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Paul Kuhn Family,
Thank you for the opportunity to present our company and our proposal for your properties. We pride ourselves in 
offering exceptional service, market knowledge, and the latest in marketing of your properties. As  experienced 
and knowledgeable REALTORs, Auctioneers and support staff, we sell over 500+ properties a year via auction 
method, and over 600+ in private treaty sales. In 2017, our total real estate transactions totalled over 115 million. 
We have offices in Sugarcreek, Millersburg, New Philadelphia, Kidron and Cambridge, OH along with Bridgeport, 
WV. We have top producing sales agents year after year. 

In this proposal, we will outline the basic elements of the auction process that we’re recommending but we would 
welcome the chance to discuss in more detail your needs, wants and concerns, as well as our plan with you soon.  

At your service,

Jr. Miller, Auctioneer / Realtor
Anthony Kaufman, President

I N T R O D U C T I O N



Salem & Jefferson Twp.
31-00005-000, 31-00030-000, 50-00038-000, 50-00180-
000, 50-00220-000, 50-00594-000, 50-00594-001, 30-
00069-000, 30-01416-000, 30-01425-000, 30-01427-000

The rolling hills of Southern Tuscarawas County typifi es 
this substantial offering.  Consisting of approximately 
680 acres with various owners the property includes 
multiple sought-after amenities.  The acreage is 
comprised of rolling hills, open ridge top sites, wooded 
draws, and tillable valley ground.  The property also 
includes multiple residences and bank styled barns.

The terrain mirrors that of the surrounding areas and 
does not appear to have had any mining activity.  
This fact that would not be lost on buyers looking for 
acreage in this area.  The wooded areas include 
several large stands of mature timber along with 
future growth.  These draws along with open acreage 
provides exceptional recreational opportunities.  It 
can be assumed hunting possibilities with this property 
are fi rst rate, along with the chance to create hiking 
trails and possible pond sites for a true year-round 
getaway. Additional possibilities exist with some brilliant 
ridge-top building sites.  For agricultural uses there 
are several tracts of tillable acreage along with high-
tensile fenced pastures.  The improvements provide 
investment opportunities.  Although the property title 
has not been inspected; given the amount of time 
the property has been in the family it would be safe 
to assume the gas and oil rights are intact and would 
transfer with the surface.  Although exploration in 
this area has slowed dramatically and the rights do 
not present a large amount of additional value as a 
separate entity, they will add value to the real estate 
and separate it from similar properties without rights.
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Types of Auctions
Sellers have the ability to create a 
specific timeframe for a sale. They 
can ultimately set all the terms, and 
auctions create a willing and able 
buyer that must perform based on 
the terms established by the seller. For 
most of our real estate auctions, we 
have a 30 day marketing timeframe, 
and a 60 day closing timeframe after 
the auction.
 
There are two ways to conduct 
auctions:
 
• Absolute 
• Reserve

There are many factors that we can 
discuss regarding which type of 
auction to use based on the needs 

A U C T I O N S  W O R K
Absolute Auctions
Absolute auctions tend to gather more interest 
and bring more bidders to the table. This is 
because buyers undoubtedly know that they 
can buy this asset being offered, regardless 
of price. Consequently you bring a more 
qualified buyer to the table; they’ve made 
financial arrangements and legal preparations, 
and through making these efforts, they are 
emotionally engaged in the property. The 
seller’s risk boils down to price; however it is the 
responsibility of the Kaufman Group to make 
sure the proper marketing has been done, and 
the effort has been made to insure fair market 
results are attained. 

Reserve Auctions
Reserve auctions also have pros & cons. 
The reason for a reserve auction and the 
reserve amount would have full disclosure 
and discussions prior to engagement. Reserve 
auctions tend to bring a little bit more reluctant 
buyer, not as involved in the process. Also more 
skeptical and questioning. With a reasonable 
reserve amount, these questions can be 
overcome and we can create an engaged 
buyer. We understand that the needs of our 
sellers sometimes require a reserve auction and 
we work hard to accommodate the needs of 
our clients.



Compensation
Schedule Options
Option 1: 5% Commission

• 2% Buyer’s agent referral paid to referring 
agencies (1% from Auction Company 
Commission and 1% Charged to sellers).

• Advertising is paid by seller. Approximately 
$6,000 to $7,000.

• Survey is $500 per surveyed parcel paid 
by the buyer, remaining costs paid by the 
sellers.

Option 2: 5% Buyer’s Premium - This amount 
is added to the gavel price to determine the 
purchase price. 

• 5% Commission.
• 2% Buyer’s agent referral paid to referring 

agencies (1% from Auction Company 
Commission and 1% Charged to sellers).

• Advertising is paid by seller. Approximately 
$6,000 to $7,000.

• Survey to be paid by seller.

Our Approach 

This property represents a truly unique offering 
the likes of which have not been seen recently 
in the subject area.  With the amount of 
acreage, it is sure to attract a tremendous 
amount of attention.  The size of the offering 
makes it supremely attractive to many possible 
buyers.  Obviously given the amount of land 
and the increased value of land and southern 
Tuscarawas County there would be a very 
limited buyer pool who would be ready, 
willing, and able to purchase a parcel of this 
size.  Fortunately, this acreage has a large 
amount of road frontage which lends itself to 
subdividing the property into numerous parcels.  
Using the analog of a pie, while some may be 
able to afford the whole, many can afford a 
piece and therefore create competition for 
those seeking to purchase the whole.  

The road frontage will enable various types of 
parcels.  Starting with smaller lots surrounding 
the homes and potential ridgetop building sites 
that take in astonishing vistas.  It culminates 
in larger tracts for the ag community, as well 
as the timber/investment and recreational/
hunting buyers.  Bidders looking to invest, 
harvest, plant, and build are able to find 
something to satisfy their rural real estate wants.  
The beauty of having such varied selections 
is the ability to offer something to everyone.  
What an auction offers is the opportunity to 
pull together all these interested parties at the 
same place, time, and create competition.  It 
also ensures it will be sold for the highest and 
best use, what the market dictates, not what 
an expert guesses it might be.  This equates to 
higher returns for the sellers. 

Closing Costs 

These are divided according to a typical real 
estate closing.  Below is a brief description, 
listing and purchase contracts are available for 
exact breakdowns.

Seller pays:

 Title search
 50% of title insurance
 Proration of taxes
 Conveyance fee
 Any required county approvals
 Deed prep
 50% of title company/attorney fees

B U D G E T  &  S T R A T E G Y
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On average MarkNet Alliance 
conducts 450 auctions every 30 
days and is projected to sell over 
approximately $1 billion in sales, 
including private treaty, in 2017. In 
the past 30 days MarkNet Alliance 
member websites have received 
over 1.2 million page views.

In all, this means we will leverage 
resources beyond a normal local 
companies abilities, to get you the 
highest sale price possible.

Seller Reporting
Our Workspace EX software 
provides you with an interactive 
dashboard that allows you to track 
all web views, phone calls, and 
information requests. This software 
is an industry fi rst and the only 
auction management tool of its 
kind available to sellers. It is the best 
way for a seller to stay up to date 
in real time with the current interest 
level on their property.

Local Expertise
We have been in business 
since 1975 and now provide full 
real estate services in over 50 
counties. We conduct over 500 
auctions annually including the 
sale of real estate, mineral rights, 
and personal property. With an 
auction team that averages 10+ 
years experience, we sell over 
$90,000,000 in real estate each 
year. We are the fi rst company in 
Ohio to have an auction website, 
online only and simulcast bidding 
platforms, and to offer mineral 
sales. As a company that has 
continuously been on the forefront 
of the real estate industry, we will 
put our experience and market 
knowledge to work for you!

National Network
We offer a unique business model 
to liquidate property in a timely 
manner. As part of the MarkNet 
Alliance international network, 
we have joined with 60 other 
established auction companies 
(across 35 states) to offer the latest 
technology and offer a national 
presence with local expertise. 

MarkNet Alliance is composed of 
companies who are the current 
leaders of the auction industry.

M A R K N E T  A L L I A N C E

MarkNet Alliance 
is licensed in all
50 states



Newsprint  

We will design display 
advertisements and will place 
them in property-specifi c real 
estate sections of local & 
regional publications. We would 
recommend publications that 
would cover a widespread area to 
give maximum coverage.

Farm & Dairy - 4x
Bargain Hunter - 4x
Times Reporter - 4x
Akron Beacon Journal - 2x
Columbus Dispatch - 2x
Cleveland Plain Dealer - 2x
Pittsburgh Gazette - 2x

Real Estate Websites
In addition to publishing this listing 
on our proprietary site, we can 
also advertise the property on the 
following and/or similar high-traffi c 
national sites:

neohrex.matrix.com
kaufmanrealty.com
zillow.com
realtor.com
landandfarm.com
landwatch.com
auctionzip.com
landsofamerica.com
landfl ip.com 
parksandplaces.com
50+ MarkNet Member Websites

Signs
Although not a new or high tech 
method of advertising, signs are 
a crucial part of the marketing 
plan. Correctly designed and 
strategically placed signs attract 
interest to your property and guide 
potential buyers to the property. 
Signs create curiosity that no other 
medium is able to do. We utilize 
custom directional, parcel, and on-
site signage.

Property Brochure
One of the highlights of the listing 
marketing campaign will be 
the brochure, designed by our 
graphic designer. The quality of the 
brochure will generate the buyer’s 
fi rst impression to stimulate their 
inquiry of the listing.

The brochure will include aerial and 
ground photography, plat maps, 
and primary information about 
the property. It will highlight the 
distinctive features of the property 
with attractive photographs. The 
brochure will be forwarded to all 
interested parties who request 
information via email or phone. 
Information is often requested after 
potential buyers have seen our 
advertisements, or have seen signs 
on the property. Also, they will be 
used in brochure boxes located on 
the sign at the property.

Information 
Clearinghouse
Your listing will have its own 
page on our website. As we can 
constantly update the site, we 
can promptly make any dynamic 
changes and add new information; 
which will be readily available to 
the buying public. This will make 
due diligence easier for potential 
buyers.

Interactive 
MapRight 
Experience
Visitors to your listing will have 
access to an interactive aerial 
map.  This map will pinpoint 
where photos and videos 
were taken and load the 
appropriate media when the 
user clicks the link.  This enables 
the user to get a true feel for 
the property, not only what it 
looks like but where the view 
was generated.  The map also 
features multiple interactive 
layers which gives the user the 
opportunity to add soil types, 
soil capability (approximate 
yields), water features, FSA, 
and many other layers.  These 
are extremely helpful for tillable 
parcels; they give the buyer 
options without creating a 
messy map featuring too many 
layers.

Media Creator
Our in-house marketing 
department specializes in 
creating custom photography 
and video for your property.  
With his digital media and 
photography skills, his drone 
footage and studio worthy stills 
will showcase your property in 
manner that is second to none.

M A R K E T I N G  P L A N
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When executed well, traditional 
auction marketing can be very 
successful; but it tends to be 
inflexibly static. Over the past 
few years, we’ve developed a 
dynamic advertising program that 
gives traditional media new life 
and incorporates cutting-edge 
technology.

ANALYTICS
We leverage multiple URLs for our 
auctions, each dedicated to a 
specific medium. So, you might 
notice that we have a different 
web address in our newspaper ads 
than we have on our brochure or 
signs. All of those web addresses 
point to the same place. When 
prospects use those addresses, 
though, we can track offline media 
in our Google Analytics. This lets 
us measure the effectiveness and 
efficiency of each media we 
use and informs our marketing 
decisions on similar assets in similar 
geographic locations going 
forward.

In the same way, we use Google 
UTM codes in all of our digital 
marketing to pinpoint specific 
ads or even specific photos that 
drive traffic to our website. These 
codes are practically invisible to 
our website visitors but give us very 
visible data. This information, along 
with constant experimentation with 

prospect’s primary needs or wants.

LOOKALIKE 
AUDIENCES
Facebook collects hundreds of 
data point on its users from their 
activity and purchases even more 
data from financial institutions. 
It also gets free data from all 
of us advertisers uploading our 
lists. Facebook matches all this 
information to user profiles. By 
doing so, they have predictive 
abilities beyond the connections 
even great marketers see. (A 
recent Stanford study showed that 
Facebook can out-predict even 
user spouses and parents.) 

We leverage this ability for 
what Facebook calls “lookalike 
audiences.” We can take our 
in-house database, those who 
interacted with our Facebook ads, 
and even those who’ve visited 
specific pages on our website—and 
then have Facebook find people 
who share the same demographic 
common denominators in any 
geographic area. So, we can 
take bidders from a past, similar 
auction and replicate them for the 
auction at hand. We can create 
a Facebook ad that shows to 
people who look exactly like the 
early visitors to your auction’s page 
on our website. Auction industry 

technology instructors have even 
found these lookalike audiences to 
regularly outperform in-house and 
purchased prospect lists. We can 
find the bidders other advertising 
methods miss.

MACHINE LEARNING
Finally, we trust algorithms to 
determine the optimum media on 
Facebook. Facebook’s tools allow 
ads to adapt to the best performing 
format, headlines, or pictures 
within the campaign we launch. 
Facebook also automatically 
updates lookalike audiences as 
more people interact with our 
media. Each day, the ads learn 
from the previous day’s results, 
which had already learned from 
the results of the day prior. So, 
over time, only our best advertising 
shows only to our best prospects. 
This is all automated from the get-
go, and the technology even learns 
from the offline media that feeds 
our website.

a portion of our advertising budget, 
allows us to adapt to changing 
social media trends almost in real 
time.

Although over 85% of all Americans 
have access to the internet we 
realize that in rural areas there 
are still buyers with a preference 
for getting their information and 
questions answered via a phone 
call to our company. For those 
parties we have multiple phone 
numbers and use a system called 
Call Rail to track the calls from 
these numbers that are used in 
conjunction with the advertising 
forms listed above

So, our recommendations to 
you are not theoretical or even 
educated guesses. We anchor our 
strategy in recent, real-world results.

VARIABLE DATA
For auctions with more than one 
potential buyer base, we can tailor 
specific sections of our mailing list 
to each prospect group. Using 
variable data printing, we can alter 
the headlines, photos, and even 
layouts of the same postcard or 
brochure according to tagged lists 
from our database of prospects. 
With the short attention span of 
American buyers, we can make 
sure those first couple seconds 
at the mailbox appeal to each 

A D A P T I V E  M A R K E T I N G



Pre-Auction 

[Days Prior to Auction]

Auction Listing Contract Signed [50]

Gather Information on Property [45]

Photos, Property Info, Aerial Maps, 
County & Township Regulations
Meeting with Surveyor to Create 
Property Layout [45]

Proposed Layout Submitted to 
County for Preliminary Approval [40]

Order Preliminary Title Reports from 
Sellers Attorney/Title Comp [40]

Creation of Print Media & Signage 
[35]

Collect Residential & Pertinent 
Disclosures from Sellers [30]

Web Advertising Campaign 
Including Ads, Brochures, 
Preliminary Title Reports, and 
Disclosures. [30]

Streamline Software Seller 
Dashboard Activated [30]

Signage and Brochures Placed [30]

Print Advertising Campaign Begins 
[30]

Ads Distributed to Newspapers & 
Magazines
Email Blasts [25]

Property Preview #1 [14]

Auction Day
Auction Day Bidder’s Packets

Auction Today Signs and Auction 
Day Setup        

Final Meeting with Sellers Prior to 
Auction     [2 to 3 Hours Before 
Auction]

Contracts and Disclosures Signed 
by Sellers Prior to Auction

Contracts and Disclosures Signed 
Immediately Following

Earnest Money Collected

M A R K E T I N G  T I M E L I N E
Preview Callbacks [10]

Property Preview #2 [10]

Preview Callbacks [7] 

Auction Sale Order Consultation [7]

Purchase Agreement Review & 
Approval [5]

Buyer Callbacks [5]

Sale Order & Supplemental 
Addendum Packets Prepared [3]



Summary
We anticipate strong, competitive 
bidding on your property because:
• Vast amount of acreage will 

attract tremendous attention
• Multiple types of acreage that 

appeal to a broad range of 
buyers

• Location, location, location: 
Property is within travel range of 
most aggressive land buyers

Our target market will be:
• Recreational Buyers
• Investors
• Timber Buyers
• Residential Buyers
• Corporate Retreat Buyers
• Agricultural Buyers

We will leverage a salvo of 
advertising media that will include:
• Internet marketing 
• Print advertising (newspapers & 

brochures)
• Custom Signage

We are the most qualified because:
• Selling similar properties since 

1975
• Local market knowledge
• Proven results & established 

reputation

We will use all of our expertise and 
industry-leading technology on 
your behalf.

From the Founder
Our values are commitment and 
innovation with integrity. Our 
vision is to lead the industry with 
professional and proven results. Our 
mission is to provide exceptional 
service in today’s market, while 
remaining grounded in our 
traditional values. These are the 
core values upon which I founded 
this company. If these principles 
are important to you, I trust you’ll 
choose our firm for all of your real 
estate and auction needs. We are 
“the heart of the market.”

Dave Kaufman, Founder

From the Managers
We are consistently focused on 
maintaining the core beliefs and 
principles on which this company 
was founded, while moving forward 
with fresh ideas and a progressive 
attitude in an ever changing 
market. We will make ourselves 
available to you every step of the 
way to make this transition in your 
life as seamless as possible. Please 
don’t hesitate to contact us with 
any questions. We welcome the 
opportunity to serve you!

Jr. Miller & Anthony Kaufman

C O N C L U S I O N



The depth of your care & concern 
of your clients. Curt Yoder was an 
absolute gem. This was the 3rd time 
I’ve dealt with Kaufman so you 
know I’m pleased.

FRK

Your company has an excellent
reputation. This is extremely
important to someone who has
never sold property before. Also,
Curt is a great person to work with.

AH

They kept us up to date and
informed us about everything. 

LL

Auction knowledgeable, friendly 
employees who know how to 
handle the auctions, good listeners, 
professional, sense of humor. 

SK

Appreciated willingness to be 
helpful and the sincerity implies in 
all
phases of the dealings connected 
with the auction. 

IFR

Working with kind, friendly people 
isn’t something you find everywhere
you go these days so it was nice to 
find that with everyone. I think you 
all do an excellent job. Everything 
went very smoothly. 

JF

Professionalism, the ability to listen 
and understand the questions and 
or problem and act accordingly. 

BB

We were able to have the auction 
quickly, from the time we first 
contacted Jake to the day of the 
auction, was a matter of a month 
or so-everything moved along 
quickly and efficiently. 

MS

They were very down to earth and 
we felt at ease with the Kaufman 
staff.

MLG

Appreciated the friendly relation 
that is offered to us common 
people. 

RW

The satisfaction, in knowing 
everything would be taken care of. 

NY

Promptness, honest and straight-
forward. 

NT

We felt we were working with a 
company and agent with high 
integrity & professionalism. 

TC

Friendly, local people who knew 
the area. Staff who live and work 
here.

KS

The staff is always working for the 
seller’s best interest. 

NR

Appreciated that all the 
procedures of the realty service 
were explained.

EC

Easy going, well organized & 
worked with us at all times. 

LR

Capability to market and attitude/
personality as an agent. 

CM

No matter how small the sale you 
try to do the best job! 

JC

Your caring, compassion and 
always being there when needed. 

CL

Loved the flyers describing the 
property and the internet site. 

DM

Great customer service, Anthony 
was always punctual, professional 
and always gave plenty of notice. 

MW

Courteous and pleasant approach 
to the entire transaction. 

JL

Jake was a great guy to work with. 
CH

Robert worked with our buyers 
helping them in every way. 

MH

Communication was great. 
Anthony went over and beyond 
with his service. 

JDS

H A P P Y  S E L L E R S



C O M P A R A B L E S

Interactive map at: kaufman.forsale/kuhn



C O M P A R A B L E S
Comp # Auction Name Location Date Description Acreage Sale Price Per Acre Price

1 Del Land LLC.
Salem Twp. 
Tuscarwas Co. 10.1.18

Secluded ridgetop farm with good 
frontage, mineral rights, and 
marketable timber. 99.073 $472,274.00 $4,766.93

2
Nancy Cooper, Trustee of 
John Ward Trust

Washington Twp. 
Guernsey Co. 9.29.18

Recreational, hay ground and building 
acreage as well as timber 
management. 240.000 $1,004,591.50 $4,185.80

3 Lahmers
Salem Twp. 
Tuscarwas Co. 7.21.18

Open and wooded parcel with 
panoramic views. Building and 
recreational potential. 25.000 $180,000.00 $7,200.00

4 Patrick "Pep" Patterson Trust

Lafayette & 
Oxford Twp. 
Coshocton Co. 5.18.18

Complete beef farm operation.  Open 
acreage with pasture and hay ground. 
Excellent buildings 383.024 $1,418,361.30 $3,703.06

5 William & Myrna Hostetler
Adams Twp. 
Coshocton Co. 11.18.17

Excellent working farm with good 
buildings, tillable land and mineral 
rights. 143.309 $849,168.00 $5,925.43

6* Woody & Linda Beitzel
Jefferson Twp. 
Tuscarawas Co. 11.21.17

Excellent farm with parcel ranging in 
size from 20 to 50 acres.  Tillable farm 
land or wooded acreage. 245.300 $1,626,075.00 $6,628.92

7* Stephen Marcincavage
Jefferson Twp. 
Tuscarawas Co. 11.14.17

Wooded parcel with limited access.  
Included an older home and barn in 
"AS IS" condition.  Marketable timber. 70.400 $436,480.00 $6,200.00

8*
Smith Mumma Farms &        
DMX Properties, LTD.

Jefferson Twp. 
Tuscarawas Co. 3.29.17

Wooded acreage with some timber 
potential.  Open tillable land and an 
older house and barn. 113.600 $715,000.00 $6,294.01

9 Duncan Trust
Jefferson Twp. 
Tuscarawas Co. 11.22.16

Excellent getaway property with 
incredible setting including a cabin, 
lake, and harvestable timber. 54.290 $551,200.00 $10,152.88

1220.633 $6,229,675.80
*Top Comparable Sales Acreage Price Per Average: Per Acre Average: $5,103.64
Averages based on top 
comparables 429.300 $2,777,555.00 $6,469.96
















