home 
Improvement for the donation of the items 
sold at the fi nals this year. The generous 
donation allows IAA to donate proceeds of 
the auction sales to three Iowa children’s 
hospitals. I would encourage all of our 
members to support them as they have 
supported our association.

THANK YOU TO OUR SPONSOR: 

TJ DeMoss

2018 IAA Vice President
DeMoss Auction Company
Albia, IA

TJ DEMOSS - IOWA STATE FAIR ROUND-UP!

Iowa State Fair 
Round-up!
TWO WHIRLWIND DAYS OF FUN

Thank you to our judges!  Brian Rigby of Springfi eld, MO; Dave Thompson of Lansing, MN; Trisha Brauer of Roeland Park, KS; 

Dan Sullivan of Hamilton, IL; and our event’s Grand Marshal - George DeWitt (front) of Council Bluff s, IA. 

FIND MORE PHOTOS ON FACEBOOK.COM/IOWAAUCTIONEERSASSOCIATION
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MEMBER UPDATES

IAA Member Wins 2018 NAA 

International Auctioneers 

Championship
Congratulations to Emily on Her Win! 

Emerging from an overall fi eld of 77 competitors, Barrett 
Bray, of Edmond, Oklahoma, and Emily Wears Kroul, of Solon, 
Iowa, were crowned as winners of the Men’s and Women’s 
National Auctioneers Association 31st International Auctioneer 
Championship, which took place Friday at the Hyatt Regency 
Jacksonville Riverfront.

Barrett Bray, AMM, BAS, and Wears Kroul, CAI, ATS, BAS, received 
a $5,000 cash award, trophy and championship ring for their 
winning eff orts through the preliminary bid-calling round, an 
interview round consisting of three questions, and a fi nal round 
of bid-calling that included the top 15 men and 7 women. In the 
two divisions, 62 men and 15 women competed for the right to 
be known as one of the best auction professionals in the world.

A long time IAA member, a champion in Iowa (2009), Colorado 
(2012), and Wyoming (2014), Wears Kroul is a second-generation 
NAA auction professional. She works full time in the family 
business, Wears Auctioneering, with her dad, Brent, and handles 
all online auctions as well as on-site auctions on weekends. 
Emily is an auctioneer on A&E’s reality show “Storage Wars”.

 IPE 1031
6150 VILLAGE VIEW DRIVE • SUITE 113 

WEST DES MOINES, IA  50266
515.279.1111 • 888.226.0400

FAX 515.279.8788
WWW.IPE1031.COM
INFO@IPE1031.COM

Manage Exchange
and Professional Risk
with the Midwest’s 
Premier Exchange

Resource

ATTENTION 
MEMBERS!

DOWNLOAD 
THE NEW 
IAA LOGO 

ONLINE 
TODAY!
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IAA leadership team travels to Kansas City, MO. From left to right:  Jared Chambers,

 TJ DeMoss, Joan O’Brien, David Whitaker, and Kam Hartstack.

MEMBER UPDATES

Iowa Auctioneer 

Wins 2018 World 

Livestock Auctioneer 

Championship
Congratulations to Jared on 
His Win! 

Congratulations to Jared Miller of Leon, 
Iowa, a long-time member, past IAA 
board member, and past IAA Champion 
Auctioneer (2012)! 

Jared proved his world-class talent 
as a livestock auctioneer at the 55th 
annual World Livestock Auctioneer 
Championship (WLAC), presented by the 
Livestock Marketing Association (LMA). 
Bloomington Livestock Exchange (BLE), 
Bloomington, Wisconsin, hosted the 
contest on Saturday, June 9, 2018.

In his acceptance speech, Miller said, 
“Wow. I said yesterday that this is a 
moment I’ve dreamt about. A few words 
come to my mind: thankful, grateful, 
blessed.”

Also in his acceptance speech, Miller 
thanked his family, sponsors, and various 
members of the livestock marketing 
industry, saying, “I heard a quote one 
time that if you see a turtle on top of a 
fencepost, he didn’t get there by himself. 
And I’m that turtle; I’ve had a lot of help 
along the way.”

This year’s champion takes home a 
customized 2018 Chevrolet Silverado 
1500 truck to use during the year of his 
reign, $6,000 cash, world champion Gist 
belt buckle, and a hand-tooled leather 
briefcase from LMA; world champion ring; 
the Golden Gavel Award; and a James 
Reid, Ltd. money clip.

Article and photo from: https://www.
tsln.com/news/iowa-auctioneer-

wins-2018-world-livestock-
auctioneer-championship/

IAA Board Members on The Move
Leadership takes to the road

IAA board members Jared Chambers, TJ DeMoss, David Whitaker, Kam Hartstack along 
with Joan O’Brien, Executive Director attended the NAA Leadership Conference in 
Kansas City on behalf of the IAA membership. 

See Great Photos
Facebook Albums Await You!

Great photos and videos of the Iowa State 
Fair competition are avaliable online! 
Facebook.com/IowaAuctioneerAssocition

ATTENTION MEMBERS!
DOWNLOAD THE NEW IAA LOGO AT:

www.iowaauctioneers.org/membership
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MESSAGE FROM NAA

by: Emma Dougherty, 

NAA Content Developer

How do auction professionals 

get to know their clients?

“Each prospect is like a Rubik’s cube and 
each one of them you have to solve,” says 
Dean Crownover, BAS. As Auctioneers, 
we must fi gure out what our clients true 
needs are and come up with solutions to 
solve those.”

Auction professionals have to understand 
that clients may be stressed and have a 
lot on the line. Because of that, it is the 
auction professionals job to make this 
transition as seamless as possible for their 
clients. This means more than just raising 
the most money possible. It means 
making moving on easy through solving 
problems even they can’t verbalize. Do 
that, and you stand a good chance of 
developing a lifelong client.

Your client: It all starts 

with communication

Learning how to communicate with a 
client can completely change how they 
work with you.

The number one way to solve a problem 
is to listen, and there are several deeper 
ways to do so other than just “not talking.”

• Listen fi rst and then talk.

• Don’t listen just to respond, 
listen to understand.

• As you hear information, 
reiterate what they just said.

• Ask questions based 
on what they say.

• Take notes to show you are 
paying full attention.

• Listening doesn’t have to 
be just verbal, either.

Find out what works best for your client, 
whether it be positive language, humor, 
in-person or written correspondence, or 
collateral materials. 

From the very fi rst exchange, you have to 
listen and respond in a way that connects 
with each client. As you listen and/or 
read, and you begin to understand the 
core challenges or issues your client faces, 
address the problems they share and 
show what services or products you have 
that could help solve those problems. 
Let’s look at several communication 
methods and how this applies:

Your client: In-person or on 

the phone communication

At the fi rst point of communication, always 
identify yourself. Answer phones with your 
name, or if you’re in person, introduce 
yourself with a fi rm handshake and leave 
them with a business card.

Speak in a pleasant and upbeat tone 
when talking to clients and take the 
time to know your client’s name. When 
interacting, don’t try to multi-task while 
trying to listen. Instead, take notes to 
show that you are paying attention and 
care about what they have to say.

When it’s your turn to talk, keep it under 
45 seconds so you don’t dominate the 
conversation. Why is that important? 
Remember, this is about the client, not 
you.

Your client: Written 

correspondence

During written correspondence, always 
use proper English. Also, keep messages 
short in length and easy to read. If you 
think that your message seems too long, 
it’s probably a better idea to call.

If you miss an attempted contact, always 
respond within 12 hours. (Also, always 
remember to thank your clients with 

notes, small gifts, etc., after the auction in 
order to continue the relationship.)

Your client: Collateral materials

Never assume that clients understand 
your jargon or business.

“Twenty-fi ve percent of the people you 
will work with don’t know how auctions 
work,” Crownover says.

To avoid information falling through 
the gaps or miscommunication, provide 
clients with easy-to-follow collateral 
materials that will help them gain an 
understanding of the industry.

Build a basic guidebook for your clients 
to refer to throughout their business with 
you. This is an easy way to communicate 
things such as client lists, statistics on 
the state of your business, how you 
work, referral lists, and basic auction 
information.

When dealing with a client who has 
little to no knowledge about auctions, 
be patient and never be condescending 
or judgmental. Being sincere about 
teaching your clients and helping them 
through the process with help ensure a 
long professional relationship.

Find areas of commonality with the 
prospect and learn about them and 
their industry as well. Survey your clients 
on what they want to get out of this 
relationship, so you can best support 
them. Just like personal relationships, 
communication and understanding of 
each other is key to the success of this 
business relationship.

This article was an excerpt 
from a presentation 

given at the 2018 NAA 
International Auctioneers 

Conference and Show.

Gett ing to Know Your Client
Auction professionals can take steps to turn a regular 
client into a long-lasting one
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2018-19 Industry Calendar

FEBRUARY 2019

2019 IAA Annual Convention
 February 1-3, 2019
 Sheraton Hotel, West Des Moines, IA
 1800 50th St, West Des Moines, IA 50266
 Call (515) 223-1800 or visit: 
 https://www.starwoodmeeting.com/book/
 iowaauctioneers  (Group rate for hotel block ends   
 January 9, 2019 - IAA is not responsible for reservations)

APRIL 2019

National Auctioneers Week
 April 29- May 4, 2019

MAY 2019

National Auctioneers Day
 Saturday, May 4, 2019

Visit us online iowaauctioneers.org for event details

IOWA AUCTIONEER ASSOCIATION INDUSTRY 2018-19 CALENDAR

Iowa Auctioneers Association 
900 Des Moines Street

Des Moines, IA 50309
515-262-8323 / Fax 515-262-8960

For questions/concerns:
joano@agribiz.org

Like us on Facebook
facebook.com/IowaAuctioneersAssociation

Follow us on Twitter
twitter.com/IAAuctioneers

Call Monica Kuper today
1-800-442-FARM (3276)

Reaching 
156,665 
Rural Readers 

Weekly
Get results and deliver customer traffic 

to your auctions by Print & Web.  We offer 
more value for your advertising dollar.

A one stop shop for farmers, 
ranchers and their families!

www.farm2ranch.com
Call Monica Kuper today 

800.442.3276  •  info@farm2ranch.com

Let’s Grow Together!

Farm2Ranch features a robust 
Auction Page. It displays auctions 

by date in a calendar and also allows 
for photos and more detailed 

information about your auction. 


